
© February 2021| IJIRT | Volume 7 Issue 9 | ISSN: 2349-6002 

IJIRT 150694 INTERNATIONAL JOURNAL OF INNOVATIVE RESEARCH IN TECHNOLOGY 77 

 

Digital Innovation in Banking Industry 

 

 

R.Babyrani 

Assistant Professor, Department of Commerce(G), Apollo Arts & Science College, Chennai 

 

Abstract - The banking business have not get wedged 

when it comes to innovative technology but every day the 

development is rapid and heavier, what evolve into a 

incessant out of date technology. In today’s 

circumstances, differentiate and amusing consumers 

familiarity has turn out to be more significant than in a 

minute as long as services. The whole lot is also forcing 

banks to change the way they unavailable customers, 

who are now showing to bigger digital assistance from 

knowledge giants. On the other hand, here is a wide jaw 

the technology execution competence across different 

troupe of the banking business innovation in Banking 

Sectors. Even though banking services have been 

mechanized for decades, with products such as trade 

brokerage using digital channel for some 20 years, a 

more deep-seated renovation of the industry was 

deferred due to market compensation of conventional 

banking services providers. Customer’s threshold also 

gives a succinct depiction of the existing financial 

arrangement. For fear that customer’s needs to go to the 

lead with any of the venture not compulsory or 

borrowing options, and she/he can have a look at the 

pamphlet and get in handle with the patron delegate for 

captivating the progression at the forefront. 

 

Index Terms - Financial services, Investment, New 

technologies, Customer services 

INTRODUCTION 

We are now livelihood in era of digitalization. 

Banking is considered by most as the big business of 

wealth. At the present time, the banking industry is in 

front of unremitting change in that zone. At that time 

when financial industry analyst are gravely debate if 

the banking souk is in the state of fluctuation when it 

comes to technology. The banking industry have not 

get trapped when it comes to new technologies but 

every day the development is rapid and heavier, what 

evolve into a incessant out of date technologies. A 

transaction bank wants to be to the front in this contest 

to convene the strain of their end customers. 

Today’s insist of banking is “Anytime Anywhere 

Banking”, this require innovative, strong, protected, 

optimized and prepared to meet the view of 

empowered and technology savoir-faire customers. 

You can’t wait for the customers to come into the 

branch with their problems. You need to be proactive 

and reach out to the customer with answers through 

the digital channels. In today’s scenario, differentiated 

and delightful customers experience has become more 

vital than just provided that services. Each and every 

day, new plans or new technologies are providing 

various customer potential. Every time customers 

touch a computer on a display, they are on condition 

that in sequence trail and its banks’ accountability to 

understand how they can use this trace to shift their 

underneath line upwards. 

 

DIGITALIZATION STRATEGY IN PIONEERING 

BANKING 

  

In innovative banking there are four key digital 

strategies have been used. The banks have used to help 

to force a digital approach as well as to respond and 

pact with some of the digitalized companies. 

 

INITIATION A DIGITAL BRAND NAME 

  

Most of the banks have try to embark upon the issue 

how to create it much easier to involved a customer, 

they have also accomplished on outlay because as 

digital-only dramatis personae, they can grow to be 

more belligerent in this area, as they have much lesser 

costs than usual banks. As a result, they have enjoyed 

fairy sophisticated adoption. 

 

DIGITALISING PROCESS 

  

The second approach involves banks that are looking 

for to organize new digital processes. This is an 

additional key area in which banks can absolute from 

a digital perception. They need a set of processes that 

are associated with digital relations. So, that they can 

entire lucratively, based on the opportunity that has 
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been set by all of the other digital brands. The key 

processes include customers on boarding originations 

and liaison pricing. 

 

MODERNIZING THE DIGITAL FAMILIARITY 

 

The third strategy involves modernizing the digital 

understanding. The digital occurrence of many 

banking services companies is apt to be to a certain 

extent out-of-date. When banks are deploy new 

technologies and modernizing their incident. 

Initiation the original digital competence 

The final policy, banks are looking at the leeway of 

deliver a new capability. On the other hand, they don’t 

want to deliver this as part their own awareness 

banking but rather as a little completely new as on add-

on. (Eg.-Mobile wallets) 

 

Customer fulfillment have been changed nowadays 

• Digital first 

• Anytime/Anywhere right to use 

• Discussion need to span channels 

• Clarification 

• Price the liaison  

• Wants to own the decision make process 

• Guidance anywhere needed 

 

DIGITALISATION 

 

Any bank that is idea about a digital process is also 

thinking about a digital activity 

Product: What type of products should banks have and 

where will they inhabit – will they be the type of 

changes banks are probable to start seeing in their 

products as they think about digital progression. 

Banking yield aren’t something that clients can touch 

& feel – they are if truth be told virtual goods or 

different services. Banks have to be able to make a 

distinction a product that is predominantly important 

when discussion about a service or implicit goods. 

  

Pricing: Pricing valor is an additional interesting 

digital service instead of pricing its products 

independently on a product processor, I don't know 

banks should start to change their come within reach 

of and price them based on the value of the entirety 

customers. 

People: This is vicinity that tends to be very unnoticed 

by banks at the split second. Financial institutions talk 

an assortment about digitalization, new-fangled 

technologies and new course of action but they aren’t 

actually looking intimately at their own people in sort 

to endow those technologies and processes. 

Contemporary process 

Primarily, customer logins to its bank’s website looks 

at the current assets and liabilities based on systematic 

algorithms bank suggests many stash options as well 

as borrowing alternative as per the eligibility. 

Customer’s threshold also gives a brief representation 

of the current financial arrangement. Incase 

customer’s wants to go at the forefront with any of the 

savings recommended or borrowing options, and 

she/he can have a give the impression of being at the 

pamphlet and get in lay a hand on with the customer 

spokesperson for taking the process at the forefront. 

This process involves a lot of instruction manual 

intercession in terms of converting 

suggestion/decisions into real hoard, which also takes 

a lot of time. 

 

BOUNDARIES OF THE CURRENT PROCESS 

 

• In isolation portal for one bank 

• Borrowings & investment options as per assets 

and liabilities only by the individuals. 

• Labor-intensive user credentials 

• Personal communications with client 

spokesperson for investing or borrowing  

• Reimbursement of new process and 

differentiation 

• Particular portal for one customer 

• Borrowings and investment option as per 

abundance, likes, necessitate, behaviour, market 

conditions etc. 

• Finger print/habitual scan login 

• One touch dispensation for borrowing/Investing 

 

CHALLENGES IN BANKING INNOVATION 

 

Sustainable cutthroat improvement 

One of the most significant challenges that have been 

scared out of your wits into focus is the amount of 

digital banking initiative that has been incremental to 

no impact on big business. 

Expediency of the death of dependability 
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Consumers are not united down by the long-

established bond with their overhaul providers. The 

whole thing is also forcing banks to revolutionize the 

way they occupied customers, who are now bare to 

better-quality digital offerings from technology giant. 

 

CONSIDERATE CUSTOMER CIRCUMSTANCE 

 

The supplementary area where organizations have 

suffered is trying to put on top digital solution on long-

established customers. We were auspicious to identify 

this dispute early and dexterity a technologies 

approach called digitalized headship. 

 

MECHANIZATION AND THE FUTURE OF 

WORKS 

 

One of the most imperative sociological challenges 

that have been scared out of your wits in the order of 

is the impact of all long-established workforces. This 

is not only held responsible growth but have an 

exponential positive blow in the future. 

 

CONCLUSION 

 

The prospect of Indian bank looks not only stimulating 

but also transformative India's banking sector might 

turn out to be the fifth prevalent banking sector in the 

world by 2020 and the third biggest by 2025.In future, 

know-how will make the rendezvous with banks more 

multi-dimensional maintain to expand and expand 

banking services Indian banks deployed skill based 

solutions to raise proceeds, boost customer familiarity, 

optimize cost configuration and deal with institute 

risk. On the other hand, there is a spacious chin the 

technology accomplishment facility across poles apart 

players of the banking diligence new Innovations in 

Banking Sectors. Even though banking services have 

been automated for decades, with products such as put 

on the market brokerage using digital channels for 

some 20 years, a more far-reaching renovation of the 

diligence was delayed due to marketplace recompense 

of time-honored pecuniary services providers. These 

included the time-honored expectation of customers, 

regulatory barrier to entry in banking and insurance 

and decision-making approaches that created a 

foregone conclusion to internalizing all or most of the 

value succession.   

 


