CV No: 1387332

Email: cvdba15@gmail.com 

        Mobile: +971505905010 / +971504753686
Career Objective:


To become a part of a dynamic organization nurturing personal development and providing opportunities for career advancement. To work in a competitive organization to improve my skills, build a promising career and be converted into a part of organization for achieving its main objectives.
Professional Experience (Summary): (8 years of Experience)

· 1 year in Sales and Marketing at Tractors Ltd. 

 (Tractors Manufacturer)

· 5 Years in Sales and Marketing at  Motor Company Ltd. (Authorized Distributor) of Toyota Motor Corporation Japan  (Auto Sector- Spare Parts)
· 1 Year and 3 months in Sales Planning & Supply Chain at Pakistan Cement Company Ltd. Orascom Group of Industries (Cement Sector)
· 6 Months in Sales, Marketing & Supply Chain at Electrical Mechanical Technology 

(Transformers Manufacturer) 

Professional Experience: 

Regional Manager – (Major Province of Pakistan)
Tractors Ltd. (Leading Tractors Manufacturer in Pakistan)
                                                                                                        


   July 2013 to Sep 2014
· Managed sales amounting to Rs. 08 Billion (and more than 7000 Tractors units sales)  via largest network of 21 Dealerships and main 500 Workshops and Retailers in Punjab

· Daily orders, Forecasting and Supplies of Tractors
· Planned and Executed Business Plans of Dealerships and monitor sales as per target and growth from  last year

· Designed and Executed Promotional campaigns at Dealerships to attract the huge customers potential and customer awareness
· New Business areas and established to cover up as per potential

· Conducted Sales support activities like Customers awareness Seminars, Workshops, Kissan Melas and Free Service Programs

· Conducted Regular Market surveys
· Monitored and Analyzed competitors activities and act proactively in Govt. Schemes

· Coordination with Plant, MM,PDI, Distribution and Logistics departments for smooth operations

· Coordination with Banks specially ZTBL, UBL, BOP, MCB, HBL and other banks for tractors loaning and get maximum bookings of Customers via Banks
· Managed Pakistan Government departments and other departments for getting business

· Managed and Participated in  all Pakistan Government tenders

· Handled Dealers Associations matters

· Customers Complaints and Regular Feed Back
· Resolved Farmers Associations Matters
Area Sales Manager (Auto Spare Parts) – Punjab (Major Province of Pakistan)
Motor Company Ltd – (Authorized Distributor of Toyota (Japan) in Pakistan)

                                                                                                        
September 2007 to September 2012











             (5 Years)
· Responsible of Sales amounting to Rs. 1.1 Billion via largest network of 17 TOYOTA Dealerships and main 50 parts Jobbers/ Retailers/Wholesalers in Punjab

· Regular orders, Forecasting and Supplies of more than 20,000 line items in stock and ensuring in time availability

· New business areas in Spare Parts and establishing to cover up as per potential
· Established Toyota Genuine Motor Oil market in Punjab with 300 Oil Jobbers/Retailers
· Designed and executed campaigns at Dealerships to catch up the huge customer potential and customer awareness regarding Toyota Genuine Parts and Daihatsu Genuine Parts
· Business Plans of Dealerships and monitor sales as per target and growth from  last year 

· Kaizen Action Plans of Dealerships to systemize the setup in more effective and easy way to sustain it as per Toyota’s Standards
· New line items and price revision of parts after conducting monthly market surveys
· Handled Anti-counterfeit activities within Punjab
· Conducted trainings of after sales staff 
· Articles writing on Auto Parts in Newspapers of Pakistan based on Quarterly Research
· Budgeting of Concern Area of Marketing Activities in Punjab
· Conducted Sales support activities like Customers awareness Seminars, Workshops, Customer satisfaction Marketing Innovation Marathon, Kaizen Activities, Anti-Counterfeit Seminars
· Appraisals of Concerning and reporting Staff

My Best:

· Promoted as Area Sales Manager
· Award taken as coordinator CSMIM champion in 2010 Nationwide
· Best After Sales Awards in the Punjab Region for consecutive 02 years

· Representing Toyota in ACIF (National Anti-Counterfeit Infringement Forum) to give awareness of Toyota Genuine Parts to the traders, wholesalers, retailers and customers

· Incentive International trip awarded on my performance

Sales Planning Executive 
Pakistan Cement Company Ltd – (Leading Cement Producer - Orascom Group of Industries)  
                                                                                                                                             June 2006 to August 2007










                 (1 Year and 3 Months)
· Responsible to get orders from  Dealers as per assigned target
· Daily monitoring and analysis with other brands
· Find out new business potential area
· Availability as per plan & arrange Logistics 
· Making Online Changes in Daily Sales Plan in System (Oracle Based System) 

My Best:

· Promoted as Sales Planning Executive in Head Office Islamabad

Sales & Marketing Executive 
Electrical mechanical technologies (Pvt) Ltd - (Transformers Manufacturers)    
                                                                                                                                       December 2005 to May 2006












        (6 Months)
· Find out new business possibilities  
· Correspondence with public as well as private sector organizations 
· Managed and organized data of marketing activities
· Preparation of monthly/quarterly orders/sales reports
· Preparation and submission of WAPDA, KESC, LESCO, GEPCO, MEPCO, FESCO, AJK (Electric and Power Supply Companies), and other public & private sector’s tenders
· Provided tenders results, comparative statements, dispatch and logistics 

Education:


2005 
- Masters in Business Administrator – Specialization in Sales & Marketing  
             (CGPA   3.45 out of 4.00)
                                                                                                                                                             (86%)

NCBA&E (National College of Business Administration and Economics)


(Certified & Recognized by Higher Education Commission)


Trainings Attended:


· Toyota Way in Sales & Marketing   
· Customer Handling, Toyota Global Knowledge, EPC, PNC  
· Training on Managerial Skills 

· Improving Personal Effectiveness

· Warehouse and Inventory Management Skills 

· After sales business growth

· PDCA Training (Plan, Do, Check, Action)
· A3 Analysis

· SAP Training

· Used Car Sales

· Anti-counterfeit Support Program

· Safety Awareness Program







