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Disclaimer

This presentation and the accompanying slides have been prepared by Poonawalla Fincorp Ltd. solely for informational purposes. They do not constitute
an offer, recommendation, or invitation to purchase or subscribe for any securities. Furthermore, they should not be relied upon as the basis for any
contract or binding commitment. Any offering of securities by the Company will only be made through a statutory offering document that contains
detailed information about the Company.

This presentation contains forward-looking statements regarding the Company's future business prospects and profitability, but it is important to note
that these statements are subject to various risks and uncertainties. The actual results may differ significantly from what is stated in these forward-
looking statements. Risks and uncertainties related to these statements include fluctuations in earnings, our ability to manage growth, competition,
economic conditions in India and abroad, attracting and retaining skilled professionals, as well as government policies and actions. The Company does
not guarantee any updates or announcements regarding these forward-looking statements. The Company's future performance may be impacted by
various risks, uncertainties, and factors, leading to results that differ significantly from what is expected. Factors such as changes in regulations,
compliance with capital adequacy norms, fluctuations in collateral value, management of NPAs, fraud, interest rate volatility, and economic changes in
India can all affect the Company's outcomes.

The information in this document is being provided by the Company and is subject to change without notice. The accuracy, completeness, and fairness of
the presentation have not been independently verified. No representation or warranty, express or implied, is made regarding the information contained
herein, so reliance should not be placed on it. The Company will not be held liable for any statements made or events arising from it.

Distribution of this presentation may be limited by law in certain jurisdictions, so individuals who receive this presentation should familiarize themselves
with any applicable restrictions and comply with them.



POONAWALLA
FINCORP

Table of Contents
Key Highlights
Business Overview

Financial Overview

Board of Directors, Management Team, ESG and Awards




POONAWALLA
FINCORP

POONAWALLA
FINCORP

INTRODUCING
THE SAFEST & FASTEST
WAY TO GET FUNDS

1. Key Highlights



Q2FY 26- Financial Highlights }P

AUM growth at 68% YoY

= Equity infusion of ~Rs. 1,500 cr. on

“ preferential basis by the promoter

= Strong AUM growth with healthy momentum

47,701 Cr €905 Cr X387 Cr across all products, new products
4+ 68.0% YoY 4 40.3% YoY 4 38.5% YoY contributed 8%
$15.6% QoQ $17.8% QoQ $19.1% QoQ

= Secured on-book mix at 56%
= Opex to AUM stable at 4.8% even with

GNPA ongoing investment in the new businesses

= Improved Asset quality with reduction of 25
1.59% bps in Gross NPA. No accelerated write-off
during the quarter

= (Capital adequacy ratio remained healthy

NII includes fee and other income = Enhanced distribution reach with 260+
branches (incl. 160 gold branches as of
date)

20.85% X74 Cr
$18.5% QoQ {25 bps




Q2FY26- Business Update

Healthy traction in newly launched businesses

PL Prime = Healthy average monthly disbursement of ~400 crores in Q2FY26

160 branches launched till date across Gujarat, Haryana, Rajasthan and Maharashtra

Gold Loan On track to launch 400 branches by March-26
Consumer = Live with 10,000+ dealers across ~190 locations 2090+ crores
Durable Loan = On track to be present at 12,000+ dealer points by March-26 " new product disbursement
| in Q2FY26 '

Commenced CV business across 49 locations in 12 states
Onboarded 450+ Channel partners to widen reach in all key markets

Commercial
Vehicle Loan

200+ dedicated sales team along with ~200 partners including key education consultants as of Sep'25

Education Loan On track to scale-up network to 500+ education consultants by March-26

New products™ disbursement contributed 17% to total disbursement

*New products include PL Prime, Gold Loan, Consumer Durable Loan, Commercial Vehicle Loan, Education Loan & Shopkeeper Loan
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Our Vision and Mission P

To be the Most Trusted Financial Services brand
» Trust: Denotes legacy and brand promise
Vision > Financial Services: Holistic term that broadly defines the current and future business
expansion
@ To help our customers succeed financially, and our values guide everything we do: Ethics,
Integrity, Inclusion, Teamwork and strive to be the financial partner of choice for our

Mission customers, aiming to make a positive impact in our communities.




Sustainable, Predictable and Productive business
Solidify, Expand and Scale

Shaping up a Sustainable, Predictable and Productive Business

. Scale
l =  Strengthened digital acquisition
strategy, with tech interventions
° Expand on perf marketing & partnered
l with 30+ digital affiliates &
FY25 = Industry-first digital journeys 24X7 will build publisher networks to improve
Solidif scale over 3-4 quarters; Launched PL Prime acquisition quality at lower CAC
onwards oliairy Digital 24x7 and Business Loan 24X7 *  App & website performance
. o = Diversified portfolio across secured and enhancements for organic
» Deep Product and Risk expertise in unsecured products: Launched 6 new growth

each of our asset classes that products *  Advancing Channel Partnerships:
blends decades of experience with Onboarding dealers, DSAs,

Aspiration for 5-6x sharp and proven capabilities on partners across geographies
AUM over next 5 years what works
»  Culture of passion, driving
execution & results with speed and
scale

Expanding ‘Phygital’ model: Plan to launch
400 branches in FY26
* Deepening customer

»  Launch of new businesses and plan of 400 =
engagement and stickiness

gold loan branches in FY26 will witness
Opex increase in first 2 quarters, however, ®  Cross-sell to customer cohorts

) ] by Q4FY26, we anticipate Opex as percent for high customer lifetime value
" Alfirstapproach across functions of AUM to stabilize at prudent levels, at lower acquisition cost
reflecting operational efficiencies & = Gaining market share each year
scalability
Becoming the financial partner of choice for our customers m



Launch
Time

e
PL Prime

Launched industry-
first PL Prime Digital
24x7 in March-2025
Quiality of customers
Foundation for cross-
selling other products
Launched digital
journeys and physical
distribution platform
For Salaried customers
of top corporates

August-2024

3

Education
Loan

High Customer
Lifetime Value
Well-defined
end use

Cross sell
opportunity to
both parents
and students

New products launched

Risk diversification and Cross-sell flywheel

="

Commercial
Vehicle Loan

Secured business
Low finance
penetration in Used
CVs

Cross-sell
opportunity

Focus on Used CVs

March-2025

Consumer
Durable Loan

Build large customer
franchise

Become a household
brand

Brand visibility across
geographies

Build high yielding
cross-sell models
Cross-sell opportunity
for other products

tH

Shopkeeper
Loan

Business happens at
POS

Both physical and
digital models

No incremental
branch infrastructure
cost

April-2025

New products launched

Gold Loan

Secured business
Geographical
expansion: High
potential in T2/T3
markets

400 branches to be
launched in FY26
with very strong
cross-sell machine
High RoA business



Delivering comprehensive financial solutions

Optimized secured and unsecured mix of products

HEOO@E

2

Loan Against Property
« Loan from 51 lakhs to X25 crore
» Tenure: 3-15 years

Business Loan
e Loan from X5 lakhs to X1 crore
e Tenure: 6 to 60 months

Pre-Owned Car
e Loan X2 lakhs to X75 lakhs
e Tenure: 12 to 72 months

Digital PL

e Loan from 50K to X5 lakhs
e Tenure: 24 to 36 months

Professional Loan

* Loan %1 lakh to %75 lakhs
e Tenure: 12 to 60 months

Mid-market and NBFC

- Secured loans
« Loans to well-rated selected corporates

Machinery & Medical Equipment Loan

¢ Machinery Loan from X5 lakhs to X5 Crore; 12-60 months
* Medical Equipment Loan from X5 lakh to *10 Crore; 12-84 months

Prime Personal Loan

e Loan from X1 lakh to 50 lakhs
e Tenure: 12 to 84 months

Education Loan

e Loan from X1 lakh to X3 Crore
» Tenure: Up to 15 Years

Commercial Vehicle Loan

» Loan from 75,000 and 1 lakh for Used & New CV
respectively and upto X1 Crore
e Tenure: 12-60 months

Shopkeeper Loan

+ Loan from X1 Lakh upto %15 Lakhs
¢ Tenure: 6-48 months

Consumer Durable Loan

e Loan from X5,000 to X5 Lakhs
e Tenure: 3-24 months

Gold Loan

e Loan from 25,000 to X50 Lakhs
¢ Tenure: Upto 12 months

©
()
(=)




Phygital Distribution Model

An architecture for customer sourcing

Sourcing of customers
through direct channels,
channel partners and call

centers

Sourcing of customers
through partnerships and
digital aggregators for
various product offerings

Social Media

, App
Website :

Branches
FOS Call Centers Channel

Partners

Digital 24X7 Building Performance  Al-enabled
products  comprehensive marketing Website & App
MarTech stack  optimization transformation
(Marketing
Technology)



Leveraging data analytics

Application across Product & Credit lifecycle

Prospect Acquisition

Storage
Cleansing
Profiling

Enrichment DQI

-
1) DataMarts

CxXO a/cp

Pre-Sourcing

Market Insights
Propensity Models
Persona

Personalized
Nudges

Acquisition
Application Models
Multi-Bureau
Banking Models

Ensemble Models

Affluency Models

E@j Al/ ML Techniques

J=® Reinforcement Learning

Fraud Control

Identify Theft
Intent Risk
Graph Analytics

Document
Tampering

g&z Hyper personalization

Alternate Data
_ & Partnerships Score

Post Sourcing
Behavioural Score
Cross Sell Models
Churn Analytics
Limit

Enhancement/
Reduction Models

=

Collections

Early Bucket Models
Channel Analytics

Allocation
Optimizer

Recovery Models

@ﬁl
‘Qc;x

Enriched Customer Experience



Al-led digital strategy ]P

One-stop shop for customer servicing and value-added services

Disbursement through App for PL has already picked-up and web-based loan applications and
complete digital onboarding will be replicated for other consumer products

Digital Onboarding Account Aggregator Alternate Data Dedicated Customer
based Banking App & Call Support

eKYC & Signing Al & ML models Intelligent System
Based Decisioning

App will evolve as a one-stop shop for customers

Servicing Features Engagement Features

Enhancement of the interface to improve interactivity
and usability

Multiple AI projects launched and are running live

Enhanced value-added services for customers



Al-Solutions transforming our functions
Improving Risk efficiency, Higher Productivity and Enhancing Customer experience

10 New Projects added bringing total to 45 AI-Solutions | 16 Successfully Delivered and 29 Underway

Projects

%

Recruitment
Al-led Talent Acquisition

Quality Assessment tools for calls &
emails

Employees:

1. MS-Teams based
Employee conversational
agent

2. Early Warning System

3. Skill Building &
Enhancement Assistant

4. Candidate Search -
Sourcing Engine

5. ER Governance Tool

1. Predictive Analytics for
Anticipating Customer Needs

2. Customer Service Al agent (with
voice and chat)

3. Human Agent Assist

1. Agentic Layer
automating data
discovery, model
algorithm selection,
and repository
creation for efficient
review

Admin and Infrastructure-3

Project Implemented

1. AI-driven Agreement Validation.
2. Legal document vetting, Title
Search, contract analysis, etc. in
multiple languages

3. Travel booking automation

1. Finance Bot

2. Payment
Operations

3. Invoice Auto
Verification
(Phase 1)

4. Treasury

5. Taxation

1. RC Limit Management

2. Operation Governance

3. Re-KYC

4, Auto Knock Off/ Waiver in
Matured Contracts

5. Stamp Verification

6. Disbursal Process Al agent

Project Underway

1. DartGenie: Teams can
directly create and build
reports using natural
language

2. BuildBuddy: Integrating
Co-Pilot with existing
toolkits to boost
development efficiency and
accelerating deployment

Commercial Business - 2

1. Cross-sell Contact Center-Al
Automation
2. A Gen Al Voice Bot

1. AI-powered tools to streamline the operational aspects of the underwriting
process

2. Al-based support tools for faster and standardized data interpretation

3. Optimized document parsing and validation to assist credit teams in decision
workflows

4. Enhanced multi medium customer and stakeholder communication automation in
the underwriting process

5. Risk Hindsight Automation

6. Al Driven Fraud Risk Management

7. Al Driven Data Entry

1. Al Driven RPA

2. Competition Mapping

Collection-1

Unified Platform transforming collections journey

Audit and Compliance-6

AlI-based Regulatory requirement scanning & Recommendation provider

Collaborated with ServiceNow to deploy Generative Al solutions for audit and
governance.

Enhanced Customer Experience |Higher Productivity | Improved risk efficiency

1. Anomaly detection in Accounts
2. Proactive Portfolio Monitoring
3. Develop Suspicious Transaction Report with help of AI/ML/LLM

4. Reglntel

1. Awarded “Most Innovative Practice Award” for Credit Underwriting & Talent Acquisition - Cll at the National Artificial Intelligence Awards 2025
2. Winner in ‘Future of Work’ category at FICCI National HR Innovation Awards



Risk Management integrated into the strategy

Comprehensive risk management framework

%

Liquidity
Risk

mhdm

-

Regulatory
Risk

pNAGEMENT ARCH TEcy.
Y,

=
—]

Credit
Risk

Infosec
Risk

Re

@
&)
Operational
Risk

Fraud
Risk

Risk Management Strategy

; =

Focus on Retail
Lending

Product
Diversification

Extensive use of
Analytics

Strengthening
Monitoring &
Governance

Strengthening
Lending
Framework

Creating a granular retail loan portfolio with low concentration risk
and prudent mix of secured and unsecured offerings

Diversification of product portfolio for risk-calibrated growth;
Catering to all segments of the economy viz. Individuals, MSMEs,
Corporates

Leverage bureau information as well as alternate data for sharper risk
segmentation; Granular customer segmentation for calibrated risk-
rewards

Enhanced credit risk monitoring with focus on real-time Through-
The-Door (TTD) portfolio quality; Product program approach with
well-defined risk triggers

Leveraging technology through use of Al/ML for predictive risk
modeling and credit scoring; Initiative to use technology in Risk
Management



Adopting an industry-first approach in Collections
Leveraging Technology, Analytics and Al

Use of Technology and driving

adoption across the
frontline teams

0

(2

(3

Implemented Automated allocation
systems to enhance speed of
collections

Implemented Real-time
performance monitoring dashboards
and robust review mechanisms

Implemented Campaign
management smart platform to
optimize campaign performance and
manage multi-channel
communication effectively

Driving higher Productivity &
Operational Efficiency

+

Application of Analytics & Al —

optimal use of structured & | 1919

unstructured data —

€) Risk ranking ML models based on
internal & external data points

@ Trials using Gen Al to derive

insights from unstructured data
Working towards Self-learning

designs for campaign optimization

Enhanced decision making and
predictive accuracy

»

»

Transforming into operational
efficiencies & enhancing
stakeholder experience

0

(2

©
(4

Optimize the bandwidth of line

management teams and optimize
productivity

Enhanced visibility of team'’s
performance to internal and
external stakeholders. GenAl based
Co-pilot in development for focused
insights.

Prepare for scale

Enhanced compliance and
governance mechanisms

Higher Collection efficiencies

Continued focus on strategic initiatives to enhance collection infrastructure



Deepening engagement with all stakeholders

Fostering strong relationships across the value chain

Employees

* Al Led HR Transformation : Reimagined HR interventions
through intelligent, scalable solutions to boost efficiency
and employee experience

 Transparent & Inclusive Culture: Regular feedback loops,
townhalls, and digital engagement platforms keep
communication open and two-way across hierarchies

* Recognition & Performance: Recognition and reward
systems continued to evolve to be fair, inclusive, and
aspirational

* Workplace Wellness: Wellness 360 strategy recognizes
that employee wellbeing is foundational to long-term
performance

* Learning & Development: Strengthening organizational
agility through continuous learning, succession planning
and cross functional leadership development - ensuring
business continuity and long-term growth

Channel Partners

Increase partner visibility and reward &
recognize them in their growth journey

Increase in channel partners across
new product categories

Enhance transparency & turn around
time (TAT) through seamless business
processes & technology

Upgrade to a quick and effective
feedback and query resolution
mechanism

Customers

Holistic customer engagement
plan

Personalize services and
products to meet customer
expectations

Strengthen quick and effective
query resolution mechanism

Increase in cross-sell and
deepening customer
engagement



Human Resources: Planned Innovations and Goals

@ To enable both HR and employees to complete HR-related tasks with minimal effort,
aiming to achieve “Zero Clicks” experience

Employee Development

Prioritizing employee development by continuous

learning and interventions to enhance productivity (‘» 4 .

and ensure their long -term success s&a‘ our Cult &/e
ur cuiture

2 Candidate Experience

Al-enabled systems providing the best

support throughout the application Customer-First
process to prospective candidates
, Governance-First
3 Employee Lifecycle Management:
Al-enabled tools for continuous support to Risk-First
employees from Onboarding to Career Development
Focus on employee wellbeing Al-First

4 Empowering Managers

Managers to be equipped with Al-driven insights
empowering decision making

Impact

Increased engagement with employees
promoting their learning and development,
navigation of career paths, and informed career
choices

Better outcomes for both the candidates and
our hiring process.

Transforming various stages of employees'
journey.

Fostering employee engagement with enhanced
satisfaction and focus on wellness

Improving managerial efficiency and fostering
leadership development

Leveraging Artificial Intelligence (Al), Machine Learning (ML) and Automation with emphasis on Large Language Models (LLMs).
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Assets Under Management
Solid AUM growth with right product mix

= Robust AUM growth across all products, new products contributed 8% to total AUM
= Secured to Unsecured on-book mix at 56:44

Assets under Management [ crore] AUM Mix

+68%YoY
MSME 36%

47,701
41,273 Loan Against Property 26%

30,984 -
28,396 ’ Personal and Consumer [N 26%

Discontinued [Legacy + DA 1%
Sep-24  Dec24  Mar25  Jun-25  Sep-25 [Legacy + DA] [ 1%

[
MSME includes Business Loans, Mid-market, NBFC lending, SCF, LTP, Shopkeeper & Equipment Loans || Personal & Consumer Includes PL Prime, Instant Consumer Loan, Gold Loan, Education Loan & CD Loans m



Composition of Borrowings
Diversified liability profile

= Total borrowings as on September 30, 2025, at X35,717 crore. Diversified borrowings across instruments and institutions

= During Q2FY26, raised 2,355 Cr through NCD (including Sub-debt) to increase the proportion of long-term borrowings | NCD
contribution further increased to ~27% of total borrowings against ~24% as on June-2025

= Low leverage with D/E of 3.64x, providing enough headroom for growth
= Healthy mix of Short-term and Long-term borrowing ensuring positive ALM and optimized cost of borrowing

Instrument wise Institution wise
1% 1% 1% 3%
1% 8% o é% 1% 8% 1% 21% 17% 1|7I0/E
21% 16% 0 ’
0 26% 10% 17% 10%
22%, 22%, 10%
10%
(o)
47% 48% 44% 2% oL o
Sep-24 Mar-25 Sep-25 Sep-24 Mar-25 Sep-25

Term Loan * CC/WCDL ®CP = NCD = ECB mSub Debt [NCD+ TL] mOthers Bank ~FI =Mutual Fund ®Insurance mOthers



Optimizing Cost of Borrowing

Significant reduction in cost of borrowing along with enhanced diversification

8.16%
— 8.10%
— 8.06% 8.07% 8.04%
7.69%
QIFY25 Q2FY25 Q3FY25 Q4FY25 QLFY26 Q2FY26



ALM statement and Liquidity
Structural Liquidity Statement as on September 30, 2025

Liquidity as on September 30, 2025, stood at 6,261 crore in the form of cash, cash equivalents and undrawn bank lines

Cumulative inflows (X crore) Cumulative outflows (X crore) 52,852 52,852
43,193
'""742,519
38,28037,520
21,646
11524 15,573 17,520
8,578 ’ 7,571
3,074 o 35931,088 4594 2,088 4,687 5,528

8-14 days 15-30 days 1-2m

Cumulative Positive Gap 2389 2505 2506 3891 5996 8002 4126 760 674 0

Cumulative (%) 349% 230% 120% 83% 108% 106% 24% 2% 2% 0%

Classification | INTERNAL



Credit Rating

Highest rating - AAA

C
Long-term Ratings* Short-term Ratings**
CRISIL Ratings CARE Ratings CRISIL Ratings CARE Ratings
Q2FY26 AAA/Stable Q2FY26 Al+

*Long-term rated instruments includes Bank Facilities, NCD and Subordinated Debt | **Short-term rated instrument includes Commercial Paper



Net Interest Income (NII) and Operating Expense
Healthy growth in net interest income; Opex to Average AUM stable

©
NIl (X crore) Opex to Average AUM ratio
o0 +40.3% YoY 5 4%
715 768 v — N
645 672 4.8% 4.8% 4.8%
I I I I :
Q2FY25 Q3FY25 Q4FY25 Q1FY26 Q2FY26

Q2FY25 Q3FY25 Q4FY25 Q1FY26 Q2FY26

Cost to Income ratio

56.7% - =
0 0
53.4% >77% >7.3%

44.5%

NII grew by 40.3% YoY despite higher secured mix

Ongoing Investment in the new businesses
Stable Opex to Average AUM at 4.8%

Q2FY25 Q3FY25 Q4FY25 Q1FY26 Q2FY26

NII includes fee and other income | Adjusted for X71 crore one-time expense, Q2FY25 cost-to-income was 45.7% and Opex-to-AUM was 4.4%



Asset Quality Trend

Improved Gross NPA; Adequately provisioned

> Improved Asset Quality with 25 bps lower GNPA at 1.59% ; NNPA at 0.81%

» PCR stands at 49.65%

> Credit cost as a percentage to average AUM has remained stable at 2.67%

GNPA and NNPA

=o=GNPA =—+=NNPA

2.10%

0.67%

0.32% 0.3

1.85%  1.84% 1.84%
1.59%
0.81%  085%  0.85% 0.81%
Q1FY26  Q2FY26

Q1FY25  Q2FY25 Q3FY25  Q4FY25

Particulars (X crore) Sep-24 Dec-24 Mar-25 Jun-25 Sep-25
Stage 1 Assets 24,771 27,811 32,417 37,440 43,443
Stage 2 Assets I N 629 rreeenn S e 77
Stage 1 (%) 0 95.0%. o0 956%, 96:3%..vvremn 96:5% v, 07:1%...
Stage 2 (%) 2.9% 2.6% 1.9% 1.6% 1.3%
Stage 1 PCR 2.8% 2.1% 1.3% 1.0% 0.7%
Stage 2 PCR 34.3% 30.4% 27.3% 23.7% 23.6%
Stage 1 & 2 PCR 3.7% 2.8% 1.8% 1.4% 1.0%
Gross NPA (Stage 3) 547 539 619 712 711
Net NPA (Stage 3) 85 233 282 328 358
Gross NPA (%) 2.10% 1.85% 1.84% 1.84% 1.59%
Net NPA (%) 0.33% 0.81% 0.85% 0.85% 0.81%
PCR (%) 84.47% 56.79% 54.47% 53.93% 49.65%

I



Profitability

Building new businesses for sustainable, predictable and profitable growth

PPoP (X crore)

373 333
279 I

Q2FY25 Q3FY25 Q4FY25
RoA
0.26% 0_-76%

-7.00%

Q2FY25 Q3FY25 Q4FY25

Q2FY25 RoA, PBT and PAT includes One-time Opex of X71 Crore and one-time provisioning of X 666 Crore in STPL book

Q1FY26

0.68%

Q1FY26

38% YoY
387

Q2FY26

0.69%

Q2FY26

PBT and PAT (X crore)

80 62 63 74

50 20 B2 e

-471

Q2FY25 Q3FY25 Q4FY25 Q1FY26 Q2FY26
= PBT B PAT

PPOP increased by 38% YoY & 19% QoQ despite ongoing
investment in new businesses.

PAT increased by 18.5% QoQ



Profit & Loss Statement

I crore
Total Interest Income
Interest expenses

Net Interest Income (NII)
Cross sell Income

Servicing Income
Other Income

Net gain on derecognition of financial instruments
NII (inc. fees and other income)

Operating expenses

Operating profit

Credit cost

Profit/(Loss) before tax

Tax

Profit/(Loss) after Tax

Q2FY25
911
352
559
12
39
8
28
645
366
279
910
(630)
(159)
(471)

Q1FY26
1,185
546
639
35
31
0
63
768
443
325
241
83
21
63

Q2FY26
1,402
638
764
68
37
0
35
905
518
387
288
99
25
74

Q2FY25 PBT and PAT includes One-time Opex of ¥71 Crore and one-time provisioning of X 666 Crore in STPL book



II Balance Sheet

Cash & Bank Balances

Receivables 15 28 40
Loans 24,646 37,863 43,910
Investments 1,219 1,004 1,656
Other Financial Assets 213 222 345
Non-Financial Assets 701 777 832
Total Assets 26,931 39,911 46,909
Borrowings 18,107 30,533 35,717
Other Liabilities 809 1,165 1,369
Share Capital 155 155 161
Reserves & Surplus 7,861 8,058 9,661
Total Liabilities 26,931 39,911 46,909
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Board of Directors

Commanding the course with the best governance standards

Mr. Adar Poonawalla
Chairman & Non-
Executive Director

CEO of the Serum Institute
of India (SlI), the world’s
largest vaccine
manufacturer by the
number of doses produced
and sold a year

Graduated from the
University of Westminster
in London

Founder of Poonawalla
Fincorp and Villoo
Poonawalla Charitable
Foundation- launched to
focus on increasing
education, healthcare, safe
water and environmental
sanitation

Mr. Arvind Kapil
Managing Director
& CEO

Served as HDFC Bank’s
Group Head overseeing
the mortgage banking
business with a book size
of 7.5 lakh crore. Also
spearheaded the retail
lending franchise at the
HDFC bank. With an
illustrious tenure
spanning over 25 years,
Mr. Arvind Kapil has
been atrailblazer in
harnessing digital
solutions to revolutionise
customer experience and
groundbreaking
innovations

—\&y )
M§7
1DIRE

Mr. Sunil Samdani
Executive Director

Seasoned financial
professional and a
strategic thought
leader, with over two
decades of rich
experience in the BFSI
sector.

Served as Executive
President and Chief
Financial Officer of
Bandhan Bank,. Chief
Financial Officer at
Karvy Financial
Services Limited, where
he set up the treasury
and finance functions
for the NBFC

Ms. Sonal Sanjay Modi
Non -Executive Director

Mr. Kewal Kundanlal Handa

Independent Director

Mr. Sanjay Kumar
Independent Director

Mr. Prabhakar Dalal
Independent Director

Mr. Bontha Prasada Rao

Independent Director

Ms. Kemisha Soni
Independent Director

Mr. Rajeev Sardana
Independent Director



Management Team
Leading the next phase of growth

VIR
Mr. Arvind Kapil Mr. Sunil Samdani Mr. Sanjay Miranka Mr. Shriram V. lyer Mr. Vikas Pandey Mr. Veeraraghavan lyer
Managing Director & CEO Executive Director Chief Financial Officer Chief Credit & Analytics Chief Business Officer - Chief Business Officer -
Education: AMP-Harvard ducation: ) Officer Consumer Business Commercial Business
Business School, Masters Education: CA, EDP from  Education: CA and CS Education: MBA, MDP- IM-A  Education: MBA Education: MMS, BE

I5B Experience: Aditya Birla Experience: HDFC Bank Experience: HDFC Bank Experience: HDFC Bank

program - [IM-B Experience: Bandhan Bank  Finance

Experience: HDFC Bank

Mr. Harsh Kumar Mr. Bhaskar Pandey Mr. Bholananda Behera M’:: Nitin San'e g M": Salil Hajarnis .
Chief Human Resources Officer  Chief Risk Officer Chief Compliance Officer Chief Internal Auditor Chief Technology Officer
& Head-Artificial Intelligence Education: MBA and MCA Education: MBA HR, PG- Education: PGDM in Education: BE, PGDM
Education: MBA- HR and BE Experience: HDFC Bank Senior Leadership XLRI Financial' Mar?agement, Experiech: Fiserv,
Experience: CSB Bank, HDFC Experience: HDFC Bank, Mastef’s in Criminology Capgemini

' ’ Canara Bank Experience: Rabo Bank
Bank Group

AMP: Advance Management Program | EDP: Executive Development Program | MDP: Management Development Program



ESG delivering sustainable long-term value to stakeholders
Prioritising responsible business practices

Environment

We are committed to sustaining our environment by
responsibly maintaining and optimising our assets
regularly. Our key initiatives would lead our business
operations to run smoothly and create a friendly
environment for all.

Green Infrastructure And Energy Efficiency

» Head office operates from a Platinum-certified Green Building,
constructed with recycled materials and fitted with energy-
efficient infrastructure.

» As part of our ‘Go Green’ initiative, we procured renewable
energy from the Maharashtra State Electricity Board to power
our corporate office.

» To further reduce energy consumption, we implemented
efficiency upgrades across our office network. These include
LED lighting, retrofitted appliances, and the modernisation of
older systems.

Responsible Disposal And E-waste Management

* In our offices, we are replacing paper cups with rice husk
alternatives and using recyclable paper rolls to promote
sustainability.

DEFINING A BETTER TOMORROW

Social

We are committed to investing proactively
in our workforce and fostering positive
relationships with external stakeholders,
including customers, lenders, vendors,
and communities. Our social commitment
is centred on prioritising people and
building lasting partnerships for mutual
benefit.

Expanding Access To Healthcare
= In partnership with Grant Medical Foundation,

we provided medical equipment to increase
accessibility and availability to health care
facilities for the underprivileged.

Unlocking Opportunity Through Sport
= Engaged with Sindola Sports India Foundation,

the agency which is creating an integrated
Cricket, Tennis focused facility for sports man
and women from the underprivileged class.
PFL has funded to the agency as a CSR
contribution

Governance

We are committed to strong
governance that encompasses all of
our business drivers, including
strategic depth, code of conduct,
board membership, risk
management, and guiding principles.

Ensuring compliance with regulatory changes
Maintaining the governance standards
Emphasis on financial integrity, ethical conduct,
transparency, and trust

Prioritise integrity and take immediate action
to address any actions that compromise an
individual’s integrity

Developed clear policy guidelines for handling
incidents involving directors, employees,
channel partners, customers, and service
providers accused of fraudulent activities or
integrity violations



II Awards and Accolades

Industry Recognition for our brand

POONAWALLA
FINCORP

Recognised =4,
as the =\

g winner in the
" ‘Future of Work’

% category

at the

3" FICCI
National HR
Innovation
Awards 2025

P POONAWALLA
FINCORP
Recognised with the

Most Innovative Digital Journey —
Education Loans

at the

India NBFC Summit
& Awards 2025

POONAWALLA
FINCORP

Felicitated with the

Most Innovative Practice Awards

- at the

2nd Edition of the CIl National Artificial
Intelligence (Al) Awards 2025

for the categories:

Al in Al in
Underwriting Hiring
Solution Solution




Shareholding Pattern

Shareholding Pattern (Quarter ending Sep-2025)

Others
14.15%

(20.81%)

Insurance/AlIF

5.29%

(4.99%) Promoter and
Mutual Funds Prong%tggg"OUP
6.04% .96%

' (61.87%)
(4.61%)
FIl/FPI
10.56%
(7.72%)

Figures in bracket represent data for quarter ending Sep-2024

The Board of Directors of Poonawalla
Fincorp Limited has approved the allotment
of equity shares on 17t September 2025

These shares worth ~1500 Crores have
been issued, offered & allotted through a
preferential issue on private placement basis

These shares have been allotted to PFL's
Promoter Group - Rising Sun Holdings
Private Limited

The said capital raise not only strengthens
the Company’s financial position but also
reinforces the promoter’s confidence in the
Company’s long-term potential



Thank You!

For further information, please contact:

Team - Investor Relations

5% Investor.relations@poonawallafincorp.com



mailto:Investor.relations@poonawallafincorp.com
http://www.poonawallafincorp.com/
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