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Having worked in the UK on an early-stage pet food start up, I have realized premium pet food is where I wish to be!

A self-motivated, target driven sales professional with extensive account management experience across multiple impulse and specialist sectors within the food industry. 
A proven track record of delivering above average category growth. Skilled at working within strict financial parameters, can ‘farm’ existing customers whilst delivering new product launches and promotional programming, whilst ‘hunting’ new business. Is a strong cross-functional team player with excellent organisational & communication skills. All supported by military training (Royal Marine Commando).


B2B SALES PERFORMANCE

Expert in developing strong trusting relationships and implementing profitable sales effectiveness through training and sales support, for example:
· Developed and implemented a country wide sport nutrition training program for a national health food chain on behalf of the Horleys brand. This increased the distribution of the Horleys core product range from 8 stores to 87, increasing net sales from circa $10k per year to $275K per year: over a two-year period.


STRATEGY TO EXECUTION

A pragmatic strategist who delivers business results through a strong focus on execution, for example: 
· Implemented the profitable growth strategy for Horleys specialty route business in New Zealand. This channel focused on working with specialty internet sites, health food stores and health and fitness centres. Managing the sales restructure and business plan of this channel which was running at an annual loss of circa $200K. Within 18 months annual net sales increased 27% with an 11% Ebit.
· Delivered significant savings for Horleys through refocusing their approach to the New Zealand market, within the speciality route channel.


LEADING TEAMS

An engaging leader who secures commitment and engagement within teams to achieve objectives, for example: 
· During a new health food drink range launch, including 14 SKU’s, multiple sterility issues were located, resulting in numerous product recalls. 
· Directed and managed 7 team members, achieving collaborative teamwork during the recalls. Thus, minimizing the negative effect upon the businesses profits and greatly reducing the loss of their customer base.
  HIGH VALUE CUSTOMER RELATIONSHIPS

An ability to understand the business and personal drivers that build sustainable profitable business partnerships, for example: 
· Instrumental in securing a $500K+ contract with the New Zealand oil and convenience channel, within the impulse sector.
· By creating high value partnerships with a key distributor to the oil and convenience channel and collaborating to drive the new category of healthy snacks into this channel.


	
	

	Career Summary
		Period
	Company
	Role

	Mar 2020-Dec 2020
	Steel and Tube
	Account Manager

	Oct 2017 – Mar 2019
	Newbury UK Ltd
	Consultant

	Dec 2015 – Sept 2016
	Mayo Hardware 
	Field Sales Manager

	Jan 2003- Dec 2015
	Horleys
	
Key Account Manager





	

Career Experience

	

	Mar 2020 – Dec 2020

	Account Manager | Steel and Tube Roofing Auckland

· Started just a few days before COVID-19 hit New Zealand. I was made redundant in Sept 2020 and worked a 90-day notice period.

Responsibilities:

· Account manager for 5 key roofing customers in Auckland. Quoting for roofing contracts.


	July 2018 – Mar 2019

	Consultant | Newbury UK Ltd

  Achievements: 

· Worked to develop sales strategies for early stage, VC backed, start-ups, evaluating the market conditions to succeed, including
1. Furry Face (healthy snack pet food) 
2. Six Bar (insect-based protein snacks) 
3. New Co baby food

  Responsibilities:

· Market analysis to understand commercial landscape
· Evaluating/establishing contract manufacture relationships
· Reviewing competitive risks and opportunities 
· Answering the question of insect proteins bioavailability 
· Developing sales plans for years 1, 2 & 3 for financially efficient execution
· Helping to implement stage one of strategic sales plan


	
Dec 2016 – Sep 2017
	Oct 2017 – March 2019


	Dec 2015 – Sept 2017
 

	

	

	 








Jan 2003 – Dec 2016




	
  Field Sales Manager | Mayo Hardware LTD

  Achievements:

· Net sales growth of 11% driving sales to exceed $10m
  Responsibilities:

· Evaluation of core skill sets for four territory sales managers
· Ensuring best practice and implementation of tracking reports and systems
· Ongoing management of all territories and territory managers


  Key Account Manager Speciality Channel | Horleys Sport Nutrition

Achievements:

· Turned around an annual Ebit loss of circa $-200k into a $+275K Ebit within 18 months
· YOY growth of 11% plus
· Winning the profitable new channel of oil and convenience within the healthy snack category

Responsibilities:

· Key account management for the speciality route channel, health foods stores, gyms, internet sites and pharmacies 
· Product staff training programme; country wide
· Educational seminars for the public; country wide
· Management of the oil and convenience channel
· Forecasting for total NZ specialty sales
· Management of a small customer services team
· Management of a small territory sales team





	
Qualifications & Professional
 Development
	
BSc (Hons) Sports Science, Nottingham Trent University





	Interests
	· Outdoor activities including fishing and tramping
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