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Story #: 5 

Title:  First order from JLL  

Level:  Area Sales Manager (ASM) 

Rajesh is ASM, Lighting Projects and based out of Chennai for the Southern Region. 

XYZ received an order from JLL (Jones Lang LaSalle), a leading facilities company, for their 

client Prochant, an IT company.  

The odds were stacked against XYZ. First, there was no existing relationship and the effort had 

to start from scratch. JLL perceived XYZ to be less strong compared to competitors such as 

Wipro and Philips. Second, XYZ was not in the approved list of JLL.  

Rajesh took up this challenge and was committed to make the deal happen. He resolved to 

ensure that JLL becomes XYZ’s repeat client and that became his driving force.1  

After being turned away by security several times, he was finally able to make connection in 

his fifth attempt in their Chennai office. He then started interacting with them via regular 

visits and frequent emails. His perseverance paid off when after 20 trips in two months, he 

won the project with sample approval itself taking up 5 visits.2  

He spent time and effort to understand the trend of Lighting in IT companies. Normally, soft 

lighting is preferred over bright ones. In that, the illumination or lux level is lower which is 

soothing to the eye and does not cause headache. This insight helped him suggest the right 

sample (2 by 2 linear fitting).3 

Also, lead times typically are lower in IT companies (~2 instead of usual 4-5 weeks). Rajesh  

ensured delivery by proactively checking all branches for stock since shipment from factory 

would have taken longer and once he found it was available in their Jalandhar branch, he 

continuously followed up to ensure on-time delivery.4   

The scope for XYZ was limited to supplying the lighting products. However, Rajesh went 

beyond that scope and worked round the clock, including weekends to meet the installation 

deadline. He took proactive and novel steps to do this e.g. trying to convince a shop to help 

with a PLC grinding job on a Sunday.5 

This project opened the door for larger deals with JLL and other marquee customers. 

Demonstrated Behaviours:  

1. Personal Leadership: Develops a clear personalised vision for own work area. 
2. Personal Leadership: Collaborates with stakeholders to relentlessly achieve the vision. 
3. Innovation: Understands consumer, employee & stakeholder needs through data and 

frequent interaction. 
4. Execution Excellence: Responds fast to provide quality solutions for customer, 

employee and stakeholder’s needs. 
5. Execution Excellence: Executes the plan flawlessly and delivers commitment as per 

timelines. 


