Anthony DeLaney
4272 Spring Rock Circle West Linn, OR 97068
Mobile: (505) 363-2224 
Email: ajdelaneyjr@gmail.com
LinkedIn
EDUCATION

University of Florida – Gainesville, FL





                    January 1996 – May 1998
Bachelor of Science, Finance
MILITARY SERVICE
United States Marine Corps – West Palm Beach, FL




           June 1987 – June 1993
4th Air Naval Gunfire Liaison Company (ANGLICO)
Motor Transport Diesel Mechanic MOS 3521
Committed to Marine Corps on an early enrollment program prior to graduating high school.  Served in both active and reserve capacities.  Performed diesel mechanic preventive maintenance, diagnosed higher echelon issues and assigned vehicles accordingly.  Received Honorable Discharge with rank of Corporal E-4.
· Earned Expert Marksman Badge
· Graduated Army Airborne School Fort Benning February 1991; Earned Marine Corps Gold Wings

PROFESSIONAL EXPERIENCE
Southern Glazer’s Wine & Spirits –Albuquerque, NM



 
Portfolio Brand Manager 






            August 2017 – September 2018
Manage supplier relationships in a portfolio of 40 wine and spirit suppliers, including multiple top 10 wine suppliers and more than 2500 items.  Responsible for tracking all local, corporate and national programs growing gross profit dollars faster than net sales.  Create, maintain and communicate all pricing structures and sales tools to sales force.  Responsible to maintain inventory levels needed to meet sales, setup all new items and vintages and maintain sample budgets.  Work with suppliers to create marketing plan and tools for new item launches.
· Responsible for 259,796 wine and spirit cases and $26.5 million in sales dollars last 12 months 2017/2018 rolling.
· Thru H1 2018 Net sales are at 101.95% of budget and GP dollars are 105.19% growing GP% .72%.

· H1 case volume up 6164 cases or 5.4% and 102.9% of budget.
NM State Wine Manager
     






                     October 2016 – July 2017
Lead, train and coach, ten District Managers to exceed company case and dollar sales as well as display objectives.  Track all program progress to completion, coaching where needed.  Develop and implement strategic sales plans to achieve goals and initiatives.  Work with DM and Key account teams to secure needed distribution.  Align with all supplier representatives to understand their brands sales goals/projections, and support in securing incremental market share.    Coordinate with channel managers to make sure all are on target for program attainment and communicating issues in a timely manner to help secure incremental support when appropriate.  Manage marketing tools for off premise accounts.
· Responsible for 290,471 wine and spirit cases and $21,023,226 in 2016
· Total wine case volume increased 6.4% and dollars were up 8.9% for full year 2016.

Key Account Manager







                May 2008 – September 2016
Make sales presentations to corporate category buyer in five assigned chain accounts to secure planner support, leveraging Nielsen, marketing, and price to gain floor and ad support from buyer and local district manager staff.  Made new item presentations and launched new items, benchmarking vs competitive set.  Maintain five separate price books and over 3000 items combined in assigned accounts.  Experience calling on Wal-Mart, Safeway, Albertsons and Smiths (Kroger).  Led and coordinated all programs secured in 90 plus stores to 35 sales representatives and 10 district managers across the state of New Mexico.  Resolve all pricing issues in a timely manner.  Manage scan programs in five chains and 90+ stores invoicing suppliers for monthly scan bill.  Create power point presentations and present new items to buyer based on company priorities and secure distribution.  Conduct pricing analysis versus competitive set and communicated opportunities or threats. Used space planning tools and Nielsen to negotiate product placement on shelf and as set captain coordinated resets in assigned accounts to insure adequate resources are at account for each project.  

· Initial sales dollar responsibility was $10.4 million and grew account responsibility to $22.8 million.
· Total case volume also increased from 127,011 to 252,428 or 22.3% of total SWS NM volume.
· Grew Wal-Mart case volume from 61,541 to 96,667 and dollars $5.8 million to $8.6 million over last 5 years.
· Increased Kroger Nielsen case volume by double digits doubling growth of total category last 18 months.

· Growing share of wine & spirit category 10 plus share points over last 18 months in Kroger (Smiths).
· Southern Glazer’s Wine & Spirits Account Manager of Year 2014.
