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Andrea is Available to work
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View proDle on Lweet

Work Preference
:ocationO upen to relocate

PatternO upen to F-llmtiEe work

yEploIEentO Freelance AssignEents

Skills

bnternational x-siness e(perience …Adv

Mi( of transhersal and speciDc skills …Adv

Merc)andising …AdhancedC

Vis-al Merc)andising …AdhancedC

Markets, distrix-tion and coEpetitorv

Nlientele LehelopEent …AdhancedC

Languages

Frenc) …WatiheC

ynglis) …Fl-entC

btalian …Fl-entC

Spanis) …6ork ProDciencIC

About

MI q Iears in retail at t)e start of EI career opened t)e doors to t)e l-(-rI fas)ion 
ind-strI and especiallI t)e btalian Earket, ac.-iring solid e(perience for q Iears1
MI life axroad …2G IearsC allowed Ee to enco-nter haried c-stoEs and professional 
enhironEents, deheloping a great capacitI for adaptation1
uher t)e Iears in EI position as a 6)olesale Area Manager, b )ahe dehoted EI 
energI to conheIing t)e essence of prod-cts and xrands wit) eEp)asis on training 
wit) t)e spirit of e(panding t)e hision of t)e teaE b led1 b )ahe e(perience recr-iting, 
deheloping and strong coac)ing , foc-sed and creatihe sales teaEs1
MI prehio-s professional e(periences )ahe ta-g)t Ee to work independentlI to 
str-ct-re and organise EI actions alongside coEE-nicating EI passion1 b ac.-ired 
rigor and listening to t)e end c-stoEers and t)eir needs1
6it)in EI career, b )ahe ac)iehed EanI goals
Strong EanageEent and strategic sales skills opening n-Eero-s SbS1
SigniDcant 5rowt) wit) t)e arrihal of new clients in all t)e xrands b )ahe worked for 
in line wit) t)eir strategI1
Strong relations)ip x-ilt oher G’ Iears wit) keI international partners1
Lehelop and Eonitor e(cl-sihe prod-ct , caps-le la-nc)es and xo-ti.-e ehents1 
yns-re good teaEwork xI relIing on eac) personBs axilities1
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Experience

WHOLESALE AREA SALES MANAGER EUROPE
Alaéa 0 Sep G92+ m MaI G9G9

Ac)iehed HargetO / ’ new clients1 Managing gloxal Portfolio …2’ SbS&’’ 
clientsC bEproheEent of t-rnoher1 
mKenegotiation of SbS trade agreeEents…2’C in y-rope1 
m|pgrating 4 red-cing network1 Foc-s on t)e SbS1 
mLirectlI in c)arge of SbS 4 teaE EanageEent …ïarrods …7MuSC 4 Selfm
ridges …GMuSCC 
mWew opening of ïarrods SbS new location1 
mS)owrooE presentations, prospection, dehelopEent 4 s)owrooE 
coEEercial teaE EanageEent1 
mNonciliator xetween clients t)e :egal & Finance and c-stoEer serhice dem
partEents1 LeterEining paIEent conditions, resolhing hario-s acco-ntm
ing iss-es and planning deliheries1 Follow -p of t)e xrand perforEances 
O stock, concept, iEage 4 xrand hal-es1 
mSta8 training&coac)ing of teaE sales O xrand, prod-cts 4 displaI1 
mbEpleEenting Earketing 4 trade tools …bncentihes, yhent, Pop -p 4winm
dowsC 
m6eeklI Keport O Sales forecasting, Sales analIsis 4 Sellmt)ro-g) of G SbS1

WHOLESALE AREA SALES MANAGER
Ny:bWy 0 Sep G923 m MaI G92J

Ac)iehed HargetO / G new clients1 Managing gloxal Portfolio …2z SbS&22J 
clients 4 2 agentC bEproheEent of t-rnoher1 
mS)owrooE presentations, prospection, t-rnoher dehelopEent 4 s)owm
rooE coEEercial teaE EanageEent1 
mKeg-lar hisiting clients …eherI G weeksC1 
mLirectlI in c)arge of SbS 4 teaE EanageEent in Ron Marc)U …GSbSC and 
in Tadewe …2SbSC, respectihelI …3MuSC 4 G…MuSC1 
mWegociation of SbS location &trade agreeEent 4 opening of 7 new SbS 
in G92J LeterEining paIEent conditions, resolhing hario-s acco-nting 
iss-es and planning deliheries1 Follow -p of t)e xrand perforEances O 
stock, concept, iEage 4 xrand hal-es1 
mSta8 training&coac)ing of teaE sales O xrand, prod-cts 4 displaI1 
mbEpleEenting Earketing 4 trade tools …bncentihes, yhent, Pop -p 4winm
dowsC 
m6eeklI Keport O Sales forecasting, Sales analIsis 4 Sellmt)ro-g) of 2z SbS1

https://www.dweet.com/
linkedin.com/in/andrea-siliki-a6760b18
https://www.dweet.com/consultants/Y7NeBIejR


WHOLESALE MERCHANDISER
Ny:bWy 0 Mar G923 m A-g G923

Lrihe and consolidate p-rc)ases1 … 6)olesale hs KetailC Lrihe prod-cm
tion& proDtaxilitI1 …Premx-IC urganisation of t)e seEinar intended for 
Asian and y-ropean SbS1 LailI control of stocks, deliheries, perforEance 
analIsis1 …per categorIC |pstreaE EanageEent of Earketing operations1 
Preparation of t)e s)owrooE and dailI xrieDng of t)e s)owrooE sales 
teaE1

WHOLESALE AREA SALES MANAGER
Ny:bWy 0 >-n G92q m Mar G923

Ac)iehed HargetO / 7 no-hea-( SbS1 Managing gloxal Portfolio …+ SbS& 3G 
clientsC bEproheEent of t-rnoher1 
m|pgrating 4 red-cing network1 
mS)owrooE presentations, prospection, t-rnoher dehelopEent 4 s)owm
rooE coEEercial teaE EanageEent1 
mKeg-lar hisiting clients …eherI G weeksC 
mWegociation of SbS location &trade agreeEent 4 opening of 7 new SbS in 
G923 6ork y(perience

WHOLESALE AREA SALES MANAGER
Ny:bWy 0 >-n G92q m Mar G923

LeterEining paIEent conditions, resolhing hario-s acco-nting iss-es 
and planning deliheries1 Follow -p of t)e xrand perforEances O stock, 
concept, iEage 4 xrand hal-es1 
mSta8 training &coac)ing of teaE sales O xrand, prod-cts 4 displaI1 
mbEpleEenting Earketing 4 trade tools …bncentihes, yhent, Pop -p 4 winm
dowsC 
m6eeklI Keport O Sales forecasting, Sales analIsis 4 Sellmt)ro-g) of + SbS1

INTERNATIONAL SALES MANAGER
M|5:yK 0 >an G92’ m >an G92q

:a-nc) of t)e AccessorI Nollection in t)e 6orld -nder t)e direction of 
Lahid ToEa1 Kepositioning and dehelop t)e xrand across all Earkets1 
ylaxorating t)e 6orldwide sales targets, distrix-tion network and price 
strategI1 Nonsolidating and ass-ring a .-alitatihe network in line wit) t)e 
xrand strategI1 bEpleEenting new processes …reporting, organi%ation 
and planningC 4 coEEercial teaE EanageEent1

WHOLESALE AREA SALES MANAGER
N)loU 0 >an G92G m >an G92’

G92’à|T4brelandforSeexIN)loU Kepositionning t)e xrand on |T Earket 
following t)e KH6 ret-rn in )o-se1 
mbncreased target xI 2’9' hs Wm21 …G’ clientsC 
mWetwork x-Iers wit) TeI acco-nts O Wet j Porter, Matc)es Fas)ion, 
ïarrods, Selfridges111 bdentifI, x-ild new )ig) proDle partners)ips and 
iEpleEent growt) strategI1 :ead and grow all sales initiatihes wit) sales 
forecasting, sales analIsis, sellmt)ro-g) and sta8 training1 I R-ild and 
Eanage sales partners1 LeterEine paIEents condition, negotiate coEm
Eercial agreeEents, resolhe hario-s acco-nting iss-es, planning deliherm
ies and reorders1 6orking closelI wit) N)loU Eerc)andising and prod-cm
tion teaE on e(cl-sihe caps-le s collection pro ect1 Keporting directlI to 
…and working herI closelI wit)C t)e 6)olesale NoEEercial and t)e yMyA 
Lirectors1

International Sales Manager
pr-negoldsc)Eidt 0 Lec G9GG m MaI G9Gz

6orldwide NoEEercial dehelopEent wit) So-t) Asia 4 y-rope foc-s1
Visiting keI point of sales across y-rope and en)ance t)e presence of t)e 
xrand wit)in t)eE1
Ac)iehed HargetO / z new clients …G s)owrooEs, KH6, yhening and :5 
collectionsC


