NAME: DR.NASIR MAHMOOD
FATHERS NAME: GHULAM HAIDER
HOME ADDRESS: 301/C G. M. ABAD FAISALABAD/PAKISTAN
CELL PHONE: 00923006683660

QUALIFICATION : MBA (MANAGEMENT) FROM UNIVERSITY OF WALES
                                   BANGOR/UNITED KINGDOM
                                   Phd  (International Marketing) from University of Wales U.K.

EXPERIENCE: 15 YEARS IN INTERNATIONAL MARKETING AND FINANCE.

HAVE SERVED SEVERAL INTERNATIONAL COMPANIES IN U.K, SPAIN,KSA,KUWAIT,DUBAI, JORDAN ,KENYA, UGANDA

REPRESENTING SEVERAL INTERNATIONAL COMPANIES FROM , USA,UK,CHINA,HONGKONG,DUBAI,JORDAN.

During his carrier he worked with several International companies as leading management position and earned good experience in Project Management. He has success record of handling business related transactions for the last 20 years. He has designed special programs to enhance the skill of the subordinate and management staff, so that they can become integral part of the organization. Office discipline and work environment is one of his priorities and able to get desires result in very short period of time. He possesses good interpersonal and professional skill and truly believes in effective and efficient utilization of available resources with special emphasizes on modern technology. 
Experience in Sales and Marketing abilities: 
Whereas an organization’s management are responsible for leading and directing others. Their success, or lack of it, has a tremendous impact on profitability. No enterprise can afford managers who cannot or do not get the job done. Analysis of survey responses from this population revealed activities considered to have the greatest impact toward achieving improved performance. Of the different dimensions of sales effectiveness analyzed, winning sales organizations ranked the following three activities as most likely to have the greatest impact toward improving sales force effectiveness. 
· Ability to place talented people in the right positions 

· Ability to effectively and efficiently move opportunities through the various stages of the sales funnel 

· Ability to effectively reach and influence executive-level decision makers 
