Lisa-Marie Clement

Woonsocket, RI 02895 nl7650@r.postjobfree.com
O B J E C T I V E
To obtain a position which best utilizes my extensive and confident leadership, interpersonal, and proficient managerial skills to enhance organizational growth.
Q U A L I F I C A T I O N S
Nineteen years experience in a Regional Manager District. SManager/Divisional Sales Manager/General Manager position. Completed Dimensional Management Training and Interpersonal Development Training workshops. Strong customer service background.
W O R K H I S T O R Y
Honey Farms Inc.
District Manager, District 4, MA Jan 2009-Present
Responsible for ten stores and 15.0 million dollars in sales revenue. Proficient in P&L reporting and analysis. District currently running at +11% over sales plan. Shrink currently running at .65% on the year, company target 1.5%. YTD labor budget -2.5% to plan. Have food service experience, manage Honey Dew Donut concepts within our locations. Certified in food safety handling February 2009.
Oversee two Store Manager Trainers within district. Currently running with no openings at the Store Manager level. Involved in forecasting labor, sales, and inventory budgets. Responsible for planning inventory assortment and flow for floor resets. Work closely with Marketing, HR, and Training Team to achieve results.
Hallmark Corporate Retail
District Manager, Region 5, RI, MA Oct 2007-Jul 2008
Responsible for $12.0 million of sales revenue. Accomplishment in 2007 - the District was 14% above budget, and 12.6% comp to LY. Increased customer service score to company target in 2008. Lead a team of 14 Store Managers and one Training Store Manager. Work closely with Regional Manager, HR support, and Merchandising support. Involved in staffing, labor budgets, P&L statements, planning store sale events, opening new stores, forecasting sales budgets, and setting floor plans. District hit labor budget in 2007 as well as 2008.
Yankee Candle Company/Retail
District Manager, Region 1, CT, MA, VT Feb 2005-Oct 2007
Responsible for $15.0 million of sales revenue.
Accomplishment in 2006 - the District was 9% above budget, and 7.1% comp to LY, therefore increasing profit projection by $1million+
Lead a team of 13 Store Managers and one Visual Training Manager
Work closely with Regional Director, VP of Sales, and Sr. VP of Sales. Direct contact with Merchandising, Marketing, Human Resource and Visual Directors.
Involved in staffing, labor budgets, P&L statements, planning store sale events, opening new stores, forecasting sales budgets, and setting floor plans.
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LEGO Systems, Inc./Brand Retail
Regional Operations Director, Enfield, CT Oct 2003-Feb 2005
Responsible for $25.0 million of sales revenue. Oversaw entire east coast retail store operation.
Worked closely with Merchandising, Marketing, Human Resource, and Visual Directors.
Involved in planning store sale events, forecasting sales budgets, setting floor plans, staffing plans, and labor budgets. Worked directly with Vice President, District Manager, and led a team of fifteen Store Managers. Opened four stores and planning a $2.0 million remodel at Disney location in 2005.
Lord and Taylor Department Stores
General Manager, Manchester and Meriden, CT Sep 2002-Oct 2003
Responsible for $21.0 million of sales revenue.
Staff director of all sales staff, management, and senior management.
Financially responsible for stores earnings, profit loss, hours usage, and budgets.
Leader of customer service program. Taught recognition classes and open forums. Involved in direct marketing, sales analysis, and promotional efforts.
Lord and Taylor Department Stores
Divisional Manager, Schaumburg, IL, & W. Hartford, CT May 1999-Sep 2002
Responsible for $18.5-$20.0 million dollars of sales revenues.
Assisted General Manager in merchandising, executing guidelines and signing. Was a trainer in selling technique classes for associate population.
Worked closely with management team, developing merchandising and human resource skills.
Lord and Taylor Department Stores
Area Sales Manager, Rochester, NY Feb 1997-May 1999
Responsible for an increase in sales from $3 to $4 million dollars in sales revenue.
Developed several executive trainees promoted to sales managers.
Helped assist in new store setups, hiring, and training new associates.
Aggressively merchandised floors, enhancing sales and responded to opportunities proactively.
Leather Limited
District Manager, Rochester, NY Aug 1992-Feb 1997
Responsible for overseeing seven stores located in upstate New York and northern Pennsylvania.
Increased sales revenue in district from $7 to $8.5 million.
Worked closely with managers and associates to create a sales driven Available upon request.
team.
Interviewed, hired, and trained both managers and assistant managers.
Collaborated with corporate merchants on deciding merchandise assortments and “trends” for upcoming buying trips.
E D U C A T I O N
State University of New York, Brockport, NY
Bachelor of Science, Retail Business Management
R E F E R E N C E S

