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CHAPTERONE

INTRODUCTION

1.1 BACKGROUNDOFSTUDY

Marketingreferstothoseactivitiesinvolveinflowofgoodsandservicesfrom

productiontoconsumptioninvolvingbuying,selling,advertising,standardizingand

theneedformarketinginbanking.

Traditionally,theneedformarketinginbankingwasnotrecognizedbecause

foraverylongtime,bankinghasbeenasellermarketwhilemostcustomershadthe

impressionthattheywereprivilegedtoenjoytheserviceofabank.Anotherreason

thatmarketing asa disciplinehasa strong good inclination becauseservices

possess some characteristics which limit,the extentto which techniques of

marketingcouldbeapplied.

Servicescannotbeinventoriedandtherecanbenostandardizedspecification.

Thisisnotpossibletoputservicesondisplayforappealtothesenseoftaste,smell,

sight,ortough.Utilityisinperformanceratherthaninpossessionandutilitydoesnot

lieinanyphysicalcharacteristicwheresamplescouldbeshowntoattractpatronage

inthemodernbusinessworldthewordmarketingiscontroversialforinstanceitis

saidtobeareducingagenttoaunitcostofa productbythecreationofmass

demand whileon theotherhand,itisseen to bewastefulin thesensethat

consumerspaymoreforproductthatisadvertised.

Marketingisnotasciencethatifstrictlyappliedwilldefinitelyleadtoa

predictableresultatthetime.Ifisnotaninstrumentthatcanrestoreapoorproduct
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orservicesanditisnotsodesignedtorejuvenateadecliningmarket.Inessenceit

playssignificantroletowardthegrowthanddevelopmentofservices,ifcontributes

positivelytowardstheupliftmenoftheimageofabusiness.

Marketingamongothers,playthefollowingmayorrolesinthelifeofany

business. Ifisdesignedtomakeknow tothepublicthataparticularproductor

serviceorproductthatparticularproductorservicesisactualavailablebygiving

moredetailtechnicalnativeofaserviceorproduct,suchasspecificationanduseof

theproduct

- ifisdesigned to makeknownto thepublicthataparticularproductor

servicesisactuallyavailablebygivingmoredetailtechnicalnativeofaserviceor

product,suchasspecificationanduseoftheproduct.

- itisusedtopersuadethepublicaboutanycompaniesproductorservices.the

objectivesofthepersuadeistobeincludedinthemarket.

- strategictoexerciseapreferencefortheserviceorproductbeingpitinthe

marketasagainstcompetingproductorservices.

Thisisequallyachievedbyuncoveringthecomposition,theusefulnessand

thebenefitoftheproductorservicesofaparticularcompanytothepublic.

Theadvertisingremainsthedominancefrom thestrategybyacquiringthe

consumerwiththevalueofaproductorservices,advertisingwritersthemarketand

improvestheacceptanceoftheproductorservices.

Therateofwhitennewproductarebeingdevelopedisanotherexcitingaspect

oftheNigeriabanking system today.MostespeciallyfirstbankofNigeriaplc
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introducedmobilebankingintermsofcarryingbankingfacilitiestothecustomerand

attractingheunbanked.

So,marketingexecutesmustdevelopstrategyinsatisfyingcustomerswhat

and generating profitfortheirbanks.Anattemptto know themostsatisfying

services,rightchanneltobeadoptedandthepromotionalstrategytoapplylendsto

measuringthedegreeofeffectivenessofthesestrategies.

EversinceitsestablishmenttheNigeriadepositinsurancecorporation(NDIC)

hasbeen consistentwith itsmandate asprovide in Nigeria depositinsurance

corporationdegree,continuedtoensurethesoundbankingsystem thesanitization

ofthebankingsectorshasremainedtheprimaryforcesofthecorporationactivities

throughtheadoptionofappropriatefailureresoluteoptionandeffectiveimplement

actionofvariouslawspromulgatedbythegovernmenttostem thehideofdistressin

thesystem.

1.2 STATEMENTOFTHEPROBLEM

In the area of competitive and dynamite business environment,an

organizationtends,tofacesomeproblem intraininganddevelopmentofmanpower

resources.The problems are in evitable and mostly the cause ofoperation

expansion in an organization and its vitalin the banks in attainmentoftheir

objectives.

Intherecentchangesinbusinesscircleshumanresourcesdepartment(HRD)

havecometostay.Thisdepartmentisusuallyresponsibleforhandlingmatterson

traininganddevelopmentwhilepersonnelandadministrativedepartmentwhichhave
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beeninexistencearestillinchargeofallothermatters.Thisisdonetoensurethat

allemployeesareassistedwithprogrammestoenablethem acquireadditional

knowledge,skillandattitudewithwhichtoperform theirjobs.

Itiscommonknowledgethatmostcompaniesrecognizethatmostoftheir

principleassetlieswithintheskilloftheiremployeeatalllevels.Therefore,this

researchworkisaimedatfindinganswertoquestionsrelatingtotheimpactof

operationalexpansiononbankingsystem.

ThusaresomeoftheproblemsmilitatingagainstthedistressedbanksinNigeria.

i) Incompetentbankmanagement:mostatthemanagementtermsatproblem

banksnotcompetentenoughtoaddresstheissuesofdistresssquarely.

ii) inadequate debtrecovery process:the legislative provision is sluggish,

cumbersomeanddoesnotencouragespeedyrecoveryofbankdebts

iii) politicalfactor:theharmfuleffectofthetollonbusinessenterprisesaswell

asonthebanks.A politicallystableeconomyisnecessaryforeffective

performanceofNigeriabankingindustry.

iv) Macro-economic recession:The depressed condition has continued to

adverselyaffecttheoperationofmostbanksespeciallythedistressedones.

1.3 RESEARCHQUESTIONS

Researchquestionswouldbeaddressedbytheresearchworkincludesthe

following.

i) Whatisbankingsystem?

ii) WhydoesNigeriabankingsystem needtobeexpanded?
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iii) Whatare the impactofoperationalexpansion in Nigeria banking

industry?

iv) Whatare the various problems feed by Nigeria banking industry

during/beforetheirexpansion.

1.4 OBJECTIVESOFTHESTUDY

Objectiveofthestudyexplainswhattheresearcherintendstoachieveatthe

completionofthestudy,thatistheprincipalaim ofstudy,onhow totestthe

expansion ofoperation ofbanking industry in Nigeria through training and

developmentofthestaff/employeeinthebankindustry.

Inaddition,itcarefullyoutlinesthestagesofmarketingstrategiesas:

1) Identifying

2) Planningonthemarketingobjectivesandmixtoappealtothistargetgroup,

withdueregardtointernalcircumstances.

3) Attentiontoexternalforces.

4) Tomakeapolicyrecommendationonthefindings.

Theresearchisfimportanceatdeterminetherationalebehindcustomers

Preferenceforcertainservices,sothatmarketingexecutivewillbeableto

manipulatethemarketingmixwhichareproduct(service)pricepromotionand

channeldistribution.



6

1.5 RESEARCHHYPOTHESES

Inanattemptstoachieveathoroughanalysisofthisstudy,hypothesisare

neededtogiveforcesanddirectiontostudy.

Ahypothesisisaspecificdeclarativestatementoftentativenaturewhose

validaityistobeestablishedbyresourcesofempiricalfindings.Forproperanalysis

ofthestudy,thefollowinghypothesishasbeenformulatedtoassistingivingforces

anddirectiontotheresourceswork.

HO:representnullhypothesis

HI:representalternativehypothesis

HO:theoperationalexpansiondoesnothaveanyimpactintheregulationof

Nigeriabankingsector.

1.6 SIGNIFICANCEOFTHESTUDY

Thesignificanceofthisstudyistoimproveemployee’sperformanceand

provideasuitabletrainedstafftomeetthepresentandfutureneedsofbanks.

Employee’sknowledgeandskillshavetobeimprovedandhisattitudeand

behaviourmodified.

Traininganddevelopmentofemployeesthereforeisdirectedatimprovingthe

qualityofworkforbetterandeffectiveexecutivesofcorporateprogrammesand

realizationofindividualobjectives.

Furtherresearch isneeded in thisstudyto know thecause,effectand

implicationoffailedexpansionofNigeriabankingindustryaswellasappraisalofthe

impactinNigeriaDepositInsuranceCorporation(NDIC)tilldateinthemanagement
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ofdistressedandfailedbanksoperationexpansion.

1.7 SCOPEOFTHESTUDY

Thisstudyisintendedtocoverthemainoperationsusedintheexpansionof

bankingoperations,therelevanceoftraininganddevelopmentprogramme?How

such activitiescould beimproved upon now and in thefutureand constraint,

encounteredintheprocessofcarryingouttheactivitiesarethefocusofthisstudy.

LIMITATIONOFTHESTUDY

Duringthecourseofthisresearchwork,theresearcherencounterednumber

ofconstraintwhichalmostincreasethesuccessfulconductofthisproject.

i. FINANCIAL CONSTRAINTS:Research was handicapped with inadequate

financialresources.Thefundregulatedforthisresearch-transportationcost,

typingandbindingoftheprojectwork-allthesemadetheresearcheffort

seriouslydemanding.

ii. LACK OF THE CORPORATION OF THE RESPONDENTS:Therespondents’

responsesinmostcasesdidnotgivetrueandappropriateresponseswhile

somesaidtheyhavenocommenttogive.

iii. LACKOFNECESSARYTEXTBOOK:Onlyfewtextbookswereavailable.Some

ofthesubmaterialinmostcaseswereonloans.Thisposedaservice

challengetotheresearcher.

1.8 DEFINITIONOFTERMS
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Operationsstrategy:Thisreferstotheprocessofmanagingresourcestomeetlong-

term goalswithinanorganization.Forabusinessundertakingaproductexpansion,

goalarelikelytoincludeaexpandedcostumerbase,increasedrevenueandhigher

profits.

Deposit:Asum ofmoneyofotherassetgivenasaninitialpayment,toshowgood

faith,ortoreservesomethingforpurchase.

Institution:Anorganizationespeciallyonededicatedtopublicserviceorthecaseof

thedestitute.

Monetary:Thiseconomicbusinessthatproducegoodsasopposedtoservices.This

isterm usedtodescribeitem likecalendar,pencils,pens,key,shoppingbagsand

memopadsthatanadvertisergivestotarget,prospectwithoutchargeandthen

repeatedbyexposingtheprospecttotheadvertisersnameandmessage.

Insurance:Thisisanindemnityagainstafutureoccurrenceofanuncertainevent.

Distree:Aseizingofpropertywithoutlegalprocesstoforcepaymentofadebt.

Corporation:Agroupofindividualcreatedbylaworunderauthorityoflaw,havinga

continuousexistenceindependenceoftheexistenceofitsmember.

Establishment:Thisisastateofbeingfounded.

License:Thisisastateofbeingpermittedtodosomething

Integrity:thisqualityorconditionofbeingcompletelypure.

Targetmarket:Thisistheterm oftenusedtodescribethepartoftotalmarket

comparisingthemostproduct,willingnesstobuyitandtheabilitytopayforit.

Demographic:Thesearethecharacteristicsofapopulationincluding sex,age,
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income level,maritalstatus,geographic location,occupation and statistical

classificationintowhichpeoplecanbeseparatedandusedforadvertisingpurpose.

Comprehensive:Thisterm referstoadvertisinglayoutchosentobepresentedto

lookasmuchlikethefinishedadvertisementaspossible.

Marketingchannel:Thisisamethodoforganizingtheworktobestoredtomove

goodsfrom producerstoconsumers.

Marketingmix:Thisparticularblendofcontrollablemarketingvariablesthatfarm

usestoachieveobjectivesinthetargetmarket.

Marketingsegmentation:Theactofdividingofmarketintodistinctandmeaningful

groupofbuyerswhomightmeritseparateproductsandormarketingmix.

Marketingstrategy:Thefundamentalmarketinglogicbywhichthebusinessintends

toachievemarketingobjectives.Itconsistofcoordinatedsetofdecisionon;target

market,marketingmixandmarketingexpenditurelevel.

Marketing:Thehuman’sactivitiesdirectedatsatisfyingneedsandwantsthrough

exchangeprocess.

1.9 PLANOFTHESTUDY

Forclarityandbetterunderstandingofthisresearchwork,thecontentofthis

studywillbedividedintofive(5)chapters.

Chapteroneofthestudycontainedgeneralintroduction,statementofthe

problems,objectivesofthestudy,scopeofthestudy,researchquestion,hypothesis,

limitationandconstraintofthestudy,andlastlythedefinitionatrelatedterms.

Chaptertwofocusontheliteraturereview,conceptualframework,theoretical
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frameworkandempiricalreview.

Chapterthreefocusontheresearchmethodology,researchquestions,methodsof

dataanalysis,populationofthestudy,researchinstruments,andresearchdesigns.

Chapterfourfocusesonpresentationandanalysisofdatabeencollectedfrom the

abovechapter.Chapterfiveentailssummaryoffindings,conclusionandlastlythe

recommendations.
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CHAPTERTWO

LITERATUREREVIEW

2.0 LITERATUREREVIEW

Theliteraturereviewonthistopicaremanybutthemostimportantaspectis

therationalebehindtheneedformarketingbyourcommercialbanksandother

financialinstitutionsforproductiveservices.AccordingtoprofessorBangbola(2019)

mustbeintroducedwithsuitablemarketingcampaigntoarousetheinterestinit.

Thepathforexpansioninoutputmostbepavestbysuitableexpansioninmarketing

budget.

BankinNigeriaarenow adoptingthefullmarketingconceptandarenow

bringingintofocus,theneedforapplicationofthecompletemarketingmix,Afolabi,

Y.O(1938)PhilipKolter(1980)definemarketingashumanactivitieswithdirected

process.Marketingisalso“thesetofactivitiesbywhichthedemandstructurefor

goods,ideasandservicesismanagedinordertofacilitatetheexchangeprocess

satisfactorily(BucllU.PandHeyeie,1970)

According to Alhaji.I.O.(1998)Marketing wasdefined as“allbusiness

activitiesaimedatplanning,pricing,promotionanddistributinggoodandservicesto

thebenefitofpresentorpotentialconsumeroruserataprofit.Marketingtherefore

implies findings outwhatconsumers wants and meeting theirneed through

satisfactoryproductorservicesatprofit”

There are characteristics which limitthe exten to which technique of

marketingcouldbeappliedinbankingindustry.Theabsenceofmiddlelemnmost
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serviceindustries(e.gbankingindustryisperhapsanothermajorreasonfordelayin

theapplicationofmarketingtechniquestoservicepersistentbecauseinthatcase,

themarketingeffortatthevariousstagesofthechainatdistributionwouldbe

lacking,(AfolabiY.O1988).

SorunkeS.(1989)saidbankmarketingwasfirstdevelopmentintheUnited

StateofAmericanandwasdefinedas“partofmanagementactivityseekingtodirect

theflowofbankingservicesprofitablythroughselectcustomers”.

Theneedformarketinginbanksstemsfrom intensecompetition,notjust

from outerbanks,butalsofinancialcompanies,loanassociations,creditunions

insurancecompanysociety’se.t.c.allcompetingforcustomer’sfundsandtheir

financialservicesneeds. Therecentincreaseincapitalbaseto25millionforall

commercialbanksinNigeriahashoweverchangedthesituation.Officersfrom

variousbankingestablishmentsnowqueueeithertobeaprospectivecustomerorto

retainexistingones.Competitionisthenew keywordintheindustryandbanks

strewinghardtogetafairshareofwhatevergoodbusinessthereis.Thepackaging

offinancialservices,hassubsequentlychangedforbetterandnewavenuegradually

beingexploredtosatisfycustomerrequirement;Usman,D.R.S.(1996).Tocapitall,

AfolabiY.O(1988)said“however,notevenacausalobserverwillfinditdifficultto

noticethetremendouschangesthathastakenplaceinthebankingindustryinthe

fewdecade.
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2.1 CONCEPTUALFRAMEWORK

Forproperfunctioningofanyorganization,wemustunderstandtheconcept

ofplanninginthatveryorganizationandplanningineveryorganizationandwhat

planningentails.

Planning – conceptmeaning and scope:This serves as the base or

foundationchapterofthisstudy;itaimstobringoutdifferentdimensionsofthe

conceptofplanning and discuss its scope and application as an important

instrumentforprofessional,andpersonalgrowthanddevelopmentofanindividual.

Hopefully.Ourdiscussionwillattendtoyourconcernandquestiontheconceptof

planningandclearyourthoughtontheotherissuesrelatedtoit.Itisimperativethat

wecometoanunderstandingoncertainfundamentalaboutplanningbeforewetake

theprocessforwardtoconsidermoreareasataplanning

Planning is an organized programmed,designed to aid the employee’s

performancethroughtheimpositionatjobskillsandknowledge,failureofmost

organizationwasattributedtolackofemployeeplanninganddevelopmentasthe

jobactivitiesremainboringtountrainedpersonalemployee.Developmentrefersto

teachingmanagersandprofessionalskillneededforbothpresentandfuturejobs.

Faringandmangers’developmentarethereforeamixtureofactivitiesaimed

atimprovingtheperformanceatpersonnelinorganizationfortheattainmentof

continuous improvementin productivityin the organization.One ofthe factor,

militantagainstthegoodperformanceofemployerisadequate.Planningisthe
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systematic planning and development of analysis of it contribution to the

effectivenessandefficiencyatanorganization.

Nwachukwu(1988)seesplanningasorganizationeffortaimedathelpingthe

employeeacquirebasicskilled.Insomecases(1996)seeplanningasconsistent

plannedprogram designedtoimproveperformanceoftheindividualgroupinrelated

workAina(1992)seesplanningastheacquisitionofthetechnologywhichpermit

employeetoperform accordingtostandard.

ToBanjoko(1996),planningisanorganizationprocedurebywhichpeople

learnknowledgeandskillforadatingpurpose;thatis,itisaprocessforequipping

theemployeeparticularlythenon-managericalemployee.

Planninginview ofdecorateandRobbins(1996)isalearningexperiencein

thatitseeksrelativelypermanentchangeinanindividualthatwillimprovehisability

toperform job.

ToDresleretal(1999),planningistheprocessofteachingemployeethe

knowledgeorskillstheyneedtobetterperform thancurrentjobs.Thatis,planning

aimstohelpemployeemeetthegoalsofthecompanyaswellastheirowngoals.

To Nankervis,etal(1999)planning is any procedure initiated by an

organizationtofosterlearningamongorganizationmember.

To Ofodaft (1988), development refers to teaching manager and

professionalstheskillsneedforbothpresentandfuturejob.

Thefocusataspectsofhumanresourcesdevelopmentisondevelopingthe

mostsuperiorworkplacesothattheorganizationandindividualemployeescan
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accomplish theirworkgoalsin servicesto customer.Organization have many

opportunitiesfortheworkplace.

Humanresourcesdevelopmenthasbeendefineasempoweringpeopleby

fosteringthecontributioncapacitiesthattheycanbringtotheimprovementoftheir

ownqualityoflifeandthatoftheirfamilies,communitiesenterprisesandsocieties.

A comprehensive cross senatorial and integrated human resources

developmentapproachthatissensitivetogenderconsiderationsandattendedto

specificneedsofvulnerablepopulationswouldbeadopted,incorporatingmultiple

vitalareassuchaspopulation,healthnutrition,sanitation,employmente.t.c.effort

shouldbemadenottoconfinethesedimensionofhumanresources.

Theprocessoflearningtheskillyouneedstodoregardingaparticularjobare

activelytheprocessorroutineatisteachingordevelopinginoneselforothersany

skillsandknowledgethatrelatetospecificusefulcompetences.

Planninghasspecificgoalofimprovingcapability,capacity,productivityand

performance.Itsfrom thecareofapprenticeshipthatprovidethebackboneof

contentatinstitutesattechnologyalsoknownastechnicalcollegesorpolytechnics.

Inadditiontothebasicplanningrequiresfortrade=,occupationsorprofession

observesthelabormarketrecognizedasof2008theneedtocontinuebeyondinitial

qualificationtomaintainupgradeandupdateskillthroughworkinglife.

Planningcanbedefinedasanongoingofteachingnew employeethebasic

skill,theyneedtoperform theirtaskeffectivelyandefficientlyisastartterm skills

developmentcampaignintendedtoimpactthebasicskill.Therefore,itcanbesaid
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thatplanningratetosystematicproceduretoimproveperformanceincaseofFIRST

BANKPLC.WhichisaleadingbankinginstitutioninNigeriawithmanyyearsof

bankingexperience,theformernameofthebankwasBarelaysbankofNigerialtd,

butbecauseofgovernmentlowthatallforeignformsshouldbeindigeneifaname

waschangetoFirstBankOfNigeriaPlc.

Thebankcommencedoperation,inNigeria,in1917whenitwasincorporated

toapubliclimitedliabilitycompany.Itwasconvertedtoapubliccompanyin1970

todaybankwasdiversifiedintoawholerangeofbankingactivitiesandservices

including commercialmerchantand internationalbanking through an efficient

informationmanagementsystem hasbeenintroducesintobankingoperationin

ordertofacilitaterapidresponsetocustomers.

Howeverdynamicandprogressiveorganizationmustbekeptandtechnique

especiallynowthattheemphasisisonautomation.So,organizationcanmeetwith

thesuccess,itmustidentifyandanalysisproblem factorssurroundingitandwhere

training and developmentofhuman resourcescan solvethem economically,it

shouldplanandcarryouttheirtask.

IMPORTANCEOFPLANNINGANDDEVELOPMENT

Planningpresentsprimeopportunitytoexpandtheknowledgebaseofall

employees butmany employerfind,the developmentopportunities expensive.

Employeesalsomissoutonworktimewhileattendingplanningsessionswhichmay

delaythecompletion ofproject.Despitethepotentialdraw backplanning and

developmentprovideboththebenefitsthatmakethecostandtimeaworthwhile
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investment.

ADRESSINGWEARNESS

Most employee have some weakness in their workplace skills,a planning

programmedallowsyoutostrengthentheseskillsthateachemployeeneedsto

improve.Adevelopmentprogram bringsallemployeetoahigherleveltoreduceany

weallinkswithinthecompanywhorelyheavilyonothertocompletebasicworktask;

providingthenecessaryplanningcreatesanoverallknowledgeablestaffwithwork

ontermsorworkimprovedemployeeperformance.

Anemployeewhoreceivesthenecessaryplanningisbetterabletoperform

herjobbecauseheismoreawareofsafelypracticesandproperproceduresfor

basictasks.

REASONSFORPLANNING

Knowledgeandskilldevelopmentisvitaltothehealthoforganization.Welive

inaknowledgeandinformationage;Organizationareroutinelyvaluednotjuston

theirphysicalbutontheirintellectualcapital.Planningisoneofthechiefmethodsof

maintainingandimprovingintellectualcapital,sothequalitythatifviewedasan

investmentmatterthanasanexpensecanproducehighreturns.

Planning affects employee retention and is a valuable commodity.

Organizationeffortaimedathelpingemployeetoacquirethebasicskillsrequiredfor

theefficientsituationsoffunctioningforwhichtheyarehired.Developmentonthe

otherhand,dealswithactivitiesdutiesandassumespositionsofimportanceinthe

organizationalhierarchy
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Planning and developmentare often initialforemployee ora group of

employeeinorderto:

1. Relevantlyremaininbusiness

2. Createapoolatreadilyandadequatereplacementforpersonalwhomay

leaveormoveupontheorganization.

3. Enhancethecompanyabilitytoadoptanduseadvanceintechnologybecause

atasufficientlyknowledgeablestaff.

4. Buildingamoreefficientandhighlymotivatedteam whichatenhancethe

companycompetitiveposition.

5. Ensureadequatehumanresourcesforexpansionnewprograms.

STRATEGICPLANNINGPROCESS

Themostdiscussedconceptinmanagementisthestrategicmanagement

underwhichthereisstrategicplanning.Accordingto Owolabi(2001),strategic

managementis a managementprocess bywhich policies are formulated and

strategiesareselectedtoachievethegoalandobjectiveofanorganization.He

furtherstated thatthe conceptmanagementand strategic planning is that

componentofthestrategicmanagementsystem concernedwithclarifyinggoaland

objectives.Determine policy forthe acquisition and distribution ofresources.

Establishing a basis for translating policies and decision into specification

commitment.

He concluded that,strategic planneridentify the long range need of

communityororganizationexploretheramificationandimprecationofpoliciesand
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programmeddesignedtomeetthoseneedsandformulatestrategictomaximize

andminimizethenativeaspectattheforeseeablefuture.Strategicplanninghas

beendescribedbywriterasthefountainheadofallcorporateprogress.

Also,standardresearchinstitutein1992extolledstrategicplanningasa

systematicmeansbywhichacompanycanbecomewhatitwantstobecome.

BozemenGalenandNphartak(1999)describedstrategicmanagementas

processbywhichpolicies,areformulatedandachievedthegoalandobjectiveatan

organization.

Theyfurtherstatedthattheconceptofstrategicmanagementandstrategic

planning iscomposed interchangeably.Strategicplanning isthecomponentof

strategicmanagementsystem concernedwithclarifyinggoalandobjectives.

Earlierbefore,themanagersmanagetheirbusinesswithoutfutureplan.At

thattimetheyareinterestedonlyintoday’sworld,withtime,however,theybeganto

settheneedtoanticipatethefutureandpreparationforitbyfirstpreparingsystem

andprocedurefordecisionthatmustbeusedrepeatedly,herebycreatingtimefor

importantdecision.Forthepurseofthisstudy,thestrategicplanningwillbeused

togetherwith strategicmanagementserveastheintelligenceoforganizational

managementwhich raise the levelconsciousnessin managementand provide

valuableinsightbothtoevaluateheparametersofefficiencythatareattainable.

Strategicplanningofanorganizationandcorporateplanninginit’sowndealswith

planswhicharedevelopedfortheeffective,efficientanddynamicmanagementof

anorganization.
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Conclusively,thebanksinthefinancesystem shouldevolveameasureof

strategicplanningasasurvivalstrategy.Asastrategyplanningmakedifference

betweensuccessandfuture.Evidencehasshownthatmostbankswithstrategic

planningmakedifferencebetweensuccessandfailure,andaremostunlikelytofails

thingsbeenequalthecorporateplansusually,wouldintegratetheshortrange

medium andintegratemanagerandthus,provideaworkingdocumentforensuring

growth,profitabilityandmanagingchargeintheexogenousenvironment.

Themethodstartwithenterpriseprofiletodeterminewherecompanyisand

whereitshallgo.Theprofileisshapedbypeopleespeciallytopmanagement.The

purposeandobjectivearethepointtowardswhichenterpriseactivitiesaredirected.

Theenvironment,thatisthepresentandthefuturemustbeassessedintermsof

opportunityandthreat.Alsoasanadultoftheinternalenvironmentandevaluation

withrespecttocompanymusttakestrategicalternativesarethendevelopedonthe

basisofinternalandexternalenvironmentmedium andshortrangeplansandlastly,

testtheplansforconsistenceandpreparecontingencyplans.

STRATEGICMANGEMENTVARIABLE

Strategicmanagementisselectedbankestablishedthatthereispositive

correlationbetweenstrategicmanagementandorganizationperformanceiscome

banks.AccordingtoAdeyemi(1992),herearethreeparametersthatareconsidered

intryingtoinvestigationtherelationshipstrategicplanningandperformance.They

are:

i. Theorganizationenvironment
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ii. Thestructureoftheorganizationand

Thestrategicdecisionmakingwhichincludesmissionandobjectives,since

theissuethatconcerntheliteraturereviewsonstrategicplanningandorganization

performance,anumberofstudieshaveprovedthatthosecompaniesthatplan

usuallyperform creditablywellthanthosewithoutfirmedplan.InthestudyWadna,D.

andMalikA.Z(1955:10),raisedthequestionthatdoeslongmanyplanningimprove

companyperformance?Foundthatplannerssignificantlyouttoinformalplanners.

STRATEGICDECISIONMAKING

These aspects ofstrategic managementdeals with who participate in

decisionmakingregardingstrategicplanningandthosethatdonot.Italsodiscusses

theformulationofmissionandobjectivesintheorganizationso,manymanagement

writersbelievethatparticipationdecisionmakingproducecommitmentandmission

statement(astatementoforganizationspurposeintheenvironment)givedirections

toallmemberoftheorganization.

Iresanmi(1997):strategic decision process is characterized by novelty,

complexityandopenselfless.Healsostatedthatdecisionthat,decision.Another

writerAnsoff(1998)statedthatforcorporateplanningtoworkeffectively,itshould

bedevelopedasaninter-organizationandprocesstoincluderelationshipwithouter

organizationandinterestgroupswithintheorganizationwhoseactiondecisionare

likelytohaveanimpactonthefirm.Thisisaconsensusapproachandsuggeststhat

employeeshouldbeconsultedandinvolvedinvariousstageofcorporateplanning.

Thismaybeidealbutinvolvedatoftimeandcouldbedelayedbymultiplicityofthe
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externalenvironmentandconflictingproblemsandopinion.

Healsoassumesthattheemployeescouldmakemeaningfulcontributionto

corporateplanning.

PORTFOLDDIVERSIFICATIONASASTRATEGICPLANFORGROWTH

Plansforbusinessportfolioareveryimportantinanorganization.Thisis

becauseofdifferenttypesoffriskthatarepresentaroundthebusinessenvironment.

A rationalinvestsorisexpected to controlriskto the bearestminimum and

maximum return.Inrespectofthis,indefiningthebestbusinessportfolio,youmust

firstanalyzestrengthandweaknesstoenvironmentalopportunities.

Hence,abankcandiversifyportfolioinform ofgrowthstrategy.Accordingto

halland Salsa (1998),a firm should be cognizantofthe potentialbenefitof

diversificationofinvestmenttoachievethebestcombinationofnotpresentvalue

andminimum risk.Thefirmscandiversifyeitherthroughexternallyacquisition.

Capitalshouldbeallocatedsoastoincreaseshareholderswealth.Anoptional

combinationinternalandexternalinvestmentshouldbeonthatwhichmaximizesthe

valueatthefirm toitsshareholders.

LateneandTuthe(1962)wentfurthertodemonstratethatthestrategyof

investmentisinportfoliowiththehighestgeometermeansreturnisalmostcertain

toresult inhigherterminalwealthpositionthananysignificantdifferentstrategy

wouldintakingofportfolio

2.2 THEORETICALREVIEW

Theearliestplanningeffortrevolvearoundthejobexperience,ifyouwere
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luckyyouworkedwithatleastoneseasonalveteranwhotookyouunderhiswing

andguidedyouinpropertechniqueandthetricksofthetrade,ifyouweren’tlucky,

wellplanningwasprobablyamatteroftrialanderrorandyourbestprotection

againstinjury,wascommonsenseineithercare,beforeworldwarIIthetypesof

normalworkplaceplanningprogramsthatarecommonweremayrare.

Challenge1:Differentlearningstyles

Mostofusarenow familiarwiththeterm visualandauditorylearner.When

presentedwithimportantinformation,somepeoplemustseeittotrulyunderstandit

oncetheyhaveseeneverythingfallintoplace

HUMANRESOURCESMANAGEMENT

Humanresourcesdevelopmentlipsattheheartofeconomicssocialand

environmentaldevelopment,itisalsoavitalcompetentforachievingintentionallya

greedsustainabledevelopmentgoalsandforexpandingopportunitiestoallpeople,

particularly the vulnerable groups and individualin society human resources

development(HRD)istheframeworkforhelpingemployeedeveloptheirpersonal

andorganizedskills,knowledgeandabilities,humanresourcesdevelopmentinclude

such opportunities as employee planning employee carrier development,

performance management and development coaching mentoring,succession

planning key employees identification tuition assistance and organization

development.

ORGANIZATIONSTRUCTURE

OrganizationalstructureofFirstBankofNigeriaPlcisthediagrammatical
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representationofhowthebanklooklike,theworkingsystem atthebankaswellas

howinformationismovingwithintheentiresystem.

Thestructurerevealsthatapartfrom topmanagementdepartmentthebank

hasatpresenttendepartmentseachhavingatleastforjobsubsectioninducting

legaldepartment,inspectiondepartment=,corporatebanking,commercialbanking,

investmentbanking ,banking operation,creditrisk management,management

service,financeandperformancemanagement,retailbanking,supportservices.

MARKETINGMIZINBANKINGSERVICE

Marketingmanagementistheefficient(optimal)utilizationofthemarketing

mixwhichconsistoffourcomponentsnamely;productsorservices,price,placeof

distributionandpromotion.Thesecomponentareoftenreferredtoasconstitutethe

careatabank’smarketingsystem.

1) PRODUCT(SERVICE):Productwhicharetakentobeserviceinthecaseof

bankingmanygenerallybedefinedasasetoftangibleandintangibleattributes,

includingpackagingmanufacturesandretailersservices,whichsatisfaction.

2) PRICE:Pricecanbesupplydefinedasafigurethatequateagivenamountof

moneytosometotalbundleofsatisfactionorexpectation.Therearemanythings

thatdeterminethepriceofaproductorservice.

These include pricing objectives such as achieving target return on

investment,tostabilizeprice,tomaintainorimproveshareatthemarket,tomeet

andtopreventcompetitionandtomaximizeprofit.

Therearealsofactorsinfluencingpricedetermination,namelymanufactures
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cost,demandfortheproducttargetshareofthemarket,competitionreaction.

3. PLACE OFDISTRIBUTION:Hence,theavailablechannelofdistributionof

bankingservicesinNigeriaremaininthetraditionalbankbranchesareaandhead

office.Mostbankshavemorethanoneoutlet(branch)ofservice,infactthetending

istowardsalargenetworkofservicespointsthroughwhichtheestablishmentat

branchesreachesthevastmarketinthecountry.

Atthebranchlevel,thebanksprovideretailbankingservice.Theareaoffices

(commercialbank)serve as intermediate co-ordination and consummations of

branchoperationsareaffectattheheadoffice.

4) PROMOTION:Promotion in the companyattemptto stimulate sales by

directingpersuasivecommunicationtobuyers,itisdifficulttopromoteintangible

servicesbenefitsbecauseitiseasiertotellsomethingthatcanbeseen,feltand

demonstrated(product).However,thedifficulties,whichthecharacteristicsfeatures

atservicesposetochannelatdistributionofchannels,itcanstillberesolvedbyan

effectivepromotionalstrategicpromotionalprogrammeinaserviceoriented.

ORGANIZATIONCONSISTSOF:

1) Portraytheservicebenefitinapeasantandappearingmanner:

2) Todifferentiateitsofferingfrom thoseofcompetitions.

3) To build a good corporate image and regulations.Promotionalsetting,

publicityandsalepromotions.Allthesearecomponentsofpromotion,thatareused

differentorganization atone time orthe otherdepending on theirpeculiar

circumstancesorcorporateobjectives.
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However,the“promotions”frequencyfoundinbankingservicespromotion

model

A) Spaceadvertising

B) Televisionadvertising

C) Speeches(lecture)

D) Housepublication(journals)

E) Corporatepublicitythroughthemedia

F) Tradeexhibitions

G) Corporateidentificationprogrammedsuchassponsoringconferencessports,

consistsandsocial.

2.3 EMPIRICALFRAMEWORK

Intheempiricalliterature,studieshaveshownthattestingofthecorrelation

amongthevariablesofestimateswouldmaketheresearcherstodetectwhetherthe

variablehavehighmulticollinearityamongthemselves.Asaresulttheparameter

estimates could be contradictory with what be expected,because of the

unpredictableeffectofmulticollinearity(Agung,2009;etal,2006).However,Iyoha

(2004)arguedthatmulticollinearityamongvariablesoccurredwhentheresultofthe

correlationcoefficientisabove0.95.inlinewiththisexplanation,weconducteda

correlationmatrixamongthevariablesusedinthisstudyanddetectedthatthere

wasstrongcorrelationbetweenEDHEi.e.governmentexpenditureineducationand

health(r=0.98).Inordertoavoidmulticollinearityamongtheindependentvariables,

wethendroppedgovernmentexpenditureaneducationinouranalysisasshownin
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theresultatthefullymodifiedOLS(OrdinaryLeastSquare).

Arationalinvestsorisexpectedtocontrolrisktothebearerminimum and

maximum return.Inrespectofthis,indefiningthebestbusinessportfolio,youmust

firstanalyzestrengthandweaknesstoenvironmentalopportunities. A bank

candiversityportfolioinform ofgrowthstrategy.AccordingtohallandSalsa(1998),

hefirm shouldbecognizantofthepotentialbenefitatdiversificationofinvestment

toachievethebestcombinationofnotpresentvalueandminimum risk.Thefirms

candiversityeitherthroughexternallyacquisition.Capitalshouldbeallocatedsoas

toincreaseshareholderswealth
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CHAPTERTHREE

RESEARCHMETHODOLOGY

3.0 RESEARCHMETHODOLOGY

Thisexplainhow datawerecollectedandprocessedtogetherwiththestrategies

employedintheresearchtoobtaindatafrom variousprojectandhow togivethe

datacollectedafurtherprocessingsothatitcanrevealthetruepictureofthe

situation

3.1 RESEARCHDESIGN

Acommonresearchdesignforstudyingtheimpactofoperationalexpansioninthe

bankingindustryisadescriptivesurveydesign.Thisapproachinvolvescollecting

data through questionnaire orinterviews to understand the currentstate and

perception of various factors related to the expansion,such as efficiency,

profitabilityandcustomersatisfaction.Othermethodlikequasiexperimentaldesign

ortime seriesanalysis,can also be used depending on the specificresearch

question

Elaboration:

DESCRIPTIVESURVEYDECISION

Thedesignisoftenusedwhenthegoalistodescribethecharacteristicsofa

populationorphenomenon.Inthecontextofbanking,itcaninvolvecollectingofdata

from bankmanageremployeeandcustomerstounderstandtheirexperienceand

perceptionrelatedtooperationalexpansion

TIMESERIESANALYSIS
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Thisapproachinvolvesanalysisofdatacollectedoveraperiodoftimetoidentify

trendsandpatterns.Forinstance,youcouldtracetheperformanceofabankover

time afteran expansion to see how its efficiency,profitability and customer

satisfactionhavechanged.

Thechoiceofresearchdesignwilldependonthespecificresearchquestion,the

availableresourcesandthedesirelevelofdetail.Forexample,ifthegoalisto

identifythegeneralopinionofbankcustomersaboutanew branchadescriptive

surveymightbe sufficient.However,ifthe goalis to measure the impactof

expansiononabankfinancialperformance,time-seriesapproachmightbemore

appropriate.

3.2 POPULATIONOFTHESTUDY

Inthewayofgatheringtimelyinformationontheresearchwork,thesurveywas

conductedanditwasaimedatenablingtheresearchertodetermineaparticular

situationfrom theiractionoftheirsubjectconcernwiththestudy.Thereasonof

definingthepopulationinresearchworkisnotjusttoidentifytheelementbutto

enhance the measurementofcertain characteristicswhich can eliminated and

classified according to the requirementofparticularsurvey.Furthermore,this

researchworkontheentirestaffandmanagementoffirstbankplc.Thestaffof

casestudyweresubdividedintotwoareseniorstafffrom dataavailablefrom the

casestudy,therearefifteenseniorstaffandthirtyfivejuniorstaffgiventototal

populationoffifty.

3.3 SAMPLESIZEANDSAMPLINGTECHNIQUE
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A samplesizeisexaminingtheimpactofoperationalexpansion.Inthebanking

industry,itcanvarydependingonthestudy’sscopeandmethodology.Somestudies

useasampleofalllistedbankswithinaspecificregionorcountry,whileotherfocus

onasubsetofbanksorspecificbranches.Forexample,onestudyfocusedon15

listeddepositmoneybanksinNigeria,whilecustomerincludedtoobservationfrom

7listedcommercialbanks.

EXAMPLE

i. Onestudyusedasamplesizeof15listeddepositmoneybankin

Nigeria

ii. Anotherstudyutilized70observationfrom 7listedcommercialbanks

ii. AstudyfocusedontheimpactofE-bankingonoperationalefficiency

used138customerquestionnaire

Factortoconsiderwhendeterminingsamplesizestatisticalsignificance

A sufficientlylargesamplesizeisnecessarilytoachievestatisticalsignificance,

meaningthattheresultarenotlikelyduetorandom size.

GENERALIZABILITY

A largesamplesizeincreasethegeneralizabilityofthefindingstothebroader

population.

POWEROFTHETEST

Samplesizeiscrucialforthepowerstatisticaltest,whichistheabilitytodetecta

trueeffectifitexist.Inconclusion,thereisnoonesizethatfitsallsamplesizefor

studies on the impactofoperationalexpansion in the banking industry.The
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appropriatesamplesizedependsonthespecificresearchquestion,methodology

andresourcesavailabletotheresearchers.

SAMPLINGTECHINQUE

Severalsamplingtechniquescanbeusedinastudyontheimpactofoperational

expansioninthebankingindustry,includingstractifiedsampling,simplerandom

sampling and purposive sample.These techniques help researcherselecta

representativesamplefrom theeffectofoperationalchangesonvariousaspectlike

profitability,customersatisfactionandefficiency.

EXAMPLES

StratifiedSampling

Thismethoddividesthepopulation(e.gallbanksinaregion)intosungrouporstrata

basedincharacteristicslikesize,locationortypeofbankingservicesoffered.A

sampleisthenselectedfrom eachstratum,ensuringthatallgroupareproportionally

usefulwhentherearesignificantdifferencesbetweendifferenttypesofbank.

SimpleRandom Sampling

Everybankpopulationhasanequalchanceofbeingselectedforthestudy.This

methodisstraightforwardandcanbeusedwhenadetailedlistofthepopulationis

available.

PurposiveSampling

Researcherusetheirjudgmenttoselectspecificbankthatarerepresentativeofthe
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populationorthatareparticularlyrelevanttotheresearcherquestion.Forexample,if

the studyfocuses on the impactofa specific expansion strategy,purposive

samplingmightinvolveselectingbanksthathaveimplementedthestrategy.

3.4 SOURCEOFDATACOLLECTION

The source ofdata collection in this research work were mainlyPRIMARY &

SECONDARYcollection.Primarysourceofdatacollectionexclusivelyismadeused

inthequestionnaireingatheringinformationfrom thestaffofthecompany.This

primarydatacollectionfrom theresearchworksurveycarriedoutonFirstBankPLC.

Theinstrumentusedforcollectingprimarydataismainlyquestionnaireontheother

hand,secondsourcedatacollectionisavailabledatagatheringfortheuseofsolving

importantandrelatedproblemsinresearchworkandsourceasfuturepurpose

secondarysourceofdatacollectionwasfrom seniorpresentationjournalsand

literaturereviewfrom banks.

3.5 RESEARCHINSTRUMENT

Toresearchtheimpactofoperationalexpansioninthebankingindustry,avarietyof

researchinstrumentcanbeused,includingquestionnaires,interviews,coststudies

andstatisticalanalysisoffinancialdata.Theseinstrumentallowsresearchersto

gatherbothquantitativeandqualitativedataontheeffectsofexpansionoffactors

likeefficiency,profitability,riskmanagementandcustomersatisfaction.

Hereisamoredetailedlookatpotentialresearchinstruments

1. QUESTIONNAIRES
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PURPOSE:To gatherdata from a large sample ofindividualincluding bank

employees,customers,andstakeholders,toaccesstheirperceptionandexperience

relatedtooperationalexpansion.

CONTENT:Questionscancoverarangeoftopicssuchas,theimpactofexpansion

oncustomerservice,theeffectivenessofnew technologies,thechallengesfaced

duringexpansionandtheoverallimpactonbankperformance

ADMINISTRATION:Questionnairescanbeadministeredonlinethroughmail,orin

person.

2. INTERVIEWS

PURPOSE:Togaindeeperinsightintotheexperiencesandperspectiveofindividual

involvedintheoperationalexpansionprocess.

CONTENT:Interview canexplorethechallenges,suppressingandlessonlearned

duringexpansion,aswellastheimpactonemployees,customersandstakeholders.

ADMINISTRATION:Interviewcanbeconductedindividuallyorinfocusgroups.

3. CASESTUDIES

PURPOSE:To examine the operationalexpansion ofspecific banks in details

analyzingthefactorsthatledtosuccessorfailure.

CONTENT:Case studycan include information on the expansion strategy,the

implementationprocess,thechallengesfacedandtheoutcomeachieved.

DATA COLLECTION:Datacanbegatheredfrom varioussources,includingbank

records,interviewswithpersonalandanalysesoffinancialdata.

4. STATISTICALANALYSISOFFINANCIALDATA
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PURPOSE:To access the impact of operationalexpansion of a financial

performancesuchasprofitability,efficiencyandriskmanagement

CONTENT:Financialdatacanbeanalyzedtoidentifythetrendsandpatternrelated

toexpansion,suchaschangeinrevenue,costandmarketshare.

TOOLS:Statisticalsoftwarecanbeusedtoanalyzedthedataanddrawconclusion

abouttheimpactofexpansion.

Bycombiningtheseresearchinstruments,researcherscangiveacomprehension

understanding ofthe impactofoperationalexpansion in the banking industry,

helpingbankstoimprovetheirstrategiesandachievetheirgoals.

3.6 METHODOFDATAANALYSIS

Tostudytheimpactofoperationalexpansion,inthebankingindustry,researchers

oftenexploreacombinationofdataanalysisandmethodsincludingdescription

statisticsinferentialstatisticsandregressionanalysis.Thesemethodshelpqualify

theeffectsofexpansiononkeyperformanceindicatorslikeprofitability,efficiency

andmarketshare.

1. DESCRIPTIVESTATISTICS

PURPOSE:Summarizeanddescribethecharacteristicsofthedatarelatedtothe

expansion such as changes in revenue,expenses,customerbase and breach

network.

Examples:Calculatingtheaveragegrowthrateofkeymeters,identifyingtrendsin

customeracquisitioncostsandcompanyperformancebeforeandafterexpansion.

2. INFERENTALSTATISTICS
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PURPOSE:Drawconclusionaboutthepopulationbasedonasampleofdatarelated

toexpansion.

Examples:Conducting T-testorANOVA to compare the performance between

differentexpansionstrategiesorregions,andusingstatisticalmodelstodetermine

thesignificanceofobservedchanges.

Examples:Usingregressionmodelstoaccesstheimpactofnew branchopenings

onrevenue,customeracquisition,ormarketsharewhilecontrollingforfactorslike

populationdensity,competitionandeconomicconditions.

3.7 LIMITATIONTOMETHODOLOGY(OPTIONAL)

Operationalexpansioninthebankingindustrycanpositivelyimpactfinancialgrowth

andeconomicdevelopment.However,itcanalsoleadstoincreasedoperationrisk

andpotentialsinefficiencies.

A studymethodologylimitationcouldincludeasmallsamplesize,relevanceon

secondary rate or a lack of diverse perspectives which may affects the

generalizabilityofthefindings.

Limitationtomethodology(optional)

SmallSampleSize:Astudymayrelyonalimitednumbersofbanksorfinancial

institution,potentiallimitingtheabilitytodrawbroadconclusion.

RelianceonSecondaryData:

Usingdatafrom existingreportsandstudiescanbeusefulbutitmightnotcapture

theinsuranceofindividualbanksexperiences.

LackofDiversePerspectives
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A studymayfocussolelyonquantitativedataoronespecificregion,potentially

overlookingthediverseexperiencesandperspectiveofdifferentstakeholders.

MethodologicalChoices:Thechoiceofstatisticsmethod,datacollectiontechniques

oranalyticalapproachescanimpactthevalidityandreliabilityofthefindings.

Ethicalconsideration:Ifastudythatinvolvedcustomerdataorsensitiveinformation,

ethicalconsiderationandprivacyconcernsmustbeaddressedtoensureresponsible

datahandling.

By understanding the potentialimpact and limitation of the methodology,

researcherscanmoreeffectivelyanalyzetheeffectofoperationalinthebanking

industryandcontributetoinform decision-makinginthesector.
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CHAPTERFOUR

DATAPRESENTATION,ANALYSISANDINTERPRETATION

4.1 DATAPRESENTATION

Thispurelydealswiththebreakdownofthedatacollectedthatisunder

analysesofdata,weareinteresteddissectingtheobtaindatafrom decisionmaking

purposeare.

a) HYPOTHESES

Thatincreaseincustomerpatronageisdependentoneffectivemarketingin

reactiontothehypothesis,thetablebelowsummariestheanswergivenbythe

respondents.

SAMPLE YES NO

Director 4 2 2

Principle/SeniorManager 6 4 2

Officers/Supervisor 10 8 2

Customers 30 26 4

Total 50 40 10

Percentage 100% 80% 20%

Source:Researchsurvey2025

SOURCEINTERVIEW

Thesummaryoftheabovetableindicatesthatproportionofthesewho

answeryestohypothesisisgreaterthanwhogiveanegativeanswertohypothesis.

Hence,thehypothesisthatcustomerapatronagesafunctionofeffective
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marketingaccepted.

Thatmarketingimprovesawarenessofthegeneralpublicandthebankservices.

Thetablebelowsummarizestheanswerprovidedbytherespondentstothe

hypothesis.

SAMPLES YES NO

Director 3 2 1

Principle/Senior

Manager

5 4 1

Officer/Supervisors 31 8 3

Customers 11 27 4

Total 50 42 9

Percentage 100% 82% 18%

Source:ResearchSurvey2025

Inthishypothesisitisdiscoveredthattheproportionofthosewhosaid“yes”

isgreaterthanwhosay“No”hence,marketingimproveawarenessofthengeneral

publicbank’sservices.

Inreactionincludesadvertisingcommunication,promotionandpublicity

abouttheirservicesofthebanksservices.

HYPOTHESISIII

Thatmarketingincludesadvertisingcommunication,promotionandpublicity
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aboutthebankservices.

Inreactiontothehypothesis,thetablebelowsummarizestheanswer

providedbytherespondents.

TABLEIV

SAMPLES YES NO

Director 6 4 2

Principle/Senior

manager

4 3 1

Officers/Supervisor 14 9 5

Customer 26 21 5

Total 50 37 13

Percentage 100% 74% 16%

Source:ResearchSurvey2025

Thatmarketinghelpsindeterminingthecustomerbehavior,attitudeand

segmentationtowardbankservices.

HYPOTHESISV

Thatmarketingforthebasisofprofitabilityandreliabilityofasuccessfulbank.The

followingtablesummarizestheanswertohypothesis

SAMPLES YES NO

Director 8 5 3

Principle/Seniormanager 7 5 2

Officers/Supervisor 20 17 3
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Customer 15 13 2

Total 50 40 10

Percentage 100% 84% 20%

TABLEV

Director 8 5 3

Principle/Senior

Manager

7 5 2

Officers/Supervisor 20 17 3

Customers 15 13 2

Customers 50 40 10

Percentage 100% 84% 20%

Sources:ResearchSurvey2025

Intheabovetableitwasdiscoveredthatthepercentageofthosewho

acceptedthehypothesisismorethanwhodisagreehencethehypothesistrue.

4.2 INTERPRETATIONSOFDATA

Theseareresultobtainedsofarfrom earliercalculationineachhypothesis,in

hypothesis“one”forinstanceonewillseethattheproportionofthosewhoagreed

thatincreaseincustomer,patronageisdependentofeffectivemarketis80%while
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theproportionofthosethatregardedthestatementis70%theimplicationofthisis

thatincreaseincustomerspatronagetothebankislargelydependatonmarketing

asitaffects,thefirstBankofNigeriaplcwhichoveryearshasbeenabletoincrease

thenumberofthecustomerandmaximizeitisprofitthrougheffectivemarketing.In

hypothesistwo,whereittestedwhethermarketingcreatesawareness’s.itcouldbe

seenthattheproportionofthosewhoacceptedthathypothesis8%whilethosewho

rejectedis12%.Thisrevealthatmarketingimprovesawarenessofthegeneralpublic

tothebankservices.

Inhypothesisthree,wherethisdiagnosedwhethermarketinginclude,

advertisingcommunicating,promotionandpublicityofthosethatgivepositive

answerit849whiletheproportionofthosewhorejectitis16%.

Hence,theresultobtainedinthatlargenumberofpeoplesupportthestatementand

thereforemarketinginvolvestheuseofadvertisingcommunication,promotionand

publicityofbankservicesatalltime.

Inhypothesisfour,itwasobservedthatthepercentageofthosewhoagreed

thatprofitabilityandmutabilityofanybankdependlargelyoneffectivemarketingis

74%whilethosewhorejecteditis44%,thisimpliesthatmajorityacceptedthe

hypothesiswhileminorityrejectsit.

Thisimpliesthatthehypothesisisaccepted.

Inhypothesisfivewhereitistestedwhethermarketingfrom thebasisofthe

bankprofitabilityandreliabilityitisnotedthatthepercentageofthosewhosupport

thestatementis80%andthosewhoopposeit20%.Thisimpliesthatmarketingis
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truly

Thebasisoftheprofitabilityofanybank.
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CHAPTERFIVE

SUMMARY,CONCLUSIONANDRECOMMENDATIONS

5.1 SUMMARY

TherecentcompetitionamongthebanksinNigeriareallycalledforefficient

traininganddevelopmentofstaffaswellasmarketingstructureandstrategies.

Thesemarketing strategiesinvolvefourstagessuchasidentificationoftarget

marketing objectives,marketing mixand externalforces.In addition,whatthe

marketingstrategiesusedinabanktheyaregroupedundertwobreadcategories

thatisgrowthstrategiesmadeupofmarketlenderstrategy.Marketchallenge

strategiesmarketfollowerstrategyandmarketnuclearstrategy.Theapplicationofa

fullrangeofdifferentoperationstrategieswillsurelyresultinefficientmarketing

programme.Assuchbankswasabletocomeoutwithreasonablechargesforthe

creaturesservices.

5.2 CONCLUSION

Basedonthedatacollectedfrom thefieldsurveyandvariousliterature

reviewsontheprojecttopic,itishighlysignificanttodrawconclusionbasedonthe

findings.Theaveragesuccessandfailureofanyorganizationdependsmostlyonthe

effectivenessofbankersandaccountant.

Ithasbeenestablishedthatmostbankerslackbasictrainingandthebest

motivatedtechniquethereforethemanagementandgovernmenthavetodirecttheir

resourcesandtimeforward.

HumancapitalDevelopmentintheBankingindustryanditseffecton
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profitabilityisaknowledgeandpersonalityattributesembodiedintheabilityto

perform laboursoastoproduceeconomicvalueinthebankingindustry.

5.3 RECOMMENDATIONS

Basedontheresultofthefindings,thefollowingrecommendationsaremade

bytheresearcher;

i. Workers in the organization irrespective oftheirstatus are better

motivatedbytraininganddevelopmentactivities.Remunerationpackages

shouldbeattractivetofurthermotivatethestaffforoptimum performance.

ii. Theresearcherappreciatesthemanagementcommitmenttomanpower

traininganddevelopmentisacandidopinionthattrainingactivitiesshould

costacrossallthesectionsthatmakeuptheorganizationselectionfor

trainingshouldbebasedpurelyonmeritandonthoroughfavoritism.

iii. Theresearchersuggeststhatacorrespondentstrainingscheduleshould

beintroducedtocomplementtheexistingone

iv. Theimportanceofidentifyingbothorganizationalandindividualtraining

needsforeffectiveandresultorientedtrainingprogrammecannotbeover-

emphasized.Theorganizationshoulddeviceabettermeansofidentifying

trainingneedsforherworkers.Thereshouldbeconstantcommunication

betweenthetrainingofficialsandhumancapitalmanagementdepartment.
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