Ref. No.: AUSFB/SEC/2022-23/90
Date: 04*" May, 2022

To,
National Stock Exchange of India Ltd. BSE Limited
Exchange Plaza, C-1, Block G, Phiroze Jeejeebhoy Towers,
Bandra Kurla Complex, Dalal Street,
Bandra (East), Mumbai 400051, Mumbai 400001,
Maharashtra. Maharashtra.
NSE Symbol: AUBANK Scrip Code: 540611

Dear Sir/Madam,

Sub: Disclosure of schedule of Non-deal Roadshow / Analyst / Institutional Investor Meet of AU Small
Finance Bank Limited ("Bank") pursuant to Regulation 30 of the SEBI (Listing Obligations and Disclosure
Requirements) Regulations, 2015

It is hereby informed that the Bank will be participating in non-deal roadshows and shall be meeting
existing and prospective investors on following dates and locations:

Tentative Dates Location
4 May, 2022 to 27" May, 2022 India, United States of America, United Kingdom
& Scotland, Middle East, Singapore and Hongkong
Note: The above dates and locations of the non-deal roadshow are subject to change due to exigencies on
the part of investor and/or Bank.

A copy of the investor presentation for the non-deal road show is attached.

The above information may also be accessed on the website of the Bank at
https://www.aubank.in/investors.

This is for your information and records.
Thanking You,

Yours faithfully,
For AU SMALLF

Manmohan Parna
Company Secretafy and Compliance Officer
Membership No.: F9999
investorrelations@aubank.in

Registered Office

AU SMALL FINANCE BANK LIMITED

19-A Dhuleshwar Garden, Ajmer Road,

Jaipur - 302001, Rajasthan, India 4 0 [3 8 8 {_;
Phone: +91 141 4110060/61, Fax: +91 141 4110090

CIN: L36911RJ1996PLCO11381

Formerly known as Au Financiers (India) Limited

info@aubank.in | www.aubank.in




AU
SMALL

FINANCE
BANK

A SCHEDULED COMMERCIAL BANK

A"  AEm ANEEENEDE NN
A Y Vipy_BEEENEEEENENR]

W m

R PRESENTATION

B MAY 2022

@




AU

Our Resilient Franchise has Continued to Thrive as a
Bank Despite Multiple Industry Headwinds T

FY22 Liability Franchise

Liability Franchise
Deposits (US$ B . S
eposits (USS Bn) pY / 42% » Built granular US$ 7 Bn+ liability

/ 2yr CAGR:
franchise from ground up with 37%

CASA: 37% CASA ratio and declining cost of
funds

Cost of Funds: 5.9%

» Launched several new digital
products and services like AU 0101
app, video banking, QR codes,
credit cards to accelerate customer
acquisitions

FY20 Asset Book and Quality

AUM (USS Bn) /
2yr CAGR: 6.4/24%

Liability Franchise

Deposits (USS Bn): 3.5

FY17

Liability Franchise GNPA / NNPA: 2.0% / 0.5%

14% Profitability and Returns

ROA / ROE: 1.9% / 16.4%

Deposits (USS Bn): -

Asset Book and Quality

CASA: - Cost of Funds: 7.7%

Asset Book and Quality
AUM (USS$ Bn) /

Asset Book and Quality 3yr CAGR: Chl e
AUM (US$ Bn): 1.4 GNPA / NNPA: 1.7% / 0.8%

+ Continued growth and further
diversification of loan book

*  Demonstrated deep customer
understanding, product selection
and lending discipline to maintain
strong asset quality despite
successive industry headwinds

Cost of Funds: 9.6%

Profitability and Returns

GNPA / NNPA: 1.9% / 1.2%
(VA AN 1 67 / 15.8%

Profitability and Returns

ROA / ROE: 2.7% / 20.4%

Profitability and Returns

» Delivered consistent 13%+ and
increasing ROEs since FY17 (2

A 4

_.

Demonetization GST Implementation System-wide Asset Quality COVID-19
Challenges concerns for Private Lenders Pandemic
Notes: US$ 1 = INR 75 exchange rate to convert all INR amounts into US$ in the presentation. All numbers in the presentation have been approximated for presentation purposes.
2

1. Excludes profit from sale of stake in Aavas Financiers
2. Exceptin FY21 when ROE was impacted due to COVID pandemic



We have Strengthened During the Pandemic

Further Granularized Our Liability Franchise Digitized Our Business

New Products Operations

Retail Deposits 7% of Total Deposits

4 I 4 I
Mar-20 Mar-22 e
AU 0101 Credit Cards Salesforce Transition to
\_ ) Digitalization \_ the Cloud )
4 (‘ N\ 4 %i % N\
CASA Ratio ") .
. . Instant Deepening Customer | |strong Cybersecurity
Video Banking KPersonCII Loans ) Engagement Y Measures D
Mar-20 Mar-22 4 A 4 dh 0
= &
=0
Merchant Buy Now Pay Urban Branches Al / ML-based
QR Codes \_ Later (BNPL) 1) ) FY20 vs FY22 \ Data Analytics 2 )
Notes:
1. BNPLisin the process of being launched 3

2. Data analyticsis in the process of being set up



AU Bank: Confluence of Scale, Growth, Asset Quality

and Profitability with Tech-Led Banking

USS7Bn/ 61%
Deposits / 4yr CAGR

37%
CASA Ratio

1.05 MM
AU 0101 Customers

Notes: All figures for FY22 / as of Mar-22
1. Monthly Transacting Users

USS 6.4 Bn / 35%
AUM / 5yr CAGR

2.07% / 0.5%

GNPA / NNPA Ratio

0.5 MM
AU 0101 MTUs (1

~2.75 MM

Customer Base

19.7% / 21.0%
Tier-1 Ratio / CRAR

480,000+
UPI QRs Installed

919

Touchpoints

1.9% / 16.4%
ROA / ROE

170,000+
Credit Cards Issued




India Opportunity: We Are Being Aided by Sirong

Structural Tailwinds

Large Base of Millennials and Gen Z

of India’s Population comprised
of Gen Z and Millennials (1)

~51%

Rising Smartphone Penetration

Smartphone Penetration, %

2014 2021
~10% 38-41%
of India’s of India’s
population o population
Growing Credit Card Penetration
# Credit Cards issued
Mar-17 Feb-22
= 29.8 MM — 71.7 MM

Source: NITl Aayog Report, IMF; RBI Report on MSMEs, 2019,Budget 2022

Note:
1. In2020

Government Support for Inclusive Growth

AU
SMALL
FINANCE
BANK

A SCHEDULED COMMERCIAL BANK

Green vehicle Push and Vehicles
Scrappage Policy

~USS 50 Bn

Estimated size of EV finance market by
2030

& @
Y ¢

Infrastructure Investment

Push

AU
~USS 1.5Tn » ‘
NIP Pipeline budget HE oo

announced over FY20-25

Housing For All

~USS 6.4 Bn

Allocation for PM Awas Yojana in Budget
2022-23

& &

, NIP Report of the Task Force 2020, United Nations, Redseer

Registration and
Formalization of MSMEs

6.6 MM+

Enterprises registered on Udyam portal

so far

Harmonization of
Regulations

Convergence of key NBFC
regulations to Banking
regulations

MSME Credit Gap

~USS 300 Bn

Credit demand from MSMEs still
unaddressed



Our Digital Strategy has Added Self-Reinforcing
Layers to our Traditional Flywheel

ms - > % Investments
" in Digital
More Higher More and
Cross-sell Profitability Capital Digitization
ﬁg First-principles )
Thinking I‘I:LF
Higher o
Operating More Branch
@ Leverage Underwriting Infrastructure G
— [ \| Customer &_, ronger
Lower Credit é‘;ﬁ;‘g:i::‘s Centricity e Customer
Costs, NPAs
\ —

Acquisition
and
Engagemen
S~—'

Efficiency -
@
¢ Best-in-Class @
Greater Cost : Governance ﬁ
Efficiency
\ — H 0

More Deposits

Better CASA
Ratio
‘\ N / -
Credit at
Competitive
Rates .
=
AU Bank Core Approach Better ML / More
2:‘2:“:2 Transactions
——> Traditional Flywheel - ~
Digital Flywheel
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Our Digital Products and Services Are Scaling Well

AU 0101

€,

Video Banking

Credit Cards

Merm |
2,

QRs

uuuuuuuuu

COMMERCIAL BANK

1.05 MM+

Cumulative Registrations
on AU 0101 ™

590,000+

Average Monthly
Active Users (1)

~USS 35 MM

Digital Personal Loans

100,000+

Video Banking Savings
Accounts opened 2

USS 53 MM+

Balance in Video
Banking accounts (1)

41%

Newly acquired Savings

25,000+

Monthly run rate of
credit cards issued (1)

70%

cards issued without
manual underwriting 1)

49%

First-time credit card

480,000+

Total QR Codes
installed (1)

120,000+

New to bank merchants
acquired via QR codes 2

68%

Increase in CASA AMB

Disbursed (! accounts via Video users (1) post QR Code install (1)
Banking (@
Notes:
1. As of 31-Mar-22
2. InFY22

3. For Q4FY22
7



Digital-led Strategy is Delivering Faster Customer
Growth While Also Diversifying Our Customer Base

Accelerating Customer Acquisitions Cumulative Registrations on AU 0101

AU
SMALL
FINANCE
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A SCHEDULED COMMERCIAL BANK

Significantly Lower Customer Acquisition Cost (CAC)

250,000+

Non-AU Customer
Registrations (2

Cumulative customer Base, # MM # MM

Savings Account CAC, Indexed to 100 (2

<50

0.23 0.32 0.44 0.59 100
, /g/o/o 1.05
7 Faster pace of
O/O——O/O/O_Q 0 acquisitions 0.74
. through digital 0.45 0.58
FY20 Q121 Q221 Q321 Q421 QI122 Q222 Q322 Q422 QIFY22 Q2FY22 Q3FY22 Q4FY22 Branch
o MAUs (# MM) Bl

e==Q== Customers Acquired Through Physical Channels Total Customers

Robust Activation Levels with Increasing Levels of Adoption (2

Digital

Video Banking Providing us Access to a Differentiated Customer Base (2)

] 8

86% 97% 87% 80% 47%

New customers acquired New customers are Salaried
in Urban Areas Professionals

Non-financial txns.
executed digitally

Financial tfransactions
executed digitally

First month AU 0101
Activation

Notes:
1. Digitally acquired customers are New to bank customers acquired through digital products/channels (Digital Savings Accounts, Credit Cards and UPI QR)

2. Asof 31-Mar-22
3. Monthly Active Users

70%

New customers in the 19-32
Age Bracket



Our Key Competitive Moats

A SCHEDULED COMMERCIAL BANK

Deep Understanding of Customers, Credit and Collections Along with the Pull of the Banking Platform
- 27 years of experience in serving new-to-credit, underserved customer base of self-employed and small
merchants in tier-2+ markets

Building strong digital touch-points for every aspect of the customer journey while driving digitization and
automation across operations

Built Granular, Scaled, Stable and Low-Cost Liability Franchise Within 5 Years
~ Granular, urban-dominated deposit base with healthy CASA ratio of 37% (1) and declining cost of funds

AU
SMALL
FINANCE

BANK

- ~2% GNPA (1 levels despite the COVID pandemic that have sustained through earlier cycles.
Demonstrating right underwriting, customer selection, secured lending discipline and collections strength

A SCHEDULED COMMERCIAL BANK

- Well-diversified, secured loan portfolio (vehicle loans, SBLs, home loans, commercial banking) with
acceleration of customer acquisitions through new-age digital products

Delivering Strong, Profitable Loan Book Growth Year on Year
35% loan book CAGR (Mar-17 to Mar-22) consisting of small-ticket collateralized loans with 5x growth in
customer base, while delivering a 1.9% ROA and 16.4% ROE (1

Seasoned Management Team with Extensive Product Expertise and Successful Track Record
Highly experienced, long-standing management team with a successful execution track record.
Streamlined organizational structure into 10 SBUs (2 for driving scalability

Notes:

1. For FY22 9
2. Strategic Business Units
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0 Scale retail focused, sustainable liability franchise

e Drive Sustainable growth from existing products
and segments

e Build a Tech-led ecosystem

0 Strong risk management and controls

e Develop a highly empowered and capable team
Q Enhance our brand identity

ﬂ Strengthen our ESG commitments



Retail-Focused Liability
Franchise
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Large, Growing Addressable Deposit TAM

A SCHEDULED COMMERCIAL BANK

Large and Growing Deposit Market Provides AU Bank Massive Room for Growth

US$ Bn
Total Bank Deposits
(Dec-21)
Total Bank Deposits US$ 2'1 58 Bn
(Jun-17)
USS 1,433 Bn CAGR: 9.5%
AU Bc.mk AU Bank Market AU Bank
Deposits (1) Share - 0.3% Deposits (2
USS 0.1 Bn US$ 7.0 Bn

from 27.6% in Mar-17 to 36.6% in Dec-21

[ Deposits held in Private Banks @) have increased ] [

0.7% of Bank Deposits are held in Small Finance
Banks as of Dec-21
Source: RBI Bank Deposits Database (Dec-21 and Jun-17)
Notes:
1. Total deposits as on 30-Jun-17
2. Total deposits as on 31-Mar-22

3. Includes private banks, foreign banks, small finance banks and payment banks’ deposits

RETAIL-FOCUSED LIABILITY FRANCHISE 12



Growing Urban CASA Customer Base is a Key Priority

A SCHEDULED COMMERCIAL BANK

Accelerating Acquisitions

Unique Approach to Customer Targeting and Deepening Engagement Targeted Geographic Expansion
Acquiring High Quality Retail Customers Acquire and Engage Retail 1
Through Premium Offerings (1) Customers Through Differentiated
Products and Services \ /

S
Focus Segments 280

Royale and Platinum (‘:3;5,3‘3*
’ N Accounts ‘#g.;-,.,
L
Family Banking OUSEWIVES / sma “Oﬁ%};& $
Entrepreneurs l&éﬂ?‘ )
Video Banking Fﬁﬁﬁ'@;{?‘t‘
e i
Senior Citizens _ SN e .
Credit Cards {&t’l."
[l
w
Differentiated and Diversified Base of Scaling Merchant Base Through S
Small Merchants/Businesses Transitioning from Relevant Products / \
Informal to Formal Banking (1)

) Doctor l
Kirana Stores clinics

Merchant QR Codes Expanding to Select New Geographies
Wholesalers, Coaching and Deepening Existing Geographies (2)
Distributors Centers
Srele S 1 8 states 2 Union Territories
Ingie >tore Customized Cash
Pharma .
Garages Retailers Management Solutions 230 Districts 703 Locations

Notes:
1. Royale and Platinum Accounts on Savings account; Maximum and above Account variants on Current account side
2. Asof 31-Mar-22
RETAIL-FOCUSED LIABILITY FRANCHISE 13



Disciplined, Tech-Led Approach to Branch Banking

A SCHEDULED COMMERCIAL BANK

Growing Reach via Physical Branches and Improving Density via

Clear Execution Principles to Branch Banking Digital Banking

Communication
& Engagement

- Addressing Customer Base
Through Phy-gital to Increase
Conversions

- Expanding Catchment Area via
Phy-gital Distribution to Enable

Larger Coverage of Metro Areas
Primary .
with Fewer Branches
Account Digital First
Transition
A SCHEDULED COMMERCIAL BANK @ Branch Location M Phy-gital Catchment Physical Catchment
Rising Sales-Force Efficiency Through Digitalized Tools
T Smart Dashboards
\/ Fully Digitalized Sales Team For Real fime racking
Clear Customer Effective Sales
& Market & Resource CRM solutions for 360 De i i
. gree U Capsulised Targets with
Segmentation Management Customer View @ Built-in Gamification
Localized salesforce with deep 34% Sales Employees Opened
understanding of regional 7+ Premium CASA Accounts,
- behavior increase of ~5x from earlier (1)
Note:

1.  Compared between Mar-22 and Jun-21 (before and after implementation of salesforce gamification initiatives)

RETAIL-FOCUSED LIABILITY FRANCHISE 14



Growing Liability Customer Base Accompanied with

Increasing Engagement Levels
FY19
336,000+

Transacting Customers

FY22
781,000+

New-age Digital Products and
Services providing strong Hooks for
acquisition and engagement

AU
SMALL
FINANCE
BANK

A SCHEDULED COMMERCIAL BANK

e N
e cut +17% @ Auvoio
ransacting Customers as
% of Total Customers 38% 55% e Vid Banki
ideo Banking
Avg. Monthly Transactions 5.6x .
/ Transacting Customer 406 25.8 o Credit Cards
Retail Customers
[ Products per Savings Account Customer has increased from 1.37 (FY21) to 1.52 (FY22) ] o Personal Loans )

FY19

Transacting Customers

Transacting Customers as
% of Total Customers

Avg. Monthly Transactions
/ Transacting Customer

FY22

Products per Current Account Customer has increased from 1.34 (FY21) to 1.90 (FY22)

RETAIL-FOCUSED LIABILITY FRANCHISE



Driving Diversified, Growing, Urban Deposit Franchise

A SCHEDULED COMMERCIAL BANK

Large Share of Indian Deposits Are Concentrated in Top
Rapidly Growing, Granular Deposit Base Metros and Urban Areas

US$ MM, %

52% Share in Indian Bank Deposits of Top 6 Metropolitan Regions

Created specialized verticals to provide customized solutions to various K
and Next Top 20 Cities (1)

customer segments (Current Accounts, KAM, NRIs, TASC, Enterprise
Salary, Wholesale Deposits, Co-operative Banks, Government Enterprises,
NBFCs and Financial Institutions Group)

Increasing Deposits from Urban Markets

7,011
5%
P 77% Share of AU Bank Deposits Base from Urban Markets in FY22
vs 74% in FY21
4,797 s
3,489 16% . . . . .
4% g Rapidly Growing Our Deposit Base in New Geographies
_ Built Meaningful Deposit Base in a Short Period of Time in New Geographies:
e Uttar Pradesh, Southern and Eastern India
4.6x
Mar-20 Mar-21 Mar-22 US$ 38 MM USS 172 MM
® Individuals + HUF = Corporates Bank Govt (8 branches) (1 6 bra nCheS)
+ Sole Proprietor + Partnership Tasc

Source: RBI Bank Deposits Database (Dec-21), Census 2011

Notes:
1. Top 6 Metros — Delhi NCR (includes Faridabad, Gurugram, Ghaziabad, Gautam Buddh Nagar), Mumbai (includes Mumbai Suburban, Thane and
Raigad), Bengaluru (Urban), Hyderabad, Kolkata and Chennai. Next 20 cities as per Census 2011 for which data available in RBI database and not

already included in Metro regions RETAIL-FOCUSED LIABILITY FRANCHISE 16



High-Quality Loan Book
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Large, Underpeneirated Credit Opportunity in India

A SCHEDULED COMMERCIAL BANK

~US$ 500 Bn Opportunity in MSME Lending
ﬂlarge and Growing Credit Opportunity

that is Still ~60% Unaddressed
US$ Bn US$ Bn
Total Credit Market
USS 2,092 Bn
Total MSME Addressable
Credit Demand (2019)
)
USS 493 Bn
Total Credit Market Total Retail Market
ora redi arke
USS 1,085 Bn USS 1,033 Bn
Formal Credit
Total Retail Market
AU Bank
USS 541 Bn Loan ngk 2 Supply (2019)
AU Bank US$ 6.4 Bn US$ 1 93 Bn
Loo$|n Book CAGR: 1 7.8%
US$ 1.4 Bn

Digitally disbursed retail loans (by Banks and NBFCs) to rise:
Expected to increase from ~US$ 18 Bn in FY21 (~10-11% of total disbursements) to ~US$ 107 Bn in FY24E (25-30% of total disbursements)

Source: CRIF Report 2021, RBI Report on MSMEs - 2019, RBI Database, Redseer
Notes:
1.

FY17 numbers based on growth from FY17 to FY21: retail loans growth of 91% to INR 77.5 L Cr, microfinance loans of 157% to INR 2.5 L Cr and commercial loans of
93% 1o INR76.9 L Cr

2. Based on AUM as of 31-Mar-22; AUM as of Mar-21 was ~US$ 5.0 Bn

HIGH-QUALITY LOAN BOOK 18



Comprehensive Porifolio of Traditional, Secured and Granular
Products Addressing Diverse Banking Needs of Our Customers

Mar-22 AUM GNPA (as % of | Contribution from Avg. Ticket Size
it (1) i °

Vehlcle - ~4
5 Loans 1996 2.3 14.0% 2.5% 74% 99% 4
Secured
Business 2007 2.2 15.0% 2.6% 75% ~100% ~11.2
2017 0.4 11.5% 0.5% 67% ~100% ~13.9
0%“ pusiness 2017 0.4 9.3% 0.2% 45% ~67% ~124.6
_E’ anking
£ @ Agri ~ ~
3 %ﬂ AT 2018 0.3 9.7% 0.8% 51% 74% 132.3
£ T NBFcs 2014 0.3 9.7% 0.1% 5% ~0% ~2,071.1
§
O Real
Estate 2013 0.1 14.7% 2.3% 6% ~23% ~501.3
Group
[ New, unsecured products like instant personal loans and BNPL being launched based on digital-led customer insights; to be scaled cautiously ]
Notes: All figures as of Mar-22 HIGH-QUALITY LOAN BOOK 19

1. Excludes Other loans, that includes OD, FD, gold loans, personal loans, credit cards, etc.
2. Core Markets are smaller centers in rural/semi-urban which typically have a local economy built around agriculture and small businesses, and which have been our fraditional markets for lending
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Ouir First Principles-Based Lending Strategy

A SCHEDULED COMMERCIAL BANK

\

4 N\ [ N [

Small Ticket Size Secured, Risk-based Pricing Productive, Priority Sector Loans
Small ticket financial solutions Disciplined approach to ensure secured loans Large share of loans towards employment
addressing multiple banking needs backed by assets at the right price and income generation in priority sectors

~USS$ 5,300 ~USS 200 ~93%  13.7% ~82% ~87%

Loans for Employment and Priority sector Achievement

Avg. Loan Ticket Size Avg. Instalment Size Secured Loan Portfolio Yield ) ' s b= liese 75
\ Book / \ ncome Generarion agains ° requiremen /
4 = N N [ )
K < =7
Customer Service our Forte Pristine Asset Quality
Deep understanding of core market Backed by deep underwriting ability and
customers and their requirements, and secured lending discipline
tailoring of our products around their needs
2.0% / 0.5%
GNPA / NNPA

- /. J

Notes: All figures as of Mar-22
1. AUM Yield excludes OD FD, and is calculated as the weighted average of the respective month yield on outstanding AUM in the respective period

2. ~82% of the loan portfolio in vehicle loans and small busines loans segments (together ~70% of total loan portfolio) put to business or agricultural use
3. PSL achievement is the average achievement for the four quarters of FY22 HIGH-QUALITY LOAN BOOK 20



We have Built a Truly Secured and Granular Retail
Franchise

3%

Retail Loans (1)

Secured Loan Book

otes: All figures as of Mar-22
etail loans defined as per the RBI definition

HIGH-QUALITY LOAN BOOK 21



Resilience of Asset Quality Through Various Cycles, Further
Aided by Our Underwriting of “New to Credit” Customers

DPDs for Major Events across the Cycle

90+ DPD%
Consistently Controlled and Low DPDs across Distress Events
Demonstrate the High Quality and Accuracy of our Underwriting
Capability
4.2% 4%
3.8% 3.6%
2.6% 2.4% 2.5%
1.9%
Global Financial Crisis  Oil price increase Demonetization Covid Pandemic
(May'08 - Sep'09) (Sep'13 - May'15) (Sep'15 - May'17) (Jan'20 - Sep'21)

m Peak Average

A SCHEDULED COMMERCIAL BANK

DPDs for Overall Porffolio v New to Credit (NTC) Customers
90+ DPD%

Strengths in our Underwriting and Deep Understanding of Such

Lower DPDs for NTC Customers Demonstrates the Differentiated
Underserved Segments

3.2%
2.5% 2.6%) 5,
2.6%
2.4%2 4% 2.1%
1.9%
1.6% 1.5%
0.7%
FY20 FY21 FY22 FY20 FY21 FY22

Vehicle Loans Small Business

90+ DPD Loans 90+ DPD

B Overall NTC

HIGH-QUALITY LOAN BOOK 22



Our Disciplined and Differentiated Approach has Resulted

in Strong, Resilient Collections Across Cycles

Product-specific Collection Teams

Data-Analytics Driven Decision Making

Real-time Tracking Dashboard

0,
q 000 P Specialized Functional Teams for every Aspect

Protection through Insurance against Collection
Defaults

A SCHEDULED COMMERCIAL BANK

Sharp Recovery in Collection Efficiencies Amidst Covid

%
125% -

100% =

75% -

50% -

25% A

0% -
Apr-20 Jul-20 Oct-20 Jan-21 Apr-21 Jul-21 Oct-21 Jan-22

Strong Collection Efficiency

% COVID Impact 106%

\/

98%
92%

FY20 FY21 FY22

HIGH-QUALITY LOAN BOOK 23



Building a Tech-Led
Bank




Truly Digitized Ecosystem of AU Bank

AU 0101: Retail Banking . .
Video Banking B95  Merchant QR Codes @] Corporate Internet
- Super App [EoA - Banking
f;fg:\;“{:::‘s"d @= Digitized Vehicle Loans
Qgﬂ: Transaction Banking (€
— . . . . = and Trade Finance [ erchant tending
Ess Digital Payments and Digital Insurance
=) Lifestyle Services Marketplace
= = ey eHeie &  Ecosystem Parinerships Banking Super App for
= Wealth Management =@ (BNPL) ! 278 (Acct. Aggregators, OCEN) &2  Merchants
U 1

FULLY DIGITIZED OPERATING LAYER

ol Salesforce
MODULAR, SCALABLE AND PLUG-AND-PLAY TECH BACKBONE

Robust API @ e baseq - Best-in-class Cloud Ready | Team of Data
Data Analytics . of ST I T
Backbone Platform d Cybersecurity Infrastructure { Scientists

|:| Live offering :_____: In process

Branch Banking
Automation

7 o, | Robotic Process
A% | Automation

§
o
X

BUILDING A TECH-LED BANK 25



AU 0101: Digital Banking and Commerce Super App
for Retail Customers —

Savings Accounts

Seamless, digital new customer onboarding Digitally-issued, new-age Credit Cards

Hi XXXXXXXXX

~‘| ,‘I OO Delighted to see you ~25'000

. . Experience the Simplified Bankin
Avg. Daily New Savings Accounts () P i iz Monthly New Credit Cards Run-rate 2

Payments Solution Loans

‘ Explore

Digital payments of bills and for direct transfers

0.5 MM+

eg‘%g Pre-approved, customized loan offers

USS 35 MM+

B
&

Avg. Ddaily Transactions (') Digital Personal Loans Disbursed 2

Digital Insurance Marketplace o S ) [T U2
Online marketplace for comparing and purchasing ey IHI 7 @ Invest across FDs, Mutual Funds, Sfocks, IPOs

policies across mulfiple industry-leading partners

Personal Finance Products

Lifestyle Services Instant personal loans, personal finance

Flights, hotels, calbs, other bookings digitally management, BNPL and remittances )

Celebrity Edition
Nofes: Altura Credit Cards
1. For Mar-22
2. Asof 31-Mar-22 m—
3. BNPL and remittances are in process of being HuMSE Hal |

launched BUILDING A TECH-LED BANK 26




Video Banking has Demonstrated Strong Momentum

‘A SCHEDULED COMMERGIAL BANK

Increasing Momentum in Gaining Access to Younger,
Acquisitions through Video Urban, Salaried Customers
Convenient, Secure and Personalized Solution Strong Service Capabilities Banking Through Video Banking

200+

Video Bankers (1)

400+

Types of Service
Requests available
on Video Banking (!

>3X

Increase in Daily
Video Banking Calls
Since Launch (4

Notes:

1. Asof 31-Mar-22
2. InFY22

3. For Mar-22

4.  For Q4FY22

100,000+

VKYC Savings Accounts
opened (@

USS 53 MM+

Balance in VKYC
accounts (1)

41%

Newly acquired Savings
accounts are via Video
Banking (4

80%

Customers acquired
are Urban Customers )

477

Customers acquired
are Salaried
Professionals ()

70%

Customers acquired
are Aged 19-32 (1)

BUILDING A TECH-LED BANK 27



Highly Engaging, Digital Journey for Credit Card

Customers
1,70,000+

Credit Cards (1)

40%

Credit Cards in Core Markets (1)

57%

% e-Commerce Spends on Credit
cards @

70%

Cards Issued without any Manual
underwriting (V)

49%

First-time Credit Card Customers (1)

53%

Credit Cards Purchase-Active after 30
Days (M

81%

Credit Card Customers who have
Activated their Cards (1)

Notes:
1. Asof 31-Mar-22
2. For Mar-22

Online Card
Management

{ B creditcard

oA
ANKUR NAHATA

View Details

VISA

Signature

Credi svailable Cas!
Linit

3784.00 ¥ 2.99.216.00 ¥90,000.00

Pay Bill

B & & H

View Reward Offers Service
Statement Paints Request

Easy Online
Limit Setting

< Manage Credit Card

ANKUR NAHATA

4655 XXXX XXXX 8654

@ Please note these are daily limits

Domestic Usage

ATM Usage Limit

Q

%90,000

POS Usage Limit

Ecom/Online Usage Limit

300000

Personalized
Rewards

Reward Points

Card

AU
SMALL
FINANCE
BANK

A SCHEDULED COMMERCIAL BANK

ANKUR NAHATA (€]

4655 XXXX XXXX 8654

REWARDZ

Redeem Now

o)

Xpress EMI
Option

< Xpress EMI
ect Cord

ANKUR NAHATA

ETTA CREDIT
ry

4655 XXX XXXX 8654

Below transactions are eligible for EMI
conversion (Xpress EMI)

SortBu: Recent™

From To
16/03/2022 ] 26/04/2022 [

37.514.00
Zaakpay-Yatra Online 11 Apr 2022
P NEW DELHI IN
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Our QR Code-Led Merchant Acquisition and
Retention Engine Scaling Up Meaningfully T

Cumulative QR Codes Installed and New Merchant Acquisitions via QRs

# 000s 68%

Increase in Avg. Monthly
balance post QR install (2

65%

Activation Rate ()

480

~USS$ 87 MM

Credits received in AU
Bank Accounts via QR
transactions (3

300

120,000+

New-to-Bank Merchant
Customers acquired ¢4

200

100

70,000+

Monthly QR Acquisition
Rate (2)

QIFY22 Q2FY22 Q3FY22 Q4FY22

e Vler e V(B
NNV NNV

Cumulative QR codes installed - Of which, new-to-bank merchants acquired

Notes: All figures as of Mar-22 unless stated 3. For Q4FY22
1. On QR Codes installed fill 31-Mar-22 4. InFY22
2. As of 31-Mar-22
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Building an Integrated, One-Stop Digital Bank for

Merchants

Advanced Analytics for
Business Insights

Digital Trade and Supply
Chain Finance

Self-service
Digital Onboarding

Instant
Credit Decisioning

Merchant

‘A SCHEDULED COMMERGIAL BANK

Digital Collections

Online Solutions for
Payments, ePOS

Recurring, Small-Ticket
Financing Solutions

VAS: Accounting, Inventory
Management, Digital
Storefront

BUILDING A TECH-LED BANK 30



We Have Made Investments in Core Technology

A SCHEDULED COMMERCIAL BANK

Data and
Analytics
Platform (1)

Transform Cloud Ready

Robust API Defense

the Core Infrastructure Backbone in depth

* Modular microservices * Enabling Cloud Journey » Scalable platform on » Architecture based on » Cyberresilience
based architecture for Applications through the cloud Open Banking standards competencies

right Tech, process « Drive data culture, draw + 400+ Bank API available » Real-time Transaction
on.d MOTU”TY insights with analytics - Developer Portal Monitoring

* Building DevSecOps for payments « Built strong Threat
Platform on Cloud and onboarding Intelligence tools

* In-house capability
for cyber

Breach Assessment

\@ /\/\/\ oo~ - )

Note:
1. Data platformis still in process of being set up

BUILDING A TECH-LED BANK 31



Omni-Channel Touchpoints Across the Banking
Platform are Powering Our Data Science Engine

Digital Touchpoints

AU 0101 App
&

7
7

200+ Video Banking
Team ()

Customers

/
1
480k + Q <%—%O
AU Bank
\
\

Daily WhatsApp
~ ‘I .2 k Banking and Chatbot
requests handled (2
\

N < -
1 70 k+ Credit Cards ()

Notes:
As of 31-Mar-22

Avg. 839 WhatsApp banking and 355 Chatboft service requests completed, figures for Mar-22

1.
2.
3. ForFY22
4. 5x growth between Jun-21 and Mar-22

Touchpoints ()

ATMs ()

Direct Selling
Team (V)

AU

A SCHEDULED COMMERCIAL BANK

Physical
touchpoint data | Accelerating Issuances
processed by of Digital Loans
data science
engine Customers converted across
all pre-approved offers @)
Powering our Digitization-led Growth

relevant. business in Premium Accounts

focused-insights
Growthin % of sales

employees opening 7+
Premium CASA Accounts ¢

BUILDING A TECH-LED BANK 32



Our Board and
Management Team




Our Distinguished Board Members

A SCHEDULED COMMERCIAL BANK

Raj Vikash Verma,

Chairman and Independent Director

* Has held several leadership positions in
the financial services sector including
CMD at NHB, Officiating Chairman of
PFRDA and IMGC

*  Member of Advisory Committee of IBBI

Harun Rashid Khan,
Non-Executive Director
+ Former Deputy Governor and the Executive

Director af the Reserve Bank of India (RBI)
between 2011 and 2016

» Served on boards of several banks and
regulatory bodies like NABARD

Kamlesh Vikamsey,

Independent Director (Additional)

« Senior Partner, Khimiji Kunveriji & Co.,LLP, CA

»  Chairman, IMAC and Member (AC), World
Metrological Organization (WMO)

*  Ex-Chairman, Audit Advisory Committee,
UNICEF

M. S. Sriram,

Independent Director

Chairperson of the Centre for Public
Policy and Faculty member at [IMB
and Distinguished fellow at IDRBT

Director on board of IDMC, NDDB
Dairy Services and other institutions

Independent Directors

Pushpinder Singh,

ndependent Director

Member of the IT Strategy
Committee of the Board of SIDBI
Earlier associated with NPCl as
consultant on financial inclusion
and new business

Jyoti Narang,
Independent Director

«  Formerly COO of The Indian Hotels Company,
with 40+ years of senior leadership experience
in the hospitality industry

Krishan Kant Rathi,
Independent Director

« Serves on the Board of Future Consumer, Future
Generali Life and Future GeneraliIndia

« Former CFO, Future Consumer and President-
Finance, H & R Johnson India

V. G. Kannan,
Independent Director

« Former MD, SBI;

+ Ex-Chief Executive, IBA

*  Member, Governing Council, IIBF

Executive Directors

Sanjay Agarwal,

Managing Director & CEO

» Promoter of AU Small Finance Bank

« Recipient of several prestigious
awards for Entrepreneurship
including EY Enfrepreneur of the
Year 2017, Business Leader, ICAI
Awards, 2017

Uttam Tibrewal,

Whole Time Director

« Over 17 years of experience in
financial services

« Responsible for supervising several
functions and departments
including vehicle, home, small
business loans

OUR BOARD AND MANAGEMENT TEAM
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Leadership with Strong Execution Track Record, Seasoned
SBU Management Team and Independent Control Functions ™

AU

SMALL
1 FINANCE r
BANK

A SCHEDULED COMMERCIAL BANK

Sanjay Agarwal Uttam Tibrewal Vimal Jain

Manmohan Vivek Tripathi
Founder, Executive Chief Financial Parnami Head of Human
Managing Director Director Officer Company Resources

and CEO Secretary

Deepak Jain

Ashok Khandelwal Vinay Vaish Farhan Ahmed Amit Mathur £ % W Vikrant Jethi

Chief Risk Chief Compliance Head of Internal Chief Vigilance Head of Credit: * £ Head of

Officer Officer Audit Officer Commercial o Collections
Banking
01 - 102 - 03 | 04 - 105 - 06 |- 07 - - 08 | - 09 - .10

. Secured Business . Commercial . " Merchant Solutions Treasury, DCM & Financial & Digital

Branch Banking Wheels . Housing Loans Banking Digital Banking Credit Cards Group Wholesale Deposit Inclusion

Y
{’ .
Rishi Dhariwal Bhaskar Vittal Amar Bahl Ashish Gorecha Vivek Tripathi Ankur Tripathi Mayank Manoj Tibrewal Yogesh Jain Sunanda Sharma
Karkera Chief Information Officer Markanday Chief of Staff

OUR BOARD AND MANAGEMENT TEAM 35



Ovur Independent Governance Framework

A SCHEDULED COMMERCIAL BANK

Board of
Directors

IT Strategy and Information

Audit Committee = ---------- Systems Security Committee

Nomination and

Risk Management Committee Remuneration Committee

Compliance Risk : Information System
Audit Fraud Customer Service Committee
Whistleblower/Vigilance IT and Cyber Security

Our Key Control Committees of the Board are Completely Independent

Audit Committee Risk Management Committee Nomination and Remuneration Committee
Mr. Krishan Kant Rathi (Chairperson) Mr. V G Kannan (Chairperson) Mr. M S Sriram (Chairperson)
Mr. M § Sriram Mr. Krishan Kant Rathi Mr. Krishan Kant Rathi
Mr. V G Kannan Ms. Jyoti Narang Ms. Jyoti Narang
Mr. Kamlesh Vikamsey Mr. H. R. Khan Mr. H. R. Khan
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Highly Seasoned Bench Strength of Managerial
Experience T/

i T

~350 7+ years 11%

Attrition at VP and above
designations in FY22

Employees of Designation of Average vintage of Senior
Vice President or Above Management Team

Note: All figures as of 31-Mar-22 OUR BOARD AND MANAGEMENTTEAM 37
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Our Brand Campaign Reflects Our Initiatives

A SCHEDULED COMMERCIAL BANK

Video Banking ! Har branch, : Ggflaanag\;e
. . 1 1 J
kahin se bhi I home bfanCh I exclusive business
| | benefits
1 1
1 1
I BADLAAV I BADLAAV
BADLAAV I I
HUMSE HAI ! HUMSE HAI ! HUMSE HAI
1 1
1 1
Download 1 Download 1 Download
@ | 0% | O
BADLAAV BADLAAV BADLAAV
HUMSE HAI HUMSE HAI HUMSE HAI

Everyone does not
have a credit card.

Aisa Kyun?

For banking work,
you heed to visit
the bank.

Aisa Kyun?

1
1
1
1
1
1
Loan pe toh interest X
1
1
1
1
1
! )
1
1
1
1
1
1
1
1
1
1
1
1
1

lete hai monthly,
par savings account
pe dete hai quarterly.

1
1
1
1
1
1
1
1
1
1
1
1
: Aisa Kyun?
1
1
1
1
1
1
1
1
1
1
1
1
1

AU Bank Credit Cards, now for
everyone.

AU Bank deta hai savings account
mein interest, Monthly.

and get all your AU Bank work done.

AU 0101

Just a Video Call from anywhere
interest p.a.

=
OPEN YOUR ACCOUNT ViA AU 0101 APP 9 EXPERIENCE VIDEQ BANKING ON AU 0101 APP 7
Bomload App | [EFERE e O ) *-k Sowrtosd vy | IR
A e = -
& ®p |z L LN
o =} R

F

AU 0101

AU 0101

AU 0101

Note: “Badlav Humse Hai"” brand campaign launched in Aug-21 OUR BRAND IDENTITY 39



Our Brand Campaign Reflects Our Initiatives (Cont’'d)

A SCHEDULED COMMERCIAL BANK

BADLAAV
HUMSE HAI

AU 0101

BADLAAV
HUMSE HAI

7%
\pa.)

Interest on loans is charged One must visit a bank for all
monthly but interest on your banking needs. Aisa Kyun?
savings account is credited
k Bank from anywhere with
quarterly. Aisa Kyun? Video Bankings

Get 7% p.a. interest with
monthly payout.

( @\
| |
Not everyone gets a
Credit Card. Aisa Kyun?
Now an exclusive Credit
Card for everyone.

Complete banking services
are available only at a
Home Branch. Aisa Kyun?

Every branch is now your
Horme Branch.

27 years of Building Trust CELEBRATING

| A BIG
e THANK YOU!

payments only. Aisa Kyun?

To deposit cash, a slip must
be filled. Aisa Kyun?

No more deposit slips. Get your own UPI QR Code ‘Your unwavering faith has helped us bring Badlaav in banking. As we
Instead get a deposit receipt. with exclusive business celebrate 5 glorious years of our banking journey, we take this
benefits. opportunity to thank you from the bottom of our hearts. With your

continuous support, we have not only withstood the test of time but
built a strong foundation to become a Tech-led bank.

To acknowledge your support and make you a part of this milestone,
the Board has recommended BONUS SHARES & DIVIDEND™ to the
shareholders for FY22.

YE 13
“INDIA’S LARGEST SMALL FINANCE BANK ecam i o - ' BANK.NG

We look forward t serve as your trusted banking partner for years to

E E DEPOSHE&P TO Comn. §

" INSURED H

E & THROUGH g

e [ DICGC INDIA’S LARGEST SMALL FINANCE BANK* :

27.5 Lakh+ customers served by 28,000+ employees & growing

Note: “Badlav Humse Hai"” brand campaign launched in Aug-21 OUR BRAND IDENTITY 40



Our Brand Campaign Has Sirengthened Our Brand

|dentity

Garnered Robust Viewership Metrics (il Mar-22)

A SCHEDULED COMMERCIAL BANK

Rise in Unique Visitors on Web platforms

1,070+ MM

Ad Impressions

170+ MM

Video Views

Increase in Monthly Search Volumes

000s

1,986

S

234
I

Apr-21

Mar-22

Massive Uptick in Monthly Total Unique Leads

000s

595
2. 3*
263
Apr-21 Mar-22

000s
289.0

05

6.8

Apr_2'| Mar-22
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Deep ESG Commitment




Our Business is Based on Social Principles

A SCHEDULED COMMERCIAL BANK

Stepping up efforts to accelerate energy
transition by
(EVs, batteries, solar and CNG vehicles)

Building up India’s
while creating long-term wealth

Loans not for consumption but purely for g : o1in : &
(minimal social or environmental impact)
projects of Equator Principles
with strong ability to price Historically to

risk ensuring

e such as oil and gas, metals
for first-time formal borrowers

and mining and coal

Seasoned, renowned Board with majority

Enabling the underserved access fo o independent directors since even before

stable and low-cost source of credit

the IPO
PN Sourcing granular liabilities from urban ESMS procedures (1l and decision-making
H:I]:II centers and lending in rural, semi-urban process incorporated at each stage of
— markets sustainably at lower lending costs transaction appraisal and monitoring
Differentiated underwriting capability and Strong data privacy policies and ISO
customer understanding enables serving 27001:2013 certified cybersecurity
the semi-urban, rural markets profitably standards

Note:
1. Environmental and Social Management Systems DEEP ESG COMMITMENT 43



Our ESG Initiatives Touch Several Key Issues Faced by

Our Communities

Environment

gg Funding solar projects, electric vehicles,
=2 other green energy projects

Paperless customer onboarding, transactions
@D fo optimize environmental consumption and
minimize carbon footprint

Server virtualization to reduce energy
consumption while boosting system
efficiency and agility

E-waste management through authorized
recyclers and reuse of electronic devices to
minimize e-waste

Rainwater harvesting systems installed at
several branches. Plantation drives including
supporting urban jungles / urban forestry
programs

Notes:
1. As of 31-Mar-22

o £ B = o

()

Social

Providing income-generating loans, access
to social security schemes and facilitating
credit flows to vulnerable sections of society

Supply of credit to SMEs, marginal farmers,
micro and small industries, and other
unorganized sector entities

Confinuously increasing footprint in Special
Focus Districts (constrained by various
economic, physical, sociological
characteristics)

Self-reliance programs for youth through
vocational and interpersonal fraining,
women empowerment, financial literacy
camps and assistance to Self Help Groups

Dedicated cenfral team, designing,
developing, and rolling out financial and
digital literacy initiatives to empower
vulnerable segments of society

> b

®
[

@

A SCHEDULED COMMERCIAL BANK

)

fa—

Governance

4-tiered governance framework ensuring
prompt, responsive complaint resolution and
confidentiality of complainants’ information

Combating financial crimes with strong
whistleblower, anfi-bribery, corruption and
anti-money laundering policies

Strong data privacy policies and disciplined IT
risk management based on Confidentiality,
Integrity, and Availability (CIA)

Specialized group of Risk, Control and
Governance to ensure effective internal
controls

Active participation in public forums on issues
and policy matters that impact the interest of
stakeholders and industry
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Our ESG Achievements

A SCHEDULED COMMERCIAL BANK

98%

% Loans disbursed in FY21 that
are <USS$ 33,300 ticket size, by
number

18,947 MWh

Electricity saved using 18,000
ACPI enabled devices and
Virtualizing of Servers

8,000+

Freshers & first-time Job seekers
hired since bank launch

8%

Green portfolio in our Vehicle
Loans book

377 87%

Women Lending porifolio in Priority Sector Lending
FY21

9.4 tons

E-waste disposed-off through
Authorized Recyclers

USS 384 MM

MUDRA Loans disbursed in FY21

45%o

CAGR in employee base in 10
years

1,000+

Women empowered through
CSR programs

25%

Borrowers are New to Credit
(NTC) in FY21

FAA+/Stable

FD Rating by CRISIL
Ratings

Note: All figures as of Mar-21
DEEP ESG COMMITMENT 45



Extensive Efforts in Increasing Financial Inclusion
and Literacy T

I {o)

Universal Access to Financial Services Supporting Affordable Housing Financial Literacy & Education
46 USS 197 MM 2,101
Special Focus Districts (SFDs) already AUM under PM Awas Yojana for Financial literacy camps in rural, semi-
under footprint for financial inclusion (1) affordable housing (! urban geographies and urban slums (1)
* 1,906 Active Employees in SFDs (1) * 200k+ Stakeholders reached out to

through state-wide touchpoints 2

62% UsS 104 MM 2,689

Touchpoints in unbanked rural areas, AUM under Real Estate Group (1) to meet Economically underprivileged youth made
rural areas, semi-urban areas () credit needs of small builders operating job-ready through skill development
in affordable housing Segmenf Tr(]ining ThrOUgh AU Skills ACOdemy )

e 2,250 Youth have already become
financially independent) (1)

Notes:
1. As of 31-Mar-22
2. Inshiof—QQ o DEEP ESG COMMITMENT 46



Financial Overview




Ouvur Financial Strengths

A SCHEDULED COMMERCIAL BANK

Granular, Sticky Liability Franchise that Continues to Grow and Provide Cost of Funds Advantage
Robust Growth In Loan Book and Disbursements, While Maintaining Strong Yields

Consistently Maintaining Highly Stable Spreads

Underwriting Expertise Ensuring Strong Asset Quality

Well Capitalized with CD Ratio Below 90%

Consistently Improving Operating leverage

Profitable Franchise Delivering Consistent Returns

FINANCIAL OVERVIEW 48



Summary Financial Metrics (1/2)

‘A SCHEDULED COMMERGIAL BANK

High Quality Liability Franchise Growing Loan Book

US$ MM US$ MM
7.7% 6.8% 5.9% 14.7% 14.4% 13.7%
CAGR: 42% 7,01 1 CAGR: 24% 6,379
,02
4,797 4,119 5.028
= - - -
FY20 FY21 FY22 FY20 FY21 FY22
Cost of Funds Yield
e Stable AUM Spreads (1) a Demonstrating Strong Asset Quality
% %
4.3%
O— —O— 0 _O- 75%
14.7% 14.4% 13.7% 53% 50% 2.0%
1.7%
7.0% 7.6% 7.8% 2.9%
0.8% 0.5%
FY20 FY21 FY22 FY20 FY21 FY22
—0—Yield Spread —0— GNPA NNPA Provision Coverage Ratio

Note:
1. Calculated as AUM Yield less Cost of Funds for the year
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Summary Financial Metrics (2/2)

A SCHEDULED COMMERCIAL BANK

° High Tier-1 and Capital Adequacy Ratios... ... With Healthy CD Ratio
% %
22.0% 23.4% 21.0% Oo— —O0—
— —0
I 103%
96%
88%
18.4% 21.5% 19.7%
FY20 FY21 FY22 FY20 FY21 FY22
Tier 1 Ratio  mCapital Adequacy Ratio =—0— Credit-Deposit Ratio
e Controlled Cost to Income Ratio (1) 6 Strong Profitability
US$ MM UsS$ MM
2
15.8% 12.0% 16.4%
56% 53% 57% 1.6% 1.3% 1.9%
156 151
- = N _90 -
FY20 FY21 FY22 FY20 FY21 FY22
Operating cost to net ~US$ 34 MM investment towards digital ROE ROA
income ratio initiatives, distribution expansion and brand
campaign

Notes:
1. Calculated as Operating Expenses / (Net interest income + Other income)
2. ROA and ROE calculated excluding profit from sale of stake in Aavas Financiers
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Legal Disclaimer

A SCHEDULED COMMERCIAL BANK

This presentation and the accompanying slides (the "Presentation”) have been prepared by and are the sole responsibility of the AU Small Finance Bank Limited (“*Bank”). This Presentation contains selected information about the activities of the Bank as
at the date of this Presentation, unless otherwise specifically mentioned. The information in this Presentation has been collected with the purpose to provide interested parties with information about the Bank including but not limited to its business and
operations. This Presentation does not purport to present a comprehensive overview of the Bank or contain all the information necessary to evaluate an investment in the Bank. This Presentation should be read in conjunction with the Bank's other periodic
and continuous disclosure announcements, which are available at https://www.aubank.in/investors. This Presentation is for information purposes only and is not a prospectus, disclosure document, placement document or other offering document under
any law, nor does it form part of, and should not be construed as, any present or future invitation, recommendation or offer to purchase or sell securities of the Bank or an inducement to enter into investment activity in any jurisdiction. No part of this
Presentation nor the fact of its distribution should form the basis of, or be relied on in connection with, any contract or commitment to purchase or subscribe for any securities or make any investment decisions whatsoever. If there is any subsequent
offering of any security of the Bank, it will be made pursuant to separate and distinct offering documentation, and in such case the information in this Presentation will be superseded in its entirety by any such offering documentation in final form. In
addition, as this presentation only contains general, summary, and selected information about the Bank, it may omit material information about the Bank and is not a complete description of the Bank’s business and the risks relating to it. Therefore, this
Presentation should not form the basis of any investment decision to purchase or sell the Bank's securities. Any decision to purchase securities in the context of an offering of securities (if any) should be made solely on the basis of information contained in
the offering documentation published in relation to such offering. This Presentation is being communicated to selected persons who have professional experience in matters relating to investments for information purposes only and does not constitute a
recommendation regarding any securities of the Bank. Other persons should not rely or act upon this Presentation or any of its contents.

Certain statements made in this Presentation may not be based on historical information or facts and may be “forward-looking statements” by reason of context, including those relating to the Bank's general business plans, planned projects and strategy,
future financial condition and growth prospects, future developments in industry and competitive and regulatory environment. All forward-looking statements are based on judgments derived from the information available to the Bank at this time.
Forward-looking statements can be identified by terminology such as such as “potential,” "opportunity,”" “expected,” “will," “planned,” "

estimated", "continue", "on-going" or similar terms.

Forward looking statements are based on the current beliefs and expectations of the Bank regarding future events, and are subject to various risks and uncertainties, many of which are difficult to predict. Actual results may differ materially from
anticipated results due to factors beyond the Bank's control. Such risks and uncertainties include, but are not limited to, challenges to intellectual property, competition from other products, adverse litigation or government action, and changes to laws
and regulations applicable to our industry. This Presentation also contains certain financial and operational information relating to the Bank that is based on management estimates. These estimates are based on management's past experience and
subjective judgment, and the manner in which such estimates are determined may vary from that used for the preparation and presentation of similar information provided by other companies engaged in the sector in which our Bank operates. Neither
the Bank nor its affiliates or advisors or representatives nor any of their respective affiliates or any such person's officers or employees guarantees that the assumptions underlying such forward-looking statements or management estimates 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, the Bank 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 and management estimates.

The contents of this Presentation are strictly confidential. This Presentation is being provided solely for the information of the attendees and may not be copied, disseminated, reproduced, re-circulated or redistributed, published or advertised in any
media, website or otherwise in whole or in part, to any other person in any manner without the Bank's written consent. The distribution of this Presentation in certain jurisdictions may be restricted by law and recipients by law and recipients should inform
themselves about and observe any such restrictions.

This Presentation is not a prospectus, a statement in lieu of a prospectus, preliminary placement document, placement document, an offering circular, an advertisement or an offer document by whatever named called, and shall not be considered as
an invitation, offer, sale or solicitation of an offer to subscribe for or purchase any securities (whether to the public or by way of private placement) under the Companies Act, 2013, and the rules made thereunder, 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. Additionally, this Presentation has not been, nor will it be, registered, filed, produced or published as an offer
document (whether a prospectus in respect of a public offer or information memorandum, private placement offer cum application letter or other offering material in respect of any private placement under the Companies Act, 2013 or any other
applicable Indian laws) with any Registrar of Companies, the Securities and Exchange Board of India or any Indian stock exchange or any other statutory or regulatory body of like nature in India. This Presentation has been prepared by the Bank based
on information and data which the Bank considers reliable, but the Bank does not make any representation or warranty, express or implied, as to and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the
information contained herein or any statement made in this presentation. The Presentation has not been independently verified. The Bank, and their respective affiliates, promoters, directors, employees, advisers, representatives or any other person do
not accept any responsibility or liability whatsoever, whether arising in fort, contract or otherwise for any facts, errors, inaccuracies made in or omitted from this Presentation To the maximum extent permitted by law, the Bank, and their respective aoffiliates,
directors, promoters, employees, advisers and representatives disclaim all liability and responsibility (including without limitation any liability arising from negligence or otherwise) for any direct or indirect loss, costs or damage, howsoever arising, which may
be suffered by any recipient through use of or reliance on anything contained in or omitted from or otherwise arising in connection with this Presentation.

Information in this Presentation includes information from publicly available information as well as industry publications and other sources. The information contained in, and the statements made in, this Presentation should be considered in the context of
the circumstances prevailing at the time. There is no obligation to update, modify or amend such information or statements or to otherwise notify any recipient if any information or statement set forth herein, changes or subsequently becomes inaccurate
or outdated. The information contained in this document is provided as at the date of this document and is subject to change without notice. Any investor that intends to deal in any existing or prospective securities of the Bank is required to make its own
independent investigation and appraisal of the business and financial condition of the Bank and the nature of the securities at the time of such dealing. Attendees are deemed to represent that they possess, either individually or through their advisors,
sufficient investment expertise to understand the risks involved in dealing in any such securities. No one has been authorized to give any information or to make any representations other than those contained in this Presentation, and if given or made,
such information or representations must not be relied upon as having been authorized by the Bank or their respective affiliates. The information in this Presentation does not constitute financial advice (nor investment, tax, accounting or legal advice) and
does not take into account an investor's individual investment objectives, including the merits and risks involved in an investment in the Bank or its securities, or an investor's financial situation, tax position or particular needs. Past performance information
in this Presentation should not be relied upon as an indication of (and is not an indicator of) future performance.

Certain data contained in this Presentation was obtained from various external data sources, and none of the Bank nor its affiliates or advisors or representatives has verified this data with independent sources. Accordingly, the Bank and its affiliates,
advisors and representatives make no representation as to the accuracy or completeness of such data, and such data involves risks and uncertainties and is subject fo change based on various factors.
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https://www.aubank.in/investors

THANK YOU

For Investor queries contact (details in QR Code):
Prince Tiwari | Aseem Pant
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Email: investorrelations@aubank.in
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