GODSON OBINNA
BUSINESS DEVELOPMENT MANAGER | FINANCIAL SERVICES SALES | B2B & CLIENT ACQUISITION
Lagos, Nigeria | +234 803 560 6977 | oggodson@gmail.com
PROFESSIONAL PROFILE
Business development and financial-services sales professional with 12+ years of experience across commercial banking, B2B sales, client acquisition, account management and negotiation. Generated ₦122 million in revenue, managed a ₦156 million client portfolio, achieved 15% growth and reported a 78% new-business conversion rate. Earlier banking experience includes management of a reported ₦152 million loan portfolio, business-client relationship management, credit assessment support and cross-selling. Strong fit for target-driven client acquisition, pipeline development, consultative selling and relationship-led revenue growth.
SELECTED COMMERCIAL HIGHLIGHTS
• ₦122m revenue generated
• ₦156m client portfolio
• ₦28m largest reported deal
• 15% growth
• 78% new-business conversion
• 20 accounts managed
• ₦152m loan portfolio handled
• 8-person team coordinated
CORE COMPETENCIES
Business Development • Financial Services Sales • B2B & Consultative Sales • High-Value Client Acquisition • Sales Pipeline Management • Lead Generation & Prospecting • Account Management • Needs-Based Selling • Proposal & Presentation Development • Negotiation & Closing • Revenue Growth • Client Retention & Cross-Selling • Financial Analysis • Market & Competitor Research • Partnership Development
PROFESSIONAL EXPERIENCE
Business Development Executive | Alph Designers Nig Ltd | Lagos, Nigeria | 2017 – Present
• Develop and execute business-development strategies focused on customer acquisition, revenue generation and market expansion.
• Generated ₦122 million in revenue and contributed to 15% growth; closed a largest reported deal of ₦28 million.
• Managed a ₦156 million client portfolio across 20 accounts, building relationships that supported repeat business and retention.
• Reported a 78% new-business conversion rate through prospecting, client engagement, needs assessment and structured follow-up.
• Develop proposals, presentations, service descriptions and pricing information tailored to client requirements.
• Negotiate contracts and commercial terms with clients, partners and vendors and manage opportunities through the sales cycle.
• Coordinate an 8-person team and collaborate on target-market selection, sales planning and delivery.
• Conduct market and competitor research, maintain prospect records and identify process improvements.
Business Banker | Stanbic IBTC Bank PLC | Apapa, Lagos, Nigeria | March 2014 – February 2017
• Managed business-client relationships and recommended banking solutions aligned with clients’ short- and long-term financial needs.
• Handled a reported ₦152 million loan portfolio, supporting loan assessment, origination, documentation, disbursement and servicing.
• Reviewed business credit information and loan requests; supported preparation of business plans, cash-flow projections and financing documents.
• Identified cross-selling and referral opportunities to expand client relationships and banking-product uptake.
• Monitored accounts, followed up on delinquent accounts and coordinated with internal teams to resolve service needs.
• Built new relationships through networking and marketing initiatives while maintaining knowledge of banking products and market trends.
EDUCATION
Bachelor of Science (B.Sc.), Mathematics | Imo State University, Owerri, Nigeria | 2006

