Kathleen Louise London

646-554-5093

klondon264@gmail.com

SUMMARY:

Senior level Director of Retail with proven experience in sales performance, margin control, P&L responsibility, multi-store management, client building, new store openings, and real estate prospecting/negotiating.  Global experience and expertise in multi store and team management, real estate and market development, and luxury fashion including Ready-To-Wear (RTW), Non apparel categories including handbags, small leather goods, footwear, soft accessories, eyewear, watches, and jewelry.  More experience in retail includes flagship and specialty management, new store location prospecting, store opening and development, OTB management. budgets/forecasting, wardrobing, recruitment, development and training. 
WORK EXPERIENCE:

Real Estate/Market Specialist



  

      The Taubman Company











             2010-2014
The Taubman Company is the premier real estate developer in the United States with over 30 high end properties and international retail relationships with companies from Louis Vuitton to Restoration Hardware and most of the most sought after brands in the market today.




I was recruited due to my fashion expertise and my ability to network within an area of retail where most developers lack relationships.  I negotiated all the business terms of the lease as well and followed the tenant through until they opened in the center.  

• Negotiated 25% of Vans new retail store OTB for 2015.
• Executed leases with Point of Difference/new to Taubman tenants such as Alex + Ani, Joie, Equipment, Planet Blue, Porsche Design, Planet Blue, Daniel Espinosa, Agent Provocateur, 7 for All Mankind, and Melissa’s Shoes increasing the company portfolio.
• Communicated directly and developed ongoing relationships with company CEO’s, CFO’s and Founders.
• Completed profitable T-Mobile package resulting in the inclusion of two new properties.
• Increased future NOI growth at The Mall at Short Hills through negotiation of a highly sought after NJ liquor license doubling the available space for restaurant use.
• First to develop contact with chef driven restaurant concepts and “fashion” food like Daniel Boulud, Eric Kayser and Laduree.

• Received award for the highest rent per square foot in 2012.

• First to have leases out in our new San Juan and Hawaii developments.
Director of Retail






      Danskin, Triumph Apparel Group











             2008-2010

Responsible for 30+ stores both full price and outlet.  Created a strategy to roll out a 60+ store chain in direct competition to women’s athletic retailers like Lucy and Lululemon.  This required strong management and team building, budget development, buying strategy, location research, recruitment, store design input for the new roll out.  Daily operations of the existing stores, included hiring, training, buying, store visits, merchandise planning, developing incentive programs and client follow-up.  Role shifted from managing ongoing/new operations to the closure of the chain.   
• 10% average increased sales volume in all stores in under six months.
• 65%+ sell through of new collections based on implementation of quarterly collection rotation.  

• Reported directly to the CEO and CFO.
• Developed a chain wide training procedure for both managers and selling staff deployed to train over 70 employees.
• Worked with marketing to create a more distinct brand image within the stores that was consistent with the new direction of the brand.
• Positively impacted budget through retail staff salaries, bonus plans, and incentive programs that increased individual store sales.
• Retained to manage a distressed P&L, and constructed budgets and forecasts that avoided liquidation.
• Strategized markdowns, consolidations and inventory levels for a collection that turned every six weeks.
Director of Retail





                                     Sergio Rossi /Kering, USA

The position of Retail Director at Sergio Rossi was fairly new and developed to support the US President drive sales specifically within the corporate stores.  This role included travel to all 6 stores from New York to Hawaii as well as travel to Milan, team building, client building, recruiting, training, buying strategy, budgets, P&L and generally the complete oversight of the retail division.

• Increased sales in key stores by 15% and revised selling programs and operating procedures that resulted in increased margins overall.
• Advised and assisted in the national research of locations and new store development - successfully directed the relocation of the Rodeo Store to Melrose Place.
• Collaborated launch and first to roll out the new point of sales (POS) system. 

• Increased store traffic by 10% through a successful local celebrity ambassador program. 
• Drove a record $100,000 weekend outlet sale through strategized markdowns, consolidations and inventory levels for both full price and outlet stores.
• Increased sell through and improved inventory via a strategically managed the buy and the Open to Buy (OTB).
• Uncovered and corrected in-store policy abuse amounting to the loss of over $150,000.
• Flew quarterly to Milan for US chain seasonally buy and global launches. 

• Retained to manage a smooth transition to a primarily wholesale US presence 

• Responsible for the maintaining of Kerring (the global parent company) corporate standards with-in the stores.
District Manager, NYC Metro 






         Geox Respira 

Geox Shoes is an Italian brand that was just beginning it’s first launch in the US.  I was hired during the initial phase to assist the Vice President in hiring, training, recruiting, setting strategy, opening of stores, as well as running the new operations in the NYC metro area.

• Successfully recruited, hired, and trained the staff for 5 East Coast stores, including the flagship. 

• Developed training manual and selling standards that are still in use.
• Resolved issues with contractors and building maintenance during the construction period.
• Opened 3 NYC stores, managing deliveries, operations, staff, and training.
• Traveled to regional stores (Natick and Atlantic City) to open, train, develop staff, and set standards.
• Over saw all store operations including visual installations, deliveries, staff and finances.
• Developed US appropriate procedures and standards for the newly expanding company that was still primarily based in Italy.
Previous Experience

Store Manager/Senior Manager

Marina Rinaldi/Max Mara, USA


Department Manager/ Storewide Sales Training Manager




Barneys New York


Corporate Membership, Development and Events





Smithsonian National Museum of the American Indian
EDUCATION:

Principia College, Undergraduate, Major: English BA




Neighborhood Playhouse, Post-graduate, 1-year program

Smithsonian Institution, GS, USDA, Project Management Training

Federal Budget Training, Human Resource Management Training Programs

