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he Volatility Coaches of India is more than a
magazine—it is a celebration of the evolving
relationship between investors and their
financial partners across India.

Inside these pages are inspiring stories of investors
who have experienced financial success by
partnering with Mutual Fund Distributors (MFDs).
Their journeys beautifully demonstrate how
professional guidance can make the investment
journey more effortless—not by eliminating market
volatility, but by helping investors navigate it with
greater confidence and discipline.

Markets fluctuate, but ofteniitis the mind that becomes
more volatile than the market itself. The stories in this
edition highlight how MFDs have helped investors
manage behavioural biases, overcome panic during
uncertain times, stay focused on their goals, and avoid
emotional decisions.

NOTE TO READERS

A special highlight is FFFP’s engagement initiatives
during the year. Its innovative use of game-based
learning has created an engaging way to understand
investing, behaviour and financial decision-
making—making financial education both enjoyable
and memorable.

The magazine also brings together investor-centric
articles from AMC experts, offering clarity and
practical perspectives on a wide range of investment
topics.

We believe this edition can serve as an ideal handbook
for every investor in India—a source of stories,
insights, learning and, mostimportantly, perspective.

Happy reading and happy investing!
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FOREWORD

RENEW

The Need to Renew the Way
We Build Our Practice

Renew is a very simple word, but for me it has a deep meaning.

Markets keep changing. Clients
expectation keep changing. Technology is
changing the way people learn,
communicate and take decisions. Mutual
Fund Distributors, need to keep renewing
— ideas, skills, way of communicating with
clients and the way we build our business.

That is the thought behind the theme of the
7th FFFP Conference - RENEW.

This year, we have identified five core
areas - Sales, Marketing, Branding, Al
Mastery and Entrepreneurship, inspired
by the five elements of nature.

Sales s like Space- it gives us the strength

to grow.

Marketing is like Air - it helps us reach more people and
spread our message.

Branding is like Fire - it creates identity, visibility and recall.
Al is like Water - it flows into every part of our business and
can make us faster and more efficient.

Entrepreneurship is like Earth - it gives us the foundation
on which a sustainable business can be built.

But learning about these areas is only the beginning. The
real question is: How do we use them in our day-to-day
MFD practice?

At FFFP, we have been experimenting with this for some
time.

One of the most interesting examples is the use of
gamification for investor education.

The Volatility Game and Asset Allocation Game convert
concepts that are often difficult to explain in a normal client
meeting into something that clients can actually experience.

For example, instead of spending 30 minutes explaining
why markets go through ups and downs, a Volatility Coach
make investors play the Volatility Game. They experience
market movements, take decisions and understand their
own behaviour towards volatility.

Similarly, through the Asset Allocation Game, investors
experience how equity, gold and debt behave differently.
They understand that the objective is not to find the one
asset class that will always perform, but to understand
allocation and diversification.
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FOUNDER OF FFFP

The response has been extremely
encouraging.

In just four months of launching the QR-
based phone games, Volatility Coaches
have used these games in online sessions,
classroom programmes, investor meets
and client engagement initiatives and have
engaged more than 10,000 investors in
investor education.

What excites me even more is the variety of
ways our Volatility Coaches are using
them.

Some conduct online QR-based
sessions, where participants simply scan
a QR code on their phone and start playing.

Some use the games in classrooms and investor
awareness programmes, turning a traditional lecture into
aninteractive experience.

Others use them during client meetings and group
sessions to start conversations around volatility, asset
allocation and investor behaviour.

This is what | believe the future of MFD practice is all about -
less product pushing and more investor engagement.

The FFFP Mutual Fund Research Platform adds another
important dimension. It helps MFDs bring research, data
and structured analysis into their client conversations,
enabling better fund selection, portfolio reviews and
informed decision-making.

When these three come together - Research +
Gamification + Technology - the MFD can create a much
stronger client experience.

Therole of an MFD is therefore changing.

From selling products to solving problems.

From giving information to creating understanding.

From managing transactions to building relationships.

From being a distributor to becoming a trusted financial coach.

That, for me, is the real meaning of RENEW.
Renew our ideas. Renew our skills. Renew our practice.
Renew ourimpact.

And together, Renew Today. Rise Together.

N e




EXPERT SPEAK

THE COEXISTENGE OF EXCELLENCGE:
THE QUIET METAMORPHOSIS OF INDIAN INVESTING

MUMBAI - The Rigveda holds a timeless
perspective that feels custom-built for modern
capital markets: “Ekam sat vipra bahudha
vadanti.” Truth is one, though the wise speak of
it in many ways. In investing, that single truth is
long-term wealth creation. Over the last three
decades, mutual funds became the foundation
of trust for millions participating in India's
growth story. Today, the Indian mutual fund
industry has crossed a historic milestone,
managing an unprecedented Rs 81+ lakh
crore in Assets Under Management (AUM) as
of June 2026 (Source: AMFI).

For decades, this journey focused almost
entirely on active fund management. However,
within this massive pool of capital, a quiet but
rapid shift is occurring: passive investments
have surged past the Rs 14 lakh crore mark,
claiming ~18% of the total mutual fund AUM as
of June 2026. This growth has sparked a predictable debate
framing active and passive investing as a zero-sum game.
Applying this global narrative to India is a misdiagnosis. The rise
of passives marks the evolution of a sophisticated, dual-engine
approach to potential wealth creation.

The narrative surrounding short-term performance often misses a
fundamental truth: periodic deviations from a benchmark are an
inherent part of active investing, not a structural flaw. Alpha
requires patience, with different active investment styles
emerging as winners during different market cycles. In fact,
several well-established Indian mutual funds have quietly proven
this, maintaining track records of generating alpha across
multiple cycles going back decades.

Beyond the need for patience, there is a crucial analytical nuance
often missed. When you look at the actual money invested -
tracking how the bulk of investor capital is performing rather than
just counting the number of funds - a more nuanced picture
emerges. The SPIVA Year-End 2025 scorecard provides a recent
example. In CY2025, the S&P India LargeMidCap index climbed
8.9%. If you simply average the performance of all Indian Equity
Large-Cap funds (on equal-weighted basis), the return was 7.3%.
However, when weighted by the actual assets they manage,
these funds delivered 9.4% at an aggregate. This highlights an
important dynamic: the larger, established active funds where the
majority of investor wealth resides delivered stronger aggregate
returns than the simple average of their peers. Active
management, anchored by robust research and disciplined
portfolio construction, continues to be a meaningful force in India.
The real driver behind the passive boom is structural. In the
United States, the ETF revolution was heavily accelerated by tax
arbitrage. In India, our regulatory framework ensures a broadly
level playing field. This neutrality gives domestic investors the
freedom to choose the execution style that fits best. While ETFs
offer real-time market access, traditional Index Funds provide a
frictionless alternative, naturally avoiding brokerage costs and
secondary market bid-ask spreads. India’s transition to passives
is driven not by regulatory arbitrage, but by the elegant
maturation of our financial ecosystem.

Beneath the surface, five structural forces are driving this
evolution:

1. Selection Fatigue

The Indian investor is grappling with the exhausting reality of
performance cycles. Because different active funds lead the
charts at different points in time, predicting the next consistent
winner creates deep selection fatigue. Choosing a passive fund
isn’t a surrender; it is a disciplined decision to simply capture the
aggregate growth of India’s finest enterprises without the stress

AMAN SINGHANIA
FUND MANAGER- HDFC AMC

of second-guessing.

2. A Generational Shift Driven by Millennials
Younger investors may prefer straightforward,
predictable portfolios, driving passive funds'
share of total industry folios from just 3% in
FY20 to 20% in FY26. This shift is distinctly
demographic. According to ‘The 3rd Edition of
Investors' Survey on Passive Funds 2025’, 54%
of distributors report that Millennials show the
strongest interest, followed by Gen X. Rather
than bypassing advice, these investors view
passives as highly efficient building blocks,
seamlessly integrating them into broader
financial plans with the ongoing guidance of
their distribution partners.

3. Institutionalization of Financial Advice
The advisory ecosystem - comprising MFDs
and RIAs is aiming to move from transactional
selling toward holistic wealth management. To
build scalable portfolios, these partners are increasingly
adopting a ‘core and satellite’ approach. By anchoring a client’s
core portfolio in low-cost index funds, they can save their energy
for selecting exceptional active managers in the satellite portions,
where true alpha can still be captured.

4. Psychological Comfort of Simplicity

As the global financial world grows increasingly complex, the
human mind craves simplicity. In moments of extreme volatility,
knowing your capital is governed by a transparent, rule-based
methodology provides a unique psychological anchor. It
removes the anxiety of human judgements and offers the
emotional stability required to stay invested through market
cycles.

5. Efficient Long-Term Compounding

Wealth creation is often supported by managing operational
friction and investment costs. Over recent years, the
infrastructure of Indian passive investing has steadily improved,
leading to better market-making and reduced tracking errors.
When paired with relatively lower expense ratios, this steady
evolution offers investors a practical and consistent vehicle for
compounding wealth over the long term.

The Coexistence of Excellence

Active and passive funds are not opponents; they are
complementary pillars of a mature market. In fact, the elegance of
passive investing relies entirely on the rigor of active
management. Active managers do the heavy lifting of price
discovery through relentless on-the-ground research. Passive
funds then seamlessly capture that hard-won efficiency at scale.
Indian investors are growing up and are moving away from
chasing short-term outperformance at all costs, towards an era of
deliberate, thoughtful portfolio construction where active fund
and passive fund strategies thrive side-by-side, both doing what
they do best - creating potential wealth for every Indian.

The views expressed by Mr. Aman Singhania, Fund Manager - Passive Strategies of HDFC Asset
Management Company Limited (HDFC AMC) are as of July 14, 2026. The views are based on
internal data, publicly available information and other sources believed to be reliable. Any
calculations made are approximations. The statements contained herein are based on our current
views and invalve known and unknown risks and uncertainties that could cause actual results,
performance or events to differ materially from those expressed or implied in such statements.
Stocks/Sectors referred above are illustrative and not recommended by HDFC Mutual Fund (“the
Fund”)/ HDFC AMC. The Schemes of the Fund may or may not have any present or future positions
inthese sectors. The Fund/ HDFCAMC is not guaranteeing any returns on investments made inthe
Scheme(s). Past performance may or may not be sustained in future and is not a guarantee of any
future returns. Readers hefore acting on any information herein should make his/her/their own
investigation and seek appropriate professional advice.

HDFC Mutual Fund: SEBI Registration Number: MF/044/00/6

MUTUAL FUND INVESTMENTS ARE SUBJECT TO MARKET RISKS, READ ALL SCHEME
RELATED DOGUMENTS CAREFULLY.
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EXPERT SPEAK

BUILDING FINANCIAL
ECOSYSTEMS OF THE FUTURE

For decades, the financial services
industry measured success through
assets, products and performance.
While these metrics remain important,
the future may demand a broader
definition of value.Today's investor is
fundamentally different from the
investor of a decade ago. Access to
financial products has improved
dramatically, information is available at
the click of a button and investment
choices have expanded significantly.
Yet, amid this abundance of choice,
investors are increasingly looking for
simplicity, convenience and solutions
that fit seamlessly into their financial lives.

This shift presents an opportunity for our industry to
renew the way we think about growth!

The next phase of wealth creation in India will not be
driven solely by introducing new investment products.
It will be driven by creating ecosystems that make
managing money simpler, more integrated and more
relevant to the evolving needs of investors and
businesses.

We are already witnessing this transition. Investors
today expect a connected experience that combines
investing, transacting, planning and monitoring
through digital platforms. Businesses, particularly
MSMEs, are looking for solutions that help them
deploy surplus capital efficiently while maintaining
operational flexibility. The focus is moving from merely
providing financial products to delivering financial
solutions.

At Axis Mutual Fund, this philosophy is reflected in
initiatives such as Axis Account Plus, our digital
working capital management platform designed for
corporates and MSMEs. Businesses today need more
than investment avenues for surplus funds. They
require visibility, efficiency, governance and ease of
execution within a single ecosystem. The growing
adoption of integrated platforms signals a broader
trend: the convergence of technology, convenience
and financial management.

For distributors as well, this evolution creates new
opportunities. The conversation is increasingly
shifting from product recommendations to solving
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client needs holistically. Whether it is
helping an investor build long-term
wealth, planning for retirement,
managing liquidity or assisting a
business in optimising treasury
operations, the role of the advisor
continues to expand.

India's financialisation journey is still in
its early stages. Millions of households
are entering formal investment
avenues, while businesses are
becoming more sophisticated in their
approach to capital allocation. This
presents an unprecedented
opportunity for the industry to deepen engagement
and create meaningful value.As we look ahead,
renewal is not about replacing what has worked in the
past. It is about building on those foundations and
adapting to the realities of a rapidly changing world.
The institutions that succeed will be those that think
beyond products, embrace innovation and remain
focused on delivering better financial outcomes.

The future of financial services will not be defined by
who offers the most products. It will be defined by who
makes managing money simpler, smarter and more
meaningful for investors and businesses alike.

Mutual Fund investments are subject to market
risks, read all scheme related documents carefully.




EXPERT SPEAK

Stop Looking for Consistent

Fund Managers.

Build Consistent Portfolios.

One of the biggest misconceptions in investing is that a good fund manager should deliver

consistent performance every year.

| believe we are asking the wrong
question.

Consistency is the portfolio’s job,
not the fund manager’s.

Markets do not reward the same
investment style in every cycle.
Growth, value, quality, cyclicals and
defensives take turns leading. A fund
manager who is deeply committed to a
particular philosophy will inevitably
have periods when that philosophy is
out of favour.

Andthatis not necessarily abad thing.

In fact, | would rather have a fund manager who is
consistent in his philosophy than one who
changes his philosophy to remain consistentin his
returns.

The danger for investors is that they often confuse
recent performance with permanent ability. A
manager delivers strong returns, assets flow in,
expectations rise—and investors chase the
performance. When the cycle turns and performance
moderates, the same investors lose patience and
move to the next winner.

This creates a familiar pattern: buying yesterday’s
winners and selling tomorrow’s winners.

The answer is not to find the one manager who will
outperform across every market environment. That
manager probably does not exist.

The answer is to build a portfolio of complementary
managers and investment styles.

Think of it like a cricket team. You don’t select eleven
batsmen simply because batsmen scored the most
runs last season. You build a team with different skills
because you don’t know what conditions tomorrow’s
match will bring.

AKHIL CHATURVEDI
EXECUTIVE DIRECTOR & CHIEF
BUSINESS OFFICER — MOTILAL OSWAL AMC

Similarly, a portfolio should have
different sources of return. When
growth is leading, growth-oriented
strategies can contribute. When
valuations become attractive in value
or cyclical businesses, other strategies
can take the lead. The portfolio
becomes more resilient because its
success does not depend on one style
beingrightallthetime.

This also changes the role of the
wealth manager and asset allocator.
The job is not to constantly predict the
next winning manager. It is to identify
capable managers, understand their investment DNA,
allocate appropriately and-most importantly-have the
conviction to stay invested through periods of
underperformance.

A good fund manager should not be expected to
win every year. A good porifolio should be
designed so thatit doesn’t need them to.

Paradoxically, a manager’s inconsistency in short-
term performance can create opportunity. Styles
rotate. Valuations change. Market leadership shifts.

The real skill lies not in eliminating these cycles, but in
building a portfolio that can benefit from them.

Because ultimately, consistency in investing does not
come from finding the perfect manager.

It comes from constructing the right portfolio.
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EXPERT SPEAK

KEEPING

COMPLEXITY BACKSTAGE

Think about the last UPI payment you
made.

You probably didn’t think about the
technology, banking infrastructure or
processes working behind the screen.
You scanned, paid and moved on with
your day.

The complexity was enormous. The
experience was simple.

| believe investing should increasingly

HEMANT KUMAR

It also means helping investors cut
through the noise. In a world of
constant notifications, headlines and
opinions, the role of the industry must
increasingly be to provide relevant,
credible and timely information —
information that helps investors
understand their choices and make
better-informed decisions.

This is especially relevant for a
generation accustomed to swiping,

scrolling and moving quickly to what
work on the same principle. CHIEF BLTJ%ﬁs’\?COFFICER comes next. More information does

Asset management is inherently complex. Markets,
portfolio construction, risk management, regulation,
technology and operations all require considerable
expertise. But the investor should not have to carry the
burden of that complexity.

For her, investing should answer a few simple
guestions: Do | understand what | am investing in?
Is itappropriate for my goal? Can | access it easily?
And do I trust the people managing my money?

That, to me, is investor centricity.

This becomes particularly important as a new
generation enters the investing ecosystem.

Gen Z has grown up with unprecedented access to
information, opinions and opportunities. An
investment idea can travel from a creator’s reel to
someone’s portfolio in minutes. But greater access to
information does not necessarily mean greater access
toreliable information. As choices multiply, the ability
to distinguish what is relevant and credible becomes
even more important.

Our responsibility, therefore, isn’'t simply to make
investing faster. Itis to make good investing easier.

Technology has dramatically democratised access.
But technology should remove friction, not humanity.
India’s investors will continue to arrive through
different doors — an app for some, a trusted
distributor or advisor for others. Being investor-centric
means allowing both journeys to coexist.
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not always create more clarity. The
rightinformation can.

| often come back to a simple belief: being slow can
sometimes be the fastest way of getting there.

Aiming to create wealth takes time and needs patience
and consistency.

Perhaps the true measure of investor centricity isn’t
how many products we manufacture or transactions
we process. It is whether investors understand what
they own, stay confident through market cycles and
ultimately reach the goals for which they started
investing.

The future of investing may be faster. The
principles of wealth creation don’t necessarily
haveto be.

Registered name: TATA Mutual Fund | Registration
No. MF/023/95/9

Disclaimer: Mutual Fund investments are subjectto
market risks, read all scheme related documents
carefully.




EXPERT SPEAK

THE NEW LOGIC OF
MULTI-ASSET INVESTING

Investors have traditionally been
taught to think in terms of choosing the
right asset class: equity for potential
growth, debt for relative stability, gold
for hedging againstinflation and equity
market uncertainty. But the more
important question today may be
different: how do you build a portfolio
that does not require you to repeatedly
make theright call ?

This is where multi-asset allocation is
becomingincreasingly relevant.

RAGHAV IYENGAR

market cycles.

The next phase of India's wealth
creation journey will require investors
tothink less aboutfinding
the next winning asset class and more
about building portfolios that can
participate across cycles.

The promise of multi-asset investing is
about building a portfolio that remains
relevant even when tomorrow looks
different fromtoday.

FOUNDER CEO &

The category has grown from a
relatively niche allocation strategy into a meaningful
part of India's mutual fund landscape. Multi-asset
allocation funds had assets of around 22.03 lakh crore

as of July 2026, up substantially from around z1.18
lakh crore ayear earlier.

Under the regulatory framework, these funds must
invest across three or four asset classes, with a
minimum allocation to each. That creates something
more valuable than simple diversification: a portfolio
construction framework that can reduce the pressure
of making a binary decision about where the next
opportunity will come from.

Markets do not move in a synchronised fashion. There
are periods when equity leads, when rates and fixed
income become more reasonable, and when gold or
other real assets provide ballast, and REITs and InvITs,
forinstance, can bring listed real-estate exposure. The
challenge for an investor is not merely identifying
these cycles; it is having the discipline to reposition
capital as the opportunity set changes.

A multi-asset approach can institutionalise some of
that discipline within the portfolio itself.

This does not mean that every multi-asset fund is
interchangeable. The multi-asset allocation fund
category contains very different philosophies around
asset allocation, risk, rebalancing and security
selection. Investors therefore need to look beyond the
label and understand what role each asset class is
expected to play, how actively allocations are

managed, and how the portfolio behaves across

CIO - 360 ONE ASSET

Source: AMFI

This article/information has been issued on the basis
ofinternal data, publicly available

information and other sources believed to be reliable.
Theinformation should not be treated as
endorsement of the views / opinions or as an
investment advice. The decision of the Investment
Manager may not always be profitable as such
decisions are based on the prevailing market
conditions and the understanding of the Investment
Manager. The statements made herein may

include statements of future expectations and other
forward-looking statements that are based

on our current views and assumptions and involve
known and unknown risks and uncertainties

that could cause actual results, performance or events
to differ materially from those expressed

or implied in such statements. It should not be
construed as investment advice to any party. Past
performance may or may not be sustained in future.
Neither 360 ONE Mutual Fund (360 ONE Asset
Management Ltd, its associates, directors or
representatives shall be liable for any damages
whether direct or indirect, incidental, punitive special
or consequential including lost revenue or lost profits
that may arise from or in connection with the use of the
information.

Mutual Fund investments are subject to market risks,
read all scheme related documents carefully
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EXPERT SPEAK

MARKET MYTHS,
INVESTING REALITIES

Investors often cling to beliefs that feel true but don’t hold up to evidence -
much like centuries of believing that the Sun revolved around the Earth,
until Copernicus and Galileo proved otherwise.

Four common investing myths.

Myth 1:

Saving is the same as Investing:
Saving protects capital and offers
liquidity but delivers low returns and
weak inflation protection — fine for
emergencies, poor for long-term
goals. Investing carries more risk but
builds real wealth overtime.

Inflation steadily reduces the
purchasing power of idle cash. For
example, iPhone prices have
increased more than fivefold since
2007, while the cost of a masala dosa has nearly
tripled. These examples show how rising prices can
erode the value of money when keptidle.

Myth 2:

Chasing the Latest Trend instead of Diversifying:

A year-by-year leaderboard (2015-2025) of Small
Cap, Mid Cap, Large Cap, Flexi Cap, Gold, US and
Chinese equities, and debt instruments shows
leadership rotates constantly — no asset class stays
on top for long. This also serves as the data case for
“not putting all your eggs in one basket.”

Myth 3:

Market Valuations - Absolute vs. Relative:

A rising Sensex (~76,000+) can look “expensive”
when looked in isolation but should be judged against
India’s economic expansion — nominal GDP grew
from $0.33Tn (1994) to roughly $4.5Tn today, with the
economy shifting toward services. Historical data
shows strong forward 5-year returns even after
markets hit new highs, challenging the instinct to treat
highs as bad entry points.

Myth 4:

Timing the Market vs. Time in the Market:

While equity markets experience 10-20% drawdowns
almost every year, nearly three out of four years still
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MOHIT BHATIA
CEO - BANK OF INDIA INVESTMENT
MANAGERS PRIVATE LIMITED

end with positive returns. Over the last
25 years, the Sensex delivered positive
returns in 21 years and negative
returns in only 4, transforming an
investment of 210 lakh into

approximately 1.6 crore. The lessonis

similar to cricket: successful teams
focus on controlling what they can
control rather than predicting every
ball's outcome. That said, fund
selection remains critical. Even within
the same category, such as Small Cap
Funds, the performance gap between
the best and worst schemes can
translate into several percentage points of CAGR over
adecade, leading to vastly different wealth outcomes.

The most effective approach is to combine prudent
fund selection with disciplined investing through SIPs,
STPs, and SWPs. Periodic portfolio review preferably
with your trusted financial expert could help investor’s
to assess alignment to your financial plan.

This helps investors avoid emotional decisions driven
by market volatility. Historically, investor returns have
often lagged investment returns because of poor
timing decisions, not because of a lack of market
opportunity. The power of consistency is compelling:
a monthly SIP of 210,000 growing at approximately

12% CAGR can accumulate to nearly 13 times the
invested capital over 35 years. Ultimately, wealth
creation is driven not by prediction or trend chasing,
but by patience, discipline, and the power of
compounding.

Invest with discipline, stay invested with patience, and
let compounding do the heavy lifting.

Source: Internal Research and Bloomberg
MUTUAL FUND INVESTMENTS ARE SUBJECT TO MARKET RISKS,
READALL SCHEME RELATED DOCUMENTS CAREFULLY




EXPERT SPEAK

TIME TO MEASURE
DISTRIBUTOR’S ALPHA

India’s mutual fund industry has grown
nearly sixtimes in a decade, from close
to ¥15 lakh crore of AUM in 2016 to

more than 85 lakh crore in 2026. With

over 28 crore folios, mutual funds are
no longer a niche product. They are
becoming central to how Indian
households create and preserve
wealth.

Growth of this scale demands a
profession that grows withiit.

MS MADHU LUNAWAT
FOUNDER - THE WEALTH COMPANY

For too long, we have measured an
MFD largely through AUM, net sales
and the products he distributes. These are measures
of activity. They are not always measures of value.

So here is a simpler question. Did the MFD make the
investor a better investor?

| call this Distributor’s Alpha.

A fund manager creates alpha through investment
decisions. An MFD creates alpha through investor
decisions.

Consider the US experience. Morningstar’'s Mind the
Gap 2026 study found that over the ten years ending
December 2025, the average dollar invested in mutual
funds and ETFs earned 8.7% annually, while the
underlying investments generated 9.9%. That gap of
1.2 percentage points came largely from the timing
and size of investors’ own decisions.

Sit with that for a moment. Often the problem is not the
fund at all. It is what the investor does with it. He buys
after a rally has already run its course, sells when
markets fall sharply, stops his SIP the moment things
getuncomfortable, or keeps holding an allocation that
stopped matching his goal years ago.

This is exactly where a good MFD earns his keep.

Distributor’s Alpha, as | see it, comes from five places.
Asset allocation, getting it right so the client is not
simply chasing whatever category performed best last
year. Behavioural discipline, so fear and greed do

not run the portfolio. Goal based
investing, where every SIP is tied to
something real rather than to market
noise. Portfolio discipline, which
means reviewing, simplifying and
rebalancing whenitis actually needed.
And continuity, which is really just
showing up when markets fall or life
takes an unexpected turn.

If we claim to add value, we should be
willing to measure it. An annual
investor review should ask more than
what return the portfolio delivered. It
should ask what goals we are
progressing towards, whether the allocation held
steady, what mistakes were avoided, and whether we
made the right call at a difficult moment.

Vanguard’s Advisor's Alpha framework already
recoghises the value of allocation, planning and
behavioural coaching. India now needs a version of its
own, one that actually measures what an MFD
contributes.

The future of this profession will not be decided by
how many products we sell. It will be decided by how
much better we help our investors behave, plan and
build wealth. That, to me, is the real renewal our
profession needs.

COACHES OF INDIA
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EXPERT SPEAK

MINIMISE THE BEHAVIOUR GAP
RECIPE FOR COMPOUNDING WEALTH
LIES IN MANAGING EMOTIONS

“Don’t get emotional, yaar.” We’ve all heard that
refrain. | grew up hearing it too, usually at the
very moment | was emotional. Ironically, being
told not to feel something only made me feel it
more.

So, I hope this note, my own version of “don’t get
emotional”, doesn’t catch you at such a
moment, especially about your investments.
Given where markets stand, emotions may not
be running high. At best, there's mild
disappointment that equities refuse to comply
with our expectations to rise in a neat,
predictable line.

No one taught me when | was younger why |
shouldn’t get emotional. But the stock market
has been a greatteacher. It's the longest-running
real-time experiment in human behaviour,
showing, daily, what fear and greed can do to
rational thought.

Being human means being emotional. If
everyone were petfectly logical, markets wouldn’t exist. Valuations
would simply reflect mathematical truth. Instead, greed, fear,
optimism, anxiety, envy—all add flavour and chaos. The trick isn’t to
eliminate emotion; it’s to manage it better than most. To stay calm
when others panic, and realistic when others chase unrealistic
returns.

Recognising emotions, not suppressing them, is the first step. Our
goal isn’t to become robots but to know when feelings cloud
judgment. Thinking about how we’re thinking helps us choose
responses instead of reactions. Often, our investment anxiety
comes not from markets but from unrelated worries, biases, or
comparisons with others.

Avoiding emotional triggers

You can’t remove emotion, but you can avoid situations that
provoke extreme ones. That's how you stay capable of responding
instead of reacting. Investors typically invite emotional extremes in
these ways:

Overexposure to one asset class: Putting too much in one type of
asset invites FOMO when others do well, and despair when it
doesn’t.

Using borrowed money for cyclical assets: Leverage magnifies
both gains and sleepless nights.

Asset-liability mismatch: Investing short-term funds in long-term
assets (like equities) or locking long-term funds in short-term
products creates liquidity stress.

Comparison: Measuring your returns against those of others with
completely different goals and risk tolerance.

Following the crowd: Investing where others are investing, without
checking if you can handle the same volatility.

The behaviour gap

Behavioural expert Carl Richards, in his bestseller The Behavior
Gap, explained how almost always the return that the investment
(investment asset class or fund) generates is not the return that the
investor gets. Quoting Dalbar Research, he showed that for the 20
years ending 2007, the S&P 500 returned 11.81 per cent annually,
while the average investor earned just 4.48 per cent, a gap of over
seven percentage points.
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AASHISH P SOMAIYAA
CEO - WHITE OAK CAPITAL
MANAGEMENT

That gap, he argued, came from emotional
decision-making: buying high during euphoria
and selling low in fear. An average of 4.48 per
cent means there would be investors who
received close to zero or even negative returns
on one extreme (always got timing wrong and
always invested and exited at the wrong extreme
of the market cycle), and there would also be
geniuses, albeit few and far between, who got
the timing right always.

In theory, investors should act rationally. In
practice, we don’t. As the saying goes, in theory
there’s no difference between theory and
practice—in practice, thereiis.

How to narrow the gap

The practical way to minimise the behaviour gap
is to narrow the range of possible outcomes. The
wider the swing between highs and lows, the
more likely we are to make emotional mistakes.
Equity, by nature, is volatile. Since liberalisation in 1992-93, Indian
equities have returned around 14 per cent compounded annually.
Yet every year, the Nifty typically falls 10-20 per cent from its peak.
Mid-cap and small-cap indices, which deliver slightly higher long-
term returns, also experience steeper annual declines—15-20 per
centand 25-30 per cent, respectively.

The greater the amplitude between highs and lows, the sharper the
pain if you enter near a peak. A Nifty correction feels unpleasant; a
small-cap correction feels brutal. And pain, as every investor knows,
triggers a reaction. Some even joke that marriage, too, is a decision
often made under emotional extremes!

Smoothingtheride

Think of investment cycles as sine waves. For instance, small-cap
funds tend to experience the widest swings, large-cap funds
fluctuate to a lesser degree, and balanced advantage funds move
within a much narrower range.

The more extreme the ups and downs, the stronger the emotions
they evoke, and the bigger the behaviour gap that follows.
Expecting every investor to remain calm through wild cycles is
unrealistic. The smarter, more human approach is to choose
investment vehicles that naturally reduce the amplitude of those
cycles. When investments smooth your investing experience and
save you from extremes, what they are actually doing is saving you
from emotional reactions and hence mistakes in investing, thereby
reducing the proverbial behaviour gap.

Mind the gap

Investment mistakes rarely come from a lack of knowledge. They
stem from the inability to stay invested when it feels hardest to do so.
The less extreme your investing journey, the fewer chances
emotions getto hijackit.

We may never become emotionless investors, and that’s fine. But
we can structure our portfolios to minimise the occasions when
emotion drives decision-making. Atthe metro station, you'll hear the
phrase “Mind the gap.” In investing, the advice is similar, but more
urgent: Minimise the gap.

Because every percentage point lost to behaviour is compounding
you’ll never get back.




P2P LENDING:

EXPERT SPEAK

WHERE TECHNOLOGY, REGULATION
AND FINANCIAL ADVICE CONVERGE

The lending business is as old as
civilisation itself. Yet, for decades, the
way lending was conducted remained
largely unchanged—borrowers
approached banks or financial
institutions, which assessed their
creditworthiness and provided credit.
Today, technology is rewriting this age-
old industry, and Peer-to-Peer (P2P)
lending represents one of the most
interesting developments in this
transformation.

P2P lending is a technology-enabled
model that connects individuals looking
to borrow with individuals willing to lend,
through a regulated platform. The
platform facilitates the entire journey—from onboarding
and credit assessment to loan servicing, repayments and
portfolio monitoring.

In India, the Reserve Bank of India {(RBI) has played a
pivotal role in creating a strong foundation for this
industry. Recognising the potential of P2P lending while
also understanding the need for investor protection, RBI
introduced a dedicated regulatory framework in October
2017. As the ecosystem evolved, RBI further
strengthened and modified the framework in August
2024. This proactive regulatory approach has helped
create an environment where innovation can grow within
clearly defined guardrails.

Technology is the real engine behind the P2P model.
Unlike traditional lending, which historically relied heavily
on physical branches and manual processes, a
technology platform can connect participants across
geographies and manage large volumes of transactions
efficiently. Digital onboarding, data-driven credit
assessment, automated processes and real-time
portfolio visibility make it possible to create meaningful
scaleandreach.

Within this evolving ecosystem, LenDenClub has
emerged as one of the leading platforms in India's
P2P lending space. The platform represents how
technology can bring efficiency and scale to lending
while building a sustainable business. As the sector
matures, the focus is increasingly shifting from merely
building scale to creating a strong, profitable and
sustainable lending ecosystem.

Why Should IFAs, MFDs and Channel Partners Look
at P2P?

VAIBHAV DESHPANDE
CO HEAD DISTRIBUTION
CHANNEL- LENDEN

For financial advisors, differentiation is
becoming increasingly important. Today,
investors have access to multiple
advisors, and in many cases, they hear
very similar conversations about mutual
funds, equities, fixed income and
traditional investment products.

P2P lending can help IFAs, MFDs and
Channel Partners expand this
conversation.

One of the most important features of
P2P lending is its short- to medium-
term tenure, with lending opportunities
available for up to 15 months. For
investors seeking potentially attractive
returns over this relatively short investment horizon, P2P
lending can offer an alternative that is distinct from many
traditional investment options, subject to the risks and
terms applicable to the product.

For an advisor, this creates two important opportunities.

First, it allows them to offer a differentiated proposition to
existing and prospective clients. In an increasingly
competitive advisory market, introducing clients to a
technology-enabled, regulated and emerging asset
class can help an advisor stand apart from the
conventional product conversation.

Second, it can support client acquisition. When every
advisor is talking about similar products, differentiation
becomes difficult. A broader product conversation
—especially around opportunities that may offer
potentially higher returns than traditional short-tenure
alternatives— can help IFAs, MFDs and Channel Partners
attract new clients and deepen engagement with existing
ones.

Of course, the advisor's role remains critical. P2P
lending, like any investment opportunity, must be
evaluated based on a client's risk appetite, financial
goals, liquidity needs and suitability.

The future of finance will not be defined by technology
alone. It will be shaped by the combination of
technology, responsible regulation and informed
financial advice. With a strong regulatory foundation,
technology-driven scalability and platforms such as
LenDenClub helping build the ecosystem, P2P lending
has the potential to become an increasingly relevant part
of India's evolving investment landscape.
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EXPERT SPEAK

STAY CALM,
INVEST WISELY

Stay Calm When Markets Aren’t

Periods of market volatility can be
uncomfortable. When markets correct,
it is natural to feel the need to act. This
action can be in the form of adjusting
portfolios as per requirements or trying
to anticipate what comes next. Over
the years, we have seen that the
toughest moments in markets often
test not our knowledge, but our
temperament.

NIMESH SHAH
MD & CEOQ, ICICI PRUDENTIAL AMC

Research worldover shows a profound
discrepancy between market returns
and investor returns. This difference is often explained
not by markets themselves, but by how investors
move in and out of them. In investing, reacting quickly
is not the same as responding wisely. When markets
correct, fear becomes dominant and when markets
rise sharply, there is a temptation to participate more.

Selling during a decline can lock in losses that may
have otherwise reversed over time. Similarly, entering
markets after a sharp rise, driven by the fear of missing
out, can resultin investing atless favourable levels.

The Advantage of Clarity

During uncertain times, a simpler approach to
investing is often more effective. Often portfolios built
with a clear purpose tend to hold up better not just in
performance terms, but in the investor’s ability to stay
the course.

When investors are clear about why they own what
they own, they are less likely to react to short-term
movements. A portfolio built around long-term goals
provides a certain level of stability. It reduces the need
to respond to every market shift and helps avoid
decisions driven by short-term sentiment.

The Value of Patience

Patience in investing is often misunderstood as
inaction. In reality, it requires discipline. History offers
many examples where markets have corrected
sharply, only to recover sooner than expected.
Investors who remained invested through such
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periods have generally been better
positioned than those who chose to
step aside and wait for clarity.

The challenge is that recoveries are
not always gradual or predictable.
They can begin when uncertainty is still
high, making it difficult to re-enter at
the right time. This is why staying
invested, rather than trying to time
entry and exit points, has often proved
to be a more effective approach over
thelong term.

Keeping the Bigger Picture in Mind

In moments of market stress, it can be helpful to pause
and revisit the original purpose of investing. If the
underlying goals, whether retirement, education, or
long term wealth creation remain unchanged, then
short-term market movements may not warrant a
change in strategy. At such times, stepping back and
focusing on the bigger picture can bring the much-
needed perspecitive.

Markets, over time, have shown atendency to stabilise
and recover. Investors who are able to remain steady
through periods of uncertainty are often better placed
to benefit from this. Maintaining composure during
such phases is not easy, but it is an important part of
long term investing.

In many ways, long-term investing is as much about
managing behaviour as it is about selecting the right
investments.




EXPERT SPEAK

INDIA’S INVESTOR IS EVOLVING
FROM SAVINGS TO SMARTER INVESTING

The Indian investor has come a long way. For
generations, financial planning was largely
centred on saving-putting money aside,
preserving capital and choosing familiar
avenues that offered a sense of certainty. Today,
the conversation is increasingly shifting from
how much to save to how effectively to invest.

The numbers reflect this transformation. The
assets under management of India’s mutual
fund industry have grown nearly six-fold, from Rs
15.18 lakh crore in July 2016 to Rs 85.76 lakh
crore in July 2026. The industry now has 28.09
crore folios, of which around 21.40 crore are in
equity, hybrid and solution-oriented schemes,
where retail participation is significant. SIP
contributions stood at Rs 31,961 crore in July
2026.

Equity-market participation has also widened

considerably. The National Stock Exchange

crossed 25 crore registered client accounts in February 2026, while
its unique registered investor base stood at 12.7 crorein January. By
April 2026, the unique investor base had crossed 13 crore.

These numbers point to more than just growth in participation. They
signal a change in investor mindset.

Investing is increasingly becoming a regular financial habit rather
than a decision made occasionally. SIPs, for instance, have made it
easier for investors to participate systematically instead of waiting
forthe “right” market level.

At the same time, investors are increasingly looking beyond
traditional investment choices. The emergence of Specialised
Investment Funds (SIFs) is one example. SIF assets reached about
Rs 23,177 crore in July 2026, with the category approaching one
lakh folios. Its growth points to evolving investor interest in
differentiated strategies and a wider range of investment solutions.

But moving from saving to investing is not simply about choosing
products with higher return potential. It requires a better
understanding of risk, time horizon, diversification and asset
allocation. The instinct to protect capital remains important—it is
aboutunderstanding when, where and how much risk to take.

The modern investor is also becoming more goal-oriented. Whether
itis building a corpus for a child’s education, planning for retirement
or creating long-term wealth, investments are increasingly being
viewed as a means to achieve specific objectives rather than an end
inthemselves.

At the same time, greater access to information has created a new
challenge. Investors today are surrounded by market opinions,
headlines and real-time performance data. While this can improve
awareness, it can also encourage overreaction. Chasing recent
winners, reacting to every correction or making decisions based on
short-term narratives can undermine long-term outcomes.

The next stage in the evolution of the Indian investor, therefore, may
not be about having more information or more choices, but about
making better decisions with the information already available.

This calls for greater financial awareness, disciplined investing and
periodic portfolio reviews. It also requires investors to recognise that
successful investing is a journey through multiple market cycles.

The transition from saving to investing is ultimately a transition
towards more informed decision-making. As investors become
more aware of their goals, risk appetite and time horizons, the focus

KAILASH KULKARNI
CEO - HSBC MUTUAL FUND, INDIA

can move from simply accumulating money to
putting capital to work more effectively.

The Indian investor has already changed
significantly. The opportunity now is to take that
evolution further—with greater clarity, discipline
and along-term perspective.

Source: HSBC MF, AMFI, Bloomberg. Data as on
July 31, 2026 end or as latest available.

SEBI Registered Name/Number-HSBC Mutual
Fund & MF/046/02/5

Views provided above are personal and based
on information in public domain and subject to
change. Investors are requested to consult their
financial advisor for any investment decisions.
Past performance is not a reliable indicator of
future performance.

Disclaimer: This document has been prepared
by HSBC Asset Management (India) Private
Limited (HSBC) for information purposes only and should not be
construed as i) an offer or recommendation to buy or sell securities,
commodities, currencies or other investments referred to herein; or
ii) an offer to sell or a solicitation or an offer for purchase of any of the
funds of HSBC Mutual Fund; or iii) an investment research or
investment advice. It does not have regard to specific investment
objectives, financial situation and the particular needs of any
specific person who may receive this document. Investors should
seek personal and independent advice regarding the
appropriateness of investing in any of the funds, securities, other
investment or investment strategies that may have been discussed
or referred herein and should understand that the views regarding
future prospects may or may not be realized. In no event shall HSBC
Mutual Fund/HSBC Asset management (India) Private Limited and /
or its affiliates or any of their directors, trustees, officers and
employees be liable for any direct, indirect, special, incidental or
consequential damages arising out of the use of information /
opinion herein.

This document is intended only for those who access it from within
India and approved for distribution in Indian jurisdiction only.
Distribution of this document to anyone (including investors,
prospective investors or distributors) who are located outside India
or foreign nationals residing in India, is strictly prohibited. Neither
this document nor the units of HSBC Mutual Fund have been
registered under Securities law/Regulations in any foreign
jurisdiction. The distribution of this document in certain jurisdictions
may be unlawful or restricted or totally prohibited and accordingly,
persons who come into possession ofthis document are required to
inform themselves about, and to observe, any such restrictions. If
any person chooses to access this document from a jurisdiction
other than India, then such person do so at his/her own risk and
HSBC and its group companies will not be liable for any breach of
local law or regulation that such person commits as a result of doing
S0.

The above information is for illustrative purposes only. The sector(s)
mentioned in this document do not constitute any research report
nor it should be considered as an investment research, investment
recommendation or advice to any reader of this content to buy or
sell any stocks/investments.

© Copyright. HSBC Asset Management (India) Private Limited
2026, ALL RIGHTS RESERVED. All third party trademarks {including
logos and icons) remain the property of their respective owners.
Use of it does notimply any affiliation with or endorsement by them.
HSBC Mutual Fund, 9-11th Floor, NESCO - IT Park Bldg. 3, Nesco
Complex, Western Express Highway, Goregaon East, Mumbai
400063. Maharashtra.

GST- 27AABCHO007N1ZS | Website:
www.assetmanagement.hsbc.co/in

Mutual Fund investments are subject to market risks, read all
scheme related documents carefully.
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VOLATILITY GAMES

FFFP - MAKING INVESTOR

EDUCATION SIMPLE,
EXPERIENTIAL & FUN

Financial Freedom Fraternity Professional (FFFP)
is a professional community and learning platform
dedicated to empowering Mutual Fund Distributors,
financial educators and investor communities through
technology, research, gamification and
experiential learning. FFFP believes that financial
literacy becomes far more powerful when people
don’t merely hear about concepts—they experience
them, make decisions, see consequences and
reflect on their behaviour.

At the heart of this approach is game-based Investor
Awareness & Education Programmes (IAPs). The
objective is simple: No product. No complicated
terminology. No lectures. Just simple decisions,
participation and learning through play.

15 Workshop-Based Financial Games

1. Volatility Game —

Experience market volatility, compounding
and emotional decision-making in a safe
environment.

2. Volatility Game 2.0 — Understand valuation,
uncertainty and risk through market scenarios.

3. Asset Allocation Game — Discover why
allocation and diversification matter more than
chasing individual investments.

4. Asset Allocation 2.0 — Use market cycles and the
Nifty-Gold relationship to understand disciplined
rebalancing.

5. Debt Volatility Game — Experience interest-rate,
creditand reinvestment risks in fixed income.

6. Technical Analysis Game — Learn trend
identification and disciplined entry-exit decisions
using simple indicators.

7. Fundamental Analysis Game — Learn to filter
businesses using objective financial parameters.

8. Vision Game — Connect financial decisions with
personal and collective goals.

9. Options & Derivatives Game — Understand
hedging, arbitrage and risk management through
simulation.

10. MF Ratio Analysis Game — Learn to compare
mutual fund schemes using risk-adjusted
measures.

11.Personal Finance Story — Learn fihancial
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lessons through relatable real-life situations.

12. Random Word Game — Build financial concepts
through creativity, association and group
participation.

13. Financial Planning Matrix — Connect risk profile,
life goals and financial planning.

14.Volatility Game 3.0 — SIF — Experience long-
short strategies and relative-value decision-
making.

15. Asset Allocation Game 3.0 — Explore Indian and
global allocation through Nifty, S&P 500 and Gold.

Learning at Scale

During FY 2025-26, over one lakh investor
education programmes were conducted across
100+ cities in India by various Volatility Coaches.

The web-based online version of game-based
investor education has also been well accepted. With
just six games launched between April 2026 to july
2026 under this framework, 5,000+ investors have
already participated.

How Does a Gaming-Based IAP Work?

A typical session starts with a simple game.
Participants make choices, face consequences and
observe what happens—without risking real money.
The facilitator then connects those experiences to
everyday financial decisions.

The resultis learning that is simple, participative and
memorable—because investors don’t just listen to
financial wisdom; they play it, experience it and
learn fromit.




VOLATILITY COACH SPEAK

A DAVID JOHN, Hyderabad

One of our investors, who retired from a Public Sector Undertaking in 2009, entrusted us with
planning his family's long-term financial future. After assessing his goals, investment horizon and risk
profile, we built a comprehensive plan focused on long-term wealth creation through mutual funds.
As his confidence in our disciplined, goal-based approach grew, he introduced his daughter's
family—both medical professionals—to us as well. We designed customised strategies using
prudent asset allocation, SIPs and lump-sum investments, with regular reviews and rebalancing to
keep pace with their changing needs. Over the years, these disciplined strategies helped both
families build substantial portfolios, supporting their grandchildren's education while securing
retirement and building long-term family wealth. Today, both families continue to trust our advisory
services, reflecting the value of goal-based planning.

ABHINAV MISHRA, New Delhi

The Red Car Aman dreamed of a z12 lakh car for his 35th birthday, but had only 22 lakh saved and four
years to go. He shared his dream with me, and | suggested a goal-based SIP of 15,000 a month in a

balanced equity fund, with an automatic step-up built in. Markets went up and down over those years,
and | called only to remind him, 'Don't stop the SIP' On his 35th birthday, Aman's portfolio had grown
to z12.4 lakh—enough to fund his dream. He drove home in his red car that day and sent me a photo

with a simple message: 'Goal achieved. Thanks for the discipline.' It was a reminder that even a
specific, seemingly indulgent dream can be reached through structured, patient investing.

AMINDER SINGH, Pune

At InvestLogical, we recently helped a family overcome 24 lakh of unsecured high-interest debt,

primarily from credit cards and personal loans with rates as high as 36% annually. Their goal was to
fund their daughter's Master's degree in the UK within two years. We began with a structured financial
audit and implemented a disciplined Systematic Investment Plan (SIP) strategy using hybrid and low-
duration debt funds - without touching their retirement sav-ings. Through focused cash flow
management and debt elimination, they became loan-free in just over a year. Simultaneously, we
built a goal-linked education corpus via global equity and fund-of-fund investments, considering
currency risk and timeline sensitivity. By month 22, 18 lakh was ready to support tuition and visa

costs. Their daughter is now studying overseas, and SIPs are underway for their younger child's
future.

AMIT KACHROO, Noida

"The only impossible journey is the one you never begin,' said Tony Robbins—a line that captured the
dilemma of one of my most ambitious clients. A smart, talented young man who had just entered the
corporate world had dreams as big as he could imagine. Coming from a humble background with
limited funds, he aspired to fund his higher education through his own hard work and capital, but the
only question was 'how?' This uncertainty haunted our hardworking IT professional and gave him
sleepless nights. After understanding his aspirations and limitations, we designed a simple, effective
five-year roadmap, asking only for self-discipline, regular rebalancing and incremental additions
along the way. Today, it gives me immense joy to see that young man thriving at a top global IT brand
with a.

ANKIT ARVIND JAIN, Mumbai

We all love making quick money. Recently, a young IT professional came to me, excited to invest his
savings in popular schemes after hearing that some equity mutual funds were giving huge profits. But
he missed one truth: high profits come with a high chance of losing money. Before investing, we ran a
simple test to gauge how much financial worry he could handle. The result surprised him—deep
down, he wanted safety for his hard-earned money over big risks. Instead of selling trendy products,
we explained how sudden market drops could rob his sleep, and helped him choose lower-risk
mutual funds suited to his goals. The takeaway: never blindly follow the crowd. Wealth grows safely
when your investments match your peace of mind and life goals.
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INVESTOR'S SUCCESS STORIES

APURVA GANDHI, Ahmedabad

Securing Parental Income Through Strategic SWP In 2014, a client approached me to generate a
reliable income stream for his parents from an initial corpus of 85 lakh, without prematurely

depleting the capital. | designed a tailored four-bucket Systematic Withdrawal Plan to balance
immediate liquidity with long-term preservation—spreading investments across liquid, debt, hybrid
and balanced advantage funds, with 20% directed toward pure large-cap funds, starting at a 6.25%
withdrawal rate generating 45,000 per month. Despite a decade of market fluctuations, the strategy

has shown remarkable resilience: total distributions have reached 96 lakh, exceeding the initial
investment, the monthly payout has doubled to 90,000, and the portfolio's value has grown to
approximately z1.80 crore. The key takeaway is that a disciplined four-bucket strategy can sustain a
relatively high.

ARPAN ARORA, Bangalore

We Measure Success Differently In financial services, success is often measured by assets under
management, portfolio returns or business growth. At Shadvika Financial Services, we believe those
are outcomes, not the purpose. Our success is measured by something more meaningful: when a
client sleeps peacefully despite market volatility, when a family makes financial decisions with
confidence instead of confusion, and when wealth becomes a source of freedom rather than anxiety.
We believe exceptional client experiences come from exceptional people, so we invest deeply in our
team, empowering them with knowledge, ownership and purpose—because when our people grow,
our clients benefit. Our mission isn'tjust to help clients build wealth; it's to help them build confidence
and navigate towards financial freedom.

ASHISH KHANDELWAL, Kolkata

Ataround 12:30 AM, | received a call from a distressed client. He had suffered abusiness setback and
was considering redeeming nearly 240 lakh of his savings to repay his debts. Instead of making a

hasty decision, we spoke for 1.5 hours. The next day, | reviewed his finances and investments and
helped him develop a structured plan. He followed the plan with discipline. Eighteen months later, the
transformation has been remarkable. He has cleared more than 50% of his debts, while his
investment portfolio has grown to approximately 1.3 crore. But the biggest reward is not the

numbers. ltis the trust he placed in me and the fact that he recommends me to his friends, family and
network. For me, this is the meaning of financial planning.

ASHISH KUMAR SARDA, Kolkata

When Financial Planning Became a Family's Lifeline. A successful business can create wealth, but
protecting a family from crisis needs different planning. One client, a successful businessman,
initially saw no need for term insurance. Despite repeated discussions, he stayed hesitant, but |
explained that his family needed protection beyond his business. He eventually agreed to take aterm
plan. Sadly, he passed away unexpectedly about three years later. Though he had built a strong
business, his family could not immediately realise its value. The term insurance claim, along with his
LIC policies, became crucial support, helping them manage household needs. His family later told
me, "If you hadn't insisted, how would we have managed?" That reminded me true financial planning
means protecting the people who depend on the wealth we build.

ASHISH PANDEY, Mumbai

Helping Investors Build Better Portfolios One of the most important lessons we have learned is that
good investing isn't only about finding winners—it's also about knowing when to let go of losers. We
worked with a client whose portfolio held several long-underperforming investments that he stayed
emotionally attached to because of their past performance, hoping they would recover. We
conducted a detailed review using fundamental, quantitative, technical and market-based analysis,
identified stocks where the original investment thesis no longer held, and gradually helped the client
exit those positions. At the same time, we focused on identifying stronger businesses and trends,
letting winning investments continue performing rather than booking profits too early. The objective
was simple: reduce the drag from weak investments and give more room to quality winners.
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VOLATILITY COACH SPEAK

ASHUTOSH GUPTA, Lucknow
( From Doubt to 2 Crore Confidence Twelve years ago, a 58-year-old gentleman cautiously stepped

into the world of mutual funds. Initially unconvinced, he nonetheless chose to explore, allowing us to
patiently explain the principles of disciplined investing. Gradually, he committed through both SIPs

By and lump sums, embracing compounding and risk-aligned strategies. In 2025, at age 70, | presented
\ - | him with his portfolio statement, valued at 2 crore. With tears in his eyes, he said, 'l never imagined

IR seeing this amount on paper.' That heartfelt moment reaffirmed the essence of our profession:
honesty, discipline and passion in guiding investors. His journey is proof that wealth creation isn't
about chasing trends—it's about trust, patience and consistent commitment to financial planning,
sustained quietly over more than a decade.

ATCHUTA MARUTHI KIRAN KUMAR, Rajahmundry

When my NRI client first approached me, his investment decisions were driven more by market noise
than by discipline. Through our conversations on behavioural finance, | helped him shift focus from
short-term fluctuations to long-term wealth creation. This change in mindset gave him the confidence
to begin investing in Alternative Investment Funds. The disciplined approach not only stabilised his
portfolio but also strengthened his conviction in structured investments. Today, he is ready to commit
another z1 crore, a decision rooted in his improved understanding of money management after our

sessions together. His journey reflects how investor psychology, when guided properly, can unlock
significant opportunities for long-term growth. For me, this success story is proof that behaviour
shapes outcomes more than products do, and that disciplined.

ATULKUMAR RAMESHWAR RATHI, Pune

Taking Care of Expenses Through Liquid Fund Investing.

I would like to share an instance where | helped a corporate client park surplus funds that were lying
idle in the current account into Liquid Funds. With this arrangement, the client began generating a
regular surplus through the monthly IDCW option, which in turn helped fund various operating
expenses for the organisation. The client was genuinely pleased with the results, and this success
also helped me secure equity allocation mandates for the company and its senior management. It
was a simple but effective demonstration of how even short-term, low-risk instruments like Liquid
Funds can add real value to a business's cash management, turning idle balances into a productive,
income-generating resource without compromising on safety or accessibility. Sounds interesting,
doesn'tit?

BARKHA THAKUR, Rishra

One of my investors, Lakshmi Devi, 39, works as domestic help in six households in Keventer, Rishra.
In 2016, her monthly income was barely 212,000, and savings meant keeping cash in a box. At a

financial literacy camp | ran, she learned about SIPs and, though sceptical, started with just 2500 a

month, treating it like a non-negotiable bill. Over nine years she never missed an instalment, added
bonuses during festivals, and raised her SIP to 22,000 as her wages grew, investing in large-cap and

balanced funds without ever touching the money. Today her portfolio stands at 9.8 lakh. 'l never went

to college, but my SIP taught me discipline,' she says. 'This money is for my son's engineering and my
own dignity in old age.' Proofthat wealth isn't.

BHAVESH SHARMA, Jodhpur

Client Success Story: Turning Financial Complexity into Lasting Confidence A successful
entrepreneur approached White Castle Financial Services with a diversified portfolio of mutual funds,
insurance, fixed deposits, equities and real estate. He had accumulated wealth but lacked clear
financial direction. We began not with product recommendations but by understanding his life goals,
family responsibilities, cash flows and long-term aspirations. The review revealed scattered
investments, overlapping products, inadequate protection and no roadmap for milestones like
education, retirement and legacy planning. We built a comprehensive financial blueprint tailored to
his needs—restructuring investments, strengthening risk management, optimising asset allocation
and implementing a disciplined, goal-based strategy. Today, the transformation goes beyond
portfolio performance: the client enjoys clarity, confidence and peace of mind. True wealth, we
believe, isn't measured by how many investments you own.
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BHAVIK UDESHI, Kolkata

This story is about our client, a woman who was working and doing well for herself. Then, due to the
pandemic, she suddenly lost her husband, who was the family's only source of income. She
panicked and briefly lost hope, but the financial planning we had already done for the family,
including a term insurance policy, turned out to be a blessing in disguise, helping them sustain their
livelihood through an extremely difficult period. The insurance proceeds gave her the breathing room
to grieve, reorganise her finances and eventually stand back on her feet without falling into debt or
financial distress. This experience is a powerful reminder that having term insurance for every earning
member of afamily is not optional but essential.

BIRANCHI SARANGI, Mumbai

Mr Amit, a Mumbai-based Chartered Accountant, began investing in 2018 with 50,000, gradually
building his portfolio through SIPS, MFS, and ULIPs with prop-er asset allocation. He seized market
opportunities by investing lump sums during downturns, including substantial windfalls and
bonuses, and maintained discipline by avoiding withdrawals even at market peaks. His consistent
approach, especially during volatile phases, accelerated his wealth creation. In 2022, he was
appointed Global MD & CEO of his US-based healthcare equipment manufacturing company. By 54,
he achieved financial freedom, resigned in January 2025, and now enjoys quarterly SWP
withdrawals. Pursuing his passion, he has launched his own accounting consultancy with three
fellow CAS, embracing entrepreneurship while living life on his terms.

BISHAN AGARWAL, Faridabad

In 2015, our client began a disciplined monthly SIP of 50,000, consistently investing for nine years.

Through prudent and steady investing, her corpus grew significantly over time. By 2024, she
achieved a remarkable milestone purchasing her dream home valued at 1.5 crore entirely through

her investments, without relying on any bank loans or EMIs. This financial freedom not only gave her
immense pride but also freed up monthly cash flow, prompting her to increase her SIP contribution
from 250,000 to z1 lakh.

A Relationship Beyond Investments An investor’s success story that remains closest to my heart is
that of Mr. Suresh, whose portfolio we managed for nearly five years. After consolidating and
rebalancing investments that were scattered across varied assets, he briefly moved to direct
investing post-retirement, betting on his own capabilities.

Soon after, he suffered a paralytic stroke, leaving his family unaware of his financial affairs. When we
stepped in, we discovered a complex web of investments, including numerous life insurance policies
that had locked up a significant portion of his retirement corpus.

Mr. Suresh is no longer with us, but his family continues to regard us as trusted guardians of their
financial well-being, a responsibility we cherish deeply. Clearly.

C SATHISH KUMAR, Chennai

When Rajiv, a 42-year-old IT professional, approached us, his investments were scattered and
underperforming. He was concerned about funding his children's education and planning for early
retirement. We helped him set clear financial goals and created a tailored strategy focusing on
diversification, regular SIPS, and tax efficiency. With disciplined investing and periodic portfolio
reviews, Rajiv's investments grew steadi- achieving a 14% CAGR over five years, despite market
volatility. Now, he's on track to retire by 55 and feels confident about his financial future.
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CHETAN R JAIN, Bangalore

From 325,000 SIP to 210 Crore: The Power of Discipline In June 2018, | met Mr. GP Singh through a

close friend, and our first conversation centred on investment planning and his long-term goals. He
began with a 725,000 monthly SIP and an existing portfolio of 10 lakh, and together we set an

ambitious target: a 10 crore retirement corpus in ten years. He had a good income but was uncertain

about equities, needing the right guidance and the discipline to stay invested. Over the years, he
increased his SIPs by 25-30% annually, never stopped during volatility, and used market corrections
as opportunities to top up. When his portfolio crossed 21 crore in 2022, his confidence grew further,

and by 2023 nearly 60% of his savings flowed into mutual funds.

CHIRAG JAIN, Kolkata

We have a client whose journey started 25 years ago in 2001. This gentleman was working with a
multinational company started with an SIP of 21500. Later increased based on his Gold based plan

and his retirement corpus calculated was 65 lakhs that time . With discipline and timely growth of
SIP‘s and investments increased amount as and when they came the retirement corpus today after
25 years, which is in the 2026 June, when he got retired was more than 2.5 cr he is one of the most
happiest person and now enjoying his life. His son has also become an engineer and working with a
multinational company in Bangalore.

DEEPAK PAYAGONDA PATIL, Ichalkaranji

A 14-Year SIP, an IAS Dream and a :50-Lakh Car In 2012, one of my clients, a doctor, began investing

systematically for his children's future, creating separate goals for his son's education and daughter's
marriage. His son Rohit graduated from IIT with distinction, and while a lucrative corporate career
seemed natural, he dreamed of joining the civil services instead. Despite questions from others, his
parents trusted him completely, and his father promised, 'Crack the UPSC exam, and you may
choose the car you want.' After three or four determined attempts, Rohit succeeded and became an
IAS officer. The doctor then asked me to withdraw around z50 lakh from his mutual fund gains to buy

the promised car. After evaluating taxation, liquidity, loan costs and future goals.

DEV PATEL, Korba

One day, while visiting an investor, | saw his two daughters playing outside. When | met their father, |
introduced myself as an MF distributor who helps people create wealth. He shared that for four years
he had been wanting to start an SIP, but banks only offered him life insurance policies. He asked meto
start his SIP immediately. He began with 10,000 plus a 22,000 top-up. Today, his SIP has grown to

232,000, creating 48 lakh in wealth, projected to reach z1.25 crore by 2030. Seeing someone's

wealth grow like this gives me immense satisfaction. He often thanks me, saying it was my guidance
and effort that made it possible.

DEVENDER GOSWAMI, Ludhiana

Asset Allocation: Turning Market Volatility into Goal Achievement In January 2020, a 40-year-old
entrepreneur approached me with a clear objective—accumulating funds for his daughter's overseas
education, expected to begin in 2025. His sizeable portfolio lacked structure and was heavily tilted
towards equity. We designed a goal-based portfolio with disciplined allocation across equity, debt
and some hybrid funds, focused not on chasing the highest returns but on the highest probability of
reaching the goal. Then came the COVID-19 crash of March 2020, with the Nifty falling nearly 40%. My
client called, worried, asking if we should sell everything. | replied that his daughter's university,
admission year and goal hadn't changed, so why should the strategy? Instead of exiting, we
rebalanced, moving gains from debt and gold into equity at attractive valuations.
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DHIRAJ KUMAR GUPTA, Gorakhpur

From a 5,000 SIP to a Dream Home In December 2017, we received a client through a referral whose
goal was simple yet meaningful: to create long-term wealth for his family. He started with a monthly
SIP of just 5,000, and with time, growing confidence and financial discipline, gradually increased it to
715,000 per month. Over the years, his consistent investing and patience helped him build a
meaningful corpus, and in 2026, that journey helped him achieve one of his cherished
dreams—purchasing a plot for his own house. For us, the most rewarding part was seeing the
happiness this achievement brought to his family, especially his wife. What began as a modest SIP in
2017 ultimately became a stepping stone towards a dream home.

DIBYENDU MAJUMDAR, Kolkata

Retirement Secured, Dreams Unlocked: Dr. Babli Saha's Story Some moments stay with me
forever—like the moment a client says, 'l finally feel relieved.' Dr. Babli Saha, a PhD in Mathematics,
sharp with numbers but soft at heart, had two biggest joys: a peaceful retirement and travelling the
world. But like many of us, she worried whether she would have enough, and whether she could
travel without guilt. We sat down, understood her dreams and her heart first, then the numbers, and
built a plan that was simple, disciplined and flexible—a lump sum plus SIP for retirement, a small
travel fund capped at 5% of her yearly savings so every trip felt earned, and cash in hand during good
market phases, because joy should be spent, not just saved.

DIVESH KUMAR BAJAJ, Varanasi

Soon after college, when | had just started my mutual fund distribution practice, | met a family who
had once been our neighbours. Their daughter was only three, and the father, working a private job,
could spare just 750 a month after household expenses. His biggest worry was how he would

manage his daughter's marriage. They began a 2750 monthly SIP and, despite financial difficulties,
stayed committed, even though we had initially estimated it could grow to only z11-12 lakh over

2023 years. In November 2025, when their daughter's marriage was finalised, the investment was
worth approximately 18 lakh and helped meet the wedding expenses. For me, that 18 lakh wasn't

the greatest reward—it was the trust this family placed in me at the very start of my career.

DR UJJWAL KUMAR JANA, Kolkata

I've had the privilege of working with this client since 2009, and our partner-ship continues to thrive -a
reflection of the mutual trust we have built over the years. From the very beginning, our conversations
have been rooted in strategy, long-term thinking, and tailored financial planning. | recall a particular
moment that became a turning pointin his journey. He was considering increasing his home loan EMI
to repay the loan faster. After understanding his situation, | suggested an alternative: channel that
additional amount into a disciplined SIP instead. He trusted the process, and today, he's witnessing
the powerful impact of compounding. Moments like these remind me that good advice, backed by
long-term.commitment, can create lasting financial outcomes. Clearly.

GAGAN GUPTA, Mumbai

The SIP He Wanted to Stop In March 2020, a client called asking whether he should stop his 250,000

monthly SIP, as the market was falling sharply and he feared losing money. We revisited his original
goals—his children's future and his own retirement, both 10-15 years away—and explained that
stopping his SIP during a correction would mean abandoning his strategy exactly when discipline
mattered most. He chose to continue. Over the following years, several market corrections tested his
conviction, but he gradually stopped reacting to daily headlines and began reviewing his
investments against his actual goals instead. His biggest achievement wasn't simply portfolio
growth; it was developing the confidence to stay invested through uncertainty—a reminder that
successful investing is often less about predicting the market and more about controlling our.
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GAURAV JAIN, Lucknow

From Uncertainty to Financial Independence When Nidhi Agarwal lost her husband, managing
finances while raising her daughters became an overwhelming responsibility. Her assets existed but
lacked direction, and more importantly, she lacked financial control and confidence in managing
them herself. We helped Nidhi bring structure to her finances: her nearly z2 crore in fixed deposits

was strategically aligned towards her daughters' higher education, while z4 lakh in monthly rental

income was channelised into a long-term wealth-creation plan covering future needs such as
marriage, retirement and healthcare. We also ensured comprehensive health protection,
safeguarding her core wealth from unexpected medical expenses that could otherwise derail her
plans. Today, Nidhi has clarity, visibility and confidence about her financial future—the same money
that once felt uncertain now has a clear purpose.

GAURAV R. LUTHRA, Agra

From Confusion to Financial Confidence. We worked with a client who was earning well but lacked
financial clarity. Her investments were scattered, her goals were undefined, and most decisions were
focused on the short term. Despite having a stable income, she had little sense of control or direction.
We began by identifying her key priorities—her children’s education, home security, and retirement.
Based on these goals, we created a structured financial plan supported by disciplined SIPs, a
dedicated emergency fund, and a streamlined portfolio with better asset allocation. Over time, the
approach brought greater stability, clarity, and growth. Today, her finances are well organised, her
goals are on track, and she feels confident about her financial future. Her journey reinforces a simple
truth: financial well-being is not just about how much you earn, but how effectively you plan, invest,
and stay disciplined.

GHANSHYAM DAS GUJRATI, Varanasi

For the last five years, Mr. Brajesh Gujrati of Varanasi has consistently trusted the power of Systematic
Investment Plans. Through disciplined investing and regular contributions, he has stayed committed
to his long-term financial goals without being distracted by market fluctuations. As his financial
advisor, | have helped him maintain a well-balanced SIP portfolio aligned with his objectives and risk
profile. Today, Mr. Gujrati invests approximately 2,00,000 per month through SIPs, demonstrating

how consistency and patience can play a significant role in long-term wealth creation. His journey
reflects what disciplined, goal-based investing looks like in practice—steady contributions,
unwavering focus, and trust in the process rather than reaction to short-term market noise, resulting
in meaningful, compounding growth over time. — Ghanshyam Das Guijrati, Financial Advisor,
Varanasi

GIRINDRA NARAYAN GHOSH, Cuttack

In 2005, a client wished to gift her newborn grandson a small investment. Instead of a traditional FD, |
suggested an MF Children's Plan - a new concept at the time. She agreed, and years later, |
encouraged the child's parents to start an SIP in the same fund for both their children. What began as
a small gesture grew into a well-structured education fund. In 2018, the elder son secured admission
to B.Tech at SRM University, Chennai, and the fund comfortably covered his annual fees through
planned redemptions. In 2023, the younger son also joined the same university, with his course fully
funded from the investment. That single decision in 2005 has now financed two engineering degrees
- atrue testament to disciplined, long-term investing.

GIRISH KHANDELWAL, Chennai

From a Six-Digit Salary to a Peaceful Night's Sleep Three years ago, we conducted a Financial
Wellness Workshop for the Assistant General Manager group of a leading automobile company. One
interaction stayed with us: a General Manager earning a comfortable six-digit monthly salary had
practically nothing left by month-end, with EMIs, school fees and expenses consuming most of his
income. Rather than immediately suggesting a product, we ran a comprehensive Financial Health
Check-up and found several cash-flow leakages, including a loan against a second property that was
generating far lower returns than its interest cost. We suggested selling the property, clearing the
liability and redirecting the surplus towards retirement, encouraging him to discuss it openly with his
family first. Two years later, we learned he had taken that difficult decision.
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GOPAL BANIK, Kolkata

Mr. Rajesh Sharma started a SIP 10 years ago with a dream—to give his daughter a wedding and a
secure future. He invested regularly, with discipline and patience. Just when the SIP completed nine
years, his daughter’s wedding date was finalised. He decided to redeem the investment. By then, the
value of his SIP and returns generated had grown far beyond his expectations. It was more than
enhough to plan a wedding without financial stress. Mr. Sharma was overjoyed and thanked his
distributor for guiding him in the right direction. As he expressed it, “SIP ne sirf paise nahi, balki meri
beti ke sapno ko sach kar diya. Thank you for being my true financial partner!” His journey shows how
disciplined investing can turn along-term financial goal into reality.

GURDEESH BHALLA, Panchkula

From gardening work and limited income to achieving life-changing milestones, Mr Suresh's story is
a testament to the power of discipline. A few years ago, he came to me with a simple yet profound
goal- to secure his future and fulfil his family's dreams. We started small, with just 1,000 per month.

The amount was modest, but his trust and commitment were immense. Month after month, without
fail, he continued investing. Today, he proudly owns his own home, celebrated his daughter's
wedding with joy and dignity, and accomplished it all without a single loan. This is the power of
consistency. As | guided and planned alongside him, the real credit belongs to Mr Suresh for his
patience, dedication, and beliefin the process.

GURURAJ B PISE, Dharwad

Pavan is one of my clients. He was earning well and had been investing for many years, but | realised
he was investing without a proper plan. He had different investments in different places, but was not
clear about why he had made them or whether they were helping him achieve his goals. | told him,
“Let us first understand where you want to go, and then decide what to do with your money.” We
discussed his children’s future, retirement, family needs and other goals. We also reviewed his
existing investments and brought them into a more organised plan. Over time, Pavan became more
confident and stopped worrying about every market movement. For me, that is the real meaning of
financial planning—giving your money a clear direction.

HAARDIK NAYAK, Navsari

Beacon Group of Companies, a leading diagnostic firm with a 36-year legacy and national
recoghnition, had never actively invested in mutual funds. Its co-founder, also a personal friend, once
travelled with us by train, during which we discussed how strategic mutual fund investments could
help an SME meet its long-term financial goals. That simple conversation gradually grew into a
structured investment approach. Over the next five to seven years, the company built a substantial
corpus through a disciplined Corporate SIF, which eventually helped fund the buyback of a few
partners, a key strategic objective. This became a significant milestone in the company's journey.
Later, while receiving a prestigious Business Leadership Award, the promoter graciously
acknowledged our contribution, a true example of how disciplined investing supports strategic
business goals.

HARISH NAGANNA, Pune

One of my clients aspired to buy a 2 BHK flat in Pune - but without taking a loan. Instead, he chose
disciplined investing through MF SIPS, trusting long-term growth over EMIs. Surprisingly, the Covid
pandemic became an opportu-nity to save more, accelerating his progress. Over 10 years, his SIPs
not only built the required corpus but also covered major expenses like his daughter's education,
home maintenance, furniture, and a housewarming. Now, with just 15 lakh left under a construction-
linked plan, he's confident his MF portfolio will fully cover it.
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HARWINDER SINGH CFP, Chandigarh

In 2019, Mr Sharma approached us with 12 lakh in savings and a strong desire to secure his family's
financial future. With limited experience in structured financial planning, we developed a
personalised, goal-based strategy aligned with his risk profile. He began investing consistently
through SIPs in diversified equity MFs. Through regular portfolio reviews, timely rebalancing, and a
disciplined approach, his investments benefited from the power of compounding. By 2025, his
portfolio had grownto over 1 crore.

HEMANT KUMAR AGARWAL, Najibabad

T~ 7]l A Real-Life Example: How Loan Against Securities Helped in a Medical Emergency. One of my
' mutual fund investors faced a sudden medical emergency when a close family member needed
immediate hospitalisation. The expenses were urgent, but redeeming long-term mutual fund
investments would have disrupted his financial goals and created tax implications. Instead, | guided
him to take a Loan Against Securities (LAS) using his mutual fund units as collateral. The loan was
processed quickly, providing the funds needed for treatment while his investments stayed intact and
continued participating in market growth. Once the situation stabilised, he repaid the loan in a
planned manner without compromising his long-term wealth creation. Lesson: in financial
emergencies, a Loan Against Securities offers timely liquidity while keeping long-term investments
untouched.

JAY KAMLESHKUMAR SHUKLA, Surat

One of my clients, who works in the IT sector, faced a sector-specific recession last year. He was given
two options: step down from his designation with a salary cut or resign from the job. Because of the
proper investment planning and disciplined approach he had followed over the past few years, |
advised him to resign and take a sabbatical. We were able to meet his monthly expenses through a
Systematic Withdrawal Plan (SWP) from his existing investment portfolio. This experience showed
him the real value of financial planning. Instead of being forced into a difficult career decision because
offinancial pressure, he had the confidence and flexibility to take a break and decide his next step.

JAYARAJ KADAM, Bangalore

| have been a client of Mr. Kadam for over 16 years and have benefited immensely from his experience
and expertise in the investment space. Over the years, his advice has evolved alongside my personal
growth, changing priorities and family needs, helping me build and maintain a well-balanced
portfolio for my family's future. From planning for my retirement to securing my children's education,
he has consistently guided me with a clear understanding of my needs, lifestyle and ability to invest,
always in a thoughtful, practical and tailored manner. More than just a financial advisor, Mr. Kadam
has been a trusted sounding board and mentor. | value his judgement implicitly and appreciate that
he has always advised me responsibly, never pushing me to invest beyond my means.

JEET LAL PRAJAPATI, Gorakhpur

A Father's Dream, One Year, and the Power of Financial Planning

Sometimes the biggest financial goals come with the shortest timelines. In 2025, we met Dr. Bedi
Yadav, who, apart from a few small insurance policies, had no structured investment plan. His
immediate goal was arranging about 215 lakh for his son's MBBS education in 2026. With barely a

year available, this was a challenge. After reviewing his finances, we created a goal-based plan,
streamlining his SIPs and reorganising scattered investments around this goal. By July 2026, the
target was achieved and the funds redeemed for his son's education. Dr. Yadav later asked us to plan
future goals the same way, so their journey stays smooth. For us, this was a reminder that investing's
purpose is being ready when life needs the money.
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KISHOR KALE, Mumbai

From Loss to Financial Confidence In 2014—15, Leena Surve was introduced to me at one of the most
difficult moments of her life. During a family vacation to Kashmir, her husband Prasad, who worked
with the Indian Railways, tragically passed away following a massive heart attack, and Leena
subsequently received financial benefits including provident fund proceeds. As a schoolteacher and
mother, her immediate priority was securing her family's future, so we started by understanding her
circumstances, goals and responsibilities, and carefully invested the proceeds through a structured
portfolio with appropriate asset allocation. The real journey, however, was in the years that
followed—regular reviews, continuous monitoring, disciplined rebalancing and, most importantly,
helping her remain committed through market cycles. Today, that portfolio has grown to over z1

crore, and more importantly.

KK PANDEY, Ghaziabad

Investment Using SIP Mr. Sharma, a 35-year-old IT professional from Mumbai, was initially sceptical
about mutual funds. However, in 2010, after attending a financial literacy seminar, he decided to take
the plunge and started investing in a well-diversified equity mutual fund through a Systematic
Investment Plan. He began with just 25,000 a month, and over the years, though the markets went
through various ups and downs, he remained committed to his SIP. By 2020, his investment of 26 lakh
had grown to over 215 lakh, a remarkable 150% return in just ten years. The power of compounding
combined with the discipline of regular investing made this possible. It's worth noting that not
everyone will get the same return from a mutual fund SIP, as returns depend on market conditions.

KRISHNA KUNDA, Hyderabad

As a Mutual Fund Distributor, | started my SIP journey in July 2024. Since then, several investors who
had once stopped investing have restarted, encouraged by the good returns SIPs have generated.
Even those who had left the market are returning with renewed confidence, and many are now
| | investing steadily every month. What stands out most is those who resumed have earned solid
returns. Even more encouraging is that children in these families are also beginning to invest,
learning the value of discipline and long-term planning early in life. This shift reflects a growing
awareness that consistent, patient investing—rather than reacting to short-term market moves—is
whattruly builds wealth over time, and it motivates me to keep guiding more investors.

KUDBUDEEN AJMAL, Madurai

Mr Saravanan, an electrical trader from my hometown, was concerned about funding the future
marriage expenses of his three daughters. Six years ago, we set a clear financial goal, estimating the
future cost by factoring in inflation and aiming for an expected return of 15%. We implemented a
disciplined SIP strategy in carefully selected top-performing mutual funds, with timely portfolio
rebalancing to manage risk and optimise growth. Today, we have successfully built a corpus of over
50 lakh for his eldest daughter's wedding. Pleased with the outcome, Mr Saravanan has adopted the
same investment strategy for his other two daughters.

KUNAL CHOPRA, Kolkata

A middle-class investor came to me looking for secured returns that could be better than an FD. After
understanding his requirement, | proposed a multi-asset allocation fund as an option suited to his
objective. He invested and remained invested. Over time, he received good returns, which
strengthened his confidence in the approach and the guidance he had received. The outcome went
beyond the investment itself. Satisfied with the experience, he gave me a reference and eventually
became a permanent client. For me, this journey reflects the value of understanding an investor’s
needs, suggesting an appropriate investment approach and building trust through the experience.

A successful client relationship is not created only by numbers; it is built when the investor feels
confident aboutthe guidance and chooses to continue the journey.
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LAKSHMIPATHI YELAM, Bangalore

Beyond the Noise: From Information to Direction A client once approached me after an Instagram
post and a YouTube video convinced him he needed a higher allocation to debt funds. His concern
was genuine, but he had never viewed his entire financial picture in one place. When we reviewed his
investments, we found significant existing debt exposure through his EPF, PPF and a few endowment
insurance policies—what looked like a lack of debt allocation online was quite different once his
complete portfolio was considered. We prepared his Net Worth Statement and mapped his asset
allocation using ratios and graphs, letting him see his finances clearly for the first time. This revealed
that while his portfolio was conservative, it was unlikely to beat inflation long-term.

LATHA THIRUGANAM, Bangalore

One of my long-standing clients referred me to her cousin, who was approaching retirement and
wanted clarity about her financial preparedness. Although the family had accumulated sufficient
assets, their investments were scattered across different products, making it difficult to understand
whether their retirement needs would be met. We consolidated and reviewed all their investments,
giving them a clear picture of their financial position. After understanding their retirement
requirements, future cash-flow needs and risk profile, | suggested an appropriate asset-allocation
strategy. Through detailed conversations, periodic reviews and patient explanations, their
uncertainty gradually turned into confidence. Today, they feel comfortable with their investment
structure and better prepared to enter retirement with clarity and peace of mind.

MAHESH GOKULDAS GATTANI, Amravati

I have been investing through Mahesh Bhai Gattani since 1994. | am a South Indian who used torun a
canteen in the State Transport Department, and | started with small mutual fund investments for
dividends. | once invested a large sum with private parties for higher returns and lost it all. When | was
completely broken, the mutual fund dividend saved me. My children's entire education happened
only because of that dividend, which never let my family suffer. Though | have since moved back to
Udupi, Karnataka, my investments remain with Mahesh Bhai in Amravati. Even today, my household
runs smoothly because of these dividends. | lost money elsewhere but gained only through mutual
funds, and | am happy after thirty years invested. My son invests through him too.

MANINDRA KUMAR SINGH, Kolkata

"’*NJ Mr. Subhankar, the long-time driver of my client, once requested a salary increment. Instead of giving

itto him directly, my client decided to invest the additional amount as a SIP in Subhankar's name. The
SIP continued at 21,000 per month for the first two years, was later increased to 2,000, and eventually
to 25,000 per month. Over the next five to six years, this disciplined investment created a meaningful
corpus for Subhankar, who also gained a clear understanding of SIPs, the power of regular investing
and the importance of starting early. What began as a simple salary increment gradually became a
habit of saving and investing, giving Subhankar greater financial confidence and security for his
future—an example of how thoughtful guidance can turn even a small.

MANISH MAHESHBHAI VYAS, Surat

For more than a decade, Manish Vyas has been my trusted financial planner. When we first met in
2015, | had little exposure to mutual funds and no disciplined approach to saving and investing. His
detailed discussions encouraged me to think beyond immediate needs, define my life goals and
adopt a structured financial plan. What sets Manish apart is his consultative approach—he patiently
explains the reasoning behind every recommendation without ever resorting to pressure or hard
selling. His in-depth market knowledge and understanding of diverse investment instruments have
consistently inspired confidence, and | have never regretted following his advice, even through
periods of significant market volatility. | sincerely thank Manish for transforming me from a financially
naive individual into a disciplined investor.
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MANOJ MUNOT, Pune

The maost rewarding part of being a Mutual Fund Distributor isn't watching portfolios grow—it's
watching investors grow. In 2011, a client walked into my office believing Fixed Depaosits were the
only safe investment; putting just 5,000 into a mutual fund felt like a significant risk to him. Instead of

chasing quick returns, we focused on discipline, patience and staying invested through every market
cycle. Over the years, he gained confidence, embraced diversification and trusted the power of long-
term investing. Today, that small beginning has grown into a well-diversified portfolio worth a few
crores. His biggest investment wasn't z5,000—it was the trust he placed in the process. Wealth isn't

built overnight; it's built by staying committed when others give up. That is the true power of
disciplined, patient investing overtime.

MEET SHAH, Gandhinagar

From 800 a Month to His Own Roof Financial success isn't always about earning a big

income—sometimes it's simply about saving regularly and staying disciplined. One of my clients
works as a daily-wage labourer, mainly doing concrete work for house ceilings, with limited and
irregular income. Despite this, he wanted a better future for his family, so we started a simple SIP of
just 2800 a month, and he never stopped investing. Over the next six years, his SIP grew to around z1
lakh—a big achievement for someone with such a modest income. The best part was what he did
with that money: he used it to build the ceiling of his own house. Every day he worked on ceilings for
other people's homes, and this time.

MOHAN AGARWAL, Kolkata

At a family dinner, my client Amit found himself surrounded by investment opinions—one relative
celebrating a stock that had doubled, another excited about the 'next multibagger,' and someone else
predicting a crash. The next morning, Amit called and asked if he should change his investments. |
reminded him why we had started investing towards his long-term goals and suggested he stay
disciplined rather than react to short-term noise. He followed the advice and continued as planned.
Six months later, the much-discussed stock had fallen sharply, while Amit's portfolio kept moving
steadily towards his goals. Recently, he called again, not with a question this time but with a smile,
saying, 'I'm glad | listened to you.' His story reinforced something | have seen repeatedly.

MOHIT GUPTA, Lucknow

A Goal Plannedin 2012. A Dream Achieved in 2026. In 2012, one of our investors started a goal-based
investment journey with us, with a clear dream—to provide his son with the best possible higher
education abroad. What began as a long-term plan slowly turned into reality. In 2021, his son
travelled to the US for his Graduation, and in 2026, he successfully completed his Post Graduation.

It was about having a clear goal, starting early, staying consistent and remaining committed to the
plan. Our role was to continuously handhold the family, review the investments and keep the strategy
aligned with the goal. A 14-year journey. One well-defined goal. Consistent investing. And a dream
fulfilled. That’s the true power of Goal-Based Investing.

MOHIT KUMARR ARORA, Bathinda

Beyond Algorithms: When a Financial Adviser Became Family. When Rajeev Sharma died in an
accident, his homemaker wife, Meera, and their two minor children faced sudden financial
uncertainty. Years earlier, | had helped Rajeev build a 45,000 monthly SIP that grew to $40.35 lakh,

secure 1.5 crore term insurance and 50 lakh accident cover, maintain health insurance, and

prepare a will. After his death, advice turned into action. | supported Meera through hospital
reimbursements, insurance claims, property transfer, and settling the home loan, car loan, and credit
card dues. | then restructured the corpus to fund household expenses through an SWP and both
children's education. Today, their daughter is a physiotherapist abroad, and their son studies
engineering. Technology can inform, but only human care truly supports a grieving family.
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MRIGENDRA MISHRA, Ranchi

After a long and successful career at a major organization, a senior executive was just a few months
away from his retirement. Everything was going smoothly until his boss asked him for an unethical
favor regarding a company matter.He quietly avoided the request, hoping it would drop. He looked
his boss in the eye and gave a relaxed response. You can delay the benefits, he said safely. Over the
last twenty years, | have built an investment portfolio that is three to four times larger than my
retirement payout. Your guidance over the last twenty years did not just grow my wealth—it gave me
the ultimate freedom to choose my conscience over a paycheck. That’s real freedom and happiness.

MUKESH P PATEL, Anand

Investor Success Story: A Doctor Who Made Money Work for Him We first met this doctor in 2010 at
one of our Investor Awareness Meetings and stayed connected, regularly discussing financial
planning. He began his mutual fund journey only in 2016, with a SIP of 60,000 per month. As his
income grew, he increased his SIP every year, and today, in August 2026, he invests 5,00,000
monthly. In just 11.5 years, he is on track to achieve his retirement goal—by January 2028, at age 55,
his portfolio is expected to reach around 10 crore, after which he plans to stop his SIP and generate
income through a Systematic Withdrawal Plan. He often says his only regret is not starting in 2010, as
six earlier years would have meant far greater.

N KRISHNA ANAND, Kochi

Client Success Story by VC N Krishna Anand, Kochi. In 2010, Vijayan, a 28-year-old software
engineer hailing from Idukki, approached me and started a modest SIP of 15,000 per month in a

diversified equity mutual fund. He had just got married and wanted to build a corpus for his future
home and his children’s education, but stock market volatility made him nervous about lump-sum
investing especially post the 2008 meltdown. | suggested Step up SIPs — a disciplined way to invest
small amounts regularly, regardless of market ups and downs. Today, Vijayan is comfortably
planning to fund his daughter’s higher education in Law and soon will make a down payment on his
dream home — all without touching his emergency savings.

NARENDRA MOHAN AGARWAL, Patna

During a sharp market correction, one of our long-term clients called with a clear instruction: 'Redeem
everything.' The falling value of his portfolio had made him anxious, and exiting equities felt like the
safest choice. Instead of discussing returns, we revisited his financial goals, investment horizon and
the purpose behind his portfolio. Understanding the long-term implications, he decided to stay
invested and continue his SIPs. As markets recovered over time, so did his portfolio—but the bigger
success was the shift in his investing behaviour. He learned to see volatility as part of the journey
rather than a reason to abandon the plan. Today his portfolio remains aligned with his long-term
goals, supported by disciplined investing and periodic reviews. The experience reminded us that an
advisor's greatest contribution is sometimes simply.

NARESH KUMAR VERMA, Noida

In my journey as a financial advisor, | have learned that managing money is easy—managing
emotions is the real responsibility. Two valued clients once shifted their investments to direct online
platforms to save a small brokerage amount, and | respected their decision. Over the next two years,
they faced what many investors experience during volatility—confusion, frequent switching, chasing
recent performers, and anxiety without a trusted advisor to guide them. As the saying goes, a person
either learns from others' advice or stumbles and learns the hard way themselves. After two years,
both clients returned, not only with their own portfolios but also those of their children, spouses and
elderly parents. One elderly couple later even included my contact details in their Will.
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NIKHIL NAIK, Mumbai

From Uncertainty to Financial Growth: A Real Investor's Journey Like many cautious savers, Jyoti
Shankar, a 44-year-old MNC professional, had previously kept his savings strictly in traditional fixed
deposits. As inflation climbed, he realised these conservative returns would fall short of his primary
goal: securing a substantial corpus for his child's higher education. Seeking clarity, he partnered with
us 12 years ago, and we structured a personalised, goal-linked roadmap, starting automated
monthly SIPs across a well-diversified mutual fund portfolio and stepping up contributions alongside
his career growth. Navigating multiple market cycles over the past decade, regular portfolio reviews
helped him stay invested rather than panic-selling during downturns. Today, his disciplined approach
has built a robust fund, putting his child's academic aspirations securely within reach.

NITIN AGARWAL, Jhunjhunu

§ "ﬂd Start securing your child's future from day one—don't wait for the 'perfect time'; let time and discipline
0 m“ work in your favour. By investing regularly in NiftyBees, GoldBees and SilverBees, you create a
. strong, diversified base for long-term wealth: NiftyBees captures India's growth, while GoldBees and
SilverBees provide stability during uncertain phases. Along with consistent SIPs, a smart approach
can further enhance returns by gradually reducing your average cost—booking partial profits when
ETFs reach higher levels, and reinvesting at lower prices during corrections to improve your overall
buying average. This disciplined cycle, done carefully, can optimise long-term gains. Starting early
unlocks the true power of compounding, turning small investments into meaningful wealth over time.
It isn't just about education—it's about giving your child financial security and freedom, so stay
consistent.

NITIN BANSAL, New Delhi

Neha Singh, a 39-year-old working professional with Airtel, wanted to build wealth for her daughter's
education and her family's future. She had been saving in a bank account but was unhappy with the
low returns. After understanding her goals and risk profile, | guided her to start a Systematic
Investment Plan across three different mutual funds, beginning with a monthly SIP of 220,000 and

continuing with discipline through market ups and downs. Over the last three years, her investment
grew steadily thanks to the power of compounding and regular investing. Today, Nehafeels confident
that she is moving closer to her financial goals, and is happy that she started early and stayed
invested. Her journey shows that patience, consistency and proper financial guidance can help
create long-term wealth through mutual.

NITIN BHAGWATPRASAD RATHI, Jalna

| have been associated with Rathi Finserv for my investments, and my experience has been very
good. From the beginning, | have received proper guidance and support whenever | needed it.
Whenever | had any doubts regarding my investments, the team explained everything to me in a very
simple and clear manner. What | appreciate the most is their personal attention and the way they stay
connected with me regarding my investments.

Over the years, this support has helped me understand my investments better and has given me
confidence in my investment journey. | am happy with the service and guidance | have received from
Rathi Finserv and would like to thank the entire team for their continuous support and assistance.

NITIN JAIN, New Delhi

A Father's Peace of Mind Some client relationships stay with us long after the paperwork is signed,
and Mr. Jain's is one of them. He came to NG Prime Wealth LLP in 2016-17, carrying years of
traditional insurance investments returning barely 4-5%, never enough to comfortably see his
children through education, marriage and himself into retirement once real inflation was factored in.
We designed a goal-based plan around what mattered most to him: his children's future and his own
peace of mind. Since then, both children have completed their education, and his daughter's
wedding was fully funded from the corpus we built for him—z3 crore withdrawn without a second

thought or a single compromise elsewhere. His son's marriage and his own retirement are next on the
horizon
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OM PRAKASH, New Delhi

Rohan started his career with a regular salary, ordinary responsibilities and simple dreams—a
comfortable home, a good education for his children, and a peaceful retirement. He wasn't an expert
in markets; he simply started investing a small amount every month and continued as | guided him.
Markets rose and fell, news changed, governments changed, and there were crises, recoveries and
periods when everyone around him seemed worried. But he remained patient, and as his income
grew, he gradually increased his investments, avoiding the temptation to chase quick returns and
instead giving his money the most important ingredient—time. Years later, the small investments that
once looked insignificant had grown into meaningful wealth. Nothing extraordinary happened when
he started; what made his journey extraordinary was his consistency.

OPINDERR JAIN, Hyderabad

The Gen Z Girl Who Didn't Want Financial Planning She was a Gen Z professional earning 50 lakh a

year, from a well-settled family with no liabilities, and every rupee meant for herself. She questioned
every number and initially saw no reason for financial planning. So instead of selling wealth creation, |
asked about her dreams. She shared one: a solo trip to Switzerland, already planned down to places,
dates and a 4 lakh budget. | simply asked, 'Shouldn't your first solo trip, funded by your own
earnings, be unforgettable?' That changed everything—we upgraded the dream to business-class
flights and a premium stay. Then came her real question: 'How do | make this happen?' That was the
turning point. We started a SIP aligned to her travel goal.

OVISHEK CHOWDHURY, Silliguri

The Power of Trust, Experience and Mutual Fund Investing A few years back, | wrote about helping
streamline the haphazard investments of an investor then in his mid-50s, working as a Zonal Head in
the FMCG industry. Over the last seven years, he has trusted us with his hard-earned money and
experienced firsthand the benefits of disciplined mutual fund investing, becoming a strong
ambassador of our services today. What makes us even happier is that a couple of his retired friends
are now patrticipating significantly in mutual funds for the first time, gradually shifting part of their
retirement corpus from traditional avenues towards mutual funds with a better understanding of asset
allocation and long-term wealth management. For us, this is more than business—the greatest
endorsementis when a satisfied investor.

P VENKATESAN, Chennai

In 2010, a small shopkeeper took a modest first step toward financial freedom by starting a SIP of just
z500 per month. Initially risk-averse, he gradually built market confidence through continuous

investor education and guidance on equity markets. Over the years, consistent, disciplined investing
transformed that modest beginning into a thriving portfolio now valued at z2.75 crore. What makes
his achievement truly stand out is liquidity and peace of mind: while his two brothers accumulated
wealth mainly in cash, physical gold and real estate, his entire 72.75 crore remains fully tax-compliant,
transparent and completely liquid, available whenever he needs it. Today, he stands as proof of how
patient guidance, financial literacy and simple SIPs can outperform traditional wealth habits, creating
true.

PARESH SHAH, Mumbai

Some client relationships begin with a financial conversation. Some become a story you carry with
youfor life. I first met one of my clients in 2000, when he was working with a pharmaceutical company.
His dreams were simple, yet deeply meaningful: he wanted to fund his two children’s higher
education abroad, give them grand weddings, and build a retirement that was comfortable, dignified,
andfinancially independent. For me, this is not merely a number or an investment success story.

It is a reminder that true wealth creation is about preparing for life’s milestones—and being there
when those milestones finally arrive.
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PARIZAD YEZDI DARUVALA, Nagpur

My client, Mr. Jamshed Mehta, once told me something that stayed with me: if | had not been there to
guide him, he would never have managed to save the amount he now has set aside for his pension. It
was a simple statement, but it captured what disciplined financial guidance can achieve for someone
who might otherwise have kept postponing the decision to save consistently. Left on his own, he
admits he would likely have spent rather than saved, without a clear plan or the regular nudges
needed to stay on track. With consistent guidance, he built a retirement corpus that now gives him
genuine financial comfort in his later years. His words remain one of the most rewarding forms of
feedback I have received as an advisor.

PARTH VIRAJ UDESHI, Kolkata

g At just 25, Harsh had a stable job, ambitious dreams and a challenge common to many young
professionals—uncertainty about where and how to invest his savings. Like many peers, he believed
investing was complicated and meant only for those with deep market knowledge; he wanted to save
but lacked direction to make his money work for him. When we first spoke, my focus wasn't on
convincing him to invest but on helping him understand the value of starting early. Through detailed
discussions about his goals, risk appetite and future aspirations, | helped him see investing as a
journey rather than a gamble. With the right guidance, Harsh took his first step, developing financial
discipline and confidence as his investments grew steadily.

PARTHA PRATIM CHATTOPADHYAY, Bagnan

| am Sansitabrata Mukherjee from Bagnan; my investment journey began around 2008. | started with
just a few SIPs, and over time, as my market knowledge grew and | adopted a disciplined approach
largely learned from Partha, my confidence increased. Through market downturns over this long
journey, | never lost confidence, thanks to this discipline and proper asset allocation. As | approach
retirement, | realise these two elements are essential for an investor's success, and | learned both
from Partha, who also helped me with timely decisions, prompt action and portfolio shifts. His
contribution to my investment success is undeniable, and | have become a strong advocate for
mutual funds because of him, recommending them to family and friends. | believe there's no better
option for future savings.

PAWAN AGARWAL, Kolkata

When 43-year-old business owner Mr Rajeev Mehta approached us, his finances were scattered
multiple insurance policies, uncoordinated SIPS, and no clear financial direction. Although he earned
well, he lacked confidence about his family's future. We started with a comprehensive financial plan,
consolidating his investments and aligning them with defined goals: his children's education,
retirement planning, and legacy creation. With disciplined execution and regular reviews, Rajeev
began to feel more in control. Within two years, he achieved clarity and confidence, with a structured
portfolio worth 5 crore. More importantly, he gained peace of mind, knowing his family's future is

secure. His words continue to inspire us: "For the first time, my money has a purpose.

PINAKI ACHARYYA, Shillong

Mrs. Choudhury was working as an assistant teacher at a school but had no pension benefit. When |
met her and advised she start saving to build a retirement corpus, she wasn' initially interested,
believing her family was already financially secure because her husband held a government job. After
several discussions, she finally decided to start a monthly SIP of 10,000 in an equity-oriented

retirement fund, and remained disciplined for 15 years. During this period, her daughter got married
and moved abroad, and sadly her husband passed away, leaving her living alone. But her
investments had grown to 60 lakh, now providing a monthly pension-like income of z40,000. She is

how financially independent and no longer needs to depend on anyone else for her regular financial
needs.
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PRADIP DEY, Guwahati

When | first pitched Daily SIPs to the business community, most raised an eyebrow, saying returns
were almost the same whether daily or monthly—and mathematically, they weren't wrong. But
numbers alone don't tell the whole story. What | was really selling wasn't a return difference, it was
ease: investing in roughly 22 small instalments a month instead of one lump sum fit naturally into how
business owners actually manage cash flow, with no pressure and no big decisions, just quiet,
consistent discipline. Clients began splitting between debt and equity, some parking money for
short-term goals and others building long-term wealth through this same convenient rhythm. Slowly,
hesitant first-timers became regular investors—ticket sizes were small initially, but as trust grew, so
did the volumes.

PRAMOD SARAF, Indore

Mr. SG, our NRI client, wanted to invest in India but was uncomfortable converting his US dollars to rupees
due to depreciation risk and complicated taxation. He had been investing regularly in Indian mutual funds,
but the interplay between Indian and US tax regulations was confusing, and he was considering exiting
altogether. We explained that India now offers options to invest without converting USD to INR, through the
GIFT City ecosystem, where NRIs can invest in Indian products like mutual funds, PMS and AlFs entirely in
US dollars. Since the money isn't invested in rupees, Indian income tax requirements don't apply to these
investments. Mr. SG was delighted to learn this and was finally able to invest in his preferred Indian market
products while fully addressing his concerns around currency.

PRANESH NAGARAJAN, Tiruvannamalai

Happiness is seeing a client move into their dream home without any debt - and we are proud to have
played a small part in that journey. Nearly 50% of the house was funded through MF redemptions,
made possible by our client's disciplined approach of investing regularly through SIPs and
lumpsums over the years. With this goal achieved, their focus now is on building wealth further to
meet upcoming milestones such as children's education, retirement, and long-term wealth creation.
This success story highlights how mapping financial goals through Mutual Funds can make a
significant difference for investors. We look forward to guiding and working with more such
determined investorsin the future.

PRASAD SHETTY, Mumbai

"A client in her early fifties was living in India with her three children, while her husband worked
abroad. When she developed a health condition and had to be hospitalised, we expected a call
regarding her insurance claim or finances.But the call was different.She simply asked, “Can
someone from your team be with me at the hospital?”That question meant more to us than any
investment milestone ever could.For the next three days, my team and | stayed by her
side—speaking with doctors, helping her navigate decisions and ensuring someone from our office
was available when needed.The experience reminded me why | am proud of this
profession.Financial planning may begin with money, but its greatest success is earning a place of
trustin someone’s life."

PRAVEEN KUMAR JAIN, Agra

Praveen Jain sees wealth creation as more than numbers on a statement—it is about building a
legacy that can benefit the next generation. One such journey was that of 'Rajesh Mehta' (name
changed), a 52-year-old businessman who had spent decades building his business but never
created a structured investment plan for his family. His goal was simple: ensure the wealth he had
worked hard to build would continue supporting his children and grandchildren. Praveen helped him
organise his investments around long-term family goals, retirement needs and succession planning,
while encouraging disciplined investing and periodic reviews along the way. Over time, Rajesh began
viewing his investments not merely as savings but as a financial legacy to be passed on thoughtfully.
For Praveen, this journey reflects his broader philosophy.
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PREETAM AMRUT MUTHA, Pune

Every successful investment journey comes with trust, discipline and a clear financial vision. One of
my clients came to me wanting to secure his family's future and build wealth over the long term. After
learning about his financial goals, risk tolerance and investment horizon, we developed a
personalised strategy through systematic investing. He remained committed to this approach
through every market up and down, supported by timely reviews and feedback. Over time, his
portfolio has steadily grown, moving him closer to his life targets, including his children's education,
wealth creation and his own retirement. This journey reinforces that wealth isn't built by predicting
markets, but by being a disciplined and patient investor who stays the course regardless of short-
termvolatility.

PRIYESH SAMPAT, Mumbai

In 2017, a recently widowed lady was referred to our firm, facing an uncertain future with two
unmarried children, limited financial literacy and a z1 crore corpus after her husband's sudden death.

During our initial consultation, an ex-banking Relationship Manager acting as a distant family friend
attempted to intercept the strategy, demanding the 'highest possible returns' without regard for
capital protection or upcoming life milestones. We politely but firmly stood our ground, since our
approach to wealth management is holistic, not transactional, focused on structural longevity rather
than short-term noise, specifically securing this family's surviving years between 2027 and 2057.
Nearly a decade later, through rigorous risk management and an investor-first approach, the family's
position has been transformed: the core portfolio has grown to nearly 3 crore.

PUJA LUTHRA, Agra

In 2018, we reviewed a client's business finances and found a significant amount lying idle in his
current account. Instead of letting it remain unproductive, we gradually deployed these funds into
liquid and arbitrage funds to ensure safety, liquidity and better utilisation. As market opportunities
emerged, we allocated a portion into balanced funds to participate in growth while managing risk.
This disciplined, consistent strategy transformed idle money into a meaningful wealth-creation
journey over time. Today the portfolio has grown to over 5 crore, generating annual returns above
10%. More importantly, returns from this corpus are now sufficient to comfortably cover the salary
expenses of one of his business departments. A simple shift—from idle funds to structured
investing—created long-term stability, growth and a reliable income stream for his business.

PURUSHOTTAM ROHIDAS BHATT, Mumbai

"Helping clients achieve financial security has been the most fulfilling part of my journey. | recall a
young couple who, through a tailored plan, successfully funded their child’s university education.
Another client introduced me to a relative saying, “He’s the backbone of our family.Our retirement
and household expenses are managed through his advice.” Moments like these reflect the trust
clients place in me. Many even say, “We wish we met you earlier.” Financial planning is more than
numbers—it's about guiding people toward stability, purpose, and peace of mind through every
stage of life.The experience reinforces the importance of aligning investments with clear goals, risk
capacity and a disciplined long-term approach. The lesson is clear."

RAHUL CHANDALIA, New Delhi

"This story is about how financial discipline reshaped an entire relationship with life. Two years ago,
his calendar was full of credit-card due dates. One card paid another. The amounts were small, but
the mental bandwidth was enormous. First, the cards went.Then came impulse buying. Slowly,
wanting was replaced by choosing, and his portfolio goal was set.He later became obsessed with
checking his portfolio. Eventually, the app was deleted. He understood that long-term wealth cannot
be built through daily anxiety.With his spouse, they consolidated scattered investments, monetised
unproductive physical assets and created a diversified portfolio. His SIP rose to 1 lakh a month and

savings crossed 70% of income.Last quarter, the portfolio crossed 1 crore. But the biggest
milestone was the change in his financial mindset."
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RAHUL HARJAI, Lucknow

From Overlap to True Growth Many DIY investors take charge of their wealth through fintech apps,
but investing without a roadmap often leads to blind spots. A DIY investor came to me while
managing his own portfolio through fintech platforms; it had become uncoordinated, carrying 85%
overlap across funds, resulting in duplicated risk rather than real diversification. We stepped back to
structure a goal-driven strategy: comprehensive risk profiling, clear categorisation of short-term and
long-term financial goals, and a purposefully rebalanced portfolio aligned to each milestone. Within
18 months, the portfolio was fully on track, and the investor achieved genuine peace of mind, going
on to refer friends and family to us. This experience reinforced a simple truth for us: when goals are
properly aligned, they drive better returns, and structure.

RAJA VARAPRASAD, Bangalore

One of my young investors started investing soon after beginning her employment in February 2017,
with a SIP of 18,000 per month. As her annual income increased, she gradually increased her SIP

contributions as well, staying consistent through every market cycle without pausing. Through
discipline, regular investing and the power of compounding, her portfolio has grownto z1 crorein just
about seven years, with total investments of less than 55 lakh—meaning compounding itself
contributed nearly half of her final corpus. She became a crorepati at a very young age, a wonderful
example of how starting early, staying consistent and increasing investments in line with rising
income can help young investors build substantial wealth over a relatively short period, without
needing an unusually high starting salary or aggressive risk-taking beyond.

RAJESH BANSAL, New Delhi

In 2011, at a casual get-together, my neighbour, an IT professional then 32, mentioned he wanted to
retire in 15 years and pursue his real passion. | told him the solution was simple: build a corpus that
could comfortably cover his family's regular needs. After detailed discussion, he started a monthly
SIP of 90,000—a stretch at the time—invested in a mix of aggressive equity funds, and stayed
disciplined through every market cycle. By August 2024, roughly 13 years later, his corpus had grown
to 6.52 crore. Elated, he asked how much monthly income this could generate; | explained that at a
conservative 7% annually, he could draw 3.80 lakh a month. By the end of 2024, he confidently quit

his job to pursue consultancy on his own terms.

RAJESH KUMAR JHA, Patna

In 2008, at the very beginning of my career, | met Dr Jha, a renowned surgeon in Patna. He started a
SIP of 50,000, and our first meeting proved invaluable. He openly shared his financial health, future

goals, and timelines, which helped me provide proper consultation. This transparency laid the
foundation of trust and encouraged me to seek referrals. Over time, | consistently educated him
about MFs, financial markets, and the importance of patience and persistence emphasising that
wealth creation is a long-term journey, not an overnight outcome. since then, | have been managing
his investments along with those of his family and referrals.

RAJESH KUMAR, Prayagraj

As a volatility coach, my mission is to help clients achieve financial freedom, especially after
retirement. A few months ago, | received a call from a client | hadn't met in six years, though we had
stayed in touch. He had started a SIP of 24,000 but never made a fresh investment after that.
Remarkably, his initial investment had grown manifold over time. To my surprise, he and his two sons
are now ready to invest more than 7 crore and are eager to begin a new financial journey with me. His
renewed confidence in my guidance and trust in my management is incredibly rewarding, especially
after such along gap with no active engagement. | look forward to guiding his family's investments as
we embark on this exciting new.
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RAJESH MISHRA, Jamshedpur

Transforming Financial Futures: A 22-Year Commitment to True Value When a long-term client first
came to us years ago, they weren't looking for another financial product—they were looking for
clarity. In an industry often focused on transactions, we chose a different path, focusing on
understanding their life goals, risk comfort and personal aspirations rather than rushing into sales.
We demystified the process, explaining not just where to invest but why, for how long and what risks
were involved, replacing confusion with education until an anxious investor became a confident
decision-maker. That client's portfolio didn't just grow; their financial independence took root, and
today the greatest testament to that relationship isn't the milestones on paper but the unprompted
referrals they continue to send our way.

RAJESH SARAWGI, Guwahati

In January 2006, Mr. Ashok, a salaried employee, began investing with a modest 500 SIP and

gradually increased it over time. Despite financial hurdles, he stayed disciplined, investing every
spare bonus and market dip into a long-term portfolio. Tragedy struck during COVID when he
suddenly passed away. In their grief, his wife and young son discovered the quiet legacy he had built:
an untouched portfolio worth over 75 lakh. Though relatives feared the paperwork would take long,

the amount was transferred within three weeks, giving the family immediate relief. His son then chose
to leave Bangalore and return to Assam, taking up his father's post to build on the savings. What
began as a humble 500 habit became a generational lifeline, proving quiet consistency can reshape

afamily's future.

RAJIB LOCHAN GHOSH, Kolkata

Letter of Recommendation: Mr. Mrinal Roy, retired Executive Director, Indian Oil Corporation After 35
years of service in a public sector organisation across various states, | retired in 2011 and settled
permanently in Kolkata with a substantial retirement corpus. Being a technical person, | had limited
knowledge of investments for sustaining my finances after retirement. Through a friend, | engaged
Mr. Rajib Lochan Ghosh to advise me and my family on investments, insurance and other financial
matters, and he created a diversified portfolio tailored to our needs. Even after retirement, | continued
working in assignments in India and abroad with substantial earnings, and Mr. Ghosh and his
organisation, Tistaa Finserve LLP, constantly guided our investments in mutual funds and other
products, ensuring consistent growth through market fluctuations.

RAJIV SHAH, Varanasi

"A few years ago, | met a client whose understanding of investment was centred around safety and
assured returns. He considered the maturity amount on an FD or investment certificate to be the
ultimate measure of success.| explained that looking only at the maturity amount is not enough.
Inflation reduces purchasing power, while compounding has the potential to grow wealth over the
long term.Slowly, he began to understand these concepts in the context of his own financial
goals.Over time, his investment approach changed significantly. Today, nearly 60% of his liquid
assets are invested in mutual funds.The real success is not just the change in asset allocation. ltis the
change in mindset—from focusing only on safety and maturity values to understanding inflation,
compounding and goal-based investing."

RAJIV SINGH, Mumbai

One of our most significant client relationships came from a large business family office with diverse
financial requirements across family members, businesses, individual goals and group-level
objectives. What made the engagement successful was our decision not to approach it as a
conventional investment mandate. We took time to understand the financial needs, priorities and
psychology of each family member, while also mapping the larger family and business objectives,
which helped us identify where requirements aligned, where they differed, and how each could be
addressed appropriately without conflict. Our solution was therefore not a single product but a well-
thought-out, customised strategy bringing together multiple financial solutions under one cohesive
approach, tailored specifically to the family's complex, layered needs. This engagement reinforced
our beliefthat truly effective wealth management for large.
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RAM KIRTI TRIPATHI, New Delhi

In September 2007, | guided a LIC employee to start a 5,000 monthly SIP in MFs, supplementing his

existing investments in LIC endowment plans. When markets began to correctin early 2008 - with his
portfolio dropping nearly 48% - he remained committed to his goal. Not only did he continue his SIR,
but he also increased his contributions and topped up during market iows. His patience and
consistency paid off. Today, he has built a substantial corpus, ensuring a secure retirement and
supporting his daughter's marriage - all without financial stress.

Six years ago, an educator approached us with a modest investment and the dream of owning her
own home. Through disciplined SIPs, a balanced asset allocation, and comprehensive health
insurance, we guided her through every stage even during the challenges of Covid, when income
was uncertain and markets volatile. She remained committed, weathered the downturns, and
steadily built her wealth. This year, she celebrated her housewarming, proudly introducing us to her
friends and family as if we were guests of honour. Withessing her achieve this milestone, knowing we
helped turn her vision into reality, is amaong our most fulfilling moments.

RAMAKRISHNAN V NAYAK, Chennai

When one of our clients, a dedicated schoolteacher, faced sudden disablement due to a road
accident, his family stood at a critical financial crossroads. Fortunately, his SIP investments and
emergency corpus - carefully structured during our planning sessions-provided a crucial safety net.
His daughter's education continued uninterrupted, and medical expenses were met without resorting
to loans or compromises. His wife once said, "We were shaken, but never shattered". For me, this
moment was more than a testament to financial planning; it was the fulfilment of a promise. With
discipline and clarity, his financial plan became their emotional anchor. Today, they are rebuilding
with resilience, their heads held high and their hearts full of hope.

RASHMI SHAH, Mumbai

My domestic help does not draw a salary—instead, she invests her entire earnings in mutual funds.
Over time, this discipline has helped her buy a house in Mumbai and get both her children married, all
without ever touching a lump sum from elsewhere. Whenever an emergency arises and money is
needed urgently, she knows she can rely on her savings rather than borrowing or worrying. She often
says she feels genuinely secure because of her investments and lives free of financial tension. Her
story is a simple but powerful reminder that consistent, disciplined investing—regardless of income
level—can build real financial independence over time, and that peace of mind often matters as much
as the size of the corpusiitself. It shows that anyone, with patience and consistency.

RATNESH VARSHNEY, Aligarh

In 2019, a doctor approached us during one of the most challenging phases of his life. He had taken a
substantial loan to build his dream hospital, and though an excellent doctor, managing a hospital
required something beyond medical expertise. The hospital struggled initially, with rising expenses,
loan repayments and poor cash flow creating both financial and emotional stress. At GLP Wealth, we
realised his challenge wasn't only about investments, so we reorganised his investments and
financial commitments to improve liquidity and stability. More importantly, we connected him with
clients who had strong business and management experience, whose guidance helped him improve
his systems and decisions. Gradually, things changed—today, five years later, his hospital is
successful, cash flow is healthier, and he is financially more confident and happier.
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RAVENDRA KUMAR YADAW, Sitapur

Mr. Prahlad Rai, now 77, has been on his investment journey with me for nearly 15 years. He began
with a modest SIP of 25,000 a month, and in the early years, whenever he saw around 15% profit, he

would withdraw, believing the gain was sufficient—this happened several times. With time, patience
and regular guidance, his perspective gradually changed, and he started investing not just for himself
but for his son and grandson too, shifting his focus from short-term gains to long-term goals and
building a family legacy. Today, he continues investing with greater discipline and purpose, and his
journey is a beautiful reminder that small beginnings, consistency, patience and clear financial goals
can create alasting legacy for generations.

RISHABH KANKARIA, Kolkata

"A Plan Built on Trust, Not Just ProductsWhen a 26-year-old client visited my office through a friend's
referral, he was still coming to terms with his father's passing. The task was deeply personal: investing
the term insurance proceeds his father had left behind. Rather than pushing products, we built a plan
around his life. A portion was kept liquid for his sister's wedding within five years, another for his
ageing mother's medical needs, and the remainder invested for his own long-term goals. What struck
him most was the contrast—bankers he had met earlier only pitched policies, with no real goal-based
planning. As he said, every family deserves this kind of guidance, and more advisors need to step up
and serve."

RITESH KUMAR KUMAWAT, Jaipur

In 2006, Kavita sat across our desk, unnerved by a market crash and ready to redeem everything. We
asked her just one question: "Why did you start investing?" Her answer was her son's education and a
peaceful retirement, nothing about market levels. That day, we made a pact: volatility is the market's
hature, not a threat to her goals. She never looked back. For two decades since, she has invested her
surplus wisely, stayed committed through every market cycle, and withdrawn money exactly when
life asked for it, be it a wedding, a home, or a dream fulfilled. She never once asked whether markets
were high or low. Today, her portfolio stands as quiet proof that discipline always outlasts noise, a
success story markets rarely gettortell.

RUCHI MEHRA, Kolkata

Seven years ago, my client Mr. Jain passed away, leaving behind his wife and children. We invested
his insurance and gratuity amount in balanced funds, structured for a monthly Systematic Withdrawal
Plan to cover household expenses, and took a life insurance policy in his wife's name to secure the
family's future further. This combination ensured the family had both an immediate income stream
and long-term protection, without relying on relatives or depleting the corpus prematurely. Today, his
wife lives a dignified, independent life, managing household expenses comfortably through the
structured withdrawal plan, and her daughter is happily married, with the family's finances remaining
stable and secure. This case reflects how timely, thoughtful planning around insurance proceeds can
provide lasting stability and dignity to a family after the sudden loss of.

RUCHIKA VERMA, New Delhi

"From a 2010 Goal to a Dream Fulfilled Mr. Singh began his investment journey with Real Value in
2010 with a clear objective — to create a financial provision for the foreign education of his son and
daughter. From the beginning, we worked closely with him to understand the timelines and financial
requirements of both goals.Today, both his son’s and daughter’s foreign education goals have been
successfully achieved. For us, Mr. Singh’s journey is a wonderful example of what disciplined
investing, timely decisions and continuous guidance can achieve.ltis also areminder that reaching a
financial goal is not just about investing — it is about staying invested and making the right moves at
therighttime."
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SAGAR KIRANKUMAR PANCHAL, Navsari

' The Costliest Crash Never Appears on a Stock Chart Every market correction creates two crashes:

' one visible on the chart, and one that happens silently in an investor's mind—the second far more

: dangerous. About eighteen months into a SIP in an international equity fund, one of our investors
called in panic after the fund's NAV fell nearly 50%. That day, we weren't discussing markets—we

a were protecting a lifetime of financial discipline. We revisited the reasoning behind the investment:
. global diversification, long-term wealth creation and the law of averaging. 'Markets reward patience,
L not panic,' | told him. 'A falling SIP is buying more of tomorrow at today's discounted price.' He chose

conviction over fear and continued investing. Years later, he told me the best advice | ever gave wasn't
selecting the.

SAHEBRAO RANGNATHRAO THOMBRE, Sambhajinagar

"A Financial Planning Story That Gave a Family Hope In 2019, one of my clients unfortunately passed
away in an accidental death. He had an LIC policy of 250 lakh. At the time of his death, his family had a

home loan of approximately 222 lakh. His wife was a homemaker, and they had two children whose

education was still ongoing.Today, both of her children's education is continuing smoothly, and the
family's household expenses are also being managed comfortably. It is creating financial security
when a family needs it the most. Insurance provides protection. Proper financial planning gives that
protection a long-term direction.Mutual fund investments are subject to market risks. Returns and
investment values may vary depending on market conditions. "

SANDEEP KUMAR SHARMA, Agra

A few years ago, two couples, both clients from the tourism trade, were earning equally strong
incomes. As their earnings grew, one couple chose lifestyle inflation, upgrading to expensive luxuries
and heavy loan EMIs while keeping their investments stagnant. The second couple chose quiet
discipline, systematically stepping up their monthly mutual fund SIPs with every income increase.
When COVID-19 brought the travel industry to a sudden halt, their financial choices showed stark
results: within six months, the first couple ran out of emergency funds and liquidated their mutual
funds, while mounting EMIs forced them into severe hardship and low-paying jobs. The second
couple, protected by their disciplined investment cushion, managed their household comfortably
without panic through the same crisis. This experience highlights the true power of financial
literacy—a highincome.

SANJAY KUMAR THAKUR, Rishra

One of my investors, Gopal Sur, 42, runs a small fruit stall in Rishra, West Bengal. For years hisincome
was seasonal and his savings stayed in cash. In 2017, after attending a local investor awareness
programme, he opened his first mutual fund SIP with just 1,000 a month. He never waited for 'big

money—on good days he sold more fruit and added 3500 extra to his SIP, and even paused and

restarted through lockdowns without ever withdrawing. Discipline did the rest: over nine years he
raised his SIP to 74,000 a month and diversified into equity and multi-asset funds. Today his portfolio

is worth 19.2 lakh, and he has become the biggest fruit seller in Rishra. 'l used to think investing was
only for salaried people,' he says.

SANJAY ROJEKAR, Sambhajinagar

"Turning Volatility into a Lifelong Paycheck. After 32 years in corporate service, Ashok packed his
desk in June 2026—calm. Retiring without a defined pension usually breeds anxiety, but we had
engineered a self-made alternative. Eleven years ago, we crafted his wealth roadmap. Yet financial
plans succeed or fail on human psychology, not mathematics. During sharp market corrections,
panic knocked hard. Ashok wanted to halt his equity SIPs. As his QPFP and Volatility Coach, my role
was behavioral management—calming fear, instilling discipline, and reframing terrifying market dips
into prime unit-accumulation opportunities. Today, an automated *Systematic Withdrawal Plan
(SWP)* replaces his corporate paycheck—tax-efficient, predictable, and comfortably beating
inflation. Ashok now travels and mentors, entirely debt-free. Retirement without a company pension
isn't arisk when behavioral coaching transforms market volatility into your greatest ally."
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SANJAY TIWARI, Bilaspur

"Chartered Accountant Maharshi Bharat started his financial journey with us in 2008 with a SIP of just
z500. Slowly, he increased his investment and, over the years, created substantial wealth alongside

his CA profession.Today, his investments have helped him achieve financial freedom while
continuing his professional career.His journey was built on simple principles: discipline, consistency
and staying away from market rumours. Instead of reacting to short-term market noise, he remained
focused on his financial goals and continued investing with patience.What started with a small SIP
gradually became a meaningful wealth-creation journey. His experience shows that financial
freedom does not necessarily begin with a large investment. It begins with the discipline to start, stay
invested and remain focused on long-term goals."

SANJAY VERMA, Varanasi

It was early 2014 when | first met Anurag, who was hesitant about mutual funds. Like many investors,
he believed they were too risky and lacked confidence in market-linked investments. Instead of
pushing products, | focused on understanding his financial goals, explaining the basics, and
addressing every concern with patience and transparency. We started with a small SIP, letting him
experience disciplined investing without feeling overwhelmed. As his knowledge grew and he saw
the power of consistency, his confidence grew too—he increased his investments over time,
diversified his portfolio, and stayed committed even during market fluctuations. Today, Anurag is a
confident, long-term investor who understands that wealth is built through discipline, not market
timing. His journey reminds us that the right guidance.

SANJEEV CHAKRABORTY, Kolkata

When Ms. Bhattacharya was just 32, she suddenly lost her father. Grieving and overwhelmed, she
had no knowledge of the investments and savings he had built over a lifetime, and approached Right
MF for guidance with only his PAN card as a starting point. We traced every financial relationship he
had—contacting banks, updating passbooks, and identifying insurance policies, Post Office
savings, PPF accounts and fixed deposits. To everyone's surprise, we uncovered a well-planned
portfolio worth over 21 crore, carefully built over the years yet never discussed with the family. We
consolidated her inherited assets under the Right MF umbrella and created a structured plan,
deploying part of the corpus through Systematic Withdrawal and Transfer Plans and selected direct
equity investments.

SANJEEV KUMAR CHAWLA, New Delhi

Fifteen years ago, at the start of my journey as a mutual fund distributor, | had the privilege of meeting
a highly successful IT professional, Mr. Indronil, and his family. They trusted me and began their
investment journey through disciplined, regular SIPs. Over the years, the equity markets saw their
share of highs, lows, and uncertainty, yet Indronil and his family stayed committed to their long-term
goals, guided by the principles we discussed through our Volatility Games. Looking back today, | feel
proud and grateful. What began as a professional association has grown into a deep, meaningful
bond, and their discipline has built a substantial retirement corpus. When Indronil recently said, "Well
done, Sanjeey, it's just the beginning," it was a truly fulfilling moment.

| had a retail investor who broke his bank fixed deposit to invest in an equity mutual fund instead. Over
the nextten years, he earned a handsome return on this investment, which eventually helped him get
his daughter married in a manner he was proud of, without financial strain or the need to borrow. This
experience reinforced an important lesson for both of us: the key to this success wasn't luck or perfect
market timing, but simply having faith and patience in his investment and staying committed to it
despite short-term fluctuations along the way:. It also reminded me, as his advisor, how important it is
to encourage clients to look beyond the apparent safety of traditional instruments like fixed deposits
when their goals and time horizon genuinely support.
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SARANG KHATUWALA, Nagaon

"Emergency fund / liquidity is an integral part of one's financial plan, hence money should also be
parked in overnight / liquid funds as per requirements. One of my investors called me and informed
me that he is travelling towards Guwahati, and he needs to recharge his FASTag to pay Toll Tax. But
there is no sufficient balance in his savings bank account.After few minutes, the investor informed me
that he immediately received money, recharged his FASTag and successfully crossed the toll without
any difficulty. He thanked me and | thanked the insta redemption facility.l wish that every investor
should be aware about such innovative and helpful benefits. The experience reinforces the
importance of aligning investments with clear goals, risk capacity and a disciplined long-term
approach."

SAURABH BAJAJ, Mumbai

When Rahul Mandok (name changed) first walked into Nidhi Investments ten years ago, owning his
own home in Pune for his family felt far away. With a modest salary and big EMIs in mind, he was
unsure it was possible. That's when we sat down, mapped his goals, and started a disciplined SIP
with him. Year after year, through market ups and downs, Rahul stayed consistent—we reviewed his
portfolio, increased his SIP with every salary hike, and kept him focused on the goal. In 2025, that
consistency paid off: Rahul used his investment corpus for the down payment and booked his 3BHK
in Pune. The day he got the keys, his daughter ran through every room shouting 'my room!' and his
parents performed a small puja.

SHAIBAL KUMAR BHADURI, Dhanbad

"When | first met Eva Roy, a widowed dance teacher and mother of a school-going daughter, her
income was modest and her PF and gratuity were hardly enough for retirement. She took extra dance
classes to supplement her salary, yet carried three big dreams -her daughter’s education, marriage,
and becoming a crorepati for a worry-free retirement. | encouraged her to start small.As her tuition
income grew, she gradually increased her SIPs. Eighteen years later, her daughter is educated,
happily married and working, while Eva has built a z1 crore+ retirement corpus.Today, she teaches

dance for passion, not for income. Her journey beautifully proves that wealth creation is not about
how big you start -itis about starting, staying disciplined, and growing consistently."

SHIFALI SATSANGEE, Agra

Investing in a Dream: From SIP to Stethoscope A client from Chennai came to us with a goal that
mattered more to him than any other: ensuring his daughter could become a doctor. Medical
education in India, whether through NEET-based government seats or private colleges, can cost
anywhere from 715 lakh to over z1 crore, and rising education inflation meant a savings account or

fixed deposit simply wouldn't be enough. We built a dedicated education corpus around a clear ten-
year horizon, with an annual step-up SIP and lump sums from her birthday gifts, using an equity-
heavy portfolio that gradually de-risked in the final three years. Despite moments when the client
considered pausing during market turmoil, our team continued to handhold the family.

SHILPI BANSAL, Jaipur

A successful businessman in his 50s approached us with a scattered portfolio worth 45 crore.
Despite his wealth, he felt uncertain and insecure, with major life goals approaching but no clear
financial roadmap. Over three years, we worked closely with him to streamline his investments,
eliminate inefficien-cies, and design a structured, goal-based financial plan. The focus was not just
on growing wealth but on aligning it with his family's aspirations and long-term security. Today, his
children are studying in their dream colleges, his portfolio is well-structured and efficient, and he
enjoys peace of mind about the future. His journey from "wealthy yet inse-cure" to confident and
secure reflects the true impact of purposeful financial planning.

COACHES OF INDIA 41




INVESTOR'S SUCCESS STORIES

SHIVAM MEHROTRA, Kashipur

"Sunil feared stock-market volatility and kept his daughter’s education fund in low-yield savings. |
helped him move towards a disciplined Mutual Fund SIP suited to his long-term goal.He stayed
consistent even during market dips and allowed compounding to work over time. Instead of reacting
to short-term volatility, he remained focused on his daughter’s education.Last month, he was able to
comfortably fund her university admission.For Sunil, the journey was about more than returns.
Mutual fund investing helped transform his anxiety into confidence and gave him the financial
freedom to meet an important family goal.His experience is a simple reminder that disciplined, goal-
based investing and patience can help investors move from uncertainty to greater financial
confidence."

SHREYANSH KUMAR, Agra

Shreyansh believes successful investing starts with understanding a client's goals rather than simply
recommending products. One such journey was that of 'Rohan Mehta' {(name changed), a 38-year-
old professional whose investments were spread across different schemes without any clear
financial strategy. His primary goals were funding his daughter's higher education and building a
retirement corpus. Shreyansh began by understanding Rohan's income, existing investments, risk
profile and time horizon, then helped streamline his portfolio and introduced a disciplined SIP-based
approach supported by periodic reviews. Over time, Rohan became more confident about his
finances and, importantly, stopped making decisions based on short-term market movements,
developing the discipline to stay invested and focused on his long-term goals instead. For
Shreyansh, Rohan's journey represents the true value of financial guidance: bringing clarity.

SHUBHAM A HEMANI, Kolkata

One of our clients recently told us that his passive income through mutual fund capital appreciation
now far exceeds his income from business. He has built a z10 crore corpus with us that grows at a

12% CAGR, generating roughly z1.2 crore a year, or about 210 lakh a month, purely from

compounding returns. He continues running his business mainly to stay active and engaged,
knowing he could comfortably retire tomorrow if he chose to. This shift in his financial position, from
relying primarily on business income to being sustained largely by his investment portfolio, illustrates
just how powerful long-term, disciplined compounding can be when given enough time to work.
Truly, compounding deserves its reputation as the eighth wonder of the world.

SOURABH JAIN, Kolkata

SOURAYV BH

For over 15 years, | have believed that investing isn't about predicting markets—it's about helping
people achieve life's most important goals. One such journey was with a salaried client who began
investing through SIPs with discipline despite market volatility. Instead of reacting to every correction,
we focused on asset allocation, periodic reviews and long-term compounding, and today that
disciplined approach has helped build significant wealth while keeping him financially confident and
stress-free. At Magnum Finvest Services, our philosophy is simple: financial planning comes before
product selection. We work closely with families to create goal-based investment strategies, optimise
taxes, manage risk and stay invested through market cycles, and watching clients achieve
milestones such as funding education, planning retirement or creating financial independence
remains our biggest reward.

ADURY, Kolkata

One of our clients, serving in the armed forces, came to us wanting to build wealth but felt nervous
and lacked confidence, knowing nothing about mutual funds. We explained how investing works and
helped him start a small SIP, which he topped up every year and added to whenever possible. He
never asked about current valuations; instead, our meetings focused on his future goals. After five
years, we reviewed his portfolio and showed him that his SIP investment had doubled. He was
overjoyed and immediately bought sweets for the entire office. Inspired by this success, he started a
hew, targeted SIP of 30,000 a month. Watching clients build real wealth this way is exactly why we

love what we do.
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SRIDHARAN SUNDARAM, Chennai

From Wealth Creation to Financial Freedom When our client began investing with us, the objective
was simple: build substantial wealth while protecting the family's financial future. Over the years,
disciplined investing, proper asset allocation and regular portfolio reviews transformed this vision
into a 5 crore investment portfolio. The journey was never about chasing the highest returns;

instead, we focused on understanding the client's goals, risk profile, investment horizon and liquidity
needs, diversifying the portfolio across equity, debt, gold and other suitable avenues, with periodic
rebalancing as conditions changed. During periods of market volatility, the client stayed invested
rather than reacting emotionally to short-term movements, and systematic investing, disciplined
profit booking and long-term compounding played an important role throughout. Today, the z5 crore

portfolio represents more than a number—it provides financial.

SRIKANTH MATRUBAI, Bangalore

’W* Our client Bhagat wanted a two-in-one product—one that would protect his family and
4 simultaneously build his corpus. Like many investors, he initially leaned towards insurance products
for this purpose. We stepped in with a different perspective, ensuring Bhagat took a pure term
insurance cover purely for protection, while keeping his investment money separate through a
monthly SIP based on his risk profile, goals and asset allocation. As his mutual fund distributor and
volatility coach, we educated him on the suitability of each approach, and Bhagat came to
understand that insurance protects throughout the journey, while investment helps fund the actual
destination. Separating these two needs, rather than combining them into a single product, gave him
clearer protection and stronger long-term wealth creation.

SUDHANSU MOHAPATRA, Bhubaneswar

"From the High Seas to Financial Freedom For years, Mr. Mishra sailed the seas as a Merchant Navy
professional. While his career provided a good income, he always aspired to achieve financial
independence and the freedom to choose his lifestyle.As his MFD, | played a critical role in
understanding this aspiration, creating a disciplined investment roadmap, and, most importantly,
hand-holding him through the market cycles. He chose to leave his sailing career and move to a
shore-based job—not because he needed the income, but for engagement, purpose and a
productive life.His journey is a powerful reminder that true financial freedom is the freedom to
choose. Today, Mr. Mishra works because he wants to—not because he has to."

SUGANDH GOENKA, Kanpur

At 55, Mr Sharma, a successful businessman, approached me with concerns about funding his
daughter's wedding within two years - without compromising his retirement. Instead of jumping into
numbers, | took time to understand his aspirations for both the wedding and his retirement lifestyle.
We implemented a tailored cash flow strategy using the bucket approach: a short-term bucket with
low-risk debt funds for the wedding, a medium-term bucket with balanced funds for lifestyle needs,
and a long-term equity bucket for retirement growth. We also created an emergency fund covering six
months of expenses to safeguard unforeseen events. Two years later, the wedding was beautifully
funded, and his retirement plans remained intact. Mr Sharma, feel-ing confident and at peace,
shared, "My advisor managed my peace of mind.

SUMANTA BANERJEE, Barddhaman

When | first met Mr. Subhendu, he was a typical Indian middle-class salaried employee—paying a
home loan, household expenses, his child's education fees, and supporting his parents, with saving
for the future always coming last. We started with a simple plan: a disciplined monthly step-up SIP in
well-chosen mutual funds, aligned to his goals and risk profile. He stayed invested through market
ups and downs, steadily increasing his SIP as his income grew. Fifteen years later, his investments
had built a sizeable corpus. Using a Systematic Withdrawal Plan for part of it, he now receives a
regular monthly cash flow that supplements his pension and reduces dependence on his salary.
Today he enjoys greater financial freedom—retirement no longer worries him, his children's goals are
funded.
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SUMIT AGGARWAL, New Delhi

From SIPs to a Dream Home: When Investments Create Happiness When | first met my client in June
20086, his dream was simple: to give his family a better home without compromising their financial
security. We started with a disciplined, goal-oriented mutual fund plan aligned with his income, risk
profile and long-term objective. Over the years, there were phases of market volatility when he felt like
stopping, but my role was to help him stay focused on his goal rather than short-term movements.
After 18 years of patience and discipline, the dream finally became reality—in April 2024, he
purchased his dream home for his family. When he called to share the news, his happiness was
priceless, and that moment reminded me why | chose this profession.

SUNIL CHACHLANI, Mumbai

A client began his journey with us in 2017 with a clear aspiration to own a home. The emotional appeal
of moving out of a rented house outweighed our recommendation against physical assets, so he
went ahead—but soon experienced the limitations, exited the investment, and returned to us with a
fresh perspective. Later, he explored direct equity and paused part of his investments with us, but
reality intervened again: he had little time to actively track markets and realised investing shouldn't
become a second full-time job. Today, his investments are diversified across mutual funds, AlFs and
GIFT City opportunities, and despite recent volatility, his portfolio has delivered around 14% returns.
The biggest win, however, isn't the return itself, but having a strategy that lets him focus on building
his life.

SUNIL KUMAR, Patna

Eight years ago, | met a client - a dedicated doctor - who was navigating a difficult phase after the loss
of her husband, who had been a direct investor. She felt overwhelmed and unsure about managing
her finances on her own. When we first spoke, she believed she didn't have enough money to invest
meaningfully. | introduced her to the concept of SIPs and encouraged her to start small, with
discipline and long-term vision. She trusted the process and stayed consistent over the years. Today,
her SIP investments have grown into a portfolio worth nearly 2 crore. She often expresses how
grateful she is for the guidance and support that helped turn her uncertainty into financial confidence.
Now, with renewed beliefin long-term investing, she has set abold new retirement goal of 220 crore.

SURAJ KISHOR JAGADALE, Pune

From Fixed Deposits to Financial Freedom My client's mother-in-law's financial life revolved around
fixed deposits, inherited shares and pension income since her husband's death. While these
provided security, interest from cumulative FDs created a growing annual tax burden, and surplus
pension income kept accumulating in her savings account, repeatedly reinvested in new FDs that
only increased her taxable income further. When we discussed her future goals, she expressed a
clear desire to reduce taxes while creating long-term wealth for her grandchildren with moderate risk.
We restructured her investments into three buckets: arbitrage funds for liquidity, hybrid funds for
balanced growth, and equity funds for long-term wealth creation, also introducing SIPs to deploy
surplus cash systematically. Since beginning this journey in 2017, her investments have delivered
consistent double-digit returns.

SURAJIT MANDAL, Chakdah

In 2010, we began a financial journey with a simple belie—that consistent investing, guided by
patience and discipline, can turn life goals into reality. Rather than chasing short-term market
movements, the investor stayed committed to a long-term strategy through changing market cycles.
Over the years, that discipline delivered meaningful milestones: the family moved into a new 2BHK
home, celebrated their daughter's marriage with financial confidence, and simultaneously built a
growing retirement corpus. This journey is a reminder that successful investing isn't about predicting
the market—it's about staying invested with a clear purpose and a well-defined plan. Today, these
achievements stand as proof that when goals, commitment and time work together, financial dreams
can become lasting realities, and the journey continues with confidence and a clear vision for the
years ahead.
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SWATI JOSHI, Thane

"For Kishor Bhoir and his wife, Kavita, building a home in their ancestral village was more than a
dream—it was a goal they patiently worked towards. Coming from humble backgrounds and with
limited formal education, they began their investment journey with Moneybolism in 2011 through a
500 SIP What made the difference was not a dramatic beginning, but the discipline to stay

invested.In 2022, their perseverance paid off. They built their new home without borrowing a single
penny. For us at Moneybolism, their journey is a reminder that meaningful financial goals are often
achieved through consistency, discipline and the confidence to stay the course.And their journey
continues—uwith retirement as their next goal. The lesson is clear."

TRINATH LENKA, Bhubaneswar

My Financial Journey: From Goals to Achievements | started my investment journey in mutual funds
at a young age, with one clear objective—to set financial goals and achieve them systematically.
Under the guidance of Mr. Trinath Lenka and Wallet4Wealth, my investments were planned around
my life goals rather than short-term returns. Over the years, | have been fortunate to achieve some of
my most important dreams: | planned successfully for retirement, supported my daughter Risha's
higher education, and proudly saw her become a doctor, and on retirement, | was also able to fulfil
another cherished dream of buying our own house. Today, my wife Sobhna and | enjoy travelling and
spending quality time with our family, knowing our financial goals have been thoughtfully planned.

V MADHUSUDAN, Chennai

One of my investors in Chennai used part of his mutual fund SIP redemption to partially repay his
housing loan, and converted the resulting reduction in monthly EMI into a fresh SIP contribution
instead of spending it. This simple restructuring meant his money kept working for him in two
ways—reducing his debt burden while simultaneously increasing his long-term investments. | am
genuinely happy and proud to have guided him through this decision, because it shows how a small
shift in approach, rather than any complex strategy, can meaningfully improve someone's overall
financial position. Experiences like this reaffirm my belief that guiding people in money management
is truly essential, since even simple, well-timed adjustments in how loans and investments interact
can create lasting financial benefit and peace of mind for an.

VARUN MITTAL, Ghaziabad

The Making of Generational Investors In a recent interaction, | met the Verma family—grandfather
Ashok Kumar Verma, his son Anshuman, daughter-in-law Pushplata, daughter Kavya, and their two-
month-old baby Hritvik. What struck me most was their clarity about money and values. Pushplata
said, 'l want to raise my children as disciplined investors,' a vision rooted in responsibility rather than
mere wish. Ashok reflected that while opportunities were scarce in his youth, today's generation has
the advantage if they learn patience and long-term investing. To give this vision a tangible start, the
grandfather himself began baby Hritvik's investment journey with a SIP of 311,000 in mutual funds,

laying a foundation of discipline for wealth to compound over time. Anshuman added, 'People want
their children to become doctors or engineers—we wantthem to.

VEERAPPAN AIYAPPAN, Mysore

Recently, a close friend of one of my clients passed away suddenly, leaving his family financially
vulnerable. Moved by their situation, my client and friends pooled funds to support the deceased's
two daughters, aged 23 and 20, both college students from a remote Tamil Nadu village. With my
assistance, we helped the family set up internet banking, complete their KYC, and make their first MF
investment. Following clear instructions on fund use, the money was invested solely to secure the
daughters' education and future well-being.
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VIJAY BHARADWAJ, Ghaziabad

A 21,000 SIP That Became a New Beginning Around ten years ago, during a client visit, | met Ajeet
Kumar, a young helper working at the organisation. Though he had limited formal education, he was
keen to learn about financial planning, and at the end of our discussion, he took the initiative to starta
SIP of just 1,000 a month. Over the years, he gradually increased his investment and built a corpus of
nearly z2 lakh. After COVID, when the business owner retired, Ajeet took a bold step and started his
own business—the journey wasn't easy, with changing partnerships and challenges, but his honesty,
hard work and perseverance kept him moving forward. Today, he owns a successful factory
employing more than 20 people and providing over 23 lakh in.

VIJAY KUMAR PRUTHI, New Delhi

"My journey with the Mutual Fund business started when | left my job in 2009 to begin a venture in
education. However, things turned out differently when my NRI clients, whose portfolios | had been
managing while in service, asked me to continue looking after their investments.This was possible
because of afew principles | consistently followed.First, | understood their investment needs and was
straightforward about whether an investment was suitable. Second, | focused on proper asset
allocation. Third, | reviewed portfolios periodically and made changes based on my research, which
has been my passion for the last 37 years.These practices added value to their financial growth.My
approach has always remained focused on need-based investments, proper asset allocation and
continuous research across asset classes."

VIJAY MISHRA, New Delhi

"The 50-Lakh GoalRavi wanted 250 lakh for his daughter's education in eight years but was keeping

his savings in fixed deposits. | sat with him, mapped his goal, and built a SIP across equity and debt
funds. Whenever the market dipped, | called him, advised him not to panic, and asked if he could
increase his SIP a little further. Eight years later, Ravi's portfolio had reached 352.3 lakh, comfortably

exceeding his original target. At the admission desk, handing over the fees for his daughter's course,
he smiled and told me, Thank you, Vijay. You didn't just sell me funds—you helped me keep a
promise to my daughter and myself, one | might not have kept without your guidance and regular
reminders through every dip along the way."

VIJAYARANGAN V, Pune

"The Symphony of a Worry -Free Retirement. | still remember the rain that August afternoon in the
early 90s walking in to a small office in Pune with more questions than money. | told Mr. and Mrs.
Vijayarangan exactly what | wanted.A retirement | wouldn't have to worry about, and enough set aside
that my children's dreams would never be question of " can we afford it.” That was over thirty years
ago. What's stayed constant isn't the market, or the office, it's the fact that every time | needed it, | had
Vijay hand holding me through it. A worry free retirement isn't a promise you can make in one
meeting.It's one you keep for thirty years. They did."

VIJAYENDRA DUTT DUBEY, Varanasi

"Mr. Subhas Singh began his investment journey with me in 2008. Initially, he invested modest lump
sums of ¥25,000-350,000. As his confidence in disciplined investing grew, so did his commitment to

wealth creation. During the COVID-19 market downturn, when portfolio returns temporarily fell from
around 15-20% to nearly 8%, he remained calm and focused on his long-term goals. Instead of
stopping, he increased his SIP contributions. What started as a 10,000 monthly SIP has grown to

nearly z3 lakh per month today. Through patience, discipline and faith in compounding, his portfolio
has approached z5 crore. After nearly two decades of investing, market ups and downs no longer

concern him. His journey proves that wealth is built not by timing the market, but by spending
timeinit."
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VIJAYKUMAR YASHVANT DALVI, Sangli

"I have been investing through SIP with Vijaykumar Dalvi Sir since 2018. Over the years, SIP has
helped me achieve several important financial goals, including my children’s education, daughter’s
marriage, retirement planning, and annual tour planning.The biggest benefit was that | could meet
my children’s education expenses without taking any loans. SIP also helped me build a retirement
corpus and fulfil my desire to contribute to an educational institution.Our family members investing
with Vijaykumar Dalvi Sir are Vinayak Shivaji Kadam, Manisha Vinayak Kadam, Sharayu Vinayak
Kadam, and Rishikesh Vinayak Kadam. Sharyu Vinayak Kadam from his 1st salary 12000 sip done for
marriage fund My experience proves that disciplined SIP investing can help achieve multiple life
goals and create financial security for the future."

VIKASH DIDWANIA, Hooghly

Chanchal Somani — From Homemaker to Wealth Creator When Chanchal Somani, a devoted
homemaker from Kolkata, began a Systematic Investment Plan of 25,000 a month in November 2011,

she had one simple goal: financial security for her family. Thirteen years on, that quiet discipline has
built a corpus of over 236 lakh and growing—a testament to the power of compounding. Chanchal

never timed the market and never panicked during downturns; she simply stayed invested, month
after month, year after year. Today she is no longer just a homemaker but a confident investor and an
inspiring voice in her community, encouraging every neighbour, relative and friend to harness the
magic of SIPs. 'The best time to start was yesterday. The next best time is today,' she often says with a
smile.

VINOD CHOUDHARY, Kolkata

From 'Hardly Anything to Invest' to 50 Lakh+ | first met Mrs. Soma Roy in November 2017. She told

me she had hardly anything available to invest. Instead of focusing only on her surplus, | asked,
'Where does your salary go?' Tracing her cash flow, | found she was already regularly investing in PPF,
NPS, Sukanya Samriddhi and bank recurring deposits. | explained the potential return gap and how
redirecting part of her conventional savings into carefully selected, tax-efficient mutual funds could
support long-term wealth creation. She trusted my guidance and stayed disciplined. Years later, after
seeing her portfolio grow beyond 50 lakh, she told me, This corpus would never have existed

without your guidance.' Her journey shows that the right questions, not just the available surplus.

VINOD HARJAI, Lucknow

"Financial Goal Planning: Key to Wealth CreationOne of my clients began investing later in life
through SIPs, adding lump sums whenever he received bonuses. As he saw the power of
compounding, he consistently stepped up his SIP. Following his passing, his wife, a school teacher,
continued the investment discipline while supporting their only son through his studies. At times she
would gently ask, 'Will | ever reach my goal of 50 lakh?' | reassured her and encouraged her to stay
the course. After 12 years of disciplined investing, my son and | visited her home to present a

memento and share remarkable news: she had achieved her target and vastly surpassed it, crossing
21 crore. We saw the joy on her face, and felt real satisfaction on ours."

VIPULESH YADAV, Lucknow

The Power of Staying Invested Over 25 years as a Mutual Fund Distributor, | have witnessed many
inspiring stories, but one stands out. Around 15 clients started investing without a specific financial
goal, simply trusting the process and investing regularly with discipline, never chasing quick returns
or trying to time the market. Years passed, and as their investments benefited from compounding,
their wealth grew far beyond what they had originally imagined. When life presented major
needs—buying a home, funding children's education, planning retirement or handling unexpected
expenses—they already had more than enough resources available. Today, these clients are not just
wealthy but financially confident, with the freedom to make life decisions without worrying about
money. The biggest lesson from their journey is that you don't always need a perfect financial.
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VISHNU PRABHAKAR SHUKLA, Dehri

Backin August 2011, | attended my client's daughter's birthday party. During the celebration, relatives
gifted cash envelopes, which totalled a little over 10,000. | suggested investing the amount in MFs,
and her mother agreed. i diversified the investment across two AMCs. Fourteen years later, in 2025,
she reached out to inquire about that investment. | informed her that the 10,000 had grown to over

*1.25 lakh. She was pleasantly surprised and deeply satis-fied with the outcome. Impressed by the
long-term growth and trust built over time, she has now become one of my regular and loyal clients.

VIVEK CHANDRAKANT AMRITKAR, Sambhajinagar

Participating in expos is always a great opportunity for us at AIFS to connect with people. At a
property expo two years ago, | met an IT professional looking to buy a house. A casual chat about the
city's best residential areas turned into a discussion on EMIs versus SIPs. After learning about the
wealth-building power of compounding, she chose to start her financial journey with AIFS through a
SIP, and now holds a solid corpus with us. Impressed by this experience, she later trusted us with her
father's retirement corpus as well, allowing us to structure his regular income through a Systematic
Withdrawal Plan, deepening our relationship with her family.

YEZDI MINOCHER DARUVALA, Nagpur

My client's mother passed away, and he was unable to transmit her mutual fund folios to the nominee
on his own, finding the paperwork and procedures confusing during an already difficult time. |
stepped in to guide him through the entire transmission process, helping him gather the required
documents, complete the necessary forms, and coordinate with the fund houses to ensure
everything was handled correctly and without unnecessary delay. Eventually, all the folios were
successfully transmitted to the nominee, and he no longer had to worry about the pending paperwork
during a period of grief. He was extremely happy and relieved once the process was complete, and
grateful for the support at atime when he had little patience left for administrative complications.

YOGESH MUKUND SHETH, Pune

Atthe time of client portfolio review, discussing with clienti.e. Mr. Pramod, he told me about his home
loan ( 2nd home).In this meeting, | suggested to close this loan as he had sufficient balance in his
investment kitty. That time he agreed to do so. One year later Covid comes & he would get half of his
salary for next 6 months. He thanks me to give him good suggestion giving him

time saw our goals getting fulfilled. Not only this, a complete package with insurance saved us from
getting a big whole in our pocket during hospitalisation. Basis your advise my daughter started
saving with her first paycheque and bought a laptop as her short term goal. Her happiness made me
feel about association precious.
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NARENDRA KUMAR SURANA, Guwahati

"Five years ago, Mr. Sharma came to us with a dream: sending his 11-year-old daughter to Bombay
for a BBA followed by an MBA at a renowned institution. He had calculated a target corpus for her
education — but had overlooked one factor: inflation. We helped him realize that rising education
costs in a city like Mumbai would leave his original target short by the time his daughter enrolled. On
our guidance, he reviewed his financial plan and increased his SIP contributions to close the gap.
Today, his daughter has completed her BBA and is preparing for her MBA. We're proud that, over the
next couple of years, we'll be able to provide Mr. Sharma the funds needed to meet her remaining
education costs — built on disciplined, inflation-adjusted planning."

NEEPA KHATRI, Guwahati

"He is 75 — an HNI client of twenty years, pension steady, corpus north of 210 crore. Then his NRI

daughter called from abroad: “Please visit him every two months.” On one such visit, he asked
something no spreadsheet had prepared me for: “We have enough. So what do we do with our
money now ?” It wasn't a financial question. It was existential. What unfolded was a conversation
about Al, startups, and a world moving faster than he could read about in the papers — and his ache
to be part of it. We arrived at something simple: let him attend the seminars, feel the pulse of new
ideas, and risk a small 5% when something excites him. Because wealth isn't the finish line for a 75-
year-old. Curiosity is."

AVDHESH GARG, Kota

"A Journey of Trust Across Generations For Ram Kishore Khangar, the journey of investing began
with his father—and that relationship of trust has now completed over 15 years with us. What makes
this journey truly special is that the next generation has also chosen to begin their investment journey
with us, continuing the family’s legacy of disciplined investing. As a portfolio grows in size, the role of
a trusted Mutual Fund Distributor becomes even more important. At this stage, investment decisions
need careful review, monitoring, and guidance—because when the portfolio is substantial, even a
small mistake can have a significantimpact. For us, Ram Kishore Khangar’s journey is more than just
an investment story; itis a story of trust, continuity, and wealth creation across generations."

K RAMESH BHAT, Chennai

"In 2006, 42-year-old Mr. Balasubramaniam approached Aniram in Chennai with one clear goal: a
comfortable, stress-free retirement. He began a monthly SIP of 13,500 in an Equity Midcap Fund.

Then came the 2008 Lehman crisis, wiping out hearly 50% of the market. What followed was years of
subdued growth, testing his patience and confidence. By 2014, after nearly eight difficult years, he
was ready to stop his SIPs, withdraw his investments, and move to the perceived safety of Bank RDs.
Aniram stepped in with continuous guidance and handholding, helping him stay focused on his long-
term goal. By July 2024, at retirement, the power of discipline and compounding had transformed his
investment journey. Today, Mr. Balasubramaniam enjoys his dream retirement, receiving a reliable
monthly income through an SWP"
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FFF PROFESSIONAL MEET - KOLKATA
CONNECT. COLLABORATE. GROW.

The FFF Professional Meet - Kolkata was a
celebration of learning, collaboration, and
professional excellence, bringing together over 70
carefully selected financial professionals for a day
dedicated to meaningful conversations, industry
insights, and experiential learning.

Organized in association with Alpha Grep Mutual
Fund, GB2GB (Go Beyond to Grow Beyond), RYSA
Wealth, and Empower Education, the event reflected
Financial Freedom Fraternity Professional's
commitment to creating platforms where advisors can
learn from industry experts while building lasting
professional relationships. The vision and curation of
the event by Alpa Shah played a pivotal role in making
the gathering both impactful and memorable.

The conference featured insightful sessions from
renowned industry leaders, including Bhautik
Ambani, who shared perspectives on market trends,
quantitative investing, and emerging investment
opportunities; Alpa Shah, who inspired participants
with her thoughts on financial awareness, personal
branding, and professional growth; Hitesh Thakkar,
who discussed strategies for advisory excellence and
scalable wealth management practices; and Naresh
Sharma, who brought global insights into wealth
management and practice development from an
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international perspective.

A key highlight of the meet was the highly interactive
Volatility & Asset Allocation Game, an experiential
learning initiative designed to help financial
professionals understand market behaviour, risk
management, diversification, investor psychology,
and disciplined decision-making through practical
application rather than conventional theory.

The event was further enriched by the presence of
distinguished participants from across India,
including Mahesh Gattani from Amravati and
Sandeep Bhushetty from Pune, whose participation
reflected the growing spirit of collaboration within the
fraternity.

More than just a professional gathering, the FFF
Professional Meet — Kolkata reinforced the power of
shared learning, meaningful networking, and
collective growth. The enthusiasm, exchange of ideas,
and collaborative environment reaffirmed Financial
Freedom Fraternity Professional's mission of
empowering financial professionals through
innovation, education, and a strong nationwide
community dedicated to raising the standards of
financial advisory in India.
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FFF PROFESSIONAL MEET - JAIPUR
LEARNING THROUGH EXPERIENCE

The FFF Professional Meet - Jaipur brought together
financial professionals for a dynamic day of knowledge
sharing, experiential learning, and meaningful
networking. Designed to go beyond traditional
conferences, the event provided participants with
practical insights, industry perspectives, and
collaborative opportunities that strengthened both
professional capabilities and community bonds.

The conference featured insightful sessions by eminent
industry experts, including Rajesh Sharma, Sandeep
Mathur, Kanak Jain, Ashish Modani, Rajesh Sodhani,
Vikas Agarwal, Rohit Kumar, Harshit Vishwakarma,
and Dr. Ramesh Maloo. Their diverse perspectives on
financial advisory, wealth creation, market trends, and
professional excellence inspired participants to adopt
innovative, client-centric approaches in an evolving
financial landscape.

One of the defining highlights of the event was the
immersive Asset Allocation Game and Volatility Game,
where participants experienced investment decision-
making through real-world market simulations. These
experiential learning modules enabled advisors to better
understand portfolio construction, diversification, risk
management, market behaviour, and investor
psychology, making complex financial concepts easier
to apply in day-to-day client advisory.

Another exciting attraction was the "Dare to Win" Reality

Game Show, which challenged participants to make
strategic investment decisions across simulated market
scenarios. The competition was evaluated by an
esteemed jury comprising Deepak Khandelwal, Vikas
Sudrania, Gopal Goenka, J. P. Mathur, and Kunj Bihari
Gupta, whose expertise and thoughtful assessment
added immense value to the event. Sonali Sharma
(WhiteOak Mutual Fund) and Manish Yadav (Motilal
Oswal AMC) and Kartik Banthia (HSBC Mutual Fund)
emerged as the winners, demonstrating exceptional
analytical thinking, confidence, and disciplined decision-
making under dynamic market conditions.

Beyond the learning sessions and competitions, the
eventfostered vibrant networking, the exchange of ideas,
and meaningful collaboration among financial
professionals from across the region. The enthusiasm,
participation, and spirit of continuous learning reaffirmed
the strength of the Financial Freedom Fraternity
community.

The FFF Professional Meet — Jaipur was more than a
professional gathering—it was an immersive learning
experience that combined expert knowledge,
experiential education, healthy competition, and
community engagement. It reflected Financial Freedom
Fraternity's continued mission of creating
knowledgeable, ethical, and future-ready financial
professionals through innovation, collaboration, and
lifelong learning.
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FFF PROFESSIONAL MEET -

COIMBATORE
INSPIRING GROWTH THROUGH
COLLABORATION.

The FFF Professional Meet - Coimbatore brought
together an enthusiastic community of financial
professionals for a day dedicated to learning,
collaboration, and professional excellence. The event
served as a platform for advisors to exchange ideas,
strengthen industry relationships, and gain practical
insights into the evolving landscape of personal finance
and wealth management.

The conference featured insightful sessions by
distinguished industry experts, including Pankaj Singh,
G. Cholai, V. Vijay, B. Ramanan, and T. Vigneshkumar.
Their sessions offered valuable perspectives on financial
advisory, investment strategies, market dynamics, and
professional growth, equipping participants with
practical knowledge to enhance their client advisory
practices.

A major highlight of the meet was the immersive Asset
Allocation Game and Volatility Game, where
participants experienced investment decision-making
through simulated market environments. These
experiential learning activities helped advisors develop a

COACHES OF INDIA 52

deeper understanding of portfolio diversification, market
volatility, risk management, and investor behaviour,
enabling them to translate complex concepts into
meaningful conversations with clients.

Adding excitement to the event was the "Dare to Win"
Reality Game Show, where participants tested their
analytical skills and investment decision-making across
dynamic market scenarios. The competition was
evaluated by an esteemed jury comprising
K. Ramakrishna, S. Ramprabhu, R. Rameshbabu, and
K. Thangaraj, whose expertise and thoughtful
assessment enriched the learning experience.
R Arunkumar (Franklin Templeton AMC), M
Manikandan (LIC) and V Premkumar (PGIM INDIA
AMC) emerged as the winners, demonstrating
exceptional strategic thinking, market understanding,
and confidence under pressure.

The programme also encouraged peer-to-peer learning,
meaningful networking, and the exchange of best
practices among financial professionals committed to
continuous growth. The collaborative atmosphere
reflected the shared vision of building stronger advisory
practices through knowledge, innovation, and
experiential education.

The FFF Professional Meet — Coimbatore was another
significant milestone in Financial Freedom Fraternity's
journey of creating future-ready financial professionals.
By combining expert-led sessions, practical learning,
healthy competition, and community engagement, the
event reaffirmed FFF's commitment to empowering
advisors through continuous learning, collaboration, and
professional excellence.
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FFF PROFESSIONAL MEET -

HYDERABAD

EMPOWERING ADVISORS
THROUGH PRACTICAL LEARNING

The FFF Professional Meet — Hyderabad brought
together passionate financial professionals for a day
of insightful discussions, experiential learning, and
meaningful networking. Designed to go beyond
conventional seminars, the event focused on
equipping advisors with practical knowledge that can
be directly applied to enhance client outcomes and
build stronger advisory practices.

A major highlight of the meet was the Asset
Allocation Game and Volatility Game, where
participants explored the principles of portfolio
construction, market cycles, diversification, and
investor psychology through immersive, hands-on
simulations. These experiential learning tools enabled
advisors to understand complex financial concepts
with greater clarity and confidence, making them
better equipped to guide investors through changing
market conditions.

The event also featured engaging knowledge
sessions and interactive discussions that encouraged

participants to exchange ideas, share experiences,
and learn from fellow professionals. The collaborative
environment fostered valuable networking
opportunities, helping advisors build meaningful
relationships within the growing Financial Freedom
Fraternity community.

Beyond technical learning, the Hyderabad meet
reinforced the importance of adopting a structured,
process-driven approach to financial advisory.
Participants left with fresh perspectives, practical
frameworks, and renewed conviction to create long-
term value for their clients.

The FFF Professional Meet — Hyderabad reflected
Financial Freedom Fraternity's continued mission of
transforming financial professionals through
experiential education, collaborative learning, and a
strong community that believes knowledge becomes
truly valuable only when it can be applied with
confidence.
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FFF PROFESSIONAL MEET -

KOLHAPUR

KNOWLEDGE, COLLABORATION &
EXPERIENTIAL LEARNING

The FFF Professional Meet — Kolhapur brought
together financial professionals for a day of insightful
learning, collaboration, and experiential education.
Designed to inspire continuous professional growth,
the event provided a platform where advisors could
exchange ideas, gain practical knowledge, and
strengthen relationships within the financial services
fraternity.

The conference featured enriching sessions by
distinguished industry experts, including Amogh
Sharma, Anil Patil, Nishant Laawatay, Prasad
Dharmadhikari, Namrata Kumbhojkar, CA Amit
Shah, Kaustubh Gosavi, and Anil Vaidya. Their
diverse perspectives on financial advisory, investment
strategies, professional excellence, and the evolving
financial landscape equipped participants with
practical insights to build stronger, client-centric
advisory practices.

A key highlight of the meet was the highly engaging
Asset Allocation Game and Volatility Game, where
participants experienced investment decision-making
through interactive market simulations. These
experiential learning modules enabled advisors to
better understand portfolio construction,
diversification, risk management, market behaviour,
and investor psychology—itransforming theoretical
conceptsinto practical advisory frameworks.

Adding excitement to the event was the "Dare to Win"
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Reality Game Show, where participants tested their
analytical thinking and decision-making abilities
across simulated market scenarios. The competition
was evaluated by an esteemed jury comprising Anil
Patil, Nishant Laawatay, Prasad Dharmadhikari,
Namrata Kumbhojkar, and CA Amit Shah, whose
expertise ensured a fair and insightful assessment of
the participants' strategies. The winners of this
engaging challenge were Nikhil Ghorpade (ASK
AMC), Ajinkya Kajwe (Tata AMC), and Rajat Shah
(Kotak AMC), recognized for their exceptional
judgment and strategic investment decisions.

Beyond the knowledge sessions and experiential
activities, the event fostered meaningful networking,
collaboration, and the exchange of ideas among
professionals committed to raising the standards of
financial advisory. The enthusiasm, active
participation, and spirit of learning throughout the day
reflected the growing strength of the Financial
Freedom Fraternity community.

The FFF Professional Meet — Kolhapur once again
reinforced Financial Freedom Fraternity's mission of
empowering financial professionals through
experiential learning, innovation, and community-
driven growth. By combining expert knowledge with
practical application and healthy competition, the
event inspired advisors to continuously learn, adapt,
and create greater value for the investors they serve.
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FFFP GIFT City & Parul University

Study Tour 2026

Three Days of Learning, Glohal Perspectives
& Professional Fellowship

The FFFP GIFT City & Parul University Study Tour
2026, held from 23-25 July 2026, was a thoughtfully
curated experiential learning initiative that brought
together 27 Volatility Coaches for an immersive journey
across Ahmedabad, GIFT City, and Parul University,
Vadodara. Designed to move beyond conventional
classroom learning, the study tour offered first-hand
exposureto India's rapidly evolving international financial
ecosystem while fostering collaboration among financial
professionals.

The first two days were dedicated to exploring GIFT City,
where participants gained valuable insights from
regulators, bankers, wealth managers, exchange
leaders, and industry experts. The sessions provided a
comprehensive understanding of the opportunities
emerging from India's first International Financial
Services Centre and its growing role in the global
financial landscape.

The academic discussions featured Naresh Sharma
from Canada, who joined virtually to share international
perspectives on wealth management and global financial
practices. Hitesh Thakkar of RYSA Wealth spoke about
global investing and the opportunities that GIFT City
presents for Indian financial professionals. Kundan
Krishna from IFSCA explained the regulatory framework
and long-term vision of developing GIFT IFSC into a
globally competitive financial centre, while Anshul Jain
of Kotak Bank highlighted the expanding banking
ecosystem and investment opportunities available
through GIFT City.

One of the most memorable experiences was the visit to
India INX, a subsidiary of BSE, where Vijay
Krishnamurty, Managing Director & CEO, shared his
insights on international exchanges, cross-border
investing, and India's growing position in the global
capital markets. The delegation also visited NSE IX,
where Ashok Kumar Sinha, Director & Principal Officer,
NSE IX Global Access, provided participants with a
deeper understanding of the international exchange

ecosystem and global market access.

The learning extended beyond conference rooms. A visit
to Sobha Developers' project within GIFT City offered
participants a first-hand view of the city's world-class
infrastructure and ongoing development. Adding a
practical dimension to the program, FFFP conducted its
Asset Allocation Game 3.0, demonstrating the
importance of global diversification by simulating
investment decisions across the NIFTY and the S&P
500, helping participants appreciate the value of
disciplined asset allocation in an increasingly
interconnected investment environment.

The final day of the study tour took the delegation to the
sprawling 258-acre Parul University campus in
Vadodara. The academic sessions included an engaging
presentation by Dr. Prashant Sahatiya on Artificial
Intelligence for Finance Professionals, showcasing
how Al is transforming advisory practices, investment
research, and client engagement. Dr. Kunjal Sinha, Hon.
Pro Vice Chancellor of Parul University, addressed the
participants with inspiring keynote remarks, while Dr.
Amitava Gupta, Director — Executive Development
Programmes, shared the University's vision of industry-
integrated executive education.

The visit also highlighted the Executive Post Graduate
Diploma in Personal Finance (EPGDPF), a pioneering
initiative jointly aimed at developing future-ready
personal finance professionals through a blend of
academic excellence and practical industry exposure.
The FFFP GIFT City & Parul University Study Tour
2026 was far more than an educational visit—it was a
transformative learning experience that seamlessly
combined regulation, global investing, financial markets,
technology, academia, experiential learning, and

professional fellowship. It reaffirmed Financial Freedom
Fraternity Professional's commitment to preparing
financial professionals for the future by encouraging
them to continuously learn, adapt, innovate, and lead in
anincreasingly global financial ecosystem.
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FFFP PREMIER LEAGUE

6th FFFP Premier League
KOLKATA 2026

Celebrating Camaraderie Beyond Competition

The 6th FFFP Premier League - Kolkata marked a
vibrant beginning to 2026, bringing together the
Mutual Fund industry fraternity for a day that
celebrated not just competition, but connection,
collaboration, and community. With 12 teams and
350+ industry professionals participating, the event
reflected the true spirit of togetherness that defines
Financial Freedom Fraternity Professional.

More than a sporting tournament, the Premier League
served as a platform for relationship building, where
professionals from across the industry came together
to strengthen bonds beyond business. The day was
filled with friendly competition, shared experiences,
and meaningful interactions, reinforcing the belief that
while sport crowns one champion, every participant
leaves with stronger relationships and lasting
memories.

The tournament withessed exceptional performances
from all participating teams. PGIM Mutual Fund
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emerged as the champions, with HDFC Mutual Fund
finishing as runners-up. Bank of India Mutual Fund
and Bandhan Mutual Fund secured semi-final
positions, while SBI Mutual Fund, HSBC Mutual
Fund, 360 ONE Mutual Fund, and Axis Mutual Fund
reached the quarterfinals. The enthusiasm and
competitive spirit displayed by Groww Mutual Fund,
Motilal Oswal Mutual Fund, The Wealth Company
Mutual Fund, and DSP Mutual Fund added immense
energy and excitement to the event.

The 6th FFFP Premier League — Kolkata once again
demonstrated that the strongest professional
communities are built not only through conferences
and classrooms, but also through shared experiences
that foster trust, teamwork, and lifelong friendships. As
Financial Freedom Fraternity Professional continues
to unite the industry through meaningful initiatives, the
Premier League remains a testament to the power of
collaboration, sportsmanship, and collective growth.
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FFFP PREMIER LEAGUE

3rd FFFP Premier League

MUMBAI 2026

Where Cricket Meets Community

The 3rd FFFP Premier League — Mumbai, held on
10th January 2026 at Ryan International School
Turf, Malad, brought together the financial services
fraternity for a memorable day of cricket, networking,
and community engagement. With 125+
participants representing 10 competitive teams, the
event showcased the perfect balance of healthy
competition and meaningful professional
relationships.

The tournament was filled with exciting matches,
exceptional sportsmanship, and an atmosphere of
enthusiasm that extended well beyond the boundary
ropes. While every team competed with
determination, the true success of the event lay in the
camaraderie, collaboration, and lasting connections
builtthroughoutthe day.

HDFC Mutual Fund emerged as the tournament
champions, with 360 ONE Asset Management
finishing as the runners-up. Strong performances
from Bank of India Mutual Fund and HSBC Mutual
Fund, who reached the semi-finals, added to the
competitive spirit of the league. The event was further
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enriched by the enthusiastic participation of teams
representing Groww Mutual Fund, ICICI Prudential
Mutual Fund, Motilal Oswal Mutual Fund, The
Wealth Company Mutuai Fund, PGIM India Mutual
Fund, and Goal Achiever, making the tournament a
true celebration of industry-wide participation.

Beyond the thrilling cricket action, participants
enjoyed opportunities to network, share ideas, and
strengthen professional relationships in a relaxed and
engaging environment. The combination of sport,
conversations, music, and shared experiences
created an atmosphere that reflected the core values
of Financial Freedom Fraternity Professional
—bringing professionals together beyond business.

The 3rd FFFP Premier League — Mumbai once again
demonstrated that the strongest professional
communities are built through trust, teamwork, and
shared experiences. By fostering collaboration both
on and off the field, FFFP continues to strengthen the
bonds within India's financial advisory ecosystem
while creating memorable experiences that inspire
collective growth.
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FFFP SIF & AIF MEET 2026

FFFP SIF & AIF Meet 2026
Shaping the Future of
Sophisticated Iinvesting

The FFFP SIF & AIF Meet 2026, held at the iconic
Bombay Stock Exchange (BSE), Mumbai on 9th
May 2026, brought together some of the brightest
minds in India's wealth management ecosystem for a
day of knowledge, innovation, and meaningful
collaboration.

As the investment landscape continues to evolve, the
event focused on the growing relevance of
Specialized Investment Funds (SIFs) and
Alternative Investment Funds (AIFs), helping
financial professionals understand emerging
opportunities and prepare for the next phase of wealth
creation.

The conference featured thought-provoking keynote
sessions and panel discussions led by distinguished
industry leaders, including Sandeep Tandon,
Founder & CIO, Quant AMC, whose insights on
downside protection, investor behaviour, and the
future of SIFs provided valuable direction for
participants. Esteemed experts such as Debasish
Mohanty, Nishad Khanolkar, Chinmay Sathe,
Apoorva Kumar Khandelwal, Pankaj Mathpal, and
several other industry veterans shared practical
perspectives on portfolio construction, alternative
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investments, and the changing dynamics of client
advisory.

A defining milestone of the event was the launch of the
Executive Post Graduate Diploma in Personal
Finance (EPGDPF) in association with Parul
University, unveiled in the presence of Dr. Amitabha
Gupta and eminent leaders from the financial services
industry. This pioneering programme reflects
Financial Freedom Fraternity Professional's
commitment to building the next generation of highly
skilled and industry-ready personal finance
professionals.

Beyond the insightful sessions, the event celebrated
excellence through awards and recognitions while
fostering valuable networking opportunities among
Mutual Fund Distributors (MFDs), Registered
Investment Advisors (RIAs), wealth managers, and
financial professionals from across the country.

The FFFP SIF & AIF Meet 2026 was more than an
industry gathering—it was a platform where
knowledge met opportunity, innovation met
collaboration, and professionals came together to
shape the future of sophisticated investing in India.
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FFF PROFESSIONAL MEET 2026

FFF Professional
Meet 2026 - TAAT NISM

The FFF Professional Meet 2026, held at NISM,
Patalganga from 10th-12th April 2026, brought
together over 350 Mutual Fund Distributors from
108 cities for three days of immersive learning,
collaboration, and professional growth.

Designed around experiential education rather than
conventional classroom training, the event featured 7
Personal Finance Games, 12 renowned industry
experts, and interactive learning frameworks that
enabled participants to understand complex financial
concepts through practical application.

The meet focused on empowering MFDs to move
beyond product-centric selling towards process-
driven financial advisory. Participants gained deeper
insights into ratio analysis, market behaviour, asset
allocation, volatility management, and data-backed
decision-making—equipping them to build stronger

client conviction, especially during uncertain market
conditions.

One of the most impactful outcomes of the event was
the exchange of ideas among like-minded
professionals from across India, creating a vibrant
community committed to continuous learning and
ethical wealth creation.

The FFF Professional Meet 2026 was more than a
conference—it was a transformational learning
experience. It reinforced a simple yet powerful belief;
in today's evolving financial landscape, success
doesnt come from knowing more; it comes from
understanding better. Through the right knowledge,
practical tools, and a strong professional community,
Financial Freedom Fraternity continues its mission of
creating future-ready financial professionals.
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FFFP RETREAT MEET 2026

FFFP Retreat - Talegaon
Building Stronger Leaders,
Stronger Communities

The FFFP Retreat — Talegaon was designed as more
than just a getaway—it was an immersive experience
focused on reflection, leadership, and meaningful
community building. Bringing together the Volatility
Coaches of Financial Freedom Fraternity
Professional, the retreat created an environment
where learning extended far beyond classrooms and
presentations.

Over the course of the retreat, participants engaged in
structured goal planning, experiential activities,
fireside conversations, collaborative discussions, and
heartfelt gratitude sessions. Every interaction was
thoughtfully designed to strengthen relationships,
encourage open sharing, and foster a deeper sense of
purpose among the coaches who play a pivotal role in
FFFP's experiential learning initiatives.

Rather than traditional networking, the retreat
emphasized experiential community-building

—creating opportunities for participants to build trust,
exchange perspectives, and collectively prepare for

the months ahead. The experience reinforced the
importance of collaboration, emotional intelligence,
and shared leadership in building a stronger
professional ecosystem.

One of the most significant outcomes of the retreat
was the transformation in the group's collective
understanding, maturity, and mutual trust.
Participants left with renewed clarity, stronger
relationships, and a shared commitment to creating
greater impact within the financial advisory
community.

The FFFP Retreat — Talegaon demonstrated that the
strongest professional communities are built not only
through knowledge sharing but also through
authentic human connections. It stands as another
milestone in Financial Freedom Fraternity
Professional's journey of nurturing leaders,
strengthening its community, and creating a culture of
continuous learning, collaboration, and long-term
growth.
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FINANCIAL
FREEDOM
FRATERNITY

—TAAT

presents

TACTICAL ASSET ALLOCATION

AND TRANSACTION

A CERTIFICATION PROGRAMME IN ASSOCIATION WITH

National Institute of
Securities Markets
A Capacity Building Initiative of SEBI

NiSM

—h THREE-DAY — | CERTIFICATEOF R0

NISM =

s:32| RESIDENTIAL E : E S =y PARTICIPATION &D&
PROGRAMME FROM NISM

/' CERTIFICATE
OF PARTICIPATION
\ FROMNISM

NETWORKING WITH S
MFDs & INDUSTRY
EXPERTS

PROGRAMME OVERVIEW T e

TAAT is a certification programme by Financial Freedom Fraternity Professional (FFFP).
Delivered over three days at the NISM campus, the programme combines expert-led
sessions with gamified, experiential learning — in-hall and outdoor - to equip investors
and Mutual Fund Distributors (MFDs) with practical frameworks for equity, debt,

and gold markets.

12 POWER-PACKED MODULES
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THE VOLATILITY
GAME

Use PE, PB and Market
Cap-to-GDP to judge
market valuation and
identify the right time
to be in or out of equity.

o .

H'\c‘

THE VISION
GAME

Align individual goals
and values with the
organisation’s vision
through engaging
team-building exercises.

af

ASSET ALLOCATION
GAME |

Allocate across equity,
debt, international equity
and gold with a rules-
based approach for
consistency and peace
of mind.

"

PERSONAL FINANCE
STORY GAME

Learn to tell simple,
relatable stories that
make complex personal
finance concepts easy
to understand and
remember.

LEARN

ASSET ALLOCATION
GAME Il

Use the Nifty-Gold
ratio to decide when to
tilt your portfolio
towards equity or
towards gold.
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MUTUAL FUND
RATIO ANALYSIS

Compare mutual funds
on a risk-adjusted,
return-wise basis and
identify the truly better

choice.

INVEST IN KNOWLEDGE.
MULTIPLY IMPACT.

ASSET ALLOCATION
GAME llI

Understand when to
favour Indian markets
vs. U.S. markets and

build global diversification

as a risk-management

tool.

g I
FUNDAMENTAL

ANALYSIS

Filter thousands of
stocks using company
fundamentals to build a
shortlist of quality
businesses.

NOW!

REGISTER
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THE VOLATILITY
GAME 3.0

THE VOLATILITY
GAME 2.0

Discover the power of
SIF, hedging and shorting

Leverage the Yield Ratio
to compare debt vs.

equity and choose the to generate returns even
better opportunity at in adverse or falling
the right time. markets.
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TECHNICAL
ANALYSIS

Time entries and exits
using EMA and RS,
combined with valuation
and fundamentals for
better decisions.

Al FOR
MFDs

Use Al and Al-powered
apps to grow your
business, build a sales
funnel and understand
products better.

@ www.volatilitygame.com
M help@sslacademy.org
(0 +919903456354
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VOLATILITY COACH LIFE MEMBERSHIP

FFF PRO
MEMBERSHIP
WORTH RS1,54,000
+GST PER ANNUM

FREE FOR LIFETIME

8TH FFFP
CONFERENCE +FFFP
RETREAT + FFFP
NISM MEET
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Academy

A Joint Certification On

Wealth Management
Through Gamification

With

REBALANCE STRATEGY

PROFESSIONAL DEVELOPMENT PROGRAM

REV] C (€

ReBalance Volatilit;éﬁe?r'tiﬁcaiion Course

[ 9 Modules On 9 Days (18 Hrs) ]

® Volatility Game ® Mutual Fund Analysis Game
® Debt Volatility Game ® Vision Game
® Technical Analysis Game ® Influencers Game

®* Fundamental Analysis Game ¢ Financial Planning
® Derivatives & Options

= Over 3500 (7 [—— | Over 300+ RVCC
= o ~ |} Authorised

= || Certificants so far ' \// Trainer

-’ and Counting e across India




Parul®University
NAAC GRADE (}++

) FINANCIAL
Executive FREEDOM
Development FRATERNITY

PROFESSIONAL
Programs _—

Executive Post Graduate Diploma in Personal Finance Corporate Induction Partner

Executive Post Graduate Diploma in
Personal Finance

Building Expert Financial Advisors for a Complex World

= '
1 Year 40 Credits 400+ Hours

2 SEMESTERS 20 PER SEMESTERS ONLINE TRAINING CAMPUS IMMERSIVE

Getting Future
Ready

Programme Curriculum

Each semester carries 20 credits across 5 subjects (4 credits each).
Capstone Projects are industry-mentored practicals.

SEMESTER 1 (20 Credits) SEMESTER 2 (20 Credits)
Foundations of Securities Markets: Insurance Planning & Risk Transfer
Structure, Instruments & Participants Strategies
4 Credits | Theory 4 Credits | Theory
Investment Planning Through Volatility Investment Advisory Practice: Operations,
Simulation Compliance & Regulatory Framework
4 Credits | Theory 4 Credits | Theory

Mutual Funds Essentials: Structure, Selection &
Strategy for Financial Planners
4 Credits | Theory

Behavioral Finance for Financial Planners
4 Credits | Theory

Applied Financial Modeling: Decision Tools Fintech, Robo-Advisors & The Digital

for Financial Planners Planner

4 Credits | Theory 4 Credits | Theory
Capstone Project — 1 Capstone Project — 2
4 Credits | Theory 4 Credits | Theory

WHAT’S INCLUDED
L RATOI NG e ——\

400+ hours online blended learning

2 industry-mentored Capstone Projects
Free self-paced supplementary certificates
2-day residential campus immersive at Parul

University
Formal graduation ceremony on campus (1 Day)
Full Parul University alumni status

FEFP community. lnduct.lon . ScanttolKnow Mare
Access to Parul startup incubation ecosystem
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