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moving closer to the customer
This year DCB was re-engineered to move closer to the customer through our branches. 

We have restructured ourselves to be the neighbourhood bank, proactively seeking 

our clientele in the neighbourhoods we operate in. Our markets are where we are. Our 

systems have been redesigned to offer extensive product choice, faultless execution 

and an attitude of helpfulness and caring. This is the new emerging DCB. We will soon 

refl ect this change in our new and redesigned brand positioning.

We will grow at the pace consistent with our ability to deliver a quality of service that 

meets with our own established standards. Our approach is growth with caring and 

quality, sticking close to our emerging comparative advantage. There is no reason why 

DCB cannot be the bank of choice in the neighbourhoods in which we are currently 

operating and those that we choose to in the future.

• Treat Everyone with Dignity – Respect

• Do What is Right – Ethical

• Be Open & Transparent – Fair

• Sense of Urgency, Passion & Energy – Dynamic

• Go the Extra Mile, Find Solutions – Stretch

• Improve Continuously – Excellence

• Play as a Team, To Win – Teamwork

• Support the Society – Contribute

values

vision
Our vision is to be the most innovative and responsive 

neighbourhood community Bank in India serving 

entrepreneurs, individuals and businesses.
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a new project, DCB 

responded with alacrity. 

APPL has been a DCB’s customer 

since the company’s inception in 1998. 

Under the brand name PRESTO, APPL 

manufactures and exports products that are used 

for electrical wires and cables. 

The company planned to invest in a wind energy generation 

plant with a 225 KW capacity. This was the fi rst time that 

DCB was fi nancing a wind energy generation project. 

APPL was eager to commence the project immediately. 

DCB understood the need for the urgency and quickly 

assembled an internal team of experts who met with 

a director of the company to discuss the proposal. DCB 

promptly sanctioned the loan working closely with the 

company. APPL was delighted with the Bank’s speed and 

responsiveness.

SME Banking at DCB offers a wide range of products and 

services such as loans, trade fi nance, current accounts, 

deposits and cash management services. At DCB, we believe 

that every customer is unique and we strive to respond 

quickly with suitable products and services that exceed 

customers’ expectations. We believe that DCB’s success is 

determined by the customers’ progress and growth.

helping harness resources – 

SME Banking
When one of DCB’s oldest customers, Al Aziz Plastics Pvt. 

Ltd. (APPL), approached the Bank for a loan to fi nance 

grow
helping businesses

small and medium enterprises



with his existing banking relationship with a large Indian 

bank. Dr. Das is now a valuable and loyal customer of DCB. 

This has been possible due to DCB’s personal attention and 

relationship approach.

The customer needed to regularly transfer money from 

the US to his parents in Kolkata. The Bank was proactive 

in serving him. The Bank met with the customer’s parents 

in Kolkata. Since there is a time difference between US 

and India, calls had to made to the customer during late 

evenings. The customer and his parents were delighted with 

Bank’s empathy and responsiveness. The entire account 

opening process and subsequent transaction experience was 

handled very smoothly by DCB.

At DCB, we believe that we are dealing with people and 

not accounts or numbers. Therefore, we endeavour to 

provide a personal touch in all our dealings. While we have 

a comprehensive range of products, we like to present 

tailor-made solutions. Recently, we have launched free 

wealth advisory and free mutual fund transactions for 

customers as part of wealth management.

relationships by offering more

strengthening

a new step in non-resident 
banking (NRI)
Dr. Das, an NRI, approached DCB for opening an account for 

his parents based in Kolkata, he appeared to be dissatisfi ed 
 

 

retail banking
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travel a long 

distance to a 

bank thus, risking their 

livelihood. This was before 

DCB opened its fi rst microfi nance 

branch, DCB Sahyog, to support rural 

households and women Self Help Groups 

(SHG) in Dediapada.

Niranjan, an SHG, has improved the quality of life of 

its members. Starting with an initial DCB loan to rent 

an agricultural plot and buy seeds and fertiliser, it now 

generates profi ts from selling cotton and beans. 

Dashama SHG is another DCB customer. A member of 

Dashama was promptly loaned an amount to pay for her 

daughter’s training fee in a Government primary teacher 

training college. After completing the course, the daughter 

could apply for a teaching post in a Government primary 

school. 

DCB Sahyog is partnering with the Aga Khan Rural Support 

Programme (AKRSP) to create a unique banking approach 

for SHGs. DCB’s fi eld offi cers visit villagers to educate them 

on the benefi ts of banking and help complete paperwork 

for account opening and loans. Currently, DCB has over 

475 SHG customers. DCB Sahyog is testimony to the fact 

that small changes at the grass root level have a positive 

impact for the society.

fi nancial inclusion – 
microfi nance initiative in 
Dediapada, Gujarat
Dediapada, a remote village in Gujarat, needed a bank. 

The villagers, dependent on daily income would have to 

microfi nance

local communities

empowering



corporate banking

The customer is delighted with the CMS that DCB offers and 

the tangible benefi ts it has brought to the business.

When the company fi rst approached DCB, it faced  a 

considerable challenge in collecting its payments through 

cheques – a time-consuming and disorganised process. 

Moreover, the lack of information on the status of funds 

led to delays in fi nancial decision-making and increased 

dependence on bank borrowings. 

DCB’s CMS offered the customer conveniences in their 

collection process. It helped in outsourcing cheque-writing, 

tracking cash fl ows and capturing the status of every 

transaction online. Through DCB’s CMS, the customer 

could access funds in a shorter period of time. This reduced 

dependence on bank loans and the consequent interest 

payment.

DCB CMS is designed to offer businesses speed, effi ciency 

and information. 

DCB Corporate Banking offers term loans, working   capital, 

bill collection, trade fi nance and other business banking 

solutions. 

offering businesses speed, 
effi ciency and information
Cash Management Services (CMS) offered by DCB has 

helped Allied Aviation, a Mumbai-based logistics company, 

to manage its working capital effi ciently.

a world of services and products

offer ing
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and services

products

Current AccountNRI BankingMutual Funds

Credit Cards

DCB creates innovative products that match the changing needs of our 

customers. This year DCB has launched the multi-lingual customer care 

center, wealth management advisory services and products such 

as home loans and loan against property. In addition, we are 

perhaps the only bank to offer free mutual fund

investment services.
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Debit Card

Privilege Banking 24x7 Customer Service

Golden Current Account Easy Money Transfer

POS TerminalsSavings Account Trade Finance

Home Loan
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