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had said recently. Powered by
an all-new, BS-VI single-cylin-
der, 349cc engine, the Meteor
350 was launched on 6
November in three variants at
a price range of ₹1.81-.90 lakh
(ex-showroom).

Meteor 350 has amassed
over 8,000 bookings in just six
days of its commercial launch,
the management said.

Meanwhile, Honda Motor-
cycle and Scooter India Pvt.

derbird 20 years ago, people
said it would add more cus-
tomers to the umbrella, espe-
cially those who do not buy the
Bullet,” Lal said. He added that
the company has addressed
the quirks around refinement
and quality that existed in the
predecessor.

The new model is an all-new
platform that Royal Enfield
engineers were working on for
four years, the management

Biden names 

longtime 

adviser Ron 

Klain as White 

House chief of 

staff 
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S
erum Institute of India
(SII) has produced 40 mil-
lion doses of its covid-19

vaccine Covishield and com-
pleted enrolment of 1,600 par-
ticipants for its phase 3 trial,
taking the vaccine a step closer
to its launch.

SII, the world’s largest vac-
cine maker, has partnered with
the Indian Council of Medical
Research (ICMR)
for the trials.
ICMR has funded
the clinical trial
site fees, while SII
has funded other
expenses for Cov-
ishield.

“Based on the
Phase 2/3 trial 
results, SII with 
the help of ICMR, will pursue 
the early availability of this 
product for India. SII has 
already manufactured 40 mil-
lion doses of the vaccine, under
the at-risk manufacturing and 
stockpiling licence from the 
Drug Controller General of 

India,” the Pune-based firm 
said.

At-risk manufacturing refers
to the production of doses
before the trials are completed
and results deemed successful,
given the urgent need for a vac-
cine. Phase 3 trials, which
measure efficacy, are usually
the most challenging of the
three stages of clinical trials.

The human testing of Covis-
hield, originally co-developed
by the University of Oxford and
UK’s Astrazeneca Plc, has been

the most in India,
with the trial
expected to be
completed as
early as next
month. The gov-
ernment is pre-
paring to inocu-
late healthcare
workers from as
early as January, if

the tests are successful.
AstraZeneca signed a pact

with SII in June for manufac-
turing a billion doses of the vac-
cine at its Pune facility, when
approved, for India and other
low- and middle-income coun-
tries. 

SII produces 40 mn 
doses of Covishield

SII completed 
enrolment of 

1,600 participants 
for its phase 3 

trials, and plans to
inoculate health 
workers from Jan
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Ltd (HMSI), India’s second
largest two-wheeler maker,
said on Thursday that it has
delivered over 1,000 units of
the CB350 in 20 days after
starting deliveries. The CB350
is the Japanese company’s first
shot at competing with Royal
Enfield’s 350cc Classic and
Bullet range. Honda sells the
CB350 in two variants costing
₹1.85-1.9 lakh (ex-showroom).

“We study competition, we
understand what they are
doing and we don’t copy. We
do something entirely differ-
ent,” Lal said last week.

Meteor 350 is a strategic
model for Royal Enfield that
marks the beginning of the RE
2.0 plan that entails new prod-
ucts and platforms replacing
the old range, and addressing
concerns around product
quality and after-sales experi-
ence, penetrating deeper into
the domestic and overseas
markets, and adopting digiti-
zation to build new customer
experiences such as a mobile
app for configuring bikes.

Amit Panday
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R
oyal Enfield’s new
Meteor 350 cruiser
motorcycle, which will

replace its popular Thunder-
bird range, seeks to attract
buyers from other motorcycle
brands who plan to upgrade
their ride, a senior company
executive said on Thursday.

“Meteor 350 is positioned to
appeal to the upgrading pool
of two-wheeler customers
from other brands. These are
those who currently ride com-
muter models (100-200cc)
and want to upgrade to bigger
and more premium bikes,”
said Siddhartha Lal, managing
director, Eicher Motors Ltd,
which owns Royal Enfield,
during a call to discuss Sep-
tember-quarter earnings.

“The Meteor 350 will fill in
the void left by the discontin-
ued Thunderbird in our port-
folio. When we were doing the
market research for the Thun-

Meteor to pull other brands’ buyers: Lal

Meteor 350 is a strategic model for Royal Enfield that marks the 

beginning of the RE 2.0 plan that entails new products/platforms.

ies for electronics, while lever-
aging the omnichannel pres-
ence via its store network. 

In partnership with Sam-
sung, Flipkart introduced a
‘Smart Upgrade’ plan, where
users can buy a Samsung Gal-
axy smartphone by paying
70% through EMIs, with the
remaining 30% taken off the
price of the next upgrade. 

Even Amazon India, along
with banks such as HDFC, is
offering additional discounts
on smartphones, running
exchange offers up to ₹6,000,
and providing no-cost EMIs
for up to 12 months in a bid to
boost ‘affordability’. 

Amazon in a recent note
also said that customers were
upgrading their work- and
study-from-home set-up, with
the platform selling 10 laptops
or desktops, nine routers, and
four printers every minute,
during the sales event.

Tarush Bhalla

tarush.b@livemint.com
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E
commerce majors Flip-
kart and Amazon, as well
as omnichannel retailers

such as Reliance Digital, are
making a final push towards
big-ticket electronic and
smartphone sales in the last leg
of Diwali festive sales, with
heavy discounts and quick
delivery options. 

Walmart-owned Flipkart
saw increased consumer appe-
tite for electronics in the run
up to Diwali, as part of its Big
Diwali Sale, which started on 8
November. Demand for elec-
tronics products was almost
double over the year ago. 

Remote working led to
increased demand for laptops
and desktops, audio, con-
nected devices, personal
health care products and other
long-tail devices, which
emerged as top categories for
online commerce firms. 

Amazon India’s month-long
Great Indian Festival (GIF)
sale, which is drawing to a
close on 13 November, saw
over 1.5 million customers
buying smartphones for the
first time. The category got
40% customer growth from
tier-2 and tier-3 cities. 

Reliance Digital, too,
jumped onto the bandwagon,
and is trying to lure customers
with heavy discounts, as well
as three-hour instant deliver-

E-com firms push 
electronics sales

Over 1.5 million people bought 

smartphones for the first time 

during Amazon’s GIF sale. MINT
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T
he administrator of
Punjab and Maharash-
tra Cooperative (PMC)
Bank has reached out to
potential bidders,

including NBFCs, industrialists
and payments banks, to bail out
the troubled lender with a mini-
mum capital infusion of ₹3,500
crore, said two people aware of the
matter, requesting anonymity.

The decision to go for an open
bidding process was prompted by
PMC Bank’s failed attempts to
receive any interest from other
lenders. Cooperative banks and
scheduled commercial banks have
refused to bail out PMC Bank, said
the people cited above.

“The RBI has been very cau-
tious in giving universal banking
licences. PMC Bank has a full-

fledged licence. So, this is a good
opportunity for non-banks to take
it over. One-third of the losses will
also be covered in income tax
rebate,” said the first person. 

With the amendment of the
Banking Regulation Act, coopera-
tive banks were brought under the
regulatory framework of the RBI.

The new investor can request for
conversion of the cooperative
bank into a small finance bank.
The administrator can then
approach the RBI to get the bank
registered as a private sector bank.

“Once the approval is in place,
the assets and liabilities of the
bank will be transferred to the new

entity. For liquidity support,
DICGC (Deposit Insurance and
Credit Guarantee Corp., an RBI
subsidiary) can also extend sup-
port,” said the second person. 

“After covid, all banks are under
stress. Why should they pick up a
bank where they are asked to put
in a huge amount of money? There
is nothing substantial that the
investing bank would get. In the
old days, having a branch network
was an attraction. Today, it is no
longer the case. So, this is an
attractive proposition for potential
investors to enter the banking sec-
tor,” he added.

However, challenges remain
with regards to converting PMC
into a small finance bank. “Even as
PMC Bank is a full-fledged bank,
converting into an SFB will reduce
it to a bank with limited functions.
Thereafter, it will have to wait for
long to convert it into an universal
bank. This will be a long process

and will depend on the RBI’s terms
and conditions,” he said.

Last week, the administrator
A.K. Dixit had invited expressions
of interest from prospective equity
investors for the reconstruction of
the bank. The objective is to iden-
tify a suitable equity investor or
group of investors willing to take
over management control to
revive the bank. The new investors
could be financial institutions,
including banks and NBFCs,
micro-finance institutions con-
trolled by residents, resident indi-
viduals, companies, societies,
trusts or any other such entities. 

PMC Bank had total deposits of
₹10,727.12 crore, total advances of
₹4,472.78 crore and gross non-
performing assets worth ₹3,518.89
crore as on 31 March. Its share cap-
ital was ₹292.94 crore, and it regis-
tered a net loss of ₹6,835 crore in
FY20. The bank has a negative net
worth of ₹5,850.61 crore.

PMC Bank admin seeks ₹3,500 cr

Administrator reaches out to potential bidders after failed attempts to draw interest from other lenders

PCI bosses eye NUE 
licence with So Hum

PMC Bank had total deposits of ₹10,727.12 crore as on 31 March. REUTERS
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N
avin Surya and Vish-
was Patel, the chair-
man emeritus and

chairman of the Payment
Council of India (PCI), respec-
tively, have floated a new
entity called So Hum Bharat
Digital Ltd (So Hum) to apply
for a New Umbrella Entity
(NUE) licence, which was
recently approved by the
Reserve Bank of India (RBI).

So Hum has already
onboarded digital payments
solution provider Infibeam
Avenues as its
first promoter, as
the entity is in
talks to rope in
new partners, and
raise the mini-
mum paid-up
capital require-
ment of ₹500
crore for NUEs.  

In August, RBI
had unveiled the framework
for setting up NUEs, which will
operate pan-India retail pay-
ments systems. It had invited
applications from eligible
firms by 26 February 2021. 

The Reliance Group
through Jio, the Tata group
and a bank consortium led by
State Bank of India are top
contenders for an NUE
licence, and will partner with
various companies, said two
executives of payments firms,

seeking anonymity. Even
Paytm Payments Bank will be
considering applying for the
NUE licence, they added.

So Hum will look at creating
new payments solutions
across domains, including fin-
tech, banking, financial servi-
ces and insurance (BFSI), and
digital commerce, and is in
talks with companies to create
products on specific use cases
to reduce the dependency on
cash transactions. 

The first few domains that
So Hum might look to disrupt
is the microfinance industry
where loans are given in cash.
Another objective is to target

close to 500 mil-
lion users having
low adoption of
digital payments
solutions, in the
next 3-5 years.

So Hum will
not directly com-
pete with existing
players to sell its
solutions, but

work on principles of interop-
erability, and work with
incumbents to deploy its solu-
tions in the market.

So Hum is the second entre-
preneurial venture of Surya,
who previously co-founded
ItzCash Card Ltd in 2007,
which was one of the country’s
first prepaid wallet company,
providing digital payment
solutions for categories like
IRCTC, utilities, corporate gift
and travel verticals.

They aim to apply 
for a New 

Umbrella Entity 
licence, which has 

recently 
approved by the 

central bank




