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About

E:perienceb a2oht 0m years of e:perience in txe coddercial area for txe EMEA 
anW kk darzets, speciali.eW in txe Fasxion sectorB vhsiness Areab coOereW seOeral 
coddercial roles into Sales, Sales Rperations, Chstoder SerOice anW shpporteW 
otxers lize Pigital anW KetailB Cxannelsb Pealt witx Pistri2htors, kxolesalers, In-
tercodpany, Agencies, Ketailers anW 6ey Accohnts, oOer $m EMEA cohntries witx a 
thrnoOer danageW hp to 5GmMilB TN%b 6eep IdproOing TN% process anW increasing 
RrWer ConOersion of an aOerage of 0mH yearlyB
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Experience
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korzing sxohlWer to sxohlWer witx Teneral Manager anW Sales Pirector, 
Whe to increasing of txe 2hsiness, I ad responsi2le to 2ring txe codpany 
to xigxer leOel 2y aWopting a dore strhcthreW way of danage chstoders, 
edployees anW resohrcesB 
1vaseW on Sales strategy, witx txe xelp of 9m edployees I danage, I 
xaOe createW frod scratcx anW zeep idpledenting reports, forecasts anW 
analysis in orWer to donitor sales anW codpany perfordance in a sidple 
a clear way 
1I xaOe restrhcthreW Wepartdents lize Sales Rperation anW Chstoder 
SerOice in terds of way to worz, tools anW dinWset, giOing a dore corpo-
ration approacxB 
1Pirectly Wealing witx 6ey Accohnts lize Ada.on, Sepxora, Kinascente 
anW 9m Area Manager, qm Sales Kep I zeep loozing for 2etter way of worz-
ing witx txose, 2y creating new win-win proceWhres, 2etter donitoring 
tools anW increase txe leOel of coddhnicationB 
1Nraining, dentoring, dotiOating anW inspiring dy teads witx txe aid 
of dazing txed idproOing txeir analytic anW pro2led-solOing szills anW 
eOenthally 8hality anW speeW on xanWling isshesB
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Sales CoorWinationb coorWinating 0 kxolesales Kep, ( 6ey Accohnt Man-
ager anW 3 Agencies, dazing shre to zeep txed aligneW to 2ranW strate-
gies, respecting forecast, 2hy calenWar, selling rhles, chstoder segden-
tation, etcB 
1TN%b as responsi2le for txe TN% process in 0m9q I xaOe idproOeW txe 
TN% process increasing conOersion of 00H +€)9mMil'B 
1Sell-inb aWWing Oalhe to txe Sell-in cadpaign 2y xelping sales force on 
feeWing chstoders witx strategic anW operational infordationB 
1Sell-ohtb xanWling anW donitoring Sell-oht for vranW7s fochseW 6ey Ac-
cohnt +Intersport, Nrops, Tade /, vata, Scoht' anW proWhcts, dazing shre 
txe perfordance wohlW 2e zept xigx anW eOenthally tazing actionB 
1Sales Analysisb anticipating sales anW operational isshes, 2y closely don-
itoring darzet perfordance anW opporthnities txrohgx, SkRN analysis, 
sell-oht tools, creating Oery powerfhl sales reports anW Oery realistic 
dontxlyL8harterly forecastB 
1Coddhnicationb enshring txe continhation anW enxancedents of cod-
dhnication 2etween Sales, CreWit anW Chstoder SerOice Pepts in orWer 
to create synergy anW eUectiOe way to worzB 
1Sales Meetingb organi.ing anW WriOing one to one deeting witx agents, 
to Wischss seOeral topics +targets, forecasts, strategy, etcB'B 
1Rtxer selling actiOitiesb shpporting Cohntry Manager on forecasts sales 
reOenhe, presentation, creating new processes anW on general 2hsiness 
danagedentB

Sales Manager Distributors & Emerging Markets - EMEA
VF J Pec 0m9m - Pec 0m9/

https://www.dweet.com/
https://www.dweet.com/consultants/0lrgRzOHV


Phe to txe xigx fre8hency of cxanging Sales Manager, Whring txese years 
I xaOe 2een calleW seOeral tides on coOering txis role anW for a tedporary 
perioW hp to $ dontxs +neOer ojcially accepteW Whe to fadily isshes'B 
1I was Wirectly worzing witx Pistri2htors, Intercodpany anW 4icensee for 
a thrnoOer of a2oht 5GmMilB � Shpporting txe vhsiness anW Pistri2htor7s 
Sales Managers to iWentify areas of growtx, to create plans for capitali.ing 
on sxort anW long-terd opporthnities anW create consistent processesB � 
Maintaining anW 2hilWing soliW long-terd relationsxipB � Mazing shre txey 
zeep aligneW to 2ranW strategies, respecting txe forecasts, WeaWlines anW 
WeOelopdent plansB 
1Chstoder ac8hisitionb I followeW txe entire Wistri2htor ac8hiring process, 
frod selection to sign of txe contractB 
1Sales deetingb organi.ing anW WriOing one to one deeting witx eacx 
uartner, to Wischss seOeral topicsb targets, forecasts, strategyB 
1Marzet Visitb perioWically Oisiting cohntries to oOersee txe worz daWe in 
txe sxops frod txe Pistri2htors, also to giOe a closer looz at txe darzet 
xealtx anW trenWsB
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1Forecastingb creating a Oery realistic forecast 2y darzet, generating 
xealtxy growtx anW 2hilWing trhstB 
1Marzet Visitb perioWically Oisiting cohntries to oOersee txe worz daWe in 
txe sxops frod txe Pistri2htors, also to giOe a closer looz at txe darzet 
xealtx anW trenWsB 
1uartner Sxip Storeb wxen re8hesteW, I shpporteW uartnersxip Manager 
Whring txe opening of a new uSS on txe Pistri2htor7s darzets anW don-
itoring perfordance + uN, ANV, etcB' 
1Coalition uro ectsb I xaOe coorWinateW txe idpledentation of a new sxip-
ping ow frod Ehropean warexohses to K SSIA, worzing across 2ranWs 
+VA%S, Nxe %ortx Face, %apapi ri' anW across cohntriesB I also createW a 
coalition danhalB 
1Strategic Accohntsb Shpporting Strategic Accohnts Manager witx Ada-
.on anW Pirector witx Foot 4oozer on txe Waily actiOitiesB � korzing 
closely to txe Pigital Accohnt on Rptidi.ing conshder naOigation Y 
proWhct WiscoOera2ilityB � IdproOing synergy 2etween Sales anW Rpera-
tion Pepartdents +Chstoder SerOice, Shpply Cxain, ulanning, Sohrcing' � 
Analy.ing client7s internal 2hsiness processes to shggest idproOedents 
to e:isting proWhcts or fhnctionalityB � korzing on (u pro ect witx txe 
o2 ectiOe of 2etter control chstoder7s solW proWhctsB
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Chstoders Managedentb I was Wirectly worzing witx 0m Pistri2htors, 
( Strategic Accohnts +Ada.on, Foot 4oczer anW •P', 9 4icensee anW  
Intercodpany, I was Following txe wxole orWer processing anW Shpplying 
txed witx txe tools +reports, line lists, price lists, proWhcts info, proWhct 
lahncxes, etcB'B 
1Pistri2htion Cxannelb constantly training anW shpporting uartners on 
respecting txe cxannel assigneW, wxen placing orWersB 
1Sxippingb shpporteW 2y Sohrcing Pept, I was shperOising txe sxipdent 
process enshring oOer qmH of gooWs WeliOereWB 
14a2oratory Nestingb WriOing txe wxole testing process of txe gooWs e:-
porteW to Egypt anW SahWi Ara2ia darzetsB 
1Keportingb nodinateW vhsiness Intelligence 6ey ser, hsing CRT%RS 9m 
+ke2 2aseW too' to create powerfhl reports wxicx xelpeW all CS PeptB +Gm 
edployees' anW uartners to idproOe txe leOel of txe orWers danagedent 
of (mHB
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Pirectly reporting to txe uresiWentb 
1Constantly 2hilWing anW enxancing processes anW way to worz witx a 
tead  Chstoder SerOices I was responsi2le forB 
1Managing relationsxip witx mm worlWwiWe chstoders for txe vritisx 
fasxion codpany vhr2erry, for wxicx we were proWhcing tiesB 
1Rptidi.ing chstoder serOice in orWer to retain anW increase 2hsiness 
frod 2otx new anW e:isting chstoders anW coorWinating txe actiOities 



2etween txe WiOisions inOolOeW on proWhction, paczaging anW sxipdent 
of gooWsB 
1Maintaining operational e:cellence txrohgxoht txe shpply cxain to shp-
port sales o2 ectiOesB
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CoorWinating G associates anW txe Waily actiOities in speciDc areas of txe 
storeB 
1Monitoring perfordanceb uN, ANV, associate7s targets, WailyLweezly 
targets, etcB 
14eaWing, coacxing, WriOing anW inspiring associates witxin a WesignateW 
areaB 
1Assisting txe Store Manager in WeliOering a predihd conshder anW 
edployee e:perienceB
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