Emma Clark 

Email: emmaclark2084@proton.me
Suburb: Northern Beaches 
Professional Overview 

Senior management professional with over twenty years of experience in the corporate, government, and charitable sectors. With a demonstrated history of developing high-quality business strategies and plans ensuring their alignment with short-term and long-term objectives. I pride myself on leading and motivating subordinates to advance employee engagement, and developing a high-performing managerial team. Overseeing all operations and business activities to ensure they produce the desired results and are consistent with the overall strategy and mission. Ensuring clear implementation of strategies and nurturing relationships with stakeholders. staying informed about regional trends, market shifts, and regulatory changes to make necessary adjustments for competitiveness. I excel in problem-solving, addressing operational challenges, and mitigating risks. In essence, I play a vital role in driving the organisation's success within my designated geographic area, relying on my leadership, strategic thinking, communication skills, adaptability, and local market expertise to achieve results and acting as an advisor on Disability and Mental health laws for the House of Commons within the UK.  

Qualifications

 Architecture (ARB/RIBA Part 1 BA (Hons),  UCA  
 Foundation year  Fine Art   UCA  Canterbury   

Key Skills 

Skilled in team leadership - effective communication - full sales proceeds -  leadership positive engagement - resilience and composure - strategic planning - implementation financial oversight - facilities and safety – HR management - policy and procedures – bid writing -management partnership - advocacy management - negotiations - decision making - flexibility and accessibility – mentoring and coaching – interpersonal - diplomacy and confidentiality- Agile methodologies - trend analysis, - market monitoring - result tracking - people management- relationship building - negotiations. Proficient use of MS Project and MS Office suite -pmo360, Monday- Xero-CRM – CAD – Build Cubic.
Career Summary 
	Date                    
	Title
	Company
	Industries
	Location

	 Aug 19 - Present
	Project Manager, Strategic Planning, Account Manager, Change Management 
	Various, short-term contracts and temporary assignments. 
	Business Services 
Property Hedge Fund
Construction 
	Sydney 

	Oct 15 – Aug 19
	Project Manager 
	Untoit 
	Construction 
	London UK 

	Jan 11 -  Oct 15
	Sales Marketing Manager 
	QEF 
	RTO for disabled people 
	London UK 

	Apr 08  - Jan 11
	Lead Account Manager Specification, composite, cladding
	Rio Tino ( Alcan) 
	Architecture Specification  
	Darmstadt, Germany 

	Mar 05 – Mar 08
	Director of Development 
	Digital Bridge – Government  Project 
	Community Capacity Build 
	London UK 



Apr 19 – Present: Project Management/Strategic Planner – Various Contract Roles:-
I have undertaken a variety of temporary assignments across different sectors, providing me with a diverse range of experiences and skills. These assignments have equipped me with adaptability, flexibility, and the ability to thrive in dynamic work environments. From Sales roles in corporate settings to project management in construction, I have consistently delivered high-quality results while quickly acclimating to new challenges and responsibilities. Additionally, my temporary assignments have allowed me to interact with diverse teams and clientele, honing my interpersonal and communication skills. Overall, my temporary work experiences have been instrumental in shaping my professional growth and readiness to excel in any role or industry.
Example of temporary assignments:- 
Unique and thriving robotic and automation company specialising in bespoke designs for black warehouses (fully automated manufacturing) with some of the most challenging automation projects globally. I contributed by delivering data-informed solutions for sales growth and establishing strategic partnerships built on accountability and innovation. Meeting growth targets consistently and expanding the company's customer base was central to my responsibilities. Through the implementation of a strategic business plan, I ensured a strong market presence. Building enduring customer relationships and providing valuable insights to management through data-backed reporting Additionally, staying vigilant about emerging markets, new products, and competition facilitated informed decision-making and adaptability.
· Used data-driven insights to boost sales growth and optimise strategies for better results.
· Strategic Partnerships: Forged accountable, collaborative, innovative strategic partnerships, driving mutual success & value creation.
· Growth and Sales Achievement: Consistently met growth objectives and sales targets, delivering desired outcomes.
· Business Expansion: Executed a strategic plan for robust market presence and customer base expansion.
· Customer Relationship Building: Cultivated enduring customer relationships, enriching experiences and loyalty.
· Data-Backed Reporting: Presented comprehensive sales and expense reports, offering informed insights for decision-making.
· Market Insights: Stayed informed about emerging markets, new products, and competition for agile strategy adjustments.
· Strategic Oversight: Ensured alignment with the overarching strategy, propelling the business forward.
· Team Leadership: Managed HR project timelines, and budgets, streamlining operations with a custom Workforce Management Strategy.
· Collaborative Leadership: Fostered collaboration with senior leadership, achieving cohesive and organisational efforts.
· Risk Assessment: Identified risks and opportunities, contributing to sustainable growth.
· Performance Measurement: Monitored key performance indicators and supported team members' professional growth.
· Cultural Transformations: Led complex cultural transformations, enhancing efficiency and facilitating lasting change
Example of temporary assignments:- 
Within this boutique consultancy company with clients such the Big 4, NSW Health and other government and university bodies I was tasked with providing comprehensive account management and consultation, where I successfully retained and expanded a portfolio of top-tier clients. By building strong client relationships, implementing strategic plans, and providing exceptional customer service, I contributed to both client satisfaction and revenue growth. My collaboration with cross-functional teams and proactive identification of new opportunities within existing accounts and generating new revenue via tenders such as for the ATO I further supported the company’s success. Effective communication through client presentations ensured alignment and engagement at all levels.
· Account Management and Consultation: Managed consultancy companies’ portfolio of top-tier-1  clients, providing consulting services. Ensured the retention and growth of accounts, focusing on delivering value.
· Client Relationship Building: Established and nurtured strong client relationships, fostering positive touchpoints. Cultivated trust and rapport, contributing to sustained partnerships.
· Strategic Account Management: Developed and executed strategic account management plans aimed at account growth. Worked collaboratively with clients to understand their needs and deliver tailored solutions.
· Exceptional Customer Service: Delivered superior customer service to guarantee client satisfaction. Strived to provide maximum value, meeting and exceeding expectations.
· Collaboration and Analysis: Collaborated with Analytics and Operations teams to analyse successes and failures. Worked to identify root causes, enabling data-driven improvements.
· Identifying Revenue Opportunities: Proactively identified new revenue opportunities within existing accounts. Sought to expand services and offerings, driving increased revenue.
· Effective Communication and Presentation: Prepared and delivered compelling client presentations to stakeholders at all levels. Communicated insights and recommendations clearly and persuasively.
Example of temporary Assignments:- 
This role was for a property hedge fund with a base 375 million dollar portfolio, each property was aligned with a property designer such as Ralph Lauren, Bentley etc. I set up the office and oversaw all NSW performance including managing the team and our agents., I executed Sales Territory Management Plans, directly managed staffing and performance targets, and maintained a collaborative relationship with investment analysts for accurate financial insights. I adeptly presented investment opportunities to clients using complex financial models and remained informed about shifting market dynamics and company decisions through active participation in meetings. The development of client relationships and the mastery of financial products were pivotal aspects of my contributions to the team's success.
· Sales Territory Management: Executed end-to-end implementation of Sales Territory Management Plans. Ensured smooth progression from initial setup to successful delivery.
· Staffing and Performance Targets: Took charge of staffing within the designated territory. Set and monitored performance targets for both Key Performance Indicators (KPIs) and Human Resources (HR) requirements.
· Collaborative Financial Insights: Worked closely with investment analysts to provide accurate, up-to-date financial insights. Collaborated to facilitate informed decision-making processes.
· Investment Presentation: Delivered impactful investment opportunities and analysis presentations during client meetings. Employed effective communication to engage and inform clients effectively.
· Complex Financial Modelling: Employed sophisticated financial models to forecast future earnings and profit potential. Utilised these insights to craft well-informed proposals.
· Market Awareness and Decision Alignment: Actively participated in investment team meetings to maintain awareness of market conditions. Ensured alignment with market dynamics and company-wide decisions.
· Client Relationship Development: Nurtured client relationships, expanding networks across professional and social spheres. Enhanced engagement and opportunities through these connections.
· Expert-Level Financial Knowledge: Maintained an advanced grasp of financial products available to both corporate and individual clients. Expertise covered various categories such as bonds, stocks, investments, and trusts.
Oct 15 – Aug 19: Untoit Project Manager :-
Summary: I seamlessly coordinated project development by crafting client briefs and execution plans. I navigated architectural specifications, managed design teams, and ensured compliance with regulations and approvals. Tender management, meticulous documentation, and strategic budgeting laid the groundwork for successful projects. My oversight of contractor progress and establishment of a global supplier network enhanced project efficiency. By continuously refining services, sourcing materials competitively, and optimising processes, I contributed to a superior client experience and long-term partnerships.
· Client Briefs & Project Planning: Created detailed client briefs and execution plans for projects, ensuring alignment with architectural specifications.
· Architectural Oversight: Supervised projects to ensure adherence to architectural specifications & seamless design.
· Design Team Management: Managed design and building teams to optimise project planning and development.
· Regulatory Compliance: Engaged with authorities for building regulations and permits, overseeing approvals.
· Tender & Contract Management: Assisted in tendering, reviewed returns, and managed contract negotiations.
· Project Documentation: Developed project documentation, budgets, and schedules for organised management.
· Contractor Progress Oversight: Monitored contractor progress against timelines and milestones.
· Global Supplier Network: Established an international supplier network for efficient resource sourcing.
· Process Improvement: Continuously improved services to enhance customer processes and satisfaction.
· Materials Sourcing: Procured materials at competitive prices, ensuring cost-effective resource acquisition.
Jan 11 -  Oct 14:  QEF Sales and Marketing Senior manager 
Summary: My role encompassed a wide range of responsibilities, from policy creation and compliance oversight to HR strategy development and obstruction resolution. By fostering partnerships, implementing change management, and optimising processes, I contributed to organisational efficiency, reputation improvement, and revenue generation. Personalised support, tailored training, and strategic marketing initiatives further enriched client interactions and outcomes. Through a comprehensive approach, I played a key role in enhancing operations and organisational impact.
· Policy Governance: Established and maintained policies and procedures, ensuring consistent operations.
· Quality & Culture Oversight: Managed quality, compliance, and culture, balancing high standards and positive work environments.
· Board Compliance Reporting: Reported to the Board for financial and governance requirements, ensuring regulatory alignment.
· HR Strategies for Residential Clients: Developed tailored HR strategies for residential clients in VS RTO.
· DWP Referral Resolution: Addressed obstacles in DWP referrals, streamlining processes for smoother interactions.
· Internal Obstruction Removal: Identified and eliminated internal obstructions to enhance efficiency.
· Website Compliance & Reconstruction: Revamped the website to meet DWP firewall requirements, ensuring compliance and user-friendliness.
· External Change Management: Implemented external change management to enhance QEF VS reputation and manage transitions.
· National Partnership Network: Cultivated strong partnerships with governing bodies, facilitating collaborative efforts.
· Internal Change Leadership: Led internal change management, reducing applicant wait time to four weeks.
· Psychological Profiling & Training: Developed profiles and tailored training for individual referrals, offering personalised support.
· Marketing Strategies: Executed marketing strategies across 1,500 Jobcentre Plus establishments for increased visibility.
· Income Generation: Identified income opportunities through collaborations with agencies like the Ministry of Defence and DWP, exploring new revenue streams.
Apr 08  - Jan 11: Rio Tino Lead Account Manager Specification
Summary: With a transformative approach to sales, market analysis, and strategy. By shifting towards direct sales and generating detailed market reports, I contributed to improved customer engagement and informed decision-making. Lead generation, end-user requirement alignment, and innovation were key drivers of growth. The identification of income generation opportunities and successful formula transition further showcased strategic acumen. Expanding the client portfolio and fostering partnerships enriched business presence across diverse projects. My engagement in conferences and leadership content creation established a foothold in new territories, solidifying our market impact.
· Direct Sales Strategy: Implemented a direct end-user sales strategy, enhancing customer engagement by streamlining sales channels.
· Market Analysis: Generated comprehensive market reports with data-driven insights for informed decision-making.
· Lead Generation: Led research and lead generation efforts, expanding business reach and impact.
· Client Alignment: Identified end-user requirements and aligned processes with client expectations.
· Income Generation: Explored income opportunities, introducing innovative solutions in the composites sector.
· Formula Transition: Managed a smooth transition to a new formula, ensuring operational continuity.
· Client Portfolio Growth: Expanded the client portfolio by securing notable projects.
· Partnership Development: Obtained new accounts through partnerships with architectural design firms.
· Conference Engagement: Attended conferences, engaged with decision-makers, and created leadership content for new territories.
Mar 05 – Mar 08:  Director of Development Digital Bridge – Government  Project
Summary: In a pivotal role, I led Europe's largest community capacity build to address digital exclusion. Through adept project management, I secured and managed essential components of the Digital Bridge initiative, contributing to the inclusion of underprivileged communities. Multiteam oversight, community engagement, and successful KPI achievement were key drivers of the project's success. The initiative's impact was remarkable, connecting thousands of households and expanding its reach across regions. By breaking down digital barriers, the project enhanced digital access and empowerment on a significant scale.
· Digital Inclusion Leadership: Led Europe's largest community capacity build to address digital exclusion among lower-income earners, bridging the digital divide for underprivileged communities.
· Digital Bridge Project Management: Secured and managed Sales, Training, and a 24-hour call centre for the Digital Bridge initiative, ensuring efficient execution.
· Multiteam Management: Oversaw multiple teams, fostering collaboration and coordination across functions.
· Community Engagement: Actively engaged with local residents, securing community buy-in and participation.
· KPI Achievement: Achieved project KPIs, offering comprehensive training and 24-hour support via the call centre.
· Initiative Impact: Connected 1,000 residences and expanded to 70,000 households in Hackney borough.
· Geographic Expansion: Expanded the system to cover London and collaborated with authorities in the Midlands and Northwest to launch the initiative in multiple regions.
