John P. Flynn
New York, New York 917-734-3947 johnpeterflynn28@gmail.com www.linkedin.com/in/john-flynn-716b0ba
	SUMMARY OF QUALIFICATIONS


Fine Wine Sales Professional | Strategic Planning | Management/Leadership
Highly experienced and results-driven sales leader. Comprehensive management of P&L statements with insightful analysis and forecasting abilities. Sophisticated real-world judgment, instincts, and decision-making acumen. Proficient in all aspects of wholesaler administration including setting goals, implementing effective pricing, and creating potent programming strategies. Proven track record of exceeding sales targets and building both brands and strong relationships. Strong communication skills to all levels of wholesalers and accounts. Energetic and enthusiastic team leader and mentor.
	PROFICIENCIES

	· Annual Business Plans
· Proven Team Leadership

· Inventory Management
· Savvy Negotiator

· Client Relations

· Problem Solving
	· Wholesaler Management
· National On-Premise Accounts
· Event Coordination/Execution

· Forecasting/Analysis/Tracking
· Luxury Wine Education
· Fact Based Selling
	· Performance Reviews
· Expert Presentation Skills
· Managing Allocations

· Portfolio Management

· Solution-Based Sales

· Point-of-Sale/Marketing



	PROFESSIONAL EXPERIENCE

	ZONIN 1821
	2022-Present


Division Manager – Northeast (Maine – Washington D.C.)
Manage all aspects of market operations. Supervise 3 Regional Managers.
· Develop and execute annual business plans by market including goals, pricing, all programming initiatives/priorities, and new brand launches.

· Manage 100,000 cases representing $10 Million in sales.

· Conduct Quarterly Business Reviews and monthly meetings with wholesalers to track depletions, shipments, inventory, and KPI’s.

· Successfully coordinated all aspects of major wholesaler change in Maryland and Washington DC. leading to 20% increase in sales.

· Reconfigured price structures in all major markets to better serve the brands, wholesalers, and markets while increasing profitability.
· Initiated post-off calendar in CT. resulting in an 10% increase on core brands.
· Collaborate with marketing and production teams to develop innovation brands, promotions, and execution parameters.

· Consistently lead company in execution of new item launches, national incentives, internal competitions, and national on and off-premise compliance.
	GOTHAM BRANDS
	2020-2022


National Director of Brand Development
· Worked directly with ownership on strategic pivot including planning, forecasting and objectives. 

· Successful launch of Electrolit (600 independent key accounts) which led to national distribution platforms.

· Targeted and recruited new clients in select categories to expand and complement existing portfolio.
· Led efforts to create a Wine/Spirits Division.

· Coordinated partner initiatives and brand activations including sales, marketing, merchandising execution.
	HUNDRED ACRE WINE GROUP
	2015-2020


Director of Sales – Eastern Division (ME-FL)
Lead all sales activities for the brands Hundred Acre, Layer Cake, and Cherry Pie in 17 states. Supervised 2 Regional Managers.

· Sales of over $15 million in revenue, 200,000 cases, and budgets of over $1 million.

· Directed and managed all goals, budgets, programming, pricing, and sales initiatives with 2 VPs, and 6 Regional Managers from our national broker for the Layer Cake and Cherry Pie brands.

· Coordinated brand programming and pricing calendar by market, to maximize focus on our brands, and create synergy with wholesaler internal programming and dynamics.

· Mandated all allocations of Hundred Acre by market, wholesaler, and item. 

· Created, executed, and tracked detailed target account lists by market for the Spring and Fall releases of Hundred Acre.

· Organized and hosted dozens of luxury educational/experiential events to promote the Spring and Fall releases of Hundred Acre.
· Achieved annual sales increases more than 20% for Layer Cake/Cherry Pie brands.

· Attained minimum of 80% on-premise sales mix in all markets for Hundred Acre.
	PASTERNAK WINE IMPORTS
	2003-2015


Director of National On-Premise Accounts
(2012-2015)








Oversaw On-Premise National Accounts, Airlines, Cruise lines, and Duty-Free channels of business. Managed 1 National Account Manager (West Coast).

· Controlled over $5 million in sales.

· Created and implemented tracking system to maximize national program compliance at the local level.

· Initiated and conducted staff training seminars on board Royal Caribbean cruise ships to maximize sales of the “Lafite Rothschild Around the World” program.
· Secured fleet wide BTG placement for Royal Caribbean Cruise Lines resulting in 40,000 cases in annual sales.
Division Manager – Northeast (Maine – Washington D.C.)  (2003-2013)
Drove all sales of Domaines Barons de Rothschild (Lafite) properties, and brands in luxury wine categories, including           Champagne (Nicolas Feuillatte), Chateauneuf du Pape (Chateau La Nerthe), Alsace (Lucien Albrecht), Rioja (CVNE), Italy, New Zealand, Australia, California, and South America. Trained and supervised 3 Regional Managers, 2 Area Managers and an Italian Specialist.

· Managed sales of 250,000 cases with wholesaler sales of over $20 million, with budgets of over $1,500,000.

· Generated 35% of total company revenue. The success of the division was integral to the health/growth of the company and our brands on a national scale.
· Collaborated regularly with executive leadership team to create national sales initiatives.
	EDUCATION


PACE UNIVERSITY – New York, New York
Bachelor of Business Administration, Marketing
