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SUMMARY:
Masters of Science in Applied Chemistry & Chemical Technology from University of Dhaka Bangladesh, 18 years successful experience (14 years supervising, managerial, leadership position) providing strategic & operational leadership in uniquely challenging situations with proven ability to quickly analyze key business drivers & develop strategies to grow the bottom-line 

Accountability + Altruism + Candor + Character + Compassion + Conscience + Integrity = that is me at Any Age 

AREA OF EXPERTISE:

Sales & Marketing		Negotiating		Dynamic			Smart
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Marketing strategies 		Strong closing skills	Entrepreneurial flair		coming up with ideas
Marketing campaigns		Influencing skills	increasing revenue growth	Commercial judgment 
Customer focused		Building relationships	High energy levels		Analyzing data 
Sales orientated		Account management	People management		Effective planning skills
Brand awareness		Selling creatively	Business planning		Monitoring Competitors
Presentation skills		organizing skills		Waste elimination		Innovative Business sense

EXPERIENCE:
Employer’s name: Gentry Pharma Ltd (Gentry Corporation Ltd & Precisa Techno Trade & Fabrication Ltd). http://www.gentrypharma.com/. http://www.pharmajogot.com/gentry-corporation-ltd/. http://www.gentrycorp.com/.
Job title: Marketing Manager,   			Sept/2016 	to 	Continuing. 
Job Role: Strategic Planning, Marketing & Sales. 	Covered 64 Districts /Provinces in Bangladesh

RESPONSIBILITIES:
Core functions:
· Developed market and generated new business all over the country, Ensured consistent, profitable growth in sales revenues through positive planning, deployment, and management of the team
· Identified objectives, strategies, and action of plans to improve short- and long-term business and sales earnings
· Established and managed effective programs to compensate, coach, appraise and train sales personnel related to business development
Collaborative functions:
· Collaborated with the sales team in establishing and recommending the most realistic sales goals
· Collaborated with the sales team to maximize sales revenues
· Collaborated with sales team to develop sales strategies to improve market share in all product lines
Consulting functions:
· Managed customers, negotiate price and discounts in consultation with management
· Consulted with management to develop the plan and budget for branding, marketing, and business promotion
Planning functions:
· The reviewed progress of sales take corrective measures and follow-up accordingly
· Developed specific plans to ensure sales revenue growth 
· Coordinated proper company resources to ensure efficient and stable sales revenue results
· Reviewed sales related expenses and recommend economies
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Employer’s name: National AgriCare Group (One Pharma Ltd). http://nationalagricare.com/?post_type=post&p=765. 
Job title: Sales Manager,        	Nov/2014 - Oct/2015		 
Job Role: Strategic Planning, Marketing & Sales.   		Covered 48 Districts/Provinces in Bangladesh

RESPONSIBILITIES:
· Generated new business by leveraging existing relationships, prospecting, conducting market analysis & launching campaigns
· Developed & maintained efficient & effective reporting systems for tracking prospects from initial inquiry through to close
· Reported directly to the Managing Director on performance issues, campaign, launches and product development,
· Supervised SCM Key Performance Indicators that includes forecast accuracy and identifying root cause to achieve process improvement
· Successfully led a cross-functional team of IT staff and functional managers through the integration of EDI (Electronic Data Interchange) and POS (Point of Sale) transaction operations into SAP (Systems Applications and Products in Data processing)
· Created and maintained contracts within SAP by updating pricing and maintenance, Performed all necessary transactions within SAP and communicated with finance and accounts payable for a successful transition

Since Apr/1998- Aug/2014 with Renata Ltd; https://renata-ltd.com/.

Employer’s name: Renata Limited, 5th Position over 400 Pharmaceuticals & Biotechnological companies in Bangladesh, Now Company Business BDT 2000 Crores/Year & also over 30% growth every year, under this type of quality house & management I have developed my professionalism.

Job title: Total employment Period -16.5 Years
· Sr. Divisional Sales Manager			: Jan/2011 - Aug/2014,		lengths: 3.8 Years
· Divisional Sales Manager			: Jan/2009 - Dec/2010, 		lengths: 2.0 Years
· Sr. Area Sales Manager			: Jan/2006 - Dec/2008, 		lengths: 3.0 Years 
· Area Sales Manager				: Jan/2003 - Dec/2005,		lengths: 3.0 Years 
· Sr. Technical Services Officer		: Apr/1998 - Dec/2002, 		lengths: 4.8 Years

Job Role: Strategic Planning, Marketing & Sales. Company: Multinational Company, Manufacturing. Industry Type: Pharmaceutical & Biotechnology.

Worked/Covered Area: During 16.5 years for Door to Door & Corporate Marketing, I was responsible & worked for Dhaka Division 09 years, Chittagong Division and half of Sylhet Division for 5 years, Rajshahi Division, half of Khulna Division & half of Rangpur Division for 2 years

RESPONSIBILITIES:
· Strategic Planning: Assisted in formulating a business plan for development in consultation with top management for organizational development, Formulated long term/short term strategic plans to enhance operations, macro plan, evaluated its progress to achieve sustainable growth of business and its people
· Business Development: Analyzed & reviewed the market response/requirements and communicated the same to the marketing teams for coming up new application 
· Sales & Marketing: During sales initiatives & achieved desired targets with the overall responsibility of ROI(Return on Investment), Explored marketing avenues to effectively build customer preference & driven volumes, Developed all necessary procedures & processes to ensure that the sales function operates effectively and efficiently to achieve all sales objectives
· Market Communications/Share: Handled the trade communications and sales support across company clientele, evaluated and procured media assets, Developed & implemented sales & marketing policies to improve the market share of each product & gross margins for the businesses
· Product Management: Understood overall operations for improvement of existing products with trust on reducing product cost and based on market trends/requirements
· Key Account Management: Identified prospective clients, generated business from the existing clientele to achieve budget target


· Budget: Developed and controlled the budget for the business group to ensure that all financial targets met and all necessary financial controls are in place to comply with company’s regulatory requirements
· Resources: Ensured effective utilization of resources which should result in maximum productivity from people and processes
· Inventory Planning:  Forecasted sales and sensibly plan inventory for traded products
· Cash Flow Management: Efficiently managed cash-flow; Focused on receivable and payables so that the business group cash-flow is well managed
· Integration: Identified areas for higher value addition through the integration of products and engineering
· Strategy: Devised and ensured implementation of business tactic for the business group and constantly monitored and improved the strategy according to the market condition
· Cross Selling: Developed a business plan for providing existing/new customers the opportunity of additional services/solutions offered by the organization in order to capture a larger share of other business groups
· Management Information System (MIS): Regularly reviewed updates / MIS with the management and team(s) on business performance and future plans; Monitored the sales performance of competitors to ensure that the company maintained and developed its competitive position
· Brand Building: Designed and implemented promotional and marketing plans to meet business objectives; (Campaigns, seminars, exhibition, newsletter, magazine, leaflets)
· Customer Relationship Management: Developed and maintained relationships with key customers and dealers to create more business opportunities; Directed and controlled the Business Group, to ensure that delivery of products and services met the customer requirements/expectations and achieved business targets, Identified and implemented new working processes to improve the efficiency, effectiveness, and quality of products and services
· Principal Relationship Management: Developed effective relationships with the Principals by submitting periodic reports regarding market coverage, customer visits, maintaining regular contact with the customer, timely communication, and competitor’s activities to the Principal through product office, Communicated to and work with the other departments as necessary to resolve Principal issues/concerns 
· Restructuring: Restructured manpower depending upon the market condition in line with short-term and long-term business plan
· Team Management: Created effective, efficient and high performing teams, by mentoring and coaching all team members
· Credit Policy: Monitored the implementation of Credit Policy
· Succession Planning: Identified successors and trained and developed the team to achieve desired business results/objective
· Process Improvement: Studied and mapped the existing processes and recommended changes to make business operations cost-effective, also reduced response time to customer and improved the quality of customer/principal service
· ISO Guideline: Ensured proper compliance with ISO 9001:2008 guidelines so that there were no quality issues
· Other Responsibilities: Executed any other task/work entrusted to me by my Reporting authority

Significant Accomplishment: Awards & Laurels
· During 18 years challenging career role of Dealer/Whole/retail/Corporate/Institute Sales, Door to Door & Corporate Marketing, Brand development & Supply Chain management I deeply engaged & worked with Company’s 10 Depot Operational Heads around the country and covered over 50 districts/Provinces distribution activities area 
· Participated, maintained, organized more than 300 seminars/campaigns/awareness meeting of customers/consumers/dealers end against Door-to-Door marketing & branding 
· During my 14 years supervising, managerial & leadership role as AM/TM & RM/DM, I have strongly developed by all team members as a qualified Leader, Manager & Supervisor in which 4 RM/DM & 12 AM/TM those are still working & responsible in my previous company 

EDUCATION QUALIFICATION:
· Masters of Science (M.Sc.) University of Dhaka	Year: 1995 	Second Class 	Marks/Secured-	54% 
· Bachelor of Science (B.Sc.) University of Dhaka	Year: 1990	Second Class 	Marks/Secured-	53%
· Higher Secondary School (HSC) Science Dhaka	Year: 1988 	First Class 	Marks/Secured-	63% 
· Secondary School (SSC) Science Dhaka Board 	Year: 1985 	First Class 	Marks/Secured-	70% 


TRAINING & SEMINARS:
Managerial & Leadership Training on Manager’s Rule
· Handling Failures in Work  & 16 Types-Traditional Personality and Human metrics 		2011
· Leadership No the Line, Staying Alive through the Dangers of Leading 			2009
· Motivation & Problem Handling in Works							2006
· Motivation & Professionalism in Works 							2004

Professional & Technical Training on Sales & Marketing aspects
· Probiotic & Prebiotic use as Non-Antibiotic Feed Additives					2012
· Mycotoxin & Salmonella Threats on Human & Livestock					2010
· Bio Security Management for Human and Live Stock						2007
· Advantage of Organic Trace Minerals in Human & live Stock					2005

SOFT SKILLS: 
· Accountability: Created a multi-team competition to improve accountability for call metrics in an effort to increase efficiency throughout the department
· Work Ethic: Led a multi-team training program emphasizing the importance of ownership, accountability, and strong work ethics
· Problem Solving: Created a new process for handling customer complaints resulting in an 80% increase in customer satisfaction
· Teamwork: Led a quarterly team-building workshop designed to improve teamwork and morale
· Time Management: Consistently exceeded company efficiency goals
· Communication: Rated highest in the department in customer service resulting from after-call surveys
· Adaptability: Volunteered to be cross-trained in multiple departments to provide additional assistance as needed
· Work Under Pressure: Maintained top quality standards during peak months

Core Competencies:
· Managed overall brand equity, including assessment of current brands and products, positioning statements, brand identity development.
· Provided leadership and development of marketing team.
· Developed new product introduction processes, pricing policies, and product launch strategy.
· Managed integrated marketing communication programs to dramatically increase company brand and sales.
· Maintained relations with customers by organizing and developing specific customer- relations programs; determining company presence at conventions, annual meetings, trade associations, and seminars.
· Coordinated local and national events and conferences, and handle all aspects of national trade shows.
· Developed and implemented strategic marketing plans, sales plans, and forecasts to achieve corporate objectives for products and services.
· Planned and oversaw advertising and promotion activities including print, online, and direct mail.
· Developed and recommend product positioning, packaging, and pricing strategy to produce the highest possible long-term market share.
· Provided direction for the development of sales training programs.
· Ensured effective control of marketing results, and take corrective action to guarantee that achievement of marketing objectives falls within designated budgets.
· Overseen and evaluated market research, and adjust marketing strategy to meet changing market and competitive conditions.
· Monitored competitor products, sales, and marketing activities.
· Improved product marketability and profitability by researching, identifying, and capitalizing on market opportunities.
· Refined and developed any marketing collateral.
· Strong experience in development of brand strategies and market penetration success.
· Experienced in sales, marketing, and operational role 
· Ability to work effectively on cross-functional teams.
· Must be a result focused, action orientated, practical, innovative, and versatile professional.
· Proved expertise in the development, implementation, and execution of commercial strategies.
· Demonstrated expertise in product development and launch, technical and customer support functions, staff leadership.
· Ability to work independently and apply good problem-solving techniques.
· Good verbal and written communication skills

CONTACT DETAILS:
Father's Name				: Eyar Ahmed Bhuiyan
Mother's Name				: Rahela Begum
Birth Day				: 30th January 1968
Nationality & NID No			: Bangladeshi & 418 558 4366
Permanent Address	: House-HA 454, Village-Painadi Natun Mohalla, P/O-Mizmizi-1430, Narayangonj Sadar. Narayangonj City Corporation, Narayangonj

Current Salary				: TK. 1, 00, 000 / Month
Expected Salary				: TK. 1, 00, 000 / Month
Preferred Location			: Dhaka, Bangladesh
Notice Period				: 01 Month

Reference:
Name		: Ln. Md. Tariq Alam (Raja)
Organization	: Perfect Fashion
Designation	: Manufacturer & Exporter
Address		: H-1/C, R-1, Shamoli, Dhaka
Phone (Off.)	: 029141226
Mobile		: 01715010996
E-Mail		: pfraja@gmail.com



With Thanks & Regards,
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____________________
Md. Nizam Uddin Bhuiyan
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