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India’s Automobile Sector Contribution (FY2021)

1.88 Lakh Cr1.88 Lakh Cr 3.5 Lakh Cr

India Story – Wheels (2 to 22 Wheeler)

Capex - Rs. 7.5 Lakh Cr Aims to reduce pollution by scrapping 1 Cr units

CV Segment – 8% (Jan’21) to 19% (Dec’21)

PV Segment, <1% (FY18) to 7.6% (FY22)



** India Pre-Owned Car Market Report- Frost & Sullivan

^ TMA and Mordor Intelligence

Industry Opportunity & Outlook

Units In Lakhs
Growth% in CAGR



Wheels Opportunity - Penetration and Scope

Cars Per Thousand Comparison (2019)

New car finance penetration to increase *

New Car market penetration in Non-Metro to grow faster%*

Metro

Non - Metro



Used Car Ecosystem*

Used Car Ecosystem and Industry Transformation

Used Car Finance pegged to grow*

Used Car Market Penetration% on the rise in Non Metro*

Metro

Non - Metro

Used Car Industry: Transformation



AU Foundational Business: Two Decades and Counting

10.8 Years

43 Years•

•

•

•

•

•

•

1996 - 20172004 - 2010

•

•

•

(₹ in Cr.)



Forever Journey of Banking

Key learnings in our journey of building trust

Transformation Journey: NBFC to Bank



SBU
Wheels Building Blocks

SBU Architecture



SBU Structure



AU Wheels - Created a Diversified Space 

• First Time Buyers

• First Time Users

• Last Mile / Intra-City Operators

• Tour & Travels Operators

• Captive Users

• Income proof

• Non-Income proof

• New and Used

• Rural, Semi-urban & Urban

• Personal, Passenger & Loading

• Earn & Pay, Self-employed & 

Salaried

• NTC and ETC

• Agri & Non-Agri

• Deep Distribution model

• Entire Product Suite

• Vintage Leadership

• Localised Team



Seasoned Retail Franchise

Avg. Tenor
40 Months

Avg. EMI
~Rs. 12k- 13k

Avg. LTV
80%

ATS

2.7 Lakhs

<10 Lakh
95% Customers

Active Loan
~6,70,000



Diversified Retail Book 

Category Wise Book

• Personal remains resilient

• School buses (~2.5%) and Ola/Uber (<1%)

• Passenger segment consists predominantly of Multipurpose vehicles

Strong OEMs dominate in book 

• Focus on the OEM selection remains key

• Models Categorization within OEMs 



Product wise AUM trend

•

•

•



463 862

WHEELS OMNIPRESENCE ACROSS AU

12

•

•

Customer Distribution

74% 26%



State wise AUM Movement

•

• Relatively newer states reflect higher growth on account of a low base

• Given market share, enough scope in existing states 



Market Penetration and Scope

•

•

•

AU!!

Non-AU States Monthly TIV

2,15,000



INTERNALEXTERNAL

Customer Acquisition (Sourcing 9M FY22)



Wheels Credit Structure



Segment Wise Underwriting

PERSONAL COMMERCIAL

TransUnion CIBIL Score Wise Customer Spread

E. 651 - 700

D. 601 - 650

C . < = 600

12%

4%

1%

13%

5%

2%



Credit- Key Differentiators



Credit Risk Monitoring

•

• Early Delinquency (ED)- In Bucket 60+ before collection of 6 EMI

•

•

PDD •

•



Who Is My Customer?

Customer paid us 22 EMI out of 36 and his repayment

was regular during covid period also.

Now



Who Is My Customer?



Collections : Key Differentiator

SUPER SPECIALTY UNIT – RIGHT TREATMENT FOR EVERY CASE



Maintaining Asset Quality

• • •



Managing the Pandemic

•

•

•

•

•

•

•



EXISTING IN PIPELINE

Digital Wheels 



1

Two-Wheeler End to End Digital Journey

2 3 554 6 71



Customer Experience- AU0101 Journey for New Car (Pre-Approved)

21 3 4



Customer Experience- AU0101 Journey for New Car (Customized)

2 3 41



Looking into Future



Summary

• Strong India Story - Amrit Kaal + Harit Kaal

• Growing opportunity in Used and New (especially in Rural Areas)

• Big Headroom – Market share (enough room to expand) and New Geographies

• Banking on the Bank

• Tested Business Model- Sales, Credit, Product and Collection Architecture

• Digital Adoption and Technology Levers to enhance productivity and ease of business

• AU is suitably equipped for dynamic changes unfolding in the industry 



HOME LOAN

AU INSIGHTS



Industry Outlook

Expected Growth of Real Estate Market In India 

•

•

US $ 1 Trillion

• • •

13%

•

~ 80% 

•

•

•

•

•

SUB SECTORS



Significant opportunities for our Bank in housing loans

•

•



₹

₹0.70 Cr
₹

₹

AU Home Loan - A decade long high-quality franchise

₹

₹

₹

₹

₹

AUM

AUM



Our Competitive Strength

•

•

•

•

•

•

•

•

•

•

•

•

•

•
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•



Diversified Portfolio For Diverse Needs

14.3

%

14.3

%

14.3

%

14.3

%

14.3

%

14.3

%

14.3

%

Housing portfolio includes Top-up loans



Sourcing Approach



Direct Sourcing driven by Strong Ground Connect

ENABLERS ACTIVITIES
• Real Estate Agent

• Developer

• Builder

• Contractor 

• Insurance Advisor

• Hardware Shop

• Cement Supplier

• CA & Tax consultant 

• Village Chaupal 

Society Activity

Business place activity

Marketing Data 

Activity

Tele-calling Leads

Builder site activity

Canopy activities

Loan Mela



Significant room to grow within locations where AU is already present



Portfolio details

ETB 23% & NTB 77%

62%



Cross-sell Opportunity



SBU Structure - Home Loan



High Credit Orientation

•

•

•

•

•

•

•



Strong Credit Assessment Model



Who Are My Customers

•

• ₹

•

•

•

•

₹

•

•

• ₹

•

•

• ₹

•

•

•

•

• ₹

• ₹



Credit Risk Management



•

•

•

•

•

•

•

Digitalizing Home loan



2 31

AU Home Loan Digital Journey 

54 6



Key Takeaways



Disclaimer

This presentation has been prepared by AU SMALL FINANCE BANK LIMITED (the “Bank”) solely for information purposes, without regard to any specific objectives, financial situations or informational
needs of any particular person. All information contained has been prepared solely by the Bank. No information contained herein has been independently verified by anyone else. This presentation may
not be copied, distributed, redistributed or disseminated, directly or indirectly, in any manner.
This presentation does not constitute an offer or invitation, directly or indirectly, to purchase or subscribe for any securities of the Bank by any person in any jurisdiction, including India and the United
States. No part of it should form the basis of or be relied upon in connection with any investment decision or any contract or commitment to purchase or subscribe for any securities. Any person placing
reliance on the information contained in this presentation or any other communication by the Bank does so at his or her own risk and the Bank shall not be liable for any loss or damage caused pursuant
to any act or omission based on or in reliance upon the information contained herein. No representation or warranty, express or implied, is made as to, and no reliance should be placed on, the fairness,
accuracy, completeness or correctness of the information or opinions contained in this presentation. Such information and opinions are in all events not current after the date of this presentation.
Further, past performance is not necessarily indicative of future results.
This presentation is not a complete description of the Bank. This presentation may contain statements that constitute forward-looking statements. All forward looking statements are subject to risks,
uncertainties and assumptions that could cause actual results to differ materially from those contemplated by the relevant forward-looking statement. Important factors that could cause actual results
to differ materially include, among others, future changes or developments in the Bank’s business, its competitive environment and political, economic, legal and social conditions. Given these risks,
uncertainties and other factors, viewers of this presentation are cautioned not to place undue reliance on these forward-looking statements. The Bank disclaims any obligation to update these forward-
looking statements to reflect future events or developments.
Except as otherwise noted, all of the information contained herein is indicative and is based on management information, current plans and estimates in the form as it has been disclosed in this
presentation. Any opinion, estimate or projection herein 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 Bank may alter, modify or otherwise change in any manner the content of this presentation, without obligation to notify any person of such change or changes.
The accuracy of this presentation is not guaranteed, it may be incomplete or condensed and it may not contain all material information concerning the Bank.
This presentation is not intended to be an offer document or a prospectus under the Companies Act, 2013 and Rules made thereafter , as amended, the Securities and Exchange Board of India (Issue of
Capital and Disclosure Requirements) Regulations, 2009, as amended or any other applicable law.
Figures for the previous period / year have been regrouped wherever necessary to conform to the current period’s / year’s presentation. Total in some columns / rows may not agree due to rounding off.
Note: All financial numbers in the presentation are from Audited Financials or Limited Reviewed financials or based on Management estimates.
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Thank You!

For Investor queries contact (details in QR Code):

Prince Tiwari | Aseem Pant 

Email: investorrelations@aubank.in

mailto:investorrelations@aubank.in

