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Objectives: 

To work with an organization that requires enthusiastic and talented individuals to work towards achieving and exceeding the organization’s goal, developing the business and improving process. 


Work experiences: 

Sales Executive &Assistant to sales manager.      

RENIASSANCE BUILDING MATERIAL TRADING
October 2013 to sep 2014
· Determines annual unit and gross-profit plans by implementing marketing strategies; analyzing trends and results.

· Establishes sales objectives by forecasting and developing annual sales quotas for regions and territories; projecting expected sales volume and profit for existing and new products.

· Implements national sales programs by developing field sales action plans.

· Maintains sales volume, product mix, and selling price by keeping current with supply and demand, changing trends, economic indicators, and competitors.

· Establishes and adjusts selling prices by monitoring costs, competition, and supply and demand.

· Completes national sales, operational requirements by scheduling and assigning employees; following up on work results.

· Maintains national sales staff by recruiting, selecting, orienting, and training employees.

· Maintains national sales staff job results by counseling and disciplining employees; planning, monitoring, and appraising job results.

· Maintains professional and technical knowledge by attending educational workshops; reviewing professional publications; establishing personal networks; participating in professional societies.

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

Skills/Qualifications: Presentation Skills, Client Relationships, Emphasizing Excellence, Energy Level, Negotiation, Prospecting Skills, Meeting Sales Goals, Creativity, Sales Planning, Independence, Meeting Sales Goals, Negotiation, Selling to Customer Needs, Motivation for Sales, Sales Planning, Building Relationships, Coaching, Managing Processes, Market Knowledge, Developing Budgets, Staffing
Sales Leader
FERCO SHUTTERS AND SEATINGS,Dubai,U.A.E.

April 2011 to Sep 2013
· Generating New Sales Targets 

· Purchasing of materials from National and International Market 

· Exhibiting the product in Big 5, Index , and Hotel Show

· Presenting the product to the clients

           Site demonstratio
· Deal structuring and negotiations. 

· Experience in conducting business opportunities that deliver sustainable results. 

· Effective negotiator able to structure competitive transactions and those deals on a consistent basis. 

· Preparing goals for Sales Executives

· Providing individualized importance to each customer

· Monitoring Sales Force

· Developing new markets strategies 


About 200 contacts available with consultants, Interior designers and contractors.
Business Development Executive
MEC CORPORATION (Br), DAFZA. Dubai, U.A.E

December 2005 to April 2011
· Skilled at cultivating partnerships with clients and consistently meeting the need of existing clients in all kind of building materials, furniture, bathroom &kitchen out fit etc.
· Flawlessly execute programs that provide added value for customer and fuel increase revenue and corporate profitability. 

· Strategic planning and execution.Glass & marble mosaic.
· An innovative and entrepreneurial executive who demonstrates vision spearhead and launch strategies that driven business growth and shareholder value. 

· Deal structuring and negotiations. 

· Experience in conducting business opportunities that deliver sustainable results. 

· Effective negotiator able to structure competitive transactions and those deals on a consistent basis. 
· Preparing goals for Sales Executives

· Providing individualized importance to each customer

· Monitoring Sales Force

· Developing new markets strategies 

· Mainly relation between the following 

(A) Project Managers

(B) Sub contractors 

(C) Project coordinator

(D) Interior designer 

· Generating New Sales Targets 
· Purchasing of materials from National and International Market 

· Exhibiting the product in Big 5, Index , and Hotel Show

· Presenting the product to the clients

· Site demonstration 

· About 200 contacts available with consultants, Interior designers and contractors. 

Sales Executive  
SAFWA BUILDING MATERIALS, DUBAI U.A.E
June 2001 to Dec. 2005
· Marketing of adhesive and sealants used in Building Construction in the Emirate Cities. 
· Maintained good customer relationship and after sale service.  
· Delivered Sales presentations and demonstrations. 
· Analyzing and proposing alternatives a for the customers

· Order registration, processing and monitoring delivery of goods to clients. 

· Marketing strategies used: Telephone, fax and personal visits to companies 

· Met targets set by the company in the time frame given

· Follow up for payment and debt collections 

· Generating New sales Lead

· Monitoring the stocks kept

· Developing new markets and devising Marketing Strategies 

· Monitoring sales and marketing force 

· Preparing Business proposals 

· Providing individualized importance to each customer 

· Increased clientele in a short time period 

· Achieved targets set by the company 

· Maintaining good customer relationships. 

Sales representative 
TAWA PROPERTIES, Lahore Pakistan 

October 1999 to May 2001
· Selling, Purchasing and Renting out of Residential & Commercial properties 

· Worked as a team with sales and marketing force 

· Building strong and effective relationship with customers 

· Maintain effective vendor relationships

· Handles inquiries, attended requests and ensured heavy focus on customer services. 

Architectural Supervisor  
SHA, Lahore Pakistan 

May 1997 to March 1999

· Review Design, configuration and Schedule of Projects 

· Manage project by coordinating sub-contractor, labour and technical labour. 

· Communicate manpower requirements to Construction Support in order to meet schedule.
· Anticipate and identify problems early and implement solutions. 

Core Skill/ attributes 

· Client development and management  

· Financial due to diligence and negotiation 

· Strategic planning and analysis 

· Team leadership and mentoring 

· Sales forecasting and budgeting 

· Sales and marketing 

· Consecutive sale expertise 

· New business development 

· Product demonstration and presentation 

· Contract negotiation 

· Transaction management 

· Client/vendor relationship 

Educational Qualifications:
B.B.A
:Rivers Dale College of Information Technology Lahore, Pakistan 
I.Com
: Board of Intermediate and Secondary Education, Lahore, Pakistan

Metric (Science): Board of Intermediate and Secondary Education, Lahore, Pakistan

Diploma in the trade of Civil Draft’s man: I.I.T Lahore, Pakistan

Computer Proficiency
Ms Office, MS Windows, MS DOS, Internet and E-mail 

Languages Known 

English, Urdu, Hindi, Punjabi 

