
 

 
KATE O’DOWD – CLIENT DIRECTOR 

  

1. What was your first ever job?  
 

 I was a tele sales rep selling advertising for a packaging publication 
  
2. Describe the journey you’ve taken to get to the role that you are in today? 

 

 I have had a 21-year journey with a key emphasis on sales leadership and people management.   

 After 2 years in my tele sales role, I decided I wanted a face to face sales role so joined a large telecom’s Company 
where I learned the importance of formal training and development programmes and the importance of teamwork.  
Here was my first engagement with the agency CPM. 

 I was fortunate enough to have a male line manager whose wife was a successful business woman and he believed in 
the power of women in the workplace. From there I moved with him into Retail Banking (again in a sales role), due to 
the financial crash just a few months later it turned into 98% auditing and 2% sales role so I decided to take a year out 
and set up a fitness business. 

 In the year out, I knew what motivated me from my early days in sales, meeting customers, inspiring & motivating sales 
teams and delivering sales numbers, so went into a role running a Field Sales Team in Britvic where I brought CPM into 
support our sales ambitions.  

 Over this time, I met the then newly appointed MD of CPM UK, Karen Jackson, she was so inspiring she convinced me to 
move to the UK with my family into a sales transformation role. In this time, it has brought me to a place where again I 
have had the support of career development and leadership training which has been fundamental to making me a 
better more rounded leader.  

  
3. In your opinion working in a predominantly male oriented industry (sales) what advice would you give young women 

who are trying to build a career in the industry? 
 

 It’s really important to have confidence in your ability, there is so much in sales that you can learn from others as well 
as formal training. 

 Get support from other colleagues 
 
4. As a leader in your business how will you strive to maintain a gender parity mindset? 

 

 Always consciously including and supportive of female participation 

 Nominating women for opportunities 

 Thinking 50/50 as the goal  
  
5. What role do you take in life/business to help forge positive visibility of women 

 

 I don’t believe I do enough to forge positive visibility of women but from today have made a commitment to myself to 
do so.  

 Right now I strive to support woman in my sphere to be the very best of themselves every day and always offer myself 
as an ear to genuinely listen.  

  
6. Who was the biggest influence on your career?  

 

 Jim Ryan my first Sales Manager whose wife was a key influencer in how he managed his team, this manifested itself in 
his understanding for women in the workplace and the fundamental leadership role they play in driving a successful but 
rounded business. 

  
7. Is there any women in leadership that you admire outside of your organisation?  
 
 Sheryl Sandberg, Louise Phelan, Rhona Bradshaw, Claire Vyvyan, Nora Casey, Dana Strong. 

 
 



 

8. What advice would you give to anyone starting a career in sales? 

 

 Love your people, Love Your Clients, Love Yourself 
 

9. If you could state one characteristic that makes a strong business woman, what would that be? 

 

 Courage 
 

10. What are the few resources (books, articles, blogs etc.) you would recommend to someone to gain insight into 
becoming successful in life and their career? 
 

 Sheryl Sandeberg Lean In 

 Green Platform – Declan Coyle 

 Techipedia.com – Tamar Weinberg 

 Learned On  -Andrea Learned 
 


