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Senior Sales & Marketing Management Leader
Retail Strategic Planning | Product Development | Territory Management | Staff Training & Development
	· [bookmark: _Hlk524953907][bookmark: _Hlk527033418]Multifaceted and proactive senior management leader accomplished in multiple leadership roles including sales, distribution, retail and wholesale channels, marketing, branding, and product development for luxury goods and consumer products.
· [bookmark: _Hlk524954000]Action-oriented and innovative with strong business acumen and ability to “see the big picture” to identify areas of opportunity for territory expansion, strategic planning, and optimize retail assortments to maximize success.
· [bookmark: _Hlk524953964]Self-directed leader with integrity, ingenuity and a “can do” attitude to create innovative targeted digital, print, and branded marketing campaigns to optimize revenues, replace non-performing products, and enhance sales.
· Collaborative communicator with keen ability to build rapport and respect with culturally diverse internal and external customers using avid listening skills to optimize individual and group strengths. Keen ability to establish and nurture key client accounts, while increasing satisfaction and retention.
	· Account Management
· Distribution & Channel Strategy
· Retail & Market Share Assortment Strategies
· Competitive & Business Analytics
· Branding Awareness/Promotion
· ROI & Revenue Focus
· Client Relationship Building Long Term
· Retailer Partnership
· Production & Manufacturing
· Contract Negotiation/Oversight
· Digital/Print Marketing Initiatives





Professional Experience
Furrer Jacot / Winhouse Corporation – New York, NY	2013 – October 2018
Regional Sales Manager North America
Directed daily operations, business development, sales, marketing, and customer service for 40 established retailers with distribution to 59 locations. Led development and delivery of targeted digital, print, and strategic initiatives focused on propelling brand interest and increasing sales for U.S. market consumers.
Selected Accomplishments:
· Planning and Analysis – Successful in personally reversing the negative reputation of the brand in the North American market. Oversee analysis and planning for existing and new retailers based on competitive analysis to optimize brand and increase revenues. Developed and launched creative lifestyle alternatives for male and female customers.
· Retail Sales Growth – Achieved a significant increase from $1495 to $2695 for an average unit of retail sales at POS in North America within 24 months.
· Assortment Planning – Developed model product assortments that resulted in an average annual increase of 11% in orders from POS. Replaced non-performing styles to achieve improved turnover and sales.
· Relationship Building – Succeeded in rebuilding customer trust in the brand with proactive establishment and nurturing of key accounts with frequent visits and consistent follow-up.
· Training – Facilitated quarterly training with staff to optimize brand awareness, increase product knowledge, and improve customer service.

The Timepiece Collection – Englewood, NJ	2011 - 2012
Operations and Marketing Manager
Led daily business operations, sales, business development, and digital marketing for luxury retailer.
Selected Accomplishments:
· Strategy Planning – Developed strategy planning for 10th anniversary charity events for targeted audiences that succeeded in increasing store foot traffic with average attendance of 300 people and event participation by 17%. Utilized private invitations with four vendor/luxury brands to enhance awareness and attract new clients.
· Reduced Costs - Developed cost-effective advertising and marketing solutions that reduced costs by 45%.
· Marketing Initiatives – Designed and delivered a 10-year anniversary consumer national catalog and designed internet marketing campaigns that contributed to a conversion rate increase of 35%.
· Staff Training – Developed staff training guides to enhance customer sales presentations with a client-focused attitude and “other side of the counter” mentality that enhanced client relations and service.

Chef Hymie Inc. (CHG) – Carlstadt, NJ	2008 - 2012
National Sales and Product Development Manager
Managed daily operations for sales, marketing, and brand development for new product launches into the specialty food retail chain markets.
Selected Accomplishments:
· Branding – Spearheaded product creation from brand concept, recipes, and marketing initiatives for national distribution. It was the first bottled sauce product to be approved by and carry the seal of the American Diabetes Association. It was also the first bottled food product for establishment of No High Fructose Corn Syrup on the label for US retail food markets.
· Retail Sales Distribution - Achieved cost-effective negotiations for retail sales distribution of 18 Whole Foods Market in the northeast and northern California regional stores. Succeeded in a 65% sell through in the first six months of distribution with territory gross sales volume of $8.9M and average growth of 13% annually.
· Increased Sales – Negotiated a distribution agreement with UNFI Distributors for initial product placement in 35 Stop and Shop metro stores in New York and New Jersey stores. In first 3 months of distribution, achieved 89% sell through.

Girard-Perregaux: Tradema of America – Rutherford, NJ	1999 - 2008 
Regional Sales Manager
Managed sales, marketing, customer service, and brand development for luxury watch brand within the territory east of the Mississippi in the U.S. and Canada.
Selected Accomplishments:
· Sales Growth – Consistently achieved an annual growth of 13% per POS with territory gross sales volume of $8.9M and 62% of net sales for U.S. territory.
· Brand Management - Led promotions, marketing, and branding campaigns to enhance growth in metro markets.


Technical Proficiency

Microsoft Office: Word, Excel, PowerPoint
Microsoft Advertising & Analytics
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