CURRICULUM VITAE 


HAKIM.97484@2freemail.com 

To,

---------------------------------

---------------------------------

Subject: Application for the post of ………………………………………….

Dear Sir,

This cover letter describes my reason of sending you the CV.  I have done my Master's degree in Business Management with specialization in Marketing, Finance & Human Resource Management with an experience of seven plus years in marketing and sales. As you would review my curriculum vitae, you will find that I have worked in different sales, marketing business scenarios.  

I had gained good experience of total 7+ years in the sales & marketing, since past 33 months got well experience of IT distribution, account management, retail and brand management, but now I want to extend my experience in a company where has more opportunity to grow. This is the reason I am interested to work in your prestigious organization.  

My resume is enclosed as proof that I meet all the criteria listed in your advertisement. An interview would give me the chance to further prove my unique strengths. 

I hope to hear from you shortly. 

Sincerely,

HAKIM
Objective

Seeking senior level assignment in Sales and Marketing with organization of repute; preferably in IT manufacturing, Product management, Distribution and Channel.
Areas of Exposure/Expertise across assignments

Sales & Marketing, Business Development, Channel Management, Retail Management.
Work Experience

Approximately 7+ years of experience in industry as “Manager”. Having experience in strategic planning, business development, Sales, Marketing, channel development, retail operations and people development.

· Working as Sales Officer with JUMBO ELECTRONICS, Dubai, UAE for Jan 2007 to till date.

Responsibility:

Extended expertise in all areas of account management and distribution operations ensure the achievement of team quarter objectives • Create a “Sales Strategy” (Sector, Customer, Solution, Timeframe, Business Potential) • Account Management through development with total satisfaction of sector customer base • Lead the process and coordinate the production of proposals and drives the sales process from identification, qualification, engagement, sale, delivery and installation. • Develop and maintain relationships with C-Level customer managers and ensure joint efforts are vested and an Account Development Plan is produced for each account • Liaising with Product development for influencing product research thru market needs feedback • Liaising with Marketing for the development of product sales kits and the communication / co-ordination of product launches and updates into the relevant sector • Review order submissions to ensure proper margins, payment terms and delivery timeframes • Liaise with the Technical Sales Support team to ensure Account teams are trained to sell the range of products and to address Knowledge Gaps through targeted training • Daily supervision of account team to ensure efficiency objectives are achieved thru Activity Base Monitoring and reporting to management for enhancement

· Worked as sales Manager with LPCH PVT LIMITED, Hyderguda, Hyderabad for June 2006 to Dec 2006.

Responsibility:

Expand leads and retain a feasible network of trade contacts and potential clients to meet assigned sales targets with consistency. Establish client requirements and expenditure parameters; plan suitable product packages; make efficient sales presentations. Develop and track discharge of customer orders, troubleshoot problems faced by customers and ensure full customer satisfaction. Supervise account presentation; ensure the assortment of account balances retail service training, new brand launches, Inventory control, and stock analysis.
· Worked as BRAND MANAGER with THEHAIBAN TRADING & CONTRACTING COMPANY, Malaz, Riyadh, and Kingdom of Saudi Arabia from April 2004 to May 2006. 
Responsibility:

Plans stock / intake to achieve budgeted sales.  Manages the range building and buying process. Maintains high contact with suppliers to develop contractual agreements, view presentation, place orders and coordinate shipments.  Maintains gross profit on purchase and net profit on sales in line with forecasts / re-forecasts.  Analyzing market trends, and competitor activity / sales. Planning strategies for retail distribution & ensuring of successful & timely delivery. Developing product strategy, sales effectiveness & performance reports of brand & development of showroom – Display & customer relationship. Assignment, supporting & achieving team sales targets. 

· Worked as asst.Manager with Sri Sai Marketing’s PVT LIMITED, Naryanaguda, and Hyderabad for Sept 2002 to Mar 2004.

Responsibility:

Business plans & sales budgeting, target design, Event planning, merchandising under taking desk retail service training, new brand launches, Inventory control, and stock analysis.

Educational Qualification

· 2001 - 2002, Master’s in Business Administration from Hyderabad School of Management, Osmania University, Hyderabad, Andhra Pradesh, India.

Specialization:

>
Human Resource Management

· 1999 – 2001, Master’s in Business Administration from Hyderabad School of Management, Osmania University, Hyderabad, Andhra Pradesh, India.

Specialization:

>
Finance & Marketing


· 1997 – 1999, Bachelor of Arts from Osmania University, Hyderabad, Andhra Pradesh, India
Specialization

>
Economics
Computer Proficiency

Packages



:
Ms-Office, Ms-Money, JD Edward
Hardware



:
Installations, Support, troubleshoot

RDBMS & Related


:
DBASE, Visual FoxPro, Internet.

References

Reference will be provided on request.
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