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Change in Estimates

Current Previous
FY26E FY27E FY26E FY27E
Rating BUY BUY
Target Price 210 210
NIl (Rs. m) 1,09,639 126,635 109,423 124,671
% Chng. 0.2 16
Op. Profit (Rs. m)68,680 80,689 70,589 81,228
% Chng. (2.7) (0.7)
EPS (Rs.) 17.8 21.0 18.4 211
% Chng. (3.2) (0.8)
Key Financials - Standalone
Y/e Mar FY24 FY25E FY26E FY27E
NIl (Rs m) 82,935 95,727 1,09,639 1,26,635
Op. Profit (Rs m) 51,745 62,207 68,680 80,689
PAT (Rs m) 37,206 40,229 43650 51497
EPS (Rs.) 153 16.4 17.8 21.0
Gr. (%) 7.4 7.3 8.5 18.0
DPS (Rs.) 1.0 1.6 1.8 2.1
Yield (%) 05 0.9 1.0 12
NIM (%) 3.1 3.1 3.1 31
ROAE (%) 14.7 12.9 12.4 13.0
RoAA (%) 13 12 12 12
P/BV (x) 15 13 1.2 11
P/ABV (x) 1.6 1.4 12 11
PE (x) 1.8 11.0 10.1 8.6
CAR (%) 16.1 16.1 15.9 15.8
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Federal Bank (FB IN)

Rating: BUY | CMP: Rs180 | TP: Rs210

Good strategy but better execution a key

Quick Pointers:
®  Targetis to upgrade to a higher peer set and be among the top private banks.
" NIM/fees expansion, CASA mix and opex efficiency are key focus areas.

MD&CEO Mr. Manian well articulated FB's medium-term strategy (FY25-28E)
which includes CASA/NIM/fee expansion and opex efficiency. Branches would
be re-oriented to be more customer centric and sales driven. FB aspires to be
among the top pvt. sector banks by improving return ratios which would entail
superior balance sheet management by focusing on profitable growth and
better asset/liability mix. FY24 NIM/core RoA was 3.1%/1.1% while for larger
peers it ranged between 3.5-4.9% and 1.6-2.3% suggesting that execution and
consistency are a key. In our view, if the strategy is executed well, benefits may
flow over medium-term although near-term could see upfront investments. We
maintain multiple of 1.3x on Sep’26 ABV and keep TP of Rs210. Retain ‘BUY".

®  Aspiration for NIM to be near large private peers: NIM increase strategy
would weigh more on liability mix as compared to assets. NIM is guided to be
between top-3 and next-3 banks led by 1) increasing CASA share 2) improving
share of mid/high yielding assets while avoiding aggressive growth in low
yielding products and (3) introducing RARoC based pricing. Aim is to enhance
the product bouquet and increase the share of secured high-yielding products
like used vehicle finance, tractor loans, micro-LAP and affordable housing.
Real estate lending is another lucrative segment.

®  Target to scale-up CASA: CA share for FB is currently below industry average;
CASA ratio is aimed to increase from 30% to 36% by FY28E (industry at 37%).
This will be achieved by rise in SA by 2% and CA by 4% led by lower base and
untapped opportunities even in dominant markets like Kerala. Branch strategy
would be re-oriented towards garnering higher CASA by strengthening NR
segment and expanding CA offerings, digital onboarding and RM coverage.
Govt. business/institutional CASA is an important segment as well.

"  Focus on improving fee income: Fee to avg. assets for FB is lower at ~90bps
compared to 120-165bps for top-5 private peers. Overall increase in fees will
be achieved through cross sell and introducing more products to customers.
New staff may be required, which would entail re-skilling as well. Aim is to
increase sources of trade/forex income while introducing insurance products
and wealth/cash management services. Reducing dependency on third party
and increasing self-originated credit cards and could also improve fees.

®  Higher productivity to be preferred over cost control: Branch turnaround
coupled with digitization is aimed over 3-5 years. Focus is on ‘free the branch’
initiative by shifting work through automation, centralization, outsourcing to
Fedserv and regionalizing. This would free bandwidth which would be utilized
towards sales/customer engagement. Aim is to increase organic sourcing of
credit cards through ‘feet on street’. This overall strategy could increase costs
in short-term but improve medium-term profitability thru better productivity.
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Exhibit 1: Focus areas for upcoming 3-5 years

Federal Bank

Key highlights from MD & CEO strategy

Strategies and target for next 3-5 years

The MD&CEO, Mr. Manian laid out and articulated well FB's medium term
strategy (3-5 years), ‘Breakthough-4.0’; target is to be among the top-5 banks
in terms of metrices irrespective of size.

Focus will be primarily on improving margins, CASA (led by CA) and fee
income. Profitability will be enhanced through lower funding costs, improved
yields, increased fees and better cost management (higher productivity).

Initial costs may be higher considering investments towards improving
technology and expanding RM base.

FB intends to improve its visibility outside Kerala and increase international
presence by focusing on marketing, improving product portfolio, changing
branch expansion strategy and technological improvements. These goals of
‘Project Breakthrough’ will be achieved through 12 elements.

FB aims to grow at 1.5x of the nominal GDP considering normalization at
industry level aided by government spends, Capex, rate-cuts and liquidity.

Exhibit 2: Strategy and expected outcome over next 3-5 years

Establish a best-in-class ‘

SME banking ecosystem
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value proposition

Executea growth strategyto
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Source: Company, PL
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Expand offerings in wealth
management, capital Profitable Growth

—
markets, and premium Prioritizing sustainable, high-quality earnings Winning the Right Customers

savings solutions for both aligned with long-term profitability,

NR & domestic clients Focusing on Mass Affluent, MSME, and
Expanding footprint, optimizing capital, and next-gen customers to deepen
leveraging tech for cost-effective growth. and enhance value.

Technology & Innovation at the Core Evoluing beyond legacy perceptions

Leveraging Al and automation to enhance to establish Federal Bank as a

Unlocking NR Growth efficiency, streamline operations, and boost future-ready powerhouse.
Beyond Kerala & GCC and ClIStOMEr Experience.
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Source: Company, PL

Exhibit 3: 12 elements to achieve ‘Project Breakthrough’
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Source: Company, PL
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Exhibit 4: Focus on increasing CASA, led by CA share

INSTITUTIONAL
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Theme 1 - NIM Improvement

FB aims to position margins between top-3 and next-3 banks facilitated by 1)
improving the liability mix, especially CASA 2) increasing mid-yielding asset
portfolio while avoiding aggressive growth in low and high yielding segments.
CASA ratio is aimed to scale up from 30% to 36% by FY28E (industry at 37%).

Mid-yielding products usually have a balance of risk and return. RARoC model
would be used to improve pricing strategy. Increasing income through PSL is
also a target area.

High-yielding products like unsecured is expected to gain pace once stress in
the environment reduces.

This additional 6% will be achieved by rise in CA balances (4%) due to lower
base and untapped opportunities even in dominant markets like Kerala. CA
balance for FB is currently below industry average

CASA granularity will aid LCR and improve cost-efficiency. Focus is on
garnering asset/liability business from SME customers having loan accounts,
also by introducing of capital market product.

Exhibit 5: Advance mix to incline towards mid-yielding loans

—q —
(9m FY25) < fom £Yzs) &
1 9.21%
Interest Expense/ Avg EA' Interest Income / Avg EA
=-60% S.200% o e e
4.58%
8.74%
8.54%
Federal Next 3 Best 3
e LS Bests Reshaping the Advance Mix
so5 3%
Reshaping the Deposit Mix 30c [ 2%
CASA Ratio =
CA as % of Total Deposits rzs (AP—
oy 58%.
-
30% 36% i 6% 10%
FY25 (E} FY28 (P} I FY25 (E) Fy2a (P)
I Low Yielding Advances [<9%) High Yielding Advances [12%-20%)

Source: Company, PL
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Source: Company, PL

Exhibit 6: Margins are guided to be between top-3 and next-3 private banks
(9m FY25) (Sm FY25)
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Franchise for NIM expansion Asset Mix
Federal Next 3 Best3

Source: Company, PL
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Exhibit 7: Potential products to improve product bouquet
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Theme 2 — Expanding Product Portfolio

Product portfolio is expected to be improved by leveraging the network
leading to quicker growth over next 3-5 years.

Currently, vehicle business forms ~5.4% of the book. Scaling up of business is
expected through disbursal of high-yielding used vehicle finance.

Secured high-yielding products, namely micro-LAP loans, affordable housing
and tractor loans are expected to enhance the product bouquet.

Real estate lending is a potential product candidate since asset quality has
been pristine. Products to cater to corporate needs is also expected to be
launched for increase in loan book and fee income.

Introduction of capital market and wealth management business is likely to
boost fees and CASA as customers tend to maintain balance in accounts from
which they trade.

Exhibit 8: Fee enhancement opportunity and strategy

Offer investment products:

l Wealth Management, 3 in 1 account, Bespoke solutions to NR

Scale-up Used Vehicle Finance -
CV/CE, Car Loans

)

Expand offerings for Micro-LAP Products ] |&

Other Income to Avg Assets (nris

1.7%

| (YW Trade and Forex Income s

Tractor Finance

] [EMI-Based Unsecured Biz Loans '

| \Wealth Management & Bancassurance
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Real Estate Finance
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|
|
Iﬂ Credit Cards & Acquiring Businesses JJ

| Cash Management Services Federal Next3 Best3

Sustainable Finance

)
&

[ Correspondent Banking

4%

o

Syndication & Investment Banking

Capital Market Services Business

Source: Company, PL
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Source: Company, PL

Cross Selling

With Segmental 7=
offerings for: @

Theme 3 — Fee enhancement

Aim is to increase sources of trade/forex income. Introduction of wealth
management services and insurance products would aid in elevating fees.

Self-originated credit cards and reducing dependency on third party could
also improve fees. Cash management services may increase CASA and fees.

Overall increase in fee income will be leveraged through cross selling and
introducing more products to new customers. New staff may be required for
these areas and re-skilling may also be required.
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Theme 4 — Branch strategy

FB dominates the Kerala market. Aim is to expand to other states with a
concentrated and phased approach. In this approach, particular locations will
be identified, with most potential and multiple branches are expected to be
opened to ensure visibility.

Initially, top-10 cities would be targeted (80-90% of branches) with metro
cities being identified by pin-code. Few potential Tier-2 cities are being
targeted. Maharashtra already has some penetration.

400-450 branches are guided to be opened. Pace of branch opening will
depend on outcomes from branches.

Branch expansion may not be very aggressive and overall branch base in 3-5
years would not be comparable to top-6 private peers since there is still scope
for increasing productivity of existing branches.

Exhibit 9: Number of branches to be lower than next-3 banks

Network Expansion : Strategy , Branch Expansion

i No of Branches (Dec '24)
’ Selective State level expansion ! 7197

’ Focus on tap 10 high GSDP states
‘ Focus on tier-2 cities

Pin code level strategies in Metros

2126
1550

Phased expansion

(FY 26 - FY28) et

[
m Tier-2 Expansion

400-450 Branches to be added till FY28

Federal Next 3* Best 3*

Source: Company, PL

Theme 5 — Branch transformation

Branch activities are guided to include accretion of assets and liabilities by
introduction of scorecards.

Focus is on transferring operational workload through ‘Free the branch’
initiative to focus more on sales and customer engagement. Work would be
transferred from branches through automation, centralization, outsourcing to
Fedserv, regionalizing and creating centers of excellence. This will enable cost
optimization and improving efficiency.

Improved branch efficiency will help free-up bandwidth to increase feet on
street and sales force. Focus would be to expand the role of branch manager
to increase customer engagement through reward initiatives.

Personal banking and business banking will be segregated to cater to different
needs of customers. A holistic branch turnaround is aimed in 3-5 years
coupled with digitization.
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Other Themes

®  Brand transformation — FB conducted a survey in non-Kerala states and found
out there is scope of improvement in brand recognition. Focus will be on
assigning teams to redesign and improve marketing to change perception.

" Digitalisation — For improved user interface, mobile app is to be transformed
to make it more user friendly. Further, chatbots and Al integration will be
adopted. 1-stop corporate/SME solutions will be enabled through a
comprehensive product bouquet.

®  For better employee enablement, improved digitalization would enable faster
service execution, Al-driven automations, streamlined loan processing and
easier regulatory compliance. Also, turnaround time (TAT) is expected to be
reduced to improve engagement and onboarding of customers.

" Digital distribution — Majority of credit cards are distributed via co-branded
partners. Focus is on organic sourcing through feet on street which will reduce
dependence and improve fee income as well. This strategy could increase
costs in short-term but improve profitability over medium term. Focus is on
self-origination of PL and increasing partnerships to diversify dependence.

Exhibit 10: Digital distribution of assets and liabilities to be a key focus

]
I - Renewed Digital Distribution Strategy

Focus on faster growth of organic credit Partner sourced | Organic
cards through our own digital channels while

continuing to source through Fintech partners
30% 45%

Credit Cards + Rationalize commercials with co-branded Jou FY2 o | T80
partners to ensure profitability

Establish Bank primacy in ownership of
A Propartion of partner sourced in €C Book
brand and customer experience ‘Outstanding
Multiple partnerships to diversify sourcing Partner sourced W Orgonk
Enhance own digital distribution capabilities

* Refine the digital workflows to enable plug “onl P | ogon sow|| 28 son
and play

Revise partnership commercials to restrict to

P . Proportion of Partner sourced in PL Book
distribution model Outstanding

Partner sourced | Organic
Focus on Gen Z growth through scaling up o
our own digital acquisition as well as through 258
Savings Accounts strategic partnerships, driving higher AMB,
enhanced cross-sell and optimized commercial

75%
arrangements 95%

Accounts saurced digitally through partners v/s
i organically

Source: Company, PL

®  People and Culture — Areas will be identified where employee would need to
become specialists from generalists; this may lead to increased hiring/training.

®  Opex — Focus is on improving productivity by tracking performance through
scorecards for employees/branches. Further, Fedserv is to be leveraged by
transferring back-office operations.

®  New initiative costs are targeted to be offset by cost optimization. However,
a downtrend of costs may not be visible in the near future.
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Exhibit 11: Cost optimization will be a key lever to fund new initiatives

NN W
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h |
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Leverage Fedserv
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53.11% 53.06%
Remove non-sales non-service operations out of branch environment 41.55%
Al and Automation
Leverage technology to streamline operations
m Cost Rationalization Lt -
Targeted initigtives to identify and control major costs Federal Next 3 Best3

Source: Company, PL

®  Strengthen Assurance — 1) RAROC based pricing and creating a framework
for processes to help with risk management. 2) In-house auditing capabilities
to be introduced to reduce risk and dependence.

Exhibit 12: Multiple segments are to be introduced, organically and inorganically

W
. . M b
I Evolution Towards a Universal Bank . I3
\ R /
Most Admired Bank
Diversifying Financial Services for ﬁ.ﬁ
Creatinga H

Affordable

FEDBANK

AQEaSFEDERAL

LIFE INSURANCE

& Management
Fe Banking

Source: Company, PL

Wealth

®  Focus is on entering new segments, organically or inorganically, to enhance
profitability and provide holistic solutions to customers.

®  Execution will play a pivotal role in achieving the intended outcomes. Product
portfolio is divided into 150 projects which are assigned to respective
individuals and teams.

®  Progress is tapped through milestone mapping and performance tracking via
KPI. Strategic partners may also be used to enhance program management
and timely execution.
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Exhibit 13: Profitable growth will lead to improved RoA and RoE

-
ROE Improvement ]
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Federal Next 3

Source: Company, PL
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Exhibit 14: Product portfolio and their current returns
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Exhibit 15: Product portfolio and their returns targeted by FY28E
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Balance Sheet

®  Deposit mobilization — Focus reiterated on retail granular deposits. This can
be achieved by leveraging dominance in Kerala and gaining CA, increasing
presence in other states, non-GCC and offering products which expand CA.

® Increase in number of RMs and sales force, focus of branches primarily on
deposit accretion and digitalization to assist further in deposit mobilization.

®  Deposit rates are not expected to soften in the near term.

®  Advances — Focus is on increasing book size mid-yielding loans which would
assist in more pristine asset quality and better risk-reward.

®  Share of non-fund based to fund based is relatively lower implying higher risk
taking capability; share of non-fund based could increase going forward.

Retail Banking

B Majority of CC are sourced through partners. FB aims to bring feet on street,
enhance expertise, cross-sell and organically expand. Commercial card would
be introduced SME segment. EMI conversion option is also introduced.

® CC would be more lucrative than PL. Pop-up to change limits during
transactions has improved customer experience leading to rise in CC spends.

®  Embargo-issuance of CCs may restart once embargo is lifted. Embargo was
lifted on 1 partner where issuance has restarted

® PL - FB may be conservative amid stress environment but with easing
liquidity, plan is to disburse these higher yielding loans to existing and new to
bank customers through a dedicated sourcing team.

®  Auto Loans — Credit quality is good, and yield is higher (adjusted for risk) in
used car loans. Thus, focus is on improving book share. Majority loans are
given digitally leading to reduced TAT. Loan against car will be disbursed
further to existing customers. Tractor loans may be introduced as well.

®  Loan against property (LAP) — LAP is a mid-yielding product, which will be a
focus segment and distribution will be expanded by increasing RMs and sales
force leading to reduction in cost of sourcing.

®  Home Loans (HL) — HL is targeted not only for yields but also for deposit
mobilization. 85% of HL customers opened savings account leading to CASA
accretion. HL is a price sensitive product and aim is to reduce costs to provide
competitive pricing. HL also forms part of PSL.

®  Business Banking (BuB) - Yields in BuB are attractive and loans are 100%
collateralized. BuB also forms part of PSL which is an added advantage. Forex
and trade have equal potential which can support fee income increase.
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Wholesale Banking

®  Corporate— A conscious call was taken to focus more on commercial banking
over corporate banking leading to modest growth in corporate. More filtering
is being done for better profitability. Product offering is largely exhaustive.
Focus iterated on disbursals to MNCs and building stronger relationships.

®  Commercial Banking — Target is on improving geographical presence and
offerings to Tier-2/3 cities. Reducing TAT will improve customer experience.
Transaction banking is key focus in this segment.

®  Gold Loans — FB is the leader in private sector. 2 new products are planned to
be announced while gold loans version 3 will be introduced to reduce TAT.
Loan origination will be done organically and through partners.

"  Inclusive Finance — This is an unsecured portfolio, inclusive of MFI. Growth is
expected to moderate even in long run. This segment has the highest C/I ratio
and digitalization would help bring it down. BC outlets may be increased and
affordable housing and micro-LAP will be introduced through BC outlets.

Exhibit 16: Gross loan growth at 14.5% YoY with growth across segments

Advancesbreak-up (Rsm)  Q3FY25 Q3FY24 Y°Y(-f,}: S Q2FY25 °°°(-f,}: ;
Gross Advances

Retail 680,090 650,410 4.6 674,400 0.8
SME 448,030 374,540 19.6 436,140 2.7
CV/CE 42,350 30,570 385 39,320 7.7
Corporate 774,650 719,780 76 779,540 (0.6)
Total 2,337,490 2,041,770 14.5 2,338,250 (0.0)
Retail Loans break-up

Housing 295,650 272,260 86 293,630 0.7
LAP 133,540 113,520 17.6 131,070 19
Auto 84,700 67,750 25.0 82,560 2.6
Personal 37,740 36,470 35 39,250 (38)
Others 128,460 115,010 11.7 127,890 0.4

Source: Company, PL

Exhibit 17: Return ratios to range from 12-13% in FY26-27E

DuPont Analysis FY20 FY21 FY22 FY23 FY24 FY25E FY26E FY27E
NIl/Assets 27 2.9 2.8 3.0 2.9 2.9 2.9 3.0
Other inc./Assets 1.1 1.0 1.0 1.0 11 11 11 11
Net revenues/Assets 3.9 3.9 3.8 4.0 4.0 4.0 4.0 4.0
Opex/Assets 2.0 1.9 2.0 2.0 22 2.1 22 2.1
Provisions/Assets 0.7 0.9 0.6 0.3 0.1 0.3 0.3 0.3
Taxes/Assets 0.3 0.3 0.3 0.4 0.4 0.4 0.4 0.4
ROA (%) 0.9 0.8 0.9 1.3 1.3 1.2 1.2 1.2
ROE (%) 11 104 108 149 147 129 124 13.0

Source: Company, PL
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Exhibit 18: One-year forward P/ABV trades at 1.1x
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Source: Company, PL
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Income Statement (Rs. m) Quarterly Financials (Rs. m)
Y/e Mar FY24 FY25E FY26E FY27E Y/e Mar Q4FY24 Q1FY25 Q2FY25 [ek] 13
Int. Earned from Adv. 177,345 213,338 2,41134 2,69,341 Interest Income 59,784 63,309 65,773 68,087
Int. Earned from invt. 36,916 45,873 51,244 57,299 Interest Expenses 37,832 40,389 42,101 43,774
Others 4,232 3,630 3,700 3,700 Net Interest Income 21,951 22,920 23,672 24,313
Total Interest Income 2,21,883 2,67,149 3,00,991 3,35,622 YoY growth (%) 15.0 19.5 15.1 14.5
Interest Expenses 1,38,948 171,422 191,352 2,08987 CEB 6,200 6,520 7,840 7,560
Net Interest Income 82,935 95,727  1,09,639 1,26,635  Treasury - - - -
Growth(%) 14.7 15.4 14.5 155 Non Interest Income 7,539 9,152 9,640 9,162
Non Interest Income 30,793 36,940 39,367 44,920 Total Income 67,322 72,461 75.412 77,249
Net Total Income 113,728 132,667  1,49,005 171,554 Employee Expenses 8,869 7,380 7777 7,832
Growth(%) 32.1 20.3 119 11.8 Other expenses 9,518 9,682 9,882 9,949
Employee Expenses 28,231 30,898 35,380 40,023  Operating Expenses 18,386 17,063 17,658 17,781
Other Expenses 31,600 39,561 44,945 50,843  Operating Profit 11,104 15,009 15,654 15,695
Operating Expenses 61,983 70,460 80,326 90,866 YoY growth (%) (16.8) 15.2 18.2 92
Operating Profit 51,745 62,207 68,680 80,689  Core Operating Profits 10,684 14,659 14,814 14,695
Growth(%) 7.9 20.2 10.4 175 NPA Provision - - - -
NPA Provision 4,012 7,291 8,682 9,955 Others Provisions (946) 1,443 1,584 2,923
Total Provisions 1,961 8,359 10,089 11,566  Total Provisions (946) 1443 1,584 2,923
PBT 49,784 53,848 58,591 69,123  Profit Before Tax 12,050 13,566 14,070 12,771
Tax Provision 12,578 13,618 14,941 17,626  Tax 2,987 3,471 3,503 3,217
Effective tax rate (%) 25.3 253 255 255  PAT 9,063 10,095 10,567 9,554
PAT 37,206 40,229 43,650 51,497 YoY growth (%) 0.4 18.2 10.8 (5.1)
Growth(%) 236 8.1 85 18.0  Deposits 25,25,340 26,60,650 26,91,066 26,63,750
Balance Sheet (Rs. m) YoY growth (%) 18.3 19.6 15.6 1.2
Advances 20,94,033 22,08,070 23,03,122 23,03,700
Y/e Mar FY24 FY25E FY26E FY27E
YoY growth (%) 20.0 20.3 19.4 15.7
Face value 2 2 2 2
No. of equity shares 2,435 2,455 2,455 2,455  Key Ratios
Equity 4,871 4,910 4910 PRI Y /e Mar FY24 FY25E FY26E FY27E
Networth 290,944  3,32,347 371632 418764 CMP(Rs) 180 180 180 180
Growth(%) 353 14.2 11.8 127 EPS(Rs) 15.3 16.4 17.8 21.0
Adj. Networth to NNPAs 12,553 11,498 12,257 13,699  Book Value (Rs) 19 135 151 71
Deposits 2525340 2727466 31,35532 3588,623 Adj.BV(Rs) 14 131 146 165
Growth(%) 18.3 8.0 15.0 14.5  P/E(x) 1.8 1.0 10.1 8.6
CASA Deposits 746,508 830,793 957,803 11,14,030 P/BV (x) 15 13 12 11
% of total deposits 29.6 30.5 30.5 31.0 P/ABV (x) 1.6 14 12 11
Total Liabilities 30,83,118 34,73,701 39,67,164 45,18,695 DPS (Rs) 1.0 1.6 1.8 21
Net Advances 20,94,033 23,45,167 26,74,609 30,50,330 Dividend Payout Ratio (%) - - - -
Growth(%) 20.0 12.0 14.0 14.0 Dividend Yield (%) 0.5 0.9 10 12
Investments 6,08,595 6,81,867  7,83,883 8,97,156 Efficiency
Total Assets 30,83,118 34,73,701 39,67,164 45,18,695
Y/e Mar FY24 FY25E FY26E FY27E
Growth (%) 18.4 127 14.2 13.9
Cost-Income Ratio (%) 54.5 531 539 53.0
Asset Quality C-D Ratio (%) 829 86.0 85.3 85.0
Y/e Mar FY24 FY25E FY26E [AF7  Business per Emp. (Rs m) 304 315 342 371
Gross NPAs (Rs m) 45,289 46,054 49,027 54,824  Profit per Emp. (Rs lacs) 24 25 26 29
Net NPAs (Rs m) 12,553 11,498 12,257 13,699  Business per Branch (Rs m) 3,071 3,162 3,410 3,680
Gr. NPAs to Gross Adv.(%) 2.1 1.9 1.8 1.8 Profit per Branch (Rs m) 25 25 26 29
Net NPAs to Net Adv. (%) 0.6 0.5 0.5 0.4
Du-Pont
NPA Coverage % 72.3 75.0 75.0 75.0
Y/e Mar FY24 FY25E FY26E FY27E
Profitability (%) NIl 2.92 292 295 298
Y/e Mar FY24 FY25E FY26E LS  Total Income 4.00 405 4.01 4.04
NIM 31 31 31 31 Operating Expenses 2.18 2.15 216 214
RoAA 1.3 12 12 12 PPoP 182 1.90 1.85 190
RoAE 14.7 129 12.4 13.0  Total provisions 0.07 0.25 0.27 0.27
Tier| 14.6 14.6 14.4 14.3 RoAA 131 123 117 121
CRAR 16.1 16.1 159 15.8 RoAE 14.71 1291 12.40 13.03
Source: Company Data, PL Research Source: Company Data, PL Research
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Price Chart

250 No. Date Rating TP (Rs.) Share Price (Rs.)
200 - 1 28-Jan-25 BUY 210 184
150 2 08-Jan-25 BUY 220 197
3 29-Oct-24 BUY 220 185
100 4 4 07-Oct-24 BUY 210 194
50 + 5 25-Jul-24  BUY 210 205
0 . . . . . . . . . . . 6 08-Jul-24  BUY 195 186
§ ¥ 8 § QI JIIIJF T 7 03-May-24 BUY 195 168
3 § ? (ZB § %’ E’? é 2 ‘§ f’: § § 8 09-Apr-24 BUY 180 155
Analyst Coverage Universe
Sr.No. Company Name Rating TP (Rs) Share Price (Rs)
1 AAVAS Financiers Accumulate 1,900 1,705
2 Axis Bank BUY 1,350 1,038
3 Bank of Baroda BUY 285 222
4 Can Fin Homes BUY 860 708
5 City Union Bank BUY 200 171
6 DCB Bank BUY 155 17
7 Federal Bank BUY 210 184
8 HDFC Asset Management Company BUY 4,700 3,865
9 HDFC Bank BUY 1,950 1,666
10 ICICI Bank BUY 1,550 1,209
1 Induslind Bank BUY 1,500 991
12 Kotak Mahindra Bank BUY 2,230 1,759
13 LIC Housing Finance BUY 650 558
14 Nippon Life India Asset Management BUY 725 653
15 State Bank of India BUY 900 754
16 UTI Asset Management Company BUY 1,320 1,296
PL's Recommendation Nomenclature (Absolute Performance)
Buy > 15%
Accumulate 5% to 15%
Hold +5% to -5%
Reduce -5% to -15%
Sell <-15%
Not Rated (NR) No specific call on the stock
Under Review (UR) Rating likely to change shortly
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We/I, Mr. Gaurav Jani- CA, Passed CFA Level I, Mr. Aditya Modani- CA, Passed CFA Level I, Ms. Harshada Gite- CA Research Analysts, authors and the names subscribed to this
report, hereby certify that all of the views expressed in this research report accurately reflect our views about the subject issuer(s) or securities. We also certify that no part of our
compensation was, is, or will be directly or indirectly related to the specific recommendation(s) or view(s) in this report.

(US Clients)

The research analysts, with respect to each issuer and its securities covered by them in this research report, certify that: All of the views expressed in this research report accurately
reflect his or her or their personal views about all of the issuers and their securities; and No part of his or her or their compensation was, is or will be directly related to the specific
recommendation or views expressed in this research report.

DISCLAIMER

Indian Clients

Prabhudas Lilladher Pvt. Ltd, Mumbeai, India (hereinafter referred to as “PL") is engaged in the business of Stock Broking, Portfolio Manager, Depository Participant and distribution for
third party financial products. PL is a subsidiary of Prabhudas Lilladher Advisory Services Pvt Ltd. which has its various subsidiaries engaged in business of commodity broking,
investment banking, financial services (margin funding) and distribution of third party financial/other products, details in respect of which are available at www.plindia.com.

This document has been prepared by the Research Division of PL and is meant for use by the recipient only as information and is not for circulation. This document is not to be
reported or copied or made available to others without prior permission of PL. It should not be considered or taken as an offer to sell or a solicitation to buy or sell any security.

The information contained in this report has been obtained from sources that are considered to be reliable. However, PL has not independently verified the accuracy or completeness
of the same. Neither PL nor any of its affiliates, its directors or its employees accepts any responsibility of whatsoever nature for the information, statements and opinion given,
made available or expressed herein or for any omission therein.

Recipients of this report should be aware that past performance is not necessarily a guide to future performance and value of investments can go down as well. The suitability or
otherwise of any investments will depend upon the recipient's particular circumstances and, in case of doubt, advice should be sought from an independent expert/advisor.

Either PL or its affiliates or its directors or its employees or its representatives or its clients or their relatives may have position(s), make market, act as principal or engage in
transactions of securities of companies referred to in this report and they may have used the research material prior to publication.

PL may from time to time solicit or perform investment banking or other services for any company mentioned in this document.

PL is a registered with SEBI under the SEBI (Research Analysts) Regulation, 2014 and having registration number INHOO0000271.

PL submits that no material disciplinary action has been taken on us by any Regulatory Authority impacting Equity Research Analysis activities.
PL or its research analysts or its associates or his relatives do not have any financial interest in the subject company.

PL or its research analysts or its associates or his relatives do not have actual/beneficial ownership of one per cent or more securities of the subject company at the end of the month
immediately preceding the date of publication of the research report.

PL or its research analysts or its associates or his relatives do not have any material conflict of interest at the time of publication of the research report.
PL or its associates might have received compensation from the subject company in the past twelve months.

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

PL or its associates might have received any compensation for investment banking or merchant banking or brokerage services from the subject company in the past twelve months.

PL or its associates might have received any compensation for products or services other than investment banking or merchant banking or brokerage services from the subject
company in the past twelve months

PL or its associates might have received any compensation or other benefits from the subject company or third party in connection with the research report.

PL encourages independence in research report preparation and strives to minimize conflict in preparation of research report. PL or its analysts did not receive any compensation or
other benefits from the subject Company or third party in connection with the preparation of the research report. PL or its Research Analysts do not have any material conflict of
interest at the time of publication of this report.

It is confirmed that Mr. Gaurav Jani- CA, Passed CFA Level Il, Mr. Aditya Modani- CA, Passed CFA Level I, Ms. Harshada Gite- CA Research Analysts of this report have not received
any compensation from the companies mentioned in the report in the preceding twelve months

Compensation of our Research Analysts is not based on any specific merchant banking, investment banking or brokerage service transactions.

The Research analysts for this report certifies that all of the views expressed in this report accurately reflect his or her personal views about the subject company or companies and
its or their securities, and no part of his or her compensation was, is or will be, directly or indirectly related to specific recommendations or views expressed in this report.

The research analysts for this report has not served as an officer, director or employee of the subject company PL or its research analysts have not engaged in market making activity
for the subject company

Our sales people, traders, and other professionals or affiliates may provide oral or written market commentary or trading strategies to our clients that reflect opinions that are contrary
to the opinions expressed herein, and our proprietary trading and investing businesses may make investment decisions that are inconsistent with the recommendations expressed
herein. In reviewing these materials, you should be aware that any or all of the foregoing, among other things, may give rise to real or potential conflicts of interest.

PL and its associates, 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 subject company 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 subject company
oract as anadvisor or lender/borrower to the subject company or may have any other potential conflict of interests with respect to any recommendation and other related information
and opinions.

US Clients

This research report is a product of Prabhudas Lilladher Pvt. Ltd., which is the employer of the research analyst(s) who has prepared the research report. The research analyst(s)
preparing the research report is/are resident outside the United States (U.S.) and are not associated persons of any U.S. regulated broker-dealer and therefore the analyst(s) is/are
not subject to supervision by a U.S. broker-dealer, and is/are not required to satisfy the regulatory licensing requirements of FINRA or required to otherwise comply with U.S. rules
or regulations regarding, among other things, communications with a subject company, public appearances and trading securities held by a research analyst account.

This report is intended for distribution by Prabhudas Lilladher Pvt. Ltd. only to "Major Institutional Investors" as defined by Rule 15a-6(b)(4) of the U.S. Securities and Exchange Act,
1934 (the Exchange Act) and interpretations thereof by U.S. Securities and Exchange Commission (SEC) in reliance on Rule 15a 6(a)(2). If the recipient of this report is not a Major
Institutional Investor as specified above, then it should not act upon this report and return the same to the sender. Further, this report may not be copied, duplicated and/or
transmitted onward to any U.S. person, which is not the Major Institutional Investor.

In reliance on the exemption from registration provided by Rule 15a-6 of the Exchange Act and interpretations thereof by the SEC in order to conduct certain business with Major
Institutional Investors, Prabhudas Lilladher Pvt. Ltd. has entered into an agreement with a U.S. registered broker-dealer, Marco Polo Securities Inc. ("Marco Polo").

Transactions in securities discussed in this research report should be effected through Marco Polo or another U.S. registered broker dealer.

Prabhudas Lilladher Pvt. Ltd.
3rd Floor, Sadhana House, 570, P. B. Marg, Worli, Mumbai-400 018, India | Tel: (9122) 6632 2222 Fax: (91 22) 6632 2209

www.plindia.com

DN: c=IN, 0=Personal, title=1443,
254.20-21151ea12dd366d1ac370cb42343ee44b6e85137bdbacs
18620411366948487, postalCode=400015, st=Maharashtra,
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