
Sample Questions District Manager (DM) 

Q1. Target sales' volume = market size x _________________. 

A. target market share 
A. target selling price 
B. target volume 
C. target profit 

Q2. Regarding product and price, skimming strategy characteristics includes: 

A. New products 
A. It’s not easy to define the value of the product 
B. Price elasticity is low 
C. All of the above 

Q3. Bank activities that are un-registered and un-regulated treated as: 

A. Parallel Banking 
B. Skewed Banking 
C. Clear Banking 
D. Efficient Banking 

 
Q4. If you pick the right people and give them the opportunity to spread their wings, you 

almost don’t have to ____________ them. 

A. Guide  
B. Manage  
C. Lead  
D. Follow 

 
Q5. Employees Leave _________ not _____________. 

A. Organizations : Managers  
B. Organizations : Companies 
C. Managers : Organizations 
D. Leaders : Followers 

Q6. All of the following are valued by Employees, EXCEPT; 

A. Having a Manager, who shows care, concern and Interest for employees 
B. Knowing what is expected of employees 
C. Assigning a role to employees that fits their abilities  
D. Having a manager who is concerned only with the performance of employees 

 



Q7. Which of the following is/are true regarding customers: 

A. Customers are people who need your assistance  
B. Customers are not an interruption to your job  
C. Customers are the reason you have a job 
D. All of the above 

Q8. Internal customers use services of other departments to serve: 

A. Other Internal Customers  
B. External Customers  
C. Suppliers  
D. Shareholders 

Q9. When your outside actions are in accordance with your inside feelings and values, you will 
experience: 

A. More inner conflict 
B. Less inner conflict 
C. No conflict 
D. Less outer conflict 

Q10. ___________ and __________ shows confidence. 

A. Standing tall; making eye contact 

B. Making eye contact; standing aside 
C. Standing aside; looking shrewd 
D. Standing tall; looking shrewd 

Q11. ____________ in general should be avoided in professional settings when you are 
dealing with someone in a position above yours. However, it is fine among colleagues and in 
more relaxed settings like an office party or out of office retreat. 

A. Aggressive words 
B. Negative words 
C. Slang 

D. None of the above 

Q12. The five C's, or characteristics, of credit are: 

A. character, capacity, capital, conditions, collateral 
B. character, communication, capital, conditions, collateral 
C. character, capacity, capital, communication, collateral 
D. character, capacity, capital, conditions, communication 



Q13. A review of ________ and any collateral is also used to calculate the creditworthiness 
of a business. 

A. credit scores 
B. Balanced score card 
C. 360 degree process 
D. None of the above 

Q14. An example of a financial ratio used in credit analysis is the: 

A. Debt Service Coverage Ratio  
B. Current Ratio 
C. Acid Test Ratio 
D. Gross Profit to Sales Ratio 

 With respect to the implementation of Clean Note Policy, a certificate is required to be issued by 
the ____________________ of the bank. 

A. Chief Internal Auditor 
B. Chief Compliance Officer  
C. Head Business 
D. Head Operations 

 In the context of AML, CRS stands for: 

A. Complete Reporting Standard 
B. Compliance Reporting Structure 
C. Classified Reports Structure 
D. Common Reporting Standards 

 Wire transfers/ fund transfers require which of the following basic information? 

A. Name of the originator and beneficiary  
B. Name and address of the originator & beneficiary 
C. Originator’s account number, name and address or CNIC number and beneficiary’ 

name, CNIC or passport number 
D. Beneficiary’ account number, name & address and originator’s name, CNIC/ passport 

number 
 

 ______________ = Foreign Currency/Domestic Currency 

A. Direct Quote 
B. Cross-Currency Rate 
C. Indirect Quote 
D. None of the above 



 Buying FC means: 

(i) Paying out PKR 
(ii) Receiving the FC 
(iii) Receiving PKR 

A. (i) and (ii) only 
B. (i) and (iii) only 
C. (ii) and (iii) only 
D. (i), (ii) and (iii) 

 Selling FC means: 

(i) Receiving PKR 
(ii) Paying out PKR 
(iii) Paying out FC 

A. (i) and (ii) only 
B. (i) and (iii) only 
C. (ii) and (iii) only 
D. (i), (ii) and (iii) 

 FATCA stands for: 

A. Foreign Account Tariff Compliance Act 
B. For Account Tax Compliance Act 
C. Foreign Asset Tax Compliance Act 
D. Foreign Account Tax Compliance Act 

 FATCA is intended to prevent __________ from evading US tax using financial accounts held 
outside of the United States.  

A. US Army 
B. US persons 
C. US educationist  
D. US politicians  

 The Internal Revenue Service (IRS) is the US government agency responsible for: 

A. Tax collection and tax law enforcement 
B. Revenue collection 
C. Law enforcement 
D. Revenue and tax collection 

 According to Common Reporting Standards, “Custodial Institution” means: 

A. Any Entity that holds, as a substantial portion of its business, Financial Assets for the 
account of others 

B. Any entity providing custodial services to the TRE holders of Stock Exchanges  
C. Any entity providing locker services to its members 
D. Any entity providing intermediary services to its customers. 



 All individuals single/ joint account holders are eligible for: 

A. UBL Current Account 
B. Basic Banking Account 
C. UBL Mukammal Account PKR Current Account 
D. Business Partner 

 ___________ accounts are meant for NTB customers only. 

A. UBL Asaan  
B. FCY UniZar 
C. FCY Uniflex  
D. UBL Zindagi  

 In respect of account opening, customers’ signatures will be obtained on ___________ will be 
stamped ‘Signature Admitted’ and signed by the authorized branch official in front of whom the 
customer has signed. 

A. Account Opening Form  
B. Signature Card  
C. Power of Attorney  
D. Both A and B 

 Cutting/ alteration on Account Opening Form must be signed for authentication by the 
_________. 

A. Customer  
B. Branch Manager  
C. Operations Manager  
D. Cashier  

 What is the definition of a customer in banks/ DFIs? 

A. A person who buys goods or services from a shop 
B. Any legal entity or person who has availed or is intending to avail any product/ service 

from the banks/ DFIs 
C. Any person who has availed any product from the bank 
D. A person who is intending to avail any product/ service from the DFIs 

 All of the following are the causes of complaints, EXCEPT? 

A. Miscommunication 

B. Unprofessional Behavior 

C. Identity verification 

D. System Handling 
 



 In which case, the bank should not disclose confidential information of a customer to a third-
party? 

A. When pursuing a law or regulation 

B. A court order 

C. Yearly auditing of the bank 

D. An informed concern of the customer 
 

 All of the following are fairness outcomes of Fair Treatment to Customers, positioned from the 
perspective of the customer, EXCEPT: 

A. Customers are given clear information and are kept appropriately informed before, during and 
after the time of contracting. 

B. Customers should be aware that they are dealing with a bank, where fair treatment to 
customers’ framework is central part of vision mission statement. 

C. Where customers receive advice, the advice is suitable and takes account of their risk profile. 

D. Customers have access to channels for lodging complaints 
 

 The goal of UBL change management & culture transformation is: 

A. To create an environment (values and behaviors) which encourages consultation and 
collaboration, celebration of achievements, diversity and employee empowerment. 

B. To create an environment of competiveness for continuous growth of management and staff 
members. 

C. To create an environment of change culture and encourage a socially congenial environment 
in the organization. 

D. To create an environment of socially interactive management and transform the working 
culture in line with the technological changes. 

 

 According to UBL Value guide, VISION can be best described as: 

A. How you will get to where you want to be. 

B. The set of behaviors that will help deliver on the mission to achieve the organization’s 
objectives. 

C. The desired future position of the company i.e. where it wants to be. 

D. Set of combined objectives that can be achieved in short run. 


