To serve high-net-
worth clients,
banks launch sepa-
rate premium seg-
ments, similar to
those existing in
developed coun-
tries for years now,
with an objective to
render tailor-made
services and give
special benefits

SAJJADUR RAHMAN

The concept of serving high-net-worth clients
with maximum attention has given rise to a new
tier of banking.

It has encouraged banks to launch separate
premium segments, similar to those existing in
developed countries for years now, with an
objective to render tailor-made services and give
special benefits.

Some of these services include premium
credit and debit cards, dedicated relationship
managers, discounts, and offers on services and
products such as loans and lockers,

Services under priority banking also include
internet and mobile banking, financial consulta-
tion and information. Some banks offer pre-
mium credit cards with shopping and entertain-
ment rewards all over the world.

The idea was floated a decade ago in
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Bangladesh and now many local, private and
foreign commercial banks are offering these
specialised services to hook potential new cus-
tomers and retain existing ones. Trained banking
professionals, known as relationship managers,
provide these services to the clients.

Some of these private lenders include Brac
Bank, City Bank, Eastern Bank, Mutual Trust
Bank, Prime Bank and United Commercial
Bank, while the foreign banks are HSBC and
Standard Chartered.

“The goal of our priority banking is to deliver
specialised services and provide a dedicated
channel to our customers with an array of privi-
leges,” said Anis A Khan, managing director of
Mutual Trust Bank or MTB that launched 'Privi-
lege Banking' in 2010 and again, restructured the
division in August 2014.

The bank has about 700 privileged customers;
after the restructuring of the unit, its customer
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base has grown by 290 percent and deposits by
200 percent, he said.

A customer must have a minimum deposit
and three-month average deposit balance of Tk
30 lakh or above to become a privileged cus-
tomer.

Khan said MTB aims to give tailor-made
products and services to cater to the ever chang-
ing needs of clients. These customers are deter-
mined generally by the average balance they
maintain with the bank. A client's background is
also an important determinant.

In most cases, potential customers are auto-
matically offered priority banking services and
they do not need to pay additional fees or charges
for it.

Priority services differ from one bank to
another. For example, free locker services are not
provided by all.

Standard Chartered Bank, which was the first

to launch priority banking in Bangladesh in
2001 and re-launched it in 2010, has a different
set of conditions to become priority customers.

A customer has to have a minimum six-
month average deposit balance of Tk 35 lakh or
equivalent, which will go up to Tk 50 lakh in a
current account/savings account, plus term
deposits.

Under an asset-led definition, a customer
must have mortgage worth Tk 70 lakh or mort-
gage plus auto loan of the same amount to be
eligible for priority services at StanChart.

“When launched in 2001, the exclusive propo-
sition was that it was the first of its kind in the
market. Over the years, priority banking has
evolved and is now deemed as a benchmark in
the industry,” said Bitopi Das Chowdhury, coun-
try head of corporate affairs at Standard
Chartered.
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How far does your bank’s
relationship stretch?

Priority status follows you.
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Take advantage of our
global network.

Priority Banking status of our clients is not limited
to Bangladesh only, it extends worldwide. Our
Priority clients along with their family members
have access to 200+ Standard Chartered Priority
Banking Centres globally. Wherever you go, your

For more details on Priority Banking services
please call our Client Contact Centre at

02 8332272 or 16233 (from mobile).

Priority .\

Here for good




