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J immy Kawalek      

Napa, CA ! Mobile: 707.501.7447 ! E-Mail jimmy@jimmykawalek.com 

Relationship and Results Driven Sales & Marketing Leader 
www.jimmykawalek.com  

Overview 

I subscribe to a very hands-on approach in my sales and marketing philosophy. My focus is customer-centr ic  while keeping the best 

interest of the represented company at the forefront. Sales & Marketing plan development & execution; channel 

management (DTC, B2B),  new brand development and management,  dis tr ibutor retention /  management and 

corporate s trategic planning have all been part of my daily objectives. I am highly experienced in both domestic  and 

internat ional sales, marketing. I have a wealth of knowledge and hands-on experience in all facets of sales,  product marketing,  

marketing communicat ions,  new brand building, special  event planning,  promotion and tradeshow design. 

Career Objective 

Secure a lead Management role in a winery that allows me to fully use my highly diversified and creative sales and marketing talents to 

their fullest. 

Business Philosophy 

At the end of the day, all the deep relationships I develop must drive brand development & revenue. For every brand I’ve worked with, I 

zero in to tell the supporting, relationship-building story that would otherwise never be heard. My in-depth knowledge of each of the 

brands I’ve represented conveys value, confidence and a “sense of place” that develops & grows long-term, profitable relationships. 

Core Competencies 

B2B, DTC Marketing and Sales  /  B2B2C Demand Generat ion /  National ,  Internat ional & Regional Sales Management   

Long-term Relat ionship Builder /  Brand Evangel is t  /  Sommelier /  Wine Educator                                          

Brand Development,  Strategy and Launch /  Skil led Social  Networker /  Targeted Events Planning,  Promotion & Execution             

Accomplishments 

• 30+ years in DTC, B2B and B2B2C domestic sales & marketing, 8 years international (inclusive) 

• 20+ years developing and leading highly focused Sales & Marketing Teams and programs 

• Created and ran a successful start-up Wine Brokerage / Distribution, Marketing and Sommelier Services company 

• Developed, marketed & launched highly successful “Taste of Divino”, (DTC marketing & sales festivals) in Southern California 

encompassing 3 to 15 different brands (wineries) at multiple venues 

• Developed, marketed and taught a 3 part “Wine 101” Education Program throughout Southern California 

• Developed curriculum and taught “Street/Gorilla Marketing” Course at Learning Tree University for 2+ years 

• Planned & executed turn-key wine sales & educational events for commercial & private clients   

• Successfully established world-wide, long term relationships with Fortune 500 Companies 

• Worked on global-stage projects including Disney, 3 NFL Superbowls, 3 Olympic Stadiums, various National Touring acts 

• Successful, personable, brand-building Evangelist (DtC, B2B) 

• Highly creative, independent, self motivating, flexible & resourceful  
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Employment History 

• 2014 – Present jimmykawalek.com  Napa, CA  Winery Sale & Marketing Consulting 

• 2013 – 2014  EDICT Wines   Napa, CA  Director of Sales and Marketing 

• 2011 – 2012   Peju Winery   Rutherford, CA  Sales / House Sommelier / Educator 

• 2005 – 2011     Divino Wine Broker, Inc.  Aliso Viejo, CA  Owner / Sommelier / Wine Educator 

• 2004 – 2007  Digigram Inc.   Montbonnot FR  Global Business Development Manager 

• 2001 – 2004  Cirrus Logic   Austin, TX  Sales / Business Dev. Manager, Peak Audio 

• 2000 – 2001  Group One   Farmingdale, NY  Sales / Business Development Manager 

• 1999 – 1999  Harman Pro Audio   Sandy, UT  Director of Sales and Marketing 

• 1998 – 1999  Crest Audio, Inc.   Paramus, NJ  Western Regional Sales Manager 

• 1996 – 1998  QSC Audio Products, Inc.  Costa Mesa, CA  Sales / Market Manager, Engineered Sound 

• 1994 – 1996  Eastern Acoustic Works  Whitinsville, MA  Domestic Sales Manager 

• 1985 – 1990   Marriott Hotels   Los Angeles, CA  Entertainment Manager 

Wine Education 

• December 2011 Sonoma State University Wine Business Management Certificate 

• May 2008  International Sommelier Guild Sommelier Diploma Program 

• July 2007   International Sommelier Guild Fundamentals Level 2 

• April 2007   International Sommelier Guild Fundamentals Level 1 

Professional Experience 

j immykawalek.com   Napa, CA      2014 – Present 

Winery Sales and Marketing Consulting Firm 

A Wine Business Consultancy special iz ing in Strategy,  Distr ibution and Engagement for Luxury Wine brands. 

• National, Regional Sales Management / B2B sales / Brand Development / Distribution Channel Development / DTC 

Consulting / Social Media Maven  

 

EDICT Wines    Napa, CA      2013 - 2014 

Family owned Napa winery founded in 2008 by Barbara & Ira Goldberg  

Director of Sales and Marketing 

• Lead all sales and marketing operations for a 2000 (annual) case production winery 

• Inherited 2 years of inventory and zero sales 

• Successfully depleted back inventories and created profitable sales channels 

• Developed all distribution (sales channels) and DTC programs 

• Established long term partnerships and brand recognition 

• Developed all Marketing Assets and Collaterals 

• Created all messaging, backstory and branding 

• Responsible for all Marketing communications including traditional & Social Media 
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Professional Experience 

EDICT Wines continued:  

• Designed and implemented new website and Vin65 POS 

• Created website design and deployed within 60 days 

• First fully dynamic site done on Vin65 platform 

• Hired new winemaker and redesigned wine production / offerings 

• Steered all blending, beginning with 2011 (red) vintages 

• Revamped all labeling and packing of wines  

• Secured long term vineyard contracts 

•  

Peju Winery    Rutherford, CA      2011 - 2013 

Family owned Napa winery founded in 1982 by Anthony and Herta Peju  

 

DTC Sales /  Tast ing Room / Sommelier /  Wine Educator 

• Tasting Room sales / Staff, Distributor & Guest Educator / Spearheaded special Guest experiences  / Reserve & Barrel Tasting Lead 

• Top sales performer of both Wine sales and Wine Club Memberships 

• Featured guest speaker at Orlando Food & Wine Festival (Wine 101) 

• Local Bay Area / Napa Outreach (Hospitality, Transportation) 

• Outside sales with various Peju Distributors (National) 

 

Divino Wine Broker,  Inc  Aliso Viejo, CA      2005 – 2011 

Divino Wine Broker, Inc. is a full service Sales and Marketing Wine Brokerage Company that specializes in marketing small-production California/ Oregon based 

wineries and wine accessory items.   

Owner /  Operator /  Sommelier /  Wine Educator 

• Sales, Marketing & Brand Development of over 25 different, independent wineries and wine related accessories to both on and off 

premise retailers throughout the Orange County, Southern California market(s) 

• Grew revenue by 200% from FY07 to FY08 

• Highly successful track record of launching “unknown” brands into challenging market conditions 

• Conceived, developed and successfully launched “Taste of Divino” Wine Festival  

• 3 - 15 independent wineries (brands) brought together to market, promote and sell wine (DTC) 

• Multiple independent venue logistics 

• Conceived and executed all promotion, logistics and branding of the events 

• Train & managed multiple independent sales teams (contractors) 

• Developed & Taught Wine Education Programs thru various events and venues 
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Napa Valley Community Leadership 

President, Coombsville Vintners & Growers Association, 2014 - Present 

Napa Valley Vintners, 2015/16 Premier Napa Valley Bidder Cultivation Team Member 

 

Education 

• Sonoma State University   Winery Management Foundational Level / Compliance Courses 

• International Sommelier Guild     Completed Level 3 Advanced Degree program 

• University of California, Los Angeles  EMT-1A Certification program 

• California State College, Dominguez Hills  Course work in Business & Music Theory 

• De Anza Junior College, Cupertino CA    General Business Education    
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