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312-933-1897 / DuganD60@hotmail.com
SUMMARY

Accomplished international foodservice and out-of-home products marketing strategist with international business to business/business-to-consumer experience in bottom line profit growth. Work experience includes international manufacturing companies: Sara Lee, Bestfoods (Unilever), ConAgra and Vie de France. Strong established track record of increased sales, market shares, and profits in cooperation with McDonald’s, Burger King, Wal-Mart and Costco and others. Proven ability to build and lead effective teams in sales, customer marketing and innovation. A dynamic presenter/orator with outstanding business acumen.  
SECLECTED ACCOMPLISHMNETS
· Led Tate & Lyle’s corporate initiative to successfully develop business opportunities in the foodservice market. Targeted focus to national account restaurant chains in order to establish new product development within existing product formulation structures as well original formulas – results include new annual revenue stream in excess of $1 million.
· Designed, developed and executed new branded coffee program in cooperation with marketing team of Burger King. A 20 % in-store sales growth, resulting in $6 million sales increase in product shipped. Achieved an eighteen month targeted goal of $20 million sales increase. 
· Managed a team of eight marketing professionals in three product categories with annual revenues over $300 million. Supported three hundred fifty foodservice sales professionals in their roles of customer service and development. Generated new business through these efforts resulting in customized programs to increase annual sales by 12%. 
· Increased mayonnaise product sales by $1.5 million through the design and development of industrial packaging during first twelve months of work with salad manufacturers Orval Kent and Resser’s, allowing for a more effective use of production resources.
· Produced an annual growth rate of 7% on previously declining French bread sales, energized through a “Breads Clinic” training program and by the launch of nine new bread and desert products which added $500 thousand in cumulative revenue. 
PROFESSIONAL EXPERIENCE
TATE and LYLE, Chicago, IL                                                                                                2006 to Present
Manager, Foodservice, Category Food Ingredients Americas 
· Led corporate initiative to enter foodservice market. Focused in on national account restaurant chains. 

· Working with top one hundred chains research and design groups (McDonald’s, Burger King, Wendy’s) as well as the others, developed new products and improved current products using Tate & Lyle ingredient products.
· Developed and executed sales and marketing plan that included targeted national account chains for penetration, strategic positioning of product lines, national public relations campaign, and trade advertising program.
· Designed a successful, targeted approach for pursing product development by segment for the foodservice industry. Concentrated on healthier platforms for beverages, dairy, bakery items and snacks.
· Introduced new biopolymer film technologies for products targeted for the quick serve restaurants segment.
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SARA LEE CORPORATION, Chicago, IL   
                                    2003 to 2006
Director, Customer Marketing-Foodservice (2005-2006)   
· Managed a team of eight marketing professionals and three product categories with annual revenue of over $300 million.  

· Created and executed global solutions strategy by organizing and leading a team of six international marketing directors and crafting a strategic roadmap for the global foodservice market.

· Designed, developed and executed new branded coffee program for Burger King working closely with the Burger King marketing team, realizing 20 % growth in the first six months after introduction.
· Exceeded global and regional innovation rates by 40% effectively chairing the global coffee innovation team.
  Director, Marketing-Douwe Egberts Coffee Systems-Sara Lee Division (2003–2005)
· Developed focused strategies for a three-year insight and innovation plan.



                    
· Directed a staff of five managers on the $250 million Liquid Coffee Products Category.

· Produced an annual growth rate of +7% on previously declining condiments sales by energizing the business with the “Condo Clinic” training program and by launching nine new products which added $500 thousand in cumulative revenue. 

· Expanded fulfillment capabilities to enhance marketing tools and deliver an effective tool to meet sales and more importantly customer needs.

· Reduced annual costs by $1 million by benchmarking line against the category and incorporating changes to increase competitiveness.









                                      
SCA TISSUE NORTH AMERICA, LLC. Neenah, WI           
                                2002 - 2003
Director, Foodservice Marketing        
· Directed marketing activities for $225 million in sales covering three hundred twenty-five SKUs. 

· Co-chaired the brand development team to begin creation of strategy for developing Tork™ as a national out-of-home product line.
· Developed a plan for consistent message for all marketing and advertising materials to deliver appropriate corporate message. 

· Created and evolved a trend analysis tool for national accounts sales group, which assisted in growing sales through a consultative approach.

· Initiated research for development of electronic advertising and marketing program for support of branding initiative.
UNITED SIGNATURE FOODS, LLC. Chicago, IL                          
                                1999 - 2001
Director, Product Marketing    
· Increased mayonnaise sales $1.5 million in first twelve months by introducing industrial packaging to the salad manufacturer sector.  

· Secured $4 million in new business by expanding into the chilled dressing’s category.
· Created $11 million in cumulative incremental dressing’s sales by designing and executing an extensive new product introduction plan.  

· Oversaw the research and design group in creation of 60 new products and product line extensions.
· Developed effective innovation funnel procedures for new product development.

· Collaborated on the sale of company for profitable outcome for venture capitalist group.
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Additional Experience
Marketing Manager, Bestfoods Foodservice, Chicago, IL 1997–1999
Senior Marketing Manager, Beatrice Cheese, Inc. Waukesha, WI 1991–1997
Marketing Manager, Vie de France Inc. Washington, DC. 1984–1991
EDUCATION
BA, University of Wisconsin - Oshkosh, Oshkosh, WI
PROFESSIONAL DEVELOPMENT
Pearn Kandola Senior Management Development Course 
 Novations Managing Inclusion Program

Triple I-C Training
