      
Mike Starr
(561) 856-3447 

8200 Arista Place #202 Broomfield, CO 80021
                      divestarr@hotmail.com
PROFESSIONAL SKILLS:
	Relationship Management
	New Business Development

	Creatively Dynamic Negotiator 
	 Excellent Communication Skills

	Exceptional Customer Service
	Proven Leadership & Sales Strategy


PROFESSIONAL EXPERIENCE:
Northern Star Financial, Inc





       

9/09 to 11/10
General Manager, Broomfield, CO
· Responsible for achieving or exceeding monthly/annual sales goals and profitability
· Recruit, train & develop sales team
· Motivate & manage every sales rep to attain their highest personal productivity & individual sales objective
· Develop sales plan/strategy for incremental revenue growth & new market expansion
· Assist & support sales reps to exceed in all sales activities including prospect calls, appointments, presentations, proposals & closes   
· Effectively manage leads, referral & prospect process 
· Review & adjust daily/monthly sales report & forecasts for accuracy
· Meet daily with each sales rep & offer coaching, counseling, advice, support and information to help them meet their sales objective
· Provide timely competitive pricing & approval on all submitted quotes
· Establish & monitor sales team objectives & individual performance
· Maintain accurate records of all pricing, sales & activity reports submitted by sales reps
· Communicate, implement & ensure compliance of company policies & procedures
Omni Financial








7/07-6/09
Head of Recruiting, Vero Beach, Fl



· Complete ownership of day to day HR functions (all training, benefits, regulatory matters relating to benefits)
· Maintained historical human resource records by designing a filing and retrieval system - keeping past and current records.

· Ensured legal compliance by monitoring and implementing applicable human resource federal and state requirements; maintaining records; conducting investigations; representing organization at hearings.

· Prepared and educated employees with new information and assignments daily. Established and conducted orientation and training programs.

· Redesigned and expanded the recruiting process (testing, job descriptions, and job fairs, networked with 3rd party recruiters)
· Solely responsible for all hiring and terminations at the firm
· Communication facilitator for company. Increased communication across the firm by giving employees open meetings to discuss issues and develop resolution strategies
· Maintained management guidelines by preparing, updating, and recommending human resource policies and procedures on a daily basis
Omni Financial








1/05-7/07
Senior Tax Analyst/Production Management Team, Vero Beach, Fl








· Developed Tax Resolution strategies for clients
· Efficiently ran a “book of business” with over 90 revolving clients
· Directly supervised three paralegal assistants
· Developed and built successful long term client relationships
· Accurately pre-qualified monetary responsibilities of clients
· Managed client expectations; initiated and responded to client communications

· Brought the firm new clients through referral process
· Maintained precise client records and effectively managed business pipelines 
· Worked closely with Account Managers on submitted Tax status and facilitated resolution of files

· Provided daily assessment report on new account cultivation and client account penetration

· Worked closely with General Manager to meet team objectives/sales goals

Aegis Communications







2/04-1/05
Sales Representative, Port St. Lucie, Fl






· Century Warranty Services Vehicle Protection Plan Sales 

· Assisted Supervisors in direction of 30 member sales team

· Increased number of accounts and improved customer relationships
· Mentored new sales agents 

· Consecutively ranked as a sales leader every month since hire date

· Always exceeded monthly sales objectives

· Acted as model for proper call flow
· Managed customer sales cycle from pre-sale to post-sale

· Developed account strategies focused on customer satisfaction and retention   

· Tracked and resolved client issues; managed account expectations

· Collaborated with internal organizations on customer buying behavior
· Ensured proper resources were allocated to customer
SCUBA Quest U.S.A., Inc







10/97-2/04
Sale Manager / Training Instructor, Stuart, Fl





· Day to day operation of a SCUBA retail and training facility with pool
· Increased sales through relationship building with students
· Responsible for largest profit margins in 15 store chain
· Directly supervised 6 employees
· Trained employees as Certified Instructors and managers of SCUBA Quest stores
· Financial/Accounting management of all store operations
· Oversaw and taught every class throughout certification process
· Personally maintained all new, rental, and customer equipment
· Sold, booked, organized and led every dive trip sponsored by store

· Numerous TV appearances as “Local Dive Expert” and SCUBA Quest representative
EDUCATION AND TRAINING:
· Bachelor’s Degree, New England College, Henniker, New Hampshire. B.A. Communications, 1994
 3.7 GPA, Dean’s List.
· Associate’s Degree, University of California San Diego, La Jolla, California. Marine Biology, 1991
· Associate’s Degree, University of Northern Colorado, Greely, Colorado. Business Administration, 1989
