CHRISTINE A. MALAGUTI
1900 Yorktown St., Apt. #818 ( Houston, TX 77056 ( (717) 881-0698 ( camalaguti@gmail.com 
SENIOR SALES OPERATIONS EXECUTIVE
Vice President of Sales – Head of Sales – Senior Vice President – Executive Vice President

High-performing sales executive with an exceptional record of success in the management of sales operations and territories for large national companies. Consistent history of producing millions of dollars in revenue, driving sales and market share growth, and improving profitability. Excel at directing high-profile territories, building and leading top-performing teams, and negotiating contracts. Special expertise in acquiring, retaining, and growing accounts. Adept at developing solutions to meet customer needs and spearheading process improvement. Experienced at managing product launches, directing promotions, developing territories, and preparing proposals.

Core Competencies:

Account Management ( Territory Development ( Business Development ( Trend Evaluation ( P&L ( Presentations
Market Evaluation ( Marketing ( Forecasting ( Budget/Cost Control ( Staff Training ( Product Rollouts ( Analysis
Customer Relationship Management ( Market Analysis ( Territory Development ( Proposals ( Post-Sales Support
SELECTED ACCOMPLISHMENTS

· Consistently ranked in Top Percentiles at every position held throughout career.

· Designed and launched a complete sales program for a startup company.
· Met or exceeded all revenue, EBITDA, and ROI goals at Century Snacks.

· Grew convenience channel 25% and travel channel 20% in less than 1 year for KIND Snacks.

· Grew Convenience channel by 25% in 3 months with Harvest Hill Beverage 
· Earned recognition for penetrating new accounts and establishing new product lines.
PROFESSIONAL EXPERIENCE
Harvest Hill Beverage Company, Houston, TX
2023-Present
Vice President of Sales, Convenience, DSD and Foodservice 

Responsible for the Convenience, DSD and Foodservice (Restaurant and K-12) channels of this $1 Billion Private Equity held company. Responsible for setting and executing sales strategy for $200M in annual revenue. Responsible for P&L management, business planning, account penetration, business development, and managed trade promotion activities. Lead a team of 1 Senior Director of Sales, 1 Director of Sales and 4 Regional Sales Managers.
· Designed and implemented roadmap to re-launch SunnyD in Convenience Channel; Brand is growing 30% YOY 

· Launch SunnyD Vodka Seltzer in convenience and foodservice segments

· Grew K-12 business 25% YOY
Trilliant Food and Nutrition, Houston, TX
2022-2023
Senior Director of Sales 

Pioneered the convenience and Costco channels for branded ready-to-drink lattes and hard coffee and tea products. Lead the development of all sales strategies and tactics- including distribution, shelving, merchandising, and pricing. Other accountabilities include P&L development, customer demand planning, innovation delivery, forecasting and annual trade planning. Lead a team of 2 Sales Managers, 7 Regional DSD Managers and 3 indirect reports. 
· Implement sales plan to create company and brand awareness in the convenience channel

· Develop and Implemented Sales Strategy for sales team

· Acquired 4 top National Accounts within first 3 months
BIMBO BAKERIES USA, Houston, TX
2019 – 2021
Director of Sales, Acelerada
Lead the development of products for the innovation division of this $7.5B company. Responsible for sales view, supply chain view, internal retail sales, and more to support a $100M business area, 80% of which are industrial customers. Plan and lead the launch of products from other countries and then facilitate the post-launch hand-off to internal sales teams or international sister companies. Develop and manage relationships with customer buyers, internal account managers, brokers, marketing teams, and store and region management. Support the industrial, large format, and mass channels. 
· Grew Industrial stuffing business 15% YOY in 2020, and 40% year-to-date in 2021.

· Chosen for the project management team that created new items for the Sara Lee Snacks line.
CHOMPS, Houston, TX
2018 – 2019
Vice President of Sales, Small Format
Designed and implemented the go-to-market strategy for this startup company’s Small Format Channel, which included the convenience, travel, specialty, military, dollar, and drug markets. Responsible for P&L management, business planning, account penetration, business development, and partner relations. Managed trade promotion activities.
· Created a strategic sales roadmap to drive sustainable growth in the short- and long-terms.

· Identified and hired regional brokers and distributors and developed all sales plans and strategies.
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CENTURY SNACKS, Houston, TX 
2016-2018

Vice President of Sales, Convenience, Specialty & Travel Channel

Recruited to oversee a national channel sales program for this $120M company, with responsibility for travel centers, airports, emerging channels, distributor, and retailer sales in the convenience sector. Conducted IRI and trend analyses. Worked with Finance, Logistics, Manufacturing, Marketing, and R&D units. Created sales strategies and delivered C-level sales presentations. Carried out forecasting, demand planning, and strategic planning. Supervised 2 direct reports and 5 regional broker representatives.

· Increased profitability through effective P&L management and budget control.

· Enhanced cost management by implementing trade spend and P&L controls by customer and region.

KIND SNACKS, York, PA
2015 – 2016 
Director of Sales, Convenience & Travel Channel
Oversaw a $35M East Coast broker network responsible for distribution and sales of products to the convenience store and travel market sectors. Perform forecasting, P&L management, budget administration, account management and acquisition, sales planning, product launches, displays/merchandising, and category analysis. 

· Reduced trade expenses 50% while improving distribution by an average of 4 SKUs.

· Built sales 8% in first 9 months by adding new customers and increasing penetration of existing accounts.

· Grew the convenience channel 25% and the travel 20% in less than 1 year.
CONAGRA FOODS INC., York, PA
2012 – 2015 
Regional Sales Manager, Convenience Store/Prime Impact Channel – Northeast
Design and implement policies and programs to maximize sales in a $110M territory in the convenience store channel. Oversee business development. Coordinate sales distribution, formulate marketing strategies, and set team quotas. Train and motivate sales personnel. Work with brokers to promote sales by leveraging sales data. Prepare and deliver presentations to top accounts. Evaluate sales personnel through field analyses. Supervise team of Key Account Managers and Brokers.

· Mentored Key Account Manager who won the highest award for sales growth.

· Facilitated sales growth by working with teams to take on more personal accountability.

· Built a key category 10%, twice the national average for the product line.
3E COMPANY, York, PA 
2010 – 2012 
Associate District Manager, Northeast Territory

Responsible for acquiring new business and business development of existing customers. Provided a full range of hazardous material information services ranging from MSDS management and chemical spill advisement to regulatory reporting in the Northeast U.S. Vertical expertise in the manufacturing, utility, oil & gas, chemical, pharmaceutical, government and transportation industries

· Participated in regional and national conferences both as an attendee and speaker 
PEPSICO, Boston, MA / Denver, CO / Colorado Springs, CO
2006 – 2010 
Business Development Representative (2009-2010)

Promoted to carry out sales of Pepsi products for entire 500+ customer Southern Colorado territory. Acquire new accounts and build business with existing customers. Manage multiple customer segments, including food services, military, casinos, recreation, and travel & leisure.

· Increased volume and marginal contribution 9.1% each over previous year.

Food Service Sales Representative (2008-2009)

Supported independent restaurant business for Denver, CO market. Prospected for new business and devised strategies to retain and grow accounts. Coordinated promotional activities.

· Ranked Number 2 out of 10 representatives, growing business 3% in down economy.

· Recognized for renewing above-average number of existing customer contracts, exceeding goals.

Sales Representative, Hydration Products (2007-2008)

Performed sales of hydration products for Boston, MA territory. Developed accounts. Supervised 7 junior sales representatives. Carried out market and territory trend analyses to aid business development.

· Recognized for improving volumes, increasing package distribution, and acquiring new accounts.

Pre-Sales Account Manager (2006-2007)

Oversaw 175-customer territory in Boston area. Performed cold calling and networking to acquire new accounts. Carried out fact-based sales. Trained new representatives and college recruits.

· Delivered 7% revenue growth and exceeded retail volume and profitability goals.

· Consistently ranked in Top 10% or better out of 300+ representatives.
EDUCATION

MS in Organizational Leadership, w/concentration. in Strategic Innovation & Change Management and Online Learning, Colorado State University, Fort Collins, CO

BA in Political Science, State University of New York, Albany, NY

AAS in Criminal Justice, Hudson Valley Community College, Troy, NY
ADDITIONAL INFORMATION

Computers: MS Office, Siebel SalesPAD, ERT Report Builder, Sales Logix, Salesforce 
