Peter D. De Legge

7205 Exner Road, Darien, IL 60561

Office (direct line): 312.381.3136, Cell: 630.632.2600 
pdl@businessmarketing.net www.peterdelegge.com

Employment Experience

2000 - Present


Aon Corporation
(NYSE: AOC) 
 

Chicago, IL


2002 - Present

Director, eBusiness Marketing (Aon Corporate)

· Responsible for corporate eMarketing programs and advising business units for this Fortune 500 insurance brokerage and HR consulting firm with more than 54,000 employees in 120 countries. 

· Responsible for creating business cases, planning, selling-in and implementing two enterprisewide marketing programs. The email marketing program has resulting in improved branding and competitive difference, client retention improvements, regular communications with tens of thousands of clients and prospects, generating pre-qualified sales leads and information on clients and prospects the sales force uses to sell, all at a cost savings of more than $500,000 over previous stand-alone programs. 

· Occasionally handle the company's corporate print ads, in addition to direct mail campaigns and trade show marketing.


2001 - 2002   
Director of Marketing (Aon Information Strategies) 

· Responsible for marketing planning and marketing communications for Aon's eBusiness division. Handled marketing planning, marketing communications and trade show marketing.

2000 - 2002   
Director, Global eBusiness Strategy (Aon Corporate)

· Originally accepted a position at Aon as Internet Marketing Manager and was selected for a more strategic position by Aon EVP, Bob Rosholt (former CFO, Bank One) as part of a strategy group that advised Aon's senior executives on eBusiness strategy, potential acquisitions and partnerships. 

· Established an eBusiness best practice database; created marketing plans and templates; identified new market opportunities; worked in the development of eBusiness products and services; handled marketing and communications with strategic partners; wrote Aon's Corporate Internet Marketing Guide and several white papers; and managed numerous ad campaigns.

· Served as Aon’s emarketing domain expert to the company’s numerous business unit marketing leaders worldwide in such areas as website strategy, email marketing, online branding, online privacy, metrics and integrating offline and online marketing communications.

· Conducted an online branding audit and wrote a white paper on an enterprisewide, shared service approach to email marketing that led to the creation of a corporate eMarketing position. 

· Aon was chosen as one of eWeek's FastTrack e-Business Innovators of 2000 and 2001 and as one of BtoB Magazine's 100 best B2B wesbites three consecutive years: 2001, 2002 and 2003. 

1996 – 2000
Independent Marketing Management Consultant


· Provided Internet strategy and e-marketing consulting for clients including Gold Eagle (makers of automotive chemical brands HEET and STA-BIL), Borg General Controls, NEC Technologies, Martor, La Marche, etc. Responsible for the first Internet efforts for several corporations.

· Handled numerous consulting engagements through business partners Wired Matrix (a Web development firm) and Urbas Creative Group (a marketing communications agency). 

· Published MarketingToday, a website and email newsletter that have been recommended by Harvard Business School, Northwestern and numerous Universities, business publications and marketing associations.  Subscribers include marketers from nearly 20% of the Fortune 1000. 

1998 - 1999

Hydrosol Incorporated 



Bridgeview, IL

Marketing Manager

· Responsible for corporate marketing planning and strategy, marketing research, identifying new market and product opportunities, creating corporate alliances, marketing communications, Internet efforts, competitive intelligence and product development for this leading chemical contract packager of aerosols and liquids with double digit shares of the automotive and shoe care US aerosol markets. 

· Created a number of innovative marketing alliances with packaging companies, that differentiated  Hydrosol in a market where its type of contract packaging services were largely viewed as generic. 

· Made a business case (along with VP Sales) and plans that lead to the successful launch of a new division with profit margins several times the company's traditional products. The division is profitable.  

· Responsible for company’s first Website and email efforts. Created an e-mail newsletter to customers. 98% of targeted customers asked (gave permission) to receive the newsletter. 

· Worked with major marketer customers in the development and improvement of products. Customers include Pennzoil, Prestone, Clorox,  Sara Lee, Turtle Wax, Shell Oil and Wal-Mart. 

· Created a business case, selected and oversaw the implementation of a Sales Force Automation system that helped the company better manage and forecast sales and optimize customer relationships.

1995 - 1998

La Marche Manufacturing Company


Des Plaines, IL

Marketing Communications Specialist

· Responsible for marketing communications including advertising, trade shows, collateral, Website, marketing research/CI and publicity for this power conversion equipment manufacturer.

· Responsible for the company’s first Internet efforts, including personally creating the company Website  and launching a newsletter targeted at the company's more than 100 distributors.

· Gained regular publicity in numerous trade journals targeted to the telecommunications, power/utilities, railroad, aviation, manufacturing and material handling industries. Responsible for gaining a four page feature article on the company and its products that coincided with the launch of three products.

· Received two awards for advertisements with the highest recall in a trade publication. 

1994 - 1995

Conam Inspection Incorporated 



Itasca, IL 

Marketing Manager 

· Responsible for marketing communications, marketing research, competitive intelligence and internal communications for the corporate headquarters of this leading international commercial testing laboratory with business units including trade schools (Staveley Schools) and oil analysis. 

· Assisted the GM and CEO in marketing plans and conducting due diligence on potential acquisitions. 

· During my tenure, Conam climbed from the third largest sales in its industry to become the leader.

· Responsible for proposing and implementing an SFA system and creating a lead tracking program. 

· Developed and implemented a customer survey that lead to a several million dollar sales increase. 

· Created and streamlined a company sales proposal template used world-wide in gaining contracts from major clients such as Shell Oil, Amoco, Mobil, Raytheon and DuPont.

1993 - 1994

Colorforms Div. of Wallace Computer Services 
Elk Grove Village, IL

Production Planner/Customer Service 

· Responsible for production project management, outsourcing and negotiation for some of the world's largest direct-mail marketing campaigns. Accounts included AT&T, Chrysler/Ross Roy, Columbia House, Disney/Saatchi, Hearst Magazines, Home Depot, Prudential and other well-known companies.

· Responsible for project redesigns and negotiations that resulted in cost savings as high as 50%.  


Additional Employment Experience Summary
· Served as an Account Executive at Questar Printing and B Allan Graphics, printing and marketing communications. 

· Two years experience as an (display) Advertising Account Executive for Chicago Tribune Community Publications. Several years of graphic design services and printing sales to business.


Education
BA, Marketing, Saint Xavier University, Chicago, 1993. 

Current Memberships 




American Marketing Association. CMO (Chief Marketing Officer) Council. 

References Available Upon Request


