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Adam Reakes
Mobile: 0457 002 895
Email: adam@secretagencies.com.au
PERSONAL PROFILE
Enthusiastic and self-motivated individual with a range of capabilities built up in different working environments.

Hard working and flexible attitude is coupled with a willingness to learn. Ability to analyse and solve problems effectively. I am a sociable person and comfortably interact with individuals at all levels. A professional attitude and a firm personality to see through tough challenges independently or as a team member. Ability to coach, mentor, motivate and supervise peers. Overcome complex business challenges and make decisions from experience-backed judgment, strong work ethic and integrity. Strong attention to detail. Proven ability to deliver results. 

EMPLOYMENT HISTORY

2012/13
Contractor, Ace Internet Bowral


June 2012 - Present


Sales/Marketing

Currently I contract to an ISP, and have achieved the following in a short period of time:

· 4 National Broadband Network 'Awareness Seminars' - these were breakfast seminars for local businesses to attend for free and learn about three of our key services: Wireless broadband, cloud computing and VoIP. The response was fantastic, and we have picked up a number of new clients as a result. I oversaw each of the presenters and assisted them in writing their presentations. Overall, more than 100 new businesses attended

· Created a new 'Ace Services Guide' portfolio for all staff to use when dealing with clients, outlining key products and services
· Actively sought out new potential clients

· Pursued existing clients to make them aware of new services we provide

· On air radio interviews/marketing/advertising weekly: segments @ www.ace.com.au/airstream
· Present at the Chamber of Commerce, Manufacturing Cluster Monthly Meetings and local business group meetings

I work from home in Ryde using a home studio. Ace are aware that I am currently seeking to work within a larger organisation closer to where I currently live. They are most happy to support me with references.
2013
Herd Mentality Podcast

July 2013 - Present

I host a weekly podcast as a side project. In the few months since its inception:

· Created herdmentalitypodcast.com

· Achieved half a million downloads in 6 months through engaging directly with an audience on Twitter and other social media

· Interviewed Ricky Gervais on Episode 7

· Interviewed dozens of other guests on specific topics such as AIDS vaccine research, evolution, depression/mental health, comedy etc.

· 10% of all money raised from this project goes to Kiva.org - specifically for women's education

· Early Feb 2014 ran a fundraiser for a listener to the show (an assault survivor) and raised $12,300 of a $10,000 goal in 48 hours, using a combination of audio and social media
2012
Secret Agencies - Minding Everyone Else's Business

January 2007 – July 2012

Director
During my time as director, I was responsible for all aspects of the company health as follows:
· People
· Held regular sales meetings with staff to discuss budgets, set targets and bonuses
· Created a vibrant work environment for staff. They understood the ethics upon which the company was built and worked hard to uphold them
· Created an effective commission system and worked alongside to motivate achievement
· Performance 
· Performance driven – as a sales agent, no retainers were paid
· Managed budgets for all clients, set projections, worked to achieve targets and bonuses by selling a wide range of products to a wide range of retailers

· Overall, I grew the business over 4 years from $960,000 annually in sales to $4.2m
· Key clients and achievements

· Bush Australia – consistent and sustained growth, over achieved during tough periods against the national average
· Euromaid – 2 years of representation, tripled their turnover
· Groupe SEB – 2 years of representation, quadrupled their turnover, added 2 additional staff
· PRKS – One year of representation, grew in line with national average

· Conair – 8 months, growth above national average
· Accusound – 2 years, consistent performance
· Partners

· Partnered with a national group of sales agents, Brand Establishment. As a group we would share new contacts and leads. We collectively represented Bush Australia and Group SEB

· Created a solid network of customers which included Harvey Norman, Retravision, Betta Electrical, Bing Lee, Bi Rite, The Good Guys, Domayne and Joyce Mayne, as well as several independent retailers. Occasionally required to call outside of our core customers, and expanded to include Reece Plumbing, Plumbtec, Home Hardware and Swan Plumbing

· In dealing with such a wide customer base, I quickly gained an understanding of supplying certain competing retailers with product at ‘special prices’ and the consequences of loading one retailer with a product at a higher price while supplying another at a lower price. I take a great deal of time to consider the ramifications of selling a product before doing it

· I worked closely with my retailers and forged great relationships. This allowed ongoing sales to become easier as I became more connected at different levels (store, state and national)

· Business Systems and Tools
· Designed and maintained our company web site
· Set up server running MS Exchange, maintained accounts and all devices connected for push email (iPhones, iPads, Outlook), created certificates, set up new Exchange accounts for staff as the business grew

· Designed and implemented my own proprietary database software called BlueBooks which was accessible from any device – initially via Windows Mobile phones using .NET, and then via a web interface to sync information from the field into a ‘mystery shopper’ program. The software would allow multiple field representatives to surreptitiously acquire competitor activity and the system would compile a complete report once a month for our clients.

· As my team grew, so did the number of clients we represented and SKUs. I added additional features to BlueBooks to include the ability to count stock in stores whereby our system, after stock on shelves was counted, would send an automated email to the rep to show which products required a reorder. This worked on a min/max principle

· Set up the office multi function printer to be able to receive instructions remotely, whereby any of my team can print from the field and pick it up on their way home. The system also allows for them to place paper orders in and email it directly to a client
· Financial

· Payrolls, superannuation – originally ran my business through MYOB before transitioning to Xero for increased functionality and reporting

· Managed all aspects of the business banking, such as vehicle leases, servicing, staff credit cards and expenses

May 2006 – Dec 2006
Taught English and French at Vung Tau University in Vietnam
· Developed and implemented learning materials as required
Nov 2004 – Jan 2007
Product Training Representative / Area Manager for Profile123
· Began on a permanent part time basis, living in London and travelling the South East of England to distribute Point Of Sale and merchanise.

· Promoted to Field Rep in Jan 2006. Duties included product training on behalf of our clients (Samsung, Intel, Toshiba, Ability Software, Nuance Software, Logitech, Saitek, HP Supplies and HP Hardware.)

· All information I gathered via spreadsheet and emailed to the office to be compiled into reports for our clients. I found the process to be laborious, time consuming and inefficient and it inspired me to begin my own business in Australia. By creating BlueBooks, I was able to cut workloads for my staff by over half and avoid any duplication in the office

Jan 2002 – Feb 2004

HARVEY NORMAN 

(Aug 2002 – 2004) 

 Salesperson, Electrical Department

· Began in general sales, and then progressed from white goods to brown goods to camera bay manager in their new store which opened in June 2003 

· Held free monthly camera training sessions for customers - a relaxed two hour course designed to help the public get the most out of their purchase resulting in 800% increase in sales
· Oversaw bi-yearly stocktakes. Solid understanding of inventory management, batches, write-ups/downs etc. 
EDUCATION

2001
HSC Moss Vale High School
1999
LYCÉE BOIS D’AMOUR, Poitiers, France

French Language: AFS Student exchange

· I completed a year long student exchange in a foreign country. When arriving, I spoke all of two words in French, and at the end successfully completed my ‘Premiere L’ in theatre/literature which involved a spoken presentation to a panel of teachers
OTHER RELEVANT INFORMATION
I recently graduated at Australia’s School of Stand Up Comedy. In March, I performed to 2 sold out rooms at the Star Bar, Sydney. This was one of my ‘bucket list’ ambitions, and whilst it was incredibly difficult, I found it to be greatly rewarding. Whilst doing this in part for the comedy, one of the main reasons I completed it was to further improve my public speaking to benefit my career
HOBBIES

· Singing (classically trained) and guitar
· Krav Maga Self Defence (4th grade), running

· Cooking/camping/hiking/outdoors

REFEREES AND REFERENCES
Available on request
