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Denise Ward | 612-202-8488 | deniseaward@hotmail.com

Recruiting professional with six years experience. Bachelors degree in Human Biology.  Recognized as a leader with excellent interpersonal and communication skills and a proven track record of high client satisfaction. Possess excellent verbal, written, and presentation skills. Regarded by peers as a self directed, self motivated, possessing a strong work ethic and positive attitude.

Recruiter
Education 
B.Sc, Human Biology, Northwestern Health Sciences University, Bloomington, MN 

Professional Experience 

Phillips & Temro, Contract Recruiter                                                                                         November 2013 – May 2014
Phillips & Temro is a Mid-size manufacturing company based in Eden Prairie, MN.

· Sourced qualified candidates through cold calling, utilizing social media, referrals, networking within professional organizations.
· Developed and posted open positions to strategically chosen job board websites.
· Evaluated candidates through phone screens and behavioral-based interviews. Participated in on-site interviews as needed.
· Made hiring recommendations to managers based on behavioral based interviews.
· Recommended process improvements and sourcing strategies. 
· Managed interview schedule, weekly tracking of recruiting activity and generated recruiting reports. 
· Established relationships and served as liaison with employment agencies.
· Worked closely with senior and executive level management through hourly employees.

Epicor, Business Development Representative                                                                                           April 2013 – Nov 2013 
Epicor is an ERP software company, sales HQ is located in St. Louis Park, MN.  Called on CFO’s, IT Directors, Purchasing, other key decision makers as discovered through sales process.

· Excelled in this role resulting in being chosen for several special projects by manager, help train new hires, and have been relied upon as the go-to person to get results and motivate team. 
· Used extensive sales experience to increase value with calls and Epicor customer database. 

Inntech, Recruiter                                                                                                                                               May 2011 – April 2013 
Inntech is an engineering recruiting firm.  Called on Minneapolis/St. Paul area manufacturing companies.  

· Sourced qualified candidates through cold calling, utilizing social media, referrals, networking within professional organizations.
· Won new business with five different companies within 2 ½ months of being hired. 
· Specializing in manufacturing, demonstrated ability to identify customer needs and influence customers to partner with our company. This is evidenced by my submittal to interview ratio of 7:3, surpassing industry standard of 4:1. 

MecLabs, formerly Inntouch, Lead Generation Specialist/Sales                                                   September 2010- May 2011 
MecLabs is a lead generation company. Called on CFO’s, Engineering, Purchasing, Plant Managers.

· #1 sales performer in every group I was on, producing more sales than the rest of the entire group combined. 
· Selected as member of fast start team for new clients. The clients continued engagement after the trial period was dependent on initial success of the team. Every client continued with our services on every team I was on. 
· Established myself among the company’s top contributors, per supervisor feedback. Six month review scores were among the highest. 








Independent Contractor, Engineering Recruiter                                                                 September 2008 – September 2010 

· Actively pursued new business through internet research, outbound calling, and on-site client visits. 
· Sought after by engineering candidates through economic downturn, indicating a respect for my work. 
· Maintained a book of business through incorporating creative strategies and consistent outreach. 

McKinley Group, Recruiter                                                                                                              August 2007 – September 2008 
McKinley Group is a recruiting firm where I specialized in engineering and manufacturing.  Called on Minneapolis/St. Paul area manufacturing companies.  

· Sourced qualified candidates through cold calling, utilizing social media, referrals, networking within professional organizations.
· Consistently one of top two sales performers in engineering group; regarded as being among more talented sales people in organization, per manager feedback. 
·  Applied a winning attitude toward my work resulting in exceeding expectations for first year sales people.

Minnova, Sales Sub-Representative                                                                                                   March 2005 – August 2007 
Minnova is a medical device manufacturers representative company. Represented two different product lines.
 
· Performed above company expectations of three presentations per week by setting appointments to deliver four to five presentations per week to M.D.’s, P.T.’s, O.T.’s, and Podiatrists in hospital, clinic, and therapy settings. 
· #1 sales performer of three for the Minnesota territory.



