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Plactic

National Bank Limited: Breaking
New Grounds in Plastic Culture

Rafiqul Islam Khan, Managing Director, National Bank Limited,
spoke to Ziaul Karim of The Daily Star about services offered by
NBL and about their coming plastic programmes. Excerpts:

The Daily Star: You are the
first bank to introduce truly
international credit card in the
new plastic money environ-
ment in the munt}y. What in-

spired you to go for a dollar
card?
Rafiqul Islam Khan: In

Bangladesh. among the private
banks, we introduced the inter-
national ~redit card as well as
local cicdit card, Before only
the Americ.n Express was issu-
ing international credit cards
in Bangladesh and only for the
reporters. We at NBL thought
why not enter into the credit
card environment and provide
our customers the convenience
of the modern banking. We
made contacts with the master
card and Visa as well and were
successful in bringing in the
safety and the convenience of
plastic money to our clientele.
The response we are getting
from our customer, particularly
from our business community,
is tremendous.

DS: What actually is your
mrcﬂelt]gmup Jor credit cards?

: For international card
we have restricted it to higher
income group of people who are
frequently travelling outside
the country. They need it for
their hotel bookings and for
making payments also,

For taka card anyone who is
in the minimum income grou
of taka ten thousand per mont
is eligible to enjoy the facilities
of this wonder card. We want to

give our clients extra purchas-
ing er. a little extra comfort
in their life, We now offer three

types of credit card. One is for

exporters. An rter can use
the card for any amount from
his export retention quota.
Those who are travelling, only
they can spend up to four thou-
sand dollars from their card.
One thousand for the region and
three thousand for the rest of
the world annually. Thirdly,
you can spend an unlimited
amount of money if you have an
RFCD (Resident Furei%l Cur-
rency Deposit) account. You can
open an RFCD account with the
dollars you have earned in a
foreign country. And for up to
5000 dollars you don't have to

make any declaration.

DS : Telecommunication is
key to modern banking. Since
you do modern b you are
very much under Y2K threat.

RIK : Our credit card is oper-
ated in an automated environ-
ment. We have got a very smart
system, This is an interna-
tional software brought from
Malaysia. We have got Y2K
complaint certificate from our
software suppliers and it has
been approved by our master
card. So, we don't see any prob-
lem now.

DS: What is your contin-
ge measures?

: We have tested our sys-
tem. And we are already .using
Y2K version. The transition is
already being done. From De-
cember 25 to January 7 we have
got some contingency plans.

DS: People are now con-
scious about service. They now
demand safety and convenience

Jrom their banks. D‘I%nu have

plans to go into A
ment?

RIK : We are contemplating
on going into it very soon. Our
ATMs will be the extension of
our credit cards. But the success
of high-tech banking depends
solely on telecommunication
facility. If the telecommunica-
tion system is not stable none
of the projects will flourish.
Now we have a communication
channel from here to Delhi,
from Delhi to Singapore and
from there to the States. The

environ-

communication channel via
Delhi is absolutely erratic. We
cannot go for big expansion ol
the network because of the un-
stable line. We don't want our
clients to be frustrated with our
system. Whal we want you to
pring under focus is that the
government should come up
and make telecommunication
stable,

DS: Do you agree to the
common sense wisdom that
credit card allures one to more
spending and as a result our
savings habit is hampered?

RIK : It's a very narrow out-
look. As a bank, our prime con-
cern is how to put our economy
on the growth track. With the
issuance of a credit card we pro-
vide you extra purchasing
power. We want you to buy
which will eventually con-
tribute to the growth of con-
sumerism. Naturally the econ-
omy will grow. In Europe, on an
average every person has threc
cards. In North America the
number is double, How come the
big supermarkets in the devel-
oped countries sustain? They
sustain on the credit culture.

DS: Tell us about your ex-
pansion programume.

RIK: First we want to expapd
our card network up to the divi-
sional headquarters. By 2001
we hope that the number of
marchants accepting NBL credit
card would be more than
10,000. |

DS: Thank you for your time.

ReadyCash: The Magic Wand
of the Bed Time Stories

Thayne Whipple, Director of International Business Development, spoke to Ziaul Karim of

The Daily Star about ReadyCash and its distinguishing features. Excerpts:

The Daily Star: What was the
philosophy behind introducing
ReadyCash in Bangladesh?

Thayne Whipple: The
ReadyCash card is designed to
make people's lives easier. It's a
plastic card with a computer
chip on the face of the card. It
can be used for buying goods
and services wherever there is a
terminal. We thought particu-

larly in Bangladesh this would
be useful because at times it is
very difficult to carry cash.
This plastic card can hold a
very large amount of cash and a
very little cash as well. It can be
carried safely and securedly
from one's home to do shop-
ping. Additionally, we thought
it would be very useful in mak-
ing utility payments. Currently
it's sometimes quite difficult to
En lo a bank branch to pay one
ill. another branch to pay an-
other bill and so forth. Some-
times it takes a number of days
just to perform that task. Tl?:e
technology of the card is such
that one would be able to take
care all of that business within
just a minute or so on one occa-
sion.

DS: How is it different from
other plastic cards?

TW: The main difference
between the ReadyCash card
and an the traditional credit
cards is the micro-processor
chip. With this chip it is not
necessary for the merchant

Continued from page 5
services or goods that you can
buy with cash you can do ex-
actly the same with lot more se-
curity, lot more convenience,
lot more life style movement
and with lot more efficiency if
you have a credit card.

DS8: Credit Card favours con-
sumerism and it allures card
holder into spending more.
Since ours is not a welfare soci-
ety shouldn’t you encourage our
traditional savings habit
more?

IA: This is a very good ques-
tion. Our answer is no, credit
card does not discourage our
savings habit at all. Let me tell
you how. Each credit card we
are issuing has a credit limit,
The credit card is not an unlim-
ited spending machine, Each
indivicua: card holder can use
it up to a limit. And that limit is
assessed on your income
stream. Therefore if your
monthly income is within the
range of ten thousand takas
ANZ Grindlays Bank will not
give you a credit card which has
one hundred thousand taka
iifm“d Bfica;.:s: if you spend one

red thousand takas, yvou
W'Ilﬁlhavﬂ to pas,;nﬂle bank x}:riuth
your source of only ten thou-
sand takas. We have an assess-

Thayne Whipple

shop to contact the bank for ev-
ery lransaction by telephone.

DS: What are the nitty-grit-
ties of getting a card?

TW: We have developed a
very simple form for the clien-
tele or customer to fill up. It ba-
sically has only couple of items,
the person’s name, phone num-
ber, his or her address and a
couple of informational things
about the person for security
purposes. With that he/she can
take the application to any par-
ticipating Janata Bank branch,
at this point the branch pro-
vides us with the form. We tlien
produce a card within a couple

of days. The application is not
complicated: it's not ten poges
lun%. It can be filled either in
En%ish or in Bangla.

S: Does a client have to
open a new account with Janata
Bank to use the card? .

TW: A separate account is
not required. With the card a
customer can put his/her
money into the ReadyCash ac-
count at Janata Bank. It's not
necessary for the card holder to
open a current or savings ac-
count. The card holder simply
has to load his/her money into
the card. We have also set up a
ReadyCash window at each par-
ticipating Janata Bank branch.
S0, the card customers will not
have to wait in a long queue,

DS: [s there ﬂﬂc? special offer
for the card holders like dis-
counts or gift vouchers?

TW: Initially, we feel that the
convenience and the safety of
the card speak fcr themselves.
However, there are some built-
in loyalty programmes and
other offers they will be coming
up In the future for all those
who own a card.

DS: What is the state of the
ReadyCash card’s present net-
work?

TW: This is a very important
question. One of the major
complaints of some of the
holders of other cards has been,
'l have a card, but can't use it
anywhere.' We just started im-
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ment process where we try to
ascertain what should your
credit limit be based on your in-
come stream. Therefore you do
not have the scope to overspend.
Secondly in a credit environ-
ment you will be gettin

- monthly statement of your c

use which will contain details
of your monthly spending. With
that statement you will know
exactly what the amount out-
standing and how much more
you can spend. So it gives you a
management profile on your
cash.

DS: And a constant
minder.,

IA: Yes. And as a result you
will be able to manage your
cash mucii more efliciently.
Therefore, you will be able to
manage your savings much
more clliciently. To put it an-
other way your opportunity to
save is much more focused be-
cause of regular reminder of
your cash position through
monthly statement.

We. at ANZ Grindlays Bank,
do not encourage people to over-

re-

spend. Credit card will give you
facility in terms of conve-
nience, security and various
other functional and emotional
needs but it will not allow you
to overspend because every card
has a limit.

DS: How adventures you are
in making the credit card truly
a people friendly one by creat-
ing an environment where gro-
cers would accept a credit card?

IA: We are pretty much sure
it will happen. The moment the
merchants learn and appreciate
the security in cards, the conve-
nience it offers they will be in
the credit card environment.
Our merchant base is in fact in-
creasing very rapidliﬁ Right
now we have over 16 hundred
merchants in Bangladesh who
are accepting credit card.

DS: What is you millennium
offer?

IA: Our millennium cam-
paign has already started. We
have a Millennium Voyage in
offer. Any of our client who
wants to buy a trip to bangkok,

plementing the project over the
port three month, and we al-
ready have over one hundred re-
tail outlets where the card can
be used. Within two years our
agegressive implemeniation
programme will have approxi-
mately ten thousand outlets
available.

DS: What is your main focus

" now?

TW: Our first months of op-
eration will be focused on
Dhaka. However, we already
have plans to go to Chittagong
very soon and the other major
financial centres. By working
with Janata Bank which has a
very vast network, over 900
branches in Bangladesh, we
would like to see the ReadyCash
card being used in every corner
of the country.

DS: What is the response

from the merchants front up

till now?

TW: We have had a very posi-
tive response from merchants,
cardholders and bank employ-
ees. We were expecting that per-
haps 50 or 60 per cent of mer-
chants of the country would be
interested in accepting the
cards. Bul according to our sur-
veys, over 90 per cent of the
merchants surveyed are inter-
ested in accepting the card. And
the percentage is even higher in
Chittagong where 99 per cent of
merchants have shown their
interest in accepting the card.

St. Martin’s Island, Katmandu
or Calcutta can do it through
his/her credit card with a spe-
cial discount. We have also spe-
cial offer for Eid which falls on
the new millennium.

At different sari, children
wear and crockery shops you
will get discount li-IY}FDu pay by
card. We are publishing book-
lets with phone numbers and
addresses of our listed shops
and restaurants where you can
do your shopping or go for an
eating out pay by credit card
and get a discount, :

DS: By subscribing to a
credit card into the plastic
money environmen! and into
the global village psychologi-
cally. But unless you offer in-
ternational credit card we are
not physically into the global
banking culture. Do you have
any immediate plans for inter-
national card?

IA: We will be ready to offer a
truly international card early
next year.

DS: How friendly are the
central bank’'s present policies
towards modern banking?

IA: | would say that the pre-
sent policies of Bangladesh
Bank towards modern banking
in general and plastics in par-
ticular are very positive and
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Prime

Bank Limited: Devoted

to Post-modern Banking

Kazi Abdul Mazid, Managing Director, Prime Bank Limited, spoke to Ziaul
Karim of The Daily Star about their new millennium programme, their forthcom-
ing products, Y2K preparedness and the country's growing plastic money culture.

Excerpts:

The Daily Star: We have
been virtually catapult into the
world of plastic money from a
primarily cash based society
within a space of only few
years. You are a new bank on
the block how do you look at the
modern banking and what are
your millennium plans?

Kazi Abdul Mazid: | think
the millennium preparedness is
the most important thing now,
that is, how we are preparing
ourselves to face the challenges
of the new millennium should
get our undivided attention. The
main challenges of the millen-
nium will be the use of informa-
tion technology in banking sys-
tem.

DS: But banking can only go
hit-tech if wwe have the infras-
tructure to support it.

KAM: You are absolutely
right, without proper tele-
communication you cannot
have the state of the art IT in
place. But what is happenin
globally now is the traditiona
banking is fading out. I recently
read a book by Bill Gates in
which he said that branch
banking costs about one dollar
seven cenls per transaction
which through internet costs
only one cent. The Citibank has
introduced SUVIDA banking in
Bangalore and Chicago. It is
still at experimental stage. If
you go to a Citibank branch in
Chicago or in Bangalore you
have pay a fee.

In Prime Bank what we are
trying hard despite the limita-
tions we have in the country is
lo provide as much facilities as

ossible to our clientele. We

ave already established the
Master Card credit card which
will enable the customer to do
risk free cashless transaction
at business establishments for
purchasing goods and services.

DS: Are you restricted your-
self to domestic card or you will
issue international card, that is
dollar card. as well?

KAM: We have introduced
both international and domes-
tic cards. Coming back to our
millennium plans, 1 would like
to say we are going on line
through wide area network
which will enable our cus-
lomers to do their transaction
at any location and at any
branch of the bank. Once that
happens it will give us further

About the stumbling block for
the growth of the banking
sector | would say we do not
have a proper banking software
In Bangladesh as of now. More-
over, there are three other im-
portant issues that need to be
addressed and resolved
quickly in the new millennium.

=

impetus to offer more services
like we are thinking ol starting
ATMs. We have not started it yet
because our branches are still
on stand alone system. They are
not connected. It does not make
sense that you have ATM for
one individual branch. Once the
on-line is in place which will be
done by January 31, 2000 we
hope to install ATMs. it's al-
ready in place we dare now
making test runs. s
DS: How have you prepared
yourself for the Y-2K disaster?
KAM: We are one of the
banks which has started work-
ing on it for a long time now, We

laudable. The liberalisation
processes set by Bangladesh
Bank in various areas of bank-
ing are very beneficial to mod-
ern banking systems in the
country. Bangladesh Bank has
opened the windows to the cul-
ture of plastic money that has
resulted in a number of banks..
getting into the credit card
market in a big way.

"DS: What would be the face of
Juture banking?

IA: To answer this I will
have to look at it from the point
of view of a client. Most cus-
tomers today are very particu-
lar about the service they re-
ceive. Customers have become
more conscious and particular
about value for money. The fu-
ture of banking is to offer supe-
rior value added service to our
customers which is most cost
effective and, therefore, the
lean towards electronic bank-
ing and delivery channels. To
meet the growing demands for
superior service we have prod-
ucts and/or services to fulfil
almost every conceivable fi-
nancial needs. e.g., Cash Man-
agement, Corporate Treasury,
ATMs., PLANZ,: SYFANZ to
name a few.

DS: Thank you very much
Jor your time.

Kazi Abdul Mazid

are Y2ZK compliant. You know
that the Bangladesh Bank has
also set up a committee to over-
see whether the banks are Y-2K
compliant. But much before
that we have on our own done
our system Y-2K compliant. We
have tested our system and we
think we are risk free. Finally
we have engaged experts from
the BUET to see themselves as a
third check whether we are Y-
2K compliant. We have also
taken contingency measures
such as on December 30 we will
have print out of all transac-
tions with every details. So that
if something goes wrong we will
still have hard copies to work
on. We have also advised our
clients to become Y-2K compli-
ant. | see no problem in our
bank regarding the Y-2K. But as
opposed to other developed
countries Bangladesh is at a
vantage point. In developed
countries where the use of IT is
at a very high level and they
have bigger problems compared
to ours.

DS: Tell us about your forth-
coming products.

KAM: We are also thinking
in terms of giving debit cards
when we are on line. We are
talking to Master Card interna-
tional. They have a debit card
called Maestro. For credit card,
Fnu can give it to those people
or whom you can take credit
risk. But you can debit card
to everybody. And that would
mean people won't have to come
to the bank at all. I think grad-
ually banking is coming to a

situation that you do not re-
quire many hranches:r{nu only
need more outlets. at way
with a lesser number of
branches. banks will be able to
serve more customers. As far as
we are concerned we are plan-
ning to reap in benefits of the IT
as much as we can. One of rea-
sons that we thought of issuing
credit cards is that it gives sat-
isfaction to the customers. It
helps consumpticn also. And
eventually consumption helps
production: If there is more
consumption, there will be
more production.

DS: Alloww me to interrupt
you here. Since we are not re-
uElLIi_liJ a welfare society we need to
Jall back on personal savings.
Isn't credit cards instill infto our
psyche a habit of spending?

KAM: One thing that should
be noted here if you spend Tk
100 and give to me it mes
my savings. One's expenses be-
comes another person's income,
Loan creates deposits. If I give a
loan of 1000 takas it creates de-

osit. Although the money goes
rorh by book, it goes to some-
body else's. Then it has also its
velocity: One thousand can be-
come many number. By en-
hancing consumption what is
happening is savings is trans-
ferred from one person to an-
other. So a credit given by the
bank is also coming in the soci-
ety. It is creating deposits also.
For example, you are a credit
card holder. You go to the mar-
ket and buy goods worth one
lakh takas. We pay the money
to the merchant. It's a credit to
you but that company has got

one lakh takas. And then the .

company uses the money to
make more production. eﬂltb
mately what we call the velocity
of the money increases. In to-
tality it increases the avail-
ahllitgv of the resources.

DS: Modern banking is not
znly based on technology alone
you need skiliell manpoiver
also,

KAM: We are making hard
efforts to improve the quality of
our team, For the year 2000 we
have taker an executive skill
development programme in
which we will invite consul-
tants and people with in-depth
knowledge of the subject to help

skill development of our senior

executives. What will happen in
the next millennium is that un-
der the WTO the service sectors
will become very competitive.
The protective boundaries that
we have now will disappear.
Unless we prepare ourselves for
the competition we might see
many foreign banks operating
in the market. So unless we get
prepared for that it will be diﬁ'l-
cult for us to survive.

DS: How do you look at the
central bank’s liberal policy to
help !grcrw modern banking in
Bangladesh. Arc thare still bot-
tlernecks for the smcath growth
of modern banking?

KAM: Well., the Central
bank's openness towards mod-
ern banking is very helpful and
positive to the growth of mod-
ern banking. Even in the 80s
there were many restriction in
place: The interest rates and ex-
change rates were fixed by the
Central bank, for example. Un-
der the reform programme
many of the restrictions have
been withdrawn and Central
bank’'s role has become more of
a supervisory now as opposed to
controlling in the past. This is
helpful for the banks. It also
helps the banks to strengthen
their position. In fact banking
sector has become much more
stronger today than it was be-
fore.

About the stumbling block
for the growth of the banking
sector 1 would say we do not
have a ;frn er banking software
in Bangladesh as of now. More-
over, there are three other im-
portant issues that need to be
addressed and resolved quickly
in the new millennium. They
are:

(a) Huge non-performing
loans

(b) Provision and capital
shortfall in banks

(c) Low level of operational
and manpower efficiency.

The main challenge of the
Banking sector will be to over-
come the above weaknesses. For
this we need enabling environ-
ment such as effective legal
system, improved tele-commu-
nication, improvement of law
and order situation, and strong
and effective supervision of
Bangladesh Bank

DS: Thank you very much

Jor your time.
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