
kic©Gnuvtþn_l¥RbesIrGMBIkic©karFnaKarsRmab; SMEs – karkMNt;mUldæaneRbobeFob 

bnÞat;GaCIvkmμFnaKarsRmab; SMEs
PñMeBj éf¶ TI 30 Ex vicäika qñaM 2007

tUnI lItehÁa

RbFanGñkÉkeTs

TIpSarhirBaØvtßúBiPBelak



KeRmagkMNt;mUldæaneRbobeFobcMeBaH SME BiPBelakrbs; IFC

RtYsRtayKMnitpþÜcepþImrbs; IFC edIm,IkMNt;mUldæaneRbobeFobénkic©Rbtibtþil¥RbesIrcMeBaHkic©kar 
FnaKar sRmab; SMEs

• eKaledA-kMNt;ktþaeCaKC½ysMxan;²elIkargarFnaKarsRmab; SMEs nigrMelccMNgTak;TgrvaglTæpl 
kargarnigKMrUGaCIvkmμ dMeNIrkar nig]bkrN_

• lMhat;rmmankic©RbtibtþilRbesIrrbs;FnaKar 5 enA OECD nig 6 enARbeTsEdlmanTIpSarkMBugrIkceRmInfμIY ©R þ ¥R R S u R μ

eKalbMNg

• pþl;»kasmantémøcMeBaHFnaKarEdl)ancUlrYm edIm,I³ 

¬1¦ kMNt;mUldæaneRbobeFobnUvkic©Rbtibtþirbs;FnaKarCamYyRKwHsßanFM²elIEpñk]sSahkmμ nig

¬2¦ KaMRT IFC elIebskkm μrbs;xøÜnkñúgkarelIkkMBs;karyl;dwgrbs;BiPBelakGMBIktþaeCaKC½yenA 
kñúgkic©karFnaKarsRmab; SMEs nigCRmujskmμPaBFnaKarsRmab; SMEsenAkñúgTIpSarkMBugrIkceRmInfμI² ú ú
RsbCamYytYGgÁnaMmuxdéTeTot

• bEnßmtémøcMeBaHGtifiCn nigédKUrbs; IFC tamry³karelIkkMBs;TRmg;énkargarRbwkSaEpñkCMnYybec©keTs 
rbs; IFC
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Rkbx½NÐsRmab;vaytémø³ Ep¥kelIkarBinitüemIlskmμPaBFnaKar 

sRmab; SMEs rbs; IFCR

Rkbx½NÐviPaKeBjeljelI 5 Epñk³

•PaBdac;Cagkg;² nigKMrUGaCIvkmμ

kic©karEdlRtUvbMeBj³

•r)aykarN_BinitüemIlsßanPaBU

•plitpl

•bNþajlk; nigRbKl;

•karRKb;RKghaniP½y\NTan

ü

–xøwmsarsegçbrYm

–lTæplhirBaØvtßúrbs;FnaKar

–karviPaKGMBIKmøat ¬BinitüemIlkgVHxat¦•karRKbRKghanPy\NTan

•B½t’manviTüa nigRbB½næB½t’manRKb;RKg

ø ü V

–karkMNt;mUldæaneRbobeFob nigkareFVIcMNat;fñak;

•Gnusasn)sRmab;GPivDÆn_
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rbkKMehIj

skmμPaBFnaKarsRmab; SMEs KWCa»kasl¥mYy eTaHbICamanbBaðaRbQmkþI eKGacTTYl)an 

cMeNjy:ageRcIn

eTaHbICaenAbNaRbeTs OECDkI FnaKarkMBgEtenAeronsRt nigEklMGKMrGaCIvkmrbs;xnT b b þ Rb T O C þ u o UR l U μ b øÜ

• FnaKarcUlrYmPaKeRcInCaFnaKarEdlbeRmI SME Gs;ry³CaeRcInqñaM b:EnþBYkeKEklMGKMrUGaCIvkm μrbs;BYkeK 

CaRbcaM edIm,IbegáInlTæPaBrkR)ak;cMeNj nig-b¤BRgIkskmμPaBbEnßmR , á æ R j ¤ R μ ß

• KMrUGaCIvkmμkñúgeBlbc©b,nñTMngCamanGayuticCag 2 qñaM

KMrcMnn 11 kMBgsitenAkgdMNak;kalbzmenAeLIyU Y u ß ñú L

manKrUEt 6 kñúgcMeNamKMrUsrubcMnYn 17 manTRmg;CaKMrUsßaBr

enAkñgKMrUrIkceRmInTaMg 6 enaH manKrU 5 kMBugRtUv)anEklMG
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FnaKarcUlrYmcat;Tukfa SMEs manlkçN³CayuTæsaRsþ

enAEtbeRmIminTan;RKb;RKan;

: kñúgsßanPaBKμankareRbI»kas eyIgcat;Tukfa SMEsKWCaEpñksMxan;mYyedIm,IeRCotcUl  :

eFVIsmahrNkmμCamYyEpñkepSgeToténesdækic©

: cMNucsMxan;énGtifiCnFnaKarÉkCnrbs;eyIgKWm©as; SMEs :

E i itamEbbBBFkmμ

: FnaKarcaM)ac;RtUveFVIBiBiFkmμcMeBaHplb½RtvinieyaK  bMEbkR)ak;cMNUlrbs;xøÜnCaEpñkcMNUltUc² ehIy 
BMuEmnRKan;EtcUlrYmenAkñúgkarrYmsm<½næniglTækmμeLIy  :ú

Income Growth SME vs Total Bank
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… ehIyskmμPaBFnaKarsRmab; SME pþl;nUvR)ak;cMeNj…

: TIpSar SMEEdleRskXøansac;R)ak; )ankøayCacMNucTak;TajfμIbMputénvis½yFnaKar  :

: karpl;\NTa elIssmtlü 50 000dlar Edl a karFa a pl;[SME eRcI Etpl;R ak;cMNl karpþl\NTanelssmtulü 50>000duløar EdlKμankarFana pþl[SMEs eRcnEtpþlR)akcNUl 

eRcInCagkarpþl;\NTanpÞHsEm,gEdlmanTwk)ak;es μInwg 300>000 duløar :

: SMEsesInwg 10 PaKryéntelxplb½Rt\NTan b:Enplb½RtTaMgenaHpl;R)ak;cMNlesInwg 50 PaKryén  SMEses μng 10 PaKryéntYelxplbRt\NTan buEnþplbRtTagenaHpþlR)akcNUles μng 50 PaKryén 

R)ak;cMNUlFnaKar  :
ROA SME vs Total Bank
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… eTaHbICamanbBaðaRbQmkþI

man]bkrN_B½t’manviTüa-RbB½næB½t’manRKb;RKg

 3 Most Important Challenges in SME Banking
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rbkKMehIjsMxan;²

skmμPaBFnaKarcMeBaHGaCIvkmμFuntUc nigskmμPaBFnaKarcMeBaHshRKasFunmFüm μ μ u U μ R u ü

KWCaGaCIvkm μBIepSgKñaEdltRmUv[manKMrU dMeNIrkar nigRkumÉkeTsdac;edayELkBIKña

esvaFnaKarsRmab; SMEminEmnRKan;EtCakarpþl;\NTancMeBaH SMEenaHeT

• plitplR)ak;beBaI nigplitplRbtibtikarKWCakmaMgCRmjcMbgénlTPaB)anTTlR)ak;cMeNjrbs; SME• pltplR)akbeBaØ ngpltplRbtbtþkarKCakmøagCRmujcbgénlTæPaB)anTTYlR)akceNjrbs SME
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karrkR)ak;cMNUl³ \NTanBMuEmnCacMNucsøÚlenaHeT

Revenue Break Up of 
Traditional Banking 

Products

: eyIgcaM)ac;RtUvEkERbninñakarrbs;FnaKar[Kitfa RbsinebIFnaKarminpþl; 

\NTaneTenaH² BYkeKmin)anbMeBjkic©karrbs;xøneLIy  :
Middle Market
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karbegáItcMNucEdlRtUvykcitþTukdak; caM)ac;RtUvmankarcat;taMg 

bKlikEdlmankarebCacitxs;buKÁlkEdlmankarebþCJactþx<s

esvaFnaKarsRmab; SME BMuEmnCa 

viTüasaRsþkaMRCYcelLIy b:uEnþkic©kar 

M ; ;v W v _sMxan;rbs;vaKWkarGnuvtþn_

SMEesvaTeTA esvaBaNiCkm2
esvaBaNiC¢km μFnaKar 2

KMrUTI 1³ SME enAkñúgEpñkCMnYj

esvaTUeTA

KMrUTI 3³ GgÁPaBSME EdlmankarebþCJacitþx<s;

SMEesvaTUeTA esvaBaNC¢km μ

MMSB

FnaKar 2 *

MMCorp.

¢ μFnaKar 2

SB

U

*1 with no sub SB and MM units

KMrUTI 2³SME enAkñúgesvacMeBaHGtifiCnTUeTA

esvaTUeTA esvaBaNiC¢km μ
FnaKar 2 *

SB MMCorp

esvaTUeTA

Cons

esvaBaNiC¢km μ
FnaKar 2

KMrUTI 4 karbMEbkecjBIKña

SBCons. SB MMCorp. Cons.MM
*1 with no sub SB and MM units
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niymn½yERbRbYlCaxøaMgcMeBaHlkçN³vinicä½y

FnaKarPaKeRcIn)anbgðajfaTMhM\NTanBMuEmnCalkçN³vinicä½ysmRsbeLIy

• FnaKarPaKeRcInERbRbYlBITMhM\NTaneTAkan;lkçN³vinicä½yTMenIb eRkayeBlRbmUlpþM nigviPaKTinñn½y R R R Y ç ä R R U þ ú ñ
cMeBaHGtifiCnrbs; SME

• TMhM\NTanminkMNt;GtþsBaØaNGñkminx©IR)ak;eLIy.GacrYmmanRkumh‘unFM²EdlmanhaniP½ytictYc. 
haniP½ycMeBaH SME k¾GacERbRbYlCaxøaMgtameBlevlapgEdrR R Y ø

Main indicators used to define the 
segment

L i

Client's net
worth

Funds Under
Management

Loan size

: lk μN³vinicä½yGMBIkarEjkecjBIKña caM)ac;RtUvEtRtUvKña 

C i ½ Ed

0 2 4 6

Client's
annual sales

Client's no of
employees

CamYyTnñn½yEdlelakGñkman
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yuTæsaRsþCYyCRmujdl;karlk; CayuTæsaRsþEdlmansar³sMxan;

viFIsaRsþBhubNþaj

• BhbNaj rmman³ saxa mNlTrs½B RbFanRKb;RKgTMnak;TMng GkGPivDÆn_GaCIvkm FnaKarGineFIrEnt• BhubNþaj rYmman³ saxa mNÐlTUrsBÞ RbFanRKbRKgTnakTng GñkGPvDÆnGaCvkm μ FnaKarGuneFrEnt 

Pñak;garrk RbPBBIxageRkA nigm:asIunebIkR)ak;sV½yRbvtþi

FnaKareRbI)as;Rkumlk;EdlmankarebþCJacitþx<s; edIm,I)anTTUlGtifiCnviessbMputR R u þ J þ < , U u

• viFIsaRsþGñkRbmaj;nigksikr³ rYmman  :GñkRbmaj;  : GñkGPivDÆn_GaCIvkm μ EdlmankarebþJacitþx<s; edIm,ITTYl 

)anGtifiCnf μ I

• FnaKarcat;fñak;GñkGPivDÆN_GaCIvkm μfaCabNþajsMxan;bMput edIm,ITTYl)annUvGtifiCnsRmab;TIpSar 

FunkNþal

• FnaKarcat;fak;RbFanRKb;RKgTMnak;TMngfaCabNajsMxan;bMpt edIm,ITTl)anGtifiCnsRmab;GaCIvkmFnaKarcatfñakRbFanRKbRKgTnakTngfaCabNþajsxanbput edm,TTYl)anGtfCnsRmabGaCvkm μ     

FuntUc
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karFana\NTanEdlmanlkçN³ÉkraCüKWCaviFanTUeTA

KμandMeNaHRsayNamYyGacedaHRsayerOgr:avRKb;CMBUkeLIy>>>

• RKwHsßannanaKb,IkMNt;brimaNhaniP½y nigbnSIdMeNIrkarnanaCamYycMENkhaniP½yEdlRKwHsßanTaMgenaH R , Sú Y R

h‘anRbfuy CaCagGnuvtþKMrUEdlmanlkçN³sþg;dar

• KMrUcat;taMghaniP½yRtUv)ankMNt;CamUldæanedaybrisßan RbvtþiFnaKar TIpSareKaledA nigktþaelIkTwkcitþ 

cMeBaHmRnIenAtamsaxaceBaHmRnþenAtamsaxa

FnaKareRbIR)as;KMrUxusKñaedIm,IseRmc)annUvÉkraCPaBEpñk\NTan

• GgPaBFana\NTanEdlmanlkN³RbmlpM ¬mRnI\NTanenAsak;karkNal benAtamtMbn;¦ raykarN_GgÁPaBFana\NTanEdlmanlkçN³RbmUlpþú ¬mRnþ\NTanenAsñakkarkNþal b¤enAtamtbn¦ raykarN 

Rtg;eTAkan;EpñkhaniP½y\NTanBiPBelak edayKμanTak;TgCamYykRmitGaCIvkmμeLIy

• RkumFana\NTanvimCÄkar ¬mRnþI\NTanenAtamsaxa¦ b:uEnþkarraykarN_eTAkan;\NTansaCIvkmμBiPBelak 

C wg _ A ; ; gCamYyngkarraykarNeTAkanRbFanRKbRKgsaxa 

• eRbI]bkrN_dak;BinÞúsV½yRbvtþi EdlbegáIteLIg-pþl;suBlPaB CamYyRkumNTanÉkraCü-RbmUlpþMú

ÉkeTsPavbnIykm nigbeckviTüaEklMGRbsiTPaB
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ÉkeTsPavUbnykmμ ngbec©kvTüaEklGRbsTæPaB>>>



FnaKarKUsbBa¢ak;GMBItRmUvkar[manTinñn½y nigviTüasaRsþviPaK 

tamEbbtkáviTüac,as;las;á ü ,
FnaKareRbIR)as;Tinñn½yenARKb;kRmit

• enAkñúgkarlk; sRmab;BinitüemIlCamun nigbegáItTinñn½ymUldæanEdlGacman Tinñn½ysþIBI\riyabfrbs; 

¾ EGtifiCnk¾CYybgálkçN³dl;karlk;plitplb¤esvabEnßmdl;GtifiCn

• enAkñúgkarRKb;RKghaniP½y\NTan eKRtUvkarTinñn½yépÞkñúgnigépÞeRkAsRmab;dak;BinÞú sRmab;viFankarbgáa 

enAkñgdMeNIrkartamdan\NTan nigedIm,Ipþl;GaTiPaBelIkic©RbwgERbgRbmUlbMNulñú , þ ©R R R U u

• B½t’manTIpSar nigmtieyabl;rbs;GtifiCndak;bBa©ÚleTAkñúgkarPivDÆn_plitpl

• KN³RKb;RKgtamdany:agCitsñiTænUvlTæPaBpþl;R)ak;cMeNj nigtYelxhaniP½ysRmab;tamdanlTæpl 

Gnuvtþn_

• edIm,IviPaKTinñn½yenH FnaKarksagRkumviPaKd¾BUEk

vi M I ; M v I I f C w é ; MkarvPaKGBlTæPaBTTYl)anR)ak;ceNjRtUv)anemleXjfaCaKnøHénkarkat;bnßycNay

• kRmitplitpl

• kRmitGtifiCn
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Marginal Value Customers
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kRmtGtfCn
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snñidæan

esvaFnaKarsRmab; SME Gacpþl;plcMeNjCaxøaMg b:uEnþBMuEmnCa  viTüasaRsþkaMRCYcenaHeT

KμandMeNaHRsayNamYyGacedaHRsayGVITaMg)anTaMgGs;enaHeT>>>

>>>FnaKarEdlmaneCaKC½yTMngCaGnuvtþlkçN³vinicä½ydEdl³

• karepþatkarykcitþTukdak;EdlmanlkçN³CayuTæsaRsþ

• d ; I• PaBdac;ecjBKña

• FnFanmnusSEdlmanÉkeTs-EdlmankarebþCJacitþ

• esvaFnaKarsRmab; SME BMuEmnRKan;EtCakarpþl;\NTandl; SME enaHeTu

• bNþajpþl;esvaCaeRcIn

• sV½yRbvtþikmμ nigbec©kviTüa

• PaBBwgEpkelIviTüasaRsviPaKtamEbbtkviTüa edIm,IRKb;RKgplb½Rt• PaBBgEp¥kelvTüasaRsþvPaKtamEbbtkávTüa edm,RKbRKgplbRt

mansMNrEdrbeT?
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