MUHAMMED MEHDI HASAN CHOWDHURY

Dhaka, Bangladesh | (+88) 01911810998 (WhatsApp) | mhchowdhury1976@gmail.com | LinkedIn Profile

SKILLS

Sales Leadership & Team Development

Business Development & Market
Expansion

Channel & Distribution Management
Trade Marketing & Brand Activation
National Sales Planning & Forecasting
Dealer / Distributor Negotiation

KPI Design & Performance Management
P&L and Budget Management
Cross-Functional Collaboration
International & Export Sales

TOP CERTIFICATIONS

Enhancing Sales Force Management —
IIMA (Ahmedabad, India)
Competency-Based Interviewing —
Deloitte (India)

Sales & Leadership Development
Programs — Build Nation

Sales Mastery — Gray Matters
Consulting

Planning & Organizing (Level III) —
Holistic, India

Manager's Development Program —
Clear Direction Inc

TRAINING

Effective Communication — Holistic,
India

Leadership Development Program —
Holistic, India

Team Building — SENSEI, Sri Lanka

Customer Relationship Excellence —
SENSEI, Sri Lanka

Strategic & Innovative Thinking —
SENSEI, Sri Lanka

Leadership Journey — Mind Mapper
Virtual Selling Imperatives — Rain

CAREER SUMMARY

Senior sales and business development professional with 25+ years of
progressive experience across BSRM Steels Ltd., Banglalink, Evergreen Ship
Breaking, Citycell, and GMG Airlines. As Head of Sales at BSRM Steels Ltd.,
delivered a 194% sales growth over a ten-year period and a 400% increase in
international sales within a single year, through strategic market expansion,
distribution design, and dealer network optimization. Skilled in national sales
planning, trade marketing, demand forecasting, KPI-driven performance
management, and cross-functional leadership across sales, branding, and finance.

STRATEGIC IMPACT SUMMARY

194% Total Sales
Growth

400% International
Growth

133% New Product
Growth

66% B2B Revenue
Growth

36% Loyal Dealer Base

80% Overdue Recovery

BDT 20 Lac Annual
Savings

230-Member Team Led

350+ Service Points
Launched

Delivered over a ten-year period at BSRM through domestic
and international market expansion.

Achieved in a single year via stronger export channels and
distributor partnerships.

Achieved in the second year of launch through accelerated
market penetration.

Delivered while holding overage increases to just 1.5%.

Built via restructured payment terms, plus 1,120+ MT in added
monthly orders.

Long-outstanding corporate dues recovered within one year via
structured collections.

Generated through in-house sales training, cutting reliance on
external providers.

Retained through incentive-based programs at Banglalink; 8
promotions in 11 years.

Cut customer churn 50% and service turnaround time 30% at
Banglalink.

PROFESSIONAL EXPERIENCE
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+ Architected multi-channel distribution and export strategies, driving
194% overall top-line revenue expansion over a ten-year period across
domestic and international markets.

* Scaled international sales 400% within a single year by forging stronger
export channels and distributor partnerships, significantly expanding the
company's global revenue base.

* Orchestrated a regional turnaround in Noakhali, doubling sales
performance (62% — 120%) in six months by converting competitor-
aligned dealers into a loyal, high-performing distribution network.

* Restructured dealer payment terms and engagement programs, securing
an additional 1,120 MT in monthly orders and growing the loyal dealer


https://www.linkedin.com/in/muhammed-mehdi-hasan-chowdhury-06380135/

Group, India

= Managing Sales Performance — Murcuri,
India

RECOGNITION & THOUGHT
LEADERSHIP

= Award: 2013 Mirsharai Kriti Shontan
Award — presented by the Honorable
Minister of Industry.

= Media & Speaking: Interviewed by
Indian TV (Tripura); inaugurated the
Kormo by Google job fair; spoke at the
NextGen Leaders virtual summit; and
profiled as a "Living Corporate Icon" in
international magazine The Incap.

= Guest Lecturer & Academic Honors:
Delivered executive guest lectures and
received academic honors across 6
universities, including Chattogram
University & ITUC.

= Corporate Trainer & Coach — The
Catalyst: Trained 1,000+ professionals
across nine core capability areas,
including leadership, sales, coaching,
negotiation, and emotional intelligence.

= Community Engagement: Active
contributor to CSR initiatives.

EDUCATION

MBA (Marketing & Int'l Business) — IIUC,
2004 | CGPA 3.58 — 1st, Marketing Merit List;
2nd, Combined Merit List. 2nd Major in HRM,
CGPA 3.625 (2014).

M.Com & B.Com (Mgmt/Commerce) —
National University (1997-1999) | 5th, National
Merit List

LANGUAGES

= Fluent in Bangla and English (IELTS 6.5)

base to 36% of the network.

Overhauled credit risk frameworks and collection protocols, recovering
80% of overdue corporate receivables within 12 months, strengthening
cash flow and financial stability.

Engineered an in-house sales capability-building program, cutting
external training spend by BDT 20 lac annually while strengthening
leadership development across the sales organization.

Institutionalized performance dashboards and automated key sales
processes to sharpen forecasting accuracy across the sales organization.
Built and scaled a data-driven GTM engine using activity-based capacity
modeling, increasing pipeline predictability and driving a 4% increase in
overall sales attainment.

Associate General Manager

C banglalink Banglalink Digital Communications Ltd. | December 2004 — April
2016

Joined Banglalink's founding market-launch team in December 2004,
helping establish go-to-market sales and service operations across the
Chittagong division.

Pioneered a turnaround strategy that transformed an underperforming
cost center into a high-margin profit unit, restoring profitability across
90% of 200 regional service outlets.

Spearheaded the deployment of 350+ multi-regional service points,
curtailing customer churn by 50% across Chittagong and Sylhet divisions.
Captured a market-first revenue stream, generating BDT 10 lac in
monthly revenue, by pioneering the sale of the first 10,000 duplicate-dial
SIMs through the regional service channel.

Modernized service operations, cutting turnaround time 30%, by
developing a centralized VAS hub and reporting portal with real-time
visibility into service data.

Commanded a 230-member sales and service organization, retained
through an incentive-based program, while earning 8 promotions in 11 years
and multiple performance awards.

EARLY CAREER HIGHLIGHTS (2002 - 2004)

Evergreen Ship Breaking Industries Ltd. — Assistant Manager, Sales &
Foreign Dealing (2004)

Pacific Bangladesh Telecom Ltd. (Citycell) — Customer Care Executive
(2003-2004)

GMG Airlines Limited — Sales / Traffic Officer (2002-2003)



