
K.HEMAKUMAR
Mobile: +91 72990 48467, 93848 26631

MANAGEMENT PROFESSIONAL


Seeking senior managerial level assignments across the industry                      


PROFILE

1 Competent and diligent professional offering 13 years of well- honed experience in Regional Management/ Retail Sales & Marketing/ Procurement. Currently spearheading as Area Sales Manager, Indian Terrain Fashions Ltd, Chennai.
2 High caliber in creating, developing & executing innovative business development plans & strategies together with designing, consolidating & improving organizational processes along with the strong sense of Domestic Sourcing. 
3 Well-developed communication skills with reputation of unwavering accuracy, credibility and integrity. Proven track record in team management to consistently raise efficiency levels. 

CORE COMPETENCE

Process Optimization / Cost Rationalization  Requirement Analysis & Technical Specifications  Cost Control  Planning & Operations  Quality Control  Inventory  Manpower / Resource Management Consumer Safety Guidelines  Process Control  Performance Management  Training & Development  Event Management. 

PROFESSIONAL EXPERIENCE

1 I have over 10 years of experience primarily focusing on Sales - Operations / Store Management/ Marketing Management 
2 Business focused and proven abilities in closing positions within time and high-quality standards
3 Commendable exposure in New BTL ideas for the Ventures, TN.
4 Involved in Organisational process improvement initiatives by being part of the Management committee, Organisational Development Team.
5 Ability to interact effectively with cross-functional teams and excellent information analysing abilities.
6 Excellent communication skills with troubleshooting, problem defining and solving capabilities.
7 Consistent very good performances throughout academic career.
8 A keen planner, strategist & implementer with demonstrated abilities in devising concept activities and accelerating the business growth. 

AREAS OF EXPERTISE IN MARKETING

1 Process Optimization / Cost Rationalization 
2 Requirement Analysis & Technical Specifications 
3 Cost Optimization
4 Planning & Operations
5 Manpower / Resource Management Consumer Safety Guidelines
6 Process Control 
7 Performance Management
8 Training & Development
9 New store opening – projects
10 SOP Implementation & Audit.


ORGANISATIONAL EXPERIENCE 

Since May 11th 2018 with – Indian Terrain Fashions Ltd

As Area Sales Manager, TN, since May 11th 2018 till Date.

Responsibilities 

· Setting sales targets
· Maximising sales and profitability
· Providing your team with a stimulating and supportive environment
· Maintaining and increasing standards of customer service
· Driving team performance
· Controlling the training and development of your staff
· Tracking the NOB and ABV of each stores, and should have plan to increase the NOB as per the target 
· Monitor closely the Budget Vs Actual 
· Bench marking must be done every week and have a close track of the competitor’s price and offer
· Ensure customer satisfaction is maintained at the highest level in stores 
· Follow up with Projects, and supporting the franchise owners
· Need to source a New Property and Sourced property must be good vicinity profitable
· P & L must be submitted before the store opening process to the CFO and Zonal CEO for the approval


[bookmark: _GoBack]Since September 20th 2015 with –Future Retail Ltd, Tamil Nadu.  

As Area Manager, TN, since September 20th 2015 till May 2018.

Responsibilities 

· Managing, training and motivating existing sales team to drive revenue growth
· Develop and manage efficient distribution networks for sales
· Develop efficient and creative sales and marketing strategies for the assigned territory and target setting for the sales team
· Collecting customer and market feedback and reporting the same to the organization
· Monitoring sales team performance, analyzing sales data, periodical forecasting and reporting to Business Head
· Increasing business opportunities through various routes to market
· Collecting customer feedback and market research
· To meet Sales and Product Mix targets, encompassing the basic numbers as assigned in the business plan, to build up a profitable portfolio


Since September 09th 2012 with – Malabar gold Pvt Ltd, Tamil Nadu.  

As Sales & Marketing Manager, Tamil Nadu, since September 09th 2012 - March 2015.

Responsibilities 

· Budgeting the Marketing Campaign and implementing to improve the Sales and NOB
· Co Ordinating with the Advertising Agency and briefing about the Campaign executing it positively 
· Maintain proper reports and standards in TN stores as per market positioning of the brand 
· Monitor closely the Budget Vs Actual – Marketing 
· Tracking Competition regularly and stay ahead of competition in terms of marketing 
· Provide inputs to Regional Head on ATL and BTL  
· Coordinate with Sales on the timely execution of laid out plans and promos 
· Ensure replenishments from Corporate is done on time to avoid losing opportunities 
· Ensure customer satisfaction is maintained at the highest level in stores 
· Follow up with Projects, Regional Team on Store Changes / Maintenance 
· Ensure the marketing teams are trained as per the Training Calendar 
· Forecast employee movements and keep back up of trained teams 
· Participate in Staff morale building activities 
· Monitoring and appraising the performance of store staff in coordination with SM & ASMs and develop individual career plans.

Key Achievements

· Proved instrumentally business growth month wise from 4KG to 6.5KG inn Hyper.
· Proved Store Standards maintained by mixing both standalone concept with hyper concept
· Achieved Diamond counter as No 1 in Pan India and GCC.
· Achieved new benchmark of Avadi Exhibition by 1 Crore in 2 days Sept 13 and 14 2014.
· Achieved new benchmark in conducting Mini Exhibition in HNI residential apartment in 2013 - 2014
· Increase the T-nagar store grade from A grade to A+ grade in the year 2014



Since May3rd 2008 with RMKV Silks Pvt Ltd. 

As Assistant Manager (Marketing & VM) - since May 3rd 2008 to August 2012.

Responsibilities 

1. Complete in charge of the stores marketing and displays
2. Organizing and maintaining all functions of the Store
3. Maintaining Stores at international standard level at all times
4. Merchandise planning and Visual display arrangements
5. Space and Stock Management
6. Providing orientation to new staff 
7. Ensuring Zero complaint position on daily basis
8. Job allocation and Training staff on Key areas (Eg. Customer Service)
9. Updating Strategies on performance based on emerging trends & Changes in market
10. Planning & executing operation in line with company policies and procedures
11. Working towards achieving short term and long term goals of the company
12. Ensuring average sale per square feet to be maintained and increased by achieving in excess of targets.
13. Regularly Tracking competitive activities, customer needs, buying terms, offering useful and timely information to the Regional marketing manager and Managing Director.

Since May 2004 with Textile India  

As Senior Department Manager - since May 2004 to April 2008.

Responsibilities 

1. Display arrangement as per the Plan O Gram
2. Controlling staff attrition, action plan to achieve the target, daily reporting to the EOD to the SM., 
3. Proper stock capacity as the Sq Carpet area, coordinating with the inventory and merchandiser about the movable and non movable goods.
4. Organizing and maintaining all functions of the Store as per SOP
5. Maintaining Stores at international standard level at all times
6. Merchandise planning and Visual display arrangements
7. Space and Stock Management
8. Providing orientation to new staff 
9. Ensuring Zero complaint position on daily basis
10. Job allocation and Training staff on Key areas (Eg. Customer Service)
11. Updating Strategies on performance based on emerging trends & Changes in market
12. Planning & executing operation in line with company policies and procedures
13. Working towards achieving short term and long term goals of the company
14. Ensuring average sale per square feet to be maintained and increased by achieving in excess of targets.
	

TRAINING PROGRAMS/ WORKSHOP ATTENDED 

· Intership in Calai communication about Technical Specifications 
· Planning, marketing & Operations

EDUCATIONAL QUALIFICATION

· BFA Vis Comm., from College of Arts and Crafts, University of Madras university-2000 - 2004
· MBA HR., from Alagappa University Human resource – 2005 - 2007.
· ACHP from aptech 2004.
· Multimedia from USAB 2004

PERSONAL DETAILS

· Date of Birth: 3rd April 1982
· Father’s Name: Kirubakaran.G
· Marital Status: Married
· Nationality: Indian
· Languages Known: English, Tamil, Sanskrit, Hindi
· Email: hemakumark1987@gmail.com

Current Residential address: No-2 Periannan Street,
Royapuram - 600013, Chennai, Tamil nadu


I hereby declare all the information furnished above is true to the best of my knowledge and belief.


Place: Chennai
								                                                                                                            (K.Hemakumar)

