PRALAY DEY
BFSI Learning & Capability Development Leader
Training Manager | Learning & Development | Sales Trainer – Banking & Financial Services
Bangalore, Karnataka  |  +91 9972550700  |  d_pralay@yahoo.com  |  English · Hindi · Bengali · Assamese

	19+ Yrs
BFSI Experience
	7+ Yrs
Dedicated L&D / Training
	4,000–5,000
Personnel Trained
	95%
NISM Certification Success Rate



PROFESSIONAL SUMMARY

BFSI capability-development leader with 19+ years of banking experience, 7+ years of dedicated L&D/Capability Development experience, multi-bank exposure and demonstrated ability to connect learning with sales, regulatory and business outcomes. I specialise in delivering high-impact training for banks, AMCs, MFDs, Insurance Companies and national distributors and have trained 4,000–5,000 personnel with a consistent 95% success rate on mandatory NISM, IRDA and other regulatory certifications (Series V-A Mutual Fund Distributors, Series XXI-A Portfolio Managers, Series XII Securities Markets Foundation, AIF-related, and IRDA). Proven ability to convert regulatory and product knowledge into sales-ready capability through Training Needs Analysis, curriculum design, LMS/blended content, and regional rollout. Earlier career includes 12+ years of hands-on branch banking and wealth leadership (P&L ownership, team development, and AUM growth) across HDFC Bank, IndusInd Bank, DCB Bank, ING Vysya (now Kotak), Bharti AXA, and Karvy Private Wealth — giving authentic credibility when training sales, wealth, and branch teams.

CORE COMPETENCIES

Training & Facilitation: NISM Certification Coaching  •  MFD & National Distributor Training  •  Product & Sales Training  •  Functional & Role-Based Training  •  Investor Awareness Programs (IAP)  •  Regional/Multi-Location Training Rollout

Learning & Development: Training Needs Analysis (TNA)  •  Instructional & Curriculum Design  •  LMS & Blended Learning Content  •  Train-the-Trainer  •  Onboarding & Induction  •  Assessment & Evaluation Design  •  Learning Effectiveness Measurement

Banking & Wealth Domain: Branch Banking Operations  •  Wealth Management & Portfolio Advisory  •  Retail Credit  •  Trade & Forex  •  Business Banking  •  Sales & Compliance Training

Leadership: Team Leadership & Mentoring of Trainers  •  Stakeholder & Vendor Management  •  P&L / Branch Management  •  Cross-Functional Team Management

CERTIFICATIONS

1. NISM Series V-A: Mutual Fund Distributors Certification Examination (NISM 5A)
1. NISM Series XII: Securities Markets Foundation Certification
1. IRDA Certified

PROFESSIONAL EXPERIENCE

Independent BFSI Learning & Capability Consultant– BFSI, Sales & Soft Skills 
| Independent Consultant  |  Clients: Top Banks, Leading AMCs and Insurance Companies  	            Apr 2026 – Present

1. Design and deliver BFSI, sales, and soft-skills training programs for marquee organizations including Wells Fargo, HDFC Bank, and Axis Bank, strengthening employee product knowledge and sales readiness.
1. Partner with leading Asset Management Companies (AMCs) to conduct Investor Awareness Programs (IAPs) for retail investors and distributor networks.
1. Coach new joiners and existing bank employees toward NISM certification success across Mutual Fund (MF), PMS, SIF, and AIF categories.
1. Conduct training needs analysis (TNA) and build end-to-end course construct, content, and assessment frameworks spanning BFSI, Sales, Insurance, and Soft Skills.

Banking & Sales Trainer  
| Manipal Academy of Banking| Client Banks: ICICI, HDFC, Axis, IDFC First, Equitas, Canara etc   Feb 2019 – Mar 2026

1. Trained an estimated 4,000–5,000 bank employees over 7 years across partner banks, achieving a 95% success rate certifying candidates on mandatory NISM programs and directly supporting regulatory compliance and MFD readiness.
1. Founding faculty for the ICICI ASCEND program since its 2019 pilot, preparing graduates from premier institutes (St. Xavier's, Loyola, Hindu College) for wealth management and managerial roles.
1. Delivered training on Retail Credit, Wealth Management, Trade & Forex, and Branch Management to upcoming bankers, and upskilled existing staff at Axis, HDFC, Equitas, Canara, and Karur Vysya on progression into branch management, retail loan sales, and retail loan operations.
1. Served as Sales Trainer and Wealth lead across multiple verticals; authored and proofread training content on Sales, Credit, Wealth, and Trade Forex for ICICI, HDFC, Axis, Yes Bank, Equitas, and SIB.
1. Contributed to the Sales & Compliance training charter, designing content to minimize risk exposure while supporting revenue and compliance targets.

Branch Manager – Sanjay Nagar Branch (Retail Branch Banking)  |  IndusInd Bank Ltd, Bangalore  	Jul 2018 – Oct 2018

1. Drove fee and cross-sell revenue through Life Insurance, Mutual Funds, General Insurance, Cards, and Trade & Forex, while acquiring and retaining customers to grow the branch liability book.

Branch Manager – Nagvara Branch (Retail Branch Banking)  |  HDFC Bank Ltd, Bangalore  	Jan 2017 – Jul 2018

1. Built a new branch from the ground up, growing the balance sheet from ₹98 Lakhs to ₹11 Crore within one year, while exceeding targets across all third-party products (Life Insurance/Mutual Funds/General Insurance) and asset products (Personal Loan/Home Loan/LAP/Business Banking).
1. Recruited, trained, and led a cross-functional branch team across acquisition, wealth management, business banking, and compliance, driving wallet-share expansion and revenue growth.




Branch Manager – Rajaji Nagar Branch (Branch Banking)  |  DCB Bank Ltd, Bangalore  	May 2016 – Dec 2016

1. Led a cross-functional branch team spanning acquisition, wealth management, and business banking, driving revenue growth while maintaining cost control and compliance adherence.

Branch Head – Multiple Branches (Branch Banking)  |  ING Vysya Bank Ltd (now Kotak), Bangalore  	Dec 2013 – May 2016

1. Launched a new branch and grew CASA from zero to over ₹15 Crore within 9 months, subsequently managing branch books as large as ₹67 Crore across multiple locations.
1. Personally managed the branch's top 20 relationships, each with AUM of ₹25 Lakh+, while coaching and mentoring sales, service, and control teams with zero regretted attrition.
1. Sustained consistent performance across Life Insurance, Mutual Funds, General Insurance, and retail lending (BBG and all retail loan products) through disciplined cost and revenue monitoring.

Relationship Manager – Wealth Management  |  ING Vysya Bank Ltd (now Kotak), Bangalore  	Oct 2011 – Nov 2013

1. Managed a portfolio of 250–400 HNI relationships, growing branch investment AUM from ₹0.40 Crore to over ₹10 Crore through financial need analysis, risk profiling, and structured portfolio design.
1. Recognized as Best Wealth Relationship Manager, Pan-India (H2 2012–13), and ranked Top 3 Pan-India for General Insurance (Q4 2012–13).

Wealth Advisor – HNI Solutions  |  Karvy Private Wealth, Bangalore  	                                        Nov 2010 – Sep 2011 

1. Advised HNI clients on Equity, PMS, Private Equity, Real Estate, and structured products, consistently meeting monthly targets through referral generation and market-driven advisory.

Senior Financial Advisor  |  Bharti AXA Life Insurance, Bangalore                          	Dec 2007 – Mar 2009, Oct 2009 – Jul 2010

1. Built an insurance client acquisition and advisory pipeline; qualified for the International Convention (Q4 2009–10) and recognized as a consistent Top Performer in Karnataka Region.

EDUCATION	

1. BBM (Marketing) — Bangalore University, Bangalore
1. XII (Science) — A.H.S.E.C Board
1. X (Matriculation) — S.E.B.A Board

RESEARCH

1. Industry–Academia Partnership: The Current Gap Between Industry and Academia (2022)
1. Study of Marketing Strategy of Maruti at Pratham Motors Pvt Ltd (2005)



KEY DIFFERENTIATOR FOR BANKS AND FINIANCIAL INSITUTIONS

1. Rare combination of high-volume certification training success (95% NISM) and real branch P&L / wealth AUM experience — enabling credible, practical training for sales and branch teams.



1. Proven ability to design content and programmes that serve both regulatory compliance and revenue goals across multiple leading banks and AMCs.


1. Experience spanning the full talent continuum: campus-to-career (ICICI ASCEND), new-joiner induction, mid-career upskilling, and distributor / investor education.






DECLARATION



I hereby declare that the above statements are correct and true to the best of my knowledge. I assure that I will put in the best of my efforts and strive hard for the benefit of the organization.


PRALAY DEY
Ph: 9972550700,
E-Mail: d_pralay@yahoo.com

													                                                                                                                                                                                                  

