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1. [bookmark: _Toc507422613]Executive Summary

Executive summary should be the core of the document. Please fill this section in the last. 
RB in east is a leading Bank in providing banking products and services for all segments  Corporate sectors –Government entities  and retail individuals. We maintain a sizable portfolios which considered the main  source of our net income contribution to RB as a whole .
 ER represent about 30% of NIB , 29% of Mortgage loan, and 28% of personal loans of total retail division portfolios  as of Dec 2017.     
RB in Eastern region consist of 5 districts in which it covers almost most of the region micro markets
Both AHassah- Dammam areas carries 13 branches, Khobar-Qatif &Jubail areas carries 11 branches and Hafer A:-Batinen has 8 branches.  RE total number of branches are 55  which represent 18% of total RB network.
 Total work force 534 employees ( retail only) which represent 23% of total employees numbers of branches network. Also ER CSR are the highest in productivity cross retail board along with branches. We are intending to maintain  and increase productivity rather.
RB provides a wide range of products and services the suits all targeted segments in retail division. Quite competitor on quality, rates, and many products & services  verities for mass, sliver, golden, diamond, and private customers segments. 
Even though we in ER believe  that we have a good market share among competitors, however we also know that there are a sizable potentials still out there to be utilized in both ( in-house through our existing customers base- and outside RB).
Our main channel to deliver our products will be through our network to our customers whom their salaries transferred to us, golden and diamond customers. Also direct sale channel is quite important especially for all companies listed in RB loan scheme programme.
2018 is challenging year and the years  after … were 2022 strategies is been targeted  which RB will reach NO 1 in profits … that is of course  means  we in ER must double net income  from SR430m to SR800m for the coming two years at least.
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2. [bookmark: _Toc507422614]Business
2.1. [bookmark: _Toc507422615]Business Objectives

I plan to reach up to 80% of the branches realize their goals as a minimum.
75% of Total CSRs realize their objectives as a minimum.  
Focus on the sale of auto lease as new product for women.
Increase in credit cards sales especially in the summer season.
Achieve the NIBs annual average target and Focus to the Mortgage to increased 35% than 2017, to focus the   Auto leasing to achieve the high number during 2018 when all the ladies drive the car after Ramadan ,increased   sales of loans & credit cards  to achieved the target .
However the target of NIPs
Start  Balance 1/1/2018 (6,406,798,034)
To closing end of December 2018 average (7,455,460,875)
Target as Q1 of products 
	
	 

	Area 
	Points
	 
	 

	Al hassa
	1,528,211
	 
	 

	Riyadh 1
	3,179,141
	 
	 

	Riyadh 2
	3,276,995
	 
	 

	Eastern 1
	3,430,028
	 
	 

	Eastern2
	2,560,711
	 
	 

	Western 1 
	2,372,772
	 
	 

	Western2
	2,720,936
	 
	 

	Qassem 
	854,437
	 
	 

	Northern 
	1,580,261
	 
	 




2.2. [bookmark: _Toc507422616]Business Approaches to Achieve Objectives

2.2.1. [bookmark: _Toc507422617]Sales Transformation Initiative
McKinsey as main tool for transformation and should give more training to the branches as planned
2.2.2. [bookmark: _Toc507422618]Branch Optimization 

I have placed eight branches under study to review the profitability and its profit ratios. 
2.2.3. [bookmark: _Toc507422619]Service Quality Improvement 

By giving training, the key to having a quality-training program of any kind is the desire within everyone concerned that the training be a success.
Achieve less than 7 minutes as per customer waiting time to achieve NPs to recommend the customer. 
Planned with area mangers to make some waves to train the employees.
- phases of 5 branches 20 CSRs will be trained to increase sales   



2.2.4. [bookmark: _Toc507422620]CSR / RM participation rate improvements
Create the challenge between the employees and profits  
2.2.5. [bookmark: _Toc507422621]Management of low performers
First, we will focus at the main issues and the reasons and we solve it. Second, the bank have a program called Thimari for low performers  
2.2.6. [bookmark: _Toc507422622]New Opportunities / focus areas
At the first quarter, we will have a list for every company that nearby our branches and make a good relationship so we can provide products for them.   At the second quarter, (AUTO LEASING AND CREDIT) we will join all events with CRM so we can and provide credit cards for the customers since the summer is close. Q3, PL – New customer from the private sector. Q4 – four product, CC, ML, AL, PL by calling customers from CRM. 

2.3. [bookmark: _Toc507422623]Key to Success

- The Transformation team must achieve their goals.
- Auto lease: offers for women especially from CRM and product mangers.
-  More coordination with princess Noura University within Marketing and us as business owner. 
- Stronger communication with the head office.  
	

2.4. [bookmark: _Toc507422624]Alignment with Bank’s strategy 

Weighted of NIBS 

Above goals are aligned with Bank’s / RB strategic theme
How can we create the linkage of business objective and approaches to achieve these goals with bank’s strategy 
3. [bookmark: _Toc507422625]SWOT Analysis and Competitors 
3.1. [bookmark: _Toc507422626]Region SWOT
Strength:  
1- 80 branches all over the Kingdom.
2-  Huge base of clients.
Weakness: 
1- 77 branches coded for male section. Except three branches. 

3.2. [bookmark: _Toc507422627]RB vs. Competition 

	Competitor name
	Strengths
	Weaknesses

	· AlRajhi Bank
	· Islamic Brand
	· High prices &services

	· SABB
	· Worldwide bank 
	· Limited branches

	· SAMBA
	· Many Wealthy customer  
	· Limited branches

	· NCB
	· Privet banking      
	· Bad quality     




4. [bookmark: _Toc507422628]Sales Strategy 


5. [bookmark: _Toc507422629]Major KPIs and Financial Numbers
Business plan must translate the goals and action thereafter to achieve the goals into the key financial numbers like NPS, CSR / Branch participation, Deposit base
By area could be by segment

6. 
7. [bookmark: _Toc507422630]Any other major and related topic





