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PROFESSIONAL SUMMARY 
Results-driven Business Development professional with over 5 years of experience driving business growth, acquiring customers, managing relationships, supporting SME financing, and assessing customer applications. Experienced in preliminary credit checks, customer documentation review, repayment-capacity assessment, risk identification, loan processing support, lead generation, financial product sales, and portfolio relationship management. Strong ability to balance customer acquisition and revenue growth with sound credit and risk considerations. 
CORE COMPETENCIES 
Credit Assessment & Preliminary Underwriting | Credit Checks | Risk Identification & Analysis | Loan Processing | Repayment Capacity Assessment | SME Financing | Business Development | Lead Generation | Customer Acquisition | B2B Sales | Relationship Management | Portfolio Management | Deposit Mobilization | Customer Retention | Sales Negotiation | Proposal Preparation | Market Research | CRM | Microsoft Excel |Microsoft Word | Microsoft PowerPoint 
PROFESSIONAL EXPERIENCE 
NUGGETS MFB —  BUSINESS DEVELOPMENT OFFICER
2025 – 2026
• Generated and followed up on prospective customers for loan and financial products through referrals, direct marketing and structured prospecting. 
• Screened customer applications and reviewed financial information and supporting documentation to assess eligibility and identify potential credit risks. 
• Conducted preliminary credit checks and evaluated income sources, business activities and repayment capacity to support lending decisions. 
• Managed customer relationships from initial enquiry and on boarding through documentation, approval, disbursement and post-disbursement follow-up. 
• Promoted loan products and financial solutions to individuals and SMEs, matching customer needs with suitable facilities. 
• Maintained accurate customer and credit records and liaised with internal credit and operations teams to facilitate timely processing. 
• Monitored customer repayment behaviour and escalated emerging risk indicators while supporting portfolio quality. 
• Built and maintained a pipeline of prospects and followed up consistently to improve customer conversion and business growth. 
• Prepared sales and credit-related reports and supported achievement of assigned business development objectives. 
Achievements: Maintained approximately 80% monthly performance against sales targets; consistently exceeded customer acquisition goals; increased customer retention through relationship management.

ADDOSSER MFB — DEPOSIT MOBILISATION OFFICER
2024 – 2025 
• Develop and implement strategies to attract fixed deposits, savings, and other liability products from retail and institutional clients.
• Identify, engage, and convert potential depositors through field visits, networking, referrals, partnerships, and digital campaigns.
• Build strong relationships with high-net-worth individuals (HNIs), businesses, cooperatives, religious and professional bodies, etc.
• Cross-sell deposit products and ensure consistent customer engagement to retain funds.
• Maintain updated knowledge of industry deposit rates and competitor offerings to position the organization competitively.
• Ensure all deposit mobilization activities comply with internal policies and regulatory requirements.
• Track deposit performance and prepare periodic reports on targets, leads, conversions, and renewals.
• Coordinate with internal teams (e.g., operations, compliance, and marketing) to ensure seamless on boarding and satisfaction of deposit clients.
Achievements: Consistently achieved 80–100% of monthly business targets; generated over ■70 million monthly deposit opportunities; successfully acquired new corporate relationships and maintained long-term client engagement; exceeded savings account acquisition targets through strategic marketing. 

UBA HEIR INSURANCE— BANCASSURANCE 
2023 – 2024 
• Drive sales of insurance products (life, health, general) through bank branches.
• Identify new business opportunities and support bank staff in lead generation and cross-selling.
• Achieve monthly, quarterly, and annual sales targets and develop action plans for performance improvement.
• Train bank employees on insurance products, sales techniques, and regulatory compliance.
• Coordinate with internal operations teams to ensure smooth policy issuance, renewals, and claim processing
Achievements: Maintained approximately 80% monthly performance against sales targets; consistently exceeded customer acquisition goals; increased customer retention through relationship management.

PROFESSIONAL ACHIEVEMENTS
• Proven ability to generate new business through cold calling and strategic networking.
• Strong experience managing high-value customer and corporate relationships.
• Experience supporting credit checks, documentation review and risk identification.
• Excellent negotiation and closing skills.
• Experienced in preparing business proposals and delivering persuasive presentations.
• Consistent record of meeting sales KPIs and supporting portfolio growth.
• Strong customer retention and after-sales management skills.

TECHNICAL SKILLS
CRM Software | Microsoft Office Suite | Google Workspace | Business Presentation | Sales Reporting | Market Research | Lead Tracking | Customer Database Management

EDUCATIONAL BACKGROUND
Moshood Abiola Polytechnic, Ojere, Abeokuta  OND in Business Administration 2010
Rufus Giwa Polytechnic, Owo, Ondo      HND in Business Administration                2014
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Certificate in Strategy planning &Strategy thinking/ Business Strategies 2026
Certificate in Leadership 2026
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