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I lobbied with business for 6 months to start a magazine focussing on 
banking & financial space and it is with great sa�sfac�on that we 
present “The Times of PAMAC” to our readers. The purpose of this 
magazine is to:  

• Showcase the industry’s quarterly achievements and most talked 
about economic scenarios that impact our industry
• Get virtually connected with like-minds from the industry , through 
our special guest column on a specific topic of common interest 
• Inform the readers on what’s new and available to them
• Most importantly , do our best to make your subscrip�on pay off 
over a hundred fold.

With the compe��ve environment of businesses today, challenges 
become more complicated and require more comprehensive problem 
solving techniques. Adver�sing, finance and legal skills are all involved 
in the development of any type of business. Being crea�ve in all the 
fields adds to the benefits in the long term opera�on and help to deal 
with any challenges in the future. Hence a mul�-disciplinary approach 
ensures a successful business development strategy, which can lead to 
sustainable growth for the business. Our focus in every edi�on would 
be to cover one such strategy that can help businesses to thrive and 
succeed keeping the economic factors in place.

In this edi�on, we bring to our readers a cover story on PAMAC’s 
journey so far. We proudly say PAMAC is - “Built to Last” and through 
this story we intend to inspire those who share “The Make in India” 
dream. We take you through the growth story of 20 years 
encompassing the aspects that enabled PAMAC serve its valuable 
partners and deliver its mo�o - Banking on our creden�als.

With this, I leave you to read. We enjoyed pu�ng this edi�on 
together and hope you will enjoy reading it.
 
Thank you. 

FROM THE
EDITOR
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nowledge and the drive for 
crea�ng value was what led to 
the establishment of PAMAC 
which successfully showcases 

the ‘Built To Last’ by comple�ng 20 years of 
valued partnership with one of the most cri�cal & 

crucial sector – BFSI.
 
Prashant Ashar, a�er finishing his Chartered Accountant course 

took the usual course of joining a run-of-the-mill Audi�ng and 
Taxa�on firm. This was one decision in his life which he could not 
s�ck to, as the desire to do something on his own had been 
burning bright from a very young age. He set up a Partnership 
Firm which eventually led to the registra�on of the organiza�on – 
PAMAC in 1995. From that date �ll now he neither has looked 
back nor has he for a moment regre�ed the decision. 

BUILT

Se�ng up of a Partnership 
Firm which eventually led 
to the registra�on of the 
organiza�on.

1995

PAMAC GROUP
NETWORK MALAYSIA

In the South East Asia 
Market, PAMAC has its 
presence in Kuala 
Lumpur, Malaysia 
since 2011.

2011

PRESENT
From these simple 
beginnings, in the 
intervening 20 years, 
PAMAC has grown to close 
to 7500 employees.

2015

UAE

PAMCAL UAE [en�ty of 
PAMAC Group] was 
incorporated and  has its 
Delivery Center in the Dubai 
Outsource Zone [DOZ] and 
provides its customized 
services to the Best of the 
Banks in UAE.

2006

EXPANSION

PAMAC has Offices in 
33 ci�es across India 
and covering 170 
ci�es with HUB and 
SPOKE model. 

2015
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Ci�bank
was the first client after 3 months of motivated intent. 

i�bank was the first client a�er 3 months of mo�vated intent. 
Ci�bank was looking out for Chartered Accountants who could 
assist them in upda�ng their security papers received from 

clients against loans given by the bank. PAMAC not only updated all their 
security papers in a three month project but also suggested a process by 
which similar problems could be avoided. That process became a 
standard template with all the banks therea�er.

As demand for these small pilot projects grew, this turned out to be 
lucra�ve and the team decided to fully focus on growing these services 
itself, in a true “smell the money” fashion that smart entrepreneurs 
adopt. The key pa�ern seemed to be that most of the work was in 
Financial Analysis and Risk Mi�ga�on services and the organiza�on 
started building capability in these areas. 

From these simple beginnings, in the intervening 20 years, PAMAC has 
grown to close to 2500 employees in the core businesses across six lines 
of business and another 5000+ employees who provide resource and 
processing support for various banks. Not just the size of the organiza-
�on, but also the enviable Client list that is amazing – every single leading 

bank in the country trusts PAMAC and banks on their creden�als. The 
organiza�on has grown to have an interna�onal presence in UAE and 
Malaysia, as they have managed to deliver and stand true to their name 
– Persistent, Agile, Meritocratic, Accessible and Collaborative. All of  this 
without any external funding while managing the normal working capital 
limits specified by banks is simply outstanding !

Prashant Ashar owes his success and ability to stand strong and shining to 
all the people who were instrumental in shaping his beliefs and helped 
him assess every situa�on correctly to take right decision. His key mo�va-
tor has been the resona�ng words of his father which he shares –  “ My 
father believed in keeping things simple and taking small corrective steps 
everyday instead of looking for grand solutions to complex problems. One 
of my school teachers taught me that trusting the right people and giving 
them a free hand makes them more responsible and they would put in 
extra efforts to justify the faith which you have reposed in them. My guru 
at the CA firm where I did my articleship for 3 years made me realise that 
analysing and understanding the problem accurately is equivalent to 
solving half the problem. One cannot find correct answers if efforts are 
not made to find out the main issues in hand.” 

As demand for small pilot projects grew, this 
turned out to be lucrative and the team decided 
to fully focus on growing these services itself, in 
a true ‘smell the money’ fashion.
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Since BFSI clients bring in the major part of the business, it also 
signifies that PAMAC has been able to operate at a high degree of 
transparency and has adopted stringent standards for Corporate 
Governance. A major concern which all Banks and Insurance 
Companies have is that of data confiden�ality and compliance to 
various Laws of the Land.  PAMAC have consciously ensured that 
all client data is always kept in a secured environment and access 
rights are clearly documented. All Legal compliances are adhered 
to and all payments of government dues are done on �me. Clients 
who need proof of such Compliances are provided with necessary 
documents regularly and the recon statements too are submi�ed 
to them. Most of the clients have independent auditors who 
conduct regular reviews to ensure compliance on data security 
and IT environment. 

Professionalism is the key take away from dealing with banks and 
insurance companies over the years. It encompasses all parame-
ters like deliverables, �meline and resource commitments, 
process documenta�on, review and audit mechanism, ownership 
of responsibili�es and focus on outcomes. PAMAC is a part of the 
whole ecosystem which believes in providing best in class services 
through con�nuous innova�on and commitment to excel.

There have been many inflec�on points during this journey which 
have tested resilience and managerial skills of the team. Every 
opportunity comes with hidden risks and challenges which test 
our ability to perform at the highest level. All exis�ng ac�vi�es too 
evolve and change over �me, which calls for tools to review, adapt 
and improve the solu�on offered at every stage of growth. The 
first challenge for us was to build infrastructure in mul�ple ci�es 
and organise teams to manage the execu�on from such distant 
loca�ons. Between 1995 and 2003 we managed to open more 
than 30 branches across India and delivered solu�ons to clients by 
staying close to them at the local level. Currently, we cover more 
than 170 ci�es across India by way of Hub and Spoke model.

Se�ng up our UAE opera�ons was another challenge and we 
struggled for almost 5 years to break even and establish ourselves 
in the overseas market. The learning from that experience made 
us take a cau�ous approach when we decided to grow our 
business in the South East Asia Region through our hub in Kuala 
Lumpur. The Economic downturn from 2008 to 2010 was a 
significant phase which tested our ability to survive in a very 
depressing financial market. During this period, we worked on 
reducing the costs and improving our efficiency, redefining our 
processes and diversifying our por�olio of services. Par�ng ways 

with the other Promoter Director in 2012 was an equally tough 
phase, though shaping up the company therea�er has been a 
rewarding experience.

Having said all of this, to my mind, perseverance is the best ladder 
for long term success. Hard work and smart choices will prevail 
only when you have the courage and determina�on to move 
ahead in spite of severe challenges, unexpected losses and 
depressing failures. People are unsuccessful not because they did 
not try enough but because they did not try long enough.

My father believed in keeping 
things simple and taking small 
corrective steps everyday instead 
of looking for grand solutions to 
complex problems.

-Prashant Ashar
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CUSTOMER PROFILE
 VALIDATION

DOCUMENT
 COLLECTIONS

CREDIT PROCESSING
 & APPRAISAL

RESOURCE SUPPORT & 
PROCESSING

ACCOUNTS FIRST
COLLECTIONS
SERVICE

FRAUD &
 RISK CONTROL
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TRANSACTION
PROCESSING

een with PAMAC for 20 years, one of the oldest and Senior 
leaders, Pravin Shinde – COO shares – “despite of challenging 

economic condi�ons, the future of our organiza�on looks 
promising as each of our businesses is well poised for sustainable and 

profitable growth.  With 30+ branch offices in far flung areas of India, there is no 
ques�on on the plethora of issues that arise due to the spread of opera�ons across the 
country, however, I would prefer to say that operational difficulty disappears once the 
customers appreciate our connect with them due to our presence near them. We are 
one stop shop for our clients delivering an array of services ranging from “Credit 
Processing & Appraisal, Customer Profile Validation, Document Collection & Review, 
Fraud & Risk control, Transaction Processing to Resource Management & Payment 
Processing.”

Moreso, the decision of se�ng up the internal so�ware teams allows us to ensure our 
focus on technology is utmost which in turn helps us to bring about process efficiency 
and reduce turn around �me specifically in field verifica�on and scanning base 
processing.  In addi�on to our reach, our partnership with Senior Consultants in the 
industry and Centralized Processing capabili�es differen�ates us from our compe�tors. 

usiness growth is predicated on the ability to 
a�ract and retain the right people & strategic 

alliance with business to provide solu�ons 
that propel success" added Babar Mian, Head 
HR – India Opera�ons. "

HR used to be a service organization, today, it's STRATEGIC. HR can use data analy�cs to 
ask and answer strategic ques�ons about the future of that organiza�on — 
outsourcing, cost management, succession planning, performance management, etc. 
The HR policies have evolved to keep pace with the large organiza�on and the breadth 
of opera�ons, PAMAC is diverse in the truest sense – not only in terms of mul�ple skills 
across different LOBs but we are diverse when it comes to age groups, gender, 
language and cultures. Despite this I can vouch that we have been able to keep 
employees engaged and focused towards the PAMAC vision by implemen�ng robust 
and consistent HR prac�ces across loca�ons and LOBs. In conjunc�on with our Board of 
Advisors and the Senior Leadership Team, whose average tenure is 15 years, our HR 
vision at PAMAC is to ensure that every act helps us in being – Persistent, Agile, 
Meritocratic, Accessible and Collaborative [PAMAC] in every way. 

Operational difficulty disappears once the
customers appreciate our connect with
them due to our presence near them.

-Pravin Shinde

HR used to be a service organization, 
today, it's STRATEGIC.

-Babar Mian  7



GLOBAL FOOTPRINT

We have Offices in 33 cities across India and covering 170 cities 
with HUB and SPOKE model. PAMAC is also expanding its presence 
in more Cities in India. Internationally, PAMAC has its presence in 
the Middle East (Dubai, UAE) and Malaysia.
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WHAT MAKES US DIFFERENT

WHO DO YOU NOTICE MORE?

30000 EMPLOYEE 
BACKGROUND CHECKS

 PER ANNUM

WIDE NATIONAL
 NETWORK WITH 

REACH OF ALMOST 
170 CITIES ACROSS INDIA

PROCESSING 58,000
LOAN FILES PER MONTH WORTH

 2500 CRORES OF VALUE

PROCESSING 1.5 LACS OF 
MICRO FINANCE LOAN FILES

 PER MONTH WORTH 
250 CRORES OF VALUE

1 LAC + SALES
 FULFILLMENTS 

PER ANNUM

PROCESSING 3.5 LACS 
CHEQUE INSTRUMENTS 

PER MONTH 15000 DOCUMENT 
VERIFICATIONS, 

40000 FIELD VERIFICATIONS, 
10000 TELE VERIFICATIONS 

PER MONTH

PROCESSING OF 150000 
CREDIT CARD APPLICATIONS 

PER ANNUM

SPREAD ACROSS 33 
LOCATIONS IN INDIA 

GLOBAL PRESENCE
INDIA, UAE & MALAYSIA
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That gift is good, which is made to 
one from whom no return is expected, 
with the feeling that it is one‘s duty to 
give and which is given in proper place 
and time and to a worthy person.

-The Bhagwad Gita, Chapter 17, Text 20.
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India is a country of countless contradic�ons. On one hand, it has 

grown to be one of the largest economies in the world and an 

increasingly important player in the emerging global market; on 

the other hand, it is s�ll home to the largest number of people 

living in absolute poverty and the largest number of 

undernourished children. What emerges is a picture of uneven 

distribu�on of the benefits of growth which many believe, is the 

root cause of social unrest. Therefore, in order to raise the 

country’s human development index, we [corporates] would have 

to ac�vely contribute to the social and economic development of 

the communi�es in which we operate. 

At PAMAC, we come with philanthropic bent of mind; this is 

irrespec�ve of mandatory spending brought on by the Company’s 

Act, 2013. We fundamentally focus on girl child under the 

corporate social responsibility umbrella. 

Compara�vely to the last financial year, we have scaled up 

opera�ons in CSR in this year and are looking at it as a priority. We 

strongly believe that culture of social responsibility and ethical 

leadership sets the tone for produc�vity and helps the business to 

engage with the real-life concerns of its employees, customers 

and other stakeholders. 

CORPORATE SOCIAL RESPONSIBILITY
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ears keep passing by and so did 2015.  It was a year of mixed 
fortunes for the Indian economy. The lowered commodity 

prices (oil prices projected to fall by 37%) helped economic 
growth by improving the corporate margins and purchasing 

power of the households. Government tax collec�ons grew and the 
subsidy bill came down.  On the other hand, we were hit by shortage of 
rainfall across three consecu�ve monsoon seasons.  The deficiency in 
the south-west monsoons in 2015 (second year in a row) plummeted 
the produc�on of kharif season crops, while the unsteady weather in 
March 2015 ensured that the rabi output also tumbled, hur�ng the 
overall produc�on of pulses.  The rainfall deficit led to lower demand in 
rural areas leading to a slowdown of private consump�on.  

While the government tried to push its ‘Make in India Campaign’, the 
GST bill considered to be the harbinger of ‘good �mes’ for the 
economy, con�nued to languish as the parliament did not func�on in 2 
consecu�ve sessions.  Anyways the growth forecast for the country is 
now around a 7% number for FY2015, compared to 8.5% we started 
the year with.  We saw four �me drops in interest rates helped by drops 
in infla�on which lowered upto 4.5%, saw an increase to around 6% by 
December 2015. The investor sen�ments are good and there has been 
a decline in the government fiscal deficit to 4% from what used to be 
over 7.5% in the last 90s.

The property markets have been on a lull. With the drop in the 
property prices ranging between 20% to 50% (or even more) across 
different ci�es and towns, the developers and the investors have felt 
ji�ers one too many.  While the take-off on the new projects launched 
was at an all-�me low, there were significant slippages on the promises 
made by the developers to their customers in terms of the delivery of 
the projects within the commi�ed �me. It will not be an overstatement 
to say, it was an extremely rare occasion that one heard of any real 
estate project being delivered in �me. In fact some of the real estate 
projects of well known, ‘A’ category builders, got delayed by 2 to 3 
years. In the so-called property growth hubs such as Gurgaon, Noida, 
Bengaluru and other similar ci�es, delays in delivery of projects by 
prime builders had become a common place thing. All through 2015, 
the government, the investors, the buyers, all remained mute witnesses  

SITARAMAN SWAMINATHAN, Board of Advisor - PAMAC

talks on Indian Economy and Financial sector
Overview of 2015 and Outlook for 2016
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to this phenomenon. Towards the end of 2015, the cabinet cleared the 
Real Estate bill, sounding some seriousness to project the buyers from 
the clutches of developers, many of whom had started taking undue 
advantage of the market condi�ons and even denied compensa�on to 
the customers on delays in possession of proper�es.  
For the year 2016, India is being observed as the fastest growing 
economy outpacing China. The growth is expected to be in the 7.8% to 
7.9% range.  We should see some significant developments in the long 
awaited ac�on items such as the GST roll-out.  We may also see the final 
clearance by the Parliament of the Real Estate Bill, which was recently 
cleared by the cabinet, a�er a fairly long wait of a couple of years. The 
new Real Estate Bill, promises introduc�on of a State level regulatory 
authority for regula�on and oversight of the real estate projects. The bill 
mandates disclosure of various significant items on the registered 
projects, and makes promoters responsible for the disclosure. For 
example, besides the details about the promoter and the project, the 
disclosure would cover layout plans, status of land and other approvals, 
details of real estate agents working to sell the project, contractors etc.  
Further, the bill proposes that for any default or delay on the part of the 
builders, they should pay to the buyers, interest at the same rate the 
builders charge the customers.  There are many other features of the bill, 
which surely would bring in smiles to the faces of prospec�ve home 
buyers.  Like always, we wish that this bill soon gets cleared by the 
Parliament for roll-out. 

Looking at the financial sector in par�cular, there have been a significant 
number of developments in the year 2015.  The sector con�nued to 
witness the launch of more and more fin-tech companies that came out 
into the market with innova�ve products.  Exis�ng lending ins�tu�ons 
including banks and NBFCs announced inven�ve product structures.  The 
fin-tech companies have touched a wide range of consumer services and 
products including transac�on processing, customer evalua�on for 
lending, launch and growth of Peer 2 Peer lending (P2P) pla�orms, 
web-based property service providers, web-savvy loan aggregators and 
agile loan distributors. All such companies claim to operate at the 
na�onal level, are technologically efficient, claim increasing volumes and 
a promising speed of delivery.  The launch of new products and services 
by the fin-tech companies has created a large number of fan-following 
for them. Investors can’t stop talking about them, even as some of these 
start-ups have managed to get a significant amount of capital funded in 
the seed stage and the growth stage. Some of them have grown big 
enough to be able to acquire other fin-tech companies.  So happy going 
for them. We will see them reach higher levels of flourishment in 2016. 

On the pure lending side, the year saw an aggressive push for the 
lending market into the informal customer segment, where the cash 
flows of customer’s business are studied in depth to facilitate a secured 
or an unsecured loan to him, in case the disclosed financial posi�on in 

the documents provided by him was 
insufficient.  The players in this segment 
included an array of new-age housing 
finance companies, who work with a staunch 
belief that their new customer is the one who earns money, has good 
cash flows, reasonably good banking history, a good �tle to the security 
and ready to pay a higher interest rate than the customer in the 
tradi�onal segment.  This find of a new customer segment, has suddenly 
opened up lending opportuni�es in this country, where financial literacy 
and financial disclosure prac�ces s�ll get ques�oned a lot.  This segment 
of customers may not have the tradi�onal income documents to show to 
a lending ins�tu�on, but they would surprise us with their business 
transac�ons, their cash flow pa�erns, their approach to repaying a loan 
taken, their a�achment to their business and other assets and their 
compulsive cost consciousness.  A thorough, pa�ent and a diligent 
scru�ny of this customer, would be good to convince the lender in most 
cases to come to a conclusion that this customer is a bankable customer.  
Lenders do exercise an enormous amount of cau�on no doubt, but with 
the kind of experience gained in the last few years, 2016 will remain 
bullish for this segment of customers and these new-age housing finance 
companies.

Another significant development that took shape in 2015 was the Mudra 
Bank, launched with much noise by the government.  The vision of this 
en�ty is to help the segment of the customers in the bo�om of the 
pyramid universe get financial help or their economic and social 
development.   This en�ty has disbursed over 1.7 crore loans under the 
Pradhan Mantri Mudra Yojana (PMMY) and stands at a por�olio size of 
over Rs. 70000 crores.  Giving loans of �cket sizes ranging from Rs.50000 
to Rs. 10 lacs, this en�ty has done wonderfully well within a short �me.  
This is another play in the micro-segment market that needs to be 
closely watched in the year 2016. 

Going back to our opening statement, while we saw mixed fortunes for 
the economy in 2015, direc�onally we are well-placed for 2016 and for 
the coming years. The whole world, as always is excitedly eyeing us as an 
area of opportunity.   If India would overtake China in growth figures, as 
predicted by the World Bank, that would then bring more a�en�on on 
India and we would see a significant growth of funding interest for the 
projects of this country.  It is s�ll good keep fingers crossed. We s�ll have 
a long way to go before we can raise a toast to a steady growth rate of 
over 8% year on year.  We are s�ll sailing choppy waters, but there are 
signs that we would come out of the choppiness soon.  
 

- Sitaraman Swaminathan
  Cofounder - SineEdge Consul�ng Pvt. Ltd.
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Source: The Economic Times

SBI to raise up to Rs 15,000 crore 
by March 2017 to meet 

global risk norms
YES bank sells 

United Breweries 
shares pledged by
 Vijay Mallya to 

Heineken Interna�onal

DCB Bank lowers lending rates 
to 10.70%  with effect

from December 14

HSBC to wind up private 
banking business in India

Consumers are more 
aware now,

 RBI received 11% more 
complaints in 2014-15 

Union Bank of India �ed 
up with Maharashtra GRAS 

for over-the-counter
 (OTC) collec�on of
 taxes and receipts 

P2P lending pla�orms like 
Faircent, LendenClub are helping 
people make money, facilita�ng 
unsecured loans, governed only

 by their internal policies

DID YOU MISS IT?
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ENGAGE YOURSELF

HEALTH TIP
 
Quit ea�ng junk food and high-fat fast food. Your 
heart, brain, and overall health are harmed by 
foods high in saturated fats, salt, and cholesterol. 
There's no ge�ng around it. You've got to replace 
them with healthy foods: lots of fruits, vegetables, 
fish, nuts, olive oil -- what we call the 
Mediterranean diet. Eat like an Italian, a Spaniard, 
a Greek! Enjoy!

DID YOU KNOW?

There are more lifeforms living 
on your skin than there are 
people on the planet.

“ In God we trust, all others bring data.”

-W.E.Deming

TAX SAVING TIPS
 
Tax on Bonus - see if you could push the bonus payment 
to the subsequent year.
Op�ons beyond 80C 
Save Tax under 80D,80DD, 80DDB - allows for deduc�ons to save tax for 
expenditure made by taxpayer for insuring his own health or health of his 
rela�ves.
Exemp�on for Long Term Capital Gains
Set off of Capital Loss Against Capital Gain
Educa�onal expenses of Children 
Repairs and maintenance of house property - Reconstruc�on or repair of 
the “house property” qualifies for deduc�on of up to 30,000, subject to the 
overall limit of 50,000.
Ren�ng and Home loan in two different loca�ons
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