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Career Summary

Senior marketing executive with demonstrated leadership skills and proven track record of developing business strategies and plans that deliver results in both large and small business units.  Drive sales, profit and market share growth by launching new products and creating competitive marketing strategies/tactics that are based on consumer insights.  Strengths include strategic planning, building motivated cross-functional teams and delivering consistent execution.

Experience
H.J. Heinz Company, Pittsburgh, PA






        12/99-11/02

Vice President, Meals, Heinz Frozen Foods (2/02-11/02)

Assumed position at request of executive management to bring leadership experience in stabilizing business and organizational situation.  P&L responsibility for $725MM in sales and $96MM in operating income. Businesses included:  Smart Ones, Boston Market and Rosetto.  Responsible for long range planning, advertising, consumer and trade promotion, market research, new product development, product improvement, cost reduction, pricing, staffing, and training and development.  Senior management liaison for strategic licensing relationships with Weight Watchers International and Boston Market, Inc.   Member of Management Board with direct reporting relationship to CEO.  Directed team of 20 marketing and marketing services professionals.  Six direct reports.

Vice President, New Business Development, Heinz North America (12/99-1/02)

Recruited to establish newly created business unit charged with driving topline growth outside of existing categories.  Reported to CEO.  Built entrepreneurial team of five direct reports.

· Negotiated strategic alliance agreement with Kagome of Japan.  Led development effort for US based beverage expansion, coordinating project activity between Heinz and Kagome.

· Developed and implemented global strategy for newly formed Organic & Nutritional Foods Category.  Appointed Global Category Leader, overseeing business development across North America, Europe, India, Asia and Australia.  

· Developed acquisition strategy for establishing US position in Organic & Nutritional Foods Category.  Led process for target company identification and evaluation.

· Senior management liaison for Hain Celestial Food Group for both equity investment and strategic alliance relationship.  Developed expansion strategy for club channel ($7MM sales Year 1) via HNA sales/distribution network.  Delivered $1MM in supply chain savings. 

ConAgra Grocery Products, Irvine CA







8/94-11/99

Vice President, General Manager, Meals Business Unit (1/99-11/99)
General management responsibility for portfolio representing $650MM in sales and $85MM in operating income.  Key businesses included: Healthy Choice Soup and Pasta Sauce, Hunt’s Spaghetti Sauce, Manwich, Wolf Chili, and La Choy.  Led cross-functional team of six department heads.  Managed staff of 14 marketing professionals, including three direct reports.  Reported to President of Grocery Brands.

· Grew topline sales +5% and operating income 8%, reversing prior year trend, by implementing portfolio management approach, directing resources toward higher potential/profitable growth businesses.

· Led Meals Management Team in developing five-year growth strategy, designed to significantly grow business ($1B in sales) through base business revitalization, new product and new business development, channel expansion and improved organizational effectiveness.

· Initiated supply chain cost reduction task force that generated $3MM in annual savings.

· Designed company restructuring that eliminated one organizational layer, resulting in streamlined accountability and significant G&A savings.

Vice President, Snacks Business Unit (3/98-1/99)

P&L responsibility for $500MM in sales and $65MM in operating income.  Businesses included Hunt’s Snack Pack Pudding, Healthy Choice Pudding and Swiss Miss Pudding and Cocoa.   Managed department of 10 marketing professionals, with administrative management responsibility for department of 22 brand and trade marketing professionals.  Reported to President.

· Led successful launch of Hunt's Snack Pack Puddin' Pies which delivered 2MM cases and grew brand consumption 10% in Year 1.

· Grew Swiss Miss Cocoa share 2 points by executing compelling consumer advertising message and by optimizing promotional activity at core customers.

· Finalized extensive trade spending productivity study resulting in significant changes in trade promotion structure and management. 

· Supervised MBA recruiting program (UCLA and USC).  Met hiring target of five entry-level positions. 

Vice President, Hunt's Foods Business Unit (8/96-2/98)

P&L responsibility for $400MM in sales and $55MM in operating profit.  Businesses included:  Healthy Choice Soups, Rosarita, La Choy, Chun King and Knott’s Berry Farm Foods.  Led department of eight marketing professionals; four direct reports.  Reported to President.

· Delivered profit growth of 25% through new products, expanded established products distribution and more targeted, efficient trade promotion support.  

· Implemented strategic restructuring plan to build margins and “fix the mix” across portfolio.

· Special assignment on Knott's Berry Farm Foods acquisition, with responsibility for integrating marketing/sales organization and recommending 3-year strategy/growth plan.

· Recipient of ConAgra's Kennedy Award for Marketing Excellence in recognition of Healthy Choice Soup new product, market share and profit growth achievements.

Director of Marketing, Ethnic Foods Business Unit (8/94-7/96)

Responsible for $350MM in sales and $50MM in operating income.  Businesses included: Healthy Choice Soups, La Choy, Chun King and Rosarita. Reorganized marketing group including assessment of incumbent personnel and aggressive recruitment to fill vacant positions.  Managed department of seven marketing professionals.  Reported to Vice President.  

· Developed and launched four Healthy Choice Soup RTE flavor extensions, driving 1.5MM additional case sales, and growing share by 1.5 points.  Tripled profit contribution.

· Expanded Rosarita franchise from 35% ACV to 75% ACV retail distribution, driving 1MM incremental case sales and growing share 4 points.

· Repositioned Rosarita and LaChoy brands, resulting in new advertising strategies/campaigns and packaging graphics.

· Member of Chun King acquisition team with responsibility for strategic fit assessment and development of five-year business plan. 

General Mills, Inc., Minneapolis, MN







7/84-7/94 

Senior Region Development Manager (9/92-7/94)

Created new marketing group charged with driving regional/account business development.  Worked collaboratively with Brand Marketing and Field Sales to identify priorities and develop specific growth plans.

· Grew volume (+7%), profit (+5%) and share (+2 points) in the southeast region.

· Developed account specific affinity sports marketing programs leveraging NCAA, SEC, ACC and NASCAR sponsorships.  

· Created targeted programs for key underdeveloped consumer groups:  African Americans, Hispanics, C&D county residents and 55+ age group.

Category Manager, Foodservice Division, 4/91-8/92

Promoted to newly created position with responsibility for establishing "operator pull" marketing strategy/plan vs. historic "distributor push" approach.  Reorganized marketing department, including evaluation of current staff and recruiting to fill vacant positions.  P&L responsibility for all branded and custom product lines, representing $200MM in NSV and $35MM in operating income.

· Achieved record volume (+10%) and profit (+12%) while solidifying share in baking mix category, and driving significant share gain (+5 points) in the RTE cereal category.

Marketing Manager, Cheerios Franchise (6/89-3/91)

Responsible for three P&L's representing $750MM in sales and $135MM in operating income.  Directed consumer and trade marketing budgets of $150MM.  Seven direct reports; reported to Vice President.

· Established Cheerios franchise as a 10 share business in the RTE cereal category. Delivered record volume (+8%) and profit (+10%).

· Directed advertising agency in strategy/copy development for 12 distinct target consumer campaigns.  

· Developed integrated consumer events, including tie-in/licensing programs with Nike, Six Flags, MTV, Disney and Warner Brothers.

Marketing Manager,  Betty Crocker Brownies and Muffins (4/88-5/89)

Responsible for eight P&L's totaling $175MM in retail sales and $25MM in operating profit.  Regained share leadership in muffins category; solidified share leadership on Brownies.  Managed three direct reports.

Marketing Recruitment Manager (4/87-3/88)

Promoted to high visibility cross-functional training assignment in human resources with responsibility for leading annual marketing and marketing research recruiting program.  Met hiring targets.  

Assistant Marketing Manager, Hamburger Helper (8/86-3/87)

Assistant Marketing Manager, Fruit Roll-Ups (7/85-7/86)

Marketing Assistant, Betty Crocker Potatoes (7/84-6/85)

Chi Omega Fraternity, Cincinnati, OH







9/78-9/82

Promoted to Director of Chapter Development following two-year Chapter Consultant assignment.

Education
Michigan State University, East Lansing, MI

Eli Broad Graduate School of Management, MBA

Course Concentration in Marketing Management

Colorado State University, Fort Collins, CO

B.S. Food Science and Nutrition, magna cum laude
Phi Kappa Phi, Mortar Board Honor Society
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