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 Work with the marketing department to understand plan updates/revisions as well as 
regulation updates/revisions and the impact upon the Exchange offerings and its 
customers. 

 Generate customer-specific presentations, as appropriate for your assigned channel. 
 Develop and manage relationships with partners and customers to cultivate additional 

business as well as ensure a high level of customer satisfaction.   
 Perform forecasting and document activity information on a timely basis as partner and 

customer interactions occur 
 Complete activity reporting to the Chief of Marketing on a timely basis 
 Plan for effective development and implementation of longer term marketing projects. 
 Lead and motivate others in a matrix environment 
 Build and maintain solid business relationships 
 Travel minimum of 50% within the state of CT 

 
Competencies: to perform the job successfully, an individual should demonstrate the following 
competencies: 
 

 Analytical - Synthesizes complex or diverse information; Collects and researches data. 
 Problem Solving - Identifies and resolves problems in a timely manner; Gathers and 

analyzes information skillfully. 
 Interpersonal Skills - Focuses on solving conflict, not blaming; Maintains confidentiality. 
 Oral Communication - Listens and gets clarification; Responds well to questions. 
 Written Communication - Writes clearly and informatively; edits work for spelling and 

grammar; Varies writing style to meet needs; Able to read and interpret written 
information. 

 Teamwork - Balances team and individual responsibilities; Contributes to building a 
positive team spirit. 

 Professionalism - Accepts responsibility for own actions; Follows through on 
commitments. 

 Quality - Demonstrates accuracy and thoroughness; Looks for ways to improve and 
promote quality. 

 Attendance/Punctuality - Is consistently at work and on time. 
 Dependability - Follows instructions, responds to management direction; Commits to 

additional work hours when necessary to reach goals. 
 Initiative - Takes independent actions and calculated risks; Asks for and offers help 

when needed.  
 Strong ability to recommend and implement quick corrective action should goals not be 

meet 
 
 
Qualifications:  the requirements listed below are representative of the knowledge, skill, and/or 
ability required.  
 

 Licensed Life and Health Broker in the state of CT 
 Bachelor’s degree in Marketing, Business Operations or at least equivalent combination 

of education and experience, preferred 
 5 + year sales experience within a service industry, with a minimum of 3 years in 

Channel Programs and/or Channel Operations; Healthcare/Insurance sales preferred 
 Ability to manage multiple projects in a fast paced / start-up environment 



 Highly organized and detail oriented with strong project management skills with ability to 
track and follow up on actions 

 Highly motivated, proactive and self-starter with the ability to focus in a world of 
changing priorities 

 Strong communication skills, including writing, speaking and presenting 
 Able to effectively prioritize and manage multiple tasks and deadlines  
 Skills leading and motivating a sales focused organization, even when these individuals 

are not direct reports.   
 Strong ability to build solid business relationships 

 
 

Access Health CT is an EEO and Affirmative Action Employer 
 
 

Please send your resume with a cover letter to: HRinbox.CTHIX@ct.gov 
 
 
 


