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Roswell, Georgia 30075
                        pgoulbourne@icloud.com
                             M:  404-309-9889

Qualifications Summary

A seasoned sales executive experienced in business development and account management with high volume customers to drive sales growth and profitability through the deployment, adoption, and retention of the company’s products. Skilled at managing national customer relationships to thoroughly understand each customer’s needs, business strategies to ensure account growth, retention and an ongoing relationship. Demonstrated strengths include:
	· Fact (Data) Based Selling
	· Customer Focus
	· Strategic Relationship Management

	· Competitive Analysis
	· Multi-Year Business Plans
	· Distributor/Bottler Alignment

	· Sales Strategy Development
	· Project Management
	· Cross Functional Collaboration

	· Promotion Development


	· Process Improvement
	· Training & Development




Professional Experience
Allure a Christie Company – Atlanta, GA






   2016 – Current
Director of Strategic Partnerships

Expand the relationship with The Coca-Cola Company through digital signage insights & solutions spanning all verticals.  Steward relationships across Innovation Labs in the U.S., China and UAE.  Create new partnerships in Africa, Asia and Europe
Create presence in new channels/verticals via Menu Board Content Optimization & Analytic Pilots with:
· Five Guys with estimated tail of $250K
· Subway team tail worth $1mm, initial consultation work $20K
· 90% share of Coca-Cola business with newly formed Coca-Cola Mountain Channel $350K
· Kroger’s “The Chicken Company” menu consultation worth $25K
· Village Entertainment pilot valued at $40k w/ a tail of $225K
· Create new integration opportunities with complimentary technology partners
Senior Sales Capability Strategy Manager, Coca-Cola North America
                2012 - 2015


Led the development & creation of multiple sales training tools & processes that positively influenced how the company’s National Foodservice and Retail Customer teams sell in a consistent manner to their respective customers.

· Collaborated with brand and other cross functional teams on development of sales training programs relevant to 500 Foodservice associates

· Jointly developed & implemented a new customer focused selling methodology “Collaborating for Value Negotiations,” training materials for 1200 National Sales associates

· Created & Executed roll out plan of the “Individual Development Planner” (IDP) that enabled more productive development dialogue and plans for National Sales.  Associate participation was above 90%

· Project managed several ongoing e-Learning initiatives for customers and system partner alignment
Regional Sales Manager, Coca-Cola North America – Atlanta, GA
                             
    2011 - 2012

Served as the relationship manager with Costco, a $71 billion dollar customer with a volume portfolio of +51 million cases in the U.S.  Executed strategic pillars across multiple bottling companies.  Trained and coached independent Bottling companies as it relates to servicing Costco.

· Grew 2011 retail sales by 6% by convincing COSTCO to add 6 additional skus in the Southeast and Texas by presenting convincing competitive analyses that would highlight incremental profits
· Conducted “How to call on Costco 101” training sessions for Independent & CCR bottlers

· Aligned bottler & customer participation at regional charity events and multiple club grand openings with executive level attendees which increased customer focus and levels of sponsorship
Senior National Account Executive, Coca-Cola North America – Atlanta, GA                     
       2004 – 2011


Led the relationship with the Army Air Force Exchange Service, (AAFES) a global $10 billion dollar customer with a volume portfolio of 8 million cases.  Developed multi-year strategic business plans.  Leveraged syndicated and internal sales data to align bottlers and sell customer programs that maximized sales, volume and profitability.
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Senior National Account Executive, Coca-Cola North America – Atlanta, GA                     
      2004 – 2011
· Grew 2009 retail sales by 13%, Food Service 3% and Vending plan by 10% by developing promotional plans that included doubling ad feature activity coupled with customized quarterly promotions
· Improved the 2009 Share Swing to +4.1, Coca-Cola up +2.2 through competitive analyses that demonstrated sales lift with Coca-Cola versus competitive skus
· Secured 2 consecutive 5 year renewals of the Foodservice contract valued at 5.4 million cases by leveraging a strong relationship with Chief Marketing Officer 

· Improved Employee Engagement scores by 29pts by leading team building initiatives for National Sales

National Account Executive, Coca-Cola North America 
                                                         2002 - 2003
Directed the Defense Commissary Agency account, a $5 billion dollar customer.  Used syndicated and internal sales data to sell programs that aligned bottlers and maximized sales, volume and profitability for all partners.
· Grew the business by 2% over prior year on a 12 million case business by customized national retail promotions that created excitement, competition and rewards for: Bottlers, Customers & Consumers unique to the Military channel
· Realized an 89% (25 days) improvement in efficiency by streamlining the existing product authorization process 
· Achieved 10% increases & 100% store participation in Europe (the 1st time ever) through competitive Best Display Contests and weekly calls to manage the relationship
Executive Project Manager, Coca-Cola North America                                                                   2000 - 2002


Represented the eBusiness eVentures department in cross functional/divisional meetings, managed innovative projects to ensure all work, procedures and programs were effectively coordinated and executed within budget. 

· Presented a proposal for a $100 million dollar Small Business Investment Company (SBIC)

· Created new digital alliances worth $30 million to the Coca-Cola system

· Managed $10 million project budget & deal flow of 1500 potential alliances/acquisitions

National Account Executive, Coca-Cola North America                                                             
     1998 - 2000


Managed and acquired new bottle/can business focused on Immediate Consumption packages.

Established the Automotive Retail segment/sub channel strategy for the Coca-Cola System with a promotional budget of $432,000

· Exceeded 2000 volume objective by 30%, on top of 23% in 1999 through expansion of the program in new outlets
· Increased Coca-Cola availability by 700 stores, surpassing team average of 300 added outlets
· Delivered $4.7 million in gross profit to customers vs. plan of $3.6 million through aligning the bottlers to the contract
· Created 2700 new points of availability for Dasani bottled water by presenting the value proposition to the customers
VALUE Project Client Manager, Coca-Cola North America                                                         1995 - 1998


Decision Service Support Manager, St. Louis                                                                               
    1992 - 1995

Marketing Research Analyst, Atlanta, GA                                                                                        1990 - 1992
Education

Atlanta University, Atlanta, GA  – Masters in Business Administration 
Fitchburg State University, Fitchburg, MA – Bachelors in Science
