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The launch of Meezan VISA Debit card
signifies Meezan Bank's commitment to
remain a technologically advanced bank,
with a robust Alternate Distribution
Channel to cater to the rapidly growing
customer base and branch network.

Meezan VISA Debit card, equipped with the
power of VISA, can be accepted at over 40
million shopping outlets, and can be used to
withdraw cash at over 1.4 million VISA Plus
ATMs internationally, including any
1Link/Mnet member banks’ ATM within
Pakistan. Customers can dine or shop and
pay by simply swiping their card on VISA
credit/debit card point of sale (POS)
terminal at the outlet.

The Meezan Visa Debit card s
Shariah-compliant and is unique to the
workings of a VISA Credit Card. Unlike a
Credit Card which works on “Buy Now, Pay
Later” mechanism, the Debit Card works on | 1
the “Buy Now, Pay Now” principle. When a |

customer uses his VISA Debit Card, the |
amount is debited from his bank account
instantly with no interest charges. The bank [ni
earns from a discount given by the merchant |

to the bank.

Visa Debit Cards are an ideal choice for our
NRP customers and customers who are
frequent travelers as most tourist
destinations and traveling agencies prefer
electronic payment. Customer do not have |
to visit money changers and wait in queues, |
just one card swipe and the amount will be
directly debited from their account, no [V
matter  what  the  currency  is.

Contd. on Page 3
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from the COO

Alhamdollilah, Meezan Bank has demonstrated very good

performance over the year. Annualised depnsrc growth for
thc first half of the year was 329, which is substantially
higher than the 8% growth achieved by the banking
industry as whole during this period. We are now in the
important last quarter of 2009 and I am confident that
our concerted efforts will ensure that we close the year on
a high note. We have already crossed the important
milestone of Rs 90 billion, a 28% increase over the
31st December 2008 figure, and we must now work hard
to achieve the magic target of Rs. 100 billion.

Some of you have expressed concern that while we push
to achieve the target of Rs. 100 billion certain decisions
with regard to ‘premiums’ allowed to customers, appears
to be contradictory to that desire. [ want to clarify that
while we must Insha’Allah strive unwaveringly towards the
Rs. 100 billion goal, we also need to be aware that this
must be done profitably. As a result the
Asset Liability Committee (ALCO) meets regularly to
carefully evaluate the liquidity of the Bank, review profit
rates paid by other banks, etc. on the basis of which
decisions with regard to pricing on deposits and strategy to
pay ‘premiums’ is taken. It is, therefore, important to
understand that pricing decisions are taken very carefully
after taking both internal and external factors into
consideration. We have to work within the parameters set
by ALCO from time to time and have faith that this is
what is in the best interest of the bank.

The second important point that I want to share with you
relates to the future strategic direction of Meezan Bank.
I believe that, by the Grace of Allah, we have firmly

established the bank as the ‘premier Islamic Bank’ of
Pakistan. Going forward, we have to ensure that we
maintain our leadership position in the industry.
This means that we must focus on maintaining growth
while at the same time strengthen our systems and
controls. A number of initiatives are being considered to
address this need, including new technology initiatives,
centralization of processes and an indepth review of
internal controls. But what is critical is that all of us, at all
levels, understand that there is a need to streamline the
manner in which we work, maximize productivity and
improve turnaroundtime (TAT). This will be critical in
the face of difficult economic conditions and increased
competition from other banks (Islamic and conventional).
TAT is critical to ensure that we retain the best quality
customers since good customers always have a
choice - a choice where to take their business. It is easy to
become complacent and believe that we will retain
customers even if we give them poor service. The downfall
of many successful businesses may be attributed to this
one single factor; so we must not fall into the same trap.

To recap, do not be frustrated by decisions taken by Head
Office from time to time that appear to be contradictory
to what you expect. Have faith that these decisions are
taken in the overall interest of the Bank. Secondly, we
must manage the bank efficiently and prudently; with a
very strong focus on the quality of services delivered to the
CUStomers.

It is essential that we unite as one team and maintain our

position as leaders in Islamic Banking.

Jazzak Allah Khair.
Ariful Islam
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Editor's Note

Have the flair for writing? Share your thoughts with us!

Feel free to write to us or send us your suggestions
and feedback.

Email: newsletter@meezanbank.com

DAges is also available for download at:
www.meezanbank.com/ newsletter.aspx

Success! PAEES  has received an overwhelming response. Survey results show an increase of over 40% in readership and an
increase of 35% in contributions. We thank you for your comments and feedback received on the launch of our first printed
edition. Please keep sending in your suggestions and critique to further develop this newsletter as an important form of corporate

communication.

This quarter, the launch of the highly anticipated VISA Debit Card, the aggressive increase in the Bank's deposits, and the
individual milestones achieved by the Corporate Department have been highlighted. The steps towards providing Micro Finance
and the focus on training via efforts by the Training Department and the PDSC department are commendable.

It is felt that the newsletter remains lacking in terms of highlighting nationwide branch achievernents. Area Managers and Branch
Managers are encouraged to send in contributions from their branches to recognize branch and individual employee efforts

in each quarter.

-Ed



Mid-year 2009, Meezan Bank’s Area Sales Manager
conferences were held at Lahore and Islamabad.
The Area Sales Managers from across Pakistan along
with the National Sales Manager, Head of Consumer
Banking and respective Regional and Area Managers
participated in the conferences.

The conference was held with the purpose of
reviewing the overall performance of Meezan Bank’s
Business Development Team and align the future
sales strategy to further uplift the deposit base of the
bank. A prize distribution Ceremony was also held
where the top performing Business Development
Officers were recognized and awarded with cash prize By: Mehdi Abbas
and certificates based on their performance. Area Sales Manager, Liability Sales,

Consumer Banking Department

ToOP PERFORMING BUSINESS DEVELOPMENT OFFICERS

Name Branch City
Muhammad Igbal Chaudhary DHA IV Lahore
Kashif Shahzad Sialkot Sialkot
Mubashar Hussain Urdu Bazar Lahore
Muhammad Bilal Vehari Road Multan
Syed Mubashir Wasi Peoples Colony Faisalabad
Mirza Ahmed Zafar Baig I-10 Islamabad
Amanullah Khan Chowk Yadgar Peshawar
Mian Gul Johar Aziz Mingora Swat
Igbal Qureshi New Challi Karachi
Saleem Shahzad Gulshan-e-Igbal Karachi
Kamal Hashmat Sharah-e-Faisal Karachi
Kamran Anwar PNSC Karachi

MEEZAN BANK LAUNCHES

VISA DEBIT CARD

For the bank, the card has dual benefits.
The Visa debit card is both an attractive
tool for deposit mobilization and provides
qupport to the exwt:m%7 product line. For
example Meezan a recently

launched Hajj and Umrah package
coupled with our VISA Debit card Meezan VISA

provides our customers freedom, Debit Cald

convenience and security in their
international travel.

Meezan VISA Debit card is split into two
categories, the Silver card and the Gold
card, with the Gold card providing a larger
dall!_.T withdrawal limit in both shopping
and cash withdrawal.
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Meezan Bank is proud to offer this
roduct to its customers. The Meezan
isa Debit card is another sign of our

gomkmltmelflltbt()\ﬁards fn%\akmgh Islan;lc ] TN -_;
anking the banking of first choice for [r— &

Pakistani consumers. YOHI‘ MOIley I )

By: Mohammad Amjad Khan Anytlme’ ) here

Project Manager,

Alternate Distribution Channels




BANK CROSSES RS O,/BILLION MARK
Branches Hit New Deposit Milestone

Meezan bank yet again set the benchmark for the We extend our appreciation for the hard work and
banking industry in the 3rd quarter of 2009, with an congratulare the branches for hitting new milestones.

incremental growth of Rupees 10 billion
This significant increase over the last quarter has Barkare-Hyderi Branch (Karachi) - 2.0 Billion
raizged the overall deposit position of Meezan Bank to Gulberg Branch (Lahore) - 3.0 Billion
a new height of 91 Billion. This grear achievement is a DHAAI Y Block Branch {Lahore) - 1.5 Billion
resule of the dedicared efforts of the entire Meezan Bahadurabad Branch (Karachi) - L5 Billion
Bank team. We are determined to achieve the Golden Marriot Branch (Karachi) - 2.5 Billion
Milestone of 100 billion Mark by the end of Cloth Market (Karachi) - L5 Billion
Year 2009. Kotwali Branch (Faisalabad) - 1.0 Billion
DHA Extention (Karachi) = L0 Billion
y . - H:f Hﬂmrﬂl;l!lziffaf FB Area (Karachi) - 1.5 Billion

VLA RS T MNATIOMAR h:l:nl."', SUETTSRRETACY AT1TERTHLE

NORTH REGION [ o/ f)7 T (»{3
s POSITION IN DEPOSIT TARGET

MEEZAN BANK \

Meezan Bank, North Region, celebrated i
achievement of being ranked at lst position in

meeting the deposit target set for June 2009,

With a lunch at Café Monal, Islamabad, the
participants were highly motivared by the gesture and
the brief speech by Mr. Saleem Khan, Regional
Manager North., Mr. Saleem Khan provided guidance
& congramulated his tweam for their excellent
performance which resulted in the achievement by the

Region.
By: Afzal Mujtaba

Branch :'l.-{:;r::li[:-r. F- jlnr..lh 'F-I..F'q_-T Branch

MEEZAN- $ SUZUKI FINANCE PROGRAM

Taking another step towards providing world-class
proclucts and services to it customers, Meezan Bank
has launched Meezan - Suzuki Finance program.

The MolJ signing ceremony was held in the premises
of Pak Suzuki Motors Karachi, the biggest auto
manufacturer of Pakistan, jointly signed by Mr. Irfan
Siddiqui - CEO & President Meezan Bank and
Mr. Hirofumi Nagao - Chief Execurive & MD Pak
Suzuki. Mr. Mohammed Raza -Head of Consumer
Banking, Mr. Faisal Saifullah-Business Manger
Car ljarah from Meezan Bank & Mr. Ashfag
Hussain - 5r. GM Marketing, Mr. Ghulam Hussain
Agha - Sr. Manager Marketing from Pak Suzuki were
also present at the event.

The launching of Meezan - Suzuki Finance program
was based on a number of factors, including brand
equity, TAT, growth potential, priority delivery and
uninterrupted presence in the marketr. It is pertinent

to mention that the most exclusive feature of this

wventure 15 that the manufacturer is offering all its auto
brand variants under one scheme. This will not only
give a clear edge over all our competitors but will also
help our Car [jarah product to position itself among
the top marker players (both conventional and
Islamic). In addition, this will act as a prime catalyst in
improving our Bank's present acquisition level.

The fearures of this deal include priority delivery for
all Pak Suzuki varianes, Takaful and accidental death
coverage upto Rs. 400k, and a reduction in both
monthly and advance rent as well as reduced
processing charpes. Meezan Bank will also be
highlighted as the Preferred Financing Partmer art all
Pak Suzmuki dealerships nationwide.

By: Nasir Imam

Prosd vt :".'l.1|'|.|.|_-:|_-r. Car [:..lr.q':\_
Consumer Banking



MILEST®NE ACHIEVED

The First é—’ Largest Furnace Oil LC

Corporate Banking (Sourh) established the first ever
Furnace Oil LC in Meezan Bank's hisl‘nqr amounting
o USD 27.44 Million {equivalent to Rs. 2.281 Billion)
for Pakistan Stare Qil (PS0). This was also the lanpest
LC opened by Meezan Bank. Achieving this milestone
not only reinforces the Bank's firm footing in the
banking industry, but also shows the confidence thar
larpe corporates have in the Bank. This landmark
transaction is expected o play a major role in
attracting trade business from other leading
COTPOrares,

We also take pride in informing thar we have
disbursed Bs. 1.25 billion to PSO under Ti'j;'lr.'-l]'l mode
of financing with Furnace Qil (HSFO) as an

underlying commuodity.

Corporate South felicitates the Meezan Bank family
on the achievement of this milestone, and is thankful
to PDSC, Trade Finance, Credit Administration and
the Treasury departments for extending their support
in the smooth handling of these transacrions.

By: Ata Ur Rahim Hanafi
SVETeam Leader,

Caorporate Banking South

MB A in Islamic Business & Finance

RIPHAH INTERNATIONAL UNIVERSITY

In Collaboration With MEEZAN BANK

For the first time ever in Pakistan, a full fledged MBA
Frug:am in “lglamic Business and Finance” has been
aunched by Riphah International University (RIL},
in joint collaboration with Meezan Bank (MBL).

The signing of the MOU confirmed a relationship of
co-operation between MBL and RIU in promoting
Islamic ethical values in business and finance with the
common objecrive of introducing Islamic system of
business finance globally. The Bank will provide all
the technical assistance for the educational program.

The signing ceremony took place ar Meezan Bank's
Head office at Karachi. The MOU was signed by
Mr. Hassan Mohammad Khan - Pro Vice Chancellor
Riphah International University and Dr. Muhammad
Imran Ashraf Usmani - Head of PDSC. The signing
ceremony was also attended by Mr  Sohail
Khan - Head of Marketing & Training and
Me. Moazzam Iftikhar - Associate Director Riphah
Business Resource Center.

Meezan Bank is committed o providing support w
the leading universities of the country in order to
promote Islamic Banking & Finance. Already Islamic
Banking & Finance courses are being offered in many
leading universities of Pakistan such as IBA, CBM,
PAF KIET, IBA Sukkur with a majority of these
courses conducted by personnel of the PDSC
department.

Riphah International University is a private
university, chartered by the Federal Government of
Pakistan in 2002. This university is committed to
promote and impart quality education in applied,
social sclences and management in particular with
character building of the new generation in the light
of Islamic principles and values.

By: Fayyaz Ur Rehman Khan
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MEHEZAN BANK

Short Term Financing Transaction of

RUPEES 1 BILLION with PARCO

After months of effort, Corporate Banking South has
successfully executed a Shore-Term Financing
transaction with Pak-Arab Refinery Ltd “"PARCO".
In the process, Meezan Bank Limited has become the
first Islamic Bank to provide Working Capiral
Financing to the largest Oil Refiners in the Industry.

The financing was provided under Istisna Structure
amounting to Rs. 1 billion for the procurement of

High Speed Diesel.

The conversion of the relationship with PARCO has
been a long and arduous process; however the

end-result has been monumental for the Bank.

Human Resource Poli

The Board of Directors of Meezan Bank, in its
meeting on 17th August 2009, approved the Human
Resource (HR) Policy & Procedures Manual as
proposed by management. This i3 a comprehensive
document covering code of conduct, staff rules, staff
policies, staff benefits, and related process and
procedure documentation. It unifies within it many
previously separate and  scartered policies and
guidelines, in addition to giving new process flows,

This transaction will serve as a catalyst towards
building a strong and lasting relarionship with
PARCO and other significant players in the Petroleum
Sector.

Corporate Banking, South would also like to extend
its appreciation w PDSC, CAD and Legal
department, as well as the PNSC Branch (Karachi),
for their efforts and support for the successful
execution of the transaction.

By: Mohammad Khurram Shami

Tearmn Leader,
i '.'-rp- wate Banking (South)

ures Manual appm\/ed

forms, formats, etc. Improvements have also been
made to the contents of individual chaprers.

The policy is under print and will be distributed 1o all
locations within October 2009,

By: Irfan Ali Hyder

Head of Human Resources

A DINNER WITH CORPORATE CUSTOMERS

The Regional Office - North headed by Mr. Saleem
Khan hosted a business dinner on 14 Ocrober 2009,
in the honor of corporate customers. Joined by the
Country Corporate Head, Mr. Zubair Haider durin

his visit to North Region, the corporate team includcg
the selected Area Managers and Relationship
Managers of Islamabad, Rawalpindi and Abbotrabad.

The dinner was organized ar Serena Hotel, Islamabad,
with exclusive arrangement for the valued customers
at Zamana Restaurant. Existing as well as prospective
customers of the area and affiliates of prominent
institutions were invited, who appreciated the idea
and showed their prompe willingness to join us at a
rather short notice.

It was an informal gertogether, with an oppormunity
for the Meezan Bank weam to discuss the business
relationship with participants, o introduce Islamic
Banking with its product menu. The main focus was
to strengthen relationship and enhance business with
the existing valued customers.

The event remained highly interactive, with business
networking  discussions pertaining to  business
requirements of customers. Addressing concerns and
confusions, related w Islamic Banking and is
processes, were also part of discussions.

The two hour event of discussion and dinner was

NORTH REGION

appreciated by the invitees and the efforts of the
Corporate team was recognized. Customers also
acknowledged the initiative of the Bank for arranging
such an event to provide them the opportunity to
share their views for establishing’ enhancing
relationship with Meezan Bank.

We believed thar the dinner would certainly prove 1o
be a milestone in buildingup strategic mi(atiunship

with new and existing customers, and soliciting
business from them. We are arranging follow-up
meetings with the attendees to thank them and to
build upon a successful business relationship.

By: Mustafa Rabbani

Area Manager, Islamabad



INTER BRANCH SERVICE COMPETITION WoRkKING TOWARDS BEING
THE BEST SERVICE PROVIDING BANK/ ) / /

The Inter Branch Service Competition, a segment of
the Service Accountability Report, has proved very
beneficial and its components are considered an
essential tool in service measurement. We have seen
branches that have successfully grown o our
expectations and others who are striving to reach the
top. This development has also been verified by the
positive results of the mystery shopping conducted lase
month along with a comparative report of the
branches performance amongst its competitors.

Another area that has been highlighted through this
maonitoring is the various practical issues which were

found and addressed by branches which scored

cnmpamti\.r:l],r lower than their competing branches.

w: E'i.mgr:“u LEH: H]I. T]'“'m: bmnd'lﬁ Whﬂ hﬂ.\l‘: ﬂﬂmﬂl
the title of “Service Champion™ and expect that they
remain at the top. We encourage the rest to continue
srriving for service excellence and rtogether we shall
I'Eﬂd'l CFLET g{]ﬂ].

By: Corry Francis

Service Quality Analyst,

SERWCE CH&MFIDNS Service Chuality Department
MONTH SOUTH CENTRAL NORTH

July | DHA Phase IV Branch, Karachi | DHA Phase I Branch, Lahore | 19 Markaz, Islamabad

Aug | Bador- Hyder Banch, Karachi

Gulshan-e-Ravi Branch, Lahore

Bahria Town, lslamabad

!slamic Micro finance in Pakistan

Meezan Bank Limited and Islamic Relief Jfb MOU

On August 13, 2009, Meezan Bank (MBL) entered in
an MOU with Islamic Relief (IR) o join hands in
launching lslamic Micro finance in Pakistan. Founded
in 1984 in UK, Islamic Relief is an independent
international relief and development organizarion
which aims to alleviate the suffering of the world's
poorest people. Its international headquareer &5 in
Birmingham UK and offices in more than
25 countries around the world.

The country Director of Islamic Relief Pakistan,
Mr. Muncer Muhammad and Executive Vice
President of Meezan Bank Mr. Ahmed Al Siddiqui
signed the MOU at a ceremony held at Islamic Relief
Head Office in lslamabad. Mr. Saleem Khan,
Regional Manager North, and Fayyaz Ur Rehman
Assistant Vice President Meezan Bank were also
present at the event. The basic purpose of the MOLU
between MBL and IR is to address the serious
challenges in eradicating poverty in Pakistan through
interventions in the field of Islamic Microfinance,
vocational trainings and other livelihood relared
activities,

By signing this MOU, Meezan Bank is the first Islamic
commercial bank in Pakistan to have entered the long
overdue field of Islamic Microfinance. This is also the

first time a relarionship between an Islamic Bank and
an NGO already working in the field of Microfinance
has been established.

Meezan Bank will provide technical support on
Shariah-compliant Microfinance by building the
capacities of Islamic Relief staff and also IR's Internal
Auditors on  Shariah Audit in  line with
Shariahcompliance. The Bank’s team will also review
the current [R policies and assist them in the
assessment and selection criteria of
borrowers/entreprencurs  during its ongeing and
furure Islamic microfinance projects.

Working rowards building similar relationships with
other NGOs, Meezan Bank aims to cater to the needs
of the poorest population sector in a more direct,
effective and efficient way. May Allah accept all our
sincere efforts and make this joint collaboration a
successful one resulting in poverty alleviarion from
our beloved country.
Ameen!

By: Fayyaz Ur Rehman Khan

Assistant YViee Presidene,
Product Development & Sharah Compliance
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In Karachi
The Meezan Bank Sales team is consistently active in the promotion of the Bank's products

and services. This quarter, stalls placed ar key locations with sales activities focused on Meezan Labbaik and Meezan
Visa Debir Card.

The sales bliz generates customer interest, spreads knowledge on Islamic Banking and plays a major rele in the
generation of deposits.

The Business Development & DPersonal Banking Team included Mr. Nasir Siddigui, Mr.Schail Akheer,
Mr.Mehmood Alam, Mr. Feroz, Mr.Adnan, Mr. Amjad, Mr. Shahab, Mr. Anas laghari and Mr. Obaid.

By: Mehdi Abbas
Area Sales Manager, Liabilioy Sales

Comsumer Banking Department

CLIFTON & DHA

LOCATION:
DHA Creek Club
Seven Eleven Mart Bokhari
Boat Basin Food Street

MUMBER OF Days:
6 Days

DaTE:
29th Sep 09 - 4th Oce 09

Focus PRODUCTS:
Meezan Labbaik & Meezmn Visa

HIGHLIGHTS:
The idea of distributing water-bottles at
DHA Creek Club and display of Multimedia Screen at Boar Basin have struck very well
and aided in engaging the targeted audience and collecting prospective leads.

KORANGI

LOCATION:
Korangi 11

NUMBER OF Days:
2 Days

DATE:
18th Aug 09" - 19¢h Aug 09

HIGHLIGHTS:
Team visited individual Businesses and
Shops to promote products to potential
CLSEOIMEers

CLIFTON

LOCATION:
Aghas Supermarker

MUMBER OF [Dys:
4 Diays

DATE:
5th Aug 09" - 8th Aug 09"

FoCus PRODUCTS:
Meezan Labbaik & Meezan Visa




[/~ Meezan Bank - Windows Internet Explorer

ww.meezanbank.com

@evating the banks image globally

Coming under Special Projects, the Meczan
bank corporate website is consistently
enhanced via introduction of innovative

frequently updated and wvisited Financial

view customer convenience, usability an
speed of access o informarion, the project
ream  has revamped and  introduced
numerous sections and functionalities in
the website.

To assist customers in locating the Meczan
Bank branches and rto highlight the
expanding branch network, the website's
branch locator provides an excellent bird's
eye view of each branch location. Using the
Google Maps application, users can scroll,
zoxom and et i.l'l-dl,!l'.ll:l'l. details of the branch
and its surrounding area,

The corporate website provides an

excellent search facility, found on the opright of :||]
the website pages allowing users to search the websire
via the Autosuggestion feature. A a list of possible
search keywords is displayed upon the entering of the
first few letters in the search box. The News section
has also been enhanced to provide the latest news with
a brief summary of each item on the homepage itself
via an aesthetic and impressive usability.

The recent launches of the Meezan Visa Debit and
Meczan Labbaik (Hajj and Umrah) products, were
supported by the website via their product sections.
The new Labbaik Calculators allow customers to
easily calculate their saving plan or review p

plan prior to visiting the branch and finalizing their
selected package. The newly added section of Islamic
Financial Advisory Services is designed for Financial
Instirutions  looking for advisory services for
development of Shariah compliant services and
products.

In the area of helping the banks' departments, the
Human Resource (HR) department was recendy
provided an updated means of working with job
applicants by providing an in-depth filtering and
searching mechanism o  fileer the relevant
applications. Previously, the HR department faced a
time consuming and resource hogging process of
I'-‘]'lEiﬁ“‘r' filtering received CVs retrieved from the
website,

features, making it amongst the most SE AREH Y
Institution websites of Pakistan. Keeping in HEW s

=y
1 [
FPr—-HI0w: 3

Eﬂ;m PLAINT- FORMS

] S S
A=—>TEFC

o m@c-HCO

=
m

b
-l'—al.'.ﬁ Mg ?‘m—t{
-ZnZrId
m

EEGELE MAPS
C#LCUL&TGRS

ADVISORY - SERVIEEE

Ome aim of the corporate website is to reduce call load
on the Call Center and Branch visits by providing
customers all possible informarion ar a single locarion,
accessible from their home or workplace. While
assisting in the promotion and branding of the Bank
and its products, the website also plays a role in the
generation of leads for potential customers and
prn'l.ridl:i an avenue for customer r.nmpl.winl'.ﬁ and
feedback. The corporate website further provides
access to bank's departments to specially designed
functions based on their specific requirements which
need to be updated on a perpetual or periodic basis.
The website also provides access to its certain sections
to relevant departments to ensure the information is
‘always up to dare’ and provides a share of
responsibility and  interest in  its  consistent
development.

The corporate website is consistently evolving with
numerous projects  currently in  the pipeline,
pertaining to Online Education, Corporate Branding
and Online Social Marketing,

By: Kaiwan Jamshed lrani

Specinl Projecss - Marketing

ISLAMIC BANKING TRAINING VIDEOS

A stegfnrward in Shariah Training

PDSC has introduced self explanatory short training
videos on "The basic concepts of [slamic Banking’ and
‘Murabaha'. Accessible wia the Intranet w all
employees, the training videos are easy to access and a
quick way to revise the basic concepts of Islamic
Banking. These videos are just a beginning of multiple

training modules currently in the pipeline with a lot
more to come in near future,

By: Shayan Ahmed Baig
Assistant Vice President,
Product Development & Shariah Compliance
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International Islamic Banking Certificate Course

Product Dl_-n:l{:pmtnt and Shariah C{Jmpliam::
Department (PDSC) has worked incessantly rowards
the Islamic Banking training effort.

The lslamic Banking Certification (IBC) Course,
considered the hallmark of the training effort has
been remarkably handled by the PDSC team. The
team is responsible to plan, organize, implement and
control the personnel development program.

IBC was launched with i first barch in 2006 and
second barch in 2007 for Karachi region only. In 2008
the third batch covered Lahore and Islamabad
through Teleconferencing facility. With support from
the IT department the fourth barch included the
regions of Multan, Lahore and Islamabad in 2009 via
the recently installed videoconferencing facility.

The course consists of the latest up ro dare knowledge
base of the Islamic Banking industry; this coupled
with Meezan Bank's experience in product innovation
and leading the industry adds a practical dimension w
the cotirse making it stand out from all other courses
offered in the market. The course provides a golden
opportunity for personal and professional growth w
every emplovee of the Meemn family o equip
themselves with the Shariah vechnicalites tnvolved in

BATCH 2009

Islamic Finance and the structure of Islamic Financial
Products.

Quizzes, assignments, report-presentation, mid-terms
and final-exams are all the techniques used to provide
a solid learning emvironment with a reprieve of
professional reference. Trainers include Mr. Ahmed
Ali Siddiqui, Mr. Suleman M. Ali, Mr. Shayan Ahmed
Baig, Mr. Mukrram Hasan, Mr. Farhanul-Ha
Usmani, Mr. Nadir Ishag and Mr. Omair Neh;r
Siddiqui, each covering their areas of expertise.

Along these years IBC has produced a number of
Islamic Banking professionals and enhanced their
understanding to help them conduct their respective
tasks with a renewed spirit and enthusiasm. The onus
now lies on these individuals o diligently execute the
capabilities gained from these sessions to further the
cause of establishing Islamic banking as banking of
first choice. May Allah give us the strength and
inspiration to achieve the noble objective and relieve
the world from the menace of riba, Ameen!

PDSC is grateful to Mr. Shoaib Rizwani, Mr. Nadeem
Rajpur, and Mr. Muslim Khan for their role as course
coordinators in Multan, Lahore and Islamabad
regions respectively.

By: Suleman M. Ali & Usama Bin Tariq Siddique

Product Development & Shariah Compliance

Owversldl Coumtrywicke Fosition

Ist Aneeq Ejaz Qureshi Internal Audit - North
Ind Zubair Ahmed Corporate Finance - HO
Ird Abrar Amanat Corporate Finance - HO
3ed Khwaja Khalid Mushtag Muslim Town Branch, Rawalpindi
Rarachi
1st Zubair Ahmed Corporate Finance - Head Office
2nd Abrar Amanat Corporate Finance - Head Office
Frd Syed Adeel Akbar Jodia Bazar Branch
MMuiltan
1st Muhammad Saad Mazhar Bosan Road Branch
2nd Muhammad Ramzan Bosan Road Branch
3rd Muahmmad Mashood Ahmed  Hussain Agahi Branch
Lahore & Siafloot
lst Ali Tarig Farooki Gulberg Branch, Lahore
2nd Raza-e-Mustafa Sialkot Branch
3rd Sved Mubashir Hussain Bokhard Gulberg Branch, Lahore
Islamabac] & Hawalpind
lst Aneeq Ejaz Qureshi Internal Audit, North
2nd Khawaja Khalid Mushtag Muslim Town Branch, Rawalpindi
Ird MNafeesur-Rehman -9 Branch, lslamabad



A DINNER WITH CORPORATE CUSTOMERS

CENTRAL REGION

A Corporare Dinner was arranged on Seprember 29,
2009 ar Rowal Palm Golf & Country Club during visit
of Mr. Zubair Haider, Country Corporate Head w
Lahore. The dinner was hosted by Mr. Rizwan Ara,
Regional Manager Central, and attended by selected
existing and potential Corporate Clients of Lahore.

The dinner aimed at discussions with the customers
in an informal manner regarding the prevailing
business conditions in different induseries. More
importantly, these discussions shed light on Meezan
Bank's engagements in the business and the readiness
to avail fresh business opportunities on existing, new
and potential customers. Representing different
industries and business segments, the guests actively
Esrti::ipat:d at the dinner, including prominent and
ey representatives from large corporate groups.

The meeting provided an opportunity to the Regional
Team to introduce new/potential cliens 1w
Mr. Zubair Haider, who had individual discussions

UPDATE i_/ff(
HEAD OFFICE BUILDING

As part of the Administration ream at the under
construction Meezan Bank Head Office, a wam of
photographers namely Mahmood Edhi & Afzal
Shahzad are responsible for taking of daily mulriple
photographs to maintain record of progress of the
Head-office building project.

The well rrained photographers rake numerous
photographs a day and have begun the process of
capruring photographs of the inner development of
the ooms in additdon to the overall building
construction,

By: Mahmood Edhi & Afzal Shahzad

CHfteer, Adminsmation, Head Offiee

with all customers regarding their company /group,
and financial facilities availed from different banks.

Customers expressed their appreciation of the effores
made by the Bank in providing Islamic banking
facilitics and also conveyed their satisfaction over the
business achievements, including the expansion of the
branch network. The challenges being faced by
banking sector and the industry was also discussed in
an informal way in which participants expressed their
personal views based on their recent experience.

As a follow up ro the dinner, the corporate team is
visiting individual customers to capitalize on available
business oppormunities,

By: Anwarul Ha

Head of Corporare - Cenitra
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Meezan Bank celebrated the joyous occasion of Eid at
selected branches across the country. On Seprember
30 2009, the Kotwali Road Branch, Faisalabad
enjoyed a day of festivity with their invited customers
and guests ar the branch.

The threefloored branch was decorated with
balloons, flowers, colorful fabrics and a red carpet at
the entrance. A team was present on the entrance for
grecting ts, which included the management team
of Faisalabad. A team of Business Development
Officers  (BDO) was  responsible for  providing
information on our products and services.

The response from the customers was highly
appreciative and motivating. Customers requested
similar gatherings more regularly and admired the
service mmf the Korwali Road branch.

A number of puests showed an interest in Islamic
Banking and left the bank after opening their

accounts, adding on to the deposit base of the branch.
Other branches which held Eid Milan days include
DHA Bokhari Branch (Karachi), Clifton Boat Basin
Branch (Karachi), Mian Chunnu Branch and the
Jhang Branch.

By: Mian Muhammad Asad Ullah

Branch Manager, Eoreali Boad Branch

Activities for the Quarter

The  Training  Department  continues  to
actively organize training courses throughout all
regions in the dedicated Training Centers established
for our staff. The feedback from across the country
rugard:ing the Tmi:ning D:parrmtm's activitics was
very positive and encouraging. The Monthly Training
Calendars for all the regions were improved and there
were hardly any days in the training calendar when a
training activity was not conducted ar the main

Training Centers of Karachi, Lahore and Islamabad.

A new Initiative undertaken across the country was
the holding of Demo sessions of External Trainers for
"Soft Skill® courses since now that the General
Banking, Islamic Finance and rtechnical training
courses have been incorporated into the training
Calendars on a regular basis, the need to introduce
softskill courses for the Personal and Professional
Grooming of staff is also being felr.

In order to further improve the quality of the
training sessions and to ensure maximum :lhn‘:rprl{:lh
by the participants, the Training Department has
initiated “Testing” at the end of each Technical

Banking session. These tesis are designed ]:? our
internal rtrainers with the idea o instll the
importance and the seriousness of the training
sessions in the staff. The test results are shared with
the participants and their immediate line
manager / supervisor.

DVD fraining sessions for the staff are another
innovation atributed to the Training Department,
when any new product / service is launched by the
bank. Case in point being the VISA Debit Card and
the Hajj Labaik products. Training Sessions were
recorded and burned on DVDs in the South and were
used as a DVD Training Tool in organizing the same
product or service orientation sessions in the other

regions,

By: Khalid Magsood
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SIX THINKING HATS

CHANGING A MINDSET IS AS EASY AS CHANGING A HAT

The Six Thinking Hat Training, organized by the
Training department was conducted by Syed Amir
Ali, Head of Investment Banking. The training was
advertised as a simple and powerful ool o provide
an innovative and creative means of problem solving.

The training suggested an urgent and drastic
shift in thinking, from an argumentative
mode of thinking, one which is prevalent in
LT L"Ll.ll'u'ﬂ:. Lo an “r.l:"ﬂ EI'HJ Pﬂrﬂ lt:l
approach. It prowided various processes which
may be adopred based on a situation in order
to arrive at a thought out conclusion, free
from biased views and hasty judgments.

One of the positive elements that [ came across
throughout the session and which | find necessary 1o
inculcare, is the opporrunity for an individual to come
forth with his/her opinion. I find that the application
of these processes demands room for each one o
express their tdeas and later apply the techniques to arrive at a sound decision. This exercise would encourage
expressing one’s individual creativity to allow for communitarian decision making.

Hars off to Syed Amir Ali for the great job in ensuring the audience was involved throughout the session. 1 feel
that this eraining should be made as essential as the orientation for the grooming of every employee on various levels.

E'!.l: l:nrrl,' Francis
SEFHEE L;l.:I.Illl".' ."".||.|'|'|-=1.‘..
Service Ouality

RICKET STAR

OPENS AN ACCOUNT AT GUJAR KHAN BRANCH

Muhammad Aamir recently started banking with
Meezan Bank after a convineing explanation of Islamic
Banking was provided to him. The young cricketing
star opened an account with his mother at the
CGujar Khan Branch.

Belonging to a small village, Changa Bangyal, near
Gujar Khan, Muhammad Aamir, a member of the
Pakistan Cricket Team, is recognized for his
outstanding performance in the recent 1CC T-20
tournament, where his impressive display of balling
played a major role in Pakistan's victory in the
tournament.

The aspiring young cricketer was introduced o Islamic
Banking over a cup of tea ar the Branch shortly after
the T-20 tournament. Introduced by his cousin, Mr.
Imran Khan Buzsinesz Development Officer (BDO),
Muhammad Aamir was given a warm welcome at the
branch by the excited staff. Aamir interacted with the
staff and had a friendly discussion in regard to cricker,
his performance and his furure plans.

Convinced by the importance of Riba-free banking,
Muhammad Aamir expressed his gratitude towards the
gesture and opened his account at the Meezan Bank
Gujar Khan branch. By: ‘I‘}Ellchfr{fkhmmd

Civjar Bhan Branch
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@AY TRAINING ON Islamic Microfinance

A two day Training course on “Islamic Banking and
Shariah Compliance™ was conducted by the PDSC
Department for field and office staff of Islamic Relief
at their Country Office in Islamabad.

The training sessions were conducted by Mr. Ahmed
Ali Siddiqui and Mr. Fayyaz ur Rehman Khan.
This was the first ever opportunity of the IR personnel
to attend a formal training course on Islamic Banking
and Shariah Principles. The main focus of the two day
training course was Islamic Microfinance. The course
participants were trained on various topics including
The concept of Riba in Islam, Islamic Contract, Sale,
Murabaha, Mudaraba, Musharakah, Diminishing
Musharakah and ljarah in the light of Islamic
Microfinance.

The course conducted is in line with the vision of the
bank, “To make Islamic Banking the Banking of first
choice™ and is linked to the recent MOU signing
berween IR and Meezan Bank to formally start Islamic
Microfinance in Pakistan.

The course was attended by twenty personnel where
numerous misconceptions and queries were cleared
and answered. With high enthusiasm, the motivared
participants vowed o do banking with only Islamic
banks in future.

The importance of imparting knowledge about
[slamic Banking and Shariah-compliance is the key
force behind these external training activities and the
PDSC Department is fully imvolved in working
towards the fulfillment of the Bank's Vision and
Mission. In this connection, various training courses
and seminars are held regularly with different
companies, institutions and organiztions nationwide
to assist the nation to come out of the menace of Riba.

By: Fayyaz Ur Rehman Khan
Acsisrant Viee Peesident,
Product Development & Sharlah Compliance

“SME FINANCE GRASS ROOT CLUSTER,

ATTENDING A WORKSHOP ON BEHALF OF MEEZAN BANK

In line with Meezan Bank's aim to empower their
team  with the larest prevailing banking and

professional grooming, three staff members namely
Mr. Khurram Wagar and Mr. lgbal Shafi from South
Region and Mr. Raheel Umar Khan from the
Commercial Banking Department were nominared
for a three day workshop on “SME Finance Grass
Root Cluster”.

Conducted at the Learning Resource Center of State
Bank of Pakistan (SBP), the participation of Meezan
Bank along with nearly all Commercial Banks and
specialized banks made the experience a learning and
highly beneficial experience.

Amongst the rrainers were the Joint Director-SME
Finance SBP and the Vice President- SME Product &
Development at MCB. The trainers coversd many
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areas related to SME sector and its financing options
throughout the program. The Role of Commercial
Banks and SBP, the needs of strategic changes for
expansion in SME portfolio, Cash flows based and
program based lending in small segments, credit
scoring techniques, effective marketing strategies,
improving TAT and aligning Risk Management
process were the limelight of the sessions.

Meezan Bank's SME Financing Department provides

specific Shariah-compliant products and is looking w

alipn its activities towards the betterment of SME

sector. These outofoffice trainings/workshops help

enhance our knowledge and confidence to deliver
better ourput.

By: Raheel Umar Khan

Senior Officer,

Commercial Banking & SME Deparmment
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CUSTOMER APPRECIATION DAYS

continue at Meezan Bank

entertained and they managed their regular banking
tasks throughout the day with exceptional dedication.

Amongst other branches during the past quarter, the
Meezan Bank Garden west Branch held its Customer
Appreciation Day with the bank’s valuable clients in
Auguse 2009, By: {u naid Ahmed

Branch Manager, Garden West Branch

Head of Consumer Banking, Area Manager, Narional
Sales Manager and the Branch Manager were joined
in by numerous Branch Managers of other branches
to celebrate this event.

The event was well acknowledged by the customers
who admired the Bank having done a great job in
appreciating its customers. As a resule these customers
attended the event along with their friends and
relatives in pood numbers, promoting the Bank's
image and inviting new customers toward Riba-free
banking.

The hard work done by the Garden West branch team
is highly appreciated as they ensured customers were

Meezan Bank awarded for its
BEST NATIONWIDE NETWORK OF BRANCHES

Meezan Bank wis awarded in the "lst MWational
Achiever Award Ceremony” at the Finance Expo
International Exhibition and Conference 2009 for its
nationwide branch network. The nomination was on
the basis of Financal Year 2008 by renowned
Wartional & International agencies.

The award ceremony was aimed to congratulate the
individuals and organizations which have ser the
benchmarks in their respective fields and have
contributed rtowards the enhancement and
development of the Financial Sector of Pakistan.

CONTRIBUTING TOWARDS

(Islamic Banks)

The CETEMOnY was wFpnrtﬂ;l b‘ﬁf the Hini.ﬁtrg,r af
Finance, Ministry of Privatzation, Ministry of
Investment, Ministry of Commerce, Ministry of
Petroleum, Ministry of Informaron Technology &
Broadcasting, Ministry of Textile and the Ministry of
Tourism, along with the Board of Investment and
Cabinet Division Senare.

THE SACURED JOURNEY

Labbaik Saving Aasaan

Amongst the various products of the recently
launched Meezan Labbaik Umrah & Hajj scheme,
Labbaik Saving Aasaan is the bank's first Corporate
Social Responsibility (CSR) based deposit product,.

Through this product the Bank assists in giving an
opportunity to every Muslim to be honored by

Makkah and Madina for performance of Hajj and
Umrah.

By offering exceptionally high profit rates on Labbaik
Saving Aasaan and by allowing deposits to be made at
one's convenience the Bank assists in  the planning,
making it convenient for low income savers to make
the holy journeys which often seems our of reach.

undertaking the holy journey towards the cites of

The Bank further facilitares its customers with value
added services including flexibility in monthly
contribution with no early redemption charges. A
web-based saving calculator is available on the
corporate  website  (www.meezanbank.com) for
customers o easily plan their Umrah & Hajj at their
convenience with a saving duration of six months o
DWenty years.

May Allah pave the way for us to sincerely strive and
implement Islamic banking in irs true essence.
Aameen!!

By: Adnan Ahmed Khan
Assistant Monager, Retnil Banking,
Produect Development S Shariah Compliance
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Interview

Fahim Siddiqui discusses the Deposit Mobilization Strategy
and the effort to provide new innovative products to

customers from the Islamic Banking platform

Muhammad Fahim Siddiqui is a MBA
from the Institute of Business
Management Pakistan and has a

PGD in Islamic Banking,

Saudi Pak Bank (now Silk Bank) for

3 years. Earlier he worked for 10 years with
the State Bank of Pakistan on projects
including those of the World Bank.

MEEZAN BANK \ I LS

Consistent news is visible of the bank hitting new
deposit milestones during the year. What has the
bank done to bring this recent acceleration in the
increase of the deposit base?

Throughout the year, Meezan Bank has made
consistent efforts to improve quality and to provide
personalized services to customers. A strong sales
team was the key to deposit generation who were
given indepth training of all products related w
their target customers and proved to be extremely
active in making follow ups and amending o
potential customers,

The Bank has further dedicated imelf in the
development of the Islamic Banking Industry by
marketing efforts and knowledge based discussions
through Area seminars, Islamic Banking
Workshops, Open panel discussions meeting and

product based marketing campaigns. One major factor
which played a role in deposit generation was the
Customer Appreciation Days which enhanced the trust
of customer banking with Meezan Bank and
celebrating the high growth and success of Islamic
Banking in Pakistan. Another important factor is the
recognition of staff loyalty and their efforts via the
unique ‘Deposit Mobilization Scheme' designed for
employees at non-sales positions.

What differentiates the Depaosit Maobilization
Campaign (DMC) from regular Sales activates?

DMC was a time-bound, pointbased reward scheme o
generate low cost deposit through Non Sales related
employees. What differentiated this from any other
Sales Activity is that every employee had an
opportunity to make sales with their efforts being
rewarded through a specially designed award scheme.




The rewards provided an o incentive 1 promate
the bank and expand i deposic hase

The campaign brought sbour 2500 new accoumas waith
fresh deposin = well 25 incremental deposits in the
exbwing sccoungs. Total amount gererted from this
CAmpAiEn Wit moe than Ha 14 billion and almos
half of them were In current scoounts,

What are the most recent products vour team has
sworked on!

Recently we launched the highly successful Meezan
Labbaik, Hsjj & Ummh produc The peoduc
pronides for three payment opricns:

Labbaik Savings Assaan « oustomers cn Save now snd

perform Umrab/Hajj bater. The saving plan extends

ﬁ 1 m 20 years with good profie amd exciting
ree

Llhh&Tm1ﬁnﬂn-wlmm1ndml
immedistely, Meemn bank makes all the smangemens
mw ensure the journey B masde with comdort and
comeERienoe

Labbaik Trovel Assaan Insmllment Flan - where
customery make their jowrmey now on the basis of a
Qurd given o the customer by the  Bank,
All arrangements andd formalites are compleced by the
Bark and its Travel Parmems.

We are working o further Bunch néw packages in
uptmjn;‘.hnrnh,-"hl]]ﬂm

Mo iz Labbaik sediee i any other Hagj 7 Umrak
financing product available in the market?

Meeran Labbaik s designed o be a One Sop Shop.
Our FHajj & Umrah packapes offer a conwvenient ainsd
eany way for our customers fo maved via the options of
immediste payment, sccrued payment or even through
the specialised ssving sccounr. Char team ersures thar
complers and proper amangements with moe] sgency
have been made so thar the pilgrims can perform their
religious  dunies with complete  comdon  and
comenlence.

Mor only do the pilgrims haove muliple paymem
options, unbke amy Treved Agens, but are alio provided
with the most comenben: ond  noted ool
armangements and VESA processing. The  smapegic
slliance with M Bukhari Trovel Pakbscon for sie
thckets snd with M Bab ul Haramsin Pakdstan for
Wisa wnd KSA arrangements makes the entine journey’s
smangement & single window operazion  for
comvenlence of the customer. Furthermore, we ales
muke armngements of goups with Wisa, Hosel,
Transporr, Tiarast and confirmed rerurn airline scan
for weekly depariure,

How is a product like Labbaik Beneficial to the
bemk?

Meeran Labbaik, & not shour che benefins so the Bank,
it thie firse product which the bank has bunched s i
Corporate Socisl Responsibilicy (CSR). The produce’s
ik ds ]'u.'lp and ERCOUTERE Pakiztani Pljl'll.ll'l.l. in
performing their religious duties by simplifying the
appdication and rravel process and giving a one window
reliable solurion IlLl.Eh.lrllha.rlniﬂi.l.nl WY

Moo only does the producy increase the number of
potential customers o1 branches bur in is also helping
brand ouwr byaby coward the cusomer and highlighe
our efforts powards the spreading of the Dieon, which in
ESSC0E A ﬁ,m-d.ln'l:.nl:ﬂdlllp s an lslamic Instbacion.

Newrtheless, Mecan Labbaik i destened with the
pozential o earning 3 good peodin if desied, boweer
ehe bank has not conaldened in with & profic motive bur
rather more a5 3 CSR effort.

The econcmie shemp has affected banks globally,
What stvategy plan has been paar in place o
coenter the cwervent sitweation!

Thee financial industry has been affecoed, w0 ves we b
mken & halanced appeeach in labilioy produsces profic
ration and comsumer banking renval chonpes s thar
financing cusomers shoukl be as sarsfied as the
ﬂ-qmllmnfrh: bamikc.

We are making all possible cfforts o give value of
money 10 customer and developing produces mix w
cauter 1o different income classes.

What new praducts ave in the pipeline for 2010?

Insha'Allah in coming months, we are planning
bwnch different excining new producs, mosdy o
weallable i the [slamic Banking mdusery lke Meezn
Income Suppore Account, Education: Savings Flan,
Marriage Savings Plars, Forclgn Currency Savings
Accounis and long serm Certificare of  Islamic
Irvesemiens.

Fahim is L:ur:::n:]x.' il1i'1!t.l5;'i1'1!_:

Rerail Banking Products under

the Product i.}L'\'L'll.!]'IIIIL"'I'I[ (]

Shariah ‘..:!.1I"|t'|1|!_"|:[1|._i.'
'.it'|'!'.":r|::|'||.':'5l. and iz involved
with ]11‘1:-1_111:."T l|.:,'“'.'|.'|.'|1l'|ll.‘l'1! for

Consumer Banking
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MEEZAN BANK

TOP EMPLOYER OF REDIFEPK

Meczan Bank - Human Resouroes, with assistance of
the Special Propts Team  of the  Marketing
department  has 'n:i:l.'nﬂ].' signed @ contract with
Bosee. Pk for GV collection amd ahort listing of
patential candidabes to cater to ot country-w

fesjid iremnenis

Recognisesl as Pakdstan’s top Online Employment
Apency, Roges. services will albow the Human
Booune Department fo accelerabe  their  hising
process and identify rebovant petsonned for the Bank's
opanding branch  notwork  and  head  office

department work force.

Consumer Banking

The Conaumer Banking team continieed along in
ream building srategy Sollowing s Sonc eam one
dneam” windon, though o Fridey lunch program ot the
Comumser Banking Hub, Karachi,

bir. Fimsal Saifullab, Busines Manager - Car [arah,
commenced the secien of lenches, follomed Iw
Mr. Wiheurfchman, Basiness Manaper - Housing
Finance, Mr. Athar Haman, Head of Collection amd
larer by Mr. Kamran fafar, Head of Liakiliog & Sala
The linch program ended with 3 grand lunch
onganized by Mr Mobhsmmad Rasa, Head of
Capsumer Banking, a day peior 1o the Blemsed manrth

1.31. RDI‘HH-'}-HI

A fresh ericket scason has commenced and the Bank’s
team i all set to parcicipate in variow ovenes o b
held in the coming moaths, Two tournaments that
will we the Bank's yori in action melude the
prestigious Dannal Trophy and the Toywoea Cup,
which will be underwy woon

Meemann Bank  ataches gfgal  impodfande & s

uﬂ_fj:'“}

| Meczan Bank bhay conaistently used it career portal on

| the corporatr aehsite wwwomeemanbank.com) for

| roceiving O and for the filvering of applicams since

| i pear 2006, The hining of Rosee Pk service beings
in Further cfficiency in the hiring proces and alsa

| prcwvides an enhanced system for interested candidates
tor apply for relevant positions in the instifution,

B Ausif Haiidler

In sdidition to the consumer banking seaff, scloowed
Head Obfice srafi were also invieed 1o join in. Every
oecasion was well organissd amd complemenped with
variety of delicious dishes,

These lunch gathering: help assta in builkling a
healthy  atmmospher: .m-j friendly  worcki
emronment to provide a placform e undertand arrﬁ
interact with all szaff membens under the umbeella af
lelamic Banking,

By Masir bmam

Geared up for the Cricket Season

emplopon’ physical and mental welbbeing, As sach
the Hamk’s personnel will paredicipate in various
recteational sctbvities thar will abo incdude friensdly
cricket pamey againsg mialtinational Cimpanics amnal

ather banks

IlB}': Hirr.l.."'.}ub Baig
siatane Vice President,

Caguitad Marken - Operatlong




Story of a

Batch “Czainee Officer

Eager to build my professional career, my MBA in
Islamic Banking and Finance from the International
Islamic University Islamabad had me geared-up to
enter the industry. The degree however had still left

Islamic Banking in our society.

During my MBA, numerous debates on the financial
concepts and practicality were arranged. Professional
bankers, financial managers and Shariah Scholars
discussed and educated us via open discussion,
seminars and panel discussions proving productive
but not always convincing. Are the concepts feasible,
applicable and will they be able to impact society! Are
the Islamic Institutions capable of catering to our
financial needs! These questions remained
unanswered.

Interning at an Islamic Bank, after my Post Gradua-
tion, I was unable to explore in detail the impact and
the possibility of establishing Islamic Banking as the
preferred option over conventional banking. A notice
at the university notice board gave me the opportunity
to clear my doubts and pave my career, I applied for
the advertised Batch Trainee Officer position in
Meezan Bank.

h Exan'x.ple of Dedication

me unconvinced as to the practicality and utility of

Hastily completing the prerequisites, so as not to be
amongst the last to apply, with the grace of Almighty
Allah and prayers of my mother I was accepted and
joined Meezan Bank as a Trainee. The intense and fast
paced one month training in Islamic Banking
answered and showed practical examples of the value
and vision of the Bank and the practicality of Islamic
Banking both locally and internationally. Training at
Bhara Kahu, Islamabad, the professionals answered,
with logic and belief, the queries that previously
restricted my confidence in Islamic banking and
showed how it enables the wealth in societies to be
streamlined.

In the short time span which I have been associated
with Meezan Bank, the Bank has continued to assist
me in development of my career and increase my
understanding in the Islamic modes of financing and
banking.

I am proud to be a part of the Meezan Bank
workforce, and to play a role in making Islamic
Banking Banking of the first choice in Pakistan. May
Allah bless Meezan Bank and it progresses with leaps
and bounds.

By: Muhammad Salman Ali
BTO Batch4, Islamabad

MR. WASEEM BARI - Area Manager & Internal Trainer

“Dedication is not what others expect of you, it is what you
can give to others.”

Mr. Waseem Bari is dedicating his time and efforts to
the very serious issue of Prevention in the Area of
Fraud & Forgery. Besides his responsibilities as an
Area Manager, he has conducted 7 sessions on the
subject with two more sessions schedule this October.
He will have trained a total of over 320 staff members
in 9 sessions.

Mr. Bari is very dedicated for training upcoming
bankers and has been involved in the area
of training over the years with different institutions.

By: Khalid Magsood
Manager, Training

NFORMATIE)

What is Information?
Any Data that has a value to the organization

What is Information Security?
Information security means protecting
information and information systems from:

Unauthorized access
Use

Disclosure
Disruption
Moditication or
Destruction

How information will be protected?
There are two line of defense:

. Human: First line of defense
. Technology: Second Line of defence

What are Meezan Bank’s plans in regard to

Information Security?

SEE THE NEXT NEWSLETTER......

By: Ali Imran Khan

Manager, Information Technology
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Emplovee MName

Abdul Haseeb Memon
Abdul Mannan Qureshi
Adee]l Anwar

Adnan Zahoor Burt
Amin Hyder Chohan
Amijad Ali

Ageel Mushta

Asif Ehsan Sheikh

Asif Hameed

.ﬂsif},:;;:d
Arif Rashid Bajwa
Faisal Amjad Durrani

Farrukh Ali
Eatima Haﬂ:i;
Fa Ahm
lm?:: Mahmood
%mmn Eﬁhﬂhr

[4H |
Irf?r? Aslam
Ismail Shahzad

wnaid Arwar Shaikh

rim Nawaz

Khurram Shuja
Khurram Waheed Rishi

Circular Road, Lahore

imabad, Hyderabad
ue Area, Islama

Bohar Bazar, Rawalpindi

Clock Tower, Faisalabad

Gulberg, Lahore

Serena Hotel, Faiskabad

F-10 Markaz, Islamabad

Mew Airport Road, Lahore

Gulberg,

Gulberg, Lahore

Blue Area, Islamabad

Gulberg, Lahore

Brandreth Road, Lahore

Azam Cloth, Lahore

College Road, Lahore

Urdu r, Lahore

PNS%I{nrnchk

Dera Ghazi Khan

Jodia Bazar, Karachi

College Road, Lahore

Employes MName

Mansoor Ahmed Khan
Manzoor Ahmed
Mubeen Ahmed
Muhammad Ali Qureshi
Muhammad Naeem
Muhammad Nasir
Muhammad Naveed Akhear
Muhammad Riaz Ahimed
Muhammad Salman
Munaf Usmani
Omer Ashraf Nizami
Sabir Mazir Hussain
Salaar Tehsesn
Sheikh Muhammad Asif
Syed Ahmed Ameed Tabish
Syed Muhammad Omer
w«d Tahir Mushiag Gilani

arveer Faroog
Tariq Mehraj
Lisman Fida Mubammad
Yasir Faman
Yousaf [
Yusuf Khan
Zahid Sharif

Clifton, Karachi
Circular Road, Lahore
Blue Area, Islamabad
Circular Road, Lahore

Okara

Rahim Yar Khan
Gulberg, Lahore
Circular Road, Lahore
PNSC, Karachi

PMSC, Karachi

DHA Phase [V, Lahore
PNSC, Karachi

Blue Area, Islamabad
GPI"EE, Kﬂ;ﬂli
A
Ha“ﬁm
Abdali Road, Multan

PNSC, Karachi
College Road, Lahore

MEEZAN BANK'S

Head of Treasury & Financial Institutions elected as

GENERAL SECRETARY Of FMAP

Muhammad Abdullah Ahmed, Head {,]-!'-TH:E.HIIT? & Financial Institutions, Meezan Bank Lid. has been

elected General Secretary unopposed of the Financial Markets Association of Pakistan (FMAP) for year
2009-2010. The election was held at the Annual General Mecting of FMAP held at a local hotel. Abdul-

lah was also the rreasurer of the curgoing FMAP execurive committee.

FMAP is a non-profit professional body of the Money Marker and Foreign exchange dealers of banks,
financial institutions, and brokerage houses in the country, and is affiliated internationally with

Association Cambiste Internationale, Paris.

Another CFA CHARTER holder

It is a moment of great pride that Syed Amir Ali, EVP & Head of
Investment  Banking  has
qualification. Amir is a gold medalist Chartered Accountant from
the Institute of Chartered Accountants of Pakistan (ICAP), a
member of the Association of Chartered Certified Accountants
(ACCA, U.K) and a gold medalist MBA in the field of Marketing.

We take this opportunity to congratulate him on his success and

successfully

wish him all the best in his future endeavors,

completed  his

“* Recruitments for the last three months

www.meezanbank.com




