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[bookmark: _Toc291462709][bookmark: _Toc319075400]Abstract 

I have seen a lot of problems for many banks in terms at my work (specifically Dubai Islamic Bank), for example problems in sales management, and staff skills and customer service in banking institutions in the United Arab Emirates. You have chosen to Dubai Islamic Bank as an example in this search. In this paper will point out that there is a need to examine the management of banks, with a focus on the management of sales and customer service skills of staff to provide better services to the community and equally important effect of planning on the bank. the Key issues is facing the workers to achieve their goal in DIB and there is a need for more studies and books and articles in this research so that will highlight the work of banks in terms of increased sales, services and staff skills may shed light on the work of banks and to shed light on the increased sales of these banks in the area of ​​services with the great development of skills. Finally, I am working in Dubai Islamic Bank, and I chose a story about the key issues facing workers in achieving the goals in my organization. I will complete this project because I have good experience in my work, and I hope of all people to benefit from this research inside and outside the UAE in the field of modern management of the bank.
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[bookmark: _Toc291462710]
[bookmark: _Toc319075401]CHAPTER 1
[bookmark: _Toc319075402]INTRODUCATION 

[bookmark: _Toc319075403]1.0 Introduction
There are applications becomes the hallmark of Islamic banks to the economic reality of the experience of the contemporary Muslim strange collection since its inception, and remains between theory and application at the same time, before quickly to take a set of theorizing in terms of finding blood legitimacy to the movement of Islamic banks and transactions. In the light of scientific practice, and the development of economic institutions and banks that deal with riba, appear constantly new challenges and great for those who are trying to revive the approach of Islam and reconstruction, to judge the life through the establishment of the banking system in the leadership of the functions of the normal which is indispensable for the modern economy Advanced - but on the basis of the principles guiding Islamic and without recourse to the so called usury or interest. Net profit is the result of the activity of an Islamic bank or of the staff, as a result of the investment and banking operations, which are reflected in the form of dividends to depositors and shareholders, and in addition to that, the increase in the profits of the leading bank and increase the market value of the shares to the shareholders. Islamic Bank and Islamic financial institutions is the goal of making profits from its main objectives, so they can compete and continue in the banking market, and to be evidence of the success of Islamic banking.
[bookmark: _Toc319075404]1.1 Background
Dubai Islamic Bank, and since its founding in 1975 as the first bank in the world to provide integrated services, the first Islamic bank, and established the DIB itself as a leader par excellence in this area, and set standards for others to follow up and the momentum of the trend towards Islamic banking in the Arab world and international. Today, a growing recognition of Islamic banks and substitute a more just from traditional commercial banking services, thus attracting many customers from non-Muslims from the regime's commitment to transparency and genuine moral values. This is why Islamic banking is now one of the fastest growing sectors in the global economy, and includes 200 documents from the institutions responsible for assets worth more than $ 200 billion. And lead the DIB is still in the road, and stays true to its roots as an organization where customer-focused personalized service and form a close and understanding on the basis of all relationships. Tradition and heritage join with a commitment to innovation, flexibility and modernity; to be available to customers of all nature with comprehensive solutions to all their financial needs. The main purpose of this study is identify the issues facing of the workers to achieve their goal, DIB, our organization, the goal is to distribute among staff, and they have to do every month. As I work in a small branch and consists of nine of our three staff in customer service help desk in the counting process, and the withdrawal of the ATM working, and there is one officer for sale and civil society organizations, and the branch manager. They are important for the distribution of all employees in each department.

[bookmark: _Toc319075405]1.2 Problems  
There are many problems for the banks in the UAE such as the lack of sales, and skills of staff and bring in customers. As far as the positives of technology in the development of banking, but devoted some drawbacks in the performance of the work of some banks because there are dozens of banks in the UAE, and we will try to determine the DIB, to identify and discuss the problem. The problem lies in the mismanagement in the use of staff skills, lower sales and bring customers to the bank that they represent the major problems.

[bookmark: _Toc319075406]1.3 Objectives
There are many factors that face to achieve the goal of the staff have to do a particular job, for example, sounds that deal only with cash so it's hard to sell products through the Secretary of the Fund, as it has a specific time and the system for each client. Also we have staffs less experience also we have new comers. I have summarized a set of goals in this research as follows:
· To support or development the employees skills in the DIB.
· To investigate the nature of the sales and how to increase of sales.
· To know how to bring the customers in the Bank

[bookmark: _Toc319075407]1.4 The Importance of Research
I believe that the importance of this research in bank management such as sales management, staff skills and service customers. The study focuses on the DIB as the first full-service Islamic bank, DIB has established itself as the undisputed leader in its field, setting the standards for others to follow as the trend towards Islamic banking gathers momentum in the Arab world and internationally. Professional and functional Banks the results of research can be a springboard for other researchers to expand in my study.

[bookmark: _Toc319075408]1.5 Methodology
I have achieve my objectives in this research and the research has use analytical descriptive to evaluate the Dubai Islamic bank.

[bookmark: _Toc319075409]1.6 Definitions
· Islamic Bank: Islamic Bank for Finance and Monetary Agency is working to attract the cash resources of members of the community and take advantage of an upgrade to ensure the effective functioning and growth within the rules of Islamic law and to serve the nation and the people who work on the development of their economies.
· Customers: The customer is the person or organization that you think will benefit from the marketing of goods and services provided by the Organization of marketing. As suggested by this definition, a client is not necessarily the person who buys currently marketed.
· Sales: it is often an important part of any business, and misunderstood on a large scale. In the United Kingdom in particular, is often regarded as a sales career and vocational education so that there is a degree of uncertainty surrounding the sales people ", and processes they use.
· Skills: Gained the ability and capacity through deliberate effort, orchestrated, and continued to run smoothly and parking complex activities that involve function adaptively or functions of the ideas (cognitive skills), and things (technical skills), and or people (interpersonal skills).
· Target Market: Focus marketing is effort of the people. The goal is reach a subset of the population who may be interested in your product sector. That group of people is the target market.


[bookmark: _Toc319075410]1.7 Sources
There are many ways to collect data in researches but I will use two ways to collect data in this research, I will do interviews with staff at Dubai Islamic Bank with evaluate and there are many ways to collect data in researches but I will use two ways to collect data in this research, and also I will observe with non participation, this is done by me with visits to DIB in Dubai City or another city during which he will monitor the work staffs of DIB. 

[bookmark: _Toc319075411]1.8 key Assumptions
I will study the DIB which linked with employees its, United Arab Emirate of Dubai. During the period between 01/2/2012 to 28/2/2012 as a period elected to get the information required to allow the achievement of the objectives of this study.

[bookmark: _Toc319075412]1.9 conclusions 
[bookmark: _Toc257044616][bookmark: _Toc257832492]In this chapter, it is introductory chapter for the whole research and It starts from the background, goals and objects, has been reported to the challenges of intellectual and delivery for in the chapter. This will be the basis for this research. It will be the next chapter of the review of the literature that is the backbone of the thesis. The focus will be on the existing literature on this topic. So we have to go through this issue, and we have to find the solution, and to make recommendations to improve our services and increase awareness among employees as in the coming quarters. 



[bookmark: _Toc291462711][bookmark: _Toc319075413]CHAPTER 2
[bookmark: _Toc319075414]LITERATURE REVIEW

[bookmark: _Toc319075415]2.0 Introduction
We left the field of scientific developments in the technology industry has seen a significant mark in our world. We stimulated a lot of companies or banks to increase interest in the special management of banks and associated in the management of new technology associated with their use. And economic anxiety has become a priority in our lives in terms of cultures, as well as privacy. Although there are many countries have the necessary systems, advanced and sophisticated, so you can repeat the majority do not take full advantage of them in the development of human resources, information and communications. In this chapter, I will talk about three important issues namely, staff skills, management of marketing and sales, bring in customers. We have implemented a number of articles and research conducted in the states or universities with a goal of the Bank staff. Therefore, a number of studies concerned with the banks, administrative, and dimensions of the sales are still relatively small. I have found a lot of information, professional and articles on this subject between the Arab and foreign books and sites on the Internet.

[bookmark: _Toc319075416]2.1 Part One: Staff with Skills requirements
The Interest in the creative skills of the brand deals to successful companies at the moment. Refers to the orientation of many organizations to implement total quality management to the need to focus on the skills of staff and work teams in a particular direction of the self, opening the way for workers to act freely in the face of business problems and provide them with the necessary powers. It certainly helps the creative skills of workers in the face of complex problems and difficulties they face at work. Previous research has shown that interest in the subject of different types of skills, including management skills, technical skills and other humanitarian, particularly the availability of skills among workers in the commercial banks and Islamic countries.

Enjoy the experience and personal qualities, according to Moses, Lozi, and said of the elements for the success of a team working in banks to focus on the selection of members on the basis of capacity and skills, by the person nominated for membership of the group. And focus on teamwork, and provides opportunities to address errors during execution of them as opportunities for learning and non-members of opportunities to fish for errors or reprimand members and frustration at the pace of sanctions (Moses Lozi, 2002). By Robert Letterman, Tom Peters (Robert Waterman and Tom Peters) study (40) Organization of creatively the US and arrived in the study to allow for workers with a high degree of autonomy and promote the spirit of initiative and creativity, as well as the need to focus on the work being done and not planning to move to other areas that do not have the skills inherent in this area. 

[bookmark: _Toc319075417]2.2 Part two: Sales Management
Most of the banks are sales staff and employees just like any other sales, they have to achieve the goal. And trying their best to a very up to the goal of sales to them, and will go all out, hard work, quite a bit. It is good to work hard and achieve sales target in one of the ways straight, but the administration is the completion of tasks by others, and your duty as a sales manager is to transform a group of men believed that the sales team in the future sale coherent.

According to a study conducted by Professor Brian Tracy, Eighty percent of the return on reasons for the success of best-selling book in the optimistic view and only 20 percent because of the desire to achieve success, and well worth it. Vendors who are making double the sales are not better than you twice, but have the advantage and put it on his head, and enable them to achieve sales gains and not for you. Since eighty percent of the sale depends on the optimism, then this feature is owned by the vendors is the outstanding feature is the psychological, and this deal is a key feature to convert the poor performance of psychological for sale in a high success (Brian Tracy, 1995). According to T. Miller and Nicholas, and your sales system should reflect the practices most effective for the current sales organization, and should be designed specifically to appeal to each group of potential customers reflects their psychographics, in particular. For example, if you must be the best day of exploration and Tuesday, and then the sales guidance system is the possibility of selling on Tuesday. Salespeople need to know who they are exactly the follow-up, and equally important, and who to follow and not with a clear description of potential customers, their needs and desires, and preferences in mind, and you're ready to design the sales of the bank for your system is unique of its kind (Nicholas T. Miller, 2010).

[bookmark: _Toc319075418]2.3 Part Three: Get Customers
[bookmark: _Toc319075159][bookmark: _Toc319075419]Banks are trying to come up with new marketing plans and new ways to get customers in business. The best marketing tool of all is word of mouth. What can you say that customers make or break your business and this is why it is very important to not only provide the best product or service as possible, but also to provide the best customer service possible.

[bookmark: _GoBack]According to John Hewitt, with access to customers, and attract customers to the banks in an era of instant comparisons to the national interest rate is an extraordinary challenge, especially with the increasing rates of bank failures reduce customer confidence in the sector. Small and large banks alike may raise their advantages in targeted marketing campaigns to attract customer deposits and new loans. Competition in retail banking is that you should change your marketing campaign and different banks to adopt similar strategies to reach new customers (John Hewitt, 2012). By Kathleen Smith, said that when trying to increase your business, whether from customers or a few thousand from the ground up, growing your client base is the key to a successful organization. Traditional marketing strategies such as networking and communications to take action, but to give your business an extra edge you may want to try less conventional tactics. One great way to do this is to form relationships with companies that have been established in your area that share the same target demographic (Katelyn Smith, 2011).

[bookmark: _Toc319075420]2.4 General Observations about the literature review
There are several general observations in previous studies for this search (survey) such as studies scarcity of Arab and foreign banks in the United Arab Emirates, specifically in this study، it has been dealing with foreign studies in this chapter and specifically with the issue of staff skills as well as sales and bring customers in collaboration with existing technology and as well as most of the studies in this chapter focused on the importance of the adoption of staff skills and increase sales and bring customers in the community information for bank.

[bookmark: _Toc319075421]2.5 Benefits of literature review
I benefited from a wide range of these studies in identifying the research problem and formulating research questions, and the nature of the changes witnessed by the banks in the United Arab Emirates, especially Dubai Islamic Bank, as well as sales and employee skills with the sales department on the banking sector in the UAE, and focus on projects, and industry-related information, including the Dubai Islamic Bank is the subject of this study

[bookmark: _Toc319075422]2.6 Chapter Summary
[bookmark: _Toc257044634][bookmark: _Toc257832510][bookmark: _Toc291462717]There are many studies in this chapter refer to the importance of workers or staff to achieve their goal in our organization (Dubai Islamic bank) to a new technological breakthrough. Some banks that show weaknesses in the structure of technology that do not comply with international standards, not to mention the lack of necessary legislation. Therefore, attention must be paid to update the communications (increase sales, and skills of staff and bring in customers), and spread the use of technology adoption in the importance of activities and services provided by the information sector to the banks or the management of banks.













[bookmark: _Toc319075423]CHAPTER 3
[bookmark: _Toc319075424]METHODOLOGY

[bookmark: _Toc319075425]3.0 Introduction
[bookmark: _Toc257044636][bookmark: _Toc257832512]I am going to shed light on the research methodologies available; means that the importance of your search. This will be followed by selecting a research approach that will determine the direction that research takes. Next, the writer is going to look at the data collection techniques. Finally, research will be identified restrictions. Methodological frameworks to be one of the basic steps are the domain of scientific research. For this reason, this chapter contains information about the methodology of scientific research and its procedures, as well as data collection techniques. This was done through the use of the questionnaire and interview in the context of the descriptive approach and study. In addition, the study used the methods of analysis of data quality and quantity, and techniques needed to build the questionnaire sheet, and the scientific method in the development of questions, and validity and reliability of the questionnaire interesting to determine the extent consistent with the objectives of the study.

[bookmark: _Toc319075426]3.1 Research Methodology
. The research methodology has been defined by many researchers in the Arab and foreign countries. Like what he said (Cooper et al, 2003) was the definition of research methodology to the discovery and systematic pursuit of knowledge. And it can be concluded that the methodology of research and planning how to address the research methodology of the problem and explore possible ways to reach concrete results and therefore was planned that the research that I found is to address key issues facing staff to achieve their goal in the Dubai Islamic Bank, the two main steps, first determine the method of data collection that are followed in this research and, secondly is to decide what this approach in the search is going to take when it comes to the type of data.

[bookmark: _Toc319075427]3.2 Research Approach
In this study, it will be research and descriptive, which depends on the characteristics of the study and analysis of the research problem as well as to study the relationship between different qualities of the phenomenon and demographic variables in the subject of study or research. "One way is to analyze and interpret the science of this phenomenon. A specific problem is represented in the collection of quantitative and qualitative data through institutional and information about this phenomenon and to study this matter." (Fraenkle and wallen , 1993).

The descriptive research to be most common in the management of banks and they can provide basic information and put to use in planning activities for the management and reduction of value and using this type of study, Through analysis and evaluation of the qualities are characteristics of the planning process in the Dubai Islamic Bank. The use of qualitative survey method, which is the systematic and consistent approach for scientific data and information on this phenomenon Fed study. But this study is not a description of phenomena, but can be also used to explain such phenomena and thus by the method of study applied to a sample of staff and ultimately the study focused on the current status of the employees of Dubai Islamic Bank.

[bookmark: _Toc319075428]3.3 Design
By conducting research, particularly the use of technical data collection using the questionnaire and interviews, has been designed this questionnaire to retrieve information about the key issues facing staff to achieve their goal in the Dubai Islamic Bank

[bookmark: _Toc319075429][bookmark: _Toc257832514][bookmark: _Toc291462718]3.4 Data 
Achieving the goals of this study or research can depend on how they were collecting the data and thus may have emerged this fact by (Denzin and Lincoln, 2003), who said that the process of gathering evidence difficult and critical in any research, because to be determined by the health and safety data collected in this stage of research, known as a way of data collection (which includes data that were recorded from direct observations), and secondary data (including data collected by others, in the next section of this chapter discusses the methods in detail.

I have been designed and paper questionnaire for the purpose of gathering evidence necessary to discuss this topic as well as the distribution of the sample to employees of Dubai Islamic Bank was chosen as the sample in accordance with the requirements of this research, which was to perform the following steps in the process of the final form of the questionnaire, use the questions and objectives of the research to develop a questionnaire on this subject, provide a copy of the questionnaire to the supervisor to make adjustments and observations and submit the proposed amendments through the supervisor by the judges and get to the final form
I have been using the following tools for the purpose of gathering evidence, first interviews, which involves interviewing that have been evaluated by a group of experts after the amendments to the questionnaire and verify the validity of measurements, second note without a problem and taken in this form of many visits to Dubai Islamic Bank which has been taking all the observations made by managers and staff. Not only that, but the many stages in the preparation of a paper questionnaire in terms of the objectives of the study and the questions raised in the headlines as well as a number of key themes. And therefore were as follows determine staff responses to which the efforts of the bank management and sales administration and management of customers, and finally brought staff responses to which the public administration to create a special atmosphere staff skills

The reason of the application and the final research paper in order to ensure the correct adjustments and additions, as well as field testing revealed acts of third parties where the information is complete and test the level of response capacity and the length of time required has been conducting the necessary changes on the paper. The field study was conducted during the period between from 02.05.2012 to 02.10.2012 and the period that have been chosen to achieve the objectives of this study and the investigation of the collection of questions to get the answers have been checking to ensure that the answers to Questions. It was drawn by ensuring the accurate measurement of the form by a questionnaire and re-test to 10% of the total study sample, after two weeks of the application as well as the 90% reliability that have been made to be relatively high, which was referring to the appropriateness of the application on paper.

[bookmark: _Toc257044641][bookmark: _Toc257832517][bookmark: _Toc291462719][bookmark: _Toc319075430]3.5 Constraints 
In this topic has been the face of many difficulties or limitations in the data collection phase, in terms of time, which was a big issue in this research, which was forced to wait a long time to get answers from staff at Dubai Islamic Bank, Finance, which consumed a lot of financial means for data collection through movement or visits, and finally the precision that is difficult in the circumstances of this research from the survey not to give answers correct or accurate and that negligence was the cause in their jobs and thus may give inaccurate answers in a paper questionnaire.
[bookmark: _Toc257044642][bookmark: _Toc257832518][bookmark: _Toc291462720]
[bookmark: _Toc319075431]3.6 Chapter Summary 
I have been introduced a range of diverse topics in the methodology for this type of research and methodology that was suitable for the means and methods of data collection as well as descriptive and quantitative analysis of the data according to the statistical program. And also included the use of personal interviews to collect data for the imposition of the study, and the questionnaire was designed and put the right questions and choose the health and credibility in this paper questionnaire. Finally, the next chapter will be on the analysis of data that is collected through a paper questionnaire and applied in the employees of Dubai Islamic Bank.












[bookmark: _Toc257044648][bookmark: _Toc257832524][bookmark: _Toc291462721][bookmark: _Toc319075432]CHAPTER 4
[bookmark: _Toc319075433]ANALYSIS OF DATA

[bookmark: _Toc319075434]4.0 Introduction	
Interview was prepared consisting of six questions in order to achieve the goals of this research. Form was distributed to 200 employees of Dubai Islamic Bank, which is composed of 120 male and 80 female so to answer the six questions. And finally were given a paper questionnaire to Dr. Shaima to make sure of the validity and modify some of the questions and approved the contents of about 90% in the questionnaire and the application of science. And also I have relied on this study in the frequencies and percentages that made the use of statistical tables and graphs in the study data and results as well as the number of operations used in the analysis of statistical data. After that program was used for open space classification, tabulation, analysis and test correlation between variables studied using the computer (see Figure 4.0).




Figure 4.0: males and 80 female of staffs for Dubai Islamic bank 



[bookmark: _Toc319075435]4.1 skills of employees to be important in developing the institution

[image: ]
Figure 4.1: Staff Skills

From the figure above shows that most of the staff stressed the importance of developing the skills of staff in the bank, which was positive by about (82%). This result agrees previous studies in the second chapter on the importance of developing the skills of staff in banks and that banks contribute to developing the skills of staff to achieve their goals and meet the challenges of applications for new banks. As other figures indicated that 15% disagree and 3% cannot give their own views because of this ignorance is due to the use of technology in the development of skills of staff in the bank (see Figure 4.1).
	



[bookmark: _Toc319075436]4.2 Bank interest in bringing customers

[image: ]
Figure 4.2: Bank interest in bringing customers

In the figure above indicates that the sample of interest the bank is interested in the process of bringing customers as follows, strong (44%), through the interest of the average (27%), does not have a clear interest (22%). This means that attention should be paid in the planning process in cooperation with the Department to bring customers to bank with the increasing number of users of services in the bank, it is no longer possible technology the bank has succeeded in turning the bank into an activity that is indispensable to the digital people in most of the time. And finally that the forestry staff believe that the bank pay much attention to bringing in customers with views of the other pointed to underdevelopment in the planning process and that I see there are a number of reasons in the forefront of ignorance of the staff of the plans developed by the Bank and not to give opportunities for workers in decision-making process (see Figure 4.2).
	[bookmark: _Toc319075437]4.3 bank takes an interest in developing the skills of employees
	






Figure 4.3: bank takes an interest in developing the skills of employees


We can see all of figures above that in response the study sample in the Bank's attention to the development of skills of the staff was positive with regard to staff in terms of the use of technology (4.17) as well as the response by encouraging staff to achieve self-development (3.94), the third is a response on the training courses to develop staff skills (3.44). Note all findings are consistent with previous studies which confirm that the relationship between the interest of the Bank in developing the performance of the Bank and the staff through training and academic qualification. The bank does not seem to push efforts to improve the performance of staff in the use of technology as well as some development cycles do not seem to respond to the needs of staff due to the nature of the case or there is no response from the participants. This has also been noted in other data that shed light on some of the weaknesses in staff performance (see Figures 4.3).

[bookmark: _Toc319075438]4.4 The benefits for the bank from customer service




Figure 4.4: employees the benefits for the bank from customer service

We see from the above figures refer to the evaluation of the study sample of the benefits that accrue to the Bank in the development of management of customer service in terms of importance and order as follows, keep pace with technological development (4.73), and to meet the needs of the public bank (4.34), and the provision of information services useful and excellent as quantity and quality to (4.33) the public, and the ability to compete against other banks (4.24) and the availability of the means of many and varied options for multi-institution public access to information or services (3.86). Finally, from previous studies in the second chapter showed that banks have a number of advantages and benefits in the development of management of customer service are as follows, creating the opportunity to use sources of additional services, and provide services in a variety of formats (sales promotion, and multiple options and personal care of the customers) , and offer new services not available in conventional banks, and interactive services preparation services for the impressive about the main events, and provide (such as e-mail, opinion polls and the appropriate option to customers regardless of the benefits of the bank).
 



[bookmark: _Toc319075439]4.5 suggestions for increase of sales




Figure 4.5: suggestions for increase of sales


We can see all of the numbers listed above, the main proposal by staff to enhance the performance of the bank in the performance planning to increase sales in terms of both ranking and importance as follows, the need for cooperation between different departments within the bank with increased sales management to help achieve its goals (4.51) , and allocate more financial and material resources (4.49), and encourage staff through bonuses and incentives to the sales process (4.37), and the provision of a sufficient number of qualified specialists for the management of sales (4.23). And show the rest of the proposals for the relatively less importance. The data analyzed in this table and the figures described above, to prove the validity of previous data which indicated that the planning and work to increase sales and staff skills. It is associated with the bank to the fundamental factors related to financial, administrative and organizational aspects and human resources. This means that employees do not recognize their working conditions, and understanding of the real problem that impede the bank's sales and customer service in the end. Many of the suggestions presented in this figures are consistent with the results of studies that dealt with the planning of the bank with increased sales.


[bookmark: _Toc319075440]4.6 Conclusion of analysis 
Analysis of these data suggests there is a problem with the lack of planning for the sales and staff skills as well as bring in customers. The problem is that the results of a number of factors including working conditions and the requirements of the Bank and the extent of planning due to the conditions of underdevelopment in terms of the use of technology. However, resistance is a clear technology for reasons of religious or social. And finally shows that the analysis contains some of the obstacles faced by the Dubai Islamic Bank that are associated mainly with the way of thinking in the management of the bank, and understand the technology, sales management, and the problems facing workers in skills, organizational and customer service, and the lack of interaction with the plans of the institution. All this has created some problems for the institution first and foremost is the lack of skills development for workers, as was clear in the analysis and interviews with staff

[bookmark: _Toc291462723]













[bookmark: _Toc319075441]Chapter 5
[bookmark: _Toc319075442]Recommendations and Conclusions

[bookmark: _Toc319075443]5.0 Introduction
In this chapter, I will discuss the most important results of the study, which focused on problems or issues facing the staff to achieve their goals in the Dubai Islamic Bank. Not only that, but the most important recommendations that may be useful for decision-making and this study suggest compatibility with the goals of this study in my research, which is one of the most important issues in the implementation phase and the scope of this study.

[bookmark: _Toc319075444]5.1 Important Issues
in this study, I select four important issues in the implementation phase are as follows, management skills of workers in Dubai Islamic Bank, as well as bring a few customers, and finally the nature or increase sales.

Four Issues and Recommendations
1. The problem is communicating with the experiences of workers or staff skills, their inability to accommodate to the conditions of work, and deal with it on the poor of the technology. This is due to reason with meager monthly salaries of instability in the work as well as the Bank should review its policy on the rehabilitation of employees, according to a strict plan to ensure the best training and rehabilitation, not to mention the financial and humanitarian dimensions.
2. The Bank faces a number of challenges related to the nature of sales and how to increase sales. This is due to a combination of factors, foremost of which is the lack of recognition in terms of planning and thinking. Facing such a challenge requires the review of the mechanisms of administrative work, and improves marketing, operations and sales, we offer discount sales, and find the users are not new, and the launch of new products in new markets and win business competitors and increase sales volume by reducing the price.
3. Another problem is the problem of inability of the institution to develop and raise the level of customer service in accordance with the services provided by a large community. Moreover, there is no ability for some staff to deal with services or IT services, especially because it requires many of expertise and through which a plan of action to bring in customers with outstanding service to customers in the bank
4. It has appeared in this research or study many of the bugs that belong to an organization's performance and staff as well as the administrative structure of the bank in order to rebuild in accordance with the objectives of the Bank

[bookmark: _Toc319075445]5.2 Limitations 
In this research, there are several limitations in this study, which will remind them of the order in which, there are many employees do not have complete information in this research or understand the questions, there was intense pressure with the presence of a large number of interviews with the period of time, or precisely the time and finally the lack of the use of technology available in the bank through the work of staff.

[bookmark: _Toc319075446]5.3 Suggestions and Recommendations
According to the results of my study or this research, I have many the recommendations and suggestions such as at this time, should the development of Dubai Islamic Bank Customer Service to help provide better services to the community and through this will not increase the number of clients in Dubai Islamic Bank, It should be on the Planning Department in the Dubai Islamic Bank pay more effort to overcome the difficulties in planning for staff and previous studies and confirmed that the targets previously, The importance of training staff of Dubai Islamic Bank on skills using modern technology and communications, the important to provide the sales department in the bank through the resources available, should be a positive relationship between bank management and staff through the exchange of information or skills, establishing mutual cooperation between "Dubai Islamic bank" and "Foreign banks" in terms of services, staff skills and sales, the Improvement and development of the key issues facing the bank in terms of the bank's performance in the following order of importance, customer service, sales department in terms of increased sales, incentives for staff, a number of specialists in the planning and management of the bank, and finally the skills of staff within the bank. This shows that there are problems within the Dubai Islamic Bank, which cause slow in the development of work within the bank.
[bookmark: _Toc319075447]5.4 Future Research 
By the results reached in this study, there are many needs to know the studies and analyzes in the area of ​​the bank. This means that the tremendous development in technology and services in the banks to provide more benefits or services to the community as well as improve the skills of staff and bring in customers while increasing sales. Finally, the bank needed to in-depth study to determine the nature and how to deal with the bank through the skills of the staff and management of sales and customer service.

[bookmark: _Toc319075448]5.5 Conclusion
I will find that banks contribute to facilitate the process of growth in the community through the funding of both the supply and demand for goods and services available, so it is linked to the role of banks is closely linked to economic development through the role of savings mobilization in the community and provide a system strong with good economic cost for the exchange of money and facilities between individuals and banks. And the success of the Bank and its development depends on the important issues follows the bank's management and staff skills and management of sales and customer service in banks. Finally, I hope from all students that benefit in this research for the study about the management of Dubai Islamic Bank and the key issues faced by the staff to achieve their goals.
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