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Introduce new products, and
selling systems

Realign the credit processes
Centralise commercial
banking operations

Use local/global economic,
market and industry research

Encourage customers to move
on to lower cost channels

Improve productivity and
efficiency

Implement a transparent &
objective PMS

Ensure training to all staff
Clearly define the new
organization structure

Improve career and
succession planning

Improve MIS & leverage
knowledge enabled systems
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% revenue from new products

Revenue from sales of retail products
KMS for streamlining credit

KMS for organisation restructuring

KMS for research cell setup

Research reports made available

% of total transactions done through
electronic channels
Education/Communication exercises

to customers

Accounts exited/ transferred to Retail as

% of total accounts

KMS for performance management system

Training man days per FTE

KMS for organisation restructuring
Employee satisfaction survey
Revenue per employee

Employee Turnover

User Requests

New MIS Reports Available
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