Ian Hunter Gray
7 Astrolabe Rd, Daceyville, NSW 2032
Phone: 0412 512 262 - Email: ianhuntergray2014@gmail.com 
Profile
Professional marketer with over sixteen years’ experience delivering positive business development and marketing outcomes; 3 years marketing educational conferences and business networking events within the commercial conference and training industry;  eleven years creative marketing and account management within the corporate and incentives travel, tourism and events market; experience in a tier one music industry label; strong commercial relationship and partnership builder focused on building and maintaining competitive edge; creative social and digital marketer. 

Professional summary

· Track record achieving strong sales results and ROI from B2B marketing campaigns

· Experience launching and growing events through innovative and creative marketing campaigns within tight budgets and in competitive markets

· Digital and social marketing innovator, having introduced, adopted and demonstrated returns from creating new digital campaign practices
· Effective coach and mentor for newer members of marketing teams
· Experience coordinating and directing telesales campaigns by in-house and off-shore sales teams

· Develops and supports sponsorship campaigns by working closely with BDMs to achieve sales results
· Event and promotions marketing budget management and reporting experience

· Holistic campaign management for all aspects of print and online marketing

· Skilled at database development, maintenance and management 

· Creative marketing communications manager with strong copywriting and art direction skills

· Media engagement experience within niche trade and mainstream, print and online publications
· Collaborative marketer who realises benefits through strong partnership and alliance management

· Highly developed computer skills in all relevant applications, CRM and CMS systems
Career history

	Resourceful Events (permanent role)
	April 2011 – present


Senior Marketing Manager

Managing end to end marketing campaigns for individual events and portfolios of events for Resourceful Events (a joint venture between Aspermont Publishing, Perth and Beacon Events, Hong Kong).  The industry focus is the mining, oil, gas and related infrastructure and investment sectors.
Sole marketing manager responsible for launching the company’s flagship event IMARC 2014 (www.imarcmelbourne.com).  IMARC is Australia’s only large scale international mining event focusing on the entire value chain from technical and operations through to investment and financing, and will see over 2,000 delegates, multiple international delegations, and is supported by the Victorian Government:
· Managing and coordinating all IMARC promotional marketing activity with the three premier industry associations:  MCA (The Minerals Council of Australia); Austmine (Association for the mining equipment and  technology sector); and The AusIMM (The Australasian Institute of Mining and Metallurgy)
· Effective sponsor and exhibitor marketing communications for the 100+ IMARC sponsors and exhibitors
· Campaign analysis and reporting internally and to association event partners
· Managing the entire IMARC marketing process, with a budget exceeding AU$200,000
Resourceful Events (Event portfolio marketing, excluding IMARC)
· Joined the company in the start-up period and shaped marketing campaigns and database development throughout the growth phase, from one event to 45 annually
· Marketing responsibility for a range of events ranging from boutique seminars to larger scale events with up to 650 attendees and revenues to AU$350,000

· Reporting initially to the General Manager and later the Marketing Director as the team grew

· Building and executing multi-touch marketing campaigns (print direct mail, edm and other digital channels) for launch and annual conference and training programs

· Growing brand and market presence as we rapidly developed product for different industry niches

· Achieved month on month web traffic increases through new adoption and use of Google Analytics
· Building effective social media communities and campaigns, primarily via LinkedIn

· Introducing and managing SEM, PPC, and keyword based marketing programs

· Utilising different EDM tools (eg: Campaign Monitor) for efficient and targeted lead generation
· Creating and working within tight budgets over campaign periods typically of 12 to 16 weeks
· Working closely with content researchers and producers to understand commercial drivers of events
· Database build and selections per campaign, whilst monitoring list performance and fatigue

· Analysing and advising changes to company-wide EDM campaigns to optimise list performance

· Association and media partnership acquisition and liaison, per campaign and cross-campaign

· Designing, copywriting, and co-ordinating print, email and online marketing collateral
· Liaising with telesales teams to monitor sales performance, and direct their sales activity
· Campaign and post event analysis, monitoring and reporting

	ONQ Event Management  
	April 2007 – April 2011


Creative Marketing Manager (contract role)

ONQ Event Management is a boutique event agency creating bespoke corporate events and conferences.

· Account managed existing clients and expanded the range of services provided to them
· Secured a number of new clients and project based contracts. Such clients included a leading investment publishing house 

· Developed new clients opportunities within the Corporate, Incentive and Events market 
· Developed and managed a database of new business prospects

· Provided strategic and operational marketing and promotions guidance and expertise 
· Published special purpose and corporate publications for clients, including: Canon (India, NYC, Japan), Special Olympics Australia, Janssen-Cilag, CC Entertainment and Acer Computers

	Best of Asia Travel Marketing
& Dusit Hotels International 
	Oct 2007 – Oct 2009


Sales Manager NSW/ACT (contract role)
· Instrumental in gaining supplier status with high profile and high volume travel retailers and wholesales, including Creative Holidays, Adventure Travel, Royal Orchid Holidays, and Flight Centre

· Secured a highly prized preferred supplier role with Qantas Business Travel for the Asian Region

· Secured significant corporate contracts, including: Yamaha Marine, Arnotts, Acer Computers, Symantec, Lexmark, Canon, Hitachi Data Systems, Bankers Trust.  Volumes ranged from 15 - 600 pax

· Achieved new sources of revenue from the MICE sector (Meetings, Incentives, Conventions and Exhibitions) 

· Maintained ongoing relationships with agencies, wholesalers and major accounts

· Presented product updates and training to consultants
· Attended and promoted the company at travel trade and consumer events

· Increased revenue in all areas, with an emphasis on Dusit Hotels premium customer programs 
	Axis Events Group
	June 2002 – April 2007


Business Development & Marketing Manager (permanent role)
 Axis Events specialises in conferences, special events, incentive meetings, and corporate travel.  The focus of my role was account management and business development to secure events such as trade roadshows, award shows, corporate events, internal conferences, sales and channel partner conferences. 

· Key clients managed included: Retravision, Daikin Air Conditioners, Merck Sharpe Dhome, and Austral Bricks

· Key new accounts developed included: Acer Computers, McDonalds, Fujifilm Australia, Dairy Farmers, ING Taiwan, Combined Rural Traders, Symantec, Variety International, and MWH Global

	EMI Music Australia
	March 1996 – June 2001


Strategic Label Marketing Manager (permanent role)
Labels managed at EMI including Virgin Music, Capitol Records, Capitol Nashville, Parlophone Records, Angel Records, EMI Classics, ABC Music Australia.

· Determined music release and re-release marketing strategies for a variety of genres

· Brand development for niche and special projects divisions within EMI

· Established sponsorship and alliance projects with a range of household name television networks, charities, arts organisations, soft drink companies, and restaurant chains

· Wrote marketing and promotional release plans for albums, sound tracks and tours, commissioning artwork for marketing collateral, creating merchandising, and advertising

· Liaised with artists and management, photographers, design agencies, senior management, promotional and sales teams to help improve press and retail profile

Education

· Bachelor of Commerce (majors in Marketing & Economics), University of Otago, New Zealand (1989)

· Advertising industry courses:  Sydney AWARD School master-classes 1995 and 1997

· London Design & Art Direction (Spring intake 15 students chosen, 1990)

· Others: vocational, priority management, and presentation skills courses
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