Rajender Singh Khichi

Present Address:

Mohan B 619,
B.J.S Colony, Jodhpur

Ph. No. (0291) 2538578

Mobile No: 9460674216
Email id: khichibanna@yahoo.com
Objective
Seeking middle managerial assignments in Sales & Marketing, Business Development; preferably in a dynamic growth oriented organization of repute.

Professional Qualification
Master of Business Administration (M.B.A.) from F.M.S.(Faculty of Management Studies),  Udaipur. (2000-2002).

Specialization: Major: Marketing, Minor: Finance.

Educational Qualification
B.Com from J.N.V. University, Jodhpur (1997-2000).
Professional Experience

Working As a ABM with Microtek International Pvt. Ltd from ( 22nd July 2017- Till Date) at Jodhpur. 
( From 22nd July 2017- 31st May 2018 at Udaipur)

( From 1st June 2018- Till Date at Jodhpur)

Company Profile:  The company is the country’s Largest Power Products manufacturer having products like Offline Interactive UPS, Online UPS, Digital and intelli pure sinewave ups such UPS EB/ UPS E2+ and Hybrid UPS 24 x 7, Stabilizer, Solar Products range, wire etc.
Job Profile: 

Sales Management: 
· Spearheading the complete business operations for Jodhpur Region   including 6 Districts.
· Planning of sales objectives & monitoring the sales to achieve pre-set sales targets.

· Initiating market research; collect, collate & analyze market/ competitors data & trends.

· Driving business growth through development & penetration of untapped market.

· Formulating and implementing innovative selling strategies as per the prevailing market trends.

· Formulating budgets, projections for the territory annually/quarterly/monthly and effective implementation of the same.

· Achieve the objective of sales, collection targets with clear focus on 'premium price realization.'

· Monitoring accounts/ cash-flows/ receivables, i.e. credit controls management.
· Communicating company policies effectively in order to stream line the flow of business.

· Executing sales promotion activities in order to generate demand.

· Handling collection, collation, analysis and presentation of competitive market information.
· Appointing distributors and Dealers  in new / existing territory in order to enhance volumes and market share.

· Focus on Increasing the Volume of High Value Products to increase the profitability of the Company and monitoring to achive  the all Products Range target.

· Monitoring the After Sales Service activities to increase the Customer Satisfaction in the market.
Worked As a Area Sales Manager with Exide Ind. Ltd at Udaipur from (22nd Aug 2012 – 21st July 2017)

Company Profile: The Company manufactures the widest range of storage batteries in the world. The Company has seven factories located across the country. It is one of the largest manufacturer and exporter of batteries in the sub-continent today. Exide is only one company which provides Submarine batteries to Indian Navy.
Key Profile:
· Spearheading the complete business operations for Udaipur Hub including three depots- Udaipur, Bhilwara, and Kota.
· Responsible for achieving sales targets Primary & Secondary through effective planning and implementation of sales strategies.
· Managing stock requirement forecast, existing Dealers & Distributor management, inventory controls and liquidation.

· Motivating, leading, assisting and directing a team of sales personnel in order to achieve company's sales target and planning & implementing sales promotion activities to sustain and improve brand visibility.
· Communicating company policies effectively in order to stream line the flow of business.

· Executing sales promotion activities in order to generate demand.

· Handling collection, collation, analysis and presentation of competitive market information.

· Overseeing execution of logistics such as C&F activities, inventory control and purchase order.
· Appointing distributors in new / existing territory in order to enhance volumes and market share.
· Tie-up with Major O.E’s dealer to enhance the customer service and satisfaction.

· Organising the various promotional scheme like service camp, free check up camp, mechanic meets to enhance the brand visibility in the market as per the annual promotional calendar.
· Tie up with OEM like Automobile dealer- two wheeler/four wheeler/ tractor dealers to provide the sales & service to the customers.

Achievements/Projects:
· Successfully handled the assignments of Rs. 42 Crore (2012-13) & Rs. 56 Crore (2013-14) annually in last financial years.

· Instrumental in penetrating the interior markets & expanding the dealer network.
Worked as Area Sales Manager at Asian Paints Limited, from :( 31st Jan.2005-21st Aug 2012)
31st Jan.2005-22nd March 2006          : at Vadodara ( Guj.)
23rd March 2006- 31st Dec, 2011      : at Jodhpur     ( Raj.)
1st Jan. 2012- 21st Aug 2012
            :  at Vadodara ( Guj.)
Company Profile: Asian Paints is India's largest paint company with six manufacturing locations and over 70 sales branches spread across India and ranks among the top ten decorative coatings companies in the world today. 1968. The Company is an Indian Multinational with an established presence in 23 countries. The company has an enviable reputation in the corporate world for professionalism, fast track growth, and building shareholder equity.

Job Profile:

Core Competencies
Business Development: 

· Exploring potential business avenues; developing and implementing result oriented plans for achieving predefined targets. Monitoring competition and devising effective counter strategies. Developing schemes for accelerating enquiries at the local level. Evolving market segmentation & penetration strategies to achieve targets.

Key Account Management: 

· Initiating and developing relationships with key decision makers in Corporate (purchase) & Govt Depts for business development. Assessing requirements & conducting negotiations for delivering need based products to Key Clients.

Channel Management: 

· Identifying and networking with financially strong and reliable dealers and channel partners, resulting in deeper market penetration and reach. Evaluating performance & monitoring channel sales and marketing activities. 

Client Servicing: 

· Ensuring customer satisfaction by achieving delivery & service quality norms. Maintaining cordial relations with customers to generate additional business and encourage retention. Focusing on the maximization of client satisfaction levels through prompt redressal of queries & grievances.

Sales Management: 
· Sales Management Effectively planning, arranging stocks and supervising go down activities.

· Planning of sales objectives & monitoring the sales to achieve pre-set sales targets.

· Initiating market research; collect, collate & analyze market/ competitors data & trends.

· Driving business growth through development & penetration of untapped market.

· Formulating and implementing innovative selling strategies as per the prevailing market trends.

· Formulating budgets, projections for the territory annually/quarterly/monthly and effective implementation of the same.

· Achieve the objective of sales, collection targets with clear focus on 'premium price realization.'

· Monitoring accounts/ cash-flows/ receivables, i.e. credit controls management.

· Working knowledge on ERP Package SAP
Achievement/Projects: 

· Successfully handled the assignment of Fifty Six crores turnover in wholesale segment.

· Instrumental in penetrating the interior markets & expanding the dealer network.
· Instrumental in increasing the sales growth of the branch by 22% in 2009, 28% in 2010, 25% in 2011.
· Achieved the individual Annual target in 3 months only in the year 2005-2006.
Joined as TSI and then promoted to sales offer,Sr. sales officer and as ASM.
Worked as Sales Officer in JK Lakshmi cement from (1st Sep 2002-30th Jan. 2005) at Jodhpur (Raj.)
Company Profile: Lakshmi Cement, member of the prestigious JK Organization and a division of JK Corp Limited, is a blue chip company with an annual turnover in excess of 460 Crores. Lakshmi Cement, comparable with any of the best cements in the world market, has carved a niche in India as the symbol of quality, consistency and customer satisfaction.

Core Competencies

Strategic Management:

· Planning and executing strategy and market plans to achieve the Sales Forecast and Business Development.

· Assisting the Sr.Manager for complete business operations with accountability for profitability.

· Forecasting monthly/annual sales targets & executing them in given time frame.

· Actively involved in business planning/ analysis for assessment of revenue potential.

Sales & Marketing:

· Planning of sales objectives & monitoring the sales to achieve pre-set sales targets

· Design & implement marketing activities, for enhancing brand visibility/ coverage & reach.

· Initiating market research; collect, collate & analyze market/ competitors data & trends.

· Regularly conducted dealers, masons, customers', builders & architects meets to Increase/retain market share by educating channel influencers.

· Driving business growth through penetration of new market segments.

· Effective receivable management and ensuring cost effective distribution structure.

Distribution/ Channel Management:

· Develop and sustain the existing network and effectively manage the supply chain.

· Expand the dealer infrastructure and appoint new partners in untapped markets.

· Develop and maintain the dealer/ distribution/ retailer network and monitoring their performance for the enhancement in sales.

· Achieve Business Targets in the designated territory via the existing dealer network, identifying new opportunities for growth.

· Monitor distributor performance & ensure optimum sales/business.

· Maintaining inventory at dealers end for ensuring seamless delivery of goods to customer's.

Relationship Management:


· Develop and Sustain Key Accounts for business development and achievement of targeted sales.

· Focus on customer satisfaction by handling customer feedback.

Key Account Management:

· Identifying key/institutional accounts and strategically secure profitable business.

Achievement/Projects: 

· Successfully handled the assignment of Six crores turnover in Institutional segment.

· Instrumental in penetrating the interior markets & expanding the dealer network.

· Instrumental in increasing the sales growth of the company by 20% in 2002, 50% in 2003 & 40% in 2004 in the territory.

Computer Literacy: 

Windows98, MS Office and very well conversant with Internet.

Extra Curricular Activities N.C.C. C Certificate holder.

Personal Profile

Date of Birth

: - 18th Oct. 1980

Fathers Name

: - Mr. R.S. Khichi

Hobbies

: - Organizing Events, Traveling and playing Cricket.
Reference

Available on Request.


