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Disclaimer & Notice
‘INSIGHT’ is a quarterly periodical of Dhaka Bank Limited. The content of this 
publication has been collected through various sources of public information 
that are believed to be reliable while every effort has been made to ensure 
that information is correct at the time of going to print. Dhaka Bank Limited 
cannot be held responsible for the outcome of any action or decision based 
on the information contained in this publication. The publishers or authors do 
not give any warranty for the completeness or accuracy for this publication’s 
content, explanation or opinion. However, reporting inaccuracies can occur; 
consequently readers using this information do so at their own risk. No part of 
this publication may be reproduced, stored in a retrieval system or transmitted 
in any form without prior written permission of Dhaka Bank Limited. This 
limited publication is distributed to only selected customers, stakeholders and 
employees of Dhaka Bank Limited and not for sale or distribution to the general 
public. Dhaka Bank reserves the right to revise and amend this disclaimer 
notice from time to time.
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EDITORIAL

We have been going through many a global & local economic and industrial alterations that have the potential to change the face of 
Banking industry. 

Brexit, One Belt One Road project etc. can bring about changes in financial industry. Banking industry of Bangladesh serves a small 
economy, but it seems to get affected by every global & local factor; policies are formulated to adapt to such changes. 

Bangladesh itself is going through a lot of interruptions in recent times. The nation has faced flood and subsequent problems, influx 
of Rohingya refugees etc. hinting an overall socio-cultural stress. In contrast, Bangladesh is also going through positive changes. 
Economic Zones or EZs; increased Automation; wider use of IT; growing interest about cashless society; more frequent use of Debit-
Credit Cards and Mobile Financial Services; Agent Banking Services for serving people at remote areas across the country; increased 
policy focus on development of Micro, Small & Medium Enterprises; and recent regulatory changes by Bangladesh Bank and the like 
can reorganize the Banking industry.

Among all our economic sectors, Garments is one of the most vital sectors and most Banks are directly affected by the ups-and-
downs in this sector. Global issues impact currency fluctuations, bilateral trade agreements etc. having effects on Banking sector. This 
is true for Dhaka Bank as well. The shifting regulations also play a crucial role in finding the road ahead of Banking industry.

Prevention of corruption, tax evasion; encouraging financial inclusion, financial literacy, access to digital financial services, and 
avoidance of undue competition among increasing number of Banks etc. are the critical matters. Fluctuation of rate of deposit, major 
currencies; foreign remittances, credit growth etc. steer the steps forward for the Banking industry. The rise of Non-Performing Loan 
in some Banks is another concern. Moreover, Anti-money laundering and terrorist financing is a burning issue for Banks and related 
financial channels at present. How far the industry and its Customers adapt sustainably to these, is again important for us.

Amidst all these realities, Dhaka Bank is going forward and adapting to cope up with the future changes. We started our journey in the 
year 1995 and on July 05, 2017 Dhaka Bank Family celebrated 22 years of solidarity, gains and success. We have a strong legacy; 
and we thrive to make Dhaka Bank the premier financial institution of the country. 

On this occasion, we have launched several digital Banking products like Dhaka Bank GO -- a mobile banking App, Dhaka Bank C 
Solution -- an automated payment gateway to meet daily bulk payment needs of our Corporate Clients, Trade Cloud 
– to ease & hasten LC and other trade services. Our internet Banking solution called Dhaka 
Bank Direct Banking is benefitting our Customers with the access to 
virtual world. Our Islamic Banking Products are also being made 

more convenient for a particular group of our Customers.

 In this 3rd Quarterly September 2017 Issue of Insight, 
we will take you to a journey throughout this 22 year 

celebration. It will present some rich Articles of different 
dimensions giving you a glimpse of Risk Based Pricing Model, 

Banking Process Re-engineering, 
recent Monetary Policy Statement, 
Recognizing False Deed, and 
Factoring tool may be made. 

Senior Management view on Credit 
Analysis, Corporate Etiquette etc. 

and our usual sections of Economic and 
Industrial Indices, Sports, Entertainment 

and Travelogue will present thoughts to 
ponder over. 

Lastly, we wish everyone 
prosperity and good 
health.
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FROM THE DESK OF CHAIRMAN

mgMÖ wek¦B GLb cÖhyw³MZ, A_©‰bwZK Ges cwi‡ekMZ cwieZ©‡bi ga¨ w`‡q hv‡”Q| A_©‰bwZK LvZ w`b-w`b n‡q co‡Q cÖhyw³wbf©i| cÖwZwbqZB Avgiv wbZ¨-bZzb 
cÖhyw³MZ P¨v‡j‡Äi m¤§yLxb nw”Q| GLb evsjv‡`‡kI A_©‰bwZKLv‡Z wewfbœ ai‡Yi cÖhyw³wbf©i mgvavb D™¢ve‡bi †Póv Pj‡Q| Z‡e, Avgv‡`i GB Dbœqb cÖ‡Póv 
evavMÖ¯Í n‡”Q wewfbœ mg‡qi wKQz f‚-ivR‰bwZK I cwi‡ekMZ mxgve×Zvi Kvi‡Y| eZ©gv‡b Avgiv kiYv_©x, eb¨v Ges eb¨v-cieZ©x bvbvwea mgm¨vi gy‡LvgyLx|

Avkvi K_v, GZ mgm¨vi gv‡SI evsjv‡`k GwM‡q P‡j‡Q| ˆewk¦K cÖwZ‡hvwMZv m¶gZv m~PK ev †M vøevj Kw¤cwUwUf‡bm B‡Û· Gi gv‡b evsjv‡`k `w¶Y Gwkqvi 
A‡bK †`k‡K †cQ‡b †d‡j cÖ_g 100 †`‡ki g‡a¨ (99Zg) P‡j G‡m‡Q| ¯úóZB A‡bK evav m‡Ë¡I Avgv‡`i Dbœqb †_‡g †bB|

†`‡ki mv‡_, XvKv e¨vsKI `xN© c_ cvwo w`‡q‡Q| G eQi Avgiv XvKv e¨vsK wjwg‡U‡Wi 22 eQi c~wZ© D`hvcb K‡iwQ| RyjvB 05, 1995 †_‡K hvÎv ïiæ K‡i 
Avgiv AvR 22 eQ‡ii gvBjdjK AwZµg K‡iwQ| GB 22 eQ‡i Avgv‡`i mv‡_ Avgv‡`i MÖvnK, Kg©KZ©v-Kg©PvixMY, Askx`vi I Ab¨vb¨ †÷K‡nvìvi‡`i †h my`„p 
m¤cK© M‡o D‡V‡Q Zv-B Avgv‡`i‡K AvMvgx w`‡bi wewfbœ D™¢vebx cwieZ©‡bi c‡_ Pj‡Z mnvqZv Ki‡e|

XvKv e¨vsK memgqB K‡c©v‡iU I mvgvwRK `vwq‡Z¡i cÖwZ kª×vkxj Ges †m Kvi‡YB Avgiv wbijmfv‡e †UKmB Dbœqb wbwðZ Ki‡Z KvR KiwQ| Avgiv XvKv 
e¨vs‡Ki mKj m`‡m¨i ˆbwZK I `vwqZ¡kxj AvPiY‡K Mfxifv‡e g~j¨vqb Kwi| BbmvBU 2017 Gi 3q ˆÎgvwmK msL¨vq XvKv e¨vsK cwiev‡ii mKj m`‡m¨i Kv‡Q 
Avkv KiwQ †h Zvuiv eQ‡ii †kl mgqUzKz‡ZI Avgv‡`i m¤§vwbZ MÖvnKMY‡K Zvu‡`i †miv †mevwUB Dcnvi †`‡eb|

2017 Gi evwK mgqUzKzI ïf †nvK Avgv‡`i mK‡ji Rb¨, GB Avgv‡`i Kvgbv|

†ikv`yi ingvb
†Pqvig¨vb, cwiPvjbv cl©`

The whole world is going through changes, be it technologically, financially or environmentally. Globally, 
the Financial Industry has become more tech based. We are enjoying the gifts of technology, but at 
the same time facing different technological challenges. The wind of change reached Bangladesh 
too. Bangladeshis are trying to come up with innovative digital finance solution. However, continuous 
urge for upgrading our nation is at times halted by our geo-political and environmental limitations. We 
have been through a lot of turmoil in the recent times like Rohingya influx from Myanmar, recent flood 
and rice crisis. We are gradually overcoming these problems. But amidst many odds, recently 
Bangladesh has achieved the 99th position in Global Competitive Index published by World 
Economic Forum, leaving behind many South Asian countries. Bangladesh is among the top 
100 nations for the first time. So we are gradually improving despite the barriers that come 
ahead.

Along with the country, our Dhaka Bank is also growing. This year we celebrated 
the 22nd Anniversary of Dhaka Bank Limited. We started our journey on July 
05, 1995 and now crossed a milestone of 22 years! In these 22 years we 
have built many relationships, be it our Stakeholders, or Employees or our 
Customers. These relationships are our strength. In the coming years we 
look forward to make these relationships even stronger while we go through 
different stages of innovative changes in our Bank. 

Dhaka Bank believes in acting responsibly. We are continuously working 
towards achieving sustainable growth. We value ethical corporate 
governance. We emphasize ethical and responsible behaviour of every 
member of Dhaka Bank fraternity. On this occasion of publishing the 3rd 
Quarterly Issue of Insight in 2017, I expect all the members of Dhaka Bank 
Family to deliver their best in the remaining Quarter and provide excellent 
service to our valued Customers. 

Hope we will end this year on a good note.

Reshadur Rahman 
Chairman, Board of Directors
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MESSAGE FROM THE MANAGING DIRECTOR & CEO

BbmvB‡Ui Gev‡ii msL¨vwU XvKv e¨vsK wjwg‡U‡Wi 22 eQi c~wZ©i evZ©vevnx| 1995 †_‡K hvÎv ïiæ K‡i Avgiv AvR MÖvnK, Askx`vi I Ab¨vb¨ †÷K‡nvìvi‡`i mv‡_ 
m¤c‡K©i 22 eQi AwZµg K‡iwQ| Zvu‡`i mn‡hvwMZvi Rb¨ RvbvB A‡kl ab¨ev` Ges AvMvgx w`b¸‡jv‡Z Zvu‡`i mv‡_ Avgv‡`i m¤cK© Av‡iv kw³kvjx n‡q DV‡e e‡jB 
Avgv‡`i `„p wek¦vm|

XvKv e¨vs‡Ki 22 eQ‡ii HwZn¨‡K enb K‡i e¨vsKwU‡K AviI GwM‡q wb‡q hvevi `vwqZ¡ GLb Avgv‡`i| e¨vswKs Lv‡Zi Aweivg cwieZ©b I cÖwZ‡hvwMZvi avivi mv‡_ 
Zvj †i‡L GB KvRwU Kiv GZ mnR bq| ewnwe©‡k¦i cÖhyw³MZ cwieZ©‡bi cÖfve Avgv‡`i e¨vswKs Lv‡ZI co‡Q| A`~i fwel¨‡Z e¨vswKs e¨e¯’v I e¨vsKvi-MÖvnK m¤c‡K© 
†h e¨vcK cwieZ©b Avm‡e, Zvi mv‡_ Lvc LvIqv‡Z n‡j Avgv‡`i‡KI hy‡Mvc‡hvMx I †UKmB mgvavb wb‡q GwM‡q Avm‡ZB n‡e|

mgMÖ we‡k¦B GLb MÖvn‡Kiv AbjvBb e¨vswKs e¨e¯’vi w`‡K SzuK‡Qb| evsjv‡`‡kI Gi RbwcÖqZv evo‡Q| XvKv e¨vsKI ZvB hy‡Mi mv‡_ Pj‡Z wM‡q bZzb cÖhyw³MZ mgvavb 
MÖvnK‡`i Kv‡Q †cŠu‡Q w`‡”Q| Avgv‡`i m¤§vwbZ MÖvnK‡`i R‡b¨ Avgiv wb‡q G‡mwQ wewfbœ wWwRUvj †mev XvKv e¨vsK C mwjDkb, †gvevBj A¨vcmwfwËK XvKv e¨vsK GO, 
TradeCloud cÖf…wZ|

Avgv‡`i MÖvnK‡`i my‡hvM-myweavi R‡b¨ Avgiv memgqB wbqgvPvi A¶ybœ †i‡L bZzb D™¢vebx †mev cÖ`v‡bi †Póv KiwQ| ïay MÖvnK †mevB bq, fwel¨r cÖR‡b¥i cÖwZ 
Avgv‡`i `vwqZ¡‡KI Avgiv h_vh_ ¸iæ‡Z¡i mv‡_ wb‡qwQ| wKQzw`b Av‡MB ¸jkvb †jK cv‡K©i cv‡k Avgiv wPj‡Wªb †cø  †hvb Gi wfwËcÖ¯Íi ¯’vcb K‡iwQ| G mgv‡Ri my›`i 
fwel¨r wbg©v‡Yi R‡b¨ XvKv e¨vsK A½xKvie×|

gnvb Avjv¬n ZvÕAvjvi A‡kl ing‡Z Avgiv cÖvq evavnxbfv‡eB 2017 AwZµg KiwQ| eQ‡ii GB †kl wZb gv‡mI Avgv‡`i j¶¨ _vK‡e MÖvnK I †÷K‡nvìvi‡`i Kv‡Q 
m‡e©vrK…ó †mevwU †cŠu‡Q †`Iqv| 

eQ‡ii †klvsk ïf †nvK mK‡ji| 

ˆmq` gvneyeyi ingvb
e¨e¯’vcbv cwiPvjK I wmBI

This time we bring you the Insight with the note of celebration of the 22nd Anniversary of Dhaka Bank Limited. 
The journey that started in 1995, has now crossed a successful 22 years of service excellence and solidarity 
with our valued Clients, Shareholders, and other Stakeholders. Our achievement over the years is an outcome 
of this blend of solidarity. We are thankful for their support and we expect to make the bond even stronger in 
the coming years.

Now, it is our responsibility to continue the legacy of Dhaka Bank. It is not as easily achieved as it is said. 
Banking Industry is rapidly changing with ever increasing competition. External environment is also affecting 
the Industry. For example, the flow of foreign remittance and the course of foreign trade are seen to be 
shifted. Deposit rate in the Industry has also increased. Many are now encouraged to move toward 
cashless society. In this ever changing circumstance, we have to think ahead of time to come up 
with sustainable solutions. Without a doubt, rapid technological and regulatory shifts will change 
the banking system and Banker-Customer relationship in near future. 

Globally we can see that Customer preference is increasing towards online banking services 
than traditional services. This idea is getting popular in Bangladesh too. In this context, 
Dhaka Bank has also come up with new ideas to cope with the Customers’ shift towards 
technological advancements. We have introduced some exciting online solutions for 
our valued Customers this year. For our corporate Customers, we have introduced 
an online Cash Management Portal called Dhaka Bank C Solutions. We have also 
launched Dhaka Bank GO, our very own Mobile Apps for on-the-go Banking. We are 
also launching Trade Cloud, an online Foreign Trade module for our Trade Customers. 
Moreover, we facilitated our Customers with our online Account Opening Forms under 
our Go Green Campaign. We are continuously innovating to come up with ideas that 
can increase Customer convenience and also ensure regulatory compliance. 

Moreover, in order to meet our responsibility towards the society, we have recently 
unveiled the foundation stone for the construction of ‘Children Play Zone’ at Gulshan Lake 
Park. It will be a play zone where children will find all the modern amenities. We want to 
work more and more for a better, sustainable future for the generations next. Together, we will uplift not only our Bank, but also our society as well. 

Lastly, all praise to The Almighty for smoothening our journey till the 3rd Quarter of 2017. By the grace of Allah, most of our financial indicators have 
shown better sign than they did in the last year. Let us deliver our best to our valued Customers and Stakeholders in the last Quarter too, so that we 
can make the year 2017 a year of success for all of us.

Syed Mahbubur Rahman
Managing Director & CEO 
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Policy Variables 
(Y-o-Y growth in %)

FY 2015-'16 FY 2016-'17

H1 (Jul-Dec) H2 (Jan-Jun) H1 (Jul-Dec) H2 (Jan-Jun)

Target Actual Target Actual Target Actual Target Actual

Inflation – General 6.20 6.19 6.07 5.92 5.80 5.52 5.80 5.44

Reserve Money Growth 16.50 15.14 14.30 30.12 14.00 19.53 14.00 16.28

Board Money Growth (M2) 15.00 14.20 15.00 16.43 15.50 13.83 15.50 10.88

Domestic Credit Growth 13.10 10.90 15.50 14.04 16.40 12.34 16.40 11.16

Public Sector Credit Growth 8.00 (1.70) 18.70 2.63 16.10 (4.26) 16.10 (12.02)

Private Sector Credit Growth 14.30 13.80 14.80 16.40 16.50 15.55 16.50 15.66

Note: Public Sector Credit Growth includes Net Credit to the Govt. Sector Credit to other Public Sector

BANGLADESH ECONOMY

Ashique Iqbal, SAVP, R&D

The new Monetary Policy aims at supporting the government's policies and programs in pursuit of price stability, faster 
inclusive economic growth, poverty reduction and attaining environmentally sustainable growth objectives.

On July 26, 2017 Bangladesh Bank (BB) announced Monetary Policy Statement (MPS) for the first six months of FY 2017-'18. It is the 
third MPS announced by Governor Fazle Kabir after he took over the charge of the Central Bank. A conservative stance was adopted in the 
backdrop of falling remittance inflows, lower exports, growing imports, depreciating BDT against the Greenback and rising inflation risks. 
Taking this macro-factor into account, BB lowered both its public and private sectors credit growth targets because the investment trend was 
slow. 

MPS Highlights:
•	 Gross	Domestic	Product:	Gross	Domestic	Product	(GDP)	growth	was	7.24.	A	target	of	7.4	real	GDP	growth	has	been	set	for FY’18. 

Although, the output growth momentum looks robust, low FY’17 export growth of 2.2 and workers’ remittance inflow downturn 
to negative 14.5 in contrast with 8.58 import growth in the same fiscal pose threats to the external and local demand led growth 
outlook for FY’18. However the Central Bank is optimistic about achieving the targeted GDP growth in view of current political 
calmness which is assumed to continue until this yearend.

•	 Inflation:	Mean	inflation	decreased	to	5.4,	below	the	FY'17	ceiling	of	5.8.	However	the	current	upward	trends	in	food	prices,	caused	
by the flash floods in the haor regions during April – June 2017 period are indicative of an inflation outlook. Some of the risks 
associated with domestic inflation may be neutralize to some extent by the subdued global inflation brought on by the tightening of 
money supply in the USA and the EU, and prevailing the low inflation in India. Bangladesh Bank’s FY’18 monetary program intends 
to set a cautious, flexible course to contain the annual average CPI inflation within the set target ceiling of 5.5.

•	 Reserve	Money	(RM):	Reserve	Money	(RM)	growth	was	16.3	at	the	end	of	June	2017	which	was	significantly	higher	than	the	target	
ceiling of 14.0. However, the projected reserve money growth for H1 FY’18 (i.e. July – December) is 12.8 and for H2 FY’18 (January 
- June) is 12.0. Central Bank expects that RM will help to achieve the target inflation, but the reality signals us the different.

•	 Broad	Money	(M2):	Broad	Money	(M2)	growth	stood	at	10.9	at	the	close	of	June	2017	while	the	target	ceiling	was	15.5.	However,	
the target ceiling for M2 for H1 FY’18 is 12.9 and for H2 FY’18 is 13.9 and is considerable for achieving the targeted GDP growth.

•	 Domestic	Credit:	Domestic	Credit	growth	stood	11.2	at	the	end	of	June	2017	which	was	well	below	the	targeted	ceiling	of	16.4.	
Targeted ceiling of domestic credit growth has been set to 15.5 for the period H1 FY’18 keeping consistence with the growth and 
inflation objectives.

MONETARY POLICY STATEMENT (MPS) JULY - DECEMBER H1
FY'18 FOCUSES ON GROWTH, STABILITY AND POVERTY REDUCTION

•	 Public	Sector	Credit:	Public	Sector	Credit	including	Other	Public	Sector	declined	by	12.0	up	to	June	2017	while	the	target	ceiling	
for H2 FY’17 was 16.1. The reason behind the decline was that government has paid off matured T-bills/T-bonds Intermediary 
Measures and Achievement with proceeds from sales of National Savings Certificates (NSCs). The targeted ceiling of public sector 
credit growth is 3.2 for H1 FY’18 and 12.1 for H2 FY’18.

•	 Private	Sector	Credit:		Private	Sector	Credit	growth	stood	at	15.7	up	to	June	2017	while	the	target	ceiling	for	H2	FY’17	was	16.5.	
However targeted ceiling of Private Sector Credit growth is 16.2 for H1 FY’18 and 16.3 for H2 FY’18.

•	 Interest	Rate:	The	spread	between	lending	and	deposit	rates	has	been	narrowing	continuously	until	June	2017.	Bangladesh	Bank’s	
policy interest rates (repo, reverse repo rates) kept unchanged at the current levels of 4.75 and 6.75, respectively but adjustment may 
take place if and when required.

Monetary Aggregates:
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ECONOMIC & FINANCIAL INDICATORS

•	 Foreign	Exchange	Reserve:	Foreign	Exchange	Reserve	is	showing	continuous	growth	up	until	FY'17	and	according	to	IMF	formula	
current reserve can sufficiently meet 7 months import bills. In FY'18, Balance of Payment (BoP) current account deficit will widen 
further and overall balance will remain positive in upcoming year.

•	 Inclusive	Financing:	To	support	the	Government’s	inclusive	and	environmentally	sustainable	production	and	employment	growth	
goals, policy supports for financing of farm/non-farm MSME output initiatives will be continued, with greater emphasis put on 
employment focused sectors, and “green” projects of adopting environment friendly production practices. Additionally, the Central 
Bank has plans of taking initiatives to facilitate FDI through dedicated help desks/support units in banks.

•	 Macroeconomics	Diagnosis	and	Asset	Quality	Maintenance:	Multidimensional	efforts	are	being	made	to	gradually	transform	
Bangladesh Bank’s present “monetary targeting policy based framework” to a “financial price targeting based framework,” and 
this is expected to continue in FY’18, with especial importance given to improving BB’s forecasting abilities, and getting rid of 
obstructions to market-based financial pricing, including high NPLs (Non-performing Loans) arising out of slack lending practices, 
and non-market pricing of the Government’s non-bank NSCs borrowings.

Observations:
•	 Key	monetary	policy	targets	and	objectives	for FY’17 were largely achieved, GDP growth outperformed the target, average inflation 

edged down supported by the tight monetary 
stance of the USA & the EU and low inflation 
in India and surge in net sale of NSCs drove 
public sector bank borrowing to negative. 

•	 Lion’s	share	of	Domestic	Credit	growth	
has been allocated towards Private Sector, 
alongside a smaller growth in bank credit to 
the Public Sector, in view of the latter’s ample 
access to non-bank borrowing through NSCs. 
Possible fall in interest rate may affect this 
adversely but programmed public sector 
credit target could be below the target. 

•	 The	recent	BoP	current	account	deficit-
driven depreciation of BDT has improved 
export competitiveness, more significantly 
in non-USD markets now that USD itself has 
weakened significantly. The local FX market 
is running smoothly at current exchange rate 
of local currency thus it can be expected 
that BB won’t intervene on sale or purchase 
side in FX market thus exchange rate of BDT 
likely to remain stable in FY’18. 

•	 According	to	Morgan	Stanley	Capital	
International (MSCI) index Bangladesh 
has already included in frontier economy 
segment thus attain increased foreign 
investor interest in BD stock markets. Market 
showed buoyant trend since H1 FY’17 and as a cautionary step, BB will intensify their surveillance on capital market exposures by 
closely monitoring the operations of capital market subsidiaries of banks thus intervention on capital market exposures of Banks can 
be expected. 

Last Word:
The current monetary policy gave more attention on to control the inflation than on growth momentum. Being a lower middle income country 
and with the aspiration of to be a middle income country by 2021, inflation should not get much of our attention. Inflation is under the 
firm grip, much lower than the target. Many practitioners and academicians around the globe believe that country like us which is in steep 
growth trajectory should emphasize more on growth than controlling inflationary pressures. This reminds us the theory of famous American 
economist Milton Friedman’s “Helicopter Money”. The basic principle of Helicopter Money is that if a central bank wants to raise output in 
an economy that is running substantially below potential, one of the most effective tools would be simply to give everyone direct money 
transfers. 

However, we expect that the monetary policy will keep pace according to the changing economic atmosphere of the country in the coming 
days. In the just passed FY’ 17 key monetary policy targets and objectives were achieved largely. Congruence between fiscal and monetary 
policy, robust output growth allows us to foretell that the country will be able to achieve their projected GDP growth in current fiscal year 
provided that there is not much deviation from current sociopolitical situation.

Note:   August 2017;   September 20171 2
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Md. Nahid Ul Hasan, SPO, Risk Management Division

RISK BASED PRICING MODEL
REVENUE OPTIMIZATION APPROACH WITH MARGINAL RISK

BANKING PRACTICES

Risk-based pricing is grasping growing attention in today’s business world full of risk imbalance. As all customer groups do not mirror 
the same look on a business scale, so all cannot share the same cost burden alike. It has been around for many years and has been 
recommended by many credit risk managers as a way for businesses to compensate the risk of different customer segments. The theory is 
relatively simple. With fixed pricing, the cost of risk is evenly distributed among customer segments despite the fact that certain segments 
have high risk and others lower risk. This 
situation results in the lower-risk customers 
“paying” more than their risk – essentially 
being overcharged – while the higher-risk 
customers pay less than their risk. 

In our present market perspectives, 
different interest rates and loan terms are 
offered to different borrowers, based on 
their credit worthiness. To substantiate 
credit worthiness, Risk-based pricing 
focused on the factors, such as a 
borrower’s credit rating through External 
Credit Assessment Institutions (ECAI’s), 
Audited Financial Statement, Risk Weighted 
Asset (RWA), Capital Charge, Cost of 
Capital/Return on Equity (ROE) and Income 
depending on the type of loan. It does not 
consider factors which are irrelevant such 
as race, colour, national origin, religion, 
gender, marital status or age.

The continuous forward movement of classified loans in our economy is deeply skewed towards particular strata of high risk borrowers while 
the price burden is equally spread over the good ones. Had there been a good measure to price the credit risks, bank’s losses from impaired 
assets could have been less or at least good borrowers would have been rewarded by a significant price comfort. Here comes the relevance 
of risk based pricing before lending any type of investment to secure depositor’s money as well as stakeholder’s safe return.  

In this regard, Dhaka Bank introduced the ‘Risk Based Pricing Model’ that has already been live at Head Office level to assess the proper 
pricing customer-wise.

The model shows how a borrower’s Risk Based Pricing is followed through Net Income [Profit after Tax (PAT)], Risk Weighted Asset (RWA), 
Capital Charge, Net Income to Capital Charge ratio. If Net Income to Capital Charge ratio is greater than the Cost of Capital/Return on Equity 
(ROE), the pricing will be Acceptable otherwise, the pricing will be Un-acceptable or need to be re-adjusted or the other factors like fee-based 
income, cash collateral, cash margin readjusted for reducing the capital charge of the client and increasing the Net Income to Capital Charge 
ratio.

User of the model has to decide ROE/Cost of Capital first. To assess your borrowers through the model, you have to consider the borrower’s 
ECAI’s rating, Customer’s Limit/Exposure, proposed pricing/margin, Cash Collateral, Cost of Deposit, Overhead Cost, Provision and Fees & 
Other Income (if any). The following flowchart describes a detail picture of the model.
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Applied properly, the model gives you the appropriate pricing to lend money for sustainable return.

Risk-based pricing allows lenders to charge higher interest rates on borrowers who seem less likely to repay their loans in full and on time or 
having higher Risk Weighted Asset (RWA) to charge higher capital, and lower interest rates on borrowers who seem more likely to repay their 
loans in full and in a timely manner or having lower RWA to charge lower capital. For example, if your ECAI’s credit rating category shows that 
your long term rating is not good, you might be charged higher interest rate than someone who has good long term credit rating.

Exceptions:
i. If the risk distribution (risk score) is skewed to the left, the quantity effect might exceed the price effect and therefore the risk-based 

pricing strategy might be unprofitable. Alternatively, if the quantity of bad exceeds the quantity of good in the market, the risk-based 
pricing strategy might be unprofitable, too

ii. By differentiating the interest rates charged to each identified risk group, lenders may inadvertently worsen the average level of risk 
of their portfolio as a whole

iii. If the lender has insufficient information to reliably distinguish low risk from high, it might be convenient to set a flat interest rate 
strategy rather than using a customized pricing strategy

Promoting credit consciousness and discipline
Several reports and case studies of World Bank have shown that a risk-based pricing environment based on credit information data improves 
loan performance by reducing delinquency rates and contains non-performing assets. Credit penetration is achieved by significantly 
identifying “good borrowers” (low credit risk) that otherwise would have been misidentified as “bad borrowers” (high credit risks) and, 
therefore, may not have been provided credit at optimal terms and conditions. At the same time, high-risk borrowers are no longer subsidized 
by lower-risk borrowers. Risk-based pricing of loans could be a major motivating factor for borrowers to ensure they maintain a healthy credit 
history and a high credit score.

Rewarding the good has been an age-old practice. If you have been paying back your loans on time, you are a good borrower. And if the 
aforementioned adage is followed, you could expect to be rewarded with a lower rate of interest the next time you apply for a loan. This 
practice of rewarding good borrower is yet to gain acceptance by the country’s lending institutions.

To ensure that good borrowers are rewarded for their financial discipline, my own observation is that all credit institutions and banks in the 
country may adopt risk-based pricing to lend money for sustainable credit growth, prevent the continuous forward movement of classified 
loans, build strong capital base and provisions, secure depositor’s money as well as stakeholder’s safe return.

As per widely accepted global rules, a country poorly credit rated by Moody’s or S&P and Fitch bears the burden of rising cost of business 
in terms of trade cost, correspondent relationship, foreign guarantee, various credit lines, etc. while a better rated country reaps the fruits of 
lower business cost. In line with this kind global practice, the Risk Based Pricing Model as developed and introduced by Dhaka Bank is a step 
forward to bring justice and equilibrium in our credit culture. This will help the Bank not only reward the good customers while rationalizing 
the bads; but also prevent both continued credit loss and subsidized credit expenses facing the banking industry in recent time.

* Figures in % of Total Population as of 2016
Source:  Household Income & Expenditure Survey 2016
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360-DEGREE ANALYSIS OF CREDIT PROPOSITION

Mr. Abdul Matin, EVP & Head of CRM

Credit is considered to be one of the major sources of earnings for the Bank. But failure in assessing overall Credit Risk may lead to 
increase in NPL. For the purpose of ensuring sustainable business environment, the Credit Analyst/Manager does have an important role 
to play. We know that banking industry is going through tough business challenges. Navigating the journey under such an ever-challenging 
business environment therefore does need a 360-degree Analysis of all Credit Propositions. We should not forget at the same time that the 
challenge creates opportunities, but a high degree of professionalism, managerial tactfulness, strategic planning not in breach of regulatory 
prescriptions are must for reaping benefit of this opportunity. So doing banking business and attainment of desired business target is a 
challenging task that calls for the expansion of earning assets with sustainable sourcing of income and at the same time having top most 
priority to restrain the growth of non-performing loans. This eats into the vitality of the financial health and is the deterrent for any financial 
institution. What differentiates a Bank from its competitors is the quality of its Employees, and in particular, its Credit Officers/Analysts. 
Identification and mitigation of Credit Risk is an important task of a Credit Analyst/Manager. 

Despite intense competition in procuring new business, the Credit Analyst should focus on the following important issues in addition to 
analyzing information like CIB, Sales growth/turnover, Credit Rating, Cash Flow, Purpose, Industry Analysis and overall business experience of 
the Entrepreneur.

Trading Business
The Credit Analyst should look into the following at the initial stage of processing of the Credit Proposal: 

1 Price volatility – Credit Analyst needs to identify whether the product price is volatile or not. If the price is volatile in nature it 
should be checked that whether Customer demand for it is price inelastic or not.

3 Information from the major Buyers & Suppliers – to know the market reputation and overall standing of the Customer, the 
Credit Analyst should collect information from their buyer and supplier.

4 Seasonality – business based on seasons like trading of ACs demand of which peaks in summer and dips in winter. So the 
requirement of working capital will be more in summer and less in winter.

2 Dominance of major Market Players – because of dominance of major market players, the small or medium size Traders 
incur loss in their business. In some of the cases large Traders/Importers sell their Product at much below the imported or 
cost price which becomes a challenge for the small or medium size Traders to survive. It is common in Khatungonj area, 
Chittagong, country’s largest wholesale market.

5 Competition – if the Industry is competitive, quick response to Customer needs is compulsory and therefore a higher level 

of inventory is maintained. Liberal credit terms are also mandatory with good service to survive in the market. So, higher the 
competition, higher would be the requirement of working capital.

Manufacturing Concern
The Credit Analyst should look into the following in addition to others:

Assess total Production Capacity of existing Units – Production Capacity of existing manufacturing units of a particular 
product needs to be determined to assess whether any further investment for producing this type of product would be 
feasible or not. In this case it is mandatory to ascertain demand-supply gap for the product to be manufactured. 1

For assessment of working capital for any manufacturing concern it is also required to assess production capacity of the existing plant; and the sales turnover 
must commensurate with the capacity of the same so that assessment of working capital can be done accurately. The root cause of high % of NPL in Chittagong 
region was wrong assessment of working capital requirement. Consequently, the Customers were over financed and now it has become burden for the Banks.2
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Construction Company  
Financing a Construction Company (Work Order Finance) is known as Supervisory Credit. It needs close follow-up and monitoring until the 
liability is adjusted in full. Now-a-days in spite of proper assignment of bills and completion of other standard documentation formalities, a 
significant amount of loan against Work Order are seen to become Overdue/Classified. Here it is pertinent to mention that in some of the 
cases for winning the bid, the bidding price may be lower than actual cost. Here, to safeguard the interest of the Bank, Credit Analyst should 
know the quoted price of the 2nd lowest bidder. If the the 2nd lowest price is much higher than the winning price, it can be assumed that 
the Work Order value may be revised in future and in that case the Customer might require additional funding. On the other hand, if the Work 
Order value is not increased, the Customer will not be able to complete the work within validity or will have to incur loss resulting the liability 
with the Bank to remain unadjusted/be classified.

Export Oriented RMG Business
Siphoning of fund through inter unit transaction is a common phenomenon in Export Oriented RMG Business. The infamous Hallmark scam 
exploited the system of issuing BTB L/C in favour of different sister concerns within the same group. While structuring the credit limits, Credit 
Analyst should determine the actual requirement of working capital/BTB L/C limit on the basis of installed capacity. Factory of the beneficiary 
of local BTB L/C should also be visited by Credit Analyst/RM at the time of processing Credit Proposal. 

Credit to Support Excessive Business Growth 
Lending to a company which is expanding after winning a new contract may sound reasonable. But a request from a similar company which 
has won five new contracts might raise doubts in the mind of Lender, as the company may not have planned for its growth adequately.  

In December 1863, Hugh McCulloch, the Comptroller of the Currency and later Secretary of the Treasury of USA, addressed a letter to all 
national Banks. A part of the very important letter, that describes the ever increasing challenges of today’s banking, is excerpted:

“Distribute your loans rather than concentrate them in a few hands. Large loan to a single individual or firm, although sometimes proper and 
necessary, are generally injudicious and frequently unsafe. Large borrowers are apt to control the bank; and when this is the relation between 
a bank and its customers, it is not difficult to decide which in the end will suffer. Every dollar that a bank loans above its capital and surplus it 
owes for, and its managers are therefore under the strongest obligations to its creditors, as well as to its stockholders, to keep its discounts 
constantly under its control.”

As per desire of our CEO, presently we are also focusing more on SME and Retail business to diversify Credit Risk and it is considered to be 
the right strategy for navigating a smooth and safe journey in a turbulent ocean.

Availability of Raw– Material - in order to ensure uninterrupted production process, availability of raw material is inevitable. The Credit Analyst should inquire 
about it at the time of initial interview of the Customer. In this case more than one Supplier is preferable. If the raw material supply is not smooth for any 
reason, the Customer tends to store more of raw materials than needed and that may increase requirement of working capital at a particular point of time.

Modern Marketing Strategy – how far the Entrepreneurs are ready to cope up with Modern Marketing Strategy should be 
assessed, otherwise at one point of time, they might be in problem while generating sufficient cash because of intense 
competition.

Environmental Risk – Potential environmental risk may not seem significant at the time of approval of a loan but may 
become so during execution, as a result of higher regulatory standards and increased level of enforcement.

Technological Obsolescence – Technological Obsolescence might increase production cost, so likely effect of Technological 
Obsolescence should also be taken into consideration.

Govt. Tax/VAT Policy – probable impact of Tax/VAT Policy should be taken into consideration by the Credit Analyst.

Price Competitiveness – Per unit production cost in comparison with import cost
need to be checked by the Credit Analyst.
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e¨vswKs e¨emvi evwYwR¨K FY`v‡bi mv‡_ ¯’vei m¤úwËi GKwU wbweo m¤úK© i‡q‡Q| KviY, e¨vsK FY`v‡Yi †ÿ‡Î AwaKvsk mgq RvgvbZ wn‡m‡e FYMÖnxZvi KvQ 
†_‡K ¯’vei m¤úwË eÜK wn‡m‡e wb‡q _v‡K| ZvB GB m¤úwËwU wb®‹›UK wKbv Zv cixÿv-wbixÿv Kiv LyeB Riæwi| FY ‡`evi Av‡M FYMÖnxZv Zuvi m¤úwËi `wjjcÎ 
Ges m¤úwËi m‡½ Avbylw½K Ab¨vb¨ KvMRcÎ e¨vs‡K mieivn K‡ib| e¨vsK GB m¤úwËi `wjj I gvwjKvbv ¯^Z¡ mwVK wKbv Zv hvPvB K‡i wbwðZ nevi Rb¨ 
gZvgZ †P‡q e¨vs‡Ki c¨v‡bjfz³ AvBbRxwei wbKU Kv‡Q cvVvb| G‡ÿ‡Î AvBbRxex‡K `ywU welq wbwðZ n‡q gZvgZ cÖ`vb Ki‡Z nqt
1. ¯^‡Z¡i `wjj (Document of Title) mwVK wKbv| G `wjj¸wj n‡”Q mvd-Kejv `wjj,  evqv-`wjjmg~n, Avg-‡gv³vibvgv (hw` _v‡K) Ges gvwjKvbvmsµvšÍ 

avivevwnK ¯^‡Z¡i `wjjvw`|
2. gvwjKvbv ̄ ^Z¡ (Document of Ownership) wVK Av‡Q wKbv| gvwjKvbv ̄ ^‡Z¡i ̀ wjjvw` n‡”Q wm,Gm, LwZqvb, Gm,G, LwZqvb, Avi,Gm, LwZqvb, gnvbMi Rwic 

LwZqvb, bvgRvix LwZqvb, wW,wm,Avi, LvRbv Av`v‡qi iwk` BZ¨vw`| 

Rvj `wjj †Pbvi Dcvq
1. eÜK`vZvi KvQ †_‡K Zuvi gvwjKvbvi mwVKZv cÖgv‡bi Rb¨ evqv-`wjjmg~n wb‡Z n‡e| Gici cÖ_‡g mve-†iwRw÷ª Awd‡m wM‡q †`L‡Z n‡e †h, `wjjwUi 

†iwRw÷ª Kvh©µg †kl n‡q‡Q wKbv, A_©vr fwjDg eB‡Z (evjvg eB) bKjKiY KvR †kl n‡q‡Q wKbv| †iwRw÷ª Kvh©µg †kl bv n‡q _vK‡j `wjjwU mswkøó 
mve-‡iwRw÷ª Awd‡m msiÿY Kiv g~j KvM‡Ri mv‡_ wgwj‡q †`L‡Z n‡e| †iwRw÷ª Kvh©µg †kl n‡q _vK‡j mswkøó mve-‡iwRw÷ª Awd‡m ev †Rjv m`‡ii †iKW© 
iæ‡g msiÿY Kiv fwjDg ewni mv‡_ `wjjwU wgwj‡q †`L‡Z n‡e| G Rb¨ wbw`©ó wdm cÖ`vb K‡i `wjjwU Zjøvk I cwi`k©‡bi Rb¨ wbw`©ó di‡g Av‡e`b Ki‡Z 
n‡e| mve-‡iwRw÷ª Awd‡m `wj‡ji cÖK…wZ Abyhvqx 4 (Pvi)wU †iwR÷vi ev fwjDg _v‡K|

2. mnKvix Kwgkbvi f~wg Awdm †_‡K mswkøó `wj‡j DwjøwLZ Rwgi bvgRvix m¤ú‡K© †LuvR wb‡Z n‡e| bvgRvix‡Z avivevwnKZv mwVK Av‡Q wKbv, ch©‡eÿY Ki‡Z 
n‡e| G‡ÿ‡Î wm,Gm, LwZqvb‡K wfwË wn‡m‡e ai‡Z n‡e| wm,Gm, LwZqv‡bi mv‡_ we‡µZvi bvgRvix LwZqv‡bi †Kv‡bv Miwgj _vK‡j Rvj-RvwjqvwZ Av‡Q g‡g© 
a‡i wb‡Z n‡e|

3. mswkøó `wj‡j DwjøwLZ Rwgi gvVcP©v hvPvB Ki‡Z n‡e| G‡ÿ‡Î Dc‡Rjv †m‡Uj‡g›U Awdmv‡ii Kvh©vj‡q wM‡q wbw`©ó wdm cÖ`vb K‡i Av‡e`‡bi gva¨‡g 
gvVcP©v Zz‡j hvPvB Ki‡Z n‡e| mswkøó Rwgi gvVcP©v Ab¨ e¨w³i bv‡g n‡j †mLv‡b Rvj-RvwjqvwZ Av‡Q e‡j a‡i wb‡Z n‡e|

4. `wjjwU Ò†neviÓ †ev Ò`v‡biÓ †NvlYvcÎ `wjj n‡j †m‡ÿ‡Î `vZv I MÖnxZvi m¤úK© cixÿv Ki‡Z n‡e| G ai‡Yi `wjj wbw`©ó K‡qKwU m¤ú‡K©i g‡a¨ n‡q 
_v‡K| ‡hgbt ¯^vgx-¯¿xi g‡a¨, wcZv-gvZv I †Q‡j-‡g‡qi g‡a¨, Avcb fvB-‡ev‡bi g‡a¨, bvbv-bvbx I bvwZ-bvZbxi g‡a¨| G K‡qKwU m¤ú‡K©i evB‡i G `yB 
ai‡bi `wjj †iwRw÷ª n‡j Zv mwVK n‡e bv Ges G ai‡bi `wjjg~‡j cÖvß Rwg eÜK †bqv hv‡e bv| 

5. g~j gvwj‡Ki ¯^vÿi bKj K‡i Rvj `wjj ˆZix n‡Z cv‡i| G‡ÿ‡Î ¯^vÿi we‡kl‡Ái gva¨‡g ¯^vÿ‡ii mwVKZv hvPvB Ki‡Z n‡e|
6. mve-‡iwRw÷ª Awd‡mi wmj Rvj K‡i Rvj `wjj ˆZix n‡Z cv‡i| †m‡ÿ‡Î †iwRw÷ª Awd‡m wM‡q wewfbœ wmj cixÿv Ki‡Z n‡e|
7. m¤úªwZ †iwRw÷ª Kiv †Kvb `wjj †jLK‡K wR‡Ám K‡iI Rvj `wjj mbv³ Kiv †h‡Z cv‡i|
8. `wjjwU mv¤úªwZK †iwRw÷ªK…Z cvIqvi Ae A¨vUb©x `wjj n‡j †mwU wbw`©ó dig¨v‡U cÖ¯‘Z wKbv hvPvB Ki‡Z n‡e| KviY eZ©gv‡b 19wU Kjv‡g `wjjwU cÖ¯‘‡Zi 

weavb i‡q‡Q|
9. wm,Gm, Rwic cieZ©x mg‡q RwgwU hZevi wewµ n‡q‡Q ev Ab¨fv‡e n¯ÍvšÍi n‡q‡Q, Zvi m‡½ Rwgi cwigv‡Y wgj Av‡Q wKbv, Zv hvPvB K‡i †`L‡Z n‡e|
10. `wj‡j e¨eüZ bb-RywWwmqvj ÷¨v¤ú mvaviYZ mb`cÖvß †Kvb ÷¨v¤ú †fÛv‡ii KvQ †_‡K †Kbv nq| ÷¨v¤ú †fÛviMY G‡ÿ‡Î wbw`©ó †iwR÷vi ewn‡Z ÷¨v¤ú 

†µZvi bvg wj‡L iv‡Lb Ges ÷¨v‡¤ú wbw`©ó b¤^i e¨envi K‡ib| G‡ÿ‡Î ÷¨v¤ú †fÛv‡ii gva¨‡g ÷¨v¤ú †µZvi bvg I e¨eüZ b¤^i cixÿv K‡i Rvj `wjj 
mbv³ Kiv hvq| 

11. B-wdm Av`v‡qi †KvW b¤^iI mbv‡³i GKwU Dcvq| mve-‡iwRw÷ª Awd‡m †iwRw÷ªK…Z cÖwZwU `wj‡ji B-wdm Av`v‡qi †KvW g~j `wj‡ji cÖ_g c„ôvi evg cv‡k 
†cwÝj w`‡q mvaviYZt †jLv _v‡K Ges D³ wbw`©ó `wjj ‡Kv‡Wi Aax‡b B-wdm Av`vq Kiv nq| wewfbœ `wj‡ji B-wdm Av`v‡qi †KvW wb¤œiƒct

‡gvt RyjwdKvi Avjx, dv÷© fvBm †cÖwm‡W›U, wjM¨vj A¨v‡dqvm© wWwfkb

Rvj `wjj †Pbvi Dcvq
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‡hfv‡e Rvj `wjj m„wó n‡Z cv‡i
1. mswkøó Rwg‡Z Zvi gvwjKvbv †bB A_P wZwb wb‡R `wjj`vZv †m‡R †Kvb Rwg †iwRw÷ª Awd‡m †iwRw÷ª Kiv‡j ev KvD‡K gvwjK mvwR‡q wbR bv‡g †Kvb Rwg 

†iwRw÷ª K‡i wb‡j `wjjwU Rvj e‡j MY¨ n‡e|
2. wcZv ev gvZvi g„Zz̈ i ci Zuv‡`i †i‡L hvIqv †Kvb m¤úwË‡Z mvaviYZ †Q‡j-‡g‡qivB gvwjK nq| wKš‘ ‡g‡q‡`i‡K ev` w`‡q †Q‡jiv `wj‡ji gva¨‡g †Kvb Rwg 

weµx Ki‡j ev †g‡q‡`i‡K ev` w`‡q †Q‡jiv wb‡R‡`i g‡a¨ e›Ubbvgv `wj‡ji gva¨‡g Rwg e›Ub Ki‡j `wjjwU Rvj n‡e|
3. miKvix m¤úwË †Kvb e¨w³i bv‡g e¨w³gvwjKvbvaxb †`wL‡q †iwRw÷ª Kiv‡j `wjjwU Rvj e‡j MY¨ n‡e|
4. g„Z e¨w³‡K RxweZ †`wL‡q `wjj †iwRw÷ª Kiv‡j `wjjwU Rvj e‡j MY¨ n‡e|
5. g~j gvwjK we‡`‡k _vK‡j, Zuvi Abycw¯’wZ‡Z Z…Zxq KvD‡K g~j gvwjK †`wL‡q Rwg †iwRw÷ª Kiv‡j `wjjwU Rvj e‡j MY¨ n‡e|
6. g~j `wjj NlvgvRv ev IfviivBwUs K‡i `vZv ev MÖnxZvi bvg cwieZ©b, `vM b¤^i ev LwZqvb b¤^i ev †PŠnwÏ cwieZ©b K‡iI Rvj `wjj m„wó n‡Z cv‡i| 
7. Awd‡mi wmj Ges mve-‡iwR÷ªv‡ii ¯^vÿi Rvj K‡iI Rvj `wjj ˆZix Kiv nq|

`wjj Rvj n‡j KiYxq
AvB‡b †iwRw÷ªK…Z `wjj evwZ‡ji ÿgZv GKgvÎ Av`vj‡Zi Dci b¨¯Í Kiv n‡q‡Q| mywbw`©ó cÖwZKvi AvBb, 1877 (The Specific Relief Act, 1877) Gi 39 
avivq †iwRw÷ªK…Z `wjj evwZ‡ji weavb ivLv n‡q‡Q| G aviv †gvZv‡eK, †h †Kvb e¨w³ hvi weiæ‡× wjwLZ Pzw³ evwZj wKsev evwZj‡hvM¨, hvi hyw³m½Z m¤¢vebv 
Av‡Q †h, †miƒc `wjj hw` Awb®úbœ Ae¯’vq †Q‡o †`qv nq, Z‡e Zvi ¸iæZi ÿwZi KviY n‡e; Z‡e †m `wjjwU evwZj ev evwZj‡hvM¨ †NvlYvi Rb¨ †gvKÏgv 
`v‡qi Ki‡Z cv‡i Ges Av`vjZ Zuvi †¯^”Qvaxb ÿgZve‡j D³iƒ‡c ivq cÖ`vb Ki‡Z cv‡ib I Pzw³wU evwZj Kivi wb‡`©k w`‡Z cv‡ib| 

Z‡e hw` †Kvb `wjj †iwR‡÷ªkb AvBb, 1908 Abymv‡i †iwRw÷ªK…Z n‡q _v‡K, ZLb Av`vjZ Giƒc wWwµi GKwU Kwc mswkøó †iwRw÷ª Awd‡m †cÖiY Ki‡eb I 
mswkøó Kg©KZ©v, `wjjwU †iwR÷v‡i i †h c„ôvq bKj n‡q‡Q, †mLv‡b wejywßi welq wjwce× Ki‡eb|

12. `wj‡ji mv‡_ wgD‡Ukb I LvRbv iwm` mshy³ _vK‡Z n‡e| `wj‡ji gvwj‡Ki bvg, `vM b¤^i, Rwgi cwigvb, †gŠRvi bv‡gi mv‡_ wgD‡Ukb I LvRbv iwm‡`i 
wgj _vK‡Z n‡e| D‡jøL¨ †h, `wj‡ji †RvZ b¤^iwUB wgD‡Ukb I LvRbvi †RvZ b¤^i n‡q _v‡K| ZvB wgD‡Ukb I LvRbvi †RvZ GKB Av‡Q wKbv wgwj‡q †`L‡Z 
n‡e| welqwU wb¤œwjwLZ Q‡Ki gva¨‡g †`Lv‡bv n‡jvt

WORD PUZZLE

How many Local Commercial Banks are in the above
Word Puzzle? Try to sort these Banks by name.

Clue: Only the first name of the Bank is given, like Sonali, Janata etc.
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BANKING PROCESS REENGINEERING
A VITAL STEP TO SUSTAINABILITY FOR BANKS

Sanjit Kumar Sarker, AVP, Gulshan Circle-02 Branch

"Banks must begin to act less traditionally and follow the path forged by other customer-centric organizations that allow 
themselves to be shaped by customer demand, using more mobile, more two-way, more “right-now” experiences to give 
customers what they want when they want it." - KPMG, Banking Outlook

In Banking Process Reengineering, Banks begin with a blank sheet of paper and reorganize existing processes to deliver more value to the 
Customer. They typically accept a new value system that places emphasis on customer needs. Banks trim down organizational layers and 
eliminate unproductive activities in two key areas. First, they redesign functional organizations into cross-functional teams. Second, they use 
technology to improve data dissemination and decision making.

Banks use Banking Process Reengineering to improve performance substantially on key processes that impact customers. Banking Process 
Reengineering can:

•	 Reduce	costs	and	cycle	time.	Banking	Process	Reengineering	reduces	costs	and	cycle	times	by	eliminating	unproductive	activities	
and the employees who perform them. 

•	 Improve	quality.	Banking	Process	Reengineering	improves	quality	by	reducing	the	fragmentation	of	work	and	establishing	clear	
ownership of processes. 

Today, customers are more knowledgeable and more demanding than ever. They are aware of all the options available to them and, if a 
lending organization is not able to process a loan application within a desirable time frame, they are quick to switch to some other organiza-

tion that can very well do so. Banks and financial institutions need to realize that to maintain loyalty, 
customers demand convenience apart from attractive interest rates.

Often banks are challenged by the manual processing of loans, 
creating spiraling labor costs and backlogs of files pre-

venting loans from closing on schedule. 
This translates into loss of busi-

ness to competi-
tion. 

For 
this 
reason, many banks 
and financial institutions are now following the 
footsteps of their global counterparts in automat-
ing their lending processes, covering the entire loan life cycle 
– from loan origination through loan application process, risk assessment, 
decision-making, monitoring, and management control of approved loans.

An automated loan processing solution allows these lending organizations to close more 
qualified loans faster with improved operational efficiency. It virtually eliminates the tedious sorting of both paper and electronic files and 
dramatically minimizes the costly manual data entry.

ICICI Bank, India’s largest private sector bank, deployed ‘Software Robotics’ in over 200 business processes across various functions of the 
bank. Software robots have reduced the response time to customers by up to 60% and increased accuracy to 100% thereby sharply improv-
ing the bank’s productivity and efficiency. It has also enabled the bank’s employees to focus more on value-added and customer-related 
functions. The software robots now perform over 10 lakh banking transactions every working day.

HDFC Bank launched an Electronic Virtual Assistant (EVA), an artificial intelligence-driven chatbot for customer services. EVA can assimilate 
knowledge from thousands of sources and provide answers in simple language in less than 0.4 seconds.

Such far-reaching changes are basically aimed at maintaining long-term profitability and strengthening the competitive edge of banks in 
conformity with transforming market realities. To survive and flourish in a global economy, businesses must respond to major trends reshap-
ing markets.
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MAJOR BANGLADESH BANK CIRCULARS: July - September 2017

REVISED SME DEFINITION AND FINANCING LIMIT FOR THE BANKS

FEPD Circular No. 26 Use of share capital and authorized loans through foreign currency/local currency accounts https://goo.gl/7vX1Ac

FEPD Circular No. 28 Taka loans to NRBs working abroad https://goo.gl/KrUUWH

ACD Circular No. 02 Agricultural & Rural Credit Policy & Program for the FY’18 https://goo.gl/KrdWts

BRPD Circular No. 10 Amendment of Guidelines on Credit Card Operations of Banks https://goo.gl/TfDs6B 

BRPD Circular No. 11 Application of Interest on Deposit and Loan Accounts of Deceased Individuals. https://goo.gl/HFEJ8a 

BRPD Circular No. 12 Loan Classification and Provisioning about Credit Cards https://goo.gl/TtuYLD 

FEPD Circular No. 33 Issuance of bank guarantees against import under buyer's credit https://goo.gl/qiEWce

BFIU Circular No. 19 Instructions to be followed by the schedule banks for prevention of money laundering, terrorist financing and 
proliferation financing.

https://goo.gl/zLhGqQ

BRPD Circular No. 14 Prudential Guidelines for Agent Banking Operation in Bangladesh https://goo.gl/uudK41

BRPD Circular No. 15 Loan Classification and Provisioning about under Short-term Agricultural and Micro-Credits https://goo.gl/xhGfsf

SFD Circular Letter No. 05 Regarding Expenditure allocation for Countries tourism development under CSR activities https://goo.gl/Q4on2i

Reference Title Download Link

Bangladesh Bank (BB) recently vide SMESPD Circular No. 2 dated June 29, 2017 revised its definition of Cottage, Micro, Small and Medium enterprises 
along the lines of the National Industry Policy 2016, and defined the financing ceiling. Such steps will standardize the loan portfolio segmentation 
across the Banks. Latest changes have been made in the SMESPD Circular No. 01 dated January 07, 2016 titled Master Circular on SME Financing.

Additionally, Banks must keep aside 20% of the loans they give out in 2017 for SMEs, and subsequently must achieve at least 1% year-on-year growth 
to raise the SME portfolio to 25% by 2021. Priority is to be given to small enterprises over medium ones. Earlier BB instructed the Banks to lend 30% 
SME financing to Manufacturing sector, 15% to Service and 55% to Trading sector. In its latest Circular BB set sector-wise financing targets which 
requires achieving by 2021. The new instruction is to increase lending to Manufacturing SMEs to at least 40%, Service SMEs to 25%, and Trading to 
35% by 2021. At least 10% SME financing has to be allocated to women SME entrepreneurs and this is to be increased to 15% by 2021.

Ashique Iqbal, SAVP, R&D

Category Sub Sector
Fixed Assets excluding

land and buildings
Employee

(Max) Loan Ceiling
Revised1 Earlier2 Revised1 Earlier2

Cottage
Manufacturing

< 10 lac < 5 lac 15 10  including
Family Members 10K - 10 lac

Service

Micro

Manufacturing 10 - 75 lac 5 - 50 lac 16 - 30 10 - 24 20K - 1 crore

Service < 10 lac < 5 lac 15 < 10 25 lac

Trading < 10 lac < 5 lac 15 or Annual Business 
Turnover 1 crore Maximum < 5 25  lac

Small

Manufacturing 75 lac - 15 
crore

50 lac - 10 
crore 31 - 120 25 - 99 50K - 20 crore

Service 10 lac - 2 
crore 5 lac - 1 crore 16 - 50 10 - 49 5 crore

Trading 10 lac - 2 
crore 5 lac - 1 crore

16 - 50 or Annual 
Business Turnover
1 crore Maximum

6 - 10 5 crore

Medium

Manufacturing > 15 – 50 
crore

> 10 - 30 
crore

121 - 300
For RMG/Labour Intensive 

Industry - 1,000
100 - 250 75 crore

Service 2 - 30 crore 1 - 15 crore 51 - 120 50 - 100 50 crore

Trading 1 - 15 crore 11 – 50

BANGLADESH BANK DIRECTIONS
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BANGLADESH ECONOMY AT A GLANCE

1-P2P

ECONOMIC & FINANCIAL INDICATORS
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BANGLADESH BANKING INDUSTRY AT A GLANCE

1-P2P

ECONOMIC & FINANCIAL INDICATORS
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Name Position Organization

Md. Ahsan-uz Zaman Managing Director and CEO Midland Bank Limited

S.M. Abdul Hamid Deputy Managing Director Premier Bank Limited

Mohammed Mahtabur Rahman Chairman, Board of Directors NRB Bank Limited

Firoz Ahmed Khan Deputy Managing Director LankaBangla Finance Limited

Alhaj Md. Nurun Newaz Chairman, Board of Directors National Credit and Commerce Bank Limited

A. E. Abdul Muhaimen Managing Director United Commercial Bank Limited

Ahsan Afzal Additional Managing Director United Commercial Bank Limited

Md. Golam Faruque  Managing Director & CEO South Bangla Agriculture and Commerce Bank Limited

Johora Bebe Additional Managing Director Meghna Bank Limited

Md. Mahbub-ul-Alam Additional Managing Director Islami Bank Bangladesh Limited

Mosleh Uddin Ahmed Managing Director & CEO National Credit and Commerce Bank Limited

Irteza Ahmed Khan CEO & Managing Director Meridian Finance & Investment Limited

Md. Zakir Hossain Deputy Managing Director Sonali Bank Limited

Mohammad Jahangir Alam Deputy Managing Director Sonali Bank Limited

Mohammed Shawkat Jamil Additional Managing Director United Commercial Bank Limited

Mohammed Ismail Hossain Managing Director Bangladesh Krishi Bank

Abdul Majid Sheikh Deputy Managing Director Rupali Bank Limited

Syed Ashraf Ul Alam Deputy Managing Director Sonali Bank Limited

Bishnupada Chowdhury Deputy Managing Director Rupali Bank Limited

Dr. Md. Foroz Ali (F.F.) Deputy Managing Director Janata Bank Limited

Tazrina Ferdausi Deputy Managing Director Bangladesh Krishi Bank

Md. Nuruzzaman Deputy Managing Director Bangladesh Krishi Bank

AKM Hamidur Rahman Deputy Managing Director Bangladesh Development Bank Limited

Kazi Alomgir Deputy Managing Director Karmasangsthan Bank Limited

Pankaj Roy Chowdhury Deputy Managing Director Bangladesh Development Bank Limited

Yusuf Ali Deputy Managing Director Sonali Bank Limited

Md Showkat Osman Deputy Managing Director Sonali Bank Limited

Md. Mosaddake-Ul-Alam Deputy Managing Director Investment Corporation of Bangladesh

Md. Muin Uddin Managing Director Rajshahi Krishi Unnayan Bank Limited

Md. Showket Islam Deputy Managing Director Sonali Bank Limited

* Covered July to September of CY 2017

MANAGEMENT CHANGE 

KEY APPOINTMENTS IN FINANCIAL SECTOR

Banks, NBFIs and Regulators
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mvjvnD  ̀̀ xb Avn‡g ,̀ wmwbqi fvBm †cÖwm‡W›U A v̈Û Bb-PvR©, AviA v̈ÛwW A v̈Û wWwewUAvB

K‡c©v‡iBU †mŠRb¨t Pj‡b-ej‡b-wjL‡b (ce© 02)

GB `dvq ejb Avi wjLb wb‡qB ewj| K‡c©v‡iU RM‡Z †PŠKm Avi m‡PZb gvbylB †ewk| myZivs wb‡Riv m‡PZb bv _vK‡j †QvUe‡ov åvwšÍ e‡ov‡`i åæKzÂb Avi 
†QvU‡`i weåvwšÍi KviY n‡Z cv‡i| ZvB mZK© _vKvUv Lye Riæwi| 

  Tier wK Uvqvi bv wUqvi?: 
Tier ev ¯Íi, †hgb Capital Gi ¯Íi‡f` †evSv‡Z Tier-1 ev 2 ejv nq| GUv wKš‘ K¶‡YvB Uvqvi bq| GwUi D”PviY Aek¨B Ges ïayB wUqvi| Gi rhyme ev wgj 
n‡e tear ev AkÖæi D”Pvi‡Yi mv‡_ Uvqvi (tyre, Av‡gwiKvb evbvb tire) n‡jv 
Mvwoi PvKv| GKRb we‡`wki Kv‡Q tier †K Uvqvi ej‡j wZwb bv-I eyS‡Z 
cv‡ib|   

  Thank bv Thanks?:
Verb n‡j Aek¨B, Ges ïayB Thank, Avi Noun n‡j Thanks| I thanks you 
fzj, Z‡e Many thanks wVK|

  Congratulation bv Congratulations?:
ïay Congratulation! ejv/‡jLv GK`g fzj| Congratulations! wVK| Z‡e 
wfbœ †cÖw¶‡Z e¨vKib wVK †i‡L Congratulation †jLv hvq| 

  Wedding bv Weeding?:
we‡kl K‡i Facebook-G A‡b‡KB mnKg©xi we‡qi Qwe‡Z †j‡Lb attended 
Weeding Ceremony of Mr. Hossain| Weed gv‡b †Zv AvMvQv! Wed n‡jv 
Verb, we‡q Kiv, Avi Wedding n‡jv Noun, we‡q (Abyôvb)| Avi Weeding 
gv‡b AvMvQv cwi¯‹vi Kiv|

  Opposite bv Opposite to?:
The Branch is opposite to [A_ev opposite of] the school fzj| … opposite the School wjL‡Z n‡e| A‡b‡Ki we‡qi Kv‡W©I GB gvivZ¥K fzjUv †Pv‡L c‡o|

  Message wK g¨v‡mR bv †g‡mR?:
Message †K g¨v‡mR bq, †g‡mR ej‡Z n‡e| Me=‡g, Ma=g¨v| †hgb Pen †cb, Avi Pan c¨vb| GK`g Avjv`v `y‡Uv wRwbm! †Zgwb Bed †eW, Ten †Ub Avi 
Seven †m‡fb| A‡b‡KB ïwb m¨v‡fb e‡jb| 

  Abyôvb-‡K Abyóvb ej‡Z Avi wjL‡ZI †`Lv hvq| fzj|

  Trident wK UªvBW&È bv wUªW&›U?:
wZbwU `vuZ-Ajv wÎïjvK…wZ GB A¯¿wU Avm‡j K‡LvbB wUªW&›U bq, UªvBW&›U|

  Delete wK wW‡jU bv wWwjU?:
Aek¨B wWwjU, wW‡jU bq| Let †jU, Toilet Uq‡jU| †h‡nZz lete, †m‡nZz GRvZxq k‡ãi D”PviY-wjU| †hgb - Complete, Obsolete BZ¨vw`|

  Against wK A¨v‡MÝU bv A¨v‡M‡b÷?:
Aek¨B A¨v‡MÝU| evbvb-nest n‡j D”Pvib ‡b÷ n‡Zv| GB k‡ãi D”Pvi‡Y A‡bK‡KB wKš‘ GKUz mZK© n‡Z n‡e|

  By born bv by birth?:
Aek¨B by birth| A‡b‡KB fzjUv K‡ib| By chance, by choice, by mistake - Gfv‡e by Gi c‡i Noun n‡e| Born n‡jv Verb Gi past participle  A_ev 
Adjective| Gi Noun birth| Chance, choice, mistake G¸‡jvI Noun|

  Bouquet (dz‡ji †Zvov) wK ey‡K bv ey‡KU?:
Gi mvaviY D”PviY ey‡K, ‘t’ Dn¨|

  Buffet (wb‡Riv Zz‡j LvIqv) wK ey‡d bv ey‡dU?:
mvaviY D”PviY ey‡d| ‘t’ memgqB Dn¨| Z‡e GB evbv‡bB ev‡dU GKUv kã Av‡Q, gv‡b wKj-Nywl BZ¨vw`|

  07.05.’2017 wK mwVK?:
bv| Appostrophe (‘) e‡m hLb †Kvb digit ev letter ev` hvq| †hgb 07.06.’17 wVK| GLv‡b 20-Gi e`‡j apostrophe e‡m‡Q|

  Send it to all Borrower’s wVK?:
bv, GLv‡b kãwU plural, ZvB …all Borrowers n‡e| It is a Borrower’s application wVK| GLv‡b Borrower-Gi †evSv‡bv n‡q‡Q e‡jB apos. e‡m‡Q|

  Diabetes bv Diabetic?:
†iv‡Mi bvg Diabetes ev Wvqv‡ewUm (Noun), AvµvšÍ e¨w³ Diabetic ev Wvqv‡ewUK (Adjective)| †h †Kvb †iv‡Mi ï× bvg wbf©i‡hvM¨ m~Î †_‡K †R‡b ej‡Z 
n‡e| bv Rvbv †gv‡UB j¾vi bq, Z‡e fyj Rvbv GB †j‡f‡j G‡m fqvbK j¾vi!

  Diagnostic?:
Gi D”PviY evbvb †_‡KB †evSv hvq, WvqvM‡bvmwUK| Avi Diagnosis n‡jv WvqvM‡bvwmm| Wvqv‡Mv‡bvwmm bq| evbv‡b .....go _vK‡j D”Pvib ....‡Mv n‡Zv|

  Register/Registrar ?:
wbeÜK n‡j Registrar, †iwR÷ªvi KL‡bvB †iwR÷vi (Register) bq| Register n‡jv LvZvUv| †hLv‡b wj‡L wbeÜK ev Registrar wbeÜb ev Registration K‡ib| 
GKUz j¶¨ Ki‡jB evbvb Avi D”Pvi‡Yi ZdvrUv †evSv hv‡e| gZvgZ Rvbv‡j Av‡jvPbvq mywe‡a nq| AveviI †`Lv n‡e Ab¨ †Kvb Bm ÿ‡Z| ab¨ev`| 



SEPTEMBER 2017  I  VOLUME 16  I  ISSUE 3 18FINANCIAL INSIGHT

FACTORING
AN ALTERNATIVE TOOL OF WORKING CAPITAL FINANCE

Mr. Mohammad Shahidul Islam, SAVP, CRM Division

FACTORING is an arrangement in which the receivables arising out of credit sale of goods or providing services are purchased by or sold to the Factor 
(Banks/NBFIs). The sale of the receivable transfers ownership of the receivable to the Factor, indicating the Factor obtains all of the rights associated 
with the receivables. Accordingly, the receivable becomes the Factor's asset, and the Factor obtains the right to receive the payments made by the 
debtor for the invoice amount. 

There are two types of Factoring considering geographical boundary. One is Domestic Factoring and another is International Factoring (Export 
Factoring). The share of Domestic Factoring is around 90% of the total Factoring business. 

Domestic Factoring involves three main parties: the Factor who purchases the receivables, the Supplier (the Customer) who sells the receivables, 
the Buyers (the Debtors) who has financial liability that requires him or her to make a payment to the owner of the invoice. The Seller sells the 
receivable at a discount to the third party (the Factor) to obtain cash to meet its present and immediate financial obligation. Generally the Factoring is 
used in manufacturing industries when the immediate need for raw material surpass their available cash and ability to purchase on credit.

The Factoring process can be broken up into two parts: (i) the initial account setup and (ii) ongoing funding. Setting up a Factoring account 
involves submitting an application, a list of clients, an accounts receivable aging report and a sample invoice. The approval process involves detailed 
underwriting, during which the Factoring company can ask for additional documents, such as: documents of incorporation, financials, Banks 
statements, etc. Once the account is set up, the business is ready to start funding invoices. Receivables are funded in two parts. The first part is the 
"advance" and covers 80% to 85% of the invoice value. This is deposited directly to the business's Bank account. The 
remaining 15% to 20% is rebated, less the Factoring fees, as soon as the invoice is paid in full to the Factoring 
company.

The Factor's overall profit is the difference between the price it paid for the 
invoice and the money received from the debtor, less the amount lost due 
to non-payment.

Risks to a Factor:
•		 Counter-party	credit	risk	related	to	clients	and	risk	covered	

debtors 
•		 External	fraud	by	Clients:	fake	invoicing,	mis-directed	

payments, pre-invoicing, un-assigned credit notes, etc. 
•	 Operational	risks,	such	as	contractual	disputes
•		 Competition	from	traditional	source	of	working	capital	finance

Global Scenario: According to Factors Chain International (FCI), a global representative body for 
Factoring, the total volume of world Factoring for 2016 was 2,376 billion euro, slightly higher than in 
2015 where it reached 2,367 billion euro. FCI Members account for close to 60% of the world domestic 
volume, 84% of international and 64% of the total. Asia (highly influenced by China) shows a 14% decline of Factoring business and by similar results 
of other traditional strong players such as Taiwan (-10%) and Japan (-9%). In the opposite field, it was Hong Kong (+28%), Australia (+14%) and 
Singapore (+4%) and nice growth figures are also reported in Malaysia, Thailand and Vietnam.

Factoring In Bangladesh:
A good number of NBFIs are offering Account Receivable Factoring in Bangladesh for their domestic Clients. Among the domestic commercial Banks, a 
few Banks especially Eastern Bank Limited is also providing Account Receivable Factoring as a product of SME Banking. But the weight of Factoring in 
their loan portfolio is very negligible although the Enterprises of Bangladesh need a lot of short term finance. 

Moreover, International Factoring is yet to start in Bangladesh as there is no legal scope of using Factoring as a method for the settlement of 
international trade transactions.  Guidelines of Bangladesh Bank on International Factoring is under process. Hopefully, International Factoring as an 
alternative of Letter of Credit will get momentum in near future.

References:

i) Website of FCI
ii) www.bluevine.com/accounts-receivable-factoring-guide-factoring-invoices
iii) Factoring (Finance) Wikipedia
iv) Website of Banks/FIs
v) Related articles, research papers, Newspaper
vi) Draft Guideline on International Factoring
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Sanjana Islam, PO, R&D

ENTERTAINMENT OF YOUTH

What do we do after a long work day at office? What do we do for relaxing our minds, what are our sources of entertainment? The youth of today 
have lots of interests. In this era of rapid technology, the mode of entertainment has also shifted from the mode that was preferable to the previous 
generations. Different segments of modern youth have interest in different genres of Books, music, movies, TV shows. But more often, this genera-
tion is found to be glued to their cell phones and computer screens. Today’s youth are fonder of mobile and internet based games, sci-fi action 
adventure fantasies and communicating in social media. Absence of open spaces and social bonding is very much evident in this era. We often hear 
the previous generation to utter that most of the younger generation have lost touch of their culture and true social identity. If we look at the contents 
of audio-visual entertainment we see names of Hollywood, Indian and Korean shows and 
movies. Quality programs rarely dominate today’s youth entertainment. Everything 
is fast for this generation. They like fast food, fast communication and fast 
paced life. Social media is the most popular genre of entertain-
ment among youth. Many youth engage maximum amount 
of their time on social media. Facebook, Wikipedia, Google, 
Twitter, YouTube, etc. have become a part and parcel of 
everybody’s life. 

Some decades back television was a popular medium of 
entertainment amidst busy life. But, today’s youth are not 
much into television. They watch TV shows on Netflix, 
Youtube, or through any other online media. The wide 
ranged access of internet has given the source of en-
tertainment on their personal mobiles. Be it positive 
or negative, but modern youth are not interested in 
Bangla or Hindi soap operas any more. 

Soap operas are more popular among the older 
generation. Bangladeshi Sultan Suleiman or Indian 
Hindi serials attract a very small percentage of the 
urban youth.  The shows like Sherlock, Game of 
Thrones, Supernatural, Breaking Bad, etc. grasps 
very high viewer rating among urban youth. As 
per online viewer rating of Rotten Tomatoes 95% 
audience worldwide prefer Game of Thrones 
than other shows. Classic Shows like: Mr. 
Bean, Friends, How I Met Your Mother, etc. 
also made a huge impact for the Classic 
Show lovers. Netflix, an online video 
streaming company, made huge profit 
in Entertainment media by presenting 
these shows to viewers. People can 
binge on Netflix for recurrently watching 
their favourite shows.

Reality shows are also popular among youth. 
For Example, Indian Game Shows like Kaun 
Banega Krorepati is highly popular and it 
reached a huge amount of audience. On the other 
side, other reality shows like dance shows, musical 
contests, stunt shows, etc. are also popular among a 
certain portion of the youth.

The shows modern youth watch usually dictate their 
conversation and choices of everyday life. The shows 
like Game of Thrones or Super Natural usually display vio-
lence and fantasy. Display of violence and vulgarity are making 
the youth more rogue in their approach. Modern youth seem to lose touch with the 
root culture. Many of us have no clue about the rich cultural heritage we have in Bang-
ladesh. Even in 90’s we had popular dramas in our TV shows that had both critical and 
popular acclaim. But now, we do not get such shows on television. Hence the youth have 
shifted their interest to other sources of entertainment. The era has changed and they cannot 
be tamed to watch whatever they are getting in Bangladeshi Channels. So, which media to tar-
get to reach these young minds? Online media is way forward to reach this youth segment. Be 
it Facebook, YouTube, Twitter or Netflix, online media is the gateway to reach the modern youth. 
Businesses should focus more on online responses of youths to tap into this segment.
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Creating this data driven organization and at the same time enabling the power of Predictive Analytics is a continuous process. Ten major different challenges on 
the Predictive Analytics lifecycle raise some basic initial key questions about the organization’s readiness for successful use of Predictive Analytics.

Since all of thesechallenges will become relevant sooner or later when embarking on the journey of Predictive Analytics, the best recommendation is to be aware 
of therange of change ahead, and appreciate that the changes will not be incremental. 

The biggest criticism against ‘Predictive Analytics’ is that it takes only historical data into consideration and by the time the model is prepared and ready for use, 
the data is a few months old. The critics term this as ‘rear-view mirror analysis’. However, one can somewhat overcome this by establishing a strong system to 
periodically monitor the model performance in most recent available data points and re-defining the cutoffs or strategies as soon as there is an indication that 
the model’s prediction power is below standard, which can be the result of a quick change in business environment or gradual change in Customer behaviour.

Finally in the ear of Big Data, it’s all about the data now. With Predictive Analytics, Banks can not only generate a 360 degree view of their Customers’ financial 
behaviour, they can anticipate their needs and create highly personalized services that surprise and delight them too, cementing their relationships for the long 
term. Banks can establish greater relevance and appeal, increase trust and ultimately create a more stable commercial and operational footing in the digital 
age.Considering the challenges and opportunities ahead, the final advice is to Think Big, Start Now but in Small Scale, create successful examples and iterate 
towards leveraging Predictive Analytics into your organization.

TECHNOLOGY

Ashique Iqbal, SAVP, R&D

PREDICTIVE ANALYTICS:
PREDICTS WHO WILL BUY, LIE OR DIE? (LAST PART)

Claim Handling
Claim management of any insurance-backed financial product can be a time consuming and costly task for back offices. Based on components of a 
claim, such as the valueof the claim, nature of injury, place, characteristics of the claimant and the Customer’s insurance history it is possible to 
predict which claims are likely tobe fraudulent. These cases clearly need attention and can be prioritized andassigned to experienced claim handlers. On the 
contrary it is also possible topredict which cases are not complex and have a close to zero probability ofbeing fraudulent. It could be interesting to not 
assign these cases to a claimhandler, but settle them automatically and transfer the claim amount to theCustomer. This decreases claim duration and 
therefore positively influencesthe Customer experience.

HR Analytics
HR departments of financial institutions are continuously searching forpotential employees. But which profile to hire? By analysing data of current 
employees, HR departments coulddetermine which variables (age, experience, grades, etc.) contribute the mostto performance and productivity. 
When hiring new employees this makes itpossible to predict if a certain profile is likely to be successful in the company.

Challenges on Predictive Analytics Lifecycle 
But as always, where are many opportunities, there are also many challenges to be solved. Effective usage of Predictive Analytics is only possible in a 
data-driven organization. It all comes down to having access to right "past data" and usingright skills, techniques and tools to find business relevant 
patterns that can be used to solve similar problems in the future.

Building a data driven organization should not be considered as an IT and/or intelligence department project. Effective usage of datawill mean a culture 
change in the organization that’s driven by using analytics and data input in practically usage of datawill mean a culture change in the organization 
that’s driven by using analytics and data input in practically every step of the decision making processes.
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Pj‡e...

cÖvPxb mf¨Zvi †`k Bivb
‡gvt Kvgviæ¾vgvb, dv÷© fvBm ‡c«wm‡W›U, BmjvwgK e¨vswKs wWwfkb

Bivb ga¨cÖv‡P¨i GKwU kw³ai Bmjvgx †`k| cÖvPxb bvg cvim¨, Persia. Awdwmqvj bvg "Islamic Republic of Iran| Biv‡bi DËi cwð‡g Av‡g©wbqvi AvUmvL cÖRvZš¿ Avi 
AvRvievBRv‡bi bvKwPfvb AÂj, DË‡i Kvw¯úqvb mvMi, DËi-c~‡e© ZzK©‡gwb¯Ívb, c~‡e© AvdMvwb¯Ívb I cvwK¯Ív‡bi mxgvšÍ, `wÿ‡Y cvim¨ DcmvMi I Igvb DcmvMi Ges 
cwð‡g Zzi¯‹ I Biv‡Ki Ae¯’vb|

Bmjvg AvMg‡bi mgmvgwqK c„w_ex‡Z cvim¨ mv¤ªvR¨ I †ivg mv¤ªvR¨ bv‡g  `ywU e„nr kw³ wQj| H mg‡q mvmvbx ivRes†ki m¤ªvU wQ‡jb cvi‡fR Lmiæ| 633 mv‡j Lwjdv 
nhiZ Igi (iv:) Avg‡j Kv‡`wkqvi hy‡× cÖL¨vZ mvnvex I †mbvcwZ mvÕ` web Avwe Iqv°v‡mi †bZ…‡Z¡ cvim¨ mv¤ªvR¨ AvswkK wewRZ nq| cvim¨ mv¤ªv‡R¨i †mbvevwnbxi 
†mbvcwZ iæ¯Íg di&iæLRv‡`n& G hy‡× civwRZ I wbnZ nb| cieZ©x‡Z Lwjdv nhiZ Dmgvb (iv:) Gi mg‡q bvnvev›` ev bvn&ivIqv‡bi hy‡× 651 mv‡j P‚ovšÍfv‡e cvim¨ 
mv¤ªvR¨ Bmjvgx †Ljvd‡Zi AšÍf©y³ nq Ges mvmvbx  ivRes‡ki Aemvb N‡U|

Biv‡bi RbmsL¨v cÖvq 8 †KvwU| c„w_exi 18Zg Rbeûj †`k| †`kwUi †gvU AvqZb 16,48,195 eM©wK‡jvwgUvi| AvqZ‡bi w`K †_‡K ga¨cÖv‡P¨ 2q Ges c„w_ex‡Z 
17Zg| †`kwUi ivRavbx I e„nr kni †Znivb| 1776 mv‡j cvi‡m¨i KvRvi ivRes‡ki m¤ªvU AvMv †gvnv¤§` Lvb ‡m mg‡qi GKwU MÖvg †Znivb‡K ivRavbx wn‡m‡e 
cQ›` K‡ib| †Znivb cvim¨ mv¤ªvR¨ Z_v Biv‡bi 32Zg ivRavbx| gvj‡qwkqvwfwËK “Red Money Group” Gi Av‡qvR‡b Ryb 10, 2014 Biv‡bi Security Exchange 
Commission Gi †mŠR‡b¨ †Zniv‡bi BmjvwgK wicvewjK eªWKvw÷s †m›Uv‡i (AvBAviwewm) AbywôZ IFN IRAN FORUM 2014 G AskMÖnY Kwi| nhiZ kvnRvjvj 
AvšÍR©vwZK wegvb e›`i †_‡K KvZvi GqviI‡q‡R †Zniv‡bi D‡Ï‡k¨ iIqvbv nB| KvZv‡ii ivRavbx †`vnvq †kL nvgv` AvšÍR©vwZK wegvb e›`‡i 3 N›Uv UªvbwRU †k‡l 
Biv‡bi ¯’vbxq mgq ivZ 9Uvq †Znivb Bgvg †Lv‡gbx AvšÍR©vwZK wegvbe›`‡i †cuŠQvB| 

Kbdv‡i‡Ý gvj‡qwkqv, Bivb, kÖxjsKv, gvjØxc, cvwK¯Ívb, †mŠw` Avie, hy³ivR¨, emwbqv-nvi‡R‡Mvwfbvmn A‡bK †`‡ki BmjvwgK e¨vsK I Avw_©K cÖwZôv‡bi wmBI 
Ges Ab¨vb¨ wbe©vnx I Kg©KZ©vMY Ask ‡bb| Kbdv‡i‡Ý Biv‡bi A_©bxwZ, e¨vswKs, ÷K G·‡PÄ, evwYR¨, AvšÍR©vwZK Ae‡iv‡ai gy‡L Biv‡bi A_©bxwZi mvwe©K Ae¯’v, 
Af¨šÍixY wkí cÖf…wZ we¯ÍvwiZfv‡e Av‡jvwPZ nq| Bmjvgx wecø‡ei c‡i Biv‡bi msweav‡b iv‡óªi mKj A‡½ my` wbwl× Kiv nq| Gi d‡j e¨vswKs ‡m±i m¤ú~Y©fv‡e my`gy³ 
n‡q hvq| 

Kbdv‡iÝ †k‡l Avgv‡`i mevB‡K Biv‡bi cÖvPxbZg Kv‡c©U cÖ¯‘ZKviK cÖwZôvb Kwig Kv‡c©‡Ui wgDwRqvg cwi`k©‡b wb‡q hvIqv nq| ‡Zn&iv‡bi wWw÷ª± 3 G wgi`vgv` 
GjvKvq Kwig Kv‡c©‡Ui wgDwRqvg cwi`k©‡b hvIqvi mgq iv¯Ívi evg cv‡k¦© e¨vsK wgjøx Bivb Gi GKwU kvLvq †`Ljvg K¨vk Gwiqvi mvg‡b evB‡i GKRb gwnjv MÖvnK 
†Pqv‡i e‡m UvKv wb‡”Qb| Avgv‡`i †`‡k MÖvnKMY `xN© jvB‡b `uvwo‡q K¨vk KvD›Uv‡i A‡bK weo¤^bvi wkKvi nb| e¨vsK wgjøx Bivb Biv‡bi 
me‡P‡q eo e¨vsK| mviv‡`‡k kvLv msL¨v †gvU 3,300| †Znivb kn‡iB G e¨vsKwUi kvLv 672wU| e¨vsKwUi Kg©KZ©v-Kg©Pvix msL¨v 
53,570Rb| Hw`b iv‡Zi †ejvq GK mg‡qi c„w_exi 6ô m‡e©v”P UvIqvi Òwgjv` UvIqviÓ G Kwig Kv‡c©U KZ…c‡ÿi 
†mŠR‡b¨ wWbv‡i †hvM w`B| ciw`b Avgiv Biv‡bi cvim¨ mv¤ªvR¨ I Bmjvgx  HwZ‡n¨i Av`‡j ¯’vwcZ ¯^vaxbZv ¯Í¤¢ AvRv`x  
†¯‹vqv‡i hvB| AZ¨šÍ g‡bvig, meyR Nvm I dz‡j dz‡j QvIqv I my‡kvwfZ GjvKv GwU| Gici †Mjvg kn‡ii evB‡i 
Biv‡bi Bmjvgx wecø‡ei gnvbvqK AvqvZzjøvn iæûjøvn Bgvg †Lv‡gbx (i:) Gi gvRvi †e‡nkZx Rvn&ivq| 

‡Zniv‡b cvnjwf es‡ki †kl ev`kvn †iRv kvn cvnjwfi mvÕ`vev` cÖvmv` †`L‡Z iIqvbv nB| GwU †Zniv‡bi me‡P‡q 
AwfRvZ GjvKv| †mLv‡b hvIqvi c‡_ Zv‡jKvbx ÷ªx‡Ui evg w`‡KB gvwK©b `~Zvev‡mi cwiZ¨³ feb, Zvic‡iB 
GKB mvwi‡Z hy³iv‡R¨i `~Zvevm| gvwK©b `~Zvev‡mi †M‡U `y‡qKRb cÖnix †`L‡Z †cjvg| eZ©gv‡b H cÖvmv`wU 
hv`yN‡i iƒcvšÍwiZ Kiv n‡q‡Q| G GjvKv‡ZB Biv‡bi cvj©v‡g›U ev gRwjk feb I wekvj cvwK©s Gwiqv Aew¯’Z| 
kv‡ni Avg‡ji cywjk evwnbx mvfv‡Ki †nW †KvqvU©viI  GKB GjvKvq wQj| †Zniv‡b evwYR¨ gš¿Yvj‡qi Aax‡b GKwU 
Exhibition Hall Area i‡q‡Q| KZ…©cÿ Avgv‡`i A_v©r mKj we‡`kx †Wwj‡MU‡`i‡K †mLv‡b Aew¯’Z GKwU eo n‡j Pjgvb 
e¨vswKs I BÝy‡iÝ Exhibition G wb‡q hvIqvi e¨e¯’v K‡ib| GLv‡b nj¸‡jvq wkÿv †gjv, GmGgB †gjv, n¯Íwkí, Kv‡c©U BZ¨vw` mviv 
eQiB wewfbœ n‡j wewfbœ wel‡qi Exhibition, cÖ`k©bx, †gjv P‡j| cÖvq mKj cÖwZôv‡bi cÿ †_‡K Avgv‡`i nv‡Z wewfbœ g~j¨evb ‡µ÷, †kv wcm, 
cÖKvkbv Dcnvi †`qv nq|

Gici hvB Bgvg ‡Lv‡gbxi kni ‡Kvg,  †Kvg cÖ‡`‡ki ivRavbx, RbmsL¨v 11,50,000 Gi gZ| ivmÍvNvU AZ¨›Z cÖk¯Í| Biv‡b mvgvwRK wbivcËv GZUvB DbœZ †h gvbyl 
A‡bK `~i-`~ivšÍ †_‡K †Kvg, †e‡nkZx Rvn&ivq †eov‡Z G‡m iv¯Ívi cv‡k¦© Zuvey Uvwb‡q wbwe©‡Nœ ivZ KvUvq| Zuvey‡ZB ivbœvevbœv K‡i Avi Zv‡`i 
mv‡_i ev”Pviv Zuveyyi evB‡i †Ljva~jv K‡i| GLv‡b i‡q‡Q wek¦weL¨vZ eyiæRvi`x jvB‡eªix| Zvi cv‡kB Biv‡bi Bmjvgx wecø‡ei 
Drm¯’j gv`ªvmv-B-d‡qwRqv û¾vwZqv| G gv`ªvmv‡ZB Bgvg ‡Lv‡gbx cov‡kvbv ‡kl K‡i `xN©w`b wk¶KZv K‡ib| K‡qK 
wK:wg: `~‡i gv`ªvmv B Bgvg †Lv‡gbx| GLv‡b 50 R‡bi gZ evsjv‡`kx QvÎ covïbv Ki‡Q| KZ… cÿ Zv‡`i mevi 
Rb¨B wkÿve„wË Aby‡gv`b K‡i‡Q| B¯úvnv‡bi c‡_ ‡Kvg ‡h‡Z nvd‡Z ‡`vZvg ÷‡c‡R bvg‡Z nq| GLv‡bB ZrKvjxb 
m‡e©v”P AwffveK cwil‡`i mfvq Av‡gwiKvi wegvb ‡_‡K ‡evgv el©‡Y 103 Rb ag©xq‡bZv, msm` m`m¨ I wecø‡ei 
mvg‡bi mvwii ‡bZv wbnZ nb| 

Gici ‡Znivb ‡ijI‡q ‡÷k‡b wM‡q ivZ 10Uvq gvkv`Mvgx ‡U«‡b Pwo| wbkvcyi ‡÷k‡b dR‡ii bvgvR 
Av`vq Kwi| wbkvcyi ‡_‡K K‡qKk wgUvi cwð‡g wek¦bw›`Z cvim¨ `vk©wbK Igi ‰Lqv‡gi gvRv‡ii wgbvi ‡`Lv 
hvq| wbkvcyi GKmgq cvim¨ mvgªv‡R¨i Aaxb ‡Lvivmvb cª‡`‡ki ivRavbx wQj| wbkvcy‡ii c~e w`‡K ‡ev¯Ívg ‡Rjvq 
nhiZ ev‡qRx` ‡ev¯Ívgx (it) Gi gvRvi Aew¯’Z| GB weL¨vZ gYxlx PÆMÖv‡g Bmjvg cªPv‡ii Rb¨ G‡mwQ‡jb| GLv‡b 
`yN©UbvekZ Ibvi GKwU Av½yj ‡K‡U c‡o hvq| wZwb cieZ©x‡Z wbkvcy‡i wd‡i hvb Ges ‡mLv‡bB Zvui g„Zz¨ nq| 

ciw`b mKvj 10.30Uvq gvkv` ‡÷k‡b ‡b‡g Avkcv‡ki wewfbœ GjvKvi ¸iæZ¡c~Y© RvqMv¸‡jv Ny‡i ‡`wL| gvkv‡` Av‡Q 18 kZ‡Ki cvi‡m¨i Avdmvwi`  ivRes‡ki ev`kvn, 
whwb 1739 mv‡ji gvP© gv‡m Kveyj, KivwP n‡q w`jøx AvµgY K‡iwQ‡jb, †mB bvw`i kv‡ni Kei| ‡Nvovi Ici ‡Lvjv Z‡jvqvi nv‡Z bvw`i kv‡ni c«wZK…wZ ‡`Ljvg| 
GLvbKvi jvB‡e«ix A‡bK eo| GLv‡b jvB‡e«ix‡Z evsjv eB‡qi Kb©vi ‡`L‡Z ‡cjvg| Zvuiv Avgv‡K evsjvq †jLv ‡ek wKQy eB Dcnvi w`‡jb| 
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AUSTRALIA DOWN UNDER BANGLADESH

After more than a decade, Bangladesh has defeated Australia! What a great feeling it is! It is Bangladesh’s first ever win against Australia in Test 
Match. Earlier Bangladesh managed to beat Australia only once and that too was in an ODI in 2005, thanks to the miraculous hundred from 
Muhammad Ashraful! The Test Match win signifies the strength the current Bangladesh team holds. No more frustration and questioning from 
cricket fraternity regarding the justification of Bangladesh’s Test status. As a team, we have come a long way.

The match between Bangladesh and Australia, ‘Mirpur Test’, was a classic one. It ended in less than four days with glittering performances from 
the two stalwarts ‘Shakib’ and ‘Tamim’. Both men were playing their 50th Test; surely, both will cherish this match as their career milestone. Tamim 
gifted the team with 71 (1st innings) and 78 (2nd innings) in a challenging pitch that tested the batting skills of either sides. While Tamim proved 
his batting skills, Shakib again added 10 wickets (five wickets in each innings) to his test career. He also scored a smashing 84 on the 1st innings. 
There is no other player in history to aggregate at least 80 runs and 10 wickets on two separate occasions in a Test: Shakib did that against 
Zimbabwe in Khulna in 2014, and has now done it again. This performance once again demonstrates why he is the leading all-rounder across all 
the formats of the game for so long.

The fourth day of the test match provided a real drama. 
Chasing 265 for victory, the Kangaroos began the fourth 
morning confidently with their overnight score of 109 for 
2. They continued to worry the Tigers as David Warner 
reached his 19th Test hundred and played a very crucial 
role to the threatening 130-run partnership with Steven 
Smith. Many already predicted that the match results will 
be in Australia’s favour, but Bangladesh were back in the 
game once that partnership was broken. It was none but 
Shakib who claimed the precious wicket of Warner on 112. 
With Warner departing, Bangladesh regained their hope. 
Soon, Smith was caught-behind trying to cut Shakib for 
37. 

However, Australia still needed 94, and Bangladesh 
required six wickets. It was once again game-on and the 
Australians started to feel the pressure. A brilliant take 
from Soumya Sarkar ended Peter Handscomb's innings on 
15. M. Wade was LBW playing back to Shakib for 4, before 
Ashton Agar offered a return catch to Taijul for 2. The lunch 
break provided a breather for Australia who were rapidly 
losing the momentum and required a chance to regroup. 
However, after the break Aussies were all out leaving the 
target 20 runs away. The whole Bangladesh erupted 
with ecstasy and started celebrating the historic win.

Although Bangladesh had the chance to create history 
of winning the series by whitewashing the Aussies, 
but The Tigers couldn’t continue the momentum 
in the second Test in Chittagong. The Aussies 
bounced back with a sublime century from Opener 
David Warner and some missed opportunities by 
Bangladesh. Eventually Australia amassed 377 in 
reply of Bangladesh’s 305 and took a healthy lead 
of 72 runs. In the second innings Bangladesh got 
a paltry total of 157 runs and could only set a tiny 
target of 87 runs for Australia which they chased quite 
comfortably keeping seven wickets intact. In either of 
the Bangladesh’s innings Natahn Lyon was the chief 
destroyer who perhaps read the condition better than the 
Bangladeshi spinners and finished with 13 wickets in the 
match.  Hence, the series ended in a 1-1 draw.

SPORTS

Rahmat Ali, SPO, CPC Credit Operations

Most Run David Warner (251)

   Min. Avg. Run per wicket NM Lyon (14.31)

   Max. Avg. Run per wicket Mehedi Hasan Miraz (29.37)

Most Wicket NM Lyon (22 for 315 Runs)

   Max. Crease Time David Warner (362 Minutes)

   Max. Avg. Crease Time per Run Mushfiqur Rahim (252 Minutes for 62 Runs)

Maximum 4s David Warner (25)

Maximum 6s Tamim Iqbal (3), PJ Cummins (3)

Match Result 1st Innings: Bangladesh won by 20 runs
2nd Innings: Australia won by 7 wickets

Match Turning Point 1st Test Match: Wicket of David Warner by Shakib
2nd Test Match: Drop catch of David Warner By 
Mominul

Now, Bangladesh’s Test Victory basket contains win against Australia, England, Sri Lanka, 
West Indies and Zimbabwe. As is the current form of Tigers, it can be easily said that it will 

not take too long when Bangladesh will beat all the other Test nations as well
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†UªW jvB‡mÝ
TRADE LICENCE

MYcÖRvZš¿x evsjv‡`k miKvi
Government of the People's Republic of Bangladesh

HOW TO GET TRADE LICENSE IN BANGLADESH?

ENTREPRENEURS' CORNER

To start any business an entrepreneur must obtain various permissions from various bodies of the Government. Trade License or Business 
License is the first legal document for starting a business anywhere in the world. Generally Trade License is issued by local business 
authorities. Bangladesh is no exception from this practice. In our country Trade License of a business entity is issued from the office of 
respective City Corporation or Union Council. In City Corporation or urban area, Ward Commissioner usually issues Trade License. In rural 
area, Union Council issues Trade License for doing any kind of business in the respective Union Council area.

Following documents are commonly required for issuing Trade License irrespective of the business types.

Trade License Fees
For getting Trade License one must pay scheduled fees. The fees vary depending on the business activities and size. Below is the glimpse of 
fees required to pay during the Trade License application processing.

•	 For	import	business	Trade	License,	stipulated	fees	for	import	business
•	 For	Trade	License	of	export	business,	fees	stipulated	for	export	business
•	 For	export	and	import	business,	both	export	and	import	business	fees	(export	+	import	business	Trade	License	fees)
•	 For	limited	company,	fees	depend	on	paid	up	capital
•	 Additionally,	signboard	charges	should	be	paid	which	equals	to	30%	of	respective	trade	license	fees
•	 The	fees	also	vary	between	City	Corporation/urban	and	rural	areas
•	 The	fees	should	be	paid	at	any	Bank	as	instructed	on	the	Trade	License	form

Trade license should be renewed annually by paying required fees. The fee is same as the first time trade license collection fee. Also, 30% 
signboard fee should be paid.

Process of getting Trade License from Dhaka City Corporation

Renewal Process:
General process of Trade License renewal is:

•	 A	demand	bill	should	be	taken	from	the	Trade	License	book.	The	Licensing	Supervisor	would	check	the	expiring	date	and	fill	
up the particulars of demand bill and give the booklet to the business.

•	 The	required	fee	should	be	deposited	to	designated	Bank	through	demand	bill.

Ashique Iqbal, SAVP, R&D

Proprietorship business
•	 Photographs	of	proprietor
•	 Copy	of	rent	receipt	or	rental	agreement

Limited Company
•	 Memorandum	of	Association	and	Article	of	Association
•	 Incorporation	Certificate

Industries
•	 Photographs	of	proprietor
•	 Copy	of	rent	receipt	or	rental	agreement
•	 No	objection	certificate	from	nearby	area
•	 Location	map	of	the	industry
•	 Fire	Certificate	copy

Residential Hotel/Printing Press
•	 Permission	from	Deputy	Commissioner

Travel Agency
•	 Approval	from	Civil	Aviation	Authority	for	a	Trade	License	

from City Corporation

Steps Commercial Firm Manufacturing Firm
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22     ANNIVERSARY CELEBRATION – SOME JOYOUS MOMENTSnd
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EVENTS

On July 5, 2017 Dhaka Bank Limited observed its Founding Anniversary and 
celebrated its 22 years of solidarity. Mr. Reshadur Rahman, Chairman of the 
Bank graced the occasion at HO as Chief Guest. The Founder and former 
Adviser Mirza Abbas Uddin Ahmed, Director Mohammed Hanif flanked by 
former Director Khondoker Mohammad Shahjahan, Rakhi Das Gupta and 
Managing Director & CEO Syed Mahbubur Rahman attended the Cake-cutting 
Ceremony.

Dhaka Bank Celebrates 22 Years of Solidarity

Mr. Reshadur Rahman, Chairman of Dhaka Bank Limited along with Mr. Altaf 
Hossain Sarker, Director of Dhaka Bank Limited recently donated a check 
of Tk. 3.00 crore to Prime Minister’s Relief Fund for the rehabilitation of the 
recent flood affected people all over the country on August 23, 2017.

Dhaka Bank Donated Tk. 3.00 Crore at Prime Minister’s Relief Fund

Dhaka Bank Limited recently sponsored the construction of 'Children Play 
Zone' - a play zone for children with all modern amenities at Gulshan Lake 
Park. Dr. ATM Shamsul Huda, President, Gulshan Society and Mr. Syed 
Mahbubur Rahman, Managing Director & CEO of Dhaka Bank Limited unveiled 
the foundation stone.

Dhaka Bank Sponsored Construction of Children Play Zone at Gulshan Lake Park

Dhaka Bank Limited recently launched ‘Dhaka Bank TradeCloud’, an 
automated and highly secured LC Management solution for its Corporate 
Clients. Managing Director & CEO of Dhaka Bank Mr. Syed Mahbubur Rahman 
and Founder & CEO of Hashkloud Pty Ltd Mr. Tarique A Bhuiyan formally 
launched the service at Corporate Office of the Bank.

Dhaka Bank Launches Automated LC Management Solution
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Dhaka Bank Limited and RAK Ceramics (Bangladesh) Limited have recently 
signed a Memorandum of Understanding for Providing Cash Management 
Services to the distributors of RAK Ceramics. Mr. Syed Mahbubur Rahman, 
Managing Director & CEO of Dhaka Bank Limited & Mr. S.A.K. Ekramuzzaman, 
Managing Director of RAK Ceramics (Bangladesh) Limited signed the 
agreement on behalf of their respective organizations.

MoU Signing between Dhaka Bank and RAK Ceramics

Rakeen Development Company (BD) Limited, the developer of the country’s 
largest Integrated Township “Bijoy Rakeen City”, has recently signed a 
Memorandum of Understanding (MoU) with Dhaka Bank Limited. Managing 
Director & CEO of Dhaka Bank Limited, Mr. Syed Mahbubur Rahman and 
Managing Director of Rakeen Development Company (BD) Limited, Mr. S. A. K. 
Ekramuzzaman signed the MoU on behalf of their respective sides.

MoU Signed between Dhaka Bank & Rakeen Development Company

Mr. Emranul Huq, Additional Managing Director of Dhaka Bank Limited and 
Mr. M. Jamal Uddin, Deputy Managing Director & Head of Business of IDLC 
Finance Limited signed an MoU at the Head Office of IDLC, Gulshan on July 
27, 2017 in presence of Mr. Arif Khan, CEO & Managing Director of IDLC 
Finance Limited. With this partnership, both the organizations will be working 
to provide better trade financing and syndication services to their customers.

Dhaka Bank Signs MoU with IDLC Finance Limited

Dhaka Bank launched a specialized product namely 'Dhaka Bank Dairy 
Loan' at Bogra district on September 14, 2017 for the expansion of Milk and 
Dairy Business on. With this specialized product, dairy farmers can get the 
loan decision within 24 hours and disbursement of cheque within 72 hours. 
Mr. Kazi Sayedur Rahman, Executive Director, Bangladesh Bank, Bogra was 
present in the event as Chief Guest.  Mr. Md. Shakir Amin Chowdhury, Deputy 
Managing Director of Dhaka Bank Limited, Mr. Md. Sirajul Hoque, SEVP & 
Head of SME & Agricultural Division were also present at the programme.

Dhaka Bank Dairy Loan
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Dhaka Bank Limited and A.M. Group have recently signed an MoU for Payroll 
Banking Services for the employees of A.M. Group at the Head Office of A.M. 
Group. Emranul Huq, Acting Managing Director, Dhaka Bank and Md. Habib 
Ullah Dawn, Managing Director, A.M. Group signed the agreement from the 
respective sides.

Dhaka Bank Signs MoU with A.M. Group

Dhaka Bank Limited recently signed an agreement with bKash Limited. Under 
this agreement, Dhaka Bank’s corporate customers will be able to enjoy 
disbursement facilities of bKash by using Dhaka Bank C Solution – a digital 
payment solution of Dhaka Bank. Mr. Syed Mahbubur Rahman, Managing 
Director & CEO of Dhaka Bank Limited and Mr. Kamal Quadir, Chief Executive 
Officer of bKash Limited were present at the signing ceremony.

Dhaka Bank signed agreement with bKash

Recently 45th Meeting of Dhaka Bank Limited Shariah Supervisory Committee 
was held at the Board Room of Head Office of the Bank. Mr. M. Azizul Huq, 
Chairman of the Shariah Supervisory Committee presided over the Meeting.

45th Meeting of Dhaka Bank Shariah Supervisory Committee

Dhaka Bank organized a day-long Training Workshop on Anti Money 
Laundering & Combating Financing of Terrorism at RRF Resource & Training 
Centre, Jessore on September 23, 2017. Dhaka Bank, the LEAD BANK on 
AML & CFT nominated by Bangladesh Financial Intelligence Unit (BFIU), 
focused this year’s session on Trade Based Money Laundering. As many as 
50 Bankers comprising Branch Managers, Managers-Operations, Branch Anti 
Money Laundering Compliance Officers, Trade Officials from all Scheduled 
Banks operating in Jessore District (including Benapole) took part in this high 
profile training event. Mr. Md. Sawkatul Alam, Deputy General Manager, BFIU 
inaugurated the Workshop as Chief Guest while Mr. Md. Fakhrul Islam, SVP & 
Deputy CAMLCO of Dhaka Bank was present as Special Guest.

Dhaka Bank organizes Lead Bank Training on AML & CFT at Jessore
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Mr. Muhammad Masud Pervez Khan, Senior Officer of International Division 
has been awarded a gift cheque of BDT 8,000 by the Managing Director & 
CEO of Dhaka Bank under Reward and Recognition program. Mr. Syed Faisal 
Omar, EVP & Head of Int’l Division was present on the occasion. Mr. Khan 
was appreciated for his extra-ordinary effort in weekend for resolving a trade 
operation related technical problem by coordinating with personnel from 
Bangladesh Bank and NBR which enabled our export client to ship the goods 
within deadline.

Masud Pervez Khan Rewarded for Extra-ordinary Service

The 5th i-Quiz prize giving ceremony, arranged by R&D, was held at Dhaka 
Bank Corporate Office on September 10, 2017. Mr. Syed Mahbubur Rahman, 
Managing Director & CEO inaugurated and presided over the programme as 
Chief Guest. Mr. Emranul Huq, Additional Managing Director and the Deputy 
Managing Directors - Mr. Khan Shahadat Hossain, Mr. Md. Shakir Amin 
Chowdhury and Mr. Mohammad Abu Jafar, were present at the programme as 
Special Guests. Mr. Salahud Din Ahmed, SVP & In-charge, R&D and DBTI and 
Mr. Ashique Iqbal, SAVP, R&D were also present on the occasion. Participants 
were the 5th i-Quiz Winners and Content Writers from different Branches and 
Divisions/Units of the Bank.

5th i-Quiz Award Giving Ceremony

TRANSFER

EXECUTIVE JOINING & TRANSFER

Mr. A N M Azam Mehrab
AVP, Manager In-Charge
Rangpur Branch
Effective Date:
Aug 06, 2017 

Mr. Shahan Mahmud
SAVP, Manager In-Charge 
Chowmuhani Branch 
Effective Date:
Jul 12, 2017

Mr. Md. Norul Amin Sarker
AVP, Manager In-Charge
Kalibari Branch
Effective Date:
Jul 20, 2017

Mr. Md. Ziaur Rahman
SEVP, Head of Corporate Banking
Head Office
Effective Date:
Sep 14, 2017

ON BOARD

FAMILY CORNER

Dhaka Bank Family deeply mourns the untimely demise of a brilliant soul, 
Banker, Writer and an excellent Colleague of us
 
Md. Jahangir Alam
SAVP, Cards & ADC Operations, Dhaka Bank Limited
(1976 – 2017)

MOURN
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†KŠZzK
`v¤ú‡Z¨i `vqfvi
Lvb kvnv`vZ †nvmvBb, wWGgwW, wi¯‹ g¨v‡bR‡g›U

Bridegroom: Omar Khalid Tonmoy
Bride: Syeda Rashna Asef-E-Zaman
Date of Wedding: May 04, 2017

MATRIMONY ACADEMIC ACHIEVEMENT

Md. Abrar Amin Khan
Exam: SSC, 2017
Institution: Ispahani Public School & College
Chittagong
Result: GPA 5
Parents: Md. Ziaul Hoque Khan, AVP & 
Manager Operations, Hathazari Branch
& Rubab Sultana

Sanjit Kumar Sarker
AVP, Gulshan 
Circle-02 Branch
Exam: CFA
Institution: CFA Institute, USA
Result/Award: CFA (Chartered 
Financial Analyst) Charterholder

Ahyaan Shahriar Swopno
Parents: Md. Atique-ul Islam
SAVP & Manager In-Charge 
Pabna Branch
& Rokhsana Islam Sumi
Date of Birth: Sep 04, 2017

Md Labib Khan Prince
Parents: Md. Monirul Islam
Officer (Cash), Sirajgonj Branch
& Aysha Khan Mou
Date of Birth: Jun 18, 2017

Bedatroyee Stuti Prachurjo
Parents: Chandan Halder 
Officer (Cash), Barisal Branch 
& Ali Rani
Date of Birth: Jun 27, 2017

NEW BORN

wePviK: †Zvgv‡K g„Zÿ `Û †`qv n‡jv | †Zvgvi hw` †Kvb †kl B”Qv 
_v‡K ej‡Z cv‡iv|
Avmvwg: g„Z¨zi c~‡e© Avwg Avgvi ¯¿xi nv‡Zi ivbœv †L‡Z PvB|
wePviK: †Zvgvi ¯¿xi nv‡Zi ivbœv wK Lye gRvi?
Avmvwg: bv m¨vi, Ii nv‡Zi ivbœv †L‡j Avgvi g‡i †h‡Z B‡”Q K‡i|

weevn evwl©Kx‡Z-
¯¿x: †Zvgvi g‡b Av‡Q, Kvj 
Avgv‡`i 13Zg weevn 
evwl©Kx|
¯^vgx: g‡b Av‡Q|
¯¿x: wK Ki‡e Kvj?
¯^vgx: `y-wgwbU wbieZv 
cvjb Kie|

¯¿xi †VvuU †K‡U wM‡q‡Q| ¯^vgx 
Zv‡K wb‡q Wv³v‡ii Kv‡Q 
wM‡q‡Q| Wv³vi ej‡jb 
Ò‡mjvB jvM‡e| 500 UvKv 
LiP n‡e|Ó ¯^vgx Wv³v‡ii 
nv‡Z 1,000 UvKv w`‡q 
ej‡jv, Ò`y‡Uv †VvuUB †mjvB 
K‡i w`b|Ó

¯^vgx I ¯¿xi g‡a¨ K_v n‡”Q-
¯¿x: †evev MiæUv‡K Zzwg KZ Av`i hZœ Ki, KB Avgv‡K‡Zv Zv Kibv|
¯^vgx: ZzwgI H MiæUvi gZ †evev n‡q hvI|

¯¿x: Avwg Mvb ai‡j Zzwg eviv›`vq †h‡q nvuUvnvuwU Ki †Kb?
¯^vgx: hv‡Z †jv‡K bv fv‡e †h, Avwg †Zvgv‡K gviai KiwQ|

A‡b‡K Rb¥ ZvwiL fz‡j †M‡jI we‡qi ZvwiL fz‡jbv, KviY `yN©Ubvi 
¯§„wZ KLbI †fvjv hvqbv|

`yÕeÜy K_v n‡”Q-
1g eÜy: wK‡i, †Zvi gb Lvivc †Kb?
2q eÜ: Wv³vi †eŠ‡K 7 w`b K_v bv ejvi civgk© w`‡qwQ‡jb, AvR 
Zvi †kl w`b|
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