Michael J. Dennehy

70 Whippoorwill Lane
Sparta, NJ 07871
(Phone) 201-370-8057

E-mail:  mdennehy@catch21consulting.com
MANAGER/DIRECTOR:  Brand Marketing Communications Executive/Sales Executive - Consumer Products
Highly accomplished, entrepreneur, brand marketer and sales executive with over 15 years of experience managing consumer products life cycles from development through launch and marketing.  Proven ability to train and lead cross-functional oversight of teams and agencies generating performance levels exceeding goals on profits, distribution, and sales revenues.  Portfolios managed consistently performed above market trends reported by Neilson data.  Strong book of business throughout Metro NY, NYS, NJ, CT, MA, RI and New England Region. 
Skills:  Quick witted with a brand-first approach, a strong entrepreneurial spirit, successful small-business development with a hands-on approach to manage brand plans and develop strategic sales and marketing synergies.


Product Management & Strategy - Product Vision & Roadmaps – Competitive & Market       Analysis – Pricing Strategies – Profit & Loss (P&L) – New Product Development – Advertising & Promotions (A&P) – Sales Tracking – Communications Platform Integration – Distributor Management – Key Account Channel Relationships, Regional Sales


           PROFESSIONAL EXPERIENCE
BIBA INTERNATIONAL, LLC – NEW YORK – November 2017 through October 2018

Privately held Wine & Liquor Wholesale Company
SALES DIRECTOR 
Managed day to day sales structure of the company including a team of over 10 sales representatives.  Successfully grew the firm to distribute to over 700 off and on premise accounts in less than 1 year and over $900,000 in gross sales.  Led monthly communications with wine and liquor suppliers and reviews as well as weekly team meetings to review goals of sales representatives.  
Brands Included:  Vesica Vodka, Uncle Stan’s High Proof Alcohol, Vespertino Tequila Cream, BeTini Ready to Drinks, Beau Rocher Brut, Companac Rose, Nau Mai Sav. Blanc, Lebrune Pinot Noir & Chardonnay, Pierre Marcel Sweet Red, Western Cellars CA Cab and Quintetto Italian Wine Line.

CATCH 21 CONSULTING, LLC – NEW JERSEY – March 2009 through October 2017

Founder/Brand Marketing & Communications Manager 
Spearheaded product strategies and vision, with direct advisement of brand plans, roadmaps, P&L and budgets.  Negotiated new A&P vendor relationships to enhance product appeal and revenues.  Oversaw market research, competitive analysis, product/client requirements, and marketing collateral.  Drove sales tool development and outbound marketing efforts ensuring SLA compliance.  Integrated all brand communications messaging and public relations initiatives to synchronize with sales strategies.  Fostered new product development from infancy to launch.

· 60% sales increase for Don Q Rum’s through new channel marketing program and aggressive communications campaign resulting in “Rising Star” Brand Award for 2010
· 47% increase from 12% - Luksusowa Vodka over 3-year span resulting in depletions topping 200,000 cases annually
· Launched 6 new product lines with double digit growth per brand within 2 years
· Developed and rolled-out Multi-Million Dollar Go-To-Market Russian Diamond Vodka Campaign

· Substantially grew Vesica Vodka in 4 year span to over 58,000 cases representing double digit growth each year

· Brands Included:  Don Q Rums; BlackBeard Spiced Rum; Ultimat Vodka; Zubrowka Bak’s Bison Grass Vodka; Luksusowa Potato Vodka; Tito’s Handmade Vodka; Caliche Rum; Death’s Door Spirits; Barrow’s Intense Ginger Liqueur; Mickey Finn Apple Flavored Whiskey; Agwa de Bolivia Coca Leaf Liqueur; Vesica Vodka; Russian Diamond Vodka; Goral Vodka; TY KU Asian Spirits; and a specialty line of cordials from Adamba Imports.

RUSSIAN SPIRIT GROUP, LLP – LONDON/USA – 2011-2015
Privately held Sales Management & Importation Company

(DUN Beverage Partners, LLC Affiliation –USA Import Company)
Brands Included:   Russian Diamond Vodka
North East Regional Sales Manager & Brand Manager
Drove concept of “Russian Diamond Vodka” from theoretical to physical go-to-market product.   Oversaw and developed bottle design, federal and state compliance, competitive price positioning, brand marketing plan with P & L adherence, USA launch strategy and distribution channels 
· Successfully launched 10 markets in 2014/2015 through securing distribution partners (all Top 20 US distributors) marketing program and aggressive communications campaign 

· Drove $1.2 million in Gross Sales in first 12 months

· Tripled sales volumes in NY, NJ, MA, CT & RI in 2015
· Well Established Book of Business with major off-trade and on-trade channels throughout NY, MA, RI, CT & NJ (all Top 500 in the region)

OLD NASSAU IMPORTS, LLC, New York & New Jersey – 2007 to 2009

Privately held spirits importer of Double Cross Luxury Vodka with over $1 million in annual revenues.

North East Regional Sales Manager & Marketing Manager
Oversaw development from “concept” to “product completion” for start-up brand Double Cross Luxury Vodka.  Led competitive product strategy, market analysis, and cross functional brand teams.  Managed go-to-market strategies, sales roll-out, pricing, distributor procurement, sales tools and integrated trade communications to build industry recognition.  Developed strategic business plan for investor presentations and to establish industry board of advisors.  Directed public relations and event marketing efforts to foster consumer awareness and drive bottom-line results.  
DAUCOURT MARTIN IMPORTS, Dallas & New York – 2006 to 2007
US Spirits Supplier (Start-Up) – Exclusive Importer of:  Jean-Marc XO Vodka, X-Rated Vodka & X-Rated Fusion Liqueur
Brand Marketing Manager/Communications Director - Management Team 
Drove US integrated marketing launch in harmony with sales plan of all 3 brands to 48 states in less than 2 years.  Strategically identified each brand(s) DMA and aligned product marketing centered on that.  Executed a $1.5 million A&P campaign with stringent P&L oversight based on key performance indicators (KPI).  Conceptualized and managed sales tools, including POS, ROI calculators and distributor presentations.  Directed outside public relations and design entities, strategic alliances, product placement vendors as well as serving as company spokesperson.
· $40 million acquisition of brands in less than 2.5 years by Gruppo-Campari.  

· Achieved 85% growth of X-Rated Fusion Liqueur from 60,000 cases to over 143,000 cases in 2-year span respectively  
· Recognized by CEO for prestigious “Market Watch Leaders” Award for X-Rated Fusion Liqueur as best new brand/best new marketing campaign in 2006 
· 4 times increase of Jean-Marc XO Vodka’s depletions in 2-year period.
EVINS COMMUNICATIONS, LTD.  New York, NY

(AGENCY OF RECORD POSITION - ALLIED DOMECQ SPIRITS & WINE, NORTH AMERICA) New York & CT – 2001 to 2006
Brands Included: Maker’s Mark, the Whisky Chicks, Laphroaig, Glendronach, Scapa, & Tormore, Vitamin Water, Frederick Wildman & Sons, Jana Water, Exclusive Resorts & Halekulani Hotels

Public Relations Manager

Day-to-day execution of $1 million annual Maker’s Mark public relations & event marketing program, aligning with brand marketing plan (target DMA: 25-35 male)
· Boosted yearly sales by 13% yearly to over 700,000 cases domestically in 2005 valuing the brand at nearly $715 million
· Built & managed the Maker’s Mark 50th Anniversary Event on February 25th, 2004
· Implemented “the Whisky Chicks” stealth marketing campaign & “Get Dipped” Consumer Activation
· Secured over 500 million media impressions over 4-year period through features on the Food Network, CNBC, and USA Today, Playboy
EDUCATION & AWARDS
Bachelor of Arts, Mass Communications (ACEJMC ACCREDITED PROGRAM) 

Iona College, New Rochelle, New York - 2002

2002 Public Relations Student Society of America (PRSSA) National President’s Citation Award Winner (1 out of 11 awarded nationally)

