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	Contact
London
07488 667 428
alyssa.hunter@mail.com
Skills
· Strategic Client Acquisition: Secured 15+ B2B accounts, generating £1.8M annually.
· Commercial Negotiation: Closed £3M+ in multi-year contracts.
· CRM & Pipeline Management: Increased forecasting accuracy by 25% using Salesforce.
 
· Cross-Functional Collaboration: Boosted lead conversion by 18% through joint campaigns.
· Market Research & Analysis: Improved margins by 12% with pricing insights.
· Sales Presentation & Pitching: Achieved 85% success rate in follow-up meetings.
Certifications
· PRINCE2 Foundation and Practitioner, AXELOS, 2018-01-01
Publications
· The Evolution of Client Engagement Post-COVID, Strategic Sales Review, 2022-10-01
· Driving Growth through Data: A Guide for Modern B2B Sales Teams, Sales Insight Journal, 2021-03-01
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Summary
Results-oriented business development manager with over 7 years' experience in B2B sales, client acquisition, and market expansion across the tech and professional services sectors. Successfully secured over £5 million in new business revenue within three years. Seeking to contribute commercial insight and strategic thinking to Caldera Technologies.
Work Experience
Business Development Manager
Presso Ltd | London, UK | Jan 2022 - Jun 2026
· Designed and launched new service packages, increasing customer uptake by 25% within 6 months.
· Maintained a 90% client retention rate, generating 40% of revenue through repeat business and referrals.
· Negotiated a two-year exclusive design and delivery agreement worth £2 million, the company's largest contract to date.
· Increased revenue by 30% in the first year through strategic acquisition and upselling.
Business Development Manager
Arriva Group | Manchester, UK | Feb 2019 - Dec 2021
· Formulated negotiation strategies aligned to client needs, risk assessment, and long-term value.
· Supported senior leadership in the development of customer acquisition and retention strategies.
· Identified and secured over 20 new client accounts through tailored sales strategies.
· Contributed to a 20% year-on-year increase in territory sales through client growth initiatives.
Education
University of Edinburgh Business School 
MBA : Strategic Management 
01/2015 
University of Leeds 
BA (Hons) : Marketing 
01/2012 
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