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Career Goal Statements

In Two Years | hope...

x To have applied my buying skills to a
position as a buyer for a women's clothing
line.

x To further develop my communication
skills by working in a group as a buying
team.

x To hold a position where | can travel and
visit vendor showrooms and trunk shows.

x To have developed a good relationship with
my vendors and accounts.




Jennifer Ann DeHayes
Dehaylja@emich.edu
313-505-2145

Current Address: Permanent Address:
215 West May Street 120 Hall Place
Mount Pleasant, MI 48858 Grosse Pointe Farms, MI, 48236
OBJECTIVE: To obtain a buying position for woman’s apparel

EDUCATION Central Michigan University, Mount Pleasant, Michigan

Bachelor of Applied Arts, August 2009 (expected)
Major: Fashion Merchandising and Design
Minor: Marketing

RELEVENT Apparel Design Analysis Economics
COURSEWORK: Trend forecasting Marketing
Dress and Culture Retail merchandising
Apparel Construction Computer Aid Apparel Design (CAD)
New York study tour/Trade show Textiles
Visual Merchandising Fashion Buying
Textiles & Apparel Global Economy Advanced CAD for Apparel
Textile Analysis Buyer Behavior
Marketing Communications Personal Selling
SKILLS: Adobe/Illustrator Microsoft office suite
Kaledo Weave Style and Print
Adobe Photoshop
EXPERIENCE: Single Dress, New York, New York

Sales Rep, May 2008-August 2008 (internship)

e  Assisted with any in-house productions, promotions, trunk shows, or advertising activities

e Become familiar with the process and paperwork of shipping goods to customers, inventory,
borrowed product

e Understand vendor/customer relations& negotiating techniques

e set-up showroom displays

Ann Taylor Loft, Grosse Pointe, Michigan
, December 2008-present
e Style and coordinate outfits for customers
e Stock shipments onto the sales floor
e Register and signing customers up for our credit cards

Forever 21, Somerset Collections, Troy, Michigan

Sales Associate, December 2007-(Holidays)

e Provide customer service on sales floor and assisted customers with
coordination of outfits.

e  Stock shipments onto the sales floor

Aramis/Tommy Hilfiger, Lakeside Mall, Utica, Michigan

Sales Associate (Fragrance department), December 2006 (Holidays)
e Demonstrated fragrance samples

e  Marketed and influenced customers to buy our product

Grosse Pointe Farms Pier Park, Grosse Pointe, Michigan

Lifeguard, May-August 2003-2006

e Aided patrons at the pool, beach and playgrounds

e  Monitored patrons in the pool preventing life threatening situations
e Clarified any questions or concerns that patrons had




Philosophy Statements

ABe Confident, believe in yourself and what you
are doing and you will succeed.

AGood teamwork includes the combination of
many ideas becoming a successful end product.

AViaintaining a successful relationship is
crucial in reaching the wants and needs of your
customer.

MBeing excited about your career and having a
good attitude will help bring success to a
company.




Skill Sets

Personal Management Skills:

* Responsible

* Trustworthy

* Good Leader

* Dependable

* Good Team member

Merchandising:

* Designed Visual display windows

* Trend boards and forecasting trends

* Analyzed a 6 month merchandising plan for Urban Oultfitters
* Studied the elements and principles of design

Design:
* Experience with Adobe lllustrator and Photoshop
* Experience with Lectra: Kaledo style, print and weave
* Microsoft office suite
* Constructed garments (shirt and skirt)
Unique Skills:

*Understanding he buying and selling process; selling techniques
*Worked in a showroom

*Assisted with administrative activities

*Assisted with in house productions

*Trunk shows

*Visual set up displays in the showroom

*How to project Sales

*Know the process of inventory and borrowed products

Personal Selling Skills:

* Trained in Sales
* Interned as a sales representative for a clothing line



Internship

Sales Representative for Single (NYC)
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and | dealt with my own
buyers. These are some
of the sales that | made
during the 3 days at the
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Single Advertising and Press Kit

The next slide includes part of the press
kit that | put together before the trunk
show. It shows who wears single, what
single is, how known the clothing line is,
and where it comes from. This was
given to the buyers that were not
familiar with Single and the 4 lines that
it holds.










