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Sheraz 
» Profile

A High‐Performing, Strategic‐Thinking professional with 10 years experience in Pharmaceutical Marketing and Sales. Highly skilled at market analysis, ideas generation, defining goals, strategic planning, team building, ensuring implementation, building relationships with customers and training. Campaigns developer to uplift brands with the intention of targeted branding in the minds of customers. Sales call – business relationship developer for making the Field / Zonal / Sales managers to calculate and advocate it with subordinates. Possessing hands on experience in all phases of recruitment and hiring, including defining job roles, assessing needed skills, qualification and evaluating candidates. 
» Education

B - Pharmacy 

University of The Punjab, Lahore, Pakistan. 2005.
Master of Business Administration  

AIOU, Pakistan. 2011.
Bachelor of Science (English)  

University of The Punjab, Lahore, Pakistan. 
F.Sc. 

Govt Forman Christian College, Lahore, Pakistan. 1998.
» Work Experience
Sr. Product Manager

Apr 2014 - Continued
Key Responsibilities
· To conduct market research e.g. SWOT Analysis

· To help GM Marketing & Sales in setting annual sales targets & phasing these targets month wise up to territory level.
· To plan and design annual budgets of the team and making the marketing plans product wise for the rational utilization of these budgets.

· To develop marketing strategies on the basis of market research and Product Life Cycle.

· To analyze product history, current behavior and sales forecast to refine marketing strategies.

· To analyze competitor’s strategies and make counter plans.

· To plan, organize and control promotional campaigns for the assigned products.

· To plan, design and develop promotional inputs i.e. literature, gimmicks and 

Physician Samples.

· To conduct and arrange in house and on job training of field force about selling skills and product knowledge.

· To analyze ROI (Return on Investment) and advise FF accordingly to have targeted share from the obliged customers.

· To analyze sales and revise marketing strategies if needed.

· To coordinate with sales team for their issues and problems in the field.

Group Product Manager (GPM)
Standpharm Pak (Pvt) Ltd. Lahore, Pakistan. July 2012 – April 2014.
· Key Responsibilities As an Administrative & Functional Head of Marketing Dept
· To design basic policy framework of the organization.
· To plan corporate goals (Qualitative and Quantitative) and ensure their achievement.
· To keep an eye on the organizational performance and minimize deviations from the plans.
To keep an eye on the market latest trends, behavior and performance. 
· To keep directors updated on day to day basis about the organizational performance.
· To coordinate with directors for carrying out monthly meetings with BUMs / NSMs.
To develop and arrange the training programs for the field managers, zonal managers and product managers.
· To plan, assess and regulate working of the product managers.
· To make annual appraisal of marketing team consisting of 5 Product Managers and 2 Sr. Product Managers.
· To suggest directors regarding the new avenues i.e. new segments, new products, new territories induction and possible changes in current infrastructure.

· To set agenda of the QBMs in the light of performance and needs.

· To plan and arrange corporate level activities like yearly calendar, diary, medical journals (NEJM, BJS), QBMs and Annual Planning Meetings.
· To coordinate with IMS/Sals for the development of customized reports and related analysis.

· To coordinate with Softronics / IKons solution (Software developers) for the development of new Secondary Sales Software. 

Sr. Product Manager (SPM)
Standpharm Pak (Pvt) Ltd. Lahore, Pakistan Oct 2010 – June 2012
Product Manager / Asst. Product Manager
Standpharm Pak (Pvt) Ltd. Lahore, Pakistan Oct 2008 – Sep 2010

· To conduct market research e.g. SWOT Analysis

· To develop marketing strategies on the basis of market research and Product Life Cycle.

· To analyze product history, current behavior and sales forecast to refine marketing strategies.

· To analyze competitor strategies and make action plan to counter those.

· To plan, organize and control promotional campaigns (RTDs, LSPs, Product days, Ward activities and Drug Camps) for assigned products.

· To design and develop promotional inputs i.e. literature, gimmicks and 

samples.

· To conduct and arrange in house and on job training of field force about selling skills and product knowledge.

· To analyze ROI (Return on Investment) and advise FF accordingly to have targeted share from the obliged customers.

· To help BUM (Business Unit Manager) in setting annual and quarterly sales targets for the field force.

· To analyze sales and revise marketing strategies if needed.

· To coordinate with sales team for their issues and problems in the field.

Pharma Associate

Sanofi Aventis Pak Ltd. Sep 2006 – Sep 2008

· To ensure 100% achievement of sales targets.

· To develop KOLs (key opinion leaders) in the designated territory.
· To develop a handsome base of the loyal prescribers to achieve the sales targets.

· To plan and develop the designated territory in a way so that maximum sales can be generated.

· To conduct promotional activities i.e. RTD (Round table discussion), LSP (Local speaker programs) and Ward activities. 

Quality Control Analyst

Highnoon Laboratories Ltd. Lahore, Pakistan. Feb 2005 – Aug 2006
· To dispense raw materials as per manufacturing order by the production department.

· To maintain appropriate inventory level of the raw materials necessary to carry out the weekly production activities.

· To ensure proper handling of raw materials at raw material store according to the GSP.
· To develop new SOPs for the raw material handling and dispensing.
· To suggest annual appraisal of the store workers. 
» Professional Landmarks
· Successfully developed and implemented a campaign, namely ABC 4 Sales, to ensure basics at territory level and national level.
· Effectively developed the Sales Call – Business relationship under the umbrella of ABC 4 Sales.

· Successfully developed and implemented a way of approaching managers during QBMs and other formal meetings (Managers Assessment Form).

· Independently developed the incentive policy for Standpharm considering the ground realities and objectives.
· Devised and executed a formal training program for Product Managers (Invigorating the Minds).

· Rationalized the discount and investment policies which went on to reduce the discounted ratios and improve the corporate image of the organization. (Double digit growth in the last two years along with reduced discounted ratio is evident)
· Independently devised and executed a training program for all the managers (Sales) about their key roles.

· Formulated product wise prescribers data for Standpharm which proved to be very helpful in devising the future course of action.       
» Skills

I am well equipped with
1. Computer Skills
· Microsoft Word, Excel and Power Point

2. Critical Analyzing Skills

3. Effective Planning Skills

4. Organizing Skills

5. Efficient Controlling Skills    
6. Fluent communication

7. Languages

· English and Urdu
» More About Me…
DOB - 26th July, 1980
Religion - Islam
Marital Status - Married 

Nationality – Pakistani
» References 

Will be furnished on demand.
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