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Marketing is related to establishing relationship for selling the goods or services to end user. From the earlier concept of marketing to right now the latest concept that product is sold by establishing a connection with the customer when it is really required, marketing concept took some significant turn up for the betterment of creating communication channel (Sandhusen, 2008). Also marketing concept was confined in just selling this goods or services to right now providing all support of the product even taking care of customer after selling the goods and services. These all steps of selling the goods or services to retaining the customer till another having services or product is essentially required some channel to develop (Lawfer, 2014). When we are talking about a bank institution the way they want to deal with their client or customer is completely different, because here a client is completely defiantly treated than a product or service consumer. The type of customer in bank are required to keep in touch always as there frequency of dealing with bank business are actually increases banks demand of doing transaction activities. Touch point are mainly function of always reminding the customer that those company is always care themselves even after selling that product. So this nature of retaining client for bank has lead them to innovate procedures and creating a technique to reach to client frequently. This report emphasizes those issues that related to connecting client of the bank by establishing connection to them and creating touchpoint with the client. These processes are evolved from the latest marketing management theory and its implication in the practical field. In bank having the huge retail network line should be in a complex to maintain itss regular relationship with the customer. But as to follow the basic guideline of marketing and to maintain a sustainable relationship bank has to play vital role play in innovating new way to connect customer by marketing management.
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Lloyds Banking Group has numerous easily recognized names like Lloyds Bank, Halifax, Bank of Scotland and Scottish Widows. Lloyds Banking Group is a main UK based monetary administrations gather giving a wide scope of banking and money related administrations, concentrated on close to home and business clients. The Group's principle business exercises are retail, business and corporate banking, general protection, and life, benefits and speculation arrangement (Lloydsbank.com, 2019). The Group works the UK's biggest retail bank and has an extensive and expanded client base. Administrations are offered through various very much perceived brands including Lloyds Bank, Halifax, Bank of Scotland, and Scottish Widows, and a scope of dispersion channels. This incorporates the biggest branch arrange in the UK and an exhaustive advanced, communication and portable administrations. Lloyds Banking Group is cited on both the London Stock Exchange and the New York Stock Exchange and is one of the biggest organizations inside the FTSE 100. The purpose of this bank is making a dependable business that centres on clients' needs, and conveying long haul economical achievement. This bank has got the recognition of one of the four clearing banks in UK. Lloyads bank is actually a subsidiary bank of Lloyads banking group that established on 2009. It has well reached diversified chain of branches as it become bale to be the largest retail bank of Britain. It ensures ATM arrangement for its large section of customer across the England and Wales, even in Scotland. Lloyads bank provide 24 hours telephone services and online banking facilities, it has nearly 12 million of personal customer and small business account with which it has to maintain a regular relationship for a better smooth business transaction.
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Some scholar already talked about this management of customer by using different marketing technique. Here are some scholar talked about the marketing management to create impact among the customers.
Kotler (2017) in his book asserted that company always need to pay heed to the customer demand. As long as it can keep pace with customer requirement, the company can be better with communicating with the market call. Here frequency of the customer to have product and services from the company is the main factor to identify whether the relation making process in in the track or not. So to find out better way company must have analyse the customer nature of market reaction.
Milisavljevic (2013) in his research paper he talked about the value making process and how that actually created impact to have an appeal into the product that is initiated by company. When company can ensure that customer can get value by communicating with the company through buying product or getting services, the relationship will be sustainable and effective one for company.
Sandhusen (2008) asserted that the process to create market impact is directly linked with valuing customer choice and satisfying their needs. The satisfaction of customer arrives from the value that company can ensure by their product and services.
Malhotra, Nunan and Birks, D. (2014) talked about satisfaction and expectation of the customer as how that actually interlinked. When company can be able to satisfy the expectation of the customer, that time they can claim that customer is satisfied. But to gain the trustworthiness about the customer it has to ensure that marketing channel is working well to connect the potential customer.
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Marketing management is completely a new way to manage market (summation of user of a particular company product or services) by some systematic way which is defended as art and some specific method that is related to science (Malhotra, Nunan and Birks, 2014). Mainly the task of marketing are actually depended on how we are thinking about complying the objective of company in accordance with the demand of market. Here to analyse market we must analyse the demand analysis of client or customer. On the basis of the objective that set by the company marketing division take decision that how to approach target market with their current channel of networking to establish in customer segment. When we are going to make some decisions that is actually be helpful for acquiring customer. Those customer who are actually loyal and they really have an appeal to the products and services of bank. When we are thinking about making customer loyal we also keep in mind that we need to ensure the market equity of the customer. Market equity refers to the creating of tendency that customer be ready to do the business and transaction with that company only. For this to make happen customer is always need to be in touch so that the frequent information can be reached to actual user and they can  also take decision as per their convenience.
Bank as a financial institution does business by providing financial services to its client who is regarded as customer (Davis, 2014). The product that bank offer are not likely the tangible products rather service products which is intangible in form but has wider scope to manage customer. The problem is the nature of customer is very diverse and the customer are much customized. It is not possible to provide a single policy to make all the customer satisfied by the procedure of marketing. Sometimes the customer are not happy even seeing homogenous connection method using for everyone. As because the deposit amount of money and the possibility of doing future business are not same , so customer are not like to take same level of treatment from the bank. Here bank be in a dilemma that how to design the plan for every customer and making them satisfactory towards the service of bank.
There are following things that bank need to make sure before designing their interactive system with customer:
Constrains:  Constraints are those which make the task of bank so challenging and make unable to reach proper customer (Rowley, 2007). But there is always an avenue to reach customer, just because of they are too diverse it is not like that bank will not approach in the same way. They will definitely approach the same way to establishing the relationship. But on that ground of communication bank had to give them the feelings of privilege that their treatment is different. Example, we see bank is offering credit card to all affordable customer, also the relationship maintain is quiet same. But when bank can identify the nature of transaction on the basis of that bank can easily find out which way need to be customized to provide value added service to which customer. Mainly the customization reflects that how especially bank is caring about that particular client. So to reduce the problem customization of the service is very handy and effective.
Conclusion: Often time Company become unable to reach any conclusion of problem identification. As the branches of any significant of problem are huge, company tend to fall in complexity as how they should solve all the problem that come into their sight. But finding a conclusion which actually encompasses all the relatable issues of any problem, then it is easy to work on those issues and solving the problem under one shed. Bank also as an institution of macro economy have to deal with lots of aspect, and here comes the actual analysis part for them to perform in the market.
Action Plan: This is serious and ultimate phase to follow. Action plan is always important because without any systematic action plan it is not possible for any organisation to go and create a in fact that actually they are looking for so where you are talking about bank at that particular time it is important for those Bank to create such technique of marketing using all the channel that they have to create a connection with the customers. When these customers will see that there is a systematic chain that bank is maintaining for giving themselves the services and hearing the claim that they actually have it that particular time, they will feel that they have certain loyalty towards those customer and these loyalty will be back to the bank in a form of creating marketing equity. So why this marketing equities important. It is important because that particular time this equity will show the consumers will show the bank and of the related stakeholders that this bank is actually playing the role that is associated with the feelings with the activities of the stakeholders that time the client will feel much more relax and the dependency would be increases much more on this particular Bank (Malhotra, Nunan and Birks, 2014). So I believe that in that particular time if this bank is working and creating an impact to this customer through the way of utilising all the channel they have at that particular time customers will feel so much reluctant about switching in another bank or branch rather they will be fixed with all the compliance issues that will be associated and imposed from the bank.
Bank is a part of macroeconomic institution. It has to maintain the role of economy and it also has to contribute a lot in the social economic and infrastructure development. So when bank is doing the activities to create and establishing relationship at that particular time bank has to maintain some rules and regulation and have to maintain compliance (Rowley, 2007). Still here are some specific issues that are discussed in the following:
Government- To establish a marketing channel a company has to follow the rules and regulation that is assigned in a particular sovereign country. Government where is the major stakeholders to authorise those rules and regulations in a society. So whenever the activities, bank is going to make and try to create a channel that network will help them to retain those customers or client for the transaction purposes at that particular time they have to make sure that those customers are actually obliged by the rules and regulation of the government. Also this banks whenever they are going to take any decision that is actually going hand in hand with a government rules and regulation at that time the customer of bank will have a liability on those Bank to follow the rules and regulations. This will make both the stakeholder credible to understand the laws regarding the bank transaction and communication.
Media- In a democratic country media plays a very important role. So when there is a marketing channel is thinking to be established, at that particular time media is the prime concern. Because media will convey the message of the bank to the ultimate consumers. Also it will help the bank to make other prospective consumers to know about the scheme, about the plan and about the taking care facilities of the consumers (Davis, 2014). It is believed that in that particular time bank will work hand in hand with the media compliance issues so that the view that they want to create, the news that they want to convey can reach to each and every stakeholders without any barrier.
Internal- The people who are working in an organisation such as the employee for Lloyad Bank are the main ambassador of this Bank. So here this employees are the internal issues and actually can transform themselves as a strength for Lloyds Bank (Lloydsbank.com, 2019). This create a very significant impact to the customer because at that time they will be much more loyal to the bank as those employees are actually talking about the banks what they really possessed so the credibility issues will be ensured person to person . Here this internals are actually the main functional bodies who are directly related to the services that they are providing to the customers (Rowley, 2007). Customers will judge the bank on the basis of the behavioural aspects that is provided through this internals body.
Local-As bank is a social organisation so it need to possess the values that have in a particular society. We call it the local atmosphere should be observed by the bank activities available in that particular territory bank is operating its function. Bank is maintaining the social values meaning the local attitudes in their action plan, in their organisational structure, in their functional activities at that particular time it will be helpful for them to create chain and connection with the local community that how it is helpful for bank to create this local community because at that particular time local communities will think bank, as an organisation of them rather a third party organisation who is only doing its businesses. At that time this local attitude towards this bank will significantly change and create impact on the business transaction (Davis, 2014).
The Marketing approach: 
Bank is such an organisation or it is needed for them to retain those consumers as long as the bank is available and that particular segment if those customer are actually shifting the transaction. so the way as how it is actually possible for a bank to come up and at that particular time whenever bank is thinking about retaining a customer and that time they have to have follow the customer touchpoint model so what is customer touchpoint model (Malhotra, Nunan and Birks, 2014).
Bank consider the affectability of information that money related establishments are wary while acquainting new correspondence channels with their clients (Davis, 2014). This implies now like never before, banks and monetary establishments need to offer bunch correspondence choices for their clients to help this longing for decision while proceeding to keep their data secure. 
Here are the correspondence channels that have been received by banks to help clients' longing for decision: 
Remote helpers 
As of late numerous banks have acquainted Virtual Assistants with their internet banking offering as a methods for speaking with and helping clients. For example, think Siri yet as opposed to giving headings to the closest Starbucks, like Erica in America can enable you to look through your exchanges, check your record balance, and find your steering number. Taking care of your accounts can be unpleasant and perusing banks' FAQs to discover answers to your squeezing cash questions can just aggravate it. Regardless of whether it's Bank of America's Erica, Ally Bank's Ally Assist or HSBC's Amy, remote helpers on fund and banking applications open a simple and direct line of correspondence with clients that feels amicable however controlled by AI. Artificial intelligence are actually making the transaction level of banks and financial institution in another height. So how it is possible for Lloyads Bank to create that connection? It is helpful for this Lloyds Bank as because artificial intelligence will preserve the relatable information that is needed for the customers to take any decision (Rowley 2007). At that particular time customer will think that whatever I need it is already available through this Bank/ So they will see if they are going to switch banking transaction through other bank at that particular time they don't have that much of possibility to create and having availability of information by the certified intelligence app which already possess nature of their transaction pattern. So this is another way of medium that can be used by Lloyds Bank, that is used in Banks of America.
Streamlined Peer-to-Peer Mobile Connection
Peer-to-peer message means that it is helpful for the banks to connect every customers individually and this marking to individual customers is essential to provide themselves the customised message. Customised information as per their demand and usage. So when this customised message and information is provided to those customers what they actually need then they don't become bored. Rather they will feel they are connected to the bank as bank is thinking themselves individually (Kurtinaitienė, 2005). This individual message will give them the feelings of being privileged by the banks. So this is streamline peer to peer message system works as assistant that can be helpful for creating another connection to establish the relationship between banker and customer.
Email 
Email is certainly not another technique for correspondence for banks, be that as it may, it is one that requires steady upkeep and the board. Regardless of whether it's a value-based email with respect to a client's particular record or an email promoting impact conveyed to a huge number of individuals, messages from money related foundations should be on time and secure (Malhotra, Nunan and Birks, 2014). Numerous money related organizations have had the capacity to accomplish this by moving from physical server farms to the cloud. Not exclusively does the cloud take into account more prominent adaptability yet in addition guarantees more noteworthy dimensions of cybersecurity. As email keeps on common as one of the main ways organizations (money related or something else) speak with their clients it's imperative that monetary foundations keep on assessing the mechanical framework of their email conveyance. The customers who involves in doing businesses or doing service job in private sectors they always tend to check their mail frequently. So establishing a network for email is also helpful for the banks and can create a convenient and effective scope to make keep in touch with the customers regularly. The frequency of mail always disturb a person but with the offer that actually needed for this customer, which they are actually looking forward to it, whenever customer will be provided information in customised way,meaning the way they are actually expecting it will highly appreciated by the consumers in any level (Kotler, 2017).
For an industry that will in general avoid any risk while receiving new innovation, these three strategies for correspondence have made it simpler for monetary administrations to give a more extravagant and all the more fulfilling client experience.
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Marketing management is important in the matter of any company as this is required to have clear customer connection that visualizes the sustainability pattern of the company. This infers to that client management for bank is different, mainly it is unlikely that customer switch their bank or branch of bank , but surely client always monitor the values that they are getting in return of the  charge that they are ready to pay or paying. Hence the role of marketing research come into the scenario. It is used to find out the way of satisfying customer by providing them all the necessary values and services they are looking for. Here the competitive edge can be achieved if the company can offer the client which in the mind of customer but still to be asked to the company. Than it will be seen that client are becoming loyal to the bank/company as company is also thinking about them to satisfy with the best effort and best service. In bank, the operation are highly likely to be effected by technology. So with the advancement of technology the pattern to contact with the client also becomes change. But this changing trend provides bank an edge to define new way of action for establishing connection with the customer. In this very area marketing touch point helps the company to create the zone of connection with the customer.
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