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Executive Summary


This study is a significant part of Bachelor of business Administration program. The main goal of this report is to find out the Marketing Strategy of NCC Bank Ltd. Basically, the promotional strategy of the bank depends on positioning of various products. Their target client is basically those individuals who want to get back their cash with great benefit in crisis.  

I basically took help from two sources to make this report. The sources are the primary source and secondary source. However, I mostly took help from secondary sources but most of the information especially the questionnaire survey was collected from primary sources.

Based on the survey, it is clear that the promotional campaigns and marketing strategies of NCC Bank is not enough strong. It is found that NCC Bank has failed to meet customer’s expectation and the bank does not introduce more products. Also, it is found from the survey that the bank rarely arranges promotional campaigns for promoting their products.

The NCC Bank should give more emphasize on the promotional campaigns and marketing activities of various products and services. Moreover, the bank should try to meet customers’ demand by introducing different products and services. The bank also should take proper initiatives for promoting their products and services.

The bank should concentrate on their potential clients by introducing different products and services with them. The bank also needs to cover all the media so that their potential customers may have clear idea about their products and services. Moreover, the bank should use modern technology to assure best services to their customers.
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CHAPTER ONE
Introduction 


1.1 Introduction
[bookmark: _GoBack]The internship program is an important part of Bachelor of Business Administration program. Students may gather practical knowledge and experiences during the internship period. In the internship period, they work on multiple tasks. When they work in the different departments with multiple tasks, they gather different experiences. Also, the students get the chance to work with professionals which helps them to understand about corporate life. I have made the report based on practical situation to find out the marketing strategies of NCC Bank Limited and tried to give some recommendations. There are many commercial banks in our country. NCC Bank is one of most popular bank in the banking industry. Though the bank has a big number of clients, their promotional campaign and marketing strategy is not stronger than other banks. The bank should try to gain customers’ satisfaction by providing superior services to their customers. In the report, I also tried to define different marketing strategies which have taken by the NCC Bank Limited. With the rapid competition, every bank tries to provide best service to the customers. If the NCC Bank wants to survive in this competition, the bank must assure the best services to their customers rather than their competitors. 

1.2 Background of the Report:

The undergraduate program is basically designed for those students who want to establish their career in business as a profession. It basically focuses on different sites of business which play a vital role in the practical implementation. This report has been made based on practical experience and the data & information were collected from primary and secondary sources. Internship is basically the prerequisite of the completion of BBA program. That’s why; I was appointed as an intern at National Credit and Commerce Bank Limited at Laxmipur Branch to fulfill this requirement. This report contains different factors of marketing activities and also provides some crucial suggestions for the improvement of the bank. Moreover, it includes different charts which express the current picture of National Credit & Commerce Bank Limited of Laxmipur Branch.



1.3 Objectives of the Report:

The study has been undertaken with the following objectives:
· To analyze the SWOT of NCC Bank Ltd (Laxmipur Branch).
· To provide proper initiatives for improving promotional strategies of the bank.
· To provide clear ideas about the marketing strategies of the bank.
· To determine the effect of products and services of the bank.
· To clear about the (4ps) of the bank.
1.4 Scope of the Report:
Basically, it is quite difficult to prepare any report within short time. We face so many threats and opportunities to do any work. But I am very lucky that I have got enough time to prepare this report though it was quite difficult for me to arrange the internship. Finally, I got the chance to finish my internship at National Credit & Commerce Bank Limited of Laxmipur Branch.

1.5 Significance of the Report:
The primary reason of finishing this report is to gain some practical knowledge and experience so that I can apply them in my professional career. It was very challenging for me as I didn’t have any previous experience working in this environment. It is also true that gaining practical knowledge is much more effective and useful than the theoretical knowledge. So, this report will be very helpful for me as I gained some practical knowledge and experience.

1.6 Methodology of the Report:
I used both primary and secondary data to make this report successful. I mainly used primary source as the core information in this report. The method I used is relevant and specific as well as it provides proper guidelines.

The primary data was collected from various sources. The different sources are given below:
· I directly talked with the officers of the branch.
· I informally talked with the clients of the branch.
· I collected the customer’s opinion through a questionnaire.
· I physically observed all the banking activities.



The secondary data were collected from the following sources:
· Information was collected from the research report of NCC Bank Ltd.
· I also took help from different journals and books related to the banking sector.
· I took help from different sites of NCC Bank Ltd.
· I have collected information from the annual report of the bank.

1.6.1 Sample Size and Technique:

I have selected 20 respondents in this study. So, the sample size is 20.

1.6.2 Data Collection Instrument:

I have collected data by taking in depth interviews from different managers, employees and customers of the bank. I have prepared a structured questionnaire to know about customers’ perception about the bank. 

1.6.3 Limitations of the Report:

Throughout my internship period, I had to face some problems. I have tried my best to    complete the report and to find out an effective result. Though I tried to give my best effort, there were some limitations to make the report.  The limitations were:

· It was difficult for me to collect the information as it was very confidential to the officers of the bank. 
· It was quite complex matter to get enough data regarding banks’ internal information.
· I had to collect most of the information from the internal employees of the bank.
· Some parts of the report have not been possible to discuss in details as the information was very confidential to the employees of the bank.












CHAPTER TWO
Overview of the NCC Bank Ltd.









2.1 An Overview of NCC Bank Ltd.
National Credit and Commerce Bank Ltd. has a significant history. The bank started its journey in the financial sector as an investment company in 1985. The goal of the bank was to mobilize the resources and invest them in such way so as to develop country’s industrial and trade sector and playing a catalyst role in the formation of capital market as well. Its membership with the browse helped the company to a great extent in these regard. The company operated upto 1992 with 16 branches and therefore with the permission of the Central Bank converted into a fully-fledged private commercial Bank in 1993 with paid up capital of TK. 39 crore to serve the nation from a broader platform.

Since its inception NCC Bank Ltd. has acquired commendable reputation by providing sincere personalized service to its customers in a technology based environment. The bank has set up a new standard in financing in the industrial, trade and foreign exchange business. Its various deposit & credit products have also attracted the clients both corporate and individuals who feel comfort in doing business with the bank.

2.2 Mission of NCC Bank Ltd.

· To deliver excellent financial service to our communities based on strong customer relationship.
· To provide long lasting that combining our cutting edge technology, experience and financial strength to our clients and stakeholders.
· To create a cohesive and friendly environment where customers and our people can excel.


2.3 Vision of NCC Bank Ltd
To become one of the most adorable commercial bank in serving the nation as a progressive and socially responsible financial institution by bringing credit & commerce together for increase shareholders value and sustainable growth.


2.4 Corporate Strategy of NCC Bank Ltd.

· The corporate strategy of NCC Bank is to make long term sustainable growth, developing the assets’ quality, enhancing operational efficiency and productivity of resources, improving standard services to customer and minimizing the financial risks.

· The banks also emphasize on taking feedback from their all employees and ensure transparency at every operational activity. Also, the bank will evaluate their employees based on their individual performance.


2.5 Division Wise Branches of NCC Bank Ltd.

	Division
	Number of Branches

	Dhaka 
	50 Branches

	Chittagong
	48 Branches

	Sylhet 
	09 Branches

	Khulna
	05 Branches

	Rajshahi
	05 Branches

	Barishal
	01 Branches

	Rangpur
	04 Branches

	Total
	122 Branches







2.6 Management Hierarchy of NCC Bank Ltd. (Laxmipur Branch)
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CHAPTER THREE
Literature Review











3.1 Literature Review

In November, 2010 (Dr. R.K.Uppal) told about the strategies that how to attract customers. He also told about different problems of bank products and tried to clear that how a company solute those problems. He further described about the effectiveness of marketing and showed how it can create customer satisfaction by providing superior services. In 2012, Refat Ahmed Robin talked about customers’ positive attitude toward NCC Bank Ltd. He tried to clear about the reasons of how customers become dissatisfied to the services of NCC Bank Limited.

In the year of 2003, Kotler said that only the sales of a company do not prove it that the company is doing well in the market. He also classified the market share into parts. 1) The overall market share 2) The served market share 3) The relative market share. Basically the overall market share tells about the company’s sales as a percentage of overall market sales. The Relative market share describes about the market share. 

In 2003, Cravens and Piercy described about the relative market share. He said that how the relative market share can be measured.  Basically, it can be measured by comparing the shares with the competitors. In 1996, Perreault, Mc Carthy told about the competitor analysis. Competitor analysis is a method for find out the strengths and weaknesses of current or potential competitors.

In 2003, Cravens and Piercy told about how a firm can compete with others firms directly. He said about two major aspects of competitor analysis. In the same year, Kotler told that if a company can identify its primary competitors, it can easily find out their characteristics. In 1979, Rotschild told about some questions to ask to the competitors. The questions are: 1) who are the current and future competitors? 2) What are competitors’ goals and objectives? 3) What are the strengths of the competitors? 4) What weaknesses they have? 5) What strategies the competitors follow in making their marketing plan?















CHAPTER Four
Analysis & Discussion











4.1 Marketing Strategy of NCC Bank Ltd. (Laxmipur Branch)
Every organization has some strategies to attract their customers.  If the organization wants to reach near in the customer, it must set a goal or objectives. Also, it must focus on the target market and set positioning strategy as well. So, NCC Bank has some unique strategies to attract their customer. They have marketing strategies like other organizations. The following strategies they consider in making marketing strategies:

· Product strategy.
· Pricing strategy.
· Positioning strategy.
· Promotional strategy.

Basically NCC Bank focuses on positioning strategy. They usually give emphasize on their various products. They basically focus on those people who have the tendency to deposit their money for a long time purpose. They are the middle income people. There are some people who always think about their life. These kinds of people find those banks where they can deposit their money in the purpose of getting some profit in future. The bank provides different scheme for different aged groups. They also provide different loans to the customers. There are some deposit accounts for individuals, business owners and companies. Also, they have a special account for students. 

The NCC Bank decides that they will deposit four hundred crore taka in every year which is the target amount of the bank. They basically will collect this amount from fixed deposit account and savings deposit. The other target of the bank is to enhance the number of new depositors.

Thirdly, the bank has decided to provide loans to the customers against mortgage. They follow the marketing mix (four Ps approach) to differentiate them from others. Also, they focus on making a good relationship with their existing customer as well as their potential customers. 



4.1.1 Product Strategy
In making a product strategy, a bank basically focuses on different types of its bank products and services. Like this, the NCC Bank of Laxmipur Branch gives emphasize on this. The bank has different products such as deposit products, loan products etc. It also tries to ensure quality products and services to their customers. It provides fast services to their customers. It has a big number of depositors who are taking services from NCC Bank at Laxmipur Branch. The bank also provides loans with small interest rate. It has different types of deposit accounts such as current deposit, savings bank deposit, special notice deposit, special savings scheme, special deposit scheme, money double program, fixed deposit account etc.  Also NCC Bank (Laxmipur Branch) provides different types of loans to their customer. The loan schemes are personal loan, house building loan, business loan, education loan, farmer loan etc.  
The NCC Bank of Laxmipur Branch is very careful to ensure the product quality. They want to satisfy their customers by providing superior services and quality products. As the bank wants to run in the market for a long time, they must ensure quality in their products. Also, the products must have durability as well. The bank tries to maintain all the conditions of making quality products. The bank also invests money on different sectors in which they earn a rate of interest against the amount of money. 
4.1.2 Pricing Strategy
The NCC Bank Ltd. of Laxmipur Branch gives emphasize to set a competitive price of its different products. The bank basically set the price after considering their competitors’ price of products. It also considers their administrative costs and different costs related to them. Before setting the price of products, the bank first analyzes the financial needs of customers. To meet the needs of customers the bank conducts an internal and external research on their customers. Basically, customers are very price sensitive. So, the bank is very careful while making pricing strategy.

4.1.3 Positioning Strategy

Basically, positioning refers to placing the products in the mind of customers. Nowadays, customers are very careful when they take decisions for the purpose of purchase any product. Therefore, there are a big number of competitors in the market. So, NCC Bank provides some unique facilities for their customers which will help them to run in the existing competitive market. For example, the bank provides more value and charges lower prices to the customers. Also, they deliver quick service to the customers. Their current fixed deposit rate is 6.5% and the rate in special savings scheme is 9%. The bank charges low interest in their loan products. Moreover, their main focus is to gain competitive advance in the existing market. 

4.1.4 Promotional Strategy
Basically, the main goal of promotional strategy is to create a positive perception of products in the minds of customers as well create an immediate response. The bank has some promotional tools such as advertising, public relation, sales promotion and direct marketing. The NCC Bank usually advertises their products through newspapers, magazines, television channels and in different social media. The purpose of advertising is to provide an effective message to a big number of target audiences. The bank usually more uses print media to advertise their products. On the other hand, the bank uses direct marketing to advertise its products. Basically, direct marketing focuses on individual customers where an organization attempts to gain immediate responses of customers. They consistently keep follow on their existing customers.  

The following tools are used by the NCC Bank (Laxmipur Branch):
· Advertising
Basically, advertising is the best tool for promotion. The bank arranges publicity to get attention of people like businessman or different media. If the bank launches any new products or services, it advertises on different newspapers, magazines or other social sites. 

· Personal Selling
The NCC Bank of Laxmipur Branch gives more focus on personal selling. The officers of every department try to provide best service based on individual needs. They consider every client in the same way. If any new service comes, the officers encourage them to take the service and explain in details about the service. The bank always tries to provide fast service to their clients. This is how the banks want to expand its name.

· Sales promotion
The NCC Bank of Laxmipur Branch provides incentives to the customer to inspire the sales of bank service which called sales promotion. The bank decreases their interest on loan and sometimes they increase the rate of interest on deposits. 

· Public relation
Basically, public relation refers to make a strong relationship with clients of the bank. Therefore, the NCC Bank of Laxmipur Branch focuses on building a good relationship with every individuals of the existing and potential client. They try to make a positive image in the minds of the clients. The bank also joins in different corporate workshops to enhance their goodwill. 

4.2 Different Functions of NCC Bank Ltd (Laxmipur Branch)
The NCC Bank of Laxmipur Branch executes the following functions:
· Account Opening
· Cheque Book Issuing
· Account enquiry
· To provide account statement
· Account transfer
· Issuing solvency certificate
· Account closing
· Remittance Department
· Clearing Department
· Loan and Advance Department
The functions are described below in brief manner:
Account Opening
Basically, the relationship between the bank and an individual person is made by simply opening an account. This account may be savings account, fixed deposit account or special savings account. The account opening section is very section for a bank. An individual person can become a permanent client by opening an account at first. The NCC Bank of Laxmipur Branch has the following account facilities:
· Current Account
· Savings Account
· Fixed Deposit Receipt
· Special Savings Scheme
· Money double program
In Fixed deposit receipt, the interest rate is 6.5%. In special savings scheme, the interest rate is 9% and in money double program, the interest rate is 7.5%. Basically, there is no interest given in current account. On the other hand, in savings account; interest is given on the balance of the account. For opening a current account, a person needs minimum five thousand taka and only five hundred taka needs for opening a savings account. 
Cheque Book Issuing
Basically, the NCC Bank of Laxmipur Branch issues cheque Books on the basis of customer needs. There are some depositors who don’t think that they need a cheque book such as an account holder of fixed deposit scheme. Again, some depositors need a cheque book such as an account holder of savings deposit. 
Account Inquiry
In the general section of the bank, the customers come to know the balance of their account. Therefore, customers sometimes come to collect their account statement. There are different sections in the branch. But the general section usually provides these kinds of services.
Account transfer

Sometimes account holders come to the bank for transferring their existing account to others branch. Basically, the general section of the bank performs this activity. The officers of this section try his/her best to provide immediate service to those clients. 
Remittance Department
Basically, the remittance department offers different kinds of facilities to people. The officers of this department try their best to serve the services. The service is provided for both non customers and customers of the bank. There are some modes that used to transfer funds from one bank to others bank:

· Payment order
· Mail Transfer
· Demand Draft
· Telephonic Transfer
[[[
Clearing Department

Basically, the duty of the clearing department of NCC Bank of Laxmipur Branch is to verify whether the cheques have come from others branch of the same district or from outside of Laxmipur. 

The following cheques are collected by the clearing department:
a) Transfer cheque:
Transfer cheques are collected or paid from the same branches of NCC Bank Ltd.

b) Local Bills collection cheques:
This kind of cheques are collected or paid from two different branches of the bank but the bank is located in the same city.

Types of Clearing:
· Inward Clearing
· Outward Clearing

4.3 Loans and Advance Department
Basically, the NCC Bank of Laxmipur Branch provides different types of loans. The bank basically collects deposits from people and invests this deposits as loan to others people. It can’t give loan in cash rather in credit. The bank is popular for providing loans for a long time.  The bank provides different types of credit facilities. 

The NCC Bank Ltd. offers the following types of loans:
· Loan General
· House Building Loan
· Cash credit
· Secured over draft (SOD)
· Farmer Loan

4.4 Data Analysis
In every organization, there are different types of employees who work for the organization. It would not be possible to run the organization effectively without their contribution. As the officers of the bank know about the current position of the bank, I took help from them. Among the all employees, I asked some specific questions only to twenty officers of the branch. I attached the questionnaire in the appendix part of the report. For analyzing the data, I have used (Ms Office Word) 10 version and (Ms Office Excel) 10 version. 



4.4.1 Gender
In this survey, the total number of respondent is 20. The survey respondents are the officers of NCC Bank of Laxmipur Branch. The given chart shows the gender frequency of the respondents of the branch.

Table-4.1: Gender of Respondents

	Gender
	Respondents
	Percentage of Frequency

	Male
	15
	70%

	Female
	05
	30%

	Total
	20
	100%





Figure-4.1




Analysis: In figure 4.1, we see that the total number of respondents of male is 70% and the total number of female respondents is 30%.

4.4.2 Should NCC Bank strengthen the promotional activities?
Table-4.2

	Opinion 
	Frequency
	Percentage Frequency

	Strongly Agree 
	05
	25%

	Agree
	10
	50%

	Nutral 
	03
	15%

	Disagree 
	01
	5%

	Strongly  Disagree 
	01
	5%

	Total
	20
	100%






Figure No-4.2

Analysis: In figure  4.2, we see that 50% respondents  say that agree, 25% respondents are strongly agree, 15% are neutral and 5% is disagree and rest 5% respondents say that they are strongly disagree. So, the NCC Bank should enhance their promotional activities. 


4.4.3 Should NCC Bank introduce More Products & Services?

Table-4.3

	
	Frequency
	Percentage Frequency

	Opinion 
	07
	35%

	Agree
	06
	30%

	Nutral 
	03
	15%

	Disagree 
	2
	10%

	Strongly  Disagree 
	2
	10%

	Total
	20
	100%







Figure 4.3

Analysis: In figure 4.3, we see that 30% respondents say that they agree, 35% of respondents say that they strongly agree,15% respondents say that they are neutral, 10% is disagree and rest 10% say that they strongly disagree. The graph indicates that the bank should introduce more products and services.
4.4.4 Should NCC Bank increase advertising and promotional activities?



Table-4.4

	Opinion
	Frequency
	Percentage Frequency

	Strongly Agree
	07
	35%

	Agree
	08
	40%

	Nutral
	03
	15%

	Disagree
	01
	5%

	Strongly  Disagree
	01
	5%

	Total
	20
	100%








Figure No: 4.4 

Analysis: In figure 4.4, we see that 40% respondents say that they agree, 35% respondents say that they strongly agree, 15% respondents say that they neutral 5% respondents say that they disagree and rest 5% say that they strongly disagree. So, the bank should increase their advertising and promotional activities.

4.4.5 Should NCC Bank arrange campaigns for introducing products and services? 



Table-4.5

	Opinion 
	Frequency
	Percentage Frequency

	Strongly Agree 
	06
	25%

	Agree
	10
	60%

	Nutral 
	01
	10%

	Disagree 
	02
	05%

	Strongly  Disagree 
	01
	0%

	Total
	20
	100%






Figure 4.5

Analysis: In figure 4.5, we see that 50% of respondents say that they agree, 30% of respondents strongly agree, 5% of respondents neutral, 10% respondents disagree and rest 5% of respondents say that they strongly disagree. The graph indicates that the bank should arrange more campaigns for introducing products and services.

4.4.6 Should NCC Bank increase their advertising cost?


Table-4.6

	Opinion 
	Frequency
	Percentage Frequency

	Strongly Agree 
	05
	25%

	Agree
	10
	50%

	Nutral 
	03
	15%

	Disagree 
	01
	05%

	Strongly  Disagree 
	01
	05%

	Total
	20
	100%







Figure-4.6

Analysis: In figure 4.6, we see that 50% of respondents say that they agree, 25% of respondents strongly agree, 15% of respondents neutral, 5% of respondents say that they disagree and rest 5% of respondents say that they strongly disagree. So, the bank should increase  their cost in advertising purpose. 
4.4.7 Should NCC Bank use of Modern Technology?

		Table 4.7 

	Opinion 
	Frequency
	Percentage Frequency

	Strongly Agree 
	10
	50%

	Agree
	06
	30%

	Nutral 
	02
	10%

	Disagree
	01
	05%

	Strongly  Disagree 
	01
	05%

	Total
	20
	100%







Figure: 4.7 

Analysis: In figure 4.7, we see that the majority 50% respondents say that they strongly agree, another 30% of respondents agree, 10% of respondents neutral, 5% respondents disagree and rest 5% respondents say that they strongly disagree. That means, the bank should develop the use of modern technology.
4.4.8 Should NCC Bank increase sales and marketing strategies? 

Table-4.8

	Opinion 
	Frequency
	Percentage Frequency

	Strongly Agree 
	05
	25%

	Agree
	10
	50%

	Nutral 
	02
	10%

	Disagree 
	02
	10%

	Strongly  Disagree 
	01
	05%

	Total
	20
	100%






Figure 4.8

Analysis: In figure 4.8, we see that 50% of respondents say that they agree, 25% respondents strongly disagree, 10% respondents neutral, 10% of respondents disagree and 5% of respondents say that they strongly disagree. So, the bank should increase the sales and marketing strategies simultaneously. 


4.4.9 Should NCC Bank reduce their minimum balance to attract more customers?


Table-4.9

	Opinion 
	Frequency
	Percentage Frequency

	Strongly Agree 
	05
	25%

	Agree
	10
	50%

	Neutral 
	03
	15%

	Disagree 
	02
	10%

	Strongly  Disagree 
	01
	05%

	Total
	20
	100%







Figure 4.9

Analysis: In this graph, we see that 48% of respondents agree, 14% of respondents say that they neutral, 24% of respondents strongly agree, 9% of respondents disagree and rest 5% respondents say that they strongly disagree with this statement.  So, the bank should reduce their minimum balance to attract their customers.

4.4.10 Should NCC Bank increase their ATM booths?


Table-4.10

	Opinion 
	Frequency
	Percentage Frequency

	Strongly Agree 
	10
	75%

	Agree
	05
	20%

	Neutral 
	02
	05%

	Disagree 
	02
	0%

	Strongly  Disagree 
	01
	0%

	Total
	20
	100%







Figure 4.10

Analysis: In graph 4.10, we see that 50% of respondents say that they strongly agree, 25% of respondents agree, 10% of respondents say that they neutral, 10% respondents disagree and rest 5% of respondents say that they strongly disagree with this statement. So, the bank should increase the number of ATM booths.

4.4.11 Personal opinion in making marketing strategies.

Table-4.11

	Opinion 
	Frequency
	Percentage Frequency

	High 
	05
	25%

	Moderate
	10
	50%

	Low
	03
	15%

	Others
	02
	10%

	Total
	20
	100%








Figure 4.11

Analysis: In figure 4.11, we see that 50% of respondents support moderate marketing strategies, 25% of respondents support high marketing strategies, 15% of respondents support low marketing strategies and rest 10% say that they support other marketing strategies.  





4.5 SWOT analysis of NCC Bank Limited (Laxmipur Branch)

Basically, SWOT analysis expresses the strengths, weaknesses, opportunities and threats of an organization. An organization may gather some crucial information from their internal and external environment.  Now some important factors of NCC Bank are described below: 

4.5.1 Strengths 

At present, National Credit and Commerce Bank Ltd has big number branches all over the country. They provide different types of banking services to the customers as well as they have a huge number of skilled and efficient employees. NCCBL arranges different types of training for their employees to enhance their employees’ efficiency. Thus, they provide reward based on their employees’ performance. They basically focus on active and sound corporate governance to ensure the compliance of corporate governance.


4.5.2 Weaknesses 

Basically, the NCCBL give more emphasize on their different loan scheme. They have various types of loans with interest. It is seen that the percentage of loan is higher in every year which is very risk for them. Moreover, the bank does not have sufficient employees to provide service to customers. The number of ATM booths of NCCBL is less than other banks. In fact, the NCCBL operate their business with few products so they can’t meet all types of customers’ demand. Also, they have low growth in their deposit scheme. 






4.5.3 Opportunities 

NCCBL started their journey in 1985 as a nationalized bank but within few years the bank was converted into a public limited company. From then the bank is providing service to the customers with good reputation and trustworthiness. With the rapid competition, the bank is also expanding their product line so that they can meet all types of customers’ demand. Their main goal is to create a positive impression to their customers. As they have a huge number of clients, they have an opportunity to reach to near the customers rapidly.

4.5.4 Threats 

In the current banking sector, there are a huge number of private banks available where every bank is trying to provide superior services to the customers with modern technology. So, everyone try to capture the big market within short period. Moreover, every bank has a modern technology nowadays. So, they can provide best service to their customers. With this rapid competition, NCCBL must focus on providing superior customer service and they should make strategy how to capture more customers. On the other hand, the world economic sloth is heavily affecting the developing country. So, it is very challenging for them to run and operate their business properly. 

















Chapter Five
Findings, Recommendations and Conclusion







5.1 Findings and Recommendations

In the findings of my report, I got different results from the survey part.  Based on the result, I have mentioned some recommendations below: 

1. It is found that the promotional activities of the bank are not strong enough. So, the bank should strengthen its promotional activities and marketing of different types of products and services.
2. As the NCC Bank has a limited number of products, the bank should introduce more products and services based on the customer needs. 
3. The bank should increase the advertising and promotional activities to get customers’ attraction as the bank is not aware about it. 
4. As the bank arranges campaigns less frequently, it should organize more campaigns for introducing their products and services. 
5. If NCC Bank wants to increase the number of customers, it must enhance advertising cost so that customers may have clear idea about the bank.
6. To survive in the competitive banking industry, the NCC Bank Ltd. should use modern technology so that they can provide fast service to their customers. 
7. The bank should make sales and marketing strategies for creating positive mind to purchase their bank products. 
8. As the bank does not spend more to attract customers, it should decrease the minimum balance to attract customers. 
9. As the bank has a limited number of ATM booths, it should increase the number of ATM booths so that they can ensure fast and better service to their clients.
10. As the NCC Bank provides cards only to a limited number of clients, they should provide more credits cards to their special clients for enhancing the credit. 
11. If the bank wants to survive in the competitive banking sector, it must increase using modern technology for ensuring fast service to their customers. 






5.2 Conclusion

NCC Bank Ltd. has a large number of efficient employees who provide the service to the clients with reputation. The bank is continuously trying to improve its service. They mainly focus to create superior customer value. The NCC Bank Ltd. has a significant role in the banking industry. An organization can reach on the top position by skilled and efficient employees. As the bank has a big number of skilled workers, it has high chance to place in the first position in the banking sector. In addition, the bank has many products. So, they have the capability to compete with their competitors. If a bank can ensure quick service, customers must go to the bank for making transaction. Moreover, the NCC Bank Ltd. of Laxmipur Branch has a great contribution in the economic growth of our country. The bank also provides some scholarships to the poor students and also those students who are meritorious. They also keep contribution in the welfare activities of the society. Also, the bank encourages people to save their money in the bank. 
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Appendix 
Questionnaire
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Questionnaire
Subject: Internship Report (Marketing)
Marketing Strategy of National Credit and Commerce Bank Ltd. (NCCBL), (Laxmipur Branch.)

Dear Sir,
I am a student of United International University. I want to know about your “Marketing Strategy of National Credit and Commerce Bank Ltd. (NCCBL)”. It would be highly appreciable if you give some time by answering some questions. I will keep secret all the information. 

Name      ..…………………………..    Age    ………. 	Gender: Male           Female
Profession ……………………………….....	Organization………………………………….
Scales: [ Strongly Disagree= 1, Disagree = 2, Nutral = 3, Agree = 4,Strongly Agree = 5 ]

Year of services: 1) 0-2 Years    2) 2-4 Years     3) 4-6 Years    4) 6- Above Years
	S.L No.
	Factors
	Ranking strategy

	
	
	Strongly 
Agree 
	Agree

	Nutral 
	Disagree 
	Strongly  Disagree 

	01
	Strengthen the promotional activities
	5
	4
	3
	2
	1

	02
	Introduces More Products & Services
	5
	4
	3
	2
	1

	03
	Advertising and promotional activities
	5
	4
	3
	2
	1

	04
	Campaign for introducing products and services
	5
	4
	3
	2
	1

	05
	Increase their advertising cost
	5
	4
	3
	2
	1

	06
	Use of Modern Technology
	5
	4
	3
	2
	1

	07
	Increase sales and marketing strategy
	5
	4
	3
	2
	1

	08
	Reduce their minimum balance to attract more customers
	5
	4
	3
	2
	1

	09
	Increasing the ATM booths
	5
	4
	3
	2
	1

	10
	Personal opinion in cases of marketing strategies
	5
	4
	3
	2
	1



Frequency	Strongly Agree 	Agree	Nutral 	Disagree 	Strongly  Disagree 	5	10	3	1	1	Percentage Frequency	Strongly Agree 	Agree	Nutral 	Disagree 	Strongly  Disagree 	0.25	0.5	0.15	0.05	0.05	Frequency	Strongly Agree 	Agree	Nutral 	Disagree 	Strongly  Disagree 	7	6	3	2	2	Percentage Frequency	Strongly Agree 	Agree	Nutral 	Disagree 	Strongly  Disagree 	0.35	0.3	0.15	0.1	0.1	Frequency	Strongly Agree	Agree	Nutral	Disagree	Strongly  Disagree	7	8	3	1	1	Percentage Frequency	Strongly Agree	Agree	Nutral	Disagree	Strongly  Disagree	0.35	0.4	0.15	0.05	0.05	Frequency	Strongly Agree 	Agree	Nutral 	Disagree 	Strongly  Disagree 	6	10	1	2	1	Percentage Frequency	Strongly Agree 	Agree	Nutral 	Disagree 	Strongly  Disagree 	0.25	0.6	0.1	0.05	0	Frequency	Strongly Agree 	Agree	Nutral 	Disagree 	Strongly  Disagree 	5	10	3	1	1	Percentage Frequency	Strongly Agree 	Agree	Nutral 	Disagree 	Strongly  Disagree 	0.25	0.5	0.15	0.05	0.05	Frequency	Strongly Agree 	Agree	Nutral 	Disagree	Strongly  Disagree 	10	6	2	1	1	Percentage Frequency	Strongly Agree 	Agree	Nutral 	Disagree	Strongly  Disagree 	0.5	0.3	0.1	0.05	0.05	Frequency	Strongly Agree 	Agree	Nutral 	Disagree 	Strongly  Disagree 	5	10	2	2	1	Percentage Frequency	Strongly Agree 	Agree	Nutral 	Disagree 	Strongly  Disagree 	0.25	0.5	0.1	0.1	0.05	Frequency	Strongly Agree 	Agree	Neutral 	Disagree 	Strongly  Disagree 	5	10	3	2	1	Percentage Frequency	Strongly Agree 	Agree	Neutral 	Disagree 	Strongly  Disagree 	0.25	0.5	0.15	0.1	0.05	Frequency	Strongly Agree 	Agree	Neutral 	Disagree 	Strongly  Disagree 	10	5	2	2	1	Percentage Frequency	Strongly Agree 	Agree	Neutral 	Disagree 	Strongly  Disagree 	0.75	0.2	0.05	0	0	Frequency	High 	Moderate	Low	Others	5	10	3	2	Percentage Frequency	High 	Moderate	Low	Others	0.25	0.5	0.15	0.1	Gender of Respondents
70%
30%
Male	Female	15	5	8
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