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EXECUTIVE SUMMARY 

The summer internship opportunity I had with Vibgyor advisors private limited 
company was a great experience for learning and professional development in 
corporate world. Vibgyor Advisors is a financial services providing company and 
a first generation insurance and equity research organization which emphasis on 
various financial solutions registered under the Securities and exchange Board of 
India (SEBI). The company offers sector specific equity schemes, mutual funds 
investment services, loans and insurance services like personal and home loans at 
lowest possible interest rates in the market, investment banking , trading and 
proprietary services, mergers and acquisitions , portfolio and equity investment 
etc. 

The main aim is to target chartered accountants, CS’s ,financial institutions, RTO 
agents ,real estate agents by approaching them and convincing them of the various 
valuable services like insurance and loan services and enrolling them as the 
channel partners of the company. Those who are in need of insurance and loans of 
large amounts depending upon their income levels are interacted and according to 
the preferences and needs of them they are provided with proper detailed 
knowledge of the scheme according to their risk and return and commission 
payout ,time duration of their investment.  

For further process, there is a channel partner form filling of KYC details and 
documents collection is mandatory from the clients. Customers had to submit all 
the required and necessary details and documents and submit the form.  

During my training period, I learned about the customer behavior and how the 
CA’s react to our services and questions we ask from them. Different clients have 
different knowledge and opinions about the investment in loan and insurance 
services, equity markets and investment banking. They are inclined more towards 
secure investment schemes like investment in fixed deposits in the banks as they 
do not want to take the risk for their investment with market volatility and 
economy fluctuations. 

The challenge I faced during this summer project is that diversity in client’s 
behavior because different CA’s have different perceptions, wants, demands, 
domain of allocation of funds, requirement of interest rates, expected returns on 



investment and also they have more trust on the bank employees and were not 
easily ready to take loan and insurance services and also invest in the mutual 
funds to a direct seller.  

Another parameter which should not be neglected in building perception and 
attitude of customer needs and healthier investments in the mutual funds so that 
they could be able to earn good amount of revenue in the form of profits and 
commission with the best decision to invest according to the needs of the people. 
Also, clients should keep faith in the mutual funds and invest for long run rather 
than depositing money for short run as they fetch returns with long period itself.  

Various private and private sector banks have the tie ups with the company which 
advice buyers or potential customers and sellers on negotiation in insurance and 
loan services, pricing and commission ,business valuation , structuring and 
implementation of transactions, trading in stock markets and proprietary markets 
and financial research projects. Banks match up buyers and sellers needs and 
preferences as well as sell and trade and facilitate equity research and trading of 
securities and shares in the company. 

So, during my summer training I have learned about various insurance and loan 
related terms and practical application of mergers and acquisitions and how we 
invest in different institutions with different interest rates and gained knowledge 
about consumer wants, preferences and their behavior for investment schemes. 

 

 

 

 

 

 

 

 



NEED AND RELEVANCE 

Investment banking is being managed by the finance manager and various 
financial institutional bodies who knows when and how to enter and exit the 
economy and FIN-TECH market and receive better return on investments. An 
individual or a corporate can earn better returns by investing in most profitable 
ventures and businesses generating higher yield in future and long run and also 
which are capable of meeting the requirements of working capital in the business 
routine operations. So for investing and reducing the risk the purpose is for 
investing in various mergers and acquisitions projects , mutual funds , equity 
markets , securities and portfolios , insurance and loans which provide better yield 
on investment and ensure growth for company. 

So, need and relevance for conducting research on investment banking and equity 
research are- 

 To know which mutual fund are better or even best as compared to other 
competitors and industry benchmark to invest in according to needs. 

 To know the relevance of Fundamental and industry analysis and company 
analysis. 

 To know the top holdings in which year our investment performance 
would be diversified in. 

 Diversification of investment in equity and loan services by taking care of 
risk in premiums. 

 Quantum of risk that one is like to obtain. 
 To determine the long run returns on investment and past performance of 

Mutual funds and equity services. 
 
Secondary Market is a very powerful choice for CA’s and NBFC’s to 
invest in attractive returns on their amount of investment. Also, various 
services like wealth management, distribution of trading and proprietary 
investments and to diversify and grow in the industry various research is 
conducted by me about the company business, market growth trends in 
recent years , their utilization of assets etc. 
 
 
 



LITERATURE REVIEW 
 

Before starting with anything I would like to mention that this is a place where an 
individual could able to earn a lot of money and funds or would be losing a lot of 
wealth which will ultimately results to the situation of risks because in stock 
market and insurance and loan services, investment banking services there are lot 
of risks involved. We should think very carefully before we invest in the 
insurance and investment banking and take into account interest rates and 
commission payout.  

A research paper on perception and behavior of investors towards the 
investment banking states that investing in mergers and acquisitions and loan 
and insurance services, equity market is a significant choice to enhance your 
expected returns and also it give you perception of diversified economies. But 
sometimes there are real life scenarios where an individual wants to save its 
principal first and then premium and returns fetch from it and they are advised to 
invest more in Debt securities rather than equity because debt are less risky than 
equity. 

So, by reading and analyzing this research paper I learned how dynamic and 
diversified FIN-TECH industry is and there is lot of importance of investment 
banking in the business. 

 

 

 

 

 

 

 

 



RESEARCH DESIGN AND METHODOLOGY- 

OBJECTIVE OF STUDY- 

The literal reference of the word research implies to search something innovative 
and creative or find an alternative solution to the situation in a systematic and 
academic procedure. In the field of investment banking and loan and insurance 
services and determine how the customers tend to behave by convincing them 
about the investment banking services and loan and insurance services and where 
to invest that is in equity or debt and whether to create mergers and acquisitions 
and how much risk is present in various projects and expected rate of returns on 
investment. Also, different interest rates and payments are also determined in the 
project of mutual fund investments. 

An investor should rely on investing in such a manner that should satisfy the 
preferences of return and risk of the market. 

RESEARCH AREA- 

The field of research is being limited to some of the CA’s, tax consultants, 
financial intermediaries who are in equity and wealth management services, 
insurance and audit agents with the help of company and industry analysis and 
technical analysis. The mutual funds are being are being taken according to the 
survey floatation in Delhi-NCR and other areas like Gujarat, Rajasthan, 
Jharkhand, Haryana , Orissa, Tamil Nadu etc. 

POPULATION AND SAMPLE- 

The population I have targeted is of people of CA’s of Delhi –NCR, and various 
other states of India by calling them on phone and working on field. 

MEASURE- 

A questionnaire is being prepared by me for the analysis which would helped me 
to determine various hidden parameters in this process such as buying behavior of 
CA’s ,NBFC’s , their indulgence activity, their age, income , interest in equity and 
investment banking procedures. 



RESULT AND DISCUSSION 

Survey- 

This survey has been carried out with the aim of providing insights about various 
investment banking and mutual funds and wealth management services with the 
main aim of getting the needs and behavior of individual so that we can suggest 
the best funds in accordance with the risk assessment and their needs and 
preferences for loans and insurance services. 

Questionnaire- 



 



 

 



 

 



 

 

 



 

 



 

 

 



 

 

 



 

 

 

 

CHAPTER: 1 

INTRODUCTION AND  

COMPANY DESCRIPTION  

FINANCIAL SERVICES INDUSTRY- 

Vibgyor Advisors private limited comes under financial services providing 
industry and it is a well –known start –up which provides Insurance services, 



loans for instance ,home loans and personal loans ,Investment banking services 
,equity research services like NBFC’s listed under RBI website and also 
Subscription to Investment in mutual funds at lowest possible interest rates in the 
market. 

This sector also consists of many public and private sector banks which have tie-
up with various financial industries and companies and which provide mutual 
fund services, Insurance services, Cooperatives, investment banking etc. 

NBFC’s are also playing a significant role in sustaining consumption demand as 
well as capital formation in various small and medium scale industrial sectors. 

MARKET SIZE- 

Vibgyor Advisors private limited comes under FINTECH industry (FI) industry in 
India .It has been seen that Fintech startups valuation of market size is estimated 
at USD 50-60 billion as of financial year ending on March 2020. On account of 
increase in the mutual funds and other financial instruments, the revenue 
generation of Fin-tech industry in India is forecasted to grow from USD 150 
billion to USD 160 billion in the next five years. 

Another crucial element of India’s Fintech industry is insurance and investment 
banking. The insurance industry has been expanding at a very rapid pace due to 
advancements in technology and change in consumer behavior. Many of the 
mergers, acquisitions, takeovers and amalgamations have been taking place in 
various industrial sectors and financial institutions and because of this market 
growth and economy is fluctuating very rapidly. 

MARKET TRENDS IN FINTECH INDUSTRY- 

The global fin-tech industry is being reached up-to the value of approximately 
USD 111,240.5 million as in the financial year 2019,having been grown at a 
compounded annual rate of growth (CAGR) of about 7.9% since 2015 and also it 
is forecasted to grow further at a CAGR of about 9.2% to approx.. USD 
158,014.3million by 2023. 



  

 

 

 

Above figure shows that recent trends in the fin-tech industry that is emerging 
market and developing economies. The digital payments and remittances grow at 
65% in emerging market and developing economies and in advanced economies it 
is 50%. Also there are many other components of fin-tech industry like digital 
banks, digital savings and deposits, digital lending, Insure- tech, digital capital 
raising, wealth-tech, market provisioning, consensus services, crypto-asset 
exchange and digital custody for which the industry is in growth trend. 

Government Initiatives- 

The FINTECH industries in India has been seen a significant growth over a 
several years. Government of India has introduced innovation supported startup 



project, various friendly rules and regulations and regulatory policies and a large 
scale market base. 

Some of the government initiatives in Fintech services are- 

 Remittance  
 Personal loans and insurance services. 
 Equity funding 
 Peer- to - lending of loan and insurance services  
 Investment in mutual funds and investment banking. 

INTRODUCTION OF THE COMPANY-  

Vibgyor Advisors private limited is a first generation consultancy firm focusing 
on various financial services that is headquartered in Mumbai, Maharashtra. The 
Chairperson and founder of this company is MR. Sachin Neema . He is a 
management graduate from JBIMS. He has about 24 years and above experience 
in Equity markets and he has worked as Financial analyst, head of research, fund 
manager and has been instrumental in running business segments for some of the 
leading corporations in the Fintech industry. 

Vibgyor Advisors is a financial services outfit working across various segments 
of the industry. It advises individuals as well as corporates on their various 
financial requirements with a client centric approach. 

They believe in excellence in everything that they do and their endeavor is that to 
be detailed in the work and their action speaks about their focused approach. 

VISION AND VALUES- 

Vibgyor Advisors with its client centric approach doing valuable quality work in 
the field that it operates, is a preferred partner of choice for its clients looking for 
excellence. 

 

 

 
INTEGRITY DEDICATION CLIENT 

CENTRIC 
APPROACH 



 

 

 

 

EFFECTIVE BUSINESS SOLUTIONS- 

 

 

 

 

 Equity advisory                         PMS, insurance products              Funds  
Services 
 
 
                                 

 Research analysis 
 Project investments   

SERVICES OF THE COMPANY- 

 Investment banking 
 Corporate advisory 
 Mergers and Acquisitions  
 Distribution of financial services 
 Loans and insurance 
 Subscription website and channel partner app by KYC details of clients. 
 Investor relations 
 Real estate  
 Trading and proprietary investment 

MISSION OF THE COMPANY- 

TRUST CREATIVITY DETERMINATION 

WEALTH 

MANAGEMENT  

SERVICES 

DISTRIBUTION OF  

FINANCIAL SERVICES 
INVESTMENT 

BANKING 



The mission of the company is to be the most respected and trustful financial 
consulting corporation in India, known for the quality of the services it delivers to 
its clients. 

COMPETITORS OF THE COMPANY- 

1.) Funding ventures- 
Funding ventures is a group of individuals with common objective to assist 
the clients with the fundraising solutions. It offer various services like 
Fundraising advisory, preparation of marketing collaterals and the research 
in investment banking to the startups ,family businesses , mid-market 
investment banking institutions and various institutional investors. 
 

2.) Moravia Capital investments- 
This company invests in various alternative assets based on tailor made 
scheme for its investors. It has competent and innovative investment 
strategies and solutions it advise institutional investors to build a sustainable 
and successful investment policy by providing attractive expected return on 
the investment. 
 
 
 
 
 
 
MICHAEL PORTER’S FIVE FORCES MODEL OF FINTECH  
INDUSTRY-  
 
 
  



    
 
 
1.) THREAT OF NEW ENTRANTS- (High) 

Fintech industry can tackle the obstacle of entry of new entrants by 
innovating new products and services. New products not only brings 
new customers to the industry but also provide old customers and clients  
reason to purchase the commodities .Also, by building the economies of 
scale to ensure fixed cost is reduced per unit. Also, by building 
capacities and spending the funds on research and development projects. 
New entrants are likely to enter in a fluctuating industry where already 
established competitors significantly reduces the limit of extraordinary 
revenue from profits for new established firms and thus discourage the 
competitors in the industry. 

PORTER'S
FIVE 

FORCES

RIVALRY AMONG THE 
EXISTING PLAYERS

THREAT
OF NEW

ENTRANTS

BARGAINING POWER OF 
SUPPLIERS AND BUYERS

THREAT FROM 
SUBSTITUTE 
PRODUCTS



 
2.) BARGAINING POWER OF SUPPLIERS-(Moderate) 

Fintech companies by building efficient and effective supply chain 
channels with several multiple number of intermediaries can tackle the 
hindrance of bargaining power of these suppliers. Also, by application 
of different product designs and layouts of commodities using different 
materials such that if the prices of one input rises then company can 
substitute to another input. By creating a policy where the third party 
manufacturers have very less bargaining power in comparison to other 
companies in that industry. 
 

3.) BARGAINING POWER OF BUYERS-(High) 
Nowadays, customers are demanding a lot of services. Their wants, 
preferences are changed to best offerings available by paying minimum 
amount of price. We can tackle this problem by reducing the bargaining 
power of customers and providing an opportunity or chance to the 
company to smooth flow of its sales and process of Production. 
 

4.) THREAT OF SUBSTITUTE PRODUCTS OR SERVICES-
(Moderately high) 
This obstacle can be solved by being service oriented rather than just 
commodity oriented .Also, by understanding what are core wants and 
needs of the clients instead of just recognizing what the customer is 
buying. We can also increase the switching cost for our customers. 
 

5.) RIVALRY AMONG THE EXISTING COMPETITORS OR 
PLAYERS- (High) 
We can tackle this problem by building a strategy of sustainable 
differentiation and by increasing the level of scale to compete better. 
Also, by collaborating with various players to increase the market size 
rather than just competing for the small scale market population size. 
 
SWOT ANALYSIS OF Vibgyor advisors private limited- 
 



 
 
 
 
 
 

STRENGTHS-
1.)Loans and insurance services at 

lowest possible interest rates.
2.)provide investment banking services 

with vast range of choices to invest.
3.)Provides adequate awareness about 

financial freedom and equity 
management.

4.)various attractive schemes and 
efficient business development with a 

wide array of services.

WEAKNESS
1.)Lesser awareness and marketing 

channels to advertise their products on 
various platforms.

2.)lack of effectiveness in the 
operations of the company.

OPPORTUNITIES-
1.)Widespread market operations and 

large market capture with a reasonable 
revenue generation .

2.)increase in growth of market share 
upto USD 4 BILLION.

THREATS-
1.)Increase in competition in fintech 

industry 
2.)change in customer perceptions and 

behaviour and knowledge about the 
equity funding, investment banking, 

loan and insurance returns on 
premiums .

SWOT ANALYSIS 
OF VIBGYOR 

ADVISORS



CHAPTER: 2 

JOB DESCRIPTION 
 

Rationale of the topic- 
 
I have chosen the topic “approaching the CA’s about loan an insurance 
services and investment banking and enrolling them as the company’s 
channel partners” because different investors and CA client has 
different needs and preferences to invest his funds and also to 
understand the customers behavior I have done equity research and 
research about various services like market trends and investment 
banking sectors in the market. 
 
Objective of the work- 
 

 The objective of this summer internship is to understand the 
various aspects and fields of service in which company is 
concerned about like insurance and personal loans like home 
loans and vehicle insurance. 
 

 To convince CA’s about the investment banking services and 
large amount of loans and insurance services provided by the 
company at lowest possible interest rates in the market. 

 
 

 By enrolling them on the channel partner app by filling their 
KYC details on our dashboard by mentioning their income, 
age, status of being interested in the insurance or loan services, 
investment behavior, knowledge about equity market. 
 

 To gather information about various NBFC’s (Non-banking 
financial institutions) listed under RBI website.  Gather 
information about their directors, their asset size, paid up 
capital, authorized capital, address of company, how they 



utilize their assets in business and main core business areas of 
operations of the company. 

 
 To make bank employees and customers know the benefit of 

commission they receive that is 35-40% on each channel 
partner from bank payout. 

 
 To understand the B2B mechanism of Vibgyor advisors pvt ltd. 

 
 To study what new businesses are the company targeting and 

how it is targeting the clients in various preferred locations. 
 

JOB TITLE: FINANCIAL ANALYST, RESEARCH AND 
BUSINESS DEVELOPMENT INTERN  
 
Report to- The financial analyst and business development 
would be required to report to the superior Miss. Shanti Pandey 
(CHANNEL HEAD) and city head Miss. Reshma Bhandare . 
 
Job overview- Approaching the CA’s and enrolling them as 
channel partners for insurance and loan services ,market 
research about NBFC’s and performing customer relations with 
business development of services of vibgyor advisors. 
 
Roles and responsibilities- 

 To collect data on consumers, competitors and market place 
and integrate information into actionable items, reports and 
presentations. 

 Understand the business objectives and design various surveys 
to discover potential and prospective customers preferences  

 To compress and analyze statistical data using modern and 
traditional methods collecting it. 

 Perform a valid and reliable market research SWOT analysis. 
 Interpret data, formulate reports, and make necessary 

suggestions and recommendations. 
 Use online market research and catalog findings to databases. 



 Provide competitive analyze on various companies market 
offerings, identify market trends, pricing /business models, 
sales, and methods of operations. 

 Evaluate program methodology and key data to ensure that 
data on the releases are correct and accurate with no bias and 
the angle of the release is correct. 
 
LIMITATIONS-  
 

 Directly approaching CA’s and other financial services 
providing institutions is difficult as there are some contacts on 
just dial website which ae fake and some have various 
perceptions and opinions about investment and loan and 
insurance services. 

 Ca’s mostly rely on banks who provide more interest rates on 
fixed deposits. 

 I am supposed to pitch and convince CA’s and NBFC’s about 
the services of the company and about investment banking and 
the hindrance of information gap is there because they are 
professional in their field and have a good knowledge about 
finance. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



CHAPTER: 3  
ANALYSIS OF  

JOB DONE 

Approaching CA’s about loan and insurance services, investment banking 
and equity investment services and enrolling them as channel partners-  

I was required to approach Various Ca’s and convincing about various loan and 
insurance services, investment banking , subscription website and providing them 
loans and insurance at lowest possible interest rates in the market and listing 
various banks which have tie ups with the company which provide 35-40% 
commission on the amount of loan to the CA on the payout. 

I got to know about the contact details of CA’s and accountants on various sites 
like justdial.com, magicbricks.com, linkedin.com etc. 

I have prepared a excel sheet in which all the daily tasks of how many channel 
members do I meet is mentioned by me along with their status given below- 

 



 

 



 

 



 

DAILY TARGET ACHIEVED BY ME IN THIS CHANNEL PARTNER 
PROJECT- 

 

 

 

 

To fill up forms of channel partners (CA’s) and verify all the documents 
required to enroll- 

 A new investor or client had to submit the details provided in KYC form 
for instance Name, whatsapp no., age, income, email-id, are they 
interested in loan and insurance services and equity markets. 



 Permanent account number (PAN) card with photographs is mandatory for 
all the applicants. This serves as their proof of identity. 

 Alternate documents must be provided by the clients in case of exemption 
of PAN that is AADHAR CARD, passport ,voter ID, Driving license 
which serves as the proof of identity. 

 The copies of the documents which are produced have to be self attested 
and the originals have to be provided for verification purposes. 

 Once a client has a portfolio with mutual fund , investment banking and 
channel partner app the transaction slip needs to be filled giving the folio 
number and submitted with the requisite payment. 

 It is mandatory for investors to provide the bank details of sole/first holder 
of the folio in the application or KYC details form. The additional or 
subsequent document may be original cancelled cheque of the pay-out 
account where the account number and name of the first holder of the folio 
are printed on the face of the cheque, self –attested copy of the bank 
statement or bank passbook showing the first holder’s name and account 
or letter on bank letterhead providing the details of the account. 

 Commission and dividends proceeds will be credited directly with the 
bank account through electronic modes. 
PROJECT 2- 
NON-BANKING FINANCIAL INSTITUTIONS (NBFC’S) 
RESEARCH- 
 
In this project I have research about the different NBFC’s assigned to me 
and gather information like contacted person of  the company, contact 
details, asset size and authorized capital ,website details , its areas of 
operations, promoter’s name, promoter’s contact, promoter’s mail id, its 
CEO , CEO Linked-in profile , and top 3 business of companies synopsis- 
 



 
 
 
 
 
 
 
 
 



 

 
 INFORMATION ABOUT THE BUSINESS OF THESE NBFC’s- 
 

 



 
 

 

 

 

 



 

 

 

 

 



 

 

 

 

CHAPTER: 4 

LEARNING OUTCOMES 

 

 

 



Learnings- 

 Gained knowledge about various investment choices and equity markets 
and how does various CA’s react about different insurance and loan 
services. 

 Building healthy relations with bank employees is very important to 
increase the sales. 

 In equity schemes and mutual funds, it was necessary to understand and 
convince various schemes aspects according to the customers’ needs and 
preferences and their demands. 

 While dealing with customers, we should be confident and solve all their 
doubts and queries by having proper knowledge of equity markets, loans 
and insurance services, interest rates , business research , mergers and 
acquisitions , investment banking etc. 

 One should have the complete and accurate knowledge of the competitors 
and his/her services. 

 I had learnt about various NBFC’S and their areas of operations and what 
are services and market growth and size of them. 

 I had also gained knowledge about market trends in fin-tech industry and 
company vibgyor and also about equity, debt and marketing skills and 
their unique ideas to sell the product. 
 
 

 

 
 
 

 
 
 

 
 

 
 

 



CHAPTER: 5 
SUGGESTIONS AND CONCLUSION 

 
SUGGESTIONS- 

 It was observed that as per fundamental and industry and technical 
analysis the investment banking and asset and insurance management 
companies is to Increased after analyzing the market trends of the mutual 
fund. 

 After the analysis of the customer observations and behavior it is 
suggested and my opinion is to provide more advertisements in newspaper 
and internet and social media handles and to adopt more aggressive 
marketing strategies to promote the company in order to earn more 
expected returns and profit . 

 The investors and CA’s are advised to invest their funds according to their 
risk appetite for getting maximum and assured returns. 

 My opinion is to emphasis more on investment banking and mergers and 
acquisitions for better return on investment and risk prevention.  

 Also, capital protected schemes which are close-ended policies structured 
and implemented to ensure that investors get their principal amount of 
loan back ,irrespective of what happens to the market growth. This can be 
possible by investing in Zero coupon government securities and stock 
whose maturity is aligned to the scheme’s maturity.  

 Also, liquid schemes which are variant of the investors who invest in short 
term securities. They can deposit in debt securities of up-to 91 days 
maturity.  
 
 
 
 
 
 
 
 
 
 

CONCLUSION 



 
After completion of this summer project I would proudly understand that 
one should keep a view or do different analysis and interpretation before 
investing in loans, home loans and personal loans, equity markets and 
investment and trading in banking and should not be in haste to sell and 
buy shares or portfolios rather have a vision for long term investment and 
profits. One should analyze the business environmental trends in the 
industry and company and the Product life cycle stage of the industry 
before making transactions with the company. 
Also, there was a survey conducted by me with the purpose of  
determining investment banking behavior of consumers and CA’s and 
gathering information about their availability and preferences of loans, 
wealth management services. 
 

RECOMMENDATION 
 

1.) There should be reconstruction of investment banking companies and 
mutual funds. 
2.) People should invest for long –run profitable purposes and higher 
returns on target investing in projects which are optimistic and of Positive 
NPV value. 
3.) Industry trends and growth trends should be taken in account before 
investing in share market and taking loans and insurance services. 
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ANNEXURE-1 

KYC form of channel partners 

 

 

List of channel partners approached and enrolled with their status- 



 

 



 

 
 

 
 
 
 
 
 
 
 
 
 
 


