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EXECUTIVE SUMMARY
Internship experience is very important and helpful before anyone goes looking for a job.  Employers want people who have experience. Internship gives students the opportunity to grow, academically and personally. When anyone initially starts out he is going to be doing the menial repetitive task that every new person had to do. However this is not necessarily negative as it teaches the person responsibility at the smallest level.

This report attempts to provide a unified overview of Allied Bank Limited,  Branch hasilpur. This report emphasis on the major functions performed by the bank and also on it’s over all performance by analyzing it

ABL offers a wide range of financial products and advice for personal and Corporate Customers. You can also apply online Services. Customer can access their accounts using our simple and convenient ABL virtual internet banking services. The management at ABL comprises of seasoned professionals in the fields of banking and finance thereby encouraging a culture of innovation, and total customer satisfaction.

During my internship program I have found many good things in this organization.

        ABL has large variety of products due to which they are progressing over the year.  I have tried my best to discuss all these variety of products in my detail internship report.  I have also discussed the functions of sales, marketing and customer service department in my report. SWOT (Strength, Weakness, Opportunities, and Threats) and critical analysis is also being discussed in my report.  
Conclusion and recommendations are also given
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CHAPTER: 1
. 1 Overview of the organization

1.1 Banking in Pakistan:

Banking started in Pakistan after the bold and emergent decision of formulation of SBP on July 30, 1948. Thereafter this sector has witnessed enormous growth. In 1974 banks were nationalized, in the hope that new era of growth could be achieved through it. However the process is reverse since 1991, up till now MCB, ABL, and UBL have been privatized and HBL is in the process of its privatization. 

 1.2 Brief history

ABL was established on December 3, 1942 as Australasia Bank at Lahore with capital of 0.12 million. At that time the chairman was Khawja Bashir Baksh. ABL’s story was one of the dedications, commitment to professionalism and adaptation to changing environmental changes.

The bank's history is divided into many phases. During 25 years of united Pakistan the bank advanced forward in all areas of its activities. 1970’s were a difficult decade for all Banks of Pakistan. In 1971 East Pakistan was separated and Australasia Bank lost its 50 branches and a lot of capital as well.  Nevertheless the growth remained steady.

In 1974 all the Banks were nationalized including Australasia Bank. The small provincial Banks were merged into Australasia Bank. On 1st July 1974 the new entity was renamed as ABL of Pakistan Limited. Then it started its operations as Public sector institution. Later in 2005, the bank was listed on all stock exchanges in Pakistan. Extensive experience over the last 66 years of operating in Pakistan, the bank has built strong equity, assets and deposits base.

Following the take over of its management control by the Ibrahim Group in 2004 and subsequent merger of Ibrahim Leasing into Allied Bank in 2005, the Board formulated comprehensive strategic priorities to address the needs to run a world class financial institution. To attain this goal, it was imperative to invest in human resources, systems and technology, with special emphasis on value addition and service quality

1.3 ABL operates by the following Mission, Vision and value

The Vision Statement:

To become a dynamic and efficient bank providing integrated solutions in order to be the first choice bank for the customers

The Mission Statement:

· • To provide value added services to our customers

· • To provide high tech innovative solutions to meet customers’ requirements

· • To create sustainable value through growth, efficiency and diversity for all  

· stakeholders.
· • To provide a challenging work environment and reward dedicated team members                           

· according to their abilities and performance


· • To play a proactive role in contributing towards the society.

Our Core values:

· • Integrity

· • Excellence in Service

· • High Performance

· • Innovation and Growth

1.4 Nature of the organization

Allied Bank Limited (the Bank), incorporated in Pakistan, is a scheduled Bank, engaged in commercial banking and related services. The Bank is listed on all stock exchanges in Pakistan. The Bank operates a total of 766 branches in Pakistan including the Karachi Export Processing Zone Branch (overseas business unit). The long term credit rating of the Bank assigned by The Pakistan Credit Rating Agency Limited (PACRA) is ‘AA’. Short term rating of the Bank is ‘A1+’. The Bank is a holding company of ABL Asset Management Company Limited.

The registered office of the Bank is situated in Lahore whereas the principal office is situated at Khayaban-e-Iqbal, Main Clifton Road, Bath Island, Karachi.

1.5BUSINESS ACTITIVIES

(A) Corporate finance

This includes investment banking activities such as mergers and acquisitions, underwriting, privatization, securitization, Initial Public Offers (IPOs) and secondary private placements.
· Trading and sales

· This segment undertakes the Bank’s treasury, money market and capital market activities.

· Retail banking

· Retail banking provides services to small borrowers i.e. consumers, small and medium enterprises (SMEs) and borrowers’ agriculture sector. It includes loans, deposits and other transactions with retail customers.

(B) Commercial banking

· This includes loans, deposits and other transactions with corporate customers.

· Payment and settlement

· This includes payments and collections, funds transfer, clearing and settlement with the customers.

1.6 Product Line

1.6.1 Consumer:

The first product line is the consumer side, in which ABL aims to provide a host of products and services to its customers and for this purpose substantial ground work has been done to establish a strong consumer banking business.

Allied Bank has not yet worked so far in the area of consumer banking. It is aiming at getting professionals from across the industry that have been recruited into areas of product development, sales, credit policy, research, consumer analytics, call centers and service quality departments.

The consumer portfolio, comprising the debit card, credit cards, auto loans, personal loans and mortgages will be established phase by phase. However, ABL believes that its strengths, together with our largest network of online branches, a superior technology platform, a big customer base and the Consumer Personal Banking Group (CPBG), will take the Bank’s profitability to new heights.

Currently, on consumer part Allied Bank is offering;

a. Allied Visa Debit Card

b. Allied Visa Credit Card 
c. visa platinum credit card

(A)ALLIED VISA DEBIT CARD

Features:

Get Cash

You are always on the move, now your bank account is too. You can use your Allied Cash + Shop Visa Debit Card to withdraw cash directly from your bank account from over 3,500 ATMs in Pakistan - including Allied Bank's largest network of ATMs and over 1 million ATMs worldwide.

Shop Anywhere

Use the Visa power of your Allied Cash + Shop Visa Debit Card to shop at over 49,000 retailers in Pakistan and over 27 million retailers internationally

Dine Out

Go to all your favorite restaurants and order whatever you want without having to worry about how much cash you have in your pocket - thanks to your Allied Cash + Shop Visa Debit Card.

Enjoy Traveling

Imagine traveling without carrying cash. With your Allied Cash + Shop Visa Debit Card, you can buy your plane tickets and do all your shopping abroad without worrying about spending too much or running out of cash.

Get Groceries

Go groceries shopping with your Allied Cash + Shop Visa Debit Card and you will never have to worry about having enough cash in your pocket when you're standing in line at the cash counter.

Have Fun

Whether you feel like taking the family to see a movie at the cinema or treating some friends to a night of bowling, you can do it all and more with your Allied Cash + Shop Visa Debit Card.

Fuel Up

Now you can fuel up your car without emptying your wallet. Pay for all your fuel purchases with your Allied Cash + Shop Visa Debit Card.

Stay Alert

Now, be more secure and keep better track of your spending. With your Allied Cash + Shop Visa Debit Card, you can get SMS alerts when you make transactions on your Card. You can also access the details of your transactions via internet banking at www.abl.com.pk

So you are always updated and alert.

(B) ALLIED VISA GOLD CREDIT CARD

With your Allied Visa Gold Credit Card every Pakistani can now enjoy the benefits of a Gold Card internationally with unmatched savings greater flexibility, convenience and security

Features

Buy Now, Pay Later

With your Allied Visa Gold Credit Card, your free credit period allows you to pay for your purchases up to 50 days after the date of purchase. So now you can buy all the things you want - whenever you want - at your own convenience.

Flexible Repayment

When paying your credit card bill, your Allied Visa Gold Credit Card gives you the option to either pay the entire amount according to your statement or a minimum of 5% of your total outstanding balance.

Cash Advance Facility

As an Allied Visa Gold Credit Card member, you are entitled up to 75% of your available credit limit in cash. Just go to your nearest ATM with the VISA or PLUS sign and avail the facility of withdrawing cash 24 hours a day

Allied Easy Installments (AEI)
The Allied Easy Installments (AEI) plan provides you with the facility to pay your outstanding card balance in equal and affordable monthly installments spread over 3, 6, 12, 18, 24, 30 or 36 months. So now you can easily afford anything from everyday household appliances to exotic vacations abroad.

Supplementary Cards

Want to share the benefits of your Allied Visa Gold Credit Card with others? Now you can! Treat up to two people with supplementary credit cards and pass on the many privileges of your Allied Visa Gold Credit Card to your chosen friends and family members.

Balance Transfer Facility

In case you have outstanding balances on other cards, consolidate these onto your Allied Visa Gold Credit Card with the lowest BTF rate and save more on your outstanding payments than ever before.

Credit Protection Plus

With Credit Protection Plus, your Allied Visa Gold Credit Card provides payment cover against:

· Death, due to accident or sickness

· Permanent and Total Disability, due to sickness or accident

· Temporary Total Disability, due to sickness or accident

· Terminal Illness

Zero Loss Liability

 
The Allied Visa Gold Credit Card’s Zero Loss Liability feature protects you from paying for any unauthorized transactions on your Card in the event that it is lost or stolen. Please notify Allied Phone Banking immediately on 0800-22522 (within Pakistan) or on 9221-5301094 (outside Pakistan) in case your Card is lost or stolen.

24-hour Allied Phone Banking

For any information and queries about your Allied Visa Gold Card, call Allied Phone Banking on 0800-22522. If you are calling from outside the country, please dial 9221-5301094.

Free CIP Lounge Access

As an Allied Visa Gold Credit Cardholder, you are eligible to avail the free lounge facility at Quaid-e-Azam International Airport, Karachi and enjoy a variety of complimentary features.

Relax while you watch leading television channels or select something to read from an updated library of newspapers and periodicals. Also feel free to plug in your laptop and mobile phone into the charging facilities provided or browse the internet or send and receive faxes while you wait. You can also treat yourself to a wide assortment of high quality snacks, beverages and fresh fruits.

(C)VISA PLATINUM CREDIT CARD

 
With your Allied Visa Platinum Credit Card you can enjoy exceptional benefits and a host of local and international benefits like never before!

Features

Visa Platinum Golf

Fancy a game of golf? With your Allied Visa Platinum Credit Card, you can enjoy golf at its best with complimentary tee-offs, discounted green fees and access to some of the world’s most celebrated golf clubs.

Platinum Life Platinum

Life is a unique platform that showcases exclusive programs and events specially designed for Visa Platinum Credit Cardholders. With your Allied Visa Platinum Credit Card, you are eligible to join this exclusive platform and avail many exciting services like Platinum Club, Platinum Dining, Platinum Golf, Experiential Travel and much more.

So get ready to enjoy the luxury of Platinum Life with the Allied Visa Platinum Credit Card.

Visa Platinum Club

As a member of the Visa Platinum Club, you are part of an internationally reputed rewards program that provides an unmatched quality of services and customized luxuries to all Allied Visa Platinum Credit Cardholders. The Visa Platinum Club rewards you with exclusive perks such as complimentary room upgrades at five-star hotels, spa treatments, attractive retail discounts, special rates on car rentals, professional golf coaching and much more. Furthermore, unlike other card reward programs, being part of the Visa Platinum Club means that you can start enjoying these privileges immediately without having to earn or accumulate reward points on your credit card.

Visa Platinum Dining

Your Allied Visa Platinum Credit Card can turn any meal into a dining experience to remember. The Visa Platinum Dining Service offers special dining privileges at over 200 restaurants throughout the Asia-Pacific region. Through this program, you can avail special features such as priority reservations, complimentary meals at selected restaurants, and much more

Free Travel Accident

Insurance

Next time you travel, purchase tickets on your Allied Visa Platinum Credit Card and go on your journey with the added security of Travel Accident Insurance - Absolutely Free! You can get an amount of up to Rs. 12,000,000 and are not only insured against death but also against permanent total disability caused while traveling. 

Concierge Service
No matter whether you are at home or overseas, with your Allied Visa Platinum Credit Card, you can now enjoy round the clock travel and entertainment support with your very own personal Concierge Service. Also enjoy peace of mind with 24-hour emergency services such as card replacement, cash disbursement and medical assistance through a dedicated network of global toll-free numbers. Information, reservations, referrals, etc., are all available free of cost and any additional goods or services purchased by you will automatically be billed directly to your Allied Visa Platinum Credit Card. 

Note: In Platinum card all above gold card facilities are included.
1.6.2 Services:
In commercial Banking, ABL is offering following services;

· Deposit Accounts

· Internet Banking

· Online Banking

· Corporate Leasing

· SME

· Agriculture

1.6.2.1DEPOSIT ACCOUNTS

ABL is providing following types of deposit accounts;

1.6.2.1 (A) PLS Account

Allied Bank offers the PLS Savings Account facility to its customers with the following attractive features.

Attractive return of up to 5.00% per annum

Free Online Transactions, DD/TT/PO for depositors maintaining an average monthly balance of Rs. 2.500 (M) & above.

1.6.2.1(B) Current Account

Allied Bank offers the Current Account facility for individuals as well as for institutions and commercial customers. There are free Online Transactions, DD/TT/PO for depositors maintaining an average monthly balance of Rs. 0.5 (M) & above.

Allied Basic Banking Account

In order to provide basic banking facilities to its lower-middle class customers, Allied Bank has introduced the “Allied Basic Banking Account” (ABBA).

Account can be opened with an initial deposit of Rs 1,000/=

It is a non-remunerative account with a no minimum balance requirement.

The Statement of Account is issued on a yearly basis.

The account will be closed automatically if the balance remains “zero” for one year.

No service charges on the account for a maximum of 2-withdrawals and 2-deposits during a calendar month. Additional transactions will be subject to a service charge as per the Bank’s Schedule of Charges for every withdrawal/deposit.

Unlimited withdrawals from ATMs.

1.6.2.1(C) Foreign Currency Deposits

Allied Bank offers the facility of opening Current, Savings and Term deposit Accounts. Foreign Currency accounts can be opened in US Dollar, Pound Sterling, Euro, and Japanese Yen at designated branches.

Monthly Profit Plus

Saving has now become all the more appealing with our Monthly Profit Plus Scheme, which earns you monthly profits on investments. The scheme is designed for a period of 1 Year with the following profit rates;

	Tenure
	1 Year

	Profit Rate
	10.50% p.a.

	Profit Payment
	Rs.875 * per month


Salient Features:

· Account Type: Term Deposit

· Term Period: 1 year

· Profit: Payable on monthly basis

· Minimum Deposit Amount: Rs.25, 000

· Rewarding Term Deposit

A term deposit is a scheme which gives a high rate of return and the flexibility of various tenure. Investment can be made with the minimum of PKR 25,000 only.
	Deposit Amount
	1 Month
	3 Months
	6 Months
	12 Months

	Rs. 25,000 & Above
	8.00%
	10.00%
	10.50%
	11.00%


Salient Features:

Account Type: Term Deposit

Term Period: 1-12 months

Investment: Rs.25, 000 & above

Profit: Payable on maturity 

Note: All profits payable are subject to applicable Zakat and Govt. Levies and changes in the Bank's Policy from time to time

1.7.2.2 INTERNET BANKING
Banking is now at your fingertips! Allied Direct Internet Banking offers you the convenience to manage and control your banking and finances - when you want, where you want! It's Simple, Convenient, Secure and Faster. So, just get clicking! Some of the advantages of Allied Direct Internet Banking are:

Simple and Convenient
www.vchowk.com
Easier navigation and help provided at every step so you can make full use of this service. With Allied Direct convenience is just a click away.

Secure and Faster

Encrypted with latest tools and technologies, Allied Direct is the choice for secure and fast Internet Banking

24 × 7 Access 

You now have access to your account 24 hours a day, 7 days a week. You can transfer funds or pay bills, even when it's a holiday.

1.6.2.3 ONLINE BANKING

Allied Online Banking is a unique service being offering from Allied Bank. Through this service, your account in Allied Bank is available to you from any of our branches countrywide

No matter where you are in the country and whichever branch your account is maintained at, you can have your cheque cashed at any of our 757 online branches located in 250 cities. You can also use the service, from any branch, to deposit cash for instant credit into your account or any other account in Allied Bank. Similarly, the account-to-account Funds Transfer facility is also available for instant remittance. Your cheque drawn from a remote branch for credit into a beneficiary’s account or encashment of a specified amount, can also be presented by a third person at any branch. What’s more, making a Balance Inquiry and getting an Account Statement are additional services available to Account holders from remote branches. Allied Online provides a secure, efficient and convenient facility for making payments to beneficiary accounts from any of our branches countrywide. Corporate customers requiring fund collection or a disbursement facility can use it for cash management services. 

1.6.2.4 CORPORATE LEASING

Allied Bank started lease operations when it integrated with Ibrahim Leasing Limited. Facilities include leases for machinery, commercial vehicles and equipments. The Bank provides lease facilities to corporate and commercial clients in all industrial enterprises for balancing, modernization, replacement and expansion schemes .Leasing is a popular mode of financing because of its distinctive features like tax shield, preserve working capital, easy documentation and less processing time. Lease applications are processed at all Bank branches in Pakistan.

1.6.2.5 SME

The Commercial and Retail Banking Group (CRBG) caters to the needs of commercial entities and small and medium enterprises. A dedicated team of Relationship Managers first identifies the specific needs of each customer segment, then designs and delivers a facility package, which is in conjunction with those needs, and provides customers the full support and opportunity to take advantage of the various business prospects available in the market.

Following are the main credit facilities we offer:

RF/CF: These are short term credit facilities (maturity of up to one year) lent to customers to meet their day-to-day business/working capital requirements and finance their inventories,  receivables, etc.

Generally, in addition to collateral security, these facilities also entail security in the form of hypothecation of stocks and receivable/pledge of stocks.

Export Refinance Facility: This is mainly the same as RF/CF, but as per the Terms and Conditions set by SBP, is meant exclusively for exporters.

Foreign Bill Purchase/Bill Discounting Facility: This loan/facility is provided to exporters against their export bills under LC and a contract to facilitate their cash flow, while they are waiting receipt of their payments

LC (Sight /Usance): This facility allows importers to import goods and machinery

FIM/FATR: These facilities allow customers to finance imported goods against Pledge & Trust Receipts, backed by collaterals

Demand Finance Facility: This is a medium/long term credit facility available to establish new projects for BMR and capacity expansion with a repayment term of more than one year, which can be paid back in installments. This facility meets clients’ long term needs such as, financing factory constructions or machinery expenses.

Inland LC (Sight/Usance): This facility allows customers to purchase commodities within the country

Letter of Guarantee (LG): On behalf of the customers, the Bank issues a guarantee in favor of the beneficiary, against the performance of a particular job/contract, within a particular time.

Import Export: Allied Bank provides highly efficient trade finance services for import/export businesses through a large number of authorized branches where trained and motivated staff is available to handle the business on the customer’s behalf.

1.6.2.6 AGRICULTURE FINANCE

The Bank, under the Agricultural Financing Scheme, as decided by the State Bank Of Pakistan, extends short, medium and long term, farm and non-farm credits. The farm credits are extended for production (inputs) and development purposes. Non-farm credits are allowed for livestock (goats, sheep, cattle), poultry and factories including social forestry and fisheries (inland and marine, excluding deep sea fishing). Details are as follows:

· Farm Loans

· Production Loans

· Inputs like seeds, fertilizers, pesticides, weedicides, herbicides, labour charges, water charges, vegetables, floriculture, etc.

· Working capital finance to meet various farming expenses.

· Development Loans

· Improvement of agricultural land, orchards, etc.

· Construction of Godowns

· Tractors, Machinery & other equipments

· Tube wells

· Farm Transportation, etc

· Non-Farm Loans

· Livestock 

· Poultry

· Fisheries

· Forestry

· Agriculture Revolving Credit Scheme

· Loan Tenure: 3 Years (Clean up once a year), one time documentation for 3 years.

· Loan limit will be based on the Indicative per Acre limit prescribed by SBP

· Development Loans/Finances (Term Loans)

· Loan Tenure: up to 5 years 

· Repayment: Monthly/Quarterly/Bi-Annual

· Amount of Finance

1.7 Corporate

CBG (Corporate Banking Group) offers a wide range of financial services to medium and large sized public and private sector entities. CBG has expertise in providing exemplary customized and personalized service to its Corporate Customers under the Relationship Management concept, which is basically catering to all the customer needs through ‘One Window’ operations. CBG has strategically placed its presence in all major corporate hubs of the country namely Karachi, Lahore, Islamabad, Multan and Faisalabad.

It presently enjoys a leading position in corporate lending in the country and has played a key role in economic development of the country by providing large facilities, long term, short term, working capital etc in all the key sectors of the economy. Despite being a late entrant in Corporate Banking, CBG has not only able to position itself as one of the prime banks for the existing clientele but also created and cemented new relationships with several top tier names in the market.

CIBG (Corporate Investment Banking Group) is performs following functions;

· Corporate Banking

· Project Finance

· Long Term Financing

· Short Term Financing

· Trade Finance

· Investment Banking

· Project Finance

· Syndication

· Advisory

· Financial Institution

· Cash Management

1.8 Competitors

Nationalization of banks in the seventies was a major upset to domestic banking industry of the country, which changed the whole complexion of the banking industry. With irrational decision at the top all the commercial banks were made subservient to the political leadership and the bureaucracy. Specialized banking institutions were already working in the public sector. The new accountability paradigm changed the business ethics in the banking industry, and with this change started disaster.

Nationalization of banking industry was accompanied by violent changes in the external value of rupee. The commercial banks thus lost their assets management equilibrium, initiative and growth momentum. They ceased to be a business concern and became big bureaucracies. This was accompanied by indiscreet loaning under political pressure. They suffered from three terminal diseases: non-performing loans; higher intermediation cost; and loss of initiative and entrepreneurship. The rise to Labor Unions and Officers Associations made life tough and working conditions ugly to honest, dedicated and industrious workers in the realms of domestic banking industry.

The era of nineties was the climax of privatization, deregulation and restructuring in the domestic banking industry and financial institutions. The Muslim Commercial Bank was the first bank to privatize. Followed by Allied Bank Limited, United Bank Limited and now the Habib Bank Limited have been privatized. One thing good for that particular period was the recruitment of fresh officers in the domestic banking through well-organized policies of Banking Council. With the decay of Banking Council there was flood of insincere, nonprofessional, incompetent candidates directly appointed/recruited in all the domestic banks of the country.

Public Sector Commercial Banks

	National Bank of Pakistan
	NBP

	First Women Bank Limited
	FWB

	The Bank of Khyber
	KB

	The Bank of Punjab
	BOP


The government of Pakistan permitted small private sector banks to operate, which indulged in doubtful policies to promote business. The Public sector banking, which constituted the backbone, thus continued to suffer because of their approach, size and carried over liabilities. Mehran Bank is the prime example of that kind of lax banking in the country which ultimately merged into National bank of Pakistan i-e last resort of domestic banking industry.

Local Private Banks

	My Bank Limited

	Bank Al-Falah Limited

	Bank AL Habib Limited

	Askari Bank

	Faysal Bank Limited

	Metropolitan Bank Limited

	Prime Commercial Bank

	Saudi Pak Commercial Bank Ltd

	PICIC Commercial Bank Limited

	Soneri Bank Limited 

	Muslim Commercial Bank Limited

	Allied Bank of Pakistan

	Atlas Bank

	Faysal Bank


In the meanwhile, western banks started entering into the business. They, with the support of ruling elite, concentrated on the big business, leaving the routine business to the local banks. This reduced the profitability of the local banks.

Foreign Banks 

	ABN Amro Banks

	Al Baraka Islamic Bank

	The bank of Tokyo Mitsubishi

	CITI Bank

	Credit Agricole Indo Suez

	Deutsche Bank

	Doha Bank

	Habib Bank A.G.Zurich

	Corporation

	Mashreq Bank PJSC

	Oman Bank

	Rupali Bank

	Standard Chartered Bank


Specialized Banks

	Zari Tarqiati Bank Ltd.

	Industrial Development Bank of Pakistan

	Punjab Provincial Co-operative Bank Limited


CHAPTER: 2

2. Organizational structure

     2.1 Organizational Hierarchy chart

ABL Organizational Structure



	Muhammad Naeem Mukther President








2.2 Number of employees

The total numbers of employees working in ABL are 8,325 as per year end 2008. In contrast, in 2007, the employees were 8,181. So, there is 1.76% increase as compared to year 2007.

2.3 Main offices

Basically, ABL Branch Network is divided into four groups;

Central I Group:

REGION 




BRANCHES

Gujrat Region 





21

Sialkot Region 




24

Gujranwala Region 




34

Gulberg Region, Lahore 



38

City Region, Lahore 




35

Faisalabad Region 




35

Sargodha Region 




36

223
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Central II Group:

REGION




BRANCHES

Jhang Region 





19

Multan Region 




31

Sahiwal Region 




25

Bahawalpur Region 




22

Rahimyar Khan Region 



12

Total






109

North Group:

REGION




BRANCHES

Abbottabad Region 




21

Kohat Region 





17

Peshawar Region 




40

Mardan Region 




32

Islamabad Region 




31

Rawalpindi Region 




44

Mirpur Region 




33

Muzaffarabad Region 




18

Total






236

South Group:     http://www.vchowk.com
REGION




BRANCHES

Hyderabad Region 




25

Nawabshah Region 




17

Sukkur Region 




21

City Region, Karachi 




33

Saddar & Society Region, Karachi 


33

Nazimabad Region, Karachi 



35

Quetta Region 




34

Total






198

Central Office

Bath Island, Khayaban-e-Iqbal,

Main Clifton Road,

Karachi – 75600

Head Office/Registered Office

8-Kashmir / Egerton Road,

Lahore

2.4 Comments on the organizational structure

In Allied Bank Limited (ABL) top management is responsible for the creation of organization structure. They think that structure is important for the smooth operations of business.

The criteria for the formulation of ABL structure are specified under the guidance and instructions of State Bank of Pakistan. The structure they formulated is fully applicable in the organization.

In ABL, Tasks are subdivided into separate jobs and each individual is doing a part of an activity rather than entire activity. 

For the performance of these various tasks they require a combination of:

· Highly skilled workers

· Semiskilled workers

· Untrained work force

They claim that work specialization increase the efficiency and productivity of workers. 

In ABL jobs are grouped together on the basis of:

Knowledge

Experience

After the completion of jobs individuals and groups reports to their departmental head.

Span of control in ABL is moderate. A manger can control medium number of people efficiently and effectively.

Decision-making in ABL is decentralized as power has been delegated to different authorities to make decisions for routine matter and they can consult the top management in any emergency and if the matter is beyond their discretion.  

Formalized rules exist in ABL that directs employee and managers. Management and subordinates work with team spirit to perform their duties and develop the structure.

In ABL organization structure is simple because there is no complexity in hierarchical positions, medium span of control, formalized rules and regulations, and low degree of departmentalization. The strength of this simple structure lies in its simplicity. It is fast, flexible, inexpensive to maintain, and accountability is very clear.

Fom the prevailing new design options ABL is following one of them and i.e. ‘team structure’. It means that organization is using teams as the central device to coordinate work activities and this team structure breaks down departmental barriers and decentralizes decision making to the level of work team.

ABL neither completely follows “Organic Model” nor “Mechanistic Model” of organization design meaning that ABL structure has characteristics of both the models.

Among the following four factors:

· Strategy

· Size

· Technology

· Environment

That affect the organization structure, they claim that technology and environmental forces affect ABL structure whereas change in strategy rarely affects the structure.

There is stronger relationship between technology and structure of ABL because without the telecommunication sources like fax, e-mail, phone, and the operations of branch become difficult. 

From the following environmental forces: 

· Suppliers 

· Customers

· Competitors

· Government regulatory agencies

· Public pressure group

· Introduction of new technology

The customers potentially affect the organization structure.

The simple structure and formalized rules of ABL makes it convenient for the workers to complete the job tasks, which have positive impact on employee’s performance. 

Formal Information channel exist in ABL, as information flow is either upward or downward.

By using latest technology with skill the organization structure of ABL is able to meet the global requirement with indirect supervision and positive interpersonal climate.
CHAPTER: 3

3.1 Plan of your 
Internship program

A brief introduction of Branch where internship has done:

I have completed my Internship program in Allied Bank Grain Market Branch Hasil pur, having branch code (0103). Mr. Kashif mehmood is the Manager of that branch.  It is one of   online branch of ABL. It is basically a retail outlet which offers customer services. It has maintained more than 12000 accounts in this branch. All the staff is well managed and customer supported.  Being all the braches, Grain Market branch perform following functions:

· Accept Deposit

· Advance Loan

· Remittance fund 

· Online Banking 

· ATM facility

· Internet Banking

3.2Staff list of particular Branch:

Manager:                                        Mr. Kashif Mehmood
Relationship Manager:                   Mr. Azam Sohail
Manager Operation:                        Hassan Rafique
Officer:                                           Ali Raza
Teller:                                              Umair Hussain

Teller:                                              Muhammad Imran
3.3 Starting and ending dates of Internship Training

Starting date:   20-10-2011
Ending date:     18-12-2011
During my Internship training, I am working following departments:

CASH DEPARTMENT:

Duration:          20-10-2011 to 27-10-2011  (7 days)

ADVANCES DEPARTMENT:

Duration:           28-10-2011 to  12-11-2011  (14 days)

BUSINESS PROMOTION  DEPARTMENT:

Duration:           14-11-2011  to  29-11-2011  (14 days)

SALES & OPERATION DEPARTMENT

Duration:           30-11-2011  to 17-12-2011 (16 days)
Chapter 4

Training Program

I got opportunity to work in above mentioned debarments as per time frame given against each, detail is as under:-

CASH DEPARTMENT

This department in any financial institution is of very much importance. In this department, cash is received/paid by cashiers which are now a days termed as Tellers. The difference between these two terms is that cashier can simply receive and pay instruments of public that have been authorized by other officers where as Teller is himself authorized to cater his customers upto certain limits independently. In cash department, two basic functions are performed namely cash receipts and cash payments, which are being discussed in detail as under:-

CASH RECEIPTS

Whenever a customers enters into the bank for depositing cash, he is required to fill certain application form meant for his purpose of deposit. He can do so by himself or customer service officer is there to help him out. Then he delivers the cash to the Teller alongwith voucher, the teller counts the cash, enters this transaction into the computer system, puts his signature and stamp on the receipt and then computer generates a receipt which is handed over to the depositor.

Cash receipts may be in any one of the following form/purpose

· Cash Deposit, Cash online, Prize Bond purchase, Hajj Forms,  Utility Bills, Call Deposit and Demand Draft and some collection accounts of different companies like NFC, State Life insurance.

CASH PAYMENTS

At cash counter, the cash is paid to the customer who so ever presents a legal instrument. This instrument may be a cheque or bill of exchange or Demand Draft or Pay Order etc. Signature of the drawer are checked in the computer system and entry is made in the computer system as per required and available columns and then payment is made to the presenter of the cheque. 

Whenever some one presents an instrument over cash counter, he signs back side of the instrument and when he receives the payment against signs in token of having received the money.

· both the tasks of receipt and payment of cash are performed by the teller under universal teller system. Which means a customer can chose any teller for his transactions regardless of the nature where there is cash received or cash payment is involved and universal teller is there to entertain customer who-so-ever want any cash transaction.

CASH TRASNFER

Cash transfer means transaction b/w two or more accounts of the same branch without involving cash. In this transaction, one or more accounts are debited and one or more involved accounts are credited.

REMITTANCE DEPARTMENT,

It is not Infact a separate department; it is just mixture of cash and transfer transactions. In this case, two different branches are involved. Either cash is received or account of local branch is debited and an instrument i.e Draft etc is issued for other branch or account of other branch is credited through online system.

WORK PERFORMED BY ME IN CASH DEPARTMENT

Firstly, Teller there told me about different security features of currency notes and use of ultraviolet lamp. Then he guided me how to receive cash. In this department, I started actual working after two days and the method adopted by teller was:-

I took voucher from the customer alongwith cash, I counted cash, made details of cash on the backside of voucher and then moved it to the teller, who then did the same as per his routine. This helped us to avoid error and work with accuracy. After his verification, I used to make its entry in the       http://www.vchowk.com
computer system and then print out of it to the customer. In this way, I worked just like a teller and got a lot of knowledge on the seat of cash.

Similarly, my senior teller guided me to cheque security features of different instruments and advised me to take certain precautionary steps before making any payment. So, I did the same as well, in this phase, I used to collect the cheque or other instrument from the customer and did proceeding with it as per my knowledge and the counter checked by the senior teller and so completed the transaction.

At the end of the day, the cash is sorted into different categories i.e cash re-issue bale, soiled cash, cash unsorted and total cash. All this activity is done denomination wise. I did sorting of cash as well.

When whole day tractions were over, then I alongwith senior teller used to make daily cash books as per specified format by the State Bank of Pakistan. These books included, Position Book, Cash Sorting Book, cash movement register. I used to prepare these books with lead pencil and then confirmed by the teller after verification.

I spend some time with the officer working with cash transfer tractions. While making this transaction, the instrument being debited is verified just as verified for cash payment and then credited to other accounts. At the end of the day, the computer system produces print out of transfer book and it should be tally i.e total debits must tally with total credits. I did transfer transactions as well in the computer system.

When, a customer requests for issuance of a draft through cheque or cash, a draft is printed on special stationary meant for this purpose and then coded and signed by two officers of the Branch having signing power for it. I used to make such instruments under full guidance of my senior teller. At the end of the training session in this department, I was able to make remittances independently.

ADVANCES DEPARTMENT,

In ABL advances are made under two categories:-

· Agricultural Credit

· Commercial Credit

For agricultural credit, an agriculture qualified officer is assigned this task and termed as Agri. Credit Officer, who prepares proposal of loans, contacts with present/ prospective borrower, visits the field for recovery of already advanced loans and for the purpose of business development. Commercial credit is disbursed through Relationship Manager and he also performs almost all similar tasks as that of Agri. Credit Officer. Relationship Manager is responsible for all types of loans other than Agri. Loans.
ASSIGNMENTS PERFORMED BY ME IN THIS DEPARTMENT

While working with the Agri. Credit Officer (ACO) & Relationship Manager (RM), I made field visit with them and got experience of searching new business, how to deal while demanding for recovery and business fetching technique. I prepared loan proposal in coordination with ACO and RM which were then rechecked by ACO/RM who then told the discrepancies in my proposal. After making three loan proposal, I was able to check security documents, documents required for different types of loans and how to make an effective proposals. During my stay in this department, I made about 20-loan proposals which were agreed with by the ACO/RM with some what little modifications or amendments.

While working in this department, I cam to know very important terms like Pledge, Mortgage and Hypothecation. In this mortgage is against immovable property while the other two against movable property. I visited to Revenue Authorities for mortgage of land in case of Agri loans alongwith ACO, prepared mortgage documents and their redemption documents as well

Similarly, I prepared documents for hypothecation of stock, release of stock, inventory report to calculate drawing power of the borrower on the basis of which limit was released.

BUSINESS PROMOTION DEPARTMENT. 

ABL business promotion department is directly controlled by the CEO of the Bank this department works at Head Office level and controls overall Bank’s business promotion activities. This department is responsible for TV Ads, other media promotion and news etc. This department do all this for the over all Bank. However, Branch Manager is also responsible for taking business promotion steps inline with the policies of the Bank at Local Level.

Assignments performed by me in this Department.

ADs for local FM radio was to be prepared. I made two ADs which were run successfully over FM-99 in our region. This AD was to attract deposit from local public who rarely use print media like newspapers and use FM radio with very much interest.
SALES & OPERATIONS DEPARTMENT

It can be divided into two different categories

· Sales

· Operations

Sales operations head by the Branch Manager includes brining new business for the Bank by selling its products i.e different types of accounts, its facilities like lockers, online, its loan products whereas operations department deals with the overall operations of the Branch. It is run by Branch Operations Manager. His duties included smooth running of Bank’s Operations under the directions of State Bank of Pakistan and instructions of the Bank.

ASSIGNMENTS PERFORMED BY ME IN THIS DEPARTMENT,

· I used to visit with the Manager to meet new and prospective clients to fetch business by the marketing of products and services offered by the Bank.

· I worked with the operations officer who was involved in account opening. There I saw an performed with my own hands, opening of different types of accounts after fulfilling prescribed requirements for each category. After opening the account on account opening form, I used to feed it into computer system which was then verified by the operations officer and then submitted in to the system. 

· After completion of this process, next step as to file these forms in different types of folder that were available in the strong room for safe custody. Different color folders were used for different types of account opening forms for the purpose of identification.

· Here I came to know what different types of documents are required for different types of accounts and what documents are taken as identity of the coming customer. 

· I worked with customer services officer, where I performed the function of filling different types of deposit slips as per needs of visiting customers.

CHAPTER: 5

5.1 STRUCTURE OF THE MARKETING DEPARTMENT:

In the branch where I have performed my internship only Branch Manger and AMO performs the operation of marketing.

Hierarchy


BRANCH MANAGAER

AGRICULTURE AND MARKEING OFFICER.
(A) MARKETING OPERATIONS

In this organization Branch Manager basically performs the role of the marketing.  He is mostly preferred to direct marketing mean with out any intermediary.  Directly touched with the customer via telephonically, or direct meeting with the client.  Describe the various features of their products verbally and also through pamphlets.  Some times he also uses the in direct marketing channel for attracting and approaching towards clients.  Branch Manager normally used direct mailer and telemarketing for contacting with the customers.  Branch Manager is in opinion that the direct marketing is a most powerful tool to attract customers and maintains long term and everlasting relations with them.  Branch Manager uses direct marketing because it is very much convient and cost effective.  Advertising is also a tool which is used for the marketing but it is basically used in the head office level and not in the branch level.  At branch level BM mostly uses paper material like pamphlets and broachers etc.

On the other hand Agri cultural marketing officer also performs the function of marketing.  He markets the clients for the purpose of recovery of loans as well as attracting new clients.  AMO also uses direct marketing as a tool to attract and maintaining long term relation with them.  In this department I have learnt various ways how to deals with the customers for maintaining long term relations with the customers because customers are the assets.
5.2FUNCTIONS OF THE MARKEITNG DEPARTMENT

At the branch level there is not separate marketing department, however Branch Manager is responsible for the marketing process.  Some marketing functions are being performing at the Head office level and some at the Branch Level.  Details of  which is as under.

5.2.1 SEGMNTATION STRATEGY:

Segmentations means divided the large market into small units to over come on the market.  Segmentation strategy is applying in the MCB.  Single Head Office can not manage the entire market of the Pakistan so MCB spreads a wide net work of more than 1000 branches in the Pakistan to over come on the market.  These branches than further divided into various forms according to their functionality.  This is conducted at Head Office level.

5.2.2 TARGET MARKET STRATEGY:

After the segmentation we have to evaluate the market and selecting one or more segment to enter.  At our branch level we target almost all kinds of customers like salaried persons, business man, mill owner, factory owner, individuals, and agriculturist etc.  Than this have to decide the Branch Manager that which category of customers will be market at which time.  For e.g. at the time of harvesting of wheat the Branch Manger markets the agriculturist because at this time the agriculturist has deposit with him.  This is also for the other crops when these are at their top.  In the same way Branch Manger decides when the market the factories owner and mill owners.  Selection of right market segment is also very necessary for the success of any business.

5.2.3 PRODUCT PLANNING, DEVELOPMNT, MANAGEMENT AND POSITIONING:

After selection of the target market the next step is product.  When your market the client you have to offer him your various products.  The product planning, development and management is conducted at Head Office level.  Product are not planned or prepared at Branch Level.  When a product is planned and develops at the upper level than it is further transfers to branches so it reaches to the customers and branch staff markets that specific product to gain the share from the market.

5.2.4 PRICING, DISTRIBUTION AND PROMOTIONSN STRATEGY:

Price is the return of your service or product.  In MCB prices are not set at the branch level these are set at the Head Office level and usually of the fixed nature.  The branch has to charge almost same price to all the customers with some exceptions.  The branch may waive his prices to some very valued customers with the prior approval of the competent authority.  At the head office level there is also some exemption grid the customer who falls in that grid can enjoy the waivers.  For example the customers who maintain average Monthly Balance of Rs 0.500M in their Current Account and Rs 1.000M in their saving accounts can enjoy the following.

10 time free remittances

Free cheque book.

While setting the prices, prices of competitors should be kept in mind.  Distribution of the products is conducted through branches in MCB.  Products and services are designed in the Head Office level and than branches take the responsibility for its further distribution to customers.  Branches are performing the role of distribution channel.  Promotions comprise four sub categories like.

· Advertising

· Personal selling

· Sales promotion

· Publicity and public relations

Advertising consist of any paid form of non-personal presentation and promotions of idea, goods and services.  In MCB advertising is mostly done at upper level and not at the branch level for the promotions of their product and services.  Personal selling is considered as the personal presentation of products and services for the sale and building customer’s relationship.  This is done at the branch level and in MCB Branch Manager takes the responsibility of personal selling.  Sales promotion is considered as the short term incentive to encourage the sales of product or services.  Public relations are considered as building good relation by the company’s various publics by obtaining favorable publicity.  This is done at both branch and head office level.

5.3 STRUCTURE AND FUNCTIONS OF SALES DEPARTMENT:

Selling of products and services is a very important function for the organization and the basic way to generate revenue for the organization.  In this branch there is not a separate department of the sales but the Branch Manager takes the responsibility of the sales of products and services.  Sales functions are occurring in most departments just like in the remittance deppt, credit deppt. Etc but it overall controls by the Branch Manager.

In the branch level there are basically two types of sales techniques are used which are direct sales and personal selling.

Direct Sales and personal selling

Direct sales include face to face contact with the customers.  This may be of any kind like door to door and shop to shop sales or market of your product or offering your products or services to the walk in customer coming for just visit your branch or for some specific purpose having no relations with your branch.  This may also be through telephone.  You can describe the features of your products and services and convince him to use your products.  Branch Manager is used these techniques for the sales of his products and services.

Personal selling is considered as the personal presentation of goods and services for the sale and building long term relationships.  Personal selling results in the actual sales whereas the other selling modes bring the customer closer to sale.  

5.4 CUSTOMER SERVICE DEPATMENT:

This is very much important department in any organization.  Customers can be considered as the blood for the every organization because they are directly involved in generation of the profit of any organization and this department has a direct relation with the customers.  This is the prime responsibility of this department to maintain long term profitable relations with the customer through superior type of customer services.  We discuss the functions of this department in detail.

PROCESS OF DEVELOPING RELATIONS WITH THE CUSTOMERS:

Developing relations with the customer is very necessary because customers are the real assets of any organization.  Once you have attracted a new customer and started business with him than your next duty is to maintain long and profitable relations with him.  Following may be the some pin points for the developing long term relations with the customers which I have learnt during my internship program.

· Greeting customers in a professional manner.

· Adherence to service protocol and service management program.

· Immediate resolution of the complaints pertaining to branch because customers are the real assets for your organization.

· Clean, comfortable and friendly atmosphere should be provided to the customers.

· High standards of service protocols are very necessary for the development of long term relations with the customers.

5.5 TECHNIQUES OF RETAINING THE CUSTOMERS:

The basic thing for the organization is to maintain long term profitable relations with the customers.  Basic thing is not to just develop the relations with the customers; actual thing is to retain the customers.  It cost five times as much to attract a new customer as to maintain and keep relations with the and existing client.  Following are may be the some techniques which can be used to retain the customers for the long time.

· Provide better customer service.

· Makes call center more efficient.

· Reduce the rate of customer defection.

· Reduce the rate of customer complaints

· If complaint occurs immediate resolution should be immediately taken.

· Monthly or weekly meetings should be conducted for improving customer’s service standards.

· Special attention and services should be given to valued clients.

· Increase the loyalty of the customer by providing trust and better services.

· Provide product knowledge to the customers 

· Helps to your customers if they feel some problem.

· Create friendly relations with the customers

· Increase the satisfaction level of the customers because a satisfied customer is a more loyal customer with your branch or organization.
5.6 TECHENIQUES OF ATTRACTING NEW CUSTOMERS:
For attracting the new customer you should have the knowledge of the following things to effective market to that client.

· Having a complete knowledge of the customer.

· Having knowledge which that customers demands

· You should also have a complete knowledge of the your competitors

· Than you should market that client by applying your product.

You should also have the idea what is customers actually wants.  Basically the customer besides of the products wants the following.

· Customer wants satisfaction.

· Customer wants recognition

· Customer wants safety and security 

· Customer wants belongings

By fulfilling the customer the above mentioned you can create relationship with the customers.  During the training session I have observed that the Branch Manager market the client of an other bank by using the approximately same techniques.

5.7 WAYS OF HANDLING DIFFERENT KINDS OF CUSTOMNRS:

Customers like problem creating, and furious should be handled tactfully.  One thing should always be kept in mind that the customers are the key for the success of any organization.  Customers are the real assets for any organizations.   In this branch customers got annoyed due to rush and due to delay in their work which occurs due to the rush of work.  And this handled by the Branch Manager and customer service officer tactfully.  A problem creating or furious customer usually demands the following things.

· He will be very demanding

· Demands variety of services and will not pay

· He normally has  EGO problem

· Having high status and standards

· Is fearful and doubt full

· Lacks decision power

· Is resistant to change

· Is usually hesitant

· Is nervous and confused

· Usually not well educated

· Is ill mannered by the nature

Complaint is the first reaction of the difficult and annoyed customer.  My supervisor gives me some tips how to handle the complaints tactfully.  When any customer complaints you first of all you should

“let him say what he has to say or wants to say” my supervisor advised me that this is the very important and first step to handle any complaint.  This will help in discharging his worry, his trouble and his agony.  After he has described his feeling thinks out that his complaint is genuine, he may be in trouble, or he really has a reason for the complaint or there is some sort of mis-understanding.  While he describing his feelings the employee should be ignore his language, tone and facial expression etc.
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The complaint if found genuine immediate action should be taken for the removal of complaint, restore his loss and confidence.  If the removal of complaint will take time than give him time and give him full assurance and authenticity that his complaint will be handled effectively.

My supervisor and Branch Operation Manager advised me follow up the following things to avoid any misunderstanding and complaints.  They give more stress on courtesy due to the following.

· Courtesy is the key to all locked doors.

· Courtesy brings not only rich rewards in terms of tangible things; it also brings a lot of happiness and satisfactions.

· Through courtesy you can bring everlasting relations with your clients.

· Courtesy is the part of our religion

· Understanding the problems of other peoples is godliness

CHAPTER: 6

Critical Analysis.

It is not possible to implement theory of books 100% in practical form. Though, it is also a hard fact that his theory was evolved from deep research and after seeing its practical implementation but that may be in controlled environment or in the laboratory. 

Marketing terms like product, price, place and promotion are very well in ABL like other Financial instructions or even like very organization. But there comes some difference in implication of a theory in real life. Certain factors like cost, attitude, experiences, thoughts bring variation in its implementation. The concept of product is very well in use in ABL. Allied Bank officers a variety of products like, Current Account Saving Accounts, Fixed Accounts, Agri. Loan, Commercial Purpose Loans, and some services like Online, Remittance,  letter of Guarantee,  letter of Credit.  All these products and services have been offered after proper market search and keeping in view public needs and to be in competition. Similarly, product development is done from time to time. Then comes the issue of price. In this, some times services and products are even offered free of cost but in this case certain other limits are applied and bank is expecting to enjoy profit and benefits upon those limits. Now a days free ATM/Debit Card, Free online are free cheque books are being offered for maintaining certain minimum balance with the Bank.

The issue of place is of no matter here. ABL has its branches all over the country and it is offering all its products across the country and can be used any where through its network. In promotion, ABL uses all type of media sources like TV, Radio, news papers and pamphlets in the branches and in the ATM outlets. It has 24-hourse hemline for marketing purpose and for resolutions of any grievances being faced by the customers. Its head office, used full media techniques like national TV, national papers while, its Branch Manages use segmented marketing techniques keeping in view the interests of their local customers and their needs on FM Radio.
CHAPTER: 7

SWOT analysis of organization in the Business Sector

7.1 STRENGTHS
· ABL is first bank which introduced Islamic banking. Even today among first five and large banks only three banks are offering Islamic banking.

· ABL has separate Islamic banking branches whose all products are based on Islamic terms and conditions of business.

· Every Branch of ABL is online and more than 90% branches have ATM housed with it

· ABL offers free transactions to other Bank’s ATM card holders whoever uses its ATM while other bank’s have certain charges for it.

· ABL offers market competitive salary packages which in turn results in better output by its personnel.

· PACRA (Pakistan Credit Rating Agency) rating o f ABL is A1+

· ABL provides full banking solutions with variety of products and services.

· ABL staff is well educated and it has certain incentives on improving qualifications during service.

· Annual increase is merit based and not typical ACR system where every one is treated equally regardless of performance, so there is healthy competitive environment .

7.2 WEAKNESSES 
· Office running expenses are much less than the actual due to constant inflation, while new coming banks are spending much on it.

· ABL infrastructure is old styled and need some improvement particularly in rural areas.

· ABL has short network beyond the country than other banks

· ABL credit limits require one week cleanup every year while it is 1 day only in all other banks.

· ABL have no franchise or mini outlets like UBL Omni and similar by others.

· Almost no job rotation is seen. Employees are working on some seat for even more than 10-years.
7.3 OPPORTUNITIES
· ABL has much strong and big deposit base than any other commercial Bank only because of public trust in it which is established by since long relations and is an assets for ABL.

· ABL always meets deposit and credit ratio with the efforts of its staff and thus no penalty by the state Bank of Pakistan for non maintenance of this ratio.

· Easy and short process of letter of credit and letter of guarantee (LC & LG) than other banks helps it winning much business share in this aspect.

· ABL has fastest and latest IT infrastructure than any other bank, thus it has time and cost saving competitive edge over other banks.

· ABL is pioneer and a leading bank in internet banking and even some banks are just entering into internet banking.
7.4 THREATS
·  Its board of directors are selected on political basis thus some of their decisions are also political based rather on professional approach.

· Continuous downfall in the economy of the contrary and high fluctuation in prices and high inflation is badly effecting saving of the people and loan repaying capacity of people is being reduced.

· ABL is much focusing in LG & LC, putting all eggs in one basket may result adversely as it is dependent on other country as well.

· Entry of new banks in the market and their quality of service, their infrastructure is taking attraction of customer in the market.
CHAPTER: 8

8.1 Conclusions & recommendations for Improvement

From the analysis of this whole report and particularly by reviewing SWOT analysis, we can infer that ABL has the edge of being an innovator in the market both in product and services. All this is merely bases on their marketing and development department efforts which should be continued in the same untiring manner to bring innovations to be leader in the market. ABL is enjoying very good PACRA rating among other banks. ABL should continue with its present strengths i.e Islamic banking & provision of a complete set of business solution to its depositors/borrowers and should remain as leader with its product mix. It should make plan to expand its business beyond the borders of the country and should make franchise in the countryside areas to capture new opportunities which its competitors are enjoying and should focus on infrastructure as well.

Its internet banking is more attractive product than all other banks for which ABL team should strive more hard to be a step ahead than others. Being commercial organization, its decision should be taken by professionals rather than politicians and political interference should be reduced to minimum level to achieve optimum goals as in the current era a lot of new banks are making their entry into the banking industry purely on professional basis. At the same time it should curtail its policy of putting all the eggs in one basket i.e its major focus is on LC & LG which is very much dependent upon political and overall economic conditions of the country as well. However, its deposit precuts covers wide range to capture all sort of customers.
8.2 RECMENDATIONS

During my course of working in ABL, I have observed following discrepancies which if met may result into better ABL than the present ABL. I have made these recommendations as per my level of understanding and my knowledge and my vary from the thinking of ABL executives who are involved in decision making and have much broader view to see and decide:-

· ABL should expand its business through franchise in low lying areas where even no bank has its network and capture very small depositors.

· ABL should improve its infrastructure particularly in rural areas.

· Professionals should be inducted at top management and in board of directors to bring professional approaches.

· Political interference should be reduced.

· LG &LC should be reduced as in this credit economic conditions of two countries are involved and may play vital role.
· Interference by the politicians during loaning process needs to be reduced if not possible to bring down it to zero.

· Bank should discourage its credit facility to borrower defaulted in their previous dealings so as to bring more health to its recovery operations and ultimately enhance its profit.

· Job rotation & compensation should be applied to bring attractiveness in the job.  
· Bank should enhance budget for marketing for at Branch level so that locally available products could be advertised in better way.
· Marketing of products in local language is much better than others at Branch/area level. Bank should post staff from local vicinity who are well aware of needs of local farmers and can communicate in better way with them.
· Marketing staff should be made eligible for bonus on the basis of outcome of their marketing steps.
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