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A DAY IN THE LIFE OF…  
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MEET JASON MOORE, ENTERPRISE SALES MANAGER  
FOR ASSETWORKS FIELD SERVICE SOLUTIONS (FSS) 
Jason Moore is a natural born salesperson and began selling when he  
was just ten-years-old. He sold watches to workers down at ‘the docks’ –  
and yes, the watches were up and down his arms and inside his jacket,  
hanging when he opened his jacket!

He joined the team at AssetWorks in March of 2011 as the Enterprise Sales Manager. 

Are you curious about Moore’s typical day as an Enterprise Sales Manager at AssetWorks?  
You’re in luck. Welcome to a Day in the Life of an AssetWorks employee. 

BEGINNING OF THE DAY
Moore said that the first thing he does to start his work day is, “Push my happy button!”  He always gives a big hug  
to his sons before beginning work, and he said that his typical day is “AWESOME!”

WHAT IS SOMETHING ABOUT YOUR JOB THAT MIGHT SURPRISE PEOPLE?
“The length of our sales cycles and the number of people that are involved (on both sides) from start to finish  
is staggering.  There are many personalities and relationships to manage from “Hello my name is” to “please 
sign here’”, said Moore.  

WHAT IS SOMETHING SOMEONE MIGHT NOT KNOW ABOUT ASSETWORKS?  
“We are global!  We manage fleets from the North Slope of Alaska to Mexico and have a team in the  
United Kingdom”, said Moore.

WHAT IS ONE THING YOU WISH MORE PEOPLE  
KNEW ABOUT YOUR JOB? 
 “That it is more than selling software and it truly is a team effort--we win and lose as a team,” he said. 



3

BUY THEM CAKE – A SALES TALE  
A few years ago, Moore had a promising sales visit booked, but unfortunately,  
he showed up a few minutes late for the meeting after struggling to find  
parking. After arriving at the office, the potential new client came out  
and said, “You guys are late, I am not going to see you now because  
you don’t know how to show up on time.” Moore and his colleague  
left the meeting feeling defeated, but he knew that it was still a  
good opportunity. 

He decided to follow-up in person, on time, and with cake! 
 He brought a cake with him complete with icing that said,  
“I’m sorry for being late” to apologize for the previous meeting. 

Sure enough, the boss came out of his office laughing, and said, 
 “Anyone who is that persistent, and brings us cake, is worth talking to!”

From then on, the sales team would say, “if you can’t get a face-to-face meeting, buy them cake!”

EVOLUTION OF HIS ROLE AND THE INDUSTRY
Moore recently started to embrace social media selling and engagement of the support team earlier in the sales cycle. 

Shortly, he says that there will be more autonomous vehicles and vehicles with alternative power sources. “AssetWorks 
technology is designed to work with the industry as it evolves,” he said, “We are the perfect fit for current and future 
‘technology-driven’ fleets.”

UNWINDING AFTER A LONG DAY
Moore enjoys the outdoors, so you can find him fishing in the spring, hunting in the fall, golfing in the summer and 
target shooting any time!
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CONTACT JASON MOORE AT JASON.MOORE@ASSETWORKS.COM 
OR 403.561.2675 IF YOU WOULD LIKE TO DISCUSS HOW  
ASSETWORKS CAN HELP YOU WITH YOUR FLEET AND MOBILE 
WORKFORCE NEEDS. FOLLOW HIM ON TWITTER @ASSETWORKSCAN
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