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ABSTRACT 

Innovation and enterprise are the need of the hour in the fast growing Indian economy. With an aim to improve banking 

facilities and provide an unmatched experience to the customers, the bankers have constantly endeavored to develop new 

products and services. The dynamic economic environment and aspirations of the people have compelled the government to 

plan day in and day out for inclusive banking to explore the opportunities that can be exploited for making Financial Inclusion 

an achievable target. Taking into consideration the long felt need for reaching the areas where banking is still an illusion, the 

Reserve Bank of India has done exceedingly well to introduce more competition among the existing banks by authorizing, in 

principle, a new kind of bank. On 19th Aug 2015, the RBI came out with eleven approvals for Payment Banks, a curtailed 

version of a complete service bank which is designed to reach people outside the reach of formal banking services. In the 

present cut throat competitive banking industry which demands fresh strategies on a consistent basis to promote interest of all 

stakeholders and the need to cut costs in its product & services, starting  new full-service bank establishments  in far flung off 

areas has proved commercially unviable. The solution to the above mentioned hurdle therefore has been to let a diverse set of 

players operate banks. Such diverse set of players may include Postal Department, Telecom Companies, which have the 

potential and are reaching to the people more effectively through technological advancements. This paper concentrates on the 

banking revolution the country is slated to witness as a result of clearance for establishment of 11 Payment Banks in India. 
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1. Introduction 

 

Payments banks are niche banks set up by the Reserve Bank of India to further the agenda of financial inclusion. They are a 

new model of banks conceptualized by the Reserve Bank of India (RBI). These banks can accept a restricted deposit which is 

currently limited to INR 1 lakh per customer and may be increased further. These banks cannot issue loans and credit cards. 

Both current account and savings accounts can be operated by such banks. Payments banks can issue services like ATM cards, 

debit cards, online banking and mobile banking. These banks will provide small savings accounts and payments /remittance 

services mainly to migrant labour workforce, low-income households, small businesses, etc. by enabling high volume-low 

value transactions in deposits and payments / remittance services in a secured technology-driven environment. Customers will 

earn interest on their savings account balance. The payments banks can accept and send remittances. They are also allowed to 

undertake utility bill payments and can distribute MF, Insurance and Pension products. However, they cannot lend to customers 

or issue credit cards. 

 

The Payments Bank will be registered as a public limited company under the Companies Act, 2013, and licensed under Section 

22 of the Banking Regulation Act, 1949, with specific licensing conditions restricting its activities to acceptance of demand 

deposits and provision of payments and remittance services. It will be governed by the provisions of the Banking Regulation 

Act, 1949, Reserve Bank of India Act, 1934, Foreign Exchange Management Act, 1999, Payment and Settlement Systems Act, 

2007, other relevant Statutes and Directives, Prudential Regulations and other Guidelines/Instructions issued by RBI and other 

regulators from time to time, including the regulations of SEBI regarding public issues and other guidelines applicable to listed 

banking companies. 

Airtel has launched India's first live payments bank. Paytm is the second such service to be launched in the country. India Post 

Payments Bank is the third entity to receive payments bank permit after Bharti Airtel and Paytm. 

2. Background 

 

It may be noted that in the Union Budget for 2014-15 presented on July 10, 2014, the Honorable Finance Minister had 

announced that: 

 

“After making suitable changes to current framework, a structure will be put in place for continuous authorization of universal 

banks in private sector in the current financial year. RBI will create a framework for licensing small banks and other 

differentiated banks. Differentiated banks serving niche interests, local area banks, payment banks etc. are contemplated to 

meet credit and remittance needs of small businesses, unorganized sector, low income households, farmers and migrant work 

force”. 

 

The payments banks are given the status of scheduled banks under the section 42 (6) (a) of the Reserve Bank of India Act, 

1934. However, the words “Payments Bank” have to be used by the companies in their name in order to differentiate it from 

other banks. 

 

The payments banks, which are licensed under section 22 of the Banking Regulation Act 1949, has to mainly accept the 

demand deposits and provision of payments and remittance services. A number of bodies which will govern the payments are 

Banking Regulation Act, 1949; Reserve Bank of India Act, 1934; Payment and Settlement Systems Act, 2007; Foreign 

Exchange Management Act, 1999; Deposit Insurance and Credit Guarantee Corporation Act, 1961; and other relevant statutes 

and directives. The guidelines issued by RBI will be reviewed from time to time. 

 

The entities eligible to set up a Payments Bank include existing non-bank Pre-paid Instrument Issuers (PPIs), Non-Banking 

Finance Companies (NBFCs), corporate BCs, mobile telephone companies, super-mar-ket chains, companies, real sector 

cooperatives, and public sector entities. The entities eligible to set up a Small Bank include resident individuals with ten years 

of experience in banking and finance, companies and societies, NBFCs, Micro Finance Institutions and Local Area Banks. 

 

On 19
th

 Aug 2015, the Reserve Bank of India ‘in principle’ cleared 11 entities to set-up ‘payment banks’. These are: 

Aditya Birla Nuvo, Airtel M Commerce Services, CholamandalamDistribution Services, Department of Posts, Fino Pay Tech, National 

Securities Depository, Reliance Industries, Dilip Shantilal Shanghvi, the Sun Pharma promoter, Vijay Shekhar Sharma, Paytm founder,Tech 

Mahindra and Vodafone M- Pesa. 

The Reliance-SBI payments bank had an ambitious plan to cover 250000 villages and 5,000 towns in three years. While it 

plans to start with Rs 100-crore capital base, this will be ramped up to Rs 400 crore in three-four years, depending on business 

https://en.wikipedia.org/wiki/Reserve_Bank_of_India
http://www.financialexpress.com/tag/rbi/
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volumes. “This partnership brings together the combined strengths of two of India’s Fortune 500 corporations committed to 

making a transformative impact on India’s financial inclusion landscape. We see this licence as an opportunity to promote 

financial inclusion,” SBI Chairman Arundhati Bhattacharya has said. 

 

The Department of Posts and Aditya Birla Nuvo, both unsuccessful in race for universal bank licences last year, succeeded this 

time. Analysts therefore, expect tough competition to drive down charges for fund transfers and other transactions. 

 

These entities, which are required to have an initial capital of Rs 100 crore each, will have to start operations within 18 months. 

The promoter’s minimum initial contribution to equity capital will have to be at least 40 per cent for the first five years. This is 

for the first time in the history of India’s banking sector that differentiated licenses are being given out by the central bank for 

undertaking specific activities. 

Since the Payments Bank will not be allowed to assume any credit risk, and if its investments are held to maturity, such 

investments need not be marked to market and there may not be any need for capital for market risk. However, the Payments 

Bank will be exposed to operational risk. The Payments Bank will also be required to invest heavily in technological 

infrastructure for its operations. The capital will be utilized for creation of such fixed assets. Therefore, the mini-mum paid up 

capital of the Payments Bank shall be Rs. 100 crore. 

. 

 

 

3. OBJECTIVES 

 

RBI’s main objective to establish payments banks is to serve the need of transaction and savings account in rural areas. In this 

way, both macroeconomic benefits, as well as microeconomic benefits, will be served at a broad level to its customers. 

 

The primary objectives: 

* Small savings accounts initially are restricted to holding a maximum balance of Rs. 100,000 per individual customer, which 

might get increased further as per RBI regulations. 

* To provide payments/remittance services to migrant labour workforce, low-income households, small businesses, other 

unorganised sectors. 

 

The payments bank can set up their outlets such as branches, Automated Teller Machines (ATMs), Business Correspondents 

(BCs), etc. which will be regulated by the Banking Regulation Act, 1949. The services which are to be considered for 

regulations are: 

 

1) Small deposit accounts: Demand deposits and savings bank deposits from any individuals, entities and other small 

firms, will be accepted. However, NRI deposits will not be accepted. The eligible deposits mobilised by the payments 

bank would be insured under DICGC to a holding of maximum balance of Rs. 100,000 per individual customer. The 

payments bank also needs to comply with its own KYC norms. 

 

2) Issuance of ATM / Debit Cards: Payments banks, however, cannot issue credit cards as per the RBI guidelines as they 

cannot deal with lending businesses. 

 

3) Payments and remittance services: These banks can use any channel for making or transferring of payments through 

branches, Automated Teller Machines (ATMs), Business Correspondents (BC), mobile banking and can be accessed 

through point of sales terminals adhering to the terms and conditions that card payments network should be authorized 

with debit card payments other than credit card, regulated under the PSS Act. Through payments bank app you can 

pay utility bill payments etc 

. 

4) Cross-border remittance services: The banks can handle cross-border remittance transactions if they are in nature of 

personal payments/remittances on the current account. Prior approval will be taken from RBI in the application before 

providing such kind of services. 

 

4. SCOPE 

The year 2017 began with a good omen, though. Airtel payments bank and India Post payments bank (IPPB) have commenced 

operations, Paytm is slated for August launch and Fino PayTech is tentatively confirmed for 2017 end. Although the news from 

Reliance (along with SBI) is still ambiguous, NSDL is still sticking to its launch date of ‘very soon’ for long and the recent talk 
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of Idea and Vodafone merger creating doubts on their plans (both have payments bank approvals). For 2018, hope is four to 

five payments banks would be operational across the country. Considering the challenges for payments banks, it’s still good 

news. 

 

The verdict on the viability of payment banks varies, depending on whom you speak to. While the critics would easily fault the 

regulatory framework, even the strongest advocates would concede that payments bank isn’t a cakewalk. It necessarily needs a 

new, innovative approach. Innovation, in turn, requires creativity. And creativity is in some ways an antithesis of banking! 

It is the right pursuit for India to bring 300-400 million unbanked individuals and add another $1 trillion to monetary flows 

The much awaited payments banks, created to provide financial services to millions of unbanked mainstream consumers, are 

getting closer to a semi-finished or finished product, fit for market consumption. 

Services have been extended to include money transfer, particularly international transfers. Money can be deposited into your 

account physically at any mobile operator outlets and withdrawn at any other outlet. There are, of course, checks and balances. 

One can transfer money to family or any other person using this service, with a nationally operating payments platform. This is 

all relevant and efficient in a country that has very few branches or limited accessibility to banking services. 

 

Unlike small finance banks, payments banks are an untested model. The RBI’s intention was clear from day one—focus on 

purely payments and deposits, targeting the bottom of the pyramid and underserved segments. The RBI has also clearly made 

the point that lean and mean business models are the way forward. In opening a new narrow bank model, it has told its biggest 

constituency—the incumbent scheduled commercial banks—that they are not protected when it comes to future spoils, and will 

need to get their retail footprint together on competitive terms. 

There is another factor at play here. At the core of the payments banks concept lies the RBI’s clear intent that the payment 

services must have a bank interface and be under its direct regulatory overview. That is in keeping with the RBI’s tradition of 

calibrated liberalization, which has helped India weather some nasty international financial storms. But this pragmatism might 

impose a regulatory load on the new players that some of them find difficult to deal with; thus, the early churn is only to be 

expected. 

The big picture is indisputable: digital transactions have seen a huge surge from mid-2014 since the payments banks guidelines 

came in. The United Payments Interface from the National Payments Corporation of India (NPCI) is set to be another game-

changer in payments. Access through mobile phones is becoming cheaper, rural connectivity is improving under Digital India 

and the Pradhan Mantri Jan Dhan Yojana has been immensely successful in strengthening access to banking and other financial 

services across the country through an agent network and expanding the direct benefit transfer programmes. 

Instead of doing away with payments banks or liberalizing the rules just to retain the current licensees, perhaps this is a great 

opportunity for the RBI to rectify the one flaw in the payments banking licensing model: throw the floor open to smaller 

players with a proven technology and business model, and lower the entry threshold of Rs.100 crore to something more 

reasonable and within the reach of small but solid players. 

It is too early to write a well-intentioned idea off and to question the wisdom of the central banker who is trying to resolve the 

inherent complexities of financial inclusion. Following arguments strengthen the case for the introduction of payment banks- 

 

1. MORE COMPETITION FOR UNIVERSAL BANKS: Payments banks will be a new category of banks which will focus on 

deposit mobilisation and payments or transaction services like payment of utility bills, mobile recharge, remittances, ticketing 

etc. The current lot of universal banks can do these transactions too, but their focus on corporate and retail loans keeps them 

away. But now with payments banks, they are likely to feel threatened. They are now protecting their territory by launching 

innovative new products.   

2. ACHIEVE FINANCIAL INCLUSION OBJECTIVES: Despite making it mandatory for universal banks to open rural branches 

and priority sector lending, along with other forms of banks like co-operative banks, regional rural banks, almost half of the 

population is still unbanked. The payments bank, a stripped down version, can help address the problem as regulatory 

requirement for capital is also relaxed and they can use technology to offer low-cost solutions. 

3. ENCOURAGE DIGITAL PAYMENTS: Most of the payments bank candidates came with a background of mobile wallets. 

They have been offering a closed or a semi-closed wallet with a tie-up with licensed bank to offer small payments like paying 

http://www.businesstoday.in/current/economy-politics/payments-banks-pose-risk-to-public-lenders-market-share-says-fitch/story/222910.html
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utility bills, mobile recharge, taxi payments, remittances etc. With RBI now licensing them to start a bank, they will be able to 

offer the same or more such services at lower costs. 

4. REDUCE STATUTORY LIQUIDITY RATIO (SLR) BURDEN ON COMMERCIAL BANKS: Unlike in the west, there is a 

heavy burden on Indian banks to park 21.50 per cent of their funds or deposits in SLR. The limit is too high and restricts banks' 

ability to lend to the productive sectors of the economy. While this gives the government a ready market for borrowing, this 

encourages lazy banking. With payments banks, this scenario would change if they become successful. By definition, payments 

banks are allowed to accept deposits, but not lend. They have to compulsorily invest in government securities. If payments 

bank becomes successful and large, the government's G-sec requirement will be absorbed by them, removing the burden on 

commercial banks.    

5. CHECK ON BLACK MONEY: India is predominantly a cash economy. This creates a major hurdle for government or 

regulators to catch the offenders. The digital cash will create electronic footprints, which will help the tax authorities go after 

the evaders. Especially, after the recently concluded demonetization drive, Payment Banks will help in strengthening the 

barricades to block the flow of black money and counterfeit currency. 

 

 

5. CURRENT STATUS 

 

After 11 applicants received in-principle approvals from the Reserve Bank of India (RBI) in August 2015 to open payments 

banks, three backed out citing business concerns. 

Of the remaining eight, three entities have started operations. 

a) Airtel Payments Bank 

It became the first payment bank to start operations in November by launching pilot programme in Rajasthan. The bank is 

offering 7.25% interest on savings account and is charging 0.65% on withdrawal amount above Rs4000. The bank plans to 

invest Rs3000 crore and intends to convert at least 100 million out of its 270 million Airtel customers with the bank. 

MasterCard will provide payment processing solutions to the bank. 

b) India Post Payments Bank 

It became the second entity to start operations in January by launching pilot in Raipur and Ranchi. The bank is offering 4.5-

5.5% on savings account. It is providing door step banking services by charging a nominal fee of Rs15-35 per visit for amount 

below Rs10000. The government has so far allocated Rs500 crore. The bank plans to open 650 branches by September 2017. 

c) Paytm Payments Bank 

Vijay Shekhar Sharma has received final licence from RBI in January to set up his payments bank. Paytm Payments Bank is 

likely to launch with a pilot in parts of Uttar Pradesh and has received investments of Rs 220 crore from Sharma and One97 

Communications. The bank has set itself a target of 200 million accounts, across current and savings accounts, and mobile 

wallets, within 12 months of the launch. 

d) Fino Pay Tech Ltd 

The company is waiting to receive final nod from RBI. Fino Pay Tech plans to launch payment bank in Maharashtra, Madhya 

Pradesh, Uttar Pradesh and Bihar with 400 branches in the initial phase. It has indicated that the payments bank will keep the 

interest rate on its savings bank deposits within the current market range of 4-5%. 

e) National Securities Depository Ltd 

The depository intends to start operations in coming months and is finalizing on a team which will handle payment bank 

operations. 

f) Aditya Birla Nuvo Ltd 
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No defined plans regarding operations released in the public domain. 

g) Vodafone m-Pesa Ltd 

It received equity infusion worth Rs 47,700 crore from its parent company. No defined plans regarding operations in the public 

domain. 

h) Reliance Industries Ltd 

It signed an agreement with State Bank of India (SBI). No defined plans regarding operations are released in public domain. Jio 

Payments Bank, a joint venture between Reliance Industries Ltd (RIL) and State Bank of India (SBI), has received the Reserve 

Bank of India’s final go-ahead to start operations, according to a person familiar with the matter. 

With Reliance Jio Infocomm Ltd, RIL’s telecom unit, crossing the 100-million customer mark, the bank is set to be launched 

before the end of this month, three people familiar with the matter said. 

“To attract customers, RIL may bundle its Jio plans with transaction offers on the payments bank platform. It could also sell 

various financial and insurance products to boost revenue for the initiative,” the managing director of a finance firm aware of 

the development said on condition of anonymity. 

 

 

6. The Opportunities 

The idea of payment banks is a well conceived one. As of now, the execution is also on the right track. If everything goes well, 

Payment Banks can prove to be the game changers as far as Financial Inclusion is concerned. Following are the arguments 

which suggest why the Payment Banks can change the way banking is done- 

1. Sheer size of the market 

 

India’s unbanked population stands at 233 million. Even those who can be considered ‘included’ through Pradhan Mantri Jan 

Dhan Yojana (PMJDY), are still new to banking products. As per the 2011 census, 833 million people stay in rural areas and a 

significant part of that population has little awareness of new-age banking services, even if they have the accounts. 

Another problem with a patriarchal society like India is the low participation of women (48% of the population or 586 million) 

in financial management and decisions. These challenges stem from complexity associated with banking and financial 

transactions. 

This is precisely the opportunity a payments bank should encash. It requires smart segmentation, both geographical and 

demographic, to offer tailor-made products for bottom-of-pyramid (BOP), rural, the unbanked and women. 

Importantly, the sheer size of the market can accommodate multiple players, offering their services to various segments of the 

society. 

 

2. Simplification 

 

With the government initiative on JAM (Jan Dhan-Aadhar-mobile) and more recently demonetization, there is a push for 

digitization. Despite this, cash would still be a preferred mode for small value transaction, in absence of better alternatives that 

are as anonymous, convenient and free. MDR (Merchant Discount Rate) of 0.75-1.0% on debit cards and 1.5-2.5% on credit 

cards are obscenely high and unviable for small traders. Even the RTGS and NEFT are not free and OTP-based digital 

solutions offered by banks are too cumbersome and require a higher level of technology comfort. 

Mobiles are ubiquitous but mobile banking isn’t. Even not so tech-savvy customers can store, dial phone numbers, send SMS 

but still find mobile banking tough! For them, banking still means a visit to the branch.Payments banks can utilize the 

payments infrastructure of National Payments Corporation of India (NPCI), where the SCBs may have some lag due to their 

legacy systems. Biometrics is another opportunity where the trend is yet to catch on. It is imperative for payments banks to 

move quickly. 

3. Offer Financial Advisory  

 

http://www.livemint.com/Industry/v4zrym0BCjNvXg3qcUD30K/Indias-unbanked-population-halves-to-233-million.html
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Financial advisory is a clichéd term, often used but rarely applied. It’s unfortunate see ulterior motives of achieving cross-sell 

targets getting mixed up with the more well-meaning financial advisory. Unless you count the insurance pitch from your 

bank’s relationship manager, 99% of the people in India have little access to any form of financial advisory. As you go down 

the economic pyramid, money management advice is completely absent. 

This inefficiency opens a huge white space for payments banks to offer real advisory services to rural and BOP. The key, 

however, is to reign in the tendency to mis-sell or do biased selling. This is an opportunity to bring lost ‘trust’ back to banking. 

While India Post Payment Bank, with its existing deposit base, may be uniquely placed, others can use this as an opportunity as 

well. 

 

4. Bank as a Platform 

 

The unbundling of bank products has resulted in many FinTech players emerging as leaders in their respective areas. Whether 

it is algorithm-based lending models or bots or NFC-enabled payments or real-time transaction monitoring or personal finance 

management, there is an opportunity to offer new age services. Payment banks can be the financial services gateways or 

platforms to re-bundle a host of innovative services. One such wholesome combination could be a tie-up with MFIs. 

They may also explore going beyond financial services. For e.g. cross-selling water purifiers or LED bulbs, which not only 

address the challenge of clean water in rural areas or energy saving, respectively but also help take the relationship beyond 

transactions. There is more: crop insurance, weather forecasting services or integration with eNAM (Electronic National 

Agriculture Market) or issuing Soil Cards – the list is endless. 

 

7. The Challenges 

On paper, the concept of payments bank kills two birds with one stone. Firstly, it gives an impetus to the financial inclusion 

initiative by widening the digital payment infrastructure. Secondly, it encourages the FinTech culture in the Indian banking 

landscape and indicates RBI is in tune with times, despite its legacy. 

While both are desirable objectives, in reality, the case of payments banks is a tough nut to crack. The key challenges are: 

1. The payments-only model 

A payments-only offering is an incomplete proposition and relies highly on low ticket account balances (capped at ₹1 lakh) for 

profitability. It’s akin to any high volume-low margin commoditized business, driven by convenience and pricing, with little 

customer stickiness. Making a payments bank viable requires a fine balance between cost of acquisition of granular liabilities, 

offering competitive pricing on transaction charges and ability to quickly reach critical mass. Going by the example of Airtel 

offering 7.25% interest rate to acquire balances and high inter-bank transaction charges (which will discourage interoperability 

and high customer attrition), seems they are yet to figure out what to do with the license. Contrastingly in traditional banking, 

CASA (current account-savings account) is still the best source of low-cost funds while high transaction charges are the worst 

way to build customer loyalty. 

 

2. Cross-sell fee 

While the cross-sell fee is touted as a ‘green pasture’ for building profitability, unfortunately, it is a shade less than green for 

the following reasons: 

 Selling of insurance and mutual fund products is closely regulated by sectoral regulators (IRDA and SEBI). Not only are the 

distribution and sales commissions capped, there are strict requirements to prevent miss-selling. Both require certified and 

trained manpower to sell the products, which implies hiring better quality manpower, expense on training them and longer 

gestation before the resource is productive. In simple words – higher costs and limited upside on income. 

 Cross-selling credit products like loans from NBFCs or Banks is not easy either. Building competence for basic credit 

evaluation to target right customers has a learning curve for both individuals and organizations. 

 Cross-selling is successful where the deep relationship with the customer exists. If payments banks rely on third-party point-of-

sale intermediaries like retail shops, where this is a side activity, revenue from cross-selling is unlikely to make a significant 

contribution to the bottom line. 

 

3. Restriction on fund deployment 

Payments banks are required to invest 75% of their CASA balances in Statutory Liquidity Ratio (SLR) eligible government 

bonds or T-Bills. For the balance 25%, the option is deposits with other SCBs. While this is considered as a safety net for 

depositors, it restricts their ability to optimize treasury operations. 
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4. No lending. No NII (Net Interest Income) or IRR (Internal Rate of Return) 

Scheduled Commercial Banks (SCB) and Small Finance Banks (SFB) earn anywhere between 4 to 10% NII from working 

capital loans and as high as 30% IRR on small-ticket business loans or credit cards. Even the Micro Finance Institutions (MFI) 

lend at a rate of 25%. 

Payments banks are not permitted to lend. Their investment in stipulated government securities and bank FDs would yield 2-

4% net of cost of funds (or negative if they try to aggressively mobilize balances at higher rates like Airtel). Adjusted for other 

operating costs, the net return may fall to sub 1% levels, again corroborating the high volume-low margin nature of this 

business. 

5. Over-competition 

With existing SCBs upping their focus, multiple payments banks and SFBs vying for the customer attention and even the 

FinTech startups disrupting the existing models, the segment is already too hot to handle. While some of the players like Airtel 

or Vodafone, with the existing distribution network and large customer base, have an advantage, the nature of the relationship 

they are now trying to build with the customer is different from a duopolistic market we normally see in telecom where top two 

players become market makers. India Post may be an outlier with distinct advantages of large physical distribution; however, 

for others, it’s a long haul to acquire critical mass. 

Considering these challenges, it’s understandable that some players would get cold feet. Although, for those who decide to 

persist with the opportunity, there may be light at the end of the tunnel. 

 

 

8. Conclusion:  

There is enough evidence that conventional banking is on the verge of dying. Technology is reaching an inflection point to 

change banking paradigms. A payments bank license gives a vantage point to view these changes much better than any 

FinTech. Furthermore, RBI’s articulations indicate that the guidelines are not close-ended regulations. While it seems rightly 

cautious about creating systemic risks, there is an openness to revisit the account balance limits, product offerings and 

‘upgrade’ the payments banks, based on the learnings and performance. 

Payments banks can strategically use technology and smart segmentation as disruption tools and tactically leverage their 

existing customer base and distribution channels to quickly acquire critical mass. The road to building a payments bank is not 

only less traveled (considering this is one of a kind experiment) but is likely to be bumpy. 

 

This calls for quick collaborations with new age disruptors, optimization of resources, continual pivoting and regular 

engagement with RBI to evolve the rules of the game. In short, be like a humble, nimble startup instead of giving to the 

temptation of a becoming an upper-crust banker. 
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