rajiv iyer

	Objective

	
	Seeking a rewarding career within the Insurance Industry that will offer me a wide range of experiences in Product Development, Underwriting and Operations.  US Permanent Resident and authorized to work without sponsorship.

	Education

	
	UNIVERSITY OF CONNECTICUT                                                                                                                                                                        Storrs, CT

MBA Candidate, Expected May 2005
· Finance & Marketing
EASTERN WASHINGTON UNIVERSITY                                                                                                                                                          Cheney, WA

BA 1990, MIS & Marketing

	Related experience

	
	The Hartford Financial Inc. (Summer 2004)
                                                                                                                                                       Hartford, CT

MBA Intern (Research Analyst)  – Marine Division, Commercial Lines
· Liaison for the Marine Department with the P&C Strategic Research Team in developing the right Research Areas for the Marine Division.
· Developed the Core areas of focus for the Marine Department with the Research team.
· Research historical data, risk characteristics, and competitor practices related to Ocean Cargo coverage.

· Developed an underwriting matrix table used as a basis for the revised Ocean Cargo rating methodology.

· Researched past Hit and Yield Ratios and developed a factor model to help forecast future ratios at the beginning of each month.

· Facilitated development of Marine Operating Plan initiatives. 

· Active participant in brain storming sessions in regards to Automation and Operating strategies.

· Developed the complete Metric Measures for Marines’ New Center Strategy based on Balanced Scorecard Methods.

· Facilitated deployment of the above metrics for the Center Strategy by working with the MIS reporting group and the Marine Project Manager.
ICG Communications Inc. (June 2002 to Aug 2003)
                                                                                                                                            Atlanta, GA

Industry:  National CLEC with VoIP Product Offerings - Telecommunications
Partner Account Manager

· Led a team of 10 Agents in the Atlanta Market.  Recruited and trained new agents in the Atlanta Market to represent ICG Communications Inc. 
· Developed marketing plan and implementation strategy for the Partner Vendors in the promotion and launch of the new VoIP Business Product in the  Southeastern US.

· Negotiated length of contract, residuals, and commission structures for the agents depending upon the strength of each agent and their markets. Customized sales and marketing program to fit the business styles of the agents to maximize ICG’s exposure to their markets.
· Developed new business in the Atlanta market by providing innovative services for medium to large sized business such as HomeBanc, Ecomm Security, Fulton County etc., which increased revenue in the Midtown Atlanta market by 200% and increased utilization of fiber in the market.
· Developed business plans to sell senior management on the need to increase fiber construction in the Atlanta market by performing ROI analysis, analyzing costs in construction of new fiber, and after negotiating terms of entry with the various property management companies in the desired area.  Management approved the building of new fiber routes in Atlanta.
Actel Integrated Communications Inc. (Nov 1999 to Sept 2001)
                                                                                                                  Birmingham, AL

Industry:  Regional CLEC with Business Voice and Data Offerings - Telecommunications
Branch Sales Manager 

· Led a team of 35 people in the branch.   Led a failing branch to be the top performer in three months by revamping the order processes, sales staff, and by effective target marketing.  Consistently met or exceeded branch revenue targets for the rest of the life of the company.
· Developed marketing plan for all Voice and Data offerings for the Birmingham market in co-operation with the Operations Management team in the Birmingham Division.

· Successfully implemented the new strategy in the Birmingham market by pro-actively aligning the company with leading business I the city and by actively promoting the solicitation of new businesses performed by the new hired and trained sales staff.

· Worked closely with the Senior VP of Marketing in developing launch strategies for new product offerings in the market.

· Developed and implemented metrics to track customer satisfaction, sales promotions effectiveness and to track employee performance.  These metrics were later implemented across the company’s various branches.

· Recruited, trained, and motivated new Sales Personnel for the branch and reorganized the teams to target market segments that were profitable.  

· Reorganized role of operations in the branch by involving them in the business development process.

· Changed the ordering process in the branch to meet P&L requirements resulting in savings of 20% in costs and 40% in processing time.

US West Communications Inc (Nov 1998 to Sep  1999)                                                                                                                                     Seattle, WA

Industry: Regional Bell Operating Company - Telecommunications

Account Manager 

· Managed a module of 600 medium sized businesses and increased sales and met revenue quotas from it.

· Negotiated long term contracts with accounts such as Amazon.com, GMAC, etc. that provided them with customized telecommunication solutions.

AMES International Inc. (July 1990 to October 1998)                                                                                                                                       Tacoma, WA

Industry: Packaged Consumer Goods

National Sales Manager

· Developed new products for the Consumer Packaged Specialty Foods Category for the company from research and developing various target markets for the products.

· Increased market presence of AMES’ products from just the Northwest region of the US to include all 50 states and Guam by negotiating agreements with various new agents, brokers, and wholesalers in the different regions of the country.  Led a team totaling 10 direct sales people, 8 Broker Agents and other sales staff of wholesalers.

· Created market strategies for different markets by developing new product mix for each market segment, to help smooth out seasonal fluctuations in yearly sales and to maximize production.  Developed and initiated a private label program in conjunction with retailers such as Wal-Mart, K-Mart, Target, etc. and with Club Stores such as BJ’s Wholesale Club and Costco to help increase overall yearly sales for the company.
· Developed products for the Asian markets such as Hong Kong, Taiwan, and Japan. 

· Oversaw all aspects of  the opening of the new offices in Japan and Hong Kong.
· Negotiated new private label contracts with the above stores by understanding their customer’s buying behavior, pricing sensitivities, and overall market analysis which helped increase profitability for the candy and nut section of the stores and made better utilization of our production facilities.

	other

	
	Languages: English, Hindi, Urdu, Tamil, Malyalam, some Arabic


Community Involvement:  Mentor for troubled high school students at South Seattle Family Center from 1995 to 1999.
35 arbor way #4, ellington, ct 06029:  home: 860-872-1620: cell: 860-593-3716: rkiyer@comcast.net

