BRANDON J. DEHAVEN

871 Tuscarora Ave □ Saint Paul Minnesota □ 206.579.3665 □ packdehaven5@msn.com
SENIOR MERCHANT

Fashion & Retail Environments

Director of Merchandising ~ Senior Buyer 

Leader in conceptualizing, developing, and managing merchandising operations within the fashion, garment and textile, manufacturing, and retail industries in both national and international markets. Consistently successful in strengthening product availability, improving merchandise mix, and reducing operating costs. Key role in initiating and restructuring processes for merchandise, inventory, buying, and reordering management. Dynamic and talented strategist with exemplary management performance record. Articulate and able to communicate with all staff levels. Areas of strength and expertise:

	Buyer  Operations
	Buyer Trends
	Purchasing Strategies

	Supply Chain Management
	Merchandising & Display
	Inventory & Stock Control

	Teambuilding & Leadership
	Process & Performance Optimization
	Stock Forecasting

	Staff Training & Development
	Resource Management
	Logistics Management


Over 25 years’ experience in the merchandising industry 

GANDER MOUNTAIN, Saint Paul, Minnesota          2007- 2010                       
PRODUCT MANAGER, MEN’S SPORTSWEAR AND OUTERWEAR
MANAGER, DESIGN AND DEVELOPMENT, MEN’S, WOMEN’S, YOUTH SPORTSWEAR & OUTERWEAR

Hired to redevelop and re-resource all of men’s sportswear and outerwear. Then asked do same for all of women’s and youth.
Key Accomplishments/Measurements:

· Developed timing and action calendar for all apparel

· Created development process for all apparel
· Rebuilt entire collection for Men’s, Women’s and Youth, including the establishment of core basic programs for all divisions
· Initiated floor set schedule and map to create like store foot print company wide
· Established unique vendor programs by region to take advantage of local talent as well as “unique” need
· Linked all divisions to single “own brand” vendor base, reducing costs and increasing our importance to our private label suppliers
· Streamlined branded vendor matrix company wide
·  The above has resulted in increased turn, lowest inventory levels in 5 years and 6 % increase in MM.
· Rebranded all apparel, including new labeling, packaging and fit
EDDIE BAUER, Seattle, Washington          2004 – 2007

Eddie Bauer is a multi channel lifestyle brand in Seattle, WA.

MERCHANDISE MANANGER – MEN’S WOVEN SHIRTS, ACCESSORIES, SLEEP AND UNDERWEAR.

Hired to grow all aspects of appointed areas through re-assorting, negotiation, and merchandising. Oversee product mix, planning, profitability, turn, ROI, MU.

Key Accomplishments/Measurements:

· Reduced Markdown rate from 63% to 53%.

· Increased IMU From 64.9% to 66.8% through product placement and negotiations.
· Decreased WD Rate from 2.2 to 1.9%
· Increased Margin from 48.1% to 49.7%
· Increased Turn from 3.13 to 3.22
· Increased ROI from 2.87 to 3.24
· Decreased Receipts from $296 to $276 annually
GUS MAYER, Birmingham, AL








                 2002 to 2004

Gus Mayer is the premier fashion clothier catering to the carriage trade in Birmingham, AL, featuring designer and branded merchandise.

MERCHANDISE MANAGER ~ MEN’S CLOTHING, SPORTSWEAR and FURNISHINGS

Hired to revitalize Men’s through marketing, merchandising, re-assorting, and restructuring and team development. Oversee the budgeting, planning, sales, profitability, product mix, and presentation of Men's retail. Responsible for achievement of maximizing sales, profit margin, turnover, and reducing returns.

Key Accomplishments/Measurements:

· Increased Men’s business 11% from $1.775 Million to $2 Million

· Increased gross margin by 7%

· Re-established relationships with key vendors; negotiated exclusives

· Spearheaded the development of Made to Measure and Made to Order clothing and furnishings

· Updated and re-merchandised Sportswear improving margins, aesthetics and sales

· Engineered successful corporate seminar program “Dress for Success” introducing Gus Mayer Men to a previously untapped market

FAÇONNABLE & NORDSTROM, USA & France







       1999 to 2001

Nordstrom is one of the nation’s leading fashion retailers, offering a wide variety of fine quality apparel, shoes and accessories for men, women and children at stores across the country. Served as Designer/Merchandiser for Façonnable Boutiques within Nordstrom stores.

DESIGNER/MERCHANDISE MANAGER ~ MEN’S CLOTHING AND FURNISHINGS

Hired to design, manufacture, merchandise and market new line of clothing, dress furnishings, and accessories for Façonnable boutiques and Nordstrom full line stores, including sourcing and delivering new product line. Analyzed current business and fashion offering to discover voids. 

Key Accomplishments/Measurements:

· Increased clothing sales from $0 to $3 Million by identifying price point void, assessing merchant needs, and developing custom products

· Liaison with French owners establishing a high-level of trust and confidence which facilitated autonomous creation of new Sport Classic dress shirt design line

· New line development increased wholesale sales by $3.4 Million or 30% for fiscal year from a 50% decreased market
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· Spearheaded the development of overcoat and pants line; two classifications not existing before tenure

· Increased company gross margin by 4%

BROOKS BROTHERS, New York, NY








       1997 to 1999

Brooks Brothers is an American global brand that reaches out through a strategy that aligns innovation, modernized stores, e-commerce, catalogs, and international expansion.

SENIOR BUYER MEN’S CLOTHING

Recruited to oversee merchandising operations for all areas including securing exclusive fabrics and models. Quality controlled factory out-put to increase garment quality while reducing costs. Negotiated production contracts from textiles, and manufacturing to deliver costs. Streamlined basics program. Analyzed and restructured operations to increase staff productivity and buyer accountability.

Key Accomplishments/Measurements:

· Increased sales from $260 Million to $300 Million and margins by 3% by maximizing stock to sales ratios, adjusting inventory levels, improving existing garment stratagems and designs, reducing costs, and placing replenishment needs for the manufacturer

· Introduced hand tailored Italian clothing line at higher price points

· Increased sales through team building and education of sales associates

· Instituted the “Be Bold or Be Gone” policy, encouraging merchants to allot 5% of their purchases to new strategies and ideas. Policy developed buyer and merchant creativity while introducing clients to new products and ideas

BARNEYS, New York, NY









       1994 to 1997

SENIOR BUYER ~ MEN’S BETTER INTERNATIONAL CLOTHING

Negotiated all purchase discounts and direct exclusives with manufacturers. Responsible for national and international manufacturer contracts by setting garment specifications. Architect of program basics for all departments. Authored operational procedures for all clothing divisions. Created and implemented system identifying sellers to improve action plan targets. Hired, trained and mentored professional buying staff.

Key Accomplishments/Measurements:

· Modified merchandising and departmental structure resulting in 25% growth in sales over three fiscal years

· Increased profit margins by 3% and achieved corporate goals despite bankruptcy proceedings

BERGDORF GOODMAN MEN’S STORE, New York, NY






       1989 to 1994

SENIOR BUYER ~ INTERNATIONAL CLOTHING

Accomplished merchant; responsible for buying, merchandising, markdowns and planning for 22 departments. Hired, trained and mentored professional buying staff. 

Key Accomplishments/Measurements:

· Expanded Made to Measure clothing from $1 Million to $4 Million sales annually

· Established basics program which facilitated robust growth with minimal company investment

· Negotiated vendor discounts on all clothing lines ensuring exclusivity for fabrics, design and manufacturer
LORD & TAYLOR








                                    1986 to 1989

DIVISION MERCHANDISE MANAGER ~ MEN’S & WOMEN’S CLOTHING, San Antonio, TX
DEPARTMENT MANAGER ~ MEN’S CLOTHING, San Antonio, TX

ASSISTANT BUYER ~ NECKWEAR, DRESS FURNISHINGS, GIFTS & ACCESSORIES New York, NY
· Key Accomplishments/Measurements:
· Successfully completed Executive Development Program for buying, managing and merchandising operations

~ Excellent References Supplied Upon Request ~

