Hemanta 

UAE
:  C/o 0505891826
Mail    : hemanta.257440@2freemail.com 
Profile:
13 Years of Experience in Sales & Marketing, Credit Analyzing, Collections & Recoveries.
Education:
1. MBA (Marketing & Finance), IICT, India.
2. B.Com (Hons), Berhampur University, India.
Experience:
1. Senior Sales Officer, Majid Al Futtaim Finance LLC, Dubai, UAE.
(Najm Credit Card from 21st Jan 2017 to till date.)
1. Is sourcing quality business by selling of NAJM credit cards to eligible customers like salaried and business people.
2. Identifying/Profiling/Credit analyzing/Documentation of the customer as per the requirements.

3. Create awareness about the Product /Application Process/Card utilization/Billings and payments to ensure of reducing risks in future and built up better relationship with the client.
4. Handle existing clients with regular updating of products and promotions and also cross selling of the other products as per the customer needs.
5. Proper planning and timely execution to achieve the assigned sales target is more priority.

6. Promotional activities for the product by kiosk campaigning in different locations with different BTL activities to attract more customers.
7. Believing in customer feedback and ratings as the organizations growth is depends on the happiness of the customer.

8. Reporting to Business Development Manager.

2. Relationship Officer, Dunia Finance LLC, Sharjah, UAE.
 (Personal Loan/Credit Card/Auto Loan from 14th Feb 2016 to 16th Jan 2017.)
1. Was selling Personal Loan/Credit card/Auto Loan to eligible customers like salaried and business personnel’s.
2. Identifying/Profiling/Credit analyzing/Documentation of the customer.

3. Create Product awareness/Application Process/Loan disbursement/Billings and payments to customers to build up better relationship and growth of the brand.

4. Handle existing clients with regular updating of products, promotions and also cross selling of the other products.

5. Proper planning and timely execution to achieve the assigned target is more priority.

6. Believe in customer feedback and analyze as the organizations growth is depends on the happiness of the customer.

7. Reporting to Branch sales manager.

3. Deputy Manager, Radio Choklate 104 FM, Bhubaneswar, India.
 (Advertisement Sales for TV/Radio/News Papers from 23rd Dec 2013 to 09th Jan 2016.)
1. Was to create maximum revenue with assigned resources.

2. Was selling of advertisements on TV/Radio/News Paper to the clients like Govt.organisations/ Companies/Entrepreneurs/SME/Individuals.

3. Create awareness about the different kind of Products and their benefits and how does it helps to play an important role in the growth of their business.

4. Handle existing clients with regular updating of promotions and also cross selling of the other products.

5. Regular client visits and assist to clear their queries.

6. Regularly doing ATL/BTL/Kiosk/Road Shows/Indoor/outdoor activities for the growth and promotion of the organization.
7. Utilization of important holy days, festivals by linking local promotions to attract clients.

8. Handle a team size of 5 executives. Training and development/Bonding/Team work and co-ordination to generate revenues for the organization.
9. Proper planning and timely execution to achieve the team target with individual targets are the important role.
10. Believe in customer recommendations and feedback to the organizations growth.
11. Was reporting to State head.

4. Branch Manager. L& T Finance Ltd., Jajpur, India.
 (Commercial Vehicles/Construction Equipments/Passenger Cars/Farm Equipments Finance from 16th July 2008 to 29th Nov 2013.)
1. Was justifying branch revenues (Sales/Credit/Operation/Collection) by using assigned sources.
2. Was selling of auto finance/Auto loan to eligible customers like Fleet operators/FTU/Strategic.

3. Products were Commercial vehicle/Passenger car/Construction equipments/Farm equipments

4. Identifying/Profiling/Credit analyzing/Documentation of the customer.

5. Field verification/Documents examination/loan eligibility is the main responsibilities.

6. Create awareness about the Product /Application Process/Billings and payments to customers to build up better relationship and growth of the brand.

7. Handle existing clients with regular updating of products, promotions and also cross selling of the other products.

8. Proper planning and timely execution to achieve the assigned target is more priority.

9. Promotional activities for the product by kiosk campaigning in different locations with different BTL activities to attract customers.

10. Leeding a team of 5 members including all departments (Sales/Collection).

11. As sale is the important to organization growth also debt. Collection is parallel important too.

12. Billing and updating, notice to default customers and using different resources to recover the asset in time is as the same responsible.

13. Believe in customer feedback and analyze as the organizations growth is depends on the happiness of the customer.

5. Marketing Executive, Tata Motors Finance Ltd., Bhubaneswar, India.
 (Commercial vehicles finance from 25th April 2006 to 1st July 2008.)
1. Was selling of commercial vehicle finance to eligible customers like FTU/Retail/Strategic
2. Identifying/Profiling/Credit policies/Documentation of the customer.

3. Create awareness about the Product /Application Process and Billings and payments to customers to build up better relationship and growth of the brand.

4. Handle existing clients with regular updating of products, promotions and also cross selling of the other products.

5. Proper planning and timely execution to achieve the assigned target is more priority.

6. Promotional activities for the product by kiosk campaigning in different locations with different BTL activities to attract customers.

6. Universal Banking Officer, Centurion Bank Ltd., Bhubaneswar. India.
 (Personal Loan & Credit Cards) from 6th July 2005 to 15th April 2006.
1. Was selling of Personal Loan to eligible customers like salaried and business individuals.

2. Identifying/Profiling/Credit analyzing/Documentation of the customer.

3. Create product awareness/Application Process/Billings and payments to customers to built up better relationship and growth of the brand.

4. Handle existing clients with regular updating of products, promotions and also cross selling of the other products like General Insurances/Life Insurances/Account Openings/Mutual Funds/Fixed Deposits etc.

5. Proper planning and timely execution to achieve the assigned target is more priority.

6. Promotional activities for the product by kiosk campaigning in different locations with different BTL activities to attract customers.

Skills & Other details:
Languages known

: English, Hindi, Odiya
Computer Proficiency

: MS-Office, Windows, Internet applications, Tally 9.2.
Current Location

: Dubai, UAE.
Date of Birth

: 5th June 1977
Nationality

: Indian
Expected CTC



: Descent & Negotiable
Availability



: Immediate
The above information’s are true and correct to the best of my knowledge.
Regards,
Hemanta 
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