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Abstract

Marketing has abruptlygrown into a catchphrase in the banking sector. Customer has
rapidlyrelocated to the center platform and he/she has the liberty of anoption. “How do
banks then fascinate a client to use their product and services? One has to figure out the
point that the long-standingtrustworthiness and loyalty can no longer be taken for the
sake of it. Banks have to createstruggles to preserve the prevailing customers and also use

approaches to interest new customers towards them”.

This report attempts to discover the relationship between an organization’s analysis of
financial statements and customer loyalty. “Providinghigher service quality to customers
in today’s business atmosphere is very critical and essential due to tough competition in
the domestic and global markets. The capability to deliverbest service value will
reinforce the reputation;improveretaining of customers, inviting new customers through
customer satisfaction and loyalty. This study examines the customer satisfaction and
loyalty relationship in terms of basic service, employed by Meezan Bank Limited and the
results of the analysis of financial statements. The readingdiscloses that there is a

noteworthy relationship witnessed among progressiveservice and customer happiness”

Thus the readingentails that for a popular and operative marketing of bank products is a
compulsorycircumstance. This circumstance can only be satisfying only by appealing lots
of customers. Thus, bank ought to make only those proceduresthat are
accommodatingand cooperating in gratifying the varying prerequisites of potential

customers.



Table of Contents

(01T T =T o RSNt 6
INEFOTUCTION ..ttt ettt sh e e e s a e e s ab e e s ab e e s a b e e st e e sabeesabeeeabee e bt e eabee neeenees 6
(01 =T =T ol ARSIt 9
REVIEW OF [IEEIATUIE....co ittt et et e st e e bt e e beesbee e bt e esaeeesaree s 9
ProbIEmM STAtEMENT ...cooueiiiie ettt et e st e st e e b e sne e sneeeneeeneas 12
SigNIfiCaNCe OF T STUAY oot e e e tae e s e ae e e e naa e e e nneeas 12
L1 =T o1 11 S 13
T =E T o WY/ [=Yd g ToTe Fo] [ = PP 13
(0] o =Tot 4177 o 3 4 a V=T UL 1 SR 13
(00T o €Y o S 14
(0o T Tol=T o1 AU =1 17.2= o] o S 14
Problem Definition and need analysis..........ccueeiiiiiiicie s 14
Y T e Y=Y g T o] o] ToF: 14T o TP 16
Interactive Marketing to bring in MOre CUSTOMEIS.........viiiiiiie i 17
Promising methods to attract CUSLOMENS .....ceiiii i e e e e rrre e e e e e 18
00 =Y Y T = o] =SS 18
Search ENGINE MArkEtiNG ......ueeeeeiieciiiiieee ettt e e e e e s e et bae e e e e e s e s eantaaeeeeeeennnneaaeeas 19
Social Media Strategy and Marketing .......c.cooceeeiiiiriieniiierie sttt st saae e sabeesabeeens 19
Optimized, ONliNg Press REIEASES ......cccicveeeiicieieeceee e sitee e stee e esre e sre e e srae e e serte e e s snsaeeesnreeeennees 20
(01T =T o SRS 21
Design and IMPlementation . ...t e e e e et e e e et e e e e rat e e e et aeeeenaeeeennns 21
The Marketing of different Products and SErViCeS.........occcuiieeiei i 21
[DT=T o Yo ] £ TP PSP PP PPPPOPPPPPP 21
[0 = [ o L OO PO 21
Marketing Approach to Banking SEIVICES ......cccuiiriiiiieeiiieiieesie ettt siee st e e e e saeeesene s 21
Strategies for the enhancement of bank Marketing ........cccceveceerecii e, 22
[0 gT o] s o T o] o T D= oo 1 | 3 USRS 22
Form a Saleable Product SChEME.........couiiiiii e s 22
o8 8 E=Tor Y 2T = T o 1Y S 22



Products fOr WOMEN ..ot sasaaaeees 23

CUSTOMET AWATENESS «..eiieiiiieeeeieiiitttt e e e e ettt ee e e e e sttt e e e e s esbbrteeeeesssanbbteeeesessnnbaneeeesesannneneeesssnnns 23
AGVEITISEMENT ...ttt et ettt s e st e e bt e s bt e e bt e e bt e e beeeraeeesateesabeesabeesabeesabeeens 23
Selling Products iN RUMAl Ar@aS......c.uuuiiiieee i ecciieieee ettt e e ee e e e e e eetaae e e e e e s e sanrbaee e e e e sennnraaeeas 23
Informing Customers about ProdUCES ........coccuiiiiiiiiic et e e 24
OV oo 01T ol 0o V=Y o 1{= o ol PSSP RSP PPITOP 24
RE-0MIENT STATT .ttt e s e st e e s te e steesbeesbeesreeen 24
Sale of Products and Services through E-delivery Channels .........cocceveeeciiieiciee e 24
Sale of Products and Services through Web-sites.........ccuveeieeiiicciiiee s 24
L0 0T o 4T O TS 25
[ 1 I L0 =1 1Y £ 25
RETUIN ON EQUILY 1ottt e e e e s e ettt e e e e e e e anneeeeeeseeans 25
RETUIN ON ASSEES .t e e e s s e e e e e e e e eans 26
N Y o =Y Lo 1Y, =T =1 o TR SURN 27
T a1 Y= d S oY= Y o T o <SS 28
] ue ol [ BViTe T o Il ad=Y dol=Y o1 - =TSR 29
MArKet PriCE PEI SNATE ..ciuiiiiiieeie ettt sttt e e sate e sabeessbeesnteesnseesanee s 30
Price EQrningS RAtIO. . .uuuiiiiiiiiiiiiiieiiee ettt e sttt e e e s s sbaee e e e e s s s st bb e e e e e s s s s sanbeaaeeessssnsnanaeeessnnnns 31
Net Profit before Tax Margin ... e e e e e e et are e e e e e e s naraaeeeeeenan 32
Net Profit after TaX IMArZiN ..o...eeee ettt e e et e e e e bae e s s eate e e e sata e e e snteeeensaeeennnenas 33
Financing to Deposit RAtiO cocceveeiii i 34
LT @ B Yo ] £ TS 35
K] 1= Y =4 S 35
WV EAKNESSES ... eveeieieeiiee ettt ettt ettt ettt et te et esteesateesateesabeesabeessbeesnbaessbeeessteenseeensteensteesaseesaseesaseesaenn 35
(0] o] o o] (U] o 11 A 1= LT T T T T T T T T 35
AL L P PSPPSR PR PPO 36
0T L1 Y =SS 37
L1 1T o1 =T 38
FULUIE ENNANCEMENTS . .eiiiiiiiiiieete ettt sttt et e e st e e sab e e st e e st e e ssteesnsaesnseesnneeenseeennes 38
Conclusion and recoOMMENAAtIONS. ......oiiuiiiiie ettt sttt e st e b e aeas 39
0 0= AT ] T =Yg o 1= o SR 40



Moderate the CUSTOMET lIST: ....eiiiiiiieciee s s e st este e steeseae s 40
Development and in-house Marketing: ........cceeeiciieie i e 40
B IE=Tol Y Vo] Fo =4V U SPR 40
RETEIENCES. ...ttt ettt st e s bt e e bt e e bt e e bee e hee e ate e abeeeateesabeesabeesat sbeesbee et 41



