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EXECUTIVE SYNOPSIS

In today's context, Banking and Financial Institutions seem to be

unfailing and most eye-catching business to the Nepalese and Non-Nepalese

investors who like to invest in any business in Nepal. Since few decades a

large numbers banks (Private and Joint ventures) have been germinating in

Nepal, especially in urban areas. Amongst them, Nabil is one which was

established two decade ago as a First Joint venture commercial bank of

Nepal and it has occupied a significant percent in this area.

The dissertation has been prepared dividing it into five chapters. The

profound objective of this study is to understand consumers’ insight and

consciousness towards NABIL Bank particularly at Dharan society. A bit of

effort has been made to understand its viability to accommodate plausible

challenges uprooted from globalize scenario. Basically, Chi-square tests and

SWOT analysis have devised to foster the anticipated outcomes. Further,

various tables and bar diagrams have resorted to show perceptual reality of

customers on diverse bases.

Despite of cut-throat competition, because of its international

recognition and professional top management, SWOT analysis shows the

glaring future of NABIL Bank as similar as “STAR” condition of “BCG

Matrix”. Else,Hypothesis tests have showed buoyant future. However, it fails

to create altruistic culture for the social development of Dharan community,

which is the strongest mace to generate valiant customers. Succinctly, facing

all these challenges, Nabil has captured the public faith, market securities,

deposits and national networks.
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APPENDIX-I

HYPOTHESIS-1

Table 4.1.1 Age and Sex wise distribution of respondents

Attribute

(age)
Attribute Male Female Total

18-28 36 24 60

28-38 24 12 36

38-48 12 6 18

above  48 6 0 6

Total 78 42 120

Computation of expected frequency

 totalGrand

frequencycellalColumn totfrequencycell totalRow
(E)frequencycellExpected



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Computation of x2

Observed frequency

(O)

Expected

frequency (E)

(O-E)2 (O-E)2/E

36 39 9 0.23

24 23 1 0.04

12 12 0 0.00

6 4 4 1

24 21 9 0.42

12 13 1 0.07

6 6 0 0.00

0 2 4 2

3.76
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APPENDIX-II

HYPOTHESIS-2

Table 4.1.2 Age and Education wise distribution of respondents

Attributed (age) Attribute School level University level Total

18-28 48 12 60

28-38 18 12 30

38-48 18 6 24

Above 48 0 6 6

Total 84 36 120

Computation of expected frequency

 totalGrand

frequencycellalColumn totfrequencycell totalRow
(E)frequencycellExpected




8.1
120

366
E(6)

2.7
120

3624
(6)E

9
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3630
(12)E
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Computation of x2

Observed requency (O) Expected frequency (E) (O-E)2 (O-E)2/E

48 42 36 0.85

18 21 9 0.42

18 17 1 0.05

0 4 16 4

12 18 36 2

12 9 9 1

6 7 1 0.14

6 2 16 8

16.46
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APPENDIX-III

HYPOTHESIS-3

Table 4.1.3 Age and Occupation wise distribution of respondents

Occupation

Age Busi

ness

Teache

r

Stud

ent

Farm

er

Security

personn

el

Service

holder
Others

Tot

al

18-28 12 0 12 0 0 0 6 30

28-38 12 18 0 6 0 12 12 60

38-48 0 0 0 0 6 6 12 24

Above

48
0 0 0 0 0 0 6 6

Total 24 18 12 6 6 18 36 120

Computation of expected frequency
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Computation of x2

Observed

frequency (O)

Expected

frequency (E)
(O-E)2 (O-E)2/E

12 6 36 6

12 12 0 0

0 5 25 5

0 1 1 1

0 5 25 5

18 9 81 9

0 4 16 4

0 1 1 1

12 3 81 27

0 6 36 6

0 2 4 2

0 1 1 1

0 8 64 8

6 3 9 3

0 5 25 5

0 0.3 0.09 0.3

0 2 4 2

0 3 9 3

6 1 5 5
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12 9 9 1

6 4 4 1

0 1 1 1

6 9 9 1

12 18 36 2

12 7 25 3.57

6 2 16 8
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Under H0:
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APPENDIX-IV

HYPOTHESIS-4

Table 4.1.4 Age and Income wise distribution of respondents

Age
Income

1000-5000 5000-10000 10000-15000 Above 15000 Total

18-28 0 24 0 12 36

28-38 18 12 6 6 42

38-48 6 12 6 4 28

Above 48 0 0 0 2 2

Total 24 48 12 24 108

Computation of expected frequency

 totalGrand

frequencycellalColumn totfrequencycell totalRow
(E)frequencycellExpected
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Computation of x2

Observed requency

(O)

Expected

frequency (E)

(O-E)2 (O-E)2/E

0 7 49 7

18 8 100 13

6 6 0 0

0 0.4 0.16 0.4

24 14 100 7.14

12 17 25 1.47

12 11 1 0.09

0 1 1 1

0 4 16 4

6 4 4 1

6 3 9 3

0 0.2 0.04 0.2

12 7 25 3.57

6 8 64 8

4 6 4 0.67

2 0.4 2.56 6.4

56.94
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