Jessie Hines
٭ 022 636 4106 ٭ jessiehines16@gmail.com ٭

Professional Summary
I am a highly motivated individual who is passionate about empowering people and teams to achieve corporate strategy through developing and implementing strong and structured business practices, processes, analysis and above all delivering outstanding customer service.

I am looking for a position that will allow me to add value and deliver results to an organisation that is professional and progressive that shares the same passion and commitment to delivering success as I do.

Competency Summary
	Leadership
	Project Management
	Chanel Communications
	Financial Management

	Process Improvement
	Negotiation
	Stakeholder Engagement
	Change Management

	Organisational Design
	Commercial Acumen
	Risk Management
	Business Development



Professional Experience
Various Not for Profit Organisations	     2016 – 2020
Over the last four years I have been working with not for profit organisations and a small business developing operational procedures, implementing process improvements resulting in more streamlined effective organisations.
Mount Maunganui Lifeguard Service   	     2019 – 2020
Operations Manager	June 2019 – Present
Key Achievements 
· Established a repository of projects, ensuring clear tracking of all projects
· Implemented online payments resulting in ~$60,000 worth of membership payments coming in on time
· Developed a funding toolkit to streamline funding applications 
· Championed Surf Lifesaving NZ trial of Online lifeguard refreshers. This trial has given SLSNZ the platform to rollout this programme nationally
· Worked across multiple external teams – NZ Police, Surf Life Saving NZ, St John, Coastguard streamlining emergency call out squad processes and procedures
· Updated all Health & Safety policies and procedures
Hawkes Bay Brewing Company   	     2017 – 2019
Territory Manager	June 2017 – June 2019
Key Achievements 
· Through my ability to build professional business relationships and identify new business opportunities, I grew the customer base
· Increased regions volume by 40% in new markets
· Developed a cold calling platform driving efficiencies
· The above was achieved in a very competitive, contracted market
CCI Support Incorporated   	     2016 – 2017
Manager	February 2016 – June 2017
Key Achievements 
· Redesigned and automated operational processes resulting in significant cost and time savings (~20 hours per week)
· Implemented a new CRM system enabling clear insights of our members  
· Streamlined funding processes and developed a “Pitch” Document.  This resulted in a 70% increase in funding
· Assisted with the delivery of our 3-year business plan, developing clear strategies, goals, objectives, actions and projects
· Developed key performance indicators for the team ensuring alignment to the business plan
· Delivered a successful rebrand.  This process included developing a detailed business case to our board, clear communications to our members and engaging with external parties.  This rebrand will deliver the platform for future success by increasing membership, further development of social enterprise and increased awareness of complex chronic illnesses setting 
2degrees Mobile   	     2014 – 2015
Change Delivery Manager	June 2014 – February 2015
Key Achievements 
· Successfully delivered over 40 business projects enabling 2degrees sales channels to achieve and exceed sales objectives through: - 
· successful delivery of new product launches
· redesigned and maintained the internal sales website
· process improvements creating sales effectiveness 
· documented all sales operational processes ensuring clear visibility of operational requirements
· All these projects involved working with senior executives and across multiple teams
· Sales lead for the delivery of a new single sales and customer services platform.  Through delivering and maintaining a comprehensive strategic and communication plan all sales teams were kept informed of project deliverables and impacts mitigating any risks 


ANZ Group - UDC Finance   	     2013 – 2014
Strategy & Projects Lead	May 2013 – June 2014
Key Achievements 
· Assisted the delivery of UDCs 3-year business plan and customer value proposition.  This required working with the executive team, providing detailed analysis and recommendations where required then developing clear strategies, goals, objectives, actions and projects
· Developed key performance indicators for the executive team ensuring alignment to the business plan
· Designed a balanced scorecard for all Sales teams enabling accurate and timely measurement of sales performance
· Partnered the Auckland Regional Sales Director to develop and implement a communications and targets & prospects strategy to increase market share within the region
· Implemented call recording for operational teams delivering audit risk and compliance requirements 
· Assisted Regional Sales Managers with Sales “Pitch” Documents 
· Completed the bi-monthly board paper for the CEO
· Prepared group agendas and published minutes for the UDC Projects Committee giving clarity on status of all projects
Lion Nathan NZ 	     2007 – 2013
Sales Executive	          August 2008 – April 2013
Key Achievements 
· Increased region volume by 30% within 12 months of being part of the sales team through developing strong relationships with customers, understanding their needs, recognising opportunity, and aligning products to achieve growth
· Managed the national duty-free customer relationship resulting in volume and value growth through successful management, negotiation and implementation of promotional plans ensuring Lion strategic brands became strategic hero brands for these customers
· Managed and implemented the national Christmas sales programme for 2012. Creating an effective sales and marketing platform enabling the Sales team to sell in key strategic brands and achieve stretch volume targets
Senior Pricing & Demand Analyst	     January 2007 – July 2008
Key Achievements 
· Improved value beer profitability by managing a project which introduced value beer 18 packs
· Implemented fixed contract pricing into Siebel to ensure easy access and visibility to our Sales team of customers fixed term pricing
· New credit note process documented and implemented to comply with GRAA requirements and fix pricing processes which resulted in a significant reduction of pricing credit notes
· Created various models which enabled the marketing team to accurately cost & place new products assisting in new product profitability


Vodafone NZ 	                        2001 – 2006
Senior Mobile Products Analyst	                 November 2004 – December 2006
Key Achievements 
· Created monthly snapshot reports to measure the performance of the Mobile Products team and our Warehouse
· Gap analysis through process mapping and data analysis. Recommendations for improvements were then put forward to management ensuring best practices were implemented
· Created Reporting to measure Channel/Partner Performance against Agreed KPI’s
· Modifying processes and procedures achieving improved service levels
· Developed a National Auditing Process to track loan phones
Manager Credit Risk Assessment	                     December 2001 – October 2004
Key Achievements 
· Introduction of Quality Management Practices across global and multiple industries
· Developed and documented the National Credit Policy for Vodafone NZ resulting in consistent decisions and reduction of bad debt
· Developed training and development processes ensuring best practices were implemented and that the team comply with legislative and credit policy requirements
· Implemented individual KRA’s and team targets to achieve business strategies. Reports were then created to measure and monitor performance
· Engendering an environment of continuous improvement by constantly reviewing and updating processes to improve service levels
· Designed and developed a customer end to end report to enable full visibility on how Vodafone Supply Chain and Business Partners are performing against agreed Service Levels
· Managed a high-profile system project whilst managing a high performing team. Manual processes for the Credit Department at Vodafone caused inconsistencies and time delays. The introduction of this new system automated processes, reduced risk and exceeded business expectations by reducing connection times from 3 days to less than an hour without increasing risk
· Through analysing historical Customer records designed and developed Credit Scorecards which has ensured that Vodafone is not vulnerable to financial loss
· Changed the Team Dynamics to focus on our Customers. Making them “Business Aware”. Organised staff to spend time in Stores to enable a better understanding and appreciation of the Sales Teams
ANZ Group 	1999 – 2001
Manager Collections	                   February 1999 – November 2001
Key Achievements 
· Implementing Team Targets/Service Level Agreements
· Creating Databases to enable Reporting
· Undertaking Performance Management Reviews
· Career Development within the Team
· Understanding customer Satisfaction Surveys, and using them to Develop Team Strategies
· Reviewing and Updating Processes
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