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Experience

Commercial Head Of Buying
Bnternet Iusion |roup 2 Apr 091J - 3un 090z

Accounta.le for the Action sports (ivision NSurfdome, Simply Scu.a and 
(irt.iVe.it+RL Fverseeing the .uying and optimisation of a z99j .rand 
portfolioL Uead Vey staVeholder relationships ma£oring on return on in-
vestment, contri.ution margin growth and long term .usiness planningL 
Empowering and motivating the J direct sta6 mem.ers to accomplish 
their strategic .usiness goalsL (elivering an a6ective .alance of growth 
whilst .eing the premium retailer of choice for suppliers and customersL

- (elivering growthL Since moving to the role, the department has grown 
every year increasing from %Gzm to %q9mL
- (elivering probtL TorVing closely with trading, .uyers and .rands to 
deliver an increase in probt margin from zJL0C to G9LGC, leaning on 
strong relationship negotiation and .usiness plans outside of standard 
trading practiseL 
- klanningL Adept at spotting opportunities and .uilding strategic plans 
with an emphasis on gross margin, stocV turn, kTAB and contri.ution 
marginL
- Site BdentityL TorVing closely with respective teams to deliver a premium 
multi .rand portfolio, ma£oring on content, curation and communityL 
Ueading to Surfdome, Simply and (WW .eing industry leaders within their 
beldsL
- Wusiness (evelopmentL Bnstrumental in delivering .usiness plans out-
side of the standard retail model, introducing supply chain solutions, 
inventory lite processes with a focus on minimising worVing capital em-
ployedL
- TorVing alongside exec team to consult on ac8uisitions, on.oarding 
people and processes and implementation of .usiness initiatives, specif-
ically with sustaina.ilityL Epitomi+ed .y the launch of klastic Mut.acV, an 
initiative that reduced the num.er of items shipped in poly .ags reducing 
plastic .y J&JVg in the brst yearL
- 7anagementL Oesponsi.le for the development, motivation and suc-
cess of the direct teamL An in‘uential senior bgure within the organi-
sation who is trusted and respected to speaV pu.licly at companywide 
presentationsL Oelied upon to implement restructures whilst maintaining 
.usiness tra£ectoryL

Platform As A Service Digital Business Development 
Consultant
Bnternet Iusion |roup 2 Ie. 0900 - 3un 090z

Oesponsi.le for the delivery of direct-to-consumer solutions for premium 
.randsL Ueading the on.oarding process from developing initial .espoVe 
ecommerce solutions and operational plans through to execution of 
.oth W0W and W0M worV‘owsL Monsultant to the client in how to achieve 
probta.le growth incorporating marVeting, operations, onsite £ourney 
and consumer engagementL

- (elivering the Wusiness klanL As a new arm of the .usiness this re8uired 
engaging solutions and cross department engagement to deliver clients 
re8uirements whilst ensuring internal k’U model is metL Fn .oarded and 
delivered sales exceeding expectation for 5 clientsL
- |rowing Mlients HurnoverL (elivering sustaina.le increases year on year 
of more than 59C .oth on .rands site and within BI| facias using a shared 
stocV pool solutionL
- Wrand Wuilding and BdentityL Monsulting with the .rands to increase their 
audience without .eing detrimental to their identity or current customer 
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.aseL 
- Oelationship WuildingL TorVing closely with the client to deliver a clear 
critical path, plans and processes to ensure timely executionL

Commercial Head of Buying - Sporting Goods
Surfdome 2 3an 091# - Apr 091J

Accounta.le for managing the growth and probta.ility of the 4ardware 
(epartment from %5L5m to %#L&mL Momprised of .uying, merchandising, 
managing and marVeting approximately 1#9j .rands and G sta6 across 
surf, sVate and snowL Pey responsi.ilities included managing the team 
towards achieving sustaina.le growth and probta.ility whilst directing 
product assortments to address specibc consumer audiencesL

- Wrand and Oelationship 7anagementL TorVing alongside Sur‘ine as 
well as internal departments to ensure the continued running and 
growth of the 7agicSeaTeed .rand within the core surf marVetL
- (eveloping and 7anaging the Surf Dertical krogrammeL Mommissioned 
exclusive shapers to create a range of product range specibcally for our 0 
core surf .rands 'Iourth  and '7aluVu L |enerating forward looVing plans 
ena.ling .oth gross and contri.ution margin increasesL
- 7anaging the 4ardware HeamL Ensuring the team are worVing towards 
agreed targets .oth personally and within the .usinessL kroviding tools 
and assistance to foster personal and company growthL
- klanning and IorecastingL TorVing on seasonal and annual multi re-
gional strategies and forecasts to develop tailored solutions increasing 
.oth gross and contri.ution marginsL
- Sustaina.ility krogrammeL Bnstrumental in pushing Surfdome to .e one 
of the most sustaina.le retailers in the KP, 199C plastic free out.ound 
pacVaging and a .espoVe Sustaina.le search functionL TorVed closely 
with external charities liVe 0minute.eachclean and krotect Fur Tinters 
to consult and aid in product development and .espoVe .usiness plansL

Watersports Buyer
Surfdome Utd 2 3an 0911 - 3an 091#

Accounta.le for operations of the Tatersports (epartmentL Oesponsi.le 
for the selection and purchase of products from 199j .rands across 
di6erent sports and geographical regionsL Pey responsi.ilities include 
achieving sustaina.le growth, probta.ility and curation of ranges appro-
priate to niche audiencesL |rowing the Tatersports (epartment from 
%G99V to %zL5mL Moordinated all aspects of an online retail .usiness from 
forecasting and purchasing, to merchandising and operationsL Entering 
(i6erent Action Sports SegmentsL Bntroducing SKk, TaVe.oarding and 
Tinging into the .usiness, growing these to .e Vey players in their re-
spective marVetplaceL (eveloping and Sourcing Dertical kroductL Mreat-
ing a range of vertical product to increase margin and .rand awarenessL 
Event MoordinatorL Weing a fundamental mem.er in creating several 
events involving sponsorships and governing .odiesL kresenting weeVly, 
monthly and annual Sales and Hargets to Bnternal WoardL Ksing bnancial 
reports as well as google analytics to show previous sales and planned 
targets for coming weeVsL

Directors Buying Assistant and Store Manager
Iorce G Utd 2 3an 099J - 3an 0911

kroviding assistant to the head of clothing and South Moast storesL Oe-
sponsi.le for managing the Ilagship clothing store as well as implement-
ing shop bts and merchandising in other storesL 7anaging the imple-
mentation of a specibc dinghy departmentL

Event Stand Manager
Iorce G Utd 2 3an 099J - 3an 0911

7anaging one of the Iorce G s Southampton .oat show stands, from 
planning to sales analysisL Ensuring excellent customer service as well as 
hitting sales targetsL

Retail Growth Consultant
 2 Sep 090z - )ow

Molla.orate with owners and management to esta.lish and debne the 
strategic .usiness vision and Vey pillars for regionally aligned omni-chan-



nel growthL
Bnterpreted and analysed data to identify growth opportunities, optimis-
ing .rand strategies, and maximising probta.ility and e cienciesL
Bmplemented processes to enhance digital trading platforms, coupled 
with innovative store and sta6 initiativesL
(ebning clear .rand positioning, targeted growth opportunities whilst 
solidifying existing account .aseL
Monduct analysis of return on investment and capital employed, along 
with advising on 4O lifecycleL


