AL WUNDER

12041 Stern Drive
alwunder@ymail.com                    
       Indianapolis, IN 46256 


 (317) 440-7485
Certified Professional Strategic Advisor, WSET Level 2

Highly driven executive with robust expertise in leading teams, customers, and wholesaler partners. Successful track record that utilizes strategic planning, process development, and collaboration to consistently deliver P&L targets. Strong experience in turning data insights into one master strategy and plan to deliver solutions to retailers & distributors  
Building & Leading Teams, Insights to Solutions, Strategic Partnerships, Teamwork, Process Improvement, P&L Oversite, Work Ethic, Problem Solver, Change Oriented, Enthusiastic, Execution Focused
EXPERIENCE:
Phusion Projects; Indianapolis, IN
June 2022 to Present: Director, US Off Premise Spirits
Own all aspects of annual planning, pricing, market collaboration, communication, and evaluation of the business
· Exploding Mamitas Tequila Seltzer across the US! Increased L12wk revenue to over $1MM +35%
· Strategize and collaborate with key stakeholders to ensure the sales planning, execution, and forecasting of the Phusion Spirits Portfolio are congruent with Sales, Marketing, Operations, and Wholesaler partners
· Strategically plan, communicate, and align all sales team members and wholesaler executives through aligned goal setting, performance management, and frequent cadence with stake holders
· Effectively evaluate the business and make necessary priority and budget adjustments to achieve the plan
March 2021 to May 2022 Director of National Accounts, US Grocery, Mass, & Drug Channels

Created channel strategy and execution plan of new-to-world Mamitas Tequila Seltzer across all US National Accounts while growing the distribution, programming, and execution of the full portfolio of Phusion brands

· Achieved 2,500 incremental Effective Placements in first year across Grocery, Mass, and Drug Channels.  Distribution wins include Kroger, Target, Publix, Rite Aid, Walmart, Meijer, Total Wine & More, Walgreens, Wegmans, Ralphs, Costco, Albertsons/Safeway, Food Lion and Weis Markets  

· Drove $1.2MM of incremental revenue for the company in my first year
· Lead and coach a team of National Account Managers to deliver strategy, insights, and category solutions for the largest retailers in the country
Southern Glazer’s Wine and Spirits; Indianapolis, IN

November 2016 to December 2020:  Vice President, National Accounts
Led Kroger national strategy, joint business planning, annual operating plan, and customer growth for Diageo and Moet Hennessy wine and spirits portfolios across seventeen states for Coastal Pacific division of Southern Glazers    
· Increased revenue to $129MM with annual growth of +15% (+$17.1MM)
· Improved the average display execution rate from 50% to over 90% on national & regional programs
· Developed and designed an inventory replenishment model in the Pacific Northwest that led to a +8% 3yr CAGR 

· Delivered exciting solutions to address shopper buying shifts during pandemic:
· Achieved +32% sales increase on Chandon Sparkling Women in Wine program 
· Improved Don Julio sales rate +218% at Ralphs with strategic selling and plan that resulted in 159 displays
March 2015 to November 2016:  Vice President, Trade Development 




Responsible for strategic growth, pricing strategy, margin targets, and forecasting inventory, while leading a team to deliver selling solutions for our suppliers and sales organization.  Full wine and spirits P&L responsibility 
· Increased Revenue to $92MM with gross profit increase of +12.8% & Net Sales increase of +3.4%
· Restructured pricing and deal levels to deliver growth of net sales dollars greater than case growth
· Drove a two-year CAGR of +5.6% by developing a new incentive that drastically improved focus
· Lowered on-hand inventory by $5.7MM, while delivering lowest out of stock rate in the company
May 2010 to March 2015: Vice President Sales, Off Premise Chains – Grocery, Mass, Club, Drug
Launched Southern Wine and Spirits as a new company in the state of Indiana, while hiring sixty-five people in six weeks.  Developed divisional sales plan and budgets, while delivering results in our largest accounts:  WalMart, Kroger, Meijer, Walgreens, CVS, Costco, Sams Club, Fresh Market, Whole Foods, and Target 
· Led a team of forty with five direct reports

· Increased sales to 400,000 cases and $49M with full P&L responsibility
· Grew net sales by $888,843 and gross profit by $164,757 in 2014 
National Wine & Spirits Corporation; Indianapolis, IN

August 2008-May 2010: Vice President Sales & Marketing

Sales lead for team of 60 across all selling channels in Indiana representing the Diageo and Moet Hennessy portfolio of brands.  Five direct reports ran selling divisions
· Developed annual sales plans by retail channel that executes programs and sales goals of our suppliers
· Evaluate and measure brand progress to make recommendations of any strategic and/or tactical changes to programming as necessary to achieve objectives
· Drove excellence through accountability: 
· Developed multiple sales evaluation tools that measures brand and initiative progress against benchmarks: Daily Sales Report, Scorecards, Initiative Updates, and Deal Analysis
· Established Quarterly Performance Assessment process to identify top (reward) and bottom (development plan) performers, which tie into the annual evaluation process
· Created system that drove daily sales activity pre-planning through store standards and survey results
· Updated incentive programs to direct focus against closing performance gaps and efficiencies
Diageo North America; Grand Rapids, MI and Indianapolis, IN

April 2005-August 2008: Indiana Sales Director


Created an award-winning culture through leadership and vision achieved in Fiscal Year 2006 & 2007, leading National Wine & Spirits of Indiana to Distributor of The Year Award (2006), 3 Year Consistency Award (2007), and Captain Morgan Award (2007)
· Over-delivered portfolio of over sixty brands for three consecutive years
· Achieved “Exceeds Expectations” performance ratings in four consecutive years of employment
· Fiscal Year F’08 P&L responsibility to deliver $72MM sales plan and over 817K cases of Diageo product  
· Allocate and track brand budgets of over $4.5MM for all aspects of the business, which involves adjusting programming and tactical funding that may be needed to achieve our objectives

November 2002-April 2005 Market Sales Manager, Michigan & Iowa



 
Established a new route to market which over-delivered $20MM+ Iowa sales plan with double digit growth for three consecutive years, and resulted in over two share points of growth

· Over-delivered Iowa sales plan with double digit growth for three consecutive years

· Wrote all sales plans which resulted in Glazers winning the Baileys National Award of Excellence for best U.S. brand performance in 2004, Control State Broker of the Year in 2005, and “Three Year Consistency Award” for all U.S. markets in 2006

· P&L responsibility of over $20M representing 277k cases of Diageo brands, growing the market by nearly 30k cases in two years of management

· Developed and leveraged relationships with key governmental roles on liquor control boards, which influence decisions impacting Diageo’s ability to achieve the business plan

February 2001-November 2002 National Account Manager, Meijer


 

Managed Category Manager role to support efforts as assigned Category Captain
· Achieved Diageo sales trends that grew at three times the rate of the spirits category, and contributed over $19MM of sales to Meijer’s spirit’s category

· Diageo dollar share grew over two full points in just over one year to 27.3% of Spirits

· Obtained over seventy incremental feature ads throughout five markets, with at least one brand in each of the key selling weeks
Prior Supplier Experience- Multiple Locations:

Miller Brewing Company: National Account Manager; Sales and Merchandising Specialist; Category Manager

Seagram’s Americas; Retail Account Manager, Southern Ohio
EDUCATION:  


University of Cincinnati
Bachelor of Business Administration, Marketing Major

Lambda Chi Alpha Founding Member – Offices Held: Social Chairman and Vice President

