JOHN F. GAVIN
Cell: (443) 812-9688
Email: jfgavin7@gmail.com
EXECUTIVE SUMMARY

Results-oriented, tenacious, and innovative individual with leadership experience in retail sales, marketing, network distribution, and operations in the beverage industry.  Strengths in field sales leadership, staff development, creating imperatives & strategies, and spearheading sales, profit and share growth change. 
EXPERIENCE

Florida Beer Company                                                                                      March – November, 2018 

Vice President, Sales & Marketing

The Florida Beer Company is a subsidiary of ANSA McAL Limited, a large conglomerate based out of Trinidad and Tobago with several diversified companies in the Caribbean, Europe, and North America.  This subsidiary is made up with regional craft, import, and cider brands.  Top brand families include; Key West, Florida Sunshine State, Hurricane Reef, Carib Lager, Shandy Carib, Mackeson, and Caribe Tropical Hard Ciders.  My national responsibilities included generating revenue, increasing sales, creating chain account strategy & relationships, enhance all marketing efforts, monitoring Taproom activities, and directing the efforts of independent distributor execution.  During my tenure I accomplished the following:

· Revenue growth – created and implemented a revised pricing structure and price promotion calendar for all markets that resulted in a +4.5% increase in gross revenues versus an industry average of +2.5%.
· Sales increase – achieved a growth rate of +3.6% versus an industry average of -1.0% by redirecting focus against key brands and investment markets.
· Chain account sales - employed the company’s first Director of Chain Accounts and managed the creation of 15+ account plans to position the brands for growth in the year 2019.  Relationships were built with top regional chains that included accounts such as Publix, Total Wine & More, Southeastern Grocers, and Walmart.

· Distributor management - created and initiated the Annual Distributor Business Planning process with each distributor that established sales, distribution, and investment targets for 2019.  I created or maintained solid relationships with distributors that included Manhattan Beer Distributors, Kohler Distributing, J.J. Taylor Companies, and Reyes Beverage Group.
· Marketing enhancements - led the transformation of the Floridian craft brands from a “House of Brands” to a “Branded House” strategy by directing in-house marketing and outside agency efforts.  The new can design incorporated the essence of the existing brands & existing corporate identity which will deliver a 45% increase in craft brand volume and an additional $800K in gross revenue.

MillerCoors Brewing Company                                                                                                   2008-2016
General Manager – Florida Management Unit 






        2010-2016
I was approached by our CEO and President of Sales to take on this position to rebuild our field sales team, course correct sales/volume/share results, and gain credibility back with our independent distributor network.  In addition to this direction, I was also responsible for leading and directing overall field sales, chain, local marketing strategies, P&L, and execution that addresses current dynamics that were in alignment with overall goals to deliver volume, profit, and share. The Florida Management Unit sold 36M 24/12 oz. case equivalents that generated approximately $700M in annual gross dollar sales.  Lastly, I was responsible for the direction of 7 independent distributors, directly managed a diverse team of 9 sales professionals, and indirectly managed all chain, on-premise, and field marketing functions within the Florida Management Unit.   
· Within six months, I successfully rebuilt and upgraded the field sales team to enhance alignment with key customers and positioned the business for future growth
· Achieved highest MillerCoors sales award, Management Unit of the Year in 2011 by leading the country in sales, profit, revenue, and share growth versus plan 
· Redesigned market investment strategies to enhance overall effectiveness of spend based on ROI measures and P&L implications while delivering an average of 10% budget productivity each year
· Led the annual general market price increase each year by developing specific frontline and promotional strategies to maximize spend and gain retailer acceptance to increase features.  The Florida MU  achieved the highest revenue increase per barrel in the Southeast Region over the past four years with an increase of 3.8% in net revenue versus 2.5% industry average. 
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· For five years running, the Florida Management Unit outpaced our primary competitor in Nielsen measures driven by our premium light and craft brand strategic initiatives and brand package introductions
· Led the implementation of 13 new Sales Management Professionals in 2012 that assist our network with selling MillerCoors brands in our top near campus, millennial, and multicultural account base.  To date, this group outpaced general market sales trends by 3.0 trend points.
General Manager – Wisconsin Management Unit





        2008-2010
In 2008 SABMiller and Molson Coors created the MillerCoors joint venture in the United States.  I was promoted to take on the #1 share of market Management Unit within the company.  My priorities included building the right field sales team from two organizations, aligning the field sales team with the chain selling team to work as one, and zero base all investment strategies to achieve P&L targets. During this time frame, the Wisconsin Management Unit sold 31M 24/12 oz. case equivalents, generated approximately $525M in annual gross dollar sales, directed 23 distributors, and managed 9 direct reports and 11 indirect reports.   

· Successfully rebuilt local distributor sales organization within three months to align with market needs and corporate direction
· Incorporated two powerful brand portfolios into one, prioritized top brands and packages based on share, profit, and growth potential.  Aligned Chain and Distributor Sales organizations to sell combined portfolios resulting in share growth, +1.1 SOM, and profit growth, +2.1%, over two-year tenure.
· Led the #2 DMA in the state through an acquisition to enhance distributor network capabilities in the Madison, WI. Market
· Managed all P&L responsibilities that resulted in increased per barrel profit, reduced price promotion expenditures, and maximized chain organization investment strategy
COORS BREWING COMPANY              






        
General Manager – Illinois/St. Louis







        2005-2008


I was hired to take on the General Manager duties for the IL/STL market area.  The initial direction was to enhance sales of two of our flagship brands – Coors Light and Blue Moon.  In addition, I was responsible for managing the distributor sales organization, local marketing efforts, and P&L.  Market consisted of 18 distributors, 7.9M CE’s, $95M in gross sales, and 10 direct and 3 indirect reports.
· Within three months, I was able to create a solid platform for Coors Light to lay the ground work for future growth.  This was accomplished by redeploying marketing dollars to enhance our media presence, captured the #1 Sport & Social Club, and expand simple distribution into high profile on-premise accounts.    During my tenure, the volume increased by 2.5M CE’s, +2.2 share of market, and net revenue of +$11M
· Chosen as one of seven original General Managers for the Coors Brewing Company and assisted with concept and structure logistics
· Received Coors Brewing Company top field sales award, Market of the Year, in 2006
EDUCATION

Bachelor of Science Degree in Business Administration, University of Wisconsin – Milwaukee 

OTHER EDUCATIONAL ACHIEVEMENTS
· Proficient in Microsoft Office, VIP, Nielsen, Orchestrated Beer, and other consumer good software applications
· Cicerone Level I Certification 2015

· Tamarron Consulting Group; Portfolio Management, Financial Management, Business Valuation, and Mergers and Acquisitions
PROFESSIONAL ACHIEVEMENTS

· 2011 Management Unit of the Year Award, MillerCoors top field sales award
· 2006 National Market of the Year Award, Coors Brewing Company top field sales award
