Arturo M. Rodriguez
Home Phone (303) 520-2109
E-Mail- artmrodriguez@outlook.com 
[bookmark: _GoBack]arod3137@gmail.com 

Objective:       
Talent Acquisition and Account Manager with tremendous client and management building skills, Proven leader, motivator and train others to meet and exceed their overall team goals and quotas. Established Sales Professional acquiring new business, maintaining existing business that is always looking to improve and exceed previous daily monthly and annual goals. 

Experience: 

Amero Energy Partners- Senior Recruitment Consultant
August 2014 to Present
Utilize available sourcing resources including internal & external candidate databases
Perform all aspects of full cycle recruiting activities including account development, job profiling, job posting’s, 
Screening, pre-qualifying, interviewing (Phone, Skype, Face to Face), Present Qualified candidates to clients.
Negotiate Rates with clients and candidates to meet the needs of both and maximize profit margins
Effectively manage long-term sales cycles, establish and maintain long–term rapport with key decision makers
Direct, Contract and Temporary Hires (90% Direct Hires)

Quality Staffing Solutions- Recruitment Consultant
August 2013 to August 2014
Conduct various sourcing and posting methods, generating and maximizing pipeline of candidates
Worked closely with hiring managers to further qualify requirements and assess urgency in order to allocate
Resource’s effectively and efficiently.
Follow all hiring and applicant tracking policies including EEO/AA compliance 
Trained newly hired recruiters
Full Cycle Recruiting making cold calls to Decision makers, negotiate service agreements and fee’s, detailed job orders, job postings, pre-qualifying, interviewing and presenting top talent to clientele. 

Mile High Energy Solutions- Sr. Recruitment Manager (Oil & Gas Industry)
	May 2012 to June 2013
· Pre-Qualify candidates over the phone and in person to present to clients
· Generate New Accounts Through reference checks, cold calling referrals
· Direct, Contract and Temporary Hires (Track Timesheets/Timecards, Service Agreements)
· Conduct multiple in depth phone interviews, Setting up relocation options  
· Negotiate Contracts 
· Maintain relationships with hiring managers, district managers, area managers and operation supervisors of current and previous clients
· Exceeded Monthly Quota, Invoiced more than $20,000 monthly

Account Manager-Amusements & Fido’s 
February 2010 to April 2012
· Establish New Accounts
· Manage existing accounts
· Making 100+ Calls Daily using Salesforce CRM
· Train new Sales Reps using ACT Software for accounts receivable & payable  	
· Recognized as Top Sales Person 
· Generated over $30,000 in monthly invoicing and over $400,000 Annually



Dispatcher - Mathias Lock and Key
June 2008 to January 2010
· Dispatch incoming calls
· Assign Technicians service calls
· Resolve unexpected situations

Inside Sales- Service Magic
March 2006 to June 2008
· Maintain strong pipeline in (FRED) company software
· Conduct phone & face to face sales procedures via company methodology
· Build rapport with Contractors and other Professionals

[bookmark: h.ycc9o18xgj45]Loan Officer U.S.A Mortgage Corp
[bookmark: h.h5fizqzgxxy9]October 2004 to March 2006
· Generate new leads & referrals
· Verification of Employment/Rent/Credit/Debt-to-Income ratio
· Work with various Lenders

Assistant General Manager / Sales 24hr Fitness
May 2001 to December 2004
· Generate new customers by calling 80 new leads daily
· Performed inside sales, customer service and telemarketing
· Team building, cross training
· Promotions and marketing with local businesses
· Negotiate contracts
· High achiever, with numerous awards as Top Sales Producer
· Train new sales staff

Recruiter-Onsite Companies/AeroTek
November 1999 to March 2001
· Source resumes from Monster, Career Builder, job fairs & trade Show
· Temporary and Contract Hires 
· Acquiring top talent(Temporary) and present to hiring manager’s   
· Maintain quality pipeline of candidates
· Pre-screen background checks
· Phone & Face to Face interviews and send to Account Manager for Final hire
· Negotiate rates with clients and candidates to maximize profit margins
· Track Temporary candidates hours and schedule’s
· Turn in accurate time cards and timesheets of candidates


Education

Community College of Denver, Communications Major
1998-2000   
[bookmark: h.1xzr1hds3p9x]
Activities/Awards: 
Member Scholars, Vice-Presidents list, Deans List, Colorado Scholarship and Diversity Scholarship, Volunteer Walk for Autism, Volunteer for Alzheimer’s fundraisers.  



