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Khawaja Salahuddin: Successful Entrepreneur and Distributor 

● ● ● 

 

“Champions are not made in gyms. They are 

made by will, and will overcome by skills” 

 

Muhammad Ali. Boxing Champion 

 

● ● ● 
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Graduate M.com with finance major from Punjab University, Lahore 
His father was a PCS officer in Lahore. 
Deputy Commissioner of Rahim Yar Khan 
 
 

 

 

Ever since he was a little child, he was very different from the other children. He used 
to do very unique activities, very different for the children of his age, normally he was 
not very much interested in studies and his teachers used to call him a duffer. But it 
was his habit that when he bent upon doing something, nothing could stop him. 
 
 
 
 
The idea for a large business set up came to his mind when he was lying in his bed, 
thinking about his aims and targets. He started saying to his hostel roommate, 
“I will establish a large company in Multan. Then I’ll build spacious office of my 
company. Then I’ll give jobs to people.” Then he said, “I’ll give a good managerial job 
to you as well” 
The roommate thought he has gone mad, that’s why talking like this even to himself. 
He called Salahuddin’s cousin to see whether he is alright.  
But Mr. Salahuddin proved that he was not mere a dreamer, rather he was highly 
practical, and outcome oriented person, who could convert his dream to reality. 
 
 

 

 

 

His story as an entrepreneur began at the age of 19 in 1979, when one fine morning, 
at the breakfast table, he had a talk with his friend’s father. His friend’s father was an 
agency holder of foreign books. He held exhibitions in universities and later got 
orders for foreign books from university management. On that breakfast table, he ( 
friend’s father) discussed some problems related to exhibition holding and that his 
son (Salahuddin’s Friend) was not helping him in his business. He was about to launch 
an exhibition in King Edward Medical college Lahore. Khawaja salahuddin understood 
the dynamics of the foreign books’ business and asked his friend’s father to give him 
an opportunity.  
 
“I will do this exhibition for you. You don’t worry, I will handle all matters.” said 
salahuddin. 

Personal Information: 

Born Abilities: 

Entrepreneurial Start-up: The Foreign Books Exhibition 
 

Business Idea generation: 
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His friend’s father was a bit surprised, “How can you do this on your own, even you are 

not having such experience before.” said his friend’s father. 
 
But Salahuddin assured him that he could do it in the best possible way. Khawaja 
Salahuddin from the very beginning was a challenge acceptor; he accepted this task 
of exhibition as a challenge.  
 
The exhibition was successfully held in Lahore KE medical College. And the sales 
showed, what he said was practically done. His personal skills got chance to proven 
because the sales level was increased to the impressive amount of $25,000-30,000. It 
was no doubt a very big amount in those days in 1979 when the US dollar rate was  
$1= Rs. 9 
His friend’s father was highly impressed by his exhibition outcome. 
One more remarkable thing he did after the KE books exhibition was squeezing the 

collection period of payments. Everyone knows, getting payment from government 
is a hectic and tiresome process. He went for the collection and keenly studied the 
whole collection procedure. After getting all understanding, he made efficient cash 
collections just in 5-7 days. It was an excellent job that he did because previously 
payments were made in 7-8 months. This reduced the cash conversion cycle of the 
exhibition business.  
 
When he came to his friend’s father, he was astonished and said, “How you made 

payments possible just in 5-7 days, my employees collect it in 8 months!!!” 

 
In this way the exhibition business got a brilliant success.  
 
In 1981, his friend’s father got an order from Quetta University Balochistan. He 
contacted Khawaja Salahuddin again, and asked him to take a team of 6-7 employees 
with him for exhibition in Quetta. Salahuddin replied,  

“Just give me books and I will manage the exhibition myself. I don’t need any of 

your employees. I can do it alone.” 
 
His friend’s father sent books with him and he arranged exhibition there in Quetta 
University. The sales level was again mind blowing. In 5 days exhibition, he made 
sales of 15-20 lacs. It is a matter 29 years back.  
 
“Quite amazing,” his friend’s father said, “Stay there for more days and collect the 

payments.” 

 
Salahuddin was back to Lahore after all collection in just further 7 days.  
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He did all these remarkable sales, because he had a passion to do more and more. 
One thing he said,  
“When you own something, you do it whole heartedly, you are involved in it, then you 

are committed to it and you enjoy the outcome.” 

 

Further he said,  
“Once determined, I don’t give up, no matter what happens.” 

 
He continued his education meanwhile helping his friend’s father in his foreign books 
business.  
 
 
 
 
In 1983 he completed his M.Com from Punjab University Lahore with Major in 
Finance. Education helped him in future to have strong grip on financials and acquire 
efficient computing skills. He was able to hold confident and knowledgeable 
meetings with foreign distributors and country/global heads. 
 
 
 
 

After completion of his education, he got a job in WAPDA Multan as Assistant 
Director. Due to his fast and straightforward nature, he could not adjust in the 
government setup. The entrepreneur in him provoked him to search for some 
business opportunity which he could exploit and use his entrepreneurial skills.  
 
 
 
 
In 1985 when he went to Bahawalpur to give his wedding invitation card to one of his 
family friends, he met Saeed-ur-Rehman, the regional Sales Manager of Lever 
Brothers at that time. He discussed the problem of distribution of Lever Brother 
FMCGs in Bahawalpur. Salahuddin, due to his challenge accepting nature, accepted 
this problem as an opportunity. The Lever Brothers company asked him, how much 
finances he had, 
“I’m having no money with me but I can arrange within 15 days.” said Mr. Salahuddin. 
 
The RSM was impressed and said, 
“You don’t lie, and you are a daring and honest person, I am impressed. How will you 

manage?” 

 
Salahuddin asked his father for money, but his father said that as he was a salaried 
person and he had no money. Later he arranged finances by pledging his wife’s 

Education Completion: 
 

First Distribution setup for Lever Brothers in Bahawalpur: 

Appointment as 17 Grade Officer at WAPDA Multan: 
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jewelry in bank and borrowed some money from his brother who was in Dubai at that 
time. With the 4-5 lacs start up capital, he started distribution business in 
Bahawalpur, while his job at WAPDA went side by side. Those were really very hard 
days because in the morning he worked at office and later in noon he traveled to 
BWP from Multan on Wagons and collected orders and made sales of FMCGs. He 
used to distribute his orders by sitting on donkey cart by himself.  
 
“I never felt bad or ashamed of sitting on carts, because it led to pursue my objectives. 

I’m very much concerned about outcomes.” says Mr. Salahuddin 
 
 He used to return back to Multan by late night by 1:00-2:00 am.  And this was his 
daily routine. He hardly had time to sleep and to spend time with his family. He was 
so passionate and involved that he ignored all the hurdles coming in his way.  
 
“My wife is very co-operative and her contribution to my success is really valuable.” 
says Mr. Salahuddin. 
 
 
 
 
After successful distribution setup in BWP he was offered distribution in Multan. He 
met a Unilever Representative at Mehmood and Company. He claimed to improve 
the sales of Unilever in Multan. The RSM at Multan took him to Kalay Mandi and 
asked him to do personal selling of his products. After successfully getting orders 
from 10-15 shops, the RSM stopped him, and took him back to his office and accepted 
him as his distributor. Salahuddin was told that his Boss said these lines about him in 
his absence,  
 
“He is a smart boy. I guarantee as long as he will remain in Multan, Unilever will not 

face any problem.” 

 

In this way he got sole distribution of Unilever in BWP as well as in Multan.  
 
 
 
 
In 1988 the Nestle Pakistan, Switzerland based country acquired Milk Pak in Pakistan. 
The Milk pack company was in Kabirwala. At that time, the teams from Nestle 
Switzerland, made frequent visits to Milkpack for inspection purpose. Whenever they 
visited Kabirwala, they also checked the Multan market. During those days, the 
milkpack market in Multan was very bad. 
 
At that time, one of Mr. Salahuddin’s relative had come from Saudi Arabia. 
Salahuddin went to meet his friend in Bahawalpur where he met the marketing 

Masood and Company: Distribution in Multan: 
 

Nestle Distribution: 
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director of Milkpack, Mujeeb Rishni Mr. Mujeeb Rishni.was very much inspired by 
Salahuddin. He sent his RSM to Salahuddin because he thought that he was the right 
person who could solve the problems of Milkpack in Multan. The RSM went to 
Salahuddin and invited him to become the representative of Milkpack in Multan but 
Salahuddin refused by saying that he had to give time to his own distribution 
business and had neither time nor resources to undertake distribution for Milkpack. 
The RSM went back to Mujeeb Rishni with a paper on which Mr. Salahuddin had 
signed that he could not come.  
 
 
Mujeeb Rishni tore the paper to pieces and said to the RSM, 
 
“I didn’t ask you to invite him to become our distributor, I asked you to convince him and 

bring him to me.” 

 
So, the RSM again went to Salahuddin and brought him to Multan to meet Mujeeb. 
The Marketing director convinced Salahuddin to adopt the Distribution of Milkpack. 
When Salahuddin said that I don’t have enough money to buy and distribute your 
products, Mujeeb said,  
 
“Just say yes, and we will sell you our products on credit, when you sell them you can 

keep your margin and return us our price. I just ask you to do one thing, never lie to me 

and always tell the situation truly.” 

 
So under this arrangement, Salahuddin became the Distributor of Nestle in Multan 
(Milkpack was then acquired by Nestle), and within no time, he solved all their 
distribution and sales problems because of his practice and skills. From 1988 to date 
the Multan region has never created a problem under the efficient management of 
Salahuddin. He is now the 2nd largest distributor of Nestle products in Pakistan.  
 
His success story spreads over a long period of 25 years from 1985-2010 and the 
progress hasn’t stopped yet. The success journey is still continued. During these 
years he has got the distribution of national and multi-national companies. Today he 
is responsible for the earning of 1500 employees with 50 managerial posts. 
 
His all success story tells us that he struggled with all his energy and on the basis of 
WILL POWER. Because we have seen, he had almost no money when he took start. 
And today he is running worth 8 Billion Rupees business. 
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Mr. Salahuddin is very grateful for one of his sincere friend,  
Mr. Arshad Choudhry ( now country head of Indonesia for a Multinational company) 
who helped and supported him morally at each and every step whenever he felt 
trouble. He provided him valuable business guidance and unconditional support. Mr. 
Salahuddin can never forget his sincerity of friendship. 
 
Moreover, he added, his wife has a big contribution to his success, because without 
her support it could be difficult to manage the business activities. And it’s an old 
saying, “Behind every successful man, there’s a woman.”  
 
 
 
 
 
 

� Khawaja Salahuddin aims to launch TALENT HUNT schemes where he intends 
to search and educate children who are talented but without vision. He wants 
to develop the middle entrepreneur to come forward and participate in the 
economic activity of our country.  

 
“We have potential but the basic problem that plagues our society is that 

we have no exposure and grooming.” said Mr. Salahuddin. 
 

 
 

� In addition to launching talent hunt schemes, Mr Salahuddin wants to come 
forward and perform Social responsibility activities, to pay back to the society 
what it has given to him, by building hospitals, schools and colleges.  

 
 
 
 
 
 
 
 
 
 
 

Future prospects: 
 

Support and Contribution 
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� Khawaja Salahuddin said, 
 

“One basic reason for my success is that I burnt my boat when I started. The 

fear of failure helped me to avoid failure.” 

 

� Attitude to accept challenges, and get opportunity out of every problem. 

� He was Passionate about business and its outcome. 

� “NO COMPROMISE” on anything, once decided, must be done. 

� His straightforward, determined and self dependent nature helped him get 

higher and higher. 

� Truth, Trust, Honesty and clear Intention are the factors that help him grow 

steadily but constantly. He never did wrong commitments. 

 

 

 

� 1985 - Mr. Khawaja Salah-ud-din established PND (Pak National   Distributors) 

in Bahawalpur first company of PND Group 

� 1985 - Unilever Retail Distribution in 40% geographies of Multan 

� 1987 - Nestle as handling agent for entire Southern Punjab 

� 1992 - Tariq Glass Industries (OMROC) 

� 2000 - Nestle Pure Life (drinking water) distribution in Lahore 

� 2005 - Retail Franchise of Shell Pakistan Ltd 

� 2006 - Handling Agents of Shan Foods Pvt Ltd & Young’s Pvt Ltd 

� 2007 - retail distribution of 40% Lahore through M/S Wali & Company (PND 

Group Company) for English Biscuit Manufacturers (EBM) Pvt Ltd. 

� 2007 - 08 Nestle Pure Life (drinking water) operations in complete Lahore 

� 2008 - Currently 40% Lahore is serviced through National Distributors (PND 

Group Company) for Nestle Liquid Products 

� 2009 - Asian Foods Pvt Ltd (Mayfair) as handling agent and retail distribution 

for entire Southern Punjab 

� 2009 - Unilever Retail Distribution in remaining 60% geographies of Multan 

� 2010 - Asian Foods Pvt Ltd (Mayfair) as retail distribution for Bahawalpur 

                   

-------------- 

Critical success factors: 
 

History: 
 


