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Residence:
123 5th St., Somewhere, XX 11111

E-mail:
asd@aol.com

Telephone:
123.456.7890 (O)







987.654.3210 (C)
References:
Reference relationships/companies/titles are in the context of the reference -not- current employers/titles.

· John Doe: Vice President ABC/Product Manager - Direct Superior/Peer Reference 

jdoe@aol.com, d: 123.456.7890

· Paul Doe: Human Resources Director ABC - Peer/Direct Subordinate Reference 

pdoe@aol.com, d: 123.456.7890

· Dave Doe: HRS Controller/Executive Vice President ABC - Peer/Direct Subordinate Reference 

ddoe@aol.com, d: 123.456.7890

· Bill Doe: Director HR XYZ - Peer/Direct Subordinate Reference 

bdoe@aol.com, d: 123.456.7890

· Bob Doe Managing Director XYZ- Direct Subordinate Reference 

bobd@aol.com, d: 123.456.7890

· Kevin Doe: Managing Director/Vice President XYZ/ABC - Direct Subordinate Reference 

kdoe@aol.com, d: 123.456.7890

· Pete Doe: Director/Division Financial Operations XYZ/ABC - Direct Subordinate/ Subordinate Reference 

pdoe@aol.com, d: 123.456.7890

· Jeff Doe: Senior Vice President GED- Vendor/Partner/Client Reference
jeffd@aol.com, d: 123.456.7890

· Sam Doe: Director GED - Vendor/Partner/Client Reference
samd@aol.com, d: 123.456.7890

· Chuck Doe: Big-5 Partner - Vendor/Outside Consultant Reference
cd@aol.com, d: 123.456.7890

Reference Comments:

All references were positive with respect to Aaron’s performance and skills, several (including Superior and Peer level references) commented on how Aaron made positive career impacting impressions on them, and all would want to hire back/work with/for Aaron again if right opportunities presented themselves.  Though some comments were purposely solicited in an attempt to draw out developmental opportunities for the candidate (i.e., nobody’s perfect/we can all improve), none of the reference felt that any of the developmental issues discussed ever held Aaron back in his job performance.

By the request of the client, references were asked to focus comments in the following macro areas: Candidate’s Ability to Lead & Manage, and Candidate’s Ability to Drive Revenue Growth.  These two categories were then broken up into subcategories.

References were questioned on the Candidate’s Ability to Lead & Manage with questions specifically intending to solicit responses in the following subcategories:  Candidate’s Ability to enroll others in a Vision, Candidate’s Ability to Influence and Mobilize People to Take Action, Candidate’s Ability to Influence an Organization and Drive Change, and Candidate’s Communications Style/Skills.

References were questioned on the Candidate’s Ability to Drive Revenue Growth with questions specifically intending to solicit responses in the following subcategories: Candidate’s Results and Accountability Orientation, Candidate’s Creativity Orientation, Candidate’s Ability to Recognize Opportunities for Product Creation and ability to keep Products Competitive; Candidate’s Relationships with Carriers, Brokers, and Vendors; and Candidate’s Initiative/Tenacity/Work-ethic.

References were also asked to describe Characteristics of individual’s that would have a hard time working with the Candidate, in addition to being asked to describe Developmental Opportunities for the Candidate, with additional reference comments captured as General Comments about the Candidate.

Vendors, outside consultants, superiors, peers and subordinates -all- spoke of the candidate’s creativity, innovation, and success seeing the opportunity for, creating the vision and product offering, and executing on the vision building a very large component of ABC revenue with the very successful Worker’s Comp “Pay as you go” program.

Reference comments are included in a manner to be as close as possible to direct quotes.

Candidate’s Ability to Lead & Manage

· Candidate’s Ability to enroll others in a Vision

Aaron obviously did a good job of getting his executive team lined up behind the vision and strategy for the workers comp program we built with ABC.

Aaron’s vision was to create an easy way for clients to pay for their workers comp insurance he created the Pay as You Go plan which was very innovative, and turned into a very large component of ABC business.

Aaron was able to implement significant improvements in XYZ’s client selection process working in partnership with United Health Care, and took his vision and made it a reality at XYZ.  These client selection improvements are pretty much the talk of the industry.

The one word that best describes Aaron is “leader”.  He sees the strategic vision, and he knows how to get it done – and specifically get it done without leaving bodies in the wake.  He has credibility as a straight shooter.  In my 25 years of corporate history, he’s been the best leader I’ve ever worked for.

He has a lot of ability to communicate at different levels both formally and informally.  He’ll get people together in a room, or at lunch, or in his office.  He’ll describe where he wants to go vision wise, and he asks you genuinely if you think it makes sense.  If you don’t, he really wants to know why and he’s going to listen.  He understands that he can’t know all the details, dot all the “i’s” and cross all the “t’s”, he counts on you and the people around you to do that.  He has the vision, but he also has the common sense to know that he needs other people to accomplish the vision.  He knows how to get people on the same page without overwhelming them of coming off dictatorial. 

Aaron invests a lot of time in communicating a vision to people to make sure it’s understood and that everybody is on the same page.

Aaron gets you to believe that something can be done.  Then he builds on this belief when he adds on to what we should or could be doing.  He gets you to buy in just from his passion. 

Aaron not only is able to come up with a vision, he allows others to have input into the vision.

· Candidate’s Ability to Influence and Mobilize People to Take Action

He challenges people every step of the way, and at the end of the day, he’ll back you 100% of the way.

He gets people bought in and enthusiastic.  That’s all it takes.  The people working for him really respect him as a leader.  Once you have the buy in as a leader, you can get people to do a lot of things.  Everyone I know has spoken highly of Aaron.  Tongue and cheek, I talk about him having a tendency to accelerate deadlines, that’s a two-side sword.  You come up with a schedule to implement and agree to 6 months, and two months into it he cuts it to 2 months, but that’s ok.  He isn’t dictatorial; he’ll listen to you if you really believe it isn’t possible.

Let me put it this way, I’ve never saw Aaron ever have any problem mobilizing people into action.  Aaron is also able to be very hands on when he needs to be.

Aaron issues challenges to people, and he asks you what you think about the challenge.  Example, each department had their own compliance group, and they were all tripping over one another.  He said why don’t you guys see if you can create a central cross-functional compliance group.  We pulled it off.

· Candidate’s Ability to Influence an Organization and Drive Change

Aaron would allow his team leaders to develop their own approach to challenges.

Aaron came to XYZ with a mission to drive change.  Aaron has always wanted to do the right thing versus just sticking with the status quo because it’s what we’ve always been doing.

He came in at a point when there was almost a crisis with the health carrier that we used to cover about 50,000 employees.  Just after Aaron got here we had to bring on a new carrier that covered this employee population.  It was enough of a different type of program that there was a lot of change needed in this organization, and a lot of growing up in terms of how you manage this type of a health plan.   We went through a period of about 8 months where everything we were doing was new to the organization.  It has stabilized and everybody is very happy about how things have worked out.

· Candidate’s Communications Style/Skills
Aaron gave you the opportunity to run your business.  He’d keep his finger on the pulse of your business, but he gave you the opportunity to run your business. 

He was always very inclusive, and astute to personnel issues – the fact we needed diversity, that people enjoyed their work and work environment, and he was very results oriented.

Candidate’s Ability to Drive Revenue Growth

· Candidate’s Results and Accountability Orientation 

Aaron has great ability to keep track of commitments you make.  He follows through and wants to understand where you’re at with your commitments.  He’s never going to be dictatorial. He has an agenda, and he can accelerate that agenda on you in a heartbeat, but as long as you can provide him with a sound business plan or business reason for why you’re where you are, or why you can’t get where you committed to, get to he will buy in.  

The biggest key to being able to do this is communication, communicating goals, objectives and accountability.  Aaron was very good at this - the company as a whole wasn’t, but Aaron was.

What drives Aaron’s success, is that he’s been in most all of the roles he’s responsible for.  If he hasn’t been in a role, he invests a lot of time making sure he understands the role.

· Candidate’s Creativity Orientation

Aaron has a good strategic mind, and is able to look out and to develop good strategic approaches to the market place we were looking at – both from a strategic and critical thinking perspective, but also from an operational perspective in bringing it down to the execution phase.  He demonstrated a good sense of critical thinking and strategic feel for the business Aaron’s company was in.  He is a fast learner and picked up on the nuances associated with various insurance approaches and ingredients that you have to put together to have insurance programs be effective.

Aaron understands the needs of the sales force given he himself has been in sales.

Aaron took a very creative approach when he created the workers comp program that ABC sold.

Aaron saw the opportunity to create a captive insurance capability, and then reduce the cost so you could be more competitive, but yet still bring more money to the bottom line by putting the cash in the corporation’s pocket versus the insurance company’s pocket.  We were also more able to develop our own product and pricing thereby controlling our own destiny versus being subjected to the hard and soft markets of the insurance companies.

Aaron was always very creative in negotiations trying to make it a win-win for both sides.

Aaron has a product mind.  He’s always asking himself, how can we sell this, how can we make a buck.  He’s always trying to understand the applicability of product ideas or offerings to clients.

· Candidate’s Ability to Recognize Opportunities for Product Creation and to keep Products Competitive

Aaron is almost driven in terms of product development and keeping products competitive.

When we go through the budget process, we would go through and analyze a number of key metrics for each department.  He would always be looking at how to improve upon those metrics and efficiencies such as –we expected 75 clients per specialist last year; what’s a reasonable level of improvement?  What if we brought in someone more experienced with analytics; how would this reduce the need and reliance on specialists.  If we spent some money in the near term, what would it do to margins in the long term?

When we rolled out the new insurance agency Pay as you go, this new product was something the market had never seen.  After we had the vision and strategy in place for the product, we had a weekly meeting that everybody dreaded because Aaron had it start at 7:00 AM every Wednesday until we had the product live.  We would discuss where are we, what are the things we have to do to market the product, how can we use the insurance carrier, etc.

Aaron worked very closely with the team when coming up with ideas for new product.  He created a very entrepreneurial environment.

· Candidate’s Relationships with Carriers, Brokers, and Vendors
I’ve learned a lot from Aaron from a negotiations perspective with outside vendors.  He has a very keen sense of when to push the button, when to put the pressure on, when to take the pressure off, what would be a win-win situation for all.  He has very good skills at negotiation sales, contracts, and negotiation –with- the sales team to protect the integrity of the programs they are selling.

.

Aaron will go out and look for the best products that are on the market, and then benchmark them against other products.  Aaron also looked at what are the ways we can cut and carve product up to make it more competitive for our clients.

Aaron is very effective at negotiation.  He’s always focused on the most senior executives with the insurance carrier organizations.  He’s able to white board scenarios with the senior executives and show why we need better pricing – the result being better rates and more margin for us.

Aaron is straightforward and articulate, able to communicate what is needed from a vendor.  He doesn’t back down, yet is focused on developing win-win relationships.

· Candidate’s Initiative/Tenacity/Work-ethic

Aaron will stand up to senior management to make sure he gets his point across in a professional manner.  He is a team player and puts a lot of confidence in the people he surrounds himself with.  He’s very loyal and a man of his word with respect to the commitments he makes.

We went through a total reengineering of our bonus plan.  It required people to assign objectives and create measurements.  It got push back, but Aaron thought it was critical to our future for us to be able to put in a plan that could motivate people, a plan that people understood.  This brought a method to the madness, and Aaron kept this ball rolling in spite of the push back.

· Operational Management

Aaron has demonstrated an ability to hire individuals that can execute, at least that was my perspective as a vendor partner.

Aaron has the ability to be hands on and hands off.  He’s an excellent judge of people’s ability to execute and a judge of people’s ability to execute a vision adjusting his direct involvement accordingly.

Aaron understood how to pull together a team of subject experts, if you will, and allowed them to and relied on them to utilize their expertise.  Everyone worked with Aaron in a real team approach.

Aaron is able to identify areas of improvement rather quickly and move to address those.

Aaron was always interested in letting you share as much detail with him as you felt you needed to share, but he would also let you know when he had enough detail.  Aaron is detail oriented, but he’s not going to let himself get bogged down in the detail.

Aaron will drive an organization hard, but he isn’t unrealistic.

Aaron is willing to roll up his sleeves and understand the entire process before passing judgment.  He would always tell us that he couldn’t direct us unless he understood what we were trying to do.

Aaron facilitates people’s abilities to get the best out of themselves. 

Characteristics of individual’s that would have a hard time working with the Candidate
People that tend to operate on the basis of emotion and experience versus people that operate of the basis of facts and reality.  He’s one of these guys that will say “I hear you, but let me hear the facts.”  Not everybody operates this way.

People that lack leadership capabilities and who are unable to take risks are going to have a hard time working as a direct report to Aaron.

Developmental Opportunities

Aaron is able to form good relationships and has good communications skills.  We as a vendor, at times experienced when he would take a not unreasonable, but a more extreme position, that we would need to resist based on a different perspective on the facts or set of assumptions presented.  We would need to get closer to center.  

General Comments

I’ve known Aaron since he was in his early 30s.  I was really amazed working with him how well he understood the business workings of the business world at such a young age.  How he was able to present himself and interact with senior people that have been in the business much longer than he’s been around.  He is a very committed leader.  He’s very committed to whatever product or program he’s working on.  Once he buys into the program, he is a driver.  He doesn’t stop.  He’s not afraid to work 24 hours a day, and he expects others under him to work just as hard, but he also has the compassion and understanding and gives the rewards for the results.  He has the knack of interacting from the file clerk to senior management all at the same level when communicating vision. 

Aaron is extremely knowledgeable about the various PEO models and what works and doesn’t with each model.

Aaron always tried to approach any situation from a realistic perspective.  Aaron was always very demanding on us as his vendor.  When he’d lean on us to deliver on something where our ability to deliver was “No”, we always worked to something in the middle that would address his needs and we could deliver on and administer.

Aaron is a class act.  What you get with Aaron is a young bright guy that will represent your company very well.  He is a visionary, a leader, and is strategic, able to get people to contribute to whatever project or endeavors the company is involved in.

Aaron is very loyal to his people, and manages “down” to his people very well.  He’s also developed a lot of loyalty with “the troops”. 

For a PEO, Aaron has a lot of great background and experience.  He knows the competition and the market as well as anyone that I’ve ever run into.  

Aaron is also willing to adapt if something isn’t working.

Aaron was very effective at getting across the idea of professionalism; getting people to be well prepared with the presented their ideas, problems, and solutions to individuals and in meetings.  Aaron is very good at getting people focused on customers and in the delivery of excellent service to customers whether internal or external customers of the service you personally provide.
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