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CAREER SUMMARY



A dynamic professional with experience of 11 years in Retail, Business Development and Client Relationship Management.
Experienced   in increasing sales revenues, developing profitable and productive business relationships, coordinating with decision-makers, building an extensive client base, and market development. 

Understanding in charting out sales strategies and contributing towards enhancing business volumes & growth and achieving revenue and profitability norms. 

Possess excellent leadership, relationship management & analytical skills.
PROFESSIONAL SCAN
Area Sales Manager-Kerala: Channel Management: Spacewood Furnishers Pvt Ltd 
 
20th February ’2012 to 30th November 2014. India

JOB RESPONSIBILITIES:
•Identify, recruit and on-board new channel partners within assigned territory.

• Maintains pricing, discount and rebate details Appointment of Distributor &Dealer.

•Communicate up-to-date information about new products and enhancements to partners.

•Evaluate partner sales performance and recommend improvements.

•Develop positive working relationship with partners to build business.

• Regularly monitors the orders taken by the sales executives. In case of non-achievement of sales target,                                                    takes appropriate measures. 

• Positions new product line/brand/SKU in the assigned sales zone/markets by direct interaction with key retailers and through sales executive channel and keeping track of the process 

• Collects documents and forwards to Sales commercial for verification and creation of Dealer account in SAP Develop and Implement Field Promotion Plan

 • Identifies promotion activities for month/year, allocates budgets for promotion activities, and prepares promotion and activities calendar

• Confers with Vice President – Sales & Marketing in defining annual business plan for the sales function based on the defined corporate strategies. 

•Address partner related issues, sales conflicts and pricing issues in a timely manner.

• Translates the annual sales plan into quarterly and monthly, weekly operational plans and develop, on a regional scale, sales targets and volume goals for each product/brand, in conference with the Zonal Manager

 • Receives finalized Sales Plan, compiles and communicates to Field executive 

• Analyzes, documents and receives Purchase Orders

• Takes aging report from System for ensuring timely collections

• Ensure collection within credit period as per company policy

• Manages customer complaints and ensures issue resolution 

• Prepares regularly daily / weekly and monthly activity reports and suggests appropriate improvements to field executives

 • Provides leadership, motivation and control so that the Field executives work as result-oriented and well-motivated team 
Department Manager: Retail Operations: Future Value Retail Limited 
20th December 2008 to 30th June 2011.     Trivandrum-Kerala, India
Key Deliverables:

Managing Staffs: Supervise the employees working in their areas and help to plan shift schedules. 
Merchandising and Maintenance: Organize and maintain store merchandise according to the merchandising layout plan, also known as a planogram. 

Hitting targets and implementing strategies to improve sales :  Responsible for monitoring sale numbers.

Inventory Control:  Responsible for checking-in merchandise and logging invoices per store operating procedures.

Customer Service : Taking care of customer service including handling queries and complaints

Training:  Training staffs to stock merchandise handle discards, engage customers to take special orders.

And overseeing the daily operations of part of the store and report to category head / store head…
Showroom Manager: Damro Furniture Pvt Ltd. ( South India’s Largest Furniture Retail Chain) June 2006 to December 2008, Trivandrum -Kerala, India

Key Deliverables: 
Responsible for the day-to-day operation of the showroom...

Ensure promotions are run accurately and to the company's standards.

Make sure that staffs are all working towards the target for the day and that excellent customer care standards are met at all times.

Managing and motivating the team to increase sales and ensure efficiency;

Managing stock levels and making key decisions about stock control;

Analyzing sales figures and forecasting future sales;

Analyzing and interpreting trends to facilitate planning;

Using information technology to record sales figures, for data analysis and forward planning;

Dealing with staffing issues such as interviewing potential staff, conducting appraisals and performance reviews, as well as providing or organizing training and development;

Ensuring standards for quality, customer service and health and safety are met;

Resolving health and safety, legal and security issues;

Responding to customer complaints and comments;

Organizing special promotions, displays and events;

Attending and chairing meetings;

Touring the sales floor regularly, talking to colleagues and customers and identifying or resolving urgent issues;

Maintaining awareness of market trends in the retail industry, understanding forthcoming customer initiatives and monitoring what local competitors are doing;

Initiating changes to improve the business, e.g. revising opening hours to ensure the store can compete effectively in the local market;

Maintain excellent relations with clients to generate avenues for further business.

Showroom Manager: Bright Furniture Mart. ( Dealer of Godrej & Boyce Mfg. Co.) Trivandrum -Kerala, India               May 2004 to June 2006, 
Key Deliverables: 

Responsible for personnel management, merchandise selection and presentation and store operations.

Interviewed, hired, trained, mentored, coached and evaluated performance of hourly associates.

Handled sales tracking and reporting, inventory control, and employee payroll.

Established sales goals, managed budgets and devised sales forecasts..

Managed all aspects of merchandising, window displays, and stocking,

Maximized sales and profitability of assigned areas through execution of company programs..

Ensured excellence in customer service and resolved all problems at the store level.
SCHOLASTICS
Bachelors of Commerce (B.Com)  2004.

From KERALA UNIVERSITY, KERALA, INDIA 
Pre-Degree Certificate in 2001
From GOVT.ARTS COLLEGE,TRIVANDRUM, KERALA, INDIA
SSLC  1998
From GOVT. MODEL BOYS HIGH SCHOOL, KILLIPPALAM, TRIVANDRUM, INDIA
TRAININGS ATTENDED
STORE GURU Training Programme at Future Value Retail Ltd

IT FORTE
Basics of computer

: MS-Office- MS-Word, MS-Excel, & MS-Outlook .
Operating System 

: Windows 98, 2000, XP, 
Packages Known 

: Tally, Dac-easy 
