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Abu Hena Md. Kamruzzaman
Mailing Address: Road-140, House-16
Gulshan-1, Dhaka-1213, Dhaka 
Phone: 01610002522 (Cell Phone), 8899898 (Res)





Career Objective

To serve in a responsible senior management position in a dynamic business organization and want to apply acquired profession experience and skill to enhance the organizational business efficiency and effectiveness 

Work Experiences

Robi Axiata Limited
Job Duration: 1st February’2018 to 31st  March 2019
GM, BDM

Current Responsibilities
- Develop and implement the cluster distribution plan for the region level.  Through Effective and efficient management of the financial resources, distributors, sales forces of distributors to ensure optimum availability of the products in line with commercial regional strategy
- Ensure effective cluster planning for a robust implementation of national brand campaigns/cycles. Promotional programs for mass market through effective utilization of the resources in order to create optimum impact to the retailers & consumers at point-of-purchase and thereby achieve brand objectives and sales targets for the cycles/campaigns. 
- Identify motivational and development needs of team members and ensure that such needs are rightly accommodated.
- Develop and implement regional level sales strategy for the mass market in order to achieve acquisition targets.
- Develop and lead an efficient and effective regional team through on-the-job training, coaching, motivation, direction, guidance and support in order to ensure superior executions of all distribution & trade marketing activities in the region over the competitors
- Select and appoint distributors (whenever necessary as per business requirement and long term plan). Leading regional team in execution and providing multilevel support to the Region. 
- Prepare regional activities plan in collaboration with all functional units covering network rollout, GTM, trade satisfaction, commission, acquisition, product and pricing, customer base management, events and any other commercial activities that require regional execution.
- Identify the factors that influence site performance and developing 360-degree activity plan to convert low performing sites to a profitable one.
- Maintain P&L for specific region and ensure optimum return on investment to the region in collaboration with finance.


Robi Axiata Limited
Job Duration: 16th Nov’16 to 31st January’18.
GM,Sales Market Operation

Key Responsibilities
· Heading Dhaka South Commercial Region including Sales operation, Mobile/Digital Money operation, dealer and distributor management within the region
· Sustainable development of the overall sales and distribution process in the region to deliver consistent result and revenue growth.
· Distribution Management and Development through designing and implementing various sales program and campaign
· Support each and every channel partner: Distributor and Dealer to prepare annual plan and execute it accordingly on quarter to quarter basis
· Develop and lead an efficient and effective regional team through on-the-job training, coaching, motivation, direction, guidance and support in order to ensure superior executions of all distribution & trade marketing activities in the region over the competitors. 
· Launching Quick Wins(BTL activation and Trade End Activities) activity to acquire incremental revenue and addition RGB gain in achieving the monthly Business Target
· Driving channel development and alternative channel development task.
· Design and implementing campaign within in regional budget 



Airtel Bangladesh Ltd.
Job Duration:16th Mar’14 to 15 Nov’16
DGM, Indirect Sale

Key Responsibilities
· Build up distribution structure and process for zone
· Introducing basic sales process such as route restructuring, visibility, trade marketing activities, product availability, strategy etc for the zone.
· Ensure effective regional planning for a robust implementation of national brand campaigns and promotional programs for mass market through effective utilization of the resources in order to create optimum impact on the retailers & consumers at point-of-purchase and thereby achieve brand objectives and sales targets for the campaigns. 
· Support each and every channel partner distributor and dealer to prepare annual plan and execute it accordingly on quarter basis.
· Identify motivational and development needs of team members and ensure that such needs are rightly accommodated.
· Develop and implement a zonal sales strategy for mass market in order to achieve acquisition targets. 

Unilever Bangladesh Limited
Job Duration: Aug’11 to 15 Mar’14
Regional Sales Manager, Customer Development

Key Responsibilities
· Evaluate Distributor operations in own Area to ensure
· Consistent achievement of sales targets
· Regularity of stock lifting
· Cost efficient route coverage
· On time deliveries
· Good customer relations
· Adequate ROI
· Ensure that all distributors have the required Redistribution infrastructure:
· Finances
· Required vehicle for smooth delivery and also storage
· Computer & Operator
· Manpower
· Understand competitive environment and activity, identify trends, provide inputs to Trade marketing team to identify opportunities. Visit the key routes in the sales area at least once in three months
· Monitor target achievement of distributors and territories and plan necessary corrective action.
Translate national brand/ category objectives into regional plan and targets. Make recommendations to improve availability, visibility, and off-take (initiatives at distributor end, activation etc.)
· Develop operational sales plan and also coverage plan for the sales area and channels/outlets to achieve the targets and also maintain regularity of coverage. Explore new channel opportunities and alternate RTM
· Team management and capability improvement through Identifying, planning and implementing actions to assist in performance improvement of reports through; coaching, guidance, recommendation to training, projects etc Utilize standard Job Skills Profile and identify strengths and weakness of sub-ordinates and help improve their performance through:
· Proper guidance 
· On the job training
· Recommendation for formal training
· Carry out sales training of field staff

Unilever Bangladesh Limited
Job Duration: Feb’11 to Jul’12
Merchandising Manager,Customer Development

Job Description
Major Responsibilities: Set a Plan O-Gram, ensuring visibility, Proper POS/POP material utilization, Vendor Management, working with brand team to finalize visibility. 

Unilever Bangladesh Limited
Job Duration:  Jan’10 to Jan’11
Area Sales Manager, Customer Development

Job Description
Major Responsibilities: Planning & implementing regional visibility & permanent merchandising plan, Driving & monitoring company initiated projects in the region, Managing Trade Schemes & innovations, implementing different channel Marketing programs, implementing capability development programs for Territory Manager at regional level, Planning zonal trade marketing.

Unilever Bangladesh Limited
Job Duration:  Oct’08 to May’10
Field Operation Manager,Customer Development

Job Description
Major Responsibilities: Field Force management, Ensuring Field Force training and development, Implementation of different Trade Campaign. 

Unilever Bangladesh Limited
Job Duration: May’04 to Sep’08
Territory Manager, Customer Development

Job Description
Territory management, Distribution management, Market Analysis and Competition Analysis, Execution of Different Trade and Sales Force Campaign.

Skills

	Marketing Skills and Sales skills
	Sales Management, Trade Marketing Execution, Sales Force Management,Go To Market Strategy (GTM), Service Marketing, Market Trend Analysis. Marketing research. 

	
	

	Business Skills
	Strategic Management, Event Management, International Business, HR Planning, Leadership, Organizational Behavior.

	
	

	Communication Skill
	Power Point Presentation, knowledgeable about Business Communication, Emotional Intelligence, Persuasion and adaptation.

	
	

	IT Skill
	Good command on Office Standard Package, Internet browsing. 


Professional Achievement
· Sylhet Region becomes growth champion in two consecutive year 2012 & 2013 which was the record for Sylhet region.
· Delivered double-digit growth year on year from starting carrier with Unilever Bangladesh Limited. Member of achiever club from  June 2014 to Dec 2017
· Best productivity and LPC improvement award 2005
· RMS increase in double digit
· Winner of CEO trophy “Chokka”

Education

· East West University 
· Major: Finance
· Degree: Master of Business Administration 
· CGPA: 3.65/4.00 

· National University
· Degree: Bachelor of Commerce in Management
· Result: Second Class

· Govt. Science College
· Degree: Higher Secondary School Certificate 
· Result: First division

· St. Gregory’s High School
· Group: Science
· Degree: Secondary School Certificate
· Result: First Division 

Professional Training Received
· Indian Institute of Management, Ahmedabad
Business Manager development program 
[bookmark: _GoBack]Date: 28  June to 4th July’15
· Leadership Skill (2014)
· Negiogiation Skill (2009)
· Safety and Security Training (2006)
· Presentation Skill( 2008)
· Distribution house management Product knowledge training (2004
· Damage handling Essential Territory Outlet Management (ETOM) (2005)

Personal Detail
Date of birth		: 6thDecember 1975
Marital Status		:  Married
Nationality		:  Bangladeshi by Birth
Father’s Name		:  Md. Moniruzzaman Haider
Address		: Road# 140, House # 16, Gulshan-1. Dhaka-1213

-------------------------------
(A.H.M Kamruzzaman)
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