Balaji

Balaji.379801@2freemail.com 
Objective


To have a career growth in an organization that provides challenges, scope for growth etc. ,  

Total Experience

14 years of rich marketing and Banking experience including 4 years in insurance industry and 9 years in banking sector.

Education

Master of Computer Applications,  Gandhigram University – 2001


Bachelors’ degree in Commerce, Madurai Kamaraj University – 1998


Higher secondary in TVS higher secondary school, Madurai  – 1995

Additional Qualification acquired


 AMFI, IRDA and NCFM certified.

Experience in Brief

Branch Manager , Indusind Bank Ltd.,  Chennai , February 2017 - Present
Branch Head & Center Head , DCB Bank Ltd., Chennai, September 2014 – February 2017
Branch Manager , HDFC Bank Ltd., Trichy, May 2013 – September 2014

Branch Manager,  ICICI Bank Ltd., Batlagundu, March 2011 – April 2013

Cluster Sales Manager with ICICI Bank Ltd., Dindigul April 2009 – March 2011

Assistant Manager – Sales with ICICI Bank Ltd., Tanjore September 2007 – March 2009

Relationship Manager with Bajaj Allianz Life Insurance co., Ltd., Madurai, April 2006 – September - 2007

Sales manager with Met Life India Insurance co Pvt Ltd.,Madurai - April 2005 – march 2006

Sales Team Manager with Bajaj Allianz Life Insurance Co.,Ltd., Madurai - November 2003 to march 2005

Sales Manager, Aish Software Solutions – Madurai -  July 2000 – November 2003 

Achievements

Branch Head – IndusInd Bank Ltd

1. Branch Break even done in 10 months

2. Mobilised 10 Crores of Mutual fund So for

3. Branch CASA at 7 crores with in 4 months of opening

Branch head-center Head– DCB Bank Ltd.,

1. In 24 months branch book size is 19.5 Crores

2. CASA – 6 Crores, FD – 2.5 Crores , Advances – 11 Crores

3. Target on P&L achieved in 10 months

4. Achieved targets on both CASA and Assets quarter on quarter

Branch Manager – HDFC Bank Ltd.,

· Took over the branch with negative 22 lakhs in P&L .

· Turned the branch into profit in 8 months and when I left it was positive 18 lakhs .

1. Achieved CASA target for the FY 2013-14

2. achieved insurance target and qualifed for all the contests month on month

3. Break even done in 8 months after I took over the branch .

Branch Manager – ICICI Bank Ltd.,

Right from initial set up of branch in March 2011 I was scouting for business. Spacious premises was procured in Sept 2011 only. 

Some salient features of my perfromance.

1. Jewel loan portfolio grew 12 times to Rs. 12 Crore, between Dec 2011 and Dec 2012.

2. Branch turned profit making much ahead of schedule , Rs. 15 Lacs by Jan 2013 as against 

  budget of loss of 21 lacs

3. Third party revenue target surpassed by 250%.

4, Due to stellar performance I Qualified for 2 international contests for being selected for travel to Hong Kong and Sydney

5. Against the target of 20 lakhs in Life Insurance , able to achieve 62 lakhs for FY 2011-12

Assistant Manager – Sales, ICICI Bank Ltd.,

1 Handled a team of 30 executives and Collected 4.7 crores of mutual fund  2007 to March 2008

2 Sourced 1.2 crores of Life Insurance premium for the period of September 2007 to March 2008

3 One of my Team member ranked Pan India no.1 for mutual fund business for the financial year 2007-08

4 One of my team members ranked No.1 in the zone for Life Insurance business for the financial year 2007-08.

5 I stood No.3 in the Zone for Q3 and Q4 for Life Insurance business and ranked 11th pan India.

6 Sourced a single cheque of 9 Lakhs within 3 hours from a new prospect who is an NRI .

Bajaj Allianz as Relationship Manager


1 
Collected 72 lakhs of business in 10 months with 11 relationships (HNI franchisees / DSA’s appointment) and 5 executives as a Relationship Manager for the financial year 2006 – 2007.

2 Responsible for handling a team of 10 executives who are  on rolls.


3
Handling franchises, HNI franchisees, some major profile like telecom DSA, DSA selling financial products.

4 Topper in the month of December 2006

Met Life India Insurance


1
Finished the initial norms of 20 applications and attained the target of Collecting1 lakh in 55 days as against  requirement of 90 days


2.
2  of my advisors were enlisted in the premium club in the company


3.
Collected a premium of 14.5 lakhs in one year - growth of over 70%.


4.
Stood 5th  among 20 sales managers when I left the company.

Bajaj Allianz as Sales Team Manager


1.
Recruited a team of 9 advisors in a single batch on day one which was a branch level record


2.
Completed the initial norms of 8 advisors with1 lakh business within 70 days when the time limit  

       given is 90 days.


3.
3 out of 21 advisors from my team were in the premier club.


4.
Collected a premium of 16 lakhs in a single day which was a branch record


5.
Collected total premium of 26 lakhs in the financial year 2004-2005 and stood 3rd in the branch

Aish Software solutions as Sales Manager

1 Headed a team of 15 members who were involved in software development and computer sales and service.

2 Distributor and service point for TVS computer peripherals.

3 My customer base included some famous Doctors, schools and colleges, medical shops, shopping malls and Industries.

4 Learnt the best of marketing experience when in this industry, which actually helped me when entered into the Insurance industry.

5 Did a impressive selling over a period of 4 years.

Strengths

1 Cross selling the products

2 Made my branch achieving profit in all three assignments

3 Team building and handling

4 Banking and Insurance

5 Able to sell 60% if Insurance to non-ICICI customers with ICICI Bank

6 Able to learn quick and adopt changes

7 I do lot of counseling. 

Areas of Interest 

1. Being a profit centre head.

2. Customer relations and team building.

3. Promoting financial inclusion.

4. Banking , finance , Insurance, Mutual funds .

Date of birth
:
01/05/1977

Hobby

:
Playing basketball, captain for several teams for more than 7 years

Marital status
:
Married

Spouse

:
working as a Corporate Trainer for IT companies

