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Ujjivan won the best HR practice award in the BFSI Awards 2019
Ujjivan Small Finance Bank is recognised for “Best HR Practice in Finance Sector”, at the BFSI Awards - 2019

Ujjivan Small Finance Bank was conferred with an award for “Best HR Practice in Finance Sector”, at
BFSI Awards-2019. The award was received at an event at Taj Land’s End, Mumbai on 14th February 2019.
The BFSI Awards 2019 was organized by the World BFSI Congress in partnership with ET Now
(Telecast Partner). The BFSI Awards was organised to recognize best practices & performances of
various banking, ﬁnance and insurance services organizations. The awards focuses on
best-of-the-best practices of the BFSI industry in strategy, security, customer service and future
technological challenges and innovations. The BFSI Awards identify and reward professionals and
organizations for their superlative achievement in their respective ﬁelds. We believe that Ujjivan’s
“Employee-First Approach” – which is characteristic of all major decisions at Ujjivan – has earned us the award for “Best HR Practice
in Finance Sector”.

Ujjivan won the IT Risk management and cyber security awards

UJJIVAN BANK HAS BEEN AWARDED FOR 'THE BEST IT RISK MANAGEMENT AND CYBER SECURITY
INITIATIVES' FOR THE SECOND CONSECUTIVE YEAR IN THE SMALL FINANCE BANK CATEGORY
Indian Bank's Association (IBA)'s Banking Technology Conference, Expo & Awards is the largest and the most renowned banking
technology conference and innovation excellence awards in the country today.
IBA's Technology Innovation Awards are a discerning innovator and technologist's delight. As the focus on banks to constantly
innovate and stay ahead of competition gets sharper, there is a renewed search to acquire and deploy the most innovative people,
technologies and services. The IBA Banking Technology Innovation Awards are most sought after, and have set hitherto unmatched
industry standards. Ujjivan Bank was privileged to be awarded 'The Best IT Risk Management and Cyber security Initiatives' for the
second consecutive year among other competing Small Finance Banks for its continued commitment to Cyber Security and
Resilience. The bank was selected for its initiatives in Red Teaming, Threat Intelligence and Threat Hunting, employing defence in
depth approach in preventing and detecting vulnerabilities, Dark Web Monitoring and other initiatives.

Mr. Ghosh shares his life challenges with IIM
Bangalore’s students

Samit Ghosh recently delivered a lecture at the Indian Institute of Management – Bangalore to ﬁrst year MBA students. From the
beginning of his career at Citi Bank to being the founder of Ujjivan, Mr. Ghosh shared his experiences where he was instrumental
in bringing a change in the ﬁnancial lives of the urban poor. He further spoke about his initial challenges in establishing Ujjivan,
how the company became one of the leading MFIs and now its transformation into a Small Finance Bank.

Global Head of Marcus by Goldman Sachs - Mr. Harit Talwar,
shares insights with Ujjivanites
Keeping with Ujjivan’s spirit of learning Best Practices from industry experts & other organizations, Ujjivan organized an interactive
session with Mr. Harit Talwar a partner at Goldman Sachs & the global head of the ﬁrm’s consumer business.
Mr. Talwar is an alumnus of IIM-A with a rich experience at Citibank, Discover Cards and Goldman Sachs. He is the global head of
Marcus by Goldman Sachs, a success story of consumer digital ﬁnance in the United States. Marcus - the consumer banking arm of
Goldman Sachs, provides simple personal loans in the US and deposits in US and UK. Within a short span of nearly 3 years, Marcus
has raised nearly $40bn in deposits and serves over 3 million customers across all of its products. This is without any of the bank
staﬀ ever interacting with any of their customers face-to-face. An important enabler of this achievement by Marcus was & is
technology. Technology, along with other core capabilities, has enabled cost-savings, so Marcus can provide value back to its
customers, such as providing a signiﬁcantly higher interest rate to deposits customers compared to other competitors.
In his interaction, Mr. Talwar emphasized the importance of understanding the customer life cycle. He reiterated, that all
activities/products/processes should align to the customer life cycle. In order to achieve this at Marcus, they created agile &
cross-functional teams with a collectively-focused goal.
The following are key learning points from the Marcus model:
•

Customer’s core needs should be the focal point of any ﬁnancial products/services

•

Technology can enable institutions to serve the customers more eﬀectively and at lower costs.

•

There is a profound beauty and utility in simplicity–however, simplicity is not about the absence of clutter and irregularities;
it is about bringing order to complexity.

•

Having ‘Pricing’ as a USP alone may cannot be sustainable and ensure customer stickiness; providing comprehensive
customer-centric services will contribute to customer-stickiness.

•

Invest in the staﬀ who are the front-end in customer-facing roles because they are brand ambassadors.

•

Customers must ﬁnd it simple to understand policies & processes and also must see transparency in costing.
When companies cannot do this, it is better not to sell.

Chillar Bank Program: Teaching the younger generation the
art of saving for a brighter future

Chillar Bank Program: Teaching the younger generation the art of saving for a brighter future
This program is designed to educate the younger generation on the beneﬁts of saving early and how to start long-term
investments for the family’s priority–Education Expenses. The program was initiated following an RBI guideline that encourages
children to open and operate savings bank accounts independently, and is targeted at children between the ages of 10 to 17 years.
Starting January, we made certain changes in the program with the intention of making it more eﬀective. We shifted our
focus from conducting the program with 30 children to conducting the same with 15 children and 15 parents, scheduled only in
Ujjivan branches. The primary beneﬁciary for the account is the Mother and creating Recurring and Fixed deposits to help her family
save for education. As part of the program, we also open Ujjivan Bank accounts for the relatives and close friends of parents who
are accompanying the children.
In the 90-minute program, a total of 4 sessions are delivered where the children and parents are engaged in role-plays,
discussions and the “Goal Card” activity. All this is done to educate them about the importance of savings and the diﬀerent savings
options available through Ujjivan Bank. A total of 2255 beneﬁciaries have attended the program in 97 Ujjivan Bank Branches.
Approximately 2400 leads for Savings accounts were generated amongst which 346 participants opted for recurring deposits while
327 were interested in Fixed Deposits.
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