Charles W. Jameson, Jr.

48 Hidden Lakes Cir

Bluffton, SC

(843)364-8348

 HYPERLINK "mailto:cdub1977@gmail.com" cdub1977@gmail.com
SUMMARY

Result-driven sales and marketing professional with a proven track record for achieving and exceeding business results.  Top performing territory manager with expertise in creatively adapting corporate strategies to local, consumer-driven market plans.  Strengths include identifying customer trends, creating new sales opportunities to enhance business, and rejuvenating stagnant and declining territories to top producing areas.  Able to deliver significant revenue through increased market share within a highly competitive market.   

PROFESSIONAL EXPERIENCE

Cox Auto Trader Publishing, South Carolina

Commercial Account Executive



June 2008- January 2009

Act as liaison between the largest print automobile publisher in the US and Automobile dealerships.  Responsible for increasing customer base while servicing existing client accounts and up-selling to increase revenue.


•
Design and present advertising packages that utilize the clients investment dollars with the highest return on investment


•
Presenting creative work to clients for approval or modification


•
Meeting deadlines and prioritizing tasks


•
Writing reports, keeping records and financial details of business transactions


•
Monitoring profitability and effectiveness of advertising campaigns


•
Increased weekly territory revenue 80% yielding Cox Auto Trader additional $7500 per month in sales. (additional $90,000 annually)

Pinnacle Mortgage Inc., South Carolina

Senior Account Executive


December 2007- June 2008

Responsible for originate new business and maintaining relationships with clients for the purpose of obtaining and satisfying their loan needs. 


•
Act as primary contact for the clients and guide them through the loan process from beginning to end.


•
Evaluate the client’s creditworthiness and conduct financial analysis to determine the borrower’s amount of risk.


•
Responsible for contacting potential clients to obtain business as well as commercial and residential real estate agents for referral business


•
Maintain a vast amount of knowledge about the industry and programs available for residential and commercial lending
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NovaStar Mortgage Incorporated, East Coast

Wholesale Account Executive


December 2005- October 2007

Originated and maintained relationships with brokers and bankers in the assigned territory for the purpose of obtaining their business. 


•
Act as primary contact for the brokers and be responsible for facilitating the loan process from beginning to end.


•
Maintain “up to date knowledge” of the mortgage industry and competitors to strategically position myself in a competitive market.


•
Gain market share by offering a competitive, niche specific product in a saturated lender environment


•
Consistently performing at $900k to $1M in closed loans per month. 


•
Service and maintain 100 brokers on a national level.
Jasper Engines & Transmissions, South Carolina/ Georgia

Factory Representative/ Outside Sales

February 2005-December 2005

Responsibilities included business development and sales growth through utilization of qualitative sales methods for Americas Remanufacture Company of the Year.


•
Ability to identify customer needs and gain distribution through qualifying customer and installers criteria.

•
Strategically classify and manage 600 installers across eastern Georgia.

•
Maintaining the most current tech bulletins to ensure customers are informed of industry updates and improvements that Jasper has made to their products.

•
Increase product awareness through presentations and distribution of supportive documentation.
National Tobacco/North Atlantic Operating Company, South Carolina

Area Sales Manager







2004-2005

Manage distribution, merchandising, and corporate work plan through wholesale and retail across the state of South Carolina for the third largest maker and seller of loose leaf chewing tobacco in the United States, with sales accounting for approximately 20% of the loose leaf chewing tobacco market.


•
Ability to gain new distribution in Wholesale houses through strategic implementation of Direct Account incentives.


•
Managed retail inventories to meet consumer demand.  


•
Identified business opportunities to enable growth while implementing strategic guidelines.  


•
Maintained up-to-date knowledge of brands, promotional programs, and competitor trends to take full advantage of all sales opportunities.  


•
Negotiated new distribution and implemented promotional programs at retail.
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Brown and Williamson Tobacco Corporation / Reynolds American, Charleston, SC  

A Subsidiary of  British American Tobacco

Territory Manager I-Territory Manager II 




    2002 – 2004

Managed distribution, merchandising, and execution of consumer net strategies in 240 stores for the second largest tobacco manufacturer in the world with sales revenue of $6 billion representing 40% of the total profit contribution.


•
Exceeded measurable guidelines to achieve territory coverage and strategic distribution.  


•
Managed retail inventories to meet consumer demand.  


•
Identified business opportunities to enable growth while implementing strategic guidelines.  


•
Maintained up-to-date knowledge of brands, promotional programs, and competitor trends to take full advantage of all sales opportunities.  


•
Negotiated contracts and implemented promotional programs.


•
Selected to participate in the Territory Manager Development Plan, resulting in the promotion from Territory Manager I to Territory Manager II.

•
Increased strategic share by 38%, a 7.04% of change, exceeding rating for 2004 mid-year review and building ranking to 10th from 37th. 

Central Carolina Bank and Trust, Durham, NC  

Branch Manager 




   


    1999 - 2002

Managed and implemented strict criteria for the underwriting of mortgage, home equity, and installment loans.  Provided sales forecasting and branch administration to keep within budget guidelines.  


•
Implemented employee training to enhance business development and utilized organizational tools to effectively problem solve business issues. 


•
Interpreted trend reports to minimize loss and maximize revenues. 


•
Directed promotions to stimulate new business and increase existing customer base. 


•
Accomplished branch and corporate sales goals through the complete execution of strategic business plans and practices. 


•
Measured successful branch operations through the expansion of non-interest income.


•
Achieved highest FSR sales in area resulting in the Top FSR Sales Award.

EDUCATION

East Carolina University, Greenville, NC

 


    1995 – 1999
BS/BA in Marketing, Finance, and Accounting

