RAKESH RANJAN                                                                             
Mobile:+91 9818587926. E-Mail:- rrakesh1206@gmail.com                                                                                           
Skype : rakesh01031. , 
Key Skills. : Sales, Marketing, Planning, Key Accounts Managements, Sales Forecasting, Business planning, Profit and Revenue Generation, after Sales Service Profitability, Budgeting, Business Area Management and Profit Business, Team Managements, Logistics and Distribution Managements
In quest of senior managerial assignments in the domain of Project Sales, B2B Sales, Business Development and Channel Management with an organization of high repute.

Professional Profile
CONA INDUSTRIES LTD.
(1st August 2015 to present)
Handling Products: Switchgear, Electricals (Switches Accessories), wires & Cables, Supported & Allied 
Expertise Territories: Delhi NCR, UP, Haryana, Punjab, JK, Nepal, Himachal Pradesh 
Business Module: B2C, B2B
CONA is a leading manufacturer of all types of Switches, Wirers & Cables, Wiring Accessories, Bells, Allied & Supported Products the workmanship of skilled workers and rapid business feedbacks.
Handling Business of 175 cr. in FY: 2016-17, Team Size: 24 Person Direct Reports.
As a Business Head:-
Market Penetration Drive Volume & Market
Share Growth in Low Market share Geographies
Product- Brand / Model Penetration improvement in the Region.
1. Target Setting - Monthly, Quarterly & Annual targets i.e. Wholesale, Delivery, Retail Sales, and Collection & SOM.
- Forecasting & planning through proper market knowledge i.e. Crops, Soils, Weather Conditions, Dealers Capability, Knowledge of Competition, Last year’s trend reading, etc.
- Ensure the Annual Targets through close monitoring / involvement on Daily basis. 
- To create new avenues for Business Growth.
2. Branding & Networking
- Area coverage through Dealer recruitment / replacement.
- Planning & execution of BTL activities like Competitive Demos, Product Launches & Sales Promotion.
- Dealer Infrastructure enhancement.
- Ensure adherence to Sales processes, policies & Marketing tools at all Networks (Dealerships etc.) 
3. Fund Management & Commercials
- Ensure rotation of Dealers Fund through Monitoring.
- Distributors / Depots Operations.
- Monitoring the reduction of Trade Cycle.
4. Training
- Ensuring skill development of Dealer manpower and provide required learning’s by identifying their areas of improvement through timely Reviews.
5. Team Management
- Promoting positive vibrancy between the Dealers manpower and motivate them.
6. Business Intelligence (Marketing & Product)
- Product placement as per customer requirement (Model Mix.)
- Competition knowledge and Counter action.
- Product Awareness 
- Customer Understanding
Bajaj Electricals Ltd. (Nov-2012 to31st July 2015)

Manager Sales (Delhi).
Handling Products : Fan, Geysers and Other Home Appliances.

Expertise Territory: Delhi NCR. Module: B2B B2C
The ' Bajaj ' group of India owes immense gratitude to their founding fathers whose vision and dedication over the years has greatly helped to build a business house that can set standards in Indian Industry.
Job Responsibilities: - Handling over there completes Area of western up for all products., Responsible for Office Admistration., Sales forecasting and Collection outstanding vs. Forecasting, Business Plan and Achivents yearly vs. Monthly., Sales Indent, logistics managements., Order Process Manage the MCL & MTL Recommendation. Business plan and MIS Generation. Handling 6 sales Person, Business manager and Area managers. Price planning, schemes, BTL Activities etc 

Accountabilities: - Handling Business of 58 Carore in fy-2013-2014, Successfully Implementation of TOC fy-2014-15,
1. Achieve sales &amp; collection targets -
 Achieve sales targets directly, through distributors, dealers, wholesalers, institutions and long arm sales personnel.
 Introduce new products & monitor sales of products regularly.

Ensure timely collection of payments.

 Execute the distribution plan of the territory.

 Accompany distributor sales personnel for order booking on a pre-determined cycle.
2. Manage channel partners -
Network  Expansion - appointment of new dealers & distributors.

 Maintain and nurture good business relations with distributors and retail trade partners and negotiate as per BEL terms.

Establish stock norms with distributors per market and ensure stocking levels and replenishment.

Monitor second sales of distributors and dealers.

Ensure Product merchandising.

Ensure timely settlement of claims of channel partners.
3. Competitor Analysis -
 Provide market information and feedback on competitor schemes / offerings to internal teams.

Collect data from market about market share, industry growth and consumer preferences.
4. Sales Administration -
 Provide product knowledge and on-the-job training to distributor Sales personnel.

 Provide monthly report on each distributor in the territory.

Ensure implementation of schemes by distributors.

 Implement Sales promotion campaigns, product launches, demonstrations, displays etc.

Regular visit to institution for Project Business.

Key Accounts Handling : Supertech, Gaur Residency, Mahagun Developers, TDI City, Kissan Sansar Bazar, Jagran Prakashan, Relexo footwear, CPWD, RIGHTS , Delhi Jal Board, Delhi Nagar Nigam etc…..

Khaitan Electricals ltd.: SEP’09 tO oct’2012

BRANCH mANAGER. 

W-up & E-UP, Uttrakhand.,
Handled Products: Domestic and Industrial Fan, Pumps and Submersibles, Kitchen an Domestic Appliances, Electricals Gas Geysers, Consumer Lightning (CFL, LED)

Business Module: B2B, B2C. Handled Turnover: 40 Cr. Area Expertise: UP – West & Uttrakhand

The Khaitan name is renowned for innovations as well which is reflected in the design of pioneering product concepts such as Fresh air fans, and models in the mini category. Now Khaitan is diversifying even further. Pumps, lights, home appliances, cables, wires and circuit breakers have been added to Khaitan's portfolio. Good quality, great performance and novelty in design are some of the assured features of any product from Khaitan.

Job Responsibilities: - Handling over there completes Area of western up for all products., Responsible for Office Administration., Sales forecasting and Collection outstanding vs. Forecasting, Business Plan and Achievements’ yearly vs. Monthly., Sales Indent, logistics managements., Order Process Manage the MCL & MTL Recommendation. Business  plan and MIS Generation. Handling team of 12 members in sales. Price planning, schemes, ATL –BTL Activities Done All the Marketing MIS Like Costing the sales and sales Administration, Supply Chain managements Area roots planning, Business Planning and outsourcing. Sales Support and business Developments, PJP Diversion, week Wise Sales Planning, Business Analysis and Budget Control etc.
Products Activities planning and Budget to the publicity.
Accountabilities:-

Success fully established 28 Distributors in W-UP India.
Sales achievements time of very Accountabilities short duration 140 %

Handling the Core team member of 10 Sales in charge of different Areas of W-UP & E-UP

Handling Over 10 Cr. of Business Monthly in W-UP & E-UP.

Opening of 20 Distributors area in in W-up For 
Revenue of Collection 95% within the Business Months.

Every Month Almost Cross the Business Growth.

Within the Duration Cross the business volume 4 Cr. To 10 Cr. Each Months AVG.
VIDEOCON INDUSTRIES LTD., Gurgaon: Sep’06– Aug 09
Designation : Deputy Manager, Business Module : B2B

Division : Kenstar, Area Expertise : Haryana and NCR. Products Handled : Consumer Appliances and Kitchen Appliances.

Videocon, the multi brand and multi facet group is a truly Indian multinational well rooted in multiple industries with a turn over of US$ 4 billion & more than 20,000 employees across the globe. We are India’s first company to successfully implement my SAP ERP version 2004. VIDEOCON group is an ever-revolving group continuing to set trends in every sphere of its activities the group enjoys an unassailable leadership position in consumer electronics and appliances industry.
· Played a pivotal role in formulating the marketwise and sales force wise sales planner.
· Instrumental in achieving the branch wise model wise and market wise sales.
Khaitan Electricals Ltd. (Feb 2001 to Aug-2006)

Area Sales Manager (Ghaziabad, WP.)

The Khaitan name is renowned for innovations as well which is reflected in the design of pioneering product concepts such as Fresh air fans, and models in the mini category. Now Khaitan is diversifying even further. Pumps, lights, home appliances, cables, wires and circuit breakers have been added to Khaitan's portfolio. Good quality, great performance and novelty in design are some of the assured features of any product from Khaitan.

Job Responsibilities: - Handling over there completes Area of western up for all products., Responsible for Office Administration., Sales forecasting and Collection outstanding vs. Forecasting, Business Plan and Achievements’ yearly vs. Monthly., Sales Indent, logistics managements., Order Process Manage the MCL & MTL Recommendation. Business plan and MIS Generation. in sales. Price planning, schemes, BTL Activities.
Accountabilities:- Handling Business of 4 carore in fy-2005-2006, Developing New Business Segments, Access business 6% to 84% within the short period of 6 months, Access collection ratio overdue 52% to &75% within Year, Successfully settled within short period 85 old accounts Out Standing.
InduSTrial Training



· Channel Rationalization at Ford India Ltd. for six months.

SCHOLASTICS



B.Tech. (Electronics & Telecommunication): Kanpur University in 1998.

IT Skills: Well versed with MS Office, SAP, and ERP & Internet Applications.
PERSONAL DOSSIER



Date of Birth:
12th  June, 1979.

Correspondence Address:
Flat No. 303 Plot No E-100, Om Vihar Ext. Matiyala Road Uttam Nagar New Delhi 110059
Driving License:  
Driving License Valid up to; 2028
Passport Details:
H 4839940 Delhi (Indian Passport valid up to 2019).

