Brian Burkhart
( (985) 212-5105
Madisonville, Louisiana, 70447
bburkhart7@gmail.com

LinkedIn: linkedin.com/in/brian.w.burkhart
Professional Summary
Highly motivated leader with a distinguished career leading sales and operations, turning around performance and exponentially increasing growth, while providing leadership to inspire and support staff to achieve the operating plan. Business Operation Manager with strengths in management, operation processes, satellite warehouse and delivery in the Direct Store Delivery (DSD) Beverages Industry, that analyzes key business aspects, identifying and capitalizing on factors to drive results in a fast-paced environment.
Skills & Expertise

· Facility Management
· Financial Analysis

· Financial Modeling

· P&L Management 
· Relationship Management

· Analytical Problem Solving

· Lean Six Sigma
· Enterprise Reporting

· DOT Reporting

· Direct Store Delivery 
· Time Management 

· Microsoft Office 
· Public Speaking 

· Valid Driver’s License (CDL-A)
· Strategic Planning

Professional Experience
Coca-Cola Southwest Beverages

Area Sales Manager – Combo – Beaumont, Texas                                                    2018 –

· Responsible for planning and achieving Volume Goals and Picture of Success execution in the     market

· Manage 0ver a team of 62 sales professionals and merchandiser in Small Store and Large Store

· Responsible to build and promote a positive rapport with all the customers in all capacities; opportunities, customer issues, challenges and questions and responses required in a timely and professional manner.

· Responsible to be prepared in all sales/business meetings and presentations as per the company Sales proces.

· Ability to manage and maintain proper planning procedures and execute all in-call objectives and priorities.

Pepsi Beverages Company 
 
Unit Sales Manager – Harahan, Louisiana  
2013 - 2017

Promoted to the role previously titled as Regional Manager and tasked with transforming the location, one that had failed four consecutive corporate audits, managing P&L and a staff of 187 union and non-union personnel, including operations, warehouse, sales and fleet employees, with $49M in revenue and 4.7M cases of product sold annually
· Reorganized, optimized and rebuilt sales organization (warehouse, delivery and sales teams), leading to an increase in operating income by $2M year one versus plan and $3.4M over three years, and exceeding volume plan each year by as much as 868K cases and a total of 1.906M cases for  FY14 – FY16 
· Established an operational action plan to meet the “Standard Operating Procedures,” leading team to an audit score of 97% policies compliance, up from 37% in the previous year
· Successfully planned and executed absorption and integration of two other locations, before having to plan transition and start-up of mega location and drop site
· Designed training programs for management, supervisors and frontline employee to develop their skills and increase productivity. 
· Created contingency plans for over spending, operational KPIs and employee assistance disaster recovery 
· Forecasted  Demand Planning inventory, operation  cost and all other controllable cost to achieve plan
· Project Leader for 11 Lean Six Sigma events in 6 different location in the mid-south states achieving cost saving to help delivery their operating income.    
Unit Sales Associate Manager – Baton Rouge, Louisiana  
2009 – 2013

Assigned to the role previously titled as Regional Manager to turn around a 1.7M case location with 99% turnover, managing P&L, staff of 56 employees, including operations, warehouse, sales and fleet employees
· During tenure as the location leader, stabilized leadership and trained leadership on proper interview techniques, as well as rigorous hiring standards, leading to a reduction in turnover from 99% to 10%
· Reduced  waste from $212K in 2009 to $88k in 2011 by educating staff on the importance of product placement and rotation, signage, reworking of loose articles, proper handling, as well as transparent recognition of how each employee was performing at reducing their waste 
· Aligned team and held managers accountable through weekly meetings where positive producing performance were rewarded                                                       
· Led warehouse operations to provide consistent product availability, warehouse productivity, proper inventory levels, asset preservation and cost reduction efforts  

· Shown great problem solving skills with operational issues by analyze and identify the opportunity, then action plan resolution and follow up with meeting to guarantee performance goals.  
PepsiAmericas 

Territory Sales Manager – Large Format – Olathe, Kansas 
2008 – 2009 
Led a 53 person sales and merchandising team responsible for the product within large format grocery stores, including Wal-Mart, Hy-Vee, and Associated Grocery Stores, servicing 110 large format accounts across eastern Kansas and contributing 3.6M cases to the Olathe location annually
· Created new product launch events to help stimulate and sustain initial sales
· Built business plans to achieve goals for sales territory by analyzing performance reports and data  

· Provided on-site support for chain relationship management on calls to the largest customers for the location, including Wal-Mart, Hy-Vee, and Associated Grocers Stores

· Developed two employees for management promotions through direct coaching of internal customers, managing teams, product developing and analyzes reporting
· Hosted networking events to build client relationships with sales associates 
Territory Sales Manager – Small Format – St. Joseph, Missouri 
 2003 – 2008
Led team of 4 Account Sales Managers and 14 drivers that were responsible for 26 pricing groups and 13 Key accounts, totally 457 customers across western Missouri, providing next day deliveries of necessary product
· Excellent communication skills to develop great partnership with clients and handled all customer complaints and product pricing issues. 

· Met regularly with small format owners, buyers and operations managers, selling promotional price points and displays, as well as reviewing their performance with them and working together to produce longer-term growth action plans

· Developed long lasting client relationships through great service and business partnership to grow and develop profitability 
· Achieved over $700k in revenue growth per year for the first two years on the job

· Two-time Employee of the Quarter awardee for the Kansas/Missouri division

· Trained and developed two employees, leading to their promotions to Territory Sales Managers 

· Grew beverage business for key customers by fulfilling customer needs, marketing promotional items and adding cold equipment to every account
· Location process owner for training and managing the order processing procedure
Education

Bachelor - Business ADMINISTRATION
2009
Baker University – Baldwin City, Kansas
