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PROFILE
Commercially driven retail and merchandising professional with over four years’ experience within luxury fashion at Frasers Group. Skilled in analysing product performance, customer behaviour, and market trends to support commercial decision-making and maximise sales opportunities. Experienced in developing merchandising strategies that enhance customer engagement, optimise product visibility, and drive revenue growth. Strong understanding of consumer psychology, purchasing behaviours, and product positioning within a competitive retail environment. Confident communicator with experience influencing a wide range of stakeholders, presenting insights, and balancing multiple priorities. Seeking to bring a strong commercial mindset and customer-focused approach to a merchandiser role. 

KEY SKILLS
• Product performance analysis and reporting
• Commercial awareness and trading insight
• Customer behaviour and consumer psychology
• Trend forecasting and market awareness
• Product assortment and category planning
• Merchandising strategy and execution
• Stakeholder engagement and relationship management
• Sales optimisation and KPI management
• Budget planning and resource allocation
• Data analysis and decision-making
• Microsoft office systems
• Organisation, prioritisation and attention to detail

PROFESSIONAL EXPERIENCE
Sales Assistant / Merchandising Lead
Flannels (Frasers Group) | 2022 – Present
• Lead all in-store merchandising activity, taking ownership of product placement, visual presentation, category positioning, and commercial execution across luxury fashion departments.
• Analyse sales trends, sell-through rates, stock movement, and customer purchasing behaviour to identify opportunities for increased revenue and improved product performance.
• Utilise customer insights and behavioural trends to influence merchandising decisions, ensuring product placement aligns with purchasing habits and maximises customer engagement.
• Develop product adjacencies and complementary product combinations designed to increase basket value, encourage cross-selling opportunities, and improve overall customer spend.
• Apply understanding of consumer psychology to create visually compelling product displays that influence purchasing decisions and improve conversion rates.
• Regularly review customer flow throughout the store, adapting layouts and product positioning to increase engagement with key categories and optimise footfall across the shop floor.
• Monitor high-performing product lines and emerging trends to support stock prioritisation and maximise commercial opportunities.
• Identify opportunities to improve product visibility and accessibility, supporting stronger sales performance and customer experience.
• Collaborate with management teams to align merchandising strategies with wider commercial objectives, sales targets, and seasonal priorities.
• Support decision-making through the interpretation of sales data, customer feedback, and product performance metrics.
• Deliver training and guidance to colleagues on merchandising standards, product knowledge, and commercial priorities.
• Successfully completed regional merchandising training within Frasers Group, gaining exposure to broader retail strategy, commercial planning, and trading principles.
• Develop extensive product and brand expertise across luxury fashion categories, maintaining strong awareness of market developments, competitor activity, and emerging consumer trends.
• Consistently contribute towards the achievement of sales targets and key performance indicators within a fast-paced and commercially focused retail environment.
Qualified Teacher / Private Tutor
2020 – Present
• Design, plan, and deliver engaging programmes and presentations tailored to the needs of diverse audiences and stakeholder groups.
• Analyse performance data, identify trends, and implement targeted strategies to improve outcomes, demonstrating a data-driven approach to decision-making.
• Communicate complex information clearly and effectively, adapting messaging to suit different stakeholder groups and objectives.
• Work collaboratively across a broad stakeholder network including Multi-Academy Trust leadership teams, senior leaders, governors, teaching staff, parents, external organisations, and pupils.
• Balance competing stakeholder priorities and requirements while maintaining focus on achieving organisational objectives and delivering positive outcomes.
• Produce reports, presentations, and recommendations to support decision-making processes and strategic planning.
• Manage multiple projects simultaneously, demonstrating strong organisation, prioritisation, and attention to detail in fast-paced environments.
• Build and maintain effective professional relationships with internal and external stakeholders through clear communication and collaborative working.
• Coordinate educational visits, events, and enrichment activities, including budget management, supplier negotiation, logistical planning, and risk management.
• Support departmental budget planning and resource allocation, ensuring effective use of available resources while meeting operational requirements.
• Adapt strategies based on feedback, performance outcomes, and changing stakeholder needs, demonstrating flexibility and responsiveness in dynamic environments.

EDUCATION
University of Nottingham
BA Philosophy, Religion and Ethics (2:1)
University of Hertfordshire
Qualified Teacher Status (QTS)

ADDITIONAL INFORMATION
• Strong interest in fashion retail, consumer behaviour, and emerging market trends.
• Proven ability to interpret customer demand and translate insights into commercially effective actions.
• Experienced in influencing outcomes through data analysis, stakeholder engagement, and strategic communication.
• Demonstrated leadership through ownership of merchandising operations and responsibility for training and developing colleagues.
• Commercially focused with a strong understanding of the relationship between product presentation, customer experience, and sales performance.

