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AREAS OF EXPERTISE

Management & strategy
 
Brand, customer, social, trade & Ecom marketing 
 
Financial management 

NPD development
 
Category management 	
 
Account management 
 
Team leadership 

Operations/Planning



PERSONAL SKILLS

Commercial vision 
 
Strategic thinking Team management


EDUCATION
BA Hons 2:1 Strategic Marketing 
Bournemouth University 



PERSONAL DETAILS 
Chris Braitch 
3, Talbot Meadows
Poole
Dorset
BH12 5DG
 
M: 07789 444836 
E: cbraitch@yahoo.co.uk





PERSONAL SUMMARY

I have a 22-year multi-discipline background in the food & drink industry across sales, marketing, middle/senior management, and insight. The foundations of my career were in 5 market leading FMCG’s, I then diversified into senior roles in several SME businesses in later years, through consulting, and full-time appointments. This wealth of experience has enabled me to build strategic and meaningful internal & external customer relationships, as well as marketing and customer plans, that deliver sustainable growth. I am a thoughtful, self-motivated, and resourceful professional, with a proven ability to develop and strengthen teams to fulfil their potential whilst maximising enjoyment and growth. I am a passionate mental health advocate and hold a Level 2 diploma in Mental Health First Aid In The Workplace. 
Experienced leading and growing sales functions, marketing, operations, finance, NPD & product portfolio strategy, category management/insight and driving cross- functional teams towards an aligned vision.
Now looking for a new and challenging opportunity, one which will make best use of my existing skills and experience, as well as allowing me to continue my personal and professional development.  

WORK EXPERIENCE

Cherry Tree UK Ltd – Dorset
HEAD OF COMMERCIAL	May 2018 – To Date

A role that started as a commercial consultancy role in May 2018 to focus on new business development, developed over a 4-year period into a permanent role as the Head of Commercial for this multi-award-winning food SME based in Dorset. 

Duties:
· Brand management. Performed a full re-brand and re-position on the Cherry Tree brand, in addition to developing the Royal Botanical Gardens, Kew brand. Including packaging, advertising, range management, company assets and materials. Built social channels from less than 4k followers to 60k followers over a 3yr period, mailing list from 1k to 54k.
· Sales leadership. Grew company turnover +£1m over a 3yr period (+80%) through a combination of B2C and B2B growth strategies. Grew B2C webshop +500% from <£100k to £500k+. Launched the brand on Amazon and secured new listings with Ocado, Selfridges, John Lewis, Cotswold Fayre, 20+ premium independent retailers/wholesalers and built a £100k+ export business from scratch. 
· Operational Strategy. Introduced new forecasting processes into the business to improve efficiency in production planning and reducing availability issues. Reduced company sku-count -55% over a 3-year period whilst still adding £1m in sales turnover, freeing up working capital to invest in growth.

· 


KEY SKILLS AND COMPETENCIES
· Building and managing all aspects of 2 brands, Cherry Tree and RBG Kew. Positioning, design, tone of voice, social channels, packaging, commercial positioning, range architecture, ATL/BTL/TTL, influencer & advocate programs, events, loyalty & redemption. 
· Working with micro or zero budgets, to engage passionate people to get the most from all activity. 
· Stakeholder management of board, senior management, and internal stakeholders.
· Channel development from scratch. Ecom, export, wholesale, major multiple retail. 
· Fundraising compliance and due diligence, ownership/shareholder roles & responsibilities. 

Mr Lee’s Pure Foods Ltd – Bournemouth
GROUP GENERAL MANAGER	Nov 2018 – Aug 2020

A role that started as a commercial consultancy role in August 2018, quickly advanced to a full-time general managers position, responsible for the day-to-day business across Europe, Australasia, and U.S operations. Reporting to the board and the two CEO’s, my role was to improve Mr Lee’s commercial capability from the ground-up. Supporting them from promising start-up, to a growing multi-million £ scale-up. Structuring, hiring, and leading a management team across 3 continents, business processes, financial reporting and fund-raising, sales & marketing strategy, existing product improvement & new product development pipelines, operational planning, forecasting and stock management. I devolved group management responsibility back to the CEO’s and regional management teams in August 2020, at which point I stepped down from the role.

[bookmark: _Hlk114220430]Duties:
· Managing a team of 12 across 3 continents (USA, AU and UK). Full HR responsibilities for contracts, disputes, workplace safety, IT infrastructure etc
· Commercial analysis and sign-off – Distributor contracts, retailer pricing & terms, customer marketing investment, purchase orders for all departments
· Overall P&L responsibility to deliver multi-million £ 2020 budget to the board.
· Head of marketing - Managing a direct team of 3 and several external agencies across social media, digital and PR.
· E-commerce scale-up for direct-to-consumer model – Web rebuild, supporting ops, logistics and social media performance marketing
· S&OP process – Heading-up the merging of operations, finance, and sales to deliver sales forecasts, production planning and raw material purchasing.
· Product development – Structuring a 3-yr plan of existing product portfolio improvement/management alongside research, commercial scoping and introduction of a new product pipeline. Across different food categories and 3 continents, each with unique raw materials, manufacturing capability and regulatory environments. 
· CEO, Board and investor relations – Business updates across all functions, chairing shareholder meetings, financial commentary, fund-raising compliance & due diligence (Public – SEEDRS, Private – Angel investors and lead investors)

[bookmark: _Hlk151044807]KEY SKILLS AND COMPETENCIES
· Setting up structures, teams, performance management/appraisals/contracts, processes, stage-gates and reporting, all from scratch in a scale-up environment. Across all business departments (Sales, HR, marketing, Ops, finance)
· Brand positioning and packaging from a creative perspective (tone, look, copy) and commercial positioning (pricing, promotion, customer marketing)
· Commercial pressure-testing and modelling internally (margins, customer & product P&L’s, trade spend, marketing ROI) and externally (distributor contracts/terms, retailer terms and investment)
· Social marketing, liaising with agencies to deliver organic and paid social campaigns across all channels. ROI analysis, advertising strategy
· E-commerce development, website rebuild, analytics, improving customer acquisition, funnel and retention
· Business planning, forecasting, production planning, buying, cash flow investment and stockholding



Established Growth Wave Consulting – Bournemouth
MANAGING DIRECTOR – OWN BUSINESS	April 2018 – To date

Bringing 22 years FMCG commercial experience to SME food and drink brands. A variety of commercial roles and projects undertaken.
· Rebuilding category insights provision at Florette UK
· New business development and commercial scaling at Field Agent
· Pitch development and proposal viability consultancy at Shopper MX
· Commercial capability and scale-up at Mr Lee’s Pure Foods (leading to full time role as group general manager)
· Scale-up commercial consultancy for national accounts, brand redesign and development at Cherry Tree UK Ltd (leading to full time role as head of commercial)


Organix Brands Ltd – Bournemouth
CUSTOMER MARKETING/CATEGORY CONTROLLER	Dec 2013 – March 2018

Responsible for leading the customer marketing team (including category management department) in a market-leading and ethical children’s food company. With a focus on commercial strategy, insight to action and flawless execution in-store and online.

Duties:
· Leading & motivating the Organix customer marketing team with 2 direct reports
· Turning insight into internal strategy and external category vision
· Responsible for the trade investment strategy and field management capability
· Responsible for the trade marketing budget and its ROI
· Managing senior retailer relationships on trade promotion & category management
· Managing cross-functional project teams as the commercial lead for new products
· Commercial lead for all Organix 3rd party supply partners and manufacturers
· Improving range efficiency, assortment, placement and distribution
· Commercial country manager for Ireland (ROI & NI)
· Global project lead for employee advocacy for parent company Hero 
KEY SKILLS AND COMPETENCIES
· Strong leadership & influencing skills in a cross-functional environment
· Applying broad commercial experience to lead business-wide projects (account management, category, marketing & internal revenue planning)
· Entrepreneurial spirit with a desire to effect change and instil positive values
· Change management and vision with limited resources
· Natural man manager with a desire to source, develop and nurture talented people
· Managing complexity, problem solving


Organix Brands Ltd – Bournemouth

BUSINESS PLANNING/ACCOUNT CONTROLLER	April 2012 – Dec 2013

Acting head of sales for 1 year (April 12 – May 13) and responsible for full trade promotional budget, all customer terms strategy, full P&L down to NSV, Tesco business unit and MS&P.

Duties:
•	Leading and motivating the 6-strong sales team
•	Key member of Organix leadership team with MD and 4 department heads
• Fully responsible for P&L delivery, promotional spend and trade investment
•	MS&P responsibility for pricing management, increases, elasticity and modelling
•	Responsible for running S&OP and total oversight for forecasting accuracy
•	Managing senior retailer relationships for Tesco business unit
•	Led annual retailer strategy days for all Top 7 UK Major Multiples
•	Commercial country manager for Ireland (ROI & NI) 

KEY SKILLS AND COMPETENCIES
•	Margin mix management and improvement
•	Scenario modelling trade investment and pricing strategies
•	Team leadership
•	Building profitable and high growth retailer relationships


Organix Brands Ltd – Bournemouth
SENIOR NATIONAL ACCOUNT MANAGER	August 2011 – April 2012

Responsible for largest account Tesco UK & Ireland with full P&L responsibility. Delivered double-digit growth, implemented pricing and promotional investment strategy.


McCormick – Haddenham
NATIONAL ACCOUNT MANAGER	August 2009 – August 2011

Responsible for largest account Tesco UK & Ireland with full P&L responsibility.


PepsiCo – Theale
NATIONAL ACCOUNT MANAGER	May 2008 – August 2009

Responsible for convenience and travel portfolio for Walkers & Tropicana within the Out of home team. P&L responsibility for Martin McColl, airlines and motorway service groups.
 

PepsiCo – Theale
NATIONAL ACCOUNT EXECUTIVE	June 2007 – May 2008
Palmer & Harvey (Delivered Wholesale). Responsible for range in their Mace format stores, overall shopper marketing and promotions for Walkers crisps.


Kellogg’s – Manchester
TERRITORY DEVELOPMENT MANAGER	March 2006 – June 2007

Responsible for development of a portfolio of 44 strategically important regional stores, cash & carry and food service including Tesco, Sainsbury, Morrisons, Asda, Booker and key hotels.


Palmer Snell Estate Agents – Christchurch
SENIOR VALUER	Jan 2006 – March 2006

Responsible for all new property valuations and for 2 direct report sales/letting negotiators. Short-term role whilst waiting to join Kellogg’s.


The Investors Club – London
PORTFOLIO MANAGER	Sep 2005 – Jan 2006

Responsible for sourcing, appraisal and sales of investment property portfolio to high nett-worth individuals. Short-term role whilst waiting to join Kellogg’s.


Foxtons estate agents – London
RARE SALES NEGOTIATOR	Oct 2004 – Sep 2005

Responsible for sales negotiation for properties valued £600,000+ in Chelsea and Fulham. First role out of University following graduation July 2004 & travelling.


Cadbury Trebor Bassett – Birmingham
IMPACT SALES TEAM (UNI PLACEMENT YEAR)	June 2002 – July 2003

Responsible for regional account portfolio of cash & carry, convenience and independent CTN stores across the south of England



REFERENCES – Available on request.
