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Disclaimer 

This presentation does not constitute a prospectus, an offering circular, an advertisement, a private placement offer letter or offer document or an offer, or 

a solicitation of any offer, to purchase or sell any securities under the Companies Act, 2013 and the rules made thereunder, the Securities and Exchange 

Board of India (Issue of Capital and Disclosure Requirements) Regulations, 2009, as amended, or any other applicable law. This presentation should not 

be considered as a recommendation that any investor should subscribe for, or purchase, any securities of Reliance Capital Limited or its subsidiaries or 

its associates (together, the “Company”) and should not be used as a basis for any investment decision. 

  

The information contained in this presentation is only current as of its date and has not been independently verified. No representation, warranty, 

guarantee or undertaking, express or implied, is or will be made as to, and no reliance should be placed on, the accuracy, completeness or fairness of the 

information, estimates, projections and opinions contained in this presentation. The Company may alter, modify or otherwise change in any manner the 

contents of this presentation, without obligation to notify any person of such revision or changes. 

  

This presentation contains statements that constitute forward-looking statements. These statements include descriptions regarding the intent, belief or 

current expectations of the Company or its directors and officers with respect to the results of operations and financial condition of the Company. These 

statements can be recognized by the use of words such as “expects,” “plans,” “will,” “estimates,” “projects,” or other words of similar meaning. Such 

forward-looking statements are not guarantees of future performance and involve risks and uncertainties, and actual results may differ from those in such 

forward-looking statements as a result of various factors and assumptions which the Company believes to be reasonable in light of its operating 

experience in recent years. The risks and uncertainties relating to these statements include, but not limited to, risks and uncertainties, regarding 

fluctuations in earnings, our ability to manage growth, competition, our ability to manage our operations, government policies, regulations etc. The 

Company does not undertake to revise any forward-looking statement that may be made from time to time by or on behalf of the Company. Given these 

risks, uncertainties and other factors, viewers of this presentation are cautioned not to place undue reliance on these forward looking statements. 

  

None of the Company or any of its affiliates, advisers or representatives accepts any liability whatsoever for any loss howsoever arising from any 

information presented or contained in this presentation. Please note that the past performance of the Company is not, and should not be considered as, 

indicative of future results. Furthermore, no person is authorized to give any information or make any representation which is not contained in, or is 

inconsistent with, this presentation. Any such extraneous or inconsistent information or representation, if given or made, should not be relied upon as 

having been authorized by or on behalf of the Company.  

  

This presentation and its contents are confidential and should not be distributed, published or reproduced, in whole or part, or disclosed by recipients 

directly or indirectly to any other person. The distribution of this presentation in certain jurisdictions may be restricted by law. Accordingly, any persons in 

possession of this presentation should inform themselves about and observe any such restrictions. 

  

The information contained herein does not constitute an offer of securities for sale in the United States or in any other jurisdiction. Securities may not be 

offered or sold in the United States absent registration or an exemption from registration under the U.S. Securities Act of 1933, as amended. 
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Industry Landscape 
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In the aftermath of the Financial Crisis of 2008… 

Increased shift of Banks and NBFCs towards secured lending 

Initial story… 

 Losses in Unsecured portfolios led to shift towards secured lending 

 Property was seen as the best collateral with increasing / stable property prices   

 Conventional Home Loans’ business was impacted by lower margins and increased 

portfolio churning due to removal of prepayment charges 

 LAP emerged as the margin driver for the Mortgage Business 

 Change in borrower mindset, primarily towards residential property 

 Changing attitude of customers towards leveraging property 

 Requirement for loans with longer tenors 

Self-employed segment was severely under-penetrated  
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Benefits for Consumers and Lenders 

Advantages : Customer Advantages : Lender 

 LAP mostly used for  

 Business Expansion 

 Alternative to Working Capital Loans 

 Leverage an unutilized asset 

 Longer tenors leading to lower EMIs 

 Less onerous compared to Working 

Capital loans 

 High growth opportunity - very low 

Mortgage-to-GDP ratio  

 Collateral (properties) are occupied 

 High emotional attachment towards 

properties 

 Lending based on Balance Sheet / Cash 

flow assessment 

 Significant scope for Securitization 

 Relatively higher NIMs with lower 

delinquencies 
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Key Challenges  

 Fall in property prices in select micro markets especially in Commercial properties 

 Lagged delinquencies on the rise: 3.0% in Mar 2015 (from 1.9% in Mar 2013) 

 Increasing share of commercial properties (30% in Mar 2015 vis-à-vis 15% in  Mar 2010) 

 Attractive markets for new entrants: 6 players in Mar 2010 (with AUM of Rs. 10 billion) to 23 players in Mar 2015 

 Same customer segment targeted by most of the financiers 

 Yields have declined to 11% - 12.5%; difference with home loans at approx. 150-200 bps 

 Commoditization of offering as new entrants aiming for a stronger foothold in the market 

 Higher LTVs and growing ticket size 

 Underwriting skills 

 Third Party intermediary-driven business - 70% in Mar 2015 as against 50% in Mar 2010 

 Higher attrition with aggressive Balance transfer / surrogate programs  

Competitive Pressures  

Distribution Pressures 

Rising Risks 

Source: CRISIL 
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Competitive Landscape - Key peers 
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Private Banks NBFCs PSU Banks 

 ICICI Bank 

 Axis Bank 

 HDFC Bank 

 Kotak Mahindra Bank 

 Indiabulls Housing 

Finance 

 DHFL 

 Religare Finvest 

 Bajaj Finance 

 Reliance Commercial 

Finance 

 State Bank of India 

 Punjab National Bank 

 Bank of Baroda 

 Canara Bank 

 Andhra Bank 
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RCF - Loan Against Property 
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1.1% 1.2% 

1.7% 
2.0% 

FY2012 FY2013 FY2014 FY2015
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Loan Book 

Segmental Yield Gross NPLs 

37.0 39.5
42.6

46.1

FY2012 FY2013 FY2014 FY2015

Asset Under Management 

(Rs. Billion) (Rs. Billion) 

(%) (%) 

34.6
31.2 32.2

30.4

FY2012 FY2013 FY2014 FY2015

Financial Snapshot 

14.4% 14.7% 15.6% 15.4%

FY2012 FY2013 FY2014 FY2015

Disbursements 

(Rs. Billion) 

13.0

16.6
18.1

16.7

FY2012 FY2013 FY2014 FY2015
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Sourcing Trends - Average Ticket Size 

Loan Ticket Size Bands and Average Ticket Size 

• Increased retail 

penetration 

• 93% of new loans 

sourced were in the 

“under Rs. 20 million 

category” 
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* Based on disbursements for the period 
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Sourcing Trends - Geographical distribution 

Distribution as per City Categories 

• Increased contribution 

from non-metros 

• In terms of no. of loans 

sourced, categories ‘B 

and C’ account for over 

50% 
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* Based on disbursements for the period 
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Sourcing Trends - Loan To Value 

Trend in LTV ratio 
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* Based on disbursements for the period 

• Average Portfolio LTV @ 

46% 

• Contribution of loans with 

higher LTV is going down 
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Product program and Distribution Mix 

 

 

 

 High contribution of income-based 

loans in our portfolio 

 No “Repayment Track Record” based 

lending 

 

 

 

 

 Sourcing from third party 

intermediaries is consistent with the 

market trend for NBFCs 

 

 * Based on disbursements 
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• Higher proportion of 

residential properties 

• Properties are fully 

constructed and occupied 

 

 

 

Nature of the Collateral 

Property Type 
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* Based on disbursements 
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Industry Segments 
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% Contribution 
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Securitization 
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 High quality book enables 

profitable securitization 

 Helps in matching Asset - Liability 

profile (ALM) 

 Improved liquidity 

 Non-fund based earnings 

 Retail Strategy 

 

 

7.3 

4.3 

1.9 1.4 

5.7 
11.4 

FY12 FY13 FY14 FY15 

PSL Non-PSL 

(Rs. Billion) 
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CEO 

Group Business 
Head 

Business Head 
(LAP) 

National Sales 
Manager 

Regional 
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Branch Sales  

Manager 

Product Head 

Chief Risk 
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Group Credit 
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National Credit 
Manager - 
Mortgages 

Regional 
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Branch Credit 
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Head - Policy , 
RCU & ERM 

National 
Manager Credit 

Policy 
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Head - 

Mortgages 

Zonal Manager 

Organization Structure 
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Strong focus on Risk Management 

 Use of Technology & Automation  

 Core Banking - Loan Origination System (Business Rule Engine) 

 Policy Framework 

 Credit Policy 

 Hind-sighting  

 Risk Analytics 

 Fraud Prevention 

 Review Mechanism 

 External Certification 

 Portfolio review by credit rating agencies 
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 Product Specialists - mostly MBAs and CAs. 

 Structure - six levels of underwriting hierarchy 

 Core banking software with a built-in Business Rule Engine  

 Robust underwriting processes 

 Multiple filtering mechanism 

 Maker - Checker controls 

 Multiple verifications, customer interview 

 Use of fraud control mechanism 

 

 

 

 

Robust Credit Appraisal and Monitoring 
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Analytics-based credit lifecycle management 

 

 Won DQ Live Award for Analytics  
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 Credit Score Based Underwriting 

 Single Customer View and Group exposure 

 Risk Based Pricing  

 Delinquency Prediction 

 Automation of NCL projections 

 Capacity planning for Collection Function 

 Scientific Retention Strategy created at customer level  

 Offers generated on-the-spot 

 Real time impact analysis on account profitability 
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 Collect promptly when due; ensure that delinquency is at lowest level and at 

minimum cost 

 Optimize Penal Collections 

 Continuous feedback to credit and sales function 

 Strict adherence to code of conduct and regulatory guidelines 
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Collections - Objectives & Strategy 

Protecting Reputational risks for the company under all circumstances 

0-30 30-60 60-90 90-120 >120 
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DPD 

Objective: Secure asset / money 

Legal , Repossession 

Retain customers 
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Digital Initiatives - e-Swagatam 

Won “Digitizing India Award” Presented by 

union Minister of Information Technology and 

Communication Mr. Ravi Shankar Prasad 

 

Won DQ Live Award in Mobility Category 
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FEATURES 

 Instant Decision on Loan Application 

 Android Based Application on Mobiles and 

TAB 

 Seamless integration with Credit Bureau 

       / Core Lending Systems and Analytics Engine 

 First in the Industry to Launch 

 Document  Upload / Mails and Letters 

Generation  

 Customer Photo and Signature Capture 

Mobile / TAB Based Application for Customer Acquisition and Decision Making 
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Going forward… 



Slide  

 Maintain the current portfolio at healthy yields  

 Continued emphasis on the Retail segment (loan size under Rs. 20 million) 

 Identify new clusters and segments; come up with differentiated product offering 

 Manage customer attrition  

 Increase contribution from Tier II and Tier III locations 

 Reduce dependence on third party intermediaries  

 Use technology to enhance productivity and customer experience 
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Road Ahead… 

At all times… 

Focus on Quality and Profitability of the portfolio 



Thank You 


