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Global Business Development
Dataxis 0 Rov 1-13 & K)t 1-1.

Dataxis is a leaIinh market intellihen)e : events )ompany witF a stronh 
expertise in meIia, television anI tele)om markets; HFe )ompany )ur&
rently Fas oJ)es in Berlin, éauritius anI Buenos (ires; 

HFe Lrm operates witFin tFree fo)us areas5
& Sesear)F anI market analysis aimeI at proviIinh in&IeptF Iata, fore&
)asts anI insihFts on meIia markets to its )lientsC
& gvents planninh5 .q )onferen)es s)FeIuleI in 1-11, hatFerinh exe)&
utives operatinh over four rehions cgurope, éiIIle gast RortF (fri)a, 
Oub&OaFaran (fri)a, (sia anI datin (meri)aE on topi)s in)luIinh HV Iis&
tribution, Oports Iistribution, (Ivertisinh, jontent proIu)tionC

Seportinh to tFe Global Oales Dire)tor, tFe responsibilities of tFe Business 
Development gxe)utive are5
&�Melp to IeLne tFe sales tarhets for tFe year
&�Mave a substantial sales a)tivity c)olI )alls re'uireIE
&�Present our o%ers of events sponsorsFips anI branI awareness
&�Teep a pro&a)tive a))ount manahement stratehy witF existinh )us&
tomers
&�OenI )ommer)ial proposals anI follow tFem up
&      jonIu)t zob interviews to hrow tFe )ommer)ial team
&      Developinh new )ommer)ial tools anI stratehies to hrow tFe busi&
ness

éanaheI tFe proIu)ts portfolio7s sales on worlIwiIe s)ale&)ontributeI 
to 338 of tFe hlobal turnover of tFe )ompany
RehotiateI )ontra)ts witF operators, broaI)asters, )ontent proviIers 
anI te)Fnolohy suppliers c)&levels exe)utivesE 
deI a multi)Fannel sales a)tivity c)olI )alls, fa)e to fa)e meetinhs, traIe 
sFowsE
BrouhFt new business anI ensureI a proa)tive a))ount manahement to 
retain tFe new )lients
Krhanise anI Fost webinars on meIia te)Fnolohies relateI topi)s 
MelpeI to train tFe new )omers in tFe sales team
deI zob interviews

Export Assistant and international developper
Pierre Merm2 Paris 0 |an 1-1- & |ul 1-1-

parti)ipate in tFe pre&openinh pFases of Ii%erent Fouse )on)epts cfran&
)Fise )ontra)ts, li)ensee )ontra)tsE
Antera)t witF tFe otFer )ompany7s Iepartment )on)erneI by tFe store 
openinhs5 jonstru)tion5 éarketinh, jommer)ial, MS anI traininh et)
joorIinate tFe reali6ation of Ievelopment Lles anI parti)ipate in tFeir 
transmission to international )ollaborators
upIate IasFboarIs anI proze)t manahement monitorinh tools cusinh 
gSP systemE
Parti)ipate in tFe )reation of new international pro)eIures anI tFe up&
Iatinh of know&Fow manuals in )lose )ollaboration witF tFe traininh 
Iepartment anI tFe international trainer
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fashion sales advisor 
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An&IeptF knowleIhe of tFe latest fasFion )olle)tions anI trenIs;
gx)eptional empatFy anI a)tive listeninh skills to unIerstanI anI )ater 
to )ustomer neeIs;
(hile anI aIaptable in a Iynami) anI fast&pa)eI retail environment;
Proven ability to ex)eeI sales obze)tives tFrouhF )lientelinh, )rossell, 
upsell anI )ollaborate e%e)tively witFin a team;
Otronh )ommer)ial a)umen anI a passion for over)ominh )Fallenhes;
Otay up&to&Iate witF tFe latest fasFion )olle)tions anI trenIs, ensurinh 
a FihF level of fasFion )ulture witF tFe Iaily briefs proviIeI by tFe 
manahement team 
ProviIe ex)eptional )ustomer servi)e by a)tively listeninh to anI unIer&
stanIinh )ustomer preferen)es anI Iesires;
(Iapt to various )ustomer proLles anI ever&)Fanhinh situations in a 
Iynami) retail environment;
Hake initiative to )onsistently ex)eeI sales tarhets anI a)tively )ontribute 
to team hoals;
jollaborate witF tFe team to ta)kle )olle)tive )Fallenhes anI foster a 
supportive work environment;
jonIu)t business in botF gnhlisF, German anI Wren)F to )ater to a 
Iiverse )ustomer base;

Account manager 
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jontributeI to tFe business Ievelopment anI hrow tFe )lient portfolio
gnsureI tFe sale of bankinh proIu)ts anI servi)es
Parti)ipateI in prospe)tion Iays

marketing executive 
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(s part of my s)Fool7s international mission in 1nI year 
A )onIu)teI )olI )alls, anI Irew up an international market entry 
plan; cONKH analysisE, market stratehy, prioritisinh tasks, analyti)al skills, 
workinh witF teams from Ii%erent Iepartments;(s part of my s)Fool7s 
international mission in 1nI year A )onIu)teI )olI )alls, anI Irew up 
an international market entry plan; cONKH analysisE, market stratehy, 
prioritisinh tasks, analyti)al skills, workinh witF teams from Ii%erent 
Iepartments;

sales advisor 
douis Vuitton 0 |un 1-3G & (uh 1-3G

Nel)omeI ea)F )ustomer anI o%er tFem tFe best possible experien)e, 
jontributeI to tFe a)Fievement of tFe store7s obze)tives, enhahe witF 
)ustomers to Ievelop lonh&term relationsFips tFrouhF )lientelinh 
DevelopeI in&IeptF knowleIhe of tFe branI anI its proIu)ts

sales advisor 
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Nel)ominh, Ievelopinh anI builIinh )ustomer loyalty Parti)ipatinh in tFe 
)onstant improvement of servi)e 'uality Developinh mer)FanIisinh for 
tFe bon mar)F2 leatFer hooIs stanI

Education & Training

1-3G & 1-1- ESCE
Business manahement, gxport manahement 
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