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NESIM AVIGDOR
260 Prospect Av. Apt 653 (646) 460 0047 navigdor@capacitvasa.com
Hackensack, NJ 07601 Cell Turkey: (0537) 852 9030

Executive with entrepreneurial spirit and managerial discipline. Operated in a multitude of
industries and countries. Skilled in strategic planning, organizational issues, operations,
finance, and marketing.

PROFESSIONAL EXPERIENCE:

2002-2007 GENESIS GLOBAL. New York, NY
Owner/President

Fashion apparel design, manufacture, and wholesale company

Started up a new company selling US ladies apparel retailers. Achieved profitable sales of $10
Million over 5 years.

2001-2001 BOSTON UNIVERSITY Boston, MA
School of Management .

Instructor

Instructor of Undergraduate course on Management as a System, a case study course that is an
introductory course on Marketing, Organization, Strategy, Finance, Accounting and Operations.

1998 -2001 HIT OR MISS, INC. Stoughton, MA
Nationwide specialty store chain of 300 stores with sales over $250 million
President and CEO
Took charge of Hit or Miss in 1998 at the brink of bankruptcy and re-established financial
viability to render the company marketable.
-Revived the merchandise flow from current vendors.
-Enlisted new open account vendors and negotiated $10 million of new supplier credit
-Reduced overhead expenses by $8 million
-Shifted 50% of merchandise purchases from the domestic market to Far East and the
Middle East to achieve a 20% merchandise cost reduction
-Secured additional $4 million of debt financing
-Halted the rapid decline of sales by implementing a change over from high-low pricing
policy to Every-day-low-price
Conceived and concluded the sale of Hit or Miss to a Multinational Corporation enabling the
parent company, Access Industries Group, to recoup their equity investment.

1990-1998 CAPACITY, INC New York, NY
Fashion apparel design, manufacture, wholesale and retail company with sales of $120 million
President
Increased sales volume of the start-up from $4 million in its first year to over $120 million and
achieved consistent extraordinary profitability resulting in triple digit returns on equity.
-Developed an extensive customer portfolio of both major and smaller retailer customers
-Built an effective motivated sales organization
-Opened 100 Capacity retail stores over a 2-year period.
-Organized cross-functional teams that managed the total interaction with each subset of
customers, from order generation to collection,
-Installed an automated warehousing & distribution system that shortened the order
fulfillment cycle, improved shipment and inventory accuracy, reduced charge-back
expense, and cut labor cost, generating over $1 million in additional annual profit.






