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Superior Retail Banking Sales Management

Result oriented banking management professional with extensive experience in handling large size sales team handling, developing high net worth client relationships and referral networks. Deliver exceptional results through business development, client management and strategic planning. Expertise in cultivating and maintaining key relationships. Leverage core strengths and connections to develop new business, establish lasting banking relationships, and secure strategic alliances.

Have more than 10 years of work experience in financial and retail banking sector. Have hardcore experience in sales. Leading & monitoring the performance of 80+ sales team members to ensure over achievement of targets.







Areas of Excellence

	· Large Sales Team Handling

· Business Development

· Sales Strategies 

· Referral Networks
	· Strategic Planning

· Product Presentations

· Client Management

· Competitor Intelligence


ORGANIZATIONAL AND LEADERSHIP EXPERIENCE

(1) ICICI Bank (India's largest private sector bank ICICI Bank)
        Since January 2010 till Present
Position : Chief Manager



                                  Location : Lucknow, India
Worked as Cluster Manager where I have headed a group of 7-8 retail branches of bank spread across different locations. As a business leader, have led a team of about 80 bank employees across functions like branch banking operations, sales and wealth management and primarily involved with increasing of sales of various products of the bank.
Managed Rs.200+ crore book of retail deposits & advances spread across various retail branches. 
Exceeded goals and expectations in sales, service & distribution of banking products across assets, liabilities & investments products for various customer segments through multiple channels including bank branches, outbound sales teams, relationship teams and other alternate channels.

Ensured each branch achieves its annual business targets across the various banking products. 
Planned and supervised the opening of several new retail branches in my cluster.

Lead vigorously the entire team in increasing the sales of all products of the bank.

Managed personally all key relationships of the bank.

Utilised consultative sales approach to increase sales productivity of each staff including sales manager, sales officers etc 
Turned around 2 underperforming branches in sales to achieve monthly, quarterly and annual targets.

· ACHIEVEMENTS : Have regularly overachieved the sales targets which has resulted in winning many internal awards and certificates of appreciation. Apart from qualifying for various forums have achieved 2 major milestones in form of qualifying a Trip to Switzerland and The Sword of Honour. 

               In both these platforms have been selected from pan India team.

(2) HDFC Bank (India's 2nd largest bank in the private sector)
            Since May 2007 till Dec 2009

Position : Senior Manager





Location : New Delhi, India
Have been head of a major branch of about Rs.100 crore deposit size and was involved in expanding sales of products of the bank.
Expanded customer base through a variety of effective sales techniques.

Delivered sales presentations to upper management of major companies.

Conducted detailed market study to analyze the latest market trends and tracking competitor activities and provided valuable inputs for fine tuning the selling and the marketing strategies for the branch as well as cluster. 
Cross-sold various products such as Asset Loans, Personal Loans, Credit Cards, Demat, Mutual Funds and Insurance. 
Built HNI relationships.
· ACHIEVEMENTS : Got a certificate of "Outstanding Performance in Current Accounts Numbers" from Zonal Head for 2007-08.
Got a Certificate of Appreciation for winning the "First Among Equals" from the Retail Liabilities Product Management Group for increasing the CASA size of branch in November 2008.

Propelled the branch to a deposit size of Rs.100 Cr from the initial Rs.20 Cr.
(3) Standard Chartered Bank (A major multinational bank)
         From May 2006 till April 2007

Position : Relationship Manager : Excel Banking


Location : New Delhi, India
Cultivated and managed a portfolio of  200 Excel customers of the bank by identifying and leveraging client needs and selling appropriate products and services according to bank policies.
Expanded account relationships through the sale of additional bank products and services to increase the fee based income and contribute to maximised economic profit.
Sold products to portfolio clients involving lines of credit, income producing property and real estate term loans, business asset loans, equipment and consumer loans.

Increased, retained and cultivated mass affluent consumer and commercial client relationships, and provided a high level of customer service to business clients.

Achieved the targets set in terms of product mix and customer segment.

(4) HDFC Standard Life Insurance Company Ltd
              From December 2004 till May 2006

Position : Sales Development Manager



                Location : New Delhi, India
This is India’s largest insurance company in the private sector.
Lead a team of 38 Financial Consultants.

Trained the team of financial consultants in sales and marketing as well as in product knowledge.

Motivated constantly the team of financial consultants to perform effectively.

Arranged different promotional programmes in school, public parks etc.

Undertook comparative study of various investment tools including ULIPS, Mutual funds, properties etc.

(5) Slim Gym Enterprises



                  From February 2000 to Nov 2004

Position : Manager–Business Development



Location : New Delhi, India
The company is in international trading of premium brands of health fitness equipment from USA and markets them in India.

Interacted with the various senior personals of five star hotels, corporate organizations, and health clubs for increasing the market share of the brand of equipment which the company imports.

Built and maintained a relationship with most of the senior people in the hotel industry since our products got installed in these places.

Gave various presentations to industrial houses for our products.

Handled the dealer network.

(6) Al-Falah Group





     From May 1996 to January 2000

Position : Manager–Business Development



Location : New Delhi, India
This company was in International Trading
Joined as a Management Trainee. Became Assistant Manager and left organization as a Manager.

Handled the import and marketing of plywood and other related items from South East Asia.

Led a team of executives.

Built and maintained a relationship with most of the plywood dealers who were the main buyers.

Did complete market survey before actually introducing a product.

Established a complete dealer chain from scratch. Have set up and managed the entire dealer network by appointing, monitoring and ensuring timely payments.

Have overseen the entire logistics (including correspondence with overseas suppliers) of import of plywood and related products from South East Asia.
ACADEMIA


Post Graduation in Business Management (PGDBM)
Apeejay School of Marketing, New Delhi 
1996

(Full Time 2 years MBA Course) 
(A Premium Business School of North India)

Bachelors in Commerce
University of Lucknow, Lucknow

1993

Class 12 (ISC)

La Martiniere College, Lucknow
  1989
CERTIFICATIONS

.............................................................

Certificate in Ecommerce by IBM Education and Asset International, New Delhi.
PERSONAL DETAILS


Date of Birth



:

16th March 1972

Marital Status



:

Married

2

