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Summary
Self-motivated and seasoned Sales professional with over 32 years of success and progression within the wine, spirits, and beer industries.  Experience across multiple channels, countries, and markets, leading National Chains, Regional Chains, Global Military, and state-level Control and Open market management.  My track record has proven to deliver sales results while driving team engagement, distributor execution and retailer relationships.
Experience     
MOET HENNESSY USA, New York, NY                                                                                                2008-Current
Director, Chains & Military (2018-Current)
Promoted to expanded role adding all Chains to existing Military within East Region (22 States & 14 Countries)
· Responsible 47% of wine business and 18% of spirits within region
· Markets include Control States, BBG and Empire distributor territories
· Grew Chain business 36 consecutive months without decline prior to inventory restraints
· Achieved budget for Military business 13 of 15 years, with dollar growth of +9.2% 15yr CAG
· Collaborated with National and Regional marketing teams to leverage market-specific opportunities
· Developed best-in-class fully integrated platform, “ToasttheMoment.com”, offering curated experiences to drive consumer engagement at retail, at home and online
Director, Military (2015-2018)
Managed Global Military Business covering 14 countries and 280+ field sales team
· Assigned, negotiated agreement, and transitioned new broker for Military channel

· Restructured go to market strategy and KPI performance standards

· Championed retail visibility and execution for wine distributor partners nationally
· Grew $36M retail business to become #2 spirits supplier and commanded 94% share of champagne
· Drove +$3.2M growth, which accounted for 26% of total channel dollar growth for spirits category in 2017
· Delivered 58/58 Moet Hennessy volume brand objectives for 2015 and 2016 – Only market to ever accomplish
· Awarded 2017 AAFES vendor partner of the year award for best-in-class supplier performance among all categories of consumable companies

Market Manager, Military (2012-2015)
2012 restructure to manage Global Military Channel exclusively due to growth 
· Improved processes for program development, execution focus and scorecard tracking
· Top spirit supplier driving dollar growth with AAFES and awarded vendor partner of the year 2012
Market Manager, Military, Iowa, and West Virginia (2008-2012)
Responsible for Global Military and two Control State markets, Iowa and West Virginia
· Successfully managed brand growth, Military broker, HQ buyer calls and state Liquor Boards
· Outperformed total company depletion trend for full portfolio four straight years CAG 2007-2011  
· Collaborated with brand teams to secure funding for Military and secondary Control markets
FUTURE BRANDS LLC, Deerfield, IL   (Absolut Spirits Co & Jim Beam Brands Co)                                    2001-2008
Director, National Accounts Off-Premise (2006-2008)
Promoted to lead National Accounts Off-Premise & Military
· Managed and empowered a team of twelve including KAMs, Analysts, Category Managers and Marketing
· Collaborated with brand teams to create custom programs and secure budgets for below the line activation
· Built and nurtured retail partner relationships and delivered growth over two-year period

Manager National Accounts, Military (2003-2006)

Responsible for Military Channel business, accounting for 2% of total company sales 
· 230K 9L Cases, #2 supplier by volume, with 13% share of Military Channel spirits business
· Managed Global Military exclusive broker (282 field sales representatives)

· Delivered +9.2% CAG for depletions and +19.7% profit over a four-year period
· Developed custom Military channel programs around key partnerships and initiatives such as Jim Beam racing, Absolut “At Ease” and the Knob Creek barrel program
· Managed Military brokerage and $1.4M Marketing budget
· Developed EDI and VMI web-based reporting systems to track and analyze business performance
· Elected DISCUS – Military Committee Chairman 2005-2006
State Manager, Ohio Low Proof (2001-2003)
Managed low proof portfolio and 16 distributors for the state of Ohio
· Responsible for growth targets, distribution, and profitability for portfolio
· Developed new Chain relations within the state and significantly grew low proof brands
· Grew Kamchatka from 17K cases to 90K cases in a two-year period

GLAZER’S DISTRIBUTING, Columbus, OH                                                                                              2000-2001
Director of Sales, Columbus Chain Division (2000-2001)

Managed 18 direct reports for the Central Ohio Chain Division
· Represented 96 beer, wine, and low proof spirits suppliers in Central and Southern Ohio
· Responsible for executing promotional activity, maintaining brand standards, and achieving annual goals

· Gallo Brand Manager for the Columbus branch covering Central and Southern Ohio
· Conducted supplier surveys for the Columbus area Chain stores
Director of Sales, Southern Division (2000)
Responsible for execution and growth for the Glazer’s Southern Division
· Managed seven direct reports in Southern Ohio
· Delivered goal for the year and then promoted to Chain Division in Columbus
CLASSIC BRANDS, Chillicothe, OH                                                                                              1995-2000
Sales Manager, Chillicothe (1996-2000)
Promoted to Sales Manager for exclusive Anheuser-Busch distributor in Southern Ohio

· Responsible for achieving sales targets and integrity of accounts for an exclusive 1.3 million case Anheuser-
Busch wholesaler 

· Managed 11 sales representatives, 2 Team Sell trainees and a merchandising team
· Forecasted, monitored, and tracked all sales and budget trends
· Achieved 71 share of the beer market within a five county territory and was never below #4 in growth trend among the 26 Ohio wholesalers while Sales Manager
· Provided vision, training, and assistance to the sales team through effective “Impact Selling” programs
· Recipient of “Dimensions of Excellence” Gold award and received perfect rating for “Impact Selling” process
· Pioneered and developed “Team Sell” concept, which became part of the amended equity agreement for distributors nationally
Key Account Manager, Southeast Ohio (1995-1996)

Manager for all National and Regional Chains in Southern Ohio 
· Responsible for national account development and growth for two Classic Brands operations located in Chillicothe and Athens, Ohio
· Grew Chain business from 19% to 26% of total house business in one year
HEIDELBERG DISTRIBUTING, Columbus, OH                                                                                        1991-1995
District Manager, Southern Division (1993-1995)
Promoted to management with a task to open a new expansion territory
· Developed expansion territory for the Southern Division, in which supplier presentations were made to gain brand rights, new accounts were opened, routed trucks, and created a sales team
· Managed two direct reports and the Cub Foods HQ Chain call
· Delivered profit in eight months, significantly shorter than the five-year business plan projection
Route Sales, Columbus (1991-1993)
Route sales for northeast territory of Columbus, Ohio
· Entry level sales route position for beer and wine wholesaler

· Doubled territory volume over two-year period
ATLANTA BRAVES, Pulaski, VA                                                                                                                  1989-1990
Professional Baseball Player, Atlanta Braves (1989-1990)
· Signed to a contract with the Atlanta Braves single “A” organization located in Pulaski, Virginia of the Appalachian League
· Performed on the field daily and participated in various public relations projects on behalf of the organization
Accolades 

· Distilled Spirits Council US – Elected Chairman, Military Council 2005-2007, 2020-2022

· AAFES Vendor Partner of the Year 2012 & 2017

· MHUSA Presidents Award 2012

· Anheuser-Busch “Dimensions of Excellence” Impact Sell award 1999

Certifications
· WSET Level II certification Wine & Spirits

· IRI proficient – MHUSA power user classification
Education      

Wilmington College, OH (1986-89) | Bachelor of Arts Degree, Major: Psychology & Minor: Marketing
