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Differentiated Lender Focused on The Mass Market Segment

Massive opportunity in an USD 7.3 Bn ~USD 12.0 Bn ~10.0%

underserved market Potential MSME Lending Opp. Mass-market B2C loans Formal Gold lending penetration

Curated product suite
addresses MSME white MSME business loans Gold loans Personal loans
spaces

Multi-channel distribution ATOb.USt ey Experiential Partner_ships_ (Ea- Financial
chitecture & lending with :
strategy Toch Assets Centers FLDG) Inclusion Stores

m  Omnichannel Credit Health & Financial Wellness Platform and NeoBanking App to be
Built-for-scale world-class launched shortly#.

technology platform m Robust Loan Origination & Management System (LOMS) empowers substantial

underwriting scale.

Professionally managed
with an extremely strong

governance framework in _ _ _ _
place m ~63% owned by the Wilson Group, an esteemed and reputed business house in India.

m Managed by an illustrious Board and empowered senior management team that has
195+ cumulative years of relevant experience.

m Loan book and customer count have grown 6.5x & ~58x respectively, since March '20.
Rapidly growing business m Poised to sustain its rapid growth trajectory with low leverage.

m Strong interest rate spreads enable superior profitability.

*FLDG is cash backed first loss default guarantee given to Dhanvarsha from its partners
# Omnichannel Credit Health & Financial Wellness Platform, Money Rabbit and Neo-Banking are technology platforms build under DFL Technologies Private Limited, Wholly Owned Subsidiary of Dhanvarsha



Robust Business Model Based on 4Cs

4Cs That Define Dhanvarsha’s Business

4 N\ N/ Y S N\

Credit Collections Capital Collaborations
Product suite and Focus on Judicious Co-lending
policies customized consistently high deployment of partnerships that
& curated for the collection efficiency capital with help deliver superior
Indian MSME sector delivered through adequate headroom returns while
& blue-collar the captive team & for levering the creating capital
workers powered by well-defined risk business efficiency
K agile technology / K policies / K / \ /
95%
375k+ files o 1.1x 17+

: average collection \ _
assessed till date efficiency debt-to-equity ratio ecosystem partners

3 Based on unaudited with limited reviewed figures for Sep 30, 2021



Key Metrics
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PBT for H1IFY22

~3x of PBT H1FY21 /
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~9.1%
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~1.1X

Debt to Equity
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Figures are for the 6 months ending 30 Sep 2021 (based on unaudited with limited reviewed figures)
4 Figures have been converted from INR to USD at an exchange rate of INR 75/USD
FY refers to financial year and runs from 15t April of one year to 31st March of the subsequent year



Dhanvarsha Is A Rapidly Growing Lending Business

No. of loans disbursed for the quarter

17,846

8,792

6.155
18 21 25 33 —

Q1FY20 Q2FY20 Q3FY20 Q4FY20 Q1FY21 Q2FY21 Q3FY21 Q4FY21 Q1FY22 Q2FY22

No. of borrowers No. of borrowers as at end of quarter

23,498

10,955

7,186
2,315
448 _1’318 , -
259 280 328 403 —

Q1FY20 Q2FY20 Q3FY20 Q4FY20 Q1FY21 Q2FY21 Q3FY21 Q4FY21 Q1FY22 Q2FY22

5 FY refers to financial year and runs from 15t April of one year to 315t March of the subsequent year



Dhanvarsha Is A Rapidly Growing Lending Business...(Cont’d)

Loan Book (Amount in USD Mn)

32.0

17.8
13.9
10.2
A
s e on oom m B

Q1FY20 Q2FY20 Q3FY20 Q4FY20 Q1FY21 Q2FY21 Q3FY21 Q4FY21 Q1FY22 Q2FY22

Disbursement (Amount in USD Mn)

20.0

5.6 5.8*
2.6 2.8
0.2 0.1 0.3 0.5 0.6 _ -

Q1FY20 Q2FY20 Q3FY20 Q4FY20 Q1FY21 Q2FY21 Q3FY21 Q4FY21 Q1FY22 Q2FY22

FY refers to financial year and runs from 15t April of one year to 315t March of the subsequent year
* Q1FY22 - Disbursement was modest due to lockdown in April and May



Well Poised for Scale With Identified Drivers and Enablers To Sustain Its
Growth Trajectory

Sustainable and profitable growth is catalyzed by a dynamic interaction between product, process and technology which is further
enabled by an ecosystem of “Intra-preneurs”
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Board and Management: Market depth through

Lending-as-a-Service

Earnings accretion

Independent & Empowered (L-a-a-S) collaboration supported by superior risk
management
Diversity & Independence Sourcing partnerships NeoBank m  Expanding Gold Loan
of Board and Management with Public Sector and Scalable interface for Fis Book
offers rich insights to serve other large banks to to acquire customers Enhance livelihood and
a multi-layered market like realize last-mile credit growth of MSMEs through
India inclusion & capital Complementary product easily accessible gold-
efficiency suites and omnichannel backed business loans

Driven by accountability delivery models
sans bureaucratic tardiness MoneyRabbit®, the Al- m Co-Lending Partnerships

Vision alignment through
generous ESOPs

Empowered Board
consisting of stalwarts who
uphold integrity and
leverage business acumen

driven platform will
democratize access to
financial health and credit
wellness products and
services

Evolve MoneyRabbit® into
a marketplace to offer
bouquet of credit options
and assist in financial
inclusion

Financial Inclusion
Stores (FIS)

A community-led low-opex
and low-capex financial
product distribution model

FLDG collaborations with
players upstream and
downstream in eco-system
to enable extremely
profitable and risk
mitigated growth




e

Dhanvarsha Takes A Differentiated Approach To Lending...

Through its omnichannel distribution & tech platform coupled with capital efficient partnership model,
Dhanvarsha’s products are targeted at the mass market segment in India...

MSME Business loans Gold loans Personal loans

...and are offered through a unique combination of own-balance sheet lending, partnerships and off-balance
sheet business...

Own balance sheetlending Co-lending with FLDG Lending- as-a-Service

m Strongsourcingin new geographies
m  Sourcing from geographies where with very low acquisition cost m High income generating business

Dhanvarsha has deep presence = Riskis shiftedto thepartner through a with share of interest & fee

m  Smallticket loans funded guarantee m Ability to collaborate with large
lenders to build substantial off-

m  Shorttenor highyield products = Joint credit underwriting policy bolance Loan Book
m Enabled by a robust collection and m  High ROA with minimal asset quality L (oo
recovery platform risk m Large sourcing platform tha

enables successful build up of
m Conservative underwriting m  ~94% collection efficiency and zero profitable Loan Book

NPAs given cash FLDG from partners

Business Personal . Business Personal
Gold loans Business loans Personal loans Gold loans
loans loans loans loans

...resulting in an optimal mix of capital efficiency and risk management




...With Curated Products Catering To The Unmet Demand For Credit

Gold loans

m Access to credit, especially for first time borrowers, marginalized communities, and

women is limited

m Inthese situations, customers often pawn their jewellery to goldsmiths and pawn

brokers at exorbitant interest rates

m Dhanvarsha’s gold loans help customers access credit quickly and through a
transparent process using gold as collateral

Ticket size USD 1k - 67k

Loan tenure Up to 12 months

Interest rate 15% - 22%

Turnaround
time

<30 minutes

No. of experiential centres

27
24 26
16 I I I

May2l  Jun2l Jul21 Aug21

Sep21

Loan book as on Sep
2021:$11.2 million

Number of borrowers: 9,687
Vintage of loans: 15 months
GNPA: 4bps; NNPA: 0

Auction by amount: $42.6k
from 21 accounts

Recovery in auction: 114%

Gold loan Experiential Centres are
located in mixed-use areas to
ensure approachability and ease of
access.

Key factors considered in opening
these centres include proximity to
markets, malls, railway/bus
stations, metros etc

Experiential centres are road facing
on ground floor or 1st floor

%Dhanvarsha Finvest Ltd,
GOLD LOANS




...With Curated Products Catering To The Unmet Demand For Credit
(Cont’d)
Gold loans (Cont’'d)

Gold constitutes ~35% of the portfolio as at 30 Sep 2021 but contributes to ~57% of disbursements during H1FY22

Loan Book Disbursements

o

® Gold Loan = Others ® Gold Loan = Others

10



...With Curated Products Catering To The Unmet Demand For Credit
(Cont’d)
Business (MSME) loans

Business loans

m Dhanvarsha’s Atmanirbhar (self-reliant) Bharat Business loan aims to empower the
MSMEs of India and nurture them by offering hassle-free access to credit to build and
expand their business

Ticket size USD 1.3k to 26k m Loans are typically used for
» Working Capital
Income expansion
Stock management
Debt consolidation

VYV V V

Loan tenure 12 to 48 months

m Loans are assessed across 6
objective benchmarks

Vintage of business

Bureau data

Banking data

Tax filings

Physical verification of

business site

Third party authentication

Turnaround time ~72 hours checks

Interest rate 18% - 24%

YV VYV VY

Y

11



...With Curated Products Catering To The Unmet Demand For Credit
(Cont’d)
Personal Loans

Personal loans

m Through its own App/Web Interface and business correspondents Dhanvarsha
offers quick, easy, and affordable personal loans to both salaried and business
professionals

m Products have been designed based on end use of funds to cater to different
borrower needs in a timely manner

Ticket size USD 1k to 13k

m Loans are typically used for
12 to 48 months > Education

Medical expenses
Home renovation

Debt consolidation
Travel

Loan tenure

YV V VYV

Interest rate 18% - 24% _
m Credit approval based on

bureau-banking analysis

Turnaround time 12 — 24 hours

12



...With Curated Products Catering To The Unmet Demand For Credit
(Cont’d)

Loan Book of ~USD 32 Mn as at 30 Sep 2021

Loan Book that is diversified across MSME focused ...straddling across products to maximize profitability
segments... while mitigating risks

= Secured against Gold

= Secured against FLDG
Secured against mortgage

= Unsecured

= Gold B Business Loan
= Personal Loan Loan Against Property

13



Distribution & Technology

...Through an Omni-Channel Distribution Strategy

Technology
Assets

Differentiated
assets to scale
organic customer
acquisition

MoneyRabbit® —
Credit health, financial
wellness & lending

Dhanvarsha
NeoBank

DhanOne —Intelligent
lead generation
platform

DhanSetu — Channel
Partner App

Experiential

Centres

Offers a superior
value proposition
to MSME
customers for
business and gold
financing

Significantly
enhancing
financial inclusion
in 8 states

31 Experiential
Centres as at 30
Sep 2021

Captive Sales

Team

Dhanvarsha has a
Feet on Street
team comprising
~118 employees

These individuals
play an
instrumental role
in accessing the
end customer for
Gold, BL and PL
products

Financial
Inclusion
Centres

Capex light
business where
we equip
convenience
stores, small
retailers etc. to
become
distribution agents

60+ Financial
Inclusion stores
have started
contributing to
disbursement
volume

14

Direct Selling

Agents

f

Strong network of
DSAs (~364)
across key
markets help drive
loan origination

Well spread out
DSA network
enables last mile
access to the
customer



Distribution & Technology

Pioneering The Distribution Of Financial Products By Leveraging

Robust Technology

Money Rabbit® — an Al-powered
proprietary credit health and financial
wellness platform that also enables
borrowing by MSMESs & individual
borrowers. It also facilitates payments
and repayment of loans along with

promoting financial literacy and inclusion.

Dhanvarsha Neo Bank will enable
customers to access multiple financial
products like lending, savings,
investments, payments and insurance, all
in the same app.

DhanOne is end-to-end digital lead
generation marketplace built on an
automated loan origination system. It
helps to acquire customers for
Dhanvarsha and its ecosystem partners
for multiple loan products.

DhanSetu is a digital platform for
Dhanvarsha Partners to enable micro-
entrepreneurs create an online business
by become omni-channel distribution
nodes for Dhanvarsha’s customer
acquisition engine

Pursuant to its endeavor to continue to
scale rapidly, Dhanvarsha has automated
its Loan Origination System (LOS) and
Loan Management System (LMS) with
best-in-class integrations

15
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MoneyRabbit® (1/3)

Dhanvarsha’s Omni Channel Digital Platform for MSME’s and Blue-Collar Work Force

Credit Health Check Tool
Retrieve latest Bureau Score
and other credit details along
with suggestions and offers

Wallet and UPI Services
Money transfer and payments
using Dhanvarsha’s seamless
wallet and UPI services

Cashbacks and Rewards
Rewarded at every stage using
MoneyRabbit®

My Rewards

Flat 1000 Off on Purchase of Gloceries

e 3

Get Discount on Brands Worth T 500 on...

M

Free Lonskort Gold Membership Worth

ou

Total Esmonce
TXXXXX @ view Entance

Virtual & Physical Card

Get your own Personalized Ru-
pay card which can be used at
any online or offline merchants

Next instaliment

= =

Due Date
16 Jun 21

Get Instant Loan Within 5 Minutes

* MoneyRabbit® will initially be offered in English, Hindi, Gujarati and Marathi

« Other regional Indian languages will be added in Phase Il

Micro Loans

Get Loans up to USD ~340/-
without any manual
intervention in ~10 minutes

Easy tracking and repayment
Track your EMI hassle free on
the EMI and pay on time

*Willgo live in c.Nov.2021
16 9




Money Rabbit® (2/3)

Credit Health and Financial Wellhess Tool

Demystifying credit score for masses and in turn
promoting financial literacy and inclusion

+ Financial Wellness and Credit Health platform for
Dhanvarsha’s target audience (as some may not be
using Bureau Reports often nor have knowledge of
them).

**Dhanvarsha’s Al Engine (AI-RITE™) is equipped to
capture data on-the-go and share insights in real time
basis.

+D2C Bureau Score and Report would be freely
accessible to MoneyRabbit® Customers

¢+ The Bureau report would be gamified and personalized
for every customer

“*Phase Il of Credit Health tool is expected to come with a
subscription model

17



Distribution & Technology

Money Rabbit® (3/3)

Proprietary Al Engine Powered Decision Making

“*Money Rabbit® uses its proprietary Al engine, AI-RITE™
which gathers real-time data & insights on the customers,
thereby minimizing dependence on limited data set
available from Credit Bureau reports to ascertain loan
eligibility.

“*There is a separate data trigger to identify New To Credit
customers and offer solutions tailored for them.

**Modular and Robust architecture which makes it scalable
and easier to rapidly upgrade or manage maintenance.

“ Money Rabbit®’s virtual and physical card is easy to use and
issued instantly. This customer segment usually lacks access to
credit cards and hence this creates a sense of patronage through
a feel-good-factor.

+ Accepted both Digitally and Physically across most merchants
which drives visibility leading to high level of engagement amongst
the customers.

%+ Seamless enablement of Loyalty and Cashback programs to ensure
high volume repeat usage and customer stickiness.
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Distribution & Technology

Dhanvarsha Neo Bank
All your Banking needs ‘On the Go’

DEBIT CARD
% Unified Lending Platform
- Personal Loans +«» Savings Account
q . Z:;J"L:N BHUSHAN :)l;;‘za VISA
— Business Loans - Zero Balance Savings
- Gold Loans x - Account opening = anage care
- BNPL
All Transactions @
% Dhanvarsha Amazon - 18,000
9 Sept, 21:00 SHOPPING
Welcome back, Arjun
Apollo Pharma - 11,200
6 Sept, 11:52 MEDICINES
%2
% VIEW ALL
AC NUMBER: XXXXX3212
Balance: Rs.xxx
Quick links ee
s Investments
- Mutual Funds d
— General Insurance

Systematic Term Plan

This Month

— Life Insurance

Systematic Investment Plan ‘ '
— Other Insurance o e | N

Lumpsum Investment e i o R

a Amazon.com -¥420.89
Shopping Risos

19 *Willgo live in c.Dec 2021



Dhanvarsha Neo Bank (Cont’d)

Neo Bank Architecture

DFL NEO Bank

A 4

Lending

\ 4

Personal Loan

Dhanvarsha

A 4

A 4

Business Loan

\ 4

Gold Loan

_ Account
Transaction

v

&

Account opening

Current /
Saving Ac

Middle Ware

Partner API

A

y

Mutual Funds

Invest & Save Systemic

Investment Plan

Payment &
Cards

Alternate
Data
Engine

Core System
(LOMS)

Flow Based
Lending
Model

Dhanvarsha

20



Distribution & Technology

DhanOne — Intelligent Lead Origination Platform for Dhanvarsha and its
Trusted Partners

Loan for all segments:
m Business Loans

m Gold Loans

m Personal Loans

|

Women Empowerment
(Nari-Shakti) Loans

§D oHANEDE

LOOKING FOR A LOAN?

LOOKING FOR A LOAN?

You are just a few steps

You are just o few steps away.

away. Robust User Acquisition:

m Low cost leads for
Dhanvarsha

m Fee-based income

from lead generation

for trusted partners

Finoncial assistance 10 sult all your

requirements

Select the type of Loan

Simplified loan application
process on-the-go:

m Easy & intuitive process —

m Hassle free
documentation

m Quick approvals

DhanOne uses rule-based architecture to generate leads for Dhanvarsha’s product suite. Leads which are not
serviceable by Dhanvarsha are passed onto trusted partners as per their credit policy for a chargeable fee.

21 Credit Score Check is powered by Experian



Easy & Real Time
Tracking:

Track Total Loans
disbursed in a given time-
frame and check
conversion ratio

DhanSetu — Channel Partner App

Digital Platform for Dhanvarsha Partners to aid Seamless Customer Onboarding & Tracking

Good Afternoo

All Products v

Date Range
1 Nov 20 - 30 Nov ‘20

Apply for Easy Loans:
Add customer applications
on the go & get instant
eligibility confirmation

. 25.8%

ADD NEW APPLICATION

BUSINESS OVERVIEW

Loan: Business & Personal

Stage: Applications
Status: Pending & Expiring

Application Status

08 SEP. 19

Pramod Sirasikar

Application - Expiring soon

Next: Provide personal infa

08 SEP. 19

Nasatya Gharapure

Application - Expiring soon

Q

Q

Business

Business

H

# Dhanvarsha

Good afternoon, Prashant!

Unlock Earnings!
WITH OUR LOAN PRODUCTS

000

Gold Personal Business
Loan Loan Loan

ADD CUSTOMERS

Start adding customer
applications earn on every.

Unlock Earnings:

Get a chance to unlock
additional earnings
through referral and
promotion programs

Applications Submitted 204 Mext: Provide property details application!
Credit Approved y 159 R Business
Business Overview: Offers Accepted 82 Viswamitra Mallaya Case-basis updates:
Application - Pending
Get instant and easily e vy Dhanvarsha Partners can
accessible case level - 38 Next: Provide co-applicants ASE NEWASREICATION gain access to individual

status of all applications
logged from App account

cases and track their
approval or rejection.

DhanSetu App will enable micro-entrepreneurs to create an online business by becoming omni-channel

distribution nodes for Dhanvarsha’s customer acquisition engine

*Willgo live in c.Nov.2021
22 g



An Integrated LOS and LMS (LOMS)

Focusing on Automation

A world class platform enabling seamless onboarding, underwriting, servicing, monitoring and on-time collections.

Credit Scorecards Configuration

KdlrZd

TECHNOLOGIES

CHANNELS
Co-Lending Financial Digital .
Call Center DSA/FOS Branches Partners Inclusion Stores Marketing Customer Onboarding
REALTIME ANALYSIS & DECISIONING SOLUTION
LENDING RELATED BANKING SYSTEMS 1
royss
Customer Info Payment P 2
NiESET PEE) Database Vel Zfeelss Systems M TransUnion© CIBIL
i LOAN ORIGINATING SYSTEM > NATIONAL AUTONATED nn‘nmc Joue
Reporting Collections Employee Document %‘:
Systems Database Management Process Flow Configuration L ‘/” NSDL
|_
g Technology, Trust & Reach
Regulatory Data P - :
B ALM Reports Warehousing [ »  Omnichannel Customer Flow <_EI - e
=4 | IndiaStack
L
|_
X
L

OTHER BACKEND SYSTEMS

Back-office Orchestration D, - —
Vendor Reconciliation Data Warehousin P _ V574 Y/ ol
Management System 9 - > Together to the next fevel

API Connectivity & Reusability

) ¥

4 \ 4

Loan Management System

(eggelily
T digio

\ 4

Open Platform API Interoperability Microservice Based Architecture
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s
Products Are Distributed Across 8 Key Markets In India...

m India’s overall gold financing penetration

is ~10% with penetration in the western

and northern states being even lower

m  However, the these two markets together

hold ~45% of the gold in the country

Dhanvarsha'’s focus is on this belt
comprising Maharashtra, Goa, Gujarat,
Madhya Pradesh, Rajasthan, Delhi-NCR

m  Most of the large gold financiers in India

are present in the southern states

making the north and western pockets

e 31 Experiential Centres as at 30 Sep

2021 very attractive underpenetrated markets

24



Distribution & Technology

Gold Loans: Experiential centres & Door - Step Disbursement

m The company through ‘experiential centers’ and digitally
optimised ‘door-step disbursement’ offers a superior value
proposition to customers in MSME gold financing.

m The company has disbursed more than $16.3 million of gold
loans through experiential centers since August 2020.

m The company has 31 experiential centres today with an
addition of 10 centres in the last six months.

m Each centre disburses an average of $60k to $100k of gold
loans per month.

m Experiential centers (Count)

27

May-21 Jun-21 Jul-21 Aug-21 Sep-21

# Dhanvarsha Finvest Ltd.
GOLD LOANS

25



Distribution & Technology :%%:

Financial Inclusion Stores — Distribution with Scale

Business and Personal Loans - Leveraging existing neighborhood stores and
community centers to ease access to credit services

Business Model: Key attractions of the format

m Capex light model that enables rapid expansion and

m Neighborhood stores that help take credit services to ) 2 :
financial inclusion

the last mile customer enabling financial inclusion.
m Low cost of customer acquisition, i.e. low Op-EX, high

m More than 50 FIS have started contributing to brand visibility and work-of-mouth publicity

disbursement volume.
m Enhanced earnings for small entrepreneurs who can

operate from existing establishment

Financial Inclusion Store
’ i NS | p I —— 02 .: n ~:"_:.A‘.

2 Dhanvarsha

T ————

b

REDMI NOTE 6 PRO
Ml DUA Sk

26



Distribution & Technology :%%:

Co-lending Partnerships — a Risk-Mitigating Strategy to Enhance
Reach and Product Bouquet

m Co-Lending partnerships with FLDG (first loss default guarantee) specifically in MSME, business and

education loans.

Personal

m Partnersin co-lending are chosen after extensive due diligence by the Credit loans,

Business 35.6%

loans,
strength in particular geographies 64.2%

Committee. Criteria for selection is deep expertise in technology and inherent sourcing

Micro LAP,

m 100% Secured Portfolio: Loanbook of FLDG backed portfolio of USD 5.8 Mn with zero NPAs 0.2%
Interest cost
SIRONIX C. é‘.'.‘.%ﬁ:‘é @ finwego © Capital Trust
MSME and personal loan | | CREDENC é ~15% to 18%
partners AJIVIKA- VARASHAKTI EENE
. - p—
Education fending eduvAnz @ﬁnwego (= ~15% to 17%
p ar t ners Making Education Accessible CREDENC
N : /‘\ RULOANS ea These partners charge a
D I S t r I b u t I O n p art n e r S ﬁ:,’}{!mﬁ,q,é @ mud‘»morelhanmoney RDYAL E.;“[\‘LSE”R‘&Y fee Of 0.75% tO 2%

27



Capital Efficiency

A Strong and Liquid Balance Sheet With Capital From Marquee Lenders

Amounts in USD Mn

Borrowings from Banks & FIs 17.6
NCD & other debentures 6.8
Total debt 24.4
Unused lines of Credit 14.8
Debt to Equity Ratio ~1.1x

Dhanvarsha is backed by over 15 well known lenders in India

+ Cost of borrowing

dogo d's 3ile §Rar
@ “ S BI N o RTH E R N ©| Central Bank of India m Interestrange: ~8% - 14%

NABARD ARC = Blended all in cost of borrowing ~11.7%®

0% -

af AL

(FEASCIAL SERVICES ) ¥ . .
Toewrsl st wm-| YOU, RIGHT THROUGH D C B BAN K Ba"\?‘n; India Credit rating®

m Long-term facilities : BBB

CITRUS AAWCALYPSOE (a. /‘ VL (’\%I’.ITI\I.T“.R\\:( = m  Non-convertible debentures : BBB

(1) Asat 30 Sep 2021
28 (2) CARE ratings; the Company is also rated by Infomerics Ratings



Capital Efficiency

Superior Growth enabled by Lending-as-a-Service enhances Capital
Efficiency on Balance Sheet

Business Model

m Dhanvarsha contributes between 10% to 20% of loan

m  Currently tied up and in discussion with: _ _ _
amount while remainder is funded by the Partner

: Institution.
e Reputed Public Sector

o Banks Small Finance Banks m Partner institutions derive benefit from Dhanvarsha’s

distribution, robust underwriting practices and

e Large NBFC’s collection processes.

Merits of the Model — Capital Efficiency with Indicative Unit Economics

Profitability

m Dhanvarsha generates higher IRR since it earns on 100%

Product Dhanvarsha IRR (in %)
of the loan book.
m Dhanvarsha’s balance sheet becomes extremely capital Business Loans ~3204
efficient.
m  Partner institutions have no cost of Opex, Capex or
Gold Loans ~44%

marketing expense; making it highly accretive for them.

29



Risk Management gg

Conservative Underwriting Processes Suitable for the Customer
Segment and Products

Standard m Case evaluation benchmarks are objective
parameters and _ _ _
processes m Plug-and-play model which can be adapted to different products, cohorts and partnerships

Significantly L _
digitized m  95%-+ of documentation is digital and can be accomplished on the go

borrowing m For PL upto USD 6,667 automated process arrives at approval/rejection within minutes
journeys

ROP‘_JSt : m Photographic verification with GPS tagging to detect and minimize fraud
verification . e . -
processes m Physical verification of the business unit is mandatory

Robust o m Rule engine algorithms revisited from time to time
underwriting _ _ L
engine m Login to sanction ratio is within a balanced range of 20% to 25%

Performance

tracking that is
calibrated on a
real time basis

m Business performance tracking based upon the collection behaviour of the borrowers.

The loan underwriting mechanism at Dhanvarsha is a fine blend of traditional and new-age technology driven
assessment parameters and processes

30



Risk Management gg

Risk & Governance

Risk mitigated portfolio approach...

...driven by a team with strong experience in

risk and controls

m Mr. Mahendra Servaiya is one of the most
experienced members of the core team

m ~35% of Loan Book is backed by Gold resulting in i
' m 3+ decades of banking experience. E

superior asset quality

~m Last served as AGM in the Credit team of
Union Bank.

m Optimal mix between secured and unsecured loans - - oo

m  Mr. Sunil Ranpara heads Collections

~m 15+ years of experience in Collections,

m Cash First Loss Default Guarantee backed co- i
Recovery & Litigations :

lending partnerships with lien on partner’s fixed |
m Prior work experience includes Capital First,

deposits HDFC Bank, and Kotak.

m Robust due-diligence process prior to onboarding any =~ ----------smmmmmmmmssssmmmmooo oo ooosmo oo oo ooy
m  Mr. Parag Shah (CA,MBA,LLB) is the COO

co-lending partner i
m 17+ years of experience in the financial !
services space in India |
m Leadership experience with marquee !
lenders such as ICICI Bank, NSE, IDFC :

Bank and Fullerton India HFC

m Zero defaults till date on the co-lending business
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Risk Management gg

Robust In-House Collection Function With Strong Controls

Improvement in collection efficiency...

m In-house collection management team headed by
veteran with 15+ years experience & team comprising Including prepayments and foreclosures
specialized legal resources and tele-callers.

0 189%
169% 184%
_ 153% 148%

m Network of arbitrators and empanelled lawyers

with expertise in loan recovery to manage the 103%

portfolio collection efficiency.
m Follows prudent collection practices as per RBI Jul-20 Aug-20  Sep-20 Jul-21 Aug-21 Sep-21

guidelines and has a soft-collection approach aided

with legal recourse. ...resulting in significant improvement in NPA

0

m Most of the amounts due past date collected via soft ro%

reminder calls -->> success rate of 50%+

4.3%
3.2% 2.9%

m Miniscule amount of gold portfolio has gone to

auction (0.33%). Recovery in auction has been strong

at 114%.

Dec-20 Mar-21 Jun-21 Sep-21

*Collection efficiency exceeds 100% after considering foreclosures and early repayments on the gold loan book. Gold is
an emotional product in India and customers endeavor to repay ahead of time to release the asset.

(1) Collection efficiency is calculated as current period collections divided by current period demand; collection efficiency including foreclosures considers

32 collections inclusive of early repayments and foreclosure of gold loans



Risk Management

RAS Framework

Type of Metric | Name/Description

Solvency

Returns

Liquidity Risk

Operational Risk

IT and cyber
security Risk

Reputational

Risk/Compliance

Risk

Borrowing
Covenants

Overall Capital Adequacy Buffer (Min. of 15%+) >= 30%
Tier-1 Capital Buffer (Regulation states min 12%) > 18%
ROA (Pre-tax) >2%
Liquidity Coverage Ratio (LCR) (mandated for larger NBFCs at 60%) > 100%
Operational and Fraud Loss (% of Net Revenue) <=0.25%
No. of Major issues observed in Internal Financial Control audit Nil
Critical IT applications down time <0.75%
Instances of Compromise due to Cyber attacks 0
Regulatory audits Nil
Open Regulatory audit issues Nil
Credit rating Downgrade (No. of notches) Nil
Customer Complaints (% of genuine customer complaints to Total) <=1%
Principal Business Criteria (inter alia Income from financial assets constitute >= 60%
more than 50 per cent of gross income) -
Debt Equity Ratio <=3
GNPA % <=3%

Thresholds

>=20% & <30%

15-18%

>1% <=2%

>50%<=100%

>0.25% <=0.4%

> 1<=3

>0.75% <=1%

1

Not applicable
>1<2
<=1

>1<=2%

>=55%< 57.5%

>3<=4

>3% <=5%

< 20%

12-15%

<1%

<=50%

>0.4%

>3

> 1%

>1

>=1

>=2

>]1
> 2%

<55%

>4

>5%
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LCR is defined as Stock of HQLA*/Net cash outflow for the next 90 days)

Q2FY22

56.5%

NA

3.7%

165%

0%

<0.5

Nil
Nil

Nil

74%

1.1x

2.9%

Q1FY22
82.7%

NA

3.6%

300%

0%

0%

<0.5

Nil

Nil

Nil

70%

0.7x

3.2%



Governance

Dhanvarsha Is Managed By An lllustrious Board Comprising
Veterans From The Industry...

Rakesh Sethi

Non-Executive Chairman

m 38+ years of experience

m Ex-CMD of Allahabad Bank

m Ex-ED of Punjab National Bank

Rajiv Kapoor
Independent Director
Past experience

m 36+ years of experience Former
senior executive at VISA

m Previously an IRS professional
m EX-IRS, retired member of CBDT

Atwood Porter Collins
Non-executive Director
Past experience

m Global portfolio manager with over
22 years of investment experience

m Former Partner at FrontPoint —
featured in the book and movie
“The Big Short” for accurately
predicting the 2008 financial crisis

Nirmal Momaya

Independent Director

Past experience

m 30+ years of experience

m BoD at Camlin Life Sciences

KP Raghuvanshi

Independent Director

Past experience

m 1980 Indian Police Service Officer

m Served as commissioner of police,
Thane from 2011 to 2014

m Currently a strategic advisor

Minaxi Mehta

Non-executive Director

m Philanthropist

m Director of Minaxi Mehta
Welfare Foundation

= Member — management
committee
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Governance g g

...And led by a professional management team

Karan Desai
Joint Managing Director
* Ex-investment banker with 15+ years of experience

* Previously worked at Bank of America, PwC and
Centrum Capital

Rohanjeet Juneja
Joint Managing Director
» 17+ years of experience, in India & US.

* An investment banker, hedge fund manager and
Head of Strategy & Research for a HFC and NBFC

Sanjay Kukreja
CFO
» 27+ years experienced professional

+ CA with 27+ years of experience in FP&A, Profit
Center Operations, Taxation & Budgeting etc

Mahendra Servaiya
Credit Head & Principal Officer
» 32+ years of experience

* Previously worked in the credit team of Union Bank of
India, heading the South Mumbai division

Parag Shah
Chief Operating Officer

» 17+ years exp. at NSE, IDFC Bank and Fullerton
India HFC

» Strongly skilled in credit, risk, business operations,
product & partner management and people
leadership

Sunil Ranpara
Collections Head

» 15+ years of experience across collections, litigation
and recovery

* Previously worked with Capital First, Kotak Mahindra
Bank and HDFC Bank
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Governance

...who bring substantial experience in the financial services space
(Cont’d)

Lalit Chendvankar
Chief Compliance Officer

m 16+ years robust experience in handling Mergers &
Acquisitions, IPOs, Corporate Restructuring,
Corporate Advisory Services, Private Equity
investments and Foreign Investments.

Namita Pradhan

Human Capital Management

m 6+ years - a seasoned HR professional

m Previously associated with Oberoi Realty

Radhika Seshadri
Business Intelligence
m 12+ years in the BFSI sector

m Seasoned professional in research and business
planning with significant experience in the financial
services industry

Priyanka Singh
Chief Impact Officer
m 9+ years of experience

m Previously worked with Faircent, JP Morgan Chase
and Willis Towers Watson

Gaurav Bhargava
Business Head — Gold Loans
m 16+ years in the BFSI sector

m Seasoned professional who has been instrumental
in setting up the Gold loan business at Unimoni and
Dhanvarsha

Mohana Gupta
Project Head - MoneyRabbit

m 10+ years in varied industries like media, tech,
wellness, FMCG, financial services

Akhilesh Desai
Head - Data Science and Analytics
m 9+ years in the BFSI sector

m Seasoned professional in delivering core impactful
analytics solutions in fintech driven firms like Kissht,
Experian(India) and Indiabulls Housing Finance

Sunil Prasad
Technical Architect
m 10+ years in the BFSI sector

m Headed and delivered technology projects in
fintech spanning payments, lending and
investments at FtCash and Liquiloans
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Financials — Balance Sheet

Balance Sheet (USD Million) Mar20  Mar2l  Jun20  Jun2l1  Sep20  Sep21 m Strong liquidity profile

coupled with an un-levered

Financials Assets 5.6 23.0 7.5 35.3 10.2 44.1 .
balance sheet will support

Cash and Investments 1.2 9.4 2.5 18.2 2.6 12.7 higher disbursement

Gross Loans 4.9 14.3 5.6 17.8 8.2 32.1 trajectory

Less: Impairment Loss Allowance 0.6 0.6 0.6 0.7 0.6 0.7 m  Company has witnessed

Net Loans 4.4 13.6 5.0 17.1 7.6 314 robust Iqan grovvth In with
substantial customer

Non Financials Assets 0.8 2.2 1.0 2.6 1.4 3.3 addition

Total Assets 6,4 25.2 8.5 37.9 11.6 47.4

Financial Liabilities 2.2 11.4 3.5 16.0 51 24.8

Trade payables & Other liabilities 0.1 0.3 0.3 0.7 0.3 0.5

Borrowings 2.1 11.0 3.3 154 4.8 24.3

Non-Financial Liabilities 0.1 0.3 0.2 0.4 0.2 0.6

Total Liabilities 2.3 11.6 3.7 16.5 5.2 25.3

Equity Share capital 1.8 2.1 1.9 2.1 1.9 2.1

Other Equity 2.3 115 2.9 19.3 4.4 20.0

Total Equity 4.1 13.6 4.8 214 6.3 22.1

Total Liabilities and Equity 6.4 25.2 8.5 37.9 11.6 47.4

*Standalone results
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Financials — Income Statement

USD Million FY FY H1 H1 Q1 Q2 Q1 Q2

Mar20 Mar21 Sep20 Sep2l Jun20 Jun2l Sep20 Sep2l
Interest Income 0.87 1.65 0.60 2.40 0.22 0.84 0.39 1.56
Less: Finance Cost 0.23 0.57 0.23 1.17 0.09 0.47 0.15 0.70
Net Interest Income 0.64 1.08 0.36 1.23 0.13 0.36 0.24 0.87
Other Income 1.74 1.65 0.92 1.18 0.50 0.71 0.43 0.47
Operating Expenses 1.51 2.27 1.08 1.82 0.43 0.83 0.66 0.99
Profit Before Tax 0.75 0.23 0.15 0.59 0.14 0.24 0.01 0.35
Less: Tax 0.20 0.14 0.04 0.33 0.04 0.23* 0.01 0.09
Profit for the Period 0.55 0.09 0.10 0.26 0.10 0.004 0.01 0.26

*Jun-21 - Post-tax profit impacted primarily due to one-time deferred tax liability from CCD issuance

**Standalone results

H

Robust growth in profits
driven by healthy
disbursement trajectory.

Investments in technology
and branch infrastructure
starting to bear fruit with
improving efficiency evident
in lower cost to income ratio.
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India Is Enjoying Significant Tailwinds By Way Of A Highly Underserved
White-Space In MSME Lending

63 million MSMEs in India employ 110+ ~350 million
Mn individuals i.e., more than 20% of Blue Collared Workers in India
the employable population in India

Potential Market Size

Potential Market Size
USD 7.4 Bn*

USD 23.5 Bn#

Potential
Addressable Market
USD 11.9 Bn*#

Potential
Addressable Market
USD 3.7 Bn*

#Assuming an average loan ticket size of ~USD 67
#astimated 51% smartphone penetration by 2025 as per IDC; Goldman Sachs

*Sources: India Flexistaing Association, Blume Ventures, ICRIER, Ministry of Micro, Small and Medium Enterprises (India); MOSPI
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Gold Loans — A Very Large Market Opportunity In India

While traditionally banks have had a larger share of gold loans

The market for gold loans has grown at a healthy clip... in India

Amounts in USD Bn

_129% CAGR (6 years)

FY15 FY16 FY17 FY18 FY19 FY20 FY21

The industry is expected to continue to grow at 10% - 12% year While Banks appear to have a ~75% share of the Loan Book,
on year in the next 5 years 50%+ of Banks’ share is attributable to loans disbursed at very low
interest rates to meet priority sector lending norms in India

= NBFCs = Banks

...and continues to be dominated by the unorganized market..

...NBFCs are positioned more favourably than banks...

= Organized market

v Flexibility with regard to repayment (i.e. bullet structures)
= Unorganized market v Lower turnaround times (minutes vs. days)

v Availability of services beyond traditional banking hours

...with penetration being meaningfully low v More concise KYC requirements

v Disbursals in cash as well as through electronic means

"UsblsTn —__ ~UsD 150 Bn
Value Ofc?:rgl:]rifrgy Indian Gold financing penetration v Competitive pricing of loans across different tenures
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Disclaimer

This presentation has been prepared for general information purposes in respect of Dhanvarsha Finvest Limited (“Company”) together with its subsidiary (together, with the Company, the “Dhanvarsha Group”) only, without
regard to any specific objectives, suitability, financial situations and needs of any particular person and does not constitute any recommendation or form part of any offer or invitation, directly or indirectly, in any manner, or
inducement to sell or issue, or any solicitation of any offer to purchase or subscribe for, any securities of the Company in any jurisdiction, nor shall it or any part of it or the fact of its distribution form the basis of, or be relied on in
connection with, any contract or commitment therefor. This presentation does not solicit any action based on the material contained herein. Nothing in this presentation is intended by Dhanvarsha Group to be construed as legal,
accounting or tax advice. This presentation has not been approved and will not or may not be reviewed or approved by any statutory or regulatory authority in India or by any Stock Exchange in India.

This presentation contains certain forward-looking statements relating to the business, financial performance, strategy and results of Dhanvarsha Group and/ or the industry in which it operates. Forward-looking statements are

n u n oo

statements concerning future circumstances and results, and any other statements that are not historical facts, sometimes identified by the words including, without limitation “believes”, “expects”, “predicts”, “intends”,
“projects”, “plans”, “estimates”, “aims”, “foresees”, “anticipates”, “targets”, and similar expressions. The forward-looking statements, including those cited from third party sources, contained in this presentation are based on
numerous assumptions and are uncertain and subject to risks. A multitude of factors including, but not limited to, changes in demand, competition and technology, can cause actual events, performance or results to differ
significantly from any anticipated development. Neither Dhanvarsha Group nor its affiliates or advisors or representatives nor any of its or their parent or subsidiary undertakings or any such person's officers or employees
guarantees that the assumptions underlying such forward-looking statements are free from errors nor does either accept any responsibility for the future accuracy of the forward-looking statements contained in this presentation
or the actual occurrence of the forecasted developments. Forward-looking statements speak only as of the date of this presentation and are not guarantees of future performance. As a result, Dhanvarsha Group expressly
disclaims any obligation or undertaking to release any update or revisions to any forward-looking statements in this presentation as a result of any change in expectations or any change in events, conditions, assumptions or
circumstances on which these forward looking statements are based. Given these uncertainties and other factors, viewers of this presentation are cautioned not to place undue reliance on these forward-looking statements.
Certain numbers in these presentations and materials have been subject to routine rounding off and accordingly figures shown as total in tables and diagrams may not be an arithmetic aggregation of the figures that precede
them.

The information contained in these presentations and materials are only current as of the dates specified herein and have not been independently verified. None of Dhanvarsha Group, its directors, promoter or affiliates, nor any
of its or their respective employees, advisers or representatives or any other person accepts any responsibility or liability whatsoever, whether arising in tort, contract or otherwise, for any errors, omissions or inaccuracies in such
information or opinions or for any loss, cost or damage suffered or incurred howsoever arising, directly or indirectly, from any use of this presentation or its contents or otherwise in connection with this presentation, and makes
no representation or warranty, express or implied, for the contents of this presentation including its accuracy, fairness, completeness or verification or for any other statement made or purported to be made by any of them, or on
behalf of them, and nothing in this presentation or at this presentation shall be relied upon as a promise or representation in this respect, whether as to the past or the future. Past performance is not a guide for future
performance. The information contained in this presentation is current, and if not stated otherwise, made as of the date of this presentation. Dhanvarsha Group undertakes no obligation to update or revise any information in this
presentation as a result of new information, future events or otherwise. Any person/ party intending to provide finance/ invest in the shares/ businesses of Dhanvarsha Group shall do so after seeking their own professional
advice and after carrying out their own due diligence procedure to ensure that they are making an informed decision.

This presentation is not a prospectus, a statement in lieu of a prospectus, an offering circular, an advertisement or an offer document under the Companies Act, 2013, as amended, the Securities and Exchange Board of India (Issue
of Capital and Disclosure Requirements) Regulations, 2018, as amended, or any other applicable law in India.

This presentation is strictly confidential and may not be copied or disseminated, reproduced, re-circulated, re-distributed, published or advertised in any media, website or otherwise, in whole or in part, and in any manner or for
any purpose. Any unauthorized use, disclosure or public dissemination of information contained herein is prohibited. No person is authorized to give any information or to make any representation not contained in or inconsistent
with this presentation and if given or made, such information or representation must not be relied upon as having been authorized by any person. Failure to comply with this restriction may constitute a violation of the applicable
securities laws. The distribution of this document in certain jurisdictions may be restricted by law and persons into whose possession this presentation comes should inform themselves about and observe any such restrictions.
Accordingly, any persons in possession of the aforesaid should inform themselves about and observe any such restrictions. By reviewing this presentation, you agree to be bound by the foregoing limitations. You further represent
and agree that you are permitted under the laws of your jurisdiction to receive this presentation. You may not repackage or sell the presentation. Information contained in a presentation hosted or promoted by Dhanvarsha Group
is provided “as is” without warranty of any kind, either expressed or implied, including any warranty of fitness for a particular purpose.

This presentation is not an offer to sell or a solicitation of any offer to buy the securities of the Company in any other jurisdiction where such offer or sale would be unlawful. Securities may not be offered, sold, resold, pledged,
delivered, distributed or transferred, directly or indirectly, in to or within the United States absent registration under the United States Securities Act of 1933, as amended (the “Securities Act”), except pursuant to an exemption
from, or in a transaction not subject to, the registration requirements of the Securities Act and in compliance with any applicable securities laws of any state or other jurisdiction of the United States. The Company’s securities have
not been and will not be registered under the Securities Act.

By accessing this presentation, you accept this disclaimer and any claims arising out of or in connection with this presentation shall be governed by the laws of India and only the courts in Mumbai, India, and no other courts shall
have jurisdiction over the same.
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