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CLIENT TRANSFORMATION CASE STUDY 
 

 

From Auto-Rejections & Profile Visits 

to 2 Interviews in 1 Week 

 
14+ year SBI banker targeting foreign bank roles, but discoverability and positioning gaps 

were blocking recruiter calls. 

 

 

14+ 
Years Experience 

 

0→2 
Interviews in 7 Days 

 

39 
Industry SSI Score 

 

$1.5BN+ 
Portfolio Managed 

 

 

MEET THE CLIENT 

 

Mangal P 
Chief Manager, State Bank of India 

 
• 14+ years in corporate credit, lending, risk and compliance 
• SBI India + New York banking exposure 
• Managed $1.5BN+ global corporate portfolio 
• Led ₹500 Cr MSME/Mid-Corp credit book as Branch Head 
• CAMS certified | AML/KYC | Regulatory Compliance 
• Target: Senior / Mid-Senior Corporate Lending and 
Compliance roles in foreign banks 

BEFORE 
Auto-rejected for aligned roles 

Recruiter visits but no calls 
LinkedIn About section absent 
Positioned as SBI professional 

 
AFTER 

2 interviews in Week 1 
Senior banking positioning 

strengthened 
Credit + compliance narrative 

made visible 
Foreign-bank fit clarified 

 



 

 

 

 

THE CHALLENGE - WHY HE WAS NOT CONVERTING INTO CALLS 

 
Mangal had strong corporate lending, compliance, and U.S. banking exposure. The issue was how 

recruiters and search platforms were reading the profile. 

 

AUTO-REJECTION & DISCOVERABILITY 
• Repeatedly auto-rejected even for roles aligned 
with corporate lending and compliance. 
• Recruiters visited LinkedIn, but visits did not 
convert into calls or discussions. 
• Total years of experience were not stated in the 
headline or About section. 
• Industry SSI was 39, showing low banking-sector 
visibility despite a strong network score. 

 
 

POSITIONING & BRANDING GAPS 
• Profile showed him as a competent SBI 
professional, not a senior corporate banker for 
foreign bank mandates. 
• Resume focused on credit and lending execution, 
but underplayed global deal leadership, compliance 
governance, and strategic risk oversight. 
• CAMS, Moody’s credit exposure, and U.S. banking 
experience were not positioned as differentiators. 

LINKEDIN & PROFILE GAPS 
• Headline was functional: Chief Manager and Credit 
Analyst at State Bank of India. 
• About section was absent, limiting recruiter 
understanding of senior-level banking impact. 
• New York and India experience did not connect into 
one global banking narrative. 
• Portfolio growth, credit quality, compliance 
outcomes, and governance scope were not quantified. 

 
 

RECRUITER LOGIC FAILURE 
• Profile read like a chronology of assignments, not a 
leadership profile for foreign banks. 
• Keywords missed portfolio governance, credit 
strategy, cross-border compliance, Basel norms, 
regulatory reporting, and risk mitigation frameworks. 
• He was applying and updating profiles, but could not 
identify what was blocking shortlisting. 
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RESUME TRANSFORMATION - BEFORE VS. AFTER 
Same professional. Different signal to ATS systems, LinkedIn recruiters, and foreign-bank hiring 

teams. 

BEFORE 

 
 

Task-based profile language 
SBI-heavy internal keywords 
Credit execution over leadership impact 
LinkedIn About section absent 
Compliance exposure underplayed 
Foreign-bank fit not clear 

 AFTER 

 
 

Senior corporate lending positioning 
Credit + compliance + governance narrative 
U.S. banking exposure front-loaded 
CAMS, AML/KYC and regulatory risk highlighted 
Portfolio scale made visible 
Search keywords aligned to foreign-bank 
mandates 

 

THE LEADERSHIPAURA PROCESS 
01  JD RESEARCH 

Analysed senior corporate lending and compliance 
mandates across foreign banks to identify recruiter-

targeted keywords and filters. 
 

02  POSITIONING AND DISCOVERABILTY 
Reframed the profile from SBI credit professional to 

senior corporate lending and compliance professional 
with global banking exposure. 

 
03  RESUME BRANDING 

Converted responsibility-led bullets into impact-led 
positioning across portfolio governance, credit 

strategy, risk oversight and stakeholder leadership. 

04  LINKEDIN OPTIMISATION 
Built headline, About section, experience entries and 
skills around recruiter search behaviour for banking, 

lending, compliance and governance roles. 
 

05  NAUKRI OPTIMISATION 
Improved keyword diversity beyond credit and 

lending by adding compliance, regulatory risk, Basel 
norms, cross-border banking and portfolio 

governance terms. 
 

06  INTERVIEW COACHING 
Prepared the transition narrative for foreign-bank 
roles so the profile, interview story and target role 

positioning stayed aligned. 

 



 

RESULT 

 

Within 1 Week of Profile Going Live: 
• 2 interview calls after earlier auto-rejections and 
recruiter visits without calls. 
• Profile moved from generic SBI positioning to senior 
banking positioning for foreign-bank mandates. 
• LinkedIn began communicating credit, compliance, 
governance and U.S. banking exposure more clearly. 

 
What Changed for Recruiters: 

 
• Headline and About section gave a faster senior-
level fit signal. 
• Resume and LinkedIn showed portfolio scale, 
compliance exposure and risk governance together. 
• Recruiters could connect his India and U.S. 
experience under one global banking narrative. 
 
"Happy to inform that I have got interview call for first 
round from [Bank]. I would request if you can help me 
prepare for this." 

 
- Mangal P, via WhatsApp 

 

 

 

 

 

Could This Be Your Story? 
 

Strong professionals often stay invisible because their profile does not match how recruiters 
search, filter and shortlist. 

If your experience is aligned but calls are not converting, the issue may be positioning and 
discoverability. 

BUILD YOUR EXECUTIVE BRAND ACROSS RESUME · LINKEDIN · NAUKRI 
www.leadershipaura.in 
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