
June 5, 2018 b RBlBANK 
The Secretary, 
Listing Department, 
BSE Limited, 
1st Floor, Phiroze Jeejeebhoy Towers, 
Dalal Street, 
Mumbai- 400001 
Scrip Code: 540065 

The Manager, 
Listing Department, 
The National Stock Exchange of India Limited, 
'Exchange Plaza', C-1 Block G, 
Sandra Kurla Complex, Sandra (E) 
Mumbai- 400051 
Scrip Symbol: RBLBANK 

apno ka bank 

Sub: Intimation of schedule of Analyst/Investor Meets/Calls pursuant to SEBI (Listing Obligations 
and Disclosure Requirements) Regulations, 2015 

Dear Sir/Madam, 

In terms of the Regulation 30(6) of the SEBI (Listing Obligations and Disclosure Requirements) 
Regulations, 2015 ("the Regulations") read with Part A of Schedule Ill to the Regulations, please find 
below the particulars of Analyst/Investor meets held on June 4, 2018: 

,--::--·-·-· 
Sr. Name 

. ·-··· 

No. 
--·-

1 Sands Capital Manageme nt ------- .•. 
2 ICICI Securities Limited 

.. 

(India) Private Limited 
.c:.c__ l~-3=-+ lnvestec CapitaL~~_r\/ices 

~4- _CDC Group P.:lc:.__ __ 
-~···-··· 

··---~~---, 

Meeting type Venue 

One-on-One Mumbai 
·--- . 

One-on-One Mumbai 

One-on-One Mumbai 
----· -
One-on-One Mumbai .. 

Further, in compliance with the Regulation 46(2), the information is being hosted on the Bank's 
Website at www.rblbank.corn. 

Kindly take the same on record and oblige. 
Thank you. 

Yours faithfully, 
For RBL Bank Limited 

.\~~ 
\ VinJ Tr· ath1 

.\\ Company Secre ary 

www.rblbank.com 

RBL Bank Limited 
Controlline Office: One !ndiabu!ls Centre, Tower 28, 6th Floor. 81;1, Senapati 8apat Mar g. !.ower Pare!, Mumbni- 400 013, Maharashtm, !ndia 1 Tet:-.91 43020600 1 Fax:+9143020520 

RegistNed Office: 1st Lane, Sklhupuri, Rolhapur· 1,16 001, lndi<LI TeL: •9123166502141 Fax: •912312657386 

C!N: U65191PN19t+3PL.C007308 · E-mail: customercare@rblbankcom 



Digital @ RBL 
Creating. Nurturing. Enhancing Customer Value 



Disclaimer 
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By attending the meeting / telephonic call where this presentation is made, or by reading the presentation materials, you agree to be bound by the following limitations: 

The information in this presentation has been prepared by RBL Bank Limited (the “Company”) for use in presentations by the Company at meetings and does not constitute a 

recommendation regarding the securities of the Company. 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 herein. Neither the Company nor any of its representatives shall have any responsibility or liability whatsoever (for 

negligence or otherwise) for any loss howsoever arising from any use of this presentation or its contents or otherwise arising in connection with this presentation. The information set out 

herein may be subject to updating, completion, revision, verification and amendment and such information may change materially. Neither the Company nor any of its representatives is 

under any obligation to update or keep current the information contained herein. The information communicated in this presentation contains certain statements that are or may be forward 

looking. These statements typically contain words such as "will", "expects" and "anticipates" and words of similar import. By their nature forward looking statements involve risk and 

uncertainty because they relate to events and depend on circumstances that will occur in the future. Any investment in securities issued by the Company will also involve certain risks. 

There may be additional material risks that are currently not considered to be material or of which the Company and its representatives are unaware. Against the background of these 

uncertainties, readers should not unduly rely on these forward looking statements. The Company and its representatives assume no responsibility to update forward-looking statements or 

to adapt them to future events or developments. 

This presentation has been prepared for informational purposes only. This presentation does not constitute a prospectus under the (Indian) Companies Act, 1956 and will not be registered 

with any registrar of companies. Furthermore, this presentation is not and should not be construed as an offer or a solicitation of an offer to buy securities for sale in the India. This 

presentation and the information contained herein does not constitute or form part of any offer for sale or subscription of or solicitation or invitation of any offer to buy or subscribe for any 

securities of the Company, nor should it or any part of it form the basis of, or be relied on in connection with, any contract or commitment whatsoever. The securities of the Company have 

not been and will not be registered under the U.S. Securities Act of 1933, as amended (the "Securities Act"), and may not be offered, sold or delivered within the United States or to U.S. 

persons absent from registration under or an applicable exemption from the registration requirements of the United States securities laws. This presentation and the information contained 

herein is being furnished to you solely for your information and may not be reproduced or redistributed to any other person, in whole or in part. In particular, neither the information 

contained in this presentation nor any copy hereof may be, directly or indirectly, taken or transmitted into or distributed in the U.S., Canada, Australia, Japan or any other jurisdiction which 

prohibits the same except in compliance with applicable securities laws. Any failure to comply with this restriction may constitute a violation of the United States or other national securities 

laws. No money, securities or other consideration is being solicited, and, if sent in response to this presentation or the information contained herein, will not be accepted. 

By reviewing this presentation, you are deemed to have represented and agreed that you and any person you represent are either (a) a qualified institutional buyer (within the meaning of 

Regulation 144A under the Securities Act) or (b) not a U.S. person (as defined in Regulation S under the Securities Act) and are outside of the United States and not acting for the account 

or benefit of a U.S. person. 
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• Changing Landscape 

• Banking Story 

• Digital @ RBL 
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CHANGING LANDSCAPE 



The world’s largest taxi firm,  

owns no cars.  
 

The world’s most popular 

media company,  

creates no content.  

 

The world’s most valuable 

retailer,  

carries no stock.  
And the world’s largest 

accommodation provider, 

owns no property.  

Something big is going on!! 

- Tom Goodwin, an executive at the French media group Havas. 
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Falling Txn cost 

Changing customer needs 

Advent of Internet & 

Smartphones 

Weakening economies of 

scale  

Why is this happening? 

6 



Drawing inspiration from customer driven techno giants      
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What do they have in common? 

Keeping it simple 

Putting people first 

An emotional journey 

Innovation 

And, of course 

Digital First 

Transportation as a service. 

User generated content. 

Relevant content basis rich data. 

Great customer service through analytics. 



Need for the shift 

Traditional business models Futuristic business models 
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 Competition 

Infra- 
structure 

Services 

User 
Interface 

Adapting business models to compete at critical layers in 

the stack and collaborate with players in other layers 

Key to Success : User understanding, creating experiences and moving from push-> pull  

Competition 

Competition 

Technology is undermining the advantage of vertical 

integration - lower transaction cost, economies of scale 

8 
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SO, IS THIS HAPPENING IN 

BANKING? 



What is Changing ? 

PUSH content PULL content 

Branch Banking Internet Banking Mobile Banking Open Banking 
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Cable TV 

Over 500 satellite Tv Channels 

Anywhere 
Anytime Any( way) 

Youiimm 
hotstar 



What has worked for the Banks ? 
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What has worked for Banks ? This is changing too… 

Provision of bundling services which were hiding 

inefficiencies  

& 

Services are being delayed Limited skills to address 

all layers of stacks 

Changing nature of competition Regulatory protection 

Compliance Limited Competition 



Drivers of Change 
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.~ 
AAOHAAR 

apno ka bani< I RBL Bank 



FinTech Disruption happening in India 
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Oxigen: Providing simple banking services at 

convenient locations.  

Money Tap: One of India's first consumer 

finance apps. 

mSwipe: India’s largest non-bank merchant 

acquiring platform, providing an end to end card 

acceptance service. 

Happay: One of India’s leading B2B employee & 

vendor expense management solution provider. 

Zeta: One of India’s largest B2B salary benefit 

prepaid solutions. 
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DIGITAL @ RBL BANK 



Our Growth Story 
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Our Guiding Principles Our Guiding Principles 

Governance 

Human Capital Development 

Technology Investments 

Strategic Partnerships 

Figs in Cr. 

30X 

Figs in Cr. 

6X 

Figs in Cr. 

50X 

Figs in Lacs 

35X 

FY18 FY18 

FY18 FY18 

1.3 

45 

No. of Customers Net Profit 

Net Worth Assets 

61,851 



Re-engineering & Re-imagining 
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Re- Imagining 

Changing Business Models Wider Physical Infra through Partners Bundling & Unbundling Services 

Process Digitization Risk Management Enhance customer experience 

16 



Rebooting to RBL | Banking As A Service 

Hierarchy Network 
Partners Customers 

Bank Control Shared Control N=1 Standard 

17 



…Leveraging Partnerships for providing solutions 

Channel partners 

CSP  
points 

CSP  
points 

“Provide service 
through 

channels” 

“ I have Channels 
Available for 
collections” 

"I want to collect 
loan EMI from 
my customers" 

Bank's core system 

RBL Financial Hub 

RBL Bank RBL Bank Corporates Corporates Business Correspondent Business Correspondent 

Institutional partners 

Channels form the base of solutions for bridging the gap and reaching the last mile through their CSP Points 

Central 
Operations 

Central 
Operations 

Loan 
Disbursements 

Loan 
Disbursements 

API Ecosystem Connecting Corporate systems & BC systems through Bank 

• Number of CSPs –1.6 Lacs 

• 10 Mn Customers through BC network 

• 70 Mn Transactions 

18 



Advantages of Partnership Model 

Building scale & networks 

Faster time to market 

leveraging unique insights of partners  

Enhanced revenues:  

Reduced cost of failure, Increased efficiency 

 

Co-Creating services and improving  

customer experience 
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Digitally connected enterprises offer several opportunities 
Improved service, enhanced revenues and increased efficiency 

Improved services  

and enhanced customer experience 

          Enhanced  

          revenues 

       Increased  

       efficiency 

• Real time activity tracking  

• Productivity monitoring 

 

• Outcome-based contracts  

 

• Real-time pricing, demand based 

 

• Store layout optimization 

• Predictive maintenance 

 

• Inventory mgmt. optimization 

 

• Asset utilization optimization  
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Flipkart 

Smart inventory management & 

optimized delivery channels 

 

Ola’s  

Ola utilizes real-time surcharges 

based on demand 

 

Stellaps 

Leverages IoT to improve agri-supply 

chain parameters  

 

 



Solution creation by Unbundling & Re-bundling 

~50 Mn* SMEs  
Seeking 

Convenience Banking 

Most Important 

Customer Benefit: 

Low  Touch  

High Value 
Banking 

65 Micro Services 

launched 

Collection UPI 

Virtual A/C 

Disbursement APIs 

AEPS 

IMPS 

Aadhar pay 

DMT 

Collection 

API 

IMPS 

A/C 

opening 

UPI 

OPPORTUNITY 

*SMB Chamber of Commerce and the Ministry of Micro, Small and Medium Enterprises 

Solution for 

NBFCs 

Solution for 

NBFCs 

Solution for 
Agri segment 

Solution for 
Agri segment 

Solution for 
BC network 

Solution for 
BC network 
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Industry Solutions: MFI Segment (use case) 

 
Benefits for MFI 

APBS based 

disbursements 

Pool account solution 

Funds disbursement to the Aadhaar seeded account of the  

end-customer. No cash requirement for disbursement 

Rule based funds pooling in the central account to reduce working 

capital requirement for MFIs 

Automatic reconciliation in MFI's 

core system 

MFI 

1 

2 

Virtual account based 

collections 

Transfer through IMPS 

reconciled through virtual 

account numbers 

3 

• Cashless collections 

• Automatic reconciliation to 

enable error free records 

• Reduce working capital 

requirements 

• Easy cash collection in central 

account 

• Cashless disbursement 

• Instant credit 

• Superior customer experience 



Technology imperatives 

Build for scale 

• Key to a self-sustaining business unit 

Stable, reliable and on time service 

• Critical to deliver services with high availability & performance 

Agility is a given 

• Small, specialized in house teams, try-test-tailor approach 

2 

3 

4 

Platform strategy 

• Simplified, micro-services based architecture 1 



Way forward: Cloud As A Choice 
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Speed to market 

Low cost of failure 

Agility in infrastructure 

provisioning 

Ability to handle 

data explosion 

Reliable security 

Speed to innovate 



#3 in AEPS 
among Private players 

#5 in Acquiring  
~100% growth for the FY18 for merchant acquiring  

15% of unsecured loans business is sourced 

digitally 

Over 5000 digitally issued personal line of credits 

a month 

1 in every 2  
New accounts are digitally acquired 

63% 
Customer txns* are through Digital channels 

Where it took us… 

25 

#4 Ranking 
MeitY Digital Performance 

*ATM, Mobile App, Internet banking and UPI 

40% 
Credit Cards are acquired Digitally 

70% 
Lower Cost of Acquisition 

RBL 

Network 

RBL Branch Banking 

#265 Branches 

BC Network 

~1.6 Lac CSPs  
(Across 31 States & UTs) 

4.5 Mn Customers 

10 Mn Customers 

(70 Mn Txns) 



Some of our Partners 

lndianOil 

MONEY 

niswipe"' 

apno ka bani< I RBL Bank 

wirecard 

Eze'LtCIDCQ) 

IFFCO 

TRAN ERV 

4~Chola ? Emera better life 

C CAPITAL 
• FLOAT 

Digital Indio 
Power To Empower 

)etPrivilegell 

_ ' Weizmann 
VI Forex 

o xigen™ 
ACCHAAGES I M O N CV T R"ANSf"ER I PAY~ENTS 

zeta 

DSP IBLACKROCK 
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In the next 5 years if you are selling your products, through your channels, to your 

customers, then you are doomed! 
                                                                                                                             - Speaker at a #FinTech Sessions  



RBL Bank Limited 

Corporate Office: One Indiabulls Centre, Tower 2B, 6th Floor,  

841, Senapati Bapat Marg, Lower Parel, Mumbai - 400 013. 

Tel: (022) 022 43020600, Fax: (022) 43020520 

Website: www.rblbank.com 
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© 2018, Amazon Web Services, Inc. or its affiliates. All rights reserved. 

Rajeev Ahuja 

Executive Director, RBL Bank 

Unscaling Finance 
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By attending the meeting / telephonic call where this presentation is made, or by reading the presentation materials, you agree to be bound by the following limitations: 

The information in this presentation has been prepared by RBL Bank Limited (the “Company”) for use in presentations by the Company at meetings and does not constitute a recommendation 

regarding the securities of the Company. 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 herein. Neither the Company nor any of its representatives shall have any responsibility or liability whatsoever (for negligence or otherwise) 

for any loss howsoever arising from any use of this presentation or its contents or otherwise arising in connection with this presentation. The information set out herein may be subject to 

updating, completion, revision, verification and amendment and such information may change materially. Neither the Company nor any of its representatives is under any obligation to update or 

keep current the information contained herein. The information communicated in this presentation contains certain statements that are or may be forward looking. These statements typically 

contain words such as "will", "expects" and "anticipates" and words of similar import. By their nature forward looking statements involve risk and uncertainty because they relate to events and 

depend on circumstances that will occur in the future. Any investment in securities issued by the Company will also involve certain risks. There may be additional material risks that are currently 

not considered to be material or of which the Company and its representatives are unaware. Against the background of these uncertainties, readers should not unduly rely on these forward 

looking statements. The Company and its representatives assume no responsibility to update forward-looking statements or to adapt them to future events or developments. 

This presentation has been prepared for informational purposes only. This presentation does not constitute a prospectus under the (Indian) Companies Act, 1956 and will not be registered with 

any registrar of companies. Furthermore, this presentation is not and should not be construed as an offer or a solicitation of an offer to buy securities for sale in the India. This presentation and 

the information contained herein does not constitute or form part of any offer for sale or subscription of or solicitation or invitation of any offer to buy or subscribe for any securities of the 

Company, nor should it or any part of it form the basis of, or be relied on in connection with, any contract or commitment whatsoever. The securities of the Company have not been and will not 

be registered under the U.S. Securities Act of 1933, as amended (the "Securities Act"), and may not be offered, sold or delivered within the United States or to U.S. persons absent from 

registration under or an applicable exemption from the registration requirements of the United States securities laws. This presentation and the information contained herein is being furnished to 

you solely for your information and may not be reproduced or redistributed to any other person, in whole or in part. In particular, neither the information contained in this presentation nor any 

copy hereof may be, directly or indirectly, taken or transmitted into or distributed in the U.S., Canada, Australia, Japan or any other jurisdiction which prohibits the same except in compliance 

with applicable securities laws. Any failure to comply with this restriction may constitute a violation of the United States or other national securities laws. No money, securities or other 

consideration is being solicited, and, if sent in response to this presentation or the information contained herein, will not be accepted. 

By reviewing this presentation, you are deemed to have represented and agreed that you and any person you represent are either (a) a qualified institutional buyer (within the meaning of 

Regulation 144A under the Securities Act) or (b) not a U.S. person (as defined in Regulation S under the Securities Act) and are outside of the United States and not acting for the account or 

benefit of a U.S. person. 

Disclaimer 
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Agenda 

• RBL Bank | Our Growth Story 

 
• Changing the way we bank… 

• Rebooting RBL Bank 

• What Next ? 
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RBL Bank | Our Growth Story 
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Our Growth Story 

Figs in Cr. 

30X 

Figs in Cr. 

6X 

Figs in Cr. 

50X 

Figs in Lacs 

35X 

Our Guiding Principles Our Guiding Principles 

Governance 

Human Capital Development 

Technology Investments 

Strategic Partnerships 

FY18 FY18 

FY18 FY18 

1.3 

45 

No. of Customers Net Profit 

Net Worth Assets 

61,851 
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Changing the way we bank… 
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What is changing ? 

PUSH content PULL content 

Branch Banking Internet Banking Mobile Banking Open Banking 
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Amplifiers for Change 
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Rebooting RBL Bank 
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Rebooting to RBL | Banking As A Platform 

Hierarchy Network 

Bank Control Shared Control N=1 Standard 

Partners Customers 
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RBL Bank | Crossing the Chasm 

Changing Business Models 

Wider Physical Infra through Partners 

Bundling & Unbundling Services 

Micro is Big 
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RBL Bank | Working Principles 

Unbundled Business Stack 

Leading through Innovation 

Growing alongside the 

Customer Experience  Learning by Doing 

Collaboration is Religion 

Agility is not an Option 
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Where it took us… 

OPEN BANKING 

#3 in AEPS 
among Private players with 

30% market share  

#4 Ranking 
MeitY Digital Performance 

#5 in Acquiring  
~100% growth for the FY18 for 

merchant acquiring  

10% market share in PoS 

terminal count 

RBL Network 

RBL Branch Banking 

#265 Branches 

BC Network 

~1.6 Lac CSPs  
(Across 31 States & UTs) 

4.5 Mn Customers 

10 Mn Customers 
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What Next ? 
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Traditional Vs Futuristic business models 

Traditional banking models Futuristic business models 

C
o

m
p

e
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Competition 

Infra- 
structure 

Services 

User 
Interface 

Technology is undermining the advantage of vertical 

integration - lower transaction cost, economies of scale 
Adapting business models to compete at critical layers in 

the stack and collaborate with players in other layers 

We today unbundle and re-bundle our offerings 

Competition 

Competition 
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Unscaling Finance 

~50 Mn* SMEs  
Seeking 

Convenience Banking 

Most Important 

Customer Benefit: 

Low  Touch  

High Value Banking 

65 Micro Services 

launched 

Collection UPI 

Virtual A/C 

Disbursement 

APIs 

AEPS 

IMPS 

Aadhar pay 

IMPS 

A/C 

opening 

UPI 

OPPORTUNITY 

*SMB Chamber of Commerce and the Ministry of Micro, Small and Medium Enterprises 

Solution for 

NBFCs 

Solution for 

NBFCs 

Solution for 

Agri 

segment 

Solution for 

Agri 

segment 

Solution for 

BC network 

Solution for 

BC network 
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Unscaling Finance 

~50 Mn* SMEs  
Seeking 

Convenience Banking 

Most Important 

Customer Benefit: 

Low  Touch  

High Value Banking 

Convenient Onboarding  | Auto-reconciliation | Low-cost pricing | Real-time payments 

Moving to CLOUD for SCALABILITY  

OPPORTUNITY 

*SMB Chamber of Commerce and the Ministry of Micro, Small and Medium Enterprises 
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Unscaling Finance: Cloud As A Choice 
Speed to market 

Low cost of failure 

Agility in Infrastructure 

provisioning 

Ability to handle 

data explosion 

Reliable Security 

Speed to innovate 

OPPORTUNITY 
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Conceptualization & Opportunity exploring Conceptualization & Opportunity exploring 

POC completed & Working model  POC completed & Working model  

Journey with AWS 

Commercial & Business Launch 

     Collaboration & Deliberation      Collaboration & Deliberation 

Work in Progress & 

Overcoming Obstacles 

Work in Progress & 

Overcoming Obstacles 
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Unscaling Finance: Next Steps 

Creation of a complete Banking Stack on the cloud… 

In the next 5 years if you are selling your products, through your 

channels, to your customers, then you are doomed!- Speaker at a #FinTech Sessions  
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THANK YOU 
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