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BASHEER
Email: basheer.332072@2freemail.com 
PROFILE SUMMARY
Career Vision; In quest of growth oriented challenging global & domestic assignments in Sales and Marketing.
PROFESSIONAL SYNOPSIS
Management professional with 18+ years of progressive exposure within FMCG, Retail and MT. Hold competencies in sales, marketing, business development, operations and customer service. Strategic thinker and successful Sales Manager, who has achieved sales goals and delivered highest standards with ability to monitor market and sales trends to make effective plans to maximize profits, adapts easily to changes; performing well under work pressure, coordinating with multicultural personnel including various clients, meeting tight deadlines, dealing tactfully with various concerned agencies and surpassing performance parameters. Possess outstanding communication, planning, coordination, supervision, time management, decision making, problem solving and interpersonal skills. Currently seeks challenges and good outcomes in a growing organization that provides opportunity for career growth. Extremely motivated to explore and broaden gained knowledge, skills and expertise. 
AREA OF EXPERTIS

A) People & time management

B) Field force training 
C) Achieving primary &secondary settles target

D) Leading sales team 
E) Setting  up distribution channel
F) Launching of new products
G) Finance management
STRENGTHS
· Expertise in Traditional Sales, MT Sales Marketing and Business Development
· Result driven &aggressive with high personal and career goals
· Excellent interpersonal skills 

· Client Relationship Management Skills and Excellent Negotiation & Coordination Skills
· Adaptable to dynamic business scenarios and Strong background in Marketing and Sales
· Strong Commitment to Service Excellence and People Management & Team Building Skills
· Excellent knowledge of HHT implementation in lower trade, and route to market

· Excellent presentation and public speaking skills 

· Possess lots of initiative and self-motivation with a highly objective and resold driven mind set 
EXPOSURE

· Market study & follow up
· appointment of agencies and retailer distribution

· Price fixing and reducing distribution coast 

· Profit and loss analysis 

· Institutional sales 

QUALIFICATIONS
· (MBA course under going fromManipalUniversity )
· Bachelor Degree in Chemistry, Calicut University, Kerala India
· Computer Diploma of 1 years in Software Language
· Expert in Excel, power point, and languages 

CAREER ACHIEVEMENT
· Appreciations letter from (Denmark ) for collecting bad debits in 2003

· In 2007 received award from for the best trainer 
· Award received from Denmark for implementing and mapping HHT
· Implemented planogram for entire SKU 
· Promoted in job responsibilities due to excellent efforts and outstanding performance displayed in various work profile set in FMCG.
· Implemented Van Sales operations directly by separating groceries from customer data -  spot selling

· Successfully achieved assigned sales target consistently with company budget and above 
· Implemented order booking system in groceries for reducing cost of operation 
· Implemented must Sku’s (priority products) program in the bakalas in Abu Dhabi lower trade

· Consistently demonstrated resourcefulness and initiative in support of top management with flexibility in working well in cross-functional teams.
· Displayed abilities in handling problems as opportunities and dealing with difficult challenges.
· Dealt tactfully with multinational people, and demonstrated excellent leadership skills. Show strong managerial skills in planning, managing, coordinating and motivating subordinates.
· Well-developed expertise in building long-term and profitable relationships with clients.
W
WORK HISTORY
Regional Sales Manager  NE region (Current position) from June 2016 onwards 
Job responsibility 

· Operating entire Sharjah region (UAE) responsible for Sales and revenue collection 

· Performing financial budget for all effective budget 

· Managing adequate stock level and rise forecast 

· Preparing annual plan to HOD in terms of sales number for the Traditional trade 

· Minimize & negotiate for visibility rentals and any kind of outdoor branding conducting training program 

· Conducting monthly sales meeting with entire team 

· Maintain regional sales staff by recruiting, selecting, orienting, and training employees 

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

· Inventory management
·  Effective launches and re-launches

Regional Sales Manager  Abu Dhabi  from May 2013 till June 2016
Responsibilities 
· Entire responsibility with traditional trade & modern trade sales including wholesale and food service with 48 staffs including sales Supervisors. Sales Coordinator, Sales Representatives, Van sales, merchandisers, Driver, Promoters and Sales Assistants
· Determining sales target and motivating front line sales team to explore new business   opportunities and achieve monthly/yearly budget 
· Organizing trade / consumer promotions in coordination with marketing department.

· Dealing with Trade and BDA with top customers including wholesalers
· Optimizing the display spaces and ensuring the availability of full range of products in MT,TT and  wholesale channels

· Performing of all BTL & ATL marketing activities 
· Rendering support to BUM on preparing annual budgeting process
· Analyzing  monthly DSO
· Conducting periodical sales meeting with the team, action plan for development 

· Preparing reports such as Progress Report, trade and consumer campaign reports, sales analysis reports etc.
· Supported transport and logistic functions with the local partners
· Monitoring HHT system in the route operations
· Assisting HR department for recruit sales staff and preparing assessment of the same 
· Setting KPI for Sales Staffs 
· Instrumental in Launching of major products such as Puck thick cream, Puck Evaporated milk, Puck  Cheese Sticks, Puck Halloumi, TTC Feta Tubs, Lurpak cooking cream, Puck Slices, Starbucks
Branch Mangaer Al Ain (from April 2011 till May 2013)

Responsibilities 
· 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 area 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 area sales operational requirements by scheduling and assigning employees; following up on work results.

· Maintains area  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.

· Meeting sales goals, negotiation, selling to customer needs, motivation for sales, sales planning, building relationship, coaching, managing processes, market knowledge, developing budgets, staff 
Senior Sales Supervisor - Dubai (from January 2003 till April 2011)

· Achieve budgeted sales margin target and company growth objectives 
· Managing sales team  

· Managing high value outlets and identify growth opportunities 

· Ensure all TC/credited customers are line with company policy to avoid  any financial loss 

· Ensure all staff member are equipped with the required skills and knowledge to optimize team productivity & performance  

· Negotiation with major clients

· Conduct effective & regular meeting with sales team to review performance and provide feed back 

· Inventory management

· Send timely reported concerned authorities as per company’s policy and guidelines
(Sales Supervisor in Radwa Foods JeddahKSA)   from 2000 till 2002 July

 Saudi RadwaFood Co. Ltd Radwa has captured a significant share of the premium quality segment of poultry market through thedevelopment of superior quality products.

(Radwa(Chicken)Farms - Al Thaher group of companies)

· 9years’ experience in KSA markets – Riyadh, Jeddah, Makkah, Taif&Madina
· Lead a team of 15 sales reps & 2 merchandisers from different nationalities

· Handled KA & Retail outlets and wholesalecustomers (Bin Dawood, Watania, Giant, AbuHarab, Abu Harab trading Sarawat, & Danube etc.)

· Analyzing sales data’s and implementing promotions

· Preparing delivery schedule on daily basis for fresh chicken deliveries

· Direct dealing with wholesale customers for bulk chicken orders and deliveries

· Directly involved in branding Chillers/Freezers/Sign boards

· Directly involved in store promotions by agencies

· Preparations of various reports like daily sales, collection reports and daily delivery schedules.

· Able to keep good relationship in the market, able to maintain traditional customers

· Ability to keep good interaction with peoples

· Conducting Sales meeting internally and externally

· Developed team to meet the company objectives

· Implementing policy decisions

· Believe in team spirit

· Increased sales per area representation through self-service, Smkts and hypermarkets

· New product listing / BDA/Visibility agreements

· Introduced fresh chicken in Makkah and Taif market
Sales Representative in Radwa Foods Jeddah from 1993 till 2000 June

· Responsible for agreed sales target

· Managed 25 outlets in different channels

· Sales & distribution both weighted and numerical as per route plan

· Development of cash & credit customers

· Good coordination with logistic department

· Making reports as per the market trend, updating promotions and competitors

Activities
· Strategy development within agreed budget

· Control over Key account payments

· Control over tasting promotions activities

Technical Profile

 Operating System      



-    MS Office, Lotus Notes



-    Attended twice on excel and power point training atExecuDubai

Training

· Attended training of Advanced Supervisory Training Course  

·  Attended training of Structured Selling and Persuasive  

· Selling closing techniques 

· Leadership training 
·  Leadership skills – Merc training institute, Dubai      

· Product Training –Sales Training Academy
·  HHT Training – Ideas 2000 .

Sales Training Academy
  -   Category management and Negotiation skills
 -   First Time leaders –Sales Training Academy 

Personal Details
Nationality:
Indian

Languages Known:         English, Arabic, Malayalam, Tamil and Hindi 
     Driving License:             UAE & KSA

Date of Birth                 25.05.1966

