Jason Williams

2109 Knob Hill Dr.

Corinth, TX 76210

Mobile: (979) 571-1389

  jasonpwilliams@hotmail.com
Education

Texas A&M University, College Station, TX

Bachelor of Science in Political Science, 2002
Self-funded all educational costs

Worked part-time in various department offices utilizing Texas A&M’s Work Study Program to help fund expenses.

Key Qualifications
Outstanding ability to develop and implement improvement strategies for clients.  Successful experience with identifying issues within a company and determining the course of action needed to improve business processes.
Excellent customer service abilities.  More than six years of experience in sales and marketing to dealerships and customers.  Experience includes account sales, customer follow-up and relations, product management and sales, as well as related aspects of sales administration.
Exceptional verbal and interpersonal skills.  Relate easily at all levels of the decision making process.  Work well as an individual producer or team member in the successful achievement of sales objectives.
Experience includes production and operational areas of management, such as distribution, inventory management, product introduction, training, and related aspects of business operations.
Professional Experience


General Motors, Amarillo, TX


                   November2008-September 2009

District Sales Manager responsible for seven dealerships in the Texas Panhandle/NE New Mexico.

Accomplishments

Finished four out of eight months in 2009 as top area in my zone for Retail Sales to Objective.

Finished Number 5 overall in the region, and in the Top 20 in the nation for July 2009 when ranking New Vehicle Sales to Objective.

Finished 2008 as top district in the zone for Year over Year sales.
Currently ranked number one in my zone for Internet sales.
Responsibilities
Maintained and provided inventory to dealerships.  I collaborated with personnel inside the dealership, including owners, general managers, sales managers, and inventory managers, to provide a proper inventory mix on a monthly basis.
Assisted dealerships with the implementation of General Motors programs and incentives.  Responsible for distribution of program details, and verifying the proper use of programs and incentives.
Provided support to assist dealerships and their employees with help growing their business.  Conducted sales meetings with management and staff to identify areas of improvement and implement strategies to increase business.
Point person for various metrics in the zone team.  Responsibilities include consensus, reconsensus, certified used sales, and retail sales.  Additionally, this responsibility includes producing and maintaining daily, weekly, and monthly reports, for use by the zone team.
General Motors, Beaumont, TX


          September 2006-October 2008

District Sales Manager responsible for 14 dealerships in Southeast Texas and Southwest Louisiana.

Accomplishments
Top ranking District Sales Manager on a team that finished first in the nation for sales to objective in October 2008.  Ended October as the number one District Sales Manager in the region and second in the nation.
Increased vehicle accessories sales 36% from 2007 to 2008.
Customer Satisfaction Index achieved 300% over objective in 2007.
Maintained 99% sales to objective for Certified Used Vehicles in 2007.
Consistently ranked as one of the top District Sales Managers relating to On Star metrics.  In 2007 maintained a 3.16% increase over regional objectives.
Averaged 92.9% dealer profitability and 100% capitalization in 2007 and 2008.
Increased vehicle sales to dealerships by 7.3% from 2007 to 2008
Aerotek, Irving, TX



                              August 2004-August 2006

District Sales Manager responsible for fifty dealerships in the Greater Kansas/Oklahoma District, including portions of Texas and New Mexico while working at General Motors’ regional call center.

Accomplishments
Maintained 96% sales to objective in 2006, twice exceeding 100%.
Showed increased sales of 3.2% for 2005.
Top ranking District Sales Manager for March 2005, April 2005, and July 2006.
Developed and implemented several successful sales contest that drove increased sales.
Trained six highly successful District Sales Managers during tenure.
Coordinated the training of District Sales Managers to perform as product specialist for company functions.
Implemented program for dealers to increase non-technical training that produced positive results for low performing dealers.
Idex Global Services, Plano, TX



         June 2004-August 2004
Sales Representative responsible for prospecting potential clients and projects for Information Technology Company.

Cold calling and following up on prospective leads.
Responsible for introducing the company, and services offered to potential clients.
Assisted with the completion of various projects.
The Houston Jackson Group, Irving, TX


        January 2003-April 2004

Customer Marketing Representative responsible for maintaining customer accounts while working at American Honda Financial Services in their Lease Maturity Center.

Assisted customers in maintaining their leased vehicle accounts.
Responsible for informing customers of proper end of lease duties, responsibilities, and current incentives.
Promoted twice within two different departments.
