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Internship Report

On

Marketing strategies of the Premier Bank Limited “A special focus on the Prospect of Premier Genius Account”
Submitted by

WWW.ASSIGNMENTPOINT.COM

Introduction

As I apply to  The Premier Bank Ltd for an internship in their reputed bank to complete my BBA course they offer me to do that in their organization and they also give me an assignment to make an internship report on “Premier Genius Account” which is  one kind  product of  Premier Bank’s.
The main objective of the study is to make an overview of the marketing strategies of" Premier Genius Account of ‘The Premier Bank’. However the specific objectives are as follows:

· To analyze the marketing strategy of The Premier Bank Ltd of Bangladesh.

· To provide recommendations for increasing Marketing effort on Premier Genius Account.

· To suggest how “Premier Genius Account " can remain in a position of [image: image83.emf]Competitive advantage among other saving Account in the banking sector.
· To analyze the level of Satisfaction of Premier Genius Account Holders
· To analyze the perception of Premier Genius Account Holders.
· To know or calculate or imagine the prospect of ‘Premier Genius Account’.
Methodology of the study
[image: image84.emf]RESEARCH DESIGN
Type of research

The task of business research is to generate accurate information for use in decision making. Business research is defined as the systematic and objective process of gathering, recording, and analyzing data for aid in making business decisions. There are two types of research

Exploratory research is a type of research conducted because a problem has not been clearly defined. Exploratory research helps determine the best research design, data collection method and selection of subjects. Given its fundamental nature, exploratory research often concludes that a perceived problem does not actually exist. 

Exploratory research often relies on secondary research such as reviewing available literature and/or data, or qualitative approaches such as informal discussions with consumers, employees, management or competitors, and more formal approaches through in-depth interviews, focus groups, projective methods, case studies or pilot studies.

 Descriptive statistics is the field that tries to describe the characteristics of the population or the subject under study. It inquires into aspects that try to Describe the phenomenon for example it tries to answer questions like who, what, where, when and how of the research. It does not just state the facts, it also tries to establish the relationship between the various elements of the study and the cause behind the phenomenon. The purpose of this type of research is to find out the cause behind the events under study. 

Generally the descriptive research begins with a problem statement, identifies the information needed to solve the problem and establish the procedures how to carry out the research. After the research has been done, data analysis is done and generalizations or predictions are made.
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There are also another two types of researches:

Basic research is intended to expand the boundaries of knowledge itself or verify the acceptability of a given theory.

Applied research is conducted when a decision must be made about a specific real life problem. Applied research encompasses those studies undertaken to answer questions about specific problems or to make decisions about a particular course of action or policy.

This research type is basic research as we are trying to expand our boundaries of knowledge of the level of customer satisfaction Premier Genius Account users.

Nature of research

When a researcher has a limited amount of experience with or knowledge about a research issue, exploratory research is a useful preliminary step that helps ensure that a more rigorous, more conclusive future study will not begin with an inadequate understanding of the nature of the management problem. The purpose of an exploratory research is intertwined with the need for a clear and precise statement of the recognized problem. Exploratory research has two interrelated purposes, to diagnose a situation and discover new ideas. Much, but certainly not all, exploratory research provides qualitative data.

This research is a qualitative exploratory research, as it is an initial research conducted to clarify and define the nature of a problem. It is qualitative as the results of this research focuses on words and observations, instead of numbers and mathematical analysis.(Merriam-webstar online dictionary)
Scope of the Research:

· This research s manly conducted in Barisal city


· And it was done in between July 2009 to September 2009

 RESEARCH STRUCTURE
 Type of data
This research will not be focusing on any secondary data, as no such preview research has been conducted in context of Premier Genius Account. This research will work with only primary data.

Data collection procedure

There are three types of method, survey, observation and experiment. Data is collected through survey method. For the survey method, the researcher will use unstructured personal interview. A questionnaire is kept in hand of the interviewer to aid the interview process. A personal interview is a form of direct communication in which an interviewer asks respondents questions in a face-to-face situation. There are several advantages of personal interviews.

• Probing complex answers.

• The opportunity for feedback.

• High participation.

• Item non-response – the technical term for an unanswered question on an otherwise complete questionnaire.

SAMPLING PLAN

The sampling technique is a cross-sectional study as the data is collected at a single point in time.

Target population

The user of Premier Genius Account 

Sampling Frame

• List of Premier Genius Account holders. This will be provided from Premier Bank Barisal Branch.

Sample unit

Sampling unit consist of the respondents. For that reason we divided the total population in to some group.

• The knowledgeable respondents.

· User of Premier Genius Account

· Nonuser of premier Genius Account
Sampling technique

The sampling will be non-probability convenience sampling. In quota sampling, the researcher tries to classify population by pertinent properties, determining desired proportion of sample from each class.

Sample size

We are considering the knowledgeable respondents basically who make the using decision of Premier Genius Account in Barisal city. For that reason we have divided the total population in to some group.

· User of Premier Genius Account(8)

· Nonuser of premier Genius Account(16)
SAMPLE CHARACTERISTICS
Demographic

Age: 16-20, 21-25, 26-30, 31-35
Occupation: Student

Social Class: Upper class, upper middle class

Behavioral

User status: Regular user, first time users

Loyalty status: Medium, strong

Readiness stage Aware, informed, interested,
PRE-TESTS/Filed Work

Pre-tests are trial runs with a group of respondents for the purpose of detecting problems in questionnaire instruction or design. Pre-testing was done with 2 University Students 2 Honor’s Level Collage Student and the questionnaire re modified. The re-modified questionnaire was asked for approval from Premier Bank. Premier Bank approved the re-modified questionnaires.

Work Schedule

The whole research needed 90 days to complete.

	Activities
	Weeks of the work

	
	1st
	2nd
	3rd
	4th
	5th
	6th
	7th
	8th
	9th
	10th
	11th
	12th

	Identification of  problem
	
	
	
	
	
	
	
	
	
	
	
	

	Literature review
	
	
	
	
	
	
	
	
	
	
	
	

	Questioner Design
	
	
	
	
	
	
	
	
	
	
	
	

	Collection of Data
	
	
	
	
	
	
	
	
	
	
	
	

	Editing and Coding
	
	
	
	
	
	
	
	
	
	
	
	

	Report Writing
	
	
	
	
	
	
	
	
	
	
	
	

	Submission of the report
	
	
	
	
	
	
	
	
	
	
	
	


Limitations of the study:
Some of the Limitations of the study can be mentioned below:

The study was done only in the Barisal city.

The study did not include the all other clients.

The study did not consider the different groups of people such as politicians, teachers, police, member of armed forces, social workers etc.

As competitors of "" Premier Genius Account” the survey considered only "Dutch Bangla Bank Student Account”, it did not consider other Banks or Premier Bank other products.

Organizational Overview

BACKGROUND

The Premier Bank Limited is incorporated in Bangladesh as banking company on June 10, 1999 under Companies Act.1994. Bangladesh Bank, the central bank of Bangladesh, issued banking license on June 17, 1999 under Banking Companies Act.1991. The Head Office of The Premier Bank Limited is located at Banani, one of the fast growing commercial and business areas of Dhaka city.

It was 1999,The world was approaching Y2K.the stage was set for anew millennium heralding an age of global governance with advance mechanism.the immediacy of global change was felt across the broder.Such perception in our local background Paved the way for the formation of third generation bank incorporated as ,The Premier Bank Limited” under Bank Companies Act 1991.The Bank Started Its Journey from October 26,1999 with a clear vision of corporate ex cellence together with a popular motto of ‘Service first’ under the auspices of 13 succesful entrepreneurs,well-known at their respective fields of business and industry.form the very beginning the bank set forth a dream to create a financial institution that would stand out the crowd and meet the demand of 21 century.

Premier Bank launched its first Branch at Gulshan in October,1999,it started its first Islamic banking Branch at Mohakahali in October 2003.Early in the year the bank introducefirst VISA credit card among the local banks in the country .the bank go listed with both Stock Exchange in the country in may 2007

Corporate Information

Authorised Capital : BDT 6000.00 Million

Paid up Capital : BDT 2242.30 Million

Vision of the Bank 

The Bank has clear vision towards its ultimate destiny - to be the best amongst the top financial institutions.

Missions of the Bank

To be the most caring and customer friendly provider of financial services, creating opportunities for more people in more places. 

To ensure stability and sound growth whilst enhancing the value of shareholders investments. 

To aggressively adopt technology at all levels of operations to improve efficiency and reduce cost per transaction. 

To ensure a high level of transparency and ethical standards in all business transacted by the Bank. 

To provide congenial atmosphere which will attract competent work force who will be proud and eager to work for the Bank. 

To be socially responsible and strive to uplift the quality of life by making effective contribution to national development.

Board of Directors

The Board consist of 16 (Sixteen) Directors. The members of the Board of Directors of the Bank hold very respectable positions in the society. They are from highly successful group of Business and Industries in Bangladesh. Out of 16 members one is from Taiwan. Each member of the Board of Directors plays a significant role in the socio-economic domain of the country. A list of the Directors and their shareholding along with associated business is given below 
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Yearly Performance at a glance

	(Tk. in million)

	Particulars
	 2003
	2004
	2005
	2006
	2007
	2008

	Authorised Capital

	1000.00
	2000.00
	2000.00
	2000.00
	2000.00
	2000.00

	Paid-up Capital
	408.91
	557.55
	681.45
	845.00
	1689.99
	1689.99

	Reserve Fund

	130.00
	301.08
	403.85
	543.76
	649.79
	870.22

	Deposits
	10030.52
	18005.20
	20290.47
	24199.01
	27114.47
	32059.62

	Advances
	8095.57
	15383.93
	18032.50
	20677.68
	23637.61
	30319.53

	Investments
	1330.20   
	2750.00
	2242.78
	2394.01
	3463.45
	4107.03                                                                                                                                                                                                                                                                                                                                                                                                                                               

	Foreign Trade Business
	20934.30
	33937.38
	33571.00
	38797.20
	43222.20
	59546.70

	Foreign Remittance
	364.50
	1408.00
	1427.40
	940.10
	1620.60
	2786.40

	Income
	1251.76
	2395.

	2863.86
	3622.05
	4186.33
	5070.04

	Expenditure
	851.0

	1464.

	1964.83
	2679.98
	3188.22
	3797.10

	Operating Profit
	400.73
	930.93
	899.03
	942.07
	998.11
	 1272.94                             

	Fixed Assets
	107.90
	149.57
	165.48
	163.93
	219.79
	   298.85                                             

	Total Assets
	11096.30
	20100.25
	22767.84 
	27170.45       
	32573.19  
	38723.49

	BookValuepershare(Taka)
	168.12 
	207.69 
	203.31
	192.44     
	145.88
	 184.39                        

	Earning per share
	67.02
	84.40
	32.45
	43.63
	4.66
	38.51

	Dividend
	36.35%    
	36.84%
	24%
	10%
	7% stock
	24.00%           

	Loan as % of total Deposits
	80.71%
	85.44%
	88.87%
	85.45%
	87.18%
	94.57%

	Non-Performing

 Loan as 

Percentage of total Loan
	0.36% 
	0.43%
	3.86% 
	4.91% 
	5.96%                                                                
	   4.55%                                                           

	CapitalAdequacy Ratio
	11.76%
	10.69%
	8.24%
	10.66%                
	  12.66%                      
	  12.71%     

	Number of Branches
	17
	21
	21
	26
	27
	30

	No of Foreign Correspondents
	238
	297
	345
	350
	397
	430

	Number of Employees
	435
	554
	605
	677
	731
	834                              


Balance Sheet at 31 December, 2008

	
	
	
	

	Particulars
	2008 Taka
	2007 Taka
	2006 Taka

	PROPERTY & ASSETS
	
	
	

	CashinHand(includingForeignCurrency)
	320,939,821
	292,906,840
	293,637,572

	Balance with Bangladesh Bank & Sonali Bank (including Foreign Currency)
	2,699,389,111
	1,661,937,570
	1,893,274,635

	Balance with other Banks & Fin Institution
	129,698,764
	1,212,315,104
	454,808,945

	Money at Call & Short Notice
	230,000,000
	1,565,000,000
	740,000,000

	Investment at cost
	4,292,146,286
	3,463,453,071
	2,394,007,70

	Loans & Advances
	30,319,527,312
	23,637,609,419
	20,677,680,180

	Loans, cash credit and overdraft
	29,279,443,146
	23,024,692,049
	19,816,891,201

	Bills discounted and purchased
	1,040,084,166
	612,917,370
	860,788,979

	Land, Building, Furniture and Fixtures etc.
	298,846,419
	219,791,580
	163,926,337

	Other Assets
	432,943,764
	520,172,973
	553,110,564

	Non-banking Assets
	
	
	

	TOTAL ASSETS
	38,723,491,477
	32,573,186,557
	27,170,445,933

	LIABILITIES & CAPITAL
	
	
	

	Borrowing:other Banks, Fin.Inst.and Agents
	104,100,166
	92,481,500
	67,106,000

	Deposits & Other accounts:
	32,059,617,665
	27,114,465,606
	24,199,009,928

	Current and other Accounts
	7,478,926,349
	6,657,094,870
	6,080,562,656

	Savings Deposits
	2,065,441,781
	1,744,090,405
	1,472,076,233

	Fixed Deposits 
	22,046,738,811
	18,184,279,181
	16,411,045,329

	Bills Payable 
	468,510,724
	529,001,150
	235,325,710

	Other Liabilities
	3,443,666,968
	2,900,878,241
	1,278,220,052

	Total Liabilities 
	35,607,384,799
	30,107,825,347
	25,544,335,980

	Paid-up-Capital
	1,689,994,712
	1,689,994,712
	844,999,712

	Statutory Reserve 
	870,219,371
	649,792,084
	543,761,148

	Other Reserve 
	
	 
	93,891,372

	Proposed Cash Dividend 


	
	
	

	Retained Earnings 
	555,892,595
	125,574,414
	237,349,093

	Total Shareholders' Equity
	3,116,106,678
	2,465,361,210
	1,626,109,953

	TOTAL LIABILITIES AND CAPITAL
	38,723,491,477
	32,573,186,557
	27,170,445,933


Half-Yearly Position as on 30th June 2009  
	Particulars
	2008 Taka
	2007 Taka
	2006 Taka

	PROPERTY & ASSETS
	
	
	

	CashinHand(includingForeignCurrency)
	320,939,821
	292,906,840
	293,637,572

	Balance with Bangladesh Bank & Sonali Bank (including Foreign Currency)
	2,699,389,111
	1,661,937,570
	1,893,274,635

	Balance with other Banks & Fin. Institution
	129,698,764
	1,212,315,104
	454,808,945

	Money at Call & Short Notice
	230,000,000
	1,565,000,000
	740,000,000

	Investment at cost
	4,292,146,286
	3,463,453,071
	2,394,007,70

	Loans & Advances
	30,319,527,312
	23,637,609,419
	20,677,680,180

	Loans, cash credit and overdraft
	29,279,443,146
	23,024,692,049
	19,816,891,201

	Bills discounted and purchased
	1,040,084,166
	612,917,370
	860,788,979

	Land, Building, Furniture and Fixtures etc.
	298,846,419
	219,791,580
	163,926,337

	Other Assets
	432,943,764
	520,172,973
	553,110,564

	Non-banking Assets
	
	
	

	TOTAL ASSETS
	38,723,491,477
	32,573,186,557
	27,170,445,933

	LIABILITIES & CAPITAL
	
	
	

	Borrowing:other Banks, Fin. Inst.and Agents
	104,100,166
	92,481,500
	67,106,000

	Deposits & Other accounts:
	32,059,617,665
	27,114,465,606
	24,199,009,928

	Current and other Accounts
	7,478,926,349
	6,657,094,870
	6,080,562,656

	Savings Deposits
	2,065,441,781
	1,744,090,405
	1,472,076,233

	Fixed Deposits 
	22,046,738,811
	18,184,279,181
	16,411,045,329

	Bills Payable 
	468,510,724
	529,001,150
	235,325,710

	Other Liabilities
	3,443,666,968
	2,900,878,241
	1,278,220,052

	TOTAL LIABILITIES AND CAPITAL
	38,723,491,477
	32,573,186,557
	27,170,445,933
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Marketing Strategies of The Premier Bank Ltd: strategy means combination of 4p or the marketing mix. So here the marketing mix of the Premier Genius Account is  
Product:  there are various product ands services offered by the Premier Bank Ltd such as 
[image: image16.emf]

Premier SMS

Premier Bank Limited has formally launched Premier SMS - SMS Banking Services from 30 January, 2006; which is designed to dispel the differences between time and place in carrying out transactions with the Bank. In this connection a launching ceremony was held at Surma Hall, Sonargaon Hotel; where the Chief Guest Dr. Salehuddin Ahmed, Governor of Bangladesh Bank switched on the service by making transactions through mobile network of Premier SMS.

Online any Branch Banking

We have set up Wide Area Network using Radio, Fibre-Optics & other available communication systems to provide any branch banking to our customers. 

Customer of one branch is now able to deposit and withdraw money at any of our branches. All Branches are included in our Wide Area Network.

No TT/DD or cash carrying will be necessary.


 Islamic Banking Operation

In order to serve those Customers who neither Receive or Pay Interest, we have decided to open separate branches based on SHARIAH PRINCIPLES. The activities & book keeping will be kept separate from the Conventional Branch Operations.

Islamic Banking service is now available at MOHAKHALI BRANCH and SYLHET BRANCH. These two branches are run under Islamic Shariah Principles. Chairman of Islami Bank Limited, former secretary of Government of Bangladesh and former Deputy Governor of Bangladesh Bank - Mr. Shah Abdul Hannan is also the chairman of Islamic Shariah Council of Premier Bank. The council also consists of renowned Islamic scholars like Dr. A.R.M. Ali Haider, Professor of Department of Islamic Studies, University of Dhaka, Moulana Ruhul Amin Khan, Executive Director of the Daily Inqilab and others who determine the guiding principles for operation of our Islamic Branches.

Our investment and deposit figure for these two Islamic branches in the year 2003 was Tk. 3,09,87,403/- and tk. 14,03,91,549/-

Locker Service

For safekeeping of customers' valuables like important documents and goods like jewelries and gold ornaments, Premier Locker Service is available in most of the Branches in urban areas.Nature of Service
Nature of Charges
Rate of Charges

Custody of Locker / Safe
Rent 
a) Yearly TK.1,500/= for small size locker

b) Yearly TK.2,500/= for medium size locker

c) Yearly TK.3,000/= for big size locker 

*Condition apply TK.2500/= for Security Money(Refundable)

Evening Banking Services

"Evening Banking", a unique service of The Premier Bank, only for receiving Cash and Documents beyond transaction hours till 8 o'clock in the evening, is available at Premier Bank. The service is attractive for those, like shopkeepers, who accumulate cash as sales proceeds in the afternoon when counters of Bank branches usually remain closed.


Online Branch Banking Service

ONLINE BRANCH BANKING SERVICE is designed to serve its valued clients. Under this system, you shall be able to do the following type of transactions: 

Cash withdrawal from your account at any branch of the Bank. 

Deposit in your account at any Branch of the Bank. 

Transfer of money from your account to any other account with any Branch of the Bank. 

Transaction Limit 

Unlimited transaction. 

Online Transaction Membership Fee 

No Membership fee is required.

Charges for Online Transaction 

No charges for online transaction except inter zonal transactions.

Swift

Premier Bank Limited is one of the first few Bangladeshi Banks who have become member of SWIFT (Society for Worldwide Inter-bank Financial Telecommunication) in 2002.  SWIFT is members owned co-operative, which provides a fast and accurate communication network for financial transactions such as Letters of Credit, Fund transfer etc. By becoming a member of SWIFT, the bank has opened up possibilities for uninterrupted connectivity with over 5,700 user institutions in 150 countries around the world.

SWIFT No.: PRMRBDDH

Travellers Cheque


2Deposits

Savings Account

 Current Account

 Corporate Account

 Short Term Deposit Account

 Fixed Deposit

 Double Benefit Scheme

 Monthly Income Scheme

 Monthly Savings Scheme

 Education Savings Scheme

Savings Account

We have added a special feature to our Savings Deposit Accounts. We pay interest (5.00% p.a.) on daily balances on Savings Accounts. Most of the Banks in Bangladesh pay interest on monthly minimum balance. So, if you are maintaining say Tk. 10.00 Lac in your Savings Account with your present Banker for 29 days and your deposit balance drops below Tk. 1000 even for a single day, you are not getting any interest on that amount. There are also several restrictions on withdrawal from the Account to qualify for interest.

In Premier Bank, however, you will get interest on any amount that you keep in the account. There is no restriction for withdrawal from the account and we are paying interest @ 5.00 % p.a. on daily balance. We hope that you will take full advantage of this offer and place your deposits with our Bank to earn more.

Current Account

This is a non interest bearing deposit account.

Corporate Account

We are also paying interest @6.50% p.a. on daily balance for Corporate customers. It is a savings account that operates like a virtual current account. There is no restrictions on withdrawal.

Short Term Deposit (STD) Account

We pay interest @4.00% p.a. on daily closing balance but a notice period of 7 days is mandatory for withdrawal of money, otherwise the interest will be forfeited

Fixed Deposit
Term(For any Amount)


Interest          (%) P.a.

1 Month          
5.00

3 Month 
        8.00

6 Month 
        8.25

12 Months
8.50

Double Benefit Scheme 

Under this scheme, any deposit becomes almost double after only 7 years 7 months! The accepts deposits in multiple of Tk.10,000.00. 

Specially designed instrument shall be issued for the deposit under under the scheme in the same manner as issued in case of FDR. The instrument is not transferable and renewable. In case of premature encahsment after 3 months, benefits may be allowed on the deposit amount at ruling savings rate. 

Loan facility may be allowed up to 80% of deposit against lien/pledge on such instrument at bank's prescribed rates and rules.Terms
Initial Deposit
Payable at Maturity

7 Years 7 months
Tk.50,000/-
Tk.1,00,000/-

Deposit Amount: Tk.50,000/- or its multiple(s).

Monthly Income Scheme 
 

Your saving is precious! Let your inventment generate a regular monthly income for you through this scheme.

The account holder shall get benefit of Tk. 750.00 every month against deposit of Tk. 1,00,000.00 for 5 years.

 Terms
      Initial Deposit  Tk.
Monthly benefit 

 5 - Years
          Tk. 100,000/-
          Tk. 750/-

Monthly Savings Scheme 

A regular savings pay off when you really need it. Save small amount in your account each month and let your savings grow with time through this Monthly Savings Scheme.

Education Savings Scheme

The scheme has been designed to make future educational expenses of your children easier. Save small amount in your account each month and let your savings grow with time through this Education Savings Scheme.

3.Loan Products :

 Project Loan

 Working Capital Loan

 Trade Finance (Domestic & International)

 House Building Finance (Commercial & Residential)

 Contractors Financing

 Receivable Financing

 Cash Credit

 Over Draft

 Packing Credit 

 Trust Receipt

 Guarantee

 Letters Of Credit

Premier Bank Special Credit Schemes :

 Lease Finance

 Consumer Credit Scheme

 Doctors Loan Scheme 

 Small & Medium Business Loan Scheme

 Student Credit Scheme

 Rural Credit Scheme - Poverty Alleviation 

 Agro Processing Loan Scheme

Lease Finance never been so easy......

Premier Bank, a fast growing Private Commercial Bank has introduced Lease Finance to facilitate your funding requirement for the procurement of assets in order to grow your business.

Premier Bank Corporate Culture:

“We believe in promotion of trust, team work and professionalism which benefits our customers, employees, shareholders and our society”.

Premier Bank offers Lease Finance facility for: 

a) Capital Machinery.

b) Medical Equipment. 

c) Office Equipment. 

d) Heavy Construction Equipment.

e) Lifts, Elevators, Generators, Air conditioners.

f) Machinery for Agro based Industry.

g) CNG Filling Station. 

h) Automobiles like Bus, Mini Bus, Truck, Car, Pick up etc.

i) Other Costly consumer's durable.

j) Other items for potential emerging sector which is considerable to Head Office Management / Leasing Division.

Benefits of availing Lease Finance:

i) Simple Security Arrangements.

ii) Prompt service, simplicity and convenient.

iii) Financial need meet up without out flowing own fund: Little cash 

required. You can acquire the Lease Assets keeping your Capital intact.Thus leasing helps to build up your fund raising capacity.

iv) Tax incentives:Because lease rentals are treated as revenue expenditure and are entirely deductible for lease purpose.

v) Extension of credit sources: Leasing does not impair the ability of the Lessee to obtain credit in traditional ways since it does not make any change in the financial structure of the Lessee.

vi) Off Balance Sheet item; does not appear in the Lessee’s Balance Sheet and improves financial Ratios.

vii) Financial Flexibility: Through leasing capital will not be tied up with the acquisition of assets. You can invest your costly capital elsewhere for more profitable venture.

viii) Sales Aid Device: If you are a Manufacturer / Dealer, you may utilize Leasing as a sales promotion tool for achieving Sales Target.

Lease Term:

i) In case of Machinery / Equipment (Maximum) up to 5 Years.

ii) In case of Vehicle (Maximum) up to 4 Years.

Premier Bank’s Participation:

We may finance 100% of the Acquisition cost of the Lease Item.

Competitive Rate & Charges:

Interest Rate, Service Charge and Risk Fund all are competitive and affordable .

Security:

Following collateral securities may be accepted:

a) Leased item itself.

b) Immovable properties such as Land, Building, etc.

c) Encashabel securities like FDR, BSP, Share Certificates of listed companies, ICB unit Certificate, Bank / Insurance Guarantees etc.

d) Corporate Guarantees.

e) Personal Guarantee of a person acceptable to the Bank. 

f) Any other Assets acceptable to the bank as security.

Lease Rental:

The Lessee will pay monthly Lease Rentals through post-dated cheque containing the amount of Rental in each cheque. The Rentals offered by The Premier Bank Limited are modest and more competitive than other Banks or financial Institutions.


Lease Deposit:

Lessee shall have to deposit 3 months’ Rentals as Lease Deposit (non-interest bearing Lease Deposit) which shall be refunded /adjusted at expiry of the lease term.

Grace Period:

In case of Capital Machinery and Equipment, maximum grace period of 6 (six) months may be allowed.

Insurance Coverage:

The Vehicle / Equipment / Lease Asset(s) shall have to be covered by a Comprehensive Insurance policy throughout the lease term at Lessee’s own cost in the name of The Premier Bank Limited. The premium shall be on account of the Lessee.

Repair and Maintenance: 

The Lessee is obliged to maintain the Lease Asset(s) in good working order and is solely responsible for any loss or damage as long as it is in his / her possession. Repair or maintenance cost for taking care of normal wear and tear and keeping the Lease Asset in good running condition during the lease period shall be the responsibility of the Lessee.

Transfer of Ownership:

On final adjustment of the Lease Finance, the Lessee may have an option to purchase the Equipment at the prescribed rate. Besides the above option, the Lessee may renew the lease on year-to-year basis or return the Equipment to the Bank.

Consumer Credit Scheme :

OBJECTIVES

- To extend credit facility to the limited income group.

- To develop standard of living of middle and upper middle class people.

- To participate in the socio economic development of the country.

PURCHASE OF:

 Home appliances

 Cars

 Mobile phones

 Furnitures

 Generator

 Water pump etc.

Doctors' Loan Scheme :

Doctors in Bangladesh : Case Study

Every year in Bangladesh, many medical students are graduating as Doctors and a significant portion of them remain unemployed for long time due to scarcity of job. Moreover, the experienced and specialist Doctors have been rendering their services to the people with the limited medical equipments and facilities. As a result, they are losing patients who are going abroad for better medical facilities.

A change is required:

Every one believes that a rapid change is required in the Medical Sector of our country to overcome the above unacceptable situation. In Premier Bank, we do not end our thinking in just believing in change. Rather, we go beyond to find the path of solution & try to implement it to solve the problems.

That is why we have introduced "Doctors Loan Scheme".

What is Doctors' Loan ?

We, at Premier Bank, found that many Doctors are very much interested to be self-employed but for financial reasons most of them are unable to do the same. Similarly, Experienced Doctors, Specialists and Clinics are also not equipped with the up-to-date Medical tools & equipment for the same financial reason.

Premier Bank has introduced easy to afford financial assistance program "Doctors' Loan" to financially assist these qualified Doctors & Medical Practitioners as follows:

Up to 100% Lease Finance for Medical Equipment.

Up to 100% Lease Finance for Motor Vehicles / Ambulance

Loan for Rental Advance, Office decoration, Furnishing etc.

Some of the great features that our Doctors' Loans offers are:

Quick & easy loan processing.

Lower interest rate.

Lower charges.

Rebate for timely repayment.

Longer term of repayment.

Early repayment without any penalty.

Eligibility:

Registered Doctors & Medical Practitioners, Eye Specialists, Heart Specialists, Child Specialists, Surgeons, Dentists. Also Hospitals, Clinics and Diagnostic Centres owned & operated by the registered Doctors.

Security/Collateral & Terms & Conditions:

Flexible Terms & Conditions.

Collateral is not mandatory.

Three (3) advance Lease/Loan installments.

Personal Guarantees.

Machineries/Equipments will be purchased under Hire purchase/Lease Fiance/Consumer Credit Scheme and the ownership will remain in the name of Bank (Hypothecated) duly insured until the borrower repays his debt in full.

More Good News to share!

Apartment Loan/Loan for Medical Chamber

You will be happy to know that we are not only focusing to improve your professional career but also giving high priority to uplift your living standard by providing Personal Loans.

Now you can also avail personal loan for the following purposes:

Apartment Finance for purchase of residential flat/Chamber up to 50% of value. Repayment can be made in 10 years!

Consumer Credit Scheme for purchase of Car, TV, Air Conditioner, Freeze, Computer, Washing Machine etc.

How to apply ?

Just call or visit any of our Branches. Our officers will be glad to be your financial advisor and provide you the application form and all information in details.

Rural Credit Scheme :

OBJECTIVES

- Alleviation of poverty so as to make people self reliant.

- Mobilisation of rural savings.

Purpose of loan : 

 Poultry

 Rice husking

 Beef & goat fattening

 Purchase of sewing machine

 Purchase of milking cow

Pricing: In case of Pricing Approach they use the competition based Pricing Approach

The pricing schedule is given in below
 Schedule of Charges

General Banking Services

	Item No.
	Type of  Services
	Nature of Charges
	Revised  Charges w.e.f 01.04.2009

	1.
	 Current Account


	 Incidental Charge 

Account Closing Charge


	Tk. 1000/- at half-yearly rest irrespective of balance.   

Tk. 800/- at half-yearly rest for Rural Branches.

Tk. 300/-

	2.


	STD Account


	Incidental Charge 

Account Closing Charge


	Tk. 1000/- at half-yearly rest on each account irrespective of Balance

Tk. 700/- at half-yearly rest for Rural Branches

Tk. 300/-



	3.


	 Savings , 

Premier 50+ &Premier Genius

Account  


	 Incidental Charge 

        Account Closing Charge

 
	Tk. 500/- at half yearly rest irrespective of balance

Tk. 300/- at half-yearly rest for Rural Branches

Tk. 150/-

Note: Incidental charges shall not be realized form Staff Account ,  Premier 50+ Account & Premier Genius Account  

15% vat shall be charged/realized from the customers on the incidental charges as applicable and transferred to Head Office by separate IBCA.

	4.

 
	Scheme’s A/C


	Closing Charge

for premature encashment only 


	Tk. 200/-



	5. 


	Standing Instruction
	Charge


	Tk. 50/- to be realized in each transaction except Scheme A/C.



	6.


	Locker & Safe Custody 


	Rent

Small Size

Medium Size

Large Size

Security Money

(Refundable)


	Tk. 1500/- P.A.

Tk. 2500/- P.A.

Tk. 3000/- P.A.

Tk. 2500/- per locker Security Money.

Staff: 50% and No Security Money required.




	Item No  Noom

 NONo.


	Type of  Services


	Nature of Charges


	Revised  Charges w.e.f 01.04.2009

	7. 


	i)Issuance of Solvency Certificate

ii) Issuance of BO Certificate 
	Charge


	Tk. 300/- for issuance of Solvency Certificate per instance.

Tk 100/- for issuance of BO Certificate.



	8.


	Supply of Original Statement of Account

i) Regular Statement 

ii) Supply of Duplicate Statement of Account on Demand 

iii) Balance Confirmation

 Certificate (Yearly & Half Yearly) 
	        Charge 


	                i) Free of Charge

ii) Tk. 50/- for supply of duplicate per page plus Mail

charge at actual 

iii) Issuance of Balance Certificates more than two times Tk. 200/- to be realized.



	9.
	Transfer of Fund as per Instruction
	Charge
	Tk. 20/- for Deposit Schemes

	10.


	Stop Payment Instruction
	Charge


	Tk. 100/- per instruction



	11.


	Issuance of Cheque Book


	Charge


	 Issuing of  10 leaves 

SB A/C- Tk. 20/- 

Premier 50+ A/C- Tk 20/-

Premier Genius A/C Tk. 25/-

CD A/C Tk. 40/-

STD A/C Tk.20/-

SOD A/C Tk. 40/-

CC(Hypo) A/C Tk. 40/-

 Issuing of 25 leaves

 SB A/C- Tk. 50/-

Premier 50+ A/C- Tk.50/-

Premier Genius A/C Tk. 50/-

 CD A/C Tk. 75/-

STD A/C Tk.50/-

SOD A/C Tk. 75/-

CC(Hypo) A/C Tk. 75/-

 Issuing of  50 leaves or above

SB A/C- Tk. 100/-

Premier 50+ A/C- Tk. 100/-

Premier Genius A/C Tk. 100/-

CD A/C Tk. 125/- 

STD A/C Tk.100/-

SOD A/C Tk. 125/-

CC(Hypo) A/C Tk. 125/-

	     12. 

13.


	Issuance of Foreign Currency Balance Certificate etc. 

Collection
Local Collection of Cheques (where there is a Clearing House)
	Charge

Charge


	Tk. 300/- or US $ 5/-

FREE



	14.
	 Local Collection of Cheques (where there is no Clearing House)
	Charge


	Actual Conveyance 

Minimum Tk. 50/-




	Item No.


	Type of  Services


	Nature of Charges


	Revised  Charges/Commission 

w.e.f 

01.04.2009

	15.


	 Cheque returned unpaid from Clearing House
	Charge


	Tk. 100/- (flat) per instance.



	16.


	Collection of Outstation Cheques / Bills (Clean/Documentary)


	Commission

Up to Tk. 25,000/-

Above Tk. 25,000/- but not exceeding Tk. 1.00 Lac

Above Tk. 1.00 Lac but not exceeding Tk. 5.00 Lac

Above Tk. 5.00 Lac

Postage (Registered)

Telegram Charges

Telex / Fax

Telephone
	@ 0.15%  Minimum Tk. 50/-

@ 0.15%  Minimum Tk. 100/-

@ 0.10%  Minimum Tk. 300/-

@ 0.10%  Maximum Tk. 3000/-

At actual, Minimum Tk. 25/-

At actual, Minimum Tk. 75/-

At actual, Minimum Tk. 75/-

At actual, Minimum Tk. 50/-



	17.


	Bounced Cheque drawn on us (Cash, Clearing or Transfer)


	Charge


	Tk. 250/- (flat) per instance



	18. 


	Remittance (Inland) 
DD/TT/MT issuance


	Commission

Additional Charges for

TT (Postage)

Telegram

Telex/Fax

Telephone
	@ 0.15%  Minimum Tk. 50/-

At actual, Minimum Tk. 50/-

At actual, Minimum Tk. 50/- 

At actual, Minimum Tk. 50/-

At actual, Minimum Tk. 50/-

	19.


	Cancellation of DD/TT/MT

Postage/ Courier 

Fax
	Charge of Cancellation


	100/- per instance

Tk. 50/- At actual 

 

	20.


	Issuance of Duplicate Instrument


	Charge for Issuance


	Tk. 200/- plus 

actual Stamp, Postal charges 

(If any).




	Item

No.


	Type of  Services


	Nature of Charges


	Revised Charges w.e.f 01.04.2009

	21.


	Issuance of Payment Order


	Charge for Issuance

 Charge for   Cancellation
	Up to Tk. 1000 /-= Tk. 15/-

Above  Tk. 1000/- to 10,000/- =  Tk. 20/-

Above  Tk. 10,000/- to 

1 lac =   Tk. 50/- 

 Above Tk. 1 Lac to 

Tk 5 lac =  Tk. 100/-

Above Tk. 5 Lac to 

 Tk 10 Lac = Tk. 150/-

Above 10 Lac = Tk. 200/-

+15%  VAT
                          Staff : FREE

Tk. 100/-



	22.


	Issuance of Duplicate PO
	Charge
	Upto Tk. 10,000/- = Tk. 50

Above Tk. 10,000/- to 1,00000/- =

Tk. 75/-

Above Tk. 1 lac- to 5 lac =Tk. 100/- 

Above Tk. 5 Lac to Tk 10 lac = 

Tk. 150/-

Above 10 Lac = Tk. 200/-

	23.


	Issuance of Duplicate FDR/Different Schemes
	Charge 


	Up to Tk. 1 lac = Tk. 100/-

Above Tk. 1 lac = Tk. 300/-

 Plus stamp charge at actual. 

	        24.


	Issuance of Cheque drawn on Bangladesh Bank at the request of the client
	Charge


	Tk. 300/- per instance.



	25. 


	Purchase of Cheques and Inland Bills


	Commission


	Up to Tk. 1.00 Lac @ 0.15% min. Tk. 200/-

Up to Tk. 10.00 Lac @ 0.10% min. Tk. 300/- max. Tk. 1000/-

Above Tk. 10.00 lac @ 0.10% Minimum Tk. 500/- 

Maximum Tk. 3000/-

	
	
	Postage (Registered)

Telegram

Telex/Fax

Telephone

Interest
	At actual, Minimum Tk. 75/-

At actual, Minimum Tk. 100/-

At actual, Minimum Tk. 100/-

At actual, Minimum Tk. 100/-

Interest to be charged as per lending rate (Commercial Others from date of purchase up to the date of realization of proceeds)

	26.
	Issuance of NOC for Study & Medical Treatment Abroad
	Free



	27.
	Renewal of NOC
	---------------------------

	28.
	Cancellation of NOC
	----------------------------


Credit Related Services

	Item

No.
	Type of  Services
	Nature of Charges
	Revised Charges with effect from 01.04.2009

	1. 
	 Loan Processing Fee


	Fee/Charge
	Loan Processing fee shall be realized as follows :

 a) New Loan -1.00% 

 b) Renewal -0.50%



	2.


	Front-end Fee 

 
	Fee/Charge


	 0.50 %  of the approved 

Loan amount.

Minimum Tk. 2500/-



	3. 


	Commitment  Fee on 

Undisbursed Amount 


	Fee/Charge


	Case to Case basis



	4. 
	Consumer Credit Scheme / Supervised Credit Scheme / Education Loan / Personal Loan


	Loan Processing Fee

Service Charge  

Risk Fund
	Tk. 300/-

1 % on approved amount

1 % on approved amount

	5.


	Car Loan          
	Loan Processing Fee

Service Charge  

Risk Fund


	Tk. 2000/-

2 % Service Charge

1 % Risk Fund


	Item No.
	Type of  Services
	Nature of Charges
	Revised  Charges w.e.f. 01.04.2009

	6.
	All Loan Accounts (e.g. CC, Demand Loan, SOD (FO),  

     Bai- Muajjal Investment, Hire Purchases - except CCS and SHBL having limit of Tk. 1 lac and above 


	Service Charge/ 

Incidental Charge
	Tk. 1000/- half yearly on each A/C

For Rural Branches 

Tk. 500/- half yearly

	7.
	Forced / 

Demand Loan 
	Overdue  Interest 


	2.00% Overdue interest on outstanding shall be realize

 for the delayed period.

	8 
	Documentation

       Charges (Mortgage of landed property creation of charge on other Bank's FDR/Schemes/ Share etc.)

    
	Charge


	At actual plus

a)  Tk. 300/- = Up to Tk. 5 lac

b) Tk. 1000/- = Above Tk. 5 lac 

up to Tk. 25 lac

c) Tk. 2000/- = Above  Tk. 25 lac up to Tk. 100 lac

d) Tk. 3000/- =  Above Tk. 100 lac

 

	9. 


	Issuance of Bank Guarantee 


	Commission / Service Charge

Stamp Fees
	@ 0.50 % per qtr. or part thereof, Minimum Tk. 500/- 

Against 100%, cash margin commission to be realized at Tk. 500/- (flat) plus other charges. VAT, at actual. 

Stamp Charge at actual on Borrowers account.



	10.
	Godown Charge / 

Warehouse Charge


	Borrowers Godown under Bank’s Custody

Bank’s Rented Godown

Issuance of Delivery Order (against delivery goods from Banks / Borrower's  Godown)


	i) Rent – on Borrower's A/C

ii) Insurance – on Borrower’s A/C

iii) Salary & allowance of Godown Staff – on Borrower’s A/C

iv) Maintenance of Godown - on Borrowers A/C 

i) Rent –To be realized

 from borrowers proportionately for their occupancy plus 75 % extra  

ii) Insurance –To be realized from borrower’s A/C proportionately

iii)  Salary & Allowance of Godown Staff – To be realized 

from borrower’s A/C proportionately    

Tk. 50/- per delivery plus actual

  Conveyance.


	Item  No.
	Type of  Services
	Nature of Charges
	Revised  Charges w.e.f 01.04.2009 

	11.


	Parcel Charge
	-
	-

	12.
	Enlistment Fees of

C & F Agent
	Fee
	Tk. 5000/- as fee  for fresh enlistment



	13.
	Interest on PAD
	Interest 
	As per Lending Rate



	14.
	Handling of Documents for LIM


	Charge
	Up to  Tk. 5 Lac = Tk. 500/- (Flat)

Above Tk. 5 Lac up to 

Tk. 10 Lac = Tk. 1000/- (Flat)

Above Tk. 10 Lac up to 

Tk. 25 Lac = Tk. 1500/- (Flat)

Above Tk. 25 Lac up to 

Tk, 50 Lac = Tk. 3000/- (Flat)

Above Tk. 50 Lac = Tk. 5000/-(Flat)



	15.
	Enlistment of Valuation Surveyor


	Fee
	Tk. 5000/-

	16.
	Issuance of C & F Certificate 


	Charge 
	Tk. 500/-


Credit Card Related Services

	Item No.


	Type of  Services


	Nature of Charges


	Revised  Charges w.e.f. 01.04.2009

	1. 


	Annual Fee/Renewal

(Primary Card)


	Fee

Gold

Classic


	Local

Tk. 1800/-

Tk. 1000/-
	International

US $80

US $40

	2.


	Supplementary Card

i) One Card

ii) One more Card

iii) Employees
	 Fee for Gold/Classic

Fee for Gold/Classic

Fee for Gold/Classic
	Free

500/-

Free
	N/A



	3.


	Card Replacement  Fee


	Fee

Gold

Classic


	Tk. 500/-

Tk. 300/-
	US $15

US $15



	4.


	Excess Limit Charge


	Charge

Gold

Classic


	Tk. 300/-

Tk. 200/-


	US $10

US $10



	5.


	Late Payment Charge


	Charge

Gold

Classic


	Tk. 300/-

Tk. 200/-


	US $10

US $10

	6.


	Interest Charge (Per Month)


	Fee

Gold

Classic


	2.5 %

2.5 %
	2.5 %

2.5 %



	7.


	PIN Replacement Fee


	Fee

Gold

Classic
	Tk. 500/-

Tk. 500/-


	US $10

US $10



	8.


	Cash Withdrawal Fee


	Fee

Gold & Classic Card
	2 % Or

Tk. 150/-

Which ever is higher
	3 %




Credit Card Related Services

	Item No.


	Type of  Services


	Nature of Charges


	Revised  Charges w.e.f. 01.04.2009

	9.


	Cheque Return Fee


	Fee

Gold

Classic
	Tk. 250/-

Tk. 200/-


	US $10

US $10



	10.


	Statement Regeneration Fee


	Fee

Gold

Classic


	Tk. 50/-

Tk. 50/-


	US $5

US $5



	11.


	Sales Slip Retrieval Fee


	Fee

Gold

Classic


	  Tk. 250/-

  Tk. 200/-


	US $10

US $10



	12.
	Annual Fee/Renewal

(VISA Debit  Card)

+ 15 % Vat


	Fee


	Tk. 500/-
	        Staff Free 

	13.
	 Card Replacement (Debit Card ) 


	Fee
	Tk. 300/-
	Tk. 500/- applicable for both  the Customers and employee’s of TPBL



	14.
	PIN Replacement Fee

(Debit Card)


	Fee
	Tk. 300/-
	Tk. 300/- (for employees)

	15. 
	Cash withdrawal fee 

Per Transaction/ withdrawal   


	Fee
	Classic Local
	Nil (The Premier Bank ATM

Tk 120/- (Other ATM


Special Note:

1. There is no Annual / Renewal fee for PBL Confirmed employee. PBL employee will get VISA Gold Card only. However issuance for International ViSA Credit Card restricted to the TPBL employee. Only from the grade of Officer to Managing Director will get the VISA  International Credit Card.   

2. There is no Annual/ Renewal fee for issuance of VISA Debit Card to TPBL employee.

3. Interest Charge will be @2.00% (per month) for TPBL employee Card and @2.50% interest will be charged for other than TPBL employee.

4. The Officials of Telecommunication Sector, Multinational and Financial Institutions will enjoy the VISA Credit Card of TPBL with 50% off from the regular Annual/Renewal fee.

5. If any Card holder makes 15 transactions in a year (between Card issuance date and expiry date then the Annual/Renewal fee will be fully waived for that period.

6. The Premier Bank Ltd offers first supplementary Card absolutely free of Charge, Supplementary Card Annual/ Renewal fee will be imposed from issuance of Second Supplementary Card.

7.  Debit Card replacement fee during the year 2009 will be free.

* TPBL Means =The Premier Bank Limited

Foreign Trade (Import)

	Item No.


	Type of  Services


	Nature of Charges/

Commission


	Revised  Charges/ Commission  w.e.f. 01.04.2009

	1.


	Letter of Credit

L/C Opening Commission Under Cash


	1st Quarter

For each subsequent quarter or part thereof.

Minimum


	@ 0.50% 

@ 0.30% 

Tk. 1000/-



	
	L/C Opening Commission Under AID/Loan/ Credit/Barter


	1st Quarter

For each subsequent quarter or part thereof.

Minimum


	@ 0.50% 

@ 0.30% 

Tk. 1000/-



	
	L/C Opening Commission Under Deferred Payment 

L/C Opening Commission for  Back to Back L/C on A/C of  export oriented Garments or specialized Textiles Industry 


	1st Quarter

For subsequent quarter or part thereof

Minimum


	@ 0.60% 

@ 0.40% 

Tk. 1000/-

@ 0.80% covering 180 days from L/C opening date to acceptance maturity date.

 

	
	L/C Opening Commission for  Back to Back L/C other than  export oriented Garments or specialized Textiles Industry
	For each subsequent quarter or part thereof.

Minimum


	@ 0.50%  

@ 0.30% 

Tk. 500/-



	
	L/C Amendment Charge 
L/C Opening Commissions where 100% margin is received


	If amendment of L/C is transmitted by SWIFT

1st Quarter

For each subsequent quarter or part thereof.


	At actual min Tk. 1000/-

            0.25% per quarter

Maximum




	Item. No.
	Type of  Services


	Nature of Charges/

Commission 


	Revised  Charges/Commission w.e.f. 01.04.2009

	
	Acceptance Commission under Differed Payment L/Cs

(except BTB)


	    1st Quarter 

For each subsequent quarter or  part thereof 

Minimum 


	@ 0.40%

@ 0.40% 

Tk. 1000/-



	
	If L/C’s are Transmitted by Mail

By Courier, By Post  


	Charge

(This shall cover cost of registered mail of L/C to Advising Bank & copy to Reimbursing Bank)


	  At actual

	
	If L/C’s Transmitted by SWIFT


	Charge


	At actual, Minimum Tk. 2500/-



	
	If L/C’s Transmitted in Short and Non-Operative SWIFT
	Charge


	At actual, Minimum Tk. 1000/-



	
	If Amendment of L/C is Transmitted by Mail, By Courier, By Post  


	Charge


	  At actual

	
	If Amendment of L/C is Transmitted by SWIFT


	Charge


	At actual, Minimum Tk. 1000/-

	
	Add Confirmation by Foreign Bank - 

Local Confirmation  Charge

For our arranging Add Confirmation charge from Third Bank


	Charge

Charge

Charge


	At actual 

@ 0.25% (Flat)

@ 0.25% (Flat)



	Item

No.
	Type of  Services


	Nature of Charges


	Revised  Charges /Commission

w.e.f. 01.04.2009



	
	Foreign Correspondents charges (FCC) for all types of L/C’s

 
	Charge


	 At actual  as per Schedule of Charges of Foreign Bank’s Claim plus Swift Charge

	      
	L/C Handling 


	Charge


	Tk. 1500/-

 (To be realized at the time of opening of L/C)

	
	Foreign Correspondents charges  for amendments of L/C’s


	         Charge


	At actual as per schedule of charges of foreign correspondents (to be realized at the time of amendment)   

Minimum Tk. 800/-

	
	Certification of copy

Documents for assessment of Customs Duty 
	Charge 


	FREE.



	
	L/C Cancellation or Expired Unutilized charges


	By Cable /Swift

By Air Mail


	FREE 

	2.


	Collection of Credit Report on the Beneficiary by Swift / 

Dun & Bradstreet


	Charge


	At actual as per schedule of charges of Foreign Correspondents plus Tk. 750/- for each report.


Foreign Trade (Export)

	Item No.
	Type of  Services


	Nature of Charges


	Revised Charges/Commission

 w.e.f. 01.04.2009



	1.


	Export

Negotiation Commission for Export Bills in Foreign Currency


	Commission


	No Charges for Negotiation, Interest

 on overdue period will be applied as per lending rate

	
	Negotiation Commission for Export Bills in Local Currency


	Commission


	@ 0.25 % flat.

 Minimum Tk. 1000/-

	
	Advising of Foreign Bank L/C’s to the local beneficiary
	Charge


	Tk. 1000/- 

Per instance for our client.

Tk. 2000/-  for other than Bank's client.

	
	Advising of Local L/C’s

BTB & Inland 


	Charge


	Tk. 500/- for our customers

Tk. 1000/-   for other than Bank's client.

	
	L/C Amendment Advising


	Charge


	Tk. 500/- per instance for our client.

Tk. 1000/- per instance for other Bank's client

	
	Transfer of L/Cs


	Charge

Amendment Charge


	Tk. 1000/- per instance for our client

Tk. 1500/- per instance for other Bank's client

 Tk. 300/- for our client

Tk. 1000/- for other Bank's client



	
	Foreign Bank’s Guarantee Commission against discrepant bills


	Commission


	At Actual 



	
	Collecting Bank’s charges abroad


	Charge


	At Actual



	
	Processing of documents under collection in Foreign currency
	Charge


	FREE



	
	Processing of documents under collection in Local currency


	Charge


	@ 0.15 % Minimum Tk. 500/- plus Swift/Telex/Mail Charges


	Item No.
	Type of  Services


	Nature of Charges


	Revised  Charges/ Commission  w.e.f  01.04.2009



	
	Mailing of Export Documents


	By Courier

By Post
	At Actual, Minimum Tk. 1600/-

For SAARC countries- at actual 

Minimum Tk. 1000/-

At actual, Minimum Tk. 500/-

	
	 SWIFT Charge for sending payment instruction of reimbursement
	Charge


	At actual, Minimum Tk. 500/-



	
	Adding of Confirmation


	Commission


	@ 0.25 % Minimum Tk. 1000/- 

if payable by foreign correspondent / beneficiary

	
	Handling Charge against Packing Credit Facility
	Charge
	@ 1.5 % 



	
	Foreign Trade 

(Export)
	Charge
	When any Packing Credit facility becomes overdue then it will be charged @ 15.00% P.a for the overdue period till the time of adjustment.

	2.


	Foreign Bank Guarantee

Advising of Guarantees to the beneficiary in original without any engagement on our part
	Commission


	Tk. 1000/- (Flat)

	
	Advising of Guarantees in original by adding our confirmation
	Commission


	@ 0.40 % per quarter or part thereof 

Minimum Tk. 2000/-



	
	Advising of Guarantee in our own format or on the format supplied by the issuing/ opening bank with our full engagement
	Commission


	 @ 0.50 % per quarter or part thereof 

Minimum Tk. 1000/-



	
	Indemnity for Shipping Guarantee in absence of original document provided full value of document is deposited by client.
	Charge


	Tk. 1000/-



	3.


	Export Transaction

Issuance of Export Performance Certificate (EXP)
	          Charge


	Tk. 200/- each




	Item. No.
	Type of  Services


	Nature of Charges


	Revised Charges/Commission  w.e.f 01.04.2009



	4.


	Stationery


	Charge


	Tk. 50/-



	     5.


	 Issuance of Proceeds Realization  Certificate

(PRC)


	Charge


	Tk. 500/-



	6.


	Issuance of Back to Back L/C Certificate 


	Charge 
	Tk.500/-


Foreign Trade (Miscellaneous)

	Item No
	Type of  Services


	Nature of Charges


	Revised Charges /Commission w.e.f 01.04.2009



	1.


	Forwarding application regarding Import Registration Certificate etc. (IRC)


	Charge


	Tk. 350/- per instance



	2.


	Handling Charges for License of Indenting & Money Changer etc.


	Charge


	Tk. 350/-



	3.


	Handling Charges for Settlement of Cash Incentive & DEDO


	Charge


	Tk. 1000/-



	4.


	Inland L/C Advising and Reimbursement Charge


	Charge


	Tk. 500/-



	5.


	Correspondence against Customer’s Queries / Investigation


	Charge


	At actual 

Minimum Tk. 300/-




Foreign Remittance
	Item No.
	Type of  Services


	Nature of Charges


	Revised Charges/Commission  w.e.f. 01.04.2009 



	1.


	   Foreign Remittances

Purchase of Foreign Bank Drafts drawn abroad
	Charge


	a) @ 0.20 % per US$

b) @ 0.30 % per GBP



	
	Payment of any Foreign Taka Drafts which are drawn on our Bank


	Charge


	FREE

 

	
	Encashment of any Foreign TT in Taka at our Counter


	Charge


	FREE 



	
	Encashment Certificate


	Charge 


	a) Tk. 100/- within 1 month

  b) Tk. 150/- within 3 months

c) Tk. 300/- over 3 months



	2.


	a) Opening / Renewal of Student File for Education Purpose

b) Remittance Fees


	Charge 


	a) Tk. 4000/-  + VAT 15 % per Student File

b) Other Charges as per Schedule of Charges. 

	3.


	Issuance of F.C. Demand Draft drawn  on Bangladesh Bank
	Charge


	Tk. 300/- or US $5/-

	4.


	 Clearing  of  FC Drafts drawn on 

Bangladesh Bank 


	Charge


	FREE

	5.


	Disposal of Remitted Fund on A/C of

 Home Remittance


	Charge


	FREE




	Item No.
	Type of  Services


	Nature of Charges


	Revised  Charges/Commission  w.e.f. 01.04.2009



	6.


	Collection (Inward)

For Collection of Clean Item (Inward) from local bank 
	Charge


	@ 0.15 % 

Minimum Tk. 200/-



	
	For Documentary Collection Bills (under all types of L/Cs)


	Charge


	@ 0.15 % 

Minimum TK. 500/-



	
	For Documentary Bill under Grant (without L/Cs)


	Charge


	@ 0.20 % 

Minimum TK. 500/-



	
	All other charges including SWIFT etc. for above transaction 


	
Charge


	At actual as per Schedule of Charge 



	
	Collection of Foreign Currency Draft from Abroad
	Charge


	At actual cost plus SWIFT Charge 

Minimum Tk. 500/-



	
	Encashment of any Foreign Currency Draft  at our counter


	Charge


	Tk. 300/- (flat)

Plus SWIFT charges (if any). 



	
	Issuance of TC/ Endorsement in Passport
	Fee  & Commission


	Endorsement Fee = Tk. 200/- (Fixed)

Issuance of TC = 1 %, Min. Tk. 100/-

	
	Issuance of Cash (FC) Endorsement in Passport


	Fee & Commission


	Endorsement Fee = Tk. 200/- (Fixed)



	
	Transactions by Nominee/ Account Holder in FC A/Cs
	Charge


	NO Charge 



	
	Issuance of FC Drafts on Foreign Correspondents


	Charge  


	TK. 500/- plus SWIFT Charge.



	
	Remittance by T.T. (F.C) through Foreign Correspondents (Out going)


	Charge 


	TK. 500/- plus SWIFT Charge



	
	Cancellation of Drafts in Foreign Currencies


	Charge


	At actual cost 

Min. Tk. 500/- plus SWIFT Charge.




On Line Charges for Any Branch Banking Services
	Transaction Type
	Limits
	Revised Charges w.e.f 01.04.2009



	Cash Deposit & Withdrawal
	Any amount within Dhaka or Chittagong Clearing House Area
	FREE

	
	Up to Tk. 1.00 lac, Outside Dhaka or Chittagong City
	Tk. 50/-



	
	Above Tk. 1.00 lac to Tk. 10.00 lac, Outside Dhaka or Chittagong City
	Tk. 100/-

	
	Above Tk. 10.00 lac to Tk. 25.00 lac, Outside Dhaka or Chittagong City
	Tk. 200/-

	
	Above Tk. 25.00 lac, Outside Dhaka or Chittagong City


	Tk. 300/-


* Vat is applicable as per Government Rules*
Special Note:

· Above Charges/Commissions/Rates are Exclusive Govt. Duty/Tax/VAT, if any, shall be recovered from the Customers in addition where applicable.

Place: The Premier Bank has thirty two branches all over the Bangladesh. And many other palaces in Bangladesh is prospected to set up the branches in Bangladesh. 
List of Branches :At present they have 30branches and 8 proposed branches (Sorted Alphabetically)

	Ashugonj Branch

Station Road, Ashugonj, Brahmanbaria.

Tel: 08528-448

Mobile: 01711826048

Banani Branch

Ground and 2nd Floor, Iqbal Center,

42, Kemal Ataturk Avenue, Banani, Dhaka – 1213

Tel: 9887581-84, Ext. – 301, 306

Fax: 880-2-8815393

Telex: 642542 PRBHO BJ

S.W.I.F.T. : PRMRBDDH

Bangshal Branch

1st Floor, 70, Shahid Syed Nazrul Islam Sarani

(North-South Road), Bangshal, Dhaka

Tel : 880-2-9565684, 880-2-9565738

Fax: 880-2-9565807

Barishal Branch

54, Sadar Road, Barisal

Tel : 0431-63102-4

Mobile : 0173450651, 0171465788

Fax : 0431-63104

Bhairab Bazar Branch

129 (Old), 172 (New) East Kalibari Rd, Bhairab Bazar, Kishoregonj

Tel : 09424-71122, 71133; Mobile : 01713144282 (Open: 16-11-2006)

Fax: 71133

Dhanmondi Branch

House # 84, Road # 7/A, Dhanmondi, Dhaka –1209

Tel : 9145186, 9143081, 8124746

Mobile : 01711- 595720

Fax : 9112395

Telex : 642552 PRBDB BJ S.W.I.F.T. : PRMRBDDHDHN

Dilkusha Branch

44, Dilkusha C/A, Dhaka – 1000

Tel: 880-2-9552303, 880-2-9569180, 880-2-9552328

Fax: 880-2-9552801

Telex: 642552 PRBDB BJ S.W.I.F.T.: PRMRBDDHDIL


	Elephant Road Branch

1st floor, 248, New Elephant Road, Dhaka

Tel : 880-2-8616803, 8617992, 8618003 (Direct)

Mobile : 01713-001815 (Manager)

Gulshan Branch

140, Gulshan Avenue, Gulshan Circle 2, Dhaka-1212

Tel: 880-2-8815268, 880-2-9882781, 880-2-9890391

Fax: 880-2-8818338

Telex: 642541 PRBGL BJ S.W.I.F.T.: PRMRBDDHGUL

Imamgonj Branch

75, Mitford Road, Imamgonj, Dhaka

Tel : 7313199, 7317752

Mobile : 01199805334 (Manager)

Fax : 7313199

Telex : 642556 PRBIM BJ

Joydebpur Branch

Ground Floor, Dilan Complex, Dhaka Road

Chandana Chowrasta, Joydebopur, Gazipur-1702

Tel : 9257551, 9257552

Mobile : 01713-039774

Kawran Bazar Branch

Pragati Rhone Poulenc Centre, RAJUK Plot No. 20 / 21

Kawran Bazar C/A, Tejgaon, Dhaka

Tel: 880-2-9121485, 9139657

Fax: 880-2-9133645

Khatungonj Branch

Nabi Super Market (1st floor), 232, Khatungonj, Chittagong

Tel: 639521 (Direct), 639523, 618259

Fax: 639468, Mobile: 01711- 723119

Kakrail Branch

46/A (2nd floor), VIP Road, Kakrail, Dhaka-1000 (Opening: 24 Dec 06)

Tel: 9344628, 9344438, 9353963, 9359116

Mobile: 01199885888, 01711584401, 01815447980 (Manager)

Fax: 9344438

	Khulna Branch

Ist floor, 141 Sir Iqbal Road, Khulna

Tel : 880-41-810253-4

Mobile : 01711-218373 (Manager)

Meghnaghat Branch

New Town Commercial Complex (1st Floor)

Meghnaghat, Sonargaon, Narayangonj.

Tel: 0607-8210111, 0189-249836

Mohakhali Branch (Islami Banking Branch)

99 Mohakhali C/A, Dhaka

Tel : 8853503, 8859223, 8858118(Direct)

Mobile : 01713-007659 (Manager)

Moulvi Bazar Branch

855/6 Sayed Mujtoba Ali Road, Moulvi Bazar, Sylhet (Opening: 28 Dec 06)

Tel : 62880, 62881

Mobile : 01715397399 (Manager)

Motijheel Branch

81, Motijheel C/A Dhaka – 1000

Tel: 880-2-957113-4,9557656,9555340(D)

Fax: 880-2-9557317

Telex : 642552 PRBDB BJ

Narayangonj Branch

2nd Floor, Rahat Complex, Old-56, New 53/3

SM Maleh Road, Tanbazar, Narayangonj

Tel: 9750102-3; Mobile : 01713031878 (Manager)

Fax: 9752493 (Opening: 15 Feb 2004)

O. R. Nizam Road Branch

Hotel Harbour View Building (1st Floor), 721 CDA Avenue,

O.R.Nizam Road, Chittagong (Open: 23-11-2006)

Tel : 031-2852437, 2852434, 2852438, 2852436

Mobile : 01713124422, 0189310526 Fax: 2852438

Rajshahi Branch

M.M.Plaza, 1st Floor, 222, Kumarpara, Old Nator Road, Saheb Bazar, Boalia, Rajshahi.

Tel : 880-2-0721-773408


	Rokeya Saroni Branch

Oriental Arabian Tower, Ground & 1st Floor, 849/3, Shawrapara, Begum Rokeya Sarani, Kafrul, Dhaka.

Tel : 880-2-03772820045

Savar Branch

Hashem Plaza, DEPZ Gate, Ganakbari, Savar

Tel : 880-2-7702108-9, Fax:7702108

Mobile : 01199808332 (Manager)

Savar Bazar Stand Branch

Savar New Market, Ground Floor, 03, Savar Bazar Bus Stand, Savar, Dhaka.

Tel : 880-2-7743753

Fax: 880-2-7743754

Sylhet Branch (Islamic Banking)

Plot # 177, Laldighirpar, Sylhet

Tel : 0821-813050-2

Mobile : 01713-010346, 01713-302002

Tongi Branch

175 Kazi Market (1st Floor), Mymensingh Road, Tongi.

Tel : 9815756-7; Mobile : 01711538758 (Manager)

Fax: 9815758

Uttara Branch

Ground floor, House # 39, Road # 7

Sector 4, Uttara, Dhaka

Tel : 880-2-8956430, 8953945

Mobile : 01199812862 (Manager)

Zinzira Branch

Haji Nannu Bepari Mansion(1st Floor),2nd Buriganga Bridge Road,

Zinzira, Keranigonj, Dhaka

Mobile : 01730000466(Manager)




Promotion: the Premier Bank limited Using Brushier, Leaflets, Billboards, TV advertisement, Radio advertisement as promotional activities of them. The premier Bank Ltd also decorates their branches by the leaflets of their branches when a new product launches. Premier Bank Ltd also engaged in some charitable or sponsored in many sports events as the part of their promotions such as premier Bank divisional cricate league.
[image: image17.emf]

Departments of The Premier Bank Ltd.
As far as The Premier Bank Ltd is concerned, it is one of the top in all-domestic commercial banks in Bangladesh. The rapid increase in branch network shows the Bank’s performance within seven years, which is worth considerable.

However, this branch works with mostly all banking operations, which are normally performed by every commercial bank. It has basically following departments under which it operates all functions of bank diligently. These are mainly:

· Account opening department:

· Remittances department:

· Clearing department:

· Accounts department: 

· Cash department:

· Credit department :

· Credit card department:

· General  service division:

· FDR Section:

SOWT  analysis of The Premier Bank Ltd:in SOWT analysis we find that though the premier bank limited is a pivate local bank but it have a good strength in the market and the opportunity to expand its operation is vast, on the other hand as it also have some weakness and threats too. the SOWT of The Premier Bank Ltd is explaining in below. 
Strength: Strength means the power of protection own from any destruction or the power of compete with others. In this view point I can say that the premier bank has enough strength to compete in the present market situation as it present total asset and liabilities shows that pre premier bank have enough asset and standard level of liabilities (in  respect to Bangladesh Bank )that helps premier bank Ltd to compete in the banking sector.

Opportunities: As the number of people of Bangladesh at present there are more that 16 corer people lives in Bangladesh .in which there are more than four corer people are employed and most of the people dot using any banking services so it a great opportunities to engage them with banking sectors on the other hand the premier bank have only thirty two branches in Bangladesh so it have a great opportunities to involve new clients by expanding their branches.

Weakness: As an organization The Premier Bank Ltd also have some problem or weakness to , as I know the premier bank is set up by some political people so it have a negative impression on the market.

Threats: The premier bank limited is a local private bank as at present it don’t have any threats but it could be because it is an financial organization and it lend money to other though it give money after gathering enough information about the clients but sometimes it could default. And as our country economy is venerable so any organization can fall in a bad situation in any time.
Details about Premier Genius Account:

Introduction:

The Executive committee/ board of directors of The Premier bank Ltd in its 662nd meting held on March 172008 have approved a new product named “Premier Genius Account\’-a saving account for the student s of our country. 

Premier Bank Ltd offers a banking pack for the students if you are a student, you will appreciate their new premier genius account with a number of extra benefits specially a higher rate of interest with some other benefits designed for the students of Bangladesh.

What are the features:

1. 7.5% p.a simple interest on daily closing balance. Effective rate will be 7.645however in case of Islamic Banking Branch, they will determine provisional profit rate, in the light of changes made, by themselves.

2. Interest is payable on half yearly.

3. Daily interest paid on daily closing balance.

4. Withdraw a maximum amount of tk.10000/-per day from any of our ATMs.

5. Free online banking for any amount in between of Dhaka clearing house area and Chittagong clearing area only

6. Free of charge standing instruction to transfer fund

7. free-pay order service (for self job application, admission and education purpose only)

8. Aftercompletion of the education, premier Genius Account will be converted in to regular savings account 

9. VISA debit card for ATM users named Premier Genius Card”. Free for the 1st year.50% discount on annual free for rest of the years.

10. Premier Genius A/C holder will get priority service /discount for opening student. File for abroad.

Benefits of the parents

Parents can transfer fund from their bank account to Childs premier Genius account free of charge. So that his or her collage fees,tution, living expenses etc. are taken care of it.

If you have a premier bank VISA credit card, you can give your son /daughter a supplementary card specify a pre determined spending limit.

Who are eligible?

· 18 years old or above

· Bangladeshi by national

· Enrolled in a full time program at under graduate/Post Graduate

Level or equivalent in a recognized university or educational instution

Documentation needed to open this account 

The applicant must provide the following documents:

1. Two copies of photograph

2. Acceptable Identity proof of the applicant such as an identity card, library card, pay slip, passport, if any, and a letter of conforming admission to the university or educational institution.

3. Photocopy of SSC or equivalent 

4. A letter of introduction from the university/institutions where the course particulars including end date of the course to be mentioned.

Completed Account Opening from with a nominee From, KYC From 7 Photograph of nominee attested by applicant.

5. Details of parents/Gardians-name,address ,phone numbers,nationality,residential status.

Interest calculation:
Interest will be calculated @7.00%p.s on Daily closing balance.

Suppose an account holder maintained balance TK.2000/-from the 1ST November to 9th November, TK .00/- from 10th November and tk-5000/- from 16th November, the interest on that account for the month November will be calculated as follows:

1. TK2000.00 X 9 days={(TK.2000X0.07)/360}X 9 days=TK.3.5

2. TK  00.00 X 6 days={(TK0.00X0.07)/360}X 6 days=TK.0.0

3. TK5000.00 X 15 days={(TK.5000X0.07)/360}X15 days=TK.14.58

So total interest on the above account for the month April will be TK3.50+TK0.0+TK14.58 = TK.18.08

Therefore to maximize the benefit of Interest from the account, student will be encouraged to maintain at least minimum balance of take 00/- in their Genius Account at all the times.

Fees and charges of the Premier Genius Account:
	Account Closing charge
	TK-200/-

	Standing Instruction
	Free

	Issuance of Solvency Certificate
	Free

	Supply of Regular Statement of Account
	Free of Charge

	Supply of Duplicate Statement of Account
	Free

	Stop payment Instruction
	TK.50/-per instruction

	Issuance of cheque book
	Issuing 10 leaves=TK.25/-

Issuing 25 leaves=TK.50/-

Issuing 50 leaves=TK.100/-



	Account Reactivation charge(if the minimum balance go below TK500/- at any time Account will be inactive
	TK100/-

	ATM fee for the Premier Genius Card
	(Free for 1st year only)50%discoun for the rest years.

	Pin replacement Fee
	At Actual

	Cash withdrawal Fee(ATM)
	Nil(Premier Bank ATM)Other ATM at actual

	Replacement Card Fee 
	At Actual

	Payment Order (self job application, admission& educational Purpose only)
	Free of Charge

	Online Transfer Charge For any amount in between Branches of Dhaka Clearing house area only
	Free of Charge

	Online Transfer Charge For any amount in between Branches of Chittagong Clearing house area only
	Free of Charge

	Online Transfer up to TK. One lac charge outside Dhaka and Chittagong city
	TK.50/-

	Online Transfer Above  TK. One lac to 10 lac charge outside Dhaka and Chittagong city
	TK.100/-

	Online Transfer Above  TK. 10 lac to 25 lac charge outside Dhaka and Chittagong city
	TK.200/-

	Online Transfer Above  TK. 25 lac charge outside Dhaka and Chittagong city
	TK.300/-

	Service Charge
	Free


Frequently Asked Questions:

· How do I approach Premier Genius Account?

Any one can just walk into any of our branch with your supporting papers as stated.

· How much amount required opening this account?

Any one can open this account by deposit of TK 2000/- only

· What is the minimum balance required to be maintained for a premier Genius Account?

The minimum balance required to be maintained is TK 500/- only to keep the account active.

· At what frequency will the interest be paid to me?

Interest earned on your premier Genius account balance shall be credited to your account on half yearly basis.

· Do I need an introduction from an existing premier bank account holder?

The Bank needs no introduction from an existing premier bank account holder if you are submitting satisfactory proof of identity with address as prescribed.

· Can this account to be opened jointly? Whom can I joint Applicant?

Nobody can’t open this account jointly, but can nominate someone

· Can this account opened in the name of any organization or firm?

 No this is a personal account for the regular student which can be opened individually

· What is premier genius card?

 Premier Genius card is a regular Premier VISA Debit card issued by the Premier bank Ltd which is only for the Premier Genius Account Holder.

· What is the difference Between a Premier Student Account and other Savings Account offered by Premier Bank ltd.

· Premier Savings Account:

Anyone Can Competent Person

Daily interest amount TK10000/-

Interest rate6.5% p.a

Service charge, online transfer fee is free with condition

· Premier genius Account:

Only a regular student at a minimum the age of 18 years old

Daily interest on any amount 

Interest rate is 7.50 pay

No Service Charge, online Transfer Fee is Free with conditions

Literature Review:

As my topic of Internship “Marketing strategies of the Premier Bank Limited “A special focus on the Prospect of Premier Genius Account”.
Marketing Strategy means: Marketing strategy is a method of focusing an organization's energies and resources on a course of action which can lead to increased sales and dominance of a targeted market niche. A marketing strategy combines product development, promotion, distribution, pricing, relationship management and other elements; identifies the firm's marketing goals, and explains how they will be achieved, ideally within a stated timeframe. Marketing strategy determines the choice of target market segments, positioning, marketing mix, and allocation of resources. It is most effective when it is an integral component of overall firm strategy, defining how the organization will successfully engage customers, prospects, and competitors in the market arena. Corporate strategies, corporate missions, and corporate goals. As the customer constitutes the source of a company's revenue, marketing strategy is closely linked with sales. 

The marketing concept of building an organization around the profitable satisfaction of customer needs has helped firms to achieve success in high-growth, moderately competitive markets. However, to be successful in markets in which economic growth has leveled and in which there exist many competitors who follow the marketing concept, a well-developed marketing strategy is required. Such a strategy considers a portfolio of products and takes into account the anticipated moves of competitors in the market.

(McGrath, Michael E., Product Strategy for High Technology Companies)

Service Quality

Service quality is a concept that has aroused considerable interest and debate in the research literature because of the difficulties in both defining it and measuring it with no overall consensus emerging on either (Wisniewski, 2001). There are a number of different "definitions" as to what is meant by service quality. One that is commonly used defines service quality as the extent to which a service meets customers’ needs or expectations (Lewis and Mitchell, 1990; Dotchin and Oakland, 1994a;

Asubonteng et al ., 1996; Wisniewski and Donnelly, 1996). 
Service quality can thus be defined as the difference between customer expectations of service and perceived service. If expectations are greater than performance, then perceived quality is less than satisfactory and hence customer dissatisfaction occurs (Parasuraman et al ., 1985; Lewis and Mitchell, 1990).

Always there exists an important question: why should service quality be measured? Measurement allows for comparison before and after changes, for the location of quality related problems and for the establishment of clear standards for service delivery. Edvardsen et al. (1994) state that, in their experience, the starting point in developing quality in services is analysis and measurement. The

SERVQUAL approach, which is studied in this paper is the most common method for measuring service quality.

Model of Service Quality Gaps

There are seven major gaps in the service quality concept, which are shown in Figure 1. The model is an extention of Parasuraman et al. (1985). According to the following explanation (ASI Quality

Systems, 1992; Curry, 1999; Luk and Layton, 2002), the three important gaps, which are more associated with the external customers are Gap1, Gap5 and Gap6; since they have a direct relationship with customers.

· Gap1: Customers’ expectations versus management perceptions: as a result of the lack of a marketing research orientation, inadequate upward communication and too many layers of management.

· Gap2: Management perceptions versus service specifications: as a result of inadequate commitment to service quality, a perception of unfeasibility, inadequate task standardization and an absence of goal setting.

· Gap3: Service specifications versus service delivery: as a result of role ambiguity and conflict, poor employee-job fit and poor technology-job fit, inappropriate supervisory control systems, lack of perceived control and lack of teamwork.

· Gap4: Service delivery versus external communication: as a result of inadequate horizontal communications and propensity to over-promise.

· Gap5: The discrepancy between customer expectations and their perceptions of the service delivered: as a result of the influences exerted from the customer side and the shortfalls (gaps) on the part of the service provider. In this case, customer expectations are influenced by the extent of personal needs, word of mouth recommendation and past service experiences.
· Gap6: The discrepancy between customer expectations and employees’ perceptions: as a result of the differences in the understanding of customer expectations by front-line service providers.

· Gap7: The discrepancy between employee’s perceptions and management perceptions: as a result of the differences in the understanding of customer expectations between managers and service providers.


According to Brown and Bond (1995), "the gap model is one of the best received and most heuristically valuable contributions to the services literature". The model identifies seven key discrepancies or gaps relating to managerial perceptions of service quality, and tasks associated with service delivery to customers. The first six gaps (Gap 1, Gap 2, Gap 3, Gap 4, Gap 6 and Gap 7) are identified as functions of the way in which service is delivered, whereas Gap 5 pertains to the customer and as such is considered to be the true measure of service quality. The Gap on which the SERVQUAL methodology has influence is Gap 5. In the following, the SERVQUAL approach is demonstrated.

SERVQUAL methodology

Clearly, from a Best Value perspective the measurement of service quality in the service sector should take into account customer expectations of service as well as perceptions of service. However, as

Robinson (1999) concludes: "It is apparent that there is little consensus of opinion and much disagreement about how to measure service quality". One service quality measurement model that has been extensively applied is the SERVQUAL model developed by Parasuraman et al . (1985, 1986,

1988, 1991, 1993, 1994; Zeithaml et al. , 1990). SERVQUAL as the most often used approach for measuring service quality has been to compare customers' expectations before a service encounter and their perceptions of the actual service delivered (Gronroos, 1982; Lewis and Booms, 1983;

Parasuraman et al. , 1985). The SERVQUAL instrument has been the predominant method used to measure consumers’ perceptions of service quality. It has five generic dimensions or factors and are stated as follows (van Iwaarden et al. , 2003):

(1) Tangibles . Physical facilities, equipment and appearance of personnel.

(2) Reliability. Ability to perform the promised service dependably and accurately.

(3) Responsiveness . Willingness to help customers and provide prompt service.

(4) Assurance (including competence, courtesy, credibility and security). Knowledge and courtesy of employees and their ability to inspire trust and confidence.

(5) Empathy (including access, communication, understanding the customer). Caring and individualized attention that the firm provides to its customers.

In the SERVQUAL instrument, 22 statements (Appendix I) measure the performance across these five dimensions, using a seven point likert scale measuring both customer expectations and perceptions (Gabbie and O'neill, 1996). It is important to note that without adequate information on both the quality of services expected and perceptions of services received then feedback from customer surveys can be highly misleading from both a policy and an operational perspective. In the following, the application of SERVQUAL approach is more specified with an example in a catering company.

Findings of the Study: 
Prospect: Naturally prospect means something expected; a possibility.Chances. Financial expectations, 

Especially of success. 

A potential customer, client, or purchaser. 

The Premier genius account is a saving account for the student in our country and the prospect of Premier genius Account is very high.

Because

In 2009, a total of 10,63,484 students appeared in the examination। Of them, 8.01 lakh students sat for the S.S.C. examinations under eight general education boards, 1.86 lakh students of under Madrasa Education Board and 75,057 students for the S.S.C. (vocational) exams under the Technical Education Board. Average 70.89% examinees of them have passed this year. (Source: Bangladesh national web)


In 2008 a total of 726,563 out of 10, 06,569 candidates under the nine education boards passed the SSC examination, held from March 23 to April 27 this yea(source: Bangladesh Education Board)

In 2007 As many as 10,24,537 students 5,51,255 boys and 4,73,282 girls appeared in this years SSC exams under nine educational boards and 5,97,955 of them  3,35,443 boys and 2,62,512 girls  passed. (Source: Bangladesh Education Board)

In 2006 As many as 789669 students, of   203030 in science, 346723 Humanities and 239916 in business Studies appeared in this years SSC exams under nine educational boards .(source: Bangladesh Education Board)
And al the above data shows that in some  recent  years there are more than thirty lacs student have passed in their S.S.C exam an if we hope that 75%of them continuing their studies then there is a great opportunity to involve them in Premier genius Account.
Analytical Data and calculation result of User perception and Nonuser Expectation
In the finding part I find that the clients of the premier bank are satisfied with the bank services. Here I tried to find out the market potentiality perception and the satisfaction level of the users of the bank services and the expectation level of the nonusers of bank services .To find out that I use the SPSS software for the calculation   

The user perception of the premier bank limited are describing in below

Part A:

Overall Satisfaction: 

Variale1


Bank service meets my expectation
	 
	Mean
	Std. Deviation

	Bank service meet my expectation
	4.00
	.926

	Valid N (listwise)
	 
	 


[image: image18.emf]Disagree


Agree


Srongly Agree


Bank service meet my expectation


Pies show counts




Disagree

Agree

Srongly Agree

Bank service meet my expectation

Pies show counts


The table and the figure shows that the mean value is 4 which means most of the people are agree with this variable that Bank service meet my expectation
Variale2
I am satisfied to openining premier Genius Account in this bank

	Frequency
	Percent

	8
	100.0
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The table and the figure shows that 100% of the people or the clients of this bank are strongly agreewith this variable that I am satisfied to openining premier Genius Account in this bank

Variale3


	 
	Mean
	Std. Deviation

	I will recomend this bank to my freinds and or associates
	4.50
	.535

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.5nd it can be take as approximate 5. Which shows that most of the clients are strongly agree with the variables that I will recommend this bank to my friends and or associates
Variale4

	 
	Mean
	Std. Deviation

	I am willing to continue transactation with this bank
	4.38
	.518

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.38nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that I am willing to continue transactation with this
Variale5

I experienced problem with this bank

	 
	Frequency
	Valid Percent
	Cumulative Percent

	Valid
	Yes
	3
	37.5
	37.5

	 
	No
	5
	62.5
	100.0

	 
	Total
	8
	100.0
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The Figure and the table shows that there are only 37%of people are agree with this variable that- I experienced problem with this bank abd 62.5 %of people don’t faces any problem 
Variale6

My problem resolved satisfactory

	Percent
	Valid Percent
	Cumulative Percent

	87.5
	87.5
	87.5

	12.5
	12.5
	100.0

	100.0
	100.0
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The figure says that there are 87.5 %people says that when they fall in a problem then the bank resolved the problem in satisfactory level

 For more elaboration of the user perception there are 25 variables and their descriptive analytical result are given in below

Users Perception

Variable 1

	 
	Mean
	Std. Deviation

	Bank should have modern looking equipment
	3.88
	.835

	Valid N (listwise)
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Figure 1
The descriptive analytical data shows that the mean value is 3.88 and it can take as approximate 4. Which shows that most of the clients are agree with the variables that the bank have the modern looking equipment.
Variable 2

	 
	Mean
	Std. Deviation

	The Physical Faciliies at excellent bank should be visually appearing
	3.88
	.835

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.88 and it can take as approximate 4. Which shows that most of the clients are agree with the variables that The Physical Facilities at excellent bank should be visually appearing
Variable 3

	 
	Mean
	Std. Deviation

	Personnel at excellent bank should be neat in appearence
	3.75
	1.165

	Valid N (listwise)
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                   Here we can see that most of the clients are agree with the variables of Personnel at excellent bank should be neat in appearance because the mean value if near about the agree perception.
Variable 4

	 
	Mean
	Std. Deviation

	Materials associated with the service should be visually appearing
	3.38
	1.188

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.38 and it cant be take as approximate 4. Which shows that most of the clients are neutral with the variables that “Materials associated with the service should be visually appearing”
Variable 5

	 
	Mean
	Std. Deviation

	When bank promise to do so somthing by a certain time they should do so
	3.75
	1.488

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.75and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that “When bank promise to do so something by a certain time they should do so”
Variable 6

	 
	Mean
	Std. Deviation

	When client has a problem bank should show a sincere interest in solving it
	4.00
	1.309

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4. Which shows that most of the clients are agree with the variables that “When client has a problem bank should show a sincere interest in solving it”
Variable 7

	 
	Mean
	Std. Deviation

	Excellent bank should provide their service at the time they promise to do so
	3.50
	1.069

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.5and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that “Excellent bank should provide their service at the time they promise to do so”
Variable 8
	 
	Mean
	Std. Deviation

	Excellent bank should insist on error free records.
	4.00
	1.069

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4. Which shows that all the clients are agree with the variables that Excellent bank should insist on error free records.
Variable 9

	 
	Mean
	Std. Deviation

	Personnel in excellent bank should tell clients exactly when services will be performed.
	4.13
	1.126

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.13and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Personnel in excellent bank should tell clients exactly when services will be performed.
Variable 10

	 
	Mean
	Std. Deviation

	Personnel in excellent bank should give promt service to client
	4.25
	1.035

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.25and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Personnel in excellent bank should give promt service to client
Variable 11

	 
	Mean
	Std. Deviation

	Personnel in excellent bank should always be willing to help client.
	4.50
	.535

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.50and it can be take as approximate 5. Which shows that most of the clients are stongly agree with the variables that Personnel in excellent bank should always be willing to help client.                                                            

Variable 12

	 
	Mean
	Std. Deviation

	The behavior of personnel in excellent bankshould install confidence in client
	3.88
	.991

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.88and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that the behavior of personnel in excellent bank should install confidence in client
Variable 13

	 
	Mean
	Std. Deviation

	Personnel in excellent bank should consistently courtious with clients
	4.13
	.991

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.13and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Personnel in excellent bank should consistently courtious with clients
Variable 14

	 
	Mean
	Std. Deviation

	Excellent bank should give client  individual attention
	4.38
	1.061

	Valid N (listwise)
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                   The descriptive analytical data shows that the mean value is 4.38and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that
Excellent bank should give client  individual attention
Variable 15

	 
	Mean
	Std. Deviation

	Excellent bank should have operating hours convenient to all their clients
	3.75
	1.282

	Valid N (listwise)
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                   The descriptive analytical data shows that the mean value is 3.75and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Excellent bank should have operating hours convenient to all their clients
Variable 16

	 
	Mean
	Std. Deviation

	Excellent bank should have staff who give clients personal attention
	3.75
	1.488

	Valid N (listwise)
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                 The descriptive analytical data shows that the mean value is 3.75and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that excellent bank should have staffs who give clients personal attention
Variable 17

	 
	Mean
	Std. Deviation

	Excellent bank shouldhave the clients best interest at hart
	3.63
	1.408

	Valid N (listwise)
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                 The descriptive analytical data shows that the mean value is 3.63and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Excellent bank should have the clients best interest at hart
Variable 18

	 
	Mean
	Std. Deviation

	The personnel of excellent bank should understand the specific needs of their clients
	4.13
	.991

	Valid N (listwise)
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                     The descriptive analytical data shows that the mean value is 4.13and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that The personnel of excellent bank should understand the specific needs of their clients.
Variable 19

	 
	Mean
	Std. Deviation

	Personnel in excellent bank should never too busy to respond to clients requests
	4.00
	.926

	Valid N (listwise)
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                 The descriptive analytical data shows that the mean value is 4. Which shows that most of the clients are agree with the variables that Personnel in excellent bank should never too busy to respond to clients requests
Variable 20

	 
	Mean
	Std. Deviation

	Personnel in excellent bank should have knowledge to answer clients questions
	4.50
	.756

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.5and it can be take as approximate 5. Which shows that most of the clients are strongly agree with the variables that Personnel in excellent bank should have knowledge to answer clients questions
Variable 21

	 
	Mean
	Std. Deviation

	Bank should deduct  less service charge
	3.63
	1.302

	Valid N (listwise)
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                                  The descriptive analytical data shows that the mean value is 3.6nd it can be take as approximate 3. Which shows that most of the clients are neutral with the variables that Bank should deduct  less service charge
Variable 22

	 
	Mean
	Std. Deviation

	Bank should  give more interest rate to their clients
	4.50
	.535

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.5nd it can be take as approximate 5. Which shows that most of the clients are strongly agree with the variables that Bank should  give more interest rate to their clients
Variable 23

	 
	Mean
	Std. Deviation

	Bank should charge less penalty to their clients
	3.50
	1.195

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.5nd it can be take as approximate 3. Which shows that most of the clients are neutral with the variables that Bank should charge less penalty to their clients
Variable 24

	 
	Mean
	Std. Deviation

	Bank should provide less waiting time to their clients
	4.75
	.463

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.75nd it can be take as approximate 5. Which shows that most of the clients are strongly agree with the variables that Bank should provide less waiting time to their clients
Variable 25

	 
	Mean
	Std. Deviation

	Bank should extent the time of payment installment
	4.13
	.641

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.13nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Bank should extent the time of payment installment
Nonuser Expectation:
Variable 1

	 
	Mean
	Std. Deviation

	Bank will have modern looking equipment
	4.19
	1.109

	Valid N (listwise)
	 
	 



The descriptive analytical data shows that the mean value is 4.19nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Bank will have modern looking equipment
Variable 2

	 
	Mean
	Std. Deviation

	The Physical Faciliies at excellent bank should be visually appearing
	3.69
	.793

	Valid N (listwise)
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  The descriptive analytical data shows that the mean value is 3.69nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that The Physical Facilities at excellent bank should be visually appearing
Variable 3
	 
	Mean
	Std. Deviation

	Personnel at excellent bank will be neat in appearence
	3.75
	1.238

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.75nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Personnel at excellent bank will be neat in appearence
Variable 4
	 
	Mean
	Std. Deviation

	Materials associated with the service will be visually appearing
	4.06
	1.063

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.06nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Materials associated with the service will be visually appearing
Variable 5
	 
	Mean
	Std. Deviation

	When bank promise to do so somthing by a certain time they will do so
	3.25
	1.183

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.25nd it can be take as approximate 3. Which shows that most of the clients are neutral with the variables that When bank promise to do so somthing by a certain time they will do so
Variable 6
	 
	Mean
	Std. Deviation

	When client has a problem bank will show a sincere interest in solving it
	4.38
	.719

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.38 and it can be take as approximate 4. Which shows that most of the clients are agree with the variables that When client has a problem bank will show a sincere interest in solving it
Variable 7


	 
	Mean
	Std. Deviation

	Excellent bank will provide their service at the time they promise to do so
	4.13
	.806

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.13nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Excellent bank will provide their service at the time they promise to do so
Variable 8


	 
	Mean
	Std. Deviation

	Excellent bank will insist on error free records.
	3.19
	1.167

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.19nd it can be take as approximate3. Which shows that most of the clients are neutral with the variables that Excellent bank will insist on error free records.

Variable 9
	 
	Mean
	Std. Deviation

	personnel in excellent bank will tell clients exactly when services will be performed.
	3.75
	1.000

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.75nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that personnel in excellent bank will tell clients exactly when services will be performed.
Variable 10

	 
	Mean
	Std. Deviation

	Personnel in excellent bank will give promt service to client
	3.94
	.998

	Valid N (listwise)
	 
	 


[image: image57.emf]Disagree


Neutral


Agree


Srongly Agree


Personnel in excellent bank will give promt service to client


Pies show counts




Disagree

Neutral

Agree

Srongly Agree

Personnel in excellent bank will give promt service to client

Pies show counts


The descriptive analytical data shows that the mean value is 3.94nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Personnel in excellent bank will give promt service to client
Variable 11

	 
	Mean
	Std. Deviation

	Personnel in excellent bank will always be willing to help client.
	4.00
	1.317

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4. Which shows that most of the clients are agree with the variables that Personnel in excellent bank will always be willing to help client.
Variable 12


	 
	Mean
	Std. Deviation

	The behavior of personnel in excellent bank will install confidence in client
	3.69
	.793

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.69nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that the behavior of personnel in excellent bank will install confidence in client
Variable 13


	 
	Mean
	Std. Deviation

	Personnel in excellent bank will consistently courtious with clients
	3.75
	1.000

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.75nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Personnel in excellent bank will consistently courtious with clients
Variable 14


	 
	Mean
	Std. Deviation

	Excellent bank willl give client  individual attention
	3.56
	1.153

	Valid N (listwise)
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 The descriptive analytical data shows that the mean value is 3.565nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Excellent bank willl give client  individual attention

Variable 15


	 
	Mean
	Std. Deviation

	Excellent bank will have operating hours convenient to all their clients
	3.19
	1.047

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.19nd it can be take as approximate 9. Which shows that most of the clients are neutral with the variables that Excellent bank will have operating hours convenient to all their clients
Variable 16


	 
	Mean
	Std. Deviation

	Excellent bank will have staff who give clients personal attention
	3.13
	1.258

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.13nd it can be take as approximate 3. Which shows that most of the clients are neutral with the variables that Excellent bank will have staff who give clients personal attention
Variable 17


	 
	Mean
	Std. Deviation

	Excellent bank will have the clients best interest at hart
	3.69
	.946

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.69nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Excellent bank will have the clients best interest at hart
Variable 18

	 
	Mean
	Std. Deviation

	the personnel of excellent bank will understand the specific needs o their clients
	3.88
	1.088

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.88nd it can be take as approximate 3 Which shows that most of the clients are neutral with the variables that the personnel of excellent bank will understand the specific needs o their clients
Variable 19

	 
	Mean
	Std. Deviation

	Personnel in excellent bank will never too busy to respond to clients requests
	3.50
	1.033

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.5nd it can be take as approximate 3. Which shows that most of the clients are neutral with the variables that Personnel in excellent bank will never too busy to respond to clients requests
Variable 20

	 
	Mean
	Std. Deviation

	Personnel in excellent bank will have knowledge to answer clients questions
	3.88
	.885

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.88nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Personnel in excellent bank will have knowledge to answer clients questions
Variable21

	 
	Mean
	Std. Deviation

	bank will deduct  less service charge
	3.19
	1.223

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.19nd it can be take as approximate 4. Which shows that most of the clients are neutral with the variables that bank will deduct  less service charge
Variable 22

	 
	Mean
	Std. Deviation

	Bank will give more interest rate to their clients
	3.69
	1.250

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.69nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Bank will give more interest rate to their clients

Variable 23
	 
	Mean
	Std. Deviation

	Bank will charge less penalty to their clients
	4.00
	.816

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4. Which shows that most of the clients are agree with the variables that Bank will charge less penalty to their clients
Variable 24

	 
	Mean
	Std. Deviation

	Bank will provide less waiting time to their clients
	3.44
	.964

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 3.44 and it can be take as approximate 3. Which shows that most of the clients are neutral with the variables that Bank will provide less waiting time to their clients
Variable 25

	 
	Mean
	Std. Deviation

	Bank will extent the time of payment installment
	4.06
	.929

	Valid N (listwise)
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The descriptive analytical data shows that the mean value is 4.06nd it can be take as approximate 4. Which shows that most of the clients are agree with the variables that Bank will extent the time of payment installment
Part B:

Respondent Identity of the user group: 

What is your gender?

	Percent
	Valid Percent
	Cumulative Percent

	37.5
	37.5
	37.5

	62.5
	62.5
	100.0

	100.0
	100.0
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In all the respondent there was 62.5%of respondent was male and 32.5%was female
What is your age

	 
	Frequency
	Percent

	
	16-20
	1
	12.5

	 
	21-25
	4
	50.0

	 
	26-30
	3
	37.5

	 
	Total
	8
	100.0
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The figure shows that there was most of the respondent was 21-25 of agesome of themwere 26-30 years of age and rest of them were 31-35years of age

What is your educational qualification

	        Frequency
	Percent

	Undergraduate
	4
	50.0

	Graduate
	3
	37.5

	Postgraduate
	1
	12.5

	Total
	8
	100.0
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The figure shos that there was 50%of respondents were undergraduate and 37%were graduate and rest of them were post graduate

Respondent Identity Nonuser group:

Variable:1

What is your gender

	 
	Percent
	Valid Percent
	Cumulative Percent

	Female
	12.5
	12.5
	12.5

	Male
	87.5
	87.5
	100.0

	Total
	100.0
	100.0
	 


Interactive Graph
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The table and the figure shows that there were only 12% of the respondent were female an rest of them were male 

Variable:2

What is your age

	 
	Frequency
	Percent

	Valid
	16-20
	1
	12.5

	 
	21-25
	4
	50.0

	 
	26-30
	3
	37.5

	 
	Total
	8
	100.0




Statistic

Here we can see that from all the respondent there were 12.5% were 16-20 years of age50%were 21-25 years of age and rest of them were 26to 30 years of age

Variable: 3

What is your educational qualificati

	 
	Percent

	Valid
	H.S.C
	6.3

	 
	Undergraduate
	75.0

	 
	Graduate
	6.3

	 
	Postgraduate
	12.5

	 
	Total
	100.0
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The table shows that the 75%of respondent were undergraduate 6.3%were graduate and 12.5 %were post graduate respondent

Conclusion and Recommendation: At the end of all the regular part of internship program after complete all the necessary can say that Premier Bank Ltd is one of the best quality private local bank  in Bangladesh and it have enough strength to capture the market in competition with other banks. and its promotional activities are weaker them other bank and it don’t give enough effort for their marketing campaigns there re some recommendation for premier bank given in below:

· Go private universities and offer the students there suitable products and services

· Increase media exposure by giving more promotional ads

· Participate in any nationwide program, sports or event 

· Try to remove bad political impression the banks have

· By giving better services try to create the clients loyal
Appendix:

(Parasuraman et al ., 1985; Lewis and Mitchell, 1990).

(Lewis and Mitchell, 1990; Dotchin and Oakland, 1994a;

Asubonteng et al ., 1996; Wisniewski and Donnelly, 1996). 
(McGrath, Michael E., Product Strategy for High Technology Companies)
(Merriam-webstar online dictionary)

Text Book: Principal of Marketing by “PHILIP KOTLER”

Questioner

Service Quality Survey

I am, Md.Mahethe Hasan student of Stamford University Bangladesh ID No: BBA -02707042 going to prepare my intern report on” Marketing strategies of the Premier Bank Limited: A special focus on the Prospect of Premier Genius Account”. As a partial fulfillment of the BBA Degree, under the supervision of Shamsun Nahar Momtaz, Assistant Professor of Stamford University Bangladesh .the purpose of this survey is to improve the level of customer satisfaction of Premier Bank Limited. Al information received will be kept confidential and will be used for academic purpose only. Your kind cooperation will be highly appreciated.

Section 1:

· Please indicate the extent to which you agree or disagree with the following statement s about the service   you received from the Bank staff during your transaction.

· Please put  the tick mark on the  scale number (1-Strongly Disagree,2-Disagree,3-Neutral,4-Agree,  5-Strongly Agree ) as your opinions

	SL
	SERVQUAL -Expectations
	Strongly Disagree
	Disagree
	Neutral
	Agree
	Strongly Agree

	1
	Bank will have modern looking equipment.
	1
	2
	3
	4
	5

	2
	The physical facilities at excellent bank  should be visually appealing
	1
	2
	3
	4
	5

	3
	Personnel at excellent bank will be neat in appearance
	1
	2
	3
	4
	5

	4
	Materials associated with the service (such as pamphlets or statements) will be visually appealing in an excellent bank
	1
	2
	3
	4
	5

	5
	When excellent bank promise to do something by a certain time they will do so
	1
	2
	3
	4
	5

	6
	When a client has a problem, excellent bank will show

a sincere interest in solving it.
	1
	2
	3
	4
	5

	7
	Excellent bank will provide their services at the time they promise to do so.
	1
	2
	3
	4
	5

	8
	Excellent bank will insist on error-free records.
	1
	2
	3
	4
	5

	9
	Personnel in excellent bank will tell clients exactly when services will be performed.
	1
	2
	3
	4
	5

	10
	Personnel in excellent bank will give prompt service to client.
	1
	2
	3
	4
	5

	11
	Personnel in excellent bank will always be willing to help client.
	1
	2
	3
	4
	5

	12
	The behavior of personnel in excellent bank will install  confidence in client
	1
	2
	3
	4
	5

	13
	Personnel in excellent bank will be consistently courteous with client.
	1
	2
	3
	4
	5

	14
	Excellent bank will give client individual attention.
	1
	2
	3
	4
	5

	15
	Excellent bank will have operating hours convenient to their entire client.
	1
	2
	3
	4
	5

	16
	Excellent bank will have staffs who give clients personal attention.
	1
	2
	3
	4
	5

	17
	Excellent bank will have

the clients  best interests at heart.
	1
	2
	3
	4
	5

	18
	The personnel of excellent bank will understand the specific needs of their clients.
	1
	2
	3
	4
	5

	19
	Personnel in excellent bank will never be too busy to respond to clients' requests.
	1
	2
	3
	4
	5

	20
	Personnel in excellent bank will have the knowledge to answer clients' questions.
	1
	2
	3
	4
	5

	21
	Bank will deduct less service charge 
	1
	2
	3
	4
	5

	22
	Bank will give more interest rate to their clients
	1
	2
	3
	4
	5

	23
	Bank will charge less penalty to their clients
	1
	2
	3
	4
	5

	24
	Bank will provide less waiting time to their clients
	1
	2
	3
	4
	5

	25
	Bank will extent the time of payment installment
	1
	2
	3
	4
	5


	SL
	SERVQUAL -Perceptions
	Strongly Disagree
	Disagree
	Neutral
	Agree
	Strongly Agree

	1
	Bank should have modern looking equipment.
	1
	2
	3
	4
	5

	2
	The physical facilities at excellent bank  should be visually appealing
	1
	2
	3
	4
	5

	3
	Personnel at excellent bank should be neat in appearance
	1
	2
	3
	4
	5

	4
	Materials associated with the service (such as pamphlets or statements) should be visually appealing in an excellent bank
	1
	2
	3
	4
	5

	5
	When excellent bank promise to do something by a certain time they should  do so
	1
	2
	3
	4
	5

	6
	When a client has a problem, excellent bank should show

a sincere interest in solving it.
	1
	2
	3
	4
	5

	7
	Excellent bank should provide their services at the time they promise to do so.
	1
	2
	3
	4
	5

	8
	Excellent bank should insist on error-free records.
	1
	2
	3
	4
	5

	9
	Personnel in excellent bank should tell clients exactly when services will be performed.
	1
	2
	3
	4
	5

	10
	Personnel in excellent bank should give prompt service to client.
	1
	2
	3
	4
	5

	11
	Personnel in excellent bank should always be willing to help client.
	1
	2
	3
	4
	5

	12
	The behavior of personnel in excellent bank should install  confidence in client
	1
	2
	3
	4
	5

	13
	Personnel in excellent bank should be consistently courteous with client.
	1
	2
	3
	4
	5

	14
	Excellent bank should give client individual attention.
	1
	2
	3
	4
	5

	15
	Excellent bank should have operating hours convenient to their entire client.
	1
	2
	3
	4
	5

	16
	Excellent bank should have staffs who gives clients personal attention.
	1
	2
	3
	4
	5

	17
	Excellent bank should have the clients  best interests at heart.
	1
	2
	3
	4
	5

	18
	The personnel of excellent bank should l understand the specific needs of their clients.
	1
	2
	3
	4
	5

	19
	Personnel in excellent bank should never be too busy to respond to clients' requests.
	1
	2
	3
	4
	5

	20
	Personnel in excellent bank should have the knowledge to answer clients' questions.
	1
	2
	3
	4
	5

	21
	Bank should deduct less service charge 
	1
	2
	3
	4
	5

	22
	Bank should give more interest rate to their clients
	1
	2
	3
	4
	5

	23
	Bank should charge less penalty to their clients
	1
	2
	3
	4
	5

	24
	Bank should provide less waiting time to their clients
	1
	2
	3
	4
	5

	25
	Bank should extent the time of payment installment
	1
	2
	3
	4
	5


Section 2: Overall Satisfaction

	01
	Bank service meets my expectation
	1
	2
	3
	4
	5

	02
	I am satisfied to opening Premier Genius account in this bank
	Yes
	No


Please clarify your choice:

	a
	

	b
	

	c
	

	d
	

	e
	


	03
	I will recommend this bank to my friends and or associates
	1
	2
	3
	4
	5

	04
	I am willing to continue transaction with this bank
	1
	2
	3
	4
	5

	05
	I experienced problems with this bank
	Yes
	No


Please clarify your choice:

	a
	

	b
	

	c
	

	d
	

	e
	


	06
	My problem resolved satisfactory
	Yes
	No


Section3: Respondent Identity

Name of the respondent:

Details Designation of the Respondent:

Gender:        Female                 Male

Age:             16-20             21-25              26-30            31-35


Education:        HSC                          Undergraduate  

                        Graduate                    Post Graduate

Thanks For your Cooperation’s
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