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Jeff Doty
Professional Bio

Jeff is an engaging, creative, and passionate leader.  Throughout his tenured career 
in the industry, Jeff has succeeded in many roles with the supplier community as 
well as within SGWS.
During this time, Jeff has identified many talented individuals and helped develop 
and grow their careers within the beverage alcohol industry.  In doing so, Jeff has 
been able to grow and maintain high performing teams at various levels.
By collaborating across functional areas such as Finance, Pricing, Commercial 
Operations, Commercial Sales, Trade Development, and Human Resources, Jeff can 
communicate effectively to ensure synergy and productivity are kept at high levels 
across the organization.  Collaboration across these functional areas has created a 
high level of trust and the teams are very effective at solving problems quickly and 
implementing new process.
Jeff was an integral member of the integration team in Indiana in 2016, which 
helped bring together two of the largest wholesale organizations in Indiana and 
create Southern Glazers of Indiana.  Through this experience, Jeff has become a very 
agile manager and able to pivot quickly to meet the high level of demands placed on 
the business.
As a trusted leader, Jeff is frequently called upon by colleagues to help solve issues, 
develop process and policy, and disseminate communication to the organization.
As the father of two daughters, Jeff is passionate about  diversity and inclusion in the 
workplace and has been resolute about the application of our culture of FAMILY 
VALUES to be inclusive.  This has been exemplified by former and current team 
members.
Jeff’s goal is to maintain his passion for the business, desire for personal and 
professional growth, and continuous application of leadership and coaching skills to 
help SGWS be the best organization in our industry.

Jeff Doty-Confidential
“I drive results through clearly defined goals, vision, and positive motivation. I use 

situational leadership to coach and develop individuals, while maintaining trust and 
credibility.”
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Letter of Recommendation
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June 10, 2022

To Whom It May Concern, 

I’m writing regarding Jeff Doty, Jeff and I have worked together since September of 2011. 

Jeff has been a key member of the leadership team helping to form a culture first at Southern Wine 
& Spirits and then again when Southern & Glazer merged in 2016. Jeff was a key leader in the 
transition of both companies (Indiana had the largest footprint of Southern & Glazers) and worked 
to bring both organizations together. Jeff’s deep understanding of the industry and the state 
brought consistent performance in achieving supplier objectives across a wide base of supplier 
partners. 

Jeff also has worked passionately to develop the people who report directly to him. Providing clear 
communication and coaching to bring out the very best of each of his employees. Jeff has created a 
team culture that recognizes great achievement through individual and team recognition. 

I believe that Jeff would do an excellent job leading the team in Florida and has the bandwidth to 
do even more with his vast industry experiences. If you have any further questions or would like to 
speak to me personally, please feel free to contact me.  

Sincerely

Gregg

Gregg Brase 

Executive Vice President, General Manager

Coastal Pacific Indiana / Kentucky



Letter of Recommendation
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JEFF-ON-A-PAGE

Mission

Vision

DiSC Style

Recent 
Achievements

Non-
Negotiables

• Culture
• Inclusion

• Growth
• Integrity

• Commitment
• Accountability

• Passion
• Excellence
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• Lead, grow, and develop  supplier and customer relationships with
high performing teams providing “Best in Class” results to deliver
brand growth, increased market share, and talent development.

• Embed a culture of collaboration and inclusion to ensure leadership in
the market with SGWS teams, suppliers, and customer partners.

• Empower and expect our team to be leaders in the market and
provide a leadership mindset.

• Dominant and Influential
• Commanding, Pioneering, Resolute, Energizing

• SGWS Advanced Leader Program Alumni
• Developed new RTM in 2019 to on board Beam Suntory

• Highlighting NEW Service Division model to provide
competitive advantage in the trade

• New split book model to provide highest possible service to our
supplier community and customer base.

• Initiated necessary enhancements to RTM to accommodate
Constellation on boarding

• Performed 2020 furlough and re-hire of on-premise staff with zero
attrition

• Successfully eliminated free goods model in December 2020, resulting
in 1 bsp in GP growth.

• Implemented 2021 SPP comp model, 150 individual conversations

“I drive results through clearly defined goals, vision, and positive motivation. I use 
situational leadership to coach and develop individuals, while maintaining trust and 

credibility.”



SUCCESS 
ROADMAP

PLAN

CONNECT

PROPOSE

EXPLORE

PROPOSE

COMMIT

BUILD
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• Meet with teams and other divisional leadership to understand
AOP and supplier deliverables.

• Learn WOW as well as roles and responsibilities for leadership teams, Comm Ops,
S&OP, and Ops teams.

• Understand current status “post” pandemic market dynamics in all channels

• One on One meetings with team members to understand roles, career goals,
review IDP’s, and begin to develop relationships.

• Supplier introduction meetings.
• Understand current SPP cadence, SG Proof activation status

• Meet key customers in markets
• Understand market reporting, market pricing, and nuances to business
• Explore finance levers with team and suppliers to understand P&L drivers,

impacts, and opportunities
• Supplier reviews to ensure all deliverable have plans in place

• Propose monthly cadence with supplier community, trade development, and 
pricing to ensure programming and goals are aligned

• Ensure timelines are in place to meet “toll gates” for planning, pricing, goals, and 
incentives on a 90-day horizon

• Propose any new WOW needed based on initial exploration.

• Commit to team development, foster rigorous inclusion, and enable WOW across
divisions and within the teams.

• Enable individuals to grow and meet aspirations via IDP process, continuous one
on one interactions, and feedback

• Commit to deliver AOP

• Build momentum with the teams to define and embed a culture of FAMILY
VALUES and ensure we practice leadership by example

• Meet consistently with leadership for growth and development opportunities
• Build relationships internally and externally to capitalize on opportunities to grow

market share, revenue, and GP
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3 year Performance
Financial Performance Metrics
Spirit Performance
Wine Performance
Channel Performance
 YTD
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Performance Metrics
2019

Revenue Gross ProfitCases

2020
Revenue Gross ProfitCases

2021
RevenueCases



Jeff Doty-Confidential
Jeff Doty-Confidential

Spirit Suppliers
Sales Performance

2019

2020

2021
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Wine Suppliers
Sales Performance

2019

2020

2021
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Channel Sales Performance
2019

2020

2021
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2022 YTD Sales Performance

Revenue Gross ProfitCases

Significant material 
availability issues 
affecting overall 

deliverable
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