BRAD AMMON 
14124 Blue River Trail, Broomfield, CO 80023
303-947-2658                        bradammon@comcast.net


PROFESSIONAL SUMMARY
Highly qualified and creative sales and marketing professional with a strong and diverse background in business-to-business account management, outside sales, marketing, management and customer service.  Extensive skills in relationship building, strategic account management, consultative selling, territory management, and strategic planning.

PROFESSIONAL EXPERIENCE 
eESI – eEmployers Solutions, Inc., Broomfield, CO  							2013-2014
Business Development Manager
· Researched, prospected, qualified, and consulted with business owners and C-level decision makers to assess their specific situations and provide solutions to help their organization.
· Helped small and medium-sized businesses solve problems in the areas of Human Resources, Employee Benefits, Workers’ Compensation, and Payroll Administration.  
 
[bookmark: _GoBack]Hibu / Yellowbook, Denver, CO										2012-2013
Corporate Sales Consultant
· Acted as a marketing and brand consultant by evaluating and recommending specific marketing and advertising solutions that helped organizations with their marketing and advertising needs including SEM and SEO.
· Explored numerous possibilities for growing the revenue base of existing accounts as well as prospecting and closing new business accounts in a geographic territory. 
· Identified key C-level decision makers and quickly assessed potential marketing needs of the organization. 

Staples / Corporate Express – Corporate Accounts Division, Denver, CO					2007-2011
Business Development Manager
· Successfully closed new business-to-business outside sales in a geographic territory through dedicated cold calling, telemarketing, networking, email marketing, trade shows, and other prospecting means.  
· Credited with selling the largest facilities supply new business win for 2010 worth over $600,000 annually.
· Assisted executive team in the development and implementation of employee referral program leading to increased sales of over $40,000 annually.
· Increased market productivity by providing effective training and being a Mentor to more than 12 Interns and new Business Development Associates over a two year period. 
· Consistently met and exceeded monthly and quarterly revenue goals by initiating a follow up system. 
· Western Region – Business Development Associate of the Period – P-9, 2010
· Market MVP – Sept. 2010, Oct. 2010, Dec. 2010

Syncroness – Innovative Product Development, Westminster, CO				 		2005-2007
Marketing & Sales Coordinator 
· Promoted innovative product development and outsourced design engineering services to C-level management of large medical, consumer, industrial, and aerospace organizations.
· Designed, proposed and implemented strategic alliance/channel sales program leading to a stronger more sustainable relationship with a broad range of accounts leading to a 15 percent increase in sales.
· Identified and sold over $1.0 million worth of consulting services in 2006 through effective email marketing and various prospecting activities.
· Assisted with marketing and sales development planning as well as built and maintained marketing database.
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Community Financial Credit Union, Broomfield, CO							2002-2005
Business Development and Marketing Manager 
· Organized, planned, and directed all Credit Union business-to-business sales and marketing activities through the expansion of existing corporate accounts and acquiring new business accounts.
· Increased sales and customer penetration over 20% through creative sales and marketing promotions. 
· Researched and evaluated competitive environment and implemented product positioning strategies.
· Designed quarterly newsletter, various advertising, and other marketing collateral.
· Developed and implemented a corporate ambassador awards program.

Global Crossing – Teleconferencing Division / now Level 3 Communications, Westminster, CO		1992-2001
Account Manager – Strategic Accounts (1998-2001)
Account Development Manager (1996-1998)
· Management responsibility for specific Fortune 500 strategic clients, such as: Wells Fargo, Kimberly-Clark, Target, General Mills, Northwest Airlines, and United Healthcare.
· Established strong, effective, and sustainable relationships with executive decision makers of existing and potential audio, video, and web teleconferencing customers.    
· Coordinated specific functional teams to ensure successful sales process and overall customer satisfaction. 
· Conducted comprehensive verbal and visual presentations on strategic account plans.
· Instructed and Mentor to more than 14 new Account Managers and Junior Account Managers over a four year period. 
· Attained over 200% growth within top five accounts over a three-year period and increased revenue over $7 million. 
· Consistently met and exceeded quarterly and annual sales revenue goals.
· Worked with Product Development, Marketing, Engineering, and Operations teams to develop and implement a new innovative product solution which we later successfully launched.  
· President's Club Award, 1998. 
· President’s Award – Outstanding Sales Performance and Leadership, Q3 1998.
· Numerous other leadership and revenue awards. 

Operations Leader / Call Center Management (1995-1996)

Customer Service Representative (1992-1995)

EDUCATION
Master of Business Administration (MBA): General Business with honors
Regis University – Denver, Colorado

Bachelor of Science: Business Marketing
Metropolitan State University – Denver, Colorado
