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[bookmark: _Toc39607190]Abstract/ Executive summary
 
 
This Internship report is prepared as a requirement of the BBA program of United International University. This report is on “Credit Risk Management” of ONE Bank Limited. This report is desired to assist the reader in detailed understanding the credit risk management (CRM) process. It also attempts to capture the procedures practiced in ONE Bank Limited (OBL) in relation to credit handling. The purpose of this report is to have an idea about the credit risk management procedure of ONE Bank Limited and then to assess its effectiveness in connection with.
 
In this report, First of all I’ve discussed about the Overview, history growth, customer mix, products, Operations and SWOT analysis of OBL.
 
Secondly, in the organizational part I have provided detailed information about the organization with its CRM of OBL.
 
Finally I tried to give my Experience to the base of my learning knowledge which I have achieved during internship at OBL Dhanmondi Branch, for further growth in credit and Advantage in credit risk management and expansion of this Branch.
 
I try to discover the system of OBL, and also try to describe all the information elaborately.
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	Savings Bank Account
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	BG
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	Automated Teller Machine
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[bookmark: _Toc39607193]CHAPTER I: INTRODUCTION
1.1 [bookmark: _Toc39607194]Introduction
Day by day people are being Modern and digital. People were not educated before. Nowadays people are very educated. Now people want to walk towards improvement. The use of banks is at least necessary to walk this path of improvement. Day by day people are going to depend on banks, to deposit, and for security their money.  Banks are depositing their money and giving loans to others. The main job of a bank is to take money from one place and transfer it to another.
  
1.2 [bookmark: _Toc39607195]Background of the Report
A developed bank can keep the economic condition of a country active. The main reason for doing my internship was that one of the courses to complete my BBA was internship. The main reason for doing the internship course is to teach the students the difference between textbook and practical. So I choose the banking sector for maximum use of this course. Banking sector is such a sector, all kinds of work is done in this sector. This sector is given a lot of importance as an economic driving force. There are lots of banks in our county. I have chosen ONK BANK limited which is one of the oldest and successful bank in our country. ONE bank limited has so many experiences for this reason I have chosen ONE Bank.
I have tried my best to gain maximum knowledge about the banking sector from ONE Bank limited and I have tried to highlight the functions of ONE bank limited. Entire banking sector in my report.
 
Since I am a BBA in Finance student, I have tried to highlight the financial activities and credit risk management (CRM) of ONE the bank.




1.3 [bookmark: _Toc39607196]Objectives of the Report
The main reason for me to report is that I have to complete my internship course. And other reasons are to understand the difference between practical and textbook,
Other reason are given below:

· To understand the economic condition of the country,
· To understand how to reconcile reading a textbook with the work of external life.
· Understand the condition of the country's banks.
· Understand how banks lend.
· Understand how banks talk to their customers and how they collect customers.
· Understand the economic condition of the country.
 





1.4 [bookmark: _Toc39607197]Motivation of the Report:
When we studied at the undergraduate program BBA we all had textbook based knowledge. Internship is such a course through which we can learn things in a practical way. . So it is very important for us to do an internship. I have completed my internship at Dhanmondi branch of One Bank Limited. I have worked here in basically all sectors, such as the Credit sector, General banking sector and Marketing sector.
You can find out about it by reading my report and that is the main motivation of this report.
 
 
 
1.5 [bookmark: _Toc39607198]Scope and limitations of the Report:
Our internships period are only for three months. This time is very short for the interns to gain job experience and to write a report.
Limitation are given below:

· Since we are not permanent employees for this reason they do not tell us about the word in detail.
· We are not given much information due to the security purpose of the bank.
· Since we are not fully employed here, they didn’t trained us much.
· They didn’t give proper time due to the busy schedule, which makes it difficult for us to write reports and gain knowledge.
 
1.6 [bookmark: _Toc39607199]Definition of Key terms
CRM: Credit risk is a risk that occurs when a borrower of funds failed to make the necessity payments. Every financial institutions have some policy to minimize or reduce the credit risk of the organization. This policy is known as credit risk management.
 
 
 
 
 
 





[bookmark: _Toc39607200]CHAPTER II: COMPANY PREVIEW
 
 
[bookmark: _Toc39607201]2.1 Company Analysis
 
OBL is a private sector commercial bank. It is dedicated to the business line of taking deposits from the public through its various saving schemes and lending the fund in different sectors at a smooth margin.  The risk assessment and compliance is faithfully followed in selection of asset and liability portfolio.  Financing is concentrated in both working capital financing and long term financing in this bank.
 
 
 
 
 
 
[bookmark: _Toc39607202]2.1.1 Overview and history
 
One bank limited (OBL) began its journey on 14th July 1999 as a third generation bank in the private sector. It’s sponsored by a group of established resident and nonresident Bangladeshi industrialists, business sponsors and professionals managed by a team of experienced bankers drawn from local and multinational banks. ONE bank commenced its business operations from its principal branch at kawran bazar commercial area.The management admired its emergence as a customer friendly and technology driven bank.
 
 
[bookmark: _Toc39607203]2.1.2 Trend and growth

Trend and growth of One bank Limited.
In core
	SL
	Particulars
	2014
	2015
	2016
	2017
	2018

	1
	Capital
	10,176.00
	10,762.00
	12,451.00
	14,109.00
	14,514.00

	2
	Total deposit
	10,029.00
	13,125.00
	15,342.00
	15,391.00
	16,190.00

	3
	Total loan
	9,049.00
	10,674.00
	13,208.00
	14,532.00
	14,691.00

	4
	Investment
	3,321.00
	3,450.00
	3,994.00
	4,100.00
	4,645.00

	5
	Total income
	968.00
	1,061.00
	1,433.00
	2079.00
	2,886.00

	6
	Total Assets
	12,171.00
	15,412.00
	25,901.00
	25,734.00
	26,617.00

	7
	Net interest income
	916.00
	638.00
	650.00
	702.00
	889.00

	8
	Operating profit
	2,674.00
	2,998.00
	3,001.00
	3,403.00
	3,464.00

	9
	Number of employee
	1,280.00
	1,304.00
	2,256.00
	3,402.00
	6,745.00

	10
	Number of branch
	62.00
	65.00
	78.00
	90.00
	98.00





 
Here we can see the diagram, growth of the ONE BANK.
 
 












































 
 
[bookmark: _Toc39607204]2.1.3 Customer mix:

Like all other organizations, banks also have varieties of customers. I divided the customer / client into 2 divisions. 1) Credit division 2) Deposit division
 Credit division

 
 
Deposits division
 

[bookmark: _Toc39607205]2.1.4 Product / Service:
Product & service standards provide an organization to set some goals. It sets a benchmark that can be used to monitor and improve service standards. It ensures that the service quality must be high and uniform for the organization. Service are an integral part of good customer service and it an effective for organizational performance, they try to understand the clients and the employees to give them better service. So that service can be continuously improved.
OBL product and service are given below:
1. Retailing banking:
a. 	Retail deposit
b. 	Retail loan
c. 	Remittance
d. 	Card
2. Corporate banking:
a. 	Corporate deposit
b. 	Corporate finance
3. 	SME banking
4. 	Agent banking
5. 	Agricultural banking
 
 
 













 OBL other services are given below:

	1. 	Account Opening :
a)	Current A/C
b)	Saving A/C
c) 	FDR
d)	DPS
2. 	Cash Cheque payment:
a)	High value
b)	Poor value
3. 	Cash Deposit:
a)	Below Tk. 1 lac
b)	Above Tk.1 lac
4. 	Domestic Cheque Clearing:
a)	High value
b)	Regular value
5. 	 Utility Bill receipt.
6. 	 Bill Payment (vendor).
7. 	LC Issuance:
a)	Master LC
b)	BTB LC
 
	8. 	Foreign Cheque Clearing:
a)	Drawn on Bangladesh
b)	Drawn on abroad
9. 	Short Term Loan sanction.
10. Long Term Loan sanction.
11. Remittance issue, Issue of PO/DD/TT:
a)	Local DD/TT
b)	Foreign DD/TT
12. Issuing Cheque Book.
13. Balance Confirmation Certificate:
a)	Personal A/C
b)	Institutional A/C
14. Statement of Account issue.
15. Issuance of Card:
a)	Debit card
b)	Credit card
16. Bank Guarantee issuance:
a)	Local
b)	Foreign
17. Bill Acceptance.


 
[bookmark: _Toc39607206]2.1.5 Operations
OBL has a concentration of financing in medium and large industries. Besides, OBL provides both short and long term finance of OBL will assist the bank to keep the risk at minimal .OBL is a private sector commercial bank dedicated in the business line of taking deposits from the public through its various saving schemes and lending the fund in various sectors at a higher margin. 
 
 
[bookmark: _Toc39607207]2.1.6 SWOT analysis
SWOT means here we can find tools from the company’s Strengths,            	weakness, opportunities and threats.

Strength:
· Reputation: OBL is a multinational company. OBL has established it’s reputation in the banking industry among the newcomers. As an old banking sector OBL had strong deposits and growth and won recitation in the banking sector.
· Facilities: OBL have all kinds of facilities like online banking, ATM booth, and home servicer for customers and also for employees. OBL is fully computerized & also an online operating banking system.
· Team work: In OBL from mid-level to lower-level management they often work as a team and for this reason, employees feel motivation to work.
· Successful organized: As OBL is a multinational and self-contained bank, it has to maintain all international rules and regulation of Bangladesh Bank and World Bank. 



 
Weakness:
· Centralized decision making: OBL has many branches. But not all types of work are done in all branches. The big decisions are taken from the head office. This work takes a long time to carry on the work.
· Agency Problem: When the customer comes to the bank, the first person he sees in front of him thinks that he can do this job well. The more customers they have, the more pressure comes. As a result, those who work behind the scenes gradually lose interest.
· Employee: Due to the existence of many banks in our country, there is a constant need for skilled workers. As a result, it is difficult for banks to hire and retain qualified staff.
Opportunities:
· Diversification: OBL is an old bank that has a huge customer and savings so that OBL can gradually grow their business and they can reduce risk.
· Product line: OBL has lots of products and services. They can give service to all kinds of people. Services like short deposit for Day wages people and long deposit for high classes’ people. In loan items, they have agriculture loans, car loans, etc.
· ATM: There are not enough ATM booths in each area. So it is important to increase.
Threat:
· Contemporary: OBL’s major rivals are Dutch Bangla Bank, USB Bank, Southeast bank and mutual Bank. OBL and others are carrying out aggressive campaigns to attract lucrative corporate clients as well as big time depositors. OBL should remain vigilant about the steps taken by these banks as these will may turn threat in future.
· Force on deposit: Here is a problem in deposit. All employees are forced to bring deposit clients. It makes them deprecate.
 
[bookmark: _Toc39607208]2.2 The Banking Industry of Bangladesh
Bangladesh's banking industry has been achieving success for some recent years. Earlier, the Bangladesh government had to face many problems / obstacles. Since Bangladesh is a small country with a large population. Five year guidelines have been issued to fix the economic situation of this country. Which will place full responsibility on the banking industry to provide loans in certain sectors. Since Bangladesh is an agriculturally dependent country, it is very important to provide loans for the agricultural work of the people of this country. At the same time, it is necessary to make arrangements for internal credit by improving the internal trade and commerce of the country.
Bangladesh Bank has mentioned the percentage of loan that can be given in each sector so that the banks cannot lend in different sectors as they wish. For this, Bangladesh Bank monitors all the banks to see if they are doing their job properly and also acts as their representative.
In a new way, Bangladesh Bank has made it a rule that they have to submit the names and details of the customers of each bank to Bangladesh Bank. World Bank World is there to monitor and control the banking sector around the world. The World Bank checks the banking condition of each country and shows the economic condition of all the countries. The rules of the World Bank need to be followed by the banks of all the countries. The World Bank highlights the economic situation of a country. And many times the World Bank helps when a country needs a loan.
 
 
 
 










[bookmark: _Toc39607209]2.2.1 Current Status of the Banking Industry

The Banking Industry of Bangladesh at present is in the growth stage almost every year. New private banks are coming up quickly, the new branches are opening within two to three months, joining new customers. They are coming to open an account in different types of banks.
As a result, according to the Central bank July 30, 2001 (there were 4 nationalized commercial banks), (5 specialized banks), (30 local private commercial banks and 12 foreign commercial banks) operating in our country. Moreover, as on July 30, 2001 (there are 27,881,322 numbers of deposit accounts) and (7,462,785 numbers of advance accounts in the banks).  Link from {https://www.assignmentpoint.com/}
 
 
[bookmark: _Toc39607210]2.2.2 External economic factors
The economic condition of Bangladesh depends on micro economic and macroeconomic. If people need loans to do business in the country, then the demand for loans increases. Then people deposit money in the bank for extra profit and people take loans at extra interest. This increases the country's GDP. When imports and exports increase in the country, the country's foreign direct investment increases. Bangladesh's 15 years of External economics has grown a lot.
 














[bookmark: _Toc39607211]2.2.3 Supplier Power

Depositors are the suppliers to be considered by the banks. Thousands of depositors from all walks of life. There are service holders, businessmen, farmers, students and people from virtually any other professions. They are depositors of the banks. Big amount depositors have a strong power in determining the interest rate of their deposits.
However, the following table would provide information regarding depositors of different categories of banks:

Deposits (no. of accounts) of Different Categories of Banks as on 30.09.2002 have been given bellow
               (Amount in million Taka):
	Types of Bank
	No. of Accounts
	Amounts
	Deposits per Account

	NCB
	21,049,572
	400,666
	19,030

	SB
	3,428,060
	44,881
	13,091

	PCB
	4,210,771
	222,307
	52,792

	FCB
	129,774
	60,255
	464,310


   Source: From Bangladesh Bank, Bank Statistics, Sept 2002
 












[bookmark: _Toc39607212]2.2.4 Threat of Substitutes
 A financial institution has a lot of work to do. It tends to provide loans at the field level. These loans are managed by many small banks and leasing companies. One of the leasing companies is Industrial Leasing and Development Company Limited, Industrial Promotion and Development Corporation and United Leasing Company. They lend money to industrialists. Some merchant banks also provide these financial loans, but the companies involved in import and export do not provide financial loans.
 
 
 
 
 














[bookmark: _Toc39607213]
CHAPTER III: Credit Risk Management
 
[bookmark: _Toc39607214]3.1 Introduction:
Banks are in the business of taking risk and devising risk mitigation for sustainable growth in order to ensure safe and adequate return to all of its stakeholders. As lending is one of the core activities of the bank, an effective management of credit risk is a critical component of a comprehensive approach to risk management of the Bank. The goal of credit risk management is to maximize a bank’s risk. It also adjusted the rate of return by maintaining credit risk exposure within acceptable parameters. Banks have to manage the credit risk by the entire portfolio. And also manage the risk in individual credits /transactions.ONE Bank Ltd is introducing this Credit Risk Management Guidelines to ensure sound credit risk management, which involves prudent management of risk/reward relationship along with control and minimize credit risks across a variety of dimensions, such as quality, concentration, currency, maturity, security and type of credit facility.
 
[bookmark: _Toc39607215]3.2 Credit Risk:
Credit risk is defined as the risk of loss resulting from the failure of the Bank's borrowers and other counterparties to fulfil their contractual obligations. Credit risk could stem from both on-balance-sheet and off-balance-sheet transactions. It arises from either an inability or an unwillingness to perform in the pre-committed contracted manner. Credit risk comes from a bank's dealing with individuals, corporate, banks and financial institutions or a sovereign. Assessment of credit risk involves evaluating both the probability of default by the borrower and also exposure or financial impact on the bank in the event of default.
 
 
[bookmark: _Toc39607216]3.3 Role of the Board of Directors:
The Board has to play a vital role in granting credit as well as managing the credit risk of the bank. It is the overall responsibility of a bank’s Board of Directors to approve credit risk strategies and significant policies relating to credit risk and its management which should be based on the overall business strategy. Overall systems as well as significant policies have to be reviewed by the board on a regular basis. The responsibilities of the Board with regard to credit risk management will include the following:
1) Ensure that appropriate policies, plans and procedures for credit risk management are in place. Ensure that bank implements sound fundamental policies;
2) Define the bank’s overall risk appetite in relation to credit risk;
3) Ensure that top management as well as staff responsible for credit risk management possess sound expertise and knowledge to accomplish the risk management function;
4) Ensure that the bank's significant credit risk exposure is maintained at prudent levels and consistent with the available capital.
5) Review trends in portfolio quality and the adequacy of bank’s provision for credit losses;
6) Ensure that internal audit reviews the credit operations to assess whether or not the bank’s policies and procedures are adequate and properly implemented;
7) Review exposures to insiders and other related parties, including policies related thereto;
8) Limit involvement in individual credit decisions to those powers specifically reserved to the Board by the bank’s articles of association, by-laws, and credit risk management policy.
9) Ratify exposures exceeding the level of the management authority delegated to management and be aware of exposures; and
10) Outline the content and frequency of management reports to the board on credit risk management.
The “Executive Committee of the Board” can take all necessary decisions or can approve cases, except Large Loan proposals, within power delegated by the Board of Directors. All decisions taken in the Executive Committee should be ratified in the next Board meeting.

[bookmark: _Toc39607217]3.4 Role of Head of CRM (HoCRM):
The responsibility of the Head of CRM is to transform strategic directions set by the Board in the shape of policies and procedures. HoCRM is responsible for implementing the bank’s credit risk management strategies and policies and ensuring that procedures are put in place to manage and control credit risk and the quality of credit portfolio in accordance with the policy. The responsibilities of HoCRM with regard to credit risk management shall include:
1) Develop credit policies and procedures for approval of Board of Directors;
2) Implement credit risk management policies to ensure an effective credit risk management process;
3) Ensure the development and implementation of appropriate reporting system;
4) Monitor and control the nature and composition of the bank’s credit portfolio;
5) Monitor the credit portfolio and ensure that the portfolio is thoroughly and each valued and probable losses are adequately provided.
6) Build lines of communication for the timely dissemination of credit risk management policies,
7) Approving loans within delegated authority and recommending loans for approval by MD, Executive Committee (EC) /Board of Directors of the Bank.
8) Providing guidance on all credit matters to Line Managers /Credit Officers / RMs.
9) Ensuring appropriate training for Credit Officers for skill development in CRM.
10) Monitoring of account conducts & past dues, detecting exceptions and early warning signals of deterioration in account conduct /performance.
11) Ensuring compliance on all credit related regulations while approving and reviewing loans.
Ensuring submission of all credit related returns of Bangladesh Bank and other regulatory authority
 
[bookmark: _Toc39607218]3.5 Role of Business Unit
Business Unit will Plan, develop and manage OBL corporate, commercial, and institutional businesses including Treasury to ensure continued and sustained growth. Responsibilities of Business Units shall include:
1) Formulating annual business plans, setting strategies and taking action steps to achieve targets /budgets. Budget to reflect healthy diversification of business portfolio to avoid risk of concentration in specific sector /product /geographic area.
2) Leading, guiding and supporting the business teams /units comprising Relationship Managers both at CHQ and Branches for booking new relationships as well as deepening and widening existing relationships.
3) Drawing up a performance tracking system of Relationship Managers /business units.
4) Reviewing and recommending credit proposals prepared by RMs and business units.
5) Reviewing Early Alert cases for stressed accounts and finalizing work out plans /strategies for CRM approval.
 
[bookmark: _Toc39607219]3.6 Role of Relationship Managers (RMs)
Relationship Managers contact borrowers from loan booking to recovery and responsible for comprehensive maintenance of the relationship. RM will be initiating and ultimately owning all lending relationships of OBL. Responsibilities of RMs shall include:
1) Maintaining in-depth and updated information of borrower’s business and industry through undertaking regular contact, meeting, visit, factory/warehouse inspection etc.
2) Ensuring timely recovery of all advances along with interest.
3) Preparing and submitting Call Reports and CMs for fresh approvals and annual review.
4) Preparing and arranging execution of loan documentation in coordination with Loan Administration.
5) Ensuring compliance of internal policies and procedures, external regulatory requirements, and recommendations of audit – internal and external.
6) Monitoring of Borrower’s compliance of lending covenants and agreed terms and conditions. Exceptions are to be promptly monitored and referred to business heads for timely follow-up.
7) Monitoring past-due accounts, excess over limits for recovery of expired facilities.
8) Responsible for making arrangements for obtaining and providing client‟s information, papers, documents to various departments of the Bank for monitoring account conduct and performance of the borrower continuously to protect bank interest and continuously follow-up with the client to meet the compliance issues related to the relationship.
9) Responsible for detecting any deterioration in borrower‟s business position or financial standing and reporting that to management and simultaneously updating the borrowers Risk Grade (CRG) and Risk Rating (EnvRR) with the approval of CRM.
10) Detecting exceptions and early warning signals of deterioration in account conduct /performance and report business heads and higher management for decisions regarding remedial measures.
11) Managing accounts with sustained risk of deterioration (SMA or worse) directly through having regular client calls /visits to follow-up until regularization of the accounts.
12) Determining recovery plan /recovery strategy for accounts with sustained deterioration.
13) Working with CRM for regularizing /recovery strategy of early alert /stressed   accounts.
14) Working with Special Asset Management [SAM] / Recovery Unit for management of delinquent accounts.
15) Documentation perfection with zero tolerance on deficiency.
16) Preparation of sanction advice as per credit approval.
 
 
 
 
 
 
 



 
 
[bookmark: _Toc39607220]3.7 CRM Division of OBL

Functional description 
Head of credit risk management division


	
		Loan Monitoring, Loan MIS and BB & Internal Audit Compliance Unit
Research & Development (R&D) Unit
Project Asset Management (PAM) Unit
CIB, BB Returns and Policy Unit
Loan approval unit 

Agri. & Others
SME & SBL unite
Corporate approval unit
Retail & card



Corporate approval unit: 
Proposals with limit more than Tk. 20 core along with all loans to RMG sector will be routed.
1) SME & SBL unite: 
SME: Proposals with limit up to Tk. 20 core will be routed. SBL: PPG based all small Business Loan will be routed.
2) Agri. & Others:
 PPG based all Agricultural Loan and others will be routed
3) Retail & card:
Retail and Cards Loan will be routed.
4) Project Asset Management (PAM) Unit:
i. Estimate project cost and WC requirement in line with technical documents.
ii.  Verify machinery price
iii. Periodic project visit, monitor equity injection & utilization of Bank Loan.
iv. Report on stock and ESRM as required
5) CIB, BB Returns and Policy Unit:
i. Conduct IFC perform1. Credit Policy issues.
ii. Reporting of BB Returns (Credit Related),
iii. Maintaining CIB Data base.

6) Research & Development (R&D) Unit:
Market research and analysis to identify demand-supply gap, risks and scope for future business.

7) Loan Monitoring, Loan MIS and BB & Internal Audit Compliance Unit:
i. All Credit MIS
ii. Classification and Loan Loss Provisioning
iii. Monitor Account Conducts & Past Dues
iv. Detect exceptions and early warning signals of deterioration in account conduct / performance and generating related MIS.
 
[bookmark: _Toc39607221]3.8 Credit Values and Practices of ONE Bank Ltd:
Starting its credit journey in 1999, ONE Bank Ltd is focused to maintain a growing, diversified and quality credit portfolio based on its risk-taking appetite and risk-management capacity. OBL always gives due importance to sound business without compromising the quality of its assets. It strives to take calculated risks for optimized return. ONE Bank, in its quest to establish the Bank as a fundamentally sound financial institution for maximizing the stakeholders‟ value, abides by the following Ten Credit Principles, which guide the Bank’s behaviour in lending decisions
1.     Assess the customer for integrity and willingness to repay loans.
2.     Assess the customer's capacity and ability to repay.
3.     Have a contingency plan to tackle the possible loan default situation.
4.     Sufficient understanding of customer’s business and associated risks.
5.     Ensure independent and unbiased credit appraisal in the credit approval process.
6.   Behave ethically in all credit related activities and comply with the prudential guidelines of Bangladesh Bank.
7.    Be proactive in identifying, managing and communicating credit risk.
8.   Be diligent to ensure that credit exposures and activities comply with the OBL requirements and guidelines.
9.     Optimize risk and return in all credit related activities.
10. Build and maintain a diversified credit portfolio to manage and mitigate credit risks.

[bookmark: _Toc39607222]3.9 Credit Risk Management of OBL:
The main function of credit risk management is to determine the maximum risk of the bank, to adjust and reduce. And provide information that is acceptable to all. The credit risk portfolio of the bank has to be done as well as the credit transaction has to be done immediately. One Bank always tries to maintain the relationship between credit risks and other risks.
ONE bank always try to maintain Default Probability, Credit Exposure and control Recovery Rate
 
[bookmark: _Toc39607223]3.9.1 OBL CRM Policy Guidelines:
The bank considers leading short and long term working capital finance to entities engaged in manufacturing assembling, processing, repackaging of goods and commodities export market. Unsecured loans for working capital without justification or purpose are not to be considered. The bank, selectively, on a case by case basis, approves term. Loans but proposals are not to be considered unless they meet the separately established parameters for such loans.
1. 	The bank on a selective basis does lease financing. The bank also finances real estate, long term mortgages/house building loans provided it meets the criteria.
2. 	The bank on a relationship basis considers specific project financing.
3. 	The bank, on a case by case basis, arranges loan syndications or approves disclosed participations in syndications provided such transactions meet the parameters separately established.
4. 	Name lending or any loan based solely on the general standing and reputation of the borrower is not allowed.
5. 	The bank does not entertain requests to start a new relationship if an objective assessment indicates a risk rating/grading of Marginal/Special Mention.
6. 	The bank does not generally issue open ended guarantees and or guarantees which may be extended at the sole option of the beneficiary. Exceptions to this policy are:
a. 	Guarantees secured by 100% cash margin or cash equivalent held under lien
b. 	Shipping guarantees
c. 	Guarantees issued favouring Government Bodies or Organization, and for on behalf of prime relationships.
d. 	Guarantees favouring courts of law.
7. 	The bank does not lend to sectors prohibited by Bangladesh bank credit policy guidelines.
8. 	The bank sets up industry/business sector exposure limits, to be reviewed periodically and endeavours not to exceed 30% of its total exposure in one single industry/business sector to avoid concentration.
9. 	Valuation of property taken as security should be performed prior to loans being granted. A recognized third party professional valuation firm should be appointed to conduct valuations.
 





[bookmark: _Toc39607224]3.10 Loan Administration
Loan Administration will manage the documentation - related to credit after sanction of loans. They will take all documents after sanction from Branch. Responsibilities of this division shall include:
· Documentation perfection with zero tolerance on deficiency.
· Preparation of sanction advices as per credit approval.
· Ensuring that all loan documents are prepared and executed in light of credit sanction terms. 
· Ensuring that all loan and security documentation are perfected and enforceable as per credit sanction terms. 
· Setting up limit /authorizing disbursement /allowing drawdown after ensuring full documentation and compliance of conditions precedent with zero tolerance. 
· Ensuring that insurance coverage is obtained as per credit sanctions terms. 
· Ensuring that insurance premium are paid as and when due. 
· Taking timely corrective actions to address findings of any internal, external, regulatory inspection /audit. 
· Any other responsibilities as required and mentioned in the departmental policies/ procedures.





[bookmark: _Toc39607225]3.10.1 Role of Loan Administration:
Loan Administration will manage the documentation - related to credit after sanction of loans. They will take all documents after sanction from Branch. Responsibilities of this division shall include:
· Credit Risk Management Framework
· Confidential OBL CRM POLICY 9
· Ensuring that all loan documents are prepared and executed in light of credit sanction terms.
· Ensuring that all loan and security documentation are perfected and enforceable as per credit sanction terms.
· Setting up limits /authorizing disbursement /allowing drawdown after ensuring full documentation and compliance of conditions precedent with zero tolerance.
· Ensuring that insurance coverage is obtained as per credit sanctions terms.
· Ensuring that insurance premiums are paid as and when due.
· Taking timely corrective actions to address findings of any internal, external, regulatory inspection /audit.
· Any other responsibilities as required and mentioned in the departmental policies/ procedures.
 





[bookmark: _Toc39607226]3.10.2 Loan Products and Services of OBL
The products and services of OBL includes Trade finance (export, import and domestic trading), Project Finance, Retail Finance, Correspondent Banking, Treasury etc. Each of these areas may involve credit risk to a client or to a third party, providing both revenue as well as risks.
  ONE Bank offers the following loan items
We Can Divided the Terms Loan to Three format
1.     Funded
2.     Non-funded
3.     Bill purchasing
Funded means where the bank will provide money.
Non-funded means here the bank will not provide money. They only provide guarantee or support.
Bill purchasing means here bank’s buy local or foreign document bill against discount.                   	                                    	
I. Funded:


	Name:
	Description
	Purpose
	Risk/Payment
	Tenor/ Validity

	SOD
	Secured Overdraft
	· General Purpose.
	· 100% cash covered.
· No Credit Risk.
· Evergreen.
	· 12 Months

	OD
	Overdraft
	· General Purpose.
	· High Credit Risk.
· Recourse on Sales.
· Ever Green.
	· 12 Months.

	Time loan / Demand loan
	Time Loan Against other security/collateral.
	· To Finance Inventory & accounts receivables on short time.
	· Recourse on Sales.
	· 12 Months.

	Term Loan
	Term Loan against Fixed Assets.
	· To finance fixed Assets/
	· Recourse on fixed asset.
· High credit risk.
	· Over 12 Months
· Max 7 years

	Lease finance 
	Lease finance agst. Machinery, equipment vehicle and others for commercial/ own use.
	· Financing  fixed assets 
	· Recourse on leasehold asset.
· High risk.
	· Over 12 months 5 years (max)

	LTR
	Loan Against Trust Receipt.
	· To finance import LCs.
	· Recourse on Sales.
· Clean finance.
	· Max 180 Days

	PAD
	Payment Against Document.
	· Advance against Sight LC.
· Forced Loan
	· Recourse on title to import documents.
	· 21 Days as per Bangladesh Bank rules.

	Agriculture loan
	Fasal loan, gobadi pasu loan, krishi sharanbgam motch \ poultry uparjon.
	· Agriculture finance
	· High risk due to climatic vulnerability 
	· Max 180 Days

	Small business loan
	· OBL romoni (for woman  entrepreneur),

· OBL shubidha
	· For business trading manufacturing.
· Service industry as working capital or to acquire fixed assets 
	· High risk
	· 1-5 years (OBL ROMONI).
· 1-3 years (OBL SHUBIDHA)









II. Non-funded:

	Name 
	description
	Purpose 
	Risk / repayment
	Tenor \ validity

	CC (hypo)
	Cash Credit against Inventory and Book debts.
	· To finance inventory.
· Other businesses operation.
· General Purpose.
	· Recourse on Sales.
· Evergreen.
	· 12 Months.

	PC / LC
	Packing Credit Against Export Order.
	· To finance export LC
· Pre-shipment Finance
	· Performance Risk
· Lien on Export LC.
	· MAX 180 Days.

	SLC
	Sight letter of credit.
	· To import goods for own consumption.
· To import of goods for commercial use
	· Recourse on title to import goods
· Recourse on client.
	· As per foreign exchange guideline of BB. 

	ULC \ Acceptance
	Usance letter of credit.
	· 
	· 
	· 

	BBLC
	Back to Back letter of credit against Master Export LC and contract. 
	· For Imports of raw materials and accessories for subsequent export.
	· Recourse to export proceeds.
	· Max 180 Days.
· Accept Max 180 Days.

	Bank Guarantee
(BG)
	Bank guarantee PG\ APG \ PG  BG against counter guarantee of local / foreign bank
	· Contractual obligation 
	· Performance risk 
· Even green  
	· Specific period open ended to be discouraged









III. Purchasing Bill: 

	Name 
	description
	Purpose 
	Risk / repayment
	Tenor \ validity

	Time loan (forced)
	Forced loan against import under SLC \ ULC \ Acceptance  BG
	· Loan for making payment against LC & BG under forced circumstance. 
	· Recourse on title to import goods
	· on the date of creation 

	LDBP
	Local documentary bill purchased 
	· To purchase \ discount Against local UCL
	· Recourse on Banks through acceptance.
· Residual on client.
	· MAX 180 Days.

	FDBP 
	Foreign document bill purchased.
	· To purchase \ discount \ negotiated export doc. Against sight / usance export LC
	· Recourse on bank.
· Residual on client.
	· MAX 180 days


 








Concentration risk:
Concentration risk generally designates the arising from an uneven distribution of counterparties in credit or any other business relationships or from a concentration in the business sector or geographical reason which is capable of generating losses large enough to jeopardize an institution's solvency. Concentration risk arises when any bank invests its most or all of the assets to a single or few individuals or entities or sectors or investments. Downturn in Concentration activities And / or Ares may cause huge losses to a bank relative to its capital and threaten the bank’s health or ability to maintain its core operation Banks need to pay attention to the following credit concentration areas:
1.  Sector Wise Concentration.
2.  Geographic Concentration.
3.  Real Name (Borrower /Group) Concentration.
4.  Top Borrower Wise Exposure (Top 10 To 50   Borrower Will Be Counted).
OBL will establish internal limits of concentration across all the above dimensions concentration risk. Entire loan portfolio of OBL is to be reviewed annually and disclosed specifically at the beginning of each financial year.
 
Single Borrower/Group
Loan concentration to a single borrower or a group under one obligor is very risky as there is a danger that a huge fund of the Bank may get stuck-up in case of unexpected cash flow shortage or inadequacy of realizable value of securities and collaterals. Thus, loan concentration to a single borrower is discouraged. For large loans, syndication/club-finance will be preferred for spreading the risks among many banks or financial institutions.
OBL abides by Bangladesh Bank’s guidelines of lending cap to a single Borrower /Group under single obligor to be as under.


Lending Cap to a Single Borrower Amount:
· Total exposure Funded and non-funded - 35 % of Bank’s total capital.
· Maximum funded exposure - 15 % of Bank’s total capital.
· Maximum non-funded exposure with no funded exposure - 35 % of Bank’s total capital.
· Maximum exposure for export oriented business with maximum funded facility being 15% of Bank’s total capital - 50 % of Bank’s total capital.
The above mentioned Single Borrower /Group Exposure are currently mandatory as per Bangladesh Bank instruction. However, this is subject to change depending on the change of Bangladesh Bank’s policy and /or ONE Bank’s capital base. Mentionable that total Capital to be in accordance with the Section 13 of the Bank Company Act 1991.












Large Loan
Large loan refers to any exposure to a single person/counterparty or a group which is equal to or greater than 10% of the capital. OBL may sanction large loans as per the following limits set against respective classified loans:
	Rate of Net Classified Loans
 
	Large Loan Portfolio Ceiling against Bank's Total Loans & Advances
 

	Up to 5%
	56%
 

	More than 5% but up to 10 %
	52%
 

	More than 10% but up to 15%
	48%

	More than 15% but up to 20%
	44%

	More than 20%
	40%
 


 
Exceptions
In order to allow OBL to accommodate the genuine credit needs of creditworthy borrowers prudently, the following exceptions shall be applicable to the limits set forth in line with BRPD Circular No. 14 dated January 16, 2014:
a) A public limited company, which has 50% or more public shareholdings, shall not be considered as an enterprise/organization of any group.
b) In case of credit facilities provided to the government or against government guarantees and AAA rated Multilateral Development Banks‟ (MDBs) guarantee, restrictions set forth as “Single Borrower/Group” shall not be applicable.
c) In case of credit facilities sanctioned by the banks to the borrowers in order to produce, transmit and distribute electricity against any award provided by the Power Division of the Ministry of Power, Energy and Mineral Resources or the institutions controlled by the said division the aforementioned restrictions set forth as “Single Borrower/Group” shall not be applicable.
d) In case of interbank money market transactions with a contractual maturity of less than one year, the aforementioned restrictions set forth as “Single Borrower/Group” and “Large Loan” shall not be applicable.
e) In case of loans backed by cash and en-cashable securities (e.g. FDR of the same bank), the aforementioned restrictions set forth in as “Single Borrower/Group” and “Large Loan” shall not be applicable and the actual financing facilities shall be determined by deducting the amount from the outstanding of principal balance of the loans
[bookmark: _Toc39607227]3.11 Risk Appetite
Risk appetite is the level and type of risk that a bank is able and willing to assume in its exposures and business activities, given its business objectives and obligations to stakeholders. OBL‟s Risk appetite is to be expressed through both quantitative and qualitative means and should consider extreme conditions, events, and outcomes. It should be stated in terms of potential impact on profitability, capital and liquidity, and should be consistent with the bank's strategic and business plans.
 
 


 
 



 
 
[bookmark: _Toc39607228]CHAPTER IV): INTERNSHIP EXPERIENCE
 
[bookmark: _Toc39607229]4.1 Position, duties, and responsibilities:
As my internee in ONE BANK Limited at Dhanmondi branch, my position was BBA internee Officer. My internee period was in one bank over all 3 months (1st January 2020) to (31st march 2020) .My duty and responsibility were scattered in various Sectors: General banking, Credit section, and marketing department. My duties and responsibilities was to help my senior colleagues. 
For one month I was responsible in General banking where my duties was in the cash side, accounts opening, and customer service.
Then I rotated to Credit risk management since my report is on CRM. I also worked here for 1.5 months. In CRM department my senior give me case study about 
(loan) for studies. I also acquired knowledge about Bank guarantee, House loan, business loan etc. I got a chance to visit the garment sector for an Audit with them.
Last one month I got duties and responsibilities in the Marketing department. Where I visited many places with my seniors for marketing activities.

[bookmark: _Toc39607230] 4.2 Training:
My duties was in the General bank, Credit section, and Marketing department for three months. It was a short time to hardly fulfil my training. But I have tried to do it. Basically Dhanmondi OBL branch deals in general banking,
General banking: I have worked in the general banking section for 1 month. GB is the biggest part of a bank. Mainly GB duties is creating deposits and giving small many others kinds of service. I was asked to sit with my other colleagues so that I could learn from them. They trained me how to communicate with the customer very well. I talked with the customers over phone and informed them to collect their debit card, credit card .OBL provide  Savings account, current account, elegant savings, gold savings, pyramid savings, NRB savings plus, student savings, school banking, salary accounts, short term deposit, long term deposit and FDR .Etc. They also train me on their others services like Remittance, Locker service, Customer service

 I want to share what are the basic things needed for opening a bank account in OBL.
I. Receiving filled up application in bank’s prescribed form mentioning what types of account is desired to be opened.
II. The form is filled up by the applicant himself or herself.
III. Three copies of passport size photographs from individual
IV. One copy of passport size photographs from the nominee.
V. Income statement like job id/ trade license copy .(utility bill for landlord)  
VI. National ID card copy.
Now, I know how to open an account and the supervisor taught me how to give input customer information in software and then how to fill up the form. If any information missed by the customer then I talked with them over the phone and collect the information.
 
Credit: In Dhanmondi OBL branch Credit section is quite small. My seniors try to help me to get the basic knowledge from here. Here Credit customers are Health care organization, Import -Export Company, few House loan and Garments Companies. I have trained here, how to give Bank guarantee, how to create a bank guarantee report, how to give a loan, why banks will give them loan? For what purpose? What should I need to follow to give a loan?, How we can take decisions, How to inform the loan to the High Senior Executive about the loan. I want to share how a loan application process works in ONE Bank.

Application form
CALL report
CM
Sectional 
Approval  


 

At 1st credit application form is given to the client.  And then the client fills up the form and submit to the employee. By Getting an Application form from the client, then  The credit section of the bank creates a Report of  clients company.
The following information the Clients need to provide are:
1.     Customer / group name
2.     Address name:
a.     Office
b.     Factory
c.     others
3.     Trade license number
4.     Tax number
5.     IRC no:
6.     Which purpose loan needed :
2nd is CALL report section, Here The bank credit section Employee visit the organization and make a call report. Under the call report, Client Company’s annual report and all kind information have to be submitted. 
The following information fill up by the CRM employee   on behalf of the client.
1. Name 
2. Customer Name:
3. Address Name :
a. Office 
b. Factory
c. Others
4. Legal Status
5. Year Of Establishment 
6. Tax Identification Number
7. IRC no.
8. Account classification
9. CIB summary report.
a. CIB date
b. States : 
c. Summary :
i. Term finance
1. Limit
2. Outstanding
ii. Working capital
1. Fund limited
2. Fund outstanding
3. Non fund outstanding
4. Non fund limited
5. Total w/c limited
6. Total w/c outstanding
iii. Grand total
1. Limited 
2. Out standing
3. Over due
10. SWOT analysis
a. Strengths
b. Weakness
c. Opportunity
d. Threat
11. Product line verity
12. Modern machineries
13. Technology used
14. Dedication work force.
All this information will be sent to the CM Section. 


3rd is the CM (Credit management) section, here they analyse the report and make a summary if they feel it is secured. In the summary they mention the services which they should give to the organization. Then the short summary is sent to the sectional approval. If they do not feel secure they can reject the project. Under CM processing I like to share the process.
Following these point are should mentioned:
1)	Proposal / review of the company.
2)    Security of the company like a registered mortgage.
a.     Existing collateral.
b.     Proposal collateral.
c.     Security against.
d.     Security coverage.
3)    What is the current Bank's branch earnings?
4)    The group.
a.     Financial proposal.
b.      Group exposure.
c.     Group exposure with OBL.
d.     Group Security.
5)    THE BORROWER AND THE BUSINESS
a.     Type of Business.
b.     Incorporated.
c.     COP.
d.     Capital structure.
e.     Location.
f.       Share structure.
g.      Key executive.
h.     Factory land.
i.       Building.
j.       Machinery.
k.     Cost of the project and means of finance.
l.       Power and utility.
m.   Manpower.
n.     R/M.
o.     Finished goods and production capacity.
p.     Marketing strategy.
q.     Major suppliers.
r.      Major buyers.
s.     Who are the competitor?
t.      What is the banking relationship with other banks?
u.     Capital market exposure.
6)    Financial of the clients
7)    What is the account's conduct of the business?
8)    The proposal of accessories unit:
9)    Exposure of the client with OBL.
10) CIB.
11) ICRRS.
12) Summary of environmental and social due diligence.
13) Client core information.
14) Suppliers risk.
15) Buyers risk.
16) Major risk.
17) Credit committee recommendation
18) Conditions.
  All this information will be sent to the Approval section.
4th is sectional approval section, here they mainly approve all the projects.
In OBL dhanmondi branch credit section working limit CR and Call report, Others level (CM and Sectional Approval) are worked in Head Office.
Marketing department:  I worked in the marketing department for the last one month. Here I gained a lot of knowledge and information about the marketing department. The job of the marketing department is not only to advertise but also to find investors. Campaigns are carried out in different places every month from the marketing department. They target various types of customers from various types of organizations such as schools, colleges, universities, shopping malls and offices.
During my internship I was able to campaign in three places, the place I visited first at Eastern University and the campaign was arranged for three days. We got a huge response for this Campaign. From this campaign I got to know how the marketing department works and how to communicate with the customers.
Second place we went at Anwar Khan Medical College. Through this campaign I got the opportunity to talk with various foreign students like Nigerian, Somalian and pakistani students. Later I came to know about the remittance process of how money comes to Bangladesh from abroad. 
And a few days later we campaigned at Dhaka Women's College. Many tribal students from Bangladesh come here for study. It was a very difficult task for opening a bank account for them. Because they did not know Bengali well and there was no bank in their area. A proposal was later sent to the main branch to open a branch of One Bank in their area for their convenience.
 








[bookmark: _Toc39607231]4.3 Contribution to departmental functions:
In OBL Dhanmondi branch there are three departments available they are Finance, Marketing and General banking. During my internship I was asked to go with my marketing department senior Colleagues as a BBA intern officer in Eastern University to advertise on behalf of ONE BANK limited. Market department senior colleagues teach me how to convince a customer. Here I also try to convince students to open a Student Account, savings account, and Woman’s savings account. I applied my academic knowledge that I have gained during my university periods. My senior appreciated me for doing well. I talked with the students and discuss about the student accounts and savings accounts. Students gave me their Opinion about the students account, about their demand, wants, choice and policy. This information will help OBL.

[bookmark: _Toc39607232] 4.4 Evaluation:
During my internship I had faced positive and negative situations.
The positive side, the employees are quite friendly. In the general banking section Jarin mam and Fouzia mam these two colleagues were very much supportive to me. In the Credit section Shokit sir and Nusrat mam was very much supportive.
Whatever problem I faced, I went to them, sometimes they were too busy with their work. Branch manager was also very cooperative with me. When I first joined, he was the first person who guided me, giving me a short lecture on all sectors of credit, GB and marketing department.
I also noticed that all the employees maintain their punctuality, they never come late and always they come on time unless there is any urgent issue which makes them late. All the employees try to finish their work on a daily basis. Try to avoid keeping the work pending.
The negative side was all the employees were so busy that they hardly got time to talk with each other. I also sometimes fail and am uneasy to ask something from them. Number of employees in dhanmondi branch is quite less that's why the pressure is high.   Being an old organisation I believe that OBL is doing well but need to do more better to make their position strong.
[bookmark: _Toc39607233]4.5 Skills applied:
Since I am an extrovert person it becomes easy for me to communicate with the employees and the customer.This situation helps me to be a people person. Microsoft Excel, Microsoft Word, PowerPoint, time management skill and my presentation skill helps me a lot. When I was working in general banking, my senior gave me to input debit cards, credit cards and checkbooks in Excel sheet . Using Microsoft Word I have also prepared customer pending document letter.

[bookmark: _Toc39607234]4.6 New skills developed:
I worked here for three months as my internship period was three months. I gained lot of skills. Now, I know the importance of punctuality that I have maintained in my internship journey. If I want to take leave I have to give an application to the branch manager. They taught me how to work on Ethernet, which previously I was not aware of it. Previously I do not know about the Elegant savings account, I got to learn from the OBL. This is a service usually for those customers, who are above 50 years of age and who are not able to move. We give them home service. If they need anything or if anything that banks need from them, the bank sends their junior employee or internee Officer to provide the service on their door. I was asked to go on of the elegant customer’s house to collect the sign and deliver the debit cards and there I communicate with the customer.
From the Credit department I went to some garment factories for an audit. Here I learn how to calculate the machine's price, how the bank calculated daily working expanse, daily income, per unite cost Profit and loss. These calculation system is new for me.
I believe that this new skill will help in my professional life.

[bookmark: _Toc39607235] 4.7 Application of academic knowledge:
I applied my academic knowledge while solving the case study in CRM. The case where mostly related to whether banks should give loans to the customer or not that I have learned in MFI.
 I applied Working capital knowledge which was my academic course where I learnt when to give short term a long term loan by analysing the customer profits.
[bookmark: _Toc39607236]CHAPTER V: CONCLUSIONS AND KEY FACTS
 
[bookmark: _Toc39607237]5.1 Recommendations for Improving Departmental Operations:
I hope this statement will help OBL to fulfil the wishes of their customers.
The recommendations are given below:
· They need to make it a little easier to get a bank loan.
· Arrangements should be made so that the customer can easily know the rules of their loan.
· The seating environment needs to be enlarged.
· ATM booths should be set up in all places where there are no ATM booths.
· For the convenience of the customer, customer care service has to be opened in all places of Bangladesh.
· They have to do a lot of advertising to compete with other banks.
· OBL's website needs to be made more powerful and knowledgeable. It is necessary to ensure that all banking branches of OBL have all kinds of facilities.
 








[bookmark: _Toc39607238]5.2 Conclusion
The banking industry is a promising business sector for a country. This sector is getting worse day by day only for bad loans. Most of the people are not repaying their loans to the banks. As a result, the economic condition of the bank is deteriorating. It is not only worsening the economic condition of the country but also the investors who are depositing money in the bank. As a result, the interest of investors in the bank is declining day by day. This shows that people are discouraged towards banks. Therefore, the government of Bangladesh and the general public should stop bad loans and invest money in suitable places to sustain the banking industry.
One Bank always tries to stay away from giving bad loans. Their skilled Employees analyse and provide loans to clients. OBL is using various types of technology, human psychology and digital devices to move their organization forward. As a result, One Bank is relatively ahead of its current competitors despite being old established.
 
 
 
 
 
 
 
 
 
 





Capital

Capital	2014	2015	2016	2017	2018	10176	10762	12451	14109	14514	


Total deposit

2014	2015	2016	2017	2018	10029	13125	15342	15391	16190	


Total loan

Total loan	2014	2015	2016	2017	2018	9049	10674	13208	14532	14691	



Investment	3321	3450	3994	4100	4645	



Total income	2014	2015	2016	2017	2018	968	1061	1433	2079	2886	



Total Assets	2014	2015	2016	2017	2018	12171	15412	25901	25734	26617	



Net interest income 	2014	2015	2016	2017	2018	916	638	650	702	889	



Operating profit	2014	2015	2016	2017	2018	2674	2998	3001	3403	3464	



Number of employee	2014	2015	2016	2017	2018	1280	1304	2256	3402	6745	



Number of branch	2014	2015	2016	2017	2018	62	65	78	90	98	


Credit loans

Sales	
House loan	Car loan	RGM loan	Organization loan	Student loan	Argicultur loan	Small business loan	0.15	0.05	0.27	0.25	0.03	0.17	0.08	


FDR	
STD (Short term deposit)	LTD (Long term deposit)	Saving account deposit	0.45	0.35	0.25	
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