CHAD REESE

123 Pinewood Place

Port Matilda, PA 16870

(814) 861-4247 

jchadreese@hotmail.com

OBJECTIVE
Seeking a full-time career position in a Professional/College Recruiter or Human Resources role that will utilize and challenge my skills and experiences.  Will consider full-time or contract employment as well as a Virtual/Remote opportunity.  Ability to travel 100%.  Paid relocation is helpful, however I am willing and able to self- finance relocation/travel to the Southwest Florida market area.
EDUCATION
Penn State University, University Park, PA (B.S. Education, May 1992, 3.9/4.0 GPA). 

Certified Six Sigma Specialist.

EXPERIENCE
CONTRACT AND CONTINGENCY RECRUITER, Self-Employed, Contractor 
2007-Present
As an Independent Contractor, I provide Contingency, Contract-Per-Hour Full Lifecycle, and Strategic Sourcing Recruiting services on a national basis.  Focus is in Mid-to-Senior level positions within Engineering, Information Technology, Finance, and Program/Project Management.  Sourcing is primarily generated through cold calling, networking, e-networking, electronic resume boards, college affiliations and job fairs.  Contracts/Assignments have been and are executed either onsite or primarily through a Virtual, home office environment.  
SENIOR HUMAN RESOURCES GENERALIST/ TALENT ACQUISITION, Raytheon

2000-2007

· TALENT ACQUISITION - Provided full life-cycle college, professional, exempt and non-exempt recruiting for the local site in State College, Pennsylvania as well as the Mid-Atlantic region.  Positions recruited for include engineering, information technology, program/project managers, finance, business development, and administration.  Solely responsible for growing site headcount from 320 to 540 employees. Consulted with hiring managers to identify hiring needs and write effective corresponding job requisitions.  Screened and qualified candidates, lead interviews, conducted reference checks, extended offers and acted as liaison for relocation process.  Developed and implemented numerous sourcing strategies, including utilization of the internet, direct sourcing, referral generation, e-chats, ad placement (both electronic and newspaper), email blasts, professional/college job fairs and open houses.  Won “Mid-Atlantic College Recruiter of the Year” and promoted into “Mid-Atlantic College Recruiting Coordinator” role for business unit.  Tracked applicant activity for entire hiring cycle.  Ensured EEO hiring goals were met.   
· LEARNING – Acted as Site Learning Lead.  Worked with management to create annual tactical and strategic learning plans.  Obtained courses and sessions for classroom, online and vendor training.  Organized logistics for learning environment.  Participated on a team that drafted and implemented business-unit common learning process and procedures and a team that created business-unit competency models.  Researched and acquired funding for learning grants, most notable thru the PA Department of Labor and Industry and the Tech Council of Central PA.

· COMPENSATION – Conducted external and internal salary analysis and internal salary compression execution.  Negotiated salaries, sign-on bonuses and relocation incentives.  Coached management teams on merit cycle development process and execution.  

· BENEFITS – Organized benefit orientation and open enrollment activities and communications.  Worked on business-unit team that analyzed current benefit package and studied national and local benefit options/alternatives in the marketplace.

· EMPLOYEE RELATIONS – Conducted Ethics training courses.  Co-lead for site Alternative Dispute resolution program.  Served as primary point of contact for Conflict of Interest policy/program with existing employees and prospective employees.

· MISC - Constructed a site Employee Referral Incentive program.  Administered New Hire Orientation and Exit Interviews.  Active member on Diversity Council to promote Diversity initiatives in the workplace.  Developed and lead information sessions and mock-interview seminars at various colleges and universities including Penn State, Lehigh, Bucknell, George Mason and Morgan State.  Planned and administered Big Sibling mentor program for new hires and “Take Your Child To Work Day”.  

H.R./STAFFING ACCOUNT EXECUTIVE, Management Recruiters International 
1998-2000

· Sold staffing services through meeting with key hiring authorities of various sized companies to discuss their current personnel roster as well as future needs/growth of their staff.  This led to developing a cohesive needs assessment and to formulate a recruiting strategy to meet their hiring objectives.

· Constructed marketing plans to recruit candidates through a variety of sources/methods.

· Networked and consulted with candidates to counselor them in career assessment and consequently present them with opportunities based on their desired needs/criteria.

· Presented candidates to hiring authorities and closed to have candidates interviewed.

· Mediated between the candidate and the client company throughout the entire interview process to achieve a company offer and candidate acceptance.

· Created start-up desk with no existing accounts, achieved 200% of monthly quota and consistently ranked in national top 50 account executives out of 1000.

ACCOUNT REPRESENTATIVE, PHH Fleet/PersonaLease Division

1995-1998

· Sold fleet vehicles and services via cold and warm leads to develop new business in traditional and affinity markets.

· Increased market share and profit margins for existing sales base through structuring lease program features and rates accordingly.

· Assisted in constructing marketing tools/strategies for a variety of media resources.

· Interacted with client support personnel to satisfactorily resolve service issues.

· Co-coordinated goals and agendas for market trade shows and conferences.

· Most successful within division in cross-selling intangible services such as insurance and extended warranty coverage.  

· Generated sales revenue led to being #1 in total sales within division.

ACCOUNT MANAGER, Safelite Auto Glass
1992-1995

· Sold aftermarket auto glass and services to insurance agents and claim centers. 

· Promoted from a service rep to an account manager after nine months from hire.

· Increased volume and net profits for existing commercial base.

· Communicated with management and sales support personnel to provide operational resolutions and preventive measures for customer service issues.

· Acted as liaison between corporate and field office for regional/national accounts.

AFFILIATIONS
· Member of the PA CareerLink Employer Advisory Council

· Member of the State College Community Diversity Group 
