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PROFESSIONAL EXPERIENCE

PFIZER CONSUMER HEALTHCARE (JULY 2004 –PRESENT)

Category Development Manager/Wal-Mart Team (July 2004 – Present)                     Rogers, AR
· Responsible for the strategic development and implementation of all Pfizer Oral Care sales and category management initiatives.  Brands include Listerine Mouthwash, Listerine Pocketpacks, Plax, and Efferdent.
· Department 2 (Health and Beauty) Vendor of the Year 2005.  Department 2 Vendor of the Quarter 2nd & 3rd quarters 2005.  
· Mouthwash Category Validator.  Increased Listerine share of shelf by 26% in primary location, and secured three additional (permanent), secondary locations within the store effective April 2006.
· Created and sold four planogram test scenarios to determine optimal assortment and merchandising design for mouthwash.  Test results for the 160 stores, have resulted in 2006 implementation chain-wide.     
· Developed and sold (A+) New Item Launch Plan to include Home Office, Store Associate, Account Operations, and Consumer elements.  Efforts resulted in account capturing double their fair share of the business, and exceeding sales forecast by 300%.  This item was selected as the buyer’s 2006 VPI.
· Lead Shopper Insight research that resulted in national strategy for Oral Care promotional offerings.
· Identified Out-Of-Plan opportunities resulting in incremental shipments of $11MM (Top 250 Store Program, Store Level Forecasting Adjustments, “Store of the Community” SSO analysis)
· Additional responsibilities include recruiting, managing and developing POS analysts, and providing analytical training for the team.  
· Developed, gained agreement from team, and trained analysts on standardized template reporting (Sell Through, Promotional Lifts, Return on Investment, New Item Analysis…).
· Purchased third party database software to automate template reporting.  Analyst productivity has increased 50%. 
· Developed Retail Link Training Manual and provide ongoing training to U.S. and international team members.
JOHNSON & JOHNSON PERSONAL PRODUCTS CO. (MARCH 1991-JUNE 2004)

Customer Marketing Manager/Wal-Mart Customer Team (Sep. 2000 – June 2004)   Rogers, AR
· Responsible for the strategic planning, selling, and implementation of all J&J Feminine Hygiene sales and marketing strategies (promotions, product assortment, pricing and merchandising) to ensure sales and marketing goals were attained within budget.  Directly responsible for 35% of total company volume for the largest PPC franchise (Stayfree, Carefree and o.b. brands).

· Increased J&J share of shelf by 21% in year one, and by 25% in year two.

· Increased dollar share of number one brand by 5 points.

· Presented, sold and exceeded all new item launch objectives within budget.
· Earned 2001, 2002 and 2003 Grand Award (102%+ to sales forecast within budget)

· Feminine Hygiene Category Captain.  Provided ongoing analysis and recommendations to customer and J&J regarding category/brand objectives, promotion effectiveness and efficiency, competitive environment, and consumer insight trending.  Responsible for identifying business opportunities and developing strategies and tactics that delivered business results.  Developed and delivered annual category review to top management.

· Identified and implemented ethnic marketing strategy for category that resulted in double digit reductions in out-of-stocks.

· Developed strategies and tactics for J&J special pack/display offerings.  This resulted in a 20% reduction in POP costs while increasing store compliance.

· Created, sold and implemented an o.b. shelf merchandising fixture.  Results included increasing sku distribution by 67%, and increasing sales volume by 40%.
· Managed multiple analytical tools to drive category and brand results (ProSpace, Spectra, Nielsen, IRI, Retail Link, FMI Best Practices, consumer focus groups, J&J consumer insight studies).

· Worked closely with customer and J&J partners (marketing, operations, finance, logistics, and retail sales force) to ensure best in class new item launches, brand defense strategies, test markets, and optimal store and warehouse inventory levels.

· Identified and tested three new items that resulted in national new item launches.

· Improved packaging efficiency on three top selling items.  This resulted in a 50% increase in store inventory, reduced out-of-stocks, and the creation of additional space for incremental new items.
· Oversaw and maintained ultimate responsibility for logistics excellence.  This included internal and store-level forecasting, order fill rates, and on time/complete delivery of products, displays and POP.

Customer Marketing Manager/Field Sales (Feb. 2000-Aug 2000)                                   North Brunswick, NJ
Provided Category Management support to the Field Sales Region.  Top accounts included Duane Reade, Meijer, Shopko, Stop & Shop and Food Lion.

· Accomplishments included: 1) Creating, selling and implementing the Duane Reade/NYC “Race for the Cure” co-marketing event, 2) Tripling distribution at Shopko, 3) 2000 Grand Award Winner, and 4) Leadership Award for role in developing an “Efficient Assortment Best Practice Model”.

MAPPS (Space Management) Manager (Nov. 1998-Jan 2000)                                        Fort Washington, PA
Responsible for recruiting, training and developing PPC internal Space Management Team to support the top twenty retail accounts.  Directly supported all Eckerd category management initiatives.
· Accomplishments included: 1) 1999 MAPPS Achievement Award for Eckerd Category Management Project (the first and only time this has been awarded to the manager), 2) Developing and implementing team restructuring to include the promotion of four individuals to National Account Teams, and 3) 1999 Grand Award Winner.

Account Manager/Sales Trainer (Jan. 1992-Oct. 1998)                                                    St. Louis, MO
Responsible for selling, promoting and managing the Feminine Hygiene, Adult Incontinence and Oral Care categories for food, mass merchandiser and drug accounts.  Planned and managed promotions and promotional budget while maintaining account receivables at less than one percent of sales.  Trained and developed retail sales force.  Top five accounts included Venture, Schnucks, SuperValu, Dominick’s, and H.D.I.S.  Territory generated five million dollars annually (+40%, 1998 vs. 1992).

· Accomplishments included: 1) promotion to sales trainer, January 1995, 2) exceeding sales forecast six out of seven years, 3) successfully acquiring the Oral Care franchise, and 4) Grand Award Winner 1993, 1994, 1997, and 1998.
Sales Merchandiser (Mar. 1991-Dec. 1991)                                                                        St. Louis, MO
Responsible for selling, merchandising and promoting Feminine Hygiene and Adult Incontinence products in the St. Louis, Missouri retail market.  Promoted to Account Manager after ten months.

NABISCO BRANDS, INC.




  (MARCH 1988 – JULY 1990)

Sales Representative






               St. Louis, MO
Sold and implemented snack food marketing plans, special promotions, and display programs to retail grocery chains, mass merchandisers, and government accounts.  Related activities included timely and accurate inventory management, delivery scheduling, planogram implementation, and setting up new accounts.

· Accomplishments included: 1) national recognition for innovative approach to new item promotion that was featured in retailer’s newsletter, and 2) generating an 18% increase in sales to exceed $1 million annual forecast.

EDUCATION

· Bachelor of Science degree in Business Administration with Marketing emphasis

· Graduated with honors from the University of Missouri-St. Louis
