Summary

A results-oriented individual with a proven track record of success in various

sales and marketing roles in the functional ingredient and consumer

packaged goods industries.

Professional Experience

[Company Name Removed]

2001 to 2007

Sales and Marketing

Responsible for developing and implementing the strategic and tactical initiatives to

penetrate key food, beverage, and dietary supplement manufacturers to formulate

targeted brands using the functional ingredient d-ribose as the scientific platform on a

global level. Responsible for managing the P&L, building the Bioenergy ribose brand

platform, and penetration of key accounts.

· Increased sales over ten fold from $.8M to $8.5M. Successfully launched new

products with PepsiCo, Coca-Cola, Dr. Pepper Snapple Group, Arizona

Beverage, and many other energy drink products.

· Developed dietary supplement industry through over 40 new item launches with

Abbott Nutrition, Swanson, Life Extension, Jarrow, NOW Foods, Doctor's Best, and

many more.

· Built strong relationships for future product launches with Nestle Waters, P&G,

General Mills, and many others.

· Penetrated all levels and developed strategic partnership with WILD Flavors.

[Company Name Removed] MO
1997 to 2001

National Sales Director
2000 –2001

Directly responsible for managing P&L of Aurora Food's largest customer, Super Valu

Corporate, with sales in excess of $130M on all dry grocery and frozen food brands.

Directed the Super Valu team consisting of 23 direct broker reports to deliver

brand and volume objectives within trade spending budgets.

· Successfully developed and implemented the Super Valu team from inception

· Achieved 22% increase in sales over budget

· Accomplished #1 share during critical bake season on Duncan Hines at Super

Valu corporate retail stores in Betty Crocker's back yard

Area Sales Director Chicago, IL

2007 –2000

Performed integral role in developing the [Company name removed] sales organization and trade

marketing process and procedures during critical start-up phase. Directly managed Super

Valu corporate, nine broker markets, and Regional Sales Manager delivering over $50M

in sales.

· Achieved #1 ranking nationally in sales increase for three consecutive years

· while managing within trade spending budget.

· Developed Sav A Lot into $6M customer annually with no previous business on

[Company name removed] brands.

· Developed planning process tools and guidelines to manage trade spending.

 Borden Foods, Inc. Columbus, OH
1990 to1997

Trade Marketing Manager, Chicago, IL

1995 – 1997

Management of the trade marketing function for four Region Managers and sixteen

broker markets. Responsibilities included maximizing ROI of a trade budget in excess of

$7.5M while achieving corporate volume and share initiatives.

· Developed and implemented planning process initiatives and guidelines to

insure all trade spending met profitability requirements while delivering brand

and volume objectives.

· Effectively reduced trade spending by over 40% while achieving brand and

volume initiatives.

· Developed post event analysis for evaluation of all trade promotion events.

· Developed fact based selling and category management presentations through

category reviews.

Regional Sales Manager, Cleveland, OH

1991 –1994

Responsible for the management of 6 broker markets in the Northeast Region

representing over $22M in sales.

         Ranked #1 nationally two consecutive years for Borden's major baking season

merchandising event.

         Appointed Category Specialist for Giant Eagle strategic alliance team

         Developed Pharmor from a $.5M to a $4M customer within two years

Regional Sales Manager, Cincinnati, OH

July 1990 – April 1991

Responsible for the management of 5 broker markets in the Central Region. Direct

responsibility for Kroger CIW/Peyton. Managed the Food, Mass, and Distributor classes of

trade.

         Increased sales 33%, from $6M to $8M, in less than one year

         Achieved first ever baking season major merchandising event in Indianapolis

market

Glaxo-SmithKline Pittsburgh, PA
1985 to 1990

Area Sales Director, Omaha, NE

1989 –  1990

Direct responsibility for the recruitment, training, and development of Key Account

Managers and Territory Managers for Food, Drug, and Mass class of trades.

· Increased area sales volume by 28% to over $8M, ranking #1 in division.

· Trained and promoted two Key Account Managers and four Territory Managers

· Developed highly successful recruitment programs at area Universities.

Key Account Manager, Minneapolis, MN

1987 –1988

Direct responsibility for key accounts including Super Valu, Cub Foods, Fleming,

Rainbow Foods, and Nash Finch. Responsible for strategizing, development, and

implementation of promotional programs and annual business reviews to accomplish

and exceed brand and volume objectives. Recruitment, management, and training of

Territory Managers.

· Increased volume 33% to $3.5M through incremental merchandising and

distribution gains.

· Developed successful training program resulting in three Territory Manager's

promotion to Key Account Manager.

Territory Manager, Minneapolis, MN

June 1985 – July 1987

Responsible for the management of pricing, merchandising, distribution, and shelving

initiatives at the key account and retail level throughout Minnesota, North Dakota, and

South Dakota.

· Ranked #1 Territory Manager in division

· Increased area volume by 125%

· Appointed key account responsibilities

EDUCATION

Carlson School of Management, University of Minnesota, Twin Cities

Bachelor of Science, Business Administration / Marketing 1985

· Vice President - American Marketing Association

REFERENCES Available upon request
