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ZEESHAN 

ZEESHAN.316159@2freemail.com  

Innovative, ambitious, highly-disciplined, and versatile professional with admirable career achievements and success


OBJECTIVE


To work as a ‘Sales Professional’ in a reputed organization where I can generate dynamic results through my experience and to contribute to the development of profitable client relationships.
SUMMARY OF PROFESSIONAL CAREER 


A highly professional person with talent selling design, quality, service, and value over price; proven revenue generator in all market conditions. Adept at B2B sales and negotiations with decision makers at many levels; technically savvy; demonstrated ability to build new territories and expand opportunities within existing client base. Outstanding relationship building, selling, and presentation skills; intelligent, articulate, and driven to success.      

WORK EXPERIENCE

SS (Sales Supervisor)
Macro Hyper Market, Lahore
September 21, 2014 to till date

SS (Sales Supervisor)

Pace, Lahore

August 17, 2013 to September 18, 2014

MIS (Medical Information Executive)
Searle Pakistan Ltd, Bahawalpur

August 22, 2010 till 1st August 16, 2013

SPO (Sales Presentation Officer)
Paramount Pharma Ltd, Bahawalpur

August 1, 2009 till December 1st 2009

DSO (District Sales Officer)

Zong Pakistan, Bahawalpur

January 1, 2008 till July 31st 2009

TM (Territory Manager)

State Life Insurance Company, Bahawalpur

February 2nd 2007 till December 31st 2008

My Job Responsibilities Often Included:

· Supervised the activities of the sales team to ensure compliance to sale plan.
· Assisted in training and discipline of newly hired sales representatives.
· Educated clients and sales pre-representative of product information.
· Kept accurate sales record and prepared monthly sales report.

· Assigned representative to sales activities.
· Ensured that goods are neatly and attractively displayed.

· Handled customer’s inquiries, questions and orders.

· Evaluated the performance of sales representative.

· Networked to identify potential clients.

· Took care of inventory management.
· Service existing accounts, obtains orders, and establish new accounts by planning and organizing daily work schedule to call on existing or potential sales outlets and other trade factors
· Arranging appointments with doctors, pharmacists and hospital medical teams, which may include pre-arranged appointments or regular 'cold' calling

· Keeps management informed by submitting activity and results reports, such as daily call reports, weekly work plans, and monthly and annual territory analyses.
· Making presentations to doctors, practice staff in hospitals and clinics and pharmacists in the retail sector. Presentations may take place in medical settings during the day, or may be conducted in the evenings at a hotel or conference venue;
· Organizing conferences for doctors and other medical staff
· Monitor competition by gathering current marketplace information on pricing, products, new products, delivery schedules, merchandising techniques, etc.
· Resolve customer complaints by investigating problems; developing solutions; preparing reports; making recommendations to management.
· Maintain professional and technical knowledge by attending educational workshops; reviewing professional publications; establishing personal networks; participating in professional societies
· Provide historical records by maintaining records on area and customer sales.
· Managing budgets (for catering, outside speakers, conferences, hospitality, etc.);
· Keeping detailed records of all contacts;
· Reaching (and if possible exceeding) annual sales targets;
· Planning work schedules and weekly and monthly timetables. This may involve working with the area sales team or discussing future targets with the area sales manager. 
· Keeping up to date with the latest clinical data supplied by the company, and interpreting, presenting and discussing this data with health professionals during presentations;
Responsibilities of Sales Executive:

· Identifies business opportunities by identifying prospects and evaluating their position in the industry; researching and analyzing sales options.

· Sells products by establishing contact and developing relationships with prospects; recommending solutions.

· Maintains relationships with clients by providing support, information, and guidance; researching and recommending new opportunities; recommending profit and service improvements.

· Identifies product improvements or new products by remaining current on industry trends, market activities, and competitors.

· Prepares reports by collecting, analyzing, and summarizing information.

· Maintains quality service by establishing and enforcing organization standards.

· Maintains professional and technical knowledge by attending educational workshops; reviewing professional publications; establishing personal networks; benchmarking state-of-the-art practices; participating in professional societies.

· Contributes to team effort by accomplishing related results as needed.

ACHIEVEMENTS 

· Man of the year Award 2012.

· Searle Pakistan Limited, Bahawalpur.

· Highest Achiever of the year 2015.
· Martin Dow Company Limited, Bahawalpur.
ACADEMIC QUALIFICATION

	DEGREE
	BOARD/University
	SUBJECT
	DIVISION
	PASSING YEAR

	Matriculation
	B.I.S.E Bahawalpur
	Science
	2nd 
	2000

	F.A
	B.I.S.E Bahawalpur
	Arts
	2nd 
	2003

	B.A
	I.U.B
	Arts
	1st 
	2009



PERSONAL PROFILE


· Date of Birth




03-06-1983

· Religion




Islam

· Marital Status




Married

· Nationality




Pakistani

COMMUNICATION


· English

· Urdu

· Arabic
· Punjabi
CORE COMETENCIES 

· Negotiations

· Critical Thinking

· Service Orientation

· Emotional Intelligence

· People Management

· Judgment and Decision Making

· Problem Solving    

· Confidence 

· Creativity 

· Commercial Awareness

· Persistence 

· Strong Personal Values 

REFERENCES 

