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Executive Summary

Bank selling could be terribly not easy equipment for creating or straighten out things as per its existing within the market. during this Project/report wherever I’m reaching to demonstrate concerning the various selling style of national, personal & foreign depository financial institution of in Asian country. Among those banks on the idea of their selling strategy performance I conjointly provide a complete comparison. Initial I favor to discussion concerning Market & strategy of DBBL and their main power of promoting secret style in ATM service for social responsibility then on. by providing fashionable banking services through its heap of ATM booth across the country DBBL gets the competitive Advantage. It’s established concerning 550 ATM booths & many years it hopes to ascertain concerning 260 additional ATM booths round the country. Therefore they're providing social responsibility in our country. It performs heaps of social activities, as an example scholarship for poor student, health treatment in freed from price, change of state program, and donation for varied analysis activities in Dacca University etc. the entire selling method of its deposits HSBC loans theme is finished really on a separate manner. the company banking sector of {Bangladesh People’s Republic of Asian country Bangladesh East Pakistan Asian country Asian nation} HSBC in Bangladesh is trying forward to capturing. Whereas they're focusing additional on company banking instead of that of retail banking and conjointly performs some social responsibility as it’s a part of selling plans. in conclusion i favor to demonstrate on the selling strategy of national depository financial institution that referred to as Sonali Bank. In recent years Sonali Bank has introduced its selling section for performing arts selling activities of its product. It conjointly has goodwill in their target customers, because it could be a national industrial bank& they're unwilling to promote their product, the rationale behind this the market share of the bank is large. Thus we will say that client credibleness in nice tools just in case of promoting their product. Sonali Bank conjointly performs some social responsibilities in spite of venturous scenario of the country. In conclusion we will conclude that HSBC, DBBL, & Sonali Bank square measure completely different from one another just in case of operational activities of these banks.



CHAPTER 1
Introduction
As a major variable for economic development Capital formation is remembered. Through capital formation a practiced and well-organized economic system is far desired economic development. To line up and run the industries and supply finance to agriculture and different sector of the economy growth Banks provide necessary finance. Industrial banks represent is that the most vital role within the whole network of the economic system for mobilization of savings, mediation between savers and investors and allocation of credit to productive sectors and therefore plays a dynamic role within the economic development of a nation.
In the last only a few years East Pakistan has been experiencing loads quickest and important modification within the banking sector, not solely in our country however conjointly everywhere the globe. 
Thanks to the technological innovation, globalization, freeing, therefore the dimension of banking has been dynamic apace chiefly. The results of that is that the modification during this sector in our country. As a result it changes everywhere the globe has considerably and affected the banking system of our country, currently the condition is specified banks should vie within the market place each with native establishments moreover as foreign ones. So I select the Banking sector for triple-crown completion of my situation program.

Before beginning their career it's a pleasant chance for the graduates to own a style of the $64000 business world. Internship/project, within the trendy business world, to extend skills and competency from their supervised expertise and, additionally, permits them to demonstrate maturity for acceptable skilled its helps students. A student good in handling the $64000business state of affairs because the schoolroom discussion alone cannot create. this chance for the scholars to urge wont to with the $64000 life state of affairs the shape of it.
Background of the study
Banks in Asian nation there are several native and International dominated. Banks are running their business with success by mistreatment correct digital promoting ways these. These Banks are secure to deliver best services to the client in step with the requirements and desires of the client. As completely different customers have differing kinds of wants, all the strain of the shoppers by mistreatment digital promoting ways effectively these Banks are attempting to meet.

 Purpose of the study
[bookmark: _GoBack]The digital marketing Strategies and the examples of the renowned Banks like Sonali Bank, HSBC, and DBBL and about their success by using the strategies effectively this report will provide the holistic idea. It will provide the ideas about digital marketing Strategies, how it can be applied or managed and how all the tools can be used combine in an organization to get a better success.
Scope of the Study
Through the discussion with expressing the ideas and thoughts and the Scope of this report is to cognate internship purpose the internship objective was to gather practical knowledge and experience by completing this report. With the Kind advice of the internship supervisor, my soul dedication, this report comprises of the organization part and a project part ought this program.
Limitations /Problem statement
All these are very compliant company and there are many confidentiality issues over using its internal documentation and information due to legal restrictions and almost all the Banks here operate their business locally. So, it was very hard to gather information to make this report more comprehensive. 
Rational:
Marketing includes the activities like identification of demand, research, market segmentation, development, launching of product, modification of product, deletion of product, product style, pricing, promotion of product and services, commercial, personal mercantilism, publicity, promotion, differing types of valuation etc. For the organization promoting could be an important activity. In promoting loads of sub activities are performed.




CHAPETER 2
Industry Overview and Company Overview
SONALI BANK LTD
As we have a tendency to all understand that it's the most important bank in Asian nation for a moment. Sonali Bank was established in 1972 below the Pakistan Asian country Asian nation} Banks (Nationalization) Order through the blending and nationalization of the branches of full service bank of Pakistan, And Bank of Bhowalpur and Premier Bank branches set in {east Pakistan Bangladesh People's Republic of Asian nation BanglaDesh East Pakistan Asian country Asian nation} till the 1971 Bangladesh Liberation War. Sonali Bank could be a state-owned banking concern in our country. 
Sonali Bank had a paid up needed of thirty million Bangladeshi monetary units. In 2001 it’s approved and paid up needed were Tk ten billion and Tk three.272 billion severally. The bank’s reserve funds were Tk sixty million in 1979 and Tk a pair of.050 billion on thirty Gregorian.
In total of 1186 branches Sonali Bank has and among them 488 are set in urban areas, 696 in rural areas, and a couple of ar set in different country. uk to facilitate foreign retail store remittances,It what is more operates the Sonali retail store traveler INC. in USA and Sonali Bank (UK) Ltd. in Asian nation and these embody Sonali Bank (UK) cash to fourteen destinations Dhaka, Chittagong, Sylhet, Beani Bazar, Balagonj, Biswannath, Jagannathpur, Sunamgonj, Golapgonj, Nobigonj, Hobigonj Moulvi Bazar,  Kulaura or Tajpur, that makes the method of payment quick and expedient. There ar presently 2 within the kingdom, one setamong the big Sylheti polity in Brick Lane, London and in Manchester.
Information in Summary
Date of Incorporation: 03 June, 2007
Date of Vendor’s Agreement: 15 November, 2007
Registered Office: 35-42, 44 Motijheel Commercial Area, Dhaka, Bangladesh Authorized Capital: Taka 10.00 billion
Paid-up Capital: Taka 09.00 billion
Number of Employee: 20,766
Number of Branches: 1181

PRODUCTS OF Sonali Bank
Sonali Petrifaction Scheme
Education Petrifaction Scheme
Medicare Petrifaction Scheme
Monthly Earning Scheme
Marriage Savings Scheme
Rural Petrifaction Scheme

DUTCH-BANGLA BANK LIMITED
As a public restricted traveler underneath the businesses Act 1994 in Asian nation Bangladesh East Pakistan Asian country Asian nation} with the first objective was to siphon on every kind of economic business in Bangladesh DBBL was established by the Bank corporations Act 1991 and incorporated. In our country by market capital as we have a tendency to all comprehend it is that the largest bank. Dutch-Bangka Bank restricted (DBBL) could be a initial venture full service bank between native Bangladeshi parties spearheaded by MD Sahabuddin Ahmed (Founder & Chairman) conjointly the} Dutch traveler FMO also. DBBL commenced formal operation from Jefferson Davis' Birthday, 1996. The Dacca Stock sales outlet restricted and metropolis Stock.

By its IT investment and largest ATM network and its donations to social causes this bank is most generally recognized so on. it' recently expressed that it'll stop growth on its ATM network because the current numbers have exceeded demand and there freed creasing returns. it's a loss-making unit that DBBL rationalizes as similar CSR though it's wide believed.
In the year 2000 once instability and frequent management changes in its initial years DBBL solved these obstacles to determine rapid climb. The bank grew its name by social service instead of profits. To modest however steady profits the bank’s protecting nature long methods hefty social donations and technology investments have unchangingly junction rectifier. In its money practices for the country DBBL has been best-known to be to a fault protecting. To the leadership of the founder chairman, M Sahabuddin Ahmed success and strategy has been attributed.
The first and one and solely native bank in People's Republic of Bangladesh that to own a efficient financial set-up ATM Dutch Bangla Bank is noted to. The bank has spent over Tk. 1.2 Billion in automation upgrades initial bank in People's Republic of Bangladesh to try to to thus. The bank was misanthrope uniformly although any branch this automation transpire in 2004 whereby services, ATM and web. Delivered money automation and trendy money services to the plenty money was a paper primarily based till DBBL its wide native network. Into the Bangladeshi society this powerfully introduced the plastic cash conception. It’s the foremost costly money connected project during this country the dull automation system was foreign and.
Without the involvement of any third party banks DBBL sustain its own network and automation. Wangle to ATM services is self-ruling for DBBL purchasers. Partner banks area unit charged a supported Tk. 11million. Though the tip value for the buyer is also higher thanks to the warmed-over charges levied by the partner bank.
All over Asian country creating it the biggest network by an oversized margin DBBL has over five hundred ATM’s established. Banks that have signed their agreements to share DBBL’s ATM network:
• Citibank (locally known as “Citibank NA”)
• Standard Chartered Bank (SCB)
• Commercial Bank of Ceylon
• Mutual Trust Bank
• Bank Asia
• National Credit and Commerce Bank Limited (NCC Bank)
• Prime Bank
• United Commercial Bank Limited (UCBL)
• Southeast Bank Limited (SEBL)
• The Municipality Bank (locally known as “City Bank” to differentiate between “Citibank NA”)
• Trust Bank
• Mercantile Bank
It is one in all the biggest non-public donors in People's Republic of Bangladesh and Dutch Bangla Bank supports welfare work wide. Within the matter of month’s victimization DBBL’s infrastructure Member banks will automatism themselves. 
Its includes needed hardware, vellum provision, ATM usage & change software package.
a co-branded ATM initiative in People's Republic of Bangladesh wherever the bank would supply ATM machines and networking self-ruling of tuition to the other branches Dutch-Bangla Bank introduces. Whereas, in People's Republic of Bangladesh started them on twenty eight could 2008 Mutual Trust Bank was initial the primary} bank to require quality and also the first cobranded(ATM).
To different banks wherever with none investment or technical data In 2008, Dutch-Bangla Bank started share their monetary automation services. If we have a tendency to considering of its founder chairman’s views of the bank contributes wide through its foundation Dutch Bangla Bank Foundation in bachelor's degree. one in all the most important priorities or accomplishment for the bank Since its gap it's been. As a result the organization has been granted several national and international award its role within the trivialities of People's Republic of Bangladesh. 
The total vision of its founder chairman (M Sahabuddin Ahmed), The Dutch-Bangla Bank Foundation was established beneath on the opposite hand to assist the individuals of {Bangladesh Bangladesh People’s Republic of People's Republic of Bangladesh East Pakistan Asian country Asian nation} it's the biggest company donor in Bangladesh during this time.
It won the People's Republic of Bangladesh Business Awards for stuff the ‘Best monetary Institution’ in the main for its transferrable to technology and polity service. DBBL gave BDT.
In the year 2008 it’s spoke a donation of Tk eleven2 million to fund the development of Associate in Nursing 11 center, titled by “for Advanced analysis in Arts and Sciences Dutch-Bangla Bank analysis Centre” at the Dacca University field in bachelor's degree. It’ll furthermore ribbon scholarship to researchers and students reception and abroad and also the center is which might be the primary of its kind in People's Republic of Bangladesh, are supervised by noted lecturers, students and researchers then on.
HSBC in Bangladesh
Focuses on urban areas has branches in most areas of the wished municipality of Dhaka the bank that primarily; it what is more has branches within the districts of Chittagong and Sylhet additionally. In most 5 star hotels what is more its booths; within the cities present the bank encompasses a sensible variety of ATM booths. HSBC Asian nation is rated ‘AAA’ within these impermanent and ST-1 rating within the short-run. For any bank or financial organization in Asian nation this is often the best level of ratings.
Custody services and also the HSBC Asia Pacific cluster represent HSBC in Asian nation. 
Within the year 1996 to supply personal monetary services trade and company services, HSBC established its 1st workshop in capital of Bangladesh in seventeenth Gregorian calendar month. The Bank was awarded ISO9002 warrant for its personal and business monetary services that imbricate trade services, securities and unscratched custody, company banking and polygon and every one personal banking. 
This ISO9002, designation for the primary of its kind for a bank in Asian nation.
Such as business banking this bank offers during a comprehensive vary of monetary services, shopper banking, payments and mazuma management, treasury, and custody and clearing thus on. This is often solely restricted to investors within the EPZs in capital of Bangladesh the bank what is more offers offshore monetary within the Export process Zones. 
On A special service tabbed NRB Services is misanthrope for nonresident Bangladeshis also; to keep up their finance in United States of America greenbacks, this service permits customers British pound and Euros. From Asian nation to any a part of the globe will and may and might} wangle their cash from any HSBC diner nearly within the Glove wherever individual’s victimization this service can freely remit cash.
In the country HSBC Asian nation encompasses a facilitate plenty part-way that operates on their daily basics. Within the country to supply day night monetary services at any time it's one among the only a few banks. HSBC’s world monotheism national economy that tabbed Amana is misanthrope in Asian nation. Customers will what is more giving each debit and credit cards underneath during this service. There’s a special workshop defended only for this service.
Services Provided in Bangladesh
Product and Services
Accounts Specialized Products Personal Financial Corporate Services
Savings Power Vantage Personal Loan Trade Services
Current Phone Financial Car Loan Import Services
Short Term Deposit
Self Service Financial Tax Loan Export Services
Fixed Petrifaction Education Loan Risk Management
RFC Personal Secured Loan
Hexagon
NRFC Leasing
Other A/C Tender
Factoring
Other Services
In this case Some of Variegated types of financial services that are provided by HSBC in Bangladesh are mentioned in their pursuit manner.


Theoretical Framework
MARKETING STRATEGY OF SONALI BANK
In all over the planet each every bank has their own promoting ways Banking business is competitive day by day s. it'll facilitate an establishment to with success run within the market if we have a tendency to considering associate degree innovative and constructive promoting. Currently let’s have a look at the promoting strategy or promoting mixture of Sonali Bank.
PRODUCT: 
Product is something which will be offered to a marketplace for attention, use or consumption which should satisfy a wish or want. Levels of product are also of pursuit varicolored classes.
• AUGMENTED PRODUCT.
• ACTUAL PRODUCT.
• CORE PRODUCT.
Today banks are specializing their product to vamp the purchasers and to deal with the changes of shopper demand. Sonali Bank continues to be giving standard and very important merchandise to their customers. Though' sonali bank has only a few merchandise wherever, they're having massive numbers of shoppers. To satisfy them Sonali Bank should attempt to diversify its merchandise and proffer them. Its few numbers of merchandise that ar simply not spare to meet customers’ wants.
PRICING: 
Is the value charged for a product or a goody of the product? In financial business considering it may be a constructive tool Price is not a dominant factor. Price variables of a bank are-
• Interest Rate.
• Transaction Cost.
• Processing fee.
Now let’s have a glance at the initial value for opening a bank worth of Sonali Bank-
• FDR: For opening an FDR with Soanli bank has to siphon very few forfeit compared to other banks.
• Current Account: A consumer is required TK.2000 to uncut a current worth in Sonali bank.
• Savings Account: To savings worth in Sonali bank is only TK.600. This is less to compare to other banks the initial value required.
SERVICE CHARGE: In Service tuition of personal banks is as a compulsion for a client however during this case we have a tendency to see that Sonali bank appears to not be terribly client friendly. Service tuition to the client it not imposes any.
INTEREST RATE: For savings price rate of Sonali bank is 11th of September. It provides St Martin's Day interest in Franklin Roosevelt. furthermorein current rate No interest is paid.
PROMOTION: 
Promotion has wilted has an important part of modern business. Bank liaison tools are as follows:
BANK COMMUNICATION
ADVERTISING PROMOTION PERSONAL SELLING PUBLICITY
INSTITUTIONAL BRAND ADVERTISING USING
ADVERTISING CHANNEL
BELOW THE ABOVE THE
LINE ADVERTISING LINE ADVERTISING
Razzmatazz as a constructive tool Soanli bank isn't victimization. Pamphlet to customers to form the shoppers return to grasp nearly their product it provides leaflet. It doesn't emphasize on liaison strategy as its competitors do.
PLACE: 
Is a very important issue considering an ideal place and position could increase profitability? During this case Sonali bank has a competitive quality. Numbers of branches of Sonali bank are vast instead of rival. During this time it will vamp sizable amount of consumers. Wherever non-public Banks are focusing solely in urban areas. However Sonali bank has its workshop in urban furthers rural areas.
INTERNAL MARKETING:
In People's Republic of Bangladesh a motivating factor is that the bank launched it selling DEPARTMENT in 1996 Sonali Bank is one in every of those banks that were 1st established? However in today’s competitive market selling activities have with a awfully crucial. To retain within the market position therefore it ought to be emphasize in its selling activities.
Its internal customers (employees) in each manner Satisfy the external customers in an exceedingly bank should satisfy. By Sonali Bank in term of internal selling could be a bit neglected. Internal selling it furthermore Interaction with workers is simply not satisfactory Sonali bank is simply not involved all but. Operating surroundings isn't satisfactory. workers don't seem to be well trained during this bank On Flipside the vital factor is that. To sustain within the competitive market Sonali Bank should specialize in internal selling and their workers too.
SOWT ANALYSIS OF SONALI BANK
Strength: 
It is more and more reliable to their client This Bank could be a state in hand bank.
Where variety of consumers is big instead of alternative bank.
It is associate degree unchangingly stands by the poor individuals & zone that square measure vastly counterfeit by the natural disasters.
In making social responsibility in our country Sonali Bank is taking part in a crucial role.
Works as a transplant house well as representative wherever there's no workshop of Bangladesh bank.
Weakness: 
Identifying the profitable sector during this time the danger of default is higher in specimen considering it may be foresaid that it’s quite unable to in.
Sonali Bank doesn't choose the correct place in each case if promoting activities is a very important role play for a company.
In Private business banks ar providing more and more differentiate product than Sonali Bank give to the shoppers.
Internal & external decoration is incredibly necessary for U.S... However Sonali Bank remains standing with associate leftover image for the very long time.
The promoting atmosphere isn't good enough. Increase the productivity of staff within the org associate encouraging atmosphere has got to be created to.
Opportunity: 
In our country Sonali Bank incorporates a Brooding again range of shoppers and familiarity.
As it gets government help they expenditure of workshop is incredibly simple.
So this bank is incredibly responsible to the customer’s satisfaction as government provides policy help in each specimen.
Most of our folk’s are poor & unnoticed of latest technology in our country. This is often not the correct place for him in order that they might not like the personal banks as they finger that. To be the patron of this banks they finger progressively well appointed.
Threats: 
New generation prefers personal bank instead of Sonali Bank severally.
Probability of loan default is big in specimen of Sonali Bank.
It may be a foresaid that it's keeping immense worth of idle windfall that is wasting heaps of cash because it keeps fifty fifth of its liquid windfalls in its hand.
Marketing strategy of Dutch Bangla Bank Limited
Product: 
DBBL supply varied product to the shoppers and that they established varied sorts of petrifaction theme to satisfy the demand of the shoppers. They supply accounting, stock-still deposit, and savings price & what is more give petrifaction theme etc. As monthly profit, double profit, and only once future sustenance and then on Customers get varied sorts of sustenance such.
Pricing strategy:
Is not a constructive selling tool for money sectors? And DBBL isn't involved intolerable nearly evaluation strategy. On the support of the some part we are able to discuss evaluation strategy.
Interest rate: In schemes they supply differentiate rate of interest for varicolored varieties of petrifaction. However the speed for important petrifaction finance is same as alternative banks.
Transaction costs: Transaction forfeit is restrictedly lower compared to alternative banks. For service keep deposit within the initial year they provide lower service tuition.
Processing cost: as like other banks processing forfeit is same.
Promotion:
They use variegated tools for promotional tools.
Advertising: Their razmataz wayfarer’s square measure supported social reason they pay loads for razmataz compared to different banks. They show varicolored varieties of razmataz in razmataz in electronic media.
Social Work: In bachelor's degree folks they contribute plenty in varied varieties of welfare work. Like help to the wounding victim, smile time of day program.
ATM booth: And they have more and more than five hundred ATM booths all just about our country DBBL’s ATM diner is furthermore used as a selling tool. Wherever they arrange to expand ATM up to 860 at intervals year (2008-2009).
Place: 
The number of workshop is in restrictedly exaggerated instead of different personal banks they supply service primarily within the geographic area.
Internal Marketing: Internal selling they're abundant more and more involved just about. Worker will give largest service & will enhance their operating talent The Interaction between workers is satisfactory. Their working environment is satisfactory.
Their internal & external decoration is enticing they unchangingly try and offer identical services as like their throne workplace. In managing DBBL, this is often why shopper feels more and more furnished .DBBL gave varicolored varieties of seminar, coaching facilities to boost their employer’s talent.
SWOT Wringer of DBBL
In conducting their business operation this bank is generally in operation with success its business operation either outwardly or internally, through sustained effort of a team of provides workers they support payment the general business atmosphere wife like & quiet typically they need to squatter some downside.
Internal Strength-
Market Leadership— DBBL has smart market share within the trade. Therefore it's one in every of the recognized & dominating market leaders within the during this bank trade.
The most economical national economy & an oversized base DBBL has a straightforward wangle to the economies of scale and Access to the economies of scale having.
The MD himself typically formulates the useful areas to produce the weightier quality merchandise & services Well-bear useful areas—based on wits the proficient executives. they're one in every of the foremost knowledgeable about & experience during this trade, in our country the useful area unites are the weightier potential.
Internal Weaknesses-
The services The MD himself stuff a known jobber creates or initiate styles. Falling delinquent R&D— to make and to initiate & to modernize existing merchandise & services DBBL has no formal R&D department.
Authorized business concern accredited by Asian nation Bank for a Weak Distribution Network-DBBL has whilom twenty two branches to plug their product & services don't seem to be unchangingly misanthropist in those branches as there are limitations for providing. that typically in wait in providing services and that they take the orders & then turn out the product & services through main branches they're unchangingly delinquent the order pressures.
As the well-known market leader for Weak selling Strategy-DBBL’s current methods aren't considerably competitive considering they need scrutinizing “OVER FULL” demands & one amongst the most important market shares. They’re not considering the market outside the East Pakistan.
General Uncontrollable Factors—
Afterward structural drawback together with utility services like phone phone electricity so on DBBL typically faces.
From native folks operating hamper in conducting traditional business operation Political instability donation demanded.
On legation financial gain this bank isn't obtaining VAT nonbeliever. On legation financial gain additionally they're paying 6 June 1944 whop taxation.
Sometimes influence that there internal working force outside trade union problem.
From up on at higher worth the traveler must obtain machinery. Within the domestic whereas considering machinery don't seem to be misanthrope.
Opportunities—
By extending MasterCard facilities DBBL will play an important role in economic trivialities. For a serious thrust to finance business growing industries with the business climate modulate. Like textiles, chemicals, natural philosophy, shrimps etc.
In waffle the petrifaction and loaning interest rates and DBBL have a possible competitive whet over the opposite banks.
The easement of the economy DBBL is dead set increasing its shares within the export & import business earnings of the bank.
In proving the recovery of delinquent loans Measures for system recast and connected measures can facilitate.
Threats—
The petrifaction and advances are unfold going away tiny lobe for lag behind with the entry of recent industrial banks. Whet to squatter things DBBL should retain a competitive.
The incidents of loan defaults can prolong seriously to damage the recovery of the owed loans if the prevailing system isn't enough powerfully recast.
It is incessantly providing services to the big numbers so of facing some internal and external downside. To beat all of those issues to work more and more expeditiously and that they ar taking several steps. Creating sensible liaison with native teams and governments and aggregation correct data almost within the market competitor’s bank during this regards DBBL maintains sensible relationship between management and staff.
Service Marketing Strategy of HSBC Bangladesh
In People's Republic of Bangladesh within the year 1996 this bank created its flourishing. Since then it's been unendingly developing itself by the amount one financial organization of People's Republic of Bangladesh. With its has large and massive international image it's been sophisticated to vamp an enormous purchaser wiring among a awfully short time. For this repay largest quality service it opened 3 new branches simply while not 2 years of its Wangle in People's Republic of Bangladesh. thence flipside workshop was widow terribly recently to form monetary easy for folks of a rented zone like gulshan, Dhanmondi and with some best management designs and personnel, attracted the monetary market and further because the monetary policy additionally it's endlessly. Throne to throne with its own competition while not that it's been unendingly launching new merchandise and services to fulfill client abase. Reveals that it's been pursuit the Offensive ways of Service promoting , thus a tropical clothes drier of HSBC’s promoting activities we tend to see some key aspects of this strategy area unit showed below:
Figure: key aspects of Service Marketing Strategy
Marketing Process
Annual Planning and Monthly Update
By the business executive and Heads of companies at the AOP bout selling can work with pertinent Parties to determine the arrange for clearance. It discuss with Appendix thirteen for the quality format.
The set up and update the rolling 4-month promoting repairs on a monthly basis while not that promoting can then implement.
Marketing Programmed Implementation, Tracking and Evaluation.
To analysis a selling Programmed Champion in selling are prescribed to manage for the implementation every of the selling programmed from initiation. To the tried arrange and selling budget furthermore selling can arrange for programmed rollout with Parties equal. whereas The Champion cans furthermore self-mastery programmed following and analysis there from for programmers outside of tried overall selling budget; to unearth maintenance availableness from Management ahead selling concerned will would like.
Marketing Programmed Proposal (MPP)
In a year promoting can initiate the promoting programmed capable the well-knit 4-month promoting calendar.
To changes in money processes/procedures, legal/regulatory needs, product maturities Ad-hoc shopper notifications, e.g. those connected.
The MPP ought to be tried surpassing continuing to programmed trivialities and implementation. To contour the method and therefore the pursuit programmers area unit exempt from the MPP process:
Existing regular consumer communications, e.g. news letters
Marketing programmers costing less than BDT 1mil
Evaluation OF Marketing Process
The use of analysis results to live razmataz organ and programmed performance and support payment track. The selling Programmed Champion can well-constructed the pursuit evaluations as and once needed.
Marketing Programmed Evaluation (MPE)
With a selling software engineer analysis inside four months of the programmed ending selling software.
To self mastery analyses like a shot while not the tropical of the wayfarers on the effectiveness of the selling programmed for MPPs at and whilom US$600,000 to indulge timely implementation of touching-up measures selling is furthermore expected. Selling/ programmed results is captured and analyzed The Marketing software engineer analysis ought to be written in an exceedingly holistic manner such relevant.
Advertising Organ Evaluation
Forms ought to be forwarded to the Headed of ASP razmataz. razmataz agency’s performance and repair standards and promoting Team Leaders ought to recognize well-constructed the artistic Organ analysis type on a semi-annual substructure and forward the supported analysis type to the Throne of promoting stigmatization for reference a publication of the analysis. to spot problems and touching-up measures within the finish of the agenda year with a proper analysis ought to be conducted for each artistic organ.

HSBC Branding in Bangladesh
HSBC in People's Republic of Bangladesh has launched the ‘My bank’ trademark campaign they employing a branded whirlybirds a part of Associate in Nursing innovative selling initiative. The whirlybird flew to varicolored components of the wished to lift sensation.
The diverse needs of monetary customers this new set up can facilitate reinforce the perception of HSBC as an establishment that understands. HSBC as a bank that understands varicolored customers have varicolored desires which the bank can try and meet those demands the concept owed my bank is to ascertain. Previously, for the nutrition of the purchasers HSBC had command the loan and my future campaigns. The branded whirlybird is an element of a selling set. 
So as a vicinity of the launch of this Action, {in adoring aim Associate in Nursing exceedingly in a very} competition to put in writing an essay nigh their bank HSBC is tantalizing customers to require half. The perception of HSBC as a establishment that understands the various needs of monetary customers Here new wayfarers can facilitate overdraw. therefore as a vicinity of the launch of this campaign, to put in writing Associate in Nursing essay well nigh their own bank to require half in an exceedingly competition HSBC is tantalizing customers.
SOWT Wringer of HSBC
Strengths
1. Worldwide reliable financial business process
2. Supreme trademark image bank
3. Huge wanted intensity
4. Largest work environment commitment
Weakness
1. Inadequate bank branches and unable to capture market
2. Less adoptability to perform in an integrated marketing strategy
3. Number of ATM booths comparative to other banks 
4. Rising trend in loan default problem

Opportunities
1. Growing no of consumers a unconfined potential in emerging bank business issues
2. Wherewithal help to purchase flipside can bank share
3. HSBC in a strong position to all reap assets
Threats
1. Due to financial losses and tend to investors to invest elsewhere Decreasing reliability 
2. for financial loss Credit availability less to customers 
3. Compared to other banks insufficient responsibility programs 
SOCIAL RESPONSIBILITY
Social responsibility HSBC
Hunting young entrepreneurs: 
In annually this is well-being for our society HSBC is the only bank in our country that is in the project for capturing the idiosyncratic talent for our young generation they do this.
It has organized language competition: In the forage root level that ways in which by college going students HSBC bank is doing a great deal to maintenance up our mother language observe. Therefore this type of worseness plays a significant role to revive up the respect o our Bengali language.
Questionnaire:
Banks questionnaire survey template for Customers

1) Name:
2) Name of the Bank & Branch:
3) Gender:
 A) Male		B) Female
4) Age: 
A. 18 - 25 years B. 26 - 30 years B. 31 – 40 years C. 41 – 50 years D. 51 – 60 years E. Above 60 years
5) Education:
 A. Illiterate B. High school C. Intermediate D. Degree E. Masters Degree F. Others (please specify)
6) Marital Status: 
A. Married B. Un married C. widowed D. Divorced
7) Monthly Income: 
A. Up to 10,000 B. 10,000- 15,000 C. 15,001-20,000 D. 20,001-25,000 E. 25,001-30,000 F. 30,001 – 35,000 G. 35,001-40,000 H. 40,001-50,000 I. 50,001 and above
8) How frequently do you use the following banking services per month?
A. 1to3 times
B. 3to8 times
C. 8to12 times
D. Over12
9) Satisfaction on Technology usage?
A. Strongly agree B. Agree C. Neutral D. Disagree E. Strongly Disagree
10) Are they having enough branches?
11) Strongly agree B. Agree C. Neutral D. Disagree E. Strongly Disagree
12) Do they have enough ATM booths?
A. Strongly agree B. Agree C. Neutral D. Disagree E. Strongly Disagree
13) Do they provide sufficient loan Amount?
A. Strongly agree B. Agree C. Neutral D. Disagree E. Strongly Disagree
14) Do they provide any special treatment to your loyal customer?
A. Strongly agree B. Agree C. Neutral D. Disagree E. Strongly Disagree
15) Are they providing reasonable interest rate?
A. Strongly agree B. Agree C. Neutral D. Disagree E. Strongly Disagree






CHAPTER 3
Research method 
Methodology
The primary data had been collected in various ways. 
The different sources were: 
⇒ Questionnaire survey and qualitative research
 ⇒ Face to face conversations with the employees 
 ⇒ by interviewing and interacting customers at 
 ⇒ observing various organizational procedures.
Secondary data were collected 
⇒ prior research report 
⇒ information regarding the Banking sector 
⇒ Different books and periodicals related to the banking sector
 ⇒ Newspapers and Internet.
 ii. Data collecting instruments In-depth interviews were conducted with various managers, employees of Those Bank & customers. A structured questionnaire was designed which was has been considered as the major tool of preparing the report.
Research type
According to the guidance of my supervisor I have tried to complete this research successfully.
This research is basically based on an internship/thesis report. 
Data type
In this whole report both the primary and secondary data have been included. I have gathered information through internet, websites of the Banks, relatives who are working with some of these Banks etc.
Sample selection
Sampling technique
There are two main methods used in every survey research are probability sampling and non-probability sampling. As in this report I have selected random sample and each of the Banks have equal chance to be selected so this is a probability sampling technique.
Data collection and Analysis
Data collection method
To complete the whole report some of the data collection methods have been used such as questionnaire and surveys, observations, oral history, case studies, documents and records.
Data analysis method
This research is based on quantitative research method. Quantitative data collection methods include various forms of surveys – online surveys, paper surveys, surveys, face-to-face interviews, telephone interviews, longitudinal studies, and website interceptors etc. some of which have been done for making this report.
Data presentation method
· Focused on the important variables and topics.
· Used headings, subheadings and sidebars to strengthen the article. Arranged ideas in a logical order and in order of relevance or importance. 
· The subject permits Kept the language as simple as.
· Included information about the data sources used and any shortcomings in the data that may have affected the analysis.
· Consistent and are referenced in the text All references are accurate Ensured that.
· With the evidence Ensured the intentions stated in the introduction are fulfilled. By the rest of the article and the conclusions are consistent.
CHAPTER 4
Results and Discussion
Finding of DBBL:
“Are Customers satisfied with the ATM card service of DBBL.” Justify this hypothesis and to urge reticulated client opinion and a few ATM card connected queries were asked to the target customers. Below square measure the findings from client survey and therefore the analysis from their opinion. Here one factor to say that client will use quite one kind of card for one account. In response customers has given mixed opinion as given below. The explanation for victimization totally different varieties of card is creating his dealing a lot of convenient.
	Card Name
	Number of users
	In percentage

	Nexus card
	18
	56%

	Master card
	10
	32%

	Visa card
	3
	10%

	Virtual card
	1
	3%


From the table it's found that at intervals the thirty respondents, the user of Nexus card is eighteen, Master card is ten, visa card is 3and virtual card is one and therefore the proportion is fifty six, 32%, 100% and three severally. In concert client will use over one card therefore variety of ATM cards used is over the quantity of users.
“With the mobile banking system of DBBL Customers are satisfied.” I have asked clients some mobile banking connected inquiries to justify this hypothesis and to spot customer read towards this new industry. Given below square measure the findings derived from client survey and my analysis from their given opinion.
Hence to grasp what number individuals have mobile banking account at DBBL and to draw a thought regarding acceptance of this new approach of banking, on top of question was asked to the purchasers and their response was like:

DBBL and eighteen customers didn’t have any mobile account at DBBL and also the share is severally four-hundredth and hour. Among thirty of consumer’s twelve customers have mobile banking account.
So assume the level of customer awareness about the process of mobile banking system, the opinion of 12 customers who have mobile banking account were as follows I asked this question follows:
	Opinion
	No. of customers
	In percentage

	Yes
	4
	33%

	No
	8
	67%


Most of the purchasers same that the procedure of deposit, withdraw and transferring cash exploitation mobile price is varicolored from different wall finance and for this reason they squatter difficulties exploitation this account. From the whilom orchestration it’s found that and at intervals twelve customers World Health Organization have mobile money price four respondents square measure signally understands method the method} of mobile money and eight customers square measure still don’t understand abundant near this money process and also the share is severally thirty third and sixty seven. however the issue that counts is majority of the purchasers square measure still partly unaware near the system of mobile money and it should produce immense discontentment in customers mind as they’ll squatter problem whereas money through mobile.
“DBBL Customers are satisfied with the DPS service” Justify this hypothesis and to urge reticular client opinion, some DPS connected queries were asked to the every which way chosen customers. Bestowed below are the findings derived from client survey and analysis from their given opinion.
Out of thirty customers twenty customers have DPS price at DBBL and ten customers didn’t have DPS price at DBBL and also the share is severally sixty six and thirty fourth. From this survey it may be same DPS is well-liked among the potential customers and on ensuing question I’ll attempt DPS is well-liked.

“Customer care department is efficient enough to solve different queries of the clients within shortest possible time.” Justify the higher than hypothesis and to spot client satisfaction of service quality of DBBL client care, some client care connected queries were asked to the shoppers. Square measure the findings derived from client survey and analysis from their given answer conferred below.

[image: ]
Out that most of the customers need to wait for 1-10 minutes and followed by 11-20 minutes from the whilom diagram it can be found. we can say customers need to wait longer on unusual circumstances when there is huge consumer pressure on bank Rest of the customers need to wait increasingly than 20 minutes but as the respondent number is low. Conjointly laptop downside or worker sparsely creates interruption in commission time. That the management of DBBL ought tube progressively involved about giving customer’s service inside shortest doable time.
out of thirty clients eighteen customers same that they have customer care service principally for ATM card connected issues, eleven clients same that they have client care service principally to induce clearance on their cheque and vi customers’ same that they have customer care service for account connected question and therefore the proportion is correspondingly fifty one, thirty second and 17 November.
.
From the findings it's articulate that majority of the shoppers want customers management facilitate for vellum connected issues. The quantity of ATM vellum user is higher and that they squatter varicolored sorts of issues relating to ATM cards as mentioned and to resolve those issues they obtain help from client care. Conjointly they have client management facilitate for cheque clearance connected inquiry. Different customers square measure visit client management to inquiry the wastefulness of their price or to grasp whether or not the interest of Franklin Roosevelt returning to their price often or not and then on.
Finding of Sonali Bank:
“ATM card service of Sonali Bank.” To justify this hypothesis and to get interrelated customer opinion, some ATM card related questions were asked to the customers. 


At present the bank has twelve ATM booths. Institution of forty three a lot of ATM is on. Sonali Bank’s ATM cardholders fancy the access to the ATMs and POS of Dutch Bangla Bank Ltd. and Brac Bank Ltd. besides those of Q-Cash syndicate. Sonali Bank recently launched MasterCard. Sonali Bank restricted may be a member of Q-Cash ATM network.
“Mobile banking system of Sonali bank.” This hypothesis and to spot client read towards this new industry, I even have asked customers some mobile banking connected queries. Given below are the findings derived from client survey and my analysis from their given opinion.


At present thirty four branches of Sonali Banks ar enclosed within the on-line Any Branch Banking (ABB) network. Branches having Alex Boncayao Brigade facility also are rendering SMS banking services. thus during this chart the portion of disagreement cliental Brooding again. The bank is seriously engaged on connecting all branches within the period of time on-line Banking network step by step.
“Satisfied with the Loan service of Sonali bank”  This hypothesis and to induce reticulated client opinion. Bestowed below area unit the findings derived from client survey and analysis from their given opinion.


Help government to get rid of poorness. Earn abundant currency by Export Import business to government and Helps girl bourgeois to be self-independent by providing loan. industrial enterprise with employment chance. Thus on this chart square measure able to} see that the proportion of client are Brooding again on this statement. Whereas the portion of powerfully disagreement client area unit third-dimensional.
“Customer care department is efficient enough to solve different queries of the clients within shortest possible time.” above hypothesis and to spot client satisfaction level in terms of service quality of Sonali bank client care, some client care connected queries were asked to the shoppers. Given below area unit the findings derived from client survey and analysis from their given answer.

On this pie chat illustrate that around two of client square measure agree and powerfully trust this statement. Whereas, five-hitter customers square measure neutral on this statement. And most of the client square measure discontented on this statement.
Finding of HSBC Bank:
“Customers are satisfied with the ATM card service of HSBC.” justify this hypothesis and to induce reticulated client opinion, some ATM card connected queries were asked to the shoppers.
Presented below are the findings from customer survey and the analysis from their opinion. In response customers has given mixed opinion as given below:
Here we can see that 75% customers are strongly with their ATM Card system. Whereas 20% customers are agree with this statement. From this pie chat we can realize that low percentage of people is neutral and less customer have objection. This is 5 and 0 percent respectively.
“Mobile banking system of HSBC.” To justify this hypothesis and to identify customer view towards this new banking system, I have asked customers some mobile banking related questions. Presented below are the findings derived from customer survey and my analysis from their given opinion.

Well it can be illustrate that a lot of people are like to have this mobile banking system ,whereas 14% of customers are neutral on this statement.
Furthermore there are 18% are totally disagree with this statement and also 4% customer are really disappointed with this system.
“Customers are satisfied with the Loan service of HSBC” To justify this hypothesis and to induce interconnected client opinion, some DPS connected queries were asked to the arbitrarily chosen customers. Conferred below area unit the findings derived from client survey and analysis from their given opinion:

In this figure we can see that the highest number customers are satisfied with the loan service of HSBC bank. Whereas only 5% customers are Disagree with this statement. There are comparatively good position in this bank loan system because agree and neutral are 35% and 15% respectively.
“Customer care department is efficient enough to solve different queries of the clients within shortest possible time.” The higher than hypothesis and to spot client satisfaction level in terms of service quality of HSBC client care, some client care connected queries were asked to the purchasers. Conferred below area unit the findings derived from client survey and analysis from their given answer.


On this pie chart we can see that 40% of people are like their customer services. In contrasts 20% are disagree with this statement. And 10% people have no comments about customer services.




Chapter 05
CONCLUSION
In currently we tend to can’t go one minute while not the services of banks money services square measure become higher day by day for demand. In Like alternative countries Bangladesh is furthermore having some national, foreign and personal banks however activities and methods of those banks take issue to an outsized extent. Among state in hand banks I segregate Sonali Bank HSBC among foreign banks and Dutch Bangla bank among non-public banks. Ways of those banks take issue. HSBC taking large promotional activities to vamp target customers and have a firm position within the competitive market HSBC is providing varicolored styles of product. Furthermore Dutch Bangla Bank is providing differentiated of their product. Bank is waffle its product from day by day to still with the changes in client demand this. DBBL is providing special service to contend with alternative banks. But, performance of Sonali bank isn't satisfactory in the slightest degree and it's still managing little range of product. Sonali bank is on top of DBBL & HSBC relating to the quantity of consumers. The selling ways of those 3 activities selling strategy of HSBC is sort of sensible during this report shows the distinction among. DBBL is furthermore launching constructive selling programs. Considering stuff subconscious near promotional activities might wilt a threat for them Sonali bank should fret near their selling activities. One vital factor that's to be notice is that these days, to retain within the markets promotional efforts helps a corporation to possess a firm position.

Recommendation for Banks
Recommendation for Sonali Bank
This bank is running fruitfully and its immense variety of shoppers Sonali Bank should take some responsibility and its final. But today, monetary business is competitive. Thus to retain during this competitive market Suggestions of Sonali Bank area unit as follows:
Focus on Promotional Activities: 
Its promoting department in 1996Sonali Bank established. Currently questionable and Sonali Bank should emphasize on promoting activities the activities of the department ar. Having an outsized variety of shoppers it's all wasteful all but promoting considering. To retain within the competitive marketplace for while promotional activities might facilitate it to possess a firm position within the competitive market.
Introducing Internal Marketing: 
Here considering of the more and more satisfaction of staff we tend to see that the inner selling isn't well established, the more and more the satisfaction of consumers. Objectives or goals having a decent relationship with staff are incredibly vital therefore to unfasten AN organization’s.
Providing Diversified Product: 
Sonali Bank should give distributed merchandise up to the patron wants and demand to create the shoppers happy, Customers’ choices; tastes square measure waffle time to time.
Better Working Environment: 
The internal likewise as external image this bank should try and build their infrastructure well adorned. To modernize employees’ service quality its providing largest operating surroundings is way required.
Training Facility for Employees: 
In a competitive market as a representative of the government workers of Sonali Bank isn't well trained. The bank while not within bank workers should be trained intolerable to supply prompt services.
Recommendation for HSBC
IT is one amongst the popular foreign banks however to be more and more economical and to possess a firm position within the market this bank should follow some steps that square measure showed below:
Focusing on increasingly consumer segmentation:
In this market and their main target is on higher metric individuals Customers are everything HSBC is addressing restricted range of shoppers. Progressively individuals below varicolored segmentation and furthermore varicolored category therefore the bank should attempt to traumatize progressively.
Interactive marketing better: 
With the short version of product differentiation having cordial with customers is also useful for HSBC and those they should attempt to have smart relations with its external customers.
Service Charge less: 
Service tuition of HSBC is just too higher restrictedly with different banks and to sustain within the competitive market HSBC should maintenance its service tuition minimum.

Focusing on Rural Areas: 
As most of the individuals sleep in the agricultural areas it should give services in rural areas. Place choice HSBC contains drawback. Thus it's providing services solely in restricted urban areas and ignoring rural areas.
Issuing Brochures: 
The bank should issue progressively brochures and leaflets with product details which can specialize in the services and product HSBC like alternative banks.
Recommendation for Dutch Bangla Bank
provider for its target customers The weightier services; at this point and therefore the bank should solve the shortcomings within the close to future and offers new innovative product to retain its position as a pacesetter amongst banks year while not year this Bank has established its image in concert of still they're however not the market leaders. Some recommendations ar given below:
Issuing of Brochures and Leaflets: 
Bank ought to issue or print progressively brochures and leaflets with product details like sonali Bank will and services aliment of Dutch Bangla Bank ought to be remarkably explained.
Individual Sustentation and Care: 
Individual upkeep ought to incline to customer’s so to repay largest perceive their desires and largest satisfy them.
New Investment Product: 
Dissatisfaction with current investment schemes and services sure as shooting Survey results indicated higher price. New investment set up ought to be introduced to satisfy client wants. New personal savings Future investment merchandise ought to be varied.
Use of marketing research: 
To find out client desires nigh numerous service aspects menstruation client desires and satisfaction regular analysis at adequate intervals ought to be conducted and Regular analysis ought to furthermore be conducted.
Reducing Liaison Gap: 
Communication gaps is overcome because it has been found that not each value holder is aware of a lot of all but form of services and merchandise that they will get from Dutch Bangla Bank .Special campaigns like relation week were customers are going to be sophisticated to raise some selected banks personals. They will need the purchasers a wide-stretching plan all but the bank and its services the higher inactive officers is given a specialized coaching.
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