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This pack is designed for fast, high-quality execution across CV, application messaging, role fit, and interview readiness.

CV/Resume
ATS Briefing
Your CV/Resume is intentionally generated in ATS-friendly structure. Keep the section order, clean headings, and plain formatting so screening systems can parse your experience accurately before recruiter review.
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HEADLINE
Commercial Growth and Sales Leader | B2B Revenue Growth | Enterprise & Government Accounts | New Business Development | Key Account Management | Forecasting & Pipeline Discipline

SUMMARY
Commercial growth and sales leader with 20+ years of B2B experience across telecommunications, IT services, freight, and owner-operated businesses. Proven ability to win new business, grow enterprise and government accounts, improve customer retention, and deliver strong commercial results in relationship-led markets. Brings a disciplined approach to pipeline management, forecasting, negotiation, and account development, supported by practical operational and financial accountability from business ownership.

CORE SKILLS
1. Commercial strategy and revenue growth
1. New business development at scale
1. Enterprise and government account management
1. Customer retention and expansion
1. Executive stakeholder engagement
1. Pipeline management and forecasting
1. Relationship-led selling
1. Negotiation and deal structuring
1. P&L awareness and commercial accountability
1. Team leadership and high-performance focus
1. CRM discipline and account planning
1. Business operations and turnaround mindset

EXPERIENCE HIGHLIGHTS
Business Development Manager | Workforce Centre NZ | 2024–Present
1. Drive national new business acquisition for subscription-based HR and Health & Safety solutions.
1. Manage the full sales lifecycle from prospecting through onboarding and ongoing customer engagement.
1. Maintain strong CRM governance, pipeline control, and forecasting discipline.
1. Consistently exceed monthly revenue targets and rank among top national performers.

Account Manager | Enterprise Media Services Ltd | 2022–2023
1. Managed a multimillion-dollar enterprise and government portfolio.
1. Led service reviews, renewal discussions, and expansion initiatives across key accounts.
1. Partnered with technical teams to support service delivery and client success.
1. Delivered consistent portfolio growth through renewals and expansion.

Business Development Manager | AceCom Solutions | 2020–2022
1. Expanded NZ operations across communications and cloud solutions.
1. Built strategic pipeline activity and reported performance to leadership.
1. Strengthened account planning and customer engagement processes.
1. Delivered significant multi-million-dollar growth across enterprise accounts.

Managing Director | Perfect Automotive Services | 2013–2020
1. Owned and operated a business with accountability for sales, operations, staffing, and financial performance.
1. Increased annual turnover and improved operational efficiency.
1. Strengthened customer retention and referral business through service quality and commercial discipline.

Managing Director | Business Connectivity Hub (Telco Solutions Group Business Hub) | 2007–2013
1. Established and operated a Telco Solutions Group Business Hub delivering telecommunications and ICT solutions.
1. Won Telco Solutions Group Rookie Franchise of the Year and #1 Franchise of the Year.
1. Closed one of Telco Solutions Group’s largest SME contracts nationally.
1. Grew the business to 3,500+ customers while improving revenue, efficiency, and retention.

SELECTED ACHIEVEMENTS
1. Delivered $16M+ in new business revenue in a BDM role.
1. Managed a multimillion-dollar enterprise and government account portfolio.
1. Built and operated a Telco Solutions Group Business Hub that won national franchise awards.
1. Closed one of Telco Solutions Group’s largest SME contracts nationally.
1. Grew a business to 6,500+ customers while improving revenue and retention.
1. Consistently exceeded revenue targets and ranked among top national performers.
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Dear Hiring Manager,

I am writing to express my keen interest in the New Zealand Sales Director position at Global Logistics Group. With over 20 years of progressive leadership experience in commercial sales and business growth — notably within freight, telecommunications, and IT services sectors — I bring a proven track record of driving revenue and scaling operations that I believe aligns closely with Global Logistics Group's strategic goals in the e-commerce and express delivery markets.

Throughout my career, I have successfully delivered over $16 million in new business revenue within New Zealand, managed multimillion-dollar enterprise and government portfolios, and built trusted customer relationships that fuel sustainable growth. My leadership of high-performance sales teams and disciplined pipeline management complements my commercial strategy expertise, all of which are critical for leading growth and securing enterprise wins at Global Logistics Group.

Having operated extensively in logistics-related environments and driven structured account planning and forecasting, I understand the nuances of aligning customer-first approaches with ambitious revenue goals. I am confident my ability to blend strategic insight with practical execution will contribute directly to accelerating Global Logistics Group’s market presence and supporting its mission to deliver innovative, customer-centric logistics solutions.

I am also deeply committed to fostering inclusive and collaborative cultures, which resonates with Global Logistics Group’s values and focus on employee engagement and community. My ambition is to join a forward-thinking company like Global Logistics Group where I can leverage my commercial acumen to deliver measurable growth and long-term customer value.

Thank you for considering my application. I look forward to the opportunity to further discuss how my background and skills can contribute to Global Logistics Group’s continued success.

Sincerely,
Company Profile
Title: Global Logistics Group
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Company summary
Established in 2017 and headquartered in Dubai, Global Logistics Group is a tech-enabled last-mile logistics provider specializing in e-commerce solutions across the Middle East, China, and Latin America. The company offers a range of services, including last-mile delivery, cash on delivery with tracking, real-time online tracking, international transport, overseas warehousing, and 24/7 customer support. Operating in 30 countries with a workforce exceeding 20,000, iMile is committed to innovation, reliability, and convenience in its logistics operations. (imile.com)

Culture signals
1. Emphasis on innovation and technology to enhance logistics efficiency.
2. Commitment to reliability and timely deliveries.
3. Focus on customer-centric solutions tailored to e-commerce needs.
4. Diverse and inclusive workforce with a global presence.
5. Sustainability initiatives aimed at minimizing environmental impact.

Key messages
1. iMile is a global leader in e-commerce logistics, offering comprehensive last-mile delivery solutions.
2. The company operates in 30 countries, providing services like cash on delivery with tracking and real-time online tracking.
3. iMile's workforce of over 20,000 employees is dedicated to innovation, reliability, and customer satisfaction.
4. The company is committed to sustainability and environmental responsibility in its operations.

Tone of voice
1. Professional and customer-focused.
2. Innovative and forward-thinking.
3. Reliable and trustworthy.
4. Inclusive and diverse.
5. Sustainable and environmentally conscious.

Hiring story
1. iMile is expanding its operations and seeking professionals to join its growing team.
2. The company values diversity and inclusion, aiming to build a workforce that reflects its global presence.
3. iMile offers opportunities for career growth and development in the logistics and e-commerce sectors.
4. The company is committed to fostering a positive and inclusive work environment.

How you should adapt language
1. Candidates should highlight experience in logistics, e-commerce, or related fields.
2. Demonstrating adaptability to diverse cultural environments is beneficial.
3. A commitment to sustainability and environmental responsibility aligns with iMile's values.
4. Proficiency in technology and innovation-driven solutions is advantageous.
5. Experience in customer service and a customer-centric approach are valued.

Source links
No source links were captured.


Role Fit Analysis
Title: Fit Analysis for New Zealand Sales Director at Global Logistics Group - Alex Carter
Generated: 5/27/2026, 5:53:53 PM

Fit score
85/100

Fit score
You score an 85 out of 100 for the New Zealand Sales Director role at Global Logistics Group. your extensive experience in B2B sales leadership, enterprise and government account management, and business development closely matches the requirements for driving revenue growth in logistics-related sectors.

Why this role matches
1. You have 20+ years of commercial growth leadership include freight sector exposure, aligning with Global Logistics Group's logistics focus.
1. Proven track record in leading multimillion-dollar portfolios and new business acquisition ($16M+ delivered), demonstrating capability to lead growth and enterprise wins.
1. Strong skills in pipeline management, forecasting, and customer relationship management suit the role's need for disciplined sales execution.
1. Location in New Zealand, knowledge of local markets, and experience with subscription-based and SaaS-enabled solutions enhance your fit.

Likely gaps or risks
1. While you have freight experience, the job emphasizes e-commerce and express delivery sectors; direct recent experience specifically managing e-commerce logistics sales is not evident.
1. Limited recent exposure to large multi-functional team leadership at senior director/executive levels could present a leadership scale gap.
1. Mostly New Zealand market experience may require demonstration of adaptability for rapid scalability in a competitive e-commerce delivery environment.
1. Further familiarity with integrated digital sales channels and advanced marketing collaboration may be needed to align with IMile's growth ambitions.

How to improve the match before applying
1. You should highlight any involvement with digital or SaaS logistics/delivery platforms, emphasizing understanding of technology-driven sales.
1. Seek to demonstrate examples of leadership over cross-functional teams and collaboration with marketing or product teams.
1. Prepare to articulate how your freight and telecommunications experience transfers directly to e-commerce and express delivery markets.
1. Consider acquiring or showcasing knowledge of trends in e-commerce fulfillment, last-mile delivery, and customer experience management.

Recommended next move
You should tailor your application to emphasize your logistics-related commercial achievements and readiness to scale enterprise sales operations. Initiating conversations with Global Logistics Group to explore culture and expectations can also confirm fit. Pursuing professional development in digital sales integration and e-commerce logistics will strengthen your positioning for this role or similar opportunities in the rapidly evolving delivery sector.
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