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 ZAKIR
Sales Management Professional

Mobile: +971504753686 Zakir-118385@arabianjobseeker.com  
Targeting assignments in Sales & Marketing, Business Development, Key Account Management in FMCG Industry
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PROFILE SUMMARY
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Dynamic career of nearly 30 years that reflects pioneering experience and year-on-year success in achieving business growth objectives in mid-sized as well as large, established organisations in FMCG industry

Enterprising leader with a strong record of contributions that streamlined operations, invigorated businesses, heightened productivity & enhanced internal controls

Combined multi-disciplinary experience (across Sales, Strategy, Industry Analysis, Account & Portfolio Growth Ownership) with the hands-on approach to nurture an organisation with limited resources into an entity to reckon with

Leveraged entrepreneurial capability and skills in translating corporate vision, to overcome complex business challenges and deliver on high-impact decisions; renowned for driving an auction base to glide revenue

Garnered buy-in from stakeholders behind major initiatives while at the same time building credibility and delivering on customer confidence

A strategic planner with proficiency in streamlining planning, defining continuous improvement processes, accelerating employees’ strengths & building powerful teams that can conquer any obstacles

Key member of the team that institutionalised strategic planning, control processes and systems businesses at a global level

Enhanced organizational reach and market share through the application of robust strategies, effective pricing and excellent client relationship management

Directed cross-functional teams using interactive and motivational leadership; acknowledged for recruiting and mentoring leaders with an equal desire to win
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CORE COMPETENCIES / STRENGTHS

Strengths:

20 + Years of rich experience in Gulf Profit Maximization & Revenue Expansion Customer Relationship Management skills Goal Oriented – Result Driven – Hardworking



Expertise in Sales & Marketing Management Business Development & Strategic Planning Excellent Negotiation & Presentation Skills People Management & Team Building Skills
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Competencies:

	Sales & Business Development
	Territory Growth Management
	Team Management

	Strategic Alliances
	Market & Competitive Analysis
	Vendor Management

	Market Share Growth
	Distribution/Channel Management
	Key Account Management

	New Product Launch
	Sales Training & Leadership
	Contract Negotiations

	Organize Business Growth
	ROI Accountability
	P&L Management

	
	
	


Soft Skills

Motivational Leader
Planner
Communicator
Innovative
Thinker
Achiever
Intuitive
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RETAILERS SERVICED

[image: image8.png]



Lulu, Nesto, Spinneys, West Zone, Al Maya, Union Co-op, Regency Group, Shaklan, Talal, Al Madina Group, Parco Group, Pasons Group, Baqer Mohebi, Ansar Mall Group, Sharjah Co-op, Safeer Group, R.A.K. National Markets, Kenz H.M., Senan H.M., Al Hooth Group, Hashim H.M., Safari H.M., Ramez Group
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WORK EXPERIENCE

	Sr. Sales & Operations Manager, General Trading LLC, Dubai, UAE
	Since Jan’13

	Business Development Manager, Inter-Brands Corporation LLC, Dubai, UAE
	Jul’12 – Nov’12

	Sales Manager, Jashanmal National Company LLC, Abu Dhabi, UAE
	Dec’05 – May’12

	Branch Manager, Western Bakeries, Jeddah, Saudi Arabia
	Aug’03 – Jun’04

	Sales Supervisor, Coca Cola Company, Jeddah, Saudi Arabia
	Apr’98 – Jun’03

	Branch Manager, Skypak TNT Couriers Ltd., Bangalore, India
	Feb’96 – Mar’98

	
	

	Sr. Branch Manager, IGGI Resorts International Ltd., Mysore, India
	May’91 – Jan’96:

	
	


Green Seasons Gen Trading LLC: - (Division of Choithrams Group)

Drove considerable increase in Distribution Network by adding new areas and outlets under coverage Increased Annual Sales Growth by pursuing aggressive Promotion and Display activities in the market

Enhanced Brand Awareness by organizing Floor Displays, Category Rentals and Product Sampling by Promoters Increased revenue by actively participating in the Retailer’s Weekend, Monthly and Annual Promotion Activities Built and established strong working relations with important Retailers both at the Store level and at their H.O.

Successful in making company achieve business of 1 Million from 400K within 4 years of dedicated Sales Initiatives

Improved profit margins by streamlining Sales Team operations and reduced market returns by effective merchandising Increased productivity and sales by motivating and encouraging Sales Team to strive hard and achieve agreed targets Built and developed sales team into highly organized and result-oriented team

Built trust and confidence with the Principals/ Suppliers provided regular reports and necessary market feedback Provided Suggestions and Promotion Plans to build Brand Awareness and ways to increase Sales Volumes

Conceived & advised important Sales Promotions with relevant Costs/ Investments and corresponding Sales Forecasts

Jashanmal National Company LLC:

Increased sales by 29% in 2010 compared with 2009 and 22% in 2011 compared with 2010 Remarkably improved Brand Rankings in major/main Retail Outlets

Negotiated and obtained prime locations for the brand display units in the stores, increasing visibility and exposure Built and established strong working relations with retailers at store level and with H.O. by pursuing win-win policy

Western Bakeries:

Increased distribution by adding big number of new outlets Augmented sales by 26% for the branch for year 2003

Enhanced revenue by aggressively running Promotions and Displays in leading Retail Outlets and Supermarkets

Improved productivity and sales by introducing useful changes in the branch operations and implementing new commission policy for the Sales Team

Introduced regular training sessions for the sales team contributing to better merchandising standards at the outlets, thereby reducing stock returns from the market

CocaCola Company:

Consistently achieved the monthly sales targets

Team achieved highest sales in the region for Jun 2001

Ensured best control of credit sales by ensuring collection of dues from credit customers within approved credit period Increased brand visibility in the store by placing display stands and arranging floor display for the products

Ensured regular promotions in the outlets by organizing consumer promotions in all major outlets Enhanced customer service by providing exceptional customer service to the retail outlets

SkypakTNT Couriers Ltd:

Branch achieved highest sales in the region for Dec 1997

Streamlined and organized branch operations, increasing productivity and growth Reactivated beneficial discontinued customers by resuming services to them

Attained considerable improvement in recovering outstanding dues from the credit customers

Drastically reduced employee turnover by increasing job satisfaction levels among the employees
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Drove considerable increase in Customer Satisfaction levels by introducing regular weekly visits by the sales team to important customers

IGGI Resorts International Ltd.:

Built and developed a strong sales team; implemented regular training sessions to impart selling skills, motivate and instill confidence in the sales force; Promotions and Salary Reviews introduced to encourage productivity

Increased the customer base by enrolling huge number of new customers, expanded business beyond the city by covering neighboring cities in the area

Branch achieved highest growth in the region for 1995

Key Result Areas Across the tenure
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Directed and led several business initiatives

Managed top-performing global teams including 35 staff with 24 direct reports; optimized organizational operations, staffing and succession plans, hired resources, conducted performance reviews, and ensured compliance with company policies

Developed, reviewed and reported on the business development division’s strategy, ensuring the strategic objectives are well understood and executed by the team

Impacted organization profitability through effective strategic and tactical management decisions and new business development

Nurtured and led business development teams in sourcing, managing and implementing new business opportunities

Supported the overall process of management and corporate decision-making to ensure the organization maximizes its short, medium and long-term profitability and shareholder returns

Formulated end-to-end sales solutions, streamlined operations, while contributing to long-term growth objectives of the corporate entity

Forged strategic partnerships with key industry leaders resulting in vast country expansion

Increased revenue and pipeline growth through strategic sales solutions, analytics and channel partner alliances within short time of on-boarding

Steered business operations for the profit center to realize pre-planned sales and revenue targets; formulated profit center budget for operational/ business development activities

Restructured operations and introduced important measures to bring in profitability including establishment of new local offices, strategic partner alliances for business processes and team re-organization

Formulated, developed and implemented yearly business strategies to ensure attainment of revenue goals and profitable sell-through

Drove business and ensured sustained growth, focused on achieving/ surpassing sales targets; expanded business reach and created new sales / leads opportunities

Interacted with prospects and maintained cordial business relationships with key clients and customers

Identified and evaluated new growth sectors, including International business expansion; interacted with venture capitalists & strategic investors for funding

Refined the sales process and ensured that the sales team worked effectively and prioritized workloads

Represented organization at national and International industry events; led enterprise-level sales opportunities and coordinated project teams for large accounts

Negotiating business dealings with local clientele besides strengthening client support, service as well as business operations while developing contacts with key accounts; work with the team in identifying product that will appeal to consumers

Driving category performance with sales, margins, budgets, value chain, key accounts activities and new product development Monitoring status of key accounts and work with Sales Teams to ensure key clients or customers satisfaction level with service and products are always at peak; arrange client meetings for promoting business; creating awareness for company products
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EDUCATION
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Graduate in Commerce, Bangalore University, Bangalore, India, 1991
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COURSES & CERTIFICATIONS
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Advanced Leadership Course, Jashanmal National Company LLC

Supervisory Route Distribution Effectiveness Workshop, Coca Cola International Participated in Workshop for Merchandising Excellence, Coca Cola International Trained in Managerial Skills Workshop, IGGI Resorts International Ltd.
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PERSONAL DETAILS
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	Nationality :
	Indian
	
	Visa Status
	:
	Employment Visa

	
	Date of Birth:
	5th January 1967
	
	Driving License:
	UAE Driving License

	
	Marital Status:
	Married
	
	Languages
	:
	English, Arabic, Hindi, Tamil, Kannada & Telugu


[image: image20.jpg]



