	CURRICULUM VITAE


PERSONAL DETAILS

Name

Aman





Aman.3686@2freemail.com 
MISSION STATEMENT

A strong interest in Business Development, combined with international work experience has allowed me to build up a successful career in Sales and Marketing. I wish to seek placement with an organization, providing more exposure & better career growth opportunities. I believe that skills are transferable to any sector as long as your fundamentals are strong.

EMPLOYMENT HISTORY
June 2010 till Date

                 


                      
OOREDOO (Qatar Telecommunication Co.); Q.S.C; Doha, Qatar





      
 
                    Account Manager – (Distribution - Sales and Marketing)
Ooredoo Qatar Telecommunication Co. (Formerly Qtel) is the leading telecommunications service provider licensed by the Supreme Council of Information and Communication Technology (ictQATAR) to provide both fixed and mobile telecommunications services in the state of Qatar. Ooredoo have a presence in 17 countries, and are committed to expansion in the Middle East, North Africa region and South East Asia. In total, Ooredoo provide coverage to a population in excess of 560 million people, with 57.5 million consolidated subscribers. The group revenue stands at Qatari Riyal 7.99 Billion with a 20% year on year growth. 

· Marketing and selling Ooredoo GSM Top-up (Recharge) cards and SIM’s to all customers and ensuring optimized distribution and sales.

· Monitoring stock and forecast required quantities.
· Provide top-up (recharge) & Sim cards sales statistics that relate to distributors and retailers. 
· Make sure that retailers follow up telecom regulatory contract's terms & conditions.
· Prepare a development plan for each distributor based on evaluation study. 
· Arrange regular meetings with distributors to discuss the business plan.
· Ensure that the Distributor Accounts allocated achieves its connections and Hala top up sales targets.

· Working with Manager, Distribution and Electronics Services to develop and implement a promotion calendar specific to the accounts responsible with the aim to acquire more customers.

· Ensure that the Mass Market shops in the region allocated are adequately branded in compliance with Qtel brand guidelines.

· Work with the merchandising team to ensure channel is well stocked with collaterals for any product/service promotion. 

· Ensure that all Distributors and Retailers are current with regards to product knowledge.

· Ensure customer applications are returned to back office by the Distributors as per the guidelines.

· Conduct weekly, monthly meetings with the Distributors and other internal/external stakeholders to ensure the Account achieves its targets, and operates in a smoother manner by solving any problems that may arise.

· Work with the sales support teams to ensure that Dealer Commissions are paid as per the agreed SLAs.

· Monitor Distributor performance and take corrective action with the team to ensure set targets and KPIs are achieved.

· Coordinate with the Distributors, their retailers and the merchandising team effectively to gather market & competitor intelligence and provide to management to counter competition.

· Review sales action plan periodically and ensure alignment to achieving Account KPIs.

· Attend to complaints from 3rd party retailers and resolve in a timely and effective manner.

· Support Business Unit Head in developing the Market, Distributors and the geographical wide spread of the product/services. 
· Liaise with Consumer Marketing Department for ATL and BTL marketing promotion. 
· Coordinate with all business partners for distributing of POS, Marketing and other relevant materials. 
· Planning & organizing regular market visits along with product managers and department heads.

EMPLOYMENT HISTORY (CONTINUED)
July 2007 to May 2010
                 


                        
M.H. AL MANA GROUP OF CO’s WLL; Doha, Qatar





      
 
                        Retail Manager – Al Mana Electronics
M.H. Al Mana is a diversified group comprising of 35 individual companies, each specializing in their field of expertise and operating independently. The Group is engaged in the distribution of Electronics, Construction Business, Industrial Gas plants, Liquid Oxygen, Oil extraction and many more. Al Mana Electronics----source, market, and distribute HAIER range of Consumer Electronics, Air Conditioners, Modular Kitchens and Home Interiors. Haier is the world’s 4th largest white goods manufacturer with global revenue of about US$ 17 billion.

 FUNCTIONAL ACCOUNTABILITIES

· Increasing existing retail distribution network. Strategize tie-ups with Retail Partners and vendors. Business expansion into corporate and institutional sector. Location survey, Feasibility report and new outlets setup.
· Developing new sales channels and constant re-evaluation of existing ones. Close liaison with Dealer Representatives to ensure monthly and annual sales goals are achieved. Preparing and managing marketing plans within prescribed annual budgets.
· Expanding the existing market base for new products and identifying new markets for future expansion.

· Identifying opportunities and solution offerings to the clients. Preparation of proposals, final negotiations and closure of business deals.

· Develop business case for identified projects undertaken by the company and lead negotiations with potential parties. Financial Modeling of new projects while preparing detailed reports and presentations.

· Conduct Market research to identify new business area and network expansion. Levering all available networks and alliances to uncover additional sales opportunities. Monitoring and analyzing market trends, studying competitor’s products and services.
· Advising on all elements of marketing such as product positioning, product mix, advertising, press releases and product launches.

· Planning and developing advertising strategies to support the sales objectives and creating consumer awareness.
· Analyzing consumer patterns and perceptions and predicting current and future trends.
· Achieve budgeted sale while controlling costs within predefined levels. Ensuring ordering procedures are followed & targets are achieved. 
· Plan marketing events, sales promotion, new product launches. Maintaining merchandizing standards, seasonal launches and cross promotion with other group companies. Handling all ATL and BTL Marketing. 
PRINCIPLE ACCOUNTABILITIES

· Ensuring all staff members in the Department, Showrooms and Outdoor sales team have personal objectives and KPIs which cascade down the company’s deliverables. Regularly reviewing performances and providing annual performance rating for all my direct reportee’s.  

· Succession planning within my department and ensuring all sales team have a career plan. Optimize people productivity by proper planning and implementing these strategies for maximum productivity. Ensuring optimum structure for my department and all positions are properly staffed and a high retention rates are maintained. 

EMPLOYMENT HISTORY (CONTINUED)
January 2006 to June 2007
                 
     




 
LAND MARK GROUP WLL; Doha, Qatar




       
     





Retail Manager – E-Max Electronics
The Landmark Group is a US$ 2 Billion business conglomerate. It has a retail presence of over 5million sq. ft. and a footprint that spans across the Gulf Countries and India. The Group currently operates over 450 stores and concepts like: Baby Shop, Shoe Mart, Splash, Home Centre, City Lifestyle and  Max Fashion. The latest addition in the Landmark Group's offering is ‘E-Max Electronics’--- a chain of tech stores truly representing multi-brand, multi-category Electronics retailing. 
· Leading a team of 30 people from different nationalities----comprising of Sales staff, Customer Service Representatives, Showroom Manager, Buyer, Technicians, Visual Merchandisers, Marketing Executives, Warehouse & Office administration staff.

· Planning and developing advertising policies and campaigns to support sales objectives.  

· Identifying, qualifying and securing business opportunities. Conducting market analysis to identify niche areas with business potential.
· Identifying target markets and developing strategies to communicate with the different segments of customers.

· Coordinating advertising campaigns through various marketing medias (News Papers, Magazines, Leaflets, Roll-up, Banners etc)
· Conduct Market survey, to ensure prices are in line with competition. Plan marketing event, sales promotion and new product launches. 
· Advising on all elements of marketing such as product mix, pricing, positioning, advertising and sales promotion. 

· Maintaining Merchandizing standards, season launches, cross promotions with other business companies of LANDMARK Group. Handling all ATL and BTL marketing collaterals. Liaison with press media and advertising agencies.
· Attending and representing company at various business and industry meetings, trade shows and promotional activities, working along with managers, advertisers and developers to market company services and goods.
· Increasing existing retail distribution network. Strategize tie-ups with Business Partners and vendors. 
· Developing a healthy pipeline of prospects and accurately forecasting business deals to be closed. 

· Set up new projects from conceptualization to completion and then translate the marketing objectives into strategies. 
· Setting the benchmark for all in-store & out-store Retail Standards. Increase brand presence through effective marketing. 
· Achieving the set targets & ensuring the profitability. Analyzing Sales, Margins, Aging stock and inventory management. 
EMPLOYMENT HISTORY (CONTINUED)
May 2004 to 31st December 2005
                 
        
LG ELECTRONICS INDIA PRIVATE LIMITED; Western & Central India




       
              
       Senior Executive (Plasma & LCD Business)
LG Electronics India Pvt. Ltd; is a wholly owned subsidiary of LG Electronics, South Korea. It is the number one consumer durable brand in India, encompassing an impressive portfolio of Color Televisions, Washing Machines, Air-Conditioners, MWO’s Refrigerators, Vacuum Cleaners, PC’s, Audio’s DVD’s, GSM mobile phones, Plasmas, LCD TV’s and Projectors. The company did annual turnover of Rupees 100 Billion in 2010 and aims to achieve a turnover of Rupees 150 Billion in 2011.

· Marketing and Selling of Exclusive Hi-End range (Plasmas, LCD TV’s & DLP TV’s)---through Company specific Retail Outlets (XCANVAS STUDIO) and retailers.

· Planning and developing advertising strategies/campaigns to achieve sales objectives.

· Creating consumer awareness and strategically promoting company’s new products into Shopping Malls, Departmental stores, Hypermarkets, Cineplex’s, high end societies, Institutions, corporate clients and Hotels.
· Develop annual marketing plan in conjunction with sales department, with details activities to follow during the fiscal year, which focus on meeting the company’s objectives.

· Conduct market research to determine market requirements for existing and future products.
· Analysis of customer research, current market conditions and competitor information.

· Monitor, review and detail reports on all marketing activities and results. Analyzing data regarding consumer patterns and preferences.

· Develop pricing strategy along with product mix, promotions and selling. Liaison with the media and advertising agencies.

· Increasing existing retail network. Strategize tie-ups with Retail Partners for setting up new stores. Setting the benchmark for all in-store & out-store standards as per company’s specifications and Retail Standards.  
· Managing designated products and Retail stores to achieve short and long term operating results in line with the product marketing plan for the Indian states of Gujarat, Rajasthan and Madhya Pradesh.
· Organized exclusive PLASMA & LCD TV’s hands-on promotion, exhibitions, Road shows, press releases, dealer seminars.
· Sensing consumer changing perceptions, study and research of market trends and competition analysis. 
· Coordinate and participate in promotional activities and international trade shows to market company’s products and services.  
EMPLOYMENT HISTORY (CONTINUED) 
January 2001 to December 2003

  
        
INTERNATIONAL ELECTRONICS COMPANY LTD; FZE, DUBAI-UAE





  
        Manager - Business Development 
International Electronics Company Limited is among the leading international trading company, with extensive business activities in United Arab Emirates, Far East, CIS, Maldives, Sri Lanka and Africa. The company is engaged in the field of Electronics and FMCG. International Electronics company----source, market, and re-distribute a wide range of products. Comprising of world’s leading brands such as KENWOOD, DENON, FUJITSU, PANASONIC, SONY, LG and YAMAHA. 

· Having independent charge of multifunctional activities relating to Business development, Sales, Market feedback, Budget follow-up, Management reporting and Administration of Sales Staff.  
· Responsible for Business Development in CIS, Middle East and African Countries.

· Responsible for enlarging customer base, marketing alliances, mining of new clients and relationship building.
· Attending and representing company at various business and industry meetings and trade shows.

· Planning and devising effective advertising strategies to market the product for increased sales.

· Develop pricing strategies, balancing company’s objectives and customer satisfaction.

· Formulate and coordinate marketing activities and policies to promote products and services.

· Identify, develop and evaluate marketing strategy, based on knowledge of company’s objectives, market characteristics, cost and markup factors. Conduct market research to determine market requirements for existing and future products.

· Utilizing sales forecasts and strategic planning to ensure the sale and profitability of products and services, analyzing business developments and monitoring market trends and consumer perceptions. 
· Advising the management on local and international factors affecting the buying and selling of products and services.

· Coordinating advertising campaigns through various marketing medias (News Papers, Magazines, Leaflets, Roll-up, Banners etc)
· Conduct Market survey, to ensure prices are in line with competition. 
· Advising on all elements of marketing such as product mix, pricing, positioning, advertising and sales promotion. 

· Study and research of market treads and competition analysis. Implementing price structure and planning growth. 

EMPLOYMENT HISTORY (CONTINUED) 
October 1997 to December 2000

              



 
JUMBO ELECTRONICS COMPANY LLC; DUBAI-UAE
Sales Supervisor
Jumbo Electronics is among the United Arab Emirates first transnational corporation, with presence around the world. Is a part of global Jumbo group, which boasts revenues of nearly US$ 5 Billion. Three operating business group make up Jumbo Electronics: THE SONY GROUP, INFORMATION TECHNOLOGY GROUP and AGENCY GROUP. It has franchises of key brands like Sony, Silicon Graphics, Casio, Compaq, Packard Bell, Nokia and many more. Each of the above business units has independent Sales and Marketing teams and resources to meet their objectives.

· Marketing and selling the entire range of SONY products, including Wega Televisions, Digital VCR’s, Handy cams, Play station consoles, Mobile electronics, DVD players, Hi-FI Audio and all digital electronics products.
· Sourcing advertising opportunities and placing adverts in press (local, regional and specialist publications)
· Managing the production of marketing materials, including leaflets, posters, flyers, newsletters and DVD's.
· Study and research of market trends and competition analysis. Sensing consumer perception, patterns and preferences. Identify market opportunities for new and existing products and services.
· Identifying target markets and developing strategies to market the products in effective ways through Leaflets, Banners, News Papers etc.
· Organizing demonstration, exhibitions, dealer seminars, hands on promotion and product launches.
· Coordinating with advertising agencies on the production of advertising campaigns involving press release, artwork approvals, copy writing, media scripting and placement.

· Follow up on marketing and promotional plans and work out effective strategy for vigorous market penetration and expand market share.

· Implementing these strategies to achieve sales and collection targets. Appointment of new dealers and distributors.
· Organizing and attending conferences, seminars, receptions, exhibitions and representing company products at trade shows.
  KEY SKILLS 
· Exposure to variety of environment and culture has left me with a well rounded view of analytical skill and logical reasoning. 
· Capable of working successfully to service level agreements.

· Good interpersonal skills, both when dealing with colleagues and clients.

· Motivated and enthusiastic individual who is able to learn and adapt to changing situations.

· Computer literate and able to work successfully within a highly technical environment.

· Accustomed to a fast paced environment where deadlines are priority and handling multiple jobs simultaneously is a requirement. 

· Strong problem solving, time management and organizational skills.
EDUCATION 
	YEAR
	EDUCATIONAL ESTABLISHMENT
	COURSE STUDIED

	2012 – 2013
	College of North Atlantic (CNAQ), Qatar
	Diploma in Leadership and Management  

	2006 – 2008
	London Academy of Professional Training, UAE
	Diploma in Retail Management

	1992 – 1995
	CCS University, India
	Bachelor’s Degree in Commerce

	1990 – 1992
	Saint Mary’s Academy, India
	O Levels and A Levels


CERTIFICATIONS  
	YEAR
	EDUCATIONAL ESTABLISHMENT
	COURSE STUDIED

	July – 1997
	Aptech Computer Education, India
	AWARE – Windows Based Applications 

	Nov – 1997
	Jumbo Electronics in-house Training, UAE
	Internal Customer Care

	July – 2006
	CHN Institute, Qatar
	Stress Management

	May – 2011
	Coleago Consulting, Qatar
	Telecoms Mini MBA

	Nov – 2011
	Infocenter Training and Consulting, Qatar
	Microsoft Excel 2007 (Level 3)

	Jan – 2012
	B Business Training, Qatar  
	Team Management

	May – 2012
	Coleago Consulting, Qatar
	Telecoms Mini MBA

	Oct – 2012
	B Business Training, Qatar
	Staff Empowerment Program

	Dec – 2012
	K2S Knowledge to Succeed, Qatar
	Mastering Planning and Organizing

	May – 2013
	Qatar Finance and Business Academy, Qatar
	Finance for Non Finance Managers

	Jun – 2013
	IIR Middle East, Qatar
	Think Critically and Succeed

	April - 2014
	B Business Training. Qatar
	Erteqaa for Managers

	Sept - 2014
	Informa Training, Qatar
	Business Case Making and Analysis

	Dec - 2014
	Wilson Learning, Qatar
	Ooredoo – Account Manager Specialized

	Feb – 2015
	Informa Training, Qatar
	Advance Business Case Making and Analysis


EXTRA CURRICULAR 
· Represented school in Sports and Basketball. Participated in school plays and debates.
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