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SECTION I: GENERAL
DEFINITIONS AND ABBREVIATIONS

This Red Herring Prospectus uses certain definitions and abbreviations which, unless the context otherwise indicates or
implies, shall have the meaning ascribed to them herein below. References to any legislation, act, regulation, rules,
guidelines, policies, circulars, notifications or clarifications shall be to such legislation, act, regulation, rules, guidelines,
policies, circulars, notifications or clarifications as amended.

The words and expressions used but not defined herein shall have the same meaning as is assigned to such terms under the
SEBI Regulations, the Companies Act, the SCRA, the Depositories Act, the IRDA Act, the Insurance Act and the rules and
regulations made thereunder, unless the context otherwise indicates or implies.

In “Main Provisions of Articles of Association” beginning on page 486, defined terms have the meaning given to such terms
in the Articles of Association. In “Statement of Tax Benefits” beginning on page 90, defined terms have the meaning given to
Such terms in the Statement of Tax Benefits. In “Financial Statements” beginning on page 218, defined terms have the
meaning given to such terms in the Financial Statements. In Embedded Value Report from Vivek Jalan, FIAI, a Willis Towers
Watson empanelled actuary, beginning on page 349, defined terms have the meaning given to such terms in the Embedded
Value Report from Vivek Jalan, FIAI, a Willis Towers Watson empanelled actuary.

General Terms

Term Description

Our Company/the Company/we/our |SBI Life Insurance Company Limited, a company incorporated under the Companies
Act, 1956 and having its registered office at ‘NATRAJ’, M. V. Road and Western
Express Highway Junction, Andheri (East), Mumbai 400 069

Company Related Terms

Term Description
AoA/Atrticles of Association The articles of association of our Company, as amended
Appointed Actuary The appointed actuary of our Company, Subhendu Kumar Bal
BNP Paribas BNP Paribas S.A., the promoter of BNPPC
BNPPC BNP Paribas Cardif S.A., an insurance holding company incorporated under the laws
of France
Board/ Board of Directors The board of directors of our Company or a duly constituted committee thereof
Director(s) The director(s) of our Company
Equity Shares The equity shares of our Company of face value of 10 each
Group Companies The companies which are covered under the applicable accounting standards and also

other companies as considered material by our Board of Directors, as identified in
“Our Group Companies” on page 205

Inter-se Agreement The agreement executed amongst State Bank and BNPPC on July 15, 2017

Joint  Auditors/Joint  Statutory | L.S. Nalwaya & Co., Chartered Accountants and P. Parikh & Associates, Chartered
Auditors Accountants

Existing Joint Venture Agreement The joint venture agreement dated February 27, 2001, executed amongst State Bank
and BNPPC, as amended by the amendment agreement dated August 29, 2016 and the
second amendment agreement dated July 15, 2017

Key Management Personnel The key management personnel of our Company in terms of the SEBI Regulations
(defined subsequently), the Companies Act, 2013, the Corporate Governance
Guidelines (defined subsequently) and as disclosed in “Our Management” beginning

on page 180
MoA/Memorandum of | The memorandum of association of our Company, as amended
Association/Memorandum
Promoters The promoters of our Company which are State Bank and BNPPC. For details, see

“Our Promoters and Promoter Group” beginning on page 192

Promoter Group The entities constituting the promoter group of our Company in terms of Regulation
2(1)(zb) of the SEBI Regulations (defined subsequently). For details, see “Our
Promoters and Promoter Group” beginning on page 199




Term

Description

Registered Office and Corporate
Office

‘NATRAJ’, M. V. Road and Western Express Highway Junction, Andheri (East),
Mumbai 400 069

Restated Financial Statements

The financial information prepared by the management of our Company from its
audited financial statements for the Fiscals 2013, 2014, 2015, 2016, 2017 and for the
three months ended June 30, 2017 (prepared in accordance with Indian GAAP and the
IRDAI (Preparation of Financial Statements Regulations (defined subsequently)) and
as restated by the Joint Auditors in accordance with the requirements of (a) Section 26,
Part | of Chapter Ill of the Companies Act, 2013 read with Rule 4 to Rule 6 of the
Companies (Prospectus and Allotment of Securities) Rules, 2014; (b) relevant
provisions of the SEBI Regulations (defined subsequently); and (c) relevant provisions
of the IRDAI Issuance of Capital Regulations (defined subsequently)

RoC/Registrar of Companies

The Registrar of Companies, Maharashtra, at Mumbai

SBI Corporate Agency Agreement

Corporate Agency agreement dated December 15, 2016 executed amongst State Bank
and our Company effective from April 1, 2016

SBI Trademark License Agreement

Licensing agreement dated October 31, 2014, executed amongst State Bank and our
Company effective from October 1, 2014, in accordance with IRDAI Guidelines on
usage of Trade Logo of Promoting Partners of Insurance Companies dated May 05,
2014

Shareholders

The shareholders of our Company

State Bank

State Bank of India

Offer Related Terms

Term

Description

Acknowledgement Slip

The slip or document issued by the Designated Intermediary to a Bidder as proof of
registration of the Bid cum Application Form

Allot/Allotment/Allotted

Unless the context otherwise requires, the transfer of the Equity Shares offered by the
Promoter Selling Shareholders pursuant to the Offer to the successful Bidders

Allotment Advice

A note or advice or intimation of Allotment sent to the Bidders who have been or are
to be Allotted the Equity Shares after the Basis of Allotment has been approved by the
Designated Stock Exchange

Allottee

A successful Bidder to whom the Equity Shares are Allotted

Anchor Investor

A Qualified Institutional Buyer, applying under the Anchor Investor Portion in
accordance with the requirements specified in the SEBI Regulations (defined
subsequently) and this Red Herring Prospectus

Anchor Investor Allocation Price

The price at which Equity Shares will be allocated to Anchor Investors in terms of this
Red Herring Prospectus and the Prospectus, which will be decided by our Company
and the Promoter Selling Shareholders, in consultation with the Lead Managers

Anchor Investor Application Form

The form used by an Anchor Investor to make a Bid in the Anchor Investor Portion
and which will be considered as an application for Allotment in terms of this Red
Herring Prospectus and the Prospectus

Anchor Investor Bid/Offer Period

One Working Day prior to the Bid/Offer Opening Date, on which Bids by Anchor
Investors shall be submitted and allocation to Anchor Investors shall be completed

Anchor Investor Offer Price

The final price at which the Equity Shares will be Allotted to Anchor Investors in
terms of this Red Herring Prospectus and the Prospectus, which price will be equal to
or higher than the Offer Price but not higher than the Cap Price

The Anchor Investor Offer Price will be decided by our Company and the Promoter
Selling Shareholders, in consultation with the Lead Managers

Anchor Investor Portion

Up to 60% of the QIB Portion which may be allocated by our Company and the
Promoter Selling Shareholders, in consultation with the Lead Managers, to Anchor
Investors on a discretionary basis in accordance with the SEBI Regulations (defined
subsequently)

One-third of the Anchor Investor Portion shall be reserved for domestic Mutual Funds,
subject to valid Bids being received from domestic Mutual Funds at or above the
Anchor Investor Allocation Price




Term

Description

ASBA/Application
Blocked Amount

Supported by

An application, whether physical or electronic, used by ASBA Bidders to make a Bid
and authorising an SCSB to block the Bid Amount in the ASBA Account

ASBA Account A bank account maintained with an SCSB and specified in the ASBA Form submitted
by ASBA Bidders for blocking the Bid Amount mentioned in the ASBA Form

ASBA Bid A Bid made by an ASBA Bidder

ASBA Bidders All Bidders except Anchor Investors

ASBA Form An application form, whether physical or electronic, used by ASBA Bidders to make
Bids, which will be considered as the application for Allotment in terms of this Red
Herring Prospectus and the Prospectus

AXis Axis Capital Limited

Banker to the Offer

Escrow Collection Bank, Refund Bank and Public Offer Account Bank

Basis of Allotment

The basis on which Equity Shares will be Allotted to successful Bidders under the
Offer and which is described in “Offer Procedure” from pages 474 to 477

Bid

An indication to make an offer during the Bid/Offer Period by a Bidder pursuant to
submission of the ASBA Form, or during the Anchor Investor Bid/Offer Period by an
Anchor Investor, pursuant to submission of the Anchor Investor Application Form, to
purchase the Equity Shares at a price within the Price Band, including all revisions and
modifications thereto as permitted under the SEBI Regulations (defined subsequently)

The term “Bidding” shall be construed accordingly

Bid/Offer Closing Date

Except in relation to any Bids received from the Anchor Investors, the date after which
the Designated Intermediaries will not accept any Bids, which shall be notified in all
editions of Financial Express, all editions of Jansatta and Mumbai edition of Navshakti
(which are English, Hindi and Marathi newspapers respectively, Marathi being the
regional language of Maharashtra, where the Registered Office is located), each with
wide circulation

Bid/Offer Opening Date

Except in relation to any Bids received from the Anchor Investors, the date on which
the Designated Intermediaries shall start accepting Bids, which shall be notified in all
editions of Financial Express, all editions of Jansatta and Mumbai edition of Navshakti
(which are English, Hindi and Marathi newspapers, Marathi being the regional
language of Maharashtra, where the Registered Office is located), each with wide
circulation

Bid/Offer Period

Except in relation to any Bids received from Anchor Investors, the period between the
Bid/Offer Opening Date and the Bid/Offer Closing Date, inclusive of both days, during
which prospective Bidders can submit their Bids, including any revisions thereof

Bid Amount

The highest value of optional Bids indicated in the Bid cum Application Form and
payable by the Bidder or blocked in the ASBA Account of the ASBA Bidders, as the
case maybe, upon submission of the Bid in the Offer which shall be net of the
Employee Discount, as applicable

However, Eligible Employees applying in the Employee Reservation Portion can apply
at the Cut-Off Price and the Bid amount shall be Cap Price net of Employee Discount,
multiplied by the number of Equity Shares Bid for by such Eligible Employee and
mentioned in the Bid cum Application Form

Bid cum Application Form

The Anchor Investor Application Form or the ASBA Form, as the context requires

Bid Lot

[e] Equity Shares and [®] Equity Shares thereafter

Bidder

Any prospective investor who makes a Bid pursuant to the terms of this Red Herring
Prospectus and the Bid cum Application Form and unless otherwise stated or implied,
includes an Anchor Investor

Bidding Centres

The centres at which the Designated Intermediaries shall accept the Bid cum
Application Forms, i.e. Designated Branches for SCSBs, Specified Locations for the
Syndicate, Broker Centres for Registered Brokers, Designated RTA Locations for
RTAs and Designated CDP Locations for CDPs

BNPP

BNP Paribas, one of the Lead Managers who in compliance with the proviso to
Regulation 21A(1) of the Securities and Exchange Board of India (Merchant Bankers)
Regulations, 1992, as amended, read with proviso to Regulation 5(3) of the SEBI
Regulations (defined subsequently), would be involved only in marketing the offer




Term

Description

Book Building Process

The book building process, as provided in Schedule Xl of the SEBI Regulations
(defined subsequently), in terms of which the Offer is being made

Broker Centres

The broker centres notified by the Stock Exchanges where Bidders can submit the
ASBA Forms to a Registered Broker

The details of such Broker Centres, along with the names and the contact details of the
Registered Brokers are available on the websites of the respective Stock Exchanges
(www.bseindia.com and www.nseindia.com)

CAN/Confirmation of Allocation | A notice or intimation of allocation of the Equity Shares sent to Anchor Investors, who
Note have been allocated Equity Shares, after the Anchor Investor Bid/Offer Period
Cap Price The higher end of the Price Band, being [®] per Equity Share, above which the Offer

Price and Anchor Investor Offer Price will not be finalised and above which no Bids
will be accepted

CDP/Collecting Depository | A depository participant as defined under the Depositories Act, 1996, registered with

Participant SEBI and who is eligible to procure Bids at the Designated CDP Locations in terms of
circular number CIR/CFD/POLICYCELL/11/2015 dated November 10, 2015 issued
by SEBI

Citi Citigroup Global Markets India Private Limited

Client ID The client identification number maintained with one of the Depositories in relation to
the dematerialisation account

CRISIL CRISIL Limited

CRISIL Report

Report titled “Analysis of Life Insurance Industry in India” dated July 13, 2017 issued
by CRISIL Research, a division of CRISIL Limited

Cut-off Price

The Offer Price finalised by our Company and the Promoter Selling Shareholders in
consultation with the Lead Managers

Only Retail Individual Bidders, Eligible Employees under the Employee Reservation
Portion and State Bank Shareholders Bidding under the State Bank Shareholders
Reservation Portion (subject to the Bid Amount being up to X 200,000) are entitled to
Bid at the Cut-off Price. State Bank Shareholders applying for the Bid Amount above
% 200,000 under the State Bank Shareholders Reservation Portion, respectively, and
QIBs (including Anchor Investors) and Non-Institutional Investors, are not entitled to
Bid at the Cut-off Price

Demographic Details

Details of the Bidders, being address, name of the Bidders’ father/husband, investor
status, occupation and bank account details

Designated Branches

Such branches of the SCSBs which shall collect the ASBA Forms, a list of which is
available on the website of SEBI at
http://www.sebi.gov.in/sebiweb/other/OtherAction.do?doRecognised=yes or at such
other website as may be prescribed by SEBI from time to time

Designated CDP Locations

Such locations of the CDPs where Bidders can submit the ASBA Forms

The details of such Designated CDP Locations, along with names and contact details
of the CDPs eligible to accept ASBA Forms are available on the websites of the
respective Stock Exchanges (www.bseindia.com and www.nseindia.com)

Designated Date

The date on which funds are transferred by the Banker to the Offer from the Escrow
Account or the amounts blocked by the SCSBs are transferred from the ASBA
Accounts, as the case may be, to the Public Offer Account or the Refund Account, as
appropriate, after the Prospectus is filed with the Registrar of Companies

Designated Intermediaries

The members of the Syndicate, sub-syndicate/agents, SCSBs, Registered Brokers,
CDPs and RTAs, who are authorised to collect Bid cum Application Forms from the
Bidders, in relation to the Offer

Designated RTA Locations

Such locations of the RTAs where Bidders can submit the ASBA Forms to RTAs

The details of such Designated RTA Locations, along with names and contact details
of the RTAs eligible to accept ASBA Forms are available on the websites of the
respective Stock Exchanges (www.bseindia.com and www.nseindia.com)

Designated Stock Exchange

NSE

Deutsche

Deutsche Equities India Private Limited
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Term

Description

DRHP/Draft Red Herring Prospectus

The draft herring prospectus dated July 17, 2017 issued in accordance with the SEBI
Regulations (defined subsequently), which does not contain complete particulars of the
price at which the Equity Shares will be Allotted and the size of the Offer

Eligible Employees

Pursuant to Regulation 42 of the SEBI Regulations, all or any of the following:

(@) a permanent and full time employee of our Company and our Promoter (State
Bank) (excluding such employees who are not eligible to invest in the Offer under
applicable laws) as of the date of filing of this Red Herring Prospectus with the
RoC and who continues to be an employee of our Company and our Promoter
(State Bank), until the submission of the Bid cum Application Form; and

a Director of our Company who is eligible to apply under the Employee
Reservation Portion under applicable law and is resident in India as on the date of
filing of this Red Herring Prospectus with the RoC and who continues to be a
Director of our Company, until the submission of the Bid cum Application Form

(b)

The maximum Bid Amount under the Employee Reservation Portion by an Eligible
Employee shall not exceed X 500,000. However, the initial Allotment to an Eligible
Employee in the Employee Reservation Portion shall not exceed ¥ 200,000. Only in
the event of an under-subscription in the Employee Reservation Portion post the initial
allotment, such unsubscribed portion may be Allotted on a proportionate basis to
Eligible Employees Bidding in the Employee Reservation Portion, for a value in
excess of X 200,000, subject to the total Allotment to an Eligible Employee not
exceeding ¥ 500,000

Eligible NRI(s)

NRI(s) from jurisdictions outside India where it is not unlawful to make an offer or
invitation under the Offer and in relation to whom the Bid cum Application Form and
this Red Herring Prospectus will constitute an invitation to purchase the Equity Shares

Employee Discount

Our Company and the Promoter Selling Shareholders in consultation with the Lead
Managers, may offer a discount of [8]% (equivalent of X [e]) to the Offer Price to
Eligible Employees and which shall be announced at least five Working Days prior to
the Bid / Offer Opening Date

Employee Reservation Portion

The portion of the Offer being up to 2,000,000 Equity Shares aggregating to X [e]
million, available for allocation to Eligible Employees, on a proportionate basis

Escrow Account The account to be opened with the Banker to the Offer and in whose favour the Anchor
Investors will transfer money through NEFT/RTGS/direct credit in respect of the Bid
Amount when submitting a Bid

Escrow Agreement The escrow agreement dated September 11, 2017 entered into amongst our Company,

the Promoter Selling Shareholders, the Lead Managers, the Registrar to the Offer and
the Banker to the Offer for inter alia, collection of the Bid Amounts from the Anchor
Investors and where applicable, refunds of the amounts collected from the Anchor
Investors, on the terms and conditions thereof

Escrow Collection Bank

A bank, which is a clearing member and registered with SEBI as a banker to an offer
and with whom the Escrow Account has been opened, in this case being State Bank

First Bidder The Bidder whose name shall be mentioned in the Bid cum Application Form or the
Revision Form and in case of joint Bids, whose name shall also appear as the first
holder of the beneficiary account held in joint names

Floor Price The lower end of the Price Band, subject to any revision thereto, at or above which the

Offer Price and the Anchor Investor Offer Price will be finalised and below which no
Bids will be accepted

GID/General Information Document

The General Information Document prepared and issued in accordance with the
circular (CIR/CFD/DIL/12/2013) dated October 23, 2013 notified by SEBI suitably
modified and included in “Offer Procedure” beginning on page 456

I-Sec ICICI Securities Limited
JM Financial JM Financial Institutional Securities Limited
Kotak Kotak Mahindra Capital Company Limited

Lead Managers

The book running lead managers to the Offer, being JM Financial Institutional
Securities Limited, Axis Capital Limited, BNP Paribas, Citigroup Global Markets
India Private Limited, Deutsche Equities India Private Limited, ICICI Securities
Limited, Kotak Mahindra Capital Company Limited and SBI Capital Markets Limited




Term

Description

Maximum RIB Allottees

The maximum number of RIBs who can be allotted the minimum Bid Lot. This is
computed by dividing the total number of Equity Shares available for Allotment to
RIBs by the minimum Bid Lot

Mutual Fund Portion

5% of the QIB Portion (excluding the Anchor Investor Portion), or 1,060,000 Equity
Shares which shall be available for allocation to Mutual Funds only

Net Offer

The Offer less the Employee Reservation Portion and the State Bank Shareholders
Reservation Portion

NIIs/Non-Institutional Investors

All Bidders that are not QIBs or RIBs and who have Bid for Equity Shares for an
amount of more than % 200,000 (but not including NRIs other than Eligible NRISs)

Non-Institutional Portion

Portion of the Net Offer being not less than 15% of the Net Offer or 15,900,000
Equity Shares which shall be available for allocation on a proportionate basis to Non-
Institutional Investors, subject to valid Bids being received at or above the Offer Price

NRI/Non-Resident

A person resident outside India as defined under FEMA

Non-Resident Indians

A non-resident Indian as defined under the FEMA Regulations

Offer

Initial public offer of up to 120,000,000 Equity Shares for cash at a price of X [e] per
Equity Share aggregating up to X [e] million, through an offer for sale by State Bank
and BNPPC of up to 80,000,000 Equity Shares and up to 40,000,000 Equity Shares at
the Offer Price aggregating up to X [e] million and up to X [e] million respectively in
terms of this Red Herring Prospectus. The Offer comprises the Net Offer, Employee
Reservation Portion and the State Bank Shareholders Reservation Portion

Offer Agreement

The offer agreement dated July 17, 2017 entered into amongst our Company, the
Promoter Selling Shareholders and the Lead Managers pursuant to which certain
arrangements are agreed to in relation to the Offer

Offer Price

The final price at which the Equity Shares will be Allotted to ASBA Bidders in terms
of this Red Herring Prospectus.

The Offer Price will be decided by our Company and the Promoter Selling
Shareholders, in consultation with the Lead Managers, on the Pricing Date.

A discount of [#]% (equivalent of X [e]) per Equity Share on the Offer Price may be
offered to Eligible Employees bidding in the Employee Reservation Portion. This
discount, if any, will be decided by our Company and the Promoter Selling
Shareholders in consultation with the Lead Managers

Price Band

The price band of a minimum price of X [e] per Equity Share (Floor Price) and the
maximum price of X [e] per Equity Share (Cap Price), including any revisions thereof.

Price Band and the minimum Bid Lot size for the Offer will be decided by our
Company and the Promoter Selling Shareholders, in consultation with the Lead
Managers, and will be advertised, at least five Working Days prior to the Bid/Offer
Opening Date in all editions of Financial Express, all editions of Jansatta and Mumbai
edition of Navshakti (Which are English, Hindi and Marathi newspapers respectively,
Marathi being the regional language of Maharashtra, where the Registered Office is
located), each with wide circulation

Pricing Date

The date on which our Company and the Promoter Selling Shareholders, in
consultation with the Lead Managers, will finalise the Offer Price

Promoter Selling Shareholders

State Bank and BNPPC

Prospectus

The prospectus to be filed with the RoC on or after the Pricing Date in accordance with
Section 26 of the Companies Act, 2013 and the SEBI Regulations (defined
subsequently), containing, inter alia, the Offer Price that is determined at the end of
the Book Building Process, the size of the Offer and certain other information
including any addenda or corrigenda thereto

Public Offer Account

The account opened, in accordance with Section 40 of the Companies Act, 2013, with
the Public Offer Bank(s) to receive monies from the Escrow Account(s) and the ASBA
Accounts on the Designated Date

Public Offer Bank

The bank(s) with whom the Public Offer Account for collection of Bid Amounts from
Escrow Accounts and ASBA Accounts has been opened, in this case being State Bank

QIB Portion

The portion of the Net Offer (including the Anchor Investor Portion) being 50% of the
Net Offer or 53,000,000 Equity Shares which shall be allocated to QIBs (including
Anchor Investors)




Term

Description

QIBs/QIB Bidders/ Qualified
Institutional Buyers

The qualified institutional buyers as defined under Regulation 2(1)(zd) of the SEBI
Regulations (defined subsequently)

Refund Account(s)

The account opened with the Refund Bank(s), from which refunds, if any, of the whole
or part of the Bid Amount to the Anchor Investors shall be made

Refund Bank

State Bank

Registered Brokers

The stock brokers registered with the stock exchanges having nationwide terminals,
other than the Members of the Syndicate and eligible to procure Bids in terms of
circular number CIR/CFD/14/2012 dated October 4, 2012 issued by SEBI

Registrar to the Offer or Registrar

Karvy Computershare Private Limited

Retail Portion

The portion of the Net Offer being not less than 35% of the Net Offer or 37,100,000
Equity Shares which shall be available for allocation to RIBs in accordance with the
SEBI Regulations (defined subsequently), subject to valid Bids being received at or
above the Offer Price

Revision Form

The form used by Bidders to modify the quantity of the Equity Shares or the Bid
Amount in any of their Bid cum Application Forms or any previous Revision Form(s)

QIB Bidders and Non-Institutional Investors are not allowed to withdraw or lower their
Bids (in terms of quantity of Equity Shares or the Bid Amount) at any stage. RIBs,
Eligible Employees and State Bank Shareholders who are RIBs can revise their Bids
during the Bid/Offer Period and withdraw their Bids until Bid/Offer Closing Date

RHP/Red Herring Prospectus

This red herring prospectus dated September 11, 2017 issued by our Company in
accordance with Section 32 of the Companies Act, 2013 and the provisions of the
SEBI Regulations (defined subsequently), which does not have complete particulars of
the price at which the Equity Shares will be offered and the size of the Offer including
any addenda or corrigenda thereto.

This red herring prospectus has been registered with the Registrar of Companies at
least three Working Days before the Bid/Offer Opening Date and will become the
Prospectus upon filing with the Registrar of Companies after the Pricing Date

RIBs/Retail Individual Bidders

The individual Bidders, who have Bid for the Equity Shares for an amount not more
than X 200,000 in any of the bidding options in the Offer (including HUFs applying
through their Karta and Eligible NRIs) and does not include NRIs (other than Eligible
NRIs)

RTAs/Registrar and Share Transfer
Agents

The registrar and share transfer agents registered with SEBI and eligible to procure
Bids at the Designated RTA Locations in terms of circular number
CIR/CFD/POLICYCELL/11/2015 dated November 10, 2015 issued by SEBI

SBI Capital

SBI Capital Markets Limited

SCSB(s)/Self Certified Syndicate
Bank(s)

The Banks registered with SEBI, offering services in relation to ASBA, a list of which
is available on the website of SEBI at
http://www.sebi.gov.in/sebiweb/other/OtherAction.do?doRecognised=yes and updated
from time to time

Share Escrow Agent

The share escrow agent appointed pursuant to the Share Escrow Agreement in this case
being, Karvy Computershare Private Limited

Share Escrow Agreement

The share escrow agreement dated September 11, 2017 entered into amongst our
Company, the Promoter Selling Shareholders and the Share Escrow Agent in
connection with the transfer of Equity Shares under the Offer by the Promoter Selling
Shareholders and credit of such Equity Shares to the dematerialised accounts of the
Allottees

Specified Locations

The Bidding centres where the Syndicate shall accept Bid cum Application Forms

State Bank Shareholders

Individuals and HUFs (i) who are the public equity shareholders of State Bank, being
our Promoter and one of our Group Companies (excluding such other persons not
eligible under applicable laws, rules, regulations and guidelines and depository receipt
holders of State Bank) as on the date of this Red Herring Prospectus

State Bank Shareholders Reservation
Portion

Reservation of up to 12,000,000 Equity Shares aggregating to X [®] million in favour
of State Bank Shareholders

Syndicate/Members of the Syndicate

The Lead Managers and the Syndicate Members




Term

Description

Syndicate Agreement

The syndicate agreement dated September 11, 2017 entered into amongst our
Company, the Promoter Selling Shareholders, the Lead Managers and the Syndicate
Members in relation to collection of Bid cum Application Forms by the Syndicate

Syndicate Members

The intermediaries registered with SEBI who are permitted to carry out activities as an
underwriter, in this case being, JM Financial Services Limited, Kotak Securities
Limited, SBICAP Securities Limited and Sharekhan Limited

Underwriters

[e]

Underwriting Agreement

The underwriting agreement to be entered into among our Company, the Promoter
Selling Shareholders, the Registrar and the Underwriters on or after the Pricing Date,
but prior to filing the Prospectus with the Registrar of Companies

Wilful Defaulter

Company or person categorised as a wilful defaulter by any bank or financial
institution or consortium thereof, in accordance with the guidelines on wilful defaulters
issued by the Reserve Bank of India and includes any company whose director or
promoter is categorised as such

Working Day

All days other than second and fourth Saturday of each calendar month, Sunday or a
public holiday, on which commercial banks in Mumbai are open for business; provided
however, with reference to (a) announcement of Price Band; (b) Bid/Offer Period,
“Working Day” shall mean all days, excluding Saturdays, Sundays and public
holidays, on which commercial banks in Mumbai are open for business; and (c) the
time period between the Bid/ Offer Closing Date and the listing of the Equity Shares
on the Stock Exchanges. “Working Day” shall mean all trading days of Stock
Exchanges, excluding Sundays and bank holidays, as per the SEBI Circular
SEBI/HO/CFD/DIL/CIR/P/2016/26 dated January 21, 2016

Technical/Insurance industry related terms/abbreviations

Term

Description

Acquisition cost

Costs that vary with and are primarily related to the acquisition of insurance contracts

Amortisation of premium/Accretion
of discount

Premium/discount refers to the price paid for a bond as against the par value of the
bond. This premium/discount is spread over the remaining life of the bond and is called
amortisation of premium/accretion of discount respectively

Annuity and immediate annuity

Annuities provide for a series of payments to be made at regular intervals in return for
a certain sum paid up front

An immediate annuity is a contract to pay out regular amounts of benefit wherein the
contract commences payments, immediately after the contract is concluded

Asset Liability Management

It is an ongoing process of formulating, implementing, monitoring and revising
strategies related to assets and liabilities to achieve an insurer’s financial objectives,
given the insurer’s risk appetite, risk tolerances and business profile

Assets Under Management / AUM

AUM refers to the carrying value of investments managed by the Company and
includes loans against policies and net current assets pertaining to investments

Bancassurance An arrangement entered into by a bank and an insurance company, through which the
insurance company sells or markets its products to the bank’s customer base

Bonus The non-guaranteed benefits added to the participating life insurance policies and are
the way in which policyholders receive their share of the profits of the policies. Bonus
includes terminal and reversionary bonus

Certified Insurance Facilitators /|CIF refers to those employees of a corporate agent designated as Specified Person

CIFs

(defined below) under Regulation 2(p) of IRDAI (Registration of Corporate Agents)
Regulations(defined subsequently).

Specified Person is an employee of a Corporate Agent who is responsible for soliciting
and procuring insurance business on behalf of a corporate agent and have fulfilled the
requirements of qualification, training and passing of examination as specified in
IRDAI Registration of Corporate Agents Regulations (defined subsequently).

CIBT93

Critical Iliness Basic Table 1993 issued by the Actuarial Society of India (now known
as Institute of Actuaries of India) with respect to incidence rates and morbidity
assumptions. CIBT93 shall constitute ‘Published Tables’ within the meaning of
Regulation 4 of IRDAI (Asset, Liabilities and Solvency Margin of Life Insurance
Business) Regulations (defined subsequently)
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Term

Description

Common service centres

Centers established under National e-Governance Plan by CSC e-Governance Services
India Limited. They are front-end delivery points for government, private and social
sector services to citizens of India

Death claims or mortality claims

Amount of benefit payable on death as specified in the policy document. This is stated
at the inception of the contract

Death Claims Settlement Ratio

Ratio of death claims settled to death claims reported to the Company and outstanding
at the beginning of the year

Embedded Value

The measure of the consolidated value of shareholders’ interest in the covered life
insurance business, which is all life insurance business written by the Company since
inception and in-force as on the valuation date (including lapsed business which have
the potential of getting revived)

The Embedded Value of the Company has been determined on the basis of the Indian
Embedded Value Methodology

Embedded Value Operating Profit
(EVOP) and Operating Return on
Embedded Value

Embedded value operating profit is a measure of the increase in the Embedded Value
during a specified period due to matters that can be influenced by management. It
excludes changes in the Embedded Value due to external factors like changes in
economic variables and shareholder-related actions like capital injection or dividend
pay-outs. Operating Return on embedded value is the ratio of EVOP for a specified
period to the Embedded Value at the beginning of that period

Embedded Value Report

The embedded value report dated September 6, 2017 prepared by the Independent
Actuary

Facultative

An arrangement under which the insurer is free to place the reinsurance with any
reinsurer or reject the reinsurance offered. Similarly, the reinsurer may accept or reject
the reinsurance offered

Fair value change account

Unrealised gains/losses arising due to changes in the fair value of investment assets
including listed equity shares, mutual funds, debt securities and derivative instruments

First year premium

Insurance premium that is due in the first policy year of a life insurance contract

Funds for discontinued
policies/Discontinued policy fund

A segregated fund of the insurer that is set aside and is constituted by the fund value of
all discontinued policies determined in accordance with the IRDA (Linked Insurance
Products) Regulations, 2013

Funds for future appropriation

The Funds for Future Appropriation (the “FFA”), comprise funds which have not been
explicitly allocated either to policyholders or to shareholders at the valuation date

Grievance Disposal Rate

Number of grievances settled by the Company during a fiscal year divided by the total
number of grievances reported to the Company and outstanding at the beginning of the
year

Grievance Ratio

Number of grievances reported to the Company divided by number of policies issued
by the Company in the same period (per 1,000)

Gross Written Premium

The total premium written by the Company before deductions for reinsurance ceded

Independent Actuary

Vivek Jalan, FIAI, a Willis Towers Watson empanelled actuary

Indian Assured Lives Mortality 2006
— 2008 table

Published Mortality Table as published by the Institute of Actuaries of India, effective
from April 1, 2013, within the meaning of regulation 4 of IRDAI (Asset, Liabilities and
Solvency Margin of Life Insurance Business) Regulations (defined subsequently)

Indian Embedded Value

Methodology

Embedded value determined as per the requirements and principles set forth by the
Institute of Actuaries of India, in accordance with Actuarial Practice Standard 10

Individual living benefit claims

Amount of benefit which is payable on survival as specified in the policy document for
individual policies. This is stated at the inception of the contract. This includes
maturity and survival benefit Claims

Individual New Business Premium

Insurance premium that is due in the first policy year of an individual life insurance
contract

Individual Rated Premium

Premiums written by the Company under individual products and weighted at the rate
of 10.00% for single premiums

Insurance density

Premium per capita




Term

Description

Insurance marketing firm

Entity registered by the IRDAI to solicit or procure insurance products as specified
under applicable regulations to undertake insurance service activities, and to distribute
other financial products by employing individuals licensed to market, distribute and
service such other financial products

Interim bonus

Bonus paid under a policy which becomes payable to policy holders when the policy
results into a claim either by death, surrender or maturity for the period from the last
declared bonus date and is paid to provide for the fact that the policy will not be
eligible for bonus at the next bonus declaration

Investment yield

A measure of the income received from an investment compared to the price paid for
the investment. Normally expressed as a percentage. Quarter ended yield has been
annualized wherever applicable

LIC(a) 96-98 table for annuities

Published Mortality Table for annuitants as published by the Institute of Actuaries of
India, within the meaning of regulation 4 of IRDAI (Asset, Liabilities and Solvency
Margin of Life Insurance Business) Regulations (defined subsequently)

Life insurance penetration

Insurance premium as % of GDP

Linked liabilities (fund reserves)

This represents the liability for units held under the life insurance contracts and is part
of the liability that is held under the unit linked business

Market Consistent Embedded Value
Methodology

Embedded value determined as the sum total of the adjusted net worth and the value of
in-force covered business computed on a market consistent basis

Mathematical Reserves

The provision made by an insurer to cover liabilities (excluding liabilities which have
fallen due and liabilities arising from deposit back arrangement in relation to any
policy whereby an amount is deposited by re-insurer with the cedant) arising under or
in connection with policies or contracts of life insurance business. Mathematical
reserves also include specific provision for adverse deviations of the bases such as
mortality and morbidity rates; interest rates and expense rates; and any explicit
provision made in the valuation of liabilities in accordance with the regulations made
by IRDAI for this purpose.

Micro-agents

Entities or individuals appointed as micro insurance agents as per IRDAI Micro
Insurance Regulations (defined subsequently) for distribution of micro-insurance
products

Mis-Selling Ratio

Number of grievances with respect to unfair business practice that are reported to the
Company divided by policies issued by the Company in the same period represented as
a percentage

Morbidity rate

The frequency at which a disease appears in a population. Morbidity rates help insurers
predict the likelihood that an insured will contract or develop any number of specified
diseases

Mortality rate

A measure of the number of deaths, varying by such parameters as age, gender and
health, used in pricing and computing liabilities for future policyholders of life and
annuity products, which contain mortality risks

Net Asset Value / NAV

NAYV in the context of equity shares is computed as the closing net worth of a
company, divided by the closing outstanding number of fully paid up equity share.

In the context of the unit-linked business of the Company it is computed as the price
per unit of the segregated fund as defined under IRDAI Linked Insurance Product
Regulations (defined subsequently).

In the context of the investments made in mutual funds by the Company, it represents
the value of one unit held by us and is computed as total assets of the scheme divided
by number of units outstanding.

Net New Cash Net Premium minus net benefits
Net Premium The total premium written by the Company after deductions for reinsurance ceded
Net worth Net worth represents the shareholders’ funds and is computed as sum of share capital

and reserves including share premium share application money and fair value change
account net of debit balance in profit and loss account

New Business Annualized Premium
Equivalent

The sum of annualized first year premiums on regular premium policies, and 10.00%
of single premiums, written by the Company during the fiscal year from both retail and
group customers

10




Term

Description

New Business Premium / NBP

Insurance premium that is due in the first policy year of a life insurance contract or a
single lump sum payment from the policyholder

New Business Regular Premium or
Regular Premium

Insurance premium that is due in the first policy year of a life insurance contract
excluding single premium

Non-Participating Non-Par

Product

or

Policies without participation in profits, means policies which are not entitled to any
share in surplus (profits) during the term of the policy as defined under Regulation 2(k)
of IRDAI Actuarial Report and Abstract for Life Insurance Business Regulations
(defined subsequently). Examples include pure risk policies such as fixed annuities,
term insurance, critical illness etc

Operating Expense Ratio

Operating expenses (excluding commission) divided by Gross Written Premium

Participating or Par Product

Policies with participation in profits means polices which are not non-par policies as
defined under regulation 2(k) of IRDAI Actuarial Report and Abstract for Life
Insurance Business Regulations (defined subsequently);

A life insurance policy where the policyholder is entitled to at least a 90.00% share of
the surplus emerging in the participating fund and the remaining belongs to the
shareholders

Persistency Ratio

The ratio of life insurance policies remaining in force to all policies issued in a fixed
period. Persistency can be measured in terms of number of policies or in terms of
premium

Policy lapse A life insurance contract lapses if the policyholder does not pay premium within the
grace period as prescribed under the IRDAI (Non-Linked Insurance Products and
Linked Insurance Product) Regulations (defined subsequently), as applicable

Premium The consideration the policyholder will have to pay in order to secure the benefits

offered by the insurance policy

Present Value of New Business
Premium Margin

This is the ratio of the Value of New Business to the Present Value of all Premiums
expected to be paid in the future from New Business written during the period. Present
Value of New Business Premium for a specified period is the discounted value at the
point of sale, of the projected premiums before reinsurance allowing for decrements
and using reference rate at the point of sale consistent with those used in the estimate
of Value of New Business

Private life insurers

All Indian life insurance companies other than the Life Insurance Corporation of India

Protection gap

Ratio of sum assured to GDP

Reinsurance ceded/accepted

Reinsurance means an insurance contract between one insurance company (cedant) and
another insurance company (reinsurer) to indemnify against losses on one or more
contracts issued by the cedant in exchange for a consideration. The consideration paid/
received is termed as reinsurance ceded/accepted. The intent of reinsurance is for an
insurance company to reduce the risks associated with underwritten policies by
spreading risks across alternative institutions

Renewal Premium

Life insurance premiums falling due in the years subsequent to the first year of the
policy

Return on Infused Capital / ROIC

Net profit divided by the average share capital. Quarter ended return has been
annualized wherever applicable

Reversionary bonus

Reversionary bonus is expressed as a percentage of basic sum assured. Simple
reversionary bonuses once vested become guaranteed

Rider

The add-on benefits which are in addition to the benefits under a basic policy

Single Premium

Those policies that require only a single lump sum payment from the policyholder

11
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Description

Solvency Ratio, Required Solvency
Margin and Available Solvency
Margin

“Solvency ratio” means ratio of the amount of Available Solvency Margin to the
amount of Required Solvency Margin as specified in form-KT-3 of IRDAI Actuarial
Report and Abstracts for Life Insurance Business Regulations (defined subsequently)

“Available Solvency Margin” means the excess of value of assets (as furnished in
form-AA specified under IRDAI Actuarial Report and Abstracts for Life Insurance
Business Regulations (defined subsequently) over the value of life insurance liabilities
(as furnished in form-H of IRDAI Actuarial Reports and Abstracts for Life Insurance
Business Regulations (defined subsequently) and other liabilities of policyholders’
fund and shareholders’ funds

Every insurer is required to maintain an excess of the value of admissible assets over
the amount of liabilities of not less than an amount prescribed by the IRDAI, which is
referred to as a Required Solvency Margin. The actual excess of admissible assets over
liabilities maintained by the insurer is termed as Available Solvency Margin. The ratio
of Available Solvency Margin to the Required Solvency Margin is called as Solvency
Ratio

Sum assured

An absolute amount of benefit which is guaranteed to become payable on death/
maturity of the policy in accordance with the terms and conditions of the policy

Surplus The excess of the value placed on a life insurance company’s assets over the value
placed on its liabilities
Surrender Complete withdrawal/ termination of the entire policy

Surrender Ratio

Total surrender divided by the average AUM of policyholders during the year. Quarter
ended return has been annualized wherever applicable

Terminal bonus

Bonus declared under the policy in the year when the policy results into a claim either
by death, surrender or maturity

Top-up premium

An additional amount of premium over and above the contractual basic premiums
charged at the commencement of the contract

Total Cost Ratio

Operating expenses including commission, provision for doubtful debts and bad debts
written off divided by Gross Written Premium

Underwriting

The process by which an insurance company determines whether or not and on what
basis it will accept an application for insurance

Unit-linked fund

A unit-linked fund pools together the premiums paid by policyholders and invests in a
portfolio of assets to achieve the fund(s) objective. The price of each unit in a fund
depends on how the investments in that fund perform

Unit-linked products

A life insurance contract or health insurance contract under which benefits are wholly
or partly to be determined by reference to the value of underlying assets or any
approved index

Value of New Business / VNB /
VONB

VONB is the present value of expected future earnings from new policies written
during a specified period and it reflects the additional value to shareholders expected to
be generated through the activity of writing new policies during a specified period

Value of New Business Margin /
VNB Margin / Margin as a
percentage of New  Business
Annualized Premium Equivalent

VNB Margin is the ratio of VNB to New Business Annualized Premium Equivalent for
a specified period and is a measure of the expected profitability of new business

Variable insurance product

Products where the benefits are partially or wholly dependent on the performance of an
approved external index/ benchmark which is linked to the product

Vested bonus

Bonus already accrued, which is declared and attached to a policy. Once vested it
becomes guaranteed.

Conventional and General Terms / Abbreviations

Term

Description

%/Rs./Rupees/INR

Indian Rupees

AGM

Annual general meeting
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Term

Description

AlF

An alternative investment funds as defined in and registered with SEBI under the
Securities and Exchange Board of India (Alternative Investment Funds) Regulations,
2012

AS/Accounting Standards

The Accounting Standards issued by the Institute of Chartered Accountants of India

Bn/bn Billion

BSE BSE Limited

CAGR Compounded annual growth rate

Category | Foreign  Portfolio | The FPIs who are registered as “Category | foreign portfolio investors” under the SEBI
Investors FPI Regulations

Category Il Foreign Portfolio | The FPIs who are registered as “Category Il foreign portfolio investors” under the
Investors SEBI FPI Regulations

Category 1Il  Foreign Portfolio | The FPIs who are registered as “Category Il foreign portfolio investors” under the
Investors SEBI FPI Regulations

CDSL Central Depository Services (India) Limited

CIN Corporate Identity Number

Companies Act

The Companies Act, 2013 and Companies Act, 1956, as applicable

Companies Act 1956

The Companies Act, 1956 (without reference to the provisions thereof that have ceased
to have effect upon notification of the sections of the Companies Act, 2013) along with
the relevant rules made thereunder

Companies Act 2013

The Companies Act, 2013, to the extent in force pursuant to the notification of sections
of the Companies Act, 2013, along with the relevant rules made thereunder

Competition Act

The Competition Act, 2002

Corporate Governance Guidelines

The Guidelines for Corporate Governance for insurers in India issued by the IRDAI
through its circular bearing reference no: IRDA/F&A/GDL/CG/100/05/2016 dated
May 18, 2016

CrPC

The Code of Criminal Procedure, 1973

Depositories

NSDL and CDSL

Depositories Act

Depositories Act, 1996

DIN

Director identification number

DIPP

The Department of Industrial Policy and Promotion, Ministry of Commerce and
Industry, Government of India

DP/Depository Participant

A depository participant as defined under the Depositories Act

DP ID Depository participant identification

EGM Extraordinary general meeting

EPS Earnings per share

EUR/Euro Euro

FDI Foreign direct investment

FDI Policy The Consolidated Foreign Direct Investment Policy notified by the DIPP by way of
circular number D/o IPP F. No. 5(1)/2017-FC-1 dated August 28, 2017

FEMA The Foreign Exchange Management Act, 1999, read with rules and regulations

thereunder

FEMA Regulations

The Foreign Exchange Management (Transfer or Issue of Security by a Person
Resident Outside India) Regulations, 2000

FIAI

Fellow of Institute of Actuaries of India

Financial Year/Fiscal/FY

Unless stated otherwise, the period of 12 months ending March 31 of that particular
year

Foreign Investment Rules

The Indian Insurance Companies (Foreign Investment) Rules, 2015

FPI(s)

The foreign portfolio investors as defined under the SEBI FPI Regulations

FVCI

Foreign venture capital investors as defined and registered under the SEBI FVCI
Regulations
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Term Description
GAAR General anti-avoidance rules
GDP Gross domestic product
Gol or Government Government of India
GST Goods and services tax
HUF Hindu undivided family
ICAI The Institute of Chartered Accountants of India
ICDS Income Computation and Disclosure Standards
ICSI The Institute of Company Secretaries of India
IFRS International Financial Reporting Standards
Income Tax Act The Income-tax Act, 1961
Ind-AS Indian Accounting Standards
India Republic of India
Indian GAAP Generally accepted accounting principles in India

Insurance Act

The Insurance Act, 1938

Insurance Laws Amendment Act

Insurance Laws (Amendment) Act, 2015

IPC

The Indian Penal Code, 1860

IPO Initial public offering

IRDAI Insurance Regulatory and Development Authority of India

IRDA Act The Insurance Regulatory and Development Authority of India Act, 1999

IRDAI  Actuarial Report and|Insurance Regulatory and Development Authority of India (Actuarial Report and

Abstract Regulations Abstract for Life Insurance Business) Regulations, 2016

IRDAI Appointed Actuary | Insurance Regulatory and Development Authority of India (Transitory Provisions

Guidelines under Regulation 6 of the Insurance Regulatory and Development Authority of India
(Appointed Actuary) Regulations, 2017) Guidelines, 2017

IRDAI Appointed Actuary | Insurance Regulatory and Development Authority of India (Appointed Actuary)

Regulations Regulations, 2017

IRDAI Appointment of Insurance
Agents Regulations

Insurance Regulatory and Development Authority of India (Appointment of Insurance
Agents) Regulations, 2016

IRDAI  Assets, Liabilities and
Solvency Margin of Life Insurance
Business, Regulations

Insurance Regulatory and Development Authority of India (Assets, Liabilities and
Solvency Margin of Life Insurance Business) Regulations, 2016

IRDAI Investment Regulations

Insurance Regulatory and Development Authority of India (Investment) Regulations,
2016

IRDAI Issuance
Regulations

of  Capital

Insurance Regulatory and Development Authority of India (Issuance of Capital by
Indian Insurance Companies transacting Life Insurance Business) Regulations, 2015

IRDAI Linked Products Regulations

Insurance Regulatory and Development Authority (Linked Insurance Products)
Regulations, 2013

IRDAI Micro Insurance Regulations

Insurance Regulatory and Development Authority of India (Micro Insurance)
Regulations, 2015

IRDAI Non-Linked Products | Insurance Regulatory and Development Authority (Non-Linked Insurance Products)
Regulations Regulations, 2013
IRDAI Other forms of Capital|Insurance Regulatory and Development Authority of India (Other Forms of Capital)
Regulations Regulations, 2015
IRDAI Preparation of Financial | Insurance Regulatory and Development Authority (Preparation of Financial Statements

Statements Regulations

and Auditor’s Report of Insurance Companies) Regulations, 2002

IRDAI Protection of Policyholders
Interests Regulations

Insurance Regulatory and Development Authority (Protection of Policyholders
Interests) Regulations, 2002

IRDAI Registration and Operations

of Branch Offices of Foreign
Reinsurers other than Lloyd’s
Regulations

Insurance Regulatory and Development Authority of India (Registration and
Operations of Branch Offices of Foreign Reinsurers other than Lloyd’s) Regulations,
2015
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Term

Description

IRDAI Registration of Corporate
Agents Regulations

Insurance Regulatory and Development Authority of India (Registration of Corporate
Agents) Regulations, 2015

IRDAI Transfer of Equity Shares
Regulations

Insurance Regulatory and Development Authority of India (Transfer of Equity Shares
of Insurance Companies) Regulations, 2015

IST

Indian Standard Time

IT

Information technology

Listing Regulations

The Securities and Exchange Board of India (Listing Obligations and Disclosure
Requirements) Regulations, 2015

MAT

Minimum alternate tax

Mn

Million

Mutual Fund(s)

The mutual funds registered with SEBI under the Securities and Exchange Board of
India (Mutual Funds) Regulations, 1996

N.A. Not applicable

NEFT National Electronic Fund Transfer
Negotiable Instruments Act The Negotiable Instruments Act, 1881
NR Non-resident

NRE Account Non-Resident External Account

NRO Account Non-Resident Ordinary Account

NSDL National Securities Depository Limited
NSE National Stock Exchange of India Limited

OCB/Overseas Corporate Body

A company, partnership, society or other corporate body owned directly or indirectly
to the extent of at least 60% by NRIs including overseas trusts, in which not less than
60% of beneficial interest is irrevocably held by NRIs directly or indirectly and which
was in existence on October 3, 2003 and immediately before such date had taken
benefits under the general permission granted to OCBs under FEMA. OCBs are not
allowed to invest in the Offer

p.a. Per annum

P/E Ratio Price/earnings ratio

PAN Permanent account number

PAT Profit after tax

RBI Reserve Bank of India

RoNW!/ Return on Net Worth Profit after tax for the period divided by the net worth as at the period end
RTGS Real time gross settlement

State Bank Act The State Bank of India Act, 1955

SCRA The Securities Contracts (Regulation) Act, 1956

SCRR The Securities Contracts (Regulation) Rules, 1957

SEBI The Securities and Exchange Board of India constituted under the SEBI Act, 1992
SEBI Act The Securities and Exchange Board of India Act, 1992

SEBI AIF Regulations

The Securities and Exchange Board of India (Alternative Investment Funds)
Regulations, 2012

SEBI FPI Regulations

The Securities and Exchange Board of India (Foreign Portfolio Investors) Regulations,
2014

SEBI FVCI Regulations

The Securities and Exchange Board of India (Foreign Venture Capital Investors)
Regulations, 2000

SEBI Regulations

The Securities and Exchange Board of India (Issue of Capital and Disclosure
Requirements) Regulations, 2009

SEBI Takeover Regulations

The Securities and Exchange Board of India (Substantial Acquisition of Shares and
Takeovers) Regulations, 2011

SEBI VCF Regulations

Erstwhile the Securities and Exchange Board of India (Venture Capital Funds)
Regulations, 1996
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Term

Description

SICA

The Sick Industrial Companies (Special Provisions) Act, 1985

State Government

The government of a state in India

Stock Exchanges

BSE and NSE

STT

Securities transaction tax

U.S./US/USA/United States

United States of America

U.S. Securities Act

U.S. Securities Act, 1933

UK United Kingdom

US GAAP Generally accepted accounting principles in the United States of America

USD/US$ United States Dollars

VAT Value-added tax

VCFs The venture capital funds as defined in and registered with SEBI under the SEBI VCF

Regulations
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CERTAIN CONVENTIONS, PRESENTATION OF FINANCIAL, INDUSTRY AND MARKET DATA
Certain Conventions

All references to “India” in this Red Herring Prospectus are to the Republic of India and all references to the “U.S.”, “US”,
“USA” or “United States” are to the United States of America and all references to the “U.K.”, “UK” are to the United
Kingdom.

Unless stated otherwise, all references to page numbers in this Red Herring Prospectus are to the page numbers of this Red
Herring Prospectus.

Financial Data

Unless stated otherwise, the financial information in this Red Herring Prospectus is derived from our Restated Financial
Statements as of and for the three months ended June 30, 2017 and Fiscals 2017, 2016, 2015, 2014 and 2013. These financial
statements have been prepared in accordance with Indian GAAP, the Companies Act and relevant rules framed thereunder,
the Insurance Act, the IRDAI Preparation of Financial Statements Regulations, the IRDAI Issuance of Capital Regulations,
IRDA Act, regulations framed and circulars issued thereunder and restated under the SEBI Regulations. The information
pertaining to our Assets Under Management and details of investments in “Our Business” are based on the Restated Financial
Statements.

In this Red Herring Prospectus, any discrepancies in any table between the total and the sum of the amounts listed are due to
rounding off. All figures, in decimals have been rounded off to the second decimal for all amounts in X million and all
percentage figures have been rounded off to two decimal place except certain figures cited from the Embedded Value Report
from Vivek Jalan, FIAI, a Willis Towers Watson empanelled actuary and the CRISIL Report and accordingly there may be
consequential changes in this Red Herring Prospectus.

Our Company’s financial year commences on April 1 and ends on March 31 of the next year; accordingly, all references to a
particular financial year, unless stated otherwise, are to the 12 month period ended on March 31 of that year. Reference in this
Red Herring Prospectus to the terms Fiscal or Fiscal Year or Financial Year is to the 12 months ended on March 31 of such
year, unless otherwise specified. Indian GAAP differs from accounting principles and auditing standards with which
prospective investors may be familiar in other countries, including IFRS and US GAAP and the reconciliation of the financial
information to other accounting principles and auditing standards has not been provided. Our Company has not attempted to
explain those differences or quantify their impact on the financial data included in this Red Herring Prospectus and investors
should consult their own advisors regarding such differences and their impact on our Company’s financial data. See “Risk
Factors” beginning on page 20 for risks involving differences between Indian GAAP and other accounting principles and
auditing standards and risks in relation to Ind-AS. The degree to which the financial information included in this Red Herring
Prospectus will provide meaningful information is entirely dependent on the reader’s level of familiarity with Indian
accounting policies and practices, Indian GAAP, the Insurance Act, the IRDA Act, regulations framed and circulars issued
thereunder, the Companies Act and the SEBI Regulations. Any reliance by persons not familiar with Indian accounting
policies and practices, Indian GAAP, the Insurance Act, the IRDA Act, regulations framed and circulars issued thereunder,
the Companies Act, the IRDAI Issuance of Capital Regulations, IRDAI Preparation of Financial Statements Regulations and
the SEBI Regulations and practices on the financial disclosures presented in this Red Herring Prospectus should accordingly
be limited. Our Company has obtained the Embedded Value Report from Vivek Jalan, FIAI, a Willis Towers Watson
empanelled actuary, in accordance with the IRDAI Issuance of Capital Regulations. For further details, see “Embedded Value
Report” beginning on page 349.

Our Company has obtained a certificate dated July 17, 2017, from our Appointed Actuary in relation to actuarial report and
abstract for the Fiscal 2017, under the Insurance Act and the IRDAI Actuarial Report and Abstract Regulations. Additionally,
our Company has obtained a certificate dated September 7, 2017 from our Appointed Actuary in relation to actuarial
valuation of liabilities of our Company as at June 30, 2017, as required under the IRDAI Issuance of Capital Regulations.

Unless the context otherwise indicates, any percentage amounts, as set forth in “Risk Factors”, “Our Business”,
“Management’s Discussion and Analysis of Financial Condition and Results of Operations” beginning on pages 20, 121 and
321, respectively, and elsewhere in this Red Herring Prospectus have been calculated on the basis of the Restated Financial
Statements of our Company.

Currency and Units of Presentation

All references to:

. “Rupees” or “X” or “INR” or “Rs.” or “Re” are to Indian Rupee, the official currency of the Republic of India;
° “USD” or “US$” are to United States Dollar, the official currency of the United States; and
. “EUR” or “EURO” is to Euro, the official currency of the European Union.
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Except otherwise specified, our Company has presented certain numerical information in this Red Herring Prospectus in
“million” and “billion” units. One million represents 1,000,000, one billion represents 1,000,000,000 and one trillion
represents 1,000,000,000,000.

Exchange Rates

This Red Herring Prospectus contains conversion of certain other currency amounts into Rupees that have been presented
solely to comply with the SEBI Regulations. These conversions should not be construed as a representation that these
currency amounts could have been, or can be converted into Rupees, at any particular rate or at all.

The following table sets forth, for the periods indicated, details with respect to the exchange rate between the Rupee and other
currencies:

(inX)

Currency Ason March | Ason March | Ason March | Ason March | Ason March | Ason June 30,
31,2013 31, 2014 31, 2015 31, 2016 31, 2017 2017
1 USD* 54,394 60.10 62.59 66.33 64.84 64.74
1 EUR* 69.541) 82.581 67.51 75.10 69.25 74.00

*  Source: RBI reference rate

(1) Exchange rate as on March 28, 2013, as RBI reference rate is not available for March 31, 2013, March 30, 2013 and March 29, 2013
being a Sunday, a Saturday and a public holiday, respectively

(2) Exchange rate as on March 28, 2014, as RBI reference rate is not available for March 31, 2014, March 30, 2014 and March 29, 2014
being a public holiday, a Sunday and a Saturday, respectively.

Industry and Market Data

Unless stated otherwise, industry and market data used in this Red Herring Prospectus has been obtained or derived from
publicly available information as well as various industry publications and sources and the CRISIL Report.

Industry publications generally state that the information contained in such publications has been obtained from publicly
available documents from various sources believed to be reliable but their accuracy and completeness are not guaranteed and
their reliability cannot be assured. Accordingly, no investment decisions should be made based on such information.
Although we believe the industry and market data used in this Red Herring Prospectus is reliable, it has not been
independently verified by us, our Directors, our Promoters, the Promoter Selling Shareholders or the Lead Managers or any of
their respective affiliates or advisors. The data used in these sources may have been re-classified by us for the purposes of
presentation. Data from these sources may also not be comparable.

The extent to which the market and industry data used in this Red Herring Prospectus is meaningful depends on the reader’s
familiarity with and understanding of the methodologies used in compiling such data.

Such data involves risks, uncertainties and numerous assumptions and is subject to change based on various factors.
Accordingly, investment decisions should not be based solely on such information. For details of risks in relation to the
CRISIL Report, see “Risk Factors - This Red Herring Prospectus contains information from an industry report which we have
commissioned from CRISIL Research” on page 37.

CRISIL Research, a division of CRISIL Limited (CRISIL) has taken due care and caution in preparing this report
(Report) based on the Information obtained by CRISIL from sources which it considers reliable (Data). However,
CRISIL does not guarantee the accuracy, adequacy or completeness of the Data/Report and is not responsible for any
errors or omissions or for the results obtained from the use of Data/Report. This Report is not a recommendation to
invest/disinvest in any entity covered in the Report and no part of this Report should be construed as an expert advice
or investment advice or any form of investment banking within the meaning of any law or regulation. CRISIL
especially states that it has no liability whatsoever to the subscribers/users/transmitters/ distributors of this Report.
Without limiting the generality of the foregoing, nothing in the Report is to be construed as CRISIL providing or
intending to provide any services in jurisdictions where CRISIL does not have the necessary permission and/or
registration to carry out its business activities in this regard. SBI Life Insurance Company Limited will be responsible
for ensuring compliances and consequences of hon-compliances for use of the Report or part thereof outside India.
CRISIL Research operates independently of, and does not have access to information obtained by CRISIL’s Ratings
Division/CRISIL Risk and Infrastructure Solutions Ltd. (CRIS), which may, in their regular operations, obtain
information of a confidential nature. The views expressed in the Report are that of CRISIL Research and not of
CRISIL’s Ratings Division/CRIS. No part of the Report may be published/reproduced in any form without CRISIL’s
prior written approval.
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FORWARD-LOOKING STATEMENTS

This Red Herring Prospectus contains certain “forward-looking statements”. These forward-looking statements generally can

EEINNTS CEINNTS CLINNTS

be identified by words or phrases such as “aim”, “anticipate”, “believe”, “expect”, “estimate”, “intend”, “objective”, “plan”,
“project”, “will”, “will continue”, “will pursue”, “seek to” or other words or phrases of similar import. Similarly, statements
that describe our Company’s strategies, objectives, plans, prospects or goals are also forward-looking statements. All
forward-looking statements are subject to risks, uncertainties and assumptions about us that could cause actual results to

differ materially from those contemplated by the relevant forward-looking statement.

Actual results may differ materially from those suggested by the forward-looking statements due to risks or uncertainties
associated with our expectations with respect to, but not limited to, regulatory changes pertaining to the industry in which our
Company operates and our ability to respond to them, our ability to successfully implement our strategy, our growth and
expansion, technological changes, our Company’s exposure to market risks, general economic and political conditions in
India which have an impact on our Company’s business activities or investments, the monetary and fiscal policies of India,
inflation, deflation, unanticipated turbulence in interest rates, foreign exchange rates, equity prices or other rates or prices, the
performance of the financial markets in India and globally, changes in domestic laws, regulations and taxes and other changes
in our industry. Certain important factors that could cause actual results to differ materially from our Company’s expectations
include, but are not limited to, the following:

1. An inability to maintain our market share, implement growth strategies or effectively address the requirements of
specific customer segments by maintaining a strategic portfolio of insurance products may materially and adversely
affect our business operations and prospects, and consequently our financial condition and results of operations;

2. Any termination of, or adverse change in, our bancassurance arrangements, and in particular our bancassurance
agreement with the State Bank, or a decline in performance standards of our bancassurance partners, may have a
material adverse effect on our business, results of operations and financial condition;

3. A significant proportion of our New Business Premiums are generated by a certain category of products. Any
regulatory changes or market development that adversely affects the sale of such products could have a material
adverse effect on our business, financial condition and results of operations;

4, Any adverse change in our relationship with our individual agents and other distribution intermediaries, a decline in
performance of our agent or other distribution network or an inability to enter into additional distribution
arrangements may have a material adverse effect on our business, results of operations and financial condition; and

5. Our investment portfolio is subject to liquidity risk and volatility in the market value of such financial instruments
and may be concentrated in certain asset classes.

For further discussion on factors that could cause the actual results to differ from the expectations, see “Risk Factors”, “Our
Business” and ‘“Management’s Discussion and Analysis of Financial Condition and Results of Operations” beginning on
pages 20, 121 and 321, respectively. Further, as required under the IRDAI Issuance of Capital Regulations, the Embedded
Value Report has been included in this Red Herring Prospectus, which contains certain assumptions for the future, including
assessment of appropriate assumptions for future experience. By their nature, certain market risk related disclosures are only
estimates and could be materially different from what actually occurs in the future. As a result, actual gains or losses could
materially differ from those that have been estimated.

We cannot assure investors that the expectation reflected in these forward-looking statements will prove to be correct. Given
these uncertainties, investors are cautioned not to place undue reliance on such forward-looking statements and not to regard
such statements as a guarantee of future performance.

Forward-looking statements reflect the current views of our Company as of the date of this Red Herring Prospectus and are
not a guarantee of our future performance. These statements are based on our management’s beliefs and assumptions, which
in turn are based on currently available information. Although we believe the assumptions upon which these forward-looking
statements are based are reasonable, any of these assumptions could prove to be inaccurate, and the forward-looking
statements based on these assumptions could be incorrect. Neither our Company, our Directors, our Promoters, the Promoter
Selling Shareholders, the Lead Managers nor any of their respective affiliates or advisors have any obligation to update or
otherwise revise any statements reflecting circumstances arising after the date hereof or to reflect the occurrence of
underlying events, even if the underlying assumptions do not come to fruition. In accordance with the SEBI Regulations, our
Company will ensure that investors in India are informed of material developments from the date of this Red Herring
Prospectus until obtaining the listing and trading permission by the Stock Exchanges. The Promoter Selling Shareholders will
ensure that investors are informed of material developments in relation to statements and undertakings made by the Promoter
Selling Shareholders in this Red Herring Prospectus until obtaining the listing and trading permission by the Stock
Exchanges.
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SECTION II: RISK FACTORS

An investment in the Equity Shares involves a high degree of risk. You should carefully consider all information in this Red
Herring Prospectus, including the risks and uncertainties described below, before making any investment decision. In
addition, the risks set out in this section may not be exhaustive and additional risks and uncertainties not presently known to
us, or which we currently deem to be immaterial, may arise or may become material in the future. In order to obtain a
complete understanding about us, prospective investors should read this section in conjunction with the sections “Our
Business” and “Management’s Discussion and Analysis of Financial Condition and Results of Operations” beginning on
pages 121 and 321, respectively, as well as the other financial and statistical information included in this Red Herring
Prospectus. If any single risk or a combination of the following risks or other risks that are not currently known or are now
deemed immaterial actually occurs, our business, prospects, results of operations and financial condition could be adversely
affected, the trading price of the Equity Shares could decline and you may lose all or part of your investment. The financial
and other related consequences of the risk factors, wherever quantifiable, have been disclosed in the risk factors. However,
the financial impact of certain risk factors is not quantifiable. You should consult your own tax, financial and legal advisors
about the particular consequences to you of an investment in this Offer. Potential investors should note that as an insurance
company in India we are subject to a complex and extensive regulatory regime that may materially vary from those in other
jurisdictions applicable to similar companies. In making an investment decision, prospective investors must rely on their own
examination of our business and financial performance and the terms of the Offer, including the merits and the risks involved.

This Red Herring Prospectus may include forward-looking statements that involve risks and uncertainties, and our actual
financial performance may materially vary from the conditions contemplated in such forward-looking statements as a result
of various factors, including those described below and elsewhere in this Red Herring Prospectus. For further information,
see “Forward-Looking Statements” on page 19.

We have, in this Red Herring Prospectus, included various operational and financial performance indicators, some of which
may not be derived from our Restated Financial Statements and may not have been subjected to an audit or review by our
Joint Statutory Auditors. The manner in which such operational and financial performance indicators are calculated and
presented, and the assumptions and estimates used in such calculation, may vary from that used by other insurance
companies in India and other jurisdictions. In addition, we have in this Red Herring Prospectus included the Embedded
Value Report issued by the Independent Actuary which includes certain information relating to our Embedded Value as of
March 31, 2017 calculated in accordance with the Indian Embedded Value Methodology, which may vary from that used by
other life insurance companies in India and other jurisdictions. The Embedded Value as of March 31, 2017 and the
operational and financial performance indicators included in this Red Herring Prospectus may also vary from similar
information we have calculated historically and presented publicly in compliance with applicable regulations in India.
Investors are accordingly cautioned against placing undue reliance on such information in making an investment decision,
should consult their own advisors and evaluate such information in the context of the Restated Financial Statements and
other information relating to our business and operations included in this Red Herring Prospectus.

Unless otherwise indicated, the financial information included herein is based on our Restated Financial Statements for
Fiscals 2017, 2016, 2015, 2014 and 2013 and as of and for the three months ended June 30, 2017 included in this Red
Herring Prospectus. For further information, see “Financial Information” on page 218. Unless otherwise indicated, industry
and market data used in this section has been derived from industry publications and other publicly available information,
including, in particular, the CRISIL Report (extracts of which have been appropriately incorporated as part of the section
titled “Industry Overview” on page 99). Unless otherwise indicated, all financial, operational, industry and other related
information derived from the CRISIL Report and included herein with respect to any particular year refers to such
information for the relevant Fiscal.

Internal Risk Factors
Risks Relating to our Business and Operations

1. An inability to maintain our market share, implement growth strategies or effectively address the requirements of
specific customer segments by maintaining a strategic portfolio of insurance products may materially and
adversely affect our business operations and prospects, and consequently our financial condition and results of
operations.

We develop and distribute a range of participating, non-participating and unit-linked individual products as well as
group products. Since our capital requirement, pricing assumptions, level of reserves, profitability, and the profit
period patterns vary from product to product, changes in the product mix for new business may affect our financial
condition and results of operations. We have strategically focused on certain of our products to maintain growth,
improve profitability and increase the value of our new business. For example, an inability to continue to grow our
product portfolio, achieve an increase in the relative proportion of our high margin products in our new business,
such as our pure protection products, or an inability to maintain our overall growth levels while developing
additional products may adversely affect our market position, profitability and the Value of New Business.

As part of our growth strategy, we may undertake investments, acquire certain assets and technologies, and develop
new business verticals, products and distribution channels. Our future growth may place significant demands on our
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managerial, operational and capital resources. The rapid expansion of our business operations exposes us to various
challenges, including, but not limited to, managing our rapidly growing investment assets; designing new products to
address specific customer requirements; developing new distribution channels, including digital platforms to expand
capacity and improve productivity; strengthening and expanding our risk management capabilities and information
technology systems to effectively manage risks associated with our operations; developing adequate underwriting
and claims settlement capabilities; recruiting, training and retaining management, technical personnel and sales staff
as well as individual agents with sufficient experience and knowledge; compliance with additional regulatory
obligations; and meeting increased capital base and managing operating expenses to satisfy applicable Solvency
Ratio and other financial performance requirements stipulated by the IRDAI as well capital required for further
business growth. Our ability to develop and distribute appropriate insurance products for specific customer segments
through our multiple distribution channels on a timely basis affects our business prospects and financial
performance. We typically incur losses in the initial period of new life insurance policies as the costs associated with
the development and marketing of products and applicable profit margins, if any, from such policies emerge over the
term of the insurance contract. A significant growth in new business, while beneficial for our business in the long
term will result in us incurring significant losses in the short term, thereby affecting our results of operations and
financial condition.

The Indian life insurance sector is highly competitive, and we may not be able to sustain our growth amidst intense
competitive pressures, consolidation among competitors, or due to macroeconomic and other factors beyond our
control. In particular, we may not be able to rapidly recruit and effectively train and retain a sufficient number of
agents and employees to keep pace with the growth of our business operations. Any decrease in our growth rates,
whether in absolute terms or relative to industry standards, could adversely affect our market share and future
prospects. Any of the foregoing events may materially and adversely affect our business, financial condition and
results of operations.

Any termination of, or adverse change in, our bancassurance arrangements, and in particular our bancassurance
agreement with the State Bank, or a decline in performance standards of our bancassurance partners, may have a
material adverse effect on our business, results of operations and financial condition.

We have an extensive multi-channel distribution network across India, and bancassurance represents our largest
distribution channel. In Fiscal 2015, 2016 and 2017 and for the three months ended June 30, 2017, the bancassurance
channel contributed 51.75%, 60.74%, 64.71% and 65.66%, respectively, of our New Business Premium from
individual products. We have in recent years experienced a significant increase in sales through our bancassurance
channels, supported by the expansive distribution network of our bancassurance partners and significant access to
potential customers. In particular, we have entered into bancassurance arrangements with our Promoter, State Bank,
which was India’s largest commercial bank in terms of deposits, advances and number of branches as of March 31,
2017 (Source: RBI data). We have historically relied and expect to continue to rely primarily on State Bank for
generation of our New Business Premium in our bancassurance channel. In Fiscal 2015, 2016 and 2017 and for the
three months ended June 30, 2017, New Business Premium generated through State Bank represented 38.26%,
42.66%, 41.48% and 61.74%, respectively, of our New Business Premium in such periods. New Business Premium
generated through State Bank may further increase in the future as we strategically expand our bancassurance
business through additional branches of State Bank. As of March 31, 2017, our Company’s top three bancassurance
partners were State Bank (including its associate banks that merged with State Bank with effect from April 1, 2017),
Andhra Pradesh Grameena Vikas Bank and Purvanchal Grameen Bank. The bancassurance arrangements with State
Bank, Andhra Pradesh Grameena Vikas Bank and Purvanchal Grameen Bank are effective from April 1, 2016 and
are valid until terminated in accordance with provisions of the respective agreements.

IRDAI regulations permit our bancassurance partners to enter into distribution arrangements with up to three life
insurers, and we may therefore compete with other life insurers to promote our products through our bancassurance
partners. Our bancassurance arrangement with State Bank is not exclusive in nature, and there can be no assurance
that State Bank will not enter into similar bancassurance arrangements with other life insurers in the future. In such
circumstances we will be required to compete with other life insurers in India to promote our products through State
Bank. Our bancassurance agreement with State Bank does not contemplate any minimum sales levels. While we
have also entered into bancassurance arrangements with 17 Regional Rural Banks in India and with Punjab and Sind
Bank and South Indian Bank as of the three months ended June 30, 2017, these arrangements are also not exclusive
in nature, and they currently do not, and may not in the future, contribute a significant proportion of our
bancassurance channel business. Any termination of, disruption to, or any other adverse change affecting, our
relationship with our bancassurance partners, and in particular State Bank, could materially and adversely affect our
product sales and the growth of our business. An inability to enter into additional bancassurance arrangements,
maintain our relationship with existing partners over competing life insurers with similar arrangements, fully
capitalize on the distribution channels presented by our existing bancassurance partners, or a lack of qualified and
experienced representatives CIFs at our bancassurance partners could adversely affect our product sales.

The bancassurance distribution channel also benefits from inherent cost efficiencies resulting in lower cost of sales
and greater profitability. As the bancassurance market becomes increasingly competitive, distribution banks,
including State Bank, may demand higher commission rates, which could increase our cost of sales, thereby
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reducing profitability. Our bancassurance partners are subject to the RBI master directions dated May 26, 2016,
which are distinct from the regulatory regime applicable to insurance companies in India. Any regulatory changes
affecting the bancassurance business and distribution of insurance products by banks could adversely affect our
arrangements with bancassurance partners or restrict our ability to further grow our business through the
bancassurance channel.

A significant proportion of our New Business Premiums are generated by a certain category of products. Any
regulatory changes or market development that adversely affects the sale of such products could have a material
adverse effect on our business, financial condition and results of operations.

The Indian life insurance industry has witnessed significant changes driven by changes in customer preferences and
regulations, in both products and distribution since the opening up of the insurance sector in India to private
companies. These changes include the emergence of unit-linked insurance products and the emergence of the
bancassurance channel.

In Fiscal 2017 and for the three months ended June 30, 2017, unit-linked products represented 78.97% and 73.37%,
respectively, of our New Business Premium earned from our individual product business in such period, and 79.20%
and 72.93%, respectively of our New Business Annualized Premium Equivalent from our individual products in
such periods. In the past, while various regulatory changes, including the introduction of the IRDAI Linked Products
Regulations which introduced, among others, changes in the prescribed minimum levels of sum assured, specific
limits on permissible charges payable by customers and introduction of limits on payment of commission, have been
significant for the life insurance industry, such changes have not had a material effect on our business, financial
condition and results of operations. However, there can be no assurance that any regulatory changes or market
development or any changes in customer preferences that adversely affect sales of our unit-linked products will not
materially and adversely affect our business. Further, certain of our products, in particular our unit-linked products
are also subject to pricing restrictions prescribed by the IRDAI. In addition, we may not be able to develop a new
product strategy to replace or support sales of any unit-linked products or work around any applicable regulatory
restriction or market perception relating to such products. If we are unable to anticipate market developments and
design new products to capture market opportunities, we may not be able to compete with more attractive products
offered by our competitors in case of any such shift in customer preference or other market development. Further, if
the growth of our unit-linked products or our pure protection products is not as anticipated or if we are unable to
maintain our overall levels of growth while growing these lines of business, our Value of New Business and
profitability may be adversely affected. If our unit-linked funds underperform their respective benchmarks, we may
not be able to market these products in the future and may be in a disadvantageous position as compared to our
competitors. Such changes in product categories that are currently significant for us or are likely to become
significant to our business in future, could have a material adverse effect on our business, financial condition and
results of operations. For further information in relation to the applicable regulatory framework, please see
“Regulations and Policies” beginning on page 157.

Any adverse change in our relationship with our individual agents and other distribution intermediaries, a
decline in performance of our agent or other distribution network or an inability to enter into additional
distribution arrangements may have a material adverse effect on our business, results of operations and financial
condition.

In addition to the bancassurance channel, we distribute our products through a large number of individual agents and
other financial intermediaries. In Fiscal 2015, 2016 and 2017 and for the three months ended June 30, 2017, our
individual agent network contributed 45.76%, 37.78%, 34.08% and 32.59%, respectively, of our New Business
Premium from individual products in such periods. For further information in relation to our individual agents and
comparative analysis of their productivity see, “Industry Overview” on page 99. We typically enter into exclusive
arrangements with our individual agents. We compete with other insurance companies and financial institutions to
attract and retain individual agents. Our success is dependent on the sales commissions and other rewards and
recognition programs extended by us subject to applicable regulatory restrictions, the wide range of our product
offering, our established brand and business reputation, market and customer perception regarding the stability of
our financial condition, our financial performance, marketing and related support services we provide our agents and
other intermediaries, as well as our longstanding relationship with our individual agents. If we are unable to attract
or retain productive sales agents, it could have a material adverse effect on our business, financial condition and
results of operations. It is also difficult, time consuming and expensive to recruit, train and deploy insurance agents
and other retail distributors. If we are unable to develop an effective team of agents in a cost-effective manner, or at
all, it could adversely affect our sales as well as customer perception of our business and products. We may
experience high attrition rates of individual agents and other intermediaries as a result of increased competition. In
addition to individual agents, we also rely on other distribution channels including corporate agents, brokers, micro-
agents, common service centers and insurance marketing firms. An inability to continue to recruit, train and retain
productive sales agents and other distribution intermediaries may have a material adverse effect on our business,
prospects, financial condition and results of operations.
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Our investment portfolio is subject to liquidity risk and volatility in the market value of such financial instruments
and may be concentrated in certain asset classes.

As of June 30, 2017, our AUM was X 1,012,260.34 million, and equities, government securities and corporate bonds
represented 23.02%, 46.44% and 21.92%, respectively, of our AUM as of such date. As of March 31, 2015, 2016
and 2017 and as of the three months ended June 30, 2017, we had long-term investments including loans of X
624,310.31 million, X 701,688.36 million, ¥ 894,110.50 million and ¥ 924,171.66 million, respectively, and short-
term investments including loans of X 89,079.01 million, X 96,587.41 million, X 83,255.53 million and X 88,088.68
million, respectively. For further information in relation to investments see, “Our Business - Investments” on page
146. As a large institutional investor in India, we may also hold significant positions in many of the listed stocks that
we directly invest in, and any decision to sell or any perception in the market that we intend to sell such investments
could adversely affect the liquidity and market price of these securities and, in turn, our return on investment in such
securities. In times of market volatility and reduced liquidity, we may find it difficult to execute such trades in order
to meet any significant insurance claims. Some of our investments may not have sufficient liquidity as a result of a
lack of market makers, market sentiment and volatility, and the availability and cost of credit. In these
circumstances, our ability to sell our assets without significantly depressing market prices, or at all, may be limited.
Our investment portfolio may also have a significant concentration in certain asset classes. In the event that any
particular asset class in which we have a significant asset allocation experiences adverse developments, such
developments could have a material adverse effect on our business, financial condition and results of operations. For
additional details regarding sensitivity to interest rate and equity market fluctuations, see “Embedded Value Report”
on page 349. In accordance with the provisions of the Insurance Act and IRDAI Investment Regulations our
investments can only be in instruments/securities issued in India.

If there is an increase in interest rates or a change in the prevailing market yields on our investments, or an
unfavourable change in the liquidity of an investment, or an unfavourable change in the financial prospects, or a
downgrade in the credit rating of an issuer of our investment securities, it could adversely affect the value of our
investments, as well as the value of our unit-linked products.

Changes in interest rates may have a material adverse effect on our business and results of operations.

The profitability of certain of our insurance products and our return on investment are particularly sensitive to
interest rate fluctuations. As of March 31, 2015, 2016 and 2017 and as of the three months ended June 30, 2017,
68.75%, 77.47%, 76.81% and 76.98%, respectively, of our investments were in debt securities. Changes in
prevailing interest rates (including changes in the difference between the levels of prevailing short-term and long-
term rates) could reduce our investment returns and spread and thus materially and adversely affect our business and
investment returns, financial condition and results of operations. Our spread, which is the difference between the
actual investment returns of our insurance products’ reserves and the rate that needs to be earned to cover the
benefits and expenses, is a key measure of our profitability.

Interest rates are highly sensitive to various factors, including governmental, monetary and taxation policies, Indian
and international economic and political considerations, balance of payments, regulatory requirements and other
factors beyond our control. The RBI or the Government of India may implement measures in response to changes in
the macroeconomic environment, which may have a material adverse effect on our business, prospects, financial
condition and results of operations.

Depending on the nature of our asset and liability portfolio and the evolution of interest rates, our financial condition
would be materially adversely affected either by rising interest rates or reducing interest rates. While an increase in
interest rates could result in an increase in investment returns on our newly added fixed income assets, it could also
result in a decrease in the value of our existing fixed income assets when calculated based on fair value. An increase
in interest rates may result in increase in surrender by policyholders and in turn result in realization of mark to
market loss. During periods of declining interest rates, our investment yield may be affected as our maturing
investments and bonds that are redeemed or prepaid to take advantage of the lower interest rate environment may
have to be replaced with new investments carrying lower yields, thus reducing our investment margins and
investment income. For further details of interest rate volatility on our Indian Embedded Value, see “Embedded
Value Report — Section 4: Results — 4.8 on page 349.

There can be no assurance that our asset liability management process will effectively address our exposure to
interest rate risk. An inability to closely match the duration of our assets and liabilities will expose us to risks related
to interest rate changes, which could materially and adversely affect our financial condition and results of operations.

Our Company, Directors, Promoters and certain Group Companies are involved in certain legal and other
proceedings.

Our Company, Directors, Promoters and certain Group Companies are currently involved in a number of legal
proceedings. These legal proceedings are pending at different levels of adjudication before various courts and
tribunals. The summaries of outstanding litigation in relation to criminal matters, direct tax matters, indirect tax
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matters and actions by regulatory and statutory authorities against our Company, Directors, Promoters and certain
Group Companies as well as awards given by the Insurance Ombudsman in relation to the Company have been set
out below. Further, the summary of the outstanding matters also include other material litigation, wherein the
following has been considered as material (i) other outstanding matters pending as on the date of this Red Herring
Prospectus against State Bank, where the amount involved exceeded X 1,000 million, and Group Companies (other
than State Bank and BNPPC) where the amount involved exceeded % 477.33 million, (ii) other outstanding matters
pending against our Company as on the date of this Red Herring Prospectus where the amount involved exceeded
477.33 million, and (iii) all outstanding litigation involving our Directors as on the date of this Red Herring
Prospectus where an adverse outcome would materially and adversely affect the business, operations or financial
position or reputation of our Company. For further information regarding the applicable materiality threshold, see
“Outstanding Litigation and Material Developments — Litigation involving our Company” on page 386,
“Outstanding Litigation and Material Developments-Litigation involving our Promoters” on page 397, “Outstanding
Litigation and Material Developments-Litigation involving our Group Companies” on page 402 and “Outstanding

Litigation and Material Developments-Litigation involving our Directors” on page 407.

Litigation against our Company:

Nature of the cases No. of cases outstanding Amount involved
(in X millions)
Criminal matters 6 -
Direct tax matters 29 2,894.48
Indirect tax matters 16 6,050.49
Action by regulatory/ statutory authorities 2 8.60
Awards given by the Insurance Ombudsman from Fiscal 2015 282 52.41
Matters considered otherwise material 7 -

Litigation against our Directors:

Nature of the cases

No. of cases outstanding

Amount involved

(in X millions)

Criminal matters

2

Litigation against our Promoters:

Litigation against State Bank:

Nature of the cases No. of cases outstanding Amount involved
(in X millions)
Criminal matters 1 -
Direct tax matters Over 44 168,200
Indirect tax matters 157 11,420
Actions taken by regulatory/statutory authorities 1 -
Other matters exceeding % 1,000 million 9 47,773
Matters considered otherwise material 2 -

Litigation against our Group Companies:

Litigation against BNP Paribas:

Nature of the cases

No. of cases outstanding

Amount involved

(Euro in millions)

Criminal matters 1 0.18
Direct tax matters 58 992.70
Indirect tax matters 11 9.50
Action by regulatory/ statutory authorities 1 -

Litigation against SBI General Insurance Company:

Nature of the cases

No. of cases outstanding

Amount involved

(in X millions)

Indirect tax matters 6 271.28
Other matters exceeding ¥477.33 million 2 1,580
Matters considered otherwise material 1 -

Litigation against SBI Cap Trustee Company Limited:
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Nature of the cases

No.

of cases outstanding

Amount involved

(in X millions)

Direct tax matters

0.22

Action by regulatory/ statutory authorities

Litigation against SBI Global Factors Limited:

Nature of the cases

No.

of cases outstanding

Amount involved

(in X millions)

Direct tax matters

4.75

Indirect tax matters

17.60

Litigation against SBI Capital:

Nature of the cases

No.

of cases outstanding

Amount involved

(in X millions)

Direct tax matters

650.20

Action by regulatory/ statutory authorities

10.00

Litigation against SBICAP Securities Limited:

Nature of the cases

No.

of cases outstanding

Amount involved

(in X millions)

Direct tax matters

1

5.02

Litigation against SBI Funds Management Private Limited:

Nature of the cases

No.

of cases outstanding

Amount involved

(in X millions)

Criminal matters

Action by regulatory/ statutory authorities

Litigation against SBI Cards and Payment Services Private Limited:

Nature of the cases

No.

of cases outstanding

Amount involved

(in X millions)

Criminal matters 2 -
Direct tax matters 6 1,350
Indirect tax matters 8 268.20

Litigation involving PT Bank SBI Indonesia:

Nature of the cases

No.

of cases outstanding

Amount involved

(Indonesian Rupiah in

millions)

Direct tax matters

18,454.72

Litigation against SBIDFHI Limited:

Nature of the cases

No.

of cases outstanding

Amount involved

(in X millions)

Direct tax matters

2

6.58

We are exposed to the risk of complaints and/or litigation filed by customers relating to alleged breach of promise or
alleged wrongful denial of claims or, which may result in adverse publicity or direct financial losses due to alleged
breaches of promise or alleged wrongful denial of claims. Additionally, improper expectations by customers of
certain product features could damage our brand and reputation and/ or lead to significant financial losses resulting
from dispute settlements. Such lawsuits are costly to defend against and can materially affect our financial condition,
even if we are successful in defending them or effectively redress such complaints. If we are unsuccessful in
defending these suits or settling these complaints, we may have to pay significant damages. Even if we are
successful in defending such cases, we will be subject to legal and other costs relating to such litigation and
complaints, and such costs could be substantial, or our reputation could be materially harmed. For further
information, see “Outstanding Litigation and Material Developments” on page 386. Any determination in such legal
proceedings adverse to our interests may have a material adverse effect on our business and we may have to make
provisions in our financial statements, which could increase our expenses and our liabilities, and adversely affect our
reputation, thereby adversely affecting our business, results of operations and financial condition.
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We operate in a regulated industry and any change in regulations or any regulatory action against us, agents and
other intermediaries could have an adverse effect on our business, prospects, financial condition and results of
operations.

We are subject to various insurance laws and regulations. The laws and regulations or the regulatory or enforcement
environment may change at any time, which may have an adverse effect on the products, or services we offer, or our
business in general. The Insurance Laws (Amendment) Act, 2015 has overhauled the insurance regulatory
framework in India. Further, the laws and regulations governing the insurance industry have over a period become
increasingly complex governing a wide range of issues. For further information, see “Regulations and Policies” on
page 157. In particular, any change in IRDAI policies, including with respect to investment or provisioning or rural
and social sector obligations or norms, may result in our inability to meet such increased or modified regulatory
requirements or could require us to increase our coverage to relatively riskier segments. The Insurance Act restricts
the types of capital of an insurer in India to only consist of equity share capital, consisting of equity shares each
having a single face value, and other forms of capital as specified under the IRDAI Other Forms of Capital
Regulations prescribing preference share capital, subordinated debt instruments and any other debt instrument as
may be permitted by the IRDAI. Accordingly, our ability to issue capital of varied nature is limited. The Insurance
Act also provides that the appointment, reappointment or termination of appointment, of a managing or whole time
director, a manager or a chief executive officer of an insurance company will require the prior approval of the
IRDALI. Additionally, as per the Indian Insurance Companies (Foreign Investment) Rules, 2015, foreign investment
in an Indian insurance company is capped at 49.00%. Further, in terms of The IRDAI Investment Regulations, life
insurers are required to invest a fixed percentage of their investment assets forming part of their controlled fund in
certain products in certain specified categories of assets and instruments, including bonds and securities issued by
various government institutions and investments in housing and infrastructure sector. Additionally, IRDAI from time
to time issues exposure norms and prudential norms which govern the types and categories of securities in which we
are permitted to invest. Certain other regulations that impact our operations include the IRDAI Appointment of
Insurance Agents Regulations, IRDAI Registration of Corporate Agents Regulations, IRDAI Non-Linked Insurance
Products Regulations and IRDAI Linked Insurance Products Regulations. Our proposed joint venture in Nepal
requires the prior approval of the IRDAI. These regulations also specify various requirements relating to rural and
social sector obligations, the terms and conditions of our products, as well as the terms of any distribution
arrangement we enter into, including limits on commission fees and other incentives we can pay. The applicable
insurance regulatory framework in India also specifies strict solvency and reserve requirements as well as other
financial condition terms that we are required to comply with as a life insurer in India. Ensuring compliance with
these laws and regulations could have a material adverse effect on our business operations and financial condition.

We are also subject to periodic examination by such regulatory authorities. An inability to comply with the
regulatory framework applicable to us, our employees, agents and other intermediaries may result in regulatory
action. We are exposed to various regulatory risks, relating to improper business practices such as inadequate due
diligence, including customer verification, non-adherence to anti-money laundering guidelines, and customer needs
analysis, in the sales process. Any fraud, sales misrepresentation, money laundering and other misconduct
committed by our employees, agents and distribution partners could result in violations of laws and regulations by us
and subject us to regulatory sanctions. We have in the past received several requests for information and clarification
by the IRDAI with respect to the distribution of our products. An inability to satisfactorily address such queries in a
timely manner or at all may result in us being subject to regulatory action by the IRDAI, including penalties and / or
sanctions. In addition, our intermediaries are also subject to regulatory oversight of the IRDAI, in addition to other
regulators specific to the respective intermediaries. Any regulatory action against such channel partners or other
intermediaries could reduce our ability to distribute our products through them.

For instance, the IRDAI, pursuant to on-site inspections in the past has issued multiple orders against our Company
in respect of our “Dhanraksha Plus Limited Premium Paying Term” (“Dhanraksha”) and “Super Suraksha” products,
alleging certain discrepancies and violations under the guidelines and regulations issued by the IRDAI on the part of
our Company, including payment of excess commission to our corporate agents, collection of policy premium in
violation of guidelines and regulations of the IRDAI. Our Company has settled or paid penalties to IRDAI in respect
of some of these orders, and has initiated appellate proceedings on certain grounds against others. For further
information, see “Outstanding Litigation and Material Developments — Litigation involving our Company —
Litigation against our Company - Pending Actions by regulatory/statutory authorities — Actions by IRDAI” on page
388.

An inability to effectively manage risks related to our business operations may materially and adversely affect our
business, prospects, financial condition and results of operations.

As an insurance company, our operations are exposed to various operational risks, and there can be no assurance that
we will not incur losses as a result of, or that our reputation will not be adversely affected by such operational risks
in the future. Key operational risks in the insurance sector include human and systems errors within a complex and
high volume transaction framework, technology failures resulting in accounting errors or disruption of operations,
inadequate technology infrastructure or inappropriate systems architecture, failure to adequately monitor and control
our various distributors, failure to implement sufficient information security controls, an interruption in services by
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11.

our service providers, damage to physical assets, including IT assets, or with respect to appropriately wording our
policy documents.

We have, in the past, been subject to penalties by the IRDAI and other applicable regulatory authorities in
connection with operational lapses. For instance, we were penalized by the IRDAI for an amount of X 1 million for
unauthorized sourcing of policies by a corporate agent, pursuant to an IRDAI inspection carried out in Fiscal 2013.
Pursuant to such inspection, our Company has implemented necessary checks at the time of underwriting in order to
ensure that policy is procured by individuals and entities authorised to procure such insurance policies. There can be
no assurance we will not be subject to similar penalties in the future resulting from similar operational lapses or
operational risks beyond our control. For further information, see “Outstanding Litigation and Material
Developments” on page 389.

Our risk management policies and procedures may not be adequate or effective in identifying or mitigating
significant operational and other risks applicable to us, which could have an adverse effect on our business and
financial performance.

While we have established stringent risk management policies and procedures that are periodically reviewed for
effectiveness, and implemented enterprise risk management processes to identify risks in each of our functional
areas, our risk management systems may not be adequate or effective in identifying or addressing our risk exposure
under various market environments or all kinds of operational risks. The management of our operational, legal and
regulatory risks requires us to, among other matters, develop and implement policies and procedures to properly
record and verify a large number of transactions, and such policies and procedures may not be entirely effective. Any
failure of such systems and policies may have a material and adverse effect on our business, financial condition and
results of operations. An inability to implement and continuously upgrade effective risk management procedures or
non-availability of adequate information to respond to such risks in a timely manner may result in significant
operational risks including non-compliance with applicable regulations which may adversely affect our business and
financial performance.

Our operations are geographically dispersed through a large number of branches, our individual agent network, our
bancassurance partners and our other intermediaries, which involves a certain degree of operational decentralization
and flexibility. Accordingly, operational systems, processes and policies may not be uniformly or consistently
implemented across our operations. Our employees, agents and other distribution partners are involved in certain
critical business decisions including ensuring compliance with underwriting guidelines, product design and pricing,
investment decisions, and pursuit of business opportunities, among others. In addition, our employees, agents and
other distribution partners may take decisions beyond their scope of authority thereby exposing us to excessive risk.
If our employees, agents and other distribution partners take excessive risks, act in a fraudulent manner or make
unintentional mistakes, the impact of those risks or mistakes could have a material adverse effect on our business,
results of operations and financial condition.

In addition, an inability to develop and maintain effective internal controls and compliance procedures may
adversely affect our business operations, and consequently our results of operations and financial condition. Our
internal controls over financial reporting must be reviewed on an ongoing basis as risks evolve, and the processes to
maintain such internal controls involve human diligence and compliance and are subject to lapses in judgment and
breakdowns resulting from human error. To the extent that there are lapses in judgment or breakdowns resulting
from human error, the accuracy of our financial reporting could be affected, resulting in a loss of investor confidence
and a decline in the price of the Equity Shares.

We manage our risk exposure based on historical experience of market behavior or statistics, and such methodology
may not accurately predict future risk exposure. Our risk management methodology also involves evaluation of
publicly available information regarding markets, customers or other applicable risk factors, which information may
not be current, accurate, complete or properly evaluated.

As the Indian insurance market continues to evolve rapidly, we expect to introduce additional products to address
customer needs and invest in a broader range of asset classes. An inability to timely adapt our risk management
policies and procedures to such new business developments could have a material adverse effect on our business,
results of operations and financial condition.

Any actual or alleged misconduct or fraudulent activity, including any mis-selling by our employees, agents or
other intermediaries may result in customer claims or regulatory action against us, which could adversely affect
our reputation, business prospects, financial condition and results of operations.

We sell our insurance products either directly or through intermediaries, including individual agents, corporate
agents, brokers and bancassurance partners. Our individual agents and other distribution intermediaries are required
to assist customers in selection of suitable insurance products and advice on the relevant benefits, premium payable
and all material terms of the relevant product. Under certain circumstances, the sales process followed by such
agents or other intermediaries may not be in compliance with required disclosure standards or procedures, or our
employees, agents or other intermediaries may indulge in fraudulent misconduct or mis-selling activities during the
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marketing or sale of the insurance policy or subsequent customer service. We have in the past experienced and may
in the future experience, such misconduct or mis-selling by employees, agents or other intermediaries. For the period
April 1, 2014 to June 30, 2017, our Company received a total of 12,148 grievances in relation to alleged mis-selling
by our employees, intermediaries and agents, and of these grievances, 8,962 were rejected, 1,079 grievances were
settled partially in favour of the policyholders and 2,065 were settled completely in favour of the policyholders. Our
Company has received a total premium of X 182.41 million from the complaints whose grievances were settled
completely or partially in their favour. For information in relation to such aforementioned instances, please see,
“Outstanding Litigation and Material Developments — Litigation filed against our Company — Other Matters” and
“Outstanding Litigation and Material Developments — Litigation filed against our Company — Criminal Maters” on
pages 390 and 386, respectively. Additionally, for instance, we were penalized by the IRDAI for an amount of X 1
million for unauthorized sourcing of policies by a corporate agent, pursuant to an IRDAI inspection carried out in
Fiscal 2013. During April 1, 2014 to June 30, 2017, our Company had 101 cases of fraud perpetrated by our
employees, our intermediaries or third parties, such aforementioned cases included instances of misappropriation of
funds, tempering of documents and claim frauds. However, there was no material financial impact on our Company
pursuant to such claims. We cannot assure you that past losses are indicative of future losses or that our future losses
may not be significantly higher than our past losses. For further information, see “Outstanding Litigation and
Material Developments - Actions by regulatory/statutory authorities” on page 388.

Our sales agents have direct contact with customers and knowledge of their personal and financial information,
which exposes customers to possible misconduct, including illegal sales practices, fraud, identity theft and loss of
personal or financial information. We are also exposed to fraudulent acts of our customers. Third parties may also
misrepresent themselves as our agents to defraud customers. Such acts of fraud may result in significant financial
losses, including commission payments that we are unable to recover, loss of business reputation, or even attract
penal action by regulatory authorities. We may also be unable to detect any fraud on our Company by individual
agents. Any actual or alleged misconduct or fraudulent activity, improper sales or mis-selling, or recurring instances
thereof, may result in substantial customer claims and penalties levied against us, which could have a material
adverse effect on our business reputation, prospects, financial condition and results of operations.

An inability to verify the accuracy and completeness of information provided by or on behalf of our customers
and counterparties may subject us to fraud, misrepresentation and other similar risks, which could adversely
affect our business, financial condition and results of operations.

In the course of our business operations, including any decision to issue policies, pay out claims or enter into other
transactions with counterparties, we rely on information furnished to us by or on behalf of our customers and
counterparties, including but not limited to, personal details, medical histories, business operations and relevant
financial information. An inability to verify the accuracy and completeness of such information and reliance on any
incorrect, misleading or incomplete information received from customers and counterparties may subject to us to
fraud, misrepresentation and other similar risks. Such information could involve non-disclosure of pre-existing
medical conditions, inaccurate, incomplete or forged income and financial statements, asset ownership documents,
know your customer documents, thereby leading to non-compliance with various applicable regulations including
anti-money laundering laws.

In addition, under applicable Indian insurance regulations, we are prohibited from challenging a life insurance policy
on any ground, including for misrepresentation of fact or any fraudulent act, subsequent to three years from the date
of the relevant policy, i.e., the later of (i) date of issuance of policy, (ii) commencement of risk or (iii) revival of
policy (or any rider to the policy). If we are unable to detect any such misstatement or fraud within the stipulated
period, we could be subjected to higher morbidity, mortality and credit risks than we intended to assume. This could
lead to higher claim payments to customers and could have a material adverse effect on our business, financial
condition and results of operations.

In the event we are unable to timely detect or address any such misrepresentation or fraudulent misconduct, it could
adversely affect our reputation, lead to further regulatory action, and have a material adverse effect on our business,
financial condition and results of operations.

Our business reputation is critical to maintaining market share and growing our business and any adverse
publicity may have a material adverse effect on our business, prospects, financial condition and results of
operations.

Our brand equity, business reputation and market perception is critical to maintaining our market share and growing
our business. While we have developed our brand and business reputation over the years, any negative incident or
adverse publicity could rapidly erode customer trust and confidence in us, particularly if such incidents receive
widespread adverse mainstream and social media publicity, or attract regulatory investigation or litigation. In
addition, our brand and business reputation will be adversely affected in the event of any adverse publicity relating
to State Bank and its operations, irrespective of whether such development relates to factors within State Bank’s
control. The high level of media scrutiny and public attention that the insurance sector is subjected to, together with
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increasing consumer activism in India, has significantly increased the risk of negative publicity that may affect our
reputation or the reputation of the insurance industry in general.

Any significant claim or litigation, employee misconduct, operational failure, regulatory investigation, media
speculation and adverse publicity, whether actual, unfounded or merely alleged, could damage our brand, business
reputation and confidence of customers. Our brand may also be adversely affected if our products, or the services
provided by our employees, agents and other intermediaries, do not meet customer expectations (whether legitimate
or reasonable), or if there is a change in customer expectation from the relevant insurance product. Negative
publicity could be based, for instance, on allegations that we have failed to comply with regulatory requirements, or
result from any failure in business continuity or information technology systems, from loss of confidential customer
information, inadequate customer service levels or insufficient transparency in product terms and administration of
claims.

Any damage to our brand or business reputation may result in loss of existing and potential customers, and inability
to maintain existing or enter into additional distribution arrangements. Furthermore, negative publicity may result in
an increase in regulatory scrutiny of our operations, and an increase in claims litigation, which may further increase
our cost of operations and adversely affect our profitability. Negative publicity may also influence market perception
of our business and affect our ability to maintain our credit ratings. Accordingly, any adverse impact on our brand
and business reputation may have a material adverse effect on our business, prospects, financial condition and results
of operations.

Any catastrophic event, including any major natural disaster, could result in significant claims which could have
a material adverse effect on our business, prospects, financial condition and results of operations.

The incidence and severity of unpredictable events such as hurricanes, windstorms, monsoons, earthquakes, fires,
industrial explosions, floods, riots and other natural or man-made disasters, including acts of terrorism, catastrophes
within any particular period are inherently unpredictable. These events could materially and adversely affect our
business and prospects, including resulting in a number of policy surrenders, claims and policy lapses. For instance,
we experienced additional claims in the past as a result of floods in southern India in 2015 and in Uttarakhand in
2013. Although we monitor our overall exposure to potential catastrophic events and have catastrophe reinsurance in
certain vulnerable segments of our business, these measures may not be sufficient to adequately cover our losses. For
further details in relation to our reinsurance cover see, “Our Business-Reinsurance” on page 145. Further, the
frequency of such catastrophic events may also have an adverse effect on our business, prospects, financial condition
and result of operations. We are also exposed to any major outbreak of infectious disease / pandemic resulting in
large scale loss of life, resulting in significant claims over a short period.

Any significant variation from the various assumptions and estimates used in the pricing of, and maintaining
reserves for, our wide range of products, could have a material adverse effect on our business, financial condition
and results of operations.

We offer a wide range of individual life insurance products including participating products, non-participating
protection products, other non-participating products and unit-linked products, as well as a range of group life
insurance products. We price our products based on various assumptions and estimates relating to, among other
factors, benefits, claim patterns, and Persistency Ratios. We determine liabilities that provide for future obligations
relating to our products, and our earnings therefore are dependent on the extent to which actual benefits, claims and
Persistency Ratios are consistent with the assumptions and estimates we have used in the pricing of our products and
the determination of the appropriate amount of policy reserves. Due to the nature of the underlying risks and the high
degree of uncertainty associated with the determination of liabilities relating to unpaid insurance policy claims, we
are unable to determine in any precise manner the amount that will ultimately be required to settle such liabilities.
The pricing of our products, and the estimation of reserves, involves various assumptions and estimates based on our
management’s assessment of the information available to us, historical data, probable forecast of future events that
could affect our policyholders or the insurance industry in general, as well as anticipated estimates of future claims
severity and frequency, loss trends in claim frequency and severity experienced by us, our loss history and loss
history in the Indian life insurance industry and information regarding claims. These assumptions and estimates are
also affected by other factors beyond our control, such as regulatory development or judicial determination relating
to insurance claims and damages, any change in the political environment or general macroeconomic trends affecting
the Indian economy, including inflation. We also utilize policyholder information and other third-party data in our
modeling exercise, which could be inaccurate or incomplete.

In our operations, we typically make certain assumptions relating to future persistency of policyholders, and on the
basis of such assumptions and past experience, we can generally anticipate the overall level of policy surrenders,
withdrawals, discontinuance and lapses in a given period. In addition, the modeling methodologies we use may not
be either accurate or optimal, and are also likely to be more complex and less accurate as we increase the humber
and complexity of insurance products we offer. Since the prices we set for our products and the expected
profitability on such products is based in part upon expected patterns of premiums and assumptions related to
persistency, if the actual persistency of our customers varies significantly from our persistency assumptions, it could
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have a material adverse impact on our business and profitability. Our assumptions regarding persistency are
inherently uncertain. The incidence of unusual events with significant or lasting impact, such as sharp declines in
income of customers resulting from adverse macroeconomic conditions, radical changes in the applicable regulatory
framework or government policies impacting the economy in general or the insurance industry in particular, loss of
customer confidence in the insurance industry due to actual or perceived weakening of the financial strength of one
or more insurance companies, or increased volatility in the capital markets, could also result in unanticipated high
levels of surrenders, withdrawals, discontinuance and lapses of insurance policies, thereby adversely affecting our
persistency rates. For further information on discontinued fund, see “Financial Statements - Annexure — V: Summary
of Significant Accounting Policies and Notes to Accounts — C. Notes to Accounts — 24. Discontinued policies” on
page 228. In particular, increased volatility in Indian capital markets also generally results in concentrated surrenders
in our unit-linked portfolio, thereby reducing our persistency rates.

Based on our risk assessment, if we under price our products, our profitability could be adversely affected, while if
we overprice our products, our competitiveness, sales, market share and business prospects may be materially and
adversely affected. In addition, various assumptions related to future investment returns are used in pricing our
products and setting of reserves. Actual investment returns that are lower than those projected could result in
significant losses on particular products, thereby causing us to increase the price of our products, thereby affecting
future business. An inability to accurately price our insurance products may adversely affect our profitability, results
of operations and financial condition.

We maintain reserves to cover amounts we estimate will be required to settle insured losses as well as for any
expenses incurred to settle claims. Our policy liabilities net of reinsurance as of March 31, 2015, 2016 and 2017 and
as of the three months ended June 30, 2017 were X 676,689.66 million, X 756,558.25 million, X 928,967.90 million
and X 956,815.76 million, respectively. However, our reserves do not, and will not in the future, represent any
precise calculation of liability, but rather are estimates of the anticipated net future policy benefits and claims
payments, and are consequently inherently uncertain. An estimation of the loss and loss expense reserves is an
arduous and complex process that involves a number of variables and is subject to the subjective assumptions,
estimates and judgment of our senior management. Consequently, in the event that our claim payments vary
significantly from the assumptions used in the pricing of, or maintaining reserves for, our insurance products, it
could have a material adverse effect on our business, prospects, financial condition and results of operations.

An inability to control our operating and other expenses may have a material adverse effect on our business,
results of operations and financial condition.

We price our products based on assumptions for expenses we expect to incur. These assumptions for expenses
include policy acquisition cost, infrastructure related costs, employee costs, policy maintenance cost and other
support costs. Expenses may be higher than expected due to specific events and changes in macroeconomic
conditions including inflation, changes in regulations, competition dynamics, distributor pressures, and other factors
beyond our control. Our bancasurrance expenses may increase owing to the IRDAI mandated non-exclusive
arrangements with banks and insurance companies. In addition, a significant variation of actual inflation from our
assumptions could also result in higher than expected expenses. If the actual incurred expenses exceed the assumed
expense levels taken into account for the pricing of our products, it could have a material adverse effect on our
business, results of operations and financial condition. There can also be no assurance that we will be able to control
or maintain increased costs resulting from low productivity levels or increased competition. Any of these factors
may result in us incurring higher than expected expenses and may have a material adverse effect on our business,
results of operations and financial condition. In addition, since a significant portion of our expenses are fixed, in the
event future sales are lower than expected, our expenses may not decrease in proportion, or at all, which could
adversely affect our profitability and business prospects.

Any increase in or realization of our contingent liabilities could have a material adverse effect on our business,
financial condition, results of operations and prospects.

As of June 30, 2017, our aggregate contingent liabilities, in accordance with the provisions of Accounting Standard
— 29 — Provisions, Contingent Liabilities and Contingent Assets, were X 4,166.10 million. The table below sets forth
certain information on our contingent liabilities as of June 30, 2017:

Particulars As of June 30, 2017
(X million)

Partly paid-up investments -

Claims, other than against policies, not acknowledged as debts by the Company 6.36

Underwriting commitments outstanding (in respect of shares and securities) -

Guarantees given by or on behalf of the Company -

Statutory demands or liabilities in dispute, not provided -

Reinsurance obligations to the extent not provided for in accounts -

Others:
- Insurance claims disputed by the Company, to the extent not provided or reserved; 563.62
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Particulars As of June 30, 2017
(X million)
- Directions issued by IRDAI under section 34(1) of the Insurance Act, 1938 3,596.12
Total 4,166.10

For further information, see “Financial Information” and “Outstanding Litigation and Material Developments” on
pages 218 and 386, respectively. Our joint auditors have not included any qualifications to their opinion with respect
to the contingent liabilities not provided for by us since Fiscal 2013.There can be no assurance that we will not incur
similar or increased levels of contingent liabilities in the current fiscal or in the future. In the event that any of our
contingent liabilities were to be recognized on our financial statements, they could have a material adverse effect on
our business, financial condition and results of operations.

The actuarial valuation of liabilities for our policies with outstanding liabilities is not required to be audited
under applicable regulations, and any inaccurate actuarial valuation may have an adverse effect on our financial
condition and results of operations.

The actuarial valuation of liabilities for our policies with outstanding liabilities are performed by the Appointed
Actuary and presented in our financial statements. Under Indian regulations, the Appointed Actuary of an insurance
company is required to certify such actuarial valuation of liabilities for our policies with outstanding liabilities and
confirm that the assumptions taken into account for purposes of such valuation comply with relevant regulations and
guidelines stipulated by the IRDAI and the Institute of Actuaries of India in concurrence with the IRDAI.
Additionally, the valuation methodologies including assumptions are verified as a part of peer review process as
prescribed under Actuarial Practice Standards-4 issued by the Institute of Actuaries of India. Our joint statutory
auditors rely on the certificate provided by the Appointed Actuary on such actuarial valuation and such valuation is
not subjected to an independent audit by our joint statutory auditors. The process of actuarial valuation of liabilities
for policies with outstanding liabilities in India may vary from that followed by insurance companies and insurance
regulatory authorities in other jurisdictions, and therefore may not be comparable. In the event the underlying
assumptions or actuarial modeling used in the determination of the actuarial valuation of our liabilities are
inaccurate, or if the absence of an audit or similar process independently evaluating the actuarial liabilities results in
an error in the calculation of such actuarial valuation, it could have an adverse effect on our financial condition and
results of operations. While there have been no materially incorrect actuarial valuations for our policies with
outstanding liabilities in the recent past, we cannot assure you that there will be no instances of incorrect actuarial
valuations in the future. For further information see “Outstanding Litigation and Material Developments - Litigation
against our Company - Actions by Regulatory and Statutory Authorities” on page 388.

Any breakdown or inadequacy in our IT systems could materially and adversely affect our operations and
consequently our business, prospects, financial condition and results of operations.

Our business operations are dependent on our IT systems to record and process applicable operational information
and financial data and to provide uninterrupted and reliable service support. The proper functioning of our financial
controls, accounting, customer database, customer service and other data processing systems, including those
relating to underwriting and claims processing functions, actuarial and risk management, and the communications
systems linking our headquarters, branches, sales and service outlets and our principal IT centers, are critical to our
business operations and our ability to compete effectively. We may experience partial or complete failure in our IT
systems arising from, among others, hardware failure, software program errors, computer virus attacks, internet
failure, conversion errors due to system upgrading or system relocation, failure to successfully implement ongoing
IT initiatives, as well as IT system and process failures resulting from lack of adequate public infrastructure, human
errors, natural disasters, war, terrorist attacks, blackouts and other unanticipated problems partly or entirely beyond
our control.

Although we have established large data centers, maintain disaster recovery systems and have invested significantly
on our IT infrastructure, there can be no assurance that there will not be any delay, system failure or other accident in
the future, including those associated with system upgrades or introduction of new IT systems. We have recently
upgraded our policy management system called Ingenium for which we have partnered with an established
technology provider. There can however be no assurance that any such upgraded or new IT systems will meet the
requisite processing capacities or reliability standards, or that they will be adequate to effectively address the IT
requirements of our fast growing operations.

We may be unable to prevent or address in a timely manner, any disruption to the operation of our information
technology system or timely upgrade our IT systems, which could have a material adverse effect on our business.
Any such failure could result in our inability to perform, or result in prolonged delays in the performance of, critical
business and operational functions, the loss of key business information and customer data, or a failure to comply
with regulatory requirements. Any such failure could also affect our risk management and customer service
functions, resulting in a material adverse effect on our business, prospects, financial condition and results of
operations.
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An inability to ensure the security of confidential information or ensure any breach of privacy rights, it could
have a material adverse effect on our business, prospects, financial condition and results of operations.

In the course of our business operations, we collect, process, store, use, transmit and otherwise have access to a large
volume of confidential information belonging to our customers. Our computer networks and IT infrastructure and
those of our distribution intermediaries may be vulnerable to computer hackers, computer viruses, worms, malicious
applications and other security problems resulting from unauthorized access to, or improper use of, such networks
and IT infrastructure by our employees, third-party service providers or even independent third parties. Although
appropriate security systems have been implemented against such unauthorized access or malware attacks, such
malicious attacks or malware related disruptions may jeopardize the security of information stored in and transmitted
through our IT infrastructure and computer systems. We may therefore be required to incur significant expenses to
protect against the threat of such security breaches and/or to alleviate problems caused by such breaches.
Unauthorized access and malware sabotage techniques and systems change frequently and generally are not
recognized until launched against a target. We may be unable to anticipate these techniques or implement adequate
preventative measures. Even if we anticipate these attacks, we may not be able to prevent or counteract such attacks
or control the impact of such attacks in a timely manner or at all.

Any security breach, data theft, unauthorized access, unauthorized usage, virus or similar breach or disruption could
result in loss or disclosure of confidential information, damage to our reputation, litigation, regulatory investigation
or other liabilities. Actual or perceived concerns that our systems may be vulnerable to such attacks or disruptions
may deter our customers from using our services and result in negative publicity. Data collection and storage are
increasingly subject to legislation and regulations in various jurisdictions and governments have become
increasingly active in the protection of privacy and security of personal information. Our attempts to comply with
applicable legal requirements may not be successful, and may also lead to increased costs for compliance, which
may materially and adversely affect our business, financial condition and results of operations. We could be
adversely affected if additional legislation or amendments to existing regulations are introduced to require changes
in our business practices or if such legislation or regulations are interpreted or implemented in ways that adversely
affect our business, financial condition and results of operations.

We are in the process of obtaining or renewing certain approvals or licenses required in the ordinary course of
business and the failure to obtain them in a timely manner or at all may adversely affect our operations.

We require certain approvals, licenses, registrations and permissions for operating our business, some of which have
expired and for which we have either made or are in the process of making an application for obtaining the approval
for its renewal. For instance, we have applied for renewal of 23 registrations under the respective shops and
establishments laws in various states in India, which renewals have not been granted as of the date of this Red
Herring Prospectus. For further information, see “Government and Other Approvals” on page 409. Further, the
approvals that we have obtained stipulate certain conditions requiring our compliance. If we fail to obtain any of
these approvals or licenses, or renewals thereof, in a timely manner, or at all, our business may be adversely affected.

An inability to meet Solvency Ratios or other regulatory requirements relating to our financial condition could
lead to regulatory action, which could affect our ability to continue operations, acquire new business or
implement our growth strategies, thereby adversely affecting our business, financial condition and results of
operations.

Indian laws and regulations require us to maintain a control level of solvency. Solvency Ratio is the ratio of the
excess of assets over liabilities to the required capital. An inability to maintain the relevant control level of solvency
requirements may result in regulatory action from the IRDAI that could affect our ability to continue operations,
acquire new business or implement our growth strategies. For further information on the regulatory framework
applicable to us and other insurance companies in India, see “Regulations and Policies” on pages 158 and 159.

As of March 31, 2015, 2016 and 2017 and as of the three months ended June 30, 2017, our Solvency Ratio was 2.17,
2.12, 2.04 and 2.11, respectively, compared to the IRDAI mandated requirement of 1.5. Our Solvency Ratio may be
affected by various factors, including the amount of capital available, the mix of insurance products sold by us, our
business growth as well as profitability. For details, see “Our Business — Risk Management — Strategic Risk
Assessment and Capital planning” on pages 151 and 152. In the event we are unable to comply with statutory
Solvency Ratio requirements due to inadequacy of share capital and profit to support business growth, statutory
solvency requirements being increased, or the decline of our financial condition or due to any other factor, we will
be required to raise additional capital to meet applicable Solvency Ratio requirements. In addition, the IRDAI may
increase the control level of solvency or modify the existing regulatory framework in the future. Any such
development, including the implementation of the risk-based solvency framework, may require us to raise additional
capital to meet any modified regulatory requirement. For further information in relation to the regulatory framework
applicable to solvency ratio requirements, see “Regulations and Policies-Insurance Regulatory and Development
Authority of India Assets, Liabilities and Solvency Margin of Life Insurance Business, Regulations, 2016 on page
158.
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Our ability to raise additional capital from external sources in the future is subject to a variety of uncertainties,
including but not limited to, our future financial condition, results of operations, cash flows, regulatory approvals,
changes in regulations relating to capital raising activities by insurance companies, our credit rating, general market
conditions for capital raising activities, and other economic and political conditions in India and globally. We may
not be able to raise additional capital in a timely manner or on acceptable terms or at all. An inability to meet the
Solvency Ratio requirements may therefore have a material adverse effect on our business, prospects, financial
condition and results of operations.

An inability to attract or retain experienced and talented senior management or key managerial personnel could
adversely affect our business, financial condition and results of operations.

Our ability to maintain our market position, continue the growth of our business, address future challenges and our
ability to successfully implement our business plans and growth strategies depends on the continued service of our
experienced senior management team and on our ability to attract, recruit and retain experienced, talented and skilled
professionals. We currently do not have any non-compete agreements with our directors, senior management or
other key personnel and have not obtained any key man insurance with respect to any such individual. As a result of
the significant increase in the number of insurance companies and other financial institutions in India in recent years,
and the expansion of their business operations, competition for experienced and talented senior management
personnel has increased significantly. In the event of the loss of services of our directors, senior management or
other key operational or managerial personnel or our inability to recruit, train and retain a sufficient number of
experienced personnel or our inability to manage the attrition levels in various employee categories, may have an
adverse effect on our business operations, financial condition and results of operations.

Our business is significantly dependent on the services of a limited number of qualified and experienced actuarial
personnel, including our Appointed Actuary. Actuaries work in a specialised profession and there are a limited
number of persons qualified to practice as an actuary in India. In addition, the qualifications of actuaries are subject
to regulatory requirements in India under the IRDAI (Appointed Actuaries) Regulations, 2017. Any failure on our
part to attract, retain or find suitable replacements in the event of any vacancy arising, for our actuarial personnel,
including the Appointed Actuary, could have a material adverse effect on our business, including our ability to
conduct our business.

The IRDAI (Appointed Actuary) Regulations, 2017 require that the appointed actuary of a life insurance company to
clear a course in life insurance. Our Appointed Actuary will be required to pass this course in the next two years,
failing which we may be required to find a replacement. Any failure to do find a replacement in time or at all may
have an adverse impact on our business and results of operation.

The success of our business is in part dependent on the continued service of our actuarial team. As a result of the
significant increase in competition in the insurance industry in recent years, market demand and competition for
experienced actuaries has intensified. Our business and financial performance will be materially and adversely
affected in the event we are not in a position to attract and retain competent actuarial personnel.

Our Embedded Value included in this Red Herring Prospectus is based on various assumptions and estimates,
and may vary if such assumptions or estimates are modified or if our actual experience is different from such
assumptions and estimates.

In order to provide potential investors with additional information to understand our business and financial
performance and our economic value, we have included in this Red Herring Prospectus the Embedded Value Report
issued by the Independent Actuary which provides certain information regarding our Embedded Value. There is
significant technical complexity involved in and various assumptions and estimates used in calculation of Embedded
Value, and consequently Embedded Value calculations may vary significantly if key assumptions or estimates are
modified or if our actual experience is different from such assumptions and estimates. In addition, the methodology
for calculation of Embedded Value followed may itself be inaccurate, and any modification in such methodology
may also result in variation in Embedded Value calculation even if similar assumptions and estimates are used.
While our Embedded Value public disclosure as of March 31, 2016 was prepared internally by the Company based
on the Market Consistent Embedded Value Methodology that is conventionally followed by life insurance
companies outside India, our Embedded Value Report as of March 31, 2017 has been prepared by the Independent
Actuary on the basis of the Indian Embedded Value Methodology as specified by the IRDAI, which differs from
other methodology that may be used in other jurisdictions such as the European Embedded Value method or the
Traditional Embedded Value method. Accordingly, the Embedded Value information included in this Red Herring
Prospectus must be read in conjunction with the assumptions, estimates and limitations specified in the Embedded
Value Report included in this Red Herring Prospectus and care must be exercised in interpreting the Embedded
Value results. As the methodology for Embedded Value calculation used in the March 31, 2016 public disclosure
that was prepared internally by the Company is not consistent with the Indian Embedded Value Methodology
specified by the IRDAI used for the March 31, 2017 Embedded Value Report, we have not included the March 31,
2016 report in this Red Herring Prospectus and potential investors are cautioned against placing any reliance on any
such information relating thereto.
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Further, our Promoter, BNPPC, through the consolidated supplementary financial information of its ultimate parent
company, BNP Paribas, may publish information relating to our Embedded Value or other information relating to
various assumptions and estimates used in the calculation of our Embedded Value. All consideration of financial and
other information with regard to any investment decision should be made only on the basis of the financial
information included in this Red Herring Prospectus and to be included in the Prospectus and not be based on any
information or documents published by our Promoters.

Therefore, care must be exercised when reading and interpreting the Embedded Value Report of the Independent
Actuary included in this Red Herring Prospectus and potential investors are cautioned against placing undue reliance
on such information.

An inability to reduce our risksand increase our underwriting capacity through adequate reinsurance
arrangements may adversely affect our business, results of operations and financial condition.

Like other major insurance companies in the world, we transfer some of the risk we assume under the life insurance
policies we underwrite to reinsurance companies in exchange for a portion of the premiums we receive in connection
with the underwriting of these policies. Although reinsurance makes the reinsurer liable to us for the risk transferred,
it does not discharge our liability to our policyholders. Our ability to obtain reinsurance on a timely basis and at a
reasonable cost is subject to a number of factors, including prevailing market conditions that are beyond our control.
The availability and cost of reinsurance may affect the volume of our business as well as our profitability. In
particular, we may be unable to maintain our current reinsurance coverage or to obtain other reinsurance coverage in
adequate amounts or at favourable rates. If we are unable to renew our expiring coverage or to obtain new
reinsurance coverage, either our net risk exposure would increase or, if we are unwilling to bear an increase in net
risk exposures, our overall underwriting capacity and the amount of risk we are able to underwrite would decrease.
To the extent we are not able to obtain reinsurance on a timely basis and at a reasonable cost, or at all, our business,
financial condition and results of operations would be materially and adversely affected.

Further, we are exposed to credit risk with respect to our reinsurers. In particular, a default by one or more of our
reinsurers under our existing reinsurance arrangements would increase our financial losses arising out of a risk we
have insured, which would reduce our profitability and may adversely affect our liquidity position.

Our ability to reinsure our risks is also subject to restrictions imposed by the IRDAI in respect of the reinsurers we
choose to engage with; for instance, under Regulation 28(9) of the IRDAI Registration and Operations of Branch
offices of Foreign Reinsurers other than Lloyd’s Regulations, Indian insurers are obliged to follow a prescribed order
of priority in respect of reinsurers to whom risks may be ceded, with first preference being accorded to Indian re-
insurers having a minimum credit rating as prescribed, followed by, inter alia, duly registered branch offices of
foreign re-insurers. We are accordingly required to accord preference to prescribed Indian reinsurers in the first
instance, and whilst we believe that the terms on which we have currently engaged with Indian reinsurers are as
favourable as the terms we may have otherwise received from foreign reinsurers, we cannot assure you that the terms
we engage with such Indian reinsurers on are as favourable as the terms we may have otherwise received from
foreign reinsurers.

In the event of a catastrophic loss that affects a significant number of Indian insurers, our reinsurers, may not be able
to pay us on a timely basis, or at all. We have reinsurance arrangements with a number of reinsurance companies, all
of which had credible credit ratings at the time they entered into reinsurance agreements with us. However, we
cannot assure you that these reinsurance companies will be able to meet their obligations under the existing
reinsurance arrangements on a timely basis, or at all, or that these insurance companies will be able to maintain their
respective credit ratings during the term of their reinsurance arrangements with us. If our reinsurers fail to pay us or
fail to pay us on a timely basis, our financial condition and results of operations could be materially and adversely
affected.

A downgrade or a potential downgrade in our claims paying ability rating could have a material adverse effect on
our business, financial condition, results of operations and prospects.

We are not required by IRDAI to obtain a financial strength rating. As a measure of good governance as well as
independent certification of our financial performance, we have subscribed to ICRA Limited’s surveillance on
claims paying ability rating that measures an insurance company’s ability to meet policyholder obligations and to
CRISIL Ratings surveillance on our financial strength. We have been rated iAAA since Fiscal 2009 by ICRA
Limited with respect to our claims paying ability, while CRISIL has rated us AAA/Stable with respect to our
financial strength rating since Fiscal 2007. Any downgrade in our claims paying ability ratings, or our financial
strength ratings, or any announcement of a potential downgrade, could have a material adverse effect on our
business, financial condition and results of operations.

We are subject to various credit risks in the course of our operations which may expose us to significant losses.

34



28.

29.

30.

31.

In the course of our business operations, we enter into transactions with a large number of counterparties, including
bancassurance partners, individual agents and other distribution intermediaries, as well as co-insurers, reinsurers and
reinsurance brokers with respect to any reinsurance arrangements. In connection with our investments, the
counterparties we transact with include issuers of securities we hold, counterparties of any derivative transactions
that we may enter into, banks that hold our deposits, debtors and investees of private equity funds. If any of these
counterparties do not perform their obligations due to bankruptcy, lack of liquidity, business failure, economic
downturn, fraud, or due to any other reason beyond our control, we could suffer significant losses. We are also
subject to the risk that our rights against these counterparties may not be enforceable in all circumstances, or at all
and such losses could have a material adverse effect on our business, prospects, financial condition and results of
operations.

Our ability to pay dividends in the future will depend upon our future results of operations, financial condition,
cash flows and working capital and capital expenditure requirements.

Any dividends to be declared and paid in the future are required to be recommended by our Board and approved by
our shareholders, at their discretion, subject to the provisions of the Articles of Association and applicable law,
including the Companies Act. Our ability to pay dividends in the future will depend upon our future results of
operations, financial condition, cash flows, sufficient profitability, working capital requirements, capital expenditure
requirements and Solvency Ratio requirements. We cannot assure you that we will generate sufficient revenues to
cover our operating expenses and, as such, pay dividends to our shareholders in future consistent with our past
practices, or at all. For information relating to dividend declared by us in the past, see “Dividend Policy” on page
217.

We do not own the “SBI” trademark or the “SBI Life” logo, and the termination of the SBI Trademark License
Agreement with State Bank or otherwise inability to use the “SBI” name or the “SBI Life” logo may materially
and adversely affect our business, prospects, financial condition and results of operations.

We do not own the “SBI” Trademark and currently use the “SBI Life” logo pursuant to the SBI Trademark License
Agreement. We are required to pay State Bank a license fee for the use of the “SBI” logo. The SBI Trademark
License Agreement by its terms may be terminated if State Bank’s direct or indirect shareholding becomes less than
26% of our Company’s Equity Share capital on a fully diluted basis. The SBI Trademark License Agreement may
also be terminated by State Bank at any time by providing notice in accordance with its terms.

Since we are significantly dependent on the brand equity and customer goodwill associated with the State Bank
brand, an inability to use the “SBI” trademark or “SBI Life” logo will significantly affect our business prospects and
financial performance. In addition, we may experience unauthorized infringement of our intellectual property,
including such trademark and logo by third parties, which could result in loss to our reputation and goodwill. We
may be required initiate legal proceedings in order to protect our intellectual property and brand equity, and such
legal proceeding could be time-consuming and expensive and a favourable outcome cannot be guaranteed. We may
not be able to detect any unauthorized use or take appropriate measures in a timely manner or at all to enforce
protection of unauthorized use of our intellectual property.

We benefit from our relationship with State Bank and BNPPC, in particular drawing from their established
brand equity and goodwill among customers. Any adverse change in these relationships may adversely affect our
business and financial performance.

We benefit from our relationship with State Bank and BNPPC, in particular drawing from their established brand
equity and goodwill among customers. As of March 31, 2017, State Bank was India’s largest commercial bank in
terms of deposits, advances and number of branches (Source: RBI data). Following its recent merger with certain of
its subsidiary banks and a non-affiliate bank, with effect from April 1, 2017, State Bank had 24,017 branches, 195
international offices in 36 countries globally and more than 420 million customers. BNPPC, the insurance subsidiary
of BNP Paribas, with operations across 36 jurisdictions, is among the global leaders in credit life insurance business.
BNP Paribas was a top 10 global financial institution in terms of revenues in 2017 (Source: Fortune Global 500).
We believe our relationship with State Bank and BNPPC has enabled us to enhance our brand, access specialist
industry expertise, grow our business and maintain our market position.

State Bank is the largest bancassurance partner in India and provides us with a large distribution network and
significant technology support. We have also been licensed the use of the “SBI” logo pursuant to the SBI Trademark
Licensing Agreement. Any adverse change in our continuing relationship with State Bank and BNPPC may
adversely affect our business and financial performance.

One of our Promoters, State Bank, and/or certain of our Directors and related entities may be subject to conflicts
of interest because of their interests in another insurance company which could have a material adverse effect on
our business, financial condition, results of operations and prospects.

One of our Promoters, State Bank and/or certain of our Directors and related entities hold direct and indirect interests
in SBI General Insurance Company Limited which is engaged in the general insurance business, and SBI Pension

35



32.

33.

34.

35.

Funds Limited, which is engaged in the business of providing management services to the National Pension Scheme
Trust. IRDAI permits general insurance companies and life insurance companies to offer products with health
insurance features. Additionally, one of our Promoters, BNPPC, engages in the life and general insurance business
outside India through one or more of entities of our Promoter Group.

Due to such conflicts of interest, our Promoters or some of our Directors may make decisions regarding our
operations, financial structure or commercial transactions that may not be in our or other shareholders’ best interests.
They may also enable a competitor to take advantage of a corporate opportunity at our expense. Such decisions
could have a material adverse effect on our business, financial condition, results of operations and prospects.

We have entered into certain related party transactions, and we may continue to do so in the future.

We have entered into certain transactions with related parties and key management personnel. These include, but are
not limited to, premium, interest income, commission and rewards and recognition expenses, rental expenses, etc.
We have also paid salary and allowances to our key management personnel. For more information on our related
party transactions, see the section entitled “Related Party Transactions” on page 216.

Certain related party transactions also require the approval of our shareholders (where the related parties are required
to abstain from voting on such resolutions). There can be no assurance that such transactions will be approved. There
can also be no assurance that we will be able to maintain existing terms, or in case of any future transactions with
related parties, that such transactions will be on terms favourable to us in future. While we believe that all of our
related party transactions have been conducted on an arm’s length basis, we cannot assure you that we could not
have achieved more favourable terms had such transactions been entered into with unrelated parties. It is also likely
that we will enter into related party transactions in the future. Any future transactions with our related parties could
potentially involve conflict of interests. Accordingly, there can be no assurance that such transactions, individually
or in the aggregate, will not have a material adverse effect on our business, financial condition, results of operations
and prospects.

Certain of our Group Companies have incurred losses in the past, which may have an adverse effect on our
reputation and business.

Certain of our Group Companies have incurred losses during the last Fiscal, as set out below:

(Zin million, unless otherwise stated)

Name Profit/(loss) after tax
Fiscal 2017 Fiscal 2016 Fiscal 2015

SBICAP (UK) Limited* (54.20) (56.73) (38.10)
SBICAP (Singapore) Limited** (11.23) (10.89) 75.15
SBI Infra Management Solutions Private (6.70) NA NA
Limited
SBI Funds Management (International) (0.03) (0.07) (0.04)
Private Limited***

*in Pound sterling million

**in Singapore Dollar million

***in US Dollar million

There can be no assurance that our Group Companies will not incur losses in the future which may have an adverse
effect on our reputation and business.

The interests of our Promoters may conflict with your interests as a shareholder.

The interests of our Promoters may be different from our interests or the interests of other shareholders. As a result,
the Promoters may take actions with respect to our business and the businesses of our peers and competitors that
may not be in our or our other shareholders’ best interests. Further, our Promoters will continue to exercise
significant influence over us through their shareholding subsequent to the Offer and listing of our Equity Shares. The
Promoters could, by exercising their powers of control, delay or defer or initiate a change of control of the Company
or a change in our capital structure, delay or defer a merger, consolidation, or discourage a merger with another
insurance company.

Our Promoters, State Bank and BNPPC, are interested in our Company other than to the extent of their
shareholding and dividends payable to them.

Our Company has entered into the SBI Trademark Licensing Agreement for licensing of the “SBI” trademark for
which our Company pays State Bank certain licensing fees. In addition, State Bank is also interested to the extent of
receiving commissions in its capacity as a bancassurance partner from our Company. State Bank also provides our
Company with hardware and software support in the form of centralized negotiations with vendors for procurement.
Our Company also has arrangements with State Bank for providing services such as the display of publicity material
and customer awareness initiatives for our Company. Additionally, both State Bank and BNPPC are also interested
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in our Company to the extent of salaries and remuneration of employees hired. For further information relating to the
interest of our Promoters in our Company, see “Related Party Transactions” on page 216. There can be no assurance
that in such circumstances such interests of our Promoters will not conflict with the rights of other Shareholders best
interests.

The proceeds from this Offer will not be available to us.

As this Offer is by way of an offer for sale of Equity Shares by the Selling Shareholders, the proceeds from this
Offer will be remitted to the Selling Shareholders and we will not benefit from such proceeds. For further
information, see” Objects of the Offer” on page 85.

We rely on independent contractors and service providers for various services and there can be no assurance that
such contractors and service providers will comply with relevant regulatory requirements or their contractual
obligations.

We outsource some of our operations, including data entry, printing of policies, software development, security,
housekeeping services and IT infrastructure maintenance, to independent contractors and service providers in
compliance with applicable regulations. However, there can no assurance that such independent contractors and
service providers will comply with all applicable regulatory requirements or meet their contractual obligations to us
in a timely manner, or at all. Third-party service providers may not comply with the terms of their respective
agreements with us, including because of their own financial difficulties or business priorities or other factors
beyond our control. They may also terminate or refuse to renew their agreements, potentially at a time when
replacement of their services may be expensive or otherwise inconvenient for us. Our business operations could be
adversely affected due to any such event despite having continuity plans in place as required by applicable
regulations. In addition, if any third-party service provider is unable to comply with applicable regulations,
confidentiality or other ethical business standards, we could suffer reputational harm, which could result in a
material adverse effect on our business prospects, financial condition and results of operations.

Most of our business operations are conducted on leased premises, and an inability to renew or extend the terms
of such leases as required may affect our business operations.

Most of our business operations, including most of our branches and offices are conducted on premises leased or
under similar arrangements from independent lessors. We may enter into additional leases and similar arrangements
for our branches and offices in the future. Any adverse development affecting the title or ownership rights of our
lessors over such premises, or the breach of any contractual term of such lease or similar arrangements, or an
inability to renew or extend such arrangements on commercially viable terms, or at all, may adversely affect our
business operations, and consequently our financial condition and results of operations.

Our proposed international operations are subject to regulatory, political and economic risks specific to the
relevant jurisdictions, which could adversely affect our business, financial condition and results of operations.

While we have obtained the necessary regulatory approvals to commence operations in Bahrain, we are yet to
commence operations. We may in the future further expand our international operations. We are accordingly subject
to various regulatory, political and economic risks associated with doing business in such international markets. Our
prospective financial performance of our international operations may be adversely affected by various factors
specific to such countries or regions, many of which are beyond our control. These factors include political
instability, local and global economic conditions, legal and regulatory constraints, tax regulations, local labor laws,
anti-money laundering laws and regulations, trade policies, currency regulation, and other matters in any of the
countries or regions in which we currently operate or may operate in the future. Our business in these territories may
be particularly affected by the general economic conditions and currency exchange rates. A decrease in economic
growth rates, periods of decline and/or increase in inflation or interest rates may result in lower demand for our
products, lower pricing or a shift to lower margin products, thereby affecting our profitability. Additional risks
inherent in our international operations will include, among others, costs and difficulties of managing international
operations, and potential adverse tax consequences.

This Red Herring Prospectus contains information from an industry report which we have commissioned from
CRISIL.

LEINT3

This Red Herring Prospectus in this section and the sections titled “Summary of Industry”, “Summary of Business”,
“Industry Overview”, “Our Business” and “Management’s Discussion and Analysis of Financial Condition and
Results of Operations” on pages 49, 55, 99, 121 and 321, respectively, includes information that is derived from an
industry report titled “Analysis of Life Insurance Industry in India” prepared by CRISIL, pursuant to an engagement
with us. We commissioned this report for the purpose of confirming our understanding of the insurance industry in
India. Neither we, nor any of the Lead Managers, our Directors, nor any other person connected with the Offer has
verified the information in the commissioned report. Although the commissioned report is based on information
obtained from sources that we believe is considered reliable, it does not guarantee the accuracy, adequacy or
completeness of such information. We and the Lead Managers disclaim responsibility for any errors or omissions in
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the information or for the results obtained from the use of such information. The commissioned report also
highlights certain industry and market data, which may be subject to assumptions. Methodologies and assumptions
vary widely among different industry sources. Further, such assumptions may change based on various factors. We
cannot assure you that the assumptions made by CRISIL are correct or will not change and, accordingly, our position
in the market may differ from that presented in this Red Herring Prospectus. Further, the commissioned report is not
a recommendation to invest or disinvest in the Equity Shares. Prospective investors are advised not to unduly rely on
the commissioned report or extracts thereof as included in this Red Herring Prospectus, when making their
investment decisions.

Statistical and industry data in this Red Herring Prospectus may be incomplete or unreliable.

Statistical and industry data used throughout this Red Herring Prospectus has been obtained from various
government and industry publications. We believe the information contained therein has been obtained from sources
that are reliable, but it has not independently verified it and the accuracy and completeness of this information is not
guaranteed and its reliability cannot be assured. The market and industry data used from these sources may have
been reclassified by us for purposes of presentation. In addition, market and industry data relating to India, its
economy or its industries may be produced on different bases from those used in other countries. As a result data
from other market sources may not be comparable. The extent to which the market and industry data presented in
this Red Herring Prospectus is meaningful will depend upon the reader’s familiarity with and understanding of the
methodologies used in compiling such data. Statements from third parties that involve estimates are subject to
change, and actual amounts may differ materially from those included in this Red Herring Prospectus. Such data
involves risks, uncertainties and numerous assumptions and is subject to change based on various factors.
Accordingly, investment decisions should not be based only on such information. For further information, see “—
This Red Herring Prospectus contains information from an industry report which we have commissioned from
CRISIL.”

We did not have adequate internal controls for managing our secretarial records and compliances as a result of
which there have been certain inaccuracies and non-compliances with respect to certain regulatory filings and
corporate actions taken by our Company. Consequently, we may be subject to regulatory actions and penalties for
any past or future non-compliance and our business, financial condition and reputation may be adversely
affected.

In the past, our internal controls and compliances for managing our secretarial records and compliances have been
inadequate as a result of which there have been factual inaccuracies, delays and failures in making certain regulatory
filings by our Company. We cannot assure you that there are no other instances of irregularities in regulatory
filings/allotments made by our Company. This may subject us to regulatory actions and/or penalties which may
adversely affect our business, financial condition and reputation. Our Company has in the past failed to adhere to the
prescribed timelines in respect of filing Form FC-GPR for all allotments made to BNPPC between the years 2001
and 2008. For further information on such allotments, see “Capital Structure” on pages 77 and 78.

While we have subsequently been able to address the delays in respect of the Form FC GPR filings by taking the
necessary steps including compounding of such offences in the year 2009 and paying the relevant amounts
demanded pursuant to final order passed by RBI, we cannot assure you that the RBI will not seek more information
in relation to the allotments made to non-resident Shareholders in the future and that we will be able to provide
information for all such queries from the RBI within the timelines prescribed by the RBI. Additionally, we have
made certain clerical lapses while filing form FC-GPR including the date of allotment and nature of issue in respect
of certain allotment. We cannot assure you that the RBI will not ask us to initiate compounding proceedings or not
impose any penalty in this regard.

Risks Relating to our Industry

43.

An inability to effectively compete in the highly competitive insurance industry could have a material adverse
effect on our business, results of operations and financial condition.

We compete with a number of other companies in the life insurance business, and face intense competition from
public and private sector life insurance companies in India. We compete for business on the basis of various factors,
including product features, price, coverage offered, quality of customer service, distribution network, relationships
with agents, bancassurance partners and other intermediaries, brand recognition, size of operations, financial strength
and credit ratings. In addition, life insurance products also compete with certain other financial services products.
For example, in the area of savings-oriented insurance products, we compete with mutual fund companies, bank
fixed deposits and Government small saving schemes. We also face competition from smaller life insurance
companies that have been seeking to expand market share in recent years and may develop positions in certain
customer segments. The Life Insurance Corporation of India is the only public sector life insurance company in
India, and enjoys competitive advantages in the Indian insurance market due to its large customer base, extensive
nationwide individual agent network and brand recognition. Additionally, the Life Insurance Corporation Act, 1956,
as amended, provides that amount insured by way of insurance policies and any bonus declared to policyholders of
Life Insurance Corporation of India is guaranteed by the central government of India. Some of our competitors may
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offer higher commissions or more attractive rewards to agents and other distribution intermediaries, or offer similar
insurance products at lower pricing.

We compete with other established private sector life insurance companies as well as relatively newer entrants in the
industry to attract new bancassurance partners and maximize our share of business from existing bancassurance
partners which promote life insurance products from more than one insurance company. Such potential competitors
may further increase the competitive pressures we expect to face, especially in our bancassurance distribution
channel.

The life insurance industry in India may also experience increased consolidation. Such consolidation among
competitors may result in our competitors attaining increased financial strength, management capabilities, resources,
operational experience, market share, distribution channels and capabilities in pricing, underwriting and claims
settlement.

In addition, we potentially compete with commercial banks that are allowed to invest in, or form alliances with,
insurance companies in order to offer insurance products and services. Closer alignment between the insurance and
banking industries in India may incentivize some of the commercial banks to distribute insurance products of their
affiliates or strategic partners rather than our products.

In recent years, financial institutions in India have focused on developing new kinds of investment products in
response to the increasing public demand for diversified financial investments, which has led to the availability of a
variety of financial investment products. These products may be more attractive to customers for tax reasons,
investment returns or otherwise, and may compete with our products that offer similar investment features.

In addition, products offered by financial institutions are subject to different tax treatment than insurance products,
which may result in superior tax incentives for customers. Financial institutions that are not life insurers may be
subject to a less stringent regulatory regime that may allow them to market their products aggressively and compete
more effectively in the market for investment products. For example, our products that are not unit-linked are subject
to certain minimum investment requirements in particular categories or sectors including government securities and
infrastructure, while our unit-linked products are restricted from investing in certain classes of securities, thereby
making it more arduous for us to identify attractive investments within applicable regulatory limitations. Other
financial institutions may not be subject to similar limitations and restrictions and may be able to invest in securities
with higher risks and rates of returns, and therefore enjoy a competitive advantage.

An inability to effectively respond to these various competitive pressures could result in a decrease of market share,
decrease in our margins and spreads, reduced customer base, increase in pricing of our products, increase in
operating expenses, as well as higher attrition rates among management and sales staff, a decline in market share,
lower growth rates, or even losses. An inability to effectively compete in the highly competitive insurance industry
could have a material adverse effect on our business, results of operations and financial condition.

Our business is subject to seasonal fluctuations in operating results and cash flows.

Our business is subject to seasonal fluctuations in operating results and cash flow. Insurance volumes typically
significantly increase in the final quarter of each fiscal year, which coincides with the end of the tax year, due to
customers availing income tax benefits that life insurance products offer. As a result of these factors, we may be
subject to seasonal fluctuations in operating results and cash flows during any interim financial period, and
consequently, such results cannot be used as an indication of our annual results, and cannot be relied upon as an
indicator of our future performance.

Any significant shift in demographic trends and consumer preferences towards life insurance products may have
a material and adverse effect on our business, financial condition and results of operations.

Our business and profitability are affected by general economic and demographic conditions in India. India’s
economic growth trends, household savings rate, consumer attitudes towards financial savings, demographic profile,
and life insurance penetration rates are some of the key factors affecting the performance of its life insurance
industry. However, if the economic or demographic conditions in India deteriorate or are not in line with our
expectations, or the impact on our business is different from what we expect, our financial condition and results of
operations may be materially and adversely affected.

The preparation and presentation of our financial statements and the calculation of certain operational and
financial performance indicators presented in this Red Herring Prospectus may vary significantly from those of
non-insurance companies or even other insurance companies.

Our Restated Financial Statements have been prepared in accordance with Indian GAAP, the Companies Act, the
Insurance Act, the IRDA Act, including regulations framed and circulars issued thereunder and have been restated in
accordance with the SEBI Regulations. Our historical audited financial statements, the Restated Financial Statements
included in this Red Herring Prospectus, and the financial statements that will be prepared for future accounting
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periods vary and will vary significantly from those prepared by non-insurance companies and may be difficult to
understand. For example, while financial statements of companies other than insurance companies generally consists
of a balance sheet, profit and loss statement and cash flows statement, our financial statements consist of a balance
sheet, revenue account, the profit and loss account and the receipts and payments account. As a result of the
technical nature of our financial statements compared to those of non-insurance companies, an investor may find
them difficult to understand or interpret, and it may cause an investor to make an investment decision without fully
understanding the manner in which our financial statements are prepared and presented.

We have, in this Red Herring Prospectus, included various operational and financial performance indicators,
including the Embedded Value, Embedded Value Operating Profit, Operating Return on Embedded Value, Value of
New Business and Value of New Business Margin and Present Value of New Business Premium Margin, some of
which may not be derived from our Restated Financial Statements and may not have been subjected to an audit or
review by our statutory auditors. The manner in which such operational and financial performance indicators are
calculated and presented, and the assumptions and estimates used in such calculation, may vary from that used by
other insurance companies in India and other jurisdictions. The operational and financial performance indicators
included in this Red Herring Prospectus may also vary from similar information we have calculated historically and
presented publicly or provided to the IRDAI in compliance with applicable regulations in India. Investors are
accordingly cautioned against placing undue reliance on such information in making an investment decision should
consult their own advisors and evaluate such information in the context of the Restated Financial Statements and
other information relating to our business and operations included in this Red Herring Prospectus.

We will be required under applicable regulations to prepare our financial statements under the Indian
Accounting standards converged with IFRS (“Ind-AS”) with effect from April 1, 2020. Accounting standards
under Ind-AS vary from accounting standards under Indian GAAP and there can be no assurance that our
financial statements prepared and presented in accordance with Ind-AS will not materially or adversely vary from
our historical financial statements prepared and presented under Indian GAAP, which could adversely affect the
trading price of the Equity Shares.

We currently prepare our financial statements in accordance with accounting principles generally accepted in India
(Indian GAAP), in compliance with the accounting standards notified under section 133 of the Companies Act, 2013
further amended by Companies (Accounting Standards) Amendment Rules, 2016, read together with paragraph 7 of
the Companies (Accounts) Rules, 2014 and in accordance with the provisions of the Insurance Act, 1938 (amended
by the Insurance Laws (Amendment) Act, 2015), Insurance Regulatory and Development Authority Act, 1999, and
the regulations framed thereunder, various circulars issued by the IRDAI and the practices prevailing within the
insurance industry in India.

The Ministry of Corporate Affairs (the “MCA”), in its press release dated January 18, 2016, issued a roadmap for
implementation of Ind-AS converged with IFRS for scheduled commercial banks, insurance companies and non-
banking financial companies. Subsequently, MCA issued the Companies (Accounting Standards) Amendment Rules,
2016 dated March 30, 2016 (“Amendment Rules”) applicable for accounting periods commencing on or after March
30, 2016. The Amendment Rules require insurance companies to apply Ind-AS for the preparation and presentation
of financial statements as notified by the IRDAI. Subsequently, pursuant to the IRDAI circular dated June 28, 2017,
implementation of Ind-AS in the insurance sector has been deferred and will be applicable with effect from April 1,
2020. The implementation has been deferred owing to (i) the fact that India does not have a standard equivalent of
International Accounting Standard 39 on Financial Instruments: Recognition and Measurement, (ii) the
implementation of Ind-AS in its current form would lead to a position where assets will be valued at fair value /
market value and liabilities will continue to be valued as per existing formula based approach leading to a mismatch
in asset and liability valuation and volatility in the financial statements of insurance companies, and (iii) compliance
costs would have to be incurred twice, once on implementation of Ind-AS and again when IFRS 17 Insurance
Contracts is implemented. However, as required by the IRDAI, we have submitted certain proforma Ind-AS
financial statements to the IRDAI every fiscal quarter since the quarter ended December 31, 2016.

The manner of application of certain Ind-AS accounting standards, particular with respect to insurance companies, is
somewhat uncertain, and further guidance on such application is expected to be provided by the IRDAI. In the
absence of requisite guidance from the IRDAI on the interpretation and application of Ind-AS accounting standards
and policies to insurance companies with effect from April 1, 2020, we are unable to determine with any degree of
certainty the impact that the adoption of Ind-AS will have on the preparation and presentation of our financial
statements. In the absence of established practice in India regarding the implementation and application of Ind-AS to
insurance companies, we may encounter technical difficulties in implementing and enhancing our management
information systems in the context of our transition to Ind-AS. In addition, there is increasing competition for the
small number of Ind-AS-experienced accounting personnel available as more Indian companies begin to prepare Ind-
AS financial statements.

In this Red Herring Prospectus, we have not made any attempt to quantify or identify the impact of the differences
between Ind-AS and Indian GAAP as applied to our historical financial statements and there can be no assurance
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that the adoption of Ind-AS will not materially affect the preparation and presentation of our financial statements in
the future.

Any adverse change in applicable tax laws or interpretation thereof could adversely affect business, financial
condition and results of operations.

Any adverse changes in existing tax laws, including indirect taxes, including any discontinuance of existing tax
exemptions or tax benefits available to insurance companies and insurance products, which could adversely impact
our profitability. In the event of an increase in the existing special corporate tax rates of 14.42% applicable to
insurance companies, our tax burden is expected to increase significantly. Other tax benefits such as the non-
applicability of minimum alternate tax rates applicable to companies in other sectors, or exemption for dividend
income from investments in other Indian companies or mutual funds, exemption for income of an IRDAI approved
pension products and exemption for interest received from a public sector company in respect of tax free bonds, if
discontinued, may materially and adversely affect our results of operations. Adverse changes in tax legislation or in
the interpretation of existing tax legislation may therefore have a material adverse effect on our financial condition
and could also result in a significant decrease in the sales of certain of our products.

In addition, the Government of India has, with effect from July 1, 2017, implemented a comprehensive national
Goods and Services Tax (the “GST”) regime that has combined the levy of taxes by the central and state
governments under one unified taxation scheme. Implementation of this regime is expected to, among other things,
increase the prices of life insurance services and increase the operational and compliance burden, which could have
an adverse impact on our business, financial condition and results of operations. The Government of India and other
state governments have announced status quo of all related parties will be protected following the implementation of
the GST. There are possibilities of disputes between various state governments over the assessment jurisdiction on
the issue of taxability of sale of goods and services, which could create some uncertainty among businesses. Any
future unexpected increases or amendments may affect the overall tax efficiency of companies operating in India
including us.

The provisions of Chapter X-A (sections 95 to 102) of the Income Tax Act, 1961, relating to General Anti-
Avoidance Rules (“GAAR”) are applicable with effect from assessment year 2019 (fiscal 2018). The GAAR
provisions propose to identify any arrangement with the primary purpose or one of the main purposes of such
arrangement is to obtain a tax benefit, and satisfies at least one of the following tests (i) creates rights, or obligations,
which are not ordinarily created between persons dealing at arm’s length; (ii) results, directly or indirectly, in
misuse, or abuse, of the provisions of the Income Tax Act, 1961; (iii) lacks commercial substance or is deemed to
lack commercial substance, in whole or in part; or (iv) is entered into, or carried out, by means, or in a manner, that
is not ordinarily engaged for bona fide purposes. If GAAR provisions are invoked, the tax authorities will have
wider powers, including denial of tax benefit or a benefit under a tax treaty. In the absence of any precedents on the
subject, the impact of the application of these provisions is uncertain.

Similarly, the Ministry of Finance had issued a notification dated March 31, 2015 notifying Income Computation
and Disclosure Standards (“ICDS”) which creates a new framework for the computation of taxable income. The
Central Board of Direct Taxes, Ministry of Finance, has deferred the applicability of ICDS to Fiscal 2017 onwards,
2017 being the first assessment year. This will have impact on computation of taxable income for Fiscal 2017
onwards. ICDS deviates in several respects from concepts that are followed under general accounting standards,
including Indian GAAP and Ind-AS. On March 23, 2017, the Central Board of Direct Taxes issued a circular to
clarify applicability of provisions of ICDS, wherein ICDS is currently not applicable to life insurance companies.

In addition, if international tax reforms such as the base erosion and profit sharing measures of the Organization for
Economic Co-operation and Development are adopted by India, we may be subject to enhanced disclosure and
compliance requirements and a resultant increase in our costs related to such compliance. As the taxation regime in
India is undergoing a significant overhaul, its consequent effects on the insurance industry cannot be determined at
present and there can be no assurance that such effects would not adversely affect our business, future financial
performance and the trading price of the Equity Shares. We cannot predict whether any tax laws or regulations
impacting insurance products will be enacted, the nature and impact of the specific terms of any such laws or
regulations will be or whether, if at all, any laws or regulations would have a material adverse effect on our business,
financial condition and results of operations.

There are certain loans taken by BNP Paribas, one of our Group Companies, which are repayable on demand.

BNP Paribas, one of our Group Companies, has issued various outstanding medium term notes during the calendar
years 2015, 2014 and 1999 with maturity periods varying from 3 to 20 years. Such term notes are also repayable on
demand.

EXTERNAL RISK FACTORS

Risks Relating to India
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Financial difficulty and other problems in certain financial institutions in India could have a material adverse
effect on our business, results of operations and financial condition.

We are exposed to the risks of the Indian financial system which may be affected by the financial difficulties faced
by certain Indian financial institutions whose commercial soundness may be closely related as a result of credit,
trading, clearing or other relationships. This risk, which is sometimes referred to as “systemic risk”, may adversely
affect financial intermediaries, such as clearing agencies, banks, securities firms and exchanges with which we
interact on a daily basis. Any such difficulties or instability of the Indian financial system in general could create an
adverse market perception about Indian financial institutions and banks and adversely affect our business. Similar
developments in the future could negatively impact confidence in the financial sector and could have a material
adverse effect on our business, results of operations and financial condition.

In addition, we use certain financial institutions as partners in our business, and in particular rely on State Bank for
substantially all of our bancassurance business. Any one of them could be negatively affected by financial difficulty
as a result of occurrences over which we have no control. If one or more of our financial institutional partners,
including State Bank, suffers economic difficulty, this could have a material adverse effect on our business, results
of operations and financial condition.

The rate of growth of the Indian insurance market may not be as high or as sustainable as we anticipate.

We expect the insurance market in India to expand and the insurance penetration rate to rise with the continued
growth of the Indian economy and household wealth, the reform of the social welfare system, demographic changes
and the liberalization of the Indian insurance industry allowing increased equity participation by foreign investors.
Our judgments regarding anticipated drivers of such growth and their impact on the Indian insurance industry are
prospective. There cannot be any assurance that such prospective judgments will be consistent with actual
developments in the Indian insurance industry and in particular in the life insurance industry. Our judgments
regarding the anticipated drivers of such growth and their impact on the Indian insurance industry might also be
mistaken and actual developments might not reflect such expectations. In addition, the Indian insurance industry
may not be free from systemic risks, including risks related to macroeconomic conditions and Indian customers’
attitude to financial savings. Consequently, there can be no assurance regarding the anticipated growth rates in the
Indian insurance industry.

Adverse macroeconomic conditions and financial markets in India and globally may have a material adverse
effect on our business, results of operations and financial condition.

In the event of adverse macroeconomic conditions in India or globally, which may be characterized by higher
unemployment, lower household income, lower corporate earnings, lower business investment and lower consumer
spending, the demand for insurance and savings products could be adversely affected. Our investments are currently
all in India.

Our policyholders may opt to defer or discontinue paying insurance premiums or avail continuing insurance cover.
We may also experience an increase in incidence of claims and lapses of policies. Changes in the economic
conditions can affect our financial results through their effect on market conditions and investment income and
through changes in consumer demand for insurance products and services. In addition, premium and claim trends in
insurance and reinsurance markets are cyclical in nature and unpredictable events such as the occurrence of natural
disasters, inflationary pressures, competition, regulatory developments or judicial decisions may affect the size of
future claims and adversely impact our profitability.

Several global economic developments are expected to have an impact on the Indian economy and consequently may
affect our financial performance, including but not limited to (i) in the short term, the change in the outlook for
global interest rates as a result of the implied change in expectations of US fiscal and monetary policy may impact
on India’s capital flows and exchange rates; (ii) the medium-term political outlook for globalization, a strong dollar,
and stagnant or declining trade at the global level will affect India’s export and growth prospects; and (iii)
developments in the US, especially the rise of the dollar, will have implications for China’s currency and currency
policy. If China is unable to successfully re-balance its economy, there could be negative spillover effects on India
and the rest of the world (Source: Economic Survey 2016-2017 — Ministry of Finance). In addition, UK’s withdrawal
from the European Union may also create business and financial uncertainty. There can be no assurance as to the
effect of such exit from the European Union may have on the general economic, financial and political conditions in
the UK, Europe or globally, nor the impact such conditions may have on factors that affect our business, results of
operation and financial condition.

In addition, inflation in India could have an adverse effect on our profitability and if significant, on our financial
condition. The annual rate of inflation, was at 1.88% (provisional) for the month of July, 2017 (over July, 2016) as
compared to 0.90% (provisional) for the previous month and 0.63% during the corresponding month of 2016
(Source: Index Numbers of Wholesale Price in India, Review for the month of July 2017, published on August 14,
2017 by Government of India, Ministry of Commerce and Industry). High rates of inflation may increase our
expenses related to salaries or wages payable to our employees or any other expenses. There can be no assurance that

42



53.

54.

we will be able to pass on any additional expenses to our payers or that our revenue will increase proportionately
corresponding to such inflation. Accordingly, high rates of inflation in India could have an adverse effect on our
profitability and, if significant, on our financial condition.

Global economic conditions therefore, continue to significantly impact macroeconomic conditions in India and
consequently our performance. Any adverse macroeconomic development in India, whether as a result of domestic
or global developments, would adversely affect our customers and thereby have a material adverse effect on our
business, results of operations and financial condition.

The limited amounts and types of long-term fixed income products in the Indian capital markets and the legal
and regulatory requirements on the types of investment and amount of investment assets that insurance
companies are permitted to make could severely limit our ability to closely match the duration of our assets and
liabilities.

Like other insurance companies, we seek to manage interest rate risk by matching, to the extent commercially
practicable, the average duration of our investment assets and the corresponding insurance policy liabilities they
support. Matching the duration of our assets to the corresponding liabilities reduces our exposure to changes in
interest rates, because the effect of the changes could largely be offset against each other. However, in compliance
with Indian insurance laws and related regulations, including the IRDAI (Investment) Regulations, 2016, as
amended, on the type of investments and amount of investment assets in which we may invest, as well as the limited
amounts and types of long-term investment assets in the Indian capital markets capable of matching the duration of
our liabilities, may result in a shorter duration of assets than liabilities with respect to certain of our investment
accounts. Our exposure to interest rate risk may also worsen as we expand our business. We cannot assure you that
the investment restrictions imposed on insurance companies in India will not be strengthened or the sizes and types
of long-term fixed income products available in the Indian securities market may increase in the future. Our failure
to closely match the duration of our assets to that of the corresponding liabilities will continue to expose us to risks
related to interest rate changes, which could have a material adverse effect on our business, financial condition,
results of operations and prospects.

Our business is substantially affected by prevailing economic, political and others prevailing conditions in India.

All of our business, assets and employees are located in India. As a result, we are highly dependent on prevailing
economic conditions in India and its results of operations are significantly affected by factors influencing the Indian
economy. Factors that may adversely affect the Indian economy include:

) global slowdown of the financial market and economies contributing to weakness in the Indian financial
and economic environment;

. any increase in Indian interest rates or inflation;

. any exchange rate fluctuations;

. volatility in, and actual or perceived trends in trading activity on, India’s principal stock exchanges;

. changes in India’s tax, trade, fiscal or monetary policies;

. political instability, terrorism or military conflict in India or in countries in the region or globally, including

in India’s various neighboring countries;

. occurrence of natural or man-made disasters;

. prevailing regional or global economic conditions;

. increased volatility of commodity prices;

. financial difficulties faced by certain financial institutions / intermediaries such as clearing agencies, banks,

securities firms and exchanges;

° increase in India’s trade deficit;
. downgrading of rating of India, the Indian banking sector rating agencies; and
. other significant regulatory or economic developments in or affecting India or its insurance sector.

An adverse impact on the Indian economy due to any of the above-mentioned factors, could adversely impact our
business, results of operations and financial condition and the price of the Equity Shares.
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Differences exist between Indian GAAP and other accounting principles, which may be material to investors’
assessments of our financial condition.

Our financial statements, including the financial statements included in this Red Herring Prospectus, are prepared in
accordance with Indian GAAP. We have not attempted to quantify the impact of other accounting principles, such as
U.S. GAAP or IFRS, on the financial data included in this Red Herring Prospectus, nor do we provide a
reconciliation of its financial statements to those prepared pursuant to U.S. GAAP or IFRS. U.S. GAAP and IFRS
differ in several respects from Indian GAAP. Accordingly, the degree to which the Indian GAAP financial
statements included in this Red Herring Prospectus will provide meaningful information is entirely dependent on the
reader’s level of familiarity with Indian accounting practices. Persons not familiar with Indian accounting practices
should, accordingly, consult their own professional advisors before relying on the financial disclosures presented in
this Red Herring Prospectus.

Any unanticipated measures undertaken by the Government of India or any regulatory authority such as the
recent demonetization measures may adversely affect our business, financial condition and results of operations.

On November 8, 2016, the Indian Government announced phasing out of large-denomination currency notes (X 500
and ¥ 1,000, representing 86% of the total currency in circulation) as legal tender. They were immediately replaced
with new X 500 and % 2,000 currency notes. This measure was undertaken to curb corruption, tax evasion, and
counterfeiting. The withdrawal from circulation started immediately and ended on December 30, 2016. Unexpected
demonetization weighed on growth in the third quarter of fiscal 2017. Any such anticipated measures undertaken by
the Government of India or any regulatory authority may adversely affect our business, financial condition and
results of operations.

Investors in the Equity Shares may not be able to enforce a judgment of a foreign court against us, our Directors
or officers.

Majority of our Directors and executive officers and key managerial personnel are residents of India and all of our
assets and most of such persons are located in India. As a result, it may be difficult for investors to affect service of
process upon us or such persons outside India, or to enforce judgments obtained against such parties in courts
outside of India. Furthermore, it is unlikely that an Indian court would enforce foreign judgments if that court was of
the view that the amount of damages awarded was excessive or inconsistent with public policy, or if judgments are
in breach or contrary to Indian law. In addition, a party seeking to enforce a foreign judgment in India is required to
obtain approval from the RBI to execute such a judgment or to repatriate outside India any amounts recovered.

Risks Relating to the Equity Shares

58.

59.

60.

There is no guarantee that our Equity Shares will be listed on the Stock Exchanges in a timely manner or at all.

In accordance with Indian law and practice, permission for listing and trading of our Equity Shares will not be
granted until after certain actions have been completed in relation to this Offer and until Allotment of Equity Shares
pursuant to this Offer. In accordance with current regulations of SEBI, our Equity Shares are required to be listed on
the Stock Exchanges within six Working Days from the Bid and Offer Closing Date, subject to any change in the
prescribed timeline in this regard.

However, we cannot assure you that the trading in our Equity Shares will commence in a timely manner or at all.
Any failure or delay in obtaining final listing and trading approvals may restrict your ability to dispose of your
Equity Shares.

The Offer Price of the Equity Shares may not be indicative of the market price of the Equity Shares after the
Offer.

The Offer Price of the Equity Shares will be determined by us in consultation with the Lead Managers through the
Book Building Process. This price will be based on numerous factors, as described under “Basis for Offer Price” on
page 87 and may not be indicative of the market price for the Equity Shares after the Offer. The market price of the
Equity Shares could be subject to significant fluctuations after the Offer, and may decline below the Offer Price. We
cannot assure you that you will be able to resell their Equity Shares at or above the Offer Price.

The Equity Shares have never been publicly traded and the Offer may not result in an active or liquid market for
the Equity Shares. Further, the price of the Equity Shares may be volatile, and the investors may be unable to
resell the Equity Shares at or above the Offer Price, or at all.

Prior to the Offer, there has been no public market for the Equity Shares, and an active trading market on the stock
exchanges may not develop or be sustained after the Offer. Listing and quotation does not guarantee that a market
for the Equity Shares will develop, or if developed, the liquidity of such market for the Equity Shares. The market
price of the Equity Shares may be subject to significant fluctuations in response to, among other factors, variations in
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our operating results, market conditions specific to the industry we operate in, developments relating to India and
volatility in the Stock Exchanges and securities markets elsewhere in the world.

Any future issuance of Equity Shares may dilute your shareholding and sales of our Equity Shares by our
Promoters or other major shareholders may adversely affect the trading price of the Equity Shares.

After the completion of the Offer, our Promoters will own, a minimum of 84.10 % of our outstanding Equity Shares.
Any future equity issuances by us, including in a primary offering, may lead to the dilution of your shareholdings.
Whilst, pursuant to provisions of the Insurance Act, our Promoters cannot encumber or pledge Equity Shares held by
them in any manner, there can be no assurance that any sales of our Equity Shares by our Promoters in accordance
with applicable law (including regulations notified by the IRDAI) or any future equity issuances by us or other major
shareholders may not adversely affect the trading price of the Equity Shares. In addition, any perception by investors
that such issuances or sales might occur could also affect the trading price of our Equity Shares. There can be no
assurance that we will not issue Equity Shares or that our significant shareholders will not dispose of their Equity
Shares in the future.

The trading volume and market price of the Equity Shares may be volatile following the Offer.

The market price of the Equity Shares may fluctuate as a result of, among other things, the following factors, some
of which are beyond our control:

. quarterly variations in our results of operations;

. results of operations that vary from the expectations of securities analysts and investors;

. results of operations that vary from those of our competitors;

. changes in expectations as to our future financial performance, including financial estimates by research

analysts and investors;
. research analysts’ recommendations;

. announcements by us or our competitors of significant acquisitions, strategic alliances, joint operations or
capital commitments;

. announcements by third parties or governmental entities of significant claims or proceedings against us;
. new laws and governmental regulations applicable to our industry;

. additions or departures of key management personnel;

. changes in exchange rates;

. fluctuations in stock market prices and volume; and

. general economic and stock market conditions.

For these reasons, investors should not rely on recent trends to predict future share prices, results of operations or
cash flow and financial condition. Changes in relation to any of the factors listed above could adversely affect the
price of the Equity Shares.

Financial instability, economic developments and volatility in securities markets in other countries may also
cause the price of the Equity Shares to decline.

The Indian market and the Indian economy are influenced by economic and market conditions in other countries,
particularly emerging market countries in Asia. Financial turmoil in Europe and elsewhere in the world in recent
years has affected the Indian economy. Although economic conditions are different in each country, investors’
reactions to developments in one country can have adverse effects on the securities of companies in other countries,
including India. A loss of investor confidence in the financial systems of other emerging markets may cause
increased volatility in Indian financial markets and, indirectly, in the Indian economy in general. Any worldwide
financial instability could also have a negative impact on the Indian economy. Financial disruptions may occur again
and could harm our business, prospects, future financial performance and the prices of the Equity Shares.

Investors may be subject to Indian taxes arising out of capital gains on the sale of the Equity Shares, and
payments on Equity Shares may be subject to FATCA withholding after December 31, 2018.

Capital gains arising from the sale of equity shares in an Indian company are generally taxable in India. Any gain
realized on the sale of listed equity shares on a stock exchange held for more than 12 months will not be subject to
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capital gains tax in India if Securities Transaction tax (“STT”) has been paid on the transaction. STT will be levied
on and collected by an Indian stock exchange on which the equity shares are sold. As such, any gain realized on the
sale of equity shares held for more than 12 months by an Indian resident, which are sold other than on a recognized
stock exchange and as a result of which no STT has been paid, will be subject to capital gains tax in India. Further,
any gain realized on the sale of equity shares held for a period of 12 months or less will be subject to capital gains
tax in India. Capital gains arising from the sale of equity shares will be exempt from taxation in India in cases where
an exemption is provided under a treaty between India and the country of which the seller is a resident. Generally,
Indian tax treaties do not limit India’s ability to impose tax on capital gains. As a result, residents of other countries
may be liable for tax in India as well as in their own jurisdictions on gains arising from a sale of equity shares.

Provisions under the U.S. Internal Revenue Code of 1986, as amended (the “Code”) and U.S. Treasury regulations
promulgated thereunder commonly known as “FATCA” generally impose a 30% withholding tax on certain “foreign
passthru payments” made by a non-U.S. financial institution (including an intermediary) that has entered into an
agreement with the U.S. Internal Revenue Service (the “IRS”) to perform certain diligence and reporting obligations
(each such non-U.S. financial institution, a “Participating Foreign Financial Institution”). If payments on the Equity
Shares are made by a Participating Foreign Financial Institution (including an intermediary), this withholding may
be imposed on such payments if made to any non-U.S. financial institution (including an intermediary) that is not a
Participating Foreign Financial Institution and is not otherwise exempt from FATCA or other holders who do not
provide sufficient identifying information to the payor, to the extent such payments are considered “foreign passthru
payments”. Under current guidance, the term “foreign passthru payment” is not defined and it is therefore not clear
whether or to what extent payments on the Equity Shares would be considered foreign passthru payments.
Withholding on foreign passthru payments would not be required with respect to payments made before January 1,
20109.

The United States has entered into intergovernmental agreements with many jurisdictions (including India) that
modify the FATCA withholding regime described above. We have registered with the IRS as a financial institution
pursuant to the intergovernmental agreement between the United States and India. It is not yet clear how the
intergovernmental agreements between the United States and these jurisdictions will address “foreign passthru
payments” and whether such agreements will require us or other financial institutions to withhold or report on
payments on the Equity Shares to the extent they are treated as foreign passthru payments. Prospective investors
should consult their tax advisors regarding the consequences of FATCA, or any intergovernmental agreement or
non-U.S. legislation implementing FATCA, to their investment in Equity Shares.

Rights of shareholders of insurance companies under Indian law may be more limited than under the laws of
other jurisdictions.

Our Articles of Association, regulations of our board of directors, Indian laws governing our corporate affairs, the
validity of corporate procedures, directors’ fiduciary duties and liabilities, and shareholders’ rights may differ from
those that would apply to a company in another jurisdiction. Shareholders’ rights under Indian law may not be as
extensive as shareholders’ rights under the laws of other countries or jurisdictions. Investors may have more
difficulty in asserting their rights as shareholder in an Indian company than as shareholder of a corporation in
another jurisdiction.

Foreign investors are subject to foreign investment restrictions under Indian laws that may limit our ability to
attract foreign investors, which may have a material adverse impact on the market price of the Equity Shares.

Under the foreign exchange regulations currently in force in India, transfers of shares between non-residents and
residents are freely permitted (subject to certain exceptions) subject to compliance with the extant pricing guidelines
and reporting requirements specified by the RBI. If the transfer of shares is not in compliance with such pricing
guidelines or reporting requirements or falls under any of the exceptions referred to above, then the prior approval of
the RBI will be required. Additionally, shareholders who seek to convert the Rupee proceeds from a sale of shares in
India into foreign currency and repatriate that foreign currency from India will require a no objection or a tax
clearance certificate from the income tax authority. We cannot assure investors that any required approval from the
RBI or any other government agency can be obtained on any particular terms or at all.

In addition, pursuant to the amendment of the Insurance Act, vide the Insurance Laws (Amendment) Act, 2015, the
cap on aggregate holdings of equity shares by foreign investors including portfolio investors, has been increased
from the erstwhile 26% to 49% of paid-up equity share capital, provided the insurer is an Indian owned and
controlled entity. The FDI Policy also permits total foreign investment up to 49% of the paid up equity capital of
Indian insurance companies, under the automatic route. For further information on the cap on foreign investment and
calculation of foreign investment in insurers, see “Restrictions on Foreign Ownership of Indian Securities” on page
485. If we reach the cap, our ability to attract further foreign investors would be curtailed, which may have a
material adverse impact on the market price of the Equity Shares.

If we are classified as a passive foreign investment company (“PFIC”) for U.S. Federal income tax purposes,
U.S. investors may incur adverse tax consequences.
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The Company does not believe it was a PFIC for its taxable year ending March 31, 2017, and does not expect to be a
PFIC for the current year or any future years. However, the determination of whether the Company is a PFIC is a
factual determination made annually after the end of each taxable year, and there can be no assurance that the
Company will not be considered a PFIC in the current taxable year or any future taxable year because, among other
reasons, (i) the composition of the Company’s income and assets will vary over time, and (ii) the manner of the
application of relevant rules, including the circumstances under which a non-U.S. company will be treated as
predominantly engaged in an insurance business, is uncertain in several respects. Furthermore, the Company’s PFIC
status may depend on the market price of its Equity Shares, which may fluctuate considerably.

Fluctuations in the exchange rate between the Rupee and other currencies could have an adverse effect on the
value of the Equity Shares in those currencies, independent of our operating results.

The Equity Shares are quoted in Rupees on the Stock Exchanges. Any dividends in respect of the Equity Shares will
be paid in Rupees. Any adverse movement in currency exchange rates during the time it takes to undertake such
conversion may reduce the net dividend to investors. In addition, any adverse movement in currency exchange rates
during a delay in repatriating the proceeds from a sale of Equity Shares outside India, for example, because of a
delay in regulatory approvals that may be required for the sale of Equity Shares, may reduce the net proceeds
received by investors. The exchange rate between the Rupee and other currencies (including U.S. dollar) has
changed substantially in the last two decades and could fluctuate substantially in the future, which may have an
adverse effect on the value of the Equity Shares and returns from the Equity Shares in foreign currency terms,
independent of our results.

Investors will be subject to market risks until the Equity Shares credited to the investor’s demat account are listed
and permitted to trade.

Investors may begin trading the Equity Shares allotted to them only after they have been credited to an investor’s
demat account, are listed and permitted to trade. Since the Equity Shares are currently not traded on the Stock
Exchanges, investors will be subject to market risk from the date they pay for the Equity Shares to the date when
trading approval is granted for the same. Further, there can be no assurance that the Equity Shares allocated to an
investor will be credited to the investor’s demat account or that trading in the Equity Shares will commence in a
timely manner.

Investors may be restricted in their ability to exercise pre-emptive rights under Indian law and thereby may suffer
future dilution of their ownership position.

Under the Companies Act, a company having share capital and incorporated in India must offer its holders of equity
shares pre-emptive rights to subscribe and pay for a proportionate number of shares to maintain their existing
ownership percentages before the issuance of any new equity shares, unless the pre-emptive rights have been waived
by adoption of a special resolution by the company. However, if the law of the jurisdiction the investors are in, does
not permit them to exercise their pre-emptive rights without our Company filing an offering document or registration
statement with the applicable authority in such jurisdiction, the investors will be unable to exercise their pre-emptive
rights unless our Company makes such a filing. If we elect not to file a registration statement, the new securities may
be issued to a custodian, who may sell the securities for the investor’s benefit. The value such custodian receives on
the sale of such securities and the related transaction costs cannot be predicted. In addition, to the extent that the
investors are unable to exercise pre-emptive rights granted in respect of the Equity Shares held by them, their
proportional interest in our Company would be reduced.

Prominent Notes:

1.

Public offer of up to 120,000,000 Equity Shares for cash at a price of X [e] per Equity Share, through an offer for
sale by State Bank and BNPPC of up to 80,000,000 Equity Shares and up to 40,000,000 Equity Shares aggregating
up to X [e] million and up to X [e] million, respectively. The Offer includes a reservation of up to 2,000,000 Equity
Shares and up to 12,000,000 Equity Shares for subscription by Eligible Employees and State Bank Shareholders,
respectively, for cash at a price X [e] per Equity Share aggregating to X [e] million and to X [e] million,
respectively. Our Company and the Promoter Selling Shareholders in consultation with the Lead Managers, may
offer a discount of [@]% (equivalent X [®]) on the Offer Price to Eligible Employees. The Offer would constitute up
to 12% of our post-Offer paid-up Share capital and the Net Offer shall constitute 10.60% of our post-Offer paid-up
Share capital.

As of June 30, 2017, our Company’s net worth was X 58,787.97 million and as of March 31, 2017, our Company’s
net worth was X 55,520.80 million as per our Company’s Restated Financial Statements.

As of June 30, 2017, the net asset value per Equity Share was X 58.79 as per our Company’s Restated Financial
Statements and the book value per Equity Share was X 58.79 as per our Company’s Restated Financial Statements
and as of March 31, 2017, the net asset value per Equity Share was X 55.52 as per our Company’s Restated Financial
Statements and the book value per Equity Share was X 55.52 as per our Company’s Restated Financial Statements.

47



4, The average cost of acquisition of Equity Shares for State Bank is ¥ 10 per Equity Share, the average cost of
acquisition of Equity Shares for BNPPC is X 10 per Equity Share. For further details, see “Capital Structure”
beginning on pages 78 and 79.

5. For details of related party transactions entered into by our Company with our Group Companies in the last Fiscal,
see “Related Party Transactions” on page 216.

6. There has been no financing arrangement whereby our Promoter Group, directors of our Promoters, our Directors
and their relatives have financed the purchase by any other person of securities of our Company other than in normal
course of the business of the financing entity during the period of six months immediately preceding the date of the
Draft Red Herring Prospectus.

LEENT3

7. Except as disclosed in “Our Promoters and Promoter Group”, “Our Group Companies” and “Related Party
Transactions” beginning on pages 192, 205 and 216, none of our Group Companies have business interest or other
interests in our Company.

8. For any complaints, information or clarifications pertaining to the Offer, investors may contact the Registrar to the
Offer, our Company, the Lead Managers who have submitted the due diligence certificate to SEBI.

With reference to IRDAI Issuance of Capital Guidelines, we have set forth the risks specific to the Insurance sector which
form part of this section of this Red Herring Prospectus:

Sr. No. | Particular | Section reference | Page reference
Risk Factors
1. Insurance risk Section Il — Risk Factors-Risk number - 14, 22, 23 and 20-48
46
2. Market Risk Section Il — Risk Factors-Risk number - 3, 6, 50 and 52 20-48
3. Credit Risk Section Il — Risk Factors-Risk number - 11, 24 and 27 20-48
4, Operational Risk Section Il — Risk Factors-Risk number - 1, 9, 16, 17, 18 20-48
and 37
5. Liquidity Risk Section Il — Risk Factors-Risk number - 5, 14, and 24 20-48
6. Catastrophic Losses Risk Section Il — Risk Factors-Risk number - 13 20-48
7. Reinsurance Risk Section Il — Risk Factors-Risk number - 24 and 27 20-48
8. Embedded Value Risk Section Il — Risk Factors-Risk number - 22 and 46 20-48
9. Regulatory Risks Section Il — Risk Factors-Risk number - 8 and 54 20-48
10. | Market Growth Risk Section Il — Risk Factors-Risk number - 43 20-48
11. | Distribution Risks Section Il — Risk Factors-Risk number - 2 and 4 20-48
12. | Other risks 20-48
Excessive dependence on select | Section Il — Risk Factors-Risk number - 1 and 21 20-48
actuarial personnel
Difficulty  in  understanding | Section Il — Risk Factors-Risk number - 46 20-48
financial statements
Effects of unexpected claims and | Section Il — Factors-Risk number - 52 20-48
coverage issues
Concentration by type of policies | Section Il — Factors-Risk number - 3 20-48
of the insurance company
Cyclical nature of insurance | Section Il — Factors-Risk number - 44 20-48
industry
Difficulty in predicting benefits, | Section Il — Factors-Risk number - 14 20-48
claims and other costs or to
manage such costs
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SECTION III: INTRODUCTION
SUMMARY OF INDUSTRY

Investors should note that this is only a summary of the industry in which our Company operates and does not contain all
information that should be considered before investing in the Equity Shares. Before deciding to invest in the Equity Shares,
prospective investors should read this entire Red Herring Prospectus, including the information in “Industry Overview” and
“Financial Information” beginning on pages 99 and 218, respectively. An investment in the Equity Shares involves a high
degree of risk. For a discussion of certain risks in connection with an investment in the Equity Shares, see “Risk Factors”
beginning on page 20.

Indian Economy

The Indian economy with a gross domestic product (“GDP”) at current prices in the year fiscal year 2017 is estimated at
151.84 trillion, showing a growth rate of 11.0 percent over the estimates of GDP for fiscal 2016 of X 136.82 trillion (Source:
Central Statistical Office of India’s Ministry of Statistics and Programme Implementation, available at
http://mospi.nic.in/sites/default/files/press_release/PRESS_NOTE_PE_2016-17.pdf as of May 31, 2017). It is one of the
fastest growing major economies in the world with private final consumption contributing to over half of the overall GDP
growth of 7.9% in 2015 — 2016 (Source: RBI Annual Report 2015 — 2016).

Global Life Insurance Industry

Growth in the global life insurance industry has been almost stagnant after the financial crisis in 2008. Before the crisis, the
total premium of the industry grew at 4% CAGR (in nominal dollar terms) during 2003 to 2007. However, there was a revival
in growth from 2014 onwards, as the global life insurance industry recorded 3.5% CAGR growth during 2013-2016 on real
premium basis. Growth was primarily driven by China, where premium grew over 15% CAGR during the period. (Source:
CRISIL Report)

Growth in the post-crisis era has been primarily driven by emerging markets, where premiums grew 6.6% CAGR during 2009
to 2016. Growth in the Indian life insurance industry has been in-line with the emerging market average during the period.
(Source: CRISIL Report)

Asia is the largest market for life insurance, accounting for 38% of the premium collected. India’s share in the global market
was 2%. (Source: CRISIL Report)

Africa Oceania
2% 2%

Europe
33%

(Source: Swiss Re, sigma No 3/2017, CRISIL Report)
Indian Life Insurance Industry

The size of the Indian life insurance industry is X 4.2 trillion on a total-premium basis as of fiscal 2017. In terms of total
premium, the Indian life insurance industry is the 10" largest market in the world and the fifth largest in Asia based on Swiss
Re, sigma No 3/2017 report. New premium constituted 42% of the total premium as of fiscal 2017. The industry’s assets
under management (AUM) grew at a compound annual rate (CAGR) of 19% during fiscal 2001 to fiscal 2017 to X 30 trillion.
Total premium has grown at a stupendous 17% CAGR during fiscal 2001 to fiscal 2017, after the privatisation in 2000.
(Source: CRISIL Report)

Within the premium bucket, new business premium (NBP) grew at 9% CAGR during fiscals 2007 to 2017 to ~ ¥ 1.8 trillion,
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with fiscal 2017 seeing a sharp 26% year-on-year rise. Group business premium grew at ~22% CAGR during the period over
a relatively low base, whereas individual premium rose at a tepid ~2% CAGR. (Source: CRISIL Report)

Penetration of Insurance in India

At current prices, India’s GDP was X151.9 trillion as of fiscal 2017. India’s life insurance penetration stood at 2.7% in 2016,
compared with 4.4% in 2010. Among Asian countries, life insurance penetration in Thailand, Singapore and South Korea
were at 3.7%, 5.5%, and 7.4%, respectively, in 2016. Hence this suggests the untapped potential of the Indian life insurance
market. The protection gap for India stood at US$ 8.5 trillion as of 2014, which was much higher compared with its Asian
counterparts. The protection margin for India was highest among all the countries at 92% in Asia Pacific. (Source: CRISIL
Report)

With India expected to be the fastest-growing Asian economy — GDP increasing at 10% CAGR in the next five years (in
dollars, current prices), according to IMF forecasts (published in April 2016) — the Indian life insurance industry seems
poised for strong growth in the years to come. (Source: CRISIL Report)

Life Insurance Products

The life insurance sector can be classified on the basis of products and customer segments. Historically, life insurance
products were savings-oriented, i.e. non-linked products, but after 2000 there was a shift from largely tax savings-based
participating product sales to multiple products. (Source: CRISIL Report)

Non-linked products are traditional products with a protection and savings element built in or only pure-protection products.
Non-linked savings products can be further divided into participating products and non-participating products. Participating
products have variable returns, as it is linked to the performance of the insurance company. Linked products’ returns, on the
other hand, are tied to the performance of debt and equity markets. Linked products started gaining traction from fiscal 2007.
(Source: CRISIL Report)
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(Source: IRDAI, CRISIL Report)
History of Life Insurance Development in India

The Indian life insurance industry consisted of only one player —LIC—during 1956 to 2000. Post privatisation in 2000, 10
private players entered the life insurance industry during 2000 to 2001. Among the current top five players in the industry,
HDFC Standard Life was the first private company to register in 2000, followed by ICICI Prudential Life and MaxLife
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Insurance in the same year. SBI Life and Bajaj Allianz entered the industry in 2001. Only four new private players entered
between 2002 to 2005, post which there was a surge again, with eight players setting up businesses till 2009. Edelweiss Tokio
Life Insurance was the last entrant in the industry in 2011. Out of the 23 private players registered with the IRDAI, 20 players
have joint ventures (JVs) with foreign partners. (Source: CRISIL Report)

Factors Contributing to Growth of Indian Life Insurance Industry
Strong GDP growth

CRISIL Research forecasts India’s economy to grow at 7.4% (in real terms) in fiscal 2018, up from 7.1% in the previous
fiscal, assuming normal monsoon and supported by improved consumption demand. Softer interest rates and inflation will
also likely aid consumption. In the next five years, growth should be ~8% annually. Faster growth in GDP should translate
into rising income, which, in turn, is favourable for growth in life insurance. (Source: CRISIL Report)

Trend in Per Capita GDP growth for India
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Increase in Savings

While GDP growth in India is projected to improve compared with the preceding five-year period, control over inflation is
another key structural positive. When the country witnessed 23% deficient monsoon in fiscal 2010, the consumer price index-
linked (CPI) inflation had climbed to 12.4%. However, despite two successive deficient monsoons in 2014 and 2015, CPI
inflation averaged 6% in fiscal 2015 and dropped to 5% in fiscals 2016 and 2017. We expect CPI inflation to remain stable at
around these levels in fiscal 2018 as well. Over the long term too, the Reserve Bank of India (RBI) is committed to keep
inflation low and range-bound. Lower inflation gives an impetus to overall savings, as people can save more. (Source:
CRISIL Report)

Increasing awareness among rural population to increase geographical reach and penetration

The share of new business premium from Maharashtra increased from 15% in fiscal 2011 to 18.7% in fiscal 2017. The share
of Uttar Pradesh and Tamil Nadu in individual premium decreased 80 bps and 70 bps, respectively during the period, whereas
the share of West Bengal was stagnant at 9.2%. We expect the geographical reach of players to expand with the increase in
bank branches in the hinterland, the government’s focus on financial inclusion, and increasing awareness of insurance with
schemes such as the Pradhan Mantri Jeevan Jyoti Bima Yojana.

Rise in Healthcare Spending

As per IRDAI data, only 359 million people (or 27% of the total population) have health insurance coverage as of fiscal 2016.
Only ~20% of this health insurance coverage is provided by commercial insurance providers (life and non-life included), with
the remaining covered under Central or state government-sponsored schemes such as Central Government Health Scheme and
Employee State Insurance Scheme. Several factors underscore the massive opportunity in health insurance for commercial
insurance providers. These are (i) low penetration, (ii) rising cost of healthcare, (iii) constraints for government spending, (iv)
limited coverage (currently provided only for hospitalisation), and (v) increasing demand for quality healthcare with rising
incomes. (Source: CRISIL Report)

Pension Funds

As of 2014, only ~8% of retirees within the private sector receive a pension; therefore, a multi-fold increase in pension
coverage to the private sector workforce is an imperative. If 70% of private sector retirees are adequately covered by 2030,
their retirement assets will rise to ~26% of GDP in 2030. If the entire private sector workforce, which will be over 60 in 2030,
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has an adequate retirement cover, the size of the retirement corpus will rise to nearly X 276 trillion (or 38% of GDP) by 2030
and X 3,626 trillion (or 74% of GDP) by 2050. The provision of additional tax benefits to the extent of employers’
contribution in the New Pension Scheme is expected to provide an opportunity for the growth of pension premium. (Source:
CRISIL Report)

Protection Gap

The protection gap for India stood at US$ 8.5 trillion as of 2014, which was much higher compared to its Asian counterparts.
The protection margin for India was the highest amongst all the countries at 92% in Asia Pacific, as per a Swiss Re report.
This means that for US$ 100 of insurance protection requirement, only US$ 8 was actually insured as of 2014. This indicates
the absence or inadequacy of pure protection coverage (term insurance) for a large part of the population. Further, with the
penetration of retail products being low in India; financiers are aggressively focusing on retail credit, the growth of which will
support insurance off take. (Source: CRISIL Report)
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Increasing Insurable Population

Currently, India is one of the nations with the highest young populations, with a median age of 28 years. 90% of Indians will
still be below the age of 60 by 2020 and 63% are expected to be between the age of 15-59. Comparatively, the US, China and
Brazil had 74%, 62% and 78% of the population below the age of 60 (as of 2012). The number of individuals in the age of
25-49, which is the target population for the industry, is increasing in India and would boost industry growth. A large share of
the working population, coupled with rapid urbanisation and rising affluence, is expected to propel Indian life insurance
sector growth. (Source: CRISIL Report)

Rise in urbanization

India has a very low urbanisation rate as compared to its Asian peers like China, Japan and Thailand. The share of the urban
population rose steadily from 28.8% in 2004 to an estimated 33.5% in 2017. CRISIL Research expects urbanisation to
accelerate, translating into 2.0-2.5% CAGR in the urban population between 2017 and 2022, compared with overall
population growth of 1.2% during the same period. Further, the increase in urbanisation will also aid the increase in GDP per
capita as also suggested during the previous five years. Also, increasing urbanisation will enhance financial literacy among
consumers, thereby supporting the growth of the life insurance industry. (Source: CRISIL Report)

Focus on Financial Inclusion

With a focus on financial inclusion, the Union Government launched the Pradhan Mantri Jan-Dhan Yojana. As much as 286
million accounts were opened under this scheme as of May 30, 2017, with total deposits of X 643 billion. The inclusion of so
many people in the financial system opens avenues for investments in insurance and other savings products. (Source: CRISIL
Report)

Concurrently, the government launched Pradhan Mantri Jeevan Jyoti Bima Yojana in March 2015 with the aim of providing
life cover at a nominal cost to anyone in the age group of 18-50 having a bank account. Under the scheme, a life insurance
cover of X 200,000 is provided on payment of premium of X 330 per annum. As the adoption of insurance cover under this
scheme gains traction, so will the awareness about insurance as a product and its associated benefits. (Source: CRISIL Report)
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Competition from Other Avenues

Insurance faces competition from other modes of financial savings, such as mutual funds, bank deposits, and small-savings
instruments, besides physical savings. Similar to the trend of the life insurance industry, the AUM of the mutual fund industry
grew at 35% CAGR from fiscals 2006 to 2010, and then saw a sudden slowdown at 10% CAGR from fiscals 2010 to 2016.
However, growth revived in fiscals 2015 and 2016, as the AUM increased 31% and 14%, respectively. In fiscal 2017 as well,
the mutual fund industry witnessed a strong 42% jump in AUM and surge in inflows. Insurance companies will have to focus
on increasing customer awareness, improving the value proposition, increasing transparency, and keeping costs competitive
to make their products a vital part of the customers’ financial plans. (Source: CRISIL Report)

Life Insurance Industry Parameters
Sum Assured and Number of Policies

The total sum assured under the individual life insurance business was X 96 trillion as of fiscal 2017 in India. The sum
assured for the individual insurance is estimated to have increased at a CAGR of 16% from fiscals 2011 to 2017. The total
number of individual policies in force was 322 million as of fiscal 2017. (Source: CRISIL Report)

Trend in Individual In-Force Sum Assured
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Premium

The average premium (new business premium / total policies) for the industry increased at a CAGR of 8% from fiscal 2007 to
fiscal 2017. Growth of private players was slightly higher at 9% CAGR during the period, despite the higher base. The
average premium of ULIPs is higher than the average ticket size of traditional policies. The increase in tax exemption from
investment in life insurance policies (and other investment products as mentioned in Section 80C of Income Tax Act, 1961)
from X 100,000 to X 150,000 in fiscal 2015 led to increase in the ticket size even on traditional investment policies, as
insurance is viewed more as a savings-cum-protection product than a pure protection product in India. The higher ticket size
from linked insurance products was due to buoyant capital market performance. (Source: CRISIL Report)

New Business Premium (NBP)

The overall industry saw revival on NBP basis in fiscal 2016, which is a lag of a year as compared to total premium, as
growth in renewal premium had primarily driven growth in fiscal 2015. However, revival for private players was visible even
in fiscal 2015, as both NBP and renewal premium grew ~18% and ~12% on-year, respectively. During fiscals 2015 to 2017,
NBP for LIC and private players posted CAGRs of ~26% and ~21%, respectively. During fiscals 2011 to 2014, the NBP of
private players declined 9% CAGR, which was a significant underperformance as compared to industry, which fell 2%
CAGR. (Source: CRISIL Report)

Distribution Channels

With IRDAI permitting bank agents to sell insurance products, private insurance players leveraged banking channels to
market their products. This gradually led to an increase in the share of banking corporate agents and a decline in the share of
individual agents in the distribution of individual life insurance products. The share of corporate agents (banks) increased
from 6% in fiscal 2007 to 24% in fiscal 2017 in the individual business, driven by private players. For private players, new
business from banking corporate agents increased from 16.6% to 53.9% during the period. The share of new business
premium from individual agents for the industry decreased from 90.5% to 68.9%. The NBP for private life insurers grew at a
CAGR of 9.39% between fiscal 2015 to fiscal 2017. In fiscal 2017, SBI Life’s individual agent network generated 22.88% of
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the individual NBP generated by the private life insurance industry, enjoying the largest market share in the channel. (Source:
CRISIL Report)

New Insurance Products

705 products were in-force in the life industry as of March 2017, with 536 products in the individual segment and 169
products in the group business segment. In fiscal 2017, 74 new products were introduced, with 13 in the group business
segment and 61 in the individual business segment. HDFC Standard Life provides the highest numbers of products in the
individual segment, followed by SBI Life and Tata AIA Life. In the group business, Kotak Mahindra Old Mutual Life
provides the maximum number of products in the industry, followed by LIC. (Source: CRISIL Report)

Commission-Expense Ratio

The commission-expense ratio on a total premium basis has declined considerably, due to the drop in commission on linked
products post fiscal 2010. Before fiscal 2010, the commission was very high with significant upfront costs. However, due to
the IRDAI regulations in 2010, which capped the commission on linked products, there was a substantial decline in
commission. But, with LIC sourcing a significant amount of individual business through individual agents (96% in fiscal
2017), its commission ratio is high compared with private players. (Source: CRISIL Report)
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Operating Expense Ratio

Before 2010, private players had a higher operating expense ratio due to the high infrastructure costs incurred on increasing
their geographic reach. Therefore, despite the increase in total premium during fiscals 2007 to 2010, the ratio remained high.
After 2010, private players went into a consolidation phase and began focussing on cost efficiencies. However, the ratio
improved only marginally due to the slowdown in premium growth during fiscals 2010 to 2014. Operating expense during the
period declined at 5% CAGR for private players. The total premium also declined by 1% CAGR. After fiscal 2014, the ratio
improved as operating expense increased, at a much slower rate of ~8% CAGR, compared with ~14% CAGR of total
premium. (Source: CRISIL Report)

Net New Cash*

Net new cash additions for the industry saw a decline post fiscal 2010 due to a slowdown in premium growth. However, the
benefits paid to policyholders saw a surge during fiscals 2010 to 2014. The benefits paid increased at ~22% CAGR, compared
with mere ~4% CAGR in premium. For private players, the gap was much wider, as premium was flat during the period,;
however, the benefits paid increased at a staggering pace of ~37% CAGR. (Source: CRISIL Report)

However, there was significant improvement in the net new cash additions for the private players as well as industry post
fiscal 2014, as there was revival in the premium growth during the period. (Source: CRISIL Report)

*Net new cash = Net premium minus net benefits
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SUMMARY OF OUR BUSINESS

Investors should note that this is only a summary of our business and does not contain all information that should be
considered before investing in the Equity Shares. Before deciding to invest in the Equity Shares, prospective investors should
read this Red Herring Prospectus, including the information in the sections “Risk Factors”, “Financial Information”, “Our
Business” and “Management’s Discussion and Analysis of Financial Condition and Results of Operations” on pages 20, 218
121 and 321, respectively. An investment in the Equity Shares involves a high degree of risk. For a discussion of certain risks
in connection with an investment in the Equity Shares, please see the section “Risk Factors” on page 20.

Overview

We are India’s largest private life insurer, in terms of New Business Premium generated in each fiscal year, since Fiscal 2010
(Source: CRISIL Report). We have also increased our market share of New Business Premium generated among private life
insurers in India, from 15.87% in Fiscal 2015 to 20.04% in Fiscal 2017 (Source: CRISIL Report). Between Fiscal 2015 and
Fiscal 2017, our New Business Premium generated increased at a CAGR of 35.45%, which is the highest among the top five
private life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL Report).

In Fiscal 2017, we enjoyed a market share of Individual Rated Premium of 20.69% among private life insurers in India and
11.16% of the entire life insurance industry in India (Source: CRISIL Report). Between Fiscal 2015 and Fiscal 2017, our
Individual Rated Premium increased at a CAGR of 37.90 %, the highest among the top five private life insurers (in terms of
total premium in Fiscal 2017) in India (Source: CRISIL Report). We have also issued the highest number of individual life
policies annually among the top five private life insurers (in terms of total premium in Fiscal 2017) in India since Fiscal 2014
(Source: CRISIL Report).

Based on the Embedded Value Report issued by the Independent Actuary, our Embedded Value was X 165,379 million as of
March 31, 2017. Our Value of New Business was X 10,368 million in Fiscal 2017 while our Value of New Business Margin
was 15.4% and our Present Value of New Business Premium Margin was 3.8% for Fiscal 2017.

We were established as a joint venture between the State Bank and BNPPC in 2001. As of March 31, 2017, State Bank was
India’s largest commercial bank in terms of deposits, advances and number of branches (Source: RBI data). Following its
recent merger with certain of its associate banks and a non-affiliate bank, with effect from April 1, 2017, State Bank had
24,017 branches and 195 international offices in 36 countries and more than 420 million customers. BNPPC, an insurance
subsidiary of BNP Paribas, with operations across 36 jurisdictions internationally, is among the leading credit life insurance
businesses globally. BNP Paribas was a top 10 global financial institution in terms of revenues in 2016 (Source: Fortune
Global 500). We believe our relationship with State Bank and BNPPC has enabled us to enhance our brand, access specialist
industry expertise, grow our business and consolidate our market position.

As of July 31, 2017, we had a comprehensive product portfolio of 37 individual and group products (of which eight products
are group products), including a range of protection and savings products to address the insurance needs of diverse customer
segments. Our individual products include participating products, non-participating protection products, other non-
participating products and unit-linked products, which contributed 10.77%, 0.95%, 1.69% and 50.36%, respectively, of our
New Business Premium in Fiscal 2017 and 15.43%, 0.72%, 1.85% and 49.61%, respectively, of our New Business Premium
for the three months ended June 30, 2017; while our group products include credit life group protection products, other group
protection products, group fund management (“Group FM”) products and other group products, which contributed 2.72%,
1.14%, 31.73% and 0.65%, respectively, of our New Business Premium in Fiscal 2017 and 2.91%, 2.04%, 26.84% and
0.60%, respectively, of our New Business Premium for the three months ended June 30, 2017.

We have developed a multi-channel distribution network comprising an expansive bancassurance channel, including State
Bank, the largest bancassurance partner in India, a large and productive individual agent network comprising 95,177 agents as
of July 31, 2017, as well as other distribution channels including direct sales and sales through corporate agents, brokers,
insurance marketing firms and other intermediaries. In Fiscal 2017, we collected the highest amount of New Business
Premium generated by private life insurers in India both through the bancassurance channel as well as through an individual
agent network (Source: CRISIL Report). We have also developed long standing institutional relationships with large
corporates with respect to our group life insurance products.

Our brand, business reputation and customer satisfaction are critical factors in developing new business and maintaining our
leadership position. We were recognized as among the Most Trusted Brands by The Economic Times Brand Equity — Nielsen
survey in Fiscal 2017 for the sixth consecutive year. We were awarded the “Private Sector Life Insurance Company of the
Year” and “Bancassurance Leader Life Insurance (Large Category)” at the Indian Insurance Awards organized by Fintelekt in
two consecutive years and were awarded the “Legal Era Risk Award” under the category Most innovative risk management
strategy by Legal Era Risk Awards, 2017, the Economic Times Best Corporate Brand, 2016 and the LIMRA and LOMA
Social Media Silver Bowl Awards, 2016 at the Social Business Conference for Financial Services in Boston, Massachusetts.
According to the Kantar — IMRB survey 2017, in a survey conducted across more than 15 cities in India, we were jointly top-
ranked for customer loyalty in the life insurance category.
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In Fiscal 2017, we had 13" month and 61% month Persistency Ratios of 81.07% and 67.18%, respectively, with our 61
month Persistency Ratio being the highest among the top five private life insurers (in terms of total premium in Fiscal 2017)
in India (Source: CRISIL Report). For the three months ended June 30, 2017, our 13" month Persistency Ratio was 81.97%
and our 61% month Persistency Ratio was 64.62%. In Fiscal 2017, our Mis-Selling Ratio of 0.20% was the lowest among the
top five private life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL Report). For the three
months ended June 30, 2017, our Mis-Selling Ratio was 0.20%. Our Grievance Disposal Rate was 99.96% in Fiscal 2017, and
95.10% for the three months ended June 30, 2017. For further information in relation to policyholder and intermediaries
complaints during the past five years and for the three months ended June 30, 2017, see “Outstanding Litigation and Material
Developments — Policyholder and intermediaries complaints during the past five years and for the three months ended June
30, 20177 on pages 392 to 396. Our Death Claims Settlement Ratio improved from 92.33% in Fiscal 2015 to 97.98% in Fiscal
2017, and was 89.61% for the three months ended June 30, 2017. We have consistently maintained our Solvency Ratio at
over 2.00 in each of the last five fiscal years, and at 2.11 as of June 30, 2017, compared to the IRDAI mandated minimum
Solvency Ratio of at least 1.50.

Our New Business Premium, Gross Written Premium and New Business Annualized Premium Equivalent increased at a
CAGR of 35.45%, 27.80% and 36.59%, respectively, between Fiscal 2015 and Fiscal 2017, while our Individual Rated
Premium increased at a CAGR of 37.90% in the same period. Our assets under management (“AUM”) increased from X
713,389.30 million as of March 31, 2015 to X 977,366.03 million as of March 31, 2017, and was % 1,012,260.34 million as of
June 30, 2017. Our AUM was the second highest among top five private life insurers (in terms of total premium in Fiscal
2017) in India as of March 31, 2017 (Source: CRISIL Report). Our profit after tax increased at a CAGR of 8.24% from X
8,148.67 million in Fiscal 2015 to X 9,546.53 million in Fiscal 2017 and was ¥ 3,134.48 million for the three months ended
June 30, 2017. We turned profitable within the first five years of our operations, and have declared dividends every year since
Fiscal 2012.

Our Competitive Strengths
One of the largest private life insurer with a consistent track record of rapid growth

We are India’s largest private life insurer, in terms of New Business Premium generated in each fiscal year, since Fiscal 2010
(Source: CRISIL Report). We increased our market share of New Business Premium generated among private life insurers in
India, from 15.87% in Fiscal 2015 to 20.04% in Fiscal 2017, and market share of New Business Premium in the entire life
insurance industry, from 4.89% in Fiscal 2015 to 5.80% in Fiscal 2017 (Source: CRISIL Report). Between Fiscal 2007 and
Fiscal 2017, our New Business Premium generated increased at a CAGR of 14.74%, faster than the growth rate of the private
life insurance industry in India during such period, and between Fiscal 2015 and Fiscal 2017, our New Business Premium
generated increased at a CAGR of 35.45%, which is the highest among the top five private life insurers (in terms of total
premium in Fiscal 2017) in India (Source: CRISIL Report). We are able to leverage our diversified product portfolio to
capitalize on favourable industry opportunities, as a result of which our Gross Written Premium and New Business
Annualized Premium Equivalent increased at a CAGR of 27.80% and 36.59%, respectively, between Fiscal 2015 and Fiscal
2017. We have also issued the highest number of individual life policies annually among private life insurers in India since
Fiscal 2014 (Source: CRISIL Report). The number of policies issued by us increased at a CAGR of 6.42% from 1,126,211 in
Fiscal 2015 to 1,275,550 in Fiscal 2017 and 231,274 policies for the three months ended June 30, 2017.

We have consistently increased our market share of Individual Rated Premium among private life insurers in India from
15.61% in Fiscal 2015, to 18.83% in Fiscal 2016 and to 20.69% in Fiscal 2017 (Source: CRISIL Report). Between Fiscal
2015 and Fiscal 2017, our Individual Rated Premium increased at a CAGR of 37.90%, the fastest among the top five private
life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL Report). In Fiscal 2017, we enjoyed a market
share of Individual Rated Premium of 11.16% within the entire life insurance industry in India (Source: CRISIL Report). Our
Return on Infused Capital increased from 81.49% in Fiscal 2015 to 95.47% in Fiscal 2017 and was 125.38% for the three
months ended June 30, 2017. Our Return on Infused Capital is the highest among the top five private life insurers (in terms of
total premium in Fiscal 2017) in India (Source: CRISIL Report).

Our Embedded Value, based on the Embedded Value Report issued by the Independent Actuary, was X 165,379 million as of
March 31, 2017. Our AUM increased from X 713,389.30 million as of March 31, 2015 to ¥ 977,366.03 million as of March
31, 2017 and was Z 1,012,260.34 million as of June 30, 2017, and was also the second highest as of March 31, 2017 among
top five private life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL Report).

Significant brand equity and pre-eminent Promoters

We were established as a joint venture between State Bank and BNPPC in 2001. We were recognized as among the Most
Trusted Brands by The Economic Times Brand Equity — Nielsen survey in Fiscal 2017 for the sixth consecutive year.
According to the Kantar — IMRB survey 2017, we were jointly top-ranked for customer loyalty in the life insurance category
across more than 15 cities in India. In addition, we believe that the established brand, market leading position and stability of
operations of our shareholders, State Bank and BNPPC has enabled us to significantly enhance our brand and market
reputation. We believe that our relationship with State Bank and BNPPC has also enabled us to access specialist industry
expertise, grow our business and consolidate our market position. We believe that our significant brand equity enables us to
effectively target new customers and customer segments and address new business opportunities. As life insurance products
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are typically long term in nature, our customers are able to better identify with our long and stable operating history, financial
strength and high financial credit ratings, established business reputation and market leadership position. We believe these
attributes result in superior conversion of potential customer opportunities and higher productivity of our individual agent
network, bancassurance partners and other distribution channels. We have received iAAA rating for our claims paying ability
from ICRA and AAA/Stable rating for our financial strength from CRISIL.

We believe that we benefit significantly from the established brand equity of State Bank and its affiliates. As of March 31,
2017, State Bank was India’s largest commercial bank in terms of deposits, advances and number of branches. Following its
recent merger with certain of its associate banks and a non-affiliate bank, with effect from April 1, 2017, State Bank had
24,017 branches, 195 international offices in 36 countries and more than 420 million customers. We also have a
bancassurance arrangement with State Bank, the largest bancassurance partner in India, and benefit from its expansive pan-
India operations, diverse customer base and deep understanding of the Indian financial system.

We believe that we similarly benefit from the brand and market reputation of BNPPC, the insurance subsidiary of BNP
Paribas with operations across 36 jurisdictions, BNPPC is among the global leaders in credit life insurance business and BNP
Paribas was a top 10 global financial institution in terms of revenues in 2016 (Source: Fortune Global 500). We believe that
our association with BNPPC provides us access to specialist expertise, strategic guidance and global best practices on key
operational aspects relating to our business including on finance, actuarial, risk management and corporate governance
matters.

We believe that our Promoters with established reputations and significant customer goodwill in India and globally, together
with our diversified and innovative product portfolio, multi-channel distribution network, extensive geographic coverage and
trained agents and other intermediaries, have enabled us to strengthen our business reputation and enhance our brand equity.

Expansive multi-channel distribution with pan-India bancassurance channel and high agent productivity

We have over the years developed one of the largest multi-channel distribution networks among private life insurers in India,
with the largest bancassurance channel, including with State Bank, the largest bancassurance partner in India. We had the
largest market share of Individual New Business Premium generated by private life insurers through bancassurance channels
in Fiscal 2017 (Source: CRISIL Report). We also have a large and productive individual agent network comprising 95,177
agents as of July 31, 2017 and our individual agent network generated 22.88% of the Individual New Business Premium
generated by private life insurers in Fiscal 2017 (Source: CRISIL Report). Our other distribution channels include direct sales
and sales through corporate agents, brokers, insurance marketing firms and other intermediaries. We believe that our
diversified distribution network enables us to reduce the risk of dependence on any particular channel, leverage economies of
scale, and allows us access to a wide range of customer segments.

Bancassurance represents our largest distribution network and in Fiscal 2015, 2016 and 2017 and for the three months ended
June 30, 2017, contributed 47.82%, 54.43%, 53.03% and 63.54%, respectively, of our total New Business Premium in such
periods. We also reported a growth of 38.42% in Individual New Business Premium generated through our bancassurance
channel from Fiscal 2016 to Fiscal 2017. Individual New Business Premium contributed by our bancassurance channel was %
7,990.18 million for the three months ended June 30, 2017 and increased at a CAGR of 46.72% from X 19,442.74 million in
Fiscal 2015 to ¥ 41,853.08 million in Fiscal 2017, compared to a CAGR of 27.20% for private life insurers in India during the
same period (Source: CRISIL Report). Bancassurance distribution benefits from cost efficiencies and the well-regulated
nature of our bancassurance partners. Following State Bank’s recent merger with certain of its associate banks and a non-
affiliate bank, with effect from April 1, 2017, State Bank had 24,017 branches and more than 420 million customers. In Fiscal
2015, 2016 and 2017 and for the three months ended June 30, 2017, New Business Premium generated through State Bank
represented 38.26%, 42.66%, 41.48% and 61.74%, respectively, of our New Business Premium in such periods. As of July
31, 2017, we have bancassurance partnerships with 17 Regional Rural Banks, and with the Punjab and Sind Bank and South
Indian Bank. Our bancassurance network provides us with a strong presence across rural and urban areas, including
metropolitan cities, tier I, tier 11 and tier 111 cities and towns across India. As of July 31, 2017, we engaged with more than
42,000 CIFs at our bancassurance partner branches to sell our products, and continue to provide effective technology support
and training on product features, customer requirements and sales techniques.

Our exclusive individual agent network contributed 32.85%, 27.47% 22.31% and 24.89%, respectively, of our total New
Business Premium in Fiscal 2015, 2016 and 2017 and three months ended June 30, 2017. As of July 31, 2017, we had 95,177
individual agents. Our Individual New Business Premium contributed by our individual agents was % 3,966.18 million for the
three months ended June 30, 2017 and increased at a CAGR of 13.24% from X 17,192.10 million in Fiscal 2015 to X
22,044.05 million in Fiscal 2017, compared to CAGR of 9.39% for private life insurers in India in such period (Source:
CRISIL Report). In Fiscal 2017, our individual agent network generated New Business Premium of X 234,501 from individual
products per agent, reflecting the highest productivity among all private life insurers in India (Source: CRISIL Report). We
believe various factors contribute to the relatively higher productivity of our sales agents, including our established brand,
strong sales management practices, our attractive rewards and recognition program, our technology driven sales platforms,
effective sales support and training that we provide to our agents.

We also make significant direct sales, primarily comprising sale of group products, as well as standardized individual
products sold through our online offerings. We have developed strong institutional relationships with large corporate groups,
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in particular with respect to our group life insurance products. In Fiscal 2015, 2016 and 2017 and for the three months ended
June 30, 2017, our other distribution channels, including direct sales, sales by non-bancassurance corporate agents, brokers,
micro-agents, common service centres and insurance marketing firms, contributed 19.32%, 18.10%, 24.66% and 11.57%,
respectively, of our total New Business Premium in such periods.

We have supported our various distribution channels by investing in additional branches, from 750 offices as of March 31,
2015 to 801 offices as of March 31, 2017, and increasing the number of sales and customer support employees to support our
sales channels. As of July 31, 2017, we had 803 offices, located across 29 States and seven Union Territories, and 12,647
employees.

Sustainable business model driven by robust financial position, superior investment performance, diversified product
portfolio and effective risk management

Robust financial position supported by high operating efficiencies

We believe we have developed a strong capital base, and are adequately capitalized. We have not required additional
capital infusion since 2008. We turned profitable within the first five years of our operations, have demonstrated
consistent profitability since Fiscal 2010 and have declared dividends every year since Fiscal 2012. We have
maintained our Solvency Ratio at over 2.00 during the last five fiscal years, and our Solvency Ratio was 2.11 as of
June 30, 2017, compared to the IRDAI mandated Solvency Ratio of 1.50. Our New Business Premium, Gross
Written Premium and New Business Annualized Premium Equivalent increased at a CAGR of 35.45%, 27.80% and
36.59%, respectively, between Fiscal 2015 and Fiscal 2017, while our Individual Rated Premium increased at a
CAGR of 37.90% in the same period.

Based on the Embedded Value Report issued by the Independent Actuary, our Embedded Value was X 165,379
million as of March 31, 2017. Our Value of New Business was % 10,368 million in Fiscal 2017. Further, our Value
of New Business Margin was 15.4% and our Present Value of New Business Premium Margin was 3.8%, for Fiscal
2017. In addition, our Embedded Value Operating Profit was % 28,875 million in Fiscal 2017, while our Operating
Return on Embedded Value was 23.0% for Fiscal 2017. In addition, our profit after tax increased at a CAGR of
8.24% from X 8,148.67 million in Fiscal 2015 to X 9,546.53 million in Fiscal 2017, and was % 3,134.48 million for
the three months June 30, 2017. While we have made significant investments to support our growth, we have
ensured high levels of operating efficiencies reflected in low Operating Expense Ratios. In Fiscal 2015, 2016 and
2017 and three months ended June 30, 2017, our Operating Expense Ratio was 9.07%, 9.36% 7.83% and 9.82%,
respectively. Our Operating Expense Ratio was the lowest among top five private life insurers (in terms of total
premium in Fiscal 2017) in India for Fiscal 2017 (Source: CRISIL Report). We believe that relatively low Operating
Expense Ratio reflects the effective utilization of our distribution channels, increased focus on bancassurance,
improved productivity of our individual agent network supported by effective sales and training and leveraging our
integrated IT infrastructure. In Fiscal 2015, 2016 and 2017 and for the three months ended June 30, 2017, our Total
Cost Ratio was 13.77%, 13.87%, 11.56% and 14.18%, respectively. Net New Cash, defined as Net Premium minus
net benefits, reflecting the inflow of funds into the business, has been growing consistently and has increased from X
77,068.99 million in Fiscal 2016 to X 113,263.11 million in Fiscal 2017, or an increase of 46.96% from Fiscal 2016,
the highest among top five private life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL
Report). Our Net New Cash was X 11,400.88 million for the three months ended June 30, 2017.

Superior investment performance

We manage the second largest AUM among top five private life insurers (in terms of total premium in Fiscal 2017)
in India (Source: CRISIL Report). As of March 31, 2015, 2016 and 2017, and June 30, 2017, our AUM was X
713,389.30 million, ¥ 798,275.78 million, X 977,366.03 million and X 1,012,260.34 million, respectively. As of June
30, 2017, most of our unit-linked funds that are benchmarked to independent indices have out-performed the
benchmark over the last 5 year, 3 year and 1 year horizons. The average realized returns for our traditional portfolio
in Fiscal 2017 was 9.00%.

Diversified product portfolio

We believe that our diversified product portfolio is an important contributing factor to the growth of our business. In
Fiscal 2017, participating products, non-participating protection products, other non-participating products and unit-
linked products contributed X 10,923.74 million, X 960.44 million, X 1,717.89 million and X 51,079.61 million,
respectively, representing 16.89%, 1.48%, 2.66% and 78.97%, respectively, of our Individual New Business
Premium in such period. For the three months ended June 30, 2017, participating products, non-participating
protection products, other non-participating products and unit-linked products contributed X 2,777.94 million, X
130.03 million, ¥ 332.21 million and X 8,929.48 million, respectively, representing 22.83%, 1.07%, 2.73% and
73.37%, respectively, of our Individual New Business Premium in such period. In our group products business,
group protection (credit life) has been a key focus area and New Business Premium from these products has
increased by 15.06% from X 2,396.22 million in Fiscal 2016 to X 2,757.09 million in Fiscal 2017 and was X 524.21
million for the three months ended June 30, 2017. Our liability profile also reflects our diversified individual product
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portfolio with participating products, non-participating protection products, other non-participating products and
unit-linked products accounting for 23.42%, 2.25%, 9.60% and 64.73%, respectively, of our individual
policyholders’ reserves as of March 31, 2017, and 23.53%, 2.24%, 9.45% and 64.78%, respectively, of our
individual policyholders’ reserves as of June 30, 2017. Our focus on maintaining a diversified product mix has
resulted in our Value of New Business Margin of 15.4% in Fiscal 2017. In Fiscal 2017, our Gross Written Premium
was X 210,151.35 million, which comprised X 58,770.06 million of Individual New Business Regular Premium,
5,911.62 million of individual Single Premium, ¥ 99,204.64 million of Renewal Premium from individual products
and X 46,265.02 million of premium from our group products. For the three months ended June 30, 2017, our Gross
Written Premium was X 37,880.74 million, which comprised X 10,977.06 million of Individual New Business
Regular Premium, X 1,192.60 million of individual Single Premium, X 16,855.40 million of Renewal Premium from
individual products and X 8,855.69 million of premium from our group products. Our renewals which are X
73,379.51 million, X 87,187.89 million, X 108,712.72 million and ¥ 19,880.37 million for Fiscal 2015, 2016 and
2017 and three months ended June 30, 2017, respectively, form a key component of our Gross Written Premium and
contributed over 50.00% of our Gross Written Premium in each such periods, despite our strong growth in New
Business Premium. Our Renewal Premium grew at 24.69% from Fiscal 2016 to Fiscal 2017 which was the highest
growth among the top five private life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL
Report). Our high renewal composition brings stability to our Gross Written Premium growth, which has increased
at CAGR of 27.80% from Fiscal 2015 to Fiscal 2017.

. Effective risk management

We believe that our robust risk management practices have been an important contributing factor to our sustainable
growth. Our comprehensive risk management policy specifies the process for identification, measurement and
analysis of risk exposures, monitors risk management strategies, and is coordinated with our operational policies,
including those relating to compliance, outsourcing, fraud management risks and business continuity management.
We were the first insurance company in India to have complied with the recommendations of 1SO 31000 2009 for
enterprise risk management practices and systems and all our processing centres are 1SO 9001:2008 certified. We
were awarded the Legal Era Risk Award under the category Most innovative risk management strategy at the Legal
Era Risk Awards, 2017 and the Golden Peacock Award for Risk Management for Fiscal 2015. We have also
established effective sales quality management, as well as strategic asset liability management processes and
effective capital budgeting activities. We undertake an economic capital assessment process periodically, quantify
various risks, and allocate capital for each risk to assess capital adequacy on an economic basis and monitor
concentration of risk in specific areas. Our widespread operations across metropolitan cities, tier I, tier Il and tier 111
cities, as well as semi urban and rural parts of India reduce any geographic concentration risk as well as dependence
on any particular customer segment.

Strong focus on customer service standards

Our strong focus on customer service is a key factor for our sustained growth and we believe that our customer-centric
approach to growing our business and developing our product portfolio and distribution channels is a key competitive
strength. We offer a diverse and comprehensive range of products that cover various customer segments. Our widespread
operations enable us to address customer needs effectively and efficiently. As of July 31, 2017, we had 803 offices located
across 29 States and seven Union Territories to serve our customers. In addition, as of July 31, 2017 we provide customer
support services through over 42,000 of our CIFs at the branches of our various bancassurance partners. We also provide
customer support through our call centres, website and mobile application, SBI Life —Easy Access. We have experienced an
increase in customer usage of our online presence and the SBI Life —Easy Access mobile application. Number of policies
issued through digital mode has increased from 13,008 customers in Fiscal 2015 to 90,390 in Fiscal 2017 and customers
paying their Renewal Premium through SBI Life —Easy Access has increased from 3,231 in Fiscal 2015 to 35,771 in Fiscal
2017. Number of policies issued through digital mode and customers paying their Renewal Premium through SBI Life —Easy
Access for the four months ended July 31, 2017 were 16,552 and 14,270, respectively. We have leveraged our strong IT
infrastructure to introduce superior customer service initiatives, including business generation through tablets, payment
collection through mobile devices and provision of alternate payment gateways. We believe that our stringent customer on-
boarding process, consistent customer service through call centres, and regular customer engagement through our agents,
calls, email communication and text messages have enabled us to maintain customer satisfaction levels.

Our Death Claims Settlement Ratio improved from 92.33% in Fiscal 2015 to 97.98% in Fiscal 2017 and was 89.61% for the
three months ended June 30, 2017. The Surrender Ratio for individual unit-linked products to average AUM was 8.82% and
8.99% in Fiscal 2017 and for the three months ended June 30, 2017, respectively. Our 13" month and 61 month Persistency
Ratios were 81.07% and 67.18%, respectively in Fiscal 2017, and 81.97% and 64.62%, respectively for the three months
ended June 30, 2017.

We believe our stringent customer service standards are evidenced by our low Mis-Selling Ratio of 0.20% in Fiscal 2017,
which was the lowest among the top five private life insurers (in terms of total premium in Fiscal 2017) in India (Source:
CRISIL Report). In Fiscal 2017, our Grievance Ratio was the lowest among the top five private life insurers (in terms of total
premium in Fiscal 2017) in India (Source: CRISIL Report), having improved from 11 grievances per 1,000 policies issued in
Fiscal 2015 to six grievances per 1,000 policies issued in Fiscal 2017. Grievance Ratio was seven grievances per 1,000
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policies issued for the three months ended June 30, 2017. We also reported the lowest Grievance Ratio among top five private
life insurers (in terms of total premium in Fiscal 2017) in India for Fiscal 2017, with a ratio of 0.61% (Source: CRISIL
Report). For further information in relation to policyholder and intermediaries complaints during the past five fiscal years and
for the three months ended June 30, 2017, see “Outstanding Litigation and Material Developments — Policyholder and
intermediaries complaints during the last five years and for the three months ended June 30, 2017” on pages 392 to 396. Our
grievance redressal channels include letters, emails, phone calls, text messages and toll-free customer care numbers. Our
customer grievance redressal system is also fully integrated with IRDAI’s Integrated Grievance Redressal Management
System. Our Grievance Disposal Rate was 99.96% and 95.10% in Fiscal 2017 and for the three months ended June 30, 2017,
respectively. Our service quality was recognized by the Golden Peacock National Quality Award, 2016 for Business
Excellence and Innovation. We believe that our focus on continuously improving customer satisfaction parameters has
enabled us to maintain our leadership position among private life insurers in India.

Professional and Highly Experienced Board of Directors and Senior Management Team

We have a distinguished Board comprising of industry professionals with extensive executive leadership experience across
various industries and business domains. Our Board includes senior members of State Bank and BNPPC who are able to
provide effective guidance on our operations and risk management measures. The experience of our Board and senior
management allows us to make strategic decisions to address changing market conditions and evolving customer needs and
implement global best practices in our operations.

Our senior management team includes qualified and experienced personnel with significant experience in all operational
aspects of the insurance business including actuary, investment, underwriting, claims management and information
technology. Our senior management team has strong operational and management expertise and an understanding of the key
opportunities and risks associated with the insurance industry in general and life insurance in particular. A large number of
our senior management personnel have worked with us for a significant period of time, resulting in effective operational
coordination and continuity of business strategies. We believe that the significant experience of our management team has
enabled us to effectively innovate, grow our business and consistently deliver strong financial performance.

Business Strategies
Capitalize on insurance industry growth opportunities

Indicators such as life insurance penetration (premium as a percentage of GDP), insurance density (premium per capita) and
protection gap (sum assured to GDP) indicate that India is still underinsured and there is significant scope for growth. India’s
life insurance penetration was 2.7% lower than its comparable Asian counterparts such as Thailand, Singapore and South
Korea where the life insurance penetration was 3.7%, 5.5% and 7.4% as of 2015. As of 2014, the protection gap for India was
the highest among all the countries in Asia Pacific at 92%, suggesting that for every US$100 of insurance protection
requirement, only US$8 was actually insured. This indicates the absence, or inadequacy, of pure protection coverage (term
insurance) for a large part of the Indian population. With a gradual growth of the economy, and structural drivers in place
(rising life expectancy, increase in share of working population, healthcare spending, pension needs), the growth trajectory of
life insurance products is expected to be markedly stronger over the next five years. The household savings rate (household
savings as a percentage of GDP) is also expected to increase gradually over the same period. In addition, gold and real estate,
which represent physical savings of households, are gradually losing their appeal as investment alternatives. Recent
regulatory measures to curtail black money are also expected to boost financial savings, which is likely to further benefit the
life insurance industry. The large working population in India, coupled with rapid urbanisation and rising affluence, is
expected to propel the Indian life insurance sector growth. (Source: CRISIL Report) A rise in financial savings, coupled with
an expected increase in share of insurance as a percentage of financial savings, due to significant improvements in product
proposition and delivery mechanisms, are expected to drive growth for the life insurance sector. Insurance is likely to remain
an attractive product within the financial savings pool due to the ability to customize the product to meet different end-goals
(ranging from long-term investment to pure protection), and the flexibility to determine the asset mix (in case of linked plans)
depending on the risk profile of the customer.In addition, improving economic growth, along with rising awareness of
insurance as investment and savings products, are expected to be key contributors to growth of life insurance products
(Source: CRISIL Report).

Private life insurers have been gradually gaining market share over the past two years, and it is expected that they will
continue to grow at a faster rate than the industry average in the coming years. New Business Premium for life insurers is
expected to grow at a CAGR of 11% - 13% from Fiscal 2017 and Fiscal 2022, compared to a CAGR of 9% between Fiscal
2012 and Fiscal 2017. Total premium is expected to grow at a CAGR of 13% to 15% over the next five years from X 4,181
billion in Fiscal 2017 to X 7,900 — 8,100 billion by Fiscal 2022 (Source: CRISIL Report).

We believe we are well positioned to capitalize on opportunities arising out of the growing life insurance market in India. We
are focused on maintaining our leadership position in the private sector life insurance market by increasing penetration and
proliferation of our life insurance products in untapped/ relatively under-penetrated markets. We propose to expand our
branch network based on a particular region’s business potential and implement customized regional strategies to address the
requirements of local customers. We also plan to develop and introduce additional individual products to add to our product
portfolio of 29 individual products as of July 31, 2017. Further, we intend to diversify into other strategic business segments
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such as health by launching products that cater to this underpenetrated segment. We will continue to focus on further growing
our credit life protection business offering coverage for loans by working more closely with our bancassurance partners and
entering into strategic distribution arrangements with other financial services institutions.

Ensure profitable growth through balanced product portfolio and expansive distribution network

We will continue to focus on ensuring profitability of our business by maintaining a diversified product portfolio. We
continue to undertake market assessment studies to strategically evaluate additional product offerings. As part of our efforts
to enhance our Value of New Business, Embedded Value and improve margins, our strategy is to further optimize our product
portfolio by maintaining a balance between unit-linked, participating and non-participating products. We also intend to
expand our protection product portfolio, with a particular emphasis on credit life protection products. We also intend to
gradually reduce our focus on group products due to the inherently competitive nature of this business and the high guarantee
obligations related to such products. We will also continue to periodically revaluate pricing considerations based on customer
feedback with a focus on profitable growth while maintaining market share.

We intend to continue to leverage our strong multi-channel distribution network to ensure profitable growth. Our large
bancassurance channel provides significant cross-selling opportunities with minimal distribution costs. In particular, we will
continue to focus on leveraging State Bank’s large branch network and customer base to identify and penetrate new markets.
We also intend to focus on improving productivity levels of our bancasssurance channels. In Fiscal 2017, 28,923 CIFs in
State Bank generated New Business Premium of X 42,074.51 million, compared to ¥ 21,152.93 million in Fiscal 2015 by
19,666 CIFs. For the three months ended June 30, 2017, 39,879 CIFs in State Bank generated New Business Premium of %
11,113.56. million. We also intend to work closely with our newer bancassurance partners Punjab and Sind Bank with 1,500
branches as of March 31, 2017, primarily in north India, and with South Indian Bank with 850 branches as of March 31,
2017, primarily in south India. We continue to actively identify additional bancassurance partners, and also intend to enter
into strategic distribution arrangements with small finance banks, payment banks and various non-banking financial service
companies. We continue to implement various sales force automation tools, to integrate our operating processes with our
bancassurance partners to improve productivity and ensure operating efficiencies.

We intend to continue to strategically grow a highly productive individual agent network, by recruiting additional agents and
sales managers to support them, focusing on regions and customer segments with significant business potential. We will also
continue to improve our agent training support, to offer automated sales force activity management tools, to provide them
with leads and strategies and to redefine our rewards and recognition programs to ensure high productivity rates and lower
turnover in our agent workforce.

We continue to increase our focus on direct sales through our website and our customized mobile applications supported by
dedicated customer service and call centres. We have developed certain low-cost products aimed at online sales. We intend to
market and sell additional products online by customizing products to meet requirements of specific customer segments
through our website. We intend to continue to explore opportunities to expand our operations in South Asia including in
Nepal and Bangladesh and have obtained all regulatory approvals for starting operations in Bahrain.

As part of our strategy to focus on customer service, we have introduced an e-payment gateway and redeveloped our
customer self-service portal. We shall increase our focus on targeting customers through social media and digital platforms
such as mobile applications and undertake digital marketing campaigns and data analytics to improve our brand equity and
our sales.

Enhance brand equity and continue to focus on customer satisfaction

The insurance business is substantially dependent on reputation. In order to maintain our leadership position across various
geographies and different customer segments, we continue to focus on further strengthening our brand by augmenting
customer relationships, maintaining stakeholder expectations and improving our claims management processes. We continue
to build on our existing corporate culture and strengthen our image as a socially responsible insurance company through
various corporate social responsibility and insurance awareness initiatives with the intent to pursue sustainable, value-
enhancing long-term growth and profitability. Our strategy is to maintain and enhance our brand value by ensuring best in
class risk management practices and implementing global best practices.

We continue to focus on developing tailored products targeted at specific customer segments, and improve customer
engagement and ease of transaction. We intend to deploy specialised teams within our various distribution channels to
identify, engage with and manage specific customer segments. We believe specialised teams focused on specific customer
segments will enable us to increase the productivity of our distribution channels, meet specific customer segments and
increase quality of customer experience. Our Mis-Selling Ratio was 0.48%, 0.29%, 0.20% and 0.20% in Fiscal 2015, 2016
and 2017 and for the three months ended June 30, 2017, respectively, and was the lowest among the top five private life
insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL Report) in Fiscal 2017 and we intend to further
improve our Mis-Selling Ratio through various initiatives, including, among other measures, more stringent customer on-
boarding welcome calls, emphasising a focus on quality in our sales training programmes for our frontline sales force, use of
analytics and a risk-score approach. A critical aspect of our reduced Mis-Selling Ratio, improved Persistency Ratio and
Surrender Ratio has been our dedication to providing superior customer service. Our focus is to ensure delivery of superior
customer value through our product and service offerings to sustain our growth. We have a dedicated customer engagement
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team involved in creating various customized initiatives to target different customer segments through ongoing awareness and
wellness campaigns. We are currently working on customer engagement initiatives which we believe will help us engage
more interactively with our existing and potential customers. We also provide specific training for our individual agents and
sales support teams as well as to the CIFs stationed at branches operated by our bancassurance partners to improve customer
engagement and consultation skills. We have developed mobile applications focused on training and intend to continue to
leverage our technology platform to provide better service to our customers.

We continue to cultivate a strong customer service ethos across all our customer interfaces, across our distribution channels
and customer support services including our call centres. Our call centres provide customers with an efficient means to gain
access to information about their insurance policies. We regularly review our sales processes and policy documentation to
simplify and ensure transparency of operations. We continue to engage with customers and revise operational policies and
processes to ensure superior customer satisfaction, including prompt grievance redressal. We will continue to further
streamline and automate our customer interfaces through our website and digital platforms to make them user-friendly and
allow for improved ease of access.

Leverage technology to improve operating efficiencies and support growth

We will continue to leverage our robust IT infrastructure to further our strategic objective of delivering strong customer
service and help ensure business growth. We continue to improve our sales processes and operational efficiencies through
automation and digitization efforts to ensure increased customer retention. We continuously upgrade our IT infrastructure to
reduce operating costs across our business processes including sourcing, claims management and claims settlement. We have
also initiated measures to upgrade our core policy management systems, and to introduce automated claims processing and
settlement mechanisms.

We have made significant investments in our IT systems and infrastructure, including innovative additions such as the SBI
Life — Easy Access mobile application that provides product and policy related information to customers, and Connect Life,
which allows sales personnel to select products, complete the application, pay the requisite premium and upload relevant
documents from a tablet. We believe this allows for better interaction with customers through more user-friendly and
improved interface and reduces turnaround time.

We have integrated our operating systems with those of State Bank branches to further improve the efficiency of our
bancassurance channel. We have introduced digital sales support tools that highlight requisite customer demographic and
individual customer information to our frontline staff to ensure increased productivity, superior customer service and
improved customer retention. These digital sales support tools also assist our supervisory staff to focus on ensuring effective
supervision of our sales teams. We are further optimising these digital sales support tools to improve productivity of our
individual agents and our other distribution channels.

We will continue to leverage technology for training programs for our employees and our frontline sales force. We will
increasingly use data analytics based on our large customer database to generate effective sales leads to our front line sales
team, improve persistency, cross-sell our products with a specific focus on existing customers of State Bank and also for the
renewal and payment of premium. We are also focusing our efforts on geographically mapping areas to identify, and increase
our operations in areas with significant potential for sales of our products. As a part of our operations, we have recently
introduced robotics driven self-service portals to facilitate various customer services more efficiently.
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SUMMARY OF FINANCIAL INFORMATION

The following tables set forth the summary financial information derived from the Restated Financial Statements as of and for
the three months ended June 30, 2017 and Fiscals 2017, 2016, 2015, 2014 and 2013.

The financial statements referred to above are presented under “Financial Statements” beginning on page 218 The summary
financial information presented below should be read in conjunction with these financial statements, the notes thereto and
“Financial Statements” and “Management’s Discussion and Analysis of Financial Condition and Results of Operations”

beginning on pages 218 and 321, respectively.

(This has been left intentionally blank)
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Annexure - |: Restated Summary Statement of Assets and Liabilities

® in million)

Particulars LBEl

June 30, 2017 March 31, 2017| March 31, 2016 March 31, 2015| March 31, 2014| March 31, 2013
SOURCES OF FUNDS
Shareholders’ Funds
Share Capital 10,000.00 10,000.00 10,000.00 10,000.00 10,000.00 10,000.00
Reserves and Surplus 47,782.30 44,647.82 36,906.65 29,909.91 23,201.17 17,093.59
Credit/(Debit) Fair Value Change Account 1,005.67 872.98 424.36 653.49 362.04 270.60
Sub-total 58,787.97 55,520.80 47,331.01 40,563.40 33,563.21 27,364.19
Borrowings - - - - - -
Deffered Tax Liability - - - 3151 25.66 40.04
Policyholders' Funds
Credit/(Debit) Fair Value Change Account 8,086.29 7,763.77 3,354.01 5,008.21 2,618.93 829.01
Policy Liabilities (Refer note no. 6 of Annexure V (C) and note no. 24 (f)
& (g) of Annexure V (C) for Funds for discontinued policies) 494,962.53 483,237.57 396,341.70 328,603.57 267,950.40 229,360.93
Insurance Reserves - - - - - -
Provision for Linked Liabilities 396,671.87 388,559.12 320,989.07 278,743.57 242,792.27 247,858.89
Add: Fair value change (Linked) 42,668.89 37,901.61 22,701.01 52,631.09 34,770.53 13,919.89
Add: Funds for Discontinued Policies (Refer note no. 24 (e) of Annexure
V(©)
(i) Discontinued on account of non-payment of premium 22,153.35 18,967.32 16,393.76 16,456.55 8,213.77 3,450.06
(i) Others 359.12 302.28 132.71 254.88 121.94 31.34
Total Linked Liabilities 461,853.23 445,730.33 360,216.55 348,086.09 285,898.51 265,260.18
Sub-total 964,902.05 936,731.67 759,912.26 681,729.38 556,493.50 495,490.16
Funds for Future Appropriation - Linked - - 2.31 14.63 74.26 218.41
Funds for Future Appropriation - Other 415.01 - - 58.62 44.95 14.23
(Refer note no. 4 (c) of Annexure V (C))
TOTAL 1,024,105.03 992,252.47 807,245.58 722,366.03 590,175.92 523,086.99
APPLICATION OF FUNDS
Investments
- Shareholders' 52,407.61 42,955.05 35,649.02 30,702.38 23,534.64 18,115.87
- Policyholders' 480,178.48 469,617.46 382,558.97 315,044.67 253,238.79 216,878.56
Assets held to cover Linked Liabilities 461,853.23 445,730.33 360,218.86 348,100.72 285,972.76 265,478.60
Loans 1,774.82 1,781.99 1,235.62 17.74 6.38 1.73
Fixed assets 5,583.62 5,384.75 4,472.49 2,984.33 3,081.58 2,855.45
Current Assets
Cash and Bank Balances 18,848.08 24,298.42 26,167.63 25,237.78 25,422.91 21,531.86
Advances and Other Assets 29,046.51 32,627.65 23,988.08 19,117.65 15,146.09 12,282.20
Sub-Total (A) 47,894.59 56,926.07 50,155.71 44,355.43 40,569.00 33,814.06
Current Liabilities 23,313.17 27,640.72 25,025.88 16,765.92 14,513.57 13,069.65
Provisions 2,274.15 2,502.46 2,019.21 2,073.32 1,713.66 987.63
Sub-Total (B) 25,587.32 30,143.18 27,045.09 18,839.24 16,227.23 14,057.28
Net Current Assets (C) = (A - B) 22,307.27 26,782.89 23,110.62 25,516.19 24,341.77 19,756.78
Miscellaneous Expenditure (To The Extent Not Written off or Adjusted) - - - - - -
Debit Balance in Profit and Loss Account (Shareholders' Account) - - - - - -
TOTAL 1,024,105.03 992,252.47 807,245.58 722,366.03 590,175.92 523,086.99
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Annexure - 11: Restated Summary of Revenue Account (Policyholders® Account/Technical Account)

® in million)
For the quarter For the year ended

Particulars ended June 30,

2017 March 31, 2017 March 31, 2016 March 31, 2015 March 31, 2014 March 31, 2013
Premiums earned - Net
(a) Premium 37,880.74 210,151.35 158,253.64 128,671.10 107,834.38 104,132.19
(b) (Reinsurance ceded) (Refer note (c) of Annexure V (B)) (254.89) (1,626.82) (1,599.14) (871.10) (814.98) (679.19)
(c) Reinsurance accepted - - - - - -
Sub-total 37,625.85 208,524.53 156,654.50 127,800.00 107,019.40 103,453.00
Income from Investments
(a) Interest, Dividends & Rent - Gross 14,714.53 51,114.67 41,611.04 33,262.02 28,055.53 23,377.90
(b) Profit on sale / redemption of investments 7,987.14 30,467.61 29,625.81 52,199.80 24,536.76 23,580.64
(c) (Loss on sale / redemption of investments) (1,761.30) (5,678.74) (11,423.59) (3,919.48) (12,221.73) (12,292.61)
(d) Transfer /Gain on revaluation /Change in fair value * 4,767.28 15,200.60 (29,930.08) 17,860.56 20,850.63 5,986.95
(e) Accretion of discount/(amortisation of premium) (net) 362.12 1,845.70 3,525.96 3,026.24 2,318.79 3,086.62
Other Income
(a) Contribution from the Shareholders' A/c (Refer note no. 25 of
Annexure V (C)) - 626.83 936.65 1,496.78 3,010.65 2,442.51
(b) Others
- Miscellaneous income 188.08 673.93 196.95 138.94 124.19 120.24
Sub-total 26,257.85 94,250.60 34,542.74 104,064.86 66,674.82 46,302.25
Total (A) 63,883.70 302,775.13 191,197.24 231,864.86 173,694.22 149,755.25
Commission 1,651.33 7,833.42 7,142.58 6,037.13 5,576.13 5,099.85
Operating expenses related to Insurance Business 3,718.40 16,464.89 14,808.52 11,675.25 10,894.33 10,001.53
Provision for Doubtful Debts 0.88 0.59 0.83 0.87 0.16 10.96
Bad Debts written off 0.38 3.15 4.72 3.78 3.38 0.65
Provision for Tax
(a) Current Tax (Refer note no. 14 of Annexure V (C)) 1,215.36 1,798.34 1,532.81 1,092.25 898.86 596.59
(b) Deffered Tax Charge/ (Credit) (Refer note no. 14 of Annexure V (C)) - - (14.06) 553 (14.37) 1.94
Provisions (other than taxation)
(a) For diminution in the value of investments (Net) (Refer note no. 19 of
Annexure V (C)) 11.38 (48.29) 40.96 (111.25) (22.18) 143.30
(b) For standard assets (Refer note no. 20 of Annexure V (C)) (0.15) 2.00 4.75 - - -
Service Tax on charges 562.97 2,265.77 1,702.02 1,290.14 1,192.95 1,346.63
Total (B) 7,160.55 28,319.87 25,223.13 19,993.70 18,529.26 17,201.45
Benefits paid (Net) 26,224.96 95,261.42 79,585.51 81,976.85 87,802.02 77,787.83
Interim & terminal bonuses paid 55.05 240.57 73.72 26.82 15.14 6.86
Change in valuation of liability in respect of life policies
(a) Gross ** 11,586.20 85,917.39 67,585.20 60,655.45 38,679.53 46,625.44
(b) (Amount ceded in Re-insurance) (489.16) (33.77) (303.65) (8.52) (90.05) (79.99)
(c) Amount accepted in Re-insurance - - - - - -
(d) Fund reserve 12,880.03 82,770.65 12,315.43 53,811.86 15,784.01 (1,901.63)
(e) Funds for discontinued policies 3,870.79 3,755.37 271.62 8,381.97 4,854.29 2,767.55
Total (C) 54,127.87 267,911.63 159,527.83 204,844.43 147,044.94 125,206.06
SURPLUS/ (DEFICIT) (D) = (A)-(B)-(C) 2,595.28 6,543.63 6,446.29 7,026.73 8,120.02 7,347.74
Balance of previous year - 231 73.25 119.21 232.64 295.41
Deficit transferred to Balance Sheet - - - - - -
Balance available for appropriation 2,595.28 6,545.94 6,519.53 7,145.94 8,352.66 7,643.15
APPROPRIATIONS
Transfer to Shareholders' account 2,180.27 6,545.94 6,517.23 7,072.69 8,233.45 7,410.51
Transfer to other reserves - - - - - -
Balance being funds for future appropriations 415.01 - 231 73.25 119.21 232.64
Total (D) 2,595.28 6,543.63 6,446.29 7,026.73 8,120.02 7,347.74
Details of Total Surplus :-
a) Interim & Terminal Bonuses Paid 55.05 240.57 73.72 26.82 15.14 6.86
b) Allocation of bonus to policyholders - 7,407.80 6,221.90 4,573.27 3,184.01 2,185.33
¢) Surplus shown in the revenue account 2,595.28 6,543.63 6,446.29 7,026.73 8,120.02 7,347.74
Total Surplus: [(a) + (b) + (c)] 2,650.33 14,192.00 12,741.91 11,626.82 11,319.17 9,539.93

* Represents the deemed realised gain as per norms specified by the Authority

** Represents Mathematical Reserves after allocation of bonus
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Annexure - I11: Restated Summary of Statement of Profit and Loss Account (Shareholders' Account/Non-Technical Account)

® in million)
For the quarter For the year ended

Particulars ended June 30,

2017 March 31, 2017| March 31,2016( March 31, 2015| March 31, 2014| March 31, 2013
Amount transferred from Policyholder Account (Technical Account) 2,180.27 6,545.94 6,517.23 7,072.69 8,233.45 7,410.51
Income from Investments:
(a) Interest, Dividend & Rent - Gross 814.94 3,143.62 2,756.86 2,316.15 1,739.90 1,333.09
(b) Profit on sale / redemption of investments 277.98 843.60 368.71 343.45 207.97 176.12
(c) (Loss on sale / redemption of investments) (16.58) (30.41) (84.64) (14.12) (23.40) (38.64)
(d) Accretion of discount/(amortisation of premium) (net) (6.80) 58.78 136.94 115.65 97.34 34.62
Other Income 34.80 82.14 79.30 74.61 73.55 65.51
Total (A) 3,284.61 10,643.67 9,774.40 9,908.43 10,328.81 8,981.21
Expenses other than those directly related to the insurance business
(a) Rates and Taxes - - - - - -
(b) Directors' sitting fees 0.48 4.38 2.05 2.15 0.88 0.56
(c) Board meeting related expenses 0.75 11.23 8.17 6.73 6.75 2.70
(d) Depreciation 0.75 3.17 2.87 3.02 3.02 241
(e) Other Expenses 21.28 128.04 170.06 35.81 40.42 210.95
(f) Corporate Social Responsibility expenses (Refer note no. 31 of 39.28 128.45 99.43 81.17 . R
Annexure V (C))
Bad debts written off - - - - - -
\C/o(né;;butlon to the Policyholders' Account (Refer note no. 25 of Annexure ) 626.83 936,65 1.496.78 3,010.65 244251
Provisions (Other than taxation)
(a) For diminution in the value of Investment (Net) (Refer note no. 19 of
Annexure V (C)) - (4.12) 4.12 (10.53) (10.44) 20.96
(b) Provision for doubtful debts - - - - - -
Total (B) 62.54 897.98 1,223.35 1,615.13 3,051.28 2,680.09
Profit / (Loss) Before Tax 3,222.07 9,745.69 8,551.05 8,293.30 7,277.53 6,301.12
Provision for Taxation
(a) Current Tax (Refer note no. 14 of Annexure V (C)) 87.59 199.16 127.47 144.32 - -
s?)(lg)t;ﬁered Tax Charge/ (Credit) (Refer note no. 14 of Annexure ) : (17.45) 031 } R
Profit / (Loss) After Tax 3,134.48 9,546.53 8,441.03 8,148.67 7,277.53 6,301.12
APPROPRIATIONS
(a) Balance at the beginning of the year 44,647.82 36,906.65 29,909.91 23,201.17 17,093.59 11,373.60
(b) Interim dividend during the year - 1,500.00 1,200.00 1,200.00 1,000.00 500.00
(c) Proposed final dividend - - - - - -
(d) Dividend distribution tax - 305.36 244.29 239.93 169.95 81.13
Profit / (Loss) carried to the Balance Sheet 47,782.30 44,647.82 36,906.65 29,909.91 23,201.17 17,093.59
Earnings per equity share:
Basic per equity share in I 313 9.55 8.44 8.15 7.28 6.30
Diluted per equity share in¥ 3.13 9.55 8.44 8.15 7.28 6.30
Face value per equity share in ¥ 10.00 10.00 10.00 10.00 10.00 10.00
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Annexure - 1V: Restated Summary Statement of Receipts and Payments Account

® in million)
For the quarter For the year ended
Particulars ended June 30,

2017 March 31, 2017| March 31, 2016 March 31, 2015 March 31, 2014| March 31, 2013
CASH FLOW FROM OPERATING ACTIVITIES
Premium Collection (including Service Tax collected) 39,456.40 214,972.12 161,050.02 130,556.44 109,369.84 105,201.03
Other Receipts 20.55 86.17 82.42 76.68 75.27 71.06
Cash paid towards reinsurance (23.31) 245.14 (672.93) (331.23) (278.33) (210.66)
Cash paid to suppliers and employees (4,650.71) (14,496.44) (12,288.16) (10,326.98) (9,412.10) (10,108.12)
Cash paid towards Income Tax (124.41) (4,192.81) (3,452.66) (2,552.39) (1,874.42) (540.93)
Cash paid towards Service Tax (672.55) (5,051.18) (3,997.62) (3,443.87) (3,071.38) (2,831.11)
Commission Paid (1,878.81) (7,273.87) (6,456.74) (5,321.12) (5,062.95) (4,653.92)
Benefits Paid (24,716.04) (98,707.86) (76,325.88) (81,509.33) (88,063.24) (75,739.65)
Security deposit 180.90 (330.12) (159.07) (33.33) (18.31) 111.93
Net cash from / (for) Operating activities (A) 7,592.02 85,251.15 57,779.38 27,114.87 1,664.38 11,299.63
CASH FLOW FROM INVESTING ACTIVITIES
Cost of purchase of investments (171,576.50) (749,287.54) (679,057.53) (500,022.56) (466,850.26) (496,468.71)
Proceeds from sale of investments 157,525.35 610,555.28 577,913.08 466,396.42 435,627.57 463,892.71
Investments in money market instruments and in liquid mutual funds (Net) (1,508.06) 2,190.31 (8,110.91) 656.71 (1,565.40) 10,146.21
Interest received 15,980.28 45,738.77 37,412.91 28,172.42 23,141.67 17,267.05
Dividend received 580.71 2,590.16 2,675.81 3,264.45 3,263.38 3,134.86
Purchase of fixed assets (305.49) (1,484.67) (1,812.75) (248.72) (515.40) (150.80)
Proceeds from sale of fixed assets 117 2.87 33.43 1.59 1.54 3.36
Expenses related to investments (17.10) (72.38) (69.83) (61.60) (52.72) (70.47)
Security deposit - - 200.00 70.00 (130.00) (20.00)
Loan against Policies (28.68) (45.21) (34.00) (11.13) (4.53) (1.73)
Loans disbursed - (700.00) (1,250.00) - - -
Loan repayment received 37.50 200.00 62.50 - - -
Net cash from / (for) Investing activities (B) 689.18 (90,312.41) (72,037.29) (1,782.42) (7,084.15) (2,267.52)
CASH FLOW FROM FINANCING ACTIVITIES
Proceeds from issue of share capital (net) - - - - - -
Proceeds from short term borrowing - - - - - -
Repayment of short term borrowing - - - - - -
Final Dividend paid - - - - - (500.00)
Interim Dividend paid (1,500.00) (1,200.00) (1,200.00) (1,000.00) (500.00) -
Dividend Distribution Tax (305.36) (244.29) (239.93) (169.95) (81.11) (81.11)
Net cash from / (for) Financing activities (C) (1,805.36) (1,444.29) (1,439.93) (1,169.95) (581.11) (581.11)
Effect of foreign exchange rates on cash and cash equivalents (net) (D) (0.15) (5.24) - - - -
Net increase/(decrease) in cash and cash equivalents (A+B+C+D) 6,475.69 (6,510.79) (15,697.84) 24,162.50 (6,000.88) 8,451.00
Cash and cash equivalents at beginning of the quarter/ year 31,569.66 38,080.45 53,778.29 29,615.79 35,616.67 27,165.67
Cash and cash equivalents at end of the quarter/ year 38,045.35 31,569.66 38,080.45 53,778.29 29,615.79 35,616.67
Cash (including cheques, drafts and stamps) 540.36 1,357.91 2,419.90 1,766.99 1,440.88 1,209.64
Bank Balances (includes bank balances in unit linked funds) 2,261.52 5,659.31 5,134.43 3,946.99 1,933.83 1,673.02
Fixed Deposits(Less than 3 months) 7,345.52 - 355.00 - 2,370.00 2,310.90
Money Market instruments 27,897.95 24,552.44 30,171.12 48,064.31 23,871.08 30,423.11
Total 38,045.35 31,569.66 38,080.45 53,778.29 29,615.79 35,616.67
Reconciliation of Cash & Cash Equivalents with Cash & Bank Balance
Add:- Fixed deposit more than 3 months - Shareholder & Policyholder 8,700.69 17,281.20 18,258.30 19,523.80 19,678.20 16,338.30
Add:- Fixed deposit more than 3 months - Unit Linked Policyholder - - - - - -
Less:- Money Market instruments (27,897.96) (24,552.44) (30,171.12) (48,064.31) (23,871.08) (30,423.11)
Cash & Bank Balances 18,848.08 24,298.42 26,167.63 25,237.78 25,422.91 21,531.86
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THE OFFER

Offer of Equity Shares®

Up to 120,000,000 Equity Shares

Of which

Offer for Sale by State Bank®

Up to 80,000,000 Equity Shares

Offer of Sale by BNPPC®

Up to 40,000,000 Equity Shares

The Offer consists of:

Employee Reservation Portion®)

Up to 2,000,000 Equity Shares

State Bank Shareholders Reservation Portion®

Up to 12,000,000 Equity Shares

Net Offer

Up to 106,000,000 Equity Shares

The Net Offer consists of:

A) QIB portion®®)

[ 53,000,000 Equity Shares

Of which

(i) Anchor Investor Portion®

Up to 31,800,000 Equity Shares

(if) Balance available for allocation to QIBs other than
Anchor Investors (assuming Anchor Investor Portion is
fully subscribed)

Up to 21,200,000 Equity Shares

Of which

Available for allocation to Mutual Funds only (5% of the QIB
Portion (excluding the Anchor Investor Portion))

At least 1,060,000 Equity Shares

Balance of QIB Portion for all QIBs including Mutual Funds
(excluding the Anchor Investor Portion)

20,140,000 Equity Shares

B) Non-Institutional Portion®

Not less than 15,900,000 Equity Shares

C) Retail Portion®

Not less than 37,100,000 Equity Shares

Equity Shares pre and post Offer

Equity Shares outstanding prior to the Offer

1,000,000,000 Equity Shares

Equity Shares outstanding after the Offer

1,000,000,000 Equity Shares

0]

@

©)

4

State Bank has provided its in-principle approval for its participation in the Offer of up to 8% of the issued subscribed and paid-up
Share capital of our Company pursuant to a resolution passed by the Executive Committee of the Central Board of directors of State
Bank on May 11, 2017 and BNPPC has provided its in-principle approval for its participation in the Offer of up to 4% of the issued,
subscribed and paid-up Share capital of our Company pursuant to a resolution passed by its board of directors on May 30, 2017.
Subsequently, State Bank has provided its final approval for its participation in the Offer of up to 80,000,000 Equity Shares pursuant to
a resolution passed by the Executive Committee of the Central Board of directors of State Bank on July 10, 2017 and BNPPC provided
its final approval for its participation in the Offer of up to 40,000,000 Equity Shares pursuant to a letter dated July 10, 2017 issued by
the chief executive officer of BNPPC. The Equity Shares to be offered in the Offer have been held by the Promoter Selling Shareholders
for a period of at least one year prior to the date of the Draft Red Herring Prospectus and hence are eligible for being offered for sale
in the Offer. Further, our Board of Directors provided in-principle approval for the Offer pursuant to its resolution dated April 18,
2017 and our Board of Directors approved the Offer pursuant to its resolution dated July 13, 2017.

Our Company and the Promoter Selling Shareholders in consultation with the Lead Managers, may allocate up to 60% of the QIB
Portion to Anchor Investors on a discretionary basis, in accordance with the SEBI Regulations. One third of the Anchor Investor
Portion shall be reserved for domestic Mutual Funds, subject to valid Bids being received from domestic Mutual Funds at or above the
Anchor Investor Allocation Price. For further details, see “Offer Procedure” beginning on page 445.

Subject to valid Bids being received at or above the Offer Price, under-subscription, if any, in any category, except in the QIB Portion,
would be allowed to be met with spill over from any other category or combination of categories at the discretion of our Company and
the Promoter Selling Shareholders, in consultation with the Lead Managers and the Designated Stock Exchange. The unsubscribed
portion if any, in the Employee Reservation Portion and the State Bank Shareholders Reservation Portion shall be added back to the
Net Offer. In case of under-subscription in the Net Offer, spill-over to the extent of such under-subscription shall be permitted from the
Employee Reservation Portion and the State Bank Shareholders Reservation Portion.

Our Company and the Promoter Selling Shareholders in consultation with the Lead Managers, may offer an Employee Discount of

[®]% (equivalent of ¥ [e]) per Equity Share, which shall be announced at least five Working Days prior to the Bid/Offer Opening
Date.

Allocation to investors in all categories, except the Retail Portion and the Anchor Investor Portion, if any, shall be made on a
proportionate basis.
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GENERAL INFORMATION

Our Company was incorporated at Mumbai on October 11, 2000 as SBI Life Insurance Company Limited, a public limited
company under the Companies Act, 1956. Our Company received a certificate of commencement of business on November
20, 2000. Our Company registered with IRDAI for carrying out the business of life insurance pursuant to registration
certificate dated March 29, 2001.

For details of the business of our Company, see “Our Business” on page 121.
Registered Office and Corporate Office of our Company

SBI Life Insurance Company Limited

‘NATRAJ’, M. V. Road and Western Express Highway Junction
Andheri (East)

Mumbai 400 069

Tel: (91 22) 6191 1000

Fax: (91 22) 6191 0338

E-mail: investor@sbilife.co.in

Website: www.shilife.co.in

CIN: U99999MH2000PLC129113

Registration Number with the IRDAI: 111

Address of the RoC
Our Company is registered with the RoC situated at 100, Everest, Marine Drive, Mumbai 400 002.
Board of Directors

Our Board comprises the following Directors as on the date of filing of this Red Herring Prospectus:

Name Designation DIN Address
Arundhati Bhattacharya | Chairman (Nominee Director of State 02011213 |Dunedin, number 5, J. Mehta Road,
Bank) Malabar Hills, Mumbai 400 006

Rajnish Kumar Nominee Director of State Bank 05328267 |D-10, Kinellan Tower, 100-A, Nepean
Sea Road, Mumbai, 400 006

Dinesh Kumar Khara Nominee Director of State Bank 06737041 |D-11, Kinellan Tower, 100-A, Nepean
Sea Road, Mumbai 400 006

Gérard Binet Nominee Director of BNPPC 00066024 |19, Route de la passerelle, Le Vesinet,
78110

Pierre de Portier de Nominee Director of BNPPC 06738111 |5 A, Rue Quinault, Saint-Germain-en-

Villeneuve Laye, 78100

Avrijit Basu Managing Director and Chief Executive | 06907779 |D-6, Kinellan Tower, 100-A, Nepean

Officer Sea Road, Mumbai 400 006

Ravi Rambabu Independent Director 01845094 |Plot No. 660, Road No. 33, Jubilee
Hills, Hyderabad 500 033

Nilesh S. Vikamsey Independent Director 00031213 |184, 18™ Floor, Kalpataru Habitat, Dr.
S. S. Rao Road, Parel, Mumbai 400 012

Raj Narain Bhardwaj Independent Director 01571764 |402, Moksh Apartments, Upper Govind
Nagar, Malad East, Mumbai, 400 097

Joji Sekhon Gill Independent Director 05310881 |201B, Court Greens, Laburnum,
Sushant Lok-1, Gurugram, 122 002

Deepak Amin Independent Director 01289453 103/104 Neelkanth Tirth, 6" road,
Chembur, Mumbai, 400 071

Somasekhar Sundaresan | Independent Director 00208087 54 B, Twin Towers, Twin Towers Lane,
off Veer Savarkar road, Prabhadevi,
Mumbai, 400 025

For further details of our Directors, see “Our Management” beginning on page 173.
Chief Financial Officer

Sangramjit Sarangi

SBI Life Insurance Company Limited

‘NATRAJ’, M. V. Road and Western Express Highway Junction
Andheri (East)

Mumbai 400 069
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Tel: (91 22) 6191 0281
Fax: (91 22) 6191 0517
E-mail: sangramjit.sarangi@sbilife.co.in

Company Secretary and Compliance Officer for the Offer

Aniket K. Karandikar

SBI Life Insurance Company Limited

‘NATRAJ’, M. V. Road and Western Express Highway Junction
Andheri (East), Mumbai 400 069

Tel: (91 22) 6191 0047

Fax: (91 22) 6191 0517

E-mail: aniket.karandikar@sbilife.co.in

Investors can contact the Company Secretary and Compliance Officer for the Offer, the Lead Managers or the
Registrar to the Offer in case of any pre-Offer or post-Offer related problems, such as non-receipt of letters of
Allotment, non-credit of Allotted Equity Shares in the respective beneficiary account, non-receipt of refund orders
and non-receipt of funds by electronic mode.

All grievances may be addressed to the Registrar to the Offer with a copy to the relevant Designated Intermediary to whom
the Bid cum Application Form was submitted. The Bidder should give full details such as name of the sole or first Bidder,
Bid cum Application Form number, Bidder DP ID, Client ID, PAN, date of submission of the Bid cum Application Form,
address of the Bidder, number of the Equity Shares applied for and the name and address of the Designated Intermediary to
whom the Bid cum Application Form was submitted by the Bidder.

Further, the Bidders shall also enclose a copy of the Acknowledgement Slip duly received from the Designated Intermediaries

in addition to the documents/information mentioned hereinabove.

Lead Managers

JM Financial Institutional Securities Limited
7" Floor, Cnergy

Appasaheb Marathe Marg

Prabhadevi

Mumbai 400 025

Tel: (91 22) 6630 3030

Fax: (91 22) 6630 3330

E-mail: shilife.ipo@jmfl.com

Investor grievance e-mail: grievance.ibd@jmfl.com
Website: www.jmfl.com

Contact person: Prachee Dhuri

SEBI registration number: INM000010361

BNP Paribas”

BNP Paribas House, 1 North Avenue
Maker Maxity, Bandra Kurla Complex
Bandra (East)

Mumbai 400 051

Tel: (91 22) 3370 4000

Fax: (91 22) 6196 5194

E-mail: dl.ipo.shilife@asia.bnpparibas.com
Investor grievance e-mail:
indiainvestors.care@asia.bnpparibas.com
Website: www.bnpparibas.co.in

Contact person: Arkadeep Biswas

SEBI registration number: INM000011534

* In compliance with the proviso to Regulation 21A(1) of
the Securities and Exchange Board of India (Merchant
Bankers) Regulations, 1992, as amended, read with proviso
to Regulation 5(3) of the SEBI Regulations, BNPP will be

involved only in marketing of the Offer.

Deutsche Equities India Private Limited
The Capital, 14th floor

C-70, G Block, Bandra Kurla Complex
Mumbai 400 051

Tel: (91 22) 7180 4444
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Axis Capital Limited

1% floor, Axis House

C 2 Wadia International Centre
Pandurang Budhkar Marg, Worli
Mumbai 400 025

Tel: (91 22) 4325 2183

Fax: (91 22) 4325 3000

E-mail: shilife.ipo@axiscap.in

Investor Grievance E-mail: complaints@axiscap.in
Website: www.axiscapital.co.in
Contact Person: Simran Gadh

SEBI Registration No.: INM000012029

Citigroup Global Markets India Private Limited
1202, 12th Floor, First International Financial Center
G-Block C54 & 55, Bandra Kurla Complex

Bandra (East), Mumbai 400 098

Tel: (91 22) 6175 9999

Fax: (91 22) 6175 9961

E-mail: sbi.life.ipo@citi.com

Investor grievance e-mail: investors.cgmib@citi.com
Website: www.online.citibank.co.in

Contact person: Ashish Guneta

SEBI registration number: INM000010718

ICICI Securities Limited
ICICI Center, H.T. Parekh Marg
Churchgate

Mumbai 400 020

Tel: (91 22) 2288 2460



Fax: (91 22) 7180 4199

E-mail: shilife.ipo@db.com

Investor grievance e-mail: db.redressal@db.com
Website: www.db.com/India

Contact person: Viren Jairath

SEBI registration number: INM000010833

Kotak Mahindra Capital Company Limited
1%t Floor, 27 BKC, Plot No. 27

“G” Block, Bandra Kurla Complex

Bandra (East)

Mumbai 400 051

Tel: (91 22) 4336 0000

Fax: (91 22) 6713 2445

E-mail: shilife.ipo@kotak.com

Investor Grievance ID: kmccredressal@kotak.com
Website: www.investmentbank.kotak.com
Contact Person: Ganesh Rane

SEBI registration No.: INM000008704

Syndicate Members

JM Financial Services Limited

2, 3 and 4, Kamanwala Chambers, Ground Floor, Sir P M
Road, Fort, Mumbai 400 001

Tel: (91 22) 6136 3400

Fax: (91 22) 2266 5902

E-mail: surajit.misra@jmfl.com

Investor Grievance ID: ig.distribution@jmfl.com
Website: www.jmfinancialservices.in

Contact Person: Surajit Misra/Deepak Vaidya/T. N. Kumar
SEBI registration No.: BSE-INB/F 011054831; NSE-
INB/F231054835

SBICAP Securities Limited

Marathon Futurex, 12th Floor, A & B-Wing, N. M. Joshi
Marg Lower Parel, Mumbai — 400 013

Tel: (91 22) 4227 3300/

Fax number: (91 22) 42273390

E-mail: archana.dedhia@shicapsec.com

Investor Grievance E-mail: complaints@sbicapsec.com
Website: www.shismart.com

Contact Person: Archana Dedhia

SEBI registration No.: NSE-INB231052938; BSE-
INB011053031

Indian Legal Counsel to our Company and State Bank

Cyril Amarchand Mangaldas
5% Floor, Peninsula Chambers
Peninsula Corporate Park
Ganpatrao Kadam Marg
Lower Parel

Mumbai 400 013

Tel: (91 22) 2496 4455

Fax: (91 22) 2496 3666

International Legal Counsel to our Company

Squire Patton Boggs Singapore LLP
10 Collyer Quay
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Fax: (91 22) 2282 6580

E-mail: shilife.ipo@icicisecurities.com
Investor grievance e-mail:
customercare@icicisecurities.com

Website: www.icicisecurities.com

Contact person: Vishal Kanjani/Govind Khetan
SEBI registration number: INM000011179

SBI Capital Markets Limited*

202, Maker Tower ‘E’

Cuffe Parade

Mumbai 400 005

Tel: (91 22) 2217 8300

Fax: (91 22) 2218 8332

E-mail: shilife.ipo@sbicaps.com

Investor Grievance e-mail: investor.relations@sbicaps.com
Website: www.shicaps.com

Contact person: Gitesh Vargantwar/Sambit Rath

SEBI registration number: INM000003531

* In compliance with the proviso to Regulation 21A(1) of the
Securities and Exchange Board of India (Merchant Bankers)
Regulations, 1992, as amended, read with proviso to Regulation
5(3) of the SEBI Regulations, SBI Capital Markets Limited will
be involved only in marketing of the Offer.

Kotak Securities Limited

12-BKC, Plot No. C-12, “G” Block, Bandra Kurla Complex
Bandra (East), Mumbai - 400 051

Tel: (91 22) 6218 5470

Fax: (91 22) 6661 7041

E-mail: umesh.gupta@kotak.com

Website: www.kotak.com

Contact Person: Umesh Gupta

SEBI Registration No.: BSE-INB010808153;
NSE-INB230808130

Sharekhan Limited

10" Floor, Beta Building, Lodha iThink Techno Campus, off
Jogeshwari-Vikhroli Link Road, opposite Kanjurmarg Railway
Station, Kanjurmarg (East), Mumbai 400 042

Tel: (91 22) 6115 0000

Fax: (91 22) 6748 1899

E-mail: ipo@sharekhan.com

Investor Grievance ID: myaccount@sharekhan.com

Website: www.sharekhan.com

Contact Person:Pravin Darji/Mehul Koradia

SEBI registration No.: BSE-INB011073351, NSE-
INB231073330


mailto:investor.relations@sbicaps.com
http://www.sbicaps.com/

#03-01/03 Ocean Financial Centre
Singapore 049 315

Tel: (65) 6922 8668

Fax: (65) 6922 8650

Indian Legal Counsel to the Lead Managers

Khaitan & Co

One Indiabulls Centre
13" Floor, Tower 1

841 Senapati Bapat Marg
Mumbai 400 013

Tel: (91 22) 6636 5000
Fax: (91 22) 6636 5050

International Legal Counsel to BNPP, Citi and Deutsche

Milbank, Tweed, Hadley & McCloy LLP
30/F, Alexandra House

18 Chater Road, Central

Hong Kong

Tel: (852) 2971 4888

Fax: (852) 2840 0792

Indian Legal Counsel to BNPPC

AZB & Partners

AZB House

Peninsula Corporate Park
Ganpatrao Kadam Marg
Lower Parel

Mumbai 400 013

Tel: (91 22) 6639 6880
Fax: (91 22) 6639 6888

Joint Auditors of our Company

L. S. Nalwaya & Co., Chartered Accountants
# 405, Timmy Arcade, Makwana Road

Opp. Andheri Kurla Road, Marol, Andheri (East)
Mumbai — 400 059

Tel: (91 22) 2859 1141

Fax: (91 22) 2859 1145

E-mail: info@Isnco.com

Firm registration number: 115645W

Peer review number: 008404

Banker to the Offer/Public Account Bank/Refund Bank

State Bank of India

Capital Market Branch, Videocon Heritage Building
Charanjit Rai Marg, off D N Road, Fort, Mumbai — 400 001
Tel: (91 22) 2209 4932/4927

Fax: (91 22) 2209 4921/4922

E-mail: nib.11777@sbi.co.in /shi.11777@sbi.co.in
Investor Grievance
ID:nib.11777@sbi.co.in/shi.11777@sbi.co.in
Website: www.shi.co.in

Contact Person: Indrakant Chaurasia

SEBI registration No.: INBI00000038

Banker to our Company

State Bank of India

Raaj Chamber, Seth Nagardas Road
Andheri East, Mumbai — 400 069
Tel: (91 22) 2839 2925
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P. Parikh & Associates, Chartered Accountants
501, Sujata Chambers

Off. Narsi Natha Street

Mumbai — 400 009

Tel: (91 22) 2344 3549

Fax: (91 22) 2341 5455

E-mail: ashok.rajagiri@pparikh.com

Firm registration number: 107564W

Peer review number: 006766



Fax: (91 22) 6553 8658

E-mail: shi.00539@sbi.co.in
Website: www.shi.co.in

Contact person: Shivangi Umarye

Registrar to the Offer

Karvy Computershare Private Limited

Karvy Selenium Tower B, Plot 31-32 Gachibowli
Financial District Nanakramguda, Hyderabad 500 032
Tel: (91 40) 6716 2222

Fax: (91 40) 2343 1551

E-mail: einward.ris@karvy.com

Investor grievance e-mail: sbhilife.ipo@karvy.com
Website: https://karisma.karvy.com

Contact person: M. Murali Krishna

SEBI registration number: INR000000221

Designated Intermediaries
Self Certified Syndicate Banks

The list of banks that have been notified by SEBI to act as the SCSBs for the ASBA process is provided on the website of
SEBI at (http://www.sebi.gov.in/sebiweb/other/OtherAction.do?doRecognised=yes) and updated from time to time. For a list
of branches of the SCSBs named by the respective SCSBs to receive the ASBA Forms from the Designated Intermediaries,
please refer to the above-mentioned link.

Syndicate SCSB Branches

In relation to Bids (other than Bids by Anchor Investors) submitted to a member of the Syndicate, the list of branches of the
SCSBs at the Specified Locations named by the respective SCSBs to receive deposits of Bid cum Application Forms from the
members of the Syndicate is available on the website of the SEBI at
(http://www.sebi.gov.in/sebiweb/other/Other Action.do?doRecognised=yes) and updated from time to time. For more
information on such branches collecting Bid cum Application Forms from the Syndicate at Specified Locations, see the
website of the SEBI at (http://www.sebi.gov.in/sebiweb/other/OtherAction.do?doRecognised=yes).

Registered Brokers

The list of the Registered Brokers, including details such as postal address, telephone number and e-mail address, is provided
on the websites of the BSE and the NSE at
http://www.bseindia.com/Markets/Publiclssues/brokercentres_new.aspx?expandable=3 and
http://www.nseindia.com/products/content/equities/ipos/ipo_mem_terminal.htm, respectively, as updated from time to time.

Registrar and Share Transfer Agents

The list of the RTAs eligible to accept ASBA Forms at the Designated RTA Locations, including details such as address,
telephone number and e-mail address, is provided on the websites of the BSE and the NSE at
http://www.bseindia.com/Static/Markets/Publiclssues/RtaDp.aspx?expandable=6 and
http://www.nseindia.com/products/content/equities/ipos/asba_procedures.htm, respectively, as updated from time to time.

Collecting Depository Participants

The list of the CDPs eligible to accept ASBA Forms at the Designated CDP Locations, including details such as name and
contact details, is provided on the websites of the BSE and the NSE at
http://www.bseindia.com/Static/Markets/Publiclssues/RtaDp.aspx?expandable=6 and
http://www.nseindia.com/products/content/equities/ipos/asba_procedures.htm, respectively, as updated from time to time.

Experts
Except as stated below, our Company has not obtained any expert opinions:

Our Company has received written consent from the Joint Auditors L.S. Nalwaya & Co., Chartered Accountants and P.
Parikh & Associates, Chartered Accountants to include their name as required under Section 26(1)(a)(v) of the Companies
Act 2013 in this Red Herring Prospectus and as an “expert” defined under Section 2(38) of the Companies Act 2013 in
respect of the examination report of the Joint Auditors dated September 7, 2017 on the Restated Financial Statements, and the
statement of tax benefits dated September 7, 2017 included in this Red Herring Prospectus and such consent has not been
withdrawn as on the date of this Red Herring Prospectus. As the Equity Shares in the Offer will not be registered with the
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United States Securities and Exchange Commission, any references to the term “expert” herein and the Joint Auditors’
consent to be named as “expert” to the Offer are not in the context of a U.S. registered offering of securities.

Our Company has obtained the Embedded Value Report from Vivek Jalan, FIAI, a Willis Towers Watson empanelled
actuary, in accordance with the IRDAI Issuance of Capital Regulations. Our Company has received written consent from
Vivek Jalan, FIAI, a Willis Towers Watson empanelled actuary, to include his name as required under Section 26(1)(a)(v) of
the Companies Act 2013 in this Red Herring Prospectus and as “expert” as defined under section 2(38) of the Companies Act
2013 in respect of the Embedded Value Report and such consent has not been withdrawn as on the date of this Red Herring
Prospectus.

Inter-se allocation of Responsibilities:

The following table sets forth details of the inter-se allocation of responsibilities for various activities among the Lead
Managers for the Offer:

Sr. Activity Responsibilities Co-ordination
No.
1. Capital structuring with relative components and formalities such as |JM Financial, Axis, JM Financial
type of instruments, etc. Citi, Deutsche, I-Sec
and Kotak
2. Due diligence of Company’s operations/management/business/ legal | JM  Financial, AXxis, JM Financial
etc., and drafting and design of Draft Red Herring Prospectus, Red | Citi, Deutsche, I-Sec
Herring Prospectus and the Prospectus, abridged prospectus and [and Kotak
application form.
The Lead Managers shall ensure compliance with stipulated
requirements and completion of prescribed formalities with the
Stock Exchanges, RoC and SEBI including finalization of
Prospectus and RoC filing, follow up and co-ordination till final
approval from all regulatory authorities.
3. Drafting and approval of all statutory advertisements. JM Financial, Axis, Kotak
Citi, Deutsche, I-Sec
and Kotak
4, Drafting and approval of all publicity material other than statutory |JM Financial, Axis, Deutsche
advertisements including corporate advertisements, brochures, media | Citi, Deutsche, I-Sec
monitoring, etc. and Kotak
5. Selection of other intermediaries such as, Registrar to the Offer,|JM Financial, Axis, AXis
printers and advertising agency. Citi, Deutsche, I-Sec
and Kotak
6. Preparation of road show presentation and frequently asked |JM Financial, Axis, Deutsche
questions. Citi, Deutsche, I-Sec
and Kotak
7. International institutional marketing strategy, in consultation with |[JM Financial, Axis, Citi
the Company. BNPP, Citi, Deutsche,
I-Sec, Kotak and SBI
Capital
8. Finalising the international institutional meetings including road |JM Financial, AXis, BNPP
show schedule which will include, inter alia, finalisation of the list. | BNPP, Citi, Deutsche,
I-Sec, Kotak and SBI
Capital
9. Domestic institutional marketing, which will include, inter alia, JM Financial, AXis, SBI Capital
o Finalise the list and division of investors for investor meetings, :BIS\IPP,I?:l,kDeu(;cscShBeI,
institutional allocation in consultation with the Company; C-asg:tlal otak an
e Finalising the list and division of investors for investor
meetings; and
¢ Finalising investor meeting schedules.
10. |Non-Institutional and Retail marketing of the Offer, which will|{JM Financial, Axis, Axis/Kotak
cover, inter alia, BNPP, Citi, Deutsche,
e Formulating marketing strategies, preparation of publicity I-Se_c, Kotak and SBI
budget: Capital
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Sr. Activity Responsibilities Co-ordination
No.

e Finalise media and public relation strategy;
¢ Finalising centers for holding conferences for brokers etc.
¢ Finalising collection centers; and

e Follow-up on distribution of publicity and Issuer material
including form, prospectus and deciding on the quantum of the
Offer material.

11. |Co-ordination with Stock Exchange for Book Building software, |JM Financial, AXis, I-Sec
bidding terminals, mock trading, payment of 1% security deposit and | Citi, Deutsche, 1-Sec
intimation of anchor allocation. and Kotak
12. |Consulting with our Company and the Promoter Selling|JM Financial, AXis, Citi
Shareholders for finalisation of pricing. Citi, Deutsche, I-Sec
and Kotak
13. |Post-Offer activities, which shall involve essential follow-up steps|JM Financial, AXis, I-Sec

including follow-up with bankers to the issue and Self Certified|Citi, Deutsche, 1-Sec
Syndicate Banks to get quick estimates of collection and advising |and Kotak

the issuer about the closure of the Offer, based on correct figures,
finalisation of the basis of allotment or weeding out of multiple
applications, listing of instruments, dispatch of certificates or demat
credit and refunds and co-ordination with various agencies
connected with the post-issue activity such as Registrar to the Offer,
Banker to the Offer, Self-Certified Syndicate Banks etc. including
responsibility for underwriting arrangements, as applicable, co-
ordinating with Stock Exchanges and SEBI for Release of 1%
security deposit post closure of the Offer.

14. |Payment of STT on behalf of the Promoter Selling Shareholders JM Financial, Axis, AXis
Citi, Deutsche, I-Sec
and Kotak

Book Building Process

Book building, in the context of the Offer, refers to the process of collection of Bids from investors on the basis of this Red
Herring Prospectus within the Price Band and Employee discount will be decided by our Company and the Promoter Selling
Shareholders, in consultation with Lead Managers, and which shall be notified in all editions of Financial Express, all editions
of Jansatta and Mumbai edition of Navshakti (which are English, Hindi and Marathi newspapers, Marathi being the regional
language of Maharashtra, where the Registered Office is located), each with wide circulation at least five Working Days prior
to the Bid/Offer Opening Date. The Offer Price shall be determined by our Company and the Promoter Selling Shareholders
in consultation with the Lead Managers after the Bid/Offer Closing Date.

All Bidders except Anchor Investors can participate in the Offer only through the ASBA process.

In accordance with the SEBI Regulations, QIBs Bidding in the QIB Portion and Non-Institutional Investors Bidding
in the Non-Institutional Portion are not allowed to withdraw or lower the size of their Bids (in terms of the quantity of
the Equity Shares or the Bid Amount) at any stage. Retail Individual Bidders, Eligible Employees and State Bank
Shareholders can revise their Bids during the Bid/Offer Period and withdraw their Bids until the Bid/Offer Closing
Date. Further, Anchor Investors cannot withdraw their Bids after the Anchor Investor Bid/Offer Period. Allocation to
the Anchor Investors will be on a discretionary basis.

For further details, see “Offer Structure” and “Offer Procedure” beginning on pages 439 and 445, respectively.
Illustration of Book Building Process and Price Discovery Process

For an illustration of the Book Building Process and the price discovery process, see “Offer Procedure — Part B — Basis of
Allocation-Illustration of Book Building Process and Price Discovery Process” on page 473.

Underwriting Agreement

After the determination of the Offer Price, but prior to the filing of the Prospectus with the RoC, our Company and the
Promoter Selling Shareholders propose to enter into an Underwriting Agreement with the Underwriters for the Equity Shares
proposed to be offered through the Offer. Pursuant to the terms of the Underwriting Agreement, the obligations of the
Underwriters will be several and will be subject to certain conditions specified therein.
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The Underwriters have indicated their intention to underwrite the following number of Equity Shares:

(This portion has been intentionally left blank and will be completed before filing the Prospectus with the RoC.).

Name, address, telephone number, fax number and e-mail | Indicative number of Equity Amount
address of the Underwriters Shares to be underwritten underwritten
(X in million)
[e] [e] [e]

The above-mentioned is indicative underwriting and will be finalised after pricing and actual allocation and subject to the
provisions of the SEBI Regulations.

In the opinion of our Board (based on certificates provided by the Underwriters), the resources of the Underwriters are
sufficient to enable them to discharge their respective underwriting obligations in full. The Underwriters are registered with
SEBI under Section 12(1) of the SEBI Act or registered as brokers with the Stock Exchange(s). Our Board of Directors at its
meeting held on [e], has accepted and entered into the Underwriting Agreement mentioned above on behalf of our Company.

Allocation among the Underwriters may not necessarily be in proportion to their underwriting commitment.

Notwithstanding the above, the Underwriters shall be severally responsible for ensuring payment with respect to the Equity
Shares allocated to investors procured by them. In the event of any default in payment, the respective Underwriter, in addition
to other obligations defined in the Underwriting Agreement, will also be required to procure purchasers for or purchase of the
Equity Shares to the extent of the defaulted amount in accordance with the Underwriting Agreement.
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CAPITAL STRUCTURE

The following table sets forth details of the Equity Share capital of our Company as at the date of this Red Herring

Prospectus:
Aggregate value at face Aggregate value at
value (in X) Offer Price (in )
A AUTHORISED SHARE CAPITAL
2,000,000,000 Equity Shares ‘ 20,000,000,000 ‘
B ISSUED, SUBSCRIBED AND PAID-UP SHARE CAPITAL BEFORE THE OFFER
1,000,000,000 Equity Shares ‘ 10,000,000,000 ‘
C PRESENT OFFER IN TERMS OF THIS RED HERRING PROSPECTUS
Offer for sale of up to 120,000,000 Equity Shares® 1,200,000,000 [o]
Which includes
Employee Reservation Portion of up to 2,000,000 Equity Shares 20,000,000 [*]
State Bank Shareholders Reservation Portion of up to 120,000,000 [®]
12,000,000 Equity Shares
D ISSUED, SUBSCRIBED AND PAID-UP SHARE CAPITAL AFTER THE OFFER
1,000,000,000 Equity Shares 10,000,000,000
E SECURITIES PREMIUM ACCOUNT
Before the Offer Nil
After the Offer Nil

(1) State Bank has provided its in-principle approval for its participation in the Offer of up to 8% of the issued subscribed and paid-up

Share capital of our Company pursuant to a resolution passed by the Executive Committee of the Central Board of directors of State
Bank on May 11, 2017 and BNPPC has provided its in-principle approval for its participation in the Offer of up to 4% of the issued,
subscribed and paid-up Share capital of our Company pursuant to a resolution passed by its board of directors on May 30, 2017.
Subsequently, State Bank has provided its final approval for its participation in the Offer of up to 80,000,000 Equity Shares pursuant to
a resolution passed by the Executive Committee of the Central Board of directors of State Bank on July 10, 2017 and BNPPC provided
its final approval for its participation in the Offer of up to 40,000,000 Equity Shares pursuant to a letter dated July 10, 2017 issued by
the chief executive officer of BNPPC. The Equity Shares to be offered in the Offer have been held by the Promoter Selling Shareholders
for a period of at least one year prior to the date of the Draft Red Herring Prospectus and hence are eligible for being offered for sale
in the Offer. Further, our Board of Directors provided in-principle approval for the Offer pursuant to its resolution dated April 18,
2017 and our Board of Directors approved the Offer pursuant to its resolution dated July 13, 2017.

Changes in the authorised share capital of our Company

1.

The initial authorised share capital of our Company was X 2,500,000,000 comprising 250,000,000 Equity Shares was
increased to ¥ 5,000,000,000 comprising 500,000,000 Equity Shares, pursuant to a resolution passed by our
Shareholders in their extra-ordinary general meeting held on February 25, 2005.

The authorised share capital of our Company of X 5,000,000,000 comprising 500,000,000 Equity Shares was
increased to X 10,000,000,000 comprising 1,000,000,000 Equity Shares, pursuant to a resolution passed by our
Shareholders in their extra-ordinary general meeting held on January 13, 2007.

The authorised share capital of our Company of X 10,000,000,000 comprising 1,000,000,000 Equity Shares was
increased to %20,000,000,000 comprising 2,000,000,000 Equity Shares, pursuant to a resolution passed by our
Shareholders in their annual general meeting held on April 26, 2008.

Notes to the Capital Structure

1.

Equity Share capital history of our Company

The following table sets forth details of the history of paid-up Equity Share capital of our Company:

Date of Number of Face | Issue price Reason for Consideration Cumulative Cumulative Cumulative
allotment | Equity Shares | value | (including allotment number of paid-up Equity | securities
of Equity allotted ® premium, Equity Shares Share capital premium

Shares if ®) ®)

applicable)
®)
November 700 10 10 Subscription to Cash 700 7,000 Nil
3, 2000* the
Memorandum®
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Date of Number of Face | Issue price Reason for Consideration Cumulative Cumulative Cumulative
allotment | Equity Shares | value | (including allotment number of paid-up Equity | securities
of Equity allotted ®) premium, Equity Shares Share capital premium

Shares if ®) ®)

applicable)
®)

March 9, 124,999,300 10 10 Allotment® Cash 125,000,000 1,250,000,000 Nil
2001

March 31, 50,000,000 10 10 Rights issue® Cash 175,000,000 1,750,000,000 Nil
2004

March 24, 175,000,000 10 10 Rights issue® Cash 350,000,000 3,500,000,000 Nil
2005

March 31, 75,000,000 10 10 Rights issue © Cash 425,000,000 4,250,000,000 Nil
2006

December 75,000,000 10 10 Rights issue © Cash 500,000,000 5,000,000,000 Nil
26, 2006

September 100,000,000 10 10 Rights issue @ Cash 600,000,000 6,000,000,000 Nil
24, 2007

March 7, 400,000,000 10 10 Rights issue © Cash 1,000,000,000 10,000,000,000 Nil
2008

*  Date of subscription to the Memorandum is October 6, 2000.

@
@

dated March 9, 2001.

®

dated March 31, 2004.

4)

dated March 24, 2005.

®)

dated March 31, 2006.

©)

dated December 26, 2006.

U]

dated September 24, 2007.

®)

dated March 7, 2008.

700 Equity Shares were allotted to State Bank and six individuals (who held 100 Equity Shares each as nominees of State Bank).

92,499,300 and 32,500,000 Equity Shares were allotted to State Bank and BNPPC, respectively, pursuant to the resolution of our Board

37,000,000 and 13,000,000 Equity Shares were allotted to State Bank and BNPPC, respectively, pursuant to the resolution of our Board

129,500,000 and 45,500,000 Equity Shares were allotted to State Bank and BNPPC, respectively, pursuant to the resolution of our Board

55,500,000 and 19,500,000 Equity Shares were allotted to State Bank and BNPPC, respectively, pursuant to the resolution of our Board

55,500,000 and 19,500,000 Equity Shares were allotted to State Bank and BNPPC, respectively, pursuant to the resolution of our Board

74,000,000 and 26,000,000 Equity Shares were allotted to State Bank and BNPPC, respectively, pursuant to the resolution of our Board

296,000,000 and 104,000,000 Equity Shares were allotted to State Bank and BNPPC, respectively, pursuant to the resolution of our Board

The details of Equity Shares allotted for consideration other than cash or out of revaluation reserves

Our Company has not allotted any Equity Shares for consideration other than cash or out of revaluation reserves.

Issue of Equity Shares in the last two preceding years

Our Company has not issued any Equity Shares in the last two years immediately preceding the date of the Draft
Red Herring Prospectus.

History of Equity Share capital held by our Promoters

As on the date of this Red Herring Prospectus, our Promoters hold 961,000,000 Equity Shares, constituting 96.10%
of the issued, subscribed and paid-up Equity Share capital of our Company.

@)

Build-up of our Promoters’ shareholding in our Company

The following table sets forth details of the build-up of the shareholding of our Promoters (who are also
Promoter Selling Shareholders) since incorporation of our Company:

Date of Nature of Number of Nature of | Face Issue Percentage of| Percentage
transaction transaction Equity Shares |considerati| value |price/transfe |the pre-Offer| of the post-
on ® r price per capital Offer capital
Equity Share
®)
State Bank
November 3, | Subscription to 700* Cash 10 10 Negligible Negligible
2000# the
Memorandum of
Association
March 9, Allotment 92,499,300 Cash 10 10 9.25 9.25
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Date of Nature of Number of Nature of | Face Issue Percentage of| Percentage
transaction | transaction Equity Shares |considerati| value | price/transfe |the pre-Offer| of the post-
on ® r price per capital Offer capital
Equity Share
()
2001
March 31, Rights issue 37,000,000 Cash 10 10 3.70 3.70
2004
March 24, Rights issue 129,500,000 Cash 10 10 12.95 12.95
2005
March 31, Rights issue 55,500,000 Cash 10 10 5.55 5.55
2006
December 26, | Rights issue 55,500,000 Cash 10 10 5.55 5.55
2006
September 24,| Rights issue 74,000,000 Cash 10 10 7.40 7.40
2007
March 7, Rights issue 296,000,000 Cash 10 10 29.60 29.60
2008
December 30, |  Transfer® (39,000,000) Cash 10 460 3.90 3.90
2016
Sub-Total 701,000,000** 70.10** 70.10**
BNPPC
March 9, Allotment 32,500,000 Cash 10 10 3.25 3.25
2001
March 31, Rights issue 13,000,000 Cash 10 10 1.30 1.30
2004
March 24, Rights issue 45,500,000 Cash 10 10 4.55 4.55
2005
March 31, Rights issue 19,500,000 Cash 10 10 1.95 1.95
2006
December 26, | Rights issue 19,500,000 Cash 10 10 1.95 1.95
2006
September 24,| Rights issue 26,000,000 Cash 10 10 2.60 2.60
2007
March 7, Rights issue 104,000,000 Cash 10 10 10.40 10.40
2008
Sub-Total 260,000,000 26.00 26.00
Total 961,000,000 96.10 96.10

#  Date of subscription to the Memorandum is October 6, 2000

*  Six individuals held 600 Equity Shares as nominees and on behalf of State Bank, subsequently State Bank informed
our Company that its nominees would hold only six Equity Shares as nominees and on behalf of State Bank and the
remaining 594 Equity Shares shall be held by State Bank directly.

Five individuals hold six Equity Shares on behalf of and as nominees of State Bank.

(1) Transfer of 39,000,000 Equity Shares to MacRitchie Investments Pte. Ltd., an indirect wholly owned subsidiary of

Temasek Holdings (Private) Limited and Value Line Pte. Ltd, an affiliate of KKR Asian Fund L.P., where in
each such transferee received 19,500,000 Equity Shares each.

Further, set forth below is the pre-Offer and the proposed post-Offer sharehoding of our Promoters:

Pre-Offer Post-Offer
Number of Equity | Percentage of pre-Offer | Number of Equity | Percentage of post-Offer
Shares capital Shares* capital”
State Bank
701,000,000 | 70.10 | 621,000,000 | 62.10
BNPPC
260,000,000 | 26.00 | 220,000,000 | 22.00
Total
961,000,000 84.10

96.10 | 841,000,000 |

*Assuming full subscription of the Offer.

Equity Shares allotted by our Company to our Promoters were fully paid-up as on their respective dates of
allotment. Our Promoters, have confirmed to our Company and the Lead Managers that Equity Shares held
by them, which shall be locked-in for a period of three years from the date of Allotment as promoters’
contribution have been financed from their own funds and no loans or financial assistance from any bank or
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financial institution has been availed by them for this purpose. As of the date of this Red Herring
Prospectus, none of the Equity Shares held by our Promoters are pledged.

(b) Details of promoters’ contribution and lock-in:

Pursuant to the SEBI Regulations, an aggregate of 20% of the fully diluted post-Offer Equity Share capital
of our Company held by our Promoters, except for Equity Shares offered for sale pursuant to the Offer,
shall be locked in as minimum promoters’ contribution for a period of three years from the date of
Allotment and the Promoters’ shareholding in excess of 20% of the post-Offer Equity Share Capital shall be
locked in for a period of one year from the date of Allotment. The following table sets forth details of
Equity Shares which are held by our Promoters and eligible for such lock-in for a period of three years from
the date of Allotment:

Date of |Nature of Number of| Nature of | Face | Issue | Number of |Percentage/Percentage
allotment” |allotment| Equity |consideration| value | price Equity |of the pre- of the post-
Shares ® ® Shares Offer Offer
locked-in | capital capital
State Bank
March 24, Rights [129,500,000 Cash 10 10 ]129,000,000| 12.90 12.90
2005 issue
March 31, Rights |55,500,000 Cash 10 10 | 19,000,000 1.90 1.90
2006 issue
Total 185,000,000 Total 148,000,000, 14.80 14.80
BNPPC
March 24, Rights |45,500,000 Cash 10 10 | 45,000,000 4.50 4.50
2005 issue
March 31, Rights |19,500,000 Cash 10 10 7,000,000 0.70 0.70
2006 issue
Total 65,000,000 Total 52,000,000 5.20 5.20

*  All Equity Shares allotted to our Promoters were fully paid-up at the time of allotment.

The minimum promoters’ contribution has been brought in to the extent of not less than the specified
minimum lot and from our Promoters, each of whom fall within the definition of a ‘promoter’ under the
SEBI Regulations. Our Company undertakes that Equity Shares being locked-in are not ineligible for
computation of promoters’ contribution in terms of Regulation 33 of SEBI Regulations. In connection, we
confirm the following:

0] Equity Shares offered for promoters’ contribution have not been acquired in the last three years for
(a) consideration other than cash and revaluation of assets or capitalisation of intangible assets; or
(b) bonus Equity Shares out of revaluation reserves or unrealised profits of our Company or bonus
Equity Shares issued against Equity Shares which are otherwise ineligible for computation of
promoters’ contribution;

(i) Our Promoters’ contribution does not include any Equity Shares acquired during the immediately
preceding one year and at a price lower than the Offer Price;

(iii) Our Company has not been formed pursuant to the conversion of a partnership firm into a
company; and

(iv) Equity Shares held by our Promoters and offered for promoters’ contribution are not subject to any
pledge.

Other requirements in respect of lock-in:

In addition to 20% of the fully diluted post-Offer Equity Share capital of our Company held by our Promoters and
locked-in for three years from the date of Allotment as specified above and other than Equity Shares Allotted, the
entire pre-Offer Equity Share capital of our Company, will be locked-in for a period of one year from the date of
Allotment.

Equity Shares held by our Promoters which are locked-in for a period of one year from the date of Allotment may be
pledged in compliance with SEBI Regulations, only with scheduled commercial banks or public financial institutions
as collateral security for loans granted by such banks or public financial institutions, provided that pledge of Equity
Shares is one of the terms of the sanction of such loans. However, pursuant to the current IRDAI regulatory
framework, our Promoters cannot encumber or pledge Equity Shares held by them in any manner. Equity Shares
held by our Promoters which are locked-in may be transferred to and among our Promoter Group entities or to any
new promoter or persons in control of our Company, subject to compliance with any lock-in or transfer restrictions
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prescribed by IRDAI, continuation of the lock-in in the hands of the transferees for the remaining period and
compliance with SEBI Takeover Regulations and the Insurance Act, as applicable.

Equity Shares held by persons other than the Promoters prior to the Offer and locked-in under the SEBI Regulations
may be transferred to any other person holding Equity Shares which are locked-in subject to continuation of the
lock-in in the hands of the transferees for the remaining period and compliance with SEBI Takeover Regulations and
the Insurance Act, as applicable.

Lock-in of Equity Shares to be Allotted, if any, to the Anchor Investors

Any Equity Shares allotted as part of the Anchor Investors Portion shall be locked-in for a period of 30 days from the
date of Allotment.

Shareholding of our Promoters and Promoter Group in our Company

Our Promoters hold 961,000,000 Equity Shares, constituting 96.10% of the total Equity Share capital of our
Company. However, our Promoter Group does not hold any Equity Shares in our Company. Additionally, apart from
Dinesh Kumar Khara who is also a director of State Bank and holds two Equity Shares on behalf of and as a
nominee of State Bank, none of the directors of our Promoters hold any Equity Shares in our Company.
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6.

Shareholding Pattern of our Company

The following table sets forth details of the shareholding pattern of our Company as on the date of this Red Herring Prospectus:

Categor | Category Nos. of Number of | Numbe | Number | Total nos. |Shareholdin| Number of Voting Rights held in each | Number of | Shareholdin | Number of Number of Number of
y of shareholder (fully paid up| rof | of Equity Equity gasa % of class of securities Equity gasa% Locked in Equity Shares |Equity Shares
() shareholde s (1) Equity Partly | Shares | Shares held total (IX) Shares assuming | Equity Shares | pledged or held in
r Shares held |paid-up| underlyin (V1) number of Underlying full (X1 otherwise | dematerialise
(1) (1Vv) Equity =(IV)+(V)+ Equity Outstandin | conversion encumbered d form
Shares | Depositor (V1) Shares g of (XI11) X1V)
held |y Receipts (calculated convertible | convertible
(V) (V1) as per No of Voting Rights Total | securities | securities ( | Numbe | Asa [Numbe| Asa
SCRR, 1957) asa | (including asa r@ |%of| r(@ | %of
(VIII) Asa Classeg: | Class Total % of | Warrants) | percentage total total
% of Equity eg: (A+B X) of diluted Equit Equit
(A+B+C2) Other +C) share y y
s capital) Share Share
(XN)= s held ss
(VIN+(X) As (b) held
a % of (b)
(A+B+C2)
(A) Promoter 2 961,000,000*%| O 0 961,000,000*| 96.10* |961,000,000*| O [961,000,000*(96.10* 0 96.10* 0 NA 961,000,000 *
and
Promoter
Group
(B) Public** 2 39,000,000 0 0 39,000,000 3.90 39,000,000 0 39,000,000 | 3.90 0 39 0 NA 39,000,000
© Non 0 0 0 0 0 0.00 0 0 0 0.00 0 0 0 NA 0
Promoter-
Non Public
(C1) Equity 0 0 0 0 0 0.00 0 0 0 0.00 0 0 0 NA 0
Shares
underlying
DRs
(C2) Equity 0 0 0 0 0 0.00 0 0 0 0.00 0 0 0 NA 0
Shares held
by
Employee
Trusts
Total 4 1,000,000,00 0 0 1,000,000,00 100.00 1,000,000,00f 0 |1,000,000,00 [100.00 0 100.00 0 NA 1,000,000,000
0 0 0 0

*  Five individuals hold six Equity Shares on behalf of and as nominees of State Bank.
Value Line Pte. Ltd, is an affiliate of KKR Asian Fund L.P. and MacRitchie Investments Pte. Ltd., an indirect wholly owned subsidiary of Temasek Holdings (Private) Limited are foreign investors in our Company.

*%
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7.

10.

11.

12.

13.

14,

The list of top Shareholders of our Company and the number of Equity Shares held by them are set forth

below.
@ The following table sets forth details of the top Shareholders as on the date of this Red Herring Prospectus:
Sr. No. Name of the Shareholder Number of Equity Shares Percentage
(face value of X 10 each)® (%)
1. State Bank 701,000,000 70.10)
2. BNPPC 260,000,000 26.00
3. Value Line Pte. Ltd, an affiliate of 19,500,000 1.95
KKR Asian Fund L.P.
4, MacRitchie Investments Pte. Ltd., 19,500,000 1.95
an indirect  wholly  owned
subsidiary of Temasek Holdings
(Private) Limited
Total 1,000,000,000 100.00
@ Five individuals hold six Equity Shares on behalf of and as nominees of State Bank.
(b) The following table sets forth details of the top Shareholders 10 days prior to the date of this Red Herring
Prospectus:
Sr. No. Name of the Shareholder Number of Equity Shares Percentage
(face value of % 10 each)® (%)
1. State Bank 701,000,000 70.100
2. BNPPC 260,000,000 26.00
3. Value Line Pte. Ltd, an affiliate of 19,500,000 1.95
KKR Asian Fund L.P.
4. MacRitchie Investments Pte. Ltd., 19,500,000 1.95
an indirect  wholly  owned
subsidiary of Temasek Holdings
(Private) Limited
Total 1,000,000,000 100.00
@ Five individuals held six Equity Shares on behalf of and as nominees of State Bank.
(c) The following table sets forth details of the top Shareholders two years prior to the date of this Red Herring
Prospectus:
Sr. No. Name of the Shareholder Number of Equity Shares Percentage
(face value of % 10 each)® (%)
1. State Bank 740,000,000 74.000
2. BNPPC 260,000,000 26.00
Total 1,000,000,000 100.00

@ Five individuals held six Equity Shares on behalf of and as nominees of State Bank.
As on the date of this Red Herring Prospectus, our Company does not have any employee stock option plan.

As on the date of this Red Herring Prospectus, all Equity Shares are held in dematerialised form by our respective
Shareholders.

As on the date of this Red Herring Prospectus, our Company has not allotted any Equity Shares pursuant to any
scheme approved under Sections 391 to 394 of the Companies Act 1956.

As on the date of this Red Herring Prospectus, except our Managing Director and Chief Executive Officer, Arijit
Basu and one of the Nominee Directors of State Bank, Dinesh Kumar Khara, who hold one and two Equity Shares
on behalf of and as nominees of State Bank, respectively, none of our other Directors and Key Management
Personnel hold any Equity Shares of our Company.

Our Company has not issued any Equity Shares at a price that may be lower than the Offer Price during the last one
year.

As of the date of this Red Herring Prospectus, our Company has nine Shareholders, of which five individuals hold
six Equity Shares on behalf of and as nominees of State Bank.

There has been no financing arrangement whereby our Promoter Group, directors of our Promoters, our Directors
and their relatives have financed the purchase by any other person of Equity Shares other than in normal course of
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15.

16.

17.

18.

19.

20.

21.

22.

23.

business of the financing entity during the period of six months immediately preceding the date of the Draft Red
Herring Prospectus.

Our Company presently does not intend or propose to alter its capital structure for a period of six months from the
Bid/Offer Opening Date, by way of split or consolidation of the denomination of Equity Shares or further issue of
Equity Shares (including issue of securities convertible into or exchangeable, directly or indirectly for Equity
Shares) whether on a preferential basis or by way of issue of bonus Equity Shares or on a rights basis or by way of
further public issue of Equity Shares or qualified institutions placements or otherwise.

Our Promoters have not purchased or sold any securities of our Company during the period commencing six months
prior to the date of filing the Draft Red Herring Prospectus. Our Promoter Group, the directors of our Promoters, our
Directors and their immediate relatives have not purchased or sold any securities of our Company during the period
commencing six months prior to the date of filing the Draft Red Herring Prospectus.

Our Company, our Directors and the Lead Managers have not entered into any buy-back and/or standby
arrangements for purchase of Equity Shares being offered for sale pursuant to the Offer from any person.

As on the date of this Red Herring Prospectus, except associates of BNPP and SBI Capital, none of the Lead
Managers and their respective associates (in accordance with the definition of “associate company” as provided
under Section 2(6) of the Companies Act 2013) hold any Equity Shares in our Company.

There are no outstanding warrants, options or rights to convert debentures, loans or other instruments into Equity
Shares as on the date of this Red Herring Prospectus.

All Equity Shares allotted pursuant to the Offer will be fully paid up at the time of Allotment and there are no partly
paid up Equity Shares as on the date of this Red Herring Prospectus.

The Offer is being made through the Book Building Process wherein 50% of the Net Offer shall be available for
allocation on a proportionate basis to QIBs, provided that our Company and the Promoter Selling Shareholders in
consultation with the Lead Managers may allocate up to 60% of the QIB Category to Anchor Investors on a
discretionary basis. 5% of the QIB Category (excluding the Anchor Investor Portion) shall be available for allocation
on a proportionate basis to Mutual Funds only, and the remainder of the QIB Category shall be available for
allocation on a proportionate basis to all QIB Bidders (other than Anchor Investors), including Mutual Funds, subject
to valid Bids being received at or above the Offer Price. Further, not less than 15% of the Net Offer shall be available
for allocation on a proportionate basis to Non-Institutional Investors and not less than 35% of the Net Offer shall be
available for allocation to Retail Individual Bidders in accordance with SEBI Regulations, subject to valid Bids
being received at or above the Offer Price. Under-subscription if any, in any category (including the Employee
Reservation Portion and State Bank Shareholders Reservation Portion), except in the QIB Category, would be
allowed to be met with spill over from any other category or a combination of categories at the discretion of our
Company and the Promoter Selling Shareholders in consultation with the Lead Managers and the Designated Stock
Exchange. The unsubscribed portion if any, in the Employee Reservation Portion and the State Bank Shareholders
Reservation Portion shall be added back to the Net Offer. In case of under-subscription in the Net Offer, spill-over to
the extent of such under-subscription shall be permitted from the Employee Reservation Portion and State Bank
Shareholders Reservation Portion. All potential investors, other than Anchor Investors, are mandatorily required to
utilise the ASBA process by providing details of their respective bank accounts which will be blocked by the SCSBs
to the extent of the respective Bid Amounts, to participate in the Offer. For further details, see “Offer Procedure”
beginning on page 445.

There shall be only one denomination of Equity Shares, unless otherwise permitted by law. Our Company shall
comply with such disclosure and accounting norms as may be specified by SEBI from time to time.

No payment, direct or indirect in the nature of discount, commission, and allowance or otherwise shall be made
either by us or by our Promoters to the persons who are Allotted Equity Shares pursuant to the Offer.
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OBJECTS OF THE OFFER

The objects of the Offer are to achieve the benefits of listing Equity Shares on the Stock Exchanges and to carry out the sale
of up to 120,000,000 Equity Shares by the Promoter Selling Shareholders. The listing of Equity Shares will enhance the “SBI
Life” brand name and provide liquidity to the existing Shareholders. The listing will also provide a public market for Equity
Shares in India. Our Company will not receive any proceeds from the Offer.

The Allotment of Equity Shares to Eligible Employees under the Employee Reservation Portion would not result in an
increase, directly or indirectly, in the shareholding of our Promoters.

Offer Expenses

The total Offer-related expenses are estimated to be approximately X [@] million. All expenses with respect to the Offer (other
than listing fees which shall be payable by our Company) will be borne by the Promoter Selling Shareholders in proportion to
the Equity Shares offered by each of them in the Offer. Payments, if any, made by our Company in relation to the Offer shall
be on behalf of the Promoter Selling Shareholders and such payments will be (other than listing fees which shall be payable
by our Company from our Shareholders’ account) reimbursed by the Promoter Selling Shareholders to our Company. The
following table sets forth details of the break-up for the Offer expenses:

Activity Estimated As a % of total | Asa % of total
Expense® estimated Offer Offer size®
(X million) expense®
Fees payable to the Lead Managers (including underwriters [e] [e] [e]
fees and selling commission)
Selling commission and processing fees for SCSBs® [e] [e] []
Selling commission, brokerage, and bidding charges for the [e] [e] [e]
Syndicate Members, Registered Brokers, RTAs and CDPs®®
Fees payable to Registrar to the Offer [e] [e] [e]
Printing and stationery expenses [e] [e] [e]
Advertising and marketing expenses [e] [e] [e]
Others: [e] [e] [e]
Q) Listing fees;

(i) SEBI and Stock Exchanges processing fees;
(iii) Book building fees payable to Stock Exchanges;

(iv) Fees payable to Joint Auditors and independent
chartered accountants;

(v) Fees payable to legal counsels™; and
(vi) Miscellaneous.
Total Offer Expenses [e] [e] [e]

*Only the fees payable to the legal counsels appointed by our Company in relation to the Offer.
(1) Amounts will be finalised at the time of filing the Prospectus and on determination of the Offer Price and other details.

(2) Selling commission payable to the SCSBs on the portion for Retail Individual Bidders, Non-Institutional Bidders, Eligible Employees
and State Bank Shareholders. which are directly procured by the SCSBs, would be as follows:

Portion for Retail Individual Bidders* 0.35% of the Amount Allotted (plus applicable tax)
Portion for Non-Institutional Bidders* 0.25% of the Amount Allotted (plus applicable tax)
Portion for Eligible Employee Reservation* 0.20% of the Amount Allotted (plus applicable tax)
Portion for State Bank Shareholders Reservation* 0.20% of the Amount Allotted (plus applicable tax)

*  Amount Allotted is the product of the number of Equity Shares Allotted and the Offer Price.

No additional bidding charges shall be payable by the Selling Shareholders to the SCSBs on the applications directly procured by such
SCSBs.
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(3) Processing fees payable to the SCSBs on the portion for Retail Individual Bidders, Non-Institutional Investors, Eligible Employees and
State Bank Shareholders, which are procured by the Members of the Syndicate/sub-syndicate/Registered Brokers/RTAs/ CDPs and

(4) Selling commission on the portion for Retail Individual Bidders, the portion for Non-Institutional Investors, the Eligible Employees
Reservation Portion and State Bank Shareholders Reservation Portion which are procured by Members of the Syndicate (including

®)

submitted to SCSBs for blocking would be as follows:

Portion for Retail Individual Bidders*

{10 per valid application (plus applicable tax)

Portion for Non-Institutional Investors*

{10 per valid application (plus applicable tax)

Portion for Eligible Employee Reservation*

{10 per valid application (plus applicable tax)

Portion for State Bank Shareholders Reservation®

{10 per valid application (plus applicable tax)

*  For each valid application

their respective sub-syndicate members) would be as follows:

Portion for Retail Individual Bidders*

0.35% of the Amount Allotted (plus applicable tax)

Portion for Non-Institutional Investors*

0.25% of the Amount Allotted (plus applicable tax)

Portion for Eligible Employee Reservation*

0.20% of the Amount Allotted (plus applicable tax)

Portion for State Bank Shareholders Reservation* 0.20% of the Amount Allotted (plus applicable tax)

*  Amount allotted is the product of the number of Equity Shares Allotted and the Offer Price.

Bidding Charges: ¥ 10 (plus applicable taxes) per valid application bid by the Members of the Syndicate (including their sub-
syndicate Members).

Note: The brokerage/selling commission payable to the Syndicate/sub-syndicate members will be determined on the basis of the ASBA
Form number/series, provided that the application is also bid by the respective Syndicate/sub-syndicate Member. For clarification, if
an ASBA Bid on the application form number/series of a Syndicate/sub-syndicate member, is bid for by an SCSB, the brokerage/selling
commission will be payable to the SCSB and not to the Syndicate/sub-syndicate member. The brokerage/selling commission payable to
the SCSBs, RTAs and CDPs will be determined on the basis of the bidding terminal 1D as captured in the Bid book of either of the
Stock Exchanges. The bidding charges payable to the Syndicate/sub-syndicate members will be determined on the basis of the bidding
terminal 1D as captured in the Bid book of the Stock Exchnages. Payment of brokerage/selling commission payable to the sub-
brokers/agents of the sub-syndicate members be handled directly by the sub-syndicate members, and the necessary records for the
same shall be maintained by the respective sub-syndicate member.

Bidding charges payable to the Registered Brokers, RTAs and CDPs on the portion for Retail Individual Investors, Non-Institutional
Investors, Eligible Employees and State Bank Shareholders, which are directly procured by the Registered Brokers or RTAs or CDPs
and submitted to SCSBs for processing, would be as follows:

Portion for Retail Individual Bidders*

{10 per valid application (plus applicable tax)

Portion for Non-Institutional Investors*

{10 per valid application (plus applicable tax)

Portion for Eligible Employee Reservation*

{10 per valid application (plus applicable tax)

Portion for State Bank Shareholders Reservation* 10 per valid application (plus applicable tax)

*  Based on valid applications.
*  Amount of bidding charges payable to Registered Brokers, RTAs/CDPs shall be determined on the basis of applications which

have been considered eligible for the purpose of Allotment. In order to determine to which RTAs/CDPs the commission is
payable, the terminal from which the bid has been uploaded will be taken into account.
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BASIS FOR OFFER PRICE

The Offer Price will be determined by our Company and the Promoter Selling Shareholders in consultation with the Lead

Managers

, on the basis of assessment of market demand for the Equity Shares offered through the Book Building Process and

on the basis of quantitative and qualitative factors as described below. The face value of the Equity Shares is X10 each and the
Offer Price is [®] times the lower end of the Price Band and [e] times the face value at the higher end of the Price Band.

Investors

should also refer to “Our Business”, “Risk Factors”, “Financial Statements” and “Management’s Discussion and

Analysis of Financial Condition and Results of Operations” beginning on pages 121, 20, 218 and 321 respectively, to have an
informed view before making an investment decision.

Qualitative Factors

We believe the following are our competitive strengths:

A One of the largest private life insurer with a consistent track record of robust growth;

B Significant brand equity and pre-eminent Promoters;

C. Expansive multi-channel distribution with pan-India bancassurance channel and high agent productivity;

D Sustainable business model driven by robust financial position, superior investment performance, diversified product

portfolio and effective risk management; and

E. Strong focus on customer service standards.

For further details, see “Our Business — Our Competitive Strengths” from pages 119 to 123.

Quantitative Factors

Some of the information presented in this section relating to our Company is based on the Restated Financial Statements.

Some of the quantitative factors which may form the basis for calculating the Offer Price are as follows:

l. Basic and Diluted Earnings per Share (Face value of X 10 each):

Year ended Basic EPS (X) Diluted EPS () Weight
March 31, 2017 9.55 9.55 3
March 31, 2016 8.44 8.44 2
March 31, 2015 8.15 8.15 1
Weighted Average 8.95 8.95

* For the three months ended June 30, 2017, the basic and diluted EPS (not annualised) was ¥3.13 and ¥3.13, respectively.

Notes:

1.  The face value of each Equity Share is  10.

2. Basic and diluted earnings per Equity Share are computed in accordance with Accounting Standard 20 ‘Earnings per
Share’ notified by Companies (Accounting Standards) Rules, 2006 (as amended) issued by the Institute of Chartered
Accountants of India.

3. The above statement should be read with significant accounting policies and notes on Restated Financial Statements as
appearing in the Financial Statements.

4. Basic EPS (%) is net profit attributable to equity shareholders divided by weighted average number of Equity Shares
outstanding during the year/period.

5.  Diluted EPS (R) is net profit attributable to equity shareholders divided by weighted average number of Equity Shares

outstanding during the year/period as adjusted for the effects of all potential dilutive equity shares.

1. Price/Earning (“P/E”) ratio in relation to Price Band of X [e] to X [e] per Equity Share of X [e] each:

Particulars P/E at the lower end of the Price P/E at the higher end of the
Band (no. of times) Price Band (no. of times)
Based on basic EPS for the Fiscal 2017 [e] [o]
Based on diluted EPS for the Fiscal [e] [e]
2017

87



VI.

Industry P/E ratio*
Average: 38.05
Highest: 38.05
Lowest: 38.05

* Source: The average highest and lowest Industry P/E shown above is based on the industry peer set
provided below under “Comparison with Listed Industry Peers”. The industry composite has been
calculated as the arithmetic average P/E of the Industry peer set provided below, based on consolidated
EPS numbers. For further details, see “Basis for Offer Price - Comparison with Listed Industry Peers”
hereunder.

Average Return on Net Worth (“RoNW”)

As per Restated Financial Statements:

Fiscal/Period ended RoNW (%) Weight
March 31, 2017 18.56% 3
March 31, 2016 19.21% 2
March 31, 2015 21.99% 1
Weighted Average 19.35%

* For the three months ended June 30, 2017, the RoNW (not annualised) was 5.48 %.

Notes:

Return on net worth (%) is net profit attributable to equity shareholders divided by average net worth excluding preference share
capital (average for two years). Net worth has been computed as sum of share capital, credit/ (debit) fair value change account
and reserves and surplus.

Minimum Return on Increased Net Worth required for maintaining pre-issue EPS as at March 31, 2017 is:

There will be no change in the Net Worth post-Offer, as the Offer is by way of Offer by the Promoter Selling
Shareholders.

Net Asset Value per Equity Share (Face value of X 10 each)

1. Net asset value per Equity Share as on June 30, 2017 is X 58.79.

2. Net asset value per Equity Share as on March 31, 2017 is ¥ 55.52.
3. Net asset value per Equity Share as on March 31, 2016 is ¥ 47.33.
4, Net asset value per Equity Share as on March 31, 2015 is X 40.56.

As the Offer consists only of an offer for sale by the Promoter Selling Shareholders, there will be no change in the
NAYV post-Offer.

Offer Price: X [o]

Note: Net asset value per Equity Share represents net worth as at the end of the Fiscal, as restated, divided by the
number of Equity Shares outstanding at the end of the period/year.

Comparison with Listed Industry Peers

Following is the comparison with our peer group that has been determined on the basis of listed public companies
comparable in size to our Company or whose business portfolio is comparable with that of our business:

Name of | Unconsolidated | Face | EPS (X per share) @ | NAV (X per PIE® RoNW®
company | /Consolidated | value (% Basic Diluted | share) ®

per

share)
ICICI Consolidated 10 11.72 11.72 44.63 38.05 28.67%
Prudential
Insurance

88



Name of | Unconsolidated | Face | EPS (X per share) ® | NAV (X per PIE® RoNW®
company | /Consolidated | value (X | Basic | Diluted | share)®
per
share)

Company
Limited ®
Industry 11.72 11.72 44.63 38.05 28.67%
Note:
(1) Financials for ICICI Prudential Insurance Company Limited are sourced from its audited consolidated financial statements

@

©)

@

®)

(6)

VIL.

as on March 31, 2017 filed with the Stock Exchanges.

Net worth for the companies has been computed as sum of share capital credit/ (debit) fair value change account and
reserves and surplus. Share Application Money pending allotment not included as part of Net Worth.

Basic and Diluted EPS refer to basic and diluted EPS sourced from the audited consolidated financial statements as on
March 31, 2017 of ICICI Prudential Life Insurance Company Limited filed with the Stock Exchanges.

NAV is computed as the closing net worth of the companies, computed as per Note 2, divided by the closing outstanding
number of fully paid up equity shares as sourced from the shareholding pattern as on March 31, 2017 filed with the Stock
Exchanges.

P/E Ratio has been computed as the closing market price of ICICI Prudential Life Insurance Company Limited on BSE
sourced from BSE website as of September 5, 2017 divided by the basic EPS as described in Note 3.

RoNW for ICICI Prudential Life Insurance Company has been computed as net profit after tax divided by the average net
worth of preceding two Fiscals of these companies as per Note 2.

The Offer price is [®] times of the face value of the Equity Shares.

The Offer Price of X [e] has been determined by our Company and the Promoter Selling Shareholders, in
consultation with the Lead Managers, on the basis of demand from investors for Equity Shares through the Book
Building Process and, is justified in view of the above qualitative and quantitative parameters.

Investors should read the above mentioned information along with “Risk Factors”, “Our Business”, “Management’s
Discussion and Analysis of Financial Condition and Results of Operations” and “Financial Statements” on pages 20, 121,
321, and 218, respectively, to have a more informed view. The trading price of the Equity Shares could decline due to the
factors mentioned in the “Risk Factors” and you may lose all or part of your investments.
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STATEMENT OF TAX BENEFITS

The Board of Directors

SBI Life Insurance Company Limited
‘NATRAJ’, M. V. Road and Western Express Highway Junction
Andheri (East), Mumbai 400 069

September 7, 2017

Dear Sirs

Subject: Proposed initial public offering of equity shares of X 10 each (the “Offer”) by SBI Life Insurance Company
Limited (the “Company”)

1.

We hereby report that the enclosed Statement of possible tax benefits available to the company and its shareholders
under the applicable tax laws in India (the “Statement”) is in connection with (i) the possible special tax benefits
available to the Company under the Income-tax Act, 1961, presently in force in India, and, (ii) to the shareholders of
the Company under the Income tax Act, 1961 (the “Act”), and presently in force in India.

Several of these benefits are dependent on the Company or its shareholders fulfilling the conditions prescribed under
the relevant statutory provisions. Hence, the ability of the Company or its shareholders to derive the tax benefits is
dependent upon fulfilling such conditions, which, based on business imperatives the Company faces in the future,
the Company or its shareholders may or may not choose to fulfill.

The benefits discussed in the enclosed Statement are not exhaustive. Further, the preparation of the Statement and its
contents is the responsibility of management of the Company. We are informed that, this Statement is only intended
to provide general information to the investors and is neither designed nor intended to be a substitute for professional
tax advice. In view of the individual nature of the tax consequences and changing tax laws, each investor is advised
to consult his or her own tax consultant with respect to the specific tax implications arising out of their participation
in the Offer. Neither are we suggesting nor are we advising the investor to invest money based on this Statement.

We do not express any opinion or provide any assurance as to whether the:
0] Company or its shareholders will continue to obtain these benefits in the future; or
(i) Conditions prescribed for availing of the benefits have been/would be met with.

The contents of the enclosed Statement are based on information, explanations and representations obtained from the
Company and on the basis of our understanding of the business activities and operations of the Company.

Our views expressed herein are based on the facts and assumptions indicated to us. No assurance is given that the
revenue authorities/courts will concur with the views expressed herein. Our views are based on the existing
provisions of the tax laws and its interpretation, which are subject to change from time to time. We do not assume
responsibility to update the views consequent to such changes. We shall not be liable to the Company for any claims,
liabilities or expenses relating to this assignment except to the extent of fees relating to this assignment, as finally
judicially determined to have resulted primarily from bad faith or intentional misconduct. We will not be liable to
any other person in respect of this Statement.

The enclosed Statement is intended solely for your information and for inclusion in the Red Herring Prospectus and
Prospectus in connection with the Offer and is not to be used, referred to or distributed for any other purpose without
our prior written consent.

We hereby consent to the extracts of this certificate being used in the Red Herring Prospectus and Prospectus of the
Company in connection with the Offer.

Ashish Nalwaya (Partner) Ashok Rajagiri (Partner)

For L. S. Nalwaya & Co., Chartered Accountants For P. Parikh & Associates, Chartered Accountants
Firm registration number: 115645W Firm registration number: 107564W

Membership number: 110922 Membership number: 046070

Date: September 7, 2017
Place: Mumbai

90



ANNEXURE TO THE STATEMENT OF POSSIBLE TAX BENEFITS AVAILABLE TO THE COMPANY AND
ITS SHAREHOLDERS UNDER THE APPLICABLE TAX LAWS IN INDIA

Outlined below are the possible tax benefits available to the Company and its shareholders under the direct tax laws in force
in India (i.e. applicable for the Financial Year 2017-18 relevant to the assessment year 2018-19). Several of these benefits are
dependent on the Company or its shareholders fulfilling the conditions prescribed under the relevant tax laws. Hence, the
ability of the Company or its shareholders to derive the possible tax benefits is dependent upon fulfilling such conditions,
which based on business imperatives it faces in the future, it may or may not choose to fulfill.

UNDER THE INCOME TAX ACT, 1961 AND RULES THEREOF (“THE ACT”)

A

1.

BENEFITS TO THE COMPANY UNDER THE ACT:

Special tax benefits available to the Company

(@)

(b)

(©

(d)

Taxability of insurance companies

Taxability of an insurance company is governed by the provisions of Section 44 read with Rule 2 of the
First Schedule of the Act. As per Section 44 of the Act, the normal computational provisions i.e. “Interest

on securities”, “Income from House property”, “Capital gains” or “Income from other sources”, or Sections
28 to 43B of “Profits or Gains from Business and Profession” are not applicable to the company.

Income Computation and Disclosure Standards (ICDS) released in 2016 was for Computation of Income for
the Assessment Year 2017-18 and subsequent assessment years. Considering various concerns from the
stakeholders, The Central Board of Direct Taxes (CBDT) referred the issues to an expert committee and
based on their recommendations, the CBDT issued a circular on March 23, 2017 to address the issues for
the purpose of computation of income chargeable under the head ‘“Profits and Gains of Business or
Profession” (PGBP) or “Income from Other Sources” (IFOS) and not for the purpose of maintenance of
books of accounts. ICDS would have to be followed by all the taxpayers following the mercantile system of
accounting. In case of conflict between the Act and ICDS, provisions of the Act shall prevail to that extent.
Further it has been clarified in the mentioned circular that “the general provisions of ICDS shall apply to all
persons unless there are sector specific provisions contained in the ICDS or the Act. For example ICDS
VIl contains specific provisions for banks and certain financial institutions and Schedule | of the Act
contains specific provisions for the Insurance business”. Based on this clarification it can be concluded that
at present the provisions of ICDS is not applicable to a life insurance company.

Further, as the company is into life insurance business, it is taxed at the rate of 12.5 percent (plus applicable
surcharge and cess) under Section 115B of the Act

Minimum Alternate Tax (MAT)

Provisions relating to MAT under Section 115JB are not applicable to any income accruing or arising to a
company from life insurance business.

Income from pension business

The Company is entitled to claim exemption under Section 10(23AAB) of the Act in respect of income
earned from pension business, subject to specified conditions stipulated therein.

Subject to the fulfillment of conditions prescribed under the sections mentioned hereunder, the Company
shall be eligible, inter-alia, for the following specified exemptions/deductions/benefits in respect of its total
income:

Dividends

. As per the provisions of Section 10(34) read with Section 115-O of the Act, dividend (both interim
and final), if any, received by the Company on its investments in shares of another Domestic
Company is exempt from tax. However, as per Section 94(7) of the Act, losses arising from
purchase and sale of securities, where such securities are bought or acquired within a period of
three months prior to the record date and such securities are sold or transferred within three months
from the record date, will be disallowed to the extent of the amount of dividend claimed as
exempt.

. Any amount declared, distributed or paid by the Company to shareholders by way of dividends on
or after 1 April 2003, whether out of current or accumulated profits, shall be charged to additional
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income tax at the rate of 15 percent (plus applicable surcharge and cess) under Section 115-O of
the Act.

In view of the amendment brought in by Finance (No.2) Act, 2014, for the purpose of determining
the tax on distributed profits payable in accordance with Section 115-O of the Act, the amount of
dividends needs to be increased to such amount as would, after reduction of tax on such increased
amount at the specified rate, be equal to the net distributed profits.

. Any income received from distribution made by any mutual fund specified under Section 10(23D)
of the Act or from the administrator of the specified undertaking or from the units of specified
company referred to in Section 10(35) of the Act, is exempt from tax in the hands of the Company
under Section 10(35) of the Act. However, as per Section 94(7) of the Act, losses arising from the
sale/redemption of units purchased within three months prior to the record date (for entitlement to
receive income) and sold within nine months from the record date, will be disallowed to the extent
of the amount of income claimed exempt.

Carry forward and set off of losses

) As per the provisions of Section 72(1) of the Act, if the net result of the computation of income
from business is a loss to the Company, not being a loss sustained in a speculation business, such
loss can be set off against any other income and the balance loss, if any, can be carried forward for
eight consecutive assessment years immediately succeeding the assessment year for which the loss
was first computed and shall be set off against business income.

. As per the provisions of Section 72A of the Act, pursuant to business re-organizations such as
demerger, etc., the successor company shall be allowed to carry forward any accumulated tax
losses/unabsorbed depreciation of the predecessor company, subject to fulfillment of prescribed
conditions.

B. BENEFITS TO THE SHAREHOLDERS OF THE COMPANY UNDER THE ACT

(@)

(b)

Dividends

. As per the provisions of Section 10(34) of the Act, dividend (both interim and final), if any,
received by the members/shareholders from the Company is exempt from tax. The Company will
be liable to pay dividend distribution tax on the amount distributed as dividend.

o As per the provisions of Section 115BBDA of the Act, income by way of dividend in excess of Rs.

10 lakh is chargeable to tax at the rate of 10 per cent on gross basis in case of a resident individual,
Hindu undivided family or firm.

However, in order to ensure horizontal equity among all categories of tax payers deriving income
from dividend, the Finance Act, 2017 amended Section 115BBDA to widen the scope of
applicability of the provisions of said section to all resident taxpayers except domestic company
and certain funds, trusts, institutions, etc.

) Also, Section 94(7) of the Act provides that losses arising from the sale/transfer of shares
purchased within a period of three months prior to the record date and sold/transferred within three
months after such date, will be disallowed to the extent dividend income on such shares is claimed
as tax exempt

Capital gains
Q) Computation of capital gains

. Capital assets are to be categorized into short-term capital assets and long-term capital
assets based on the period of holding. Equity Shares listed on a recognized stock
exchange in India held by a taxpayer for more than 12 months, immediately preceding the
date of transfer, are considered to be long-term capital assets. Capital gains arising from
the transfer of such long-term capital assets are termed as Long Term Capital Gains
(LTCG).

. Short Term Capital Gains (STCG) means capital gains arising from the transfer of equity

shares listed on a recognized stock exchange in India held for 12 months or less,
immediately preceding the date of transfer.
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LTCG arising on transfer of a long term capital asset, being an equity share in a company
shall be exempt from tax under Section 10(38) of the Act provided that the transaction of
sale of such equity share or unit is entered into on or after 1 October 2004 on a recognized
stock exchange and such transaction is chargeable to Securities Transaction Tax (STT).

With a view to prevent the misuse of this provision by certain taxpayer income as exempt
long-term capital gains the Finance Act, 2017 amends Section 10(38) to provide that
exemption under this section for income arising on transfer of equity shares is available
only if the shares are subject to STT at the time of acquisition of such shares. However, to
protect the exemption for genuine cases where the STT could not have been paid it has
been notified in case of certain transfers for which the condition of chargeability to STT
on acquisition shall not be applicable.

Taxable LTCG would arise if not exempt under Section 10(38) or any other section of the
Act to a resident shareholder where the equity shares are held for a period of more than 12
months prior to the date of transfer of the shares. In accordance with and subject to the
provisions of Section 48 of the Act, in order to arrive at the quantum of capital gains, the
following amounts would be deductible from the full value of consideration: a) Cost of
acquisition/improvement of the shares as adjusted by the cost inflation index notified by
the Central Government; and b) Expenditure incurred wholly and exclusively in
connection with the transfer of shares.

Under Section 112 of the Act, taxable LTCG are subject to tax at a rate of 20 percent
(plus applicable surcharge and cess) after indexation, as provided in the Second Proviso
to Section 48 of the Act. However, in case of listed securities, the amount of such tax
could be limited to 10 percent (plus applicable surcharge and cess), without indexation, at
the option of the shareholder.

In respect of a non-resident shareholder, as per the First Proviso to Section 48 of the Act,
the capital gains arising from the transfer of listed equity shares of an Indian company,
shall be computed by converting the cost of acquisition, expenditure incurred wholly and
exclusively in connection with such transfer and the full value of consideration into the
same foreign currency as was initially utilized in the purchase of the shares and the capital
gains so computed shall be reconverted into Indian currency. Further, the benefit of
indexation as provided in Second Proviso to Section 48 is not available to non-resident
shareholders and thus the amount of tax on such taxable LTCG would be at the rate of 10
percent

As per the provisions of Section 111A of the Act, STCG arising from the transfer of a
listed equity share in a Company as specified under Section 10(38) of the Act, is subject
to tax at the rate of 15 percent provided that the transaction of sale of such equity share or
unit is chargeable to STT. If the provisions of Section 111A are not applicable, the STCG
would be taxed at the normal rates of tax (plus applicable surcharge and cess) applicable
to resident investor.

LTCG arising from the transfer of a listed equity share in a Company as specified under
Section 10(38) of the Act, wherein the transaction is not chargeable to STT, it is subject
to tax at the rate of 20 percent (plus applicable surcharge and cess) after indexation, as
provided in the Second Proviso to Section 48 of the Act or at the rate of 10 percent (plus
applicable surcharge and cess) without indexation, at the option of the shareholder.

As per provisions of Section 71 read with Section 74 of the Act, short term capital loss
arising during a year is allowed to be set-off against STCG as well as LTCG. Balance
loss, if any, shall be carried forward and set-off against any capital gains arising during
subsequent eight assessment years. Further, long term capital loss arising during a year is
allowed to be set-off only against LTCG. Balance loss, if any, shall be carried forward
and set-off against LTCG arising during subsequent eight assessment years.

When the company is liable to pay tax on book profits under Section 115JB of the Act,
the income exempt in terms of Section 10(38) of the Act will form part of book profits
while computing the book profit under Section 115JB of the Act.

The characterization of the gain/losses, arising from sale/transfer of shares as business
income or capital gains would depend on the nature of holding and various other factors.
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The Government vide CBDT Circulars has amply clarified in order to provide tax
certainty to the assesses along with numerous jurisprudence that income arising from
transfer of listed shares and securities, which are held for more than 12 months would be
taxed under the head “Capital Gains” unless the shareholder itself treats these as its stock-
in-trade and income arising from transfer thereof as its business income.

. Under section 36(1)(xv) of the Act, STT paid by a shareholder in respect of taxable
securities transactions entered into in the course of its business, would be allowed as a
deduction if the income arising from such taxable securities transactions is included in the
income computed under the head “Profits and Gains of Business or Profession”.

Exemption of capital gain from income-tax:

. As per Section 54EC of the Act, LTCG arising on transfer of shares of the company
(other than sale referred to in Section 10(38) of the Act) is exempt from capital gains tax
to the extent the same is invested within a period of six months after the date of such
transfer, in specified bonds issued by NHAI and REC, subject to conditions specified
therein.

However, in order to widen the scope of the section for sectors which may raise fund by
issue of bonds eligible for exemption under the existing provisions, Finance Act, 2017
has amended Section 54EC so as to provide that investment in any bond redeemable after
three years which has been notified by the Central Government in this behalf shall also be
eligible for exemption.

Where a part of the capital gain is reinvested, the exemption shall be available on a
proportionate basis. The maximum investment in the specified long term asset cannot
exceed X 50 lakhs per assessee during any financial year.

Where the new bonds are transferred or converted into money within three years from the
date of their acquisition, the amount so exempt shall be taxable as capital gains in the year
of transfer/conversion

) As per the provisions of Section 54F of the Act, LTCG arising from transfer of shares is
exempt from tax if the net consideration from such transfer is utilized within a period of
one year before or two years after the date of transfer, for purchase of a new residential
house, or for construction of a residential house property, in India, within three years from
the date of transfer, subject to conditions and to the extent specified therein.

Tax treaty benefits

As per provisions of Section 90(2) of the Act, non-resident shareholders can opt to be taxed in India as per
the provisions of the Act or the double taxation avoidance agreement entered into by the Government of
India with the country of residence of the non-resident shareholder, whichever is more beneficial while
deciding taxability in India subject to, furnishing of Tax Residency Certificate and subject to satisfaction of
certain prescribed conditions.

Non-resident Indian taxation

Special provisions in case of Non-Resident Indian (‘NRI’) in respect of income/LTCG from specified
foreign exchange assets under Chapter XII-A of the Act are as follows:

NRI means an individual being a citizen of India or a person of Indian origin who is not a resident.
A person is deemed to be of Indian origin if he, or either of his parents or any of his grandparents,
were born in undivided India.

In accordance with section 115E, income from investment or income from LTCG on transfer of
assets other than specified asset shall be taxable at the rate of 20 percent (plus applicable cess).
Income by way of LTCG in respect of a specified asset (as defined in Section 115C (f) of the
Income-tax Act, 1961), shall be chargeable at 10 percent (plus applicable cess).

As per the provisions of Section 115F of the Act, LTCG not covered under Section 10(38) of the
Act arising to a NRI on transfer of a foreign exchange asset is exempt from tax if the net
consideration from such transfer is reinvested in specified assets or in savings certificate referred
to in Section 10(4B) of the Act within six months of the date of transfer, subject to the extent and
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conditions specified in that Section. If only part of the net consideration is so reinvested, the
exemption shall be proportionately reduced. The amount so exempted shall be chargeable to tax
subsequently; if the specified assets or saving certificates referred in Section 10(48) of the Act are
transferred or converted into money within three years from the date of their acquisition.

Under the provisions of Section 115G of the Act, it shall not be necessary for a NRI to furnish his
return of income if his only source of income is investment income or LTCG or both and tax
deductible at source under provisions of Chapter XV1I-B has been deducted from such income.

Under the provisions of Section 115H of the Act, where a person who is a NRI in any previous
year, becomes assessable as a resident in India in respect of the total income of any subsequent
year, he/she may furnish a declaration in writing to the assessing officer, along with his/her return
of income under Section 139 of the Act for the assessment year in which he/she is first assessable
as a resident, to the effect that the provisions of the Chapter XI1I-A shall continue to apply to him/
her in relation to investment income derived from the specified assets for that year and subsequent
years until such assets are transferred or converted into money.

Under the provisions of Section 115-1 of the Act, a NRI may elect not to be governed by the
provisions of Chapter XII-A for any assessment year by furnishing his return of income under
Section 139 of the Act declaring therein that the provisions of the Chapter shall not apply to him
for that assessment year. In such a situation, the other provisions of the Act shall be applicable
while determining the taxable income and the tax liability arising thereon.

Under Section 112(1)(c)(iii) of the Act, with a view to boost foreign investment in India LTCG
arising from the transfer of share of a company in which public is not substantially interested shall
be chargeable in India at a concessional tax rate of 10 percent where capital gains arises to non-
residents from off market transaction.

(e) Relaxation from deduction of tax at higher rate under Section 206 AA of the Act

In the Income Tax Rules, 1962 (the “Rules”) Rule 37BC provides relaxation from deduction of tax at higher
rate under Section 206AA of the Act in the case of non-resident (not being a company or a foreign
company) and not having Permanent Account Number in respect of specified payments, provided the
deductee furnishes the details and documents as specified under sub-rule (2) of the said Rule 37BC of the
Rules to the deductor.

C. Benefits available to Foreign Institutional Investors (“FIIs”) under the Act:

@ Dividends exempt under Section 10(34) of the Act

As per the provisions of Section 10(34) of the Act, dividend (both interim and final), if any,
received by the shareholder from a domestic Company is exempt from tax. The Company will be
liable to pay dividend distribution tax at the rate of 15 percent (plus applicable surcharge and cess)
on the amount distributed as dividend. However, as per Section 94(7) of the Act, losses arising
from purchase and sale of securities, where such securities are bought or acquired within a period
of three months prior to the record date and such securities are sold or transferred within three
months from the record date, will be disallowed to the extent of the amount of dividend claimed as
exempt.

In view of the amendment brought in by Finance (No.2) Act, 2014, for the purpose of determining
the tax on distributed profits payable in accordance with Section 115-O of the Act, the amount of
dividends needs to be to be increased to such amount as would, after reduction of tax on such
increased amount at the specified rate, be equal to the net distributed profits. Resultantly, the
effective rate of tax will be 20.358 percent of the amount of dividends declared, distributed or paid
by the Company.

(b) Capital gains

In Finance Act (No.2), 2014 it was provided that any securities held by a FIl which has invested in
such securities in accordance with the regulations made under the Securities and Exchange Board
of India Act, 1992 would be capital asset. Consequently, the income arising to a FIl from
transactions in securities would always be in the nature of capital gains.
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. In accordance with Section 115AD, FlIs will be taxed at 10 percent (plus applicable surcharge and
cess) on long-term capital gains (computed without indexation of cost and foreign exchange
fluctuation), if STT is not payable on the transfer of the shares.

. LTCG arising to shareholder on transfer of long term capital asset being listed equity shares of the
company will be exempt from tax under Section 10(38) of the Act provided that the transaction is
entered in on or after 1 October 2004 and STT has been paid on such transfer.

With a view to prevent the misuse of this provision by certain taxpayer income as exempt long-
term capital gains the Finance Act, 2017 amends Section 10(38) to provide that exemption under
this section for income arising on transfer of equity shares is available only if the shares are subject
to STT at the time of acquisition of such shares. However, to protect the exemption for genuine
cases where the STT could not have been paid it has been notified in case of certain transfers for
which the condition of chargeability to STT on acquisition shall not be applicable.

. As per the provisions of Section 111A of the Act, STCG arising on sale of short term capital asset,
being listed equity shares in a company, shall be chargeable to tax at the rate of 15 percent (plus
applicable surcharge and cess) provided the transaction is chargeable to STT. If the provisions of
Section 111A are not applicable to the short term capital gains, then the tax will be charged at the
rate of 30% (plus applicable surcharge and cess), as applicable.

. As per provisions of Section 115AD of the Act, income (other than income by way of dividends
referred to Section 115-O of the Act) received in respect of securities (other than units referred to
in Section 115AB) is taxable at the rate of 20 percent (plus applicable surcharge and cess).

Tax Treaty benefits

In accordance with the provisions of Section 90 of the Act, Flls being non-residents will be entitled to
choose the provisions of Act or the provisions of tax treaty entered into by India with other foreign
countries, whichever are more beneficial, while deciding taxability in India subject to, furnishing of Tax
Residency Certificate and subject to satisfaction of certain prescribed conditions.

Indirect Transfer Provisions

Section 9 of the Act deals with cases of income which are deemed to accrue or arise in India. Clause (i) of
said sub-section (1) provides a set of circumstances in which income accruing or arising, directly or
indirectly, is taxable in India. The said clause provides that all income accruing or arising, whether directly
or indirectly, through or from any business connection in India, or through or from any property in India, or
through or from any asset or source of income in India, or through the transfer of a capital asset situate in
India shall be deemed to accrue or arise in India. However, concerns have been raised by stakeholders that
the provisions result in multiple-taxation.

In order to address these concerns, Finance Act, 2017 clarifies that the indirect transfer provisions shall not
apply to any asset or capital asset mentioned therein being investment held by non-resident, directly or
indirectly, in a Foreign Institutional Investor and registered as Category-I or Category-Il Foreign Portfolio
Investor under the Securities and Exchange Board of India Act, 1992 (SEBI) with retrospective amendment
w.e.f 1% April, 2012.

Computation of book profit under Section 115JB

An explanation has been inserted in Section 115JB stating that, the provisions of Section 115JB shall not be
applicable and shall be deemed never to have been applicable to a foreign company if-

Q) It is a resident of a country or a specified territory with which India has a tax treaty referred to in
sub-section (1) of Section 90 and it does not have a permanent establishment in India; or

(i) It is a resident of a country with which India does not have a tax treaty and it is not required to
seek registration under any law for the time being in force relating to companies.

Benefits available to Venture Capital Companies/Funds under the Act:

In terms of Section 10(23FB) of the Act, all venture capital companies/fund registered with Securities and Exchange
Board of India, subject to the conditions specified, are eligible for exemption from income tax on any income from
investment in a venture capital undertaking. Further, the Finance Act, 2015 has inserted a proviso providing that
nothing contained in this clause shall apply in respect of any income of a venture capital fund or venture capital
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company, being an “investment fund” of the previous year relevant to the assessment year beginning on or afte’ 1st
April 2016.

“Investment fund” has been defined under in clause (a) of Explanation 1 to Section 115UB of the Act to mean any
fund established or incorporated in India in the form of a trust or a company or a limited liability partnership or a
body corporate which has been granted a certificate of registration as a Category | or Category Il Alternative
Investment Fund and is regulated under the Securities and Exchange Board of India (Alternative Investment Fund)
Regulations, 2012, made under the Securities and Exchange Board of India Act, 1992.

Benefits available to Investment Fund under the Act:

The Finance Act, 2015 has inserted Chapter XII-FB in the Act which provides for special taxation regime for
Category 1 and Category II Alternative Investment Funds referred to as “investment fund” as per clause (a) of
Explanation 1 to Section 115UB of the Act. Further, the said Act has also inserted Section 10(23FBA) in terms of
which income of any investment fund other than income chargeable under the head “Profits and gains of business or
profession” shall be exempt from income tax.

Benefits available to Mutual Funds under the Act:

In terms of Section 10(23D) of the Act, all Mutual funds set up by public sector banks or public sector financial
institutions or Mutual Funds registered under the Securities and Exchange Board of India Act/Regulations there
under or Mutual Funds authorised by the Reserve Bank of India, subject to the conditions specified, are eligible for
exemption from income taxes on all their income, including income from investment in the shares of the company.

However, the Mutual Funds would be required to pay tax on distributed income to unit holders as per the provisions
of Section 115R of the Act. Further, w.e.f. 1 October 2014, for the purpose of determining additional income tax, the
amount of distributed income shall be increased to such amount as would after reduction of additional income tax on
such increased amount at the rate specified be equal to the amount of income distributed by mutual fund.

General Anti-Avoidance Rule (“GAAR”):

In terms of Chapter XA of the Act, General Anti-Avoidance Rule may be invoked notwithstanding anything
contained in the Act. By this Rule, any arrangement entered into by a taxpayer where the main purpose of the
arrangement is to obtain a tax benefit may be declared to be impermissible avoidance arrangement as defined in that
Chapter and the consequence would be inter alia denial of tax benefit, applicable w.e.f FY 2017-18. The GAAR
provisions can be said to be not applicable in certain circumstances viz. where the main purpose of arrangement is
not to obtain a tax benefit etc. including those circumstances which have been specified by the CBDT from time to
time.

CBDT vide Notification No. 49/2016, dated 22 June 2016 clarified on the applicability of GAAR that provides
GAAR is not applicable to any income accruing or arising to, or deemed to accrue or arise to, or received or deemed
to be received by, any person from transfer of investment or transactions made prior to 1 April 2017. Further, GAAR
provisions are applicable to any arrangement that is entered into for an impermissible transaction, for obtaining tax
benefit on or after 1 April 2017.

In order to effectively implement GAAR, the CBDT vide Circular dated 27 January, 2017 expressed clarity on the
applicability of GAAR based on the working committee group on non-applicability of GAAR providing monetary
threshold limit of X 30 million has been prescribed which is per transaction/arrangement wise beyond which the
transaction may be considered as impermissible and attract GAAR provisions, relaxation of GAAR in situations
where a transaction is permitted or ruled by the Authority for Advance Ruling for a particular transaction of the
applicant, satisfaction of commercial substance would not invoke GAAR provisions and GAAR provisions cannot
be invoked automatically but can be initiated only for cases through an Approving Panel headed by a judge of High
Court etc.

UNDER THE GIFT TAX ACT, 1958

Gift made after 1 October 1998 is not liable for any gift tax, and hence, gift of shares of the company would not be
liable for any gift tax. In order to prevent the practice of receiving the sum of money or the property without
consideration or for inadequate consideration, a new clause (x) in sub-section (2) of section 56 is inserted from the
Finance Act, 2017 to provide that receipt of the sum of money or the property by any person without consideration
or for inadequate consideration in excess of Rs. 50,000 shall be chargeable to tax in the hands of the recipient under
the head “Income from other sources”. Therefore, in the hands of the donee the same could be treated as income
subject to certain conditions unless the gift is from a relative as defined under Explanation to Section 56(2)(x) of the
Act.
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Notes:

(@)

(b)

(©)

(d)

(€)

()

All the above benefits are as per the current direct tax laws relevant for the Assessment Year 2018-19
(considering the amendments made by Finance Act, 2017).

The above statement covers only certain relevant benefits under the Income-tax Act, 1961 and does not
cover benefits under any other law.

The possible tax benefits are subject to conditions and eligibility criteria which need to be examined for tax
implications.

In view of the individual nature of tax consequences, each investor is advised to consult his/her own tax
advisor with respect to specific tax consequences of his/her participation in the IPO.

The above Statement of Tax Benefits sets out the provisions of law in a summary manner only and is not a
complete analysis or listing of all potential tax consequences of the purchase, ownership and disposal of
shares.

The stated benefits will be available only to the sole/first named holder in case the shares are held by joint
holders.
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SECTION IV: ABOUT OUR COMPANY
INDUSTRY OVERVIEW

Unless noted otherwise, the information in this section is obtained or extracted from the CRISIL Report prepared and issued
by CRISIL Limited on our request. Neither we nor any other person connected with the Offer have independently verified this
information. The data may have been re-classified by us for the purposes of presentation. Industry sources and publications
generally state that the information contained therein has been obtained from sources generally believed to be reliable, but
that their accuracy, completeness and underlying assumptions are not guaranteed and their reliability cannot be assured.
Industry sources and publications are also prepared based on information as of specific dates and may no longer be current
or reflect current trends. Industry sources and publications may also base their information on estimates, projections,
forecasts and assumptions that may prove to be incorrect. Accordingly, investors must rely on their independent examination
of, and should not place undue reliance on, or base their investment decision solely on this information. The recipient should
not construe any of the contents in this report as advice relating to business, financial, legal, taxation or investment matters
and are advised to consult their own business, financial, legal, taxation, and other advisors concerning the transaction.

Indian Economy

The Indian economy with a gross domestic product (“GDP”) at current prices in the year fiscal year 2017 is estimated at X
151.84 trillion, showing a growth rate of 11.0 percent over the estimates of GDP for fiscal 2016 of X 136.82 trillion (Source:
Central Statistical Office of India’s Ministry of Statistics and Programme Implementation, available at
http://mospi.nic.in/sites/default/files/press_release/PRESS NOTE_PE_2016-17.pdf as of May 31, 2017). It is one of the
fastest growing major economies in the world with private final consumption contributing to over half of the overall GDP
growth of 7.9% in 2015 — 2016 (Source: RBI Annual Report 2015 — 2016).

Global Life Insurance Industry

Growth in the global life insurance industry has been almost stagnant after the financial crisis in 2008. Before the crisis, the
total premium of the industry grew at 4% CAGR (in nominal dollar terms) during 2003 to 2007. However, there was a revival
in growth from 2014 onwards, as the global life insurance industry recorded 3.5% CAGR growth during 2013-2016 on real
premium basis. Growth was primarily driven by China, where premium grew over 15% CAGR during the period. (Source:
CRISIL Report)

Growth in the post-crisis era has been primarily driven by emerging markets, where premiums grew 6.6% CAGR during 2009
to 2016. Growth in the Indian life insurance industry has been in-line with the emerging market average during the period.
(Source: CRISIL Report)

Asia is the largest market for life insurance, accounting for 38% of the premium collected. India’s share in the global market
was 2%. (Source: CRISIL Report)

Africa  Oceania
2% 2%

Europe
33%

(Source: Swiss Re, sigma No 3/2017, CRISIL Report)
When it comes to the global insurance industry, 55% of the premium comes from life insurance (and the rest from non-life),

compared with 78% for India and 50% for other emerging markets. At 3.5%, the global life insurance industry’s penetration
is 80 basis points more than that of India’s. (Source: CRISIL Report)
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China’s life insurance penetration was low and stagnant at 1.7% from 2006 to 2014. However, the industry’s growth has been
stupendous over the past decade, with insurance density quadrupling from US$ 34.1 in 2006 to US$ 127 in 2014. China was
in a high economic growth phase during this period, with its nominal GDP growing at 18% CAGR, according to the
International Monetary Fund (IMF). (Source: CRISIL Report)

In purchasing-power parity (PPP) terms, China’s per-capita GDP increased from US$ 5,800 in 2006 to US$ 13,130 by 2014.
China’s scorching growth subsequently led to soaring insurance density. Therefore, the life insurance industry grew 4x during
2006 to 2014 on a total-premium basis. (Source: CRISIL Report)

Indian Life Insurance Industry

The size of the Indian life insurance industry is X 4.2 trillion on a total-premium basis as of fiscal 2017. In terms of total
premium, the Indian life insurance industry is the 10" largest market in the world and the fifth largest in Asia based on Swiss
Re, sigma No 3/2017 report. New premium constituted 42% of the total premium as of fiscal 2017. The industry’s assets
under management (AUM) grew at a compound annual rate (CAGR) of 19% during fiscal 2001 to fiscal 2017 to X 30 trillion.
Total premium has grown at a stupendous 17% CAGR during fiscal 2001 to fiscal 2017, after the privatisation in 2000.
(Source: CRISIL Report)

Within the premium bucket, new business premium (NBP) grew at 9% CAGR during fiscals 2007 to 2017 to ~ X 1.8 trillion,
with fiscal 2017 seeing a sharp 26% year-on-year rise. Group business premium grew at ~22% CAGR during the period over
a relatively low base, whereas individual premium rose at a tepid ~2% CAGR. (Source: CRISIL Report)

The industry provides individual and group policies, and premium payments can be made at the outset in one go, (called
single premium) or on a regular basis. Individual policies accounted for 44% of the new premium collected in fiscal 2017.
(Source: CRISIL Report)

Penetration of Insurance in India

At current prices, India’s GDP was X151.9 trillion as of fiscal 2017. India’s life insurance penetration stood at 2.7% in 2016,
compared with 4.4% in 2010. Among Asian countries, life insurance penetration in Thailand, Singapore and South Korea
were at 3.7%, 5.5%, and 7.4%, respectively, in 2016. Hence this suggests the untapped potential of the Indian life insurance
market. The protection gap for India stood at US$ 8.5 trillion as of 2014, which was much higher compared with its Asian
counterparts. The protection margin for India was highest among all the countries at 92% in Asia Pacific. (Source: CRISIL
Report)

With India expected to be the fastest-growing Asian economy — GDP increasing at 10% CAGR in the next five years (in
dollars, current prices), according to IMF forecasts (published in April 2016) — the Indian life insurance industry seems
poised for strong growth in the years to come. (Source: CRISIL Report)

As per IMF data, India is expected to grow at a significantly faster rate as compared with China and the rest of the world.
Therefore, increasing per-capita GDP will fuel growth in the life insurance industry, evidenced in China’s scenario. The per-
capita GDP for India over the next five years (2017 — 2022) is expected to grow at 8.5% CAGR as compared with 4.7% in the
previous five years. Further, the prevailing low insurance density and penetration in the country will also support strong
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growth in the life insurance sector on account of the low base. (Source: CRISIL Report)

Growth Projection for Different Countries
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The industry, which is regulated by the Insurance Regulatory and Development Authority of India (IRDAI), an autonomous
body set up in in 1999 (received statutory status in April 2000), has gained considerable traction with the entry of private
players in 2000. The number of life insurance companies increased from a mere five in fiscal 2001 to 24 in fiscal 2017. Life
Insurance Corporation (LIC) is the sole public player. (Source: CRISIL Report)

Private sector players have made substantial investments, in terms of capital, which is reflected in the industry’s net worth
leaping from X 47 billion in fiscal 2005 to X 486 billion in fiscal 2016. With the passage of the Insurance Laws (Amendment)
Act in 2015, which increased the foreign direct investment (FDI) limit in the insurance sector from 26% to 49%, FDI in the
sector has grown exponentially - during April — December 2016, FDI increased 764% on-year to US$ 2.8 billion. (Source:
CRISIL Report)

*The term ‘private sector’ is used to refer to all companies other than LIC, even if they are majority owned by public-sector
companies

Life Insurance Products

The life insurance sector can be classified on the basis of products and customer segments. Historically, life insurance
products were savings-oriented, i.e. non-linked products, but after 2000 there was a shift from largely tax savings-based
participating product sales to multiple products. (Source: CRISIL Report)

Non-linked products are traditional products with a protection and savings element built in or only pure-protection products.
Non-linked savings products can be further divided into participating products and non-participating products. Participating
products have variable returns, as it is linked to the performance of the insurance company. Linked products’ returns, on the
other hand, are tied to the performance of debt and equity markets. Linked products started gaining traction from fiscal 2007.
(Source: CRISIL Report)

As of fiscal 2017, non-linked products, though, were more popular, accounting for 87% of the total premium collected.
However, the share was much lower for private players, constituting 56% of the total premium. (Source: CRISIL Report)
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IRDAI too, through its regulations, has clearly defined the insurance products as follows:
Non-participating products

Term insurance products are protection products which are the most simple where the insured gets a fixed amount on death
only. Other Non-participating products may provide a fixed amount or a variable amount (based on the performance of the
underlying fund) on maturity. The policyholders do not share in the profits of the underlying business and, therefore, the
products is also known as ‘without profit’ policy. Therefore, the customer is exposed to very low risk and enjoys low but
secured returns. (Source: CRISIL Report)

Participating products

The company invests the amount pooled under participating products and pays a part of the surplus/profit on the invested
funds to the policyholder in the form of a bonus. However, future bonuses are not guaranteed by the insurance company as
they depend on future profits; past bonuses once allocated are however guaranteed. Therefore, policies under participating
products provide a minimum guaranteed return that is payable on death or maturity plus a variable amount, depending on the
returns on the invested amount. Therefore, these policies have higher premium requirement versus non-participating products
for a specific amount of sum assured. These policies do not offer customers the facility to choose their asset allocation as the
underlying investments are pooled, and the customers are not exposed to the volatility of the underlying assets. Therefore,
customers are exposed to lower risk compared with unit-linked insurance products (ULIPs). (Source: CRISIL Report)

Unit-linked insurance products

ULIP acts as a long-term investment tool as well as an insurance policy. The returns are directly linked to changes in the
underlying investments, and the investment risk is entirely borne by the policyholder. Therefore, unlike participating or non-
participating products, a ULIP holder has to continuously monitor the performance of the policy through net asset value
(NAV) released by the companies daily. The policyholders have the flexibility to choose the proportion of equity and debt in
their investment portfolio, based on their risk profile, and switches can also be made (permissible switches differ across
policies), based on the customers assessment of market conditions in a tax-efficient manner. Customers can also choose the
level of life cover, subject to minimum levels mandated by IRDALI. (Source: CRISIL Report)
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Variable insurance products

Variable insurance products are those where the charges are explicitly stated as in the linked products. The returns are based
on the underlying investment but not directly as in the linked products. (Source: CRISIL Report)

Group protection products

Group term plans provide the benefits of life insurance coverage to a group of individuals; the sum assured is paid to the
member’s nominee upon the death of the member. The products can also be offered as coverage against loans, such as car
loans, home loans, education loan. The policies are offered to employer-employee groups, non-employer-employee groups,
banks, professional groups and microfinance institutions. The creditor’s protection products are typically long term aligned to
the tenure of the loan and the death cover aligned to the outstanding loan cover over the term of the loan. Typically, group
products have a one-year term and need to be renewed upon expiry, with the exception of products providing coverage
against loans. The insurance companies also offer products under government schemes such as Pradhan Mantri Jeevan Jyoti
Bima Yojana. (Source: CRISIL Report)

Other group products

These products are offered in unit-linked, participating and variable-insurance plan variants. Group gratuity plans help the
employer reduce business cost and take care of employer’s long-term gratuity expenses by earning a return on the employer’s
money. Group leave encashment schemes help the employer manage future leave encashment liability in case of an
employee’s death, retirement or resignation/termination, in addition to providing security. Group superannuation products
help employees save for retirement and provide them with a corpus at the time of retirement. With these products, the
insurance company typically provides fee based fund management services to the corporate clients. (Source: CRISIL Report)

History of Life Insurance Development in India

The Indian life insurance industry consisted of only one player —LIC—during 1956 to 2000. Post privatisation in 2000, 10
private players entered the life insurance industry during 2000 to 2001. Among the current top five players in the industry,
HDFC Standard Life was the first private company to register in 2000, followed by ICICI Prudential Life and MaxLife
Insurance in the same year. SBI Life and Bajaj Allianz entered the industry in 2001. Only four new private players entered
between 2002 to 2005, post which there was a surge again, with eight players setting up businesses till 2009. Edelweiss Tokio
Life Insurance was the last entrant in the industry in 2011. Out of the 23 private players registered with the IRDAI, 20 players
have joint ventures (JVs) with foreign partners. (Source: CRISIL Report)

Total premium rose a sharp 17% CAGR between fiscals 2007 and 2011, owing to aggressive foray by private players. Growth
for private players was driven by ULIP sales amid capital-market performance. Also, a favourable commission structure
because of high upfront commission to intermediaries led to higher sales of linked products. Therefore, the total premium on
linked products grew 18% CAGR during the period. Hence, the share of private players in total premium increased from 18%
in fiscal 2007 to 30% in fiscal 2011. The share of banking corporate agents in the individual new business premium increased
from 6% to 13% over the period, as private players looked at alternative channels to market their products and increase reach.
As of fiscal 2011, private players comprised 64% market share in the linked products segment. (Source: CRISIL Report)

After the sharp growth during fiscals 2007 to 2011, the industry saw a sudden slowdown over the subsequent three years.
Regulatory changes by the IRDAI with respect to linked products, decline in financial savings rate coupled with weak
performance of the equity markets led to the slowdown. The IRDAI’s new regulation capping products charges resulted, in
decline in the commission for linked products, thereby making sales of these products less lucrative for intermediaries. The
move had a more adverse impact on private players because of their high exposure to linked products. (Source: CRISIL
Report)

Private players relooked at their product offerings, distribution channel mix, and operational efficiency. The focus on
traditional products increased, as reflected in the share of linked products in the product mix declining from 71% in fiscal
2011 to 45% in fiscal 2014. The use of the banking channel was enhanced and the industry went slow on branch rollouts,
given the significant branch expansion before 2010; these moves reduced upfront infrastructure costs and selling expenses.
Additionally, the focus on technology increased. All these moves resulted in the industry’s return on equity (RoE) rising from
-3% in fiscal 2011 to 17% in fiscal 2014. (Source: CRISIL Report)
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The overall industry saw revival on NBP basis in fiscal 2016, which is a lag of a year as compared to total premium, as
growth in renewal premium had primarily driven growth in fiscal 2015. However, revival for private players was visible even
in fiscal 2015, as both NBP and renewal premium grew ~18% and ~12% on-year, respectively. During fiscals 2015 to 2017,
NBP for LIC and private players posted CAGRs of ~26% and ~21%, respectively. During fiscals2011 to 2014, the NBP of
private players declined 9% CAGR, which was a significant underperformance as compared to industry, which fell 2%
CAGR. (Source: CRISIL Report)
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After the slowdown between fiscals 2011 and 2014, the total premium of private players grew 15% CAGR during fiscals
2014 to 2017, outpacing the industry growth of 10% CAGR. This was on account of subdued growth for the overall industry
even in fiscal 2015, with merely 4% growth on-year, before recording a strong 12% growth in fiscal 2016. Furthermore, for
private players, growth was driven by linked as well as non-linked products, with both products recording double-digit
growth in both fiscals. Growth was driven by expectations of an improvement in economic growth, cooling inflation, an
increase in financial savings, and healthy returns provided by equity and debt markets during this period. (Source: CRISIL
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Outlook

CRISIL Research forecasts new business premium for life insurers to grow at 11-13% CAGR from fiscals 2017 to 2022,
compared with 9% CAGR between fiscals 2012 and 2017. CRISIL Research expects total premium to grow at 13-15%
CAGR over the next five years, from X 4,181 billion in fiscal 2017 to X 7,900 - X 8,100 billion by fiscal 2022. Improving
economic growth, low inflation, and increase in financial savings, along with rising awareness of insurance, would be the key
catalysts. (Source: CRISIL Report)
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With economic growth gradually picking up and structural drivers in place (rising life expectancy, healthcare spending,
pension needs), we expect the growth trajectory of life insurance products to be markedly stronger in the next five years.
Furthermore, the higher FDI limit of 49% will help private players unlock value in their insurance subsidiaries and strengthen
their financial position. (Source: CRISIL Report)
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Factors Contributing to Growth of Indian Life Insurance Industry
Strong GDP growth

CRISIL Research forecasts India’s economy to grow at 7.4% (in real terms) in fiscal 2018, up from 7.1% in the previous
fiscal, assuming normal monsoon and supported by improved consumption demand. Softer interest rates and inflation will
also likely aid consumption. In the next five years, growth should be ~8% annually. Faster growth in GDP should translate
into rising income, which, in turn, is favourable for growth in life insurance. (Source: CRISIL Report)
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Increase in Savings

While GDP growth in India is projected to improve compared with the preceding five-year period, control over inflation is
another key structural positive. When the country witnessed 23% deficient monsoon in fiscal 2010, the consumer price index-
linked (CPI) inflation had climbed to 12.4%. However, despite two successive deficient monsoons in 2014 and 2015, CPI
inflation averaged 6% in fiscal 2015 and dropped to 5% in fiscals 2016 and 2017. We expect CPI inflation to remain stable at
around these levels in fiscal 2018 as well. Over the long term too, the Reserve Bank of India (RBI) is committed to keep
inflation low and range-bound. Lower inflation gives an impetus to overall savings, as people can save more. (Source:
CRISIL Report)

Therefore, the increased financial savings, coupled with the expected increase in the share of insurance as a percentage of
financial savings, due to a significant improvement in product proposition and delivery mechanisms, are expected to drive
growth for the life insurance sector. (Source: CRISIL Report)
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The share of investment in life insurance as a proportion of financial savings reached its peak at 26% in fiscal 2010, with
growth driven by both linked and non-linked segments. However, with the downturn in the capital market, increasing
inflation and regulatory changes, this share declined considerably between fiscals 2010 and 2014. There was a considerable
revival post fiscal 2014, due to improving fundamentals and pick-up in the sale of linked products. Retail credit grew at a
CAGR of 17% between fiscals 2014 and 2017, compared to ~13% CAGR in the previous three years, reiterating positive
fundamentals. Further, the savings in insurance products increased by ~10% on-year in fiscal 2016, as compared to a mere
~4% increase in bank deposits during the year. (Source: CRISIL Report)
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Increasing awareness among rural population to increase geographical reach and penetration

The share of new business premium from Maharashtra increased from 15% in fiscal 2011 to 18.7% in fiscal 2017. The share
of Uttar Pradesh and Tamil Nadu in individual premium decreased 80 bps and 70 bps, respectively during the period, whereas
the share of West Bengal was stagnant at 9.2%. We expect the geographical reach of players to expand with the increase in
bank branches in the hinterland, the government’s focus on financial inclusion, and increasing awareness of insurance with
schemes such as the Pradhan Mantri Jeevan Jyoti Bima Yojana.

State-Wise Distribution of Individual New Business Premium
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(Source: IRDAI, CRISIL Research)
Rise in Healthcare Spending

As per IRDAI data, only 359 million people (or 27% of the total population) have health insurance coverage as of fiscal 2016.
Only ~20% of this health insurance coverage is provided by commercial insurance providers (life and non-life included), with
the remaining covered under Central or state government-sponsored schemes such as Central Government Health Scheme and
Employee State Insurance Scheme. Several factors underscore the massive opportunity in health insurance for commercial
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insurance providers. These are (i) low penetration, (ii) rising cost of healthcare, (iii) constraints for government spending, (iv)
limited coverage (currently provided only for hospitalisation), and (v) increasing demand for quality healthcare with rising
incomes. (Source: CRISIL Report)

India’s total expenditure on health was 4.7% of GDP in 2014. As per the World Health Organization (WHO), the per-capita
health spending increased from $20 in 2000 to $75 in 2014, with public expenditure constituting 30%, and private expenses
constituting the remaining. Among its Asian peers, India has one of the highest share of out-of-pocket expenses in its overall
healthcare spending mix. Therefore, this poses a significant opportunity for insurance players to tap this segment. (Source:
CRISIL Report)

Spending Mix — Private Expenditure (2014)
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Pension Funds

As of 2014, only ~8% of retirees within the private sector receive a pension; therefore, a multi-fold increase in pension
coverage to the private sector workforce is an imperative. If 70% of private sector retirees are adequately covered by 2030,
their retirement assets will rise to ~26% of GDP in 2030. If the entire private sector workforce, which will be over 60 in 2030,
has an adequate retirement cover, the size of the retirement corpus will rise to nearly X 276 trillion (or 38% of GDP) by 2030
and 3,626 trillion (or 74% of GDP) by 2050. The provision of additional tax benefits to the extent of employers’
contribution in the New Pension Scheme is expected to provide an opportunity for the growth of pension premium. (Source:
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CRISIL Report)
Protection Gap

The protection gap for India stood at US$ 8.5 trillion as of 2014, which was much higher compared to its Asian counterparts.
The protection margin for India was the highest amongst all the countries at 92% in Asia Pacific, as per a Swiss Re report.
This means that for US$ 100 of insurance protection requirement, only US$ 8 was actually insured as of 2014. This indicates
the absence or inadequacy of pure protection coverage (term insurance) for a large part of the population. Further, with the
penetration of retail products being low in India; financiers are aggressively focusing on retail credit, the growth of which will
support insurance off take. (Source: CRISIL Report)
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(Source: Swiss Re, Economic Research & Consulting “Mortality Protection Gap Asia-Pacific 2015, CRISIL Report)
Increasing Insurable Population

Currently, India is one of the nations with the highest young populations, with a median age of 28 years. 90% of Indians will
still be below the age of 60 by 2020 and 63% are expected to be between the age of 15-59. Comparatively, the US, China and
Brazil had 74%, 62% and 78% of the population below the age of 60 (as of 2012). The number of individuals in the age of
25-49, which is the target population for the industry, is increasing in India and would boost industry growth. A large share of
the working population, coupled with rapid urbanisation and rising affluence, is expected to propel Indian life insurance
sector growth. (Source: CRISIL Report)
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Rise in urbanization

India has a very low urbanisation rate as compared to its Asian peers like China, Japan and Thailand. The share of the urban
population rose steadily from 28.8% in 2004 to an estimated 33.5% in 2017. CRISIL Research expects urbanisation to
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accelerate, translating into 2.0-2.5% CAGR in the urban population between 2017 and 2022, compared with overall
population growth of 1.2% during the same period. Further, the increase in urbanisation will also aid the increase in GDP per
capita as also suggested during the previous five years. Also, increasing urbanisation will enhance financial literacy among
consumers, thereby supporting the growth of the life insurance industry. (Source: CRISIL Report)

Comparing the increase in urban population to rise in GDP per capita for India and its other Asian peers also highlights the
strong positive correlation between urbanisation % and GDP per capita. (Source: CRISIL Report)

Growth in Urbanisation Rate and GDP Per Capita
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Focus on Financial Inclusion

With a focus on financial inclusion, the Union Government launched the Pradhan Mantri Jan-Dhan Yojana. As much as 286
million accounts were opened under this scheme as of May 30, 2017, with total deposits of X 643 billion. The inclusion of so
many people in the financial system opens avenues for investments in insurance and other savings products. (Source: CRISIL
Report)

Concurrently, the government launched Pradhan Mantri Jeevan Jyoti Bima Yojana in March 2015 with the aim of providing
life cover at a nominal cost to anyone in the age group of 18-50 having a bank account. Under the scheme, a life insurance
cover of X 200,000 is provided on payment of premium of X 330 per annum. As the adoption of insurance cover under this
scheme gains traction, so will the awareness about insurance as a product and its associated benefits. (Source: CRISIL Report)

Competition from Other Avenues

Insurance faces competition from other modes of financial savings, such as mutual funds, bank deposits, and small-savings
instruments, besides physical savings. Similar to the trend of the life insurance industry, the AUM of the mutual fund industry
grew at 35% CAGR from fiscals 2006 to 2010, and then saw a sudden slowdown at 10% CAGR from fiscals 2010 to 2016.
However, growth revived in fiscals 2015 and 2016, as the AUM increased 31% and 14%, respectively. In fiscal 2017 as well,
the mutual fund industry witnessed a strong 42% jump in AUM and surge in inflows. Insurance companies will have to focus
on increasing customer awareness, improving the value proposition, increasing transparency, and keeping costs competitive
to make their products a vital part of the customers’ financial plans. (Source: CRISIL Report)

Life Insurance Industry Parameters
Sum Assured and Number of Policies
The total sum assured under the individual life insurance business was X 96 trillion as of fiscal 2017 in India. The sum

assured for the individual insurance is estimated to have increased at a CAGR of 16% from fiscals 2011 to 2017. The total
number of individual policies in force was 322 million as of fiscal 2017. (Source: CRISIL Report)
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Trend in Individual In-Force Sum Assured
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Premium

The average premium (new business premium / total policies) for the industry increased at a CAGR of 8% from fiscal 2007 to
fiscal 2017. Growth of private players was slightly higher at 9% CAGR during the period, despite the higher base. The
average premium of ULIPs is higher than the average ticket size of traditional policies. The increase in tax exemption from
investment in life insurance policies (and other investment products as mentioned in Section 80C of Income Tax Act, 1961)
from X 100,000 to ¥ 150,000 in fiscal 2015 led to increase in the ticket size even on traditional investment policies, as
insurance is viewed more as a savings-cum-protection product than a pure protection product in India. The higher ticket size
from linked insurance products was due to buoyant capital market performance. (Source: CRISIL Report)

As of fiscal 2017, SBI Life was ranked second on Individual Rated Premium and enjoyed a market share of 20.69% among
private life insurers and 11.16% in overall industry. Between fiscal 2014 to fiscal 2017, SBI Life grew at a CAGR of 28.31%,
which was the fastest among the top five private players. Only SBI Life and ICICI Prudential, gained market share in the
private life insurance industry during this three-year period. SBI Life’s market share increased from 15.61% in fiscal 2015, to
18.83% in fiscal 2016 and 20.69% in fiscal 2017. (Source: CRISIL Report)

Average Premium for Private Players and Industry (Individual Business)

Rs
55,000 50,790
50,000 41,202
45,000 39,396
40,000 26,119 30,185
35,000
30,000 29 5G6 2741
25000 - 21,374
20,000
15,000
10,000

5,000

29,401

27,442 21826

21,403

6
14,606 14059 14,846

22678

14,104 10281 15,982
11,657 12938 44909 12903 ™7 11,887 14355 12,019

FYO7 FY08 FY0S FY10 FY11 FY12 FY13 FY14 FY1§5 FY16 FY17

e A ETAQE Premium (LIC) Average Premium (Industry) =—mm==Ayverage Premium (Private)

(Source: IRDAI, CRISIL Research)
New Business Premium (NBP)

The overall industry saw revival on NBP basis in fiscal 2016, which is a lag of a year as compared to total premium, as
growth in renewal premium had primarily driven growth in fiscal 2015. However, revival for private players was visible even
in fiscal 2015, as both NBP and renewal premium grew ~18% and ~12% on-year, respectively. During fiscals 2015 to 2017,
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NBP for LIC and private players posted CAGRs of ~26% and ~21%, respectively. During fiscals 2011 to 2014, the NBP of
private players declined 9% CAGR, which was a significant underperformance as compared to industry, which fell 2%
CAGR. (Source: CRISIL Report)

Distribution Channels

With IRDAI permitting bank agents to sell insurance products, private insurance players leveraged banking channels to
market their products. This gradually led to an increase in the share of banking corporate agents and a decline in the share of
individual agents in the distribution of individual life insurance products. The share of corporate agents (banks) increased
from 6% in fiscal 2007 to 24% in fiscal 2017 in the individual business, driven by private players. For private players, new
business from banking corporate agents increased from 16.6% to 53.9% during the period. The share of new business
premium from individual agents for the industry decreased from 90.5% to 68.9%. The NBP for private life insurers grew at a
CAGR 0f 9.39% between fiscal 2015 to fiscal 2017. In fiscal 2017, SBI Life’s individual agent network generated 22.88% of
the individual NBP generated by the private life insurance industry, enjoying the largest market share in the channel. (Source:
CRISIL Report)

The share of corporate-banking agents has significantly increased for the top-five players, as life insurance companies have
been leveraging banking channels to sell their products. The share of premium (based on individual NBP) through banking
corporate agents was the highest for SBI Life at 64.71%, followed by Max Life at 61.79% in fiscal 2017. Therefore, SBI Life
had the largest market share of NBP (Individual and total) generated by all private life insurers through bancassurance
channel in the year. Between fiscal 2014 and fiscal 2017, SBI Life recorded the highest growth rate of 40.04% CAGR for the
individual NBP generated through its bancassurance channel, as compared to 27.04% growth for the private life insurance
industry. Also, individual NBP contributed by SBI Life’s bancassurance channel increased at a CAGR of 46.72% from X
19,442.74 million in fiscal 2015 to X 41,853.08 million in fiscal 2017, compared to CAGR of 27.20% for private life insurers
in India during such period. (Source: CRISIL Report)

New Business Premium by Various Distribution Channels for the Industry (Individual Life Insurance Product)

fiscal fiscal fiscal fiscal fiscal fiscal fiscal fiscal fiscal fiscal fiscal
2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017
Individual 90.5 83.7 79.6 79.6 78.9 78.7 775 78.4 71.4 68.5 68.9
agents
Corporate 5.6 8.0 9.7 10.6 13.3 15.0 16.2 15.6 20.8 24.0 23.6
agents-Banks
Corporate 3.0 4.4 4.9 4.3 3.6 2.7 2.1 1.3 14 1.4 1.3
agents-Others
Brokers 0.6 0.6 1.1 14 1.8 1.8 1.7 1.6 1.8 1.3 1.2
Direct selling 0.4 3.3 4.8 4.1 2.4 1.9 2.6 3.1 4.4 4.8 5.0

(Source: IRDAI, CRISIL Research)
New Insurance Products

705 products were in-force in the life industry as of March 2017, with 536 products in the individual segment and 169
products in the group business segment. In fiscal 2017, 74 new products were introduced, with 13 in the group business
segment and 61 in the individual business segment. HDFC Standard Life provides the highest numbers of products in the
individual segment, followed by SBI Life and Tata AIA Life. In the group business, Kotak Mahindra Old Mutual Life
provides the maximum number of products in the industry, followed by LIC. (Source: CRISIL Report)

Commission-Expense Ratio

The commission-expense ratio on a total premium basis has declined considerably, due to the drop in commission on linked
products post fiscal 2010. Before fiscal 2010, the commission was very high with significant upfront costs. However, due to
the IRDAI regulations in 2010, which capped the commission on linked products, there was a substantial decline in
commission. But, with LIC sourcing a significant amount of individual business through individual agents (96% in fiscal
2017), its commission ratio is high compared with private players. (Source: CRISIL Report)
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Commission Expense Ratio (as % of total premium)
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Operating Expense Ratio

Before 2010, private players had a higher operating expense ratio due to the high infrastructure costs incurred on increasing
their geographic reach. Therefore, despite the increase in total premium during fiscals 2007 to 2010, the ratio remained high.
After 2010, private players went into a consolidation phase and began focussing on cost efficiencies. However, the ratio
improved only marginally due to the slowdown in premium growth during fiscals 2010 to 2014. Operating expense during the
period declined at 5% CAGR for private players. The total premium also declined by 1% CAGR. After fiscal 2014, the ratio
improved as operating expense increased, at a much slower rate of ~8% CAGR, compared with ~14% CAGR of total
premium. (Source: CRISIL Report)

The operating expense ratio was low for LIC before 2010, as, being in the matured phase, it did not incur any upfront cost
like private players. However, the government approved a 17.5% increase in salary in October 2010, effective August 2007,
which impacted its costs in fiscal 2011. However, LIC’s expense ratio is considerably lower than private players. (Source:
CRISIL Report)

Operating-expense ratio for the top-five private players in the past five years improved substantially, as players reassessed the
productivity of various distribution channels and their operating efficiency post fiscal 2010. SBI Life had the lowest operating
expense ratio (as of fiscal 2017) followed by ICICI Prudential Life. The operating expense ratio for SBI Life declined
substantially from 9.1% in fiscal 2015 to 7.83% in fiscal 2017. (Source: CRISIL Report)
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(Source: IRDAI, CRISIL Report)
Claims
Claims settled by private players increased at 19% CAGR during fiscals 2011 to 2016, whereas the total premium increased
at 3% CAGR. On the other hand, the claims for LIC increased at ~10%CAGR, compared with ~6% CAGR in total premium.

Despite increase in claims, the individual claim settlement ratio (claims settled/claims received) consistently improved — from
95.6% to 97.4%. (Source: CRISIL Report)
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Net New Cash*

Net new cash additions for the industry saw a decline post fiscal 2010 due to a slowdown in premium growth. However, the
benefits paid to policyholders saw a surge during fiscals 2010 to 2014. The benefits paid increased at ~22% CAGR, compared
with mere ~4% CAGR in premium. For private players, the gap was much wider, as premium was flat during the period;
however, the benefits paid increased at a staggering pace of ~37% CAGR. (Source: CRISIL Report)

However, there was significant improvement in the net new cash additions for the private players as well as industry post
fiscal 2014, as there was revival in the premium growth during the period. (Source: CRISIL Report)

*Net new cash = Net premium minus net benefits

Net New Cash Additions for Private Players and Industry
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Investments

The share of equity declined gradually from 36% in fiscal 2010 to 25.9% in fiscal 2017. The high share in debt is because of
LIC, which had 75-80% of its investments in debt, whereas private players had 55-60%. Insurance companies invest high
amounts in infrastructure bonds, due to the long-term nature of their liabilities. The total investment of the life insurance
sector in infrastructure was X 3.4 trillion as of fiscal 2017. (Source: CRISIL Report)

Comparison of Top-Five Private Players

The table below sets forth for periods indicated, a comparison of the five largest private sector life insurers — SBI Life, HDFC
Standard Life, ICICI Prudential Life, Max Life and Bajaj Allianz (based on total premium in fiscal 2017).

Unit SBI Life HDFC ICICI Max Life Bajaj
Standard Prudential Allianz
Life Life
Premium (fiscal 2017)
New business premium Z hillion 101.46 86.96 78.63 36.77 32.90
Total premium % billion 210.15 194.55 223.54 107.80 61.80
Individual Rated Premium % billion 59.38 36.36 64.08 26.39 10.10
Market share (within private
players)(fiscal 2017)
New Business Premium % 20.04 17.18 15.53 7.24 6.50
New Business Premium % 20.16 13.09 21.75 10.31 3.32
(Individual business)
New Business Premium (Group % 19.83 24.25 4.77 1.93 12.00
business)
Total premium % 17.82 16.49 18.96 9.14 5.24
Individual Rated Premium % 20.69 12.67 22.33 9.20 3.52
Product Mix - New Business
Premium (fiscal 2017)
Linked % 50.50 35.24 79.13 24.42 41.72
Non-linked
Participating % 10.77 14.34 7.87 58.14 7.52
Non-Participating % 38.73 50.42 13.00 17.44 50.76
By customer segment — New
Business Premium (fiscal 2017)
Individual % 63.77 48.31 88.74 90.23 32.39
Group % 36.23 51.69 11.26 9.77 67.61
Average Premium (fiscal 2017)
Individual single premium 4 225,290.44 26,094.85 195,830.25| 10,310,562.00| 227,527.42
Individual regular premium b 47,108.48 42,457.09 94,759.22 51,056.43| 37,062.10
Individual new-business g 50,777.87 38,817.10 99,418.10 65,781.04| 38,953.71
premium
Individual New Business Policies
2016-17 growth % 0.09 -5.91 20.96 9.34 4.93
3-year CAGR % 6.97 7.00 -3.40 -1.48 -15.58
5-year CAGR % 7.65 5.84 -7.36 -2.52 -23.62
10-year CAGR % 8.46 7.54 -9.76 -0.93 -18.36
Premium Growth
New business premium
2016-17 growth % 42.76 34.04 16.22 27.25 14.06
3-year CAGR % 26.04 29.15 27.87 17.49 8.27
5-year CAGR % 9.22 17.81 9.14 13.96 3.93
10-year CAGR % 14.74 18.27 4.11 14.83 -2.57
Renewal premium
2016-17 growth % 24.69 9.40 16.87 12.31 -3.99
3-year CAGR % 24.21 10.24 18.68 12.35 -3.84
5-year CAGR % 10.49 11.04 8.63 9.65 -9.54
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Unit SBI Life HDFC ICICI Max Life Bajaj
Standard Prudential Allianz
Life Life
10-year CAGR % 40.42 24.44 18.08 28.31 10.73
Individual Rated Premium
2016-17 growth % 38.87 9.08 28.99 25.49 40.80
3-year CAGR % 28.31 15.27 25.36 14.27 0.27
5-year CAGR % 23.01 6.02 17.86 11.88 -5.06
10-year CAGR % 16.81 11.41 4.90 13.12 -10.74
Channel Premium - Individual
New Business Premium (fiscal
2017)
Individual agents Z hillion 22.04 6.51 16.34 8.26 9.03
Corporate agents - Banks % billion 41.85 25.66 39.82 20.44 0.41
Others % hillion 0.78 9.84 13.57 4.38 1.22
Channel mix growth — Individual
New Business Premium Growth
(fiscal 2014 —fiscal 2017)
Individual agents % 11.24 15.99 15.25 8.37 -3.02
Corporate agents - Banks % 40.04 15.47 29.83 24.70 -23.34
Others % -5.01 27.93 35.70 6.66 7.57
Channel mix — Individual New
Business Premium (fiscal 2017)
Individual agents % 34.08 15.49 23.50 24.97 84.71
Corporate agents - Banks % 64.71 61.09 57.06 61.79 3.85
Others % 1.21 23.42 19.44 13.24 11.44
Persistency ratio (fiscal 2017) -
By premium
13 % 81.07 80.88 85.70 80.40 68.20
25 % 73.86 73.34 73.90 70.40 51.10
37 % 67.36 63.90 66.80 59.70 43.90
49 % 62.46 58.31 59.30 54.90 38.20
61 % 67.18 56.79 56.20 53.00 31.60
Net cash added (fiscal 2017) T million | 113,263.11 94,326.94 71,908.39 69,034.28 -479.61
AUM (March 2017) % billion 977.40 917.37 1,229.19 443.70 492.70
Surrender ratio-linked products % 8.81 11.39 14.20 12.68 14.12
(Surrender/ average AUM for
fiscal 2017) #
Surrender ratio (fiscal 2017) % 22.79 31.33 52.76 20.50 54.76
(Surrender/Total premium) #
Operating performance (fiscal
2017)
Commission ratio % 3.73 4.10 3.40 9.00 2.40
NBP commission ratio % 5.09 7.52 5.96 16.97 2.42
Operating Expense ratio % 7.83 12.27 10.54 14.76 17.10
Operating Expense by Average % 1.85 2.87 2.08 3.95 2.26
AUM
Total cost ratio % 11.56 16.37 13.94 23.76 19.50
Agent productivity b 234,500.52 95,072.65 127,530.82 165,933.43| 108,097.11
Number of individual agents (As Nos 95,355 54,516 1,36,114 54,283 77,097
of March 31, 2017)
Number of new policies issued Thousands 1,275.50 1,083.20 702.70 503.40 273.80
Channel mix — New Business
Premium (fiscal 2017)
Individual agents % 22.31 7.49 20.88 22.56 27.54
Corporate agents - Banks % 53.03 30.01 50.82 62.93 1.31
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Unit SBI Life HDFC ICICI Max Life Bajaj
Standard Prudential Allianz
Life Life
Others % 24.66 62.49 28.30 14,51 71.16
RoE [3-year average] (fiscal % 20.14 29.45 31.23 23.65 12.20
2017)
ROIC [3-year average] (fiscal % 87.86 38.39 34.34 25.15 71.35
2017)
Solvency ratio (March 2017) Times 2.04 1.92 2.81 3.09 5.80
Death Claim Settlement ratio % 97.98 99.16 97.20 98.27 99.16
(fiscal 2017)
Death Claim repudiation ratio % 1.59% 0.70% 2.371% 1.52% 0.81%
(fiscal 2017)
Grievances (fiscal 2017)
Total received Number 7,806 8,794 6,664 8,792 4,127
Grievance ratio % 0.61 0.81 0.95 1.75 1.50
Grievance - unfair trade % 0.20 0.60 0.76 1.21 1.28
practices — mis-selling ratio
Geographic  distribution -
Individual (Based on New
Business Premium of (fiscal
2017)
Top three states % 24.67 44,71 41.90 33.62 36.21
Top five states % 38.34 58.53 55.82 50.09 50.56
Top 10 states % 67.24 80.81 80.26 77.39 73.45
Geographic  distribution -
Group (Based on New Business
Premium of (fiscal 2017)
Top three states % 48.07 69.85 90.19 94.13 61.12
Top five states % 65.37 79.11 98.06 98.88 78.92
Top 10 states % 90.67 95.71 99.94 99.44 95.01
#Surrenders and withdrawals for linked products considered for calculation.
(Source: IRDAI, Life Insurance Council, company reports, CRISIL Report)
Ranking of Top Five Private Players on the Basis of New Business Premium?*
SBI Life HDFC Standard Life ICICI Prudential Life Max Life Bajaj Allianz
Fiscal 2010 1 4 2 5 3
Fiscal 2011 1 3 2 5 4
Fiscal 2012 1 3 2 5 4
Fiscal 2013 1 3 2 5 4
Fiscal 2014 1 2 3 5 4
Fiscal 2015 1 2 3 5 4
Fiscal 2016 1 3 2 5 4
Fiscal 2017 1 2 3 4 5

# The re-instated numbers of ICICI Prudential in its fiscal 2012 annual report has been considered to calculate the rankings of players for

fiscal 2011

(Source: IRDAI, CRISIL Report)

2-year CAGR Growth for Top-Five Private Players

SBI Life | HDFC Standard Life | ICICI Prudential Life | Max Life | Bajaj Allianz
New Business Premium 35.47% 25.82% 21.42% 19.36% 10.35%
Individual Rated Premium 37.95% 10.69% 18.09% 16.35% 14.13%

(Source: IRDAI, CRISIL Report)
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3-year CAGR Growth for Private Life Insurance Players and Industry on the basis of New Business Premium

Individual Group Overall

SBI Life 26.21% 25.74% 26.04%
HDFC Standard Life 18.06% 44.68% 29.15%
ICICI Prudential Life 26.67% 39.27% 27.87%
Max Life 17.03% 22.19% 17.49%
Bajaj Allianz -3.29% 16.30% 8.27%
Private Life Insurance Industry 18.70% 21.51% 19.70%
(Source: IRDAI, CRISIL Report)

Market Share of Private Life Insurers on the Basis of New Business Premium

Particular Fiscal 2012 | Fiscal 2013 | Fiscal 2014 | Fiscal 2015 | Fiscal 2016 | Fiscal 2017

Bajaj Allianz Life 8.29% 9.73% 8.78% 7.76% 7.04% 6.50%
Exide Life 0.00% 0.00% 1.92% 1.85% 1.54% 1.71%
Reliance Nippon Life 5.53% 4.47% 6.55% 5.94% 3.80% 2.08%
SBI Life 19.95% 16.85% 17.17% 15.87% 17.34% 20.04%
Tata AlA Life 2.87% 1.82% 1.47% 0.90% 1.81% 2.24%
HDFC Standard Life 11.71% 14.42% 13.68% 15.77% 15.83% 17.18%
ICICI Prudential Life 15.52% 15.63% 12.74% 15.31% 16.51% 15.53%
Birla Sun Life 5.89% 5.97% 5.75% 5.57% 5.42% 5.01%
Aviva Life 2.44% 2.23% 2.01% 1.60% 0.78% 0.48%
Kotak Mahindra Old Mutual Life 3.56% 3.86% 4.31% 4.42% 5.39% 5.63%
Max Life 5.83% 6.17% 7.66% 7.39% 7.03% 7.24%
PNB Met Life 3.29% 2.73% 2.28% 2.37% 2.45% 2.27%
Sahara Life 0.22% 0.20% 0.22% 0.11% 0.11% 0.09%
Shriram Life 1.21% 1.38% 1.34% 1.47% 1.72% 1.46%
Bharti Axa Life 0.69% 0.81% 1.27% 1.36% 1.32% 1.20%
Future Generali Life 1.05% 0.79% 0.76% 0.72% 0.62% 0.79%
IDBI Federal Life 0.95% 1.12% 1.07% 1.39% 1.44% 1.57%
Canara HSBC OBC Life 2.12% 1.99% 2.05% 1.37% 2.10% 1.94%
Aegon Life 0.63% 0.44% 0.50% 0.60% 0.33% 0.18%
DHFL Pramerica Life 0.31% 0.45% 0.59% 1.66% 1.77% 1.73%
Star Union Dai-Ichi Life 2.95% 2.42% 1.91% 1.81% 1.60% 1.38%
IndiaFirst Life 3.00% 4.28% 5.70% 4.42% 3.61% 3.30%
Edelweiss Tokio Life 0.03% 0.15% 0.27% 0.35% 0.45% 0.45%
ING Vysya 1.95% 2.08% 0.00% 0.00% 0.00% 0.00%

(Source: IRDAI, CRISIL Report)

Private Life Insurance and Overall Industry Growth

Private Life Insurance Industry Overall Industry
1-Year CAGR 23.53% 26.23%
New Business Premium 3-Year CAGR 19.70% 13.52%
5-Year CAGR 9.12% 8.91%
10-Year CAGR 10.03% 8.78%
1-Year CAGR 17.32% 14.03%
Total Premium 3-Year CAGR 15.08% 9.98%
5-Year CAGR 6.97% 7.81%
10-Year CAGR 15.36% 10.36%
1-Year CAGR 26.40% 20.74%
L . 3-Year CAGR 18.51% 5.42%
Individual Rated Premium 5-Year CAGR 10.37% > 11%
10-Year CAGR 7.20% 2.83%
(Source: IRDAI, CRISIL Report)
Number of Policies Issued by Top Five Private Players
SBI Life HDFC Standard Life ICICI Prudential Life Max Life Bajaj Allianz
Fiscal 2012 881,928 815,155 1,029,068 572,371 1,053,351
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SBI Life HDFC Standard Life ICICI Prudential Life Max Life Bajaj Allianz
Fiscal 2013 888,887 1,026,199 960,178 505,180 731,237
Fiscal 2014 1,041,349 884,141 778,911 526,806 455,457
Fiscal 2015 1,126,211 876,781 639,137 490,498 295,917
Fiscal 2016 1,273,515 1,150,924 580,685 460,495 260,941
Fiscal 2017 1,275,550 1,083,156 702,734 503,450 273,800
(Source: IRDAI, CRISIL Report)
Operating Expense Ratio
SBI Life HDFC Standard Life ICICI Prudential Life Max Life Bajaj Allianz
Fiscal 2015 9.15% 10.04% 10.79% 15.20% 18.64%
Fiscal 2016 9.21% 11.47% 9.85% 13.56% 18.80%
(Source: Company policy disclosures, CRISIL Report)
Agent Productivity for Top-Five Players
% per Agent SBI Life HDFC Standard Life | ICICI Prudential Life Max Life Bajaj Allianz
Fiscal 2015 177,082.31 91,110.37 80,493.89 155,587.81 66,685.94
Fiscal 2016 213,416.54 66,668.93 104,387.35 163,550.35 76,129.26
(Source: Company policy disclosures, CRISIL Report)
AUM for Top-Five Players
(Zhbillion)
SBI Life HDFC Standard Life ICICI Prudential Life Max Life Bajaj Allianz
Fiscal 2015 713.39 670.47 1,001.83 312.20 435.54
Fiscal 2016 798.28 742.47 1,039.39 358.24 441.07
(Source: Company policy disclosures, CRISIL Report)
Key Banking Partners of Top-Five Players
ICICI Prudential Life HDFC Standard Life SBI Life Max Life
ICICI Bank HDFC Bank State Bank Axis Bank
(4,850) (4,715) (24,017) (3,304)
Standard Chartered Bank Saraswat Co-operative Bank Punjab & Sind Bank (1,500) Yes Bank

(101)

(1,000)

The Ratnakar Bank

(239)

South Indian Bank (850)

Lakshmi Vilas Bank
(481)

Note: Figures in brackets indicate number of branches

(Source: Company websites, CRISIL Report)

Geographic Distribution of Top-Five Players for Individual New Business in Fiscal 2017

State SBI Life | HDFC Standard Life | ICICI Prudential Life | Max Life | Bajaj Allianz
Uttar Pradesh 6,115.10 2,300.20 4,565.00 2,500.00 1,310.00
Maharashtra 5,218.10 12,536.60 16,408.00 5,180.00 1,500.00
Telangana 4,623.40 1,493.70 2,737.00 390.00 220.00
Tamil Nadu 4,516.70 3,070.50 6,123.00 2,110.00 240.00
Gujarat 4,327.10 2,942.70 5,143.00 2,820.00 630.00
Karnataka 3,988.40 2,862.10 4,310.00 1,730.00 310.00
Kerala 3,939.70 1,889.80 3,159.00 910.00 570.00
Andhra Pradesh 3,918.80 681.50 1,190.00 1,550.00 140.00
West Bengal 3,901.50 2,057.10 4,007.00 3,120.00 1,050.00
Rajasthan 2,944.40 936.60 2,847.00 1,080.00 210.00
Madhya Pradesh 2,700.60 981.10 1,441.00 910.00 440.00
Bihar 2,662.70 480.30 1,241.00 550.00 820.00
Orissa 2,578.40 819.70 1,505.00 930.00 710.00
Punjab 1,805.60 1,525.70 1,831.00 1,140.00 250.00
Assam 1,645.30 384.30 741.00 460.00 350.00
Haryana 1,537.90 1,588.40 2,116.00 2,700.00 200.00
Jharkhand 1,537.90 382.40 812.00 400.00 410.00
Chattisgarh 1,444.40 335.20 558.00 360.00 210.00
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State SBI Life | HDFC Standard Life | ICICI Prudential Life | Max Life | Bajaj Allianz
Delhi 1,424.00 3,176.10 6,711.00 2,750.00 390.00
Uttrakhand 1,083.60 209.60 500.00 420.00 240.00
Himachal Pradesh 939.00 124.40 322.00 120.00 90.00
Jammu and Kashmir 320.80 209.70 223.00 120.00 140.00
Goa 315.00 235.30 217.00 270.00 70.00
Meghalaya 227.80 43.90 53.00 40.00 10.00
Chandigarh 180.70 550.50 623.00 170.00 20.00
Arunachal Pradesh 153.90 0.00 21.00 20.00 20.00
Tripura 114.80 18.30 87.00 40.00 50.00
Manipur 111.30 57.00 96.00 60.00 10.00
Nagaland 111.10 13.60 36.00 80.00 0.00
Puducherry 103.70 39.50 125.00 20.00 0.00
Sikkim 80.70 45.80 28.00 60.00 10.00
Andaman and  Nicobar 63.20 0.00 0.00 20.00 0.00
Islands
Mizoram 35.90 19.80 7.00 0.00 10.00
Dadra and Nagrahaveli 7.30 0.00 0.00 10.00 0.00
Daman and Diu 3.00 0.00 0.00 10.00 0.00
Lakshadweep 0.20 0.00 0.00 0.00 0.00

(Source: Company policy disclosures, CRISIL Report)
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OUR BUSINESS

Some of the information in the following discussion, including information with respect to our plans and strategies, contain
forward-looking statements that involve risks and uncertainties. You should read “Forward-Looking Statements” on page 19
for a discussion of the risks and uncertainties related to those statements. Our actual results may differ materially from those
expressed in or implied by these forward-looking statements. Also read “Risk Factors” and “Management’s Discussion and
Analysis of Financial Condition and Results of Operations — Significant factors affecting our results of operations” on pages
20 and 321 for a discussion of certain factors that may affect our business, financial condition or results of operations. Our
fiscal year ends on March 31 of each year, and references to a particular fiscal year are to the twelve months ended March
31 of that year.

We have, in this Red Herring Prospectus, included various operational and financial performance indicators, some of which
may not be derived from our Restated Financial Statements and may not have not been subjected to an audit or review by our
Joint Statutory Auditors. The manner in which such operational and financial performance indicators are calculated and
presented, and the assumptions and estimates used in such calculation, may vary from that used by other insurance
companies in India and other jurisdictions. In addition, we have in this Red Herring Prospectus included the Embedded
Value Report issued by the Independent Actuary which includes certain information relating to our Embedded Value as of
March 31, 2017 calculated in accordance with the Indian Embedded Value Methodology, which may vary from that used by
other life insurance companies in India and other jurisdictions. The Embedded Value as of March 31, 2017 and the
operational and financial performance indicators included in this Red Herring Prospectus may also vary from similar
information we have calculated historically and presented publicly in compliance with applicable regulations in India.
Investors are accordingly cautioned against placing undue reliance on such information in making an investment decision
should consult their own advisors and evaluate such information in the context of the Restated Financial Statements and
other information relating to our business and operations included in this Red Herring Prospectus.

Unless otherwise indicated, the financial information included herein is based on our Restated Financial Statements for
Fiscal 2013, Fiscal 2014, Fiscal 2015, Fiscal 2016, Fiscal 2017 and for the three months ended June 30, 2017, included in
this Red Herring Prospectus. For further information, see “Financial Information” on page 218. Unless otherwise indicated,
industry and market data used in this section has been derived from industry publications and other publicly available
information, including, in particular, the CRISIL Report prepared and issued by CRISIL Limited on our request. Unless
otherwise indicated, all financial, operational, industry and other related information derived from the CRISIL Report
(extracts of which have been appropriately incorporated as part of the section titled “Industry Overview” on page 99) and
included herein with respect to any particular year refers to such information for the relevant fiscal year.

Overview

We are India’s largest private life insurer, in terms of New Business Premium generated in each fiscal year, since Fiscal 2010
(Source: CRISIL Report). We have also increased our market share of New Business Premium generated among private life
insurers in India, from 15.87% in Fiscal 2015 to 20.04% in Fiscal 2017 (Source: CRISIL Report). Between Fiscal 2015 and
Fiscal 2017, our New Business Premium generated increased at a CAGR of 35.45%, which is the highest among the top five
private life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL Report).

In Fiscal 2017, we enjoyed a market share of Individual Rated Premium of 20.69% among private life insurers in India and
11.16% of the entire life insurance industry in India (Source: CRISIL Report). Between Fiscal 2015 and Fiscal 2017, our
Individual Rated Premium increased at a CAGR of 37.90 %, the highest among the top five private life insurers (in terms of
total premium in Fiscal 2017) in India (Source: CRISIL Report). We have also issued the highest number of individual life
policies annually among the top five private life insurers (in terms of total premium in Fiscal 2017) in India since Fiscal 2014
(Source: CRISIL Report).

Based on the Embedded Value Report issued by the Independent Actuary, our Embedded Value was X 165,379 million as of
March 31, 2017. Our Value of New Business was % 10,368 million in Fiscal 2017 while our Value of New Business Margin
was 15.4% and our Present Value of New Business Premium Margin was 3.8% for Fiscal 2017.

We were established as a joint venture between the State Bank and BNPPC in 2001. As of March 31, 2017, State Bank was
India’s largest commercial bank in terms of deposits, advances and number of branches (Source: RBI data). Following its
recent merger with certain of its associate banks and a non-affiliate bank, with effect from April 1, 2017, State Bank had
24,017 branches and 195 international offices in 36 countries and more than 420 million customers. BNPPC, an insurance
subsidiary of BNP Paribas, with operations across 36 jurisdictions internationally, is among the leading credit life insurance
businesses globally. BNP Paribas was a top 10 global financial institution in terms of revenues in 2016 (Source: Fortune
Global 500). We believe our relationship with State Bank and BNPPC has enabled us to enhance our brand, access specialist
industry expertise, grow our business and consolidate our market position.

As of July 31, 2017, we had a comprehensive product portfolio of 37 individual and group products (of which eight products
are group products), including a range of protection and savings products to address the insurance needs of diverse customer
segments. Our individual products include participating products, non-participating protection products, other non-
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participating products and unit-linked products, which contributed 10.77%, 0.95%, 1.69% and 50.36%, respectively, of our
New Business Premium in Fiscal 2017 and 15.43%, 0.72%, 1.85% and 49.61%, respectively, of our New Business Premium
for the three months ended June 30, 2017; while our group products include credit life group protection products, other group
protection products, group fund management (“Group FM”) products and other group products, which contributed 2.72%,
1.14%, 31.73% and 0.65%, respectively, of our New Business Premium in Fiscal 2017 and 2.91%, 2.04%, 26.84% and
0.60%, respectively, of our New Business Premium for the three months ended June 30, 2017.

We have developed a multi-channel distribution network comprising an expansive bancassurance channel, including State
Bank, the largest bancassurance partner in India, a large and productive individual agent network comprising 95,177 agents as
of July 31, 2017, as well as other distribution channels including direct sales and sales through corporate agents, brokers,
insurance marketing firms and other intermediaries. In Fiscal 2017, we collected the highest amount of New Business
Premium generated by private life insurers in India both through the bancassurance channel as well as through an individual
agent network (Source: CRISIL Report). We have also developed long standing institutional relationships with large
corporates with respect to our group life insurance products.

Our brand, business reputation and customer satisfaction are critical factors in developing new business and maintaining our
leadership position. We were recognized as among the Most Trusted Brands by The Economic Times Brand Equity — Nielsen
survey in Fiscal 2017 for the sixth consecutive year. We were awarded the “Private Sector Life Insurance Company of the
Year” and “Bancassurance Leader Life Insurance (Large Category)” at the Indian Insurance Awards organized by Fintelekt in
two consecutive years and were awarded the “Legal Era Risk Award” under the category Most innovative risk management
strategy by Legal Era Risk Awards, 2017, the Economic Times Best Corporate Brand, 2016 and the LIMRA and LOMA
Social Media Silver Bowl Awards, 2016 at the Social Business Conference for Financial Services in Boston, Massachusetts.
According to the Kantar — IMRB survey 2017, in a survey conducted across more than 15 cities in India, we were jointly top-
ranked for customer loyalty in the life insurance category.

In Fiscal 2017, we had 13" month and 61 month Persistency Ratios of 81.07% and 67.18%, respectively, with our 61%
month Persistency Ratio being the highest among the top five private life insurers (in terms of total premium in Fiscal 2017)
in India (Source: CRISIL Report). For the three months ended June 30, 2017, our 13 month Persistency Ratio was 81.97%
and our 61% month Persistency Ratio was 64.62%. In Fiscal 2017, our Mis-Selling Ratio of 0.20% was the lowest among the
top five private life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL Report). For the three
months ended June 30, 2017, our Mis-Selling Ratio was 0.20%. Our Grievance Disposal Rate was 99.96% in Fiscal 2017, and
95.10% for the three months ended June 30, 2017. For further information in relation to policyholder and intermediaries
complaints during the past five years and for the three months ended June 30, 2017, see “Outstanding Litigation and Material
Developments — Policyholder and intermediaries complaints during the past five years and for the three months ended June
30,2017” on pages 392 to 396. Our Death Claims Settlement Ratio improved from 92.33% in Fiscal 2015 to 97.98% in Fiscal
2017, and was 89.61% for the three months ended June 30, 2017. We have consistently maintained our Solvency Ratio at
over 2.00 in each of the last five fiscal years, and at 2.11 as of June 30, 2017, compared to the IRDAI mandated minimum
Solvency Ratio of at least 1.50.

Our New Business Premium, Gross Written Premium and New Business Annualized Premium Equivalent increased at a
CAGR of 35.45%, 27.80% and 36.59%, respectively, between Fiscal 2015 and Fiscal 2017, while our Individual Rated
Premium increased at a CAGR of 37.90% in the same period. Our assets under management (“AUM”) increased from X
713,389.30 million as of March 31, 2015 to X 977,366.03 million as of March 31, 2017, and was X 1,012,260.34 million as of
June 30, 2017. Our AUM was the second highest among top five private life insurers (in terms of total premium in Fiscal
2017) in India as of March 31, 2017 (Source: CRISIL Report). Our profit after tax increased at a CAGR of 8.24% from X
8,148.67 million in Fiscal 2015 to X 9,546.53 million in Fiscal 2017 and was ¥ 3,134.48 million for the three months ended
June 30, 2017. We turned profitable within the first five years of our operations, and have declared dividends every year since
Fiscal 2012.

Our Competitive Strengths
One of the largest private life insurer with a consistent track record of rapid growth

We are India’s largest private life insurer, in terms of New Business Premium generated in each fiscal year, since Fiscal 2010
(Source: CRISIL Report). We increased our market share of New Business Premium generated among private life insurers in
India, from 15.87% in Fiscal 2015 to 20.04% in Fiscal 2017, and market share of New Business Premium in the entire life
insurance industry, from 4.89% in Fiscal 2015 to 5.80% in Fiscal 2017 (Source: CRISIL Report). Between Fiscal 2007 and
Fiscal 2017, our New Business Premium generated increased at a CAGR of 14.74%, faster than the growth rate of the private
life insurance industry in India during such period, and between Fiscal 2015 and Fiscal 2017, our New Business Premium
generated increased at a CAGR of 35.45%, which is the highest among the top five private life insurers (in terms of total
premium in Fiscal 2017) in India (Source: CRISIL Report). We are able to leverage our diversified product portfolio to
capitalize on favourable industry opportunities, as a result of which our Gross Written Premium and New Business
Annualized Premium Equivalent increased at a CAGR of 27.80% and 36.59%, respectively, between Fiscal 2015 and Fiscal
2017. We have also issued the highest number of individual life policies annually among private life insurers in India since
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Fiscal 2014 (Source: CRISIL Report). The number of policies issued by us increased at a CAGR of 6.42% from 1,126,211 in
Fiscal 2015 to 1,275,550 in Fiscal 2017 and 231,274 policies for the three months ended June 30, 2017.

We have consistently increased our market share of Individual Rated Premium among private life insurers in India from
15.61% in Fiscal 2015, to 18.83% in Fiscal 2016 and to 20.69% in Fiscal 2017 (Source: CRISIL Report). Between Fiscal
2015 and Fiscal 2017, our Individual Rated Premium increased at a CAGR of 37.90%, the fastest among the top five private
life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL Report). In Fiscal 2017, we enjoyed a market
share of Individual Rated Premium of 11.16% within the entire life insurance industry in India (Source: CRISIL Report). Our
Return on Infused Capital increased from 81.49% in Fiscal 2015 to 95.47% in Fiscal 2017 and was 125.38% for the three
months ended June 30, 2017. Our Return on Infused Capital is the highest among the top five private life insurers (in terms of
total premium in Fiscal 2017) in India (Source: CRISIL Report).

Our Embedded Value, based on the Embedded Value Report issued by the Independent Actuary, was X 165,379 million as of
March 31, 2017. Our AUM increased from X 713,389.30 million as of March 31, 2015 to ¥ 977,366.03 million as of March
31, 2017 and was % 1,012,260.34 million as of June 30, 2017, and was also the second highest as of March 31, 2017 among
top five private life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL Report).

Significant brand equity and pre-eminent Promoters

We were established as a joint venture between State Bank and BNPPC in 2001. We were recognized as among the Most
Trusted Brands by The Economic Times Brand Equity — Nielsen survey in Fiscal 2017 for the sixth consecutive year.
According to the Kantar — IMRB survey 2017, we were jointly top-ranked for customer loyalty in the life insurance category
across more than 15 cities in India. In addition, we believe that the established brand, market leading position and stability of
operations of our shareholders, State Bank and BNPPC has enabled us to significantly enhance our brand and market
reputation. We believe that our relationship with State Bank and BNPPC has also enabled us to access specialist industry
expertise, grow our business and consolidate our market position. We believe that our significant brand equity enables us to
effectively target new customers and customer segments and address new business opportunities. As life insurance products
are typically long term in nature, our customers are able to better identify with our long and stable operating history, financial
strength and high financial credit ratings, established business reputation and market leadership position. We believe these
attributes result in superior conversion of potential customer opportunities and higher productivity of our individual agent
network, bancassurance partners and other distribution channels. We have received iAAA rating for our claims paying ability
from ICRA and AAA/Stable rating for our financial strength from CRISIL.

We believe that we benefit significantly from the established brand equity of State Bank and its affiliates. As of March 31,
2017, State Bank was India’s largest commercial bank in terms of deposits, advances and number of branches. Following its
recent merger with certain of its associate banks and a non-affiliate bank, with effect from April 1, 2017, State Bank had
24,017 branches, 195 international offices in 36 countries and more than 420 million customers. We also have a
bancassurance arrangement with State Bank, the largest bancassurance partner in India, and benefit from its expansive pan-
India operations, diverse customer base and deep understanding of the Indian financial system.

We believe that we similarly benefit from the brand and market reputation of BNPPC, the insurance subsidiary of BNP
Paribas with operations across 36 jurisdictions, BNPPC is among the global leaders in credit life insurance business and BNP
Paribas was a top 10 global financial institution in terms of revenues in 2016 (Source: Fortune Global 500). We believe that
our association with BNPPC provides us access to specialist expertise, strategic guidance and global best practices on key
operational aspects relating to our business including on finance, actuarial, risk management and corporate governance
matters.

We believe that our Promoters with established reputations and significant customer goodwill in India and globally, together
with our diversified and innovative product portfolio, multi-channel distribution network, extensive geographic coverage and
trained agents and other intermediaries, have enabled us to strengthen our business reputation and enhance our brand equity.

Expansive multi-channel distribution with pan-India bancassurance channel and high agent productivity

We have over the years developed one of the largest multi-channel distribution networks among private life insurers in India,
with the largest bancassurance channel, including with State Bank, the largest bancassurance partner in India. We had the
largest market share of Individual New Business Premium generated by private life insurers through bancassurance channels
in Fiscal 2017 (Source: CRISIL Report). We also have a large and productive individual agent network comprising 95,177
agents as of July 31, 2017 and our individual agent network generated 22.88% of the Individual New Business Premium
generated by private life insurers in Fiscal 2017 (Source: CRISIL Report). Our other distribution channels include direct sales
and sales through corporate agents, brokers, insurance marketing firms and other intermediaries. We believe that our
diversified distribution network enables us to reduce the risk of dependence on any particular channel, leverage economies of
scale, and allows us access to a wide range of customer segments.

Bancassurance represents our largest distribution network and in Fiscal 2015, 2016 and 2017 and for the three months ended
June 30, 2017, contributed 47.82%, 54.43%, 53.03% and 63.54%, respectively, of our total New Business Premium in such
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periods. We also reported a growth of 38.42% in Individual New Business Premium generated through our bancassurance
channel from Fiscal 2016 to Fiscal 2017. Individual New Business Premium contributed by our bancassurance channel was
7,990.18 million for the three months ended June 30, 2017 and increased at a CAGR of 46.72% from X 19,442.74 million in
Fiscal 2015 to % 41,853.08 million in Fiscal 2017, compared to a CAGR of 27.20% for private life insurers in India during the
same period (Source: CRISIL Report). Bancassurance distribution benefits from cost efficiencies and the well-regulated
nature of our bancassurance partners. Following State Bank’s recent merger with certain of its associate banks and a non-
affiliate bank, with effect from April 1, 2017, State Bank had 24,017 branches and more than 420 million customers. In Fiscal
2015, 2016 and 2017 and for the three months ended June 30, 2017, New Business Premium generated through State Bank
represented 38.26%, 42.66%, 41.48% and 61.74%, respectively, of our New Business Premium in such periods. As of July
31, 2017, we have bancassurance partnerships with 17 Regional Rural Banks, and with the Punjab and Sind Bank and South
Indian Bank. Our bancassurance network provides us with a strong presence across rural and urban areas, including
metropolitan cities, tier I, tier 11 and tier 111 cities and towns across India. As of July 31, 2017, we engaged with more than
42,000 CIFs at our bancassurance partner branches to sell our products, and continue to provide effective technology support
and training on product features, customer requirements and sales techniques.

Our exclusive individual agent network contributed 32.85%, 27.47% 22.31% and 24.89%, respectively, of our total New
Business Premium in Fiscal 2015, 2016 and 2017 and three months ended June 30, 2017. As of July 31, 2017, we had 95,177
individual agents. Our Individual New Business Premium contributed by our individual agents was % 3,966.18 million for the
three months ended June 30, 2017 and increased at a CAGR of 13.24% from X 17,192.10 million in Fiscal 2015 to X
22,044.05 million in Fiscal 2017, compared to CAGR of 9.39% for private life insurers in India in such period (Source:
CRISIL Report). In Fiscal 2017, our individual agent network generated New Business Premium of X 234,501 from individual
products per agent, reflecting the highest productivity among all private life insurers in India (Source: CRISIL Report). We
believe various factors contribute to the relatively higher productivity of our sales agents, including our established brand,
strong sales management practices, our attractive rewards and recognition program, our technology driven sales platforms,
effective sales support and training that we provide to our agents.

We also make significant direct sales, primarily comprising sale of group products, as well as standardized individual
products sold through our online offerings. We have developed strong institutional relationships with large corporate groups,
in particular with respect to our group life insurance products. In Fiscal 2015, 2016 and 2017 and for the three months ended
June 30, 2017, our other distribution channels, including direct sales, sales by non-bancassurance corporate agents, brokers,
micro-agents, common service centres and insurance marketing firms, contributed 19.32%, 18.10%, 24.66% and 11.57%,
respectively, of our total New Business Premium in such periods.

We have supported our various distribution channels by investing in additional branches, from 750 offices as of March 31,
2015 to 801 offices as of March 31, 2017, and increasing the number of sales and customer support employees to support our
sales channels. As of July 31, 2017, we had 803 offices, located across 29 States and seven Union Territories, and 12,647
employees.

Sustainable business model driven by robust financial position, superior investment performance, diversified product
portfolio and effective risk management

. Robust financial position supported by high operating efficiencies

We believe we have developed a strong capital base, and are adequately capitalized. We have not required additional
capital infusion since 2008. We turned profitable within the first five years of our operations, have demonstrated
consistent profitability since Fiscal 2010 and have declared dividends every year since Fiscal 2012. We have
maintained our Solvency Ratio at over 2.00 during the last five fiscal years, and our Solvency Ratio was 2.11 as of
June 30, 2017, compared to the IRDAI mandated Solvency Ratio of 1.50. Our New Business Premium, Gross
Written Premium and New Business Annualized Premium Equivalent increased at a CAGR of 35.45%, 27.80% and
36.59%, respectively, between Fiscal 2015 and Fiscal 2017, while our Individual Rated Premium increased at a
CAGR of 37.90% in the same period.

Based on the Embedded Value Report issued by the Independent Actuary, our Embedded Value was X 165,379
million as of March 31, 2017. Our Value of New Business was % 10,368 million in Fiscal 2017. Further, our Value
of New Business Margin was 15.4% and our Present Value of New Business Premium Margin was 3.8%, for Fiscal
2017. In addition, our Embedded Value Operating Profit was X 28,875 million in Fiscal 2017, while our Operating
Return on Embedded Value was 23.0% for Fiscal 2017. In addition, our profit after tax increased at a CAGR of
8.24% from X 8,148.67 million in Fiscal 2015 to X 9,546.53 million in Fiscal 2017, and was % 3,134.48 million for
the three months June 30, 2017. While we have made significant investments to support our growth, we have
ensured high levels of operating efficiencies reflected in low Operating Expense Ratios. In Fiscal 2015, 2016 and
2017 and three months ended June 30, 2017, our Operating Expense Ratio was 9.07%, 9.36% 7.83% and 9.82%,
respectively. Our Operating Expense Ratio was the lowest among top five private life insurers (in terms of total
premium in Fiscal 2017) in India for Fiscal 2017 (Source: CRISIL Report). We believe that relatively low Operating
Expense Ratio reflects the effective utilization of our distribution channels, increased focus on bancassurance,
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improved productivity of our individual agent network supported by effective sales and training and leveraging our
integrated IT infrastructure. In Fiscal 2015, 2016 and 2017 and for the three months ended June 30, 2017, our Total
Cost Ratio was 13.77%, 13.87%, 11.56% and 14.18%, respectively. Net New Cash, defined as Net Premium minus
net benefits, reflecting the inflow of funds into the business, has been growing consistently and has increased from X
77,068.99 million in Fiscal 2016 to X 113,263.11 million in Fiscal 2017, or an increase of 46.96% from Fiscal 2016,
the highest among top five private life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL
Report). Our Net New Cash was X 11,400.88 million for the three months ended June 30, 2017.

Superior investment performance

We manage the second largest AUM among top five private life insurers (in terms of total premium in Fiscal 2017)
in India (Source: CRISIL Report). As of March 31, 2015, 2016 and 2017, and June 30, 2017, our AUM was X
713,389.30 million, X 798,275.78 million, X 977,366.03 million and X 1,012,260.34 million, respectively. As of June
30, 2017, most of our unit-linked funds that are benchmarked to independent indices have out-performed the
benchmark over the last 5 year, 3 year and 1 year horizons. The average realized returns for our traditional portfolio
in Fiscal 2017 was 9.00%.

Diversified product portfolio

We believe that our diversified product portfolio is an important contributing factor to the growth of our business. In
Fiscal 2017, participating products, non-participating protection products, other non-participating products and unit-
linked products contributed X 10,923.74 million, X 960.44 million, X 1,717.89 million and X 51,079.61 million,
respectively, representing 16.89%, 1.48%, 2.66% and 78.97%, respectively, of our Individual New Business
Premium in such period. For the three months ended June 30, 2017, participating products, non-participating
protection products, other non-participating products and unit-linked products contributed X 2,777.94 million, X
130.03 million, X 332.21 million and X 8,929.48 million, respectively, representing 22.83%, 1.07%, 2.73% and
73.37%, respectively, of our Individual New Business Premium in such period. In our group products business,
group protection (credit life) has been a key focus area and New Business Premium from these products has
increased by 15.06% from X 2,396.22 million in Fiscal 2016 to X 2,757.09 million in Fiscal 2017 and was ¥ 524.21
million for the three months ended June 30, 2017. Our liability profile also reflects our diversified individual product
portfolio with participating products, non-participating protection products, other non-participating products and
unit-linked products accounting for 23.42%, 2.25%, 9.60% and 64.73%, respectively, of our individual
policyholders’ reserves as of March 31, 2017, and 23.53%, 2.24%, 9.45% and 64.78%, respectively, of our
individual policyholders’ reserves as of June 30, 2017. Our focus on maintaining a diversified product mix has
resulted in our Value of New Business Margin of 15.4% in Fiscal 2017. In Fiscal 2017, our Gross Written Premium
was X 210,151.35 million, which comprised X 58,770.06 million of Individual New Business Regular Premium, X
5,911.62 million of individual Single Premium, X 99,204.64 million of Renewal Premium from individual products
and R 46,265.02 million of premium from our group products. For the three months ended June 30, 2017, our Gross
Written Premium was X 37,880.74 million, which comprised X 10,977.06 million of Individual New Business
Regular Premium, % 1,192.60 million of individual Single Premium, X 16,855.40 million of Renewal Premium from
individual products and X 8,855.69 million of premium from our group products. Our renewals which are X
73,379.51 million, X 87,187.89 million, X 108,712.72 million and T 19,880.37 million for Fiscal 2015, 2016 and
2017 and three months ended June 30, 2017, respectively, form a key component of our Gross Written Premium and
contributed over 50.00% of our Gross Written Premium in each such periods, despite our strong growth in New
Business Premium. Our Renewal Premium grew at 24.69% from Fiscal 2016 to Fiscal 2017 which was the highest
growth among the top five private life insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL
Report). Our high renewal composition brings stability to our Gross Written Premium growth, which has increased
at CAGR of 27.80% from Fiscal 2015 to Fiscal 2017.

Effective risk management

We believe that our robust risk management practices have been an important contributing factor to our sustainable
growth. Our comprehensive risk management policy specifies the process for identification, measurement and
analysis of risk exposures, monitors risk management strategies, and is coordinated with our operational policies,
including those relating to compliance, outsourcing, fraud management risks and business continuity management.
We were the first insurance company in India to have complied with the recommendations of 1ISO 31000 2009 for
enterprise risk management practices and systems and all our processing centres are 1SO 9001:2008 certified. We
were awarded the Legal Era Risk Award under the category Most innovative risk management strategy at the Legal
Era Risk Awards, 2017 and the Golden Peacock Award for Risk Management for Fiscal 2015. We have also
established effective sales quality management, as well as strategic asset liability management processes and
effective capital budgeting activities. We undertake an economic capital assessment process periodically, quantify
various risks, and allocate capital for each risk to assess capital adequacy on an economic basis and monitor
concentration of risk in specific areas. Our widespread operations across metropolitan cities, tier I, tier 11 and tier I11
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cities, as well as semi urban and rural parts of India reduce any geographic concentration risk as well as dependence
on any particular customer segment.

Strong focus on customer service standards

Our strong focus on customer service is a key factor for our sustained growth and we believe that our customer-centric
approach to growing our business and developing our product portfolio and distribution channels is a key competitive
strength. We offer a diverse and comprehensive range of products that cover various customer segments. Our widespread
operations enable us to address customer needs effectively and efficiently. As of July 31, 2017, we had 803 offices located
across 29 States and seven Union Territories to serve our customers. In addition, as of July 31, 2017 we provide customer
support services through over 42,000 of our CIFs at the branches of our various bancassurance partners. We also provide
customer support through our call centres, website and mobile application, SBI Life —Easy Access. We have experienced an
increase in customer usage of our online presence and the SBI Life —Easy Access mobile application. Number of policies
issued through digital mode has increased from 13,008 customers in Fiscal 2015 to 90,390 in Fiscal 2017 and customers
paying their Renewal Premium through SBI Life —Easy Access has increased from 3,231 in Fiscal 2015 to 35,771 in Fiscal
2017. Number of policies issued through digital mode and customers paying their Renewal Premium through SBI Life —Easy
Access for the four months ended July 31, 2017 were 16,552 and 14,270, respectively. We have leveraged our strong IT
infrastructure to introduce superior customer service initiatives, including business generation through tablets, payment
collection through mobile devices and provision of alternate payment gateways. We believe that our stringent customer on-
boarding process, consistent customer service through call centres, and regular customer engagement through our agents,
calls, email communication and text messages have enabled us to maintain customer satisfaction levels.

Our Death Claims Settlement Ratio improved from 92.33% in Fiscal 2015 to 97.98% in Fiscal 2017 and was 89.61% for the
three months ended June 30, 2017. The Surrender Ratio for individual unit-linked products to average AUM was 8.82% and
8.99% in Fiscal 2017 and for the three months ended June 30, 2017, respectively. Our 13" month and 61 month Persistency
Ratios were 81.07% and 67.18%, respectively in Fiscal 2017, and 81.97% and 64.62%, respectively for the three months
ended June 30, 2017.

We believe our stringent customer service standards are evidenced by our low Mis-Selling Ratio of 0.20% in Fiscal 2017,
which was the lowest among the top five private life insurers (in terms of total premium in Fiscal 2017) in India (Source:
CRISIL Report). In Fiscal 2017, our Grievance Ratio was the lowest among the top five private life insurers (in terms of total
premium in Fiscal 2017) in India (Source: CRISIL Report), having improved from 11 grievances per 1,000 policies issued in
Fiscal 2015 to six grievances per 1,000 policies issued in Fiscal 2017. Grievance Ratio was seven grievances per 1,000
policies issued for the three months ended June 30, 2017. We also reported the lowest Grievance Ratio among top five private
life insurers (in terms of total premium in Fiscal 2017) in India for Fiscal 2017, with a ratio of 0.61% (Source: CRISIL
Report). For further information in relation to policyholder and intermediaries complaints during the past five fiscal years and
for the three months ended June 30, 2017, see “Outstanding Litigation and Material Developments — Policyholder and
intermediaries complaints during the last five years and for the three months ended June 30, 2017 on pages 392 to 396. Our
grievance redressal channels include letters, emails, phone calls, text messages and toll-free customer care numbers. Our
customer grievance redressal system is also fully integrated with IRDAI’s Integrated Grievance Redressal Management
System. Our Grievance Disposal Rate was 99.96% and 95.10% in Fiscal 2017 and for the three months ended June 30, 2017,
respectively. Our service quality was recognized by the Golden Peacock National Quality Award, 2016 for Business
Excellence and Innovation. We believe that our focus on continuously improving customer satisfaction parameters has
enabled us to maintain our leadership position among private life insurers in India.

Professional and Highly Experienced Board of Directors and Senior Management Team

We have a distinguished Board comprising of industry professionals with extensive executive leadership experience across
various industries and business domains. Our Board includes senior members of State Bank and BNPPC who are able to
provide effective guidance on our operations and risk management measures. The experience of our Board and senior
management allows us to make strategic decisions to address changing market conditions and evolving customer needs and
implement global best practices in our operations.

Our senior management team includes qualified and experienced personnel with significant experience in all operational
aspects of the insurance business including actuary, investment, underwriting, claims management and information
technology. Our senior management team has strong operational and management expertise and an understanding of the key
opportunities and risks associated with the insurance industry in general and life insurance in particular. A large number of
our senior management personnel have worked with us for a significant period of time, resulting in effective operational
coordination and continuity of business strategies. We believe that the significant experience of our management team has
enabled us to effectively innovate, grow our business and consistently deliver strong financial performance.

Business Strategies

Capitalize on insurance industry growth opportunities
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Indicators such as life insurance penetration (premium as a percentage of GDP), insurance density (premium per capita) and
protection gap (sum assured to GDP) indicate that India is still underinsured and there is significant scope for growth. India’s
life insurance penetration was 2.7% lower than its comparable Asian counterparts such as Thailand, Singapore and South
Korea where the life insurance penetration was 3.7%, 5.5% and 7.4% as of 2015. As of 2014, the protection gap for India was
the highest among all the countries in Asia Pacific at 92%, suggesting that for every US$100 of insurance protection
requirement, only US$8 was actually insured. This indicates the absence, or inadequacy, of pure protection coverage (term
insurance) for a large part of the Indian population. With a gradual growth of the economy, and structural drivers in place
(rising life expectancy, increase in share of working population, healthcare spending, pension needs), the growth trajectory of
life insurance products is expected to be markedly stronger over the next five years. The household savings rate (household
savings as a percentage of GDP) is also expected to increase gradually over the same period. In addition, gold and real estate,
which represent physical savings of households, are gradually losing their appeal as investment alternatives. Recent
regulatory measures to curtail black money are also expected to boost financial savings, which is likely to further benefit the
life insurance industry. The large working population in India, coupled with rapid urbanisation and rising affluence, is
expected to propel the Indian life insurance sector growth. (Source: CRISIL Report) A rise in financial savings, coupled with
an expected increase in share of insurance as a percentage of financial savings, due to significant improvements in product
proposition and delivery mechanisms, are expected to drive growth for the life insurance sector. Insurance is likely to remain
an attractive product within the financial savings pool due to the ability to customize the product to meet different end-goals
(ranging from long-term investment to pure protection), and the flexibility to determine the asset mix (in case of linked plans)
depending on the risk profile of the customer.In addition, improving economic growth, along with rising awareness of
insurance as investment and savings products, are expected to be key contributors to growth of life insurance products
(Source: CRISIL Report).

Private life insurers have been gradually gaining market share over the past two years, and it is expected that they will
continue to grow at a faster rate than the industry average in the coming years. New Business Premium for life insurers is
expected to grow at a CAGR of 11% - 13% from Fiscal 2017 and Fiscal 2022, compared to a CAGR of 9% between Fiscal
2012 and Fiscal 2017. Total premium is expected to grow at a CAGR of 13% to 15% over the next five years from X 4,181
billion in Fiscal 2017 to X 7,900 — 8,100 billion by Fiscal 2022 (Source: CRISIL Report).

We believe we are well positioned to capitalize on opportunities arising out of the growing life insurance market in India. We
are focused on maintaining our leadership position in the private sector life insurance market by increasing penetration and
proliferation of our life insurance products in untapped/ relatively under-penetrated markets. We propose to expand our
branch network based on a particular region’s business potential and implement customized regional strategies to address the
requirements of local customers. We also plan to develop and introduce additional individual products to add to our product
portfolio of 29 individual products as of July 31, 2017. Further, we intend to diversify into other strategic business segments
such as health by launching products that cater to this underpenetrated segment. We will continue to focus on further growing
our credit life protection business offering coverage for loans by working more closely with our bancassurance partners and
entering into strategic distribution arrangements with other financial services institutions.

Ensure profitable growth through balanced product portfolio and expansive distribution network

We will continue to focus on ensuring profitability of our business by maintaining a diversified product portfolio. We
continue to undertake market assessment studies to strategically evaluate additional product offerings. As part of our efforts
to enhance our Value of New Business, Embedded Value and improve margins, our strategy is to further optimize our product
portfolio by maintaining a balance between unit-linked, participating and non-participating products. We also intend to
expand our protection product portfolio, with a particular emphasis on credit life protection products. We also intend to
gradually reduce our focus on group products due to the inherently competitive nature of this business and the high guarantee
obligations related to such products. We will also continue to periodically revaluate pricing considerations based on customer
feedback with a focus on profitable growth while maintaining market share.

We intend to continue to leverage our strong multi-channel distribution network to ensure profitable growth. Our large
bancassurance channel provides significant cross-selling opportunities with minimal distribution costs. In particular, we will
continue to focus on leveraging State Bank’s large branch network and customer base to identify and penetrate new markets.
We also intend to focus on improving productivity levels of our bancasssurance channels. In Fiscal 2017, 28,923 CIFs in
State Bank generated New Business Premium of X 42,074.51 million, compared to X 21,152.93 million in Fiscal 2015 by
19,666 CIFs. For the three months ended June 30, 2017, 39,879 CIFs in State Bank generated New Business Premium of
11,113.56. million. We also intend to work closely with our newer bancassurance partners Punjab and Sind Bank with 1,500
branches as of March 31, 2017, primarily in north India, and with South Indian Bank with 850 branches as of March 31,
2017, primarily in south India. We continue to actively identify additional bancassurance partners, and also intend to enter
into strategic distribution arrangements with small finance banks, payment banks and various non-banking financial service
companies. We continue to implement various sales force automation tools, to integrate our operating processes with our
bancassurance partners to improve productivity and ensure operating efficiencies.

We intend to continue to strategically grow a highly productive individual agent network, by recruiting additional agents and
sales managers to support them, focusing on regions and customer segments with significant business potential. We will also
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continue to improve our agent training support, to offer automated sales force activity management tools, to provide them
with leads and strategies and to redefine our rewards and recognition programs to ensure high productivity rates and lower
turnover in our agent workforce.

We continue to increase our focus on direct sales through our website and our customized mobile applications supported by
dedicated customer service and call centres. We have developed certain low-cost products aimed at online sales. We intend to
market and sell additional products online by customizing products to meet requirements of specific customer segments
through our website. We intend to continue to explore opportunities to expand our operations in South Asia including in
Nepal and Bangladesh and have obtained all regulatory approvals for starting operations in Bahrain.

As part of our strategy to focus on customer service, we have introduced an e-payment gateway and redeveloped our
customer self-service portal. We shall increase our focus on targeting customers through social media and digital platforms
such as mobile applications and undertake digital marketing campaigns and data analytics to improve our brand equity and
our sales.

Enhance brand equity and continue to focus on customer satisfaction

The insurance business is substantially dependent on reputation. In order to maintain our leadership position across various
geographies and different customer segments, we continue to focus on further strengthening our brand by augmenting
customer relationships, maintaining stakeholder expectations and improving our claims management processes. We continue
to build on our existing corporate culture and strengthen our image as a socially responsible insurance company through
various corporate social responsibility and insurance awareness initiatives with the intent to pursue sustainable, value-
enhancing long-term growth and profitability. Our strategy is to maintain and enhance our brand value by ensuring best in
class risk management practices and implementing global best practices.

We continue to focus on developing tailored products targeted at specific customer segments, and improve customer
engagement and ease of transaction. We intend to deploy specialised teams within our various distribution channels to
identify, engage with and manage specific customer segments. We believe specialised teams focused on specific customer
segments will enable us to increase the productivity of our distribution channels, meet specific customer segments and
increase quality of customer experience. Our Mis-Selling Ratio was 0.48%, 0.29%, 0.20% and 0.20% in Fiscal 2015, 2016
and 2017 and for the three months ended June 30, 2017, respectively, and was the lowest among the top five private life
insurers (in terms of total premium in Fiscal 2017) in India (Source: CRISIL Report) in Fiscal 2017 and we intend to further
improve our Mis-Selling Ratio through various initiatives, including, among other measures, more stringent customer on-
boarding welcome calls, emphasising a focus on quality in our sales training programmes for our frontline sales force, use of
analytics and a risk-score approach. A critical aspect of our reduced Mis-Selling Ratio, improved Persistency Ratio and
Surrender Ratio has been our dedication to providing superior customer service. Our focus is to ensure delivery of superior
customer value through our product and service offerings to sustain our growth. We have a dedicated customer engagement
team involved in creating various customized initiatives to target different customer segments through ongoing awareness and
wellness campaigns. We are currently working on customer engagement initiatives which we believe will help us engage
more interactively with our existing and potential customers. We also provide specific training for our individual agents and
sales support teams as well as to the CIFs stationed at branches operated by our bancassurance partners to improve customer
engagement and consultation skills. We have developed mobile applications focused on training and intend to continue to
leverage our technology platform to provide better service to our customers.

We continue to cultivate a strong customer service ethos across all our customer interfaces, across our distribution channels
and customer support services including our call centres. Our call centres provide customers with an efficient means to gain
access to information about their insurance policies. We regularly review our sales processes and policy documentation to
simplify and ensure transparency of operations. We continue to engage with customers and revise operational policies and
processes to ensure superior customer satisfaction, including prompt grievance redressal. We will continue to further
streamline and automate our customer interfaces through our website and digital platforms to make them user-friendly and
allow for improved ease of access.

Leverage technology to improve operating efficiencies and support growth

We will continue to leverage our robust IT infrastructure to further our strategic objective of delivering strong customer
service and help ensure business growth. We continue to improve our sales processes and operational efficiencies through
automation and digitization efforts to ensure increased customer retention. We continuously upgrade our IT infrastructure to
reduce operating costs across our business processes including sourcing, claims management and claims settlement. We have
also initiated measures to upgrade our core policy management systems, and to introduce automated claims processing and
settlement mechanisms.

We have made significant investments in our IT systems and infrastructure, including innovative additions such as the SBI
Life — Easy Access mobile application that provides product and policy related information to customers, and Connect Life,
which allows sales personnel to select products, complete the application, pay the requisite premium and upload relevant
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documents from a tablet. We believe this allows for better interaction with customers through more user-friendly and
improved interface and reduces turnaround time.

We have integrated our operating systems with those of State Bank branches to further improve the efficiency of our
bancassurance channel. We have introduced digital sales support tools that highlight requisite customer demographic and
individual customer information to our frontline staff to ensure increased productivity, superior customer service and
improved customer retention. These digital sales support tools also assist our supervisory staff to focus on ensuring effective
supervision of our sales teams. We are further optimising these digital sales support tools to improve productivity of our
individual agents and our other distribution channels.

We will continue to leverage technology for training programs for our employees and our frontline sales force. We will
increasingly use data analytics based on our large customer database to generate effective sales leads to our front line sales
team, improve persistency, cross-sell our products with a specific focus on existing customers of State Bank and also for the
renewal and payment of premium. We are also focusing our efforts on geographically mapping areas to identify, and increase
our operations in areas with significant potential for sales of our products. As a part of our operations, we have recently
introduced robotics driven self-service portals to facilitate various customer services more efficiently.

Our Insurance Products

We offer individual, or retail, life insurance products as well as group life insurance products. While certain of our life
insurance products involve a single one-time premium payment at commencement of the policy, most of our products are
designed to require periodic premium payments by policyholders.

The following table sets forth our New Business Premium, Gross Written Premium, New Business Annualized Premium
Equivalent and Individual Rated Premium in the periods indicated:

Particulars Fiscal Three months ended
2015 2016 2017 June 30, 2017
Amount |Percentage| Amount |Percentage| Amount | Percentage | Amount |Percentage
(X million) | of Total | (¥ million) | of Total | (¥ million) | of Total | (X million) | of Total
(%) (%) (%) (%)

New Business Premium

Individual 37,572.17 67.95% 49,783.49 70.05%| 64,681.68 63.76% | 12,169.66 67.61%

Products

Group 17,719.42 32.05% 21,282.27 29.95% | 36,756.94 36.24% 5,830.71 32.39%

Products

Total New 55,291.59| 100.00% 71,065.76| 100.00% | 101,438.62 100.00% | 18,000.37| 100.00%

Business

Premium

Gross Written Premium

Individual 104,772.19 81.43%| 129,577.55 81.88% | 163,886.33 77.98% | 29,025.05 76.62%

Products

Group 23,898.91 18.57% 28,676.09 18.12% | 46,265.02 22.02% 8,855.69 23.38%

Products

Total Gross 128,671.10| 100.00%| 158,253.65| 100.00% | 210,151.35 100.00% | 37,880.74| 100.00%

Written

Premium

New Business Annualized Premium Equivalent

Individual 31,696.06 87.90% 44,199.90 87.60%| 60,192.21 89.47%| 11,258.29 87.76%

Products

Group 4,361.30 12.10% 6,255.59 12.40% 7,080.98 10.53% 1,570.04 12.24%

Products

Total New 36,057.36| 100.00% 50,455.49| 100.00% | 67,273.18 100.00% | 12,828.33| 100.00%

Business

Annualized

Premium

Equivalent

Individual Rated Premium

Individual 31,213.97| 100.00% | 42,759. 100.00% | 59,361.23 100.00% | 11,096.32| 100.00%

Products 93

Individual Products
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Our individual, or retail, life insurance products can broadly be classified into two categories: (i) non-linked life insurance
products, which can further be classified into participating products, non-participating protection products and other non-
participating products; and (ii) linked life insurance products that are non-participating in nature. In Fiscal 2017, Individual
New Business Premium from our participating products, non-participating protection products, non-participating other
products and unit-linked products represented 16.89%, 1.48%, 2.66% and 78.97%, respectively, of our New Business
Premium from individual products in such period. For the three months ended June 30, 2017, Individual New Business
Premium from our participating products, non-participating protection products, non-participating other products and unit-
linked products represented 22.83%, 1.07%, 2.73%, and 73.37%, respectively, of our New Business Premium from individual
products in such period.

As of July 31, 2017, we had a comprehensive product portfolio offering 29 individual life insurance products. Our plans
include child plans, retirement/ pension plans, protection plans and savings plans, with flexible and variable features
addressing specific life insurance needs focused on specific customer segments. In addition, we also offer various riders
providing additional benefits for disability, illnesses and death due to accident. Our most popular individual products are SBI
Life — Smart Wealth Builder, SBI Life — Smart Elite and SBI Life — Smart Privilege which generated New Business Premium
of X 25,398.69 million, X 8,774.09 million and X 6,246.68 million, respectively, in Fiscal 2017, and X 4,165.28 million,
1,559.55 million and X 1,028.47 million, respectively for the three months ended June 30, 2017.

Certain specific customer segments that we cater to include women, married couples and high net worth individuals. Our
woman-oriented plan, SBI Life — Smart Women Advantage not only offers protection against critical illnesses covered in the
plan (including female specific illnesses) but also addresses savings needs. Another niche product that we offer is the SBI Life
— Smart Humsafar, a joint life endowment plan which factors protection as well savings needs of a family as a unit by
offering insurance coverage to both spouses under a single policy and not just the earning member unlike conventional
insurance plans. In Fiscal 2017 we introduced two new products: SBI Life — Smart Privilege, a low cost unit-linked product
for our high net worth individual customers and SBI Life — Smart Bachat, a limited pay endowment product targeted at the
mass affluent segment inclined towards shorter premium payment periods. With the recent market success of these products,
we believe these products may become some of our most successful products in the near future. In addition, we propose to
introduce certain niche products. We have recently received regulatory approval for the health insurance segment, which
allows us to offer products extending certain benefits on diagnosis of cancer and have introduced SBI Life — Sampoorna
Cancer Suraksha in August 2017.

. Participating Products

Participating life insurance products are products where the insured participates in the profits of the underlying
investment pool during the term of the policy. These products cater to customers that have specific savings
requirements. These are savings cum protection products that provide a guaranteed sum assured and long term
returns through participation in surplus, if any, generated from these policies. We offer participating insurance
products that are designed to provide benefits over the entire life of the policyholders (whole life insurance), as well
as products that provide benefits over defined periods (endowment life insurance). As of July 31, 2017, we offered
10 participating products. Examples of our participating products include SBI Life — Smart Bachat and SBI Life —
Shubh Nivesh.

These products entitle the insured to receive bonuses in the event our products have a distributable surplus in any
fiscal year during the policy period. Any surplus in the underlying investment pool is distributed to policyholders of
participating products in the form of bonuses. When declared, bonuses accrue to the policy and are guaranteed for
the insured. The regular simple reversionary bonus (which is a percentage of the basic sum assured) is distributed
based on actuarial valuations completed at the end of each fiscal year and vests once declared. In addition to vested
bonus, interim bonus may also be declared and will apply on the policies exiting during the financial year. Terminal
bonus (as a percentage of cumulative vested bonuses declared) is also payable, i.e., an additional bonus to
participating policyholders on maturity, upon death or surrender of the policy, provided such terminal bonus has
been declared by our Company and that the policies have completed the minimum duration at time of death /
surrender. Distributable bonuses on participating products are generated from various sources including favourable
actual mortality rates or investment yields compared to the assumptions used in pricing such product. The annual
bonuses and the terminal bonuses are based on our internal policies that ensure policyholders of participating
products are not exposed to high volatility of underlying asset returns.

. Non-Participating Protection Products

As of July 31, 2017, we have seven non-participating protection products. Non-participating protection products are
products that offer benefits that are guaranteed in absolute terms on occurrence of a particular event at the beginning
of the policy. These products do not entail any investment risk for customers. These are protection oriented products,
and generally expire without value if the designated event does not occur. The risk covered in most cases covers
death of the insured but may also include permanent disability or diagnosis of critical illness. Our non-participating
protection products include SBI Life — eShield and SBI Life — Smart Shield.
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Other Non-Participating Products

As of July 31, 2017, we offered three products in this segment: a non-participating endowment product, a non-
participating variable insurance plan and an immediate annuity product.

The first two products cover the insured for a specific period and do not participate in profits of the underlying
investment pool. The investment risk is borne by us and benefits and interest rates are stated in advance. On the
death of the insured (during the term of the policy), the nominee receives the sum assured plus the interest specified
for the duration of the policy. On the insured life surviving the policy term i.e., upon maturity, in case of the
endowment plan, the insured is entitled to receive the sum assured plus the interest for the term of the policy while in
case of the variable insurance product, the policy account value becomes payable.

Our immediate annuity product, SBI Life — Annuity Plus, guarantees a defined income, commonly known as pension,
for the life time of the policyholder thereby covering their longevity risk. This product also provides for an annuity
pay out for two lives (e.g., self and spouse) and is available on vesting to our existing pension policyholders as well
as the subscribers of the National Pension System and for new customers.

Unit-Linked Products

Unit-linked products are linked non-participating insurance contracts that provide the benefit of investment as well
as protection. They provide returns directly linked to the performance of the underlying funds and have a transparent
charge structure which is explicitly stated at the outset. The investment risk on these products is borne by the
customer. Bulk of the premium collected for unit-linked products is invested in a range of equity and debt
instruments in accordance with the investment preference of the policyholder. Any return generated on unit-linked
products is transparent. Policyholders of unit-linked products determine investment allocation based on their
respective risk appetite and market outlook and have an option of revising their asset allocation at any point in time.
In the event of death of the insured during the term of the policy, the nominee receives the benefit as defined in the
product which is (i) the higher of sum assured or fund value or (ii) sum assured plus fund value. Upon surviving the
term of the policy, the insured receives the fund value. Some of our products in this category are SBI Life — Smart
Wealth Builder and SBI Life — Smart Privilege.

In accordance with IRDAI regulations, all unit-linked products have a minimum lock in period of five years and do
not offer liquidity during this initial five-year period. During this period, the policyholders cannot withdraw the
investment amounts and in case they surrender within this period, the surrender proceeds would be payable after the
completion of the lock in period. In September 2010, IRDAI introduced several significant changes in the regulatory
framework applicable to unit-linked products, including a limit on charges (whether surrender or discontinuance
charges), and minimum levels of sum assured. The limit on discontinuance charges ensures that policyholders are
protected in the event of policy lapses / surrender. For details, see “Regulations and Policies” on page 157.

For the benefit of our customers, we classify our individual products as below:

Individual Products Name of Product Primary Customer Need Addressed

Participating Products

SBI Life - Saral Pension

Retirement Pension

SBI Life - Flexi Smart Plus Savings
SBI Life - Smart Women Advantage Savings
SBI Life - ShubhNivesh Savings

SBI Life - Smart Income Protect

Periodic Money Back /Income

SBI Life - Smart Money Back Gold

Periodic Money Back /Income

SBI Life - Smart Champ Insurance

Child Education/Marriage

SBI Life - Smart Money Planner

Periodic Money Back /Income

SBI Life - Smart Humsafar Savings
SBI Life - Smart Bachat Savings
Non-Participating SBI Life - Saral Shield Protection
Protection Products SBI Life - GrameenBima Protection
SBI Life - eShield Protection
SBI Life - elncome Shield Protection
SBI Life - Smart Shield Protection
SBI Life - SaralSwadhan Plus Protection
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Individual Products

Name of Product

Primary Customer Need Addressed

SBI Life - Smart Swadhan Plus Protection
Other  Non-Participating | SBI Life - Smart Guaranteed Savings Savings
Products Plan

SBI Life - CSC Saral Sanchay Savings

SBI Life - Annuity Plus

Retirement Pension

Unit-Linked Products

SBI Life - SaralMaha Anand Wealth Creation
SBI Life - Smart Elite Wealth Creation
SBI Life - Smart Wealth Builder Wealth Creation

SBI Life - Smart Scholar

Child Education/Marriage

SBI Life - Retire Smart

Retirement Pension

SBI Life - Smart Power Insurance Wealth Creation
SBI Life - Smart Wealth Assure Wealth Creation
SBI Life - eWealth Insurance Wealth Creation
SBI Life - Smart Privilege Wealth Creation

Individual Products’ Premium

The table below sets forth information relating to the New Business Premium, Gross Written Premium, New Business
Annualized Premium Equivalent, Individual Rated Premium and number of policies relating to our individual products in the
periods indicated:

Individual | Particular Fiscal Three months ended
Products S 2015 2016 2017 June 30, 2017
Amount/ | Percentag | Amount | Percentag | Amount/ | Percentag | Amount | Percentage
Count | eof Total | /Count | e of Total Count | eof Total | /Count | of Total
(%) (%) (%) (%)
(X million, except count and percentages)
Participating | New 14,542.41 38.71%| 14,677.51 29.48% | 10,923.74 16.89% | 2,777.94 22.83%
Products Business
Premium
Gross 34,562.56 32.99% | 43,901.56 33.88% | 48,105.88 29.35% | 9,059.29 31.21%
Written
Premium
New 15,155.34 47.81% | 15,538.67 35.16% | 11,200.77 18.61%| 2,837.18 25.20%
Business
Annualized
Premium
Equivalent
Individual | 14,313.33 45.86% | 14,512.25 33.94%| 10,879.39 18.33%| 2,766.29 24.93%
Rated
Premium
Number of 593,423 52.71%| 620,060 48.71%| 463,966 36.41%| 101,928 44.11%
policies
Non- New 1,510.80 4.02%| 1,510.21 3.03% 960.44 1.48%| 130.03 1.07%
Participating |Business
Protection Premium
Products Gross 2,832.15 2.70%| 3,405.67 2.63%| 3,245.14 1.98%| 509.40 1.76%
Written
Premium
New 1,207.05 3.81%| 1,130.49 2.56% 834.08 1.39%| 113.81 1.01%
Business
Annualized
Premium
Equivalent
Individual 1,209.60 3.88%| 1,136.28 2.66% 831.58 1.40%| 114.50 1.03%
Rated
Premium
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Individual | Particular Fiscal Three months ended
Products S 2015 2016 2017 June 30, 2017
Amount/ | Percentag | Amount | Percentag | Amount/ | Percentag | Amount | Percentage
Count | eof Total | /Count | e of Total Count | eof Total | /Count | of Total
(%) (%) (%) (%)
(X million, except count and percentages)
Number of | 2,52,281 22.41%| 209,575 16.46%| 145,657 11.43%| 15,917 6.89%
policies
Other  Non-|New 2,775.52 7.39%| 1,679.59 3.37%| 1,717.89 2.66%| 332.21 2.73%
Participating |Business
Products Premium
Gross 15,116.25 14.43% | 13,740.09 10.60% | 12,308.76 7.51%| 1,700.53 5.86%
Written
Premium
New 779.88 2.46% 599.69 1.36% 486.65 0.81% 96.78 0.86%
Business
Annualized
Premium
Equivalent
Individual 1,398.16 4.48% 567.86 1.33% 478.80 0.81% 93.68 0.84%
Rated
Premium
Number of 28,222 2.51% 25,951 2.04% 18,844 1.48% 3,248 1.41%
policies
Unit-Linked | New 18,743.43 49.89% 31,916.18 64.11%| 51,079.61 78.97% | 8,929.48 73.37%
Products Business
Premium
Gross 52,261.22 49.88% | 68,530.24 52.89% | 100,226.5 61.16% | 17,755.8 61.17%
Written 5 3
Premium
New 14,553.78 45.92% 26,931.05 60.93% | 47,670.70 79.20% | 8,210.51 72.93%
Business
Annualized
Premium
Equivalent
Individual | 14,292.87 45.79% | 26,543.54 62.08% | 47,171.45 79.47%| 8,121.85 73.19%
Rated
Premium
Number of 251,968 22.38% | 417,424 32.79%| 645,724 50.68% | 109,962 47.59%
policies

Term and Size of Individual Products

The following table sets forth certain information relating to our individual products in terms of the average term of the
policy, average size of the policy and average customer age in the periods indicated:

Product Parameter As of March 31, As of June 30,
Segment 2015 | 2016 | 2017 2017
(Xexcept term of policies in years and age in years)
Participating |Average term of 12.61 12.71 12.81 12.54
Products policies
Average size of 24,505.98 23,671.11 23,544.28 27,253.93
policies
Average 37.36 37.27 36.62 35.93
customer age
Non- Average term of 13.29 12.88 12.58 13.97
Participating |policies
Protection Average size of 5,988.57 7,206.06 6,593.82 8,169.02
Products policies
Average 36.67 36.62 36.89 36.17
customer age
Other Non- Average term of 17.78 17.36 17.60 18.80
Participating |policies
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Product Parameter As of March 31, As of June 30,
Segment 2015 | 2016 | 2017 2017
(Xexcept term of policies in years and age in years)
Products Average size of 98,346.05 64,721.73 91,163.94 102,282.17
policies
Average 39.46 38.23 37.90 37.75
customer age
Unit-Linked Average term of 11.60 11.38 11.10 10.99
Products policies
Average size of 74,388.13 76,459.85 79,104.40 81,205.12
policies
Average 41.89 41.85 41.37 41.39
customer age

Group Products

Our group life products are broadly classified into four categories: (i) group protection products (credit life); (ii) group
protection products (others); (iii) Group FM products and (iv) other group products. Our clients include employers across a
range of industries, including banks and financial services companies as well as professional, consulting and other firms, and
informal groups. Our group portfolio consists of eight products covering the entire range of group insurance products. The
four categories are explained as below:

Group Protection (Credit Life) Products

We offer group protection (credit life) products in the form of master policies to banks, financial institutions or other groups
or associations in relation to repayment of outstanding loan amount in event of death or disability of the insured members of
the group. Our credit life product, SBI Life — RinnRaksha offers a flexible and comprehensive range of features covering loan
borrowers of banks, financial institutions as well as groups and associations.

Group Protection (Others) Products

Group protection products provide life insurance coverage to a group of individuals, where, upon the death of a member, the
sum assured is paid to the member’s nominee. These products provide benefits to both formal (employer-employee) and
affinity (non-employer-employee) groups. These products offer a comprehensive benefit package that can be customized to
provide for cover against death, disabilities and illnesses. The benefit can be defined as a multiple of salary or cost-to-
company, or amount of the outstanding loans or as a flat / graded cover as required by the employer. Group term products
typically have a one year term and need to be renewed upon expiry.

As of July 31, 2017, we offered three products in this segment. Some of our group protection (others) products includes, SBI
Life - Sampoorn Suraksha and SBI Life — Grameen Shakti which is a micro insurance product. Our portfolio also includes
insurance cover under the Pradhan Mantri Jeevan Jyoti Bima Yojana, which is a non-linked one year renewable group term
insurance product.

Group FM Products

These are fund based group insurance plans which cater to the needs of employers looking at financial solutions to fund their
employees’ benefit schemes including gratuity, superannuation and leave encashment. In this segment, we offer a non-
participating variable insurance product, SBI Life — CapAssure Gold and a unit-linked plan, SBI Life — KalyanULIP Plus.

Other Group Products

In this segment, our portfolio currently consists of two group immediate annuity plans which are primarily for corporate
clients (employer-employee groups) and other informal groups, who wish to purchase an annuity to provide for their annuity
liability (existing or emerging or both) totally or partially. Buyout of pension liabilities is a method by which an insured
transfers liability of a defined pension scheme completely to the insurance company. The defined benefits of group members
are protected and the insured also gets rid of the risk of the pension scheme running into deficits due to adverse changes in
demographic/ macroeconomic scenarios in the future.

In February 2013, IRDAI introduced several significant changes in the regulatory framework applicable to group insurance
products making the product structure well defined. For further information relating to such regulatory development, see
“Regulations and Policies” on page 157.

Group Products’ Premium
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The following table sets forth information relating to the New Business Premium, Gross Written Premium, New Business
Annualized Premium Equivalent and number of lives relating to our group products in the periods indicated:

Group
Products

Particulars

Fiscal

2015

2016

2017

Three months ended
June 30, 2017

Amount /
Count

Percenta
ge of
Total

(%)

Amount /
Count

Percentag
e of Total
(%)

Amount /
Count

Percenta
ge of
Total (%)

Amount /
Count

Percenta
ge of
Total (%)

(X million, except count and percentages)

Group
Protection
(Credit
Life)

New
Business
Premium

2,026.62

11.44%

2,396.22

11.26%

2,757.09

7.50%

524.21

8.99%

Gross
Written
Premium

5,246.65

21.95%

6,485.29

22.62%

7,278.80

15.73%

1,419.97

16.03%

New
business
annualized
premium
equivalent

1,294.50

29.68%

1,529.15

24.44%

1,867.64

26.38%

382.68

24.37%

Number of
lives

268,402

32.41%

320,408

4.16%

324,535

9.34%

57,436

12.76%

Group
Protection
(Others)

New
Business
Premium

759.19

4.28%

2,393.94

11.25%

1,155.89

3.14%

367.60

6.30%

Gross
Written
Premium

2,151.99

9.00%

3,859.90

13.46%

4,318.52

9.33%

2,199.31

24.83%

New
business
annualized
premium
equivalent

847.31

19.43%

2,614.94

41.80%

1,560.11

22.03%

687.31

43.78%

Number of
lives

531,587

64.19%

73,73,239

95.81%

3,148,501

90.62%

392,437

87.20%

Group FM

New
Business
Premium

13,144.41

74.18%

15,387.04

72.30%

32,182.23

87.55%

4,831.39

82.86%

Gross
Written
Premium

13,672.81

57.21%

15,940.04

55.59%

32,741.97

70.77%

4,833.49

54.58%

New
business
annualized
premium
equivalent

1,778.19

40.77%

1,952.42

31.21%

3,587.04

50.66%

489.34

31.17%

Other
Group
Products

New
Business
Premium

1,789.20

10.10%

1,105.07

5.19%

661.74

1.80%

107.52

1.84%

Gross
Written
Premium

2,827.47

11.83%

2,390.87

8.34%

1,925.75

4.16%

402.91

4.55%

New
business
annualized
premium
equivalent

441.31

10.12%

159.07

2.54%

66.19

0.93%

10.71

0.68%

Number of
lives

28,221

3.41%

1,783

0.02%

1,318

0.04%

165

0.04%

For the benefit of our customers, we classify our Group Products as below:
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Group Products Name of Product

Group Protection (Credit Life) SBI Life - RinnRaksha

Group Protection (Others) SBI Life - Pradhan Mantri Jeevan Jyoti BimaYojana

SBI Life - Sampoorn Suraksha

SBI Life - Grameen Shakti

Group FM SBI Life - KalyanULIP Plus

SBI Life - CapAssure Gold

Other Group Products SBI Life - Swarna Jeevan

SBI Life - Gaurav Jeevan

Distribution Network

We have an extensive multi-channel distribution network including a large network of branches across India, effective
bancassurance partnerships, and a network of individual agents and other intermediaries. We have also developed strong
institutional relationships with large corporate groups, in particular with respect to our group life insurance products. We also
make direct sales through our online offerings. We broadly divide our distribution network into three primary channels:
bancassurance, individual agent network, and other distribution channels, which include direct sales and sales through
corporate agents, brokers and other intermediaries.

We believe that our diversified distribution channels enable us to reduce our dependence on any single channel which could
be significantly affected as a result of unanticipated regulatory developments, customer trends or other market factors. Our
multi-channel distribution network also allows us to leverage economies of scale and enables us to access various customer
segments thereby reducing concentration risk relating to any particular customer segment.

The following table sets forth information relating to New Business Premium, Gross Written Premium, New Business
Annualized Premium Equivalent, Individual Rated Premium and aggregate number of policies for our individual products
generated through our various distribution channels:

Distribution | Contrib Fiscal Three months ended
Channel ution 2015 2016 2017 June 30, 2017
Amount /| Percentag | Amount / | Percentag | Amount / | Percentag | Amount / | Percenta
Count |eof Total | Count |eofTotal| Count |eofTotal| Count ge of
(%) (%) (%) Total (%)
(X million, except count and percentages)
Bancassurance | New 19,442.74 51.75%| 30,236.61 60.74%| 41,853.08| 64.71%| 7,990.18| 65.66%
Business
Premium
Gross 46,643.66 44.52% | 64,947.32 50.12%| 89,447.02 54.58% | 15,591.49| 53.72%
Written
Premium
New 16,618.27 52.43%/| 25,466.12 57.62%| 38,492.01| 63.95%| 7,424.82| 65.95%
Business
Annualiz
ed
Premium
Equivale
nt
Individua | 16,701.77 53.51% | 26,034.52 60.89% | 38,674.40| 65.15%| 7,385.52| 66.56%
| Rated
Premium
Number 629,931 55.95% | 788,207 61.92%| 810,977 63.65%| 140,499| 60.81%
of
policies
Individual New 17,192.10 45.76% | 18,806.96 37.78%| 22,044.05| 34.08%| 3,966.18| 32.59%
Agent Network | Business
Premium
Gross 54,385.58 51.91%| 61,404.05 47.39%| 71,598.37| 43.69%| 12,819.56| 44.17%
Written
Premium
New 14,442.82 45.57%| 17,608.67 39.84%| 20,866.29| 34.67%| 3,727.74| 33.11%
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Distribution
Channel

Contrib

Fiscal

ution

2015

2016

2017

Three months ended
June 30, 2017

Amount /
Count

Percentag
e of Total
(%)

Amount /

Count

Percentag
e of Total
(%)

Amount / | Percentag
Count | e of Total
(%)

Amount / | Percenta
Count ge of
Total (%)

(X million, except count and percentages)

Business
Annualiz
ed
Premium
Equivale
nt

Individua
| Rated
Premium

14,024.16

44.93%

16,317.02

38.16%

20,269.01 34.15%

3,611.01| 32.54%

Number
of
policies

464,758

41.28%

462,278

36.31%

445,323 34.95%

86,430 37.41%

Other
Distribution
Channelst

New 937.33
Business

Premium

2.49%

739.93

1.49%

784.56 1.21%

213.30 1.75%

Gross
Written
Premium

3,742.95

3.57%

3,226.18

2.49%

2,840.94 1.73%

614.00 2.12%

New 634.97
Business
Annualiz
ed

Premium
Equivale
nt

2.00%

1,125.11

2.55%

833.91 1.39%

105.72 0.94%

Individua 488.04
| Rated

Premium

1.56%

408.39

0.96%

417.82 0.70%

99.80 0.90%

Number
of
policies

31,205

2.77%

22,525

1.77%

17,891 1.40%

4,126 1.79%

1. Includes direct sales, sales through corporate agents, brokers and other intermediaries.

The following table sets forth information relating to Individual Rated Premium of our individual participating products, non-
participating protection products, other non-participating products and our unit-linked products, generated through our
various distribution channels:

Distribution | Individual Fiscal Three months ended
Channel Product 2015 2016 2017 June 30, 2017
Amount | Percentag | Amount | Percentag | Amount | Percentag | Amount | Percentag
e of Total e of Total e of Total e of Total
(%) (%) (%) (%)
(X million, except percentages)
Bancassuranc |Participatin | 7,319.82 23.45% | 8,199.90 19.18% | 5,258.84 8.86% | 1,544.6 13.92%
e g Products 4
Non- 943.42 3.02%| 904.62 2.12%| 645.50 1.09%| 72.73 0.66%
participating
Protection
Products
Other Non- 583.17 1.87%| 486.80 1.14%| 373.17 0.63%| 7154 0.64%
participating
Products
Unit-linked | 7,855.37 25.17%| 16,443.2 38.45% | 32,396.8 54.58% | 5,696.6 51.34%
Products 1 9 1
Individual Participatin | 6,742.33 21.60% | 6,129.73 14.34% | 5,461.50 9.20% | 1,181.3 10.65%
Agent g Products 4
Network Non- 104.30 0.33%| 123.21 0.29%| 116.14 0.20%| 25.54 0.23%
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Distribution | Individual Fiscal Three months ended
Channel Product 2015 2016 2017 June 30, 2017
Amount | Percentag | Amount | Percentag | Amount | Percentag | Amount | Percentag
e of Total e of Total e of Total e of Total
(%) (%) (%) (%)
(X million, except percentages)
participating
Protection
Products
Other Non- 765.01 2.45% 48.43 0.11% 62.94 0.11% 9.26 0.08%
participating
Products
Unit-linked | 6,412.52 20.54%| 10,015.6 23.42% | 14,628.4 24.64% | 2,394.8 21.58%
Products 5 4 7
Other Participatin 251.18 0.80%| 182.62 0.43%| 159.05 0.27%| 40.31 0.36%
Distribution  |g Products
Channels? Non- 161.89 0.52%| 108.45 0.25% 69.94 0.12%| 16.23 0.15%
participating
Protection
Products
Other Non- 49.98 0.16% 32.63 0.08% 42.70 0.07%| 12.88 0.12%
participating
Products
Unit-linked 24.99 0.08% 84.68 0.20%| 146.12 0.25%| 30.37 0.27%
Products

1. Includes direct sales, sales through corporate agents, brokers and other intermediaries.

Our bancassurance partnerships and individual agent network have been and continue to be the largest contributors of our
New Business Premium for our individual life insurance products.

Bancassurance

Bancassurance represents our largest distribution network. In Fiscal 2015, 2016 2017 and for the three months ended June 30,
2017, it contributed 51.75%, 60.74%, 64.71% and 65.66%, respectively, of our New Business Premium from individual
products. In Fiscal 2017, we had the largest market share of New Business Premium generated by private life insurers through
bancassurance channels (Source: CRISIL Report). Individual New Business Premium contributed by our bancassurance
channel was % 7,990.18 million for the three months ended June 30, 2017 and increased at a CAGR of 46.72% from X
19,442.74 million in Fiscal 2015 to ¥ 41,853.08 million in Fiscal 2017, compared to CAGR of 27.20% for private life
insurers in India in the same period (Source: CRISIL Report). In this channel, our products are marketed through CIFs by our
bancassurance channel partners in consideration of a sales commission. CIFs are employees of our bancassurance partners
who are trained by us to provide insurance advice to customers. Bancassurance arrangements are non-exclusive arrangements,
however, we currently are the only life insurance partner of State Bank. We closely engage with our bancassurance partners at
all levels from chairman of the bank, senior management, to branch staff (CIFs). Our engagement with senior management is
to determine common business goals and strategies. We regularly engage with the CIFs and have introduced various
measures to strengthen our relationship with them, including training our product features, customer requirements and sales
techniques. We work closely with our bancassurance partners to target strategic customer segments, such as defence
personnel or high net worth individuals. We also provide technology support by enabling electronic submission of policy
applications by the bancassurance partner CIFs.

We continue to leverage our strong relationship with State Bank and its affiliate financial institutions to increase our sales. As
of March 31, 2017, State Bank was India’s largest commercial bank in terms of deposits, advances and number of branches.
Following its recent merger with certain of its subsidiary banks and a non-affiliate bank, with effect from April 1, 2017, State
Bank had 24,017 branches, 195 international offices in 36 countries and more than 420 million customers. We entered into a
bancassurance agreement with State Bank in Fiscal 2005, which was most recently renewed in December 2016. We have also
entered into bancassurance partnerships with 17 Regional Rural Banks, and more recently with the Punjab and Sind Bank,
with 1,500 branches as of March 31, 2017, primarily focused on northern parts of India and South Indian Bank, with 850
branches as of March 31, 2017 primarily focused on southern parts of India. We believe our bancassurance channel provides
us with a strong presence across rural and urban areas, including metropolitan cities, tier I, tier 11 and tier 111 cities and towns
across India. Our bancassurance arrangements are not exclusive as bancassurance partners, including State Bank, are
permitted under law to enter into similar arrangements with up to three life insurance companies. Sales commissions are paid
to bancassurance partners as per the rates filed for each product with IRDAI. In the past, we used to pay reward to partners for
meeting certain performance benchmarks. However, following the recent amendment to guidelines issued by IRDAI, no
incentive can be paid to our bancassurance partners from April 1, 2017.
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We believe that more business can be generated through our bancassurance partners that have a large customer base that is
relatively untapped. We intend to actively engage additional branches of our bancassurance partners to access more number
of customers.

Individual Agent Network

Our individual agent network represents our second largest distribution network, and in Fiscal 2015, 2016 and 2017 and for
the three months ended June 30, 2017 contributed 45.76%, 37.78%, 34.08% and 32.59%, respectively, of our New Business
Premium from individual products. In Fiscal 2017, our individual agent network generated 22.88% of the Individual New
Business Premium generated by private life insurers in Fiscal 2017, representing the largest market share of Individual New
Business Premium generated through an individual agent network among private life insurers (Source: CRISIL Report). Our
Individual New Business Premium contributed by our individual agents increased at a CAGR of 13.24% from X 17,192.10
million in Fiscal 2015 to X 22,044.05 million in Fiscal 2017, compared to a CAGR of 9.39% for private life insurers in India
in the same period (Source: CRISIL Report). In Fiscal 2017, our individual agent network generated ¥ 234,501 New Business
Premium from individual products per agent, the highest among the top five private life insurers (in terms of total premium in
Fiscal 2017) in India (Source: CRISIL Report). As of July 31, 2017, we had 95,177 individual agents. We enter into exclusive
contracts with our individual agents, typically for three year terms, renewable at our option for three additional years. Under
such contracts, our individual agents are prohibited from participating in multilevel marketing schemes, interfering with other
agents’ business, or hold Board positions in other insurance companies. We are also entitled to impose penalties on such
agents, or terminate the agency contract, in the event of any breach of any applicable terms by the agent.

As of July 31, 2017, we had 803 branch offices in 29 States and seven Union Territories across India set up primarily for our
agency network. We believe our large branch network enables us to effectively support our widespread individual agent
network and reduce dependence on any specific region or customer segment. Following an initial assessment of market
potential in a certain geographic region, we engage with potential customers, by establishing a branch office and appointing
agents.

Our individual agent network is managed by our sales team, which includes branch sales managers and employee unit
managers managing a team of agents. We focus on managing and training our individual agents, providing appropriate
competitive sales commissions and other rewards and recognition programs, and regularly upgrading the management and
technology support for our agents. We offer on-site and remote support for our agents, through technical support applications,
call centres and internet portals. Our sales agents are required to attend regular training sessions including for technical and
marketing skills. Individual agents are assessed regularly to ensure compliance with applicable regulations and operating
standards. Agents generating higher business while maintaining adequate quality determined on the basis parameters such as
Persistency Ratios, and lower claims and grievances, are appropriately rewarded under our rewards and recognition programs.

Other Distribution Channels

Our other distribution channels primarily include direct sales, including online sales, sales by non-bancassurance corporate
agents, brokers, micro-agents, common service centres and insurance marketing firms.

We make significant direct sales, primarily comprising sales of group products, as well as individual products sold through
our online offerings. In Fiscal 2015, 2016 and 2017 and for the three months ended June 30, 2017, direct sales contributed
18.13%, 17.57%, 23.96% and 11.57%, respectively, of our New Business Premium in such periods.

We have developed longstanding relationships with key corporate clients for direct sales of group products, particularly for
Group Protection (others) and Group FM products. We have developed an internal sales team to focus on marketing and
distribution of our group products. Key account managers, our relationship managers for corporates, are located across larger
cities, focus on marketing and sales of group products. As of July 31, 2017, we had 42 key account managers who provide
life insurance and retirement fund planning advice and sell life insurance and pension benefits to institutional customers.
These sales representatives receive performance based bonuses in addition to a base salary.

We have increasingly focused on digital and online sales channels, including through the internet and mobile applications
supported by dedicated call centres. We have developed certain low-cost products aimed at online sales. These products
include SBI Life — elncome Shield, an online term life insurance / income protection product; SBI Life — eWealth Insurance, a
non-participating online unit-linked product; SBI Life — eShield, an online pure term, insurance plan and SBI Life — Annuity
Plus Traditional, an immediate annuity plan.

We had tie-ups with 53 corporate agents and 121 insurance brokers as of July 31, 2017. These partners are supported by
dedicated sales team comprising of business development managers and area managers. The role of our sales team is to
enhance the ability of our partners to market our life insurance products and includes training on our product features,
customer requirements and sales techniques.

We are in the process of developing new sales partners through the appointment of micro-agents and common service centres.
These partners have wide geographical presence especially in rural parts of India.
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Geographic Distribution of New Business Premium

The following table sets forth the geographical distribution of our New Business Premium relating to our individual products
in the periods indicated:

States and Union Fiscal Three months ended
Territories 2015 2016 2017 June 30, 2017
Amount |Percentage| Amount |Percentage| Amount |Percentage| Amount |Percentage
of Total of Total of Total of Total
(%) (%) (%) (%)
(X million, except percentages)

Andhra Pradesh 3,085.77 8.21%| 3,031.78 6.09%| 3,918.76 6.06% 646.14 5.31%
Arunachal 97.62 0.26% 136.93 0.28% 153.94 0.24% 36.91 0.30%
Pradesh
Assam 912.36 2.43% 1,259.50 2.53% 1,645.30 2.54% 305.69 2.51%
Bihar 1,432.89 3.81% 1,996.59 4.01% 2,662.71 4.12% 570.77 4.69%
Chattisgarh 1,028.16 2.74% 1,237.20 2.49% 1,444.41 2.23% 259.57 2.13%
Goa 160.70 0.43% 217.01 0.44% 314.97 0.49% 54.07 0.44%
Gujarat 1,847.87 4.92% 2,774.38 557%| 4,327.12 6.69% 952.11 7.82%
Haryana 1,031.34 2.74% 1,268.17 2.55% 1,537.90 2.38% 317.69 2.61%
Himachal Pradesh 514.89 1.37% 715.70 1.44% 938.96 1.45% 176.35 1.45%
Jammu & 175.78 0.47% 230.11 0.46% 320.77 0.50% 92.66 0.76%
Kashmir
Jharkhand 858.53 2.29% 1,227.50 2.47% 1,537.87 2.38% 269.49 2.21%
Karnataka 2,456.13 6.54%| 3,240.17 6.51%| 3,988.35 6.17% 659.19 5.42%
Kerala 2,123.48 5.65% 2,573.78 5.17%| 3,939.71 6.09% 571.31 4.69%
Madhya Pradesh 1,702.73 4.53% 2,096.03 4.21% 2,700.60 4.18% 453.55 3.73%
Mabharashtra 3,448.23 9.18%| 4,352.99 8.74%| 5,218.13 8.07% 979.13 8.05%
Manipur 55.53 0.15% 87.88 0.18% 111.30 0.17% 18.71 0.15%
Meghalaya 124.85 0.33% 145,56 0.29% 227.82 0.35% 34.70 0.29%
Mizoram 34.76 0.09% 40.40 0.08% 35.87 0.06% 7.58 0.06%
Nagaland 73.04 0.19% 85.84 0.17% 111.10 0.17% 37.32 0.31%
Orissa 1,653.52 4.40% 2,184.80 4.39% 2,578.41 3.99% 461.74 3.79%
Punjab 1,087.22 2.89% 1,334.33 2.68% 1,805.58 2.79% 386.26 3.17%
Rajasthan 1,624.04 4.32% 2,219.08 4.46% 2,944.38 4.55% 459.41 3.78%
Sikkim 29.03 0.08% 60.35 0.12% 80.66 0.12% 11.29 0.09%
Tamil Nadu 2,809.01 7.48%| 3,482.01 6.99%| 4,516.69 6.98% 1,032.64 8.49%
Tripura 83.75 0.22% 115.55 0.23% 114.80 0.18% 17.30 0.14%
Uttar Pradesh 3,171.28 8.44%| 4,465.44 8.97% 6,115.10 9.45% 1,330.01 10.93%
Uttrakhand 626.70 1.67% 910.19 1.83% 1,083.58 1.68% 219.73 1.81%
West Bengal 2,142.71 5.70%| 3,121.64 6.27%| 3,901.45 6.03% 818.76 6.73%
Andaman & 36.83 0.10% 59.19 0.12% 63.21 0.10% 9.08 0.07%
Nicobar Islands
Chandigarh 83.60 0.22% 129.27 0.26% 180.68 0.28% 36.30 0.30%
Dadra & Nagar 1.88 0.01% 2.16 0.00% 7.30 0.01% 0.91 0.01%
Haveli
Daman & Diu 3.46 0.01% 2.62 0.01% 2.95 0.00% 1.13 0.01%
Delhi 999.88 2.66% 1,181.75 2.37% 1,424.00 2.20% 247.56 2.03%
Lakshadweep 0.22 0.00% 0.13 0.00% 0.17 0.00% 0.00 0.00%
Puducherry 57.23 0.15% 63.97 0.13% 103.72 0.16% 19.70 0.16%
Telangana 1,997.15 5.32%| 3,733.49 7.50%| 4,623.41 7.15% 674.90 5.55%
Total 37,572.17| 100.00% | 49,783.49| 100.00% | 64,681.68| 100.009% | 12,169.66| 100.00%

Individual New Business Premium generated from the top three states constituted 24.67% of our total Individual New
Business Premium for Fiscal 2017, representing our well distributed network across geographies. We maintain a well
distributed geographic spread across our top three, five and ten states, among the top five private life insurers (in terms of
total premium in Fiscal 2017) in India, indicating our reduced dependency on any particular region when compared to our
competitors (Source: CRISIL Report).

Customers
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As of July 31, 2017, we had 5,856,534 individual product policies in force. Our group products (other than Group FM)
policies outstanding as of July 31, 2017, covered over 13,087,339 lives. The following table sets forth certain information
relating to the number of policies issued for our individual products and number of lives covered under group products in the
periods indicated:

Products | Particulars Fiscal Three months ended
2015 2016 2017 June 30, 2017
Count |[Percenta| Count |Percentaj Count |Percenta Count Percentage
ge of ge of ge of of Total
Total Total Total (%)
(%) (%) (%)
Individual | Number of 1,125,894 | 57.62%| 1,273,010 14.19%| 1,274,191| 26.83% 231,055 33.92%
Products | policies /
lives
Group Number of 828,210| 42.38% | 7,695,430| 85.81%| 3,474,354| 73.17% 450,038 66.08%
Products® |lives

1. Group Products do not include Group FM

The following table sets forth certain information relating to the number of individual policies issued in rural and urban
regions in the periods indicated:

Individual Fiscal Three months ended June 30,
Product 2015 2016 2017 2017
Policies Count | Percentage | Count | Percentage | Count | Percentage Count Percentage of
of Total of Total of Total Total (%)
(%) (%) (%)
Rural 251,171 22.31%| 305,032 23.96%| 308,985 24.25% 55,158 23.87%
Urban 874,723 77.69%| 967,978 76.04%| 965,206 75.75% 175,897 76.13%
Total 1,125,894 100.00% | 1,273,010 100.00% | 1,274,191 100.00% 231,055 100.00%

Persistency Ratios

As most of our products require periodic premium contributions from policyholders, we believe that customer retention is
essential for our continued profitable growth. Customer retention is also directly linked to our Persistency Ratios, which we
believe is a crucial indicator of business viability. Persistency Ratio is the proportion of business that is retained from the
business underwritten and is measured in terms of the number of policies and premiums underwritten.

For purposes of this Red Herring Prospectus, we have calculated Persistency Ratios with respect to policies issued in a fixed
period prior to the period of measurement. The manner in which we have calculated Persistency Ratios may vary from that
followed by us in the past for purposes of regulatory reports filed with the IRDAI, and that calculated by other life insurance

companies in India.

The following table sets forth our Persistency Ratios (by premium) for our individual products in the periods indicated:

Particulars Fiscal Three months ended
2015 2016 2017 June 30, 2017
13" month 78.37% 79.99% 80.58% 81.54%
25" month 73.13% 72.13% 72.98% 74.05%
37" month 79.32% 68.38% 66.19% 66.01%
49" month 62.12% 77.20% 64.97% 62.55%
61 month 36.52% 50.61% 68.09% 64.94%

The following table sets forth our Persistency Ratios (by premium) by product categories for our individual products in the

periods indicated:

Product Fiscal Three months
2015 2016 2017 ended June 30,
2017

Participating Products 13" month 75.48% 75.65% 73.28% 74.09%
25" month 66.03% 68.69% 67.62% 67.33%
37" month 63.20% 60.69% 62.17% 62.54%
49" month 59.60% 59.41% 56.81% 56.75%
61 month 44.83% 50.77% 51.78% 50.79%
Non-Participating Protection Products 13" month 82.64% 72.99% 72.48% 73.82%
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Product Fiscal Three months
2015 2016 2017 ended June 30,
2017

25N month 65.64% 76.72% 61.62% 62.34%
37" month 74.19% 64.97% 72.61% 66.46%
49" month 81.38% 71.01% 60.62% 65.98%
61 month 84.90% 81.75% 70.06% 66.46%
Other Non-Participating Products 13" month 74.42% 66.55% 64.08% 64.87%
25N month 66.89% 66.68% 58.29% 57.76%
37" month 60.43% 58.44% 58.33% 59.09%
49" month 55.08% 53.79% 52.41% 52.12%
61 month NA 37.46% 40.28% 40.89%
Unit-Linked Products 13" month 82.97% 84.85% 84.96% 85.47%
25N month 79.34% 78.14% 79.16% 80.76%
37" month 85.96% 76.28% 74.19% 72.78%
49" month 62.26% 84.93% 74.29% 71.59%
61 month 36.01% 50.56% 74.99% 73.45%

The following table set forth our Persistency Ratios (by premium) according to distribution channels for our individual
products in the periods indicated:

Distribution Channel Fiscal Three months
2015 2016 2017 ended June 30,
2017

Bancassurance 13" month 75.62% 77.55% 78.91% 80.03%
25" month 68.32% 68.53% 69.98% 71.02%
37" month 80.17% 63.73% 63.10% 63.34%
49" month 65.32% 78.63% 60.86% 58.52%
61 month 44.12% 53.57% 70.03% 66.37%
Individual Agent Network 13" month 81.53% 83.23% 83.80% 84.38%
25™M month 77.03% 76.26% 78.12% 78.98%
37" month 79.29% 72.41% 70.36% 70.01%
49" month 59.50% 76.65% 68.62% 66.63%
61 month 31.48% 48.40% 66.86% 64.19%
Other Distribution Channels 13" month 69.73% 75.07% 72.75% 75.54%
25" month 70.50% 60.81% 57.15% 58.39%
37" month 71.49% 62.62% 50.59% 49.95%
49" month 63.60% 69.21% 58.77% 52.14%
61 month 32.62% 49.37% 58.19% 56.56%

Our business performance and profitability is dependent on ensuring a high proportion of renewals of policies till the end of
their terms and our Persistency Ratios reflect our ability to retain customers in this competitive market. We have introduced a
number of initiatives to improve persistency of our existing policies, including data analytics. Within our operational
framework, our dedicated renewal business vertical continues to focus on collection of Renewal Premiums and servicing
policyholders.

In an effort to increase customer loyalty and retention, we have introduced various service quality initiatives including
introduction of return call customer care services enabling the customer to receive information relating to the customer’s
policy as well as renew such policy; implementation of the “surrender prevention” initiative that involves certain monitoring
tools focused on prevention of policy surrenders; upgrade of the online customer self-service portal; and introduction of
special policy revival campaigns. We have also introduced a number of measures to support superior customer service
including premium payment facilities, advance instructions on debit of premium amount, single mandate for all payment
modes, introduction of new payment gateways such as SBI e-Pay and through electronic wallets and cash cards, and enabling
efficient online standing instructions and real time payment settlement.

Customer Service

We have introduced various measures to ensure efficient customer on-boarding, reduced turnaround time, efficient service
delivery and robust claims management systems. Our branch network across India helps us ensure that we provide strong
customer service support. We have customer service personnel at all our offices in order to support their service requirements
and to resolve their queries or grievances. As of July 31, 2017, we have also set up 29 processing centres across India and a
central processing centre at Navi Mumbai that supports all customer requirements through the life cycle of a policy, from
customer on-boarding to claims management. Our customer service channels include a nationwide call centre, services
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provided through our internet portal and our sales offices and team of sales agents, supported by a robust information
technology platform.

We have introduced standardized service counter processing procedures to make customer service more efficient. Our sales
agents are encouraged to maintain regular contact with their customers to ensure service quality and strengthen customer
relationships. We have also tied up with call centre service providers based in Thane and Chennai, which support our diverse
customer base. We have set up an interactive voice response facility where customers are provided with all basic information
related to their policies.

As part of our continuing efforts to provide superior customer service, we are also in the process of implementing a new
customer relations management system called ‘CRM Next’. The implementation of CRM Next is expected to provide us with
a comprehensive overview of customer interaction across our business processes and enable us to provide seamless and
efficient services.

We have developed a user-friendly, multilingual website covering nine regional languages that provide relevant information
regarding our products, as well as the location and contact information of our branches. We also provide our customers the
option to purchase certain of our products online through our website. We also provide a number of service options on our
website, including the ability to pay renewal premium, update bank account information, opt for e-statements and initiate
claims. We have undertaken various customer-centric initiatives to maintain transparency and provide superior customer
support at various stages of operations. At the customer on-boarding stage, prior to policy issuance, we ensure adequate
explanation of the terms of our products through our call centre. We have implemented certain claims assistance initiatives
that assist customers with the procurement of documents required for processing claims. Under this initiative, our employees
and individual agents assist the customer with completion of relevant claim formalities at the customer’s preferred location,
and also assist in procurement of necessary documentation from relevant government offices.

We continue to leverage our strong information technology infrastructure. All our offices are connected through leased lines
or multi-protocol label switching. We have deployed robust IT systems accessible over intranet and internet to process
customer requests and provide our agents and other intermediaries access to relevant product information and process
support. In our continuing customer service efforts, we established a “customer engagement” department to engage on a
regular basis with customers, understand their changing insurance requirements, expectations, and address these issues to
improve customer service experience at all touch points. We have also set up a specific high net worth customer division that
enables specialised service to our high net worth customers.

Claims Settlement and Grievance Redressal

Claims management is an important aspect of our insurance business. We develop customer relationships at the claims stage
by providing efficient services, striving to exceed customer expectations and creating avenues for widening self-service
facilities, including setting up of programmes for effective resolution of customer grievances. In order to ensure that claims
do not exceed their relevant policy limits, we have implemented a centralized claims settlement information technology
system that does not accept a claim for settlement if the amount of the claim exceeds the limit for that policy. We have also
established a claims review committee that is headed by a retired judge of a High Court, to independently assess repudiated
cases.

In Fiscal 2017, our Grievance Ratio has been one of the lowest among private life insurers, having improved from 11
grievances per 1,000 policies in Fiscal 2015 to 6 grievances per 1,000 policies issued in Fiscal 2017. Our Death Claims
Settlement Ratio improved from 92.33% in Fiscal 2015 to 97.98% in Fiscal 2017 and was 89.61% for the three months ended
June 30, 2017. The average time taken to settle mortality claims was 4.43 days from the date of submission of claim related
documentation in Fiscal 2017 and 5.16 days for the three months ended June 30, 2017. We also settled 93.49% of the
individual living benefit claims within IRDAI timelines in Fiscal 2017 and 95.77% for the three months ended June 30, 2017,
as compared to 85.76% in Fiscal 2015. We also reported the lowest Grievance Ratio among top five private life insurers (in
terms of total premium in Fiscal 2017) in India for Fiscal 2017, with a ratio of 0.61% (Source: CRISIL Report). Grievance
Ratio for the three months ended June 30, 2017 was 0.69%.

We have set up a Grievance Redressal Policy (“GRP”) which is reviewed annually by our senior management. The GRP sets
out various provisions, systems and procedures to ensure prompt redressal of customer grievances through an established and
standardized structure. Pursuant to IRDAI’s Corporate Governance Guidelines, we have also formed a committee called the
Policyholders’ Protection Committee to address various compliance issues relating to protection of the interests of
policyholders. In addition, the committee is responsible for putting in place proper procedures and effective mechanisms to
address complaints and grievances of policyholders.

We have set up an effective grievance redressal mechanism that registers and provides prompt resolution of grievances within
specified timelines. We have also adopted a comprehensive grievance redressal policy that is approved by our Board.
Customers may call us on our toll free number, write to us at specified customer service email addresses, and use our website
or the easy access mobile application option for lodging their complaints and queries. We also actively engage with our
customers through social media, and ensure resolution of complaints and queries. Our grievance redressal system is fully
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integrated with the Integrated Grievance Management System (“IGMS”) of the IRDAI where the grievances logged in our
system are reflected in the Integrated Grievance Redressal Management System of the IRDAI and vice versa. We have access
to the Governments consumer grievance redressal portal, where all grievances registered at the portal are resolved and the
resolution details are updated. IGMS also facilitates escalation of complaints, where necessary. Our grievance redressal
channels include letters, emails, phone calls, text messages and toll-free customer care numbers.

The table below sets forth our Grievance Ratio and Death Claims Settlement Ratio for the periods indicated:

Particulars Fiscal 2015 Fiscal 2016 Fiscal 2017 Three months ended
June 30, 2017

Number  of  Death 24,899 35,476 40,593 12,042
Claims reported
Grievance Ratio (per 10.90 7.47 6.12 6.87
1000 policies issued)
Death Claims 92.33% 95.77% 97.98% 89.61%
Settlement Ratio

The following table sets forth information relating to grievance disposal in the periods indicated:

Particulars Fiscal 2015 Fiscal 2016 Fiscal 2017 Three months ended
June 30, 2017

Opening balance at the 7 13 7 3
beginning of the year

Add: Additions during 12,273 9,510 7,806 1,590
the year

Less: Complaints 12,267 9,516 7,810 1,515
resolved during the
year

Complaints pending at 13 7 3 78
the end of the year

The following table sets forth our key ratios for the periods indicated:

Particulars As of March 31, As of June 30, 2017
2015 2016 2017

Mis-selling Ratio 0.48% 0.29% 0.20% 0.20%
Death Claims 5.10% 2.56% 1.59% 0.72%
Repudiation Ratio

Surrender Ratio* 7.56% 4.70% 5.65% 5.18%
Number of Complaints 12,273 9,510 7,806 1,590
Conservation Ratio 84.19% 81.72% 81.44% 86.96%

# Calculated on the basis of total surrender divided by the average AUM of policyholders during the year
Underwriting

Our life insurance underwriting process involves an evaluation of policy proposals and risks associated with such proposal.
This enables us to determine if the risks related to the particular proposal are within our acceptable risk limits. The risks we
evaluate include mortality risk as well as the risk of insurance fraud. During the underwriting process, we consider the risk
characteristics of the individual to be insured, including medical condition, occupation and financial profile, thus enabling us
to control the risk to an extent. Depending on the amount of risk to be assumed under a particular insurance policy and the
level of control we can exercise over it, underwriting decisions are made either by underwriters located at regional
underwriting units across India or by underwriters based in our central underwriting department.

We establish underwriting limits for each of our underwriters based on their experience and qualification. We follow internal
procedures on review of proposals depending on the type and amount of the policy that the customer is applying for. For
example, in the case of policies that provide benefits to customers above a certain amount, the insured must undergo a
medical examination performed by one of our empanelled physicians. The result of the medical examination may result in a
proposal being declined or additional premium being charged to the customer for life insurance.

We have also introduced rule-based automated underwriting processes for certain products up to a certain sum assured
amount, thereby reducing the processing time for a large number of new applications without materially increasing our
underwriting risk. We have also introduced efficient proposal processing that scans the application at the branch for
underwriting process at our regional underwriting units or central processing centre. These automated processes are supported
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by an audit to check for manual and systemic errors and maintain quality of input data that forms the basis of such auto-
underwriting processes.

We have developed and implemented stringent underwriting policies and procedures over the years to assess and manage the
risks involved. We conduct periodic reviews of our underwriting procedures and policies to ascertain mortality risk
exposures, and to align underwriting norms to market conditions, customer preferences and the pricing basis of the relevant
product.

While implementing efficient policy issuance measures, we also need to avoid adverse life selection. We have developed a
risk score model that uses predictive analytics, which has been integrated into the underwriting module to identify and
highlight high risk cases for enhanced scrutiny. These cases are screened carefully by the underwriter and additional
requirements depending on the perceived risks are requested, including moral hazard reports from relevant officials and
repeat medical examination.

Under applicable regulations in India, claims under life insurance policies may be repudiated only within three years from
date of acceptance of risk in the event of adverse or fraudulent concealment. Based on applicable risk score models, old
policies are identified and certain post-issuance profile verifications are undertaken to confirm the profiles of such cases to
enable us to implement appropriate measures for fraudulent cases well within the regulator mandated three year window.

Pricing

We price our life insurance products primarily on the basis of assumptions with respect to mortality and morbidity rates.
These assumptions include a margin for adverse deviation and are based on our own experience, the Indian Assured Lives
Mortality 2006-08 table, the LIC(a) 96-98 table for annuities, the CIBT93 table and risk rates provided by reinsurers. We also
base our assessment on expected future investment earnings, expected acquisition and administrative expenses, commissions,
persistency and required profit margins for a particular product.

We review the basis of pricing of products periodically based on experience and modify the premium rates to align the
pricing to actual experience.

We have an in-house actuarial team and as of July 31, 2017, we have 33 actuarial staff, including fellows qualified from local
or international actuarial institutions. Our actuarial team finalizes our pricing decisions in compliance with applicable
regulations.

Reserves

We establish and maintain reserves to adequately meet future policyholder pay-outs under all insurance policies that we
underwrite. Reserves are estimated based on IRDAI prescribed regulations and actuarial practice standards issued by the
Institute of Actuaries of India. They include specific provisions for adverse deviations of the bases, such as mortality and
morbidity rates, interest rates, and expense rates, and any explicit provisions made, in the valuation of liabilities.

The actuarial valuation of liabilities for life insurance policies in force is certified by the Appointed Actuary who undertakes
and reports these valuations in accordance with relevant regulations.

Reinsurance

In the course of our business, we seek to reduce risk exposure, stabilize our earnings and protect our capital resources by
reinsuring certain levels of risk in various areas of exposure with reinsurers. Reinsurance involves transferring, or ceding, a
portion of our risk to another insurer, the reinsurer. We cede to reinsurers a portion of these risks in exchange for a portion of
the premiums we receive with respect to these policies. The ceding of risk to a reinsurer does not legally discharge us as the
primary insurer from our liability for the full amount of the policies on which we obtain reinsurance. We remain liable for the
entire loss and are exposed to credit risk if the reinsurer fails to meet its obligations under the reinsurance agreement. The
amount of reinsurance we purchase may vary over time.

In the ordinary course of our business, we purchase reinsurance from highly rated reinsurers. We also strategically diversify
our reinsurance book to minimize third party credit risk.

The table below sets forth certain information on our reinsurers as of March 31, 2017:

Reinsurer Rating Agency Rating
Fiscal 2015 Fiscal 2016 Fiscal 2017
Swiss Re Standard & Poor’s AA-(Stable) AA-(Stable) AA-(Stable)
RGA Standard & Poor’s AA-(Very Strong) | AA-(Very Strong) | AA-(Very Strong)
GIC A.M. Best A-(Excellent) A-(Excellent) A-(Excellent)
Korean Re Standard & Poor’s A A A
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Reinsurer Rating Agency Rating
Fiscal 2015 Fiscal 2016 Fiscal 2017
Gen Re Standard & Poor’s AA+ AA+ AA+
Munich Re A.M. Best A+ (Superior) A+ (Superior) A+(Superior)
HCC Standard & Poor’s AA AA- AA-

The following table sets out the nature of reinsurance arrangements with the reinsurers as well reinsurance premium ceded for
Fiscal 2017 and for the three months ended June 30, 2017.

Reinsurer Type of reinsurance | Type of reinsurance Reinsurance Reinsurance premium
arrangement (surplus arrangement premium ceded for | ceded for three months
/ quota share/ (obligatory / Fiscal 2017 ended June 30, 2017
catastrophe) facultative) (X million) (X million)
Swiss Re Surplus Obligatory/Facultative 199.08 99.46
RGA Quota Share/ Surplus | Obligatory/Facultative 621.79 107.18
GIC Quota Share/ Surplus | Obligatory/Facultative 378.56 20.66
Korean Re Quota Share Obligatory 291.93 2.32
Gen Re Surplus Obligatory/Facultative 125.55 23.58
Munich Re Surplus Obligatory 7.71 1.33
HCC Surplus/ Catastrophe Obligatory 2.20 0.36

We determine the nature and extent of risk to be ceded based on our risk profile, prior experience and expected quality of the
portfolio being reinsured, product type and pricing, solvency requirements and regulation. The choice of reinsurer is primarily
based on the relevant regulations and reinsurer’s rating, financial stability, history of responding to claims, overall reputation,
administrative and operational efficiency, access to expertise and global best practices, pricing and other terms, as well as
limits for underwriting and claims. We review our reinsurance arrangements periodically to factor in the changing operating
environment as well as our actual experience. Our reinsurance strategy is aimed at managing new and emerging risks in a
prudent manner and supporting business objectives.

Investments

We have the second largest AUM among private life insurers in India in Fiscal 2017 (Source: CRISIL Report). As of March
31, 2015, 2016 and 2017, our AUM was X 713,389.30 million, X 798,275.78 million and X 977,366.03 million, respectively,
and as of June 30, 2017 our AUM was X 1,012,260.34 million. Our investments are divided into two categories:
policyholders’ funds and shareholders’ funds. Policyholders’ funds are further divided into three sub-categories: (i) linked
funds, (ii) participating funds and (iii) non-participating funds. Linked funds are assets underlying our unit-linked products,
for which the asset allocation is largely determined by customers. Participating funds and non-participating funds are assets
underlying our participating and non-participating life insurance products, respectively.

The following table sets forth the breakdown of our AUM by fund type as of the dates indicated:

Funds As of March 31, As of June 30, 2017
2015 2016 2017
Carrying % of Carrying % of Carrying % of Carrying % of
Value Total Value Total Value Total Value Total
(X million, except percentages)
Policyholders' Funds
Linked Funds 348,100.72| 48.80%| 360,218.86| 45.12%| 445,730.33| 45.61% 461,853.23 45.63%
Non- 248,291.73| 34.80%| 282,951.13| 35.45%| 326,725.79| 33.43% 326,349.51 32.24%
Participating
Funds
Participating 85,544.37| 11.99%| 119,156.76| 14.93%| 161,654.87| 16.54% 170,999.99 16.89%
Funds
Shareholders' 31,452.48 4.41%| 35,949.02 450%| 43,255.05 4.43% 53,057.61 5.24%
Funds
Total 713,389.30| 100.00% | 798,275.78| 100.00%| 977,366.03| 100.00%| 1,012,260.34| 100.00%

Investment Strategy

In accordance with the provisions of the Insurance Act and IRDAI

investments only in instruments/securities issued in India.
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We manage our investments with the objective of ensuring attractive returns consistent with the safety and liquidity profile of
each fund. Our investment strategy is also guided by our risk management policies and applicable regulatory guidelines. We
follow an investment strategy to acquire and maintain quality assets that can meet the liabilities accepted by us. Our
investment activities aim to meet the reasonable expectations of the policyholders taking into account the safety of their
funds, while optimizing risk adjusted returns. Our investment strategy operates within the framework decided by the Asset
Liability Management Committee, which defines the performance benchmarks, level of acceptable credit risk, interest rate
risk and lays down the boundaries for asset allocation. While our strategic asset allocation differs among product groups, the
following general objectives apply to all product groups: (i) maintenance of earnings that exceed liability costs (at assumed
yields); (ii) determination of a reasonable bonus for participating funds; (iii) maintenance of appropriate liquidity; and (iv)
maintenance of adequate solvency.

The investment objectives for each category of funds are as follows:

e Linked funds: Outperform the benchmark for the fund over the long term while meeting the specific objectives of each
individual fund.

e Participating funds: the twin objectives are to meet the guarantees and endeavour to earn investment returns that exceed
the reasonable expectations of the policyholders regarding policy bonuses and discretionary benefits.

¢ Non-participating funds: meet the guaranteed return while maintaining a suitable balance between long-term safety,
stability and return.

o Shareholders’ funds: To ensure safety of assets supporting the Solvency Ratio requirements and to maximize risk
adjusted returns.

Investment Composition

We have a diversified investment portfolio including investments in government securities, bonds and debentures, equity
shares, money market instruments, mutual funds, and fixed deposits, in accordance with the investment guidelines prescribed
by the IRDAI from time to time. As of March 31, 2017, our AUM was X 977,366.03 million, of which equities constituted
23.19%, government securities constituted 46.28%, and corporate bonds constituted 21.89%. As of June 30, 2017, our AUM
was X 1,012,260.34 million, of which equities constituted 23.02%, government securities constituted 46.44%, and corporate
bonds constituted 21.92%.

The following table sets forth the composition of our funds by asset class on the basis of carrying value as of June 30, 2017:

Asset Class As of June 30, 2017
Policyholders’ Funds Shareholders’ Funds Total
Linked Funds Non-Participating Participating Funds
Funds
Carrying % of Carrying % of Carrying % of Carrying | % of Carrying % of
Value Total Value Total Value Total Value Total Value Total
(X million) (X million) (X million) ® (X million)
million)
Equity @ 178,016.25| 38.54% | 15,771.91 4.83% | 30,766.50 17.99%| 8,435.14| 15.90% | 232,989.79| 23.02%
Se(é‘lﬁmge“t 179,275.40 | 38.82% | 174,902.77| 53.59%| 98,010.39| 57.32%| 17,913.11| 33.76%| 470,101.67| 46.44%
Debentures
and bonds 55,700.04 | 12.06% | 114,773.94 35.17% | 31,074.16 18.17%| 20,337.42| 38.33%| 221,885.56| 21.92%

Mutual funds

@ 14,589.90 3.16% 2,081.02 0.64% | 4,902.68 2.87% | 2,000.00 3.77% 23,573.60 2.33%

g:p()%(lits 12,320.12| 2.67%| 12,403.90| 3.80%| 2,992.30| 1.75%|  650.00| 1.23%| 28366.32| 2.80%
Loan - 0.00% I 000%| 1,77482] 1.04% - 0.00% 177482| 0.18%
Money

market 15,753.69| 3.41%| 6,41597| 1.97%| 1479.15| 087%| 3,721.93| 7.01%| 27,370.75| 2.70%
instruments

Investment

Net Current 6,197.83| 1.34% -l 0.00% -l 0.00% -l 0.00% 6,197.83| 0.61%
Assets

Total 461,853.23 | 100.00% | 326,349.51| 100.00% | 170,999.99| 100.00% | 53,057.61 | 100.00% | 1,012,260.34 | 100.00%

1. Equity investment includes ¥ 362.56 million of investment in Preference Shares, ¥1,272.85 million of investment in unlisted Equity Shares and ¥
5,331.97 million of investment in Perpetual AT1 bonds

2. Mutual Fund investment includes ¥ 8,589.90 million of investments in Exchanged Traded Funds and < 983.70 million of investment in Alternate
Investment Funds
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The following table sets forth certain information relating to our investments by asset class as of the dates indicated:

Asset Class As of March 31, As of June 30, 2017
2015 2016 2017
Carrying % of Carrying % of Carrying % of Carrying Value | % of Total
Value Total Value Total Value Total

(X million) (%) (X million) (%) (X million) (%) (X million) (%)
Equity® 222,908.93 31.25% 179,872.77 22.53%| 226,651.07 23.19% 232,989.79 23.02%
Government 263,754.17 36.97% 371,167.87 46.50% | 452,326.47 46.28% 470,101.67 46.44%
securities
Debentures and 138,098.47 19.36% 159,562.85 19.99% | 213,908.95 21.89% 221,885.56 21.92%
bonds
Mutual funds® 7,704.87 1.08% 19,497.05 2.44% 20,917.96 2.14% 23,573.60 2.33%
Fixed deposits 25,882.90 3.63% 24,747.00 3.10% 22,655.80 2.32% 28,366.32 2.80%
Loan 17.74 0.00% 1,235.62 0.15% 1,781.99 0.18% 1,774.82 0.18%
Money market 48,064.31 6.74% 30,171.12 3.78% 23,997.06 2.46% 27,370.75 2.70%
instruments
Investment Net 6,957.91 0.98% 12,021.48 1.51% 15,126.72 1.55% 6,197.83 0.61%
Current Assets
Total 713,389.30 | 100.00% 798,275.78| 100.00% | 977,366.03| 100.00% 1,012,260.34 100.00%

1.  Equity investment includes ¥ 362.56 million of investment in Preference Shares, ¥ 1,272.85 million of investment in unlisted Equity Shares and ¥
5,331.97 million of investment in Perpetual AT1 bonds as on June 30, 2017

2. Mutual Fund investment includes < 8,589.90 million of investments in Exchanged Traded Funds and < 983.70 million of investment in Alternate

Investment Funds as on June 30, 2017

For details in relation to average yield of different asset classes see, “Our Business - Investment Performance” on page 149.

As required by IRDA (Preparation of Financial Statements and Auditor’s Report of Insurance Companies) Regulations 2002,
all investments in debt securities and redeemable preference shares made from policyholders’ non-linked funds and
shareholders’ funds are considered as ‘held to maturity’ and accordingly measured at historical cost, subject to amortisation

of premium or accretion of discount.

The following table sets forth the book value and the market value of these investments by fund type as of the dates indicated:

Funds As of March 31, As of June 30, 2017
2015 2016 2017
Carrying Market Carrying Market Carrying Market Carrying Market
Value value Value value Value value Value value
(X million)

Policyholders’ Funds
Non-Participating | 235,196.38| 241,385.99| 266,271.55| 271,531.82| 307,829.72| 320,961.37| 308,496.58| 324,446.12
Funds
Participating 76,628.23 80,395.65| 100,903.91| 104,172.81| 129,285.61| 136,354.73| 135,337.42| 145,785.50
Funds
Shareholders’ 29,406.26 30,054.07 32,781.83 33,399.30 37,242.61 38,600.73 42,622.47 44,106.71
Funds
Total 341,230.87| 351,835.71| 399,957.28| 409,103.93| 474,357.94| 4950916.83| 486,456.46| 514,338.33

Equity (including exchange traded funds)

We invest in equity and exchange traded funds with the objective of long-term returns with a focus on value stocks. We own
equity in companies in a wide range of industries, including banking and finance, information technology, manufacture,
telecommunications and others. As of March 31, 2017, 81.22% of our equity investments were in companies forming part of
the Nifty 50 Index and 97.27% of our equity investments were in companies forming part of Nifty 500 Index. As of June 30,
2017, 81.99% of our equity investments were in companies forming part of the Nifty 50 Index and 96.44% of our equity
investments were in companies forming part of Nifty 500 Index.

The following table sets forth the breakdown of equity investments by the sectors that contribute more than 5% of our total

equity investments as of June 30, 2017:

Industry As of June 30, 2017
Equity Investments
Carrying Value | % of Total
(X million, except percentages)
Banking and finance 76,201.83 32.71%
Computer programming, consultancy and related activities 22,482.18 9.65%
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Industry As of June 30, 2017
Equity Investments
Carrying Value | 9% of Total
(X million, except percentages)

Manufacture of coke and refined petroleum products 17,755.77 7.62%
Manufacture of motor vehicles, trailers and semi-trailers 20,495.40 8.80%
Manufacture of tobacco products 17,207.52 7.39%
Others (below 5.00%) 78,847.09 33.84%
Total 232,989.79 100.00%

Fixed Income Portfolio

Our fixed income portfolio majorly consists of government securities, debentures and bonds, and money market instruments.
We aim to maintain a fixed income portfolio of high asset quality. As of March 31, 2017, 91.03% of our total fixed income
portfolio comprised domestic AAA-rated instruments, including sovereign instruments, and as of June 30, 2017, 90.24% of
our total fixed income portfolio comprised domestic AAA-rated instruments. All our money market instruments had
sovereign/Al+ or equivalent rating as of March 31, 2017 and June 30, 2017. We have not had any defaults or delayed
payments in our fixed income portfolio in the last five years.

The following table sets forth the domestic rating mix of our fixed income portfolio as of the dates indicated:

Rating As of March 31, As of June 30, 2017
2015 2016 2017
Sovereign 64.39% 67.56% 64.55% 63.95%
AAA and 28.19% 25.11% 26.48%
equivalent 26.29%
AA and 6.42% 5.60% 7.27%
equivalent 8.94%
Others 0.99% 1.72% 1.71% 0.82%
Total 100.00% 100.00% 100.00% 100.00%

The following table sets forth the breakdown of corporate bonds by the sectors that contribute more than 5% of our total
corporate bond portfolio as of June 30, 2017:

Pa

rticulars

As of June 30, 20

17

Corporate Bonds

Carrying Value % of Total % of Total
AUM
(X million, except percentages)
Banking and finance 114,055.71 51.40% 11.27%
Electricity, gas, steam and air conditioning supply 24,171.68 10.89% 2.39%
Housing finance 39,620.07 17.86% 3.91%
Others (Below 5%) 44,038.11 19.85% 4.35%
Total 221,885.56 100.00% 21.92%

Investment Performance

The following table sets forth the net investment income and yield of our AUM by category in the periods indicated:

Funds Fiscal Three months ended
2015 2016 2017 June 30, 2017
Investment | Yield | Investment | Yield | Investment | Yield | Investment | Yield
Income Income Income Income
(X million, except percentages)

A. With Interest, Amortisation, Dividends and Realized gains / losses
Shareholders’ Funds 2,761.14| 9.78% 3,177.86| 9.24% 4,015.59| 9.70% 1,069.53| 10.04%
Participating Funds 6,405.59| 9.84% 8,017.55| 8.40%| 11,512.47| 8.65% 3,573.37 8.92%
Non-Participating Funds 19,893.80| 9.89%| 22,378.15| 9.42%| 26,170.68| 9.16% 7,697.33 9.52%
Linked Funds 58,269.18 | 24.09%| 32,943.53| 10.80%| 40,066.10| 11.04%| 10,031.78 9.97%
B. With Interest, Amortisation, Dividends and Realized and Unrealized gains / losses
Shareholders’ Funds 4,503.55| 16.20% 2,914.27| 8.17% 5,208.99 | 12.28% 1,328.35| 11.85%
Participating Funds 13,345.21| 20.91% 6,809.26 | 6.82%| 18,391.09| 13.36% 7,425.37| 17.30%
Non-Participating Funds 33,989.92| 16.88%| 20,373.42| 8.30%| 35,421.70| 12.02%| 10,353.33| 12.18%

149




Funds Fiscal Three months ended
2015 2016 2017 June 30, 2017
Investment | Yield | Investment | Yield | Investment | Yield | Investment | Yield
Income Income Income Income
(X million, except percentages)
Linked Funds 76,129.74] 27.59%|  3,013.45] 0.57%| 55,266.70] 14.39%| 14,799.05] 13.45%

Note: Yield is computed using Time Weighted Rate of Return as per Modified Dietz Method

Of the net investment income set forth above, the following table sets forth net investment income for equities and debt
(including government securities and excluding linked funds) in the periods indicated:

Asset Fiscal Three months ended June
Class 2015 2016 2017 30, 2017
Investment Yield Investment | Yield Investment Yield Investment Yield
Income Income Income Income
(X million, except percentages)

A. With Interest, Amortisation, Dividends and Realized gains / losses
Equity 2,319.31 17.46% 1,159.12| 5.76 % 2,695.95 8.04% 1,837.66 17.95%
Debt 26,741.22 8.50%| 32,414.43| 8.60 % 39,002.79 8.76 % | 10,502.58 8.58%
B. With Interest, Amortisation, Dividends and Realized and Unrealized gains / losses
Equity 5,124.20 29.23% (774.93) | (3.12%) 7,537.48 19.00% 2,069.00 16.69%
Debt 46,714.48 14.82%| 30,961.88| 8.01% 51,484.31 11.18%| 17,038.05 13.24%

Note: Yield is computed as interest income divided by average investments.

Of the debt investment income (including government securities and excluding linked funds) set forth above, the following
table sets forth net investment income from debentures, bonds and other debt securities in the periods indicated:

Asset Class Fiscal Three months ended
June 30, 2017
2015 2016 2017
Investment Yield Investment Yield Investmen Yield Investment Yield
Income Income t Income Income

A. With Interest, Amortisation, Dividend and Realized gains/losses
Debentures and 9,972.70 9.99% 10,960.28 9.71% 13,224.62 9.62% 3,782.27 9.36%
Bonds
Other Debts 16,768.52 7.81% 21,454.15 8.13% 25,778.17 8.38% 6,720.31 8.19%
B. With Interest, Amortisation, Dividend and Realized and Unrealized gains/losses
Debentures and 14,846.29 | 14.71% 9,947.50 8.58% | 17,149.04 12.08% 4,494.36 | 10.67%
Bonds
Other Debt 31,868.20 | 14.88% 21,014.38 7.76% | 34,335.27 10.78% 12,543.69 | 14.50%

Note: Yield is computed as interest income divided by average investments.

Performance of Linked Funds

The performance of our unit-linked funds is reviewed against a benchmark index that each unit-linked fund is linked to, based
on the broad investment objective of the fund. The unit-linked portfolio primarily comprises of equity funds and NAV

guaranteed funds.

The following table sets forth, as of June 30, 2017, the performance of linked funds versus benchmarks, which have a size
over X 1,000 million, for one, three and five year durations, respectively:

Funds Benchmark AUM as of | Return for 1 Year | Return for 3 Years | Return for 5 Years
June 30, (CAGR) (CAGR)
2017 Fund Bench Fund Bench Fund Bench
(X million) mark mark mark
Equity Funds
Equity Nifty 61,470.41| 17.16%| 14.88%| 10.56% 7.75% 16.15% 12.52%
Equity Pension Nifty 6,859.04| 19.09%| 14.88%| 10.81% 7.75% 16.25% 12.52%
Equity Pension Il Nifty 4,458.65| 17.02%| 14.88%| 10.61% 7.75% NA NA
Growth E"ﬂy (70%)| 679363 15.99%| 14.00%| 10.91%|  8.91%| 13.62%| 11.87%
ompBex (30%)
Growth Pension g'ﬁy (70%)| 5 76148| 16.020| 14.00%| 11.38%|  8.91%| 13.82%| 11.87%
ompBex (30%)
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Funds Benchmark AUM as of | Return for 1 Year | Return for 3 Years | Return for 5 Years
June 30, (CAGR) (CAGR)
2017 Fund Bench Fund Bench Fund Bench
(X million) mark mark mark
: _ : -
Equity Optimiser t'i';%pex (20((%))@ 15462.46| 16.08%| 13.34%| 10.14% 7.94%| 13.75%| 11.84%
Equity Optimiser Nifty (80%) 0 0 o o 0 0
Dans U LiqUiFEX (20%) 224764| 1651%| 13.34%| 10.22% 7.94%| 13.61%| 11.84%
olon = : .
Equity Elite Fund 11 t'i';%pex (20((%))@ 9,572.58| 15.75%| 13.34%| 10.67%|  7.94%| 14.54%| 11.84%
Index NIFTY 15.060.76| 13.47%]| 14.88%]| 7.43% 775%| 12.37%]| 12.52%
1 0,
Top 300 Fund Nifty (80%)| 5 91059| 15.720| 13.34%| 9.37%|  7.04%| 12.96%| 11.84%
LiquiFex (20%)
Top 300 Pension | Nifty (80%) 0 0 o o 0 0
Fung LiquiFex (20%) 299565 1578%| 13.34%| 9.46% 7.94%| 13.04%| 11.84%
Midcap Fund ',:'A'I';Ia\; 1':Oree Float| 5 126.40| 25.61%| 28.32% NA NA NA NA
Debt Funds
Bond Fund CRISILCompBex | 96,656.38| 11.41%] 11.47%] 10.90%]| 10.92% 9.98%|  9.58%
Bond Pension Fund | CRISILCompBex 442472 11.63%| 11.47%| 11.17% 10.92% 10.30% 9.58%
ﬁond Pension Fund | CRISILCOMpBeX |1 955 93| 11.6706| 11.47%| 11.12%|  10.92% NA NA
Balanced Funds
1 0,
Balanced g‘)fngex (5(505/?)@ 22,019.39| 14.88%| 13.35%| 10.19% 9.59%| 11.81%| 11.32%
: . ]
Balanced Pension g‘)fngex (5(505/?)@ 1,296.64| 15.99%| 13.35%| 10.79% 9.59%| 12.14%| 11.32%
Liquid Funds
Money Market | LiquiFEX 1,122.89]  753%| 6.86%| 821%| 7.84%| 820%| 8.26%

Note: NA in fund performance indicates that the fund has not completed the relevant period under consideration.

The following table sets forth, as of June 30, 2017, the performance of linked funds with highest NAV guarantee and similar
funds that do not have a performance benchmark, which have a size over X 1,000 million, for one, three and five year
durations, respectively:

Funds AUM as on June 30, | Return for 1 Year | Return for 3 Years | Return for 5 Years
2017 (CAGR) (CAGR)
(X million) Fund Fund Fund

RGF070311 1,821.18 9.23% 9.78% 8.77%
Flexi Protect 32,397.17 7.93% 7.36% 10.75%
Flexi Protect (Series I1) Fund 24,934.65 10.87% 9.01% 12.59%
Daily Protect Fund | 24,028.96 10.49% 8.54% 11.80%
Daily Protect Fund Il 13,760.31 10.58% 8.31% 12.73%
Daily Protect Fund 111 60,551.13 11.34% 8.95% 13.59%
P/E Managed Fund 4,505.12 12.66% 9.24% 13.21%
Discontinued Policy Fund 21,552.17 7.24% 8.57% 7.16%

Risk Management

We are in the business of providing risk cover and security to our customers. Risk management is therefore, an integral part
of our business and effective management of risk is essential to achieve our strategic and business objectives.

Risk Management Framework

We have developed a comprehensive risk management policy that specifies the process for identification, measurement and
analysis of our risk exposures and monitors our risk management strategies. Our risk management policy is harmonized with
our other operational policies relating to compliance, outsourcing, fraud management risks and business continuity

management.

The apex level risk appetite statement, which integrates risk management with our strategic and business objectives, forms the
core of our risk management framework. The risk appetite framework dictates acceptable risk levels in pursuance of business
objectives. We also have a functional risk appetite statement to monitor risk tolerance at the departmental level.
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Our risk management framework allows us to identify, assess and mitigate our key business risks. Our risk management
activities consider all business risks including strategic risk, operational risk, actuarial risk, investment / market risk, fraud
risk, information security risk, compliance risk and business continuity management. The key focus areas of our risk
management framework include (i) strategic risk assessment and capital planning; (ii) governance; (iii) risk universe; and (iv)
risk awareness.

. Strategic Risk Assessment and Capital Planning

We conduct strategic risk assessment for identification, assessment, monitoring, mitigation and controlling top risks
on an annual basis. We have established an asset liability management process along with strategic asset allocation
based on matching of liabilities with different asset classes and duration. As a part of capital budgeting activity, we
have in place a five year capital rolling plan through which we regularly monitor for regulatory capital adequacy.
Through a periodic economic capital assessment process, we are able to quantify various risks and allocate capital
for each risk to assess capital adequacy on an economic basis and monitor concentration of risk, if any, in certain
areas.

° Governance

We have established a risk reporting process to manage risk governance requirements. On identification of risks,
detailed mitigation plans are devised and such risks are monitored carefully. Risk management executives from
various departments convene on a quarterly basis to discuss ongoing risk management issues. In accordance with
applicable corporate governance guidelines promulgated by the IRDAI, we have also set up a Risk Management
Committee from among our Board of Directors.

. Risk Universe
We face a number of risks that are integral to our operations, including:

Market Risk. Market risks result from fluctuations in asset values, including equity prices, property prices and
interest rates, and affect our ability to fund our promises to customers and other creditors, as well as pay a return to
our shareholders.

Liquidity Risk. Liquidity risk is the risk of not being able to make payments as they become due because there are
insufficient assets in cash form. The relatively illiquid nature of insurance liabilities acts as a potential source of
additional investment return by allowing us to invest in higher yielding, but less liquid assets.

Mortality and Morbidity Risk. Mortality risk means the fluctuations in the timing, frequency and severity of death of
the insured, relative to that expected at the time of underwriting (at the inception of the contract) while morbidity
risk refers to fluctuations in the timing, frequency and severity of health claims, relative to that expected at the time
of underwriting (at the inception of the contract).

Persistency Risk. Persistency risk is the risk that poor Persistency Ratios may lead to fewer policies remaining on the
books to defray future fixed expenses and reduce the future positive cash flows from the business written, potentially
impacting our ability to recover acquisition expenses and maintain profitability.

Expense Risk. Expense risk is the risk that expenses incurred in acquiring new business are higher than expected at
the time of pricing the product or expenses incurred in maintaining policies are higher relative to that expected at the
time of underwriting the policy.

Operational Risk. Operational risk is the risk of direct or indirect loss, arising from inadequate or failed internal
processes, people and systems, or external events including changes in the regulatory environment.

) Risk Awareness

We conduct regular training sessions, workshops and conferences, and engage effectively with our employees to
develop awareness and sensitize them to risk management issues across our business and operations.

Risk Exposure and Mitigation

Our Risk Management Committee is responsible for overseeing our risk management program and for ensuring that
significant risks are monitored and reported to the Board of Directors in a timely manner.

We have adopted the following measures to mitigate our major risks:

Market Risk. In order to manage interest risk, we monitor the duration of assets and liabilities for different portfolios on a
quarterly basis. In addition, expected cash-flows of assets and liabilities are monitored closely to identify any potential re-
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investment risk and asset liability mismatches. Market risk is further mitigated by matching assets and liabilities by type and
duration and matching cash flows. The applicable investment strategy for each line of business is set out clearly to ensure that
liabilities are appropriately matched by the nature and duration of assets. A range is provided for each asset class and the
investment team undertakes appropriate investment decisions within this range.

Credit Risk. We manage credit risk of our investments through various methods including by setting exposure limits for
companies, groups and industries in accordance with IRDAI regulations, constantly monitoring investment portfolio for credit
ratings, limiting credit exposure by setting a range for investments in corporate bonds and mitigating counter-party risk by
placing reinsurance only with reputed and highly rated reinsurers.

Liquidity Risk. We face limited liquidity risk due to the nature of our liabilities and business structure. The cash investment
along with expected future premium from existing business is usually sufficient to cover expected payouts.

Morbidity and Mortality Risk. Mortality and morbidity risk is primarily managed through: (i) reinsurance: we utilize a
combination of surplus, quota share and catastrophe reinsurance treaties; (ii) experience analysis: we monitor the expected
versus actual mortality experience on a quarterly basis and take appropriate action; (iii) re-pricing: we reserve the right to
review premium and risk charges where permissible by law; and (iv) underwriting and claims controls: we conduct periodic
reviews of both underwriting and claims procedures and policies to ascertain the mortality risk experience. The underwriting
norms are generally aligned to the basis of pricing.

Persistency Risk. Persistency risks are primarily managed through: (i) experience analysis: experience analysis is conducted
on a quarterly basis to ensure that corrective action can be initiated at the earliest opportunity and that assumptions used in
product pricing and Embedded Value are in line with experience; (ii) product features: product features such as bonuses,
guaranteed additions and additional allocation of units are used to encourage policyholders to continue with the policy; (iii)
service initiatives: various proactive and reactive service initiatives are used to manage persistency, including customer
education and extensive customer engagement through various media and personal visits; and (iv) alignment of key
performance areas: key performance areas are identified for different levels among sales and operations to ensure adequate
focus on persistency. We have dedicated employees that allow us to focus on requirements of customers and ensure renewal
business.

Expense Risk. We actively monitor expense levels, which are then factored into new product pricing, calculation of reserves
and management reporting. In case of any adverse deviations between actual unit costs and planned unit costs, mitigation
measures are undertaken. Regular monitoring ensures that actual expenses do not vary significantly from budgeted expense
levels. We also carry out stress testing for expense risk with deterministic shocks in accordance with historical experience for
the entire portfolio.

Operational Risk. Our operational risks are primarily managed through the following

. Risk Registers. Risk registers document high level risks for all our offices based on probability and impact rating. In
order to manage such risks, controls in place are captured and rated to establish the residual risk;

o Risk Control Self-Assessment. This requires each business unit to identify and assess inherent risks and controls
relevant to the risk. The risk events are then mapped to the existing control framework to determine the residual risk.
The controls are periodically assessed for its effectiveness;

. Incident Reporting. We have set up a web-based incident reporting tool to collect loss incidents to track the extent of
operational risk. The incident reporting tool enables us to develop a system based module for operational efficiency
and to prevent recurrence. Loss data records may be used to estimate the capital required for operational risk;

. Risk Control Unit. Risk control units undertake proactive measures to detect process gaps and weaknesses to
mitigate frauds and leakages;

. Fraud Monitoring. We have developed a comprehensive methodology to identify, measure, monitor and control
fraud; and
. Information Security and Business Continuity. We have developed a proactive approach to control and mitigate

information security risk and threats to business continuity. Our business continuity management system and
information security management systems are 1SO certified.

The British Standard Institute has stated that our enterprise risk management system, which covers all departments and
functions at our corporate offices, our central processing centre, as well as our regional and branch offices, meet the
recommendations of ISO 31000:2009 standards.

Information Technology
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We believe that the development and use of information technology is critical to the efficient operations of our business and
is a key contributor to our success. We rely on our information technology systems for a range of operations including our
back office operations such as actuary, underwriting, and claims settlement and grievance handling, sales and finance
management, management information systems, customer service support, and management of our website and internet
portal.

Our unified IT platform facilitates the sharing of information between different operating functions as well as our distribution
network. In addition, our customer service personnel in call centres and our branch offices are able to access the updated
customer information and coordinate remotely to serve our customers. We constantly seek to improve our information
technology systems and believe this makes us more responsive to the evolving conditions in the insurance market.

The information technology team consists of own employees as well as resources from IT services companies. These
professionals are involved in the development of new applications and information technology infrastructure. A dedicated
team carries out maintenance operation of our existing applications and information technology infrastructure to ensure
uninterrupted availability of services. Appropriate segregation of duties between IT and information security combined with
adoption of standard industry practices such as 1SO 27001 enables us to ensure security for our critical infrastructure.

We have carried out significant investments in our information technology systems over the years, and further continue to
upgrade our IT infrastructure. Our pan-India presence, expansive operational network and sophisticated asset management
tools have enabled us to achieve an optimized operating model for our IT services.

We also continue to focus on strengthening operating processes and have recently introduced various digital initiatives that
enable business origination capabilities on tablets, payment collection through mobile devices and through additional multiple
payment gateways. Our ‘Connect Life’, a tablet based Android application to assist sales representatives to sell our products
digitally in a customer friendly manner. ‘Connect Life’ was awarded by FINNOVITI for its innovation in digitalization. We
also use predictive analytics in the area of risk management and renewal collection that has helped in improved persistency.

In 2016, we initiated a project to replace our core policy management system, whereby our existing system is proposed to be
replaced by a new policy management system, which will significantly reduce the risk of technology obsolesce and improve
the stability of our IT infrastructure platform.

Compliance

Given the nature of our business, and the complexity involved in our operations, compliance issues are critical for the success
of our Company. We have formulated a compliance risk management framework that assists us in addressing and managing
compliance risk across our operations. We continue to emphasise a culture of compliance with applicable regulations and
internal best practices across various departments and reporting levels within our organisation, making each employee
individually responsible for ensuring compliance.

The Board of Directors, through the Audit Committee, oversees our compliance framework. We have formulated various
internal compliance policies and procedures, including policies relating to prevention of sexual harassment of women at
workplace, whistle-blower and employee dealing, corporate social responsibility, anti-money laundering, grievance redressal
and risk management. These policies ensure compliance with relevant laws and applicable regulatory guidelines issued by the
relevant regulatory, statutory and enforcement authorities from time to time. For instance, our framework on anti-money
laundering and financing of terrorism comprises creating awareness, detection and reporting of suspicious transactions along
with other IRDAI mandated requirements. For further details, see “Regulations and Policies” on page 157. The Audit
Committee is updated on a quarterly basis on key regulatory developments, regulatory observations/actions, if any, and
additional steps taken to ensure compliance.

We have also set up a dedicated compliance department that is responsible for identifying and communicating relevant
compliance standards, clarifications and regulatory requirements to the other departments, along with providing advice on key
compliance issues. We ensure that information relating to applicable regulatory requirements relating to our industry,
products, sales and other operational processes is regularly disseminated to our various departments and among our
employees, agents and other intermediaries, as applicable. We have implemented a robust compliance certification process,
which requires the respective department heads to certify, on a quarterly basis, compliance with applicable regulations and
internal compliance guidelines and processes.

Knowledge Management and Training

Our learning and development team is focused on improving the performance and productivity of our work force by ensuring
continuous training and development initiatives for our employees, individual agents and other distributors. As of July 31,
2017, our learning and development team included 228 members to focus on training needs, analyse and plan initiatives in
consultation with stakeholders, develop content for standardized modules including online content while managing external
service providers to provide customized training programs covering both our sales and other employees.
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In addition to our standard employee training programs, we have developed training programs for the CIFs engaged by our
bancassurance partners and certain other State Bank staff as well as for our top performing individual agents which help to
enhance their skills to explore newer markets and address specific financial planning and insurance needs. We were awarded
the TISSLeapvault CLO Award 2015 for the best program for sales enablement. Our training modules are designed around
segmentation of distributors based on their business, demography of clients, product affinities and experience, using data
analytics, to ensure a well-defined learning path for new and existing distributors as well as employees.

We also leverage technology for training and have online training modules in our e-learning platform “E-Shiksha” and mobile
app based training programmes to ensure a blend of internal classroom training, digital platforms and external training
programmes to provide a mix of standardized and customized learning programmes for our distributors and employees.

Competition

We compete with a number of other companies in the life insurance business, and face intense competition from public and
private sector insurance companies in India. We compete for business on the basis of a number of factors, including product
features, price, coverage offered, quality of customer service, distribution networks, relationships with brokers and agents,
brand recognition, size of operations and financial strength ratings. We compete principally with Life Insurance Corporation
of India in the public sector, with ICICI Prudential Life Insurance Company Limited, HDFC Life Insurance Company
Limited, Max Life Insurance Company Limited and Bajaj Allianz Life Insurance Limited in the private sector. Life Insurance
Corporation (“LIC”) of India is the sole public sector life insurance company in India, and enjoys competitive advantages in
the Indian insurance market due to its large customer base, extensive nationwide agent network and strong brand recognition.
We also face competition from smaller insurance companies which have been seeking to expand their market shares in recent
years and may develop strong positions in certain customer segments.

In 2015, the IRDAI introduced corporate agency guidelines that allow banks to collaborate with up to three life insurance
companies with respect to bancassurance distribution. This resulted in increasing competition for bancassurance partners
among private sector life insurance companies. We compete with other established private sector life insurance companies as
well as relatively newer entrants in the industry to attract new bancassurance partners and maximize our share of business
from existing bancassurance partners which have option to promote life insurance products from more than one insurance
company. Our individual agent network continues to be a significant distribution channel for private sector life insurance
companies, and we compete with our peers to attract talent for new individual agents and maintaining a strong relationship
with our existing agents.

In addition, products offered by the life insurance sector also compete with other financial services products. In the area of
savings-oriented insurance products, we compete with mutual fund companies, bank fixed deposits and Government small
saving schemes.

The following table sets forth our market share (among private life insurers in India) for the periods indicated in terms of total
New Business Premium, Individual Rated Premium and number of new policies issued for individual products:

Fiscal 2015 Fiscal 2016 Fiscal 2017 Three months ended

June 30, 2017
New Business Premium 15.87% 17.34% 20.04% 18.22%
Individual Rated Premium 15.61% 18.83% 20.69% 18.97%
Number of policies 19.62% 20.56% 20.17% 19.00%

The following table sets forth our market share among all life insurers (including LIC) in India for the periods indicated in
terms of total New Business Premium, Individual Rated Premium and number of new policies issued for individual products:

Fiscal 2015 Fiscal 2016 Fiscal 2017 Three months
ended June 30, 2017
New Business Premium 4.89% 5.13% 5.80% 5.42%
Individual Rated Premium 7.65% 9.70% 11.16% 10.34%
Number of policies 4.35% 4.76% 4.82% 4.74%

Employees

As of July 31, 2017, we had 12,647 full time employees. Individual agents forming part of our individual agent network are
not our employees. Our full time employee base has grown by 24.79% from 9,657 employees as of March 31, 2015 to 12,051
employees as of March 31, 2017, reflecting the overall growth in scale of our operations.

We have a well-designed human resource processes for attracting and retaining talent. A review process conducted annually
covers performance evaluation of all employees. Our employee promotion and career development program seeks to develop
and reward potential of each employee. We have introduced a number of welfare benefit schemes for our employees,
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including but not limited to group term life insurance, group mediclaim policy covering employees and family members. We
have also extended other schemes which cover our employees against accidental death or permanent disablement and ex-
gratia relief scheme for any illness or hospitalization expenses which are not normally covered under these policies. We have
a large number of women in our employee base and we strive to provide appropriate opportunities for their personal and
career development.

Our focus is to promote innovation among our employees. To this end, we have introduced Innoviti, a innovation
management program that provides a platform to support and promote culture of innovation within our Company. Innoviti is
aimed at identifying, recognizing, promoting and celebrating innovative ideas across business verticals. We have
implemented initiatives to encourage innovative business ideas generated by employees under our “All Ideas Matter”
initiative where employees can submit creative solutions to improve business processes and efficiencies and our “GEMS”
initiative where we felicitate high performing employees that have made notable contributions to our business.

The following table sets forth certain information with respect to our employees and their productivity during the periods
indicated:

Fiscal
2015 | 2016 | 2017
¥, other than number of employees)

Individual New 4,003,214 4,852,192 5,645,604
Business Premium per

employee

Agent productivity* 177,082 213,417 234,501
Branch productivity? 22,738,095 24,685,039 27,987,302

1. Calculated on basis of Individual New Business Premium from agency channel divided by the average number of agents during the
year. (Source: CRISIL Report)

2. Calculated on basis of Individual New Business Premium from agency channel divided by the average number of office during the
year. (Source: CRISIL Report)

Insurance

We believe that we maintain all material insurance policies that are customary for companies operating in the life insurance
business, including fire, burglary and risks to our property, a third party public liability policy, a money insurance policy in
respect of cash-in-safe and in-transit. In addition, our directors are insured under a directors’ and officers’ liability insurance
policy. We also maintain group term life insurance and a group health insurance policy which covers employees and family
members.

Intellectual Property

We do not own any significant intellectual property. We also do not own the “SBI” trademark and currently use the “SBI
Life” logo pursuant to the SBI Trademark License Agreement. We are required to pay State Bank a royalty fee of 0.20% of
our total income or 2.00% of profits after tax of our Company, whichever is higher, subject to a maximum amount of ¥ 300
million per year, for the use of the “SBI” name and logo.

The SBI Trademark License Agreement by its terms may be terminated if State Bank’s direct or indirect shareholding
becomes less than 26% of our Company’s equity share capital on a fully diluted basis. The SBI Trademark License
Agreement may also be terminated by State Bank at any time by providing notice in accordance with its terms.

Property

Our registered office is located at “NATRAJ”, M.V. Road and Western Express Highway Junction, Andheri (East), Mumbai -
400 069, India. As of July 31, 2017, we had 14 regional offices, three corporate offices, two training centres, 30 processing
centres including one central processing centre and 754 branches aggregating to 803 offices in India. Our registered office
and central processing centre located at Seawoods Grand Central, Tower 2, Plot No R-1, Sector - 40, Seawoods, Nerul Node,
Navi Mumbai — 400 706, are owned by us. However, all of our other offices are located at premises leased or licensed to us.
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REGULATIONS AND POLICIES

The following description is an indicative summary of certain sector specific key laws and regulations in India, which are
applicable to our Company. The information detailed in this section has been obtained from publications available in the
public domain. The regulations, as amended, set out below may not be exhaustive, and are only intended to provide general
information to the investors and are neither designed as nor intended to be a substitute for professional legal advice.

The Insurance Act and the IRDA Act

The Insurance Act along with the various regulations, guidelines and circulars issued by IRDAI, govern, amongst other
matters, registration of insurers, opening of new places of business, accounts and balance sheet, audit of financial statements,
actuarial report and abstract, insurance intermediaries and agents, investment of funds, valuation of assets and liabilities,
solvency margins, restriction on dividends, limits on expenses of management. The IRDA Act has established the IRDAI to
regulate, promote and ensure orderly growth of the insurance sector in India and to protect the interests of policyholders.

Insurers are required to be registered with the IRDAI under the Insurance Act in order to carry out any class of insurance
business, including life insurance in India. The Insurance Act stipulates, inter alia, certain requirements in relation to the
capital structure for insurers including in relation to minimum paid-up equity capital and equal voting rights. Insurers are
required to maintain records of policies, including the details of policyholder, nominations of claims, including the details of
discharge or rejection of claim and a register of insurance agents. Pursuant to the definition of an Indian Insurance company
under the Insurance Act, an insurer is required to be “Indian owned and controlled”. Additionally, in terms of the Indian
Insurance Companies (Foreign Investment) Rules, 2015, as amended, the term ‘Indian control’ has been defined to mean
control of such Indian insurance company by resident Indian citizens or Indian companies, which are owned and controlled
by resident Indian citizens. The term ‘control’ has been defined in the Insurance Act to include the right to appoint a majority
of the directors or to control the management or policy decisions including by virtue of their shareholding or management
rights or shareholders agreements or voting agreements. The term ‘Indian Ownership of an Indian Insurance Company’ has
been defined as more than 50% of the equity capital in a company which is beneficially owned by resident Indian citizens or
Indian companies which are owned and controlled by resident Indian citizens. Further, a life insurance company is required to
have a capital consisting of equity shares each having a single face value and such other forms of capital in accordance with
the Insurance Regulatory and Development Authority of India (Other Forms of Capital) Regulations, 2015. The voting rights
of the shareholders are required to be restricted to such equity shares and to be proportionate to the paid-up amount of the
equity shares held by them. The paid-up amount is required to be the same for all equity shares (except during any period not
exceeding one year allowed by the company for payment of calls on shares.).

With regards to, an investment of assets, the Insurance Act mandates insurers to keep invested assets in a prescribed manner
in Government securities and other approved investments. All assets forming part of the controlled fund (not being the
Government securities or other approved securities in which assets are to be invested or held invested) are required to be held
by the insurers free of any encumbrance, charge, hypothecation or lien. Certain restrictions on investments of assets and
controlled fund have also been prescribed, including investment in shares or debentures of a private limited company. IRDAI
has issued the IRDAI Investment Regulations. For further details, see page “Regulations and Policies- Insurance Regulatory
and Development Authority (Investment) Regulations, 2016 and the Master Circular on Investments, 2017 on page 159.

Any appointment, re-appointment or termination of appointment or amendment of the terms of remuneration, of a managing
or whole-time directors, manager or chief executive officer of an insurance company requires the prior approval of the
IRDAL.

IRDAI has specified the Insurance Regulatory and Development Authority of India (Issuance of Capital by Indian Insurance
Companies Transacting Life Insurance Business) Regulations, 2015 for issuance of capital according to which insurers are
required to obtain prior approval of the IRDAI for issuance of capital by way of public issue or any subsequent issue of equity
shares. The aforementioned regulations, inter alia, prescribe the manner and procedure for the issuance of capital, timelines
for IRDAI approval and the conditions which may be attached to the approval from the IRDAI. Pursuant to IRDAI Transfer
of Equity Shares Regulations, insurers are required to obtain prior approval of the IRDAI in the event (i) the total paid up
capital held by the transferee is likely to exceed 5% of the paid up capital after the transfer, or (ii) the nominal value of equity
shares intended to be transferred by any individual, firm, group, constituents of a group or body corporate under the same
management, jointly or severally, exceeds 1% of the paid up capital of the insurance company. The IRDAI Transfer of Equity
Shares Regulations define ‘Transfer of Shares’ to include (i) a transfer of shares from an existing shareholder of an insurance
company to another person, (ii) transmission of shares of an insurance company, and (iii) fresh issuance of equity shares
which leads to a change in the shareholding pattern of an insurance company as set out in the preceding sentence. In the event
there are one or more investors (excluding foreign investors) in an insurance company, an investor can hold shares not
exceeding 10% of the paid up equity share capital of such an insurance company. Further, all such investors excluding foreign
investors jointly are permitted to hold a maximum of 25% of the paid up equity share capital of such an insurance company in
aggregate. The IRDAI has prescribed relevant regulations in this regard. Additionally, the IRDAI has issued the “Insurance
Regulatory and Development Authority of India (Listed Indian Insurance Companies) Guidelines, 2016”, which are
applicable to all insurance companies whose equity shares are listed on the stock exchanges and to the allotment process
pursuant to a public issue. Accordingly, as regards such insurance companies the transfer of equity shares shall be in the
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manner prescribed under the aforementioned guidelines. For further details, see “Regulations and Policies - Certain guidelines
and circulars prescribed by the IRDAI” on page 162.

The Insurance Laws (Amendment) Act, 2015 (the “Amendment”)

The Amendment has introduced several changes in the scheme of the Insurance Act, amongst other things, in relation to
ownership and control, capital, enhancement of enforcement powers of the IRDAI and the responsibilities of agents and
intermediaries.

With regards to foreign investors, the cap on aggregate holding of equity shares by foreign investors, including portfolio
investors, has been raised to 49% of paid up capital from the erstwhile 26% and insurance companies are required to be
Indian owned and controlled. Therefore, both the ownership and control are required to remain in Indian hands. Further, the
Amendment has permitted insurers to raise capital through instruments other than equity. In this regard, IRDAI has issued the
Insurance Regulatory and Development Authority of India (Other Forms of Capital) Regulations, 2015, which permit insurers
to raise capital by way of preference shares and subordinated debt instruments after obtaining prior approval from the IRDAL.
The Amendment empowers the insurance companies to appoint agents subject to fulfilment of the criteria stipulated by
IRDAI. The Amendment has further given powers to IRDAI to regulate the commission payable to the agents and
intermediaries through regulations.

The Amendment has extended the powers of the IRDAI for regulating various day to day operations and activities of
insurance companies by issuing regulations for the same. Further, the IRDAI has issued circulars, regulations and guidelines
on registration and licensing of insurance companies, investments, pricing of put or call options in joint venture agreements
governing rights of partners, solvency margin requirements, insurance agents and intermediaries, corporate governance
requirements, transfer of shares, opening, closure and relocation of branches, expenses of management, advertising,
accounting procedure and reporting formats, granting of loans and advances, limit on expenses, maintenance of records.

The Amendment has fixed the period during which a policy can be called into question on any ground, including
misstatement of facts etc., to the expiry of three years from the later of the date of commencement of risk, the date of the
policy, the date of revival of policy or the date of the rider to the policy; and no policy can be challenged after the stipulated
time. Further, the Amendment has simplified the process for payment to nominee of policyholder. The Amendment has
vested the policyholder with a power to assign an insurance policy, wholly or in part, provided that such assignment is
bonafide, not contrary to public interest and not for the purpose of trading of the insurance policy.

The Amendment has removed various redundant clauses in the Insurance Act including the sections relating to acceptance of
deposits by insurance companies, appointment of chief agent and principal agent, divesting excess shareholding above 26%
by promoters etc. The Amendment has specified enhanced penalties for insurers for contravention of any of the provisions of
the Insurance Act ranging from X 0.1 million for each day during which contravention continues, to ¥ 10 million to % 250
million for different kinds of violations. A person who carries on the business of insurance without obtaining a certificate of
registration may additionally be punishable with imprisonment extending to 10 years.

Certain regulations prescribed by the IRDAI

Insurance Regulatory and Development Authority (Registration of Indian Insurance Companies) Regulations, 2016
(“Registration Regulations”)

On March 21, 2016 the IRDAI notified the Insurance Regulatory and Development Authority (Registration of Indian
Insurance Companies) (Seventh Amendment) Regulations, 2016 which overhauled substantial provisions of the Registration
Regulations. The Registration Regulations prescribe the procedure for obtaining registration of prospective insurers, renewal,
suspension and cancellation of registrations. The Registration Regulations provide the manner of calculation of equity capital
held by foreign investors, and require compliance with the “Indian owned and controlled” requirements. Further, the insurer
is required to pay an annual fee to the IRDAI as prescribed under the regulations.

Insurance Regulatory and Development Authority of India (Assets, Liabilities and Solvency Margin of Life Insurance
Business) Regulations, 2016

These regulations prescribe the procedures to be followed by insurers for determining the value of assets, liabilities and
solvency margin of insurers. Further, these regulations require insurers to prepare a statement of valuation of assets,
determine amount of liabilities and solvency margin of insurers in the formats prescribed under the regulations on an annual
basis. An insurer is required to maintain its available solvency margin at a level which is not less than higher of (i) 50% of the
amount of minimum capital as prescribed under the Insurance Act; and (ii) 100% of the required solvency margin. An insurer
is required to maintain a control level of solvency margin as stipulated by the IRDAI, which currently is a solvency ratio of
150 %. In this regard, the Insurance Act prescribes that if at any time the insurer is not able to maintain the required control
level of solvency margin, the IRDAI may require such insurer to submit a financial plan indicating a plan of action to correct
the deficiency within a specified period not exceeding six months. Further, where the insurer transacts life insurance business
in a country outside India and the insurer submits statements or returns or any such particulars to the host regulator, the
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insurer shall enclose the same along with the forms specified in accordance with these regulations and the Insurance
Regulatory and Development Authority (Actuarial Report and Abstract for Life Insurance Business) Regulations, 2016.

Insurance Regulatory and Development Authority of India (Protection of Policyholders’ Interests) Regulations, 2017
(“Protection of Policyholders’ Interest Regulations™)

On June 30, 2017 the IRDAI notified the Protection of Policyholders’ Interest Regulations which superseded the Insurance
Regulatory and Development Authority (Protection of Policyholders’ Interests) Regulations, 2002. The Protection of
Policyholders’ Interest Regulations prescribes specifications with respect to various aspects including insurance product
solicitation, grievance redressal, and claim settlement, which are required to be complied by all insurers in order to protect the
interests of policyholders. It mandates insurers to have in place a policy approved by its board of directors, which is required
to provide the steps that an insurer proposes to take for matters such as insurance awareness, expeditious resolution of
complaint, and preventing mis-selling and unfair business practices at point of sale and service. The Protection of
Policyholders’ Interest Regulations prescribe the form and content requirements that are required to be fulfilled by insurers in
relation to their policy documents, proposal forms and prospectuses. The insurers are mandated to disclose in their policy
documents all material information such as the terms and conditions of a policy, details of premium payable, free look period,
requirements to be fulfilled for lodging a claim, coverage of the policy, exclusions, grounds for cancellation, and details of
grievance redressal mechanism available to policyholders. Further these regulations set out the procedure that is required to
be followed by insurers for expeditiously settling any claims made by a policyholder.

Insurance Regulatory and Development Authority of India (Appointed Actuary) Regulations, 2017 (“Appointed
Actuary Regulations”), Insurance Regulatory and Development Authority of India (Actuarial Report and Abstract for
Life Insurance Business) Regulations, 2016 (the “Actuarial Report and Abstract Regulations”) and Insurance
Regulatory and Development Authority of India (Transitory Provisions under Regulation 6 of IRDAI (Appointed
Actuary) Regulations, 2017) Guidelines, 2017 (“Appointed Actuary Guidelines”)

The Insurance Act prescribes the requirement of an annual investigation by an actuary of the financial condition of the life
insurance business, including valuation of liabilities and preparation of an actuarial report thereon. The Appointed Actuary
Regulations state that a life insurer shall not carry on business of insurance without an appointed actuary and require that the
insurers appoint a person fulfilling the eligibility requirements, to act as an appointed actuary, after seeking the approval of
the IRDAI in this regard. Pursuant to the notification of the Appointed Actuary Guidelines, life insurers are now permitted to
appoint any person not satisfying the eligibility criteria prescribed under Regulation 3(B) (iii) (b) and Regulation 3(B) (iii) (c)
of the Appointed Actuary Regulations as their appointed actuary, provided that such appointed actuary is supported by a
mentor (an actuary satisfying the conditions stated in Annexure 1 of the Appointed Actuary Guidelines). The appointed
actuary will be supported by such a mentor until the appointed actuary becomes eligible under Regulation 3(B) (iii) (b) and
Regulation 3(B) (iii) (c) of the Appointed Actuary Regulations. As per the Appointed Actuary Guidelines a mentor should be
appointed only after obtaining the approval of the IRDAI. Once appointed, a mentor shall be jointly responsible with the
appointed actuary for all actuarial activities and shall be required to comply with all duties, standards and responsibilities
prescribed under the Appointed Actuary Regulations. Further, life insurers have been permitted by the IRDAI to carry on
their business without an appointed actuary for a period not exceeding one year, provided they comply with the requirements
prescribed in paragraph 6 of the Apointed Actuary Guidelines.

The appointed actuary is required to render actuarial advice to the management of the insurer in relation to product designing
and pricing, insurance contract wording, investments and reinsurance. The appointed actuary shall ensure solvency of the
insurer and comply with requirements in regard to the certification of the valuation of assets and liabilities and maintenance
of solvency margin in the manner prescribed and shall draw the management’s attention to any action required to be taken to
avoid any contraventions of the Insurance Act or prejudice to the interests of policyholders. In relation to life insurance
business, an appointed actuary is also required to inter alia certify the actuarial report, abstract and other returns required
under the Insurance Act, ensure compliance with the provisions with respect to bases of premium and ensure that the
premium rates of the insurance products are fair, ensure compliance with respect to recommendation of bonus or interim
bonus payable by life insurers to policyholders whose policies mature for payment by reason of death or otherwise during the
inter-valuation period and ensure that the policyholders’ reasonable expectations have been considered.

The Actuarial Report and Abstract Regulations stipulate procedures for preparation of actuarial reports and abstracts. The
Actuarial Report Regulations also provide for details of valuation methods and parameters to be included in the actuarial
reports and abstracts.

Insurance Regulatory and Development Authority of India (Investment) Regulations, 2016 and the Master Circular
on Investments, 2017

These regulations have segregated a life insurer’s total investment assets into three categories: (i) shareholders’ funds
representing solvency margin, non-unit reserves of unit-linked life insurance business, participating and non-participating
funds of policyholders, funds of variable insurance products including one year renewable pure group term assurance
business at their carrying value; (ii) policyholders’ funds of pension, annuity and group business including funds of variable
insurance products at their carrying value; and (iii) policyholders’ unit reserves of the unit linked insurance business,
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including funds of variable insurance products at their market value as per these regulations. The manner and limits up to
which amounts can be invested out of these funds has also been defined under these regulations. The regulations have listed
out the ‘approved investments’ (and ‘deemed approved investments’) in which the insurer shall invest or keep invested any
part of its controlled fund. Maximum exposure limits for a single ‘investee’ company, group of the investee companies and
for the industry sector to which the investee company belongs to have been defined. Additionally, limits at various asset
classes and exposure to credit instruments including limits based on credit ratings have also been prescribed. The regulations
however, prohibit replacement of appropriate risk analysis and management on the part of the insurer, in lieu of credit ratings
as applicable. Insurers are also required to implement investment risk management systems and processes which are certified
by a chartered accountant’s firm and which shall be subject to audit at least once at the beginning of every two financial
years. The Investment Regulations also stipulates certain investment management mechanism, including constitution of an
investment committee, formulating an investment policy, risk management and audit and reporting to the board/board
committees. Further, the net asset value as declared by the insurer shall be subject to a daily concurrent audit. The insurer is
also required to have in place a model code of conduct, approved by the board of directors, to prevent insider/personal trading
by officers involved in various levels of investment operations in compliance with Securities and Exchange Board of India
(Prohibition of Insider Trading) Regulations, 2015.

Insurance Regulatory and Development Authority of India (Obligations of Insurers to Rural and Social Sectors)
Regulations, 2015

These regulations require insurers, including life insurers, to provide a prescribed percentage of insurance policies and cover
certain number of lives during respective financial years as stipulated under the regulations, to the rural and social sector.

Insurance Regulatory and Development Authority (Insurance Advertisements and Disclosure) Regulations, 2000 and
Master Circular on Insurance Advertisements, 2015

These regulations prescribes certain compliances and controls in relation to insurance advertisements issued by insurers,
intermediaries or insurance agents, which are required to establish and maintain a system of control over the content, form
and method of dissemination of all advertisements relating to its insurance policies. Such advertisements are required to be
filed with the IRDAI within seven days after its release. Insurers are required to ensure that advertisements are not unfair or
misleading in as much as, it should clearly identify the product of insurance, describe benefits as detailed in the provisions of
the policy and indicate the risks involved in the policy. Additionally, IRDAI has issued a master circular dated August 13,
2015 in this regard prescribing the do’s and don’ts which are to be adhered to by insurers and insurance intermediaries while
publishing advertisements. Further, every insurer, intermediary or insurance agent is required to maintain an advertising
register and specimens of all advertisements for a minimum period of three years.

Insurance Regulatory and Development Authority (Life Insurance-Reinsurance) Regulations, 2013 and Insurance
Regulatory Development Authority of India (Registration and Operations of Branch Offices of Foreign Reinsurers
other than Lloyd’s) Regulations, 2015

In terms of the Insurance Act, insurers are required to reinsure with Indian reinsurers such percentage of sum assured on each
policy, as notified by IRDAI from time to time, however, such percentage should not exceed 30% of the sum assured on such
policy. Every life insurer is required to prepare a programme of reinsurance in respect of lives covered, and a profile of such
programme, certified by the appointed actuary and approved by the board of directors, which is required to be filed annually
with the IRDAI. Every life insurer is required to build the retention capacity within the company and formulate suitable
retention policy for each type of product/risk on an ongoing basis. Life insurers are required to ensure that reinsurance
arrangements in respect of catastrophe risks are adequate and approved by the board of directors, using various realistic
disaster scenario testing, before filing the reinsurance arrangements along with th