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Head of sales | Area Manager 
| International Key Account | 
Négociation - Retail | Whole-
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Paris, France

Véronique is Available to work

View proDle on Lweet

Work Preference
:ocationk Not looOing to relocate

Patternk mpen to Full-tiEe worO

CEployEentk PerEanent Positions

Skills

(oEEercial strategy )AdvancedB

Negotiation )AdvancedB

&usiness LevelopEent )AdvancedB

PS: ManageEent )AdvancedB

(ategory ManageEent )AdvancedB

xupply )InterEediateB

Trade :aw )InterEediateB

Trade MarOeting )InterEediateB

(lient-focused )AdvancedB

Languages

Cnglish )WorO ProDciencyB

French )NativeB

About

Cnrichie de Eon eàpérience z la fois chej les Earques et dans le retail, be con-
struis des relations coEEerciales pérennes en Eo'ilisant lèenseE'le des parties 
prenantes dans lèo'bectif de développer le chi.re dèa.aire de Eani�re renta'leG 
Cnthousiaste et en recherche perEanente de solutions satisfaisantes pour les deuà 
parties, be crée des relations de conDance avec Ees interlocuteurs internes et 
eàternes, contri'uant ainsi au développeEent du 'usinessG 

Mon parcours Eèa perEis dèacquérir une vision variée et coEpl�te de la négociation 
coEEerciale k 
2 Li.érents secteurs k ôrande distri'ution S distri'ution sélective 
2 Les / cJtés k Earque ê fournisseur S retailer 
2 xcope national S internationalG 

Mes coEpétences k 
2 xavoir-faire k Négociation | xtratégie coEEerciale | Politique coEEerciale | ôes-
tion PS: | Achat | Pilotage de Earge | &usiness developEent | 0uridique | xupply 
chain | (ategory EanageEent | International | Anglais 
2 xavoir 1tre k xens du collectif | CEpathie | Csprit dèéquipe | ôestion du stress | 
Aisance relationnelle | Persévérance | (apacité de travail 
2 xecteurs k ôMx | ôrande distri'ution | Wholesale | Retail | Travel Retail | xélectif 
| FM(ô | Pô( | (osEétique | :uàe | Produits de consoEEation 

&RANLx WmRKCL WITH

(andia :agard�re Travel Retail xephora

Experience

Project Director - Travel Essentials France
:agard�re Travel Retail | Apr /9// - 0ul /9//

Prepared the response for the call to tender froE Paris Airport k 
 ôlo'al and category o.er strategy 
 A >9 year probection of turnover and proDta'ility, glo'al and 'y category

European Negotiation Manager
xephora | Mar /9>€ - mct /9/>

�Run annual coEEercial agreeEents )xI5Q/’9MB in coEpliance with the 
legal fraEeworO and Dnancial o'bectives )Lior, Cstée :auder (oEpanies, 
Too Faced, Fresh, MaOe up Forever, etcGB
�:ead negotiation of eàclusivity for Curopean scope in colla'oration with 
internal departEents )(ategory ManageEent, :egal, xupply, Finance and 
6ualityB and local teaEs
�&uild the Curopean trade policy in line with xephora+s strategy
�Monitor PS:k sell out, sell in, stocO, Eargin, EarOet share, etcG 
�(oordinate and coach all Curopean countries in Eonitoring the 'usi-
ness 
�Preferred contact for Russian teaEk provide coaching in negotiating 
local selective 'rands, harEonijing the structure of agreeEents, etcG

France Selective Negotiation Manager
xephora | 0an /9>; - Mar /9>€

�Ran annual coEEercial agreeEents )xI5Q>;9Mk Lior, Cstée :auder 
(oEpanies, (larins, :a Prairie, xano7ore, etcGB in coEpliance with the 
legal fraEeworO and surpassing the Dnancial o'bective )39G’pt Ear-
ginêyearB
�&uilt the French trade policy in line with the coEpany+s strategy 
�Monitored the PS:k xell mut, xell In, xtocO, Margin, and MarOet xhareO in 
close cooperation with xupply, Finance and (ontrolling departEents
�Managed relationships with suppliersk Eain contact for 'rands to coor-
dinate with other departEents )(ategory ManageEent, Training, mnline, 
xupply, Merchandising, etcGB

https://www.dweet.com/
https://www.dweet.com/consultants/rB0LTWb1r


�Reviewed and optiEijed 'rand plans with (ategory Managers to 
achieve proDta'le growth
�:egal advisor within the Negotiation teaEk prepared and shared all 
contractual docuEents in connection with the coEEercial strategy, co-
ordinated the teaE on legal issues

Key Account Manager
(andia | Mar /9>/ - Lec /9>’

�Ran annual coEEercial agreeEents )Tm5QP’MB in accordance with 
sales guidelines and QNet o'bectives
�Protected voluEe and proDta'ility regardless of a very tough conteàt on 
EilO price
�(o-constructed the sales policy )price list S proEotional policyB
�LeDned the negotiation strategy of each of Ey clients in accordance 
with allocated Eandates
�Managed one 'reaOdown in the coEEercial relationship and then the 
resuEption of 'usiness with the distri'utor 
�Monitored 'udgets in accordance with allocated Eandates 
�Managed one trainee


