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Consumer bank manages a significant part of the Bank… 

Non Vehicle Advances are 16% of 

Bank’s Advances 

Consumer 
Bank, 49% 

Consume
r Bank 

38% 

BFIL 
44% 

Vehicle 
Finance 

18% 

CASA + Retail TD is 65% of Bank’s 

Deposit 

Consumer Fee is 49% of Bank’s  

Fee Income 
Consumer Bank Branch Network is 

38% of Bank’s Network 



…and is growing at a strong pace ! 

Savings Accounts (Rs cr) Loans (Rs cr) Fees (Rs cr) 

 20,487  

 58,117  

Sep 16 Sep 19

CAGR 42% CAGR 42% 

 16,173  

 32,096  

Sep 16 Sep 19

CAGR 26% 

324 

719 

Q2 FY 17 Q2 FY 20

CAGR 30% 



Core Beliefs of Consumer Bank  

1. Retailization of liabilities is critical going forward 

 

2. Segmentation drives focus – client segmentation and geographical segmentation 

 

3. The future is “phygital” – while “digital” will provide speed and convenience, “physical” still needed for 

certain products and to build trust 

 

4. Creating Differentiated client experience will be critical to success – backed by digitization and data analytics 

 

5. Partnerships and alliances will play a key role backed by open platforms   

 

6. Rural Scale up needs low cost last mile reach with technology – BFIL best placed to drive “rural”; need to 

unlock synergies 

 

7. Time to evaluate decisions: “Distributor” vs “Manufacturer”  

 



CONSUMER LIABILITIES 



Retail TD Growing at ~5000 Cr per quarter and # of new clients added 

scaled up to 1.2L per month 
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Consumer Term Deposits have grown 24% in H1 

backed by strong growth in Retail Term Deposits 
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Transaction volume growth stronger than peers; Retail Deposits per client 

at par with peers; amongst top 3 in SA growth per branch 

Mobile and Card Transaction Value up YoY &  

Growing faster than leading banks 
At par with peers on Retail LCR Deposits per Client 

2.08 

1.11 0.97 0.90 
1.31 

Pvt 1 IndusInd Pvt 2 Pvt 3 Pvt 4

Rs lac per client as of Sep’19 
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UPI volumes up 3X while market is up 2X 
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Way Forward: Retail Liability Growth central to consumer bank’s growth agenda  

Acquisition run rate to scale up to 200,000 clients 

per month  
Number of clients to double over next 3 yrs 

5.5 

12 

FY 20 Est FY 23 Plan

# of clients (mn) 

2X 

1,20,000 

2,00,000 

FY 20 Est FY 21 Plan

# of new clients acquired / month  



Key New Initiatives to fuel growth in Liabilities Business 

To garner 3-5% share of 

the market  

To garner 5% market 

share 

Affluent Banking 

NRI Banking 

• Focus on top corridors 

• End to end digital frictionless 

journeys   

• 24x7 Specialized Service Team  

Merchant 

Acquiring  & 

SME Banking 

Partnerships/ 

Alliances 
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To create an alternate 

channel for acquiring 1 

mn clients / year 

• Eg: Indus-Stox 3-in-1 with a 

new age mobile first brokerage 

fintech 

• Partnerships with payment soln 

providers, wealth fintechs, etc 

Acquire 100,000 merchants 

/ year; Garner 3-5% share 

of SME business in 

identified clusters 

• Dedicated Team to acquire 

merchants to drive CA  

• Drive focus in identified 

SME clusters  

2.4X 3.1X 

• Merchant Acquiring to be ~25% of Retail CA book by 

Mar-22  

• Double acq. run rate on CA, FX & BB 

• To create an alternate bank of the size of current 

acquisition volume / yr  

BAU Scale-up 
• 16-18 Home Markets 

• Scale up acquisition to 200,000 new clients per 

month 

Nearly Double client 

acquisition run rate 

• Branch scale up from 2000 to 

3000  

• Scale up corporate salary 

• Expansion of home markets 



As a result, we see key new segments playing out in their contribution to business  

Rural 

4% 

Mass / 

Others 

86% 

Affluent 

10% 

Alternate 

/ Partner-

ships 

- 
NRI  

15% 

SME 

35% 

Rural 

4% 

Mass / 

Others 

66% 

Affluent 

20% 

Alternate 

10% 

NRI  

20% 

SME 

35% 

Segment wise Share of incremental 

business Segment Wise Current Share of deposits 

Rural 

4% 

Mass / 

Others 

74% 

Affluent 

16% 

Alternate 

6% 

NRI  

18% 

SME 

35% 

Segment wise Share of deposits in 2-3 yrs 

New Engines of Growth - Affluent, NR 

and Alternate - to contribute to 50% of 

incremental growth in deposits 

Note : Rural does not include BFIL Synergy here 



CONSUMER ASSETS 



Consumer Non Vehicle assets well diversified; Unsecured assets at 4% of 

Bank’s overall portfolio 

Consumer 
Non Vehicle 

16% 

Corporate 
Bank 
45% 

Vehicle 
Loans  
29% 

MicroFinan
ce 

10% 

Consumer Non Vehicle Corporate Bank

Vehicle Loans MicroFinance

Unsecured 

is 26% of 

non vehicle 

portfolio 

and 4% of 

Bank’s 

portfolio 

BBG, 35% 

LAP, 27% 

Cards, 13% 

PL, 9% 

BL,LACR, 4% 

Agri, 5% 

Others, 6% 

Gross Yield  12.67% 

Risk Cost 1% 

45% 
50% 

30% 

60% 

LAP BBG Cards PL

Share of portfolio originated on own 
clients 

Existing client portfolio contributes to 

60% of PL, 45% of LAP, 50% of BBG and 

30% of cards 

20% lower 

delinquency 

40% higher 

spends 



Non Vehicle Assets will double over next 3 years 

Principles of Consumer Non Vehicle Scale-up 

1. Unsecured Assets to be <=5% of Bank’s overall advances  

 

2. Risk Cost <= 100-110 bps   

 

3. Drive Scale via cross-sell on Bank’s internal client base – 

consumer bank’s as well as vehicle finance division’s 

 

4. Partnerships and alliances will play a critical role in scale 

of Retail Individual and MSME lending 

 

5. Leverage data from multiple sources (Banking, Bureau, 

GST,  KYC/Fraud Repositories) and advanced analytics to 

digitize end to end journeys and drive scale  
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CONSUMER FEE 



Consumer Fee Well Diversified and set to grow at 24% CAGR  

TFX , 21% 

Assets, 
17% 

Distributi
on, 43% 

General 
Banking, 

Payments, 
15% 

Others, 
4% 

Consumer Fee Well Diversified  
.. To Grow the Fee at a CAGR of 24% 

for next 3 years 

Identified segments of growth (NR, 

SME/FX, Affluent) to grow at 38%…  
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DIGITIZATION 



Digitization core to driving key business objectives at Consumer Bank   

Digitization 
Enhance client 

experience  

Drive Business 
Efficiency 

Drive Scale 
with 

Partnerships/ 
Alliances 

Employee 
Enablement 

Risk 
Management 

Drive client 
engagement 

A 

B 

C 
D 

E 

F 



Digitize to Drive Client Experience: Responsive innovations backed by 

digitization have been core to consumer strategy  
A 

Most of the innovations have high degree of salience – 11/16 innovations surveyed with competition 

bank clients had the potential to induce a switch for more than 50% of respondents* 

*Basis Marketing Research conducted by the Bank to assess salience of USPs with an independent 

research agency 

Awarded 2nd best bank by Meity 2019 on Digital Payments – Issuance & Acquiring 



Digitize to Drive Business Efficiency: Digitization has played a key role in 

growing core businesses and driving efficiency 

Deposit 

90%  

Personal Loans 

47%  

Forex 

50%  

 

Credit Cards 

26%  

Investments 

82% 

Processing Cost nearly eliminated (@<10% of original) and instant fulfillment for clients  

Online Account Opening: Paperless Digital Journeys to open 

Savings Account – RM Assisted as well as Client Self Initiated – for 

Domestic as well as NRI  

 

Paperless Digital Journeys to open accounts of legal entities real 

time – sole proprietorships, partnerships, limited companies 

 

IndusSmart: Digital platform for investments – client self initiated 

on app / net banking or via RM  

 

EasyCredit: End to end digital journey for cross-sell of personal 

loans and credit cards to existing clients of the Bank instantly 

 

Mobile / TAB based digital solution for sale of personal loans / 

credit cards to a new to bank clients with instant decisioning and 

disbursal 

 

IndusForex.com: One stop shop for all forex needs 

Completely digital, paperless journeys enabled across 

key retail businesses .. 

.. As a result, almost all of deposits & investments and 

half of forex & unsecured lending business digitized 

B 

Additionally, RPA implemented across 95 processes; processing 1 mn+ client transactions per 

month with TAT reduction of 70% 

RPA = Robotic Process Automation 



Digitize to Drive Partnerships: Partnerships and alliances will play a 

critical role in driving scale across businesses 

To Acquire 1 mn liability clients / year and originate 20-25% of Business in Individual and SME 

Lending 
Objective 

Integration with marketplaces & lead 

aggregators 

Co-lending with fin-techs / 

NBFCs 

Data Enrichment 

Extending your Platform to 

partners / Open Banking 

Deep custom integrations 

in liabilities / cards 

Payments & Client experience  

Partnership 

Use Cases  

• “Referral + Real Time Decisioning (in certain cases) + Fulfillment (in certain 

cases)” models  

• Co-lending on own risk score or basis partner’s score along with risk 

participation 

• Get alternate data to improvise risk models  

• Create an open platform for own use as well as for partners such as OEMs, 

ecommerce players, fintechs, POS/PG providers, broking entities, etc 

• Platform to facilitate end to end digital onboarding, decisioning and fulfillment 

• Exclusive co-branded product propositions in areas such as rewards / loyalty 

points, cards, broking, wealth mgmt. etc  

• Eg: Partners to digitize cross border payments, plug and play chatbot providers 

for specific client segments, expense mgmt. / wealth mgmt. soln providers 

C 



Digitize to Drive Employee Enablement: Enablement of frontline with right 

tools for review have led to productivity improvement of 15-20%   

1000+ RMs on-boarded on the platform: 

 View Portfolio Summary 

 Track Share of Wallet for each client 

and Opportunities to Deepen 

Relationships  

 Account Profiling and Planning  

 Triggers / Alerts to drive engagement 

D 

RM App for Relationship Management 

Power BI for Branches and Supervisors 

TAB / Mobile Based Client Acquisition for Frontline Sales Team 

~10,000 Staff pan Bank leverage 

digitized front-end solutions for 

opening liabilities accounts 

 

~2000 FTE pan Bank additionally 

leverage TAB for paperless 

sourcing of personal loans and 

credit cards 

7000+ Users on-boarded on 

Power BI platform  

• Single Vocabulary of review  

• Ability to drill-down to client 

level / FTE level   

• Track both upstream as well 

as downstream vectors of 

review  

 

CRMNExt for all customer facing staff Bankwide 

Single unified platform for service, relationship 

management and sales  

• Device agnostic Platform – desktop, mobile, 

TAB 

• 15000+ FTE across branch, contact center, 

relationship management, operations  

• Enables Customer 360 Degree View, STP 

Capability, Relationship Management & 

Coverage  



Digitization for Risk Management: Leverage advanced data analytics to 

manage risk as well drive scale in businesses 

Bureau Data 

Banking / Transaction Data  

Client Profile 

Internal Risk 

Scoring of 

clients using 

Machine 

Learning and 

Advanced 

Analytics 

Decisioning 

Engine for 

Individual and 

SME Lending 

For  

acquisition as 

well as 

ongoing 

portfolio 

management   

GST Data  

Fraud Repositories APIs for Partners  

Branch/RM 

Mobile  

Website 

NetBanking 

Contact Center / 

VRM 
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Pre Post
Risk Cost

Inputs Decisioning Engine 
Distribution 

Channels 

20-30% lower risk cost in 

individual unsecured lending 

Ongoing review 

and monitoring 

basis portfolio 

heatmap 

E 



Digitize to Drive Client Engagement and Cross-Sell  F 

Activate & 

Engage 

Retain 

Using AI / ML to build & sustain transactions   

Cross-Sell &  

Deepen 

Neural Propensity 

models for cross-

sell 

Loan & Card pre-

approved models 

using Machine 

Learning  

Leverage Machine 

Learning (using 300+ 

variables) to Predict 

Attrition 

Win back & 

Reactivate 

 

Clients & Txns  

Mobile & Net 

Banking 

registrations 

Mobile Txns / user 

per month 

Product Holding 

Increase 

35% 

5.3 
7 

Pre Post

Leverage deep learning & clustering to predict client 

behavior and induce relevant behavior  

 

 

 

 

 

 

Self learning model to induce spends and transactions 

Tiering of clients 

and share of wallet 

estimation basis 

Value to Bank & 

Potential to Bank 

30% 

100 

115 

Pre Post

Enables prevent 

erosion and drive 

growth on “at risk” 

base by 15% 

15% 

Indexed CASA At Risk 

3.3 

3.4 

Sep'18 Sep'19



Summing Up  

Double the number of clients Non vehicle Assets to Double  

Scale up to 3000 branches Drive scale in identified segments  

2000 
3000 

0

500

1000

1500

2000

2500

3000

3500

FY 20 Est FY 23 Plan

# of branches 

4.0% 

1.5% 
1.1% 

6-7% 

5-7% 5% 

0.0%

1.0%

2.0%

3.0%

4.0%

5.0%

6.0%

7.0%

Home Markets NR Affluent

FY 20 Est FY 23 Plan

5.5 

12 

0

5

10

15

FY 20 Est FY 23 Plan

# of clients (Mn) 

100 

200 

0

50

100

150

200

250

FY 20 Est FY 23 Plan

Non Vehicle Assets (Indexed) 

Affluent Segment defined as HHs with Investable Surplus of $100,000 to $1Mn 



This presentation has been prepared by IndusInd Bank Limited (the “Bank”) solely for information purposes, without regard to any specific objectives, financial situations or 

informational needs of any particular person. All information contained has been prepared solely by the Bank. No information contained herein has been independently verified by 

anyone else. This presentation may not be copied, distributed, redistributed or disseminated, directly or indirectly, in any manner.  

 

This presentation does not constitute an offer or invitation, directly or indirectly, to purchase or subscribe for any securities of the Bank by any person in any jurisdiction, including 

India and the United States. No part of it should form the basis of or be relied upon in connection with any investment decision or any contract or commitment to purchase or 

subscribe for any securities. Any person placing reliance on the information contained in this presentation or any other communication by the Bank does so at his or her own risk 

and the Bank shall not be liable for any loss or damage caused pursuant to any act or omission based on or in reliance upon the information contained herein. 

 

No representation or warranty, express or implied, is made as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or 

opinions contained in this presentation. Such information and opinions are in all events not current after the date of this presentation. Further, past performance is not necessarily 

indicative of future results.  

 

This presentation is not a complete description of the Bank. This presentation may contain statements that constitute forward-looking statements. All forward looking statements 

are subject to risks, uncertainties and assumptions that could cause actual results to differ materially from those contemplated by the relevant forward-looking statement.  

 

Important factors that could cause actual results to differ materially include, among others, future changes or developments in the Bank’s business, its competitive environment 

and political, economic, legal and social conditions. Given these risks, uncertainties and other factors, viewers of this presentation are cautioned not to place undue reliance on 

these forward-looking statements. The Bank disclaims any obligation to update these forward-looking statements to reflect future events or developments. 

 

Except as otherwise noted, all of the information contained herein is indicative and is based on management information, current plans and estimates in the form as it has been 

disclosed in this presentation. Any opinion, estimate or projection herein constitutes a judgment as of the date of this presentation and there can be no assurance that future 

results or events will be consistent with any such opinion, estimate or projection. The Bank may alter, modify or otherwise change in any manner the content of this presentation, 

without obligation to notify any person of such change or changes. The accuracy of this presentation is not guaranteed, it may be incomplete or condensed and it may not contain 

all material information concerning the Bank. 

 

This presentation is not intended to be an offer document or a prospectus under the Companies Act, 2013 and Rules made thereafter , as amended, the Securities and Exchange 

Board of India (Issue of Capital and Disclosure Requirements) Regulations, 2009, as amended or any other applicable law.  

Figures for the previous period/year have been regrouped wherever necessary to conform to the current period’s/year’s presentation. Total in some columns/rows may not agree 

due to rounding off. 

 

Note: All financial numbers in the presentation are from Audited Financials or Limited Reviewed Financials or based on Management estimates,. 

 

Disclaimer 


