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ABSTRACT

Agro Bank is one of the leading financial institutions in Malaysia. insani
is one of the products for education available at Agro Bank to support
students to further their studies in local or overseas institutions of higher
learning. The main reason of this research is to examine why this product has
a low demand after four months existing in the market. Based on the matter,
this research has been conducted for the evaluating purpose to evaluate the
performance of Insani in terms of marketing strategy. This organization should
emphasize marketing strategy to ensure that the objectives are achieved and
thus reflect Agro Bank as an established organization. The selected company
for this study is Agro Bank Malaysia Berhad because it is one of the banks in
Malaysia well-known in the agricultural sector. This study focuses the new

product “Insani” which has existed in the market.

For the purpose of conducting this study, descriptive research was
used. All the data collected are taken from primary and secondary data. The
primary data are collected by interviewing staffs at Agro Bank and as well as
distributing questionnaires. Besides that, the secondary data are collected
from the intranet (Agro Bank website), internet, manual of Insani and media
printed (newspapers and magazines). Based on the findings analysis, it is
able to identify the important factors influencing the demand of Insani.
Hopefully, from the findings of this research, it can give advantages to the

company and the demand of Insani.



1.0

1.1

CHAPTER 1
INTRODUCTION
Introduction

Since Agro Bank corporatization on the 1% of April 2008, a lot has happened,
giving us a new experience. The changes propagated, particularly the change
in entity should encourage and made us braver to move along with the
commercial banks. Changes are necessary for us to compete effectively with
them and it is our responsibility to change and propagate them. We need to
change to shoulder the heavier challenges of today, tomorrow and as long as

we are in Agro Bank.
Background of the Company

Agro Bank was established in 1969 under the Act of the Parliament of
Malaysia No0.9/69 on September 1 1969 as "A development finance
institution directly involved in financing the agriculture sector." It commenced
operations on Jan 1st, 1970. The corporatization will enable the bank to offer
competitive and comprehensive financial products and venture into new
business activities which the bank is currently unable to undertake due to the
limitation of the current BPM act. Among the new products and activities will
be agriculture, life and general insurance, credit card service, credit
guarantee, investment, capital market, internet banking and current account.
On 8 April 2008, Bank Pertanian Malaysia changes its new name to Agro

Bank.
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