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About

hdperienFey lcdcrf retail IanageIent pro3essional wit( o)er . fears o3 scFFess in 
yri)ing sales any lcdcrf FcstoIer engageIent- STilley in Freating ebeFti)e in8store 
any online s(opping edperienFes t(at ,oost FcstoIer lofaltf any sales- mlcent in 
K langcagesj ena,ling Ie to FonneFt wit( a yi)erse range o3 FcstoIers on t(e 
s(op8Poor any )ariocs Tef staTe(olyers- 1nown 3or ,eing ayapta,le any resilientj x 
edFel in leaying teaIs any edeFcting retail pro0eFts on tiIe- %ro)en traFT reFory in 
worTingj trainingj any Ianaging s(op8Poor teaIs any enscring (ig( FcstoIer ser8
)iFe at all tiIes- u(rocg(oct If sales Fareerj x aF(ie)ey on a)erage UUAW8U2AW o3 
t(e Iont(lf sales targets any t(e O%u any HuV as set ,f t(e respeFti)e FoIpanies- 
Reayf to ,ring strong leayers(ip any strategiF t(inTing to focr retail IanageIent 
teaI-

BRHvES &YR1hE &xuL

xnsig(t3cl ueF(nologf EolFe ' ka,,ana YnalftiFa Viden hleFtroniFs

|mC 4ty Bon uon Ro,erto Ca)alli hrIanno SFer)ino uoy•s MSkM

MosF(ino Y|OvH Larroys Metayrasi-org Bcr,errf

Experience

Retail Manager / B2C Manager (B2C & B2B)
Y|OvH voIayiF Cas(Iere Locse 7 Sep 2A2. 8 Maf 2A2;

q Createy sales any IarTeting strategies to aF(ie)e targets 3or online any 
ozine F(annels any reporting aFForyinglf- Hn inFrease o3 ;AW in proDt 
was aF(ie)ey sinFe t(e last DnanFial fear perioyj w(ile t(e FoIpanf 
Dnis(ey on a UAJW proDt Iargin 3or 2A2282A2.- �
q %ro)iyey edFellent FcstoIer Fare any staTe(olyer IanageIent 
t(rocg( ,ot( online any ozine F(annelsQ Ianagey )ariocs in3rastrcF8
tcres liTe t(e CRM sfsteI o3 vetScite any hnyearj S(opi3fj 1la)ifoj any 
soFial Ieyia F(annels- 
q Ee)elopey any iIpleIentey an online store proIotion strategf in8
Flcying ShYj ayworysj aZliatesj newsletters to yri)e traZF any generate 
new leaysj w(ile Ianaging t(e online sales arF(iteFtcre- 
q HFXcirey in8yept( Tnowleyge o3 t(e FoIpetitor positioning 
t(rocg( stringent researF( any Freateyj Fo8Fooryinateyj any edeFctey 
Fross8F(annel salesj IarTetingj any %R FaIpaigns- 
q Yrganisey any edeFctey all in8store e)entsj personali9ation oryersj any 
saIple sales at t(e McsiF RooI- 
q HFti)elf ye)isey an aFtion plan 3or slow8sellers any IarTyown aFti)ities 
3or ,ot( B2C any B2B F(annels- 
q Eistilley Dnyings 3or t(e ,roayer organisationj prioritising Fontent any 
analfsing FoIpetitors any sc,stitctes- 
q HFti)elf proIotey t(e lacnF( o3 )ariocs new initiati)es i-e- FonFession 
salesj aZliate prograIIesj Ianaging go8to8IarTet strategf any o)er8
FoIing strategiF ,loFTsj reayf to yeli)er wit(in ,cygets any yeaylines- 
q %roaFti)elf socg(t any iIpleIentey Tnowleyge o3 t(e wiyer IarTeting 
eFosfsteI to yesign any iIpleIent optiIcI Iet(oyologfj resclting in 
yeeper Flient penetrationj ,rany awarenessj any (ig(er sales- 
q Managey t(e IarTetingj proycFtionj any sales teaI t(rocg( F(ange 
IanageIent ,f yeli)ering learnings 3roI per3orIanFe any Dne8tcning 
inpcts to fiely rescltsQ yeli)erey training on a ,i8weeTlf ,asis- 
q Cra3tey any ye)elopey proFeycral yoFcIents a3ter Fare3cl analfsis any 
,ottleneFT iyentiDFation ,f applfing pro0eFt any proFess IanageIent 
tools-

Customer Service Manager/ Project Manager (B2B)
xnsig(t3cl ueF(nologf 7 Sep 2A22 8 5an 2A2.

q Managey all internal FoIplianFe teF(nologf any ye)elopIent pro8
0eFts 3roI sign8ob till yeli)erfj alongsiye ,eing t(e teaI leayer 3or 
t(e BlooI,erg pro0eFts N3eey FertiDFationj iIpleIentationG- xn F(arge 
o3 6calitf Controlj HrF(i)al/Eata Eeletion yoFcIentation Freationj any 
6calitf RisT ManageIent assessIent- 
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q Otilisey :o(o CRM any yireFt FoIIcniFation wit( Flients NHlp(a m j 
urcp(onej 1eIpenj BlooI,ergj Britanniaj etF-G t(rocg( eIail/p(one 
to ,cily pro3essional relations(ips any yeal wit( %U8%; crgenFf tiFTets- 
Bi8weeTlf any Iont(lf ser)iFe re)iews cnyertaTen wit( all Flientsj to 
edFeey edpeFtations any ,cily rapportj w(ere all 3eey,aFT (as alwafs 
,een positi)e- 
q OnyertooT all on,oarying any proycFt ayoption 3or all Flientsj aF(ie)ing 
a UAAW retention rate- 
q Createy )iscal yiagraIsj yesigney IarTeting Iaterialsj any generatey 
weeTlf any Iont(lf FcstoIer reports 3or all Flients- 
q Managey researF( Iet(oyologf yesignj proposalj analfsis any report8
ing 3or worT on )ariocs )ertiFals- 
q ReDney any yisseIinatey Tef panel Dnyings to staTe(olyersj gciying 
t(e ,csiness to ,e Iore FcstoIer8FentriF any cp8selling orientey-

Client Advisor / PR (B2C)
EolFe ' ka,,ana 7 5an 2A22 8 Sep 2A2.

q La)ing worTey part8tiIe 3or )ariocs xtalian/mrenF( ,ranys liTe 
MYSCLxvYj Ro,erto Ca)allij hrIanno SFer)inoj MSkMj uoy•sj Roger 
Vi)ierj BYvuYv x yeFiyey to pcrsce If passion 3or FcstoIer ser)iFe 
any lcdcrf- Soly all tfpes o3 proycFts any Freatey octDts 3or prestigiocs 
Flients ,f ,cilying t(e ,rany•s awareness any ayopting a Fonscltati)e 
sales approaF(- 
q Managey t(e relations(ip o3 Iore t(an 2AA Flientsj ,ot( edisting any 
prospeFts t(rocg( )ariocs %R any IarTeting FoIIcniFationsQ aF(ie)ing 
on a)erage a JAW retention rate any AW octreaF( Iont(lf target- 
q HF(ie)ey on a)erage UUAW8U2AW o3 t(e Iont(lf sales target any t(e 
O%u any HuV as set ,f t(e FoIpanfQ alwafs went a,o)e any ,efony to 
yelig(t FcstoIers any cnyertooT training o3 Folleagces t(at were weaTer 
in sales-

Social Media Analyst / Customer Success Executive (B2B)
YnalftiFa 7 Hcg 2A2U 8 Hpr 2A22

q Managey an o)erall ,cyget o3 Iore t(an U-U Iillion kB% any scpportey 
. Flient aFFocnts 3roI a wiye arraf o3 inycstries any )ertiFals Ni-e- 

MiFroso3tj H&Sj MeytroniFj Eassaclt SfsteIesj uvCj Swiss Rej HFFentcrej 
CapgeIinij CentriFaj Eellj VMwarej SieIensG- 
q OnyertooT soFial Ieyia analfsis any pro)iyey insig(ts to (elp Flients 
rcn scFFess3cl inPcenFer relations(ips any reporting- %ro0eFts were 
weeTlfj Iont(lfj any Xcarterlf arocnyj IarTet penetrationj FoIIcnitf 
engageIentj soFial listeningj ,rany ,cilying any awarenessj any eI8
plofee ay)oFaFf- 
q Bcilt t(e partiFclar prograIIes/FaIpaigns ycring t(e on,oarying o3 
Flients any Iaye scre to scpport eaF( o3 t(eI t(rocg( t(e w(ole Fcs8
toIer 0ocrnef ,f regclar training sessions- 
q Yberey pro3essional ser)iFes8scpport any FonscltanFfj alongsiye t(e 
Flients• FcstoIer 0ocrnefj to (elp ,ranys rcn inPcenFer IarTeting FaI8
paigns in reaF(ing t(eir targets/1%xs Ni-e- 5cniper vetworTs aF(ie)ey a 
UAW rise in ,rany )isi,ilitfj H&S a U2W rise in IarTet s(areG- 
q OnyertooT IarTet researF( any analfsis any Flient8speFiDF aFFocnt 
analfsis to asscre retention any renewalsj any presentey t(e Dnyings 
t(rocg( weeTlf/,i8weeTlf Ieetings- xnycstrf8wiye Dnyings were s(arey 
wit( YnalftiFa to iIpro)e yepartIental ser)iFesj yata aFFcraFfj any t(e 
FoIpanf•s proycFt obering-

Project Consultant / Analyst (B2C)
Viden hleFtroniFs 7 Hpr 2A2U 8 Hcg 2A2U

q &orTey in a teaI o3  FonscltantsQ yeDney t(e niF(e IarTet 3or t(e 
proycFt VhMS NIeyiFal proycFtGj yeDney t(e )alce proposition o3 t(e 
proycFt VhMS to yi)erse FcstoIer segIentsj any proposey a ,csiness 
Ioyel 3or Viden hleFtroniFsj taTing into Fonsiyeration lessons learney 
3roI t(e inycstrf any t(e FcstoIer segIents NIarTetingj IarTet pen8
etrationj any proDta,ilitf strategfG- �
q HF(ie)ey a rise o3 JW in we,site penetration any UAW in FcstoIer 
aFXcisition- 
q Contri,ctey to a Fase stcyf 3oFcsing on en(anFing t(e IeyiFal teF(8
nologf ayapta,ilitf to state Fare ser)iFes-



Chairman (B2C)
|mC 4ty 7 Mar 2AUK 8 Mar 2A2A

q Set Fore o,0eFti)es wit( t(e %resiyent to Freate a scstaina,le yi)erse 
|mC teaIQ won t(e 2AU  SoFietf o3 t(e |ear Hwary ,f Brig(t vetworT- 
q xnFreasey t(e Fon3erenFe•s attenyanFe ,f . W t(rocg( le)eraging )ar8
iocs %R any IarTeting strategies cnyer striFt ,cygets- 
q %lanney any ran |mC 2A2AQ t(e long8terI strategf o3 t(e organisa8
tion ,ot( at strategiF any iIpleIentation le)els any o)ersaw t(e w(ole 
2J8IeI,er FoIIittee- 

 interns(ips/plaFeIents (a)e ,een cnyertaTen 3roI 2AU 82AU j w(iF( 
Fan ,e ela,oratey cpon reXcest-

Education & Training

2A2U 8 2A2U HEC Paris
ScIIer %rograIIej 4cdcrf ManageIent

2A2A 8 2A2U University College London
MSF 8 ManageIent NCorporateG j ManageIent

2AUJ 8 2A2A University of York
BH 8 %olitiFs wit( xnternational Relations j %olitiFs wit( xnternational Re8
lations


