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Fino Payments Bank Ltd.

SUBSCRIBE @ Upper Price Band of INR 577
Fastest growing fintech company

Fino Payments Bank Limited (Fino) is a growing fintech company offering a diverse

range of financial products and services that are primarily digital and have payments Industry FinTech

focus. The Bank offers its products and services to the target market via a pan-India

distribution network and proprietary technologies, and since 2017, it has grown its Scrip Details
operational presence to cover over 90% of districts, as of September 31, 2021. Listing BSE & NSE
. . .. . Open Date 29 Oct,2021
The company operates an asset light business model that principally relies on fee and P
- . . . Close Date 02 Nov,2021
commission-based income generated from its merchant network and strategic ]

. . . . . . Price Band INR 560-577
commercial relationships. Each merchant serves the banking and financial needs of Face Val 10
. . . . . . ace Value
its community. Its merchant network is mainly concentrated in Uttar Pradesh, Bihar

Market Lot 25
and Madhya Pradesh. o
Minimum Lot 1 Lot

The company has engaged with two state level rural livelihood missions to grow the
number of women acting as merchants and BCs (Business Correspondents). As a

e " ” Offer for Sale 75%
result of this initiative, the number of female merchants (“own”) has recently nearly e 559
u
doubled, increasing from 18,191 as of March 31, 2020 to approximately 35,928 as of . 0
Issue Size INR 1200.29 cr
June 30, 2021.
Total no of shares 49,800,000
. . . . QIB Share (% >75%
Fino Bank is also the only payments bank to offer a subscription-based savings Non-Inst S:"::e (%) >15‘;
- (o] = (o]
account in India. The unique framework of distribution, technology and partnership .
(the “DTP” f k) enables it t its target market efficiently and is used t Retail Shary (%) >10%
e ramework) enables it to serve its target market efficiently and is used to
d/ hi | t 3k & hall ) tyd ith ) Pre issue sh (nos) 7,80,14,996
overcome and/or achieve improvements on 3 key challenges associated with servin
it ¢ N ket | p 4 sustai b'|'ty g & Post issue sh (nos) 9,88,17,249
its target market - scale, service and sustainability. Post issue M Cap INR 4801 cr
As a well-placed player in the finance sector, the company could benefit from the p Post
; ) i i Shareholding (%) = o8
overall growth in India’s economy, by continuing to focus on competitive strengths (%) (%)
and leveraging its business model. This would enable it to increase its market position Promoter 100% 75%
and capture industry opportunities. Fino has a diverse range of products available, Public 0% 259%,
compared to peers, which gives it an advantage. Total 100%  100%

We recommend a Subscribe to Fino Payments Bank’s IPO at the upper price band of
INR 577.

Key Financial Data (INR Cr, unless specified)

Operating Net

Revenue  EBITDA P':‘:ftit Profit Profit  EPS (%) B:;';S '(‘;f P/E (X) P(/XB)V

(%) (%) °
FY20 691 (8.5) (32.0) (1.2) (46) (3.8 156  (246) (51)  (149.9)  36.9
FY21 791 74 20 9.4 26 25 181 136 2.0 2345 31.9
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Key Growth Drivers

Owned by various strong institutions

The ownership of the company is largely held among institutions including Bharat Petroleum
Corporation Limited (BPCL), ICICI Bank, International Finance Corporation, Life Insurance
Corporation of India, ICICI Lombard, ICICI Prudential, the Black Stone Group and Intel Capital.

The company is led by a highly experienced and committed leadership team with a diverse and
deep level of expertise, particularly in the financial services and technology industries. The
company also has low attrition rates throughout KMP, with 5 of KMP having been with Fino
since its inception in 2017 and, on an average, the KMP and Board members have been
associated with the “FINO” brand for approximately 5.3 years as of March 31, 2021.

DTP Framework with diverse products & services

This framework creates a network effect and facilitates a seamless interplay between each of
distribution, technology and partnerships. With respect to:

Distribution — The bank has access to a vast and established merchant network, the ability to
draw upon their strong relationships and trust within the communities, a dedicated and
focused branch network and large BC network.

Technology — It uses a “phygital” model for delivering products, dedicated mobile banking
applications for merchants and customers, a “neo banking” mindset, digital on-boarding, e-
KYC and in-house technology expertise and culture of application-led innovation which
includes proprietary technology; and

Partnerships — The company leverages the increased reach of strategic commercial
relationships, product portfolio expansion opportunities, greater customer sourcing and
leveraging the open banking regime via API.

This DTP framework allows to the company to reach a vast number of customers in under-
penetrated markets and keep fixed costs low. This framework differentiates the company from
competitors, is difficult to replicate, promotes effective delivery of products, reinforces
positive customer experiences, facilitates strong relationships and improves operational and
strategic decision making, enabling Fino to innovate products for customers.

For any further query, please email us on research@ventural.com
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Range of products & services

+ FinO/mcise Distribution

s e o

Fino's Banking Platform

] Core Banking System QI

Vast Merchant Network | Marquee Parterships

Focussed Branch Network | Assisted Services

API API
\ Layer Partner
Key Products Technology
AP Partner ‘ Mobile Merchant & Consumer App | Neo Banking
Merchants ‘ Digital Dnboarding | Proprietary Backend Infrastructure
Remittances
Customers
Partnerships

micro-ATM & AePS
Increased Reach | Product Expansion

Customer Acquisition | Open Banking Platform

Cash Manageme!
Services

Key Products and Services

Open a bank account
E@ H = CASA - Different types of current and

savings account for customers

. /—\ loan
4,
Deposit g — Gold Loan

=== Savings Deposit 0 Gold Loan from a reputed NBFC
Proprietary Savings Depasit facility partner

Cash withdrawal
Cir=id ol MATM & AEPS Lapsis Insurance
ll === Withdrawal of cash from a \(Q:J L

)

Varied insurance products from

merchant point in the Health/ Life Insurance
locality at a convenient time

partner Fls
m Money transfer Cash Management Services
@ -y  Remittance = -—-)  CustomerEMIcollections
U To any domestic bank account through 1:'._" B2B cash collection at merchant
a secure banking channel @ points
Third Parties
merchants

Banks @Gdd loans E 641,892 ,...!

- . te t
] | ' wws' Business loans @,
S Business s
= NeECy 17,269 BCs i '
o Insurance products
MFis D
Bill payments Fino Mt
- g 2l * Fino Payments Bank 54 m[; ﬁ PN
3L /\ 11}
® 29111
Insurers =9
e (?s Recharge facilities
8

: 143 CSPs 3,
QO s  Transport b FASTags : Merchant-customer relationship
o] Operators | leveraged to cross-sall
Pre-paid card | Fino Bpay app E,E
Others Service payments | = Sharing of commission
Providers - incentivizes the merchant

Metric Q1FY22 FY21 FY20 FY19
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Merchants 724761 641892 277399 101230
CASA Accounts (in mn) 3 3 1 1
Total transactions (in mn) 123 435 319 154
Total throughput (Rs. mn) 390360 1329307 944526 456848
Total throughput (Rs. mn) 390360 1329307 944526 456848
Cash withdrawals via micro-ATM and AePS (mn) 146545 561869 301387 73837

Throughput (Rs.bn)

= Micro-ATM Throughput = AePS Throughput

API Remittance Throughput = Own Remittance Throughput

Other Income breauw p |::H5_|:r_]. y = CMS Throughput = Debit card Throughput
Income - micro-ATMs 173.1 7
300 A bs51
Income - AeP5 83.3 250 1 214
. 200 A 167
Income - Remittance 2554 1 135
Income - CASA (Rs. Cr.) 39.5 100 1 s
s0{ ¥ ¢
Income —CMS 30.5 o | i . I_
CI'IZI"IEFE 159.0 FY19 FY20 FY21

Source: RHP, Company Reports & Ventura Research
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Revenue Model
Retail/ Focus Products / Overview Key Highlights Revenue basis
Corporate Services =2
s o0
5 |£2 |2
Pl
22 |3
Retail B2C CASA o Offers basic current account and e 100% CASA Ratio v
saving account opening and related
services
micro-ATM o Offers basic banking services like ¢ had the largest network of micro- v
cash withdrawal through handheld ATMs, as of August, 2021 (source:
device stmular to PoS machine CRISIL)
o Debit card required
AePS o Offers basic banking services like v
cash withdrawal, balance enquury,
muni statement, fund transfer
(Aadhaar to Aadhaar)
o Aadhaar biometnc authentication
* Debit card not required
Remuittances o Offers domestic money transfer * Key customer acquisition point v
Services
Debit Cards o Offers classic and platmum Rupay | Classic Cards: N
cards
Retail/ Focus Products / Overview Key Highlights Revenue basis
Corporate Services =
5 |82 |8
ik
= Z g 5
e accepted across all ATMs and POS | e Daily ATM withdrawal limut of
termunals deployed throughout India 210,000
e Daily POS transaction limit of
235,000
Platinum Cards:
o Free Insurance cover of 20.2
mullion 1n case of accidental death /
permanent disability due to
accident.
e Daily ATM withdrawal limat of
%15,000
e Daily POS transaction lumit of
¥50.000.
B2B2C | Thurd party cross | e Cross-sell products such as gold v
sell loans and msurance
Cash Management | ¢ Offers cash collection services and o 97 clients as of June 30, 2021 v
Services (CMS) cash payment services across
traditional physical channels and
digital channels to corporate clients
Corporate B2B BC Bankmng e Cash withdrawal and deposit 15 e Currently have ~17,430 active BCs v
facilitated to the customers of other pan-India
banks

Source: RHP, Company Reports & Ventura Research

Subscription CASA accounts — The company has introduced this product because many
individuals in the target market expressed concerns about transaction-linked fees that are
charged at the time of each transaction. Accordingly, Fino created a product that has no
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transaction-linked fees up to certain limit, but instead requires the customer to pay an annual
fee.

CASA Accounts breakup

CASA Account Number of active accounts Q2FY22 FY21

Pragati Current Account 2,091 2,532
Shubh Savings Account 16,78,521 12,65,136
Pratham Savings Account 1,48,687 1,66,487
Saral Salary Account 2,20,860 1,81,152
Jan Savings Account 1,17,303 64,304
Sanchay Account 310 816
Bhavishya Savings Account 1,50,482 84,290
Suvidha Account 20,247 21,999
Sampaan Current account 706 0
Total 23,39,207 17,86,716

Source: RHP, Company Reports & Ventura Research

Micro-ATMs — Fino deployed micro-ATMs (as opposed to ATMs) because cash remains
extremely popular within the Indian economy, especially in rural India. With lower capital
expenditure required as compared to ATMs, micro-ATMs are simpler to set up, have lower
operating costs and have no requirement for cash top-up related logistics. The company is able
to more easily and effectively reach a greater number of people by deploying micro-ATMs.

Cash bazzar (Latlong) —the company introduced this so that individuals needing to use banking
services could more easily locate and be directed to its merchants, branches or CSPs.

Aadhaar Enabled Payment System (AePS) — AePS uses Aadhaar biometric authentication
through fingerprint or demographic information, linked to the Aadhaar database with the
Unique Identification Authority of India as the basis for a transaction. Unlike a typical micro-
ATM, Aadhaar authentication does not require a signature or debit card to be swiped or dipped
by the customer and instead uses account details as the basis for an AePS transaction.
Customers primarily use AePS to deposit cash, withdraw cash, check account balances and
Aadhaar to Aadhaar remittances that are interbank or intra bank in nature.

The company generates interchange commissions for every AePS transaction that is conducted
through its system, regardless of whether the user has a bank account with Fino or is a
customer of another bank. This commission is 0.5% of the transaction amount or INR 15.00,
whichever is lower.

Remittances (money transfers) — Remittance refers to a sum of money being transferred from
one party to another, whether domestically or internationally. In case of Fino, remittance
predominantly refers to domestic transfers by migrant workers who are sending money from
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the location of their employment, to their homes which are often in other states/regions, for
meeting the needs and day-to-day expenses of their family members.

Fino earns revenue through domestic remittances based on a percentage of transaction value
after accounting for costs. This depends upon whether the remittance is carried out through
its “own” channel or on the API channel. Typically, the “own” channel products generate higher
margins and the company aims to further expand this channel through new products and
additional merchants. However, APl channels will continue to remain important for their ability
to expand.

Debit Cards (Classic and Platinum) — The company offers customers either a “classic” or
“platinum” Rupay debit card that is accepted on online platforms and across ATMs and POS
terminals deployed throughout India. These are typically offered when a customer opens a
CASA Account with the company. A “classic” debit card has a typical daily ATM withdrawal limit
of INR 10,000 and a daily POS transaction limit of INR 35,000, while “platinum” debit card has
a daily ATM withdrawal limit of INR 15,000 and a daily POS transaction limit of INR 50,000. In
addition, there is certain level of insurance cover and a concierge service.

The company earns revenue on its debit cards by charging a one-time issuance fees and an
annual maintenance charge per card. It also earns revenue on financial and non-financial
transactions, through micro-ATMs, which exceed set ‘free’ limits.

Cash Management Services (CMS) — The CMS offerings principally include cash collection
services and cash payment services across traditional physical channels and help digitize
physical cash to clients who manage significant volumes of cash. The service involves providing
physical locations where agents of corporate CMS customers can attend and deposit the cash
collected from their customers, acceptance of EMI payments, the provision of
acknowledgement of the collection/payment transaction through SMS and providing live
dashboard (i.e., web portal) for viewing real time transactions. The company earns a revenue
from CMS on a commission basis according to throughput volumes.

Other products — in addition to all these services, the company provides Third party Gold
Loans, Third Party Insurance Products, Bill payments and Recharge Facilities, FASTags,
Nearfield-based contactless (NFC) pre-paid card payments and Third-party Business Loans. In
July 2021, the company has launched person-to-merchant (P2M) payments offering that
operates through a QR code-based UPI solution.

The company expects CASA and micro-ATMs to have high growth potential. It is also actively
exploring the potential of tie-ups with third party financial institutions, such as Non-Banking
Financial Companies (“NBFCs”) for referral credit products designed for customers, where the
company will earn fees on such referrals. Currently, third party referral credit products are only
business-based credit products offered to merchants.

Distribution strength

Metric Q1FY22 FY21 FY20 FY19
Merchants 7,24,671 6,41,892 2,77,399 1,01,230
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Own 3,66,861 3,35,359 1,92,464 96,843
API 3,57,810 3,06,533 84,935 4,387
Branches 54 54 100 125
BCs 17,430 17,269 12,459 9,187
Client Service Points (CSPs) 130 143 258 95
Fino Mitra: savings accounts opened (in mn) 0.3 1.1 0.6 0.2
Fino Mitra: app downloads 23,861 1,97,876 1,19,050 71,397
Fino Mitra: transactions (in mn) 2.9 11.4 13.8 15.4
Fino Bpay: registration 2,27,914 7,69,794 5,69,718 89,691
Fino Bpay: transactions (in mn) 0.6 2.4 2.4 0.4

Source: RHP, Company Reports & Ventura Research

A technology focused business model with an advanced digital platform

The company continues to invest into technology with a goal to offer an unparalleled user
experience to customers and empower merchants to carry out more transactions.

‘Fino BPay’ app is a digital solution that utilizes UPI for secure and fast personal banking,
merchant payments, among other functions and is targeted at retail customers. The app also
includes a “Cash Bazzar” service, that assists users to find the nearest merchant location,
should they need to complete a cash deposit or withdrawal. For instance, the company
provides its customers with the ability to originate their savings bank accounts through the
mobile application, ‘Fino BPay’, which is a digital solution that utilizes UPI for secure and fast
personal banking and merchant payments, among other functions and targets retail
customers.

‘Fino Mitra’ app serves as a one-stop-shop solution for merchants by providing banking and
payments related services (utilizing the UPI) such as account opening whereby merchants can
on-board CASA customers and navigate e-KYC requirements on behalf of the company; issue
debit cards to their CASA customers; facilitate money transfers; and provide cash management
services for corporate clients by providing cash deposit facilities. In FY21, the company added
197,876 (Q1FY22: 23,861) active users via the app and transaction throughput amounted to
Rs.49,287 mn (Q1FY22: Rs.14,882.02 mn).

In addition, ‘Fino Mitra’ app serves as a one-stop-shop solution for merchants by providing

banking and payments related services such as account opening whereby merchants can on-
board CASA customers and navigate e-KYC requirements on behalf of the company.

10|Page (12'" Oct 2021) For any further query, please email us on research@ventural.com
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Spending on technological advancement

80.0 -
20.0 4 Datain INR cr 66.9
60.0 -
50.0 -
40.0
30.0 -
20.0 1 13.9

10.0 A

FY19 FY20 FY21 Q1FY22

Source: RHP, Company Reports & Ventura Research

The optimum use of well designed, cost-effective technology has significantly driven
operations, and going forward, the company aims to empower customers to access the most
suitable products on their own, reduce operating costs and increase efficiencies. In addition,
the open banking platform (i.e., API capability) has led to more and more transactions getting
fulfilled on these platforms by customers and merchants.

An asset light and scalable business model

Fino’s merchant-led model is a capital light business strategy in respect of network expansion
and except for referrals of third-party loan providers, the company does not offer any lending
products and does not hold credit risk for loans.

For instance, the company incurs minimal capital expenditure costs in connection with on-
boarding merchants, because the on-boarding and setup capital expenditure costs are borne
by the merchant, such as any existing physical premises, laptop, mobile based phone, internet
connectivity, micro-ATM and AePS devices and fingerprint and/or IRIS scanners, and the
company’s technology significantly simplifies merchant on-boarding and training processes,
making it cost effective for the merchant and efficient for both parties.

Further, once a merchant has been on-boarded, it is possible for the company to offer
additional products through the same merchant. Over time, the merchant develops
relationships with customers and is able to leverage such relationships to cross-sell new or
third-party products, which typically increases the revenue per customer at minimal to no cost
to the company, which in turn improves operating leverage and the ability to achieve
profitability.
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In addition to merchant network which, as of June 30, 2021 was 724,671 (comprising of
366,861 of the company’s “own” merchants and 357,810 merchants on the open banking
network via APl channel), the company leveraged 17,430 active BCs to reach the underserved
and unserved populations in hard-to-reach locations. These BCs are authorized to perform a
variety of activities including collection of domestic and international remittances, CASA
account opening functions, payments made via AePS, bill payments, and mobile recharge,
among others. Fino’s BCs are typically equipped with a handheld device, along with a UIDAI
compliant biometric reader for identification and authentication purposes.

The company also uses strategic commercial relationships with corporate entities, most
notably with BPCL, to expand operational reach, improve brand awareness and acquire new
customers.

Socially inclusive model with positive social impact

The company’s business model and operations, as well as mission and vision, benefit Indian
society by bringing India’s unserved and underserved population into the main stream banking
system and accordingly, improving their access to financial products and services and in turn
quality of life.

In particular, as part of its Business Alliance Initiative, the company has engaged with two state
level rural livelihood missions to grow the number of women acting as merchants and BCs. As
a result of this initiative, the number of female merchants (“own”) has recently nearly doubled,
increasing from 18,191 as of March 31, 2020 to approximately 35,928 as of June 30, 2021.
Since February 2021, the company has been working with the Uttar Pradesh State Rural
Livelihood Mission to train and on-board 10,000 women from self-help groups as BC “Sakhis”,
for a period of five years. This initiative aims to improve banking access in rural Uttar Pradesh
and enhance the household income of the participating self-help group members. These new
BCs will be in addition to 54,501 merchants already located within Uttar Pradesh as of June 30,
2021. In addition, the company is also working with the Bihar State Rural Livelihood Mission
and has on-boarded 831 women as BCs as of June 10, 2021 and provide banking products and
services in the rural areas of Bihar.

Expand and deepen customer sourcing capabilities

As of September 30, 2021, the company had an operational presence in over 90% of districts.
In addition, it also had a number of strategic relationships with businesses/organisations across
the country, including with a State Road Transport Corporation (the “SRTC”) where Fino
introduced a near field communication (“NFC”) based contactless payments solutions for the
mass transit system. With a goal to acquire more customers, the company intends to continue
expanding its network to drive deeper penetration and sustainable operations in these regions
and communities, focusing on underserved and unserved individuals and micro businesses that
have limited or no access to formal banking channels. The company also intends to focus on
increasing the adoption of CASA offerings by customers as Fino believes this acts as a key
customer sourcing gateway for certain of its other products.
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The company expect that growth will come via further expansion of its new geographic
footprint and deeper penetration in the regions in which it currently operates. This is likely to
be achieved by ensuring that more merchants are on-boarded, departure rates of existing
merchants remain low, continuing to provide merchants with opportunities to cross-sell
various products and also ensuring that merchant commission paid per transaction increases.

Improvement in financial position

Financials of the company have remained stressed due to losses incurred in the past. Steady
improvement in performance has helped to revive profitability and that also helped to improve
return ratio.

Financial strength improvement

Return ratio (%)
H RoE (%) RoCE (%)
20.0 q
10.0 - -
0.0 - . :

Y19 Y20 FY21

-10.0 A

-20.0 A

-30.0 A

-40.0 A

-50.0 -

Source: Company Reports & Ventura Research

Industry wide growth opportunity

As the backbone of the economy, the financial service industry is expected to experience
decent growth. The company can increase its market position and capture industry
opportunities by continuing to focus on competitive strengths and leveraging its business
model. Specifically, it believes that Fino can continue expanding its customer base by focusing
on the large under-penetrated market represented by the target market, being the unserved
and underserved population.

The Target Addressable Market (TAM) according to CRISIL as of March 31, 2021 is
approximately INR 0.85 trillion by potential revenue. This addressable market refers to the
potential revenue pool available to companies providing CASA deposit accounts in rural and
semi-urban areas and also providing the entire range of payment and remittances related
services across urban, semi-urban and rural areas. The company has an advantage over its
peers, due to its wide range of products on offer.
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Industry opportunities

Digital Payments (Rs.tn.) ATM Penetration (per 100000 adults)
- . 200 -
M Digital Payments Retail Digital Payments 174
180 A
4000 H~ 3521 160
3500 140
120
3000 A
100
2500 A 30
2000 A 60
1500 - 1379 1345 gg
1000 { 823 0
353
0 = T T 1
FY15 FY21 FY25E

Products

Fino Payment Airtel Payment IndiaPost Paytm Payment NSDL Payment

Bank Bank Payment Bank Bank Bank

Savings & Current A/C Yes Yes Yes Yes Yes
Sweep Account Facility Yes No Yes Yes No
Mobile Wallet Yes Yes No Yes No
Debit Card Yes Yes Yes Yes Yes
Payments Yes Yes Yes Yes Yes
CMS Yes Yes Yes No No
Insurance (third party cross sell) Yes Yes Yes No Yes
Doorstep Banking Yes Yes Yes Yes No
BC Business Yes No No No Yes

Source: Company Reports & Ventura Research

Reverse merger with holding company

Fino Payments Bank is considering merging its holding company into the bank and the
management is looking for the opportunity to undertake a reverse merger after June-22.

Major Related Party Transactions with promoters and KMPs

Related party transactions are lower in FY19-21.

Related Party Transactions are relatively low

Parameter (Fig in INR Cr) FY19 FY20 FY21
Related Party Trans 18 13 12
Compensation to KMP 1 1 1
Transactions as % of Revenue (%) 5.1 2.1 17,

Source: Company Reports & Ventura Research
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Management Team

Key Person Designation Details
He holds a bachelor's degree in commerce from University of Delhi. He is also a qualified
chartered accountant and cost and works accountant and member of ICAl and ICWAI
respectively. Prior to joining Fino PayTech Limited, he worked with International Finance
Corporation, ICICI Bank Limited and Maruti Udyog Limited. He is also the founding member of
Business Correspondent Federation of India (BCFI) and has served as the Chairman of its
Economic Affairs Committee.

Mr. Rishi Gupta MD & CEO

He holds a bachelor's degree in science, and a master's degree in business administration from
Mr. Mahendra Kumar Chouhan Chairman & ID University of Indore. He also holds a certificate on Governing the Corporation: Global
perspectives in the Indian Context from the Wharton School, University of Pennsylvania, USA.

He has a bachelor's degree in Commerce from University of Delhi. Prior to joining Bank, he
Mr. Ashish Ahuja Chief Operations Officer served as a Major in the Indian Army for 11 years and then also worked with ICICI Bank as
Deputy General Manager.

He has a bachelor's degree in Commerce from University of Mumbai, and he is a qualified
chartered accountant from the ICAL. He has previously worked at Barclays Shared Services
Limited, Digicel Central Resources (Fiji} Limited, M Holdings Limited, HSBC and Standard
Chartered Bank.

Mr. Ketan Dhirendra Merchant Chief Financial Officer

Source: RHP, Company Reports

Key Risks & Concerns

e The company relies extensively on information technology systems and any weakness,
disruption or failure in such systems, or breach of data, could adversely affect
operations and reputation. The company may face cyber threats attempting to exploit
its network to disrupt products and support services to customers and/ or theft of
sensitive internal data or customer information.

e Payment Banks in India are subject to stringent regulatory requirements and
prudential norms and the company’s inability to comply with such laws, regulations
and norms may have an adverse effect on business, results of operations, financial
condition and cash flows.

e Asignificant portion of merchant distribution network is located in the states of Uttar
Pradesh, Bihar and Madhya Pradesh, and accordingly, any adverse changes in the
conditions affecting these regions can adversely affect business, financial conditions
and results of operations.

e Some operations involve handling significant amounts of cash, making the company
susceptible to operational risks, including fraud, petty theft, negligence and
embezzlement by employees or merchants, which could harm results of operations
and financial position.
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Issue Structure and Offer Details

The proposed issue size of Fino’s offer for sale & fresh issue of IPO is INR 1200.29 cr. The price
band for the issue is in the range of INR 560-577 and the bid lot is 25 shares and multiples

thereof.
Issue Structure
Category No. of shares offered Allocation
QliB At least 1,56,01,690 At least 75% of public issue
Non-Institutional Bidders Not more than 31,20,338 Not more than 15% of public issue
Retail Not more than 20,80,225 Not more than 10% of public issue

Source: RHP, Company Reports

Shareholding Pattern

Gtegoy | et Postisue]

Promoters 100.0% 75.0%
Public 0.0% 25.0%
Total 100.0% 100.0%

Source: RHP, Company Reports
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Disclosures and Disclaimer

Ventura Securities Limited (VSL) is a SEBI registered intermediary offering broking, depository and portfolio management services to clients. VSL is member of BSE, NSE
and MCX-SX. VSL is a depository participant of NSDL. VSL states that no disciplinary action whatsoever has been taken by SEBI against it in last five years except
administrative warning issued in connection with technical and venial lapses observed while inspection of books of accounts and records. Ventura Commodities Limited,
Ventura Guaranty Limited, Ventura Insurance Brokers Limited and Ventura Allied Services Private Limited are associates of VSL. Research Analyst (RA) involved in the
preparation of this research report and VSL disclose that neither RA nor VSL nor its associates (i) have any financial interest in the company which is the subject matter
of this research report (ii) holds ownership of one percent or more in the securities of subject company (iii) have any material conflict of interest at the time of
publication of this research report (iv) have received any compensation from the subject company in the past twelve months (v) have managed or co-managed public
offering of securities for the subject company in past twelve months (vi) have received any compensation for investment banking merchant banking or brokerage
services from the subject company in the past twelve months (vii) have received any compensation for product or services from the subject company in the past twelve
months (viii) have received any compensation or other benefits from the subject company or third party in connection with the research report. RA involved in the
preparation of this research report discloses that he / she has not served as an officer, director or employee of the subject company. RA involved in the preparation of
this research report and VSL discloses that they have not been engaged in the market making activity for the subject company. Our sales people, dealers, traders and
other professionals may provide oral or written market commentary or trading strategies to our clients that reflect opinions that are contrary to the opinions expressed
herein. We may have earlier issued or may issue in future reports on the companies covered herein with recommendations/ infor mation inconsistent or different those
made in this report. In reviewing this document, you should be aware that any or all of the foregoing, among other things, may give rise to or potential conflicts of
interest. We may rely on information barriers, such as "Chinese Walls" to control the flow of information contained in one or more areas within us, or other areas, units,
groups or affiliates of VSL. This report is for information purposes only and this document/material should not be construed as an offer to sell or the solicitation of an
offer to buy, purchase or subscribe to any securities, and neither this document nor anything contained herein shall form the basis of or be relied upon in connection
with any contract or commitment whatsoever. This document does not solicit any action based on the material contained herein. It is for the general information of the
clients / prospective clients of VSL. VSL will not treat recipients as clients by virtue of their receiving this report. It does not constitute a personal recommendation or
take into account the particular investment objectives, financial situations, or needs of clients / prospective clients. Similarly, this document does not have regard to
the specific investment objectives, financial situation/circumstances and the particular needs of any specific person who may receive this document. The securities
discussed in this report may not be suitable for all investors. The appropriateness of a particular investment or strategy will depend on an investor's individual
circumstances and objectives. Persons who may receive this document should consider and independently evaluate whether it is suitable for his/ her/their particular
circumstances and, if necessary, seek professional/financial advice. And such person shall be responsible for conducting his/her/their own investigation and analysis of
the information contained or referred to in this document and of evaluating the merits and risks involved in the securities forming the subject matter of this document.
The projections and forecasts described in this report were based upon a number of estimates and assumptions and are inherently subject to significant uncertainties
and contingencies. Projections and forecasts are necessarily speculative in nature, and it can be expected that one or more of the estimates on which the projections
and forecasts were based will not materialize or will vary significantly from actual results, and such variances will likely increase over time. All projections and forecasts
described in this report have been prepared solely by the authors of this report independently of the Company. These projections and forecasts were not prepared with
a view toward compliance with published guidelines or generally accepted accounting principles. No independent accountants have expressed an opinion or any other
form of assurance on these projections or forecasts. You should not regard the inclusion of the projections and forecasts described herein as a representation or
warranty by VSL, its associates, the authors of this report or any other person that these projections or forecasts or their underlying assumptions will be achieved. For
these reasons, you should only consider the projections and forecasts described in this report after carefully evaluating all of the information in this report, including
the assumptions underlying such projections and forecasts. The price and value of the investments referred to in this document/material and the income from them
may go down as well as up, and investors may realize losses on any investments. Past performance is not a guide for future performance. Future returns are not
guaranteed and a loss of original capital may occur. Actual results may differ materially from those set forth in projections. Forward-looking statements are not
predictions and may be subject to change without notice. We do not provide tax advice to our clients, and all investors are strongly advised to consult regarding any
potential investment. VSL, the RA involved in the preparation of this research report and its associates accept no liabilities for any loss or damage of any kind arising out
of the use of this report. This report/document has been prepared by VSL, based upon information available to the public and sources, believed to be reliable. No
representation or warranty, express or implied is made that it is accurate or complete. VSL has reviewed the report and, in so far as it includes current or historical
information, it is believed to be reliable, although its accuracy and completeness cannot be guaranteed. The opinions expressed in this document/material are subject
to change without notice and have no obligation to tell you when opinions or information in this report change. This report or recommendations or information
contained herein do/does not constitute or purport to constitute investment advice in publicly accessible media and should not be reproduced, transmitted or published
by the recipient. The report is for the use and consumption of the recipient only. This publication may not be distributed to the public used by the public media without
the express written consent of VSL. This report or any portion hereof may not be printed, sold or distributed without the written consent of VSL. This document does
not constitute an offer or invitation to subscribe for or purchase or deal in any securities and neither this document nor anything contained herein shall form the basis
of any contract or commitment whatsoever. This document is strictly confidential and is being furnished to you solely for your information, may not be distributed to
the press or other media and may not be reproduced or redistributed to any other person. The opinions and projections expressed herein are entirely those of the
author and are given as part of the normal research activity of VSL and are given as of this date and are subject to change without notice. Any opinion estimate or
projection herein constitutes a view as of the date of this report and there can be no assurance that future results or events will be consistent with any such opinions,
estimate or projection. This document has not been prepared by or in conjunction with or on behalf of or at the instigation of, or by arrangement with the company or
any of its directors or any other person. Information in this document must not be relied upon as having been authorized or approved by the company or its directors
or any other person. Any opinions and projections contained herein are entirely those of the authors. None of the company or its directors or any other person accepts
any liability whatsoever for any loss arising from any use of this document or its contents or otherwise arising in connection therewith. The information contained herein
is not intended for publication or distribution or circulation in any manner whatsoever and any unauthorized reading, dissemination, distribution or copying of this
communication is prohibited unless otherwise expressly authorized. Please ensure that you have read “Risk Disclosure Document for Capital Market and Derivatives
Segments” as prescribed by Securities and Exchange Board of India before investing in Securities Market.

Ventura Securities Limited - SEBI Registration No.: INH000001634

Corporate Office: I-Think Techno Campus, 8t Floor, ‘B’ Wing, Off Pokhran Road No 2, Eastern Express Highway, Thane (W) — 400608
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