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Experience

Dream Catcher dba 


April 2012 to Present
Amelotte International


     

213 West 35th Street, Suite302

New York, NY 10001

Launched the Dream Catcher Sweater line in 2012, as a new Division of Amelotte International.  Dream Catcher Sweaters catered to private label and product development business in Juniors, Missy and Kids Categories. We operated as a full-service Design Studio working with our clients from the inception of an idea, through production and shipping.  We offered direction in trend, color, styling and fit,

to ensure strong results at retail. Dream Catcher rapidly grew into a multi-million dollar division with strong growth and retail performance.

· Managed a team of designers and production staff. 

· Traveled throughout Europe for New Concepts in yarns, color direction, trims and styling.
· Directed my production staff on how to restructure garments to achieve target costs to our customers’

· Sourced, developed and managed relationships with factories and yarn mills throughout China.
· Oversaw all aspects of creating product lines for each season.
LFUSA/Ralsey Division


September 2008 to April 2012
New York, NY
_________________________________________________________
Senior Account Executive/Production Manager
Manage over $30 million in sales volume in sweaters and knits
for missy, petite and women’s areas. 
Managed a large team of design, sales and production staff.
Strong customer focus, and demonstrated ability to understand and

effectively interpret customer needs, and provide outstanding

customer service.
Responsible for the negotiating production timelines and pricing with overseas factories.  Handling all aspects of sales and production from

inception of orders through to delivery.

Maintain seasonal inventory, sales, and margin requirements for each account.   Increased sales volume by 8% and margin by 5%.
+
Anxiety, New York 

June 2006 – Sept. 2008

Sales Executive/Merchandise Manager
Launched the “Pink Cardigan” Sweater line for Junior and Missy Divisions.

Responsible for overseeing sales, merchandising and production. 
Present innovative merchandising solutions to EVP, President and Management committee.
Anxiety was a known cut & sew domestic manufacturer, and I was brought on board to create their first domestic import sweater line.

During the first year, the label generated over $10 million dollars in sweater sales for the Junior division, and $5 Million in the Missy Division.
The line performed well at retail and continued until Anxiety closed its doors in 2008.
Reference Point, New York, NY


    


May 2001 – June 2006                                                                                      

Sales Executive 
Generated $20 Million in annual sales in Junior Sweaters and Knitwear.

Successfully brought on Wal-Mart as a major account. Once established, I went on to grow the junior division business from $0 to $20 Million within the first year and in the second year established sales in the missy division and was soley responsible for managing this account.  The business then grew from $20 million to $40 million and continued to increase sales volumes each year thereafter.  This remained my main account and focus during my tenure with Reference Point.  Due to the nature and stringent requirements of this account, I took the initiative to organize and facilitate internal staff training on requirements such as Retail Link and CTL.  

Segerman International, New York 


April 1999 – May 2001



Energie/Currants, New York



April 1991– April 1999
Necessary Objects, New York 



March 1985– March 1991

In my positions working for these privately held companies, I worked closely with the presidents and business owners which was instrumental in my career development and business expertise and as a result of these experiences have gained a keen understanding of a wide range of methodologies and philosophies.

Through my work history, I have developed skills in leadership, communication, flexibility, negotiating, decision making, organization, accountability, and most important, teamwork.   I am confident my abilities would be an asset to any organization.
Education


Briarcliffe College
F.I.T., New York 
Susan Edelman


117 Washington Place


Massapequa, NY  11758


susan2edelman@yahoo.com


516-647-3335





PROFILE 





Sales, merchandising and production professional with 


over 20 years retail industry experience and a proven track record of 


developing divisions and increasing sales volumes.





Expertise in private label


product development for


sweaters and cut & sew.





Strong leadership, problem solving, and communication skills and adept in handling conflict resolution. 


Entrepreneurial and out-of-the-box thinker.


High energy and results oriented maintaining a positive outlook and perspective. 

















