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This paper examines the effect of bank size on relationship lending and how relationship lend-
ing can affect credit availability, interest rates and collateral to SMEs in the context of Bangladesh.
Our empirical results suggest that SMEs with a long-term relationship with small banks have more
access to finance than from large banks. However, we did not find any evidence that long-term
relationship with small banks can reduce interest rates or collateral requirements for SMEs. We
find evidence though that a stronger and much more exclusive relationship with a small bank can
reduce the interest rates for SMEs. This mixed evidence suggests that small banks do not have full
comparative advantage in processing soft information, but large banks in Bangladesh may have
different lending techniques to extend loans to SMEs with similar interest rates and collateral
requirements as like as small banks. Furthermore, we find evidence that small banks are giving
priority to both long-term relationship and collateral requirement for SME credit risk than large
banks.

Keywords: small and medium enterprises; small banks; large banks, long-term relationship; collat-
eral; Bangladesh.
JEL classification: G21; L26; 016.

Amikyp Paxman, Myaxaman Tsiadyp Paxvan, Onekcanap Kmounikos
B3AEMO3B’30K MI2K PO3MIPOM BAHKY,
KPEIAUTYBAHHAM HA JIOBIPI TA ®IHAHCYBAHHAM MCB:
3A TIAHUMMU BAHIJIAAEIL

Y cmammi ouineno énaue po3mipy 6anKy Ha KpeoumyeanHs Ha 006ipi, a MaAKo}C AK came
006ipHi 83a€MOGIOHOCUHU MOICYMb GNAUHYIIU HA O0CHYNHICIMb Kpeounty, 1020 6i0COmKogy cmaeg-
Ky ma 06cse2 3acmaeno2o Maina maio2o ma cepeonvozo 6iznecy (MCBh) na npuxaadi banzaadeu.
Emnipuuni pesyaomamu demoncmpyromo, ugo MCh npu mpueaaux ionocunax 3 masumu 6anxa-
Mu mae kpawguii docmyn 0o Qinancosux pecypcie, Hixc y eunaoxy 3 éeauxumu oanxamu. Qonax
He 3Hai0eH0 NiIOMEepPOHCeHH MOMY, W0 MPUBAAL GIOHOCUHU 3 MAAUMU OAHKAMU HUNCYIOMb NPO-
uenmui cmaexu abo oocse 3acmaerno2o matina npu kpeoumyeanni MCh. Y moii yce uac 3naiioe-
HO niomeepoNceHHs MOMY, w0 006ipHi GIOHOCUHU 3 MAAUM OAHKOM MONCYNLb 3HUUMU 6I0COMKO-
6i cmaeku 6 6iznec-kpedumyeanni. Taxum wunom, ompumano 0ocums cynepe4.ausi Oani i MoycHa
npunycmumu, w0 maii 6aHKu maromoy 0esKi nepesazu w000 o6poOKu HeoOpMaAIbHUX AKICHUX
danux npo Kaienmie, 6 moil uac sk éeauxi 6anxu é baneaadew maromo Giavuie MmexHiMHUX MOXC-
ausocmeii aoanmyeamu c6oi 6UMO2U U000 8i0COMKOBUX CINABOK MA 3ACMAGU 0451 KOHKYDYBAHH
3 maaumu 6anxamu. Taxoxc doéedeno, wio 0451 maiux 6anKieé 6 npiopumenti 0o620mpueai 6ioHo-
CUHU 3 KAIEHMaMu ma aumozu wo0o 3acmaeu, ki 6 MiHIMI3yeaiu KpeoumHi pusuxu.
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B cmamve ouyeneno eausinue pazmepa b6anka na Kpedumosanue na dogepuu, a maxxice KaK
UMEHHO dogepumenvHble 63aUMOOMHOUEHUSI MO2YIN NOBAUAMb HA 0OCYNHOCHb Kpeouma, €20
NPOUEHMHYI0 CINABKY U 006E€M 310208020 UMYUIECHEa Ma1020 u cpednezo ousneca (MChH) na
npumepe baneaadew. Imnupuuveckue pesysvmamot noxasaau, wmo MCE npu daumeavnoix
OMHOUWEHUAX ¢ MAABIMU OAHKAMU umerom 6oavuiuti 00OCIyn K (QUHAHCOBbIM pecypcam, Hem 6
cayuae ¢ Goavuumu 6anxamu. QOHAKO He HAUOEHO NOOMBEEPHCOCHUS MOMY, MO OAUMeabHble
OMHOUWIEHUsT ¢ MAALIMU OAHKAMU CHUMCAIOM NPOUEHMHbIe CINAGKU UAU 006EM 3A10208020 UMY-
wecmea npu Kpeoumosanuu MCh. B mo xce epems naiideno 0oxazameabcmeo momy, 4mo doge-
pumensHvLe OMHOULEHUSL C MAABIM OAHKOM MO2YH CHU3UIMb NPOUEHNHbIE CINAGKU N0 OU3HeC-Kpe-
oumy. Taxum o6pazom, noay1ensvt 00604bHO NPOMUBOPEHUBbIE OAHHBIE U MONCHO NPEONOA0NCUNTD,
umo maavie GAHKU UMEION HeKOMmopble npeumyuwiecmea 6 niave o6pabomxu HeghopMaibHbIX
Ka“ecmeeHHbIX OAHHbIX 0 KAuenmax, a Goavwue 6anxu ¢ baneaadew umerom 6o.1vue mexnuye-
CKUX 803MOXMCHOCeEN Adanmuposanty céou mpehoeanus no NPOUECHMHBIM CHIABKAM U 3A102Y 0451
KoHKypenuuu ¢ maavimu 6ankamu. Taxxce doxaszano, wmo 041 Maivix 6AHKO8 @ npuopumeme
00.120CPOHHbIE OMHOUEHUS C KAUEHMAMU U MPebo6anus no 34402y, MUHUMUUPYIOUWUe Kpeoum-
Hble pucKu.

Karouesvie caosa: manvie u cpednue npednpusimus; Mansle 6aHKU; 6oavuiue 6aHKU; 00420CPOYHbLE
OMHOWeHUs1; 3a102080e uMmyujecmeso,; baneradeut.

Introduction. Lack of formal finance and credit constraints have become one of
the main problems for small and medium-sized enterprises (SMEs) because it is
argued that SMEs are more informationally opaque and their growth prospects are
difficult to evaluate than that of large firms. Therefore, lending to small firms requires
alternative lending techniques (Berger and Udell, 2002, 2005). It is also highlighted
in literature that lending to SMEs needs special relationship building through a long-
term banking process by which it will be possible for banks to know more private
information and also future growth prospects of a firm (Berger et al., 2014; Berger
and Udell, 2005). W. Mahmud (2006) revealed that SMEs in Bangladesh have only
10% access to credit from commercial banks and the rest of capital is contributed by
either personal finance or via credits from microfinance institutions. Similarly, a
recent study by M.Z. Hoque et al. (2016) find that 89% of the firms in their sample
received loans from microfinance institutions and which suggests that formal com-
mercial bank loans are still rigid in Bangladesh.

Relationship lending which is one of the most common techniques for lending
to small firms is based on soft information received by maintaining a close relation-
ship with a client. Alternatively, there are some other lending techniques known as
transaction-based lending techniques. Those are mainly based on hard information,
for example, financial statements based lending, asset based lending or credit scoring.
It is argued that soft business information cannot be evaluated easily like hard infor-
mation due to its qualitative nature and collection of soft information is more costly
(Berger and Udell, 2006). It is suggested that the soft information generation and its
careful investigation can increase lending efficiency of a bank, thereby reducing cre-
dit risk and ultimately increasing access to finance for business (Berger and Black,
2011; Belas et al., 2014a; Cole et al., 2004; D’Aurizio et al., 2015). It reveals that soft
information generated from banking relationships cannot be analysed like hard infor-
mation on a firm (Cipova and Belas, 2012). Nevertheless, relationship banking can
increase trust between banks credit officers and SME clients and that can help credit
officer analyse credit risks of the client.
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The existing literature suggests that small banks are more efficient in processing
soft information than large banks due to their simple organizational structure and also
they devote more assets in relationship-based lending (Ongena and Smith, 2001;
Berger and Black, 2011). R. DeYoung et al. (2004) argue that small banks extensively
use soft information for evaluating credit to small firms and, as a result, they can pro-
vide special banking services to SMEs as compared to large banks. It is also recom-
mended that small banks make more personal contact with their clients and by which
they can exert private information for lending and also they can build trust between
banks and clients (Berger et al., 2002). On the other hand, it is quite difficult for large
banks to make personal or frequent contact with their clients due to large number of
diversified customers. As a result, relationship lending is not an optimal choice for
large banks due to difficulty in private information generation (Cole et al., 2004).

Banking structure and lending to SMEs has received huge attention of
researchers because if small banks have a comparative advantage in lending to small
firms than large banks, then SME borrowers should go to small banks to get finance
otherwise they will be credit rationed and this will hinder their growth. In this con-
text, the objective of the paper is to evaluate whether the size of the bank matters in
relationship lending in Bangladesh, and if so which type of banks, large or small ones,
are more efficient in relationship lending for SMEs. On the other hand, if small banks
are in superior position in processing private information for lending to SMEs, then
it could be the fact that small firms may have an easy access to finance in small banks.
Moreover, we want to evaluate that if small banks have a comparative advantage in
relationship lending then it is possible that SM Es borrowers will get loans with lower
interest rates as well as with lower collateral requirements a result of information
transparency.

On the basis of literature, we have also classified banks according to their total
assets (Berger et al., 2005a; Shen et al., 2009; Uchida et al., 2008). The results of this
study suggest that long-term banking relationship with small banks can increase cre-
dit availability for SMEs. Thus, we find evidence that small banks may have compar-
ative advantage in processing small business loans and which is also documented in
some other studies, for example A.N. Berger et al. (2001a), D.A. Carter et al. (2004),
A.N. Berger et al. (2005a) and H. Uchida et al. (2008). We also find that stronger
bank-borrower relationship can reduce interest rates for SMEs when getting loans
from small banks. Therefore, it suggests that small banks do generate private infor-
mation from their clients by relationship lending, which helps small banks screen
their clients more cautiously and provide loans under lower interest rates. However,
we did not find any significant difference between bank sizes with collateral require-
ment in relationship banking. Thus, it suggests that banking relationship will not
reduce collateral requirement for SMEs regardless bank sizes and which suggests a
rather conservative approach to banking practice in Bangladesh.

To the best of our knowledge, this is the first paper to document bank size and
SME relationship lending phenomenon in the context of Bangladesh. This paper
contributes to understanding the viability of investment in customer relationship
banking by commercial banks and its impact on building long-term relationship for
small business lending. More importantly, current research will also enable SME
owners to select banks according to their business size and needs. If small banks are
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more efficient with SME loans then SMEs should go to small banks rather than to
large ones. Therefore, this research provide valuable insights for small banks in the
context of intermediation process.

Literature review. Empirical literature suggests that a long-term banking rela-
tionship offers some benefits to small business in the form of more credit availability
and lower prices of loans. For example, interest rates and collateral and, therefore,
small businesses benefit from banking relationships. M. Kano et al. (2006) show that
long-term and stronger relationship helps reduce interest rates for small business,
similar results are also found in A.N. Berger and G.F. Udell (2001) and more recent-
ly by P. Bolton et al. (2013). J. Comeig et al. (2015), V. Kysucky and L. Norden
(2014). It is also documented that long-term relationship helps SMEs get more access
to finance and also with reduced collateral requirements (Degryse and Cayseele,
2000; Uchida et al., 2012; Cenni et al., 2015; Ferri and Murro, 2015; Gama and
Durate, 2015). Furthermore, SMEs are benefited from lending relationship with
lower dependency on trade credit and increased protection from their main banks
during their financial distressed situation (Uchida et al., 2008; Cenni et al., 2015).

Regardless of various benefits provided by bank-borrower relationship for SMEs,
sometimes it is difficult to lend money to small business due to information asymme-
try associated with small business loans. Most of the time small firms are credit
rationed and suffer from less access to finance from financial institutions, especially
from banks (Kozubikova et al., 2015). Since small business lending requires a careful
investigation of soft qualitative information, it suggests that small banks are more effi-
cient to do that due to their simple organizational structure and smaller number of cus-
tomers (Canales and Nanda, 2012; Carter et al., 2004). In contrast, large banks have
more difficult organizational diagram and most of them make centralized decisions on
loans, as a result, transfer of soft information is difficult within large banking organi-
zational structure as compared to hard information which is based on accounting
numbers (Berger et al., 2001b; Berger and Udell, 2002). Therefore, relatively casy
transferability of soft information through small banking structure gives small banks an
advantage over large banks and that is why small banks should be more efficient in
small business lending than large ones (Carter et al., 2004; DeYoung et al., 2004).

It is also argued that banking relationships and sharing insider business informa-
tion may not always generate benefits for small business where the effect of bank size
is irrelevant. J. Stein (2014) shows that excessive private information sharing with
bank can be a suboptimal choice for small business. The result shows that firms with
a substantial relationship with their main bank need to provide higher interest rates
due to a hold-up problem. V. Kysucky and L. Norden (2014) stated that hold-up
problem can increase the collateral requirement for small business and which is much
more serious in bank-based economies than market-based economies. A. Ono and
I. Uesugi (2009) find that a long-term banking relationship cannot be a suitable
choice for firms if they want to ask for collateral free loans. Because collateral works
as an incentive for banks to invest in relationship banking and banks want to create
their seniority over the firm asset through relationship banking.

The existing literature also suggests that it is not always the bank size that affects
the relationship lending or soft information generation, but bank-firm distance and
banking competition also influence soft information generation. It is argued that if a
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firm is located far from a bank it is difficult for a credit officer to get access to infor-
mation due to infrequent visit to business or less contact with firm owner (Agarwal
and Hauswald, 2010; Berger et al., 2005b; Uchida et al., 2012). The above literature
also states that small firms are mostly situated far from the city. However, most of large
banks are situated in the main city, whereas small banks are situated in local areas. As
a result, small banks have a comparative advantage to know more about local culture
and business situation than large banks and thus small banks can make more efficient
loans to small business than the large ones. In the context of market competition it is
argued that when bank competition is high, relationship lending will have minimal
impact on the benefits of long-term banking relationship (Berger et al., 2004;
Degryse and Ongena, 2005; Kano et al., 2006). The reason is that at a competitive
market borrower can switch easily from one bank to another and hence banks are
reluctant to invest in this relationship.

A recent study by T. Beck et al. (2015) shows that under global economic crisis
(2007—2009) relationship lending played a significant role for providing credits to
small firms. The relationship developed through the banking process allowed banks
provide credit to SMEs, since they had better information about the firm due to their
past relationship. On the other hand, large and foreign banks reduced their credits to
SMEs because of financial instability and this also reduced business turnover of
SMEs. It is also highlighted that credits provided based on private business informa-
tion which performed well and default rates were higher for large banks due to their
excessive reliance on credit rating models which is mainly based on accounting infor-
mation of firms. There are numerous studies which document that solely accounting
information cannot fully comply with the credit risk of firms, however, the addition
of personal characteristics and management skills of SMEs owners can significantly
improve credit rating models (Altman and Sabato, 2007; Belas and Cipova, 2013;
Grunert et al., 2005).

It can be also highlighted that not all firms benefit similarly from lending rela-
tionships. Depending on firms characteristics it could be so that bank-borrower rela-
tionships may fluctuate with access to credit and also with interest rates and collater-
al. E. Bracanti (2015) shows that microfirms at Italian market are much more credit
constrained than small or medium firms. As a result, microfirms benefit more from
relationship lending than small and medium firms. A study by W. Lee et al. (2015) at
the UK market shows that micro and small firms rely more on relationship banking
than medium firms. They also argued that as medium firms have more assets they can
ask for loans from non-relationship banks or large banks as they can show their cred-
it worthiness due to their comparatively larger asset base than micro and small firms.
Other literature also highlighted the firm size effect on lending relationships and also
that benefits from relationship banking differ by firm size (Lehman and Neuberger,
2001; Cole et al., 2004; Belas et al., 2014b; Blazy and Weill, 2013).

Hypotheses. We expect that there may be a significant difference between bank
size and its impact on relationship lending and ultimately the outcome (credit avail-
ability, interest rates and collateral) of the relationship lending process. Hence,
according to the expectation our hypotheses are as follows:

HI: There is a relationship between bank size and a long-term relationship on
the approval of credits to SMEs.
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H2: There is a relationship between bank size and a long long-term relationship
on lending interest rates to SMEs.

H3: There is a relationship between bank size and a stronger relationship in
reducing interest rates on future loans to SMEs.

HA4: There is a relationship between bank size and a long-term relationship on
collateral requirement for SMEs.

H5: There is a relationship between bank size and both long-term and collateral
on reducing SME credit risk.

Data and methodology. This study uses the data collected by one of the authors
during June-August 2015 via self-administered questionnaire survey of banks credit
officers who are dealing only with SME finance. Purposively, we have selected only
SME credit officers so that we can "tease out" the most essential information from
them, what they consider for loan proposals. The initial target of the survey was to
collect data at least from one credit officer from all the scheduled commercial banks
operating in Bangladesh, which covers public (government-owned), private and for-
eign banks (total — 56). Finally, we have collected data from 110 credit officers from
44 commercial banks, mainly from their different branches operating in Dhaka (the
capital of the country). Our data set is quite unique in a sense that most of the study
performed within the bank-size and relationship lending arena were collected from
SME owners or firm level data, see for example A.N. Berger et al. (2005a) and
H. Uchida et al. (2008). However, our data set is directly from SME credit officers
and we believe they are the main authority in relationship banking to process and
transmit data to upper authority for further decision-making. Hence, credit officers’
opinion can be more valuable in a relationship lending than what the SME owners
thinks about their relationships with the bank.

Since the aim of the paper is to investigate the connection between bank size and
SME relationship lending, this study measures the size of banks on the basis of total
assets. Bank total assets is also used in different other papers to differentiate between
small and large banks (Berger et al., 2005a; Uchida et al., 2008; Shen et al. (2009).
Bank total assets and all other secondary data used in our analyses are collected from
the annual reports and audited financial statements of the banks (published in 2014).
We did not use the banks financial statements for the year 2015 because the state-
ments for this year are yet to be audited. The study uses descriptive statistics such as
mean to gain understanding about the banks size. In addition, this study applied Chi-
square test to examine the hypotheses.

Summary statistics by bank size and bank types. Table 1 presents the summary sta-
tistics of the full sample of 44 banks as well as segmented analysis across bank size
from the total number of banks. The mean "Bank age" is 22 years, thus the banks are
not so old, neither very young. It is noticeable that on average "SME Advance to Total
Advance Ratio" is about 15%. Although the ratio is not so high, A.D. De La Torre et
al. (2010) found that banks' exposure to SME segment ranges from 6% to 37%.

In the context of bank size comparison, we have classified the sample according
to total assets. To differentiate between small and large banks we calculated the mean
value of total assets of our full sample and then bank’s total assets is equal or more
than the mean of the full sample is recognized as a large bank and rest of banks are
classified as small banks. Table 1 clearly shows there is a significant difference
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between small and large banks with regards to various indicators. For example, the
mean "Bank age" of the small banks is around 17 years whereas the mean "Bank age"
of large banks is 29 years. Moreover, there is a significant difference in terms of the
mean "Number of Total Branches" as well as in "Number of Total Employees” and all
other variables. One interesting finding from Table 1 is that bank size and "SME
Advance to Total Advance Ratio". The mean of "SME Advance to Total Advance
Ratio" is higher for the large bank (16) than for small bank (14). Although the differ-
ence is only by 2%, nonetheless, it can be argued that large banks are investing in
SMEs more than small ones. Therefore, it is a good sign for SMEs that they can ask
for loans from large banks as well. This information also indicates that small banks are
not only specialized in small loans, but large banks can also provide funds to SMEs
may be with their diversified number of branches all over the country or may be with
technology based lending beyond relationship lending.

We also run ANOVA tests to look at whether the mean differences are statistical-
ly significant. In particular, the results of F-tests indicate that mean bank age, mean
assets, mean deposits are statistically significantly different across the bank size.
However, the mean advance on SMEs are not statistically significantly different
across the bank size.

Table 2 presents the segmented analysis across bank ownership types (public,
private and foreign) based on our total sample of 44 banks out of 56 banks in
Bangladesh. The aim of the segmentation is to find out the differences among each
type of banks and more especially which types of banks are providing more loans to
SMEs. It is noticeable that public banks are dominating private and foreign banks in
terms of all the variables except for "SME Advance to Total Advance Ratio". In that
case, private and foreign banks are higher than public banks. Especially with regards
to SME loan portfolio, private banks are outperforming public banks by 10% and for-
eign banks — by 9%. This indicates that private banks are intensively investing in the
SME sector and they are recognizing the diversification of their portfolio to SMEs.
As we see in Table 1, "SME Advance to Total Advance Ratio" is higher for large banks
than for small ones, after the segmented analysis it makes a clearer sense that it can
be the result of large private banks which is a part of our large bank sample. This result
is very similar to the result of (Beck et al., 2011), they found that private banks invest
in SMEs more than public or foreign banks as a result of their better relationships
with clients. However, the difference between public and foreign banks in terms of
"SME Advance to Total Advance Ratio" is not so significant, it is also possible that
pubic and foreign banks are more concerned about corporate clients rather than SME
clients. Since A.N. Berger et al. (2001b) argue that foreign banks have difficulties in
providing credits to SMEs due to less relationship lending. Furthermore, they also
stated that foreign banks have a large asset base therefore, they can finance large cor-
porate firms rather than SMEs because the cost of relationship lending is high.
Moreover, T. Beck et al. (2011) claimed that foreign banks prefer providing loans to
large asset base companies and they avoid risky relationship lending to minimize
credit risks.

Table 3 presents the descriptions of the survey questions used to construct the
relationship between bank size and SME relationship lending from 110 SME credit
officers, representatives of 44 banks in Bangladesh. The respondents were given five-

AKTYAJIbHI NTPOBJIEMUW EKOHOMIKN Ne9(183), 2016



301

rPoLul, ®IHAHCHU | KPEQUT

‘sisoyjuared Ur QI8 SUONBIAGD PIEpUR)S "G =Syueq uS1a10] (G¢ = syueq ayearid ‘4 = syjueq orqng

(98 (1D L1 ) L (%) oney 2oULApY [BI0], 03 RUBAPY HIN'S
(€0SS) 9¢Ty (S96ST1) 9L591 (9%9S1) 10¥1C (Lad uw) sedueApy gIA'S
(00TSH) LOSTY (9L66L) L¥TSOT (29586) T0¥TST (L4 u[w) SedueApY [e10],
(9166S) L1609 (97296) 6890¢1 (66TSET) €€0SLY (1Lag un) susodaq [e10],
(6SSH8) £TS88 (98€H11) €£9€91 ($1S8LT) 8¥L18S (LA g urw) s19ssy [e10],
(018) €0L (0¥T0) €8ST (161L) 687€1 sodkorduwry [e10, JO IOqUINN
0D L1 (08) 611 (060) 16 soyouelg [eI0], JO JoquIinN
#1) €T (1D 61 0S) £F (s1e9K) o3® Yueg
TN 4| TN SONISLIdJORIRYD JuRY/A[qRLIe A
syueq uS1aI10] syueq )ALl syueq orqnd T :

(¥1.0Z S1uBsWLIL]S [enuue S yuey) WOy SUCNEINORD ,sioyine ‘ainloniys diysiaumo syueq ssoloe siskjeue pajuawbasg Z 9/ge ]

‘sisoyjuared ur oIe SUOTIRIASD PIEpue)S "(§] = Yueq 1] (97 = Jueq [[BWS) UONBIIISSR]D 9ZIS Jueq ‘= N :o[dwes [[ng

(TD 91 6 v1 [ (%) oney 9dULAPY [I0], 0} 3UBAPY HINS
(88581) L979T (L60L) 9€T8 [961°0] 69°1 (#69S1) TI9S1 (Lad uw) sedueApy gA'S
(£2SS9) 0LYLI1T (S9888) €¥LTL (00001 S'L1 (6TTT6) S6¥111 (L4 u[w) SedueApY [B10],
(0£££91) 686THT (11L901) LOST6 [000°0] ¥'2¢ (2680S1) 890%ST (Lag uru) sysoda( [e10],
(#85€61) T0SSOE (P8EHTT) 0SEST I [000°0] T'1¢€ (186081) O¥1€61 (Lag uw) s19ssy [e10],
(68%5) TTLS (PL12) 9TLI (P1€H) T9€E saakordurg [eI0 JO JqUINN
(0L8) LT€ (L9) T8 (8927) €81 soyoueIrg [eI0], JO JToquInN
(T1) 6T oD L1 [+000°0] 0S°6 (Tn Tz (s1e4) o3¢ Jueg
UBIN UBIN $1891-4 b:msvo UBIIN UBIIN
a3re [Tewrs syueq [V SOTISLISJORIRYD uRg/d[qRLIe A
ZIS ueyg

(102 sluswalels [enuue s yuey) wWo.j SUonended sioyine ‘s)ueq ayj Jo sosuadloeIeyn ‘[ 9/qe;

ACTUAL PROBLEMS OF ECONOMICS #9(183), 2016



302 rPoLul, ®IHAHCHU | KPEQUT

point Likert scale questions to disclose their opinions about relationship lending that
are ranging from "strongly disagree" (1 point) to "strongly agree" (5 points). In line
with the existing literature we recognise a relationship as a long-term relationship
when the relationship between a bank and a borrower is minimum 5 or more than
5 years (Berger and Udell, 2002; Cheng et al., 2015).

In this paper we use 5 questions to measure 5 hypotheses. About 46% of the loan
officers believe that long-term relationship with banks is very important in order to
access credit. This result suggests that banking relationship is valued by credit officers
for extending loans and relationship matters in SME lending. Second, with regards to
borrowers with a long-term banking relationships and reduced interest rates on lend-
ing, this study finds mixed results. For example, about 38% of the officers believe that
long-term relationship is not helpful to lower the interest rates and on the other hand,
about 31% believe that long-term relationship can lower the interest rate. Third, how-
ever, this study finds that a stronger bank-borrower relationship can reduce interest
rates. Hence, it could the fact that strong relationship may increase trust between
banks and SME borrowers and therefore, loan officers are willing to provide loans
under lower interest rate. Fourth, the survey result also suggests that a long lasting
relationship not only helps get loans but also it facilitates lower collateral as a result
of more information from borrowers during the course of relationship. Finally, with
regards to both collateral and personal relationship on SME credit risk management,
the results show that both long-term relationship and collateral are important for
lowering SME credit risk. Thus, it reveals that a long-term relationship, as well as col-
lateral, can act as an incentive for banks to reduce credit risk. Thus, information from
relationship lending helps measure the credit risk to a certain extent. And, the collat-
eral security makes it, even more, convenient for banks to secure their loans.

Empirical results and discussion. We test whether banks size matters in relation-
ship lending with the availability of loans. According to the results, we accept the
hypothesis (H1) which suggests that this a significant difference between small and
large banks in SME credit availability through relationship lending. It indicates that
small banks provide more credits through relationship banking than the large banks.
Our result is consistent with the existing literature (Berger et al., 2005a; Uchida et al.,
2008; Carter et al., 2004; Bracanti, 2015; Ferri and Murro, 2015). These studies claim
that SMEs can benefit from small banks by having more credits due to long-term
relationships. As discussed, this could be explained by the fact that small banks have
an advantage in SME loan processing. Therefore, it could be argued that small banks
could be a suitable choice for SMEs in Bangladesh to get funds if they have a long-
lasting relationship. On the other hand, it could also be the fact that on the basis of
banking relationships, SMEs owner may come to bank branches and discuss their
loan requirements more personally with credit officer, and this may help credit offi-
cers analyse loan proposals beyond the accounting analysis. However, this sort of per-
sonal contact can be more challenging for a large institution due to a larger number
of customers, and hence SMEs credit can be constrained.

We examine whether the banks size matters in providing loans to SMEs under
lower interest rates due to long-lasting relationships. Surprisingly, with regards to
long-term relationship and interest rate on lending, this study rejects H2 since we did
not find any evidence on relationship lending and interest rate. However, several stu-
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dies show that relationship lending, in particular in small banks, can reduce the inter-
est rates of loans as a result of increased transparency (Comeig et al., 2015; Berger et
al., 2005a; Uchida et al., 2008; Bracanti, 2015). On the other hand, as stated by
P. Bolton et al. (2013) and L. Menkhoft et al. (2012) collateral along with a long-term
relationship can reduce the interest rates for SME loans. Therefore, it may also be the
case in the case of Bangladesh that only lending relationships will not be enough for
loans with lower interest rates and, in that case, bank size is irrelevant. Although, we
did not quantify the impact of collateral on the pricing of SME loans, it can be an
interesting area for future research.

We also examined (H3) whether strong bank-borrower relationship matters in
reducing interest rates on future loans. This study accepts H3 and it could be the fact
that our sample does not provide any evidence of a hold-up problem due to data li-
mitation. Since, there are some studies which suggest that when the relationship
between banks and SMEs is more exclusive and when banks can extract more private
information from firms, banks can ask for higher interest rates from the firm due to a
holding-up problem (Gama and Durate, 2015; Stein, 2014). However, our results
suggest that small banks can provide loans under lower interest rates to SMEs when
they have more exclusive relationships and our result is opposite to the results of
A.PM. Gama and ED. Durate (2015) and I. Stein (2014). Hence, with this evidence
we can say that small banks’ credit officers are willing to provide loans to SMEs with
lower interest rates when they have a strong relationship. It may be the fact that
despite a client having an account with a bank for a long time, if the client is not inter-
acting with the bank frequently it may not be helpful for the client to get loans from
the bank with lower interest rates.

If small banks have information superiority in terms of relationship lending and
in processing of small loans, then we expect that small banks may also ask for lower
collateral from SMEs. However, this study rejects H4 because we do not have enough
evidence to state that SMEs can ask for loans from small banks with a lower collater-
al requirement. This result is consistent with that of H. Uchida et al. (2008), they have
shown that relationship lending cannot reduce collateral requirement for firms and it
is constant regardless the bank size. This result may be due to the inefficiency of loan
officers to collect all the information required for a collateral free loan. Or, it may be
so that small banks are very conservative to give loans without collateral, due to the
ex-post moral hazard of clients. Since, it is argued that collateral can reduce the ex-
post moral hazard of borrowers due to their personal asset is secured with banks
(Hernandaz-Canovas and Martinez-Solano, 2010; Ono and Uesugi, 2009; Lehmann
and Neuberger, 2001).

Finally, we examine whether the significance of a long-term relationship and
collateral valued by small and large banks for lowering the SMEs credit risk. As dis-
cussed, soft information generated from relationship banking is highly used in the
context of SME financing. Hence, if there is any small bank advantage in the bank-
ing sector of Bangladesh then we expect there will be a correlation between bank size,
long-term relationship and collateral in SME credit risk. Our result is statistically sig-
nificant and we claim that small banks give more priority to relationship lending and
collateral in assessing credit risk than large banks. Explanation of the result can be
two-fold. On one hand, loan managers may be satisfied with soft information that is
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acquired during the relationship period and hence ask for collateral to strengthen
credit security. On the other hand, it can be a common practice among small banks
to provide loans with collateral due to their small asset base. Despite all the efforts if
a loan is default due to bad business conditions then banks can sell collateralized
assets of borrowers and can get back their investments (Menkhoff et al., 2012;
Hanedar et al., 2014). Thus, collateral can act as a safety net for small banks to reco-
ver loan in the default case.

Conclusion. This paper examines the relationship between bank size and banking
relationships in the context of Bangladeshi SME loan market. Moreover, this is the
first study which investigates bank size and lending relationships and its impact on
credit availability, interest rates, collateral requirement and the interaction between
relationship and collateral in reducing SME credit risk in the context of Bangladesh.
As discussed earlier, small banks have an advantage in processing soft information due
to organizational structure and, as a result, they can extend more loans to SMEs than
large banks. We found evidence that SMEs can benefit from small banks by main-
taining a long-term relationship, and information generated from the relationship
banking helps small firms get more finance. In line with this finding, we can argue
that if small banks provide more credits to SMEs due to a long-term relationship then
it can be a suitable choice for SMEs to go to small banks rather than the large ones
for loans. On the other hand, we did not find any evidence that small banks can pro-
vide loans to SMEs with lower interest rates or with lower collateral due to their long-
term relationships with the client. Hence, this study suggests that collateral act as an
incentive for small banks to invest in relationship banking. Nonetheless, we find evi-
dence that a stronger and much exclusive relationship with small banks can reduce
future interest rates for SMEs. This result also suggests that the hold-up problem is
not available at least with small banks and sharing more private information is not a
suboptimal choice for SMEs to get loans. We also find evidence that small banks give
priority to both long-term relationship information and collateral in their SME cred-
it risk management. However, we cannot rule out about large banks’ credit risk man-
agement policy without further examination of their risk management characteristics.

From the policy perspective, our results suggest that if small banks have an
advantage in processing small loans, in that case, small banks can be given more
authority and also incentives from the government to promote more SME loans to
develop the SME sector in Bangladesh. On the other hand, if SMEs are credit
rationed by large banks due to centralized decision-making process than decentra-
lization can be initiated to see the viability of decentralization on SMEs loans.

This paper has some limitations due to a small sample size. More importantly,
our sample does not cover all commercial banks in Bangladesh. Similarly, we did not
measure bank-borrower distance and market competition on relationship lending and
its effect on credit availability, interest rates, collateral and credit risk management.
Although, we have discussed their effect on relationship lending elsewhere in this
paper we are leaving them for future research.
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