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· Executive Summary:
My internship offers a comprehensive description of my marketing and sales experience as Territory Sale Officer (TSO) at Unilever Wall's at Arctic Associates3. The report opens with an overview of the internship program's selection process, highlighting the multi-step process used to obtain a spot in the program. The Organization's goals are outlined, with a focus on streamlining Sales performance and Targets Achieving with different strategies of sales and marketing experiences. I had the chance to learn a lot about the marketing industry during my Six-week internship at Unilever Wall's at Sales Department As a as Territory Sale Officer (TSO) and put my academic knowledge and skills to use. The experience included a variety of jobs and pursuits that aided in my development both personally and professionally. My learning and experience during the internship period are elaborated upon. The tasks performed, including Team leading, Minutes of JC meeting, Market Visits of different Routes, Doing Missing Agreement, TTS Shops target Achieving, NFC Scanning of Assets, Critical thinking and problem solving, Customer satisfaction, Sharing Target with RSOs, Customer satisfaction and problem solving of different Retailers shops.
[bookmark: _bookmark1][bookmark: _Toc180177000][bookmark: _Toc180481773][bookmark: _Toc210428353][bookmark: _Toc210429214][bookmark: _Hlk209465387]Introduction:
I am reporting  my internship and the period at Unilever Wall's at Arctic Associates3. I was Appointed as A Territory Sale Officer (TSO). It was a two steps procedure. First, I had Apply for the Vacant Position, secondly, I Appeared for interview to Territory Manager of Unilever Wall's. I started on 10th Jully 2025 and ended at 25th August 2025.
Unilever Pakistan is working from 70-year- from the era as our country become independent. Including our inner and outer core, Unilever Pakistan is a growing family of 20,000 + citizens and have a diverse portfolio of over 25 brands of multiple categories. The brands in the local portfolio include Walls, Surf Excel, Lux, Knorr, Glow & Lovely. They keep in with the lives of almost two hundred million consumers.
Wall's is part of Unilever's Heart brand family of ice creams that are sold in more than forty countries around the world under many different local names, including Algida and Ola. Among its products are ice creams that are lower in fat and sugar, and enriched with fruit and calcium, which have been developed through the brand’s innovative food technologies.

[bookmark: _bookmark2][bookmark: _Toc180177001][bookmark: _Toc180481774][bookmark: _Toc210428354][bookmark: _Toc210429215]Company Background:
Unilever Walls Pakistan is a well-known brand in the ice cream market, operating under the umbrella of Unilever, one of the world’s largest consumer goods companies. It was Established in Pakistan in 1997, Walls captures the overall Ice cream market, Famous for its vascular range of high-quality and innovative ice cream SKUs. The brand is delivering joy through its diverse offering’s SKUs, Focusing to all age groups and preferences.
“As part of Unilever’s global Objective, Walls Pakistan emphasizes justifiable business practices, focusing on minimizing its environmental impact and promoting corporate social responsibility. The hallmark also maintains strong emphasis on quality, safety, and consumer satisfaction, ensuring its products meet the requirement good standards. With its vast distribution network and have grab on marketing presence, Walls Pakistan continues to be an authoritative in the frozen desserts market, presenting happiness towards millions of consumers over the country.” (https://en.wikipedia.org/wiki/Wall%27s_(ice_cream))

[bookmark: _bookmark3]



Vision:
Unilever Walls' vision is centered around spreading happiness and delight through its high-quality ice cream products while maintaining a strong Commitment to sustainability. As part of Unilever’s global vision of "making sustainable living commonplace," Walls seeks to deliver joy to consumers while ensuring that its operations and supply chains contribute positively to the environment and society. The brand aims to provide affordable, innovative, and delicious ice cream options to all, while reducing its carbon footprint, minimizing waste, and supporting responsible sourcing practices. Walls envision a future where indulgence and sustainability go hand in hand, ensuring a better world for both current and future generations.

	
[bookmark: _Toc178069426]Mission Statement:
“The mission of Unilever Walls Pakistan is to bring happiness and delight to consumers by offering high-quality, innovative, and affordable ice cream products that cater to diverse tastes and preferences. Aligned with Unilever’s broader Commitment to sustainable living, Walls Pakistan is dedicated to minimizing its environmental impact through responsible sourcing, reducing waste, and promoting sustainability across its operations. The brand strives to create moments of joy while ensuring a positive contribution to society, the environment, and the communities it serves.”
[bookmark: _bookmark5][bookmark: _Toc180177002][bookmark: _Toc180481775][bookmark: _Toc210428355][bookmark: _Toc210429216]Organizational Structure

The culture of Unilever Walls (Arctic Associates3) is open and flexible. All the employees share the same sitting arrangement and enjoy mutual respect from each other. The leadership is easy to approach. The TM, Mr. Riaz Ahmed Khan, has maintained a friendly and open environment. His helpful and understanding nature can be seen in other managerial personnel. The friendly and approachable culture not only prevails within the Department but also exceeds other Departments as well. People are always ready to help wherever they can. The structure includes TM and Following…


· Territory Manager (BDM)
· Business Development Manager (BDM)
· Territory Sale Officer (TSO)
· Route Sale Officer (RSO)
· Delivery Boys (DBs)
· [bookmark: _Toc180177003]Transport In charge











[bookmark: _Toc180481776][bookmark: _Toc210428356][bookmark: _Toc210429217][bookmark: _Hlk209465433]Product and Services offered.

· Cabinet Deployment.
· Regular visit Of RSO
· Advertisement of Products
· Sign Board, Dustbins, Benches at different Tourism Spots.
· On Time Delivery.
· Product Display Card Are Attached here.
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[bookmark: _bookmark7][bookmark: _Toc180177004][bookmark: _Toc180481777][bookmark: _Toc210428357][bookmark: _Toc210429218]SWOT Analysis

[bookmark: _bookmark8][bookmark: _Toc180177005][bookmark: _Toc180481778][bookmark: _Toc210428358][bookmark: _Toc210429219]Strengths
· Effective Marketing strategies
· Famous Brand
· Diverse Range of Products
· Promo Discounts
· Expert Sales Team
· Assets With the retailer
· Easy access of retailer to BDM
· On Time Delivery Service

[bookmark: _bookmark9][bookmark: _Toc210428359][bookmark: _Toc210429220]Weaknesses
· Shortage Of low budget Stocks
· Items Easily copied by Local Companies
· Regional inefficiency of cold rooms
· Not serving Desserts of Dairy Products.
· Electricity Issues throughout the country

[bookmark: _bookmark10][bookmark: _Toc180177007][bookmark: _Toc180481780][bookmark: _Toc210428360][bookmark: _Toc210429221]Opportunities
· To Launch Ice-lolly (Hajmola) Slogan Based digestion purpose.
· Launching dairy Products to Beat HICO brand
· Solar Panels to overcome Electricity Issues
· Market Growth
· [bookmark: _bookmark11]Expansion of cultural activities to trap Customer.

[bookmark: _Toc180177008][bookmark: _Toc180481781][bookmark: _Toc210428361][bookmark: _Toc210429222]Threats
· Low Budgeted Stocks space occupied by Local ice-cream.
· Popularity Of local brands
· Economic and political situation of the country

[bookmark: _bookmark12]
[bookmark: _Toc180177009][bookmark: _Toc180481782][bookmark: _Toc210428362][bookmark: _Toc210429223]Learning Experiences

[bookmark: _Toc180177010][bookmark: _Toc180481783][bookmark: _Toc210428363][bookmark: _Toc210429224]Week 1.

[bookmark: _bookmark13][bookmark: _Toc180177011][bookmark: _Toc180481784][bookmark: _Toc210428364][bookmark: _Toc210429225]Route 4 Visit.
On my Day1 of the first week, I visit with the RSO Mr. Hamid-Ullah visit his all section according to the tracking sheet. According to my JD supervising the RSO focusing on productivity, service level, maintaining planograms of the different SKUs and noticing all the issues and problems of the retail shops reporting them to BDM and finding out the solutions to the problems and satisfying the customer. Also look at the situation of freezer, focusing on finding out that is the retailer keeps any local stocks of other company in walls cabinet. Missing agreements were also made and handover to BDM. And the rest of the other days of the 1st week complete the visit of the overall section of different days. Snapshots of the tracking sheet are attached here.
[image: ]
[image: ]Details of missing Agreements of route4 are attached here.



[bookmark: _Toc180177012][bookmark: _Toc180481785][bookmark: _Toc210428365][bookmark: _Toc210429226][bookmark: _bookmark14]Week 2.

[bookmark: _Toc180177013][bookmark: _Toc180481786][bookmark: _Toc210428366][bookmark: _Toc210429227]Route 1 Visit:
On my 2nd week I start visiting with the RSO Mr. Gul Muhammad Khan by following order of The BDM visit all sections of Route 9 according to the tracking sheet. According to my JD supervising the RSO focusing on productivity, service level, maintaining planogram of the different SKUs and noticing all the issues and problems of the retail shops reporting them to the BDM and finding out the solutions of the problems and satisfying the customer. There Were multiple of problems founds in Route9 like the RSO were not giving proper time to the customer and have non serious attitude with the shopkeeper So Warned the RSO to confirm their visits and give the ideal time to the Market. Also look at the situation of freezer, focusing on finding out that is the retailer keeps any local stocks of other company in walls cabinet. Missing agreements were also made and handover to TM. and rest of the other days of the 2nd week complete the visit of the overall section of different days. Snapshot of the tracking sheet are attached here…
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Missing agreement Detail are attached as a snapshot.
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[bookmark: _Toc180177014][bookmark: _Toc180481787][bookmark: _Toc210428367][bookmark: _Toc210429228]Week 3.
[bookmark: _bookmark15]
[bookmark: _Toc180177015][bookmark: _Toc180481788][bookmark: _Toc210428368][bookmark: _Toc210429229]Route 5 visit:

I actively participate in the 3rd week start visiting with RSO Mr. Kashif khan meeting all the Retailers of all sections of Route 4 according to the tracking sheet. According to my JD supervising the RSO focusing on target achieving, productivity, service level, maintaining planogram of the SKUs and noticing all the issues and problems of the retails shops and highlighting the BDM, finding the solutions of the problems, and satisfying the customer. A slight problem was found in Route5 like the RSO were not properly managing and distributing shorts stocks to the demanding customer. Also look at the situation of freezer, focusing on finding out that is the retailer keeps any local stocks of other company in walls cabinet. Also found that some shopkeepers were treating misbehavior with the RSO so sort out the problem there on the spot and convince the relevant person. Missing agreements were also made and handover to TM. and the rest of the other days of the 3rd week complete the visit of the overall section of different days. Snapshot of the tracking sheet are attached here…
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Missing agreement details.
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[bookmark: _Toc180177016][bookmark: _Toc180481789][bookmark: _Toc210428369][bookmark: _Toc210429230]Week 4

[bookmark: _bookmark16][bookmark: _Toc180177017][bookmark: _Toc180481790][bookmark: _Toc210428370][bookmark: _Toc210429231]Route 6 visit:
[bookmark: _bookmark17]On my 4th week of internship, I start visiting with RSO Mr. Wajid Khan meet all the Retailers of all sections of Route 6 according to the tracking sheet. According to my JD supervising the RSO focusing on target achieving, productivity, service level, maintaining planogram of the SKUs and noticing all the issues and problems of the retails shops and highlighting the BDM, finding the solutions of the problems, and satisfying the customer. A problematic retailer was found in Route 6 like the retailer did not allow the RSO to click before and after pictures which were mandatory for all RSO`s. So convinced the retailer to cooperate with the Respected RSO`s. Also look at the situation of freezer, focusing on finding out that is the retailer keeps any local stocks of other company in walls cabinet. Some local stocks were found in the freezer, which is not allowed, so warned Also lift some of the cabinet from the retailer. The missing agreements were also made and handovers to the TM. and the rest of the other days of the 4th week complete the visit of the overall section of different days. Snapshot of the tracking sheet are attached here…
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Missing agreement details are attached here:
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[bookmark: _Toc180177018][bookmark: _Toc180481791][bookmark: _Toc210428371][bookmark: _Toc210429232]Week 5

[bookmark: _bookmark18][bookmark: _Toc180177019][bookmark: _Toc180481792][bookmark: _Toc210428372][bookmark: _Toc210429233]Route 11 Visit:
I honed my critical thinking abilities and learned effective problem-solving strategies, which are essential for marketing strategy development. As per routine I start visiting Route 1 with RSO Mr. Aizaz Khan and noticing all the issues and problems. All the cabinets were lifted by the RSO from the retailers who were selling regularly local stocks in the cabinet. Also analyze and focus on productivity, service level, maintain planogram of the different SKUs and noticing all the issues and problems of the retail shops reporting them to the BDM and finding out the solutions to the problems and satisfying the customer. Also look at the situation of freezer, focusing on finding out that is the retailer keeps any local stocks of other company in walls cabinet. Missing agreements were also done and handing over it to TM. And the rest of the other days of the 5th week complete the visit of the overall section of different days. Snapshots of the tracking sheet are attached here.
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Missing Agreement Details…
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[bookmark: _Toc180177020][bookmark: _Toc180481793][bookmark: _Toc210428373][bookmark: _Toc210429234]Week 6:

[bookmark: _bookmark19][bookmark: _Toc180177021][bookmark: _Toc180481794][bookmark: _Toc210428374][bookmark: _Toc210429235]LMT Visits With BDM:
I gained insights into the practical aspects of visiting BDM Salman Ahmed. In the start of week 6th, we start visiting with BDM of different Local Modern Trade analyze with different strategies of sales & marketing. Also visits to different hotels, restaurants, & cafes and orienting them in the ice-cream business to give growth to the company that hits different competitors. All the week we visited multiple spots, a few of them I am mentioning here Unique kitchen, Chaye Khana in Swat, Rooftop Café, Vintage Home, SA sweets & bakers etc. In this week I learned a lot from BDM like how to deal with LMT, how to convince customers and attract them towards the brand. Also boosts my skills of handling problematic customers. Also get opportunities to learn more about FMCG knowledge.
E1, E2 & E3 Range shops visits.
E1 range customer are those who have very low sales on weekly basis and there contribution was in the red line and keep on going for both customer & company was analyzed that both are in loss, company send a list if those and give them a special trade offer buying of specific amount so they will get trade offer or either instruction was to lift the cabinet so week 9&10 list of the shops was given and start visiting to these shops.
E2 range customers also showed a low contribution in sales but E2 range shops are little better than E1 so company gives them exclusive offers to speed up the sales of specific customers.
E3 range customers also showed a low contribution in sales but E3 range shops are better than E1 & E2 so company give them special trade offer to speed up the sales of specific customers and to shift D or C range customers. Some Glimpse of E1 E2 & E3 range are shown here.
[image: ]
[image: ]Some Glimpse of Visiting E Range Shops:
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[bookmark: _bookmark22]

[bookmark: _bookmark23][bookmark: _Toc180177026][bookmark: _Toc180481799][bookmark: _Toc210428375][bookmark: _Toc210429236]Details of Overall Distribution:
[bookmark: _bookmark24][bookmark: _bookmark25][bookmark: _bookmark26][bookmark: _bookmark27][bookmark: _bookmark28][bookmark: _bookmark29][bookmark: _bookmark30][bookmark: _bookmark31][bookmark: _bookmark32][bookmark: _bookmark33]I was supervising the sales team of Unilever Wall`s. The overall Team is managed by Riaz Ahmed khan (Territory manager) while other business development process managed by Salman Ahmed (Business Development Manager).

[bookmark: _bookmark34][bookmark: _Toc180177027][bookmark: _Toc180481800][bookmark: _Toc210428376][bookmark: _Toc210429237]Other Activities
The details of these tasks and my personal gain from these tasks are given below.
Discussion Of Timestamping.
Every Morning there was meeting with RSO`s and discussing Previous day report like how productive it was, how much he spends time at different shops, how much their daily sale report was, basis on these data planning for achieving target based on data. And ask the RSO`s for any lifting plan or any other issues regarding market. Snapshot of the time stamping are attached here…
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Daily Morning Meeting:
[image: A group of men sitting around a table
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Microsoft Excel Skills:
Through working with Excel sheets, I gained proficiency in data management, Staff attendance and reporting cabinet lifting plan, damages details of retailer which are valuable to my career.










Target Achievement.
Starting of Every JC have different monthly target of Both TSO`s, the TSO then Distributing the target on every RSO according to the sensitivity of the Route and then planning for achieving the target.
[image: ]

Critical Thinking and Problem Solving: The training in critical thinking and problem-solving sharpened my analytical abilities, which are important for marketing strategy sales promotion and right decision- making at right time.









NFC Scanning of Assets.
In Every JC there was a scanning cycle of company assets for ensuring the presence of assets at the spot of the retail shop.
[image: ]

JC Meeting with the Territory Manager Mr Riaz Ahmad:
[image: ]
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[bookmark: _bookmark35][bookmark: _Toc180177028][bookmark: _Toc180481801][bookmark: _Toc210428377][bookmark: _Toc210429238]Personal Learning
The outgrowth of my 6-weeks internship in Sales & marketing Department is a comprehensive skill set that equips me to excel in the dynamic world of marketing. I have developed proficiency in market sales analysis, problem solving, customer satisfaction, Team leading, FMCG knowledge, Additionally, I responsible for both Primary and Secondary Sales ,  Permanent Journey Plan development and implementation, Productivity of daily planned shops to be visited, Sales Target Achievement, Supervision of distributor sales force, Order planning and stock management, Daily visits to market and taking feedback from the Retailers and Consumers, Engage retailer & RSOs to do their retail coverage , successfully introducing new products across a sales territory, Executing market communication plan for the new brands, Stock management., Target Monitoring,  Screening and hiring of Order Bookers, Manage Distributor infrastructure ( ROl, Coverage, Delivery Units, Warehouse.)

[bookmark: _bookmark36][bookmark: _Toc180177029][bookmark: _Toc180481802][bookmark: _Toc210428378][bookmark: _Toc210429239]Conclusion:
[bookmark: _Toc180177030]In conclusion, my internship experience in the sales & marketing department at Unilever wall`s has been a transformative and enriching journey. Over the period of 06 weeks, I've gained a diverse skill set from sales data analysis and this experience has not only vast my practical knowledge but has also given me a deeper understanding of the nature of sales & marketing I am grateful for the opportunities to gain experience, grow, and apply my knowledge and skills in a different organization. As I move forward in my academic and professional journey, I will carry the valuable experience and skills gained during this internship, poised to make a meaningful impact in the field of sales & marketing.





[bookmark: _Toc210428379][bookmark: _Toc210429240]Recommendations  
The following recommendations could improve the company’s operations and employee experience:  
1.Additional Training for RSOs 
Some Route Sales Officers appeared indifferent and interacted minimally with retailers. More frequent training on customer handling, business etiquette, and effective use of time would elevate their professional image and business performance.  
2. Stock Availability  
During the visits, the lack of low-cost SKUs on sale was a concern. The Company should reinforce their demand forecasting and inventory management systems to make certain the product is available on all sales routes.  
3. Technology for Supervision  
Though NFC scanning is already used, more comprehensive use of digital tools (smartphone apps for field reporting, geo-fenced RSO activities, and other digital real-time management tools) would improve operational clarity and the level of organization of each day's activities.  
4.Intensified Engagement of Retailers  
Numerous complaints were received from retailers about holding local stocks in Walls cabinets. Developing loyalty and commitment programs with retailers will encourage exclusivity and Walls commitment.  
5. Focus on Dairy Production  
The company should include dairy-based desserts and drinks in its product line to compete against rival companies such as Hico. This would increase the company’s revenue as well as improve Walls’ presence in the market.
6.Power Backup Solutions
Directly affecting functionality, shortages of electricity do affect freezers. The provision of freezers which are solar powered, or assistance to retailers with energy efficient solutions, helps to preserve product quality and customer loyalty. 
7.Feedback Mechanism
The absence of structured feedback loops to and from RSOs and TSOs, and the administration, promotes the situation of market problems being solved too late. Fast tracking the reporting and adherence of solutions to the problems is critical.

[bookmark: _bookmark37][bookmark: _Toc180481803]Acknowledgment:
I would like to express my gratitude with the Core of my heart to Unilever Walls (ARCTIC ASSOCIATES) for Giving me the opportunity to undertake my internship as part of my academic curriculum. This experience gained there has been invaluable in enhancing my knowledge and practical skills in my desired field. I am deeply thankful to Sir Salman Ahmed (BDM), my supervisors, for their guidance, mentorship, and unwavering support throughout my role. Their insights and feedback have been instrumental in shaping my understanding of the subject matter. I am also grateful to the overall Team and staff of Arctic Associates for their encouragement and assistance during my Tenure. Their Commitment to fostering a conducive learning environment is commendable. This internship has a crucial milestone in my professional and academic growth, The knowledge, and skills I have gained there I aim to apply it in my future endeavors.
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0100497841 __|SAJJAD HUSSAIN GENERAL STORE Terd[ARGR07 [Sunday s [E3(red)| © 61 N8 258 [ 9 o 0% OMG Processed |72 Adjusted
0100497885 |DUA ICE CREAM. i [ARGRU% [Sunday. 7o (vellow)] 1 177 £ S o o o 0%

0100508720 __|GHUFRAN SUPER STORE Terd [ARORGS [sunday 11 [o(vellow)] T a7 u 10 o o o 0%

0100508741 __|AZAZ SUPER STORE Ter3 [ARGRGS [sunday 7 _|E3Red)| © 13 NB 646 o 9| 9| 0%

€0100513179 [BAKHT MALOOK SUPER STORE [Tier 3 [AR3RO4 [Sunday 12 [p(vellow)] 1 2 3 7 [] [ o 0% DMG-Lifted | 7718 Not Adjusted
€0100545555 [SWAT DAY TO DAY MART [Tier 2 [AR3R04 [Sunday 14_[D(vellow)| 1 35 24 315 [ [ 0| 0%

0126137330 |DWATSON CASH & CARRY [Tr3  [ARORGS [sunday 37 [B(siven)| 2 o 3 1165 o o o 0%

€0124150092 [FIDA HUSAIN SUPER STORE [Tier 2 [AR3R04 [Sunday 11 [D(vellow) 1 [ 3 313 [ 0| o] 0%

Cov24150034 _|CITVSUPERSTORE [ar . [ARo0s [sunday 27 [c(eromsa)| T o 2 745 o o oo

Cot24158588[BABA SUPER STORE Ters— [ARar0s [sunday 7 [E3tRea)] © o g 175 o o oo

€0124159337 |SHAKEEL SUPER STORE [Tier 3 [AR3R04[Sunday 18 [D(Yellow) 1! [ 14 432 [ [ 0| 0%

€0124159338 |ZAM ZAM MINI MART [Tier 3 [AR3R04[Sunday 18 [D(vellow) 1! o 15 426 o 0| 0| 0%

€0124159872 [HAYAT KARYANA STORE [Tier 3 [AR3R04 [Sunday 9 [p(vellow)| 1 [ NB 25 [] o [ 0%

€0124160457 [RASHID SUPER STORE [Tier 3 [AR3R04 [Sunday 17 _[D(vellow) 1! (] NB 367 o [ of 0%

Co124160458[SALMAN SUPERSTORE Ters—[ARaRos [sunday 7 [E3ted)]| © o o 160 o q oo

0124160459 __|BACHA SUPER STORE [Ter3  [ARGR0% [sunday 31 [B(siven| T 0 a5 71 o 9| 9 0%

€0124161113 |ZAIN SUPER STORE [Tier 3 [AR3R04 [Sunday 10 _[D(Yellow) ! 0 2 224 0 [ o 0%

€0124163167 |SHAYAN SUPER STORE [Ter 3 [AR3R04 [Sunday 11 [D(Yellow) ! o 13 25 o [ 0| 0%

€0124163293 |SHERAZ SUPER STORE [Tier 3 [AR3R04 [Sunday 21 _[c(Bronze)| ! (] 35 415 0 0| o 0%

€0124171354 MUSTAFA TRADERS [Tier 3 [AR3R04 [Sunday 10 [D(vellow) ! o 33 197 o | 0| 0%

€0124171615 |SHAFIULLAH SUPER STORE [Tier 3 [AR3R04 [Sunday 12 [D(vellow) ! 0 NB 224 0 0| o 0%

0124172617 |MINUS 21 BRANCH 2 [Ter3 [AR3R0S [sunday 7 |Ea(Red)| © 0 5 122 o 9 9 0%

€0124172901 [EAT OUT RESTURENT Tier 3 [AR3R04 [Sunday 9 [p(vellow)] 1 0 9 161 0 [ o 0%

0124174524 |CAFE DE SIESTA Ter2  [AR3RO4 [sunday s |EdRed)| T 0 [ 104 o 9 o 0%

C0124176499 |SA SWEET AND BAKERS [Tier 3 [AR3R04 [Sunday 5 | E-2(Red) 1 0 47 47 0 o o 0%





image10.jpeg
Customer Code [iJ Customer Name Ej #Assets | Remarl

[C0124150094 CITY SUPER STORE 7] AgrecmentMissing
ARGRO4 [CO124173531 HABIS MINI MART. 1 Agreement Missing
ARIR0% 0124162584 [ALT SUPER STORE 1 Agreement Missing
ARGRO4 C0124172854 BROTHER COLD DRINK 1] Agreement Missing
ARGRO4 C0124174524 CAFE DE SIESTA 1 Agreement Missing
ARIR0% Co124150082 FIDA HUSATN SUPER STORE 1] ‘Agreement Missing
ARIR0% CO124173617 MINUS 21 BRANCH 2 1] Agreement Missing
ARIR04 C0124171354 USTAFA TRADERS 1] Agreement Missing
ARGRO4 0124163462 RASHID SUPER STORE 1] Agreement Missing
ARIR0% 124172423 SAVED SUPER STORE 1] Agreement Missing
ARIR0% 14171615 SHAFIILLAH SUPER STORE 1] ‘Agreement Missing
ARIR0% Co124163167 SHAVA SUPER STORE 1] Agreement Missing
ARIR0% 0124163203 SHERAZ SUPER STORE 1] Agreement Missing
ARIR0% Co124170891 SHTC TUC SHOP 1] “Agreement Missing
ARIR0% 14174133 STORAY SUPER STORE 1] Agreement Missing
ARIR0T COTA174134 ASEEN SUPER STORE 1] Agreement Missing
ARIR0% 124173872 [ZAHID FUSSATN SUPER STORE 1] ‘Agreement Missing





image11.jpeg
-

CO10032102 | KHAN SUPER STORE Ters —[AROR9 [Thuscay | 30 s (siiven| 2 % 5 07 o 9 9 0%
CO100321925 | ASHMAL MEGA MART TerT [RRR00 [Thusdar | 38 [ s (siiven)| 1 107 185 a0 o 9 9 0%
C100321980 [ crry MEGA MART Ters [AoR00 [Tty | o0 | ar | 3 ) 243 124 | onaw[of x| 6] 215,169 2as1ai] 05 O 1 6654 ot Adustea
CO100321953 | AL JANNAT SUPER STORE [Terz [ARRD) [Thusday | a2 | A(Gola) | 2 158 108 2| onowloffas| a%| 55,127 o1
CO100321993_[REHAN MEGA MART [Ter 1 [AORO [Trusdr | 21 [c (bromse)] 1 5 121 180 o 9 9 0%
CO100322081_[PARAAI MINI MART [Ters [RRRD [Thusdar | 29 [c (ronae)] 2 o = 261 | onswlonss| el | 141,350 Sese| a0 OG- 1 173 Nt Acustea
C0100322057 [ SMART SUPER STORE [Ters [ARRDD [Thusdar | 15 o (vellow)] 1 5 a1 138 o 9 9 0%
C010032207 | AKHON SUPER STORE [Terd [ARRDD [Thusdar | 16 o (vellow)] 1 55 3 110 o o o 3 OG- | 308 ot Acusiea
0100351691 |SHER ALI GENERAL STORE. Ter3 |ARGR09 [Thursday s |e3(red)| 1 2 37 m o o o %
CO100391965 [ PAK FORIEGN 1G5 [Ters — [AR09 [Thusdar | a2 | A(Gola) |1 a0 110 ET) o 9 o 0%
C0100410570___|REAMAN S/S Ters — [RRoR09 [Thusdar | 15 o (vellow)] 1 o 51 T o 9 9 0% DG brocezees |24 Aapures
0100447733 ___|GUL SUPER STORE. Ter3  [ARGRO9 [Thursday 20_|c(Bronze)| T 52 ) Ev) o o 0| 0%
0100452423 __|GULZAR SUPER MART Ter3  |ARGRO9 [Thursday 11_[o(vellow)| T 36 g 50 o o o 0% OMG-proceszea | 663 Adjustea
0100466716 __|GULDA SUPER STORE Tera  [ARGRO9 [Thursday 8 |E3(Red)| 1 s u 07 o o o 0% 16637 Not Adjusted
C0100475424 | VILLAGE SUPER MART s [ARaRos [Thuséey | 30 |c(sromze)| 1 T ) 320 o 9 9 0% MG Liea 1 1134 ot Adjurtea
C0100496532 | FAMILY MART Ters AR [Thusdy | 11 [o (vellow)| 1 % 3 ET) o 9 9 0%
CO100502700 [ MASTER SUPER STORE Ters AR [Thuséy | 25 [c (ronze)| 1 % £ g o 9 9 0%
CO100512967__[KASHMIR BAKERS AND SWEETS T2 [RRoR0s [Thuscar | oo | Ar | 1 158 208 503 | On0%[Off %] 6%] | imp 75,267]1133,022] mp 69,978 45,641 1205 O 1 8504 o Acjurtea
CO100521768 | SHABAN SUPER STORE [Ters [Arw0o [thusdsy |7 [Ea(meg)] 1 w 1 En) o 9 9 0%
€0100523500 [RIVER SWAT RESTORANT NA- [AR3R09 | Thursday 13 [D(vellow) ! 7 19 77 [ 0| [ 0%
€0100529239 |JAMIL KARYANA STORE [Tier 3 [AR3R09 | Thursday 10 _[D(vellow)] ! 31 19 123 o 0| [ 0%
CO100536480 | AL MAKKA SUPER STORE Ters (Ao [thusiay | o |Ea(Reg)| © 2 ) 207 o 9 9 0%
0100538481 | FAZAL GENERAL STORE Tr3  |AR3R09 [Thursday 5 [ea(Red)[ © 20 21 27 o 9 9 0%
©0124152860 [Tier 2 [AR3R09 | Thursday 22_[c(Bronze)] ! o NB 650 (] 0| 0| 0%
©0124158885 [Tier 3 [AR3R09 | Thursday 30 _[c(Bronze)] ! [ 83 809 o [ 0| 0%

[Tier 3 [AR3R09 [Thursday 17 _[D(vellow)] ! [ 38 409 ('] [ [ 0%

[Tier 3 [AR3RO9 [Thursday 13 [D(vellow) ! 0 28 266 o 0| 0| 0%

[AR3R09 |Thursday 0 | X (Dead) 0 0 NB 0 0 o o 0%





image12.jpeg
AR3R09  |CO124160205  |AL BASIT GENERAL STORE . Agreement Missing
AORDS [CO129156887 [CHOICE WEGA FART prm———
i e e e I s
AORGS  [QAeEs[SHAINIIART greement Mising
ARG [QO1A17I617 [ALADINA SIPER STORE ® pr———
T O s P s
ARG [COZAIe  [BREAA ROTEL greement ising
AGRGS |O129162855 [DUBTA SUPER STORE pr—
ARG [QOAI7I6 [FASALAGAD BARERY ° prm—
ARG [0 [GLOBALIART pres——
AORGS [CAiesT[TSHAD SUPER STORE r greement Mising
ARGRGS CoTzATEA0TT [FAIT SHER SUPER STORE ) Agrement Mising
ARG |06 [NOOR AT pr———
AORDS  [1ZAI708T [RASHID SUPER STORE = [y m—
AGRDS  [OT2A170895 [ZAKIR ULLA FONEY greement ising
AGRGS [O129I63i99 |7 ZAW SIPER STORE

Agreement Missing





image13.jpeg
Route Aws | range Not
Customer M. Customer Name Tier | coue| Visit Divv' | voLvim HAssets | canns| JC-08 Vol W“. JC-08 Vol ZWMv VTDDH" TTS ON/OFF = TTSVALTGT = TTSVALACH. . 'VALACH % u o
COM00321257 | KASHMIR BAKERS & SWEETS Ter2 [AROROS [Trusdy | 45 | A(Gold) | 1 131 158 590 | On %10 %] 4% | _1mp59,727]1H 18,545| 1mp 71,8561 M 31,936]np 120.3%] 1 169.5] 105 O 1 566 ot e
C100321302 __|ROSHAN GENERAL STORE Ters [AoR0s [Tty | 10 [ovellow] T | 1 ) % ) o 9 9 0%

0100321307 | MASHALLAH SUPER STORE [Ter3 |ARSRS |Thursday 23 |c(Bronze)] T 1 8 51 339 o 9| 9| 0% OMG-Processed | 2173 Adusted
C0100321345[5HEZAD GENERAL STORE Ter2 [AoR0s [Tty | 36 [m(sven| T | 1 ) 5 258 | Ono%Iof %I 5%] 1169 e oo%

CO100321370 | AMSHEED GENERAL STORETORE Ter @ [AOR0S [Trusdr | 22 [cibrome)] T | 1 [ o 72 o o o 0%

0100322114 [BABA COLD DRINK TerT  [ARGRGS [Thursday s |E3(red)| © 2 75 N a o 0| 9| 0%

CO100350962 | HAMAS SUPER STORE Ters —[RoR0S [Thusdar | 16 o (vellow)] 1 | 1 o & ED o o o 0%

Cotoossaazs[zairG s Ters [ARoR0S [Thusey | 35 [B(siven| T | 1 127 m 102 o 9 9 0%

0100394497 __|ALHARAM S S Tz [ARGRGS [Thursday 12| (vellow)| T 1 a5 53 55 o 0| 0| 0%

CO100850622__[SAID SHADAB NO.L Ters [ARR0S [Thuscay | 10 o (vetlow) 1 | 1 » 2 12 o o q % DG Ui 13633 Nt Acusiea
CO100456934___[JAMAL SHAH SUPER STORE Ters [AoR0s [Thusday | 15 [0 (vellow)| 1 ) 80 153 o 9 9 0%

0100461606 __|FAISAL ABAD PUNJAB BAKERY 2 Tz [ARGRGS [Thursday 23 |c(Bronze)| T 1 5 67 145 | On0%|Off5%] 5%] | Imp 52,8801 22,633] _Imp 34,133|1H 9,449 mp 64.5% | 11 416

0100462053 __|AL MUDASSIR SUPER STORE Ter3 |AROR0S [Thursday 5 |Ei(Red)| 1 1 o 10 3 o o o 0% DG Lifting | 465 Nor Adjustea
€0100485280 LULU MEGA MART [Tier 1 [AR3R05 | Thursday 27_|[c(Bronze) 1 Y 115 £l 298 [] [ [ 0%

€0100496924 [PUNJAB SWEET AND BAKERS [Tier 1 [AR3R05 | Thursday 15 _[D(vellow)| 1 1 2 7 95 [] [ 0| 0%

C0100507221_[SADAM SUPER STORE Ters [Arow0s [Thussy | o [Eameg)| 1 | 1 y s 15 o 9 9 0%

CO100513163 _|HAMZA GENRALSTORE [Ters — [Rmoos [Thusdar | 6 [E2(Req)] 1 1 ey ) a7 o 9 9 0%

Co100521763  |NIHAL TRADERS [Ters —[RRoRos [Thuscar | s [Ea(Req)] 1 1 18 16 20 o 9 9 0%

Conaa1a7698 _[quALTY STRE [Ters —[RRoros [Thuscar | 7 [Ea(Req)] T 1 o B s o 9 9 0%

€0124154327 |SAFWAN MART [Tier 2 [AR3R05 | Thursday 21_[c(Bronze) ! 1 o 50 579 0 0| [ 0%

€0124159877 |JAVID SUPER STORE [Tier 3 [AR3R05 | Thursday 12 _[D(vellow) ! 1 o 2 294 0 0| [ 0%

0124160205 _|USMAN SUPER STORE [Ters —[RRR0s [Thuscar |7 [Ea(Res)| T 1 ) FF) 169 o 9 9 0%

€0124161910 | ABID SUPER STORE [Tier 3 [AR3ROS [Thursday 11 [D(vellow) ! 1 0 34 243 0 [ [ 0%

€0124162875 | SAMBAT GROCERY [Tier 3 [AR3ROS [Thursday 28 _[c(Bronze) ! 1 [ 64 609 o 0| 0| 0%

€0124170892 [KHAN ZARIN SUPER STORE [Tier 3 [AR3ROS [Thursday 15 _[D(vellow) ! o a5 33 0 [ 0| 0%

0124173109 |SULIMAN RESTAURANT [Tz [AR3R05 | Thursday 7 |[EaRed)| 7l o B 12 o o 9 0%

€0124174846 [NEW KASHMIR ABBASI [Tler 4 [AR3ROS [Thursday 0 | X(Dead) o 0 NB 0 0 0| 0| 0%

C0124174847 |SAAD SUPER STORE [Tier 3 [AR3R0S |Thursday 11 [D(vellow)] ! 0 53 154 0 o o 0%





image14.jpeg
Route Codeg Customer Code ] Customer Name [ #Assets g Remarl
AR3R0S 0124160205 AL BASIT GENERAL STORE 1 Agreement Missing
ARZR0S (0124158887 CHOICE MEGA MART 2 ‘Agreement Missing
ARZR0S (0124173531 RABIB MINI MART 1 ‘Agreement Missing
ARZR0S C0124147452 SAEED MEHMOOD SUPER STORE 2 ‘Agreement Missing
ARZR0S 0124160051 SHAH MINI HART 1 ‘Agreement Missing
ARZR0S (0124163640 SPIN GUL MINI MART 1 ‘Agreement Missing
ARZR0S 0124165549 TAJ MARAL SUPER STORE 1 ‘Agreement Missing
ARZR0S C0124139076 AHSAN SUPER STOR 1 ‘Agreement Missing
ARZR0S C0124173525 (ASGHAR AL SUPER STORE 1 ‘Agreement Missing
ARZR0S C0124174139 BABAR SV/EETS AND BAKERS 1 ‘Agreement Missing
ARZR0S 0124174849 FAVILY HART 1 ‘Agreement Missing
ARZR0S 0124173526 FOOD MART 1 ‘Agreement Missing
ARZR0S 0124174848 TSHAQ SUPER STORE 1 Agreement Missing
ARZR0S C0124150877 [JAVID SUPER STORE 1 ‘Agreement Missing
ARZR0S C0124170892 KHAN ZARIN SUPER STORE 1 ‘Agreement Missing
ARZR0S C0124174055 Y MART 1 ‘Agreement Missing
ARZR0S C0124161462 ONE DOLLAR SHOP 1 ‘Agreement Missing
ARZR0S C0124174847 SARD SUPER STORE 1 ‘Agreement Missing
ARZR0S C0124162875 SAMBAT GROCERY 1 ‘Agreement Missing
ARZR0S C0124173109 SULIMAN RESTAURANT 1 ‘Agreement Missing
ARZR0S C0124172622 TAKKAR KARACHT BIRYANT 1 ‘Agreement Missing
ARZR0S C0124160206 USHAN SUPER STORE 1 ‘Agreement Missing
ARZR0S C0124173524 [ZEESHAN SUPER STORE 1 ‘Agreement Missing





image15.jpeg
customer Code Customer Name Tier | "0 | visitoay | AW | Range ety Mot | icosvol2ozs | icosvolzozs [yrovin|  Trsonjorr TS vALTGT TISVALACH VALACH% o
o R - | - - | - o o o a a

COI00321384 | WONDER WORLD PARK 2 [Other [ARIROG [Wonday 6 |ea(red)| ! 150 [0 965 | on8m|off 2% 10%1 2,00] 9 o%
CO100321359 | HAYAT MEGA MRT [Ter 1 [ARORDG [Wondar 6 | ar 3 2 258 381 | onswlofa%[ %] 185 ,413] 181882 5% S04 CN 14023 Not Adsted
0100322105 [PARK & SHOP Other  [AR3R06 [Monday. 3 |[EiRed)| T 38 18 124 [ 0 [ %
0100338116 | AL MADINA SUPER STORE [Ter 4 [AR3R06 [Monday 13 [p(vellow)| T 23 25 1 ] [ 0 %
CO100395335 | IMRAN GENRAL STORE 2 T2 [AROROG [Wondar 33 [Bsiven| T 150 % 202_|_onowlottas| a| 55,226 se738 % G080 15280 ot Adusted
COI00407210 |5 MEGA MART [Ter 1 [ARGROG [Wonday 160 (Yellow)]| 1 @ £ 55 o 9 9 o%
C0100409093 __[IQBAL MEGA MART T3 [ARGROG [Wonday 150 (vellow)] T 7 as ) o 9 9 0%
0100436355 __|GREEN VALLEY MART [T [ARGROG [Wonday 21 |C (Bronze)] 1 % 7 ET) 0 9 9 0% 105 0 1800 Nt Aduseed
C0100473933___[ZAIN MINI MART. T3 [AR3RO6 [Wonday 5 [o(vellow)| 1 a1 ) ETT) 0 9 9 0%
C0100438405 __|TORDADA GENERALSTORE [Ter 1 [AR3RO6 [Wonday s [ea(req)| T 30 15 2% o 9 9 0%
CO100504724__|MAHBOOB ICE CREAM Ter s [AR9RO6 [Wonday 17 o (vellow)] T 7 = 3 o 9 9 0%
COI00515595 __|SWAT UNIVERSITY CANTEEN [Ter 1 [AR3R06 [Wonday 4_[Ei(Re)| T 7 7 T o 9 o 0% WG Lifing 1546 Nor Adjosied
Co100548671 | HE FOOD COURT e [AROR06 [Wonday 14 o (vellow)] T 106 ) 298 o 9 9 0%
CO124134523___|STOP AND SHOP MART [Ter 3 [AR3R06 [Wonday 1o (vellow)| T o @ 20 o 9 9 0% 19299 o Adjusted
0124145200 | MUSA SUPER STORE T3 [AR3R06 [Wonday 10_|o (vellow)| T o [ a4 o o 9 0%
CO124147681__|AL NOOR SUPER STORE T3 [AR3R06 [Wonday 7_[E2(Red)| 1 o s 28 o 9 o 0%
0124154646 ___[KHAN MINIMART [Ters [AroR06 [Wondar s [Ea(Req)| © 1 o [} 15 o o o 0%
C0124154523 __|SUDAIS KARYANA STORE [Tors —[AroR06 [Wondar 25 |c(Bronze)] 1 o % 702 o o o 0%
Corza1sas2s _|HOTBOX [Tors —[AroR06 [Wondar 15 |p (vellow)| 1 o ) 10 o o o o%
0124158886 ___|IHSAN SUPER STORE [Ter3 [AR3R0G [Wonday 13 |p(vellow)| 1 o [} 358 o o o o%
0124159869 |HAMDAN SUPER STORE [Tors —[AroR06 [Wondar 14_|p (vellow)| 1 o 2 3 o o o o%
Co12¢163165___|ABUZAR SUPER STORE [T [ARGR06 [Wonday 26 _|C(Bronze)| 1 o 7 563 o o o o%
C012416375 | NADEEM SUPER STORE [Ter s [ARROG [Wonday 21 [c(Bronze)] 1 o 5 453 o o o o%
C0124170893__|SPD CHARBAGH [Ter 3 [AR3R06 [Wonday s | A [ 2 [ 3 o 162 179 o o o o%
0124170895 | NASAR SUPER STORE [Ter 3 [AR3R06 [Wonday o_[ElRed)| © o [} 2 o o o o%
0126172426 |DADA SUPER STORE [Ter 3 [ARSR06 [Wonday o [etires)| © o [0} 2 o o o o%
0126173254 [RAMZAN ICECREAM T2 [ARRO6 [Wonday 4 [El(Red)| T o B & o o o o%
C0124173528 __|DADA MART T2 [ArGR06 [Wondar 24 [c(Bronzel] © Y o 7 02 o o o o%
C0124176477 __|SWAT UNIVERSITY HOSTEL [Tier3  [AR3R06 |Monday rEETE 0 %5 26 0 o] 0] 0%





image16.jpeg
Route Codefg Customer Code ] Customer Name [ #Assets g Remarl
AR3R06 0124163640 SPIN GUL MINI MART 1 Agreement Missing
AR3R06 0124165549 TAJ MAHAL SUPER STORE 1 ‘Agreement Missing
AR3R06 C0124134506 (ABDUL SAMAD SUPER STORE 1 ‘Agreement Missing
AR3R06 C0124174541 [AJVERI SUPER STORE 1 ‘Agreement Missing
AR3R06 C0124174512 AL HAJ HUSSAIN GENERAL STORE 1 Agreement Missing
AR3R06 C0124172884 ALTRESORT 1 ‘Agreement Missing
AR3R06 0124173528 DADA MART 1 ‘Agreement Missing
AR3R06 C0124172613 FAVDAN ICE CREAM 1 ‘Agreement Missing
AR3R06 C0124173242 MRAN COLD DRINKS 1 ‘Agreement Missing
AR3R06 C0124163630 [JANIL COLD DRINKS AND JUICE 1 ‘Agreement Missing
AR3R06 C0124172454 LAHORE SUPER STORE 1 ‘Agreement Missing
AR3R06 C0124173527 VAHA RESORT 1 ‘Agreement Missing
AR3R06 C0124163642 VEHRAN MINI HART 1 Agreement Missing
AR3R06 C0124161917 MUGHAL GENERAL STORE 1 ‘Agreement Missing
AR3R06 0124163756 NADEEN SUPER STORE 1 ‘Agreement Missing
AR3R06 C0124152551 NAYAB MEGA MART 1 ‘Agreement Missing
AR3R06 C0124174852 SO SHOP STOP 1 ‘Agreement Missing
AR3R06 C0124173254 RANZAN ICECREAM 1 ‘Agreement Missing
AR3R06 0124147688 SHER KHAN PARK 1 ‘Agreement Missing
AR3R06 C0124165550 SWAT SHOPING MALL 1 ‘Agreement Missing
AR3R06 C0124163641 (TURKISH RESTURANT 1 Agreement Missing
AR3R06 C0124174542 [WATID COLD DRINKS 1 ‘Agreement Missing
AR3R06 C0124172614 [ZAM ZAN SUPER STORE 1 ‘Agreement Missing
AR3R06 C0124164014 [ZEB VIEGA MART 1 ‘Agreement Missing





image17.jpeg
| YTD Diff | TTS ON/OFF TTSVALTGT TTSVALACH VALACH % o
K = [ = ~ ~ = "
€0100321245 [PSO SHOP STOP Ter 3. [AR3RO1 |Monday 12_[p(vellow)] ! 181 a5 241 | On 0%| Off 4% 4%| 121,550| 27670| 2% DMG-Processed | 353 Not Adjusted
Cowooaasiis[raRnanss T [ARROL [Wonday > [Eames)| 1 £l B F) o o o 0%
€0100351036 [Tler 1 [AR3ROL |Monday 26 _|c(8ronze)] O 175 104 55| On 5%|Off 3%| 8%| 136,290| 65713 8%
COIOG354750 | GHAFAR SUPER STORE Ters —[ARR01 [Fiondar 32 [asven] T | 1 7 13 127 [ on 0% [offase] 44| 127,987 o] s
0100361702 [DAY N NIGHT SHOPPING MALL Tier 1 [AR3RO1 [Monday 45| A(Gold) | 3 168 -35 | On 0%|Off 5%| 5%| 141,665 | 109656 7% JC-05 CN | 3500 Not Adjusted
0100401522 | HAJWA SUPER STORE ez |AROROT [Wonday 6 [E2(Req)| 0 %0 2 02 o o ol %
Tera—[ARGR01 [oncay 5 [eateq)| T [ 1 ) s ) o o oo
€0100413825 | MUZAMIL SUPER STORE el S [AR3RO1_[Monday 9 [p(vellow)| 1 1 125 6 440 [] [ of 0%
€0100426620 [BROTHER CORPORATION. [Tior 4 [AR3RO1 [Monday 6 [E-2(Red) L 1 30 2 -59 0 [ of 0% OMG-Processed | 320 Adjusted
—m, 3[R0t [wonday 30 [oivellow] T [ 1 102 36 ) o o o o OMG processed 1348 NotAdusiea
Cowona7sse2 _|pesawAR TUCK SHOP. Ter 1 [RRGR01 [Fionay s [eomed)] 2 | 1 3 ) ) o o o 0%
C0100484296 | TIME OUT MART Tier 1 [AR3RO1_[Monday 13 [D(Yellow) ! ] 66 85 82 [ [ of 0%
0100496593 __|BAWAR KHAN SUPER STORE Tiers  [AGROT [Monday 10 [o(vellow)]| T - 50 a8 o o o] 0%
C0100497150 DAEWOO TUCK SHOP Tier 3 [AR3RO1 |Monday 3 | E1(Red) 1 i 22 2 -18 [ [ of 0%
Co100498758|HABIB ULLAH SUPER STORE Ter s [ARGRO1 ey > [eages)] T [ 1 @ ) EeT) o 9 o o
€0100501648 |SAAD ENTERPRISES [Tor 3 [AR3RO1 [Monday 1 | E1(Red) ] 1 54 NB -250 [] o o % DMG-Processed | 1115 Adjusted
cotouso7sds |zuBAIRSUPER STORE Ter s [ARGR01 [Fionday 15 Jopretow] T | 1 55 s 2 o o o 0%
€0100513167 FAIZ MEGA MART [AR3R01 |Monday 9 |p(vellow)| 3! 102 8 27 0 [} o 0% DMG-Processed | 307 Adjusted
[FRGRGT [Vonday 5 Joqeow] T [ 1 o P} 25 o o o 0%
[AR3RO1 |Monday 14_[D(vellow)] ! 0 83 356 0 [) 0| 0%
[ARGROT [Monday 15 [0 (Yellow) T a0 o ) 453 o o o =3
[AR3ROL |Monday 6 | E-2(Red) L 1 0 2 128 0 [} of 0%
[ARSROT [Monday 18 |0 (Yellow)| 1 1 o 6 351 o o o %
[AR3ROL |Monday 17_[o(vellow)] ! 1 0 36 317 0 [} of 0%
[ARSR0T [Monday 14 |D(Yellow)| 1 1 o 37 259 o o ol %
[RRGROT_[Monday 16_|o(vellow)| T 1 o 36 286 o o of 0%
[&RSRaT [Honday 0 | X(Dead) | 1 o N . o 0 o %
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Customer Code

Customer Name

g #Assets Jig Remarl
Co124174850 [AFAQ SUPER STORE 1] ‘Agreement Missing
0724134525 |AZLZ SUPER STORE T “Agreement Mising
RRGROT 0124174525 FUZATFA GENERAL STORE T “Agreement Mising
RRGROT CoT2A174AEs KRAV SUPER STORE T Agreement Mising
RRGROT COT24134548 | ZEESHAN KARVANA STORE T Agreement Mising
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JC-08 Target Vs Ach 2025 02 Days

Target Achievement (Volume) Target Achievement (Value)
Target Vol Ach Vol %age Per Day Required  Ach Value Y%age
ARROL 12,141 7,8% 65% 12 4,045 2122 4,230,405
AR3R02 2,724 15,025 66% 9 7,699 3,849 7,953,491
AR3RO3 16,145 11,033 68% 6 5112 2,556 6,383,397
AR3R04 11,630 7,646 66% 11 3,984 1,992 4,859,741
AR3ROS 14,092 9,456 67% 7 4,636 2,318 5,113,056
AR3R06 14,907 8,081 6,826 3,413 4,721,223
AR3V07 10,908 8,191 2,718 1,359 4,832,687
AR3R08 11,131 5,712 5419 2,709 3,101,927
AR3R09 15,09 8,806 58% 6,289 3,145 5,237,783
AR3R10 8,026 4,968 62% 13 3,058 1,529 2,979,749
AR3R1L 12,022 7,415 61% 4,807 2,404 4,057,977
AR3R14 14,068 2,868 1,434 6,790,585
AR3RI1S 17,237 4,04 2,102 7,027,266
AR3V16 13,639 4,505 2,252 5,555,403
AR3R17 14,594 3,340 1,670 6,574,164
ARSR18 13,145 4,854 2,227 4,944,821
AR3R19 13,295 1,973 5,285,339
Total 235,000 78109 39,055 89,649,014
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JC-08 Scanning Report

Assets Scanned Not Scanned
AR3RO1 135 196 196 o 100%
AR3R04 122 131 131 o 100%
IJAZ AR3R05 189 234 234 [] 100%
AR3R06 172 214 214 o 100%
AR3R11 148 154 154 o 100%
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Professional Summary / Bref Profile:

Email: khaaanijazzz@gmail.com

B Accounting and Finance graduate from COMSATS University lslamabad with a solid foundation in

financialprincipls.

+ strong understanding of accounting, auditing, and financial analysis through academic work

" Motivated, Getaikoriented, and eager 1o start 3 career in

and growh.
Experience

TerritorySaes Officer (uly 2025 August 2025]

Walls Unileve t Mingor St
Education

University (Comsats uriversity Isiamabad)
85 Acountingand fnance

Colige(Fecrl Gavernmen)

s 2%Pre medicl

SCHOOL (Oxford Education Academy]

725 scence

Degree/Class Projects (If
any)

Research{organizational behavior)
Pro show stalls

Annual reports

Marketing for different events

counting or finance with a focus on learning

Highlights/Skills

Soft skl
Motivated and Eager to Learn
Desail-Oriented
Clear Communicator
Professional Atttude
Strong negotiation and
interpersona skills
 Problem-solving and critcal
thinking
Attention to detail
Time management and
organizationl ability
* Willingness to leam and adapt
* Basic negotiation and
teamvork sidlls
Technical kil
s Bl (8aic)
Fiancial Reporting
Accounting Principles & Standards
Basic Dats Anslysis
S Word & Pawerpoint
Praparation of income satamerts,
balanceshests, nd cesh flow
P

Hobbies

.
* Hiing
 Fting




image1.jpeg




image2.png
13}
e

5
G
Szl

o

Unilever




image3.png
&),

WALL’S




