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WAYNE R. HANCOCK 
SALES & MARKETING EXECUTIVE





LEADERSHIP | BUSINESS PLANNING | PROJECT & TEAM MANAGEMENT STRATEGY DEVELOPMENT | OPERATIONS | RELATIONSHIP BUILDING


· Extensive background in  sales, marketing, and store operations management.
· 30+ years’ experience specializing in retail & wholesale (corporate and independent) grocery sector. 
· Vast knowledge of consumer packaged goods with an emphasis on all commodity classes. 
· Highly adept at understanding Category Management practices. 
· Develops creative marketing solutions that increase customer satisfaction and boost sales.
· Proven ability to create and implement successful customer engagement and sales strategies.
· Worked with numerous  grocers on building sales profits and bringing stores up to speed with current standards and technology to help them succeed.
· Strong reputation for honesty and integrity. Hard-working, organized manager who delivers results.

	KEY AREAS OF CONTRIBUTION



	· Assessment & Planning
· Finance (P&L, cash flow, etc.)
· Store Reset / Planogram
· Merchandising
	· Quality Assurance
· Supervision, Training, Development 
· Customer Service
· Marketing Strategy
	· Standards Compliance
· Industry & Market Knowledge
· Pricing Strategy
· Forecasting



· Product knowledge and development,  marketing and sales of consumer product goods , controlling expenses, reducing inventory losses, and increasing sales.
· Store planning and project management to ensure merchandise and space plans are complete and accurate
for in-store activities. Working directly with teams to ensure accurate product allocation on planograms. 
· Managing teams, allocating resources, overseeing procedures and protocols to achieve business goals. 
· Improving & streamlining processes while continually monitoring and improving efficiencies in all departments.
· Assessing business to optimize fiscal performance, sustainability, and competitive positioning.
· Striving to cut costs while keeping business moving in a productive, profitable and effective manner.
· Identifying and resolving issues, problems and roadblocks that impact business opportunities. 

	RELEVANT EXPERIENCE



Customer Manager, Acosta / Nestle – Pittsburgh, PA-                                                             2019 – Present 
· Provide our client and customers the tools needed to deliver solutions and achieve their goals with merchandising, assortment, pricing, and shelf positioning. These initiatives result in maximizing market share.
· Build market share for Nestle Brands. Working directly with retailers and wholesalers.

Fresh Consultant, Sam’s Club – Vine Direct Agency/Acosta – Pittsburgh, PA            			2016 – 2019 

· Providing expert training and development of Sam’s Club associates utilizing extensive product knowledge.
· Responsible for controlling expenses and reducing inventory losses. 
Key Metric: Increased sales in market 2.3% in an 18-month time span.

Independent Grocery Store Consultant – Pittsburgh, PA	              			    	2014 – Present


· Supporting ongoing efforts to establish grocery stores in underserved Pittsburgh neighborhoods. 
· Activities include feasibility assessment, supply chain development, store layout, pricing and promotional strategies, and community stakeholder engagement.
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Store Planner – Greater Pittsburgh Area Food bank – Pittsburgh, PA			      	 2014 – Present

· Consultant developing a plan with GPAFB to open a non-profit supermarket in a USDA Food Desert.

 Manager - Giant Eagle – Monroeville, PA 							      2014 – 2016

· Made significant achievements in sales team development. Manage inventory, in-stock position, pricing integrity, merchandising, labor, and other operational processes. 
· Ensured that company sales, production planning and performance standards were followed. 
· Planned, ordered, and processed produce products to maximize sales and gross profit. 
· Ensured all new department associates received proper training and supervision and ensured correct ordering, receiving, unloading, storage, and rotation of merchandise and building of displays. 
Key Metric: Grew distribution by 6 points.
Initially worked as a Produce Team Lead at Good Cents/Giant Eagle. Promoted to management role at Giant Eagle’s signature store after working for one year as a Produce Team Lead.


Operations Manager/Co-Owner – Market on Broadway IGA – Pittsburgh, PA		    	      2010 – 2012

· Designed marketing and customer engagement strategies. 
· Recommended merchandise based on customer needs and handled special orders. 
· Oversaw pricing strategy and payment processing. 
· Worked with department managers to foster teamwork and positive customer outcomes. 
· Trained, coached and mentored staff to ensure a successful new store launch.
Key Metrics: Achieved 20% growth in customer base. Increased daily customer count by 100+. 
Increased daily average transaction size by $4.21.

Retail Operations Consultant – Laurel Grocery Company – London, KY       			    	      2004 – 2010

· Managed West Virginia, Eastern Kentucky & Eastern Ohio territory and developed new business in these areas.
· Worked with independent supermarket retailers to help them grow sales & remain profitable and competitive. 
· Communicated with territory/regional/strategic managers for daily support and strategic planning for accounts. 
· Developed marketing and merchandising strategies for retailers in ad groups. 
· Developed promotional programs to optimize revenue levels.
· As Retail Training Manager, conducted seminars for retailers in supermarket operations, earning positive verbal and written feedback from retailers for the quality of classroom instruction and student learning success. 
Key Metric: Gained 6 new accounts in excess of $8 million in the last six months of consulting.

Operations Manager – CGP Foods – Elkins, WV       			    	      			      2002 – 2004

· Managed sales, marketing and merchandising activities for a 9-store group producing $50M in annual revenue. 
· Supervised 18 direct reports and 450 indirect reports. 
· Planned and led training sessions to promote sales team professional development & sales goal reinforcement. 
· Tracked current promotions, payment and exchange policy, and security practices. 
· Supported the Chief Operating Officer in daily operational functions.

Co-Owner & Director of Operations – Market on South State Street – North Vernon, IN		      1999 – 2002


Director of Sales – Federated Group – Greater Chicago area		      				      1992 – 1999

· Managed NE and New England region sales and merchandising, accounting for $220 million in annual revenues. 
· Supervised a product label redesign encompassing concept development and final execution that significantly increased speed to shelf time. 
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Director of Sales – Federated Group continued…

· Supported the Chief Operating Officer in daily operational functions and partnered with the Chief Financial Officer to create and revise the annual budget for Program services. 
· Worked closely with company executives to identify new business opportunities and routinely participated in the sales process. 
· Created and maintained marketing materials for sales presentations and client meetings, and created boardroom and retailer multimedia presentations. 
· Created/executed marketing & PR campaigns, including new product intros and existing product development. 
· Recognized as Employee of the Year in 1999 for exceeding all sales and team-related management objectives.
NOTABLE ACCOMPLISHEMNT: Introduced and grew store brands program to 231-store independent groups. Directed a successful roll out with an aggressive sales team, convincing retailers that the team could return sales and profits. Efforts resulted in a highly successful multimillion dollar program.

Account Manager – Tenser Phipps & Leeper – Pittsburgh, PA	      				     1986 – 1992

· Managed SuperValu grocery store accounts in Southwestern Pennsylvania.




EDUCATION

Robert Morris University, Pittsburgh, PA
BBA - Bachelor of Business Administration, Marketing
BS - Bachelor of Science, Marketing

TRAINING 
Dale Carnegie® Training Certificate, SBA Training, SuperValu University

COMPUTER SKILLS
Proficient in all Microsoft Office applications including presentation skills

VOLUNTEER / COMMUNITY WORK

Serving since 2014 as a consultant with the greater Pittsburgh area Food Bank on opening a non-profit grocery store. Role includes Store Planner and Project Manager overseeing everything from building equipment to marketing, merchandising, workforce development, budgets, and P&L preparation. 
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LinkedIn: https://www.linkedin.com/in/wayne-hancock-14697541
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