Keith D. Bryson

Fort Mill, South Carolina (Charlotte Metro Area)
Phone: (908) 943-5671
email: keithdbryson24@gmail.com

RESULTS DRIVEN SALES PROFESSIONAL
Motivated and accomplished sales professional with exceptional analytical and communication skills and an outstanding track record of building relationships to consistently achieve organizational objectives.  Past performance of hitting or exceeding individual goals over 90% of the time. 


PROFESSIONAL EXPERIENCE

Remy Cointreau USA- New York, NY



                                Dec 2006- Present
Rémy Cointreau USA, Inc. is a wholly owned subsidiary of the Rémy Cointreau Group which is one of the world's leading wines and spirits groups with a portfolio of high value brands including Rémy Martin Cognac, Cointreau, and Mount Gay Rum.  Additionally, over my tenure, RCUSA has represented The Edrington Group brands (Macallan, Brugal, etc.) along with wine and champagne portfolios from Italy, France and California.
National Accounts Manager- Off-Premise




Oct 2015- Present
· National Account Responsibility for Walmart, Sam’s Club, BJ’s Wholesale, Ahold 
· Delhaize (Hannaford’s), Wegman’s, H&H Group (Costco), Stew Leonard, A&P, Market Basket
· Regional Account Manager for Costco, Total Wines, Rite Aid, A/B Acquisitions (Shaw’s), Whole Foods, Stop & Shop
· Five Year Performance Highlights

· Managed Business- Started at $4.3M Revenue- achieved 22% Growth or $1M in the 1st Year (Double Digit Growth YOY throughout Tenure)
· Current Managed Business as of 5/2021- $15M Estimated Revenue R12 (32K Cases)
· Attained 2,457 New PODs (Points of Distribution)
· Consistently manages distributor personnel from top to bottom to ensure execution on all key programming and financial objectives within the company’s strategy (RNDC, Breakthru Beverage, Young’s Market, Southern)
· Proactively leads a joint company-strategic account planning process that develops mutual performance objective, financial targets, and critical milestones during the fiscal period

· Developed and executed successful E-Commerce Programming thru IG Live

· Leads solution development efforts that best address customer needs, while coordinating the involvement of all necessary internal company personnel

· Employee Recognition Award- Runner-Up- FY16/17, Winner- Q1 FY16/17- July 2016
Market Manager- Spirits & Wine- Off & On Premise- NJ


Dec 2006- Sept 2015
· Achieved Targeted Budget- 8 of 9 years (Missed Year of Superstorm Sandy)

· Consistently hit Fast Start Goals that lead to Yearly Trip Incentives 

· Monitor and Achieve depletion and sales objectives while maintaining brand integrity and strategy
· Train, coach, and motivate distributor personnel in the execution of market programs 
· Developed Monthly Price Suggestions, Price Structures and Pricing Strategies
· Successfully manage 2 Key Account Manager to achieve their IBOs
· Manage information to evaluate programs, share with brand and marketing teams, to effectively plan for volume and incremental opportunities throughout all channels
Breakthru Beverage- (formerly Charmer-Sunbelt Group) - New York, NY                        Aug 2005- Dec 2006
The Breakthru Beverage Group is one of the nation's leading distributors ($6 billion annual sales) of fine wines, spirits, beers, bottled water, and other non-alcoholic products.  Breakthru Beverage Group currently operates in 17 states across America.
Regional Sales Manager- Specialty Spirits- NJ, MD, DE
· Successful launched and established Partida Tequila, Compass Box and 44 North in all Markets

· Meet quarterly with distributor senior management teams to create programming and pricing

· Responsible for shipments and depletions for the entire 14 SKU portfolio
· Monitor, gauge, and report brands’ effectiveness across the three-tier distribution network

Allied Domecq Spirits USA- New Jersey



               Nov 2004- Aug 2005
Allied Domecq was a highly successful and dynamic global business in spirits, wines, and quick service restaurants.  The spirits division focuses on Allied Domecq core brands which include Stoli, Malibu, Sauza, Beefeater, Canadian Club and Courvoisier.

Retail Account Manager- On-Premise - NJ
· Managed, coached and developed on premise distributor management teams and sales force

· Identified, planned and executed market specific programming 

· Partnered with key accounts to increase AD sales and distribution for the total portfolio
· Worked closely with promotional outlets to maximize existing AD accounts volume growth
· Conducted category specific educational training for distributors, retailers, and consumers
Allied Domecq Duty Free Americas, Miami, FL



               Dec 2002- Nov 2003
Allied Domecq was a highly successful and dynamic global business in spirits, wines, and quick service restaurants.  Their impressive spirit and wine portfolios include Kahlua, Malibu, Stolichnaya, Courvoisier, Beefeater, Sauza, Clos du Bois, Mumm, and Perrier-Jouet.

Field Marketing - Tourism and Leisure/ Allied Domecq Brand Manager- USVI 





· Involved in sales, marketing, and customer support for over 80 accounts

· Research and presented market analysis on Travel & Tourism Calendar Year ‘02

· Developed a Multi-Million-dollar A&P Budget for Fiscal Year ‘04

· Create promotional schedules for Fiscal Year ‘04

· Brand Ambassador for Allied Domecq in the U.S. Virgin Island and the British Virgin Islands

· Responsibilities included sales, marketing, and merchandising

· Major Accomplishment- Increased sales 10% in a market where tourism declined 11% or 250K people in total visitors

Lanier Worldwide (A Ricoh Company), Monroe, NJ

Lanier is among the world's largest global providers of document management solutions. They specialize in products and services that help customers improve productivity and reduce the cost of document creation, distribution, replication and retention.

Senior Account Representative

      



 Aug. 2001- Nov. 2002     
· Develop business in Somerset and Monmouth Counties

· Prospect and identify qualified opportunities

· Prepare proposals and close new business

· Assigned to disgruntled former customers, reactivated accounts and developed new business

· Accomplishments included:
·  Graduated from Lanier Apprentice Training Program


·  Exceeded quota three times 

·  Multiple Outstanding Performance Award Winner- Rhino Award

·  Sales Representative of the Month three times 

·  Sold over $200K 

EDUCATION

University of Massachusetts- Amherst          




June 1997- May 2001
Bachelor of Science


COMPUTER KNOWLEDGE

Microsoft Office, AC Nielsen, NABCA/DISCUS, Pro Diver, Net Diver, Project Arrow Captain, Spectra, Retail Link
