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The Maisarah Islamic Banking Services Sharia
Supervisory Board (the SSB) has been presented
with the below described Privilege Banking “Al
Rifaa” for approval.
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Introduction:
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As a part of Retail strategy to make the premier
banking a major contributor for growth in Retail
segment, we are proposing to complement the
premier banking proposition by offering Privilege
banking “Al Rifaa” to the bank customers.
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“Al Rifaa” Privilege banking will target the Mass
affluent segment to increase the bank base of retail
customers and increase the penetration of the bank
product which will eventually contribute to the
Retail bottom line numbers.
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Maisarah Customer Base
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The number of tagged customers under the Mass
Affluent segment which will change to “Al Rifaa”
segment is 2,322 customers. These customers
currently contribute to 6% from the liability
portfolio, 26% from total asset portfolio.
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1,071 customers out of 2,322 transferring salaries
to their account with the bank. 1,018 availed
finances and 176 are having Credit Cards.
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Regarding the salaried individual’s database, the
bank is having a portfolio of 5,742 customers
transferring their salaries to the bank. Out of the full
base, 19% of customers are falling under the Mass
Affluent Segment (OMR 1,000 to 2,999).

*Data as of 28 February 2023
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Target Segment:
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In line with Retail Strategy, the focus of Premier
banking is Growing by building a comprehensive
module to onboard customers, increase penetration,
cross sell and up- sell to reach the desired business
volumes.
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To achieve the business goals, the main target is to
acquire salary base customers by running targeted
campaign with attractive rates on finances, then
cross sell cards. The second focus is to build Current
Account and Saving Account (CASA) by attracting
customers who meet the eligibility criteria by
offering attractive exclusive offers and benefits and
direct marketing. The third focus area is to retain the
existing customers by identifying their need and
close any potential gaps.

3 Jien ed ) bl 0B JLsY) Ol gid T
IV e Sl Calg,y O gadeny ) L1 Se B Uiz
Aol o By ) ol Ougnd By 5 e clid]
05 bl ala o o b 1] SMISTy o sedl e
Slleay & W olled slas] e a5l 2,y 587 )
IOl e GV by i) el LS e s b 5
ooy AN G sl g Bl & 2R T LISy (254l 20
@3 PO e Gl LG Blas-Y 3 S el

ke ol & ol Bl ALz

Business Objective:
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The bank strategy for Retail Banking focused on
Growth in number of customers, income and main
business drivers as below:
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a) 2,322 customers flagged as Affluent in core.
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b) System clean up (downgrade process) will take
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place once system is ready. Tials
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d) Growth in customer base and deepening of
existing relationships should add 1.2mn to
bottom line of Al Rifaa segments by 2024
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e) Growth in liability portfolio should lead
premier banking segment profitability
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f)  Focus growth in CASA

sl bl 5 a U oLl & Je ST (G

Page 2 of 7




.
MAISARAH

g) Keep tight control on the quality of service ggfox Jeald 87 e aenal) lead) 85 o 43 6 (5

provided to reduce any possible attrition of

business.
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Proposed

Proposal - sall

Rationale

Salary OMR 1,000
Saving Deposit OMR

-

Eligibility criteria is set to target the salaried individuals and

Eligibility 10,000 depositors in CASA.
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All banks are issuing Platinum Debit Cards to the privilege banking
segment, however, due to its unavailability in MIBS, we have
agreed to continue to use standard visa debit card with customized
design for Al Rifa customers. Fees and charges are as per the
approved Schedule of Charges (SOC). The customer will get a free
Al Rifaa design Debit Card at the time of upgrade of the account
(Including NTB). Following years, the customer will be charged as
per the approved SOC.
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Card Business Team to work on launching Platinum Debit Card
once the customer base expands.
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The charges are per the approved SOC. However, Quarterly
campaigns for waiver of fees & Bonus loyalty points will be rolled-

Credit Card Titanium out. This will need additional approvals from the management.
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To ensure profitability and that only eligible customers are within
the segment, customer profiles will be reviewed on a quarterly
basis to confirm they continue to meet the criteria or charged as
Fall below
fees OMR 5 Monthly approved.
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Banking Fees

As per the approved

As per the approved, however, periodic campaigns will be released
to increase the utilization of specific bank services. This will need

& Charges SOC additional approvals from the management.
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Saving account will be Onboarding campaigns will be rolled out from time to time. This
Account opened to will need additional approvals from the management.
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Auto mass customers will . i L o
2pblv to Al Rifaa rolled out from time to time. This will need additional approvals
AT PPY from the management.
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Lounge Only to Credit Card | As part of the Credit Card Scheme customer will get access to
access customers Airport lounges.
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Special & Exclusive
offers will be

Special & exclusive offers will be introduced from time to time as
per the agreed calendar with other stakeholders. This will need

Special Offers introduced additional approvals from the management.
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Launching & Evolution of the segment
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We are planning to launch the segment as soon as
we obtain the necessary Regulatory & internal
approvals and receive all the necessary collaterals.
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Phase 1: The Bank will launch the proposition with
focus on branding and market visibility, focus
Assets, Liabilities & Cards and promotional
campaigns.
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Phase 2: This stage of aggressive customer
acquisition campaigns, add more benefits to the
segment and engage with customers.
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Phase 3: focus on product bundling, improve
service channels, Wealth management and
exclusive offers and campaigns.
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Strategic impact
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The Bank is launching the segment to offer its
customers a competitive comprehensive financial
solution. The Bank is looking to increase its market
share for the above segment and retain the existing
customers.
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Financial Impact
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The Bank will charge OMR 5 for customers who
don't maintain the desired minimum relationship
criteria. The bank will also give a preferential rate
to customers for Liabilities & Asset products from

P AN U TSRt PR P FRC IRl
s ) ot LaS™ g el el e 3081 doel) 6 g2l

Page 5 of 7




time to time to increase the penetration and
achieve the targeted numbers assigned by the
bank. The segment aim is to increase the core
banking products penetration and to increase the
overall retail fee income.
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Operational Impact
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The eligible customers accounts will be upgraded
after accepting the Privilege Banking “Al Rifaa”
terms and conditions. Premier Banking Support
team will upgrade/ downgrade the customers
based on the requests from branches. The
customer can also have the option to downgrade
his account at any time. This is also to ensure that
we comply with CBO regulations to insure that the
customer accepted the terms & conditions of Al
Rifaa segment.
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Risk Impact
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The customer account will be upgraded after
accepting the terms and conditions. The customer
will receive an SMS alert informing him his account
is upgraded. A similar alert will be sent to
customers before the account falls below the
criteria or downgraded.
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Resources and Unite structure
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Initially, the business requires a support staff for
the upgrade/ downgrade process and support
Head of Priority Banking in other operational tasks.
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Sharia Supervisory Board Resolution: ‘a2l 46 ) aga ) 3

The Sharia Supervisory Board having reviewed the 5ol L all Slead) Lols e )l L6 ) s coaxl,
details of Privilege Banking “Al Rifaa” as per the i . i o .
above is of the view that the subject Privilege | Ssdl 28l clead) OL i)y oDl 5, 57401 Tand )

Banking “Al Rifaa” is in conformity with the oSN s Ll ¢ : e Mg s
LSl ) isole T | axd
provisions of Islamic Sharia. {1 2 20 2 ¢ & B )

We seek Allah guidance and Allah knows the best. 'V‘M ;‘»\) b Ll M Il
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Date: May 31, 2023
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