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Results-oriented professional with years of experience serving as an instrumental adviser to senior 
management, implementing business-growth initiatives, building powerful relations, creating strong internal and 
external alliances, managing through crisis and change, and overseeing many business aspects relating to 
strategy, planning, and execution. 

Areas of Expertise: 
~ Project Management & Client 

Relations 

~ Target Marketing & Penetration 

Professional Experiences: 

~ Strategy Development & Tactical 
Planning 

~ Financial Analysis 

~ Quantitative & Qualitative 
Research/Analysis for Management 

~ Negotiating 

Aon Hewitt (Lincolnshire, ILl - Global Research Director - March 2003 - Present 
Provide leadership and resources toward the creation and delivery of high value knowledge relevant and 
necessary to achieving Aon Hewitt's business objectives. In this role, I initiate and lead large-scale research 
studies that are both qualitative and quantitative in nature and help organizations design and implement 
business strategies and systems that support organization objectives. Primary accountabilities include: 

• Lead global and domestic large-scale research projects and implement integrated business initiatives. 
This includes developing the scope/focus of research investment options, preparing project/business 
proposals, finalizing project plans/timelines, formulating/maintaining budgets, selecting project team 
members, overseeing implementation, developing deliverables (final reports, white papers, articles, 
press releases, presentations, webcasts, events, etc.), and assisting with marketing campaign. 
Additional responsibilities include managing project staff, expenses and forecasts as well as training 
and supervising project team members. The greatest challenge of this role is ensuring the project is 
successful by formulating and maintaining a motivated team. 

• Coordinate research efforts between the Research Practice and various Hewitt lines of business' 
domestic and international - managing the relationship between Research and various business 
leaders. This requires participation in annual strategy planning seSSions, managing expectations of our 
internal/external clients, facilitating open/regular communication, identifying new market opportunities, 
addressing planning and staffing concerns, with particular attention to Research-based projects, and 
working closely with Marketing, PR, HR, and various Hewitt lines of business to leverage research 
efforts across the firm globally to promote new business opportunities. 

• Develop Research strategy in partnership with senior leadership team - identify new client 
offers/solutions drawing from competitive trends/insights, and provide on-going information on current 
and future projects to facilitate innovative/effective research initiatives and processes for the firm. This 
requires clear communication with clients, an understanding of business needs and objectives, and 
understanding of what deliverables are required for success. It also requires staying abreast of our 
competition as well as independent research and successful client engagements occurring throughout 
the firm, while providing value-added consultation as needed. 

Glacial Energy - National Business Development Manager- December 2007 - September 2011 
As a Business Development Manager, act as primary customer contact through the contract execution and 
enrollment process. Develop independent growth strategy for target markets through the attraction, 
development and retention of sales agents. Assess market potential and manage a pipeline of business leading 
to regular closing of profitable transactions. Utilize strong consultative sales skills and established business 
relationships with decision-maker level contacts to successfully sell to commercial and industrial organizations 
and manage inter-company relationships to establish and maintain superior solutions for Glacial customers. 
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Glacial Energy of Illinois - Business Development Manager (continued) 

Primary Duties and Responsibilities: 
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Continually identify and apply during the sales process, benefits and features of Glacial Energy's products and 
services. Recruit, train, and manage sales agents that lead to closing new business opportunities to meet and 
exceed assigned territory sales quotas. These duties and responsibilities also extend to all markets in which 
Glacial Energy operates (15 states). 

• Proven track record of executing over 10 million kWh's per month sales quota 

• Negotiate and close contracts by understanding what and where customer opportunities exist (locally as 
well throughout all states in which Glacial Energy operates) 

• Qualify prospective business transactions and recruit sales agents 

• Prepares proposals, responses to RFP's, RFQ's, RFl's, etc. 

• Manage personal and channel partner agents sales funnel activities 

• Develop multiple levels of client customer relationships 

• Creatively find features/applications of the Glacial Energy's product line to match customer needs 

• Coordinates proposal and deliverable efforts among internal support groups; must have clear vision of 
path forward 

• Participate in select seminars, conferences, and energy-user groups to meet new customers 

• Maintain solid relationships with Glacial Energy's internal and external customers 

Hay Group Management Consultants (Chicago, ILl - Associate Consultant - April 1995 - March 2003 
Generalist consultant specializing in organizational effectiveness, management development as well as the 
analysis, design and integration of reward systems, work transformation projects, and research for 
management. Key accountabilities in specialized areas include: 

• Organizational Effectiveness and Management Development: Participate in the development of 
competency models for the purposes of recruitment, development, and to enhance employee 
performance by means of conducting and assessing behavioral event interviews (BEl's), focus groups, 
expert panels and benchmarking competencies against other research based validated models. 

• Reward and Performance Management Systems: Design, implement and maintain base salary and 
variable reward systems. Certified in Hay Guide Chart Profile Methodology used for job measurement 
and classification purposes. Analyze market trends through various compensation surveys/associations, 
and the analysis of internal consistency and external market competitiveness for the purposes of 
recommending pay structure design and performance management systems. 

• Work Transformation: Work closely with senior team members and client teams, capturing current 
themes, change ideas, processes and participating in the visioning and design of new 
processes/procedures (engaged performance, succession planning, dual career ladder development, 
work culture studies, etc.). 

• Research for Management: Plan and execute research analysis of organizational change projects. 
Produce comprehensive and comparative statistical reports based on the results of employee and 
customer opinion surveys, competency-based applications, and work culture modeling. 

• Employee Benefits: Research, analyze, and evaluate corporate benefits programs. 
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Education: 
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University of Notre Dame: Masters of Business Administration (MBA). summa cum laude 
DePaul University: Bachelor of Arts (BA). Major: Economics-- Minor: Business Administration 

Published Work: 

Reports: 

• 2011: Transforming Healthcare for the Employer Market 

• 2011: Employer Driven Accountable Care Organizations: What They Are and What They Can Do for 
Your Organization 

• 2011: New Paths. New Approaches (Annual Health Care Report) 

• 2010: The Employee Mindset: Views, Behaviors, and Solutions 

• 2010: The Road Ahead: Under Construction with Increasing Tolls 

• 2009: The State of Talent Mangement: Today's Challenges, Tomorrow's Opportunities 

• 2009: Challenges for Health Care in Uncertain Times 

• 2008: Two Roads Diverged: Employer and Employee Views on Health and Health Care 

• 2007: The Road Ahead: Emerging Health Trends 

• 2007: Taking Your Talent Pulse: How Motivated is Your Top Talent to Deliver Top Performance? 

• 2006: Your Future Financial Security, produced in conjunction with researchers from Harvard University 
and the Wharton School of the University of Pennsylvania 

• 2006: HR Outsourcing: Trends and Insights 

• 2005: Employee Perspectives on Retirement Saving and Investing 

• 2005: Employer Perspectives on Global Sourcing 

ArticleslWhite Papers: 

• Medical Tourism: Changing the Global Health Care Landscape 

• What Drives High Potentials 

• Best-in-Class: Performance Management: Moving Beyond Traditional 

• Inside the High Potential Mind: Key Messages to Leadership 

• The Relationship Factor: How Satisfied Are High Potentials With Their Managers' Efforts to Manage and 
Develop Them? 

• Growing Your Bench - Do You Have What It Takes? Applying Lessons from the Top Companies for 
Leaders to Maximize High Potential Performance 

Copies of recently published work and working drafts of upcoming publishable topics are available upon 
request. 

References: Available upon request 



Mr. Gene Ricciardi 
1511 Windy Hill Drive 
Northbrook, IL 60062 

(847) 714- 9734 Home, (312) 933 - 6115 Cell 
Email: grincorporated@aol.com 

BUSINESS EXPERIENCE: 

I. RD Commercial Realty, Inc. 
January 2004 - Present 
Chicago, IL & Northbrook, IL 

Managing Broker: 
Founder of a commercial real estate brokerage and development firm that specializes in tenant 
representation services and real estate development projects. Utilizing 28 years of commercial real 
estate experience representing corporations, RD Realty has a strong track record, responsibilities 
also include; business development, oversee strategy, daily activity, and negotiations of office, 
industrial and retail lease transactions. 

II. Glacial Energy Services 
August 2009 - October 2011 

Agent: 
Participated in over 100 energy savings programs for a variety of corporations, hospitals, hotels, 
schools, municipalities, industrial and office users, and large retailers. Assisted customers, as part of 
the Glacial Energy team, in the implementation of affordable energy savings price models that 
satisfies the specific business type and consumption patterns of the customers serviced. 

III. Mercantile Realty Partners 
April 1998 - December 2003 
Northbrook, IL 

Chief Executive Officer: 
A commercial real estate brokerage services firm representing corporations on office lease 
negotiations for renewal or relocation projects. Developed accounts as a result of successful 
business practices, and nurtured delicate relationships derived from the company's owners, the 
Reinsdorf family. Experience in the office leasing market is extensive having represented a diverse 
group of corporations for over 2 decades. Completed transactions, both locally and nationally, that 
resulted in invaluable experience and a vast knowledge of the commercial real estate industry. 

IV. Spiro I Ricciardi Partners, LLC 
May 1984 - December 1997 
Chicago,IL 

Partner: 
Learned the business of commercial real estate brokerage and assisted in building the office to a 
successful firm for over a decade. Oversaw the hiring of staff and brokers completing transactions 
primarily in the downtown Chicago marketplace. 

EDUCATION: 
LOYOLA UNIVERSITY 
Chicago, Illinois 
Degree in Business Administration, 1984 

BACKGROUND: 
Married with four Sons, ages 26, 23, 19, 17. 
Sports enthusiast and golfer. 



Bond Safeguard INSURANCE COMPANY 

900 S. Frontage Road, Suite 250, Woodridge, IL 60517 (630) 495·9380 BOND NO. 14· 6035544 

ILLINOIS 
LICENSE AND/OR PERMIT BOND 

(ONLY VALID IF FILLED IN FOR LESS THAN $25.001.00 
AND OBLIGEE IS AN ILLINOIS COUNTY. CITY, TOWN OR VILLAGE.) 

KNOW ALL MEN BY THESE PRESENTS: 

That we Voltz Energy Partners, Inc. an Illinois Corporation 
. ........... . .......... (Priridpal'sName) .. 

1200 Shermer Rd Northbrook, IL 60062 
-.,. ··,_············_··(PrinCipal'sAddiess) 

as Principal, and BOND SAFEGUARD INSURANCE COMPANY, an insurance company duly licensed in the 
State of Illinois, as Surety, are held and firmly bound unto .. P".e"'o"'p"le"'o"'f",t"'he""'S"'ta ... t"'e",o"'f ... II",'lin"'o"'i"'s _________ _ 
State of Illinois, Obligee, in the aggregate sum of five thousand Dollars (S,::5""O",0-c0'C"0"-0 __ _ 
to the payment of which sum the said Principal and Surety bind themselves and their heirs, administrators, 
executors, successors and assigns, jointly and severally by these presents. 
In consideration thereof, the Principal is granted a license and/or permit by the Obligee to engage in the 
business of sales 
for the period beginning on the.2Jst. day of N.ov8ll1b.er , 2011 
and ending on the 21st. ______________ day of November 201.,,2 __ 

THEREFORE: the condition of this bond is that, if said Principal shall comply with all of the conditions of the ordinances 
and regulations of the Obligee pertaining to said license and/or permit, then this obligation shall be null and void; 
otherwise to remain in full force and effect subject to the following conditions: 
1. This obligation may be extended from year to year at the option of the Surely. by continuation certificate executed by the Surety; 
2. This obligation may be cancelled by the Surety upon giving thirty (30) days written notice to the Obligee. However, this obligation shall remain in full 

force and effect as to the acts or omissions of the above mentioned Principal prior to the cancellation of the bond. 

Dated IhiS.:2::...1...:s.:t ______________ . day of November 2011 

Principal 

Countersigned: 
Officer 

BOND SAFEGUARD INSURANCE COMPANY 

BY: BY~~' 
~P're-s~idTe-cnl 

ACKNOWLEDGEMENT OF SURETY 
(Corporate Officer) 

STATE OF ILLINOIS ) SS 
COUNTY OF DUPAGE ) 

On this 15th day of November 20 01 ,before me, the undersigned officer personally appeared 
David E. Campbell, who acknowledged himself to be the aforesaid officer of BOND SAFEGUARD INSURANCE 
COMPANY, a corporation, and that he, as such officer, being authorized to do so, executed the foregoing instru' 
ment for the purpose therein contained, by signing the name of the corporation by himself as such officer. 
IN WITNESS WHEREOF, I have hereunto set my hand and official seal. 

Ill.P2.02110 

"OFFICIAL SEAL" 
MAL"REEN K. AYE 

Notary Public, Stllte of Illinois 
My CClmmissinn Expires Ot)l2111J 


