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Barcelona, Spain

B U S I N E S S  O P E R A T I O N S

T E A M  L E A D E R

E D U C A T I O N
-  I .E .S  Joaquim Blume
·Year  2012  -  2014
Senior  Technic ian  in  Phys ica l  and  Sports

Act iv i t ies

-  Univers i ty  of  L imer ick IRELAND 
·Year  2001
Work ing  prof ic iency   :  Engl i sh  l anguage

course

-  Col · legi  Xaloc  BCN
·Year  2005 -  2007
Des ign  Engineer :  Mechanica l  Des ign

·Year  2003 -  2005
Technica l  Degree :  Mechanizat ion  

L A N G U A G E S
Spanish & Catalan
Nat ive  (C  Leve l )

Engl ish
Prof ic iency  (B2 )

S K I L L S
•  Team  Management

•  Strong  team  player

•  Ef fect i veness  

•  Pol i te  and  helpfu l

•  Pos i t i ve  Personal i ty

•  Mult i task ing  Sk i l l s

•  Enthus iasm  to  l earn

•  Strateg iz ing

Prof ic ient  in  oversee ing  bus iness  operat ions  and  achiev ing  set  goals ,

Understanding  marketp lace  needs  and  s t rateg ies  needed  to  dr ive  sa les .

Team  on -s i te  and  e - l earn ing  t ra in ing  fo r  the  deve lopment  of  people .

C O N T A C T

http://www.linkedin.com/in/josepcampoy


Josep ID-59347

B U S I N E S S  O P E R A T I O N S

T E A M  L E A D E R

•  DIESEL
|  2017  -  2019
Reta i l  Manager  Ass i s tant   /  Store  Co -Manager

|  2015  -  2017
Reta i l  Sales  Spec ia l i s t  

• MECAELECTRIC ARNAU S .L
|  2006 -  2012
Des ign  Engineer  &  Sales  Off icer  

•  SPIKE
|  2004 -  2006
Reta i l  Sales  Assoc iate  

P R O F E S S I N A L  E X P E R I E N C E

•  FUREST
|  2002 -  2003
Reta i l  Sales  Ass i s tant  

•  DECATHLON
|  2001   -  2002
Store  Sales  Ass i s tant  

•  YogaOne
|  2019  -  2021
Studio  Operat ions  Coord inator  &  Off ice  Manager

•  Secur i tas  Direct
|  2021  -  Present
Team  Leader  /  Sales  Operat ions  &  Maintenance

Pepo



Sales  Manager  |  Team Leader——
•  Team  on -s i te  and  e - l earn ing  t ra in ing  fo r  deve lopment

of  spec ia l i s t s ,  supported  by  the  company 's  too ls .

•  Monitor  the  per formance  of  new  hi res .  Carry  out

analys i s  and  ident i f y  the  t ra in ing  needs  of  the  area .

•  Direct  monitor ing  of  the  team  through  company 's  too ls :

customer  v i s i t s ,  retent ions ,  ins ta l la t ion  and  sa les  bi l l ing

•  Take  respons ib i l i t y  fo r  the  deve lopment  and  motivat ion

of  the  team 's  work  through  the  guide l ines  agreed  by  the

company .

•  Communicate  plans  and  act iv i t ies .  Opt imize

ef fect i veness  of  cross  funct iona l  teams .

•  Manage  inc idents  in  sa les  and  commiss ions  of  the

team .

Maintenance |  Commercia l  Advice——
•  Be  knowledgeable  about  compet i t i ve

products /programs ,  pr ic ing  to  act ive ly  promote ,  se l l  and

Insta l l  them .

•  Respons ib le  fo r  generat ing  l eads ,  re fer ra l s  and  meet ing

indiv idua l  monthly  sa les  goals  ( revenue  and

uni ts )help ing  the  team  meet  i t s  goals .

•  Per form  prevent ive  and  cor rect i ve  maintenance  of

secur i ty  sys tems ,  in  bus inesses  and  homes .

•  Commerc ia l  adv ice  to  the  c l ient  on  i t s  ins ta l la t ion  with

the  a im  of  guarantee ing  the  best  protect ion  of  people

and  the  property .  

Group Operat ions  |  Business  Improvement  Team——
•  Trans late  data  in to  act ionable  bus iness  ins ights  by

apply ing  best  in  c lass  analys i s  and  s t rong  bus iness  sense .

•  Develop  and  execute  a  c lear ,  log ica l  and  methodica l

s t ructure  to  complex  workst reams ,  and  prov ide

purposefu l  di rect ion  to  teams  and  ind iv idua ls  in  the

pursu i t  of  bus iness  exce l lence .

•  Contr ibute  on  the  preparat ion  of  s t rateg ic  planning

(e .g .  Budget  and  Long  range  plan )  by  analyz ing  cur rent

per formance  and  fo recast ing  main  bus iness  KPIs .

•  Partner  with  the  country 's  operat iona l  teams  to  col la te

data ,  superv i se  key  dashboards  to  t rack  Operat iona l

Serv ice  l eve l s  and  Ef f ic iency .

S e c u r i t a s  D i r e c t  T e a m  L e a d e r  /  S a l e s  O p e r a t i o n s  &  M a i n t e n a n c e

|  2 0 2 1  -   P r e s e n t
P R O F E S S I O N A L  E X P E R I E N C E

J O B  D E S C R I P T I O N



Studio  Operat ions——
•  Mentor ,  deve lop ,  and  coach  team  members

•  Manage  dai l y ,  monthly ,  and  year ly  department

operat ions ,  inc luding ,  but  not  l imi ted  to ,  set t ing  s ta f f ,

c lass  schedules ,  managing  the  department ’s  budget ,

t rack ing  the  department ’s  f inanc ia l  per formance

•  Communicate  plans  and  act iv i t ies  in  a  manner  that

supports  s t rateg ies  fo r  team  member  invo lvement

•  Tra in  team  members ,  prov ide  feedback  and  too ls  to

he lp  team  members  improve  the i r  sk i l l  sets

•  Ident i f y  and  re in force  common  goals  that  bui ld

commitment  and  teamwork  across  funct ions  and

div i s ions

•  Scout  ta lent ,  in terv iews  and  t ra in  new  members

(ass i s t ing  with  new  procedures ,  pol ic ies ,  programs . . . )

•  Prov ide  feedback  and  too ls  to  help  team  members

improve  the i r  sk i l l  sets ,  with  fo l low -up

•  Opt imize  ef fect i veness  of  cross  funct iona l  teams

•  Develop  pos i t i ve  re lat ionsh ips  with  members  and  team

members  whi le  bui ld ing  communit ies

•  Opt imize  schedule  operat ions  whi le  dr iv ing  bus iness

and  member  exper ience

•  Keep  abreast  and  unders tand  the  re lated  indust ry

cur rent  market  s i tuat ions

•  Manages  a  budget  and  del i vers  on  ta rget  part ic ipat ion

expectat ions

Sales  and Market ing——
•  Be  knowledgeable  about  products /programs ,

compet i t i ve  products /programs  and  pr ic ing  to  act ive ly

promote  and  se l l  them

•  Respons ib le  fo r  generat ing  l eads ,  so l ic i t ing  re fer ra l s

and  meet ing  ind iv idua l  monthly  sa les  goals  ( revenue  and

uni ts )  and  help ing  team  meet  i t s  goals  fo r  a  combined

studio  goal .  Sales  inc ludes  c lass  packs /membersh ips ,

reta i l

•  Mainta in  accurate ,  thorough  and  t imely

data / in format ion  in  a l l  appropr iate  sys tems  fo r  report ing

and  s tat i s t ica l  purposes

•  Ef fect i ve ly  market  and  se l l  products  v ia  te lephone ,

grass roots  ef for ts ,  in  s tudio  tours ,  etc ,  f i l l ing  out  a l l

paperwork ,  t rackers  and  fo rms  as  appropr iate .

Y o g a  S t u d i o  O p e r a t i o n s  C o o r d i n a t o r  /  S t u d i o  O f f i c e  M a n a g e r     |

2 0 1 9   -   2 0 2 1
P R O F E S S I O N A L  E X P E R I E N C E

J O B  D E S C R I P T I O N



•  Ass i s t  the  Reta i l  Store  Manager  in  planning  and  

implement ing  s t rateg ies  to  att ract  customers .

•  Coord inate  dai l y  customer  serv ice  operat ions  (e .g .  

sa les  processes ,  orders  and  payments ) .

•  Track  the  progress  of  weekly ,  monthly ,  quarter l y  and  

annual  object i ves .

•  Monitor  and  mainta in  s tore  inventory .

•  Eva luate  employee  per formance  and  ident i f y  hi r ing  

and  t ra in ing  needs .

•  Superv i se  and  motivate  s ta f f  to  per form  the i r  best .

•  Coach  and  support  new  and  ex i s t ing  Sales  Assoc iates .

•  Monitor  reta i l  operat ing  costs ,  budgets  and  resources .

•  Suggest  sa les  t ra in ing  programs  and  techniques .

R e t a i l  M a n a g e r  A s s i s t a n t  /  S t o r e  C o - M a n a g e r  a t  D I E S E L  |  2 0 1 7

-   2 0 1 9

•  Ensure  high  l eve l s  of  customer  sat i s fact ion  through

exce l lent  sa les  serv ice .

•  Mainta in  outstanding  s tore  condi t ion  and  v i sua l  

merchandis ing  s tandards .

•  Mainta in  a  fu l l y  s tocked  s tore .

•  Ascer ta in  customers ’  needs  and  wants .

•  Recommend  and  disp lay  i tems  that  match  customer  

needs .

•  Welcome  and  greet  customers .

•  Manage  point -of -sa le  processes .

•  Act ive ly  invo lve  in  the  rece iv ing  of  new  sh ipments .

•  Keep  up  to  date  with  product  in format ion .

•  Accurate ly  descr ibe  product  features  and  benef i t s .

•  Fol low  a l l  companies  pol ic ies  and  procedures .

•   Help  customers  ident i f y  and  purchase  products  they

des i re .  se l l ing ,  res tock ing  and  merchandis ing .

Prov ide  high  c lass  customer  serv ice  and  increase  

company ’s  growth  and  revenue  through  sa les

max imizat ion .  

R e t a i l  S a l e s   S p e c i a l i s t   a t  D I E S E L  |   2 0 1 5   -   2 0 1 7

P R O F E S S I O N A L  E X P E R I E N C E
J O B  D E S C R I P T I O N



Design Engineer——
Abi l i t y  to  capture  and  spec i fy  the  des ign  

requi rements .  

•  Research  concept  ideas  us ing  mathemat ica l  model ing

to  work  out  whether  new  deve lopments  and  

innovat ions  would  work  and  be  cost  ef fect i ve .  

•  Analyze  the  Engineer ing  and  Pro ject  input  in  order  

to  in ter rogate  i t ,  reach  an  agreement  and  in tegrate  i t  

fo rmal ly  in  a  Des ign  so lut ion .  

•  Produce  des igns ,  based  on  research ,  in to  tech  plans  

fo r  prototypes  us ing  computer -a ided  des ign  (CAD )

•  Analyses  the  des ign  proposa ls  and  the  technica l  

in format ion  in  order  to  ident i f y  the  i s sues  ar i s ing  

dur ing  product  deve lopment ,  def in ing  and  

implement ing  adequate  so lut ions  in  order  to  reach  a  

feas ib le  proposa l  with  a  high  fo rm  and  aesthet ic  

qual i ty .  

•  Attend  des ign  rev iews  to  present  des ign  ideas  and  to  

discuss  and  cr i t ique  a l ternat ive  des ign  so lut ions .  

•  Carry  out  s imulat ions  of  products  fo r  new  and  

prototype  pro jects  us ing  in -house  so f tware  fo r  the  

customer  and  prov ide  support  and  feedback  on  des ign .

•  Modi fy  des igns  based  on  the  analys i s  to  re - tes t  and  

analyze  unt i l  des ign  meets  spec i f icat ion  requi rements .

•  Write  reports  and  present  progress  at  pro ject  

meet ings  and  to  c l ients  

•  Attend  var ious  meet ings  and  act ion /communicate  

ins t ruct ions .

D e s i g n  E n g i n e e r  &  S a l e s  O f f i c e r  a t  M e c a l e c t r i c  A r n a u    |   2 0 0 6  -   2 0 1 2P R O F E S S I O N A L  E X P E R I E N C E
J O B  D E S C R I P T I O N

Sales  Off icer——
•  In ter face  with  customers  and  prospects  in  order  to  

support  a  sys temat ic  ident i f icat ion  of  the i r  needs .

•  Develop  a  proact ive  and  adv isory -dr iven  dis t r ibut ion  

of  the  fu l l  range  products  which  the  company  of fe rs .

•  Take  care  of  promot iona l  act iv i t ies  by  organiz ing  

road  shows  fo r  new  product  l aunch  or  react i vat ing  

the  market ing  of  ex i s t ing  products .  

•  Arrange ,  support ,  and  part ic ipate  in  c l ient  ca l l s  and  

help  them  in  ident i f y ing  the  product  of  the i r  needs .

•  Sales  analys i s ,  ar ranging  meet ings  with  customers  

and  do  necessary  survey  as  and  when  the  company  

demands .  



P R O F E S S I O N A L  E X P E R I E N C E
J O B  D E S C R I P T I O N

•   Greet ing  customers .

•   Ensure  goods  are  wel l  disp layed  (an  organized  shop  

i s  a  happy  shop )

•   Handle  payments

•   Arrange  order ing  and  del i very

•   Ass i s t  customers  and  make  sure  the i r  shopping  

exper ience  i s  enjoyable  so  they  come  back .

•  Keep  up  to  date  with  product  in format ion .

•   Help  customers  ident i f y  and  purchase  products  they

des i re .  se l l ing ,  res tock ing  and  merchandis ing .

Prov ide  high  c lass  customer  serv ice .

R e t a i l  S a l e s   A s s o c i a t e  a t   S P I K E   |   2 0 0 4  -   2 0 0 6

•   Greet ing  customers  who  enter  the  shop .

•   Handle  payments

•   Be  invo lved  in  s tock  contro l  and  management .

•   Ass i s t ing  shoppers  to  f ind  the  goods  and  products  

they  are  look ing  fo r .

•   Being  respons ib le  fo r  process ing  cash  and  card  

payments .

•   Stock ing  she lves  and  answer ing  quer ies  f rom  

customers .

•  Giv ing  adv ice  and  guidance  on  product  se lect ion  to  

customers .

R e t a i l  S a l e s   A s s i s t a n t  a t   F U R E S T   |   2 0 0 2   -   2 0 0 3

•   Welcome  and  adv ise  customers  (with  my  big  smi le ) .

•   Increas ing  in  s tore  sa les

•   Mainta in ing  sa les  f loor  appearance .

•   Cross -se l l ing  products .

•   Direct ing  customers  to  merchandise .

I  Can  prov ide  re ferences  f rom  a l l  companies  I ´ve  been

work ing  in ,  please  fee l  f ree  to  ask  me  fo r  the  contact 


deta i l s .

S t o r e   S a l e s   A s s i s t a n t  a t   D E C A T H L O N   |   2 0 0 1   -   2 0 0 2

J O B  R E F E R E N C E S

Pepo




