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3. DISCUSSION GROUP ORGANISATION  
 
1)Select of  the sample was done according to these criteria: 
 Net monthly income per household: 
a. Up to 3,500 lei 
b. 3501-6000 lei 
c. 6001-9000 lei 
d. More than 9,000 lei. 
 Sex: Male / Men 
� Age: 
a. 18-29 years 
b. 30-44 years 
c. 45-61 years 
d. 62 years and over 
� Education (education and training)a. secondary education 
(vocational school, college, post secondary school)b. higher 
education (university and postgraduate) 
 Occupation: 
I. The individual entrepreneur 
a) employer 
b) self-employed 
c) farmer 
II. Employee 
a) Manager 
b) specialist degree 
c) high school staff (clerk, technician, etc.) 
III. Retired housewife. 
A discussion group consists of nine people. 
2)Recruitment of participants was based on the selection 
questionnaire, the following questions: 
 Use a financial and banking products and services 
 Age 
Net monthly income per household 
Education 
Occupation 
3) Preparing the conditions for the discussion group: 
One Period: June 2004 
Location: hall discussions in a society commercial. 
4) bad place for group discussion guide based on conversations 
held for 180 minutes.  
5) The final report was based on data analysis and processing, 
(Brigham, E., Gapenski, L., Ehrhardt, M.,1999). 
 
4. CONCLUSIONS 
 
     The main issues raised spontaneously by respondents about 
CEC Bank were: Image banks with specific attributes. Reveals 
that CEC Bank has a distinctive, being the most popular bank in 
terms of details, namely: low fees collected (78%), reliability 
and work according to schedule (67% ), safe, comfortable 
location units (44%), but bureaucratic (44%).Banking sector 
continues to develop in all economies, the impact in other 
spheres of activity, context is imperative that an effective 
marketing management by applying specific techniques and 
scientific methods. 
    Marketing in  and financial industry by surprise today new 
forms of expression under the impact of rapidly changing 
environment where the consumer society and mass production 
stimulates competition and lead to extended use financial and 
banking products and services in all walks of life (Bruhn, M., 
2002). Though marketing is so familiar to the financial industry 
banks are not old times when banks reduced interest manifested 
towards this science. Although marketing was born in the early 
twentieth century, concern bankers begin marketing the 50 
years, with strong development of the tertiary sector. In the 
past, banks tightening impressed by displaying an image, 
showing that some real Greek temples, the glacial clerks greet 
you. Attracting clients achieve solely on reputation and the 
number of banks, and customers that matter, was reduced. 

 
Discontent of those interviewed were expressed verbally 

(33%) or referred to the loans (22%) and cards (11%) and were 
resolved through discussion with bank personnel. Not 
expressed dissatisfaction refers to the interest on deposits in 
foreign currency (11%) which is considered unattractive. Note 
that none of the subjects did not consider it necessary to 
expressdissatisfaction in writing.Reasons that may cause clients 
to other banks are leaving due to facilities that may be offered 
by the competition: higher flexibility (44%), can easily get 
loans, including to companies that are lost and need much 
money to revive (22%), higher efficiency (11%), lack of 
congestion (11%), attractive interest rates (11%). 

The main disadvantages were raised bureaucracy (67%), " 
to loans (11%), sometimes specifically the lack of economic 
knowledge staff (22%) and mistrust towards people manifested 
employees(11%).Information on bank products and services is 
directly counter, customers did not specifically noted in bank 
advertising (unless it is a known bank! -11%) Than the light-
profile sponsorships(11%) and publicity materials from bank 
counters (11%).Expectations from staff refers to: identification 
badges (22%), wearing a uniform (11%), ensuring 
confidentiality at hand (11%). 

Other attributes that contribute to quality of serving, such 
asbank location to clients, parking, time for the public,ATM 
function and price of products / services versuscompetition 
(fees, interest) were rated by all respondents inpositive. 
Complaints are recorded in the creditlegal persons, where 67% 
of respondents commented that iscredit given time, sometimes 
months, exceeds the warrantiescredits and charges are high 
compared to the loan. 
    Strengths, essential for any bank in Romania, which have 
great importance and significantly higher satisfaction among 
clients are: 
 Providing guarantees on deposits; 
 Economic strength and stability; 
 Fairness to the transfer; 
 Compliance with promises; 
 Inspire confidence. 
    Weaknesses, which every bank must have regard, which have 
great importance and significantly lower satisfaction among 
customers: 
 The fees charged; 
 Bureaucracy. 
    Growth potential of the utilization rate of banks in Romania 
indicate that of those not currently using any bank, only 22% 
intend to go to a bank in the next 12 months. The main reasons 
for resorting to various data banks are safe and they inspired 
confidence and the desired product in the event the bank is 
calling credit 
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