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SUMMARY
Dynamic and high-energy professional who has tactically led teams to meet company objectives.  Results oriented individual with commercial technical expertise and longstanding excellent reputation with insurance carriers.  Professionally thrives in the challenging insurance industry.    

______________________________________________________________________________
PROFESSIONAL EXPERIENCE
Vice President - Director of Marketing 



Mar. 2015 to Nov. 2016
Brown & Brown of Oregon
Daily direct oversight and budget responsibilities of half a dozen insurance professionals including those in marketing and producers in training as well as the “go to negotiator” for 15+ producers and account managers in Oregon and SW Washington
Strategically worked with carriers and fellow agency leaders to identify meaningful new business opportunities  
Implemented specific office strategies to increase revenue with existing clients  

Proactive teambuilding which improved working relationships and communications between stakeholders including producers, account managers and marketing professionals  
Successfully recruited and onboard employees as well as ongoing performance reviews for employee mentoring needs, goal setting, salary adjustments, bonus and PTO approval/tracking 

Led effective individual team meetings with marketing, producer/account manager and carriers
Chief liaison between carrier underwriters, carrier leaders and agency teammates with superior reputation, coverage and interpersonal skills to get deals done

Leading communicator to all commercial teammates of carrier newsworthy topics and in-office continuing education opportunities

Reviewed/modified all new and updated carrier, MGA/MGU and wholesale contracts

Implemented new submission strategy that carrier underwriters now refer to as “top of stack”

Tactically led carrier/wholesaler consolidation to create greater synergies
Produced some business and key part of recent agency acquisition
In the field for prospect meetings, final proposal meetings and key member of RFP team
Agency council member for Hanover and formerly ACE

Regional Commercial Manager




Sept. 2010 to Mar. 2015 
American Hallmark Insurance Company
Goal Setting and strategic leading
Most senior leader in the Northwest and member of countrywide commercial leadership team for American Hallmark Insurance Company
Quarterly meeting with stakeholders for each state to monitor results vs. goals

Employment Practices Liability Practice Leader

Tactical Implementation
Collaboration in bimonthly meetings with underwriters to track key metrics

Led the change in renewal strategy after analyzing actuarial data to increase retention on more profitable accounts

Developed business case to enter 2 new territories
Managed development of Facebook, webinars and other marketing collateral

Part of development and implementation team for “Express Quote” 
Drove new product offerings, agency training and underwriting training
Agency Consultant






Mar. 2010 to Sept. 2010
Lead Agency Principal in reducing E&O exposures, improve interaction with underwriting, make coverage and risk management recommendations on larger accounts, identify coverage opportunities in existing book of business, assist with client presentations, negotiate new and renewal revenue opportunities as well as other revenue driven strategies.
Multiple responsibilities
Beecher Carlson Insurance Agency




Feb. 2008 to Jan. 2010
Branch Manager Training – Hired by and reported to the Executive Vice President to manage several key profit needs.  Analyzed quarterly division reports and gave recommendations.  One of the recommendations I implemented and managed over 4 branch offices was to roll $1,300,000 of business to Travelers.  Worked with staff to achieve a 98% client retention.
Account Executive - Developed and maintain effective business to business relationships with decision makers and strategized with clients on all facets of their insurance and risk management needs. Analyzed existing insurance programs for weaknesses and improvements. Produced new business accounts. Analyzed P&L statements to identify trends. Negotiate with multiple carriers.

Sales Coordinator - Led top line growth by working with agents to grow their business.  Implemented strategies to identified new business opportunities, met with producers 1 on 1 to track results.

Marketing Manager - Presented Oregon's best insurance specifications to multiple insurance companies, analyzed proposals to determine best program. Prepared and presented detailed proposals to business owners along with producer. Managed key carrier relationships to obtain great new business and renewal terms.  Developed several RFP.
Agency Owner/Principal





Mar 2007 to Feb. 2008
Palmer Glacier Insurance & Risk Management LLC
Start up venture to successfully achieve the President’s award (top 5%)

Identified, hired, trained and lead sales team to write new clients.  Sold in 2008







Commercial Underwriting Officer




Oct. 1999 to Feb. 2007

Travelers Insurance Company






Grew Middle Market top line written premium from 1.2M to over 8M.  Led the Oregon branch for several years with new business production with attention to service needs of existing clients. Relationship Manager for all business units for large Portland agent.  Enterprise management focused to get several agencies to have at least 6 business units over $250,000 in written premium.  Deep knowledge of Property, General Liability, Auto, Inland Marine, Equipment Breakdown, Electronic Data Processing, Umbrella, Excess, International, Workers Compensation, Employment Practices Liability, Crime & Fiduciary programs.

University of Oregon - Economics/Business Administration
Oregon Insurance License since 1994
Proficient with Microsoft Office products

References available upon request
