DEVELOPMENT AND MARKETING OF BANKING
SERVICES IN NIGERIA SINCE 1986 ECONOMIC
REFORMS

By

M. ABDULLAHI
G93/BAP/7115
MBA/ADMIN/05297/1993/94

THIS PROJECT IS SUBMITTED TO THE POSTGRADUATE SCHOOL, AHMADU
BELLOUNIVERSTY, ZARIA IN PARTIAL FULHLL MENT OF THE REQUIREMENTS
FOR THE AWARD OF MASTER DEGREE IN BUSNESS ADMINISTRATION (MBA)

DEPARTMENT OF BUSINESS ADMINISTRATION, FACULTY OF
ADMINISTRATION, AHMADU BELLO UNIVERSITY, ZAIRA.

FEBRUARY, 1999



DECLARATIOMN

I hereby declare that this work has been written by me and that it is the record of my own

research work. It has not been previously presented in my application for a higher degree.

M. ABDULLAHI AZ D

Name of Student Signature Date
MR. A. B. AKPAN ROP—

Name of Project Supervisor Signature Date

ii



CERTIFICATION

This Project entitled “Development and Marketing of Banking services in Nigeria™ (since 1986
Economic reforms) by M. Abdullahi meets the regulation governing the award of the Degree
of Masters of Business Administration of the Ahmadu Bello University and is approved for its

contribution to knewledge and literary presentation.

A. B frof 7%“"‘7“" #&/77

Name & Signature of Internal Examiner Date
Name & Signature of External Examiner Date
Head of Department, Business Administration Date |

ﬁjq (>_fo>
I

7
Dean, Postgraduate School, ABU Zaria Date

[0z,

'

i



DEDICATION

To the memory of my late mother
Ramat Onyosukc

v



ACKNOWLEDGMENT

[ am profoundly grateful to the Management of Central Bank of Nigeria for permitting me to embark
on this study. [ also want to thank the following people in the Bank: Chief E.O. Nwaocha, Mrs.
L.S.J. Ahmed and Mr. P.K. Agwu. I enjoved their tremendous kindness.

| wish to reckon with the untiring support and guardiance of my Proj ect Supervisor. Mr A.B. Akpan
of the Department of Business Administration, A.B.U Zaria. ' disturbed him both in the office and
at his residence. he never complained. The MBA Course Coordinator, Mall. Sani and the entire
academic staff of the Business School were so kind and understanding. Itis also a privilege studying
under Prof Sheikh, the Head of Department. Business Administration and Director of the Institute
of Administration. We benefitted immensely from his experience and fatherly support.

[ derived the highest inspiration from my family and friends. My Grandfather, Alhaji Abdullahi
Agbo, my Father, Mall. Sanusi Idasho, my late Mother, Ramat Onyosuko and other members of my
family - Alh. Sani Abdullahi, Hajiya Mariam M. Sabo, Hajiya Halima Othman, Shehu Othman
(Sarkin Daji) my brother Abubakar Oyakomalo and those whose names [ cannot mention here
because of lack of space. | cannot find enough words to thank them.

I must acknowledge the support of my friend, Alhaji M.A.. Bello. He was a great encouragement.
Adamu El-Sabo and Danlami Moh’d double as my friends and brothers. I cannot forget their moral
and material support. Mr B.Alokan and John Oke were wonderful friends and classmates.

Last but not the least, my wife Ameena Shehu Othman whose patience and kindness saw me
through this course. She was awake with me in almost all the nights that I was studying, she shared
my worries each time | had any problems with my studies, she permitted me to travel each time |
sought for it to enable me attend lectures and she took care of my daughters Aisha and Safiya while

[ was away at school. 1 am very grateful for all the support and love I enjoyed from her.



Finally. I started this course in the name of Allah (the most High) without whose blessings nothing
is possible in this world. Glory be to the ALMIGHTY ALLAH (SWT) in whose grace and mercies

[ was able to accomplish the study. (Alhamudu lillahi rabil zllamin).

vi



ABSTRACT

This study is aimed at examining developments in the finaicial sector of the Nigerian economy
especialy since the introduction of some reform measures particularly, the Structural Adjustment
Programme in 1986. In doing this, the statement of the problem, purpose of the study, justification
of the study, the research methodology, source of the data and scope of the study were al stated in
chapter one. Chapter two examines the historical evolution of Banks, marketing attitudes of the
banks before 1986 and recent developments in the sector especialy, the period following the
structural adjustment Programme. Chapter three deals with the various definitions of Banking, their
functions and provides a generad appraisa of developments in the sector and the level of
institutional response to the reforms.

Analysis of some selected Banks and the products introduced by these banks as a result of the
competition engendered by changes in the sector have been provided in Chapter four. In chapter five,
some recommendations were made. These recommendations are in the area of policy formulation
on the part of the Government, autonomy for the CBN for efficient supervision and sound
monetary/Banking policies and improvement in the existing services by the Banks themselves and

the need for the creation of new products to enhance customer satisfaction.
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1.1

CHAPTER ONE

TION
BACKGROUND TO THE STUDY
The Financial Sector is the ‘engine’ of development of any economy. Apart
from its traditional roles of safe custody of cash and valuables, lender-borrower
relationship and intermediation, it enhances the quality of life of any society by
redistributing excess and idle funds to key productive sectors. However, in the
almost one century of financial institutions operations in Nigeria, the sector was
left dormant due largely to the upsurge in the low of foreign exchange/capital
in the wake of the discovery of oil.
With the euphoria of the oil boom of the 1960s and 1970s over and the realities
of the Nation’s frail and fragile economy starring dangerously, the hitherto role
of the financial sector in resolving the econom_ic crisis was soon to be recognised
and brought to scrutiny.
The austerity measures of the Obasanjo and Shagari regimes in the “80s was an
early realisation of the distress in the Nation’s economy and the ensuing dangers.
Unfortunately, the crisis was blamed mainly on over-spending and the almost

total dependence on oil as a major source of foreign exchange earnings.

Lashim ioranim Libracy,
Aoy Belio Unlversity,
Zoria Nigeria,



Combating and containing the crisis was therefore conceived along the schemes
of cutting down on public expenditure and reinvesting in and redirecting
attention to Agriculture i.e. austerity measures and operation feed the nation/
green revolution respectively. No serious attempts were made to resolve the
structural problems created by the over-bearing control of the key sectors of the
economy by Government, the inefficiency in the civil service and Government
companies, corruption, lack of proper planning and investment etc.

The structural adjustment programme of 1986 by the Babangida administration
marked an epoch in the history of financial institutions operations in Nigeria.
It was a formal realisation of the important role of the financial sector,
particularly the banking institution as a catalyst for proper development. The
dereguiation of the sector and the liberal licencing of many new banks and non-
banking institutions was deliberately to stimulate a high level of competition
which would hopefully lead to the evolvement of creative and innovative
customer friendly products and services. It also marked the beginning of the
process of formal legislative engineering towards establishing proper banking
ethics, effective bank examination/supervision and policies and laws
guaranteeing protection of Depositor’s funds and Interests.

The Bank and Other Financial Institutuons Decree (BOFID), NDIC decree, the

deregulation of interest rates etc and recently. the liquidation fo 26 banks
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were steps in this direction (Annexes [I & III).

[t is against this background that the generation of ideas. development and

marketing of entirely new financial products by financial institutions become more

relevant and imperative for growth and survival.

I 2

STATEMENT OF THE PROBLEM

[n response to an increasingly competitive and deregulated environment in
Nigeria, the major suppliers of financial services have been expanding their
product range. This is because if products are not suitable for the market or
not profitable then attempts to achieve corporate objectives will be
jeopardised and the marketing function will be failing to fulfil its stated goals.
Potentially profitable products must be develcped and given sufficient
support to be able to gain marketing opportunities. New products
development dictates a careful formulation, rigorous selection and effective
prosecution of a new idea. Hitherto, financia! institutions products and
services were narrowed down to the maintenance and operation of demand
deposit and savings accounts of cheap and cost-free deposit mobilisation for

investments into the highest yielding projects.
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This backward situation in Nigeria necessitated the development and marketing of

new financial products. Problems to be tackled in this study include the following:

(i)  The dearth of financial products in the economy:

(ii) Lack of creativity and innovativeness in packaging and delivery of
financial products to consumers.

(i) The market penetration achieved by the various services and degree of

SUCCeESSs.

1.3 POSE OF i 4
Over the last 25 years, only few banking and other financial institutions’
services have been discontinued. Many have been introduced or modified.
These change‘s resulted from the institutions’ response to the state of the
Nation’s economy or changing financial needs amongst their customers and
from changes in the policies of the organisations regarding the types of
customer needs for which they feel it right to cater. Many changes also

emanated from the introduction of new government policies and directives.
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The purpose of this study is to highlight the changes brought about by the
economic crisis i.e. competition in the industry and to demonstrate the extent
to which these changes have imposed some form of quality banking practice
and service in the economy.

JUSTIFICATION OF THE STUDY

A business organisation carries out its business by matching its own
resources with the needs of its customers. This is necessary not only for the
continued survival and profitability of the organisation but also for coping
with competition.

Political and economic changes have called for continued innovations in
management and control of resources. For instance, the introduction of
foreign exchange market, liberalisation of bank licensing by government,
deregulation of interest rates, the frequent use of stabilisation securities by the
Central bank of Nigeria to mop-up excess liquidity and the prudential
guidelines by government to control the quality of loans and advances have
all contributed to sending the financial institutions to the drawing boards to
re-plan, innovate and develop new products to ensure their competitiveness

and continued survival in the market (Annex [II).
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There has also been created, an absolute need for appraisal of existing
services and considering possible new services while matching the changing
needs of customers to available resources. The selection of methods of
distribution appropriate to individual services is as imperative as selecting the

appropriate methods of physically promoting &nd selling the services.

RESEARCH METHODOLOGY

The methodology adopted for this study shall bz a familiar one. The use of
primary and secondary data shall be employed in this research work. The
case study and descriptive research methodology shall also be used to provide
an in-depth investigation and explanation within the context of the scope of

this study.

SOURCES OF DATA

Reliance shall mainly be made on internal sources of secondary data which
shall include annual reports, newsletters, bulletins and pampbhlets to trace the
process, formation and development of new products. The external sources
of data shall include mainly the media - Billboards, TV Commercials,
Magazines and Newspapers to explain the marketing of financial products.

The study will also rely on primary sources of data. This includes interviews
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and/or discussions conducted with some of the officers and managers of the
selected banks and other financial institutions whose identities shall not be

disclosed by the researcher at their own request.

SCOPE OF THE STUDY

This study shall be restricted to the development and marketing of Bank
products since the introduction of Structural Adjustment Programme (SAP).
The research shall also dwell on selected merchant banks and commercial
banks. Reference will also be made to some non-banking financial
institutions to demonstrate the sensitivity of the sector to the new demands of
the economy.

Selecting and sampling banks for demonstration has not been easy as most of
them have been infected by this survival virus. However, the selection of
these banking institutions is informed by the fact that they represent the
groups of old and new generation of banks. Due to stiff competition and
deregulations, the institutions have innovated and generated new financial
products with different features and attractions in the market more than any
other institutions, thus, making their selection very suitable for the purpose
of this research.

The brief reference to non-bank financial institutions is because they provide

creative distinct services from the conventional banking services. Through
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these, they have been able to introduce new and acceptable products/services

to their select target market successfully.

LIMITATIONS OF THE STUDY

A.

Attitude of

The limitations were mainly the uncooperative attitude and secretive
tendency of respondents caused by the desire for competition.
Responding freely could mean giving up your company’s products and
marketing strategies to competitors. This greatly constrained the study.
Funds

The study was also constrained by lack of funds. Since most of the
corporate headquarters of the Banks are still in Lagos, access to
complete and detailed literature for the research was limited as the
Researcher is based in Abuja and could not travel to Lagos as many

times as necessary.

Time
This study could have been more elaborate if the Researcher was given
enough time. The period given for the submission of the thesis after

approval of the topic appears to be too short.



CHAPTER TWO

LITERATURE REVIEW
EVOLUTION OF BANKS AND FINANCIAL SERVICES IN NIGERIA
In 1882, the first bank, the African Banking Corporation was established in
Nigeria. The period 1892 - 1952 was regarded as the free banking era. There
was complete absence of any banking legislation. Anybody could set up a
banking company provided he registered under the Companies Ordinance.
During this period, there were five banks in operation; three banks namely:
Bank of British West Africa Limited (BBWA , the Barclays Bank Dominion,
colonial and overseas, and the British and French banks were foreign. The
indigenous banks were the National Bank of Nigeria and the African
Continental Bank Limited. These were mainly commercial banks.
In 1976. there were eighteen commercial banks with a total of 456 offices in
the country. The poor quality of banking services featured prominently
during this period. One has only to visit a bank office in Nigeria to notice the
long queues and the struggle by customers to get served. It could take several
hours to refer a cheque and in some cases, one is left with the impression that

the counter staff took pride in the long queues and the number of people



seeking their services. The TV advert by Equitorial Trust Bank which
showed a man going to the Bank with a mat to lie down on while waiting to
be served paints this picture more succinctly. Mail transfers took as long as
three to four weeks to reach their destinations within the country and almost
as long again before beneficiary is finally paid in the case of cash payments.
As a service industry, banking depends so much on information. During this
period, the information may arrive too late to be useful, owing to
communication difficulties. Communication is the energiser and appetiser in
banking and is of paramount importance within a bank, between banks and
with their customers.

Merchant banking in Nigeria is a development of the mid-1970s. Between
1960 and 1969, only two small merchant banks - Philip Hill (Nigeria)
Limited and Nigerian Acceptances Limited - were in operation. They merged
to form the Nigerian Acceptances Limited (NAL) in 1969. The merchant
banks are wholesale bankers. Deposits are usually large and similarly loans
are usually large. They provide term deposit facilities, usually tailored to
depositors’ requirements with flexible terms and rates within the Central
Bank’s regulations. They also specialise in providing short-term finance by
means of acceptance credits, covering both exports and imports. They also
offer bridging loans for short periods, extending from a few days to several

months, usually for companies needing temporary finance, pending the
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conclusjon of funding arrangements. As authorised dealers, the merchant
banks undertake, under certain conditions, the purchase and sale of foreign
currencies for commercial and other purposes. On the whole, the merchant
banks show dynamism in two areas of their services: one is the investment
advice and management. Another area is corporate financing where the scope
was considerably increased by the Nigerian Enterprises Promotion Decree 1977.
BANK MARKETING BEFORE 1986

In the past, the Banking Sector never bothered much about marketing and this
could be traced to the level of development in that sector and the economy as
a whole. About a decade ago, for instance, one could not readily count up to
a dozen well known banks. Out of these few, some, especially the state-
owned banks, were just trying to get by and the very few that bothered about
profitability and market share had nothing to worry about since the market

was theirs for the asking. 47 5 723

Taking the elements of the marketing mix for instance, because of the dull
competitive environment, there was no need cracking brains fashioning out
new products or even selling and promoting the existing ones vigorously.
Every bank offered the same products (savings, current and deposit accounts
and foreign exchange transactions). Interest rate (price) and location (place)

were controlled by the Central Bank. Banks could, thus, not compete on

price and place, since it was a seller’s market there was no compelling need to

11 Lasmim ipranim L9}
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manipulate the remaining Ps. Banks just mads some noise about quick

services, placed some uninspiring adverts and kept announcing huge profits.

RECENT DEVELOPMENTS

The picture painted above has, however, changed in the past few years. A
series of developments related mostly to the Structural Adjustment
Programme (SAP) and global financial developments have had immense
repercussions on the banking sector and banks found out that even on the
basis of survival alone, things have just got to change. The most easily
identifiable and most prominent of these developments were proliferation of
banks.

From 1952 up to 1987 there were only two instances of increases in the
minimum paid up capital for both the indigenous and the expatriate banks.
Since 1988, however, there have been four such increases. These increase
can be said to be as a direct consequence of the introduction of the Structural
Adjustment Programme (SAP) in July 1986, which brought in its wake a
number of features that have rendered the banking industry unstable. The
operating environment became so difficult and competitive that only the well
managed banks could survive the resulting stress. The distress in the banking
sector has become a topic of intense national discourse since the early 1990s,

when it became glaring to the general public and the regulatory authorities

12



that some banks were in serious trouble.

The features of the operating environment since the introduction of SAP in

1986 are as follows:

.

1

Increased competition as reflected in the deregulation and licensing of
new banks, which saw the number of banks operating in the country
increased from 40 in 1985 to 121 in 1992, representing an over 200 per

cent increase, in a period of just seven years.

The involvement of non-bank financial institutions, most notably
finance companies, in banking activities, as a consequence of the
deregulation.

Intense competition arising from the activities of the non-bank
financial institutions and the licensing of specialised banks such as the
People’s Bank, Community Banks, Mortgage financial institutions,
Urban Development Bank, etc.

Changes in the accounting and monetary policy procedures, especially
the introduction of the Prudential Guidelines which required banks to
maintain good quality loan portfolios, with significant effect on the
lending activities of the banks, and increase in technological and

product innovations in bank service delivery. (Annex III)



In order to curtail the level of distress in the finance industry, especially in the
banking sub-sector, the regulatory authorities, mainly the CBN, had to take
pragmatic actions to restore health to the indusiry and to avoid a run on the
banks which could culminate in total confusion in the economy. Some of the
actions taken by the regulatory authorities included, among others, the
continuous upward review of the minimum paid-up capital of the banks since
1988, with the current rate put at N500m for both commercial and merchant
banks. to address operational losses and capital inadequacy; the imposition of
“holding actions”™ by the CBN on confirmed distressed banks; the
appointment of Interim Management Boards (IMBs) for some distressed
banks; the acquisition of some distressed banks for restructuring and possible
resale to the public, the outright liquidation of some irredeemably distressed

banks.

In March. 1990, Nigeria decided to join other countries in implementing the
more stringent recommendations of the Basle Committee. From March 1990,
Nigerian banks were required to maintain a minimum capital of 7.23% of risk
weighted assets. As from January, 1992, this ratio was raised to 8%. The
objectives of the Bank for International Settlement Basle Committee on
Banking Regulations and Supervisory Practices in 1988 were, among others,

to create the need: for a new framework that would serve to strengthen the

14
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soundness and stability of the international banking system, and; to reduce
the existing causes of competitive inequality among international banks.

The overall objective of the government therefore in implementing the
recommendations of the Basle Committee in Nigeria and for increasing the
minimum paid up capital of the banks is the maintenance of confidence in the
banking industry, which such stiff requirements engender. (Bank for

International Settlement Basle Committee - 1988)

Other developments that positively influenced the market orientation of the
banks were the abolition of all controls in interest rate because their effects
have been more adverse than favourable in promoting the development of the
financial system and in order to accelerate the attainment of the objectives of
SAP. Banks were authorised to fix their own rates in obedience to market
forces and in line with the minimum discount rate which would serve as a
signal to the desired direction of interest rate changes. This was against the
former practice of CBN determining the imposing rates on the banks. Even
the 1991 budget that limited lending rates to 21 per cent still left room for

each bank to use price as a marketing tool.

There was also the 1988 directive on banks to transfer all government and

allied deposits to the coffers of the Central Bank with immediate effect and



8)

9)

10)

11)

these were funds which banks had come to regard as regular feature of their
money market operations.

This created an acute scarcity of funds which had to be ameliorated and since
it affected all banks an all out war ensued and the targets were the hitherto
ignored customers.

Today, the campaign for the abolition of retail banking in CBN and the return
of all government and allied deposits to commercial banks is a demonstration
of how much the Banks enjoyed the cheap deposits.

The deregulation of the foreign exchange market whereby banks now
determined exchange rate at bidding sessions monitored by the Central Bank.
Increased government trust and confidence on the banking sector which led to
greater responsibilities and expectations.

Privatisation and commercialisation, debt equity swap - all bye-products of
SAP.

Usage of deposit base criteria to allocate foreign exchange.

16



Thus, banks reacted to these developments by adopting the marketing approach in
their operations. Deliberate efforts were made to manipulate the marketing mix and
apply segmentation and targeting which are all key elements of marketing strategy.
Some of these reactions resulted in the development of new products. For instance,
the Diamond Bank paycard, the Electronic Purse that enables you to carry large
amount of money on a plastic card. UBA moneygram, money in minutes
worldwide: Equity Bank of Nigeria Ltd’s Premium Deposits which provides
different incentives. Triumph Merchant Bank Plc Gold Shield Investment with
different incentives. Societe Generale Bank Guaranteed Education Trust Scheme

which provide uninterrupted quality education guarantee, etc. (Annex I)

17
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3.1

CHAPTER THREE

BANKING OPERATIONS IN NIGERIA
DEFINITIONS
The term Bank or Banking has been variously defined. The task of finding
the most suitable definition for the concept has over the years become
increasingly difficult due to the widening of the horizon of the banking
business itself. From the retail and consumer based activities of commercial
banks to the sophisticated and rather complex activities of the merchant or
investment banks and now to that of specialis:d banks such as the peoples

bank, Federal Mortgage Finance etc.

One of the earliest definitions of a banker is that of J.W. Gilbert as given by
Adekanye (1986) as “a dealer in capital, or more properly, a dealer in money.
He is an intermediate party and lends to another”'. The importance of the
definition lies in the emphasis it places on the time honoured functions of a
bank, namely, deposit mobilisation from the surplus sectors and granting of
loans and advances to the deficit sectors. The short-coming of this definition

also lies in its strength. The business of a banker today far transcends just the

19



mobilisation and disbursement of funds. There is a lot more to it.

The English Bill of Exchange Act of 1832 defines a *bank’ or a “banker” as
including a body of persons whether incorporated or not, who carry on the
business of banking. The major limitation of this definition is that it only
stated what a bank is in without explaining what that business really is.
Another definition commonly used in banking texts is that of Dr. Hart which
says, “A bank or a banker is a person or company carrying on the business of
receiving monies, and collecting drafts, for customers, subject to the
obligation of honouring cheques drawn upon them from time to time by the
customers to the extent of the amount available on their current account’™
From the foregone definitions of a “bank” or “banker” it is clear that the
business is substantially that of receiving of money for credit of an account
which the depositor may withdraw on demand or at an agreed future date. To

this extent, all these definitions are deficient.

In Nigeria, the first banking legislation came into being in 1952 (1952
Ordinance) which restricted the establishment of banks and banking to
companies holding valid licences. Before this enactment, banking business
was treated as any other from of business. The Patton Commission of 1948
led to the enactment of the 1952 banking Ordinance. The Patton Commission

defined banking as “the business of receiving from the public on current

20



account, money which is to be repayable on demand by cheque and of
making advances to customers™. With modifications in 1958 and 1962, this
substantially remained the statutory definition of banking in Nigeria till the
1968 Banking Act which defined banking as “the business of receiving
monies from outside sources as deposits, acceptance of credits or the
purchase of bills and cheques or the purchase or sale of securities for the
account of others, or the incurring of the obligation to acquire claims in
respect of loans prior to their maturity or the assumption of guarantees and
other warranties for others or the effecting of transfers and clearing, and such
other transactions as the commissioner may on the recommendation of the
Central Bank, by order publish in the Federal Gazette designated as banking
business”. By this definition of banking and in the Nigerian context, any
person or entity carrying out banking business in line with the act is known as
a bank. The use of the words “bank”, “banker” and banking in this write-up

shall be in the context of the 1969 Banking Act.
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BANK SERVICES

Commercial Banks in Nigeria offer the following services.

E

Acceptance and safe-keeping of deposits

Provision of loans, advances and overdrafts to customers

Money transmission on behalf of customers

Providing services to importers and exporters

Provision of foreign exchange facilities to travelers

Provision of facilities for keeping of important documents and title
deeds.

Providing business status reports and references

Acting as agents for the buying and selling of stocks and shares on
behalf of their customers

Provision of night safe facilities

Providing advice to customers on insurance and investment matters.
Provision of cash for bulk payment of non-customers’ salaries and

wages.*

ce c -Keepj its
One of the primary functions of commercial banks is the mobilisation

of savings and other forms of deposits. Intermediation and carried out

¥2



towards mobilising deposits and making these funds available for investment

purposes by a process of granting credit facilities to desirous and deserving

customers.

(11)

(1i1)

Provisi f v rerdrafts t to

Extension of credit facilities to desirous and deserving customers is
another aspect of the financial inter-mediation performed by the banks.
Through this primary function, production is increased, capital

investments and expended and a higher standard of living is achieved.

Money T issi me

This function is performed through the clearing system where banks
collect cheque proceeds for and on behalf of their customers. Regular
payvments are also made for customers through standing orders or the
Direct Debit System. Other methods include use of Demand Drafts,

Mails/Telegraphic Transfers, etc.



(iv)

)

(vi)

Providing Services To Importers and Exxporters

Commercial banks assist in establishing Letters of Credit on behalf of
their customers for purposes of international business. International
trade is financed through open account, collection, and documentary

credit.

Provision of Faciljties For Safe-Keeping of Im t Documents and
Title Deeds

Bank strongrooms are one of the safest places to keep valuable articles,
customers usually keep their stocks, share certificates, life assurance
policies, certificates of occupancies, academic certificates, and jewllery

in them for safety.

Providing Business Status Reports and References

This is a reciprocal service among banks. When a customer gives his
bank’s name to a supplier as another bank for reference purposes, a
request is sent to the customer’s bank for brief assessment of the

customer’s credit standing,

24



(vi1) Providing Advice To Customers On Insurance And Ipvestment Matters

This is aimed at assisting customers to Jevelop their businesses well

and build up their investments better.

3.2.2. MERCHANTS BANKS

Merchant Banks are investment wholesale banks serving the needs of
corporate and institutional clients. Merchant 3anks are governed by the same
statutory and Central bank regulations like commercial banks.

The main services provided by merchant banks can be grouped into two

categories:

() Banking
* Acceptance credits
Documentary credits
* Short and medium term loans and advances

* Certificates of deposits

* Equipment leasing
* Project Finance
* Foreign credits and loans syndication.

25



(i)

3.3

Corporate Finance

* Financial advice on company securities floatation
* Private Placement

* Stock Exchange Quotation

* Mergers and acquisitions
x Capital reconstruction
* Trusteeship investment advisory services

* Portfolio Management

* Issuing of government bonds anc loan stocks
* Issuing of equities
* Preference and debenture stocks

SOURCES OF FUNDS (BANK LIABILITIES)

There are two major sources of bank liabilities. These are capital and
reserves on the one hand and deposits on the other. Capital and reserves

otherwise known as sharcholders’ funds is a confidence booster.
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The bigger the capital of a bank, the greater the public confidence in the stability of
the bank and its ability to discharge its obligations. Bank capital and reserves also
provide cushion against risks and invariably “determines the size of loans that can
statutorily and prudently be made to a single client without risking all the eggs
being in one basket™. Bank capital also provides for fixed assets for bank
operations and contingencies and future expansion plans. It is, therefor, evident
that the size of bank capital has been a function of both the statutory requirements
and the tempo of economic activity.

As at the end of 1990, the minimum share capital stipulated for a commercial bank
and merchant bank were N10 million and N20 million respectively. It was later
raised to N40 million andN30 million for both merchant and commercial banks

respectively.

Between 1952 and 1979 banks were differentiated by functions, hence different
minimum paid-up capital requirements were stipulated for commercial and
merchant banks. In January, 1997, the minimum pa:d-up capital for commercial
and merchant banks was brought to a uniform N500 million, representing
percentage increases of 900 and 1,150 for commercial and merchant banks

respectively over their 1991 levels.



Deposits liabilities are synonvmous with work ng capital for banks.
Customers’ deposits provide the stock-in-trade for banks. In the same way
that no business can flourish without adequate working capital, no bank can
really operate without adequate deposits. Deposits are, therefore, the life-
blood of commercial banks. Deposit taking by banks are also of historical
importance as it is in the origin of modern ban«<ing. The early bankers
started by taking deposits from the public which they undertook to repay on
demand. This has continued to this day with some innovations. One of such
innovations is the realisation from those early days, that only a small
proportion of the deposits made by customers were demanded or claimed
from the bank at any one point in time. So long as there was a small
proportion of the deposits kept by customers to satisfy withdrawals and
provided the banker continues to enjoy the depositors’ confidence in his
ability to honour his obligations, the banker feels free to lend the balance,
“realising how important and profitable this irnovation proved, the early
banker rose from his ‘arm chair’ and went all out to attract deposits because
the more deposits he attracted, the more businzss lending he did and the more

profits he made™.

Deposit mobilisation, therefore, became very prominent
among the banks. The development of various marketing approaches is an

attempt to get as many deposits from the investing public as possible.
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3.4

QUALITY AND MARKETING QF BANK SERVICES

Our banking system lacks the elements of marketing of services to the public,
That is, letting the public know of the various ranges of services that the
banking industry is capable of offering, how and where to obtain them. The
marketing approach requires that bankers should go out and look for

business, that is customers. According to Median’ this involves:

1) Research to determine customers’ and prospects’ financial

requirements

ii)  Design new products/services or innovate old ones according to
tfindings

iii}  Market services to the customers for whom 'the.}I are designed (it
includes promotion, pricing and distrib stion) at a profit

iv)  And in doing so, satisfy the customers’ financial needs.
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This approach can be presented In a circular form. showing that it is a process.

Identify the Customars’ Financial
needs and wants

Forecast and Research Future Develop appropriate banking services
Finanacial Market needs To meet customers’ needs

; Ve
Set up suitable distribution
channels and bank branches Determine the prrice for service/product

L
Advertise and promote the product to existing
and potential customers

uality of Ban ice
Most Nigerian banks have been criticised for poor services and
discriminatory practices. By bank services, we mean activities, benefits for
satisfaction which are offered for sale either as such, or are provided in
connection with the sale of goods®. Bank services in Nigeria are
characterised by slow services. To obtain the simple service of cash
withdrawals or deposit takes 57 minutes or more as against 15 minutes or less
in countries like the United States of Americe, Britain and Japan for instance.
In order to improve the quality of bank services, banks need to adopt the

following measures:
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a)  Introduction of computers in banking transactions. Good thing that
many of the banks have taken up the con puter challenge.

b)  Adequate training for bank personnel

¢)  Improving customers’ awareness towards the services

d)  Improving management policy of customer service

istributi f Bank Services
Distribution of bank services in Nigeria needs to be improved. Banks should
open more branches and cash offices. At present there is over concentration
of Banks in the urban areas. Even though the number cannot be said to be
sufficient, the gap between the cities and the rural areas in terms of bank

distribution is very wide.

romoting Servie
The era of “Good win¢ needs no push” is gone. In modern business
operations, management has to promote the services of their organisation. In
promoting bank services, banks can adopt the following promotional
elements:

i) Advertising
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ii)  Public relations/publicity

ii1)  Personal selling

iv)  Sales promotions (communication).

It has been observed that many banks in Nigeria do not engage very much in
promoting their services thereby neglecting the immense benefits accruable
from promeotions such as public awareness, bringing in more customers,
developing corporate image, increasing pro.ﬁt' margin and fighting

competition.

Though every bank engages in advertising, their advert message and fayout
still need to be improved upon to achieve the expected benefits. These could
be achieved through:

a) Reorganising the radio and television training

b)  Making the_present campaign more dynamic; and

¢)  Making them more educative in nature

Pricing Bank Services:

All activities of the bank to provide services have to be quantified in Naira
and kobo. How much customers are paying for bank services include

margins, premiums, and price policies.



GENERAL APPRAISAL AND THE NEED FCR INNOVATION

Following the liberal licencing of new banks and non-bank financial
institution, the deregulation of interest rates, banks and other financial
institutions were forced to abandon the hitherto ‘arm chair’ banking for a
more dynamic customer—sétisfaction approach 10 offering banking services.
All bank directors and managers, down the ladder were forced out of their
‘air-conditioned’ offices into the streets to solicit and mobilizes deposits. The
era of customers scouting for banks to deposit their money is gone. The
current, saving and time deposit accounts which customers operated were fast
losing their past attraction. The number of hours usually spent in a bank to
cash cheques and negotiate other instruments were so irritating that customers
were seriously yearning for a change. Response ti‘me on credit was so long
that by the time approval is received, the clien: does not need the facility any
more or very important variables would have changed, thus, rendering
projections useless. F

- 473758
As new banks obtained licences and began opzrations, it became crystal clear

that for any bank or financial institutions to survive, it must not only innovate

but adopt a more aggressive and entirely new marketing approach and service

)
- o poraim L:?:i?#
33 KOSITE getio UMY
AhmO® T



offerings to the customers. In addition to the introduction of new products, a
lot of innovations and ‘brandishing’ were done to the existing products to
make them look distinct from current services and, thus, were used to

maintain and attract new customers to the orgaaisation.
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4.1

CHAPTER FOUR

ANALYSIS OF SELECTED BANKS AND FINANCIAL INSTITUTIONS

INTRODUCTION

The banking and financial sectors hitherto, have never witnessed an attempt to
product innovation, development and marketirg as of recent times. Seldom

would the customers have believed that a time would come when customer’s

interest will constitute a serious consideration in the formulation of corporate

bank policy and marketing strategy. Thanks tc SAP through its deregulation
mechanism and the persistent issuance of stablisation securities by the Central
Bank of Nigeria (CBN), to mop up ‘excess liquidity’ in the economy.
Additionally, the events that followed the reforms in the financial sectors were

soon to further increase the level of competition to provide new offerings and

contacts with a view to wooing new customers and retaining the old ones. The

recent incidents of bank distress and the liquidation of banks created a situation

of serious mistrust and increased customer reluctance to bank their hard earned

money. Besides, the realities of the economy has taught people to look for the

safest places to keep their money and where they can realise the full benefits

from their patronage.

Having examined past and recent bank practices and the factors that facilitated

the development and marketing of ‘new products’, the researcher would like to
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present in this chapter the efforts of some selected banks in products
development and marketing, viz:

Societe Generale Bank (Nig.) Ltd, Equity Bank of Nigeria Ltd. United Bank for
Africa Plc (UBA), Triuph Bank Plc, Intercontinental Merchant Bank Plc.

In line with the methodology in chapter one, below is the data collected from
each of the selected banks and how they develop and market their services to
customers. An attempt shall also be made to distinguish the various products
and their marketing techniques and to assess their level of performance and

acceptability.
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4.2.1. EQUITY BANK OF NIGERIA LTD
Equity Bank of Nigeria Ltd is one of the new generation Banks pioneering the
challenge of commercial banking in Nigeria. T'he wave of deregulation and
gradual growth of customer sophistication in bar king had left no alternative for
survival to Equity than to innovate and keep «breast of customer needs and
satisfaction. To achieve this, Equi'ty embar<ed on the development and
introduction of new services 10 its cuétomers. Prominent in the range of

products developed are:

(i) EQUITY CAPITAL APPRECIATION NOTE & EQUITY EXPRESS

CARD

This product is designed to guarantee attractive returns on investment and

provide investors liquidity when needed.

Main Features:

- Minimum of investment of N200,000.00
- Minimum tenor of 90 days with roll-over option.
- Interest rate up to 15% p.a.

- Medical expenses covered by UNIC Insurance for up to N50,000.00
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Accidental death and permanent disability” insurance cover by UNIC
Insurance to a maximum of N1 million.

Borrowing facilities of up to 75% the amjunt invested.

Additional 1% p.a. inflation subsidy

Another 1% p.a. utility subsidy for one year.

Minimum of investment 0f N500,000.00 for one year Free Equity Express

Card for cash withdrawal from Automated Teller Machines (ATM)

Market and Marketing:

EQUITY Capital Appreciation Note is designad to suit the following market

segment:

Trust and Pension Funds
Insurance/Re-Insurance Companies

The Federal, State and Local Governments
Training Institutions

Corporate Bodies

- Unions and Associations

Contractors
Transporters
Professionals (Doctors, Lawyers, Architects, etc)

Individuals.
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(i)

Thus, all investors, private, corporate and institutional, can invest in

Equity Capital Appreciation Note.

EQUITY PREMIUM NOTE

This is an invaluable high yield financial instrument for short-term
investors. It is an Equity Promissory Note designed exlusively to satisfy
the investment requirements of investors with preference for high-yield
short-term funancial instruments.
Main Features:
B EPN is denominated as follows:
- N500,000.00
- N1.00 million
- N5.00 million
- Tenor shall be for 365 days only
- Investment may be rolled over at maturity
- Flexible but higher yield than on conventional instruments
- It can be redeemed at Head Office or any of its area offices.
- Free Equity Express Carf for cash withdrawal from our automated

teller machine.



Main Target Market:
- Individuals
- Professional Bodies (Accountants. Lawyers, Doctors, etc)
- Commercial Houses
- Financial Institutions
- Brokerage Houses
- Insurance Companies
- Super-Annuation and Pension Funds
- Bureaux de Change
- Government Parastatals/Agencies

- Manufacturing Companies, etc.

4.2.2. SQ_CIEIE_GEHEMKM
Societe Generale Bank (Nig) Lid is one of the wolid Banks in the industry. Since
it commenced operations, it has developed and inplemented strategies which
have place the bank as one of the foremost, aggressive banks in the banking
environment. The concept of banking in Socicte Generale Bank (Nig) Ltd is the

provision of corporate packages of banking ar d financial services among which

is:



aranteed Educational Trust Sch

This is a simple and convenient way for parents to pay their children’s school

fees.

Main Features

- Minimum [nvestment of N35,000 per chiid and subsequent monthly, bi-
monthly, quarterly and annua! deposits. |

- Streams covered, Nursery, Primary, Secondary, Tertiary Education.

- Insurance cover by AIICO

- [nsurance covers total expenses for the entire period of any selected
stream.

- In case of death of parents, an older next of kin aiready stated will take
charge of accoumnt till the child matures.

- Monthly statement of accoun';.

Marketing Gets

All categories of investors are limited and it is developed to appeal to parents,

guardians.
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4.2,

Benetfits:

- Uninterrupted, quality education guranteed

. Eligibility for a scholarship under GETS

- Eligibility for a yearly book purchase sut-sidy

- SGBN gitt materials - exercise books, special pencils and biros flashes,
cups etc.

- Attractive Interest rate of at least 8-10% p.a.

Marketing:

Marketing has mainly been through personal efforts and distribution of
pamphlets to potential investors. Newspaper adverts and short but sharp TV

commercials are used as promotion techniques.

NIGERIA INTERCONTINENTAL MERCHANT BANK LTi:)

Nigeria Intercontinental Merchant Bank Ltd -was establisheci in 1989. The
bank’s leading position in the merchant banking sub-sector is clearly evident in
the scale of their operations in terms of business volume, capital and asset base,
innovation, and customer satisfaction as well as profitability.

Prominent among their innovative services are:
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INTERCONTINENTAL VALUE YIELD (IVY)
This s the bank’s top-of-the range financial aroduct, it is a coinprehensive
package tailored to the needs of the up-market clientale.

MAIN FEATURES

Minimum of N1m investment

- Minimum tenor of 365 days with roll over option
- Negotiable floating rate
BENEFIT

Free annual overseas holiday ticket

- Free overseas medical insurance with a |imit of $70,000
- Free yearly comprehensive medical check-up in London
- Free local medical check-up

- Club subscription subsidy

- IVY charge and

- Exclusive personalised service

- Option of nominating a beneficiary for any or all of the benefits.

MAIN TARGET MARKET
- Individuals

- Professional bodies
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- High Networth customers

Marketing is done basically through personalise solicitation and direct

contact with customers by the management of the organisation.

INTERCONTINENTAL DIMOND FUND

This is a unique investment product introduced to the medium class market.

EEATURES
- Minimum investment N250,000.00

- Minimum term 90 days

BENEFITS

Attractive interest rate

- Free household insurance cover against loss or destruction in the event
of fire, flood or burglary.

- IDF scholarship scheme in which investor’s children/ward are awarded
N20,000.00 p.a. for the duration of their course in any Nigerian
University.

- Free insurance cover of up to N1 million for accidental death or

permanent disability.
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- Free medical expenses in case of accidenial injury up to a minimum of
N20,000.00

- Usable as collateral for loans.

TARGET MARKET: is the medium class investors and marketing is basically
through pamphlets, TV commercials and personal solicitation.

TR N
This is designed to ensure product and efficient cash management through the
provision of avenues to move cash conviniently and promptly from one point to

another.

FEATURES

- A nik-free service that gurantees the transfer of funds from one
destinatioﬁ to another within the Intercontinental net-work of branches
and associated international banks throughout the world.

- Provision of opportunity for treasury managers to pool funds together

overnight.
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4.2.4 EQUITORJAIL TRUST BANK LTD

Equitorial Trust Bank Ltd (ETB) commenced ¢ mmercial banking operations
in 1990. Central to ETB’s ethos is its policy on customer services that accord
equal attention to the smallest and the biggest transactions. ETB is among the
youngest of the new generation banks and is recognised as a leader in delivery

of speedy, convenient and personalised services.

ETB has the following products today, developed to suit the needs of its

customers. These products consist of mainly savings schemes:

(i) ETB Investment Certificate
This is a double-edged advantage package inviting a minimum of

N50,000.00 fixed tenor investment with re-investment options.

Option A Option B

N500,000.00 minimum investment - N50,000.00 minimum
investment

High market rates Hizh market rates

Fixed tenor Fixed tenor

Income payable upfront Income payable upfront

Full pay-out Full pay-out

Re-investment options Re¢-investiment options
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Easy and fleible operations Negotiable

Absolute confidentiality Absolute confidentiality

Encashable at any ETB branch

(1) Equi Funds:

A hybrid portfolio guaranteeing higher dividends with the folowing

features:

B N20,000.00 minimum contribution

E Further contribution in minimum of N10,000.00

- Pooled funds invested in high-yield instruments

- Group dividends distributed half vearly

- Higher yield than competitors
ETB'’s efforts to reach customers have mainly been through the use of A4
commercials and the distribution of information booklets to customers.
Savings Account customers, mainly in the middle class are the targetted market.

Company and institution can also invest in any of the savings account packages.

TRIUMPH MERCHANT BANK

Triumph Merchant Bank is one of the post (SAP) banks in the country. It

commenced operations in the late 1980s. Since then Triumph has developed

and implemented strategies which have placed the bank amongst the foremost



aggressive and resourceful merchant Banks in the banking environment. The

concept of banking in Triumph is to provide a complete package of banking and

financial services tailored to suite individual clients’ requirements. The follwing

products are the high points of TMB products development and marketing.

Gold Shield Account GSA

The Gold Shield Account is a special financial package introduced by Triumph

Merchant Bank Plc to meet the ever challenging demands of the banking public.

- Minimum Investment N1,000,000.00

- Minimum tenor 120 days

- Interest rate between 8% and 12% p.a.

BENEFITS

- Subsidised air travel ticket up to a maximum of N150,000.00 p.a.

- Free club subscription up to N15,00.00 p.a.

- Free medical check-up up to N70,000.00 p.a.

- Discount of up to N15,000.00 p.a. on bills incurred in a 5-star hotel.

- Househld insurance cover up to a maximum of N5 m p.a.

- GSA card which guarantees a royal treatment at all branches of
Triumph Merchant Bank.

- Nomination of beneficiary for specific or entire benefits.



NTA T A1
The GSA is targeted at individuals and corporate bodies who would not
compromise on security and professinalism.

The Marketing of the product is mostly through hand bills, TV commercials,

personal solicitation and Newspaper advert.

This is another special financial package introduced by Triumph Merchant Bank.
res

Minimum investment of N50,000.00

Minimum tenor 90 days
Interest rate 5% to 8% p.a.
Benefits

- Education subsidy of up to a maximum of N20,000.00 p.a.

- Collateral for loan from TMB Plc

. Free Financial advisory services

- Discountable instrument if in need of fund before maturity

- [mmediate Encashment of specific or entire benefits under the scheme

. Nomination of beneficiary of specific or entire benefits

tn
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(1)

Main Target Market

TDIF is targeted at individuals and corporate organisation with a desire for
professional banking services, security and high returns in their investments.
Marketing of the product is basically thorugh TV commercials, Newspaper

adverts, personal solicitation, pamphlets.

IVE TRU ANK A , ]
Universal Trust Bank of Nigeria Limited has been able to develop a range of
schemes marchable with any in the industry. 1JTB has of recent provedto e
one of the most innovative int he provision of its various services to  customers.
It has developed and presently markets various products which include the
following:
JTB Inv t Certificate e:
This is an innovat'ive package professionally cesigned to provide flexibility and

maximum profitability to investors. It has two options:

Option A Option B
N500,000.00 minimum investment N350.000.00 minimum
investment
Highest market rates Highest market rates
Fixed tenor Fixed tenor



Income payable upfront
Full pay-out
Re-investment options
Easy and fleible operations

Absolute confidentiality

ctronic d sfe

Income payable upfront
Full pay-out
Re-investment options
Negotiable

Absolute confidentiality

Encashable at any UTB branch

This is designed to ensure prudent and efficient cash management through the

provision of avenue to move cash conveniently and promptly from one point to

another.

Features

- 475723

- A risk-free service that guarantees the transfer of funds from one

destination to another within the UTB network of branches.

- Provision of opportunity for treasury managers to pool funds together

overnight in a designated account from various branches so that the funds

can be managed more efficiently.

" it Ve
Aasnumn coramm L .4 4
Ahmaodn Bello Univerd!t¥s

Zaria, Nigerla.
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he Falcon Capital E ement Not
This is another innovative product aimed at maximising the profitability of
investments. It is a financial instrument issued by the Bank and sold to
investors. Yield is calculated on a daily basis and added to the capital.
Features
- Minimum participation of N250,000.00
- Flexible tenor
- Yield compounded daily
- Encashable at any UTB branch
- Negotiable
- Roll-over options

- Absolute confidentiality assured

Target Market

- High networth individuals

- Business executives, professionals and traders

- Corporate organisations and cooperative societies
- Small/medium scale businesses

- Pension and Provident Funds

- Insurance companies and other financial institutions



ral e
The questionnaire sought to find out the factors responsible for the increase in
the financial services provided by the banks studied. It also attempted to
establish the level of success achieved by these institutions. Also, interesting
was the effort at digging into the various sources of service ideas from where the

main products were developed.

All the banks studied developed various products since the introduction of the
Structural Adjustment Programme (SAP) in 1986. The merchant banks revealed
that their motives for introducing new services were basically to offer new
opportunities, improve the satisfaction of consumers and to fight competition
more effectively. They also confided that the provision of liquidity and funds’
stability are the main advantages baing derivec from such new products. While
most of the funds are short-term in nature, merchant banks would have preferred
long-term funds for longer term investments. Over 80 per cent of their
customers are institutional investors and high networth individuals. With
deposit liabilities of over N100 million, the banks have seen their products as a
great success in the market. Responsible for their success is the aggressive
marketing efforts through personal calls and solicitations, advertisements and

distribution of pamphlets and leaflets.

L
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The commercial banks did fare well. With emphasis on all investors, small and
big, their motives have been the broadening of their deposit base and stability
of funds sourced. Their products have recorded tremendous success with over
N100 million deposit liabilities. This was attributable to serious marketing
which included personal calls, TV and radio jingles and distribution of
pamphlets.

In all, the degree of customer satisfaction was good. It would have been better
but for certain constraints which included legislations imposed by Government
and the Central Bank of Nigeria (CBN), competition among financial
institutions, highly speculative nature of the market, cultural and religious

problems and the general economic down-turn.



CHAPTER FIVE

SUMMARY, RECOMMENDATIONS AND CONCLUSION

5.1 SUMMARY AND RECOMMENDATIONS

The financial sector will continue to play a dominant role in shaping the destiny of
Nigerias’ economy as both contributors to the Nation’s Gross Domestic output and
through the provision of credit to industrial and service sectors of the economy. Efforts
have been made and are still being made by the Government through various financial
policies and guidelines to ensure proper banking practice on one hand and through
various styles of service offerings by the banking institutions to woo the economic
surplus institutions to save for the purpose of investments which are channeled through

the financial markets to the productive sectors of the economy.

The Structural Adjustment Programme (SAP) has tremenduosly aftected the way of life
of the banks. It has not only forcedv them to innovate, but it has also forced the banks
to look inward and search for a survival strategy. This strategic development has
resulted in the various services developed. Its effects also include the enhancement of
banks deposit base (which has also been under constant reviews) and the increased

awareness and development of banking habits in customers.



However, the gains are yet to be fully realized. Since the financial sector is a micro-
component of the economy, the present performance of the national economy is
obviously impacting negatively on developments in the financial sector. The
momentum of growth in the sector has been stalled by distortions in the economy,
corruption and indiscipline. While economic policies are still dictated by political
exigencies and other considerations, corruption sharp practices still prevail in the
financial sector despite failed bank decree and other measures put in place by the CBN
and NDIC to regulate the conduct of banking in the country. Banks do not only violate
regulatory guidelines at will, but still make cheap and irregular credit to favourec firms
and individuals.

[t is generally figured that since the degree of robustness of the financial sector in any
economy is very much a function of a strong and vibrant economy, the only real
prospects of growth in the sector appear to be contingent upon a return of the economy
to a path of recovery and sustainable growth. Government will need to do away with
corruption and bad investments and continue to implement fully the dereguiation
policy already started by the past three regimes (of Babangida, Shonekan and Abacha),

to allow for free competition and elimination of distortions and structural weaknesses.
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Similarly, the Central Bank of Nigeria should be given the tool and wherewithal to
perform its statutory duties without any form of hindrance. Granting of full autonomy
to the bank will enable it to play its proper role in the maintenance of price stability and

sound economic management.

On the other hand, the banks will need to improve on the gains attained as a result of
the reforms. With the growing need for deposit and investments, it is hoped that in
future new products, other than the current ones associated with up-front interest
payment, insurance linked investments, and other non-permanent feature instruments
will give way to more sophisticated and computerized customer designed products.
The economy is still largely cash oriented. The on-going computerization of banks and
financial institutions operations should also aim at eliminating or reducing the use of
cash in business transactions and encourage a more reliance on credit cards and other
forms of electronic financial instruments which are considered to be safer, convenient
and easier to manage.

The extension of banking hours on work days from 1.30 pm to 3.30 pm by most banks
and the introduction of weekend banking by some banks are positive developments.
It is also hoped that Night banking facilities will be made available in the near future

by the banks.
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CONCLUSION

The structural adjustment programme introduced in 986 has left a mark on the
Banking Industry in the country. The sector has been transformed through regulations
and counter-regulations. These regulations have made both positive and negative
impacts on the institutions themselves and the economy as a whole. On the positive
side, it forced the banks to innovate and wake up to challenges of modern banking. It
also led to increase in product range and customer awareness. Additionally, It
impacted on the habit and characteristics of the markets. Both sellers and buyers in the
market place have increased in sophistication and approach to the various offers and
bids. On the other hand, the reform was unable to eliminate distortions in the
economy, a situation which encouraged corruption and other sharp practices.
Pursuing restructuring along the path of the on-going privatization of public enterprises
with all purpose and sincerity and eliminating all forms of distortions in the economy,
over-coming corruption, entrenching strong bank supervision through granting of full
autonomy to CBN and allowing it to carry out all its statutory mandates without any
form of executive interference will improve the fortunes of the ailing economy and

ensure a healthier banking practice.
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Diamond Bank introduces PAYCARD., the Electronic Purse that
enables you carry large amount of money on a plastic card

wEASIER
PAYCARD is light, easy to carry and protected against physical
and chemical damage. You can load your PAYCARD
with money at any Diamond Bank branch.

~SAFER
Izach PAYCARD is prciected wi, special security features like the
Personal ldentification Numiber (PIN) which s known only to the
card owner. In casc of loss or thell, no one can use .

SSLEXIBLE

) can obtain cash from any Diamond Bank branch with your PAYCAI}Q.

' >f the amoun! required is automatically deducted from your

CARD and cash is paid to you. With your accompanying

PAYCARD purse reader. you can always check the
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HOW WORKS
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