
30th September 2020
I, the undersigned would like to introduce myself an M.B.A. (Master of Business Administration) specialization-MARKETING from Osmania University, having Twenty (20) years of hardcore sales and marketing, Operations &business development experience in the field of Consumer electronics, IT hardware, Laptops& Tablets, Telecom GSM Mobiles and office automation products penetration developing core Distribution and Retailing in KSA/GCC regions.
In brief, my career assignments can be summarized as follows:
· Possess Twenty (20) yrs of work experience in Sales,marketing,Business Development & Operations, mostly heading the Business with P&L responsibility, Profit center head for more than 12 years in KSA region.
· Fully understands and proven track record in trading and Retail/distribution business, hands on experience in Operations, Distribution channel development, Mainly Modern Key Retail /Power Retail  and Wholesale traditional markets in Saudi Arabia/Bahrain.
· Responsible for Budgets/P&L to management and implementing growth strategies tactfully and executing them and thriving to achieve consistent results and profits.
· Accountable for business development - managing, controlling and overseeing the potential portfolio of GCC region and export markets.
· Penetrating KSA/Bahrain markets through the proper implementation of the retail and distribution strategies and procedures in place, monitoring sales & competition.
· Promoting and positioning Brand performance and brand standards, driving sales through mergers and tie-ups with distributors, leading and developing the sales, Logistics &Finance & Operations team.
· An Expert Business Head driving various teams in industries like Electronics CE, HA Appliances, Air conditioners, GSM Mobiles, Office Automation, IT-Hardware with direct responsibility of P&L for various big groups & MNCs in the G.C.C region.
· Responsible for locating Distributors/mergers to expand the business within GCC.
· An Expert and meticulous in establishment of brands, Opening avenues with new distributors and aggressive penetration B2B, B2C channels across KSA Markets.

·  Solid Experience in Distributor-Vendor mergers. Proven experience in building capacity and increasing the momentum of a business, whilst demonstrating solid financial strength and commercial acumen by appointing potential distributors.
· Have exceptionally good business & personal relationship with various superior hierarchy decision makers in various Industry business establishments in KSA/GCC.
· Have ability to lead a team, get along well with people, regardless of nationality.
· Possess strong interpersonal & leadership qualities to lead a team &adept communication skills and able to delegate tasks and make autonomous and instantaneous decisions, while maintaining a focus on the bottom line profit margins.

· A creative communicator Bilingual (FLUENT ARABIC/EN) and presenter, able to establish rapport with High-level individuals and groups at all organizational levels.

· Exceptionally quick to identify, focus and execute pivotal priorities and financial goals.
· It will be my pleasure to make myself available for an interview whenever required according to your convenience and venue.
Sincerely Yours,
MOHAMMED PARVEZ AHMED/ K.S.A Mobile 0502343550 / India Mobile 0091 97030 83485 Email – Paarvez@gmail.com
CURRICULUM VITAE
	MOHAMMED PARVEZ AHMED

P.O.Box. 54283 Jeddah – 21514 K S A 
K.S.A Mobile – 050 234 3550
India Mobile  – 0091 9703083485 
E-mail: parvezkhan_786@yahoo.com
E-mail: paarvez@gmail.com
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Objective: To be associated with a professional organization where my Business acumen distribution channel development, Sales, Marketing & Operations Administrative &managerial skills can be implemented for achieving financial objectives of any organization I work for.
To Exploit& utilize my skills& expertise to the extensive level for overall growth in career. To Drive, Manage& lead respective company/SBU to a profit making star/cash cows in matrix.
To be a top senior business executive in Hierarchy by maintaining a healthy P&L Statement taking the business unit operations/LOB to new heights &zenith of success and profitability.


ACADEMIC & TECHNICAL QUALIFICATIONS

	Bachelor Degree
	:
	Bachelor of Science (BSC); Osmania University, Hyderabad, India (Passed In First Division) 

	Post Graduate Degree

	:

	Masters of Business Administration (MBA), specialization in Marketing/Business Management - Osmania University, Hyderabad, India (Passed in First Division). 


	Post Graduate Diploma 
	:
	Computer Application (PGDCA), Oracle.

	Arabic Language
	:
	Main language Arabic in graduation Osmania University

	LLB Graduate Law Degree
	:
	Corporate & Commercial Law Degree.




CAREER HISTORY IN CHRONOLOGICAL ORDER

· G.C.C / Saudi Experience           : Nineteen (19) Years

· Cumulative Experience               : Twenty One (21) Years.   




January 2019 till February 2020
Cascade Technologies – Retail (Cascade Technologies is an international IT-services and Digital Signage solutions provider with over 14 years of experience and expertise. We focus on IT consulting and custom software engineering services for both US & Middle East markets, leveraging global resources. The geographical presence of Cascade Technologies Solutions covers USA, UAE & KSA markets channeling through our partners like LG electronics, Cisco, ASAW-Gulf, Al Masaya Zuhoor Estd., Sultanete LLC, B-Tech Khazina Digital, Shawahid Tech for all Market verticals. Cascade Technologies aggressively serves global & local companies, delivering technology excellence, quicker time-to-market, uncompromised quality & services.
Cascade is an end-to-end solution provider focused on Installing & delivering digital Signage content services to Regional Retail, QSR, Stand Alone Retail Stores, Malls and Entertainment centers. We offer a one-stop shop for our esteemed clients, easing their transition into the digital signage space and aiming enhancement of digital experience of consumers be mobile, IPTV or web through focusing on integration, information and intelligence. 

 Business Head – Sales, Operations & Business Development - KSA Region

· Spearheading and Managing strategic Business Unit and responsible for P&L for KSA region.
· Preparation and presentation of Annual Budgets to the top Management as per the KSA Market.
· Directing amiable macro leadership in the Business development and Growth of the companies’ vision, objectives parallel with corporate vision and objectives.
· Monitoring Managing a team of pre-sales, sales, service and technical team streamlining the Business development channel, existing clients, Government projects and enhancement of new Business development for Digital signage and other required products like electronics such as SDA, MDA, Personal care and Bedding products to Hospitality and other sectors.
· Targeting a well planned B2B2C approach to various sectors of QSR, Health care and hospitality industry verticals of KSA.
· Managing, lead & direct sales team and LOB operations for achievement of maximum profitability and growth in Margins & Revenues, formulating objectives of Cascade Management.
· Driving the business for Digital signage from front keeping the objective to increase the top line and bottom line margins.

· Calculative assessment of principal risks to the Company and investments to ensure that these risks are being monitored regularly as per the market risks and situations.

· Smooth line flawless Company operations to ensure and enhance end productivity efficiency, quality, service and cost–effective management of resources provided hence Increase market share in current turbulent recession.
· Managing & Direct the Supply chain and inventory taking control on the overall Viable business model for maximum revenue generation &minimizing operational expenses which affects P&L.
· Adding the Value added products and tie-ups with new vendors and partners in the region for enhancing the Business viability and pace.
· Scrapping the old age methodology of business and injecting the new stimulants and catalyst in the team for Business and personal growth of employees.
· Designing and implementing the new SOP and CRM modes for transparency to the top management and employees both hence motivating and transforming the business.
· Works closely with the principles and top management to set goals, develop, and implement right business plans even in the times of Disaster by implementing the right strategy for survival.

Job Responsibilities: Key Accountabilities:
· Managing and driving the overall Business operations cycle and responsible for P&L, Top line, Bottom Line growth curve enhancement.
· Managing the team of Category Managers, Sales executives, Technical team and service team to ensure smooth & effective operational Management.
· Managing all aspects of Procurement, Stock Planning & Inventory Management for each category.

· Ensure day to day operational alignment with the partners and clients aggressively and see that productivity is enhanced MOM.
· Motivating and training trade tactics to the sales team and injecting strong DNA to attack the Market and fight competition thus achieving/exceeding targets.

· Planning proactively all the segments such as technology, financial, Government projects Health care, Hospitality professionally and rest of services sectors and pitching our products.
· New Business development by introducing new vendors and new products to our product line thereby enhancing the value and Business matrix of Cascade technologies.

· Meticulously Identify, Qualify, and set the Sales Strategy for new and existing customer opportunities, and worked within a Virtual Team on ground to deliver high quality customer solutions and services in time along with outstanding After sales service.
· Through astute interpersonal skills, was able to build and maintain good quality relationships within the customer base and vendor base at C level, and with key stakeholders which added to the reputation of cascade technologies.
· Delivering strong commercial acumen – understanding of ROI models, margin analysis, and cost justification; strong in solution shaping.
· Commissioned to ensure delivery of all Projects timely, Achieved financial targets achieved revenue TL/BL with Business turnaround within a year.
· Driving the Business with a plan, direct and control the end-to-end sales cycle of the enterprise customer accounts focused on delivering revenue and profitability goals and on consistently generating new revenue streams to support sustainable business growth. 

· Has been working with close coordination with the Top management with new idea generation for – Technology Solutions to build the Product & Services offerings of the company in line with the market trends and growth dynamics. 
· Keeping the executive management team & Managing Director abreast current market situation, strategic paradigm on products range and regions downward curve on business preferences.

· To direct, monitor and lead the development of sales strategies, vertical go-to market strategies, business plans, and sales budgets in line with the strategic direction & objective of the business.
· Lead and manage the team with execution of strategy through effective communication of company strategy, individual and team goals & objectives.

· Driving the Sales Funnel & own the profitable top-line revenue growth in line with the business plans and Managements financial objectives.

· Developed, monitor and lead Enterprise Sales Department’s performance against pre-set KPI’s in line with the Business Strategy, and recommend corrective actions accordingly.
· Implement KPI priorities, performance appraisal measurements, management controls and critical success factors are in line with balanced score card and targets.

· Designing the pricing policy to balance volumes, enhancing customer loyalty, and the business cost.

· Instill a solution-oriented sales culture and empower the Enterprise Sales team to uncover business pains, articulate ROI and deliver customized product/ service offerings to help prospects understand the importance of embracing the digital-evolution via transformation style of customer engagement.
· To Work across KSA territory of strategic accounts while prospecting for new accounts that are a strong fit for Cascade technologies.

· To Keep abreast with the latest market trends and monitor competitors’ activities to consistently adapt initiatives, plans and programs that will improve the efficiency and effectiveness of the Sales Function whether it be any Channel such as Retail or B2B or Project Business.

· Coordinate with the Marketing and Product Team to effectively communicate the value proposition of the products and services offerings of the company– Digital Signage & Solutions with the prospects and customers.
· Monitoring the infrastructure and resources and timely hire, train and mentor world-class strategic key account/Category managers and solution sales specialist to drive sustainable business growth.

· Prepare detailed product portfolio for new partners including specifications details per product and targeted segment with detailed value proposition.

· Identify new potential partners and source products to suit the various operations and market the company is operating in or targeting in the future.
· Screen, recommend and close potential business deals and develop business cases by analyzing market strategies, deal requirements, potential, and financials; evaluating options; resolving internal priorities, and company objectives. 
January 2016 till December 2018
Al FUTTAIM GROUP – Retail (One of the Renown MNC with turnover of 35 Billion $ conglomerate, with the most powerful portfolio of strong brands for Automobiles Fashion Retail & Food QSR etc. AF group positioning itself one of the leading business houses in the lower Gulf region. Today, it operates collectively over 40 companies bearing the Al-Futtaim name, dominates many market segments in the UAE, and has expanded its sphere of operation to include KSA/GCC, Africa and CIS countries.



AFTRON ELECTRONICS: Country Manager - K.S.A& Bahrain.

· Driving Business and responsible for P&L as a Regional country business head for Al-Futtaim Electronics in both KSA & Bahrain markets.
· Responsible for the Managing a team and streamlining the distribution channel development for Brands like AFTRON, PANASONIC, TOSHIBA, Microsoft - X-BOX (Microsoft), Consoles Accs.in Bahrain region.
· Managing, lead & direct sales team and operations for achievement of maximum profitability and growth in Margins & Revenues, formulating objectives of Al Futtaim org. for KSA/Bahrain.
· Planning and strategizing to expand the B2B, B2C channel Base and opening new avenues in K.S.A for brand AFTRON.
· Driving business for Aftron Product Range- Air Conditioning, Refrigerators Kitchen Appliances, Home Entertainment Panels TV, Audio/Video Home Theaters, Washing Machines etc. in K.S.A Vertical Markets for Modern trade like Key accounts / Power Retail Markets, Traditional trade like dealers’ retail & wholesales IR/KR.
· Managing & Direct Sales team, Operations, Finance, Supply chain taking control on the overall Viable business model for maximum revenue generation and minimizing expenses.
· Achieved in only second year of operation, Subsequent increase in market share of brand AFTRON. Number one Brand positioning in the K.S.A for sales of Refrigerators, Microwave Ovens, Water Dispensers in OEM category.
· Managing and driving the Retail category segments for Electronics & Kitchen applicanes in Home Works stores in KSA & Bahrain.
· An Active part of Planning, Decision making and implementation for the Retail Expansion & Streamlining  strategy within KSA/Bahrain for Al Futtaim Retail stores including Home works stores across KSA & Home Zone- Bahrain.
Job Responsibilities: Key Accountabilities:

· Heading & Driving the Al-Futtaim Business, Manage P&L, ensure performance, revenue generation, growth & desired profitability for KSA/Bahrain regions.
· Designing Business plans for maximizing the profitability and revenue generation and realizing corporate goals, Manage finance, working capital, Finance, Operations logistics, Shipping and freight clearance, Team management ,Account management, Business development portfolio Contribute to the objectives and achievement of organizations business plans thus enable the Top Management to ensure alignment of the business operations with organizational objectives, Sustaining and growing the existing business.
· Gross Profit Management, Revenue & Margin Management, Large & Big team management and enhancing the best reporting system for productivity.
· Distribution & Retail Management by managing Top / Bottom line / Inventory Management. Monitoring Retail team for Aggressive Promotion planning / Alliances with Vendors / Retailers, resulting increasing visibility for Aftron & Panasonic, X-BOX brands.

· Managing, Motivating, Mentoring the Sales Team with effective leadership and enhancing their performance & focus in right direction.

· Periodic & Seasonal Product mix and Dealer mix for attaining and maximum growth for both the brands region wise.
· Strategic Business Planning: Formulate and define cost effective short &long term budgets and corporate strategies for overall business model viability.
· Preparation of annual budgets, Forecast and presenting it to Top management.
· Defining effective market penetration distribution model of products thereby increasing Brand market share and achieve pre-set sales targets and profit targets.
· New Business Development: Proficient in identifying Brands or potential business opportunities, developing and enhancing business for the organization, setting up complete viable business operations, SBU.
· Monitoring Sales & Marketing Management: Budgeting, Planning, forecasting and reviewing of sales plan for each strategic customer segment / region /product line to meet the desired profitability and market share.
· Monthly KPI evaluation and performance appraisals through the SAP system enhancing the same for all the staff. Strong operational exposure and capabilities, meticulous in managing and building SOPs, KPIs & Processes.
· Adept at managing the entire business operations and developing need based solutions to meet the specific requirements as well as handling pre and post sales operations.
· Managing Product Development team Management, Successful accomplished in monitoring product launch programs, product positioning, and price bench marking. Also ensure wide distribution of products through effective market penetration, brand promotional activities and programs.
· Develops teamwork and personal relationships, demonstrating shared goals and values. Provides leadership guidance & support to all staff in the area. Enables the team to ensure staffs are recruited, trained & motivated; develops appropriate succession plans.
· Demonstrated strong leadership, people management & influencing skills among all staff in all areas, and sales skills in sales force on all levels.
· Training the Sales/Product team for Competition Analysis: Conduct detailed market survey and feasibility study to analyze the latest market trends and track the competitor’s activities thereby provide valuable inputs to streamline the marketing strategies for both the brands to enhance secondary Sell Out in IR/KR/MM.

· Streamlining the complete distribution Channel development for both the brands Aftron & Panasonic in KSA / Bahrain markets.
· Proposed and opened special AFTRON stores in Bahrain region for Brand recognition and visibility.

· Strategic planning for maximum penetration across the KSA/Bahrain KEY ACCOUNTS markets with proper visibility and display of the products creating pull from consumers.
· Identify financially strong / cost-effective and reliable Channel Partners, to establish strategic alliances to facilitate deeper market penetration thereby enhance sales.

· Implementing efficient Marketing & category management which includes products selection, OPSI (order, purchase, sales, and inventory analysis) for Panasonic & AFTRON brands, Conceptual marketing plans, budgets, and implementation of Sales strategies. 
· Monitoring stocks ageing and liquidation planning for slow moving stocks.
· Developed and implemented business plans taking regional differences, consumer behavior & market trends & opportunities into consideration and tight inventory control.
· Leading and training the team to manage all aspects of business, Distribution channels like Wholesale, Retail management.
· Monitoring price of all competitors and establishing pricing policies, discount factors and promotions for all categories with retailers and wholesalers.
· Proactively monitors & assess competitor initiatives; takes tactical actions to counter, protects and builds the company’s position, Vision, Mission and Brand equity.
· Maintain Hi-level jovial relationships with suppliers, channel partners, Vendors, Principals, and customers in both KSA/Bahrain.
· Smart Negotiations and finalization of all contracts with retailers and wholesalers.
· Drive strategic initiatives for business development in markets in several categories.
Provide solutions to severe challenges faced in operations/supply chain areas. 
· Responsible for the rollout and execution of the corporate strategy to be implemented administratively, and continue to develop new services and products to increase competitive advantage with clear objectives of the company.
· Drive sales and margin improvement through the development and implementation of best in class strategies and programs incorporating end to end retail activity such as assortment, merchandising, pricing, promotions, inventory management and customer experience.
· Streamlining service outlets and outsourcing some of the service call logs directly through hotline and call centers, enhancing the service for the brand.

· Streamlined the finance and logistics team with proper costing and stocks aging issues.

· Outsourcing the Warehousing in peak seasons thereby decreasing the cost of logistics.
· Develop a detailed action plan with all functional areas to ensure identified improvement projects are prioritized, resourced and fully supported

· Develop routine reporting processes to update senior management and project teams on progress against action plans, achievement of key milestones, any delays and corrective actions or potential road blocks by MSR, MIS reports.
· Identify gaps in existing retail practices compared to best in class electronic retailers and develop a strategic road map to close these gaps.
· Monitoring the sales/Finance team for reconciliation with all the accounts on periodic basis to minimize the Discrepancies/errors in Statement of accounts balance ledgers.
· Source key benchmarking data from across the industry and update relevant Sales/retail team on best in class practices to be implemented for enhancing sales.
· Establishes the standards on CRM program, monitor customer satisfaction, direct & follow up CRM program implementation by discussing results & reviewing program progress & customer satisfaction results
· To Keep abreast with the latest market trends and monitor competitors’ activities to consistently adapt initiatives, plans and programs that will improve the efficiency and effectiveness of the Sales Function whether it be any Channel such as Retail or B2B or Project Business.

· Coordinate with the Marketing and Product Team to effectively communicate the value proposition of the products and services offerings of the company– Digital Signage & Solutions with the prospects and customers.

· Monitoring the infrastructure and resources and timely hire, train and mentor world-class strategic key account/Category managers and solution sales specialist to drive sustainable business growth.

· Prepare detailed product portfolio for new partners including specifications details per product and targeted segment with detailed value proposition.

· Identify new potential partners and source products to suit the various operations and market the company is operating in or targeting in the future.

· Screen, recommend and close potential business deals projects and develop business cases for consumer electronics industry by analyzing market strategies, deal requirements, potential, and financials; evaluating options; resolving internal priorities, and company objectives. 

December 2014 till December 2015
Al Saif Al Wahed - LG Electronics – (Distributor for LG Digital signage’s & commercial display, Swedx Kiosks Digital signage, OneLan – UK & Khazina – UK based Solutions for Signage LED), IT Solutions, IP-TV for Hotels ,ATL&BTL Services, Security cameras and devices, Hospitality services and amenities for 5/7 Star Hotel sector, AV solutions &projectors.


Director– Sales, Business development & Operations- B2B - K S A (Government, Corporate and Enterprises Sector, Retail chains and Hospitality segment)

•Digital Signage commercial display – Our core expertise includes Outdoor/Indoor LED commercial display promoting brands LG. Samsung, Panasonic, NEC. We are Reseller partners to them.

•We aggressively do tendering and bidding for projects Govt. &public sector or retail, IT Solutions& Solution Integration and provider. Pre-Sales, sales and installation and servicing, Project management and consultancy. Interactive LED, Video walls, Digital menu boards (for QSR restaurants)
•Our second main expertise being Hospitality sector amenities & toiletries along with furnishings interiors housekeeping goods, Being distributor for one of the best amenities provider& manufacturer from Indonesia catering to some of the luxurious and big groups like Sheraton , Hilton , Rosewood, Al- Faisaliah, Holiday Inn, Bay la sun, mercury, crown plaza.

Job Responsibilities: Key Accountabilities:
· Full-fledged heading Sales& Marketing communications targeting corporate, Retail, Government and B2B Segment for Digital signage and IT solutions market vertical. A focused Digital Signage expert experienced in Content Creation management, Development and Pre-sales till closures. Possessing technical skills along with experience in the Business Cycle and Business Strategy. 
· Our expertise and Know how Includes advanced solutions in the areas of content management, Digital Signage solutions, AV solutions, Display solutions ,Intranet portals, business process automation, managed services& operations, IT solution management, cloud computing services.

· Responsible for Streamlining and restructuring local operations responsible for owning, Directing and leading and monitoring entire SBU (Strategic business unit) and all LOB (Line of business).
· Strategizing entire business life cycle by demarking untapped market requirements, Tailoring customizing to the targeted industry segment respectively.
· Identify, understand and define customer needs, objectives and business requirements for Top Key accounts and enterprising clients.
· End to End supply needs for IT Hardware, FF&E, OS&E, Amenities& Toiletries, House-keeping supplies, Linen, Security devices, plumbing goods to construction companies and hospitality sector like 5&7 stars luxury hotels and resorts.
· Managing & Training &Implementing New Business Acquisition and Complete Sales Cycle Management ranging from Prospecting, Qualifying, Crafting Value Proposition, Bidding and Closures followed by effective Account Management for Sales force.
· Individually responsible for End-to-End Bid Management and responding to RFP, organizing Proposals and Presentations showcasing of Company Competencies (Domain and Technology) for Key accounts & Public sector.
· Manage the Estimation and Tendering process with overall responsibility for tender margin and submission to include negotiation and contract implementation of successful bids
Responsible for all procurement and subcontracts required to complete projects within the defined budget and timeline.
· Prepare a Business Development Strategy to create a project pipeline with a view to securing ongoing suitable project that meet the operational and financial ability of the company.
· Creating Account/Client Strategies & Proposal Presentations for key decision makers and effectively sell the capabilities, Client Services and credentials of Company.
·  Focus on Blue Chip Companies, Public Sector, MRD vertical and corporate accounts Retail chains, QSR (quick service restaurants), 5&7 Star hotels & Resorts in KSA.
· Professional Client &vendor relationship management for ensuring long term business relations.
· Initiating &Innovating vibrant product strategy, clear target techniques, benchmarking companies vision ,Market demography& roadmap, competitors and account positioning, Project Deadline & priority analysis, and finally tactical execution successfully respectively.
· The main primary objective to go-get &achieve maximizing sales revenues, increasing market share, and healthy revenues profit margin thereby resulting in healthy  P&L as per financial objectives of organization.
· Support, Motivate & Drive the country sales& operations team(s) in gaining market segment share within KSA through extending innovation measured awareness and expansions.
· Bidding and tendering for project sales and supply of Digital signage LED/Solutions, Networking, Security camera CCTV works installation at various sites as per the requirements of the client.
· Responsible for overall business supervision and taking drastic steps to enhance revenues and profitability figures through implementing new strategies and streamlining sales and operations modality and developing new accounts in QSR(Quick service restaurants),Retail chains of all modes of industries& business, Hospitality sector, Government sector and enterprising sector.
· Responsible for New account generation by Target segmentation like renowned institutions and universities, Hospitals, Resorts and Hotels, analyzing providing various logical tailor-made solutions along with our technical team and external sources for all their digital and Advertising needs and managed services.
· Delivering value &Consistent Financial growth of company and expanding at a good pace.
· Developing leads and account planning, Approach and analyzing solutions and presentations, Negotiations and closure deals, contracts and agreements MOU with top companies.
· Hire, Mentor the sales department by recruiting and training sales staff, supervising, motivating, training and monitoring team performance, reporting back to the CEO, liaising with customers, keeping abreast about market, Technologies and Competitors.
· Timely sales review meetings with CEO, General Manager and sales team ensuring financial objectives of the company are achieved consistently.
· Responsible for all the departments sectors within the company formulating plans and strategies 
            Idea and sales generation.


December 2012 till November 2014
LG Electronics- United Yousef M Naghi Group Co. Ltd.– (A Top 100 fortune companies of K.S.A . A Stable Leading group, stockiest &distributor for Prestigious top premium brands like LG(CE/HA/HF/AV), TCL, Magic, Ocean, BMW, ROLLS ROYCE, HYUNDAI,GILLETTE and Health Care products in Saudi Arabia.
Sales Manager-Key Accounts - K S A (Brand- LG/ Product Line CE, AC, AV&HA, Such as WM/VC/Panels TV, Refrigerators, MW / Dishwashers).
· Was Employed with LG-Naghi and Responsible for the Brand LG-development and performance of all Key Accounts and Retail sales outlets marketing activities in Saudi Arabia. Managing, lead & direct sales team and operations for achievement of maximum profitability and growth in line with company vision and values. Establish plans and strategies to expand the B2B, B2C channel Base and opening new avenues in K.S.A.
· Responsible for the Sales & Marketing activities for consumer electronics& commercial display division of LG Mainly Product Range- Air Conditioning, Refrigerators Kitchen Appliances, Home Entertainment Panels TV, Digital signage, Audio/Video Home Theaters, Monitors &Security products, Washing Machines etc. in K.S.A Vertical Markets for Modern trade like Key accounts / Retail Markets, B2B corporate Channels & Traditional trade like dealers retail & wholesales.
· Forecasting& Budgeting, Driving &Executing Key Accounts/Retail Business for LG in K.S.A.
· To ensure that each Sales & Account managers achieves assigned targets& collections in time
· Managing &Direct Sales team and driving Sell in-Sellout Heading Entire KR/Consumer Segment.
· Achieved in only second year of operation, Subsequent increase in market share of brand LG number one position in the K.S.A for sales of Refrigerators, Microwave Ovens, Washing Machine
· Managed EDDY Retail stores, Electronics & Appliances & Personal car categories and enhanced sales and foot fall in the stores across KSA regions.
Accomplishments: KPI
· Was chiefly instrumental in growing sales from 300 mil to 500 mil SAR annually only through Key Accounts, Power retailers and increasing leading market share LG vs. Samsung phenomenally.
· Hold merit in signing new Targets/Margins, contracts and agreements with all key accounts (Extra, Panda Emax, Carrefour, Danube, Saco, Shita-Saif, Electro, Eddy) in K.S.A with 30% Year on Year growth on targets and delivering performance successfully.
· Increased 25% Home appliances business in Key retail markets with bundling of MDA/SDA.
Job Responsibilities: Key Accountabilities:
· Hold Direct P&L responsibility for the K.S.A Sales Operation through leadership & supervision of Sales Managers and supervisors, Promoters and Merchandisers accountable for each region.

· Travelling across the region, managing the annual Budgeted Sales & Marketing plan. Achieving double digit growth by working closely with the Electronics Power retailers, Specialized Retailers and Hyper markets and controlling their P&L in each Region and category.
· Managing Daily Operations effectively as the face of entire business unit from the outset& actively involved in taking Key Business flow decisions focusing on organizational objectives.
· Monitoring LG market share and competition and prepared strategies to formulate appropriate Strategic business plan with key Retail channels reaching their monthly targets.
· Initiating, Planning with Principal vendor along with marketing and concept team for effective marketing, Display and advertising activities and product launches, ATL, BTL Activities.
· Verifying & submitting reports/monthly projections like: M on M, Qtr on Qtr, HY on HY, and Yr on Yr as detailed Analysis of Actual P&L Observations and Recommendations to the management and strategizing actions for targeted profitable financial year end results.
· Monitoring and reporting financial viability of all operations to management.
· Managing, reviewing and engineering Discipline and professional work ethics culture and healthy interaction among sales team and internal administrative team.
· Managed, supervised and trained a team of 40 sales and marketing professionals enhancing sales and helping those reaching assigned targets.

· Joint visits with all supervisors on weekly basis to all respective KEY accounts in KSA.
· Direct interaction/negotiation with retailers for promotions / support planning with clear KPI’s.
· Weekly retailer’s Sales In-Sales Out data analysis and counter action planning to secure sales forecast, ascending targeted market share growth and visibility and penetration. 
· A Stringent eagles eye on management operational P&Ls, cost (product, labour, controllable non-controllable) and Income& revenues.
· Direct sales team by instilling knowledge of the macro / micro environment which is leveraged to build strategic / tactical channel plans with an in-depth understanding of external trends and monitoring competition.

· Accountable for the delivery of the channel’s operating plan and shaping future targets/plans.

· Sound Awareness of Consumer Electronics market and key players in K.S.A Market dynamics.
· Driving channels smartly with all category centric solutions which accelerate customer engagement and experience.
· Working very closely with customer/Account manager, to combat cross border trading/ Grey goods through a yearly plan in line with our strategy reaching targets with him.
· Ensure monthly/Yearly targets are met and Inventory is well below the aging guideline.
· Liaising, Motivating and engaging with the sales team, Principal vendor and channel partners for adept planning and effective operations and enhancing sales and revenues.
· Pivotal focus to identify new avenues for new retail outlets & expanding channel like B2B.
· Weekly planning of supply chain management (forecasting/inventory planning) along with Marketing/Product Departments as per seasonal patterns / Demand Purchasing patterns.
· Competitor analysis (Sales & shop display) and planning appropriate counter actions.
· Implementation &monitoring on an ongoing basis i.e. customer TCE(Total Customer experience)
· Profound analysis of Competitors pricing structure, model lineup, product technicalities and determining their focused areas for brand awareness activity.
· Expanding distribution network in interiors enhancing product portfolio & product mix. 

· Sound Knowledge of competitor’s activities, Business Intelligence & economic conditions of K.S.A and laws &related matters which may drive and affect the business and its operations (SASO cert) in Consumer Electronics & IT Hardware Industry.
· Allocating and releasing of business linked marketing funds and funds for other brand awareness marketing activities. Rebates for the Key Retail Channels and partners.


October 2010 till November 2012
LANDMARK RETAIL GROUP Al Bandar Trdg.– (One of the largest Multi-national Leaders in RETAIL having 1600+ retail outlets across GCC and 540+ in  Saudi Arabia).
· Mainly retailing concepts like SPLASH, CENTERPOINT, CITYMAX, NEWLOOK, EMAX, LIFESTYLE, FITNESS FIRST, HOMECENTER, BABYSHOP, ICONIC, KOTON, SHOE EXPRESS, SHOE-MART, BEAUTY-BAY,MAX HOTELS.


National Sales Manager- Retail/ Distribution for Key accounts/Wholesales.
(CE /Telecom, IT, AV, Hi-Fi Mobile Accessories, Tablets)
· Driving and managing 3 branches in K.S.A, by developing overall business and Distribution channels Strategically for Consumer electronics and IT and Telecom Accessories & TABLETS.
· Driving Sales, Marketing, Operations, Importing and promoting brands like KARBONN, LOTUS (Top Indian Brand) LENCO (Swiss) tablets and Penetrating across K.S.A distribution channels like Key Accounts KDR & IR Wholesale channels.

· Introducing new product development and launch OEM brand LOTUS-Tablets and small Appliances and responsible for driving sales and marketing for all Modern Key Account & Traditional markets for distribution across K.S.A.

· New product Launch for Skyworth TV LED panels and set up box across K.S.A verticals.

· Managing sales and marketing for CE-Brands like SKYWORTH-TV,NB-NORTH BAYOU(Wall Brackets and solutions),accessories HAMA, AHA, THOMPSON, LENCO Accessories. Branded premium Mobile Accessories like Cellular line, Jabra, Femeto, MOMO Design, Avinity Monster, Romoss power banks.
· Driving and managing B2B, B2C, Emax-Retail Showrooms &distribution channels development, business development and operations leading to a healthy year end P&L for entire business unit.
· Meticulous knowledge of Marketing, Sales, Operations, planning overall business flow of Distribution and Retail industries, an expert distribution specialist for KDR/IR Channels, Modern & Traditional trade in KSA right from sales closure up to collection receivables.

Accomplishments: KPI
· Achieved 0-50 mil SR in first financial year and from 50 mil-150mil SR in 2nd financial year.
· Division of Target segments for Channels of Distribution segregating TV & TABLETS & GSM.
· Record high sales for TABLETS both low end and premium for brands like Lotus, Lenco,Karbonn
· Hold merit in signing new contracts and agreements with all key accounts/Wholesalers in K.S.A.
· Measured K R A:Market Share, Marketing, Sell in, Sell out and SCM-Supply Chain Management
Shown Growth of 100% Yr on Yr Growth in Revenues and 50% being from mainstream High End segment, thus shown good growth on ASP and Profits.
· Implementing Display planogram and display stands for key Retail stores and supervising promoter placements and merchandising in Key Retail outlets & EMAX stores in K.S.A.
Job Responsibilities: Key Accountabilities:
· Responsible for obtaining profit contribution by managing &directing staff, establishing and accomplishing financial business objectives, Distribution channels development from scratch.
· Directly responsible for the Budgeting, P&L for Saudi Arabia for entire business unit, generating sales Revenues, Maximizing Gross Margins & Net Profits quarter over quarter.
· Accomplishing subsidiary objectives by establishing plans, budgets, and results measurements; allocating resources; reviewing progress; making mid-course corrections and actions.
· Managing, Monitoring and supervising a sales and finance& Logistics team of 25 professionals.
· Aggressive planning and Penetrating in all Key Accounts& Modern markets, Power Retailers and Traditional Markets, Wholesale channel in K.S.A CE/IT Vertical markets.
· Direct meetings and getting personal with all KEY retailers in KSA, improving relations for brand enhancement and sales growth.

· Joint visits with all supervisors on weekly basis to all respective KEY accounts in KSA.
· Managing and driving the distribution business KR/IR, sales &Marketing across KSA markets.
· Managing Sales strategies and Closing agreements, Merging and opening New Accounts in Key Power Retail Accounts / Independent Retail & Modern Markets / B2B / B2C /Corporate channels.
· Presenting Annual Sales budgets, Budgeted& Actual P&L for the overall KSA region based on Market potential and economic conditions of K.S.A.
· Enhanced all EMAX stores stock distribution process with strict vigil on display&merchandising.
· M on M, Qtr on Qtr, HY on HY, Yr on Yr Analysis of Actual P&L Observations and presenting Recommendations to the management and strategizing actions for profitable end results. Monitoring and reporting financial viability of all operations to management.
· Planning and mapping GO-TO-MARKET strategy, Creating Product pull, visibility across the Market verticals.
· Market & competition status review and positioning with measured KRA: Market share, Mind share and revenues.
· Implementing Yearly Marketing calendar for KEY Retail customers, Implementing and designing weekly promotions, year-end clearance events.
· Implementing Display planogram and display stands for key Retail stores and supervising promoter placements and merchandising in Key Retail outlets & EMAX stores in K.S.A.
· Planning and Advertising ATL/BTL activities for Effective sales In/Sales Out in KR/IR.
· Planning and executing Pull and Push programs like Viral Marketing and Promoter & Incentive.
· Allocating and releasing of business linked marketing funds and funds for other brand awareness marketing activities as per purchase patterns and seasonal patterns of K.S.A.
· Analyzing Market competition and proposing our margins and pricing structure.
· Ensure & Maintain Company brand equity is protected & enhanced by creating the right outlet environment and penetrating the brand image aggressively. Planning and organizing new product launch in markets and combating the competition.
· Managing all after sales service issues for KR/IR Channel by external service providers.
· Designing Favorable Product mix and Market Mapping strategy for channels in K.S.A.
· Market Segmentation and Streamlining the Dealers channel across all K S A regions.
· Increasing the Market share of all the Brands by aggressive sales penetration strategies.

· Implementing the Marketing strategies and merchandising mgmnt. in KR/ IR Channel.

· Credit Collections, Trouble shooting the problematic issues of Existing channel KR/IR.
· Fully responsible for profit and loss of the business unit operations and accountable for effective and efficient and profitable operations of Distribution business unit in K.S.A.

· Projection Forecasting and demand planning for all product line to management.
· Advising management for operational P&Ls, Import product cost, shipping and labour cost, Tangible and controllable and intangible non-controllable related costs.

· Inventory control and ROL according to the seasonal purchase patterns of KSA Market.

· Implementing and supervising Inventory data inspections, Auditing and CRM activities
Streamlining Cash flow and advising payroll procedures, Introducing Grades systems.
· Advising management for Imports as per local standard and laws & SASO Certifications

· Monitoring Competitors strategy and price analysis, Market awareness, price fluctuations, sound judgments and decisions for pricing penetrations and liquidating stocks on LIFO/FIFO Methods.

October 2008 till September 2010
INTEX TECHNOLOGIES – (O E M , INTEX brand owners for TABLETS,L C D TV monitors DVD players speakers, UPS , keyboards , cables , power ups , gaming &laptop accessories, Cameras GSM mobile phone Handsets , mice etc. a long product line of 360 SKU ,  operating in 60 countries .


Regional Sales Manager - GCC Region:
Country-in-charge for Oman/Bahrain/Kuwait/Qatar/K.S.A responsible for Budgets/P&L respectively , Full commercial management of INTEX Brand all over GCC Vertical Markets aggressively with demography and psychographic analysis for each ME/GCC country Markets respectively.
· Achieved Product visibility in Traditional markets, power& Special organized retailers, hyper Markets and Modern & Wholesale markets.
· Gained Brand equity, Positioning& Visibility, Increased market share for INTEX in all G.C.C Markets. Developed Pull and Push strategy achieving Sales In-Sales out.
· Managing sales and Operations Planning and Initiating& closing contracts for Mergers, Acquisitions with potential distributors in all product categories segment wise.
· Planning and implementing ATL/BTL/TTL Activities and Assigning Merchandising for Brand awareness and penetration in all channels segments.
· Brand management and Business development for OEM business with new sales channel expansion which helps in boosting the business.
· Budgeting, and finance, Operations planning and team building in related fields and regions
setting up Sales Strategies (B2C, B2B), Marketing, CRM activities to achieve set KPI's.
Accomplishments: KPI

· Located and appointed strong distributors for each GCC country and closed contracts and orders with all of them successfully with repeated orders every month reaching consistent targets.
· Diligently segmenting the Target markets for effective Channels of Distribution segregating TV & TABLETS & GSM-Mobiles & accessories.
· Specialized consoles and gaming accessories for gamers and kids penetration in KR/IR markets.

· Initiator for bundle sales of TABLETS at KDR and creating product pull in KSA markets.

· Hold merit in signing new contracts and agreements with Distributors in all GCC countries.
Job Responsibilities: Key Accountabilities:
· Directly responsible for Budgeted P/L for each region in G.C.C& Stay abreast of Each country Market dynamics, Distribution Channels development and competitors activity.
· Manage and assign Sales targets for 4 Export managers’ country wise and Directing Finance for Credit release and directing logistics team for freight shipping respectively.
· Managing Marketing merchandising and promotional activities for each region.
· Planning ROL inventory for each country and manage inventory status for GCC.

· Developing strategic plan by studying technological and financial opportunities; presenting MIS Reports and assumptions; recommending objectives and executing strategies for each country.
· Achieved major success in Contract Documenting the Segmentation Category Plan, building and implementing the ‘Go to Market Direct Delivery Model and closing distributor’s contracts.
·  Initiated and Set up business contacts with Tier 1 partners addressing and resolving policy issues such as FMV (Fair Market Value) / STR (Share the Revenue) by Sales Vs Rebates proportions.
· Promoted as K.S.A-COUNTRY HEAD was directly responsible for the country P/L, actively managed & drove the Wholesale and Key Retail Channel partners.
· Set up Brand INTEX Commercial business from scratch in Saudi Arabia for Product line CE, Mobiles, IT Accessories, Tablets and signed contracts with various distributors in K.S.A.
· Responsible for P&L for K.S.A generating Revenue, Margins & Profit quarter over quarter.
· Develop and presenting sales and expense budget for K.S.A branch opening operations.

· Preparing and presenting annual, half yearly, quarterly budgets and ROI to the management keeping an eagle’s eye on financial objectives and visions of the company.
· A keen eye for competitor’s analysis and taking brisk actions for stocks liquidity.
· Periodically evaluates the performance of respective Region personnel's, develop goals and objectives and thriving for achievement of financial goals laid by the company.
· Implement Plano gram for the attractive display Product Management and POP in KRA.
· Planning Promotions with right product proposition with seasonal ATL & BTL for an effective TTL and participation of corporate social responsibility for Brand Positioning.


September 2005 till August 2008
ASBIS MIDDLE EAST – SAUDI ARABIA(An Authorized Distributor for DELL ,TOSHIBA, LENOVO, GATEWAY ,AMD CPU/MB, ATI SAPHIRE, ELITE GROUP E C S, SEAGATE HDD, HITACHI HDD, TOSHIBA HDD, CANYON, A O C- MONITORS L C D , D-LINK Networks&Security, SYMANTEC,AVG ANTIVIRUS&OFFICE)  



COMPANY PROFILE:
ASBIS MIDDLE EAST – Russian M N C is one of the top 15 distributors in the world (Middle East and Africa), holding almost all IT renowned brands with 38 branches in 25 countries scattered over the world.
Sales Manager – western province.
· An Expert and accomplished experienced Sales &Marketing professional for Servers& Desktops Laptops& Note/ Net books, Tablets, Gaming notebooks, Monitors IT Hardware/Software/Accessories ,Network &security & Office automation Products.
· Targeted Gaming Laptops segment with powerful VGA & CPU for gaming consumers in KSA region. 

· Handling and managing all distribution channels and penetrating all markets in K.S.A region.

· Direct relationship&rapport with top IT Hardware/Electronic business Owners,Channel&Competitors.
· Strong vendor &channel relationships enabling, enhancing Large scale accounts business tie-ups.
· An astute knower of all market size analysis (pulse of the K.S.A markets) &tricks of the trade.

Accomplishments: KPI

· Achieved 30 mil $ in first financial year and from 50 mil $ in 2nd financial year successfully.

· Best Laptop record high sales for all brands in interiors of western province.

· Introducing PRESTIGIO tablets in KSA key account markets with free accessories.
· Hold merit in signing new contracts and agreements with all key accounts/Wholesalers in K.S.A.
Job Responsibilities: Key Accountabilities:
· Leading a sales team of 10 professionals efficiently and motivating maximum productivity and performance extracts out of them, delivering Revenue &Targets with healthy profit margins.
· Deciding Product mix, Quantities, Forecasting for the range of Notebooks & net-book (mini)range of Portable Computers & desktops office systems of all brands for all the channels of region. 
· Directly responsible for Product & Sales Budgeting and P&L for the region managed.
· Business revenue forecast for region in terms of Product cat, Channel Category & PC Vendors.
· Managing Account Managers on Direct relationship with all major Wholesaler,retailer&reseller
· Discuss, Negotiate and close Monthly/Quarterly business plans with retailers,resellers&SMB closing deals on fix. rebates for all brands of Laptops Notebooks and other storage media HDD.
· Ensuring Sales Forecast and Inventory demand planning into 100% delivery + hit rate.
· Managing enterprise business and selling DELL solutions &systems with server &workstations.
· Designing co promotional & marketing activities with IT vendors and channel Key retailers.
· Allocating and releasing of business linked marketing funds & Rebates for other brand awareness related marketing activities, Road shows and seminars.
· Successfully Increased companies market share& equity strategically in KR/IR Channels.
· Preparation & implementation of marketing plans and market mapping& segmentation.

· Structuring and building a strong Distribution Channels Development by topographic methodology in interior region of K.S.A targeting traditional and wholesale markets.
· A thorough and vibrant Market research & analyzing market information and an eagles eye on competitor’s information and activities.
· Monitoring sales team activities for timely Sales/Credit follow-ups and collections& rebates.
· Monitoring price fluctuations and immediately taking actions for stock liquidity.


March 2000 till March 2005
Al-Maujaah Trading Establishment, Jeddah, KSA (An Authorized Distributor for Printers & consumables of brands HP & Lexmark & Canon & Epson)  

Sales Manager-Western Province

COMPANY PROFILE:
Al-Maujaah is one of the largest IT Distributor for supplying servers,Desktops, computers printers, Ink-consumables accessories, and paper media of renowned brands such as HP, Epson, Canon, Apple, Lexmark, Storage media 3M & Sony; targeting dealer & Enterprising corp. markets through its three (3) branches across K S A.
Job Responsibilities: Key Accountabilities:
· Handled and managed a team of sales account personnel their daily sales customer activities.

· Drove the Enterprise Business (EB sales team), Wholesale Distribution/SMB channels for the region to achieve the Budgeted revenue targets, profit and financial growth as per policy.
· Forecasting sales,preparing Yearly budgets,Projecting growth YonY&presenting to Management
· Developing relationships and Rapport at senior levels with large IT spend accounts, Wholesalers Dealers Resellers to support the opportunities for growth of HP/Epson/Cannon business.
· Executing and developing the sales team from Transactional selling to Consultative selling; goal being growing the more profitable Annuity / Contractual business thus retaining clients.
· Enabling the Managed IT Hardware Services to go live in Saudi Arabia (Sales, Legal, Contractual, and Finance & Services) for large scale accounts, SMB, End users / Consumers.
· Agreements and contracts closures with all Key Accounts and power retailers across K.S.A. for better visibility and penetration.
· Planning pricing strategies and promotions for effective sales out and stocks liquidity.
· Preparation & implementation of Aggressive marketing plans and market segmentation.
· Distribution Dealers network development & corporate expansion. (Channels Development)
· Analyzing market information. Marketing campaigns planning and implementations, ATL & BTL.
· To monitor sales force for timely Credit follow-ups and collections.

· Monitoring competition and competitor’s activities, Price wars, Fluctuations and taking actions.
· Monitoring price fluctuations and fixing/designing pricing Strategies.
· Overall development and supervision of Jeddah branch by participating pro-actively in all functioning departments’ Operational and finance and making it sure to get promulgated. 



September 1998 – February 2000 

TATAFONE / TATA TELECOM LTD, India  

Area Sales Manager –   Telangana & Andhra Pradesh State
COMPANY PROFILE:
· One of the largest Corporate Conglomerates of India, Market Leaders in Office Automation Quality products, versatile Product Line and associated with AT&T partner. 

· All telecom needs of TATAFONE brand, EPABX, FAX Machines, Cordless & corded phones, premium & economic, higher & lower end Instruments/Equipments.

Job Responsibilities: Key Accountabilities:
· Managing and Handling Distributor – Dealer Network. (Secondary Sales)

· Forecasting manufacturing plans to factories in INDIA through market demand and supply analysis and sales out and purchasing patterns in the region.

· Conceptualizing and Implementing Dealer Promotion Schemes for sales enhancement.
· Executing Orders for Distributor (Primary sales) & motivating Dealers for secondary sales.
· Marketing Brand Image and Brand Positioning for ultimate Consumer satisfaction.
· Innovating various sales and marketing strategies for motivating Distributors sales force.

· Implementing mergers through various Franchisee store openings of Tata Phone Centers.



July 1996-August 1998 

TATA COMMUNICATIONS LTD, India  

Mobile (G.S.M) and cellular division
Senior Business Executive –   Andhara Pardesh State ( Now Telangana State)

COMPANY PROFILE:   (TATA CELLULAR)
· One of the Innovators and leaders in wireless cellular industry. The biggest & renowned Cellular and Wireless service providers in INDIA as Emerging markets in year 1994.
· Market leaders in telecom mobile Pre-Paid/Post Paid services operating largest network covering cell-sites across INDIA &delivering high quality voice service at attractive peak/off peak tarrifs.
· Sales and Marketing of all Mobile phone brands like Nokia,Phillips,Ericsson etc.  (Premium & economic, higher & lower end Instruments / Equipment) and accessories.
Job Responsibilities: Key Accountabilities:
· As a new entrant into Service Industry enhance and penetrate the cellular activation lines.
· Overall business and channel development through appointing channel partners across AP.
· Direct selling and interacting with End users to trouble shoot after sales service issues.

· Increase market share of  PP/PSP Consumers for the company through maximum activations
· Designing Tariff air time plan as per time segment. Bundling SIM card with Mobile Handset.
· Analyzing and identifying premium and medium target segment and target consumer.
· Prepare proactively Sales promotion techniques SPANCO, closing for Order Execution.
· Arrange Presentations, Demonstrations & Seminars (Event management) for Cellular Awareness enhancing mobile usage in consumers.
· Trained Sales executives for customer support and problem solving for Retail outlets and stores to boost sales of Handsets and SIM Activations.
· To plan, develop and appoint a strong Dealer Network across A.P state.


PERSONAL PROFILE



	Date of Birth
	:
	November 16, 1974 

	Nationality
	:
	Indian 

	Religion
	:
	Islam 

	Marital Status
	:
	Married with three kids. 

	Driving License
	:
	Possess Valid Driving License 

	Iqama/visa Status
	:
	Saudi Transferable residence visa.

	Linguistic skills
	:
	Fluent Arabic (Dialect read, write) & English, Hindi, Urdu 




PROFESSIONAL TRAINING/CERTIFICATIONS


· Undergone Professional Training in the Sales & Marketing Department of Standard Organics Limited, for “New Product Development”.
· Successfully organized seminar "Globalization - A BANE or BOON” for India. 
· Undergone professional certified training at L.G Electronics head office with the technical dev. team for Consumer Elec. & security products to enhance B 2 B& B 2 C channel penetration.
· Submitted a detailed Project Report on "Perception of Doctors towards COMBI-PACK (TB Drug)” for Standard Organics Limited (SOL) which implemented thereon.
· Prelaunch research for Cellular Services in Hyderabad for TATA-CELLULAR India (New Product Development).


ACHIEVEMENT & APPRECIATIONS

· Was awarded in TATA TELECOM LTD for reaching consistently the record sales for the State Andhra Pradesh with innovative sales and marketing Ideas as Emerging Markets.

· Awarded a” Sales Specialist” for enhancing and promoting telecom business in AP- INDIA.




                    LOMINGER COMPETENCIES


· Ethics and Values, Disciplined and Moral values and High Self-Esteem.
· Strong Decision Making, Motivating Leadership, A successful team Player.
· Integrity, Honesty and trust,Optimistic, Pro-Active and Action Oriented.
· Composure and Workaholic. Tenacity and Persistence, Linguistic Eloquent.
· A good Listener and Negotiator and a Convincer with Entrepreneurial spirit.
· Professional Approachability and Initiator and Eloquent Communicator.
· References: Furnish upon request.



