Blair A. Brewer

2751 Hennepin Avenue South #162 Minneapolis, MN 55408
Email: blairbrewer@rocketmail.com
Phone: 515.451.0577
Education

MBA, Business Administration, University of Iowa, Iowa City, Iowa 
BA, General Studies, University of Northern Iowa, Cedar Falls, Iowa 

___________________________________________________________________________________

Professional Experience

Southern Glazer’s Wine & Spirits – Minneapolis, Minnesota




2015- Current
Managing 7 Nationally Preferred Suppliers, (Campari, Casamigos, Heaven Hill, Imperial, Luxco, Mast Jagermeister & Fever Tree)16 Secondary Suppliers and 33 Non-Preferred Suppliers. Leadership role as the primary contact for sales programming, pricing strategies, margin negotiations, implementing key initiatives, as well as responsibility for volume forecasting and inventory control of 350K cases across 325 brands. 
Portfolio Manager / Brand Director, Spirits






2015- Current



Select Accomplishments
* Grown portfolio’s GP$ 8% annually on 5% volume growth.
* Launched 18 new suppliers across 6 different categories.

-Serve as New Product & Innovation product launch lead Portfolio Manager

* Created Brand Director trainning and task activity manual for onboarding of new Brand Directors.

* Created and manage statewide tracker for Display, Ads, Menu and Feature’s across all Supplier portfolios
* Mentorship program member, coaching and mentoring 2 employees.

Treasury Wine Estates – Napa, California







2014- 2015
Manage one AA distributor, two A distributors and 4 B distributors. Develop and manage pricing and discounting, marketing and promotional budgets. Responsible for headquarter Chain presentations to Meijer, Busch’s, Hiller’s, Plum Market and Hollywood Grocery. 
District Manager, Michigan







2014- 2015


Select Accomplishments
* Developed 4 brand distribution program resulting in 145 new POD’s (Points of Distribution).

* Managed Innovation launch of 3 products across 4 distributors

Deutsch Family Wine & Spirits – White Plains, New York





2008- 2014
Managed local strategic and tactical Marketing of a 36 brand Wine & Spirits portfolio with one AA distributor and two indirect reports. Developed and managed local pricing, discounting, marketing and promotion budgets. Provided Nielsen data reporting and analysis for distributor and broker sales training for Wines & Spirits brands across Independent, Chain and On-Premise selling channels. 
 
District Manager, Minnesota







2008- 2014


Select Accomplishments
* Received National Yellow Tail distribution award for new item distribution achievement.

* Managed launch of 3 Innovation brands and 8 line extensions.

* Developed Strategic account level planning tool to track goal performance down to account level.
* Created, hired and managed two direct reports (merchandiser positions) for metro Minneapolis territory
* Managed company’s 5th largest territory Promotional budget of $2.6 MM 
- Implemented priced support reduction program - reduced spending by $108,000 
*Implemented local test market with Famous Dave’s BBQ Restaurants which turned into national program.

* Developed and conducted Sales Management training program.


* Adapted training program to Sales Representative level for additional in-unit staff training
*Managed distributor transition from Bellboy Distributing to Southern Wine & Spirits

Rootie Inc. – Ames, IA









2003- 2008
Created concept and built from the ground up an upscale smoke-free Restaurant / Bar & Grille in a unique neighborhood Village concept. Developed food recipes and proprietary specialty drinks menu. Developed both food production and employee training manuals. Developed and implement ongoing business improvement strategies. Prepared and regularly reviewed P&L analysis and provided status report of strategic initiatives with SBA and bank officers. Personally involved in all hiring and staff performance evaluations. Sold Business in 2008.
President /General Manager, Brewer’s






2003- 2008
Select Accomplishments



*Hired, managed, trained and developed staff of 28.

*Reduced beverage costs 5% by implementing innovative buying strategy.

*Increased food sales revenue from 9% to 25% of total revenue
*Reduced overall COGS from 32% to 28%.

*Developed Wine & Spirits taste training classes for customers and local civic clubs.

*Business model used as group case study for William Penn University Graduate program Marketing class.

Sigler Companies – Ames, IA








2006 - 2007

A full-service Advertising Agency focusing on Marketing & Creative Communications that provides end-to-end creative solutions for clients in 48 states and Canada. Position responsible for project management, developing client relationships and providing consultative selling of Agency’s End-to-End solution of marketing services. Managed one direct report, and a team consisting of a Project Manager, Creative Director and Strategy Director. 
Account Executive, Innova Ideas and Services





2006- 2007



Select Accomplishments
* Managed RFP securing a national Insurance Company direct mail campaign.

* Developed Collegiate Licensed apparel retailer program securing distribution in 428 retail outlets.

* Developed ASI strategy and implemented program for booster clubs in the High School segment.

* Served on the company’s internal re-branding task force.

* Grew client list billings by 10% over previous year.

Brown-Forman Spirits America – Louisville, KY






1989-2002

Responsibilities ranged from divisional Business Analyst focused on identifying opportunities through sales data analysis, development and completion of strategic projects for a nine-state region, to on and off-premise channel management positions managing tactical sales, promotional elements, and category management with distributor networks in numerous markets. Analyzed, organized and prepared top line reports based on AC Nielsen data for multiple markets in multiple territories. Managed distributor network changes in two territories. Served as lead test market and developed the distributor and retail planning template for Canadian Mist’s Easy Pour package roll out. Developed and conducted sales promotion presentations to Albertson/Osco, Walgreen’s, Target, Wal-Mart & Sam’s Club, Hy-Vee and Cub Foods chain buyers at regional and national level. Managed distributor category management presentations to chain and independent retail accounts. Executed National Accounts & Regional account trade promotions.


Market Manager, Iowa-Nebraska







1995-2002



Select Accomplishments

* Selected as lead market for Canadian Mist new package test market and national roll out.


* Managed distribution network realignment (Broker termination and hiring) in Iowa.



*Developed and managed field Marketing budget of $1.2MM.

*Managed George Strait Music Festival local promotion, including negotiating sales outlets locations. 
Promotion resulted in single venue sales record of 600 cases of Jack Daniel’s Country Cocktails.



*Managed Tropical Freezes test market product launch, secured 250 frozen section placements in 2 weeks.


*Completed University of Iowa MBA program.


Divisional Business Analyst, Chicago (IL-IN-MO-WI-MN-ND-SD-IA-NE)


1993-1995



Select Accomplishments
* Served on Brand Management test market task force for new product Tropical Freezes.

* Developed National Account price tracking and reporting form for use in National Account presentations.

* Developed laptop users proficiency program to assess staff and division personnel’s competency and identify training needs. Conducted divisional computer training and sales development seminars.


Market Manager, Indiana







1991-1993



Select Accomplishments
* Coordinated joint merchandising venture between Brown-Forman, Bacardi and Olinger Distributing.

* Reduced brand expense 10% by developing distributor performance pay program.

* Developed and Managed companies 4th largest Field Marketing Budget
* Member of National Division of the Year team.

Merchandising Supervisor, Maine-New Hampshire-Vermont




1990-1991



Select Accomplishments
* Received National Brand award for Canadian Mist in New Hampshire for sales accomplishments.

* Managed distribution network realignment (Broker termination and hiring).

Merchandising Representative, Fairfield County Connecticut



1989-1990



Select Accomplishments
* Created World’s largest On-Premise Jack Daniel’s display using 120 cases

_________________________________________________________________________________
Professional Education

Academia Patron - Blue Collar Sales Training - 7-Habits of Highly Effective People course -                                          Alamo: Decision-Making program -
Versatile Salesperson program - Symphony Performance Management Process seminar

_________________________________________________________________________________
Volunteer

Southern Glazer’s Wine & Spirits Mentorship Program - Iowa State University National Cyclone Club Advisory Board 

El Kahir Shrine Club - Ames Morning Rotary Club: Sergeant at Arms, Social Committee

Ames Citizens Police Academy: class Vice President - Somerset Town Center North Property Owners Association: President 

