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214~394·2879 (Cell) 

TO WHOM IT MAY CONCERN: 

At this point in my career, I have perspective on many different types of social behavior. 

However, I have not had an opportunity to display this perspective that I posses, within a reer 

opportunity. My approach toward working as a team and promoting teamwork among coworkers starts 

with Human Motivation. Workers are creative and seek self-actualization in the workplace, which is an 

assumption. However, this would lead to an approach which would treat workers like adults instead of 

children by giving them a voice in decision-making; team approach is important because one failure 

leads to group failure; this then employs quality circles and cross training. Therefore, these results 

become inconclusive and inconsistent ecause primary criticism is that the United States competitive 

culture does not support this cooperative approach. However, when dealing with human relations one 

can assume that workers have social needs and want a voice in decision-making processes at work. 

Nevertheless, this approach uses groups or teams and employs such things as suggestion boxes and 

management scorecards or evaluations. The results here are inconclusive and inconsistent because the 

primary criticism is that managers manipulate workers into believing they have a voice, when they really 

do not. Therefore, scientific managements' assumption is that wor ers are lazy and not inter sted in 

goals of the organization; they work only for monetary reward. However, with this approach 

management makes all production decisions. Then these results r a dominant style in the United 

States today, and considered by many organizations to be outdated and ineffective in global markets. 

In conclusion, people will be motivated when they perceive that effort I ds to p rformance, 

when they perceive that performance leads to reward, and when they perceive a performance­

supportive cost structure. Common motivational mistakes are penali~ing someone for a ood 

performance. Rewording someone for poor or non-performance; In addition, giving someone the 

message that their performance does not matter. Therefore, leadership characteristic are an important 

quality for employees to posses. Employees are more satisfied when their managers are good leaders. 

This includes motivating employees to do a good job, striving for excellence or just taking action. In 

addition, leadership combines attitudes and behaviors. In conclusion, people respond toward managers 

whom they can trust and who inspire them to achieve meaningful goals. 

Sincerely yours, 

Benjamin Nunez 
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Texa State University 

San Marcos, Texas US 
Bachelor's Degre - 12/2007 
Major: Applied Sociology 
Minor: General Business 
Relevant Coursework, llcensures and Certifications: 
SooOI091c.a1 Thought; Fundam nrals of Speech CommunIcation; Intro to Soda! 
Resean::h; StabS cs of Bohavloral Sdence; Encountenng Death nd Dying; SOCI I 
Psychology; Intra to Managerial Accounting; Intro to Management; Intra to arketJng; 
Intra to Adveruslng; and Intro to Span sh I and JJ, SocIal Stratification, Applied 
Sociology Internship (Upward Bound) accompanied with ill writing Intensive 
course. 

WORK EXPERI~NCEYellow Transportation 7/2001 - 11/2008 

Dallas Texas US 
Salary: $16.00 Per Hour 
Hours per week: 30 

Dock Worker 
nve forklift, Load and Unload FreIght; OCcasionally help customers; Maintain a 

compe Ive work ethic. (Contact: Audl Maggard; Phone: 214-819-7422 ext.7427) 

Austin Independent School District 2/200B - 4/2008 
Austin Texas US 

Salary: $90.00 Per Day 

Substitute Teacher 
• Subs tute teacher primarily for m ddle schools n the dlstnet 
• eveloped hands-on exp rI nce orklng WIth students In th classroom nvironm nt 
(Contact Supel"Visor: Alena Pena; Phone: 512-414-0076) 

Texas State Upward Bound 9/2007 - 12/2007 
San Marcos T~xas US 

Salary: Unpaid Internship 
Hours per week: 30 

Tuto r / Mentor 
• Adm n stra ve Assistant; Galh r and collect rnforma Ion from former Upward Bound 
Students 
• Major responslbtllty required developing an environm nt conducive to academIc 
excellence and personal growth 

ork as a entorfTutor 
• Generate In partldpantshe academic skill and motivation neces ry for enrollment 
and complet on of post secondary educatio 
(Contact Superv sor: Ms. Sonia Lopez; Phone: 512-245-4621) 

The Southwestern Company 5/2005 - 8/2005 
Nashville Tennessee US 

Salary: Unpaid Internship 
Hours per week: BO 

Independent Contractor 
rained In ashville, Tennessee for five days; The sales Managers that teach Sales 

School are master communicators. An open mind dUring Sates School Is undOUbtedly 



helpful ,th malting more money In the end. Most Students who work In th 
South estem Program hav n ver sold anything on a professional level. All Independent 

ntractors gather In a training se ng each day with sales managers teaching from the 
stage. Everyone then attends a diviSional meeting to be acquainted with the products 
sold. Afternoons and evenings are devoted to pratt clog and role-playing wha as 
learned. Sal School Is a highly structured • ek With lots of mater al covered. No on 
masters everything during th Ive days. 
• Independent contractor in direct sales of educational products 
• Executed all ordering, Inventory, les, accounting, scheduling, present:.ltion, 
and delivery of products 
• Learned principles of salesmanship and success (e.g. goal setting & schedule) 
• Worked 80+ hours every week for 13 consecutive week.s 
• Relocated to run personal business (Glasgow, KY) 
(Contact Supervtsor: Wade Floyd; Phone: 214-497-6307) 

REFERENCES Audi Maggard Yellow Roadway Distribution Ccnter 
Corporation Manag,er 

Phone Number: 214-819-7422 Ext. 7427 
Reference Type: Professiona I 

MS. Sonia Lopez TelCas State University Adjulirct Lecturer ­ family 
and Child Development 

Phone Number: 512- 24'5- 4621 
Refer'cnce Type: Professional 

Wade Floyd The Southwestem Regional Sales Manager 
Company 

Phone Number: 214~ 497,0 6307 
Reference Type: Pr'ofessional 

Zac,h Wentworth NOV Sales Manager 
Phone Number: 713~703-4226 

Email Address: zilc.wentworth nov.com 
Reference Type: Personal 

ADDITIONAL Highly motivated and dedicated professional with a strong work ethic 

INFORMATION Well-developed communication and interpersonal skills 
Excellent organizational and time management abilities with attention to detail 
Demonstrated ability to seek answers and conceptualize the big picture 
Computer Skills: MS Office (Word, Excel, Access, PowerPoint) 


