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Darren J. Plewes
Napa, CA 94559
 Cell: 707-931-8725 / d.plewes@comcast.net
Objective

Sales Leadership/Business Development role utilizing my 21+ years of consumer sales and marketing experience in Wine & Spirts across all major wholesale distribution, retail and e-commerce channels.
Skills Overview
· Multi-channel sales and marketing depth across wholesale, retail, DTC/e-com and vendor partnering
· Experience with industry leading players, E&J Gallo, Diageo, Constellation Brands & Wineshipping, LLC 
· Consumer marketing focus utilizing innovative technology in industry insights for action and growth

· GM/Vice President of Sales & Business Development, owning P&L and part of core leadership team
· Ability to launch or restage a product or sales region from concept, blueprint to execution
· Team leadership up to 60 employees with focus on mentoring and building a winning culture
· BBA Degree in Business Administration and Marketing at Simon Fraser University
Experience
VP Sales & Business Development, Wineshipping, LLC, Napa CA 
6/2019–5/2020 

Wineshipping, is the leading winery DTC fulfillment & logistics provider serving over 900+ wineries. I was part of executive team with direct responsibility for sales strategy including: leading, mentoring and supporting sales, customer service and marketing teams to achieve company goals and growth. This involved leading business development with new services and entering emerging e-com channels. 
· Developed customer business rhythm and sales tools such as CRM and Power BI reporting - essential for managing customer engagement of existing customers and new prospects in lead generation, qualifying, engaging, to close and on-boarding. Grew the business +24% in 2020 Q1
· In March, we merged with 24 Seven Enterprises & Vingo, which came with executive leadership overlap & reduction

Constellation Brands 
7/2005-6/2019
GM/VP West, Constellation Brands, TRU Estates & Vineyards, Napa CA 
2017-2019
Selected to help structure and launch new Fine Wine Division, TRU Estates & Vineyards. Managed P&L, sales strategy and KPI’s with internal team and distributor networks.
· Built 10-person team that managed 37% of the division’s national revenue in CA, AZ, NV, NM, HI, AK, Pac N. West
· Over-delivered targets with favorable channel mix in back-to-back years, +21% and +17% in revenue
· Discerned need for sales coaching at local levels by increasing accountability and compensation

· Developed State and territory P&L responsibility resulting in better aligning expenses, increased sales mix, and profitability. As planned, we drove volume and dollar share in a sustainable manner. 
· Formulated critical regional fine wine sales training plan with internal and distributor teams.
National Lead National Account Chains, Constellation Brands, Napa CA 
2015-2017

Directed National Sales Team for Costco and Total Wine & More. Managed P&L, developed go to market blue-print for team and senior leadership.
· Grew sku distribution to unprecedented levels +12% vs. goal of +2%. Managed brand distribution and retention with price increases. 
· Collaborated on innovative trade marketing activities to strengthen brands & customer partnerships (Costco & Total Wine & More: >2.0 mm 9 LE cases, $250 mm, +12% revenue in final year)
RVP Sales Western Canada, Constellation Brands (BC/AB/SK/MB) BC, Canada 
2012-2015

Managed P&L and 60-person sales and trade marketing team to grow wine, spirits & cider sales         
· West P&L was 50% of National business at 4 mm 9 LE cases
· Transformed team acumen and brand health to turnaround -6% volume loss into more than +8% gain, increased revenues and EBIT growth by over +10% and regained market share position
· Improved collaboration between local trade marketing and production departments resulting in more effective customer partnerships and commercial success by regaining the #1 supplier position
Sr. Director Analytic Insights, Constellation Brands, San Francisco CA 
2009-2012
Led three analytical teams: Sales, Marketing and Shopper Insights, which pioneered data reporting tools, analytic resources and new business acumen training platforms in these three areas to enhance decision making capabilities for internal and external stakeholders from sales, marketing to leadership teams. 
Director Strategic Insights, Constellation Brands at Icon Estates, Napa CA 
2005-2009
Reviewed and analyzed category results, competitors, retailers and consumer data.  

· Pioneered cutting edge sales tools for a competitive advantage in utilizing internal and external sales and shopper marketing data that led to increased volumes, M&A and stronger distributor partnering
Diageo Spirits, San Francisco, CA   
 2002-2005
Category Manager-National Accounts Safeway SCOP Team, Diageo 
2004-2005
Awarded exclusive category captain partnership of spirits category to manage with Safeway Corp.
Financial Sales Analyst-Key Market West (AZ, HI & NV), Diageo 
2003-2004
Reported and analyzed pricing support and budget opportunities for profits and velocity.
Channel Sales Analyst-Key Market West Region (AZ, HI & NV), Diageo 
2002-2003


Provided business tools and analytics across all channels. Prepared various gap analysis and recommendations to sales teams for market share and target attainment. 
E&J Gallo Winery, Modesto CA 
1995-2002
Category Manager, E&J Gallo Winery, British Columbia, Canada 
1997-2002
Managed wholesale/retailer partnership with BC Liquor Distribution Branch. Collaborated in developing US Wine Category annual business plans, analyzing vast amounts of data with recommendations for optimal product shelving schematics to drive category growth. 
· Success came with consultation on new listings, discontinuations, merchandising & promotions 
Sr. Sales Representative-Chain Accounts, E&J Gallo Winery, CA & BC, Canada
1995-1997
Prepared and delivered sales presentations using marketing data for Key Accounts. 

·  With territory management, I delivered double digit volume increases across various territories: Case #1: Year 1 from -20% to +22%. Case #2 Key Accounts Territory: Year 1 from -16% to +3%
Education
BBA, Marketing and Advertising Communication, Simon Frasier University (SFU), Burnaby, BC, Canada 








1993
Interests
Perfecting my list of family skiing destinations and the grilling of my dry ribs.   
