
eric j. miller, CIMA
	10545 Black Elk Way• Colorado Springs, Co 80908 • Phone (719) 532-0688 

fax (719) 532-0698 • ericjamesmiller@gmail.com

	Objective

	
	Utilize extensive leadership, sales and marketing experience to obtain a position in Marketing, Investment Sales or Sales Management with an innovative money management firm or Real Estate Investment Company.

	Professional Experience

	June 2007-
Present
	Redstone Interests, LLC                                                                                                                                              Denver, CO

Senior Vice President of Sales and Marketing
Solely responsible for the overall sales and marketing functions of a start-up Real Estate Sponsor.  Presently acting as National Sales Manager for a 3 person wholesaling team.  As Head of Marketing, leads a team of 3 marketing specialists and has developed overall messaging, brand recognition, market presence, web presence and strategy through various local and national mediums.
· Responsible for sales forecasting, department budgeting, profit/loss and staffing reporting directly to the CEO.
· Leads the complete sales activity and strategic distribution to the Independent Broker Dealer channel and is developing alternative tactics to reach the Registered Investment Advisor and other High Net Worth financial advisors.
· Permanent member of the firm’s Real Estate Investment Committee which evaluates and monitors every possible acquisition.
· Secured and closed initial distribution agreements that will lead to an on-time closing of several 1031 TIC transactions.
· Expanded product line to diversify revenue streams:  Initiated a process that takes new concepts from idea generation development, design and eventual implementation.
· Manages sponsoring broker dealer relationship and the formation of our own limited purpose Broker Dealer.

	June 2005-
April 2007
	Dividend Capital Group                                                                                                                                               Denver, CO
Vice President of Sales, Middle Market and Institutional Group

Responsible for the sales and marketing of multiple real estate based investment products including Non-traded real estate investment trusts, mutual funds, separate accounts and 1031 Exchanges.  Have complete responsibility for building and developing a new sales channel for the firm.
· Developed sales, marketing and training materials for Registered Investment Advisor market
· Involved as a speaker representative of the firm at multiple Broker Dealer, Registered Investment Advisor., and money manager conferences.
· Sole responsibility for the sales effort for Dividend Capital Investment’s line of publicly traded Real Estate investment vehicles including mutual funds, money manager platforms and wrap products.

· Integral in the firm’s development of the first ever high net worth Real Estate products. 

	June 2003-

Feb 2005
	Bank of America                                                                                                                                                San Francisco, CA

Director, Pacific North Region, Investment Services Group

As a Regional Investment Consultant, held sole responsibility for education, training and sales of Fee-Based Products to 300 Financial Advisors within Bank of America Investment Services, Inc.  Represented total product line including Separately Managed Accounts, Mutual Fund Wrap, Multi-Strategy Accounts, Fee-based Brokerage and Alternative Investments including Hedge Funds and Private Equity.

· Number One Region Nationally, Top Sales Producer of 7 in the BAI distribution channel.

· Exceeded sales targets: Total 2004 Production of $925 Million, versus a goal of $680 MM

· Increased Regional Assets Under Management by nearly 100% from 2003 year end totals.

· Consulted one-to-one with Advisors to help transition from transactional to fee-based business

· Closed several very large cases ($10 MM+):  Assisted financial advisors in asset allocation, manager selection, analysis, case design, formal presentation and strategy implementation.

	October 2001-

May 2003
	Morningstar Investment Services                                                                                                                      San Francisco, CA

Regional Sales Director

Responsible for marketing Morningstar’s Managed Portfolios program to Registered Investment Advisors, Broker Dealer Affiliates, and Independent Financial Advisors in the Western and Southwestern Regions.  Facilitated the design, development and implementation of the product and online services.

· Leveraged existing relationships to secure productive client base of 1500 advisors in minimum time.

· Raised new assets of $30 Million from zero starting point in eight months of active production.

· Converted more than 25% of client base from prospect to producer:  led all regions nationally.

· Executed selling agreements and contracts with several National Broker Dealers:  Single-handedly owned the sales process from prospecting through total technical integration.

	November 2000-

September 2001
	FOLIOfn Institutional                                                                                                                                        San Francisco, CA

National Accounts Manager

Responsible for developing, maintaining and managing sales relationships with the entire spectrum of Financial Services Organizations including Registered Investment Advisors, Independent and Affiliated Financial Advisors, Money Managers, Brokerages (regional, national and independent) and Banks.

· Built a client base and book of business from ground zero:  Engaged more than 300 productive clients.

· Accountable for the training and oversight of an affiliated team of 10 individual sales professionals.  Responsibilities included developing sales plans, quotas and goals and day-to-day management.

· Wrote comprehensive and detailed sales and marketing plans utilized company wide and with partners.

· Doubled overall number of selling agreements in less than four months.

	May 1996-

September 2000
	SEI Investments and SEI Trust Company
                       Oaks, PA

Senior Account Executive, Investment Advisory Group

Direct sales of multifaceted asset management program and full service advisory practice consulting to registered investment advisors serving the high net worth and institutional marketplaces.

· Responsible for new business development and client support for Northern California and Alaska.

· Raised gross new assets for 1998 of over $249 million, an 87% increase from 1997.

· Expanded 1999 production to $550 million, 120% increase and led all regions finishing 145% of target.

· Region ranked 1st out of 14 in developing Registered Investment Advisory relationships with 50 new productive clients in 1998, a 40% increase from previous year, 1999 increase of 30%.

	August 1988-

April 1996
	United States Air Force, Major                                                                                                     
                            Charleston, SC

Senior Standardization and Evaluation Navigator, C-141B Aircraft

Decorated crew member during Desert Storm and overall responsibility for the training and proficiency of 90 individuals.

	Education

	1991-1993

1983-1987

Nov 2004
	Webster University                                                                                                                                                    
Charleston, SC
· MBA, Management: Graduated With Honors, Grade Point Average:  3.83.

United States Air Force Academy                                                                                                                
Colorado Springs, CO
· BS Behavioral Sciences and Engineering.

Certified Investment Management Analyst, (CIMA)
Licensed NASD Registration Series 7 and 66

	references and other information

	
	Available upon request.
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