SAUL L. SLOMAN

2110 Strasburg Ct.

Dunwoody, GA 30338

Home (770) 452-0918

Office (770) 451-1041

Cell (404) 307-5059

e-mail saulsloman@comcast.net

OBJECTIVE
To secure a leasing officer position designed to utilize my superb financial, banking, interpersonal, relationship, marketing, sales, managerial, organizational and motivational skills.

EXPERIENCE   

2007
Sterling National Bank Leasing

        Atlanta, GA 


Regional Marketing Manager

· Heading up leasing in Georgia, South Carolina, Alabama, Tennessee and Florida while working deals nationwide

· Producing leases at 450-650 basis points over cost of funds with compensation tied to yield

· Working in lower middle market with 40% end user, 20% broker and 40% vendor referral leasing

· Calling on manufacturers, service companies, medical, dental, vendors and brokers

· Produce deals from personal book of business, manufacturer directories and personally produced vendor lists via superb calling skills, in person appointments and follow-ups

· Utilize outstanding calling skills, organization, product knowledge and closing skills

· On track to produce $6,000,000 in 2007, while maintaining exceptionally high rates

2005-2007
Bank of the Ozarks



         Atlanta, GA


Senior Vice President

· Headed up leasing in Georgia, South Carolina and Florida with the ability to write deals nationwide
· Produced leases at 350-500 basis points over cost of funds
· Concentrated on small ticket and middle market leases in the commercial leasing department with 25% end user, 40% broker and 35% vendor leasing
· Called on manufacturers, service companies, physicians, hospitals and clinics in addition to vendors and brokers
· Generated leads from personal book of loyal customers, Georgia, Alabama, Tennessee, Florida and South Carolina Manufacturer’s directories and D&B lists via superb phone cold calling skills, arranging appointments and visiting customers as well as persistent and timely follow up
· Cultivated broker and vendor relationships
· Utilized outstanding prospecting, assessment and closing skills as well as unparalleled leasing product knowledge to produce leases at strong rates, while meeting customers’ needs and exceeding expectations
· Produced $8,000,000 in volume in 2006
· Only Bank of the Ozarks leasing officer to succeed outside of bank’s footprint
2003-2005
Balboa Capital   


       Atlanta, GA                                                  
Senior Account Executive
                            

· Headed up leasing in Georgia, South Carolina and Florida
· Produced leases at 550-700 basis points over cost of funds
· Concentrated on middle market leases in the commercial leasing department with 80% end user and 20% vendor leasing
· Called on manufacturers, service companies, physicians, hospitals and clinics
· Generated leads from personal book of loyal customers, Georgia, Florida and South Carolina Manufacturer’s directories and D&B lists via superb phone cold calling skills, arranging appointments and visiting customers as well as persistent and timely follow up
· Utilized outstanding prospecting, assessment and closing skills as well as unparalleled leasing product knowledge to produce leases at well over competitors’ rates, while meeting customers’ needs and exceeding expectations
2002-2003
Atlantic States Bank



        Atlanta, GA


Vice President

· Headed up leasing in Atlantic States Bank’s footprint in Atlanta, Jacksonville, Ft. Meyers and Ft. Lauderdale

· Was on track to produce $8-$9,000,000 in leases in 2003 with $4,600,000 booked to date at time of departure
·  Produced leases at 450 basis points over cost of funds

·  Averaged 75 basis point higher yields over remaining          leasing officers on the team, with highest yielding leases and fees 

· Booked deals under very restrictive credit and geographic constraints

· Called on bankers and managed their referral business

· 75% of booked business from direct calling efforts, 25% from banker referrals

· Generated own leads via calls from manufacturers’ directories, D&B and other sources

· Called on physicians, medical clinic managers, manufacturing and service company presidents and CFOs

· Booked deals ranging from manufacturing, medical and service to high tech

· 80% end user deals/20% vendor deals

· Performed collections on delinquent leases

1997-2002
M&I Bank




        Atlanta, GA

         Vice President, M&I First National Leasing Corp.          
· Completed managing CN Leasing, a new captive bank leasing program in Southern California, in cooperation with City National Bank, an $8,000,000,000 bank, with a $25,000,000 program budget for 2000
· Maintained relationships with City National Bankers and bank customers while calling on Presidents, CFO’s, Relationship Managers and Business Development Officers
· Built  $10,000,000 territory in Georgia, Florida and South Carolina through personal prospecting
· Completed 2000 with a #2 ranking company-wide in NPV percentage and #4 in total NPV earned, working outside the bank's footprint
· Booked manufacturing, transportation, service,  medical,  and high tech deals 
· Booked 80% end user/ 20% vendor deals
· Produced leases at 450 basis points over cost of funds   

1993-1997
PNC BANK




        Atlanta, GA 

Assistant Vice President, PNC Leasing Corporation
· Prospected and cultivated a $10 million dollar territory from $0 dollars in Georgia and North Florida


· Ranked #1 in leasing group by producing 162% of budget in 1996 at 350 basis points over cost of funds
· Accomplished entire budget for 1997 by the month of June
· Called on Presidents and CFO’s in commercial, bank, clinic, hospital and municipal accounts

· Promoted from a Leasing Officer based upon superior sales performance
· Booked business in medical, manufacturing, service, transportation, banks and high tech
· 90% end user business/10% vendor 
· Completed service at 227% of budget by the third quarter
1984-1993
ZEP MANUFACTURING COMPANY            Atlanta, GA

Sales Representative
· Built $200,000 dollar clientele base in Zep’s most competitive territory within 9 years

· Ranked 231 out of 1,095 representatives nationwide

· Exceeded quota consistently for 9 years averaging 117% 

· Received numerous MVP, and QUOTABUSTER AWARDS

· Rookie of the Year for 1985 out of 59 sales representatives

EDUCATION
GEORGIA STATE UNIVERSITY
                    Atlanta, GA

Bachelors of Business 
Administration, 1984


Major: Marketing


Financed 75% of college 
expenses 
PERSONAL
Dean’s list for scholastic excellence
· Mortar Board National Honor Society
· President & Secretary of Alpha Epsilon Pi Fraternity
· Enjoy sailing (Coronado 23’ Sailboat), traveling, weightlifting and reading

