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S.M. JUNYAD HOSSAIN
63 T.B. Boundary Rd, Khulna – 9100; +880 (191) 295 6399; 

hossainjunyad@gmail.com
OBJECTIVE: Hard working and able to work under pressure, I look to apply my skills in a challenging and fast-paced business environment providing opportunities for contribution and learning in the areas of sales and marketing

EDUCATION 
Master of Business Administration, Khulna Northen University, Khulna       
Appear 
· Specialization: Marketing 

Master of Business Studies, Azam Khan Commerce College, National University, Khulna                                                 Nov’11
· Specialization: Management








Bachelor of Commerce, Azam Khan Commerce College, National University, Khulna                          Sep’05
· Specialization: Business Studies

EXPERIENCE
Head of Corporate Sales, Sena Kalyan Sangstha, Elephent Brand Cement            Apr’18- Present
· As the Head of Corporate Sales for Khulna worked to grow EBC business and establish long-term relationships with existing and new corporate client and also Government mage Project like as Khulna-Mongla Railway Project, Rampal Power Plant, Constriction farm, Developer and LGDE Contractor, House holder  in the area. The position required quick and constant learning as a multitude of external factors routinely altered market dynamics. 

· Key responsibilities included business development, customer performance management (setting and assisting in the delivery of targets), monitoring and responding to competition, managing complex Corporate / Developer/ Contractor relationships, working capital management, directing supply logistics, negotiating institutional sales and providing regular inputs and insight to the national sales and marketing team.
Area Sales Manager, Sena Kalyan Sangstha, Elephent Brand Cement                      Oct’16-Apr’18       
· As the sales in-charge for Faridpur, worked to grow EBC business and establish long-term relationships with existing and new customers in the area. The position required quick and constant learning as a multitude of external factors routinely altered market dynamics. 

· Key responsibilities included business development, customer performance management (setting and assisting in the delivery of targets), monitoring and responding to competition, managing complex dealer/retailer relationships, working capital management, directing supply logistics, negotiating institutional sales and providing regular inputs and insight to the national sales and marketing team.

Sr. Sales Executive, Holcim Cement Bangladesh Ltd.                                                 Sep’14-Aug’16                  
· As the sales in-charge for Bagherhat, worked to grow HBL’s business and establish long-term relationships with existing and new customers in the area. The position required quick and constant learning as a multitude of external factors routinely altered market dynamics. 

· Key responsibilities included business development, customer performance management (setting and assisting in the delivery of targets), monitoring and responding to competition, managing complex dealer/retailer relationships, working capital management, directing supply logistics, negotiating institutional sales and providing regular inputs and insight to the national sales and marketing team.

Area Sales Executive, Sitalpur Auto Steel Mills Limited, Khulna, Barisal, Dhaka   Apr’13- Jul’14
· Assisted SASM with national business development efforts for the 500 TMT products. The product was newly introduced by SASM and was being marketed nationally for the first time.

· Began working in the greater Khulna area as the top sales representative for the Company. Expanded the business to three dealers and 25 retailers and achieved over 10% share of the 500 TMT market within five months.

· With the Khulna business up and running, was moved as the sales officer responsible for the greater Barisal region. Appointed three dealers and multiple retailers and achieved over 15% share of the 500 TMT market within five months.

· Moved to Dhaka as the Area Sales Executive in charge of 500 TMT sales. Expanded the business rapidly by appointing six dealers and sourcing four corporate customers. Leveraged on past knowledge of wholesale and retail markets in the region to increase dealer off-take and Company sales. Attained a market share of over 10% represented by 2,000 MT of 500 TMT sales monthly within three months.

· Demonstrated key competencies in business development and customer relationship building, allowing SASM to gain a national foothold within a short period of 16 months.
HR Admin Officer (factory welfare), Abul Khair Steel Limited, Chittagong          Aug’11-Mar’13
· Worked as the factory welfare officer for one of the largest integrated steel manufacturing plants in the country. This was a period when significant construction work was ongoing in the plant, increasing the factory headcount and consequent complexity.
· Assisted the HR Manager in managing Labour-Management relations often acting as the first point of contact for any labour complaints/disputes.

· Was responsible for the welfare of factory personnel, including all foreign consultants and workers.
· Responsible for day-to-day monitoring of the labour and management canteens, guest houses and other residential arrangements made for selected foreign factory personnel.
· Was responsible for the administration of health and medical services to factory personnel.
· Organised factory events such as those for religious and other celebratory events.
· Responsible for factory forestation, gardening, landscaping and general beautification.

Project Coordinator, Joyi Bangladesh, Khulna      

                            Aug’10-Jul’11
· Coordinating the development of multiple initiatives involving orphan education, nutrition and vocational training.

· Responsible for day-to-day management and implementation of development strategy for an orphanage, school and agricultural training centre.
Junior Officer, MD’s Secretariat, Bashundhara Group (BG), Dhaka                       Jul’10-Aug’10
· Supporting the national marketing and sales efforts for MCML reporting to the DGM – Marketing and Sales.

· Compiled an exhaustive report detailing the state of the cement market in Dhaka division highlighting players, their market share, installed capacity, competitive environment, pricing, critical success factors, outlook and estimate of potential opportunity for MCML.

· Prepared an extensive report on MCML’s business in Barisal drawing attention to critical weaknesses, corrective actions and suggested changes to company policy.

Junior Officer, Meghna Cement Mills Limited (MCML), Barisal


        Aug’09-Jun’10
· As the sales in-charge for Pirojpur, Jhalokathi and Barisal, worked to grow MCML’s business and establish long-term relationships with existing and new customers in the area. The position required quick and constant learning as a multitude of external factors routinely altered market dynamics.

· Key responsibilities included business development, customer performance management (setting and assisting in the delivery of targets), monitoring and responding to competition, managing complex dealer/retailer relationships, working capital management, directing supply logistics, negotiating institutional sales and providing regular inputs and insight to the national sales and marketing team.

· Orchestrated a 7 point increase in market share from 38% to over 45%, resulting in monthly sales volume growth of over 30% from 50,000 bags to 65,000 bags on average (peak off-peak) between Aug’09 and Jun’10. The number of customers increased 20% from 220 to 265 over the same period.

· Success in the field culminated in the addition of Barisal, the largest single market in the zone, to my area of responsibility in Jan’09. I was immediately tasked with managing failing customer relations, identifying critical issues and correcting the trend of declining sales. MCML’s sales in Barisal have reversed the decline and the number of customers has since increased.  

Management Trainee, Meghna Cement Mills Limited (MCML), Natore & Pirojpur

             Jun’08-Jul’09
· After 18 weeks of sales training in the Natore area, moved to Pirojpur as the company’s top sales officer in the area.

· Single-handedly developed a market in the area from scratch. Sales in the area, which were practically nil in Oct’08 grew to 9,000 bags monthly by the end of the year. By the end of Jul’09 sales had approached 16,500 bags monthly on average, translating to a market share of over 40%. Over the same period, I was instrumental in developing a dealer/retailer network which numbered 68 by the end of Jul’09.

· Key challenges faced and overcome during this period included acquiring large dealers of other brands as MCML customers and incentivising them while meeting sales and profitability targets, competitive action, effectively managing working capital, managing supply logistics from the factory to the customer, dispelling perceptions of poor quality etc.

ADDITIONAL PERSONAL INFORMATION

· D.O.B: 12 Jan’81

· Father’s Name: Late Alhaj Dr. Md. Amzad Hossain
· Marital Status: Married 

SKILLS and INTERESTS
· Skills: Customer Management, Teamwork, Adaptability, MS Office, Tally (Accounting) ,Oracle,SEP    
· Interests: Music, Travelling and Sports
