GENE H. LEE

Seoungbuk-gu, Jong-am Dong, SK Apt. 104, #704

(010) 4395-0131 (cell)

genehughlee@yahoo.com

OBJECTIVE       

To secure a rewarding ESL teaching position in the Seoul area that allows me to inspire, motivate, and educate elementary to middle school students.  

SUMMARY OF QUALIFICATIONS

  

Business/Relationship Development (12+ years)

● Develop and leverage relationships to source and close sales opportunities (1) on a direct basis, (2) through the real estate and business brokerage network, and (3) through channel sales such as equipment, hardware, software vendors, and value-added resellers.

● Develop and maintain effective networks within the commercial real estate broker community, and channel sales counterparts.

● Act as company representative at trade shows, business forums, speaking engagements, golf outings, and client meetings

● Engage and develop alliances with Business Unit managers, sales teams, and end-user customers

● Build strong relationships with existing customers to generate contract renewals, and expand revenue base

Business Responsibilities & Skills (12+ years)

● Focus on daily prospecting activities, and identifying sales opportunities with new and existing clients.  Highly skilled, and proficient with cold-calling, telemarketing, marketing campaigns, and networking.  

● Effectively communicate value proposition, and ask high impact questions to “C” level and senior level executives with Fortune 1000 companies, and middle market corporations.

● Coordinate the sales process, and project implementations with internal resources including systems engineer, specialist(s), technician, administrative assistant, and external resources, if necessary.

● Develop and deliver sales presentations and proposals to senior level executives at the CEO, CFO, controller, and CTO/IT Director level.

● Lead contract negotiations, and execute lease and other agreements as necessary.

● Strong knowledge of corporate credit, technology, commercial real estate & capital markets   

● Effective territory and account management skills; Maintain communications with customers, vendors, and ensure customer satisfaction.

 

PROFESSIONAL EXPERIENCE

  

President

GHL Financial
                                                                         


Apr. 09 - Present 

 Solicit $100,000 to $20 million in equipment financing projects from small to middle market businesses; Effectively market to stable to growing industries including medical products, financial services, network and communication, mining, energy, e-commerce, etc; Communicate effectively, and develop relationships with C-level, senior executives, and vendors; Develop new, and retain existing vendor programs; Negotiate financing structure, and pricing with prospects and customers to maximize profitability; Review financial statements, prepare cash flow and balance sheet analyses, and submit requests to debt source(s) for approval

  

Commercial Loan Officer 

Wells Fargo Business Banking Group                                               


Oct. 07 – Apr.  09 

 Solicit lines of credit, SBA and conventional loans, commercial real estate loans, and equipment leases from business brokers, real estate brokers, equipment vendors, and retail bankers; market to small to medium size businesses ranging from $2 million to $50 million in sales; Effectively communicate bank’s value proposition, profile and identify needs and goals, and refer business to colleagues; Review, and analyze financial statements, and tax returns (individual and business); Package, process, underwrite, and submit loan/lease requests according to bank policy and underwriting guidelines 

  

  

Financial Advisor 

UBS Wealth Management                                                                   


Nov. 04 – June 06 

 Created & marketed the Access Pacific Coast 101 Growth Portfolio unit investment trust; specialize in meeting client investment needs through equity investments in local corporations and fixed income investments including tax-free municipal bonds, collateralized mortgage obligations, and agencies; manage $3 million in assets after 12 months of production; maximize interest income and assets for business owners and high net worth individuals; provide advisory and planning services including tax-efficient balance sheet management, and insurance planning  

  

Assistant Vice President, Equipment Leasing 

Santa Barbara Bank & Trust Enterprise Sales Div.                              


Feb. 01 – Nov. 04 

 Achieved or exceeded goals since 2001; #1 sales producer in 2004 among 60+ colleagues; source and close small business loans, commercial, and municipal equipment leases for small to medium businesses; effectively promote bank capabilities and benefits to business unit leaders, relationship managers, retail bank, and prospects; develop successful vendor finance programs including effective sales tools and presentations; create leasing promotions (e.g. IRC Section 179) and programs that add value to business partners and customers; source referrals to various consumer and business units; develop and grow new and existing relationships through solutions-selling.       

  

Region Leasing Manager                                                                    


June 99 – Feb. 01 

Océ-Credit Corporation

 Increased revenue and profit through leasing strategies; managed and grew a portfolio of leases totaling over $100 million for 6 branch offices and 60 sales reps spanning Southern California and Phoenix; developed, marketed, and launched new programs/promotions to the operating divisions and end-users; developed & implemented retention strategies for current customers; structured acquisition programs according to customer’s needs related to cash flow or budgetary constraints including no pay, delay, seasonal, skip, or step payment schedules; acted as liaison between sales organization and headquarters; trained sales force on acquisition programs, pricing guidelines, sales & marketing strategies, and cost justification techniques. 

  

Senior Account Manager                                                                     


June 97 – Feb. 99 

Amplicon Financial/Working Capital Technologies

 Secured equipment lease financing of manufacturing and technology equipment totaling $9 million in revenues for one fiscal year; arranged supply agreements and various financing alternatives including operating and capital leases, lease lines of credit, and note & security agreements; proposed and structured lease terms to maximize contract profitability and meet customer objectives such as FASB-13 compliance or off balance sheet treatment, cash flow adjusted payments such as step, seasonal, and budget-oriented payment schedules, and favorable end of term options; negotiated contract terms and conditions with management and legal counsels of Fortune 500 companies; developed marketing strategies incorporating lease vs. buy models and secure relationships with OEMs, vendors, and consultants; assisted in the training of new account executives and team members. 

  

Credit Analyst                                                                                      


Jan. 96 – June 97 

Sacramento Commercial Bank

 Underwrote Small Business Administration loans for real estate and business acquisitions, working capital, and equipment and debt financing; recommended appropriate financing terms to Business Development Officers, evaluated collateral requirements, performed due diligence on environmental and financial issues; analyzed financial condition of businesses using industry, cash flow, balance sheet, and break-even analyses; structured loans according to SBA and internal guidelines; resolved eligibility, financial, and environmental issues with brokers, customers, and management; and recommended approval or decline of loans to the Officers’ Loan Committee. 

  

COMMUNITY INVOLVEMENT/BOARD OF DIRECTORS

 Board member of Caregivers & Planned Giving Chair 

 Board member and Officer of the Ventura County Asian American Bar Association 

 Referral Group chair of the Oxnard Chamber of Commerce 

 Member & Ambassador of the Thousand Oaks/Westlake Chamber of Commerce

 Bible study/English teacher

 

EDUCATION/TRAINING

 Bachelor of Science degree in Civil Engineering, University of California, Davis 

 Certificate of Graduation, Sacramento Entrepreneurship Academy, Sacramento 

 Certificate of Completion, Equipment Leasing Course, Amplicon Financial 

 Engineering-In-Training Certification

CA Life & Health Insurance license

CA Real estate producer license

Fluent in Korean

