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Summary
Leverage sales, marketing, and project management expertise to grow working partnership, drive customer value creation, and achieve client goals and organizational objectives.
Multi-lingual, results-oriented sales and marketing professional with extensive experience in the beverage industry, combining cross-functional competencies in sales, analysis, sell-in and sell-thru strategies, design and marketing. Expertise includes creating brand awareness, analyzing data and implementing projects to positively impact organizational goals and client expectations. Recognized by executive management as dependable leader with ability to contribute as team player, coach and develop colleagues and interface with professionals on all levels.
Core Competencies
	· Strategic Business Planning
	· Customer-Centric

	· Go-To-Market and KPI Driven
	· Multi-lingual

	· Decisiveness and Solution-Oriented 
	· Fact-Based Selling

	· Training and Mentoring
	· Project Management

	· Effective Communication
	· Cross-functional Collaboration

	· New Product Launch 
	· Entrepreneurial Spirit


Professional Experience
HEINEKEN USA, INC., White Plains, NY
2004 - 2019
National Accounts - Customer Sales Manager, Houston, TX
2014 - 2019
Managed and called on 7-Eleven as one of the three company’s strategic accounts and largest US convenience retailer. Oversaw 5 7-Eleven Zones covering multiple states and accounting for over 770K cs equivalent annual volume.
· Secured incremental 7-Eleven sales planner support +34% for core items over the course of 5 years, resulting in +12% sales growth trend.
· Sold in and launched over 11 new innovation items by ensuring recommended status in 7-Eleven, contributing over 15K incremental cases.
· Developed relationships with key 7-Eleven internal stakeholders such as Field Consultants, Market Managers, Zone Merchandisers, Vault Managers, and Beer Category Manager, driving programming, innovation launches, and display opportunities, leading to greater execution and incremental share of mind.
· Provided coaching and support to Retail Specialists by collaborating in meetings with 7-Eleven local ops, training in reporting, managing a sales rally meeting, and supporting local crew drives, leading to greater distributor accountability and retail focus.
· Conducted distributor meetings with Top 10 distributors to align on 7-Eleven core focus packages and goals. Consistently challenged distributors and Area Sales Managers by monitoring and tracking progress using weekly distribution reports, resulting in growth trends in key markets.
· Collaborated with internal stakeholders to enhance the ways of working, create Category Development reporting, develop custom text-to-win programming, and leverage local assets, creating excitement at store level.
· Led local teams and distributors in retail surveys and crew drives to drive distribution on key packages; completed between 10 to 15 crew drives annually in must-win markets, supporting innovation launches and display execution.
· Managed between 10 - 12 annual 7-Eleven Franchisee Owners Association (FOA) trade shows in key areas, showcasing key packages and programming to help influence sell-in at store level.
Regional Accounts - Key Account Manager, Houston, TX
2010 - 2014
Managed chain account responsibility with over 650k cs equivalent annual volume in both Houston and Texas statewide territory, covering grocery, small format, drug channel, Hispanic accounts, and liquor channel. Promoted and assigned to take over expanded chain responsibilities with larger National chains (i.e. Safeway, Albertsons, Walgreens, and Exxon).
· Managed one of the largest Kroger Divisions operating in multiple states accounting for over 450k cs equivalent annual volume.
· Delivered +65% in sales growth over the course of 6-months; account coverage included local on-premise chains: Pappas Restaurants, and Ignite Restaurants that accounted for over 100k cs equivalent annual volume.
· Collaborated with Cat Dev and Customer and Regional Marketing teams in joint business planning meetings with buyers, resulting in securing incremental ad support, new product innovations, and cooler schematic support.
· Won National Accounts Team of the year in 2012 and contributed to Texas Zones winning “Zone of the Year” for 2 consecutive years.
Off-Premise Sales Manager, Houston, TX
2004 - 2010
Spearheaded off-premise channel throughout entire Houston area, encompassing 4.5K+ retail off-premise accounts within 6 distributor areas and held account management responsibility of high-volume local Hispanic chains. 

· Planned and prepared programs to sell-in at assigned outlets on monthly basis, resulting in +45% sales growth.
· Led National program execution at outlet level and secured over 50 "Prefect Stores" according to company’s Green Standards on distribution, merchandising, and display.
· Collaborated with distributors in re-sets, resulting in additional facings on core packages in both independent accounts and local chains with proper price points, contributing to +67% sales growth and consistently hitting distribution targets.
· Coached local Retail Sales Specialists by proving guidance, execution measures, training, and direction on assigned tasks; assisted local Area Sales Manager with monthly distributor sales meetings, and Annual Business Plans.
· Created and managed 90-day work plan for internship program in 2007-2008; developed a detailed pitch book with all necessary documentation and assigned a work schedule for Holiday and Summer internship periods.
· Acknowledged numerous times by management at both Zone and Regional levels for developing best practices, new tracking forms, monthly pricing surveys, best-in-class retail execution, and new product launches.
· Helped local Area Sales Manager achieve "Caps Off" Award in 2008, as well as both local distributors the "Red Star" award nominations in 2008 and 2009, with one distributor winning it all in 2009.
LABATT USA / INBEV USA, Norwalk, CT
1997 - 2004
Mexican Brands Area Manager, Houston, TX
2001 - 2004
Led market penetration and sales acceleration efforts for Mexican import beers in Houston market. Managed route-to-market strategy and identified new emerging opportunities for growth within Hispanic market.
· Implemented programs in both off and on-premise channels; carried out brand ambassador responsibility by executing all below-the-line marketing activities such as Point of Sale blitz, brand activation, consumer engagement, sampling and promotions at retail and sponsored events.

· Achieved portfolio expansion with +400 new distribution points for Dos Equis® and Tecate® brands.
· Increased overall sales by +550K cs equivalent across entire portfolio during 4-year period.
· Managed top 150 retail accounts, delivering +145% growth by 2004.
· Activated +25 Hispanic music and sports events, generating incremental sales, trial, and brand awareness.
Cervecería Cuauhtémoc Moctezuma (CCM) Field Marketing Manager, Houston, TX 
1997 – 2001
Managed development of Tecate® brand equity in Houston Hispanic beer market. Worked extensively in the marketplace to execute both local and national programs, and trained wholesaler sales personnel to over-deliver execution on core CCM brands. Managed area of +6.2K retail accounts by calling on numerous types of accounts on and off-premise, primarily groceries, c-stores, and independent stores.
· Achieved +80% sales growth and +120% distribution on core CCM brands by designing and implementing local incentive programs with distributors, resulting in winning multiple trip prizes and regional sales awards.
· Secured display activity, Point-of-Sale execution, product placements, merchandising, product features and ads, and conducted on and off-premise promotions, encouraging product sampling.
· Managed field marketing budget of +$220k for local event sponsorships, negotiating and identifying requirements for media merchandising with local radio stations, print and out-of-home agencies.
· Ensured strong community involvement with local Hispanic and non-profit organizations, improving brand awareness and developing brand loyalty.
Education
Master of Business Administration (MBA), International Management, 
Thunderbird School of Global Management, Glendale, AZ
Bachelor of Arts (BA), Business Administration, John Cabot University, Rome, Italy
Cum laude graduate in university’s Honors Program; Dean's List for 6 consecutive semesters
2 Awards: "Best Student in Economics" and "Best Student in Business Administration"
Executive Education: Marketing and Sales
Rice University, Houston, TX
Completed 2 courses: "Increasing Your Sales Effectiveness," and "Strategic Marketing for Sustainable Growth"

Professional Development
Heineken USA, Selling and Negotiation Skills Training; Passion for Beer (P4B) certification
Labatt USA Beer Academy, "Retail Management,” and "Consultative Selling Strategies"
Heineken USA “Champion” Program - Served as a Role Model for one year as a "Best in Class" Retail Sales Specialist
Delta Associates - Math Boot Camp and Fact-Based Solution Selling
CM Profit Group - Advanced Fact-Based Selling and Presentation Development
The Partnering Group, “Joint Business Planning,” and “Consumer and Shopper Analytics and Actionable Insights”
CMKG Training, Heineken Category Management Program

TIPS Certification / Certified Beer Server, Cicerone® Certification
Proficiency in MS Windows products, Nielsen Answers, Spectra, Consumer Insights, IRI,
VIP IDig, FeatureVision Market Track
Fluency in Spanish, French, Italian, and Portuguese
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