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About

-igh1achieving retail leader with 7+y 0ears in client facing and leadership roles in 
the luxur0 goods sector, including 7my 0ears spearheading ;0 own business’ EAve 
honed ;0 visionar0 thinking and strategic approach into an e&cient power1house 
;ethod for getting an0 concept oq the ground. 2s a solo1preneur E drove new 
and innovative wa0s to evolve the custo;er experience, including transfor;ing ;0 
;ulti1award1winning business fro; traditional brick % ;ortar bouti4ue to exclusive 
b01appoint;ent access’ and successfull0 i;ple;enting fee1based in1person and 
online Dtting % shopping services that accounted for O7B of revenue, and increased 
average sale value b0 7RB. Sbsessed with retail excellence and inspired b0 au1
thentic personalised service, for ;0 next ;ove, EAd love to collaborate with a brick 
% ;ortar fashion and lifest0le business to drive their strategic vision, reDne their 
retail proposition, and deliver extraordinar0 custo;er experiences.
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Experience

Professional development
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Pausing active ;arketing for ;0 own business to bring the next co;1
pelling chapter of ;0 career to life.

G Progressed through Wadass |areersA signature leadership develop;ent 
progra;;e e;powering high1achieving wo;en with the clarit0, conD1
dence, and skills to craft a professional brand proposition. 

G (;barked on a z1;onth :6uantu;1Leap MourA of 2ustralia’ i;;ersing 
;0self in a new living experience, while activel0 building local % interna1
tional relationships and progressing through the |areer 9low1up pro1
gra;;e. Plus exploring new neighbourhoods, living1locall0 and learning 
about 2ustralian histor0 % culture’ and ;anaging budgets, propert0 and 
acco;;odation needs across two continents and opposing ti;e13ones.

G Mook on roles with 5ohn Lewis % Partners across selling and operations, 
and with Yweat0 Wett0 as a concession ;anager, giving ;e the oppor1
tunit0 to observe and engage in the working practices of large, ;odern 
organisations. 

G Participated in training with the 2ssociation of Wusiness JentorAs and 
enrolled as a ;entor for the -elp to 9rowj Janage;ent progra;;e’ 
sharing ;0 front1line experience and expert advice on a voluntar0 ba1
sis to support entrepreneurs across the UK in deDning strategies and 
achieving their business growth and develop;ent goals.

Founder
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OmO–j Pivoted fro; full1ti;e entrepreneur to focus on landing a per1
;anent role, while fulDlling ;0 personal ;ulti1passionate pro*ects on a 
part1ti;e basisj e;powering cool wo;en with brilliant a;bition to be, 
do, and have exactl0 what the0 want. En business, in life, 2)I in lingerie.

G Wusiness Ytrateg0 |onsulting 1 Wespoke business strateg0 consulting for 
s;all for;at brick % ;ortar fashion % lifest0le bouti4ues. |hallenging 
solo1preneurs to clarif0 business ob*ectives, and translating strategies 
into a clear road;ap of activities to deliver on outco;es. 

G Lingerie 8itting % Yt0ling > Ielivering signature Dtting % st0ling, and 
personal shopping services to clients around the globe, includingj host1
ing virtual consultation and pre1Dtting appoint;ents, sourcing individual 
lingerie collections to ;atch the client brief, and co;;unicating consis1
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tentl0 with clients % prospects via e;ail, website and social ;edia.

Om7F1OmO7j Janaged ;ultiple critical paths, and proactivel0 approached 
co;plex decisions, to sta0 on course in delivering a sea;less custo;er 
experience in a luxur0 retail setting while sta0ing true to vision % values, 
and underpinning business strength.

G Irove a co;prehensive end1to1end transfor;ation’ repositioning to a 
self1branded personal shopping % st0ling business ;odel to enable a 
;ore exible service oqering and expanded partnership opportunities, 
including second;ent of ke0 skills to collaborative
brands Yi;one Perele N8ranceH and 2dina Tea0 NUKH. Encreased average 
sale value b0 7RB.

G IeDned and i;ple;ented strategic initiatives to i;prove custo;er en1
gage;ent on a digital1Drst basis, drive retail footfall, and successfull0 
sell1thru special edition collections and sell1out events.
En uenced ROB over1target sales revenues during a week1long branded 
partnership pop1up in Jarch OmOm.

G |onceptualised innovative new wa0s to evolve online % in1store cus1
to;er experience, including i;ple;entation of niche fee1based Dtting % 
shopping services accounting for O7B of sales value.

G (xecuted a cohesive ;ulti1channel pro;otion strateg0 to drive targeted 
tra&c, and attract and nurture leads, via direct e;ail ;arketing, website 
% social ;edia ca;paigns. Encreasing bookings
for b01appoint;ent services b0 �mB.

G Ieveloped and ;aintained local and international relationships with 
clients and prospects via personalised correspondence, digital ;arketing 
Ne;ail, website, social ;ediaH and in1person events. 9rew database b0 
7FB in 7 0ear and increased e;ail open rate to O B.

Small Business consulting, mentoring and peer support
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|onstructivel0 challenging solo1preneurs and s;all for;at brick % ;or1
tar business owners to clarif0 ob*ectives, and translating strategies into a 
clear road;ap of activities to deliver on outco;es. Encluding i;ple;ent1
ing Dnancial practices that ensured businesses co;fortabl0 sustained 
operational costs and provided consistent personal inco;e throughout 
;ultiple pande;ic lock1downs’ and initiated online ;eet1ups providing 
peer1to1peer support and skill sharing that saw social ;edia engage;ent 
grow’ online coaching and courses launched’ and wait1lists for post1lock1
down st0ling appoint;ents full to capacit0.

Owner
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 Wrought to life fro; concept, and ;aintained da01to1da0 operations 
at ;0 stand1alone brick % ;ortar store’ including deDning a sea;less 
custo;er experience across all touch1points online and in1store, and 
developing processes for observing perfor;ance ob*ectives % results to 
enable better decision1;aking and invest;ent of resources.

 8orecast sales targets and developed strategic initiatives Ninclud1
ing collaborations, in1store activations, and ;arketing ca;paignsH to 
achieve growth ob*ectives’ consistentl0 fulDlling Dnancial goals. Encreas1
ing turnover b0 an average 7–B 0ear1on10ear.

 Led and ;anaged a tea; of –’ initiated staq develop;ent % reward 
progra;;es to drive perfor;ance, inspire continuous growth, consis1
tent custo;er engage;ent, and deliver0 of retail operating standards 
inline with business ob*ectives.

 Yourced, edited and ;erchandised collections to ;atch custo;er re1
4uire;ents and in uence de;and, and ;anaged stock ow within bud1
get across seasons. Yuccessfull0 selling1through collections at an average 
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Education & Training

7FFF 1 Omm7 Edinburgh Napier University
W2N-onsH, 9raphic |o;;unications Janage;ent

7FF� 1 7FFF Edinburgh College of Art
Visual |o;;unication, 


