CURRICULUM VITAE

NAME
Preniel Chetty

NATIONALITY
South African
RESIDENCE
Kuwait

LANGUAGES
English


Afrikaans

NOTICE PERIOD
3 Months (Negotiable)
PROFILE
I am an experienced Retail Banker (15yrs), with strong analytical and creative abilities, stimulated by new or innovative customer-focused delivery strategies and opportunities. Solid expertise and experience in Retail Banking, , Credit Card, Bancassurance, Home loans, Savings & Investments, and Consumer Finance. 

Strategic expertise in customer strategy & segmentation including segment management, customer value proposition (CVP) development and execution, customer value management (CVM), channel management (Branches, E-channels and Contact Centre), back-office and operations management, product development & management, financial management, marketing & communication, distribution, sales and service gained in South Africa and Kuwait. 

I currently work for the Gulf Bank in Kuwait, my current position is;

Executive Manager – Fee Income and Bancassurance.

RECENT HIGHLIGHTS (within 5 years)
GULF BANK

· Launching of Bancassurance Products in Gulf Bank with the following suppliers;

· Enaya Insurance (formerly AlGhanim Insurance Company)

· American Life Insurance Company (ALICO)

· AIG (non-life products)

· Achieving $750,000 worth of non-life premiums with Enaya Insurance in the first 12 months, leveraging off current bank resources and minimal marketing budget.

· Designing and Implementing the Fee Income and Bancassurance Strategies in Gulf Bank for 2010, both Strategies that have not been done before in the Bank.

· Increasing Service Fee Income collection by 150% the highest the Bank achieved, through improving system fee collection methods and implementing Revenue Leakage Programs.
ABSA – Part of BARCLAYS PLC (South Africa)

· Developing and Implementing Target Setting and Performance Methodologies for more than 800 Branches, Direct Sales and Call Centre Agents down to individual staff members which is still being used 30 months later.

· Designing, Developing and Implementing the first Pre Approved Lending Campaign for Absa Retail Bank, surpassing the Lending Target by 180% the highest the Bank achieved.

· Creating and leading the Customer Value Management Area in Retail Bank now known as Existing Customer Management. 
EMPLOYMENT HISTORY

COMPANY NAME
Gulf Bank
TYPE OF FIRM
Financial Services

AREA
Kuwait City, Kuwait 

DATES OF EMPLOYMENT
June 2008 – Current

POSITION HELD

Executive Manager: Fee Income and Bancassurance. Retail Bank
Products include All Fee Generating Banking Products and Life and Non Life Insurance Products

(Reporting to Assistant General Manager)

Current Key Roles and Responsibilities
· As a senior member of the Retail Banking team, lead and contribute to the formulation and implementation of the Retail Bank-wide strategic and business plans

· Responsible for crafting and implementing the Retail Bank Fee Income and Bancassurance Strategies which includes , Sales and Service, Marketing and distribution strategies

· Responsible for the continued income statement growth for Fee Income and Bancassurance
· Provide leadership to the distribution network (branches, Contact Centre, E-channels and Central Sales)

· Direct the sales and marketing activities of the Central Sales Team as well as the branch network

· Ensure customers are provided with a high standard of service across all the bank’s touch points
· Deal with the Central Bank and other regulatory bodies on all compliance issues

· Increasing product penetration within the existing customer based through focussed cross sell activities.
· Managing Insurance Partners, Operations and Product Management (product processes, product portfolio’s, competitors, sales plan, campaigns, targets, performance, trends etc) for Bancassurance.
· Driving accelerated Policy Sales through the distribution network using effective and certified staff training and staff incentive contests.

· Responsible for promoting teamwork, empowerment and the cross training of employees.

EMPLOYMENT HISTORY

COMPANY NAME
ABSA Group Limited
TYPE OF FIRM
Financial Services

AREA
Johannesburg, South Africa 

DATES OF EMPLOYMENT
January 2004 – May 2008

KEY POSITIONS HELD
Head: Customer Value Management


Manager: Targets and Performance Management


Manager: Provincial Management


Product Manager


Retail Bank

Current Key Roles and Responsibilities

· Continuous formulation and analysis of customer, market, business and competitor insights/trends within the South African personal market 

· Customer Value Management - CVM (Barclays synergy programme)

· Customer Management programme across Personal Bank customers and products

· Customer Acquisition across all channels

· Customer migration, retention/cross-sell/up-sell

· Customer lending & savings journey

· Trade Planning and Management (Barclays synergy programme)

· Development of trade period specific offers and campaigns, aligned to market activities / trends i.e. Holidays, Sporting Events, Country Celebration and Themes etc.
· Actively driving the alignment of the segment strategy with the Personal Bank, CVM and Target strategies.

· Designing and Implementation of Provincial Specific CVM Strategies and ensuring alignment with the National CVM Strategy.
· Collation, analysis and interpretation regional/national sales performance information in order to identify trends, competitor activity, performance gaps and best-practices.

· Providing recommendations for performance improvement, market penetration, and product enhancements based on analysis from regional monthly reports.
· To monitor the population of systems: sales scorecard, sales tracking system.
· Understanding of market dynamics in the different regions, and proposing on how to capitalize activities in certain areas.
· Working with the Provincial General Managers in order to achieve local pre-eminence.

· Understanding the different sport sponsorships in the student market and propose how we can leverage them to drive sales
· Looking at alliances and partnerships to see how they can be leveraged to enhance customer value to the bank i.e. mobile networks, supermarket chains, franchises etc.
· Development target setting methodology that must inform the delivery channels of what the targets are, how they were set, and what activities can be done to achieve them.
· Developing Standalone, Utilization and Dormancy Strategy Plans to implement on a Provincial Level.
· Empowering / Enabling RBS Regional Managers. 
· Developing of Insight Packs for Regional Managers.
· Developing Trade Plan (TP) Concept and Offering with Barclays Synergy Team and setting TP targets for the offering in such a way that would motivate and help staff to achieve current targets.
· Extract sustainable profitable growth out of the Middle Market customer base, and exploring new market opportunities through Cross Industry Partnerships, by delivering a differentiated service offering and enhancing the Customer Experience.

· Developing, designing and implementing the Customer Value Management structure to ensure optimal outputs through collaboration with different parties in the internal value chain of Retail Banking Services.
· Developing relationships with various stakeholders from other ABSA Group Strategic Business Unit’s (SBU) and Group Support Function’s (GSF) to ensure deliverables of division’s strategy.
· Developing the Customer Value Management Strategy, as well in assisting in the Strategy of Retail Banking Services and the sub-segment strategies.
· Ensuring sustainable business growth, with RBS core products through initiatives and analysing the financials, as well as engaging with stakeholders and other SBU’s with regards to growing their business within the Middle Market.
· Representing Retail Banking Services (RBS) on various Steering Committee’s, Integrated Pricing Forum, Customer Experience Forum, as well as various legislative issues.
· Managing a team that was contracted with to deliver on performance of RBS in the different areas such as Unsecured Lending, Savings and Investments, Transactional Accounts, Secured Lending, Absa Financial Services (Bancassurance and Brokers), Credit/Debit Cards and Channel Utilisation. 
· Managing a team that also looks at more of the support/operational issues being Revenue Leakage, Dormancies, Customer Experience, Legislative issues, Processes and other operational issues.
· Providing career guidance, mentoring and development of various Business Specialist’s.
· Building, maintaining and managing relationships with external and internal role players.

· Working with the OPEX and CAPEX budgets as well as managing a portion of the Marketing Budget for RBS.
· To deliver new products or enhancements on time and within budget.

· Responsible for product design / redesign / development (compile detailed business requirements specification)

· Ensure compliance of product pricing strategy and implement and monitor corrective actions for non – compliance.

· Monitor, analyze and enhance product performance and growth and recommend actions thereon. 

· Conceptualize opportunities for new product development.

· Develop marketing communication strategy, pricing strategy, channel strategy in collaboration with key stakeholders such as Group marketing and Group Finance.

· Ensure that local and international competitor products and value adds are continuously analyzed in order to ensure that ABSA products are the best of breed.

· Develop and implement specific product governance guidelines.

· Ensure the identification and implementation of new products and services that enhance the current portfolio and improves the banks and SBU / Segments competitiveness and perceived innovativeness.

· Initiate the integration of the RBS segment product requirements / enhancements into the banks systems in conjunction with RBS Segment and quality assure resulting product in line with the RBS service quality standard.

COMPANY NAME
Standard Bank of South Africa
TYPE OF FIRM
Financial Services

AREA
Johannesburg 

DATES OF EMPLOYMENT
June 1995 – January 2004

POSITIONS HELD
Product Manager – Investment Deposits


Product Analyst – Lending – Personal / SME


Business Analyst – Credit Systems & New Delivery 


Systems


Personal Banker


Consumer Consultant


Account Analyst

POST GRADUATE STUDIES
INSTITUTION
London Business School (Midrand University)
QUALIFICATION
Advanced Diploma in Business Studies


(Post Graduate – NQF 6)
DATE
1995

SUBJECTS
European Development & Integration


Practice in Marketing


Business and Company Law


Management Theory and Practice




International Marketing


Behavioural Studies


Corporate Policy and Strategy


Managing Customer Care and Services


Personnel & Training Practice


Thesis on Market Segmentation

DATE
2003
INSTITUTION
Milpark Business School
QUALIFICATION
Advanced Diploma in Management


(Post Graduate – NQF 6)

SUBJECTS
BBA Modules:


Financial Accounting 


Human Resources 


Business Management


Marketing 


Computer Studies


MBA Modules:


Management at a Functional Level


Management Environment


Project Innovation

UNDER GRADUATE STUDIES
INSTITUTION
London Business School (Midrand University)
QUALIFICATION
Diploma in Business Studies
DATE
1994

SUBJECTS
Principles of Accounting


Business Knowledge & Office Practise

Economics of Trade and Industry


International Business





Communications


Computer and Software


Starting & Managing a Small Business

Principles of Marketing



Import & Export Practices


Human Resource Management


Business Administration


DATE
2004
INSTITUTION
Damelin Education Group
QUALIFICATION
Diploma in Financial Management 


(Cum Laude)
SUBJECTS
Learning the Language


General Accepted Accounting Practice

Taxation and Dividend Policy Financing the Business


Budgeting Working Capital Management


The Costing Process


Strategies to help you Return on Investment


Valuation of Business Entities

HIGH SCHOOL
SCHOOL ATTENDED
ST Albans College, and 


Sagewood Educational Centre

ACHIEVEMENTS
Student Representative Council,


First Team Tennis

ADDITIONAL COURSES

· MS Project – Basic

· Object Orientated Analysis and Design

· A+ (Certificate of Achievement)

· Introduction to Use Case and Use Case Models

· MS Office
· Access XP Professional

· Lotus Notes
REFERENCE

James Maodzwa 
Assistant General Manager
Products and Segments

Retail Bank

Gulf Bank
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