


The holistic marketing concept, as applied in the business today, encompasses financial performances blended
with proper accountability, ethical practices and most importantly socially responsible behavior of all stakeholders
of a business. The society for that matter is the biggest of all stakeholders. Study shows that the companies
adhering to CSR are performing better.

CSR in its current form is being used widely as a tool for creating brand image having positive impact in the mind
of the consumers. There has been a clear trend towards integration of social and environmental objectives with
the economic objectives. We cannot ignore our responsibility towards the society whose legitimate resources we
are using up – the natural resource, the human resource, the infrastructure, etc. So, a long term business motive
for the organization is to develop frameworks those encompass the explicit and the implicit components of the
social contract. This does not amount to philanthropy nor it is contrary to the very purpose of business. 

In the age of growing inter-dependence, there is little scope for anything that stands alone. Business
organizations should try to understand the ever-changing social contract to ensure sustainable growth. It is
believed that sustainability of an organization mainly depends on its visualization of the future and on the
realization that CSR will continue gaining momentum in the days to come.

Prime Bank Limited supports the concept of triple bottom line approach in CSR: good economic performance,
good social practice and good environmental practice to that end. Prime Bank Limited established Prime Bank
Foundation (PBF) as an independent entity separate from the Bank. PBF came into being with the noble
objectives of capturing various dimensions of CSR with special focus on education and healthcare for the have
not classes of the society.

PBF provides financial support to the underprivileged but meritorious students for persuasion of their studies up
to post-graduation level. PBF has set up an english medium school “Prime Campus” at Uttara, Dhaka, in 2008
to make the high standard english medium education accessible to the meritorious but deprived students. Most
recently, PBF has  undertaken  an  initiative  to  set up an Eye Hospital for extending eye treatment facilities to
the needy. 

The consumers today are more conscious and apply their precious judgment in selecting their service providers.
Thus we find a fundamental change in the way the consumers think and act in choosing their products and
services. The consumers want to know the value, ethical standard, tangibles etc. demonstrated by the
companies. They are also careful and sensitive about the way the companies treat the employees as well as the
community in which the companies operate their businesses. As such, it is imperative on the part of the
companies to strike the balance between profitability and social sensitivity. To that end, Prime Bank Limited is
integrating social responsibility into its operations. 

Prime Magazine started its journey to create a platform to inculcate creative ideas, share and exchange views
by developing triangular relationship among corporate sector, regulatory bodies and the universities. I express
my deep gratitude to those who have their direct and indirect supports to make our initiative a success.

Md. Tabarak Hossain Bhuiyan
Senior Executive Vice President 
Head of Marketing, Prime Bank Limited
Editor Prime Magazine.

Disclaimer: This magazine has been prepared by the Marketing Division of Prime Bank Limited (”PBL”) for the benefit and
use of the readers. The magazine is proprietary to PBL and readers are allowed to disseminate it in unabridged and original
form and reference should be made while quoting the magazine. Preparing this magazine, we have relied upon and
assumed, without independent verifications, the accuracy and completeness of all information available from public sources
or which was provided to us by or on behalf of the source of information cited in the magazine. We do not accept any
obligation arising out of any decision made from the contents of this magazine.

From the Desk of the Editor
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PBL Exchange (UK) Ltd.
A Big Step Toward Internationalization

In the 20th century, Globalization and Technology both
have made the world smaller than ever as well as offered
plenty of opportunities to diversify businesses. The talent
and global attitude of Bangladeshi people have made them
one of the most competent international communities
around the world. The huge population of Bangladesh is
now spreading around the Globe and utilizing its talents
only to supplement our economy. 
London is the home of the biggest Bengali community
outside Bangladesh and West Bengal, India. Approximately
600,000 Bangladeshis live in Britain as per official data.
compared to other immigrant communities, Bangladeshis in
Britain are regarded as a high net-worth population. Their
main business, restaurants contribute to some £4.3 billion
annually to British economy. Moreover, NRBs in fiscal
2009-2010 have sent US$827.51 million in Bangladesh.
Prime Bank Limited is adding a dimension to its success
story just making an effective use of technology and
judgment through the inauguration of PBL Exchange (UK)
Ltd. in August 2010 with three branches concurrently in
three major cities of Britain - London, Birmingham and
Oldham. situated in excellent locations that are frequent
passageway of Bangladeshis in the UK. Interior of the
branches in UK are as attractive as our branches in
Bangladesh.  
PBL Exchange (UK) Ltd. is committed to deliver remittance
from NRBs in UK to every corner of Bangladesh rapidly
with the best competitive exchange rate. With a view to
elevating its performance to the standard of the global
financial organizations and internationalizing banking
operations, this footstep of PBL would also act as a catalyst
in accelerating the socio-economic development of
Bangladesh. PBL Exchange will facilitate financial inclusion
of expatriate Bangladeshi with their family living in
Bangladesh. Strong IT platform powered by “RemitFast”,
remittance software developed by Bank’s own IT team has
been implemented from the day one. A team of officials
have been recruited, having experience and talents, after
careful screening. The officials were given training by a
British expert on Anti Money-Laundering and UK
Regulations in addition to simulated training before
processing live transactions. 
Before commercial operation, a month long campaign had
been carried out in popular local print and electronic media
having wide viewership. Leaflets and Flyers were also
distributed by officials of PBL Exchange in major mosques
on Fridays till opening of the Exchanges. The presence of
the Bank led by the Chairman in the live TV discussion in
UK was appraised by all and carried a positive impression
on PBL Exchange in UK. 
PBL Exchange (UK) Ltd. is the second fully owned
Exchange House of Prime Bank Limited, while Prime
Exchange Co. Pte. Ltd. was established in Singapore in
2006, as the first fully owned Exchange Company of Prime
Bank Limited and the first ever fully owned Exchange
Company in Singapore by any private Commercial Bank of
Bangladesh. 
A series of dates is very important here in the history of PBL
Exchange (UK) Ltd. After an extensive period of
brainstorming and persuasion, we obtained approval from

Bangladesh Bank on 25th August 2009 for establishing
PBL Exchange (UK) Ltd. Soon it was incorporated with
Companies House of England and Wales under
registration#7081093 on 19th November 2009. PBL
Exchange (UK) Ltd. obtained money laundering registration
on 13th April, 2010 issued by HM Customs and Excise and
it got registration of Financial Services Authority of UK on
14th May 2010. Finally the grand opening of PBL Exchange
(UK) Ltd. was held on 2nd, 3rd and 4th of August, 2010.

Services
PBL Exchange (UK) Ltd. offers easiest ways to NRBs to
remit money round the clock connected through our simple
collection and payment mechanism.
Remittance Collection: Now our customers can remit
money from UK to their Friends and Family residing in
Bangladesh through any of the following three Simple
modes:
Cash Deposit: Cash can be deposited to any of the three
branches of PBL Exchange (UK) Ltd for remitting money to
the ones residing in Bangladesh. Information of remitter
and beneficiary require to be duly provided prior to avail
remittance service.
Account Transfer: Customers can also send remittance
by transferring money to our bank account and provide us
remittance details by fax, phone or email. 
Internet/Online: Listed members of PBL Exchange (UK)
Ltd. may send remittances using internet/mobile.
Remittance Disbursement: The near and dear ones of the
remitters in UK can easily collect the money from any of the
branches of Prime Bank, as well as any other banks or
branches of BURO Bangladesh. Our promise is to deliver
hassle-free One Stop Service. The remittance collection
modes are following -
Instant Cash: Instant cash payment may be received from
any of the 88 branches of Prime Bank, all of which are
interconnected through State of Art real time online banking
system. 
Over the counter cash payment may also be received from
the widespread network of 500+ branches of BURO
Bangladesh.
Account Credit: If beneficiary maintain an account with
Prime Bank, remitted money will be credited instantly to
that account. This money can be withdrawn from any
branch within the banking hour or anytime from 900+ ATM
booths of Prime Bank and peer banks.
Furthermore, account maintained with any other banks
inside Bangladesh may be credited quickly through TT &
Pay Order.
Prime Bank is looking forward to extending and growing
further through adding more flair to its performance both in
domestic and international market.

Compiled by:
International Division
Prime Bank Limited
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Loan default is a universal phenomenon associated with all
types of business enterprises. However, loan default in
case of banks has special significance because extending
of credit is almost the exclusive business of banking
institutions. Naturally magnitude of loan default largely
determines the destiny of a bank. So, its importance is
absolute for the very existence of a bank. As banks deal
with other people’s money, quick recovery of loans is one of
the most important factors that banks make commercially
viable. 
Investors and entrepreneurs may default in paying their
loans for various reasons. Some of the reasons are as
follows:
n When an entrepreneur takes up any project, he/she

makes a project profile. The main goals, objectives and
the cost of production are set out there. Likewise, the
importers are also required to submit their project
profile showing therein the proposed rate of profit to the
Bank for the purpose of obtaining the loan. Here, it is
seen that some entrepreneurs prepare over invoiced
proposals in their bids for extra money from the banks
for personal gain.

n Some industries turn sick despite getting adequate
loans from banks. The main reasons for this are weak
management, wrong recruitment and administration of
the standard of the commodity and not following
correct marketing procedures.

n Inadequate prudential regulation and weak supervision
is a recipe for banking problem i.e. creating non-
performing assets.

n Poor prudential regulation and supervision are made
all the worse by an inadequate legal framework. 

n Banks are not the only problem in the financial sector.
Capital market is small and do not offer a competitive
alternative bank borrowing.

n Many of the classified loans are directive loans which
actually given by influence. For any influence, the
banks have to lend money to projects without
examining their economic viability.

n Ignorance of knowledge for proper analyzing of loan
proposal by credit officers.

n Negligence of the credit officers. Many credit officers
do not perform his/her assignment sincerely despite
getting all possible information about the respective
credit.

n Connivance of the Bank personnel with the borrower.

The recovery in fact starts from the selection of borrower.
When a loan applicant approaches a loan officer’s/credit
officer’s desk or calls over telephone for a loan, then he/she
has to look upon each loan request as a challenge and an
opportunity, not as a chore. 
It is well known that banks have pressing problems owing
to bad credits in Bangladesh. To improve the credit portfolio
better credit analysis is essential. Through good credit
analysis, we can reduce the volume of bad or classified
loans and it helps to form a good economic infrastructure
for any country. In this article, it has been emphasized upon
5 C’s for good credit and 5 C’s for bad credit and other 1C
for good and bad credit which can be used as a lending tool
for any credit officer.

First, lenders must know the Cs of good credit. These Cs
are the tried and true rules of good loan making’ consisting
of Character, Capacity, Condition, Capital and Collateral.
These traditional five Cs make the core of sound
commercial loan making. However, first of all after all
analysis we have to believe that credit will be good and it
will be refunded as per schedule. As we know that the word
“credit” comes from the Latin word “credere”, which means
"to believe" or "to entrust".

Character
Character refers to the likelihood that a credit customer will
try to repay the debt. This factor is of considerable
importance because every credit transaction implies a
promise to pay. The principal question is: Will the firm
(borrower) make an honest effort to pay the debt, of is it
likely to try to get away with something? Experienced credit
managers frequently insist that the moral character of a
borrower is the most important issue in a credit evaluation.
Thus, credit reports/trade checking is used to provide
background information on past performances, both for
businesses and for individuals. Credit analysts determine a
firm’s credit reputation by talking with the bankers, its
suppliers, its customers, and even its competitors. CIB
report to be collected from Bangladesh Bank and others
Bank report to be collected. No matter how character is
determined, it is clear that credit history (reputation) is
extremely important in determining whether credit will be
granted – both business and individuals should strive to
maintain good credit reputations. Trade checking and
various tools of market intelligence are used in this case.

Capital
Capital is measured by the general financial condition of a
borrower as indicated by an analysis of financial
statements. The lender will make sure that the company or
the person borrowing money is adequately capitalized.
Here, capital means net worth of the business. This
provides a caution for any loss that may occur and helps to
keep the bank from ending up in bankruptcy and court
haggling over the remains of a dead company. Special
emphasis is given to the risk ratios such as the debt/asset
ratio, the current ratio,  and the times-interest-earned ratio.

11Cs for Better Credit Analysis
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Capacity
Capacity is the subjective judgment of a customer’s ability
to pay. Capacity is a measure of the ability of the credit
customer to generate cash sufficient to service the debt.
Therefore, evaluation of this factor is based primarily on the
cash income received by the borrower (business or
individual). It is gauged in part by the customer’s past
record and business methods, and, for a firm, it might be
supplemented by physical observation of the firm’s plants
or stores. Again, credit analysts will obtain judgmental
information on this factor from a variety of sources.

Collateral
The borrower might offer assets as security in order to
obtain credit represent collateral. “The lender will make
sure that collateral does not drive the lending decisions.”
Especially, for large loans or long-term loans the lender
may require some type of collateral. If the borrower fails to
live up to the terms of the credit agreement the collateral
can be sold to satisfy the debt. As per experts opinion,
collateral is the last resort for any credit officer.

Conditions
Conditions refer both to general economic trends and to
special developments in certain geographic regions or
sectors of the economy that might affect the borrower's
ability to meet its obligations. Some firms perform very
poorly during economic downturns, so creditors need to
exercise greater caution when lending to such firms during
poor economic periods.
These traditional Cs of credit should be thought of as
commandants: Do this, check this, and look for that. These
rules have worked fairly well in the past, but in recent years,
bankers have learnt a few more Cs: Complacency,
Carelessness, Communication, Contingencies and
Competition. The five things of bad credit to guard against
the lessons learnt from the most recent lending mistakes.

Complacency
This is one of the most important lessons to be drawn from
the past few years and is to guard against complacency.
Many bankers have said something like, “I don’t need to
worry about that borrower, he has always paid us on time”-
that is obviously an incorrect assumption. Three things can
influence to make complacency. First, over reliance on
guarantors has been a problem. Bankers who accepted
those “solid” personal guarantees are creating worsening
conditions. Second, overemphasis on past performances is
another concern. The old adage that past success is very
true. But it was ignored. Third, over reliance on large net
worth is yet another concern. This is simply “good old boy”
lending.

Communication
A communication breakdown is a simple problem, but it can
easily destroy a whole bank. Poor communication, up and
down the line, is deadly. For up standard the
communication system a lender must concern about credit
quality objectives and upward communication system.
Credit quality can be judged through various information
software in this modern IT era. So, IT knowledge is very
much essential for all credit officers. Without IT knowledge,
it is not possible to communicate properly for better

judgment of credit proposal in this 21st century which is
called “the century of technology”. 

Carelessness
The second rule of bad credit, or mistake to be learnt from
is, carelessness. It was easy to say, “Don’t worry about the
loan documentation. I will get later.” There are a lot of loans
with improper documentation, incomplete of conditions
precedents (CPs), incomplete financials and inadequate
loan appraisal and no one knows where to find the
information because the officer responsible is no longer
working for the bank and it is all because someone was
careless. A lender must be aware of the following facts:
• Lack of current financial information (minimum 3 years

audited financial statement).
• Personal Net-worth statement.
• Lack of protective loan instruments.
• Information not kept in files.

Contingencies
Many bankers may think that they are the brightest
financiers, but no one looked at what would happen to his
or her loan if the economy slowed down. Bankers are
supposed to look at every bad thing that may happen and
then decide how likely it is that and of those things will
happen.

Competition
Competition is probably the most important of five C’s of
bad credit. Bankers decided to win the business decide to
win the business. Unfortunately, that meant making his or
her credit standard as loose as or looser that everyone
else’s. The Banker must think how his/her product can be
sold to the consumers and consumers will buy only this
Bank’s product not another Bank’s (competitor) products. 

Last C: Co-operation

This C can solve all the problems of bad Cs. This is Co-
operation. Co-operation from and to each other both lender
and borrower which may drive any credit facility the good
and bad credit also. A lender must remember that he/she is
not only a lender but also a consultant/guardian of the
borrower. And a bank is not also lender but also a financial
partner. So,  a hand  of  co - operation to increased to the 
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borrower any time to the borrower when it is necessary.
Moreover, as a Project Financier, it has to remember that
managing a project is more difficult than trade financing. It
is very difficult to generate sufficient cash flow from the
project to meet its debt obligation during the early stage of
the project. As such, in every project financiers need to
extend their utmost co-operation even determining
installment sizes to make the project a successful one only
after making detailed analysis of all the aspect properly.

By co-operation attitude, a credit officer must understand
the business cycle of the borrower. Credit officer will talk to
the customer in co-operation minded. A lender should
understand that without co-operation monitoring on the
credit is not possible. As a lending officer he must keep a
vigilant eye on the project i.e. when a project could be
started and how much fund is necessary for this purpose.
So, where the better co-operation there will be the

customer. But it should remind that co-operation will not be
the customer’s interest only but also the Bank’s interest as
here all the depositors’ money.

Md. Touhidul Alam Khan
Executive Vice President, Prime Bank Limited, 
Corporate Banking Division, Head Office
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Market Research by Your Own

It's crucial to analyze your market and target your clientele
before you waste money on advertising that won't get you
the results you want. Market research is also critical before
you spend time and money developing a new product or
service.
I'm always amazed at the number of business people who
just seem to do whatever they feel like doing - without
bothering to do any market research at all. 
Some business owners just become personally enamored
with some ideas of their own and decide to sell them
because they liked them. I like lots of things, and I believe
my ideas would work promoting my product/s. But that
doesn't mean that investing my time and money to sell
them to other people is a good idea. Investing time and
money in market research instead can save you a lot of
grief.

Conducting market research essentially means gathering
the information you need to make decisions about your
business. Market research is the systematic gathering,
recording, and analyzing data relevant to selling the goods
and/or services you produce.

There are a great many companies out there that will be
glad to conduct paid market research for you. In
Bangladesh, for example, companies like GrameenPhone,
Unilever, Prothom Alo, BATA, etc. are very frequent in
conducting market research for their products and services.
This is one of the significant reasons why they always
enable themselves in the customers’ Top of Mind (ToM). If,
like many small business owners, hiring a company to do
market research isn't in your budget, this article outlines
how you can do your own market research, including tips
for designing your own market research surveys and
questionnaires. 

Market Research Grid
Doing your own market research isn't difficult, although it
does tend to be time consuming. If you own a small
business, you're probably researching your markets
continually, informally. Every time you talk to a customer
about what he or she wants, or chat with a supplier or sales
rep, you're conducting market research. In a sense, your
customer service division is the biggest source of your
internal market research team.

But more formal market research is also necessary to keep
your business vital and growing. I think of market research
as a grid.

customer competition environment

primary

secondary

The Market Research Grid shows the two types of data
sources and the three areas of research that are important
to any business. You need to gather information from and

about your customers to focus your marketing efforts,
maintain and improve your customer service, and to guide
your efforts in developing new products and/or services.

Looking at the Market Research Grid, information gathered
about the competition can help you determine what works
and what hasn't worked, give you ideas for improving your
products and/or services, and provide insight into how to
increase or shift your share of the market.

The environment section of the Market Research Grid
refers to those economic, social, and political forces that
shape business. Gathering information about the
environment allows you to stay abreast of and respond to
particular trends or events that impact your small business.
Whether it's a predicted drop in interest rates, or the closure
of a local mill, you need to be aware of it and judge the
ripple effect on your business, for good or ill.

Think of secondary data sources as market research data
that's already been collected by someone else. Telephone
books, government publications, and sources such as
statistics calendar, trade journals, and surveys conducted
by other companies are all examples of information that's
already been gathered that you can use to get a fix on what
your customers want, what the competition has done, and
what the environment is like. 

Primary sources provide firsthand information. When you
survey your customers or question the competition, you're
gathering information directly from the source. While this
kind of market research data can be the most costly and
time-consuming to gather, it can also be the most valuable,
because it's the most current and the most specific.

Let's look at how you can use this grid to do your own
market research. Keeping the grid in mind will help you stay
organized when you're doing your own market research.

The first step in market research is to frame the question or
questions you want answers to. Suppose, for instance, that
you already run a successful retail business selling window
coverings (curtains, drapes, etc.). You’re wondering about
adding a blind and drape cleaning service to your business.
So your market research question is, is a blind and drape
cleaning service viable?

Through monitoring business trends (reading as many
magazine, newspaper, online, and trade journal articles as
possible related to business), you know that consumers are
increasingly concerned about recycling and reusing. And
you've been watching local businesses find success selling
used goods, from computers through vintage clothing. Your
monitoring of the environment tells you that people may be
more interested in doing something with their old blinds and
drapes instead of buying new ones.

For a market research question of this nature, the first area
you would research is the competition. Let's suppose that
there are three other window covering businesses in town.
You can call them and ask them if they supply this service. 
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If they do, you'll find out as many details as possible. Just
because someone else offers the service, doesn't
necessarily mean that you shouldn't; it just means you'll
have to carefully consider issues such as market share and
positioning.

The bulk of your market research will be consumer based.
You'd start with a market research survey of your current
customers, focused on whether or not they would be
interested in such a service. This could be as simple as
asking everyone who came into the store, or as formal as a
questionnaire. If the response was positive according to the
criteria you had set, you would move on to telephone
interviews with randomly selected members of your
targeted population. If these were positive, you might
proceed to more in-depth market research survey
interviews with selected respondents.

As you proceed, your research needs to become more
specific. Your first market research survey might be as
simple as, "Would you be interested in a drape and/or
curtain cleaning service?" But if indications are positive,
you need to know a lot more than just whether or not
customers are interested.

For example, you might ask how many times a year the
survey respondent would use such a service, or how much
he or she would be willing to pay to have his or her drapes
and curtains cleaned. Generally, the more detailed and
specific the information you gather in your market research,
the more useful it will be for making a decision.

Some Tips for Getting the Most out of Market Research
when You're Doing it Yourself

When you're doing your own market research, there are
some things you should keep in mind.

1. Your information will only be as good as your market
research sample: Be careful when selecting your market
research sample group to question. To get useful market
research data, your sample group needs to be relevant to
and representative of your target population. Notice that
just asking people in the store isn't good enough. Some of
them will say "Yes" just because they like you or don't want
to offend you. Informal market research is always tainted to
a degree by the relationships of the people involved.  

2. Design your survey or market research
questionnaire carefully: Make sure that it's focused
specifically on the information you need to know, and that
you haven't included any questions that may offend
anyone. Many people are put off by questions that ask them
how much money they earn, for instance. If you offend or
confuse them, they won't bother to fill out your market
research survey.

3. Keep your survey or market research questionnaire
fairly short: If possible, your market research survey or
questionnaire should all fit on one page. Some people are
intimidated by long forms; others see multiple page forms
as just too much of an imposition on their time. 

4. Always provide some opportunity for detailed
answers: Not everyone will take advantage of it, but some
will, and sometimes these written-in comments are the
most valuable of all.  

5. Work out your market research recording techniques
first: Telephone market research surveys are popular, but
how are you going to record what the respondents say? If
you're orally interviewing someone, will you record them or
take notes? The purpose of market research is to gather
and analyze the data, so you've got to have a system of
recording the data worked out in advance. 

6. Set the criteria for the information beforehand:
Market research is a process, which may shut down or be
redirected at any time. Before you ask your customers
anything, you need to have the market research process
clear in your mind. How many customers would have to
express an interest in the service to make it worth while to
continue researching the possibility? Set the market
research criteria beforehand, as in, "at least 50 percent of
customers need to show an interest in a curtain and drape
cleaning service or there's no point in moving to the next
stage of your market research". 

The amount of market research you do is limited only by
your time (if you're doing it yourself) or your budget (if you
hire someone else to do it). But market research is
necessary at all stages of a business's life, if you want
continued success. Only market research can truly keep us
in touch with what's most important - our customers, and
their needs and desires.  

Why Research is so Important
a. Research can perfect products: While conducting a
research you come across different types and segments of
customers with different tastes and talents. So its feasible
that you get different useful ideas about your products
(product design, quality, taste, even packaging design,
etc.). Sometimes you get more out of a research than what
you were conducting it for. This makes your product more
perfect; thus more suited for the target market.  

b. Research can deepen relationships: Whatever the
size of your company, you’ll find that research strengthens
the bonds between your company and its customers. The
bottom line is: people like it when you ask for their opinion.
Not only will they feel they are contributing to your
company’s success, but you’ll learn more about their
perceptions of: 

• Your company identity 

• Your competitors 

• New markets and products for your company 

Research firm TARP has found that for every person that
complains, 26 others don’t. So, if 10 customers have
complained recently to your company, another 260 may
have held their tongues while turning to your competitors.
Properly conducted research many times acts as a
feedback machine designed to root out these people’s
thoughts. 
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Other Important Research Payoffs

• Research can re-establish dialogues with long-lost
customers: Sometimes a survey is all that is needed to
reestablish a dialogue between a company and a
customer that feels ignored.

• Research gives people a chance to vent: Sometimes
people just want to air out their feelings. This doesn’t
mean they will abandon you or your company. To the
contrary, they may respect you more for giving them the
chance. 

• Research can find new growth opportunities right
under your nose: Customers might give you growth
ideas about which you’ve never thought of. 

• Research can increase awareness of ancillary
products: Good surveys not only collect data, but
disseminate information. As long as it is handled
tastefully, you can educate consumers about your
company’s new products or services with a survey. 

• Research can help you design business generation
campaigns: Through research you get to know the
gaps in the market where you can penetrate with your
products or services. Therefore, it gives you the
opportunity to tap the untapped market faster and win
customers ToM easier as the first to knock.

• Research helps you to design promotion planning:
Sometimes your customers reveal the way they love to
see you in the market. Market research gives you the
opportunity to know customers’ choice of promotion
which gets the most and best exposure.

• Research can sometimes reactivate dormant
customers: Through research you tend to advertise
your current products and services to the customers,
one way or the other. This sometimes leaves a positive
feedback from the customers resulting in generating
considerable amount of sales from both active and
dormant accounts. 

In closing, companies that are successful marketers must
commit to research as an ongoing marketing strategy. If
you’re really serious about improving your company’s
identity, you must have a market research program in
place. 

A.S.M Sabbir Hossein Khan
Officer, C & PARD, Marketing Division
Prime Bank Limited, Head Office

Our Achievements

Best Presented Accounts and
Corporate Governance Disclosures Awards 2009

Winner in the Banking Sector Category
(1st Position)

Best Presented Accounts and Awards 2009
Overall Winner
(1st Runner-Up)

SAFA Awards
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Prime Bank Limited, one of the leading banks in the
banking industry of Bangladesh, intends to extend and
facilitate the banking services to the nonresident
Bangladeshis (NRBs) in different countries of the world not
only for business opportunity but also as a part of
Corporate Social Responsibility. It is worthwhile to mention
here that so far the bank is serving the nonresident
Bangladeshis through its two fully owned exchange houses
namely PBL Exchange (UK) Ltd., UK and PBL Exchange
Co. Pte. Ltd., Singapore.

As apart of marketing and business development activities
of the Bank the SEVP and the Head of Marketing Division
of the Bank paid a visit to Canada and during his visit he
conducted an in-depth feasibility study to explore
burgeoning business opportunities for the Bank. He also
initiated some business development activities for the
target segment of the customer living in Canada by
attending a number of cultural events on various
occasions. 

Fourth Bangla Book Fair / Toronto Book Fair: On 10th
July, 2010 the fourth Bangla Book Fair known as Toronto
Book Fair was organized in Toronto where Prime Bank
Limited was one of the prime sponsors. The day long book
fair was participated by a number of publication houses of
Bangladesh and was attended by locals along with viewers
from different part of North America. Former Director
General of Bangla Academy Dr. Syed Mohammed Shahed
inaugurated the fair. The Honorable State Minister of the
Ministry of Housing and Public works of the Govt. Republic
of Bangladesh, Advocate Abdul Mannan Khan, MP
attended the event as the chief guest. RAJUK Chairman
Eng. Md. Nurul Huda, Professor of New Castle University
Australia, Abul Hasnat Milton and Former Deputy Prime
Minister of Ontario State of Canada and Present Candidate
for City Mayor of Toronto, George Smitherman were
present as special guests. The event promulgated the
image of the Bank.

Bangladesh Community Center and Services: On 8th
August, 2010, strategic committee of Bangladesh
Community Center and Services in Toronto organized a
conference cum cultural program proclaiming unity and
solidarity of Bangladeshis living in Canada. The program
was also attended by the Honorable Member of Parliament
of Canada Ms Maria Minna, President & CEO of Bengali
Television Channel Canada Inc., Dr. Khan Monjur E Khuda,
Editor of weekly Aajkal, Mr. Ronny A Chowdhury and a
huge number of local Canadian  Bangladeshis. 

The event got enormous media coverage through the local
newspapers. Moreover, Weekly Aajkal, a Bengali
newspaper in Toronto, has published an exclusive interview
of the Head of Marketing of Prime Bank Limited focusing on
his purpose of visit and the Bank’s objectives and initiatives
in favor of the non resident Bangladeshis in Canada.

During the interview with The Aajkal reporters, the Head of

Marketing  of  the  Bank  revealed that Prime Bank Limited 

Marketing and Business Development Initiative in Canada

SEVP and Head of Marketing along with the guests 
at the Toronto Book Fair 2010.

SEVP and Head of Marketing addressing the Toronto Book Fair 2010

SEVP and Head of Marketing of the Bank in an interview with the
reporters of the newspaper Aajkal.
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has been trying to build confidence in the non resident

Bangladeshis towards investing their hard earned money

through the Bank. He also talked about his earlier visit to

Canada and the findings about the burgeoning business

generation opportunity of the Bank.

Customer Meeting: Apart from the above, the Head of
Marketing has also organized a customer meeting where
he shared his views with the customers, distributed Non-
Resident Foreign Currency Account forms and product
brochures to them. He addressed various queries of them
and tried to build confidence about Prime Bank Limited. He
received huge response from the local non resident
Bangladeshis in Canada and they also hailed the move that
is taken by Prime Bank Limited. 

Conclusion: The Canada tour of the SEVP and the Head
of Marketing of the Bank has triggered multi dimensional
business opportunities for the Bank in the near future. This
tour will enable the Bank to gear up fresh and new drives

of business generation in Canada as part its business
expansion program.  

Compiled by:
Marketing Division
Prime Bank Limited

Questionnaire survey with the local community.

Our Achievements

Best Published Accounts & Reports 2009
1st Position

10th ICAB
National Awards

Corporate Governance Disclosure Awards 2009
Winner
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A "stock" is a share in the ownership of a company. It
represents a claim on a company's assets and earnings. As
one acquires more stocks, his or her ownership stake in the
company becomes greater. In finance, a share is a unit of
account for various financial instruments including stocks,
mutual funds, limited partnerships, and real estate
investment trust. In other way, a share or stock is a
document issued by a company. This entitles its holder to
be one of the owners of the company. Sometimes different
words like shares, equity, stocks etc., are used. All these
words mean the same thing.

So, what does ownership of a company give one? Holding
a company's stock means that one is one of the many
owners (shareholders) of a company and, as such, he or
she has a claim to everything the company owns. This
means that technically one owns a tiny little piece of all the
furniture, every trademark, and every contract of the
company. As an owner, one is also entitled to his or her
share of the company's earnings as well. The company
may distribute some or all portion of this earnings in the
form of 'dividend', provided they do not have better use of
this funds. However, the companies are not legally
obligated to distribute dividends. Take the example of
McDonald's Corporation. The company started in the
1950s, paid its first dividend in 1975. Though it was a
billion-dollar company, Microsoft, which was established in
1975, paid its first dividend in 2003. If we analyze the
history of dividend payment pattern of different companies,
then we will see that firms with high growth rates are likely
to pay no or lower dividends.

Hence, the Dhaka Stock Exchange (DSE) is categorizing
their listed companies on the basis of percentage of
dividend declared each year, e.g. with 10% dividend a
company can be listed in 'A' category. And failure to follow
this instruction is penalized by downgrading to 'B' or 'Z'
category. This regulation is hardly found in other stock
exchanges of the world. Legal experts in company law may
see this directive of the DSE to be ultra-vires of the real
epitome of company formation or its operation. That is why,
companies may be prohibited to talk about future dividend
even in their prospectus. In addition to this, while becoming
public; companies should have a dividend policy. This
document is not found in the case of any firm operating in
our country. However, Securities Exchange Commission
(SEC) and DSE have not indicated anything about their
stance on this issue. 

Now, a question might come into one's mind about why the
founders of a company would like to share the profits with
thousands of people when they could keep profits to
themselves. The reason is that at some point every
company needs to "raise money". To do this, companies
can either borrow the same from somebody or raise the
amount by selling ownership of the company. The later is
known as issuance of stock. Issuing stock is advantageous
for the company because it does not require the company
to pay back the money or make interest payments along
the way.

Investors, on their part, enter the secondary market (stock
market) with the hope that they can make money on a stock
through the appreciation of its price. Sometimes they can
earn 100% or more capital gain if the company is
successful. However, by becoming an owner, investors
also assume the risk of the company not being successful
and thus may incur capital loss. At this point, it is
noteworthy that investors' risk is locked by 'limited liability'.
This means, as owners of a stock, investors are "not
personally liable" if the company is not able to pay its debt.

Companies are sharing their profit with millions of
shareholders only to raise equity funds from the capital
market. But what would be the situation when sponsors
themselves are in the capacity of financing maximum part
of their fund requirements? This will then mean general
investors will be fighting for only a small portion of shares
available in the market and pull the demand curve. This is
very true in our capital market. In most of the companies
sponsors are holding more than 50% of the shares and in
some instances, the percentage soars up to ninety. As our
market regulators are talking about market correction, price
stabilization, lack of supply, increase of market depth,
fundamental analysis before investment and so on, then
why are the SEC and DSE allowing this big holding? Is it
because of poor demand for initial public offerings (IPOs)?
We believe the demand for IPOs is not low. The
subscription result of last ten IPOs does not allow us to
draw any contrary conclusion. In most cases, all such
issues were oversubscribed five to ten times. This high
demand shows investors' confidence in those IPOs and
ultimately, when such shares are traded in the secondary
market, their prices rise to unexpected height. Thus,
genuine investors are not getting time for their fundamental
analysis. Moreover, when excess demand makes the share
overpriced, market regulators then intervene in the name of
market correction. Who is the loser in this correction
process? Obviously, the small investors, who bought those
shares observing the market trends before intervention. 

There is a confusion about the definition and implication of
face value of shares in our market. The face value of a
common stock is the nominal value assigned by a
corporate charter, and has no specific financial relevance
after the issue date. It is also known as par value of share
and a company decides what will be the par value of its
share. However, it depends on two different factors:
authorized capital and number of shares they want to
issue. Authorized capital is the maximum capital a
company can raise in its lifetime and is mentioned in its
legal documents (Article of Incorporation and
Memorandum of Association). A company also decides
how many investors they want to share their ownership,
i.e., the number of shareholders. When authorized capital
is divided by the number of shares, a company gets face
value or par value of its share. 

In our capital market we have experienced certain
comments on face value, e.g. no firm can issue share for
more   than  Tk.  10 or Tk. 100. There is, thus, a strong
trend to  ensure a  uniform  face value for all companies to

Some Thoughts from Stock Market
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minimize the ambiguity between market price and par
value. This has largely misguided the investors because
fundamentally face value has no connection to the market
price and not even is a determinant. For example, if there
are two companies with net asset value of Tk. 500, the
share of one can have a face value of Tk. 10 and that of the
other, Tk. 100. In that case, what would be the expected
market price of shares of each company or at what price an
investor should buy the share from that the market,
assuming the risk and all other market-related parameters
are exactly the same for both companies? Both the shares
should definitely be traded in the market at around Tk. 500
(±). Now the question is, how is the face value creating
ambiguity in this case? Or how is this 'non-uniformity' of the
face value misdirecting the investors? The regulatory body
might have different explanations. Furthermore, the
company law provides no scope for such 'uniformity' or
'ambiguity'. The law says company is the only authority to
determine their par value.

One more issue related to face value and market value
may be discussed here. Fundamentally, they have no
connection. For any shareholder, the price of a stock
(market value) is equal to what he or she has paid for it in
the secondary market, other than IPOs. Even, if the firm
issues shares at a premium, the price will be more than par

value at the time of subscription for IPOs. Nonetheless, at
a later date when companies announce earnings, they
declare the same on face value because of accounting
convenience. So as an investor, one needs to calculate the
value of his or her return, as compared to market value, not
on par value. Let this issue be illustrated with an example.
Let us say one has bought one share at Tk. 200 (investor's
investment is Tk. 200) from the market, whereas its face
value is Tk. 10 and then the concerned company
announces 50% dividend. In that case, the investor will
receive Tk. 5.0 (Tk. 10 x 50% x 1 share) on his or her
investment. Therefore, his or her actual return (dividend
only) on one share is 2.5% (Tk. 5.0/Tk. 200). Based on this
calculation, the distinction between par value and market
value is clearly visible. An investor might become very
happy over the announcement of 50% dividend on par
value; however, the eventual impact on his or her wealth is
only 2.5%. It is a tricky game!

Anup Chowdhury
Senior Lecturer
BRAC Business School
Email: anup@bracu.ac.bd

While waiting in line at the bank, a co-worker developed a very loud case of hiccups.

By the time he reached the teller's window, the hiccups seemed to have worsened. The

teller took my friend's check and proceeded to run a computer verification of his

account. After a minute she looked up from her terminal with a frown and said  that

she would be unable to cash his check. "Why not?" My friend asked incredulously. 

"I'm sorry, sir," she replied, "but our computer indicates that you do not have

sufficient funds to cover this amount. As a matter of fact," she continued, "our

records show your account overdrawn in excess of $5000." "It can't be!" he cried. "You

have to be kidding!" "Yes, I am," she answered with a smile, counting out his cash.

"But you will notice that your hiccups are gone."

Corporate Jokes



14

i. Exports receipts during July-October, 2010 increased
by US$1827.85 million or 37.35 percent to
US$6721.41 million as compared to US$4893.56
million during July-October, 2009.

ii. Import payments during July-September, 2010
increased by US$1897.00 or 37.02 percent to
US$7021.60 million compared to US$5124.60 million
during July-September, 2009.

iii. Remittance receipts during July-October, 2010
decreased by US$32.63 million or 0.90 percent to
US$3576.17 million against US$3608.80 million
during July-October, 2009.

iv. Gross foreign exchange reserves of the BB stood
higher at US$11160.34 million as of end October,
2010, against US$10833.55 million by end
September, 2010.

v. The annual average rate of inflation (12-month
annual average CPI, 1995-96=100) increased to 8.12
percent in September, 2010 from 7.87 percent of
August, 2010.

Monetary Policy Context, Outcome and Outlook

FY 10 macroeconomic developments and monetary policy
actions in retrospect: In the backdrop of global economy
coming out of slowdown on a recovery path beset with
lingering uncertainties, FY 10 (July 09-June 10) began for
Bangladesh economy on growth path with 5.88 percent FY
09 real GDP growth against preceding year’s 6.19 percent;
but with weakening export demand from traditional western
markets, slowdown in new investment activities and a large
liquidity overhang cumulating from slow utilization of
growing inflows from expatriate workers. Expectations for
FY10 were for substantial recovery in export and new
investment growth momentum by the end of HI FY10.
Growth supportive stances were maintained in fiscal and
monetary policies, but with wary eye on buildup of
inflationary pressures. To sustain buoyancy in domestic
demand and output activities, the social safety net for the
weak and the vulnerable poor was widened; strong
agricultural and SME credit programs supported by BB
refinance lines expanded financial inclusion of
underserved/un-served productive economic sectors and
population segments. Domestic demand, output and
investment activities thus strengthened were expected to
use up the liquidity overhang from FY 09. Real GDP growth
in FY 10 was expected to be around 6.00 percent, with 12
month average CPI inflation within 6.50 percent by end FY
10, from 6.66 percent of end FY 09.

Remittances are the Country's Second Highest
Revenue Earner after Exports

The amount of money sent home by Bangladeshis living
abroad has reached a new record high, according to the
Central Bank of Bangladesh. In August, the total sum of
money sent home reached a historic peak of $937m up;
30% from a year ago. The boost to the Bangladeshi
economy comes despite the global recession hitting
overseas jobs. Remittances are the country's second-
highest revenue earner after exports. There are an
estimated 6.5 million Bangladeshis living and working
abroad, mainly in the Middle East, Europe and the United
States. Millions at home are dependent on money sent by
their expatriate relatives - money that has been credited for
the decline in poverty in the country. "The figure also shows
that the global recession had little impact on the flow of
remittance to Bangladesh although job opportunities in the
major markets have declined in recent months." Many
other countries have reported a sharp decline in
remittances during the economic downturn. But analysts
say many Bangladeshis are in low-end jobs and so the
recession has not hit them as hard as it has affected blue
collar workers.

Growth Outcome and Outlook

Output growth performance in the agriculture sector in
Bangladesh was robust in FY10, with climatic conditions
favorable on the whole, and with strong hands on support
from agricultural ministry and government ensuring timely
access to adequate inputs and financing. The agriculture
ministry estimates FY10 agriculture sector output growth
provisionally at 4.39 percent, against preceding year’s 4.60
percent. Industry sector output growth is estimated
provisionally by the government at 6.42 percent against
preceding year’s 6.46 percent; quite fair when seen against
output disruptions from power and gas supply outages, and
from slower than hoped for recovery in export demand.
Provisional government estimate for service sector output
growth in FY10 is 6.59 percent against preceding year’s
6.32 percent, the higher FY10 growth supported interalia
by BB promotion of SME lending, and higher social safety
net expenditures of the government underpinning
buoyancy of domestic demand. Government’s provisional
estimate for overall FY10 GDP growth is 6.09 percent,
against preceding year’s 5.88 percent. Final BBS estimate
for FY10 growth are yet to be available, and some external
observers hold  the  view  that FY10 real GDP growth may

Economic Indicators During FY 2009-2010
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actually have fallen marginally short of 6.00 percent,
because of energy shortages causing underutilization of
manufacturing output capacity, and slower than hoped for
recovery in export growth. For FY11, the national budget
projects real GDP growth of 6.70 percent; which should be
attainable subject to favorable weather conditions for
agriculture, rapid recovery in export growth with
diversification into new markets including the emerging
economies, and urgent substantial increase in power and
gas supplies.

Inflation Outcome and Outlook

Despite easing in domestic annual point to point CPI
inflation trend from March 2010 and in global commodity
price trends from May 2010, 12-month average domestic
inflation crept to 6.51 percent in April 2010, exceeding
marginally the 6.50 percent ceiling targeted for FY10. The
average CPI inflation will continue up creep for some
months before starting decline in line with trend in point to
point CPI inflation. IMF’s July update of WEO projects
global inflation to remain moderate in 2010 and 2011 and
the FY11 national budget expects 12-month average CPI
inflation in Bangladesh to remain within 6.50 percent in
FY11.

Monetary Policy Stance for H1 FY11

Monetary policies in FY11will be maintained on a growth
supportive stance to help promote faster inclusive
economic growth, with due vigil against inflationary
pressures. BB’s financial inclusion initiatives will continue
strong support for adequate lending for agriculture, SMEs,
renewable energy and other productive sectors; while
discouraging expansion in lending for wasteful
consumption and unproductive speculative investments.
Monetary program for FY11 has been chalked up
accordingly, based on real GDP target and inflation ceiling
mentioned in the FY11 national budgets. BB will remain
proactive in liquidity management operations and policy
interest rate/CRR/SLR adjustments as warranted by
unfolding developments. The liquidity overhang and the
inflows driven appreciation pressures on Taka  are
expected to ease out with stronger investment activities,
and with settling down  of workers’ remittance growth  and
rise back of import growth to their trend levels. The financial
stability of banks and financial institutions are also under

constant watch of BB. For this, the state owned and private
sector banks are now being supervised by BB on the same
footing.

Mobile Banking

Prompt delivery of workers’ remittances, at affordable
costs, to recipients in rural areas away from bank branches
has for long remained a challenge for banks. Remitters and
recipients not well-served by banks have often been lured
by fast acting hundi channels diverting the foreign
exchange inflows to illegal capital flight, tax evasion and
crime/terrorism financing. Mobile banking, using cell phone
as a tool, extends banking services to the door of the mass
people. Fast expanding mobile telephony in Bangladesh
already covers well over half the total adult population. This
has opened up windows of opportunity for creative
partnerships of banks and mobile telephone companies in
devising cost effective arrangements for delivery of
remittances (and eventually other financial services)
through the countrywide area agent networks of mobile
phone companies covering rural areas distant from bank
branches. BB has now been encouraging such
partnerships between banks and mobile phone networks, a
number of such BB approved partnerships are already
active. Recently, BB has strengthened its monitoring and
supervision activities on agricultural and SME loan with the
help of the existing countrywide mobile network, keeping
record of cell phone numbers of farmers and small
entrepreneurs.

Green Banking

BB has introduced Taka 2.0 billion refinance line in FY 10
against bank loans for environment friendly investments in
solar energy, biogas plants and effluent treatment plants.
All commercial banks will provide loans up to Taka  1 crore
for setting up effluent treatment plant (ETP), solar panel
and bio- gas plant at a 9 percent interest rate. Recently BB
switched over to solar-powered lighting by setting up a 20
kilowatt solar panel, as a move towards encouraging green
energy in Bangladesh. A new refinance facility of Taka 5.0
billion has just been introduced to capacitate jute sector,
the age-old green pillar of Bangladesh economy.

Source: Bangladesh Bank Website.
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The corporate sector in Bangladesh and beyond
recognises that bumping up of Corporate Social
Responsibility (CSR) designed to respond to huge unmet
needs of the society can be one of the important means in
achieving long term and persistent business value. Better
understanding of CSR has also strongly come about as a
result of the United Nations Millennium Development Goals
(MDG), in which a major goal is the increased contribution
of assistance from a range of organisations to help alleviate
poverty and sufferings, and for businesses to be more
aware of their impact on society. In the context of country’s
current scenarios, private and public together with the
development players and partners are very much aware of
the CSR and its synergistic effects on national
development process. There is no “one-size-fits-all” for
pursuing a CSR approach. Each company has unique
characteristics and circumstances that will affect how it
views its operational contexts and its defining social
responsibilities. One of the finest things about CSR as
perceived by Prime Bank is the extent to which it takes real
social and community problems or issues in the way bank
does business and innovates responses to them. As such,
Prime Bank has strengthened the management capacity of
its Foundation, the non-profit subsidiary of the bank for its
corporate social responsibility, having staffed with right kind
of human resources required to reinforce it commitment to
the society. 

Prime Bank Foundation (PBF) works to create an
opportunity for all to access to basic human needs, the
healthcare and education, in particular in which every
person enjoys their right to a life with dignity. The
Foundation in line with its strategic framework and in
conformity with Bangladesh Bank’s guidelines on CSR will
keep going with its endeavours over the next five years
focussing on three strategic goals or pillars. Each pillar is
supported by several key initiatives with near and long term
measurable targets.  

Goal 1: Make education more accessible to the target
population we work for

Goal 2: Make health more accessible to the target
population we work for

Goal 3: Build a strong and dynamic organisation, capable
of facilitating effective education, eye and other
components of health programme, and having positive
impact on public opinion, policies and practices.

Aligning with its long-term goal, the Prime Bank Foundation
has chalked out a number of short, medium and long term
projects focusing more on health and education to be rolled
out over a period of next 5 years. Some of the
projects/programmes have already been initiated/
implemented.

Prime Bank Foundation has taken education as a tool for
social change. Accordingly, education has been one of key
areas the Foundation is focusing on. The Foundation has
both medium term demand side and long term supply side
financing education projects. In one hand, through its
demand side financing project named as “Education
Support Programme”, the Foundation since 2007, has
been trying to remove the access barrier of many economic
hardship-hit estimable students to their desired level of
education by providing long term and renewable financial
support. Under this programme the underprivileged but
meritorious students are being provided with financial
support in the form of monthly stipends for the persuasion
of their under-graduation/graduation/post-graduation level
studies in the country’s public sector universities and
medical/engineering/agriculture colleges. With a view to
providing financial support to higher secondary level
underprivileged but meritorious students, in 2010, a project
known as NHS Education Award under Education Support
Programme has been launched from a hard-to-reach
district like Shariatpur. On the hand, under its supply side
financing project, in 2008, it has set up a low cost but
quality English Medium school “Prime Campus” more
accessible to all at Uttara, Dhaka.

The impacts of Prime Bank Foundation’s projects on
education have started to be highly visible at the personal
and family levels of the priority target groups which are
being closely monitored and documented/ disseminated as
case studies/success stories.  As such, the Foundation
would continue to attach importance to education as one of
its areas of focus and keep necessary budgetary
allocations needed for materialising the plans on
education.  

With a view to achieving a part of the goal on healthcare,
the Foundation is going to set a state-of-the-art eye
hospital in Dhaka city soon, the hallmark of which will be
quality eye care at prices that everyone can afford. 

The transition of Foundation’s approach from short term to
mid and long term solutions for the problems it intends to
address has led us to analyse current capabilities, prioritise
and strategise choices including the purchase of lands
needed for implementing long term visible projects on
education, health and other service delivery sectors. The
result of which has already been noticeable through
purchase of a big piece of land at Ashulia, Savar needed to
build a complex of its long term education, health and other
service delivery projects thereon. 

Dr. Iqbal Anwar
CEO, Prime Bank Foundation

CSR Seen Through Prime Bank Foundation Lens
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Motivation: Many contemporary authors have defined the
concept of motivation as: the psychological process that
gives behavior purpose and direction (Kreitner, 1995); a
pre-disposition to behave in a purposive manner to achieve
specific, unmet needs (Buford, Bedeian, & Lindner, 1995);
an internal drive to satisfy an unsatisfied need (Higgins,
1994); and the will to achieve (Bedeian, 1993). For this
paper, motivation is operationally defined as the inner force
that drives individuals to accomplish personal and
organizational goals.

Why is motivation of employees needed? The answer is
survival (Smith, 1994). Motivated employees are needed in
the rapidly changing workplaces. Motivated employees
help organizations survive and grow. They are more
productive. To be effective, managers need to understand
what motivates employees within the context of the roles
they perform. Of all the functions a manager performs,
motivating employees is arguably the most complex. This is
due, in part, to the fact that what motivates employees
changes constantly (Bowen & Radhakrishna, 1991). 

Employee: As per Merriam-Webster Online Dictionary
'Employee' is one employed by another usually for wages
or salary and in a position below the executive level.

An employee, in legal terms, is a person who is employed
by an employer to do any work for hire or reward under an
employment agreement. This means that people who work
as independent contractors are not treated as employees
(but they still have obligations, and obligations are owed to
them).  The legal act treats some people who do not fit this
definition as if they were an employer’s employees for most
purposes.  These are:

n people working as volunteers, in certain situations;

n people who are getting on-the-job training or getting
work experience;

n people who are loaned by their employer to do work
for someone else.

Under the common law doctrine in the United States, an
'employee' is one who a person has the right to 'direct and
control' in the performance of some compensated duties,
and accordingly, it is appropriate to hold the 'employer'
liable for the tasks of the employee he 'controls'.

We may mention some other definitions of 'Employee'
(collected from internet):

n Any individual employed by the Employer;

n A person who performs work for an employer under a
verbal or written understanding where the employer
gives direction as to what tasks are done, but
independent contractors are not employees;

n A person who works for a public or private employer and
receives remuneration in wages, salary, commission,
tips, piece-rates or pay-in-kind;

n An individual who provides services for compensation
to an employer and whose duties are under the control
of the employer;

n Employment is a contract between two parties, one
being the employer and the other being the employee.
In a commercial setting, the employer conceives of a
productive activity, generally with the intention of
creating profits, and the employee contributes labour to
the enterprise, usually in return for payment of wages.

Developing Country: The expression 'Underdeveloped or
developing countries' originated in the mid 1900s, at first
denoting those countries in Asia and Africa that were not
aligned with either the communist bloc nations or the non-
communist western nations. Because they were for the
most part poor and underdeveloped, the term was
transferred to all countries with those characteristics, and
later still to poorer groups within a larger prevailing culture.

These countries are technologically less advanced, or
developing, generally characterized as poor, having
economies distorted by their dependence on the export of
primary products to the developed countries in return for
finished products. These nations also tend to have high
rates of illiteracy, disease, and population growth and
unstable governments. The term 'Third World' is also used
for these countries. Numerically, the Third World dominates
the United Nations, but the group is diverse culturally and
increasingly economically, the oil-rich nations, such as
Saudi Arabia, Kuwait, and Libya, and the newly emerged
industrial states, such as Taiwan, South Korea, and
Singapore, have little in common with desperately poor
nations, such as Haiti, Chad, and Afghanistan. In 1980, the
earth's population was estimated at 4.4 billion, 72 percent
of it in the third world, and it reached 6.2 billion, 80 percent
of it in the third world, at the close of the century. This
population explosion in the third world will surely prevent
any substantial improvements in living standards there as
well as threaten people in stagnant economies with
worsening poverty.

Money: Encyclopedias and other books scream that
MONEY is the mean by which the exchange relationships
are realized. Money randomly appeared at some historical
phase. In pre-capitalist formations different goods such as
fur,  grain,  cattle  served  as  money.  Gradually,  precious

Money as a Motivational Factor for Employees at Developing Countries
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metals (gold, silver) took over that role because they meet
the requirements of the money as a good in the best
manner. The complication of the modern financial flows
facilitated substitute of metal money for credit money that
arose in the form of bills and bank accounts. The main
functions of money are turnover, value function, and saving
function.

Now-a-days a new function of money obtained a significant
meaning; this function is the reflection of the level of
credibility in our society. Not only can money solve
problems, but it can create them, too. The usage of it
creates inequality and interdependence. Money is a
measure of wealth and a measure of poverty at the same
time. Not only becomes it attributed to the power, but a
weapon in the fight for power. Moralists condemn money,
idealists refute it, and even economists sometimes
undermine its meaning. However, it is universal in everyday
life, and it fuels overall progress. From the very beginning
of its existence money created a new type of obsession -
strive for possessing it in great amounts, because for many
people it became a measure of happiness. That's why
many religions consider money evil, a devil's seduction.

We get some other definitions of 'Money' (collected from
internet):

n The most commonly used medium or media of
exchange in a market society. A community's most
marketable economic good, which people seek
primarily for the purpose of later exchanging units of it
for the goods or services they prefer. The circulating
media most readily accepted in payment for goods,
services and outstanding debts. Money is an
indispensable factor in the development of the division
of labor and the resulting indirect exchanges on which
modem civilization is based.

n A piece of metal, as gold, silver, copper, etc., coined, or
stamped, and issued by the sovereign authority as a
medium of exchange in financial transactions between
citizens and with government; also, any number of such
pieces; coin. It acts as an intermediary market good and
is an abstract form of power.

n Classically it is said that money acts as a unit of
account, a store of value, and a medium of exchange.
Most authors find that the first two are nonessential
properties that follow from the third. In fact, other goods
are often better than money at being inter-temporal
stores of value, since most monies degrade in value
over time through inflation or the overthrow of
governments.

n A psychological creation; a concept; the mental image
of that which is used as a medium of exchange.

Discussion: Motivation is recognized as one of the best
tools of modern people management. It has been watched
since the inception of ‘Human Resource Development’ as

the most widely accepted means to sharpen the inherent
creative intuition of professionals of different occupations
especially the people who serves the organization for
money in the form of salary or remuneration. Men used to
come out of caves for hunting or to collect fruits - to satiate
their basic needs. Till date, men or women are used to sell
out their labor, service or talent for money to buy daily
necessities to satisfy their basic wants, comforts or
luxuries.

In developing countries, people are used to spend their
earnings to buy basic needs such as food, shelter, clothing,
medicines and for education where earning scope is
limited. In families, hardly one or two persons have the
earning scope while others are absolutely dependent on
them. Moreover instability and price hike put the cost of
living line upward trend all the time, it goes higher every
year. So the earning person cannot comply with the
positive norms of recognition of life other than cash benefit.

Every human being is a conscious lord of nature, though
many of them can not expose their inborn creative intuition
due to lack of inspiration or persuasion. Motivation is an art
and science of recognizing one’s creative intuition or
contribution, distinct from others following the same
performance declaring, either in material or in abstract
form, persuading to do better performance further. Mere
lucid approach to act distinctively pays in maximum cases
zero contribution. But if it were declared in material benefit,
the asking job would have been a better performance
indeed. Therefore money plays a pivotal role to accelerate
better performance whenever he or she is engaged. 

An employee may be a person irrespective of gender,
creed a color who sells their services at a pre fixed rate
measured by times payable on daily, weekly or monthly
basis. This service is treated in average. But in course of
time, if the employee so wishes or tries may develop
volume of performances with accuracy or some times extra
performances. Here the employer recognizes the
employee by way of promotion, better posting, with extra
responsibility, vehicle facility and by increasing his or her
salary / remuneration. This persuasion is a motivation, the
employee to do quality jobs of distinctive nature with due
care.

Amongst all the aforesaid recognition, money is widely
preferred in developing countries like ours. For example
what we see is that garments workers at a comparatively
bad working atmosphere work relentlessly up to the dead
of night for the sake of money, an extra or additional
monetary benefit. Similarly the sweepers in the streets
clean odd garbage for money. Educated fellows prefer
private  corporate  jobs,  work  even  up  to  late hours of
the day, for better payment. Social recognition pays here
very humbly. So,  money  as  a  means  of  motivation  –  is
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unanimously accepted, in a society like ours, and the
maxim 'money is godlier' – is established.

To translate the arguments, the following dominating points
should be pointed out:

n Money is only the medium of exchanges; so money
motivates people for better performance;

n Since developing countries are not affording welfare
to the citizens, every necessity is to be purchased or
hired at the cost of money;

n Mere abstract recognition may appetize the impulse of
an employee but it will serve no purpose of his or her
basic needs;

n Cash payment for good job as a means of motivation,
most of the employees become keen to discharge
best of their abilities as money enables them to buy
these basic needs and comforts;

n As money has the unquestionable acceptance in
exchange, recognition of one’s extra ordinary
performance in money makes the motivation aspect a
momentum to the vast majority;

n 'Money is the criteria of social status' – is widely
recognized in every developing country. People in
general ask for the figure an employee draws but
seldom for the position has he or she held.

In contrary to the above living points of arguments,
somebody may raise questions for social dignity of the
employee. Some may opine that the public organization
could bring him or her extra recognition and respect, but in
fact, due to financial insolvency people do not bother to
work even as a clerk where extra income is possible rather
than to join as a first class magistrate. Highly educated and
meritorious young men, now-a-day, who qualify public
service commission, give first option or preference for
customs or for police service, because of monetary
preference. In poorly paid conglomeration employees
count time to leave office but in multinational organizations,
employees don’t bother to work up to late hours of the day
for better payment. Doctors of government hospitals are
committed to serve the people but they are busy in private
clinics and health complexes for money. So, in developing
countries, it has been well felt that only money can unlock
the dormant innovation of an employee. In fact, people
have different needs those lead them for innovation and
production things to be done.

Abraham Maslow presented his 'hierarchy of needs' theory
explaining need based motivation and he proposed
basically a five level hierarchy. But in comparison to the
needs of developed countries and the developing counties
needs, Maslow's physical safety need is more workable in
developing countries. For example, garments workers of
China and Bangladesh work for their existence, need

basics for their survival. The extrinsic reward they receive
and hygiene factor such as job security, adequate pay and
safe working condition that help avoid dissatisfaction. Since
they are tired of paying for the basic needs, don’t really
expect intrinsic rewards such as opportunity in
advancement, job challenge, or increased responsibility.
Though Maslow's theory is not fully workable but this may
be termed as the mean to develop a work force in the
developing counties.

Clayton Alderfer developed a needs specific model of
motivation (ERG theory) simplifying content theory that
identifies existence, relatedness and growth need
categories and acknowledges multiple needs may be
operating at one time without being hierarchy determined.
Alderfer rejects Maslow's premise that lower level needs
must be satisfied before higher level needs are activated.
ERG theory believes that a person can seek growth
experiences when relatedness and may be even existence
need have not been adequately met. This may be a far
microscopic percentage. But in reality, Alderfer's ERG
theory could not claim dominance for motivational tools.

Gradually the researchers engaged themselves to find out
the tools those have positive response on motivation.
Frederick Herzberg developed a ‘dual factor’ theory,
segmenting as hygiene factors and motivator factors.
Hygiene factors are those factors surrounding the job - job
security, working conditions, quality of supervision,
interpersonal relationships, adequacy of pay and fringe
benefits - lacking of which may cause dissatisfaction, so
hygiene factors affects greatly in the third world countries.
But motivator factors such as job challenge, responsibility,
advancement and recognition are intrinsic. So, for the
needy, motivator factors, seem less appealing.

Douglas McGregor’s theory ‘X’ and the theory ‘Y’ though
crafted from philosophical views, but his theory ‘X’
assumed about human behavior postulate that people act
to realize basic needs and therefore do not voluntarily
contribute to organizational aims. What we are viewing as
citizens of a developing country like ours and other
developing countries where workers and employees go for
strike if their basic needs are not met as desired. On the
contrary these people work enthusiastically where the
payments can satiate their basic needs.

Comparative Scenario: Motivation is our conscious
decision to direct our efforts more toward one or more
activities than other possibilities and or to vary the level of
efforts exerted. Several theories seek to identify individual
needs or motives and suggest how each factor activates
different behaviors. Maslow originally identified five
hierarchical levels of needs but later simplified to define
needs as either deficiency or growth aspiration forces.
Alderfer distilled Maslow's theory into three nonhierarchical
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needs - like existence, relatedness and growth that brought
to research support. Herzberg focused on work motivation
claimed simply providing for hygiene or maintenance needs
does not – motivate. Only motivators, the sources of
satisfaction found in the nature of work, itself will motivate.

Some needs become such compelling sources of
satisfactions to an individual that they become socially
learned motives. Theories of motivation are applicable in
different societies in different ways to different income
classes.

The above named experts passed their opinions in the
context of North American socio-economic structure which
may not be fully compatible with the developing countries,
because these researches reflected the mental picture of
the professionals of much higher income class societies.
Yet these researches could point out some real life
parameters which are able to disclose the causes of
problems of the developing countries that we have
mentioned earlier. Professionals of developed countries
mainly spend their income for comfort and luxuries while in
developing countries, they are to spend maximum of their
income on basic needs like food, shelter, clothing,
medicines and education. In developed countries,
professionals value on intrinsic value of motivation while
the developing countries professionals prefer in extrinsic
one.

Though motivation is a widely accepted tool to persuade
professionals all over the world but it differs basing on basic
needs and the available means to satiate those
requirements. Whenever the professionals of the
developed countries await holidays to attend their friends of
opposite genders in clubs and casinos - professionals of
developing countries go to meet their families at home.

Echoing philosopher Alfred North Whitehead’s opinion of
three purposes of motivation those represent men’s needs
showing their preference i.e. first to be alive, next to live
well and then finally to live better. Now we are to consider
the workable tools of motivation those persuade
professionals or employees to work as per the desire of
employers. The choice for satisfaction or dissatisfaction
varies from society to society depending on financial
stamina. Normally what is luxury to one may be comfort to
another and necessity to somebody. This is true to all geo-
physical regions - segmented as per per-capita income.
For example, a car is an essential item in the developed
country for most of the people and it is a comfort to many
but is a mean of lively hood to a taxi-cab driver.

Employees of developing countries can not think of a
personal car as their incomes are not worthwhile to
maintain it. An employee’s budget is almost always a deficit
budget as he is to maintain all the dependants upon him

and is to spend much of the budget to buy food, clothing
and shelter. So, to please an employee, the employer
needs to pay more money. Here is a saying, 'let money to
mend one’s poverty torn soul and this is a better treatment'.

In developed countries, motivational tools work individually
while in developing countries these tools work on groups.
Reasons are that in developed countries professionals are
very much individualistic in nature. Hofsteed's investigation
of dominant cultural values in so countries found that
United States ranks higher in individualism. Similar cases
are found in Canada, Great Britain, Netherlands, Belgium,
Germany, Australia, Switzerland and many parts of the
developed world. Family concept is almost absent there
which is almost reverse to the social order of the
developing countries. 

It is generally understood that countries with people who
could satiated their intrinsic needs – thereafter may think
for extrinsic needs to be satisfied. Persuasion in the
language of money is worth persuading than any other
forms applied in developed society. So, it is rightly
pronounced that money is the strongest motivational
means of employees in developing countries. 

Conclusion: In the end, we should say that to motivate the
employees wherever they happen to work, employers
recognize employees contributions in so many languages
and forms, but when it is in case of developing countries
they (employers) are to locate their (employees) tools of
satisfaction. Developing countries are those where
employment opportunity is limited, alternative earning
sources are scared, social securities are ignored, economic
disorders and price hike are common, dependence on
nearest man or woman earners are many.

Beyond this, some prefer promotion, some prefer better
posting, few may prefer for extra responsibilities but money
has a common appeal to all. So, the question itself shows
the trail of answer straight to the highway of tested class of
maximum employees in developing countries. Yes, there
are some other stimuli of motivation having appeal those
could satiate their extrinsic need earlier. The salient feature
of the employees in general in the developing countries is
that they can hardly satisfy the basic needs. They cannot
even think of living better. Therefore, money is the most
appealing means for motivation in developing countries.

Abu Zafar Md. Sheikhul Islam
Senior Vice President
Islamic Banking Division
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It is well recognized that well-functioning financial systems
are essential for economic development. Well-functioning
financial systems are by definition efficient, allocating funds
to their most productive uses. It also covers other vital
purposes such as offering savings, payment and risk
management products to as large a set of participants as
possible, seeking out and financing good growth
opportunities wherever they may be.

The current development theories increasingly project the
role of access to financial services, the lack of which is
often the critical element underlying income inequality as
well as slower growth. In its landmark research titled
“Building Inclusive Financial Sector for Development”
popularly known as Blue Book, the United Nations had
raised the basic question: Why are so many bankable
people unbanked? Who are bankable unbanked?

It is estimated that globally over two billion people are
currently excluded from access to financial services.
Financial Inclusion has become an issue of world wide
concern, relevant equally in economies of the under
developed, developing and developed nations.

Building an Inclusive Financial Sector has gained growing
global recognition bringing to the fore the need for
development strategies that touch all lives, instead of a
selected few. An Inclusive Financial Sector, the Blue Book
says, would provide access to credit for all “bankable”
people and firms, to insurance for all insurable people and
firms and to savings and payment  services for everyone.

Rangarajan Committee on Financial Inclusion (RBI, 2008)
has defined FI as “delivery of banking services and credit
at an affordable cost to the vast sections of disadvantaged
and low income groups. The various financial services
include saving, loans, insurance, payments, remittance
facilities and financial counselling / advisory services by the
formal financial system”

As banking services are in the nature of public goods,
financial inclusion should therefore be viewed as
availability of banking and payment services to the entire
population without discrimination of any type.

Why does Inclusive Financial Sector development matter?
Access to a well- functioning financial system can
economically and socially empower individuals, in
particular poor people, allowing them to better integrate
into the economy of their countries, actively contribute to
their development and protect themselves against
economic shocks. Creation and expansion of financial

services targeted to poor and low-income populations can
play a vital role in enhancing financial access.

Inclusive Financial Sectors in which no segment of the
population is excluded from accessing financial services
can contribute to attaining the goals contained in the United
Nations Millennium Declaration, such as halving the
proportion of people in the world who live in extreme
poverty by 2015. Nobody knows the proportion of people in
developing countries that use the services of financial
institutions.

One recent review of national surveys reported that 89.6%
of the population of 15 countries in the European Union had
a bank account, with country proportions ranging from
99.1% in Denmark to 70.4% in Italy. The comparable figure
of the United States was 91.0%. The most recent
comparable compilation of available data for developing
countries found the following:

Country % with an Account

Botswana                       47.0

Brazil                         43.0

Mexico City              21.3

South Africa              31.7

Tanzania                   6.4

For promoting financial inclusion, we have to address the
issue of exclusion of people who desire the use of financial
services, but are denied access to the same. In countries
with a large rural population (like BD), financial exclusion
has a geographic dimension as well. Inaccessibility,
distances and lack of proper infrastructure hinder financial
inclusion

Another facet of exclusion which needs to be addressed is
“Social Exclusion”- which is an extreme consequence of
what happens when people do not get a fair deal
throughout their lives. Social exclusion is about more than
income poverty. Usha Thorat (2007) argues, there are a
variety of reasons for financial exclusions. In remote and
sparsely populated areas with poor infrastructures,
physical access itself acts as a deterrent:

From the demand side

n Lack of awareness

n Low income/assets

n Social exclusion &

n Literacy act as a barrier

Inclusive Banking: A Means for Sustainable Development
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From the supply side

n Distance from the branch

n Branch timings

n Cumbersome documentation & Procedures

n Unsuitable products/staff attitudes are common
reasons for exclusion.

All these results in higher transaction cost and lower
profitability. On the other hand, the ease of availability of
informal credit sources makes these popular even if
costlier.

Who are excluded? Usha Thorat opines, in the Indian
context, the financially excluded sections largely comprise
the following:

n Marginal farmers

n Landless labours

n Oral lessees

n Self-employed and unorganized sector enterprises

n Urban slum dwellers

n Migrants

n Ethnic minorities and 

n Socially excluded groups

n Senior citizens and women

While there are pockets of large excluded population in
urban areas, the rural areas contain most of the financially
excluded population. It may be worthwhile to have a look at
the international experience in tackling the problem of
financial exclusion so that we can learn from the
international experience:

United Kingdom

In UK financial exclusion is concentrated in certain
geographical areas. According to HM Treasury estimate,
the country has a relatively high number of households and
individuals of 12% without bank accounts. The Financial
Inclusion Task Force in UK has identified three priority
areas for the purpose of financial inclusion:

a. Access to banking

b. Access to affordable credit and 

c. Access to free face-to-face money advice

UK has established a Financial Inclusion Fund to
promote financial inclusion and assigned responsibility to
banks and credit unions in removing financial exclusion. A
Post Office Card Account (POCA) has been created for
those who are unable or unwilling to access a basic bank
account.

The concept of a savings gateway has been piloted. This
offers those on low-income employments £1 from the state
for every pound they invest, up to a maximum of £25 per
month. In addition, the Community Finance Learning
Initiatives (CFLIA) were also introduced with a view to
promoting basic financial literacy among housing
association tenants.

United States of America
In USA between 9.5% and 20% of households lack a bank
account. Around 22% of low income families do not have
either a current or savings accounts. A civil rights law,
namely Community Reinvestment Act (CRA) in the United
States prohibits discrimination by banks against low and
moderate income neighbourhood.

The CRA imposes and affirmative and continuing
obligations on banks to serve the needs for credit and
banking services of all the communities in which they are
chartered. In fact, numerous studies conducted by Federal
Reserve and Harvard University demonstrated that CRA
lending is a win-win proposition and profitable to banks.

An interesting feature of basic banking account scheme is
the element of transparency i.e. the banking institution
should, prior to opening the account, furnish a written
disclosure to the account holder describing the main
features of the scheme. In 2003, legislation entitled
“Access to Basic Banking Services Regulation” was
introduced in the country to ensure that all Canadians could
obtain personal bank accounts without difficulty.

Financial institutions are required to open personal bank
accounts as well as cash most Government cheques at no
charge (even to non-customers) for any individual that
meets basic requirements. The Federal Govt. also
introduced legislation-requiring banks to offer a standard
low cost bank account with a basket of services.

Germany

In Germany, during 1995, the banking industry endorsed a
joint recommendation entitled “Current Accounts for
Everyone”, undertaking to provide current accounts on
demand. There have been two reports (1996 & 2000) on
the effects of this voluntary undertaking. The results have
so far been positive.

India

On all India basis 59% of the adult population in the country
have bank accounts. In other words, 41% of the population
is unbanked. In rural areas, the coverage is 39% against
60% in urban areas. The extent of exclusion from credit
markets   is   much  more,  as  number  of  loan  accounts
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constituted only 14% of adult population. In rural areas, the
coverage is 9.5% against 14% in urban areas.

The Reserve Bank of India has undertaken a number of
measures for attracting the financially excluded population
into the structured financial system. These are: 

n In November 2005, bank were advised to make
available a basic banking 'no-frills' account with low or
nil minimum balances as well as charges to expand
the outreach of such accounts to vast sections of the
population.

n In order to ensure that persons belonging to low
income group, both in urban and rural areas do not
encounter difficulties in opening bank accounts, the
Know Your Customer (KYC) procedure for opening
accounts has been simplified.

n Banks have been asked to consider introduction of a
General Purpose Credit Card (GCC) facility up to Rs.
25,000/= at their rural and semi-urban branches. The
credit facility is in the nature of revolving credit
entitling the holder to withdraw up to the limit  

Based on assessment of household cash flows, the limits
are sanctioned without insistence on security or purpose.

Adoption of Districts for 100% Financial Inclusion

The State Level Bankers Committee (SLBC) identifies one
district for 100% financial inclusion. Responsibility is given
to the banks in the area for ensuring that all those who
wanted to have a bank account are provided with one by
allocating the villages among the different banks. Bank staff
or their agents who are usually local NGOs or village
volunteers contact the households at their doorsteps. In
some cases banks have provided, in association with
insurance companies, innovative insurance policies at
affordable cost, covering life disability and health cover.

Use of Intermediaries as Agents in Microfinance

The Reserve Bank permitted banks to utilize the services of
non-governmental organizations (NGOs), micro-finance
institutions and other civil society organizations as
intermediaries in providing financial and banking services
through the use of business facilitator and business
correspondent (BC) model.

Use of ICT Solutions for Enhancing Outreach of Banks
The Reserve Bank has been encouraging the use of ICT
solutions by banks for enhancing their outreach with the
help of their Business Correspondents.

Mobile phones have also been developed to serve as card
readers. Account holders are issued smart cards, which
have their photographs and finger impressions.

Financial Literacy and Credit Counselling

n Each SLBC has been asked to set up a credit-
counselling centre in one district as a pilot and extend
it to all other districts in due course.

n A Centre for Financial education & Excellence has
been set up in RBI's College of Agricultural Banking in
Pune.

Bangladesh Scenario

n The approach to Financial Inclusion in developing
countries such as Bangladesh is somewhat different
from the developed countries. In the latter, the focus is
on the relatively small share of population not having
access to banks or the formal payment system.
Whereas in BD, we are looking at the majority who are
excluded?

n A simple yardstick to measure the degree of access to
the financial services is the number of deposit
accounts as a ratio to population.

n In BD context, the ratio of deposit accounts as on 30th
June 2008 was 26% and the ratio of advances
account was 6%.

n It may be mentioned that in terms of opening bank
branches, it has been made mandatory that one in five
branches must be in rural areas to encourage bank
business there.

n But the capacity of mobilizing savings and disbursing
loans in the rural areas is very poor in spite of the
existence of 58% of total bank branches in that area.

n The shares of rural bank branches in total deposits
and advances were 13% and 8% respectively as of
June 2008 which indicates a very low exposure of
rural people to the formal banking system.

n Microcredit Programs (MCPs) in BD are implemented
by various formal institution (state owned commercial
banks and specialized banks), specialized
government organizations and non-governmental
organizations. The coverage of MCP is approx. 33.0
million borrowers while near about 90% of the clients
of this sector are female.

n In BD, financing SME from banking sector is a long
standing demand that has been high on the agenda of
the economists and the policymakers. Despite
significant improvement in SME resulting from the
priority given to the sector with the government's
poverty reduction agenda and recognizing it as a
thrust sector, increasing the access of the SME sector
to required finance till faces several challenges.
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n The current level of support is not adequate and the
sector needs resources  to support new and potential
SME.

n Recently BB has taken some measures (such as
enlarging the refinance fund, fund allocation for
women entrepreneurs, encouraging banks for
partnering with NGO and MFI and opening of SME /
agricultural branches) to increase the access of
entrepreneurs of SME to banking services.

n The recent measures of BB as setting up a highest so
far target for disbursement of agriculture credit,
arrangement of first ever credit allocation for
sharecroppers and allowing farmers to open bank
account relaxing KYC without any requirement for
minimum balance and charges, will go a long way for
driving the rural and agriculture sectors towards
inclusive banking.

n International experiences show that the scope of
financial inclusive can be expanded in two ways:

a. Through state driven intervention by way of statutory
enactments and 

b. Through voluntary effort by the banking community.

n The policies and measures which have been
undertaken so far in Bangladesh for achieving

financial inclusion are of course essential, but still
inadequate.

n Therefore, it is imperative to design a comprehensive
financial inclusion strategy for inclusive and
sustainable growth of Bangladesh.
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An investment banker I know was sitting in the lobby of a San Francisco hotel when

she saw a familiar face nearby. She was sure he was a former client or colleague, so

she started walking over to him. Just then, Henry Kissinger, the former U.S. secretary

of state, strode in and took the seat my friend was about to occupy. She was saved.

She had planned to open the conversation with Helmut Schmidt, the former

chancellor of West Germany, by asking: "Didn't we work together at Chase

Manhattan Bank?

Corporate Jokes
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Customer Relationship Management (CRM) is an
indispensable dimension for any business, especially retail
business which is not yet professionally applied by our local
operators. The reasons behind are, we have just started
Retail but it has not played as vibrant portfolio in our
balance sheets and we observe that market is very large so
we feel comfortable to continuously penetrate the market.
The difference between retail and other business is, actual
profit in retail is received after satisfactory performance
over a long period of time, which is uncertain. We
frequently say that retail is a number game, the more is the
number, the more is our success. It is quite correct. 

But when we talk about business, we have to keep many
things in head. The best policy is going ahead and looking
behind. Is it not better, if we pick-up existing customer
again and again for different loan products one after
another? The more good numbers we can pick up, the
cleaner portfolio will get into balance sheet. So it is correct
Retail is a number game but we can say it is good number
game means our objective shall be to add good borrowers
into retail portfolio together with going forward with new
borrowers.   

Because, if we move forward with considering numbers
only, our profit will be eaten up by NPL (Non Performing
Loan) and productivity will go down for duel effect (i) Higher
Direct Marketing cost  and (ii) Higher monitoring cost
resulting into higher NPL.  

At the end, we have to do business; if our cost of doing
business is higher we cannot sustain in long run.      

In the manufacturing concern, the marketing activities
starts long before its production and it remains as usual
even after shut down of operation. Because relationship
has a beginning but does not have an ending. 

It is difficult to calculate sales output out of CRM in numeric
terms but its affects on company’s sales and performance
in long term can be measured through period-to-period
performance parameters comparison. One conception is
always absent in our mindset when we sell a loan product
that we purchase “customer satisfaction” in return as a by-
product. The term purchase is correctly used in a sales
transaction because in real life we procure asset out of
money, similarly customer satisfaction is also true asset for
the company. A satisfied customer takes another loan and
act as our voluntary spokesman. 

Customers do not forget anything. When a shopper sells a
product, would not his/her presentation remain in

customer’s mind during his/her next purchase transaction?
It means that quality of product is not within the product
only but is the summation of number of extra factors
including presentation and dealings of shopper with the
customers.  I used the word “extra” because these are
external to product performances. Sometimes the extra
factors become dominant even shoppers have a superior
quality product.

Customers do not expect to be remembered by the sellers
but if they notice that shopper gave them value even after
post-purchase stages beyond their expectation, they
become delighted and feel the thrill to make the next
purchase transaction with the same shopper. Once a
delighted customer meets the shopper, what are the
chances, transaction shall not happen and customer will
switch to others? According to my judgement the answer is
0%.  It means CRM successfully worked on the customer.
It is the objective of CRM to satisfy and delight all the
existing customers.      

We frequently hear the words; “After Sales Service” is
available. It is available basically against electronics or
mechanical goods but in regards to service organization or
other than such products, how a company would get touch
of its customers when after sales service is not required as
per product characteristics. It will be discussed later.

There are no definite tasks or guidelines by which one can
maintain relationship with one’s customers. But it is a
continuous process and outcome of total team effort of any
particular company.  A company must put CRM as integral
part in its value system. So, it is a top-down approach.
Before one decides to implement it one must do cost-return
analysis to measure its viability. Earlier, it was told that it is
very difficult to calculate CRM sales outcome. Both are
true. Somebody may be misled by thinking that CRM is not
required in initial stages of operation because it might cost
high to the company during beginning stage but surely, it
will be earnestly felt in later periods of operation but at that
time the job become very complicated and productivity ratio
becomes poor. The outcome becomes visible after the
introductory stage of a company.  True business remains
even stronger position in decades after decades; centuries
for centuries which is possible when a company moves
forward in planned way and work today according to what
will happen in future.

“Sustainability” is a well told terminology in business, which
is as we say “sustainable business”. This word has some
inner elements: continuous growth, long-term presence,
socially, environmentally  and  economically  viability  and

CRM: Indispensable but Unexplored Dimension of Retail Business
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managed risk factors of business. For a manufacturing
concern, if a company succeeds in selling products through
continuous repeat sale by making each customer loyal, it
would definitely do the correct things to beat its
competitors. Practically it is impossible but if it is targeted
and done accordingly to retain customers with proper
mindset, 50% customers will have been retained at initial
stage. Generation of revenue from existing loyal customer
will keep the total company sales always moving even in
bad days. Those customers will also create customers by
their words of mouth. 

In Bangladesh, all commodity-product selling companies
sell products and give promotion but no one give direction
to its best seller agents towards “Complete Customer
Retention Program” to the best of my knowledge. Usually
agents feel less discouraged to invest on it because there
is no direct earning. A conglomerate cannot run without
selling products to its distributors and distributors cannot
run without end-users. So retention of customers by
distributors is vital for existence of even conglomerate.
How to make relationship with them through different
agents is a big challenge towards sustainable business for
conglomerate, leaders, followers and market niches.   

In such processes of work the company will attain
sustainable growth. For sustainable growth a company
need to focus in following two aspects:

(i) Continuous Sales growth
(ii) Reducing cost of doing business

CRM can play important role on both the aspects. It is
basically generation of sales from existing sources
continuously and reaching towards potential customers.
Here, advantage of a company is that it can identify its
customers, their movement and also can measure their
satisfaction. On the other hand the cost of CRM is cheaper
to direct marketing cost considering same volume of sales.
In retail lending institution difference in cost is simply eye-
catching for two reasons:

(i) Low percentage of NPL, far below standard rate being
all are tested good borrowers or referred by them.

(ii) Absence of direct marketing cost  

Having “Competitive Advantage” is a compulsory
requirement of today’s business. It has to react fast and
pro-actively with market changes. If a company practises
CRM professionally, it can be pro-active in the market and
can guide the market sitting in the leadership position.
Because customers will believe that they own the company
and they will provide information at their own initiatives
without any additional cost to the company.

So, we have seen CRM will hit in profitability of a business
by the way of not only by increasing sales but also by
lowering cost of business. Think, when a company launch
a new product it will get ready customers through CRM.
Again, for start of a diversified business of an institution,
CRM will give successful ceremonious inauguration.

Definition of marketing evolved in the passage of time. If we
look into chronological definitions of marketing we shall find
that background of the changes is: competition in the
market and responsibility of human being towards the
mankind. If we consider CRM activities, we would find that
it will give a company a competitive edge because a
customer has the option to switch over to others silently but
a loyal customer will not move anywhere. In terms of
responsibility to human being, we see if a company is more
caring to its existing customers it is more responsive.

CRM is a comprehensive approach which is to be practised
by full team of the management. In a service organization,
if your initial treatments with the customers are
troublesome to them, CRM will not work. The most
important is that we have to maintain at least standard level
of service in all steps of direct customer interaction or
indirect customer interaction where their interest is
directly/indirectly affected. In some areas, we have to be
above Industry Standard Level so that we can make
customers satisfied or delighted. The customers whose
expectation level is low will be delighted and others will be
satisfied.  It is basically pre-requisite for effectives of CRM
effort. When a customer will come or enter into the system,
all possible information must have to be obtained tactfully
without interruption because he will not come again to give
information or will be irritated if asked for any personal
information over phone. It is better to start CRM effort with
a customer in a happy mode with a service not expected by
him but not asking about his personal information. Suppose
a Home loan lending institution may call to its customers
who availed loan 5 years back for any requirement of
renovation of flat/home. A special gift may be given to each
flat loan customer that will be kept by him in his house long
time, say “Mr. Ernold, Flat No. B.”. It can be replaced after
certain period of time.

The gas cylinders installed in our vehicles may blast after
its expiry and can make casualties. A CNG conversation
Centre may maintain database of all customers and may
call them before expiry of equipments installed earlier to
replace the calendar and others after expiry for their safety
and security. That particular company will be focus on
social responsibility and business will automatically be
generated because customers will prefer his existing
company as well as life saver informer first.
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“Warranty” is established marketing tool of today’s
business. It is given become to keep customers satisfied.
Excelling companies give after sales service even after
warranty period for getting preference in customer’s mind
in the next purchase decision. It is applicable for
companies who sell products to customers but for service
organization, there is nothing to give as “after sales
service”. So, reaching customers continuously is a big
headache. It is really a great challenge for service sector.
Service sector must adopt “Total Quality Management”
approach in service delivery and must take required data
tactfully in happy mode during the process of interaction
and would keep it.

What types of data will be taken out of customers will vary
from service-to-service and product-to-product and
company-to-company. The institution will have to
categorize target customer in various groups. Each group
will be asked different questions according to group
characteristics and be treated differently.

Before starting of a company, parameter of CRM will have
to be determined because each customer is vital, therefore
when a customer is missed may not enter into CRM net of
a company in future. There is a proverb “Slow and Steady
win the race”. If a company moves with professional CRM,
its growth sometimes may be seen below others in the
market but its profitability will be higher. The sales growth
will be steady and ultimately the double effect will make the
company success and ahead of its competitors.

In small lending institutions, CRM may play vital role in
generating sales at “0” NPL level. Because a borrower who
adjusted a loan was sanctioned another loan or a borrower
is sanctioned another loan in addition to existing one
considering his/her requirement and sufficient cash flow.
We have told that reducing cost of doing business is very
important. NPL eats up income, so through CRM it can be
kept lower.

In retail business, CRM has major role in generating
business at lower NPL and without direct marketing cost.
Retail focused on the personal need of a customer. Retail
operators basically enhance purchasing power of an
individual and enable him/her to purchase a product for
upgrading lifestyle. Sometimes, it is taken for meeting up
any other personal need of a customer.

Customer need never ends. It widens with the rise of
purchasing power in the passage of time. Suppose, a
person may take marriage loan when get married, may be
potential for car loan after 3-4 years of marriage and home
loan after 8-10 years of service, then after 5-6 years home
renovation etc. Retail products are designed targeting
complete lifecycle of an individual. So CRM has vital role to

ride on customer in all future loan decisions during lifetime
of an individual. Because an unsecured borrower may
choose another bank for other loan. Even a borrower of
mortgaged loan may take unsecured loan from other
banks.  

The retail operators usually collect business through
contractual employees incurring salary and commission on
incremental sales. But if we generate business out of CRM,
we may avoid direct marketing cost of the institution.

CRM can be done in various ways. But to make any steps
of CRM successful, the customer information shall be
available at one click which may be categorized according
to user need. Some examples have been sited below.

An institution may categorize customers in age groups in
the following manners. Assume total number of customers
as 50,000.

Between Number of Customers Next Target

21-25 5,000 Car Loan

26-30 15,000 Car Loan & Home loan

31-35 12,000 Car Loan & Home loan

36-45 10,000 Car Loan & Home loan

46-55 4,000 Car Loan & Home loan

56-65 4,000 Home loan

We may also categorize customers according to income
groups, educational status, employer status, residential
status, personal net-worth status etc to determine mode of
communication, promotion etc.

Target can be achieved through two sources:

(i) New customer through direct marketing effort
(ii) New loan through CRM activities

The higher portion of business is generated through CRM,
the lesser will be cost of doing business for the bank and it
will also inherit lesser risk of default.

CRM may work for generation of new customer. The
purpose of a business is to create and keep a customer.
New customer CRM may also generate fresh customer for
the company. We can do it through corporate alliance and
closely monitor and evaluate their performance. CRM may
work with other government, semi-government,
autonomous and private institutions. We may collect
Bureau of statistics and other available data and analyze
them for management business penetration decision
making.
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Therefore, a business organization may diversify sources
of business in following three categories:

(i) Direct marketing Business

(ii) CRM Business (Existing Customer)

(iii) CRM Business (New Customer)

The objective of the diversification is to do “sustainable
business” which gradually reduces cost of operation,
dependency on outsourced people, NPL ratio and
maintains steady sales growth.

So, we see cost of business procurement through CRM
activities is cheaper to other methods. The comparison of
business procurement cost has been depicted in the
following table:

Amount in Lac Taka

Head Direct Dual Method (Direct Marketing + CRM)
Marketing Direct CRM Total

Marketing

Business Procurement 5000.00 3000.00 2000.00 5000.00

Business procurement Cost 50.00 30.00 10.00 40.00

Cost Comparison 50.00 40.00

Cost saving in Duel method 60.00 – 40.00 = 10.00/month 

We have ignored cost of NPL, the rate of which shall be
much lower than bank average. So, CRM is not only a toll
for business cost saving but also an effective method for
reaching towards good pay masters in retail.   

In the subject, the term real is used for the two reasons

I. CRM will generate new customers from exiting
sources even in bad days at lesser cost.

II. Quality of borrowers will be far better than that of
direct marketing effort because those  borrowers are
tested or referred by tested borrowers  resulting into
lower NPL

If we want to be market leader, we have to be creative in
approach, techniques not only in customer hunting but also
in loan booking at cheaper cost.

Through CRM, institution is protected in competition
because it maintains its cost lower than others and
continuous effective and quality sales.   

Presently, CRM is not practised by retail operators in
Bangladesh in professional way. There is a misleading
understanding that CRM is a function of IT. But it is a
completely marketing job with use of IT technology for
maintaining customer data base. As relationship is vital in
family and even in service organization, when it works,
other things in regards quality of product and service get
less priority. CRM is nothing but paying attention towards
our customers to make them understand we are
responsive to them and they are into our centre of all
business. One cannot purchase a relationship but it works
in stronger ways if it is maintained. It is an innovative
business tool which will differ organization-to-organization.
The main objective of CRM is to keep in touch with the
customers.

Presently, most retail operators started liability marketing
through which everybody col feels sales pressure and
searches new customers only, for which cost of doing
business and non-performing loan ratio will be higher.
Without CRM complete relationship with entire banking and
financial solutions to customers will not be established.
Retail is good number game. When customers out of CRM
are added number turned into “good number”.  Absence of
CRM, specially in retail is everything contrary to
“sustainable business”.      

Md. Mashiur Rahman
Senior Vice President and

Head of Retail Banking Division
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Prime Bank Chairman Azam J Chowdhury handing over the cheque of
Tk.2.5 million to Prime Minister Sheikh Hasina as donation to the Prime
Minister’s Relief Fund for the Nimtoli and Begunbari tragedy victims on 22nd
April, 2010. 

The Prime Minister, Sheikh Hasina receives a cheque of Taka One Crore
from Prime Bank Chairman Azam J Chowdhury at the Prime Minister’s
Office in Dhaka recently for the construction of Liberation War Museum.
Finance Minister AMA Muhith, Bangladesh Bank Governor Dr. Atiur Rahman
are also seen .

Mrs. Hasina Khan, Vice Chairperson, Executive Committee of Prime Bank
Limited inaugurated 6th SME Branch on 2nd June’10 at Bhujpur, Fatickchari
as a chief guest.  Md. Nader Khan, Former Director of the bank was present
as special guest. M. Ehsanul Haque, Managing Director was also present on
the occasion. 

Azam J Chowdhury, Chairman of Prime Bank Limited inaugurated the
Ground Breaking Ceremony of the ‘Prime Tower’ and laid the foundation
stone of the same, in Nikunja Commercial Area as the chief guest on 22nd
September, 2010. Quazi Sirazul Islam, Vice Chairperson, Capt. Imam Anwar
Hossain, Chairman, Executive Committee, Directors- Mohammad Aminul
Haque, Md. Shirajul Islam Mollah, Manzur Murshed and Former Directors-
Md. Shahadat Hossain and M. A. Wahhab and Md. Mehmood Husain,
Managing Director (Current Charge) of Prime Bank also present on the
occasion.

Marina Yasmin Chowdhury, Former Vice Chairperson of Prime Bank Limited
inaugurated the 15th Anniversary function by cutting a mega cake. Nasim
Anwar Hossain, Former Director of the Bank and Asma Banu, wife of PBL
Managing Director were also present. 

Prime Bank Limited opened its 85th Branch at Pabna on 30th May, 2010.
Quazi Sirazul Islam, Vice Chairman of the Board of Directors of Prime Bank
Limited inaugurated the Branch as Chief Guest. M. Reazul Karim, DMD, Md.
Monawar Hossain, SEVP and Md. Omar Kabir, VP was also present along
with local elites.



30

Photo Album

Prime Bank Captain Cup Golf Tournament-2010 was inaugurated on Friday, 3rd
December, 2010 at the premises of Kurmitola Golf Club by Lieutenant General Abdul
Wadud, ndu, psc, Principal Staff Officer of the Armed Forces Division as the chief guest.
Prime Bank Chairman Azam J Chowdhury, Acting Managing Director Md. Mehmood
Husain were also present in the occasion.

Quazi Sirazul Islam, Vice Chairman of the Board of Directors of Prime Bank Limited is
giving away the certificate to Shamim Ahmed for holding the 1st Position in the 44th
Foundation Training Course held in Dhaka recently. Managing Director M. Ehsanul
Haque and Head of HR & Corporate Marketing Division, Senior Executive Vice President
Md. Tabarak Hossain Bhuiyan of the Bank were also present on the occasion.

Prime Bank Limited launched its SMS Banking Service on August 9, 2010. The Minister for
Posts and Telecom Rajiuddin Ahmed Raju was the Chief Guest; while Secretary to the same
ministry Sunil Kanti Bose and the managing director of Tele Talk Md. Mujibur Rahman were
present as the special guests. The launching program was presided over by M. Ehsanul
Haque, Managing Director of Prime Bank Limited. Among others DMD of the Bank Ahmed
Kamal Khan Chowdhury and Head of IT & EVP Md. Iqbal Hossain were also present.

Marina Yasmin Chowdhury, Former Vice Chairperson of Prime Bank Limited inaugurated
the Manchester Branch on 4th August as chief guest. Mr. Iqbal Ahmed OBE, Chairman,
British Bangladesh Chamber of Commerce & Seamark Group was also present on the
occasion as a special guest. Azam J Chowdhury, Chairman, PBL Exchange (UK) Ltd. &
Prime Bank Limited with the Members of Board of directors and other high officials of
Prime Bank were also present at the occasion.

Dr. Atiur Rahman, Governor, Bangladesh Bank distributed cheques to the students as the chief
guest at the award giving ceremony organized by Prime Bank Foundation on 7th August, 2010 at
LGED-RDEC Bhaban, Dhaka. Educationist Professor Abdullah Abu Sayeed and Azam J
Chowdhury, Chairman, Prime Bank Limited & Foundation were present as special guests. Among
others Capt. Imam Anwar Hossain, Chairman, Executive Committee, Prime Bank Limited, Father
Benjamin Costa, Principal, Notre Dame College, Md. Mehmood Husain, Deputy Managing
Director of the Bank and Dr. Iqbal Anwar, Chief Executive Officer, Prime Bank Foundation were
also present on the occasion.

Major General Ashraf Abdullah Yussuf, rcds, afwc, psc General Officers Commanding, 9
Infantry Division and Senior Vice President of Savar Golf Club (Chief Guest) and
Directors Mrs. Meherunnesa Haque & Ms. Shaheda Parvin Trisha and Managing Director
M. Ehsanul Haque of Prime Bank Limited (Special guests) pose for photograph along
with participants of Prime Bank Cup Golf Tournament 2010 at Savar Golf Club House
held on the evening of 29th May, 2010.
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Managing Director of Prime Bank Limited M. Ehsanul Haque receiving the award of “Best
Bank” from the Finance Minister & Chief Guest of the prize giving ceremony AMA Muhith
on 19th December, 2010 at a city hotel.

Chief Financial Officer of Prime Bank Limited Ahmed Kamal Khan Chowdhury receiving
the awards of “Best Bank” and “Overall Winner” from Surendra Pandey, Finance Minister
of Nepal at a function in Kathmandu, Nepal on 12th December, 2010.

Chairman of the Executive Committee of Prime Bank Limited Captain Imam Anwar
Hossain donated a check of three lac taka to the famous singer and youngest vocal
artiste of the then Swadhin Bangla Betar Kendra, Cancer patient Bipul Bhattacharya for
his medical treatment on behalf of the Bank. M Reazul Karim, Deputy Managing Director
and Ferdousi Sultana, SVP were present at the moment.

Prime Bank Limited inaugurated three money transfer branches in UK under the name of PBL
Exchange. Three branches were opened in London (Brick Lane), Bermingham (Coventry
Road) and Manchester (Oldham) on 2 ,3 and 4 August respectively. Prime Bank Chairman
Azam J Chowdhury inaugurated the Brick Lane, London Exchange House on 2 August, 2010. 

Azam J Chowdhury, Chairman, PBL Exchange (UK) Ltd. & Prime Bank Limited inaugurated the
Birmingham Branch on 3rd August as chief guest. Faisal Ahmed, Assistant High Commissioner,
Bangladesh Assistant High Commission, Birmingham, UK was also present on the occasion as
special guest. Members of Board of directors and other high officials of Prime Bank with elite
personalities of UK were also present at the occasion.

A Press Conference was arranged by Prime Bank Limited at a local hotel of the city on
24th July, 2010 on the eve of launching new software named “Remit Fast”. The Managing
Director of Prime Bank Limited  M. Ehsanul Haque, M.Reazul Karim–Deputy Managing
Director, EVP and Head of IT Md. Iqbal Hossain and Ferdousi Sultana – Senior Vice
President were also present on the occasion. 
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Dr. Atiur Rahman, Governor of Bangladesh Bank distributed Agriculture loan to 204
farmers at the field of Natua Para Abdul Gafur Memorial Primary School in Jessore on
23rd October. M. Ehsanul Haque, Managing Director of Prime Bank Limited presided
over the ceremony.  Deputy Managing Director of the Bank – I B Chowdhury and GM of
Bangladesh Bank - M. Moniruzzaman were present at the occasion. 

A grand reception was organized by Prime Bank Limited at the Westin Hotel in honor of
the visiting President of CPAFFC (Chinese People’s Association for Friendship with
Foreign Countries) and Leader of the Goodwill Delegation, H.E Chen Haosu on 15th
October, 2010. Prime Bank Chairman Azam J Chowdhury presented crest to the
President of CPAFFC.

Prime Bank Limited signed a participation agreement with Bangladesh Bank for availing
refinance facilities for the SME sector of the country under SME Development Project
(SMEDP) taken by the Govt. of Bangladesh on Monday, 15 November, 2010 at
Bangladesh Bank premises. Bangladesh Bank General Manager of SME and Special
Programs Department Sukamal Sinha Choudhury and Prime Bank Managing Director
(Current Charge) Md. Mehmood Husain signed the agreement on behalf of their
respective sides. 

Prime Bank participated in the SME fair organized by Bangladesh Bank on 27th November,
2010. Dr. Shirin Sharmin Chaudhury, State Minister for Women & Children Affairs Inaugurated
the fair as the Chief Guest and handed over a check of Tk. Five Lac at the occasion to a
women entrepreneur financed by Prime Bank. Present at the occasion as the special guests
were Dr. Atiur Rahman-Governor of Bangladesh Bank, Aftabul Islam, FCA-Chairperson of
SME Foundation and Shykh Seraj-Director and Head of News, Channel-i.

Dr. Atiur Rahman, Governor, Bangladesh Bank visited London recently. During his visit he visited
London Branch of PBL Exchange (UK) Ltd, a fully owned subsidiary of Prime Bank Limited,
Bangladesh in UK. M. Ehsanul Haque, Managing Director of Prime Bank Limited is seen
presenting a crest to Dr. Atiur Rahman. Isbahul Bar Chowdhury , Deputy Managing Director  of
the Bank and ABM Kamrul Huda Azad, Operations Manager, London Branch, PBL Exchange
(UK) Ltd  were present on the occasion.

Prime Bank Limited has donated Tk. 50 Lacs to the National Heart Foundation Sylhet to
support the purchase of equipments of the Cardiac Hospital. Md. Mehmood Husain-
Managing Director (Current Charge) handed over the check to National Professor Brig.
(Rtd.) Abdul Malik-Advisor and Founder Secretary General of Bangladesh Heart
Foundation, on 25 November, 2010 at the Bank Premises. 






