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INTRODUCTION 
 

We all hate chores and running errands, but what we seem to despise more is 

resume writing. Asking to update your resume is like getting yourself to your 

accountant to do your taxes. It’s just one of those tasks that never seems simple 

and there’s always something holding us up.  

While resume writing, people fall into a few trends to keep them from finishing 

the task. They ask themselves: Am I qualified for this position? Will they even look 

at my resume? What if I can’t explain my skills very well on paper, but in person 

I’m great? How many resumes should I hand out? 

There are no simple answers to these questions and all are legitimate concerns. 

However, if you don’t try then you’ll never know. Everyone has a set of skills. 

Some people have lots of skills and they can back them up with certifications, 

awards, degrees and credits. Others have skills that are unimaginable, but nothing 

to back it up because there’s no one out there that can actually make a test for 

these amazing skills. Whether we have skills that have references or not, we all 

have one thought pulsating through our brains, “If I can get an interview, I know 

the job will be mine”. That seems to be the major concern for most people when 

they’re working on their resume. How can I make sure to get an interview? 
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WHAT YOU’LL GET FROM THIS EBOOK 
 

Here is what I can teach you about resumes and cover letters: 

 How to determine if the job is meant for you. 

 Show you how to write a resume that will stand out. 

 Explain how to boast about yourself without sounding like you’re boasting 

about yourself. 

 Standing out from 500+ resumes. 

 Teach you the best time and ways to follow up on your resume.  
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ABOUT JENNI REILLY 

I’ve been writing since I was in high school and  

blogging since 2000. You can find my blogs at 

www.JenniReilly.com. When I graduated from  

college I decided to get into the staffing 

industry. It wasn’t what I wanted to do, but it 

was a job that I felt I could excel in. Even with 

little to no clerical experience I was hired 

because my resume spoke to the employer. It 

told the employer that I was well spoken, 

educated and capable of working in stressful 

working environments. These were all part of 

the job description and I was invited for the 

interview the following day. Not only did I get 

the job I excelled at it for years to come.  

After reviewing resume after resume I began to realize what was important and 

what I looked for first when I was reviewing one. When I first realized that I could 

put these methods to test I started with my own resume. I was able to get myself 

out of the staffing/head hunting industry and into the wholesale sign industry 

which happened to be closer to what my degree was in (advertising & graphic 

design).  

I took my resume writing skills a little further and over the years I’ve written 

resumes for my most of my family and close friends. Recently I’ve been asked not 

 

http://www.jennireilly.com/
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only by friends, but friends of friends and even neighbors to help with writing 

their resume. At which point I decided that I have something to offer in the world 

of writing and reading resumes. Starting with as little information as a job title 

and a date I’ve been able to transform these small details into a working resume. 

Many have gotten a callback for an interview from the first resume sent.  

I’m not trying to sound all conceited or snobby about the subject, but what I’m 

trying to convey is there is a secret to the world of resume writing. Read this book 

for yourself and maybe put a few pointers to use and see if it changes the 

outcome on the number of callbacks. 

This is my first Ebook and I hope that I’m able to do a decent job of writing one 

since my plan is to write several on subjects that I enjoy. Your feedback and 

comments are welcome! Happy reading! 
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WHY I CREATED THIS EBOOK 

 

Out of all the resume writing guides, free 

examples and ‘how to books’ on resume 

writing none of them seemed to be 

geared toward the getting the job or 

getting into the interview. They all talked 

about the technical parts of the resume as 

if you were reading an instruction guide 

on how to build a television stand. “Put 

post A with post B and use the Allen 

wrench to tighten the screw”. I don’t 

know about you, but when I’m following a 

guide like that I often have some extra pieces when I’m done. When you’re 

writing a resume it’s not a good thing to misplace or leave out any pieces. It’s also 

imperative to make your resume designed for the job that you’re applying for.  

Employers can go through 100 or more resumes a day for just one job posting. If 

you’re in need of the job then you need to make sure your resume gets the right 

attention. 

This book is going to prepare you to start looking at job descriptions and 

designing a resume that will get you a call back (if you have the skills, that is). It’s 

about dissecting what the client is looking for and knowing just what skills to 

make prominent in your resume. I’m also going to show you some technical stuff, 
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but mainly this book is going to teach you how to write a resume to make your 

resume read like an ad. An advertisement to hire you! Without all the catchy 

slogans and misleading flashy popup displays, but none the less an ad about you. 

 

Many of the ebooks that you’ll read on this subject will tell you to write out 

your work history and elaborate on the job descriptions. They will teach you 

about the format that will most often get you a good looking clean resume. What 

they won’t do is tell you how to get noticed from the piles of resumes these 

employers get. I’m planning on teaching you how to represent yourself to the 

person glancing over your resume that will attract some attention. I say glance 

because the average resume only gets 30-60 seconds of reading time. I will 

explain in detail how to describe your job duties that will directly influence the 

reader to add your resume to the small stack of call backs rather than the reject 

pile which is usually in the upward numbers of 100 or more.  
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LEGAL STUFF YOU SHOULD KNOW 

 

This book will not be able to make you rich or promise you a job. It can’t take out 

the trash or do the dishes either. It won’t be able to write you a resume or cover 

letter and it won’t guarantee you an interview. This Ebook was written so you 

could learn new techniques on how to write a resume, but I can’t write one for 

you. Please keep in mind that I am not responsible or liable for your actions 

before or after reading this Ebook.  

You will not be able to copy this Ebook in any form except to quote snippets from 

it according to Fair Use provisions of copyright law.   

Links in this book may be affiliate links, which means that if you click on them and 

then end up buying something from the site you visit, I will receive a commission 

from that. In fact, that is one of the reasons why the price of this book is so 

reasonable: I will make additional money from it down the road in the form of 

affiliate commissions. Those commissions offset the up-front cost of the book. 
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DETERMINING IF THE JOB IS FOR YOU 

Whatever you do don’t just ignore 

this section and say “well of course 

the job is for me”. Umm no! You’d 

only be wasting your time and the 

employer’s time (not to mention the 

gas money) if you go out there for an 

interview and it doesn’t fit your skills. 

You have to determine what your 

skills are and how to look for them in a job description. You may not like to toot 

your own horn, but you HAVE to. If you don’t do it who’s going to do it for you? 

So start to think of all the amazing things you know how to do and the things that 

you’re proud of. The best part about this is you get to figure out just how cool you 

are. YAY! This might not seem like the fun part, but in all actuality it is. Grab a 

piece of paper and pen and start writing.  

General skills to keep in mind: 

 Education (high school diploma, GED, dropout, Bachelors, Assoc., etc.) 

 Computer skill sets (Excel, Word, Facebook, Joomla, CSS, Powerpoint, etc.) 

 Customer service (retail, telephone, Email responses, etc.) 

By making a list of skills it will remind you just how worthy you are of any job. It’s 

going to remind you that you have skills to offer a company and you’re not going 

to want to leave them out of your resume.  
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The next thing you’re going to need is a job to apply for. I know it seems a little 

odd to have the job description before the resume, but you need motivation. Pick 

a job that sounds ideal for you and print out the job details and description. Next 

grab your highlighter and start highlighting the job requirements.  

I’d like to think that job listings have hidden meanings behind their job 

descriptions. For instance if a job is asking for someone with the skills to handle 

stressful environments for extended periods of time. I usually interpret that in my 

head as “can we nag the crap out of you until the job is done”. In which case you 

might as well think of it as having a caravan of children headed for an amusement 

park asking “are we there yet” every 15 minutes. For me it would be a no brainer 

because I listen to an ipod and crank that sucker up. Within a company however, 

you need to determine if you can handle that type of stress. If you can then by all 

means make sure to write up a note on the side of that description saying 

efficient with time management under stressful situations. You’ve just covered 

any and all possibilities of whatever they meant by “stressful environments”. 

Especially since you can’t put that you were a front row attendee on the David 

Letterman Show. Only a handful of people would understand that amazing 

comment. 

Moving on. Next you see that the job requires someone with extensive computer 

skills involving graphs, diagrams, formatting and the like. I like to see this as an 

opportunity to show off my amazing skills at shutting down a frozen computer. 

CTR<ALT<DELETE for those that didn’t know that answer. What this company is 

saying is you’ll be required to figure out how to do all the stuff in the company 

that no one else is capable of on the computer. If you can use Google then you 
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can basically say you’re a wiz when it comes to this stuff. You will of course need 

to know how to use the programs they ask, but don’t be afraid that you won’t 

know enough. Many people are afraid to put in their resume that they know how 

to use Excel because they are so frightened that someone will ask them how to 

make a formula. The best part about the internet and computer jobs is you can go 

online and ask someone else how to do it. All of a sudden you become the office 

Hero for figuring out how to turn a jumbled mess into a masterpiece.  

Now if the job requires someone who can speak four different languages and 

you’re having trouble even pronouncing the languages then you may want to skip 

this position. You can’t pretend to have skills that you don’t have especially if they 

can prove or validate them by a certificate or something. Being a high school 

dropout is not the same as having a high school degree or equivalent. That would 

require a GED to apply for this job.  

My point of this is to show you that most of the jobs out there are represented in 

ways that still allow the average person to apply for them. You just have to know 

what to look for and how to promote your resume to reflect what they’re looking 

for.  
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WOULD YOU WANT TO HIRE YOU? 

Now you just learned about the job of 

your dreams and you can’t wait to 

apply for it, but hold up. After reading 

the job description can you say that 

your current resume would get you 

that job? Probably not. The person 

reading your resume is usually the 

person that will be in charge of that department which means they will be relying 

on you to do the job they need so they don’t get fired for making a hiring mistake. 

If it’s a human resource department then you can bet that this person is going to 

be very selective in bringing the right candidate in the first time so they don’t 

have to waste their time doing a ton of interviews. There’s nothing worse than 

hiring the wrong person for the job and having to post the job up on monster.com 

again and go through another 100 plus resumes.  

So start looking at your resume and see if it appeals to you.  

 Does your objective clearly state that you fit the job or that it’s the career 

change you’ve been longing to make?  

 Does your whole life depend on you getting this job?  

 Does your objective make sense or does it sound like a 1980’s disco 

remake? 
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WRITING YOUR OBJECTIVE 

It’s time you learned how to make your objective stand out to the reader. 

Objectives such as; 

 To obtain a position within your company where I can utilize my skills. 

 To obtain a position that will enable me to learn and grow with a company. 

These may sound like good objectives, but you might as well just write; To obtain 

any position in any company for any length of time at any cost. These objectives 

are too generic and the only place you’re going to obtain is a spot in the do not 

call pile.  

The objective section of your resume is the section that clearly defines what you 

want out of this position or career. This is where you state how well you know 

what you’re doing and where you see yourself within this company.  

 To maintain a career with COMPANY ABC where I can utilize my knowledge 

in the 123 industry while staying proficient with future changes. 

 To obtain a position within COMPANY ABC where I can deliver quality 

results in an efficient and timely manner. 

 To deliver a quality performance at COMPANY ABC that will build success 

for both me and the company.  

These are objectives that will grab the employers’ attention and make them 

wonder who you are. Heck even I want to know what knowledge you have and 

what results you can deliver. You’ve gained the employer’s attention by offering a 
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little curiosity, something other resumes lack.  You’ve also delivered a message 

that shows a quality that you possess and can offer this company.  

 

MAKING YOUR WORK HISTORY LESS BORING 

Writing your work history out doesn’t only sound boring, it’s boring to read. I 

can’t think of one person that’s interested in reading about someone else’s job. If 

you think about it do you even like asking what someone does for a living? Very 

doubtful, unless they’re a rocket launcher for NASA or if they work as an FBI 

agent, that might be cool. However, job duties listed on paper are as boring as 

reading the dictionary. To get the employer’s attention you need to make the 

words that they’re looking for jump off the page.  

Not sure what I mean? Let me explain how this would work. I work for a large 

printing company and I’m looking to hire a manager for the sales department. My 

candidate requirements may look something like this.  

Candidate must possess strong interpersonal and communication skills, both written and oral, 

as well as negotiation and presentation skills. Position requires ability to analyze and interpret 

data for effective sales strategies. Travel is required and may involve visits to remote or urban 

areas either individually or with other personnel. Must have good organization and time 

management skills. Ability to understand and adapt to customers' changing needs. 

Demonstrates business acumen and strong knowledge of sales processes.  

Bachelor's degree with a 3+ years of successful, relevant advertising sales experience. 

To save time and space in this Ebook I’ve highlighted some of the key points that 

you need to make your resume stand out. Not all of them may fit your past work 

experience, but let’s see what we can do to fix that.  



  
Page 15 

 
  

 

You may have asked yourself why the underlined and bold underlined words. The 

underlined areas represent places where you can lead the employer in the 

direction of non validated experiences, where the bold underlined section is 

mandatory and sometimes certificates are required. In this particular example the 

only certificate that would be required if asked would be a Bachelor’s degree. This 

is not negotiable at this point, unless you know how to write a killer cover letter, 

and that would be found in another one of my future Ebooks.  

When you’re writing out your job duties to your last job remember how 

important these highlighted comments are to this employer. Whether you have 

sales experience in this field or not you can still grab the employers attention by 

using the same terminology as they did. For instance; 

My job history may look like this; 

 

Jan 1, 2006 – Dec 10, 2011 

Account Manager 

 Communicated with managers, sales reps and clients on all A, B, C, D levels through 

methods of E-mail, telephone, in person and through contracts. 

 After growing the Atlanta market my territory expanded into Florida which has now 

grown to exceed our yearly goal.  

 Developed new and improved sales strategies that offered training of new products to 

our clients and more hands-on sales training to our sales team.  

 Built a procedure which allowed our team to manage their time and efforts in a more 

efficient way for the company and the clients. Reaching our goals faster with these skills. 

You may have noticed the underlined areas again. What I’ve done is presented my 

job history in a way that would grab the employers’ attention. The first place they 
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are going to look for your skills is within the first 3 words of the first job 

description. The next place they’re going to look is the last 3 to 4 words of the last 

job description. By showing them that you offer the same skills that they require 

for the job by using their terminology you’ve just gained more time reviewing 

your job history. Bonus points for people that noticed I placed curiosity in the 

employers’ hands by revealing that we reached our goals faster and exceeded our 

yearly goal. The employer is going to wonder how you did that. You may get an 

interview just so they can pick your brain. Who cares? You’ll get an interview. 

Once you’re in there you have more of a chance in person selling yourself than 

through a resume.  

It may be a good time to recognize that you might not have sold the exact 

products that this company was looking for. Maybe you’ve worked retail and 

you’re trying to obtain a position in outside sales. Talking about building 

relationships with your customers and delivering new methods for sales through 

presentation would be your best bet. This goes for any position that doesn’t 

exactly fit what the employer is looking for. Look at their job description and 

requirements and pick out some of the key features that you did at your last job 

that can be rewritten in a way that makes you fit the bill.  

Was your last job in fast food? You worked with people on a daily basis in a highly 

stressful environment (during lunch rush) while on a tight schedule. You 

successfully managed to offer great customer service and your knowledge of the 

product in a timely fashion.  

These are all ways to make yourself sound perfect for just about any position out 

there. You didn’t just deliver food to hungry people. You delivered a mediocre 
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product at a mediocre price, but it was your smile and assurance that the product 

would be at its best temperature and quality at the time of delivery.  

Just change the way you think about what you’ve done in the past.  

HOW MANY PAGES SHOULD MY RESUME BE? 

Your resume should be as long as you deem it necessary to describe your best 

assets and skills. I tend to lean towards a one page resume, but if I had 15 jobs in 

the past 20 years and some overlapped others than maybe I would make an 

exception. It’s pretty typical to go back at least 15 years in your work history. If 

you’ve only had one job in the last 15 years than you may want to add 1 more job 

that you had before that. If you’ve had a sketchy work history then try pointing 

out some of your best jobs where you had the most responsibilities. Then make 

sure to mention that you’d like to find a long term position within their company. 

It’s pretty random when it comes to how many jobs you want to mention, but 15 

years is a good guideline. You may also be fresh out of college and have limited 

experience. Then it’s okay to add any and all of your work history along with skill, 

activities, volunteer work and contract jobs. The more you show about your 

capabilities and personality the better you and your resume will be.  
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EDUCATION AND SKILLS 

Education and skills is a little weird to me because you either have a credited 

education or you don’t, but skills are random and not always validated. Obviously 

putting the years you attended school and the degree you received is standard. 

Try adding your major and even minors in that section. It will show the company 

that you had ambition and drive especially if it’s related to the job that you’re 

applying for.  

When it comes to skills I often use this section to explain my computer skills and 

any charity work I’ve done. When it comes to explaining the charity work I often 

use this section to promote more of the employers’ required skills from the 

previous job description section. I used to volunteer for Light the Night and Big 

Brother Big Sister, so I would often add comments such as “Assisted with 

advertising and team building programs for Light the Night”. Or with BBBS I would 

put something like “Developed a relationship with my little sister guiding her to 

make the right decisions and showing her what it means to be responsible”. Both 

of these descriptions show that I can be a teacher, someone with goals and driven 

for success.  

Take a look at some of the skills and volunteer work you’ve done and see if you 

can work in any extra selling points to the employer. Use the section below to 

help you determine if you’ve done any volunteer work. This is useful when it 

comes to your taxes as well.  
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SKILLS AND CHARITY WORKBOOK 

Home owners association? 

Local charity? 

National Charity?  

Breast Cancer? 

Girl/Boy Scouts? 

Etc. 
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DELIVERING A FINAL PRODUCT 

500 resumes! Just think about having to go through 

500 resumes or more just because of one job 

posting. With the economy the way that it is right 

now you can bet your last dollar that the employers 

out there are going through at least that many 

resumes per job posting.  

To deliver a final product and make yours stand out 

make sure to get a high grade resume paper. 

Sometimes getting a thicker paper in ivory or off 

white will be enough to break up a pile of 500 to 

make the reader feel grateful for a change. How 

many times have you had a pile of paper or envelopes in front of you and 

somehow you come up with a breaking point when looking at the pile. Maybe one 

of the pieces of paper is folded or bent on the corner. Either way, you’ve 

determined that it’s at that point in which it will be a success if you get there. At 

the gym we get excited when we hit 10 minutes or 100 calories. The point is we 

like goals and your resume can be that goal for someone.  
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FOLLOWING UP ON YOUR MASTERPIECE 

Following up on your masterpiece is the only way you’re going to be certain you’ll 

get an interview. If you haven’t received a call within a week of delivering your 

new and improved resume then by all means make the call. If you aren’t sure who 

to call take a look online first. Try looking for the company under Linkedin.com or 

try using Manta.com to find the contacts. Look for the person in human resources 

or look to see who may be in the department that you’re applying for. It may not 

be the right person but they will 

probably direct you to email 

them with your resume if you 

accidentally get the wrong 

person.  

If you manage to get the right 

person you want, start off the 

conversation by asking them if 

they received your resume for ABC position. If so, have they had a chance to 

review your credentials and has the interview process begun. This is the time to 

get the cajones to ask if you could speak with them in person because you KNOW 

you have something to offer this company.  

The fact is… you do have something to offer them. If you went out of your way to 

call them and you had the guts to ask for an interview then you my friend just 

made it to the top of their list. Many people are afraid that it may piss off the 

human resource department and you’re right… you may get someone in a bad 
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mood that seems upset that you asked, but you can’t let that scare you off. It’s 

their job to tell you if the position is available or not. Plus if you are good at 

customer service you’ll know how to change that HR persons day by just saying 

I’m sorry that I asked, but I have another company interested in hiring me, but 

your company and position seems to be a better fit and I’m more excited to work 

FOR you. No, you’re not going to work FOR him/her but you just made them feel 

special. Plus you gave them a great feeling about the place that they work. Be a 

smooth talker without sounding like a car salesman and you’ll do fine.  
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RESUME DO’S AND DON’TS 

There are a few things to keep in mind when writing your resume. Here are some 

do’s and don’ts that can make or break your resume. 

DO’s; 

 Use Microsoft Word Resume templates. There are many to choose from 

but I suggest keeping it simple. 

 Use the spell check built in to Word and then have someone review your 

resume to make sure there are no errors.  

 Make sure to use a simple font.  

 Add “References can be supplied upon request”.  

 Use your email as a form of contact along with your telephone number. 

This becomes very helpful if you are applying for a job that is out of state. 

 Always match your cover letter style and envelope to the color and style of 

your resume. 

DON’TS 

 Do not use curly or hard to read fonts.  

 Do not have any spelling mistakes. This often happens and it’s 

unforgiveable when you’re writing a resume. 

 Don’t be too creative and put your contact information somewhere other 

than the top of the resume. If you make it too hard to find, they won’t try 

to find it at all.  

 Do not misspell or address the resume to the wrong person. 
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 Do not call everyday asking about the status of your resume. Once is 

preferred and twice if you had to leave a message. Space it out. Don’t call 

earlier than a week and if you’ve left a message give the person 2 days to 

return your call.  
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RESUME EXAMPLES 

Here are a few resumes that are clear and concise. The format looks good and 

everything is descriptive and yet leaves room for curiosity. The work history and 

experience is all over the board with these resumes. This should help you 

understand that ANYONE can make a resume that stands out. Keep in mind that 

although these are great examples of resumes they would only work if they were 

geared for that specific job. Otherwise you’d be taking a chance on sending this in 

to random job postings.  
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Brenda Baker 

[Street Address], [City, ST  ZIP Code] 

[phone] 

[e-mail] 

OBJECTIVE 

 
To obtain a Professional Manager position within ABC company where I can utilize my excellent 

communication skills to build a stellar sales team that will exceed all goals.   

SKILLS PROFILE 

 
 Ability to implement new sales techniques that have proven results 

 Knowledge of and experience with analyzing and preparing reports  

 Created and maintained the top sales position for the past 6 years  

 Developed reports and analyzed sales margins to improve our inventory and bottom dollar  

 Good customer-relations and background 

EMPLOYMENT HISTORY 

 
Sales Manager 2007-current 

Technology Times., Madison, NY 

 Increased customer retention by 35% thus securing repeat business of 1.1 million.  

 Developed referral system for sales leads, processing up to 20% additional orders  in the 1st 

quarter implemented. 

 Increased customer service satisfaction to 96% which increased sales and decreased inventory 

mistakes by $50,000 a year. 

 Managed a team of 5 territory sales reps that have made the Madison location the top sales 

location since 1999. 

Outside Sales 2005-2007 

Technology Times., Madison, NY 

 Developed a new delivery schedule which decreased mistakes and increased sales.  

 Expanded my territory by 60% within the first year in the company.  

 Implemented new training techniques to sell new and existing products to our customers.  

 Received Sales Person of the Year in my first year by exceeding my goal by $560,000.  

Customer Service Manager 2001-2005 

MBM, Harris, NY 

 Managed a team of 15 customer service representatives which included scheduling, hiring and 

training.  

 Created new sales incentives which increased margins by 10% and exceeded our sales by the 3 rd 

quarter.  

 Processed credit cards through our computer system and input customer details in our CRM. 

EDUCATION 

 
Diploma 1999 

Elm High School, Harris, NY 
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 Joel Enfinger 

Address, State, zipcode 

Telephone number 

 

OBJECTIVE 

 
 To obtain long term employment with a well established organization where I may fully utilize my 

communication and customer service skills.  

EMPLOYMENT 

 
PrimeNet Direct Marketing Solutions., Clearwater, FL 11/07-10/11 

Shipping Floor Operator   

Maintained a well organized shipping station while accurately delivering our products to our customers.  

 Responsible to ensure inventory production quality and efficiency levels.  

 Prepared shipping documents for products that are scheduled to ship.  

 Developed bill labor reports and dimensional specifications on inventory shipment by effective 

communication and coordination.  

 Responsible for duties such as warehousing, shipping and distribution throughout the company.  

 Helped to process status inquiry requests between customer service and warehouse.  

 

FMRKT, L.L.C.,  Clearwater, FL 8/07-10/07 

Phone Sales Representative  

Maintained high standards and in-depth product knowledge through continuous training and high quality 

customer satisfaction goals.  

 Proven ability to coordinate multiple projects and consistently meet deadlines.  

 Maintain relationships with prospects, gathering key information to assist in the sales process.  

 Monitor and report on telemarketing activity through our CRM system.  

 Adjusted sales scripts to better target the needs and interests of specific individuals to improve 

on my sales and the sales of my team. 

 Recorded names, addresses, purchases, and reactions of prospects contacted.  

  

EDUCATION & SKILLS 

 
Saint Petersburg College,  St. Petersburg, Florida 

Bachelor of Applied Science in Management and Organizational Leadership 

 

Computer Skills include but are not limited to;  

Outlook, Word, Powerpoint, Excel and I can type 40wpm.  

 

 

 

07/10 

References available upon request  
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Severo J. Ojea 
Address 
City, State, Zipcode 
Telephone number 
Email 
 
Objective : To obtain a position with a strong, forward thinking, progressive company where I can fully utilize my knowledge 
and experience as a designer. 

Employment History :  
 

SR. Designer / Animator 
Mad Genius, Tampa, FL         05/2006 – 02/2012 

 

 Shot, directed, edited and produced commercial videos for distribution on Internet for local businesses using motion 
design SD & HD. 

 Designed and developed 3D product models from start to finish based on the customers’ needs.  

 Implemented new techniques to finish high end graphics in a timely fashion which cut down design times.  

 Created 2D and 3D animations for clients and internal projects.  

 Provided the company with Bilingual project needs without having to outsource, based on my knowledge of the 
Spanish language. 

 

Freelance 3d modeler/ Designer 
TV Toolbox, Tampa, FL          11/2002 – 06/2003  

 

 Worked on a project to project basis finishing each job in a timely manner. 

 Developed 2D designs, 3D product models and Special FX. 

 Helped edit and add finishing touches to projects in the final stage.  

 

Designer / Animator 
Diamond P Design Studios, Clearwater, FL        11/1999 - 11/2002  

 

 Developed Special FX for projects and clients. 

 Designed, assisted and tweaked animation designs.  

 Successfully created open designs for customers who needed something designed from scratch. 

 Assisted on a 3D project for Super Bowl 25 in 2001. 

 

Education :  

 International Fine Arts College 

 Miami, Florida 

 Associate of Arts in Computer Animation 

 Santa Fe Community College 

 Gainesville, Florida 

 1 Year of Computer Programming 
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Other Freelance and Internship skills include: 

March 1999-June 2003 
 Freelance Designer 
 MPI Video Inc. 
 Clearwater, Florida 
 (727) 799-2527 
 Opens and 3D Animation 
 

March 1999-September 2000 
 Maya Animator 
 VDO Images Inc. 
 Clearwater, Florida 
 (727) 532-4001 
 Special FX and Animation 

February 1998-March 1999 
 Modeler/ President 
 Dark Moon Digital Inc. 
 Miami, Florida 
 (305) 220-9445 
 Special FX, 3D Animation and Design 

 April 1998-December 1998 
 Freelance Designer 
 MGM Family Channel 
 Miami, Florida 
 (305) 532-4001 Jessica Benitez 
 Special FX, Show opens 
 

February 1998-January 1999 
 Art director 
 Perfect Productions Inc. 
 Miami, Florida 
 (305) 593-1916 Anthony Perez 
 Commercial, EPK’s, Special FX for music video, and Editing 

 September 1997-Febuary 1998 
 Internship-Computer Animator 
 3 Monkeys Digital 
 Miami, Florida 
 (305) 673-1312 Alex Dimelas 
 Lightwave 3D Animation/ Photoshop / illustrator 
 

 

Special Skills Include but are not limited to: 

Professional Activities:   

Alias|Wavfront 1,2 and 3 Certified 

 Lightwave 3D Certified 

 Lightwave 3D Character Animation Course 

 Dicreet Logic Edit  2.0 Certified 

 Member of  local Siggraph Chapter 

 Member of  Electronic Design Association 

Software: 
After Effects, modo, real flow, pf track, Mocha Pro, Lightwave 3D, Maya, Digital Fusion, Cinama4d, SoftImage XSI, 
Alias|Wavefront Power Animator, Photoshop, Illustrator 
 
Personal:            Fluent in English and Spanish 
 
References:         Furnished upon request  

 

 

 

 



  
Page 30 

 
  

Daniele  Schiedel 

Address 

City, State, Zipcode 

Telephone Number 

Cell Number 

OBJECTIVE: 

 To seek a position in business management, achieving growth opportunities within your company. 

EMPLOYMENT HISTORY: 

5/2005-Present   Santorini Seafood and Grill & Snookers Grill,   Tarpon Springs, Fl 

Business Manager 

o Handle all administrative duties while being in charge of supervising a staff of 15-25. 
o Manage all accounts receivable/payable, payroll, and deposits.  
o In charge of finding new entertainment, advertising, while researching new ways to bring in business.  
o Responsible for hiring, training, and scheduling of our team.  

 

7/2004-1/2005   The Cottages,   Port Richey, Fl 

Supervisor/ Nurses Aid 

o Certified medical technician. 
o Supervised a staff of nurses and residents.  
o In charge of all paperwork, medication distribution, scheduling of daily and weekly activities.  

 

5/2001-6/2003   Forest Glenn & Your Life Choices New Port Richey, Fl & Hudson, Fl 

Supervisor/Nurses Aid/Caregiver 

o Supervised a staff of nurses and residents. 
o In charge of all paperwork for doctors visits, accident reports, medication distribution.  
o Specialized in overseeing Down Syndrome, Cerebral Palsy, and severe mental retardation patients.  
 

12/1991-2/1995   Country Kitchen,   Brooksville, Fl 

Assistant Manager/Server/Hostess/Cashier/Cook/Prep Cook 

o Supervised a team of 20.  
o In charge of all inventory and delivery schedules and procedures.  
o Handled accounts receivable/payable. 
o Trained my staff on customer service/satisfaction, and their job duties.  
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EDUCATION 

       2006 & 2007 St.Petersburg College   Tarpon Springs, Fl 

Business Management – Medical 

Certified through American Red Cross for First Aid & CPR certified w/defibrillator. 

 

       2007 St.Petersburg College   Tarpon Springs, Fl 

Business Management 

Human Factors of Supervision. A course designed how to maintain professional insight in being a manager for 
a company. Principles of Management. A course designed teaching ethics in leadership roles 

 

REFERENCES:  Can be provided upon request 
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Jenni Reilly  
Address 
City, State, Zip code 
Telephone Number 
Email 
 
 
OBJECTIVE: To obtain a position within ABC company to utilize my professional sales techniques and computer 
skills which will enhance your business for years to come. 
 
EMPLOYMENT: 
 
Account Manager (06/07 – Present) 
Tubelite Company Inc., Apopka, FL 
 

 Trained our sales staff and technicians on new product lines that our company brought on. 
 Brought many innovative solutions to market our products to customers via the web, allowing us to save 

money in advertising fees and gaining a larger customer base. 
 Responsible for growing the digital market and generating new digital leads through internet and social 

media marketing. 
 Brought in 138 new clients in the first year and now exceeding 300+ business relationships.  
 Responsible for bringing in enough customers to make a new delivery route exceeding 1.2 million dollars a 

year. 

 Exceeded my yearly sales goal each year and was awarded the Sales Excellence award each and every 
year.  

 
 
CEO (01/09 – 03/11) 
Play Dates for Adults, Tampa, FL 
 

 Using the meetup.com platform I built a business which brought people together to become social and 
stay active. 

 Building relationships with companies and getting them to discount their services to our members. 
 Promoting PDFA all throughout the Tampa area while generating new members. 
 Getting companies to sponsor us and buy advertising space on our personal website. (not including 

meetup) 
 Built and maintained our website with over 400 user accounts while gathering information for marketing 

purposes. 
 In charge of all events and making sure reviews on the events are evaluated and done by PDFA standards. 

 
Eastern Regional Sales Manager (02/05-06/07) 
Vinyl Sign Supplies, Inc. Quakertown, PA 

  

 Responsible for growing sales in PA, NJ, NY, DE, MD and several UPS customers.  

 Responsible for bringing in large format digital printers/cutters and digital material. 

 Three time certified Roland Technician and dealer sales. 

 Exceeded our 6.5 million dollar goal for 2006. 
 
 
Sales (05/04-01/05) 
Grimco Inc.com Columbus, OH 
 

 Worked in a team environment, while being held accountable for individual sales growth targets. 
 Exceptional customer service, helping the warehouse and delivery routes when needed 
 Exceeded our 4.2 million dollar goal for 2004. 

 
EDUCATION: 
BFA Advertising & Graphic Design (1998-2002) 
Columbus College of Art & Design Columbus, OH 
Currently becoming certified in Google Analytics and Google Adwords.  
 
CHARITY WORK: 
Light the Night (2005 – Present) – Assisting in advertising for events and helping collect donations to hit our goal. 
Big Brother Big Sister (08/07 – 08/10) – Became a mentor for my 5yr old little sister which taught her loyalty and 
trust. 
 


