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VICE PRESIDENT OF HUMAN RESOURCES
Dynamic, creative Vice President of Human Resources with expertise in aligning corporate strategy with business unit goals and individual performance. Adept at reengineering workflow processes, increasing performance metrics, and integrating values into performance management. demonstrated ability to function as a business partner, initiating and implementing strategies to maximize staff effectiveness. Proven track record of saving millions of dollars by increasing efficiency.
Core Knowledge & Skill Areas:

	· Executive Coaching

	· Compensation

	· Benefits Administration


	· Training and Development

	· Executive Recruitment

	· Succession Planning


	· Employee Relations
	· Performance Management

	· Internal Branding


	· Corporate Communications
	· Business Cycle Planning

	· Corporate Events
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PROFESSIONAL EXPERIENCE

TOP HAT CONSULTING, Toronto, Ontario
2007-Present
Toronto-based company that provides leadership performance programs for call centres.
Senior Consultant
Redevelop job specifications and screen candidates for key positions. Conduct training audits and provide recommendations. Improve workflow processes and create performance proficiency levels.

Key Business Contributions:

· Decreased overall meeting time throughout the company by 10% and facilitated improved business decisions by creating core meeting structures and mandates. 

· Reduced supervision time overall by 15% by coaching key business unit leaders who changed required performance behaviours.

· Slashed training cycles by 15% by designing performance proficiency levels and implementing a new training curriculum that created improved customer service.

· Increased competency level of candidates by developing recruiting strategies that brought a focused approach to the recruitment process and decreased learning curve by 20%.

· Avoided union certification by creating union avoidance workshops for senior leadership and all management staff.

· Minimized inventory error rate by 10% by reengineering workflow processes.

E-HARMONY, Toronto
1995-2007
Online dating site for singles.
Vice President, Human Resources/Organizational Development (2000-2007)
Coached executives on staff performance management. Authored and implemented company values. Initiated company satisfaction survey that was the basis for new core training initiatives such as project management and functional HR training. Composed all corporate communications and hosted all company town hall and annual meetings. Introduced mandatory harassment and discrimination training.

Key Business Contributions:

· Netted approximately $10 million per year by crafting and implementing the annual business planning cycle, which was a first in the company.

· Assisted company with attaining 99% of revenue and EBIDTA goals by designing a company bonus plan that aligned the business plan to corporate strategy, business unit goals, and individual performance.
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E-HARMONY (Continued)

· Increased morale and reduced attrition by 5% by redesigning performance management system and including company values in the process.

· Decreased benefits cost by 7% by developing and executing company acquisition integration strategy.

· Reduced stress-related sick days by 15% by offering professional massages onsite on a weekly basis, which were covered by the employees’ benefits package.

· Created mentoring program where executives mentored high potential employees for the first time in company history, resulting in three protégés being promoted to vice president positions.

· Realized 100% attainment of revenue goals by aligning strategic initiatives with individual performance.

Director, Call Centre Operations (1997-2000)
Performed quarterly site inspections and operational audits. Developed and hosted quarterly sales meetings. Aligned call centre priorities with overarching business strategies.

Key Business Contributions:

· Saved $15 million by successfully consolidating 25 North American call centres into one, coordinating IT, Marketing, Call Centre Operations, HR, and Finance.

· Increased sales in 25 call centres by 11% within six months of implementing sales and service training as well as KPIs.

· Elevated individual performance metrics by 18% through initiating the Silent Shopper program, which assessed service levels.

· Improved sales by 3% by introducing a self funding call centre incentive plan.

· Prevented unionization of a key call centre.

Senior Organizational Development Specialist (1995-1997)
Designed curriculum and conducted performance feedback training. Created and implemented core organizational training programs such as Conflict Resolution, Team Building, Types and Teams, Project Management, SMART Goal Writing, Decision Making, and Harassment and Discrimination in the Workplace. 

Key Business Contributions:

· Created and facilitated five-day AGM and goal writing process, resulting in completely aligned goals for the new fiscal year.

· Instituted job rotation succession planning, a new initiative that supported cross functional training and resulted in the placement of five staff members.

· Initiated 360 feedback process that identified providing feedback as an organizational gap. Designed mandatory training for management on providing feedback, which increased employee satisfaction scores by 35%.

· Saved senior leadership an average of five hours per month by grouping new employee orientation sessions together for the sake of efficiency. 

· Increased interviewer effectiveness and decreased screening time for candidates by rolling out behavioural interviewing training.

· Saved $1 million and reduced headcount by producing new organizational structure and aligning team structures.

EDUCATION

Bachelor of Psychology/Social Work, University of Toronto, Toronto, Ontario
PROFESSIONAL DEVELOPMENT

Certified in Myers Briggs Type Indicator (  Mergers and Acquisitions HRPAO
