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ABSTRACT

The objective of this paper is firstly to determine the level of understanding of people
towards Regular Saving Plan, which is an investment product by CIMB Wealth Advisor.
Secondly,to identify the relationship between all independent variables and people
understanding towards Regular Saving Plan. Lastly to identify the most influence factor that
contributes to the understanding of people towards Regular Saving Plan. The respondent of this
study were among the staffs of Perodua Manufacturing Co. in Rawang, Selangor and 60
questionnaires had been distributed. The sampling method that been used is nonprobability
sampling, that is snowball sampling, which is an initial group of respondents, is selected, usually
at random. Subsequent respondent are selected based on the referrals or information provided
by the initial respondents. This process may be carried out in waves by obtaining referrals from

referrals.

The independent variables are method of promotion strategy, consultant/salesperson
and integrated marketing communication. After been tested, the result shows that the level of
people understanding towards Regular Saving Plan is only moderate based on the mean value
0.365. while the relationship between independent and dependent variable shows that method
of promotion strategy and consultant/salesperson are positive based on the significant, while
integrated marketing communication is not significant, negative relationship. The most influence

factor are method of promotion strategy and consultant/salesperson.



LIST OF CONTENTS
TITLE
ACKNOWLEDGEMENT

TABLE OF CONTENT
ABSTRACT

CHAPTER 1:

CHAPTER 2:

INTRODUCTION

1.1 Background of the Study

1.2 Background of the Company
CIMB WEALTH ADVISOR

1.3 Problem Statement

1.4 Research Questions

1.5 Research Objectives

1.6 Theoretical Framework

1.7 Hypothesis

1.8 Significance of the Study

1.9 Scope of Study

1.10 Limitations of the Study

1.11 Definitions of Terms

LITERATURE REVIEW

2.1 Introduction

2.2 People Understanding towards Regular Saving Plan
2.3 Method of Promotion strategy

2.4 Consultant/Salesperson

2.5 Integrated Marketing Communication

PAGE

14

15
16
16



CHAPTER 3:

CHAPTER 4:

CHAPTER 5:

RESEARCH DESIGN AND METHODOLOGIES

3.1 Introduction

3.2 Research Design

3.3 Population

3.4 Sampling Design

3.5 Data Collection Method
3.6 Data Analysis

3.7 Conclusion

ANALYSIS AND INTERPRETATION OF DATA

4.1 Introduction

4.2 Reliability Analysis
4.3 Respondent Profile
4.4 Statistic

4.5 Correlation Analysis

4.6 Regression Coefficients

CONCLUSIONS AND RECOMMENDATIONS

5.1 Conclusion

5.2 Recommendations
BIBLIOGRAPHY
APPENDICES

APPENDIX | Questionnaires
APPENDIX Il  Tables

18
18
19
29
21
26
26

27
27
29
35
36
39

40
42

44

45
46



1.1 BACKGROUND OF STUDY

Understanding people towards a product is important for organizations. In this
project, | will focus on factors that contribute to the understanding of people towards
Regular Saving Plan, such as method of promotion strategy, consultant and
integrated marketing communication as tools to identify the level of understanding of

people towards Regular Saving Plan.

1.2 CIMB WEALTH ADVISORS BACKGROUND

CIMB Wealth Advisors was incorporated in 1990 and has since then grown into one of
the largest retail distribution arms in the financial services industry with a dynamic sales
force of about 6000 FIMM (formerly known as FMUTM) registered consultants and

financial planners.

CIMB Wealth Advisors offers investment and financial planning advisory services
through the distribution of best of breed mutual funds and other innovative products
across asset classes from reputable fund houses. CIMB Wealth Advisor create value for
customers through work value of “forward thinking”. CIMB do this by being able to
anticipate customer investment needs with the best selection of innovative products and
professional advice. CIMB Wealth Advisor philosophy is to create value for the
customers; to enable people to be true professional advisors; and to have integrity to
speak and act honestly and sincerely to allow customers to entrust their business to

them..
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