PHIL BOYLE
25 Paper Chase Drive, Farmington, CT 06032
https://www.linkedin.com/in/philboyleins/
pboyle50@gmail.com
 (860) 212-0129
HEALTHCARE EXECUTIVE
Customer-centric sales professional with uncompromising ethics wins new business and maximizes growth opportunities of established accounts to support sustained organizational growth. Through consultative selling, delivers increased value to the customer achieving long-term client loyalty. 
Regarded as an authority on state and federal legislative healthcare reform. As an engaging presenter, I am frequently invited to provide insight into the changing healthcare landscape.
A genuine relationship builder that has cultivated a wide network of insurance carriers, trade associations, insurance professionals and lawmakers. 
PROFESSIONAL EXPERIENCE:
Connecture, Brookfield, WI
2015 to 2016

Director, Strategic Accounts







         (2 years)
· Played a vital role in Connecture/DRx’s continued expansion into the Medicare market, identifying opportunities to improve client performance and leveraging technology to promote change.

· Assumed sales responsibilities including the pursuit of potential new clients. Delivered 50% of the new client deals in my division and grew existing book by approximately 33%. Upsell win rate was 70%.

· Continuing the proven track record of a top producer and account manager, negotiated client contracts to obtain favorable terms, achieving an impressive 100% renewal rate. 

· Managed ongoing relationships with assigned accounts, serving as the liaison between clients and key internal stakeholders to ensure an optimal mix of products and a successful partnership. 
· Represented the company in an official capacity as a vendor and attendee at the NAHU, SIIA, Defined Contribution, Medicare Supplement and other industry conferences.
Access Health CT, Hartford, CT 
 2013 to 2015
Sales Manager/Business to Business Outreach Manager




         (1y10mos)


· Led the development of a successful broker delivery channel that outpaced expectations, with 35% of Commercial Plans (QHPs) sold in the healthcare Exchange coming from brokers, which far exceeded the projection of 6% of QHP sales through brokers.

· Developed and implemented strategic marketing plans and optimized sales efforts for all broker delivery channel segments, developing the unique sales opportunities presented by each channel.
· Participated in the design and implementation of product offerings and online sales support systems.
· Implemented standards, policies, and procedures for training, certification and continuing education of brokers. Tripled the targeted number of brokers to be trained from 250 to over 750.
· Represented the organization at meetings involving key stakeholders including brokers, corporations, business groups, trade organizations, unions and Chambers of Commerce.
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First Niagara Risk Management), Norwalk, CT
 2012 to 2013

Vice President of Business Development





         (8mos)
· Presented to key stakeholders’ issues related to healthcare reform, which helped with strong client retention. Introduced a regular health care reform seminar called “Friday’s with Phil”. 
· Successfully introduced First Niagara Risk Management to clients and prospects in Central Connecticut and Western Massachusetts leading to an increased number of clients. Increased clients base by 20%.
· Built relationships with sales channel partners including CPAs, financial advisors and attorneys.

The Health Consultants Group, Plainville, CT 
1995 to 2012
Vice President                






                            (17years)
· Grew accounts from zero (0) to approximately 500,000, while managing staff, expanding agency footprint, and overseeing day to day operation in three states. 

· Oversaw and mentored a sales team of brokers in three states. Managed a client service staff of 20 in three states.
· Helped in managing and growing an agency from zero to an approximate $5 million book of business through sales, managing operations, strategic planning and creating marketing plans. 
· Assisted in the creation and start up of The Benefit Center, a subsidiary company that offered and managed Flexible Spending Accounts and Health Reimbursement Arrangements, increasing agency product offerings, which led to 100% increased sales of these product lines to existing large clients.  
· Spearheaded the Long-Term Care insurance, Buy-Sell insurance, Second to Die insurance, and Key Man Insurance product lines that resulted in approximately 75% of sales. 
· Built long-term client loyalty. Maintained average client relationship for 12 plus years. 
PROFESSIONAL ASSOCIATIONS:
National Association of Health Underwriters: Member, 2007 to present; Board of Directors, 2009 to 2012
National Association of Insurance and Financial Advisors: Board of Directors, 2009
Society for Human Resources Management: Member, 2007 to 2013
SPECIAL RECOGNITION/AWARDS: 

Appointed by Connecticut Governor to Sustinet Healthcare Cabinet: 2011 to 2013
Awarded Legislative and Advocacy Award by CTAHU: 2013

VOLUNTEERISM: 

St. Patrick Church’s Immaculate Conception Shelter Dinner ministry
Knights of Columbus, charter member of two councils

St. Patrick’s Parade, New York City, Formation Committee

Geno Auriemma’s Fore the Kids Charity Golf Tournament
EDUCATION:
Bachelor of Arts, Political Science, Marist College, Poughkeepsie, NY (1985)
Licensed Health and Life Insurance Producer in Connecticut and New York.

Healthcare Reform: 2010 ACA Law (read entire law) “OBAMACARE”
Sales Training: Challenger, Spin Selling, VITO Selling and Steve Schiffman.
