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SUMMARY
Dedicated academician with a strong foundation in marketing and sales, combining industry expertise with teaching excellence. Skilled in curriculum development, student engagement, and applied research, with a focus on linking theoretical concepts to real-world business practices. Committed to fostering critical thinking and preparing students for professional success in the fields of marketing and management.

EDUCATION
PhD in Marketing & E-Business, UTAR, Ipoh, Malaysia - 2025
[bookmark: _GoBack]MS in Business Administration & Marketing, Bahria University, Islamabad, Pakistan-2010
BS in Business Administration & Marketing, COMSATS University, Islamabad, Pakistan-2009

TEACHING/ACADEMIC EXPERIENCE (13 YEARS)

Company: BAHRIA UNIVERSITY, ISLAMABAD
Role: Professor of Practice	02/2012 – Present
Teaching of Entrepreneurship, New Product Development, Marketing Management, Advance application of IT, B2B Marketing, Brand Management, Consumer Behavior and Principles of Marketing courses at graduate and undergraduate levels. Develop course materials, such as exam questions or assignments. Guiding students through their projects for New Products and Marketing Management. Teaching students how to diversify their thinking. Thesis and project supervision of MBA students.

Company: INTERNATIONAL ISLAMIC UNIVERSITY, ISLAMABAD
Role: Visiting Associate professor	02/2014 – Present
Teaching of Entrepreneurship, New product development, Principles of Management, and strategic management courses at undergraduate level. Guiding Students on different managerial issues. Develop materials helping students to think in critical situations. Develop course materials, such as exam questions and assignments.

Company: UNIVERSITY OF ARID AGRICULTURE, ISLAMABAD
Role: Visiting Faculty	02/2014 – 02/2020
Teaching of Organizational Behavior, Social Entrepreneurship, Strategic Leadership and Management Principles of Marketing and Introduction to Marketing courses at undergraduate and graduate levels. Proctor examinations. Guiding students on different marketing related cases studies in the class. 

CORPORATE EXPERIENCE (17 YEARS)

Company: GLOBAL SYSTEM & SERVICES
Role: Head of Technical Development, Sales and Customer Services	09/2015 – Present
As the Head of Technical Sales and Customer Service, I led a dynamic team in executing strategic initiatives to drive technical sales growth. My responsibilities included developing and implementing sales strategies, fostering key client relationships, and ensuring exceptional customer service standards. I played a pivotal role in providing technical expertise to clients, addressing inquiries, and overseeing the resolution of complex issues. Additionally, I spearheaded the training and development of the sales and customer service teams to enhance their technical proficiency and ensure a seamless customer experience. Through effective leadership and collaboration, I consistently exceeded sales targets and elevated customer satisfaction levels.

Company: OPTIMUM5 LLC
Role: Head of Sales & Marketing Training	09/2011 – 02/2014
As the Head of Sales and Marketing Training, I spearheaded the development and implementation of comprehensive training programs for our sales and marketing teams. My role involves crafting curriculum strategies to enhance skill sets, foster leadership, and ensure alignment with organizational goals. I lead a dynamic team of trainers, overseeing content creation, delivery, and continuous improvement initiatives. Additionally, I collaborate closely with department heads to identify training needs, measure effectiveness, and drive a high-performance culture. Through strategic planning and innovative training solutions, I play a pivotal role in elevating the capabilities of our sales and marketing workforce.

Company: ASKARI BANK LTD 
Role: Relationship Banker	12/2010 – 09/2011
As a Relationship Banker, I cultivated and maintained strong client relationships, providing personalized financial solutions to meet their diverse needs. I actively promoted and cross-sold banking products and services, ensuring alignment with clients' financial goals. Conducting financial reviews, I identified opportunities for portfolio growth and risk mitigation. Collaborating with internal teams, I facilitated seamless account management and resolved client inquiries, consistently exceeding service expectations. Additionally, I stayed abreast of industry trends to deliver informed financial advice and enhance overall customer satisfaction.

Company: UNITEC ENGINEERS 
Role: Sales Advisor (Marketing & Sales)	05/2008 – 11/2010
As a Sales Advisor, I was responsible for my team to achieve the monthly target assigned. To strategize effectively to create new customers on a continuous basis. To ensure market intelligence activities for the sector and to identify client requirements. Providing support and consultancy about IT to different organizations in Pakistan. Responsible for resource allocation and resource planning of multiple projects. Responsible for laying out the project plan for multiple projects while ensuring effective risk management in all projects. Responsible for efficiency of the project management methodology.

PERSONAL BUSINESS STARTUPS (5 YEARS – TOTAL BUSINESS ESTABLISHED 7)

· Garden Grill -- Started my own café in F-8 markaz, Islamabad.
· Pirates Bar – Sheesha Café in Bahria town Phase 8, Islamabad.
· Sikkerhut360 – A company providing complete security solutions. 
· Unitec Engineers (Technology department) – expansion of unitec engineers in technology related products.
· Moon Travels – Started a complete travel services for foreigners
· OS Solutions – Latest business started to provide consultancy on sales, marketing and technology.

SKILLS

· [bookmark: _Hlk153475162]Excellent at project and time management, highly self-motivated.
· Good leadership skills and effective working both independently and as a team member.
· Committed to producing results above and beyond what is expected.
· Excellent at negotiating and selling skills.
· Organized, honest and self-motivated.
· Excellent at business communication, and client management.

ACHIEVEMENT/WORKS/CONFERENCES

· Authored a book “After Marketing” published by LAP Germany.
· Published 7 journal articles in WOS and Scopus international journals.
· Successfully presented papers in 10 international Conferences.
· Organized trainings for numerous companies, including Roshan Telecomm Afghanistan, Ufone, Askari Bank Pvt Ltd., Attock Oil Refinery.
· Trained executives at various levels on sales and marketing.
· Performed all stages of employee training and development cycle from needs analysis, training design, learning objectives, 
behavior change strategy, developing and evaluating questionnaire, training delivery, sample lessons and supporting documents.
· Focused on developing a training program from start to finish for a group of employees. 
· Designed the training to cater to different groups in the customer service department.
· Developed an NGO working on drug addicts.
· Researched on water crisis and the issue of bottled water focusing on Nestle.
· Using selling skills strategically was awarded Top Sales for two quarters at Askari Bank Pvt Ltd.

