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Aditya Birla Capital Ltd.

Diversified Financial Services Platform from a Trusted conglomerate
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Grasim Industries
52.7%

Promoter & 
Promoter Group

16.3%

Non Bank 
Financial Company

Aditya Birla Finance

100%

100% 51%

Listed

74%
Stock & Securities 

broking

Aditya Birla Money

74%

Housing Finance 
Company

Aditya Birla Housing 
Finance

100%

Life Insurance

Aditya Birla Sun Life 
Insurance

51%

General Insurance 
Broking 

Aditya Birla Insurance 
Brokers1

50%

Asset Management

Aditya Birla Sun Life 
AMC

50%

Stressed asset 
platform

Aditya Birla ARC

100%

Listed

Standalone Health 
Insurance

Aditya Birla Health 
Insurance

46%

Above is not intended to show the complete organizational structure and entities therein. It is intended to describe the key businesses of Aditya Birla Capital.
1. The Board of Directors of Aditya Birla Capital at its meeting held on March 27, 2023 has approved the sale of its entire stake in Aditya Birla Insurance Brokers Limited 
(ABIBL) subject to requisite approvals. 

Shareholding as of Dec 31, 2023



Aditya Birla Capital Ltd.

Our Key Strengths

Strong Brand 
name & 

Parentage 
resonating Trust

Aditya Birla Group

Seamless  
access to 
Capital

Large growth 
opportunities 

within the ABC 
and extended 

ABG ecosystem
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Aditya Birla Capital Ltd.

…By Leveraging Data, Digital and Technology

ONE ABC 
ONE P&L

One 
Customer

One  
Team

One 
Experience
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OUR APPROACH: Drive Quality and Profitable Growth...



Aditya Birla Capital Ltd.

ONE CUSTOMER: Build Deep Understanding of Customer Needs…

~35 million
Customers

360o Solutions

Customer preferences  
(DIY, anywhere,  
assisted)

Customer life stage  
(Early career,  
progressive, full nester/  
empty nester)

Ecosystems  
(corporate,  MSME, 
payments)

Intuitive journeys  
(convenience of  
usage)

Customised (driven by  
customer insights)

Seamless  
delivery

…to provide simple and holistic financial solutions to customers in a seamless way

One 
Customer

INSURANCE CARDS

INVESTMENTS

LOANS PAYMENTS
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Aditya Birla Capital Ltd.

ONE EXPERIENCE: Omni Channel Architecture...

…providing complete flexibility to customers to choose preferred channel of interaction

Robust & agile  
digital platforms

One ABC  
locations

Channel  
Partner

One  
Experience

ABCD-D2C platform 
for customers Udyog Plus-B2B  

platform for MSMEs
B2D platform for 
channel partners

762 co-located branches 
across 218 locations

Dedicated customer service 
managers for cross sell

2 lakh+ channel 
partners
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Aditya Birla Capital Ltd.

Consolidated Revenue & PAT
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Consolidated revenue1 (INR crore)

29% y-o-y 44% y-o-y

Consolidated Profit after tax2,3 ( INR crore)

20 453 
23 633 

29 999 
26,971

FY21 FY22 FY23 9M FY24

1 127 

1 545 

2 057 2,090

FY21 FY22 FY23 9M FY24

1. Consolidated segment revenue; for Ind AS statutory reporting purpose Asset management, wellness business and health insurance (from October 21, 2022) are not 
consolidated and included under equity accounting 2. Includes ABCL standalone, Aditya Birla Capital Technology Services Limited and other businesses
3. Consolidated  PAT in FY22 excludes gain (net of tax) of ` 161 crore on stake sale of ABSLAMC and in FY23 includes fair value gain of  ` 2,739 crore as Aditya Birla Health 
Insurance ceased to be a subsidiary and has been accounted as a joint venture post preferential allotment of equity shares to Platinum Jasmine A 2018 Trust, acting 
through its trustee, Platinum Owl C 2018 RSC Limited, being a wholly owned subsidiary of Abu Dhabi Investment Authority ("ADIA")

INR 1 Crore = USD 12.05 Mn     (1 INR = 0.012 USD)
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for the industry
ABHI WAY
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Customer at the Heart of our Health First Approach

INDUSTRY ABHIV / S

Sickness Funding
(Breakage Model)

Health Assurance Model
(Usage Model)

Language of Fear)
Language of Good 
Health

Insurance First
(Low Engagement)

Health First
(Hyper personal engagement)

High Friction Claim
Care Manager Led
(Empathetic Modell)

Only Hospital Network
Integrated Health & Wellness
(Phygital Ecosystem)

Promise of Good Health

Know YourHealth

Improve YourHealth

Get Rewarded

Stay Protected
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Cross 
Functional Squad

Cloud Agnostic

High Grade  
Data security

Digital Index Micro Services

Modularity

Reusability

Agile 
Methodology

A Digital, Tech & Data Company Driving Health & Insurance

Aditya Birla Capital Ltd.

Data led 
Innovation

The principles and culture on which we are building our differentiated model
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Empowering
People to Lead

Healthier Lives

…and thus our Purpose
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Comprehensive Product Range & 
Innovation

Product DifferentiatorsMarket Expansion

 Incentivized wellness with 
100% HealthReturns

 Chronic Care Management

 Disease Risk Management

 Health ecosystem enabled 
Senior Citizen Plan

Existing market

 Indemnity/Fixed benefit, Top-up, 4-in-1 combo, Senior 
Citizen.

Innovate to expand market

 Activ Fit for Millennials, Activ One for holistic coverage, 
Incentivized Wellness, Chronic Care, Global Health 
Cover, 1 Cr. Super Top-up

Digital

 1-click contextual-byte size products, ActivOne NXT

Contextual & Need based

 Partner specific, Activ One MAX Plus, ActivOne
Chronic

Younger & health-conscious customers
(<35 years)

Current Industry Target
(35-55 years)

Senior Citizen with lifestyle 
conditions
(>55 years)

A
B

H
I’s effo

rt in
 exp

an
sio

n

Diversified product suite with health first offerings
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Product Mix and New Product with Comprehensive Coverages..

100% Health Returns TM

No Capping on hospitalization

Claim Protect for 100% out of 
pocket expenses

100% Health | 100% Insurance

MAX

VYTL

NXT

SAVR

VIP

VIP+

MAX+

Comprehensive New Product – Activ ONE

Variant

Incentivize Wellness
Upto 100% of Health Returns (Return of Premium)

Chronic care
ABCD with conditions

Critical Illness
Cardiac | Cancer 

Segment Specific
Young & Healthy | Senior citizen

Byte & Contextual
Ride | Travel | Telco | Gym

Innovative suite
1cr Super top up | Retail  & Corporate OPD 

Product Innovation & Market Expansion
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Scaled-up, diversified and digitally enabled distribution

5000+
Cities

225+
Branches

100K+
Agents

18 
Bank 

Partners

5,000+
Sales Force

260 309

171 150

367
434

276

387

9M FY23 9M FY24

Proprietary

Banks

Digital

CA/Brokers

Retail GWP (` Crores)

1074

1280

+19%

Growth at 40 %

Continued focus on leveraging 
One ABC branch infrastructure

Proprietary Banca

Growth at 18 %

Growth in all major 
relationships | Activated Yes 

Bank partnership

Digital

Model realignment & changes

Travel / Ride / Stay / Telco
/ Loan Insurance 
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Digitally enabled Distribution

Integrated

Management  
System

Accessibility,
mining intent & lead
superlative
experience

Contextual,  
modular & 

differentiated
products

Retargeting 
(CDP), Omni  
channel & 
data enriched

Dynamic  
Product 

Configurator

AI led, 
Integrated  
Sales 
Journey

Renewals
Up-sell / Cross-sell

Add 
Member

Increase  
Sum 

Insured

Add 
Optional  
Covers

Edit 
Nominee

Change 
Address

Change 
Occupation

Change  
Policy 
Tenure

Customer

D2C Acquisition
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Promise of Good Health

Know your Health

Holistic health score

WBS for 12.8 Lac+ Active 
customers

WellBeingScore

Fitness 
assessment

Medical 
Report

Active Age

Claims

Health Heart 
Score

Lifestyle 
Score

Mental Health

WellBeing Score
Risk Stratification based hyper-personalized recommendation

Ecosystem partners 
led intervention

Health coach chat-bot

Disease Risk 
Management

Re-admission & Cross-
infection management

Lifestyle Coaching

Very High Risk

High Risk

Medium Risk

Healthy

Low Risk

Interventions through comprehensive health-care ecosystem

Physical  
Weight & BMI Blood Pressure

Diabetes Health

Lipid & Cardiac 
Health

Hemoglobin  
Vitamins

Pre-Existing  
Disease

Adherence to 
Medical Advice

Age & Gender

Activity &  
Fitness Choice

Active Steps

Alcohol, Smoking
& Tobacco

Hospitalization
/

Illness

Improve your Health

Get Rewarded
Earn upto 100% Premium Back

An Industry First
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Leveraging Digital to build a scalable Ecosystem

• Integrated platform for personalized
health recommendations and
Interventions

• Meeting end to end Health needs of
customers

• Access to customers for preferential
offers

• Network Hospitals 11,000+

• More than 60+ Partners & growing

• 180+ data points on customer health
data & spend behavior

Physical health

Nutritional health

Mental health & 
Mindfulness

Re admission & cross 
infection 

management

Hospitals

Pharmacy

Diagnostic 
Centers

Alternative 
Medicine

Health ChatBot 
– Digital model 
for 
health/lifestyle 
coaching 

Health risk 
Stratification

60+ 
Partner

s

Preventive Promotive

CurativeSupportive

OPD incl. dental

Fitness tracking and 
lifestyle engagement

Digital Health 
Scan

Holistic & Integrated Eco System
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Healthcare Wellness Services Chronic Care Service and Support

Know your Health
• Comprehensive Health insights

• AI & data-driven Health & Wellness scores

Get Rewarded
• Maximise Health Returns

• Health Goal led Rewards

Improve your Health
• Disease Risk Management

• Fitness Tracking & Insights

• Community Engagement

• Teleconsultation Services

Multilingual

“One-stop Solution” for Health and Wellness needs

In-house built Native App

4.5 stars - Play Store rating

50+ Partner Ecosystem

100+ API Integration

AI/ ML, AR, Hyper personalised

Health First Engagement - Activ Health App

Aditya Birla Capital Ltd.20



Leveraging digital…
C

us
to

m
er

 F
ir

st

App - Digital 
health eco 

system

Chatbot & 
WhatsApp 
Servicing

Omni Channel 
Experience

Onboarding & 
Retention

Buy & Renewal 
Journey

Digital Claims
Journey

D
is

tr
ib

ut
or

  I
nt

eg
ra

tio
n

Lead 
Management 

System

Distributor
Self-service

Cloud
Architecture

Integrated sales 
journeys

Consumer 
profiling  & 

segmentation

Curated sales 
insights/reports

96% 
Customers 

onboarded digitally

83%
Digital 

Renewals

93% 
Services 

available digitally

82% 
Digital Self

service

85% 
Auto 

Underwriting

100% 
Distributor 

onboarded Digitally 

…to enhance customer & distributor experience

30% 
YoY increase 

in MAU 

36% 
YoY increase in 
App downloads

Hyper 
Personalization

End to End
Journey

Digital Suit

Business
Intelligence

End to End
Integrations

Distributor
Ecosystem

MAU - Monthly Active Users21



Evolving Data & Analytics architecture 

WBS- Well Being Score | PASA : Pre Approved Sum Assured | UW: Underwriting 

Data Source 
Identification

Solution and 
Intervention

- Learning and 
Refinement

Problem 
Identification

EDA and Model 
Development

Visualizing 
and 

Monitoring

 20% ATS lift over Non-PASA 
acquisition

 Analytics based renewal 
propensity model revamped

 Cross Sell campaign LIVE 
across Distribution channels / 
Partners

 FWA model  Enhanced    
(>8Cr savings monthly)

 Piloting AI/ML based claim 
auto adjudication

 15L+ WBS score generated

 Forecasting of Contact Centre 
call volume

 Developing Hyper 
personalized Customer Nudge 
framework 

Revenue Focus Key Projects Other Projects 

22
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Strategic Investment from ADIA

 Growth capital

 Strong pedigree financial investor

 Benchmark valuation

Key Objective of fund raise

Particulars Rs. Crores

Pre-Money Valuation 5985

Capital Infusion by ADIA 664

Post Money Valuation 6649

Implied Pre- Money Valuation / FY22 GWP 
Multiple

3.5x

Implied Post- Money Valuation / FY22 GWP 
Multiple

3.9x

Shareholding Pattern post infusion %share

ABCL 45.91%

MMH 44.10%

ADIA 9.99%
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Industry trend 9M FY24

25

ABHI SAHI Industry

+25%+29% +20%

Growth% Y-o-Y

SAHI Market Share 10.4% 10.7%

Market Share

Industry Market 
Share 2.6% 2.8%

9M FY23 9M FY24

ABHI Gross written premium (` Cr) 

1,301

1,727

2,717

FY21 FY22 FY23

2 Yr CAGR 45%
(FY 21-23)

` crore

INR 1 Crore = USD 12.05 Mn     (1 INR = 0.012 USD)

2,399

9M FY24



Business Outcomes

1. Combined ratio as per reported financials | Seasonality changes 
lead to higher Combined Ratio

9M FY22 9M FY23 9M FY24

136%
114% 121%

Combined Ratio

Lives covered (Mn)

4 6 7
6 6 7
7

13 7

9M FY 22 9M FY 23 9M FY 24

17

25
21

+9%Rural

Byte

Retail and Group

-283
-217

-270

9M FY22 9M FY23 9M FY24

Profit Before Tax (` Cr.)

68%
32%

9M FY22

58%

42%

9M FY23

53%

47%

9M FY24

1178

1860
2399

+43%

Retail

Group (incl. Rural)

Revenue (` Cr.)

26 INR 1 Crore = USD 12.05 Mn     (1 INR = 0.012 USD)



Significant Engagement Outcomes for Health Management

Inactiv 4 to 6 7 to 9 10 to 12 13 & 
above

-6%
-17% -23%

-37%

Loss Ratio

0-0.5K

0.5K-1K

1K-2K

2K-5K

5K+

H
ea

lth
 R

et
ur

ns
 IN

R

Lo
ss

 R
at

io -18%

-32%

-42%

-50%

Active Days*from Jul to Oct *from Jul to Oct

Base

Base

Nudging customers at scale to drive Physical 
activity

Incentivising customers exhibiting healthy 
behaviour 

Hyper Personalised 
communication

Sharper Customer 
Insights

Digital AssetsKey Enablers

16.1% Customers earning Activ Dayz 5.2% Customers earning Health Returns

27



Thanks!
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