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CAREER OBJECTIVE

A competent professional with 12+years of significant cross functional experience in the realm of Bank Branch Sales/ Relationship Management/ Insurance/ Team Management,striving to be a key player in setting & achieving organizational objectives in large financial/banking/ insurance organization.




PROFESSIONAL SNAPSHOT

Result-oriented professional cross functional expertize in the entire gamut of Banking Products and Insurance Sales, with key focus on top line profitability by optimal utilization of resources

Proactive and equipped with thorough knowledge and financial understanding in conjunction with excelling relationship management and strategic selling ideas.

Top performer has bagged several awards for outstanding performance, details included in 2nd page





ORGANIZATIONAL EXPERIENCE

	Relationship Officer

ervices
Jan2016 –Till Date

Sales Manager 
Green Home Solution
Aug’2012– July’2015
	

	Team Leader – Assets
HDB Financial Services(HDFC Bank LTD) – Hyderabad, India

Oct’2007– July’2012 
	

	Sales Officer-Retail Liabilities





Kotak Mahindra Bank-Hyderabad, India

Oct’2006 – Sep’2007
	

	Sales Executive – International Banking Group, NRI Services
ICICI Bank – Hyderabad, India

May’2003 – Sep’ 2006.
	






ACADEMIC CREDENTIALS
MBA (Finance Management) from National Institute of Business Management -2014




CAREER ACHIEVEMENTS

Dunia Financial Services :
· Offered Personal loans and Credit cards to retail, privilege and Excellency customers
Green Home Solution-uPVC Windows & Doors :
· Support the development of persuasive strategies to achieve Green Home Solution’s customer and commercial growth objectives. Implement the business development plan to achieve the targets with maximum profit and within budget 

· Create service specific goals relative to lead development as well as sales activity including customer acquisition, retention and lifecycle 

· Demonstrate a hands-on approach for working closely and cultivating strong, reliable, and enduring relationships with key customers which include Individuals, Real-estate Builders and Architects

· Develop end-user relationships that results in closed sales opportunities; have an understanding of the customer offer and experience delivered by competitors 

· Provide strategic direction to the team members by detecting growth zones to facilitate creation of new opportunities; support the achievement of their goals

· Create an environment orientated to trust, open communication, creative thinking, and cohesive team effort. Manage, inspire and progress the team by setting clear goals, giving regular feedback, and managing poor performance
HDB Financial services-Retail Assets:
· Got awarded with the ‘Best Team Leader’ and got promoted to the next level within one year

· Successfully achieved targets with low delinquency; generated monthly Insurance business of over INR 3 Lakhs.
· Was responsible for promotion, sourcing, and sales of Personal Loans, Business Loans, Mortgage Loans and Loan Against gold
· Fully understood the key features of core loans and insurance products plus those of the key competitors to highlight the benefits of HDB

· Sold and administered insurance products (Health Insurance and Life Insurance -Unit Linked Insurance Plans, Pension Plans, Child Plans, Long Term Insurance Plans and Term Plans) appropriate for HDB’s client’s needs with due care and consideration

· Exceeded client expectations in terms of efficiency, effectiveness, and responsiveness through the diligent and professional conduct of your duties; ensured clean files sourcing, giving regular feedback on the files logged in, and maintaining quick turnaround time for disbursal of files
· Took responsibility for the development of a team with 8 members; enhanced their knowledge and understanding of the products the company offer, monitoring their incentives slab, and motivating them for the achievement of their personal targets

Kotak Mahindra Bank – Retail Liabilities:
· Opened More than 150 accounts in month.  
· Qualified for Monthly Life Insurance contests.
· Collecting Insurance premium of worth INR 10 Lacs (May ‘07 to  July ’07)
· Business worth 15 lacs in a period of 90 days
· Gifts received includes; Wrist Watch, Laptop, Zodiac Tie, Dinner Set
· Disseminated information of all products of the bank to the customers and gave strong customer base to the Bank

· Resolved customer issues, providing first time resolution, handling escalated issues and maintaining highest standards of customer service giving preference to customer satisfaction

· Ensured services were being delivered in accordance with the customer’s needs and wishes

· Managed the operational integrity of the company according to the regulations by ensuring the adoption of core standards of behaviour
ICICI BANK LTD- NRI Services :
· Adjudged as the Best Sales Executive for year 2005-2006

· Got recognized as the Top Performer, recurrently achieved the DBU and Cross sell targets as assigned by RSM IBG NRI Services

· Was responsible for sourcing of Remittances cards to the NRI Dependents in India

· Facilitated an incremental of 150 new accounts within two months

· Mobilized  USD 2.5 lakh FCNR Deposit in the month of Feb 2005

· Mobilized INR 3.5 MN Insurance Premiums in NRI Loan Mela in the year of 2005.

· Generate the Highest Policy premium of INR 3.5 MN In the region for the year of 2004.

· Qualified for Trinity club Contest Generated the business of 1MN.

· Generated the Home Loan Business of INR 58 MN Disbursed for the year 2004.

· Generated the Heighest Home loan disbursed of INR 25 MN for the year 2003.
· Was responsible for new customer acquisition and cross selling of third party products like Life Insurance, General Insurance, I-Direct Mutual Funds, Home Loans and Remittance products

· Arranged promotional campaigns like Airport activities and Travel Agents activities 

· Promoted ICICI Bank’s parallel vertical products like CASA (Current & Saving accounts) Travel Cards, and Money Exchange services 

· Sourced NRI Products like NRE and NRO Savings Accounts, FCNR Deposits, SEEZ Mumbai OBU Deposits, Singapore Offshore Banking Deposits, Hello Canada New Comers Accounts, and UK Accounts
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