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Our Business Model

R S —p—

RS i ———

”~
! \
v 4
I I
@ User & merchant acquisition via
] .
Digital Payments _
192 75 Millions g Y 5 02 Million+ 7
° Users Merchants z =
I I
v v =
== P Merchant Solutions '.3_
= v E
— I \:f !
—— i ¢
A B : 2 B
2. Credit ~" Weadith [l =| oOnline
U@ Solutions Offerings E|'|:|_j QR Code - €~ : s -" Payments
- m L ¥y 4§ ¢ 4
(UPI, Wallet, esong Loons (FD, Mutual Funds, I
2 Bill Payments & more) FD-Backed Credit Card Digital Gold & more) i ) ! / b
\ & more) = EDC & ol R ] Payment
sss| Soundbox - @ Gcteway
b /




Quarterly Snapshot : Key Metrics at a Glance

Ranked #1 in Wallet (V)

2"d Fastest Growing UPI TPAP App (2)

Ranked #6 in Bill Payments )

Payments

2-sided payments platform serving consumers via UPI,
Wallet & Bill Payments and 5.02 Mn merchants

192.8 Mn

Registered Users

5.02 Mn

Merchant Partners

X587 Bn

Q1 FY27 GMV (50% YoY)

2,081 Mn

Q1 FY27 Revenue

X777 Mn 37%

Q1 FY27 Gross Profit Gross Margin (Q1 FY27)

Financial Services

Consumer credit platform serving users across the credit
spectrum via FLDG & marketplace models

1.64 Mn 60%

ZIP EMI Users Repeat Customers

7,367 Mn

Q1 FY27 Disbursals

X733 Mn

Q1 FY27 Revenue

X433 Mn 5.87%

Q1 FY27 Gross Profit Net FS Margin (Q1 FY27)

New Businesses

High-growth platforms building on MobiKwik’s
distribution moat

Offline Merchants (verchant Acquisition)
Scaling Merchant Relationships  Using Transaction Data
to enable merchant credit e Improving monetization

Device Led Acquisition Strategy to deliver scaled revenue,
building a strong base for MCA Lending

Online Merchants (zaakpay)

Online Payment Checkout Services for Merchants e
Near breakeven e Building SMB pipeline

Focus on growing business from non-MobiKwik
merchants; targeted expansion in high-value regulated
sectors

India’s leading digital financial services platform offering Payments and Credit Offerings to 192.8 Mn+ users




Strong Independent Board of Directors Ensuring Compliance at Every Step

Navdeep Singh Suri

Board Chairperson

Ex Ambassador of India to Egypt and UAE
Ex High Commissioner to Australia
Independent Director at Hindustan Ports Private Ltd

Board
Chairperson

|
Board of )
Directors
Radhakrishnan Nair Punita Kumar Sinha Raghu Ram Hiremagalur Sayali Karanjkar Vineet Bansal
Ex-ED at SEBI, Ex MD at Ex-Senior MD at Blackstone CTO & VP, Ex-founder, Founder,
Corporation Bank, Ex-MD at Oppenheimer LinkedIn PaySense On-Grid

Ex Member at IRDAI

Upasana Taku
ED, CFO, & Co-Founder

Bipin Preet Singh
MD, CEO & Co-Founder

Promoters , -
BTech (lIT-Delhi) MS (Stanford University)
Ex-Intel Ex-HSBC
Ex-Nvidia Ex-PayPal




Regulatory Licenses Enabling Long-Term Business Continuity

Type of . . Regulatory .
Business Activity Details of Licenses Last Renewed AU Product/ Service Offered
Prepaid Payment Instrument 30-Sep-25 RBI Issuance and Operation of PPI (Wallets) to the consumers.Providing merchant
P acceptance infrastructure under PPI
Bharat Bill Payment Operating 27-Jan-26 RBI Providing the services of Bill payments for utility services such as electricity
Unit (BBPOU) bill payments, credit card bill payments, etc.
Payments Providin [ i i
. A g merchants services to accept payments from their customer via
AOnIrlgeaI:g\r/?;eAr_\é) (Per32tﬁglrvé?idit ) RBI multiple digital modes such as cards, UPI, wallets, net banking, etc. including
geres P y collection and settlement thereof.
Offline Payment 25-May-2026 RBI Collection and settling of digital face-to-face payments, such as QR code scans
Aggregator (PA-P) (Perpetual Validity) and card swipes at point-of-sale (POS) terminals
Lendin Non-Banking Financial 27-Apr-2026 RBI Carrying out Non-Banking Financial Institution activities,
g Company (NBFC) (Application Approved) specifically enabling on-book lending and co-lending
AMFI Regisztptg}\il?n Number 06-Mar-25 SEBI Carrying on business of selling and marketing of mutual fund products.
Registration as Investment 21-Aug-23 SEBI Providing services in relation to financial advice to clients, helping them
Wealth Adviser (RIA) (Perpetual Validity) choose suitable securities and investment products.
. 01-Jul-25 Carrying on the activities of buying, selling or dealing in securities/clearing
Stock Broking (Perpetual Validity) SEBI and settlement of trades.
. P Carrying out activities of soliciting, marketing and distributing
Insurance Corporate Agent (Composite) 15-Dec-23 IRDAI insurance products on behalf of insurers.




Corporate Update : Lending Business Transfer to Subsidiary to Activate NBFC

Migrating the Lending Service Provider (LSP) business to MDSPL (wholly-owned subsidiary of OMSL) —
a condition of the NBFC in-principle approval, ahead of receiving the Certificate of Registration (CoR)

NBFC In-Principle Approval

RBI grants in-principle approval for the
NBFC licence — conditional on migrating
the LSP business to a wholly-owned
subsidiary before the CoR is issued

COMPLETED

Shareholder Approval

Postal ballot (remote e-voting)
concludes; shareholders approve the LSP
business transfer via slump sale to
MDSPL and the revised utilisation of IPO
proceeds to capitalise the lending
business

COMPLETED

TARGETED: AUG 2026

Lending Business Transfer to
MDSPL (Wholly-owned Subsidiary)

Slump sale of the LSP undertaking, capital
infusion from earmarked IPO proceeds,
and novation of all existing LSP
agreements — moving the business into
MDSPL, MobiKwik's wholly-owned
subsidiary

IN PROGRESS

Thank you to our shareholders — your continued trust and support in MobiKwik has been instrumental in enabling this transition



Payments

Driving User Acquisition




Consumer Payments : Product Offerings

UPI Wallet + Pocket UPI Bill Payments

N ) TR

Smarter way to UPI

'@ Balance: ¥1200+

@lkwik

Add money to -
Wallet using ;
Fdfobikwik » @) S)
WObJI,(WIk cards or UPI POCket L‘l':’ UPi Transfors  Recharge&  Credit Card Waﬁ;mk
TN s Trusted by 17+Cr users Bills Payment
r R e No Need t:/
Link Bank A/c = = o) @
CII

Education Fee Instant Loans Fixed DepasitsRent via Credit
Card

/I Single Tap Payments
WHY MOBIKWIK WALLET? . Recharge & Bills All Categories >

a Zero Bank Failures

#% Get 5% cashback on all UPI transactions® 9 Enjoviibles phn @ (@) =
u &
L}

‘a Highest wallet limit of ¥2 lakh g Clean Bank Statements

-\”‘J Use wallet for UPI payments
- Get upto ¥100

on your 1st transaction

Mabile Lpg Electricity Fast tag
recharge Booking

¥ Credit Card Zone

Lalit Mohan Altamash Arvind Aaftab Anash

Joshi Kumar Khan
credit cards & ~

Open Wallet
Offline payment code Show nearby stores
~ Activate Now @

Every recurring payment -

Keep track of all your

Send money to anyone, scan Load once, spend anywhere - A UPI account that lives inside

mobile, electricity, credit card
managed in one place

your wallet - no bank failures,

any QR, pay offline - all from without touching your bank
clean statements, single tap

one screen account




UPI : 2" Fastest Growing UPI TPAP App

Our UPI transactions grew 5x faster than the Overall Industry (MobiKwik 130% YoY vs Industry 24%)

OUTPACING THE INDUSTRY

2 3X UPI Transactions YoY 2 OX UPI GMV YoY Mobikwik — 130%
L] 100 Mn = 230 Mn e 136 Bh - 269 Bn

Industry 24%

YoY UPI transaction growth

TARGETING 4X TRANSACTION GROWTH OVER NEXT 2 YEARS

Customer Initiated UPI Transactions (Mn)

-
-
_ - Powered by a dedicated UPI PSP Stack
2.3X _-" - Running dedicated technology means faster fixes, higher uptime, and quicker releases on our timeline.
YoY -
- 209.3 o .
- UPI Registration Rebuilt
172.3 Focused work on the setup flow lifted the number of users completing UPI activation on MobiKwik.
-
- - - -
Security and Compliance at the Core
e Industry-leading security and compliance on every transaction protect customers and shape how the
100.1 product scales.

Refer and Earn, Plus Retention
A new referral program grows registrations and transactions, with retention work keeping users active.
Deeper Platform Reliability
Continued investment in core architecture delivers a stable, dependable experience users trust.

Q1 FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 FY27

1) Based on NPCI data for top 20 TPAPs as per transaction count for Q1FY’27 Vs Q1FY’26 10




PPl Wallet Scales on Every Metric, Powered by Pocket UPI

106 Mn X125 Bn 40 Mn -~
4 o <
Wallet Transactions - Q1 FY27 Wallet GMV - Q1 FY27 Full KYC Wallets - Q1 FY27
+68% YoY +24% YoY +6% YoY
Market Leader with ~19% share of total PPl Wallet GMV
Pocket UPI (PPl on UPI) is the wallet’s growth engine
PPl Wallet Transactionss (Mn)
The preferred rail on Mobikwik
()
. YG%A’ 106 Users increasingly reach for the wallet to pay merchants, not just
© transfer to peer/bank transfers indicating stickiness & high intent for

daily use

Rapid Growth in Interoperable Wallet Adoption

Ever transacting user base grew by 83%, from June'25 to June'26

UPI interoperability unlocks daily wallet usage

O Enables one-click payments across the UPI ecosystem, making the
wallet the preferred choice for frequent, small-ticket transactions and
increasing user engagement

99
84
76
| I
Q1 FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 FY27

11




Recharge & Bill Payments : Anchored on Growth of BBPS and New Categories

Anchored on category expansion, platform depth and ecosystem scale

X64.7 Bn X24.4Bn 37%

—
== /\"
Q1 FY27 B2C GMV Q1 FY27 B2B GMV f YoY GMV Growth

Mature Business Driving Customer Retention New Business showing Exponential Growth Q1 FY27 v/s Q1 FY26

COMBINED R&B GMYV (in INR Bn) KEY GROWTH LEVERS

- Sharper Segmentation & Cross-Sell
+ ()
YoY

Custom offers and cross-sell as core motions, with early identification of at-risk users driving closer
retention

New-to-Category Expansion
Growing user base converting into new-to-category and new-to-use-case adoption, widening the funnel

Leveraging our BBPS COU licence to power digital bill payments for multiple partner agent institutions

Best-in-Class Service Delivery
Best-in-class dashboards, system uptime and service supporting partner institutions at scale

| BBPS COU Licence Leverage

Q1 FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 FY27

All numbers include Recharge & Bill Payments via MobiKwik App and Aggregation Channels 12



Merchant Payments : Scale-up by FY28

+17% ocsacoun $1.8-2.0 Tn $792-880 Bn

107Bn - 126 Bn Offline Merchant TAM by FY28 (RedSeer) Online PG TAM by FY28 (RedSeer)

Why Merchant Payments?

No zero-MDR rails — offline & online both earn Fewer competitors, easier to retain merchants Device + lending lock merchants in for the long term

( N\ )

Offline Merchant Acquiring Online Merchant Acquiring (Zaakpay)

EDC & Sound Box Scale-up

Device base scaling, compounding subscription and MDR revenue

Vertical-Focused Growth & Industry Dominance
Deep vertical specialization, owning high-value ecosystems end-to-end

{

Multi-Segment GMV Growth

Enterprise, O&G and General Trade scaling in parallel, reducing concentration risk

Compliance-Aligned Custom Solutions
Category-specific, compliant checkout flows that speed up onboarding

X o

o
b |

Higher-value instruments and banking tie-ups lift revenue per unit of GMV Best-in-class uptime and instant settlement for high-stakes verticals

B B\

Merchant Lending (MCA)

Transacting merchants convert to credit naturally, boosting retention and revenue k

&2

Superior API & Self-Serve Platform

Developer-first APls and self-serve tools that cut integration time

&
- S

I Reliability & Service Excellence
N

I Revenue Yield Deepening
\

13




Record High Platform Spend GMYV with 50% YoY growth

Platform Spend GMV (¥ Bn) ()

——
-
_ -
—_—
——

=
——
— =
-
-
——

397

Q1 FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 FY27

m Consumer Payments GMV ® Merchant Payments GMV

Low Cost UPI Growth Drives the Funnel for Payment and Lending Use Cases

High-quality, well-retained users are driving deeper engagement across the platform, supporting sustainable revenue.
UPI GMV stood at X269 Bn (up 99% YoY), PPl Wallet GMV stood at X 125 Bn (up 24% YoY), and Recharge and Bill
Payments GMV stood at X 89 Bn (up 37% YoY)

14




GMV Growth translating to 31% YoY growth in Payments Gross Profit

Gross

Payments Revenue (INR Mn) & Gross Margin¥(%)

37.2% 39.1% 37.3%

27.9% ZQM

Margin (%) [ ]

Gross
Profit

User

Incentive

cost

Payment
Gateway

Cost

2,237
2,131 2,089 2,116 2,081

a

[ 959 |

Q1 FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 FY27

Some Card based payment categories were paused in Q4 FY26 and Q1 FY27, because of which there was a drop in both Payments Revenue as well as Gateway Costs.

Going forward, we expect to resume these categories with proper guardrails in place.
Significant GMV growth has come from Merchant Business, UPI, and non-Card linked categories, where the take rates are relatively lower.

Gross Margin stood at 37.3% - Up YoY from 27.9% in Q1 FY26.
15




Payments Unit Economics within Guided Range at 13 bps

Unit Economics of Payments Business (Bps) (¥

Particulars

(in bps) Q1 FY27

Payments Revenue 54 47 46 39 35
Payments Gateway Costs (36) (30) (26) (22) (20)
User Incentive costs (3) 3) (2) (2) (2)

Payments GMV grew 50% YoY and 8% QoQ, with Net Payment Margin holding firm at 13 Bps (within the guided range of 12-15 bps)
Company expects consistent GMV growth with stable Net Payments Margin

16




Approved

Consumer Lending

Monetization Engine




Consumer Lending : Product Offerings

A diversified, risk-aligned credit platform serving users across the credit spectrum.

Here are some exciting — Here are some exciting
loan offers for you ;+ A. FLDG Model - High Control, Higher Yield loan offers for you ’*+

e Operates in Moderate-ROI segments (22-32%) with short-
tenure, small-ticket loans

¥2 Lakh inan " . . . %15 Lakh i
_ Payja)|finance < * Co-created filtration parameters with underwriting done by - i & Lar Finance
Approval Chances VERY GOOD O . .. ey e Approval Chances GOOD (i)
lending partners via in-house scorecards for eligibility and loan
22.9%p.a 15 Months 1,945 * Moderate risk filtration results in higher lender conversion but 12% p.a 48 Months  ¥2,633

controlled overall approval (~3.5-4%).
* Opportunity to upsell and cross sell

\
€2 Lakh N®RTHERN %15 Lakh P | toom
Approval Chances VERY GooD (i) ARC Approval Chances ®
~
229%p.a 15Months  %1,945 B. Distribution/Marketplace Model - Scale-led, 14% p.a 36 Months 1,752
Partner-driven
* Focuses on larger-ticket, longer-tenure loans with moderate ROI >
%2 Lakh ) { Hero (12-24%) ¥5 Lakh p POONAWALLA
Approval Chances VERY GOOD (D) * Credit decisions driven by lender policies, limiting underwriting Approval Chances GOOD (0
flexibility SR N B ——
' ' v e « Lower approval rates and tighter filtration (~1-1.5%) due to = :
229%p.a 15Months  ¥1,945 . pprova & ( ‘) 19%p.a 36 Months 1,935
higher lender-side drop-offs
vy \

18
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Super Prime

Key Asks —
Investment, lifestyle

High Income and net worth
Excellent credit history
Monthly income >3lakh
Loan amount >5 lakh

High limit credit card usage

Prime

Key Asks —
Investment, lifestyle

Moderate income: 1-3 lakh
pm

Good credit history

Loan amount 1 to 5 lakh
Active credit card usage

Near Prime

Key Asks —
Working capital, living
expenses

Younger demographic
Lower income: up to 1 lakh
pm

Moderate credit history
Loan amount up to 1 lakh
Low credit card penetration

Lending Disbursal Mix

B roG 68%

B Distribution 32%

Key Metrics, YoY

. Credit Risk performance improved by ~25%
. Repeat loans went up from 35% to 60%
. FS margins improved from 1.12% to 5.87%

Key Focus Areas

Distribution partnerships — premium customer acquisition
FLDG policy refinement for risk control

Improved risk-based pricing for product market fit

Repeat business growth through personalized offers
Collections infrastructure investment




Borrower Base: Young, Salaried & Credit-Ready

Age Group

B Upto30 28%
W 3140  47%
B 40+ 26%

Occupation Type

Il Salaried 54%
Bl Self-Employed 46%

Monthly Income Group

Il UptoX75K 46%

B 75K-150K 24%

B 150K+

W

Cohort (Bureau Score)

‘ W 700-749

W 749-774
B 775+

30%

45%
39%
16%

Geography

Il North
[l South
B West

L 4

Customer Usage

B New
[l Repeat

*  Quality cohort, not mass market: 74% borrowers under 40, 100% bureau score at 700+ - disciplined underwriting, low-risk book
» Stickiness proven: 60% repeat users - strong LTV expansion signal

32%
34%
18%

East+Central 16%

40%
60%

20




Growth Initiative #1: Targeting Our Large Existing Customer Base

Activating existing, non-borrowing MobiKwik users into the Lending funnel through Pre-Approved (PA) and Pre-Qualified (PQ) offers

96 Mn En':)gba;ﬁ\?v?k Users

63 Mn No PAN V,..J‘i"'.-"'r'
ARM A - Bureau-verified track ~L ARM B - Deep-dive/surrogate track

33 M PaN Available (Immediate Tar
Bureau Scrub & Decile Segmentation
Monthly credit-bureau scrub segments users into deciles by risk and repayment behaviour

)
Pre-Approved / Pre-Qualified (PA/PQ) Base
Both tracks converge into a single activation funnel
Marketing Top of Funnel Offer Generation

Targeting 31,500-2,500 Mn per quarter in incremental disbursals from this initiative




Growth Initiative #2: Leveraging Al Engine to Enhance Lending Funnel Conversion

Activating dropped off users in the lending funnel — Al agents recover drop-offs across various stages

’@- Disbursal

Repeat Cycle Begins

+10%

Incremental offers generated

detects + re-engages
funnel drop-offs

~1000 Mn

Incremental quarterly disbursals targeted

Al CAPABILITIES DEPLOYED

e Real-Time Drop-off Triggers

Event level signals flag the exact stage a
user exits the platform. Recovery queue
is built and a call is triggered to assist the
user in completing his journey

a Vernacular Voice Al Agent

Human like outbound calls in regional
languages to enhance customer
experience.

Multilingual

Improves customer experience




Deploying New Capabilities for Aggressive Growth in Lending

ZIP EMI GMV (Disbursal) (INR Mn)

# of Lending
Partners("

Top 3 Lender

0,
Concentration

10,000+

I
I
I
I
I
]( 3,000 —— [ From New

1

1

1

1

Disbursal :

8,071 8,377 |
Initiatives 1

6,931 — ;
1

1

1

1

Current |

=— . Disbursal :

Run Rate |

1

1

1

1

_ 1

\ 1

Q1 FY26 Q2 FY26 Q4 FY26 Q1 FY27 s Upcoming Quarters P

There was a temporary dip in disbursals in Q1 FY27 owing to technology infrastructure migration for the lending business transfer, along with a
conscious effort to reduce lender concentration. We expect to recover from this dip in Q2 FY27.

2 New Major Lending partners added in Q1 FY27. As these new partnerships mature and new product categories are launched, the company is
poised to gain momentum and deliver X 10,000 Mn+ quarterly disbursals in the upcoming quarters.

Lending Disbursals up 6% YoY, with 32% Disbursals in Distribution Model and 68% in FLDG Model (where we share risk with lender partners, and
manage origination, servicing & collections). Significant potential for growth as we look to tap into our large existing customer base.

23




Financial Services Gross Profit Grew 5.6X YoY

Revenue from Financial Services (INR Mn) & Gross Margin (%) (*)

57.1% 58.5% 39.0% B Gross

Margin

41.8%

13.3% 771 733 Revenue
652

613
583

Gross
= . Profit

)\

Lending
— . related
Expense

Q1 FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 FY27

Highest Quarterly Gross Margin-
at 59.0% in Q1 FY27

YoY Revenue growth of 26%
supported by improvement in
take rates

Despite a QoQ degrowth in
disbursals, we have been able
to maintain stable revenue
and gross profits

Lending Related Expenses
down 40% YoY on back of
improving credit quality

Gross Profits up by 459% YoY

24




Lending Portfolio Demonstrating Robust Credit Quality

Risk improvement is structural - driven by investment in underwriting, data, and collections infrastructure

QoQ Static Pool Risk Performance Structural improvement

(Cohort-wise) Every new cohort starts lower and
brings in lower risk- structural, not

cyclical improvement
~25%
Lower
Precision Credit Guardrails
Proprietary ML-driven scoring that
consistently keeps portfolio
delinquency under control
Superior Recovery Engine

Al-integrated collections stack that
prioritizes early-stage intervention
while reducing costs

M2 M3 M4 M5 M6 M7 M8 M9 M10 M11 M12
= Q3 FY'25 emm=Q4 FY'25 Q1 FY'26 Q2FY'26 =—Q3FY'26 Q4 FY'26

25



Credit Quality Improvements Flowing to Margins - Delivering Record 5.9% Net FS;Margin nﬂ]“’

Unit Economics of Financial Services @

Q1FY26 Q2FY26 Q3FY26 Q4FY26 Q1FY27

(1)
Current B°‘:"L‘\)T ake Rate 8.41% 7.59 % 7.24% 7.40 % 8.09 %

iac(l)
Past Book (':;m"e"es 0.0 % 0.0% 0.0 % 1.81% 1.87 %

H (1)
Lending Re'a(:;d Expense (7.30) % (4.42) % (3.11) % (3.82) % (4.08) %

Net Financial Services

Margin!) (A+B-C)

Credit Quality Improvements flowing through to Margins

Gross take rates reached a high of 9.96% in Q1 FY27 vs 9.21% in Q4 FY26 and 8.41% in Q1 FY26; Out of this, 8.09% is attributable to current disbursals and 1.87% is attributable
to past book recoveries

Lending Related Expense decreased from 7.30% to 4.08% YoY, depicting improvement in credit quality as well as an increase in non-FLDG business mix

Net Take rate increased to 5.87% in Q1 FY27 as compared to 1.12% in Q1 FY26; deferred revenue flowed in as the maturing portfolio saw lesser losses than FLDG guarantees
Lower base effect in Q1 FY27 have led to inflation in both take rate and lending related expenses

26
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PAT Profitable 3 Quarters in a row — Strong YoY Upswing of INR 495 Mn

Ranked #6 in

Ranked #1 in Wallet (! = ‘ 2) .
anke in Walle 2" Fastest Growing UPI TPAP App Bill Payments )

Contribution Profit up 66% YoY

46%

: . Do

: 43% 44% P

: ;o 2.6%

| b 1.4% 15% °

1 [ —

i Lo 76

: 1,351 Lo 44

= 125 s = BN
! 27% Do

E 961 Lo

| 774 b

| I | N

: Q1 FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 Fy27 Do QtFyze QzFyze Qs Fyze Q4 Frze QtFver
E @ Contribution Profit m Contribution Margin (%)% | i @ PAT B PAT Margin (%)

b e e e e e e e e e e D I L o o o o o o o o o o o o e e e
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Payments & Financial Services: Improved Margins Across the Board

Merchant Fee &
Convenience fees (User)

Sourcing / Processing
Fees & Interest Income

® Q1FY27 ® QI1FY26

29



Q1 FY27 : Financial Waterfall

2,892 Q1 FY27 vs Q1 FY26
Revenuet 3%

(1,606)

Direct Co:l 21%
Contribution Prmt
EBITDAR 470 Mn
PATR 495 Mn

1,286

(301) 777
(1,128)

158

158
(81)
(36) 76
(45)

INR Mn Revenue Direct Cost Contribution Profit Fixed Cost EBITDA F&D Cost PAT
I Payments Business Il Payments Cost Other B Depreciation Cost
Financial Services FS Cost Income I Finance Cost

30




Direct Cost (INR Mn)

H Lending Related Expense
B Payment Related Expense

2,042

1,832

1,684 1,609 1,606

Q1 FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 FY27

Lending Related Expenses down 40% YoY and 6% QoQ owing to reduction in
credit costs stemming from improved underwriting and collection performances

Payment Related Expenses down 15% YoY and remained stable QoQ despite
50% YoY growth in GMV

Fixed Cost (INR Mn)

:;‘)e" Rl 33.6% 36.7% 38.3% 39.8% 39.0%
(]

1,177
1,086 1,138 1,128

1,025

594.1

534.0

Q1 FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 FY27

m Employee Benefit Expenses ~ m Other Fixed Costs

Strict Cost Rationalization Measures led to a 4% QoQ reduction in fixed costs

The 39.0% Fixed Cost as % of Income reflects a clearly visible Build-Phase with
Employee Benefit Expenses increasing to support scale up of core businesses and
expansion in new business segments
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Targeting Full-Year Positive PAT in FY27 on the back of a Strong Start in Q1

Finance and Depreciation Cost PAT & EBITDA (INR Mn)

B Finance Cost B Depreciation Cost

1
|
|
" Margin
109 !
107 108 :
| WEBITDA mPAT
92 :
81
1
i 150 174 158
' 76
' 40 44 .
35.9 !
: — — i
. [
1
! -64
1
|
1
45.4 : -312 -286
1
| -419
1
:
1
Q1FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 FY27 ! Q1FY26 Q2 FY26 Q3 FY26 Q4 FY26 Q1 Fy27
1
1
1
1
1
1
1

Finance and Depreciation Cost at 6-Quarter Low — 81 Mn in Q1 FY27 against
%92 Mn in Q4 FY26 and X107 Mn in Q1 FY26 — Down 11% QoQ and 24% YoY EBITDA margin at 5.5% in Q1 FY27 vs -11.1% in Q1 FY26; X470 Mn YoY swing

Finance Cost has been the Sharp Mover over the past 6 quarters - PAT margin at 2.6% in Q1 FY27 vs -14.9% in Q1 FY26; 495 Mn YoY swing, reflecting a
deleveraging and treasury optimisation post-IPO flowing through. structural shift in business

EBITDA at X158 Mn, PAT at X76 Mn - Positive for the Third Straight Quarter in a row
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Disclaimer

By attending the any earnings-related event or by reading the presentation slides you agree to be bound as follows:

This Presentation is prepared by One MobiKwik Systems Limited (“Company”) are solely for information purposes, without regard to any specific objectives, financial situations or informational needs of any
particular person. The contents are intended, but not guaranteed, to be correct, complete, or absolutely accurate. This presentation may contain certain words or phrases which are not statements of
historical facts and may be described as “forward-looking statements”.

All forward-looking statements are subject to risks, uncertainties, expectations 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 exposure to market risks, general economic and political conditions in India and globally which have an impact on our business activities, investments, or the industry
in which we operate, 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, taxes, changes in competition in the industry in which we operate and incidents of any natural calamities and/or acts of
violence.

Forward-looking statements reflect the current views of our Company as of the period of these results and are not a guarantee of future performance. These statements are based on our management’s
beliefs, assumptions, current plans, estimates and expectations, 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. We undertake no
obligation or liability to update forward-looking statements to reflect events or circumstances after the date there.

We as the Company herein, or any of our affiliates, shareholders, directors, employees, or advisors, as such, make no representations or warranties, express or implied, as to, and do not accept any
responsibility or liability with respect to (including but not limited to) the fairness, accuracy, completeness or correctness of any information or opinions contained herein and accept no liability whatsoever
for any loss, howsoever, arising from any use or reliance on this Presentation or its contents or otherwise arising in connection therewith. The information contained herein is subject to change without any

obligation to notify any person of such revisions or change and past performance is not indicative of future results.

This document has not been and will not be reviewed or approved by a regulatory authority in India or by any stock exchange in India. No rights or obligations of any nature are created or shall be deemed
to be created by the contents of this Presentation. Therefore, under no circumstance shall regulatory authority in India or by any stock exchange in India be liable for the content of this Presentation.

This presentation uses financial amounts in different denominations and hence there could be some totalling / casting anomalies in the numbers due to rounding off.

This presentation is for general information purposes only.
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KEY PERFORMANCE INDICATOR OF THE COMPANY

SL

KPIs Disclosed

Unit

FY25

FY26

Three
months
ended Mar
31,2026

Three
months
ended Jun
30, 2026

Formulas

Platform Spend
GMV

Rs.

12,44,432.58

18,67,806.99

5,43,551.29

5,86,841.14

Platform Spend GMV refers to all
spends made through all payment
and credit products (excluding
direct loan disbursal to bank
accounts and certain discontinued
one-time payment GMV)
throughout our platform

Payment GMV

11,58,680.82

18,20,655.34

5,23,967.18

5,61,209.13

Payment GMV refers to all
spends made through different
payment products (excluding
Payment gateway and certain
discontinued one-time payment
GMV) throughout our platform.

Payment
Gateway GMV

56,943.07

47,151.64

19,584.11

25,632.02

Payment Gateway GMYV refers to
the aggregate value of
transactions processed through
Zaakpay for its Merchants
excluding MobiKwik.

MobiKwik ZIP
GMV
(Disbursements)

28,808.69

MobiKwik ZIP GMV
(Disbursements) refers to the
aggregate value of spends through
MobiKwik ZIP in the relevant
period.

ZIP EMI GMV
(Disbursements)

24,774.04

32,379.76

8,377.29

7,366.96

ZIP EMI GMYV (Disbursements)

refers to the aggregate value of

loan disbursements through Zip
EMI in the relevant period.

Digital Credit
GMV

53,582.73

32,379.76

8,377.29

7,366.96

Refers to the sum total of
MobiKwik ZIP GMV
(Disbursements) and ZIP EMI
GMYV (Disbursements) for the
relevant period.

Registered
Users

176.40

189.57

189.57

192.75

Registered Users refers to number
of unique devices (laptops, mobile
phones etc.) that provided a
unique mobile number or email
address for registration on
MobiKwik Platform as of the
relevant date.

New Registered
Users

20.56

13.17

2.99

3.18

New Registered Users refers to
the Registered Users added during
the relevant period.




Customer
Acquisition
Cost

Rs.

34.47

59.80

80.21

47.35

Customer Acquisition Cost refers
to total marketing spend
comprising of business promotion
expenses less user incentives
divided by the number of New
Registered Users for payments
services business in the relevant
period.

10

Activated -
MobiKwik Zip
Users

6.47

Na

Activated - MobiKwik Zip Users
refers to the aggregate users who
have activated the credit limit
under MobiKwik ZIP as of the
relevant date.

11

Activated -
MobiKwik Zip
EMI Users

1.24

1.58

1.58

1.64

Activated - MobiKwik Zip EMI

Users refer to the aggregate users

who have been sanctioned under
the ZIP EMI product.

12

Repeat
MobiKwik Zip
Users

%

94.67%

Na

Na

Na

Repeat MobiKwik Zip Users is
calculated as a percentage of
repeat users by total transacting
users, identified by their unique
mobile number and/ or email
address, where a MobiKwik ZIP
repeat user is any user who has
been billed for MobiKwik ZIP at
least once before.

13

Credit - Partner
AUM

12,977.09

13,833.01

13,833.01

12,873.42

Credit - Partner AUM refers to the
total Principal outstanding
towards credit products disbursed
to our customers by our Lending
Partners who have not been
delinquent for more than 90 days
across all our lending partners.

14

Wealth - AUA

1,09,888.92

1,88,375.17

1,88,375.17

1,79,682.16

Wealth - AUA refers to all
investment balances across asset
classes (incl. amount held in bank
accounts, Xtra, Mutual Funds,
EPF, Digital Gold, and other
investment products) of our users
tracked through our platform with
explicit consent.

15

Merchants

4.59

4.92

4.92

5.02

Merchants refer to all merchants
who accept payments via the
MobiKwik platform

16

Revenue from
operations

11,701.74

11,192.32

2,887.12

2,814.81

Revenue from operations is total
revenue generated by our
Company's operating activities for
the year/period

17

EBITDA

-793.99

-51.94

174.11

157.75

Calculated as profit/ (loss) for the
year/ period plus total tax
expense/ (credit), finance cost and




depreciation and amortization

expense.
18 EBITDA % -6.66% -0.45% 5.88% 5.46% EBITDA Margin is calculated as
Margin EBITDA as a percentage of total
income.
19 | Profit after tax Rs. -1,215.29 -621.01 43.84 76.16 Profit/(loss) for the year/period is
Mn. calculated as total income minus
total expenses (including tax
expense) for the year/period
20 | MobiKwik ZIP Rs. 5,562.13 Na Na Na The monthly average of amount
Ticket Size spent per transacting MobiKwik
ZIP user. (i.e. users that have
made at least one transaction
through MobiKwik ZIP) in the
relevant period.
21 Overall credit % 4.01% 4.51% 3.82% 4.08% Lending operational expenses and
operating cost/ financial guarantee expenses as a
Lending percentage (%) of Credit
Related Disbursements.
Expenses
22 | Gross Margin - % 46.70% 44.19% 58.52% 58.98% The revenue from operations from
Financial financial services net of lending
Services (%) operational expenses and financial
guarantee expenses, as a
percentage (%) of revenue from
operations from financial services
for the relevant period.
23 | Gross Margin - % 19.70% 33.45% 39.07% 37.31% The revenue from operations from
Payment payment services net of payment
Services (%) gateway costs and user incentives,
as a percentage (%) of revenue
from operations from payment
services for the relevant period.
24 Overall % 30.32% 37.90% 45.65% 44.47% The total revenue net of payment
Contribution gateway costs, lending operating
Margin expenses, financial guarantee
expenses, and user incentives as a
% of total revenue for a particular
period.
25 | MobiKwik ZIP | Mn. 34.38 Na Na Na Users who have been selected by
Pre-approved our Company for availing
Users MobiKwik ZIP services.
26 Offline Mn. 4.44 4.73 4.73 4.83 Any merchant who accepts offline
Merchants payments via the MobiKwik
platform.
27 Online Mn. 0.15 0.18 0.18 0.19 Any merchant who accepts online
Merchants payments via the MobiKwik

platform.




28 | MobiKwik ZIP # 24,512 Na Na Na The aggregate number of unique
Active Merchants where MobiKwik ZIP
Merchants users have transacted at least once
in the relevant period.
29 | Employee Cost % 14.28% 14.29% 15.57% 18.47% Employee benefits expense as a
(%) percentage (%) of total revenues
for the relevant period.
30 Billers # 463 463 463 463 Billers refer to any service
provider whose bill can be paid
through MobiKwik Platform.
31 Digital Credit Mn. 7.71 1.58 1.58 1.64 The sum of Activated- MobiKwik
Active Users ZIP and Activated- ZIP EMI
Users
32 | ZIP EMI Ticket Rs. 10,000 to 2,00,000 The range of loans disbursed
Size through the ZIP EMI product in
the relevant period.
33 | Payments Take % 0.66% 0.47% 0.40% 0.37% Payments Take Rate is calculated
Rate by dividing revenue from
payment services for a period by
the Payment GMV for the same
period
34 Financial % 7.52% 8.09% 9.21% 9.96% Financial Services Take Rate is
Services Take calculated by dividing revenue
Rate from financial services for a

period by Digital Credit GMV for
the same period
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