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PB Fintech

Scaling with purpose; right-to-win intact

PB FINTECH hosted its Analyst Day earlier this month, as the leadership team
outlined its competitive moats, and showcased levers for continued growth and
improved profitability. Policybazaar, the flagship online distribution platform,
consolidated its right-to-win (RTW) in the insurance distribution ecosystem, re-
shaping India’s traditional agency-driven model to a scalable, tech-enabled one. By
solving critical industry challenges such as high customer acquisition costs (CACs)
and sub-optimal lead conversion, Policybazaar offers insurers a data-rich, efficient
distribution channel with measurable profitability outcomes. The platform's
evolution into a profit-sharing and data-driven partner further reinforces its RTW
in the digital insurance space. While the credit comparison vertical Paisabazaar is
yet to carve a distinctive edge in a competitive market, we believe that Policybazaar
business alone drives a compelling non-linear profitability trajectory. We remain
confident about the platform’s ability to minimize the impact from Bima Sugam.
We maintain BUY and a TP of INR2,180 (implying P/E of 61x FY28 EPS).

= Policybazaar reinforces its RTW: Policybazaar, the company’s flagship platform,
has redefined the traditional agency-dominated insurance distribution landscape,
addressing key industry problems around high-quality lead generation at scale,
offering insurers lower CACs and better conversion rates. Our analysis suggests
that Policybazaar is further fortifying its RTW through a profit-sharing value
proposition, data-driven risk profiling capabilities, and intelligent “best match”
funnels to minimize decline rates.

= Paisabazaar - changing gears: Paisabazaar has undergone a meaningful strategic
reset, following the recent leadership transition as the platform re-draws focus on
delivering value to lenders and borrowers alike. FY27E is likely to be an inflection
year as strategic investments start to yield tangible results; management has
guided for Paisabazaar to turn bottom-line accretive during this period.

= Well positioned to absorb adverse regulatory action on commissions: Media
reports are suggesting a possible rationalization of commissions across insurance
distributors. We draw comfort from Policybazaar's demonstrated resilience
during the recent commission squeeze, following GST rationalization on health
and life insurance products. The management underscored the superior quality
of business sourced through the platform - translating into profitable outcomes
for insurers, which we believe positions Policybazaar well to absorb the impact of
any adverse regulatory headwinds from commission rationalization.

= Key enabler in the insurance ecosystem: With insurance companies increasingly
focused on operational efficiency, PB Fintech's strong RTW in digital distribution
and its foray into the healthcare ecosystem via PB Health positions the platform
as a meaningful enabler for both policyholders and insurers, improving outcomes
across the value chain. Having said that, we remain watchful of regulatory risks
stemming from the proposed Bima Sugam platform, which has the potential to
disrupt online distribution, initially across motor and health, before extending to
term. However, we note that Policybazaar's ‘phygital” distribution model is not
easily replicable, providing a meaningful structural moat against this disruption.
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Financial summary

(INR bn) FY24 FY25 FY26 FY27E FY28E
Revenues 34 50 68 87 113
Growth (%) 34 45 37 28 30
Operating profits -2 1 5 11 19
OP margin (%) -5 2 7 13 17
OP growth (%) -72 -150 444 117 76
NOPLAT -2 -0 4 8 13
NOPLAT growth (%) NA NA NA 129 63
APAT 1 3 7 11 16
APAT growth (%) -113 385 115 62 44
EV/NOPLAT (x) -356 -3,316 232 102 62
P/E (x) 1,276 263 123 76 53

Source: Company, HSIE Research

Change in estimates

FY27E FY28E

(INR bn)

New Old Change % New Old Change %
Revenues 86.3 87.5 -1% 113.0 110.3 2%
Operating profits 11.1 114 -3% 20.4 18.4 11%
OP margin (%) 13% 13% Obps 18% 17% 100bps
APAT 10.9 10.9 0% 16.3 16.4 0%
EPS 23.8 23.8 0% 35.5 35.7 0%

Source: Company, HSIE Research
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Story in charts:

Exhibit 1: Policybazaar likely to dominate revenue mix

Exhibit 2: Multifold increase
profitable renewal revenue

in Policybazaar’s
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Exhibit 3: “New Intiatives” driving growth over the past
few quarters

Source: Company, HSIE research, INR bn

Exhibit 4: Share of renewal premium likely to rise
consistently
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Exhibit 5: Thin-margin POSP contributes meaningfully
in new intiative premium generation

Source: Company, HSIE Research, INR bn

Exhibit 6: POSP channel to contribute in building scale
from the new initiatives
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Better persistency vs its
partners on account of
higher share of protection
policies.

Protection persistency
upwards of 93-94% on
13" month and Savings
business persistency at
85-86%.

Monthly mode of
business contributes
~95% of new LI policies.

Policybazaar retail health
portfolio operating at
considerably lower LR
(FY25: 54%, 9IMFY26:51%)

Consistently growing
faster than industry
keeping LR at lower levels.

Only ~5% of the lives are
repeat claimants, 8-10%
have claimed only once.

Powering India’s Inve:

Policybazaar - Reinforcing right-to-win (RTW)

Policybazaar, India’s flagship insurance distribution platform, has fundamentally
transformed the insurance distribution landscape, which remains predominantly
agency-driven (~72% of individual health and ~50% of life insurance are still sold
through traditional agents). The platform has addressed critical industry challenges
around quality lead generation at scale, delivering meaningfully lower customer
acquisition costs and superior conversion rates relative to the conventional offline
model. Our analysis suggests Policybazaar is further entrenching its competitive
moats through an incremental shift towards a profit-sharing model with insurers,
enhanced data-driven risk profiling, and financial underwriting capabilities. At its
recently held Analyst Day, the management shared key insights into the quality of
business across segments.

= Life insurance - a top-5 distributor: Policybazaar ranks among the top-5 life
insurance distributors in India with an estimated FY26 new business premium of
~INR40-45bn, with retail term insurance accounting for ~50% of this mix -
positioning Policybazaar as one of India’s largest term insurance distributors.
While overall persistency levels are marginally below industry benchmarks
despite the higher-term mix, we note that this is largely attributable to the higher
proportion of monthly-mode policies rather than any structural deterioration in
business quality.

Exhibit 7: Trends in policy level persistency rates
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Source: Company, HSIE research

® Retail health business - fastest growing vertical: The online retail health segment
is among Policybazaar's fastest growing businesses. The platform ranks as the
third-largest player by fresh health premium market share, and we estimate it
channels ~INR 45-50bn in health premiums in FY26, translating into a market
share of ~8%. The platform's innovative product suite, coupled with a meaningful
improvement in conversion rates — from 8% in FY23 to 17% in FY26, is a testament
to its growing consumer pull and deepening engagement in the segment.
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Exhibit 8: Industry-leading policy level persistency rates
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® Motor insurance; the largest vertical, with structural nuances: Motor insurance
represents the largest premium pool channeled through the platform, though it is
arguably the most complex segment to address. New vehicle insurance is
predominantly sourced through OEM-linked channels and typically renewed
within the same ecosystem — with insurer-OEM arrangements often restricting
insurers' ability to reject or curtail claims in the initial policy years. Accordingly,

Motor business is the most Policybazaar primarily caters to the used vehicle, market rollover, and uninsured

price sensitive business vehicle segments. We estimate this vertical, including the POSP channel,

segment. contributes ~INR 120-125bn in premiums — representing ~40% of total premiums
channeled through the platform and an ~11% share of industry motor premiums.
Exhibit 9: Policybazaar NOP market share excl. new vehicles and POSP channel
EFY23  FY24 EFY25 BFY26
10.0% -~
8.6%
8.0% 7.9%
Including POSP business 8.0% 1 66% 2P
private car share at ~14% 6.0% - 5.6
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0.0%

Pvt Car 2w

Source: Company, HSIE research

Aspiring to have ~12%

share in the profitable and Exhibit 10: TP portfolio operating at considerbay lower levels (excl POSP)
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= Embedding itself across the insurance ecosystem: Unlike traditional broker-
insurer arrangements where brokers bear no accountability for business quality
outcomes, Policybazaar has pioneered a commercial model that ties its
remuneration to the profitability of business generated - creating a genuine
alignment of interests between the platform and its insurance partners. Beyond
distribution, Policybazaar actively collaborates with insurers on the development
of customized products tailored to specific customer needs across both life and
health segments.

Policybazaar is also extending its role beyond conventional distribution - through
fraud, waste, and abuse detection initiatives in life insurance; the PB Health
initiative aimed at standardizing the health insurance ecosystem; and the
"Assured Delivery Programme" to address service timelines in motor insurance.
Collectively, these initiatives are transforming the image of Policybazaar from a
distribution intermediary into an indispensable structural pillar of India's
insurance ecosystem.

Exhibit 11: Embedding into all aspects across categories of insurance

HEALTH MOTOR LIFE

From insurance to a healthcare
ecosystem.

Health Insurance

Claims & On-ground Support
APP: Tele Consultation, Gym, Step Tracker
PB Care+ Network

Labs | OPD | Prescriptions

Reducing out-of-pocket cost. Owning the customer
beyond the policy.

From vehicle protection to
ownership platform.

Motor Insurance

Claims & Road-Side Assistance
Assured Delivery
PB Wheels Platform

OEM Partnerships

Compliance, servicing, maintenance — under one
roof.

From financial protection to
retirement planning.

Term Insurance

Claims & Advisory
Portfolio View
Pension Bazaar

Goal-based Planning

Helping India plan for living long, not just with death
cover.

Source: Company, HSIE research

80% of PB partners
business comes from
beyond Tier 1 cities.

90% of PB partners
business now driven by
small partners vs 42% in
FY22.

50% of UAE business is
now non-motor, primarily
dominated by Health.

New initiatives gain meaningful traction: PB Fintech's newer business initiatives
have scaled considerably since inception, demonstrating encouraging growth
momentum across verticals. The portfolio broadly spans the Motor-POSP channel,
the UAE international business, and the corporate segment - each at a different
stage of maturity and collectively reflecting the management's deliberate intent to
diversify beyond the core insurance distribution business. Management remains
focused on scaling these businesses profitably, prioritizing unit economics over
top-line growth, consistent with PB Fintech's broader philosophy of disciplined
capital allocation.

=  Motor-POSP - transitioning to a higher-quality agent base

The Motor-POSP business continues to be the primary contributor within the
new initiatives portfolio. However, the ongoing transition towards a more
granular, individual agent model - away from the initial reliance on large
POSP aggregators - is expected to be structurally margin-accretive, as smaller
agents typically operate at more favorable economics for the platform.

= UAE business - diversifying, but near-term headwinds possible

The UAE business has continued to deliver healthy performance and has
matured into a more diversified book across product segments. That said,
given the evolving geopolitical environment, the Dubai operations may face
some near-term pressure. On a positive note, the management highlighted that
in-house claim servicing through its own garage network is emerging as an

Page | 6
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effective lead generation channel, adding an operational dimension to its
customer acquisition strategy.

= Corporate business - building the foundation

Unlike PB Fintech's other businesses, the corporate segment is inherently more
challenging to scale, given longer gestation cycles and entrenched incumbent
relationships. Nevertheless, the business is gaining ground, led by group
health offerings which are serving as the entry point for broader client
relationships. This mirrors a well-established playbook in the industry —
insurers, too, typically leverage health segment servicing as an entry point to
capture a client's wider business. Management has also indicated no intention
to enter affinity lines, a deliberate and prudent call given that these products
are often structured in favor of the distributor rather than the end customer.

Exhibit 12: POSP channel demonstrates strong traction among “New Initiatives”

| POSP Corporate B Dubai Total Premium
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FY28E

Key risks - Bima Sugam overhang remains, but moat is defensible

We remain watchful of the regulatory risk stemming from the proposed Bima Sugam
platform, which has the potential to disrupt online insurance distribution - likely
commencing with Motor and Health, before extending to Term. However, we believe
Policybazaar's “phygital” distribution model is not easily replicable, providing a
meaningful structural buffer. Moreover, the platform's suite of embedded value-added
offerings - spanning analytics-driven fraud, waste, and abuse detection; PB Health; PB
Wheels; the Assured Delivery Programme; and end-to-end claims support - are deeply
integral to its insurer partnerships. These capabilities are unlikely to be replicated
through the Bima Sugam platform, collectively raising switching costs for insurers and
reinforcing Policybazaar's indispensability within the broader ecosystem.

Page | 7
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Renewal premium and trail income likely to boost profitability

We expect renewal premiums and the associated income to grow proportionately,
with both metrics on track to double every two years. This growth will be
underpinned by a sustained increase in the share of monthly premium policies,
which structurally supports renewal rate consistency. Renewal yields are expected
to improve modestly over time, driven by the increasing contribution of the health
segment with renewal yields comparatively superior to those on the life insurance
products. The health component of the renewal book is poised to grow at a faster
pace, aided by annual premium revisions, which will progressively enhance its
share within the overall renewal premium mix.

Exhibit 13: Ever-increasing renewal base due to higher share of health insurance

HEN Fenewal Base ~ =—#— Renewal rate
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Renewal premiums and °
renewal income to double
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414
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23 38 . 103 [l 1+

FY20 Fy21 FY22 FY23 Fy24 FY25 FY26 FY27E FY28E

Source: Company, HSIE Research
Note: Renewal base is total premium sourced in previous financial year; Renewal rate are renewal
premium divided by previous year total premiums.

The management guides for ~80% contribution margin on the core online insurance
renewal business — a reflection of the significantly lower effort intensity involved in
renewing an existing policy relative to acquiring and converting a new customer. We
view renewal revenue as a high-quality, annuity-like income stream, given that the
majority of Policybazaar's customers have actively chosen to purchase their policies
rather than being sold to - resulting in structurally higher renewal rates compared to

. any other distribution channel.
Yields on renewal

premium will improve We believe a shift in the life insurance commission structure from the prevailing model
owing to increasing share of upfront, lump-sum payouts to deferred disbursements spread across the premium
of health business payment term, would materially enhance yields and overall channel economics for

Policybazaar. While such a transition would entail a one-time drag on near-term
financials, the long-term impact on the quality and sustainability of earnings would be
meaningfully positive.

Exhibit 14: Renewal revenue likely to increase multifold but expect yields to fall

N Renewal revenue —&— Renewal Yields
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Source: Company, HSIE Research
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Paisabazaar - changing gears

Despite an early-mover advantage and a broad portfolio of lender relationships, we
believe that Paisabazaar, the company’s loan comparison platform, is yet to build a
differentiated identity in the extremely crowded credit marketplace. Given elevated
competitive intensity with other deep-pocketed online marketplaces, Paisabazaar
has struggled to translate its strong customer funnel (~30mn “credit score check”
customers) into a competitive moat. Despite a salaried-heavy cohort (~60% of the
customer base) and a perceived formidable presence in Tier-1 locations, we believe
that Paisabazaar has failed to build a strong value proposition for its lender partners.

We believe that Paisabazaar, the company’s loan comparison platform, is yet to build
a differentiated identity in the extremely crowded credit marketplace. The business
suffers from razor-thin product-level differentiation vis-a-vis comparable platforms
such as BankBazaar, KreditBee, and even CRED (in premium segments

That said, the past twelve months have marked a meaningful strategic inflection point,
driven by a leadership transition. Taking a leaf from the Policybazaar playbook,
Paisabazaar has pivoted toward a value-added model — leveraging data analytics to
assist lenders in improving risk selection and reducing delinquencies, while
simultaneously enhancing borrower-lender matching to deliver better outcomes for
customers. We view FY27E as the year these strategic investments begin bearing fruit,
with management guiding for Paisabazaar targeting a PAT of INR 1bn.

Given the elevated competitive intensity with deep-pocketed online marketplaces such
as CRED and BankBazaar, Paisabazaar has struggled to convert its massive customer
funnel (~58mn “credit score check” customers) into a sustainable competitive
advantage. In our initiation report, we had highlighted issues that needed a fix (below)
for Paisabazaar to become meaningful partner in the lending ecosystem:

= Borrower - lender matching: We had highlighted the need for Paisabazaar to
develop the matchmaking sophistication of a traditional DSA — allocating the
right borrower to the right lender to improve conversion rates, reduce dropouts,
lower CIBIL hit rates, and minimize friction in the lending journey. Management
has responded with a more evolved matchmaking engine, and while the full
benefits are yet to fully materialize, early green shoots around improved
conversion ratios are encouraging.

Exhibit 15: Driving higher conversion through personalized matching and
recommendations

The Matchmaking Engine
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Models:

Trained on
historical approval

data.

Partner
Blackbox
Models:

| | Intelligent
Quotes:
e
I Maximum approval
certainty

espreel  Quotes Engine
for direct
decisioning

Source: Company, HSIE Research
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= Improve brand recall and visibility: Sustained investment in brand building and
meaningful customer value addition remain critical to Paisabazaar's long-term
success. On this front, the platform has made tangible progress - developing a risk
profiling capability that is increasingly valued by lender partners. Early portfolio
behavior trends are also favorable, with originated portfolios performing ahead of
initial expectations.

Exhibit 16: Enhancing efficiency, risk management and decisioning at scale
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® Increase customer activity levels: With an average of only ~1.5 transactions per
customer - the first typically being a credit score check - driving higher activation
among its registered base of ~58mn customers remains a key imperative. Over the
past year, Paisabazaar has introduced a rewards program tied to utility bill
payments, with each reward point carrying a defined monetary value. We believe
this initiative will enrich the platform's customer data, support more informed
credit decisions, and gradually increase the proportion of repeat borrowers - who
come at a structurally lower cost of acquisition.

Exhibit 17: Increasing client activity may lead to more informed customer data

Daily Use Cases PB Wallet
(Payments & (Cashback Engine)
Recharges)
* Mobile recharges and bill + Cashback earned on
payments drive frequent product purchases
app visits
* Redeemable for bill
« Enables habit formation payments and recharges w——— mrm—
through everyday financial on platform
needs
s Creates a closed-loop
3 T Transitions users from engagement system
= ‘i S e episodic to continuous —
— engagement + Drives repeat visits and
((((((( ot sustained engagement

Source: Company, HSIE Research

® On ground support: Lending involves disclosure of financials and more
documentation hence fleet on street is must as it liaises between the banker and
borrower. Though the manpower deployment has begun we expect it to take time
to make a significant impact. Paisabazaar have increased its ground presence over
last 12M with the launch of PB Connect to focus on the secured business we believe
this will help to bridge some gap between the borrower and the lender and increase
the platforms brand recall.

®= Next Phase of Growth - Expanding into Wealth and Savings: As Paisabazaar
transitions into its next phase, we anticipate a strong turnaround in the core
business, underpinned by the strategic initiatives outlined above. Beyond lending,
the platform is also expanding into wealth and savings distribution — targeting
corporate bond distribution, fixed deposits, and a potential foray into mutual fund
distribution (regular schemes), which would generate a recurring, annuity-like
income stream for the platform.

While this is an entirely new frontier for Paisabazaar, we draw considerable
confidence from the leadership team's track record - the same team that successfully
built and scaled the online savings insurance business into a flagship vertical for
Policybazaar. We believe this adjacency has the potential to add a meaningful and
differentiated revenue layer to the platform over the medium-term.

Page | 11
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As POSP channel goes
more granular, its
profitability will
improve

Scale economies to drive
operating leverage

Quality of earnings to
improve with higher
share of renewal income

Valuation and recommendation

We build in a ~29% CAGR in consolidated net revenues and a ~4x expansion in net
operating profits over FY26-FY28E, largely underpinned by sustained upsell and
cross-sell momentum within the Policybazaar business, a doubling of trail-based
commission income (especially health renewal), and an anticipated improvement in
Paisabazaar's business traction. We believe Policybazaar is favorably positioned to
defend its yield profile, supported by the superior quality of business sourced and
its strong positioning in the high-growth health insurance segment. We maintain
BUY with a target price of INR2,180 (implying 61x P/E on FY28E EPS).

Operating leverage - cost structure becoming increasingly variable

We believe as operating leverage benefits start to play out, the overall expenses growth
would be more variable in nature and hence, we expect share of POSP to grow, though
employee costs and advertisement costs would continue to command >50% of overall
operating expenses. However, we believe as a proportion of revenue, both these
expenses would continue to witness a declining trend.

Exhibit 18: Rising POSP mix will lead to higher revenue sharing with partners
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Source: Company, HSIE Research

Exhibit 19: Employee cost and advertisment cost to fall as % of PBFINTECH revenue
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Exhibit 20: Operating profits likely to grow multifold FY25-FY28E
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Source: Company, HSIE Research, INR bn

Financial summary

(INR bn) FY24 FY25 FY26 FY27E FY28E
Revenues 34 50 68 87 113
Growth (%) 34 45 37 28 30
Operating profits 2 1 5 11 19
OP margin (%) -5 2 7 13 17
OP growth (%) -72 -150 444 117 76
NOPLAT -2 -0 4 8 13
NOPLAT growth (%) NA NA NA 129 63
APAT 1 3 7 11 16
APAT growth (%) -113 385 115 62 44
EV/NOPLAT (x) -356 -3,316 232 102 62
P/E (x) 1,276 263 123 76 53

Source: Company, HSIE Research

Change in estimates

FY27E FY28E

(INR bn)

New Old Change % New Old Change %
Revenues 86.3 87.5 -1% 113.0 1103 2%
Operating profits 11.1 114 -3% 20.4 18.4 11%
OP margin (%) 13% 13% Obps 18% 17% 100bps
APAT 10.9 10.9 0% 16.3 16.4 0%
EPS 23.8 23.8 0% 35.5 35.7 0%

Source: Company, HSIE Research
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Consolidated Income Statement
(Rs mn) FY21 FY22 FY23 FY24 FY25 FY26 FY27E FY28E
Net Revenues 8,866 14,249 25,579 34,377 49,772 67,940 86,317 1,13,013
Growth (%) 15.0 60.7 79.5 34.4 45 37 27 31
Employee benefits expenses 5,540 12,555 15,396 16,441 19,587 24,659 28,602 34,122
Operating expenses 4,924 10,717 16,799 19,798 29,249 38,189 46,642 58,513
Operating Profits -1,598 -9,023 -6,616 -1,863 937 5,092 11,073 20,378
Operating Profit Margin (%) -18 -63 -26 -5 2 7 13 18
EBITDA -1,598 -9,023 -6,616 -1,863 937 5,092 11,073 20,378
EBITDA Margin (%) -18 -63 -26 -5 2 7 13 18
EBIDTA Growth (%) -50 465 =27 =72 -150 444 117 84
Depreciation 414 428 638 887 1,212 1,360 1,511 1,894
EBIT -2,012 -9,452 -7,254 -2,750 -275 3,732 9,562 18,484
Other Income (includes treasury ) 707 1,254 2,590 3,806 4,077 3,724 3,747 3,771
Interest & Financial Charges 115 136 214 265 338 371 457 504
PBT -1,419 -8,334 -4,878 791 3,464 7,086 12,852 21,751
Tax 83 -5 -0 127 345 372 1,928 5,438
APAT (pre minority interest) -1,503 -8,329 -4,878 664 3,119 6,713 10,924 16,313
Minority Interest
Profit/Loss of Associate Company - - -2 -20 3 -12 - -
APAT (post minority interest) -1,503 -8,329 -4,879 644 3,122 6,701 10,924 16,313
APAT Growth (%) -50 454 -41 -113 385 115 63 49
EO (Loss) / Profit (Net Of Tax) - - - - 411 - - -
RPAT -1,503 -8,329 -4,879 644 3,532 6,701 10,924 16,313
RPAT Growth (%) -50 454 -41 -113 448 90 63 49
AEPS (diluted) -4 -20 -11 2 8 15 24 36
EPS Growth (%) -52.6 394.9 -46.1 -113.7 412.8 89.7 63.0 49.3

Source: Company, HSIE Research
Consolidated Balance Sheet

(INR mn) FY21 FY22 FY23 FY24 FY25 FY26E FY27E FY28E
SOURCES OF FUNDS

Share Capital 13 899 900 902 919 925 925 925
Reserves 19,905 53,218 53,863 57,808 63,405 72,193 83,591 1,01,379
Minority Interest = = 85 54 55 57 57 57
Total Shareholders’ Funds 19,918 54,117 54,848 58,765 64,379 73,175 84,573  1,02,362
Total Debt - - - - - - - -
Other Financial Liabilities & Provisions 222 249 246 348 647 922 629 751
Other Non-Current Liabilities 958 1,415 1,938 2,141 2,756 3,048 3,803 4,257
Net Deferred Tax Liability -550 -792 -1,289 -3,158 -4,050 -4,305 -1,985 -1,389
TOTAL SOURCES OF FUNDS 20,549 54,989 55,742 58,096 63,732 72,841 87,021  1,05,981
APPLICATION OF FUNDS

Net Block 1,248 2,049 3,133 3,586 4,182 4,412 5,452 7,022
Non current Investments 1 456 599 9,349 15,332 18,552 19,658 20,874
Loans & Deposits 105 140 16,277 2,964 11,800 13,336 12,019 10,835
Other Non-Current Assets 10 2 20 4 247 311 311 311
Total Non-current Assets 1,363 2,647 20,029 15,903 31,562 36,610 37,440 39,041
Current Investments 1,377 3,275 5,623 4,236 6,400 13,558 16,428 17,981
Debtors 1,729 3,609 6,773 6,505 11,151 19,677 17,635 21,977
Cash & Equivalents 4,388 3,673 723 3,249 5,605 7,463 20,106 32,906
Loans & Advances 3 5 55 54 237 19 41 41
Other Current Assets 13,898 45,153 28,049 34,182 16,294 5,434 6,262 7,227
Total Current Assets 21,395 55,715 41,222 48,225 39,687 46,150 60,472 80,132
Creditors 1,019 1,982 3,061 3,011 3,669 4,711 5,760 7,242
Other Current Liabilities 1,190 1,392 2,448 3,021 3,846 5,208 5,131 5,950
Total Current Liabilities 2,210 3,374 5,509 6,032 7,515 9,920 10,891 13,193
Net Current Assets 19,185 52,341 35,713 42,193 32,171 36,231 49,581 66,940
TOTAL APPLICATION OF FUNDS 20,548 54,989 55,742 58,096 63,733 72,841 87,021  1,05,981

Source: Company, HSIE Research
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(Rs mn) FY21 FY22 FY23 FY24 FY25 FY26E FY27E FY28E
Reported PBT -1,419 -8,334 -4,880 771 3,877 7,073 12,852 21,751
Non-operating & EO Items = = 2 20 -413 12 = =
Other income less interest expense 414 5,019 3,090 -85 -1,426 -1,358 -2,290 -2,267
Depreciation 414 428 638 887 1,212 1,360 1,511 1,894
Working Capital Change 394 -12,557 -1,341 485 -3,912 -6,326 2,415 -2,224
Tax Paid 485 -238 -498 -1,990 -1,174 -347 -1,928 -5,438
OPERATING CASH FLOW (a) 287 -15,680 -2,990 88 -1,837 415 12,560 13,716
Net Capex -48 -311 -639 -632 -965 -779 -1,782 -2,334
(Purchase)/sale of net operating financial assets

Free Cash Flow (FCF) 239 -15,991 -3,628 -543 -2,802 -364 10,778 11,382
Investments -12,317 -21,968 -1,144 1,695 1,339 77 -443 -783
Non-operating Income 348 1,013 2,197 1,945 4,203 2,839 3,272 3,272
INVESTING CASH FLOW (b) -12,018 -21,266 414 3,008 4,577 2,138 1,046 155
Debt Issuance/(Repaid) -106 -104 -218 -312 -410 -471 -510 -571
Interest Expenses -115 -135 -208 -260 -332 -368 -453 -500
FCFE 18 -16,230 -4,055 -1,115 -3,544 -1,203 9,815 10,311
(Buyback)/Proceeds From Issue of Share Capital 7,809 36,453 1 2 16 27 - -
Dividend

Others - - - 1 -1 -1 - -
FINANCING CASH FLOW (c¢) 7,588 36,214 -425 -568 -727 -812 -963 -1,071
NET CASH FLOW (a+b+c) -4,143 -732 -3,001 2,528 2,013 1,740 12,644 12,800
Opening Cash & Equivalents 8,534 4,388 3,673 723 3,249 5,605 7,463 20,106

Adjustments for business Combinations, Foreign

exchange etc -4 17 50 -11 338 117 - -
Closing Cash & Equivalents 4,388 3,673 723 3,241 5,600 7,462 20,106 32,906
Source: Company, HSIE Research
Key ratios

FY21 FY22 FY23 FY24 FY25E FY26E FY27E  FY28E
PROFITABILITY (%)
EBITDA Margin -18.0 -63.3 -25.9 -5.4 1.9 745 12.8 18.0
EBIT Margin -22.7 -66.3 -28.4 -8.0 -0.6 5.5 11.1 16.4
OP margin -18.0 -63.3 -25.9 -5.4 1.9 745 12.8 18.0
APAT Margin -16.9 -58.5 -19.1 1.9 6.3 9.9 12.7 144
PAT/Premium (inc GST) -3.2% -13.5% -4.7% 0.5% 1.7% 2.2% 2.6% 2.9%
RoE 9.2 -22.5 -9.0 1.1 5.7 9.7 13.8 175
New Business Comm Rates (insurance) 15.1 15.5 14.7 28.4 29.2 26.9 25.7 254
Renewal Business Comm Rates (insurance) NA 8.9 8.4 6.5 6.7 6.8 7.0 7.0
EFFICIENCY
Premium Persistency (Renewal/GWP Previous year) 48.2% 52.2% 64.6% 56.8% 60.7% 59.2% 60.2% 60.9%
Tax Rate (%) -5.9 0.1 0.0 16.0 9.9 5.3 15.0 25.0
Asset Turnover (x) 6.5 8.6 9.9 10.2 12.8 15.8 17.5 18.1
Debtors (days) 76.1 114.0 124.1 79.2 96.7 122.0 83.5 80.5
Other Current Assets (days) 612.0 1,426.0 514.1 416.2 1414 33.7 29.6 26.5
Payables (days) 449 62.6 56.1 36.7 31.8 29.2 27.3 26.5
Other Current Liab & Prov (days) 52.4 44.0 44.9 36.8 33.4 32.3 24.3 21.8
Working Capital (days) 590.8 1,433.4 537.3 422.0 172.9 94.2 61.5 58.6
PER SHARE DATA
AEPS (Rs/sh) -4.1 -20.3 -11.0 1.5 7.7 14.6 23.8 35.5
CEPS (Rs/sh) -0.3 -4.5 2.7 11.3 15.0 21.8 29.3 41.8
DPS (Rs/sh) - - - - - - - -
BV (Rs/sh) 54.5 132.2 123.3 136.9 140.2 159.3 184.2 2229
VALUATION
P/E NA NA NA 1,214.3 2214 116.7 71.6 479
P/BV 31.3 12.9 13.8 12.4 12.1 10.7 9.2 7.6
EV/NOPLAT NA NA NA NA NA 2442 98.5 55.6
OCF/EV (%) 0.0 NA NA 0.0 NA 0.1 1.6 1.8
FCF/EV (%) 0.0 NA NA NA NA NA 14 15
FCFE/MCAP (%) 0.0 NA NA NA NA NA 1.3 1.4

Source: Company, HSIE Research
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Rating Criteria
BUY: >+15% return potential
ADD: +5% to +15% return potential
REDUCE: -10% to +5% return potential
SELL: > 10% Downside return potential

Page | 16



HDFC 2

securities ' Ve

PB Fintech: Company Update Powering India's

Disclosure:

We, Krishnan ASV, PGDM & Shobhit Sharma, CA authors and the names subscribed to this report, hereby certify that
all of the views expressed in this research report accurately reflect my views about the subject issuer(s) or securities. SEBI
conducted the inspection and based on their observations have issued advise/warning. The said observations have been
complied with. I also certify that no part of my compensation was, is, or will be directly or indirectly related to the specific
recommendation(s) or view(s) in this report.

Research Analyst or his/her relative or HDFC Securities Ltd. does not have any financial interest in the subject company.
Also Research Analyst or his relative or HDFC Securities Ltd. or its Associate may have beneficial ownership of 1% or
more in the subject company at the end of the month immediately preceding the date of publication of the Research
Report. Further Research Analyst or his relative or HDFC Securities Ltd. or its associate does have/does not have any
material conflict of interest.

Any holding in stock - NO

HDEFC Securities Limited (HSL) is a SEBI Registered Research Analyst having registration no. INH000002475.

Disclaimer:

This report has been prepared by HDFC Securities Ltd and is solely for information of the recipient only. The report must
not be used as a singular basis of any investment decision. The views herein are of a general nature and do not consider
the risk appetite or the particular circumstances of an individual investor; readers are requested to take professional
advice before investing. This report may have been refined using Al tools to enhance clarity and readability.

Nothing in this document should be construed as investment advice. Each recipient of this document should make such
investigations as they deem necessary to arrive at an independent evaluation of an investment in securities of the
companies referred to in this document (including merits and risks) and should consult their own advisors to determine
merits and risks of such investment. The information and opinions contained herein have been compiled or arrived at,
based upon information obtained in good faith from sources believed to be reliable. Such information has not been
independently verified and no guaranty, representation of warranty, express or implied, is made as to its accuracy,
completeness or correctness. All such information and opinions are subject to change without notice. Descriptions of any
company or companies or their securities mentioned herein are not intended to be complete. HSL is not obliged to update
this report for such changes. HSL has the right to make changes and modifications at any time.

This report is not directed to, or intended for display, downloading, printing, reproducing or for distribution to or use by,
any person or entity who is a citizen or resident or located in any locality, state, country or other jurisdiction where such
distribution, publication, reproduction, availability or use would be contrary to law or regulation or what would subject
HSL or its affiliates to any registration or licensing requirement within such jurisdiction.

If this report is inadvertently sent or has reached any person in such country, especially, United States of America, the
same should be ignored and brought to the attention of the sender. This document may not be reproduced, distributed or
published in whole or in part, directly or indirectly, for any purposes or in any manner.

Foreign currencies denominated securities, wherever mentioned, are subject to exchange rate fluctuations, which could
have an adverse effect on their value or price, or the income derived from them. In addition, investors in securities such
as ADRs, the values of which are influenced by foreign currencies effectively assume currency risk. It should not be
considered to be taken as an offer to sell or a solicitation to buy any security.

This document is not, and should not, be construed as an offer or solicitation of an offer, to buy or sell any securities or
other financial instruments. This report should not be construed as an invitation or solicitation to do business with HSL.
HSL may from time to time solicit from, or perform broking, or other services for, any company mentioned in this mail
and/or its attachments.

HSL and its affiliated company(ies), their directors and employees may; (a) from time to time, have a long or short position
in, and buy or sell the securities of the company(ies) mentioned herein or (b) be engaged in any other transaction involving
such securities and earn brokerage or other compensation or act as a market maker in the financial instruments of the
company(ies) discussed herein or act as an advisor or lender/borrower to such company(ies) or may have any other
potential conflict of interests with respect to any recommendation and other related information and opinions.

HSL, its directors, analysts or employees do not take any responsibility, financial or otherwise, of the losses or the damages
sustained due to the investments made or any action taken on basis of this report, including but not restricted to,
fluctuation in the prices of shares and bonds, changes in the currency rates, diminution in the NAVs, reduction in the
dividend or income, etc.

Page | 17



HDF

securiti

PB Fintech: Company Update Powering India's

HSL and other group companies, its directors, associates, employees may have various positions in any of the stocks,
securities and financial instruments dealt in the report, or may make sell or purchase or other deals in these securities
from time to time or may deal in other securities of the companies / organizations described in this report. As regards the
associates of HSL please refer the website.

HSL or its associates might have managed or co-managed public offering of securities for the subject company or might
have been mandated by the subject company for any other assignment in the past twelve months.

HSL or its associates might have received any compensation from the companies mentioned in the report during the
period preceding twelve months from the date of this report for services in respect of managing or co-managing public
offerings, corporate finance, investment banking or merchant banking, brokerage services or other advisory service in a
merger or specific transaction in the normal course of business.

HSL or its analysts did not receive any compensation or other benefits from the companies mentioned in the report or
third party in connection with preparation of the research report. Accordingly, neither HSL nor Research Analysts have
any material conflict of interest at the time of publication of this report. Compensation of our Research Analysts is not
based on any specific merchant banking, investment banking or brokerage service transactions. HSL may have issued
other reports that are inconsistent with and reach different conclusion from the information presented in this report.
Research entity has not been engaged in market making activity for the subject company. Research analyst has not served
as an officer, director or employee of the subject company. We have not received any compensation/benefits from the
subject company or third party in connection with the Research Report.

Please note that HDFC Securities has a proprietary trading desk. This desk maintains an arm'’s length distance with the
Research team and all its activities are segregated from Research activities. The proprietary desk operates independently,
potentially leading to investment decisions that may deviate from research views.

HDEFC securities Limited, I Think Techno Campus, Building - B, "Alpha", Office Floor 8, Near Kanjurmarg Station, Opp.
Crompton Greaves, Kanjurmarg (East), Mumbai 400 042 Phone: (022) 3075 3400 Fax: (022) 2496 5066

Compliance Officer: Murli V Karkera Email: complianceofficer@hdfcsec.com Phone: (022) 3045 3600

For grievance redressal contact Customer Care Team Email: customercare@hdfcsec.com Phone: (022) 3901 9400

HDEC Securities Limited, SEBI Reg. No.: NSE, BSE, MSEI, MCX: INZ000186937; AMFI Reg. No. ARN: 13549; PFRDA Reg.
No. POP: 11092018; IRDA Corporate Agent License No.: CA0062; SEBI Research Analyst Reg. No.: INH000002475; SEBI
Investment Adviser Reg. No.: INA000011538; CIN - U67120MH2000PLC152193

Investment in securities market are subject to market risks. Read all the related documents carefully before investing.
Mutual Funds Investments are subject to market risk. Please read the offer and scheme related documents carefully before
investing.

Registration granted by SEBI, membership of BASL (in case of IAs) and certification from NISM in no way guarantee
performance of the intermediary or provide any assurance of returns to investors.

HDEFC Securities

Institutional Equities

Unit No. 1602, 16th Floor, Tower A, Peninsula Business Park,
Senapati Bapat Marg, Lower Parel, Mumbai - 400 013

Board: +91-22-6171-7330 www.hdfcsec.com

Page | 18



