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Disclaimer: This material that follows is a presentation of general background 

information about the Bank’s activities current at the date of the presentation. It is 

information given in summary form and does not purport to be complete. It is not to 

be relied upon as advice to investors or potential investors and does not take into 

account the investment objectives, financial situation or needs of any particular 

investor. This material should be considered with professional advice when 

deciding if an investment is appropriate. UOB Bank accepts no liability whatsoever 

with respect to the use of this document or its content. 
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Kelantan 

Terengganu 

Pahang 

Melaka 

Negeri Sembilan 

Selangor 

Perak 

Kedah 

Perlis 

Sarawak 

Sabah 
Penang 

Johor 

Kuala Lumpur 

Well Spread Out Branch Network in Malaysia 

UOBM branches are strategically positioned   

in line with the distribution of economy 

>75% of UOBM Branches are strategically located at 6 key states in Malaysia  

(>70% of Malaysia GDP’s concentration), delivering more than 91% of loan, 

86% of deposits and 91% of profit from these areas. 

State Branch Loan Deposit 

Selangor 10  28% 25% 

Kuala Lumpur 7  35% 26% 

Sarawak 4  5% 6% 

Johor 6  12% 13% 

Pulau Pinang 4  10% 12% 

Sabah 3  2% 3% 

Perak 1  2% 3% 

Pahang 3  1% 1% 

Others 7  7% 10% 

>75% >91% >86% 
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UOBM branches are designed to fulfil the needs 

of our various segments  
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• Branch remains an important 

interaction point given our customer 

segments, especially in complex 

product sales and relationship 

building for wholesale and retail 

businesses 

 

• 14 flagship branches located at the 

key business areas in Malaysia, 

reflecting our  “One-stop banking” 

that caters to the needs of various 

segments  

 

• The remaining 31 branches are more 

retail centric, which are strategically 

located to serve the PFS and 

business banking customers  

 

• Our branches are reconfigured to 

better balance transaction needs, 

relationship building and sales  
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Leveraging our Single Captain Model, 

supported by Product Specialists 
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• Branch Manager as “Entrepreneur”, a 

generalist leader with funding, lending 

and credit background. Accountabilities 

include:  

• Develop & deepen relationship with 

customer and community 

• Pro-active cross-selling across 

business segments 

• Manage sales discipline and 

performance tracking 

• Promote service leadership 

• Ensure risk & compliance adherence  

 

• Supported by strong specialist team, 

with in-depth knowledge on product 
 

• Centralisation of back-office processes, 

to better optimise productivity  

Head of 

Channels  

Wholesale 

Banking 

Specialist  

Business 

Banking 

Specialist  

Area 

Managers 

Branch 

Manager 

PFS 

Specialist  

Service and 

Operations  
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Constantly progressing with our customers 
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BRANCHES  

MOBILE 
SALES 
FORCE  

PHONE 
BANKING 

SELF 
SERVICE 
KIOSKS 

INTERNET 
BANKING  

Mobile 
Banking – 

coming soon 

Multi-Channel 

Capabilities to 

Serve Growing 

Customer’s 

Needs 

Face To 

 Face  
Physical 

Network  

Online & 

Digital  

Voice 
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THANK YOU 


