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Bank organizes ‛International Compliance Conclave 2022’ 

On 10th and 11th November 2022, a 2 days conclave of overseas Compliance Officers and Money 
Laundering Reporting Officers (MLROs) was organized by Compliance Department at Mumbai. The event 
provided an exclusive platform to all overseas Compliance Officers & MLROs of our bank to interact, 
engage and find solutions to the challenges faced by them, in their day to day functioning. Executive 
Director Shri Debadatta Chand and other executives were present on the occasion. During the conclave, 
“In Touch In Tune” - a Bi-monthly compliance newsletter has also realesed.

Our Bank wins the Navbharat BFSI Award 2022 

On 8th October, 2022, our Bank was awarded with 
the Navbharat BFSI award 2022 for Home Loan 
and Car Loan. Shri H T Solanki, General Manager-
Mortgages & Other Retail Assets received the 
award from Dr. Bhagwat Karad, Honourable Union 
Minister of State for Finance, Government of India 
at a function held in Mumbai. 

Our Bank receives award for “Best AI & ML Bank” at IBA’s  
18th Annual Banking Technology Awards 2022

On 3rd December, 2022 our Bank was awarded with 
the “Best AI & ML Bank" among large Banks at the 
prestigious Indian Banks’ Association’s 18th Annual 
Banking Technology Awards held in Mumbai. The 
Bank was also adjudged Runner-Up in the "Best IT 
Risk Management" and "Best Technology Talent" 
categories. Shri Ajay K. Khurana, Executive Director 
and Shri Sanjay Mudaliar, Chief General Manager 
received the awards on behalf of the Bank.
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Dear Colleagues,
It gives me immense pleasure to interact with all of you 

through this issue of the Bank's house journal ‘Bobmaitri’.
The New Year has just arrived. The past year was full 

of achievements for us and it enriched our experiences 
in many ways. For the quarter ending September 2022, 
Bank’s Net profit grew by 58.7% to reach Rs. 3,313 
crore and Net profit in first half stood at INR 5,482 crore 
registering a strong growth of 66.3%. Advances registered 
a strong YoY growth of 19%. Organic Retail Advances 
grew by 28.4%, led by growth in highly focused areas such 
as Home Loan, Personal Loan, Auto Loan and Education 
Loan. GNPA stood at 5.31% with a reduction of 280 bps 
on YoY and 95 bps on QoQ basis. Provision Coverage 
Ratio (PCR) excluding TWO stood at 79.14%. Net Interest 
Margins stood at 3.33% in Q2FY23, with an increase of 48 
bps YoY & 31 bps on QoQ basis. CRAR stood at 15.25% 
in September, 2022. Based on these business parameters, 
we can proudly say that our performance is very well 
positioned in the banking industry.

It would not be an exaggeration to mention that the 
customer will be completely on digital platforms in the 
coming few years. Our bank recognizes its importance 
well and accordingly we are continuously adding new 
features to our various digital platforms. Recently Bank 
has revamped its internet banking and now it has been 
introduced as BOB world internet. Six new customer 
friendly features like debit card block facility, account 
statement, positive pay confirmation for rejected 
cheques, activation/ de-activation of Bob World Internet 
and IPO subscription have been added. We are also 
constantly making our WhatsApp Banking platform more 
customers friendly and rich with new features. Through 
BOB World Tab our Bank is now enabled to open fully 
digitized Current Accounts of Public & Private Limited 
Companies. We understand the linguistic diversity of 
India and accordingly we are continuously working for 
the availability of Hindi and other Indian Languages on 
our digital platforms.

Our Bank launched 'bob World Kisan' app on 24th 
November, 2022 as a complete solution for farmers for 
all their agricultural needs. This app is a one-stop solution 
for the farmers. It helps in digitizing the agro economic 
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journey by offering new-age solutions related to agri 
financing, insurance & investments; market related 
services such as keeping watch on crop prices; agri 
advisory services like weather forecasting, monitoring 
crop health and other value-added services including 
buying of agricultural inputs & hiring of equipment, using 
technology to increase productivity etc. All these services 
are available to existing customers & non-customers both. 
The Bank has also partnered with six agri companies such 
as AgriBegri, AgroStar, BigHaat, Poorti, EM3 and Skymet 
to provide various services to farmers within the app itself. 
The app is available in three languages at present i.e. 
Hindi, Gujarati and English which make it accessible to 
a wider base of farmers. Further, our Bank has recently 
signed an MoU with Border Security Force for Salary and 
Pension Account. Also, an alliance has been done with 
Aerem Solutions Pvt Ltd (ASPL) and its subsidiary Aerem 
Finance Pvt Ltd (AFPL) for financing of solar rooftop 
projects by MSMEs. With the help of such initiatives our 
Bank is continuously exploring new business opportunities 
to ensure sustainable business growth.

Vigilance Awareness Week was observed from  
31st October, 2022 to 6th November, 2022 with a slogan of 
'Corruption free India for a developed Nation'. During this 
period we took oath to be vigilant about our work and 
perform our duties with allegiance. We also organized 
various activities to commemorate the occasion. We 
need to imbibe this slogan in true spirit in our daily works.

Customers are center of all our activities. Distinct 
customer experience should be our ultimate goal. In the 
recent past, some unpleasant incidents of customer-
staff behavior have come to the fore at some places in 
the Bank, which tarnished the image of the bank. These 
incidents could have been easily avoided by showing 
humility and sensitivity. This is an area where we need 
to be extremely careful. We cannot behave rudely with 
customers under any circumstances. Even if a customer 
is annoyed for some reason, if we behave with extreme 
politeness and listen to him/ her carefully, half of the 
problem gets resolved. I think we do have a solution 
for every genuine complaint of the customers. There is 
a need to listen to them, understand their problem and 
take prompt action to resolve the complaint.

Your Bank is standing on a very strong base and with our 
efforts we now have to prepare it for newer strides. Only a 
few days are left in the last quarter of the current financial 
year. We have to make active efforts to not only achieve 
100% of our allocated annual targets but to achieve an 
ideal position by surpassing it. With our joint efforts we can 
make the business results of the Bank for the financial year 
2022-23 historic. I am sure that you will make all out efforts 
in this direction.

Happy New Year 2023 to all of you.

Best wishes.

Sanjiv Chadha
Managing Director & Chief Executive Officer
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        //The Executive Editor SpeaksThe Executive Editor Speaks
 ,    Sanjay Singh, Executive Editor

Dear Readers,
Happy New Year 2023 to all of you!
I am happy to present you the latest issue of our Bank's house 

journal 'Bobmaitri'. The content management committee of 
‘Bobmaitri’ continuously endeavours to make the magazine 
more interesting and worth read for its readers by improving 
its quality. 

Our Bank has been pioneer in adopting the reforms taking 
place in the Indian banking sector in order to enhance the 
efficiency, stability and effectiveness. This is reflected in the 
consistent excellent performance delivered by the Bank on 
EASE parameters set by DFS. Keeping in view the increasing 
popularity of digital platforms, Bank is making efforts to 
customize its products in digital format. We have reshaped 
the traditional way of banking through Internet Banking and 
Mobile Banking, Omni-Channel Banking, Smart Banking and 
Modular Banking. Regional languages are being included on 
the digital platform for ensuring easy access to our digital 
products by our customers. We are also getting encouraging 
response about this service. The Bank is constantly moving 
on to transform itself to cater to the changing needs of the 
digital era and the convenience of the common customers.

This issue of the magazine is full of diverse contents. In this 
issue, we have included the article of Shri Mukesh Ashok 
Suryavanshi ‛Customer Service : Delivery to Delight’ in which 
essentials of attracting and retaining customers has been 
discussed in detail. Shri Ashutosh Srivastava in his article 
‛Legal Persons & Arrangements’ deliberates about the risk 
mitigation process for Legal Persons and arrangements. Shri 
Durga Maharana's article‘    –   
’ discusses importance of vigilance in business operations. 
In the article ‛Improving Access to Credit for Undeserved 
Populations and Sectors in India’ by Shri Satish Chand Jindal, 
the initiatives being taken to promote financial inclusion 
have been discussed. Besides, ‘ ’ by Mrs. 
Renubala Minz, ‛Wealth Management through Fintech’ by 
Shri Sanjay Kumar, ‘   ’ by Mrs. Monika 
Singh and ‘        ’ by 
Shri Chandan Kumar Verma and many more Important 
articles will prove to be very useful for our readers to know 
about various aspects related to banking. To provide you a 
varied reading experience, this issue includes a travelogue 
article ‛On My Way to Everest Base Camp’ by Shri Cliffton John 
Rodrigues which covers his experiences while trekking to the 
Base Camp of Mount Everest. The business achievements 
of the Bank’s ‛Champion Regions’ during the quarter have 
been covered under our regular columns.

In addition to the above, this issue also carries reports on 
various celebrations, events, news and activities organized 
related to Official Language implementation across the 
Bank. I trust the blend of diversified content will make this 
issue more interesting for our readers. We look forward to 
the suggestions/opinions of the readers to improve the 
journal. Since this magazine is available digitally on the Bob 
Abhivyakti app, all our readers are requested to give us 
their opinion regarding the various articles/ write-up of this 
issue in the comments section of the App. I also request our 
fellow readers to keep on sending their contributions for the 
magazine.

With best wishes,

Sanjay Singh
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Brand Reputation :
The customer will happily give their support to 
brands that share their views on important issues like 
sustainability and quickly abandon those brands 
that do not. (     , -
      ). This vital trend is to be 
recognized by our business leaders for business 
development. A recent worldwide survey had 
revealed that creating brand reputation as the most 
critical aspect of business strategy. In a new world 
reconfigured by business platforms, this presents 
a fresh challenge. Business platforms often host 
competitors, facilitating comparison and potentially 
diminishing brand loyalty. Our business strategies 
shall befit to the dynamics of the market because 
the nature supports for the survival of the fittest. 
( ,         ).
Brands can no longer rely on Blind Loyalty :
We must earn customer trust and earn it again with 
every transaction. (      , 
  ). Every touch point-from product 
and service acquisition to delivery and beyond-
contributes to the customer experience. It is proved 
that digital initiatives deliver positive in improving 
customer experience. We must focus on using data 
to identify unmet customer needs and on building 
processes to deliver value at every customer at each 
point of service delivery channel with speed and 
responsiveness. (       
  ). These are critical across end-to-end 
operations in accessing real-time information to 
optimize processes and networks for quick actions 
and results. In simple words, using consumer data to 
gain a better understanding of individual customers’ 
needs as a basis for customizing products and levels 
of service to meet those needs. That represents a 
stronger foundation for growing revenue than usual 
product marketing campaigns. (   
          ).

Become an Intelligent, Sustainable Institution :
This modern hi-tech digital driven era fully supports 
the idea of the Virtual Enterprise and its technology 
prerequisites. (    -      
). Time demands for a strategy which aims to 
help customers thrive in the new economy where 
being a data-driven enterprise and delivering 
exceptional experiences! The Virtual Enterprise, 
the Intelligent Enterprise Framework comprises 
three essential components to enable customers 
to break down data silos and adopt intelligent, 
dynamic, cross-functional business processes 
to deliver optimal experiences. A business 
technology platform which provides unified data 
management across internal and external data, 
intelligent technologies to improve Analytics and 
transactional workloads and application services 
to simplify Extension and integration across the 
intelligent suite. An intelligent suite of applications 
to automate day-to-day business Processes, share 
insights across functions, and better interact with 
Customers, suppliers, employees and partners 
through applications Embedded with intelligence. 
(        ?) Experience 
management capabilities to holistically measure 
and track Stakeholder experiences across all touch 
points, prioritize and predict Stakeholder needs 
and trends, drive actions and monitor experience 
improvement. We need to employ database 
technology to create customer profiles that sales 
and customer-service staff can use to increase 
revenue and strengthen customer relationships. 
(       ‘  -   
’     ).
Community Marketing :
Each branch needs to tailor local marketing 
strategies to serve the immediate community. ( 
           
  ). Consumers bank in a place where 
they feel safe and comfortable. This means frontline 
staff who speak English as well as the prominent 

Today’s consumers are influenced not just 
by products or services

But by the overall brand experience and 
reputation!

CUSTOMER SERVICE  
DELIVERY TO DELIGHT

October-December 2022October-December 2022 77



language in the community. By having branch 
managers look at the local community needs, the 
bank can attract a larger percentage of the target 
market. Bank requires convincing consumers to trust 
a bank with their money and make customers feel 
like they are getting the most value for their money. 
Once customers invest with a bank, the bank must 
work to retain customers and get them to buy-in to 
additional products. (       
       ). Enhance the 
spectrum of services from LOCAL to GLOBAL! 
Product Bundling :
Product bundling has been a successful common 
practice strategy nowadays. Positive sales 
strategies such as offering a Personal accidental 
insurance, other wealth management services and 
other banking advisory services for those who wish 
to open/has a savings account are required to 
compete our peers in the market. (    
). An enquiry and conversation with the customer 
may lead to reveal the need of Personal Loan, Home 
Loan, Education loan etc. in the family. (   
 -          ). 
Saving account customers can be targeted for sale 
of Credit Cards, Pre approved micro personal loan, 
health Insurance, life insurance, general insurance 
products and wealth management services etc.

“Consumers are more likely to say YES to 
something when they already know they are 

approved for it, including pre-approved products 
that pop up on a computer screen!”

Pre-Approved Products :
We need to review existing accounts to determine 
positive banking and credit trends in customers. 
Those identified with positive trends and credit history 
are sent "pre-approval" letters for credit cards, lines 
of credit or mortgages. (      
     ). Offer specialized 
credit cards for consumers, such as cards designed 
for college students, small-business owners or mature 
bankers. Cards with low interest rates and less fees 
typically attract more customers. A card that offers 
rewards or a cash-back program may also appeal 
to consumers. Offer a line of prepaid debit cards 
and encourage parents to set up accounts for their 
children or allow teens to become authorized users 
on a parent’s credit card. Teens who have already 
established a relationship with a bank may be more 
likely to continue working with that bank when they 
turn 18 or begin earning their own income. (  
    -        
 ...).

Referrals :
Word of mouth has the greatest potential to attract 
customers to a bank and draw customers away 
from a bank. (   -    :  
        ). Encourage 
current customers to direct friends and family 
members to the bank by offering referral incentives 
in the form of lower fees or cash rewards. Become 
involved in the community by sponsoring a local 
sports team, setting up a booth at a local festival 
or providing a mobile ATM machine for a local 
event. Be sure to provide effective and adequate 
customer service to all current users because a 
customer sharing a negative experience about the 
bank may quickly erase the effect of any positive 
marketing efforts in a community. Bank frontline 
staff interact with the majority of the bank clientele 
are recognized as face of our bank. They perform 
the day-to-day transactions, such as cashing 
checks, making deposits or transferring money. 
Successful banks consistently train front line staff to 
look for opportunities to cross-sell bank products 
and refer customers to the right person. ( 
      ). A front line staff may 
see a regular customer cash a dividend check 
and refer the person to the investment specialist. 
The front line may see a high savings balance and 
suggest a higher-earning time certificate. Smart 
banks reward top referring staff to entice them to 
take the time to suggest a new product or service. 
(     ). A enlighten and 
knowledge empowered staff through performance 
can generate more than double or triple the profit 
for the bank.
Distinguished Service channels :
Almost everyone needs the services of a bank at 
some point, to deposit pay checks, get cash, save 
money or to apply for a loan so that they could a 
large purchase. Banks are structured the same way 
or serve the same purpose in the financial world. 
(       ) Understanding, 
developing and distinguishing an investment 
services channel and a commercial/ Retail services 
channel will help know which one to use depending 
on the personal or business needs. (‘   
  ’  ). Premier services are 
designed to attract high net worth bank clientele; 
this is an effective strategy to increase bank deposits. 
High net worth clients often have different needs 
as well as expectations. By offering a select set of 
skilled bankers to personally handle all transactions 
and account reviews, client trust increases. Service 
is often better with dedicated bankers able to focus 
on finding the best solutions to fit complete financial 
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scenarios. (         
‘ ’   ).
Focus on service to increase revenue :
Growing traditional sources of revenue from mass-
market products such as loans, credit cards and 
mortgages has proved difficult in view of consumer 
caution and a tightening regulatory environment 
and peer competition. (       
       ). Instead, banks 
are targeting customer groups with the greatest 
growth potential, developing new products and 
services for those groups, and improving standards 
of customer service. (      
  )
Customer Technology :
To aim to grow revenue by expanding customer 
base, particularly in the younger age group. The 
requirements of younger consumers will provide the 
next major revenue opportunity for retail banking. 
Banks are developing technology-based services 
that are aligned to the lifestyles of their younger 
consumers. (        
). Among early initiatives are mobile banking 
services for smartphones, real-time text alerts on 
account status, and video links to financial advisers. 
With the popularity of the Internet and smartphones, 
many customers have turned to doing the majority 
of their banking online. Update the bank’s website 
to make it easy to navigate and allow users to 
transfer money and view account information 

from multiple locations. Include descriptions of all 
products on the website to give potential customers 
the information they need to make a decision. Offer 
online customer service options for customers who 
do not have time to visit a branch or wait on the 
phone. (      -   
   ).
Employee Culture :
Training and motivating branch staff to sell products 
and services to customers is an important factor in 
growing revenue. (   ,   
 -   ). Branch staff have an existing 
relationship with customers but that relationship has 
traditionally been based on service rather than sales. 
By providing branch staff with product information, 
profiles that identify customers’ product needs 
and incentive programs to encourage selling, 
banks can use existing relationships to increase 
revenue per customer. By way of enlightened and 
knowledge empowered staff through performance 
and banking professionalism can earn more for the 
bank and for themselves.
Banks must attract customers to invest with them 
using techniques of Reimagining Customer and 
Employee Experiences and Maintaining Brand 
Reputation.

vvv

Mukesh Ashok Suryavanshi
Manager  
Zonal Office, Mumbai
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Legal Persons & arrangements are major 
players for banks business and growth 
and it also poses certain amount 
of threat with regard to Money 
Laundering/ Terrorist Financing 
& Sanctions Concerns for 
Banks & other Financial 
Institutions across the globe. 
All regulated Financial 
Institutions have to handle ML/
TF & Sanctions concerns in their 
area of Operation for ensuring 
Compliance with the prescribed 
guidelines on AML Compliance with 
regard to legal persons and arrangements.
Legal person: Any entitie other than natural persons 
that can establish in their own right a permanent 
customer relationship with a financial institution 
or otherwise own property and capable of suing 
and being sued in court of law is considered 
as a legal person. This can include companies, 
bodies corporate, foundations, partnerships, or 
associations, along with similar entities.
Legal arrangement: A relationship established by 
means of a contract between two or more parties 
which does not result in the creation of a legal 
personality. Examples include trusts or other similar 
arrangements. Many legal arrangements allow for 
ownership, control, and enjoyment of funds to be 
divided between at least two different persons.
Risks related with Legal Persons and Arrangements
Legal persons and arrangements are attractive 
to participants in illicit finance—including money 
laundering (ML), the financing of terrorism (TF), 
and the financing of proliferation (PF)—because 
these entities offer the opportunity to transact 
anonymously, or nearly anonymously, through 
complex and/or opaque corporate structures. In 
addition, legal persons and arrangements offer an 
advantage to the unlawful individual. For example, 
with the LFIs, these individuals can open an account 
or carry out transactions other than their name.
Legal persons and arrangements are critical 
to the conduct of business, charitable activity, 
estate planning, and many other activities. They 
have a wide variety of acceptable and desirable 
purposes, and the vast majority of legal persons and 
arrangements are engaged solely in licit behavior. 
The use of legal persons and arrangements to 
manage funds or do business can obscure or 
conceal the identity of the individuals who are truly 
controlling, directing, or benefiting from the services 
the Bank offers its legal person or legal arrangement 
customer.

This concealment can allow illicit actors to 
abuse services offered by Bank in order to 
launder the proceeds of crime, engage in 
terrorist financing, evade United Nations 
or UAE sanctions, and threaten the 

integrity of the UAE financial system 
and the security of the State. 
Legal persons and arrangements 

are attractive to participants 
in illicit finance—including 
money laundering (ML), 

the financing of terrorism (TF), 
and the financing of proliferation 

(PF)—because these entities offer the 
opportunity to transact anonymously, or 

nearly anonymously, through complex and/or 
opaque corporate structures. For example
  By Obscuring identity/beneficial ownership: 

Individuals can use legal persons and 
arrangements to obscure or conceal their 
involvement in a transaction, Individuals who 
are wanted criminals, known terrorist financiers, 
or connected to heavily sanctioned jurisdictions 
can form opaque companies in lower-risk 
jurisdictions and seek financial services under 
the name of a legal person or arrangement they 
control. Even in jurisdictions where legal persons 
and arrangements are required to report their 
beneficial ownership, illicit actors can seek to 
conceal their ownership interest through the use 
of complex corporate structures, intermediaries, 
and nominees.

  By obscuring the purpose of an account 
or transaction: Legal persons, particularly 
businesses, engage in a wide variety of 
transactions with a wide range of counterparts. 
Depending on its size and the nature of its 
business, a legal person customer might be 
likely to send and receive far larger and more 
irregular transfers than would an individual—
many of them with counterparties that are also 
legal persons. For example, a company that 
manufactures for export may send payments to 
suppliers in a number of foreign jurisdictions, and 
receive payments from purchasers in different 
jurisdictions. The variety and unpredictability of 
transactions carried out by legal persons can 
make it more difficult to identify behavior that 
is unusual or has no obvious economic purpose. 
This is especially true when the counterparts are 
also opaque legal persons or arrangements. For 
example, a company may seek to reduce its 
tax burden by claiming that certain transfers are 
tax-deductible expenses, when in reality they 

LEGAL PERSONS & ARRANGEMENTS
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are payments to a legal person with the same 
beneficial owners as the originating company.

  By Obscuring source of funds or of wealth: Legal 
persons can also be abused by individuals 
seeking to hide the source of an incoming 
transfer. For example, a politically exposed 
person (PEP) might receive a transfer that 
supposedly represents investment returns from 
a company located in another jurisdiction. 
Without knowing the beneficial owners of the 
originating company, it is difficult to say whether 
the transfer does in fact represent a return on 
investments, or whether it is in fact a bribe or 
somehow related to corruption. The involvement 
of legal persons and arrangements can also 
make it more difficult for Bank to identify a 
customer’s true source of wealth. A legal person 
that is represented as a profitable business, for 
example, may in fact be a shell company that 
merely passes on income from illicit sources.

Risk Mitigation process for Legal Persons and 
Arrangements
Bank shall conduct following risk mitigation controls 
with regard to Legal Persons and Arrangements
(i)  Identification of the sources of funds of the LPA 

customers.
(ii)  Identification of the source of wealth of the LPA 

customers.
(iii)  Performing screening of the LPA customers.
(iv)  Conduct transaction monitoring.
(v)  LPA Customers whose UBOs are not-identifiable 

shall not be on-boarded.
(vi)  ECDD shall be applied against UBOs/entities wrt 

LPA.
(vii)  Capture the details provided by a legal person 

who has a nominee on a contractual basis or 
based on a handshake agreement.

(viii)  Bank shall perform transaction analysis.
(ix)  PEP/adverse news screening of counterparties 

that are frequently transacted with or have 
large value transactions while conducting 
periodic refresh

(x)  Bank shall review the reports on the high-risk LPA 
customers to understand and evaluate any risk 
associated with the business activities of such 
customers.

Other Control Measures
Bank shall validate at an operational level, the 
name, legal form, and LPA's Memorandum of 
Association from independent sources. A clear 
procedural guidance shall be set around these 
requirements, the detailed SOP shall cover the LPA 
customer’s due diligence at the time of onboarding 

and ongoing monitoring. The SOP shall also include 
conducting separate checks on the PEP relationship 
of LPA. In addition, SOP shall cover the process to 
validate the name, Legal Form, and Memorandum 
of Association LPA from reliable and independent 
sources.
Bank shall identify the source of funds and source 
of wealth of the LPA customers by obtaining and 
perusing the supporting documents, perform 
screening of all the UBOs/entity, and conducting 
transaction monitoring. Customers, whose UBOs are 
not-identifiable, shall not be on-boarded.
Additional Control Measures
Bank shall exercise following additional controls in 
place on risk-based approach:
a.  to consider the formation requirements and 

process of the LPA.
b.  Identification and reporting of beneficial 

owners,
c.  monitoring of any critical information (including 

beneficial ownership) changes,
d.  regularly check the annual financial reports 

of LPAs which they submit to the registering 
authority,

e.  and/or undergo routine audits, and provide the 
audit report to their registering authority.

f.  The status of the beneficial owners and senior 
management. For example, if a beneficial 
owner or senior manager of a customer is a 
PEP, the customer may also need to be treated 
as PEP, depending on the extent of the PEP’s 
ownership and control and his or her relationship 
to the other beneficial owners or managers.

As Global awareness and exchange of information 
among regulators through various platforms 
such as supervisory college meeting, regulated 
Financial Institutions including Banks are oblige to 
comply with AML guidelines on legal persons and 
arrangements. Banks are drafting, updating its 
policies, processes and also applying automated 
tools commensurating its size and complexity of the 
businesses to strengthen the AML/CFT & sanctions 
framework in the Organizations. To ensure this all 
staffs have to be periodically trained and made 
aware through circulars, webinars and other 
possible modes of communications, ultimately it is 
also the onus of all staff members to remain aware 
of such development and act as prudent banker 
to ensure compliance with prescribed AML related 
guidelines in this regard.

vvv

Ashutosh Tiwari
Chief Manager (CAMS)
Zonal Office, Dubai (UAE)
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India's economic growth is expected to reach 8.7% 
for the financial year 2022, making it the highest 
among large economies. This growth is expected 
to continue, with India adding a trillion dollars to 
its GDP every 12 to 18 months. This rapid growth 
puts India on track to become a 30 trillion-dollar 
economy by 2050, with its economy predicted to 
be the third largest by 2030 and second largest by 
2050. In comparison, China's growth is expected to 
be slower at 5.5%, while the advanced economies 
of Europe, America, and Japan are expected to 
grow at 4.2%, 3.7%, and 2.9%, respectively.
India's population is expected to grow at 1.5% to 
reach 1.6 billion by 2050. However, the country's 
per capita income is expected to accelerate by 
over 700% to approximately $16,000 during the 
same period. The Foreign Direct Inflow to India has 
increased over 20 times since 2000 and is predicted 
to reach $1 trillion by 2050.
Despite this growth, the country faces a worrying 
credit gap, with many sectors, including MSMEs, 
agriculture, businesses in tier 2-4 cities, and social 
infrastructure projects, remaining underserved. 
Over 40% of MSMEs lack access to formal sources of 
finance, hindering their ability to contribute to the 
country's economic growth and development.
Individuals seeking access to micro-credit, housing, 
or educational loans often find their options limited 
and loans difficult to obtain. In many cases, their 
only option is to turn to non-institutional lenders, 
which can leave them vulnerable to exploitation. 
Access to affordable credit is crucial for India's 
economic growth.
While debates over competition between banks 
and fintech and regulation of alternative lenders 
continue globally, India's financial sector has 
chosen to adopt a partnership model between 
banks and non-bank lenders. This allows banks 
and non-banking players to collaborate instead of 
competing for the same markets.

The Reserve Bank of India (RBI) has introduced a co-
lending model to ensure that banks' low-cost funds 
are made available to non-bank lenders that serve 
under represented regions and populations, such 
as MSMEs, economically weaker sections, and low-
income and middle-income groups. These sectors 
often face higher operating costs and credit risks, 
making them less attractive to traditional banks.
Under the co-lending model, non-bank lenders 
partner with banks to access low-cost funds and 
improve credit flow to underserved segments of 
the economy. The 80:20 ratio of this arrangement 
ensures that non-bank lenders do not originate 
poor quality loans, as their 20% stake would also 
be impacted by losses from such origination. Small 
ticket size lending requires expertise in dealing with 
customers with low financial literacy and often has 
high operating costs. Non-bank lenders are well-
suited to handle these challenges and provide 
small ticket loans.
"Overcoming Challenges in Last Mile Connectivity 
in India"
The current co-lending model requires a credit 
policy guideline and a master agreement between 
banks and non-bank lenders. While there has 
been progress in simplifying this process, further 
simplification is needed, particularly in regards to 
accounting methodology. To establish the three 
components of co-lending (80%, 20%, and 100%), 
separate accounting must be maintained for the 
bank, non-bank lender, and borrower. This can be 
time-consuming and burdensome, especially when 
it comes to audit trails and certifications.
In order to achieve the goals of financial inclusion 
and reach underserved populations, banks are 
required by the Reserve Bank of India (RBI) to meet 
assigned Priority Sector Targets. However, banks 
often fall short of these targets and rely on non-bank 
lenders to sell them loans. In the market, the supply 
of loans from non-bank lenders is limited compared 

IMPROVING ACCESS 
TO CREDIT FOR 
UNDERSERVED 
POPULATIONS AND 
SECTORS IN INDIA
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Satish Chand Jindal
Asst. General Manager
Baroda Academy, Jaipur

to the demand from banks. This gives non-bank 
lenders an advantage in negotiations. Banks are 
often forced to close deals quickly in order to meet 
year-end targets, which can impact asset quality 
and invite regulatory tightening. Non-bank lenders 
also retain most of the other earnings from the 
loans, such as processing charges and insurance 
commissions.
The board-approved policy is a necessary step 
for banks and non-bank lenders to enter into a 
master co-lending arrangement. This arrangement 
can either require banks to take their share of 
loans originated by non-bank lenders in their 
books (non-discretionary model), or allow them to 
retain the discretion to reject certain loans 
after due diligence 
(discretionary model). 
Banks and non-bank 
lenders can also agree on 
the terms and conditions 
of the arrangement, 
including specific product 
lines, areas of operation, 
roles and responsibilities, 
appropriation of funds, 
monitoring and recovery 
frameworks, customer 
interface, and protection 
issues.
The key difference between 
the discretionary and non-
discretionary models is that 
under the non-discretionary 
model, banks are required to participate upfront 
at the time of loan origination. However, under the 
discretionary model, banks have the right to reject 
loans after origination, following due diligence. 
Non-bank lenders are unsure whether banks will 
approve loans originated by them for co-lending, 
which makes it difficult to pass on the benefits of a 
blended cost to borrowers at the time of origination. 
This uncertainty undermines the purpose of co-
lending at a lower interest rate, as intended by the 
regulator.
Another challenge is the difference in credit risk 
profiling between NBFC customers and traditional 
mortgage-based bank loans. The credit profiles of 
NBFC customers are generally riskier, leading to a 
higher likelihood of credit loss. Banks may also be 
unable to absorb these losses due to their limited 
ability to do so. Additionally, banks may have little 
understanding of the credit risk of NBFC borrowers.
"Addressing the Challenges of Last Mile Connectivity"
Cred Avenue, also known as Yubi, is a leading fintech 

platform in India. Using its extensive knowledge 
of the industry, the company has created a self-
serve API called Cred Co-Lend. This API significantly 
reduces the onboarding time for originators from 
six months to just one week. This integration is only 
needed once, allowing lenders to easily partner 
with other lenders without the need for additional 
integration.
The platform also features a 6-layer security 
system that is compliant with CISO standards and 
provides additional data security. It also offers 
easy reconciliation, quick loan discovery, and 
disbursement. Once loans are disbursed, lenders 
can use portfolio monitoring and collection 

management features to streamline 
their operations and get more 

done in less time. Some IT and 
fintech companies have already 
developed accounting and 

escrow solutions for NBFCs 
and banks.
As the Bank-NBFC co-

lending partnership 
improves and scales, the 
demand-supply mismatch 
for priority sector loans will 
gradually disappear. This 
transition will accelerate 

as NBFCs grow in size and 
demonstrate their ability 
to manage credit and 
liquidity risk. As the co-

lending model becomes 
more popular, competition among NBFCs will 

drive down the blended cost of loans for customers. 
The terms of the agreements between banks and 
NBFCs will eventually be finalized. Leveraging 
technology, particularly in the area of priority 
sector lending, is key to reaching underserved and 
unserved communities in smaller cities and towns, 
as well as small businesses and farmers. This has the 
potential to unlock $1 trillion in capital that can be 
used to improve businesses, increase earnings, and 
create value for communities and the country as a 
whole.
Conclusion: The co-lending model allows NBFCs 
to access low-cost funds while enabling banks to 
serve underserved and unserved segments. This 
partnership provides a cost-effective and efficient 
way to bridge the last mile connectivity gap.
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Mangaluru Zone conducts Mega Kisan Pakhwada

Mangaluru Zone conducted Mega Kisan Pakhwada 
on 28th November, 2022 at Fisheries College 
Auditorium, Yekkur, Mangaluru. Chief General 
Manager Shri. Sanjeev Dobhal, Shri Gopalakrishna 
R., Deputy Zonal Head, Mangaluru Zone, Shri Vinay 
Gupta, Network-DGM, Dr. Shivakumar Magada, 
Professor & Dean, College of Fisheries, Mangaluru 
& Dr. T J Ramesha, Senior Scientist & Head, KVK 
Mangaluru were present on the occasion.
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Mangaluru Zone organises Kannada Rajyotsava-2022

Kannada Rajyotsava-2022 was celebrated at 
Zonal Office, Mangaluru jointly with Mangaluru City 
Region on 21st December, 2022. The function was 
inaugurated by lighting the lamp by the Chief Guest 
Dr. Murali Mohan Choontharu, Secretary, Kannada 
Parishat, Mangaluru along with Sri Gopalakrishna 
R, Deputy Zonal Head, Sri Vinay Gupta, Deputy 
General Manager (Network) and Sri Sanjay S Wali, 
Regional Manager, Mangaluru City Region.
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Bank of Baroda (Kenya) Ltd. donates in Pamoja Tuungane Initiative Drought Response Fund

Bank of Baroda (Kenya) Ltd. donated 5 million Kenya 
shillings to the Pamoja Tuungane Initiative Drought 
Response Fund. Kenya has been facing seasons of 
insufficient rainfall. The country is suffering from one 
of the worst drought conditions in years. Shri Ravi 
Pathak, Dy. Managing Director, Bank of Baroda 
(Kenya) Ltd., Shri Habil Olaka, CEO, Kenya Bankers 
Association and other staff members were present 
on the occasion. 

Overseas News
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Thanks to the proliferation of Smartphones, 
use of fintech apps have gained popularity. 
These apps give convenience of doing 
financial transactions including investments 
at home further expenses too can be 
tracked by using such fintech Apps. There 
was a time when a person needed cash or at least 
an ATM nearby to purchase something. Today 
whether it is your nearby shop or e-commerce, 
they accept a wide range of payments. Here is an 
overview of the various kinds of fintech apps. You 
can make the best use of them for your transactions 
and investments.
Wallets
Many e-commerce apps and websites come with 
inbuilt prepaid wallets which you can refill through 
either net banking or debit/credit cards. The RBI 
categorised these wallets into three types- Closed, 
Semi-closed and Open.
Closed wallets: These wallets are accounts issued 
by a company to a consumer for buying goods and 
services exclusively from that company. Customers 
can load the wallet and use the loaded money 
only for the services provided by that particular 
company. Withdrawal of cash is not possible and 
also you cannot pay for the other services. Any 
money earned from gift cards for cashback and 
even return for cancellation of orders remain locked 
with the company. Customers can make use of 
these to avail the services from that company only. 
Examples for closed wallets are BookMyShow and 
MakeMyTrip etc.
Semi closed wallets: These wallets allow customers 
to buy goods and services or perform financial 
services at clearly identified merchant locations. 
Semi closed wallets allow you to transfer money 
from one person to another having the same 
wallet. Some semi closed wallets also allow transfer 
of funds to a person's bank account through IMPS 
using minimum details such as Bank account 
number and IFSC code in KYC compiled accounts. 
The RBI restricts the maximum amount that can be 

deposited in semi closed wallets to Rs. 10000. The 
aggregate amount loaded in any month should 
not exceed 1 lakh rupees. Examples of semi closed 
wallets are MobiKwik, Ola money, Airtel Money etc.
Open wallets: Open wallets allow the customer 
to purchase goods and services from any vendor, 
withdraw cash at ATMs and transfer funds to 
anyone. In India, only banks are permitted to 
operate open prepaid wallets. Examples -Pockets 
by ICICI bank and PayZapp by HDFC Bank. Even 
the mobile applications of payments banks are 
open wallets including those of Airtel payment 
Bank, Fino payment Bank, India post payment 
Bank, Jio payment Bank, NSDL payment Bank and 
Paytm payment Bank. In open wallets there is no 
restriction on transaction limit but at the end of the 
day the balance should not exceed Rs. 100000 in 
the account.
Unified payments interface:
UPI is a system that links multiple bank accounts 
into one mobile application. Customers can use 
this for merchant payments, fund transfer across 
banks and wallets, viewing account balances, 
setting and changing passwords and raising 
complaints or queries. UPI is a safe and secure 
mode of payment because UPI Requires two step 
authentications to process a transaction and also 
there is no need to share the banking credentials 
with the merchant website. UPI based apps include 
Google pay, PhonePe, BHIM and Amazon pay 
etc. Different app allows different per transaction 
limits to their customers. For example, BHIM has set 
both the per day and per transaction limit at Rs. 
40000 and a customer cannot make more than 10 
financial transactions in a day. Also, for new users 
the transaction limit for the first 24 hours is limited to 
Rs. 5000 only.

WEALTH 
MANAGEMENT 

THROUGH  
FINTECH
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Expense management with apps:
Both mobile wallets and UPI based apps have 
attracted many customers by using numerous cash 
backs offers, coupons and discounts. While the 
coupons and cashbacks offered by the various apps 
can help save you some money, frivolous spending 
could be quite damaging for your finances. This is 
where expense tracking apps come to your rescue.
There are some apps which automatically 
pool your expenses from bank and credit card 
statements, e-wallets and even extract data from 
your messages. These spends are then auto tagged 
and categorised under different buckets such as 
food, entertainment, shopping etc for customers to 
visualise his/her spend graphically. These apps can 
also be used to set a budget for various expenses. 
It automatically tracks all the bill payments and sets 
reminders for recurring payments such as phone, 
internet bills and credit card payments. The app 
also allows customers to 
split expenses with friends 
and settle the balance. 
Customers can even 
obtain loans from the use 
of these apps.
Apps for Investments:
After monitoring expenses 
and increasing savings 
the next step in money 
management is investing. 
Fintech apps also give 
ease of Investments. For 
investment in equities, 
customers can choose from 
the app of brokerage firms 
such as MO Traders and 
MO Investor from Motilal Oswal Financial Services, 
ICICI direct mobile app and Kite by Zerodha. Sum 
of apps also allow customers to buy fixed income 
securities such as government securities, treasury 
bills and corporate bonds and even sovereign gold 
bonds from the secondary market. For investment 
in mutual fund schemes apps such as Aditya Birla 
Sun Life, DSP, SBI and AXIS are very much helpful. 
All insurance companies have their own mobile 
application. With the help of an insurance company 
mobile application a customer can purchase an 
insurance product for himself or herself.
Banking applications:
For those customers who prefer not to have multiple 
apps on their phones they can consider using the 
mobile application of their banks after registering 
for the mobile banking services of their bank. 
Apart from basic services such as balance check, 

Sanjay Kumar
Chief Manager and faculty
Baroda Academy, Jaipur

fund transfer and payments, bank customers 
can use search applications for a host of services 
encompassing investments, loans and Cards and 
Demat account services, among others.
Customers can make investment in fixed and 
recurring deposits and mutual funds through their 
mobile banking applications. Those customers 
who have availed Demat services of their bank 
can also make transactions in their Demat and 
trading account directly using these apps. For 
example, Bank of Baroda mobile application BOB 
world offers a platform to invest in public provident 
fund, mutual funds etc. This banking app also helps 
customers with expense tracking. Customers even 
transfer funds and make various payments using 
mobile applications. It also allows other services 
such as blocking a card, stopping check book 
requests, tracking deliverables, managing payees, 
linking accounts and cancelling instructions. 
Customers also get discounts, cashbacks and 

rewards on their purchase 
and payments made 
through mobile banking 
apps. They can purchase 
life, motor, travel or health 
insurance too. Customers 
of banks can also get loans 
through mobile banking 
applications. Some banks 
such as Bank of Baroda & 
Axis Bank also offer pre-
approved loans to certain 
customers. If applied 
using the mobile banking 
apps, much loan can be 
disbursed in real time.
Apart from regular mobile 

applications banks also have separate payment 
apps such as ICICI banks pocket and HDFC banks 
PayZapp. While these apps can be used to make 
various payments the transaction limits in these 
apps are often different for different banks.
Conclusion: Today, with the advancement of fintech 
managing expenses and investment become easy. 
For maximising our wealth, we can take the help of 
these apps. Those who will use these applications 
and take benefits of these innovations will be gainer. 
Those who will not make use of it will have to catch 
up with technology in days to come as it is going to 
be way of life
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Calicut Region Organises Baroda Kisan Pakhwada

On 24th November, 2022 Calicut Region Organised 
Baroda Kisan Pakhwada at NAWCOS Hall, 
Nileswar. The function was inaugurated by Shri. 
M Rajagopalan, MLA Trikarpur Constituency in 
presence of our Deputy Zonal Head Shri T S Viswajith 
and Smt. Santha T V, Chairpeson, Nileswaram 
Muncipality. The program was attended by more 
than 120 farmers. 
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Thrissur Region Organises Baroda Kisan Pakhwada

On 25th November, 2022 Thrissur Region Organised 
Baroda Kisan Pakhwada, a farmer outreach 
programme at Kerala Veterinary and Animal 
Sciences University (KVASU), Mannuthy, Thrissur. 
The Mega Kisan mela was inaugurated by Dr. 
Sosamma Iype (Padmashree Award Laureate). 
Shri Pushottam, Chief General Manager, BCC, 
Mumbai, Dr. Mani Chellappan Dean, College of 
Agriculture, Vellanikkara, Thrissur, Dr. Sreevalsan J 
Menon, Associate DE, KVK, Thrissur, Dr. Mary Regina 
F Program Co-Ordinator, KVK, Thrissur, Dr. Deepa 
James, Assistant Professor, KVK,Thrissur were present 
on the occassion. 

Ernakulam Zone launches Bank’s Indian Army  
YODDHA Co-branded Credit card

On 28th October 2022 Ernakulam Zone launched 
Bank of Baroda Indian Army YODDHA Co-branded 
Credit card at the hands of Brigadier Lalit Sharma 
SC SM, Station Commander, Thiruvananthapuram 
Military Station and Shri Sreejith Kottarathil, Zonal 
Head, Ernakulam. Commodore RR Ayyar VSM, 
Retd Defence Banking Advisor, J Padmskumar, 
Regional Head, Shri Sanjay B, Defence Credit Card, 
Shri Binuraj, Credit Card Head, Kerala and other 
dignitaries were present on the occasion.   
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Highlight of Telangana North Region
Telangana North Region is headed 
by Shri C V S Chandrasekhar, AGM. 
Since his takeover Region has done 
exceedingly well in all business 
parameters. Telangana North Region 
has crossed the landmark of over Rs. 
7000 crores in total business in Dec 
2022 and surpassed total advances 
target s by Rs. 246 crores. In Nov, 2022 
under GEMS ranking our region stood 
at 3rd position PAN India level. This is 
the first time since the region has been 
formed. Since the starting of this FY 
2022-2023, he has motivated each 
and every employee to achieve the 
Region's target. Under his captaincy, 
our Region has achieved Dec, 2022 
quarter targets in the following Core 
Business Parameters.

Term Deposits Auto Loan Gold Loan

Retail 
Advances

Personal Loan MSME 
Advances

Home Loan Education Loan Total Advances

Mortgage 
Loan

Agriculture 
Advances

Total Business

Highlights of Business performance in major 
parameters during Q3 FY2022-23 are as below:

v  In overall CASA, region has grown by Rs. 136 
crores over March 2022 registering a growth of 
9% and we could curtail negative branches to 
below 10%.

v  Region has surpassed the Term deposit target 
by Rs. 23 crores and grown by Rs. 404 crores 
over March 2022 registering growth of 14%.

Champion Region
Telangana North Region

Our Bank is setting new milestones of success and behind this lie the untiring efforts of 
our Barodian Colleagues. With a view to showcase their efforts we have started giving 
space to extraordinary performance of the Zones/ Regions adjudged the best amongst 
all, based on Baroda Sparsh Score. Accordingly, this space of our Journal has been 
earned by Telangana North Region which has secured third Position in November, 2022 
and December, 2022. On behalf of Team Bobmaitri, we congratulate the entire Team of 
Telangana North Region for this achievement. Now let’s learn the Success Mantras from 
the leaders of the Region -Executive Editor

C V S Chandrasekhar
Regional Head, 

Telangana North Region

Giridhar G. Kadgaonkar
Deputy Regional 

Manager, Telangana 
North Region

v  Region has surpassed the Total 
Advances target by Rs. 246 crores 
and grown by Rs. 851 crores over 
March 2022 registering growth of 
26%.

v  Region has surpassed the Retail 
Advances target by Rs. 121 crores 
and grown by Rs. 470 crores over 
March 2022 registering growth of 
29%.

v  Region has surpassed the Home 
Loan target by Rs. 27 crores and 
grown by Rs. 184 crores over March 
2022 registering growth of 23%.

v  Region has surpassed the Mortgage 
Loan target by Rs. 23 crores and 
grown by Rs. 44 crores over March 
2022 registering growth of 31%.

v  Region has surpassed the Auto Loan 
target by Rs. 53 crores and grown 
by Rs. 116 crores over March 2022 
registering growth of 32%.

v  Region has surpassed the Personal Loan target 
by Rs. 17 crores and grown by Rs. 87 crores over 
March 2022 registering growth of 69%.

v  Region has surpassed the Agriculture Advances 
target by Rs. 92 crores and grown by Rs. 274 
crores over March 2022 registering growth of 
26%.

v  Region has surpassed the MSME Advances 
target by Rs. 19 crores and grown by Rs. 93 crores 
over March 2022 registering growth of 25%.

v  In DIL DIGI DHOOM Campaign, as on  
31st December Stood No.1 Pan India (number 
wise) in Digital Auto Loan.
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Amount in Crs MTD QTD

TELANGANA NORTH REGION
MAR'21 MAR'22 Sep'22 31.12.2022

YTD 
(Actuals)

YTD % MTD QTD
Q3 

FY22-23
Gap to 
Target

CURRENT DEPOSITS 266 255 518 275 20 8% 4 -243 308 -32

SAVING DEPOSITS 1094 1226 1275 1342 116 9% 77 67 1348 -7

CASA DEPOSITS 1361 1481 1793 1617 136 9% 81 -176 1656 -39

RETAIL TERM DEPOSITS 1465 1388 1436 1479 91 7% 8 43 1633 -154

TERM DEPOSITS 1474 1396 1472 1664 268 19% 65 192 1641 23

TOTAL DEPOSITS 2835 2877 3265 3281 404 14% 146 16 3297 -16

RETAIL EXCL LABOD 1202 1605 1914 2075 470 29% 72 162 1954 121

HOME LOAN 687 806 919 990 184 23% 30 71 963 27

MORTGAGE LOAN 110 140 165 184 44 31% 8 19 161 23

AUTO LOAN 248 364 436 480 116 32% 24 44 427 53

EDUCATION LOAN 67 89 108 111 23 25% 2 3 102 10

PERSONAL LOAN 26 125 192 212 87 69% 6 20 195 17

RETAIL GOLD LOAN 57 69 83 87 18 27% 1 4 93 -6

AGRICULTURE ADVANCES 845 1059 1259 1333 274 26% 32 74 1241 92

AGRI GOLD LOAN 444 566 680 730 163 29% 10 49 682 48

Agriculture Excluding GL 400 493 579 604 111 23% 23 25 559 45

MSME ADVANCES 273 367 423 460 93 25% 30 37 441 19

Baroda Property Pride 26 31 36 40 9 28% 5 4 45 -5

CORPORATE ADVANCES 37 0 0 0 0 #DIV/0! 0 0 0 0

Total Advances 2505 3237 3802 4088 851 26% 139 285 3842 246

TOTAL BUSINESS 5340 6113 7067 7368 1255 21% 285 301 7139 229

GEMS TARGETSYTDOutstanding Levels- In Crs

Region Wise Daily Business Figures

Top Performing Branches of the Region
Vivekananda Nagar, Kukatpally Hyderabad

Vivekananda Nagar 
Branch is headed 
by Shri Ravi Naik, 
Senior Manager and 
is ably supported 
by 3 Officers and 3 
Business Associates. 
Branch has performed 

exceedingly well in all Advance parameters 
particularly Retail Advances.
Boduppal Branch, Hyderabad
Boduppal Branch is headed by Shri Basa Rajasekhar, 

Senior Manager and 
is ably supported by 2 
Officers and 2 Business 
Associates. Branch 
has achieved all the 
Targets for December 
2022 barring Retail 
Gold Loan.

KPHB Colony Branch, Hyderabad
KPHB Colony Branch is headed by Shri Guraja 
Praveen Kumar, Senior Manager and is ably 

s u p p o r t e d 
by 2 Officers 
and 3 Business 
Associates. Branch 
has achieved all 
the Targets for 
December 2022 
barring Retail Term 
Deposits.

Specialized Mortgage Store
SMS cell headed 
by Shri B. Shrikanth 
Reddy is ably 
supported by 6 
officers. Since 
his take over our 
Region is doing 

exceedingly well in Retail portfolio and mainly in 
Housing loan, Mortgage loan and Education loan 
and our Region's Housing Loan portfolio has crossed 
a milestone of Rs. 900 crores during September 2022 
and surpassed Q3 target by Rs. 27crores

Departments which have made outstanding 
contributions to Business Development
Credit Department

Credit Department 
headed by Shri S. 
Dinesh Reddy, CM 
is ably supported 
by 4 officers and 
2 clerk including 
Priority Sector. 
PS department is 

headed by Shri B. Venkatesh, Senior Manager Region 
has surpassed the targets in Agri advances,MSME 
advances, Retail advances & Total advances.

Details of Awards and Accolades received by the 
Region
  Region stood Pan India No.1 in “Samooh se 

Samriddhi” 1&2.

  Region topped in Swarna Utsav campaign 
under Group C and stood Pan India No.2 as per 
net growth.

  Region topped in Gold Rush campaign under 
Group C.

  Region stood Pan India No.1 in Digital Index for 
the month of November 2022.

  Region stood Pan India No.3 under Car Loans in 
“Warming winter with Retail” campaign.

  Region has topped in CASA ki Barsaat (under 
Group C) for Q2 FY2022-23.

  Region has crossed surpassed target under 
Baroda Premier League by a whopping 60 lakhs 
& qualified for Finals.

   Region has qualified for Slab 1 under General 
Insurance “Foundation Fiesta” Campaign 
(01.07.2022 to 30.09.2022)

  Only Region to be qualified among Hyderabad 
Zone under Barodian First 3.0
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mountains in the world. These mountains hold their 
own stage. They are not an easy or comfortable 
place to visit.
The Himalayas demand a degree of work and 
sacrifice to have the privilege of seeing them up 
close.
The most popular trek in the Khumbu Valley, the 
Lukla – Everest Base Camp – Lukla trail typically 
takes 11-12 days. You can expect to cover a 
minimum distance of 120 km on foot depending on 
how many optional side treks and acclimatisation 
treks you choose to do. A distance of 150 km is 
more likely.
After landing at the ‘World’s Most Dangerous 
Airport‘ you start your trek at 2610 m above sea 
level in Lukla. The standard Everest Base Camp 
trek tops out at 5643m at Kala Patthar (for the 
best views of Mt Everest) or at 5364m at Everest 
Base Camp itself.
The difference with trekking in this part of the 
world is not so much the terrain, it is the altitude. 
The trek itself is not that difficult. The trail is well-
formed, and the villages along the way are well-
supplied with tea lodge accommodation and 
nourishing meals.
The true challenge lies in the oxygen-depleted 
altitude. At its highest point, the oxygen level 
is at 50% of what it would be at sea level. This 
environment causes varying degrees of altitude 
sickness in most people as your lungs struggle with 
the lower oxygen levels. Here the going really 
gets tough.
At times, you might get a mild headache and at 
times be little breathless. Worst scenario can be, 
it can make you critically ill (or worse) and require 
you to be evacuated by helicopter.
Despite the hazards and risks posed by trekking 
at altitude, most people are able to complete 
the stretch. It is something to continually monitor, 
though, the Himalayas can be an unforgiving 
environment.
This is the time when you long for the comforts 
of home. There are also moments when you 
start feeling home sick. But you want to carry on 
because these mountains put a spell on you.
The Himalayas are the most spectacular natural 
environment I have ever been to.
It also taught me more about life than I ever 
thought possible.

On My Way to Everest Base Camp

Just a mention of the Everest Base Camp Trek 
(EBC) in Nepal, is usually, enough to stir the soul of 
hikers all over the world. Thousands of aspirational 
ramblers have gained valuable experience on 
this Himalayan route. Some see this hike as a rite 
of passage for all true trekkers. Others go on this 
trek because it’s a ticket to the soaring roof of 
the world, where an up-close encounter with the 
highest summit of all awaits.
Like many, I undertook the trek to Everest Base 
Camp largely because of its reputation as one 
of the must-finish routes on the planet. I could 
instantly see why that’s the case. Travellers of all 
stripes, all nationalities, join together on this true 
Himalayan adventure.
Few experiences have had such an influence on 
me as trekking to Everest Base Camp.
Trekking in the high altitudes of the Himalayas for 
nearly three weeks isn’t for the fainthearted. Every 
day taught me something new. Every day had 
a new challenge stored for me and every day 
taught me a little more about myself.
I will share my experiences and will give an insight 
into trekking in the Himalayas and share what the 
journey taught me about life.
Put your trekking boots on and come for the ride.
The Trek to Everest Base Camp
Trekking to Everest Base Camp is no walk in the 
park and it challenges the fittest of the people. 
This iconic trek is also a very achievable goal for 
most of the people.
The Himalayas holds a certain mystique. A rich 
history of mountaineering pioneers and culture 
located in Central Asia, is dwarfed by the highest 

This is what I experienced during my journey to 
the Everest Base Camp Trek (EBC) in Nepal.
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Life Lesson #1 – RESILIENCE
On most days, I felt like turning back at some point 
as home sickness started sinking in this was mainly 
due to the toughness of the terrain.
This started on Day Three when I started getting 
mild altitude headaches. The steep climb into 
Namche Bazaar after lunch was my first test. The 
grinding, winding trail heading up the ‘Namche 
Hill’ never seemed to end.
Every day, I faced a ‘Namche Hill’ to some degree. 
Some were easy, but some were relentless. In the 
first couple of days, as my body tried to adjust to 
the altitude, I wondered what I had let myself in 
for.

Self-Doubts began to creep in as to whether my 
body would be able to handle it. I would need to 
look deep inside myself and rely on my resilience 
to stare down those moments when it all got too 
hard. After all, I could turn back at any time. But 
that was never an option!
The same resilience I relied on as my journey 
continued is no different to the real world. The trail 
is a metaphor for life in many ways.
For every gut-busting climb, there was sometimes 
a reward at the top. A reward not cash or kind but 
with the most spectacular views on the planet.
Sometimes there would be no reward. Sometimes, 
those hills would keep going up with no sign of 
any respite. When I thought I was at the top, my 
head would drop as all I saw was another climb 
in front. In those moments, I relied on the fact that 
it wouldn’t go on forever. And it didn’t. I just had 
to keep going.
Life is like that. The ups and downs of life never last 
forever. Your resilience is what keeps you going 
and moving forward. The easy option is to quit.
The rewards for moving forward are far greater.
Life Lesson #2 – PATIENCE
The Everest Base Camp trail is a long one. The 
fastest and most valuable thing you learn on the 
trail is to take your time. The longest day I had was 
twelve hours. The shortest was seven hours.

That is a long time to spend either on the trail or 
an even longer time at a tea house where there 
is little to do other than rest, read or play cards 
with other trekkers. Time slows down like nowhere 
else on the planet. You lose track of the days and 
develop a mindset that slows down and makes 
you more present.

The present is where the true beauty of the 
Himalayas is. They say the beauty lies in the eyes 
of beholder. Keep patience is the key word and 
by appreciating every step in the mountains, you 
enjoy the experience more.

Western society doesn’t typically reward 
patience. There are always deadlines, places to 
be and meetings to attend.

Here on the mountain, time works in your favour. 
The slower you go, the better your body adjusts 
to altitude. The slower you go, the more you 
appreciate the beauty of the environment.

Being patient on the mountain was vital. Being 
patient with both the people and the environment 
was important for making the most and enjoy the 
journey.

You share the trail with the same group of trekkers 
every day. The teahouses were a mixture of 
nationalities from all over the world who all had 
different experiences and perspectives.

It was easy to moan and complain at different 
times. It could be about the next climb, the herd 
of yaks on the trail or your roommates snoring. 
The sooner we learned that complaining would 
get us nowhere and to show a little patience with 
everything, the better the situation would be.

We had to be patient with each other and our 
environment. We were all challenged in different 
ways. No two people had the same experience.

Since I returned home, I found myself exercising 
this newfound patience more than I thought I 
would. The little things don’t annoy me anymore 
as much as they used to.

Patience is something you need to practice.

Your life becomes a lot less complicated when 
you focus on what you can control.

Life Lesson #3 – FRIENDSHIP
A group of six strangers from four different 
countries met in Kathmandu before the trekking 
started.

Nearly three weeks later, we had created a 
lifelong bond through our shared experiences, 
struggles and successes on the trail.

October-December 2022October-December 2022 3939



We knew more about each other than we ever 
thought possible. We exposed our vulnerabilities 
to each other in unexpected ways. We relied on 
our new friends to pick us up when we needed it.
That was only our small group. We encountered 
many others along the way who shared the 
journey with us. As we got to know each other, we 
all became a closer-well knit group. Some of their 
reasons for doing the trek were very personal. 
For others, it was just a bucket list thing. Our 
motivations were as different as our nationalities. 
But, we all became part of a larger team. We all 
had the same goal - To make it to Everest Base 
Camp (and beyond) and back to Lukla.
Some don’t get there.
For those people (and us who stayed) it was 
heartbreaking. Saying goodbye to our friends as 
they boarded the helicopter before being taken 
back to Kathmandu was always the saddest sight.
The friendships we forged on that trail were tighter 
than many I have formed at home. By being 
challenged as a group, a unique bond is formed. 
Even if it is unlikely I will ever see any of them again.
You can achieve remarkable things as a team 
when you all go in the same direction.
Life Lesson #4 – MINIMALISM
For nearly three weeks in the Himalayas, we had 
a luggage allowance of 15kg.
We dealt with warm sunny climates in the valley, 
up to -15 degree temperatures up Gorakshep 
(last village during the EBC Trek). If I had packed 
the ‘checklist’ we received before leaving, it 
would have been closer to 30kg.
Learning to live in an environment where I had 
only two sets of clothes, one for the day and one 
for the night, was difficult to get my head around. 
In the end, it was easy. I learned how to live with 
less.
After three weeks in the mountains, I understood 
how little the stuff we all desire and hold so much 
value, actually matters. There are no televisions in 
the mountains, no radios. Just the mountains and 
the people.
It was refreshing to sit in a teahouse or on the trail 
and chat with someone different every day. Like 
we used to. The conversations were different too. 
People talking about their experiences that day. 
People talking about their loved ones and their 
lives at home.
Without our distractions, our comforts of home 
and just the bare minimum on our backs, you feel 
a weight off your shoulders. The only thing you 

need to do is keep walking. Life became simple 
again.
From seeing what I saw and felt on the way to 
Everest Base Camp, I now understand what Tyler 
Durden said in Fight Club.
‘The things you own, end up owning you.’
Life Lesson #5 – GRATITUDE (The Proud Moment 
Raising our National Flag at Great Heights – all 
credit goes to our Porters)
Nepal is one of the poorest countries in Asia. 
According to the World Bank study in 2021, Nepal 
had a GDP per capita of $1,222.90.
There the Life is hard by our comfortable western 
standards.
You couldn’t tell though. The smiles on the faces 
of the Nepalis are bigger than anywhere else. The 
beautiful, generous nature of the people I met is 
my most enduring memory of Nepal.
The people of Nepal humbled me. The life that 
I lived was the complete opposite of theirs. 
Materially or physically, I wanted for little. In Nepal, 
every rupee earned is precious.
Our porters, Raj & Bishal, were farmers when not 
on the trail and would curiously ask about my life 
back home. They would look at me with quizzical 
looks on their faces as I told them about my office 
job, the food I ate and the technology we used 
every day.
Every time we had those conversations, I felt 
uncomfortable. It was awkward because I 
realised what we take for granted, is so different 
from what they do.
Yet here they were, smiling all day long, laughing 
and joking while carrying large backpacks while 
I would be grimacing through another hill, or 
craving a decent steak dinner.
Those moments gave me clarity. My perception 
of what I thought was important in my life, was 
so different to what life was like in Nepal. Yet by 
some strange metric, they seemed happier than 
I was.
I realised what I took for granted at home every 
day was a life they had never experienced – 
maybe only seen on TV or heard about.
These moments started an overwhelming sense 
of gratitude for what I had left at home. The 
comforts I missed sure, but also for my family who 
waited for me to return.
I realised the little things that happen at home 
every day, the little things you take for granted, 
are what is important. My life has been blessed 
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in that sense. Our love for 
family was the one thing we all 
shared.
We lead different lives to my 
Nepali friends, vastly different. 
But the one thing we have in 
common is a sense of gratitude 
- For our families and our lives 
every day. In the end, that is all 
that matters.
If you can appreciate the little things that come 
along every day, the hug from a friend or the 
smile from the shopkeeper, you can lead a much 
happier life.
Coming Home
Arriving back in Gandhinagar after three weeks 
away, I knew Nepal had fundamentally changed 
me.
At the time, I didn’t know how. I just knew life was 
going to be different.
By learning and living these five lessons during 
this unforgettable experience, I had started an 
irreversible cycle of change.
Sometimes, I revert to the pre-Nepal Cliff, the 
ungrateful Cliff Or the Cliff who wants the 
newest phone or new clothes. Fortunately, that 
Cliff doesn’t hang around long these days. The 

stronger version of me comes 
back. When he does, life is so 
much better.
You don’t need to go to Nepal, 
or anywhere, to discover 
these five life lessons. These 
lessons have been around for 
thousands of years. You can 
start practising them today, by 

applying them every day, to your life.
They won’t be life-changing overnight, but I 
promise if you start being aware of them, then 
slowly but surely, amazing changes can happen.
In the end I would thank our esteem organization 
- Bank of Baroda for encouraging our employees 
by providing us a special leave for such 
mountaineering expedition (Max 30 days in a year 
with a gap of 2 years between 2 expeditions and 
a maximum of 3 occasions in the entire service). 
Also a special thanks to Sir’s – Shri Lakshmi Kant 
(DGM & Head, NSSC) & Capt. Deepak Murari 
(AGM, Admin, NSSC), who continuously supported 
and encouraged me throughout these 15 days of 
my journey.
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What is MSME?
MSME stands for Micro, Small, and Medium 
Enterprises. In accordance with the Micro, Small, 
and Medium Enterprises Development (MSMED) 
Act in 2006, the enterprises are classified into two 
divisions.
1. Manufacturing enterprises – engaged in the 

manufacturing or production of goods in any 
industry

2. Service enterprises – engaged in providing or 
rendering services

MSME sector is considered the backbone of the 
Indian economy and contributes nearly accounts 
for 27% of the country’s GDP. It primarily works for 
the development of people from backward and 
rural areas. As per the official data as of 31st April 
2022, there are presently more than 6.33 crore 
MSMEs that employ approx. 11.10 people across 
the nation.
NEW MSME Classification
The distinction between the manufacturing and 
services enterprises has been removed by making 
the investment amount and annual turnover similar 
for enterprises engaged in both sectors.

 Composite Criteria: Investment in P&M/equipment and Annual Turnover
Classification Micro-Enterprise Small Enterprise Medium Enterprise
Manufacturing Enterprises 
and Enterprises rendering 
Services

Investment less than Rs.  
1 crore
Turnover less than Rs.  
5 crore

Investment less than  
Rs. 10 crore
Turnover up to Rs. 50 
crore

Investment is less than  
Rs. 50 crore
Turnover up to Rs. 250 
crore

Composite criteria of investment and turnover for 
classification
i. Composite criteria of investment and turnover 

shall apply for classification of an enterprise as 
micro, small or medium.

ii. If an enterprise crosses the ceiling limits specified 
for its present category in either of the two 
criteria of investment or turnover, it will cease 
to exist in that category and will be placed in 
the next higher category; but no enterprise shall 
be placed in the lower category unless it goes 
below the ceiling limits specified for its present 
category in both the criteria of investment as 
well as turnover.

iii. All units with Goods and Services Tax 
Identification Number (GSTIN) listed against 

MSME - It’s Meaning,  
Role & Opportunities in India

the same Permanent Account Number (PAN) 
shall be collectively treated as one enterprise 
and the turnover and investment figures for 
all of such entities shall be seen together and 
only the aggregate values will be considered 
for deciding the category as micro, small or 
medium enterprise.

Calculation of investment in plant and machinery 
or equipment
i. The calculation of investment in plant and 

machinery or equipment will be linked to the 
Income Tax Return (ITR) of the previous years filed 
under the Income Tax Act, 1961. The online form 
for Udyam Registration captures depreciated 
cost as on 31st March each year of the relevant 
previous year. Therefore, the value of plant and 

machinery or equipment for all purposes of the 
Notification No. S.O. 2119(E) dated June 26, 
2020 and for all the enterprises shall mean the 
Written Down Value (WDV) as at the end of the 
Financial Year as defined in the Income Tax Act.

ii. In case of a new enterprise, where no prior ITR is 
available, the investment will be based on self-
declaration of the promoter of the enterprise 
and such relaxation shall end after the 31st 
March of the financial year in which it files its first 
ITR.

iii. The expression ‘’plant and machinery or 
equipment’’ of the enterprise, shall have the 
same meaning as assigned to the plant and 
machinery in the Income Tax Rules, 1962 framed 
under the Income Tax Act, 1961 and shall 
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include all tangible assets (other than land and 
building, furniture and fittings).

iv. The purchase (invoice) value of a plant and 
machinery or equipment, whether purchased 
first-hand or second hand, shall be taken into 
account excluding Goods and Services Tax 
(GST), on self-disclosure basis, if the enterprise is 
a new one without any ITR.

v. The cost of certain items specified in the 
Explanation I to sub-section (1) of section 7 of 
the MSMED Act, 2006 shall be excluded from 
the calculation of the amount of investment in 
plant and machinery.

Calculation of turnover
i. Exports of goods or services or both, shall be 

excluded while calculating the turnover of any 
enterprise whether micro, small or medium, for 
the purposes of classification.

ii. Information as regards turnover and exports 
for an enterprise shall be linked to the Income 
Tax Act or the Central Goods and Services Act 
(CGST Act) and the GSTIN.

iii. The turnover related figures of such enterprise 
which do not have PAN will be considered on 
self-declaration basis for a period up to March 
31, 2021 and thereafter, PAN and GSTIN shall be 
mandatory.

Classification of Enterprises in case of upward /
downward migration
In case of an upward change in terms of investment 
in plant and machinery or equipment or turnover or 
both, and consequent re-classification, an enterprise 
will maintain its prevailing status till expiry of one year 
from the close of the year of registration. In case of 
reverse graduation of an enterprise, whether as a 
result of re-classification or due to actual changes 
in investment in plant and machinery or equipment 
or turnover or both, and whether the enterprise is 
registered under the Act or not, the enterprise will 
continue in its present category till the closure of 
the financial year and it will be given the benefit of 
the changed status only with effect from 1st April of 
the financial year following the year in which such 
change took place
Role of MSMEs in the Indian Economy
The MSME sector has proven to be a highly dynamic 
factor in the forecasting of the Indian economy. 
Since MSMEs produce and manufacture a variety of 
products for both domestic as well as international 
markets, they have helped promote the growth 
and development of various product segments 
and industries.
MSMEs have played an essential role in providing 
employment opportunities in underprivileged areas. 
They have helped in the industrialization of such 

areas with a low capital cost compared to the larger 
industries in cities. MSMEs have also contributed 
and played an essential role in the country’s 
development in different areas like the requirement 
of low investment, flexibility in operations, low rate 
of imports, and a high contribution to domestic 
production.
Opportunities in MSME
The opportunities in the MSME industry are massive 
due to the succeeding factors:
· Export Promotion and potential for Indian 

products
· Funding – Finance & Subsidies
· Government’s Promotion and Support
· Growth in demand in the domestic market
· Less Capital required
· Manpower Training
· Project Profiles
· Raw Material and Machinery Procurement
· Tooling & Testing support and much more
Factsheet of MSME Registration (2021-22)

Total MSME Registration – 9,11,5082
Micro Small Medium

8,70,4675 3,73,456 36,951

Source: Udyam Registration’s Official website. Numerics updated 
as on August 2022.

Estimated numbers of MSMEs in India – 2021-2022
Activity 
Category/Sector

Estimated Number of 
Enterprises (in lakh) Share

Manufacturing 196.65 31%
Trade 230.35 36%
Services 206.85 33%
All 633.88 100%

Source: https://msme.gov.in/ (Last updated as on August 2022)

As per the Ministry officials the new definition will 
pave way for strengthening and growth of the 
MSMEs. Particularly, the provision of excluding the 
exports from counting of turnover will encourage 
the MSMEs to export more and more without fearing 
to lose the benefits of a MSME unit. This is expected 
to exponentially add to exports from the country 
leading to more growth and economic activity and 
creation of jobs.

vvv

Sumit Garg
Chief Manager & Faculty
Baroda Academy Chandigarh
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The US Dollar has been a 
heavyweight since time 
immemorial and majority of the 
trade concerning important 
commodities like petroleum 
and gold were denominated in 

dollars. But even the unsinkable Titanic sank! There is no 
permanency in supremacy. So a rewind to current times 
suggests that US Dollar is wilting under pressure. If one 
pays attention to the prevalent US economic condition, 
the outlook isn’t encouraging and so is the forecast.

The depreciation of Rupee against dollar is not an isolated 
case but a causality of a resuscitated global economy. 
However what is interesting to ponder upon, is the relative 
depreciation of INR against USD, in comparison to other 
world currencies.

What started as an opportunistic measure for India, in 
the middle of a long drawn battle between Russia and 
Ukraine, the spoils of the war have somehow rocketed 
India into a vantage position.

The Directorate General of Foreign Trade (DGFT) under 
the Ministry of Commerce and Industry has made 
amendments to the Foreign Trade Policy where in banks 

are allowed to open 
special Rupee Vostro 
accounts of any 
correspondent banks. 
The trade will be thus 
held and settled in 
Indian Rupees. Under 
this arrangement, 
importers will be able 
to make payment in 
Indian Rupees for the 
goods and services 
imported across the 
boundary.

What are the visible 
benefits that can be attributable to such measures?

1. Bolster the Indian Rupee

2. Protect Forex Reserves

3.  Easier trade with struggling regimes like Russia and Sri 
Lanka.

4.  Globalize the Indian Rupee.

Amidst all of this, there may be a lingering question 
revolving around the USD /INR exchange rate? Though the 
settlement will be in INR, the payment origination will be in 
foreign currency. The answer lies in the simple economic 
theory of demand and supply. The correspondent banks 
will have to convert the trade proceeds into INR and park 
it in the special Rupee Vostro. Consequently a demand 
for Indian Rupee will increase, thereby stabilizing the 
rupee depreciation. This shall further set a chain reaction 

Source:https://www2.deloitte.com/us/
en/insights/economy/us-economic-
fo recast/un i ted-s tates -out look-
analysis.html

where in the fuel prices and inflation in the economy shall 
flatten a bit, offering respite to the common man.

In a parallel word, the depleting forex reserves will be 
spared a breather as 60% of our trade payments are 
made in dollars while INR constitutes a meagre 5 % to 7%. 
This shall also shrink our trade and current account deficits. 
Furthermore our importers and exporters can negotiate 
better trade terms and conditions like receiving advance 
payments and our home-grown banks will enjoy a better 
bargaining power. This will mean improved spreads, 
liquidity and profitability of banks.

The said proposition along with a six month hiatus for 
banks to maintain CRR/SLR has perhaps given a boost 
to NRI deposits. This can be construed as a measure to 
hoard dollars.

So far there has been 
no major quantifiable 
impact, for the slew of 
measures undertaken by 
the Government of India, 
however India is better 
poised than many other 
economies where inflation is 
in double digit. The rewards 
shall be reaped sooner 
or later. The recent veiled 
threat from Russia on a 
possible Nuke attack on 
Ukraine and deployment of 
citizens and ex-servicemen 

into the Army to capture the North-eastern and Southern 
frontiers of Ukraine may have stalled our hopes for 
now. But our Independent Foreign Policy has come 
into the reckoning and India has become a favourable 
investment destination.

Our collective optimism to see our Rupee become an 
International Trade currency shall perhaps materialize 
in the foreseeable future as experts believe that the 
hegemony of dollar will witness a gradual downfall.
References:
•  Source:https://www2.deloitte.com/us/en/ins ights/

economy/us-economic-forecast/united-states-outlook-
analysis.html

•  International Trade Settlements in Rupees (unacademy.
com)

•  Explained: Why RBI has allowed rupee settlement system for 
international trade - Times of India (indiatimes.com)

•  RBI allows International Trade Settlement in Indian Rupees 
(INR) (taxguru.in)
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Siddharth Mahanty
Chief Manager & Learning Head
BSLU Mumbai
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Life. The below diagram describes the model & our 
approach to ERM.

ERM & the Three Lines Model
The Institute of Internal Auditors presented a fresh look of the familiar 
Three Lines of Defense model and called it “Three Lines” in September 
2020. The Three Lines Model helps organizations identify structures and 
processes that best assist the achievement of objectives and facilitate 
strong governance and risk management.

The model applies to all organizations and is 
optimized by:
•  Adopting a principles-based approach and 

adapting the model to suit organizational 
objectives and circumstances

•  Focusing on the contribution risk management 
makes to achieving objectives and creating 
value, as well as to matters of “defense” and 
protecting value

•  Understanding the roles and responsibilities 
represented in the model and the relationships 
among them

•  Implementing measures to ensure activities 
and objectives are aligned with the prioritized 
interests of stakeholders.

We have adapted the Three Lines model to build 
an Enterprise Risk Management culture at IndiaFirst 
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Enterprise Risk Management (ERM)
According to the Institute of Risk Management, “Risk 
management involves understanding, analysing, 
and addressing risk to make sure organisations 
achieve their objectives. So, it must be proportionate 
to the complexity and type of organisation involved. 
Enterprise Risk Management (ERM) is an integrated 
and joined up approach to managing risk across an 
organisation and its extended networks”
Risk responses include acceptance or tolerance 
of a risk; avoidance or termination of a risk; risk 
transfer and reduction or mitigation of risk via 
internal control procedures or other risk prevention 
activities. Other important aspects of risk include a 
risk appetite statement which can be a combination 
of qualitative and quantitative approach and a 
risk tolerance framework. These are expressions of 
the attitude to risk in the organisation, and of the 
amount of risk that the organisation is willing to take 
and reflect the risk culture.
Risk Experts are a part of each function forming a 
bridge between the first and second line and act as 
Risk Ambassadors in their respective function. They 
help implement ERM across the organisation and 
play a pivotal role in ensuring the following:
  Standardized SOPs and an annual review of the 

same

  Monthly Risk Control & Self -Assessment Review 
& Exception reporting

  Self-certification on adherence to SOP’s
The Company adopted a simple yet an innovative 
plan to drive and execute enterprise-wide risk 
management. This helped strengthened the overall 
control environment through the following:
1.  Structured Review of all Board approved Policies 

to align with changes in regulation, external 
environment and increase in size and scale and 
Ratification by the board.

2.  Set up of Risk Experts across all functions with 
specific ownership for identified SOPs

3.  Risk Experts are a part of the function and carry 
Risk KRAs

4.  Training and Certification of Risk Experts
5.  Review of all SOPs leading to tangible & 

intangible benefits
6.  100% Self Certification exercise to read, 

understand, and implement SOPs amongst all 
employees

7.  Implementation of RC&SA Framework through 
Risk Experts

8.  Leadership buy-in of RC&SA Framework through 
Functional Reviews of RC&SA

Learnings

Actions to Do Actions to Avoid
•  Broad involvement on the part of board 

members and employees is essential in 
determining the risk appetite of a company, 
and in identifying and prioritising risks.

•  Engage a broad base of managers and 
employees in the process

•  Start with a few key risks and build ERM 
incrementally

•  Use existing knowledge, skills and resources in 
management, internal audit, compliance etc.

•  Embed ERM into the fabric of the organisation
•  Take a holistic, portfolio view of risks across the 

enterprise

•  Never treat ERM as a project – ERM is a process
•  Don’t get bogged down in details and history – 

ERM should be strategic and forward-looking
•  Avoid relying only on a few key staff – make 

ERM everyone’s job
•  Don’t take a silo or stove-pipe approach to 

risks. Don’t ignore how risks might impact on 
other parts of the business

•  Avoid obsessing too much about categorising 
risks – rather than ensuring that the key risks 
have been identified and mitigation plans 
developed

•  Never assume that the risk register is complete 
– there will always be ‘unknown unknowns’ 
and the biggest enemy of effective ERM is 
complacency

“The only defense against the world is a thorough knowledge of it.” – John Locke, Philosopher.

Sunder Natarajan
CRO, IndiaFirst Life 
Insurance Company Ltd
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“Tring, Tring!” Does this ring a bell? Perhaps a rotary 
dial flashes on the projector of the mind screen 
when we hear these words or a “tring, tring” while 
choosing the ring tone on my Apple iPhone SE?
Well, for me, at the office desk what a tring-tring 
indicates or alerts me to is that there’s a “bell of 
opportunity” knocking at the “so called door”
“No one answers the phone when you aren’t 
around” shares a colleague as we discuss strategies 
for going about with the PAPL (Pre-Approved 
Personal Loan list) over a cup of coffee. I stretch 
over to lift the receiver of the landline….

“Two roads diverged in a wood, and I—
I took the one less travelled by,

And that has made all the difference.”
- “The Road Not Taken” -by Robert Frost

“The customer is looking to clarify on an RTGS of  
Rs. 3,52,000/- which he handed over at the counter 
downstairs this morning.” I share with a smile. “Soon, 
he will be transacting through BOB World Internet. 
When I asked about what missed the mark for 
him while transacting through an already active 
internet banking corporate account he holds, he 
shared that it is active but he has some insecurities 
and reservations about online frauds. What I told 
him is that the best way to go about is by taking 
it slow, begin with smaller transactions of Rs. 50 or  
Rs. 100/- and then move to larger ones.”
Frauds and frauds. It is only when a thief finds a 
house or a social media profile or person letting 
his guard down or a place to strike at a vulnerable 
blind spot, does he step in. But, it is for us bankers, for 
us as customers to choose not to let him in.
The incoming call was a query transformed into 
a digital banking lead. The partner of “Lovely 
Language Coaching Classes” (names changed 
to maintain privacy) is merely one of several 

incoming calls transformed. He will now have 
some thoughts churning in his mind. Having been 
assured that internet banking is safe and secure 
and that we at the branch, are a team always 
available for any queries or concerns to walk him 
through this digital journey, the seed of security and 
trust has been planted. For it to now flower and 
bloom is an inevitable consequence of watering it 
with consistent “customer centricity” “passionate 
ownership”

“All incoming calls on this line are busy. Please don’t 
call back.” The branch incoming emails, incoming 
calls on the branch landlines are “opportunities” 
Whether I choose to turn my back on them or 
welcome them and transform them into leads and 
business prospects, is a choice I ought to make, 
not because I am sub staff, business associate, not 
because I (the capital I of ego) am Joint Manager or 
Officer or any other posts, but because, I am a self-
driven, internally motivated employee, because I, 
choose to serve “the classes and masses” because 
I, the employee of Bank of Baroda am internally 
content and full and can’t stop my internal 
enthusiasm and zest for serving, from overflowing, 
because although I respect posts but don’t allow 
myself to limit my thoughts or tasks to positions.

Results will come, targets will be met. I, the employee 
need to keep my face toward the sun and let the 
shadows follow me. My focus, goal, desire to be 
ethically correct and internally directed compass 
of morality needs to be pointing toward the North 
at all times.

Alisha called for inquiring balance over phone. 
She is now on WhatsApp banking and is to visit the 
branch for BOB World tomorrow. Shri D’Silva politely 
declined the offer of a pre-approved personal loan 
of 2 lakhs. He is to connect over a con-call to discuss 
diversification of his portfolio with a current 25 lakhs 

Tring Tring...
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invested in Fixed Deposits 
which he is reconsidering. 
We are to discuss with him 
and direct him to investment 
options in Tiranga and India 
First plans.

It isn’t me the Officer JMG-
1 pitching business. Its them 
the customers directing 
me toward business 
development. All I do is “keep 
my eyes and ears” open. All, 
I the employee do is L I S T E 
N and it works as catharsis. 
They bring their queries, 
concerns and in some cases 
grievances to my desk. 
Once, sorted, it opens up 
the doors of communication 
and opportunities for both of 
us. It works win-win!

“What on earth are you 
doing with that PAPL list?” 
jokes the Credit Officer, my colleague at the branch.

“Well, I’m making the most of it!” I tease. “I need 
to look at the larger picture you see…. It’s branch 
business, deposit as well as credit portfolio I am 
looking at. It’s a balance of the two tyres that runs 
business, isn’t it?” So, there’s a bunch of them who 
don’t require a personal loan at the moment, but 
what they need, counts too! They need a credit 
card so we’re getting them on board. I’m co-
ordinating with the person who handles credit cards 
of our branch.”

“It isn’t your list,” I tease as I run downstairs with the 
list, “it’s the branch business list.”

To be able to listen to “the bell” I need to be 
emotionally available and alert. This organization is 
an “unlimited ocean of opportunities” Do I wish to 
limit myself to one corner of a muddy pond? My job 
profile happens to be Digital Banking. Need I restrict 
my thoughts, skills and tasks? When customers are 
being converted into PAPL leads, thanks to the pop-
up reminder on Finacle- “customer not registered 
for BOB World” we register him for and activate 
his mobile banking. Let’s look at this situation the 
other way round, customer visits my desk for mobile 
banking registration and inquires about PAPL. I 
key into Excel his 10-digit mobile number and run 
a quick search……Bingo! His name appears on 
the October PAPL list. Now, he goes back with a 
2 lakh pre-approved loan and a mobile banking 
activation. I love the way banking threads interlink 
into a wonderful rainbow coloured fabric!

"the whole is greater than 
the sum of its parts".

- Aristotle, a philosopher in 
Ancient Greece,

I’m eager to learn much 
through KRS assigned to 
me but not limit myself to 
those. I want to explore 
loans, the process of an 
education loan, watch 
the faces of parents and 
students walk off with a 
sanction Education Loan 
of Study abroad, the light 
on the face of the small 
vendor who bought his 
dream house after years 
of toil, the joy of a joint 
family riding off to Shirdi 
in a Sports Utility Vehicle 
(SUV) they bought after a 
sanction of an auto loan.

Every notification is a bell for me. When a customer 
refuses one offer, it means I need to steer the car 
of thoughts in another direction. Obviously, there 
is something else he is looking to share. It doesn’t 
mean “a dead end” Every customer, every 
colleague, every experience is a bell of opportunity 
for me to learn from.

Bottom line is what I choose!

(Ms. Payal Jethra, Officer JMg-1 began her journey 
with Bank of Baroda in January 2011. Presently, she 
is posted at malkan Branch, MALAD KANDIVALI LINK 
ROAD, MMWR, Mumbai. She chooses not to share 
the challenge of her visual impairment through this 
article because of the belief system of employees 
with visual impairment being sometimes limited “to 
telephone tasks”)

“It’s not what I have but what I choose to do with 
what I have” that defines me.

God, grant me the serenity to accept the things I 
cannot change,

courage to change the things I can,

and wisdom to know the difference.”

- Reinhold Niebuhr (The Serenity Prayer)
vvv

Payal Jethra
Officer, Malad Branch, 
RO Mumbai West
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Corporate Album

Bank receives award at the Dun & Bradstreet PSU & Government Summit 2022

Bank was felicitated at the Dun & Bradstreet PSU 
& Government Summit 2022 in New Delhi on 29th 
September, 2022. Honouring PSUs who have been 
incorporated on or before 1947 and have played 
a critical role in India’s growth journey. Zonal Head 
(New Delhi) Zone Shri Amit Tuli, received the award 
on behalf of the bank.

Our Bank announces Winners of Hackathon held in collaboration with Microsoft

On 29th November 2022 at Mumbai, Bank announced the winners of the online nationwide Hackathon, 
which was launched on July 20, 2022 with Microsoft as the Technology Partner. The Hackathon received 
over 23,000 applications proposing innovative Smart Banking solutions. Team Brenin, Team Forza Analytica 
and Team 1001001 were adjudged the first, second and third winning teams respectively. Shri Joydeep 
Dutta Roy, Executive Director, Shri Sanjay Mudaliar, Chief Technology Officer, Shri Vijayant Rai, Country 
Head – BFSI, Microsoft India and other dignitaries were present during Baroda’s Hackathon Finale.
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