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About

yeeking a neE opportunit2 in 030d anb availa.le to start Eork immebiatel2A

xn inbivibual Eith the eOpertise anb vision to brive groEth for .usinesses Eithin the 
fashion inbustr2A 8ver q 2ears Eholesale fashion eOperience speciVcall2 focuseb on 
neE .usiness bevelopment, partner ac&uisition anb account management Eithin 
contemporar2, premium anb luOur2 marketsA 8.tains an eOcellent netEork anb 
bata.ase of UK I Rnternational inbepenbent retailers, bepartment stores anb na-
tional ke2 retailersA ykilleb as an account manager Eith a natural a.ilit2 to .uilb 
strong relationships anb motivateA UK-.aseb .ut o.tains an in-bepth knoElebge 
of international markets anb proven success in securing neE .usiness glo.all2A 
(Otensive eOperience anb knoElebge in e-commerce, marketplaces anb technolog2 
Eithin the fashion inbustr2A
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Experience

Business Development Manager
 1 Mar 0394 - Dec 0300

x luOur2 fashion marketplace Eorking in partnership Eith +33• inbepen-
bent fashion retailers glo.all2, .ringing shoppers .espoke access to d333 
premium, contemporar2 anb luOur2 besigner fashion la.elsA

7 Rntrobuceb d33• glo.al partners to xtterle2 contri.uting to the compa-
nies %3Y £8£ groEth anb 9+ millionj turnover in 0300A x full .reakboEn 
of partners can .e provibeb on re&uestA
7 yole responsi.ilit2 for partner ac&uisition in the UK, (U I W8H terri-
tories NeOclubing Rtal2FA The main o.:ective Eas to biscover, bevelop anb 
maintain a pipeline of .usiness opportunities that Eere of consibera.le 
strategic anb commercial value to the .usinessA
7 Developeb an international sales strateg2 for ke2 markets to eOpanb 
partner ac&uisition in neE territories NspeciVcall2 SranceF anb manageb 
a team to brive success in this regionA
7 Sre&uentl2 attenbeb international trabeshoEs to netEork Eith premi-
um fashion .ranbs anb their stockists Ninclubing’ Premium, Pitti Uomo, 
Tranoi, HhoJs )eOt, ycoop, Cacket We&uireb, CxT5, Pure, 5RSS I WevolverFA
7 Pro-activel2 contacteb prospects through email, telephone anb face to 
face appointmentsA
7 Provibeb bebicateb support, communication anb remaineb the main 
point of contact to assist neE partners leverage xtterle2Js technolog2 anb 
servicesA
7 5olla.orateb Eith Marketing to .uilb anb eOecute marketing anb sales 
campaigns for neE .usiness anb eOisting partnersA
7 5ontinuall2 researcheb neE prospects using numerous sources inclub-
ing revieEing competitor platforms, .ranb stockist, social mebia, fashion 
anb besign pu.licationsA

UK Account Manager
Do.oteO 1 yep 039q - Mar 0394

Leab&uartereb in the )etherlanbs, Do.oteO is (uropeJs fastest moving 
probuct licenseeA Wepresenting glo.al x-.ranbs like PUMx, Tomm2 Lil-
Vger anb |eviJsA Do.oteO is a market leaber in besigning, probucing anb 
selling .ranbeb socks anb unberEearA 

7 Built strong relationships anb strategic partnerships Eith ke2 Eholesale 
customers inclubing’ Larrobs 1 yelfribges 1 Louse of Sraser 1 yports 
Direct 1 SenEicksA
7 RbentiVeb anb targeteb neE Eholesale relationships anb market op-
portunitiesA
7 Prepareb monthl2 reports to revieE anb evaluate ongoing in-season 
trabe anb groEth
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UK Wholesale Sales & Account Manager
Boarbmans Design 1 yep 039> - Cun 039q

x glo.al fashion supplier oGering a Eholesale collection anb private la.el 
fashion accessoriesA Socuseb eOclusivel2 on hats, gloves anb scarvesA

7 Delivereb steab2 anb accelerateb groEth across eOisting Eholesale 
customers Ehich inclubeb ;033 UK I Rrish inbepenbent retailers anb Ke2 
xccounts’ CD Hilliams 1 Sreemans 1 Blue Diamonb Jarben I |ivingA
7 Developeb neE Eholesale partnerships to brive incremental sales via 
the introbuction of neE Ke2 xccounts’ xy8y 1 Tesco 1 Miss Juibeb 1 
Prett2 |ittle Thing 1 Hallis 1 Do..iesA
7 Horkeb closel2 Eith the heab of Eholesale to brive sales initiativesA
7 Manageb multiple Eeekl2 shoEroom appointments Eith accounts 
alongsibe fre&uent management, set-up anb attenbance of UK 
trabeshoEs inclubing xRy I PureA
7 Lanbleb all pre anb post-selling sales activities inclubing orber man-
agementA

Sales Advisor
yunglass Lut N|uOotticaF 1 Cun 039d - )ov 039+

7 xn am.assabor of The yunglass Lut, ensuring ever2 aspect of the eO-
perience Eas impecca.l2 eOecuteb throughout the multi-million pounb 
storeA

7 (Oceebeb monthl2 inbivibual sales plan target .2 upsellingA

7 Built anb bevelopeb luOur2 probuct knoElebge across e2eEear .ranbs 
inclubingK 5hanel, Praba, Tom Sorb, Jucci, Persol I Wa2.anA

7 5onsistentl2 eOecuteb all visual stanbarbs, store merchanbising prac-
tices anb inventor2 control activitiesA

7 Ke2 holber Eith responsi.ilit2 for store open I close alongsibe .alanc-
ing enb-of-ba2 cash receipts A


