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	                                                                               SYNOPSIS
Seasoned Sales Professional with 14+ Years experience in the field of FMCG in UAE with expertise in BUSINESS PLANNING , DEVELOPMENT and CHANNEL SALES . A market savvy professional with sound judgment, planning, organization, problem solving, decision-making, time management and communication skills.







	· Sales & Business Development
	· Client Retention

	· Rapid Revenue & Profit Growth
	· Customer Relationship Management

	· Forecasting, Budgeting & Expense Control
	· Team Building, Staff Development & Motivation

	

	
	


	                                                           Sales  Manager  May 2012 –  till date
                   (BALKANNECTION GENERAL TRADING LLC ) U.A.E  

M/S  BALKANNECTION TRADING  LLC ,U.A.E

Balkannection specialises in trade to or from the Balkans, particularly countries of the former Yugoslavia. 

 It is a trading enterprise dealing with high quality FMCG products, first of its kind based in Dubai with core business responsible for linking the products of business from the Balkans in to the Middle East and GCC.
Key Accomplishments & Responsibilities: 

Developing and leading the sales operations team to step and conquer the newly identified market of Middle East by introducing the range of Balkan FMCG products.

· Contributing to achieve value, volume, distribution and market share with an objective to grow across the market through multiple chain outlets (merchandising, promotion control, price audits) including direct, regional and wholesale customers. 
· Ensure business plans are implemented across the defined customer account base, encompassing range, distribution, availability, pricing and promotions. 
· Merchandise key retail accounts within a defined territory, to maximize the presence of Balkannection products across the stores covering range, distribution, availability, pricing, promotions and displays. 
· Responsible to train, motivate and provide feedback to marketing team on performance and opportunities within their account base. 
· To identify and exploit market opportunities for growth and development.
· Establish a positive and constructive business relationship with the agent/distributor in each market to achieve company strategies and meet the targeted KPI.
· Successfully  listed company’s products at MAF Carrefour & Carrefour Markets UAE, Spinney’s, UCS Dubai , Hyper Panda, Geant  Fucom, Al Dhafra Co-op ,AL Maya Group, T. Choitram Group, Al Safeer Group, and other B Class supermarkets.

· Responsible for preparing FIRS - Food Import Requests for shipment clearance at the port.

· Responsible for Product Label Approval’s and Registration from Dubai Municipality Food Control Department  and Dubai Municipality - Consumer Products Safety Section , Healthy Supplement Safety, Health & Public Safety Section.


	Sales & Marketing Manager  July 2007 –  April 2012

	A.M.Batterjee Group,(AL BATTERJEE TRADING ) United Arab Emirates 
M/S AL BATTERJEE TRADING  Co,U.A.E

Largest FMCG Company in the middle east having main head quarters in Jeddah Kingdom of Saudi Arabia. The Company’s food division is rated amongst the largest whole sale distributor in the middle East of Low calorie, Sugar free products under the brand name of Tropicana Slim. With Regional head quarter located in Dubai and sub offices in all the Emirates of U.A.E.
Key Accomplishments & Responsibilities: 

Headed the FMCG Sales Department, demonstrated immediate talents upon hire and excelled to be recognized by management as key member of the Sales Team.

· Directly reporting to the Sales Director& Director Corporate Head Quarter in K.S.A.

· Instrumental in complete turnaround of under-performing sales team; set higher expectations and instituted individual team-member accountability resulting in 29% revenue increase Vs last year.

· Identified and targeted the problem area/s and brought back sales equal to year before (when more than 20% sales dip was experienced) within a period of 6 months.

· Successfully maintained and increased client base up to 30 %, by designing and implementing strategic customer-retention projects. Worked-out promotions, offers as per the customer requirements. 

· Increased Sales focus amongst the sales team through implementing the use of Data (Internal & External), route planning, restructuring distribution, etc., for UAE wide sales operations.

· Successfully listed company’s premium products at MAF Carrefour & Carrefour Markets UAE, EMKE LuLu Group, Spinney’s, UCS Dubai , ADCS, E C S, Hyper Panda, Geant  Fucom, Al Dhafra Co-op ,AL Maya Group, T. Choitram Group, Al Safeer Group, Fathima Group K M trading Group, Millennium Group, Sunrise Group, Talal Group, and other B Class supermarkets.

· Responsible for preparing FIRS - Food Import Requests for shipment clearance at the port.

· Responsible for Product Label Approval’s and Registration from Dubai Municipality Food Control Department  and Dubai Municipality - Consumer Products Safety Section , Healthy Supplement Safety, Health & Public Safety Section.

                                                Sales & Marketing Supervisor  Mar 2003 –  June 2007
A.M.Batterjee Group,(AL BATTERJEE TRADING ) United Arab Emirates

Key Accomplishments & Responsibilities:
Headed the FMCG Sales Department, demonstrated immediate talents upon hire and excelled to be recognized by management as key member of the Sales Team.

· Independent handling of the branch activities.
· Handled all sector of markets in UAE.

· Managed a proper and effective operation with all departments of the company.

· Managed and groomed an operational team of 5 salesmen and 8 merchandiser’s in the region -UAE.

· Handled sales and marketing activities of the brands.

· Accomplished marketing and sales objectives by planning, developing and strategies.

· Allocation and distribution of stock prioritizing the key markets.

· Analyzing and developing channel sales distribution.

· Customer relationship management.


	Store Supervisor Mar 2001 – Feb 2003

(Marina Gulf Trading) Dubai, United Arab Emirates 
· Worked as a Store Supervisor handled walk in customers and sales of Home Decor- Furniture.

· Kept a check on the showroom stock.

· Maintained good relationship with the customers, primarily dealing with customers from Europe and Middle East.

· Directly reported to the store manager with regards to the sales and stocks.
Sales Supervisor Sep 1998 – Feb 2001
(Shayan Jewellers) Dubai, United Arab Emirates
· Handled gold jewellery sales in the region-UAE. 

· Responsible for purchasing gold jewellery from the suppliers outside the region like Singapore, Malaysia, Hong Kong and India. 

· Maintained sales stock every week. Prepared monthly sales and collection reports.
· Responsible for collection of payment from clients. 

· Maintained good relation with customers and suppliers with a focus on generating further bussiness. 


	

	
	


	Business Development Brand/Product Management
· Focus in identifying key clients, key targets, priority service lines and activities which will produce enormous revenue generation; also coordinate regularly with senior management to come up with appropriate strategic plans which can deliver growth to the company.

· Support new business generation by creating alternatives which improve chances of penetrating and deepening relationships and winning new business.

· Research and identify market opportunities, trends, and competitor activities.

· Increase sales revenue for the undertaken brands and deliver growth oriented customer centric marketing strategies including developing new growth opportunities.
   General Management (Administration & Operations)

· Play an important role in decision making process with direct impact on business operations, strategy development, sales & marketing, client service, and staff motivation.

·  Review at regularly operational efficiency and service quality.

· Provide leadership and direction to staff to foster development opportunities and motivate high performance. 

· Resolve operational problems to improve workflow thereby achieve optimum productivity.  

· Establish goals and deadlines; monitor performances and operations progress.

· Plan, develop and carry out strategy for management & development to meet organizational performance. 



	.

	
	


	· Was awarded for Hard Working and out Standing Performer in 2006 for A M Batterjee Group.

· Trained in Leadership and Supervisory skills management in 2010 from IZDEHAR TRAINING CENTRE Jeddah Kingdom of Saudi Arabia.





· Bachelor of Commerce 2001

· Diploma in MS Office from Cote Computers  India 1996



	

	
	


	· MS Office -Word, Excel & outlook applications. 

	

	

	


	

	Nationality
	:
	Indian

	Date of Birth
	:
	4TH June 1978

	Marital Status
	:
	Married

	Visa Status
	:
	Employment Visa

	Driving License
	:
	UAE Light Vehicle

	Languages
	:
	English, Hindi, Urdu.
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