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AGRIM – अग्रिम  stands for First, Excellent, Best 

The core mantra of our affordable home loan solutions is to deliver excellence 
through innovative products, services along with the pride of owning their own 
home. 

 
We have taken upon ourselves to make this social impact to the last mile of the 
Indian Lower Middle-Class families so that 'Housing for All' is achieved. 

 

 

 
 

Technology        Transparency Trust 

 

Vision 
We envision being a lender of choice in affordable home loans with our guiding 
principles of Transparency, Simplicity and Trust. We intend to bring focus on 
financial inclusion by helping lower to middle-income households in fulfilling their 
aspirations of owning a home. 

 

Mission 
            Fulfilling dreams of aspiring families, having informal income to own their first home,  
            to lead better lives at the click of a button.

About Us 

https://www.khandbahale.com/language/marathi-dictionary-translation-meaning-of-%E0%A4%85%E0%A4%97%E0%A5%8D%E0%A4%B0%E0%A4%BF%E0%A4%AE


3  
 



4  
 



5  
 



6  
  



7  

 

 
 

  The Problem Statement  
 
 

 

 

  Agrim Value Proposition  
 
 
 

 
 
 

  Agrim Business Model   

Inadequate 
Papers 

Low alt 
data usage 

Delays in 
approval 

Delivery 
Mechanism 

Customer 
Service 

High Rejection 

and 

Fear of Applying 

Inconsistent 
decision 

making 

Approval 

TAT of 7 

to 10 days 

Physical and low 

usage of 

technology 

Average  Pre 

and post 

disbursal service 

First Home Buyers with 
PMAY focus 

Strong & robust 

distribution network of 

Hub & Spokes 

Alternate data, Family 
Income & Profile 
focused lending 

Mobility for superior 
customer experience, 
higher Productivity 
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  Urban Affordable Housing Finance Opportunity  

 
 
 

 
Current Book of Affordable HFCs, Bln $ 4, 0.5 

mln customers 

 
 
 

Market Potential 
of bln $ 140, 

growing at 10% 

p.a 

 

 
Bln $ 140 plus 

10 mln 

housing 

shortage 

 

 
$ bln 250 

Total Home 

loan Book 

 
Large HFCs having 
82% market 

 
 
 
 
 

 
Affordable HFC Portfolio of Bln $ 4 , around 0.5 mln plus customers viz a 

viz urban housing shortage of 2 mln, only 50% of shortage considered 

for Market potential.0 

 
 
 

 

NHB report 2018 on share of HFCs, PNB HFC report, all 

figures in USD, USD @ INR 70, Affordable HFCs – Focused 

players considered without PSU and Private banks 
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  Our Business Geography  
 
 

 
 High in Per Capita growth over along period of time 

 High in GSDP, moderate FD High Industrialization, urban 

markets 

 High Mobility, internet androbust TW markets 

 Steady portfolio performance across HFCs 
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  Distribution through HUB & Spokes  
 
 

 

 
Geography - 30 Kms in Tier I & 50 Kms in Metros 

Direct 
Customers 

On Prem 
DSAs 

Affordable 
Projects 

Social Media PMAY areas 

Industrial  Aggregators 
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  Sound Credit Decision Making                                    

SO L VI NG  F O R  I NADEQUATE P AP ER S 

 
 

CREDIT BUREAU VARIABLES BANKING ANALYSIS ALTERNATE DATA 

 
 
 
 
 
 

BEHAVIOURAL TRAITS DEMOGRAPHIC DATA UTILITY DATA 
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  Superior Customer Experience  

 
 
 
 
 
 
 
 

SOLVING FOR DELIVERY MECHANISM SOLVING FOR SERVICE 

ACCESSIBILITY 

Through Agrim HUBs, 

Digitally Assisted 

FASTER APPROVALS 

Download App, upload details 

for faster approval disbursal  

TRACKING 

Transparent  and 

Interactive 

 

FINANCIAL INCLUSION 

Literacy on cash 

flow, investment, habits 

 
 
 

Customer 
Service 

 
 

 
Relationship for 

life 

 

 
 

 
First Home 

MONITORING 
Customer behavior, 
Pending Title 
Documents 

 

DASHBOARD 
EMI Schedule, Insurance, 
PMAY,Interest Certificate 

 

 

REP AY 

Repayment, Reminders, 

Payment Gateway 

 

ENGAGE 
Facilit ies of Top-up, 
W ealth 
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  Scalable Business Model  

 
 
 

 
• Scalable Distribution through channels 
• Focus on alternate sourcing 
• Right combination of Direct & Indirect 

customers 
 

• Tech Platform differentiator, 

Own Process IP 
• Mobility to improve 

Productivity 

• Robust Credit Processes 
• HUB & Spoke network 
• Focused geographies 
• Low FTE model 

 
 
 
 

 
• Light Capital model 

• Management Bandwidth 

• High repute Board 

• Robust Governance framework 

• AUM Model for better 
profitability 

• Turn positive in the 2nd full 
year of operation 

• Aiming for low Cost to Income 

• Strategic Investors for growth 



 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

+91 9071983334 

 

www.agrimhfc.com 

 
 

contact@agrimhfc.com 

 

 
A Wing, 32nd flr,3212, Marathon Futurex, 
N M Joshi Marg, Lower Parel East 
Mumbai 400013 
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Contact Us 

http://www.agrimhfc.com/
mailto:contact@agrimhfc.com
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