Brian A. Hamilton
4945 Wood Avenue
White Bear Lake, MN 55110
651-426-0850 Home • 651-368-2758 Cell
gfbhamilton@msn.com

Professional Summary

Business and sales manager with extensive experience in marketing and supervising a sales territory. Proven experience in managing sales and operations, while developing and increasing market share and revenue at a corporate level.

A recognized leader with innate ability of motivating others to achieve maximum results. Competitive with a strong sense of urgency, takes the initiative to get things done. A team player, who has a positive impact on the professional development and training of others.

Employment History

ErgoGenesis/Bodybilt Seating, Navasota, TX
June 2007-February 2011
Territory Sales Manager-Manufacture Representative
(Recruited)
Responsibilities:
Maintain and develop profitable sales volume consistent with the company’s goals. Increase the awareness of ErgoGenesis and its product lines. 
Responsible for a four state territory (Minnesota, Iowa, North Dakota, South Dakota).
Develop relationships with key decision-makers and CRM Sales Force.

Accomplishments:
· Medtronic $173,000 in revenue 2010, 34% increase from 2009
· US Marshal Minneapolis $45,000.00 single order in 2010
· State of Minnesota sales exceeding $65,000.00 in 2010
· Hennepin County over $97,000 in 2009
· Washington County 911 Center

Office Depot, Plymouth, MN
July 2006-June 2007
Business Development Manager II (Contract Furniture)
(Recruited)
Responsibilities:
Prospect and identify large systems furniture opportunities.
Increase office furniture revenue from 1.4 to 2 million annually.
New business to business development, maintain relationships with current clients and key decision makers.
Presentation to prospective clients.

Responsible for a four state territory (Minnesota, Iowa, North Dakota, South Dakota).

Accomplishments:
· Created a contract furniture department
· Retained national account (National American University)
· Achieved 29% GP fourth quarter of 2006
· Department generated $894,000 in the fourth quarter of 2006

GF Office Furniture Ltd., Gallatin, TX
September 2002-July 2006 & April 1998-October 2001
District Manager-Manufacture Representative
(Recruited)
Responsibilities:
Responsible for a four state territory; Minnesota, North Dakota, South Dakota, Northern Wisconsin. 
Develop new business and distribution dealerships.
Maintaining relationships with end-users, dealerships, architects and design firms. 
Presentations to prospective clients, lead sharing and end user support, product and installation training. 

Accomplishments:
· Increase sales revenue by 46% in the first three-quarters of 2005
· Standardized Mystic Lake Casino & Hotel on GF (OPS) panel systems in 2001
· GSA, increased revenue at the Minot Air Force Base in 2004 by 75%
· Increased dealership distribution in North Dakota from 0 to 5 
· Increased dealership distribution in South Dakota from 0 to 3
· Responsible for gaining national accounts (National American University) $500,000 in sales first quarter of 2005
· Increased revenue at Mystic Lake Casino & Hotel by $350,000 in 1998
· Giza (CAD design)

Office Systems & Design, St. Paul, MN
October 2001-September 2002
Account Executive
[bookmark: _GoBack](Recruited)
Responsibilities:
Increase new business, maintain existing account base, over see project management. Convert GF dealerships over to Office Systems & Design.
Development of marketing and advertising programs.

Accomplishments:
· Responsible for increased revenue in the first six months by $225,000
· Secured Lockeed Martin
· Increased new business (dealerships) by five in the first four months
· Retained St. Peter Hospital and Mystic Lake Casino & Hotel

Volunteer:
Eagle Brook Church-White Bear Lake MN.
