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Full Service Technology and Financial Staffing Partner 
 

Parallel HR Solutions was founded in 2005 as a full service technology and financial 
staffing partner. With headquarters in Salt lake City, Utah and offices in New York 
City, India and soon to be Austin, Texas, Parallel HR has significant recruiting 
resources as well as an extensive database of candidates to serve clients across the 
country. Being committed to providing customized solutions to identify and address 
clients hiring needs while providing the best customer service in the industry, has 
allowed Parallel HR to differentiate itself from the competition. By collaborating with 
clients to extract key information regarding their working environment and specific 
needs while conducting comprehensive screening of candidates with various unique 
resources, Parallel HR is able to provide precise hiring solutions that exceed our 
client’s expectations. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Dash, would you give us an intro to Parallel HR Solutions?  
Mr. Dash: Parallel HR started in early 2005 as a full service technology and financial 
staffing partner to Fortune 500 companies across the United States as well as 
smaller to mid-size companies that might be in a startup or entrepreneurial mode. 
We originated our home office in Salt Lake City, Utah and since then, we have grown 
and have offices in Nasik, India and New York City. We are also on the verge of 

opening in Austin, Texas. 
 
CEOCFO: To what do you attribute all the great growth that you have been experiencing? 
Mr. Dash: Our growth is attributed to several factors. First are the employees at Parallel that make up the core of the 
company and have a passion for the business. They are subject matter experts in the particular fields that they are 
recruiting for, and that allows us to deliver a higher quality of candidate to our clients. I think that is a major part of it. I also 
think the approach that we take to the industry in terms of customizing solutions based on our particular client’s needs 
gives us a competitive advantage over the competition.  
 
CEOCFO: Do you hire for permanent jobs or temporary jobs? 
Mr. Dash: Parallel focuses on staffing both full-time and consulting opportunities. Currently we are about 70 percent full 
time and 30 percent contract. We have experts delivering both fulltime hiring solutions as well as the contract/temporary 
hiring. Where our clients have needs, we are there to assist them whether they are fulltime or temporary. We will serve 
our partner’s needs and objectives.  
 
CEOCFO: What sets you apart from other staffing agencies? 
Mr. Dash: One of our differentiating factors is our ability to think outside the box in trying to identify specific talent within 
the marketplace, most of which is niche based on our clients’ requirements. To be successful in today’s market we must 
go beyond the standard recruiting methods that most of the agencies are out there doing, which focuses on job board 
recruiting and LinkedIn. There is certainly a place for those and we use those resources as well, however what sets us 
apart is going the extra mile by attending technology focused user groups for instance. We attend and sponsor Java user 
networking groups and .NET user groups affiliating ourselves with the best technologists in the market. Going to these 
events on a weekly and consistent basis allows us to build pockets of talent outside the traditional staffing means. That is 
a big area where we differentiate ourselves, but we also have subject matter experts who throughout the company who 
have not only been in the recruiting industry for ten plus years but also have a side interest in technology or in finance. 
Specifically, one of my recruiting managers develops apps on the side. He has an innate ability and knowledge to dig in 
and ask questions that somebody who was not developing apps might not be able to ask. We also have a PhD on staff 
that is extremely technical, helps us vet all the real technical aspects and pieces of specific skill sets out, and teaches the 
rest of our junior recruiters these skills by sharing his knowledge. Those are two main areas. The third is our passion and 
focus to strive to not only meet but also exceed our clients’ expectations in delivering the best talent available. There is 
really nobody in the business that is more dedicated to our client’s success and if that means being in the office until 10 
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p.m. to get something done for a client, that this is what I will do for as long as it takes to get the job done. At the end of 
the day, we will do whatever it takes to make sure our clients are satisfied. 
 
CEOCFO: How do you provide value to your clients? 
Mr. Dash: There are tons of IT and finance staffing companies out there, but it is about what we are providing of value 
that the others are not that will allow us to stand out. For us, it is identifying those specific pockets of talent and extracting 
more information both from a technical and from a soft skill standpoint. We are able to present a more qualified candidate 
to our clients. This saves a lot of our client’s time on the back end. We would much rather spend more time with clients 
upfront initially and get more detailed information than we might need, rather than having to go back and forth with our 
clients’ getting candidates questions answered in a non-formal manner, which delays the process. 
 
CEOCFO: It sounds like you really work hard at trying to identify the need of the customer before even talking to 
a recruit. 
Mr. Dash: Absolutely. We spend a lot of time with our clients up front really making sure that we are speaking to the 
decision makers digging into what has or has not worked for them in the past. We can then identify these key areas when 
we are recruiting for them. Every department within every organization has a little bit different cultural feel to it. It is 
important to be able to identify the culture within the organization and department and assure candidates will fit in. 
Matching the skill set is only half of the battle. Having the ability to match those soft skills will ultimately be a main factor of 
if your candidate will get the job.  

 
CEOCFO: How do you attract customers? Do you have a sales staff that makes contacts, is it a major part of 
what you do as CEO, do you go to tradeshows, or do you advertise in magazines? 
Mr. Dash: All of the above, but we do not really advertise in magazines that much. We have a sales team of which I lead 
along with two other Sr individuals that also focus on business development, client delivery and customer service. Our 
sales efforts our spread among our three offices consisting of one Director of Business Development being in Salt Lake 
City, VP of BD focused on Austin, Texas, and our other Sales resource focused on New York. They are in the field 
leveraging our success and relationships and generating new opportunities. I prefer getting business through my referral 
network referencing our satisfied clients. We have very satisfied clients, and when they can spread the word to other 
colleagues, friends and family in other organizations, we are already ahead of the game and elevate our delivery. There is 
nothing more satisfying than referrals from a satisfied client who has had a great experience. Many of my relationships are 
formed based on the 13 years I have spent in the industry. Our sales team continues their efforts in knocking on doors 
and focusing on specific areas within organizations where they may have a gap in talent. We then try to match those gaps 
in talent with candidates with niche skills sets that help our clients round out their internal teams. 
 
CEOCFO: Are referrals a big part of this? 
Mr. Dash: Referrals are the big part of the industry. Any time you have somebody referring business it is definitely a 
positive. You have done something right for that person who is referring you. In fact, we have a referral program for any 
candidate referred to us that we find a job for. We will actually provide the person referring them a new iPad or another 
gadget of their choice. This goes for client referrals as well. Referral programs are a big part of the growth. 
 
CEOCFO: Do you ever participate in acquisitions, or do you grow strictly organic? 
Mr. Dash: It is organic now. Who knows what the future will hold, but I would say that toward any acquisitions we would 
be looking a couple years before we can even look at that. 
 
CEOCFO: What will growth look like for you? Will it come about with entry into more markets, more states, or 
deeper penetration into the companies that you have? 
Mr. Dash: I again would answer all of the above. Right now, we are forming our team in New York, so we are trying to fill 
the rest of that team with leaders in the industry who have a passion for the business, which will allow us to grow in the 
New York marketplace. In addition, we are focusing on Austin, Texas and ramping up the volume of business that we are 
doing there in anticipation of opening an office sometime in 2014. Once those two things are accomplished, there will be 
other marketplaces that we have pinpointed that I feel are good marketplaces with tremendous growth opportunity. Those 
marketplaces will be the focus of our growth after 2014. 
 

“To be successful in today’s market we must go beyond the standard recruiting methods 
that most of the agencies are out there doing… We attend and sponsor Java user 
networking groups and .NET user groups affiliating ourselves with the best technologists in 
the market. Going to these events on a weekly and consistent basis allows us to build 
pockets of talent outside the traditional staffing means.” - Michael Dash 
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CEOCFO: What is special and what is the take away about Parallel HR Solutions for our readers? 
Mr. Dash: If companies are looking for a partner who will go above and beyond to deliver for them, create customized 
solutions and have as much passion to finding them talent as they have, then Parallel is the place to align themselves 
with. We will put these customized solutions in place to assure that we deliver in a timely manner for our clients. We will 
lay out a timeline, lay out expectations, and conduct deeper screening on all candidates including technical screening and 
reference checks, to name a few. We put these things in place so that we deliver more value to our clients. The passion to 
continually improve our service to meet our clients’ expectations is undeterred. I would say that clients of Parallel HR are 
going to align themselves with a company that is extremely devoted to the success of our clients primarily. Every decision 
we will make is in the benefit of our clients, not the benefit of making a placement, which is what you see with many 
agencies out there. 
 
CEOCFO: Finally, would you tell us about the Inc. 5000 and other recognitions for Parallel? 
Mr. Dash: Being named to the Inc. 5000 list this past year was a great accomplishment. Parallel has also been 
recognized in Utah with several awards. We were among the Utah Fast 50 named by Utah Business Magazine, in 
addition to being named four years in a row to the Mountain West Capital Network’s Utah 100, the fastest 100 companies 
growing in Utah. I am also fortunate enough to being named to the 40 under 40 list for 2014 and will be in Utah Business 
Magazine for this award. This awards the top 40 business people in Utah who are under 40 years old and contribute 
outside of the workplace within the community as well. 
 

 
BIO: Michael Dash, President and CEO, a leading staffing industry expert has spent the last 13 years passionately 
serving clientele across the United States. With a unique approach that customizes specific solutions to address client’s 
technology and financial staffing objectives he has successfully lead the way in building Parallel HR Solutions.  
 
Having graduated from the University of Maryland’s top 25 business school, Michael has served in a sales/client services 
capacity his entire career. Growing up with a father as an entrepreneur, Michael learned at an early age the passion, hard 
work and dedication it takes to be a successful leader. Michael’s diverse background of starting off in the retail world 
helping his father sell fine china and collectables, to going door to door in college selling home improvements in Baltimore 
and Washington DC, he has gained the ability to relate to people with a wide range of backgrounds. Being able to adapt 
to his surroundings early in his career has helped him develop his expertise in client delivery. After graduating college, 
Michael accepted a cold calling job selling advertisements in sports publications. After having four years of strong success 
he realized he was not being challenged to the fullest and made a dramatic shift into the staffing business in NYC. His first 
job was with an international technical staffing firm called Hall Kinion. After three years of building a solid base of clients 
for other organizations, he identified a unique opportunity to support a client’s growth in Salt Lake City, Utah. Knowing 
only one person in the entire state of Utah, he decided to follow that opportunity and leave everything behind to start a 
new career in Utah. This led to the opening of Parallel HR with just two employees. Since then Parallel is working on 
opening its fourth office with over 40 employees all within the last 7 years. 
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Parallel HR Solutions
488 East Winchester Street, 

Suite 125 
Murray, Utah84107 

801-386-8008 
www.parallelhr.com


