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About

fith a strong uodncation in ,dstomer relations anc salesI v thri-e in uastypa,ec 
en-ironmentsI ,onsistentlx meeting targets anc pro-icing e.,eptional ser-i,eM bx 
acaptaqilitx to -ariods retail settings anc qasi, Wnglish proD,ien,x eBdip me uor 
cxnami, retail rolesM
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RELATIONSHIP MANAGER
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j pro,essing loan appli,ationsI ,oncd,ting cde ciligen,eI site -isitsI eny
sdring ,omplian,e with terms anc ,oncitions as per san,tion termsI 
co,dmentationI et,M 
j Nssisting the ,recit hdq throdgh timelx resoldtion ou raisec Bderies anc 
sharing ou inuormation reBdestec 
j &on-ex the san,tion or reke,tion to the ,dstomerI hanc o-er the san,y
tion or reke,tion letterI anc uollow dp uor co,dmentationM 
j dncertaze ,dstocial responsiqilitx uor loan co,dmentsM 
j attencing all loan inBdiries uor ,recitM 
j generatec new leacs throdgh online resear,h anc ,olc ,allingM 
j retainec ,dstomers with a mdltiy,hannel engagement strategxM 
j e.,eecec sales targets qx celi-ering high ,all -oldmes anc tailorec 
procd,t re,ommencationsM 
j ,oncd,tec inycepth ,lient -isits anc perioci, qdsiness re-iewsM 
j icentiDec atyrisz ,lientsI tazing the ne,essarx a,tion to ma.imi1e reteny
tionM 
j managec longyterm ,dstomer relationships to in,rease re-endeM

SALES OFFICER
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j Ee-elop anc implement sales strategies to a,hie-e monthlx anc anndal 
sales targetsM 
j Adilc anc maintain relationship with e.isting ,lients 
j pro-icing personali1ec qanzing soldtion to meet their Dnan,ial neecs 
&oorcinate with e.isting ,dstomers ou the ,ompanx anc dncerstanc their 
neecs 
j &ollaqorate with ,ross udn,tional teamsI in,ldcing ,recitI operationsI 
procd,t spe,ialist to ensdre smooth pro,essing ou transa,tions 
j bonitor marzet trenc anc ,ompetitor a,ti-ities to icentiux potential 
riszs anc opportdnities 
j baintain N,,drate Re,orcs ou sales a,ti-ities anc ,dstomer intera,tion 
in the &Rb sxstem 
j Uro-ice e.,eptional ,dstomer ser-i,eI accressing anc resol-ing ,lint 
inBdires anc ,on,erns 
j &oncd,t throdgh Dnan,ial assessment uor ,lientsI o5ering sditaqle 
procd,ts anc ser-i,es M

Education & Training

030• y 0308 University of Bedfordshire
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