Brian P. Sanders

1355 Clear Meadow Court                                                                   

Rockwall, Texas

(530) 520-5607

hifibri73@yahoo.com

06/18-present 
Gloe Brands, Sales Director

· Coca Cola Bottler management
· Meetings with senior management to develop go-to market plans to build Gloe Brands business

· Acquire new distribution in regional accounts for large store, small store & FSOP in Texas and Oklahoma

· Set up sales programming in key accounts both national and regional accounts across multiple channels

· Monitor execution of sales programs with key accounts within multiple channels

· Manage annual trade spend POS budgets

· Manage annual T&E expenses
06/14-06/18
FIJI Water Company, District Manager
· Development and implement programs to achieve agreed upon directives and monitor measurable results through monthly sales reports
· Maintain a trade level call point program to include all appropriate levels to ensure FIJI Water products are receiving the appropriate attention
· Develop objectives by account and maintain strong customer relationships at all levels to maximize FIJI Water’s opportunities for expanded distribution throughout the account

· Implement and develop sales presentations to secure new accounts as well as National Accounts to include facilitating execution in all FIJI Water market areas

· Analyze monthly sales reports to identify opportunities, underperforming accounts or potential loss of distribution within the account

· Identify, participate and manage Special Events 
· Ensure all warehouses have an ample supply of SKUs to cover monthly/weekly sales objectives.  Schedule and influence containers by analyzing trends and actual sales

· Manage use of POS, wearables and all other resources to achieve objective within budget

· Work with assigned distributors, control costs and look for opportunities to increase overall revenue on a per case basis.  
· Handle daily customer requests such as POs, phone calls and identify and resolve any customer concerns

· Develop and implement regional programs and guide distributor organization to achieve agreed upon objectives.  Monitor and measure results through monthly computer generated reports
· Analyze monthly distributor depletion reports to ID opportunities, underperforming accounts or potential loss of distribution within the account

· Coach, train and motivate direct reports as well as distributor personnel to achieve monthly and annual sales, distribution and revenue objectives through meetings, route rides, training programs, trade surveys and monthly reports

· Gain 50/50 co-op from assigned distributors, control costs and look for opportunities to increase overall revenue on a per case basis. 
07/12-06/14


Nestle Waters North America, Territory Manager

· Territory Manager for the south Dallas area for sales of the complete portfolio of NWNA products which includes Ozarka, Nestle Pure Life, San Pellegrino, Perrier, Aqua Panna, Resource, Tradewinds Teas, Sweet Leaf Tea, Nestea  
· Educate store management on our products and how we can increase their profit by utilizing fact-based selling reports 
· Inform customers of new products to be added to the existing portfolio
· Up sell items on promotion with a goal to maximize exposure of the Nestle line 
· Coordinate with regional and national account managers on selling in DSD'S and upcoming promotions                      
07/11-07/12  


Nestle USA, Route Sales Rep

· Sales of frozen food to grocery and mass merchandise chains
· Made contact with the frozen food manager and discussed ways to increase sales in the frozen category 
· Acquired display space to maximize sales of items that are on promotion
· Maintained inventory of products to be sold to avoid any shortage at customer level
Obtained opportunities to cross merchandise with other Nestle products
04/07-03/2010 

Bimbo Bakeries, Chico, CA, Route Sales Rep
· Sold and delivered bakery products to food service accounts (restaurants, schools and hospitals)
· Collaborated with executive chefs on special events for catering and with restaurant owners on how to set their restaurant apart from competing restaurants
Coordinated with schools and hospitals to make sure products met nutritional standards for those institutions  

07/05-04/07  

Sara Lee Bakery Group, Yuba City, CA, Route Sales Rep
· Sold and delivered bakery products to restaurants and grocery stores; order product for following week; set and maintain displays for sale items
Strategized with grocery manager on ways to increase sales of our products and maximize profit margin
07/03-07/05

Mt. Shasta Spring Water, Chico, CA, Route Sales Rep
· Sold and delivered water and coffee to commercial and residential customers while developing new sales
· Procured over 110 new sales during my employment here 
· Helped introduce the Keurig coffee system to the Tri County area 
2002-2003

Supplement Direct, Chico, CA, Owner

· Relocated with my family and opened my second location  

2000-2003

Supplement Direct, Salinas, CA, Owner

· Started my own company as a sole proprietor and set up a sports nutrition store offering brand name health and diet products at a reduced price  
· Achieved a customer base of approximately 2,500 customers a month and hired two employees within the first year
· Created a recovery eating program for lap band patients in the local area 
· Educated the local high school athletic departments on nutrition, hydration, and training  

Headstart Nursery/T&C Supply, Gilroy, CA, Customer Service Rep/Seed Sales

· Set up planting schedules and coordinated plantings between green house and customer

· Performed field counts to determine number of plants ordered to number of plants planted and assisted in plant variety choices for different times of the year  
· Established a customer base of 25 farmers that averaged 1,500 acres each.  Sales increased an average of $100,000 per year.  To achieve this standard I personally determined what product was best for each farmer’s needs and climate by educating myself with information obtained from 15 different seed manufacturers  
Santa Clara Seeds, Greenfield, CA, Product Development Manager

· Procured experimental seed from producers and set up trials with select farms.  Trials were made in the fields to compare varieties that would be available the following year with the farmers’ current field variety.  Tests were then conducted to compare the pros and cons of the new variety to the current variety.  These tests were the catalyst for sales of the new seed variety.
Hapco Farms, Inc. (California Division), Salinas, CA, Inspector/Produce Buyer
· Started with the company as a produce inspector where I inspected an average of 70 different loads of product per week to be shipped to east coast customers; coordinated loads to be shipped with trucking companies  
· Promoted to buyer in a year’s time and bought loads of produce from shippers for east coast retail stores  
Managed the two inspectors that found us the best produce to ship to our customers. In addition was on a team to develop a private lettuce label for our customers on the east coast.

Education

Western Governors University
· Bachelor of Science in Business Management 
Sacramento State University, Sacramento, CA
· Major: Business GPA: 3.0

· Completed 2 years

· Received an athletic scholarship and played defensive end on the Sacramento State football team

Northern California EMS, Inc. 

· Certified EMT I
North Salinas High School, Salinas, CA

· GPA: 3.5
Played varsity football sophomore year to senior year
Community Involvement
Durham Unified School District

· Varsity Defensive Coordinator and Line Coach (06-07 season)

· Junior Varsity Head Coach (07-08 season)

Chico Fire Department, Chico, CA

· Enrolled as a volunteer fire fighter and responded to fires and medical emergencies 

North Monterey County High School, Castroville, CA

· Coached junior varsity football
North Salinas High School, Salinas, CA

· Coached junior varsity football.

Rockwall Youth Community Sports

· Youth football coach 2015-2017
