
I GREW up in Brook-
lyn, on Flatbush Ave-
nue near Prospect

Park. One of my earliest
memories is of learning to
use a hand dolly to move
boxes. My father, who
was a truck driver, later
taught me how to operate
a forklift and, when I was
old enough, to drive an 18-
wheeler. 

I had two older sisters,
and when one of them
was mugged for the third
time, my parents decided
to move to Old Bridge in
Middlesex County, N.J.
Starting at age 10, I had a
lot of odd jobs— helping
out at a local flea market
and working at a fast-food
outlet, in a jewelry store
and at a nursing home.

When some classmates
and I saw the “Wall
Street” movie in 1987, it
changed my perception of
the world because I had
never known anyone who
made more than my fa-
ther’s $19,000 salary. I de-
cided that finance was
where I wanted to work.

In high school, I threw
the javelin and discus on
the track team, but I wasn’t a very fo-
cused student. My guidance counselor
initially encouraged me to consider a
career as a construction worker. I
brought up my grades, and in 1987 was
accepted at Carnegie Mellon, where I
majored in business and economics.

To help pay college tuition, I did odd
jobs and played some professional
poker. I also interned at Citibank’s cur-
rency swaps and options department,
but that work did not interest me be-
cause I didn’t feel I was creating any-
thing. 

After graduating in 1991, I joined a
management consulting firm, Peterson
Consulting, which later became part of
Navigant Consulting, in Philadelphia.
At Peterson I met Ruth, my future wife.
Three years later, I entered Harvard
Business School. In 1996, I earned my
M.B.A., and Ruth enrolled at the Whar-
ton School of the University of Pennsyl-
vania.

Cooking was a hobby of mine, and at
business school I started the Harvard

Wine and Cuisine Soci-
ety, which still exists. I
was also an intern for
the chief marketing offi-
cer at McDonald’s one
summer. 

In 1998, I joined An-
dersen Consulting,
which later became Ac-
centure, where I helped
found and manage its
media and entertain-
ment strategy group
and helped my clients
make sense of the Inter-
net. After a brief time
there, I moved to And-
over, Mass., to help start
Raging Bull, a commu-
nity finance portal. A
year later, we sold it to
AltaVista, the Internet
search service, and I
moved back to Califor-
nia to work as AltaVis-
ta’s vice president and
general manager. I was
a regular traveler on
red-eye flights between
the East and West
Coasts until Ruth and I
married in 2000. We now
have three boys.

In 2001, I joined eBay
as vice president for
mergers and acquisi-

tions. After that, I was general manager
of eBay’s business-to-consumer group,
then oversaw its business development
and Internet marketing.

Four years later, I joined Shutterfly,
which at that point had about 100 em-
ployees and $54 million in annual reve-
nue. Its lead investor, Jim Clark, hired
me to help take it public, which we did in
2006. Last year, we had $473 million in
revenue, with 5.5 million paying cus-
tomers. We now have four sites: Shut-
terfly, Tiny Prints, Wedding Paper Di-
vas and, starting earlier this year, Treat-
.com, a personalized greeting card site.

About 75 percent of our business is re-
peat customers who create their own
photo books, calendars, greeting cards
and other items, share them with
friends and store them with us.

I have had great mentors, a good edu-
cation and a generous sprinkling of
good luck. And I am able to make use of
my personal passion for photography.
One of my favorite activities is our an-
nual family photo day at Shutterfly,
where we take a photo of every one of
our employees and their families. Ø

THE BOSS 

Forklifts to Photography

SHUTTERFLY

As told to Elizabeth Olson. 
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HOUSENBOLD

President and C.E.O.
of Shutterfly, the
online photo-sharing
and publishing
service
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FAVORITE SPORT

Football, especially 
the New York Giants

RECENTLY READ

“Boomerang” by
Michael Lewis

I NEVER considered that I might ob-
tain a patent one day. To me, patents
were mostly for engineers, not for

actuaries like me. 
At Towers Watson, I advise insurance

companies on risks associated with
their businesses. I’m also a mathemat-
ics professor in residence at the Univer-
sity of Connecticut. I oversee several
graduate students at an actuarial re-
search center there and am always
looking for real-world examples for
them to work on. 

A few years ago, I started thinking
about statistical sampling in the insur-
ance industry as something for students
to test. I threw out some ideas to them
that were based on concepts in consum-
er polling. We started with simple calcu-
lations and moved on to more involved
ones. To me, the results were astound-
ing: statistical sampling worked.

Generally when an insurer performs
certain calculations, it includes data
from all its policies. If it has a million
policies, that means a lot of processing
as various scenarios are considered.
Sometimes, the work can take days. 

I believed I had a solution to this cum-
bersome and costly process: create sub-
groups from the database, sample poli-
cies from each, repeat the process sev-
eral times, then combine the results.

My technique provides results similar
to those from studying all policies, and
saves time and money. And unlike con-
sumer polling, which requires finding
participants, insurance databases con-
tain ready-made samples. 

As far as I knew, no one had proposed
this model. I developed and tested it for
several months before I told my boss,
Craig Buck, head of United States life in-
surance consulting. We agreed that it
should be patented, and that Towers
Watson could license it to clients.

I worked with an outside patent firm
to translate technical information into

layman’s terms for the application.
There is an art to that. The description
had to be specific, yet  generic enough
so as not to limit it too severely.

The lawyer I worked with — who lat-
er left the firm — said the first step was
to search the database of existing pat-
ents to see if any were similar to mine.
She had me check about 12, and they
weren’t similar. She submitted the ap-
plication to the United States Patent
and Trademark Office in September
2009, and I hoped for the best. 

Now I was excited, and after not
hearing anything for months, I called
the law firm and worked with another
lawyer, Michael V. Young Sr. The patent
office had a backlog of applications, but
he said he could submit a second appli-
cation with a request for an accelerated
review that would require a special fil-
ing fee. Craig and I jumped at the offer.

By then, more than a year had passed
since the first application was filed, so
Michael did another search. For each
new patent that might be similar, I
again had to document why it differed
from my idea. That was painful and te-
dious. 

In January 2011, Michael filed a sec-
ond, revised application for accelerated
review. He also modified the first appli-
cation, so both could still be considered.
Several months later, the patent office

granted the accelerated review.
Our Towers Watson colleagues in

Britain, meanwhile, heard about my
technique. They came to Connecticut,
tested the model and confirmed that it
performed as I had described. 

Because of our request, a patent ex-
aminer picked up the second applica-
tion first. I was awarded that patent this
February and the first one a month lat-
er. The original took more than two and
a half years from filing to approval, and
the second one just over a year.

In February, when Michael e-mailed
me that I would soon receive the pat-
ents, I probably screamed. First I called
my wife, then asked my administrative
assistant to read it on the screen.

EVEN before either patent came
through, I was nominated for a
company leadership award for the

technique I developed. I received a
plaque, and then $2,000 when I was
awarded the patents. I won’t share in
any profits, but the feedback I’ve re-
ceived has been outstanding.

So if you think you’ve come up with
an elementary idea, remember that
anything is possible. I still believe that
what I developed is so elegantly simple
that others could have discovered it and
received a patent. But they didn’t — I
did. Ø
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Only for
Engineers

PREOCCUPATIONS 

JAY VADIVELOO 

As told to Patricia R. Olsen. E-mail:
preoccupations@nytimes.com.
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Jay Vadiveloo, an actuary and mathematics professor, had to follow a long
and winding road to win two patents for a new statistical sampling method. 

7N BU

SUNDAY, MAY 13, 2012

ENTERTAINMENT COMPANY SEEKS
INVESTORS for 2012. Concerts, tours,
great ROI, over 10 years exp. working
with industries top artists. 646-342-2065

AMBITIOUS TECH/MEDIA START-UP
Seeking $10M Investment. Call Alain

(613)676-0211. thepeopleproject.com
alain@thepeopleproject.com

REAL ESTATE PROJECTS
$50,000 principal & interest guaranteed.

Call 561-702-3522

20% p.a. Return Secured
$500-$10m required,flex terms. guaran-
teed Income info@neworbitfunding.net

Outstanding opportunity for exp con-
struction pro. Build sales organization
to introduce our patent pending media-
tion & investigation services to con-
struction companies. It's a multi $ billion
market with nearly unlimited potential.
Find out how you can profit from our
revolutionary service by becoming part
of the team. Call 212-867-8363

#1 in LAUNDROMATS
Since 1968

Locations Available
100% Financing & Free Site Surveys

Store Layout & Design
Training & Marketing

Best Equipment on the Market
Huebsch -Speed Queen

Personalized Presentations
with No Obligation

METROPOLITAN MACHINERY
NY*CT 718-441-4000
NJ*PA 908-687-9400

www.metropolitanmachinery.com

Diner Manhattan E 50's

Well Estab. American Diner
30 Yrs in Business - Midtown East

Great Opportunity - Reasonable Price
Excl Broker J. Shallo 212-539-9100

Super Value! Well Established Dollar
Store Lg Inventory & Customer Base.
Easy Transition To Turnkey & Make
Money. Justin@Ramsay 516-761-2399

LOOKING FOR INVESTORS - NJ Auto
dealership expanding. Specializing in all
size trucks. Min. $125,000.00. Secured,
guaranteed 15-30% return. Serious
inquires only. Call: Scott, 609-922-4574.

Guaranteed 12 to 14 % return, interest
paid monthly. Manufacturers Realty.

Robert@manuRealty.com. Call
631-403-4230 office 631-300-8771, cell

Mid - size firm seeks capital investment
max of $70K. 1%/mo guaranteed ROI
Zero Risk!

intygroup@aol.com

RouteBrokers.com Buying? Selling?
Wise, $89Kdn, 27hrs/wk nets $1,550/wk
WANT MORE? Display ad this section.

5 1 6 - 4 8 2 - 8 2 5 0

Busy Lucrative dental office for sale on
2nd Ave. Well established, owner relo-
cating. 10 year lease. Please call
732-320-2802 or email teeth001@aol.com

DENTAL HOME OFFICE For Sale -
Central New Jersey. Perfect Opportuni-
ty to bring up a family and business.

Please contact: 908-642- 1743

DENTAL OFFICE FOR SALE
in Jackson Heights, Queens.

Please call 917-225-1779.

Your Own Coffee Business
Profit from a Multi Billion Dollar

industry. www.newcoffeenewlife.com

POWER FINANCE
BANKERS/ BROKERS needed by con-
tract now to provide Equity to Clients
who require our Structured Business
Financing. Our fully Insured loan
Program guarantees all debt. $25M min.

Call - 1-850-259-9631

JOHN MAXWELL
COACHES AND SPEAKERS

Are you looking for a Business Coach
or Speaker for your next event? Go to

www.johnmaxwellgroup.com/coaches.
Paul Martinelli

YOUR WALL STREET OFFICE
Phone/Mail Svc, Furnished Offices
Conference Rooms (By the Hour)

800-205-7685 yourwallstreetoffice.com

COFFEE ROASTER Sheiks contract
roasting up to 1000 lbs/day 252-475-4013

Capital Wanted 3402

Business Connections 3410

Laundry & Clng. Stores 3430

Luncheon & Staty. Strs. 3434

Stores Miscellaneous 3438

Routes 3443

BUSINESS
OPPORTUNITIES

(3400)

Capital Wanted 3402

Professional Practices 3448

Miscellaneous 3454

Business Services 3460
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