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‘Want to give all services of a universal bank’

0On Tuesday, Bandhan Bank will be one of the first to have opened
nearly 700 new branches in the first year of operations. Through
aggressive brick-and-mortar branch expansion, the bank is pitching
hard for deposit mobilisation. CS GHOSH, managing director and chief
executive officer, talks to Namrata Acharya on the achievements and

challenges. Edited excerpts:

i

Howdo yousum upthefirst
year'smilestones?

We've had a remarkable year.
Today, we have 3,081 outlets,
8.9 million customers, deposits
of 15,500 crore, advances of
16,000 crore and employee
strengthof21,054. We never had
any target. Our aim was to earn
the trust of customers. We are
adding 6,000 new ones a day.
Earlier we were only working in
the micro credit segment; now,
half the new customers are oth-

ersegments.

‘Whatchallengesdid
. youfacelastyear?
The two biggest

. were rural con-

i nectivity and
the dearth of
skilled staff in

the eastern sector.

What hasbeenyour strategy to
positionyourselfas auniversal
bank?

Bandhan’s history is in growth.
We started the bank with 501
branches. Within a year, we
added 200 branches. We'd liketo
grow more, in every corner of
the country where peopleare not
getting banking services. We
want to provide each and every
service a universal bank pro-
vides.

increasing; retail deposits are.
Corporate deposits are always
short-term, unlike retail
deposits. Cost-wise, too, retail
deposits are better.

Atatime when otherbanksare
goingforbranchlessbanking,
whyare youfocusingon
branch banking?
We have presence in the digital
banking space. If fact, we are
coming with UPI (unified pay-
ment interface) banking soon.
However, till now, people feel
comfortable in

Mostofyour branch service.
lendingisconcen- People trust bank
trated onthemicro branches. Also, any
finance segment. new bank should
Whendoyouplanto (S GHOSH have some presence
startfull-fledged m through branchban-
retailand corporate  pandhan Bank king. Then, they can
banking? migrate to digital
We're focusing on banking. Footfall is

retail (from individuals) deposit
collection. We are notina hurry
to go for large-scale retail lend-
ing. We are giving non-micro
credit loans. It needs time,
capacity and market under-
standing to increase the scale. It
also depends on the market.
Corporate lendingis divided
into three segments—small,
medium and large corporates.
Wehavegivena few loansto
small corporates. Now, we
are giving more focustoretail
deposits, compared to corpo-
rate deposits. Hence, the share
of corporate deposits is not

needed. By March, we plan to
open 850 new branches. In fact,
Bandhan is the first bank in the
world which opened 501 bank
branches on the first day of its
operation. Also, the first to have
opened close to200branchesin
the first year of operation.

Howsuccessfulhasbeenyour
depositcollection driveinrural
areas?

Of8.9 million customers, nearly
sixmn are from rural areas, with
average deposits of ¥25-60 on a
weekly basis. We are not looking
at micro finance borrowers for

deposit mobilisation but are
building their deposit habit,
motivating them to do so.

‘What new products orservices
doyouwishtointroduce?

We are planning wealth man-
agement services in one of our
HNI (catering to high net worth
individuals) branches. However,
separately skilled people will be
required for those. We have also
started adaily deposit scheme, a
door to door campaign. For
example, our staff goes to small
shops, collects deposits, gives
receipts and opens accounts.

You are offering interestrates
ondepositswhichare higher
thanmarketrates. Howlong
canyou sustain this?

We are not that high — around
25 basis points higher, in gener-
al. We are at parwith a few banks.
More, compared to bank bor-
rowing, the costs arestill less.

Youneed tolistyourbankby
2018, What are your views?

It is too early to plan for an IPO
(initial public offer of equity). We
have a CAR (capital adequacy
ratio) of close to 30 per cent and
s, are in no hurry to raise capi-
tal. If we can increase business
with the present capital, why
raise more? Less capital and
more business is better for
returns. We need to increase
business, deposits, paced with
advances.




