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ABSTRACT

This research was conducted to study customer intention of wsing business advisory

service: A Case Study of SME Bank The objective of this research is fo ideniify facior
influence customer intention of using business advisory service. This study also was
conducted to know the degree of clients’ intention of using business advisory service.
Finally, the purpose of this study is to recommend some ideas or suggestions that can be
considered by SME Bank to identify factor contribute customer intention towands their
business advisory service. The researcher had distributed the quesnionnaire among [30
SME Bank Kota Bharu Branch existing clients. Perceived benefit of use. trust. kmowledge
of service offered. advisor business skills and cost are the independent variables that
being selected by 1he researcher. After collecting the data and anahze it, the result shows
that there is association or relationship between these independent variables customer
intention of using business advisory service using correlation analysis. But by using Chi
Square test, cost factor showed no relationship with customer intention of using business
advisory service. The finding also shows that the most coniribute Jfactor towards
customer intention of using business advisory service is perceived benefit of use. By
conducting this research also, the researcher hopes that SME Bank can improve their

promotion activities in order (o increase customer intention of using business advisory

service.
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