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1. Executive Summary 

Hinduja Leyland Finance Limited (HLF) is a prominent Non-Banking Financial Company 

(NBFC) in India, specializing in vehicle and financial asset financing. As a key entity of the 

global Hinduja Group and a subsidiary of Ashok Leyland Limited, HLF has established itself as 

a major player in the Indian market. The company’s business model is focused on providing 

financial solutions to a wide range of customers, from first-time vehicle buyers to large fleet 

operators, in both urban and semi-urban areas. 

Key Highlights: 

 Promoter: HLF is a subsidiary of Ashok Leyland, a flagship company of the Hinduja 

Group. 

 Product Mix: Its core offerings include financing for commercial vehicles, passenger 

cars, two-wheelers, and construction equipment, as well as loans against property. 

 Merger: In a significant strategic move, HLF is in the process of merging with NDL 

Ventures Limited. This merger has received the "No Objection Certificate" (NOC) from 

the RBI and is expected to create a larger, more diversified entity. 

 Financial Performance (FY25): The company has shown robust growth, with a 

consolidated Assets Under Management (AUM) of about ₹62,000 crore as of March 31, 

2025. It has consistently grown its disbursement and AUM, indicating strong market 

demand and customer base. 

2. Market Overview 

The Indian NBFC sector is a critical part of the financial system, filling the credit gap left by 

traditional banks. 

 Industry Trends in NBFC: The sector is witnessing a high growth trajectory, driven by 

increasing vehicle sales, infrastructure development, and growing consumer demand for 

easy financing options. Key trends include the formalization of the used vehicle market 

and the expansion of NBFCs into rural and semi-urban areas. 

 Market Size and Growth: The Indian vehicle finance market is substantial and 

continues to grow, fueled by a rising middle class and increasing demand for personal 

mobility and commercial transport. NBFCs, including HLF, are well-positioned to 

capitalize on this growth. 

 Target Market Segmentation: HLF's target market is diverse, ranging from small truck 

owners and self-employed individuals to strategic and large fleet owners. The company 

also serves customers seeking personal vehicle loans and those requiring financing for 

construction equipment and property. 

 Competitive Landscape: HLF operates in a competitive environment with a mix of 

NBFCs and public and private sector banks. Its primary competitors include Shriram 

Finance, Mahindra & Mahindra Financial Services, and Bajaj Finance. HLF 

differentiates itself through its strong parentage, deep understanding of the commercial 

vehicle ecosystem, and extensive network. 
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3. Company Description 

 Company History: Incorporated in November 2008, Hinduja Leyland Finance Ltd. was 

founded to cater to the financing needs of Ashok Leyland's vehicle customers. It has 

since expanded its product portfolio to include a wide range of other assets. 

 Legal Structure: The company is a public limited company, registered as a non-banking 

financial company (NBFC) with the Reserve Bank of India (RBI). It is a subsidiary of 

Ashok Leyland Limited. 

 Founding Team and Advisors: The company's board of directors includes prominent 

figures like Mr. Dheeraj G. Hinduja as Chairman and Mr. Sachin Pillai as Managing 

Director and Chief Executive Officer. 

 Office Locations and Global Presence: HLF has a widespread network of over 1,750 

locations across India, with its corporate office located in Chennai. While its operations 

are focused on the domestic market, its parent, the Hinduja Group, is a global 

conglomerate. 

4. Products and Services 

HLF's product portfolio is designed to meet the diverse financial needs of its target customer 

base. 

 Core Offerings: 

o Commercial Vehicle Loans: Financing for medium & heavy commercial 

vehicles (M&HCVs), light commercial vehicles (LCVs), and small commercial 

vehicles (SCVs). 

o Passenger Vehicle Loans: Loans for new and used cars. 

o Two-Wheeler Loans: Financing for two-wheelers. 

o Construction Equipment Finance: Loans for a variety of construction 

equipment. 

o Loan Against Property: Secured loans against residential and commercial 

properties. 

o Housing Finance: Through its subsidiary, Hinduja Housing Finance Limited, it 

provides affordable housing loans. 

 Technology Stack: The company leverages technology to enhance its credit assessment 

models and streamline loan processing, offering a "hassle-free" experience for customers. 

 Product Roadmap: HLF is continuously expanding its product suite to include new 

asset classes, such as electric commercial vehicles, and is focused on digitizing its loan 

application and disbursement processes. 

 Unique Selling Points (USPs): 
o Parentage: The strong backing of Ashok Leyland and the Hinduja Group 

provides credibility and stability. 

o Extensive Network: Its widespread presence allows it to serve customers in 

semi-urban and rural areas where banking penetration might be low. 

o Customized Solutions: The company has a unique credit assessment model that 

allows it to offer tailored financial solutions to different customer segments. 
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5. Business Model 

 Revenue Streams: HLF's revenue is primarily generated from interest income on the 

loans and financial products it offers. Other revenue streams include fees and 

commissions on various services. 

 Pricing Strategy: The company's pricing strategy is competitive, based on risk 

assessment and market conditions. It aims to offer attractive interest rates to attract 

customers while maintaining a healthy interest margin. 

 Customer Acquisition Strategy: HLF's customer acquisition is a mix of direct sales and 

a strong collaboration with the dealer network of its parent company, Ashok Leyland. 

This partnership provides a steady stream of vehicle loan customers. 

 Partnerships and Ecosystem: The company's primary partnership is with Ashok 

Leyland, which gives it a significant advantage in the commercial vehicle finance market. 

6. Technology & Innovation 

 Platform Architecture: The company utilizes a robust IT infrastructure to manage its 

large loan portfolio and extensive branch network. 

 APIs and Integrations: The company is likely to be leveraging APIs for seamless data 

exchange with its partners, including vehicle dealers and credit bureaus. 

 AI, Blockchain, or ML Applications: HLF is investing in technology to enhance its 

credit underwriting and risk assessment models, using data analytics and machine 

learning to make more informed lending decisions. 

 Security and Compliance: As a regulated NBFC, HLF adheres to strict security and data 

privacy standards to protect customer information and ensure compliance with all 

regulatory guidelines. 

7. Regulatory & Compliance 

 Licensing Requirements: HLF is registered with the Reserve Bank of India (RBI) as a 

Systemically Important Non-Banking Financial Company (NBFC-ND-SI). 

 KYC/AML Procedures: The company has a rigorous KYC and Anti-Money Laundering 

(AML) framework to prevent financial crimes. 

 Data Privacy: HLF adheres to all relevant data privacy regulations in India, ensuring the 

security and confidentiality of customer data. 

 Risk Management Framework: The company has a comprehensive risk management 

framework in place to manage credit risk, market risk, and operational risk. 

8. Marketing & Sales Strategy 

 Branding and Positioning: HLF's brand positioning is built on the trust and legacy of 

the Hinduja Group and Ashok Leyland. The company's tagline, "Aapki jeet, hamari jeet," 

reflects its commitment to its customers' success. 

 Go-to-Market Strategy: The company's go-to-market strategy is centered on its 

extensive branch network and its strong relationships with dealers and OEMs. 
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 Digital Marketing Tactics: HLF uses digital marketing channels to promote its products 

and engage with a wider audience, especially in urban areas. 

 Customer Retention Programs: The company focuses on building long-term 

relationships with its customers by providing excellent service and offering repeat 

financing options. 

9. Financial Performance 

Fiscal Year Revenue (₹ crore) Net Profit (₹ crore) Net Margin (%) 

FY 2023 3,501 489 13.96 

FY 2024 4,659 636 13.65 

FY 2025 6,281 774 12.32 

 The total income of ₹6,281 crore in FY25, representing a 34.8% YoY growth, driven by 

increases in interest income, fee income, and gains from financial instruments.  

 Profit Before Tax (PBT) reached ₹1,040 crore, up 23.6%, while Profit After Tax (PAT) 

was ₹774 crore, a 21.7% increase. The PAT margin was 12.32%, slightly lower than 

FY24. 

 Consolidated Gross NPA (Stage III Assets) at 3.63%, down from 4.35% in FY24.  

 Consolidated Net NPA also decreased to 2.13% from approximately 2.7% in FY24.  

 The Consolidated Provision Coverage Ratio (PCR) stood at 42.1%, offering a moderate 

buffer against bad loans. Consolidated Earnings Per Share (EPS) was ₹14.2. 

 Revenue Projections: The company projects sustained revenue growth, driven by the 

expanding AUM and its foray into new product segments. 

 Cost Structure: Key costs include interest expenses on borrowed funds, employee 

salaries, and operational and administrative expenses. 

 Funding History and Capital Requirements: HLF has raised capital through a 

combination of debt and equity. It has raised significant funding from investors and is a 

frequent issuer of Non-Convertible Debentures (NCDs). 

10. Team 

 Founders and Leadership Bios: 
o Mr. Dheeraj G. Hinduja (Chairman): A key figure in the Hinduja Group, 

providing strategic direction to the company. 

o Mr. Sachin Pillai (MD & CEO): A seasoned professional with over two decades 

of experience in the financial sector. He is instrumental in driving the company's 

growth and diversification. 

 Recruitment Strategy: The company focuses on hiring talent with a strong background 

in finance, risk management, and sales to support its growth. 

 Culture and Values: The company’s culture is aligned with the Hinduja Group’s 

philosophy of "Work to Give," "Word is a Bond," and "Partnership for Growth." 
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11. Risk Analysis 

 Operational Risks: These include risks related to its extensive branch network, human 

error in credit assessment, and technological failures. 

 Regulatory Risks: Changes in RBI regulations, particularly regarding NBFCs, could 

impact the company's business model and profitability. 

 Market Risks: HLF is exposed to market risks, including fluctuations in interest rates 

and economic downturns that could lead to a rise in NPAs. 

 Technology Risks: The increasing reliance on technology exposes the company to risks 

of cyberattacks and data breaches. 

 


