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Himali patel

For many years now, customers
walkingintobankbranchestofulfil
their normal banking needs have
beenmissold third-partyproducts,
especially insurance. The Reserve
Bankof India (RBI) recently issued
draft proposals to tighten the
way banks advertise, market, and
sell third-partyproducts.

Typesofmisselling
Bank staff often sell insurance to
customers who want to start a
fixed deposit, promising higher
guaranteedreturns.Theyoftendo
notexplaintheproduct’scomplex-
ity, the terms and conditions for
earlywithdrawal,etc.
“Missellingalso takes the fo-

rmofbundlingpolicieswith
loansordeposits,” saysShilpa
Arora, cofounderandchief
operatingofficer, Insurance
Samadhan.Abankmayrefusea
homeloanunless thecustomer
alsobuysapolicy.Bankstaffhave
sold regular-premiumproducts,
withhighannualpremiums,as
single-premiumproducts.
Only laterdocustomers realise

theyhave topay thehighpre-
miumfor severalyears.Many
defaultonpayments, incurring
losses.TheRBIdraftproposals
containanumberof steps to
reducemis-selling.

Suitabilitychecks
According to thedraft guidelines,
banksmustassessaproduct’ssuit-
ability before it is sold to a cus-
tomer. They must document
customer needs during the sale.
Sellers take customers’ signatures
on applicationdocuments.When
customers allegemisselling, they
cite the signatures as evidence of
consent. The draft says consent
willnotsufficeiftheproductisnot
suitable.“Customerneedsmustbe
assessedusing age at entry, exist-
ing liabilities, risk tolerance and
paymentcapacity,” saysArora.

Forcedorconditional
bundling
Banks have often told customers
that loan approval depends on
their buying an insurance or
investment product. Anti-bund-
lingnormsexist,butenforcement
isweak.“Theproposalstreatcon-

ditionalsellingasaclearsupervis-
ory violation. They require banks
todemonstrateproduct indepen-
dence and document that cus-
tomerswereofferedachoice.The
burdenofproof isbeingshiftedto
thebank,” saysArora.

Sales incentivestobecurbed
Bankmanagement often sets
aggressive targets for the sale of
third-party products.While
incentivesmay not be removed
entirely, targets and payouts
are likely to bemoderated.
Theymay also be linked to suit-
ability, persistency and cus-
tomer outcomes. “Reducing the
pressure of targets could shift
staff focus frompushing prod-
ucts to serving customer
needs,” says Arora.

Customerremediation
The goal of this provision is to
restore the customer to the posi-
tion theywere in beforemis-sell-
ing occurred. “It can include
refund of premiums or charges,
paymentof interestor compensa-
tion, and penalty-free cancella-

tion,” says Arun Ramamurthy,
cofounder,Staywell.Health.
Sudhish Ramteke, associate

director, AnandRathi Insur-
ance Brokers, points out that
this provision raises the finan-
cial and reputational cost of
mis-selling.

Will thenormssucceed?
The draft rules focus strongly on
customer protection. “They are
also supported by refunds and
corrections,” says Ramteke.Mis-
selling is treated as systemic, not
incidental. “The norms tighten
disclosure standardsand impose
clearer accountability onbanks,”
says Raheel Patel, partner,
GandhiLawAssociates.
However, execution risk

remains. “Successwill depend
on stricter enforcement and
quick resolution of complaints,”
saysRamteke. These provisions
will be effective only ifmis-sell-
ing is proven. “Most customers
will find it difficult to prove it,”
saysRamamurthy.

Lacunaeandconcerns
While the proposed rules are
stricter, a few lacunae remain.
“Key terms such as suitability,
misselling and loss are loosely
defined, whichmay allow banks
to defend poor or forced sales
usingpaperwork,” saysRamteke.
Sales staff and agents may use
subtle pressure tactics that are
hard to prove. “Withoutmanda-
tory audio-visual recording
of sales conversations for
high-risk products, disputes will
remain in evidentiary grey
zones,” saysPatel.
vvvvvvvvvvvvvvvvvvvvvvvv
Thewriter isaMumbai-based
independent journalist
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All youneed toknowabout
theRBI’s newdraft norms
to curbmissellingbybanks

Readfull reporthere:mybs.in/2g3pT9o Compiled by Sunainaa Chadha
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Most young Indians consider
gold to be the safest investment
but theymake decisions to buy
themetal independently rather
than under family influence, said
a report by Smytten PulseAI.
The market research com-

pany’s nationwide survey of
5,000 people aged 18 to 39 found
that in case of 62 per cent, their
latest gold purchase was below

5 grams, signalling a move
towards lighter ticket sizes
and gradual accumulation.
Almost 67 per cent of gold
purchases were personal deci-
sions, reflecting a generational
shift in investing.
Almost 62 per cent of respon-

dents would choose gold if they
had ~25,000 to invest, ahead of
mutual funds (16.6 per cent),

fixeddeposits (13per cent), stocks
(6.6 per cent) and cryptocur-
rencies (1.9per cent).
More than 65 per cent of

young Indians regard gold to be
the safest investment during
economicuncertainty, compared
to bank savings, mutual
funds or equities.
As many as 38.3 per cent of

respondentsprefer largebranded

jewellery chains to buy gold,
while 34.7 per cent rely on local
neighbourhood jewellers.
Only 5.2 per cent of respon-

dents purchased gold through
websites or apps.
A notable finding of the

survey is thatnearly67per cent of
respondents said they have
oftenorsometimesfeltregretafter
purchasinggold.

LUCKNOW | WedNesday, 18 FebrUary 2026B THE SMART INVESTOR 11
bbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbbb

Young Indians consider gold safest investment bet: Report

Catching red flags
Resist persistent sales pitchesn

Record sales callsn
where possible
Don’t buy long-term, complexn
products for short-term needs
If you are being promisedn
certain product features or
returns as a reason to invest,
get them to give such
assurances in writing
Use free-look period for review;n
cancel if a product turns out to
be unsuitable

L&T’s growth engine
fires onorder impetus

Deepak korgaonkar
Mumbai, 17 February

ThesharepriceofLarsen&Toubro
(L&T) hit a fresh 52-week high of
~4,286, rising nearly 2 per cent on
theBSEduringTuesday’s intraday
trade. Over the past month, the
engineering, procurement and
construction (EPC) major has
outperformedthebroadermarket,
with the stock gaining 10per cent.
By comparison, the BSE Sensex
has risen amarginal 0.06 per cent
over the sameperiod.
The recent rally has pushed

L&T’smarket capitalisationcloser
to ~6 trillion. The stock ended
Tuesday’s session up 1.84 per
cent at ~4,279.
L&T, through its wholly owned

subsidiary L&T Power Develop-
ment, has signed a securities pur-
chaseagreementtodivest itsentire
stake in Nabha Power (NPL) to
Torrent Power for ~3,660.87 crore
(enterprise value ~6,889 crore),
subjecttoclosingadjustments.The
transaction is expected to be com-
pletedbyJune30.
The divestment aligns with

L&T’s strategy to exit the develop-
ment projects business andmon-
etisenon-coreassets.Accordingto
ICICI Securities, the sale of NPL is
strategically positive, reinforcing
the company’s stated focus on
asset-light EPC operations and
core engineering segments.
WhileNPL contributed 1.73 per

cent to consolidated turnover and
3.64 per cent to net worth in 2024-
25 (FY25), monetising a mature
1,400-megawatt operational asset
allows L&T to unlock capital from
a relatively low-growth, regulated
business and redeploy it into
higher-return verticals such as
infrastructure, defence, energy
transition, and manufacturing.
Themoveisvalue-accretivefroma

capital allocation standpoint and
consistent with the company’s
long-term strategic repositioning,
thebrokerage said.
L&T’s current order backlog

stands at ~7.33 trillion, up 30 per
cent year-on-year (Y-o-Y). Execu-
tion trends in the third quarter
(October-December/Q3) of 2025-26
(FY26), particularly across infra-
structure,hydrocarbons,andpreci-
sion engineering, indicate
sustained momentum, driving
nine-month FY26 revenue growth
of 12 per cent Y-o-Y. This trend is
expectedtocontinueintothefourth
quarter (January-March/Q4),
enabling the company to meet its
revenuegrowthguidanceofaround
15percent forFY26.
With a robust near-term bid

pipelineof about~5.9 trillion,L&T
expects order inflows to exceed 10
per cent growth in FY26 on a
higher base. ICICI Securities pro-
jects revenue and net profit com-
pound annual growth rate of 15.6
percentand19.9percent, respect-
ively, over FY25 through 2027-28,
andmaintainsa ‘buy’ ratingwitha

target price of ~5,030.
In an investor call on January

28,L&Tsaiditsnear-termprospect
pipelinestoodat~5.9trillion,com-
paredwith~5.51 trillionayear ear-
lier.Thepipelineremainsresilient
despite volatile oil prices,with the
company focusedonurbandevel-
opment, infrastructure, gas,
renewables, artificial intelligence,
and data centres in international
markets, and buildings and fac-
tories, thermal power, trans-
mission and distribution, urban
infrastructure, metals, and min-
erals domestically.
Order inflows remained strong

at ~1.2 trillion, driven by large
domestic and international wins,
providing healthy revenue visibil-
ity.Anexpandedprospectpipeline
(up 7 per cent Y-o-Y), continued
reduction in net working capital
and a healthy return on equity
offer comfort even as domestic
execution and margin perform-
ance in select segments remained
weak,MotilalOswalFinancialSer-
vices said in its Q3 results update.
The brokerage retained its “buy”
rating on L&T and raised its two-
year forwardtargetpriceto~4,600
from~4,500earlier.
Separately, analysts observed

thatsustainedcapitalexpenditure
growth and the identification of
sevenhigh-speedrailcorridorsare
expected to lift medium- to long-
term order inflows across EPC,
railways, power transmission,
defence, and core capital goods,
benefitingplayerssuchasL&Tand
BharatHeavyElectricals.

Pipeline strength
liftsmedium-term
confidence
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