Summary
· Over 9 years experience in statistical analysis and data mining with over 4 years of predictive modeling experience
· Diverse business background including Marketing, Sales Operations, and Call Center Operations
Core Competencies


(Predictive Modeling
      (Process Automation

(Campaign Creation / Measurement

(Data Mining
 
      (Report Design / Measurement
(Marketing Analysis                 


(Statistical Analysis
      (Project Management

(Lifecycle Marketing
Professional  Experience

FIDELITY INVESTMENTS (1997-2008)

Manager – Marketing Analysis 
· Utilized data mining and statistical techniques such as Decision Trees, Linear Regression, Logistic Regression, and Cluster Analysis, to select Advisors for sales and marketing contact.  Major models included:
-     Identification of Advisors for fund and asset class cross sell campaigns for the purpose of increasing 

                              customer loyalty
-     Identification of Advisors with increasing and decreasing sales momentum for use by the sales group
· Managed predictive modeling and implementation of sales initiatives such as customer segmentation strategy, cross sell and customer retention campaigns, sales trend identification, event attendance targeting, and the development of targeted lists for outbound call, email, and direct mail campaigns

· Provided analysis for Senior Management to support key business decisions including new customer trends, customer retention analysis, customer lifecycle analysis, prospecting success, and firm sales opportunities, 

· Managed multi-step prospecting process that involved contact through multiple marketing channels including:
        -     Field Sales group and one on one visits

-     Inside Sales targeted follow–up calls

-     Email with personalized web link

-     Web visits    
· Trained team members on the utilization of the Inforsense tool as well as basic data mining and predictive modeling principles
· Provided monthly analysis of the success of sales force contacts, conference calls, consultant visits, Advisor meetings, etc, by determining sales lift vs. a control group
· Worked in conjunction with various Marketing groups to ensure seamless execution of marketing campaigns
Sr. Business Analyst - Inside Sales

· Determined design requirements and develop reporting for Inside Sales Management
· Responsible for the implementation of goal driven activity reporting for Inside Sales 

· Created a “Flashlight” tool offering historical trending & multi-level comparison business intelligence on key Inside Sales measures 
· Responsible for the automation and production of accurate and timely reporting for Inside Sales Management: Ongoing reporting included reporting for sales force incentive competitions, lead management, activity measures, daily operational reporting, monthly sales force detail reporting, and vacation and coaching reporting
· Worked with all levels of the Inside Sales organization to analyze productivity trends and resource management processes with the purpose of identifying opportunities to implement changes that would help increase sales potential
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Business Analyst / Call Volume Manager – Inside Sales

· Implemented an automated scheduling process for Inside Sales. This process decreased Associate Manager scheduling time from 30 hrs to 2 hrs per week
· Created databases for both vacation management and sales coaching management.  Both tools increased manager productivity, added consistency to the processes, and created the ability to track and manage both activities with added intelligence
· Responsible for managing resources within the sales organization to assure a daily inbound call handling service level of 85%
Scheduler / Business Analyst – Client Services

· Created weekly schedules for an inbound group of over 60 employees.  Monitored service levels throughout the day and adjusted off phone activities and resources to result in a 90% service level each day
· Forecasted and analyzed inbound call volumes and prepared Client Services management on resource requirements 
Broker Dealer Service Specialist – Client Services

· Serviced and supported Broker Dealer and Institutional clients on multiple aspects of the fund product line
PUTNAM INVESTMENTS (1996-1997)

Dedicated Services / Golden Scales Services

· Serviced and supported high net worth and key firm clients on entire Putnam Investments product line 
Technology skills

Modeling / Statistical Analysis:    Inforsense 4.1 (similar to SAS Enterprise Minor)
Data Mining:    Business Objects, Oracle, MS-Access (Microsoft Access) 

Campaign Management:    Unica, Oracle Marketing Online
Languages:    SQL
Reporting / Presentations:    MS-Excel (Microsoft Excel), MS-Word (Microsoft Word), MS-Power Point (Microsoft Power Point) 
Scheduling / Call Routing:    IEX Scheduling Software, Telecom Reporting – Crystal Reports
Professional  Recognition / Training
· 2006 - Inforsense Annual Users Meeting / Training, Boston
· 2005 - Inforsense Annual Users Meeting / Training, Boston

· 2004 - Business Objects Training

· 2004 - Intermediate SQL    

· 2003 - Recipient of the Fidelity Service Quality Award
· 2002 - Completion of the Dale Carnegie Course
· 2001 - Advanced Microsoft Access
· 2000 - Advanced Microsoft Excel 
· 2000-2001 - Recipient of multiple On the Spot Rewards  
Education

Rhode Island College:    B.S. Marketing 
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