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With the blessing of technological and scienti�c excellence, the world around us is taking 
di�erent shapes and color in a very fast pace. Though this progress may cause a bit of adapta-
tion di�culty, it opens new horizons of opportunities. The development of robotics and 
Arti�cial Intelligence(AI) has enabled higher productivity, increased e�ciency, safety, and 
convenience. The �nancial sector around the world has got a great leap with the advent of 
�nancial technologies (�ntech) revolutionizing the �nancial transactions.

Now a days, foreign bills are settled within single day in any distant country on earth and so 
are the national payments. Individuals and business entities need not go to banks and carry 
cash for their any kind of transactions from export-import bill payment to employee salary to 
utility bill payment. The most optimistic aspect of �nancial technology is the increasing use of 
mobile �nancial services (MFS) by the people of the remotest part of the country. They are 
executing �nancial transactions through mobile, reducing the need of  hard cash.

Like the developed nations, we are moving fast toward a cashless society. With the 
emergence of e-commerce, customers are doing business through online and making 
payments online too drawing a �nishing line (end line) of cash exchange. SIBL is a pioneer 
advocate of online banking in the country. To take this �nancial technology one step ahead  
SIBL launched SIBL NOW, a mobile app, to make internet banking services user-friendly. This 
is an initiative to provide cashless transaction to its users. SIBL defeats all the constraints and 
makes a great stride to utilitarian cashless society. 

Besides embracing technological innovation we are always vigilant of all the business wings 
of the Bank so that they can perform better. In recognition to these endeavors to achieve 
excellence in terms of ensuring sustainable development, the world renowned credit rating 
agency Moody’s rated us B1. We have grown resilient to tackle any shake of industry. The best 
accolade we have ever achieved, besides numerous institutional awards, is unwavering trust 
of our clients and depositors in us over more than two decades.

Embracing Technology;
Moving Towards Cashless Society

DESIGN & PRINTING
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INTERVIEW

KvRx Imgvb Avjx

e¨e¯’vcbv cwiPvjK I cÖavb wbev©nx, †mvk¨vj Bmjvgx e¨vsK wjwg‡UW

G‡R›U wbev©P‡b bvix‡`i 

AMÖvwaKvi w`‡”Q 

GmAvBweGj

Avgiv wek¦vm Kwi †`‡ki cÖ‡Z¨K bvMwi‡Ki 

GKwU e¨vsK GKvD›U _vK‡e| GwU †gŠwjK 

AwaKv‡ii ch©v‡q c‡o| gvby‡li Avw_©K Ae¯’v 

DbœZ n‡”Q| Gme Rvwb‡q‡Qb †mvk¨vj Bmjvgx 

e¨vs‡Ki e¨e¯’vcbv cwiPvjK I cÖavb wbev©nx 

KvRx Imgvb Avjx

Avgiv wek¦vm Kwi †`‡ki cÖ‡Z¨K 

bvMwi‡Ki GKwU e¨vsK GKvD›U 

_vK‡e| GwU †gŠwjK AwaKv‡ii 

ch©v‡q c‡o| gvby‡li Avw_©K Ae¯’v 

DbœZ n‡”Q| GRb¨ e¨vswKs †mev 

mevi †`vi‡Mvovq wb‡q †h‡Z n‡e| 

G‡R›U e¨vswKs G‡ÿ‡Î Kvh©Ki 

f‚wgKv ivL‡Q| G‡R›U e¨vswKs wb‡q 

GKvšÍ mvÿvrKv‡i †mvkv¨j Bmjvgx 

e¨vs‡Ki e¨e¯’vcbv cwiPvjK I 

cÖavb wbev©nx KvRx Imgvb Avjx 

Gme K_v e‡jb| 

KvRx Imgvb Avjx e‡jb †h Avw_©K 

AšÍf©yw³‡K cÖvavb¨ w`‡q 2017 mv‡j 

†mvk¨vj Bmjvgx e¨vsK G‡R›U 

e¨vswKs †mev Pvjy K‡i| B‡Zvg‡a¨ 

†`ke¨vcx 102wU G‡R›U AvDU‡jU 

†Lvjv n‡q‡Q| Gi gva¨‡g †`‡ki 

cÖZ¨šÍ AÂ‡j wbivc` I AvaywbK 

cÖhyw³wbf©i e¨vswKs †mev †cŠu‡Q 

hv‡”Q| G‡Z MÖvgxY A_©‰bwZK 

Kg©Kv‡Û MwZkxjZv Avmvi 

cvkvcvwk Kg©ms¯’vb m„wó, `vwi`ª¨ 

we‡gvPb I AšÍf©yw³g~jK A_©‰bwZK 

cÖe…w× AR©‡bi mnvqK cwi‡ek m„wó 

n‡”Q| 

wZwb Av‡iv e‡jb †h w`b w`b 

RbwcÖq n‡”Q G‡R›U e¨vswKs †mev| 

cÖ_‡g ïay cjøx GjvKvq G‡R›U 

e¨vswKs AvDU‡jU Pvjy n‡jI 

mv¤cÖwZK mg‡q †cŠi I knivÂ‡jI 

G‡R›U e¨vswKs AvDU‡jU Pvjy 

n‡”Q| eZ©gv‡b G‡R›U e¨vswKs 

†bUIqv‡K©i gva¨‡g wnmve †Lvjv, 

bM` Rgv, bM` D‡Ëvjb, dvÛ 

UªvÝdvi, e¨v‡jÝ AbymÜvb, wgwb 

†÷U‡g›U, d‡ib †iwg‡UÝ cÖ`vb, 

BGdwUi gva¨‡g evsjv‡`‡ki †h 

†Kvb e¨vs†Ki †h †Kvb kvLvq 

A_© †cÖiY, cjøx we`y¨r wej cÖ`vb, 

GmGgB I gvB‡µv dvBb¨v‡Ýi 

gva¨‡g wewb‡qvM myweavmn bvbvb 

e¨vswKs †mev cÖ`vb Kiv n‡”Q| 

G‡Z †jb‡`‡bi cvkvcvwk evo‡Q 
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MÖvnK msL¨vI| me©‡kl wnmv‡e 

†mvk¨vj Bmjvgx e¨vs‡Ki G‡R›U 

e¨vswKs AvDU‡j‡U wbewÜZ †gvU 

wnmv‡ei msL¨v cÖvq 35 nvRvi| 

Gme AvDU‡j‡Ui gva¨‡g G ch©šÍ 

cÖvq 25 †KvwU UvKvi †iwg‡UÝ 

weZiY Kiv n‡q‡Q| GQvov 

GKvD›U¸‡jv‡Z 45 †KvwU UvKvi 

AvgvbZ Rgv n‡q‡Q |

KvRx Imgvb Avjx e‡jb, G‡R›U 

e¨vswKs‡q †Kvbfv‡eB MÖvnK †hb 

cÖZvwiZ bv nb, †mRb¨ e¨vs‡Ki 

cÿ †_‡K cÖwZwbwa wb‡qv‡Mi Av‡M 

Aek¨B Zvi e¨emvwqK AwfÁZv, 

wek¦¯ÍZv I mZZvi wel‡q wbwðZ 

n‡q AvDU‡j‡Ui Aby‡gv`b †`Iqv 

nq| eva¨Zvg~jKfv‡e AvOz‡ji 

Qv‡ci gva¨‡g †jb‡`b nIqvq 

G‡R›U e¨vswKs‡q gvwb jÛvwis ev 

cÖZviYvi my‡hvM LyeB Kg| KviY 

GLv‡bI mvaviY e¨vswKs‡qi g‡Zv 

†jb‡`b msµvšÍ Z_¨ †jb‡`b 

m¤úbœ nIqvi m‡½ m‡½B MÖvnKiv 

†gvevB‡j GmGgGm-Gi gva¨‡g 

cv‡”Qb| G‡Z MÖvn‡Ki Av¯’v 

†e‡o‡Q| 

G‡R›U wbe©vP‡bi †ÿ‡Î †mvk¨vj 

Bmjvgx e¨vsK bvix D‡`¨v³v‡`i 

AMÖvwaKv‡ii wfwË‡Z we‡ePbv K‡i 

e‡j D‡jøL K‡ib wZwb| eZ©gv‡b  

†ek K‡qKRb bvix D‡`¨v³v 

e¨vs‡Ki G‡R›U e¨vswKs AvDU‡jU 

cwiPvjbv Ki‡Qb| G‡R›U wn‡m‡e 

G mKj bvix D‡`¨v³vMY mdjZvi 

mv‡_ e¨vswKs †mev cÖ`vb Ki‡Qb 

Ges GjvKvevmxi KvQ †_‡K A‡bK 

fv‡jv mvov cv‡”Qb e‡j e¨e¯’vcbv 

cwiPvjK Rvbvb| 

KvRx Imgvb Avjx AviI e‡jb, 

e¨vsK wn‡m‡e Avgv‡`i wewfbœ 

wbqgbxwZ †g‡b Pj‡Z nq| mKj 

wbqgKvbyb †g‡bB AvMvgx cvuP 

eQ‡i G‡R›U e¨vswKs‡q †mvk¨vj 

Bmjvgx e¨vsK Av‡iv fv‡jv 

Ae¯’v‡b †h‡Z cvi‡e e‡j Avkv 

cÖKvk K‡ib wZwb| 

Kv‡ji KÚ 

ewievi, 7 RyjvB 2019, 23 Avlvp 1426

GmAvBweGj Gi e¨e¯’vcbv cwiPvjK I cÖavb wbev©nxi KvQ †_‡K G‡R›U AvDU‡jU Gi jvB‡mÝ MÖnY Ki‡Qb bvix D‡`¨v³v AvRwgwi ingvb ¯^Yv©
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Social Islami Bank Limited donated  
Taka 5.00 lac to “Desh Akti Sammilito 
Uchcharan”, a research organization on 
liberation war of Bangladesh, for the 
publication of a book titled “Bangala 
Theke Bangladesh” on 25.06.2019. The 
Honorable Chairman of the Board of 
Directors of the Bank, Professor Md. 
Anwarul Azim Arif handed over the 
cheque to the Member Secretary of 
Desh Akti Sammilito Uchcharan, Mr. 
Shahabuddin Majumder. Honorable 
Directors of the Bank Mr. Md. Sayedur 
Rahman & Mr. M. Kamal Uddin and 
Managing Director & CEO of the Bank 
Mr. Quazi Osman Ali were also present 
in the program.

THE CORPORATE 
SOCIAL 
RESPONSIBILITY 
(CSR) OF THE 
BANK USUALLY 
CONCENTRATES 
ON HEALTH, 
EDUCATION, 
SPORTS, DISASTER 
MANAGEMENT AND 
ENVIRONMENTAL 
PROGRAMS. 

Social Islami Bank Limited donated Tk. 
01.00 (one) crore to Prime Minister’s 
Relief Fund to support the victims of 
Churihatta fire tragedy. The Chairman 
of the Board of Directors of Social 
Islami Bank Limited and former Vice 

Chancellor of University of Chittagong, 
Professor Md. Anwarul Azim Arif 
handed over the cheque to Honourable 
Prime Minister Sheikh Hasina at 
Ganobhabon on 02 April 2019. 

CORPORATE SOCIAL RESPONSIBILITY (CSR)

Some of the recent ongoing CSR 
activities of the Bank are:

 Donation of Tk.02.00 lac favoring 
Satkania Lohagara Smaity, Dhaka, 
for rehabilitation of poor and 
distressed people.

 Donation of Tk.05.00 lac 
favoring Biddayniketon High 

School-2 (New), Paschim 
Deovog, Narayangonj-1400 for 
its development and bearing 
educational expenses of the 
students.

 Donation of Tk.15.00 lac to Wills 
Little Flower School & College, 
Kakrail, Dhaka, for buying a lift.

 Donation of Tk. 03.00 lac 
favouring Nurkazi Halimia Mohila 
(Dakhil) Madrasha, Fatickchari, 
Chattogram for their development 
work.
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Social Islami Bank Limited (SIBL) 

inaugurated its Rangunia Branch on 27th 

June 2019 at Gochra Bazar, Rangunia, 

Chattogram. Professor Md. Anwarul 

Azim Arif, Chairman of Social Islami Bank 

Limited and Former Vice Chancellor of 

Chittagong University, inaugurated the 

Branch as the Chief Guest. Mr. Quazi 

Osman Ali, Managing Director and CEO 

of the Bank, presided over the program. 

Among others, Mr. Mohammad Forkan 

Ullah, Regional Head of SIBL Chattogram 

Region, Alhaj Jahir Ahmed Chowdhury, 

Chairman of Pomra Bangabandhu Govt. 

High School & Former Chairman of 

Pomra Union, Alhaj Fazlul Kabir Gias, 

Former Chairman of Pomra Union, Mr. 

Social Islami Bank Limited (SIBL) 

inaugurated its Sheikh Mujib Road Branch 

on 30 June 2019 at Sheikh Mujib Road, 

Chowmuhani, Chattogram. Professor 

Md. Anwarul Azim Arif, Chairman of 

Social Islami Bank Limited and former 

Vice Chancellor of Chittagong University, 

inaugurated the Branch as the Chief 

Guest. Among others, Mr. Abu Naser 

Chowdhury, Deputy Managing Director 

of SIBL, Mr. Mohammad Forkan Ullah, 

Regional Head of SIBL Chattogram 

Region, Mr. Nazmul Haque, Ward 

Councilor of 24 North Agrabad, Mr. 

Jasim Uddin Bhuiyan, Chairman of Hotel 

Eastern View of Chattogram, Freedom 

Fighter Mr. Mahim Uddin Ahmed,  Mr. 

RANGUNIA BRANCH, CHATTOGRAM

SHEIKH MUJIB ROAD BRANCH, CHATTOGRAM

BRANCH OPENING
Expansion of branch network is an ongoing activity of the Bank. SIBL opened 2 branches during the last six months this year. Some 
new branches will be opened soon.

Zahidul Islam, President of Gochra Bazar Committee, Mr. Mosarrof Hossain, Manager 
of SIBL Rangunia Branch and other Senior Executives of the Bank, valued customers and 
eminent businessmen of the area were present in the inauguration program.    

Syed Kutub Uddin Alam, Manager of SIBL Sheikh Mujib Road Branch and other Senior 
Executives of the Bank, valued clients and eminent businessmen of the area were present in 
the inauguration program.
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CORPORATE DEAL

Social Islami Bank Limited (SIBL) and Fars 
Hotel & Resorts signed a Memorandum 
of Understanding (MOU) on 31 January 
2019. In the presence of the Managing 
Director & CEO of Social Islami Bank 
limited Mr. Quazi Osman Ali and 
Managing Director of Fars Hotel & Resorts 
Al-Haj Akram Hossain, the agreement 
was signed by Deputy Managing Director 
of the Bank Mr. Md. Sirajul Hoque and 
General Manager of Fars Hotel & Resorts 
Mr. Richard Rereira. SIBL Islamic Debit 
and Credit Card holders will enjoy the 
discount facilities while getting service of 
Fars Hotel & Resorts. 

SIBL AND FARS HOTEL & RESORTS SIGNED MOU

Social Islami Bank Limited and BRAC 
Saajan Exchange Ltd, UK signed an 
agreement for Inward Foreign Remittance 
drawing arrangement at the Bank’s Head 
Office on 24 January 2019. In presence of 
the Managing Director & CEO of Social 
Islami Bank Limited, Mr. Quazi Osman 
Ali, Head of International Division of 
the Bank, Mr Md Akmal Hossain and 
Managing Director & CEO of BRAC 
Saajan Exchange Ltd, UK Mr. Abdus 
Salam signed the agreement on behalf of 
their respective organizations. Additional 
Managing Director of SIBL Mr. Kazi 
Towhidul Alam , SEVP & Company 
Secretary Mr. Abdul Hannan Khan and 

other officials from both organizations 
were present in the ceremony. 

The Managing Director & CEO of Social 
Islami Bank Limited, Mr. Quazi Osman Ali 
said, the new strategic partnership allows 
BRAC Sajjan customers all over United 

Kingdom & European countries to send 

their money to SIBL accounts through 155 

branches and its extended Agent Banking 

Locations all over Bangladesh.

AGREEMENT WAS SIGNED BETWEEN SIBL AND BRAC SAAJAN EXCHANGE LTD

Social Islami Bank Limited signed 
Memorandum of Understanding with 
Padma Islami Life Insurance Ltd regarding 
life insurance facilities for the clients of 
the Bank as well as the employees of the 
Bank. In this regard five deals were signed 
at the Head Office of SIBL, Dhaka on 
13.03.2019. In presence of the Managing 
Director & CEO of SIBL, Mr. Quazi 
Osman Ali, the agreements were signed by 
the CEO of Padma Islamic Life Insurance 
Ltd, Dr. Chowdhury Mohammad 
Wasiuddin, FCA, FCMA and Deputy 

Managing Directors of SIBL, Mr. Abu 
Naser Chowdhury & Mr. Sirajul Hoque. 
Company Secretary of SIBL, Mr. Abdul 

Hannan Khan and other Senior Executives 
of both the organizations were present at 
the program. 

SIBL SIGNED MOU WITH PADMA ISLAMI LIFE INSURANCE LTD
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SIBL signed MoU with Solidaridad 
Network, Asia, a Netherlands based 
international organization, for financial 
inclusion and skill development of the 
farmers. This signing ceremony was held 
at the Nice Guest House, Noakhali, on 
19.02.2019. The agreement was signed by 
Mr. Md. Sirajul Hoque, DMD of SIBL and 
Mr. Selim Reza Hasan, Country Manager 
of Solidaridad Network, Asia. Under the 
agreement, SIBL will disburse agricultural 
investment to Soyabean farmers and 

Solidaridad Network, Asia will provide 

training for skill development.  Among 

others Md. Mizanul kabir, SVP & Head of 

SME, Md. Abdus Shahid, AVP & Manager 
of Maizdi Branch, and Md. Atikuzzaman, 
Program Manager of Solidaridad 
Network, Asia

SIBL SIGNED MOU WITH SOLIDARIDAD NETWORK, ASIA

Leading digital money transfer company 
WorldRemit partnered with Social Islami 
Bank Limited for instant money transfer to 
over 249 new cash pickup locations across 
Bangladesh - from Khulna to Rangpur and 
from Dhaka to Rajshahi.

WorldRemit offers the Bangladeshi 
diaspora living in over 50 countries a wide 
variety of convenient payout options, 
including cash pickup, mobile 
money, bank transfer and 
airtime top-up. Nearly 75% 
of WorldRemit transactions 
to Bangladesh are made using 
the mobile app, which makes 
sending money home to family 
and friends as easy as sending an 
instant message.

SIBL is one of the leading private banks 
in Bangladesh, serving approximately 
1.17 million customers at its 249 branches 
and Agent Banking locations across the 
country. It is committed to making financial 
services accessible to all Bangladeshis 
and has a comprehensive online banking 
services, allowing customers to manage 
their accounts anywhere, anytime.

Bangladesh features among the top five 
countries with the most emigrants living 
abroad and is the ninth-largest recipient of 
remittances globally. According to the the 
Central Bank of Bangladesh, the country 
received almost $15 billion inward 
remittances in 2017-2018.

Michael Liu, Managing Director for Asia 
Pacific at WorldRemit, comments, “We 

are delighted to be partnering with Social 
Islami Bank, one of Bangladesh’s leading 
and most reputable banks. WorldRemit 
transactions in Bangladesh have been 
increased by 30% in 2018, driven by the 
rapid expansion of our correspondent 
network. The new partnership with 
SIBL extends our ability to drive access 
to remittances across the entire country, 
connecting thousands more Bangladeshis 

living in urban and rural areas to our 
instant cash pickup service.”

“Remittance earnings sent to Bangladesh 
have  been  continuously  playing  an  
increasingly  large  role to  the economic  
growth  and the  livelihoods of people in 
Bangladesh. With Immigrant workers’ 
remittance to Bangladesh constituting 

the single largest source 
of inward remittance in 
Bangladesh, we are delighted 
to add WorldRemit to our 
partner network  providing the 
Bangladeshi Dispora around the 
world and their recipients with 
more sending and receiving 
location options. With us you 

get not only a wide range of high-class 
modem remittance solutions but also you 
will get peace of mind which we believe 
counts the most. ” said Quazi Osman Ali, 
Managing Director & CEO of Social Islami 
Bank Limited.

WorldRemit is currently serveing 3.8 
million customers, completing 1.5 million 
transfers every month from over 50 
countries to over 145 destinations.

SOCIAL ISLAMI BANK PARTNERS WITH WORLDREMIT FOR DIGITAL MONEY TRANSFERS 
TO BANGLADESH
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Social Islami Bank Limited (SIBL) 
arranged two-day long Annual Business 
Conference for the year 2019 at the hotel 
Le Meridien Dhaka during 25-26 January 
2019. Professor Md. Anwarul Azim Arif, 
Chairman of the Bank and former Vice 
Chancellor of the University of Chittagong 
inaugurated the Annual Business 
Conference as the Chief Guest. Dr. Md. 
Jahangir Hossain, Mrs. Jebunnessa Akbar 
and Professor Mohammed Mizanur 
Rahman, Ph.D, Honourable Directors 
of the Bank and Lt. Gen.(Retd.) Mr. M 
Fazle Akbar, Managing Director of SIBL 
Founadation Hospital were present as the 
Special Guests. The program was presided 
over by Mr. Quazi Osman Ali, Managing 
Director & CEO of Social Islami Bank 
Limited.

In his speech Chairman of the Bank 
suggested for taking strategic business 
policy to increase the profitability and 
overall business growth of the Bank. 
Welcoming the participants the Managing 

Director & CEO stated that Social Islami 
Bank has been maintaining sustainable and 
steady growth in all its business indicators.

The Conference was followed by a 
business session with the Branch Manager 
and Divisional Heads of the Bank. The 
session reviewed the overall business 
performance of 2018 of the Bank with the 
special focus on achievements with critical 

analysis and shortcomings. The Business 
Target for 2019 comprising profitability 
as well as deposit, investment, foreign 
trade and other business indicators of the 
Bank was also discussed in the business 
session. Additional Managing Director, 
Deputy Managing Directors, Divisional 
Heads, Senior Executives and all Branch 
Managers of the Bank attended the 
program.

Social Islami Bank Limited (SIBL) 
arranged a Quarterly Business Conference 
(1st Quarter-2019) with the branches of 
Chattogram & Sylhet Region at Hotel 
Agrabad, Chattogram on 12.04.2019. 
Managing Director & CEO of the Bank 
Mr. Quazi Osman Ali inaugurated the 
program as the Chief Guest. Additional 
Managing Director, Mr. Kazi Towhidul 
Alam, Deputy Managing Directors Mr. 
Abu Naser Chowdhury and Mr. Md. 
Sirajul Hoque were present as the Special 
Guests. Among others, Mr. Mohammad 
Forkanullah, Senior Executive Vice 
President and Regional Head and Mr. 
Kazi Obaidul Al-Faruk, Senior Executive 
Vice President and Head of HRD were 
also present.  The branch managers of 
Chattogram & Sylhet Region brought 

out business success of their respective 
branches. Mr. Quazi Osman Ali directed 
the branch managers how to achieve and 
retain business growth. He expressed 

satisfaction on the business growth in the 
first quarter and expressed hope that this 
growth would continue in the coming 
months.

ANNUAL BUSINESS CONFERENCE- 2019

QUARTERLY BUSINESS CONFERENCE 
(CHATTOGRAM AND SYLHET REGION)

BUSINESS CONFERENCE
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Social Islami Bank Limited (SIBL) 
arranged a day-long 1st Quarterly Business 
Conference 2019 to evaluate the business 
position of the Bank on 06 April 2019 at a 
hotel in Dhaka. Managers of branches and 
Divisional Heads of the Bank participated 
in the conference. Mr. Quazi Osman Ali, 
Managing Director and CEO of the Bank 
was present in the program as Chief Guest 
and inaugurated the conference. Mr. Kazi 
Towhidul Alam, Additional Managing 
Director, Mr. Abu Naser Chowdhury and 
Mr. Md. Sirajul Hoque, Deputy Managing 
Directors were also present in the program. 
The Conference reviewed overall progress 
of the Bank and chalked out various policy 
measures for achieving yearly business 

target of 2019. The Managing Director 

Mr. Quazi Osman Ali said that Social 

Islami Bank had been maintaining a steady 

growth in all its business indicators by 
rendering modern and technology-based 
Islami Banking services at doorstep of the 
people of the country. 

QUARTERLY BUSINESS CONFERENCE (DHAKA)



  | JULY-1912

Social Islami Bank Limited (SIBL) 

opened its Agent Banking Outlet at 

Bijoypur Bazar, Shahrasthi, Chandpur 

on 07.03.2019. Mr. Md. Sirajul Haque, 

Deputy Managing Director, inaugurated 

the Agent Banking Outlet being the Chief 

Guest. Mr. Hazi Abdul Latif, Pauro Mayor 

of Shahrasthi Poura Shava, Md. Mashiur 

Rahman, SAVP & Head, Agent Banking 

Division of SIBL and senior bank officials 

along with local dignitaries were also 

present in the program.

Expansion of financial inclusion to bring the unbanked marginal people under the umbrella of banking services, SIBL continues  to 
open Agent Banking Outlets. Some of the activities are described below:

Social Islami Bank Limited (SIBL) 
opened its Agent Banking Outlet at 
Chandra Bazar, Faridgonj, Chandpur 
on 07.01.2019. Mr. Md. Sirajul Haque, 
Deputy Managing Director, inaugurated 
the Agent Banking Outlet being the Chief 
Guest. Mr. Md. Ahsan Habib (Navy), 
Mr. Md. Delwar Hossain Dulal (Bakar), 
president & general secretary of Chandra 
Bazar Business Samity respectively, and 
senior bank officials along with local 
dignitaries were also present in the 
program.

AGENT BANKING OUTLET OPENING

Inauguration of  Bijoypur Bazar Agent Banking Outlet at Chandpur

Inauguration of  Chandra Bazar Agent Banking Outlet at Chandpur

Social Islami Bank Limited (SIBL) opened 
its Tongi Pagar Agent Banking Outlet at 
Pagar, Tongi, Gazipur on 06.05.2019. Mr. 
Quazi Osman Ali, Managing Director 
and CEO of the Bank, inaugurated the 
outlet as the Chief Guest. Mr. Alhaj 
Asadur Rahman Kiron, former acting 
mayor and present councilor of ward-43 
of Gazipur City Corporation, presided 
over the program. Mr. Advocate Azmot 
Ulla Khan, former mayor of Gazipur City 
Corporation, was present as special guest. 
Ms. Azmiry Rahman Sharna, Agent of 
the outlet, Mr. Md. Mashiur Rahman, 
SAVP & Head, Agent Banking Division 
and senior officials of SIBL along with 
local dignitaries were also present in the 
program. Inauguration of  Tongi Pagar Agent Banking Outlet at Gazipur
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Social Islami Bank Limited (SIBL) opened 
its Agent Banking Outlet at Joshai 
More Bazar, Monmothpur, Dinajpur 
on 21.01.2019. Mr. Md. Sirajul Haque, 
Deputy Managing Director, inaugurated 
the Agent Banking Outlet being the 
Chief Guest. Mr. Nurul Amin Sharker, 
President of Monmothpur Ideal Degree 
College, Mr. Md. Rezaul Karim, Former 
Vice Chairman of Parbatipur Upazila 
Parishad and senior bank officials along 
with local dignitaries were also present in 
the program. Inauguration of  Joshai More Bazar Agent Banking Outlet at Dinajpur 

Social Islami Bank Limited (SIBL) opened 
its Agent Banking Outlet at Kherior Bazar, 
Shahrasti, Chandpur on 11.04.2019. Mr. 
Md. Abdul Muttaleb, SVP & Head of 
BCGBD, inaugurated the Agent Banking 
Outlet as the Chief Guest. Ms. Khadiza 
Akhter, Agent, Kherior Bazar Outlet 
presided over the program. Md. Mashiur 
Rahman, SAVP & Head, Agent Banking 
Division and senior officials of SIBL along 
with local dignitaries were also present in 
the program.

Social Islami Bank Limited (SIBL) opened 
its Agent Banking Outlet at Mollahat 
of Bagerhat on 26.02.2019. Company 
Secretary of the Bank, Mr. Abdul Hannan 
Khan formally inaugurated the Agent 
Banking Outlet as the Chief Guest. The 
program was presided over by agent of 
the Outlet Mr. Sarder Shahidul Islam. Md. 
Mashiur Rahman, SAVP & Head, Agent 
Banking Division, Md. Arifuzzaman, 
FAVP & Manager, Bagerhat Branch, Md. 
Arifur Rahman, SEO & Manager, Fakirhat 
Branch, and other bank officials along 
with local dignitaries were present in the 
program.

Inauguration of  Keshorganj Agent Banking Outlet at Mymensingh

Inauguration of  Kherior Bazar Agent Banking Outlet at Chandpur 

Inauguration of  Madrasha Ghat Agent Banking Outlet at Bagerhat

Social Islami Bank Limited (SIBL) opened 
its Agent Banking Outlet at Keshorganj, 
Fulbaria, Mymensingh on 07.02.2019. Mr. 
Abu Naser Chowdhury, Deputy Managing 
Director, inaugurated the Agent Banking 
Outlet being the Chief Guest. Mr. 
Samsul Haque, Principal of Polashhata 
School & College, valiant freedom 
fighter Alhaj Abdul Khalek, President of 
Keshorgonj Bazar Committee, Mr. A B 
Siddik, Secretary of Keshorgonj Bazar 
Committee, Mr. Md. Moshiur Rahman, 
In-charge of Agent Banking Division of 
SIBL and senior bank officials along with 
local dignitaries were also present in the 
program.
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Social Islami Bank Limited (SIBL) opened 
its Agent Banking Outlet at Purapara 
Bazar, Chowgacha, Jashore on 10.01.2019. 
Mr. Md. Sirajul Haque, Deputy Managing 
Director of Social Islami Bank Limited 
inaugurated the Agent Banking Outlet 
being the Chief Guest. The program 
was presided over by Mr. S M Habibur 
Rahman, valiant freedom fighter & 
Chairman of Chowgacha Upzila Council. 
Mr. Md. Tota Mia, Chairman of Sukh 
Pukuria Union Council, and senior bank 
officials along with local dignitaries were 
also present in the program.

Social Islami Bank Limited (SIBL) 
opened its Agent Banking Outlet at 
Santir Hat Bazar, Char Kawnia, Noakhali 
on 19.03.2019. Mr. Mohammad 
Forkanullah, SEVP & Regional Head of 
SIBL Chattagram Region, inaugurated 
the Agent Banking Outlet being the Chief 
Guest. Mr. Ali Hayder Boks, Chairman 
of Char Union Parishad, Mr. Imam Ali, 
Former Member of Union Parishad, Md. 
Mashiur Rahman, SAVP & Head, Agent 
Banking Division of SIBL and senior 
bank officials along with local dignitaries 
were also present in the program.

Inauguration of  Purapara Bazar Agent Banking Outlet at Jashore

Inauguration of  Santir Hat Bazar Agent Banking Outlet at Noakhali  

SIBL opened its agent banking outlet in 
Hanif Miazer Hat, Sadar, Lakshmipur 
on 28.03.2019. Mr. Abdul Hannan 
Khan, Company Secretary of the Bank, 
inaugurated the outlet being the chief 
guest. Advocate Rahmotullah Biplob, 
Vice-chairman of Laksmipur Sadar 
Upzila, Mr.Abul Hossen Sarker, Chairman 
of Uttor Joypur Union Council, Mr. Md. 
Moshiur Rahman, In-charge of Agent 
Banking Division were present at the 
program along with local dignitaries and 
bank officials. Inauguration of  Hanif Miazer Hat Agent Banking Outlet at Lakshmipur

Social Islami Bank Limited (SIBL) 
opened its Cumilla EPZ Gate Agent 
Banking Outlet on 27.06.2019. Mr. 
Md. Sirajul Hoque, Deputy Managing 
Director, inaugurated the outlet as 
the Chief Guest. Mr. Anisur Rahman, 
DGM of Cumilla EPZ, Mr. Prosanto 
Paul, ASP of Cumilla District, Mr. 
Md. Mashiur Rahman, Head of Agent 
Banking Division and senior officials of 
SIBL along with local dignitaries were 
also present in the program.

Inauguration of  Cumilla EPZ Gate Agent Banking Outlet
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Mr. Kazi Towhidul Alam, Additional 
Managing Director of Social Islami 
Bank Limited (SIBL), inaugurated an 
ATM Booth at Fatullah, Narayangonj 
on 15.05.2019. Mr. Sultan Badsha, 
EVP & Head of ICT, Mr. Mohammad 
Moyazzem Hossain, Manager of Fatullah 
Branch along with other senior officials, 
valued clients of Fatullah Branch and 
local dignitaries were also present on the 
occasion.

Mr. Quazi Osman Ali, Managing 

Director & CEO of Social Islami Bank 

Limited (SIBL), inaugurated an ATM 

Booth in Savar, Dhaka on 02.05.2019. 

Mr. Sultan Badsha, EVP & Head of ICT, 

Mr. Mohammad Nazrul Isalm, Manager 

of Savar Branch along with other senior 

officials, valued clients of Savar Branch 

and local dignitaries were also present on 

the occasion.

Mr. Quazi Osman Ali, Managing Director 
and CEO of Social Islami Bank Limited 
(SIBL), inaugurated an ATM Booth of the 
Bank at Uttara, Dhaka on 20.05.2019. Mr. 
Sultan Badsha, EVP & Head of ICT, Mr. 
Md. Mohibul Kadir, Manager of Uttara 
Branch, Mr. Ataur Rahman, Manager of 
Dakkhin Khan Branch along with other 
senior officials, valued clients of Uttara 
Branch and local dignitaries were also 
present in the program.

ATM BOOTH AT FATULLAH, NARAYANGONJ 

ATM BOOTH IN SAVAR, DHAKA

ATM BOOTH AT UTTARA, DHAKA 

ATM BOOTH OPENING
ATM Booths are instant solution of emergency cash. To make it more affordable SIBL expands ATM network.
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Social Islami Bank Limited (SIBL) 

opened Gabtoli Banking Booth at 

Fatulla, Narayangonj managed by 

Narayangonj Branch of the Bank on 

29.05.2019. Mr. Quazi Osman Ali, 

Managing Director and CEO of the 

Bank, inaugurated the banking booth 

as the Chief Guest. Eminent social 

activist Haji Md. Abdul Latif was 

present as special guest. Mr. Md. Abdul 

Muttaleb, SVP & Head of Branches 

Control Division, Mr. Masum Iqbal, 

Manager of Narayangonj Branch, Mr. 

Md. Moazzem Hossain, Manager of 

Social Islami Bank Limited 

(SIBL) opened a banking booth, 

“Brindabonhat Banking Booth” at 

Fatickchari, Chattogram managed 

and run by SIBL Bibirhat Branch 

on 16.06.2019. The Chairman of 

the Board of Directors of the Bank, 

Professor Md. Anwarul Azim Arif 

inaugurated the banking booth as 

the Chief Guest. Mr. Abu Naser 

Chowdhury, DMD of SIBL presided 

over the program. Mr. Mohammad 

Forkanullah, SEVP & Regional Head 

of Chattogram Region, manager of 

GABTOLI BANKING BOOTH AT FATULLA, NARAYANGONJ 

BRINDABONHAT BANKING BOOTH AT FATICKCHARI, CHATTOGRAM 

BANKING BOOTH OPENING

Bibirhat Branch, Mr. Aftab Uddin Chowdhury, former upzilla chairman, and 

senior officials of SIBL along with local dignitaries were also present in the 

program. 

Fatulla Branch, and senior officials of SIBL along with local businessman and 

dignitaries were also present in the program.
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Social Islami Bank Limited (SIBL) 

opened Shiachar Banking Booth 

at Fatulla, Narayangonj managed 

by Fatulla Branch of the Bank on 

20.06.2019. Mr. Quazi Osman Ali, 

Managing Director and CEO of 

the Bank, inaugurated the banking 

booth as the Chief Guest. Eminent 

businessman & social activist Mr. 

Gias Uddin was present as special 

guest. Among others, Haji Minhaz 

Uddin, eminent businessman & social 

activist, Mr. Md. Abdul Muttaleb, 

SVP & Head of Branches Control 

Social Islami Bank Limited (SIBL) 

opened a banking booth, “Dantmara 

Banking Booth” at Fatickchari, 

Chattogram managed and run by 

SIBL kazirhat Branch on 16.06.2019. 

The Chairman of the Board of 

Directors of the Bank, Professor Md. 

Anwarul Azim Arif inaugurated the 

banking booth as the Chief Guest. 

Mr. Abu Naser Chowdhury, DMD 

of SIBL presided over the program. 

Mr. Mohammad Forkanullah, SEVP 

& Regional Head of Chattogram 

Region, manager of Bibirhat Branch, 

Mr. Aftab Uddin Chowdhury, former 

SHIACHAR BANKING BOOTH AT FATULLA, NARAYANGONJ 

DANTMARA BANKING BOOTH AT FATICKCHARI, CHATTOGRAM

upzilla chairman, and senior officials of SIBL along with local dignitaries were 

also present in the program. 

Division, Mr. Masum Iqbal, Manager of Narayangonj Branch, Mr. Md. Moazzem 

Hossain, Manager of Fatulla Branch, and senior officials of SIBL along with local 

businessman and dignitaries were also present in the program.
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SIBL became the first Bank of the 
country to invest in Awqaf Properties 
Investment Fund (APIF) of Islamic 
Development Bank (IsDB). The 
Managing Director & CEO of Social 
Islami Bank Limited, Mr. Quazi Osman 
Ali recently attended the 17th Meeting 
of the Participating Committee of the 
Awqaf Properties Investment Fund 
(APIF) held at the Head Quarters of 
Islamic Development Bank (IsDB) 
in Jeddah, Kingdom of Saudi Arabia. 
Among others, H.E. Ambassador 
Nasser Bin Abdallah Hamdan Al-
Zaabi, Chairman of the Council of 
OIC-Islamic Solidarity Fund, Mr. 

Wasim Abdulwahab, Director IFSD 
Department, Mr. Syed Muhammad 
Asim Raza, Senior Urban Development 
Specialist, IFSD Department, APIF and 
also Mr. Md. Akmal Hossain, SVP & 
Head of International Division, Social 

Islami Bank Limited were present in the 
meeting.  Members of the Participating 
Committee from other countries 
including Saudi Arabia, Kuwait, Egypt, 
Iran, Bahrain, Jordan, Palestine and 
Malaysia also attended the meeting. 

SIBL ATTENDED THE 17TH MEETING OF THE PARTICIPATING COMMITTEE OF APIF

MISCELLANEOUS

Social Islami Bank Limited (SIBL) 
launched a campaign titled “Excellence 
in Customer Services” with the 
duration from 10 February to 31 March 
2019. Managing Director and CEO of 
Social Islami Bank Mr. Quazi Osman 
Ali inaugurated the campaign at the 
Head Office of the Bank on 10.02.2019. 
Among others, Mr. Kazi Tawhid Ul 
Alam, Additional Managing Director, 
Mr. Abu Naser Chowdhury, Deputy 
Managing Director, and other senior 
executives of the Bank were present 
in the program. The MD & CEO 

elaborated the importance of client 
services and urged the presence on 

extending the sincerest services to 
clients.

SOCIAL ISLAMI BANK LAUNCHED A CAMPAIGN ON EXCELLENCE IN CUSTOMER SERVICES 

Social Islami Bank Limited introduced 
an internet banking mobile app SIBL 
NOW. Prof. Md. Anwarul Azim Arif, 
Honorable Chairman of the Bank 
launched the mobile app at a ceremony 
held at SIBL Head Office on 29 January 
2019. Mr. Belal Ahmed, Vice Chairman 
of the Bank was present during the time.  
The program was presided over by Mr. 
Quazi Osman Ali, Managing Director & 
CEO of the Bank. Honorable Directors 
of the Bank were also present in the 
program. Additional Managing Director, 

Deputy Managing Directors and Senior 
Executives of the Bank were also present 
at the program. The account holders will 

enjoy the facilities of fund transfer, mobile 
recharge, utility bill payment and many 
more services through SIBL NOW. 

SOCIAL ISLAMI BANK LTD INTRODUCED MOBILE APP SIBL NOW
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Social Islami Bank Limited arranged a 
discussion meeting with the members 
of Hajj Agencies of Bangladesh (HAB) 
at a Hotel in Dhaka to ease the banking 
service among the Hajj Pilgrims. The 
program was presided over by Mr. Kazi 
Tawhidul Alam, Managing Director (CC) 
of Social Islami Bank Limited. 

For discussion on mutual business 
related issues with Islamic Corporation 
for the Development of the Private 
Sector (ICD), the Managing Director & 
CEO of Social Islami Bank Limited, Mr. 
Quazi Osman Ali recently visited the 
Headquarters of Islamic Development 
Bank (IsDB) in Jeddah, Kingdom of 
Saudi Arabia. 

Principal Branch of SIBL arranged a 
discussion session on, “Role of Zakat 
& Cash Waqf to Change the Society” 
and an Iftar Mahfil at the Branch. 
Mufti Muhammad Muhibullahil Baki, 
Chairman (CC) of SIBL Supervisory 
Committee and Imam of Baitul 
Mukarrom National Mosque, was 
present at the program as chief guest. 
Deputy Managing Directors, Mr. Abu 

Naser Chowdhury and Mr. Md. Sirajul 
Hoque were present at the program as 

special guests. 

Social Islami Bank Limited took an 
initiative of distributing Iftar among the 
people staying at street during Iftar time 
in Dhaka and Chattogram. A number of 
pick-up vans were engaged to distribute 
the Iftar.

SIBL ARRANGED A DISCUSSION MEETING WITH THE MEMBERS OF HAJJ AGENCIES  

MD & CEO VISITED THE HEADQUARTERS OF ISDB IN JEDDAH

IFTAR MAHFIL AT PRINCIPAL BRANCH

IFTAR DISTRIBUTION BY SIBL
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Social Islami Bank Limited (SIBL) awarded 

scholarship to the meritorious students 

of the country. The Bank arranged a 

Scholarship Awarding Ceremony in 

recognition of their brilliant results in 

SSC and HSC level on 19.01.2019 at the 

Hotel Purbani International, Dhaka. Mr. 

Quazi Osman Ali, Managing Director  

& CEO of Social Islami Bank distributed 

the scholarships along with crests and 

certificates among the meritorious 

students. Mr. Kazi Towhidul Alam, 

Additional Managing Director, Mr. Abu 

Naser  Chowdhury, Deputy Managing 

Director, Mr. Md. Sirajul Hoque, Deputy 

Managing Director and other Senior 

Executives of the Bank were present in 

the program.

Social Islami Bank Ltd and New Zealand 

Dairy Products Ltd jointly arranged 

a two-day long special health care 

campaign, “Bone Mineral Density Test” 

on 18-19 March at the bank’s Head Office. 

Mr. Quazi Osman Ali, MD & CEO, 

inaugurated the campaign as the chief 

guest. Mr. Kazi Towhidul Alam, AMD, 

Mr. Abu Naser Chowdhury, DMD, and 

Mr. Md. Sirajul Hoque, DMD were also 

present along with the officials of SIBL 

and New Zealand Dairy. The employees 

present there were tested their bone 

mineral density in the campaign and also 

provided treatment.

BONE MINERAL DENSITY TEST

SCHOLARSHIP AWARD CEREMONY

The 5th Technical Committee Meeting 
of SWIFT Member & User Group of 
Bangladesh (SMUGB) was held on 
January 20, 2019 at the Corporate Office 
of Social Islami Bank Limited. Mr. Quazi 
Osman Ali, Managing Director & CEO of 
Social Islami Bank Limited was present in 
the meeting as the Chief Guest. Mr. Kazi 
Towhidul Alam, Secretary General of 
SMUGB & Additional Managing Director 
of Social Islami Bank Limited presided 
over the meeting. Mr. Abdul Hannan 
Khan, SEVP & Company Secretary of 
Social Islami Bank Limited, Mr. Md. 
Akmal Hossain, Treasurer of SMUGB and 

Head of ID, Social Islami Bank Limited, 

Mr. MAK Azad, Joint Secretary General 

of SMUGB and Head of ID, ICB Islamic 

Bank Ltd. were also present in the meeting 

among other representatives from the 

member banks along with members of 

Technical Committee of SWIFT Member 

& User Group of Bangladesh (SMUGB). 

SWIFT TECHNICAL COMMITTEE MEETING 
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TRAINING AND WORKSHOPS

MD & CEO speaks to the participants of a Foundation Course in Banking

MD & CEO handed over certificate

MD & CEO with the freshers

Participants
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A 
cashless society is one that has 
moved beyond cash, by storing and 
exchanging currency in digital form. 
The argument for such a society lies 
on the concept of disappearance of 

hard cash or hard money. People have reinvented 
the exchange modes for goods and services several 
times over the past millennia, moving from 
bartering to using coins and paper money and 
recently to digital payments. New innovations 
have changed the form of money - some failed or 
disappeared, but several continue to influence our 
world.

MOVING TOWARDS 
A CASHLESS SOCIETY



  | JULY-1924

People around the world want 
to carry cash in their mobile 
phones or credit cards and walk 
on the road to a cashless society. 
The benefits are enormous: less 
chance of fraud and robbery, no 
cash handling hassles, no trips 
to the bank, shorter queues, and 
quicker transactions. Countries 
like Denmark, Sweden, and 
Thailand have passed laws that 
allow businesses to discourage 
cash payments, and in some cases 
require payments by mobile 
applications or credit cards.

Around the world the use of 
cash has been steadily declining 
and some experts predict that 
cash payments will fall by as 
much as fifty per cent over the 
next ten years. By 2020, most 

people in the UK will embrace 
and fully adopt smart devices for 
purchases nearly eliminating the 
need for cash, according to Pew 
Research Centre. The world is 
moving toward a cashless society 
while the Asian countries are 
on the road to imbue this trend 
into their financial affairs. This 
shift means better, cheaper and 
faster access to money for people 
across Asia.

And this journey is moving ahead 
with extraordinary speed across 
the world. Thanks to real-time 
payments using mobile devices, 
rising smartphone penetration, 
entrance of new payment service 
providers outside of traditional 
banking, the rise of e-commerce, 
and favorable government 
policy and regulation. Today, 
electronic cards have made it 
possible for consumers to go 
online and buy almost anything, 
from gadgets to groceries. 

Technologies like NFC (near 

field communications) are 

already allowing shoppers to 

make even small purchases using 

ubiquitous smartphones and 

other portable devices.

With the introduction of new 
technologies, businesses of all 
sorts - from a neighborhood 
smoothie stand to a nearby 
farmer’s market - can carry 
out their transactions using 
digital platforms. And of late, a 
new technology QR Code has 
added a new wave in mobile 
financial services (MFS) as it 
allows consumers to pay for 
anyone from a street vendor to 
a restaurant to a retail store and 
more. MFS operators globally 
process over a billion dollar 
a day, representing vital and 
life-sustaining transactions of 
over 690 million mobile money 
accounts.

A NEW 

TECHNOLOGY 

QR CODE HAS 

ADDED A NEW 

WAVE IN MOBILE 

FINANCIAL 

SERVICES (MFS) 

AS IT ALLOWS 

CONSUMERS TO 

PAY FOR ANYONE 

FROM A STREET 

VENDOR TO A 

RESTAURANT TO 

A RETAIL STORE 

AND MORE
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Digital payments are mostly 
connected to smartphones 
which is an exploding industry. 
Having connected five billion 
people to mobile services in 
2017, the global mobile industry 
will reach further milestones 
over the next eight 
years. According to 
the GSMA Mobile 
Economy Report 
2018, the number 
of unique mobile 
subscribers will reach 
5.9 billion by 2025, 
equivalent to 71% of the 
world’s population. Growth 
will be driven by developing 
countries, particularly India, 
China, Pakistan, Indonesia 
and Bangladesh, as well as 
Sub-Saharan Africa and Latin 
America. To break this down, 
this means that by 2025, 71% of 
the population potentially will 
have access to digital payment 
technology.

And we’re not far from this 
reality. In China, there are already 
one billion people using mobile 
wallets like AliPay and WeChat 
pay. The neighboring country 
India is also a great proponent of 
digital transformation as well as 
digital finance.

Bangladesh has already posted a 
great leap in this regard. People 
here too now start avoiding 
cash and using mobile phones 
in their payments with the 
rapid growth of mobile financial 

service (MFS) industry led by 
bKash, the second largest MFS 
player in the world with more 
than 30 million users across the 
country. Use of debit and credit 
cards has also been increased, 

an impressive performance of 
commercial banks. Almost all 
the banks have their digital 
payment system and introduced 
mobile App to facilitate cashless 
transaction. Industry experts 
say Bangladesh has a bright 
opportunity to leverage the 
advantages of cashless society 
with MFS industry which 
is growing day by day and 
experienced an astronomical 
120 per cent growth a year 
since 2011. The rise of digital 
transactions over the couple of 
years is tremendous. 

There are a lot of reasons 
why digital transactions 
are achieving popularity in 
Bangladesh. Only thirty percent 
of the total population are 
engaged in formal banking 
transactions, and a vast majority 
is still beyond the banking 
umbrella. The unbanked people 

are doing financial transactions 
through mobile phone offered 
by different MFS organizations 
and banks. In this way digital 
transactions are taking place 
in colossal amount. Now a 

days people need not feel 
to go to the bank or 

any destined places 
for monetary needs. 
They make transfer 
or transactions or 

payments either using 
mobile app or MFS. The 

people of remote regions 
can make payments of different 
fees such as admission fee, job 
application fee etc. So, there is 
a huge potentiality for growth 
of digital transactions. There 
are clear benefits of this trend 

ALMOST ALL THE BANKS 

HAVE THEIR DIGITAL 

PAYMENT SYSTEM 

AND INTRODUCED 

MOBILE APP TO 

FACILITATE CASHLESS 

TRANSACTION. 

INDUSTRY EXPERTS 

SAY BANGLADESH HAS A 

BRIGHT OPPORTUNITY 

TO LEVERAGE THE 

ADVANTAGES OF 

CASHLESS SOCIETY WITH 

MFS INDUSTRY WHICH IS 

GROWING DAY BY DAY 

AND EXPERIENCED AN 

ASTRONOMICAL 120 PER 

CENT GROWTH A YEAR 

SINCE 2011
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as stated earlier; better customer 
experiences, higher operational 
efficiency for businesses, 
financial inclusion of previously 
unbanked people, and higher 
transparency and accountability.

A rise in cashless payments 
will directly contribute to a 
fall in money laundering. The 
financial crime is far more 
difficult to get away with when 
there is a clear data trail of 
every payment received from 
financial institutions. Often 
money laundering can also give 
an unfair competitive advantage 
to front-companies that 
generate additional earnings 
from illicit activity. Ultimately, 
therefore, helping to transfer 
more financial power from 
criminals to legitimate firms can 
be a positive force for the private 
sector and this is only possible 
by digital transactions. This 
is really a great blessing for a 

developing nation like us which 

is very prone and vulnerable to 

money laundering and financial 

corruption. 

Despite all the benefits, there are 

dark sides too of technological 

revolution. Bangladesh is very 

rapidly adapting technological 

changes. The use of digital 

platforms for financial affairs 

is soaring high to higher in 

our country. But most of the 

people are not aware of cyber 

security. There are reports that 

people are losing their money 

by hacking their cards and 

their mobile password. The big 

financial institutions are also 

at risk of cyber-attack. All the 

stakeholders, government and 

private organizations, should 

come together to educate people 

of using technology efficiently. 

Since we cannot stop the human’s 

desire to get coziness through 

technological advancements, 

we had better manage it with 

utmost cautiousness and deep 

knowledge. 

THE USE OF 

DIGITAL 

PLATFORMS 

FOR FINANCIAL 

AFFAIRS IS 

SOARING HIGH 

TO HIGHER IN 

OUR COUNTRY. 

BUT MOST OF THE 

PEOPLE ARE NOT 

AWARE OF CYBER 

SECURITY. THERE 

ARE REPORTS 

THAT PEOPLE 

ARE LOSING 

THEIR MONEY BY 

HACKING THEIR 

CARDS AND 

THEIR MOBILE 

PASSWORD
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SIBL NOW FOR 
INSTANT BANKING

Information and Communication 
Technology has become the heart 
of modern banking and banking 
industry is at the heart of every 
robust economy. Electronic banking 

system brings technology driven 
revolution in financial transactions. 
The modernization of ICT has set the 
stage for extraordinary improvement 
in banking procedures throughout 
the world. The digital revolution in 
banking has only just begun. 

SIBL has been providing internet 
banking services by allowing 
customers to access banking facilities 
from anywhere anytime. Mobile 
application service of internet 
banking “SIBL NOW” comes up with 
numerous banking features within 

client’s smartphone devices. “SIBL 
NOW” offers a wide range of features 
such as balance inquiry, account 
statement, fund transfer, credit card 
bill payment, utility bill payment, 
mobile recharge and transaction 
history and so on. Clients should 
register in “SIBL NOW” for enjoying 
the features.  “SIBL NOW” has the 
following features to bring coziness 
for the clients. 

Since inauguration of “SIBL NOW”, 
9300 new accounts have been 
registered for the service. 

S

IBL has been providing internet banking services by allowing 

customers to access banking facilities from anywhere anytime. Mobile 

application service of internet banking “SIBL NOW” comes up with 

numerous banking features within client’s smartphone devices.

SIBL NOW
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Fund Transfer:

Users can transfer fund from their 
SIBL accounts to any other bank 
account without additional charge. 
Fund transfer to other SIBL accounts 
is executed instantly. Transferring 
fund to different bank is executed 
through Electronic Fund Transfer 
(EFT) operated by Bangladesh Bank 
where the destination bank executes 

the credit instruction within next 
business date of EFT request date, 
and in case the destination bank fails 
to credit, that would be refunded to 
source account with SIBL according 
to Bangladesh Bank EFT guidelines.

The maximum permitted amount 
to transfer in a single transaction 
through internet banking and SIBL 
NOW is BDT 50,000.00. Transaction 
limit for one user is BDT 02.00 lac and 

he can execute up to 20 transactions 
a day.

In first half of the year total transaction 
through internet banking is as below:

INTRABANK TRANSACTION: 

Tk. 19,34,33,588/-

INTERBANK TRANSACTION: 

Tk. 3,36,19,534/-

Md. Sultan Badsha 
CITO & EVP, Head of ICT Division

JAN FEB MAR APR MAY JUN

Volume of Transaction
Transaction of SIBL accounts  (BDT in million)
Transaction between other banks (BDT in million)

JAN FEB MAR APR MAY JUN

Number of Transaction
Transaction amount between SIBL accounts
Transaction amount between other bank accounts
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Bill payment

Clients can pay utility bills to different 

service provider organizations from 

his/her SIBL account. Customers can 

pay DPDC and DESCO bills from his/

her registered account (DPDC bills are 

processed in real-time while DESCO 

bills are processed on the next working 

day). Other Utility bill payment like 

for BIWTA,WASA ,TITAS GAS 

will be included gradually. Clients 

can also pay credit card bills from 

their SIBL account through SIBL 

NOW app. It allows only SIBL credit 

card bill payment by the app. Other 

bank credit card bill payment will be 

incorporated very soon. SIBL NOW 

provides balance recharge facilities 

for all prepaid & postpaid cell phone 

operators in the country (GP, Robi, 

Banglalink, Teletalk, Airtel) without 

additional service charge. 
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Response of bill payment in internet 
banking is encouraging. The 
collection of first few months is 
summarized below:

CREDIT CARD BILL 
TK. 1,71,37,400/-

DPDC BILL 
TK. 2,10,392/-

DESCO BILL 
TK. 63,887/-

MOBIL TOPUP 
18,19,278/-
Account Status Inquiry

One can check account balance and 
view and download his/her account 
statements in ‘html’ and ‘pdf’ format 
for a particular range of date. Clients 
can get a short overview of latest 
transaction status and account 
balance summary from the mobile 
App.

Moreover, outstanding position 
against investment accounts can be 
checked by the mobile app.

Managing Cheque Status

Clients can check current status of a 
cheque. Clients can stop payment of 
cheque which is available by status. 
Client can use this privilege as desired 

to avoid any kind of unexpected 
situation regarding cheque payment 
issue. This operation requires two-
factor authentication. To enable the 
cheque for payment again, client has 
to contact with branch and branch 
will do the needful under regular 
banking process.

Finding SIBL Contact and 

Locations

Clients can get all contact 
information of SIBL Branches & 
Offices in SIBL NOW. ATM & 
Branch locator provides information 
about each Branch and ATM, 
including their address, phone 
number, and directions to the 
location. SIBL NOW helps a user 
view his/her present location as well 
as the position & distance of nearby 
Branches or ATM Booths of SIBL in 
map.

 SMS & Email Notification

Clients can set his preferred cell 
number and email account to get 
SMS alert for all types of account 
transactions like ATM withdrawal, 
transactions over the counter.

Seeking banking 

Information

Clients can get detail information 
of SIBL business products such as 
Deposits, investments & Cards from 
the SIBL NOW App. Users will find 
recent event, activities and notices of 
SIBL on their fingertips in the News 
& Event list. They can see exchange 
rate of different currencies. 

EMI calculator is very helpful for 
users to calculate monthly EMI 
payment requirement for any loan 
amount, tenor (in months), and rate 
of profit.

View Merchants’ Offers

Users can get detail information of 
available benefit offers for SIBL card 
holders from different Merchants. 
SIBL card holder can see the benefit 
related information categorically 
such as electronics & appliances, 
airline, fabrics & tailors, furniture 
& home décor, jewelry, restaurant, 
fashion house, hotel & resort, travel 
& holidays, mobile phone, computer, 
online merchant etc.



31   | JULY-19

Cyber Security Awareness

SIBL NOW is managed by the most 
modern secured technology system. 
The app is tagged with the users’ 
device via IMEI number and up to 
3 devices can be registered against 
a SIBL account. Besides, 2-step user 
verification is required for any fund 
transfer. As like any online system, 
clients’ awareness is very important 
for safe usage of SIBL NOW. In this 
case, confidentiality of password/

PIN/security code must be ensured, 
an easily guessable password should 
be avoided and passwords should be 
changed at regular interval. Security of 
related email ID, device, SIM card must 
be ensured. The tagged device should 
be handled carefully, that should 
not be placed carelessly or shared 
to others. Using updated antivirus, 
avoiding unauthorized apps and 
using secured network are important. 
Users should not transact using open 
WIFI network, the router should be 

password protected, and password 
should not be saved in device.      

Application form for Internet Banking 
& Mobile App “SIBL Now” can be 
collected from any SIBL branch and 
it is also available in website of SIBL. 
(https://www.siblbd.com/home/

downloads). Interested clients need 
to communicate the nearest branch of 
SIBL with a filled up form to activate 
this service.
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Ave`yk knx` m‡Z‡iv eQi a‡i 

g‡bvweÁv‡b Aa¨vcbv Ki‡jI †g‡qi 

mvB‡KvjwR KL‡bv †f‡e †`‡Lbwb| 

†g‡qi mv‡_ Ii gv‡K K_v ej‡Z 

bv w`‡q wb‡R ej‡j AšÍZ G ai‡bi 

Acgv‡bi m¤§yLxb n‡Zb bv| wZwb 

we›`ygvÎ AuvP Ki‡Z cv‡ibwb 

†mœqgqx GKgvÎ Kb¨v wcZv-gvZvi 

B”Qv‡K Gfv‡e Ae‡njv Ki‡e| ïay 

wK Ae‡njv, ixwZg‡Zv Acgvb| 

iv‡Z †KD Lvevi †Uwe‡j e‡mwb| 

Kv‡Ri †g‡qwU †Uwe‡j Lvevi 

mvwR‡q A‡bKÿY Kv‡c©‡Ui Dci 

e‡m †_‡K‡Q| wKš‘ †KD Av‡mwb, 

mevB †hb `ytL Avi Acgv‡b G‡K 

Ac‡ii w`‡K ZvKv‡Z cvi‡Q bv| 

Kv‡iv mv‡_ Kv‡iv K_v-evZ©v †bB, 

mevB bv †L‡q ï‡q c‡o‡Q AvR|

mÜ¨vi ci †_‡K knx` mv‡ne †g‡qi 

Rb¨ Aw¯’i n‡q c‡ob| `yÕai‡bi 

`ywðšÍv Zv‡K kw¼Z K‡i †Zv‡j| 

cÖ_gZ: c‡_ †Kv‡bv wec`-Avc‡`i 

m¤§yLxb n‡jv wKbv, wØZxqZ: 

we‡q‡Z †g‡qi gZ Av‡Q wKbv| 

wiKw_i †divi wej¤^ †`‡L †k‡lv³ 

cÖkœwU wZwb we‡Kj †_‡K Ii gv‡K 

A‡bKevi K‡i‡Qb| Zywg wiKw_‡K 

we‡qi e¨vcv‡i e‡j‡Qv? 

nu¨v| 

†m wK Reve w`‡q‡Q? 

†Kv‡bv Reve †`qwb, Pzc K‡i ï‡b‡Q 

ïay| 

†Q‡j BwÄwbqvi, ev‡ci XvKv kn‡i 

evwo Av‡Q Gme †kvbvIwb? 

nu¨v, ïwb‡qwQ|

†Kv‡bv gšÍe¨ K‡iwb? 

Avey bv‡mi †PŠayix

wWGgwW, GmAvBweGj

we`xY© 
ˆmKZ

Mí
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e‡j‡Q, Avgvi‡Zv GL‡bv cov †kl 

nqwb| 

knx` mv‡ne g‡b g‡b wnmve †gjvb, 

we‡qi cÖm½ G‡j me †g‡qB GK_v 

e‡j| bvwK GUv Zvi Awb”Qvi 

ewntcÖKvk| AveviI wZwb ¯¿xi KvQ 

†_‡K †g‡qi g‡bi Lei †ei Kivi 

†Póv K‡ib| 

I hLb covi cÖm½ †U‡b‡Q Zzwg 

†LvjvLywj Avjvc Ki‡Z| 

Gme e¨vcv‡i wK †LvjvLywj Avjvc 

Kiv hvq? 

GLbKvi †g‡q‡`i †fZi Avi evwni 

†evSv gykwKj| knx` mv‡ne gšÍe¨ 

K‡ib|

Z‡e I‡K AvR K‡j‡R †h‡Z eviY 

Ki‡j cvi‡Z| 

wb‡la K‡iwQ wKš‘ †m †h ejj 

GbvUgxi Riæwi K¬vm Av‡Q| wgm 

Ki‡j Lye Amyweav n‡e| Avi K‡jR 

†_‡K †Zv PviUvi g‡a¨ evmvq wd‡i 

Av‡m| 

Ii Lvjvi evmvq †Mj bvwK? 

bv, †dvb K‡i †`‡LwQ, ILv‡b 

hvqwb| 

knx` mv‡ne nvZNwo †`‡L ej‡jb, 

GLb QqUv wÎk| mvZUvi mgq 

†Q‡ji gv-evev Avm‡eb I‡K †`L‡Z 

ZLb wK Reve †`‡e| 

wiKw_i gv ¯^vgxi gy‡Li w`‡K 

ZvKvb| 

wiKw_ hLb evmvq wd‡i ZLb 

A‡cÿgvY AwZw_iv hvIqvi Rb¨ 

D‡V `uvwo‡q‡Q| knx` mv‡ne 

wb‡R‡K ¯^vfvweK ivLvi Rb¨ big 

my‡i Rvb‡Z Pvb, gv †Zvgvi GZ 

†`wi n‡jv †h?

Avgvi eÜzi Rb¥w`‡b wM‡qwQjvg, 

ZvB wdi‡Z †`wi n‡q †Mj| 

wZwb †g‡q‡K cwiPq Kwi‡q 

w`‡jb| Avgvi GKgvÎ †g‡q wiKw_, 

†gwW‡K‡j c‡o| 

wiKw_ nvZ Zz‡j ejj, Avm&mvjvgy 

AvjvBKzg, emyb Avcbviv, AveŸyi 

mv‡_ Avjvc Kiæb, Avwg GKUz 

wfZ‡i hvw”Q| 

Avgiv‡Zv GZÿY †Zvgvi Rb¨ 

e‡mwQjvg| 

mwi, Avgvi Avm‡Z †`wi n‡q †Mj 

e‡j `ªæZ †fZ‡ii N‡i P‡j †Mj| 

Dbviv gšÍe¨ Ki‡jb, `viæY ¯§vU© 

†g‡q Avcbvi| 

AwZw_iv P‡j hvIqvi ci knx` 

mv‡ne †g‡qi iæ‡g XzK‡jb| wiKw_ 

Kvco‡Pvco bv †Q‡o weQvbvq ï‡q 

fvebvq gMœ ZLb| wZwb kã K‡i 

WvK‡jb, wiKw_| †m BZ¯ÍZ K‡i 

†kvqv †_‡K D‡V emj| gvI G‡m 

`uvov‡jb †cQ‡b| evev Rvb‡Z 

PvB‡jb †g‡qi Kv‡Q, †Zvgvi gv 

AvR evmvq †gngvb Avmvi K_v 

†Zvgv‡K e‡jwb? 

wR¡| 

Zvn‡j †`wi Ki‡j †h? 

Avwg‡Zv Avw¤§‡K e‡jwQ GLbI 

Avgvi cov †kl nqwb| 

gv †g‡qi Ávb m¤ú‡K© cªkœ Zzj‡jb, 

Zzwg wK w`b w`b eo n‡”Qv, bv eyw× 

K‡g hv‡”Q †Zvgvi! 

wiKw_ gv-evevi gy‡Li Dci mivmwi 

e‡j †djj, Avgvi we‡qi Rb¨ 

†Zvgv‡`i fve‡Z n‡e bv| 

knx` mv‡ne †g‡qi gyL †_‡K GiKg 

K_v Avkv K‡ibwb| wZwb ej‡jb, 

Avgiv bv fve‡j †K fve‡e? 

Avwg GKRb‡K cQ›` Kwi| 

eve-gv wb‡e©v‡ai g‡Zv †g‡qi w`‡K 

ZvKvb| 

†m Gevi Abvm© cixÿv †`‡e, bvg 

gvneye Rvwgj, wcZv wkÿKZv K‡ib, 

evwo ivRkvnx| 

knx` mv‡ne K_v nvwi‡q †d‡jb| 

wZwb kø_MwZ‡Z †g‡qi iæg †_‡K 

†ewi‡q †kvqvi N‡i hvb| Zvici 

†_‡K N‡i †KD Kv‡iv mv‡_ K_v 

ej‡Z cvi‡Qb bv| wb‡Ri weQvbvq 

NÈv `y‡qK wbtk‡ã e‡m †_‡K ï‡q 

c‡ob knx` mv‡ne| Nyg Av‡m bv, 

†Rvi K‡i `y‡Pv‡Li cvZv eÜ K‡i 

iv‡Lb, ZeyI Nyg Av‡m bv| wiKw_i 

†QvU‡ejvi †PnvivUv †f‡m D‡V 

evi evi| nwjµ‡m fwZ© Kiv‡bvi 

†h AvcÖvY †Póv Ges Zvi e¨_©Zvi 

†ikUzKz gy‡Q w`‡qwQj wiKw_ 

†gwW‡Kj K‡j‡R fwZ© n‡q| wKš‘ 

AvR Avevi bZzb K‡i nwjµ‡m 

†n‡i hvIqvi K_v g‡b nj knx` 

mv‡n‡ei| 

ZLb wiKw_i eqm gvÎ `yÕeQi| 

†QvÆ GB †g‡qwU‡K wN‡i gv-evevi 

KZ ¯^cœ Zv AvR fve‡Z cv‡i bv 

knx` mv‡ne| wiKw_i gv †mvbvjx 

e¨vs‡K Rywbqi Awdmvi †_‡K 

c‡`vbœwZ †c‡q wmwbqi Awdmvi 

wnmv‡e nwjµm kvLvq †hvM`vb 

K‡i‡Qb m‡egvÎ| nwjµ‡mi 

wUPvi‡`i Avjv`v LvwZi h‡Zœi 

e¨vcviwU cÖ_g cÖ_g wZwb AuvP Ki‡Z 

cv‡ibwb, c‡i eyS‡Z cvi‡jb wb‡Ri 
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†g‡q‡K fwZ© Kiv‡bvi Rb¨B GB 

evowZ LvwZi| Awd‡mi Mí Ki‡Z 

wM‡q wZwb K_vwU knx` mv‡ne‡K 

ej‡jb| knx` mv‡ne wKQzÿY 

nvm‡jb, nvm‡Z nvm‡Z nVvr †_‡g 

†M‡jb| wiKw_i gv e¨vcviwU jÿ 

K‡i ej‡jb, wK e¨vcvi Zzwg Pzc 

K‡i †M‡j †h? 

Avgv‡K GKUz fve‡Z `vI| 

†Kb, wK n‡jv Avevi? 

Avgv‡`i wiKw_i eqm KZ GLb?

`yÕeQi cvi n‡jv MZ gv‡m| nVvr 

†g‡qi eqm wb‡q fvebvq co‡j 

†Kb? 

Pvi eQi eq‡mi ev”Pv‡`i nwjµ‡m 

fwZ© Kivq| 

nu¨v Kivq, wKš‘ Zv‡Zv AviI `yÕeQi 

ci| 

wbðqB Zzwg GB kvLvq wZb ermi 

_vK‡e| 

†m‡Zv KZ…©c‡ÿi gwR©|

Avgv‡`i Rb¨ GKUv myeY© my‡hvM| 

GB `yÕeQ‡i Zywg nwjµ‡mi wUPvi‡`i 

mv‡_ fve Rwg‡q †dj‡Z cvi‡e| 

ZLb wiKw_‡K fwZ© Kiv‡bv †Kv‡bv 

mgm¨v n‡e bv| K_vUv wiKw_i 

gvi gbtc~Z n‡jI wZwb Ggb fve 

Ki‡jb †hb GUv †Kv‡bv e¨vcviB 

bv| 

GB fvebvq Zywg Zwj‡q hv”Q; †`‡Lv 

†g‡qwU wKfv‡e gy‡L nvZ †i‡L 

Nygv‡”Q| knx` mv‡ne evwjk †_‡K 

gv_v Zz‡j †`‡L Zvici KwP nvZwU 

mwi‡q Pzgy †`q gy‡L| 

¯¿xi hvZvqv‡Zi myweavi Rb¨ 

†ZRKzwbcvovq evmv †bb| c‡ii 

w`b †_‡K ¯¿x mwZ¨ mwZ¨ ¯^vgxi 

K_vi Abykxjb ïiæ K‡ib| knx` 

mv‡neI cÖwZw`b nwjµ‡mi †g‡q‡`i 

†`‡L wiKw_i AvMvgx w`‡bi Aeqe 

fve‡Z fve‡Z K‡j‡R P‡j hvb| 

w`‡bi ci w`b `yÕR‡bi gv‡S myZxeª 

AvKv•ÿv R‡b¥| a‡i †bq †g‡q GLb 

†_‡KB nwjµ‡mi QvÎx| †mfv‡e 

M‡o †Zvjvi Rb¨ wZb eQ‡i cv 

w`‡Z bv w`‡ZB `yÕRbB D‡Vc‡o 

†j‡M hvq| nwjµ‡mi K‡qKRb 

wkÿwqÎxi mv‡_ †ek mL¨ M‡o D‡V 

wiKw_i gvi| e¨vs‡K G‡j wb‡R 

†Pqvi †_‡K D‡V Dbv‡`i KvR 

†m‡i †`b, wcq‡bi A‡cÿv K‡ib 

bv| gv‡S g‡a¨ GUv †mUv e‡j Pv-

wgwóI LvIqvb| K_vi cÖm½ †U‡b 

†g‡qi fwZ©i e¨vcv‡i cÖ¯‘wZ c‡e©i 

Avjvc mvi‡Z †Póv K‡ib| bvbvwea 

civgk© Zuv‡`i KvQ †_‡K Av‡m 

†hgb LyeB Kw¤úwUkb Avi wcÖwÝcvj 

Avcv AZ¨šÍ Kov, †Kv‡bv cÖKv‡ii 

cywks W¨vwks P‡j bv| Avevi KL‡bv 

KL‡bv Avk¦¯Í K‡ib, fve‡eb bv, 

Avgiv mevB AvwQ bv| nwjµ‡mi 

wUPvi †i‡L cov‡bvi Rb¨ GKRb 

civgk© †`b| fwZ© cixÿvi Qq gvm 

Av‡M †_‡K civgk© Abyhvqx wUPviI 

ivLv nq| wZwb mßv‡n Pvi w`b 

mÜ¨vq evmvq G‡m wiKw_‡K cov‡Z 

_v‡Kb| fwZ© cixÿvi gvmLv‡bK 

Av‡M nVvr GKw`b wiKw_i mvg‡bi 

w`‡Ki cÖ_g `y‡ai `uvZwU c‡o hvq| 

wkwÿKv mÜ¨vq evmvq Avmvi mv‡_ 

mv‡_ wiKw_ D‡V hvIqv `uvZwU 

†`Lvq| wZwb GKUy wePwjZ‡eva K‡i 

wiKw_‡K gy‡Li `uvZ †`Lv‡Z e‡jb| 

G‡Z Zvi `ywðšÍv Av‡iv †e‡o hvq| 

G‡Kev‡i mvg‡bi `uvZ| nv Ki‡ZB 

¯úó eySv hv‡”Q, AvMvgx mßv‡n fwZ© 

cixÿvi dig †`Iqv n‡e| wiKw_i 

gv‡K e¨vcviwU Rvbv‡bv `iKvi| 

nwjµ‡m `uvZ c‡o hvIqv ev”Pv‡`i 

fwZ© Kiv‡bv nq bv| K_vwU ï‡b 

knx` mv‡neI wePwjZ n‡q c‡ob, 

Avcwb GZw`b ev”Pv cov‡jb, 

GKwU dig wK wb‡q w`‡Z cvi‡eb 

bv| Gi eqm †Zv GLbI Pvi c~Y© 

nqwb| wkwÿKv Reve w`‡jb, bv 

wcÖwÝcvj Avcv eoB Kov| Zvn‡j 

GLb Dcvq, †g‡q‡K †h †Kv‡bv 

cÖKv‡i fwZ© Kiv‡Z n‡e| Avcwb 

Zvi wUPvi, Avcwb c_ †`wL‡q 

w`b| wkwÿKv †f‡e wP‡šÍ ej‡jb, 

Wv³vix mvwU©wd‡KU †bb, †g‡qi `uvZ 

Gw·‡W‡›U c‡o wM‡q‡Q| wkwÿKvi 

K_vg‡Zv Wv³vwi mvwU©wd‡KU wb‡q 

†g‡q‡K mn knx` mv‡ne fwZ© 

cixÿvi di‡gi Rb¨ j¤^v jvB‡b 

`uvov‡jb| dig cÖ`vbKvixi cv‡k 

wcÖwÝcvj wm÷vi †Rv‡md emv| 

fvBm wcÖwÝcvj wRÁvmv Ki‡jb, wK 

bvg †Zvgvi? 

†m wbwe©‡Nœ ejj, wiKw_| m‡½ m‡½ 

wm÷vi †Rv‡md bvKP K‡i w`‡jb| 

knx` mv‡ne c‡KU †_‡K †gwW‡Kj 

mvwU©wd‡KU †ei K‡i ej‡jb, Avgvi 

†g‡qi eqm GLbI Pvi c~Y© nqwb| 

Gw·‡W‡›U `uvZ D‡V †M‡Q, GB †`Lyb 

†gwW‡Kj mvwU©wd‡KU| 

wm÷vi †Rv‡md cÖwZ DË‡i ej‡jb, 

w`R BR bU Uªy| cÂvk UvKvq GB 

mvwU©wd‡KU cvIqv hvq| 

GB †h dig w`‡jb GB †g‡q‡Zv 

Avgvi †g‡qi †P‡q A‡bK eo? 

Ii‡Zv `uvZ c‡owb| 

knx` mv‡ne Gevi KvZi n‡q 

ej‡jb, wcøR Avgvi †g‡qUv‡K AšÍZ 

Avcbviv fwZ© cixÿvq Ask †bIqvi 
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my‡hvM w`b| 

Avcwb Avgv‡`i mgq bó Ki‡Qb| 

c‡ii w`b wiKw_i gv e¨vs‡K G‡m 

Ab¨ GKwU m~‡Îi mÜvb †c‡jb| 

GKRb wkÿwqÎx fvBm wcÖwÝcv‡ji 

mv‡_ evmvq wM‡q †`Lv Kivi civgk© 

w`‡jb| evmvi mwVK wVKvbv w`‡Z bv 

cvi‡jI e‡j †M‡jb, wRMvZjv‡Z 

eo gvVUv †cwi‡q cuvPZjv wewìs-

Gi wZb Zjvq wZwb _v‡Kb| wiKw_i 

gv g‡b fimv †c‡jb| GB fvBm 

wcÖwÝcvj‡K MZ `yB eQi wZwb K¨vk 

KvD›Uv‡i †h‡Z †`bwb| wb‡RB Rgv 

w`‡q‡Qb Avevi †P‡Ki UvKvI G‡b 

w`‡q‡Qb|

†mw`b we‡K‡jB wiKw_‡K wb‡q 

evev-gv `yÕRb wRMvZjv G‡m 

fvBm wcÖwÝcv‡ji evmv LyuR‡Z 

ïiæ Ki‡jb| gv‡Vi Icv‡k †ek 

K‡qwU cuvPZjv wewìs| cÖ_gUv‡Z 

D‡V wR‡Ám Ki‡jb| Reve G‡jv, 

GB d¬¨v‡U bv, cv‡ki wewìs-G 

†LuvR wbb| Zvici cv‡ki d¬¨v‡U 

wmuwo †e‡q DV‡Z DV‡Z K¬vwšÍ‡eva 

Ki‡jb `yÕRb| Kwjs †ej wUc‡Z 

GK f`ª‡jvK †ewi‡q Avm‡jb| 

wZwb mivmwi DËi bv w`‡q evmv 

b¤^i eøK b¤^i Rvb‡Z PvB‡jb| 

wiKw_i gv-evev G‡K A‡b¨i gy‡Li 

w`‡K ZvKv‡jb| f`ª‡jvK ej‡jb, 

Gfv‡e Avcbviv evmv Lyu‡R cv‡eb 

bv| Zvici `iRv eÜ K‡i w`‡jb| 

wmuwo †e‡q wb‡P †b‡g G‡m wKQzÿY 

`uvwo‡q wK †hb fve‡jb| gv‡V 

†Ljvq gMœ †Q‡j‡g‡q‡`i Kv‡Q wM‡q 

wR‡Ám Ki‡jb, nwjµ‡mi fvBm 

wcÖwÝcv‡ji evmv wP‡b wKbv| gv_vq 

¯‹vd© c¨vuPv‡bv GKwU †g‡q nv‡Zi 

Bkvivq e‡j, H Pvi b¤^i eø‡Ki wZb 

Zjvq| `yR‡b nuvd †Q‡o euvP‡jb 

†hb| wZb Zjvq D‡V Kwjs †ej 

w`‡q ÿwYK `uvov‡jb| †K GKRb 

AvBwfkb w`‡q †`‡L P‡j †Mj| 

cici Av‡iKRb G‡m `iRv Ly‡j 

ej‡Z jvM‡jb, Avmyb Avmyb †fZ‡i 

Avmyb, nVvr wK g‡b K‡i Avgv‡`i 

Gw`‡K! wiKw_i gv ej‡Z hvw”Qj, 

Avgiv AZ¨šÍ Riæwi cÖ‡qvR‡b 

Avcbvi Kv‡Q G‡mwQ| 

Av‡M emyb Zvici Riæwi Avjvc 

n‡e| 

wiKw_i evev Gevi †g‡Z DV‡jb, 

Avgiv Pv-bv¯Ív wKQzB Lve bv, 

Avgv‡`i KvRwU K‡i w`‡j LyeB 

DcK…Z n‡ev|

wK Ggb DcKvi Avgvq w`‡q n‡Z 

cv‡i ejyb‡Zv|

Avgv‡`i GB ev”Pvi eqm GL‡bv Pvi 

eQi c~Y© nqwb, `uvZ D‡V hvIqvq 

†mw`b fwZ©i dig cvqwb| 

†`Lyb G e¨vcv‡i Avgvi Kivi wKQz 

†bB| wm÷vi †Rv‡md wbqg-Kvby‡bi 

cÖwZ AZ¨šÍ hZœkxj| Avgv‡K ÿgv 

Ki‡eb| 

knx` mv‡ne Avi †`wi Ki‡jb bv| 

Ni †_‡K †ewi‡q wmuwo †e‡q wb‡P 

†b‡g G‡jb, wc‡Q wc‡Q gv-†g‡qI| 

µgkt me †ÿvf Ges `ytL †g‡qi 

Dci Nbxf~Z n‡Z ïiæ Kij| 

wi·vq DV‡jb, wiKw_‡K nvZ a‡i 

Uvb w`‡q Zzj‡jb| iv¯Ívi AvBj¨vÛ 

cvi n‡Z wM‡q wi·vi SuvKzwb‡Z 

iMPUv w`‡q D‡V knx` mv‡ne `uvZ 

wLuwP‡q ej‡jb, `uvZ covi Avi 

mgq n‡jv bv| GB gyn~‡Z© g‡b n‡”Q 

me †`vlB GB †g‡qwUi| Zvi Rb¨ 

AvR KZR‡bi wbKU AcgvwbZ 

n‡Z n‡”Q| knx` mv‡n‡ei B”Qv 

Ki‡Q †g‡qwU‡K iv¯Ívi cv‡k wi·v 

†_‡K †d‡j w`‡Z| g‡b g‡b GKevi 

av°vI †`b| ZLb wKš‘ k³ K‡i 

a‡i iv‡Lb †g‡q‡K|

knx` mv‡ne Avi fve‡Z cv‡ib bv| 

evmvq wd‡i †eW myBP wU‡c evwZ 

wbwf‡q †`b| Nigq AÜKv‡i f‡i 

hvq| wZwbI Auvav‡i Wz‡e hvIqvi 

†Póv K‡ib, wKš‘ cv‡ib bv| ey‡Ki 

Dci †K †hb cv_i Pvcv w`‡q 

†i‡L‡Q| ü`‡qi †fZiUv wbgœPv‡ci 

g‡Zv ¸‡gvU n‡q Av‡Q| AZx‡Zi 

me e¨_©Zv g‡bi †fZi ei‡di 

g‡Zv R‡g hv‡”Q| knx` mv‡ne GB 

gyn~‡Z© wb‡Ri Aw¯ÍZ¡ †LuvRvi †Póv 

K‡ib| Mvp AÜKv‡i wZwb †PuvL 

†g‡jb, cj‡K AvZ¥Rvi Aeqe 

†f‡m I‡V Zuvi mg¯Í mËv Ry‡o, 

wZwb µgk †n‡i hvb|

†jLK cvVK gn‡j bv‡mi ingvb bv‡g cwiwPZ
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ZvRgnj
wmwU ÷vi Ges hy³ cÖmv`

TRAVELOGUE

mKvj mv‡o AvUUv, Avgiv m‡e bv¯Ív 

†m‡i iæ‡g G‡mwQ, ZLbB †dvb G‡jv| 

B›UviK‡g wiwmckb †_‡K Rvbv‡jv 

Avgv‡`i Mvwo ˆZwi, Avgiv †b‡g 

Avm‡Z cvwi|

mKv‡ji bv¯Ív PgrKvi n‡q‡Q, GK`g 

Avgv‡`i g‡bi g‡Zv| †nv‡Uj wmwU 

÷vi-Gi Kgwcø‡g›Uvwi †eªKdvó| 

†gby¨‡Z wQj †eªW, †Rwj, nvwb, 

†fwR‡Uej m¨vÛDBP, eªvDwb, wgwb 

†WvbvU, Kb©‡d¬· I wgé, wjwP †d¬fv‡ii 

wgé‡kK, A‡iÄ Rym, jywP, †eKW 

webm, †eKW c‡U‡Uv, byWj&m, cv¯Ív, 

µ¨vg‡ejW GM, e‡qjW GM, c‡U‡Uv 

Pc, wMÖì wP‡Kb m¨vÛDBP, †KK, wg·W 

dªyUm, †fwR‡Uej cv‡Kvov, †fwR‡Uej 

KvU‡jU, Kjv, Pv Ges Kwd| GQvov 

PvB‡j †cøb †KK I wWg †cvm ev wWg 

Ig‡jUI ˆZwi K‡i †`q| me¸wj 

AvB‡Ug †Zv Avi LvIqv m¤¢e bq| 

Avwg I Avgvi ¯¿x cQ›` gvwdK hZUv 

m¤¢e mgq wb‡q †eªKdv÷ K‡iwQjvg| 

†ióz‡i›U eq ivR I e`iæj Avgv‡`i 

LvwZi Ki‡jv, we‡kl K‡i ivR| Ii 

evwo wkwj¸wo, I evsjvq K_v ej‡Z 

cv‡i| Avgv‡`i cv‡ki †Uwe‡j gvS 

eqmx `yB f`ª gwnjv †L‡Z †L‡Z GKRb 

Av‡iKR‡bi †Wª‡mi LyeB cÖksmv 

KiwQj| Ibv‡`i Avjv‡c eySjvg, 

Ibviv wbDwRj¨vÛ †_‡K G‡m‡Q| 

A`~‡iB K‡qKwU RvcvwbR `¤úwZ bv¯Ívi 

†Uwe‡j Pv‡qi Kv‡c So ZzjwQ‡jv| 

c‡i †R‡bwQ GB †nv‡U‡j AvgivB 

ïay wQjvg GB mve-Kw›U‡b‡›Ui Avi 

mevB gvwK©b hy³ivóª, Rvcvb, A‡óªwjqv, 

wbDwRj¨vÛ, Pxb, BZvwj, †¯úb †_‡K 

Avmv ch©UK| mevB G‡m‡Q c„w_exi 

mßg Avðh¨© gyNj ¯’vcZ¨‰kjxi Ab¨Zg 

wb`k©b ZvRgnj †`Lvi Rb¨| bqv 

w`jøxi cvnvoMÄ GjvKvq GB †nv‡UjwU 

Aew¯’Z| GZ Kg fvovq GZ fv‡jv 

†nv‡Uj mwZ¨ Avgv‡K AevK  K‡i‡Q| 

cÖwZw`‡bi fvov gvÎ 53 Wjvi Avi 

Avwg AbjvBb cø¨vUdg©  Agoda.com 

Gi gva¨‡g eyK K‡iwQ e‡j fvov wQj 

43 gvwK©b Wjvi| wi‡mckb, iæg 

mvwf©m, †ióz‡i›U I Uªv‡fj †W· mvwf©m-

mewKQz GK K_vq PgrKvi|

Avgiv jwe‡Z †b‡g Avmvi mv‡_ mv‡_ 

Mvwoi WªvBfvi Avgv‡`i Zvi Mvwo‡Z 

wb‡q †Mj| Avgv‡`i MšÍe¨ w`jøx †_‡K 

220 wK‡jvwgUvi `~‡i AvMÖvi ZvRgnj| 

MvwowU 1250 wmwmi gviæwZ-myRywK Gwm 

Kvi| WªvBfv‡ii bvg wR‡Ám Ki‡ZB 

†m my›`i Bs‡iwR‡Z Zvi bvg cwiPq 

ej‡jv| Avgv‡K Av‡M †_‡KB ejv 

n‡qwQj †h †m fv‡jv Bs‡iwR Rvbv 

A`~‡iB K‡qKwU RvcvwbR `¤úwZ bv¯Ívi †Uwe‡j Pv‡qi Kv‡c So ZzjwQ‡jv| c‡i †R‡bwQ 

GB †nv‡U‡j AvgivB ïay wQjvg GB mve-Kw›U‡b‡›Ui Avi mevB gvwK©b hy³ivóª, Rvcvb, 

A‡óªwjqv, wbDwRj¨vÛ, Pxb, BZvwj, †¯úb †_‡K Avmv ch©UK| mevB G‡m‡Q c„w_exi mßg 

Avðh¨© gyNj ¯’vcZ¨‰kjxi Ab¨Zg wb`k©b ZvRgnj †`Lvi Rb¨|
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WªvBfvi| MvBW wn‡m‡eI KvR Ki‡e| 

WªvBfv‡ii bvg hy³ cÖmv`, wKš‘ †m 

ms‡ÿ‡c IqvBwc (YP) e‡j m¤¢eZ 

†m wfbœ fvlvfvlx Uzwi÷‡`i ejvi 

myweav‡_© GB bvg wb‡q‡Q| Avgv‡`i 

hvIqv Avmvi cÖvq 8 N›Uvq A‡bK K_v 

e‡j‡Q †jvKwU| ej‡Z †M‡j mviv 

c_B †jvKwU K_v e‡j‡Q| Avgvi 

ïb‡Z fv‡jvB †j‡M‡Q| gv‡S gv‡S 

Zv‡K DrmvwnZ Kivi Rb¨ Zvi mv‡_ 

Zvj w`‡qwQ| Avgvi ¯¿x mg‡q mg‡q 

wei³ n‡q Avgv‡K Pzc _vK‡Z Aby‡iva 

K‡i‡Q| hy³ cÖmv‡`i evwo `wÿY 

†bcv‡j| GLv‡b cÖvq 37 eQi hveZ 

KvR Ki‡Q| GB †nv‡U‡j gvwmK 8 

nvRvi iæwc‡Z WªvBfv‡ii PvKzwi K‡i| 

Uzwió‡`i †`qv wUcm&-B n‡”Q Zvi evowZ 

Avq| msmv‡i ¯¿x I wZb †Q‡j Av‡Q- 

eo †Q‡j KvVgyÛz, †gS †Q‡j `yevB Avi 

†QvU †Q‡j Aveyavex‡Z KvR K‡i| eqm 

55 eQi| ejj Zvi wKQz †`bv Av‡Q 

ZvB Av‡iv wKQzw`b GB KvR Ki‡e, 

Zvici †`‡k P‡j hv‡e| Zvi Kv‡QB 

Rvbjvg, †bcv‡ji †jvKRb fvi‡Z 

KvR Kivi AbygwZ cvq| hy³ cÖmv` 

mviv iv¯Ívq A‡bK K_v ejj: fvi‡Zi 

ivRbxwZ, mvgvwRK Ae¯’v, w`jøxi AvBb 

k„•Ljv cwiw¯’wZ, mvaviY gvby‡li Rxeb 

hvÎv BZ¨vw`| Zvi 

`„wó‡Z w`jøxi AvBb 

k„•Ljv cwiw¯’wZ Ly-D-e 

Lvivc| Ab¨vb¨ iv‡R¨i gZ 

¯^vaxbfv‡e w`jøx miKvi GLv‡b 

KvR Ki‡Z cvi‡Q bv, †K›`ªxq 

miKv‡ii Amn‡hvwMZvi Kvi‡Y| 

cÖavbgš¿x b‡i›`ª †gv`xi mgv‡jvPbv 

Ki‡jv †m| ivRbxwZwe`‡`i wel‡q 

ejj, Ò†` Avi †fwi gvP nvg©dzj `¨vb 

WªvMÓ| wn›`y-gymjgvb wel‡q ejj †h 

wn›`yiv cï RevB K‡i wcQb w`‡q Avi 

gymjvgvbiv cï RevB K‡i mvg‡b 

w`‡q| wn›`yiv gymjvgvb‡`i RevB Kiv 

cï Lvq, wKš‘ gymjgvbiv wn›`y‡`i RevB 

Kiv cï Lvq bv| 

cÖvq 1 N›Uv c‡iB Avgiv w`jøx AwZµg 

K‡i DËi cÖ‡`k iv‡R¨ cÖ‡ek Kwi| 

Zvi KvQ †_‡K Rvbjvg Av‡M w`jøx 

†_‡K AvMÖv †h‡Z mgq jvMZ 7 †_‡K 9 

N›Uv, GLb nvBI‡q n‡q‡Q, †h‡Z mgq 

jv‡M 3.30 †_‡K 4 N›Uv| nvBI‡qi 

bvg hgybv G·‡cÖmI‡q| †RBwc (Japee) 
bv‡gi GKwU cÖvB‡fU †Kv¤úvwb GB 

G·‡cÖmI‡qwU K‡i‡Q| DËi cÖ‡`‡ki 

ivRavbx n‡”Q jLbD| GB cÖ‡`‡ki 

Ab¨vb¨ eo kni n‡”Q bq`v, g_yiv, 

AvjxMo I AvMÖv| eZ©gv‡b DËi cÖ‡`k 

fvM 

n‡q 

Av‡iv 

`yBwU ivR¨ 

n‡q‡Q| DËivLÛ I 

SvoLÛ, ZviciI GB ivR¨wU fvi‡Zi 

Ab¨Zg eo ivR¨| RbwcÖq ivRbxwZwe` 

gvqveZx GB iv‡R¨i mv‡eK g~L¨gš¿x|

Avgiv wKQzÿ‡Yi g‡a¨B nvBI‡q‡Z 

cÖ‡ek Kijvg| Pvi †jb K‡i AvU 

†j‡bi nvBI‡q| cÖvq 100 gvBj w¯ú‡W 

Avgv‡`i Mvwo Pjj| `yÕav‡i weivYf~wg, 

gv‡S gv‡S dm‡ji †ÿZ| wKQzÿY c‡i 

WªvBfvi Avgv‡`i Kv‡Q Rvb‡Z PvB‡jv 

Avgiv Pv- cvwb Lve wKbv| evsjvq ejvi 

†Póv Kij ÒRj Pv †L‡ZÓ| Avgvi ¯¿x 

ejj Òn¨uv, Pv wc‡q‡½Ó| IqvBwcI 

Lywk n‡q iv¯Ívi av‡ii GKwU avev‡Z 

wb‡q †Mj| iv¯Ívi av‡ii †ióz‡i›U‡K 

Iiv e‡j avev| Avgiv Pv cvb Kivi 

Rb¨ cÖvq 15 wgwb‡Ui weiwZ wbjvg| 

A‡bK‡KB mgyPv I †`vmv (`wÿY 

fviZxq GK ai‡Yi my¯^v`y Lvevi) †L‡Z 

†`Ljvg| Avgiv Pv I cvwb wKbjvg| 

GwU †mjd mvwf©m †ióz‡i›U, cwi®‹vi 

Avãyj nvbœvb Lvb 

GmBwfwc I †Kv¤úvwb mwPe
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cwi”Qbœ, we‡kl K‡i Uq‡jU¸wj 

†cjvg Ly-D-e cwi®‹vi-cwi”Qbœ| 

†ióz‡i‡›Ui cÖ‡ek gy‡LB ivR¯’v‡bi GK 

wgDwRwkqvb Zv‡`i HwZn¨evnx †cvkvK 

c‡i wgDwRK evRv‡”Q, Zvi Zv‡j Zv‡j 

GKwU wK‡kvix †b‡P hv‡”Q, Zvi ci‡b 

iO-†eiO-Gi NvMov| †g‡qwU wKQzÿY 

ci ci G‡m `k©bv_x©‡`i Kv‡Q nvZ 

cvZ‡Q, †h hv cvi‡Q w`‡”Q| Avwg `k 

iæwci GKwU †bvU Ii nv‡Z w`‡ZB, I 

my›`ifv‡e bg¯‹v‡ii fw½gvq Avgv‡K  

K…ZÁZv I ab¨ev` Rvbv‡jv|

cÖvq Pvi N›Uv ci Avgiv AvMÖv G‡m 

†cŠuQvjvg| wKš‘ ZvRgnj †h‡Z 

Avgv‡`i Av‡iv GK N›Uv †j‡M †Mj| 

GB w`b wQj MYcwZ c~Rvi wemR©b 

w`em| `‡j `‡j bvix-cyiæl wewfbœ 

w`K †_‡K evRbv evwR‡q nB û‡jøvo 

K‡i MYcwZ g~wZ© wb‡q hgybv b`xi Zxi 

Awfgy‡L hv‡”Q| c‡i eyS‡Z cvijvg 

GB R‡b¨B GB UªvwdK R¨vg| ZvRgn‡j 

†XvKvi ci ci `yBwU c_B GB R‡b¨ 

eÜ K‡i †`qv n‡q‡Q| Avgv‡`i hgybv 

b`x †cwi‡q (eªxR AwZµg K‡i) A‡bK 

Ny‡i A‡bKUv Aa©e„Ë c_ AwZµ‡gi 

g‡Zv K‡i Avevi hgybv b`x †cwi‡q 

ZvRgn‡ji cwðg †M‡U †h‡Z n‡jv| 

AvMÖv‡K †`‡L g‡b n‡jv A‡bK cy‡iv‡bv 

kni Ges NbemwZc~Y©| †ek wKQz 

ZiæYx‡K †`Ljvg †eviKv c‡i †gvUi 

evBK Pvjv‡”Q| c‡i Rvbjvg GUv 

gymwjg Aay¨wlZ GKwU kni| 1504 

mv‡j wmKv›`vi †jv`x AvMÖv kn‡ii cËb 

K‡ib|

Avgv‡`i WªªvBfvi cÖvq GK wK‡jvwgUvi 

`~‡i Mvwo cvK© Kij| GB c_UzKz 

Avgv‡`i †QvU †ewe U¨vw· UvB‡ci 

e¨vUvwiPvwjZ gUi evB‡K †h‡Z n‡jv| 

Avgv‡`i WªvBfviB `i`vg wVK K‡i 

GKwU gUi evBK wVK K‡i w`‡jv| 

evB‡Ki WªvBfv‡ii bvg AvIi½‡Re| 

AvIi½‡R‡ei Mvwo‡Z P‡o kvnRvnv‡bi 

ZvRgnj †`L‡Z hvw”Q welqwU †f‡e 

†ek gRvB †cjvg| AvIi½‡Re 

Avgv‡`i ZvRgn‡ji †M‡U bvwg‡q 

w`‡jv, `yB N›Uv ci †m Avevi Avgv‡`i 

wb‡qI G‡jv| fvov gvÎ 100 iæwc| 

ZvRgnj‡K `~l‡Yi nvZ †_‡K euvPvevi 

Rb¨, †Zj I M¨vm PvwjZ Mvwo GK 

wK‡jvwgUvi `~‡i cvK© Ki‡Z nq|

Avgiv c~e© cv‡ki †MU w`‡q ZvRgn‡j 

cÖ‡ek Kijvg| wfZ‡i †cjvg †ek eo 

GKwU Avw½bv, Pvwiw`‡K †`qvj †Niv 

Ges Av‡iv `yBwU †MU-GKwU cwðg w`‡K 

Avi Ab¨wU DËi w`‡K| DË‡ii †MUwU 

†ek eo Ges `„wó b›`b| GB †MU w`‡q 

cÖ‡ek Ki‡jB Avgiv cv‡ev we‡k¦i 

me‡P‡q AvKl©Yxq ¯’vcZ¨ ZvRgnj| 

GB w`bwU wQj †m‡Þ¤^i 27, 2015 A_©vr 

Òwek¦ ch©Ub w`emÓ| ZvB `kbv_©xi 

msL¨v wQj A‡bK| GB we‡kl w`‡b 

†Kv‡bv cÖ‡ek g~j¨ wQj bv| ZvB g~j 

†MU w`‡q XzKvi mgq †ek fxo †cjvg| 

fxo †V‡j GwM‡qB †`wL †mB AvKl©Yxq 

¯’vcZ¨‰kjxi Kw_Z †cÖ‡gi mgvwagw›`i 

ÒZvRgnjÓ| †iŠ‡`ªi Av‡jv‡Z IUvi Mv 

wPK wPK Ki‡Q| ¯’vcZ¨wU †MU †_‡K 

Ggb GKwU `~i‡Z¡ Aew¯’Z, †hLvb †_‡K 

ZvRgnjwU m¤ú~Y©fv‡e Ges Z…wßmnKv‡i 

†`Lv hvq| 

ZvRgnj mgªvU kvnRvnv‡bi GK Agi 

m„wó| GwU wZwb wbg©vY K‡iwQ‡jb 

Zvi wcÖqZgv ¯¿x AviRygv›` evby 

†eMg ggZv‡Ri g„Zz¨i ci Zvi cÖwZ 

fv‡jvevmvi ¯§„wZwPý wn‡m‡e| Avi 

GwUB c„w_exi me‡P‡q eo fvjevmvi 

wb`k©b hv wbg©vY Ki‡Z my`ÿ 20 nvRvi 

kªwg‡Ki mgq †j‡MwQj 22 eQi| mgªvU 

kvnRvnvb 1631 mv‡j ¯¿xi mgvwa‡Z 

GB †mŠa wbg©vY ïiæ K‡ib| `xN© 22 

eQ‡ii `ÿ Kg©h‡Ái ga¨ w`‡q 1653 

mv‡j GwUi wbg©vY KvR †kl nq| †MU 

†_‡K AÆvwjKvi Kv‡Q hvIqvi nuvUvc_, 

`yÕav‡i cvwbi SY©vaviv| cÖ‡ek Øvi 

†_‡K AÆvwjKv ch©šÍ iv¯Ív QvovI Gi 

c~e© I cwðg w`‡K evMv‡bi ga¨ w`‡q 

nuvUvi c_ Av‡Q| cwðg w`‡K nuvUvi 

c‡_i c‡i GKwU †QvU hv`yNiI Av‡Q| 

†k¦Z cv_‡ii ZvRgnj †hb GK 

wbcyYZvi cÖwZ”Qwe| m¤ªvU kvnRvnvb 

Zvi wcÖqZgv ¯¿x ggZvR gn‡ji ¯§„wZi 

mgvwa GB ZvRgnj| ggZvR gnj 

wQ‡jv ZviB gv b~iRvnv‡bi fvwZRx, 

Zv‡K AvMÖvi gmjv Kb¨vI ejv nq| 

wmWwb wmwU

¯^¯¿xK †jLK
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KviY ggZv‡Ri evev AvMÖv‡Z gmjvi 

e¨emv Ki‡Zb| Kw_Z Av‡Q cÖvq 500 

gvBj `~‡i ivR¯’vb †_‡K †k¦Z cv_i 

G‡b GB ZvRgnj wbg©vY Kiv n‡qwQj| 

ZvRgnj †ek K‡qKwU fv‡M wef³| 

g~j †e`x‡Z DV‡Z 21wU PgrKvi wmuwo 

Av‡Q| ïå gv‡e©j cv_‡ii Mv‡q †Lv`vB 

Kiv KviæKvh©| mv‡_ c„w_exi wewfbœ 

†`k †_‡K Avbv iwOb cv_i w`‡q 

Kiv bKkv| hvi g‡a¨ Bqvk&i&, jvj, 

njy` I ev`vwg cv_i Avbv n‡q‡Q Pxb 

†_‡K, ˆe`~h© gwb I meyR-bxjvf iZœ 

Avbv n‡q‡Q AvdMvwb¯Ívb †_‡K, D¾¡j 

bxjvf iZœ Avbv n‡q‡Q kªxj¼v †_‡K 

Ges iw³gvf mv`v I L‡qwi i‡Oi 

g~j¨evb cv_i Avbv n‡q‡Q †mŠw` Avie 

†_‡K| mv`v gv‡e©‡ji Dci †gvU AvU 

iK‡gi g~j¨evb cv_i w`‡q Kiv n‡q‡Q 

bKkv Avi wekvj wbg©vY Kv‡R gvby‡li 

cvkvcvwk AK¬všÍ cwikªg K‡i‡Q GK 

nvRv‡ii Dci nvwZ| m¤ªv‡Ui gq~i 

wmsnvm‡bi g~j¨ wQj †mB mgq m¤ú~Y© 

fviZe‡l©i m¤ú‡`i g~‡j¨i A‡a©K hv 

ˆZwi Ki‡Z cÖvq 7 eQi †j‡MwQj| 

Avgiv cÖvq 15 wgwbU `~i †_‡K 

`vuwo‡q ZvRgnj Ae‡jvKb Kijvg| 

ZvRgn‡ji Kv‡Q hvIqvi c~‡e© †M‡U 

`vuwo‡q †ek wKQz Qwe Zzjjvg| G‡ÿ‡Î 

cÖ‡dkbvj d‡UvMÖvdv‡ii mvnvh¨ wbjvg| 

D‡jøL¨ GLv‡b A‡bK cÖ‡dkbvj 

d‡UvMÖvdvi Av‡Q| Iiv Rv‡b †Kv_vq 

`uvwo‡q Qwe IVv‡j †mUv `„wób›`b n‡e| 

Pvwiw`‡K A‡bK `k©bv_x©| fvi‡Zi 

wewfbœ A½ivR¨ †_‡K G‡m‡Q, GQvov 

wfb‡`kx ch©UK‡Zv Av‡QB| 

Avgiv cÖvq `yB N›Uv †mLv‡b Ae¯’vb 

Kijvg| Ny‡i Ny‡i ZvRgn‡ji Avw½bv 

†`Ljvg Avi IUvi †mŠ›`h©¨ Dc‡fvM 

Kijvg| wKQyÿY c‡i †iŠ‡`ªi Zvc 

†_‡K euvPvi Rb¨ cwðg w`‡Ki evMv‡b 

Mv‡Qi bx‡P e‡m GKUz wekªvg wbjvg| 

evMv‡b †QvU †QvU cÖPyi KvVweovjx 

†`Ljvg, Iiv `k©bv_x©‡`i cvk w`‡q 

¯^v”Q‡›` jvwd‡q-jvwd‡q PjvPj 

Ki‡Q|  †evSv †M‡jv Iiv `k©bv_x© 

†`‡L Af¨¯Í| Avgiv GKUz AevK njvg 

Ges †ek fv‡jvI jvM‡jv| d‡UvMÖvdvi 

ksK‡ii KvQ †_‡K Qwe wb‡q AveviI 

AvIi½‡R‡ei e¨vUvwiPvwjZ Mvwo K‡i 

ZvRgnj Z¨vM Kijvg| ZLb cÖvq 

we‡Kj 3Uv| hy³cÖmv` Avgv‡`i GKwU 

†ióz‡i‡›U wb‡q †Mj, `ycy‡ii Lvevi 

LvIqvevi Rb¨| †ek fv‡jv †ióz‡i›U, 

bvg BwÛqvbv| Avgiv cwiZ…wßi mv‡_ 

`ycy‡ii Lvevi †Ljvg| wewfbœ †`‡ki 

ch©UKiv GLv‡b `ycy‡ii Lvevi Lv‡”Q|

m¤ªvU kvnRvnvb wQ‡jb Lye avwg©K, 

g`¨cvb Ki‡Zb bv| †gvMj mv¤ªv‡R¨ 

†mUv wQj weij| wZwb wQ‡jb GK gnvb 

e¨w³ Ges GKRb Kwe| ZvRgn‡ji 

†k¦Z cv_‡ii Mv‡q kvnRvnv‡bi cQ›` 

Abyhvqx †KviAv‡bi evYx wjwce× 

Av‡Q|

wdievi c‡_ hy³ cÖmv` †Zgb †Kvb 

K_v ej‡jv bv| GKUvbv cÖvq 100 

gvBj w¯ú‡W Mvwo Pvwj‡q w`jøxi c‡_ 

Avgv‡`i wb‡q Pj‡jv, c‡_ GKevi 15 

wgwb‡Ui weiwZ wb‡jv Pv-cvwb LvIqvi 

Rb¨| †bcvwj Mv‡bi wgDwR‡Ki Zv‡j 

†hb Mvwo PjwQj| AvwgI GKUz K¬vwšÍ 

Abyfe KiwQjvg, ZvB hy³ cÖmv‡`i 

mv‡_ K_v ejvi DrmvnI cvw”Qjvg bv| 

w`jøxi cÖ‡ek c‡_ wKQyUv UªvwdK R¨v‡g 

cojvg| hy³ cÖmv` Rvbv‡jv †h Awdm 

QywUi c‡i Mvwo¸wj w`jøx kni †Q‡o 

kniZjx Awfgy‡L iIqvbv n‡q‡Q, 

ZvB GB UªvwdK R¨vg| wbivc‡` Avgiv 

†nv‡U‡j G‡m †cuŠQjvg| hy³ cÖmv`‡K 

300 iæwc wUcm& w`‡q Avgiv Mvwo †_‡K 

bvgjvg| mvivw`b hy³ cÖmv`‡K Avgiv 

kZ Aby‡iva K‡iI †Kvb Avc¨vqb 

Ki‡Z cvwiwb, ZvB GUv Zvi cÖvc¨B 

wQj| wKQyÿY ci fvejvg wUc‡mi 

cwigvY wK wKQy Kg n‡q †Mj? fvebvUv 

g‡bB _vK‡jv, cÖKvk Kiv n‡jv bv| 
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WORK WITH TREASURY 
& MAXIMIZE 
PROFITABILITY
The volatility & uncertainty 
of international financial 
markets have generated 
increased financial risk to 
commercial banks. Banks are 
always exposed to a number 
of risk factors such as credit 
risk, foreign exchange risk, 
profit rate risk, liquidity 
risk, operational risk etc.

The Treasury Department 
of a bank is the center for 
market & risk management 
activities in the Bank. 
Treasury acts as the bank’s 
interface to international & 
domestic financial markets.  
Treasury is a vital part of 
any commercial bank’s 
activities. It is the window 
through which banks raise 
funds from or places funds in 
either financial or interbank 
markets.  The Treasury unit 
acts as the custodian of cash 

& other liquid assets. One 

of the main functions of 

Treasury is to control and 

manage the bank’s money 
and to make sure that all 
parts of the bank can readily 
access to the cash they need 
for their business activities. 
Over the passage of time, 
the scope of Treasury has 
considerably expanded & 
asset-liability management 
appeared as the heart of 
treasury function. Bank 
can earn huge amount of 
profit by managing the 
balance sheet mismatches & 
other activities like transfer 
pricing, net open position 
maintaining. Therefore, 
Treasury evolved as a profit 
center from a service center.

T r e a s u r y  o p e r a t i o n s 
now have become more 
significant & challenging 
than ever before in an 
environment of increasing 
financial risks. Thus, the 

ARTICLE

THE TREASURY 

DEPARTMENT OF A 

BANK IS THE CENTER 

FOR MARKET & 

RISK MANAGEMENT 

ACTIVITIES IN THE 

BANK. TREASURY 

ACTS AS THE BANK’S 

INTERFACE TO 

INTERNATIONAL & 

DOMESTIC FINANCIAL 

MARKETS.  TREASURY 

IS A VITAL PART OF 

ANY COMMERCIAL 

BANK’S ACTIVITIES. 

IT IS THE WINDOW 

THROUGH WHICH 

BANKS RAISE FUNDS 

FROM OR PLACES 

FUNDS IN EITHER 

FINANCIAL OR 

INTERBANK MARKETS
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changing circumstance 
demands greater emphasis 
on efficient treasury 
management from the 
viewpoint of both banks & 
regulatory authorities.

Working in Treasury gives 

the opportunity to interact 
with all the different parts 
of the bank. Efficiency in 
treasury operations depends 
on the cooperation of all 
Managers and Divisional 
H e a d s .  I n f o r m a t i o n 

is a valuable thing to 
Treasury. Proper and 
timely information ensures 
better treasury operations 
& minimize bank’s cost & 
maximize bank’s profit.

Mohammed Ahsan Habib 
VP & Head of Treasury 
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REPUTATION RISK 
MANAGEMENT;
ARE WE READY?

When SAMSUNG Note 7 caught 
fire in 2015, the financial cost has 
been estimated by Bloomberg was 
US $ 5.3 billion but can we measure 
the reputation loss it suffered? In 
Bangladesh context, the cost of 
US-Bangla aircraft was US $ 32.00 
million which they might recover 
from insurance settlement and what 
was the reputation loss? Do they have 
any systematic Risk management 
approach in place? The same situation 
may arise in any business, in any 
sector; may it be big conglomerate or 
a financial organization or midlevel 
service provider. Interestingly, this 
level of reputation loss issues may 
arise from out of nowhere without 
any notice. For example: a single TV 
report or Newspaper report (even if it 
is baseless) can cause serious jeopardy 
on reputation among customers or 
consumers. So, a systematic crisis 
management team should be in place 
considering the size of the company 
and nature of business. Also, there 

should be a risk matrix to quantify the 
potential reputation risk factors.

Reputation is all about perception: 
how customers, employees, investors, 
and other stakeholders view your 
company. The goal is alignment 
between the image you think you 
portray and what people really think. 
Reputation drives revenues—and it 
can also help insulate your institution 
from brand damage due to events such 
as cyber-attacks, bad publicity and 
regulatory actions. 

No business can fully protect itself 
from incidents that can damage 
its reputation, says Steve Culp, 
senior global managing director of 
Accenture’s Finance and Risk Services 
practice. “Bad things are going to 
happen; you can’t build the walls high 
enough. Financial institutions need 
to ensure that their risk management 
programs are compliant and that they 
have built resilience.”  The following 
four steps may help corporate firms:

Building Brand Image

The key is to build your brand 

resilience so that customers can 

perceive your institution positively, 

even when unfortunate situations 

occur. Companies always want 

customers to be on your side. You 

don’t get them on your side with facts 

and statistics, but by forming a bond 

based on feelings. This can be achieved 

through frequent communication 

with customers and strive to create 

engagement.  

In other word, reputation should 

be time tested. In case of Note 7 

incident of SAMSUNG; they had 

acknowledged the fault, addressed the 

issue by withdrawing flawed handsets 

and gave customer a feelings that it 

was an unintentional technical flaw. 

A good brand image of SAMSUNG 

rescued them.

I

t takes many good deeds to build a good reputation, and only one bad one to lose 

it.”—Benjamin Franklin

RISK MANAGEMENT
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Monitoring Media Even Social 

Media

Major companies have separated PR 
division to address publicity issues. 
Now it’s time to monitor the media 
even the social media for the increased 
focus on reputational risk. In only a 
few hours, for instance, dissatisfied 
customers and dissatisfied employees 
can irreparably damage the reputation 
of the organization.

As a result, corporates are paying 
much more attention to social 
media monitoring. Unlike customer 
surveys or focus groups, social media 
monitoring provides an organization 
with near real-time insights into how 
customers view the organization and 
how the organization compares to its 
peers.

Prepare a Crisis Management Team

You need a plan before a crisis strikes, 
because you don’t have time during 
a crisis to figure everything out and 
take hours before you talk to your 
audiences. 

The first step is to put together a crisis 
team. While executive management 
will likely be involved, be sure to 

include who can make a quick decision 
in real time. One doesn’t have the 
luxury of a lot of back and forth in a 
crisis. Even some companies like oil 
and gas and pharmaceutical industries 
have developed a crisis playbook that 
outlines not only who is on the crisis 
team. It’s almost like a fire drill, where 
we need to report to the drill master. 

Fix it Professionally 

Every crisis is different and requires 
a different response. It’s dangerous 
to use the solution from one crisis 
and superimpose it on another.  
Communication response that 
worked yesterday may not work 
today. And it really won’t work a 
month from now. More important 
than that “Organizations think that 
a nice communication response 
will fix a major blunder, but they’re 
wrong. Fix the blunder, and then 
communicate nicely”. 

For example, one bank customer may 
have a press conference claiming 
that her account balance has been 
misappropriated by forging signature 
and bank officials are involved. 
Bank may have a policy that, if the 
incident have found true in primary 
investigation bank will refund the 

amount. Later on, through proper 
investigation find the culprit involved 
either it be an organized crime or 
negligence of the officials. 

Managing reputational risk can seem 
daunting, especially in an environment 
of ever vigilant media and fast-
moving social media. The velocity of 
reputation risk is much faster than 
ever before. Business organizations 
need to be on their toes and manage 
reputational risk. Companies can’t 
deal with reputational risk in 
isolation; it needs to be part of their 
overall risk governance.

Character is 

like a tree and 

reputation like 

a shadow. The 

shadow is what 

we think of it; 

the tree is the real 

thing.

- Abraham Lincoln

Muhammad Mahmudul Hassan
VP & Manager, Panthapath Branch
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SHOW YOU CARE

Nothing alienates customers more 
than feeling uncared for. Most 
customers are tolerant when thing 
go wrong. What they are less 
tolerant of is feeling that cares about 
addressing their specific problem. 
It happens so many occasions, for 
example when flights are cancelled, 
when new computer fails to work, 
or simply when somebody does 
not call back. The customer feels 
that no one is really bothered. This 
can apply to telephone companies, 
utilities companies, banks, and many 
institutions. Suddenly the customer 
is dealing with a large, faceless 
organization where nobody seems to 
care about their individual problem. 
They feel insignificant and helpless as 
a result. Along with mutual trust and 
respect, nothing is more important in 
a relationship with a customer than a 
genuine care. As soon as customers 
feel they are not being cared for, they 
will defect in their masses. When 
people care they genuinely desire 
the wellbeing of others (in this case 
customers) and are prepared to devote 
all their powers and energies as well as 
time to securing this wellbeing. Care 
relates to every aspect of business, for 
example of taking care:

1. To ensure that the product 
is delivered on time and not 
damaged.

2. To ensure that a customer’s 
problem is resolved quickly.

3. To call back when promised.

4. To be completely honest with 
customers.

5. To communicate effectively with 
customers.

6. To understand fully customers’ 
real requirements.

7. Not to rush customers (or make 
them feel rushed), thus allowing 
them time.

8. To ensure that customers do not 
feel exploited thus receive value 
for money.

9. To assign customers the highest 
priority, thus overriding lower-
priority, non-customer oriented 
tasks.

10. To ensure that the quality of the 
product or service is highest 
possible in the circumstance.

By taking care of you show that you 
care. Customers can sense when a 
person cares or does not care. It is 
reflected in every facet of attitude 

and behavior: in eye movements, 
in words, in tones of voice, and 
in actions. It happens when a taxi 
driver bothers to open the door for a 
passenger. It happens when a counter 
assistant explains that she is having a 
problem at the till. It does not happen 
when a bank sends the same standard 
letter to all customers irrespective of 
varying circumstances.

The sense of caring is a feeling, not 
a thought. You can only care for a 
customer if you genuinely care from 
the bottom of your heart. If you care 
more for something else, for example 

LITTLE THINGS THAT MAKE A BIG DIFFERENCE

Along with mutual 

trust and respect, 

nothing is more 

important in a 

relationship with 

a customer than a 

genuine care. As soon 

as customers feel they 

are not being cared 

for, they will defect 

in their masses.

CARE IS THE ESSENCE OF ALL RELATIONSHIPS 
WITH CUSTOMERS. CONVINCE CUSTOMERS 
THAT YOU CARE FOR THEM BY 
DEMONSTRATING CARE.
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achieving your targets, or reducing 
costs, or getting home promptly at the 
end of the shift, this will show. 

Care is reflected in everything you 
do for customers, while lack of care 
is not doing what, in the view of 
the customer, needs to be done. 
Customers will judge you by your 
demonstration of care or lack of it. 
They will know. You don’t have to tell 
them you care. All you have to do is 
show them that you really do. It is all-

pervasive and permeates every facet 
of the business.

So the challenge is to answer the 
question, “Do I genuinely care for 
customers?” and if so, “Do I sincerely 
show this to them?”

Buzz Practice

At the end of every day spend five 
minutes with your colleagues and share 
stories of how each of you has cared for 
customers in the last 24 hours.

Buzz Quote

To encourage employees to care 
for customers, bosses must care for 
employees. How can you expect 
front-line people to care if they don’t 
feel cared for?

Reprinted from: 

“The Buzz : 50 little things that make a 

big difference to delivering world-class 

customer service” by David Freemantle
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Language is the most powerful 

weapon the human race has been 

gifted with, which other creatures 

don’t have. Through your language 

you may wage a war or you may build 

a friendship. 

Yes is one of the most empowering 

words in the English language. Yes is 

like a key which opens the doors to 

the unlimited energy stored within us. 

Yes turns on our creative part, it opens 

possibilities, it enhances relationship. 

This is one of the most used and 

cherished words of champions. The 

language you used to programme 

your mind includes the words we use 

on ourselves and words others use on 

us. Linguistics is a powerful tool in 

programming our mind for success. 

The words we use, how we use them, 

and the type of answers we elicit is 

an important aspect of programming 

our mind for conquering this business 

world.

The story of the tiny frog gives 

us a simple and interesting 

way of looking at this very 

powerful concept.

There once was a group of tiny 

frogs who arranged a running 

competition. The goal was to 

reach at the top of a tall tower. 

A big crowd of tiny frogs had 

gathered around the tower to 

enjoy the race and cheer the 

contestants. The race began.

Honestly none in the crowd had 

ever believed that the tiny frogs 

would have climbed at the top of 

the tower. They continuously 

screamed demotivating things 

such as, “Oh, way too difficult! 

They will never make it happen. 

Not a chance to succeed.  The 

tower is too high.”

The tiny frogs started 

collapsing one by one, even 

while there were those who were 

climbing higher and higher. 

This one would not give up. 

In the end all others frogs had 

given up climbing the tower, 

except for this one tiny frog 

who after a big effort was the 

only one who reached the top!

Then all the other tiny frogs 

naturally wanted to know how 

this one frog managed to do it? 

One of the contestants asked 

the tiny frog who had won? 

How had he found the strength 

to reach the goal? It did not 

answer.  The winner was deaf!

The story needs no interpretation. 
However, being human we may tend 
to listen other people’s tendencies 
to be negative and pessimistic. If 
except powerful positive words and 
use them, they will affect our actions 
positively. It may also good to be deaf 
when people throw negative words.

A 

word is not  crystal, transparent and unchanged, it is the skin of a living 

thought and may vary greatly in color and content according to the 

circumstances and the time in which it is used. 

POWER OF LANGUAGE
HOW IT SHAPES YOU AND 
THE WORLD AROUND YOU
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The positive Lexicon

The successful people use a set of 

positive words. Every time these 

positive words are used, their minds 

are programmed for success. Using 

positive words will ensure your 

value is enhanced, as weaknesses 

are not highlighted. It also ensures 

these weaknesses are positioned as 

improvement opportunities so that 

the mind releases energy to improve. 

It acknowledges your desire to 

improve so that you are on a positive 

cycle rather than a hopeless or 

negative cycle. Let us examine some 

of the disempowering words we use 

and how we can replace them to help 

sales success.

Ironically, as salespersons, selling 

is a word which should be avoided. 

Would it not much better to tell a 

customer or client “I am helping you 

to buy a car,” rather than telling him, 

“I want to sell this car to you.” Would 

not it be much better to say someone 

that you are purchase advisor than a 

salesperson? Over a period of time, 

words like sales and salesman have 

received a bad image. As such they are 

best avoided.

This is not only because your client 

looks at you negatively, it is also 

because your approach would improve 

when you use the right words. When 

you tell yourself you are helping 

someone to buy, your deeper values 

are evoked as you are in the giving 

mode rather than in the getting mode. 

Tell them you are trying to “help them 

overcome the challenges” instead 

of saying you are trying to solve the 

problems. None likes problems but 

most people enjoy a challenge.

In the area of developing 

competencies, it would be good to use 

words such as “I learned how to help 

a tough customer buy” rather than 

saying “I failed in my attempt to sell to 

a tough customer.” It is better to say 

“I am still learning” in lieu of saying 

“I don’t know”. It is better to say “I am 

looking for clarity” instead of saying “I 

am confused”.

In the area of health, you may use 

words such as “I need recharging” 

instead of saying “I am exhausted”. It 

is better to say you are storing energy 

rather than saying you are lazy. Tell 

yourself you need to improve your 

fitness rather than saying you are 

unhealthy.

Let us now focus on emotions. Tell 

yourself you want more from life 

rather than telling yourself you are 

depressed. Tell yourself you need to 

find assertive ways of getting things 

done rather losing your temper. 

Changing the use of words will start 

THIS IS NOT ONLY 

BECAUSE YOUR 

CLIENT LOOKS AT YOU 

NEGATIVELY, IT IS 

ALSO BECAUSE YOUR 

APPROACH WOULD 

IMPROVE WHEN YOU 

USE THE RIGHT WORDS. 

WHEN YOU TELL 

YOURSELF YOU ARE 

HELPING SOMEONE 

TO BUY, YOUR DEEPER 

VALUES ARE EVOKED AS 

YOU ARE IN THE GIVING 

MODE RATHER THAN IN 

THE GETTING MODE. 
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changing your attitudes, which will 

enable you to have a better control 

over your emotions. 

In the arena of relationships too, 

similar changes to your lexicon 

may improve your quality of your 

relationships. When communicating 

with others it is important to look at 

the things from their point of view. 

For instance, if you do not agree with 

the point of view of your customer, 

it is best not to state it directly. It 

may be better to say “That is very 

interesting point of view. I did not 

look at it from that point of view 

you may suggest. Let us discuss it 

further.” After discussing the matter 

you may express your point of view 

like “Now let’s take another point 

of view”. This will be a good way to 

seeing your customer’s point of view. 

Similarly, some clichéd question such 

as, “What is your favorite hobby?” can 

be replaced with, “What excites you 

most now?” In this way, you may align 

more your customers or visitors with 

your prospective sale.

Avoid the word “but” like the plague. 

Sometimes we tend to tell our 

customers,” I agree with your point 

of view, but I have another point 

of view as well. May we discuss it?” 

Try replacing the word “but” with an 

“and”. Say “I agree with your point, 

and I have another point of view as 

well, so can we discuss this?” Avoid 

being directive by not using words 

such as “I will tell you what to do.” 

Would it be not friendlier if you 

say,” Let us discuss more options.” 

Instead of telling yourself and others, 

“you are lying!” you may say “That 

sounds inconsistent” or “Have you 

validated that information?” Change 

of vocabulary helps build bridges and 

break down walls.  

Let us examine some improvements 

in the use of vocabulary in the area 

of financial independence. Replace 

words such as “financial problems” 

by “financial challenges”. Instead of 

saying” Lets reduce expenses” it is 

better to say” Let’s spend our money 

in value adding activities.” 

Therefore, replace phrases such 

as “don’t make a mistake” with “be 

careful”, “don’t be late” with “be on 

time”, “don’t delay delivery” with 

“deliver on time”. Use these words 

when you give instructions to others 

as well as to yourself.

The quality of answers we give 

ourselves will depend on the attitudes 

we build and the action we take. For 

example, if we ask ourselves how to 

make a sale, we may get some short 

THIS WILL BE A GOOD WAY TO SEEING 

YOUR CUSTOMER’S POINT OF VIEW. 

SIMILARLY, SOME CLICHÉD QUESTION 

SUCH AS, “WHAT IS YOUR FAVORITE 

HOBBY?” CAN BE REPLACED WITH, “WHAT 

EXCITES YOU MOST NOW?” IN THIS WAY, 

YOU MAY ALIGN MORE YOUR CUSTOMERS 

OR VISITORS WITH YOUR PROSPECTIVE 

SALE.
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term tactics such as offer a discount, 

highlight competitor weaknesses, 

and so on, which may not even work 

in the short term. However, if you 

ask yourself, “How can I help the 

customer to make the best decision, 

even if it means recommending a 

competitor’s product?” you would 

then have a separate set of answers. 

Answers such as, “understand the 

customer’s real problem,”  “ask the 

customers some thought provoking 

questions” “suggest various options 

and the customer evaluate those 

options” and so on. This set of answer 

is more authentic and should give 

long-term results and sometimes even 

short-term success.

Positivity is a habit.  Using positive 

language is a habit. Using soothing 

and persuasive words will boost your 

performance and open new arena for 

your business success. Your language 

will create an ambience around you 

which will surely help you achieve 

your professional goal. We may 

conclude drawing a famous example 

how change of language changed the 

business perspective of The Times 

& The Sunday Times. They saw an 

increase in circulation of about 11% 

when they transformed their existing 

language to “Know Your Times” and 

changed their subscription slogan 

to “Don’t Miss the Moments That 

Matter”.

THEY SAW AN INCREASE IN CIRCULATION OF ABOUT 11% WHEN 

THEY TRANSFORMED THEIR EXISTING LANGUAGE TO “KNOW 

YOUR TIMES” AND CHANGED THEIR SUBSCRIPTION SLOGAN TO 

“DON’T MISS THE MOMENTS THAT MATTER”.



Mªx‡®§i m~h©

A‡jvw` mvšÍ

Mªx‡®§i m~h©

Zywg G‡m m‡mœ‡n ¯úk© Ki Avgvq

G Ggb cªMvp kxZj Abyf~wZ GK

hv Avgvi Abyf‡e Av‡m

Mªx‡®§i m~h©

Zywg Av‡jvwKZ K‡iv Avgv‡`i my›`iZg w`b¸‡jv‡K

Ges Avgv‡`i AvMvwgi cªej Abyiv‡Mi c_Pjv‡KI

Mªx‡®§i m~h©

Zywg kh¨v bvI `~i w`M‡šÍ

mgy`ª jv‡R Avi³ n‡q D‡V †Zvgvi ¯ú‡k©

Mªx‡®§i m~h©

Zywg fv‡jvevmvi †iv` wb‡q  †cªv¾¡j

†hb AwbwðZ fwel¨‡Zi Av‡MB †cª‡gi AbšÍKvj cªwZfvZ|

Abyev`‡Ki K_v:

divwm KweZv Abyev‡`i †ÿ‡Î Avwg Avgvi †Lqv‡ji wcÖq Abyl½ cÖK…wZ, cÖK…wZi FZz 

ˆewPÎ- Gme cÖKvk †c‡q‡Q Ggb KweZvB Luy‡RwQ memgq| Avwg eyS‡Z †P‡qwQ H f‚‡Mv‡j 

FZziƒc Kwe‡`i Abyf‚wZ‡Z hy‡M hy‡M wKfv‡e aiv c‡o‡Q| Avgv‡`i f‚‡Mv‡j Kwe‡`i Kv‡e¨ 

loFZzi eY©bv cvB bvbvfv‡e| GK iex›`ªbv‡_i Kv‡e¨B evsjvi loFZzi iO I iƒ‡ci wecyj 

we¯Ívi N‡U‡Q| d«v‡Ý loFZzi Aw¯ÍZ¡ †bB| †mLv‡b FZz Av‡Q PviwU- emšÍ, MÖx®§, kir I 

kxZ| Avi divwm †`‡ki G FZz PZzóq ZvcgvÎvi w`K †_‡K Avgv‡`i GLvbUvi emšÍ, MÖx®§, 

kir I kx‡Zi g‡Zv bq| d«v‡Ý Mªx‡®§i weivRgvb ZvcgvÎvi wgj i‡q‡Q Avgv‡`i †`‡ki 

em‡šÍi ZvcgvÎvi mv‡_| Mªx®§‡K Zviv Abyfe K‡i Avgv‡`i †`‡ki em‡šÍi †KvgjZvq| 

Avi Avgv‡`i †`‡k Mªx®§ Av‡m iæ`ªiƒ‡c| cªK„wZi G GK wewPÎ  †Lqvj ! divwm Kweiv 

Zv‡`i Kv‡e¨ †ewkifvM †ÿ‡ÎB MÖx®§ I emšÍ FZz wb‡qB †g‡Z‡Qb| Zv‡`i Kv‡e¨ H A‡_© 

el©vi ¯’vb †bB| _vK‡eB ev wK K‡i, †mLv‡b †h Avgv‡`i g‡Zv `yB gvm e¨vcx el©v FZzi 

Aw¯ÍZ¡ †bB| eQi Ry‡oB GKUz AvaUz e„wó S‡i| Gfv‡e A‡`Lv GK f‚‡Mv‡ji FZy ˆewP‡Îi 

†`Lv cvB Avwg †mLvbKvi Rj nvIqvq †e‡o DVv Kwe‡`i Abyf‚wZi Kvwe¨K cÖKv‡k| 

emšÍ

wf³i q~‡Mv

GLv‡b w`b¸‡jv `xN©, Av‡jvwKZ, †cªggq Ges D¤§vZvj!

GLb emšÍKvj! gvP©-Gwcªj wgwó nvwm‡Z D‡ØwjZ,

KymywgZ †g, RvR¡j¨ Ryb- gvm¸‡jv my›`i I ci¯úi cªxwZi eÜ‡b Ave×!

b`xZx‡i kqvb *ccjvi,

LvwbKUv by‡q Av‡Q `xN© cv‡gi g‡Zv;

kvšÍ Cl`yò e‡bi Mfx‡i †Ku‡c D‡V cvwL;

g‡b nq mewKQy nvm‡Q Ges meyR e…ÿivwR

wgjbvb‡›` D”Q¡wmZ, Zviv ci¯ú‡ii cªwZ Mvb †M‡q D‡V |

m‡ZR I †Kvgj †fv‡i GKwU w`‡bi Rb¥ I Awf‡lK nq;

mÜ¨vKvj fv‡jvevmvq wm³, ivwÎ‡Z cªMvp Qvqvq

Ges Avkxe©v`cyó AvKv‡ki wb‡P †kvbv hvq

wKQy GKUv myLx Mvb Ab‡šÍ |

* big Kv‡Vi `xN© I FRy e…ÿ

†gvnv¤§` Ave`yi iv¾vK GdGwfwc

e¨e¯’vcbv cwiPvj‡Ki mwPevjq 

cÖavb Kvh©vjq

Ab~w`Z `yÕwU divwm KweZv

KweZv

(Printemps, Victor Hugo)

(Soleil d’été, Elodie Santos)



gv‡K  g‡b  c‡o

†Kvwnbyi kvwK

GdGwfwc, AvÂwjK Kvh©vjq, PÆMÖvg 

gv‡Mv Zzwg †Kgb Av‡Qv

Rvb‡Z B‡”Q K‡i

†Zvgvi K_v g‡b n‡j

AkÖæ  ïay  S‡i|

Av`i K‡i †KD †Zv gv‡Mv

†bqbv  ey‡K  †U‡b

GKUz Lvwb fzj n‡j gv

†bq bv Zv †KD †g‡b|

gv_vi  Dci  nvZUv †i‡L

†KD K‡i  bv †`vqv

ZvB‡Zv  gv‡Mv B‡”Q K‡i

†c‡Z  †Zvgvi  †Quvqv |

AvKvk fiv Lywk 

kwidv myjZvbv kviwgb

Rywbqi Awdmvi, ebvbx kvLv

AvKvk fiv Lywk Avi wek¦ fiv nvwm

PvB w`‡Z †Zvgvq Dcnvi,

gb Pvq ¯^M© my‡L

ü`q ivOzK †Zvgvi

AvKv‡ki e„wó hw`

fvjev‡m Avgvq,

PvBe Zey †iv‡`i nvwm

fvjevmyK †Zvgvq|

`yt‡Li mvMi cvwo w`‡Z Kfz

hw`I †f‡R gb,

ZeyI gb PvB‡e

Lywk _vKzK Avgvi AvcbRb|

eywSwb KL‡bv Avwg 

Gfv‡e KL‡bv KvD‡K fvj jvM‡e Avgvi,

Avkxe©v` Ki RxebUv †hb myLx

Ki‡Z cvwi †Zvgvi|

wek¦vmx eÜz n‡q wPiKvj

cv‡k Avgvi _vK hw` Zzwg

wek¦vm Kwi ey‡Ki gv‡S ü`q w`‡q

AvM‡j †Zvgvq

ivL‡Z cvi‡ev Avwg|
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el©vKvjxb 
†ivM-e¨vwa

Wv. K¨v‡Þb (Ae.) hyev‡qi gvngy`

Gwfwc

HEALTH TIPS

MÖx‡®§i Zxeª Zvc`vn †_‡K gyw³ †g‡j el©vKv‡ji e„wó‡Z| wKš‘ Zvc`v‡ni AeKv‡k GB e„wó 

gvby‡li Rb¨ wb‡q Av‡m †ekwKQz †ivMe¨vwa| A¯^v¯’¨Ki cwi‡ek Ges b~¨bZg †ivM cÖwZ‡iva 

m‡PZbZvi Afv‡e G¸‡jv Zxeª AvKvi aviY Ki‡Z cv‡i| ZvB Ggb wKQz el©vKvjxb †ivM 

wb‡q Av‡jvPbv Kie †h¸‡jv m¤ú‡K© Rvbv _vK‡j Zv †_‡K wb‡R‡`i `~‡i ivLv m¤¢e n‡e|  

el©Kvjxb mvaviY GKwU AmyL nj VvÛv 

jvMv| GwU fvBivmRwbZ nuvwP Kvwk Øviv 

msµvgK GKUv †ivM| †ivM jÿ‡Yi 

g‡a¨ Av‡Q bvK w`‡q cvwb cov ev bvK 

eÜ _vKv, kixi e¨_v, Mjvq A¯^w¯Í, 

e¨_v Ges R¦i| msµgY _vK‡j Aek¨B 

wPwKrm‡Ki kiYvcbœ n‡q wPwKrmv 

†bIqv DwPZ| GB †ivM †_‡K evuPvi 

Dcvq nj wbqwgZ ¯^v¯’¨Ki Lvevi LvIqv 

hv‡Z kix‡i †ivM cÖwZ‡iva ÿgZv e„w× 

cvq| 

Bbd¬z‡qÄv (VvÛv Ges d¬z)

GwWm BwRwÞ bvgK gkvevwnZ †ivM 

nj †W½y| GB gkvi Mv‡q mv`vKv‡jv 

†WvivKvUv `vM Av‡Q e‡j G‡K UvBMvi 

gmKzB‡UvI ejv nq| Giv mvaviYZ Lye 

†fv‡i ev mÜ¨vq Kvgovq| GB †ivM‡K 

nvofv½v R¦i I ejv nq|  

†W½yi jÿY¸wji g‡a¨ Av‡Q- R‡q›U, 

gvsm‡cwk‡Z cÖPÛ e¨_v, jwmKv 

MÖwš’¸wj dz‡j hvIqv, gv_v e¨_v, R¦i, 

kix‡i †Qvc †Qvc jvj `vM Ges cÖPÛ 

`ye©jZv| †W½yi RwUjZv wn‡m‡e †W½y 

wn‡gv‡iwRK wdfvi n‡Z cv‡i| GUv 

mvaviYZ `k eQ‡ii Kg eqmx ev”Pv‡`i 

†ewk nq| GB RwUjZvq †cU e¨_v, 

i³cvZ GgbwK †ivMx k‡KI P‡j †h‡Z 

cv‡i| GB †iv‡Mi wPwKrmvq mywbw`©ó 

†Kvb Gw›Uev‡qvwUK ev Gw›UfvBivj 

Jl‡ai f~wgKv bvB| †ivM jÿY Abyhvqx 

wPwKrmv †`Iqv nq| †ivMx‡K c~Y© wekÖvg 

Ges cÖPzi cvbxq cvb Kiv‡Z n‡e| e¨_v 

wbivg‡q Gmwcwib ev AvBey‡cÖv‡db 

RvZxq Jla †`qv †h‡Z cv‡i| Z‡e 

Aek¨B Zv GKRb wPwKrm‡Ki civgk© 

Abyhvqx w`‡Z n‡e| KviY GB Jla¸wj 

†ivMxi i³ÿiY _vK‡j Zv evwo‡q 

w`‡Z cv‡i| cy‡ivUv mgq †cøU‡jU Gi 

†j‡fj gwbUi Ki‡Z n‡e| we‡kl K‡i 

wkivq m¨vjvBb †bIqvi Rb¨ †ivMx‡K 

nvmcvZv‡jI fwZ© Kivi cÖ‡qvRb n‡Z 

cv‡i|

cÖwZ‡ivag~jK e¨e¯’vt 

g‡b ivL‡Z n‡e †h, †W½y gkv mvaviYZ 

Lye †fv‡i ev mÜ¨vq Kvgovq| ZvB H 

mgq¸wj‡Z dzjnvZv kvU© ci‡Z n‡e| 

cwi¯‹vi R‡g _vKv cvwb‡Z GB gkv esk 

e„w× K‡i| ZvB †mme cvwbi Drm bó 

K‡i w`‡Z n‡e| 

†W½y
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Av‡iKwU elv©Kvjxb †ivM n‡”Q K‡jiv 

hv `~wlZ Lvevi, cvbxq BZ¨vw`i gva¨‡g 

Qovq| †ivM jÿY¸wj n‡”Q-cÖPÛ 

Wvqwiqv, Pvj †avqv cvwbi gZ Zij 

cvqLvbvi mv‡_ ewg| Gme Kvi‡Y 

kixi n‡Z `ªæZ cvwb †ei n‡q hvq 

Ges gvsm‡ckxi wLuPzwb nq| Wvqwiqv 

GZ †ewk Zxeª n‡Z cv‡i †h, GUv 

N›UvLv‡bK Gi g‡a¨ Zxeª cvwbk~Y¨Zv 

Ges B‡jK‡UªvjvBU Bge¨v‡jÝ 

K‡i †dj‡Z cv‡i| K‡jiv †iv‡M 

`ªæZ wPwKrmv †bIqv DwPZ| †Kbbv 

wPwKrmvnxbZvq GB †iv‡M †ivMxi g„Zy¨ 

n‡Z cv‡i| Lvevi m¨vjvBb ev IAviGm 

Gi gva¨‡g `ªæZ †ei n‡q hvIqv Zij 

c`v‡_©i cÖwZ¯’vcb Ki‡Z n‡e| K‡jiv 

wPwKrmvq Gw›Uev‡qvwUK Gi †Kvb 

cÖ‡qvRb bvB| 

cÖwZ‡ivag~jK e¨e¯’vt

cwi®‹vi Lvevi cvwb cvb Kiv, fvj 

cqtwb®‹vkb e¨e¯’v Ges fv‡jvfv‡e nvZ 

†avqvi Af¨vm Kiv|  

K‡jiv

mvj‡gv‡bjv bvgK e¨v‡±wiqvNwUZ 

GKwU cvwbevwnZ †ivM nj UvBd‡qW| 

UvBd‡qW AvµvšÍ e¨w³i cvqLvbv Øviv 

msµwgZ Lvevi ev cvbxq cv‡bi gva¨‡g 

GB †ivM nq| i³, Aw¯’g¾v ev cvqLvbv 

cixÿvi gva¨‡g Ges Widal Test Gi 

gva¨‡g GB †ivM kbv³ Kiv hvq| GB 

†iv‡Mi jÿY¸wji g‡a¨ `xN©¯’vqx D”P 

ZvcgvÎvi R¦i, Zxeª †cU e¨_v, gv_v 

e¨_v, ewg BZ¨vw` †`Lv hvq| GB †ivM 

fvj n‡q †M‡jI GB †iv‡Mi RxevYy 

†ivMxi wcË_wj‡Z i‡q †h‡Z cv‡i| 

GB †ivM cÖwZ‡iva Ki‡Z n‡j cwi¯‹vi 

cvbxq cvb, myôy cqtwb®‹vkb e¨e¯’v Ges 

fv‡jvfv‡e nvZ ay‡q Lvevi LvIqvi 

Af¨vm Ki‡Z n‡e| GwR‡_ªvgvBwmb, 

d¬z‡ivKzB‡bv‡jvbm A_ev Z…Zxq cÖR‡b¥i 

†mdv‡jv‡¯úvwib w`‡q GB †iv‡Mi 

wPwKrmv Kiv nq|  

UvBd‡qW

gqjv †bvsiv cvwb‡Z Rb¥v‡bv wd‡gj 

G‡bvwdwjm gkv Øviv g¨v‡jwiqv 

Qovq| cøvm‡gvwWqvg †djwm‡civg 

bvgK RxevYy Øviv msµwgZ g¨v‡jwiqv 

me‡P‡q fqsKi Ges †ewkifvM g„Zz¨i 

Rb¨ `vqx| gvB‡µv‡¯‹vc Øviv eøvWwdj¥ 

cixÿv K‡i g¨v‡jwiqv †ivM wbY©q Kiv 

nq| GB †iv‡Mi jÿY¸wji g‡a¨ Av‡Q-

R¦i, kixi e¨_v, Kuvcywb Ges Nvg| hw` 

GB †iv‡Mi wPwKrmv bv Kiv nq Zvn‡j 

RwUjZv wn‡m‡e RwÛm, cÖPÛ i³k~Y¨Zv 

A_ev hK…Z Ges wKWwb weKj n‡q 

†h‡Z cv‡i| g¨v‡jwiqvi Jla cÖ‡qv‡M 

GB †ivM m¤ú~Y© fvj n‡q hvq|

cÖwZ‡ivag~jK e¨e¯’vt

g¨v‡jwiqv cÖeY GjvKvq åg‡bi Av‡M 

g¨v‡jwiqvi Jla †L‡q wb‡Z n‡e| dzj 

nvZv kvU© Ges dzjc¨v›U ci‡Z n‡e| 

gkv cÖwZ‡ivaK wµg nv‡Z cv‡q jvMv‡Z 

n‡e| gkvi cÖRbb eÜ Kivi Rb¨ 

†bvsiv cvwb †hb R‡g bv _v‡K †m e¨e¯’v 

Ki‡Z n‡e|

g¨v‡jwiqv 
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nVvr K‡i AvenvIqvi cwieZ©‡b 

fvBivmRwbZ R¦i n‡Z cv‡i| †ivM 

jÿ‡Yi g‡a¨ Av‡Q `ye©jZv, Kuvcywb, 

kixi e¨_v Ges R¦i| msµwgZ †jv‡Ki 

ms¯ú‡k© Avm‡j ev Zvi nuvwP Kvwki 

gva¨‡g GB †ivM Qov‡Z cv‡i| GB †ivM 

mvaviYZ 3 †_‡K 7 w`b ¯’vqx nq Ges 

cÖ_g 3 w`b Zxeª R¦i _vK‡Z cv‡i| R¦i, 

mw`© Kvwk, bvK e‡Üi Jla BZ¨vw`i 

gva¨‡g wPwKrmv †`Iqv nq| GB R¦i 

mvaviYZ wb‡R wb‡R fvj n‡q hvq| 

e¨vK‡Uwiqv Øviv msµgY bv _vK‡j 

Gw›Uev‡qvwUK Gi `iKvi c‡i bv| 

cÖwZ‡ivag~jK e¨e¯’v t 

e„wó‡Z †fRv ev †fRv Kvc‡o `xN©ÿY 

_vKv hv‡e bv| nvZ memgq cwi®‹vi 

ivL‡Z n‡e| wfUvwgb ÔwmÕ RvZxq Lvevi 

Ges kvKmewR †L‡q †ivM cÖwZ‡iva 

ÿgZv evov‡Z n‡e| AvµvšÍ e¨w³ †_‡K 

`~‡i _vK‡Z n‡e| 

fvBivmRwbZ R¦i 

Lv‡`¨i welwµqv Ges †c‡Ui cxov GB 

e„wói w`‡b e¨vcK nv‡i †`Lv hvq| †ivM 

jÿ‡Yi g‡a¨ Av‡Q †c‡Ui e¨_v, ewg, 

ewg ewg fve A_ev cvZjv cvqLvbv| 

Amy¯’Zvi cy‡ivUv mgq Ry‡o R¦i _vK‡Z 

cv‡i| GB mgq †ewk K‡i Zij RvZxq 

Lvevi †L‡Z n‡e †hb kixi cvwb k~Y¨ 

n‡Z bv cv‡i| ZvQvov †ewk K‡i fvZ, 

`B, djdjvw` †hgb Kjv, Av‡cj, 

Wve BZ¨vw` †L‡Z n‡e| wPwKrmvi g~j 

welq n‡”Q cvwb k~Y¨Zv `~i Kiv Ges R¦i 

wbqš¿‡Y ivLv| cÖ‡qvR‡b Gw›Uev‡qvwUK 

Ges Gw›U cÖ‡Uv‡Rvqvj U¨ve‡jU †`Iqv 

†h‡Z cv‡i| cÖwZ‡ivag~jK e¨e¯’v 

wn‡m‡e ivbœv Qvov Lvevi †hgb mvjv` 

LvIqv †_‡K weiZ _vK‡Z n‡e| iv¯Ívi 

Lvevi cwinvi Ki‡Z n‡e| KviY Gm‡e 

RxevYy _vK‡Z cv‡i hv cvZjv cvqLvbvi 

Rb¨ `vqx| 

†c‡Ui cxov 

cvwbevwnZ wjfvi †iv‡Mi KviY n‡jv 

†ncvUvBwUm ÔGÕ fvBivm| GB fvBivm 

Øviv AvµvšÍ †ivMxi cvqLvbv Øviv 

msµwgZ cvbxq ev Lvev‡ii gva¨‡g GB 

†ivM Qovq| GQvov gvwQi gva¨‡gI GB 

†ivM Qov‡Z cv‡i| AvµvšÍ †ivMxi Øviv 

ˆZwiK…Z Lvevi, kvKmwâ ev d‡ji 

gva¨‡gI GB †ivM Ab¨ gvby‡li kix‡i 

msµwgZ nq| †ivM jÿY¸wji g‡a¨ 

Av‡Q- RwÛm (njy` †PvL Ges Pvgov, 

njy` cÖ¯ªve), †cUe¨_v, ÿzavg›`v, ewg, 

R¦i, WvBwiqv Ges `ye©jZv| i‡³i 

cixÿvi gva¨‡g kix‡i †ncvUvBwUm G 

fvBiv‡mi Dcw¯’wZ cvIqv hvq| GB 

†iv‡Mi Rb¨ mywbw`©ó †Kvb wPwKrmv 

bvB| Qq gv‡mi g‡a¨B mvaviYZ wjfvi 

m¤ú~Y© fvj n‡q hvq| c~Y© wekÖvg, ewgi 

wPwKrmv BZ¨vw`i gva¨‡g GB †iv‡Mi 

wPwKrmv †`Iqv nq| †ivM cÖwZ‡iv‡ai 

Rb¨ ¯^v¯’¨Ki Rxeb e¨e¯’v †hgb evievi 

nvZ †avqv GKwU Kvh©Ki c`‡ÿc| 

†ncvUvBwUm ÔGÕ fvBiv‡mi Rb¨ wUKv 

cvIqv hvq|

†ncvUvBwUm ÔGÕ
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DOES THE WORKFORCE 
BELONG TO 
GENERATION Z?

GENERATION NEXT

Do you believe that your employees 
get great satisfaction from their 
work and take pride in doing the 
best possible job? Or do you think 
that your employees see it as burden 
and simply work for the money?

These assumptions about your team 
members can have a significant 
influence on how you manage them. 
Maximizing team performance 
largely depends on leading, 
mentoring, training & motivating 
team members. In order to be 
successful, managers will need to 

be familiar with some key concepts 
& theories about leadership, 
management and motivation.

As of now, there are five living 
generations; the Traditionalist, 
who were born before 1945, the 
Baby Boomers, born between 1946-
1964, anyone born between 1965 
to 1979 are considered Generation 
X, while Millennial or Gen Y were 
born between 1980 to 1995. Finally, 
there’s Gen Z or Centennials who 
were born between 1990s and mid 
2000s. 

Generation Z refers to people born 

between the mid 1990s and mid 

2000s. They’re sometimes also 

described as the post-millennial 

generation or i-generation. 

They’re known as the first true 

digital natives, having grown up 

with the internet, digitization and 

social media as a familiar part of 

their everyday lives. Also, gen Z is 

classified as being the most liberal-

minded workforce and the most 

educated one. 

MD. HARUN-OR-RASHID

EO, SIBL, Satarkul Road Branch, Dhaka
Certified Finance Specialist

MD. HARUN-OR-RASHID

EO, SIBL, Satarkul Road Branch, Dhaka
Certified Finance Specialist
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Theory Z managers  are concerned 

with increasing employee loyalty 

to their organizations, reduced 

employee turnover, increased 

commitment, improved morale, 

prolific productivity, emphasis on 

the well-being of the employees 

both at work and outside of work, 

encourage steady employment and 

lead to high employee satisfaction. 

Organizations wishing to apply 

theory Z as a more participative, 

employee involved or work 

team oriented program. This 

means dropping traditional 

manager-employee management 

styles. For theory Z to work, 

management must be committed 

to employee involvement. Why are 

motivational strategies important 

to both employees and employers? 

Motivation can foster employee 

loyalty and boost up productivity. 

It affects all relationships within an 

organization and influences many 

areas, such as pay, promotion, job 

design, training opportunities and 

reporting relationships. Motivating 

employees is important for 

organizations to remain competitive 

in the global marketplace.

According to a Forbes recent article, 

20.10% of the US workforce will 

comprise of generation Z which is 

approximately 61 million people. 

They are also set to make 32% of 

the global population, surpassing 

millennials, who comprise of 31%. 

While countries such as Nigeria, 

Philippines, Pakistan, Bangladesh, 

Egypt, South Africa and India have 

in excess of more than 30 percent 

of their population in the Gen Z 

age group, almost all the developed 

countries (G8) have approximately 

20% of their population belonging 

to this age group. While all of this 

may be identified as common traits 

they share with millennials, these 

are not necessarily negative in this 

case. Some significant differences 

set them apart. Interestingly, mobile 

is becoming a great leveler. Many of 

those markets such as China, India, 

Egypt and other African countries 

are taking to mobile in a significant 

manner which can lead to gen Z 

significantly. 

In 2019, Bangladesh has an 

estimated population of 168.07 

million from where 35.20 million 

peoples were born between 

1990s-2000s i.e. generation Z 

which is approximately 21% of 

total population. And almost 10% 

of these people out of 21% are in 

the workplaces and the remaining 

is ready to enter the workforce 

and gradually future workplaces 

transforming from millennial to 

centennials.

During 1980s, American businesses 

and industries experienced a 

tsunami of demand for Japanese 

products and imports, particularly 

THEORY Z MANAGERS  

ARE CONCERNED WITH 

INCREASING EMPLOYEE 

LOYALTY TO THEIR 

ORGANIZATIONS, 

REDUCED EMPLOYEE 

TURNOVER, INCREASED 

COMMITMENT, 

IMPROVED MORALE, 

PROLIFIC PRODUCTIVITY, 

EMPHASIS ON THE WELL-

BEING OF THE EMPLOYEES 

BOTH AT WORK AND 

OUTSIDE OF WORK, 

ENCOURAGE STEADY 

EMPLOYMENT AND LEAD 

TO HIGH EMPLOYEE 

SATISFACTION. 
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in the automotive industry. Why 

were U.S. consumers craving 

for cars, televisions, stereos and 

electronic items from Japan? Two 

reasons: high quality products and 

low prices. The Japanese discovered 

something that was giving them 

the competitive edge. The secret 

of their success was not only what 

they were producing but how they 

were managing their people which 

derived from theory Z, developed 

by Dr. William Ouchi.

Though, theory X, Y & Z are very 

basic in nature, they provide a 

platform for future generations 

of management theorists and 

practitioners to understand the 

changing dynamics of human 

behavior.  Most employees 

(including managers) fall 

somewhere in between Theories 

X & Y. McGregor’s X-Y theories 

remain guiding principles to the 

management to evolve processes 

which can help in organizational 

development. Theory Z of 

employee motivation in the 

workplace can also be an effective 

talent management tool.  However, 

if a manager’s assumptions are more 

in line with Theory Y & Z, they are 

likely to trust and empower people, 

allowing them to contribute to the 

workplace in a meaningful way as 

well. 

Leadership & Management Style:

Theory X
Manager

Theory Y
Manager

Theory Z
Manager

Believes people are motivated by 
punishment, money or position

Believes people are motivated by 
performing their best and receiving 
responsibility & little supervision

Believes people’s loyalty & 
productivity are increased if they 

are valued & respected

In conclusion, Gen Z has a clear 
advantage over Gen Y because 
they appear to be more realistic 
instead of optimistic, are likely to 
be more career-minded and can 
quickly adapt to new technology to 
work more effectively, in addition, 
Gen Z has seen how much Gen 
Y has struggled in the recession, 
they come to the workplace better 
prepared, less entitled and more 
equipped to succeed.

HOWEVER, IF 

A MANAGER’S 

ASSUMPTIONS 

ARE MORE IN LINE 

WITH THEORY Y & 

Z, THEY ARE LIKELY 

TO TRUST AND 

EMPOWER PEOPLE, 

ALLOWING THEM 

TO CONTRIBUTE TO 

THE WORKPLACE 

IN A MEANINGFUL 

WAY AS WELL. 





ADIEU MR. MOHAMMAD IQBAL 
SEVP, TF & RMG 

1996-2019

FAREWELL

The Management of the Bank bids 
farewell to Mr. Mohammad Iqbal, SEVP, 
TF & RMG on 12.02.2019. On the 
farewell ceremony, the Managing Director 
& CEO of SIBL Mr. Quazi Osman Ali 
expressed gratitude and thanks to him 
for his long contribution to this Bank 
for a long time. AMD and DMDs put 
their valuable remarks. Divisional Heads 
reminisced the past days and wished a 
prosperous and happy future. Mr. Iqbal 
said that he was honored and humbled 
by the love and honor showered on him 
by the Management and his colleagues. 

He is one of the crusaders of the early 
days of SIBL. He worked hard to build 
this Bank as a leading bank in the country 
from the embryonic stage. He has seen the 
ups and downs of the Bank. He tried to 
be loyal to the institution whole through 
his career. He did not left his employer in 
the rainy days, even when he got better 
opportunities to switch to other bank. He 
has left an instance for us to follow how to 
be sincere and loyal to the Bank and stick 
to ethics. He said, “SIBL will live in my 
heart so long as I will live.”
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Social Islami Bank Limited arranged 
School Banking Conference 2019 as a 
lead bank at Cox’s Bazar on 02.03.2019. 
The Conference was attended by 
the Branch Managers and other 
representatives of 37 Banks of the 
Cox’s Bazar region. Managing Director 
& CEO of SIBL Mr. Qauzi Osman Ali 
presided over the conference. Deputy 
Governor of Bangladesh Bank Mr. S 
M Moniruzzaman was present as chief 

guest in the conference.  Executive 
Director of Bangladesh Bank, 
Chattogram Office Mr. S M Robiul 
Hasan, General Manager of Bangladesh 
Bank Financial Inclusion Department 
Mr. Md. Abul Boshor, Cox’s Bazar 
District Police Super Mr. Md. A B M 
Masud Hossain (BPM) and Additional 
District Commissioner of Cox’s Bazar 
District Mr. Md. Ashraf Hossain were 
present as special guest at the event. 

Parents, dignitaries, teachers and 
students of different schools were also 
present. Deputy Managing Director 
of Social Islami Bank Limited Mr. 
Abu Naser Chowdhury along with 
the officials and Managers of different 
banks were present at the event. School 
banking will create a sense of savings, 
financial discipline among the children 
which will help to build a self-reliant 
life.

SIBL ARRANGED SCHOOL BANKING CONFERENCE 2019 
AT COX’S BAZAR AS LEAD BANK

SCHOOL BANKING CONFERENCE
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Mr. Ashim Sen Gupta
Senior Executive Officer

International Division, HO, Dhaka

Mr. Mohammad Mizanur Rahman
First Assistant Vice President
Babubazar Branch, Dhaka

Mr. Kazi Md. Nomanul Alam
Senior Executive Officer

Halishahar Branch, Chattogram

Mr. Mohammod Shahadat Hossain
Senior Executive Officer

Khatungonj Branch, Chattogram

Sharmin Akter
Senior Executive Officer
Uttara Branch, Dhaka

Md. Mamunul Hoque Talukder
Senior Executive Officer

MDS, HO, Dhaka

Mr. Abu Shofean
Senior Executive Officer

CTPU, HO, Dhaka

Mr. Md.Sazzadur Rahman
Senior Executive Officer

Dakkhin Khan Branch, Dhaka

Ms. Begum Sampa Sormin
First Assistant Vice President
Bashundhara Branch, Dhaka

Mr. Md. Jahangir Alam Zahid
Senior Executive Officer

FAD, HO, Dhaka

Ms. Rownaq Jahan
Senior Executive Officer

Corporate Branch, Dhaka

Mohammad Nuruzzaman Patwary
Senior Executive Officer

Mohakhali Branch, Dhaka

Mr. Md. Tarikul Islam
Senior Executive Officer

Chowgacha Branch, Jashore

Mr. Mohammad Morshed Ali Chowdhury
Senior Executive Officer

Dania Rasulpur Branch, Dhaka

Mr. Md. Anishur Rahaman
Senior Executive Officer

Hasnabad Branch, Dhaka

DAIBB COMPLETED

Mr. Md. Ebne Soud
Senior Executive Officer

Panthapath Branch, Dhaka

PROFESSIONAL ACHIEVEMENT
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Ms. Nasme Ara Khan
Executive Officer

Islampur Branch, Dhaka

Mr. Md. Mamun Mia
Executive Officer

Chowgacha Branch, Jashore

Ms. Sohasha Akter
Executive Officer

Gausia Branch, Dhaka

Mr. Md. Hanifur Rahman
Senior Officer

Uttara Branch, Dhaka

Ms. Kismotara
Officer

IAD, HO, Dhaka

Mr. Md. Shakil Mir
Executive Officer

Gausia Branch, Dhaka

Mr. Md. Ferdous Alam
Senior Officer

New Eskaton Branch, Dhaka

Ms. Tania Jesmin Jumur
Executive Officer

Tongi Branch, Gazipur

Mr. Md. Arfanul Hoque Patwary
Senior Officer

Foreign Exchange Branch, Dhaka

Mr. Md. Saifuddin Pk
Senior Officer

Rajshahi Branch, Rajshahi

Ms. Sayara Akter
Executive Officer

Kakrail Branch, Dhaka.

Mr. Md. Abdul Mannan
Officer

Naogaon Branch, Naogaon

Mr. Sumon Chandra Debnath
Officer (Cash)

Tuker Bazar Branch, Sylhet
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JAIBB COMPLETED

Mr. Md. Enamul Haque
Assistant Vice President

Dhanmondi Branch, Dhaka

Mr. S. M. Fazla Rabby
Senior Executive Officer

Dhanmondi Branch, Dhaka

Mr. Md. Zakir Hosen
Senior Executive Officer

Bhola Branch, Bhola

Mr. Mostafa Motassem Billah
Senior Executive Officer

Bashundhara Branch, Dhaka

Ms. Shahnaj Begum
Assistant Vice President

Babubazar Branch, Dhaka.

Mr. Md. Saidul Islam
Senior Executive Officer

Sirajgonj Branch, Sirajgonj

Mr. Fayshal Khan
Senior Executive Officer

Board Secretariat, HO, Dhaka

Mr. Syed Motahar-Ul-Meher
Senior Executive Officer

Sayedpur Branch, Sayedpur

Ms. Sadia Nawsheen
Senior Officer

International Division, HO, Dhaka

Mr. Anowar Sadat
First Assistant Vice President

Agrabad Branch, Chattogram

Mr. Md. Faruk Hossain
Senior Executive Officer

Dinajpur Branch, Dinajpur

Mr. Abdullah Al Mahmud
Senior Executive Officer

I&CTD, HO, Dhaka

Mr. Md. Reza Miah
Senior Executive Officer

Rangpur Branch, Rangpur

Mr. Mohammad Salah Uddin
Senior Officer

Brahmanbaria Branch, Brahmanbaria

Mr. Md. Ahsan Habib
First Assistant Vice President

Gopaldi Branch, Narayangonj

Mr. Mohammad Rafiqul Islam
Senior Executive Officer

Foreign Exchange Branch, Dhaka

Ms. Samanta Chowdhury
Senior Executive Officer

I&CTD, HO, Dhaka

Ms. Shaila Nazneen
Executive Officer
HRD, HO, Dhaka

Mr. Pranoy Bhattacharjee
Senior Officer

TF&RMGD, HO, Dhaka

Mr. Md. Shafiqul Islam
Executive Officer

Rajshahi Branch, Rajshahi
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Mst. Rekha Sultana
Senior Officer

IRMD, HO, Dhaka

Ms. Halima Noor
Officer

MB&CD, HO, Dhaka

Mr. Md. Kutub Uddin
Junior Officer

BC&GBD, HO, Dhaka

Mr. Sarbazit Chandra Saha
Assistant Officer (Cash)

Kachua S.M.E/Krishi Branch, Chandpur

Mr. Mahamud Hossain Manna
Senior Officer (Cash)

Banasri Branch, Dhaka

Ms. Nusrat Jahan Khan
Junior Officer

Principal Branch, Dhaka

Ms. Rupasree Barua
Junior Officer

Roazarhat Branch, Chattogram

Mohammad Abdullah- Al-Amin
Senior Officer

Sreenagar Branch, Munsiganj

Mr. Partha Das
Junior Officer

Nayergaon Bazar Branch, Chandpur

Mr. Md. Jahidul Hasan
Officer(Cash)

Akhaura Branch, Brahmanbaria

Mr. G. M. Nahid Hussain
Senior Officer

Chowgacha Branch, Jashore

Ms. Arpita Chakraborty
Junior Officer

Khatungonj Branch, Chattogram

Ms. Chadni Akter
Junior Officer (Cash)

Gausia Branch, Dhaka

Md Mazadul Hoque
Senior Executive Officer, HO

Certified Expert in Trade Services (CETS), BIBM
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NEW JOINERS

NEW BRANCH INCUMBENTS

Mr. Joynal Abedin
SEVP & Head

Trade Finance and RMG Division
Join: 4 July, 2019

Mr. Syed Kutubuddin Alam
SAVP & Manager

Sheikh Mujib Road Branch, Chattogram
Join: 29 April, 2019

Syed Kutubuddin Alam
SAVP & Manager

Sheikh Mujib Road Branch, Chattogram

Mohammed Jashim Uddin
AVP & Manager

Feni Branch

Badrul Huda
FAVP & Manager

Fakir Hat SME/AGRI Branch

Abdul Moman Chowdhury
SAVP & Manager

Satarkul Road Branch

Md. Asaduzzaman Howlader
SEO & Manager 

Safa Bondar Branch

Mohammed Mosharraf Hossain
AVP & Manager

Rangunia Branch







(Fa�ah Plaza,70-Green Road, Panthapath, Dhaka)




