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Client Relationship Expert and Proven Senior Financial Strategist 
H
IGHLIGHTED
Q
UALIFICATIONS
 
Industry expert, highly accomplished financial strategist and senior banker
with proven record of furtheringclient goals by developing realistic and actionable business plans. Expert in structuring and closing billions of dollarsin complex financing packages for client's acquisition and growth plans. Executive level networker who developsvaluable trust-based relationships that generate new business and increase long-term profitability. Skilledcommunicator and presenter who interacts easily with bankers, attorneys, and corporate executives and is dedicatedto meeting their short and long-term organizational goals.
Industry expertise in:
Health Care, Real Estate, Gaming & Lodging, Consumer Goods, Mining & Energy, Media, Entertainment, Telecom

Fortune 1000 Relationship Management 

 
Financial Model Development 

Sales & Trading

Valuation Analysis

 
Syndication & Distribution

 
Debt Origination

 
Strategic Business Planning

 
In-depth Credit & Risk Analysis
 

Staff Development 
P
ROFESSIONAL
E
XPERIENCE
 
Kashama Holdings LLC, New York, NY June 2009 to Present 
Managing Principal
Consulting and Advisory Services Firm specializing in collaboration with a diverse client base to define strategicdirection and build actionable business plans.
 

 
Consult with the president of HomeMeds, LLC, on strategic planning and acquisition initiatives related tocardiac telemetry monitoring and radiology equipment services.

 
Developed business plan and strategy to bid on copper and cobalt mineral mining rights in the Democratic
Republic of the Congo for Osprey Capital Partners.

 
Provided debt capital markets expertise to ESSAR Americas senior management team.

 
Performed cash flow and valuation analysis on a portfolio of film libraries for Cedar Lane Asset Management.

 
Provided expert debt and equity advisory services, corporate financing strategies for restructurings, roll-ups,and recapitalizations, to clients in emerging markets for Nova Capital Partners.Crédit Agricole (previously known as Calyon Securities), New York, NY 2007 to 2009
Director, Debt Capital Markets
–
Structuring Team
Corporate and Investment Bank with 13,000 professionals in more than 50 countries, Crédit Agricole specializes incapital markets, investment and corporate banking.

 
Marketed, originated, structured corporate and acquisition financing solutions in mainstream corporationsand specialized industries.

 
Minimized capital and mark-to-market trading losses, by coordinating the asset reduction program as keymember of Asset Reduction Program Management Committee, reporting to the executive management committee.

 
Established and maintained relationships with key clients originating, structuring and executing complexcommercial middle market transactions.
 

 
Drove and supported the implementation/execution of capital market activities for a billion + US$ portfolio.
) (
 
 

 
Managed complex situations, coordinating sales, sales and trading, debt capital markets teams and externalthird parties to successful resolutions.

 
Developed a highly effective strategic business plan working with relationship management team that maximized fee generation from client portfolio.

 
Subject matter expert to the sales trading team, providing salient credit and capital market insights.

 
Partnered with Credit Risk Management on restructuring, amendments, and waivers.Merrill Lynch & Co., New York, NY 2004 to 2007
Vice President, Leveraged Finance
One of the world's largest financial institutions, serving individual consumers, small and middle market businesses and large corporations with a full range of banking, investing, asset management and other financial and risk-management 
 
products and services.

 
Performed every aspect of transaction analysis and execution, from day-to-day management of corporatefinance transaction to closing over $30 billion in financing at Merrill Lynch, including the $15 billion privateequity purchase of Hertz Corporation by CD&R, Carlyle Group, and MLPE.

 
Took firm from number 15 to top 5 within 3 years through comprehensive management and execution of allaspects of senior debt transactions across diverse sectors.

 
Reduced exposure to senior debt underwriting positions by maximizing fee income and managing all aspectsof syndication and deal transaction process.

 
Negotiated with clients and investors the key transaction terms and associated legal documents, includingcommitment papers, bridge loan papers, term sheets, and credit arrangements.

 
Presented senior management with syndicated loan underwriting proposals and distribution strategy for approval.

 
Assisted clients in optimizing their balance sheets and resolving financial issues.WestLB AG, New York, NY 1998 to 2004
Relationship Manager, Corporate Finance
(2001 to 2004)
Global bank, focusing on lending, corporate and structured finance, capital market and private equity products, and transaction services.

 
Led direct calling efforts that secured and developed numerous new client relationships with investment and
non-investment grade companies in the media, telecommunication, and sports sectors.

 
Increased net profits $1.5+ million, and generated 25% ROE by spearheading the establishment of WestLB AGin the sports financing sector.

 
Ensured overall success and growth by deepening relationships with existing clients and through theacquisition of new clients.

 
Continually partnered with existing clients to fully understand their businesses, goals, strategies and
challenges.

 
Developed business plans for clients, proactively assessing financial needs and delivering a portfolio of effective solutions to
meet client’s st 
rategic goals.

 
Cross sold value-added products, including asset securitization, private placement, FX, interest ratederivatives, Eurobonds, and letters of credit.
Vice President, Credit Risk & Execution Team
(1998 to 2001)

 
Led and distributed syndicated credit facilities while managing credit exposure and concentration risk.

 
Mentored and managed associates in performing due diligence, credit analysis, valuation analysis, and theapproval and documentation process.
P
ROFESSIONAL
S
KILLS
 
NASD Certifications, Series 7 & 63
♦
Proficient in French
♦
Candidate for CFA Level 1
E
DUCATION
Master of Business Administration
 
♦
New York University, Stern Graduate School of Business, New York, NY.
BA, Natural Science
 
♦
 
Concentration in Mathematics and Physics
 
♦
Colgate University, Hamilton, NY.
)
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SUMMARY
• An accomplished sales strategist and solution-oriented business banker, who thrives in a challenging, fast paced financial environment. 
• Established network of Centers of Influence in business community and management experience.
• Solid organization, communication and problem solving skills. 
• Strong customer service orientation. 
• Formal commercial credit training (Omega & RMA).
EXPERIENCE
COMPASS BANK
Business Banker RM, VP- Austin, TX (Oct., 2008 – Present)
Responsible for acquisition of new clients and relationship management of business clients with annual sales of $1MM - $5MM.
• Proven track record being a successful RM and established an effective referral networking relationship with external COIs in the business community. 
• Extensive experience in CRE lending and business new business banking relationships.
• Achieved 150% of quarterly loan goal.
• Responsible for 125% revenue goal.
• Played a key role in training the retail bankers (Branch Managers, Assistant Managers and Personal Bankers) through real time coaching to maintain a smooth business work-flow. 
WACHOVIA BANK 
Business Credit Consultant, VP- Central TX (May 2007-Sept. 2008)
Directly managed Central Texas (Austin & San Antonio) commercial loan, deposit pipeline and external sales effort for the Retail Business Segment & Small Business Bankers of the bank. 
• Provided coaching, credit training and credit decision overrides for the Small Business Banking & General Retail bank. 
• Ensured superior customer service and managed credit quality for all commercial loans. 
• Drove the underwriting team to realize timely results in loan requests and loan handling, through close interaction and clear communication with the underwriters.
• Interfaced between the different lines of business to generate additional business customers and to promote the banking services of the business partners. 
• Responsible for coaching the sales staff on deposit growth ($84MM in commercial validations YTD) and cross sales of other business products (merchant services, ADP, treasury services, etc.) by financial center staff. Achieved 150% of goal for commercial deposits (Central Texas).
• Managed a multi-million dollar commercial loan pipeline ($72MM). Achieved 110% of annual goal for Commercial loans (Central Texas).
• Credit authority for commercial loans up to $500M.
• Rate authority for commercial loans up to $3MM.
Small Business Banker RM, VP-Austin, Texas ( June 2005 – May 2007)
Responsible for acquisition of new clients and relationship management of business clients with annual sales of $1MM-$5MM. Managed a $26MM Portfolio of loans and $30MM in deposits. 
• Identified and developed relationships by providing selling business liability and asset products. 
• Established an effective referral networking relationship within the bank in addition to a strong external COI network in the business community. 
• Extensive experience in CRE lending and building new banking relationships. 
• Achieved 140% of annual commercial loan goal. 
• Achieved 100% of annual commercial deposit goal. 
• Responsible for meeting 125 % revenue goal.
WASHINGTON MUTUAL BANK
Financial Center Manager, VP-Austin, Texas (Aug. 2002-June 2005) 
Directly managed two financial centers with a focus on a full range of consumer and commercial banking/financial services to clients. 
• Responsible for consumer and commercial loans, which required expertise in reviewing financial documents and credit guidelines. 
• Coached, trained and monitored the sales teams to achieve strategic sales and customer service objectives. 
• Managed a $36MM pipeline YTD for consumer and residential loans. 
• Managed a $18MM pipeline YTD for business lending. 
• Oversaw $150MM in deposits, consumer and business. 
• Established strong sales teams through communication and teamwork. 
• Built loyalty and drove profit by growing customer relationship.
• Opened De Novo financial center in 2002, profitable within 13 months. 
GUARANTY BANK
Banking Center Manager, VP-Austin, Texas (May 2001-Aug. 2002) 
Managed the banking center and provided high quality leadership to ensure the banking center’s goals and standard were achieved. 
• Branch sold $3MM YTD in alternative investments. 
• Managed $80MM for consumer and business deposits.
• Supervised and motivated banking center staffs to maximize their productivity and sales potential through customer loyalty. 
JP Morgan Chase
Small Business Banker, AVP-Austin, Texas (Aug. 1999-Dec 2000)
Responsible for providing a full range of commercial services to the small business market. (Business with annual sales $3MM or less). Built business relationships with business partners to provide alternative services. Other responsibilities included developing and managing small business products and services. 
• Managed a $7MM YTD commercial loan pipeline. 
• Oversaw a $3MM YTD in deposits.
• Responsible for selling and cross – selling business lines of the bank. 
Retail Management Trainee – Houston, Texas (June 1998-Aug. 1999)
A eighteen month banking training program with class room training (Consumer Platform, Compliance, Fraud, Consumer Lending and Formal Commercial Credit) with rotations in general banking group, FRAUD, Private Bank, Business Bankers, Middle Market, consumer and commercial underwriters and shadowing of District and Regional Managers. 
AWARD
People Fund Austin, TX – Banker of the Year 2007 
EDUCATION
The University of Texas at Austin
Bachelor of Arts in Government with Business minor (May 1998)

