Darren Knauss

Boulder, CO, 80301
dpknau@yahoo.com; darrenknauss@yahoo.com
SALES EXECUTIVE 

Dynamic sales and operations executive with a track record of vital skills and results to make a quick impact through increased sales performance in the Management Consulting, BPO outsourcing arena.  Results oriented scorecard of increased revenue serving as individual contributor and by leading and developing sales representatives to peak performance.  Extensive experience selling out-sourced corporate services including human resources, staffing contingent labor,  professional employer services (PEO), Human Resource Outsourcing (HRO) and Business Process Outsourcing (BPO), Disaster Recovery (DR), Business Continuity (BCP) including SaaS to business owners and C level executives within a competitive business climate. Strengths include executing best practices in the HRO arena, including HR consulting and HRO IT.  Experience in all phases of the employee evolution including recruitment, workforce planning, training, and employee document management.  Additional strengths include strategic business planning and executing programs for all phases of the business life cycle. Expert in building top producing sales organizations through personal accountability, strategic marketing, lead generation and key account management.  Outstanding record of achievement in P&L, as well as, account and contract negotiations. Excellent communicator coupled with an ability to actively manage change. Demonstrated achievements in:
HR IT Services




HRO Multi- Geography Project Execution

HR BPO Services




HR Consulting Services

ROI Analysis




Turn -Around and Start-up Organizations

Performance Management Software Solutions

Vendor Consolidation

HRIS Systems




Time and Attendance Systems

Strategic Sales and Market Planning                            
Client Retention

Pricing Strategy

                      

Payroll Solutions



                      Sales Service Operations, Multiple Locations

Benefits, 401k Administration
Key Account Relationship Management                      
Budgeting and Forecasting 
Competitive Analysis                                 

Negotiating and Closing Business  
Sales Development & Training 
 

e-Learning Solutions
SaaS





Risk Management and Compliance

Sales Reorganizations




Downsizing Strategy, Reduction in Force (RIF)

Staffing





MSP - Managed Service Provider

VMS - Vendor Management Systems


Recruiting

Disaster Recovery 




Business Continuity Planning
Sales and Marketing
· Re-engineered a regional HRO sales organization in six months that resulted in exceeding revenue of 1M per quarter.
· Successful record of  relationships and results in the Global 2000, Fortune 500 space with average deal size of 5M.
· Closed business in several small and midmarket industries including, financial services, healthcare,   technology,  start-up, venture capital, private equity, hospitality, software, light manufacturing.  Average deal size, 5-500 employees and $60,000-over 1M per deal. 
· Led a HRO, PEO sales and service organization through several reorganizations that consistently exceeded revenue of over 105% of plan, and client retention of 98%.
· Developed alternative revenue channels in the HRO, PEO arena.
· Led a team of 8 PEO, HRO sales consultants and $120 Million in reoccurring revenue per year.
· Increased territory sales from 840 k to $1.6, an increase of 90% in three years in the import arena.
· Founded a company that promoted consumer trade shows specializing in sports memorabilia on a national level. First year net profit totaled over $189 k on an initial $500 investment.
· Prospected and closed business through a variety of sales techniques including, networking, seminar presentations, alliances and cold-calls. 
· Sold a wide variety of financial services including, stocks, bonds, futures, options and mutual funds.
Management

· Led and developed five business development managers and 4 consultants in the HRO, PEO arena.
· Managed Three HRO, PEO Branch Locations with 12 sales representatives and 9 HR consultants. 

· Recruited, empowered and developed a HRO, PEO sales team that generates over $ 10 million per month in revenue. 
· Trained, coached and built a cohesive inside-outside sales team that consistently exceeded goals in the import, export space.
· Led a sales region in excess of $1.6 million, with two locations and 7 employees in the import arena.
· Managed client billing, revenue in excess of $12 million per year for a law firm that specialized in business, estate and water law. 
Strategic Planning and Business Development

· Consultative, Solution Selling Approach.
· Built ROI models quantifying intangible costs associated with human capital.
· Analyzed intangible competitive product offerings value propositions.
· Forecast and managed budgets, consistently achieving goals for revenue production and cost control.
· Resolved conflicts and negotiated with clients, vendors. 
· Negotiated price, delivery and product features and benefits.
· Developed alliance channels for sales generation. 
· Managed entire BPO, HRO, PEO sales process from lead generation, presentation, client interaction, price and contract negotiations, on-boarding and client referral introductions.
Professional Experience
Director of  National Accounts, Manpower Group (2011-Present)
Vice President of Business Development, ESG Republic (2010- 2011)

Director of Sales, ADP TotalSource, Northern California (2009-2010)

General Manager, Gevity/TriNet HR, Colorado (2008- 2009)

General Manager, Gevity /TriNetHR, Northern California, (2005-2007)
District Sales Manager,  Insperity/Administaff, Dallas, TX (2000- 2004)
Area Sales Manager, Capco, Denver, CO (1994-1999)
 
 

Education
 
B.S. Business Administration, Emphasis in Marketing, Regis University, Denver, CO.
A.A. Economics, Santa Barbara City College, Santa Barbara, CA.
