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This presentation and the accompanying slides (the “Presentation”), which have been prepared by Suryoday Small Finance Bank (the “Company”),
have been prepared solely for information purposes and do not constitute any offer, recommendation or invitation to purchase or subscribe for any
securities, and shall not form the basis or be relied on in connection with any contract or binding commitment whatsoever. No offering of securities of

the Company will be made except by means of a statutory offering document containing detailed information about the Company.

This Presentation has been prepared by the Company based on information and data which the Company considers reliable, but the Company makes
no representation or warranty, express or implied, whatsoever, and no reliance shall be placed on, the truth, accuracy, completeness, fairness and
reasonableness of the contents of this Presentation. This Presentation may not be all inclusive and may not contain all of the information that you may

consider material. Any liability in respect of the contents of, or any omission from, this Presentation is expressly excluded.

Certain matters discussed in this Presentation may contain statements regarding the Company’s market opportunity and business prospects that are
individually and collectively forward-looking statements. Such forward-looking statements are not guarantees of future performance and are subject to
known and unknown risks, uncertainties and assumptions that are difficult to predict. These risks and uncertainties include, but are not limited to, the
performance of the Indian economy and of the economies of various international markets, the performance of the industry in India and world-wide,
competition, the company’s ability to successfully implement its strategy, the Company’s future levels of growth and expansion, technological
implementation, changes and advancements, changes in revenue, income or cash flows, the Company’s market preferences and its exposure to market
risks, as well as other risks. The Company’s actual results, levels of activity, performance or achievements could differ materially and adversely from
results expressed in or implied by this Presentation. The Company assumes no obligation to update any forward-looking information contained in this
Presentation. Any forward-looking statements and projections made by third parties included in this Presentation are not adopted by the Company

and the Company is not responsible for such third party statements and projections.



Milestones

2008-2012

Incorporation of Suryoday Micro
Finance

Received RBI license for NBFC &
commenced MFI operations

Commenced operations in Pune

SURYODAY

A BANK OF SMILES

2013-2017

* AUM crosses Rs 1,000 Cr with
7.5L customer base and 200

branches
* Commenced CV, HL & LAP

* Managed the challenge of

Demonetisation

2018-2022

AUM crosses Rs 5,000 Cr

Customer Base 0.6% Indian

household
Commenced Micro Home Loan

Managed the volatility of Covid

headwinds

Completed 6 years of operations

as a SFB
Branch Network - 577

AUM crosses Rs 6,000 Cr
(Vikas Loan — Rs 1200 + Cr)

Deposit crosses Rs 5,000 Cr

IT transformation
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Reimagining Suryoday

NTB + ETB
i > B 5,)
GI'Ollp Loans Graduating . &
Indlvéduals from | MFI Customers Non-MFI Customers Micro Mortgage
roups E |
Single Serving ,
Customer Entire Household

Curation through

analytics i el
@ a @ Small Business Loans
™
Generic Customized (W™ ﬁ
Products Products () ()

Vehicle Loans
W —
== )

Traditional a Simplified

Onboarding Digital | Micro Savings / CASA
Process Onboarding ’ 4




Strategy Enablers U EYAOR{:\YS

Simplification & Partnerships
Digitalisation

Merchant QR

CGFMU Cover

Product
Proposition & Advanced
Distribution Analytics

Branch Network & Savings &
Collection Strength in Social Security
Micro Markets Schemes
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What Will Suryoday Be Known For : FY25-26

Technology C%?

Products Network

* Achieving competitive

advantage with banking
solutions for emerging
household of 20 Cr

Suitable liability offering
across customer segments
—focus on CASA

+

Analytics ..
End to end digital
journey for the entire
products suite

Pre-Approved loans
based on risk assessment
and analytics

Enhanced customer
experience for asset and
liability offerings

Leveraging presence in
existing locations &
expansion in newer pin
codes

Being a leader in
Micro-Markets

BC and digital
Partnership

Offering comprehensive banking solutions to the middle section of the Indian Economy




Emerging Household Potential SUEYAORf\YS

SFB Strategy

— — —
/, —

Market Potential

56 Million

Inclusive
Finance

. . \
434 Million N

VL/
Small
Business

—
Loan Mortgages 728 Mglwn

182 Million

N Liabilities 7
A ~ A - d
~ a -
~__ X: -

—— — —

Household Income Pyramid - 2021

Source: PRICE People Research on India's Consumer Economy.

VL and Small Business Loans as a feeder for all other products
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Consistent & Sustainable Growth

B IF

Bl Retails Assets
(+16%) 5,083

3,528

3,256

@ 5,167
61%) 3,849

2,849

2,856 3,090 (67%)

2,217

1,593

FY19 FY20 FY21 FY22 FY23

FY19 FY20 FY21 FY22 FY23

6,025 | 337.5

192 305.9
14.9 3,931 ,
11.8 14.0 2122 181.3
FY19 FY20 FY21 FY22 FY23 FY19 FY20 FY21 FY22 FY23 FY19 FY20 FY21 FY22 FY23

“Adjusted for ARC is %6,541 crores with CAGR of 21.2% O CAGR



Robust Financial Metrics suﬁ!ﬁ?ﬂﬁ!

Cost of Deposit

CASA is at 17.1% with cost of funds of 6.9% at par with
competitors

Pre-Provisioning Operating Profit

PPOP as a % of Total Balance sheet 5%

“All numbers are for Q4 FY23 | Annualised wherever required
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Gross Advances

* Unsecured business — Making quasi secure with
CGFMU cover and contingency provision - should be
ready for any cyclical incident that micro finance
industry faces in every 4/5 years

@ 2023 @
CAGR 1'9% CAGR 30%

| | * Secured business — Retail penetration with scale
coupled with competitive advantage in micro markets
will lead to cost optimisation

Rs 3,024 Cr Rs 6,114 Cr Rs 22,000 Cr

50:50 Mix
(Unsecured CAGR : ~25%
Secured CAGR - ~40%)

* Complete granular deposit with real CASA Mix — sticky
and transactional flow creating float

®

2023 @ * Focus will be on offering products which can create a
o bond beyond banking — Investments and Social Security
| CAGR 34% CAGR 35%| Schemes
Rs 1,593 Cr Rs5167Cr  Rs 24,000 Cr

CASA Mix of 30% 10
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Asset Fortification

Robust Credit Underwriting CGFMU
and Collection

Contingency Provision

* Scheme managed by National Credit
Guarantee Trustee

* Robust portfolio monitoring which * Bank is planning to create an

includes market analysis, risk
assessment and control at branch
level

Strong measures undertaken for
delinquency management by time
optimisation of collection staff
through analytics

Robust underwriting by having
customer connect and thorough KYC
along with income and obligation
assessment

To guard against the intermittent
challenge / cyclical risks

Eligible loans (ATS up to Rs 10 Lacs)
— currently bank is covering IF
portfolio including Vikas Loans and
part of CV portfolio

additional contingent provision over
and above regular provision

Bank wish to create 5% to 6%
contingent provision over next 4 to 5
years on unsecured portfolio

This provision will help the bank to
cover any residual risk over and
above CGFMU cover

11
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_ AN

o ©

Liabilities




Liability

Product

Persona/Segment based offerings-
HNI, Women, Senior citizens,
professionals, self-employed
proposition segment (SME/
MSME/Trader/Merchant) &
Wealth solutions.

Innovative Digital Products like
Super app (MB), Strong 1B
platform & CIB.

Digital Alliances

Curated offerings, across client
segment for Liabilities, Wealth
and Assets

-

People

Role Specific structures., Dedicated
product verticals
(NR/TASC/GBG/CA etc.)

Strong relationship & Service
teams.

Employee as Branch Ambassadors
through heightened employee
engagement, Upskilling, Cross-
skilling, Career progression plans

Initiatives

PHIGITAL Customer experience.

(Doorstep/SMS Banking —Semi
Urban & Rural, Video

Bkg/MB/CIB/IB — Metro & Urban.

Analytics based customer
engagement — 360 degree Client
View, Data led customer offers.

Launch of NPS & BSSC for best
in class customer experience.

SURYODAY

A BANK OF SMILES

Distribution

Branch location Observe, access,
Execute & Measure.

ATL and BTL Activities. Co-
branding Visibility — hoarding,
billboards

Public place visibility Digital
Alliances

Social Media Marketing

13
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Liability Strategy Enablers

Profiling

Senior Citizens
Higher rates on deposits, low-cost
I : 1l JI banking services and priority services

Digital Solutions Product Offerings

Collection & Payment(CMS) (@\ @ '
el adi»

* *Collection — PG links, e-mandates, e-POS
* * Auto Recon solutions

ol

at branches/doorstep * *Virtual account for collection and payments. e e ST HNI Savings
* Flexi Cash deposit limits. Account

NR

Remittance efficiency, Digital Banking Financing Solutions

Capapility and alerts on International ® @ ® . + QR/POS Financing - Daily EMI solutions
mobile: .U‘ * *Scorecard backed digital lending.
L{,.‘_,JJ « *BNPL.
Women * *Transaction based OD. e

A Higher Interest rates, Exclusive offers,

Easy-to-use banking services Value Added Services

OO * Inventory Management & Bookkeeping

I * Segment specific -Education, Housing
v Societies

_ Internet Banking
Super App - MB Revamped

HNI . . . —
Exclusive lifestyle and wellness benefits, Digital store, Integration with e-com ” "
. . . platforms. N‘
faster query resolution and higher interest >4
rates . Ak
— Corporate Internet Banking .
Traders Current Professional
- |mmsl =] <+ TaxPayments (Central and State
- |mmm) D Govt/Local Taxes) * Account Current Account
TASC & GBG s O | | oo e o
ol gl omprehensive Salary propositions.

Higher Interest rates and CMS solutions.

API Banking. *
MSME lending solutions *.




Liability Strategy — Acquisition & Penetration

V-KYC to Video
Banking Channel

Acquisition led by Digital
Partnership

Retail Bank Branches Presence — Strategic
& Planned

Branch Manpower - Strengthen with
dedicated relationship/ acquisition/
Service & Ops model

Liabilities through IF Branches

Online Acquisitions of digitally generated
leads.

Building a central Video Banking Team
for acquisitions, servicing and cross sell

Startup & Fintech Companies.
Digital Distributors.

Digital Eco-systems

SURYODAY

A BANK OF SMILES

Customer

Bespoke Products

* Offerr compelling
value proposition

274D . :
c\_fg Digital Experience

2

* Seamless digital

onboaiding
-

Simplicity

*  Multi-channel

Customer centric
experience
Real time delivery

Personalised Offers

@
; ’ = * Create unique insights
- ‘ for each customer

Security

¢ Safe and seamless

¢ Secure Transactions

* Detect and mitigate Fraud

15
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Inclusive Finance
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Inclusive Finance

Portfolio Quality Control Robust Operating Model Distribution Strong Platform in Place
0 9 [

& [

Parameter JLG Loans Vikas Loans

Risk Management Robust underwriting process and curation of customers through analytics combined with CGFMU cover

Using JLG model as a feeder to graduate customers for comprehensive banking solutions




IF Strategy — Enablers su'ﬁfﬂﬁi

“AAA”- Approach

A - AOCPV A - Analytics A - Augmentation
0 Center point verification at household — - Customer Acquisition * @ *, Serving the customer household
: fvel fanob dagta cap’figre thré)ugh Sar:illth}i - '| + Cross-sell/ Upsell L merﬁbers throggdh art1f1cia1'
J HIODES e0}11'01 crlllee\];grl Ing and cross sell a _é, + Enhancing Customer Experience &) intelligence and data analytics

* Risk Analytics

Products in Focus for Existing IF Customers

1. Micro Loans Against Property (MLAP) 2. Two-wheelers Loans 3. Small Business Loans

) Cals i

BC Partnerships

Venturing with BC partners for product and geographical expansion

Unit Relationship Manager (URM) Model
* Creating Micro Units within Branches - One Smile Unit = One Relationship Officer (RO) + One Relationship Officer Trainee (R%
® e

* To be the One Bank for the entire Household and cater to the aspirations of each family member, URM model has been introduced

* URM to be a Rising Star and role model of the Branch. mm
18




Vikas Loan - Potential Pathway To Service Households

Sourcing NTB - JLG customers
(1%t Cycle Loan)

o

Encouraging and inculcating
Savings habit with Savings and
Insurance products suite -
FD/SA/Insurance/PM]JJY & PMSBY

SURYODAY
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ETB - JLG Loan after good
repayment track record

(2nd Cycle) e

ETB Customers after curation graduating
from JLG Group to Individual Loan +
NTB Customers having proven track record

Success Mantra

Curation through analytics
leading to preapproved
customer base

Robust Credit Underwriting
with a quick turnaround

Digital On-Boarding and
Quick Turnaround

Collection through digital
channels — SI/UPI

Visibility of Suryoday Savings
Account for Analytics and
Risk Management

Portfolio Covered
under CGMFU scheme

19
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Mortgages




Mortgage Industry Landscape Suﬁﬁgﬂﬁ!

Large market with low penetration -
No dearth of business

Ticket Size

« Affordable segment continues to

ATS - 40 Lacs grow

Tier1 -2

High

Low
7 Affordable
Base Prime ATS 10Lacs y
. ATS - 25 Lacs , :
Tier 1 -2
Prime

HIG Income Group LIG
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Mortgages

Strong Platform in Place Robust Operating Model Distribution Diversified Portfolio Strong Value Proposition

[ &

Parameter Micro Mortgages Kushal Loans

Home loans- Resale/Builder & Secured Business Loan
100% Inhouse Hybrid — Inhouse , Connectors & DSA’s
Sourcing & Dedicated Collection Team

Micro market policy for enabling higher predictability & conversion
Risk Management
Branch Level portfolio monitoring covering early mortality , program & channel level portfolio performance

Fast growing business with vision to build superior quality & profitable portfolio




Business Strategy

o Focus on retail resale, Direct
Allotment for self use & secured
MSME lending

o Go deeper in existing SSFB markets

o Focus on Near Prime ( Kushal Loans )
and affordable segment ( Pragati Loans
) to scale & maximize yields

Mortgage — Strategy Enablers

Build a Diversified portfolio

o MSME focus with strong
underline cash flows

o Credit tested customers and
good business / job stability

o MIG / HIG Collateral with
good marketability

Hybrid Distribution Model

o Lean, Productive and Variable
structure

o Balance mix of Direct & Outbound
sourcing channel

o Leverage SSFB Branch Network / Cross
sell

o Increase the sourcing funnel through
partnership with Builder / Development
authorities / digital players

N o

SURYODAY
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Efficiency & Speed

o Leverage technology for
superior quality and customer
experience

o Digital journey with paper less
sanction for speed , and
enhance employee Productivity

o Customer experience & speed
as the Key differentiator

23



Micro Mortgage — Strategy Enablers

—
>
@ Product

* Focus on upsell. Converting the Vikas Loan
customers for Micro LAP loans

¢ Introduction of New product along with
Partnership, Digital Lending

~

%
. N
Expansion
* Expansion of business to new locations
and deepening in the existing states
* Reviewing the current structure and
implementation of more control measures
5 J

e SURYODAY

Sourcing and Collection

* Introduction of Partnership Model

e Connector model and Fulfilment Model

Digitisation
* Implementation of Loan Origination

System with business rule engine

* Profile and property based templatized
underwriting

<
_

G

24
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Wheels Business

New Customer ,e¢%0, Existing f\ Cost
i &

Acquisition Customer Base Optimisation

Parameter Commercial Vehicles Two Wheelers

Diversified Portfolio, More Focus into granular retail segments.
Risk Management
Relationship based model, continuous engagement with customers to ensure stickiness




Wheels Business — Strategy Enablers su'ﬁfﬁﬁi

* Revolutionizing Wheels business by
shifting to digitisation.

+ Diversifying business through various
products under Wheels Portfolio.

Product * Introducing various programs
. C : & Express Loans to ensure faster TAT
» Flexible p011c1e's in alignment V\.Il-’[h ' : and increased business.
market dynamics to be competitive in Policy

the vehicle financing space. « Transforming Wheels business by

shifting to digitisation

Wheels
Business

+ Partnering with Fintechs for effective
leverage of distribution channel

* Hiring skilled and experienced
manpower across locations.

* Conduct regular product and Partnerships + To expand in new geographies
refresher trainings through partnership




Wheels Business - Used CV Strategy SURYODAY

A BANK OF SMILES

Supporting factors to dominate the Used Commercial Vehicle Space

Large CV Market INR 5.6 Lakh Crores

LN A Opportunity in the Used
€« - -> Commercial Vehicle space
' 4 > is expected to grow two-

\v fold in coming year

0-4 Years l 5-10 Years 5-10 Years
Future Opportunity Suryoday Focus Area
(61% - 3.5 Lakh Crores) (39% - 2.1 Lakh Crores)
- Aiming to capture sizeable
market share in both
----------------------------------------------------------------------------- ' organised and
CV Market Spll t . ’ unorganised credit sector.
B Organised Credit With increased

penetration into rural
areas SSFB will benefit
with huge demand for
cargo LCVs.

M Unorganised Credit

Source: SIAM, Internal Research Estimate
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Brand Building

Celebrating our Tech-Awards

G |
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Initiatives

M-LAP
(Micro housing loans to 1l o
existing IF customers) Digital

I Current Account

NTB Vikas Loan/ \
é Star Loans for IF oute Used Car Loans

Product offering through digital way
and seamless experience

- E Aadvanced
Technolo gy QR Code Lfﬁ QR coc}e e ) Analytical tools
h opening through —L lead by Data
A9 O Digital -KYC Science Robotic process

automation

Manpower for Marketing & & b Management
accelerated growth

Retail Assets & <§
Branch Banking l — Brand building - Stakeholder
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THANK YOU'!

Company: Suryoday Small Finance Bank Limited
SURYODAY

A BANK OF SMILES

CIN: L65923MH2008PLC261472

Mr. Himadri Das
himadri.das@suryodaybank.com

Website: www.suryodaybank.com

Investor Relation Advisors: Strategic Growth Advisors Pvt. Ltd.

SG A Strategic Growth Advisors

CIN: U74140MH2010PTC204285

Mr. Aakash S Mehta / Mr. Abhishek Shah
aakash.s.m@sgapl.net / abhishek.shah@sgapl.net
Tel: +91 9870679263 / +91 9930651660
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