AHMED SHAMS
Cell-phone: +91-9871998982	E-mail: ahmedshams@rediffmail.com

PROFILE

An accomplished and result oriented technical sales professional with over 15 years of experience in infrastructure, construction and industrial product segments. Proficient in sales, marketing and new business development through direct and indirect verticals. Have diverse experience in managing high value and high volume sales.

KEY SKILLS

Business development			Project sales				B2B sales
Strategic sales				Key account management			Technical sales
Marketing				High level negotiation			Product management
Channel sales				Business planning			Strategy development
Team management & handling		Relationship management			Customer support

EMPLOYMENT DETAILS

Currently working as a freelance sales  professional for various fabrication companies in Delhi/NCR region.

Key Account Manager – FCML Distributors Pvt. Ltd., New Delhi			     Nov 2018 – Aug 2019
Key responsibilities
· Sales of wood floor to high end clients through architects, builders and interior designers
· Managing key accounts and projects and expanding business laterally
· Identify and generate potential leads in the region
· Coordination with project execution and technical teams for smooth processes

Key Account Manager – Pranav Construction Systems Pvt. Ltd., Gurgaon	         	       Jan 2013 – Oct 2018
The organization is a leading manufacturer of formwork in the country for all infrastructure residential, commercial and industrial construction.

Key responsibilities:
· Sales of formwork, scaffolding and staging systems to customers engaged in construction projects in India.
· Providing solution for bridge construction equipment like steel moulds and launching gantry. 
· Management and retention of key accounts, expanding business with them and defining strategy.
· Conducting high level and decision making negotiations with customers.
· Coordinating with estimation, design and project execution teams for pre and post sales activity
Achievements:
· Gained business worth INR 40 million within eight months of joining
· Generated new business for vehicle underpass formwork in the company



Sales Engineer – ACE Automation Control Equipment Pvt. Ltd., Chennai	      	      Dec 2011 – Jan 2013
The organization was a subsidiary of ACE Controls Inc., USA, part of the Kaydon group and one of the world’s largest manufacturer of motion control and deceleration products.

Key responsibilities:
· Business development and sales of industrial shock absorbers and other motion control products
· Handled sales to industrial, infrastructure, automotive and consumer durable segments through direct and indirect verticals.
· Organizing seminars, customer contact programs, making presentations and training customers.
· Developing long term benefit solutions for customers and creating awareness on safety, productivity and maintenance.
Achievements:
· Achieved single largest order in North India worth Rs. 13 lakhs in May 2012.
· Streamlined the distributor business through proper agreements and customer protections.

Product Engineer – Grindwell Norton Ltd., Noida				    May 2008 – Nov 2011
The organization is India’s largest manufacturer of abrasives and is part of Saint Gobain Abrasives worldwide.

Key responsibilities:
· New business development and sales of non-woven and coated abrasives in North India.
· Organizing product trials and developing benchmark against competition
· Working with channels to develop new business in the region
· Training channel sales team regularly for new products and applications
Achievements:
· Revived the business in Aligarh and Moradabad market that was lost to competition earlier.
· Reversed the negative growth rate in the region that existed in the year 2007.
· Achieved growth of 35% in the year 2010, which was highest ever growth in the region.

Lube Engineer – NIS Marketing Pvt. Ltd., New Delhi			 	    Feb 2005 – May 2008
The company is a Strategic Distribution Partner of Exxon Mobil Lubricants in North India for industrial lubricants business

Key responsibilities:
· Acting as a technical resource for organization
· Handling territory sales, managing key accounts and sales of synthetic lubricants in the assigned territory
· Preparing benefit reports, conducting product trials and managing oil analysis program.
· Training the organization’s sales team and providing engineering support to customers
Achievements:
· Increased savings for a customer by Rs. 1 lakh per annum through new grease business.
· Increased business at the country’s leading fastener manufacturer with synthetic lubricants.
· Received recognition for successful growth of lubricant business in the year 2007.

TRAININGS

· Distributors’ Professional Sales Process Seminar (DPSPS) by Achieve Global in August 2007.




ACADEMIC DETAILS

· Bachelor of Technology (Mechanical Engineering) in 2004 from Babu Banarasi Das National Institute of Technology and Management, Lucknow, achieved 65% marks.
· Secondary School Certificate Examination, CBSE in 2000 from Indian Central School, Kuwait with 67.8% aggregate
· Secondary School Examination, CBSE in 1998 from Indian Central School, Kuwait with 70.4% aggregate

PERSONAL DETAILS

Date of birth				23rd September 1982
Nationality				Indian
Languages known			English, Hindi, Arabic, Urdu
Contact address				G-1202, Tower G, Aditya Urban Casa, Sector 78, Noida 201301, INDIA
