Mark L. Slota, MBA, PHR

17063 Wellington Dr 
marklslota@yahoo.com
Parker, Colorado 80134

(402) 598-1140
SUMMARY OF QUALIFICATIONS
Proven people manager and strategic business partner with strengths in Project Management; planning, recruiting, securing, and managing resources to achieve specific goals. Known as a dependable, productive, knowledgeable leader and supervisor. Industries of experience: Insurance and Education Administration.  HR function areas of experience include:
	· Policy and Procedure Development
	· Training and Development

	· Performance Management
	· Recruiting & Talent Acquisition

	· Client Relations and Account Management
	· Project Management


EDUCATION
PHR Certification
January 2010

HR Certification Institute 

Trained in: Strategic Management, Workforce Planning and Employment, Human Resources Development, Total Rewards, Employee and Labor Relations, and Risk Management. 
Master of Business Administration, Concentration in Human Resources
June 2009
University of Phoenix, Lone Tree, Colorado
Bachelor of Science Business Administration, Emphasis Marketing 
May 2000
Wayne State College, Wayne, Nebraska
PROFESSIONAL EXPERIENCE
ESM- Student Life Solutions, Highlands Ranch, Colorado
 December 2007-Present

Lead Agent (September 2008-Present)
· Supervise staff consisting of 50 Educational Consultants.
· Manage performance of staff: write performance improvement plans, develop career goals, perform termination procedures, coach staff on sales process and account policy and procedures. 
· Create materials and facilitate training sessions on compliance requirements and processes.
· Manage recruiting and hiring efforts: review applications, conduct phone screen interviews, conduct in person behavioral interviews, and recommend candidates for hire. 
· Perform administrative functions: creating schedules for employees, ensuring communications flow with administrative account contacts. 
· Ensure department processes are in compliance with corporate HR policies and procedures. 

· Lead departmental meetings presenting ideas and developing solutions that improve operations.
· Develop account policy and procedures for clients helping them achieve desired outcomes.  
Education Consultant (December 2007-September 2008)
· Developed relationships with prospective students interested in learning opportunities with educational providers
· Handled objections presented by prospective student, responding to concerns by reselling advantages of an on campus visit.
· Scheduled on campus visit for prospective student, negotiating agreed upon on campus visit time; confirming campus location with prospective student.

· Conducted follow up calls, rescheduling prospective student who missed on campus appointment.
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CONTINUED PROFESSIONAL EXPERIENCE
Life Sales Manager
 January 2005 - October 2007

Financial Brokerage, Omaha, Nebraska

· Cultivated strategic relationships, recruited agent base and maximized account sales for insurance brokerage firm. 
· Generated over $2.5 million in additional revenue and profit growth within the first year of employment.
· Leveraged strong prospecting and sales skills to significantly increase account base productivity from 58 to as many as 315 producing agents, leading the company with 88 new recruits for 2005. 
· Recognized by executive leadership for expertise in business development, management and goal attainment.

Sales Agent 
March 2003 – January 2005

State Farm Insurance, Omaha, Nebraska

· Promoted the development of new business relationships and company growth for independent insurance agency of Fortune 500 company by offering customized investment advisory services.
· Qualified leads generated from telemarketing and marketing activities to identify and follow-up on the most promising prospects for our services.
· Conducted research to understand competitor products and market changes. 
· Presented and sold products to current and potential clients, answering all questions and up-selling when appropriate. 

Field Sales Agent 
September 2001 - March 2003
Mutual of Omaha, Omaha, Nebraska

· Led all aspects of daily sales and business development activities including new product rollouts, key account management and customer relations.
· Prepared action plans and schedules to identify specific targets to reach sales goals.

· Developed and maintained sales materials on all products available. 

· Identified sales prospects and followed up with contacts and accounts as assigned.

· Prepared all necessary paperwork to activate and maintain services. 

· Prepared a variety of status reports, including activity, sales closings, and follow-up reports. 
Customer Service Representative
October 2000 - September 2001

Ameritrade – Omaha, Nebraska
· Addressed client inquiries regarding securities trading for NYSE, NASDAQ and OTC equities options, mutual funds, and money market and IRA accounts. 
· Dealt directly with customers by telephone and face to face, responding to all inquiries and complaints as needed. 

· Performed customer verifications processing applications and requests. 

· Kept record of customer interactions and transactions. 
PROFESSIONAL ACTIVITIES - HR
CHRA (Colorado Human Resource Association)
· Volunteer at CHRA events, Participate in Personal Development Groups, Attend HR functions

http://www.linkedin.com/pub/mark-slota-mba-phr/6/612/74b

