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About

xesult oriented Lrofessional pitR evLerience in .arious leadersRiL roles pitRin 
retail and pRolesaleb Demonstrated evLertise in sales, retail oLerations, 2rand 
management, and strategic Llanningb During last 1T years E Ra.e constant career 
groptR from Cerritory Sales xeLresentati.e to Aountry Manager at Nmer SLorts, 
Hike, wF AorLoration, hren Perakende pRicR are pell knopn, RigR Lerforming 
comLonies, true leaders of tRe industryb Pro.en a2ility to lead teams, negotiate 
pitR key stakeRolders and dri.e successful 2usiness oLerationsb 'olds a MasterBs 
in Ousiness Ndministration and hngeneering di.erse skill set ranging from retail in-
dustry management to EC skills, including data analytics and e-commerce evLertiseb

OxNHDS WKxUhD WEC'

NI|F SPKxC hren 'olding Hike wF Wilson SLorting Goods

Experience

Retail Operations and Planning Advisor
NI|F SPKxC J 4ul T0T3 - Ho. T0T•

( hnRancing KLerations and Iogistic Lrocess zimLlemented sRort codes 
and oLtimi)ed Lroduct deli.ery Lrocessj 
( EmLlemented AReck Iists 
( EmLlemented daily team meetings zto evLlain targets, RigRligRt 2ullet 
Lointsj 
( Nd&usting Stores MercRandising and Ha.igation zOased on consumer 
&ourneyj 
( Presenting xetail Aalendar zOased in Sell-Kut, SLeed of Sales and Stockj 
( EmLlemented Hep Store ScRedule z2ased on tra%cj 
( EmLlemented xetail Store Planning 2ased in xetail Sales Plan and PYI

Brand Director of SuperStep business
hren 'olding J Kct T0T0 - 4an T0T3

( Nccounta2ility for 35 Stores across tRe country, Kn-Iine and Market-
Llaces 
( Managing Planning, xetail, Marketing zincl h-comj and xetail Marketing 
teams 
( ARange z2ased on evLeriencej aLLroacR and Lrocesses in Lroduct and 
retail Llanningb 
( ARange distri2ution matriv 2ased on deeL num2ers and consumer 
analyses 
( Iead Ouilding of Aonsumers 4ourney inside tRe storeb 
( NcRie.e 5T: 8CD groptR in Het Sales, CriLle digit in Gross ProVt and 
Dou2le Digit in xetail UPE 
( PreLaring and EmLlementing 1-3-5 years Strategies 
( EmLlement xNAE Model zdescri2e or cRange resLonsi2ilities for eacR 
team mem2erj 
( EmLlementing Hep Moti.ation System for Planning and xetail Ceams 
2ased on tRe main goals of tRe 2usiness 
( IauncR SuLerSteL PeoLle Lro&ect zto create tRe 2rand .alues and 
cRange tRe mentality of tRe hmLloyeesj 
( Ieading all Hep KLenings and xeVts 
( Ieading SuLerSteL WRole Sale zopn 2randQ Iacoste and Diadoraj and 
MarketLlaces zWild2erries, Iamoda, K)on,j

Sales Director (Brand Director)
wF J May T01" - Kct T0T0

( Managing 4eans Wear Ousiness in xussia, 2otR from Sales, KLerations 
and Orand PersLecti.e 
( Managing Ceam of 5 sales evecuti.es, 1 assortment Llanner and 1 retail 
marketing manager 
( |Lgrade forecast Lrocess including Aancelations, xeturns, Markdopn 
Planning etcb 
( Cracking and evecute MontRly-quarter-8early SRiLments zforecast and 
deli.erj 
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( De.eloL and EmLlement Hep Distri2ution Strategy zEmLlement Ciering 
and Nssortment Dea9erentation inside cRannelsj 
( Ieading Hational Uey Nccounts and MarketLlaces zWild2erries, Iamoda, 
K)onj 
( EmLlement xetail Cools z2ased on Hike evLeriencej 
( De.eloL and EmLlement quarter and 8early Nction Plan for Uey Partners 
zPartner Stores, Uey Nccounts and Distri2utorsj 
( De.eloLing zLro.iding Statement of Work to di9erent comLanyj ana-
lytical tool for 2etter reLlenisRment, sell-in and sell-out understanding 
2ased on MS Poper Oi zpork still in Lrogressj 
( Ieading GCM Process 2otR in 'q and in xussia

Strategic Key Account Executive/Partners
Hike J Ho. T015 - May T01"

( Managing Hike Uey Nccount Partners zExG GrouL, N3 GrouLj 
( Managing HEUh Stores xussia zHike Partners Storesj 
( De.eloLing ztogetRer pitR Hike Management Ceamj and Ieading Hike 
Partners xetail Strategy 
( Ouilding Hike hn.ironment in xetailb zSnickers Aulture tRrougR Hike 
SLorts Wear AonceLtj 
( Ieading Hike xussia Stores KLenings 
( Ieading Aurrent Store xeVts and Hep AonceLts 
( Ieading Hike 8oung NtRletes Aategory launcR at Hike Stores 
( Managing JNLLle WatcRJ IauncR at Hike Stores zGlo2al Aontractj 
( De.eloLing Sales Promo at Hike Stores zFamilyYFriends Days, Oound 
Oack AouLon, MotRers and FatRers Days Promo, Garage Sale etcj 
( Ieading tRe Nssortment Planning Process zassortment di9erentiation, 
reLlenisRment and HKS Lrograms, 2est sellers reLlenisRment Lrogram 
( Managing KCO zKLen to Ouy Planningj, Product Aancelation, xe.erses, 
Nt-Knce and MD Planning 
( Ieading Hike Mono2rand Partners Gross to Het calculation 
( Iead Orand acti.ation Y ele.ation WA1" Llan across Hike Stores

Key Account Executive
Wilson SLorting Goods J NLr T01T - 4un T015

( Managing Wilson Uey Nccounts in Cennis and Oasket2all 
( De.eloL Ceam SLort as a category zincrease in Oasket2all sales from "00 
units in T01T to 10000 in T015j 
( Securing accounts sell-tRrougR 2y categories and on tRe SU| le.el 
( Product xange Presentation for all accounts zincluding SLort Master, 
DecatRlon and EntersLortj 
( Aoordination of accounts 2udgets zLer season, Kuarter, yearj 
( Areating Lroducts Lromo and marketing strategy zev wCO |nited 
Ieague, Uremlin AuL, Ua)an |ni.ersiadej 
( Areating accounts sales team moti.ation Lrogram 
( 'olding Lroduct trainings for accounts and accounts salesforce 
( Aoordinating suLLly cRain of tRe Lroduct from WareRouse to client 
store 
( Areating Lroducts o9ers in-line pitR Wilson strategy zfocusing on Mar-
gin, SCx and otRer indicatorsj 
( SearcRing for nep Ousiness KLLortunities on tRe NLLarel and Footpear 
marketb

Education & Training

T00" - T00L Hochschule für Technik und Wirtschaft
Master of Ousiness Ndministration, 

T00" - T00L State University of Telecommunications
DiLloma in hconomics and Management zMasterBs Degree hKui.alentj, 


