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	Career Summary:

	· Well round exposure across wealth management / retail banking businesses. Presently working at ETB, Lagos, Nigeria as Head Retail Banking. 12 years work ex with various banks and a SIX years stint with HDFC Bank (CBOP) - India and a leading Multi National Banks

· Instrumental in creating one of the most profitable wealth management franchise in India, across mass affluent, HNIs & super HNIs, which scoped from hiring and coaching a team of 250 lateral and fresh RM across 16 branches of HDFC Bank worked as Head Branch Banking - Gujarat
· Have successfully shaped the Branch Banking business as the most successful EBT in 2007-2008. The business boasts of contributing 42% of the entire West, making Gujarat the #2 in the country in terms of net income. 



	Work Experience Summary:
	


	Period
	March 09 till date

	Organization
	Equitorial Trust Bank – Lagos, Nigeria


	Roles and Responsibilities: Country Head Retail Banking 

Presently working in LAGOS, Nigeria as a country head Retail Banking with Equitorial Trust Bank.

Job Responsibility – Responsible for sales, Service, product designing, promotions and Revenue generation for the Bank.

Planning, strategies, product developments, profitability, channel sales and implementation of strategies.

Direct reports – Zonal Head & Regional Head Sales, Product designing at HO, Phone Banking, Customer Service and Branch Support…& reporting directly to the Managing Director
Total 110 branches in Nigeria … handling a team of more than 2000 people…direct & indirect reporting.



	Period
	July 2008 till March 09

	Organization
	Yes Bank Ltd – Vice President


	Roles and Responsibilities: Head Wealth Management & Retail Banking – Rest of Maharashtra

	JOB DESCRIPTION

Job involves planning, developing & implementing sales strategies in line with marketing dept for the particular region. Achieving the sales targets within allotted budgets costs. Regular intervention for region growth, team development.

· Responsible to lead a team of AVPs, Senior Relationship Managers and Relationship Managers. 

· Ensuring Sales Targets are attained through focused client acquisition activities in the region. 

· Ensuring that the existing clients are serviced well. 

· Management of any staff assigned to this role, which involves allocation and supervision of work, setting objectives, training plans, and providing ongoing feedback. 
· To review new products such as Mutual Funds/Structure products and other investment products for Private Banking Division. 


	Specific Duties: - 


· Reviewing new product/process proposals, product/process change proposals, including incentive schemes etc and advertising and marketing materials, from a compliance perspective

· Review of existing and proposed products and procedures relating to Branch Banking, wealth management, Investments and Insurance so as to prescribe adequate controls and to ensure that they are in compliance with the local regulations, cross border marketing regulations in other countries and the Group's internal guidelines.
· Setting policies and procedures on compliance issues which are cost effective, constructive and protect and enhance the Group's reputation as also by monitoring changes to business practices and products to ensure that compliance procedures and controls are adequate to cover them
· Attend compliance related meetings with clients, as the compliance representative, as required.
· To be available for discussions and suggesting/adopting practical solutions to various problems faced in by Personal banking and by finding reasons for any breaches through investigations, recommending solutions and suggesting measures to prevent recurrence.
· To review related training material courses and providing necessary input on the content
· Manage a core team of highly competent professional who have energy & vision for the Company. 



	Period
	Feb 2005 to June 2008

	Organization
	HDFC Bank Ltd., Gujarat (ECBOP)


	Roles and Responsibilities: State Head, Central India

	

	· Cluster Head, responsible for Retail Business Development, Customer Relationships Management and managing entire branch operations in the region, which covers 17 branches across Gujarat.
· Was responsible in revamping the entire team across the region, imbibed the sales focus in the team. The result is there to be seen as the region has grown from 190 crores in liabilities to 450 crores.  There has been a multifold increase in the Third party product income over the period.


Competencies
Role – Cluster Head 

	Core Competencies
	Functional Competencies
	Managerial Competencies

	Drive for Results
	Communication skills
	Communication

	Planning & Execution excellence
	Numerical ability
	Business Acumen

	Customer Centricity
	Customer Orientation
	Drives Team performance

	Collaboration and Team work
	Drive for results
	Building talent

	
	Awareness
	

	
	Adaptability & Teamwork
	

	
	Process Orientation
	

	
	Planning & execution
	

	
	Commercial Acumen
	

	
	MIS & reporting
	

	
	Managing People & performance
	


Achievements:

· Rated 5A(Best rating for an individual at HDFC Bank(ECBOP) continuously ever since joined the bank

· Converted a loss making Gujarat region into high profit making in  span of less than a year 

	Period
	2002 – 2005

	Organisation
	HDFC Bank, Baroda


	Roles and Responsibilities: Branch Head – Baroda

	

	· Set up HDFC Banks branch in Vadodara and set a new break-even benchmark of 9 months.

· Responsible for sustaining and growing the Branch balance sheet, acquiring new customers, and deepening/ retaining existing customers and maintain market position.

· Ably lead a team of 18 highly motivated people across officers and staff with varied vintage. 
· Delivered Wealth Management proposition to affluent segment by building sales plan across products and effective usage of wealth management tools . 

· Built strong market awareness of product offerings across banks and contributed effectively towards product development, enhancement and implementation of new product offerings.

· Successfully implemented robust self-assessment process and strong control systems, thereby ensuring that the business had minimal financial, regulatory and franchise risk.



	

	Broad Responsibilities :

· To be an active member of Service Delivery & Branch Processes which has the following objectives: 

· Establish benchmarks for service delivery and continually improve them 

· Provide tools to branches to enable them deliver better service and perform Br ops with ease 

· Represent branches w.r.t service delivery & processes to develop new products, features & systems 

· Standardized processes & ensure uniformity in practice & compliance by branches. 

· Identify & resolve process gaps either through 6 sigma or turbo projects 

· Monitor and support branches to comply with internal & external process guidelines through Branch checklist

· Align other Operations groups of the bank to branch service delivery and processes 

· Study and support branches by evaluating empowerment, optimum staffing & or migrating activities to centralized setup or low cost operations setup. 

· Study and support branches in managing the following: 

· Cash holdings in Branch vault and ATMs (both offsite and Br)

· Handing over of systems 

· Patch application 

· Discrepancies in submission of AODs 

· Customer complaints & logging in Next Step 

· Manage contents of Gyaan Line 

· Identify & initiate change in process, systems based on feedback from customers & employees 



	Period
	2000 – 2002

	
	

	Organization
	UTI Bank, Baroda


	Roles and Responsibilities: Relationship Manager

	     

	· Generate business & cross sell 

· Deepening of relationship with existing customer who walk-in through cross sell of all products & services. 

· Enhancing the value of existing accounts. 

· Retention of existing portfolios. 

· Liaison with external customer, Product development, Retail Operation.

· Acquire & develop new business opportunities from Government outfits at Centre



	Period
	1998 – 2000

	Organization
	ABN AMRO Bank

	Roles and Responsibilities: Direct Sales Manager
· Marketing various deposits schemes of bank to retail as well as corporate clients. 

· Developing corporate clients for salary & business accounts. 

· Maintain relationship with high net worth customers. 

· Coordination with sales executives for promoting business activities. 




ACEDEMICS & PROFESSIONAL QUALIFICATION

· Passed out final year of Masters in Commerce from M. S. University, Baroda in 1998.

(M.Com. (Final) with Marketing Management) 
· Honored with Bachelors Degree of Commerce from M. S. University, Baroda in 1996. 

(B. Com with Account & Audit) 

· Completed Higher Secondary Education from I P C L School, Baroda in 1993. 

(H S C with First Division) 
Cleared NSE’s Certification of Financial Market with Distinctions

	Extra Curricular Activities: 

	-Music 

-Cricket

-Traveling

-Making Friends


	Personal Information: 
	

	· Date of Birth
	:  05/06/1976

	· Marital Status
	:  Married
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