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ABSTRACT

This research was carried out to find out the customers awareness toward SEDAR
for Bank Simpanan Nasional (BSN), where by it will help the bank in their

marketing activities for the scheme.

The finding showed that BSN has fail to create their customers awareness on the

major benefit of SEDAR scheme..

Due to the fact, the researcher hopes that the finding and recommendation will
represent the effectiveness of BSN fo create the awareness and increase the

numbers of depositors in SEDAR.

As a fully guaranteed by the government and the only saving bank in Malaysia,
BSN can make this scheme one of the main product for saving campaign to the
Malaysian with a proper marketing activities to create the awareness about the

existing SEDAR.
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