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PakistanOs First Prepaid VISA Debit Card




Editorial Note

After a brief hiatus, Dialogue is back again with
a variety of news and information from the
world of UBL.

On the cover, quite understandably, we have
WIZ B PakistanOs first prepaid VISA Debit card,
another first in UBLOs long list of innovations.
Though the launch is still in its initial phase,
the card has been well received.

Also in this issue is a comprehensive report on
the seventh TBM Conference, the first to be
organized after the launch of the Retail Bank.
100% automation of UBL branches is another
major milestone that has been reported.

Quarter 3 results are also highlighted.
Consolidated profit of Rs.14 billion earned by
UBL, at the end of Q3, 2008, in a difficult
economic environment is testament to the banks
intrinsic strength, and the dedication of its staff.

Altitude, an end-to-end solution for the Contact
Center and a key component of the CRM system
has been launched. A brief report illustrates its
significance as well as alludes to the far-reaching
improvement it is designed to bring about in
terms of service to UBL customers.

The arrival of Management Trainees Batch VI

is heralded as part of an array of activities
undertaken by HR in recent months. Training

and OD activities, renovation of the Training

Center in Karachi and the RBO program have
also been covered. A report on the
implementation of Oracle-based HRMS is

worthy of special mention.

Among the activities undertaken by IBG we have
covered the Sukuk issue for Sitara Peroxide and
syndicated TFF (Term Finance Facility) for

Masood Textiles. CBG initiatives in terms of

new home remittance arrangement with Bank

Albilad and UBLOs participation in the WU

Conference in Dubai are covered.

International Division news includes
relationship building exercises during Ramadan
with high net-worth customers, as well as launch
of the TezRaftaar Campaign in Bahrain and
opening of ATMs as part of the bankOs expansion
plan for alternative channels in the Middle East.

The Dialogue Editorial Team
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N Cover Story-UBL Wiz Il

History repeats itself again this
year, with the launch of yet another
pioneering product from UBL I.e.
OPakistanOs first-everO Prepaid
VISA Debit card b UBL WIZ.

UBL WIZ as easy as
Cash Do Card Lo

UBL added to its long standing tradition of
pioneering products as it scored yet another first
with the launch in August 2008 of PakistanOs first
ever Prepaid Visa Debit Card B UBL WIZ. Following
the success of the Wallet VISA ATM/Debit card
launch in May 2006 which lent the traditional ATM
cards the power of the VISA association and raised
the number of debit cards close to a million, UBL
WIZ now targets a whole new customer base.

Building upon the widespread understanding
amongst consumers of the prepaid concept UBL
WIZ reaches out to three distinct new customer
segments D travellers, ladies and youth. Whilst
offering simultaneous safety, security and
convenience to the domestic and international
traveler, it aims to bring into the banking fold the
unbanked population particularly women, and the
rapidly growing teens and youth segment. Issued
instantly from 400 branches nationwide the card
is a true embodiment of its slogan of Ocash do, card

July - September 2008

loO. Consumers can choose from nine attractive and
eye-catching designs, and load their card with a

denomination of their choice in a simple and easy

manner.

Each card category has the flexibility of different
spend and withdrawal limits, tailored to the need
of that particular consumer segment. Exclusive
lifestyle based alliances are also tied to each card
type, encouraging spend at retail outlets. A person
can own one of each card type on his /her CNIC, in
other words a total of three, making it ideal for
gifting.

UBL WIZ has been launched at a time when sales
volumes are veering away from Credit to Debit
globaly. Two thirds of VISA transactions, approx
65%, at year end 2006 were from Debit cards. The
Pakistani Debit card market remains largely
untapped especially with regards to retail spend;
and as a growing number of consumers adopt a

mobile lifestyle, UBL WIZ aims to facilitate them
in myriad ways.

Wiz is ideally suited for segments comprising people
who are too young to have a conventional Debit or
Credit card or lack the required credit history. It
also meets the needs of people who are not inclined
to use their existing Debit or Credit card for online
shopping for fear of exposing their funds to fraud,
as well as those who are looking for a specific product
to meet their travel needs, gift-giving or for a non-
interest-bearing product closer to the Islamic genre
of banking.

UBL WIZ also provides the convenience of plastic
money to travelers who value security, helping to
fill in the void of TravelerOs Cheques in Pakistan. It
can also be used for internet transactions and at all
VISA locations in Pakistan and abroad.

Customers can access UBLOs network of 336 ATMs
spread over 85 cities for cash withdrawals. They
can also use the card at more than 3,000 ATMs
displaying the

1-Link or MNET logo across Pakistan and at more
than 2 million VISA ATMs in 150 countries of the
world.

Tracking spend or usage on the card is easy with
the free UBL e-statements which can be tailored to
a frequency of the customersO choice. In addition to
this, the 24-hour UBL helpline and vast ATM
network also allow customers access to a complete
listing of recent transactions on their WIZ card. &
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Bl Corporate

Strong Performance in Q3

Consolidated Profit

Rs.14 Billion

United Bank Limited closed Q3 2008 with
consolidated profit at Rs.14 billion - 23% higher
than in the corresponding period last year. This
strong financial performance in a challenging
external environment is testament to the strength
and vitality of this organization and the vision
driving it.

Profit after tax closed at Rs. 9.1 billion, translating
into earnings per share (EPS) of Rs. 8.86, up from
Rs. 7.20 in September 2007. Strong growth in net
interest income as well as non-interest income
contributed towards this favorable performance.

Net income before provisions rose to Rs. 21.3
billion, exceeding that of last year by 15%, whereas
non-interest income grew by 40% over a similar
period to Rs. 9.6 billion. Higher corporate finance
fees and trade commissions (up 29%) contributed
to this increase. Net provisions at Rs. 3.9 billion
are up by 8% from the corresponding period last
year. In comparison to Q2 2008, provisions have
remained flat.

Administrative expenses increased by 22% over

the corresponding period last year on account of
higher rent and utilities cost on the branch network
and infrastructure, as well as ongoing investments
in core banking facilities. Overall inflationary
pressures on personnel and general operating
expenses also contributed to this increase.

The BankOs deposits grew by Rs. 53 billion i.e. 13%
to Rs. 465 billion on a consolidated basis over the
period under review. Domestic deposits grew by
Rs. 19 billion i.e. 6% to Rs. 348 billion increasing
the BankOs share of deposits from 9.1% in
December 2007 to 9.3% in September 2008.

Total advances increased by 21% to Rs. 393 billion.
Domestic bank advances accounted for 44% of the
growth led by a 24% increase in corporate portfolio
mainly in the power, energy, fertilizer and telecom
sectors. Total assets grew by Rs. 71 billion to
Rs. 618 billion.

International operations remained vibrant during

2008 raising contribution to the BankOs total
profitability to 20% and total assets to 24%. Profit
before tax increased by 22% to Rs. 2.8 billion,

deposits grew significantly by 51% to Rs. 107 billion
and advances by 55% to Rs. 100 billion.

Even though the Pakistani economy remained
largely insulated from the global economic crisis,
the economy remains under significant stress
owing to the trade deficit and the devaluation of
the rupee. Higher current account and trade
deficits have resulted in higher borrowings by the
government from SBP, which in turn has caused
inflation to soar to 23.9% at the end of September
2008.

Despite the tough macroeconomic environment
UBL has delivered strong results. Pre-provision
operating profit increased by 24% to Rs. 19 billion
and operating revenue grew 21% during the period
under review. The major challenge remains in the
area of managing asset quality, where the BankOs
focus remains on strengthening and tightening
risk parameters to ensure a reduction in this charge
going forward. At the same time efforts are firmly
in place to improve efficiency and raise the
standard of service for clients. B

UBLOs Employee Commitment

OThanks to God,
Thanks to UBL.O

It will be a thankless attitude, if 1 do not
acknowledge/admire the services /facilities
provided to me by theEBankOs Medical Dept in my
hours of need. In the beginning of year 2008

| approached Dr. Imtiaz regarding a minor
discomfort in my chest during a brisk walk.
Dr.
pathological tests and managed an urgent
Nadeem Rizvi,

Imtiaz immediately advised certain

appointment with Dr.
CardiologistEat OMI.
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| went through the procedure of Angioplasty on
10-01-2008, as my three vessals were found
blocked during Angiography. | have experienced
medical services/facilities of high standard at OMI
as well as at UBL Medical Dept. The consolation
provided by the Medical Head proved to be a
source of encouragement to me.

It is worth mentioning that every one at the
Medical Dept showed concern with my family
members and discharged their responsibilities
very efficiently. Particularly Dr. Imtiaz who gave
me very timely and valuable advice, assistance
and guidance, and remained in touch with OMI
and the Doctor for which I am heavily

underEobligation.

I firmly believe that this is a reflection of the BankOs
dynamic leadership and valuable guidance
provided to them.

In the end | simply pray for ultimate progress and
prosperity of UBL and well beingEofEits authorities.

Regards,

M. Haleem-ur-Rahman,

VP (R) Empl N0.128793
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Retall Bank IR

TBM Conference
at Bhurban

The venue for TBM (The Business Multiplier)
Conference 2008, Bhurban in the scenic Murree
Hills, was definitely not new for many who were

anticipation in the air
as word went out
regarding the first TBM
that was being
organized after the
creation of UBLOs new
Retail Banking
organization.

For the benefit of our
readers who may not
yet be aware, it was in
October 2007 that
UBLOs Consumer and
Commercial Banking
Groups merged into a
single Retail Banking organization structure. This
was in accordance with the BankOs stated vision to
not only meet but also Osurpass the highest
expectations of our customersO by elevating our
service standards to world class and offering a
larger portfolio of products to customers across
the network.

By definition UBLOs TBM Conference is an
opportunity to reward performance of the Retail
Bank Sales Organization based on their
performance against specified targets over a period
of (usually) six months. It may be pointed out here
that TBM is not a substitute for the annual

July - September 2008

performance reviews B hence the incentive to win
remains intact even for those who do not qualify

as OwinnersQ in the context of the Conference. Ye
Oon the listd this year. Yet there was tremendous the Ojoy of winningO and being recognized at a forum

tober 2007 UBLOs
r and Commercial
oups merged into
Retail Banking at
ation structure. This
in accordance with the
bankOs stated vision to not
only meet but also Osurpass
the highest expectations of
our customersQO.

such as TBM has a
value consummately its
own.

As participants arrived
the Pearl
Continental Hotel in
Bhurban by coaches
from PC Rawalpindi
which served as a
convenient point of
convergence, or by car
from Islamabad or
directly or indirectly
from other stations on
the afternoon of August
8, 2008, the reception and lobby area at PC
Bhurban rang out with sporadic cheer and Ohail
fellow well metO greeting calls. A team from the
HO was at hand to ensure smooth check-in, after
which the participants had just about enough time
to have lunch and a quick survey of the environs
of the hotel.

As time for the first session on Business Review
drew close, people filed into the elegantly bedecked
Chinaar Hall and took their seats. President & CEO
Atif Bokhari soon arrived at the entrance of the
hall where a brief ribbon cutting ceremony was
held in the presence of GE - Retail Bank,

Mohammad Asghar, and other Group Executives
and Group Heads.

In a brief opening speech that followed the
recitation of the Holy Quran by Kamran Elyas,
Ejaz Wasay, the MC for the first session, welcomed
the participants and introduced the theme of the
conference embodied in the catch-phrase OColours
of SuccessO, rounding off the introduction with a
clarion call in Urdu: Apna Rang JamaOain Gay,
Dunya Ko BataOain Gay, Himmat, Kawish Shaan
Hamari - Jeet Kay Hum DikhaOain Gay.

The Business Review Session kicked off with a
presentation by Shahpur Ahmad, followed by short,
individual presentations by every Business/ Unit
Head including Jawad Chaudhry, Salman Altaf,
Talat Rabia, Kamran Elyas, Mudassir Niazi, Javed
Igbal and Zulgarnain Aali. Abdullah Ghaffar Head
of Islamic Banking spoke on Islamic Banking plans
and specialist presentations were run by Mansoor
Murad and Omer Rashid Puri.

General Managers for North, Central and South
then presented a review of business performance
in their respective Clusters.

Najeeb Agrawalla, GH B Marketing & Sales put
forth a broad vision and perspective of the Retall
Banking business, not only covering what had been
achieved during the fist half-year of 2008, but also
what was expected during the year ahead. In his
Customer Service review, GH B Customer Services
Division Javed Syed recounted the progress made
in terms of business process re-engineering under
the OProximaO banner.
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Bl Retail Bank I

Short, sharp presentations and some guidelines
and direction then followed from Group CFO & GE
Global Shared Services Aameer Karachiwalla, GE-
HR Ayaz H. Shamsi and GE-Retail Bank
Mohammad Asghar.

By the time the President & CEO took to the
podium, the atmosphere had become quite electric
with anticipation. It was evident from the earlier
presentations that the management was cognizant
of the difficulties of the political and economic
environment in which the country was caught up,
but there was no sign of respite or relief vis-a-vis
the yearOs target.

In his lucid presentation Mr. Atif Bokhari,
recounted the successes of UBL, highlighted the
tremendous progress the Bank had made since
privatization, and complimented those responsible.
But he did retain a sharp and unswerving focus on
the future. Instead of showing signs of letting up
in the difficult business environment he decided
to raise the bar to coax the Retail Banking team to
achieve an even higher deposit figure during the
year D in a way giving new impetus to a time-tested
conviction that Owhen the going gets tough, the
tough [must] get goingO. The response from the
hall surprisingly was not one of anxiety but of
confident endorsement.

The post-dinner session commenced with TBM

than 220 Branch Managers were recognized for
achieving or exceeding their targets. Until the final
winners went on stage cheers continued to ring out
and the participants seemed to enjoy every passing
moment.

Highlights of TBM:
Day 2

The first organized activity on Day 2 was the group
photograph of participants with the President.
There was a bit of a scare as visibility was poor
following scattered showers and a drop in night
temperature. But as the participants gathered in
the Amphitheatre the air cleared for a few precious
moments. The photograph taken was distributed

by the Ocore organizing teamO along with the OTBM

Certificate of AppreciationO the following morning.

Motivational Speaker &
Exercise

Day 2 also saw a motivational / team building
exercise. Sohail Jindani, a motivational speaker
and trainer, who has clocked numerous hours of
training for UBL employees across the Bank, was
at hand to conduct the program. In his exuberant
style he was able to engage the participants in a
brisk dialogue and discussion, to bring home some
very commonsense solutions to some very prevalent
problems, ultimately aimed at self-improvement
and skill-development. A part of the program
conducted on the tennis court tested the
participantsO motor skills and their intelligence
guotient as well.

Trip to Patriata

The afternoon of Day 2 was consumed in a trip to
Patriata. Chairlifts and the scenic beauty of Patriata
attract numerous holiday makers, but with better

approach roads currently in the final stages, it is
set to replace the old Murree resort in terms of
popularity. The scenery en route to Patriata and
back is simply heavenly!

Concert

The final session after dinner was a musical concert,
organized by Zafar Chaudhry, Regional Customer
Service Head for the Central Cluster. Ragni, a
sprightly, young performer from Lahore,

Awards Ceremony. OEmCeedd by Mr. Najeeb entertained the audience with her lively songs and

Agrawalla, it took on a characteristic motivational
hue as winner after winner strode on to the stage
to receive their trophy and acknowledge the cheers
they received from the audience. The festive spirit
became more pronounced as the minutes passed
and a sense of accomplishment pervaded the hall.

Khurram Hussain, General Manager & Cluster

Head, Central Region won the coveted Grand Award
edging ahead of his two illustrious colleagues, from

Clusters North and South. Cash awards also went
to 10 Top Performers across the country. Half-a-

dozen Regional Business Heads claimed the Top
Award in the RBH category as did 10 District

Managers in theirs.

Top Regional Heads and Relationship Managers

also received awards for outstanding performance
in various Business and Product categories. More
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engaging (interactive in business parlance)
performance. Her upbeat modern songs compelled
many in the audience to get on their feet and dance
away their cares, while the more nostalgic numbers
sent them back in time rekindling fond memories.

But the one individual who stole the show that
night was none other than the organizer of the
show itself. Zafar Chaudhry delighted the audience
by rendering some of the most memorable songs
originally sung by the most illustrious singers of
the subcontinent including Mohammad Rafi,
Mukesh and Kishore Kumar. Singing with panache
and effortless ease he clearly established his
proficiency in the complex genre of music from the
sub-continent. It was well past everyoneOs bedtime
when the lights went out that night in the Chinaar
Hall.

Highlights of TBM:
Day 3

On the last day, Sunday, August 10" the TBM
participants went on a Treasure Hunt in the lawns
of PC Bhurban. As people scoured the area in search
of the evasive little white card, containing a Oserial
numberO of a prize mentioned on it, it was
interesting to see how a simple activity could
engender a spirit of heightened competition. As
the Treasure Hunt drew to a close, everyone
gathered around in the Hall to collect their
prizes.

July - September 2008
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winners

Top Regional Business Heads

BAHAWALPUR
PESHAWAR
SUKKUR

AZAD KASHMIR
MULTAN
HYDERABADE

Top District Managers

FARID GATE, BAHAWALPUR

DADYAL, AZAD KASHMIR

CANTT. BRANCH, RAWALPINDI
CHAMBER OF COM. BLDG, GUIRANWALA
JINNAH AVENUE, ISLAMABAD

DERA ALLAH YAR, QUETTA

DOABA ROAD, KHANPUR

MARDAN CANTT, MARDAN

LAKHI GATE, SHIKARPUR

NAUSHERO FEROZE, SUKKUR

Top Regional Heads
Commercial Assets / Team
Leaders

ZULQARNAIN KHAN
SULEMAN SHEIKH

Top Target Achieving
Relationship Managers /
Relationship Associates

SHAHEEN MUMTAZ
M. ISHFAQ GILLANI

MAHMOOD KHATTAK
IFTIKHAR HUSSAIN
ABDUL GHAFFAR JAVED
TARIQ IQBAL ABBASI
ATTIQUE-UR-REHMAN
MUHAMMAD HANIF
ABDUL REHMAN

FAISAL MOQUIT

AMJAD HUSSAIN
SHEHZAIB JAVAID PASHA
KASHIF RIAZ

QAMAR ZIA

SYED REHAN MUKHTAR
NAVEED AKRAM
SUMERA SHAH

M. SALMAN KHAN
BARKAAT AHMED
ALTAF HUSSAIN SIAL
IBRAHIM KHALID
NAVEED UR REHMAN
MUHAMMAD MUMTAZ RANA
MUSHAHID HUSSAIN
TAYYAB MASOOD
ZAHID HUSSAIN

Top Regional Heads
Agri Business

DILSHAD ASLAM
ARIF ALI SHAH

Top Target Achieving
Agri Credit Officers

RANA ZAHID IMDAD
AKRAM RAJPUT

SHER MUHAMMAD MEMON
ZEESHAN ISRAR

KHALIL UR REHMAN

Top Performing Relationship
Managers (Secured &
Unsecured)

ASIM KHALID (Credit Card)

NOUMAN SHABBIR (Credit Card)
NAEEM AHMED (Businessline)
ANWAR HAMEED KHAN (Businessline)

Top Performance Awards

TOP WALLET CHAMPION BY VALUE
MASIH UZ ZAMAN

TOP WALLET CHAMPION BY PERCENTAGE
NUZHAT SHAKIL

TOP FINANCIAL TRANSACTIONS ATM
BY VALUE
JAWED AFZAL QAZI

TOP FINANCIAL TRANSACTIONS ATM
BY PERCENTAGE
MUHAMMAD ASIF WAJIH

TOP OTHER INCOME BRANCH BY VALUE
S. NAYYER ABBAS ZAIDI

TOP OTHER INCOME BRANCH
BY PERCENTAGE
CH. MUHAMMAD SIDDIQUE

TOP E STATEMENTS BY PERCENTAGE
MUHAMMAD ASHRAF SHAHID

TOP E STATEMENTS BY VALUE
MALIK AZHER JAVED

TOP NET ACCOUNTS OPENED BY VALUE
PERVAIZ AHMED. &

July - September 2008 O



Bl Retail Bank I

UBL Jeet hi Jeet

mega incentive scheme for BMs concludes

The Retail Bank launched its third-quarter,
nationwide incentive scheme for Branch Managers
in the month of June, 2008. Titled OJeet hi JeetO,
the scheme was a focused sales incentive plan with
a hefty prize pool of Rs. 5,000,000 (RUPEES
FIVE MILLION).

The basic criteria set for Branch Managers to
qualify for the Grand Prize was to ensure that their

Core Deposits achieved during Quarter 3 surpassed
their end-June actual Core Deposit numbers by

at least 10%.

As a further incentive to encourage people to put
their heart and soul into winning, a sum of Rupees
One Million was set aside from the total prize pool
for bigger prizes to be won by the OTop 30
PerformersO. These prizes included a Suzuki
Mehran, Return Tickets to Bangkok, Dubai and
Kuala Lumpur, motorcycles, refrigerators, mobile
phones and microwave ovens. All winners however
were entitled to exchange their prizes for cash (a
boon in these hard economic times).

A hundred and forty-six (146) Branch Managers

increased their Core Deposits by 10% or more and
qualified for the Incentive Scheme according to
preliminary results. The pool money left after
taking out the sum allocated for Special Prizes,
shall be divided among them. The basis for
distribution as already communicated would be
on pro rata basis, taking into consideration Ovolume
and percentage growthO achieved over and above
the 10% required to qualify.

Announcement of the winners of the Special Prizes
and the pool money is awaited.l

Renovation of
Mal Kolachi
premises

The President Mr Atif Bokhari inaugrating the new premises at Mai
Kolachi. Other Senior Management members at the ceremony
included, Mr M. Magsood - Country Head Centralized Admin
Services, Mr Aameer Karachiwalla - CFO & Group Executive Global
Shared Services, Mr Ayaz Hashim Shamsi - Group Executive Human
Resources, Mr Ali Sameer - Group Executive Risk & Credit Policy
and Mr Bahauddin Khan - Group Executive Global Operations

Services.l

United Bank Limited UBL and EFU Life have

entered into a strategic alliance that would
progressively enable the bank to offer its customers

a range of Oco-branded® insurance products under

the bancassurance umbrella.

Selling insurance products through banking
channels is a recognized international practice,
but it is now being offered by UBL in a phased
manner through its branch network across
Pakistan. This is a key component of UBLOs
corporate vision of progressively transforming its
branches into veritable financial services
distribution centers.

The UBL - EFU Life Oco-branded® products being

offered under the strategic alliance would include

open ended savings products with life insurance
protection, to pay for childrenOs education or
marriage or such other sizeable expenses during
ones working life, a specific education plan that

would remain valid even if the parent paying the

premium dies earlier, and a pension plan that

would help people manage their life in comfort

post-retirement.
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Speaking about the initiative, the President & CEO
of UBL, Mr. Atif Bokhari stated that: OFortunately
today, UBL has taken the lead amongst large local
banks in terms of transforming the banking
business model in the country. Last

year we launched our transformation

program that is based on a two-

pronged strategy, i.e. re-engineering

work processes complementing it

with the most modern banking

technology platform, to deliver

unmatched service quality across our

network. The UBL-EFU Life

initiative is clearly a major step in

that direction.O

Speaking on the occasion of the

signing ceremony, Mr. Taher G

Sachak, Managing Director EFU Life said, OEFU
Life is at the forefront of bancassurance in
Pakistan.E Our name is synonymous with successful
bancassurance operations with many banks and
we work closely with our banking partners to
ensure that the bancassurance relationship is a
successful one for all parties.E We have partnered

with UBL because it is a fast progressing bank in
the country and we see a huge potential for a
successful bancassurance operation with them.
The end benefit would be to the customer who

along with UBLOs banking services would be able
to avail the benefits of EFU LifeOs best value
products and prompt customer services.OR
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100% UBL
Branches Automated

UBL achieved another first in its history on Octobe
25", 2008, by automating all 1,081 branches in t
country, out of which over 830 are online as wel
Branch automation has been an ongoing process {
the target for automating all branches by year-e
2008, has been achieved 2 months prior to the tar
date. Also, all new branches that are being open
will be automated from their first day of operationd

This is another important milestone for the Bank a
will not only facilitate the launch of new product
initiatives across the Bank but also improve custom
service at the branches.

This goal could not have been achieved without t
teamwork and dedicated effort put in by IT, Busineg
and CS teams at all levels, especially in the field,
achieve the target set by management.
Commenting on this achievement the President
CEO Mr Atif Bokhari called it a Ogreat milestong
achievementO while expressing his congratulatio
to all stakeholders involves.

Clifton District
makes history

Going the
Extra Mile
for

Goldcrest

Contributed by: Muhammad Ahsan Idrees DM D Clifton
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Clifton District made history by going the extra mile
and coming up with a totally new concept where
they provided a customized solution to one of their
key clients Giga Group.

Keeping in view the market dynamics they came
up with a solution for their customer by setting up

a personalized booth and display counter from 9
am to 9 pm at GoldcrestOs project office, in order to
facilitate Goldcrest clients that came to make their
bookings. The full suite of UBLOs Real Estate
products and services including Mortgage loans
were available at the counter along with dedicated
cheque clearance and cash management for
Goldcrest. This allowed Goldcrest to meet their
targets and UBL to optimize a business opportunity,
all the while projecting itself as a bank that sees no

UBL Insurers

Posts Over
100% Growth

UBL Insurers Limited has shown remarkable growth
in 2008 by raising premium of Rs.323 million until
June. This is only the second year of its operation
and the company has made headway in all areas of
business. The fire portfolio has shown an increase of
three and a half times over the corresponding period
last year. This reflects the confidence that major
corporate groups have reposed in UBL Insurers.

Significant progress also has been made in that the
Company is now leading in some areas in which
larger insurance companies have lower shares. Most
portfolios are showing a similar growth pattern which
is very satisfying.

UBL InsurersO set out in January 2007 with a vision
to establish itself as the premier choice among general
insurance customers: corporate and individuals. With
a coherent team effort, it is keeping its promise of

providing dedicated service to customers by

recognizing their needs, providing unique products

and service solutions and servicing claims in an

efficient and expeditious manndll

limits when it comes to providing excellent customer
services.

This initiative could not have been a success without
the support and trust shown by Mohammad Asghar
(Group Executive Retail Bank), Najeeb Agrawalla
(Group Head Marketing & Sales), Zulgarnain Aali

(Head Business Development), Nadeem Bhurgri
(GM South) and Raghib Farooqui (RBH b Karachi
South).

UBL optimizes a business
opportunity while projecting
itself as a bank that sees no
limits when it comes to
providing excellent customer
services

Acknowledgment is also due to Asif Ali Khan and
his team comprising Ahmed Mustafa and Igbal

Hamid for the excellent customer services provided

and Aijaz Ali Junejo (BM b Sea View Branch)
deserves special mention for his unrelenting efforts
towards the success of this project for Goldcrest
and its clients. m
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UBL has successfully launched and added two

more companies i.e. Warid Telecom (both

prepaid and Postpaid) and LESCO (Lahore
< W Electricity Supply Corporation), facilitating
customers in bill payments. With the launch of
this service, UBL is now offering bill payment
facility for SSGC, SNGPL, Warid and LESCO,
through its extensive ATM network.

g —— T

~—

UBL is the first local bank to initiate acceptance
—of utility bills and the first Bank in Pakistan to

offer Warid & LESCO bill payment on ATMs.

This is a reflection of UBLOs commitment to
UBL is proud to present yet another convenient ~ provide a convenient and hassle free alternative
service to its UBL Wallet ATM Debit and Credit to the manual payment of utility bills through
card holders in collaboration with the 1 Link Branches. Moreover, there are plans to include
network.E Ufone (both for Prepaid & postpaid customers),

KESC (Karachi Electricity Supply Corporation)

The Utility Bills Payment System (UBPS) facility, and GEPCO (Gujranwala Electric Power
being offered through the BankOs extensive Corporation) services on the BankOs ATM
network of over 336 ATMs nationwide, will allow network providing wide range of services to
customers to pay their Utility Bills simply by valued customers.
using their Wallet VISA ATM / Debit and Credit
cards at their nearest UBL ATM. The service is  This service will not only enhance the utilization
in line with the BankOs tradition to provide of the BankOs ATMs as a transactional medium,
customers convenience through alternative  offering a wide spectrum of services, but also be
channels, especially towards the payment of an additional source of revenue. UBL Wallet
utility bills, and to introduce innovative facilities Card holders can avail this service without any
in the electronic realm. additional charge. Il

The ceremony was attended by senior members
Arran e m e nt b etwe e n of both BankO®s managements including GE
g Corporate Bank, Mr. Hassan Raza, GE Retail Bank,
" Mohammad Asghar, Head Cash Management / Fl
U B L & B an k AI b I I ad and Home Remittances, Mr. Khurram Gul Agha,
Ex-Divisional Head-FI, Shafquet Asim and Product

Head-Cash Management, FI and Home
Remittances, Mr. Muhammad Munir from UBL
United Bank Limited and Bank Albilad, two of the Mr. Atif R. Bokhari, President & CFO, United Bank and Head Business Development and
most prominent banks in Pakistan and Saudi Limited, and Mr. Shahid Sattar, Head Retail Bank, Correspondent Banking, Mr. Aamanat Ali from
Arabia respectively signed an agreement for  Bank Albilad, signed the agreement. Bank Albilad.

Electronic Home Remittance Facility on May 28th,

2008 at the UBL Head Office, in Karachi.

Home remittances to Pakistan have shown
tremendous growth in the last few years, especially
from the Kingdom of Saudi Arabia, where there is
a huge diaspora of Pakistani expatriate workers.

Under the agreement, UBL is offering its Home
Remittance disbursement facility to Bank Albilad,
which will enable Bank Albilad to remit home
remittance transactions electronically for direct
and speedy transfer of funds to the ultimate
beneficiaryOs account in UBL as well as quick
doorstep delivery of instruments to beneficiaries.
This will also facilitate business expansion for both
the Banks and enhance their capacity to better
service their customers.
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UBL supports

TCF Fund-raiser

Nawab Sahib

Kibla

UBLOs Corporate Social Responsibility (CSR) Program
has been structured to provide support to institutions
and through them to individuals in need of assistance
for their survival or sustenance. As part of its CSR
program, the Bank has maintained a sustained
relationship with The CitizenOs Foundation (TCF)
through Donations / Sponsorships and Zakat
mobilization programmes since 2005.

In 2006 and 2007, UBL, as the Lead Sponsor,

participated in the limathon, TCFOs annual walk event.

The Donation made by UBL was utilized to pay for

the adoption of two schools viz TCF Primary School

Saharay Campus, Hawkesbay, and TCF Primary School
Abu Dhabi Campus I, Guijju, Interior Sindh under

event in order

to raise more

funds for TCF.

The event, a

play, Nawab

Sahib Kibla,

which ran for six days at the Arts Council Auditorium
in Karachi was a runaway success.

A period comedy written by Rafi Peer in 1939, set in
an environment dating back to the days of yore, the
play was not only a delightful experience for the
audience but also one that afforded a rare learning
experience for playwrights and students of
sophisticated humor. It was based on the life and
follies of a degenerate Nawab. Its interesting characters

and witty dialogue bonded simple dramatic situations
to delight the audience all six days that it ran. The cast
included veteran actors such as Usman Peerzada and
Qavi Khan, with the former also directing the play. B

the CSR program.

This year again, UBL continued its support to the two
schools adopted in 2005 and also sponsored a charity

UBL an Equal
Opportunity
Employer

United Bank Limited has piloted
a project with

lda Rieu School
of the Blind

Shar Bano, Head of Inbound Contact Centre, Hasan Faraz, Business Manager-Liabilities &
Investment Product and Jawad Chaudhry, Business Head - Debit cards, stand behind
Adnan Ahmed Khan who has recently been inducted from Ida Rieu School.

Outbound Unit of UBL at the Contact Center. ¥
These new entrants have been comprehensively
trained regarding product features and benefits

as well as provided guidelines and training to ¥
handle the work in a confident and customer-
friendly manner.

As part of its continuous commitment towards
Corporate Social Responsibility and
implementation of directives of the State Bank of
Pakistan and PBA; United Bank Limited has
piloted a project with Olda Rieu School of the BlindO
to bring its visually impaired students into
PakistanOs mainstream workforce. In doing so,
UBL has become the first Pakistani bank to take
such a step.

Soliciting or attending to customer queries in
response to campaigns and promotions;

Helping with customer relationship
management and re-opening closed accounts.

These individuals were warmly welcomed by
colleagues who are extending full support and
cooperation to them in getting a better job done

for the Bank. Their response too has been one of
satisfaction and a growing sense of
accomplishment. &

Some important responsibilities of these visually
challenged Tele-Sales Officers include:

To start with, two students from the school
Mr. Adnan Ahmed Khan and Mr. Muhammad
Salman Aslam have been inducted into the

¥ Providing service and information to
customers regarding product promotional
campaigns and offerings;

July - September 2008 1
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Sukuk Issue
for Sitara:

UBL

Among Lead

Advisors
Arrangers

UBLOs Investment Banking Group achieved yet
another milestone by issuing a Musharaka based
Sukuk Issue for Sitara Peroxide Limited.

A ceremony was organized at a 5-star hotel in Karachi
on 22" August 2008, by UBL, Bank Alfalah Limited
(BAL), AMZ Securities (Pvt.) Limited (AMZ) and
Sitara Peroxide Limited (SPL) to mark the successful
close of a secure, privately placed diminishing
Musharaka based Sukuk Issue of PKR 1.4 billion for
Sitara Peroxide Limited.

The issue was substantially oversubscribed and
received overwhelming response from banks and
financial institutions. UBL, Bank Alfalah Limited
and AMZ Securities (Pvt.) Limited acted as Lead
Advisors and Arrangers for the transaction under a
joint mandate awarded by Sitara Peroxide Limited.
The facility has been utilized by the company for the

UBL and Habib Bank Ltd. acted as Lead Advisors
and Arrangers for a Syndicated Term Finance
Facility amounting to PKR 1,500 million for Masood
Textile Mills Limited (MTML). A formal signing
ceremony held in May 2008 in Karachi, marked the
successful financial close of the transaction. Masood
Textile envisages utilizing the facility to finance its
permanent working capital requirements.

The Investment Banking Group of UBL is among
the leading players in the local market for such
syndicated loans and has a proven track record of
arranging and executing a large number of
transactions in the fast growing, high-volume textile
sector.

E

MTML is among only a few fully integrated textile
mills in Pakistan, having in-house spinning, knitting,
fabric-dyeing, processing and garments
manufacturing facilities. Currently 95% of its output
is being exported to USA, Europe and other regions.
The signing ceremony was attended by Mr. Shahid
Nazir, Chief Executive Officer of MTML, Mr.
Muhammad Farooq, Director Finance of MTML,
Mr. Atif Bokhari, President and CEO, UBL, Mr.

1

Seated from left to right: Mr. Sirajuddin Aziz, CEO Bank Alfalah, Mr. Atif Bokhari, President & CEO UBL, Mian Imran Ghafoor,
CEO Sitara Peroxide Limited, and Mr. Mohammad Amir, EVP & Group Head Investment Banking & Private Equity,
AMZ Securities (Pvt.) Limited.

OThis is a very significant
development in the area
of Shariah-compliant
banking and we are proud
that UBL has played such
a major role...O w. aisoe

conversion of all existing conventional borrowings
into Islamic, Shariah-compliant financing.

Sitara Peroxide is the only producer of Hydrogen
Peroxide in Pakistan and is part of the Sitara Group
of Industries (SGI), a well established name in
PakistanOs chemical and textile sector and one of the
most renowned industrial groups in the country.

Syndicated
TFF for

Masood
Textiles

The ceremony was attended by Mian Imran Ghafoor,
CEO SPL, Mr Atif Bokhari, President and CEO, UBL,
Mr Sirajuddin Aziz, CEO, BAL, Mr Naeem Igbal,
CEO, AMZ, Mr Hassan Raza, Group Executive
Corporate Banking, UBL, Mr Saeed Igbal, Group
Head Investment Banking, UBL, as well as Senior
Managers of the participating banks.

Commenting on the occasion, the President and
CEO of UBL Mr Bokhari said: OThis is a very
significant development in the area of Shariah-
compliant banking and we are proud that UBL has
played such a major role along with other leading
banks. | do look forward to many more initiatives
of this nature in the Islamic Banking area.O

The ceremony was followed by distribution of
mementos to the Lead Advisors and Arrangers and
other dignitaries present at the ceremony. &

Zakir Mahmood, President HBL, Mr. Saeed Igbal,
Group Head Investment Banking, UBL, Ms. Sima
Kamil, Group Executive Corporate Banking, HBL,
Mr. Kashif Shah, Group Executive Investment
Banking, HBL, Mr. Mubashar Magbool Corporate
Head, Central HBL, Mr. Khwaja Igbal, Regional
Corporate Head b Faisalabad, HBL and Syed Ali
Raza, Regional Corporate Head B Faisalabad,

UBL. &
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I Investment Bank / Contact Center IR
Independence Day

UBL at WU Conference

Western Union held its Operational &
Compliance Conference in Dubai from June 10w
to June 12, 2008. Agha Hasan Zaman, Product
Manager UBL Cash Management and Ghulam
Sughra Sadiq, Commercial Banking Officer and
Front Line Associate (FLA) for Western Union
operations at our IBR Burewala Branch
participated in this conference on behalf of UBL.
Speaking about Western UnionOs partnership
with UBL, Agha Hassan Zaman, Product
Manager, stated that more than 300 branches
now provide customers the facility of receiving

remittances sent from any Western Union
location overseas. He said that all FLA staff in
these branches have received extensive training
in order to do their job with confidence and
provide all the support required by the recipients
of WU remittances, irrespective of whether they
have an account at UBL or not.

IBR Burewala Branch stood out as the OLeading
BranchO for Western Union remittances by
achieving the highest transactional volume
landmark among all UBL branches in the
country. As recognition of this extraordinary
achievement, and the personal efforts made at
the branch, FLA Ghulam Sughra Sadiq was
rewarded with a 3-day trip to Dubai to attend
the WU Operations & Compliance conference.ll

Celebrations

On 14th August 2008 Contact Center celebrated
Independence Day with full zeal & enthusiasm. Shar
Bano (Head of Inbound Unit) and her team had taken
the initiative and came up with the brilliant idea of
turning a usual day into a creative activity for the
department.

Preparation started two days before the occasion,
girls & boys making vibrant charts, decorating ceilings
with buntings, balloons, decorative balls, historical
pictures, candles & national flags throughout the
premises. Every unit within Contact Center
contributed innovative ideas to embellish their
respective areas showing unprecedented motivation
and cheer to make a difference, encompassing
aesthetic excellence.

On this day, men were dressed in white shalwar
kameez with a green turban/patka & females in green.
Syed javed (Group Head Customer Services) joined
the team in the cake cutting ceremony. The event
started of with a brief recitation from the Holy Quran
followed by other activities involving National Songs
Competition, Fancy Dress Show, Stand-up Comedy
& lunch.

In the 4 hours action packed, music & fun event,
which started at 1am, received an overwhelming
response in terms of turn out participation in activities
by the staff.

True to the occasion, this event turned out to be an
exciting with spectacular performance by each unit.

Not to forget the fact that the phone BankingOs routine
operation remained undisturbed and the service level
was maintained at its peak, throughout the day. B

Altitude: Reaching for New Heights

at the Contact Center

OcContact CentersO are increasingly viewed as the Some of the salient features of this solution are:

optimal vehicle for increasing revenue while
decreasing transaction costs and implementing
Customer Relationship Management (CRM)
systems. However, few organizations recognize
the potential of their Contact Center fully or use
them to improve their bottom line while elevating
the standard of customer service.

UBL is an exception since not only has it recognized
this potential but it has embarked on the path to

realizing the benefits of Contact Center
empowerment and automation and using it as an
alternate service delivery channel.

As a service delivery channel the UBL Contact
Center provides inbound customer service and
problem resolution as well as conducting targeted
outbound customer campaigns. In these outbound
campaigns selected groups of customers are called
to increase product usage or to counter customer
attrition.

The Contact CenterOs ability to deliver these services

has become greatly enhanced with the recent
launch of Altitude, an end-to-end solution

comprising integrated telephony, consolidated

CRM and complaint management system
combined with state of the art auto-dialer

capabilities.

July - September 2008

1. Consolidated Customer View:
Quicker call authentication and resolution
that displays all relationships and products
for a customer from a single searchable view.

2. Alerts / Campaigns:
Tagging of customer for priority handling,
suspected fraud and any other alert or specific
promotional campaign.

3. Outbound/Telesales:
State of the art outbound campaign
management with preview and power dialing
that supports call rules including priority, re-
schedule, auto-assign and call result tracking.
These services can be effectively utilized for
retention, expansion, and new sales.

4. Skills Based Routing and

Performance Monitoring:
Agent performance metrics, assigning skill-
based call routing rules and multi-campaign
assignment to improve quality and
productivity of service agents.

Altitude has also effectively transformed UBLOs
IVR service, making it customer dynamic i.e.

unique for each customer. However, the true
transformation ongoing at the UBL Contact Center

is of the team itself, which has worked diligently

to implement the managementOs vision and with
time, one will surely see their efforts bear

fruition. W

Outbound Dialing
Framework

Outbound IVR

Predictive

Altitude
Call Classifier

D
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UBLOs

NRP Direct Account to
facilitate non-residents

United Bank offers yet another innovative product
to its diverse portfolio. NRP Direct is the first and
only deposit account ever to be launched for Non-
Resident Pakistanis (NRPs). With this easy,
convenient and first of its kind service, a customer
located anywhere in the world can open and
operate a rupee account in Pakistan, by logging
on to UBLOs website and filling in the appropriate
forms.

money they wish to make available for their family.
With an ATM card or a Cheque book, their family
can withdraw money from any ATM machine or
UBL bank branch in Pakistan, anytime; saving
them from the hassle of going to a money-transfer-
company to collect cash.

Some of NRP DirectOs features

Gal
NRP @ Direct

Your banking connection to Pakistan

Account operatable nationwide B no matter
where a customerOs family is located in the country,
they will be able to operate the account.

Primary and Supplementary ATM cards
and Checkbook B customers can issue ATM

cards and checkbook on account opening.

Net Banking ® NRP Direct customers can avail

and benefits include: the services of UBL Net Banking absolutely free.

The NRP Direct deposit account is a convenient
way for expatriates to support their families in

Pakistan. All they have to do is open an NRP Direct
account in their name and deposit the amount of

Complete online communication ® no
physical presence is required and the account can
be operated from abroad.

Personalized customer support © NRP Direct
customers can also opt for personalized service
by subscribing with a minimum extra fee. ®

UBL Net-banking

Pay your bills with UBL Net-banking and get a chancebanking service or UBL Orion to pay their utility bills,
to have OYour Bills Paid for the Next 3 MonthsO through a transparent lucky draw. The prize for the
thatOs right! UBLOs latest promotional offer goesinners will be in the shape of payment of their utility
beyond creating convenience for customers who paill for three consecutive months i.e. January, Februar
their bills via UBL Net-banking. Customers paying and March, 2009. The utility bills covered under the
their monthly utility or mobile phone bills, during the promotion include PTCL, SSGC, SNGPL, Mobilink,
promotional period extending from 1st August 2008Ufone and China Mobile.
to 30th November 2008 (both days inclusive) via UBL
Net-banking or UBL Orion, could have their next threeThe winners will have the option to change the prize
monthsO bills taken care of, up to a maximum amoumtf payment of utility bill from anyone of the above-
of Rs. 2,500/=. listed companies to any other, for each of the thre
months, with one pre-condition i.e. the amount of eacl
Ten winners will be randomly picked from all the bill for each of the three month period has to be les:

eligible entries comprising people who use UBL Net-than or equal to Rs. 2,500.

Information Technology Group Training

Sharpening skills at UBL

In the last couple of years the Planning Division
at the IT Group at UBL has remained at the
forefront for all IT-related training. The Training
Department in the IT Group not only provides
training opportunities for IT Group staff, but also
for personnel across UBL, in a structured manner
in close coordination with the Divisions /
Departments concerned, to enhance their skill set
on IT based solutions.

It was in 2006 that the IT Training Department
was first assigned the responsibility of providing
IT application related training to the Commercial
Bank (now Retail Bank). Prior to that time the
task was placed under the Human Resources
Training department.

Since the ITG Training Department took over the
responsibility it has successfully developed and
conducted various training programs on Branch
Support Systems, but the focal point of business

14

related training has remained on Unibank, IBTS,
TezIBEX and Net-Banking.

As part of its 2008 goal, the ITG Training
Department will achieve their objective of creating
information security awareness among all UBL
staff. To date extensive awareness on IT security
has been created among 1,150 branch staff via
interactive sessions of more than 200 training
hours.

The IT Training Department has been providing
continuous support to regional training centers
for undertaking IT based training. So far, we have
trained more than 2,500 branch staff on various
Business Support Systems.

As regards training within the ITG, a total of 240

ITG staff members across the country have
received training on various technology products
of Oracle, Microsoft, Red Hat and other hardware

By Faisal Anwar SVP
(Head IT Strategic
Planning & Operations)

platforms used within the Bank. The focus has
been on both technical and managerial skills
training. Our vision is to augment the skill set of

our resources, so that they would be closely aligned
with the BankOs overall strategic objectivesl
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MT Program for Batch VIII
yet another Milestone

UBL continuously strives to incorporate young and
dynamic talent in its workforce and invests in
grooming this talent to become effective future
leaders. The UBL Management Trainee (MT)
Program is a major initiative in this area and is
aimed at building a strong talent pool for the entire
bank. The experience with Batch VIII was as
enriching for the HR Department as it was
rewarding for the MTs.

The purpose of this write-up is to familiarize all
stakeholders with the step-by-step process adopted
for the all-new OMT Batch VIIIO and create a sense
of how valuable the contributions are to this process.

MT D Selection

The selection process for this batch of prospective
MTs commenced in January 2008, with campus

presentations in top business schools such as IBA,
CBM, SZABIST, LUMS, Lahore School of Economics
and Bahria University. Each presentation was

followed by a rigorous selection process which

July - September 2008

included initial screening, written test and panel
interviews. Out of the 400 candidates who appeared
for the first phase; 37 potential candidates got
successfully inducted as Management Trainees at
UBL.

MT D Training &

Development

Training & OD was tailored on an all encompassing
Learning & Development Plan for the Management
Trainees, offering them multiple learning options
both in terms of Management Development skills
like Branding, Self-lmage, Leadership Development
and Customer Services, and the Functional /Core
Banking skills. This provided the MTs with the
opportunity for extensive personal and professional
development as well as better insight into different
business processes and functions of the Bank. The
month-long comprehensive training program
started on July 29th and concluded on August 29th,
2008.

All Group Executives / Group Heads participated
actively in the training schedules making
comprehensive presentations on their respective
businesses and answering questions or queries
following each presentation session.

Management Trainees (MTs) were also able to meet
and interact with the GEOs/GHOs at lunches that
came to be known as OPower LunchesO. This proved
to be an exceptional experience which gave the
young, aspiring MTs a first hand opportunity to get

a wide-ranging perspective of the respective
businesses, organizational aspects and, market and
industry trends.

The program also included visits to UBL Branches,
the State Bank of Pakistan and the Institute of
Bankers Pakistan giving the MTs exposure to the
overall Obanking stratosphere®. Team building and
entertainment were also built into the learning plan
that improved the MTOs experience and kept them
energized.

The President and CEO of the Bank, Mr. Atif
Bokhari attended a lunch meeting with MTs and
addressed the group. This provided MTOs with an
occasion to discuss with the President, face-to-face,
the vision and future of UBL as an organization and
how the Bank visualizes their role and participation
in its growth.

The Management Trainee Program concluded with
a Closing Dinner ceremony which was attended by
all the contributors towards this program i.e.
Internal and External TrainerOs Group Executives,
Group Heads and the Management Trainees
themselves. Certificates were distributed to the
MTOs. The Group Executive B HR, Mr. Ayaz Shamsi
thanked all stakeholders for making this program

a success.

MT D Final Placements

After completing the training, the Management

Trainees D Batch VIII are successfully placed in
their respective departments across Pakistan. This
was a rigorous exercise in which HR played an
active role liaising with major Business Groups
including Corporate, Treasury, Credit Policy and

Retail Business and facilitating the placement
process.l
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Implementing Oracle based

HRMS at UBL HR:

another step towards becoming a World Class Bank!

UBL HR recently undertook the initiative of
automating its processes in order to bring itself
more in line with current market trends. This was
achieved by implementing Oracle based HRMS
(Human Resource Management System)
environment in the HR Division.

The project was undertaken in collaboration with
IBM.

Oracle CorporationOs HRMS is designed to
automate practically every HR department process
or function, right from the initial stage of

OrecruitmentO all the way to Oretirementd. Armed

with such an effective system HR can play its role
in better aligning the workforce with the strategic
objectives of the bank.

OracleOs HR product is comparable in many ways
to SAPOs HR module in scope and breadth, yet in
many instances it is easier and more flexible to
use. The idea behind this entire exercise is to
ensure single integrated data model which aims
at supplying a fast, immediate and accurate

execution of HR-related activities, comprising:

Recruiting

Payroll

Compensations

Benefits

Performance management
Learning

Time management
Real-time analytics

K K K K K K K K

This module includes programs that improve the
efficiency, effectiveness, and productivity of the
workforce and the ability to manage them locally
and globally.

Oracle HRMS helps to analyze and manage all HR
processes. It provides access to accurate, timely,
comprehensive data from HRMS applications and
provides the tools to make better and more
strategic decisions with confidence. It can also
perform compre-hensive manpower analysis and

create budget reports, employee development and
performance reports and help analyze salary,
recruitment, vacancy and termination trends.

This particular software will assist UBL HR in

gaining daily business intelligence, managing
workforce development and learning, optimizing

compensation, managing recruitment and

analyzing workforce composition.

With better equipped management and better
informed employees, HRMS will prove to be a
vital bridge between different aspects of the
business and hence ensure a more conducive and
productive work force. Employees working in such
an environment can look forward to a friendly
system designed while keeping the spotlight on
them.

Congratulations are due to the HRMS
implementation team for their tremendous effort

and intelligent contributions, and one can look
forward to UBL becoming a better workplace. B

Training & OD

Initiatives P In House
Technical & Functional

The July - September quarter of the year saw 2,131
UBL staff members trained under various Otraining
initiatives® launched by the Training and OD
Division at HR. Besides the regular training for

Tellers, Customer Representatives and Customer
Service Managers several customized activities
were undertaken and successfully executed.

Consumer Field Staff Training

In the OBusiness ClusterO meeting with the
President and Retail Bank management it was
decided that comprehensive consumer products
training had to be imparted to all Cluster Heads,
GMs, RBHs and Business Heads of the three
clusters that form part of the recently formed
Marketing and Sales Group within the Retail
Banking organization.

This two-day training program was planned on
the lines of OTrain-the-TrainerQ, with the first day
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Staff Members
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spent on consumer products training. On the
second day an external resource expert trained
the participants on presentation skills for
imparting consumer product training down to the
District Manager level. In all 73 participants from
the RB-Sales Group benefited from this program
that will help cascade the much needed product
knowledge required for serving the bankOs
customers better.

Credit Risk Management Training

A high intensity comprehensive Credit Risk
training series has been initiated for the CRM
Group, covering Credit Analysts, Risk Managers
and other staff members involved with Credit
Portfolio management in the North, Central and
the South regions. Dr Salman Shah, an expert
professional on the subject was engaged to conduct
this 4-day program at Lahore from August 25-28,

0

2008. Twenty five officers and executives from
different sub-disciplines of credit took part in the
training. Another program of the same series is
planned for Karachi end-October.

AuditorsO Training

A series of training programs designed specifically
for the Inspection and Audit Group covering topics
such as Risk-based Auditing, Audit Report Writing
Skills and Audit Challenges and Issues was
implemented in July that resulted in successfully
training 159 participants from across Pakistan.

Customer Service Parameters

A OCounter ServiceO and OPleasing the Customer®
series of training programs were initiated by the
Customer Quality Assurance Unit (CQAU) at the

three Training Centers whereby 70 front-line staff
members were provided intensive skill training. W
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Renovation of

Karachi Training Center

August 23rd, 2008 marked the inauguration

ceremony of Learning & Development Center
(LDC) b South previously known as Karachi
Training Center. UBL President and CEO, Mr. Atif
Bokhari was invited to inaugurate the center with

all the Group Executives and Group Heads in
attendance.

Group Executive B HR and Divisional Head
Training & OD took the President and the senior
management team around the center and
explained the modifications made and detailed
work undertaken for the project.

Renovation of the LDC, located at Karsaz, was one
of the biggest projects of 2008 for Training & OD.
The objective of the project was not only to increase
the capacity at the center but also create a world
class learning facility which would be an asset for
UBL for many years to come. It is extremely
gratifying that Training & OD was equal to the

challenge and succeeded in strengthening the
facility for providing a conducive and modern
learning environment for imparting valuable
training.

In comparison with the earlier setup the capacity
of training rooms has been increased three-fold.

While previously there was only one functional
training room and an IT lab capable of
accommodating a total of 35 people, LDC can now
seat 95 participants at one time in three separate
training rooms. There is also an executive session
room and another IT room available within the
premises. All rooms are equipped with state of the
art training equipment for more effective training
sessions.

The infrastructure for IT support system as well

as telecom and wireless system for networking,
have been upgraded. Uninterrupted power supply
has been ensured. These improvements definitely
would bring about added advantage and contribute
towards providing more effective and efficient

learning for UBL staff. B

RBO Program 200

The ORetail Banking Officers ProgramO was
initiated during the month of May 2008. The
program is aimed at strengthening and invigorating

the Ofrontline cadreO of the bank. The Ofrontline®

function in any service organization, more
importantly a bank, is imperative for long term
growth and critical for the firmOs success. The
response to the UBL RBO Program was
overwhelming, as more than 25,000 applications
were received from all across Pakistan.
Applicants meeting the criteria were invited for
written test conducted across 8 cities. The
attendance at Test Centers was more than 80%.

More than 25,000
applications were

received from all across
Pakistan.

Some candidates had even traveled from far flung
areas to take the test and all of them were excited
about their career prospects at UBL.

Subsequent to the written test, short listed

candidates were invited for interviews. More than
seven hundred interviews were conducted across
21 regions by HR Teams in a record time of six
days. During the interviews, it was gratifying to
see that many candidates were aware of the legacy
of UBL and its enviable standing in the banking
sector.

The program is about to culminate as the Bank is
in process of recruiting the successful short listed
candidates and the batch will be on-board by
November 2008. B
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Graduating Ceremony
Sponsored In Yemen

As part of its corporate social responsibility ceremony magazine.
initiatives, UBL has been providing meaningful
financial and moral support over the years to More than one hundred graduates attended the

institutions and individuals, for the development ceremony along with their family members and
of human resource and for providing better faculty. The ceremony was quite a success and
livelihood for people. UBLOs participation was highly appreciated.

UBL sponsored the graduation ceremony for the  Apart from supporting the image of UBL as a Ogood
year 2008, held at the SanaOa University Faculty of corporate citizenO this proved to be an effective
Engineering in Yemen. This initiative involved marketing tool in terms of introducing the bank to
taking care of the cost of producing convocation  a Onew generationO, some of whom may someday
costumes and publication of the graduating like to be part of UBLOs dynamic workforce ®

UBL Bahrain

UBL Opens off-site ATM at
LULU Hypermarket - Riffa

United Bank Ltd officially opened its 5t off-site ATM at the new Lulu

Hypermarket in Riffa, as part of the bankOs expansion plan for alternative
delivery channels to its customers. Mr. Juzer T. Rupawala, Regional Director,
Lulu Hypermarket Bahrain and Mr. Faisal Basheer, General Manager UBL
Bahrain inaugurated the newly installed ATM at Lulu Hypermarket Riffa in

presence of other bank officials. The ATM opening was featured in Gulf Daily
News and Bahrain Tribune, the leading English newspapers of Bahrain.

ORemit More, Win MoreO
Campaign from UBL

UBL, Bahrain held its first TezRaftaar Draw at the management office in the
month of August. As part of the bankOs two month promotion campaign,
customers had a chance to win Gift vouchers by remitting money to Pakistan
through TezRaftaar B UBLOs Speedy, Safe & Free Remittance service. Present
at the draw were Mr. Faisal Basheer, General Manager UBL Bahrain and other
bank officials. B

UBL Staff Ghabga
during the
Holy Month of
Ramadan

UBL, Bahrain held a Ghabga for its staff on September
13, 2008 at the very popular Ramadan Tent at the
Gulf Hotel. Mr. Wajahat Husain, Group Executive

Head of Middle East, graced the evening.ll
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UBL Qatar

Iftar /Dinner at Doha

UBL Qatar held its annual Iftaar party at the Al Sharg Hotel & Spa. The party was attended by high net-
worth, influential Qataris, as well as several other customers of the bank and its staff. The event not only
kept a tradition at UBL Qatar alive but it also provided a Opersonal touchO to relationships primarily built
for business.®

Agreement with Habib Qatar Exchange

UBL has entered into an agreement with the Habib Qatar International Exchange, whereby UBL ATMOs
would be installed at strategically placed branches of HQE throughout Qatar. The company has been
operating in Doha for the past 25 years and has a substantial client base through which good usage of
UBL ATMs is envisaged.l

Iftaar Treat for UBL UAE Customers

During the month of Ramadan UBLEUAE hosted theECustomer Iftaar events at several locations in UAE.

The purpose of these events was to invite local and expatriate customers of UBL, senior government
officials, potential clients and elite of the UAE, with a view to strengthening relationships in a more

cordial environment.E
E

As always customer response and participation was tremendous at all locations - around 250-300 guests,
on average, attended each event. Among the venues of the Iftaar treat were The Monarch Hotel, DubaiEfor
Dubai/Sharjah customers, Intercontinental Hotel, Abu Dhabi and Al Ain Rotana Hotel in Al Ain. B

July - September 2008 19



= éjg/K/.J%Jfﬁ/ .

OB

(RMS) 5 ihwiuit) vt et 3 (e 3 b 3o i b
3 3t 31 391 5 3 Gt
Gkt of
(SIS irr:“'

3leul it 3l gl -]
a&w&u@“@%u#

?2 WEL‘//K“QJU:/B’
At
sk

Ede AL ot
Eobik

dasd Gt
:ézl;&él/,(fu,;l_;e

L %w?e’

ks Vgﬂdl:«&
SWLL Bait

sk

Gt )l
(IS D ass sl

AT
Sy

Fo e

%}Jﬁf
SaIUE
Pz,
A /:'lj
ol F1 b

e Lo PIe?
'y, L‘J:)Af'
Jeur S Elaseast

e 1
J?,JL,»,) ;.l,a/‘"
tLted B

(/l,gi
O sl
- ol

(RHABS) il jul S ] 5 e ooy it b

olﬁd‘d}l& Hl&:lfﬁ)

o T i 55 5 951 i 55 el S ) B
(ACOs)

=g/l SalaJEL

e

IS

S

09 8 515 0duieb

(BHS) 5 duld i juf Jurel 3 o
/{.J;Q{ 1
AT A~
s\ Tue o

(DMS) } yidubited (i guimd &
(ﬁnﬂ) Juss s}
(92D 6574 Shdsleasd

(ﬁff)/kﬁ’agf ()LT(U/!)x%IZ/L;
(U')/)MU’J/ /{Ul&f}/{f»

s el s
(RHCAS) gimmin] Juii 3008 jimdd Jidnd 5 i b
(TLS) §3dud puea/

B Jbez Hiss

it ol ) 19 it S o S 5 i
(RAS) (i gust Guat] / (RMS) ; sty
SEJEIaL e

oG YRS

ey B

o

il ) i 3] 14 Sl (ool Gt (S (5o b i (S yuiad

SISt 12.8 Bl E\oludd zzévﬁmw
55 b fl st ss 107 £ L 31U LL ki 51
e300 AL

b e IE Y S oSt S 2
e AR S BE st Gyt
AN O S R A R S A {5
Erl1L 2008 FUte L e Uiy & fle

b Euei23.9 g Sl

KIS LA 2 L el Foli
19 UL 3ol 24 Clnckl Ty Sy e o B e )
Wi 3oLt st 40 T 1 e s
Sl Bl Guge spl iUt l L8
sz 3l 2SI b Elry b (F b
LNk 6 L Fl it 7SS F L

e A A

20

sl e WL MBIl Sy Gl S 25 S
JEGHK S Il S S e sl 2 b1 55
LI A A B TS &L sl

— YU A3

Sl NB3E A E A e AL G e
OGS L e s 1465 Py AL
6 AU S sy s 1348 Py AL 5L

a9 3 E2008 F oy o ad$9.1 L2007 50

g 1 N393 AL L b2 = fs /S S
ol or 6ui 24 u:fu‘"iaé44c/ﬂ{.~,w s
Ui by g KK § A1 pe Gl Sl 3L
1618 FLL 5Ll 4?_,/_',/171¢,3LJ_~,1?,&L*1J{WW

= Cii/:% Ly

PE sl s SF 52 T8 e L s 2008 U
24 30, e b 2L 3udi20 B bt Skl Sl

Lo neMApB1E 2008 e~ S G ity
b iud23 e Bl e aSISI S 2 AL B E
L e 1K By U oA Sy BB e

e METER OIS, B

A TAESREE L im0 Eer e
Sov oS 5,8.86 Py e & ,7.20 24 § 2007
NS AT EY ANy

LIS s0an213 PuduT SIS Fre 5y
1880 = WL = 35134 TSw o nal ui 1B L
20)3UIUt LI B 6 sy K096 Py
B9 Fboer UL 57 I ad
G 2008 At Forad8 Ut b L e 1Lt

e Gt S Sy e

(5312 22 E e bIASEH AL 5L = a1 S b2

July - September 2008






