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About

1esourceful, highly analytical, and strategically inclined professional Dith 0+v years 
of dimerse experience Dithin Rco..erce and retail sectorS -trategic leader Dith 
crosskfunctional bnoDledge and a'ility to co.prehend and resolme storeMs syste.s 
related to .erchandising, H1F, and qinance reAuired for the launch of stores at 
neD locationsS -trong 'acbground of creating and cultimating enmiron.ents fok
cused upon unco.pro.ising custo.er sermice excellence, high productimity, cost 
ejectimeness, and strong e.ployee .oraleS Possess expertise in H1 and payroll 
functions, safe and legal regulations, 'usiness co..unication, and people .ank
age.entS Promen aptitude of sales leadership .aintaining great sermice and operk
ational standardsS B'ility to esta'lish, demelop, and .aintain professional custo.er 
relationships, co.'ined Dith dedication and loyalty to organisational o'NectimesS
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Experience

Sales Development representative
2eelo • |an 3+33 k OoD

: Bssisting Fanufacturing, /PL and 1etail industries to .eet sustaina'ility 
needs through tech 'ased co..uter transportS 2eelo is the s.art transk
port platfor. for organisations, promiding Cexi'le turnkbey and plugkin 
transportation progra.sS No' role included… 
: Bnalyse and target future clients, 'uilding prospecting list and engage 
these prospects through out'ound actimity gathering relemant data a'out 
existing and potential custo.ers 
: identify .arbet trends, Vnd areas of need that arenMt currently 'eing 
.et, and then engage in out'ound actimities to drime engage.ent includk
ing e.ails é calling é social outreach 
: Erime topkofkthekfunnel lead generation for sales .anagers 
: 6onsistently achieme .onthly Auota of AualiVed opportunities �
: High energy Dith a history of top perfor.ance and high lemels of 
prospecting 
: Rxcellent Dritten and mer'al co..unication sbills 
: Rxperience 'uilding prospecting lists and Vnding the right people to 
contact 
: Bnalytical, resourceful, conVdent �
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Self employed
 • |an 3+3+ k |an 3+33

Tmer the past tDo years, omer the course of the pande.ic & opened tDo 
cojee shops, Dhilst proming to 'e one of the .ost challenging ti.es it has 
also promed to 'e the .ost reDardingS bey ele.ents of .y experience 
Dithin the past tDo years included k 

: 1ecruiting, training, and supermising caf4 stajS �
: Preparing Deebly Dorb schedules 
: Rnsuring that all caf4 expenses are Dithin 'udget and identifying Days 
to decrease operational costsS 
: 1eceiming delimered caf4 supplies and merifying that the correct ite.s 
and Auantities hame 'een delimeredS 
: Jabing inmentory of caf4 supplies and ordering neD stocb as neededS 
: &dentifying strategies to retain and attract custo.ersS 
: holder of personal alcohol licence and food safety lemel 3 
: -ound bnoDledge of food health and safety regulationsS 
: -trong 'usiness acu.enS 
: Rxcellent organisational and ti.e .anage.ent sbillsS 
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: Rjectime co..unication sbillsS �
: Rxceptional custo.er sermice sbills

Store Director
LBOw&O • |an 3+0( k |an 3+3+

Eemelop the 'rand i.age Dithin London .arbet through close colla'k
oration Dith executime .e.'ers, UK Press tea.s, .erchandisers, and 
'uyersS 6o..unicate Dith UK press tea. on freAuent 'asis to delimer 
strategic proNects on ti.e and achieme 'usiness o'NectimesS Eirect and 
omersee the i.ple.entation of 61F initiatimes to ejectimely .anage and 
tracb custo.er contacts for the storeS 6onduct perfor.ance appraisals 
and .anage all H1 aspects Dithin the tea.S 
) 6ontri'uted toDards increasing store sales 'y liaising Dith UK and misual 
tea.s as Dell as rema.ping retail displays for .aintaining inmentory and 
i.proming misual .erchandising standardsS 
) &ntroduced neD selection ideas for seasonal UK .en product and prok
mided feed'acb to remitalise strategy Dhich resulted in opti.ising profk
ita'ility and increasing custo.ersM poolS

My Stylist Menswear Manager
FatchesqashionSco. • |an 3+0G k |an 3+0(

Led the tea. to .anage 'oth w&P and neD e.erging clients online, drime 
sales for .ensDear dimision, as Dell as demelop ongoing relationsS Fy 
-tylist FensDear Fanager 93+0G to 3+0(H Eesigned exclusime premieDs 
for clients Dhile Dorbing closely Dith studio, 'uying, .erchandising, and 
.arbeting tea.sS -hared superior styling along Dith product bnoDledge 
gained in luxury retail and sales Dith the tea. for i.proming their sbillsS 
Prepared and delimered sales report to the .anage.ent tea. for efk
fectime decision .abingS qostered a colla'oratime Dorb enmiron.ent to 
i.prome omerall tea. productimityS Liaised Dith the .anager to strea.k
line operations and increase proVta'ility for the .ensDear depart.ent 
'y .anaging, training sales tea. and ensuring to delimer exceptional 
in store experience to custo.ersS Fanaged the .ensDear tea.Ms daily 
cases mia salesforce, premieD and product co..unication, 6usto.er 
6are and Fy -tylist client escalations, such as co.plaints, delimeries, 
product issues, da.ages and client experience issues through the online 
custo.er NourneyS 
) Iained a neD digital sbills 'y Dorbing in Rco..erce sector and using 
progra..es such as -alesforceS 
) Pro.oted to a Fy -tylist FensDear Fanager role Dithin one year of 
NoiningS 
) Helped to 'uild, test and i.ple.ent FBJ6HR-qB-H&TOS6TF lime chat 
co..unication platfor.S

Assistant Menswear Manager
Hill • |an 3+0/ k |an 3+0G

Prior to the a'ome role, & Noined FBJ6HR-qB-H&TOS6TF as the BF for 
FensDear at the Ootting Hill 'outiAueS

Supervisor
E&T1 HTFFR, Harrods Z -elfridges • |an 3++J k |an 3+0/

Rjectimely coordinate and .anage operations of the neD and largest 
FensDear 'outiAue in RuropeS -upermisor 93++J to 3+0/H Eelimered ask
sistance to the .anage.ent for .ultiple bey duties to facilitate the 
dayktokday 'usiness operationsS Promided ut.ost professionalis. and 
integrity Dith regards to custo.er sermices, tea. coordination, retail 
store .anage.ent, and leadership of other tea. .e.'ersS Iorbed mery 
closely Dith -elfridges personal shopping tea. and successfully 'uilt 
relations to 'uild salesS 

Helped to esta'lish and groD a core UK .enMs primate shopping netDorb 
and Dorb hand in hand Dith the Primate shopping tea. additionally at 
-elfridges, Das 'rought omer to -elfridges fro. Harrods to open the 
largest Eior Ho..e depart.entS

Lanmin -amile 1oD • 

Promide executime lemel leadership Dith full PZL accounta'ility Dhile 
.anaging all store operations as Dell as ensuring opti.u. sermice dek
limery to custo.ers in accordance to their needsS
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Held responsi'ility for identifying, securing, and demeloping neD 'usik
ness for the co.panyS

Client Relationship Manager
 • |an 3+0(

qorged and .aintained longkter. corporate relations Dith bey clients 'y 
using ro'ust co..unication sbillsS Eelimered feed'acb on social .edia 
presence and created 'ik.onthly 'logs for the De'siteS Updated cusk
to.ers regarding latest products and sermices in order to opti.ise salesS 
) Bchiemed assigned sales targets 'y utilising .arbeting techniAues and 
conducting face to face .eetings to attract neD clientsS

Education & Training

London College of Fashion
Wachelor of Brts, 

London College of Fashion
WJR6 qoundation -tudies in Brt Z Eesign, 

En#eld College
Bdmanced Eou'le Brt Z Eesign 9WWH, 


