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200 West 26th Street, #12E, NY, NY 10001 │303-506-5670│33almassy@gmail.com │https://www.linkedin.com/in/dane-almassy-39795b4/
· 18 years CPG experience in sales, operations, business development & marketing (RTD Beverage, Dairy, Produce)
· 16 years consistently exceeding volume & revenue growth targets across both established and emerging categories
· 8 years building and leading high-performing cross-functional teams
· 7 years leading product innovation from concept through commercialization

· 7 years negotiating and securing multi-year contracts including Walmart, Aldi, Albertsons, Sysco, Lidl, Save-a-Lot
PROFESSIONAL EXPERIENCE

F&S Produce Company





                                

                     2019-2020
New Jersey – Executive Vice President of Sales & Marketing (’19 $105M, 8% volume growth 9% revenue growth, built team of 13)
Transformed sales & marketing operations (B2B, B2C), streamlined commercialization process & built 5-year strategic growth plan.

· Secured $16.5M of incremental annual retail supply contracts during COVID (March – June) on $105M base business. 
Aurora Organic Dairy





                                

              
     2017-2019
Colorado - Senior Director of National/International Sales ($138M, 19% volume growth 21% revenue growth, led a team of 6)
Led product development, sales, manufacturing and distribution and pioneered the food service channel. Optimized broker network.
· Built first multi-year strategic partnerships with Walmart, Aldi, Sysco, Key Foods, The Fresh Market & launched e-Commerce
· Instilled high margin portfolio mix to drive revenue and developed five-year strategic retail channel plan
White Wave Foods, Earthbound Farm

                               




 
     2015-2017
North Carolina - Director of Sales ($89M, 12% volume growth, 11% revenue growth, led a team of 9)
Led Walmart, Costco, Target, Sam’s, BJs, Aldi, Lidl and developed eCommerce channel. Led national brokerage management.
· Pioneered all eCommerce & food service service business resulting in 3% incremental growth to volume mix
· Developed four new labels while converting PL mix from 35% to 52% to achieve volume and revenue goals
New York - Director of Customer Development ($165M, 8% volume growth, 5% revenue growth, led a team of 7)
Lead direct customer relationships in the east division Grocery, Club, and home delivery channels.  

· Led SAP conversion and customer communication for total east resulting in the retention of 90% business vs. 65% in the west
· Signed five new customers and designed & led channel strategy initiative for HQ five-year growth plan
PepsiCo




                               






    2005-2015
Missouri - Director of Sales - Save-a-Lot ($120M, 89% volume growth, 83% revenue growth, led a team of 11)
Led Pepsi Beverages, Gatorade, and Tropicana business units. Led direct customer relationship with Save-a-Lot and their franchisees 

· Winner of the 2013 “Circle of Excellence” award
· Led design & complex negotiation of contract to win an exclusive, four-year national distribution agreement with Save-a-Lot

· Led supply chain alignment, labor union agreements & implementation of 1st “Cross-Dock” event in Pepsi-Cola history 

· Negotiated & executed 1st ever co-packing agreement with a national retailer to produce private label soda
                               
New York - Director of Strategy & Execution ($5.1B, 1% volume growth, 3% revenue growth, led a team of 12)
Led cross functional team of sales, shopper/consumer insights, marketing, finance, ooperations, and brand development  

· Led development, presentation, and execution of Pepsi’s annual operating plan for grocery, club, value & mass channels

· Delivered annual plan while identifying additional opportunities while navigating a complex, matrixed HQ environment

· Built & managed cross-functional team of shopper/consumer insights and field sales to identify category building initiatives
North Carolina - National Acct Mgr, Ingles and Harris Teeter ($81M, 7% volume growth, 4% revenue growth, led a team of 3)
Managed direct strategic selling, customer relationship, budgets, forecasting, and marketing for the entire beverage brand portfolio.
· Winner of the 2010 PepsiCo President’s Ring of Honor 

· Controlled $3.2M trade budget to develop & direct all sales and marketing initiative.      
Connecticut - Division Manager, SoBe ($32M, 26% volume growth, 31% revenue growth, led a team of 2)
Managed sales, marketing, and distribution for SoBe brand within Pepsi-Cola North America. PepsiCo Sales Leader 2006
· Managed 18M case business with responsibilities for a $2MM trade budget, and distributor network of 33 independent operators
Evian North America









                     2004-2005
New York - Region Manager, Northeast ($11M, 2% volume growth 1% revenue growth, led a team of 2)
Managed sales, marketing, and distribution for the Tri-State Northeast area (12% of national sales). 
· Implemented broad based new business brand development plans for prestige, on-premise, retail accounts & e-Commerce
Pepsi-Cola Bottling Company








                     2002-2004
New Jersey / New York - Brand Development Manager, Territory Sales Manager, Beverage Internship ‘99







INTERESTS & VOLUNTEERING
· Volunteering: Literacy Partners – Active mentor to adult learning programs
· Athletics: Volunteer lacrosse coaching, travel, biking, skiing, sporting clays, golf, fishing & hiking

· Public Speaking: Area Governor for Toastmasters International, President of the Pepsi Toastmasters Organization, CC

· Archaeology: Participated in 3 digs throughout Egypt, Greece and Jordan. Helped restore an 8th Century Castle in Spain

EDUCATION
University of North Carolina at Chapel Hill - BA, Advertising │ Awarded four-year, D1 varsity lacrosse scholarship    
    1998-2002
