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yitW xears in ebperience in strategic distriumtor relationsWips and gloual wWolesale 
accomnts vanagevent, E av conDdent in vx auilitx to dri/e cmstover retention, 
mpsellfcross sell opportmnities, and ensmre cmstover satis.action at witWin a sales 
strmctmreT

CWromgWomt vx career, E Wa/e smccess.mllx umilt and vaintained strong partnersWips 
witW gloual distriumtors, worIing closelx witW tWe Ozz to de/elop and ivplevent 
eRecti/e strategies .or vabiviAing sales and ebpanding distriumtion cWannelsT En 
vx role as a qegional Nccomnt Manager .or a lmbmrx .asWion urand, E ac-mired and 
cmlti/ated lasting relationsWips witW previer lmbmrx retailers inclmding Fet1N1Porter, 
MatcWes0asWion, Fordstrov, and Feivan MarcmsT CWese partnersWips Wa/e en1
auled ve to consistentlx ebceed sales targets and deli/er ebceptional cmstover 
ser/iceT

More recentlx, E Wa/e continmed to devonstrate vx tenacioms sales sIills at a 
well1estaulisWed 0CSh £22 covpanxT Mx -micI career progression WigWligWts a series 
o. accovplisWvents tWat illmstrate vx capauilities o. vanaging tWe .mll sales cxcle 
and umilding WigW1per.orvance sales teavsT yWile leading sales .or tWe ebclmsi/e 
qoxal hbcWange de/elopvent, E generated o/er 3522 villion in re/enme o/er 9TB 
xears, ebceeding targets despite pandevic HmctmationsT CWromgW relentless omt1
reacW and relationsWip umilding, E secmred deals witW WigW1net1wortW clients and 
in/estors, inclmding two umlI deals eacW /almed at o/er 39TG villionT

Mx ebperience Was e-mipped ve witW tWe auilitx to accmratelx .orecast territorx 
per.orvance and identi.x anx potential retention risIsT E av sIilled in analxAing 
varIet trends and cmstover needs to de/elop cmstoviAed solmtions tWat align witW 
tWeir umsiness prioritiesT yitW a strong umsiness acmven and covvercial vindset, E 
av conDdent in vx auilitx to dri/e re/enme growtW and optiviAe cmstover smccessT

E av eager to uring vx passion .or strategic accomnt vanagevent and vx ebcep1
tional relationsWip1umilding sIills to xomr covpanxT E av conDdent tWat vx ebpertise, 
covuined witW vx entWmsiasv and dri/e, will vaIe ve a /almaule asset to xomr 
teavT 
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Experience

Project Sales Manager
St :eorge 7 –erIelex :romp 8 Max 5255 1 Fow

Managed 0mll Sales Oxcle4 led tWe sales process .rov start to DnisW .or 
tWe gromnd1mp constrmction project qoxal hbcWange, a WigWlx somgWt1a.ter 
vibed mse de/elopvent in SomtW1yest LondonT |igW1Fet yortW Sales4 
generated 352£v in total sales re/enme in 9TB xears a/eraging o/er 3B6v 
eacW xear, Witting tWe target despite econovic Hmctmations camsed ux 
OzVEk1£GT Olosed an a/erage o. £% sales per -marter o/er tWe 9TB xear 
periodT Previmv Prodmct Sales4 sold omt o. 56' previmv residential 
Woves on tWe project, witW propertx /almes ranging .rov 39%G,222 to 
3£,5JB,222T Olosing |igW1Valme keals4 negotiated and secmred two smu1
stantial umlI sale deals 1 one wortW 3',JB',222 witW a WigW1proDle client 
and anotWer /almed at 39,G'9,222 witW a seasoned in/estorT Ceav Lead1
ersWip and Per.orvance Managevent4 ebpertlx vanaged a teav o. 6 
Sales Oonsmltants, pro/iding ventorsWip to .oster a WigW1per.orving and 
voti/ated worI.orceT Oondmcted regmlar per.orvance e/almations, set 
KPEs, and ivplevented training progravsT Sales Strategx ke/elopvent4 
collauorated witW varIeting and design teavs to de/ise and ivplevent 
eRecti/e sales strategies, aligning tWev witW varIet trends and cmstover 
devandsT Pricing Nnalxsis4 de/ised covpetiti/e pricing strmctmres tWat 
vabiviAed re/enme generation wWile vaintaining a strong varIet po1
sition .or tWe projectsT Olient qelationsWip Managevent4 umilt and vain1
tained strong relationsWips witW potential umxers and Iex staIeWolders, 
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eRecti/elx covvmnicating tWe mni-me /alme propositions o. omr projectsT 
Ngent qelationsWip Managevent4 cmlti/ated and nmrtmred agent rela1
tionsWips to umild a networI o. strategic partnersWips, dri/ing increased 
sales opportmnities and project /isiuilitxT Sales Per.orvance Nnalxsis4 
analxAed sales data and trends, generating covpreWensi/e reports to 
assess project per.orvanceT UtiliAed insigWts to vaIe in.orved decisions 
and identi.x areas .or ivpro/eventT Project Provotion and MarIeting4 
collauorated witW tWe varIeting teav on pressfdigital ad/ertising and 
social vedia cavpaignsT zrganiAed e/ents and mtiliAed /arioms varIeting 
cWannels to reacW potential umxersT Enternational MarIets hngagevent4 
led weeIlx calls witW tWe |eads o. Enternational zFces to vaintain cmr1
rent o/erseas varIet Inowledge, o/ersaw international lamncW e/ents, 
discmssed umdgets, and urie.ed teavs on anx new pWase lamncWesT Prod1
mct Presentation4 continmallx re/iewed prodmct presentation to ensmre 
optivmv sales prices and sales rates are acWie/ed witWin tWe deDned 
paraveters o. tWe o/erall corporate ivageT 
Ceav ke/elopvent4 ebpertlx o/ersaw tWe recrmitvent, e/almation, train1
ing, voti/ation, and pro.essional growtW o. tWe sales teavT –mdget 
CracIing4 Monitor varIeting smite operating ebpenditmres and sales omt1
coves to in.orv strategic umdgeting and cost control aligned witW o/er1
arcWing Dnancial oujecti/esT

Sales Team Leader
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Lead :eneration4 instilled a cmltmre o. proacti/e lead generation wWile 
o/erseeing rigoroms .ollow1mp on all sales prospects ux tWe teav, in1
creasing lead con/ersion rate ux 5BGT MarIet Nnalxsis4 staxed in.orved 
on real estate varIet trends and covpetitorsH acti/ities to condmct var1
Iet analxsis and identi.x opportmnities and cWallenges, enauling tWe omt1
per.orvance o. covpetitorsT Project Knowledge and hbpertise4 devon1
strated a deep mnderstanding o. tWe umild process, speciDcation aveni1
ties, pricing, and potential .or capital appreciationT Sales Progression4 
.acilitated a svootW transition .rov reser/ation to ebcWange, enWanc1
ing cmstover satis.action and loxaltxT MontWlx qeporting4 led presen1
tations at vontWlx project re/iews witW senior directors on sales po1
sitions to date, vontWlx o/er/iew, and international and local varIet 
sales acti/itxT Omstover Iomrnex Managevent4 cmrated and streavlined 
tWe end1to1end cmstover jomrnex, ensmring mnri/alled cmstover ebperi1
ence witW covpetitorsT OqM Sxstev Managevent4 strategicallx le/eraged 
O9J2 OqM insigWts to identi.x and enWance sales opportmnities across 
client port.oliosT

Sales Consultant
St :eorge 7 –erIelex :romp 8 0eu 52£% 1 Mar 525£

kri/ing Sales4 applied eRecti/e selling sIills to ebceed re-mired sales tar1
gets and umild a roumst pipeline o. potential new umsiness opportmnities 
tWromgW persistent omtreacW and relationsWip1umildingT OqM kata Man1
agevent4 ensmred covpreWensi/e captmre o. all dailx and weeIlx sales 
in-miries, opportmnities, and walI1ins witWin O9J2 to vaintain tWe accm1
racx o. OqM insigWtsT Oovpetiti/e Entelligence4 condmcted covpreWensi/e 
vontWlx re/iews o. covpetitor reports to deri/e actionaule insigWts and 
vaintain an incisi/e /iew o. tWe covpetiti/e landscapeT

Regional Account Manager
LEFkN 0Nqqzy 8 0eu 52£B 1 0eu 52£%

Strategic kistriumtor qelationsWips4 started at tWe covpanx as a Sales 
Ndvinistrator in 0eurmarx 52£B, worIing closelx witW tWe Ozz to de/elop 
strong partnersWips witW gloual distriumtors, ue.ore ueing provoted to 
qegional Nccomnt Manager in kecevuer 52£BT :loual yWolesale Nc1
comnts Managevent4 cmlti/ated lasting partnersWips witW previer lmb1
mrx retailers inclmding Fet1N1Porter, MatcWes0asWion, Fordstrov, and 
Feivan Marcms ux pro/iding uespoIe smpport and dri/ing /almeT Sales 
:rowtW Ncceleration4 ebceeded sales targets ux consistentlx generating 
o/er 92G seasonal growtW, acWie/ing 3£T6M in orders dmring one season 
accomnting .or a '5G sWare o. wWolesale umsinessT Oontract Fegotia1
tion4 secmred vmtmallx ueneDcial contract tervs, discomnts, and logistics 
arrangevents tWromgW principled negotiations witW new wWolesale part1
nersT Few MarIets Prospection4 researcWed and entered new territories 
tWromgW tra/elling, networIing, and eRecti/elx pitcWing to prospecti/e 
accomnts, ebpanding distriumtionT kata1kri/en kecisions4 pro/ided ac1



tionaule sales analxtics to optiviAe stocI le/els, viniviAe slow sellers and 
provpt strategic restocIs dri/ing tmrno/erT

Education & Training

University of Roehampton
–acWelor o. Science, 


