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Introduced by the Council President at the request of the Mayor:
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RESOLUTION 2015-825-A
A RESOLUTION Confirming the Mayor’s REAPPOINTMENT OF ROBERT E. PARR AS CHIEF OF THE COMPENSATION AND BENEFITS DIVISION OF THE EMPLOYEE SERVICES DEPARTMENT PURSUANT TO SECTION 33.302, ORDINANCE CODE; PROVIDING AN EFFECTIVE DATE.


BE IT RESOLVED by the Council of the City of Jacksonville:


Section 1.

Reappointment. 
The Council hereby confirms the Mayor’s reappointment of Robert E. Parr as Chief of the Compensation and Benefits Division of the Employee Services Department pursuant to Section 33.302, Ordinance Code.  Attached hereto as Exhibit 1 is the curriculum vitae of Robert E. Parr.


Section 2. 
Effective Date. This resolution shall become effective upon signature by the Mayor or upon becoming effective without the Mayor’s signature.

Form Approved:

   /s/   James R. McCain, Jr.
Office of General Counsel
Legislation prepared by: James R. McCain, Jr.
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Resume

. Robert E. Parr, CLU, RHU, HIA, REBC

Professional Experience

City of Jacksonville ' July, 2015 to Current
Jacksonville, FL :

Currently employed by the City of Jacksonville as the Chief of Compensation and Benefits. I am responsible for the
City’s various “people” insurance programs, such as, Medical, Life, Dental, Vision, Voluntary products, EAP and 401(a)
Plan. I served as the Subject Matter Expert and helped move the City from a fully-insured health ptan to a seif-funded
platform on January{, 2015. I %ork with the City's Consultant and Actuary to monitor Plan progress, claims and funding.
I supervise the Privacy Officer as well as compliance with HIPAA and State and Federal Privacy taws. Responsible for a
staff of 10 employees and 5 vendor representatives. This includes Benefits Counselors who work with City employees on
a daily basis to resolve questions and problems with their insurance coverage. I supervise the Annual Open Enroliment
period which takes place for 3 weeks every November including planning, docuiment preparation, scheduling, vendor and

exhibitor relationships and mositoring visitor flow. Currently working on an RFP for COBRA Outsourcing and one for a
comprehensive Wellness Program.

Parr Consulting Services December, 2005 to May, 2014
Pqnte Vedra, FL

Engagements:

< Cambria Solution, Sacramento, CA

1 was contracted a second lime by this firm to implement the business plan described below. This new division
focused on building high performance, customized medical provider networks for large self-funded health plans. |
solicited Third Party Administration (TPA) firms nationally to introduce the concept. In less than a year we
established relationships with over 50 TPAs and were working with a large group to build our first Custonmt Provider

Network. In May, 2014 Cambria announced they were withdrawing from the commercial market to focus on.their
core competencies.

s Coambria Solutions, Sacramento, CA

Engaged to research and build a comprchensive business plan for this national consulting firm wishiag to diversify
their business into the commucml managed care marketplace. T completed the project on time and within budget.

= Community Health Plan of Washington, Seattle, WA

During this long-term engagement, [ served as the Interim Vice President of Sales and Marketing and.a member of the
Executive Team. Additionally. [ consulted with the firm on several additional projects including the establishment of
a commercial division, self-funding their own group health plan and helped prepare them for participation in the WA

State Health Insurance Exchange. During my tenure Medicare Enrollment increased 25% nnd commercial enrollment
increased nearly 406,
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= Public Consuiting Group, Boston, MA

This was a short-term engagement to collaborate with the National Health Practice as a Senior Advisor working with
several state governments to help them prepare for implementation of the Affordable Care Act. Additionally, [ held
focus groups in five siates with numerous community and special needs organizations.

& Well Care Health Plans | Tampa, FL

I worked with the marketing department of this national firm on a project related (o expansion activities for their
Medicare Advantage product and agent distribution.

Medical Development International April, 2009 to June, 2011
Ponte Vedra, FL

I served as Chicf Operating Officer and Senior Vice President of Sales and Business Development. Helped to launch the
Custom Provider Network division, opened new markets, recruited channel partners and assisted in the introduction of
new analytic and predictive modeling software. In less than two years we had built networks spanning several states for
large employer groups. The firm was forced to close as a result of financial problems in another division.

Fringe Benefit Management Company October, 2007 to March, 2009
Tallahassce, FL

Recruited as the Senior Vice President of Business Development and Sales and Marketing for this national, third-party
administrator. I also served as the Executive Director of the firm’s self-funded division for one year to prepare the
division for sale which was suceessfully completed.

Cariten Healthcare June, 2002 to November, 2005
Knoxviitle, TN -

I served as Chief Operating Officer for this health plan and worked in an expanded role which included Sales of all
product lines (Commercial, Medicare Advantage and Self-Funded/TPA), Marketing, Claims, Customer Service, Provider
Relations, Training and new product development. I also served on the Executive Leadership team and chaired the
Commercial Appeals Committee. Established the firm's first training programs for claims and customer service, increased
commercial sales 27%, doubled the size of the self-funded division and increased Medicare sales nearly 90%.

Tucker Administrators Feb. 2001 to June 2002
Charlotte, North Carolina

Senior Vice President

Recruited on a short-term agreement 1o help turn-around 2 struggling 23 year old, family-owned, third-party
administeation firm (TPA) that specialized in self-funded health plans and Section 125/Caleleria Plans, We began by
hiring key cmployecs, re-training the claims and customer service stalf, re-designing sales literature. proposal material,
documents and the Website, As part of this process, we launched a web-based 24/7 Customer Service Center that gained
the firm a significant competitive advantage over major competitors. In addition., 1 worked with key personnel to develop
and implement a plan o assure HIPAA compliance, including the selection. evaluation and purchase of mapping software.
Once this was completed, a new broker sales force was recruited and we began to successfully compete for new business.
The turn-around was successfully completed.

Health Care Savings July 1997 to Feb. 2001
Charlotte. North Carolina
Vice President - Business Development

I was responsible for business development for a regional, physician-owned. Preferred Provider Organization (PPOY that
concentraied primarily on netwaork lease. Utilization Review and Cise Management services. This included sales,
marketing, special accounts and the Internet. Additional dutics in¢luded insurance company. third party administrator and
farge employer negotiations and contracting, network development assiseuice, presentations Lo hospital and physician
groups, Physician Organizations (PO} and Physician Hospital Oreanizations (PHO), consulting, business siraegies and
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new product development. Responsible for helping to create strategic opportunities. such as, expansion into Virginia, the
purchase of another PPO and the creation of alternate distribution systems,

Center for Senior Studies June 1997 to Feb, 2001
Ft. Lauderdale, Florida
Founding Paruner, Faculty Mcmber

While at Heath Care Savings, 1 helped 1o conceptualize and form an organization that provided educational opportunitics
for professional financial planners and insurance agents in the senjor planning (ages 50+) area. The first product launched
was the Certified Senior Specialist (CSS) designation program. This was based on five courses encompassing all
disciplines: life insurance, annuities, long-term care, government programs and tax planning. The National Association of
Health Underwriters (NAHU) and the Association of Health Insurance Agents (AHIA) both endorsed this program, We
sold this firm 1o an internet-based, continuing education enterprise in 2001 .

American Medical Security May 1993 to June 1997
Charlotte, North Carolina
Regional Manager

Founded the Regional Sales Office for North and South Carolina and built it into a successful operation employing 14
people and having annualized small group premiums in excess of $30 million. Responsibilitics included hiring, training
and supervising sales managers and staff employees, negotiating with and monitoring two PPOs, maintaining
relationships with numerous hospital and physician groups, product design and implementation. Formed the company’s
tirst Custom Accounts Department to write large, sclf-funded groups. L also began negotiations that culminated in a joint
venture HMO with a major hospital group and built their initial sales distribution organization.

Associated Insurance Planners, Inc. June 1988 to May 1993
Boca Raton, Florida
Partner, Resident Agent

I co-founded this independent insurance agency specializing in Employee Benefits. 1 sold my interest in the agency to my
partner when American Medical Security asked me to introduce them in the Carolinas. The agency still operates in South
Florida.

Union Central Life Insurance Company Sept. 1982 to May 1988
Fort Lauderdale, Florida

Southeastern Regional Sales Manager

Responsible for group insurance sales in Florida, Georgia. Alabama, North Carolina and South Carolina, Established the
first college recrniting program for Group Sales Representatives and designed the first formal training program. District
offices were added in Orlando, Florida and Atlanta. Georgia. [ was honored as Group Manager of the Year in 1084, 1985
and 1986. In May of 1983. Union Centrai made the decision to exit the group health business and closed down their entire
group department.

Home Life of New York Feb. 1979 1o Aug. 1982
Miami, Florida '
Flarida Sales Manager

Began as an individual life insurance agentin 1972 and. after a bricf period in another industry, was recruited to the
Group Department of Fome Life as a Group Representative in 1979 and was steadily promoted, eventually assuiming
responsibulity for the entire state of Florida. Home Life's Vice President of Group Sales took a new position as Vice
President of Group for Union Central Life and invited me to join him in his new venture, which 1 did.

Education
Florida Atlantic University

Boca Raton, Florida

Bachelor's Degree. Business Administration with a major in Fimance
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American College
Awarded the Chartered Life Underwriter (CLU). the Registered Employec Benefit Consultant (REBC) and the
Registered Health Underwriter (RHU) designations

Health Insuranee Association of America
Awarded the Health Insurance Associate (HIA) designation

National Association of Health Underwriters
Awarded the Consumer Direcled Health Care (CDHCQ) designation

Professional Publications

The Managed Care and Group Insurance Handbeek, published by the National Underwriter Company

COBRA for Insurance Agents, published by the Rough Notes Company

Various articles published in magazines, such as. Best’s Review, National Underwriter and Florida Underwriter

Professional Awards

Golden Eagle Award, Nutional Association of Health Underwriters
Distinguished Service Award, National Association of Health Underwriters
Stanley Greenspun Health Person of the Year, Gold Coast Association of Health Underwriters

Leading Producer Round Table, multiple years
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