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promotional trends through reading of pertinent literature and consulting with marketing and technical service 
areas. Participated in trade shows and conventions and reported directly to wholesale manager 

 

 
 
 

 Philip Morris Pakistan Limited, Nawabshah, Sanghar, Pakistan      
Worked as “Territory Sale Executive”, May 2007 – July 2013 
Responsibilities/Accomplishments: 

 Spearheaded, guided and motivated team of 4 to 6 distributor sales representatives. Ensured accomplishment of 
monthly, quarterly & annual sales volume targets of assigned territory; administered day to day sales operations. 
Guaranteed appropriate maintenance of company merchandized dealer shops and other assets of assigned dealers

 Executed and monitored section business plan in line with business objectives; assured effective communication & 
implementation of sales cycle plan activities and communication strategy. Submitted timely reports required by 
regional sales office; updated town wise census of outlets every year and ascertained proper coverage

 Conducted marketplace analysis and trend analysis besides competitors' activity monitoring. Developed territory and 
handled market penetration and sales execution strategies to consistently attain and exceed goals

 Ensured fulfilment of clients' present and future needs through consultative engagement and solutions selling. 
Promoted new products, special deals, and directed sales focus to identify and uncover opportunities

 Advised customers about delivery schedules and after-sales service; recorded orders and sent details to company’s 
authorized distributor/sales office. Fostered environment of open communication and provided feed on sales trends
 


Additional Experience: 
 Worked as “Area Sale Officer”, at IBL, Tando Adam, Nawabshah, Pakistan (May 2004 – April 2007) 

 Worked as “Activity Supervisor”, at M/S Contact Plus & Marketing Works (Pvt.) Limited, Pakistan (June 2000 – 
April 2004) 

 Worked as “Franchise Manager”, at Value Chicken (K&N) M Artel Poultry International Pakistan (January 1999 – 
May 2000) 

 

PROFESSIONAL TRAININGS 
 “Creative Problem Solving & Decision Making” conducted by Navitus (Pvt.) Limited, Pakistan(October 2009) 
 “Selling & Merchandising Fundamentals”, conducted by SOD Lakson Tobacco, Karachi, Pakistan (April 2009) 

 

PROFESSIONAL QUALIFICATION 
 University of Sindh, Jamshoro, Pakistan  BA(1993) 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Makrani Para, Near Qaiser Chughtai House, Beside Old Suffi Cotton Mill, Tando Adam, Pakistan


