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to prepare this report to be as much informative and relevant as possible.  
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Executive Summary 
 

 

Commercial banks are one of the main contributors to the economy of developing countries. They act 

as financial inter me diaries by performing the activities of assembling the funds from one party and 

lending this me to another while making a good amount of profit. People and the government itself 

are greatly reliant on the services provided by the different banks in the financial market. Bank 

Limited has started their journey as a private commercial bank on August 3,1999. The entire working 

procedure of Bank Limited, Panthapath Branch is divided into three departments. They are1) General 

Banking 2) Investment and 3) Foreign Exchange. I have tried my best to prepare this report to be as 

much informative and relevant as possible. Promotional activists are the starting point of all the 

banking processes. This division offers day to day services to their customers. It includes new 

accounts, remit funds, issue pay orders and bank drafts etc. Islamic Shariah based banks like Bank 

collects various deposits from their customers. They provide the deposit or  the rate of profit they earn 

from their operation. According to Islamic Shariah, the bank act as Shahib-AL-Maland customer acts 

as a Mudarib. 

 

This report provides information regarding Bank Limited which includes their historical background, 

vision, mission, corporate strategy and the other aspect like the banking with shariah principles etc. 

After that the report highlight son the activities of Bank, Panthapath Branch. Then the report focuses 

on the Promotional activities and also my duties and responsibilities as an intern of that bank. Besides, 

the various products and services provided by Bank Limited are also discussed in brief along with the 

SWOT analysis owing the strengths, weakness, opportunity and threats of Bank Limited, Panthapath 

Branch is mentioned in this report. Lastly some recommendations are provided from my perspective 

in this report. 

 
 

 

 

   

 

 



8 
 

Table of Content 

  Content Page 

  Cover Page I 

 Inner cover page  II 

 Letter of Transmittal III 

 Declaration of Student  IV 

 Letter of Authorization  
V  

 Acknowledgement 
VI 

 Executive Summary 
VII 

 Table of Content  
VIII 

 List of Abbreviations 
IX 

C
H

A
P

T
E

R
 O

N
E

 

1.1 Introduction 

 

13 

1.2 
Rationale of the Study 

14 

1.3 
Origin of the Report 

14 

1.4 
Objectives of the Report 

15 

1.5 
Methodology of the Report 

15 

1.6 
Scope of the Report 

16 

1.7 
Benefits of the Report 

17 

1.8 
Timeline of the project 

17 

1.9 
Limitations of the Report 

17 

 

 



9 
 

  

 
C

H
A

P
T

E
R

 

T
W

O
 

 Literature review 19 

2.1 Literature review 20 

C
H

A
P

T
E

R
 T

H
R

E
E

 

 Overview of Exim Bank Limited 23 

3.1 Historical Background of EXIM Bank Limited 23 

3.2 Company profile 24 

3.3 Mission 26 

3.4 Vision 27 

3.5 Objectives of Exim Bank Limited 27 

3.6 Corporate Culture 
28 

3.7 Branch Locations of Exim Banking Bangladesh 29 

3.8 Organ gram of Exim Bank Limited 
32 

3.9 
Organizational Structure of Exim Bank, Panthapath 

Branch 

33 

3.10 
Main Operational Areas 

 

34 

3.11 SWOT Analysis 
35 

 

C
H

A
P

T
E

R
 F

O
U

R
  Internship Duties, Responsibilities And Learning 

38 

 

4.1 Internship joining letter 
39 

 

4.2 Duties and Responsibilities leaning  
XL  

 

4.3 Problems that If aced as an Intern 
43 

 

4.4 Impacts of Internship Experience in My Career 45 

 



10 
 

 

 

  

 

 

C
H

A
P

T
E

R
 

F
IV

E
 

 
Overview of Exim Bank Limited 45 

5.1 The Concept of Promotional Mix Of EXIM Bank 46 

5.2 Promotional Activities 48 

C
H

A
P

T
E

R
 S

IX
  Findings and Analysis 50 

6.1 Findings 51 

6.2 Analysis of Promotional Expenses with Total Profit 52 

C
H

A
P

T
E

R
 S

E
V

E
N

 

 

 

 

Recommendation and Conclusions 
53 

 

7.1 Recommendation 54 

7.2 
Conclusion 55 

  Bibliography 56 

  
References 56 

 

 

 

 

 

 

 

 

 

 

 

 



11 
 

 

  

 

 

 

 

List of Abbreviation 
 
 
 

EXIM Export Import Bank Limited 

A/C Accounts 

DD Demand Draft 

FDR Fixed Deposit Receipt 

PO Payment Order 

TT Telegraphic Transfer 

BC Bankers’Cheque 

TIN Tax Identification Number 

MSD Mudaraba Saving Deposit 

MSTD Mudaraba Short Term Deposit 

KYC Know Your Customer 

PIN Personal Identification Number 

L/C Letter of Credit 

STD Short Term Deposit 

PL Personal Loan 

GB General Banking 

ATM Automated Teller Machine 

CC Credit Card 

IRC Import Registration Certificate 

 
 
 

 



12 
 

 

 

 

 

 

 

 

Chapter One 

Introduction 

 

 

 

 

 

 



13 
 

 
  

 

1.1 Introduction: 
 

Generally,throughtheword“Bank”weassumeaneconomicassociationthatdealswith 

money. There are various types of banks for instance- Investment Banks, Exchange Banks, Co-

operative Banks, Commercial Banks, Savings Banks, and Central Banks etc. But the again when we 

use the word “Bank” without any preface, it means the “Commercial banks”. The commercial bank 

plays an essential role in the economy of a country. The objectives of commercial banking are to earn 

profit through exchange of money and credit instruments. It is as service as well as profit oriented 

organization. 

 

Bank separates its function mostly in three parts-General Banking, Foreign Exchange and Investment. 

The banking sector of Bangladesh is facing a marvelous reform under the financial deregulation and 

opening up of the economy. Currently this sector is becoming tremendously competitive with 

thearrival of multination al banks as well as developing technological infra structure, effective credit 

management, higher performance level and extreme customer satisfaction. 

 

As a requirement for the Bachelor of Business Administration Degree, I was required to finish this 

internship course of study. An internship program is necessary for every student, especially for the 

students of Business Administration, which helps them to understand the corporate world. That is 

why, studentsarerequiredtodotheirinternshipduringthelastphaseoftheirbachelor'sdegree,so that they 

can start a career with some practical experience. It was a great opportunity for network as an intern 

at Exim Bank Limited, Panthapath  Branch. 

 

EXIMBankLimitedwasestablishedinBangladeshasabankingcompanyundertheCompany Act1913 and 

began its operation on 2ndJune1999. Numerically it was just another commercial bank, one of now 

functioning in Bangladesh but the founders were committed to making it a little bit different from 

other banks. Exim Bank concerns about social commitment and ensures cooperation among the 

people of all level for 
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example-businessmen, industrialist-especially who are engaged in large-scale industry, agro-based 

export oriented medium and small-scale industry. 

 

1.2 Rationale of the Study:  
 

As a result of growing economy and emerging competitors in the field of the banking industry, the 

customerexpectationshaveincreasedthaneverbefore.Analyzingthecurrentsituation, banks especially 

the commercial banks are trying to come up with new ideas and services to attract more customers. 

Moreover banks perform an important role to serve the needs of the society in various sectors for 

instance: capital formation, industrialization, a large scale of production, growth of trade, commerce 

and foreign exchange. 

 

Exim bank limited has already emerged as one of the renowned banks because of its excellent 

customer service, foreign exchange and trade facilities. The bank performs their all activities 

according to the principles of Islamic Shariah where ‘Riba’ or interest is strictly for bidden. In this 

report I have given all my efforts to represent my work experience and knowledge about their 

performance, difficulties, opportunities and prospects on the ground of general banking. 

 

1.3 Origin of the Report: 

 

The internship program is a compulsory requirement for the students who wish to become a B.B.A 

graduate from Sonargaon University. For completing my internship program, I worked with a host 

organization named Exim Bank Limited. Further, I have prepared this report on my practical 

experience on the daily banking activities, theoretical knowledge and under the close direction of my 

official supervisors and colleagues. Thus, the report entitled "Promotional Activities of Exim Bank 

Limited "has been accomplished as a fulfillment of BBA program credited by the Sonargaon 

University. 
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1.4 Objectives of the Report: 
 

Broad Objective: Internship is the process to acquire work experience in specific industries. It offers 

proactive chance to work in the desired field. It helps the interns to identify how their course of study 

applies to the real world and how to deal with it. Regarding my internship, the prime objective of the 

study is to know practically the functions of promotional Activates system studied on Exim Bank 

Limited. 

  

 

Specific Objective: 
  

To identify the key purposes of promotional Activates 

 

To imply theoretical knowledge into practical areas of work. 
 

Tomeasurethecustomeropinionsonservicequalityandcustomersatisfactiontowards 
 

the promotional Activates. 
 

To assess the performance and categorize problems related to promotional Activates 

of Exim bank Limited. 

To have a strong idea about the Shariah Based Banking. 
 

To make some suggestions to solve the problems of Exim Bank Limited 

 
 

1.5 Methodology of the Report: 
 

This report is prepared mostly on my observations that I experienced during my internship program. 

From my academic background I have learned various methodology in the search process. As a result, 

in this study I had the chance to apply my academic knowledge in practical 

areas.ForthisIhavegathereddatafrommanysources.Bothprimaryandsecondarysourcesof 

datawereusedinordertopreparethisreport. 
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Primary Sources: 

 

 Personal observation of the processes of banking activities followed by each department 

 

 various manuals of EXIM Bank Limited 

 

 Informal conversation with the customers 

 

 Personal interviews of different officers of the branch 

 

Practical work experience in different departments of the branch 

 

Secondary Sources: 

 

Annual report of EXIM Bank Limited 

Periodical published by Bangladesh Bank 

Internet as a source of information 

Website of the bank 
 
 

1.6 Scope of the Report: 
 

This report provides a lot of information about promotional Activates of Exim Bank Limited. It 

delivers abroad overview of the Banking Department of Exim Bank Limited, Panthapath Branch. 

Moreover this report contains all the observations and work experience during my internship period. 

It includes the different aspects of general banking procedures and its effects on the performance of 

the banking activities of Exim Bank Limited. 
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1.7 Benefits of the Report: 
 

It helps to know about the overall promotional activities of Exim Bank Limited 

 

It gives us knowledge about Islamic Shariah Based Banking System 

 

It delivers information about deposit products and services 

 

 

1.8 Time line of the project: 
 

The following table indicates my suggested time frame for the internship to prepare the report. 

To prepare the report the following time line will be needed. 

 

Week Activities 

1-2 Desk discussion 

3 Choosing topics 

4 Approvaloftheselectedtopic 

5-10 Observing, depth interview and data gathering 

11 Data preparation and project analysis part 

12 Report preparation and final report available 

 

 

1.9 Limitations of th eReport: 
 

In preparing this report several complications and limitations have encountered which are 

mentioned below- 

 

 Exim Bank follows strict confidentiality of their data 

 

All required information is not available in any individual branch of the bank 
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Limited scope of visiting more than one branch 

 

Lack of experience and knowledge in internship report writing 

 

Because of time constraints many of the aspects could not be discussed in this report 

 

Non‐availability of the most recent statistical data and information 

 

Only three months of internship are not enough to know and learn about all the banking 

procedures and activities. 
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Chapter Two 

Literature Review 
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2.1Literature Review: 

One of the sectors within the service industry that has been influenced the most by the changes in the 

globalization process, and at the same time has been highly internationalized, is the banking sector 

(Sanchez-Peinado, 2003). So today most bank face a market that is extremely dynamic. In this intense 

competitive market if a bank has to survive successfully it needs to attract and retain the customers 

by offering them wider range of services. Zineldin further states in his writing that banks are no longer 

in the business of buying & selling money. They are rather in the business of offering complete 

financial services. Browldh (1989) observes that commercial banking has expanded its range of 

products & services into what is known as universal banking, thus motivating into new areas. 

According to Goldsmith (1969) financial development is the outcome of continuous proliferation and 

diversification of financial institutions as well as financial instruments. But to sell this wide range of 

products & services, a bank needs to employ different promotions to attract the customers and to 

make them purchase from the banks. 

In recent time, increasing competition in the business world has forced firms to become more aware 

of price and costs, which has resulted in a shift in the promotion mix to a greater use of promotion 

tools that are cost effective in reaching the customer. (Boyd et. al. 1998). According to Rowly (1998), 

promotion is used by organizations to communicate with customers regarding their product offerings, 

and also to ensure that customers are aware of the available products. Boyd et. al.(1998), describe the 

promotion strategy as a controlled & integrated programme of communication methods and materials 

designed to present the organization and its products to customers, and to contribute to long run profit. 

 

Grankvist, Kollberg& Person (2004) state that with the growing importance of the financial sector, 

pressures are escalating for more effective marketing management of the financial services. Median 

(1996) argues that despite the recent recession, the financial services sector is  
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Continuing to grow in terms of turnover and profits and thus, has a supreme impact on the other spares 

of the economy. Consequently there is currently growing interest in applying marketing techniques 

and tools in financial services. 

 

The role of promotion has been redefined by Dawes & Brown (2000) into managing long term 

relationship with carefully selected customers, including construction of a learning relationship where 

the marketer maintains a dialogue with an individual customer. Due to this fact, the personnel are one 

of the most important resources of a bank. Their competence will determine the quality of the bank 

and how well it operates (Marquardt, 1994). 

Shahid, Banerjee &Mamun (2004) state that the economy of Bangladesh has been growing gradually, 

and as such it needs the support of a financial structure, which is responsive to the needs of 

development. In the process of development of Bangladesh, banks will have to shoulder more 

responsibilities than before for meeting the financial needs of customers of different sectors of the 

economy. In this aspect the need of promotion for financial products in banking industry of 

Bangladesh has become an emerging issue in this country. Brassington&Pettitt (2000) state that 

promotional mixes often have to be adjusted to suit the local environment and reflect the  

target markets preferences. Recently a research has been done on the issue by IkhtiarAlam&Zahid 

(2004). They showed that the private commercial banks, operating in Bangladesh, constantly focus 

on understanding & anticipating customer needs. The PCBs in Bangladesh are now feeling the greater 

importance of marketing because of increase competition, technological innovations and government 

regulations. They are trying to create a vision of marketing with a large number of promising issues. 

We need a long way from time when the banks were deposit taking and money-lending institutions. 

The old concepts, attitudes and methods in banking have undergone a marked change all over the 

world. Modern banking is an outcome development driven by changing.   
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Financial activities and lifestyles. Bangladesh has not lagged behind. The aim of the research was to 

investigate the promotional activities in different private banks in Bangladesh. For all banks, by 

understanding how communication works can improve the delivery of their message. Banks must 

have good understanding of how their audience interprets words, symbols, sounds and other stimuli. 

Targeting the right message receiver will go a long way to improving a bank’s ability to promote their 

products and services. Messages are much more likely to be received and appropriately decoded by 

those who have an interest in the content of the message. 
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Chapter Three 

Overview of Exim Bank Limited 
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3.1 Historical Background of Exim Bank Limited: 

 

EXIM Bank Limited was established under the rules and regulations of Bangladesh Bank 

andtheBankcompanies’Act1991onthe 3
rd August 1999 with the direction of Late Mr. Shah jahan 

Kabir, founder chairman who had a long dream of floating a commercial bank which would contribute 

to the social-economic improve men to four country.  He had a long experience ands kills as a good 

banker. Agroupofhighlycompetentandsuccessfulentrepreneursjoinedtheirhandswiththe founder 

chairman to materialize his dream. Moreover, all of them proved themselves in their particular 

business as the most successful star with their intelligence, endeavor, hard work and talented 

entrepreneurship. Among them Mr.Nazrul Islam Mazumder became the honorable chairman after the 

death of the honorable founder chairman. 

 

From its very beginning, Exim Bank Limited was known as Exim Bank which stands for Bangladesh 

Export Import Bank Limited. Then for some legal constraints the bank renamed as EXIM Bank, which 

means Export Import Bank of Bangladesh Limited. 

 

The bank starts its operation from 3rd August1999 with Mr. Alamgir Kabir, FCA as the advisor and 

Mr. Mohammad Lakiot Ullah as the Managing Director. Both of them have valuable experience in 

the financial sector four countries. By their practical decision and management directives in the 

operational activities, this bank has acquired a secured and unique position in the banking industry in 

terms of performance, growth, and excellent management. 

 

3.2 Company profile: 

 

Corporate information of Exim Bank Limited- 

 

Name of the Bank: Exim Bank Limited 
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Status: Private limited company  

 

Date of incorporation: June 02,1999 

 

Authorized capital of Exim Bank: Taka 20,000.00 million 

 

Paid-up capital of Exim Bank: Taka14,122.51 million 

  

Totalnumberofemployees: 2890 

 

Total number of branches (including SME/Agriculture): 120 

 

No of share holders in Exim Bank(31-12-2017):80683 

 

Chairman of EXIM Bank: Mr. Md. Nazrul Islam Mazumder 

 

Managing Director & CEO of exim Bank: Dr. Mohammad Haider Ali Miah 

Subsidiarycompanies of EXIM Bank: EXIM Exchange Company (UK) Ltd, EXIM 

Exchange Company (Canada) Ltd, EXIM Islamic Investment Limited (EIIL) 

 

Location of Head Office: “SYMPHONY” Plot no.SE(F)-9,RoadNo.142,Gulshan 

 

Avenue, Dhaka-1212,Bangladesh. 
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3.3 Mission: 

 

EXIM Bank gives emphasis to: 

 

Maintainexcellentandquality customer service 

 

Providecorporate,businessethicsandtransparencyat all levels 

 

Createtechnologybasedresourcefulbankingenvironmentforitscustomers 

 

Ensuresustainablegrowthand establishfullvaluetothestakeholders 

 

Providehighqualityfinancialfacilitiesinexportandimport trade 

 

Addaremarkablecontributionto thenationaleconomy 

 

Retainsoundcapitalbaseforitscustomers 

 

Fulfillitssocialobligationsbyincreasingitscharitable andhumanitarianactivities 

 

Displayteamspirit andprofessionalismintheworkplace 

 

Makeitsproduct superior andrewardingtoitscustomers 

 

Becomeatrustedrepositoryofcustomers’moneyandtheirfinancialconsultant 
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3.4 Vision:Theideaof EximBank’svisionis‘TogethertowardsTomorrow’.EximBankLimited 

believes intogetherness withitsvaluedcustomers, initsmarchontheroadtogrowthandprogress 

withoutstandingservice.ToacquirethesedesiredgoalsEximBankfocusesoncontinuous 

improvementatallstagesbecausetheythinkthatthelineofexcellenceisneverending.The 

organizationreliesonitsstrategicplans,policiesandnetworkingsystemsothatitcanbuildupa 

competitiveedgeoverothersinthe rapidlyshiftingcompetitiveenvironment. Itsmodified quality 

servicestothecustomerswithatrendofconstantdevelopmentwillbethefoundationtoachieve their 

operational success. 

 

3.5 ObjectivesofEXIMBankLimited: 

 

Toprovidewelfareorientedbankingsystemalloverthe country 

 

To carryon,transact and conductthebusinessofbankinginall itsbranches 

 

Tocategorizecustomerscreditandotherbankingrequirementsandobservetheir perception 

towardstheperformanceinmeetingtherequirements 

 

Todevelopandtrainalltheemployeesanddeliveradequateresourcessothatcustomer 

needscanbecorrectlyaddressedandfulfilled 

Toreviewandupdatepoliciesandprocedurestoimprovetheabilitytoprovidebetter 

servicestotheir customers 

Toupholdorganizationaleffectiveness byopenlycommunicatingcompanyplans, policies 

andproceduresto all itsemployeesatlevel 
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3.6 CorporateCulture: 

CorporateCulturehasbecomeanessentialpartofthebusinessoverthelasttwodecadeswhich 

undoubtedlyplaysaverysignificantroleincorporations,employeebehaviorandorganizational 

operations.Itisanimportantfactorinbusiness successorfailure.Moreoverapositiveculturecan 

beamajorcompetitiveadvantageoverorganizationswithwhichafirmcompetes.EXIMBank 

Limited,asarenownedbank,believesthatiftheemployees gettoknowabouttheirorganizational 

culturethen theworkenvironmentwillbecomemorepleasantandcomfortableforthem.Also,it will 

eventuallyboosttheirmoraleandleadtoincreasedlevelsof teamwork,cooperation,sharing of 

information,and opennesstonewideasandthoughts. 

 

3.7 BranchLocationsofEXIMBankinBangladesh:EXIMBankhas120branches 

inBangladeshincludingSME/Agriculture.Theyarementionedbelow- 

 

N

o 
Branch 

N

o 
Branch 

N

o 
Branch 

N

o 
Branch No Branch 

1 
MotijhelBra

nch 

2

5 

CDAAvenue 

Branch 

4

9 

BeanibazrBra

nch 
73 

Magu

raBra

nch 

97 
RayerBazar 

Branch 

2 
PanthapahBra

nch 

2

6 

ChowmuhuniBr

anch 

5

0 

NabigajBra

nch 
74 

Hemayetp

urBranch 
98 

Morjal 

Branch 

3 
Agrabad 

Branch 

2

7 

Satmasjid 

RoadBranch 

5

1 

Panchabati 

Branch 
75 

Mouchak 

Branch 
99 

Rajapur 

Branch 

4 
Khatungonj 

Branch 

2

8 

Bashundhara 

RoadBranch 

5

2 
FeniBranch 76 

Chapainawab 

Gonj Branch 
100 

Netrokona 

Branch 

 

 

5 

Gazipur 

ChowrasaBra

nch 

2

9 

Fenchugonj 

 

Branch 

5

3 

Dinajpur 

 

Branch 

77 

Neyarhat 

 

Branch 

 

101 

Sariakandi 

 

Branch 
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6 Imamgonj 

Branch 

3

0 

ComillaB

ranch 

5

4 

Keranigonj 

SME/AgriBr

anch 

7

8 

DohazariB

ranch 

10

2 

Madhabi 

Branch 

7 Gulshan 
 

Branch 

3

1 

Rangpur 
 

Branch 

5

5 

Biswanath 
 

Branch 

7

9 

Sheikh 

Mujib 
 

Road 

Branch 

10

3 

Raozan 
 

Pahartai 

Branch 

8 SonaimuriBranc

h 

3

2 

MoulvibazarB

ranch 

5

6 

GoalabazarBr

anch 

8

0 

Ring Road  

Branch 

10

4 

Panchlaih 

Branch 

9 SylhetBranch 3

3 

SavarBazar 

Branch 

5

7 

Thakur 

Bazar 

SME/AgriBr

anch 

8

1 

Pabna 

 

Branch 

10

5 

Sirajgaj 

Branch 

1

0 

nawpur 

Branch 

3

4 

Kawran 

 

Bazar Branch 

5

8 

Sonargaon 

SME/Agri 

Branch 

8

2 

Seed  

Store 

Bazar  

Branch 

10

6 

Naraya

npur 

 

Branch 

1

1 

Narayanganj

Branch 

3

5 

MudaffargonjB

ranch 

5

9 

Banani 

Branch 

8

3 

Kishoregonj 

Branch 

10

7 

Dattapa 

Branch 

1

2 

ShimrilBranc

h 

3

6 

KushtiaBranch 6

0 

Bashurhat 

Branch 
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3.8 Organogram of EXIM Bank Limited: 
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3.9 Organizational Structure of EXIM Bank, Panthapath Branch: 
 

Senior Assistant Vice President)& 

 Relationship Manager 
 

Assistant Vice President 

(AVP) 

& Operation Manager 

      

Senior Principal Officer (SPO) 
     

Principal Officer (PO) 
    

Executive Officer (EO) 
    

Senior Officer (SO) 
    

  Management Trainee Officer (MTO) 
    

 Officer 
    

   Assistant Officer 

 
 

 

 

3.10 Main Operational Areas: 
 

Asacommercialbank,EXIMBankLimitedoffersalltraditionalbankingfacilitiesincludinga 

variousrangeofsavingsandinvestmentschemeproducts,foreignexchangeandsubsidiary 

serviceswiththefullsupportofspecializedmanagementandcurrenttechnology. 
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EXIM Bank 

emphasizesutmostimportancetoexportimporttradehandlingandthegrowthofentrepreneurship 

andprivatesectors.Besides,thebankhasbecomethepioneerinsupportingreadymadegarment industries. 

Itprovides the sectorwithfinancialsupportincludingpotentialmarketinformationand 

advices.Soitisoneoftheleadingfinanciersinthissector.Inaddition,EXIMBankisdedicated 

toretainitsclientsthroughcustomer relationshipmanagement andfinancialcounseling. 

 

3.11 SWOTAnalysis: 
 

SWOTAnalysisisatechniquethatcategorizesanorganization’sstrength,weakness,opportunity 

andthreat.Thisanalysishelpstheorganizationtoknowtheircurrentworkconditionandalso 

emphasizestoimprovetheir performanceinfutureincomparisonto their competitorsstrengths.I 

havepreparedaSWOT analysisonthebasis ofthepresent conditionofEXIMBank. 

 

Strengths:ThestrengthsofEXIMBankLimited, Panthapath Branchthatcanfindoutfrom the SWO 

Tanalysisaregivenbelow- 

 AlltheactivitiesofEXIMBankLimitedareconductedaccordingtotherulesand regulationsof 

IslamicShariahwhereprofit isthelegalsubstituteofinterest 

 

 Thebankhasachievedcustomerloyaltyasorganizationalloyaltybyprovidingthemwith 

highqualityservices 

 

 EXIMBankLimited, Panthapath Branchhasacooperatingcorporateculturewhich 

motivatestheemployeestoworkmoreenthusiastically 
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 Thebankhasalreadyachievedremarkablegrowthinrevenuesandpayment division 

 Thenumber ofdeposits,loansand advancesarealsoincreasing promptly 

Weaknesses:TheweaknessesEXIMBankLimited, Panthapath BranchthatIclassifiedare givenbelow- 

 

 TheservicequalityofEXIMBankLimited, Panthapath Branchisnotuptothemark with 

respecttootherbranchesofthebank 

 Insufficientpublicityand advertisingofbank'sproductsand activities 

 

 Ingeneralbankingunit,thebankfollowsthetraditionalbanking systemwhichmeansthis 

processisnot completely computerized 

 ThelocationofEXIMBankLimited,Panthapath Branchisnotinasuitableplace 

 

 Accordingtoindividualcustomer'sview“introducerofaccountsholder”isoneofthe 

complicationstoopenanaccount 

 Thebank doesnothave anyresearchanddevelopmentdivision 

 

 

Opportunity:Theopportunities thatareavailablein EXIM Bank Limited, PanthapathBranch are 

statedbelow- 

 

 Introducingmoreinnovativeandmoderncustomerservicecanbeawaytosustaininthe 

competitioninfuture. 

Onlinebankingfacilities canincreasethebankingactivitymoreefficientlyandeffectively 

EXIMBankLimited,Panthapath Branchshouldexpanditsproductlinetogaina 

competitive advantageovertheir competitors 

 

 

 



37 
 

 

 

 

 

EXIMBankcanintroduceavariouscorporateschemeforthecorporatecustomersor 

serviceholdersanditshouldbeseparatedaccordingtotheprofessionssuchasengineers, 

lawyers,doctorsetc. 

 Thedevelopmentofglobaleconomyandforeigntradeinthecomingyearscanprovide 

remarkablegrowthopportunitiesforthebankingindustry.Moreover,SMEandretail bankingcanoffer 

atremendouschancefor growth 

 

Threats:ThepossibilityofthreatsforEXIMBankLimited,PanthapathBrancharementioned below- 

 

 Alltheexistingandupcomingmultinational,privateandforeignbankscreatea 

massive threattoEXIMBankLimited 

 

 ThedegradationofBDTagainstmaincurrencies(e.g.USD,EUR,JPY,etc.)isasignificant 

threattoforeignexchangetransactionandprofitability 

 Thepoorcompensationpackageoftheworkersfrommid-leveltothelow-levelpositionis 

areasonfor threatstoemployeemotivation 

 Themacroeconomicconditionofthecountrycandeterioratethebankingindustry 

 

 Localcompetitorscangainahugemarketsharebyprovidingsimilarproductsandservices 

offeredbythebank 
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4.1 Internship joining letter:  
 

EXIM/HO/HRD/2020/08265 

19 July 2021  
 

Export Import Bank of Bangladesh Limited  

Head Office 

 

Human Resources Division 

 
 

Mr. Abul Kalam  

Dean  

Faculty of Business  

Sonargaon University  

147/1, Green Road, Tejgaon, Dhaka  

 

INTERNSHIP 

 

Muhtaram,  

Assalamu Alaikum,  

 

With Reference to your letter dated 16 June 2021 regarding the above, we are pleased to accept Mr. 

Md. Al Amin Mia, student of your institute for doing 3 (Three) Months internship at our Panthapath 

Branch, Dhaka. 

 

The internship programme will be effective from the date of joining of the internee at the bank/branch. 

He will have to give regular attendance at the place where he will be deputed to work on his project. 

He will also require to submit 1(One) copy of his internship report with accurate information on the 

project he will be working on at he Branch/Division concerned for their record and necessary action. 

Please be informed that we do not offer any pay and allowance in this regard.  

 

We assure you of our best co-operation to your student during his stay with us.  

 

Ma-Assalam  

 

Yours faithfully  

 

Md. Tarequl Islam   

Assistant Vice president (AVP)     

Export Import Bank of Bangladesh Limited  
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4.2 DutiesandResponsibilitiesasanIntern: 

 

InternshipprogramisamandatoryrequirementforanystudentofBBAinSonargaonUniversity.I 

wasaninternatEXIMBankLimited,PanthapathBranchandassignedtoworkinthegeneral banking and 

otherdepartmentofthebank. Inthisthreemonthsofinternshipprogram 0I havelearnedvarious 

proceduresregardinggeneralbankingandotherfinancialactivitiesofEXIMBankLimited, Panthapath 

Branch. Moreover, eachand everyemployeeofEXIMBankwerecooperativeand 

friendly.Theyhelpedmethroughouttheentireperiodofmyinternship.Duringmyinternship 

period,Iworkedindifferent departments.Asaninternmy activitieswereasfollow- 

 

1)AccountOpening:IworkedmostlyinthegeneralbankingdepartmentofEXIMBank Limited, 

Panthapath Branch. Thisdepartmentbasicallydeals withopeningandclosing of 

bankaccounts.FrommydepartmentalworkIhavelearntthevarioustypesof accounts 

alongwiththeirfeaturesandthenecessarydocumentsrequiredtoopenabankaccount. 

Thesedifferenttypesofaccountsare-

Alwadia,MudarabaSavingsDeposit,MudarabaTermDepositreceiptsetc.Moreover,myimmedia

tesupervisorhelpedmetoknowwhat 

amountofinterestratecustomerswillgetfromthesedifferentkindsofaccounts,howto 

dealwithcustomersversatilequestionsregardingvariousaccountsopening,howtofind 

desiredchequebooksfromthebundleaccordingtocustomers’requirements,needsand manymore. 

 

Thefollowingactivitieswhichweredonebyme- 

 

• Providingthecustomersaccurateinformationregardingwhattypeofdocumentswillbe 

essentialtoopenanaccount.Iusedtotellthemthattheyneedtwocopiesoftheir 
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• recent 

photographandtwocopiesphotographofthenomineeandthephotocopyofthecustomer’s 

andnomineesnationalID card 

• Correctionofuncompletedformswhichwereidentifiedbyinternalaudit.Forinstance, 

thereweresomeformswhichwerefilledupwithoutputtingaccountnumber,nominee’s  

details,customerID,TIN,NationalIDCardnumberandsoon.Myjobwastocomplete 

thoseformswithproperinformationfromattachedrequiredcertificatesor copies 

• FillingupKnowYourCustomer(KYC) Formforpersonalandcorporate risk rating.After 

completingtheformproperly,Iusedtoputvarioussealsontheforms,thosesealsincluded 

thenameofaccountopeningofficer,thenameoftheassistantrelationshipmanager, 

relationshipmanager,operationalmanager,sealofthebranchetc. 

     iv. Makingphonecallstothecustomersforgatheringnecessaryphotograph,photocopyof 

tradelicense,nationalIDcardor anyother inquiries 

• Distributionofrequiredchequebookbyaskingcustomersname, accountnumberandthen 

verifying themaswellasreceivingitfromthecourier.Besides,sometimesIhadtomake 

phonecallstothoseclientswhodidn’tcollecttheirchequebookafterpassing2or3months 

• Sequencingvarioustypesofaccountformsindifferentfiles.Forcurrentandsavings account 

Imaintainedthe111,121 seriesfiles 

• Usingthephotocopyandprintingmachinefor necessarypurposes 

 

• Findingthe MTDR,MSTD,SBandold account openingformswhichwereclosed 

 

• Enrollingthenewlyopenedbankaccountsintheregisterbookmentioningtheaccount 

holdersname,account numberandopeningdate. 
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2)Filling Up Pay Orders: Issuing payorderswereapartof dailyactivitiesofEXIMBank. 

Iissuedmorethan2or3payorderseveryday.Initiallycustomersweresuppliedwitha payorder 

form. Inthepayordersliptherewerespaceswherethecustomer neededtowrite 

his/heraccountname,accountnumber,amountofmoneyetc.Afterfilling 

theform, customerswererequestedtopaythemoneyincashorcheque.Afterthat 

anofficerin chargeissuedpayorder. 

3)ChequeRequisitionForm:WhenacustomeropensanaccountinEximBank,theaccount 

openingformcomes witha cheque requisitionslip.Inthisslip, acustomer has towritethe 

nameoftheaccountholder,accountnumber,pagenumbersthecustomerwantsinthe  

chequebooketc.Onceanewchequebookisreceivedinthebranch,Iusedtoputsealof 

thebranchoneverypageofallnewchequebooks.Aftercompletingit,anin-chargeofficer 

wouldputhis/hersignontheseal.Then,Iusedtorecorditinthechequebookissueregister 

mentioningseveralthingslike-accountname,accountnumberandthenumberofpages 

includedinthechequebooksetc. 

4)BillClearingSection:InthisdepartmentIusedtoputsealsforinstance-thesealofthe       

Branch,endorsementsealsonthechequesreceived.Iusedtocheckwhethertheaccount 

number,accountholdersnamewerecorrectlywritten,aswellastheamountwritten 

correctlyinbothnumbersandwords. 

5)CheckingBankBalanceoftheCustomers: If any customer require stok nowtheir bank 

balancethenasaninternitwasmyresponsibilityinthebanktochecktheirbalance.For 

currentbalanceenquiry MISPortal Reporting System of EXIM Bank are used where one 

havetoinserttheaccountnumberofthecustomerandthenthecurrentA/Cbalancewill be shown. 

6)SendingEmailsandPrintingNecessaryDocuments:Iusedtosende-mailstoother branches of 

EXIM Bank and also attached important documents withit. Moreover, to help he officials 

Iusedtoprint various documents and attachments regarding bank account  openingissue. These 

documents were important to fillfor openin ganac count in the bank. 
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4.3 Problems that Ifacedas an Intern: 
 

This was the first time I worked in an yorganization.It wastotallyanewexperienceforme. 

DuringtheinternshipperiodIfacedseveralproblems. Theyarementionedbelow- 

KnowingthepeopleinchargeandhierarchyofEXIMBankLimited 

 

Adjustingwiththeworkenvironment 

 

Understanding my dutie sand responsibilities,whatIcould couldn’t do asaninternof 

 

thisbank 

 

Infilling up customernames,numbers,addressIwasoverconcernedatfirst,sincethere wasno 

scopeofoverwritingandmistake,after writing those importantinformation 

regardingcustomersIusedtodoublecheckwhichtook alot oftime 

TheinternshipprogramofEXIMBankisnon-paid,butunfortunatelythework environment 

outweighsthepaymentissue 

Thebankjobwasquitemonotonousandnot challenging at all 

 

Softwareused by Exim Bank wasnotfull yaccessibletotheirinterns,onlytheoretical 

knowledgewasgiven,whichwasnotsufficientenoughtoknowtheoverall procedureof thebank 
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4.4 Impacts of Internship Experience in My Career: 
 

Theem ployeesof EXIM Bank wereverypolitean dfriendly.They helpe dmetoadjustquickly 

withthebankenvironment.DoingmyinternshipinthisBankhelpsmetoknowthebanking indus try and 

their activities.Sincemyfocuswasingeneralbanking,soI wasmoreinvolvedwith that thano ther 

department to thebank .Now ,itisverycleartomehow EXIM 

Bank Limited operatestheir activitie sonthe groun do fgeneral bank inginthis country.Moreover, 

I believe that this internship experience will help me muchto buildup my future career. My learned 

experience isas follows- 

 

Ilearnedtheprocedurestoopenvariousaccountsin EXIM Bank Limited 

 

Ialsoobservedtheproceduresto close an account 

 

IlearnedhowEXIMBankprovidestheinformationto their clients 

 

Verifying signaturein different documents were one of the learning from the bank 

 

I experienced the formalities to is seaway order and cheek book 

 

I learned how tomaintain office etiquette andhow to behave with supervisors and staffs 

 

Finall ,I learned how to beresponsi bleandliable for my ownactions. 
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Chapter Five 

Overview of promotional activities of Exim Bank 

Limited 

 

 

 

 

 

 

 



46 
 

 

5.1 The Concept Of Promotional Mix Of EXIM Bank: 

Customers stand in the middle of all the marketing activities. The main objective of marketing is to 

establish a strong and profitable customer base to accelerate saleof the company. For this mission, the 

company sets a marketing strategy wherebyit segments the total market into certain groups, targets 

the group it wants to serveand lastly focuses how to satisfy the target customers. Thus marketing 

strategycomprises of three elements segmentation, targeting and positioning. Under thismarket 

strategy, a company detects a marketing mix consists of product, price,place & promotion.According 

to Kotler and Armstrong (2006), Promotion means activities thatcommunicate the merits of the 

product and persuade the target customers to buy it.Usually under promotion mix a company adopts 

six tools. They are 

 

i. Advertising:  It is a non-personal form of communication throughwhich a company presents and 

promotes ideas, goods or services to persuadethe audience to purchase or take some action.  It includes 

the name of a product orservice and how that product or service could benefit the consumer, to 

persuade a target market to purchase or to consume that particular brand. A number of mediacan be 

used for advertisement, like- TV, Radio, Newspaper, Website etc. 

Meidan (1996) states that due to the impression of banks as impersonalinstitutions with no interest in 

their customers as people, and of financialservices as abstract and quite similar, the institutional 

advertising has becomemore and more important. Brand advertising follows closely in the footsteps 

ofinstitutional advertising. Its purpose is to create awareness the bank’s name andto advertise the 

different services it is offering. 

 

ii. Sales Promotion:Through sales promotion a company offers differentshort term incentives to 

customers to motivate the purchase or sell of a product.The incentives may come in different forms, 

like discount on price, free gifts,buy one get one free etc. 
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Peatti&Peatti (1994) claims that normally coupons, special offers and otherforms of price 

manipulation are the dominant forms of sales promotion.Meidan (1996) states that sales promotion 

within financial services appears tobe the most effectively used in combination with advertising. 

 

iii. Personal Selling:  Sometimes companies build up an efficient salesteam who with personal 

interaction try to motivate potential customers topurchase from the company. The personal selling 

may focus initially ondeveloping a relationship with the potential buyer, but will always ultimatelyend 

with an attempt to "close the sale".According to Julian &Ramaseshan (1994) the relationship between 

thesalesperson and the customer is perceived as being of great importance for themarketing of a bank. 

Verhallen et al. (1997) indicate that banks should see theselling as a problem solving process in which 

the sales force engages and co-operates towards the customer, trying to find a solution to the 

customer’sproblem, rather than only persuading him to purchase the products or services.Lee (2002) 

state that personal selling can be performed either face-to-face orthrough technological aids such as 

the Internet. 

iv. Public Relations:To establish a good relationship with the differentparties of a company. PR 

covers a range of activities, like creation &maintenance of corporate identity and image; charitable 

involvement, mediarelation for the spreading of good news etc. (Grankvist, Kollberg and 

Persson,2004).Meidan (1996) claims that the importance of public relation is beingincreasingly 

attended, and financial services often have public affairs officers,working actively to generate 

publicity. 

v. Direct Marketing:  According to Kotler (2006) direct marketingindicate direct connections with 

carefully targeted individual customers to bothobtain an immediate response and cultivate lasting 

customer relationships. Theuse of telephone, mail, fax, e-mail, the Internet etc. is the different tools 

ofdirect marketing. 
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Lee (2002) states that the fast advances in technology over the past 30 years have reshaped how 

consumers today interact with their financial institutions. The financial sector has extended its face-

to-face selling towards direct marketing of products and services in the form of phone, mail or 

computertransactions. 

vi. Event & Experience: The last component of promotion, i.e. event and experience is a new 

dimension in promotion activities of companies. By participating in different events like trade fair, 

export fair, seminar etc. companies try to make people aware about themselves. Commercial banks 

now a day are participating in different events and thus try to promote their products. Banks 

participate in SME Fair, Financial Institutions Fair, and Remittance Fair etc. Besides they sometimes 

arrange training ms, seminars, conferences as a part of their promotion. progra 

5.2 Promotional Activities: 

Under promotional activities we want to include the type of activities those are undertaken by EXIM  

Bank to endorse themselves in front of the country. Firstly in this line we want to include different 

types of advertisement made in different mediums and in different ways by the bank. These consist 

of: 

 

• Bill board advertisements in different locations: We can see bill boards of EIXM  Bank in 

the sides of many VIP roads and also in the road side of long route of different loan or deposit 

products. 

 

• Advertisement in different television channels: Though it is seen very often but EXIM 

Bank do place advertisements in different television channels mainly in the pick hours like 

during important television programs, top news etc.  
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• News paper advertisement: In different news papers mainly in front page or second, third 

page, or middle or in sports page they place their advertisements.  

 

• In different magazines: In different political or business magazines we have found their 

advertisements of different loan products or elements of corporate banking like this.  

 

• Social marketing like sponsoring tree plantation programmespecially in the sides of the 

roads: They support many social development organizations by providing fund to arrange or 

organize workshops, training programs etc. 

 

• Advertisement in radio stations: EXIMBank also place their different sort advertisementsin 

different radio stations or we can call it FM channels; etc. 
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Chapter SIX 

Findings And Analysis  
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6.1 Findings: 

EXIM Bank promotes them by participating in different types of programs, sponsoring many 

functions, arranging various types of gatherings etc. Some of those activities are maintained below: 

• EXIM Bank Participates in 1st Bangladesh Remittance Fair at Chittagong 

• EXIM Bank conducts Orientation & Induction for the new recruit 

• EXIM Bank donates Tk. 50 Lacs to ICDDR,B’s Dhaka Hospital 

• EXIM Bank Supports DMP to Build “One Stop Service Center” at DC Police Office, Tejgaon 

in Dhaka 

• EXIM Bank & Persona Organizes a Workshop on Beauty Solutions 

• EXIM Bank Sponsors a Workshop for Professional Women 

• EXIM Bank Distributes Prizes of Wall Magazine Competition to commemorate the event of 

International Women’s Day 2009 

• EXIM Bank empowers its customers to rate Service Standard 

• EXIM Bank’s Partnering with Dhaka Metropolitan Police 

• Inauguration of EXIM Bank Short Stay Ward, Dhaka Hospital 

• EXIM Bank will provide technical support to Jamuna Money Exchange 
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6.2 Analysis of Promotional Expenses with Total Profit: 

The promotional expense and total profit before tax of fiscal year 2016 to 2018 are given below: 

    Table 5.1 

Year Total Profit (BDT million) Promotional Expense (BDT million) 

2018 5145 34.46 

2017 4970 32.5 

2016 4956 33.14 

Source: EXIM Bank Annual Report(2017-2018) 

In 2018 promotional expense was 34.46 million taka and the total profit before tax was 5145 million 

taka. 
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Chapter Seven 

Recommendations and Conclusions 
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7.1 Recommendations: 
 

EXIM Bank Limited has certain complicate tonsil general banking prose dures.I would like to offer 

severalproposalsandendorsementstoovercometheproblemsrelatingtothetopicmentioned above of 

EXIM Bank Limited and also to improve the performance of this bank regard in general banking. 

The following recommendations areonlyproposals to improve theper formanceinorder 

toachievecustomersatisfactionsothatthecustomerswillpaymoreattachmenttoEXIMBank Limited. 

Here, some recommendation Sar mentioned below- 

 

EXIMBankshouldusethemodernbankingtechniqueandtechnologytoprovidequality 
 

Service sportscasters 
 

Theyshouldincreasethedepartmentalandstaffmeetingsatthebranchleveltoimprove better service 

quality of the bank 

To build Astron image and reputationinthe competitive market EXIM Bank should give 

emphasisontheir advertisement and promotional campaigns 

They should add a fully computerized general bank in systematist is fythecustomersby provid 

in gfasterand better service 

Establishinganetworkingsysteminsideallbranchestotransferdataandimportant information with 

in a short period oftime 

For easy access to account opening EXIM Bank should cancel the in troducer system  

The bank should in crease their work force Accor dinothere customer demand 

EXIM Bank should arranges minar meeting and training program for their interns which will 

help themto gather knowledge and to know about the workplace 

Their online banking system needs to beupdatedtoattractmorecustomers 

EXIM Bank canopenmore branch estoreachmoreclients 

Proper Banking software should beused to provide speed yservices to its customers  

The bank should recruitnewemployeestoservetheir customers 

Theauthorityshouldarrangeextensivetraininganddevelopmentprogramfortheir 

employeessothattheycaneffectivelyperformtheir dutiesandresponsibilities 
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7.2 Conclusion: 
 

EXIM Bank Limitedhasbeenoperatingitsbusinesssuccessfullysince1999.The bank hasal ready 

establish hed good will andgoodimageamong itscustomersbyofferingtremendousservices.Every 

bankhastheirownuniquestrategiesandbusinesspolicies.Somebankdesirestogrowfasterand 

achievegrowth.Thenagainsomebankswanttoconveyanimageofasoundbank.Furthermore, 

EXIMBankLimitedisquitenewinitsoperationsinBangladesh.Eventhoughthefinancial 

analysisoftheperformanceofthebankisverywellinthebankingindustryof Bangladesh and it is 

expected that ithasaprosperousfuture. 

 

Moreover,EXIMBank,PanthapathBranchisworkingwell.However,therearesome 

drawbacksintheirbankingsystemwhichcanbeovercomethroughtheparticipationofmore 

expertsindecision-makingprocessandutilizingthetoolstoevaluatethesatisfactionofthe 

customers.Besidesthisbank hasestablishedgoodwillthroughitsinnovativeproductsandservices 

alloverBangladesh.Technologydevelopmenthasopenedupanewdimensionintheimprovement 

ofcreativeproducts,efficientservicesandpropercustomersatisfaction.Everybankshouldcope 

withthistechnologicaladvancementtodobetter inthefuture. 

 

Thepurposeoftheinternshipprogramistoacquireknowledgefrompracticalexperienceandto 

comparethispracticalknowledgewiththeoreticalknowledge.Duringthethreemonthsofthe 

internshipprogram,itisnotpossibleforastudenttogotothedepthofeachactivityofthe department 

because of time constraint. Sothe objectives of theinternshipprogramhavenot been 

fulfilledwithcompletesatisfaction.However,thehighestefforthasbeengiventoattainthe 

objectivesoftheinternshipprogram.IbelievethatthisreportmayshowaguidelinetoEXIMBank 

Limited foritsfutureplanninganditseffectiveoperation to succeed initsgoalinthe competitive 

business environment. 
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