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    BRIEF OVERVIEW

· Having developed understanding of qualitative and quantitative analysis of customers we deal. Building up a healthy portfolio through aggressive customer aggregation besides doing proper risk and credit analysis 
Well adaptive towards corporate culture, behavior & ability to deliver in challenging environment
· Proven abilities in cementing healthy relationships with clients for generating business and leading workforce towards accomplishing business and corporate goals

· Strong and diverse technology background providing excellent customer satisfaction & management of workload

· Success at motivating staff through clear communication and outstanding organizational skills

· Expertise in working in fast-paced, high-tech environments requiring skills in scheduling, management and team building

_______________________________________________________________________

PROFESSIONAL EXPERIENCE

HDB FINANCIAL SERVICES LTD

Designation- Cluster Manager

Period: October’14 till Date

Location: Jaipur
Handling the Cluster with 7 Branches
Products handled: Loan Against Property, Business Loans, Personal Loans , Auto Loans and Gold Loans
Team Handled:

Currently handling Sales Team of 110 SSO’s and 18 SM’s

And Branch team of around 25 employees
Team of 7 Branch Managers across the cluster. Each branch has the team of Branch staff and Sales staff

Across the Cluster there are Branch Credit Manager, Branch Operations Manager and Branch Sales Manager besides the sales and collection team.

Job Profile:

· Achieving the Disbursement targets across products at Cluster level. 
· Split Targets at branch level and motivate them to achieve them through laid down sales processes.

· Ensuring strong market mapping and tracking the sales team

· Ensure the high degree of Audit compliance is maintained for Operations and Credit across branches 

· Targets of General Insurance and Life Insurance are achieved in cross sell

· Delinquency is controlled and bouncing is minimal at cluster level and achieve collection targets by ensuring that the flow does not happen across buckets

HDB FINANCIAL SERVICES LTD

Designation- Branch Manager

Period: Feb’11 till September’14
Location: Jaipur

Handling entire Branch Team:

· Branch Sales Manager

· Branch Credit Manager

· Branch Operations Manager

· Customer Relationship Manager

· 3 Sales Managers

· Team of 21 Sales Officers

Products handled: Loan Against Property, Business Loans and Personal Loans

To achieve the desired targets based on following parameters:
· Unsecured/ Secured Volume month on month and for the entire year through the branch team.

· Maintain  healthy Weighted IRR and achieve Fee Income

· Maintain Cost of Acquisition below the targeted level and increasing the Productivity of  entire branch in terms of numbers

· Maintain high Standards of Audit Scores on all parameters

· Ensuring that delinquency of branch remains minimum- This is a result of strong credit check and efficient collection efforts and follow ups.
· Delinquency minimal with zero delinquency in LAP for last 3 years
· Maximizing profitability by Cross Sell- Life Insurance and General Insurance. It is ensured that Life Insurance and General Insurance targets are met
Above all, generating profitability from the healthy business done by branch

Apart from Sales, following are also the part of Job Profile:
Operations: Ensure that disbursement and dispatch of files happen within TAT.


           High Audit scores are achieved based on strong Operations check.

          Timely vendor payment and reconciliation is done 


          To ensure that branch expenses are controlled and managed well
Credit: Strong Credit checks are maintained while decisioning the cases
Profile check/CIBIL/Reference check/ Financial analysis and other quality       controls are done before decisioning the case

It is ensured that Personal discussion is done with every customer which helps in understanding the customer relatively well

Collections: Strong collections process is installed in branch which has enabled to       

                    maintain almost nil delinquency in branch. Zero delinquency in LAP in last 43 months and 30+ is less than 0.5% in Unsecured loans. This is possible through:
The involvement of each member of the branch in collection

Very strong follow up on bouncing cases 

 

100% awareness calling is done on 1st of every month

Very strong maintenance of MIS is done on daily basis through:

· Market Segmentation and mapping

· Rigorous Cold Calling in the market

· Daily Sales Report implementation

· Sales Managers follow up
Barclays Investments and Loans (I) Ltd

Designation- Channel Manager- Business Loans 
Period: Feb’08 Till Jan’11
Location: Jaipur

Working with the company has given the exposure of Business Loans and Personal Loans.

    To achieve the given Sales target through a well developed team and channel.

     Team of 2 team managers 
Handling a big channel network of Bussiness Loans and Personal loans which includes:
2 Team Managers to handle: 23 DSA’s and 6 DST’s 

Ensuring that the targets are achieved on monthly basis and secure the top position at national level in terms of volume (Recieved Awards like Young Turk because of topping the sales PAN India)
Continuously doing maximum business from Jaipur market but at the same time building up a healthy portfolio by sourcing good cases. Clean portfolio build up till date
Emphasis towards reducing the Cost of Acquisition to the lowest so that the profitability of the location is maintained

Focus remains at achievement of sales targets and optimizing revenue generation which is possible through maintaining higher IRR, charging PF, increasing ticket size, reducing COA and selling Insurance.

Ensuring the Credit check of highest levels to reduce inefficiency and increase the approval rate

Achieving Life Insurance targets on a consistent basis through cross sell and direct sell. (IRDA certified)
Involved in collections and ensuring that the portfolio remains sound (0% default rate proves the point)
    Also handle personal loans with a channel mix of DST and DSA.

Apart from Sales adhering to the process of Sales Governance, follow standards as per Audit Requirements and compliance.

ICICI Bank Ltd.

Designation: Relationship Manager – Two Wheeler Loans

Period: From April’06- Till Jan’08

Handled a Team of 15 Executives (DST) and 24 DSA Channels

To implement a healthy channel mix to deliver the budgeted numbers

To drive aggressive and profitable growth of budgeted business volumes in Udaipur, Bhilwara and Spokes through optimum usage of channel mix

To develop a strong business network across territory and ensuring the increase in market share

To closely monitor cost of acquisition from each channel and keeping it under budgeted levels and monitoring productivity and take measures to optimize it.

Develop strong relationship with Manufacturers and Dealers by ensuring better Services, timely payment and conducting Mega activities

Organising Big events and promotional activities across Territory to generate volumes and strengthen Brand relationship with customer

To implement sales process as per Group policy and standards and to innovate ideas in Credit and Sales which ensure a growth in Healthy business across

Regular training of Channel Partners and Executives

To Develop and maintain various MIS to identify Market Share, Industry Penetration, Townwise and Manufacturer wise share, Competition’s share and their activities

Keeping a Track of Sales Through DSR and maintaining report of channel’s and DST’s productivity

Ensuring that the profitability of Channel partners is maintained to keep the momentum going and business increasing

Closely working on building up a strong and motivated team by recognizing and rewarding top performers.

Hutchison Essar

Designation: Account Manager – Sales Post Paid

Period: April’05 till March’06

To ensure Higher volumes and increased Revenue in Post Paid Sales through the proper                      channel mix of

Distributor: Handled three Distributors across Ajmer Cluster who generated Post Paid sales       through a healthy network of retailers

Direct Sales Agent: Two DSA’s to generate direct and corporate sales with a big team of FOS under them

Direct Sales Team: A Team of 15 executives working in Ajmer to bring individual and corporate clients on platform

360 Degree Channel partner: One 360 Degree partners who used to operate in smaller towns and generate sales through Direct and Retail mode

Teleshops: Five Exclusive Branded Hutch Teleshops  which generate Post Paid and Pre Paid Sales, Selling of Value Added Services and addressing to Customer Complaints

Ensuring Healthy relationships with Distributors and Retailers by timely Reconciliation and payments

Emphasising on proper merchandising and branding at Retail Counters and display of POP across markets

Imparting product Training to Channel Executives and DST’s on regular basis to keep them in touch and alive

 Motivating Team to increase their productivity by incentivising them through sales based targets and other events

Asian Paints (I) Ltd.

Designation: Territory Sales In charge

Period: May’03 till March’05

Handling the dealer network in the territory and enforcing the smooth functioning of sales through coordinated efforts

Channelising the sale of company’s products through other dimensions such as industrial sale, project sale and contracting parties

Device policies towards the realisation of targets by communicating schemes and other actvities.

Organising meets at dealer, architect, contractor and painter thereby confirming that the proper knowledge of products and its application part is imparted.

Conducting surveys to identify true market potential and recommending the new dealer opening after analysing their standing.

Conducting other demand generation activites in the territory.

Timely collection of payment from the dealers/parties related to sale and ensuring that there are no overdues left on the parties.

Providing prompt services to the customers, solving their issues and ensure that the healthy level of customer satisfaction is achieved.

Attending the calls from end consumer and suggesting them paint process, guidelines and remedial measures.

EDUCATION

Professional Qualification:

Master of Business Administration from M.L. Sukhadia University with specialization in Marketing.

Minor: Finance 

Percentage Attained:64 %

Year Of Passing:2003

Certified by Insurance Regulatory and Development Authority (IRDA)

Academic Qualification:

Completed my Graduation in Science (Physics, Chemistry, Mathematics) from Rajasthan University in the year 2001

COMPUTER KNOWLEDGE

Platforms

    

            Win x, 2000NT

Applications




MS OFFICE

STRENGTHS

· Oriented with excellent people management skills and an ability to manage change with ease

· Proven strength in problem solving and developing coordination

· A creative & good organizer with positive attitude

· Excellent communication, relationship building & interpersonal skills

· A good team player with an ability to lead a team by example and motivate them to achieve desired objectives

PERSONAL DETAILS

Date of birth               :
28th Dec’1979

Father’s Name           :
Shri Hari Kant Chaturvedi

Languages known      : 
English and Hindi

Permanent Address   : 
506, Devi Nagar, New Sanganer Road, Jaipur- 302019

Telehone No              :           0141-2291809



  
Place:

Date:
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