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Who are the c-store leaders and plan-
ners of tomorrow? What are they think-
ing and what led to their success?

An offshoot of The Griffin Report’s 
popular “Women of Influence” feature 
each February, 40 Under 40, which runs 
through page 89 of this issue, identifies 
the c-store trade’s leaders of tomorrow.

They may be family members or rising 
executives whose talents and optimism 
have led to recognition.

This feature began with the grocery 
channel in September; convenience stores 
are this month; food service is coming in 
November; and organic-natural, big box, 
club and drug will follow in December or 
January.

Nominations are made through our 
contacts and personal outreach to 
companies; we don’t divulge who made 
the nomination.

Here are some excerpts of their deci-
sion to follow in their parents’ footsteps, 
the impact of their parents’ mentoring 
and their advice for others to follow.

To us, the most unique advice came 
from Kara Zimmerman of Convenience 
Store Alliance. She was worried she 
missed our deadline by a few days because 
she delivered a baby.

“Make a list of 10 people across various 
industries that you respect. Reach out 
to these folks, tell them why you admire 
them and ask if you can have 20 minutes 
of their time to pick their brain about 
how they got where they are today. Ask 
them questions like who’s had the most 
influence on your life? What’s the most 
influential book you’ve ever read? What 
drives your success? What do you wish 
someone had told you when you started 
your career?” Then TAKE NOTES! You 
never know what relationships might 

form because of your willingness reach 
out to someone you don’t know. Always 
continue reaching out to people who are 
ahead of you and never be too proud to 
learn from others.”

Here’s more advice:

“I have found going the extra mile to 
improve customer satisfaction has gone a 
long way with the relationships we have 
with our customers.”

—Chris Babcock, Core-Mark New 
England

“I believe that being innovative and 
forward-thinking allows you to be ahead 
of the game. In marketing, you always 
want to try new things and stay up-to-
date with industry trends.” 

—Laura Beck, NACS

“Don’t be intimidated to take on tasks 
that will stretch your skill set and capa-
bilities. Lastly, do what you say you are 
going to do. Creating the habit of follow-
ing up on all commitments, no matter 
how small, and owning your mistakes is 
paramount to building a lasting profes-
sional reputation.”

—Beau Dickerson, Pabst Brewing Co.

“At the end of the day, the relationships 
you have with your co-workers, employ-
ees, customers, family, etc., are the most 
important things you have.”

—Ashley Englefield DeWitt, Englefield 
Oil Co.-Duchess Convenience Stores

“It’s not enough to show up and work 
long hours.  You need to get involved with 
the right people, set goals for yourself 
and your team and do more than what is 
required if you expect to get ahead.”

—Eric Farias, Pepsi Beverages Co.
                                                             

CHAD BABCOCK
Core-Mark 
New England

Title: 
Territory Sales Manager

Years with company:  
Five

Education, professional 

associations, volunteer 
group affiliations: 

ABA, SUNY 
Orange

Who are your 
mentors and 
how have they 
assisted you 

in your career 
development?  
My mentors are 

my parents. They are 
both entrepreneurs with 
successful businesses and 
have always taught me to 
work hard towards my 
goals, no matter what they 
are.

 
What makes your job 
exciting?  

The most exciting part 
of my job is the variety. I’m 
doing something differ-
ent every day, whether it 
is visiting our existing key 

accounts or working on 
growing our market share. 
The job is always changing 
and exciting.

What has been the key 
factor in your rise to 
success to date?

Always stepping up to 
the plate, no matter what 
the task. I have found going 
the extra mile to improve 
customer satisfaction has 
gone a long way with the 
relationships we have with 
our customers.

Advice for upcoming 
professionals:

Work hard and don’t be 
afraid of change.

Hobbies: 
I am the drummer for a 

rock band in New York.  

JOSH ALDERSON
Carlin O’Brien Batson

Title:

VP-Convenience & 
Confection

Years with company:

Five

Education, professional 
associations, volunteer 
group affiliations:

BA, Grand Valley State 
University

Daymon University, 
Managing Others; Daymon 
University Salesability 
Certification 

Who are your mentors 
and how have they 

assisted you in your 
career develop-
ment?

D e b o r a h 
Michaels, with 
whom I worked 
at Daymon 
Worldwide, was 

the first person who 
taught me how to 

manage different styles 
of employees.

Andy Young from Carlin 
O’Brien Batson has taught 
me how to sell and build 
long-lasting relationships 
within the industry.

Of course, I owe a lot of 
my success to my father, 
who was a great example of 
a successful businessman 
but also a great family man.

 
What makes your job 
exciting?

The great part of my job 
and the industry is that 
each day is different and 
keeps you challenged. I 
have not once felt like there 
has been a day where I have 
not learned something new 
or been faced with a new 
challenge that has helped 

raise my game to another 
level. The competitive 
spirit of this industry makes 
for an exciting career.

What has been the key 
factor in your rise to 
success to date?

Honestly, I have been 
truly blessed to have great 
teams throughout my 
career. I could not be where 
I am today without the 
assistance I have received 
from the folks I work with 
every day and have worked 
with in my past positions.

Advice for upcoming 
professionals:

Never chase money, let 
money chase you.

You are not shaped by 
your failures but how you 
react to those failures.

Listen more than you 
speak.

Hobbies: 
Playing golf, watch-

ing sports, University of 
Michigan football and 
basketball, family, compe-
tition, and spending time 
with my girlfriend.  
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KEVIN BEAGAN
Garelick Farms

Title: 
Sales Manager

Years with company: 
13

Education, professional 
associations, volunteer group 

affiliations:
BS, business administra-
tion, with a concentration in 

English studies, Merrimack 
College, 2002; currently an 
associate board member 
for the New England 
Convenience Store 
Association (NECSA) 

and a member of the 
board of directors of the 

Rhode Island Food Dealers 
Association (RIFDA).

Who are your mentors and 
how have they assisted you in 
your career development?

A few of my past general 
managers, sales directors 
and sales VPs, including Tom 
Davis, Frank Kyger, Kevin 
Begin and Ed Hinson, who 
have all helped in teaching me 
key aspects of our industry as 
well as the ability to coordinate 
and work across multiple func-

tions within our organization. 
Also my father, who taught 

me to work hard to eliminate 
any obstacle that I come across.

What makes your job exciting?
An ever-changing environ-

ment that presents new chal-
lenges each and every day.  
Also, working with people in 
our organization that truly care 
about the company and care 
about servicing of our custom-
ers. Garelick Farms has a strong 
base of passionate employees 
that go above and beyond to 
do whatever it takes to ensure 
success.

What has been the key factor 
in your rise to success to date?

A strong work ethic and the 
ability to work towards a solu-
tion to any problem. Working 
hard to explore outside-the-
box solutions to any issue or 

opportunity, no matter 
how difficult it may 
seem.  

NICHOLAS DEVITO 
Tedeschi Food Shops

Title: 
Commissary Manager 

Years with company: 
Five

Who are your mentors and how 
have they assisted you in your 
career development? 

So far in my career my biggest 
mentors have been Bob Goodwin 
and Joe Hamza. Both have showed 

me in different ways the value of 
hard work. I am truly thankful to 
have the pleasure of working with 
both Joe and Bob.

What makes your job exciting? 
The most exciting aspect of my 

job is the ever-changing world the 
c-store industry is currently in. 
Every day there is a new challenge. 

What has been the key factor in 
your rise to success to date? 

The main factor to any success 
is hard work, and I have been very 
lucky to be part of a great team at 
Tedeschi Food Shops.

Advice for upcoming profession-
als: 

Work hard and follow your 
dream.  

LAURA BECK
NACS

Title: 
Marketing Specialist 

Years with company: 
Four

Education, professional associations, 
volunteer group affiliations: 

MS in integrated marketing commu-
nications, West Virginia University; BS 
in journalism, West Virginia University; 
member of AMADC.

Who are your mentors and how have 
they assisted you in your career 
development? 

Throughout my college years and 
early career I was lucky enough to have 
several seasoned professionals help me 
find my niche in the world of market-
ing. They assisted me during my job 
search, motivated me to be confident 
and inspired me to strive to someday 
be in their shoes.

 
What makes your job exciting? 

I am fortunate to work with a dedi-
cated organization where everyone 
is incredibly fun and exciting to work 
with. As a marketing team, we strive to 
constantly improve and try new things. 
Each day is a new challenge and that 
keeps us on our toes.

What has been the key factor in your 
rise to success to date?

Continued education. I believe that 
being innovative and forward-thinking 
allows you to be ahead of the game. In 
marketing, you always want to try new 
things and stay up-to-date with indus-
try trends.  

KELLY DEPRATO
Woodchuck Hard Cider 

Title: 
Regional Account Manager

Who are your mentors and how 
have they assisted you in your 
career development? 

I have many mentors! Especially 
in this day and age when network-
ing is so important! My mom 
remains my No. 1 mentor. She was 
a strong business professional in 
her “time.”

What makes your job exciting?
People always get me revved 

up…a good story to tell helps me 
keep the excitement!

What has been the key factor in 
your rise to success to date?  

Resilience and a positive 
outlook.

Advice for upcoming profession-
als: 

Do what you have passion for; 
that way you can stay true to your-
self and your clients!

Hobbies: 
I love anything that involves the 

sunlight!   
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BEAU 
DICKERSON
Pabst Brewing Co.

Title: 
National Account Team 
Leader

Years with company: 
Three

Education, professional 
associations, volunteer 
group affiliations:

BS, Longwood Univer-
sity; MBA, Cumberland 

University
Certified Cicerone

Fields to Families
volunteer 

Who are your 
mentors and 
how have they 
assisted you 

in your career 
development?
I’ve been blessed to 

have many wonderful 
mentors in my career. They 
all provided guidance, 
support and empowered 
me to take ownership of 
my various roles. However, 
I consider my parents to 
be my ultimate mentors. 
My father is a former 
Army Ranger and Vietnam 
veteran. He and my mother 
are small business owners 
who imparted in me a 
strong sense of discipline, 
integrity and the value of 
customer service.

 
What makes your job 
exciting?

The people, the prod-

ucts and the customers. 
I’ve been fortunate to work 
for, alongside and lead very 
passionate people. Also, I 
get to think and talk about 
beer all day! Above all, I 
find the most exciting part 
of my job is building plans 
with our wholesale and 
retail partners to achieve 
mutual goals while provid-
ing consumers a best-in- 
class experience.

What has been the key 
factor in your rise to 
success to date?

Having fun while sustain-
ing a competitive desire. I 
enjoy my profession, which 
makes it easy to maintain 
enthusiasm. Furthermore, I 
possess a strong will to 
succeed and the essential 
drive to deliver results. I’m 
constantly benchmarking 
progress in an effort to find 
opportunities that will 
improve outcomes for my 
customers.  

ASHLEY 
ENGLEFIELD 
DEWITT
Engle�eld Oil Co./
Duchess Convenience 
Stores

Title: 
Director of Marketing

Years with company: 
Seven

Education, professional 
associations, and volun-
teer group affiliations: 

BS in business, Ohio 

University; member of 
NAG YEO

Who are your 
mentors and 
how have they 
assisted you 
in your career 
development?  

I have been 
fortunate to have 

many mentors 
throughout my career 

thus far. My grandfather, 
F.W. Englefield III, has 
always been a huge inspi-
ration to me. He started 
Englefield Oil Co. in 1961 
with just three service 
stations and an office in 
his basement. In the last 
54 years, we have grown 
into a successful multi-
faceted business because of 
his vision, hard work and 
dedication. He has always 
taught me that our employ-
ees are the most important 
part of our business and 
without them we wouldn’t 
be where we are today. My 
father, Ben Englefield, and 
uncle, FW Englefield IV 
(co-presidents) are very 

important to me as well. It 
is an honor to work along-
side both of them every 
day. They both grew up 
in the business and have 
so much knowledge; it is 
invaluable working along-
side each of them every 
day. Their different leader-
ship styles and expertise in 
the business has allowed 
me to learn many lessons 
in business as well as in my 
personal life.  

 
What makes your job 
exciting?  

Every day is different in 
my job, so that definitely 
keeps things interesting! I 
like that there are so many 
opportunities to learn 
within my field as well, 
from customer behavior to 
technology to social media 
to advertising and more. It’s 
enjoyable going to work 
every day because I am 
lucky enough to work with 
an amazing group of people 
that are very passionate 
about our organization.  
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ERIC FARIAS
Pepsi Beverages Co.

Title:  
Director of Retail-New 
England/New Jersey

Years with company: 
18

Education, professional 

associations, volunteer group 
affiliations:

Endicott College, 
University of Phoenix

Professional associa-
tions: Massachusetts Food 
Association, Connecticut 
Food Association

Volunteer groups: One 
Mission, Autism Speaks

Who are your mentors and 
how have they assisted you in 
your career development?

I’ve had many informal 
mentors throughout my career 
who have been open-minded 
and willing to listen. They’ve 
led by example, influencing me 
to view situations from differ-
ent perspectives, encouraging 
me to gain critical experiences 
outside of my comfort zone 
and preparing me for increased 
responsibility and bigger 
roles. Their guidance has been 

invaluable to my personal and 
professional growth.

What makes your job exciting?
Without a doubt, it’s the 

people. The people that I 
interact with daily—my bosses, 
employees, co-workers, retail 
partners and consumers—all 
have different priorities and 
opinions. My job entails creat-
ing solutions for these different 
perspectives, and I find it both 
challenging and fun to find 
winning solutions.

What has been the key factor 
in your rise to success to date?

I have a strong work ethic 
and desire to learn. It’s not 
enough to show up and work 
long hours. You need to get 
involved with the right people, 
set goals for yourself and your 
team, and do more than what is 
required if you expect to get 

ahead. 

CHRIS HALL
Talking Rain Beverage Co. 

Title: 
VP of Sales-DSD and Retail

Years with company: 
Eight

Education, professional 
associations, volunteer group 
affiliations:

Central Washington University, 
Business with human resources 
focus

U.S. Navy submarine veteran

Who are your mentors and how 
have they assisted you in your 
career development?

I believe it’s the people you come 
into contact with during your life 
that shape the person you are/
become. When I reflect on my 
adult life thus far I have three indi-
viduals that have made a tremen-
dous impact on the person I have 
become:

Master Chief (SS/SW) 
Douglas—One of the best men I 
had the pleasure to work for. He 
instilled the basics: hard work, 
looking out for your shipmates 
first, and owning it when you make 
a mistake, not when you do well. 

Thank you, Master Chief Douglas. 
Dr. Graeme Coetzer—Not only a 

friend but the best professor I had 
in college. Dr. Coetzer helped me 
understand how emotions affect 
your decision-making process, and 
getting to know yourself first is key 
to success.

My son, who has helped me 
realize, again, that life is about 
being in the moment. I will admit, 
he’s much better at this…

 
What makes your job exciting?

Brands like Sparkling Ice are 
once-in-a-lifetime brands and only 
happen when the right group of 
professionals come together to do 
what it takes to make it happen.  
What’s exciting is each day brings 
new opportunities that take 
engagement from the entire team 
to overcome. What I love is the 
relationships I’ve built at Talking 
Rain Beverage Co. and our DSD 
and retail partners.  

ABIGAIL GRANT
Grant Sales & Marketing

Title:
Inside Sales and 
Marketing Director

Years with company:
Six 

Who are your mentors and how have 
they assisted you in your career 
development?

Working alongside my father for the 
past six years has had a huge impact 

on the person I am today. With his 
support and guidance, I have had the 
opportunity to learn a great deal about 
the brokerage business. Also, the 
amazing people I work with on a daily 
basis make it all worth it!

 
What makes your job exciting?

Every day is different than the day 
before. There are always new chal-
lenges and problems to work out. Also, 
making sure that both the manufactur-
ers and the customers are happy, and 
seeing everyone work together for the 
same end goal is a pleasure to see.

What has been the key factor in your 
rise to success to date?

The key to success so far in my career 
is my ability to learn the workings of 
each manufacturer we represent and 
to make the programs work for our 
customers. We try to go the extra mile 
with order discipline and understand-
ing the manufacturer programs and 
products.

Advice for upcoming professionals:
Always strive to be the best and 

make sure you love what you do!  

SUTTON 
HINCKLEY
RJ Reynolds Tobacco Co.

Title: 
Senior Key Account 
Manager of Trade Mar-
keting

Years with company: 
13 
Education, professional 
associations, volunteer 
group affiliations: 
BS, Providence College

Who are your mentors and 
how have they assisted 
you in your career develop-

JONATHAN HARNISH
The Schwan Food Co.

Title: 
Northeast Regional Manager-
C-Store

Years with company: 
Four and a half
Education, professional associa-
tions, volunteer group affiliations: 

BS in business, Westminster 
College

Big Brothers/Big Sisters, 
Pittsburgh

Who are your mentors and how 
have they assisted you in your 
career development?

Ken McRea—When I started my 
career as a foodservice broker at 
Allegheny Valley Food Service, Ken 
is the one who really took the time 
to teach me the ins and outs of the 
business. He is the one who taught 
me how to prepare for sales calls, 
present to large groups and priori-
tize the everyday demands of being 

a broker.
Cheri Marchionda—Cheri is the 

one who showed me what having 
a real passion about your work 
can produce. Watching her give 
presentations and knowing that she 
truly believes in her products and 
vision always inspired me to want 
to be the best at my job.

Rick Trainor—Rick is another 
person who has a true passion for 
his work. He has helped me 
improve my presentation skills and 
has taught what it means to be true 
sales professional. I feel that 
working with Rick has brought my 
skills to a whole other level. He is 
the one that gave me the opportu-
nity to work for a top-tier manufac-
turer like Schwan’s.  
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JOSEPH 
HERBERT JR.
Taylor Freezer of New 
England

Title: 
Sales Representative

Years with company: 
Five (one year full-time 
sales) 

Education, professional 
associations, volunteer 
group affiliations: 

BS in marketing, minor 

in management, Bentley 
University, 2014

Grenoble School 
of Management, 
France, certificate 
in international 
business, 2012

Member, New 
England Ice Cream 

and Restaurant 
Association

Who are your mentors 
and how have they 
assisted you in your career 
development?

My father, J. Edward 
Herbert, co-owner and 
president, has been a life-
long mentor and teacher. 
He taught me the value in 
hard work, the importance 
of building and maintain-
ing relationships, and that 
no job is too big or small. 
He supports me and the 
decisions I make each and 
every day. I cannot thank 
him enough for allowing 
me to use my education 
to do the kind of work I 
find so gratifying with this 

year’s transition to sales.
Sales Manager Bob 

Gallagher, and my uncle, 
Tim Herbert, VP of sales, 
have both played an inte-
gral role in the develop-
ment of my career as a sales 
representative and have 
provided me with invalu-
able instruction and advice.

Thank you to my aunts, 
Debbie Herbert and Patti 
Merriam, for providing me 
with such great insight and 
guidance throughout my 
employment with Taylor 
Freezer.

I owe a huge thank you to 
the Taylor Freezer of New 
England family. They have 
given me such a well-
rounded perspective on the 
industry. I appreciate 
everyone’s contribution in 
the parts and service 
departments for the help 
and support along the way.  

SUTTON 
HINCKLEY
RJ Reynolds Tobacco Co.

Title: 
Senior Key Account 
Manager of Trade Mar-
keting

Years with company: 
13 
Education, professional 
associations, volunteer 
group affiliations: 
BS, Providence College

Who are your mentors and 
how have they assisted 
you in your career develop-

ment?
I am fortunate enough 
to have had many 

(people) I regard as 
mentors, and all 
have had a positive 
impact in my life. 
However, the one 
who always stands as 

the most significant 
would be my mother. 

She was an artist and a 
teacher, both professions 

I greatly admire. Because 
she was a teacher, in grade 
school I would often sit and 
wonder, “If I were a teacher 
like my mother, would I 
handle situations as she 
does, or would I explore new 
ways to do things?” This 
simple question has been 
the keystone to my success 
in the professional world.

My mother has taught me 
many skills that are essential 
to my professional success. 
One is to know my audience. 
With my role at RJRT, I often 
find myself presenting mate-
rial either to my customers 
or to my team, and knowing 
how to gauge the level of 
comprehension allows me 
to tailor my presentation to 
maximize their understand-

ing.
Another skill she taught 

me was to always be patient. 
It is patience that most 
comes in handy with another 
of my roles, merchandising. 
Through her guidance, I 
learned the level of creativ-
ity that is necessary with 
merchandising. She taught 
me to think outside the box 
and know that a cookie-
cutter solution is usually 
no solution at all. Being 
patient and thinking outside 
the box has allowed me to 
ensure that I am making the 
biggest impact possible for 
my customers.

What makes your job 
exciting?

In a word, change. 
Tobacco is an industry that 
is constantly changing, 
whether it is through acqui-
sitions, new regulations or 
tax changes; there is always 
something new around the 
corner to learn. There is 
seldom a week that goes by 
where there is not a new 
marketing program, product 
launch or price change.  

a broker.
Cheri Marchionda—Cheri is the 

one who showed me what having 
a real passion about your work 
can produce. Watching her give 
presentations and knowing that she 
truly believes in her products and 
vision always inspired me to want 
to be the best at my job.

Rick Trainor—Rick is another 
person who has a true passion for 
his work. He has helped me 
improve my presentation skills and 
has taught what it means to be true 
sales professional. I feel that 
working with Rick has brought my 
skills to a whole other level. He is 
the one that gave me the opportu-
nity to work for a top-tier manufac-
turer like Schwan’s.  
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Congratulations to 
FAHEEM JAMAL   

and PAT SUPRENANT 
on being named  
40 UNDER 40  
IN C-STORE

And thank you and 
congratulations to all 
of our retail partner 

honorees!

Faheem Jamal
CPD Energy

Pat Suprenant 
Stuarts Shoppes

The right direction for C-Store initiatives

Food Broker Inc.S S&
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The right direction for C-Store initiatives

Food Broker Inc.S S&
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DANA JACKSON
Speedway LLC

Title: 
District Manager

Years with company: 
Six (Five years with Hess 
Corp. prior to it being 
acquired by Speedway; one 
year with Speedway)

Education, professional 
associations, volunteer 

group affiliations: 
BS in business econom-

ics, Rutgers University
Member of Network 

of Executive Women
Six Sigma Certified

Who are your mentors 
and how have they 

assisted you in your career 
development?

My ultimate mentors have 
been my mother and father. 
Watching their incredible 
capacity to serve and disci-
plined work ethic set the 
foundation for how I operate 
as a leader today, which is to 
be of service to others, lead by 
example and be impeccable 
with my word. While I’ve been 
blessed to have mentors from 
all facets of business who’ve 
inspired me, Speedway Region 
Manager Harry Sadeghi was 

an integral part of my train-
ing and development into a 
successful district manager. 
He showed me how to elevate 
my business acumen and 
always reminded me to dream 
big, operate with integrity 
and always take the time to 
encourage and celebrate my 
team.

 
What makes your job excit-
ing?

Since retail is fast-paced 
and fluid, there are new sets of 
challenges to solve daily. 
Understanding that I have an 
opportunity to make a direct 
positive impact within the 
organization, exceed the 
company’s expectations and 
motivate my team to execute 
and achieve those goals daily 
is extremely exciting.  

ADAM KESTENBAUM
Ellis Co�ee Co.

Title:
President and CEO

Years with company: 
16 

Education, professional 
associations, volunteer group 
affiliations:

BA, University of Pennsylvania
Member, NACS, Pennsylvania 

Food Merchants Association, 
National Automatic 
Merchandising Association, 
Pennsylvania Restaurant and 
Lodging Association

Crohn’s and Colitis Foundation  
Jewish Family and Children’s 

Services

Who are your mentors and how 
have they assisted you in your 
career development?

I am proud to be the fourth 
generation in our family business 
and am fortunate that my father is 
still actively involved.  Early on in 
my career, he insisted that I learn 
the business from the ground up, 
working in all of the various depart-
ments and reporting to different 
managers. That experience was 
instrumental in gaining credibility 
with our employees, which in turn 
helps me manage my business 
today. I still share an office with my 
dad and learn something new from 
him almost every day!

What makes your job exciting?

I am lucky to be able to manu-
facture and sell something I 
am passionate about—coffee! 
Interacting with a variety of people 
every day makes my job fun. Being 
able to successfully launch new 
product lines after months of 
preparation, like our single-serve 
coffee cups this fall, is also some-
thing that is extremely gratifying.

What has been the key factor in 
your rise to success to date?

My secret to success is to 
surround myself with high quality 
people that I have empowered to 
make decisions. Since most of my 
career has been at Ellis, I have 
made it a priority to bring in some 
key employees that have a lot of 
outside corporate experience. This 
helps me combine the innovation 
and professionalism necessary to 
succeed in today’s marketplace 
while still maintaining the rela-
tionships and traditions of our 
family business. This is a formula 
for success!  

FAHEEM JAMAL
CPD Energy (Chestnut Marts)

Title: 
Area Supervisor

Years with company:

Eight

Education, professional associations, 
volunteer group affiliations: 

BS in management, minor in econom-
ics, Pace University New York City

Who are your mentors and how have 
they assisted you in your career 
development? 

Growing up, my biggest mentor was 
always my father, Sal Jamal. Everything 
was a life lesson, and because of it I am 
who I am today. I was able to learn the 
business at a young age by riding along 
with him from site to site or even just 
listening to how he accomplished things 
over the phone. A second mentor to 
me has been the CFO of CPD Energy, 
my Uncle Sam. As I started college he 
helped me realize what I needed to get 
out of my college education. And as I 
grew into an upper management posi-
tion, he worked with me to understand 
different financial aspects of the busi-
ness.  

Advice for upcoming professionals: 
Learn the business from the bottom 

up that way when you get to the top you 
will know what everyone working for 
you has to do. Also love what you do! 

MATT KING
Nicotek & Ho�co Brands

Title:
National Key Accounts Sales 
Manager

Years with company:
Six 

Education professional associa-
tions, volunteer group affilia-
tions:

Bachelor’s degree and multiple 
technology certifications and 
accreditations

Member of NACS; category-
specific memberships

Local volunteer for various chil-
dren’s programs and activities in 
Denver, Colorado.

Who are your mentors and how 
have they assisted you in your 
career development?

I have learned a wealth of knowl-
edge from numerous mentors in 
my career, each having unique 

skillsets and insight. I receive each 
one as a nugget of gold. If I were to 
have to pick one, I would say Barry 
Robinson, who has challenged my 
way of thinking and communicat-
ing. We all know each individual 
does not think the same, but the 
key I’ve found is to learn the 
ability to adapt and self-analyze 
my thought process and to find 
balance and a thoughtful commu-
nication exchange.

What makes your job exciting?
In such a fast-paced environ-

ment, I enjoy embracing the 
moment: who am I talking with 
right now, how can I put the puzzle 
pieces together for this customer 
and, foremost, cherishing relation-
ships and conversations.  
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LUIGI 
MANDARINO
Sunoco LP

Title: 
APlus Business Devel-
opment Manager

Years with company:  
Two

Education, professional 
associations, volunteer 
group affiliations: 

BS in marketing, George 
Mason University

Volunteer assistnat 

basketball coach at his 
high school (Paul VI) 

for freshman and 
JV teams. “Being a 
coach allows me 
to give back to my 
alma mater while 
doing something 
I really enjoy. I get 

such satisfaction in 
helping the student 

athletes gain confi-
dence in their abilities 

and grow as men on and off 
the court.”

What makes your job 
exciting?

I am working for one 
of the largest companies 
in the convenience store 
industry. We are growing at 
such a rapid pace. It is excit-
ing to know you are with 
a company that is always 
evolving and expanding.

From the moment I 
wake up, I hit the ground 
running. Whether it is 
meeting with new potential 
business leads or develop-
ing strong core programs 
for our store to execute, 

my day quickly becomes a 
blur of activity. My respon-
sibilities include working 
cross-functionally with 
virtually every other area 
of our organization. I enjoy 
building strong relation-
ships within our company. 
No one day is the same as 
the next – and I love that!
What has been the key 
factor in your rise to 
success to date? 

From a very early age, I 
began playing on various 
sports teams and haven’t 
stopped yet. The lessons 
athletics teach us, from 
collaboration, effective 
communication, setting 
goals to evaluating perfor-
mance, is ingrained in all 
that I do professionally.

Advice for upcoming 
professionals:

You must set values for 
yourself, both profession-
ally and personally.  
Professionalism is not only 
a mindset but a conscious 
way of life. To be noticed, 
you must be noticeable.  

ADAM LENNON
Popcorn, Indiana

Title: 
Director of Sales – 
Convenience & Food 
Service

Years with company: 
Nine 

Education, professional 
associations, volunteer 
group affiliations: 

BS in environmental 
and business economics, 
Rutgers University

Associations: NACS, 
SNA, NYACS

Who are your mentors 
and how have they 

assisted you in your 
career develop-
ment? 

T h r o u g h o u t 
my career, and 
for as long as I 
can remember, 
my father has been 

one of my greatest 
mentors. I strive to 

emulate (him) and turn 
to him for advice. With his 
vast experience as a busi-
ness owner, he has helped 
me navigate the world of 
business. Most impor-
tantly, my father has shown 
me that honesty and humil-
ity are essential qualities 
for building long-lasting 
relationships and thereby 
creating and maintain-
ing a strong professional 
network. A strong profes-
sional network is what has 
assisted me most in my 
career development.
What makes your job 
exciting?

In an industry that 
continues to grow, both on 
the supplier and retail side, 
there are endless opportu-
nities to creatively promote 

new products. Every day 
brings new challenges 
and opportunities to learn 
from, which makes each 
day unique in itself.

What has been the key 
factor in your rise to 
success to date? 

At Popcorn, Indiana, I 
have been given endless 
opportunities to explore 
new business channels and 
learn from those around 
me. Working at a young 
and fast-growing company, 
I was able to surround 
myself with knowledgeable 
people from various 
departments, such as sales, 
operations, marketing and 
manufacturing, which has 
allowed me the opportu-
nity to see the company 
from many different angles. 
The ability to see the ins 
and outs of Popcorn, 
Indiana firsthand has been 
and continues to be crucial 
to my understanding of the 
industry and what it takes 
to succeed.  

New Merchandising Division!
Now o�ering design services for store layouts and merchandising and installation of �xtures and display units.

MicroWire Products, PO Box 4440, Brockton MA 02303 • 508-584-3961 • microwire-products.com

MicroWire Products
Quality Wire Products

MicroWire Products
Quality Wire Products

Store Fixtures & Display Manufacturers.
Your Convenience Store Fixture Specialist

www.microwire-products.com
508-584-0200 Fax 508-584-1188
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TOM MCMAHON
General Mills Conve-
nience & Foodservice

Title: 
Distribution Develop-
ment Manager

Years with company: 
Eight 

Education, professional 
associations, volunteer 
group affiliations: 

Saint Joseph’s University

Who are your mentors 
and how have they 
assisted you in your career 
development? 

Sean Karp, General Mills 

Northeast c-store account 
manager, taught me to 

take calculated risks 
and to challenge 
the status quo 
routine that we as 
vendors and our 
partner distribu-
tors and retailers 

can sometimes fall 
into when it comes 

to strategic planning.
 

What makes your job 
exciting? 

I love the variable day-to-
day in the c-store industry. 
Each customer seems to 
have a niche in which they 
excel. Identifying those 
unique opportunities and 
leveraging General Mills’ 
product and capabilities 
portfolio to craft a mutu-
ally beneficial plan is very 
rewarding.

What has been the key 
factor in your rise to 
success to date? 

It’s hard to pinpoint “the” 
key factor, but I would say 
that seeking outside points 
of view when approaching 
an opportunity has helped 
me along the way. We all 

have different ways of think-
ing through a situation, and 
leveraging a second set of 
eyes has always helped me 
identify potential pitfalls 
and/or opportunities that I 
might have otherwise have 
missed.

Advice for upcoming 
professionals: 

Ask questions and listen. 
Whether it’s during an 
internal meeting with your 
team or during a customer 
visit, there is a wealth 
of knowledge that your 
colleagues have to offer.

Hobbies: 
Golf, running and spend-

ing time with family and 
friends. 

COREY MARCEAU
Irving Oil

Title: 
Retail Marketing Specialist

Years with company: 
Five

Education, professional associations, 
volunteer group affiliations:

BS in business administration, finance 
and marketing, University of New 
Hampshire; MBA in general management, 
Plymouth State University; graduate certif-
icate, strategic marketing management, 
Plymouth State University.

Who are your mentors and how have they 
assisted you in your career development?

I’ve been lucky to receive mentorship 
from numerous people in the past years. I 
view it through two perspectives: personal 

and professional, although oftentimes, the 
lessons learned go hand in hand. Before my 
professional career began, I worked for my 
friend’s family-owned company, 
Billingsgate Deli & Catering. The owner 
and manager, Craig Leach, taught me to 
work hard, ensure the job gets done 
correctly and to put the customer first. 
While at the University of New Hampshire, 
Coach Sean McDonnell taught me the 
importance of attention to detail, to strain 
through challenges, be punctual and to 
believe in teamwork. Lastly, my family, 
including grandparents, parents and 
brother, taught me many lessons including 
to always give your best effort, be respect-
ful, work morally and ethically, and always 
be willing to learn. Now, the professional 
perspective is based on my time at Irving 
Oil. My hiring manager out of college, 
Mike Chiasson, took me under his wing as 
an intern, where I had the unique opportu-
nity, through research and analytic roles, to 
quickly build strong foundational knowl-
edge about our industry and company. In 
my current and previous roles since then, 
I’ve been able to continue to learn more 
and grow from my managers. Additionally, 
other leadership members that I may not 
directly report to frequently provide great 
direction and advice that I’m able to absorb. 
Some of the examples learned, which 
haven’t already been noted above, are treat-
ing all partners and customers with care 
and respect, being willing to take on new 
challenges and working in a safe, smart and 
responsible way.  

BRIAN NORRIS
OPIS 

Title: 
Associate Director of 
Petroleum Retail

Years with company: 
10

Education, professional 
associations, volunteer 
group affiliations: 

BA in business manage-
ment, Washington College, 
2005.

What makes your job 
exciting? 

The petroleum market-
ing/c-store industry is 
never dull. We provide data, 
news and software to gas 
station and c-store opera-

tors. Our parent company 
also owns GasBuddy, 

the mobile app for 
finding the lowest-
priced gas wher-
ever you are. I 
work closely with 
them, and the 
mobile tech indus-

try is very cutting-
edge and fast-paced. 
I’m also launching 

a brand new industry 
benchmark on gasoline 
sales volumes that allows 
fuel retailers to see how 
they’re doing against 
regional aggregate sales 
data on a real-time basis. 
C-store operators: reach 
out if you’re interested in 
learning more!

What has been the key 
factor in your rise to 
success to date? 

I’ve never been afraid 
of a new challenge if I felt 
it was a good move for 
my career. I moved from 
outside sales to inside sales 
and then to marketing, and 
now in my current role I 
take those skills and help 
shape the product offering 
and direction of the petro-
leum retail/c-store group.

Also, after graduating 
from college I was selective 
in my job search and made 

sure to work for a company 
that was committed to the 
growth of their people, 
knowing I would rise 
quickly when I produced 
top-quality work.

Advice for upcoming 
professionals: 

Early on, I found it was 
critical to gain skills when 
I had the opportunity, even 
if I wasn’t interested at that 
time. The more you learn 
early in your career, the 
more opportunity you’ll 
have later.

And don’t be afraid to 
ask questions—but only 
after you’ve tried to figure 
something out for your-
self. I’ve learned the most 
through trial and error. 

Hobbies:
I love music, reading and 

am an avid sports fan, but 
my true passion is travel. 
I’ve been to 11 countries 
across North America, 
Europe, South America 
and Africa, and to 23 of the 
50 U.S. states. The coolest 
things I’ve ever done are 
paragliding off a mountain 
and cage-diving with great 
white sharks off the coast 
of South Africa!  

CHUCK MOYER
Rutter’s Farm Stores

Title: 
Food Service Category Supervisor

Years with company: 
12 

Education, professional associations, 
volunteer group affiliations:

BS in business administration, 
Shippensburg University

Secretary of the board for York Chapter 
of SOAR (Support Our American Recruits)

Certified ServSafe, HACCP instructor

Who are your mentors and how have they 
assisted you in your career development?

I was fortunate to be join a team 
headed by three outstanding leaders: Jere 
Matthews, VP of operations and person-
nel; Jeff Leedy, VP of marketing and chief 
customer service officer; and Jerry Weiner, 
VP of food service. All three have been 
extremely instrumental in my success.  

Their willingness to answer questions and 
share knowledge and experiences have 
helped me to develop a well-rounded skill 
set. The most important lesson learned: 
“For a company to truly be great, each 
department must work together as a team 
and communicate.”

What makes your job exciting?
I love analyzing customers’ wants and 

needs to understand how they influence 
their buying decisions. Using this knowl-
edge to develop products, promotions and 
offerings is essential. There is no greater 
feeling than seeing a plan come to fruition 
and be a success.

What has been the key factor in your rise 
to success to date?

My inner drive to be the best and my 
constant desire to learn have shaped my 
success. You have to take pride in your 
work, and if you are going to do anything, 
do it to the best of your ability. Working 
for a company that rewards success with 
continued growth and advancement has 
also been a key factor.

Advice for upcoming professionals:
Learn all facets of your company’s busi-

ness. Every department plays a vital role 
in the company’s success. Knowing what 
everyone’s jobs entails and their responsi-
bilities will give you an extra advantage as 
you develop your own skill set. The more 
questions you ask, the more opportunities 
you will have to learn.

Hobbies: 
Golf and landscaping.  
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MATTHEW 
NU’UVALI
Rhino Rush LLC 

Title: 
National Sales 
Manager

Years with company:
Two and a half

Education, professional 
associations, volunteer 
group affiliations:

GED/HSE

Who are your mentors 

and how have they 
assisted you in your 

career develop-
ment?

I’ve had many 
mentors that 
have helped 
me through 
life, but my 
career mentor 

is the owner of 
my company Josh 

Swenson. Very rarely 
do you find owners who 
want to invest in their 
employee’s lives and 
careers. I was fortunate 
to find an owner who 
believed in me and wanted 
me to succeed not just in 
business but also in life.

 
What makes your job 
exciting?

I oversee some of 
our company’s largest 
accounts, like Albertsons 
Inc., Circle K and 
Speedway, to name a 
few, and honestly it’s like 
being in a gladiator arena 
and I’m fighting for my 
brand. The difference is I 

use marketplace analyt-
ics, profit margin, national 
placement and my charm 
as my weapons. I get to 
build a national brand 
from the ground up, and 
it’s an amazing experience. 

What has been the key 
factor in your rise to 
success to date?

I’m fortunate that Rhino 
Rush products work, so 
that’s a big key factor. 
Another key factor is my 
passion for my company. 
I pour all my blood, 
sweat and tears into my 
job because I want to 
work hard for not just my 
success, but the success of 
Rhino Rush.

Advice for upcoming 
professionals:

Have fun, and be 
unique! Stay hungry and 
diligent in your hunt for 
success. Nothing in this 
business is handed to 
anyone on a silver platter. 
Hard work will always 
prevail!  

CHRISTOPHER 
NOSAL
Thoroughbred Energy 
LLC; dba Traxx Market

Title: 
VP of Marketing

Years with company:
One and a half

Education, professional 
associations, volunteer 
group affiliations:

BA in economics, 
University of Florida; MBA, 
University of West Florida; 
certificate in Executive 
Leadership, Cornell 

University.
Who are your mentors 

and how have they 
assisted you in your 

career development?
Mentorship oppor-

tunities are every-
where in business, 
even in the most 
unsuspected places.   

Whether in a vendor 
meeting, an industry 

conference or an educa-
tional workshop, be receptive 
to the advice and approach 
of more experienced peers. 
I am thankful for everyone 
who has shaped my career 
to date. However, my father, 
Mark, is my greatest mentor. 
He exemplifies everything 
that I would ever want to 
become in this world.  Career 
development can be simpli-
fied and successfully pursued 
by never losing sight of the 
answer to one central ques-
tion: When people hear your 
name, what does it stand for? 
I try to make sure my actions 
reflect diligent consider-
ation for others in both my 
personal and professional 
relationships.

What has been the key 
factor in your rise to success 
to date?

While my career continues 
to evolve and take shape, 
there are three pillars that 
remain constant: a relentless 
desire to learn and develop 
new skills; an approach to 
relationships grounded in 
honesty and integrity; and 
a passion for leading and 
contributing to winning 
teams.

Advice for upcoming profes-
sionals:

Have a vision for both your 
career and personal growth. 
Seek out mentors that will 
provide honest advice and 
who will hold you account-
able. Do not compromise 
your values for short-term 
gains. Be patient and flexible 
as your career seldom takes 
the most direct path. Most 
importantly, always receive 
success with grace, humility 
and a sincere appreciation 
for those who partnered with 
you along the way.

Hobbies: 
Golf, guitar and travel.  

Congratulations to  
Sutton Hinckley 

on her selection to  
40 under 40 in C-Store40 underunder 40 under 40 under in C-Sin C-Sin tore

Thank you and 
congratulations to all of 

our retail partner honorees
Sutton Hinckley 

Sr. Key Account Manager 
Boston
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DANIEL OKUN
Reid Stores Inc., dba 
Crosby’s

Title: 
Director of Sales & 
Merchandising

Years with company: 
Eight months

Education, professional 
associations, volunteer 
group affiliations: 

Member, NYACS, NACS, 
Knights of Columbus

Who are your mentors 
and how have they 
assisted you in your career 
development?

First and foremost, that 
would be my father, who 

worked in the industry 
successfully for over 35 

years. A son learns a 
lot about life from 
his father, but 
some are lucky 
enough to learn 
their trade from a 
parent as well. It 

gave me the drive 
to prove that I was 

not in the business 
because of who I was, 

rather what I did. I think 
a lot of professionals who 
started in this business  
with a family connection, 
share the same desire. Also, 
Keith Wood, who success-
fully operates a food broker 
business today in Upstate, 
New York. I reported to 
Keith during my early years 
calling on supermarkets, 
and I am lucky to have had 
Keith as my supervisor. 
He conducted business 
ethically, was always posi-
tive and stood behind his 
people. It was a privilege 
to go to work every day for 
Keith. He is a great man 
and a good friend who 
I still occasionally seek 
advice from.

What makes your job 
exciting?

Having made a recent 
change to the retailer side 
of the business from CPG 
sales, I enjoy having the 
ability to apply a different 
angle to my new posi-
tion and offer a differ-
ent thought process and 
knowledge of the other side 
to my co-workers. Having 
experience on both sides 
of the desk is by personal 
design. I feel it affords 
me the opportunity to be 
uniquely well-rounded.

What has been the key 
factor in your rise to 
success to date?

Undoubtedly, doing what 
is best for my customer 
first, and doing everything 
possible to make their life 
easier.

Advice for upcoming 
professionals:

I would say don’t try to 
get to everything; take the 
time to do what you are 
able to do, and do it the 
right way, and listen.

Hobbies: 
I enjoy actively following 

the Detroit Tigers and 
Buffalo Sabres and Bills.  

HENRY PAGANO
Venturing & Emerging 
Brands—The Coca-Cola 
Co.

Title:   
Area Sales Manager

Years with company:  
Seven and a half

Education, professional 
associations, volunteer 
group affiliations:  

BS in business with a 
concentration in manage-
ment and marketing, Le 
Moyne College; chairman 
of the Tony DeVivo College 
Scholarship Committee.

Who are your mentors 
and how have they 
assisted you in your career 
development?

My grandparents Henry 
and Esther are the product 
of Italian immigrants and 

have instilled in me the 
value of hard work.  

They also have 
taught me to not 
forget my roots 
on the path to a 
successful career 
and with blend-
ing the proper 

career/family mix. 
My father, Frank, 

worked day and night 
to support myself and 

five siblings. He infused 
many life values over the 
years and was gracious 
enough to support me 
through thick and thin, 
while helping me start my 
career off on the right foot 
with an essential college 
education.

My current manager, 
Lee Phillips, has taken 
me under his wing and 
expanded my knowledge 
in the ever-changing 
beverage industry. Seth 
Goldman, CEO of Honest 
Tea, has shown me that if 
you believe in yourself and 
your brands you truly can 
make a difference. Seth has 
taught me that when you 
work hard at something 
you can still maintain an 
entrepreneurial spirit and 
a winning attitude, all the 
while blending in with the 
No. 1 recognized brand in 
the world, Coca-Cola.

What makes your job 

exciting?
Working in the beverage 

industry, no two days are 
the same. This will keep 
you on your toes as a brand 
ambassador and in turn 
lead to making the part-
nership with sales profes-
sionals and store retailers 
even more engaging and 
productive. In VEB, we are 
offering incubated brands 
that go through several 
years of evolving to come 
to market. Being able to 
work for an entrepreneur-
ial business model inside of 
a global corporation such 
as Coca-Cola is truly an 
honor.

What has been the key 
factor in your rise to 
success to date?

A big part of my success 
within the beverage indus-
try is due to my start with 
the Hess Corp. as a site 
manager. Learning the 
ropes in a fast-paced retail 
environment allowed me to 
get the experience needed 
to venture into the bever-
age world. Once in the 
beverage world, I was able 
to work in several positions 
inside different segments of 
the business. This allowed 
me to get a much better 
understanding of all 
various roles and their 
importance to keeping 
productivity high.   

MICHELLE ROSS
7-Eleven

Title:  
Zone Merchandiser for 
Non-Alcoholic 
Beverages 

Years with company: 
Four 

Education, professional 
associations, volunteer 
group affiliations: 

BA, University of 
California at Santa Barbara

MBA, Fordham Univer-
sity, New York

Sustainable Business 
Practices Certificate from 
University of California at 
San Diego

 

Who are your mentors 
and how have they 

assisted in your 
career develop-
ment?

My parents are 
my best mentors.  
They provided 
a strong founda-
tion and made 

me realize that 
anything is possible 

with enough hard work.  
My dad ingrained a strong 
work ethic in me and 
taught me the importance 
of paying attention to the 
details. He always put a 
huge emphasis on academ-
ics, which has undoubtedly 
opened doors in my career.  
My mom gave me the street 
smarts and personality that 
it takes to thrive in the 
business world. She taught 
me to be respectful yet 
persistent. My mom also 
encouraged me to travel 
the world because “you 
only live once!”

What makes your job 
exciting?

My job is exciting 
because I am able to help 
franchisees in serving our 
community. At 7-Eleven, 
we have small footprints, 
and my job is to make the 
most out of the space that 

I am allotted. I search out 
new products that are 
trending in the market-
place and test them out in 
our stores. If something 
is successful, then I get to 
expand it into other areas.  
7-Elevens are neighbor-
hood stores that allow us 
the ability to offer products 
and services to the local 
demographic. I like that 
each store is different and 
unique in its own way. Our 
ability to “keep it local” is 
exciting to me as we are 
truly listening to the needs 
of our customers.

What has been the key 
factor in your rise to 
success to date?

The key to my success is 
the ability to ask the right 
questions and challenge the 
status quo. I try to stream-
line our processes, make 
them more efficient and 
deliver superior results. I 
always keep the stores and 
consumers in mind. If I can 
find a way to improve their 
experiences, then I have 
made 7-Eleven a better 
place to work and shop.  
Ultimately, I never give up 
if I have an idea on how to 
improve our business.  
Persistence is key!  

VLADIK RIKHTER 
Zenput 

Title: 
CEO 

Years with company: 
Three (company was 
founded in 2012)

Who are your mentors 
and how have they 
assisted you in your career 
development? 

I have a handful of 
mentors from different 
industries and in varying 
roles at other startups and 
established companies. 

They give me advice, for 
example, on how to 

scale a product team, 
strategy and long-
term planning. 
Fundamental ly, 
though, my 
parents have 
always been my 

mentors as they 
have taught me 

hard work, integrity, 
patience and thoughtful-

ness.

What makes your job 
exciting?

There is a massive shift 
from desktop to mobile. In 
fact, 80 percent of workers 
don’t work behind a desk, 
despite the fact that most 
software is built for desktop 
workers. That means that 
there’s a huge untouched 
market, which makes what 
we’re doing at Zenput very 
exciting. We’re able to put 
a product into customers’ 
hands that is going to make 
a difference.

What has been the key 
factor in your rise to 

success to date?
I get to work with great 

people, both employees 
and customers, which has 
been a big part of Zenput’s 
success, and mine, so far.

Advice for upcoming 
professionals:

People don’t dig deep 
enough when they pursue 
something. Too many 
professionals these days 
seem to focus on how this 
current role is going to get 
me to the next one, with no 
regard for the actual role 
itself. My advice is to try 
and dig in as hard as you 
can with your current role 
and let your success take 
you from there.

Hobbies: 
I like to travel and have 

been to more than 35 coun-
tries. My wife and I try to 
take a few big trips each 
year. Our favorite destina-
tion is a small island off the 
coast of Naples called 
Ischia.  
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ANDY SHIRK
BEER NUTS INC.

Title: 
President

Years with company: 
Seven

Education, professional 
associations, volunteer group 
affiliations: 

BS in finance, minors in entre-
preneurship and international 
business, Miami University 
(Ohio) Richard T. Farmer School 

of Business, 2004.
Board member, McLean 

County Chamber of Commerce, 
YPO Illini Chapter.

Who are your mentors and 
how have they assisted 
you?

I began my career in 
commercial real estate as an 

analyst for a shopping center 
broker. As my role required and 
my superior insisted, know your 
numbers, and accordingly, I do.  
Additionally, other mentors in 
my career have instilled in me 
that there is always a way to 
get the job done, you just have 
to continue to try different 
methods until you find it. This is 
tested and proven with regular-
ity at Beer Nuts, and I continue 
to be an optimist as a result.

What makes your job exciting? 
There is significant opportu-

nity for Beer Nuts Brand Snacks 
in the marketplace. We have the 
right team to aggressively pursue 
the opportunities in front of us. 
With a track record of overcom-

ing challenges, I am fortunate 
to have the internal support 
necessary to lead our company 
and continue our growth back to 
the top. More importantly, our 
company is called Beer Nuts, 
and that gets everybody excited!

What has been the key factor in 
your rise to success to date? 

I am fortunate to work with 
a talented leadership team with 
strong and persistent members.  
We keep each other motivated 
and focused while holding each 
other accountable. As a result, 
we are all seeing success collec-
tively.

Advice for upcoming profes-
sionals: 

Surround yourself with good 
people, as they are the support 
and talent necessary to help you 
navigate the many challenges 
faced.

Hobbies: 
Family, friends, travel, skiing, 

hiking, exercise and real estate.  

NOAH SANDERS
Turkey Hill Minit Markets

Title: 
Perishable/Food Service 
Merchandising Manager

Years with company:
Eight

Education, professional associa-
tions, volunteer group affiliations:  

BS in business administration, 
Mary Washington College 

Who are your mentors and how 
have they assisted you in your 
career development?  

My father played a large role in 
my career development. Growing 
up in a family c-store business, 
there was always an understand-
ing and words of advice that 
came from experience.

What has been the key factor in 
your rise to success to date?

Embracing change and utilizing 
technology to create efficiencies.

Advice for upcoming profession-
als:

Don’t be afraid to make mistakes, 
but be aware of the possible 
outcomes and have the ability to 
learn from it.

Hobbies: 
Fishing, hunting, biking, wood-

working and Fantasy Football.  

Having made a recent 
change to the retailer side 
of the business from CPG 
sales, I enjoy having the 
ability to apply a different 
angle to my new posi-
tion and offer a differ-
ent thought process and 
knowledge of the other side 
to my co-workers. Having 
experience on both sides 
of the desk is by personal 
design. I feel it affords 
me the opportunity to be 
uniquely well-rounded.

What has been the key 
factor in your rise to 
success to date?

Undoubtedly, doing what 
is best for my customer 
first, and doing everything 
possible to make their life 
easier.

Advice for upcoming 
professionals:

I would say don’t try to 
get to everything; take the 
time to do what you are 
able to do, and do it the 
right way, and listen.

Hobbies: 
I enjoy actively following 

the Detroit Tigers and 
Buffalo Sabres and Bills.  
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PAT SUPRENANT 
Stewart’s Shops Corp.

Title: 
Retail IT Manager/ESOP Trustee

Years  with the company: 
15

Education, Professional associations, 
volunteer:

BS, Rensselaer Polytechnic Institute
Board of Education president; plan-

ning board chairman; Pinnacle POS 
advisory board member

Who are your mentors and how have 
they assisted you in your career 
development:

The two mentors that have helped 
the most in my career are Nancy 
Trimbur, SVP, and Lou Bush, CFO. 
Whether it is a purchase, implemen-
tation or personnel issue, Nancy has 
taught me the importance of trade-
offs and ROI as I make each of these 
decisions. Lou has helped me manage 
with reasons vs. rules. This style of 
management allows me to make more 
rational decisions in every unique 
situation.

What makes your job exciting?]
My job is exciting because I get to 

deal with new and different things 
every day. As technology continues to 
evolve at a fast pace, it is interesting 
and exciting to find what new things 
will work in our business model and 
implement them.

Advice for upcoming professionals:
My advice would be to focus more 

on the solutions and less on the prob-
lems.  

CHELSEA SOBRAN 
(ALLEN)
Nestlé Waters North 
America

Title: 
Senior Key Account Man-
ager–National Accounts

Years with company: 
Six and a half

Education, professional 
associations, volunteer 
group affiliations:  

BS in business operations, 
DeVry University, Calgary, 
Alberta, Canada

Member, Network of 
Executive Women (NEW); 
Balance4 Performance, Nestlé 
Waters’ Gender Balance & 
Diversity Committee.

Who are your mentors and 
how have they assisted you 
in your career development? 

I have been lucky enough 

to have the support from 
a lot of mentors over the 

years that have assisted 
me both personally and 
professionally. These 
relationships started 
with people I got to 
know and wanted to 
model myself after. I am 

the type of person who 
loves to learn new things, 

and each time I spend time 
with one of my mentors I try 
to take away something new, 
especially seeing a situation 
from a new perspective or 
point of view that I had not 
thought about before. Each 
of my mentors has taught me 
something new about myself 
and challenged me to think 
differently and were honest 
with me from the start, telling 
me my areas for opportunity. 
This is what I admire about 
them the most and what I 
believe has truly helped me 
evolve in my career.

What makes your job excit-
ing?

The fact that it’s not the 
same every day! In my current 
position I work with national 
c-store retailers as an account 
manager to manage and sell in 
our products and programs.  
I balance my approach with 
my prior skillset in category 
management and retail 
buying experience to give a 
well-rounded approach to my 
customers. In my role I get to 
do a variety of things, includ-

ing traveling to meet face-
to- face with my customers, 
working directly with their 
stores and also cross-func-
tionally with our internal sales 
and marketing teams. I love 
all the different interaction 
and working with everyone in 
these organizations!

What has been the key factor 
in your rise to success to 
date?

Hard work, determination 
and always willing to learn 
and take on new things. Never 
being “comfortable” and 
always looking for a new chal-
lenge to stretch me further in 
my current role and prepare 
me for future ones.

Advice for upcoming profes-
sionals:

Get as much experience 
and understand as many areas 
of the business as possible so 
you get a good, strong base 
underneath you. Have an 
inquisitive mind and always 
bring forward opportunities 
as you see them. Also, don’t be 
afraid to move and try new 
opportunities in different 
geographies. I started my 
career in Canada in a few 
different locations at different 
companies, with the last being 
Nestlé Waters. I took the 
opportunity to move to the 
USA with them four years 
ago, and I’m currently on my 
second move since joining the 
sales organization.  

MARK VERA
Cape Sales Solutions Inc.

Title:  
VP of Sales

Years with company: 
10 

Education, professional associations, 
volunteer group affiliations:  

BA in marketing, BA in econom-
ics with a business concentration, 
Assumption College; associate board 
member, NECSA.

Who are your mentors and how have 
they assisted you in your career 
development?

I came into the industry right out of 
college, and I have been fortunate to 
meet many people who have helped 
mentor me along the way. My father 
Len has been my biggest mentor. He 

has been in the industry for almost 40 
years and has been an absolute wealth 
of knowledge and experience since 
the day I started.

 
What makes your job exciting? 

 The most exciting part of my job is 
seeing the company grow. There is no 
better feeling than building business 
with a new customer, and it is always 
great to see hard work paying off. It 
is also nice to meet new people in the 
industry and develop new relation-
ships along the way.

What has been the key factor in your 
rise to success to date?  

Having a good work ethic and 
being persistent with customers.  
Also listening to the customer and 
giving them what they want, not what 
I want for them. Keeping a level head 
is important, too; don’t get too high 
after a big sale and don’t get too low 
after a loss.

Advice for upcoming professionals: 
The best advice I can give would be 

to treat everyone fair and always do 
what is morally right. If you treat your 
customers right and are always fair, 
your business will continue to grow.  I 
would also say keeping a good work 
ethic is key. I’m a firm believer that if 
you work hard, you will succeed.  

Hobbies:  
Skiing, playing basketball and going 

to the gym.   

BRIAN SWEENEY 
Left Hand Brewing 
Company

Title: 
Eastern Regional Sales 
Manager

Years with company: 
Three 

Education, professional 
associations, volunteer 
group affiliations: 

BS in marketing, Johnson & 
Wales University, Providence, 
Rhode Island

Who are your mentors and 
how have they assisted you 

in your career develop-
ment?

My mentor is my 
father, Jim Sweeney.  
He has always been 
employed in sales in 
one way or another.  
Watching his hard work 

and dedication to his 
jobs, companies he started, 

employees he’s hired and 
brands he’s represented over 
the years has always been an 
inspiration to me.

 
What makes your job excit-
ing?

Managing 18 states on the 
East Coast has me visiting all 
sorts of great restaurants, bars 
and retail stores in areas of the 
country I normally wouldn’t 
be. Exposure to this broad a 
customer base has truly given 
me a unique perspective on 
our industry.

I get to see and enjoy some 
of the best places to buy and 
drink craft beer in the country, 
it’s fantastic!

What has been the key factor 
in your rise to success to 
date?

One of the key factors to my 
success has been the ability to 
take the time to look at my 
territories and challenges 
from the 10,000-foot perspec-
tive. It’s real easy to chase 
your tail and get caught up in 
the day-to-day details, which 
are, of course, important as 
well. Managing business from 
both perspectives helps guide 
the bigger-picture goals and 
objectives in the right direc-
tion.

Advice for upcoming profes-
sionals:

Training! Take every advan-
tage provided to you from a 
training perspective. Whether 
it’s sales strategy, organiza-
tional guidance, Microsoft 
training to hands-on, job-
specific training. The more 
you train yourself, the better 
prepared you are to execute 
the job you have today and for 
the job you want tomorrow.  
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ZACH WAITE
Hershey’s Ice Cream

Title
Executive Brand Manager

Years with company:
11

Education, professional 
associations, volunteer group 
affiliations:

Degrees in digital media studies 
and leadership, University of 
Denver; MBA in marketing, 
Northeastern University.

Who are your mentors and how 
have they helped you succeed

Many people have influenced 
me in a positive way and helped 
me developed into the person I am 
today. I have an amazing family, 
a special thanks to all of them 

for living with great morals and 
values. This said, if I had to pick 
two key individuals it would be my 
father and my father-in-law. Both 
of these great men have operated 
very successful businesses and 
have instilled in me a “refuse to 
lose” attitude in both personal 
and professional aspects of 

my life. They have proven that 
with hard work, dedication and a 

gracious attitude, anything can be 
accomplished.

What makes your job exciting?
Being part of this successful 

121-year-old, family-owned ice 
cream business has been a tremen-
dous ride. Every day has offered 
a different opportunity to think, 
adapt, overcome and succeed. 

From new product development 
to cutting costs on equipment 
purchases, to negotiating licenses 
with global brands to opening up 
new distribution for the company, 
I wear a range of hats and have my 
hands in many different facets of 
the business. I truly love what I do 
every day; not many people can say 
that, so I feel very lucky.

I look forward to working with 

the other family members and 
members of our great organization 
to find the next delicious ice cream 
products and lead the organization 
to new heights for many years to 
come.

Did I mention that I get to eat a 
lot of ice cream? That continues to 
be fun every day!  
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JAY 
ZIMMERMAN
Crunch Pak

Title: 
Product Manager

Years with company: 
Three

Education, professional 
associations, volunteer 
group affiliations:

BS in business and 
administration and 
finance, University of 
Idaho

Board member, 
Wenatchee Valley YMCA 
and Cashmere Chamber 
of Commerce

Who are your mentors 
and how have they 
assisted you in your 

career development?
Crunch Pak’s 
SVP of sales and 

m a r k e t i n g , 
Tony Freytag; 
National Sales 
Director Bob 
C u m m i n g s ; 
and three 

regional sales 
managers, Tim 

Beals, Shayne 
Gordon and Gary 

Zych. Growing up in 
Wenatchee, where the 
fruit industry is a signifi-
cant part of our economy, 
I always thought working 
in the produce indus-
try was a possibility.  
However, until joining 
Crunch Pak I never knew 
what that might entail.  
The five people identified 
above have helped me 
learn the business. After 
working with them for 
three years, I have devel-
oped produce industry 
skills in the sales, pricing, 
transportation, retailer 
relations and production 
planning areas.

 
What makes your job 
exciting?

Every day when I start 
work I never really know 
what is truly going to 
happen. Whether a long-

haul truck breakdown, or 
a last-minute sales order 
that needs to be filled, 
there is always something 
new and challenging.  
Tackling the emergency 
of the day while complet-
ing multiple routine tasks 
keeps me active and inter-
ested in my work.

What has been the key 
factor in your rise to 
success to date?

The ability to quickly 
assess the facts and 
options and make well-
reasoned decisions that 
benefit our customers has 
significantly impacted my 
success at Crunch Pak.

Advice for upcoming 
professionals:

Have a can-do attitude 
and be a “go-getter.”

One of the qualities 
businesses look for in 
young professionals is 
someone who is willing to 
continually take on tasks, 
no matter the duration or 
difficulty level. Strive to 
be one of the members of 
the team at your company 
who senior manage-
ment knows will give 100 
percent to get the job 
done.  

KARA 
ZIMMERMAN
Convenience Store 
Alliance

Title: 
National Marketing 
Coordinator

Years with company: 
Two and a half

Education, professional 
associations, volunteer 
group affiliations: 

BS in integrated 
marketing communica-
tions, Abilene Christian 
University; member of 
NACS; Kids Worship 
Director at Frontline 
Church.

What makes your job 

exciting?
As a marketing 
professional, I get to 

wear many hats; 
each day looks 
different. I love 
writing copy and 
designing market-
ing campaigns. 

Call me crazy, 
but I really like the 

pressure of dead-
lines before launching 

a campaign. Most of all, 
I love getting to see the 
difference our company 
is making in saving inde-
pendent c-store operators 
money and helping them to 
compete with large chain 
stores. There’s nothing 
like getting positive feed-
back from customers and 
knowing that we’re helping 
them to run successful 
business operations. 

What has been the key 
factor in your rise to 
success to date?

My parents taught me to 
work hard and to do every-
thing with excellence. I’ve 
surrounded myself with 
people that do the same. 
My dad has always valued 
education and, though I 
didn’t always appreciate 
that growing up, I’m glad 
he instilled in me a disci-

pline and desire to learn, 
grow and constantly stretch 
myself. My mom taught 
me to stay positive, keep 
everything in perspective 
and to persevere. These 
values go a long way in the 
workplace.

Advice for upcoming 
professionals:

Make a list of 10 people 
across various industries 
that you respect. Reach out 
to these folks, tell them why 
you admire them and ask if 
you can have 20 minutes 
of their time to pick their 
brain about how they got 
where they are today. Ask 
them questions like, “who’s 
had the most influence on 
your life? What’s the most 
influential book you’ve 
ever read? What drives 
your success? What do 
you wish someone would 
have told you when you 
started your career?” Then 
TAKE NOTES! You never 
know what relationships 
might form because of your 
willingness reach out to 
someone you don’t know. 
Always continue reach-
ing out to people who are 
ahead of you and never be 
too proud to learn from 
others.   
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