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Shareholding pattern 

 
Mar 
'22 

Jun 
'22 

Sep 
'22 

Promoters 9.7 9.7 9.7 
Institutional  
investors 77.4 78.0 80.5 
  MFs and others 22.7 23.2 23.7 
  FIs/Banks 1.0 1.0 0.0 
  Insurance Cos. 1.9 2.0 5.7 
  FPI 51.8 51.8 51.1 
Others 12.9 12.3 9.8 

 

Source: BSE 

 
ESG disclosure score 
Year 2020 2021 Chg 

ESG score 50.4 50.4 - 

Environment  25.3 25.3 - 

Social  35.8 35.8 - 

Governance 89.9 89.9 - 
Note - Score ranges from 0 - 100 with a higher score 

indicating higher ESG disclosures.  

Source: Bloomberg, I-sec research 
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Market Cap Rs2700bn/US$33bn  Year to Mar FY21 FY22 FY23E FY24E 
Reuters/Bloomberg AXBK.BO/AXSB IN  NII (Rs bn) 292 331 409 484 
Shares Outstanding (mn)        3,073.5   Net Profit (Rs bn) 88 130 197 234 
52-week Range (Rs) 915/626  EPS (Rs) 28.7 42.4 64.3 76.2 
Free Float (%) 90.3  % Change YoY 397.9 47.7 51.5 18.6 
FII (%) 51.1  P/E (x) 28.6 19.3 12.8 10.8 
Daily Volume (US$'000)         93,743   P/BV (x) 2.5 2.2 1.9 1.7 
Absolute Return 3m (%)             17.1   P/ABV (x) 2.6 2.3 2.0 1.7 
Absolute Return 12m (%)             28.4   GNPA (%) 4.0 3.0 2.2 2.1 
Sensex Return 3m (%)               5.6   RoA (%) 0.9 1.2 1.6 1.7 
Sensex Return 12m (%)               8.1   RoE (%) 9.4 12.0 16.0 16.6 

 

The senior management team of Axis Bank (Axis) during its Analyst Day on 24th 
Nov’22 shared its perspective on why earnings and return profile (RoA of 1.9% 
and RoE of 18.9% in Q2FY23) are primarily structural and sustainable.  

Clear messages include:  
 Disciplined execution on articulated strategy and operating leverage benefit 

improve visibility and consistency in return profile.  
 It will lift its growth trajectory gaining market share both in advances as well 

as deposits with sustained drivers. 
 Bank is stepping up growth in wholesale banking led by relationship-led 

franchise and segmental approach. In retail lending, it is optimising business 
mix and driving growth in focused and high-yielding products. 

 Strategic bets to emerge as a winner including digital, technology and data 
analytics capabilities, focus on higher RAROC Bharat Banking and MSME + 
mid-corporate segment, leveraging One Axis, partnerships and delivering 
distinctiveness through customer obsession and employee empowerment.  

 Under Axis 2.0, it is looking to set up a fully digital bank within the bank and 
acquire new customers at scale. It also aims to become a digital consumer 
lending powerhouse and set the benchmark of digital banking globally. 

 The bank is constructive on the growth story in RuSu markets with an 
endeavour to double its balance sheet in these markets and be self-sufficient 
in organic PSL compliance. 

 To make steady progress in granularisation of its liability franchise, it is 
market scoping at every district with single-minded focus of improving 
incremental market share. 

 Granularity, disciplined execution of organisation wide transformation 
projects, hyper-personalisation, reinforced risk framework, conservative 
policies are the underlying strategic approaches.  

 Citi acquisition is progressing well and remains on track with potential for 
revenue and cost synergies.  

 Profit accretion will be self-sufficient to fund organic growth and there is no 
intention to raise capital at least till Citi acquisition or sometime later.  

Maintain BUY with an unchanged target price of Rs1,130, assigning 2.3x FY24E 
book. 
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I. MD & CEO provides confidence on sustainability and 
consistency of return profile 

Mr. Amitabh Chaudhry clearly stated that Axis Bank’s earnings and return profile (RoA 
of 1.9% and RoE of 18.9% in Q2FY23) had no one-offs and are more sustainable 
given the focus on GPS strategy execution over the past 3 years through organisation 
wide transformation projects.  

The management demonstrated its ability to translate ‘intent’ to ‘action’ towards 
delivering guided outcomes and initiatives taken over the last few years to further 
strengthen its capability to deliver more efficient and sustainable outcomes. Also, it 
exhibited digital capabilities and its ‘Connect & Grow’ philosophy to deliver 
multiplicative effect across segments. 

Axis Bank has surpassed the aspirational RoE target articulated in 2019 and has 
structurally improved NIMs (3.96% in Q2FY23) to deliver stronger, consistent and 
sustainable earnings. 

Key driving factors for this outcome include 

 Strengthened balance sheet - CET-1 at 15.14%, specific provisioning coverage 
ratio at 80%, standard asset coverage at 1.6%, contingency buffer at 55bps, net 
NPA at 0.51%, BB and below corporate book at 0.62%. 

 Improved profitability – NIMs at 3.96% with reducing RWA to assets, fee income to 
assets at 1.26% with two-thirds being retail and of the balance wholesale related 
fees, 80% is granular transaction banking.  

 Fixing processes, controls, conservative policies.  

 Lifting growth momentum with improved advances and deposits market share. 
Management articulated strategy across business segments to provide confidence 
that growth will see further uptick. 

Chart 1: Strengthened balance sheet and improved profitability 

 
Source: Company data, I-Sec research 
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Underlying focus areas 

 Flex the muscle, drive excellence, undergo transformation and set benchmarks. 

 Organisation wide transformation projects (Triumph – liabilities, Zenith – credit 
cards, Unnati – retail assets, Sankalp – SME, Neo – wholesale banking, Bharat 
Banking – rural, Kanban, Siddhi and many more) have started yielding results. 

 Risk culture and framework are being strengthened significantly.  

Management articulated following strategic bets to make Axis Bank a distinctive 
winner 

 Best-in-class digital, technology and data analytics capabilities 

 Focus on higher RAROC ‘Bharat Banking’ and ‘MSME+MC’ segments 

 Integrated play leveraging on partnerships and ecosystems  

 Delivering distinctiveness customer obsession and empowering employees 

 Creating multiplicative forces through unification of digital platforms, partnerships, 
transformational projects and best-in-class analytics to win across businesses. 

Operating jaws return to positive territory 

 Axis has been in an investment phase since Mar’20, particularly in technology and 
growing business. Cost to assets, thereby, inched up to 2.25% in H1FY23. Axis 
remains committed to continuously invest in focused business segments and, at 
the same time, would remain committed to bring down ‘cost to assets’ to 2% by 
FY25E exit quarter. Structural cost savings and growth should drive the 
improvement. It seems cost growth will plateau, cost to income is likely to improve 
and cost-to-assets efficiency will kick in as wholesale assets start to grow.  

Citi’s India consumer business acquisition: Transaction expected to close by 
Q4FY23  

 Transition and integration process related to Citi’s India consumer business has 
been progressing well and remains on track. The Integration Management Office, 
with a steering committee, is in place with nominees from both sides. Work has 
already commenced on key work streams around people, technology, business 
functions, operations, etc. towards optimising the transition process. The 
management indicated transaction closing by Mar’23 and expects to fully integrate 
the acquired business in 18 months thereafter.  

No intention to raise capital at least till Citi acquisition or sometime later 

 In H1FY23, profit accretion was adequate to fund growth and management 
believes it is self-sufficient to capital as far as organic growth is concerned. Also, 
taking into cognisance Citi acquisition, there is no undue pressure to raise capital 
in the near term. Management clearly stated that there is no intention to raise 
capital at all till Citi acquisition. It will do the comprehensive fund raising 
assessment only post the merger. 
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II. Retail lending and payments: Drive growth in focused segment, 
leadership in cards & payments 

o Successfully executing various transformation projects in retail lending space. 

o Axis Bank is optimising business mix and driving growth in focused and high-
yielding products. It is also leveraging its data analytics capabilities that are driving 
higher growth in unsecured segments (SBB, PL and cards). 

o Universal Underwriting, Alternate Data and AA coupled with Bharat Banking 
should help accelerate retail growth.  

Transformation projects 
o Project Unnati (improve productivity and TAT across retail assets) 

o Project Zenith (transform customer life-cycle management in cards) 

o Project Sankalp (transform working capital loan origination) 

o Project Kanban (taking the bank to the merchants) 

Key success differentiators for retail lending and payments 
o Axis Bank has a well-diversified Rs4.2trn retail loan book growing at a CAGR of 

22% over the last decade. 

o Business mix optimisation and higher growth in focused and high-yielding products 
aided by strong analytics - 340bps increase in LAP contribution to overall 
mortgages, 186 bps increase in Asha contribution of overall home loans and 1,000 
bps increase in used car loans contribution to overall asset lending disbursements.  

Chart 2: Retail loan book has grown at 22% CAGR with diversification towards 
focused products 

 
Source: Company data, I-Sec research 
 
o Its data analytics capabilities are driving higher growth in unsecured segments 

(SBB, PL and cards) - 5x growth in monthly SBB disbursements, 82% of the entire 
FY22 retail disbursals were enabled through Axis’ proprietary ML scorecards, 75% 
of credit card sourcing and 59% of personal loan sourcing contributed by its 
database programmes in FY22. 
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o Axis Bank has maintained leadership in cards & payments space aided by digital 
and partnerships. This has helped cards & payments business deliver consistent 
and strong profitable growth. 

o Universal Underwriting, Account Aggregator and Bharat Banking strategies will 
accelerate retail lending growth. 

o Better risk outcomes than peer average led by its strengthened risk framework 

Credit cards 
o Axis Bank has seen strong traction in new card issuances with ~1mn cards issued 

for the third consecutive quarter and incremental market share being 16% during 
Oct’21 to Jul’22 period. 

o Integration with Citibank will further complement and strengthen its position in 
cards business 

Digital lending 
o It is the second largest merchant-acquiring bank led by ‘One Axis’ focus, improved 

product capabilities and partnerships. 

o Its market share in PoS terminals was 17.8% in Sep’22 as compared to 11.8% in 
Mar’20 and its market share in PoS throughput was 18.1% in Sep’22 as compared 
to 11.9% in Mar’20. 

o It continues to maintain strong positioning in UPI space with marquee 
partnerships. 

o Overall, its portfolio choices and conservative underwriting policies have resulted 
in better risk outcomes than peer average. 

Chart 3: Delinquency benchmarking across products 

 
Note: Data as per CIBIL TransUnion as of Jun’22 data (for 90-179 dpd) 
Source: CIBIL TransUnion, Company data, I-Sec research 
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III. Wholesale banking – relationship-led franchise, segmental 
approach  

o Axis Bank is stepping up growth in wholesale banking led by higher growth in 
focus segments and products. 

o It is strengthening its positioning as a ‘Transaction Banker of Choice’ and 
becoming a strong relationship led corporate banking franchise following 
segmental approach.  

o Leveraging One Axis capabilities to offer comprehensive solutions to corporates. 

o Driving sustainable relationship RAROC, building dominance across the capital 
structure 

o Building best in class digital corporate bank - Project Neo 

Key success differentiators for wholesale banking 
o Strong relationship-led franchise, transitioned out of an asset focused business 

model  
o Strengthened its transaction banking proposition with industry first product 

innovations 

o Solution-led banking with integrated 360-degree coverage across segments 

o Serving customers across the capital structure leveraging ‘One Axis’ capabilities 

o Made strong progress towards becoming best in class digital wholesale bank 

Changing the fabric of corporate segment 
o It has created new risk framework and is living by it. Segmental approach has 

helped it focus on market opportunities in a systematic manner to deliver 
execution excellence. 

o It has also segregated the responsibilities of coverage and product groups to 
ensure sharper focus.  

o The ratings mix of clients has improved over the years with focus on improving 
transaction banking fees. 

o BBB and below share in the overall book has moderated from 38% in FY13 to 
18% in FY19 and further to 11% as of Q2FY23. This is due to higher incremental 
sanctions to better-rated corporates. Mid corporate portfolio is incrementally going 
to be of a meaningful size of the corporate book and hence, credit rating at 89% 
for A- or better will moderate a tad. 

o Proportion of transaction banking fees is as high as 80% of wholesale fees. It has 
gained market share across multiple products (foreign LC, RTGS, BBPS) 

o It has also launched new and innovative treasury products. 
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Chart 4: Changing the fabric of corporate segment 

 
Source: Company data, I-Sec research 
 
Digital savvy 
o Its positioning across digital payments has improved, reflected in its market share 

of 31% in IMPS, 18% in BBPS, 11% in Foreign LC, 10% in NEFT, 8% for RTGS, 
8% in GST collections.  

Government business 
o Solution-led banking has helped in gaining significant incremental share of 

government business. It has built comprehensive solutions across various 
departments / bodies. 

o Axis Bank’s government business inflows were Rs10.1trn for FY22 out of the total 
government expenditure of Rs83.2trn for FY22. 

Project Neo 
o Project Neo reflects Axis; ambition to build India’s number 1 digital corporate bank. 
o Project Neo equates to building India's leading digital wholesale bank via the most 

respected transaction banking proposition. 

o It has made large investments in Project Neo with clearly visible early impact and 
many notable successes. 

o In H1FY23, Axis Bank had seen 10x YoY rise in transaction volume, 5x rise in 
transaction value and 2.5x rise in customers on-boarded. 

Chart 5: Full spectrum of corporate use cases 

 
Source: Company data, I-Sec research 
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IV. MSME – segmental approach to manage customers through 
growth lifecycle 

o MSME customers addressed through a segmented approach designed to manage 
customers throughout their growth lifecycle. 

o Align product offerings to specific needs of the customer in different segments, to 
ensure deeper engagement. 

o It is ensuring granularity and segment/geographic diversification is a fundamental 
pillar of risk management in the MSME portfolio. 

o Digitally enabled Relationship Management and Customer Connect are driving 
business effectiveness reflected in 2.6x rise in client interactions, 1.6x growth in 
customer leads and 1.5x new business growth. 

o MSME segment contribution in Axis Bank: 60% of treasury forex income, 47% of 
CA balance, 20% of private bank customers, 32% of incremental salary banking 
business 

Axis Bank’s distinctiveness 

 Deep geographical reach with specialised verticals 
 Well diversified and granular which helps manage risk 
 Extensive product suite to address customer needs 
 ‘One Axis’ approach 
 Digitisation of customer journey and interaction through ‘Sankalp’ 

Chart 6: Extensive product suite 

 
Source: Company data, I-Sec research 

Chart 7: Well diversified and granular book 

 
Source: Company data, I-Sec research 
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V. Bharat – a big opportunity 
o Axis Bank is constructive on the growth story in RuSu markets with an endeavour 

to double its balance sheet in these markets, be self-sufficient in organic PSL 
compliance with low cost-to-income, TAT and risk in this business. 

o It is mobilising liabilities from RuSu markets using an asset-led model. 

o On digital co-lending, it has partnered with NBFCs to jointly disburse loans to the 
borrower with sharing of risk and reward and will go live in this fiscal. 

 

Penetrating deeper into rural and semi-urban (RuSu) markets  
o Rural & Semi-urban (RuSu) markets are large markets offering huge growth 

potential both in credit as well as deposit and market share gain opportunity. 

o Axis Bank has deep distribution in RuSu markets as under: 

 2,065 banking branches 

 43.4% of its branches are in Bharat markets 

 659 districts are served by Bharat Banking 

 134 BCBO outlets 

 54k+ CSC VLE network 

o As a result, it has witnessed robust momentum in RuSu markets: i) 85% growth in 
disbursals of rural centric products, ii) 44% growth in gross book of rural centric 
products, iii) 43% growth in retail asset disbursals from Bharat Banking branches, 
iv) 15% growth in liabilities book from Bharat Banking branches. 

o Across product segments, too, 69% YoY growth in MFI, 69% in Bharat 
enterprises, 26% in gold loans, 23% in farm equipment is better-than-industry 
average.  

o It is creating new product propositions (20+ in the pipeline) and simplifying the 
processes to unlock productivity. 

o RuSu markets are also driving efficiency and profitability with 37% growth in the 
operating revenue, 11% improvement in cost-to-income ratio, 49% increase in the 
pre-provision operating profit of rural centric products.  

o Purpose of Bharat Banking is to enable success of its customers in Bharat, in both 
retail and institutional segments, by providing best-in-class products, services and 
advisory in a seamless, digital manner. 

 

Bharat Banking- key areas of delivery  
o Increasing the market share of the bank in both assets as well as liabilities in 

RuSu markets, growing at 2x of the industry average 

o Expanding the risk adjusted NIM of the bank 

o Building a low-cost distribution model with digital at the core 

o Moving from a product led to a customer led model with sharp focus on product 
coverage 

o Making the bank organically self sufficient to meet PSL targets 

o Scaling up multiple ecosystems in RuSu markets 
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Chart 8: Customer centric design with areas of delivery 

 
Source: Company data, I-Sec research 

 

Chart 9: Accelerating PSL self sufficiency 

 
Source: Company data, I-Sec research 
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VI. Retail liabilities franchise – district-wise approach; driving 
granularity and premiumisation 

o Axis Bank is trying to make steady progress in granularisation and premiumisation 
of its liability franchise. 

o It is running multiple transformational projects (Siddhi, Triumph, etc.) to drive 
higher growth and productivity. 

o Market scoping at every district with single-minded focus of improving incremental 
market share. 

o Increasing the proportion of lendable deposits and has launched small ticket non-
callable TDs 

How retail liabilities are aligning to Axis Bank’s GPS strategy 
o Growth 

 43% increase in new liability relationships added since FY20 

 31% increase in the number of districts with deposits market share of over 5% 
from 77 in FY19 to 101 in FY22. 

 27% CAGR in overall Burgundy AUM 

 15% SA deposits CAGR for 3.5 years 

o Profitability 

 Nearly 220 bps increase in the share of premium retail SA in the last 2 years 

 251 bps QoQ increase in CASA ratio 

 14% bancassurance fees as %age of overall fees in FY22 

 65% of overall customer requests serviced digitally 

o Sustainability 

 700+ number of new branches opened since Mar’19 

 Nearly 121% average LCR during Q2FY23 

 71% SA accounts opened through tab banking 

 100% frontline staff enabled on BYOD 

 
Chart 10: Granularisation of liability franchise makes a steady progress 

 
Source: Company data, I-Sec research 
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Strategy to expand deposit share; reducing volatility across CA balance 
Axis Bank has been steadily gaining share across districts led by its micro market 
focused approach 
o Market scoping at every district with single-minded focus for garnering incremental 

deposits 

o Special focus on top 50 districts 

o One Axis approach to drive deposits from all segments 

 

Chart 11: Initiatives to win in competitive deposit landscape 

 
Source: Company data, I-Sec research 

 

Chart 12: increase in number of districts with deposits market share of over 5%  

 
Source: Company data, I-Sec research 
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Improving deposit profile by increasing lendable deposits 
o Share of retail + small business customers (SBC) has increased from 48% in FY22 

to 52% in H1 FY23. It is also containing lower run off in deposits across all 
branches. 

o It has launched small ticket non-callable TDs that grew 30% YoY in H1FY23. 

o It is reducing reliance on OLE (trusts, NGOs etc) callable deposits and is down 
17% YoY in H1FY23. 

Milestone-based business tracking across all resources 
o On QAB basis, CASA grew 13% YoY with SA registering 14% YoY growth and 

QAB CA deposits registering 11% YoY growth  

o Sweating the franchise to drive steady growth in granular deposits, improving 
quality visible 

o ‘Right fit’ customers to increase the share of stable funds, improving the quarterly 
average balances (QAB) 

 

Chart 13: Reducing volatility in daily balances 

 
Source: Company data, I-Sec research 
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VII. Axis 2.0: Digital bank within the bank 
o Under Axis 2.0, it is looking to set up a fully digital bank within the bank and 

acquire new customers at scale. 

o Axis Bank aims to become a digital consumer lending powerhouse and set the 
benchmark of digital banking globally. 

o It is delivering distinctive customer experience and building a new business that is 
already at scale, growing rapidly and at accretive economics. 

o Digital personal loans offered through Axis 2.0 (and assisted channels) have 
30pps higher NPS, 100bps higher yield and 15bps higher fee than physical 
onboarding. 

o Axis Bank's mobile app has a rating of 4.8 (with 1.8mn reviews) on the Playstore, 
which is the highest rated mobile banking app in the world on the playstore. It has 
11mn+ active users and 160mn logins per month. 

o Building the right team with >1,500 people dedicated to digital agenda including 
200 in product team, 200 in engineering team and 30 in design team.  

o Building a full lifecycle digital credit card offering with >35 partnerships (including 
Flipkart, Airtel, Samsung, Google Ace) with 15 end-to-end digital service journeys, 
>1mn daily customer visits, 4 cross-sell and up-sell products.  

 
Axis 2.0 
o Under Axis 2.0, it is looking to set up a fully digital bank within the bank 

o Idea is to acquire new customers at scale  

o It aims to become digital consumer lending powerhouse and set the benchmark 

of digital banking globally 

o Driving digital personal loans (including assisted channels) enables the 

bank to have 30pps higher NPS, 100bps higher yield and 15bps higher fee as 

compared to physical onboarding.  

o Overall, through Axis 2.0, it is delivering distinctive customer experience and 
building a new business that is already at scale, growing rapidly and at accretive 
economics.  

Capabilities to drive digital agenda 
o Axis 2.0 capabilities are a blend of four factors namely team, design 

capabilities, engineering and technology and lastly data & analytics. 

o Axis Bank has a team of 1,500+ people dedicated to its digital agenda 

o Axis 2.0 platform is built on 2 design systems namely SUBZERO and ACCORD 

o By leveraging its video KYC platform, Axis is doing 550k video KYCs (VKYC) per 
month and the conversion rate for VKYC is 2x as compared to physical. 
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Chart 14: Impact of Axis 2.0 on core business 

 
Source: Company data, I-Sec research 
 
Axis Bank mobile app is amongst the top rated banking apps on playstore 
o Axis Bank’s mobile app has a rating of 4.8 on Playstore, which is the highest rated 

mobile banking app in the world on the playstore. It has 11mn+ active users and 
160mn logins per month. 

o In terms of financial impact, it has resulted in 2x higher balance per account for 
mobile banking active customers vs inactive customers. 

o In terms of operational impact, 65% of services at bank level are now being 
handled by the mobile banking app. 

New app is based on 4 pillars 
o To create an open app platform for existing as well as new customers 

o Revamp user experience and simplify customer journey  

o Hyper personalise nudges 

o Always ON – app availability currently stands at 99.89% 

ASAP - its digital savings account 
o Nearly 70% customers via ASAP are less than 32 years of age 

Account Aggregator (AA) 
o AA framework is growing rapidly wherein linked accounts (cumulative) have risen 

from 0.1mn in Feb’22 to 2.1mn in Oct’22. During the same period, consents raised 
have risen from 0.1mn to 0.6mn. 

o Using AA, Axis can enable digital credit card, personal loan, business loans, 

two wheeler loan and auto loan 

OLIVE: Full lifecycle digital credit card offerings including co-branded cards 
o Axis Bank’s co-branded credit card has been named as one of the best cashback 

credit cards in the country. 
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o It has issued 3mn cards under its partnership with Flipkart aggregating to 

monthly card spends of Rs45.71bn and average monthly spend per card at 

Rs15,236. 

o It has also partnered with Airtel, Samsung and Google Ace for credit cards. 

o The Bank, however, highlighted that profitability in co-branded credit cards is 

relatively lower. 

Digital Products 
o Maximus PL - this is value accretive across metrics with 30pps higher NPS, 90% 

reduction in account opening TAT, 100bps higher NIMs, 15bps higher fee, 55% 
lower costs and 22bps lower risk and requires nil documents. 

o Insta Invest - It is an engagement tool with customers and a strong driver of fee 
income. It has reached 1mn+ customers, has nil documents requirement and led 
to 99% reduction in investment TAT. This has helped Axis generate Rs370mn fee 
income in H1FY23 and 30-80% higher balances for customers with at least one 
investment product. 

o Maverick is Axis Bank’s digital forex solution. 

 
Chart 15: Digital capability stack 

 
Source: Company data, I-Sec research 
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VIII. Banking on data 
o Axis Bank has deployed 100+ use cases in 10+ business domains 

o It is focusing on personalisation wherein it has >10k nudge variants live to provide 
best customer experience app in the world 

o It has built best-in-class personalisation capability, thereby, helping it to be the 
leading customer-centric bank 

o Using universal underwriting, it has pre-approved 100mn offers for 50mn 
customers (including for both existing as well as new customers). 

 
Deploying >100 business initiatives in >10 domains to get Axis future ready 
o 66% of personal loans happen via database programs 

o 79% of new cards sourcing and 100% of portfolio exposure increase via data-
driven strategy 

o 30% of term deposits happen via campaigns backed by analytics 

o 10% CBG business comes via data driven market mapping 

o 80% of the lending happens via in-house scorecards, 1.5x more predictive than 
CIBIL scores 

o 500mn+ YTD savings in fraud via robust alerts framework 

Building capability across 6 key areas 
o Data (2,500+ customer features) 

o Nudge library (>10k nudge variants) 

o Prioritisation Engine (ML-based model) 

o MarTech (6+ channels integrated) 

o Control Tower (near real time performance monitoring) 

o Operating model (10+ departments working together) 

Chart 16: Personalisation capability to be customer centric bank 

 
Source: Company data, I-Sec research 
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IX. Tech for change 
o Key focus areas of tech strategy are to build critical capabilities namely enterprise 

architecture, data platform, channel architecture etc  

o It aims at engineering excellence, modernising the core, automation, and best-in-
class resiliency to become the best tech bank in India 

o Cybersecurity is Axis Bank’s top priority 

o Technology investments have grown 2.5x in 3 years  

Tech capabilities 
o Axis Bank is the first bank to hollow the core for elite merchants on UPI 

o It is the only bank amongst peers to have 3 enterprise grade landing zones and 72 
apps on cloud 

o It is the first Indian bank to be a member of the Banking Industry Architecture 
Network (BIAN) 

o It is the no. 1 bank in digital execution of corporate loan agreements 
On a journey towards becoming the best tech bank in India via the following 
o Execution excellence (projects on agile, DevSecOps, 30% faster time-to-market, 

automated deployments via CI / CD pipelines) 

o In-house delivery (insight-driven business and tech alignment and tooling to track 
customer journeys) 

o Modernise the core (hollow-the-core’ with micro service-enabled architecture and 
transition core backend to get cloud-ready) 

o Ecosystem partnership (partner of choice on open banking, enterprise 
integrations) 

o Tech adoption (cloud-native arch for all digital, customer-facing apps and adoption 
of AI, ML) 

o Resilient operations (centralised app IT operations, 24x7 monitoring, 24x7 DC DR) 

o Cyber security 
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X. Empowering employees, delighting customers - Siddhi, Sparsh 
o Siddhi is empowering Axis colleagues to engage seamlessly with customers, in a 

boundary-less office. Siddhi is unique and difficult to replicate, be it by fintechs or 
conventional banks. 

o Sparsh is the customer-obsession programme at Axis. The Bank is setting up 
Sparsh, in line with global standards and with focus on sustenance. 

 
Siddhi - empowering Axis colleagues to engage seamlessly with customers, in a 
boundary-less office 
o Siddhi is a coach that empowers Axis colleagues to engage seamlessly with 

customers, in a boundary-less office. 

o Axis colleagues get ‘Axis in the palm of their hand’ through an intelligent, 
proactive, personalised and comprehensive solution. All capabilities required for 
Axis colleagues to operate seamlessly are built into Siddhi and are continuously 
optimised through nudges. 

o Axis customers benefit from even more meaningful interactions, with instant 
gratification, anytime, anywhere. 

o Siddhi is built using best practices of modern technical architecture and 
reimagines the front to back functions beyond traditional product processes to 
make it device agnostic. 

o Personalisation is driven through self-optimising ‘nudges’ and the impact is being 
tracked for every nudge. 

o Siddhi is unique and difficult to replicate, be it by fintechs or conventional banks. 
o Significant impact of Siddhi is already visible at scale: Nearly 15% additional leads 

generated/day, >35% higher lead conversions, >35% higher TD conversions, 
~20% higher MF conversions. 

 
Sparsh - customer-obsession programme at Axis 
o Axis Bank is setting up Sparsh, in line with global standards and with focus on 

sustenance 

o It began its Sparsh journey with an extensive ‘Outside-In’ effort, studied 20+ global 
best-in-class organisations for potential areas of customer delight, and then 
created its Customer Credo and 4 Building Blocks under Sparsh namely  

 Embedding delight across businesses (began with Burgundy, Branch, CBG) 

 Create 85k+ delight advocates (Embed 4 STAR behaviours; change 

 management at scale) 

 Measure and act on customer feedback (launch of NPS, Axis Promise, select 
business and operating metrics) 

 Build institutional capabilities 
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XI. Entering into partnerships (for growth) and expansion of CSC 
VLE network 

o Focused strategic investments are being made across businesses to create value-
driven partnerships. 

o It has grown its CSC VLE network by 4x in the past 18 months to help deliver 
banking services in remote regions of the country.  

 
Axis Bank has created successful partnerships across all aspects 
o Wholesale banking - CredAble, Innoval, Global PayEX 

o Digital - Freecharge, Jupiter, Groww 

o MSMEs - Asian Development Bank, PayNearby, Mjunction 

o Financial infrastructure - ONDC, IBBIC 

o Customer experience - MinkasuPay, Vernacular.ai, Perfios, Digio 

o Cards & payments - Flipkart, Airtel, Razorpay,Pine Labs Paytm, GPay etc.n 

o Bharat Banking - CSC, India Post Payment Bank, Airtel Payments Bank 
o It is clutter-breaking product with strong value proposition and engagement via 

partner platform and co-creating customer marketing model leveraging partner 
data. 

o It is driving cards business growth through ‘Known to Bank’ partnerships with ‘One 
Axis’ approach reflected in 28% sourcing to KTB customers. 

CSC VLE network up 4x in the last 18 months 
o Axis Bank has grown its CSC VLE network by 4x in the past 18 months to help 

deliver banking services in remote regions of the country  

o It has established a self-sustaining network of 580k+ active village level 
entrepreneurs 

Chart 17: Known to Bank strategy in credit card sourcing 

 
Source: Company data, I-Sec research 
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XII. Burgundy – building leadership positioning 
o It is a leading player in India’s wealth management space 

o In terms of scale up, Burgundy had an AUM of Rs200bn in FY15 with 33,500 
customers and a 300+ member team. As of H1FY23, it has an AUM of Rs2.69trn 
spread across 220k customers and managed by a team of 700+. 

 
Leading player in wealth management space 
o It is a leading wealth management franchise with AUM of Rs2.69trn spread across 

220k customers and managed by a team of 700+.  

o Comprehensive product suite offerings delivered through One Axis makes it a 
premium proposition to its marque client base (includes 30 richest Indians out of 
top 100). 

o Citi acquisition will further accelerate wealth management growth aspirations given 
ready access to >40k affluent wealth customers, 41% accretion to Burgundy AUM 
and potential to cross-sell Axis Bank’s products to Citi-affluent customers. 

Key growth boosters 
o Power of One Axis: Truly holistic suite of offerings (including borrowings, family 

office solutions) combining the strength of Axis Bank, Axis subsidiaries and other 
strategic partners. 

o Unparalleled client experience across offerings (Axis Bank, subsidiaries, 
third party): Deep collaboration with manufacturers to deliver customised 
products as per client needs 

o Wider client coverage: Uniquely positioned to leverage Axis Bank's group 
strength and larger corporate relationships to drive wider client coverage 

o Geographical coverage beyond top cities (beyond 30 cities): With wealth 
expanding beyond top cities, our deep-tier bank network lends us a competitive 
advantage over peers 

o Tech backbone: Quick speed to market (for any new product addition, service 
partner addition etc.) on the back of our modular back-end API architecture. 

Chart 18: Leading wealth franchise with significant scale, premium proposition 

 
Source: Company data, I-Sec research 
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XIII. Subsidiaries 
 

Chart 19: Axis Finance at a glance (H1FY23) - IndAS 

 
Source: Company data, I-Sec research 
 
 

Chart 20: Axis Capital at a glance 

 
Source: Company data, I-Sec research 
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Chart 21: Axis AMC at a glance 

 
Source: Company data, I-Sec research 
 

Chart 22: Axis Securities at a glance 

 
Source: Company data, I-Sec research 
 

 

Price chart 

0

200

400

600

800

1,000

N
ov

-1
9

Fe
b-

20

M
ay

-2
0

Au
g-

20

N
ov

-2
0

Fe
b-

21

M
ay

-2
1

Au
g-

21

N
ov

-2
1

Fe
b-

22

M
ay

-2
2

Au
g-

22

N
ov

-2
2

(R
s)

 
Source: Bloomberg 



 
 
 

Axis Bank, November 25, 2022 ICICI Securities 

 

 
24 

Financial summary  
Table 1: Profit and loss statement 
(Rs mn, year ending Mar 31) 

  FY17   FY18   FY19   FY20   FY21   FY22   FY23E   FY24E  
Net Interest Income 1,80,931 1,86,177 2,17,082 2,52,062 2,92,391 3,31,322 4,09,230 4,84,476 
% Growth 7 3 17 16 16 13 24 18 
Fee income 70,283 77,299 88,537 96,919 1,06,860 1,30,010 1,53,412 1,81,026 
Add: Other income 46,630 32,372 42,767 58,446 41,522 22,195 21,814 26,836 
Total Net Income 2,97,844 2,95,848 3,48,385 4,07,428 4,40,773 4,83,528 5,84,456 6,92,338 
% Growth 14 (1) 18 17 8 10 21 18 
Less: Operating Expenses (1,21,999) (1,39,903) (1,58,334) (1,73,046) (1,83,752) (2,36,108) (2,78,684) (3,20,624) 
Pre-provision operating profit 1,75,845 1,55,945 1,90,051 2,34,381 2,57,022 2,47,420 3,05,772 3,71,713 
NPA Provisions (1,11,571) (1,65,987) (1,02,215) (1,27,530) (1,15,340) (51,840) (25,804) (41,463) 
Other provisions (9,599) 11,258 (18,095) (57,800) (31,498) (21,755) (16,188) (17,494) 
PBT 54,676 1,216 69,741 49,051 1,10,184 1,73,826 2,63,780 3,12,756 
Less: taxes (17,883) 1,541 (22,975) (32,770) (22,173) (43,571) (66,393) (78,721) 
PAT 36,793 2,757 46,766 16,281 88,011 1,30,255 1,97,386 2,34,035 
% Growth (55) (93) 1,596 (65) 441 48 52 19 
Source: Company data, I-Sec research 

 
 

Table 2: Balance sheet  
(Rs mn, year ending Mar 31) 

 
 FY17   FY18   FY19   FY20   FY21   FY22   FY23E   FY24E  

Capital  4,790 5,133 5,143 5,643 6,128 6,140 6,140 6,140 
Reserve & Surplus 5,52,835 6,29,320 6,61,620 8,43,835 10,09,903 11,45,601 13,08,316 15,01,244 
Deposits 41,43,788 45,36,227 54,84,713 64,01,049 69,79,853 82,17,209 92,85,446 1,08,63,972 
Borrowings 10,50,309 14,80,161 15,27,758 14,79,541 14,28,732 18,51,339 19,35,704 21,12,872 
Other liabilities 2,62,955 2,62,455 3,30,731 4,21,579 4,43,362 5,31,493 5,58,067 5,85,971 
Total liabilities 60,14,677 69,13,296 80,09,965 91,51,648 98,67,976 1,17,51,781 1,30,93,674 1,50,70,198 
          
Cash & Bank Balances 5,02,562 4,34,549 6,72,046 9,72,683 6,17,298 11,09,871 10,71,143 12,27,500 
Investment 12,87,934 15,38,761 17,49,693 15,67,343 22,61,196 27,55,972 30,31,569 33,95,358 
Advances 37,30,693 43,96,503 49,47,980 57,14,242 61,43,994 70,76,960 82,51,750 96,63,955 
Fixed Assets 37,469 39,717 40,366 43,129 42,450 45,724 58,612 66,352 
Other Assets 4,56,019 5,03,766 5,99,880 8,54,252 8,03,038 7,63,255 6,80,600 7,17,034 
Total Assets 60,14,677 69,13,296 80,09,965 91,51,648 98,67,976 1,17,51,781 1,30,93,674 1,50,70,198 
% Growth 14 15 16 14 8 19 11 15 
 Source: Company data, I-Sec research 

  

Table 3: Du-pont analysis 
(%, year ending Mar 31) 

 
 FY17   FY18   FY19   FY20   FY21   FY22   FY23E   FY24E  

 Interest income  7.9 7.1 7.4 7.3 6.7 6.2 6.6 6.8 
 Interest expense  (4.7) (4.2) (4.5) (4.4) (3.6) (3.2) (3.3) (3.4) 
 NII  3.2 2.9 2.9 2.9 3.1 3.1 3.3 3.4 
 Other income  0.8 0.5 0.6 0.7 0.4 0.2 0.2 0.2 
 Fee income  1.2 1.2 1.2 1.1 1.1 1.2 1.2 1.3 
Total income 5.3 4.6 4.7 4.7 4.6 4.5 4.7 4.9 
Operating expenses (2.2) (2.2) (2.1) (2.0) (1.9) (2.2) (2.2) (2.3) 
Operating profit 3.1 2.4 2.5 2.7 2.7 2.3 2.5 2.6 
NPA provision (2.0) (2.6) (1.4) (1.5) (1.2) (0.5) (0.2) (0.3) 
Total provisions (2.2) (2.4) (1.6) (2.2) (1.5) (0.7) (0.3) (0.4) 
PBT 1.0 0.0 0.9 0.6 1.2 1.6 2.1 2.2 
Tax (0.3) 0.0 (0.3) (0.4) (0.2) (0.4) (0.5) (0.6) 
PAT 0.7 0.0 0.6 0.2 0.9 1.2 1.6 1.7 
 Source: Company data, I-Sec research 
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Table 4: Key ratios 
(Year ending Mar 31) 

 
 FY17   FY18   FY19   FY20   FY21   FY22   FY23E   FY24E  

Per share data     
    EPS – Diluted (Rs) 15.4 1.1 18.2 5.8 28.7 42.4 64.3 76.2 

% Growth -55.5 -92.7 1519.6 -68.3 397.9 47.7 51.5 18.6 
DPS (Rs) 5.0 - 1.0 - - 1.0 9.6 11.4 
Book Value per share (BVPS) (Rs) 233 258 259 301 332 375 428 491 
% Growth 4.4 10.7 0.3 16.1 10.2 13.1 14.1 14.7 
Adjusted BVPS (Rs) 209 213 230 276 315 362 418 481 
% Growth -3.4 1.9 7.9 20.1 13.9 15.0 15.7 15.1 

 
        

Valuations         
Price / Earnings (x) 53.3 730.5 45.1 142.2 28.6 19.3 12.8 10.8 
Price / Book (x) 3.5 3.2 3.2 2.7 2.5 2.2 1.9 1.7 
Price / Adjusted BV (x) 3.9 3.8 3.6 3.0 2.6 2.3 2.0 1.7 

 
        

Asset Quality         
Gross NPA (Rs mn) 2,00,456 3,42,485 2,97,895 3,02,335 2,53,165 2,18,225 1,86,841 2,01,876 
Gross NPA (%) 5.2 7.5 5.8 5.1 4.0 3.0 2.2 2.1 
Net NPA (Rs mn) 86,266 1,65,917 1,12,756 93,604 69,940 55,120 40,120 39,620 
Net NPA (%) 2.3 3.8 2.3 1.6 1.1 0.8 0.5 0.4 
NPA Coverage ratio (%) 57 52 62 69 72 75 79 80 
Gross Slippages (%) 5.9 8.4 3.3 4.1 3.1 3.3 2.1 2.0 
Credit Cost (%) 3.3 3.7 2.5 3.4 2.4 1.1 0.5 0.6 
Net NPL/Networth 15.5 26.2 16.9 11.0 6.9 4.8 3.1 2.6 

 
        

Business ratios (%)         
ROAA 0.7 0.0 0.6 0.2 0.9 1.2 1.6 1.7 
ROAE  6.8 0.5 7.2 2.1 9.4 12.0 16.0 16.6 
Credit Growth  10.1 17.8 12.5 15.5 7.5 15.2 16.6 17.1 
Deposits Growth  15.8 9.5 20.9 16.7 9.0 17.7 13.0 17.0 
CASA  51.4 53.8 44.4 41.2 45.5 45.0 46.7 48.4 
Credit / Deposit Ratio 90.0 96.9 90.2 89.3 88.0 86.1 88.9 89.0 
Cost-Income ratio  41.0 47.3 45.4 42.5 41.7 48.8 47.7 46.3 
Operating Cost / Avg. Assets  2.2 2.2 2.1 2.0 1.9 2.2 2.2 2.3 
Fee Income / Avg. Assets 1.2 1.2 1.2 1.1 1.1 1.2 1.2 1.3 

 
        

Earning ratios         
Yield on Advances 9.3 8.4 8.8 9.1 8.1 7.5 8.0 8.1 
Yield on Earning Assets 8.5 7.7 8.0 8.0 7.4 6.7 7.1 7.2 
Cost of Deposits 5.1 4.4 4.7 4.9 4.2 3.6 3.8 3.9 
Cost of Funds 5.4 4.8 5.1 5.0 4.2 3.7 3.9 4.0 
NIM 3.5 3.1 3.2 3.2 3.4 3.3 3.5 3.6 

 
        

Capital Adequacy (%)         
RWA (Rs mn) 47,23,132 51,76,308 55,26,876 61,31,604 67,44,765 75,54,136 84,60,633 94,75,909 
Tier-1 11.9 13.0 12.9 14.2 15.3 15.5 15.8 16.1 
CAR 14.9 16.6 16.1 16.6 17.4 17.6 17.7 17.9 
Source: Company data, I-Sec research 
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