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24 hour Banking: Standard Chartered's
Moneylink and Phonelink

Standard Chartered Bank
has been known for some time
for its unique Moneylink ATM
network. Recently, the Bank's
24-hour service offer has been
expanded to include Phonelink,
the first Phone Banking service
in the country to offer round the
clock account access to cus-
tomers.

The benefits of these two
services are various. The most
obvious advantage of having a
Moneylink AT card, of
course, is ready access to cash.
In addition to that, however,
you can take a print-out of a
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the renowned professional ex-
of S g;d;lk Chartered's
est personal ers. -
one with a nal mm
Standard Chartered now has
the option of having a variety of
this/ needs
t6 around the clock through the
automated component of the
Fhuncllnl}'i aﬂﬁttu In au::lvt:litil:m:;l{.I
a team of specially designat
Phone Ba.nf:afa is almg:vailr
able during office hours (8:30
PM every working
day) if the customers needs
their individualised attention
and expert advice. The Phone
Bankers can also provide ser-

lan enables ple with regu-
ar income to leverage their ex-
i_:gng savings to maximum ef-

What Is Moneybuilder?

Moneybuilder is a Savings
Plan, through which Standard
Chartered helps its customers
build up a savings mass over a
period of five years. For
unit of Moneybuilder pur-
chased, the customer deposits
BDT 10,000 up front, and the
Bank sanctions a loan of BDT
40,000 in the customer's name
for a period of 60 months. This
entire amount (BDT 50.000) is

mini-statement of your ac-
count, transfer funds between
accounts, put in a requisition
for a new cxlfteque book or a full
statement or even change your
Personal Identification Num-
ber (PIN) — and you can do any
of these things at your conve-
nience, any time of the day or
night. Another attractive fea-
ture of Moneylink is that, sim-
ply by displaying the cards, you
can get substantial discounts on
the prices of items from a large
number of shnﬁs, boutiques,
restaurants and hotels — across
the country.

Phonelink phone banking,
introduced on March 1,1997,
- combines state-of-the-art elec-

tronic banking technology with

vices not available from the au-
tomated system.

Moneylink and Phonelink
are very mguch among the prod-
ucts that have been designed to
take banking services to the
21st century. With the pioneer-
ing of 24-hour cash access from
Moneylink ATMs and round
the clock Phone from
Phonelink, Standard Chartered
is doing its share to introduce
world-class banking to the lo-
cal market, in terms of both
service and technology.

Standard Chartered has re-
cently launched Moneybuilder,
a savings plan product that has
been received very enthusiasti-
cally by the customers. The
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then invested in Bangladesh
Sanchay Patras (BSPs — 5-year
termm savings certificates). The
customer may l:l:)urchase upto 20
units of Moneybuilder (40 units
in the case of joint applicants).
The customer will be expected to
pay back the fixed loan made
out in his name @ BDT 900 per
month for each unit of Money-
builder purchased for the 60-
month period during which the
Plan is valid. At the expiry of
the term of the Savings Plan,
the customer is assured of a re-
turn of more than BDT 86250
for each unit of Moneybuilder
purchased. The customer is also
covered by the Moneybuilder
Personal Accident Insurance
Scheme for the entire period of
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the Plan.

How Does Work
For The Customer?

Moneybuilder works for the
customer in a vnnl:tly of ways:

1. For an initial deposit of
only BDT 10,000 per unit, and

easy installments of BDT 900
per month for the period of the

BT

Plan. the customer a return
of at least BDT 86.250 at the
maturity of the Plan. He/she
therefore gets a return of more
than 8.6 times the initial in-
vestment at maturity, and the
beauty of the scheme is that the
fund commitment on the cus-
tomer's is very low. In ef-
provided
i$ éarn-

ing him/her high retumns.
2. The monthly installments

* «can’be seen as-forced savings;

money that would have been
spent on everyday expenses by
the customer in normal cir-
cumstances and not saved. The
installments are on easy terms
and therefore are relatively
painless.

3. The customer is free to in-
vest in upto 20 units, thereby
maximising his/her return on
the maturity of the Plan.

4. The customer is also cov-
ered by the Moneybuilder Per-
sonal Accident Insurance
Scheme for the entire period of
the Plan; in case of the unfortu-
nate demise or incapacitation
of the customer, the beneficia-
ries of the policy shall be enti-
tled to the value of the Money-
builder unit(s), inclusive of the
interest earned. less the out-
standing liability owed to the
Bank, and also the original
BSPs purchased in the cus-
tomer's name.

Moneybuilder has proved
very popular with customers in
the three months after its in-
troduction — the product was
launched on June 1, 1997. To
find out even more about this
innovative product, you can
call up any of the Standard
Chartered branches — or call
9569011 to talk to one of the
members of the Phonelink
Phone Banking team.

CITIBANK in 1996 — A Year

Cit rted 1996 net
income of 83.8 billion or 87.42
per fully diluted common share,
up 9% and 15%, respectively,
compared with 83.5 billion, or
$6.48 in 1995. Earnings were
led by continued momentum in
the emerging markets in both
the Corporate Banking and
Consumer businesses, but were
dampened by high Cards credit
Costs.

Return on common equity of
20.4% for 1996 remained
strong. but was down slightly
from a year-ago, reflecting
higher common equity levels.
Return on average assets was
:;Eb compared with 1.29% for

The Consumer businesses
earmned $2.0 billion in 1996, up
4% from 1995, as higher rev-
enue and margin growth were
partially offset by increased
Cards credit costs. in
Corporate Banking of 82.2 bil-
lion were up 23% from 1995, re-
flecting improved credit per-
formance. solid opera mar-
gin growth, and lower eflective
tax rates.

Adjusted revenue of $21.5
billion was up $1.9 billion or
10% from 1995. Revenue in the
Consumer businesses increased
9% to $13.5 billion, led by a
strong performance in the
eme markets, and by con-
tinued growth in the Cards
business. Revenue of 87.2 bil-

lion in the Corporate Banking
businesses was up 9%, as
Emerging Markets revenue in-
creased by 19%.
Trading-related revenue of
$1.9 billion in 1996 was down
880 million or 4% from 1995.

The decline primarily reflected
lower forei cxr:hnn#c activity
in Global Relationship Bank-

ing. Venture capital gains of

million for the year were
uggsﬁﬁ million or 15% from
1995, reflecting the robust US
eqtg’l‘;ir markets in 1996.

usted operating expense
for 1 of $12.2 billion was u
8$1.0 billion or 9% from 1 -
reflecting business expansion
in the eme markets (a 19%
increase in . while expense
related to Consumer businesses
and Corporate Banking activi-
ties in the developed markets
was up 4%. ”

Operating margin 90

million, or 119%, 1519 .3 billion.
The incremental revenue to ex-
pense ratio was 1.9:1 for the
ear, and the efficiency ratio

usted operating as a
perctmuienf ummj
gﬁ unc from 1995 at

Total credit costs were $3.0
billion in the year, up $483
million or 19% from 1995,
Consumer credit costs of 83.1
billion in 1996 were up $642

million or 269 from 19685, and
net credit losses on managed
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loans were 2.37%,
1.99% for 1995, Tmmdrtm
in credit costs and the related
loss ratio chiefly reflected a
continued rise in US bankcards
credit losses. The con-
mer loan delinquency ratio
(90 days or more past due) de-
creased to 2.62% from 3.01%
and 3.14% at the end of 1995
and 1994, ;

Commercial cr costs re-
g;ncd 1lt:ﬂ.m' at a& benefit of

million in 1 "
to net c s of 872 m
1995. Commercial cash-basis
loans and OREO of §1.5 billion
at year-end were down from
82.2 billlon a year earlier,
principally reflecting continued
reductions in the commercial
real estate portfolio.

At December 31, 1996, total
reserves (including reserves for
sold consumer lios) were
$6.0 billion. Citicorp continued
miﬂs garkon th [uraddi t

uri € year,
8200 milli«:lnnng above net crndni%
losses, primarily related to
Cards. In 1995, Citicorp built
the allowance thro an addi-
tional provision of $281 mil-
lion across both franchises.

Citicorp's effective tax rate
wﬂagsﬁ 38% for both 1996 and
1 :

of net risk-adjusted assets, and
Tier | capital was $19.8 billion,

O

f Success

During 1996, Citicorp gesierated
| . Cl
83.0 billion of free capital, and
repurchased 36.1 million
shares for 83.1 billion. With
these repurchases, the number
of shares acquired since June
20, 1995, when the Board of Di-
rectors au-
thorized the stock repurchase
program, totaled 59.2 million
at a cost of $4.6 billion. As ex-
in January and Novem-
1996, the program is autho-
rized to make total purchases of
up to $8.5 billion.

In credit and charge cards,
we have the est worldwide

business, with 855 billion in
outstandi receivables. We
have 61 m cards in total

(including rprlvatc label and af-
filiates), of which three million
cards are in Eurgpe, seven mil-
lion in Asia and nine million
in Latin America.

By introducing cards as a
preferred and secure payment
method, Citibank also helps
cash-based societies A
system for consumer credit.

is enables millions of people
in e countries, such as
the Middle Eastern family at
left, to enjoy a new middle-class
lifestyle.

Total capital (Tiet ] and Tier U0 lbove, our private Barikets
2) was §28.9 n,'or 12.20%" )

m-:iﬂ.mnu'iunctunrlewny
to Citibank's network of people,
products and strategies,
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Dutch-Bangla Bank Limited

(A joint venture with FMO, The Netherlands)

Offers its best services

to meet your banking needs . . .
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Dutch-Bangla Bank Limited

Your Trusted Partner

1, Dilkusha C/A, Dhaka-1000, Banglade sh
9568539-44, Fax: 880-2-9568538, Tix
Email # dbbl@bdmail. net
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® 31, Agrabad C/A
® Khatunganj

DHAKA

® 18/20, Motijheel C/A
® Sonargaon Hotel
® Gulshan Tower, Gulshan

Incorporated in US.A with Limited Liabllity




