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Objective
An opportunity to apply skills I have acquired and relate them effectively in the business 


Environment. The opportunity to gain further practical experience which will allow me to 
build upon my skills, making me a more pro-active and resourceful employee.


To work as part of a team and apply communication and team building skills that I have 


obtained. To achieve the best results within the organization by solving business 
problems, meeting set targets and achieving company objectives. 

Experience
Corporate Sales & Marketing Manager 


Prontaprint Corporate – Kall Kwik UK June 2008 to May 2009

Managing two centre’s in Mayfair and canary wharf.

Setting up marketing campaigns for both centre’s and both brands 

Standing-in as General Manager for two months 

Attaining set goals and working to City sales targets.

Dealing with potential customers via telephone and in person.

Farming existing Customer Database and hunting new customers.

International Account Management.

Cold Calling, Qualifying Leads Sales presentations to corporate decision-makers,

    demonstrating products, services and closing deals and contacts.

Accountable for all aspects of operation including optimum financial performance.

Training sales staff and retail training for production staff


Divisional Retail & Outsourcing Manager
FedEx Kinko’s London City March 2006 To March 2007

Attaining set goals and working to City sales targets.

Dealing with potential customers via telephone and in person.

Farming existing Customer Database and hunting new customers.

International Account Management.

Cold Calling, Qualifying Leads Sales presentations to corporate decision-makers,   demonstrating products, services and closing deals and contacts.

Accountable for all aspects of operation including optimum financial performance.

Training sales staff and retail training for production staff.

Working within the city Chamber of Commerce to increase awareness of Kinko’s

Meeting with suppliers to maintain pricing and standards of outside service in the UK and international.

Maintaining and writing company wide suppliers list.




Store Manager



Co-Op. Central Park, East Ham. November 2002 to December 2005
Manage and motivate staff, recruit staff, train and develop staff, according to company

                                         policies and employment laws, and ensure relevant HR procedures are followed   



     (appraisals, discipline, grievance, etc). 

Plan, forecast, report on sales, costs and business performance, according to company




     requirements. 

 Plan and implement advertising and promotional strategy and activities. 

 Manage cash and payment systems in accordance with company procedures and  policies, at all times with staff and customer safety as the uppermost priority. 

 Plan and implement shop merchandising, layout and customer traffic flow so as to maximise sales, customer satisfaction, appearance, image and ergonomics for customers. 

 Manage selling and customer service activities and staff competence in these area as to optimise and sustain sales performance, profitability and customer satisfaction. 

 Manage costs and overheads, and all factors affecting the profitable performance of the shop. 

 Liaise with external agencies and authorities as necessary (advertising, PR, recruitment,    training, fire services, police, local council, health and safety inspectors, etc). 

 Liaise with and utilise support from suppliers, merchandisers and other partners as required. 

 Manage, maintain and report as necessary all merchandise and non-merchandise stock. 

 Manage upkeep and condition of all equipment, fixtures and fabric of shop premises. 

 Manage health and safety, security, and emergency systems, capabilities and staff and            customer awareness, according to company policy and relevant law. 

 Seek and continuously develop knowledge and information about competitor activity, pricing   and tactics, and communicate this to relevant departments in the Company. 

 Manage and maintain effectiveness of IT and other essential in-store systems. 

 Attend meetings and contribute to company strategy and policy-making as required. 

 Develop personal skills and capability through on-going training, as provided by the company or  elsewhere subject to Company approval. 
Store Manager
Safestore Plc. Notting Hill gate London. September 2000 to October 2002

Attaining set goals and working to store & area sales targets.

Overcoming early objection handling to maximize sales.

Explaining the benefits of the products and increasing customer awareness of what Safestore could offer.

Farming existing customers and hunting potential new customers through effective local marketing. Introducing new business at every opportunity available.

Dealing with potential customers via the telephone and in person, answering their queries regarding Safestore products and services.

Full profit and loss accountability.

Organizing special promotions, displays and events. Including radio promotions for companywide awareness.

Working with and presenting to central London of commerce members.

Full customer debt account management.

Staff management, training, appraisals, hiring and firing.

All day to day cash handing and management.

Ensuring standards for quality, customer service and health and safety were met.

Company systems helpdesk Co-Ordinator. Offering full systems support to all stores across the chain.

Holding monthly meetings to update staff & colleagues on business performance, new initiatives and other pertinent issues.

Senior Store Manager
Wine Barrel, Banbridge N.Ireland February 1998 to August 2000

Working to personal and store specific sales targets

All aspects of cash handling and balancing of till.

Supervising a team of 28 personnel across two stores

Stock ordering and adjusting levels according to changing climates, keeping stock loss to a minimum.

Investigating all stock discrepancies.

Providing excellent customer service coupled with up-to-date product knowledge.

Resolving customer queries and special requests courteously and efficiently.

Maintaining and increasing sales through effective use of product displays, in-house promotions and first class customer’s service.

Managing and motivating the team to increase sales and ensure efficiency.

PVC Driver

Beestons Coaches April 1995 to December 1997

Tour Driver – UK & European Trips

Assistant Store Manager
Blockbuster Video, Ipswich Oct 1994 to January 1995

Responsible for all aspects of operating and supervising a successful and profitable store.

Ensuring customer service satisfaction.

Recruiting, training of customer orientated employees.

Cash handing and balancing of till, petty cash and safe floats at the change of shifts and at the close of business.

Ordering stock from main distributors.

All operational functions, marketing and public relations strategies.

Administrative duties, including scheduling, sales reports and mix reports.



Lance Corporal 



Royal Anglian Regiment, Sept 1991 to Sept 1994

 Soldier, Driver

 Tour - Northern Ireland






Education
Stoke High School, Ipswich Suffolk.

June 1990

8 GCSE’s above C Grade



Suffolk College, Ipswich Suffolk
Business finance. Merit
Interests
Travel, Computers, Swimming, Music and films
References
References are available upon request.
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