FEDERAL BANK

Secretarial Department YOUR PERFECT BANKING PARTNER
e S— —

SEC/LODR/396/2024-25 February 21, 2025
National Stock Exchange of India Limited BSE Limited

Listing Department, Department of Corporate Services- Listing,

Exchange Plaza, Phiroze Jeejeebhoy Towers,

Bandra-Kurla Complex, Dalal Street, Fort,

Bandra (E), Mumbai — 400 001.

Mumbai—400 051

Ref.: Scrip Symbol: FEDERALBNK/Scrip Code: 500469

Dear Madam/ Sir,

Sub: Presentation for Analysts/Institutional Investors Meet.

This has reference to our letter dated January 15, 2025, (Letter Ref. No. SEC/LODR/364/2024-25)
where-in it was informed that the Bank will be hosting an Analysts/Institutional Investors Meet on the
February 21, 2025, 04:00 PM onwards at Golconda Ballroom, Trident BKC, Mumbai.

In this regard and pursuant to Regulation 30 read with Schedule IIl of SEBI (Listing Obligations and
Disclosure Requirements) Regulations, 2015, please find enclosed herewith the investor presentation
pertaining to the Analysts/Institutional Investors Meet.

The live streaming link for the Analysts/Institutional Investors Meet is given below:

https://youtube.com/live/H2F e6RJXa4?feature=share

This is for your information and records.

Yours faithfully,

For The Federal Bank Limited

SAMIR Digitally signed

by SAMIR
PRAVINCHA pRavINCHANDRA
NDRA RAJDEV

Date: 2025.02.21
RAJDEV 15:35:43 +05'30"

Samir P Rajdev
Company Secretary

Encl: as above

The Federal Bank Ltd.| Secretarial Dept | 6™ Floor, Federal Towers, Bank Junction, Aluva| Phone: 04842622263
Email: secretarial@federalbank.co.in | CIN: L65191KL1931PLC000368| Website: www.federalbank.co.in



http://www.federalbank.co.in/
https://youtube.com/live/H2F_e6RJXa4?feature=share

\

WY ANALYST
-

21stFEB 2025

FEDERAL BANK

YOUR PERFECT BANKING PARTNER



I Disclaimer ‘;':

N

IMPORTANT: This presentation has been prepared by The Federal Bank Limited (the “Bank”) solely for information purposes, without regard to any specific objectives,
financial situations or informational needs of any condensed,. All information contained has been prepared solely by the Bank. No information contained herein has been
independently verified by anyone else. This presentation may not be copied, distributed, redistributed or disseminated, directly or indirectly, in any manner. This presentation
does not constitute an offer or invitation, directly or indirectly, to purchase or subscribe for any securities of the Bank by any person in any jurisdiction. No part of it should
formthe basis of or be relied upon in connection with any investment decision or any contract or commitment to purchase or subscribe for any securities. Any person placing
reliance on the information contained in this presentation or any other communication by the Bank does so at his or her own risk and the Bank shall not be liable for any loss
ordamage caused pursuant to any act or omission based on or in reliance upon the information contained herein. No representation or warranty, express or implied, is made
as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or opinions contained in this presentation. Such
information and opinions are in all events not current after the date of this presentation. Further, past performance is not necessarily indicative of future results. This
presentation is not a complete description of the Bank. This presentation may contain statements that constitute forward-looking statements. All forward looking
statements are subject to risks, uncertainties and assumptions that could cause actual results to differ materially from those contemplated by the relevant forward-looking
statement. Important factors that could cause actual results to differ materially include, among others, future changes or developments in the Bank's business, its
competitive environment and political, economic, legal and social conditions. Given these risks, uncertainties another factors, viewers of this presentation are cautioned not
to place undue reliance on these forward-looking statements. The Bank disclaims any obligation to update these forward-looking statements to reflect future events or
developments. Except as otherwise noted, all of the information contained herein is indicative and is based on management information, current plans and estimates in the
form as it has been disclosed in this presentation. Any opinion, estimate or projection herein constitutes a judgment as of the date of this presentation and there can beno
assurance that future results or events will be consistent with any such opinion, estimate or projection. The Bank may alter, modify or otherwise change in-any manner the
content of this presentation, without obligation to notify any person of such change or changes. The accuracy of this presentation is not guaranteed, it may be incomplete or
condensed, and it may not contain all material information concerning the Bank. This presentation is not intended to be an offer document or a prospectus under the
Companies Act, 2013 and Rules made thereafter, as amended, the Securities and Exchange Board of India (Issue of Capital and Disclosure Requirements) Regulations, 2009,
as amended or any other applicable law. Figures for the previous period / year have been regrouped wherever necessary to conform to the current period’s / year's
presentation. Total in some columns / rows may not agree due to rounding off. Note: All financial numbers in the presentation are from Audited Financials or Limited
Reviewed financials or based on Management estimates. Except for the historical information contained herein, statements in this release which contain/may contain words
or phrases such as “will”, “aim”, “will likely result”, “would”, “believe”, “may”, “expect”, “will continue”, “anticipate”, "estimate”, “intend”, “plan”, “contemplate”, “seek to”",
“future”, "objective”, "goal”, “strategy”, “philosophy”, “project”, “should”, “will pursue” and similar expressions or variations of such expressions may constitute "forward-
looking statements". These forward-looking statements involve a number of risks, uncertainties and other factors that could cause actual results to differ materially from
those suggested by the forward-looking statements. These risks and uncertainties include but are not limited to our ability to successfully implement our strategy, future
levels of non-performing loans, our growth and expansion, the adequacy of our allowance for credit losses, our provisioning policies, technological changes, investment
income, cash flow projections, our exposure to market risks as well as other risks. The Federal Bank Limited undertakes no obligation to update forward-looking statements
to reflect events or circumstances after the date thereof.
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I Macroeconomic “"1

Macro Trends Key Performance Indicator
Economic growth P Operational efficiency & Capital Adequacy cC
» GDP forecast for FY25 between 6.3-6.8% YoY; RBI projects GDP * (IR improved across the board, decreasing by 140 bps to
growth at 6.7% for FY26 48.3% for the industry
* Most forecast for FY25 were revised downwards amid economic * All banks* have CRAR >13% signaling resilience in their risk
uncertainties from 6.7-7.2% to 6.3-6.8% management capabilities
Economic landscape exhibits mixed trends - Profitability c

* Industrial growth strengthens with rising steel & cement output, while
auto sales see moderate growth amid weak demand year-on-year.

* Services exports saw strong growth rise while service imports rise
sharply

* Private banks reported 12% YoY growth in PAT, driven by
controlled growth in operating expenses.
* SFB PAT declined by 13% YoY amid rising credit costs

Business i:fi

Credit (-

* Declining credit growth: 12% YoY in SM FY25

* YoY Growth - Retail: 14%, Agri: 12%, MSME: 15%, Corporate: 9%

» (D ratio at 82%, indicating potential stress in funding availability
going forward

Deposits c

*  Grew 11% YoY in SM FY25

* Industry CASA Ratio: 37%

* YoY Growth — CASA: 6%, TD: 15%
4

* Analysis has been made based on 36 Banks: 12 PSBs, 10 Private-New, 10 Private-0ld Banks and 4 Small Finance Banks



I Macroeconomic

India’s growth outlook:

Trend in real GDP growth (Y-0-Y) (%)
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-5.8

Moderating inflation to help in price stability

8%

6%

4%

2%
Jan'23  Apr'23  Jul'23  Oct'23 Jan'24 Apr'24 Jul'24 Oct'24 Jan'25

= Headline CPI = == Target Core inflation

Note: Latest GDP growth figures are based on provisional estimates; Forecasts are likely to be revised further
Source: RBI, CMIE, MoSPI, Analyst Reports

in FY25 amid economic uncertainties:

FY25 GDP growth forecast (%)

CMIE — 6.0

MOSPI (FAE) 6.4

IMF - N .5

ADB 6.5

S&P Global [ ©.7

OECD 6.8

. 29 RBI projection for GDP
® = ) growth for FY26



| Macroeconomic [ ]

RBI cuts repo rate by in Feb-25 after holding it stable for approx. 2 years

Lending & Deposit Rates (%)

Share of O/s Floating Rate Rupee loans of SCBs

| Ob S across Interest Rate Benchmarks (%)
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Policy stance maintained by MPC to remain unambiguously
i EEH IR MPIRCIG e, T CH R RIsCCe focused on a durable alignment of inflation with target

Source: RBI, CMIE, Analyst Reports



| BFSI Indicators

UPI volume has grown by ~40% in last year

—e-—\/0lume (Bn) e—\/alue (INR Tn)
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() [ ] [}
12.0 134 13.9 15.0 16.7
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Credit and Deposits grew by 10% and 11% y-o0-y
—e—Credit (INR Tn) e—Deposits (INR Tn)
200.8 2048 2 2151 2206
° ° ° ° ° ° ° ° ° ® . * ¢
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Mutual Funds AUM grew by 30% y-o0-y

Mutual Fund AUM (INR Tn)

66.9
7 e [
51.4
Dec-23 Feb-24 Apr-24 Jun-24 Aug-24 Oct-24 Dec-24
Insurance Premium rose by 9% y-o0-y
m Life General Premium (INR Tn)
6.7
5.2 5.1
4.6 '
2-9 A 0
2.4
2.1
2.2
oy 58 ERS 1.0
Dec'23 Jan'24 Mar'24 Jul'24 Aug'24 Oct'24 Dec'24

1.Mutual funds Assets Under Management (AUM) represented as recorded at end of every month shown. Mutual Funds AUM include in vestments from individuals (50.5%) & institutions (49.5%); institutions include domestic
and foreign institutions and banks; 2. Aggregate deposits & credit latest available for Nov'24 3.Non-Life Insurance includes Fire, Marine, Motor, Engineering, Health, Cop Insurance, Credit Guarantee, Aviation, Personnel accident

and Miscellaneous. Source: DBIE, NPCI, IRDAI, AMFI, GIC, Life Insurance Council of India, BCG analysis



| 9MFY25 results : | ]

" Total Deposits Total Net Advances Retail Advances’ MSME Advances?
n

(<]

= 218.5L Cr 178.3 Cr 62.3LCr 29.7L Cr

@ 2 2 2 2
z| | J | J ( J J
& 5 18.2LCr . 6a3LCr . 2.4LCr . 2s8LCr

5 o] a| =2 A axn 4 axn 2
o

0 GNPA (%)

o

o 1.4% 48.3% 2.4% Cr

E 7~ A 2

1. Retail loans include home loans, auto loans, personal loans, and other retail loans. 2. MSME includes SME, LAP, Business Banking, and CV//CE loans Analysis has been made
based on 36 Banks: 12 PSBs, 10 Private-New, 10 Private-0Old Banks and 4 Small Finance Banks Source: Capitaline, Financial Results, Investor Presentation; BCG analysis



Industry Landscape,

Banks are being
encouraged to engage more
actively in innovation
initiatives

@

The gap between credit
growth and deposit
mobilization remains a
critical industry challenge

Potential Refinements in Liquidity
Management -

)

Effective asset-liability
management and liquidity
buffers are under sharper

observation

LCR

Enhancing use of the rupee
in international trade, with
the objective of financial
globalization

\®

The rapid growth of
unsecured lending is
drawing attention, with a
clear focus on sustainable

Ensuring adequate and
well-structured financing
for MSMEs remains a
priority

risk-adjusted growth

Ensure a prudent and measured
approach to the capex cycle

Finalization of Guidelines on
Project Finance

Increasing focus on internal
controls, governance
structures, and risk
assurance functions

O

Heightened vigilance
around cybersecurity, third-
party dependencies, and
emerging threats in digital

fraud

Transition to the Expected Credit
Loss (ECL) Framework

Potential refinements in eliminating pending
overlaps between banks & group entities
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| Then
Gross Advances (X Lakh Cr)
Total Deposits (X Lakh Cr)
NIM
Return on Assets (RoA)

Return on Equity (RoE)

GNPA

11 PCR

s
00
=
32

Then

1.24

1.52

3.05%

0.94%

11.10%

53.39%

) Now

2.13

2.53

3.20%

NN TN

1.32%

14.73%

2.13%

71.08%

N T /SN BN

|t
x

Reflects robust business expansion and improved
market positioning.

Showcases customer trust and enhanced liquidity
management.

Healthy NIM expansion driven by high-vyielding
asset mix and improved vield on advances.

Strengthened profitability with improved asset
efficiency and disciplined cost management.

Enhanced shareholder value through superior
earnings growth and capital efficiency.

Improved asset quality with prudent risk
management and effective recovery mechanisms.

Strengthened provisioning buffer ensuring
resilience against asset quality risks.



| Profitability -

Net Profit
3721
CAGR - 24.62% 3011
1890
1543 1590
FY20 FY21 FY22 FY23 FY24
Fee and Other Income
3216
CAGR - 13.60%
2330
1931 1945 2089
FY20 FY21 FY22 FY23 FY24

12

Operating Profit
CAGR - 12.73% 479 173
3787 3758
3205
FY20 FY21 FY22 FY23 FY24
NIl
8293
CAGR - 15.57% 7232
5534 el
4649
FY20 FY21 FY22 FY23 FY24
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| Unfolding the Story N e

Chapter 3: 2010-2024
(14 Yrs)

Asset Quality Improves
* Increased penetration outside home

: . » Verticalization/New Businesses
== Representation of Business Growth Segments

I B Representation of Network Growth
/' Notto the Scale

People Focus

Brand Overhaul

Capital Market Attention
Institutional Investors Attention

&

r?
Breakthrough

Chequered Era

|
|
|
[
|
|
|
Chapter 2: 1979-2010 :
(31Yrs) |
* Low penetration outside home market :

* Asset Quality & Credit Issues |
|

|

[

[

[

[

|

|

[

|

|

* Modernize and make the
franchise Truly National

* Move closer to the top
Private Sector banks -
Change peer set.

* Create a Universal Bank

Nascent Era

Chapter 1: 1945-1979

(34 Yrs)

i
|
|
|
|
I
I
|
|
I e Lower Paced Growth
|
I
I

* Building the Bank :
|
|
|
|
|
|
|
|

* Employee Productivity Issues
* Amalgamation of Bank

* Making a household
name in home market

1945 1955 1965 1972 1974 1976 1978 1980 1982 1984 1986 1988 1990 1992 1994 1996 1998 2000 2002 2004 2006 2008 201b 2012 2014 2016 2018 2020 2022 ZOZLI

1.0 2.0 ' 3.0

4.0




| Strengthening Our Foundation & Expanding Horizons "w

= How do we enhance profitability while
sustaining growth momentum?

= How do we instill P&L culture in our
business heads?

* How do we move from affordability-driven

to value-driven banking?

* How do we shape perceptions to position
ourselves as the bank of choice?

* How do we retain our 50+ age base while
attracting younger generations?

* How do we strengthen our position as the
go-to SME bank?

= Which part of corporate segment can we
profitably target?

15

* How do we expand nationally while
leveraging Kerala's strengths?

= How can we refine and modernize our
branch banking model?

= How do we ensure service excellence
drives sustainable sales?

* How do we make the branch model liability
centric?

* How do we balance stability with
adaptability?

= Are we fostering a high-performance,
sales-driven culture?

= How do we build an Astute, Alert, Agile
(AAA) mindset?

= How can we harness the power of strong
retention to shape our journey?



I Strengthening Our Foundation & Expanding Horizons

Establish a best-in-class
SME banking ecosystem
with a differentiated
value proposition

Focused corporate
banking to drive
profitability through high-
growth mid-

market businesses

16

=

- Execute a growth strategy to .

- cement our position among
the industry leaders
// N\

/ N
/ \
/

//

/ A

|

|
\
\

Strengthen brand presence
and scale operations to
become a top-tier
national bank

Expand capabilities beyond
vanilla banking to fulfil
customer needs.

Expand offerings in wealth
management, capital
markets, and premium
savings solutions for both
NR & domestic clients

Unlocking NR Growth
Beyond Kerala & GCCand
enhance it by wealth
offerings



— Chapter 4.0

Expanding footprint, optimizing capital, and
leveraging tech for cost-effective growth.

Technology & Innovation at the Core

Leveraging Al and automation to enhance
efficiency, streamline operations, and boost
customer experience.

Fostering ownership, agility, and
accountability to drive collective success.

Profitable Growth

Prioritizing sustainable, high-quality earnings

o —————————— —

aligned with long-term profitability.

Profit

Period

Loss

T

Winning the Right Customers

Focusing on Mass Affluent, MSME, and
next-gen customers to deepen
relationships and enhance value.

Evolving beyond legacy perceptions
to establish Federal Bank as a
future-ready powerhouse.

Uncompromising Risk &
Compliance Standards

Strengthening governance, risk, and
compliance to ensure stability while
scaling new heights.



— Chapter 4.0 ﬁ

4.0 STRATEGY

KEY THEMES

ti E




— NIM Improvement

Liabilities/Deposits

[m

Reorient Branch Strategy towards CASA & Deposit
Refocusing branches on deposit growth to strengthen balance
sheet resilience

Strengthening CA Portfolio
Expanding CA mobilization through strategic product innovation
and market penetration

Enhance engagement with capital markets
Deepen relationships with capital markets for better fee and float

Enhance NR Beyond the GCC and Kerala
Diversifying base by tapping high CASA-potential markets beyond
the gulf and Kerala corridor

Segmental propositions to enhance engagement
Strengthen positioning as the Primary Banker through customized
product offerings

Granular focus
Granular focus on CASA and TD to ensure stability, LCR efficiency
and cost of funds

J

19

" Note: Financial metrics refer to Average of Best in Class metrics in each category among the cohort of Top 6 Pvt Sector Banks by Balance Sheet Size (in the same category)

30% \
FY25 (E)

omryzs) W
Interest Expense/ Avg EA'
5.60%
— R 4.58%
Federal Next 3 Best 3
Reshaping the Deposit Mix
CASA Ratio

36%
FY28(P)

CA as % of Total Deposits

w
6%
FY25 (E)

Ny

10%
FY28 (P)



W
- NIM Improvement — ,‘,"=

Interest Income / Avg EA’ 9.21%

Advances/ Assets

20

({ S . - 8.74%
Scaling up Medium-Yield Assets:
Focusing on medium secured retail assets to improve NIMS 8549
J
( : : e
Mid-Market Corporate Lending for Better Profitability
Targeting mid-market borrowers to improve spreads and asset —
quality Y
Leveraging Priority Sector Lending (PSL) Strategy FLUIE! Next3 Best3
Aligning PSL portfolio with profitability and compliance objectives R eshaping the Advance Mix
J
5% 3%
(¢ ¢ . .
Deepening High-Yield Assets 305 2%
Expanding unsecured, high-yield credit to optimize portfolio returns
as market conditions improve Y
/< . . - . 5 FY28 (P,
Optimized Risk-Based Pricing Strategy Y25 (E) e g
Applying RAROC and tenor-based pricing methodologies to 58%
enhance lending margins. Y
Low Yielding Advances (<9%) High Yielding Advances (12%-20%)
. Medium Yielding Advances (9%-12%) Very High Yielding Advances (>20%)

" Note: Financial metrics refer to Average of Best in Class metrics in each category among the cohort of Top 6 Pvt Sector Banks by Balance Sheet Size (in the same category)



A b B
I Theme 1 = NIM Improvement f’:
(9m FY25) (9m FY25)
Interest Expense/ Avg EA’ Interest Income / Avg EA" o219,
260% 5.20%

, 4.58%

8.74%
54%
: :! NIM {: : /
4.38%
3.52%
Federal Next 3 Best 3 3.13% , P
Federal Next 3 Best 3

Strengthen Granular Liability
Franchise for NIM expansion

Enhancing NIM through Optimized
Asset Mix

T Note: Financial metrics refer to Average of Best in Class metrics in each category among the cohort of Top 6 Pvt Sector Banks by Balance Sheet Size (in the same category)



— Expanding Product Portfolio |

Offer investment products:
Wealth Management, 3 in 1 account, Bespoke solutions to NR

. PRI O
a‘ [Scale up Used Vehicle Finance Expand offerings for Micro-LAP Products ] ||@

CV/CE, Car Loans

@ [Affordable Housing Loans Real Estate Finance ] Q/",
‘\;/ Sustainable Finance Correspondent Banking '5,:’“

[Syndication & Investment Banking Capital Market Services Business ]

L

22



A b
I - Fee Enhancement ~q
N
Other Income to Avg Assets (omrrzs)
1.7%
m Trade and Forex Income - 1.4%
Wealth Management & Bancassurance :
m Credit Cards & Acquiring Businesses
( ) »_ AW
Cash Management Services Federal Next 3 Best 3

Product : With Segmental f
Co-origination Cross Selling offerings for: @

Acquiring talent and reskilling existing workforce key for success

" Note: Financial metrics refer to Average of Best in Class metrics in each category among the cohort of Top 6 Pvt Sector Banks by Balance Sheet Size (in the same category)



— Branch Strategy for Scalable Growth [

Network Expansion

Strategy

’ Selective State level expansion

Branch Expansion

No of Branches (Dec ‘24)

i i 7197
| ’ Focus on top 10 high GSDP states E
i ’ Focus on tier-2 cities i
| | 2126
1550
Pin code level strategies in Metros
Phased expansion
(FY 26 - FY28) |
I
Federal Next 3* Best 3*

E Tier-2 Expansion

400-450 Branches to be added till FY28

204 * Average number of Branches
T Note: Financial metrics refer to Average of Best in Class metrics in each category among the cohort of Top 6 Pvt Sector Banks by Balance Sheet Size (in the same category)



- Branch Transformation

“"FREE The Branch”
Initiative

Centralizing admin tasks to eliminate
redundancies and sharpen customer focus.

(Expanding Sales & Distribution Capacity

Deploying specialized teams to boost sales and

L product penetration.

-

Refocusing BMs on business growth, customer
engagement, and market expansion.

-
Digitization

Accelerating digitization to streamline processes,
reduce manual effort, and enhance efficiency.

Strategic Framework for
Operational Efficiency

Remove inefficiencies to optimize resources
and execution.

Automate A

Leverage digital tools to streamline
workflows and cut costs. )
4 N

Shift routine tasks to centralized hubs for

\ efficiency and uniformity. )
4 ] i N
Regionalize
Structure regional support for agility and
\ market alignment. )
4 N

Harness expertise and innovation for

\ precision and value. )
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— Brand Transformation

Positioning to
Small Biz. &
Mass Affluent

e\
1%
[~

Brand Salience
Outside Home
Market

Redefine
Legacy
Perceptions

&

Brand
Ambassador &
ATL Campaign

Contemporize
for new gen
clients

Redesign the
Brand &
Branches

Putin place a
full NPS
System

Reinforce
Lovalty in
Home Market
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User Experience
Enhancement

- Digital At The Fore, Human At The Core

Major
Projects

Employee

/ Enablement
Enhanced Branch
Interface
Regulatory/
Compliance bot

HRMS Solution
(Cloud)
Unified Account
Opening

Al-Assisted
Decision Support
Virtual Agent
Assist

AN

Process
Digitization &
Workflow
Automation

Learning &
Development

via Digital
Platforms

Loan Origination
System




I Theme 7 - Digital At The Fore, Human At The Core

28

/_

User Experience Enhancement

P

FedMobile

Mobile Revamp and

Omni-Channel Experience

Gen Al Chatbots

Wealth Management
Solutions

Corporate/ SME Portal
Services

Unified, intuitive digital interfaces ensuring seamless banking across
mobile, web, and branch channels.

Al-driven automation enhancing self-service capabilities, reducing
response times, and improving customer support.

Digital wealth advisory tools and agentic solutions offering
personalized portfolio management and financial planning.

Comprehensive digital offerings covering trade, transaction, treasury
and supply chain for easy access.
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- Digital At The Fore, Human At The Core

Employee Enablement

Enhanced Branch
Interface

Regulatory &
Compliance bots

HRMS Solution
(Cloud)

Unified Account
Opening

Real-time data access, customer
insights, and faster service
execution.

Al-driven automation for seamless
reporting, fraud detection, and
compliance.

Optimizing HR processes, payroll,
and performance tracking.

Fully digitized onboarding,
reducing paperwork and
turnaround time.

Loan Origination

System

Automated reporting, credit
support, customer support and
policy adherence.

Al-Assisted Decision
Support

Improving call center efficiency

Virtual Agent Assist .
and service levels

OIS APEL I Streamlining operations,
& Workflow approvals, and administrative
Automation workflows.

Learning &
& Al-enabled platforms for continuous

skill enhancement and training.

Development
via Digital Platforms

Streamlining and automating end
to end loan processing

/
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— Renewed Digital Distribution Strategy

Credit Cards

Personal Loans

Savings Accounts

Focus on faster growth of organic credit
cards through our own digital channels while
continuing to source through Fintech partners

Rationalize commercials with co-branded
partners to ensure profitability

Establish Bank primacy in ownership of
brand and customer experience

Multiple partnerships to diversify sourcing
Enhance own digital distribution capabilities

Refine the digital workflows to enable plug
and play

Revise partnership commercials to restrict to
distribution model

Focus on Gen Z growth through scaling up
our own digital acquisition as well as through
strategic partnerships, driving higher AMB,
enhanced cross-sell and optimized commercial
arrangements

Partner sourced Organic

30% 45%

70% FY24 559, FY28(P)

Proportion of partner sourced in CC Book
Outstanding

Partner sourced = Organic

40% - Fy2s 60% sou| Fr28(l 5o,

Proportion of Partner sourced in PL Book
Outstanding

Partner sourced Organic

2%
25%

75%
95%

Accounts sourced digitally through partners v/s
organically



— People & Culture [

Vertical Heads as CEOs Collective focus on P/L

5 ©
——
[-Y:Y-)

Foster alertness, agility,
and astuteness at all levels (o o

Making the BM role attractive

Empowering

Leadership _ .
Enhance Sales Culture Generalists /s Specialists
O @

A

Setting up an Alternate dentify Talent Gaps to
Low-Cost Channel x @ improve capabilities

31



- e . W
— Cost Optimization ,‘,":

Opex to Avg Assets  (omFr25)

Optimizing Cost 2ash 26

p 1.54%
Enhanced Productivity
Enhanced productivity will lead to further cost optimization § ]
J 5 ;
z -
m Introduce a low-cost sales channel L
Enhancing Productivity Through Alternative Workforce Models Federal Next 3 Best 3
J
-
Leverage Fedserv
Reduce cost of operations/ call centers/ back office
J
Cost to Income (9m FY25)
Centralized/Regionalize Processes 53.11% 53.06%
Remove non-sales non-service operations out of branch environment "
J st — : 41.55%
Al and Automation o
Leverage technology to streamline operations ; §
/ ; i
q o
m Cost Rationalization I
Targeted initiatives to identify and control major costs Federal Next 3 Best 3
J

32

" Note: Financial metrics refer to Average of Best in Class metrics in each category among the cohort of Top 6 Pvt Sector Banks by Balance Sheet Size (in the same category)
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— Strengthening Assurance Functions

Compliance

Continuous Compliance
Monitoring
of Policies for
Regulatory Edits

through  Compliance
System (CMS).

v' Staff Education & Upskilling on
Compliance & Conduct Matters

v Client Onboarding Application serving
as KYC data depository and guardian

Management

!ngel to CBS /

~

v" Institute a
mode and robust transfer pricing
methodology

Risk Management

for Better
Risk Management
v' Smooth Transition to

Provisioning

v Integrating Climate Risk with Credit Risk
Management

v' Reducing Maturity and Repricing
mismatches

Audit

. Audit
Allotment, Audit Sampling, Task
Organization and Follow-Up
Structure to
decentralize audit activities

& use of Predictive Analysis
Develop
Capability

\_ %




I Theme 12 - Evolution Towards a Universal Bank

Most Admired Bank

Diversifying Financial Services for
Creating a Holistic Franchise

Affordable
Housing

Management

Securities &
Capital Market
Services

dJEASFEDERAL

LIFE INSURANCE

Wealth
Management

Investment
Banking

v
Cmaen
\ LV a \/J
[ -y B

FEDERAL OPERATIONS & SERVICES LTD



— Execution

= Tracking KPIs with real-time
dashboards and structured oversight

= A high-governance model ensures
seamless for driving strategic priorities.

* The PMO tracks, reviews, and aligns
initiatives while resolving roadblocks.

= A structured escalation mechanism
addresses challenges

» Resource needs are optimized with
defined staffing strategies.

» Execution marshals are deployed
dynamically to address progress gaps.

» Timelines and key milestones are
mapped to ensure disciplined execution.

= PERT frameworks enhance visibility into
dependencies and deliverables.

Engaging strategic partners to enhance program
management and ensure timely execution.

Project Portfolio Overview

. 150 Projects Identified

£
5

50 Key Projects: High-impact initiatives
aligned with strategic priorities.

100 Ancillary Projects: Supporting initiatives to
enhance overall efficiency.

Ownership & Accountability

Project Owners Assigned: Clear ownership
established for each project to ensure focused
execution.

Dedicated Teams: Resources allocated
dynamically to drive progress and deliver
outcomes.

Next Steps

Milestone Mapping: Defining timelines and
deliverables for each project.

Performance Tracking: Implementing real-time
monitoring to ensure alignment with efficiency
goals



l ROA led ROE Improvement ‘j‘":

ROA (9m FY25)

2.20%
‘ _________ - ++ Cost - , )
""" : -- Credit !
o o e o
|
I

1.40%

1.20% S - - ! ++ Yield on Income : :
l DR T ! Advances : FY28i
9m ++ Costof i |
FY25 Deposits . !
Federal Next 3 Best 3
4 )
ROE Sz é Optimizing Capital Allocation
16.00% » Enhancing RWA efficiency and maintaining an optimal capital structure.
13.10% > Disciplined capital allocation and sustained earnings growth
10.80% » Optimize non-productive assets in the balance sheet -
. - . .
o Improving Risk-Adjusted Returns
| » Strengthen underwriting, improve collection efficiency and calibrate
| pricing to account for risks. )
Federal Next 3 Best 3 " Note: Financial metrics refer to Average of Best in Class metrics in each category among the cohort of Top

\ / 6 Pvt Sector Banks by Balance Sheet Size (in the same category)




RoE

- RoE v/s Size

Low Portfolio Size: High RoE

‘Gold
6usiness Banking
. .Commercial Banking

- LAP

Core Agri

@®\icro Loans

Housing Loan

@ Credit Card

@Personal Loan
Low Portfolio Size: Low RoE

FY25(E)

High Portfolio Size: High RoE

Liabilities

~

Corporate &
Institutional
Banking

High Portfolio Size: Low RoE

37  Note: CIB: Corporate and Institutional Banking; CB: Commercial Banking; BB: Business banking; MRBD: Micro loans ; CVCE: Commercial vehicle and construction equipment financing

Jl/
Business Size



— RoE V//s Size -

Low Portfolio Size: High RoE High Portfolio Size: High RoE
- Liabilities

>
fe %

RoE

Low Portfolio Size: Low RoE High Portfolio Size: Low RoE

Jl/

Business Size

38  Note: CIB: Corporate and Institutional Banking; CB: Commercial Banking; BB: Business banking; MRBD: Micro loans ; CVCE: Commercial vehicle and construction equipment financing
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Has Made Steady Progress Since Our Last Meeting... rs
N
Then
(Q3FY23)
CAGR9.33% Consistent growth driven by strong customer acquisition and

RETAIL DEPOSITS

RETAIL ASSETS

MARKET SHARE OF DEPOSITS

MARKET SHARE OF ASSETS

CREDIT CARDS

PERSONAL LOANS

BUSINESS BANKING

1817140 5]

i CAGR 12.29%
53936 A
1.12 % >
1.26 % Jl
1,100* A
1,957* A

CAGR 15.60%
14,160* ]

deeper engagement with existing customers

Accelerated expansion reflecting increased retail credit demand,
. risk-calibrated lending, and diversified portfolios

. Gradual improvement arising from focused deposit mobilization
. and deeper market penetration

Sustained momentum in asset growth, supported by strategic
. lending initiatives

. Healthy scale-up reflecting enhanced distribution and higher
' activation rates

Strong traction driven by improved underwriting, data-led risk
' assessment

Steady expansion supported by focused SME/MSME
. engagement, higher working capital demand, and relationship-
; driven growth

*InZ Cr



in Creating Rishta

No of customers (No in Cr)
1.82

1.64
1.39
1.1 I I

Q4FY21 Q4FY22 Q4FY23 Q4FY24 Q3FY25

1.89

—
—

29 lakh

i

|

: New customers
: added between
|

1

|

Leveraging Technology for the

CX Service 'j

Content
Management * |

Digital Customer o—
Portal

Contact Centre
Management

Deliver enhanced customer
experiences

Mar'23 and Dec'24

o

~

HUMAN AT
THE CORE

[
s 8
N
=7 NPS for UPI

NPS for Bank )/ @

Delighting 2023 |

customers 2024-Till Dec 24

at ever\/ NPS fOI‘ IMPS

touch-point

2023

2024-Till Dec 24

Leveraging Technology for
[“ Sales Planning

e Partner Management
& Incentive
Compensation

—* NBO using Al/ML
Manage Leads Effectively

\_. Personalized
communication:
Responsys



I Our Digital Evolution - An Infinite Journey*

14 Lakhs

Active FedMobile
Users (Monthly) 790

APIs

HUMAN AT

THE CORE 340

HUMAN AT
THE CORE

21K X cr RPA Processes
Retail Mobile
Banking
Value/Month 46K T cr 551
igi Edu. Institutions
Corporate Digital
pBanking] ° onboarded to Fee
Value/Month collection Solution

“Careerbook”

*Latest quarter data annualized #Data as on 31-12-2024

Digital Assistant --Feddy

Approx. 25 Lakh*
queries answered by
Feddy annually

Feddy is Live on

dOe.
@ 2



Capturing New Bonds While Cherishing the Old | ]

,gwotjuéf 8 P

.sagr8 path to fund
their dream vacation.

Federal Bank's new FD interest

FEDERAL BANK

YOUR PERFECT BANKING PARTNER

4KOCHIf

SMARATHON 25

Running the extra
mile—strengthening
brand presence,
engaging diverse
audiences, and leaving
a lasting impact across
cities.

Conversations that build
trust—nbridging
connections, gathering
insights, and fostering a
community-driven
banking experience.

Soul-Stirring
Sonu Nigam is
coming to
your city

Bringing people together
through melodies and
moments—celebrating
culture, emotions, and
the spirit of
togetherness.

Building authentic
connections through
voices that matter—
expanding reach,
engaging customers,
and creating cost-
effective marketing
impact

Personalized strategies
for deeper
relationships—
segmenting smarter,
improving ROI, and
making every interaction
count.

Leveraging the power of
digital to enhance
visibility, target the right
audience, and drive real-
time engagement with
efficiency.
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I Branch Banking — Snapshot

Strategic
L Advantages
Business Size
%3,600 Cr Expansion
Customer Count Levers
10.95+ Lakhs
Enhancement
Areas

All data as on 315t Dec 2024

Strong brand presence in home market
Customer-centric service culture ensuring high retention
Diverse product suite catering to retail banking needs
High employee engagement and growth-oriented culture

Geographic expansion into high-GSDP states and Tier-2 cities
Pin-code based strategies for metros
Unlocking potential within the existing client base

Enhancing fee income through Forex and Wealth Management

Boosting productivity via capacity building and process efficiencies/

o

Expanding liability business share in ex-home markets

Introducing dedicated sales teams at branches to enhance business

acquisition
Accelerating branch transformation into sales and service hubs
with digital integration

~N

J




| Branch Banking -

Transform Operations
Sales & Service architecture

Free the Branch

Centralize and Regionalize
Capacity expansion for sales with focus on New to

Bank (in house/ Business Correspondents)

Improvise current RM model (capacity, Virtual
RM, segment specific RMs)

Regional Collections and Recovery capabilities
Regional Service Centers for non-customer facing

activities
Automate document management
Expand DIY tools for customer service

Leverage existing investments in CX solution

o

/ Enhance people capabilities
Pervasive growth-oriented culture

Enhance attractiveness of Branch Head role

Regional and customized training interventions

Sharpen performance management protocols
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I Deposits— Snapshot

VYL

ﬂ Strong relationship-driven approach fostering customer loyalty \

* Low employee attrition, ensuring service continuity

» Market prominence in NR (home market) and cross-border
remittances

Robust onboarding and servicing framework through digital

channels /
\

Enhancing digital onboarding to increase penetration
Customized solutions to cater to diverse customer segments

Opportunity to expand Govt & retail institutional CASA

Strategic
L Advantages
Business Size
%2,65,832 Cr Expansion
Customer Count Levers
1.73+ Cr
Enhancement
Areas

All data as on 315t Dec 2024

/- Growth opportunities in mass affluent segment

Distribution expansion through branches and alternate .channels /

/ Strengthening integration with capital markets and investment \
offerings

Enhancing RM-to-customer coverage for improved engagement
Optimizing end-to-end customer lifecycle management

Expanding Feet-on-Street efforts to drive CASA growth

anE

Enhancing brand visibility in emerging and non-core market /




| Deposits -

Expand CA offerings

Strengthen NR proposition

Develop products and bespoke solutions for

Target non GCC, non-Kerala diaspora; enhance
E > segments (IPO, ASBA, PACB...)

Wealth Management offerings

4 )

Increase share of digital on-boarding Improve and expand RM coverage

Specialized RMs for Corporate Salary; virtual RMs
\ J

Enhanced digital onboarding for organic and
partner led offerings

Contemporise customer journeys

Develop co-origination

Enhance DIY UlI/UX, revamp web & mobile

Introduce multiple co-origination bundles; best in
platforms for superior digital experience

class customer journeys

Leverage Analytics for Growth

Use predictive analytics for focused cross-sell
and customer life cycle interventions
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I Wealth & Insurance Distribution — Snapshot i

All data as on 315t Dec 2024

Strategic

L Advantages

~N

Robust partner ecosystem and streamlined processes for
insurance distribution
Extensive coverage with a skilled sales force certified in insurance

advisory

Expansion
Levers

Large untapped customer base
Enhancing digital penetration in Banca sourcing

Increasing customer stickiness and driving SA balance growth

through SIPs, 3-in-1 accounts, and NPS integrations j

Enhancement
Areas

Enhancing digital platforms for Wealth Management Services and
3-in-1 (e-Trade) accounts
Strengthening in-house wealth management capabilities




.. . WK
| Wealth & Insurance Distribution - s

Enhance Product co-origination

Optimize RM coverage and capabilities
and cross-sell

Strengthen RMs with advanced tools &

Drive best in class product co-origination customer expand high-value client coverage

journeys; use Analytics for pre-approved insurance

( L] - - \

. Expand Digital Wealth Offerings

C Accelerate 3-in-1 Account & h P & 5
for Mass Affluent
Investment Growth
. : : Strengthen digital investment solutions
Enable seamless digital onboarding for savings, 8 diversify product ranee

\_ demat & trading; broaden retail investment access ) \ vP & 4

Enhance Wealth Management Invest in Talent & Tech

Proposition for Affluent

Invest in talent, innovation & tech to boost

Segment focus (Resident/Non-Resident); product market reach & customer experience

diversity (MF, AIF, PMS)
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I Credit Card - Snapshot

VYL

Strategic * Superior digital onboarding experience
L Advantages + Differentiated product suite tailored to diverse customer
segments
Business Size
33,600 Cr Expansion * Enhanced opportunities for co-origination and cross-sell
* Enhanced digital origination organically and through'partners
Customer Count Levers g g g y gh'p

10.95+ Lakhs

Opportunity to scale in a competitive market
Enhancement » Expanding expertise in unsecured lending (advanced analytics,
Areas precision underwriting and optimized collections)

* Refining customer ownership framework under fintech
\ partnerships

~

All data as on 315t Dec 2024



| Credit Card -

Leverage Al & Analytics for Smarter
Decision Making

Deeper penetration to existing base, optimized
limit management and collections

Expand Distribution & Market Reach

Feet on Street, Partnerships, Co-Origination

4 Enhance Product Suite & 2
Customer Retention

Fee-based products, balance transfers, and high-
yield interventions

Increase share of digital on-boarding

Enhanced digital onboarding for organic and
partner led offerings

J

Drive Income Growth Through
Optimized Spend Strategies

Modernize Collections

Optimize cost and drive higher benefits

EMI, revolver, cross-border spends, revised :
through use of analytics

commercials with partners

d Deploy Data-Led Profile-Based A
Sourcing Models
Precision targeting for higher approval rates and
lower risk exposure
N i J
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I Personal Loans — Snapshot

VYL

* Fully digital customer onboarding process

» Strong liability customer base providing opportunities for pre-
approved offers

Well-established branch network and RM channel to drive growth
Opportunity to leverage Credit Line on UPI for expansion

Leverage digital channels for on-boarding organically and through
partners

~

%

Strategic
L Advantages
Business Size
3773 Cr Expansion
Customer Count Levers
1.98+ Lakhs
Enhancement
Areas

All data as on 315t Dec 2024

Opportunity to enhance sourcing from NTB customers
Scope to scale up pre-approved PL base
Potential to establish a dedicated sourcing team

~




| Personal Loans - i

Launch Credit on UPI

Drive new product adoption using
NPCl's capabilities

Broaden partnerships

Leverage digital capability to enhance
contribution from partners

Leverage Branch relationship / Develop co-origination journeys

RM network

Expand pre-approved offers using Bureau
\_ information and advanced Analytics Y,

Best in class co-origination journeys for chosen
segments (e.g. Salary)
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I Auto Loans - Snapshot

VYL

* Industry-leading delinquency levels, ensuring strong asset quality

 Sustained 25%+ YoY portfolio growth, demonstrating robust demand

* Dedicated sourcing team and DSA network for effective distribution

Strategic
L Advantages
Business Size
38,469 Cr Expansion
Customer Count Levers
83,600+
Enhancement
Areas

K. Straight Through Processing for seamless new car loan approvals .
[- Rising income and urbanization driving fresh demand )
* Increasing market for used car financing
e Growth potential in refinance and loan-against-car segments
\’ Emerging opportunity in green auto loans )
[- Opportunity to reduce branch dependency and optimize operational )
costs
* Scope to expand geographic presence in underpenetrated markets
\~ Scaling used car financing to capture a larger market share )




| Auto Loans -

Scale-up used car financing

Drive higher margins through growth
in used car auto loans

(&

Expand Loan Against Car product

Leverage opportunity in the existing customer base

J

All data as on 315t Dec 2024

Increase Co-Origination of Credit Card
& Savings account

Develop new customer journeys for co-origination

Expand distribution

Leverage multi-channel sourcing through branches,
digital, and alternate networks

-

Enhance digitization & STP adoption

Effective use of Business Rules Engine to
reduce cases of manual underwriting

~

Centralize underwriting and collections

Optimize cost of origination and
servicing to enhance profitability

Develop sustainable finance

Expand offerings in the EV area
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. VW
I Loan Against Property — Snapshot i

Strategic | ‘ * Secured lending offering an optimal risk-reward balance
L Advantages * Dedicated sourcing team and established DSA channel for efficient
acquisition
Business Size [ Growth potential in markets beyond the existing footprint \
313,662 Cr Expansion . 0p|?or.tlfn|t\/ to u.p.st.ell to existing home loan custemers,
optimizing acquisition costs
Customer Count Levers ] » Self-employed segment - use case for leveraging property for
33,000+ \_ business expansion or asset creation
/- Digitize credit assessment processes for enhanced efficiency )
Enhancement]_, » Expand distribution capacity and capabilities through alternate
Areas channels
\. Leveraging cross-sell opportunities to enhance profitability )

All data as on 315t Dec 2024



I Loan Against Property —

Digitized customer journeys

Improve TAT through use of
automation and digitization

Scaling up Retail Loan Service Centers

Regionalize operational activities to free branches

& Enhance Sales Structure in A
ex-home markets
Deploy manpower based on market potential
\ /

Strengthen Fee Based Income Opportunities

Greater penetration of insurance & better

self-funding ratio

Recalibrate distribution strategy

Develop specialist channels for LAP

Develop alternate/surrogate credit
assessment frameworks

Greater use of Digital Public Infrastructure

Enhance credit underwriting

Hub and Spoke arrangements for
market penetration

Optimize collection strategies

Leverage low Loss Given Default rates to
improvise collection strategies
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. VW
I Housing Loans — Snapshot i

Strategic * Low credit cost and capital consumption, ensuring profitability

L Advantages * Dedicated and structured sourcing team for efficient acquisition

* High-retention product with strong potential customer profitability

Business Size

329,544 Cr Expansion * Urbanization trends driving sustained housing demand
Levers * Long-term customer relationships enabling higher'cross-sellpotential
Customer Count » Strengthening cross-sell initiatives to enhance customer lifetime value
85,000+
K Opportunity to expand presence in underpenetrated geographies \
Enhancement * Scope to optimize operational efficiency and reduce branch
Areas dependency

+ Diversifying sourcing channels beyond the DSA model for cost
efficiency

 Strategic focus on optimizing liquidity impact from long-tenure, low-

\ yield loans /

All data as on 315t Dec 2024



| Housing Loans —

Explore affordable housing

Expand Retail Loan Service Centers

Free branches of operational activities;
reduce cost of servicing

Expand PSL portfolio and drive higher yield

4 )
Implement end-to-end digitization

4 )

Strengthen direct sourcing through

builder channel
Improve TAT through use of automation

and digitization

Introduce specialized RM channel

Increase Co-Origination of Credit Card Enhance self-employed and NRI offerings

& Savings account

Develop new customer journeys for co-origination customer segments

Customized solutions for identified

Scale up Sales team pan India

Expand geographic coverage to select Tier 2/ 3 cities

- J
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I Business Banking — Snapshot

Strategic
L Advantages
Business Size
318,921 Cr Expansion
Customer Count Levers
26,000+
Enhancement
Areas

All data as on 315t Dec 2024

(.

Granular portfolio with an average ticket size of X1 Cr, highly )
collateralized and PSL-oriented

+ Optimal working capital mix ensuring portfolio stability
.’ Prudent underwriting with low credit costs.

J
(. L . . . )
* Opportunities in higher-yielding segments with managed risk
* Customized solutions for key industry sectors
* Introduction of Business Installment Loans
\’ Geographic expansion to untapped markets ),
K Scope to optimize TAT to align with industry benchmarks \

« Opportunity to improve trade & forex revenues

« Enhancing digital capabilities to improve efficiency and customer
experience

* Improving CA-to-asset ratio

( Strengthening small-value loan disbursement, given its high ROE/




| Business Banking -

Better-Yield Lending for
Profitable Growth

Introduce efficient smaller ticket loans and
Business Instalment loans

Digital Lending for Scale & Speed

Effective DIY and assisted customer
journeys; leverage public infrastructure

Forex & Trade Finance Optimization
for Revenue Growth

Target New to Bank acquisition of
customers with forex potential

Proactive Risk Mitigation with
Advanced Collections

Optimal mix of physical and digital collections

Smarter Decisions

Customized underwriting journeys based
on inherent risk

(" Distribution enhancement through
dedicated business banking RMs
Drive market reach and expansion through
\_ capacity enhancement

Sectoral Diversification to
Future-Proof Growth

Bespoke customized solutions
for segments

-

&

TAT Optimization with Process
Automation & Al

Deliver best in class TAT to drive higher throughput
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I Since Our Last Meeting
Then
(Q3 FY23)
! CAGR 11%
Corporate & Institutional Banking : 66,888 P
: CAGR 26%
Commercial Banking | 16,635 A
S : CAGR 49%
Government & Institutional | 5453 P

Business |

Gold Business |
Inclusive Finance |
Agri Business '

CV/CE |

19,520 A

CAGR 98%
1,055 2

CAGR 14%
6,298 A

CAGR 49%
1841 >

Steady growth driven by strong client relationships

Expanding SME and mid-market lending portfolio with
. sustained momentum

| Strengthening ties with government entities is evident

Consistent performance with stable demand for secured
. lending.

Scaling up microfinance, driving financial inclusion at the
. right pace.

Healthy expansion supported by rural credit penetration
. and agrarian sector resilience.

' Strong uptick driven by infrastructure investments and
. fleet modernization.

*InZ Cr
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cr . VW
I Corporate & Institutional Banking — Snapshot i

f- Comprehensive product suite catering to diverse corporate needs\
* Expanding market presence, reinforcing industry positioning

Strategic - Strong asset quality, ensuring portfolio resilience
L Advantages  Presence in GIFT City, unlocking international business

K opportunities /
4 N\

« Enhancing Digital offerings for Trade, Transaction & Supply Chain
Expansion s

Levers .

Business Size
382,420+ Cr

Improving CA mix in overall Liability book

Increase wallet share across Trade, Transaction & Treasury
Customer Count

1,500+

Sectoral focus approach

_ Y,

/- Enhancing NFB to FB ratio with increased Trade focus \

Enhancement » Strengthening Self-funding and focus on Liability sourcing

Areas

* Scaling presence in Capital Markets

* Expanding Syndication and Debt Capital Market capabilities

( Thrust on corporate salary sourcing from large corporates /

All data as on 315t Dec 2024



| Corporate & Institutional Banking - i

Accelerate Digital Banking Mid Market Focus

Target mid market corporate clients and thrust on
deeper geographies for higher wallet share & income.

Automate & Onboard Trade, Transaction, Treasury
& SCM products on Digital Platforms

4 )

Expand Capital Market Business Source & Down sell Model

Focus on Clearing & Settlement Bank to Equity,
Debt and Commodities Clients.

Will help doing large value deals in a capital
efficient manner and increase client engagement.

MNC & Correspondent Banking Bespoke Corporate Banking Solutions

Strengthen global collaborations through
Correspondent Banking and MNCs

Offer tailored-made ESG-linked and Structured products
for Corporates for higher income & better engagement
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I Commercial Banking — Snapshot

Strategic
L Advantages
Business Size
326,280+ Cr Expansion
Levers
Customer Count
3,000+
Enhancement
Areas

All data as on 315t Dec 2024

« Granular asset book supporting portfolio stability

* Sole Banking relationships with ~67% of clients

* Extensive geographic penetration - enabling wider market reach

* Consistently improving asset quality & strengthening risk metrics

4 )

 Significant market potential in deeper geographies.

* PSL growth opportunities with a focused approachon SME

« Ecosystem Banking expansion (including SCM opportunities)
Wholesale liability team for increased deposit mobilization

.

4 )

/

e )

Enhancing wallet share in Trade, Transaction & Treasury products
* Optimizing onboarding processes to improve turnaround time
« Comprehensive & Customized Digital solutions for Clients

» Use of Analytics for deepening and widening of product base

N




| Commercial Banking - i

Deeper Geography Penetration Accelerate Digital Transformation

Thrust on onboarding clients in Tier 2 and Tier 3 Enable API-integrated, seamless digital trade &
locations which give higher reciprocity and revenue. | transaction banking solutions.

) 4 )
Enhance Credit Delivery & Risk Management Scale Supply Chain Finance
Improve TAT with new LOS rollout and Expand Supply Chain financing through PO Financing and
strengthen portfolio monitoring. Dealer Finance by leveraging on Corporate relationships
k J - 4

Self-Funding & Liquidity Expand Client Servicing Centers

Increase CA-driven self-funding and thrust on
Salary & Promoter accounts.

Expand coverage of Corporate Client Servicing Centers
for better client servicing and advisory support
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| Treasury -

Strategic
Advantages

Expansion
Levers

—

Enhancement
>
Areas

All data as on 315t Dec 2024

Strong presence with Exchange Houses, CSGL and Arbitrage products,
Market leader in Exchange traded volumes, reinforcing competitive
positioning

Advanced analytics-driven approach, enhancing decision-making &
risk management

Handle significant FX volume in Personal Inward remittances

Expanding investment offerings across wealth clients

Broaden Wholesale client base by expanding product offer & Wallet
share

Strengthening Retail Trade & Forex solutions to capture untapped
demand

Reconfiguring system architecture for data analysis and Al



| Treasury -

Expanding GIFT Capabilities
Leveraging the International Banking Unit (IBU)

with a comprehensive product offering and a
wider customer base.

Diversified Resource Mobilization

Enhancing funding through refinancing,
infrastructure bonds and multilateral agencies

4 )
Strengthening Retail Trade & Forex
Developing a CA-driven and small
business focus for trade and forex revenue
k J

Expand Product & Trading Strategies

Enhance product offerings, book running
capabilities and implement analytics driven trading.

\
Optimizing NSLR Debt Strategy
Enhancing origination and distribution for a more
effective NSLR debt strategy. py

Advancing Correspondent Banking

Strengthening global banking collaborations to
improve trade flows cross border finance.
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I Government & Institutional Business — Snapshot

Strategic
L Advantages

)

Expansion
Levers

Business Size
212,160+ Cr

N

Strong technological capabilities to support digital integrations
and rollouts

Synergy with branches and expanding network for deeper
penetration

Established reputation, brand and trust )

Enhancement
Areas

All data as on 315t Dec 2024

Rising government expenditure driving new business )
opportunities

Empaneled with CBDT & CBEC for Tax collection

Empaneled for Agency business with various states

Non agency business with Central and State Government: /)

Sharpen focus on Institutions / TASC accounts )
Developing bespoke solutions and tailored financial products for
government entities

Building expertise in niche government segments to drive

specialized offerings )

VYL



| Government & Institutional Business — i

Expand State Government Agency Business Customised Digital Products

Offer bespoke digital solutions to various

Scale-up agency empanelment across 10 key states.
government departments and schemes

4 ) )
Focus on Local Authorities Enhance Government Partnerships
Enhance thrust for onboarding Urban Local Target empanelment's in Central Pension Scheme,
Bodies, Municipalities and Autonomous Bodies PPF, Small Savings, State Stamp Duties etc.
\ J (& J

Enhance e-Treasury Integration Centralised Fund Management

Implement a centralized fund management portal

2Rl GRS el (D A £ for government department and various Schemes
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I Gold Business — Snapshot

VYL

Largest gold loan portfolio amongst private sector banks

High ROE Business with high fee income & profitability.
Extensive branch expertise driving strong execution capabilities
Low RWA, ensuring optimal capital utilization

Branch network expansion into high-potential gold loan markets
Formalization trend shifting customers from unorganized to
organized lenders.

Innovative product offerings to cater to evolving customer needs
Thrust on cross-sell and upsell.

~N

J

Strategic
L Advantages
Business Size
31, 420+Cr Expansion
Levers
Gold Tonnage
65+ tonnes
Enhancement
Areas

All data as on 315t Dec 2024

Enhancing operational efficiency through digitization and lean
processes.

Diversifying acquisition channels beyond branch-led sourcing to
drive scale

Use of Analytics for deeper and wider customer penetration

~

J




| Gold Business -

Innovation Cell

Driving product innovation and enhancements

[
Gold Loan 3.0 Implementation
Integrated digital suite for loan origination,
appraisers and sales teams
L

Fee Focus

Introducing foreclosure charges, documentation &
auction charges to cover costs & enhance fee

Market Expansion

Scaling gold loan presence through BC
and sales channels

4 . . )
Streamline Operations
Seamless and Paperless Journey for customers and
streamline operations & monitoring
& /

Branding and Marketing

Thrust on creating awareness through localized
branding and marketing activities
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I Inclusive Finance - Snapshot

Strategic
L Advantages

(.

Expansion
Levers

Business Size
34,120+Cr

20+ BC Partners, 900+ BC branches across 20 states & 2 UTs, \
ensuring deep market penetration

1.35M+ customer base with strong growth potential (~98%

Women and ~66% Rural)

High-yielding portfolio with high risk adjusted return

Prudent risk & compliance framework ensuring portfolio quality j

Enhancement
Areas

All data as on 315t Dec 2024

~

Untapped liability business presenting growth opportunities

12Tn+ addressable market across SHG, Micro & AFHL segments

MFI lending recalibration towards individual lending models
Emergence of a Unified Lending Interface for seamless integration

& customer experience /

N

~

Optimizing cost structure to enhance operational efficiency
Strengthening provisioning norms to realign to business
cyclicality

Reducing dependency on Agency channels by expanding direct
sourcing models — SHG/ Individual loans

Increase digital collections to lower cash-handling risks /




| Inclusive Finance - i

Digital Transformation
Customer Journey & Growth

Enhancing efficiency and reducing costs through digitized
collections, real-time fraud detection via digital risk
monitoring, and analytics-driven dashboards for smarter
decision-making.

Expanding customer base & developing a comprehensive
product suite to support the customer lifecycle

4 A )
-~ ~ Diversification Strategy
OB R Building a sizeable asset book in Affordable Housing and
Scaling full-service BC outlets across India with g Micro LAP. y

comprehensive product offerings

Full Product Suite

Liability mobilization focus & catering to all banking
requirements — Savings & Investment

Product Innovation

Digitalizing SHG credit delivery & expanding Micro lending
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I Agri Business — Snapshot

Strategic
L Advantages

Business Size
38,130+ Cr

Expansion
Levers

Enhancement
Areas

All data as on 315t Dec 2024

VYL

80% PSL portfolio

Expanding customer base- 1 lac+ unique customers
Robust digital platform facilitating small-ticket Agri loans
Wide distribution through branch network & partnerships

)

Scaling digital platforms & product innovation for broader market\
reach

Strengthening partnerships to enhance distribution and scale.
Leveraging the Unified Agri Lending Stack for seamless credit
delivery

\- Enhancing ETB/NTB borrower engagement to drive higher PPC /

/ Portfolio optimization strategies to improve repayment trends in\
legacy accounts
» Developing region-specific Agri solutions to align with diverse
market needs
* More comprehensive product offer - ENWR & Post harvest
financing option

\- Leverage Priority Sector opportunities /




| Agri Business -

Accelerate Digital Transformation
& Automation

Digitize loan documents and processes
and implement digital lending.

Unified Lending Interface

Leverage on the Agri Stack and Unified Lending Interface
to expedite credit delivery and expand customer base

Expand Market Reach & Distribution

Extending branch channel / partnerships to major
geographies. Focus on 5 major States.

Product Customization

Customization offerings based on crop,
product and geography.

Optimize Collection & Recovery

Enhanced monitoring for better control. Collection
basis crop cycle. Speedier Recovery process.

Expand Agri Supply Chain & Ecosystem

Strengthen warehousing receipt financing,
funding FPOs and post-harvest credit.
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I CV/CE - Snapshot

VYL

Strategic
L Advantages

Strong brand & leveraging existing customer base
Robust distribution Through RMs, Branches and DSAs
PSL opportunities - ~80% qualifies as PSL

PAN India presence

Expansion
Levers

Business Size
24,230+ Cr

Focus on used CV/ CE

Distribution — Deeper Geography penetration — T2 & T3
Deeper Penetration of existing customer base

Line of Credit to Strategic & Corporate Clients

Enhancement
Areas

All data as on 315t Dec 2024

Rollout Tractor Financing

New Product rollouts — Green / Balance Transfer

Expand distribution through CLM

Thrust on Cross Sell/ Upsell - Working Capital, Liability &
Insurance products




| cu/ce -

Expand Distribution & Market
Penetration

Expand to Tier 2 & 3 markets, strengthen dealer
& BC partnerships. Sweat the branch network

7 )
Optimize Credit Delivery & Risk Management

Improve TAT with digital underwriting & LOS

Drive Yield Optimization & Profitability

Use data-driven pricing; focus on high-vyield sub-segments.

4 )
Strengthen Branding & Market Positioning

Drive hyper-local branding & OEM partnerships;
boost digital outreach.

rollout; enhance risk models.

\ J

Scale ETB & NTB Client Base

Cross-sell to ETB clients; acquire NTB clients with bundled
offerings. Cater to wholesale client requirements.

- J

Strengthen Collections & Recovery

Leverage Al for early warning. Contemporize collection
mechanism and thrust on quicker repossession & sale.
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AF

FEDERAL OPERATIONS & SERVICES LTD

Bengaluru

Kochi

Focus on automation and Process
engineering since Dec’'18

1600+

& Indore

& & Vizag
*

Enabling Operational Excellence



| ’z FEDERAL OPERATIONS & SERVICES LTD

FedServ: Enabling Operational Excellence

» Contact center Payments & = Account opening,
operations, inbound Digital Banking customer ID
& outbound support, creation, document
tele sales, " Fed-Net, Fed- processing, KYC,
tele-collections.. Mobile, Fed E Biz, and support desk.
and payment &
settlement
operations.

" To provide superior
m customer service at an
optimal cost with risk
duly mitigated ”

99

Back-Office & = ATM and branch

LCRD Operations remote

monitoring,

* Document software support,
scanning, and IT helpdesk.
collections (CV/CE),

DCE & LEA
support, and other
back-office
processes.

" To become the trusted
and preferred operational
partner for the bank ”

Trade Finance

= End-to-end
support for
exports, imports,
LC, BG, financing,
and exception
management



L] u ] “
| FedServ  Streamlining Internal Processes - Key Projects ,-':
( Customer Support Consolidation \i ' Gold Loan Support
LT FEd_SE.W to fully ’Fake over cgstomer support ! i = Dedicated inbound team to enhance service and !
; operations, ensuring streamlined processes and ; ; !
. L | . engagement for Gold Loan customers. |
\ cost optimization J e S
T
[’ ----------------------------------------------------------------- N\\ (@] LZJ ,” ----------------------------------------------------------------- \\
! Virtual Relationship Management i - Co-Branded & Business Card Support ‘:
i i @ I i
| i 2@ :
i = Dedicated RMs to enhance customer i W™ T | = Managingcustomer service and tele sales for co- |
! engagement and service quality. B E branded, business, and corporate credit cards. 5
\\ / : \ /
o _/’ - LLI AN R4
............................................................... = e
-

1 h N \
; Branch Call Support ; ' Fintech & Credit Card Support :
i = All branch calls to be routed to FedServ's contact i i i
| center, freeing branch staff for business-focused i i = Expanding customer support for multiple fintech i
| activities & improving efficiency. i ] partners, strengthening digital capabilities. E

-----------------------------------------------------------------



| Tech Insourcing and rs

I tion & Institutional
" Eliminates nnovation | Knowledge &
recurring vendor Customization " Faster Expertise = Reduces risk of
costs and external _ adaptation with P exposing
dependencies. " Tailored deep system = Builds specialized critical data to
solutions to familiarity. skills aligned with third parties.

drive business
growth and
differentiation.

bank processes.

Omni-Channel Banking: Delivering Seamless Customer & Employee Experience

S I o I @ N ouome

Data Consolidation via Unified Customer Experience Al & Data-Driven Business A scalable, tech-driven

Data Lake Across Channels Growth foundation for enhanced

= (Centralized customer = Mobile, Internet, Call ) !_eyeraglng Al'to e_xtract customer and employee
intelligence for better Center, RM, and LETRILES [l E s experience, agility, and
decision-making. Branches. EMEEEEMETIE, & post strategic advantage.

revenue.
101



| Depth Of Relationship [

Launch Cross-Channel campaigns with

Deliver enhanced customer experiences
personalized content

F d ORACLE Content
e - . onten
responsys CX Service Management
A2 @
Y2 maxymiser” 0> NS
- DMP & Infinity Digital Customer Contact Centre
Portal Management
/// 000 {x+] \\\
UW\VIIVLI\ : & ﬁ @
Sales Partner Management NBO using \
CX Sales Planning & Incentive Compensation Al/ML

102



| Digital At The Fore,

| ©

Adoption of Low-Code/
No-Code Platforms

Accelerating digital
innovation with
agile, scalable, and

cost-effective
development
solutions.

Tech Focus & Future Roadmap >

Increasing tech
spending to drive
Al, cybersecurity,

and cloud
transformation.

Cloud & API-
First Strategy

Enhancing scalability,
interoperability, and
security with cloud-

native applications and
open banking APIs.

Leveraging Al, ML, and
big data analytics for
hyper-personalized
customer engagement
and risk management.

KO \ / Qs
g o _ -
g3 Lo
= 2
103 g




- Key Projects [
Mobile app Revamp

All new feature-rich retail mobile app . Super App catering to all corporate
Al packed features and personalized offerings Increase in customers

Revenue

NTB
Acq u iSiti on ‘ JATE FEDMOBILE TEST 10S ACCOUNT
00050 2000000 197

Check balance ¥

Savings Account
1001XXXXXX7930

Last Updation : 06-August-2024 11:59:32 AM

st O » - Reduction of
servicing cost

FedBook All Accounts Debit Care
Debit Card

Fund Transfer

@
Loy
Send to Account Scan & Pay Send to Mobile
Number

Payee Quick Pay Fund P
Management Transée ey

Statement

Fund Transfer

send to Mobile
Nomber

—

- 351’ o [recein o]
=

|

(r | Feoera aan |

APPLY FOR HOSPITAL CASH POLICY

k PPLY FOR HOSPITAL CASH POLICY

Quick Links

i

RUPAY Credit Card Broadband Send to MMID Flights
on UPT

Recharge

D Recharge

@Zﬁ; ’ ] o4 <)

Mabile Recharge Datacard

O = » & o s —/ |

Investments BHIM UPI Loans Transactions. 1
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I Envisioned Outcomes.. A

... leading to ROE

2.20% expansion 16.00%
With levers in place ROA ROE —
for ROA expansion.. 13.10% :
s ! i
o~ o 10.80% -
1.20% D P
[ T T : : T I I
Federal Next 3 Best 3 Federal Next 3 Best 3
7 - - - - - - - oss s s e s e s e e e - ~ S
/

4 P / BV multiples (consol basis)’ :

I

: The envisioned 2.63 |

I outcome... :

: ) .

| I

: 137 !

| |

: I

: I

' I

. |

: I

\
\ T T /I
A Federal Next 3 Best 3 _

1 Oﬁ :Source: Company filings & P/BV as on Dec 24 end.



DVA - =vi
"E!,IQRUQLYETT

9
THANK YOU

FEDERAL BANK

¥



	Presentation_analystmeet_21.02.25
	Analyst Deck_Exchange

		2025-02-21T15:35:43+0530
	SAMIR PRAVINCHANDRA RAJDEV




