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Experienced Travel Industry Sales Leader

Results and client-focused English/Japanese-speaking hospitality professional with over 20 years of sales, marketing and operations experience in the UK and Japan and a proven track record of developing and managing sales strategies, team management, account acquisition and revenue generation. 

_________________________________________________________________________________________
PROFESSIONAL EXPERIENCE
Area Director of Sales & Distribution – Japan & Guam
Marriott International, June 2018 to present
Responsible for the successful pull-through of Marriott’s global strategy at over 70 hotels in Japan & Guam. Provide guidance and direction to all levels of hotel management team so that properties’ KPIs are reached or exceeded. Actively engage with key customers and stakeholders at all stages of sales cycle and negotiate with them to ensure that company goals are attained in a mutually agreeably form. Review budget and business plans and guide hotels in developing effective sales strategies. Ensure hotels’ adherence to distribution strategy while leveraging all available revenue channels and tools. Manage training and incentive programmes, monitor succession process, identify future internal/external talent and mentor high potential associates. 

· Secured a significant rule change at a major local OTA that brought them in-line with Marriott policy.  

· Oversaw the successful introduction of several new revenue channels in the Covid-19 era. 
Regional Director – Japan & Korea

Marriott International Global Sales Organization, August 2014 to June 2018
Provide strategic business leadership and direction to Global Sales offices located in Seoul, Osaka and Tokyo. Ensure that teams develop and sustain long-term, value-based B2B relationships between Marriott and a portfolio of high-value customers in alignment with company strategies with the overall goal of reaching key company objectives. Establishe an extensive programme of client engagement activities that have substantially raised Marriott brand position and awareness. Actively engage with local markets and key stakeholders as the face of Marriott GSO in the region. Deal with a range of hotel/client issues and liaise between Marriott senior leadership and customers. Provide support and mentoring to team and manage recruitment.
( Exceeded 2017 Group goals for region by 20%.  
(  Achieved an overall Associate Engagement Score in 2017 of 93%. 
Director – East Japan
Marriott International Global Sales Organization, December 2012 to July 2014
Manage the leisure and corporate sales teams of Marriott’s Tokyo GSO. Set the business development strategy for the team and ensure operational excellence. Responsible for the pull through of global and APAC strategies designed to increase Marriott’s market share and promote its position as the lodging partner of choice for our customers. Built and maintain long-term B2B relationships with a portfolio of accounts. Drive sales to increase market share, build customer preference and loyalty and achieve performance against individual leadership goals. Manage teams’ development and training requirements and conduct performance reviews.  Promoted to Regional Director position after 20 months. 
( Initiated/organized first ever hosted buyer groups from Japan to global trade shows; IMEX, ATM and EIBTM. 

( Surpassed 2014 room night target by 6% in an exceptionally challenging market.  
Director of Sales – International, Hilton Worldwide
Hilton Tokyo: June 2007 – July 2010

Conrad Tokyo: August 2010 – November 2012

Lead team responsible for international business development and managed overseas MICE and tour operator accounts. Established strategic sales activities, set targets and produced forecasts according to market conditions and business intelligence. Identified and proactively prospected new business opportunities while maintaining existing relationships. Reviewed competitor hotels and Hotelligence reports and implemented necessary action and follow-up. Planned and hosted fam trips, conducted site inspections and client meetings, attended tradeshows and undertook overseas sales trips. Produced marketing materials (including a unique MICE guide to Japan), press releases, newsletters and updated web content. Instrumental in raising service and product standards to international levels. Oversaw team recruitment and development. 
( Improved sales process management and focus on entrepreneurial selling and revenue generation increased Hilton Tokyo international MICE revenue from US$1.2million to US$3.5 million within two years.
( Achieved #1 ranking in all Asia Pacific region for group and meeting mystery shopper surveys in 2011. 

Sales Manager 
H.I.S., Tokyo Corporate Sales Department, May 2006 to May 2007
Responsible for sourcing and developing business opportunities with foreign companies in Japan. Produced adverts, created brochure and website copy and developed a range of new marketing materials.  
( Instrumental in securing new corporate accounts, including Delphi and HSBC.  

( Oversaw introduction of new English language on-line travel management tool. 

English Instructor

Various English Schools, May 2005 to April 2006

Taught business English to corporate clients in Tokyo. 

Sales & Revenue Manager
Quality Hotel Brighton, October 2003 to January 2005
Established and managed sales/revenue strategy and oversaw Banquet Sales, Reception and Reservation departments. Set rate structures, implemented revenue optimization policies and produced forecasts/budgets. Sourced new business and developed relationships with BT agents and tour operators. Created all promotional material. Guided team, provide mentorship and training, and managed recruitment and performance reviews.  

( 20% increase in number of corporate accounts with 17% improvement in mid-week occupancy within first year. 

( Improved staff management resulted in more than 50% reduction in staff turn-over within two years. 

Hotels Sales Manager
The Chapman Group, Independent Pub & Hotel Group, March 2000 to September 2003
Oversaw ten hotels of an independent hospitality group in south of England. Dealt with all aspects of sales. marketing, and revenue management. Introduced and managed new distribution channels. Produced all marketing materials and designed and wrote copy for advertising and website. Conducted sales calls and site inspections and organized promotional events.  
( Oversaw successful opening of group’s flagship property, a fully-restored 17th century coaching inn.
( Introduced PMS and on-line reservations systems for all hotels, a first for the company. 
Sales Executive

Travelscene, Europe & North America Tour Operator, October 1995 to February 2000
Pro-actively developed travel agent relationships via sales calls, tradeshows and improved account management. Created display material and leaflets in Japanese and coordinated production of a unique Japanese language brochure. Conducted training sessions and produced training materials. Integral role in company’s strategic planning and setting of sales targets.
HIGHER EDUCATION & ADDITIONAL QUALIFICATIONS
( Marriott’s Foundations of Leadership and Leadership Excellence Programme

( Certificate in Hospitality Marketing, Cornell University, 2011

( BA Honours Politics & Economics, York University, 1989 – 1992
Cy West
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