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Do you have a personal 
finance query? Send in your 
queries at 
mintmoney@livemint.com 
and get them answered by 
industry experts.

Parizad Sirwalla 

I worked for a few years in 
t h e  U S A ,  w h e r e  m y 
employer provided the 
401(k) account. Now, I am a 
resident Indian. However, 
I still maintain that 
account and want to know 
whether I have to declare 
this in my income tax 
returns (ITR)?

—Name withheld on request

Based on the limited infor-
mation provided by you, it is 
presumed that you are an 
Indian citizen and qualify as 
Resident and Ordinarily Resi-
dent and thus you are required 
to disclose the details (in 
ITR-2) of all your foreign 
assets.

Foreign Assets (‘FA’) sched-
ule in the ITR form seeks to 
incorporate the details of 
assets which a taxpayer holds 
outside India. In the absence of 
any specific guidelines qua 
asset, whether an asset is to be 
included or not will need to be 
evaluated basis the nature and 
vesting of the asset, wordings 
and description in the sched-
ule and the limited instruc-
tions/ guidelines in this 
regard.

It is assumed that the 401(K) 
account is a personal pension 

account in the US in which 
both the employer and 
employee contribute during 
the period of service. It would 
be prudent to disclose the 
details of the 401(K) account in 
the FA schedule.

With respect to the specific 
section of the FA schedule 
under which it should be dis-
closed, it would depend upon 
the exact nature of the 401K 
account, which will need to be 
evaluated. In case of the nature 
of account does not fall into 
any specific category, one may 
consider reporting it under 
the residual section D —’Any 
other Capital asset” (as per the 
ITR-2 form applicable for 

financial year 2021-22).

I had invested in an unse-
cured fixed deposit (FD) 
scheme of a company. In 
2018, the company stopped 
paying interest and did not 
return the principal 
amount to depositors. After 
litigation under the Nego-
tiable Instrument Act, the 
company agreed to pay me 
the principal without any 
interest for the period of 
the original deposit or the 
subsequent default period 
—all for a total of about 4 
years. Can I claim any ben-
efit as ‘long term capital 
loss’ for the period in which 
I lost interest on my deposit 
amount while filing my 
income tax return? The set-
tlement was made during 

the current financial year 
and the repayments are 
being made in monthly 
installments.

—Name withheld on request

Based on the information 
provided by you,  it is assumed 
that, as no interest was paid to 
you for the default period, no 
corresponding income was 
also offered to tax by you. In 
such a case, this may only be 
construed as non-realization 
of a potential income, which 
may however not be consid-
ered as a loss for tax purposes, 
even though it may be so in an 
economic sense. Also, such 
loss has not arisen from the 
transfer of the fixed deposit, 
since the principal amount 
itself is being fully repaid to 
you. Hence, subject to a review 
of the underlying deposit 
scheme and terms of the nego-
tiated settlement, a capital loss 
may not be available in this 
case.

Parizad Sirwalla is partner 
and head, global mobility servi-
ces, tax, KPMG in India.

Earlier, in my distribution days, we 
tried something in direct equity. We 
thought that since markets were 
doing well, we could promote direct 
equity to some clients. However, with 
direct equity, you need to track these 
stocks on a regular basis, and we had 
not built a team for that. We found it 
was not something we could manage 
for the client, and a well-managed 
portfolio would be a better approach.
Can you walk us through the 
growth in your practice? 

We have been growing at a CAGR 
(compounded annual growth rate) of 
30-35% in terms of AUA. We now 
have a team of 14 people. We have 
expanded to Bengaluru and Auranga-
bad. Though online as a platform is 
evolving and changing, you need to 
be closer to your clients. So, we felt 
the need to expand the practice out-
side Mumbai. In 2014, we had around 

₹ 70 crore of AUA, today we are man-
aging around ₹400 crore.
Do you practice what you advise? 

When you manage your own 
money, you have to deal with your 
own emotional biases. I don’t mix 
insurance and investment. In equi-
ties, I only put money that I can park 
away for at least five years. I keep 
some liquidity for short-term needs. 
So, I follow these basic principles, 
which I also advise my clients to do.
What has been the most challeng-
ing part about being an adviser? 

One of the hardest parts is to com-
municate effectively so that the cli-
ents can take the right action. For 
example, we had a client who decided 
to exit all his investments, built over 
eight years, when the market crashed 
during the pandemic. We tried 
explaining to him that his goals were 
still 10 years away and so his decision 

would be unwise. But he did not listen 
to us. His decision to exit proved 
costly as the markets rallied sharply 
soon after. So, when clients do not fol-
low your advice, it can get frustrating. 
I always think about how communi-
cation with clients can be improved 
and made effective.

Is there anything in the Sebi 
regulations that you would like to 
change? 

We should not have to appear for 
all these exams at frequent intervals 
to keep our RIA licence. I don’t think 
that is required. 

Sebi is now planning to come up 
with a new category of investors —
accredited investors—to identify 
more evolved and sophisticated class 
of investors. This can open up more 
options for such investors, as well as 
advisers working with such investors. 
So, that is a good thing happening.

‘We tell clients to keep business 
and personal finances separate’

Tarun Birani, founder of TBNG Capital Advisors, says effective communication with clients is crucial 

TARUN BIRANI
Founder and CEO
TBNG Capital Advisors

An RIA's journey
WHEN DID YOU GET THE SEBI RIA 
LICENCE?
In 2014 

HOW LONG YOU HAVE BEEN ADVISING 
CLIENTS?
I have been advising for almost 19 years.

HOW MANY CLIENTS HAVE BEEN 
ASSOCIATED WITH YOU SINCE 
INCEPTION?
We have worked with around 300 families 
so far. Currently, we are working with around 
170 families.

WHAT IS THE SIZE OF THE ASSETS 
UNDER ADVICE?
It is about ₹400 crore.  

WHAT IS YOUR TEAM SIZE?
We have 14 members in our team. We also 
have o�ces in Bengaluru and Aurangabad.

HOW FREQUENTLY DO YOU REVIEW 
YOUR CLIENTS’ PORTFOLIO?
We do portfolio reviews every four months.  

WHAT IS YOU PROUDEST MOMENT 
OF SERVING A CLIENT?
There have been quite a few. Not long 
ago, a 57-year-old businessman came 
to us after losing a big amount of 
money in futures and options (F&O) 
trading. He was very insecure about 
his retirement, but he had a cash 
�ow stream coming in. We used 
that to build up a retirement 
corpus for him. 

DO YOU HAVE ANY 
REGRETS FOR SOME-
THING YOU HAD 
RECOMMENDED IN 
GOOD FAITH?
When we had started out 
in 2000s, since markets 
were doing well, we 
thought we can advise direct 
equities to some clients. 
However, you need to watch stocks 
regularly, if you want to advise on them. We 
had not built our team for this and found a 
diversi�ed well-managed portfolio to be a 
better approach.

A home loan is probably the biggest loan that one takes. Not only in terms of the loan 
amount, but also tenure, which can be 15 years or more. The total �nal amount that one 

pays can be double of what was borrowed. But a home loan is among the cheapest loans 
available, and usually it is the only way a person can buy a house. A home loan is called 
a ‘good’ loan because it helps you acquire a tangible asset that can appreciate over the 

long term. It makes sense to buy a house if you plan to live in it. Given the fact that the 
construction of several housing projects in India continues to be delayed or stalled by 
many years, �nancial advisers say that one should buy a ready-to-move-in house. Here’s a 
look at the lowest home loan interest rates of some leading banks.

Best home loan rates

Source: MyMoneyMantra.comPARAS JAIN/MINT

                                                                                                                                                   Loan amount = �30 lakh. Tenure = 20 years

Lender
Interest 
rate (%)

EMI (�) Processing fee

Indian Bank 8.20-9.70 25,468-28,357 Up to 0.40% (max.₹50,000)

Bank of Maharashtra 8.35-10.55 25,751-30,052 Nil  

ICICI Bank 8.40-9.50 25845-27964 0.50%-2.0% of the loan amount or ₹1500 + GST

Indian Overseas Bank 8.50-9.40 26,035-27,768 Up to 0.50% (max. ₹25,000) + GST

Central Bank of India 8.55-9.60 26,130-28,160 0.50% of the loan amount (max. ₹20,000) + GST

Bank of Baroda 8.60-10.30 26,225-29,549 For loans up to ₹50 lakhs: 0.50% (min. ₹8,500 & max. ₹15,000) + GST

Bank of India 8.60 onwards 26,225 onwards 0.25% of loan amount (min. ₹1,500 and max. ₹20,000)

Union Bank of India 8.60- 10.45 26,225-29,851 0.50% of the loan amount (max. ₹15,000) + GST

Axis Bank 8.60-9.05 26225-27088 Upto 1% of the loan amount subject to minimum of ₹10,000

HDFC 8.65-9.90 26320-28752 For salaried: Up to 0.50% of loan amount or ₹3,000, whichever is higher + taxes

Kotak Mahindra Bank 8.65-9.45 26320-27866 Salaried: ₹10,000, Self-employed: Upto 0.5% of loan amt + taxes and other charges

Punjab & Sind Bank 8.70-9.70 26,416-28,357 0.15% to 0.25% of the loan amount + GST

IDBI Bank 8.75-12.00 26,511-33,033 Up to ₹20,000 + taxes

Punjab National Bank 8.75-11.65 26511-32304 0.35% of the loan amount (min. ₹2,500 and max. ₹15,000)

State Bank of India 8.75-9.40 26,511-27,768 Nil from 4 Oct 2022 to 31 Jan 2023 under Festive Campaign Offer

Data taken from banks' websites as on 5 January 2023. EMI range is indicative and calculated on the basis of interest rate range; it may include other 
charges and fees. Actual applicable interest rate may vary based on the credit pro�le of the loan applicant.

Do I need to declare my US account in ITR?
 ISTOCK

We welcome your views and comments at

mintmoney@livemint.com

HOW SIMILAR ARE 

TARGET MATURITY 

FUNDS TO FDs

I
t’s not an apples-to-apples comparison but there are extensive 
similarities between banking deposits and target maturity 
funds (TMFs). 
The quantum of banking deposits was ₹175 trillion as on 2 

December 2022. This is a substantial number, and quite naturally 
so. The saving populace, particularly in semi-urban and rural 
belts, have an affinity for bank deposits. At the same time, there 
is a positive trend of financialization of savings, which is not just 
in bank deposits but also includes managed investment vehicles 
such as mutual funds, retirement funds, alternative investment 
funds, etc.  TMFs is an investment product in the mutual fund 
space that corresponds to the simplicity of bank deposits. Let’s 
take a look at the similarities between the two. 

In TMFs, there is a defined maturity date which is similar to 
term deposits. For clarity, in the usual open-ended debt funds, 
while you can withdraw anytime, the fund remains there. It is 
only your contribution that you are taking back. 

In a TMF, the entire fund matures on the defined date and 
money flows back to the investors. The other basic parameter 
that defines a bank deposit is the committed rate of return. That 
becomes a bit tricky in the mutual fund space. As per Sebi regula-
tions, MF products cannot be sold on the basis of expected 
returns as they invest in the market. As we all know, the market 
is prone to fluctuations. That is, there cannot be any ‘printed’ rate 
of return on TMFs which can be compared with deposits. Having 
said that, there is a high degree of visibility of returns in TMFs. 

The portfolio yield-to-maturity (YTM), which is available in 
the month-end factsheet gives an approximate idea of the inter-
est rate that is being earned on the instruments in the portfolio. 
The reason for fluctuation of returns in debt funds is that bond 

prices move every day. The impact 
may be favourable when market prices 
move up, and vice versa. However, in a 
TMF, instruments in the portfolio 
mature along with the maturity of the 
product. On maturity, you get back the 
face value of the bond, which is not 
dependent on market price movement 
at that point of time. Hence the portfo-
lio YTM, which is a publicly available 

data, is not exactly a committed return but gives you an approxi-
mation of what you can expect. In TMFs, there is a high degree 
of correspondence between the portfolio YTM and expected 
returns as as the securities mature in line with product maturity. 
Also, there is a portfolio recurring expense, which is publicly 
available. This may be deducted from the portfolio YTM for a 
closer perspective.

The other aspect that would be top-of-the-mind for investors 
is safety. In a bank deposit, there is a committed rate of return. 
This is not contingent upon the NPA level of the bank. However, 
in case of mutual funds, the risk is on the investor. If there is any 
credit accident, the loss will not be borne by the MF. From this 
perspective, the credit quality of the TMFs available, at least till 
this point of time, has been top notch. 

Portfolios comprise either government securities which are 
zero default risk, state government securities which also are clas-
sified as G-Secs by the Reserve Bank of India (RBI), or AAA rated 
bonds of Public Sector Undertakings, or a combination of these. 
Hence, investors need not worry on the safety aspect of TMFs. 

Liquidity is relevant; bank deposits can be liquidated at any 
point of time, but there may be premature withdrawal penalty. 
TMFs are liquid. If they are in the form of ETFs (exchange traded 
funds), they have to be sold on the exchange. If they are in the 
form of an index fund, there is purchase and redemption with the 
asset management firm like with any other open-ended fund.

Conclusion: Subsequent to interest rate hikes by the RBI, 
portfolio YTM of funds as well as rates on bank deposits have 
moved up. In TMFs, as long as you have a horizon of three years 
or more, you get tax efficiency, which gives you net-of-tax higher 
returns over bank deposits. 

Joydeep Sen is a corporate trainer and author.

In a TMF, 
instruments in 
the portfolio 
mature along 
with maturity of 
the product

Jash Kriplani

jash.kriplani@livemint.com

T
arun Birani worked at a 
couple of brokerage firms 
in the early part of his 
career and that’s when he 
became disillusioned with 

the fact that most advisers were 
merely peddling investment  prod-
ucts rather than helping clients 
understand and meet their long-term 
goals. And this led him, in the early 
2000s, to start his own advisory prac-
tice, much before market regulator 
Securities and Exchange Board of 
India (Sebi) carved out a separate cat-
egory for financial planners—Regis-
tered Investment Advisers (RIAs)— in 
2013. Birani, who now handles ₹400 
crore of assets under advisory (AUA), 
looks back at his financial journey 
over the years in this special Mint 
series commemorating a decade of 
Sebi’s creation of RIAs (Mint has been 
speaking to advisers who have com-
pleted or are nearing a decade in the 
profession).  Edited excerpts from an 
interview:

Describe your career before you 
became an RIA? 

I hail from a small town, Bhilwara 
in Rajasthan, and came to Mumbai for 
my education in 1997. After my grad-
uation, I did MBA in finance. I worked 
in various internships, then worked at 
a couple of brokerage firms. But I 
soon realized the focus was on push-
ing investment products to clients, 
and there was no advisory focus. At 
that time, mutual 
funds were a new 
product in the 
market. Not many 
clients had mutual funds in their 
portfolios. I founded TBNG Capital 
Advisors, and started my own prac-
tice in 2004. In 2010, I did my certi-
fied financial planning (CFP) course, 
which changed my perspective of the 
industry. I got really interested in 
goal-based investing, which helps cli-
ents during different stages of their 
lives.

I started offering financial plans 
from 2010. In 2013, when the Securi-
ties and Exchange Board of India 
(Sebi) came up with the framework 
for registered investment advisers 
(RIA), we applied for this because I 
genuinely felt that we should work 
more as a fiduciary than as a broker.
What was the financial advisory 
landscape before the RIA regula-
tions were introduced?

The focus was more on selling a 
single product. There was no multi-
asset approach. And, real estate and 
gold formed a larger part of client 
portfolios. Other financial assets were 
not so prominent. Clients were also 
surprised that they had to pay fees for 
getting financial advice. Fee-based 
advice model was new in India. 

Tell us about your first client and 
your first year of practice. 

My first client was a friend. One day 
he asked if I could help him in manag-
ing his assets. This was when we 
started back in the early 2000s.

The first year  as an RIA (after get-
ting RIA license from Sebi) was not 
very different in terms of our practice  
as we had already adopted a financial 
planning approach. We were very 
selective in terms of choosing clients. 
We preferred those with a goal-ori-
ented mindset and a long-term 
approach to investing. 

From a regulatory perspective, the 
first year was quite different as we had 
to take a lot of compliance-related 
approvals from the clients, including 
a letter of engagement signed by the 
client. A lot of our time also went in 
developing systems and processes.
What has been your proudest 
moment of serving a client? 

There have been quite a few 
instances. A 57-year-old businessman 
came to me after making huge losses 
in futures and options (F&O) trading. 
He was very insecure about his retire-
ment despite having a steady income. 
So, we put in place a goal-focused 
plan and slowly built a corpus for his 
retirement. We are in the eighth year 
of that plan. We have helped him 
achieve financial freedom  and his 
portfolio has a very good balance in 
debt and equity.

Another client was a professional 
who liked to dabble in different asset 
classes. If he liked crypto, he would 
ramp up investments in that asset 

class. There was a 
lack of focus on 
building a portfo-
lio for long-term 

stability. We moved him from a con-
centrated (flavour of the season) 
investment approach to a diversified 
long-term portfolio approach.

Investments for your own and that 
of your children’s future should not  
be held in speculative assets. After 
advising him for 2-3 years, the client 
started focusing on goal-based plan-
ning. Both his children are now 
studying abroad. Their education has 
been funded from this corpus. He is 
just 44 year old, but his retirement 
corpus is more or less ready.

Then there were two businessmen 
who had mixed up their personal and 
business finances. I explained to them 
that the future of their families would 
be at stake if something were to go 
wrong with their business. It is 
important to separate business and 
personal finances. And in the pan-
demic, this is what helped them. 
Their businesses shut down but they 
had their personal finances in place 
and it helped them sail through dur-
ing this tough phase.
Did you ever regret something 
that you had recommended in 
good faith? 

A DECADE OF RIAsm
A MINT SERIES


