Date: 22.10.2021

Publication: The Economic Times

Page no.

71913

Edition: Bengaluru | Mumbai | New Delhi

FINANCIAL SERVICES COMPANIES TAKE A
MULTISPEED APPROACH TO THE FUTURE

The sector is facing a situation of the known versus the unknown and has to develop a
balancing act between customer centricity, technology and regulations
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result in tectonic shifts while
regulations may change or
be introduced in several key
issues.

Leading minds in the BFSI
industry shared their insights
and vision for the future at
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by making sure that the tools
are available in the process,
said Renu Sud Karnad, MD,
HOFC.
“Things are going to change
once we account for aggrega-
tors. So much is going to be
easily available both for the
entity that is funding and for
the customer, the

In the process, one has to

“As a bank you can't do it
all and can't keep investing
in niche areas. Thanks to AP
banking, we are able to part-
ner with fintechs. In India we
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offer all the tools but the
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she added. To be a truly
digital model, even the face-
to-face interactions have to
change, said Sonali Kulkarni,

is engaging with a bot or a
call centre agent or a branch
agent.
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