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	   SKILLS
· Sales and profit growth
· Export development
· Strategic business consulting
· Change management
· Strong verbal communication
· Hands on leadership
· Budgeting and finance
· Powerful negotiator
· Commercial acumen
· Industry assessment and analysis
EDUCATION
University of Melbourne 1997
Masters in International Business 

University of Technology Sydney 
1995
Masters of Marketing 

Monash University,1992 
Grad. Dip. Of Marketing 
· Achieved award of excellence for being the highest achieving student
· Youngest student ever accepted into course

University of Melbourne 1988
Bachelor of Applied Science 


Interests
Family
Travelling 
Running 
Yoga 
Friends
Mindfulness
Continued professional development




		PROFESSIONAL SUMMARY
Julie has a proven track record of successes in her roles as CEO, General Manager and Management Consultant across many industries with a passion and specialty in the skin care, fashion and footwear industries.

Her core competencies are in leading and development of teams, diagnostic and business planning, export development, restructuring and improving business processes.

[bookmark: _GoBack]She has proven that she can grow profitable businesses and has sound financial analytical skills with a can do attitude.



	WORK HISTORY
JDT International Pty Ltd (Own Business) 
Management Consultant 
May 1997 - Current 

Key activities in last 4 years 
· Coaching and mentoring business leaders 
· Business diagnostics
· Strategic business planning
· Sales and marketing planning and implementation
· Optimise performance abilities of team members across all departments
· Utilized problem-solving skills to analyse and resolve issues that improve business operations and goal achievement
· Business development
· Perform competitor bench marking analysis and identified savings opportunities and potential product enhancements
· Map process activities to desired outcomes to rectify operational inefficiencies
· Restructure procedures by coordinating with each manager to create and execute key deliverables
· Lead cross-functional teams to analyse and understand the operational impacts and opportunities of technology and digital changes
· Cultural transformation and HR development

       Key Achievements

· Wittner - Board member of Wittner shoes and development of strategic business plan and department plans

· Responsible for entire process of selling Alan Pinkus shoes to W M Richies (Sandler, Jane Debster, Easy Steps)

· Developed successful skin care and bath care range into 40 Ishka stores with repeat orders within 2 months

· GT Medical, Saudi Arabia – conducted research into the worldwide vitamin and supplements market to attain distribution rights for the company

· Emami Group, Kolkata, India – working with product development team in Kolkata to produce 300 skus in skincare and herbal vitamins for launch in London 2019
 
Milk &Co Skincare - General Manager and Shareholder 
July 2009 – April 2014 
Key Activities
· To grow the business while improving profitability and cashflow
· Business development forming partnerships with local and export companies
· Increase operational efficiency by reducing costs and increasing sales
· Complete annual business planning and developing marketing and sales strategy
· Establish and improve sourcing and procurement partners and supplier agreements
· Responsible for contract negotiations with export and supplier partners
· Maximize the contribution of each individual employed by coaching them to further develop their talents and to work on areas of improvement
· Meet with shareholders/directors to present monthly board reports and discuss further strategic action plans to benefit the business

      Key Achievements

· Instrumental in driving new export sales to NZ, China, USA and UK

· Decreased stock levels by 30% in 1st year with a doubling of sales over 2 years

· Served an instrumental role in organizational and cultural transformation

· Responsible for attracting private equity of $2mil for 30% shareholding 

· Turned a profit of 10% EBITDA in first year of management from a loss making business

Metalicus - General Manager, Stakeholder and Consultant 
Nov 1996 – Dec 2009 
Key Activities
· Developed annual business plans to align strategic decisions with long-term objectives 
· Reported to board of management every month on all strategic and financial activity
· Developed annual budgets and financials to be approved by the Board of management
· Worked with each department to develop annual business plans and KPI’s to be achieved by department and by individual staff members
· Initiate and negotiate export distribution and agents contracts
· Oversaw the creation of the marketing strategy and promotional initiatives

Key Achievements
· Developed annual business plans to align strategic decisions with long-term objectives 
· Reported to Board of management every month on all strategic and financial activity
· Instrumental in working with sales department with sales doubling every 2 years
· Exceeded every sales and EBITDA budgets 10 years in a row
· Awarded Retailer of the Year Award 2008
· Runner up Retailer of the Years 2007
· Grew business from $2 mil to $31 mil over 8 years
· Opened 10 retail stores to support the wholesale business with each shopping centre store achieving number 1 fashion retailer measured by $ per square metre 

· Established distributorships in USA, UK, Canada, Japan, Russia, South Africa, New Zealand

· Launched a new business management software system, Apparel 21 resulting in increased productivity with doubling of profit in the 2nd year.
· Instrumental in selling the business with KPMG to Private Equity in 2008 and staying on as GM for 2 years post sale

Corporate Advisory and Training - Management Consultant 
March 1994 – September 1999 
· Advisor to various industries with key activities and projects including:

      Diagnostic health checks
     
      Business development working closely with sales teams

      Export development

      E commerce/digital training

      Supply chain management

      Business and strategic planning
      
      Marketing and sales strategy

· Companies include Myer, Seafolly, Sportsgirl, Suzanne Grae, Givoni, Bettina Liano, Bata, Dangerfield, Olga Berg, Aquila, Bic Australia, Hot Tuna to name a few.
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