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ROBERT T. GARLICK
52 Juniper Hill Dr.
Somers, CT 06071
Mobile: 401-573-9881 bob.garlick.rtg@gmail.com
SUMMARY

Accomplished Northeast Senior Sales Leader with a proven track record as a top producer with new business sales development, brand building, direct and broker management experience. Areas of expertise include: building presentations utilizing industry data, forecasting, and financial management
PROFESSIONAL EXPERIENCE
Abbey Specialty Foods (specialty cheese importer)

Northeast Regional Manager                                                                           July 2018 to present
Responsible for growing business in the northeast for retail, club food service and specialty through hiring, training ,and working with a broker network and direct sales

· Placed five new items into Giant Eagle
· Secured new business at Stop & Shop – a first for Abbey
· Opened new accounts such as Dave’s and Big Y

Matrix Sales & Marketing (Northeast Perishable Food Broker)                          

Territory Manager                                                                                              2012 to June 2018
Responsible for growing client product lines experience calling on accounts such as Price Chopper, 
Big Y, Shaw’s,C&S, Roche, Dave’s, C&S, Cumberland Farms, J.Polep, Seacrest
· Opened Price Chopper as a new customer in Produce, Deli, Seafood, Frozen and Dairy -a first for Matrix
· Opened new distributors – IE: Seacrest and AG of New England – a first for Matrix

· Gained Pre-sliced cheese business for Big Y’s Sandwich program approximately 120,000 lbs a year

· Secured multiple new clients such as Shamrock Farms, Formaggio, Ultimate Foods, Norpaco
Smithfield Foods Farmland Foods /Carando Division 




Regional Sales Manager







2006 – 2012
Responsible for marketing fresh pork, value added, organic and Italian deli meat items to deli, meat and food service departments.   Region included New England and upstate New York, direct key account sales, responsible managing for brokers, direct area managers and retail staff.






 

· 2-time top performers’ club (top 10%)
· Increase sales from 6 million dollars to 9.9 million dollars in a mature market

· Secured multiple new accounts resulting in over 700,000 lbs. a year in new business
· Displaced major competitor securing approx. 90% of the Italian deli meats, doubling Carando’s business at Big Y
· Secured the only retail pizza pepperoni business in the northeast approximately. 250,000 lbs./year in volume 

· Gained the only retail meatball/sub program in the northeast, 120,000 lbs./year volume

· Designed and implemented new pepperoni Pre-sliced retail SKU resulting in a 30% increase 
Edy’s Grand Ice Cream

Northeast Regional Manager -Alternate Channels of Trade

2002 – 2005
New England coordinator for national accounts, managing ice cream business for alternate channels marketing products to Club, Convenience, Drug, Mass Merchandise. 
· Secured new high profile national account (CVS) valued at $40MM annual sales.
· Secured new items and increased distribution in all accounts.
· Increased 2004 sales by 63%. 
· Awarded First place in a national Fruit Bar contest.
· Designed new program for Club, resulting in expanded sales
· Established solid relationship with BJ’s - $0 sales in 2002 to $5 million sales in 2003.





Sara Lee—Hillshire Farms Division
 New England Business Manager


1998 – 2002 
Marketed value-added meat products to wholesalers and supermarket chains.

· Successfully managed  Deli Broker

· Created sales presentations utilizing sales trends and IRI data resulting in increased sales.


· Established new products in all accounts and increased profitability over prior year.

· Exceeded volume and profitability goals.

· Awarded President’s Club recognition for achievement among top 10%.

· Increased spiral ham sales by 104% after first six months.

· Successfully reduced sell-off product by 70%.

· Designed accrual program with SUPERVALU, saving Sara Lee $24,000.

EDUCATION 

BSBA, Marketing


Western New England University, Springfield, MA
TRAINING

Dale Carnegie Course in Effective Speaking and Human Relations

