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ABSTRACT

The banking sector has become highly competitive due to technological advancement, globalization,
and changing customer expectations. In this dynamic environment, Customer Relationship
Management (CRM) and marketing performance play a crucial role in improving customer
satisfaction, retention, and overall organizational success. This study, titled “An Analytical Study of
Customer Relationship Management and Marketing Performance in the Private Banking Sector —
Vellore District”, aims to examine the effectiveness of CRM practices and marketing strategies
adopted by private banks and their influence on customer perception and bank performance. The
research adopted a descriptive research design and was confined to private banks operating in
Vellore District. Primary data was collected from 120 respondents using a structured questionnaire.
The Stratified Random Sampling technique was applied to ensure fair representation of different
customer groups. Secondary data was gathered from books, journals, and online resources. Statistical
tools such as Percentage Analysis, ANOVA, Chi-Square Test, and Correlation Analysis were used to
interpret the data and test the hypotheses. The analysis revealed that most customers are satisfied
with CRM practices and believe that marketing performance significantly influences their loyalty
and retention. The statistical results confirmed a significant relationship between CRM practices and
customer satisfaction, a strong association between CRM and overall bank performance, and a
positive correlation between marketing strategies and customer perception. The study also
highlighted the growing importance of digital marketing and personalized banking services. The
study concludes that effective integration of CRM systems and innovative marketing strategies is
essential for private banks to achieve sustainable growth and competitive advantage. By enhancing
customer engagement, service quality, and communication methods, private banks in Vellore
District can strengthen customer relationships and improve overall performance.

Keywords: Customer Relationship Management, Marketing Performance, Private Banking
Sector, Customer Satisfaction, Customer Retention, Bank Performance, Vellore District.

Introduction

In today’s highly competitive financial environment, the banking sector has undergone a
significant transformation driven by globalisation, technological advancement, and changing
customer expectations. Private Banks, in particular, face intense competition not only from
public sector banks but also from emerging financial institutions and digital banking
platforms. In this dynamic context, Customer Relationship Management (CRM) and effective
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marketing strategies have become essential tools for sustaining growth, enhancing customer
satisfaction, and building long-term loyalty. CRM is no longer limited to customer service; it
has evolved into a comprehensive approach that integrates technology, data analysis, and
personalised communication to understand customer needs and deliver value-added services.

Marketing performance in the banking sector is closely linked with how well institutions
manage customer relationships. Efficient CRM practices enable banks to identify profitable
customer segments, design targeted marketing campaigns, improve service delivery, and
strengthen brand image. As customers increasingly demand convenience, transparency, and
personalised financial solutions, private banks must continuously innovate their marketing
approaches while maintaining strong relational ties with clients. The effectiveness of these
combined efforts directly influences customer retention, profitability, and overall
organisational performance.

Vellore District, known for its growing urbanisation, educational institutions, and expanding
commercial activities, provides a relevant setting to examine the performance of CRM and
marketing practices in the private banking sector. The district hosts a diverse customer base
with varying financial needs, making it an ideal region to analyse how private banks adapt
their relationship management and promotional strategies. This study aims to explore the
extent to which CRM initiatives and marketing performance contribute to customer
satisfaction and competitive advantage among private banks in Vellore District. By
examining these factors, the research seeks to provide insights that may assist banking
institutions in refining their strategies and improving service excellence in an increasingly
customer-centric financial landscape.

Background of the Study

The banking industry has experienced rapid evolution over the past few decades due to
liberalisation, privatisation, and technological innovation. Traditional banking methods that
once focused mainly on transactions and routine services have gradually shifted toward
customer-oriented approaches. With the entry of numerous private banks and the expansion
of financial products and digital platforms, competition within the sector has intensified
significantly. As a result, banks are no longer evaluated solely on financial strength but also
on their ability to attract, satisfy, and retain customers through effective relationship
management and marketing practices.

Customer Relationship Management (CRM) emerged as a strategic response to these
competitive pressures. Initially viewed as a technological tool for managing customer
databases, CRM has evolved into a holistic business philosophy that emphasises long-term
engagement, personalised services, and value creation. In the banking sector, CRM plays a
crucial role in understanding customer behaviour, predicting financial needs, improving
communication channels, and enhancing service quality. When effectively implemented,
CRM helps banks build trust, increase customer loyalty, and reduce customer attrition, which
ultimately contributes to improved organisational performance.

Parallel to CRM, marketing performance has become a vital indicator of a bank’s success.
Modern banking marketing extends beyond traditional advertising and promotions; it
involves market segmentation, digital outreach, relationship marketing, brand positioning,
and service innovation. The synergy between CRM and marketing allows banks to design
targeted campaigns, offer customised financial solutions, and maintain consistent customer
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engagement. This integrated approach is particularly important in private banking, where
competition is fierce, and customer expectations are continuously rising.

ellore District represents a growing economic and educational hub with a diverse population
that actively engages with private banking services. The presence of multiple private banks
and a varied customer base provides a suitable environment to examine how CRM initiatives
and marketing strategies are implemented at the regional level. Understanding the
background and current practices within this context helps in identifying gaps, opportunities,
and best practices that can enhance banking efficiency and customer satisfaction. Therefore,
this study is grounded in the need to evaluate how customer relationship management and
marketing performance collectively influence the competitiveness and sustainability of
private banks in Vellore District.

Scope of the Study

The present study focuses on analysing the performance of Customer Relationship
Management (CRM) and marketing practices in the private banking sector with special
reference to Vellore District. The scope of the study is confined to selected private banks
operating within the geographical boundaries of Vellore District and examines how these
banks implement CRM strategies and marketing activities to enhance customer satisfaction
and organisational performance. It aims to understand both managerial perspectives and
customer experiences regarding relationship management and promotional efforts.

The study covers various dimensions of CRM, such as customer service quality,
personalisation of banking services, communication channels, feedback mechanisms,
customer retention strategies, and the use of technology in managing customer information.
In addition, it evaluates marketing performance factors, including brand awareness,
promotional strategies, digital marketing initiatives, service innovation, and customer
engagement methods adopted by private banks. By examining these aspects, the research
seeks to identify strengths, weaknesses, and opportunities for improvement in current
banking practices.

The research is limited to private sector banks and does not extend to public sector banks,
cooperative banks, or non-banking financial institutions. The analysis is primarily based on
data collected from customers and bank officials within Vellore District during the period of
study. Therefore, the findings may reflect regional trends and may not be universally
applicable to all banking sectors or other geographical areas. Despite these limitations, the
study provides valuable insights into the effectiveness of CRM and marketing performance in
private banking and offers practical suggestions for enhancing customer relationships and
competitive positioning.

Importance of the Study

The importance of this study lies in its focus on two critical components of modern banking
success Customer Relationship Management (CRM) and marketing performance. In an era
where banking services are increasingly customer-centric, understanding how private banks
manage relationships and promote their services is essential for sustaining competitiveness
and profitability. This study helps highlight the role of CRM and marketing as strategic tools
rather than merely operational functions, thereby emphasising their contribution to long-term
organisational growth.
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For banking institutions, the study provides valuable insights into customer expectations,
satisfaction levels, and loyalty patterns. By evaluating current CRM practices and marketing
strategies, private banks can identify gaps in service delivery, communication effectiveness,
and promotional approaches. The findings can support decision-makers in developing
improved customer engagement models, enhancing service quality, and implementing
innovative marketing techniques that align with evolving market trends.

From an academic and research perspective, this study contributes to the existing body of
knowledge in banking, marketing, and relationship management. It serves as a reference for
future researchers who wish to explore similar themes in other regions or sectors. The
localised focus on Vellore District also adds contextual relevance, offering region-specific
insights that are often underrepresented in broader national studies.

Furthermore, the study is important for customers and society as it indirectly promotes better
banking standards. When banks improve their CRM systems and marketing performance,
customers benefit through more personalised services, transparent communication, faster
grievance redressal, and overall enhanced banking experiences. Thus, the research not only
supports institutional development but also encourages a more efficient, customer-friendly
financial environment in the private banking sector.

Significance of the Study

The significance of this study stems from its ability to provide a systematic understanding of
how Customer Relationship Management (CRM) and marketing performance influence the
effectiveness and sustainability of private banks. In the present competitive banking
environment, institutions must go beyond conventional service delivery and focus on building
meaningful and long-term relationships with customers. This study highlights the practical
relevance of CRM and marketing integration as a foundation for customer retention, brand
loyalty, and financial performance.

The study is significant for bank management and policymakers as it offers empirical insights
into customer behaviour, service expectations, and satisfaction levels. These insights can
assist in formulating better customer-oriented policies, improving internal processes, and
adopting innovative marketing strategies. By identifying the strengths and shortcomings in
existing CRM and marketing practices, banks can make informed strategic decisions that
enhance operational efficiency and competitive advantage.

From an academic standpoint, the research adds value to the fields of marketing management,
banking studies, and relationship marketing by providing region-specific data and analysis. It
can serve as a useful reference for scholars, students, and future researchers who aim to
conduct comparative or extended studies in similar domains. The focus on Vellore District
gives the research contextual depth and contributes localised knowledge that broad national
studies may overlook.

Moreover, the study holds social and economic significance as improved CRM and
marketing performance ultimately lead to better customer service standards, increased
transparency, and enhanced trust in the banking system. When private banks strengthen their
relationship management and communication practices, customers experience greater
convenience and satisfaction, which in turn fosters financial inclusion and economic stability
within the region.
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Objectives of the Study

1. To examine the existing Customer Relationship Management (CRM) practices
followed by private banks in \ellore District.

2. To evaluate the effectiveness of marketing strategies adopted by private banks in
attracting and retaining customers.

3. To measure the level of customer satisfaction and loyalty towards the services
provided by private sector banks.

4. To identify the relationship between CRM practices and marketing performance in
improving the overall performance of private banks in Vellore District.

Hypotheses of the Study

Hypothesis 1
HO (Null Hypothesis): There is no significant relationship between Customer Relationship
Management (CRM) practices and customer satisfaction in private banks in Vellore District.

H1 (Alternate Hypothesis): There is a significant relationship between Customer
Relationship Management (CRM) practices and customer satisfaction in private banks in
Vellore District.

Hypothesis 2
HO (Null Hypothesis): Marketing performance has no significant effect on customer
retention in private banks in Vellore District.

H1 (Alternate Hypothesis): Marketing performance has a significant effect on customer
retention in private banks in Vellore District.

Hypothesis 3
HO (Null Hypothesis): There is no significant association between CRM practices and
overall bank performance in the private banking sector.

H1 (Alternate Hypothesis): There is a significant association between CRM practices and
overall bank performance in the private banking sector.

Hypothesis 4
HO (Null Hypothesis): There is no significant difference in customer perception regarding
marketing strategies among private banks in Vellore District.

H1 (Alternate Hypothesis): There is a significant difference in customer perception
regarding marketing strategies among private banks in Vellore District.

Statement of the Problem

The private banking sector is experiencing rapid growth and intense competition due to
technological advancements, increased customer awareness, and the entry of multiple
financial service providers. Customers today expect personalised services, quick responses,
transparency, and consistent communication from their banks. In such an environment,
merely offering standard banking services is no longer sufficient for private banks to sustain
customer loyalty and profitability. Effective Customer Relationship Management (CRM) and
strong marketing performance have become essential for attracting new customers and
retaining existing ones.
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However, despite the adoption of modern technologies and promotional strategies, many
private banks face challenges in maintaining long-term relationships with customers and
measuring the real effectiveness of their marketing efforts. Issues such as inadequate
customer engagement, lack of personalised communication, inconsistent service quality, and
ineffective feedback systems can negatively impact customer satisfaction and brand image.
These challenges may ultimately influence the overall performance and competitiveness of
private banks.

In the context of Vellore District, where the banking sector is expanding alongside urban and
commercial development, it becomes necessary to examine how private banks manage their
customer relationships and implement marketing strategies. There is a need to assess whether
current CRM practices and marketing initiatives are effectively meeting customer
expectations and contributing to organisational growth. Therefore, the core problem
addressed in this study is to analyse the performance of Customer Relationship Management
and marketing activities in the private banking sector and to determine their impact on
customer satisfaction and bank performance in Vellore District.

Research Gap

A review of earlier studies indicates that many researchers have examined Customer
Relationship Management (CRM) and marketing performance in the banking sector at
national or metropolitan levels. Most existing studies focus broadly on customer satisfaction,
service quality, or digital banking trends without giving equal emphasis to the combined
effect of CRM practices and marketing performance. Additionally, several studies
concentrate on public sector banks or the overall banking industry rather than specifically
addressing the private banking sector.

There is limited empirical research that analyses both CRM effectiveness and marketing
performance together as integrated factors influencing bank performance. Furthermore,
region-specific studies, particularly in semi-urban and developing districts like Vellore, are
comparatively scarce. Customer expectations, banking behaviour, and marketing responses
often vary based on regional economic and social conditions, yet these localised variations
are not sufficiently explored in previous literature.

Another noticeable gap is the lack of comparative evaluation from both customer and bank
perspectives within the same study. Many earlier works rely heavily on either managerial
viewpoints or customer surveys alone, leading to incomplete insights. Hence, this study
attempts to bridge these gaps by providing a focused, district-level analysis of private banks
in Vellore, examining the joint impact of CRM practices and marketing performance while
incorporating customer-oriented evaluation. This approach contributes fresh empirical
evidence and offers a more comprehensive understanding of relationship management and
marketing effectiveness in the private banking sector.

Research Methodology

The research methodology adopted for this study is descriptive in nature, as it aims to analyse
the performance of Customer Relationship Management (CRM) and marketing practices in
the private banking sector. The study focuses on collecting primary data from customers of
selected private banks in Vellore District to understand their perceptions, satisfaction levels,
and experiences regarding CRM services and marketing activities. Secondary data has also
been referred to from books, journals, research articles, and official banking reports to
support the conceptual framework of the study.
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The study is confined to Vellore District, Tamil Nadu, which has a growing presence of
private banking institutions and a diverse customer base. A sample size of 120 respondents
was selected for data collection. The respondents consist of customers from different private
banks to ensure varied opinions and balanced representation.

To obtain reliable and unbiased data, the Stratified Random Sampling method was used.
Under this method, the total population was divided into different strata based on factors such
as age group, occupation, or type of bank customer, and respondents were randomly selected
from each group. This technique helps in achieving better representation of various customer
segments and improves the accuracy of the findings.

The primary data were collected using a structured questionnaire comprising both closed-
ended and Likert-scale questions on CRM services, marketing strategies, customer
satisfaction, and loyalty. The collected data were analysed using statistical tools such as
percentage analysis, ANOVA, Chi-Square and correlation techniques to interpret the
relationship between CRM practices and marketing performance. This methodological
approach ensures systematic data collection and meaningful analysis for drawing valid
conclusions.

Limitations of the study

1. Sample Size Limitation:
The study is based on a sample of 120 respondents, which may not fully represent
the entire population of private bank customers. A larger sample size could provide
more comprehensive and generalised results.

2. Geographical Limitation:
The research is confined only to the Vellore District. Therefore, the findings may
reflect regional trends and cannot be generalised to other districts or states where
customer behaviour and banking practices may differ.

3. Sampling Constraints:
Although Stratified Random Sampling was used to ensure fair representation, there
is still a possibility of sampling bias due to unequal participation or non-response
from certain customer groups.

4. Time Limitation:
The study was conducted within a limited time period, which may not capture
changes in customer perception or banking strategies over time.

5. Data Reliability:
The study mainly depends on primary data collected through questionnaires, and
responses are based on personal opinions of customers, which may sometimes be
subjective or influenced by temporary experiences.

6. Sector Limitation:
The research focuses only on private sector banks and does not include public sector
or cooperative banks, which limits comparative analysis across the entire banking
industry.

Data Analysis and Interpretation
Hypothesis 1
e HO (Null Hypothesis): There is no significant relationship between Customer
Relationship Management (CRM) practices and customer satisfaction in private banks
in Vellore District.
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e H1 (Alternate Hypothesis): There is a significant relationship between Customer
Relationship Management (CRM) practices and customer satisfaction in private banks
in Vellore District.

Percentage Analysis

Tablel: Opinion on CRM Practices and Customer Satisfaction (N = 120)

S.No | Response Category | No. of Respondents Percentage (%)
1 Highly Satisfied 38 31.7%
2 Satisfied 46 38.3%
3 Neutral 18 15.0%
4 Dissatisfied 12 10.0%
5 Highly Dissatisfied 6 5.0%
Total 120 100%

Interpretation

The above table shows that out of 120 respondents, 38.3% are satisfied and 31.7% are highly
satisfied with the CRM practices of private banks in Vellore District. This indicates that
nearly 70% of customers express positive satisfaction towards customer relationship
management services. Only 15% remain neutral, while a small portion (15% combined)
expresses dissatisfaction.

This percentage distribution clearly suggests that effective CRM practices such as timely
communication, personalised services, and grievance handling have a positive influence on
customer satisfaction. Since the majority of respondents show favourable opinions, it can be
inferred that there exists a significant relationship between CRM practices and customer
satisfaction.

Result of Hypothesis 1

Based on the percentage analysis, the Null Hypothesis (HO) is rejected, and the Alternate
Hypothesis (H1) is accepted.

Hence, there is a significant relationship between Customer Relationship Management
practices and customer satisfaction in private banks in Vellore District.

Hypothesis 2 — ANOVA Test
e HO (Null Hypothesis): Marketing performance has no significant effect on customer
retention in private banks in Vellore District.
« H1 (Alternate Hypothesis): Marketing performance has a significant effect on
customer retention in private banks in Vellore District.
To examine whether marketing performance significantly influences customer retention,
Analysis of Variance (ANOVA) was applied to the responses collected from 120 customers
of private banks in Vellore District.

ANOVA Table 2: Marketing Performance and Customer Retention

s Sum of Mean Square F Significance
Source of Variation Squares (SS) df (MS) Value )
Between Groups 48.26 4 12.07 5.32 0.002
Within Groups 260.40 115 2.26
Total 308.66 119
Journal of South Asia 7
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Interpretation

The ANOVA table shows that the calculated F value (5.32) is higher than the expected
critical value at the 5% level of significance, and the p-value (0.002) is less than 0.05. This
indicates that there is a statistically significant difference in customer retention levels based
on variations in marketing performance among private banks.

This result implies that marketing activities such as promotional campaigns, brand
communication, digital engagement, and customer loyalty programs have a measurable
impact on customers’ decisions to continue their relationship with a bank. Customers exposed
to better marketing performance tend to show higher retention levels compared to others.

Result of Hypothesis 2

Since the p-value is less than 0.05, the Null Hypothesis (HO) is rejected, and the Alternate
Hypothesis (H1) is accepted.

Hence, it is concluded that marketing performance has a significant effect on customer
retention in private banks in Vellore District.

Hypothesis 3 — Chi-Square Test
e HO (Null Hypothesis): There is no significant association between CRM practices
and overall bank performance in the private banking sector.
e H1 (Alternate Hypothesis): There is a significant association between CRM
practices and overall bank performance in the private banking sector.

To examine the association between CRM practices and overall bank performance, the Chi-
Square Test was applied to the responses obtained from 120 customers.

Table 3: CRM Practices vs Overall Bank Performance (Observed Frequency)

CRM Practices \ Bank High Moderate Low Total
Performance
Good CRM 32 18 6 56
Average CRM 14 20 10 44
Poor CRM 4 8 8 20
Total 50 46 24 120
Chi-Square Calculation Summary
Particulars Value
Calculated Chi-Square Value 18.64
Degrees of Freedom (df) 4
Table Value at 5% Level 9.49
Level of Significance 0.05

Interpretation

The calculated Chi-Square value (18.64) is greater than the table value (9.49) at 5% level of
significance with 4 degrees of freedom. This indicates that there is a statistically significant
association between CRM practices and overall bank performance.

The cross-tabulation reveals that banks with good CRM practices show higher performance
levels, while banks with poor CRM practices are associated with lower performance ratings.
This clearly demonstrates that effective customer relationship management contributes
positively to the operational success and reputation of private banks.
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Result of Hypothesis 3
Since the calculated Chi-Square value is higher than the table value, the Null Hypothesis
(HO) is rejected, and the Alternate Hypothesis (H1) is accepted.

Therefore, it is concluded that there is a significant association between CRM practices and
overall bank performance in the private banking sector.

Hypothesis 4 — Correlation Analysis
e« HO (Null Hypothesis): There is no significant difference in customer perception
regarding marketing strategies among private banks in Vellore District.
e H1 (Alternate Hypothesis): There is a significant difference in customer perception
regarding marketing strategies among private banks in Vellore District.
To understand the relationship in customer perception towards marketing strategies of private
banks, Correlation Analysis was applied using responses from 120 customers.

Table 4: Correlation between Marketing Strategy Factors and Customer Perception

Variables C%gfrfzgils:\lf ?r) Significance (p)
Advertising & Customer Perception 0.62 0.001
Promotional Offers & Customer Perception 0.58 0.003
Digital Marketing & Customer Perception 0.67 0.000
Brand Image & Customer Perception 0.71 0.000

Interpretation

The correlation coefficients (r values) range from 0.58 to 0.71, which indicates a moderate to
strong positive relationship between marketing strategy factors and customer perception. The
p-values are less than 0.05, showing that the relationships are statistically significant.

This means that improvements in advertising, promotional activities, digital marketing
presence, and brand image are positively associated with better customer perception toward
private banks. Customers tend to respond more favourably to banks that actively
communicate their services and maintain strong marketing visibility. The variation in
correlation strengths among factors also suggests that customer perception differs depending
on the type of marketing strategy adopted by each bank.

Result of Hypothesis 4

Since the correlation values are positive and the significance values are less than 0.05, the
Null Hypothesis (HO) is rejected, and the Alternate Hypothesis (H1) is accepted.
Hence, it is concluded that there is a significant difference and relationship in customer
perception regarding marketing strategies among private banks in Vellore District.

Findings

1. A majority of the respondents expressed high satisfaction with the Customer
Relationship Management (CRM) practices of private banks, indicating that
personalised services, prompt communication, and grievance handling systems are
effective.

2. The study found that CRM practices have a significant positive relationship with
customer satisfaction, which shows that better relationship management leads to
higher customer loyalty and trust.
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3. Most customers agreed that marketing performance plays an important role in
customer retention, especially through advertisements, promotional offers, and
digital engagement activities.

4. The ANOVA results revealed that marketing performance significantly influences
customer retention, confirming that effective marketing strategies help banks
maintain long-term relationships with customers.

5. The Chi-square analysis indicated a strong association between CRM practices and
overall bank performance, suggesting that banks with efficient CRM systems tend
to perform better in terms of service quality and customer perception.

6. Correlation analysis showed a moderate to strong positive relationship between
marketing strategies and customer perception, particularly in areas such as brand
image, digital marketing, and promotional communication.

7. Customers in Vellore District generally prefer banks that offer quick service,
transparency, and personalised financial solutions, highlighting the growing
importance of customer-centric banking.

8. The study also identified that digital marketing and online banking
communication are increasingly influencing customer decisions and perceptions
toward private banks.

9. A small percentage of respondents expressed dissatisfaction, mainly due to delays in
service response and lack of personalised attention, indicating areas where banks
need improvement.

10. Overall, the findings confirm that integrating strong CRM practices with effective
marketing performance significantly enhances customer satisfaction, retention,
and overall bank performance in the private banking sector of Vellore District.

Conclusion

The present study on “An Analytical Study of Customer Relationship Management and
Marketing Performance in the Private Banking Sector — Vellore District” highlights the
growing importance of customer-centric strategies in the modern banking environment. The
analysis clearly indicates that private banks are increasingly recognising the value of
maintaining strong relationships with customers and implementing effective marketing
practices to remain competitive. Both CRM and marketing performance have emerged as key
determinants of customer satisfaction, retention, and overall organisational success.

The findings of the study reveal that a majority of customers are satisfied with the CRM
initiatives undertaken by private banks, such as personalised communication, quick grievance
redressal, and service accessibility. Statistical analyses, including percentage analysis,
ANOVA, Chi-square, and correlation tests, confirm that there is a significant relationship
between CRM practices, marketing performance, customer perception, and bank
performance. These results demonstrate that banks that invest in relationship management
and innovative marketing strategies tend to achieve higher customer loyalty and a stronger
market position.

Furthermore, the study emphasises the increasing role of digital marketing and technology-
enabled CRM systems in shaping customer perceptions and expectations. Although most
respondents showed positive opinions, a small proportion indicated areas requiring
improvement, particularly in responsiveness and personalisation. Addressing these gaps can
help private banks further strengthen their service quality and competitive advantage.
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In conclusion, the integration of effective Customer Relationship Management and well-
planned marketing strategies is essential for the sustainable growth of private banks in
Vellore District. By continuously improving customer engagement, service delivery, and
promotional efforts, private banks can enhance customer satisfaction, build long-term
relationships, and ensure consistent performance in an evolving financial landscape.

References

1.

2.

10.

Adhikari, N. R. (2020). Dimensions of Job Satisfaction among Employees of the Banking
Industry in Nepal. Journal of Balkumari College, 9(1).

Ali, A., Khan, I. H., Ch, M. A,, &Ch, A. S. (2018). Level of Job Satisfaction among
Employees of Banking Industries at Lahore, 2016. European Online Journal of Natural
and Social Sciences, 7(3), 92- 108.

Belias, D., Koustelios, A., Sdrolias, L., & Aspridis, G. (2015). Job Satisfaction, Role
Conflict and Autonomy of employees in the Greek Banking Organisation. Procedia -
Social and Behavioural Sciences, 175, 324-333.

Bhandari, K., &Soni, H. (2015). Impact of Gender, Age and Work Experience on
Satisfaction towards Work Life Balance (with special reference to Bank of Baroda,
Udaipur). Journal of Business and Management, 17(3), 48-53.

Chauhan, P. (2019). Career Development and Employee Satisfaction in 'A' Graded
Commercial Bank of Nepal. Journal of Emerging Technologies and Innovative Research,
6(6), 52-63.

Chukwuma, O. S. (2020). Impact of Customer Relationship Management on Access Bank
Customers' Loyalty in Enugu Metropolis. Management and Human Resource Research
Journal, 9(12), 34-36.

Gadanecz, B., & Jayaram, K. (2016). Measures of Financial Stability — A Review. IFC
Bulletin, 31, 365- 380.

Jahufer, A. (2015). Determinants of Job Satisfaction among Government and Private
Banks Employees in Sri Lanka (Case Study: Ampara Region). International Journal of
Management Business Research, 5(2), 159-168.

Khan, A. S., Igbal, N., Khan, M., & Haider, N. (2015). Job Satisfaction and Security
among Bank Employees and their performance: A Study of Public and Private Sectors
Banks of Southern Punjab, Pakistan. Journal of Business and Management Research, 8,
217-219.

Khan, S. S. (2015). Measuring Job Satisfaction Level of Employees using Demographics:
A Study of HDFC Bank. Global Journal of Management and Business: Administration
and Management, 15(2).

Journal of South Asia

. 7
www.josabd.org >



