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	Anne Weis

	Objective
	High energy and talented self-starter with proven experience in providing consumer and product sales. Delivered exceptional service to key accounts and healthcare providers in the health insurance industry. Over 20 years of combined experience in sales, marketing, provider relations and contracting in healthcare industries. Overall, to obtain a position in the business sector and contribute to organization’s success.

	Employment History
	

Enrollment Specialist 

 (
Responsible for contacting prospective students to gain commitment to transfer students to admissions representative located in the United States and Canada
Utilizing LAER selling model
Ranked  #1 in production, success rates, and adherence
Promoted to a leadership position to train employees techniques to increase individual success rates
Designated to present in staff meetings
Selected to meet with management team to develop  skill set for prospective students
Computer skills work with multiple systems
)








	

Corinthian Colleges










	02/2014-Present






 




	
	Marketing Representative
	Rocky Mt Auto Glass
	11/2009-02/2014

	
	 (
Responsible for leading and managing sales and operations teams toward the attainment of sales and profit goals.
Built and maintained influential relationships with insurance agents and fleet accounts which exceeded $150,000 in revenue.
Designed and implemented market plans and promotional programs which increased volume and profit with major insurance accounts.
Implemented employee incentive plans, trained new account managers.
Performed sales presentation to new clients.
)
	
	

	
	







National Provider Service Representative
	WellPoint – Blue Cross Blue Shield
	05/2009-11/2009

	
	 (
Responded to provider question via telephone and written correspondence regarding insurance benefits, provided contracts, eligibility and claims
Documented provider inquiry outcomes in great detail for accurate tracking and analysis.
Developed and maintained positive provider relations by managing request, answering questions, utilizing strong analytical skills to solve problems related to claims payment, eligibility, authorizing
Educated providers on health care plans ,products, policies, and procedures
)









Advertising Consultant 
	









Idearc Media, Verizon, Yellow Pages 
	









07/2006-11/2008

	
	 (
Responsible for selling print and online advertising solutions to small and medium size businesses
Utilized creative prospecting techniques to identify new clients while managing an existing client case.
Facilitated the designs of clients’’ advertising, ensuring ad copy was contributing to quality leads and the growth of their business.
Top 10 sales ranking in 12 months
)






  Sales Representative
 (
Responsible for selling auto glass replacement and repair services to insurance agents and commercial fleet accounts while using territory route management books to facilitate optimum use of time.
Awarded #1 Sales Representative in Western region for achieving sales ranging from 4100K-$1M in 3 years through strong relationship building, customer focus, and territory organization
Selected as key trainer for new sales representatives
Performed presentations for district offices regarding selling companies products and procedures
Responsible for utilizing SalesForce.com, power point, MS Word, Instant Contact
)








Senior Provider Sales Representative
	Harmon Auto Glass










Aetna/ US Health Care
	03/1999-04/2006










05/1991-03/1999

	 (
Highly successful recruiting physicians into the Aetna provider network. This was accomplished by selling physicians on a capitation reimbursement plan to gain commitment for increased physician network development
Act as a resource for providers by performing presentations at office site, educating physicians and staff on Aetna health plans, utilization management and administrative procedures
Provided education materials such as administrative manuals, quick reference guides and other tools to increase provide compliance rate. In addition, supported physicians when system issues failed and took accountability in assisting physicians with claim issues.
Served as an information resource to physicians regarding, ICD, CPT, and HCPC codes, RBRVS and contract reimbursement policies, (e.g. fee for service, capitation, in office lab procedures, member liability, authorized requirements, etc.)
Assisted in the credentialing process, development of provider education tools, physician directory and appeals board in conjunction with utilization management.
Consistently met 90% of provider satisfaction rate by utilizing a proactive approach in physician education, assisting in issue resolution, and utilizing on-line tools
)
	
	
	

	
	
	
	



