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The privatization of banking services has added enormous values in 
the development of the banking sector of Bangladesh. Accordingly in 
course of time, the emergence of many private banks has made the 
sector more enriched in the context of value addition in the service 
delivery in one hand and acutely challenging for the survival of the 
competing entities on the other hand. This is where it has been a 
necessity for business development of the banks by nurturing long 
term relationships with the customers. Hence, relationship 
marketing seems to be an effective approach in this regard. 
The findings from the earlier researchers have been the 
motivation for the current study to adopt relationship 
marketing in the continuous business development of the 
private banks by retaining current customers in less 
expensive but simple manner than attracting new ones. A 
number of factors have been identified from the secondary 
data collection to primarily justify the research objective and 
thereby a primary survey on 110 sample respondents 
through purposive sampling based structured questionnaire 
has been undertaken to examine whether business 
development of the private banks in Bangladesh can 
effectively and efficiently be ensured through the practice of 
relationship marketing or not. The findings and implications 
of the present study will be motivation for the private 
banking sector to adopt relationship marketing approach for 
customer oriented service through caring, engaging and 
informative personal interaction, continuous learning, 
continuous service development, etc.      
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