	Peter McCullough

	25 Langdale Avenue, Harpenden, Hertfordshire AL5 5QU
Phone: 01582 622152 

Mobile: 07811 964988 

Email: peter.mccullough@ntlworld.com
 


An experienced Senior Sales & Marketing Professional with a proven track record of success within B2B, B2C, Packaging, Foodservice and FMCG:
· Strong Business leadership with strategic-level business development management experience. 
· Results orientated & revenue-driven, with Sales development & profitability improvement skills.

· Experience of development of Business Strategies, Sales Negotiations, e-auctions, National Account Management, UK Sales Strategies. 
· Experience of Marketing Plans, Product Launches, Staff Development, Team Coaching, KPIs, Service Levels, Cost Reduction & Revenue Growth initiatives within highly competitive Markets.
Professional Experience

	BUSINESS DEVELOPMENT MANAGER: St Neots Packaging
	Sept 2008 to Mar 2010


· Responsible for Business Development Management, primarily of Premiums and Children’s Meal Products sourced through the Company’s Hong Kong Office.
· Manufacturer of Food to go Packaging and Children’s Meal Products.
· Negotiated sales of Children’s Meal Products worth £700K, including to Punch Taverns and Massarella Catering.
· Created and implemented new Food to go Packaging concept for Subway worth over 500k per Annum.
· Developed range of Football World Cup Premiums and Incentives for Pub, Restaurant, Food to go, and Multiple Retail Sectors. 
	SALES AND MARKETING CONSULTANT
	Jan 2006 to Sept 2008


Provided Consultancy Services, advising Clients on Sales, Marketing & Business Development, working on an interim and contract basis including:
· D2 Packaging (supplier to the Ready Meal Sector) – Sales Force presentation, CRM and Account Management coaching – estimated increase in Sales of £100k per Annum.
· Ocado (Grocery Home Deliveries) - including developing ‘benchmark research’ to assist Senior Management on Strategy Planning.
· Solo Cup Europe (Foodservice Packaging Manufacturer) – including training of Marketing Personnel on Marketing Planning, NPD development, PR, Exhibitions – identified opportunities of £250k of additional Sales. 
· Facilicom (Commercial Contract Cleaner) – including introduction of Tender Process planning and implementation – won new Contracts worth over £1m per Annum. 
	HEAD OF SALES OPERATIONS: King UK
	Oct 2001 to Jan 2006


· Responsible for P&L Sales, Customer Service and Business Development Management.
· UK’s largest supplier of Non-food Products to the Catering / Leisure Sectors.
· Introduction of KPI metrics and Sales Plans to improve service levels & sales revenues.
· Developed Key Customers including Compass, Whitbread, Mitchells & Butler, and Bourne Leisure.
· Leadership, management & budgetary control of team of 90+ Staff, including National Call Centre.
· Development of Business Plans, Strategies, Revenue Projections & Budgetary Controls.
· Co-ordinated Promotional Plans, Marketing Development, Product Support & Business Compliance.
· Led major Sales Negotiations, which secured New Business wins worth in excess of £9.5m.
Delivered change leading to e-commerce Sales growth from 4% to over 30% of profitable Revenue.

· Professional Experience (continued)
	SALES & MARKETING MANAGER: WD-40 Ltd
	Jun 1996 to Oct 2001


· Responsible for management of Sales Team of 9 across the UK and 2 Product Mangers.
· Part of US-owned Multinational Manufacturer of Branded Multi-purpose Lubricant products.
· Focused on developing sales with Multiple Retailers, Cash & Carry and Wholesale market sectors.
· Management of Advertising and Promotional budget of £975k, including Agency management.
· Led development & launch of new WD-40 products and in-store merchandising developments.
· Delivered National WD-40 Advertising and PR campaigns boosting market penetration & revenue.
· Project-led European re-launch of the 3-in-One Brand, UK sales increased by over 30%.
	MARKETING MANAGER / PRODUCT MANAGER: Duni
	Mar 1989 to Jun 1996


· Responsible for strategic marketing within the world’s largest manufacturer of disposable tableware
· Lead creation and execution of a Foodservice Sector Market Plan, supporting growth.
· Focused on leading ongoing product development, including the Duni ‘added-value’ brands.
· Joined the business as Product Manager, then promoted to senior-level marketing management.
· Originally worked for Cross Paperware, a subsidiary of Scott Ltd, subsequently acquired by Duni.
Early Career:
PRODUCT MANAGER / ASSISTANT PRODUCT MANAGER / GRADUATE TRAINEE – Scott Ltd (Kimberley-Clark) 1984 to 1989

STORE MOBILE (DEGREE PLACEMENT YEAR) – Harrods 1982 to 1983
Key Skills, Business Experience & Capabilities
Business Consultancy




Budgetary Control techniques



Project Management
  



Sales and Marketing Management leadership
Introduction of KPI Metrics



Tender Contract negotiation and implementation
E-Commerce Development



Implementation of Sales and Marketing Plans

Advertising, PR & Promotions



New Product launches
Qualifications, Accreditations and Professional Development
· Chartered Institute of Marketing Diploma – CDT London.
· BA Degree in Business Studies 2:1 – Oxford Polytechnic (Oxford Brookes University).
· 3 ‘A’ levels & 10 ‘O’ level qualifications.
· Attended Whitefriars (St Edwards) School, Cheltenham.
· Various in-house & external Training programmes, including effective communication & presentation skills; team leadership & team management tools.
Personal Information

Nationality

British


Date of Birth

19th June 1962

Driving Licence 
Full

Marital Status 
Married


Children

3
Interests
I am a keen Cyclist, and Cycled back from Paris to Harpenden with Friends in June 2009. I Coach and Manage Junior Rugby Teams and was presented with the RFUW Volunteer of the Year Award in 2008, for the highly successful leadership, planning, budgeting, communication and co-ordination of Girls Rugby in Hertfordshire.
