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ABSTRACT

This research is expected to be able to see and analyze the types of strategies currently being
implemented by the Sharia Business Unit of Bank "P" in preparation for the spin-off in accordance
with applicable regulations. In this research, a mixed methods approach was used, complemented
by descriptive analysis. The method chosen is a SWOT analysis to determine internal and external
factors and their importance by determining the 1E Matrix test. By examining the position in the
IE and SWOT matr quadrants, the following are identified: (1) the company's position and its
ability to compete; (2) strength; (3) weakness; (4) opportunity; and (5) threats. As a result, several
alternative strategies were obtained that could be implemented by UUS (sharia business unit) Bank
"P", namely (1) establishing cooperation and partnerships with other sharia financial institutions
or non-bank financial institutions; (2) creating a diversified sharia product portfolio; (3) expand its
customer base by introducing products and services; (4) improving the quality of human resources;
(5) Investment in technology infrastructure.

Keywords: Marketing, Spin-Off, SWOT Analysis, IE Matrix, Four Step Strategy

¢3 INTRODUCTION

Based on the provisions of the Sharia Banking Law No. 21 of 2008, it is explained that Sharia
Business Units (UUS) are required to become BUS if the asset portion reaches 50 percent of the
parent or no later than 2023 (15 years after the law was issued). Then, approaching the beginning
of 2023, which is the final threshold for these provisions, the topic of spin-offs has become widely
discussed because there are still many UUS that have not met the asset portion requirements but
are approaching the specified spin-off deadline.

After that, there were several changes, namely Law No. 4 of 2023 concerning Development
and Strengthening of the Financial Sector (UU P2SK) Article 68 concerning UUS Separation,
Consolidation and Sanctions, as well as the latest provisions, namely Financial Services Authority
Regulation (POJK) No. 12 02023 which regulates spin-off provisions where there is no time limit
hlt UUS with asset shares that have reached 50 percent of the total asset value of their paregf BUK
and/or have total assets of at least IDR 50 trillion are required to carry out a spin-off. The spin-off




must be carried out no later than 2 years after the last quarterly financial report if the spin-off
requirements have been met.

Based on Bank "P's" financial reports, assets continue to grow from year to year. From
March 2023 data, Bank "P" assets amounted to IDR 34.65 trillion, increasing to IDR 35.39 trillion
in June 2023, then increasing as of September 2023 to IDR 37.54 trillion. At the end 0f 2023, assets
were recorded at IDR 38.33 trillion, an increase of 17.12 percent on an annual basis (year on
year/yoy). Based on information from the Corporate Presentation of Bank “P” FY. In 2023, Bank
"P"'s CAGR (Compound Annual Growth Rate) is at 10.1% per year, so it is projected that it will
experience an increase in assets exceeding IDR 50 trillion in the fourth quarter of 2026. This will
occur in another 2.5 years from the first quarter 2024 when this research was conducted. Preparing
for a spin-offwill of course require a resource allocation strategy and the most appropriate business
model to use. In this research, a strategy review will be carried out in preparation for the UUS
spin-off of Bank "P" which is focused on financing/financing MSMEs, which is one of the
segments studied when Bank "P" will become a BUS.

II. LITERATURE STUDY

Sharia banking marketing strategies. are steps that must be taken to market banking
products and services with the aim of increasing sales. Revenue growth is based on customer focus,
improving service quality. increasing fee-based income and business loan (financing) products.

History of Islamic Financial Institutions. Sincﬁle time of the Prophet, the main function
of banking as collecting public funds, distributing and transferring funds has become an
inseparable part. In line with the development of financial institutions, Rasulullah Muhammad
SAW also built the initial foundation for developing human resources and institutional morals,
such asggliminating monopoly systems, usury and other non-ethical business practices.

Development of Islamic Banking in thedVorld. During the time of the Prophet, he did
not carry out all banking activities. However, the main functions of modern banks, namely
accepting deposits, transferring funds and distributing funds, are very important for Muslim life.
This is inseparable from the life of Muslims. In time Bani Abbasiyah kThen the banking function
began to develop rapidly. At that time, there were many types of currency, so special skills began
to be needgd to distinguish one currency from another. Each currency contains different precious
metals so 1t has a different value. People who have special skills are called nagid, sarraf, dan
zihbiz. This economic activity was the forerunner of what we know today as money changer (Fajri,
2008). Banking activities include receiving deposits, distributing them, and transferring money
without physically moving the money itself (Fajri, 2008).

Indonesian Sharia Banking. The main difference between conventional and sharia
financing lies in the contract. In conventional banks, contracts are based on certain interest rates
which can change at any time. On the other hand, sharia financing is usually carried out with
several options akad alternatives according to customer needs with interest-free payments. With
regard to formation UUS, the provisions in article 5 paragraph (9) of Law Number 21 of 2008
emphasize that "Conventional Commercial Banks that will carry out business activities based on




sharia principles are required to open a Sharia Business Unit (UUS) at the Bank's head office with
permission from Bank Indonesia." This is in line with the provisions in Law Number 7 0f 1992 as
amended by Law Number 10 of 1998 which provides special possibilities for conventional
commercial banks as well. :

Financial Servins Authority Regulation No. 12 of 2023 concerning Sharia Business
Units. OJK then issued POJK No. 12 of 2023 concerning Sharia Business Units which regulates
that for a UUS to be opened and carry out business activities, it must obtain permission from the
OJK and fulfill requirements including providing business funds for opening a UUS of at least
IDR 1 trillion. Meanwhile, the rules regarding separation st'nllate that UUS with assets that reach
50 percent of the total asset value BUK parent company and/or total assets of at least IDR 50
trillion, must be separated. From these provisions, UUS that fulfill one of the provisions are
obliged to carry out the separation. The time limit is set at a maximum of 2 years after the UUS
meets the asset criteria based on the last quarterly report.

Bank "P" Sharia Business Unit. Seeing the potential share of the sharia market in
Indonesia, Bank "P" then officially formed the Bank "P" Sharia Business Unit (UUS) on
November 10 2004. In its sharia services, products and services are available which include
savings and current accounts, deposits, mutual funds, bancassurance, as well as financing in the
form of unsecured credit (KT A), home ownership credit (KPR), productive credit/business capital
financing, trade finance, cash management, and client relationships. On the financing side, Bank
"P" offers various types of products in the form of unsecured credit (KTA), home ownership credit
(KPR), productive credit/business capital financing, and trade finance. As the name suggests, this
financing is intended to finance the object attached to the name. Next, we will discuss in more
depth regarding productive financing/working capital, namely financing aimed at funding
transactions that can support the business, such as capital, raw materials, financing working capital
needs, and other business activities. UUS Bank "P" itself uses revolving financing (repeated
disbursement) and installments (disbursement initially and returned in installments) under the
name “fixed financing” and “term financing.”

III. RESEARCH METHOD

The method chosen in this research was mixed methods or better known as mixed-method,
where the qualitative data obtained is then quantified. Upon quantification, then it will be weighted
to then be described using descriptive analysis. The research was conducted on the UUS Bank "P"
entity. Where the data obtained from the results of this research cannot be generalized or
standardized with Sharia Bank "P" branches in other places or UUS in other banks.

Sugiyono (2018) explains that primary data sources are data sources that directly come to
provide data to data collectors, while secondary data sources are data collections where data
collectors receive data indirectly from data providers, this data can be obtained from the internet
or data other. In this research, data collection techniques based on the source can be used through
primary data using a questionnaire which will be given to 4 (four) managers/officials of UUS Bank
"P". Previously, this was an initial guide to find out the condition of the banking UUS sharia




business by searching for information through various library sources as secondary sources on the
internet. When conducting an interview, an in-depth interview will be carried out, which is a
technique used in interviews to obtain more in-depth information or data so that more complete
and in-depth information can be obg'.ned. After everything needed is obtained, it will be used to
develop a questionnaire based on SWOT (Strength-Weakness-Opportunity-Threat) (Sugiyono,
2018). From the results obtained, it was then developed into a SWOT matrix, followed by the
SWOT quadrant, along with the four-step strategy in QSPM (Porter, 2011).
The questionnaire will be distributed to 4 (four) resource persons in top positions in

company management. These four people are:

1) Mr. YK as Head Sharia Business Finance and Strategic Planning;

2) Mrs. IFS, as Sharia SME Specialist;

3) Mr. RMO as Branch Manager Sharia Area 2;

4) Mr. HS, as Branch Manager Sharia Area 4.

The contents of the interview are about management strategy and how they view the
perception of future business economic prospects and what their hopes are as management. With
this interview, it is hoped that researchers can formulate appropriate strategies that can be
implemented by Bank "P" Makassar branch, South Sulawesi in order to anticipate strategic steps
from local and global markets. The questionnaire uses an adaptation from Fitriyani's (2024)
research. Meanwhile, the questionnaire that will be used in the research uses a Likert Scale (5 scale
items) (Likert 1931, in Sugiyono, 2015).

IV. RESULT

The research was carried out in two stages, namely evaluating the strategy that had been carried
out by UUS Bank "P", and then formulating the strategy that had been carried out by UUS Bank
"P". In the first stage of the research, an evaluation of the strategy carried out by UUS Bank "P"
was carried out. This evaluation uses SWOT analysis (Strengths, Weaknesses, Opportunities,
Threats) to understand the strengths, weaknesses, opportunities and threats faced by the bank in
the context of the market and business environment.

Previously, key success factors had been identified through in-depth interview techniques
with respondents to determine the company's internal and external conditions. In the second stage,
a strategy is formulated based on the results of the evaluation that has been carried out previously.
Action plans are prepared to strengthen strengths, overcome weaknesses, take advantage of
opportunities and overcome identified threats. The formulation of this strategy must consider the
vision, mission, values and long-term goals of UUS Bank "P".

In this second stage, a gap analysis can be carried out to assess the gap between current
performance and the desired target. In addition, specific strategies such as product differentiation,
new market penetration, or portfolio diversification can also be considered according to relevant
market needs and conditions.




The QSPM matrix can be used as a matrix to analyze and evaluate various existing
alternative strategies objectively. In this matrix, the relative attractiveness of various strategies will
be determined based on internal and external factors. The four-step strategy consisting of create,
delete, add, and subtract can also be implemented as a modification of the Bank "P" UUS strategy.
After weighting the results of the four respondents’ questionnaires regarding SWOT element
factors (Strengths, Weaknesses, Opportunities, Threats), the researcher obtained a summary ofthe,
as follows:

Table 1 Summary of SWOT Results for Four Respondents
SWOT R1 R2 R3 R4 Y Mean
3.,9630 4,7576 44000 43333 17,4539 43635
3,1905 4,5333 4.,6552 3,6957 16,0746 4,0187
4.,4839 4,7576 48182 4,1724 18,2320 4,5580
3.,5217 4,0370 44667 3.4000 15,4254 38564
Source: Processed Data (2024)

= O|=|»

Total S =Rl +R2+R3 +R4

Y =3,9630 + 4,7576 +4,4000 + 4,3333
=17,4539

Mean =4,3635

Total W =Rl +R2+R3 +R4

Y =3,1905 + 4,5333 + 4,6552 + 3,6957
=16,0746

Mean =4,0187

Total O =Rl +R2+R3 +R4

Y =4,4839+4,7576 +4,8182 + 4,1724
=18,2320

Mean = 4,5580

Total T =Rl +R2+R3 +R4

Y =3,5217 44,0370 + 4,4667 + 3,400
=15,4254

Mean =3,8564

The weighting results of the questionnaire results against internal and external factors can
be depicted with the following diagram:




Figure 1 SWOT Analysis Results of Bank "P" UUS
Source: Processed Data (2024)

In this matching process, David (2017) proposes the use of two methods, namely (1)
Internal-external calculation which involves evaluating and assessing internal and external factors

systematically, then matching them to produce information that is useful for strategy formation.
(2) The SWOT diagram is a diagram that visualizes strengths, weaknesses, opportunities and
threats in a matrix, allowing organizations to clearly see the relationship between these factors. By
using these two methods, organizations can develop strategies that are more informed and can
provide clear direction for achieving the strategic objectives of UUS Bank "P". The IFE and EFE
score results were also identified in field I (growth) which indicated that the position of UUS Bank
"P" was also very good for development. The internal-external matrix of UUS Bank "P" can be
described as follows:

Tabel 2 Matriks Internal Eksternal UUS Bank “P”

EFE Total
Weight
Score

EFI Total Weight Score
Middle Weak
234-366 | 1,00-2,33
I1 111
Grow and Hold and
build maintain
. IV V VI
2 hildd;e 6 Grow and Hold and | Harvest and
S4-36 build maintain divest
VII VIII IX
Low
Hold and Harvest and | Harvest and
1,00 -233 o . .
maintain divest divest

Source: Processed Data (2024)




In the internal-external matrix table, it appears that the position of UUS Bank "P"

is in quadrant I, which illustrates that UUS Bank "P" has strong strengths from internal
factors, and great opportunities from external factors. Companies in quadrant [ are expected

to grow. Thus, the internal-external matrix provides an illustration that UUS Bank "P" is in
a position to grow and develop.

Next, an internal-external factor analysis is carried out by compiling a SWOT

diagram as follows:

Table 3 Banks “P” UUS SWOT Matrix

Internal Factor

Strengths (S)

Weaknesses (W)

(1 HEW? experience sz] expertise in (1) Limited market understanding in
sharia financial services; the specific context of sharia

(2) Having an extensive network finance because the sharia financial
throughout Indonesia; market is still developing;

(3) Having innovation and product (2) Limited product variations
development that covers customer compared to larger and more
nccd_s: ﬂ specialized sharia banks;

(4) Having good rlsk_mapagcmcnt‘ 0 | (3) The level of dependence on the
ensure the continuity of risk parent bank limits operational
EAN AR el and has bcc_n tested flexibility and decision making;

(5) Having a st_r()!lg _C(m!r_”tmcm to (4) Limited financing capacity that can
customer satisfaction, friendly and be provided by UUS Bank "P";
TESPONSIVE SCrvIce:; (5) Thereis arisk of sharia compliance

(6) Have a good reputation as a bank which specifically binds UUS in the
in the financial market and implementation of sharia products
customers; and contracts;

(7) It has a lower NPL (non- (6) Limitations in developing
performing loan) level than its technology and digital platforms
parent, so if a spin-off is carried for competitive and modern sharia
out it is hoped that it will be banking services:
healthier than its parent. (7) Tight c;)mpctiti()n from other sharia

banks and other conventional banks
External Factor that have sharia products.
Opportunities (0) SO Strategy (to Create) WO Strategy (to Add)
(1) The growth of the Islamic (1) Collaboration with other | (1) Active in the marketing
financial market in Indonesia institutions to expand sharia community;
continues to grow; business by reaching more | (2) Building relationships with third
(2) Increased demand for sharia potential customers; parties to help banks expand

financial products;
(3) There is development of various
sharia products and services;
(4) Possibility of cooperation and
partnerships with other sharia
financial institutions to expand
the range of services;

(5) Development of  more
sophisticated digital
frastructure;

2
(3

@

6))

Increasing effective coordination
with existing networks;

Innovation of new products or
adjustment of existing products
according to market needs and
consumer preferences;

Support for government programs
related to sharia financing or other
relevant programs;

Speeding up the financing
application service process thereby
increasing customer satisfaction

3

“

networks and increase access to
potential customers;

Collaborating with the marketing
communications team to assist the
bank in developing effective
marketing campaigns to increase
brand awareness and attract new

customers;
Human resource development
through  training and  skills
development;




(6) Increasing sharia financial regarding the financing application | (5) Developing customer experience
education and literacy in the process; to build long-term relationships
community; (6) Socialization and  increasing with  customers and increase

(7) There is the possibility of product knowledge to employees, loyalty:
business expansion to areas that customers and related partners | (6) Improving internal processes in
have sharia financial market regarding sharia financing terms  of  operational and
potential outside the current products; administrative processes;
regional operations. (7) Synergy with the sharia banking | (7) Optimizing cooperation  with

community to strengthen its sharia  service offices can

position in the industry and utilize strengthen the bank's position in

existing resources to achieve marketing sharia products and

common goals. services, as well as mcrease
accessibility for customers who
need information or assistance
related to sharia aspects of bank
services.

Threats (T) ST Strategy (to Subtract) WT Strategy (Eliminate)

(1) Tight competition between | (1) Implementation of marketing | (1) Expanding the customer base by
conventional banks, sharia banks communications optimization; mtroducing products and services
and conventional bank sharia | (2) The inevitable development of that are more in line with sharia
business units; technology; market needs;

(2) (2) Changes in regulatory policies, | (3) Competitor  branchmarking  to | (2) Increasing technological
especially regarding UUS/Sharia compare  strategies and  best infrastructure;
finance; practices used by competitors; (3) Improving the quality of service to

(3) (3) Increased credit risk where the | (4) Request legal certainty regarding customers to win customer trust;
number of customers who are consumer protection through the | (4) Diversify the product portfolio to
unable to repay could pose a threat OJK and related agencies; reduce risks related to dependence
to UUS's financial health: (5) Implementation of dual banking on certain products and increase

(4) (4) Market fluctuations including leverage model optimization where revenues;
changes in interest rates, exchange UUS Bank "P" can integrate sharia | (5) Collaboration and partnerships
rates and investments; and conventional banking with other sharia financial

(5) (5) Economic uncertainty, both practices; mstitutions or non-bank financial
global and domestic events, which (6) Implementation of optimization of institutions to expand the range of
influence customers' decisions to the sharia transaction support services and strengthen position in
take sharia products or services; system in accordance with sharia the market;

(6) (6) Cyber security threats due to principles; (6) Increasing public awareness about
technological changes related to | (7) Implementation of optimization of sharia products and services
operations, data privacy and improving branch image as a bank through  effective  marketing
customer trust; implementing sharia transaction campaigns, counseling and sharia

(7) Changes in consumer preferences services. financial education programs;

regarding the services and products
offered.

(7

Effective risk management to
identify, evaluate and manage risks
well.

Source: Processed Data (2024)

Based on the SWOT analysis and strategic recommendations that have been presented, it

can be concluded that several additional strategic steps can be taken by UUS Bank "P" to improve

its performance, as follows:

1) Developing a strategy based on introducing and penetrating new markets. Banks can

expand into untapped geographic areas or better market segmentation to reach unmet

potential clients;




2) Development of innovative products and services where the bank continues to innovate in
the development of products and services offered through in-depth market research to
understand consumer needs and preferences, as well as through collaboration with
technology developers to present innovative sharia banking solutions;

3) Implementation and evaluation of strategies by allocating appropriate resources, forming a
competent team, and careful supervision of the implementation of business activities. In
addition, banks need to carry out regular evaluations of the strategies implemented to
ensure that performance targets are achieved and make adjustments if necessary;

4) The use of technology in promotions is an important strategy to increase the effectiveness
of marketing campaigns and reach more potential customers both through social media
and the latest marketing methods;

5) Open opportunities for collaboration with third parties, especially with Islamic teaching-
based institutions with potential for collaboration that can be explored.

From the strategies descriad above, several strategies can be recommended that UUS
Bank "P" can implement based on the Four Step Strategy theory as follows.

1) To Create

UUS Bank "P" is expected to collaborate with other institutions to expand sharia business by
reaching more potential customers; improve effective coordination with existing networks;
creating new product innovations or adapting existing products according to market needs and
consumer preferences; providing support to govermnment programs related to sharia financing or
other relevant programs; accelerate the financing application service process so as to increase
customer satisfaction regarding the financing application process; socialization and increasing
product knowledge to employees, customers and related partners regarding sharia financing
products; and synergize with the sharia banking community to strengthen its position in the
industry and utilize existing resources to achieve common goals.

2) To Eliminate

(5] the abolition step, UUS Bank "P" is expected to expand its customer base by introducing
products and services that g more in line with the needs of the sharia market; improving
technological infrastructure; improve the quality of service to customers to win customer trust;
diversifying the product portfolio to reduce risks related to dependence on certain products and
increase revenues; establishing cooperation and partnerships with other sharia financial institutions
or non-bank financial institutions to expand the range of services and strengthen position in the
market; increasing public awareness about sharia products and services through effective
marketing campaigns, outreach and sharia financial education programs; implement effective risk
management to identify, evaluate and manage risks well.




3) To Add

UUS Bank "P" is expected to improve/add to existing strategies such as being active in the
marketing community; building relationships with third parties to help the bank expand its network
and increase access to potential customers; collaborate with the marketing communications team
to assist the bank in developing effective marketing campaigns to increase brand awareness and
attract new customers; human resource development through training and skills development;
developing customer experience to build long-term relationships with customers and increase
loyalty; improve internal processes in terms of operational and administrative processes; and
optimizing cooperation with sharia service offices can strengthen the bank's position in marketing
sharia products and services, as well as increasing accessibility for customers who need
information or assistance related to sharia aspects of bank services.

4) To Subtract

Regarding reduction steps, Bank "P" UUS is expected to be able to carry out strategies such as
implementing marketing communication optimization; the inevitable development of technology;
competitor benchmarking to compare strategies and best practices carried out by competitors;
request legal certainty regarding consumer protection through the OJK and related agencies;
implementation of optimizing the dual banking leverage model where UUS Bank "P" can integrate
sharia and conventional banking practices; implementing the optimization of the sharia transaction
support system in accordance with sharia principles; and implementing optimization to improve
the branch image as a bank implementing sharia transaction services.

V. CONCLUSION
Based on the results of research analysis and performance evaluation of UUS Bank "P", the results
obtained were several alternative strategies and priority scales to become recommendations for the
marketing strategy for sharia business financing of Bank "P", as follows:

1) Building Cooperation and Partnership;

2) Product Portfolio Diversification;

3) Expanding Customer Base;

4) Improving the Quality of Human Resources;

5) Investment in Technology Infrastructure.

It is hoped that Bank "P" can implement the alternative strategy recommendations that have
been outlined. It is hoped that UUS Bank "P" can continue to improve its performance in the sharia
business financing market and strengthen its position as one of the leaders in the industry so that
it is ready for the spin-off challenge if it is required by applicable regulations. The managerial
implications that can be carried out are as follows:
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1) Increased Cooperation and Partnership.

Management needs to actively seek opportunities for collaboration and partnerships with other
sharia financial institutions or non-bank financial institutions. This can involve negotiating
contracts and agreements, as well as ongoing relationship management. Management also needs
to ensure that collaboration and partnerships are in line with the company's vision, mission and
values, and provide significant benefits for both parties;

2) Launch A New Product Development.

The managerial implication of a product portfolio diversification strategy is the need for in-depth
market research to identify customer needs and preferces. Management needs to allocate
resources for research and development of new products that comply with sharia principles and
meet existing market needs. Apart from that, management also needs to plan new product launches
effectively, including appropriate marketing strategies to reach relevant target markets;

3) Development of HR Training.

The managerial implication of the strategy to improve the quality of human resources is the need
to develop sustainable training programs for employees. Management needs to allocate resources
to provide training on sharia principles, product understanding, communication skills, and problem
solving. This can help employees provide better service to customers and increase customer
satisfaction;

4) Investment in Technology Infrastructure.

Management needs to consider further investment in technology infrastructure to support digital
marketing strategies. This includes developing or improving mobile banking applications,
responsive websites, and back-end systems that can manage transactions quickly and securely.
This investment can help sharia business units improve operational efficiency, provide a better
customer experience, and expand the range of services.

To sum up, types of strategies being implemented by the Sharia Business Unit of Bank 'P'
in preparation for the spin-off, are including: 1) Building Cooperation and Partnership 2) Product
Portfolio Diversification 3) Expanding Customer Base 4) Improving the Quality of Human
Resources 5) Investment in Technology Infrastructure These strategies are aimed at strengthening
the position of UUS Bank 'P' in the industry and ensuring readiness for the spin-off challenge in
accordance with applicable regulations. The strategies involve various aspects such as
collaboration with other institutions, innovation of new products, expanding customer base,
improving human resources, and investing in technology infrastructure. These strategic steps are
essential for the bank to enhance its performance in the sharia business financing market and
maintain its competitive edge. And, the key provisions and regulations governing the spin-off of
Sharia Business Units (UUS) gm Indonesia, particularly with respect to Bank 'P', are outlined in the
Financial Services Authority Regulation No. 12 of 2023 concerning Sharia Business Units. This
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regulation stipulates that for a UUS to be opened and carry out business activities, it must obtain
permission from the OJK and fulfill requirements, including providing business funds for opening
a UUS of at least IDR | trillion.ndditionally, UUS with assets that reach 50 percent of the total
asset value of their parent BUK and/or total assets of at least IDR 50 trillion must be separated.
The time limit for the spin-off is set at a maximum of2 years after the UUS meets the asset criteria
based on the last quarterly report. These provisions are in line with the Sharia Banking Law No.
21 of 2008, which requires UUS to become BUS if the asset portion reaches 50 percent of the
parent or no later than 2023. The latest provisions also regulate that UUS with asset shares reaching
ee specified threshold are required to carry out a spin-off, with no time limit specified, but the
spin-off must be carried out no later than 2 years after the last quarterly financial report if the
requirements have been met.

As well as, based on the financial reports of Bank "P," its assets have shown consistent
growth over the years. From March 2023 to the end of 2023, the assets increased from IDR 34.65
trillion to IDR 38.33 trillion, marking a 17.12 percent annual increase. The Compound Annual
Growth Rate (CAGR) for 2023 was 10.1%, projecting an asset increase exceeding IDR 50 trillion
by the fourth quarter of 2026. This growth has significant implications for the spin-off preparation
of Bank "P," as it necessitates a resource allocation strategy and an appropriate business model.
The research conducted also identified several alternative strategies that UUS Bank "P" can
implement, such as establishing cooperation and partnerships, creating a diversified sharia product
portfolio, and expanding its customer base. These strategies are aimed at strengthening the bank's
position in the market and ensuring readiness for the spin-off challenge as required by applicable
regulations.
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