Matthew E. Spillane     
               3669 Crestview Drive Bemus Point, NY 14712
     Email: spillanematt@yahoo.com Phone: 716-640-9107
Multi-dimensional leader, who has demonstrated consistent success with customer development, organizational leadership, and channel development.  An executive who motivates his organization at all levels, who is adept at analyzing trends to develop local strategies, and who embraces feedback to improve performance; a leader that has expertise in consumer products management.
Results-oriented executive…demonstrated success in P&L management, operations, consolidations, turnarounds and growth.  Track record of managing organizations to peak performance

•   Turned $120 million business from $100K loss to $1.2 million profit in 16 months

•   Reversed ten year trend of sales decline in a declining category despite increased regulation

•   Increased sales 5% and improved profit 10% by driving sales results and facility consolidations

•   Decreased controllable costs by $100K by delivering efficiencies and managing labor
People minded change catalyst…motivational management style fosters culture of involvement and development

•   Led two Business Unit’s with total number of promotions in 2005 and 2006 

•   Improved diverse representation across organization greater than 30% twice

•   Developed successful campus recruiting program which has led the Northeast in placement, selection, 

    and retention and was recognized as Alumnus of the Year 2006
•   Received Philip Morris USA National Leadership Excellence award for 2000
Innovative strategist…exceptional ability to resolve complex business challenges and attain peak performance
•   Responsible for re-development and implementation of fastest growing brand in the cigarette industry
•   Delivered consistent best new brand launch results in Southern California/North East at Pepsi Bottling
    and Western US with Philip Morris 

•   #1 across 80% of key brand targets amongst 11 facilities in New York State

•   Successfully negotiated four bargaining unit contracts with USWA and Teamsters

BSBA, Marketing, State University of New York at Buffalo 1993
PROFESSIONAL EXPERIENCE

NAT SHERMAN, (December 2013-Present)

Vice President National Sales- Englewood, NJ
•   Reversed ten year trend of sales decline in a declining category despite increased regulation
•   Responsible for re-development and implementation of fastest growing brand in the cigarette industry
•   My National Account teams have added over 10,000 National Chain Convenience stores in the last 36   

    months
•    Delivered highest market share growth in company history
COCA-COLA BOTTLING COMPANY OF BUFFALO, (May 2011-December 2013)

Director, Sales and Marketing- Western NY

•    Delivered highest market share growth in company history

•    Greatest sales revenue growth in Wal*Mart in Northeast USA for two years

•    Best Coca-Cola performance in US for Target 2012

•    Developed new go to market sales structure

•    Established social media platform

•    Negotiated 100% renewal of all prestige properties

•    Appointed to National Advisory Board for Bottlers on Wal*Mart and Target teams

BOSTON SCIENTIFIC, (January 2009-May 2011)

Executive Women’s Health Territory Manager- Upstate NY
· Develop and execute strategic plans to surpass territory sales goals each year
· Building trusting relationships with Urologists, Uro-Gynecologists, Gynecologists and nurses by training, educating and selling them on our cutting-edge technologies 

· Exhibit strong clinical excellence, stay current on products, programs and competitive knowledge, and be able to face up to program situations quickly, directly and without hesitation 
PEPSI BOTTLING GROUP, (January 2002-December 2008)

Selected to PBG Executive Development Program (2002)

Vice President General Manager/Regional Sales Director– Riverside, CA (August 2006- December 2008)

•    Manage one production and two distribution facilities with 650 employees in Southern California

•    Manage 25MM cases, $250MM revenues, $43MM costs, and $88MM profits

•    Responsible for building a service advantage, creating cost productivity, and delivering annual P&L
Regional Sales Manager- Buffalo, NY (October 2004– August 2006)

•    Manage two distribution facilities with 350 employees in Western NY

•    Manage 12MM cases, $100MM revenue, $27MM costs, and $43MM profits

Director, Retail Sales- Rochester, NY (January 2002- September 2004)

•    Managed 10MM cases, $80MM revenue, and $35MM profit in Upstate NY retail segments

•    Built channel dominance by integrating competitor information and channel/consumer knowledge with 

     customer priorities to develop business opportunities through effective price, mix and volume

     management

PHILIP MORRIS USA, (July 1993- January 2002)

Selected to Philip Morris National Sales Leader Program (1994-2002)

District Sales Manager- Colorado/Wyoming (October 1999- January 2002)

•    Managed sales force for Colorado/Wyoming 2,600 accounts equaling $360MM in annual sales 

•    Managed 34 managers (26 Territory Managers, 5 Unit Managers, and 3 Senior Account Managers) 

•    Received Philip Morris USA National Leadership Excellence award for 2000

Section Operations Manager- Bedminster, NJ 
(May 1998- September 1999)

Senior Account Manager- Portland, ME 

(January 1997- April 1998)

Unit Manager- Staten Island, NY 

(April 1995- January 1997)

Sales Development Associate- Buffalo, NY 
(August 1994-April 1995)

Special Assignment Representative- Buffalo, NY 
(July 1993- August 1994)

College Internship - Buffalo, NY 


(January 1993- June 1993)

I take great pride in being a great father, husband, son and employee
