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----------------------------------------------------------------------------------------------------------------------------
(CURRENTLY)
Associate Manager (CORPORATE SALES & BUSINESS DEVELOPMENT)
Supernet Limited
Global Business Development/Expanding Distribution Channels/Presenting Technology Solutions
Respected executive with four and a half year of experience leading sales and for growing the organization with the core competencies include

· Executive Negotiations & Presentation  
· Business Development & Expansion
· RFP Review

· Advance Technology Integration

· Market Planning

· Key Account Relationship Manager

 --------------------------------------- PROFESSIONAL EXPERIENCE----------------------------

· Outgoing and goal oriented professional with two and a half year of sales and marketing experience
· Responsible for all clients’ communications, conflict resolution and compliance on client deliverables and revenue.
· Ensures that client issues are dealt with in an efficient manner, informing the Sales Manager up to COO level of any problems that may arise
· Works closely with the professional services team in order to maintain a continuous knowledge of project status in order to identify potential issues and/or opportunities within or related to the project.
· Generating new sales from new customers.
· Work with collection team (Customer Operations) in supporting all collection activities against the assigned account – including direct support for the timely resolution of delinquent accounts

· Ensuring Profitability growth by improving the buying costs and division of the company individually and working with the team. 
· Internal /External Customer Engagement & Relationship Management 
· Set up the customer expectation as per the agreed Crystallite internal process. 

· Gathering information about customer satisfaction and product functioning by working closely with the clients
· Develop and agree with direct supervisor on plans to continually build own skills and knowledge by anticipating demands and understanding own strengths and weaknesses 

· Participate in action plan assign to the team related to enhance the engagement level 
and provides regular two-way communication between the client and team, to provide strong team representation and set proper client expectations 

· Ability to execute responsibilities in an effective manner

· Employee engagement in team

· Ensure updated and efficient information records related to customers
 Reviews all major deliverables (i.e. strategic brief, function spec, tech spec, etc.) to ensure quality standards and client expectations are
· Excellent interpersonal skills with a well earned reputation, building key relationships and proving excellent customer service 
· Effective in both self managed and team environments
· Accomplished business plans delivery and sales fundamentals results. 

· Managed quality execution of Initiatives. 

· Provided training to sales team. 

· Planned& executed promotion & New Product Launch. 

· Planned &achieved Sales Executive wise Volume Target in the assigned territory. 

· Conducted performance review of the team. 

· Developed New Business via cold calling and various other media and communication

· Rate negotiations 

· Writing weekly reports 

· Monitoring and controlling advertising content 

· Identifying opportunities for business development 

· Conduct market analysis in order to generate profit 

· Assist the Branch Manager/Regional Manager  
· Developed division’s main objectives and sales targets. 

· Managed the structuring and closing of the deals with new customers. 

· Compiled and maintained comprehensive customer profile. 

· Produced daily, weekly and monthly activity reports and forecasts. 

· Monitored and supervised sales team. 

· Followed up on opportunities uncovered by business development. 

· Implemented process improvements and best practices.
· Ability to work within a team and work well under pressure
--------------------------------------- PAST PROFESSIONAL EXPERIENCE --------------------------------

                    TEAM LEAD SALES (NORTH)/ACCOUNT MANAGER
                                                          JULY 2009 ----- August 2011
COMSTAR ISA LTD
The key areas are defined 

· Relationship building.
· Sell company’s goods and services to new and existing customers. 

· Identifying new markets and business opportunities.  

· Researching the market and related products.
· Presenting the product or service in a structured professional way face to face.

· Listening to customer requirements and presenting appropriately to make a sale.
· Maintaining and developing relationships with existing customers in person, and via telephone calls and emails.
· Arranging meetings with potential customers to prospect for new business.
· Acting as a contact between a company and its existing and potential markets.
· Negotiating the terms of an agreement and closing sales.
· Gathering market and customer information.
· Representing the organization at trade exhibitions, events and demonstrations. 

· Negotiating on price and costs, delivery and specifications with buyers and managers.
· Challenging any objections with a view to getting the customer to buy.
· Advising on forthcoming product developments and discussing special promotions.
· Liaising with suppliers to check the progress of existing orders.
· Checking quantities of goods on display and in stock.
· Recording sales and order information and sending copies to the sales office.
· Reviewing your own sales performance, aiming to meet or exceed targets.
· Gaining a clear understanding of customers' businesses and requirements.
· Making accurate, rapid cost calculations, and providing customers with quotations.
· Attending team meeting and sharing best practice with colleagues.
SALES EXECUTIVE MARCH 2009 ----- MAY 2009
    SILK BANK

The key areas are defined
· Increase the deposits 
· Fill the sales Activity reports on daily basis.
---------------------------------------ACADEMIC QUALIFICATION ------------------------------------------
	QUALIFICATION
	INSTITUTE
	SESSION

	MCS
	Pir Mehr Ali Shah Arid Agriculture University
	2012-2014

	M.B.A-Marketing 
	A.I.O.U University
	2009-2011

	M.Sc (Economics)
	Quaid-i-Azam University Islamabad
	2007-2009

	B.Com (Accounting,Economics,Mathematics)
	University Of Punjab
	2004-2006

	F.Sc (Pre-Engineering)
	B.I.S.E. Gujranwala
	2002-2004

	Matriculation 
	B.I.S.E. Gujranwala
	2000-2002


-----------------------------------------COMPUTER KNOWLEDGE ---------------------------------------------

· Statistical Package for Social Science (SPSS).
· Electronic Views (Eviews).

· Ecommerce (HTML, DHTML)

· Microsoft Word, Outlook, Visio,Powerpoint,Excel & Access   
----------------------------------------------RESEARCH ANALYST-----------------------------------------------

· Empirical Analysis of Happiness and Satisfaction of Pakistan. (Thesis)
· Forecast the consumer Price Index for Year Jan 2009 (Project)
· Good Skills in Applied Economics. 
-------------------------------------------------------AWARDS---------------------------------------------------------
· Two times champion of the month 
· Two times employee of the month 

· CEO appreciation letter
· Promoted to Team lead  
----------------------------------------------PERSONAL PROFILE-----------------------------------------------

Date of birth:                       31-05-1986
Religion:
                   Islam
----------------------------------------------REFERENCES-----------------------------------------------

Will be furnished on Advice
