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SUMMARY

Accomplished manager with demonstrated leadership skills and a proven track record of success in growing leadership brand franchises.  Produced superior results through strategic vision, effective planning, a commitment to organizational development, and quality execution.  Possesses exceptional selling and presentation skills that have driven success as well.

PROFESSIONAL EXPERIENCE


Clorox, Oakland, Ca.







National Account Manager Target Team, Minneapolis, Mn.
12/02-Present

Accountable for sales & share results and driving strategic alignment between Target and Clorox Litter and  Water Filtration Categories

-Double digit growth on both Litter and Water Filtration Business in both years (117% and 118% in FY’05)


-Clorox share growth in both categories each year (1.3pts. Litter and 6.2pts. Brita in FY ’05)

-Led local Clorox Target multi-functional team to create strategic direction and drove alignment at Target and internal Clorox

-Achieved Litter National Account Manager of the Year in FY ’05 (Total of 15 out of 250 people awarded)

-Awarded “Best of the Best” recognition in both categories each year

Category Sales Merchandising Manager, Oakland, Ca.
5/01-11/02


Accountable for developing and implementing a multi-functional 18 month business planning process.



-Led a multi-functional team to include Marketing, Supply Chain & Finance to create a cohesive


 business planning process that allowed for longer term planning with all customer

-Personally aligned Executive levels of all functions as to the aspects of the process and trained     each Sector multi-functional work team on how to implement the process 

-Results: 80% of Clorox business is now planned 12 months out allowing for better Clorox Corporate Sales and Financial forecasting 

NonStopNet, Inc., San Jose, Ca.



7/00-2/01



Senior Account Executive, Northern California

Accountable for generating new business and meeting a monthly quota selling internet infrastructure managed services.  This was done through prospecting and networking with partner companies.  One out of fourteen sales people with a specific focus on enterprise level accounts.


-Results: Achieved quota six out of eight months



-Company went out of business in 2/01

Clorox, Oakland, Ca.


Category Sales Merchandising Manager, Oakland, Ca.
11/98-6/00


Serve as a functional liaison between the Field Sales Organization and General Office functions to 

include Marketing, Manufacturing, Finance, and General Management.  Responsible for developing and communicating national sales strategies and consumer promotions.  Accountable for results in the Club and Department/Specialty trade channels.

-Developed consumer programs that have led Department/Specialty business to grow 15% vs. previous fiscal year.

-Developed and implemented internal business processes across functions that have improved communication and have resulted in improved speed to market for consumer promotions and new items.

Trade Marketing Manager, Oakland, Ca.


10/97-10/98


Serve as a functional liason between the Field Sales Organization and General Office functions.  


Responsible for special projects that grew the Brita franchise national household penetration.



-Created and led a multi-functional team to build household penetration in Los Angeles.  



The plan had Marketing and Sales elements including sales fundamental improvements 



and new radio copy.



-Results: In one year, household penetration grew from 10% of households to 17% of 



households.  National household growth in the same timeframe was 1%.

Tambrands Inc., White Plains, N. Y.


Western Region Broker Manager, San Francisco, Ca.

11/95-9/97

Accountable for sales and share results managing six Broker Account Executives in six western states.  Responsible for $30 million annually, representing 10% of U.S. volume, and $2 million in market development funds.

-Managed territory sales increase of 7% over budget in ‘97.  U.S. sales increased 5%.

-Grew Region Tampax share .4pts. January-June ’97 vs. January-June ’96.

-Grew territory sales by 8% versus previous year and 5% over budget in ‘96.

-Managed Seattle Broker to achieve Tambrands “Broker of the Year” award.

-Company was purchased by P&G in 7/97

The Procter & Gamble Distributing Co., Cincinnati, Oh.


Category Management Account Executive, L.A., Ca.

4/95-10/95

One of fifty sales people in the company chosen for this new position.  Accountable for the use of Category Management principles and processes at customers resourced by the customer team (Ralphs, Certified Grocers, Hughes, Raley’s, Savemart, A.G.).  Responsible for presenting Category Management tools to upper levels of management at each customer.  (Work in progress-results pending)


-Sold Raley’s on partnering with P&G for their first business pilot-Coffee Category.


-Only manufacturer to develop and lead training of Raley’s Category Managers as to principles and processes of Category Management.


-Sold Certified on partnering with P&G for their first category business pilot-Laundry.

Account Executive, Paper Products, Ralphs Team, L.A., Ca.
2/94-3/95

Accountable for Paper volume, share, and sales fundamental goals at Ralphs/Hughes.


-Ranked number 1 out of 15 on team for growing shipments vs. previous fiscal year.


-Achieved indexes of 119% at Ralphs and 114% at Hughes for Paper shipments vs. PY.


-Grew share in Paper categories an average of 9% vs. previous fiscal year.


-Directed breakthrough customer agreement to conduct joint annual business planning at Hughes, generating improved logistical efficiencies and sales growth.

Unit Manager, Paper Products, L.A., Ca.


3/92-1/94

Direct responsibility for a team of 4 sales professionals, 6 part-time merchandisers, and two direct accounts (Hughes and Albertsons).  Had annual sales responsibilities of $44 million and managed $1.3 million in brand development funds.


-Unit finished fiscal year second out of seven in L.A., indexing 6% ahead of the market.


-Led sales representatives in achievement of sales objectives with average section results 150% vs. previous year.


-Sold and executed merchandising programs at Albertson’s headquarters, resulting in 109% index versus previous fiscal year. 

Market Field Representative, Paper Products, Phoenix, Az.
6/91-2/92

Earned a unique assignment by assuming direct responsibility for the three largest grocery

accounts in Phoenix.  Essentially performed the Unit Manager job as a Market Field Representative. 


-Achieved business goals indexing at 100% vs. objective for six month tenure.


-Grew market share of P&G Paper business at Safeway 8% vs. goal.


-Developed and implemented a new sales representative training program for the Paper sector.

Sales Representative, Health & Beauty Care Retail Sales
9/89-5/91

San Ramon, Ca.


-Results achieved: Increased sales 41%, Increased number of displays 24%

Sales Representative, Richardson-Vicks, San Diego, Ca.
5/88-8/89


-Consistently rated in the top five to ten percent of all sales people nationally.

EDUCATION


B.B.A., Marketing-1988 University of Texas, Austin, Texas; Overall GPA 3.2/4.0.

PERTINENT INFORMATION


-Procter & Gamble Seminars and Training Programs Completed


-Strategic Selling Seminar



-Conceptual Selling Training



-Negotiation Skills Seminar



-Decision Mapping

-Total Quality Training

-Customer Buying Skills Seminar

-Diversity Training

