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Mr. Muralidaran introduced the panel members and 
presented the background for the panel discussion and 
set out the important milestones of the past. 

Initiatives like nationalization of banks, Lead Bank 
Scheme, Establishment of Regional Rural Banks, 
formation of Self-Help Groups, PMJDY were all aimed 
at deepening financial inclusion efforts. 

Attention was drawn, to the achievements under the 
various initiatives of the Govt. and the regulator. The 
outreach of banks, institutions and other agencies is 
quite impressive; but financial exclusion still exists. The 
initiative taken by Government of India under PMJDY 
has provided additional impetus for achieving financial 
inclusion. 182 million accounts have been opened 
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under PMJDY; the balance in these accounts being  
` 237 billion. RBI has also given an in-principle approval 
for 10 small finance banks. These are also expected to 
strengthen the financial inclusion efforts.

Seen from a global persective, large differences exists 

in regard to having accounts, debit cards etc. between 
High Income OECD and other countries. There is a 
need to bridge this as early as possible. 

Mr. Muralidaran added that there are barriers to financial 
inclusion both from the demand and supply sides. Both 
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need to be addressed. From the demand side, financial 
literacy will play a crucial role and from the supply side, 
technology will play an important role in deepening 
financial inclusion and will play a crucial enabler to 
reaching the unbanked in a most cost effective, scalable 
manner.

There are 1181 FLCs as on 31.3.2015. FLCs will 
play a crucial role in-so-far as financial inclusion from 
the demand side is concerned. Raising the level of 
acceptance of technology by customers will require 
sustained financial literacy initiatives on the part 
of bankers. Involving other players like Insurance 
Companies, PFRDA etc., will provide an added fillip 
to financial literacy efforts. Customers’ awareness 
about their rights and duties is integral to developing 
a conducive consumer protection environment. This 
will also necessitate banks to develop strong internal 
grievance redressal mechanisms.

Technology is expected to be the agent which will give 
the thrust to the Financial Inclusion Initiatives.

The above are some of the steps taken by different 
banks. Very good steps have been taken. There 
are concerns as well in the form of increasing NPAs, 
difficulty in lowering rates of interest on deposits, risks 
in BC model etc. 

Mr. Muralidaran then flagged off some of the discussion 
points mentioned above for the panel to deliberate. 

Mr. M V Tanksale then set the panel discussion in 
motion, by drawing attention to the long relationship 
between the IIBF and IBA. 

M V Tanksale: I have seen the evolution of the banking 
sector in the last four decades, having been closely 
associated with it, beginning with the nationalisation of 
banks, the thrust on rural banking, opening up of the 
branches in the rural areas, a couple of milestones, like 
creation of NABARD, and the policies on the Business 
Correspondents and Business Facilitators, etc. The 
banking industry today in India is an industry with 120,000 
branches operating in the country. The regulator has 
also recently given licences for 11 payment banks and 
10 small banks, but the challenges of the country are 
different. India is a nation with 660,000 villages wherein, 
the population of many villages is below 2000. Therefore, 
there is definitely a challenge of access, challenge of 
delivery and communication. RBI has embarked in a 
structured way from 2006 onwards and the Financial 
Inclusion plan I and plan II followed. Today, through 

the PMJDY which is driven by the Government of India, 
through the banking industry, banking is claimed to have 
reached each and every household in the country. 182 
million accounts have been opened under PMJDY and 
if the financial inclusion figures were seen from 2006 
onwards, they would be in the range of 400-500 million 
accounts. But inspite of the number of accounts opened 
by the banking industry, is the financial inclusion merely 
an illusion of the banking industry or much beyond that?

I will now draw attention to the first question - Why 
100% Financial Inclusion has not been achieved so far? 
Although the financial exclusion in developing countries 
is far more than the developed countries, where the 
financial exclusion maybe below 10%, the focus on 
Financial Inclusion in all the nations is the same. At the 
same time, on the financial literacy front, there is great 
thrust, and especially Asia Pacific countries will have 
to address these issues slightly differently given the 
challenges of volume, geography, etc.

NABARD is a revolutionising institution for the co-
op sector and the Regional Rural Banks and really 
close to the grass roots. We have not really achieved 
100% Financial Inclusion. How and when do you 
think we will be able to claim that we have reached 
100% Financial Inclusion? And what exactly do you 
define as 100% financial inclusion?

H R Dave:

From NABARD side - the Financial Inclusion perspective 
runs into three parts:

1. NABARD needs to be a facilitator of the entire nation 
but how will the facilitation take place?

2. How do you see the integration of the large 
microfinance movement in which the country has 
invested substantially - financial and human resources, 
putting together almost 77.7 million SHGs.  Is there a 
possibility of converging the FI efforts on the microfinance 
sector?

3. Gamut of Financial literacy - on the demand side, 
financial literacy plays a major role and we need to see 
how the issue is to be addressed.

The three broad spectrum approach: 

1. The facilitation part- the way the financial inclusion 
landscape has evolved in India especially after 2014. 
Since the new Govt. has taken over, the focus on the 
demand and supply side has been equalised.



29January-March 2016The Journal of Indian Institute of Banking & Finance

Initially we thought that we were primarily focusing on 
the supply side of it - enabling banks, directing banks, 
supporting banks to reach out to the people who have 
not been reached out. But the Govt. made the people 
look at what is being offered by the banks more seriously 
by taking the no frill account and bundling it with certain 
other incentives. Where earlier, the branches were 
going to the villages, the crowds have now come to the 
branches. There is a subtle shift but a major strategic 
shift in terms of how we reach out to the people. 

The supply side part, the 350 odd rural co-operative 
banks and 100 + PACs, unless these institutions are 
brought into financial inclusion landscape, efforts of the 
entire industry will be incomplete. So NABARD put all 
these banks on the CBS platform and now these banks 
are moving towards providing Rupay cards, RTGS, 
mobile banking, internet banking etc., and we believe 
that in another 2 years’ time most of the co-op banks, 
which are strong enough to get approvals from RBI, will 
be in a position to offer the add on services. 

2. We have also enabled the RRBs, in putting the 
systems in place and assisted the RRBs, especially the 
weak RRBs, to take care of the CBS expenses. 

3. We have now launched a massive exercise of 
digitising the SHG movement. 

Half of India's population is linked to the banking 
sector through the SHGs. The Bank Linkage – SHG 
programme, is by far the largest microfinance project 
in the world.  The issues in the Bank Linkage – SHG 
programme today are known to all. Unless they are 
Aadhar enabled, unless they are put on the digital 
platform and unless they are linked to the credit bureaus, 
the issue of repayments, poor quality of maintenance of 
accounts, multiple finance will continue to be reasons 
for the growing NPAs. The NPAs in the SHG – bank 
linkage programme is somewhere between 7.5 and 8% 
which is leading to real issues, and rethinking on the 
part of the banks.

Efforts were being made to bring the SHGs into the fold 
by self-managed, doorstep financial inclusion system. 
But the difference was that there was no technology. 
SHG- bank linkage programme and technology remained 
apart. Efforts are now being made to place them on the 
technological platform. Every member of the SHG will 
be Aadhar enabled, they will have a savings account, 

the DBT mechanism for women oriented transfer 
benefits will be routed through this account, the SHGs 
books of accounts will be maintained through the digital 
platform and they will also get returns. Importantly, at 
the rural branch, the branch manager who handles 100-
500 SHGs and who does not have the time to monitor 
the SHGs individually, will now get a MIS report on the 
SHGs, which tells him what is happening at the SHG 
level.

M V Tanksale: We will now take the technology 
part forward. While NSCI gives a perspective of the 
capacity building requirement, and what is it that 
is driving it? The biggest challenge is how do we 
get capacity building for the BC agents and the BFs 
who are actually an extended arm of the banking 
industry? To make the whole programme viable, 
they will probably have to put on some kind of 
measuring scale on the efficiency, productivity, etc. 
What is the perspective on the gap and the capacity 
building?

Pramod Kumar Panda:

RBI is probably one of the few central banks in the world 
over which has been talking about, thinking about and 
acting on financial inclusion much before the whole 
world started talking about it in an active way. The 
initiatives undertaken by RBI includes the setting up 
of CAB, in 1969, as a college for Co-op banking, that 
was later on converted into CAB where bankers were 
trained and skills were deployed in agri related areas. 
The regulatory initiatives were both in the nature of 
broadening the banks and giving them some kind of 
direction. The priority sector lending guidelines of RBI 
were fundamentally in the nature of financial inclusion 
drive, which at that point of time was not articulated in 
that language. People started talking about financial 
inclusion post the financial crisis, in a big way. But 
very silently, the central bank of the country has been 
working very seriously on this agenda. The Lead Bank 
Scheme, the Service Area Approach, the setting up of 
CAB, where they started training the bankers, especially 
in the co-op banking sector as to how to lend, especially 
to the small borrowers, are examples of the fusion of 
regulation and developmental banking. By this, they 
brought the small borrower, who would well have 
remained outside indirectly into the financial system. 
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CAB is also working on some projects (designed for 
MSME borrowers) in a very aggressive way and on 
building certain technical capabilities which will help 
in identification of the aptitude of the bankers towards 
financial inclusion. 

M V Tanksale: Any focus programme for financial 
inclusion which CAB is driving and which can be 
showcased as a success.

Pramod Kumar Panda:

We are trying to talk more about the soft skills of the 
bankers and how they should look at the prospective 
borrowers and how they have to design their products 
and processes. These bankers would not be cognizant 
about the standard constraints normally talked about 
when financing the MSME borrowers. 

M V Tanksale: Bangladesh as an example has 
been quoted since the times of Mohammed Yunus. 
The efforts in Bangladesh are a culmination of 
microfinance and financial inclusion. Recently, 
at a Seminar, the Governor of central bank of 
Bangladesh drew attention as to how technology is 
being extensively used in the promotion of financial 
inclusion. Since BIBM is a capacity building 
institution, how exactly are two sides - demand and 
supply, being supported? It is an established fact 
that unless the demand side is created in a right 
perspective, the object is not achieved. How exactly 
was the demand side created in Bangladesh? Have 
the people started using the facility? 

Dr. Shah Md. Ahsan Habib:

Financial Inclusion Strategies - Whenever we talk of 
financial inclusion, it is mainly about deposit services, 
finance services and maybe payment services. Carefully 
observed, we are greatly inspired by these two services 
- deposit and payment. What about finance services 
which is almost stagnant? Whether it is Bangladesh, 
India or anywhere. 

Insofar as Bangladesh's financial inclusion strategies are 
concerned, the strength lies in the fact that the present 
central bank Governor is personally interested in taking 
it forward. The positive changes taking place have been 
greatly enabled by technology. On the demand side, 
on the payment front, technology has helped a lot – 

bKash, a payment transfer technique is doing well. We 
have more than 400,000 bKash agents operating from 
different corners of Bangladesh. 

The customer has to approach the agent, open the 
account and transfer of funds can then take place from 
anywhere to anywhere immediately from the mobile. 
Bangladesh has nearly 110 million mobile subscribers, 
which is a positive strength. The central bank and other 
banks have also played a significant role in financial 
literacy, in awareness development. It is not easy for the 
rural population to use the products comfortably since 
literacy rate is low. Technology is also being considered 
as a part of the green banking initiative. Green banking 
implies that nobody is excluded. Green banking is part 
of the inclusive strategy of central bank. 

The current green banking policy framework that is 
followed by all the banks in Bangladesh was prepared 
at the BIPM campus, in 2011. The outcome has been 
very good. Online banking is the starting point of green 
banking, because this saves resources and time. 
This is at the core of the green banking initiatives of 
Bangladesh. 

M V Tanksale: The model which is in place in 
Bangladesh - is it driven by MFI or the BC model? 
Who are the representatives of the banks?

Dr. Shah Md. Ahsan Habib:

MFIs, or as at present even small retailers could be 
agents of banks. 

M V Tanksale: A lot needs to be done in Asia-Pacific 
to improve inclusion. When we talk of FI, we are 
clear that we are looking beyond accessibility. 
Accessibility has been by and large achieved in 
most of the countries, but we need to go beyond 
banking accounts, to meet the credit needs, to meet 
the insurance needs, the pension needs, etc. How 
exactly these activities have been driven?

Dr. Shah Md. Ahsan Habib

When we talk of credit, interest rate is not the issue, it is 
about the processing time, documentation, formalities. 
More than 90% of the banking population is availing 
credit from the banking sector, but a huge margin of 
people borrows from money lenders, from the informal 
sector. Because the loan in the informal sector is given 
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in 10 minutes. Whereas banks and MFIs, have their 
processing periods, etc.

M V Tanksale: NABARD has been working for 
several years for removing the people from the 
clutches of money lenders. Ultimately the brick and 
mortar branches of the banking industry cannot 
meet the requirements of the Financial Inclusion. 
What model should be the right model to ensure 
that the BCs deliver what is desired/expected of 
them as a representative of the bank?

H R Dave:

When RBI first came up with the BC Model, a set of 
guidelines were rolled out stating who could be the BCs.  
When the banks appointed BCs, the emphasis was on 
picking up somebody outside the system - corporates 
and individuals outside the fold, from the kirana shops, 
medical shops, the petrol pumps - those who were not 
a part of the delivery system of the financial services. 
Some entities which were missed out/ overlooked, 
included the milk cooperatives, the 100,000 co-operative 
societies and 7.7 million SHGs.  These entities were 
already part of the financial architecture and had they 
been considered, some of the good Self Help Groups 
who have been customers for five years, and who are 
aware of the need for savings and credit and the issues 
involved, could have helped more in financial inclusion. 
SHG women appointed as BCs in UP and MP have 
done very well. 

The viability of BCs- Gujarat, where there are very few 
branches in the tribal areas, is where the intermediation 
is required. Viability therefore becomes an issue in 
difficult areas. Again, would banks like to use the 
network of BCs in promotion of Joint Liability Groups? 
Training is not an issue, as this can be undertaken by 
NABARD, IIBF, NIBM or BIRD. 

M V Tanksale: Taking the issue of viability further, 
when we talk of viability, for a person to continue as 
a BC agent, they must get compensated sufficiently 
so that they can adopt this as a livelihood or as an 
employment for an unemployed person. To meet 
that requirement, the BC has to support the bank to 
earn that much of a profit from a client relationship. 
Unless this equation is established, how do we 
really drive the viability of the BC model?

H R Dave:

NABARD has assured funding of JLGs through BCs in 
tribal areas. Some banks kept 50% aside for incentivizing 
the branches for doing extra work and 50% was passed 
on to the BC. If an individual working as a BC is able to 
promote 10 JLGs, he/she can earn ` 10,000 in a year. 
Even normal BC operations cannot fetch the BC that 
much in difficult areas. The challenge is to find what add 
on can be given to the BC, how do we build a viability 
model/commercial model which enables the bank to 
also make profits. 

M V Tanksale: We have been talking of the FI being 
viable. But the challenges of viability still persist. There 
is no lack of ownership from the Government or the 
central bank even in India, where these initiatives are 
concerned. But is Bangladesh doing something different 
to see that the banks are comfortable in adopting this 
model which is viable?

Dr. Shah Md. Ahsan Habib 

There are several refinancing and interest subsidies 
facilities. However, not all banks are motivated to 
perform all these activities. Only the pressure from the 
central bank pushes them to achieve targets. Each and 
every bank must distribute 2% of their loan portfolio to 
the agricultural sector. This is a compulsion from the 
central bank. At the same time, central bank provides 
refinance facilities and interest subsidies to ensure 
targets are being achieved. In a market like Bangladesh 
where we don’t have market incentives, such regulatory 
incentives are needed to make the push. 

Mr. M V Tanksale: Ever since Financial Inclusion was 
introduced as a concept, in 2005-06, we talk about 
the poor being bankable, and FI being viable. As a 
regulator, there is always concern that it should be 
viable. How can the model be viable commercially 
and not through the gap funding? The gap funding 
is not happening adequately, because probably 
there is a gap in understanding what is the gap. How 
exactly can it be made commercially viable?

Pramod Kumar Panda:

An interesting issue, a core issue, the crux of the matter. 
One of the reasons why Financial Inclusion really 
doesn’t succeed is that, both from the business side 
and the regulatory side, we do not have a hang of what 
really is happening in terms of the economics. But there 
is talk of the BCs not being viable or the banks stating 
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that they cannot part with more than they are doing at 
present. The document which talked of 100 small steps 
essentially looked at the whole issue from a totally 
different paradigm. It talked about inclusive finance for 
the first time from the point of view of competition. Only 
if people can compete, would they probably succeed. 
The most important part which needs to be looked at is 
whether we need to develop capacity and orientation for 
doing Financial Inclusion operations. It is not the thing 
everybody can do. 

Mr. M V Tanksale: Regulator has recently given 
licence for MUDRA Ltd., for MSME sector, where 
we feel there is lot of exclusion especially on the 
micro side. How will these things really deepen the 
Financial Inclusion in the country?

Pramod Kumar Panda:

If you look at the data, a significant percentage of the 
MSME sector stand excluded. Despite the efforts, 
things have actually not happened. Perhaps one of the 
reasons is that there is a fundamental structural issue 
in our banking organizations which are large, mandated 
and not driven by competition in the substantive sense, 
which has not seen merit in MSME lending. However, 
studies have shown that there is lot of wealth to be 
unlocked. But it is intriguing to find that when it comes to 
banks operating on the ground, it doesn’t get translated 
into delivery of credit. There is a mismatch between 
what happens on the ground and what economically 
sounds intuitive. This mismatch is probably attributable 
to the fact that people have not spread out truly. Once 
it is tested out and it is established that there is lot of 
money to be made, there will be a big push. 

The forum was then thrown open to the audience for a 
Question & Answer session.

M V Tanksale: Any international delegate willing to 
share the experience of their country is welcome. I 
would like to hear the experiences from Zambia. How 
things are shaping up in there and how differently 
they are handling capacity building issues for 
Financial Inclusion.

Zambia:

Bank of Zambia has been quite efficient and proactive 
on the issue of capacity building. We had a situation 
where banks were failing till the 1990s. But that is no 
longer happening. It has not happened since 1998 
largely due to the efforts put in by the central bank to 
accommodate the banks. There is very large capital 

requirement for foreign banks and a much smaller 
requirement for local banks. Nevertheless, it is still very 
high. There are 19 commercial banks operating and 
30-40 MFIs. Some of the MFIs are lenders to the small 
marketers, entrepreneurs etc. It is a widespread market 
also including the leasing companies, merchant banks 
etc. 

Question: The viability issue largely arises because 
the BC agent does not have sufficient transaction 
revenue. There is not much demand coming at the 
touch point. Experience shows that if the BC agent 
caters to the transactional requirements of the SHGs, 
this can incrementally add 20-50% of the demand 
side transaction value, which can make it more 
remunerative for the agent and thus contributing to 
the viability. This is currently happening in silos and 
the BC agent /corporate BC is probably not aware 
of the SHG model which is the primary point of 
financial inclusion as rightly pointed out earlier. So 
convergence at the last mile level is a welcome step 
and we have seen strong outcomes coming from 
this experiment.

Last year, RBI had said that cash in the hands of the 
BC agent is bank’s cash and banks should own up 
that money and place that money from the bank’s 
side as in a normal banking operation at the branch. 
Not much progress has been seen at the ground 
level because, it is practically difficult and probably 
because the risks are high or due to other reasons. 
More than the financial risk, if this contribution by 
the Branch Manager is seen as bank’s own capital, 
the relationship would see a shift and the ownership 
would be far better than what it is today of the BC 
channel by the branch staff.

M V Tanksale:

Bankers feel that both the models can be effective. 
It is not a real big issue. The big issue is that we will 
have to move beyond ‘cash in and cash out’. Viability 
just cannot be achieved only through the transaction 
module. We will have to go beyond the ‘cash in and 
cash out’ where all the requirements of any individual 
are met. For instance, we now offer products of 
social security - insurance products at very nominal 
rates, pension products, micro credit of ` 5000 to an 
individual etc. The Govt. has committed for the entire 
DBT to be routed through the banking accounts. Cash 
management at the hands of the BC will have to be the 
responsibility of the bank because, if the bank cannot 
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really provide a cash out, as is being made available to 
the individual when he was getting his cash payment for 
his labour, the routing of DBT will not succeed. Banks 
will definitely need to take a call to make it more efficient 
but the viability will have to be looked beyond the 
transactions. Transactions are important, and we are 
claiming 182 million accounts being opened. But 42% of 
these accounts are still having zero balance. The thrust 
will therefore have to be on the demand side, that is, 
the literacy angle. This is where organisations like GIZ, 
Microsave and other stakeholders in the industry will 
have to work, collaboratively and collectively.

H R Dave:

There are very limited products offered by BCs today. 
Is it possible to expand the range of products which 
customers can operate through BCs? Looking at 
volumes or substantial incentive for the BCs, the range 
will have to be diversified. There are 13 crore farmers 
in India, but how many Rupay cards have been issued? 
How many PoS machines have been installed in rural 
areas? How many fertilizer depots/ places/vendors are 
there where the Rupay card can be used? While banks 
prepare themselves, the PoS machine kind of facilitation 
needs to be installed where the vendors can use the 
Rupay cards.

M V Tanksale:

I agree. Rupay Kisan cards have been issued, but 
there are not enough PoS terminals available – with the 
fertilizer/ agricultural implements dealer etc. A country 
having a card base of almost 550 million, including debit 
and credit cards and there are only 1.1 to 1.2 million 
PoS terminals. There are roughly around 200,000 ATMs 
and 200,000 micro ATMs, but acquiring infrastructure 
vis-a-vis the card base is certainly not enough. 

Question: The whole crux of the discussion today 
has been why the demand for the banking products 
has not been good. Only one solution for this is the 
education base. The World Financial Development 
report 2013 has singled out India for the lack of 
basic education. This should then lead to the next 
step of financial literacy. This is a sector, along 
with infrastructure, health etc., which have been 
neglected by our development plans. The education 
expenditure to GDP in India is among the lowest. 
From the bankers’ perspective, why not take the CSR 
activity together with financial literacy? Branches 
should be actively involved in the education 
especially at the primary education pool.

M V Tanksale:

This is a relevant issue and I would like to highlight to 
the audience and the delegates what the banking sector 
is doing. It is right that demand can get created only 
when the education is there – whether it is financial 
education or formal education. Towards this, the first 
initiative taken by the Govt., the regulator and the banks 
is the setting up of the Financial Literacy Centres. Today 
in the country, in approximately 670 districts, there are 
more than 1200 FLCs operating, which are manned 
by retired bankers, who are expected to move around 
and spread literacy. As an initiative from the banking 
industry, we have launched and embarked on a scheme 
called “SchoolBank Champs” scheme where each 
branch of the bank has adopted one school – there are 
120,000 bank branches and thus 120,000 schools will 
be adopted. This is still in process and is being driven by 
IBA, with the cooperation of several Govt. departments. 
Through this, students above the age of 10 will be 
imparted education in financial literacy.  (Incidentally, 
India is the only country in the world where a minor 
above the age of 10 can open a bank account, have a 
debit card and internet banking facility.)

Through this massive programme, trainers training is 
taking place and teachers will also be trained, with Govt. 
Support. In each school, one teacher will be identified to 
drive this programme. Special reading material is also 
being created for this initiative. The idea is to ensure 
that they not only become the economic citizens but also 
that they will be an influencer on the parents. Today, 
the challenge on the PMJDY accounts is that those who 
have opened the accounts are not aware of what is to 
be done next. If the parent is not able to say what is 
to be done next, the child in the house will be further 
confused. The first literacy series issued by RBI was on 
Money Kumar – a child is explaining what money is all 
about. The idea is to develop the children of the school 
as economic citizens and through them, we would like 
to influence the rural population who are not really very 
literate. In general terms, the literacy level across the 
board in the country has however improved.

Pramod Kumar Panda:
The initiatives have been taken at different levels:

Women: The focus for some time has been on school 
and college children. The focus needs to be shifted to 
women also. Initiatives are also being made not only on 
literacy but also financial education.
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BANK QUEST 
THEMES FOR NEXT ISSUES

The themes for next issues of “Bank Quest” are identified as: 

• July-September, 2016: Stressed Account Management & Financial Stability

• October-December, 2016: Digital Banking

• January-March, 2017:Business Analytics

• April-June, 2017: Challenges in Infrastructure financing

Children: RBI is working with the State Governments, to 
integrate some educational courses into the curriculum 
of the children, in schools and colleges where the 
children understand the basic tenets of finance like time 
value of money, etc.

Migrant workers: Separate sessions are also being 
conducted for them in collaboration with international 
agencies.

Teachers: There is a need to make them more financially 
educated.

MSMEs: They need to be made financially savvy, 
understand the typical financial processes, banking 
processes, different concepts of investments and other 
things in a simple manner.

M V Tanksale:

IBA is actively involved in this and the resources will 
soon be introduced in the curriculum at the school level. 

Question: The 40% PMJDY accounts which are not 
funded – is it on account of lack of education or 
because people do not have the funds to deposit in 
the account. 

M V Tanksale:

That could be a reality when we say that 22% are below 
the poverty line as indicated by the census. But even this 
population can deposit nominal sums if they so desire. 

One day they will be the beneficiaries of all the DBT 
benefits which will be routed through these accounts. 
Education is the answer to all issues. It is necessary to 
create situations where he/she will come forward and 
do so. 

H R Dave:

There is distress in rural India today. Banking system 
also has a role to play as enlightened institutions. How 
do you position the output of the FLCCs to address 
the distress in rural economy? Unless the customer 
succeeds, the initiatives cannot succeed. There is a 
case for looking at efficacy of FLCCs while addressing 
this issue. 

M V Tanksale:

I totally agree on this. Like putting various activities on a 
benchmark, why not put the FLCs also on a benchmark 
and rank them. This could be explored. Efficacy of the 
FLC should be ranked and the FLC should also know 
they are not above scrutiny. 

Mr. M V Tanksale thanked the panellists and the 
audience for an interesting and stimulating session.




