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Bajaj Group Structure &

BAJAJ

FINSEV

Bajaj Finserv Limited (Listed)

51.39%"

80.10%

Bajaj Finserv Health

Bajaj Allianz General Bajaj Allianz Life Limited (Including Bajaj Finserv Asset

Insurance Company Insurance Company
Limited Limited

Bajaj Finance Limited Bajaj Finserv Direct

(Listed)* Limited Vidal Healthcare Management Limited
Services Pvt. Limited)

100%

Bajaj Housing Finance Limited
(Listed)

e . g 1. 54.73% holding via promoter holding & promoter group
Bajaj Fmi'.‘m.:l 3ecurltles 2, Bajaj Finserv Mutual Fund Trustee Ltd is a wholly owned subsidiary of
imite Bajaj Finserv Limited, acts as Trustee to the Asset Management Company.

Apart from these, Bajaj Finserv (BFS) has one more fully-owned subsidiary which is BFS Ventures (BFSV)

“ During Q4 FY25 Bajaj Finserv has entered into a Share Purchase Agreement (SPA) with Allianz SE to acquire Allianz's 26% stake in its two insurance ventures, BAGIC and BALIC, with
participation by the promoter and promoter group entities of the Company, namely, Bajaj Holdings and Investment Limited and Jamnalal Sons Private Limited.
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Note: Shareholding is as of 31 March 2025.



Bajaj Finserv’'s Vision - A diversified financial services group with a
pan-India presence
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Life cycle
needs of
Individual
& SME
customers

Family, Health & Investment/
Asset acquisition Asset protection Income Wealth
Protection management

General Insurance,
Health care Platform

Loan (Personal,
Home), Credit Cards

General, Health & Life
Insurance - Guaranteed

ULIPs*, Fixed Deposits,
Mutual Funds, Shares

Savings, Digital access to
health ecosystem

( ) Bajaj Allianz Life Insurance Company
— Limited (BALIC)
- (Life Insurance, Retirement & Pension)
T
% 0 Bajaj Allianz General Insurance Company
— = =
o2 o Limited (BAGIC)
"—>’ = = (General and Health Insurance)
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=13 7] Bajaj Finance Limited (BFL)
E 2 o3 (Consumer & Finance Business)
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'z 3 Bajaj Housing Finance Limited (BHFL)
g' E (Mortgage and Developer Financing)
Bajaj Finserv Asset Management (Bajaj
— AMC)
N (Mutual Funds)
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*Unit Linked Insurance Plan

Bajaj Finserv Direct
Limited (BFDL)

(Digital Marketplace & Technology Services)

Bajaj Finserv Health
Limited (BFHL)

(Health-tech Platform and TPA services)

Bajaj Financial Securities
Limited (BFSL)

(Digital Stockbroker)
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Retirement

Annuities
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Customer Lifecycle Partner
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Created a strong market for
consumer lending products for
individual, households and MSMEs

Established strong data analytics
to deepen wallet share and
strengthen

secured lending business

Simultaneously,
general insurance built a strong
market share in retail businesses

To be the financial services lifecycle partner to every Indian - Create constant value across the customer lifecycle, build

sustainable business




Business

* Rigorous engagement

in Long Range Planning
and Annual Operating
Plans

» Regular review of all

businesses and their
SBUs

New business
opportunities and
Strategic investments

Role of Bajaj Finserv

Risk

= Harmonization of risk

policies and
framework, Regular

engagement with CROs
of business

Periodic review of top
ERM risks including
credit, business,
financial, operational,
reputation, etc. &
mitigation actions
planned

Drive risk related
projects across the
group such as ORM,
Cyber security

Collaboration and
Best Practice

= Group Knowledge
Forums - Analytics,
Technology,
Investments,
Governance, etc.

= Cross group stress

identification forum to

identify any cross
functional view on
investment risks

» Cross Company
projects on Data,
innovation and digital
strategy.

One Finserv Talent

One Finserv - Group
Talent mobility
Group Young Leader
Management Trainee
Program

30 Under 30 Program

3 Tier Merit based
remuneration plans
combining fixed cash,
annual bonus and
ESOPs

B FINSEXV
BAJAJ

Customer Experience,
Investments, ESG

» Defining Customer

Service protocols for
businesses

= Review and
standardisation of
investment processes

= Oversight and

monitoring of ESG

olicy and its
implementation across

the group

Monitor and engage with our companies with the objective of long-term sustainable profit, meaningful market share,
and effective use of capital - thereby delivering superior shareholder returns
We do this by driving companies to create institutionalized frameworks through accountable empowerment and
encouragement of disruptive thinking



BFS Group Company Milestones in the year gone by F.Nsm

BAJAJ HOUSING FINANCE BAJAJ FINSERV HEALTH BAJAJ FINANCE

Largest NBFC in India”; crossed
100 MM customer franchise
Transition to FINAI underway

BAJAJ AMC BALIC BAGIC

Strategic acquisition of
Successful IPO of USD 754 MM Vidal Healthcare

Fastest-growing Crossed AUM Best Combined Ratio
mutual fund USD 14 BN amongst peers consistently

SPA (along with other Bajaj Companies) and Allianz SE, to acquire 26% stake in insurance subsidiaries for USD 2.78 BN.
Regulatory approval process underway

* in terms of PAT and AUM




Our aspiration: Long Range Strategy for 2024-29 F....sew

Bajaj Finserv (Consolidated)

Total Income Profit After Tax Customer Franchise
(USD Thousand MM) (USD Thousand MM) (in MM)
2.3
34.5

200

0.9 90
12.6
2024 2029 2024 2029 2024 2029
Eff|c|_e _nt c_apltal Lifecycle partner Customer Obsession Culture & people
utilization

Any statements that may look like forward looking statements are just estimates and do not constitute an assurance or indication of any future performance result




BFS culture wheel - Leadership mindsets F....sew

Consistent

Outperformance




One Finserv - Building Group Leadership F...ssw

One Finserv - Group Level Talent & Succession Management Initiatives

All employees across BFS are assessed across 3 dimensions - performance, potential, and leadership mindsets
aligned with the culture wheel

Group level common job structures and job evaluation using Hay Points

Mobility across the group through group IJP (Internal Job Posting) process - all jobs are advertised internally

Talent mapping for 376 employees spanning top bands across 6 companies - monitored centrally

Succession Planning for Top Management - Top positions mapped to potential talent and individuals mapped to
potential opportunities across the group

Group level L&D initiatives and Talent Pool Building through:

« Group Young Leaders Program (GYLP)

« Group Finance Associate Program (GFAP)

« 30-Under-30 Program (Junior Management Talent Acceleration Program)

« Women Talent Acceleration Program

One Finserv Objective: A place where innovation, agility and ownership thrives, creating responsible leaders who build

long term profitable businesses, to delight our customers

BAJAJ FINSERV LIMITED



Our Reach

Entire data is as on 31 March 2025

BAJAJ FINANCE

4,263 Locations
(Urban: 1,582 | Rural: 2,681)

224,000+ POS

(Active point of sale)

BAJAJ ALLIANZ LIFE INSURANCE

597 Branches
161,000+ Individual Agents
100+ Corp. Agents and Brokers

~3,500 PSF

BAJAJ FINSERV HEALTH

100,000+ Doctors,
15,000+ Hospitals
5,000+ Labs

B FINSEV
BAJAJ

BAJAJ HOUSING
FINANCE LIMITED

174 Locations

216 Branches

BAJAJ ALLIANZ GENERAL INSURANCE

221 Branches

200+ Corp. Agents and Banks
85,600+ POS
66,000+ Individual Agents

BAJAJ FINSERV DIRECT

45+ MM franchise
96 partners in Bajaj Markets
Expansion to Middle east and US
market on Tech services

10
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Returns to shareholders BFS and BFL rmssw

BFL included in Nifty 50 index from Sep 2017 Bajaj Finserv & Bajaj Finance _ B
BFL included in S&P BSE Sensex from Dec 2018 On 28 April 2025, BFL announced sub-division of
S BFS included in Nifty 50 index from Apr 2018 face value of shares from %2 to %1 paid-up
3 BFS included in S&P BSE Sensex from Jun 2020 SN SEres, emel 550 @ 4 pEE-Up FEnve
o equity shares for every 1 paid-up equity share.
o 5 Year CAGR* (FY 10 Year CAGR#
"g 20 - FY 25) (FY 15 -FY 25)
4
= BFL 32% 36%
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j BFS 34% 30%
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% Nifty 50 22% 1%
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—Nifty50 —BFS —BFL
1

# Price as at year end for respective years




Bajaj Finserv - Consolidated Financial Highlights

All Figures in USD MM

B FINSEXV
BAJAJ

Particulars | FY20 | FY21 | FY22 | FY23 | FY24 | FY25 |YoYGrowth| 5yrCAGR_

Financial Snapshot

Life Insurance (GWP) 1121
General Insurance (GWP) 1,475
Retail Finance 3,033
Windmill, Platforms & other Investments 618
Consolidated Revenue 6,247
Segment Results before tax

Life Insurance 5
General Insurance 19
Retail Finance 855
Windmill, Platforms & other Investments -25
Profit for the period (before tax)* 954
Consolidated profit after tax (after non-controlling 387
interest)

Ratios

Shareholders fund (Consolidated) 3,598
Book value per share (USD/share)? 2.3

All time high consolidated Revenue and PAT recorded by BFS in FY25

* Profit for the period is before non-controlling interest. PAT includes unrealized mark-to-market (MTM) loss on equity investments measured at fair value through profit and loss of BALIC and

1,382
1,451
3,067
1.064
6,965

159
275
734
-34
1134

514

4118
2.6

1.854
1,585
3,638
790
71,867

199
1149
-58
1,295

524

4,626
2.9

2,237
1,780
4,759
657
9,434

-22
161
1,858
-66
1,932

738

5334
3.3

2,649
2,371
6,320
1,348

12,688

73
203
2,276
-95
2,457

937

6,935
4.3

3122
2,481
8,014
1,765
15,382

19
245
2,557
-92
2,730

1,020

8,321
52

18%
5%
27%
31%
21%

-74%
21%
12%
-4%
11%

9%

20%

23%
1%
21%
23%
20%

33%
16%
24%
30%
23%

21%

18%

BAGIC and the realized equity gains/(loss) routed through OCI. Growth in PAT for FY25, excluding these MTM gain/loss and including realized equity gains booked under OCI, was 13%

Note: Segment wise revenue and results, P&L and balance sheet used for above compilation; The same is compliant with International Financial Reporting Standards (IFRS)
CAGR - Compounded Annual Growth Rate CAGR is calculated for FY 20 to FY 25 | 2Adjusting for impact of Stock Split and Bonus Issue

12



Cartngly youes

—— BAJAJ ALLIANZ GENERAL
BAA INSURANCE COMPANY LTD.

Cm"% Yyours

13




BAGIC - Key Strategic Differentiators

C&n’&gﬂ#- yours

Strive for market share growth in chosen business segments through a well-diversified product portfolio and multi-
channel distribution supported by prudent underwriting. Emphasis on profitable growth.

DIFFERENTIATORS

Strong selection of Risk & prudent underwriting

Balanced Product Mix

Deep and wide distribution

Retail & Commercial orientation

Investments in technology with focus on all
stakeholders - “Caringly yours”

Industry leading combined ratios consistently over the years
Business construct is to deliver superior ROE
Strive to be the best claims paying general and health insurer

Diversified product portfolio offering across retail and corporate
segments
Continuous innovations in product features to maintain competitive edge

Multi channel distribution network encompassing multiline agents,
bancassurance, motor dealers’, broking, direct, & ecommerce network serving all
segments

Focus on penetrating Small Towns (Geo Model)

Focused on retail segments (mass, mass affluent & HNI) & commercial segments
(SME & MSMEs) while maintaining strong position in large corporates &
government business

Deep investments in technology to drive efficiencies for the Company and
convenience for all stakeholders - customers, distributors and employees.

Drive the theme of “Caringly yours” on the foundation of customer obsession
through innovations in customer experience

=A A

14



BAGIC - Key Financial metrics vs industry

= Allianz @)
BA A

& aringlby yonrs

All Figures in USD MM

GWP Growth - 5 Year CAGR 13.2% 10.1%
COR - 5 Year average 99.6% 117.5%
Total Cost to NWP - 5 year average 27.7% 31.4%
Cumulative UW Profit 5 years (3) (15.179)
Cumulative PAT for 5 years 755 (26)
Return on Equity* for 5 years 16.8% 0.1%

» RoE* excluding surplus capital consistently upwards of 20%
« 3rd largest general insurer having grown only organically

» Continue to outperform consistently on customer metrics - lowest grievance ratio 0.73 per 10,000 policies issued in FY2024 and
highest NPS in the market

* Highest solvency ratio in the industry

All metric are for five year period FY2020 to FY2024; GWP: Gross written premium; COR: Combined Ratio; UW: Underwriting Result, NWP : Net written Premium
Industry = Private Insurers + PSU

Source - Public disclosures 15



BAGIC - Growth compared to industry

GDPI Trend

BAGIC Growth 5%

Private Growth
PSU Growth
Industry Growth

BAGIC Market
Share

6.8% 6.7% 6.4% 7.4% 7.2%

34,087
32,007

27,709

23,647

21,333 9.5627

1,763 2,353 2,462

1,573
FY 22 FY 23 FY 24 FY 25
BAGIC umPrivate* mPSU Industry

—= Allianz @)
BA A

Curingty gours
All Figures in USD MM

GDPI excluding Crop & Govt. health Trend

BAGIC Growth
Private Growth
PSU Growth
Industry Growth

BAGIC Market 6.0% 5.8% 5.8% 6.0% 6.0%
Share
30,677

28,406

24,736 9,966

21,160

18,777

20,710

1714

1424
FY 21 FY 22 FY 23 FY 24 FY 25

BAGIC uPrivate* mPSU Industry

4
v’ 1]

Excluding tender-driven crop, government health & impact of 1/n regulations, BAGIC grew at 12% (industry at 9%) in FY2025

16

Source : IRDAI/GIC, GDPI : Gross Direct Premium Income | *Private Insurers : Includes Standalone Health Insurers, and excludes AIC & ECGC

Industry Includes Standalone Health Insurers, Private Insurers, PSU and excludes AIC & ECGC



BAGIC - Combined Ratio V/s Peers

—= Allianz @)
BA A

Cartngly youes
Combined Ratio
120.4%
118.0% 115.3% 115.5%
109.9%
9 100.5% o 101.8%
: I I I I I
FY 21 FY 22 FY 23 FY 24 9M FY 25

m BAGIC = iIndustry

+ With effect from 15t October 2024 Long-term Products are accounted on 1/n basis (‘n’ being contract duration), as mandated by IRDAI
* The said change is a mere accounting change impacting Premium recognition and Combined Ratio and has no bearing on the economic or reported profit
» Excluding impact of change in regulation, COR stands at 101.5% for 9M FY2025

1. Combined Ratios are in accordance with the Master Circular on ‘Preparation of Financial statements of General Insurance Business’ issued by IRDA effective from 1st April, 2013. (Net claims 17
incurred divided by Net Earned Premium) + ( Expenses of management including net Commission divided by Net Written Premium).

Industry Includes Standalone Health Insurers, Private Insurers, PSU and excludes AIC & ECGC [



BAGIC - Balanced Product Mix

—= Allianz @)
BA A

Cmmgﬁg yours:

Business Mix

8% 9% 9% i 8%
1% g
’ 6% % o
14% 16%
20% 18%
15%
14% 10%
18% 19% 19%

17%

17%

FY 21 FY 22 FY 23 FY 24 FY 25
m Motor mRetail Health  mGroup Health Property, Liability and Engineering Agri (Crop Insurance) Government Health Others

18




BAGIC - Diversified Distribution Mix

27%

42%
3%
10%
18%
FY 21

m Individual Agents

Bancassurance

= Over 200+ corporate
agents and banca partners

= Major New Tie-upsin FY25:
HSBC, Shriram Finance Ltd,
Namdev Finvest Pvt Ltd,
Chhatrapati Rajashri Shahu
Urban Co Bank Ltd, Kerala
Finance Corporation, Muthoot
Securities Ltd, Airtel Payment
Bank Ltd, Cars24 Financial
Services Pvt. Ltd.

30%

42%
2%

10%
16%

FY 22

m Corporate Agents - Banks

Agency & Retail

66,000+ agents & 85,600+
POSP

Realignment of retail
channels to drive profitable
growth segmented as
Enterprise Partners, Growth
Markets, Motor Agency &
Retail & SME

Dedicated ‘GEO’ channel to
Increase penetration with
underpenetrated Tier |l & Tier
Il cities

Channel Mix

25%

48%
2%

10%
15%

FY 23

OEMs & Dealer

45+ national Tie-ups and
over 9,300 network of
dealers across pan India

Major National Tie-ups:
Maruti, Honda, Toyota,
Mahindra, Hyundai, MG, Kia,
VW, BMW, TATA Motors, Bajaj,
RE, Yamaha, Piaggio, JCB,
Suzuki TW, Hero, Bgauss,
Revoult, Lexus, Nissan,
Renault, Hero Electric,
Ampere.

Corporate Agents - Others

36%

35%
3%

10%
[
FY 24

Brokers

Rural Focus

19.7 MM farmer applications
insured in FY25

Issued 17.5+ MM NOPs under
crop insurance in FY25
Received crop insurance

enrollments from 18,727 CSC
centersin FY25

32,200+ active CSC centers
in FY25

Note: The components might not add up to total of 100% due to rounding off | * Original Equipment Manufacturer, CSC - Customer Service centers

Govt health is through the direct business.

=A A

C&n’&gﬂ#- yours

31%

45%

2%
9%
13%
FY 25

Direct Business

Digital ecosystem

25+ Partnerships across
Insuretech companies,
aggregators, wallets such as
Phone Pe, payments banks,
etc.

19
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BAGIC - Capital, ROE & Investment Performance

Carin Ly yours
All Figures in USD MM
BAGIC - Capital Invested - Networth ROE (Annualized) AUM Mix
No Capital infusion ‘ [ Eg:.e:lidcapital is USD }
since FY08 FY 25 16.0% 22.4% % 1%
1,437 P 15
rv2s [ 0
1,319 15.2%
rv2e I .
1,127 FY23 15.0% o
FY 23 1,095
26.4%
FY 22 982 17.3%
vz [ ¢
E Net worth mReserves Capital Invested ® ROE @ 200% Solvency = ROE
AUM (Cash & Investments) Realised Investment return
308 | 279 = 284 . 2,65
s0s 2 28422 2 s N oo
3,806 .
3196 3,586 Ey 24 »s = Bonds = Equity
begy 2831 I 7.72%
’ = G-sec Money Market
Fixed Deposit
Fy 21 _ 2.71% 96.3% of debt portfolio is in AAA or sovereign
1170 securities. 95.8% of Equity investmentis in
FY 21 FL& FY 23 FY 24 FY 25 BSE 100 stocks.
| Investment Leverage 20

Investment Leverage: AUM/Net worth, Capital Invested includes Share capital and share premium, Net worth includes fair value change T



BAGIC - Customer obsession

—= Allianz @)
BA A

Caringly youes
BAGIC Net Promoter Score*
. 75
68 70 69 70
: 65 -
FY 21 FY 22 FY 23 FY 24
m Health Motor

Consistently rated highest in terms of Relationship NPS amongst all top competitors

Total Grievances# per 10,000 New Policies

276
2.46 2.66 .42 2.51
1.05
0.71 - 0.92 0.73 0.77
FY 21 FY 22 FY 23 FY 24 9MFEY 25

mBAGIC © Average of Top 5 Peers”

Consistently maintaining lowest grievance ratio in last decade

* Relationship NPS (Net Promoter Score) survey done by third party agency Martinet Research appointed by BAGIC | Customer touchpoints surveyed - overall Pre & post sales experience with agent, services
provided by the company till now, renewals / claims experience

# Grievances numbers as per IRDAI (Insurance Regulatory and Development Authority of India) | “Includes top 5 Private multiline insurers on Gross Written Premium

21




Key Technology & Customer Initiatives of FY 2025 - [1/2]

Digital Journey Metrics

2024 2025 * 176 MM BOT messages exchanged 2024 2025
1/ 2 customers are served by Al BOT, (Chatbot:
o) 0,
75%  81.8% T 445 voics Bot. 9%) 961%  96.2% § -
2024 2025 * QR based payments: Enabled at 171 locations pPs
« Penny-free payments: Paperless bank 0 Motor
o) [+) r

95.0% 95.1% t verification TAT | from 48 Hrs to 3 Hrs 55 =

FY 2023 ‘ FY 2024

= Allianz @)

=2A 1A
Can‘nﬁ Ey yours

RPA for Issuance: Enabled 39 processes, till
date booked 11.5 MM premium through BOTs
Loader optimization / automation: TAT | from
60-920 mins to 5 mins

Health

> 69 170

Key Initiatives Summary

‘@; Data & Core Transformation

* Data Platform Modernization:
The foundation of the New Data Platform on cloud
was established, providing the much-needed agility
and scalability for the business to leverage business
intelligence for faster decision-making.

Platforms

* Revamp of Website & CY App:
Revamped our customer facing website and app to
re-define the user experience through policy
servicing and product purchase flows aligned with
industry best practices and driven by user personas.

e MSME Platform:
Launched a dedicated platform tailored for MSME
customers, simplifying the purchase journey

* Core PAS Transformation:
Significant progress was achieved in implementing
four lines of business (Surety Bond, Cattle, Mass
Health, Group Health) on the new core policy .
administration platform

Salesforce Platform for Direct to Sales:
Enabled Salesforce for D2C team to track and
improve lead generations & conversions.

Al - Artificial Intelligence, RPA - Robotic Process Automation, * NPS conducted by an independent agency across the customer journey for FY2024

Integrations & Products

Integrations:
A total of 484 integrations were delivered across 94
partners (51 new Partners)

New Product journeys:
End-to-End journeys developed for 6 new products
along with 9 new add-ons & 176 generic products

LMS & Pre-inspection app for Cattle:

Comprehensive solutions suite for cattle business,
which includes a LMS designed for banks to generate
leads, a real-time pre-inspection app to streamline the
inspection process and improve efficiency

22



Website

Our website is now available in 7 different languages for
our customers

29.8 MM Visitors | 6.5 L Policies Issued

BAGICARE - CRM

Omni channel experience via Customer 360 and Policy 360

4.46 MM Service Requests [ 11.86 MM Leads
Generated

Banca Portal
( Our Banca Portal created for bank RMs and customers has over
42 products available for issuance.

1.93 L Policies Issued with over 11.8 MM of Business
Booking

0+@
v

WhatsApp BOING 2.0 + Other Chatbots

Various new features & enhancements were done in BOING and
other BOTS

2.12 MM Unique Users, 176 MM Messages Exchanged

* Numbers are as on FY25. All others are for the period

Key Technology & Customer Initiatives of FY 2025 -[2/2]

Existing Digital Capabilities Enhanced & Scaled-up

-y B

= Allianz @)
BA A

& aringlby yonrs

Caringly Yours App*

Our Customer facing app remains amongst the most used app
in Insurance Industry
5.37 MM Total Downloads | 9.58 L Active
Users

B Care Portal & App

Our flagship portal & App for agents has more than 90 products
available for policy issuance and services
3.57 MM Policies Issued with over | 322 MM. of Business
Booking

Farmitra App*

The usage of the app launched for Farmer Community has
seen a significant uptake

:

1.62 MM Downloads

Voice Bot

Al enabled multilingual voice bot developed for
Non-motor & Agri Claim intimation and Motor & health claim
intimation & status
6.4 L Claim intimation / status check calls

23
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BAGIC - Risk Management

Cmmgﬁg yours:

Asset Quality

96.3% of the debt portfolio in AAA and sovereign assets and 87.9% of Equity in Nifty 50 stocks &
95.8% in BSE100 stocks.

Oversight by Board & Executive Investment Committee and Group level investment forum
Robust ALM position

Pricing & Underwriting

Superior underwriting capability leading to consistently low Combined Ratio consistently
Diversified exposure across business lines & geographies

Granular loss ratio modelling - geography, distribution, car make/model, vintage, etc.
Robust investigation, loss management & analytics intervention

Re-Insurance

Reinsurance ceded only to A- and above & AA rated foreign reinsurers and GIC
Large reinsurance capacity & optimum retention

Robust process and analytics to monitor concentration of risk

Catastrophic events adequately covered

Reserving & Solvency

Ultimate Loss triangles show prudent reserving at point of accident year with low paid to
ultimate for long-tail claim management (Motor TP) over Vintages.

Amongst the highest solvency in the market

—= Allianz @)
BA A
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Bajaj Allianz General Insurance - Financial Highlights

Financial Snapshot

Capital Infused including premium till date 32 52 32 32 32 32 0% 0%
Assets under Management 2155 2,661 2,831 3196 3,586 3,806 6% 12%
Net Worth 649 865 1,014 1127 1,319 1437 9% 17%
GWP 1,475 1,451 1,585 1,780 2,371 2,481 5% 1%
GWP (ex Crop & Govt Health) 1162 1141 1,249 1.441 1,732 1,869 8% 10%
Underwriting Results -1 27 4 -14 -19 -9 NA NA
Profit after tax* 115 153 154 155 178 211 18% 13%
Ratios

Combined Ratio 100.8% 96.9% 99.6% 100.5% 99.9% 102.3%

Return on Avg Equity (%)" 18.5% 20.3% 17.3% 15.0% 15.2% 16.0%

Book Value per share (USD/Share) 5.9 7.8 9.2 10.2 12.0 13.0

« With effect from 1 October 2024 Long-term Products are accounted on 1/n basis (‘n’ being contract duration), as mandated by IRDAI
» The said change is a mere accounting change impacting Premium recognition and Combined Ratio and has no bearing on the economic or reported profit
» Excluding impact of change in regulation for BAGIC:
* GWP for FY2025 stands at USD 2,544 MM recording a growth of 7% YoY,
* GWP Ex crop & govt health stands at USD 1,932 MM recording a growth of 12% YoY and
* COR stands at 101.7% for FY2025
* Return on Equity (ROE) is excluding fair value change. ROE (annualised @200% solvency) estimated to be more than 22% in all 5 years

* BAGIC's financial numbers are as per Indian GAAP as prescribed by IRDAI

* Under Indian GAAP, all acquisition and management expenses are written off as incurred and cannot be deferred . Premiums are recognized over the life of the policy. Claims provisions are undiscounted
including those for long-tail Motor Third Party claims
CAGR is calculated for FY 20 to FY 25

=A A

C&n’&gﬂ#- yours

All Figures in USD MM

Partiolars | Fv20 | FvA | Fv22 | Fv2S | Fv24 | FVAS | VovGrowih | SyrCAGR |
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& aringlby yonrs

\

BAGIC aspiration: Long Range Strategy for next 5 years

© e o

L ET ST E] Consistently
GWP growth

balanced & Industry Best maintain
. diversified ROE of over >ty . highest NPS and
higher than C e .. . Combined Ratio
distribution & 25%
Industry (CoR)

lowest
grievance ratio

product
portfolio in Industry

General Insurance is a long-term business focussed on Size, Scale, Profitability and Risk;
hence in a year results could vary

*RoE (Return on Equity) calculated @ 150% excluding surplus capital. 26
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BALIC - Key Strategic Differentiators Allianz @

LIFE GOALS. DONE.

« Continued focus on sustainable and profitable growth by maintaining balanced product mix and investment in retail growth engines
« Business construct is to maximize customer benefits while gaining market share in retail space, maintaining shareholder returns and
continued focus on increasing Value of New Business (VNB)

DIFFERENTIATORS

Diversified Distribution

Strong proprietary channels

Innovative products and
Sustainable product mix

Efficient Operations

FTR : First Time Right

Pan India distribution reach with presence over 597 branches

Balanced channel mix - Agency, Institutional Business including Bancassurance, and BALIC
Direct

Strong presence in group credit protection and online offerings

Robust BALIC Direct channel propelling up-selling and cross-selling
Digital Agency with new verticals continue to grow as part of ‘Break to Grow’ strategy’

Use of innovation & data analytics as a strategic differentiator for customers & sales partners

Diverse and innovative suite of products across various need segments, with an aspiration to
provide customers “Best in Class” features

Customer obsession to deliver seamless, simplified & personalized experience
Auto pay improvement across all cohorts and channels
Focusing on faster issuances, claim settlement and driving FTR
28
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BALIC - Key Financial metrics vs industry Allianz @

LIFE GOALS. DONE.

All Figures in USD MM

RWRP Growth - 5 Year CAGR 29% 10%
GWP Growth - 5 Year CAGR 21% 10%
Solvency ratio 432% 200%
AUM Growth - 5 Year CAGR 14% 14%
VNB* - 5-year CAGR 47% 21%

« Fastest Growing Private Life Insurance Company Amongst the Top 10 Players in FY24

* Highest solvency ratio in the industry

« Grievance Ratio of 37 per 10,000 policies issued in FY24

« Covered 21 MM group lives in FY24 (ranked 5th among the private players)

« Assets under Management (AUM) crossed USD 12 BN as on 31st Mar 2024

« Highest growth rate amongst top 10 Pvt. Players in FY24 for Retail NOP (Ranked 4th amongst pvt. players)
* Retail Claims Settlement Ratio of 99.23% and Group Claims Settlement Ratio of 99.84% as on 31 Mar 2024

All metric are for five year period FY2019 to FY2024;

*VNB CAGR of industry is of 4 private listed players (information available) i.e. HDFC Life, SBI Life, Max life, ICICI Pru and BALIC
GWP : Gross written premium; AUM: Assets under Management; VNB: Value of Net Business ; NOP: No. of Policies

RWRP: Retail weighted received premium includes 100% of first year premium & 10% of single premium excluding group products
Source - Public disclosures




BALIC - Growth across key metrics

New Business Renewals

CAGR -18% CAGR - 27%
1,321 1413

1,234
1,050
726 804
l -

FY21  Fy22  FY23  FY24  FY25 FY21 FY22 FY23 FY24 FY25

CAGR - 14% 14,222

10.412

1,709

VNB and NBM

CAGR - 34%

132
122
109
8,480
71
41
14.2% 14.6%

FY21 FY22 FY23 FY24 FY25 Fy2a1 Fvaa

9.842

FY 23 FY 24 FY 25

Allianz Gl)

LIFE GOALS. DONE.

All Figures in USD MM
GWP

3,122
2,649

CAGR - 23%
2,237

1,854
1,382

FY 21 FY 22 FY 23 FY 24 FY 25

CAGR - 30%

599
424
284

FY 21 FY 22 FY 23 FY 24 FY 25

RWRP

812




BALIC - Diversified Distribution Mix Alianz @

LIFE GOALS. DONE.

Institutional Business - Building sustainable business through strong integration with partners

Indiabulls EPIFL FINANCE

=
I‘ IEI Bank RBL BANK BA A

_—)
| L Bajajcapital e FUsion

Tamilnad i wiogy #t at yafa —'
IA\B "enia lcmm'w Sank “ Utkarsh Small Finance Bank m Punjab & Sind B.Jnk _ L. OIS
m— S policybazaar@ N BLUECHIP
- — o ll” HAR FAMILY HOGI INSURED EXPERT ADVICE. EASY INVESTING. Svatantna

ikt Dhanlaxmisany cooniernn G ESAF (\'3 Mot AAROHAN 4 jemint”  Frosessis
T MoOTILAL OSWAL A AN[‘iI/?:E)NLCJENA

RBDBS Ny eex E\ ot

XX Kamataka Bank Ltd ~/ YES BANK é\ o mmﬁllssgggwt

SPANDANA

@ L&T Finance Muthoot Finance I r l

"~J&K Bank %ﬁﬁlﬂ Bank

T b Gavaraisn Bskrg

Analytics backed, focused verticals for upsell and cross sell

Your Family Bank. cross India
YOUR PERFECT BANKING PARTNER

Focus on profitability and driving higher traditional Mix
initiatives
* One of the largest agency Channels in private Life insurance space
» 1.61Lakh+ agents. 0.6 Lakh new agents added * Presence in 407 cities, with Dedicated Verticals for various
= Variabilization of Agency cost through low-cost models customer segments such as Service to Sales, New to BALIC
(NTB) and Defence

31



BALIC - Retail weighted received premium by channel

284

FY 21

127

FY 21

424

FY 22

Whole company

599

FY 23

727

FY 24

Institutional Business

214

FY 22

299

FY 23

348

FY 24

812

FY 25

414

FY 25

126

FY 21

FY 21

I3 Allianz Gl)

BAJAJ
LIEE GOALS. DONE.

All Figures in USD MM

Agency
293
244
171
FY 22 FY 23 FY 24 FY 25
BALIC Direct
86
39
FY 22 FY 23 FY 24 FY 25
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BALIC - Growth in Retail weighted received premium Allianz @

LIFE GOALS. DONE.

All Figures in USD MM

RWRP Trend
BALIC Growth
Pvt Market Growth 22% 24% 8% 15%

Overall Industry Growth

13,836
11,949 12.526
10,066 9,773
8,696 8.491
7.860
5,194
FY 21 FY 22 FY 23 FY 24 FY 25
mm Industry Private Life insurers —BALIC

FY25 growth impacted by change in product regulations effective 1 October 2024 which required products and distribution commercials to be restructured
Source : IRDAI I RWRP - Retail weighted received premium 33

* Based on RWRP for the entire industry e



BALIC - Product mix

41%

2%

FY 21

m Par

FY 22

® Non Par Saving

Allianz Gl)

LIFE GOALS. DONE.

Product Mix
31%
39% 39%
45%
7%
6%
1%
5%

FY 23 FY 24 FY 25

® Non Par Protection Annuity Unit Linked

Based on RWRP - Retail Weighted Received Premium - (100% of first year premium & 10% of single premium excluding group products). Note: The components might not add up to total of 100% due to

rounding off

34
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BALIC - Bridging the Protection Gap Allianz @
All Figures in UéD Mh-d
Retail Protection (NBP) Group Protection (NBP)
301
263 273 266
28 184
17
13
FY 21 Fv22 Fy23 Fy 24 FY 25 FY 21 FY 22 FY 23 FY 24 FY 25

* Retail Protection grew by 63% to USD 46 MM in FY2025 vs USD 28 MM in FY2024.
* Retail Protection has grown at a CAGR of 28% whereas group protection has grown at CAGR of 13%

RWRP - Retail Weighted Received Premium
4-year CAGR: is for the period FY 2021to FY 2025




BALIC - Persistency

Allianz Gl)

LIFE GOALS. DONE.

Persistency - 13th Month Persistency - 25th Month
) ) : :
FY 21 FY 22 FY 23 FY 24 FY 25 Fy 21 Fy 22 FY 23 FY 24 FY 25
Persistency - 37th Month Persistency - 49th Month Persistency - 61st Month
o 67% o 0
63% 66/) 64% 64% 64/) 64A'J 61% 48% 50% 52% 52%
54% 42%
FY 21 FY 22 FY 23 FY 24 FY 25 FY 21 FY 22 FY 23 FY 24 FY 25 FY 21 FY 22 FY 23 FY 24 FY 25

*Note : Persistency as per IRDAI framework; Individual business excluding single premium and fully paid-up policies. Persistency ratios for the year ended March have been calculated on April of that year for the policies
issued in April to March period of the relevant years.

36
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BALIC - Number of policies Allianz @

LIFE GOALS. DONE.

In Force Policies (Retail) Retail NOP
38,05,037
7.79.076
35,09,451 7,46,555
32,35,240
30,25,662
29.61.166 6.13,205
4,74,974
4,27,003
FY 21 FY 22 FY 23 FY 24 FY 25 FY 21 FY 22 FY 23 FY 24 FY 25

Retail in-force policies (excl. reduced paid up policies), NOP - No. of Policies 37




BALIC - Capital and assets under management Allianz (I

LIFE GOALS. DONE.

All Figures in USD MM

Net worth AUM AUM Mix - Non Unit Linked
4%
No Capital infusion Excess capital is USD
since FYO8 768 MM 14,222 Corporate
Bonds
28% G
12,624 -sec
1,2 '
1,234 1,257 1,240 80 1,253
= Equity
10,412
9.842 = Others
8,790 54%
8,480 7.596
6,529
1095 1118 4100 141414 — AUM Mix - Unit Linked
5,163
Corporate
Bonds
G-sec
3,317 ]
= Others
FY 21 FY22 FY23 FY24 FY25 FY 21 FY22 FY23 FY24 FY25
m Capital Invested Reserves & Surplus m Unit Linked Total Other than unit linked

Capital Invested includes Share capital and share premium 97.6% of debt portfolio is in AAA or sovereign securities.




Allianz Gl)

BALIC -Value of New Business (VNB) Update

LIFE GOALS. DONE.

All Figures in USD MM

Annualized Premium (ANP)* 836 913

Present Value of Gross Premium (PVGP)** 1,327 1,763 2,584 3,432 4,034 4,407
Value of New Business (VNB)** 26 41 72 109 122 132

Net New Business Margin (NBM) on ANP 10.0% 12.4% 14.3% 15.5% 14.6% 14.5%
Net New Business Margin (NBM) on PVGP 2.0% 2.4% 2.8% 3.2% 3.0% 3.0%
Embedded Value++ (EV) 1,545 1,785 1,983 2,136 2,497 2,736
Return on Embedded Value (RoEV) 8.4% 9.4% 11.9% 14.4% 14.5% 12.7%
Value in Force (VIF) 314 437 646 862 1,024 1,178
Net Worth 1,231 1,348 1,337 1,273 1,474 1,558

= VNBgrew by 9% in FY2025 over FY2024 driven by higher business growth, higher retail protection growth (+63%); partially offset by higher UL mix
(45% vs 39% in PY)"

* Q4 FY25 VNB has grown from USD 55 MM in Q4 FY24 to USD 63 MM registering a growth of 14% and NBM has grown from 18% to 22% which reflects
the beginning of the BALIC 2.0 journey

One-year forward rates derived from the risk free yield curve are used for discounting cash flows. Allowance for risk is provided in computing cash flows for various risks and the cost of risk capital. Investment returns
are derived from the risk free yield curve.
Results not audited or reviewed externally but methodology is in line with APS 10 of the Institute of Actuaries of India.

*ANP refers to annualized new business written during the year and is calculated by assigning a 10% weight to single premium and 100% weight to regular premium. Group Fund business is included in the definition

of ANP

**Value of New Business represents discounted present value of expected net cash flows from new business written 39
++0n Market consistent basis



LIFE GOALS. DONE.

BALIC - Performance of Key Digital Assets & New Tech Initiatives @

Customer Facing Assets Distributor Facing Assets
Customer App Customer Data Platform (CDP)
1.14 MM transactions completed = - Annualized Premium
with a 32% increase in sessions =| / generated- USD 1.66 MM
over FY24 across all business channels.
WhatsApp Customer BOT EEze

| ~26K active employees, with
“ / 97.06% adoption

1.54 MM Active Users with a 10% Q
increase over FY24

Customer 360

CUSTOMER 1 90% adoption with ~5.4k monthly

é(l(,:') | active users & ~1.28 MM sessions
4 inFY25 :

Customer Portal

42.5% increase in sessions in FY25 | B0 |
compared to FY24, reaching 4.41 L
MM total sessions

WhatsApp for SMs

; S 25% increase in total sessions as
compared to FY'24 - 0.5 MM+

Sessions recorded

iServ
15% increase in calls answered over

FY24 with ~USD 1.15 MM cumulative =
renewal collection for FY25 4 S

40

* Numbers are for FY2025
e



BALIC - Risk Management Allianz @

LIFE GOALS. DONE.

Prudent assumptions built in product pricing.
Stress and multi - scenario testing of pricing
Regular review of pricing based on prevailing interest rates

Product Pricing

= Prudentinterest rate assumptions to ensure adequacy of statutory reserves
» Periodic product condition monitoring, periodic sensitivity & stress testing
Ongoing Risk = Regular monitoring of business mix

Management = Mortality risk is managed by diligent in-house underwriting, analytics driven risk scoring and appropriate
reinsurance arrangements

= Board approved principles on management of product guarantees

= Interest rate risk on the Individual Non-Participating Savings, Protection and Annuity portfolio managed
through partly paid bonds, and Forward Rate Agreements

Asset Liability = ALM focused on cashflow matching
Management (ALM) = Underlying bonds on Forward Rate Agreements are chosen based on liability profile.

= For annuities, there is continuous monitoring of business mix in different variants, age bands and
deferment period




Bajaj Allianz Life Insurance - Financial Highlights

Financial Snapshot

Capital infused including premium 139
Net Worth 1118
Assets under management (AUM) 6,447
New Business 595
Renewal Premium 526
Gross premium 1121
Poliycholder Surplus 58
Statutory profit after tax* 52
Embedded Value 1,545
Book value per share (USD/share) 7.4

BALIC's financial numbers are as per Indian GAAP as prescribed by IRDAI

139

1234

8,480

726

657

1,382

73

67

1,786

8.2

139

1.257

9,842

1,050

804

1,854

99

37

1,983

8.3

139

1.240

10,412

1.234

1,003

2,237

136

45

2,136

8.2

139

1,280

12,624

1,321

1,327

2,649

122

65

2,497

8.5

139

1.253

14,222

1413

1,709

3,122

105

58

2,736

8.3

0%

-2%

13%

7%

29%

18%

-14%

-10%

10%

*All acquisition and management expenses are written off as incurred and cannot be deferred under Indian GAAP. Accordingly, New Business Growth shows strain in Statutory profit

CAGR is calculated for FY 20 to FY 25

Allianz Gl)
BA_JA_]

LIFE GOALS. DONE.

All Figures in USD MM

Particulars | P20 | P21 | P2 | P23 | P24 | FY25 | YoVGrowth | SyrCAGR

0%

2%

17%

19%

27%

23%

13%

2%

12%

42
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Transformation Journey: Robust delivery across key metrics Allianz @

LIFE GOALS. DONE.

[ KPls } { FY 2017 } [ Key Interventions } [ FY 2025

Market share 3.5% * Investments across dis’gributior? channels 8.3%
Break to grow strategy in proprietary channels

(RWRP) (among private players) Deepening through identification of whitespaces (among private players)
* Leveraged open architecture - continued
Distribution mix Proprietary : Third party investment in partnerships across business cycles Proprietary : Third party
(RWRP) (90:10) * Launch of Direct Channel (49 :51)

* Introduced variabalized Agency

Shift towards diversified product mix

Product mix Traditional : ULIP . Launched various traditional products (including Traditional : ULIP
(RWRP) (30 . 70) Industry firsts) (55 c 45)
persistency  [RRRTAMBAWNGIEII | occo improvements and customer engagement  [RRRAMMEEOMALILS
(68% : 32%) * Ownership of persistency across organization (83% : 52%)
s » Benefit of Scale - Higher share of matured s
it wees VNB: $(6.32) MM businesses VNB: $132 MM
Profitability NBM: (4%) « Shift to profitable product mix NBM: 14.5%

* Data and Analytics based risk management
43

RWRP: Retail Weighted Received Premium ; VNB: Value of New Business; NBM: New Business Margin, KPI: Key Performance Indicators, ULIP: Unit Linked Plan [



BALIC aspirations - Long Range Strategy for next 5 years (BALIC 2.0) Allianz @

LIFE GOALS. DONE.

[ KPIs - BALIC v2 } { FY 2025 } [ Aspiration }
Market share 8.3% Continue to gain Market share with
(RWRP) (among private players) Topline growth of ~2X the industry

Protection Contribution Contribution
Business 6% of RWRP ~10% of RWRP

Stable product mix
(Protection : Non-par : Par : ULIP)
10% : 25% : 30% : 35% (approx.)

Product mix Traditional : ULIP
(RWRP) (55:45)

Returnon EV RoOEV: 13% RoOEV: 18 - 20%

Profitabilit VNB: $132 MM VNB growth significantly faster than
y NBM: 14.5% RWRP
Any statements that may look like forward looking statements are just estimates and do not constitute an assurance or indication of any future performance result 44

RWRP: Retail Weighted Received Premium : VNB: Value of New Business; NBM: New Business Margin, KPI: Key Performance Indicators, ULIP: Unit Linked Plan, EV: Embedded Value [ .
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Bajaj Finserv Health - Key Strategic Differentiators Fmssw

STRATEGY

» Digital first Health Tech company providing differentiated products & services on a digital platform to all Payers like Insurers,
Corporates, Government and more, through bilateral network arrangement with all Providers
« Cover Wellness, Outpatient (OPD) and Inpatient (IPD) services, thus providing Continuum of care

DIFFERENTIATORS

Digital Experience

Comprehensive digital journey for Cashless healthcare transactions
= Provider access and booking for OPD, IPD & Wellness services

= Differentiated product plans for retail and corporate customers

Customised Product Management = Integrated OPD+ IPD product offering

= Annual servicing of over 4.5 MM OPD transactions & over 130 MM lives in IPD

Deep domain knowledge = Over 660 Doctors for claim adjudication

Deep investment in technology = App first approach with Microservice scalable architecture
and analytics = Artificial Intelligence (Al) led Abuse management services
Extensive Provider Network for = 100,000+ Doctors on platform, with 9000+ Hospital doctors; 5000+ lab touch points
digital cashless healthcare = 15,000+ Hospitals, including 2400+ Hospitals for Cashless OPD

= Integration with ABDM & NHCX

RS SHgIS anopnst oy = Wellness services for preventive healthcare

46
ABDM- Ayushman Bharat Digital Misson | NHCX - National Health Claim Exchange



Bajaj Finserv Health- Business Model F....ssw

Bajaj Finserv Health only player to offer With new

capabilities and services to solve for challenges in the healthcare ecosystem

N\

Network Stack

Health data insights
for Cognitive
decisioning

Payer Stack

Doctors Corporates

’_—-~

- al N
hi kina flow API Integrations / Seamless 1
Cashless booking flo App in App Experience Non-Life Insurer
Diagnostics Service Guarantee Cashless IPD + OPD
Provider listin Consumer ' .
. 9 EMI Finance Life Insurer
Fitness & ABHA enabled Health Managed Care
Wellness Vault Value Based Care
\ -

—_ e mm =

I

Hospitals |

! Empowering patients and
: providers supporting
I
I
I

ﬂ Pharma patient centricity for International
payers

————————————————————————————————— Bajaj Health's Differentiators EREEEEE R e T,
LD Network Stack ©y Consumer Stack L Payer Stack

* Over 200+ boots on the ground * Offerings for Prepaid (Cashless) and Postpaid (EMI * Integration with over 9 Payer Apps

* Sending prepaid traffic Fi.n?nce) . * Full stac!< offering- Preventive, Primary, Secondary
« Digital t ti bilit * Digital fulfillment and Tertiary

! a ransa.c 'on capabiity * Bestin class experience * OPD benefits as valuable upsell
* POS integration * India Stack- ABHA compliant services * Loss ratio management through fraud services

47
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|
Bajaj Finserv Health + Vidal Health Landscape L2

Bajaj Finserv
Health

& Vidal Health*

. _ TPA Services - . _ Services to
TPA Services Ayushman TPA Serw_ces OPD Services International
Corporate Retail
Bharat Insurers
* PUM of USD « GMV of USD
396 MM PUM of USD PUM of USD 59 + GMV of USD 17 207 MM
160 MM MM
* 1500+ . MM » 2 partners
* 127 MM lives * 4 PSU Insurers
Corporates . 19 MM txns . 0415 MM txns « 3.9 MM txns + 22MMtxns
+ 1.3 MM txns ' ' processed processed
processed processed
processed

Uniquely positioned to service Healthcare partners through deep domain knowledge of 660+ medical

professionals and digital first solutions through 400+ Technology & Product resources

#*All the numbers for FY2025 (Bajaj Finserv health and Vidal health);
*Data for Insurance mode in 3 states, rest in Trust mode
PUM - Premium under Management, GMV - Gross Merchandise Value, PSU - Public Sector enterprises




Business segments aligning towards Integrated Healthcare Platform

B FINSEXRV
BAJAJ

Align the operations into 6 vertical business segments, having differentiated products and distinct go to market strategy to

deliver value to stakeholders

Employer-Employee

==
AA>

Corporates providing
health benefits to
employees

TPA services for
employer

Structured OPD
benefits

Wellness

Pre and Post natal
Maternity services

1,940

Partners

Services to Govt
£
TPA & Technology
services for Central

govtor state
govt schemes

Claims processing

Fraud and Abuse
services

10

State Schemes

Retail Products to
Insurers

/T
2\ g 1

Retail Products for Gl/
HI and LI Indian or
International

TPA services to
Insurer customers

OPD & Wellness
product as Riders

Pre-Insurance
Medical services

TPA Services to GI/HI- 23
OPD Product to GI/HI- 7

OPD Product to LI- 4

NDHM- National Digital Health Mission | SaaS - Software as a Service | PaaS - Platform as a Service

Value Add Products

A
NNV
Financial distributors
like NBFCs, Housing

Finance Companies,
Credit Card carriers etc

Access to best-in-
class OPD stack

NDHM compliant
health vault

Personalized
healthcare services

9

Partners

Technology Services

&

Technology services to

Payers and Providers
to International and
Domestic partners

Cognitive Services

SaaS / PaaS

Enigma- Gen Al
enabled services for
claims process

e-Hospital solution

International Insurers- 2

Indian Insurers- 2

Consumer Services
\
Cs

Financing for
hospitalization,
Managed Care and
Health Services

EMI Finance

Cashless OPD
Booking

Diabetes
management

18

Healthcare Service
Canvas

49



Consumer Stack Metrics

Healthcare Transactions

28,20,118
145 347 24,32,048 22.98.163
’ __ 10,66,929
4,81,707 TR 7.21,756
5,41,048 5,41,926 5,31,623 6,06,719
1.78.040 171,27 1,97,546 2,15,523
| 378759 474,363
Q1FY 25 Q2FY 25 Q3 FY 25 Q4 FY 25
mmm Corporates Non Life Insurers mmm Government International Others ——Total
Healthcare Transactions Value (in USD million)
332
307 286 294 ]
5 —g— 60
49 5 49
- .
34 34 32
Q1FY 25 Q2FY 25 Q3 FY 25 Q4 FY 25
mmm Corporates Non Life Insurers mmm Government International Others ——Total

All the numbers are as per Consolidated Financials for Bajaj Finserv Health and Vidal Healthcare. Numbers for the previous period are

not comparable due to acquisition of Vidal in Q1FY25.

B FINSEXRV
BAJAJ

Key Developments in FY 2025

Go live with a Standalone Health Insurer to power
their Consumer App and servicing OPD products.
This is our 7th General/ SAHI partner

Contract closure with a General Insurer for Fraud
and Abuse identification system using Gen Al
capabilities. POCs underway with 1 more SAHI
partner

Go Live with a state government scheme to
process OPD and Pharmacy benefits. We are
using Gen Al to process claims, thus increasing
productivity and accuracy

Go Live with a MSME focused NBFC to provide
OPD product for healthcare management of their
customers

50



Network Stack Metrics

Doctor Network

86,044 86,225 86,450

Q1FY 25 Q2 FY 25 Q3 FY 25 Q4 FY 25

mmm Doctor Network Hospital Doctor ——Transactions

*Network of independent practicing doctors and doctors associated with hospitals

Diagnostic Network

62.323 59,904

51,123 54,647

5,838
4,044 4,044 4.480

Q1FY 25 Q2 FY 25 Q3 FY 25 Q4 FY 25

mmm Diagnostic Network  ——Transactions

*Network of Diagnostic touchpoints and total diagnostic transactions

FINSEXRV

Dental Network
1,26,759

1,05,367
92,022 91,695 —

21,874

Q1FY 25 Q2 FY 25 Q3 FY 25 Q4 FY 25

mmm Dentist Network  =——Transactions

*Network of Dentists on-boarded and Dental transactions

Hospital Network

1,60,378

1,23,220 1,26,469

99,658

14,508

15,471

Q1FY 25 Q2 FY 25 Q3 FY 25 Q4 FY 25

mmm Hospital Network  =——Transactions

*Network of Hospitals on-boarded and total transactions 51

All the numbers are as per Consolidated Financials for Bajaj Finserv Health and Vidal Healthcare. Numbers for the previous period are not comparable due to acquisition of Vidal in Q1FY25.




Bajaj Finserv Health Ltd. - Financial Snapshot rmsew

All Figures in USD MM

Total Income

PAT (6) (4) (5) (5) (19)
Capital infused (as on 31 Mar 2025) 129

(Infused during the year) (50)

Net Worth (as on 31 Mar 2025) 47

Consolidated Revenue & Opex

123

103

30 27 31 27 32 25 30

Q1FY 25 Q2 FY 25 Q3 FY 25 Q4 FY 25

YTD FY 25

Revenue mOpex

All the numbers are as per Consolidated Financials for Bajaj Finserv Health and Vidal Healthcare. Numbers for the previous period are not comparable due to acquisition of Vidal in Q1FY25. 52
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Bajaj Markets - BFSI Marketplace

Bajaj Markets is a wide-choice (open architecture) diversified marketplace for Financial Services which attracts large number of new-to-
Finserv consumers, creates awareness & discovery of the Finserv brand and cross-sells products by leveraging Technology & Analytics

DIFFERENTIATORS

Diversified Marketplace
Business Model

Choice, Cost & Convenience

Technology & Al

Advanced Analytics & ML

Open Architecture platform offers Financial products variants across Loans, Cards,
Insurance, Investments & Payments in partnership with leading industry players

Offering wide choice of 96 financial manufacturers
Compare, select & buy from 36 unique financial products
Convenience of end-to-end digital journey and frictionless fulfiiment

Multiple Al use-cases across businesses & functions are being worked upon for Revenue
increase, Opex optimization and productivity increase

Leveraging large customer franchise and its digital footprint through advanced data
science and machine learning to give personalized recommendations and increase cross-
sell

B FINSEXRV
BAJAJ
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Supply- side

Choice of manufacturers

96+ Brands (Banks, Fls, Insurance
Companies & AMCs)

Choice of products

40+ financial products & 135+
offerings. ONDC for Electronics
and consumer durables live

Partnership Frames

Distribution, Deep Integration, NIM
Share, Strategic

Bajaj Markets - BFSI Marketplace Differentiators

Open Architecture
Marketplace

Digital Platform

Website & App | APl-in-a-box with
embedded rule engine

Digital marketing stack

Tools & techniques for organic
traffic | SEO, Keywords & Content

Tech -aided processing

Analytics & ML, Match & listing
logic | Friction-less journeys

B FINSEXRV
BAJAJ

Demand-side

Consumers

235+ MM yearly traffic
34.5+ MM App Installs

Franchise

Identified unique visitors: 45+ MM
Approx 2 MM Monthly active users

Transacting Customers

3.05 MM Transacting Customers
during the year
$1BN Loans mobilization run-rate

55



Bajaj Markets - B2C BFSI Marketplace

Vertical Partners

Lending 55
Cards 13
Insurance 19
Investment 12
VAS 6

Total Unique Partners 96

Bank 13
NBFC 24
Fintech 22
HFC 8
Insurance & Broker 21
VAS/ONDC 8
Total 96

HEALTH
BA.J1AJ

B FINSEXRV
BAJAJ

N e osBIcard
mahindra FINANCE ‘,/ YES BANK SHRI@@M
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Bajaj Markets - Key Updates

Loans Organic Visits
(in Thousands)

5,493

4,770

4,563

4,307

4,253 4,249

Q3FY24 Q4FY24 Q1FY25 Q2FY 25 Q3FY25 Q4FY 25

Partnership additions

5
12
12

Q3 FY 24
m Loans

Q4 FY 24
Cards

Q1FY 25 Q2FY 25

Hm [nsurance

Q3 FY 25 Q4 FY 25
Investments VAS

* Visits through Search Engine. # Visits through Organic, Paid, Direct, App, Referral and Social mode.

B FINSEXRV
BAJAJ

Transacting Customers
(in Thousands)

836 817 856

545

476
419

Q3FY24 Q4FY24 Q1FY25 Q2FY 25 Q3FY 25 Q4FY 25

Lending Volume
(USD in Million)

299 225

214
206

192 188

Q3FY24 Q4FY24 Q1FY25 Q2FY 25 Q3FY25 Q4FY 25
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Bajaj Technology Services F....sew

STRATEGY

Be a leading digital technology services provider from India in the financial services sector through deep domain expertise and
execution capabilities. Build scale & focus on profitability.

» 8 Practices to address business needs of BFSI industry basis strong domain & technology expertise : Experience, Commerce, Digital
Agency, CRM, Cloud, Data & Al, Emerging Tech, and Engineering

=  We offer end-to-end services including design, development, implementation & support for Digital technology solution needs of
customers especially in context of the rapid change driven by Al

NON - GROUP KEY CLIENTS

L i
M 9 i « Silverbullet
LIFE INSURANCE E&I CREATE.INTEGRATE.COLLABORATE

</.>\VRIDHI < AMBIT Finvest CODES;:

HOME FINANCE _
Pragati ke partner
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Bajaj Finserv Direct Ltd. - Financial Snapshot Fmssw

All Figures in USD MM

Total Income

PAT (6.0) (8.3) (5.6)
Capital infused (as on 31 Mar 2025) 93
Net Worth (as on 31 Mar 2025) 55

Total Revenue = Total Opex

69

63

51 55

*

FY 23 FY 24 FY 25

Bajaj Markets

= Bajaj Markets has achieved cash profits consecutively for the last two quarters now.
16 partners added during the year, leading to a total unique partner count of 96.

= Went live on ONDC platform offering electronics and consumer durables.

* No capital infused since March 2022, shows capital efficiency of the Company

Bajaj Technology Services

e Closed a GCC deal (Azimuth GRC).

+ Closed two deals in Middle East and started deploying staff for services.

« Achieved 'Crest’ level partnership with Salesforce

* Published two solutions from Cloud practice in AWS marketplace. This demonstrates our AWS expertise. 59
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Key Strategic Pillars for Bajaj AMC Fmssw

= Equity schemes to have clear and differentiated investment
strategies to create long term wealth for the investors.

= High Credit Quality investments in Fixed Income schemes to
ensure safety and mitigate risk.

= Launch of Passive in space where appropriate opportunities are
seen in investor’s interest.

= Streamlined digital touchpoints for investors and
distributors for empanelment and transactions

Innovative, » Strategy built on innovation, win-win partnerships
Future and a future-ready business model through usage

of data and tech platforms
focused and

differentiate -  INQUBE
d AMC = Informational Edge
= Quantitative Edge

Behavioral Edge

RISK MANAGEMENT

DATA AND ANALYTICS
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Bajaj Finserv AMC - Equity (+Equity oriented) funds with differentiated

strategies: Investment with Intent

Category

Flexi Cap

Large and Mid

Balanced Advantage

Multi Asset

Large Cap

Multi Cap

Investment Strategy

Megatrends

Moat Investing

Fundamental + Sentiment Indicator

Dividend yield + Coupon

High Conviction

Over and Under reaction

F

BAJAJ

FINSEXRV

Style

Growth Investing

Quality Investing

Active Allocation (Beta)

Value Investing

Focus (Concentrated)

Contrarian

O
N



|
Key Highlights - Bajaj Finserv AMC Fmsew

All Figures in USD MM

CETETRA [ FY 2023 FY 2024 FY 2025

Total Income

PAT (4) (19) (25)
Capital infused (as at 31 March 2025) 63

(Infused during the year) (29)

Net Worth (as at 31 March 2025) 1

List of Mutual Funds launched by AMC

Name of the Fund Category “

Equity Funds (Flexi cap, Large and Mid cap, Large cap, Consumption,

Healthcare, ELSS, Multicap) Equity 1.001
Hybrid (Arbitrage, Balanced Advantaged Fund, Multi asset allocation) Hybrid 352
Fixed Income (Liquid, Overnight, Money Market, Banking PSU Debt,Gilt) Debt 886
Passive Funds (Nifty 50 ETF, Nifty Bank ETF, Nifty 1D Rate Liquid ETF) Passives 101

Total AUM 2,341
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BFL - Key Strategic Differentiators F'"S“"

- Diversified financial services strategy seeking to optimize risk and profit, to deliver a sustainable business model and deliver a
sustainable ROA of 4.6%-4.8% and ROE of 21%-23% in the long term
« Focused on continuous innovation to transform customer experience to create growth opportunities

DIFFERENTIATORS

Focus on mass affluent and
above clients

Strong focus on cross selling to
existing customers

Highly agile & highly innovative

Deep investment in technology and
analytics

Diversified asset mix supported by
strong ALM and broad-based
sources of borrowings

Overall customer franchise of 101.8 MM and Cross sell client base of 64.5 MM

Centre of Excellence for each business vertical to bring efficiencies across businesses and
improve cross sell opportunity.

Continuous improvement in features of products & timely transitions to maintain competitive
edge

Focused on continuous innovation to transform customer experience and create growth
opportunities through their Omnipresence Strategy, 3-in-1app and their web platform

Consolidated lending AUM mix for Urban : Rural : SME : Commercial : Mortgages stood at
32%:9% :15% : 13% : 31%. as of 31 March 2025

Consolidated borrowing mix for Money Markets: Banks: Deposits: ECB stood at 48% : 28% :

20% : 4% as of 31 March 2025 65



BFL - Customer Franchise FINSE‘{V
Q4 FY2024 Q4 FY2025 ' Q3FY2025

83.6 MM Total Franchise 101.8 MM

i 97.1 MM
Creditse t filt :
66.0 MM r | gmen 1ncer E 803 MM
Overall Cross sell franchise |
i 77.7 MM
Non delinquent i
56.7 MM customers 72.6 MM : 69.4 MM
Cross sell i
franchise !
50.7 MM (60.5%)* 64.4 MM (63.3%)* ! 61.6 MM
L (63.4%)*

Customer Franchise addition

Q3 FY2024 Q4 FY2024 Q1FY2025 Q2 FY2025 Q3 FY2025 Q4 FY2025
3.9 MM 3.2 MM 4.5 MM 4.0 MM 5.0 MM 4.7 MM

*Represents cross sell franchise as a % of total franchise

66




Bajaj Finance - Financial Highlights nussw

All Figures in USD MM

partiulars | FV20 | Fva1 | Fvzz | Fv23 | Fv24 | FV25 | YoVOrowth | SyrCAGR

Financial Snapshot

Assets under management 16,914 17,580 22,696 28,434 38,002 47,892 26% 23%
Total Income 3,033 3,067 3,638 4,760 6,320 8,014 27% 21%
Interest expenses 1,089 1,082 1121 1444 2,152 2,847 32% 21%
Net Total Income (NTI) 1944 1,985 2,517 3,317 4168 5167 24% 22%
Operating Expenses 651 610 872 1,165 1417 1,716 21% 21%
Loan Losses & Provision 452 686 552 367 532 916 72% 15%
Profit before tax 842 689 1,092 1,785 2,220 2,538 14% 25%
Profit after tax 605 508 808 1,323 1,661 1929 16% 26%
Ratios

Return on assets 4.1% 3.1% 4.2% 5.3% 5.1% 4.6%

Return on equity 20.2% 12.8% 17.4% 23.5% 22.1% 19.2%

Net NPA 0.65% 0.75% 0.68% 0.34% 0.37% 0.44%

NPA provisioning coverage 60% 58% 58% 64% 57% 54%

Book value per share (USD/share) 6.2 7.1 8.3 10.4 14.3 17.9

*As per the RBI regulations, NNPA numbers for FY19 onwards are at 3 months overdue.

CAGR is calculated for period FY20 to FY25
Note : Numbers used in the above table are compliant with International Financial Reporting Standards; Consol. refers to consolidated numbers for BFL including its two subsidiaries - Bajaj Housing Finance Limited (BHFL) and Bajaj Financial 67

Securities Limited (BFSL);



Bajaj Finance aspiration - Long Range Strategy for next 5 years (consol.) s

FINSEXRV

Customer Franchise (MM)
Cross-sell Franchise (MM)
Share of total credit

Share of retail credit

Location presence

App - Net installs (MM)

Return on Equity

101.82 190-210
64.45 115-125
2.25% 3.2-3.5%
2.82% 3.8-4.2%
4,263 5,200-5,500
70.57 150-170
19.1% 20-22%

BFL will be A FINAI company with Al enabled technology architecture, which integrates Al across all its processes to significantly
improve customer engagement, grow revenue, reduce Opex, reduce credit costs, enhance productivity and strengthen

controllership.

68

Any statements that may look like forward looking statements are just estimates and do not constitute an assurance or indication of any future performance result



B FINSEXRV
BAJAJ

F
FINSEIV BAJAJ HOUSING FINANCE LTD.




BHFL - Key Strategic Differentiators F'"S“"

« Focus on building a low-risk balance sheet with medium ROE.
« Continued focus towards OPEX management through cost out, process efficiencies and digitalization initiatives.
« Continuous focus on data analytics to check eligibility and offers for different customer base.

DIFFERENTIATORS

Low Risk Business Model

Diversified Homeloans-
Focused Business Mix

Strong focus on cross selling
to existing customers

Focus on the Mass Affluent
Segment

ROE - Return on Equity | ROA - Return on Assets | AUM - Assets Under Management | SME - Small & Medium Enterprises | ECB - External Commercial Borrowings

Creation of low-risk sustainable balance sheet
Focus largely on salaried home loan opportunity

Offers full range of mortgage products such as home loans, loan against property and lease
rental discounting

Continue to focus on building granular portfolio with focus on mass affluent customers as
core target segment

Centre of Excellence for each business vertical to bring efficiencies across businesses and
improve cross sell opportunity by customer data enrichment.
Centralized COE catering to all businesses.

Focus on mass affluent and above customer segment with average age of 35-40 years and
average salary of 1.3 MM, offering customized propositions to both self employed and salaried
customers.

70



Bajaj Housing Finance Limited - Financial Highlights

Financial Snapshot

Assets under management 3,759
Total Income 304
Interest expenses 186
Net Total Income (NTI) 118
Operating Expenses 39
Loan Losses & Provision 14
Profit before tax 65
Profit after tax 48
Ratios

Return on assets 1.9%
Return on equity 9.1%
Net NPA 0.05%
NPA provisioning coverage 38%
Book value per share (USD/share) 0.13

4,468

363

226
137
38
28
70
52

1.5%
7.8%
0.22%
38%

0.14

*As per the RBI regulations, NNPA numbers for FY19 onwards are at 3 months overdue.

CAGR is calculated for period FY20 to FY25

Note : Numbers used in the above table are compliant with International Financial Reporting Standards; Consol. refers to consolidated numbers for BFL including its two subsidiaries - Bajaj Housing Finance Limited

(BHFL) and Bajaj Financial Securities Limited (BFSL);

6.129
433
248
185

54
21
110
82

1.8%

11.1%
0.14%

54%

0.16

7,957
651
369
282

72
14
195
145

2.3%
14.6%
0.08%

64%

0.18

10,502
876
539
336

81
7
248
199

2.4%
15.2%
0.10%

64%

0.21

13,182

1101
687
413

86
9
318
249

2.4%

13.4%

0.11%
60%
0.28

All Figures in USD MM

| Particulars | Fv20 | Fv21 | Fv22 | Fv23 | Fv24 | FV25 [VoYGrowth| SyrCAGR

26%
26%
27%

23%
6%
31%
28%
25%

B FINSEXRV
BAJAJ

29%
29%
30%
28%
17%
-8%
37%
39%

A
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sustainable Future)

FINSERV

72

BAJAJ FINSERV LIMITED




ESG - Our focus area rmssw

The ambit of ESG is wide and evolving. It is our firm belief that to achieve our ESG objectives and have a greater impact, we need to be
focused on identified areas rather than spreading wide. Accordingly, in our Responsible and Sustainable Business Conduct policy, we have
identified following as our areas of focus:

Financial Preservir-lg & Empowering
Governance % Inclusion Protecting

. Societ
Environment y
Conduct and govern business with Provide access to relevant and Strive to adopt environmental Promote social welfare activities for
integrity in a manner that is ethical, affordable financial products and practices and processes that inclusive growth, equitable
transparent and accountable. services that meet the needs of minimize / eliminate the adverse development, and well-being of
larger society. impact of company operations on society.

the environment.

o I .

. nformation

Customer m Human Capital .’ \. and Cyber [‘ Stakeholder
Centricit Management . Engagement

y 9 No”/ Security 9ag

Innovate / invest in products, Create a thriving, safe and inclusive Adopt robust information security, Engage with relevant stakeholders

technologies and processes that workplace for its employees and cyber security and fraud controls. for enhancing the sustainable and

enhance customer experience and providing merit-based opportunities responsible business practices.

promote professional, fair and for professional development and

transparent dealings. growth.




ESG - Key initiatives during the year rmssw

ESG is not just the right thing to do, it is what will shape a better tomorrow for all

: : Preserving & .
m Governance % ::r::Iauns(i::)ar: C’& Protecting Emspoocvivee;:rlng
’ Environment s y

Responsible investment BFL new to credit customers - 6.7 MM Wind power generated - 84 MM CSR expenditure - USD 39 MM

Over achievement on insurance BFL MFI branches - 418 covering kWh* Number of beneficiaries - 0.4 MM

Investment portfolio assessed for 3.45,000 women customers Solar power installed - 757 KW Impact Assessment - 26 projects

responsible investments; against PMJJEBY (BALIC) - 0.23 MM lives Saplings planted - 0.2 MM

a target of 80%: covered ISO 14001 certification - Received CPBFI - Our flagship program is now in
PMFEBY (BAGIC) -19 MM farmers Environment Management system 24 states (59% of students being

« BAGIC at 92% covered certification for BFS and BFL Head women) with ~ 1,00,000 beneficiaries

« BALIC at 87% PMJAY-MA (BAGIC) - 22 MM lives Offices (47,000 new enrolments in FY25)
covered 21EVs for inter office movement

. . SASASAS Human Capital Stakeholder
LB S U7 m Management '5"”“ Engagement
’
Grievance Ratio Gender Diversity ratio ~14% BRSR Assurance
BAGIC: 0.77 per 10000 policies ISO 45001 certification - Received Occupational Reasonable Assurance for BRSR Core
BALIC: 43 per 10000 policies Health and Safety certification for BFS and BFL Head (Mandatory) and Limited Assurance for BRSR
Offices non-core disclosures (Voluntary) for all listed
BALIC: Retail claim settlement ratio - 99.3% Group 1JP - 18% increase in overall movement of companies and material subsidiaries
internal transfers from FY2024 to FY2025 Community grievance redressal mechanism
BFL digital payment transactions - 83% Women agents ~ 27% of our insurance agents Live on BFS website (Bajaj Finserv Community
BAGIC: 22% , BALIC: 33% Grievances - ESG)

*The BFS Group consistently produces more renewable energy than it consumes

~

PMJJBY - Pradhan Mantri Jeevan Jyoti Bima Yojana, PMFBY - Pradhan Mantri Fasal Bima Yojna, Group I1JP - Group Internal Job postings, MFI - Microfinance institutions, CPBFI- Certified Program in Banking, Finance & Insurance,
PMJAY-MA - Pradhan Mantri Jan Arogya Yojana - Mukhyamantri Amrutam



https://cms-assets.bajajfinserv.in/is/content/bajajfinance/community-grievances-v1pdf?scl=1&fmt=pdf
https://cms-assets.bajajfinserv.in/is/content/bajajfinance/community-grievances-v1pdf?scl=1&fmt=pdf
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India: Macro Fmssav

India remains the fastest growing economy surpassing China in 2021

12

10 9.69

8.00 8-26 5

8.1
8 7.41
6.99 7.02
6.80 6.45 6.46 6.47
/
3.87‘ / i | I i

2014 2015 2016 2017 2018 2019 020 2021 2022 2023 2024 2025E 2026E

o

GDP growth in Percent
N IN

o

-5.78
m India = China Advanced economies Emerging market and developing economies World

BAJAJ FINSERV LIMITED

Source: IMF *China 2024 GDP data is estimated



India: Opportunity in Every Household rmsew

Per Capita GNI is rising, leading to higher disposable income

3000
2X Disposable Income in 10 Years 2514

. 2500 '
()]
()]
o
£ 2000
(]
5
<_é> 1500 1278
o
0
@ 1000
()]
(@]
o
7
o I I I

0

FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21 FY22 FY23 FY24

Per Capita GNI is estimated to reach $18,000 by 2047

BAJAJFINSERV LIMITED Source: MOSPI, As on March 31st for each financial year 77




-
India: Opportunity in Every Household

Behavioral Shift in Savings Pattern

' Household (HH) Savings (Deposits) & Borrowings: Annual Flows as a % of GDP i

B FINSEXRV
BAJAJ

Physical assets (real
estate, gold etc) continue
to grow - Opportunity for
our gold loan, mortgage,
asset insurance and
asset leveraged
businesses.

Gross
household —— 25.8% 20.8% 23.0% 24.2%
Savings
15.1% Phvsical
59% ysica
54% 13.2%
(o)
_ 9.9% 1.4% assets
Savings
46% 11.0% Financial
0 assets
Borrowings 1 3.3% 2.8% 5.8% Financial

2013 2016 2020 2023

BAJAJ FINSERV LIMITED  Sources: MoSPI; RBI; NSE; AMFI; NPS Trust; Tracxn; BCG analysis.

Formalized borrowings for
households have doubled
due to success of retail
loans in the past decade

78




Indian Life Insurance Market - Growth Opportunity

Allianz Gl)

India remains vastly under-insured, both in term of penetration and density

7.4%

Singapore

Insurance Penetration as a % of GDP

7.1% 6.8%
5.0%
3.7%  3.4%
2 8%
I I =
Taiwan Japan South Korea Malaysia  Thailand India China

GDP Per capita CAGR (FY14-24)

5.31%
0,
4.84% 4.5 6%
3.34%
2.92%
2.01%
1 54%
0.78%

Singapore

Source : Population trends Asia Pacific | IMF |IRDAI Annual Report 2023-24 | Insurance Penetration is measured as ratio of premium (in US Dollars) to GDP (in US Dollars).

Taiwan Japan Hong Kong Malaysia Thailand India China

Life Insurance Density (USS)

6264

2285 2245
1635
l 244 274
[ ] — ——
Singapore  Taiwan Japan South Korea Malaysia Thailand India China

Population Composition

8.8% 15.0%

22.3%

2020 2030 2050

HLessthan15Yrs m15t064Yrs 65 Yrs & above
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Indian Non- Life Insurance Market - Large Addressable Market

6.0%

South Korea

1968

South Korea

3.2%

Taiwan

1022

Taiwan

Insurance Penetration as a % of GDP

2.1% 1.9%

1.8% 1.8%
Japan Thailand China Singapore

Non Life Insurance Density (USS)

1536
693
I I
Japan Thailand China Singapore

Source : IRDAI Annual Report 2023-24 | Insurance Penetration is measured as ratio of premium (in US Dollars) to GDP (in US Dollars).

—= Allianz @)
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<

Malaysia India
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Disclaimer 3 [E—

BAJAJ

This presentation has been prepared by Bajaj Finserv Limited (the “Company”) solely for your information and for your use. This presentation is for information purposes only and
should not be deemed to constitute or form part of any offer or invitation or inducement to sell or issue any securities, or any solicitation of any offer to purchase or subscribe
for, any securities of the Company, nor shall it or any part of it or the fact of its distribution form the basis of, or be relied upon in connection with, any contract or commitment
therefor. In particular, this presentation is not intended to be a prospectus or offer document under the applicable laws of any jurisdiction, including India. The financial
information in this presentation may have been reclassified and reformatted for the purposes of this presentation. You may also refer to the financial statements of the
Company available at www.bajajfinserv.in, before making any decision on the basis of this information.

This presentation contains statements that may not be based on historical information or facts but that may constitute forward-looking statements. These forward looking
statements include descriptions regarding the intent, belief or current expectations of the Company or its directors and officers with respect to the results of operations and
financial condition of the Company. Such forward-looking statements are not guarantees of future performance and involve risks and uncertainties, and actual results may
differ from those in such forward-looking statements as a result of various factors and assumptions which the Company presently believes to be reasonable in light of its
operating experience in recent years but these assumptions may prove to be incorrect. Any opinion, estimate or projection constitutes a judgment as of the date of this
presentation, and there can be no assurance that future results or events will be consistent with any such opinion, estimate or projection. The Company does not undertake to
revise any forward-looking statement that may be made from time to time by or on behalf of the Company. No representation, warranty, guarantee or undertaking, express or
implied, is or will be made as to, and no reliance should be placed on, the accuracy, completeness, correctness or fairness of the information, estimates, projections and opinions
contained in this presentation. Potential investors must make their own assessment of the relevance, accuracy and adequacy of the information contained in this presentation
and must make such independent investigation as they may consider necessary or appropriate for such purpose. This presentation does not constitute and should not be
considered as a recommendation by the Company that any investor should subscribe for, purchase or sell any of Company’s securities. By viewing this presentation you
acknowledge that you will be solely responsible for your own assessment of the market and the market position of the Company and that you will conduct your own analysis and
be solely responsible for forming your own view of the potential future performance of the business of the Company. Company, book running lead managers, their affiliates,
agents or advisors, the placement agents, promoters or any other persons that may participate in any offering of any securities of the Company shall not have any responsibility
or liability whatsoever for any loss howsoever arising from this presentation or its contents or otherwise arising in connection therewith.

This presentation and its contents are confidential and should not be distributed, published or reproduced, in whole or part, or disclosed by recipients directly or indirectly to any
other person. Viewing this information may not be lawful in certain jurisdictions. In other jurisdictions only certain categories of person may be allowed to view this information.
Any person who wishes to view this site must first satisfy themselves that they are not subject to any local requirements which prohibit or restrict them from doing so. If you are
not permitted to view this presentation on this website or are in any doubt as to whether you are permitted to view these materials, please exit this webpage.

BAJAJ FINSERV LIMITED
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