	NASSER LULE-RESUME                Residential address: P.O BOX, 12287, KAMPALA

                                                                                                    Contact number: +256782078925

              Email address:  lusser99@gmail.com
Date of birth: 24-04-1986               Nationality: Ugandan                       Gender: Male                  Marital status: Married

	Key Skills

Ability to respond to changing operational priorities with excellent communication skills at all levels

Ability to work flexibly, be self-motivated and demonstrate capability in managing own workload to meet deadlines.

Ability to work with in designated budgets, keep appropriate records as well as manage and monitor finances.

An innovative and enquiring approach in working practices with ability to encourage others 

Ability to demonstrate high-level problem-solving skills through negotiation and communication as well as respond positively to change

Ability to market products and services in a sustainable manner

Experience of team work and providing customer focused service



	PERIOD 
	QUALIFICATION ATTAINED
	INSTITUTION

	2011-to date    Certificate of ICPA (U) (level 2)

2006-2009        Bachelor of commerce (Finance Option)

2004-2005        Uganda Advanced Certificate of Education

2000-2003        Uganda Certificate of Education
(UCE)

1992-1999        Primary Leaving Education (PLE)

	Institute of Certified Public Accountants of Uganda

Makerere University


Kibibi Secondary School

Kawempe Muslim Secondary School

Mengo Primary
School

	WORK EXPERIENCE

	August 2020   – to Date               STANBIC BANK (U) LTD.

Relationship Manager (Commercial Banking)

Some of my key roles included,

To ensure an in-depth understanding of all customers in my portfolio, using the Customer Value Analysis Tool (CVCA), in order to effectively meet the needs of the customers. 
To execute the Commercial Banking Customer Value Proposition (CVP), Industry Value Propositions (IVPs), initiatives and activities aimed at optimising both customer experience and profitability for the bank.
To execute an effective relationship management strategy in line with overall Commercial Banking strategy of leading with Transactional Banking.

Ensure that close personal attention is given to provide a full array of customised financial solutions and services tailored to meet the growth needs and potential of the portfolio
To grow and retain a portfolio of high value Commercial Banking relationships by performing a proactive and value adding portfolio management.
Achievement of financial and non-financial targets for the portfolio.
Responsible for inspiring, motivating, leading and managing the Relationship Management team. 

Responsible for the recruitment, development and retention of relevant skills in order to meet the business needs.

Creates an environment in which learning and development are emphasised and valued.

Takes personal responsibility for coaching and mentoring of the Relationship Manager Assistant.

Effectively delegates authority and responsibility, in line with business objectives, to ensure the empowerment, motivation and effectiveness of all direct and indirect reports.

Encourages team members to express their views, resolves issues raised by the team, escalates issues if required, and provides feedback to teams on an ongoing basis.

Develops and maintains an open communication channel with direct reports and supports staff to foster greater co-operation and teamwork.

Monitors and manages the performance and development (EPM) of staff within the area. This includes regular one-on-one feedback sessions, conducting mid-year and final performance appraisals, as well as the moderation and relative distribution of all appraisals for the team.

Ensures staff are appropriately and consistently rewarded and recognised for their achievements and outputs.

Ensures that disciplinary action and grievances are addressed and aligned to the Standard/Stanbic Bank policies and procedures.

Ensures that poor performance is effectively managed through the performance management principles/process of the bank.
February 2018   – to July 2020              STANBIC BANK (U) LTD.

Relationship Manager (Private Banking)

Some of my key roles included,

Proactive portfolio management to maximize revenue for the bank (fees, margins and sales).

Manage sustainable customer relationships by maintaining a balance bank profitability and customer satisfaction

Comprehensive understanding of customer’s short term and long-term financial goals

Conduct a needs analysis with both new and existing customers 

Deliver the expected level of services to own portfolio customers

Manage credit and Operational risk as set out in compliance and credit guidelines.

Maintaining sustainable customer relationships by balancing between bank profitability and customer satisfaction

Placing equal emphasis on investment(non-borrowing) and borrowed customers

Determine when new or existing customers require business banking or CIB expertise and arrange introductions

February 2016 – To February 2018               STANBIC BANK (U) LTD.

Branch Manager (Kabwohe and Kabale Branch)

Some of my key roles included, 

Drive a service culture in the branch and adherence to the service standards

Monitor branch cash holdings for both vault and ATMs in all currencies.

Verification and authorization of account opening on the system and approve physical documents with in agreed procedures and turnaround times

Grow the balance sheet (Assets and liabilities) as per set targets

Drive a sales culture with in the branch for all staff by allocating individual sales/campaign targets for the year

Supervise the Branch’s sales plan, interpret it to the sales team and execute the plan according to the agreed activities/action

Manage the sales tracking system/sales board and provide feedback to the team.

Visit customers to manage relationships and retention while driving sales productivity

Coach the team on product knowledge and makes the most of the cross-selling opportunities

Agree performance contracts for direct reports and provide monthly performance feedback in order to maintain   performance at required levels

Manage onboarding and probation process for new and existing employees 

Chairs the branch disciplinary management committee

Arrange for training for direct reports in line with personal development and talent development plans

December 2014 – January 2016                 STANBIC BANK (U) LTD. 

Business Banker-SME (Ishaka, Bushenyi, kabwohe, Ibanda and Mbarara Branches)

Some of my key roles included, 

Proper planning, supervision and maintenance of a healthy portfolio.

Adhere to the service standards and provide excellent customer service.

Drive the use/sales of alternative self-service banking channels

Manage all audit and risk parameters for business baking processes and documents with in portfolio

Customer retention though on boarding process, customer visits, relationship management and any other intervention.

Timely and accurate loan origination for all customer applications within one portfolio

Resolve bottlenecks in the loan process and constantly interact with the credit department/ relevant department for timely disbursement.

Cross sell business banking products to the existing customers

Developing and executing a sales activity plan and client calling schedule in line with customer value proposition

Adhere to the KYC policies and guidelines for both accounts opening and loan origination documents

Coach and mentor and arrange training innervations for the account support officer

July 2013 – December 2014        GATSBY MICROFINANCE LIMITED.

Branch Manager

Some of my key roles included,

Proper planning, supervision and maintenance of a healthy portfolio.

Appraisal, motivation and development of all branch staffs.

Ensure that all staffs acquainted and adhere to the company policies and procedure

Stimulate branch growth through recruitment of new client.

Determine portfolio levels and areas of operation within existing policy flame work.

In charge of petty cash and to ensure safe custody of branch assets.

Organize and facilitate business and loan management training for new and existing clients.

Monitor and responsible for loan approval and loan status of the branch

Liaise with collaborators and partners at the branch level on behalf of the company e.g. Banks, Administrators and Landlords

Responsible for preparation and submission of daily, weekly, monthly, qauterly, semi annual and annual reports to management. 

Oct 2010 – July 2013           PRIDE MICROFINANCE LIMITED (MDI).

Credit Officer (Individual Lending)- SME

Some of my key roles included,

Marketing the ILS product   to prospective clients.

Preparation of final accounts for clients to access loans

Assessment of client’s credit worthiness and presentation of the loans to the credit committee meeting.

Following-up and accounting for payments and recovery of arrears.

Monitor and report delinquent accounts weekly.

Preparation of branch weekly/monthly treasury projection with the branch manager

Verification of originality of documentation before loan application and approval

Petty cash management at the branch

Checking file for other officers before sanctioning

Oct 2009 – Sept 2010         BARCLAYS BANK (U) LTD.

Direct Sales Representative (Team Leader).

Some of my key roles included,

Carrying out and organizing sales drive

As a team leader motivating and encouraging the team to achieve our set target

Working hand in hand with the sales manager in organizing the reports

-     Carrying out performance reviews of the team and carrying out a way forward

      -     Document verification before account and loan sanctioning

       -     Strategies formulation, review and analysis of team members

May 2007 – March 2009       CADBURY (K) LTD.

Customer Relations.

Some of my key roles included,

Organizing and carrying out promotions

Establishing and maintaining good customer relationship

Increasing sales through team promotions

Identifying new market targets and executing them.

August 2005 – October 2007 CAR TRADERS (U) LTD.

Sales Personnel.

Some of my key roles included,

Carrying out sales promotion

Identifying new market targets

Promoting the company brand name

Doing door to door informative marketing   
                                                                                       

	Key Achievements

Increased sales turnover to about 25% in sales in the second quarter of the financial year 2006 through team promotions.

Actively carried and participated in   company promotions and achieved the expected results.

As a team leader in Barclays bank, I mobilized, motivated and inspired my teammates to achieve the monthly set targets.

Grew a portfolio from zero to above the set target (100 loans) in a period of 5 months and maintained a portfolio at risk at 0% (below the recommended 3%).

Exceeded goals and expectations; conducted skills assessment, performance management, development feedback, and coaching of employees and sales force

Utilized consultative sales approach to define customer goals and develop solutions that cultivated strong relationships with customers.

Achieved more than 150% of the sales target in the 1st quarter 2015 and more than 751% by the third quarter 2015

Achieved more than 375% of the branch sales target, achieved a PAT of (314m) and 167% above budget in the 2nd quarter 2016

A beyond excellence recognition for the team and leadership for the 2nd quarter 2016

Rated Exceeds Expectation in the year 2016 due to achieving across the scorecard metrics which translated to positive business results in Sales, Revenue and PAT hence exceeding the set objectives across the board

Exceeded sales expectation through providing appropriate solutions to customers

Best sales team and profitable portfolio Manager 2019 private banking

	OTHER CERTIFICATES:

        Certificate in Individual Lending Training, (Pride Microfinance MDI)

       Certificate in Internal Control and Fraud Prevention, (Uganda Management Institute)

       Certificate of Attendance-C.P. A(U), (Internal Auditors Seminar)

       Certificate in Project Planning and Management, (Mountain of the Moon University)

       Certificate in Branch Management for MFIs (The Uganda Institute of Banking and Financial Services)

        Certificate of recognition for sales Excellence July to September 2015

        Certificate of recognition for sales Excellence January 2016

        Certificate of recognition for leadership Quarter one 2016

	Computer knowledge:

Ms Excel, Ms Word, Ms Access, Banks ream system, Loan performer system, Internet Explore.

	Hobbies

Reading for leisure

Interacting with people

Soccer and rugby

Having intellectual discussions



	Referees



	Mr. Ssewanyana Simon 

Regional Manager 

Stanbic Bank (U) ltd

P.O box 7131, Plot 17 Hannington Road

Kampala - Uganda

Mobile-Office+256(0)772653298


	Mr. James Bantu

Director of Audit - Forensic Investigations and IT Audits 

Auditor general’s office

P. O box 7083, Apollo. Kaggwa

Kampala-Uganda

Mobile Office+256(0)701794074

Mobile Office+256(0)772794074


	Mr. Katende. K. Suleiman

Head of Treasury 

Pride Microfinance Ltd (MDI)

Plot 4920.Kamwokya 

Kampala - Uganda

Mobile-Office +256(0)758880118

Mobile-Office +256(0)772865427


