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   Profile summery
· A competent professional with over 12 years of experience in Materials Management, supply Chain Management encompassing vendor management, sourcing and   total commercial operations.        Extensive experience in development of sourcing strategies, encompassing vendor identification, development and analytical assessment, to strengthen supply chain effectiveness.  

· Expertise in implementing cost saving measures to achieve substantial reduction in terms of man days, production cost, raw materials and energy consumption. 

· Sales Management, marketing management & Business developments. Scans business environment to explore options for revenue generations for new and existing customers. Strategies on new products developments &reaching to new segments by consumer bases   market intelligence. . Delivering results on   strategic objective, whilst workings   within the organization core values and beliefs. 

     Academic Qualification
· M.B.A(Marketing) from Institute of management Technology from Dubai academic city Dubai(UAE) 2008-2010 CGPA systems(3.12)

· B.Sc.  (Hons) from L.N.M. University Bihar(India) First divisions 
· 10+2 intermediate council Patna Bihar, (India) First divisions.
       PROFESSIONAL EXPERIENCE (UAE& GULF Five   years)
       Kamal  Osman Jamjoom Group LLC Dubai UAE (October 2011 to till date) 
       Procurement &supply chains Coordinators
· Material Planning/Inventory Management: Preparing material requirement plan as per production floor needs. Tracking and maintaining inventory levels in the stores for all items required   Generating purchase orders as and when inventory levels reach reorder levels. Efficiently managing the inventory levels, for ensuring ready availability of material to meet production and dispatch targets.  
· Sourcing / Procurement: Handling sourcing through identification of cost effective suppliers for procurement with an aim of improving quality & reliability. Budgeting funds for procurement and sourcing of materials ensuring optimum utilization of materials & maximum cost savings
· Expertise in ORACLE   ERP    system,  planning, forecasting, purchasing& cost controls.
· Commercial Operations: Managing the import and export operations, keeping compliance with custom laws, notifications, tariffs, rules and guidelines. Ensuring timely and maximum realization of export incentives.  Attending to Customs, and respective appellate authorities
       Noble Groups Dubai (UAE) August 2009 –   to Sep 2011 

      Sales   & Operations Executive
· Building brand presence in various segments of markets.

· Promoting and selling products in most profitable manner.
· Key focus for promotions and offers.

· Developing multilevel relationships with customers in all segments of markets.

· Responsibility to manage customers in GCC and Africa regions.    

· Imports & Exports operation of GCC, Africa regions and Europe. 

· Knowledge of Incoterms related with export shipping line, also Knowledge about Supply chain management and distributions and deals with all kind of legal and formality about Dubai customs Imports and Exports.  
           India Experience 7 years
Hysel  India Pvt. Ltd., Delhi (India): Oct 2005 to June 2008  

      Asst.   Sales& Marketing Manager
· Administering the complete sales management &operations organization      Managing   team of seven   personnel.
·  Manages an assigned geographic sales area or product line to maximize sales revenues and meet corporate objectives.

·  Establishes and manages effective programs to compensate, coach, appraise and train sales person.

·  Performs sales activities on major accounts and negotiates sales price and discounts in consultation with channel partners.

·  Manages personnel and develops sales and sales support staff. 

·  Reviews progress of sales roles throughout the company. 

·  Accurately forecasts annual, quarterly and monthly revenue streams.

·  Develops specific plans to ensure revenue growth in all company’s products, Provides quarterly results assessments of sales staff’s productivity.

·  Coordinates proper company resources to ensure efficient and stable sales results.

·  Formulates all sales policies, practices and procedures and Assists sales personnel in establishing personal contact and report with top echelon decision-makers.

·  Collaborates with Senior managers to develop sales strategies to improve market share in all product lines. 

· Interprets short- and long-term effects on sales strategies in operating profit. 

· Educates sales team by establishing programs/seminars in the areas of new account sales and growth, sales of emerging products and multi-product sales, profitability, improved presentation strategies, competitive strategies, proper use and level of sales support, management of expenses and business/financial issues on contracts.

· Collaborates with [Insert title] to establish and control budgets for sales promotion and trade show expenses and Reviews expenses and recommends economies. • Holds regular meeting with sales staff.

· Develops sales plans &   Marketing plans.

· Educated to sales teams and channel partners product categories wise.

· Arrange technical & production lecture & seminar to customer zone wise.
· Develops the marketing and brand management strategy to support top line& bottom line growth.

· Exposure to   brand strategy, media planning and buying.

· Ability to develop and implement marketing strategies and coordinate actions to influence the markets.

· Assumes overall responsibility in formulations of brand vision and plan for brand extensions.

· Develops business plan and strategy for the market. 

· Responsible for performance and development of account executives and sales, vender development management and support logistics.
· Key account promotional activity planning.

· Brand activity planning and executions.
· Distinction of achieving over 100% target accomplishment for 3 consecutive years. 

· Conceptualizing the unique performance review methodology for sales dept based on milestone concept.
 Roche Diagnostic India Pvt  Delhi (India): Sep 2004 to Sep 2005 

       key account sales & marketing Manager
· Provide   Product knowledge &technical support to customer.  
· Developing marketing and branding initiatives.

· Developing marketing strategies with brand heads and   marketing heads.
· Manage channel partner sales &Product support.
· Arrange the product displays and event for customer in north India
· Product literature  and samples  provide to customers  

· Motivating sales teams   to achieve agreed objectives.

· Key account   business development planning and executions .with higher level management. 
Nicholas Primal India Ltd Delhi (India): Jan 2002 to Aug 2004 

· Work as Area Business manager in Delhi (India) covering all north India Pharma, Biotechnology research labs and diagnostics industry sales and marketing of Products and services.
· Business planning and strategy for business development.

· Trained to sales people& channel partner teams & Focus on sales & distributions.
· Managing budgets & cash flow data & statistical analysis of sales category wise.

· Work closely with Business head about business objective   and targets   and help to achieved   formulations.   
· Contribute to formulations and dissemination of annual plan and monitor their area of responsibility. 
· Planning and implementing sales programs  
· Provide supportive   leadership management staff within area of responsibility.

· Achieving the sales targets sets by organizations each quarter & financial year.
· Provide comprehensive coordination of all product sales activities.

· Planning’s and executions of deals of tenders along with product teams.

· Manage the publicity leaflet& publicity material, events, conference, trade shows. 
       Key Skill and competencies
· Sales &Margin budgeting& Forecasting.
· Cost management& inventory management.  

· Develop merchandising process for brands. 
· Vender management & new vender developments.

· Develops Buying planning & policies.

· Sales & distributions management.
· Understand large account selling business modules.

· Able to manage key suppliers to ensure a high level of services from them.

· Promotion and   pricing administration is completed efficiently and effectively.

· Problem solving and analytical skills.
· Strategy development and implementations.

· Marketing strategy for sales and business development.

· Revenue   managements and pricings.

· CRM for Retails and pharma sectors.
· Advertisements and Promotional plantings.

PERSONAL PROFILE
· Date of Birth


: 22-09-1976

· Marital Status


: Married

· Nationality


: Indian

· Language Known

: English, Urdu, Hindi

