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Vridhi distills the finest blend of innovation
and empathy, with trust as its timeless core
ingredient. A balance of strategic agility and
impactful actions makes this signature mix
the toast of the industry.
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A STORY ABOUT STANDARDS
- FTR “First Time Right”

At Vridhi Home Finance, when we process a home loan, no matter how hard we work,
we can only proceed at one pace—a pace that ensures we uphold the high standards
for which we are known. However, as a customer-centric finance company, our goal is
to do things “First Time Right” (FTR). Whatever we do at Vridhi, we should aim to
achieve FTR, which will not only accelerate our process but also set high standards in
maintaining quality and delivering an exceptional customer experience.

Quality and customer experience are at the heart of every action we take, and
following the process with FTR in mind is the only way to uphold these high standards.
If we don't follow FTR, we risk compromising the quality and thoroughness of our
evaluations, which would erode the trust and security we provide. While the loan
might still be approved, it wouldn't meet the standards Vridhi Home Finance is proud
of, nor would it reflect the trustworthiness our clients deserve. At Vridhi, we believe in
doing things right the first time, ensuring that every home loan is a reliable step
toward your dream home, backed by the expertise and care we bring to every
decision.
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RAM NARESH SUNKU
FOUNDER, MD & CEO
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FROM THE DESK OF CFO

Hear directly from our CFO on the latest financial strategies and company updates.

BUSINESS CHANNEL

Discover diverse revenue streams and strategic partnerships driving our growth and innovation.

COMIC PAGE

Unwind with a touch of humour as we explore everyday office moments in a fun, illustrated format.

THE ART OF STORYTELLING

Master the craft of storytelling to inspire, inform, and captivate audiences.

VOICES OF WISDOM

Gain valuable insights from industry veterans and thought leaders shaping the future.

FINANCE DEPARTMENT

Navigate the hierarchy of financial excellence ensuring precision, compliance, and strategic growth.

REWARDS & RECOGNITION

Celebrate the achievements and milestones of our team members, showcasing excellence across the
company.

DRISHTI - MANAGERIAL WORKSHOP

An impactful 2-day program tailored for current and aspiring managers to enhance leadership skills and
managerial capabilities.



AVA UNCOVER VRIDHI'S CORE VALUES: C-RIGHT AVA

In a world, where business values are often relegated to mere words on a wall, Vridhi Home Finance
stands apart. For us, values are not just a slogan but the guiding light of our journey. We proudly
introduce to you our foundation, our essence, our way of life - “C-RIGHT."

What exactly is "C-RIGHT"? It may seem like corporate jargon to some, but for every Vridhian, it's a
commitment etched deep within our hearts. "C-RIGHT" is not just a collection of letters; it's the
embodiment of our principles, our unwavering pledge to uphold them.

C USTOMER FIRST

Customer First in all our action

2
=
R ESPECT
Respect every customer, employee and partner w
&[e

INTEGRITY

Integrity with zero-tolerance policy

G OVERNANCE
Highest level of ‘Governance’ at all levels

HONESTY

Honesty in all our actions

TRANSPARENCY

Utmost ‘Transparency’ with all stakeholder

Instead of displaying lofty Mission and Vision statements, Vridhi Home Finance does things
differently like C-RIGHT. It is a constant reminder of who we are and what we stand for — a promise to
uphold our values, not just in words, but in actions.

So, when you walk into Vridhi, you're not just stepping into a financial institution; you're entering a
space where values come alive, where "C-RIGHT" is more than a term —it's a “WAY OF LIFE".

DISCOVER tHe DIFFERENCE experience EXCELLENCE,
AND BE A PART OF A JOURNE YTHATSs DrRIVEN BY HEART AND SOUL,

A JOURNEY THAT'S ' C-RIGHT" aT1Ts CORE.




FROM THE DESK
OF

~ (O-FOUNDER &

t's been over 18 months that we have started our operations and built it to the current size. We are at the

initial stages of our vision and have miles to grow in this endeavour of making Vridhi create a lasting impact

in the affordable housing finance segment. As we all strive to build Vridhi and cement its position (brick by
brick), | am proud to be partnering with the progress towards this cause.

L0

SUNIL MEHTA

CO FOUNDER & CFO

It is my strong belief that our vision has to be backed by our actions and these are the key tenets that | want to
share with you along this path.

Passion and Dedication: | have always believed that bringing passion into work is the secret sauce to success.
Once you put your soul into work, you will be amazed at the results.

Work Ethics: We need to bring honesty in every action of ours. Never compromise, never hesitate to do the
rightthing. Call out when you see anything unethical.

Agility: We are not a tree. So, move! Move with speed, Challenge the status quo, adapt to challenges. It's
okay to fail (and fail early) but get up and learn fast.

Respect: Respect your colleagues, strive to create an inclusive culture and an environment where every voice is
heard, and every view is valued.

Let us put our values into action and build Vridhi into a strong force in the coming years. When we look back at
the journey and the efforts, the dots will always connect. Together we are more!




AVA

INSIGHTS BY MR TY. PRABHU

AVA

T.Y.Prabhu

HOUSING LOANS
TRENDS

he housing finance industry in India presents a

significant growth opportunity, given the

country's relatively low mortgage-to-GDP ratio,
which stands at around 12%. Compared to other
emerging markets, India’s housing finance
penetration is still in its early stages, indicating a vast
untapped potential. One of the major drivers of this
market is the acute housing shortage, estimated at
around 100 million units, with a large portion of this
demand coming from the low-income segment. To
finance this shortage, the total loan requirement is
estimated to be between Rs. 500 to Rs. 600 million,
underscoring the tremendous growth potential for
housing finance companies (HFCs) like Vridhi Finserv
in the coming years.

In addition to this growth potential, the industry is
witnessing a shift towards sustainability and green
financing. With growing environmental concerns,
many HFCs are introducing green home loans that
promote energy-efficient and environmentally
sustainable housing projects. Furthermore,
regulatory frameworks are evolving to create a more
secure and transparent lending environment, with
measures like the Real Estate (Regulation and
Development) Act (RERA) ensuring accountability
among developers. Another promising development
is the rise of co-living and rental housing segments,
which are gaining traction among urban millennials,
driving the demand for flexible and innovative

financing solutions. These trends highlight how the
sector is diversifying, offering opportunities for
innovation and value creation.

Market Share and Potential

The housing finance market in India is primarily
dominated by public sector banks, which hold around
40% of the market share. Housing finance companies
(HFCs), on the other hand, control approximately 35%
of the market, while private sector banks contribute
about 20%. This competitive landscape indicates that
while banks have historically played a major role in
the sector, HFCs have been increasingly gaining
ground due to their tailored solutions for the low-
income and affordable housing segments. The growth
potential is further emphasized by government
initiatives like the Pradhan Mantri Awas Yojana
(PMAY), aimed at providing affordable housing for all.

Future Growth and Challenges

The future of the home loan market in India will be
shaped by four key factors: innovation, technology,
affordability, and customer-centricity. Technological
advancements such as digital loan processing and Al-
driven credit assessments will revolutionize the way
loans are approved, making the process faster and
more efficient. Additionally, as housing prices rise, the
demand for affordable housing options will drive
innovation in financing models, catering to the
growing needs of the low- and middle-income
segments.

However, HFCs face two significant challenges: high
cost of funds and declining asset quality. The cost of
borrowing for HFCs remains elevated, making it
difficult to offer competitive interest rates. At the same
time, the industry is witnessing a deterioration in asset
quality, particularly in the affordable housing sector,
where loan defaults tend to be higher. Addressing
these challenges while capitalizing on the growth
opportunities will be critical for the sustained success
of housing finance companies in India.

The housing finance industry in India is poised for
transformative growth, driven by low penetration,
government initiatives, and rising demand for
affordable housing. By embracing innovation,
sustainability, and customer-centric solutions,
housing finance companies can overcome challenges
and unlock the sector's vast potential, shaping the
future of India's housing ecosystem.
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WELCOME - NORWEST VENTURE PARTNERS (NVP)

AVA

Nl NORWEST

orwest Venture Partners (NVP) is a premier
N global multi-stage investment firm based in

California, USA, managing $15.5 billion in
assets. With offices in San Francisco and subsidiaries in
Mumbai, India and Tel Aviv, Israel, NVP has funded over
700 companies across sectors like technology,
healthcare, consumer products and financial services.
The firm has backed high-profile companies in India
such as Swiggy, Finova Capital, and Mensa Brands.
Known for supporting businesses at all stages of
growth, NVP has earned a reputation for nurturing
innovation and helping companies become market
leaders.

In September 2024, NVP led a Series B funding round
of Rs.310 crores (approximately $36.9 million) in Vridhi
Finserv Home Finance Limited (VFHFL), with
participation from the existing investor, Elevation
Capital VIII Limited and the Company’s Founders. This
strategic investment advances Vridhi’s mission to fulfil
the housing finance needs of underserved markets
across India.

Vridhi: Empowering Homeownership in
Underserved Markets

Founded in 2022, Vridhi Finserv Home Finance Limited
(formerly Vridhi Finserv Limited) is a tech-enabled
provider of affordable housing loans for underserved
segments in India. The company was founded by
industry veterans Mr. Sunku Ramnaresh (Founder and
Managing Director), Mr. Sandeep Arora (Co-Founder
and Chief Operating Officer), and Mr. Sunil S Mehta
(Co-Founder and Chief Financial Officer), who
together bring over 75 years of experience in banking
and finance.

Vridhi operates 51 branches across Karnataka, Andhra
Pradesh, Rajasthan, Madhya Pradesh, and Telangana,
with assets under management (AUM) exceeding
Rs.200 crore. The company offers home loans ranging
from Rs.3 lakh to Rs.45 lakh to self-employed and
informal income groups in semi-urban and rural India.

NVP leads Rs.310 crore Series B Funding in
Vridhi Finserv Home Finance Limited

Strategic Partnership with Norwest Venture
Partners

NVP's investment in Vridhi Home Finance reflects a
shared vision to transform India's housing finance
sector. The partnership is driven by Vridhi’s proven
leadership, market reach, and the vast untapped
potential in the housing finance space. Elevation
Capital’s ongoing support underscores the company’s
growth potential.

Mr. Nikhil Kookada, Principal at Norwest Venture
Partners, expressed his enthusiasm about the
partnership: “We are excited to partner with Ram,
Sandeep, Sunil, and the Vridhi team as they build a
tech-enabled, affordable housing finance institution
for semi-urban and rural India. We are thrilled to
support their mission of helping Indian families achieve
their dream of homeownership.” He also praised
Vridhi’s founders for their significant experience in
driving growth in India’s affordable housing sector.

Mr. Mridul Arora, Partner at Elevation Capital VI
Limited reiterated the firm’s commitment to Vridhi’s
mission, stating “Affordable housing finance is an
enormous opportunity in India. Vridhi’'s specialized
approach positions them at the forefront of India’s
housing revolution.”

Expansion Plans and Future Growth

With this Series B funding, Vridhi plans to expand its
footprint into new states and strengthen its presence in
existing markets. The company aims to grow its branch
network from 51 to 91 locations and increase its AUM
from 200 crore to 500 crore within the next 6-9 months.

Mr. Sunku Ramnaresh, Founder and MD of Vridhi, said,
“Our goal is not just to provide loans, but to become the
trusted financier for underserved self-employed and
informal income customers. Our 'phygital' model
ensures accessibility and exceptional service, helping
more families achieve their homeownership dreams.”

Together, we're not just building homes; we're building dreams
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Deep Distribution

Reaching underserved customers
in Tier-2 to Tier-5 towns through a
strong network of branches, taluks,

districts, and headquarters,
ensuring financial accessibility and
inclusion.

Cutting Edge Technology

We are advancing towards a
paper-less mortgage loan process,
where the entire customer lifecycle

is seamlessly managed through
digital platforms, powered by
advanced technology like Volte.

VRIDHI
HOME FINANCE

PARTNERS IN

Expertise

Our team specializes in
understanding informal income
patterns and assessing property

segments, enabling accurate cash
flow evaluations and property
appraisals tailored to customer
needs, ensuring a seamless
mortgage experience.

C-Right

Vridhi is built on a strong core

value system, ensuring ethical

practices and customer-focused
operations.

Transparency

We prioritize honesty and fairness,
with no hidden charges and
interest calculated from the day of
cheque clearance.
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BUSINESS

MULTIPLE

CENTRALISED RETAIL

FB, WHATSAPP,
GOOGLE (DIGITAL)

PART
DISBURSAL

VRIDHI PARTNERS

AUTO
BRANDING

VRIDHI PARTNERS
PRIME

CUSTOMER
SERVICE
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CHANNELS

CHANNELS

ALTERNATE
MSME BUSINESS PARTNERSHIP

NBFC
PARTNERSHIPS

ONLY IN
DIRECT METROS WITH
CONNECTORS

& FRESH MBA
GRADES

MONEY VIEW,
CREDIT DHARMA,
CASHE




CROSSWORD

CLUES FOR THE PUZZLE

Across

3. A legal right or claim against a property
until a debt qu satisfied.

4. A period during which the borrower is not
required to make loan repayments.

5. Failure to make loan payments on time,
leading to possible penalties or legal action.

7. The process of restructuring a company's
debt and equity mixture to stabilize finances.

9. A large payment due at the end of a loan
term after smaller regular payments.

10. The ranking of debts, where one debt
takes priority over another in repayment

-
N

Down

1. A loan for homeowners that provides
funds in exchange for equity, typically for
refirees.

2. The process of pooling various financial
assets and selling them as securities.

6. An evaluation of a property’s legal
ownership before approving a loan.

8. The process of creating a new loan,
including the application, underwriting, and
funding.
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ALL IN A DAY'S WORK

HUMOUR ON THE JOB

What a Bloomer!

A colleague received some flowers
accompanied by a card that simply said,
"No".

She spent the entire morning trying to figure
out what her husband had meant by this
cryptic message. Eventually she gave up
and called him.

"When | was on the phone to the florist," H&g
told her, "she asked me if | had a message
and | said, "No”.”

Well
Worth well?
Seeing A: It Couldn't

~

-8
%

Q: Why did the
cat fall into the

see that well.
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FOWL PLAY

While teaching at a veterinary college, |
ordered books for our library. One was

George Orwell's Animal Farm. When | went
to take it out, | found that the librarian had
placed it in the section for dairy and poultry.

MOPPING UP

| got into a fight one time with a really big
guy, and he said, “I’'m going to mop the

floor with your face.”
| said, “You'll be sorry.”
He said, “Oh, yeah? Why?2”
| said, “Well, you won't be able
to get into the corner very well.”

PARK AT YOUR OWN RISK

There is a lot of competition for parking at

the local dental office, hence the sign:

"Dental office parking only. Violators will be

extracted."

i alo s

Some tourists in the Museum of Natural
History are marvelling at dinosaur
bones. One of them asks the guard,
"Can you tell me how old the bones
are?" The guard replies, "They're
65,000,011 years old."

“That's an awfully exact number," says
the tourist. "How do you know their age
so precisely?2"

“Well," the guard answers, "they were
65 million years old when | started
working here, and that was 11 years

"

ago.

My husband left a note for the office cleaner
because he'd noticed the firm's trophy
cupboard was getting quite dusty. The note
read, "Check out the trophies."

The next day he found it still very dusty with a

note added from the cleaner, "Yes, they're
lovely trophies!”
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The triangular ruler represents precision, measurement, and a
strong foundation
The smoke transforming into clouds symbolizes growth,
expansion, and the ability to adapt and change shape.
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F\/\ THE ART OF STORYTELLING F\/\

I Believe in Storytelling....

By Ram Naresh Sunku

The Power of Storytelling: A Critical Skill for Everyone

We all love stories; we are born for them. Stories affirm who we are and provide the reassurance that our
lives have meaning. Nothing offers greater affirmation than the connections we build through stories.
Stories transcend the barriers of time—past, present, and future—enabling us to experience the shared
similarities between ourselves and others, whether real or imagined.

Building and leading a company is a journey filled with challenges. One of the most powerful tools a
founder can use to navigate this journey is storytelling.

Storytelling goes beyond sharing information

It's about creating meaningful connections, through compelling narratives founders communicate their
vision, values, and mission in a way that resonates emotionally. This connection is essential for building
trust and alignment at all levels within the organization.

¢ Employees are more motivated when they grasp the bigger picture and recognize how their
contributions align with and drive the organization’s overarching goals and vision.

e Investors are more likely to believe in a founder’s vision when it's conveyed through a powerful and
relatable story.

e Co-founders and stakeholders find clarity and common ground in well-articulated narratives,
fostering stronger collaboration.

Why Stories Matter

Stories are the bridge between vision and action. In business, they do more than inform—they ignite
passion, align purpose, and inspire movement. Leaders who master storytelling don’t just communicate;
they captivate, motivating teams and stakeholders to rally behind a shared vision. In a world full of data
and noise, it’s the story that cuts through, sparking energy and driving success. “Stories are the spine of
connection, worth the time they take, building anticipation that captivates and drives action." Stories
aren’t just important—they are essential.

Take Control of Your Narrative

If you're not writing your own story, someone else will write it for you. Storytelling empowers founders to
control the narrative—to ensure that their vision and journey are understood and embraced by all.

For these reasons, | firmly believe that storytelling is a skill everyone should cultivate. lt's through stories
that the whole world is built.

LEARN - BECOME ENERGIZED - GET CARRIED AWAY - DIGEST INFORMATION - BE INFLUENCED
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ulture defines the longevity of any organization. It is very difficult to define the culture of an organization,
but as a new organization the way we behave will define the culture of the organization and become “The
Vridhi Way” of doing things.

As a founder, | would personally like o create a culture where we become the preferred employer and good talent
is ready to come and join us because of “Vridhi Way'” of working. Apart from this we build a learning culture where
we create a lot of leaders for the industry as well.

Vridhi is a company with purpose, creating deep impact in the entire eco system we operate and benefit all the
stake holders viz customers, employees, and shareholders. We create this impact in a sustainable/profitable way.
We will build the organization with Vridhi Value system “C-Right” as the foundation. We also will build an open
culture where people are free to talk their heart out, create entrepreneurial culture where every employee feels
and acts like the owner of business.

Culture should enable such a behaviour be in such a way where every employee feels to come to office on a
Monday Morning with full enthusiasm and create a “TGIM — Thank God lts Monday” moment. We will also create a
learning culture where every manager becomes a trainer and also gets trained which will enable all the employees
to get trained functionally by experts.

Our Vision:
Creating Impact for Our Stakeholders

Our purpose at Vridhi extends beyond just building a successful company; we aim to make a meaningful impact on
every stakeholder in our ecosystem, viz our customers, employees and stake holders.

Building Future Leaders: A core component of our culture is our commitment to learning. Vridhi will be a space
where every employee has the opportunity to grow. We're developing a system where managers don't just lead but
also act as trainers, continuously learning themselves and imparting valuable knowledge to their teams. In this
way, we're building not just an organization but a network of future leaders who are equipped with the skills and
mindset to make an impact in the industry.

The Preferred Employer in Our Industry
One of our primary goals at Vridhi is to create an environment that attracts top talent—a place where skilled
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professionals are excited to join and contribute. The Vridhi Way of working focuses on nurturing a culture where
employees are motivated and feel valued. By doing so, we aim to become an employer of choice, recognized not
only for our contributions to the industry but also for the genuine, dynamic work environment we offer.

A Culture of “TGIM” - Thank God It’'s Monday

At Vridhi, we're working to establish a culture where employees look forward to Monday mornings. | am not sure
how we are going to do this, but if we are able to create the first 3, | am sure we will be able to create the TGIM
moment.

Closing Thoughts
As we continue on this journey, we invite talented individuals, forward-thinking partners, and valued customers to
join us in shaping this path. Together, let’s build something meaningful and lasting. Welcome to "The Vridhi Way."

- RAM NARESH SUNKU

FOUNDER & MD

t Vridhi, we always are looking at how do increase disbursements, hiring, improving productivity of our
employees, differentiated product offering for our customers, customer delight amongst others. These are
very critical for our existence.

But equally important is to be building a good organisational culture. A good culture is the secret sauce for
making an average/good team be exceptional.

What is organisational culture?

Organisational culture refers to implementation of best practices, norms, values within Vridhi. We would want
the following culture in Vridhi:

e Purpose-driven culture: Create a positive social-economic and environmental impact and make profits at the
same time.

* Innovative culture: Encourage continuous improvement and organizational change.

 Learning culture: Continuous improvement and employee development.

Good culture will drive employee engagement and will help in retention because the team/team member will feel
supported and will be able to do their best work every day. With strong culture and values, we can:

¢ Build team-oriented practices so that the team can get their best work done.

e Reduce friction so team members can identify and execute projects.

e Ensure all team members feel welcome in the Company, regardless of gender, appearance, race, and identity.

e Connect everything back to your organization’s mission, so everyone understands why their work is a critical
piece of the puzzle.

* Establish standards for teamwork, collaboration, and team building Vridhi

Good culture is achievable—but it takes a committed team of leaders focused on building culture to make it
happen. At Vridhi, we've dedicated time and investment into building our culture

- SUNIL MEHTA

CO FOUNDER & CFO
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WHAT EMERGING TRENDS
DO YOU SEE INFLUENCING
CORPORATE CULTURE IN
THE NEXT FIVE TO TEN
YEARS?

Several emerging trends are likely to shape corporate culture over the next five to ten years. These trends are driven by technological advancements,
changing employee expectations, and global shifts in work dynamics. Here are some key influences:
1. Focus on Employee Well-being and Mental Health

There is growing recognition of the importance of mental health and employee well-being. Companies will likely invest more in comprehensive wellness
programs, offering resources such as mental health support, flexible hours, and initiatives to combat burnout.
2. Purpose-Driven Corporate Culture

Employees, especially younger generations, increasingly seek work that aligns with their values. Companies will need to integrate a strong sense of
purpose and social responsibility into their missions, not just focussing on profit but also on sustainability, ethics, and community impact.
3. Increased Use of Al and Automation

As Al and automation continue to evolve, corporate cultures will need to adapt to these new technologies. While automation can enhance efficiency,
companies will also face the challenge of up skilling employees and fostering a culture that balances human and machine collaboration.
4. Flexible Career Paths and Gig Economy Integration

Career paths are becoming less linear, with more employees seeking non-traditional work arrangements, such as freelance or gig work. Companies will

need to adapt to this shift by offering more flexible career development opportunities and integrating gig workers into their broader culture.

- MR.GOWTAM RAJ B G (BM, KA 1)
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Build

A Corporate

Culture
That Works.

Success in any organization is brewed from shared values
and positive connections—just like a great cup of coffee.




FINANCE

Sunil Mehta

Co-Founder & CFO

Rajesh Rajput Dikshant Jain

Chief Manager

Hemanth CR Theja Shree H

Finance &

. nts Executivi
Accounts Executive Accounts Executive

Pooja N R
Rakshitha G

Assistant Manager
Assistant Manager

- Akash M
Hemavathi R

Accounts Executive

Assistant Manager

Bhavana M

Management Trainee
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V. KNOW YOUR DEPARTMENT

FINANCE

Left To Right
First Row - Akash, Rajesh, Sunil Mehta, Dikshant

Second Row - Pooja, Rakshitha, Bhavana, Hemavathi, Theja Shree, Hemanth
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AVA

STEP AHEAD - ANNUAL OPERATING PLAN (AOP)

AVA

AGILITY

OUR

» Quick decision making

shart span

w Llisten to people — ready to
change the course of action in

EXECUTION Mo Bureaucracy
Best Technology
in Mortgage
Industry
*

Qur Value
System

-

» Cut the layers — Easy approachability
and no blame games

+ Field \isits (50-75 visits by everyone]

» Once agreed, Mo more reminders »-Hespech each others’ views ant work

& New business line in every & months for 20 " gosle

= Nurture talent = MNothing under the carpet

It consists of three major pillars:
- Agility
- Technology - Biggest Enabler

- Execution

- C-Right

- No Bureaucracy

Quick decision making
Listen to people — ready to change the course of action in
short span.
Field Visits (50-75 visits by everyone)
Once agreed, No more reminders
New business line in every 6 months Nurture talent.
Cut the layers — Easy approachability and noblame games.

Respect each other’s views and work for common goals.

283 Human
Rszer

. 25 Branches

Qur Coverage

Surving 81 Lakh
Wousehahd with
3.33Cr, Papelatian

Way Forward:

Expansion into 3 new states: Rajasthan, Madhya Pradesh
and Telangana

Launch MSME Vertical

Start Partnership Vertical — Collaboration with Fintechs and
NBFCs for origination using technology.

Launching Phase 2 of Volte for transitioning to paperless
processing.

NUMBERS

Highlights of the event:
All employees participated in the initiative

Direction was given to the entire team with a proper rollout
of targets for the full year.

Priorities and expectations for each department were
properly established

Moved disbursal measurement to Net Disbursal from Gross
Disbursals

Moving to disbursal on cheque handover, which is a big
step toward customer transparency.

The vision of becoming a company with a 9000 cr AUM
and 5000 employees by FY 2030 was also highlighted

31



AVA REWARDS & RECOGNITION AVA
DIKSHANT JAIN FINANCE RAJESH RAJPUT
MANA?Fﬁm/E\':lE!)RAINEE C HAM P I o N MANA((;FﬁmZ';L:;!AINEE
KUSHAGRA DIKSHIT SAI RAJEEV

Marketing Officer

MEGHA MK

Legal Officer

NAVEEN KUMARK S

Operations Officer

NISHA R. SHETTY

Secretary Cum Receptionist

SAGAR S

Technical Officer

SUKESH MUPPODIETY

Technical Officer

UMESH S B

Technical Officer

PRAKASH P

RCU Officer

STAR

PERFORMANCE

AWARD

Management Trainee - Operations

RAMYA V

Management Trainee - Operations

PRAVESH RAWAT

Management Trainee - MIS

RAKSHITHA K G

Management Trainee - Finance

SAlI PREM

Ass. Manager - Credit

KAVYA S

Ass. Manager - Operations

SEEMA P

HR Manager

SUNILKYV

Sales Manager - Alternate Channel

SURAGANI JAGADEESH

Technical Officer

ARAVINDA K R

Business Analyst - IT

SANTOSH BHAVANI SINGH

Head - Infra Support - IT

RISHUL BHASIN

Company Secretary & Chief Compliance Officer

STELLAR
PERFORMER
AWARD

BOLLAMPALLI SRIKANTH

Central Ops Manager

SHARAN A MAKAM

Regional Ops Manager

GOWTHAM R

Regional Technical Manager
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SANTOSH BHAVANI SINGH D

ARAVINDA KR

IT

RAMESH D

CREDIT

RAKSHITHA K 6
FINANCE & ACCOUNTS

BOLLAMPALLI SRIKANTH
OPERATIONS

| -
weE
-

Y -
MEGHA M K SARASWATI
LEGAL OPERATIONS

RISHUL BHASIN
COMPLIANCE

P BALAJI REDDY
OPERATIONS

.
i)
NAVEEN KUMAR K S
OPERATIONS

JAYANTHI NAGA SWARNA GOPIKA

GEETHAD
R

s
BHASKAR G
DISTRIBUTION & AB

SHARAN A MAKAM

OPERATIONS

'a
JUDEAFELCIR
TRANING

UPPARA NARASIMHULU
OPERATIONS

oy

SARASWATI
OPERATIONS

PRAVESH RAWAT
PRODUCT

j"L ok
NISHA RAMESH SHETTY
CUSTOMER SERVICE
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FINANCE & ACCOUNTS

SUNILKV
SALES

KUSHAGRA DIKSHIT
MARKETING




IMPRINTS OF VRIDHI HOME
FINANCE
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WHY IT°3 S0 HARD
T0 KEEP GROWING

The Challenges of
Sustaining Growth: A Real-
World Perspective

Growth, whether personal
or organizational, is
inherently challenging. In
theory, it sounds simple:
set goals, work hard, and
success will follow.
However, the reality of
sustaining growth is far
more complex. Both
individuals and companies
encounter numerous
barriers that hinder
progress and make
consistent development a
difficult endeavor. From
changing circumstances to
the pressures of
maintaining momentum,
the road to growth is
fraught with obstacles.

1. Navigating External
Challenges

1. Navigating External
Challenges

One key reason it's hard to
sustain growth is the
unpredictability of external
factors. Consider the
business environment:
companies often face
market fluctuations,
economic downturns, and
regulatory changes that
disrupt their growth
trajectory. A relevant
example is the global
economic impact of the
COVID-19 pandemic.
Many businesses,
regardless of size or
industry, saw their
expansion plans stall as
supply chains were
disrupted, consumer
behavior shifted, and

entire industries faced unprecedented
challenges.

While some companies, like Amazon,
thrived due to increased demand for
e-commerce, others—such as those in
the hospitality or retail
sectors—experienced sharp declines.
For individuals, external challenges
are equally impactful. For example,
someone pursuing career
advancement may encounter layoffs,
industry changes, or shifts in company
priorities, making it difficult to
maintain upward momentum.

Navigating these unexpected
challenges requires resilience,
adaptability, and the ability to refocus
on new opportunities when the old
ones disappear.

2, Overcoming Internal Barriers

Beyond external factors, internal
barriers also play a significant role in
making sustained growth difficult.
One common internal challenge is
complacency. As people or companies
experience initial success, there's
often a temptation to settle into a
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comfort zone, which can stifle
further growth.

Companies, for instance, may
resist innovation after achieving a
stable market position, fearing
that changes might disrupt the
status quo. Nokia, once a
dominant force in mobile phones,
serves as a cautionary tale. lts
reluctance to adapt quickly to the
smartphone revolution led to a
significant decline in market share.
Individuals face similar struggles.
After achieving a personal
goal—such as earning a
promotion or acquiring a new
skill—it can be easy to pause and
rest rather than continuing to push
forward. This mindset, while
understandable, can prevent
further progress and diminish
long-term growth potential.
Continuous learning, self-
improvement, and stepping out of
comfort zones are essential but
often difficult to maintain.

3. Balancing Stability and
Innovation

Another challenge to growth is
finding the right balance between
maintaining stability and
embracing innovation. For
companies, stability is necessary to
ensure smooth operations and
satisfy existing customers.
However, sticking too rigidly to
established practices can prevent
companies from evolving with the
times.

Blockbuster, for example, failed to
innovate quickly enough in
response to the rise of digital
streaming services like Nefflix. lts
reluctance to shift from a physical
rental model to a digital one
resulted in the company's eventual
downfall.

On an individual level, this
balance is equally crucial. Personal
growth often requires taking
risks—such as switching careers,
learning new skills, or embracing
new opportunities. However, these
risks can feel daunting, especially

when weighed against the security
of existing routines or career
paths. Finding the courage to
embrace change while
maintaining stability in other
aspects of life is a delicate
balancing act.

4. The Mental and Emotional
Toll of Sustained Growth

Growth also requires sustained
effort, which can take a significant
mental and emotional toll.
Whether striving for professional
success or personal development,
the constant pressure to improve
can lead to burnout.

This is particularly true in fast-
paced industries like technology,
where the demand for innovation
is relentless. Employees at
companies like Tesla or Google
often work long hours to meet
intense performance expectations.
While this drives growth, it can also
result in high levels of stress and
fatigue.

On a personal level, individuals
who constantly strive for self-
improvement can face similar
challenges. For example, someone
training for a marathon may push
themselves too hard physically,
leading to injury, or someone
studying for a major exam may
experience burnout from excessive
stress. The key to overcoming this
challenge is recognizing the
importance of rest and recovery as
part of the growth process.

Conclusion

Sustaining growth, whether
personal or organizational, is
undoubtedly challenging. It
requires resilience in the face of
external obstacles, a willingness to
step out of comfort zones, and the
ability to strike a balance between
stability and innovation.

Additionally, the mental and
emotional toll of continuous effort
must not be overlooked. Real-
world examples from companies

like Nokia, Blockbuster, and even
individuals pursuing personal
goals illustrate the complexities of
maintaining momentum over
time. However, by staying
adaptable, embracing change,
and recognizing the need for both
effort and rest, it is possible to
navigate these challenges and
continue growing in the long term.
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DRISHTI - MANAG

The "Drishti" Managerial Workshop, led by Mr. Murali Krishnan, aimed to equip managers and
future leaders with essential team-building and managerial skills. Through interactive activities
such as skits, role-playing, communication exercises, bingo, and scenario-based learning,
participants developed critical skills in providing feedback, conducting interviews, and
leadership. This fostered a collaborative, team-oriented culture across the organization.

Three workshops were conducted in August, September, and October 2024, each featuring 30
employees handpicked by top management. The participants included current and aspiring
middle managers, selected to support their growth into future leadership roles within the
organization.
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Executive
T ]

M
S

SHAILY SINGH

CS Trainee
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RAVINI]RA V
Junior Business Analyst
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PAVAN KUMAR

Admin Manager

“UDHANANJAY RAL
AVP - Internal Audit
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AIYANNA

Nahonul Legal Manager

SHANKAR GUWI]A
Ass Mcmager Operations g
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[
SHASHANK E

Management Trainee - Operations
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RADHIKA ANNAPPA KHAVI
Operohons Executive
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AKSHITHK J
Management Trainee - Operations

SANT[]SH P RAO

Managment Trainee - Credit
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On Independence Day, Vridhi
Home Finance proudly
distributed 250 water bottles as
a gesture of goodwill and
community support. This
initiative was part of our ongoing
efforts to promote health and
hydration while celebrating the
spirit of freedom. The event was
well-received, further
strengthening our bond with the
community as we continue to
foster a culture of care and
responsibility.
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AVA AVA
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On the occasion of Independence Day, Vridhi Home
Finance proudly distributed 250 water bottles as a
gesture of goodwill and community support. This
initiative was part of our ongoing efforts to promote
health and hydration while celebrating the spirit of

freedom. The event was well-received, further

strengthening our bond with the community as we

continue to foster a culture of care and responsibility.




AVA BLOOD DONATION CAMP AVA

Vridhi Home Finance recently organized a successful blood donation camp in May 2024 in
collaboration with Jeevanraksha Voluntary Blood Centre. This initiative aimed to contribute to
the well-being of the community. The event witnessed enthusiastic participation from
employees and local donors, showcasing the company's strong commitment to social
responsibility.

This initiative not only raised awareness about the importance of blood donation but also
strengthened Vridhi's connection with the community. The support from Jeevanraksha
Voluntary Blood Centre was instrumental in ensuring the camp's success by providing
professional guidance and resources, making the event impactful and safe for all participant.




In Se ’rem‘024, Vridhi Home Finance held a fun drawing competition for
employees and their children. The event was a great way for everyone to
show off their creativity and bond as a team. To make it even more exciting,
we gave Amazon vouchers to the winners. It was a wonderful experience that

brought our Vridhi family closer together and celebrated the artistic talents of
both adults and kids!
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N\l

~BLOWER_

= -l
Your courage and commitment to upholding our ethical standards

are highly valued. if you witness any form of MISCONDUCT, we
strongly encourage you to report it without fear of retaliation.
Your identity will remain CONFIDENTIAL, and every complaint will
be throughly investigated.

Thank you for your commitment to creating a transparent and
accountable work environment.

Please raise
your voice to

whistle.blower@vridhihomefinance.com



V. POSH AWARENESS PROGRAM V.

WE ARE HERE

YOUR VOICE MATTERS TO SUPPORT YOU

In our commitment to fostering a workplace where respect and dignity thrive, Vridhi recently
hosted a heartwarming POSH awareness session. Roopasri S, our esteemed speaker and external
member of our ICC (Internal Complaint Committee), graced the occasion, enlightening us with
her wisdom.

Roopasri S, with a Masters in Labour, Capital, and Law from University Law College, Bangalore,
and a Bachelor of Law degree from Bangalore Institute of Legal Studies, brought a wealth of
expertise to our session. Her extensive experience included serving as an external member in the
sexual harassment prohibition committee at American Power Corporation, APC by Schneider
Electric, United Spirits Limited Bangalore, Metro Cash and Carry, and advising various employers
on the constitution and functioning of Sexual Harassment Prohibition Committees.

During this engaging one-hour session,employees had the opportunity to participate actively.
They not only learned about the Prevention of Sexual Harassment (POSH) guidelines but also

freely asked questions related to the topic.

At Vridhi, we're not just building dreams, we're building a family where respect and kindness rule
the roost. So, here's to a workplace where everyone feels valued, heard, and appreciated.

REACH OUT TO SEEMA P (7483277307)
VOICE OUT AT POSH@VRIDHIHOMEFINANCE.COM

REST ASSURED, YOUR IDENTITY REMAINS CONFIDENTIAL.
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KEY STATISTICS

15

BRANCHES WITH

> 5CR AUM
NO. OF CUSTOMERS 51 AVERAGE AGE
ACQUIRED BRANCHES OF EMPLOYEES

243.86 CR

GROSS
DISBURSEMENT

62%

5 SALES TEAM
BRANCHES WITH PROPORTION
> 10CR AUM

24,145+

TOWN/VILLAGE COVERED 469+

EMPLOYEES

3904

NO. OF DISBURSALS
(FRESH + PART) A.
L J

EEEEEEEEEEE
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RAINBOW
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Top 6 CSM

May-24 to Sep-24

NAME BRANCH DISBURSEMENTS

Sachin Chawhan Jaipur 1 2.71Cr.

Bhupendra Singh Jaipur 2 2.25Cr.

Darshan G S Nelamangala 1.91Cr.

Naveen Kumar TN | Chikkaballapura 2 1.55Cr.

Ravikiran Bidar 1.35Cr.

Siddappaji D K Mysore 1.13Cr.




CSO AUTO
PROMOTION POLICY

600 OTP verified leads & 3 Fresh Disbursal files) or 9 Fresh
Intern Files Disbursa

600 OTP verified leads & 3 Fresh Disb | fil 9 Fresh :

El Riles Disbursal or 80% of targé% adﬁe%?r?entei?\)aoprplicg%?e Rs. 2000 in
6 months . :
E2 Monthly NTH | vVintage Up to 6 months - 125 times of Gross CTC;
£3 Vintage >6 to 12 months - 150 times of Gross CTC;
12 Fresh File Disb | or 80% of t t i _ i
E4 acﬁ%ven%gntli% g;gsﬁic%%le GDr%orftli\gse thage >12 months - 200 times
= Rs. 2500 in
Monthly NTH

E6

® If any inter/CSO/RCSO does 24 fresh files or 80% of his/her overall targets,
he/she will be eligible for the grade promotion with a hike of Rs. 2500 in a monthly NTH.
®  Annual Auto Promotion will be applicable to the employees who have a minimum
vintage of 9 months.
e Annual Auto Promotion will be announced once only at the end of the financial year

e Business for the last 2 quarters (basis business month) will be considered for promotion eligibility calculation for 6

months.

e Business for the last 3 quarters (basis business month) will be considered for promotion eligibility calculation for 9
months.

e Business for the last 4 quarters (basis business month) will be considered for promotion eligibility calculation for 12
months.

o Appraisals will be done each quarter end. i.e. at the end of Jun, Sep, Dec, Apr.
* For example: If employee A's DOJ is th Jul'24,
* he/she will be eligible for promotion on Dec’24 EOM.
¢ Business of last 2 quarters (here, Jul’24 to Dec’24 - business month) for 6 months will be considered.
* Business for the last 3 quarters (here, Apr'24 to Dec’24 - business month) for 9 months will be considered.
* Business for the last 4 quarters (here, Jan'24 to Dec’24 - business month) for 12 months will be considered.
® Promotion will be announced every subsequent month of the quarter end i.e. Jul, Oct, Jan & Apr.
e Any CSO can get only two promotion in a financial year.
e Any CSO can get promotion only for once in 9 months & 12 months, if not promoted in 6 months.

e For example: If any employee is promoted in Jul’23 (basis business of Jan’23 to Jun’23), he/she will be eligible for
next promotion in Jan'24 (basis business of Jul'23 to Dec’23) basis next 2 quarter performance, if not eligible in 6
months, he will be eligible basis 9M/12M performance respectively.

e Minimum vintage for auto promotion is 4 months employment.
® Management holds the authority for any modification or grant exceptions to the policy.
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SACHIN KP

BRANCH
MADDUR
CSO E2 TO CSO E3

. /o ’j\
DARSHAN G S

BRANCH
NELAMANGALA
CSO E3 TO CSO E4

M~

VINOD M
HERUR
BRANCH
BAGALKOT

CSO E1 TO CSO E2

DINESH
CHAND SAINI
BRANCH
SHAHPURA
CSO E1 TO CSO E2

DORESWAMY
S K

BRANCH
MADDUR
RCSO E2 TO RCSO E3

KUMARTN
BRANCH
CHIKKABALLAPURA
RCSO E2 TO RCSO E3

SACHIN
CHAWHAN
BRANCH
JAIPUR
CSO E2 TO CSO E3

LNE M '*‘;;ﬁ;
PRAHLAD
YADAV
BRANCH
SHAHPURA
CSO E1 TO CSO E2

KORLAKUNTA
GANESH
BRANCH

MADANPALLE
CSO E3 TO CSO E4

ARIF M
KADIWAL
BRANCH
BAGALKOT
CSO E3 TO CSO E4

PRADEEP
KUMAR SAINI

BRANCH
JHUNJHUNU
CSO E1 TO CSO E2

PRATHAPH S

BRANCH
MADDUR

RCSO E2 TO RCSO E3

CHAKALI
DHANUNJAYA
BRANCH
ANANTHAPUR
RCSO E2 TO RCSO E3

. \‘ ')

AVINASH

BRANCH
BIDAR
CSO E3 TO CSO E4

SIDDAPPAIJI D K

BRANCH
MYSORE
CSO E2 TO CSO E3

SUNDE
LAL CHAHAR
BRANCH
NEEM KA THANA
CSO E1 TO CSO E2

3

C N RAMESH

BRANCH
HINDUPUR

LC;

RCSO E2 TO RCSO E3

BASAVARAJ
HALLUR
BRANCH
BAGALKOT

CSO E1 TO CSO E2

2L
B ROHITH

BRANCH
CHANDAPURA

INTERN TO CSO E1

JAICHAND
DANGI
BRANCH

NEEM KA THANA

CSO E1 TO CSO E2
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INCENTIVE EARNERS
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Bumper Contest Winners

BM Names Elrgrrrllcez Position
Kalati Ranaprathap Kurnool BM
Reddy
Rajappa Bidar BM
Mahesh Kumar K S Bangarpet BM
Hitesh M Nelamangala| BSM
Kuruba Sreedhar Ananthapur | BSM
S Nagendra Hindupur CSM
Darshan G S Nelamangala| CSM
Styalin Bidar CO
Shabeer Ahmed N Bangarpet CM
Thumpera Ramudu Ananthapur |CO

PROPOSED REWARD




l. why do you feel like you
are -(-‘a“"ng?
2 Good Practices leads to better
° owtcomes
3 Timeless values and Wnconventional | §
r Thinking

"" Cor'\?l"ance and Marketing
De?ar"l'men'l'

9. Christmas eve and New Year ||
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