DANIEL R. WALLGREN
3994 Legend Pond New Braunfels, Texas 78130
C: 605-376-0650 email dshlwall@gmail.com

Professional Experience


Director Chain/National Accounts




January 2023-Present
International Food Solutions

· Work with national account opportunities, product spec’s, nutritional’s, pricing.
· Build relationships with national accounts key decision makers.
Director of Sales & Corporate Education




May 2016-December 2022
International Food Solutions
· Lead 2 regional managers in managing their territories, which includes all items listed below, as well as having a territory myself.
· Develop and review marketing programs with local distributors.
· Develop and maintain strong working relationships with the top 20% accounts in assigned markets and increase sales within those accounts.
· Assist in new product roll out, development of strategy, pricing, goals, training and execution.
· Work with manufacture partners for ordering, inventory, and projection/forecasting. 
Director of Sales & Education





December 2011-May 2016

International Food Solutions

· Train and work with brokers to ensure ongoing International Food Solutions product knowledge, strategic objectives are being executed, shows are properly planned, and bids/commodities are processed properly.
· Review all top 20% accounts (commercial and commodity), to ensure International Food Solutions products are bid and pricing is competitive to win.
· Increase sales in non-traditional opportunities (summer feeding, dinner, snack programs, food banks, senior feeding, Native American Community feeding).
· Build a bid file on top 20% bids and report all bid results to bid department.
· Develop and maintain strong working relationships with state commodity departments and fully understand procedures and restrictions for each state.
· Maintain high visibility in state associations via shows, conferences, and leadership positions.
· Participate in all key distributors, state and regional co-op food shows.
· Communicate with owners on broker performance, regional issues, top 20% accounts, sales, market visits, /broker meetings and pricing.
· Prepare necessary reporting in a timely manner (sales calls, expenses reports, commodity/order projections, special projects, and show lead follow up).
· Understand and utilize all tools (K-12 and Interflex). 
Business Manager






February 2005-December 2011
Hockenberg Newburgh

· Responsible for sales, represented 50 different manufacturers in top 10% accounts in assigned markets and increase sales within those accounts.
· Lead distributor sales meeting for any meeting that a manufacturer line was presenting.
· Organized (communicate with manufacturer, order samples, pos, staffing and displays) for distributor food show.
· Cross merchandised on every sales call for those 50 manufacturers and in all day parts.
· Developed and build working relationship with top schools in my market.
· Managed $4 million in sales at broad line distributors. Responsibilities included sales representative support, sampling, product training, marketing programs, operator calls.
· Negotiated operator and distributor programs with the manufacturer to ensure trade dollars spends are commensurate with proper return on investment and marketing support.
· Facilitated quarterly and annual business reviews with distributor to access areas of strengths and weaknesses and measure sales progress to annual goals.
R&D Manager, New Business Development Training Manager

February 2003-February 2005
Orion Food Systems
· Developed team including a chef and 2 sous chefs.
· Oversaw presentations to existing and future franchisees.
· Food Prep
New Business Development Training Manager



December 2000-February 2003
Orion Food Systems

· Developed training procedures, policies and manuals for new business segment (Hotels and Golf Courses) and built my own team to train staff manger and owners.
· Trained owners and managers on proper ordering, cog, inventory and marketing techniques to manage their business.
· Managed the process of developing cooking procedures and making product suggestions to enhance the overall performance of products for our franchisees.
· Participated in national food shows (NRA and NACUFS).
Trainer








December 1996-December 2000
Orion Food Systems

· Utilized training procedures to teach and develop staff workers, managers and owners at QSR.
· Trained owners and managers on proper ordering, cog, inventory and marketing techniques to manage their business.
Sales Representative






July 1994-December 1996
Zee Medical

· Responsible for maintaining and building a sales territory with OSHA compliant programs and First Aid supplies.
· Built sales from $100,000 annually to $300,000 annually.
· Maintained first aid kit, suggest additional items and cold call new accounts in given territory.
· Trained customers and their staff on proper uses for each item in kit.
· Evaluated each site needs and propose items to lower risks of injury, loss of work time and increase productivity.
Store Manager







August 1987-July 1994
Knights Chamber Clothier

· Built sales from $300,000 dollars to over $600,000 annually.
· Hired, trained and built retail sales team.
· Managed inventory, ordering, daily deposits, store goals, individual consult goals, and store displays to attract customers.
· Developed and manage a customer card catalog system used by employees and my staff to build sales by having a file for customers of likes dislikes, sizing, birth date, spouse and children.  So that customers could be notified when new items came in or if a spouse or child came in looking for a gift.
Education and Training

BS-BA Moorhead State University, Moorhead MN 1993

Serve Safe Certified 2024
Proficient in Microsoft Word, Excel, Outlook, and Power Point
