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Tech In Mind. Service at Heart.

Smart Loans for Affordable Homes!
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O— Technology driven affordable housing finance company with pan India
presence

O— Home loans to first time home buyers with predominant focus on salaried
individuals having income < ¥50k p.m

O0— 92% of book comprise of housing loans with average ticket size of ¥1.0Mn
O— Strong liquidity pipeline with positive ALM and zero commercial papers

O— Data science backed centralized underwriting with in-depth
understanding of local property markets

79 76 51,718 /4% salaried 14,802 Mn 709
Branches 13 Districts 137 Active customer Occupation Mix of Liquidity Buffer as on Jun’21 Number of
_ accounts AUM (Q1FY22) employees
States/UT Touchpoints (Q1FY22)

Data as on Jun’21
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Our Journey

Y

Scalable operating model — CARE Rating CARE / ICRA Rating

We got Iis-ted
42,943 Mn e

the company @

WARBURG PIncUS
AuM (Jun’21) LS 60,000+
True North sanctions
acquires AuUM crosses
majority 235 bn.
stake 5
truanorth 30,000+
customers
~GIC Net worth
Series B Co-mvcletsrfment crosses
10,000 Truewl\llorth“) ¥5,000 Mn. APAEE «—AUM
Alpha TC Holdings Custé)mers CIC
Private Limited spread across
Started 5,000 25+ cities
Series A Operations 1000 PBe;?n't\)Ie customers
‘ i j rofitable
in Gujarat & customers

% Bessemer Tamil Nadu

Venture

Partners
Incorporation 200 H

2010 201 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021

3,368

1,629

Early Days and Proof of Concept

Note: AUM in INR Million

Consolidation

(1)Aether has co-invested with True North. Waverly owns 100% of Aether Class B Shares. Waverly is a wholly-owned indirect subsidiary of GIC (Ventures) Pte. Ltd

Scaling Up

(2) Investment by Orange Clove Investments B.V (an affiliate of Warburg Pincus). Warburg Invested on 1st October 2020

04 homefirst
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Assets Under Management (AUM)

41,411 Mn

+14.4%

Disbursement

10,966 Mn

Spread *

5.0%

-32.2%

Cost to Income

39.0%

+90 bps

Profit After Tax (PAT)

1,001 Mn

*asper IGAAP

+25.9%

O

Executive Summary |FY21

J

Gross Stage 3/ POS ]

1.8%

-680 bps

Return On Assets (ROA)

2.5%

-20 bps

+80 bps

Opex to Assets -

2.71%

FY21 AGM Presentation
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-80 bps

Return On Equity (ROE)

8.7%

-220 bps

homefirst
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USA: Per Capita Income vs Mortgage Penetration (% of GDP)
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I Per Capital Income inU LHS) ——Mlortgage Penetration (RHS)

China: Per Capita Income vs Mortgage Penetration (% of GDP)

16.8

7.6
7.0

6.2

‘ ‘ 9.4%
‘ 8.7% 2hS

2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2013

mmm China GDP per capita India GDP per capita ——cChina Mortage to GDP % India Mortgage to GDP

Source: World Bank, US Federal Bank & Other sources
C

57.0%

52.0%

47.0%

42.0%

37.0%

32.0%

27.0%

22.0%

17.0%

12.0%

35.0%

30.0%

25.0%

20.0%

15.0%

10.0%

5.0%

0.0%

t Affordable Housing Opportunity

USA: Per Capita Income vs Mortgage Penetration (% of GDP)

Mortgage to GDP ratio (%)

India China

Source: European Mortgage Federation, Hofinet, RBI

Housing Loan Drivers in India

Rising Population

Changing Dynamics of
Housing demand

Government Initatives

Urbanization

FY21 AGM Presentation

Thailand Korea Malaysia Taiwan Germany HongKong Singapore

Affordable Housing

'~ demand generated per |

year

2 Mn
Units

Increasing per
Capita Income

Nuclearisation

Favorable
Demographics

Improved
affordablity
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Housing demand goes
hand in hand with per-
capita income

Multiple factors favour a
huge increase in
mortgage penetration in
the country
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0-4 ©47 @7-15 [ Distribution Strategy
Contribution to India’'s GDP FY’20 ( %)

e Existing branches -72

® New branch locations - 33 Pan India Distribution driven by strategic market selection & contiguous expansion
Digital branches - 32

72 76 12 Ol 137 Distribution Strategy

Branches Districts States uT Touchpoints
* Go deeper in existing States

 Existing States contribute 75% of
India’s GDP and 79% of AHF credit

i *
Business commenced in 10 new branch locations. OUtStandmg

In addition, 12 new digital branches have been
launched.

. . « Digital sourcing and servicing
Taking the total number of touchpoints to 137

Note: Source for Contribution of states to India's GDP: NSO, MOSPI of a branch in those states/UT

Data as on Jun’21

States/UT include states/UT from where we source loans irrespective of physical presence

Disclaimer :Map not to scale. All data, information and maps are provided “as is” without warranty or any representation of accuracy, * AHF credit outstanding is for Rs 5-25 Lakh affordable housing segment as on Mar'21._,

timeliness or completeness

: o homefirst
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Smartphone users in India in Mn

761
696
635
479
395
305
251
123
= I

2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023

Source: Statista, https://www.statista.com/statistics/467163/forecast-of-smartphone-users-in-india/

2024

974
927
875
820 I I

2025

RsBn UPI volume and value trends Nosin Mn
7,000 3,500
6,000 3,000
5,000 2,500
4,000 2,000
3,000 1,500
2,000 1,000
- I I I | I | ‘ b
"TT11! III
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§3 8553885385538 833 8853

mm Value (inRsBn)-LHS ——Volume (in Mn) - RHS
Source: NPCI
@
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( Digital India: Catalyst for the Next
Growth Cycle

Increasing Smartphone Penetration a key driver
for digital lending

UPI a gamechanger for payments processes

08
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https://www.statista.com/statistics/467163/forecast-of-smartphone-users-in-india/

o— Home First App for all stakeholders
o— 360° view of customer for employees
°— Electronic payments

o— Edcast: Al powered knowledge
solution

o— My Guide: Guided DIY Training
Application

TTT™N

o— Digital marketing on major
online media

o= Alliances with digital players

o— 10,000+ leads generated every month

fi- © -G
magicbricks: — € NOBROKER — Ppaisabazaar@®

MARKETS

A\

2 airtel e

P

END -TO - END

( Scalable operating model built

L on holistic technology usage

fE

o= API Integration with third party
databases

ol ;
2experian.

o— Proprietary property price predictor

Machine learning models to
assistunderwriting

o E-KYC o— E-Signature

o— Tableau Server for easy visualization

Tech Interventions

E-NACH

E- Sign

E- Vault
E-Stamp paper

DIGITAL

PROCESS FOR
HOUSING

P\ Pay

My Mantra Nearby
i ciqaneseaio

TmnsUm'on@ CIBIL

FY21 AGM Presentation

09

o— Dataon Cloud

o= Integrated CRM and loan management

o— Legaland Technical Portal

o— Payment automation via Bharat Bill Pay

o— Digital Document Management

System

Services and Fino Payments Bank

Customers registered
on app

6/%

© CREDITMANTRI

As of 30 Jun’21

Google rating of
Homefirst Customer App

4.2

As of 29 Jul'21

homeﬁ'r.s't
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Consistent Portfolio

1% —— \ l AUM by Product

= Housing Loan
= Shop Loans
LAP

= Developer Finance

Sharp focus on
92% —— _
housing loans

AUM by Credit history

= Have Credit History

o
30% = New to Credit

Both credit tested
and new to credit
customers

All figures as of Jun21

FY21 AGM Presentation

Metrics | Jun’21

Y

1%
AUM by Occupation
25% —— = Salaried
= Self Employed
Corporate
74% High ratio of

salaried customers

3%
8% ) - -
AUM by Ticket Size

= Upto 0.5mn

= 0.5mn-1mn
0 5
e Imn - 1.5mn
ATS:101L = 1.5mn - 2.5mn

Above 2.5mn

Granular loan book
33%
35%

10 homefirst
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Data Science backed
centralized underwriting

O

Risk Management Design Tech-Led Centralised

Loans approved

o— Salaried customers o— 100+ data points & digitally o— Consistency in underwriting within 48 hrs B
captured data for all customers
o— Build detailed understanding of o— Integrated CRM and Loan
customer via field visits by RM o— APIlintegration with third party Management System on cloud 0
independent sources like Hunter, based platform 9 1 /O
In-depth  understanding of Perfios etc.
O— operating geographies and o— Proprietary Machine learning &
property types o_ All customer and internal Customer scoring models used
communication, documents, for credit decision For Q1 FY22 —
Low under construction photographs, videos available on
©~ exposure and low LTV a single cloud based system
1% 2% — —— 34%

15%

Low Under Construction Risk LTV on Origination Low effective LTV on book

mEMI m <50% " <50%
Q1FY22
QIFY22 u Pre-EMI = 50-80% 474% I
Early EMI 80%+ 80%+
42%
«— 35% 51% ——

Note: “EMI” are loans where the construction is completed hence loan is fully disbursed and EMI on loan is being collected. “Pre —EMI” are loans where property is under construction hence loans are partially disbursed accordingly only interest is being collected from the customer. EMI
collection will start full disbursements happen. “Early EMI” are loans where property is under construction hence loans are partially disbursed however EMI has started on request of customers.

0 1 homefirst
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Gross Stage 3/ POS %

1.8% 1.8%

1.6%
1.0%

06<y ek I

Mar'l8 Mar'l9 Mar20 Mar21  Jun'20 Sep20 Dec20 Mar21

10% 09%

Net Stage 3/ Net POS %

1.2% 1.2%

1.1%

8%
0 %
0.5% 6% G‘V

Mar'l8 Mar'l9 Mar20 Mar'21 Jun'20 Sep20 Dec'20 Mar'21

O

1.9%

Jun'21

1.4%

Jun'21

FY21 AGM Presentation
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Sound Credit Indicators

O

No ECGLS

0.6% of POS restructured (208 borrowers)
INn Q1FY22 under Resolution Framework
2.0. NIL restructuring under Resolution
Framework 1.0

Stage 3% range bound, SARFAESI
recovery process has commenced

homefirst



DA

Diversified Funding Profile at

NCD @ COB% (Represents quarterly avg.)

NHB Refinance

competitive cost of borrowing

:
\

B nerc Borrowings Mix and Cost of Borrowing trend
I Public Sector Banks
. Pvt Sector Banks
22% 21% 19% 20% 22% Diversified mix of
*
=7 19* marquee Lenders
21%
2% —»
ZERO borrowing
29% —» _
through commercial papers
21% —>
Jun'20 Sep'20 Dec'20 Mar'21 Jun'21 Cost of borrowing
trending down
ALM Position as of Jun’21 Cumulative
I Inflow I Outflow
SUrpius Short term rating of
> 9,579 8,383 8,036 11,023 20,589 10,713 Al+ (ICRA and India
(XMn) _
67.083 Ratings)
60,770 57,270
43,184 :
42161 40,181 Long term rating of
22303 A+ Stable (ICRAand CARE)
14,343 17,077 14,267
4,765 8,694
0-3months 3-6 months 6-12 months 1-3 years 3-5 years 5+ years
O 13

Classification of assets and liabilities under different maturity buckets is based on the same estimates and assumptions as used by the Company for compiling the detailed ALM return submitted to NHB.

homei;'rst
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L Financial Highlights
Profit After Tax (¥Mn) Net worth (¥Mn )®
Equity Raised
AR
1
1001 | 13805 | 14173
796 : Strong profit growth : Strong NW, and
457 : despite maintaining eSS : lowA/E to
1 1
: 351 high liquidity and 5227 ! support growth
2 . : - conservative COVID 3252 - :
: provisioning - :
Fris FY19 FY20 Fral QIFY22 FY18 FY19 FY20 FY21 Q1FY22
Return on Average Assets ¥ Return on Average Equity ©
~
1 1
1 1
1 1
21 o 10.8% 10.9% :
0 0, . .
2.4% 2.5% ! 0 0 8.7% i 10.0%
1 4% I 5.1% !
1
I .
1 1
FY18 FY19 FY20 FY21 Q1FY22 FY18 FY19 FY20 FY21 Q1FY22

Note: Fiscal year ending Mar31. A/E —Average Total Assets / Average Equity.
(1) Data for FY18 is as per restated financial statements (2) Equity raised in Q1FY22 is on account of ESOPs exercised

o _ 14 homefirst
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Looking Ahead }

O

Leverage
Technology to

grow business

Enhancing risk
management
framework

Strategic
Priorities

Diversity Increase

productivity

borrowing
sources

: homefirst
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Serving Our Communities

(
L

Our CSR initiatives revolved around 3 distinct areas:

Disaster Management Healthcare & Hygiene Socio-economic Development

—O

Assistance to 1296 workers to travel
- i : e back from their villages to their
N Womkeas s IR ! RS AT\ | factories

Oxygen concentrators deployed in 11
cities

Food kits for covid affected families

Financial support to hospitals

homefirst



This presentation and the accompanying slides (the "Presentation"), which have been prepared by Home

First Finance Company India Ltd. (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.

This presentation contains certain forward looking statements concerning the Company's future business
prospects and business profitability, which are subject to a number of risks and uncertainties and the actual
results could materially differ from those in such forward looking statements. The risks and uncertainties
relating to these statements include, but are not limited to, risks and uncertainties regarding fluctuations in
earnings, our ability to manage growth, competition (both domestic and international), economic growth in
India and abroad, ability to attract and retain highly skilled professionals, time and cost over runs on contracts,
our ability to manage our international operations, government policies and actions regulations, interest and
other fiscal costs generally prevailing in the economy. The Company does not undertake to make any
announcement in case any of these forward looking statements become materially incorrect in future or
update any forward looking statements made from time to time by or on behalf of the Company.

17
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Safe Harbor
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Thank You

For further information, please contact

Company Investor Relations Advisors
O O

CIN: U65990MH2010PLC240703 Ms. Neha Shroff

Mr. Manish Kayal, Head - Investor Relations R, 1917738073466

X manish.kayal@homefirstindia.com
<1 neha.shroff@linkintime.co.in

Investor Relations - HomeFirst
X< investor.relations@homefirstindia.com


mailto:neha.shroﬀ@linkintime.co.in
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