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SENIOR SALES PROFESSIONAL • B2C, B2B, CHANNEL MANAGEMENT
SBU PROFITABILITY • TEAM PLAYER • GO-GETTER
PROFESSIONAL PROFILE

· Over 20+ years of professional work experience in Sales, Business Development and Profit making.

· Highly creative marketer with strong business background, including 20 years in GCC.

· Versatile and seasoned professional who adapts well to rapidly changing environments.

· Strong team player/leader that excels in mediating among multiple divisions of large organizations and maintains productive relationships with staff, peers, and management.

· Excellent written, verbal, and interpersonal communicator and presenter skilled in creating presentations for audiences of all sizes.

· Effective mentor who reduces employer costs by building effective sales processes and implementing them within the sales force. 
· Positive, optimistic, well-organized self-starter who excels under pressure and meets deadlines.

· Achiever 

VALUE PROPOSITION
Working in challenging markets and emerging a winner 

• Energetic achiever who continuously succeeds in establishing and leading world-class business from inception to fruition and from losing ventures into profitable enterprises.

• Savvy marketer vastly experienced in delivering strong marketing, sales, and business-development programs for FMCG / FMCD / HARDWARE / SANITATY / ELECTRICAL and Technology products. 

 Experienced in global business protocols

• Solid self-starter with track record for developing business strategies supporting growth into international markets.

• Astute contributor who reconciles complex contracts developed extensive understanding of international business protocols. 

Business-development pro who consistently meets corporate goals 

• Proficient problem-solver who created and implemented business plans for startup joint-venture for quick expansion into international markets.

• Facile decision-maker who designs innovative incentive and benefits programs that increase yields and reduce costs.

Consensus-builder who forges critical global alliances

• Exceptional communicator who delivers sophisticated presentations to Senior Managements to obtain profitable contracts.

• Innovative product development skills with many firsts in technology based enterprise solutions.
PROFESSIONAL EXPERIENCE 

                             Gulf West Company Ltd














































      Nov ’2011 – Dec’2016
 Business Development Manager
Assigned for the Eastern region branch development for the Retail / Food Services: Star Hotels - Resorts / Fine Dining restaurant, Fast food chains, Catering companies and Whole sale business for the Frozen food (Red & White meat – Sea food) / Delicatessen / & Dry food categories
Objectives Achieved:

Was successful in synchronizing the Supply chain / Logistic operation, by sales projection / order forecast ( in coordination with the customer’s )  to illuminate the out of stock situation / expiry issues. 
Focused on product category / better margin produces / exclusive items, which gave an upper hand against competition.
Introduced the concept of “providing solutions” rather than just selling to the customer, which consolidated a “win to win” business relationship.
Accomplishment:  maintained a sales growth of 27%; 23%; 20% respectively, v/s YTD.
Mishnan Corporation






















































     Sep 2005 to Oct 2011

SBU Head - Food Division 
A new initiative from this age-old trading and contracting company based out of Dammam. The food division was established to cater to the growing need for quality food products and spices across the kingdom.
My role was to get the sales team organized from selection to hiring to training and then mentoring on the field. Although this was a regular sales manager role, the challenge for me was that to do it grounds up for the first time in my career. 
Established the distribution channels, retailers, liaised with vendors, managed a lot of resistance from the market, typical for a new product. Ensured brand visibility through marketing and promotions. Achieved Y-O-Y growth of 600% in the second year of operations. 
Al Othman Agri. Prod. & Proc. Co. (NADA)

 - KSA        















Feb ’2000 – July’ 2005

Area Sales Manager
In one of the leading Dairy & Fresh juices company, having a vast network & coverage throughout the kingdom, and in also other Gulf States.

My role was Sales Management, and Route Planning. Accountable for Sales Growth & Distribution network. Orientation & Training, of Sales force, and Merchandising team.

Within a time frame of three months, successfully established a full fledge branch in Makkah and Taif, operating independently. Created a complete data base of customers, and listing of sales route. Reduced the expiry of fresh products by increasing the distribution, and improving the visibility, thereby gradually increasing sales. Introduced the Long Life products (Milk, Juices, Drinks & Tomato paste) to some of the whole sellers.
GULFCO (Gulf Trading & Refrigerating LLC)
Dubai













             Aug ’99 – Jan’ 2000

Business Development Manager
In a multi-national Co. associated to Juma Al Majid Group of Companies, for distribution & marketing of F.M.C.G. products.

My role was development of their major brands, and to further improve the distribution & coverage structure of the entire U.A.E. markets.

Main Products Handled :  Tang, Coroli Oil, Monarch (canned products), Gerber ( Baby products ), Perrier /  Vittel, and Wrigley’s.

Armada Distribution Co. Ltd. LLC
Dubai




































April ’98 -   July ‘99

Territory Executive
On appointment was given the task of Increasing Distribution, and growth percentage of ‘DURACEL ALKALINE BATTERIES’ in different segments in the Area of Sharjah and Northern Emirates.

Made successful Trade launch of ‘DURACELL ULTRA’ and gained 80% distribution within 20 days in the ‘A’ class segment of Sharjah & Ajman.

Accomplishment:  I succeeded in increasing the “Market share from 13% to 22%” and “Sales growth from 35% to 67%” for DURACELL. (Ref. AMER)

Oman United Agencies
 - 
OMAN












































          
April '92 -  Feb ‘98
Trade Marketing Executive 

After, an initial orientation of six months took over as a Van Salesman.  Further on was given the responsibilities of handling the ‘A’ class sales and distribution.

I was promoted to the position of “Key Account Sales Executive” w.e.f. June 1994. Entire Territory and key account management of major chain accounts in Muscat.

Handled products for various multinationals such as: SmithKline Beecham, Mcvities, Ferrero, Henkel, Yardley, Reckit & Colman, Clorox, Zetra, Wella and Warner Lambert.

Responsibilities:

Sales and Marketing of F.M. C.G. Products

Tailor-mades / C.M.A's/ FAP's for Key Accounts / Institutions - Analysis   Control / Debtor

Submitting monthly reports to the Principal / Sales and Order Forecasting

Coordinated in Trade launch and achieved countrywide distribution of (a) Ribena RTD (fruit juices), (b) Table Top (frozen food) and (c) Yardley Perfumes & Cosmetics (Forever, Mystique & Baroque).
Achievements: Successfully Implemented ‘Category Management’ to the Top most chain of Supermarket, thereby increasing the Sales by 43%.
EDUCATION

B.Com
:  (Bombay University)

B.B.A.: (Skyline College – U.A.E.)  Sub:  International Marketing
                             D.O.B.:    16th Sep 1965
______________________________________________________________________________

           VAZIRALI 


Indian National





Senior Sales & Marketing Professional


Over 20+ years in B2C and B2B 


Go-getter in challenging situations


Out-of-box thinker


Quick Adaptability to learning


Lead-by-example


Team Management 


Creating new markets


Well versed in Channel Sales


Designing & Implementing PJP


Strategic Business Planning


Networking


New Business Development 


Building  Business Alliances


Business/ Profit Center Head


Well travelled throughout GCC


Excellent knowledge of KSA markets


High on values and integrity


        Training Courses Attended


  Basic Selling Skills


Key Account Management


  Time Management


  Territory Management


Int. Wella SalesTraining(Germany)








