Richard “Rich” N. Peterson
STRENGTHS:
A seasoned Executive Recruiter-Director and innovator with experience in full life cycle recruitment/human resources, marketing, and business, with a proven ability in people generation.

EXPERIENCE:

Executive Search and Recruitment Advertising 

August 1994-Present

RecruitCom




March 1999-Present

Corporate Recruiting Director

RecruitCom, an Executive Search and Recruitment Communications company, works with Private and Public Corporations, the Media, and Ad Agencies in searching candidates for placement and providing counsel as to how to attract and retain talent.

Executive search clients include Fortune 500, mid-size, and entrepreneurial companies, major consulting firms, and some of the U.S.’s leading nonprofits.
Overall Executive Search and Corporate responsibilities included:

· Focus on dozens of disciplines and have executed Full Life Cycle Recruitment practices across all areas in Membership Organizations, Development,  Supply Chain & Logistics, Development, Marketing, Information Technology, Media, Accounting, Financial, and other disciplines.
· Responsible for national and international recruiting strategies, processes and pipelines and the development of recruiting department policies and procedures for Managerial and Executive positions.
· Work and through with executive staff, selection committees  and hiring directors to execute overall recruitment objectives.
· Interface with management to design employment packages to attract desired candidates and negotiate and close employment contracts.
· Collaborate with hiring managers to improve Recruiting and hiring Department processes and procedures and execute effective marketing strategies.
· Effectively partner with HR and Management to establish and maintain hiring processes and metrics.
· Identify 90% - 100% match candidates, reducing cost per hire to $11k - $15k and sometimes more.
· Compensation analysis and negotiation for both employees and consulting staff. 
· Develop Behavioral Interviewing Program to select candidates and improve retention and reduce turnover.
· Management of contract, contingency and retained search agencies, including fee negotiation.
· Work extensively with candidate base preparing them for offers from identifying prospects through offer and start date.
· Streamline tracking, posting, and metrics report generation to improve recruiting.
· Use lead generation processes to identify, cultivate, and recruit such as networking, cold-call prospecting direct sourcing, referrals, Internet, job boards and job fairs and presentations to increase pipelines and candidate base. 
· Maintain a thorough working knowledge of all applicable state and local government, accrediting agency, and client-specific contractual laws/requirements. 
· Implement interviewing and hiring processes that complied with company's Affirmative Action Plan.
· Executive Recruiter for high volume, hard-to-fill and niche market positions reducing Cost-Per-Hire, shortening the, “Time to Fill,” by a considerable margin. 
· Use “Non-Traditional Recruiting Media,” to convey the corporate culture and job opportunities. 
· Utilize new and established methodologies and strategies to increase revenue, reduce costs, improve retention and streamline hiring processes to create a competitive advantage. Extensive recruiting experience for Fortune 500 corporations, medium-size and start-up companies. 
· Manage and administer multi-million dollar advertising budget, enabling timely spearheaded and implemented recruiting strategy
· Establish and maintain relationships with all vendors associated with recruitment process. 

· Launch an, “Alumni”,” program inciting former employees back to the corporation. Received a $15k Chairman’s bonus for the concept.
· Implement departmental processes to increase efficiency and decrease expenditures. 

· Develop and implemented on-line applicant tracking system with the support of outside vendor. 

· Plan and prepare for industry specific Career fairs.

The Washington Times 



Recruitment Advertising Manager

The Washington Times is a daily metropolitan newspaper with a circulation of 100,000.  Developed a recruitment advertising section which has shown a 614% increase in revenue during my tenure. Created a monthly employment tabloid that generates approximately 24% of the annual divisional budget.  Responsibilities include determining advertising revenue and expense budgets, special distribution, monthly themes, story lines, sources, etc.  Created an extensive advertising agency and national corporation mailing list, which resulted in new revenue lines.  Twenty percent travel.

The Barrister Group 


                  



Vice President of Client Management






The Barrister Group was a search firm, which provided associate and partner placement as well as merger and acquisition assistance to law firm and practices groups.  Responsible for securing and managing contingent fee and retainer search assignments with Washington, D.C., based and branch offices of national law firms. Worked exclusively with Managing Partners of prestigious law firms to execute critical searches from identification of needs through to acceptance of offers and transition of start date. Disciplines include: Energy, Environmental, Tax, Intellectual Properties, Government Contracts, Employee Benefits, International Trade and Litigation.  Established and managed a subsidiary directing twelve recruiters, specializing in exempt and non-exempt staffing (temporary and permanent) for legal, trade association and corporate marketplace.$2.5 million budget.

"Fannie Mae"    






Technology Employment Manager

Fannie Mae, the nation's third largest company based on assets is solely dedicated to residential mortgages. Total employee population: 2600. Area of concentration: 750. 

· Initiated and conducted weekly status meetings with key operations managers to facilitate communications and monitor the execution of staffing goals as well as communicate vital issues to executive officers. 

· Provided training and consulting services to departmental managers covering all aspects of recruitment and employment law.

· Managed a team of permanent and contract personnel. 
· Responsible for serving all staffing needs for the Technology Department. 

· Installed first Applicant Tracking System--analyzing and coordinating recruitment efforts for the Technology hiring program. 
· Initiated several cost saving programs such as Employee Referral Program, Contract Recruiter and Technician Program, Agency Usage Program, Relocation Program, Job Fair- and Effective Sourcing Program. These combined programs resulted in a 25% cost saving for the company. 

· Collaterally, developed a series of automated reports, Cost per Hire, Attrition Analysis, Vendor Usage. Staffing Forecasts and Summary. 

· Standardized and kept Position Descriptions current for (PD's) for the same appearance. (Position title, job summary, essential functions, competency or position requirements, Knowledge, skills and abilities, quality and quantity standards, education and experience, etc.) 
· Employed competency models to strengthen nearly every facet of talent management—from recruiting to performance management. Department F-expenditures, Advertising and Applicant Tracking. These reports have become standard reference documents for Fannie Mae staffing and recruitment procedures and have served as a management tool to form policy and procedure changes in the areas that were without previous accountability. 

Computer Data Systems, Inc.                      
Senior Recruiter

CDSI is a $160 million consulting and software company with over 2400 employees in 40 locations worldwide. CDSI serves the private and public sector. 

· Produced and managed major recruitment campaigns for targeted areas. In the absence of a management training program, worked closely with hiring managers on all concerns of policy and procedures as it relates to the employment process.

· Responsible for all phases of recruitment from Initial identification of needs through salary negotiation and acceptance of offer for all internal and external employees on multiple contracts.

· Assisted in the determination of complex specifications for position descriptions, for applicant flow and EEO/AAP compliance. 
· Established and maintained job descriptions, and collected data on jobs from other resources such as Salary Surveys or the Occupational Outlook Handbook. 
· Produced and managed major recruitment campaigns for targeted areas. In the absence of a management training program, worked closely with hiring managers on all concerns of policy and procedures as it relates to the employment process. 

Recruitment and Employee Communications
· Research and develop an effective creative campaign in all media’s. (Traditional and Digital)
· Intimately involved in Employer Branding and Employee Value Propositioning. 
· Kept clients visible in all trade journals, trade associations, niche websites, and career fairs.
· Developed creative copy and design for advertisement purposes in print, digital, social, mobile, broadcast, and online media, including implementing all strategies and tactics.
· Served as Content Manager for ACS’ Jobspectrum. org (an employment website for Chem-related careers).
· Worked with companies on best managing the ad agencies including RFP content authoring.
· Established partnership with recruitment technology company marketing interactive services and products to the Human Resources community of Fortune 250 prospects.
· Oversaw an $18 million contract with the Federal Government, (US Census Bureau) for an 8a (disadvantaged) ad agency. The task was to recruit 3 million census takers to conduct the 2000 Census. This was the US’s largest recruitment advertising campaign in our nation’s history during peacetime.
· Launched a national recruitment advertising effort on behalf of Cinema Advertising; a New York based company.  All of the work focused on agency business development and partnering. 
Bernard Hodes Advertising

            March 1997-March 1999

Senior Dr. New Business Development and Account Services

Account Service and New business Development responsibility for the Washington DC marketplace. Generated over $6M in revenue through extensive marketing and relationship building. Managed all national accounts with a track record of securing large scale engagements. 

Attended national recruitment events. Conducted Searches in Career Fair Community. 

Austin Knight, Inc.  (Sold to TMP)              March 1996-March 1997

Vice President of Account Service and Sales

Opened Washington, D.C. office of a $250 million Recruitment Advertising/Employee Communications company based in London, England, with 24 offices on three continents. National Account Management in the Private and Public Sector.
Stackig Advertising  (Sold to TMP)     December 1994-March 1996

Vice President of New Business and Client Development 
Launched New Business and Client Development for an $11million Recruitment Advertising company based in McLean, Virginia.

EDUCATION: 

Ohio University, Athens, Ohio 

Personnel Management/Labor Relations 

Miller Heiman

Sales and Strategy Training 2002

Conceptual and Strategic Training, Large Account Management Process, Channel Partner Management

PROFESSIONAL ORGANIZATIONS:
Employment Managers Association (EMA) 1998 National Conference Co-Chair

Society for Human Resource Management (SHRM) 1995-present 

Human Resource Association of the National Capital Area (HRA-NCA) 

Washington Technical Personnel Forum (WTPF)

Black Human Resource Network (BHRN)

