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Ravendra Kumar Jain 
( Sales Head – North with GM Modular pvt. Ltd ) 
Jain.ravendra@gmail.com
(M) 9810850528/ 8368093279 

Residence 16-D,Neelkanth Aptt. 46 IP Extension,Patpar Ganj, New Delhi-110092.Ph-011-42184457 

Summary 

B- Tech, PGDMM, Energetic Smart Professional with 25 +years rich knowledge and experience of Indian electrical industry and market. 

Experience 

1- Presently working with GM Modular pvt. Ltd
Sales Head – North
(From May 2017 onwards)

2- Immediate past 
Delton Cables
GM Sales and marketing at Delton Cables ltd.
(From April 2016 to May 2017)

3- -Maklite Bombay/Firefly LED pvt. ltd
VP Marketing for northern region 
Nov. 2014 to March 2016

4- Vice President Mktg. at Vardhman electromech  pvt. Ltd- 
Sept.2012 - Oct. 2014

5- Vice President Mktg. at Adhunik Switchgears pvt. Ltd- 
  	October 2005 – Sept.2012 (Appx.7 years) 

6- Head govt. sales at Indo Asian fusegear ltd. 
April 1996 - September 2005 (9 years 5 months)
 
7- Manager Channel sales at Autolite India ltd. 
September 1993 - April 1996 (2 years 6 months) 

8- Manager Institutional sales at Shriram Engineering Industries 
Nov.1990 - August 1993 (2 years 9 months) 

Education 
1- PGDMM, General Sales, Merchandising and Related Marketing Operations, IMT Ghaziabad 
 (Year1999 – 2000) 

2- Vocational and practical training in sales and marketing
Joseph Braysich-Sydney (Australia) (Year 1996-1997)


3- BTech Electrical 
Regional Engg. College (APS University) Rewa MP 
(Year1985 – 1990)

4- Govt. School near Gwalior (MP) 
Senior Secondary School education in Science
 (Year1985) 


Details of Experience 
1- Presently working with GM Modular pvt. Ltd.
Flagship company in the field of LT products Specially Switches and accessories having HQ in Andheri(W) Mumbai and 5 depots 2 regional offices and thousands of dealers all over the country.
Project vertical is dealt separately from HO but combined at regional level like one in north where I heads marketing deptt.
Product range varies for all household electrical like Switches, Switchgear, Wires LED lights and Automation.
I am having a team of about 35 executives’ branch managers’ managers’ asst. managers etc. handling a business of about 10 crore per month.
Market – Mainly Channel sales through dealers, distributors, super distributors etc. Separate team for Project vertical at Regional office Sec. -63 Noida.
Achievements/Highlights 
Started almost from Scratch, established the company depot, Started appointing dealers distributors etc. for channelizing product to market Appointed around 300 dealers around 25 distributors one super distributor and got 200% growth sales wise in last two years.

CTC- 23 lac annual
 
2- Immediate past - Delton Cables
1- Channel sales- All India through branches
2- Project sales – through Marketing with support staff
3- Liaison with the 
i- Govt Deptts such as DDA,DSIIDC,CPWD,PWD,MES
ii- Defence offshoots such as AFNHB,AWHO
iii- Railway offshoots- such as RITES,Rail Nirman,RCF,ICF,IRWO
iv- PSUs – such as NTPC,NHPC,Power grid
v- State Agencies – such as UPRNN,UPSKNN,Jal Nigam,Housing boards, Development authority,Nigams etc.
vi- Utilities – such as HVVNL,HSIIDC

4- Meeting Specifiers - Architects, Consultants, and Clients for Presentations to generate business opportunities and taking approvals for upcoming Projects
5- Meeting Prospective Buyers for expanding market base to develop new business avenues
6- Implementing company vision through business plans to achieve real time targets and meeting out long term goals.
Contribution in last 6 months – Inclusion of various telecom companies such as Bharti telecom, Indus tower, Shyam Indus, Nokia Siemens network, GTL infrastructure etc.Real estate companies – Such as DLF, Godrej Properties, Ansal Housing, Shobha Developers Supertech, Vipul infrastructure etc.
Infrastructure companies – Such as MKC infrastructure, Simplex, SPML, Punj Loyed L&T automation etc. 
Specifiers accorded – Such as VS Kukreja, Anand Hawelia, Prion Consultant, Ajay Kumar and Associates, AE com, Stup etc.
Contractors lined up- Such as Sterling Wilson, Godrej& Boyace, Bharat Electricals,
Orders bagged and lined up about 18 crore apart from regular existing business of company
CTC 18 lac annual

2- Recent Past with Maklite Bombay
 	VP Marketing for northern region 
Nov. 2014 to March 2016
Co. Profile -Flagship and pioneer company for LED products in India since 2008.Deals in indoor outdoor bulbs tube and all kind of fixtures for LED Having a large infrastructure at Vasai Mumbai turnover around 200 crores. 
Network all over the country
Job Profile- Sales and marketing development in North Appx. Sales Three crore per month (one crore for OEMs and two crore through channel)
3- Vardhman Transformers
Sept.2012 - Oct. 2014
Company profile – Vardhman group established manufacturer of transformers for over 20 years.mfg. upto 30MVA 33 KV in Jaipur Having large infrastructure
Responsibilities held 
Sales to solar developers /EPC people and direct clients

1- Govt. Business /Key Accounts – Such as EIL,HSCC,Indian Oil, Kribhco,Gail,PDIL etc.
2- Solar players - such as Lanco,Acme, Jakson,Rattan Solar(India Bulls), Tata Power, Vikram Solar ,Azure,Acme etc.
3- Govt. and Utilities – such as HVVNL,HSIIDC, UP Jal Nigam, UPRNN etc.
M/S Adhunik Switchgears pvt. Ltd.(Delhi) 
October 2005 – Sept.2012 (Appx.7 years)
Company in the field of electrical products mfg. Switchgears ,Panels & Allied components and finished 
products. Company has Manufacturing base in Delhi & Haryana. 
Responsibilities held 
•Business strategy formulation 
•New product developments 
•Media and promotional activities planning 
•Pricing strategy formulations 
•Channel management(dealers/distributors/Agents/liosione rs/retailers) 
Achievement Created strong team of professionals, introduced advanced products, created USP for 
the company and today company is known for its innovative approach having a strong presence in the 
govt.& Institutional 
Electrical Market. 
Highlights of the career stint 
• Got National award from Honorable president of India. 
• Represented in Dhaka Chamber of Commerce and industry from MSME 
• Built strong team of professionals 
• Business volume risen from 2Crore per annum to 2 crore per month 

Some of the prominent works with 
Central Govt. Ministries- MoH&FW ,Ministry of defense,Ministry of railways, 
Central Govt. Premier construction agencies-CPWD, MES, Air Force, DGMAP, AFNHB, Various 
zonal chief Engineers of MES 
Railways- Northern Railway,EC railway,Eastern Railway,NE Railway,Railways offshoots like 
IRWO,IRCON etc. 
Delhi Govt. Departments-DDA, MTNL, MCD,NDMC 
Other Central govt. Departments/Agencies-ESIC, Prasar Bharti,BSNL,Navodaya Vidyalya Samiti 
Consultants & other construction agencies -Meinhardt Singapore,Dorsch Rites,PDIL, NBCC, 
Utilities- Jharkhand electricity board,MP electricity Boards ,Punjab electricity board etc. 
Uttar Haryana/Dakshin Haryana Vidyut vitaran Nigams 
Universities/Hospitals–JNU,Chaudharu Charan Singh University Hissar,MDS university 
Rohtak,Meeruth University Meeruth, Lucknow University Lucknow ,AIIMS Delhi,All central and state 
run hospitals in Delhi,PGI Chndigarh,PGI Lucknow, Sawai Maansingh Hospital Jaipur State run Public works departments – 
PWD Delhi, PWD Uttaranchal, PWD Haryana, PWD HP,UP PWD ,PWD Jharkhand,MP PWD,PWD 
Rajasthan,PWD Punjab,PWD Gujrat 
Other State run agencies 
Haryana,- HUDA,PUDA,Haryana housing board,Bhakhra beas management board, 
UT Chandigarh,Pwd Haryana Punjab 
UP- Awas Vikas,UPRNN,UPSKNN,UP Jal Board ,LDA etc.
Rajasthan -Housing board Rajasthan,RSRDC, JD KMPDA-Kolkata,Bhubneshwar Development 
Authority Bhubneshwar 

Year 1996-2005
M/s Indo Asian Fusegear Ltd. Noida
Major Experience –Govt. &Channel sales 
50 Years old company having leadership in Switchgear trade. 
Visited all over India for Network establishment.Enlarged distributor network substantially for 
companies’ lighting business OEM and industrial business. 
Last position held-Manger marketing-Govt. Sales 
Earlier position-manager –business development & Channel sales 
With rigorous efforts could make way to have various prestigious approvals viz – 
 MNES Certification/Certification from BHEL/Certification from CEL 
 Certification from PUSA for CFL/Registration with DGS&D 
Registration and approval from various NODAL agencies in different states and union territories 
working under Ministry of Non Conventional Energy Sources some of them are 
 HREDA (Haryana Renewabl Energy Development Agency) /PEDA (Punjab Energy 
Development Agency)/NEDA (Non Conventional Energy Development Agency of Uttar 
Pradesh) /ANERT (Kerla) etc./REIL (Rajasthan) And of late/UREDA (Uttaranchal Renewabl 
Energy Development Agency)MP Urja Vikas Nigam Ltd. 
Created strong base of OEM customers & network of agents for DGS&D business 

Year 1993-1996
M/s Autopal Inds. Ltd. Jaipur,
Major Experience –Channel sales 
Leading Automobile Lamps company, Incoperated CFL, Halogen Lamps and their luminaries in the Year 1992. Group manufacturing facilities in Rajasthan & Haryana, having offices & representatives all over 
India.Established Strong Dealer Distributor Network in Northern & Eastern Region for Electrical lighting 
Products .Three Major Distributors Established in Delhi 
Wholesale Markets LikeBhagirath Place Catering dealers of All over India specially Northern India & 
satellite markets like Kolta (Delhi;s next wholesale market mainly catering to South Delhi & Faridabad) 
were established.Other northern territories such as Haryana, Punjab, Chandigarh, Himachal, J&K were 
also established 
Shriram Engineering Industries Delhi Year 1990-1993 
Major Experience –Institutional sales 
4000 crore Sardan Shriram Group Territory head- Northern Region Group consist of Shriram Electricals, 
Hytech Cooling Tower, Shriram Finance & Chit Funds etc. Dealing 
in various products mainly Mtl handling & control Equipments. 
Isolated the product Category and marketed portfolio wise – overall sale increased substantially, 30% 
increase registered.Opened new Channels for different product groups-Got wide appreciation from 
regional heads as well as national heads.Developed Excellent rapport with Industrial Agents / 
Distributors.Teritory comprised Rajasthan, J&K, Chandigarh, & Delhi NCR. 
Major Inds. Covered MUL, Eicher Tractors, Escorts, Benett & Collman, Delhi Press, Jindal Inds. Prakash 
Pipes, Simmco, RIICO Inds, Elofic Filters, Triveni Engg. Danfos Inds. HLL, Britania Inds. Modern 
Foods, Kwality Ice Cream, Jindal Photo Films, BHEL, IOCL, EIL, GAIL, RCF Kapoorthala, DCW 
Patiala, ITI Nainee (Allahabad) etc. DLW Varanasi, Northern Railway, Baroda House, AAIL, ENC, MES, 
CPWD, PWD,DSIDC,MCD,NDMC etc. 


Extracts of the career duration 25 + years 
1-In-depth understanding of Electrical business in India 
2-Strong skills in business strategy formulation 
3-Experience in managing all territories in India specially Northern & eastern zones. 
4-Handled different segments of Indian market -mastery in Govt. business and 
channel sales 
5-Experience of developing different distribution channels and enjoy close business 
relationships with Dealers, Distributors C&F Parties. 
6-Good interaction with project consultants, specifiers, builders Contractors. 
7-Experience in back office marketing strategy formulation and promotional activity 
planning for Audio visual advertising & publicity and public relations. 
8-High degree of self motivation and motivational skills to motivate others i.e. peers 
and customers. 
9-Provide all out support & leadership to the sales & marketing team. 
10-Strong techno-commercial skills & capable of converting small leads to the good 
business proposition to the company. 
11-Manage change quickly & constructively. 12-Commands respect in the Electrical industry. 
13-Good Analytical power, excellent strategist, believes in execution with a practical 
approach ,long lasting relationships in electrical trade. 

Groups and Associations: 
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• ABB Network [image: ]
• Electrical sales engineers /International Sales & Marketing Managers 

• Member JITO (Jain International Trade Organisation) 
• Member Institution of engineers 
• Local RWA member 


Honors and Awards 

MSME-National award from president of India. 
CPWD Visiting faculty for training at RTI-Regional training institute- east Block RK 
Puram. New Delhi 
Representation for India in MSME at Dhaka Bangladesh 
May 2007 to June 2007 

Publications 
China impact on Indian electrical industry Mid Day News Delhi 
Authors: Ravendra Kumar Jain 
A comprehensive study of changing environment in terms of production, quality and 
competitiveness worldwide. 

Regulation on govt. exchequer 
Mid Day news Delhi 
Authors: Ravendra Kumar Jain, 
A brief on how govt. facilitate to ministers and their staff is used. After which the than State 
agriculture minister Mr. Thomas took special measures to regulate Govt. funds. 
Courses 
Independent Coursework 
Study of consumer behavior in different segments and regional impacts on sales 
How psychology governs sales 
Projects 
Representation in MSME at Dhaka bangladesh 
May 2007 to June 2007 
Members: Ravendra Kumar Jain,Parmod Jain MSME India 
High level meeting and coordination in which top and middle level electrical industry of 
Bangladesh has been created by Bangladesh Govt. For creating and implementing a conducive 
environment to implement reforms and to establish local industry in competitive environment as 
against powerful competition with multinational companies. 
Skills & Expertise 
Microsoft Office/Microsoft Excel /Microsoft Power point 
Product Development/Project Management/Strategic Planning/Negotiation 
New Business Development 
Fluent in Hindi & English languages 

Personal information 

DOB 10 August1968 
Age 50 years
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