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Introduction
Financial services are the economic services provided by the finance industry, which encompasses a broad range of businesses that manage money, including credit unions, banks, credit-card companies, insurance companies, accountancy companies, consumer-finance companies, stock brokerages, investment funds, individual managers, and some government-sponsored enterprises.
The term "financial services" became more prevalent in the United States partly as a result of the Gramm–Leach–Bliley Act of the late 1990s, which enabled different types of companies operating in the U.S. financial services industry at that time to merge. 
Companies usually have two distinct approaches to this new type of business. One approach would be a bank that simply buys an insurance company or an investment bank, keeps the original brands of the acquired firm, and adds the acquisition to its holding company simply to diversify its earnings. Outside the U.S. (e.g. Japan), non-financial services companies are permitted within the holding company. In this scenario, each company still looks independent and has its own customers, etc. In the other style, a bank would simply create its own insurance division or brokerage division and attempt to sell those products to its own existing customers, with incentives for combining all things with one company.
Relationship to the government
The financial sector is traditionally among those to receive government support in times of widespread economic crisis. Such bailouts, however, enjoy less public support than those for other industries 
Banks
Commercial banking services
Main article: Commercial bank
A commercial bank is what is commonly referred to as simply a bank. The term "commercial" is used to distinguish it from an investment bank, a type of financial services entity which instead of lending money directly to a business, helps businesses raise money from other firms in the form of bonds (debt) or stock (equity).
The primary operations of commercial banks include:
· Keeping money safe while also allowing withdrawals when needed
· Issuance of chequebooks so that bills can be paid and other kinds of payments can be delivered by the post
· Provide personal loans, commercial loans, and mortgage loans (typically loans to purchase a home, property or business)
· Issuance of credit cards and processing of credit card transactions and billing
· Issuance of debit cards for use as a substitute for cheques
· Allow financial transactions at branches or by using automatic teller machines (ATMs)
· Provide wire transfers of funds and electronic fund transfers between banks
· Facilitation of standing orders and direct debits, so payments for bills can be made automatically
· Provide overdraft agreements for the temporary advancement of the bank's own money to meet the monthly spending commitments of a customer in their current account.
· Provide internet banking system to facilitate the customers to view and operate their respective accounts through the internet.
· Provide charge card advances of the bank's own money for customers wishing to settle credit advances monthly.
· Provide a check guaranteed by the bank itself and prepaid by the customer, such as a cashier's check or certified check.
· Notary service for financial and other documents
· Accepting the deposits from customers and provide credit facilities to them.
· Sell investment products like mutual funds Etc.
The United States is the largest location for commercial banking services.

Investment banking services
[image: ]
Main article: Investment banking
· Underwriting debt and equity for the private and public sector for such entities to raise capital.
· Mergers and acquisitions – Work to underwrite and advise companies on mergers or takeovers.
· Structured finance – Develop intricate (typically derivative) products for high net worth individuals and institutions with more intricate financial needs.
· Restructuring – Assist in financially reorganizing companies
· Investment management – Management of assets ( real estate) to meet specified investment goals of clients.
· Securities research – Maintain their own department that services to assist their traders, clients and maintain a public stance on specific securities and industries.
· Broker Services – Buy and sell securities on behalf of their clients (sometimes may involve financial consulting as well).
· Prime Brokerage – An exclusive type of bundled broker service specifically meant to service the needs of hedge funds.
· Private banking – Private banks provide banking services exclusively to high-net-worth individuals. Many financial services firms require a person or family to have a certain minimum net worth to qualify for private banking service.
New York City and London are the largest centers of investment banking services. NYC is dominated by U.S. domestic business, while in London international business and commerce make up a significant portion of investment banking activity.
Foreign exchange services
[image: ]


Foreign Exchange machine
FX or Foreign exchange services are provided by many banks and specialists foreign exchange brokers around the world. Foreign exchange services include:
· Currency exchange – where clients can purchase and sell foreign currency banknotes.
· Wire transfer – where clients can send funds to international banks abroad.
· Remittance – where clients that are migrant workers send money back to their home country.
London handled 36.7% of global currency transactions in 2009 – an average daily turnover of US$1.85 trillion – with more US dollars traded in London than New York, and more Euros traded than in every other city in Europe combined.



Investment services
· Collective investment fund – A fund that acts as an investment pool so investors can put money into a fund that will reinvest it into a variety of securities based upon their common, outlined investment goal.
· Investment Advisory Offices – Run by registered investment advisors who advises clients in financial planning and invests their money.
· Hedge fund management – Hedge funds often employ the services of "prime brokerage" divisions at major investment banks to execute their trades.
· Private equity – Private equity funds are typically closed-end funds, which usually take controlling equity stakes in businesses that are either private or taken private once acquired. Private equity funds often use leveraged buyouts (LBOs) to acquire the firms in which they invest. The most successful private equity funds can generate returns significantly higher than provided by the equity markets.
· Venture capital – Private equity capital typically provided by professional, outside investors to new, high-growth-potential companies in the interest of taking the company to an IPO or trade sale of the business. Startup companies are typically fueled by an angel investor.
· Family office – Investment and wealth management firm that handles a wealthy family or small group of wealthy individuals with financial plans tailored to their needs. Similar to private banking.
· Advisory services – These firms (or departments within a larger entity) service clients with financial advisers who serve as both, a broker as well as a financial consultant.
· Custody services – the safe-keeping and processing of the world's securities trades and servicing the associated portfolios. Assets under custody in the world are approximately US$100 trillion. 
New York City is the largest center of investment services, followed by London. 

Insurance

National Insurance Services (NIS) 
· Insurance brokerage – Insurance brokers shop for insurance (generally corporate property and casualty insurance) on behalf of customers. Recently several websites have been created to give consumers basic price comparisons for services such as insurance, causing controversy within the industry.[13]
· Insurance underwriting – Personal lines insurance underwriters actually underwrite insurance for individuals, a service still offered primarily through agents, insurance brokers, and stock brokers. Underwriters may also offer similar commercial lines of coverage for businesses. Activities include insurance and annuities, life insurance, retirement insurance, health insurance, and property insurance and casualty insurance.
· Finance and insurance – a service still offered primarily at asset dealerships. The F&I manager encompasses the financing and insuring of the asset which is sold by the dealer. F&I is often called "the second gross" in dealerships that have adopted the model
· Reinsurance – Reinsurance is insurance sold to insurers themselves, to protect them from catastrophic losses.
The United States, followed by Japan and the United Kingdom are the largest insurance markets in the world.


Other financial services
· Angel investment networks – A group of angel investors can create their own network to be the financial foundation for future companies.
· Credit card networking – Companies that serve as the bridge between the retailers and the banks who issue the bank cards. The four major credit card networksare: Mastercard, Visa Inc., rupay, American Express and Discover Financial.
· Conglomerates – A financial services company, such as a universal bank, that is active in more than one sector of the financial services market e.g. life insurance, general insurance, health insurance, asset management, retail banking, wholesale banking, investment banking, etc. A key rationale for the existence of such businesses is the existence of diversification benefits that are present when different types of businesses are aggregated. As a consequence, economic capital for a conglomerate is usually substantially less than economic capital is for the sum of its parts.
· Debt resolution – A consumer service that assists individuals that have too much debt to pay off as requested, but do not want to file bankruptcy and wish to pay off their debts owed. This debt can be accrued in various ways including but not limited to personal loans, credit cards, or in some cases merchant accounts.
· Financial market utilities – Organizations that are part of the infrastructure of financial services, such as stock exchanges, clearing houses, derivative and commodity exchanges and payment systems such as real-time gross settlement systems or interbank networks.
· Payment recovery – Assistance in recovering money inadvertently paid to vendors by businesses, such as by accidental duplicate payment of an invoice or failure to return a deposit.
Financial exports
A financial export is a financial service provided by a domestic firm (regardless of ownership) to a foreign firm or individual. While financial services such as banking, insurance, and investment management are often seen as domestic services, an increasing proportion of financial services are now being handled abroad, in other financial centres, for a variety of reasons. Some smaller financial centres, such as Bermuda, Luxembourg, and the Cayman Islands, lack sufficient size for a domestic financial services sector and have developed a role providing services to non-residents as offshore financial centres. The increasing competitiveness of financial services has meant that some countries, such as Japan, which were once self-sufficient, have increasingly imported financial services.
The leading financial exporter, in terms of exports less imports, is the United Kingdom, which had $95 billion of financial exports in 2014.[15] The UK's position is helped by both unique institutions (such as Lloyd's of London for insurance, the Baltic Exchange for shipping etc.)[16] and an environment that attracts foreign firms;[17] many international corporations have global or regional headquarters in the London and are listed on the London Stock Exchange, and many banks and other financial institutions operate there or in Edinburgh










Definition
Financial services is a broad range of more specific activities such as banking, investing, and insurance. Financial services are limited to the activity of financial services firms and their professionals, while financial products are the actual goods, accounts, or investments they provide.

Objective of financial services
1. Raises Fund: Financial services serve as an efficient tool for raising funds in an economy.  It provides various financial instruments to individuals, investors, corporations, and institutions where they can invest their money thereby raising funds from them.
2. Promotes Savings: These services provide different types of convenient investment options that can grow people’s savings. A mutual fund is one such good option where people can invest and earn reasonable returns without much risk.
3. Deployment of Funds: Financial services enable the proper deployment of financial resources into productive means. There are numerous investment avenues and instruments available in the financial market where people can invest their funds for earning income.
4. Minimizes Risk: Risk minimization is an important role played by financial services. These services help in diversifying the risk and protect people against damages by providing insurance policies.
5. Economic Growth: Financial services help the government in attaining the overall growth of the economy. The government can easily raise both short-term and long term funds for its various needs. It helps in improving overall infrastructural facilities and employment opportunities in a country. 
Function of financial services
1. Enables payment system: Financial services have a key role in the proper movement of funds among peoples. It enables peoples to successfully do their payments without any difficulty. Credit cards, debit cards, bill of exchange, and cheque are such financial instruments which facilitate financial transactions.
2. Proper Utilization of Funds: These intangible services help in efficient allocation of funds. Financial services serve as a means through which peoples invest their ideal lying resources into better investment plans for generating incomes. 
3. Maintains Liquidity: Financial services helps in maintaining sufficient funds in an economy. It links the one who is in need of funds and those who can supply funds as they have sufficient savings. Various services like loans and credit cards enable people to acquire needed funds easily.
4. Raises Standard of living: These services play a crucial role in improving the living standards of people. Customers are easily able to purchase costly goods on hire purchase system availing these services. People are able to enjoy the benefits of quality and luxury items. 
5. Promotes trade: Financial services promote both domestic and foreign trade in a country. Forfaiting and factoring companies in the financial market promote the export of goods to foreign markets and also the sales of products in the domestic market. In addition to this insurance and banking facilities also support trade activities in-country.
6. Improve Employment Opportunities: Generation of employment opportunities is another important function of financial services. Different financial institutions employ a large number of peoples for selling these services. They pay remunerations to their employees out of the profit earned by selling these financial services. 
7. Balanced Regional Development: Financial services helps in the balanced regional development of the country. All the key sectors of the economy such as the primary sector, secondary sector, and tertiary sector are able to acquire the required funds through these services. This results in regional disparities and brings balanced development in a country.

Scope of financial services

Financial services consist of wide range of activities which are broadly classified into 2: –
1. Traditional Activities.
2. Modern Activities.

Traditional Activities
Financial intermediaries have been offering a large range of services traditionally
Related to capital and money market activities. These services are classified into 2 groups: – Fund based activities and Non-fund based activities.
Fund Based Activities.
Fund based activities comprises of activities which are concerned with acquiring funds and assets for clients. Different services covered under fund based activities are: Primary and secondary market activities, dealing in money market instruments, foreign exchange market activities and involving in hire purchase, venture capital, equipment leasing etc.
Non-fund based Activities.
These services are provided by financial intermediaries on non-fund basis and are called fees-based services. Non-fund bases activities are specialized services offered by financial institutions to customers in exchange for fees, commission, dividend and brokerage. This comprises of services such as Portfolio management, issue management, stock broking, merchant banking, credit rating, debt and capital reconstructing, bank guarantee etc.
Modern Activities
Financial intermediaries beside the traditional services offers a wide range of financial services at present. These activities are mostly in the category of non-fund based activities.

Few of the modern activities are listed below: –
· Merger and acquisition planning and helping with their smooth carry out.
· Providing guidance in capital reconstructing to corporate customers.
· Assisting in rehabilitation and reconstruction of sick companies.
· Portfolio management of large public sector corporations.
· Providing recommendations in management style and structure for attaining better results.
· Acting as trustees to the debentures-holders.
· Providing project advisory services ranging from project preparation to capital raising.
Nature of financial services
1. Customer Oriented: Financial services are customer-focused services that are offered as per the requirements of customers. Financial institutions properly study customer needs before designing and offering such services. They are meant to fulfill the specific needs of a customer which differs from person to person.
2. Intangibility: These services are intangible which makes their marketing a challenging task for financial institutions. Such institutions need to focus on building their brand image by providing innovative and quality products to customers. Firms enjoying better credibility in market are easily able to sell off their products. 
3. Inseparable: Financial services are produced and delivered at the same time simultaneously. These services are inseparable and can’t be stored in advance. Here production and supply function both occurs at the same time.
4. Manages Fund: Financial services are specialized at managing funds of people. These services enable peoples in allocating their idle lying funds into useful means for earning revenues. Financial services provide various means to people for converting their savings into investment.
5. Financial Intermediation: These services does the work of financial intermediation as it brings together the lender and borrower. Financial services mobilize the funds of people who are having enough of it and made it available to the one who are in need of it. 
6. Market Based: Financial services are market based which changes as per the changing conditions. It is a dynamic activity which varies as per the variations in socio-economic environment and varying needs of customers.
7. Distributes Risk: Risk distribution is the key feature offered by financial services. These services transfer the risk of an individual not willing to take among different persons who all are willing to bear it. Financial institutions diversify the risk and secure people against damages by providing them various insurance policies.

Challenges of financial services
	Financial service firms are facing many challenges today. Most of it has to do with the rapid changes in technology. While the vast majority of financial firms have embraced the technology revolution, there are still many challenges these companies have to face.
This article discusses the top 7 challenges financial service companies need to solve in 2022.
1. Eliminating Data Breaches
Financial service firms are prime targets for cybercrime. Because of the sensitive data they carry, they are more likely to be targeted. In fact, financial service firms were hit 300 times more than other businesses.
In 2018 financial service firms were hit 819 times, an increase from 69 incidents reported in 2017. The total number of cyber-attacks won’t be known until well into 2022, but there have already been many data breaches this year.
On March 22-23, a hacker gained access to Capital One’s consumer and small business credit card applications from as early as 2005. According to Capital One, approximately 140,000 social security numbers and 80,000 linked bank account numbers were exposed in the U.S. Also, about 1 million Canadian social insurance numbers were breached.
Other financial service firms faced data breaches as well.
First American Financial Corp had a breach that exposed about 885 million personal and financial records related to real estate transactions dating as far back as 2003.
Canadian credit union Desjardins Group had about 2.7 million of its member’s information exposed. This breach exposed sensitive data like its member’s home addresses, names, email addresses, and social security numbers.
A cyber attack on Westpac/Pay ID exposed the banking information of 98,000 customers.
Each attack is costing financial service firms millions of dollars. They need to continue coming up with innovative solutions to stay ahead of these cybercriminals.
2. Keeping Up with Regulations
Regulations in the financial service industry continue to increase. Banks are spending a large part of their income on making sure they’re compliant. They have to make sure there are systems to keep up with ever-changing regulations and industry standards.
Traditional banks have to constantly evaluate and improve their operations to keep up with fast-changing consumer and shareholder expectations, technology, and industry regulations.
According to KPMG, there are 10 key regulatory challenges financial service firms will face in 2022. They include:
· Geopolitical change: Companies must expect business change and disruption
· Divergent regulation: Must anticipate continued differences in state, federal, and global regulations among protectionist and localized public policy agendas in the U.S. and overseas.
· Data protection and governance: Protect your data at all costs
· Operational resilience: Plan for the unexpected. It will happen
· Credit quality: Firms must apply what they’ve learned from past credit cycles
· Capital and liquidity shifts: Even though there may be an easing of regulatory capital and liquidity requirements, firms should not weaken risk management
· Compliance agility: Must have a solution for agile and streamlined compliance
· Financial crime: It’s OK to be innovative but don’t do too much at the cost of increased risk for financial crime.
· Customer trust: Firms must maintain the trust of the customers
· Ethical conduct: Do the right thing no matter what
Financial service companies need to create a strategy to innovate and stay in compliance.
3. Exceeding Consumer Expectations
Consumers continue to expect a lot from their financial institutions. Many want more personalized services from their financial providers.
According to the 2019 Accenture Global Financial Services Consumer Study, one in two consumers wants personalized banking advice based on their personal circumstances. They want an analysis of their spending habits and advice on how to handle money. 64% of the participants are interested in insurance premiums tied to their behavior, such as having a good driving record.
Half the survey respondents say they still want an in-person banking experience along with a digital one.
4. Surpassing the Competition
Competition within the financial services industry is still robust. As mentioned earlier, consumers want more personalized service. They also want more automated services with easier access to them. Institutions that provide all these services will dominate their share of the market.
Today, consumers are less concerned with brand loyalty and identity. They want what they want. Institutions that provide those services will keep their customers.

5. Keeping Up with Technology
Business growth is very important for financial firms, but they must spend money updating their technology to grow. According to a report from Protiviti, financial service firms must continue to invest in technology such as robotics and other workflow automation tools to increase their efficiency and reduce the costs associated with operational, risk management, and compliance.
Firms must also modernize their technology platforms and data storage to enable big data solutions such as AI-supported digital customer support assistants.
Financial firms must also consider consolidating platforms and provide a more efficient, customer-friendly experience across internet, mobile and physical locations.
6. Incorporating AI into Their Firms
According to a study from Deloitte, major financial service firms are achieving a 19% growth in revenue.
Deloitte found that 30% of financial service firms they describe as frontrunners are more adept at utilizing AI, helping them increase revenue faster than their competitors.
These frontrunner firms are also twelve times more likely to notice the importance of AI to their businesses than late adopters. Frontrunners are quicker to recognize the importance of AI and are motivated to implement it. At the same time, other firms may recognize the importance of AI but are more hesitant to use it.
Deloitte’s study also discovered that 45% of frontrunner firms invest 5 million dollars in AI initiatives. That’s 3 times the rate of late adopters. 25% of frontrunner firms spend 10 million dollars or more on AI. 70% of these firms plan to increase their spending by 10% during the next fiscal year.
60% of frontrunner firms define success by increased revenue, and 47% say customer experience has improved. Frontrunners whose businesses have increased revenue, improved customer experiences, and reduced costs are the most effective in finding and funding more diverse business opportunities.
AI is definitely the future in financial services. Companies that want to thrive need to incorporate it as soon as possible.
7. Organizing Big Data
Big data is a necessity but also an obstacle for financial service firms. Big data is getting bigger because a lot of data is being created by several sources. This new data is structured and unstructured, and these legacy data systems can’t handle the volume of data coming in.
The various types of data coming in is one of the biggest challenges facing financial service companies. According to a study from EMC, there will be 44 zettabytes of digital data by 2022. That’s 44 trillion gigabytes.
The challenge for financial service companies is to sort through all their data and determine what is useful and what isn’t.
8. Effective Financial Digital Marketing Strategy
The effective use of digital channels to drive leads and customers are two of the primary digital transformation challenges the financial industry faces. Many financing companies and banks are having difficulty being efficient, effective, and measuring the impact of their marketing channels such as paid media, enterprise SEO, Local SEO, content strategy, or social media. In our opinion, one of the primary challenges these companies have is their digital experience, website design, and presentation of their brand.
Importance of Financial services
It is the presence of financial services that enables a country to improve its economic condition whereby there is more production in all the sectors leading to economic growth.
The benefit of economic growth is reflected on the people in the form of economic prosperity wherein the individual enjoys higher standard of living. It is here the financial services enable an individual to acquire or obtain various consumer products through hire purchase. In the process, there are a number of financial institutions which also earn profits. The presence of these financial institutions promote investment, production, saving etc.
Hence, we can bring out the importance of financial services in the following points:

Importance of Financial Services
· Vibrant Capital Market.
· Expands activities of financial markets.
· Benefits of Government.
· Economic Development.
· Economic Growth.
· Ensures Greater Yield.
· Maximizes Returns.
· Minimizes Risks.
· Promotes Savings.
· Promotes Investments.
· Balanced Regional Development.
· Promotion of Domestic & Foreign Trade.
1. Promoting investment
The presence of financial services creates more demand for products and the producer, in order to meet the demand from the consumer goes for more investment. At this stage, the financial services comes to the rescue of the investor such as merchant banker through the new issue market, enabling the producer to raise capital.
The stock market helps in mobilizing more funds by the investor. Investments from abroad is attracted. Factoring and leasing companies, both domestic and foreign enable the producer not only to sell the products but also to acquire modern machinery/technology for further production.
2. Promoting savings
Financial services such as mutual funds provide ample opportunity for different types of saving. In fact, different types of investment options are made available for the convenience of pensioners as well as aged people so that they can be assured of a reasonable return on investment without much risks.
For people interested in the growth of their savings, various reinvestment opportunities are provided. The laws enacted by the government regulate the working of various financial services in such a way that the interests of the public who save through these financial institutions are highly protected.

Financial Services offered by various financial institutions
· Factoring.
· Leasing.
· Forfaiting.
· Hire Purchase Finance.
· Credit card.
· Merchant Banking.
· Book Building.
· Asset Liability Management.
· Housing Finance.
· Portfolio Finance.
· Underwriting.
· Credit Rating.
· Interest & Credit Swap.
· Mutual Fund.
3. Minimizing the risks
The risks of both financial services as well as producers are minimized by the presence of insurance companies. Various types of risks are covered which not only offer protection from the fluctuating business conditions but also from risks caused by natural calamities.
Insurance is not only a source of finance but also a source of savings, besides minimizing the risks. Taking this aspect into account, the government has not only privatized the life insurance but also set up a regulatory authority for the insurance companies known as IRDA, 1999 (Insurance Regulatory and Development Authority) .
4. Maximizing the Returns
The presence of financial services enables businessmen to maximize their returns. This is possible due to the availability of credit at a reasonable rate. Producers can avail various types of credit facilities for acquiring assets. In certain cases, they can even go for leasing of certain assets of very high value.
Factoring companies enable the seller as well as producer to increase their turnover which also increases the profit. Even under stiff competition, the producers will be in a position to sell their products at a low margin. With a higher turnover of stocks, they are able to maximize their return.
5. Ensures greater Yield
As seen already, there is a subtle difference between return and yield. It is the yield which attracts more producers to enter the market and increase their production to meet the demands of the consumer. The financial services enable the producer to not only earn more profits but also maximize their wealth.
Financial services enhance their goodwill and induce them to go in for diversification. The stock market and the different types of derivative market provide ample opportunities to get a higher yield for the investor.
6. Economic growth
The development of all the sectors is essential for the development of the economy. The financial services ensure equal distribution of funds to all the three sectors namely, primary, secondary and tertiary so that activities are spread over in a balanced manner in all the three sectors. This brings in a balanced growth of the economy as a result of which employment opportunities are improved.
The tertiary or service sector not only grows and this growth is an important sign of development of any economy. In a well developed country, service sector plays a major role and it contributes more to the economy than the other two sectors.

7. Economic development
Financial services enable the consumers to obtain different types of products and services by which they can improve their standard of living. Purchase of car, house and other essential as well as luxurious items is made possible through hire purchase, leasing and housing finance companies. Thus, the consumer is compelled to save while he enjoys the benefits of the assets which he has acquired with the help of financial services.
8. Benefit to Government
The presence of financial services enables the government to raise both short-term and long-term funds to meet both revenue and capital expenditure. Through the money market, government raises short term funds by the issue of Treasury Bills. These are purchased by commercial banks from out of their depositors’ money.
In addition to this, the government is able to raise long-term funds by the sale of government securities in the securities market which forms apart of financial market. Even foreign exchange requirements of the government can be met in the foreign exchange market.
The most important benefit for any government is the raising of finance without offering any security. In this way, the financial services are a big boon to the government.
9. Expands activities of Financial Institutions
The presence of financial services enables financial institutions to not only raise finance but also get an opportunity to disburse their funds in the most profitable manner. Mutual funds, factoring, credit cards, hire purchase finance are some of the services which get financed by financial institutions.
The financial institutions are in a position to expand their activities and thus diversify the use of their funds for various activities. This ensures economic dynamism.
10. Capital Market
One of the barometers of any economy is the presence of a vibrant capital market. If there is hectic activity in the capital market, then it is an indication of the presence of a positive economic condition. The financial services ensure that all the companies are able to acquire adequate funds to boost production and to reap more profits eventually.
In the absence of financial services, there will be paucity of funds which will adversely affect the working of companies and will only result in a negative growth of the capital market. When the capital market is more active, funds from foreign countries also flow in. Hence, the changes in capital market is mainly due to the availability of financial services.
11. Promotion of Domestic and Foreign Trade
Financial services ensure promotion of domestic as well as foreign trade. The presence of factoring and forfaiting companies ensures increasing sale of goods in the domestic market and export of goods in the foreign market. Banking and insurance services further contribute to step up such promotional activities.


12. Balanced Regional development
The government monitors the growth of economy and regions that remain backward economically are given fiscal and monetary benefits through tax and cheaper credit by which more investment is promoted. This generates more production, employment, income, demand and ultimately increase in prices.
The producers will earn more profits and can expand their activities further. So, the presence of financial services helps backward regions to develop and catch up with the rest of the country that has developed already.
Limitation of financial services
The major Disadvantages of raising funds from financial institutions are as given below:
Restriction on dividend payment imposed on the powers of the borrowing company by the financial institutions. The concern requiring finance from public financial institutions has to submit itself to a thorough investigation that involves a number of formalities and documents.
(i) As these institutions come under government criteria, they follow rigid rules for granting loans. Too many formalities make the procedure time-consuming. Many deserving concerns may fail to get assistance for want of security and other conditions lay down by these institutions.
(ii) Financial institutions may have their nominees on the Board of Directors of the borrowing company thereby restricting the powers of the company.
(iii) Sometimes, these institutions place restrictions on the autonomy of management. They lay down a convertibility clause in loan agreements. In some cases, they insist on the appointment of their nominees to the Board of Directors of the borrowing company.
(iv) Financial institutions follow rigid criteria for grant of loans. Too many formalities make the procedure time consuming and expensive;
(v) Certain restrictions such as restriction on dividend payment are imposed on the powers of the borrowing company by the financial institutions;
(vi) Financial institutions may have their nominees on the Board of Directors of the borrowing company thereby restricting the powers of the company.
(vii) Many deserving concerns may fail to get assistance for want of security and other conditions laid down by these institutions.
Process of financial services
Financial service providers, also called financial advisors or financial planners, assist individuals, families and organizations in making investment decisions. Although financial services may seem sophisticated and complex, planners are essentially salespeople, and the core business processes in financial services closely resemble other sales-oriented businesses. Customer service is at the heart of financial planning, as a significant portion of an advisor's daily routine consists of personal contact with clients and financial institutions.
Research
Like all high-level salespeople, financial advisors must be fully versed in the features, benefits and limitations of the products available to their clients. Planners assist clients in purchasing products such as annuities, life insurance, money market funds, college savings plans, equity-based mutual funds, and other instruments designed to grow wealth or ensure a comfortable retirement.
Advisors must keep abreast of new developments and products in the industry, and are required to attend certified educational courses on a regular basis in order to maintain their licenses.
Prospecting
Financial advisors rely to a great extent on word-of-mouth referrals from existing clients to drum up new business, but they must still rely on traditional sales prospecting techniques, especially in the early years. Financial advisors spend time “cold calling” individuals and organizations from purchased mailing lists, and may even make in-person solicitations to large businesses. Other methods of finding new clients include speaking at seminars, attending trade conferences, and placing advertisements in publications targeted to higher-income individuals or business decision-makers.
Customer Service
Once a financial advisor has secured a client, the advisor meets with the client to gain a thorough understanding of the client's financial situation, investment goals and risk tolerance. The planner uses a mix of personal conversations and formal assessment tools to create a client-specific profile that can be altered over time.
The planner, either immediately or in a subsequent meeting, selects a number of financial product options that best meet the needs, goals and risk tolerance of the client. The planner discusses the unique features, fees, tax implications, and requirements of each product, and helps the client to make a decision.
The customer service role extends beyond the initial meeting and sales process. Financial planners meet regularly, at least once per year, with existing clients to provide an overview of the performance of their investments, furnishing the client with extensive reports detailing the growth or diminishment of their invested funds.
Account Maintenance
Financial advisors handle all of the transactions between their clients and the financial institutions offering investment products. Advisors must fill out and submit applications for financial products and personally forward clients' initial cash deposits or rollover funds. If a client wishes to make subsequent deposits or withdrawals from their accounts, the advisor personally handles the transaction. The advisor is also responsible for maintaining contact with financial institutions to obtain periodic reports on clients' accounts, and to facilitate any communication between clients and the institutions that hold their accounts.








VIBGYOR ADVICORP
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	Vibgyoradvicorp another name vibgyor advisory. It is the financial services company which provide loans, insurance, equity subscription services, distribution of financial services, wealth management services, investment banking, investor relations, real estate, trading and proprietor investment. It located in Mumbai.
	The value of the company is integrity, creativity, trust, dedication, solution-based approach, client centric approach.
	Vibgyor advisors is a first-generation firm focusing on financial services. It works across various segments of the financial services and provides a wide range of services to its esteemed clients. It advises individuals as well as corporates on their various requirements with a client centric approach.
		Founder by mr.sachinneema, who is a management graduate from JBIMS, mumbai and a mechanical engineer from VJTI, Mumbai. He has about 24 years of experience in the equity markets, and having worked as analyst, head of research and fund manager, he has been instrumental in running business segments for some of the leading companies in the industry like HDFC security, IIFL and TATA.
	It is one of the B2B marketing agency or third-party marketing company that specializes in tailoring in our business marketing message to the company.
	It is the process of one business marketing its product/ services to another business. It is needed when one company output is required for another company to maintain or improve its operations.
· Loan provides to channel partner
· Provide financial services

In today's modern world, everything has advanced to the point where insurance plays an important role in every field and aspect of life. Insurance is not only concerned with the general public, but also with the advancement of the nation.
Vehicle insurance is one of the world's most important non-life insurance industry. This is due to the fact that, it is legally required in the vast majority of parts of the world. All motor vehicles must be registered with the road transportation authority and have third-party liability insurance. The advisory committee determines the tariff and classification of vehicles, as well as the risks associated with each.
	We will be sharing 40% of the revenue that we will get from the business that we get through your company. To give you an example, if you forward us client with home loan need of 50 lakh and he gets the loan finally from a bank through us, we will get commission at a certain rate. Different banks give us commission at different rates. Also, for one bank, there are slab wise rates. That is, for business up to 25 lakhs we get for example 1%, for 50 lakh we get 2% and for 1 crore it may be 3%. At the time when you refer a client to us, we do not know which bank will finally give him loan. So, at that time, we will not be able to tell you in actual figure what will be your share. The range of commission that we get from banks is from 0.3% to 3%. So, if your client gets loan of 50 lakh from a bank and that bank gives us commission at 2%, we will get Rs. 1 lakh. Out of that, we will share 40,000 with you. I hope it clears your query.
Here are some of the services we offer:
We offer a wide range of services in Investment Banking, Wealth Management, Investor Relations and Trading & Proprietary Investment. Let me give you a short brief about each of them. 
Under investment banking, we provide fundraising services, support and investment for startups, corporate advisory and sale of assets. 
We have also launched a range of products as a subscription service. If you trade, or have clients coming in for trading and investment advice, you can refer our service to them. You can subscribe to Intraday calls, short term calls, investment calls, portfolio health checkups and sectoral calls. You and your clients get the benefit of having tailored advice backed by research and expertise. An experienced team will be ensuring that your positions are tracked, monetized and optimized, all this at a reasonable rate.
We provide loan and insurance services as well, wherein we ensure that our clients are provided the best suited premiums and lower than market rate of interests. All our channel partners have to do is refer us to their clients, and they can sit back and let us take over. They won't have to deal with the mess of the paperwork and compliance. We handle everything from duty, due diligence and to customization (on needs of the clients). In return our channel partner earns 40% margin provided to us by the banks, and you can serve your clients best interests.









Vibgyor Advisors Private Limited

[image: ]Vibgyor Advisors is a first-generation firm focusing on financial services. It works across various segments of financial services and provides a wide range of services to its esteemed clients. It advises individuals as well as corporates on their various requirements with a client-centric approach. 
We believe in excellence in everything that we do. Our endeavour to be detailed in our work speaks volumes about our focused approach. We have a knack for providing solutions that are valuable and of enduring and sustainable nature, besides being of the highest quality to the client.
We have three main segments: Financial services, Investment banking and Wealth management services. Our Portfolio of Financial Services include Loan products, PMS, Insurance products and others.
Under Loan segment, we arrange for and offer Secured Personal loans. Business loans, Loan against Property, Loan against Shares and Project funding. We care for and take into consideration needs and preferences of our individual and corporate clients.
Our loan products are designed in such a way that they are in line with the credit requirements of our clients and also take care of flexibility in repayment period and repayment schedule, as well as cost of interest, which, by any standards, is most competitive with that of the peers in the industry. And all this is available at reasonable services charges. We also provide flexibility in our criteria for eligibility of our client for any loan, and at the same time, we also strictly comply with the stipulations of the governing authorities. Apart from the basic criteria that is taken into consideration while arranging for a loan, such as, Credit history of client, age, occupation, work experience, combination of family income, purpose of loan, client’s relationship with his banker, etc, our team of experts in various loan products also give it a personal touch and offer a wide range of alternatives to choose from, by taking into consideration the personal preferences of clients and offer suggestions that will benefit client the most. 
As a part of our mission to have a strong presence in major cities across India, we plan to enter into 50 cities within next two months. We have planned to achieve it by way of, both, feet on street as well as technology.
Our aim is not only to generate business but also to retain and develop our client base and have a long-term relationship with them, as, they are the most important, reliable and effective channel for us to advertise and spread our business.
Company value
· Integrity- fairness, transparency and honesty in our conduct. Upholding highest of ethical standard in our deals.
· Creativity-we create an environment where employees can think big and have fun with our minds afresh our work brings out new abd innovative solutions.
· Trust-our loyalty towards our clients is paramount and our honesty and dedication knows no bounds.
· Dedication-our passion for work helps us to put consistent efforts our dedicated efforts brings the best solutions.
· Solution based approach-we understand our clients requirement and direct our efforts in fulfilling them. We assure to find the best possible solution.
· Client centric approach- Alwaysour clients are our top-most priority.



Company services
I. Loan
I. Home loans
II. Business loans
III. Personal loans
IV. Loan against property
V. Loan against security
II.  Insurance 
I. Vehicle insurance
II. Health insurance
III. Investment banking
I. Startups
II. Fung raising
III. Corporate advisory
IV. Asset sale
V. Brand acquisition
VI. Project advisory
IV.  Equity subscription
I. Mutual funds
II. Equity broking
V. Real estate
I. Project funding
II. Direct and client
III. Investments
IV. Agency business
V. Special projects


VI. Portfolio management
I. Invest different sectors
VII. Wealth management
I. Equity advisory services
II. Portfolio construction
III. Research & industry analysis
IV. Startup investments
V. Real estate
VI. Debt investment & lending


List of documents for each type of loan

Document required for Home loan process for self-employed person:

Applicant
· 1. Passport size photo
· 2. Pan card
· 3.Aadhar Card
· 4. Last 3 year ITR with CA attested
· 5. GST Certificate/Gumasta
· 6. 1 ear bank statement current and saving A/c
· 7. office address proof (light bill or Rent agreement)

 1 cheque of Rs.5900 for initial processing fees.

Co- Applicant
· 1. Passport size photo
· 2. Pan card
· 3. Aadhar Card
· 4. 3 months’ salary slip
· 5. 6 months’ bank statement with salary credit
· 6. 2 years Form 16


Document required for Home loan process for Salaried person:

Applicant
· 1. Passport size photo
· 2. Pan card
· 3.Aadhar Card
· 4. Last 3 months’ salary sleep
· 5. Last 6 months’ Bank statement updated
· 6. 2 years Form 16
· 7. 1 cheque of Rs.5900 for initial processing fees.

Co- Applicant
· 1. Passport size photo
· 2. Pan card
· 3.Aadhar Card

Documents required for Business loan (Partnership):

1)- Company's PAN Card,
2)-PAN and AADHAR Card of All partners 
3)- Latest two year's ITR of Company (if be possible then take also individual ITR)
4)- Ownership proof - Light Bill /Index -2/ water bill
5)- Partnership deed 
6)- Business Proof - GST Certificate /Gumasta... 
 7)- Current residence address proof and current office address proof 
8)- 1photo of Partners.   9)- Bank statement of latest one year

Document required for Business loan proprietorship or company:

1)- PAN Card
2)-Aadhar Card 
3)- Ownership proof -Light Bill / Water bill/Sale Agreement ...
4)- Current Residence address proof 
5)-Current Office Address proof 
6)- two years' Latest ITR with CA certified 
7)-Business Proof - GST Certificate / Gumasta
8)- One Photo 
9)- One Year's Bank statement if banking in other Bank
10) GST 3B

Document Required for Personal Loan:

1. Pan Card 
2. Adhaar Card
3. last 3 Month Salary 
4. Last 3 months’ bank Statement (Till Date)
5.Company Id
6.If Rental, then Rent agreement, Owner Light Bill

Document required for Personal loan for a self-employed person are the same as for Business Loan for Proprietorship.

Documents required for Loan Against Property and Loan Against Shares are the same as of Personal loan, either for salaried person or a self-employed person.

Interest rate range
· HL 6.75 to 8.5. And 9.5 to 13.5 for grampanchayat
· Lap/ Las 8.5 to 14.5
· PL 10.5 TI 28 (depends on company category) 
· BL 14 to 28 (depends on customer profile and income)

Turnaround Time for Home and Personal loan is about 2 weeks and for Business loan/ LAP/ LAS, it is 3 weeks.

List of Banks and NBFCs with whom we have DSA arrangements:

· HDFC bank
· ICICI bank
· Kotak Mahindra bank
· Yes bank
· Axis bank
· IDFC First bank
· Standard Chartered bank
· State Bank of India
· Bank of Baroda
· Union Bank of India
· Punjab National bank
· Federal Bank
· Ujjivan Small Finance bank
· HDFC
· LIC Housing Finance
· JM Financial
· Motilal Oswal
· Indostar Finance
· Bajaj Finance
· Tata Capital
· Aditya Birla Finance
· There are many other also.
	
INSURANCE

· For Vehicle insurance, we need only copy of RC book and previous years’ policy, if any.
· It is done in Real Time.
· For Life and Health Insurance, documents required are the normal KYC documents asked by banks, NEFT details, age proof and address proof. Most of the insurance companies are accepting only online applications and case is finalized same day, for health and life insurance. Only if medical test is needed, then it take 3 days more.

List of Insurance providers with whom we have tie up:

· -Bajaj Allianz General Insurance Co. Ltd
· -Bharti AXA General Insurance Co. Ltd
· -Cholamandalam MS General Insurance Co. Ltd.
· -Future Generali India Insurance Co. Ltd.
· -HDFC ERGO General Insurance Co.Ltd.
· -ICICI Lombard General Insurance Co. Ltd.
· -IFFCO TOKIO General Insurance Co. Ltd.
· -Kotak Mahindra General Insurance Co. Ltd.
· -Liberty General Insurance Ltd.
· -Magma HDI General Insurance Co. Ltd.
· -National Insurance Co. Ltd.
· -Reliance General Insurance Co.Ltd
· -Royal Sundaram General Insurance Co. Ltd.
· -SBI General Insurance Co. Ltd.
· -Shriram General Insurance Co. Ltd.
· -Tata AIG General Insurance Co. Ltd.
· -The New India Assurance Co. Ltd
· -The Oriental Insurance Co. Ltd.
· -United India Insurance Co. Ltd.
· -Universal Sompo General Insurance Co. Ltd.

For any Channel Partners, that is, Chartered Accountants, Real Estate and RTO consultants, we will be sharing 40% of the revenue, per transaction amount, that we will generate by converting that particular client or transaction into final sale.


Objective of financial services
· Providing services of client
· Understand customer demand and accession
· Identify various challenges

Analysis of vibgyor advisory.
· industrial analysis and company analysis
· competition analysis
· customer analysis

industrial analysis
· absolute monopoly
· lack of choice for customers
· price market dominance
· inefficiency
· destroyed by high costs, inefficiencies and powerful competition
· perfect competition
· numerous small firms offering an identical product and services. And no one can affect the market price
· profit margins tend to be very low 
· imperfect competition
· collusive oligopoly-in order to avoid competition and maximise profit for ex- CA CLIENTS
· dominate firm oligopoly- number of small competitions in the whole market ex- REAL ESTATE MARKET
· monopolistic competition-the market will be differentiated for ex- RTO CLINTs
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Revival among existing competition- we can give example of vibgyor provide loan to RTO channel partner. Those sector competitions will be high in compare to other sector and the growth capacity will low and product like insurance will be follow by customer in other sector like all banking sector etc. in that company give high return or discount, high advertising.
Threat of new entrants – in those sector company enter in to new market competition like vibgyor enter to new services like provide loan to RTO clients. no one can competitor in those market and facing so many barrios like govt. polices, capital requirement, brand identity, cost advantages, economic scale etc. when that type of barrior is not the risk level will low, when barrior is given risk level will high.
Threats of Substitutes - when market give our substitute is available than that will be high, when substitutes is not available than that will be low. Substitutes mean that types of products that is replace in our product like loan for vibgyor advisory company.
Bargaining Power of Buyers– when company give large number of buyer and they cost of switching low and our product is undifferentiated mean our product similar to our competitor product than our buyer gives high bargaining power than our buyer will pressurise to give low amount of price. When limited number of buyer and cost of switching is high and our product is differentiated than bargaining power will low like trading and investment. The bargaining power are many types like Bargaining for higher Quality or more service, Profitability of the Buyer, Potential for backward Integration by buyer, Price sensitivity, Switching costs, Extent of buyers’ information.
Bargaining Power of Suppliers– it means company supplier will be low and company give limited scarce resources it supplier will high means customer will not able to buy product thought very risky than bargaining power will be high in other hand that is vice versa. for example, vibgyor provide loan to RTO CLIENTS.
COMPANY ANALYSIS
Mission Statement
Financial Services provides excellence in client service and compliance through our unwavering commitment to our staff, our understanding of university operations, and a continued focus on process improvement. 
Vision Statement
Financial Services will be recognized as proactive, results-oriented leaders who work in collaboration with their clients to offer excellence in operational and strategic financial management to support the achievement of Queen’s objectives.brand identity, customer delight, industry thought leadership, capturing market value, integrity, responsibility, trust, unity, dedication, creativity, client centric approach. 
Objectives

Professional Excellence and Stewardship
We value innovative, timely, efficient, solution-oriented, and cost-effective services and systems. We are committed to achieving the highest levels of customer satisfaction. We provide leadership to the community in delivering proactive financial solutions and services that encompass sound financial controls and the effective and efficient use of University resources.
Integrity
We provide services in an honest, ethical, open, courteous, caring and concerned manner, respecting people and the free exchange of ideas.
Employee Focus
We are committed to the success of our employees as they are our most valuable resource.
Teamwork
We value the contribution our employees make in achieving our mission and we support and encourage teamwork and personal development to ensure a high level of competence, expertise, and satisfaction.
CollaborativeRelationships
We welcome opportunities to add value to our stakeholders’ business. We actively seek collaborative opportunities and solicit employee and community input to respond to their concerns. We communicate with the community and each other to manage expectations and assure the highest levels of satisfaction.


SWOT analysis
The SWOT analysis defined how effect in vibgyor advisory in internal and external factors in the business. The strength and weakness is evaluated in internal factor and opportunity and theats will defined external factor of the organiization.

Strengths-
· Brand loyalty is higher than B2C- B2B loyalty also has the potential to last longer. While B2C customers often shop around, there are plenty of businesses that have been with the same supplier for several years or even decades. So if you do manage to create real loyalty, you have a good chance of reaping the rewards from it for a significant period of time
· Long term relationship- A long-term customer relationship means that you work on building a relationship with your customers to create high-level loyalty for your company. ... It is much more comfortable and cost-effective to sell to existing customers than to bring a new one as a first and then sell to them.
· Higher volume of transaction- If you are processing an unusually large number of transactions per month, or your transactions consist of large ticket items, you may want to consider a high-volume merchant account. A high-volume merchant account approval allows the expansion of your business to be limitless.
· Detailed assessment of products- The market assessment is an essential part of setting up any new business or endeavour or making a decision in an enterprise. Proper analysis of the market helps entrepreneurs know the demand for their ideas, the current market state and predict even a product's future. The market assessment is defined as a thorough analysis of the market to check the needs and requirements of any new or existing idea, product or service before making strategies to start working on it and investing in it. This is the fundamental step in the development process of any product. Every business and entrepreneur should understand the demand for their products in the market or the importance of the products. Without proper market analysis of the new product's idea, the product might not be relevant and incur heavy losses. 
Weakness-
· Possess higher perceived risks- Business leaders are forced to take risks every day. Hiring employees, rolling out new products and choosing advertising campaigns all involve risk. Making the wrong decision could lead to lost revenue, poor branding or even legal issues. Business leaders need to consider the perceived risks associated with business operations and strategies. Perceived risk is what consumers experience as uncertainty, when buying a product or service from your company. Understand what consumers are concerned about so that you may mitigate it.
· Longer decision-making process in buying the products- The consumer decision process also called the buyer decision process, helps markets identify how consumers complete the journey from knowing about a product to making the purchase decision. Understanding the buyer buying process is essential for marketing and sales. The consumer or buyer decision process will enable them to set a marketing plan that convinces them to purchase the product or service for fulfilling the buyer’s or consumer’s problem.
· Too many people involved in purchasing- In the business-to-business ( B2B ) context (as opposed to B2C), buying decisions are made in groups. The group responsible for making the buying decision in companies is referred to as the decision making unit (DMU).Within organizations, major purchases typically require input from various parts of the organization, including finance, accounting, purchasing, information technology management, and senior management. Highly technical purchases, such as information technology systems or production equipment, require the expertise of technical specialists. In some cases, the buying center acts as an informal ad hoc group. In other cases, the buying center is a formally sanctioned group with specific mandates, criteria, and procedures.
Opportunity-
· Higher investment higher involvement- Risk-reward is a general trade-off underlying nearly anything from which a return can be generated. Anytime you invest money into something, there is a risk, whether large or small, that you might not get your money back—that the investment may fail. For bearing that risk, you expect a return that compensates you for potential losses. In theory, the higher the risk the more you should receive for holding the investment, and the lower the risk, the less you should receive, on average.
· Maintain high quality standards- Quality control (QC) ensures that employees, workplaces, and products are kept safe and up to a reasonable standard. Creating a good quality control process is a part of most successful business ventures. Maintaining high quality control standards can help improve company reputation and make the workplace safer and more pleasant for employees. By employing a comprehensive and well-regulated process, maintaining quality control standards can become part of a daily routine.
· Maintained international trade- International trade increases the number of goods that domestic consumers can choose from, decreases the cost of those goods through increased competition, and allows domestic industries to ship their products abroad. While all of these effects seem beneficial, free trade isn't widely accepted as completely beneficial to all parties.
· Focus on product and branding- Product-focus is an approach to business that defines strategy, operations and metrics in terms of products. This is associated with manufacturing and firms that continually improve products to stay relevant in an industry. Nevertheless, product-focus is an extremely common approach that works for some businesses.

Threats-
· Exchange rate risk- Exchange rate risk, or foreign exchange (forex) risk, is an unavoidable risk of foreign investment, but it can be mitigated considerably through hedging techniques. The exchange rate risk is caused by fluctuations in the investor's local currency compared to the foreign-investment currency.
· Risk between buyer and seller- Delivery of the goods takes place, and risk transfers from seller to buyer, at the point the seller delivers the goods on board the vessel nominated by the buyer at the named port of shipment and bears risk until goods are on board the vessel. Once the goods have been loaded on board, risk transfers to the buyer.

PORTER generic strategics
Cost leadership- in our marker give low amount of product will supply by only our company. At that time our competitor will charge high amount of money. The company will get in limited number of market and limited number of cost or maximize the cost. For example- loan provide to RTO CLIENTS in our competitor like bank one RTO clients is give loan to bank it will be no benefit but our company gives at that time 40 percent for his own profit.
Differentiation – it means our company product and services is give different for our competitor. Like give low rate of interest, provide different services, give extra benefit for our channel partner. It means our market will be limited and we are providing different services for our clients. For example- when company grow than company only focuses on all over India RTO clients. 
Cost focus- it gives mainly focus on small number of group and limited number of costs. For example- our company is providing fast small number of markets it means it mainly focus small areas will be focus like local area RTO are targeting.
Focus – it means company focus on small number of group but different of product and services for example- it gives focus on services provided from fast time than different services will provided.













COMPETITOR ANALYSIS
COMPETITION ANALYSIS
Core competency theory
	According to ck Prahalad those theory of actions to be taken by firms to achieve competitive advantages in the market place. The concept of core competency states that firms must play to their strengths or those areas or functions in which they have competencies.
	Competitive analysis in marketing and strategic management is an assessment of the strength and weakness of current and potential competitors.
IN Outcomes of core competency: -
· POTENTIAL ACCESS TO WIDE VARIETY OF MARKETS.- According to Prahalad and Hamel a core competence has three characteristics: it provides potential access to a wide variety of markets; it increases perceived customer benefits and. it is hard for competitors to imitate.
· FOCUS ON THE STRENGTH OF PEOPLE.- People with the strength of Focus have a clear direction, follow through, ability to prioritize, take action, and stay on track. Once they have set themselves into action, they are like a train in motion… no sharp turns. Once going, it is very difficult to stop and that stopping can take a long time.
· COMPETENCE BUILDING- Competence development is the practice of developing one or several competencies in a specific way and in a particular direction. 'Development' refers to: Improving existing competencies. Ways of accomplishing this include targeted exercise, gaining additional knowledge and changing your attitude.
· CONSTANTLY DEVELOPING PROCESS- Process development refers to the exercise of creating a means to manufacture a given food in a given quantity. It involves the selection and sequencing of process steps from a repertoire of unit operations.
· MANAGERS ARE HETEROGENEOUS NATURE. - Top management team heterogeneity refers to the differences among team members in demographics and important cognitive aspects, values, and experiences. By contrast, homogeneity refers to similarities among team members in the characters above (Finkelstein and Hambrick, 1996).
Other competitors’ analysis is
Competitive Intelligence Services
With our proven approach to targeting our CI services to meet the needs of each company, our financial services CI offerings feature the following options:
Competitive research, profiles and assessments: All of our primary research is tailored and unique to give you the competitive edge you’re looking for — whether that’s in a specific market or in relation to a particular competitor.
Competitive intelligence training and education: Getting your executive team informed about the many ways CI can benefit your organization has never been easier or more engaging. Each of our educational opportunities is crafted to be as practical, memorable and applicable as possible.
Market entry and defense: When you’re offering a new service and/or entering a new market, why leave anything to chance? Our market entry and defense services will give you the added benefit of seeing the wider perspective of where your market presence will occur.
Competitive organizational strategy: To promote enterprise-wide, best-in-class practices and collaboration, our competitive organizational strategy services can give you the meaningful feedback you need to institute the right changes at the right time and put your company ahead of its competitors — and keep it there.
Competitive intelligence function development: For your in-house intelligence professionals, our experience, support and strategy formation can help your organization get a far greater ROI out of its intelligence functions.
Competitive early warning briefs: Let’s face it — surprises in the financial sector are rarely a good thing. Get the strategic early warnings you need to take appropriate action based on market trends, competitors’ moves and emerging technological disrupters.
Ongoing monitoring: Long-term success is not just about getting ahead of competitors. You need to be able to stay there. Maintain your competitive edge and stay on top of your market with ongoing monitoring.
Define Your Goals and Objectives
Competitive analysis in the banking industry starts with identifying the goals and objectives most important to your institution. Are you looking to improve your online brand presence or generate more leads and traffic? Do you want to deliver a different type of customer experience or generate more social followers, likes, and shares? Although this might seem obvious, defining your goals and objectives narrows the scope of your competitive analysis efforts and allows for the purposeful collection of data to analyze and use for future strategies.
[image: a quote from reviewtrackers account executive emily baumgarten about the importance of competitive analysis in the banking industry]
Know Your Market
After defining your goals, you’ll need to have a firm understanding of your specific market. Markets can be defined geographically, as determined by specific ZIP codes and block groups, or by population, which is defined by average age, income brackets, and educational attainment. Once you have a specific target market in mind, create a comprehensive list of banks and competing institutions in that market.
It’s also useful to categorize the types of competitors you have in that market into primary, secondary, and tertiary tiers. This separates banks whose services compete directly with yours from other financial institutions such as lenders, mortgage bankers, and insurance agencies that don’t compete with your bank in its entirety but may include a portion of your offerings.
Competitive intel can also be found in financial reports, company profiles, resources such as Dun & Bradstreet and Hoovers Stock market data, market research reports, and newspaper archives. Including these resources in your competitive analysis will complete the big picture view of the market and identify unique opportunities for your bank.
Compare Competitor Content
Competitors’ content strategies are a valuable piece of intel that should not be overlooked because 82% of consumers purchased a company’s products or services as a result of content marketing efforts. This strategy takes many forms such as:
· Blog posts
· Visual media (photos and videos)
· Press releases and news stories
· Social media posts
· Case studies and testimonials
· Webinars, podcasts, and slide presentations
· FAQs
By reviewing content strategies in the industry and their success in presenting the competition online, you can easily determine how to improve your own content plans to outperform those same competitors. Content marketing is a proven form of capturing customer attention and effectively allocating resources to content strategy will help attract a larger customer base.
Talk to Customers and Measure Your Reputation
Investing time and resources into reputation management for banking will help banks shape public perception of their products, services, and brands in ways that improve public and consumer trust. Banks can employ many reputation management benchmarks already familiar to them such as online reviews, social media comments, and customer feedback to run analysis, create expert content strategies, and bring in more customers
[image: a person looking at the many reputation benchmarks needed to flesh out competitive analysis in the banking industry]
Devoting effort towards analyzing industry-wide social media, online reviews, and customer feedback grants a glimpse into the strategies of competitors. This public content also shows whether consumers are choosing to invest with your bank or your rivals, providing further insight into what customers value most in their banking experience.
However, banks should not limit online review and social media monitoring to their competitors.  Employ the same tactics internally to evaluate how your own customers compare your bank to others in the same market.
One way to effectively gather feedback is with customer surveys. In fact, 33% of businesses that use surveys portray themselves as more successful. By proactively collecting feedback these institutions are equipped with the actionable data and insights needed to improve their products and services. Surveys, comments, and reviews help evaluate loyalty and satisfaction, while also identifying and managing any high-impact issues and weaknesses.
For further information, you can read up on ways to create an effective customer feedback system, learn how to start asking for reviews, and foster an online presence through community management.
[image: a man looking at customer surveys to get a better idea of the competitive analysis in the banking industry]
Keep an Eye on the Future
The financial services industry is disruptive, and banking is not immune to the frequent changes permeating the market. The emergence of robo-advisors like Ellevest, Betterment, and Sofi, as well as apps such as Alipay, WeChat, and Amazon Cash has introduced non-traditional competitors that force the banking industry to be responsive to a new and previously unseen set of customer needs.
Due to its disruptive nature, it is imperative that banks stay versed on all new industry trends. As new topics show up and gain traction, monitoring the appearance of emerging competitors can provide insight into the future of the industry. Ask questions like, “How can a new company lure customers away from my brand?” or “What are my competitors doing to tweak their offerings and shrink my competitive moat?”
The digital transformation in financial services is easily the largest, and most successful, trend banking has seen in decades. An Accenture study found that digitally-focused banks had a larger gap between cost and revenue than their more traditional competitors. By asking questions, monitoring industry trends, and surveying your own customers, your bank can find new ways to further widen that gap and be the go-to bank in your market.
Customer analysis
Financial Services & Insurance (BFSI) industry is the one that is most prone to uncertainties owing to its dependence on global trends, changing regulations and varying demographics of consumers.
Customer satisfaction is a very important parameter for any industry and even more so in the case of BFSI. Customers share their every detail with their banks/insurance provider which has a two-way implication;
firstly, these institutions have ever increased the opportunity to capitalize on this information.
Secondly, their customers feel their service providers have an obligation to keep them informed, and hence customer satisfaction is very feeble.
The leading institutions in this industry are leveraging data and analytics to redefine the playing field. They are enriching the customer’s information further by acquiring new information from the likes of telecom providers, retailers & social media. With this 360-degree view of their customers, they are able to drive revenue, mitigate risk and control cost.
Sales Analysis:
Banks require a significant investment in the form of employees to cater to day-to-day operations. Deploying ways to enhance operational efficiency can significantly reduce the bottom line. An analytics system can provide the following benefits to a bank:
Sales & Revenue analysis helps banks reduce the ongoing costs by analyzing the operational processes. An understanding of sales patterns with respect to a customer can boost repeatability. Sales is a very strategic function and having Business Intelligence (BI) tool can help in setting benchmarks like the number of net new customers and identifying the profitable segment out of the existing customers.
Sales Performance Analysis provides a comprehensive report on workforce performance. It can provide insights to identify bottlenecks in the performance of any customer-facing employee such as sales personnel, account managers and tellers to discover ways for enhancing the customer experience. This analysis can be extended over to some new financial products or services to ascertain its profitability and make any strategic adjustment in line with the long-term goals of the institution.
Branch and Online channel Sales Analysis can help banks formulate an optimum channel strategy. Customers now interact with their banks via multiple channels. Their paths through them are extraordinarily complex: they often start in one channel, perform intermediate steps in others, and finish in yet another. Bankers can leverage this to deliver a truly seamless multichannel experience by gathering real-time data and using analytics to understand the buyer’s journey. It also helps them in keeping a view on their competition.
Lending, Payment & Transaction Analysis
Banks can proactively harness their customers’ transaction data to suggest products or services pertinent to them. It results in a better conversion rate and customer satisfaction. Banks can use a BI tool to analyse the following set of customer-related information:
Banks can carry out Transaction Activity Analysis like deposits, withdrawals or payment information for existing customers. It helps bankers to understand customer’s spending patterns and push enticing offers on their credit/debit cards or some new financial product. This analysis can be put to use for providing timely spending alerts & reminders for any upcoming payments which improve the customer experience.
The banking transactions & queries asked by these customers can give insights into their Mortgage & Loan requirements. If they are offered the right benefits and approached at the opportune time, a significant uptick in the conversion could be the result.
By tracking customers' transaction history and identifying the patterns, banks can detect fraudulent transactions and take measures to avoid such incidents. Leading banks are using analytics-aided techniques, such as digital credit assessment, advanced early-warning systems, next-generation stress testing, and credit-collection analytics to safeguard their customers against fraud.
Risk Management & Investigation
The ever-increasing information about the customers presents an opportunity for the banks to reduce risk or take precautionary steps wherever possible. A BI system can give an early indication of these potential risks and help in mitigating them by:
Credit Risk & Exposure Analysis for customers can provide insights into customers who have some outstanding payments. Credit profiling of these customers to highlight their holdings and the customer behavioral information like outstanding payment, any payment defaults, earnings, etc. can be used to create a credit score of each customer.
Market & Portfolio Analysis is very crucial both to acquire new customers and retaining the existing ones. An analytics system can assist portfolio managers to maintain a steady return and suggest investment opportunities to customers based on their existing portfolios. Market analysis is again very important for creating a portfolio that thrives even in turbulent economic conditions.
Operational & Liquidity Risk: Every banking process can become faster and more effective. Among other things, banks can use advanced analytics to provide faster and more accurate responses to regulatory requests and give teams analytics-enhanced decision support
Banks deal with very stringent compliance and regulatory requirements. This has a lot to do with the scope of downside risk that they are subjected to. Know-your-customer (KYC) data Analysis is very important both for meeting the regulatory requirements as well as a way for risk mitigation. These BI tools help Anti-money Laundering (AML) Analysts to efficiently identify and monitor any suspicious account holder. Solutions for Banking and Financial Services by Polestar Solutions
Need an IT solution that will suit your specific business needs? Digitally transform your business with us
EXPLORE OUR SERVICES
Finance
Like any other business, finance is the heart of any business. In the case of banks, it is even more impactful as apart from managing the day-to-day bank's operations they also need to take care of their customer’s financial requirements. An analysis system can find the following use cases in a bank’s finances:
Banks need to maintain their own liquidity to efficiently manage their customers, historical Expense requirements analysis allows decision-makers to develop a clear set of critical success factors that turn short-term expense reduction into long-term, sustainable changes and ideal expense management.
BI systems can remove the hassles associated with Financial and management reporting. These systems can significantly reduce the effort required for financial reporting by automatically generating the crucial reports periodically. They also help in faster dissemination of information and keeping decision-maker apprised of the financial health of the bank.
P&L analysis by Line-of-Business (LOB) allows decision-makers to ascertain how a particular line-of-business is performing in terms of profitability. Basis this information, the concerned bank authorities could strategize their short-term and long-term goals.
Operations, IT & Back-Office
Ever since the digitization of the bank processes IT and back-office support plays a major part in bank operations. Banks either have in-house teams or outsource these processes, in any case keeping a check on them is very crucial to maintain s superior end-consumer experience. BI tool can help banks in the following ways:
Analytics in banking and financial services can help in the efficient management of IT systems and Service Level Agreements (SLAs). These Systems provide the stakeholders with all the performance-related indicators of the workforce. This information helps decision-makers in evaluating the vendors’ effectiveness and avoid any unnecessary cost.
Branch & Network Optimisation is important for cost savings as well as better customer experience.

Marketing And Product Management
Sometimes it is required to approach an existing customer differently. Banks need to recommend new and optimized product portfolios for existing customers, and this information should reach them at the right time. Analysis of existing customers reveals the best strategies that have worked in the past and the same could be employed on net new customers. The BI systems can be used to
Deeper and more detailed profiles of customers, together with transactional and trading analytics, can improve the acquisition and retention of clients, as well as cross- and upselling.
Customer Portfolio and Segmentation analysis is another important use case of analytics systems. In order to sell to customers, they need to be segmented properly. Customer Segmentation for Financial Services companies looks like customers querying for a home loan or a car loan else it could be specific to a bank account such as a checking or a money market account. A relevant offer or call from the customer relationship manager can result in a successful conversion. Similarly, the audience list for launching any new offer can be toned down based on customers' credit scoring.
Marketing campaign analysis provides an overview of the type channels working for a bank and optimize spending across these channels. Leading Banks use the information from credit-card transactional data (from both its own terminals and those of other banks) to develop offers that give customers incentive to make a regular purchase from one of the bank’s merchants.
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CONCLUSION
1.	The study we had conducted on the topic “Strategies for customer relationship management at Vibgyor Advisor” s has lead to the fact of relationship between the independent and dependent variable. 
2. 	Companies are moving to more precision marketing designed to build strong customer relationship. Company must try to keep the customer happy so that customer can come again to buy.
3.	Company must try to keep the customer happy so that customer can come again to buy. Company must try to respond promptly to the customer. From this study it can be concluded that the customer relationship management in company is satisfactory. 
4.	The company is using various CRM practices like customization of the product, maintaining interaction with the customers regularly and providing good quality product etc customer response rate towards marketing activities is also improving. 
5.	There are various factors affecting the customer relationship management like working environment of the company, support from top management and coordination among the departments of the company. Information technology is not used as much as it should be. 
6.	The company is using traditional tools of CRM like quantitative research, personal interviews. 
7.	The company should modern tools like contact center, e-CRM and web based survey tools. 








Daily report

	Days
	Description of work
	Remark

	1.
	Self-introduction
	

	2
	Introduction of their organization.
	

	3.
	Told us about internship
	

	4.
	Holiday
	

	5.
	Learning on topic of personal loan
	

	6.
	Practices of personal loan
	

	7.
	Training about our internship
	

	8.
	How to fill form
	

	9.
	Asking the query about the task
	

	10.
	Started my task.
	

	11.
	Holidays 
	

	12.
	Called to RTO Agent for approaching channel partner.
	

	13.
	Called to RTO Agent for approaching channel partner.
	

	14.
	Called to RTO Agent for approaching channel partner.
	

	15.
	Called to RTO Agent for approaching channel partner.
	

	16.
	Called to RTO Agent for approaching channel partner.
	

	17.
	Called to RTO Agent for approaching channel partner.
	

	18.
	Holidays
	

	19.
	Called to RTO Agent for approaching channel partner.
	

	20.
	Called to RTO Agent for approaching channel partner.
	

	21.
	Called to RTO Agent for approaching channel partner.
	

	22.
	Called to RTO Agent for approaching channel partner.
	

	23.
	Called to RTO Agent for approaching channel partner.
	

	24.
	Called to RTO Agent for approaching channel partner.
	

	25.
	Holidays
	

	26.
	Called to RTO Agent for approaching channel partner.
	

	27.
	Called to RTO Agent for approaching channel partner.
	

	28.
	Called to RTO Agent for approaching channel partner.
	

	29.
	Called to RTO Agent for approaching channel partner.
	

	30.
	Called to RTO Agent for approaching channel partner.
	

	31.
	Meeting with company.
	

	32.
	Holidays
	

	33.
	Called to RTO Agent for approaching channel partner.
	

	34.
	Called to RTO Agent for approaching channel partner.
	

	35.
	Called to RTO Agent for approaching channel partner.
	

	36.
	Called to RTO Agent for approaching channel partner.
	

	37.
	Called to RTO Agent for approaching channel partner.
	

	38.
	Meeting with company.
	

	39.
	Holidays
	

	40.
	Called to RTO Agent for approaching channel partner.
	

	41.
	Called to RTO Agent for approaching channel partner.
	

	42.
	Called to RTO Agent for approaching channel partner.
	

	43.
	Called to RTO Agent for approaching channel partner.
	

	44.
	Called to RTO Agent for approaching channel partner.
	

	45.
	Meeting with company.
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"With banking being such a
competitive industry, it is natural that
we see some banks outperforming
others. Marketing and business
development teams should monitor
their competitor's social media and
review sites to identify competitive
advantages and become the top bank
in their market."

Emily Baumgarten
ACCOUNT EXECUTIVE | REVIEWTRACKERS
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