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CHAPTER - VI
A) DATA PRESENTATION ANALYSIS AN
INTERPRETATION RELATED TO THE CUSTOMERS.

For the purpose of data collection the researcher selected 200 B

customers from Sangli city. The researcher relied heavily on the sample

respondents from the total population of customers.

For that two structured questionnaire were designed and they were

administered in the study area for collecting data from the sample selec
respondents in mentioned above. The data collected through the independs
questionnaire was complied, tabulated and interpreted with the help
statistical techniques.
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The set hypothesis was also tested with the help of statisti

al

techniques like chi-square test, Percentage method etc. This chapter basically

divided into two parts like 1st Data Presentation and interpretation conce:
to the Customers and 2rd Data Presentation and interpretation concerning
the Branch Manager.

The following table showing the distribution of respondents (on the

basis of nature of accounts).

8
to

Nature of Accounts No. of Respondents. % of Respondents.
Savings A/c 70 35 %
Loans A/c 50 25 %
Deposits A/c 40 20 %
ATM A/c 40 20 %
Total 200 100 %

Source : Field Survey.

Graph showing the nature of account and their holders.
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B) OBSERVATION AS PER INTERVIEW SCHEDULE FOR
BRANCH MANAGER OF SHAMRAO VITHAL CO-
OPERATIVE BANK LTD. SANGLI BRANCH.

INTRODUCTION : Service is an act where one person offer the benefits or
satisfaction to another person. Thus services marketing refer creation of
image of the service products and to motivate them to purchase the same.
Now a day in every area or field the service marketing plays an important
role. These area are either may be health, tourism and travel, transportation

and logistics, financial or education, IT, and media services or public services.

BANK MARKETING IN FINACIAL SERVICES.

As Indian Banking sector historically passes the five stages which are ~
pre-Independence, Post - Independence, Pre- Nationalization, Post-
Nationalization and Post- Liberalization.

In all above the stages compare to last stage marketing was always
taking into account as a cup of tea for the bankers. But in today’s era it is
becoming an integral part of management function in the banking sector.

Bank marketing is the aggregate of functions directed at providing the
services to satisfy the customers need, want, demand etc. As it deals with
need, want & demand it is important to find tout the exact financial need &
wants. The corporate as well as individual may have certain needs, wants &
demands. The marketing of services in the industry like banking sector is
philosophy to be considered by the whole organization ~ from the chief

executive to the person who works at the counter.

7 P’'S & ROLE OF SVC BANK IN SERVICES MARKETING.

1.Product : Product is a bundle of utilities which satisfies the human wants.
The product may be either tangible or intangible one. During the interview it
is found that the bank offers veracious kind of products to their valued

customers. They are savings, deposits, current a/c, recurring and various
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types of loan products, D - Mat, lockers, Insurance, mutual funds and the
foreign exchange services etc.

2.Price : Pricing is the crucial element in the marketing mix as it is determines
the revenue that will be generated. If the selling price is too high, a company
can achieve its sales volume target. If it is very low the target may be
achieved but the profit may not be earned. Price factor - decision, policy,
setting is very complicated one. In SVC bank it is studied that the rates of
interest on the loan products are differ from each other. While in case of
deposit schemes the rate of interest influences period wise. The pricing
decision is always taken by the higher authority of SVC bank.

3. Place : Place also plays an important role in 7 P’s of Marketing. The buyers
always prefer to buy the goods and services in places that are easily available
and convenient to them or can consumption may be easiest one. Therefore by
considering this element the SVC bank has chosen residential place- where
around the extension and the business area is located. In case of timing it is

convenient to the people which is flexible also one. The branch operating

timing is :
Day Time For Whom
Monday to Friday 11.00 AM to 3.00 PM Customers.
11.00 AMto530P.M Branch Employees.
Saturday 11.00 A. M to 12.30 P.M Customers.
11.00 AMto 2.00P.M Branch Employees.

And the place of branch is also very safe. The branch is fully equipped
with the armed Security force as well security elements like CCTV, Siren etc.
4. Promotion : The promotion is always used to communicate the benefits of
the products. The promotion decision also plays an important role in
promotion mix. The promotion decision always includes the ; what message
to use ? Which media? What timing for advt campaign? And what is the
budget. During the interview it is observed that the SVC bank has been

adopted the sales promotional tools like advertising, print media, electronic
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media. Even they have own web site through which-they can disseminate the
information in well manner. As CRM is becoming more importance in
marketing the SVC has also realized the importance of it. So, by taking into
a/c they are trying to follow it.

5. People : The marketing effectiveness is always depends upon the quality of
people who are act as an valued asset for the organization. The skill,
knowledge, people handing techniques etc also influence the service offering.
In this regard, SVC tries to offer more and more fast, effective and efficient
services to their customers with the help of their employees. The elements of
H.R.M and application of it for employee getting much importance in their
branch. Due to providing training form time to time, the adoption of
performance appraisal by the branch manager, taking review of the working
periodically as well moral support not only from branch manager but also
from higher authority always leads to maintain the clarity, cleanliness,
courtesy during offering the various schemes, products to its valued
customers.

6. Process : Process decision is again much important in service sector. There
is a systematic process in offering the products to their customers. In SVC
bank it is reviewed that there is a systematic hierarchy of working process
which begins from the Branch manager to clerk. Even there is a flow of
communication which is the most important to maintain harmonious
relationship between the manger and employees. Due to this the SVC bank
satisfies their customers by offering the various kinds of products.

7. Physical Evidence : Physical evidence is an important in guiding the
customers in marketing. It can be in various forms. During the studying the
physical evidence in the bank it is observed that the SVC is well equipped
with the interior design, the clean & bright environment, basic facilities etc.

These factors also play a vital role toward the selection of bank by the people.
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