TIMOTHY J. HAWBOLDT
1705 East Branch Hollow Drive  Carrollton, TX 75007  972-939-4679 469-226-9255 thgolf72@aol.com

CORPORATE SALES, MARKETING AND CREDIT MANAGER

20 year history safeguarding company assets, mitigating risks and boosting profitability

PROFILE
I am a dynamic business development, sales and operations professional; a proven expert in delivering innovative solutions which streamline efficiencies and increase bottom-line results in highly competitive markets.  Successful track record in conceptualizing, leading and executing multi-million dollar projects for a world class organization. My expertise in applying a consultative, solution-based selling approach and building high-trust relationships will drive your sales volume. My talent for conceptualizing, planning and executing effective marketing and business expansion strategies through vision, leadership and value creation will increase revenue.
SUMMARY OF KEY STRENGTHS


Strategic Alliances and Partnerships

Credit/Portfolio Risk Management


Financial Management



Lending Strategies


New Program Implementation


Strategic Planning/Tactical Execution


Market/Competitive/Trend Analysis

Customer Relations/Account Management


Financial Statement Analysis


Marketing Management


Sales Management



Team Leader/Coach



Training and Development 


Credit Resolution/Collections/Asset Recovery
PROFESSIONAL EXPERIENCE AND ACHIEVEMENTS
Chrysler Financial 



       Addison, TX 




1989 - 2009 Founded as Chrysler Credit Corporation four decades ago, Chrysler Financial offers various financial services, including wholesale finance plans, dealer finance plans, dealer services, retail consumer finance and insurance programs and services for both its dealers and consumers in the U.S., Canada, Mexico and Venezuela. 
Regional Marketing Manager 








2006 - 2009
· Successfully planned and implemented pricing strategies that met corporate profit and volume goals while targeting specific product lines. Structured and managed coordinated sales and marketing efforts with our brand partner to stimulate sales. 

· Developed and introduced programs, presentations and strategies to all stakeholders. Projected contract volume and returns in changing market conditions to exceed ROA targets on an average portfolio of $135 million.

· Managed communication strategies to relay information and coached behaviors in our sales and retail teams. 
· Analyzed market trends to champion change and maximize profit margins. 
SIGNIFICANT ACHIEVEMENTS:
· Implemented a new flexible pricing model that combined with market data analysis, accurately forecasted ROA, volume and credit quality. Influenced other managers to embrace the change. Improved pricing process resolved uncertainty resulting in exceeded internal targets. My strategies hit volume target and exceeded the company ROA by 39%. 
· Implemented a lease tax credit program that was available for Texas lease sales. CF was able to pay taxes on new customers leasing vehicles by tapping into a pool of credits. The program lowered lease payments for customers, allowing dealers to advertise lower payments and increase sales. Impact: Lease sales increased by 10% in Texas. The added benefit for CF was incremental income of over $500,000.
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Retail Credit Manager 


       Orlando, FL 




2003 - 2006
· Portfolio Risk Manager for consumer acquisitions. Executed strategies and developed staff to create a profitable portfolio in an average monthly acquisition of $100 million.

· Successfully managed a team of Retail Credit Analysts that provided consistent buying practices, sound credit decisions and a high level of customer service to our dealer body. 

· Coordinated scheduling and workloads to insure exceptional results. Accelerated training and reduced losses with daily coaching sessions, role playing and group meetings. 
SIGNIFICANT ACHIEVEMENTS:
· Spearheaded a credit review process that supported company goals by evaluated true deal structure, product type and dealer support. New process enabled my region to price more competitively by reducing losses. Coached staff as a group to implement and communicate the strategy consistently. Actions reduced loss severity by 20%. Delinquency and dealer abuse also reduced. Overall volume increased.

· Implemented an accelerated formal training process to address the massive retail credit departmental turnover. Understanding was validated as were customer service skills prior to placement. Impact: Process was adopted in each region, resulting in a more efficient process, better prepared staff and reduced down time. Long term benefits included reduced losses and improved customer service.
Dealer Relations Manager 


   Jacksonville, FL 




2000 - 2003
· Business Development Manager for a group of 27 dealers to acquire retail and wholesale business. Consulted with dealers to review and improve their inventory control and finance departments performance. 

· Spearheaded retail loan applications efforts and performed financial statement analysis to qualify dealers for a variety of loans. Performed quantitative analysis to identify opportunities for dealers to reduce expenses.

· Facilitated a productive relationship with the dealer group, resulting in acquiring new wholesale and retail accounts. Improved dealer service by coordinating communication between Chrysler and my dealer body. 

SIGNIFICANT ACHIEVEMENTS:

· Recruited to transform a critical territory, Strengthened dealer relationships by listening to the dealer's needs, improved communication processes were implemented and quantified specific profit opportunities with dealer principals and finance managers were established. Impact: The strategy strengthened the business relationship resulting in doubling retail support levels, acquiring wholesale and restoring confidence in the dealer group.

· Developed and communicated recommendations to dealers for improving inventory controls as well as quantified cost savings. Reduced inventory levels, increased profits and reduced company exposure with new practices. Impact: Cost savings improved the dealer’s profit margins and overall exposure was reduced. Our internal sales team implemented the process in each territory.

· Analyzed all dealer financial statements and compared the results to accepted industry standards.  Convinced targeted dealers to allow me to perform departmental analysis to identify process improvements. Providing departmental analysis with quantitative projections demonstrated my value and built confidence in the dealer body. Dealer truly saw me as a business consultant and increased their support.
Dealer Credit Analyst 


     New Orleans, LA 




1997 - 2000
· Coordinated the credit review process for dealer loan packages. Led the Wholesale Inventory Audit process to insure proper scheduling and clearance of monthly audits.  

· Examined dealer financial statements and identified cash needs or process issues. Communicated to dealers value added recommendations for improvements of internal inventory control as well as identified and quantified cost saving opportunities.

· Communicated extensively with sales team and dealers to request information and relay audit/loan results. Analyzed financial statements to recommend any needs or opportunities for optimal operations. 
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SIGNIFICANT ACHIEVEMENTS:

· Interpreted audit results, alerted senior management to unacceptable outcomes and counseled dealers on process issues.  Reporting prompted deeper dealer financial reviews to appraise if capital requirements were met. Actions resulted in assisting dealers in refining their inventory controls and increasing profits. Dealers with capital needs were identified, thus avoiding losses.
Retail Credit Analyst 









1993 - 1997
· Successfully managed a group of dealers with a goal of improving credit quality, increasing support and reducing losses. 

· Evaluated retail credit applications and communicated decisions to the dealership. Responsible for providing consistent customer service to our internal and external customers.  

· Daily analysis of retail credit applications and recommending approvals or solutions that were mutually acceptable. 
· Generate additional dealer support by developing positive relationship with dealer body. 
Customer Service Representative 

    Shreveport, LA 




1989 - 1993
· Responsible for all consumer collection activities including bankruptcy and skip accounts. 

· Coached, developed, trained and managed a team of representatives. Minimized losses through sound collections practices. Managed work flow for other adjusters to insure proper account coverage.

· Developed payment strategies to reduce losses and maintain customer satisfaction.
· Performed wholesale inventory audits to insure that dealers adhered to company policies. 

EDUCATION
Bachelors Degree - Business Administration - LSU -Shreveport - Shreveport, LA

PI SIGMA EPSILON Business Fraternity
PROFESSIONAL ASSOCIATIONS
American Management Association
Global Association of Risk Professionals
