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'Executive Summary sh"ibha‘m

COMPANY WAS FOUNDED BY EXPERIENCED BANKERS WITH EXPERTISE IN MORTGAGE AND RETAIL LENDING;
SHUBHAM'S KEY FOCUS IS TO CATER TO THE UNDERSERVED SEGMENT OF THE AFFORDABLE HOUSING SECTOR
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WE ARE A SPECIALISED INSTITUTION FOCUSING ON THE AFFORDABLE HOUSING FINANCE SEGMENT.
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ore Strengths Bt

QUR MOTTO IS TO PROVIDE HOUSING FINANCE SOLUTIONS AND HELP UNDERSERVED FAMILIES ACQUIRE THEIR DREAM HOMES.
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'Product Offerings shﬁm

WE ARE AN INDUSTRY LEADER IN PROVIDING HOME LOANS WITH CUSTOMISABLE EMI OPTIONS. PRICING IS DEPENDENT ON RISK GRADING
AND CAN BE LOWER THAN THE BELOW-MENTIONED RATES
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AFFORDABLE HOUSING — FASTEST GROWING SEGMENT
Addrerses the houting hees of Ihcde sectionn of the socuety whose Income IS Below the median level, It is particutanly retevant o 3 fast-Gevelopag nation ke Indi, wheve 3 rge portion
of the population & unable 10 purchase houses at Farket Qtes

rdable Housing
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84 MIN housenolds in India do not have formal access to

housing finance. Of this, 60 MN nouseholds belong to
economically weaker sections (EWS) of the society,

95% of housing demand is towards houses that are less than
R 1 mnin value.
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'Policy Support and Mortgage Disbursements B et

GOVERNMENTS PLAY A SIGNIFICANT ROLE IN THE CATERING THE RISING DEMAND FOR AFFORDABLE HOUSING.

‘ HOUSING SHORTAGE

* State governments, through constitution of land banks and faster approval processes, Shubham

fack2ate aSocation of loans for affordable housing peojects N1 P
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'Diﬁerentiated Customer Selection Approach snﬁm

WE OPERATE IN THE AFFORDABLE SEGMENT WITH A DIFFERENTIATED APPROACH TO SELECTING TARGET CUSTOMERS, PRODUCT AND
GEOGRAPHY FOCUS, ORIGINATION AND UNDERWRITING.

The sub-20 lakh segment is & niche one. Untapped opportunities exist here espechally since large banks do not op in this seg
It's characterised by cash flow-based underwriting and low LTV,

WE ARE WELL POSITIONED TO CATER TO THIS SEGMENT,

*Target consumer groups include first-time home buyers; those with an formal/ Informal source of income; and those who have been engaged in employment
for at least two years.

*Typical profiles induding the self-employed (such as those running their own stoces) and those who ceceive salaries in cash
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'Distinctive Underwriting Process

S
shubham

OUR DIFFERENTIATED AND CENTRALISED UNDERWRITING PROCESS IS A KEY PILLAR SUPPORTING THE COMPANY'S GROWTH WHILE
ENHANCING PORTFOUO QUALITY,
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A Compelling Investment Opportunity

.
shubham

Q Established provon expertise in the judiciously selected target segment
2J' Strategically planned branch network resulting In continuously improving branch productivity
SJ Differentiated risk management approach resulting in lower loan delinquency

:) Robust business model and prudent ALM management, tested for “Finandal Tsunami®
/

5_) Future ready - tech centric scalable platform

) o

D Highly experienced board and management team with extensive industry expertise
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