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Sub.: Newspaper advertisement regarding 34th Annual General Meeting (“AGM”) of 
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Veriqus raises ₹387 cr in
funding led by Norwest

Mumbai: Wealthtech platform
Veriqus Group on Monday said
it has raised ₹387 crore in a
funding round led by Norwest
Venture Partners. 
It also announced the launch of
an integrated wealth
management, asset
management, business
advisory and lending solutions
platform for high-net-worth
individuals, family o�ces and
institutional investors. PTI

QUICKLY.

1,331 commercial pilot
licences issued till June

New Delhi: As many as 1,331
commercial pilot licences have
been issued by aviation
watchdog DGCA this year till
June 30, and out of them, 41
per cent of the cadets were
trained overseas, according to
the government. This year, till
June 30, commercial pilot
licences were issued to 791
cadets from Indian Flying
Training Organisations (FTOs)
and 540 cadets from foreign
FTOs. PTI

ICICI Bank has seen the
biggest decline in workforce
strength among large private
sector banks in FY26.

Employees, including
those in overseas locations,
on the permanent rolls of In-
dia’s second largest private
sector bank declined by
5,148 during FY26. The em-
ployee count stood at
1,24,029 as at March-end
2026 against 1,29,177 as at
March-end 2025.

The reduction in em-
ployee strength comes even
as the bank added 528
branches in FY26, taking its
total network to 7,511
branches as at March-end
2026.

The streamlining of em-
ployees in private sector
banks comes in the wake of
traditional banking roles get-
ting reoriented with the
automation of routine, high-
volume tasks such as account
opening, loan origination
and processing, payments,
and customer service, to im-
prove customer experience,
lower turnaround time and

reduce costs. This allows the
branch sta� to focus their at-
tention on sales activities
and o�er higher-value advis-
ory to customers.

SHRINKING COUNT
HDFC Bank’s workforce
strength declined by 3,343
during FY26 to stand at
2,11,178 employees as at
March-end 2026 against
2,14,521 in FY25. The com-
position of India’s largest
private sector bank’s work-
force is undergoing a change,
with reduction in non-super-
visory sta� but additions at

the junior management and
above levels.

The bank net added 234
branches in FY26, with the
network standing at 9,689 as
at March-end 2026.

Axis Bank also reported a
decline in headcount, with
employee strength falling to
just over 1,01,300 in FY26
from 1,04,453 in the previ-
ous year, a reduction of about
3,153 employees. It net ad-
ded 399 branches in FY26,
with the network standing at
6,278 as at March-end 2026.

Kotak Mahindra Bank,
too, saw its workforce

shrink, with employee
strength falling by 1,269 to
74,054 in FY26 from 75,323 a
year earlier. 

The bank net added 128
branches in FY26, with the
network standing at 2,276 as
at March-end 2026.

In its latest annual report,
ICICI Bank said, “We strive
to create an environment
where every colleague feels
valued, supported and em-
powered to perform at their
best through a bouquet of
initiatives.

“The list of initiatives in-
cludes structured learning

programmes, continuous
capability building, leader-
ship engagement, health and
wellness programmes, em-
ployee engagement initiat-
ives and various policies that
support colleagues during
professional needs and per-
sonal emergencies.” 

AI ADAPTION
Pradeep Kumar Sinha, Chair-
man, ICICI Bank, observed
that the bank continues to
strengthen its delivery sys-
tems by focussing on simpli-
fied processes, enhancing
data analytics and leveraging
digital public infrastructure.

“AI technologies are
evolving rapidly, and
thoughtful adoption of these
technologies will provide
significant benefits across
many areas of banking. The
bank has invested in plat-
forms, built partnerships
and created use cases of gen-
erative AI models while en-
suring adequate guardrails
on data privacy and cyberse-
curity. The bank continues to
invest in technology infra-
structure and cybersecurity
to ensure resilience and safe
banking for its customers,”
he said.

WIDENING BASE. The reduction in employee strength comes even as the bank added 528 branches 
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ROLES RESET. The streamlining of employees in private sector banks comes in the wake of
traditional banking roles getting reoriented 

ICICI Bank workforce sees biggest
dip among private lenders in FY26

Aditya Birla Capital Ltd
(ABCL) plans to double its
assets under management
(AUM) over the next three
years and scale the AUM of
the housing finance business
to ₹1 lakh crore over the next
24 to 36 months.

At the end of March 2026,
ABCL, registered as a non-
deposit taking investment
credit company (NBFC-
ICC) with the Reserve Bank
of India, had AUM of
₹1,59,916 crore, up 27 per
cent year-on-year (y-o-y).
Sixty-eight per cent of the
AUM comprises retail and
SME loans, per ABCL’s latest
annual report.

ABCL’s wholly-owned
subsidiary Aditya Birla Hous-
ing Finance Ltd (ABHFL)
will scale its AUM to ₹1 lakh
crore over the next 24-36
months, the report said. The
subsidiary’s AUM grew 53
per cent y-o-y to stand at
₹47,452 crore as at March-
end 2026.

On April 17, 2026, ABHFL
allotted 112.32 crore shares
to Advent International on a
preferential basis, pursuant
to which ABCL holds 86 per
cent stake in the housing fin-
ance company. ABHFL
raised primary equity capital
of ₹2,750 crore from Advent
International.

PREMIUM GROWTH
Aditya Birla Sun Life Insur-
ance Company Ltd, which is
a 51:49 joint venture
between the Aditya Birla
Group and Sun Life Finan-
cial Inc, Canada, will seek to
grow its individual first-year
premium (FYP) at 20 per

cent+ CAGR (compounded
annual growth rate) over the
next three years and keep ex-
panding VNB (value of new
business) margin above 18
per cent+.

The private sector life in-
surer’s individual FYP in-
creased by about 14 per cent
y-o-y to ₹5,275 crore as at
March-end 2026. Its VNB
margin expanded by 260
basis points y-o-y to 20.6 per
cent in FY26.

Kumar Mangalam Birla,
Chairman, ABCL, observed
that in FY26, the lending
portfolio across the NBFC
and housing finance busi-
nesses reached an all-time
high of ₹2,07,368 crore as of
March 31, 2026, up 32 per
cent y-o-y. Further, total
AUM across asset manage-
ment, life insurance and
health insurance businesses
grew 16 per cent y-o-y to ₹
5,91,343 crore.

DIGITAL OVERHAUL
Vishakha Mulye, MD & CEO,
ABCL, said: “We will con-
tinue to strengthen leader-
ship across businesses,
deepen customer engage-
ment, and accelerate digital
and AI-led transformation to
build a future-ready financial
services franchise.”
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Vishakha Mulye, MD & CEO,
Aditya Birla Capital Ltd

Aditya Birla Capital eyes
doubling AUM in 3 years

Delivery-first omnichannel
pharmacy start-up Plazza
plans to expand its
Bengaluru footprint to 20
stores by the end of 2026, up
from two currently, with
eight outlets set to open over
the next three months as it
scales its delivery-first
model. 

The company also aims to
cover 70-80 per cent of
Bengaluru before entering
other cities over the next 12
months. 

The expansion comes as
Plazza has raised $15 million
in a Series A funding round
co-led by Accel, Elevation
Capital and Nexus Venture
Partners, with participation

from existing investors All In
Capital and Better Capital.

“We have two stores that
are fully operational and
eight more coming up over
the next three months. By
the end of the year, we
should have about 20
stores,” Aman Priyadarshi,
Founder and CEO of Plazza,
told businessline. 

“Over the next three to
four years, we aim to have
3,000 stores. We are looking
to go deeper into Bengaluru
and cover 70-80 per cent of
the city with this funding
round. We will start looking
at other cities about 12
months from now,” he said.

The firm said it will utilise
the fresh capital to expand
its store network, while also
investing in inventory, man-
power and technology.

Plazza eyes 20 Bengaluru
stores by end of this year
Aishwarya Kumar
Bengaluru

Becoming the o�cial health
insurance principal partner
of the Glasgow 2026
Commonwealth Games
aligns with Niva Bupa Health
Insurance’s brand and its
growth strategy, says its
Deputy CEO Ankur
Kharbanda. A large part of
the insurer’s focus is
attracting young customers,
said Kharbanda. Currently,
the average consumer age is
less than 40. 

Edited excerpts:

Healthcare provider
Bupa has been named
the O�cial Healthcare
Principal Partner of the
Glasgow 2026
Commonwealth Games.
As Bupa’s India partner,
Niva Bupa Health
Insurance becomes the
health insurance
principal partner of the
event, which will begin
on July 23. How does
this align with the
insurer’s growth
strategy in India?

We are very happy to be the
o�cial healthcare principal
partner of the Glasgow 2026
Commonwealth Games.
And, specifically, it aligns
with Niva Bupa’s brand and
our growth strategy. 

We really feel that, be-
cause this campaign is about
“Setback se Comeback tak”.
If you look at it, when a per-
son gets admitted to a hos-
pital, the person gets into a
setback stage. It’s the people
around him or her who help
the person get back. And the
people around the person are
his or her family and an in-
surance company. That is
where Niva Bupa plays an
important role. 

This campaign, which is
about setbacks and then
comebacks, is a very relevant
and very important one. 

What role will this
partnership play in
building trust and
awareness for health
insurance among Indian
customers?
Health insurance is a trust
category. Customers pur-
chase health insurance not
because they want some-
thing immediately, it is be-

cause they want if something
happens in future, they are
able to manage that, and they
want somebody whom they
can trust. 

Our association with the
Commonwealth Games will
help reinforce that value that
you are with somebody who
is credible and committed to
health. While I say this, ulti-
mately the trust is built
through customer experi-
ence. 

It is about claim settle-
ments, how do we talk to our
customers, how do we ser-
vice them over call centres.
So, we see this as an oppor-
tunity to communicate our
purpose and strengthen our
relevance to the consumers
because we feel consumers

do not buy or choose a health
insurance based only on
price, they choose the brand
they believe in.

Sports appeal to
youngsters. Given this,
is the company
focussing on acquiring
more young customers?
What is your customer
acquisition strategy
going forward?
The intent is to get a con-
sumer with you when he or
she is young, because any-
body can today fall sick.
There was a misconception
earlier whereby people felt
that only at an older age we
may fall sick, but today stat-
istics says that people less
than 30 also get a heart at-

tack. Hence, a large part of
our focus is attracting
youngsters. The average con-
sumer age is much less than
40 for us, and we really want
people to start early.

What is the company’s
overall growth strategy?
Will it continue to
invest in brand
associations?
We will continue to invest in
strengthening our brand as-
sociations while maintaining
a disciplined focus on distri-
bution. That is what our
strategy is. 

India is still an under pen-
etrated market. We want to
do a lot so that we can penet-
rate more. We want to grow
7-8 per cent faster than the
market. Consistently, we
have been doing it. I feel in
the future as well we’ll be
able to do it. The first quarter
of this fiscal was also similar
when it comes to growing
faster than the market.
That’s where we’ll be able to
increase our market share. In
the last fiscal, we were at
around 10 per cent in terms
of retail market share. Now,
we are moving towards 11
per cent.

Mithun Dasgupta
Kolkata

bl interview

Our focus is to attract young customers, says Niva Bupa

The average consumer
age is much less than
40 for us, and we
really want people to
start early
ANKUR KHARBANDA

Deputy CEO, Niva Bupa Health

Insurance

India’s consumer sector re-
corded 97 deals worth $981
million in the June quarter,
according to the latest estim-
ates released by Grant
Thornton Bharat. 

This was lower by 34 per
cent quarter-on-quarter and
deal values moderated by 33
per cent, reflecting a more
selective investment envir-
onment. 

However, strategic acquis-
itions in high growth cat-
egories such as personal
care, nutrition and digital-
first consumer brands con-
tinued attracting dispropor-
tionate investor interest.

Excluding IPOs and QIPs,

the sector recorded 95 M&A
and PE and VC transactions
worth $918 million, with
deal values remaining above
Q2 2025 levels, highlighting
continued investor confid-
ence in India’s long-term
consumption story.

Naveen Malpani, Partner
and Consumer Industry
Leader, Grant Thornton
Bharat, said: “We are seeing a
structural shift in India’s

consumer sector, with cap-
ital increasingly flowing to-
wards specialised, high-
growth categories, rather
than traditional consump-
tion themes.” The top M&A
deal of the quarter was
Emami Ltd’s acquisition of a
60 per cent stake in IncNut
Digital Pvt Ltd (Vedix and
Skinkraft) for $34 million. 

PRIMARY DRIVER
Absence of large strategic ac-
quisitions meant that PE/VC
activity remained the
primary driver of consumer
dealmaking, with 75 deals
worth $734 million, contrib-
uting nearly 80 per cent of
both total deal volumes and
values. 

While funding activity
moderated q-o-q, invest-

ment values remained above
Q2 2025 levels. The top PE
transaction of the quarter
was Advent International’s
$150 million investment in
Iscon Balaji Foods Ltd, re-
flecting sustained investor
confidence in India’s
branded food processing
sector.

Meanwhile, public market
activity remained subdued
during the quarter, with one
IPO raising $47 million and
one QIP raising $16 million.

In terms of retail tech-led
M&A activity, there were
nine deals worth $89 million
and personal care recorded
four deals worth $ 52 million,
reflecting sustained strategic
interest in premium, direct-
to-consumer and innova-
tion-led brands. 

Meenakshi Verma Ambwani
New Delhi

Consumer sector sees big decline in M&As
in June quarter, records 97 deals at $981 m

Godrej Agrovet Limited has
inaugurated the country’s
first Integrated Oil Palm
Complex in Khammam, Tel-
angana. The company, which
invested ₹300 crore to de-
velop the complex, said it
would bring together every
stage of the oil palm value
chain under one roof.

“From seed and genetics,
nursery, research and devel-
opment, and mill, it would
have everything to complete
the oil palm value chain. The
company’s cumulative in-
vestment will be ₹300 crore
once the entire complex is
operational,” a company o�-
cial said. “This complex is a
landmark for Telangana’s oil
palm mission and for our vis-
ion of making the state a
leading edible oil producer.
The mission is transforming
the lives of lakhs of people,
while strengthening the na-
tion’s edible oil security,”
Telangana Deputy Chief
Minister and Finance Minis-
ter Bhatti Vikramarka said.

Godrej Agrovet
inaugurates oil
palm complex
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The National Testing Agency
(NTA) has dismissed allega-
tions circulating on social
media regarding the evalu-
ation of NEET (UG) 2026
answer sheets, stating that
the images being shared are
“digitally manipulated” and
do not represent the o�cial
examination records.

According to the agency,
verification of its records
found no discrepancies in
the evaluation process.

The NTA on X said that
the genuine OMR has also
been emailed to the candid-
ates at their registered e-
mail address. “The image be-
ing circulated is a digitally
altered version of the genu-
ine OMR sheet. It is not,
however, the sheet held on
record with NTA and has
been significantly altered di-
gitally,” it added.

The agency advised can-
didates with legitimate con-
cerns to use the o�cial griev-
ance redressal mechanism
outlined in its public notice
issued on July 20, 2026.

NTA rejects claims against
NEET UG OMR sheets
Ankita Upadhyay
New Delhi

Ashok Leyland remains cau-
tiously optimistic for the
commercial vehicle (CV) in-
dustry in FY27, with growth
expected across key seg-
ments, supported by infra-
structure activity and re-
placement demand.

The company, in its an-
nual report, said that it is
confident of sustaining mo-
mentum in both trucks and

buses, while progressing to-
wards its medium-term goal
of achieving around 35 per
cent market share in me-
dium and high commercial
vehicles. This was at 30.7 per
cent in FY25.

Demand outlook for FY27
is expected to be shaped by
continuing infrastructure
and road-building activity;
replacement demand sup-
ported by an ageing fleet and
higher utilisation in select
corridors, and improving op-
erating economics driven by

better payload and fuel-e�-
ciency choices, the report
reads.

DEMAND VOLATILITY
The company is also banking
on the India-EU trade agree-

ment and the anticipated
trade pact with the US to
open important doors for In-
dian exporters.

The company flagged de-
mand volatility linked to
macro conditions, abnormal
increase in fuel prices, in-
terest rates and freight avail-
ability, commodity and for-
eign exchange fluctuations,
supply chain disruptions,
among key factors to watch
for.

In FY26, material cost in-
creased by 14 per cent to

₹31,417 crore in FY26 as
against ₹27,623 crore in
FY25. As a percentage of
sales revenue, material costs
remained largely stable
year-on-year.

“Three years ago, Ashok
Leyland was operating with
net debt and navigating a
market that had not yet re-
turned to its pre-pandemic
volumes. Today, the com-
pany is strongly cash posit-
ive, with an all-time high
sales volume,” the com-
pany’s Chairman, Dheeraj G

Hinduja, said in the report.
“As we enter FY27, I be-

lieve we do so from a posi-
tion of strength. The struc-
tural demand drivers for CVs
in India remain intact. Infra-
structure investment con-
tinues at scale, the formalisa-
tion of logistics networks is
deepening, and the shift to-
ward higher-payload, more
productive vehicle configur-
ations plays directly to the
premiumised product and
solutions portfolio we have
been building,” he said.

Our Bureau
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Ashok Leyland bets on infra push to drive CV growth in FY27
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