Jenna Hynes                
2708 Berkeley Pointe Dr. Richmond, VA  23233

jennifer.hynes@ymail.com 

linkedin.com/in/jennahynes    

cell: 717.413.9924

Summary

Workplace Learning Specialist and Trainer focused on diagnosing root causes, creating effective interventions, and meeting business needs.  Key skills include: 
· Instructional Design, Development, Facilitation, and Evaluation (ADDIE, Rapid Development/Stolovich, Kirkpatrick)

· Creative and Technical Writer; E-learning Production/LMS Administrator; Performance Consultant & Coach (HPI model)

· Disciplines: Sales Production, Sales Management, Sales Enablement, Customer Service, Marketing, Leadership

· Industries: Financial Services, Insurance, Real Estate, Staffing, Telecommunications, Professional Consulting
Experience

Owner, OrgDev Solutions     2011

Consultant offering OD, training, and development solutions to businesses as well as performance coaching for professionals.
Consulted for Deloitte, Impact Makers, TecHead, Unboxed Technology, and Yukon Learning.
· Deployed technical training and helpdesk support for Virginia Dept. of Social Services employees learning a new CRM software program

· Analyzed business practices; diagnosed both strategic and process issues for an e-learning start-up firm 
· Recognized marketing and sales development opportunities and suggested business strategies 
· Recommended solutions like meeting formats and online shared spaces/wikis for effective project management 
· Designed a capstone sales training course for a wireless telecommunications company
· Evaluated training and beta tested a premier e-learning authoring tool for Articulate, a top player in the field
Sales Training Manager, Aquent     2009 – 2011
Aquent is an international Marketing and Design staffing company. Sales strategy changed in 1Q2011 from geography-based to industry-specific with focus on business in CPG, Financial Services, Tech, Healthcare, and more.  Sales people perform in a matrixed environment with off site managers and team members who support their efforts.

Instituted the Learning Services governance board, aligning Strategy, Goals, Training, and Management.

· Influenced department leaders and management to value learning and “pull the thread” to support Transfer of Training.  This resulted in increased participation of SMEs and stakeholders in North America and the addition of international responsibilities for the Learning Services department

· Designed sales training curriculum for Account Directors and Strategic Account Leads resulting in a 90 day career launch for new hires.  Realized a consistent learning experience across North American and global territories with focus on defined performance expectations 

· Maximized utilization of contracted vendor services for sales training, increasing conversion ratios

· Created and hosted Aquent Sales Drivers, an online community fueling informal social learning and peer collaboration 

· Performed Coaching and Performance Consulting for Chicago-based salespeople; helped segment prospects and prepare tailored approaches.  Identified team selling opportunities and worked with the manager to develop tactical plans.  Delivered an accepted template for other sales teams to follow 

· Advocated for Talent Management System to connect Recruiting through Termination processes.  Led team in vetting vendors, calculating ROI, and recommending a system; resulted in C level consideration and prioritization of purchase/project
Trainer, CoStar Group     2009

CoStar is a leading provider of commercial real estate information to customers including realty companies, building owners, and property management companies.










Quickly gained consulting assignments by establishing credibility as an Adult Learning specialist with department leaders and peers.  
· Completed Front End Analysis and recommendations for both Operations, Sales, and Research roles
· Sales Trainers incorporated recommended simulation exercises into onsite training program.  
· Mastered Sales process and online product navigation.  
· Mastered Research system and role through job rotation
Curriculum Development Leader, Genworth Financial     2007 – 2009

Genworth is a Financial Services company with business in Mortgage Insurance, Retirement & Protection, and Insurance. I joined the Career Channel of the Long Term Care Insurance (LTCI) Division during a time of change.  Field locations had just converted from company offices to 23 General Agencies (respective, agent-owned businesses).

Led learning and development efforts resulting in 30% year over year growth in a down market with increased sales of the entire product spectrum and more Agent Generated Business (AGB).  

· Launched two new products with live webinars and self-study courses: Cornerstone and Life/LTCI Hybrid policies

· Redesigned the Client Interview & Plan Design document to ensure policy fit and crossell opportunities
· Supported AARP affiliate marketing/partnership integration with effective training implementation for contracted products and related procedures. This helped secure a strategic relationship and enable sales to access/market to a wider customer base

· Developed and piloted the Referrals Program, teaching Agents who primarily worked with company-provided leads to network and build business more effectively with AGB 

· Developed training support of SalesForce CRM roll out, enabling quick transition to the new system and continuity of business

· Influenced Marketing, Product, and Ops departments to better enable sales production with integrated, streamlined processes and procedures
· Redesigned New Hire Career Launch training curriculum for faster ramp up to success; effectively decreased initial learning track from 6 months to 90 days, making new agents more successful, earlier in their career

· Customized and administered a premier Learning Management System (LMS) resulting in nationwide access to learning and tracking of courses for compliance requirements

· Evaluated effectiveness of courses and created written reports for management and Advisory Boards

· Instructed office trainers on facilitator skills, Adult Learning principles, and best practices via the Field Trainer Study Group, empowering them to support agent learning at the local office

· Served as the Instructional Design and HPI resource for training department, allowing team members to focus on facilitating classes and leveraging their field experience

· Planned, organized and facilitated off-site National Sales Conference advanced skill course offerings for tenured agents and Agency Owners/leaders

Learning & Performance Specialist, Susquehanna Bancshares, Inc.     2004 – 2007

Susquehanna is a regional financial services holding company.  During my tenure SBI consolidated operations of its banks into one unified brand and acquired several new banks.

Drove profits and regulatory compliance through contributions to sales, deposit, and loan training.  

· Designed, developed, and facilitated training for bankers; Mastered facilitator, instructor, and administrator training roles through study, practice, and mentorship

· Injected key questions in the 3 Areas of Wallet Share into the standard sales interview; course graduates averaged more referrals to bank specialists

· Served as the learning consultant during online loan processing software development; Performed beta testing working closely with IT partners

· Documented policies and procedures for full spectrum of loan functions

· Guided Loan Processing Center managers on new software navigation for their respective team’s function

· Created and piloted the Loan Originator training program that stressed both sales skills and operational knowledge; transformed a once informal and inconsistent mentor-led function into a formal program.  The program supported upselling, crosselling, compliance to regulations, and consistent practice of brand standards across the bank’s footprint
Manager/Bank Officer, Susquehanna Bank of PA     2000 – 2004

Susquehanna Bank of PA is an affiliate of Susquehanna Bancshares, Inc.  
Maximized branch profits and customer service through management of sales and service staff; consistently exceeded goals. 

· Lifted employee performance and profitability at underperforming branches; earned successive levels of management positions at branches with more profit potential  
· Selected to lead sales efforts for a territory; Offered top managerial spot at new flagship branch
· Cultivated business and consumer deposits through cross selling, referrals, and networking 
· Originated, underwrote, closed, and funded both commercial and consumer loans
· Analyzed client needs and customized financial solutions 
· Managed and developed staff; Facilitated training and territory meetings
Education

Liberal Arts with Psychology focus, Leadership minor, University of Richmond

Study includes Behavioral Economics and Neurolinguistic Programming.  Degree in progress.

Management and Organizational Development, Eastern Mennonite University

Completed courses of note:

· Organizations and Environments; Groups and Organizational Behavior; Individuals in the Organization; Managerial Communication; Statistical Methods
Professional Development and Technical Skills
· Online Collaborative Tools:

       Webex Meeting Center & Training Center, Adobe Connect, GoToMeeting

· Train the Trainer certificates, University of Richmond & Bob Pike Group 

· Telling Ain’t Training, Stolovich

· E-Learning Design certificate, ASTD 

· Authoring Tools: Power Point, Brainshark, Camtasia, Adobe Captivate

· Leadership/Coaching, MK Performance Consultants 

· Human Capital Institute conference 2010: Centers of Excellence, Governance, Leadership 
· Social Media & Web 2.0: Linkedin, Facebook, Twitter, Google+, and more

Group Affiliations

· American Society for Training and Development (ASTD)

· Human Capital Institute (HCI)

· Sales Training Drivers (ASTD subgroup)

· Organizational Development Practitioners

· American Marketing Association (AMA)
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