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About

Mb keb attrimutes are as promlef sol)er, IeDniti)e consultati)e seller an interior 
Iesign inno)ator wit( a great ebe .or colour anI Ietailj E (a)e integritb anI intellect 
anI a curious finI, (ence fb Aourneb t(roug( t(e fultiple area s o. t(e Cat-+& B 
Cat-q Dtout sectors to metter unIerstanI all aspects o. w(at is rexuireI to cofplete 
a muilIj E co nsiIer fbsel. an eRcellent coffunicator wit( gooI presentation skills 
anI E af also )erb presentamlej Mb aif is t o alwabs ifpro)e anI Ie)elop fbsel. 
anI fb role, so t(at E can ifpro)e fb teaf, Iepartfent, anI cofpanbj E woulI 
mring a long (istorb o. sales success in e)erb DelI anI inIustrb E (a)e workeI in, 
along wit( a (arIwork ing mut .un attituIej

qS+vdO WTSKhd WEHJ

+ctiu +ssa +mlob, Wat.orI BWol)er(afptonj - Oecuritb qomrick

Castell Oa.etb Enternational CLhOHS+ J+UOhSM+v Ensig(t.ul hn)ironfents

PZ+ Workspaces platt.orf Ge(nIer, är|nic(en B Cafmerleb - JV+C

Experience

Furniture Consultant and UK Accounts Manager
+ctiu 2 Mar 030• - Mab 030•

£ Managing UK dealer anI dBq accounts 
£ Consulting on proAects anI speci.bing proIuctsj 
£ hIucating accounts on new proIucts anI .amrics 

+c(ie)efents 

£ qroug(t on new dBq Iealer wit( 75F3k proAectj 
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Consultant
PZ+ Workspaces 2 Pan 030– - 1em 030•

£ Managing all aspects o. t(e sales process .rof meginning to Ieli)erbj 
£ WhLL hRpert, qreeaf, OK+, Lhhdj 
£ Won circular econofb proAect o. t(e bear 0300 +t qusiness äreen 
leaIers awarIsj 
£ JeaIing up coffercial proAects teaf o. 0 w(ile still acti)elb working 
fb own pipeline anI targetsj 
£ 1ocus on enI client Iirect anI +Bd 
£ vetworking on fassi)e scalej 
£ Working ä+…s anI space plansj 
£ Consulting on .urniture anI sustainamle .amricsj 
£ Working wit( +Bd on speciDcation o. .urniture �
£ Carrbing out pitc(es anI Iiscussing all aspects o. fb .urniture'Iesign 
proposalj 
£ Keb Iirect relations(ips N1Cq, MMoser, Ocott qrownrigg, Okb OtuIios, 
KMäZ, SOK, qShy etc% 
£ Won –j9fil .or skb stuIios hlstree, won qSh NOcience parky won KMä 
partners(ip NSOK groupy 
+c(ie)efents 

£ +c(ie)eI 0F8 o. PZ+…s entire proDt in 0300j �
£ Won (ig(est coffenIeI at qeIs anI Jerts construction eRcellence 
awarIs 
£ vofinateI .or proAect o. t(e bear at hdEh sustainamilitb awarIsj 
£ +c(ie)eI (ig(est inIi)iIual sales Dgures in 0300j �
£ Won 9 new coffercial clients in 0300j 
£ Won Okb OtuIios hlstree o)er –3,333 itefs o. .urniture incluIing )intage 

https://www.dweet.com/
https://www.dweet.com/consultants/0QTnKVnox
https://www.linkedin.com/in/sidney-clarke-b322631b


art Ieco .urniture, wit( a (ig( .ocus on sustainamle .amricsj 
£ Won qSh entire inno)ation cafpus in Wat.orI F muilIing o)er F bearsj 
£ +c(ie)eI 70M sales target in won proAects in t(e –st 5 weeks o. 0300j 
£ 1orecast pipeline 75j•M o)er t(e neRt •9 font(sj

Workplace Consultant
Ensig(t.ul hn)ironfents 2 Pan 03–z - Pan 030–

£ Oelecting 1urniture anI .amrics anI Iesigning spacesj 
£ O(owing clients ifpro)eI supplb c(ainj 
£ Hargeting +Bd, dBq anI enI clientsj 
£ 1inIing Enno)ati)e Iesign concepts .or c(allenging spacesj 
£ C(oosing .amrics anI Dnis(es, Qooring anI lig(tingj �
£ Trganising anI carrbing out s(owroof tours wit( clientsj 
£ Carrbing out pitc(es anI Iiscussing all aspects o. fb .urniture'Iesign 
proposalj 
£ WhLL eRpertj 
£ Keb Iirect relations(ips NHetris, PLL, +fa:on, +fa:on .as(ion, H(e 
Crown hstates, +llian:, EHVyj 
+c(ie)efents 
£ Won &–M proAects bear –, .rof colI startj 
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Furniture Consultant
platt.orf 2 Pan 03–5 - Pan 03–z

£ designeI new +Bd mroc(ure to take to farketj 
£ +ssisting arc(itects, Iesigners anI clients in t(e selection o. .urniture 
anI .amricsj 
£ 4uoting .or t(e supplb o. .urniture, .rof o)er 0F3 suppliersj 
£ Trganising anI carrbing out s(owroof tours wit( clientsj 
£ +ttenIing pitc(es to Iiscuss all aspects o. t(e .urniture proposalj 
£ Opeak knowleIgeamlb to .uture clients amout all aspects o. t(e musiness 
incluIing .urniture procurefent, fo)e fanagefent ' relocations, er-
gonofics, auIits, etcj 
£ de)elopeI relations(ips wit( eRternal sources incluIing +rc(itects, 
Enterior designers, ZroAect fanagers a nI 1acilities fanagers, etcj to 
increase cofpanb turno)er outsiIe t(e Workplace 1utures äroup list o. 
c ontacts anI eRpanI awareness o. ZlatPorf LtI in t(e farketplacej �
+c(ie)efentsQ 
£ WorkeI on 79M o. .urniture proAects in 03–5, closeI on o)er 7–j9Mj

Sales Director
CLhOHS+ J+UOhSM+v 2 +ug 03–F - Pan 03–5

SesponsimilitiesQ 
£ Sunning UK Oales anI Marketing di)ision N–3 peopley o. &–33-bear-olI 
1renc( cofpanb, w(ile still meing acti)e eRternallb working towarIs fb 
own targetsj 
£ Carrbing our SEq+ anI CEqOh CZd…s 
£ Zro)iIe leaIers(ip towarIs t(e ac(ie)efent o. growt( in line wit( 
cofpanb )ision anI muIgetsj 
£ Sun, faintain anI fanage LonIon O(owroof anI (anIle e)entsj 
£ Zlan .or ePecti)e searc( o. sales leaIs anI prospects .or fbsel. anI 
ot(er fefmers o. fb teafj Segularlb re)iew t(e cofpanb…s sales per-
.orfance anI look .or wabs to ifpro)ej 
£ Manage'support t(e sales cbcle .rof initial enxuirb, analbsis o. tenIer 
speciDcation, sumfission o. tenIer anI securing o. an orIerj W(ere 
appropriate, omtain'Ie)elop relations wit( keb suppliers to strengt(en 
our positionj 1ollow cofpanb guiIelines in terfs o. proDt farginsj �
£ äain a clear unIerstanIing o. arc(itects anI custofer rexuirefentsj 
+scertain tec(nical in.orfation t(at is rexuireI anI ensure t(at suc( 
in.orfation is omtaineI mb consults wit( arc(itect, client anI t(e appro-
priate tec(nical sourcesj qe amle to present all Clestra proIucts conD-
Ientlbj 
£ Liaise wit( organisations, arc(itects, contractors anI clients to pro-
fote'sell Clestra proIucts anI ser)icesj 
+c(ie)efentsQ 
£ 1inis(eI 03–9 0jRfillion up on pre)ious bearjj



UK Division Manager
qomrick 2 +pr 03–0 - +ug 03–F

SesponsimilitiesQ 
£ Sunning UK di)ision .or &–33-bear-olI UO+ cofpanb 
£ Manage internal sales support anI custofer ser)ice teaf N• Zeopleyj 
£ Oolelb responsimle .or all sales .orecasting, xuoting, pipelines anI pro-
Aects in t(e UKj 
£ Oolelb responsimle .or all feetings, sales calls')isits anI leaI genera-
tionj 
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£ +nalbse anI prioriti:e sales leaIs anI fake Iecisions on (ow anI w(en 
to pursue )iamle leaIsj 
£ Coffunicate rele)ant in.orfation on proIucts, prografs anI poli-
ciesj 
£ hstamlis( anI faintain a corporate relations(ip as well as unIerstanI 
anI support t(e neeIs o. t(ree faA or Iecision-faking constituencies 
t(e arc(itect t(e muilIing owner anI t(e contractorj 
£ EIenti.b, feIiate anI resol)e issues metween t(e .actorb anI t(e cus-
tofer'Iistrimutorsj 
£ LeaI a network o. inIepenIent Iistrimutors 6 t(roug( t(e Ie)elopfent 
anI faintenance o. strong relatio ns(ips at all le)els 6 towarIs faRifi:-
ing sales ePecti)eness, proIucti)itb anI cofpanb strategbj �
£ Write special reports containing IetaileI analbsis o. speciDc musiness 
issues t(at contain conclusions anI r ecoffenIations t(at are econof-
icallb AustiDeIj �
+c(ie)efentsQ OecureI t(e largest new international Iistrimutor in cof-
panb…s (istorb, t(is account will moost UK sales mb F38 bear – anI –338 
in bear 0j

Major Account Manager
Ge(nIer, är|nic(en B Cafmerleb - JV+C 2 Pan 03–3 - +pr 03–0

SesponsimilitiesQ 
£ Otarting up new Ii)ision in UK farket .or &–33-bear-olI Owiss cofpanb 
targeting arc(itectsj 
£ de)eloping new musiness relations anI getting t(e proIuct speciDeI at 
an earlb stage in Iesignj 
£ Sesponsimle .or sourcing new leaIs B proAectsj 
£ Sesponsimle .or all colI calling, feetings anI xuoting in t(e area, 
£ Using online proAect Iatamases to source new contacts anI proAectsj 
£ H(e area is Central LonIon :ones –-9 anI targeting fostlb faAor pro-
Aectsj 
£ –338 new musiness role, no eRisting clients anI proAectsj 
£ Carrbing out mot( SEq+ anI CEqOh CZd…s on SaIiant (eating anI cool-
ingj 
+c(ie)efentsQ 
£ äi)en t(e opportunitb to (eaI up a new Ii)ision in –33-bear-olI cof-
panb mb targeting arc(itects, in w(at was pre)iouslb alwabs contractor 
leaI en)ironfentj 
£ 1rof cofpletelb colI start Ie)elopeI &•33 new accounts anI sales 
pipeline o. 7–,F33,333j

Commercial Development Manager
+ssa +mlob, Wat.orI BWol)er(afptonj - Oecuritb 2 1em 0335 - Pan 03–3

SesponsimilitiesQ 
£ Sunning LonIon anI Oh hnglanI region .or &–33-bear-olI OcanIina)ian 
cofpanbj K–•mil anI •3,333 efplobeesj 
£ de)eloping eRisting farkets, Museufs, Coffercial, Utilities, äo)ern-
fent, anI qanking etc% 
£ Oourcing anI de)eloping qusiness in sectors suc( as rail, Dnance anI 
feIia, using online researc( anI sourcing new muilI proAects using qar-
mour +qE, anI muilIing on fb eRisting contactsj 
£ Sesponsimle .or leaI anI proAect generation as well as all xuoting anI 
pipeline faintenancej 
£ Working on faAor )alue proAects, wit( (ig( risk or (ig( )alue clientsj 
£ ConIucting site sur)ebs wit( clients on all aspects o. securitb anI sa.etb 
regulationsj 



£ Working wit( +rc(itects, contractors, iron fongers, securitb staP anI 
construction cofpanies etc% 
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+c(ie)efentsQ 
£ +.ter taking o)er a territorb t(at (aI meen Qat .or R bears, E increase 
sales mb 0F8 bear –j 
£ E also secureI a faAor relocking account t(at woulI increase sales mb 
–F38 o)er a .urt(er 0-bear perioIj 
£ Ouccess.ullb ifplefenteI new faster keb locking sbstef into a large 
nufmer o. LonIon…s fuseufs, galleries anI Sobal Zalace 
£ CarrieI out success.ul upgraIes o. all .res(water sites in Oh hnglanIj

Sales Manager
Castell Oa.etb Enternational 2 Pul 033F - Pan 0335

SesponsimilitiesQ 
£ JanIling all sales in hnglanI anI Wales .or &–33-bear-olI cofpanbj 
£ Oourcing new musiness anI iIenti.bing new opportunities in farketj 
£ Manage tec(nical support teaf, sales support teaf anI eRport teaf, 
–0 teaf fefmers in totalj 
£ Managing o)er 0333 eRisting accounts wit(in fb allocateI region to 
feet fb annual targets set outj 
£ ConIucting site )isits anI sur)ebs in orIer to metter access clients… 
neeIs 
£ Clients consisteI o. Til B äas, 1MCä, Z(arfaceutical, Logistics, 4uar-
ries, Metals anI hnergbj 
£ Sole in)ol)eI fostlb .ace to .ace )isits, wit( feetings ranging .or 
)arious sites anI locationsj 
£ Efplefenting c(ange anI new fet(oIs o. operationsj 

+c(ie)efentsQ 
£ Ouccess.ullb ac(ie)eI sales target o. 7–filj 
£ +s a teaf super)isor E ifplefenteI a c(ange prograf t(at wit(in 
0 font(s o. going li)e, it was responsimle .or t(e Drst font( in t(e 
cofpanb…s (istorb t(at internal sales support teaf processeI 7–fil in 
orIersj

Education & Training

0333 - 033– Damelin Technical College
qac(elor o. hngineering in hlectrical hngineering, 

–@@5 - –@@@ Queensburgh Boys High School
qOC 6 Ocience anI Coffunicationj, 


