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Indonesia: an archipelago country with massive economic potential
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The world's largest
archipelagic country with
more than ~17.500 islands

The fourth most populous
country in the world with
population around ~270 Mn

More than ~83.000 villages
spread across 38 Provinces
in Indonesia

In 2022: the 2"d fastest GDP
growth in ASEAN (5,3%), only
after Vietnam

In 2022: the 2"d largest FDI
flows in ASEAN ($22Bn), only
after Singapore

Understanding the characteristics and potential of Indonesia, we as a banking institution must develop appropriate
strategies to maximize the company's business.
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BRI has two mandates to deliver: ™

Economic Value and Social Value

Become the Most
VALUABLE Banking
Group in Southeast Asia

&

Champion of
FINANCIAL INCLUSION

$7an Market Cap

“Digital First” DNA

90% Financial Inclusion

Home to the “Best Talent”

“‘Agile & Entrepreneurial” Mindset

&



Our hybrid bank business model aims to meet the wide spectrum of
our customer target segments’ needs in delivering banking services

Digitize existing services and transactions to ﬁ
boost productivity & unleash the potential

Digital loan Digital office ¥ BRISiars
underwriting application i v

Mobile banking Digital learning  ynispann,
super apps _ application

FILLAY

Build ecosystem to offer products and services
beyond core business to leverage new liquidity,
new opportunities and new source of growth

Digital ecosystem pgsari®  BRIM(ILA Ventures capital
platform (B2B,

B2B2C) sTRYPBERI  $mart bVl

Digital partnership
& collaboration BRIap et
Create & launch an independent greenfield digital !
proposition to tap the untapped segment and L

embedded in customer’s life

Digital @ ceria B pinang ~ Distal BRY Ol (Y
i Fmar fantn TR T an

loan saving pa—
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Digital capabilities . Physical presences

~7.700 outlets

~500 cash offices

~256.000 e-channels
/ ™
Qutlets E-channel
~1000 branches & sub branches ~12.000 ATM
~6.000 micro-outlets ~9.00 CRM

~196.000 EDC
AN iy

~740.000 BRI Agents
BRI Branchless Banking

s D
+ Simple financial transaction services (i.e., money
transfer, cash withdrawal, billing payment)
Loan referral
« Saving referral |
« Micro insurance referral
N _/

~37.000

Experienced financial advisors
+79.000 (group included Pegadaian & PNM)

N
BRI digital advisor (penyuluh digital)

Digital acquisition, digital transaction and digital education )
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In 2021, we build Ultra Micro (UMi) Holding to provide comprehensive

& integrated financial services that meet the needs of businesses
o #of Umi businesses

UMi businesses that require additional funds, UMi businesses that require additional funds,
out of 45Mn customers in 2018 out of 48Mn customers in 2022

Served

Served

Pawn lending

AR, @
(e

;""1- Group
\ lending

: Not served
Friends
: D
Family
@D
shark

' Not served

Pawn

30mn lending

i)
BPR

%h

@ Friends & Loan shark
Family @

Our strategy to targeting ultra micro-enterprise players in line with the Indonesian government's aspirations to make
Indonesia as the "world-leading UMi Ecosystem” by 2029-2034

BPR o

Group
lending @
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We have 6 key success factors to effectively serve the micro and ultra-
micro segments in Indonesia

Digital asset

Build online platforms and
applications to engage micro
and ultra-micro segments
effectivelye.g.,

mm e B

Data analytics

Utilizing data analysis
techniques to gain insights into
customer behavior and
preferences, e.g., credit
scoring, product offering.

BRIBRAIN

Wholistic “Mantri” Role

Empowering Mantri with
multifaceted responsibilities
(i.e., marketing, disbursement,
collection and mentorship) to
ensure a comprehensive
approach to serve client.

B
(4
W o

M

/
|\ 6

000

BRILinK Agent

Leveraging authorized agents
to provide financial services
(including credit underwriting for
selected agent) to tap the

untapped customer
AgenBRILink

Layaraan Transahs! Kesangas fangs Kanior

Tailored product

Develop customized products
and services that meet the
unique needs of micro and
ultra-micro customers, e.g.,
intraday loan, subsidized loan

ek

Managing credit risk

100% of loans are insured by,
SEO and subsidiaries, which
includes credit insurance and
life insurance, with a normal
recovery rate targeted at 70%.
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1. BRISPOT as digital tools to improve productivity and efficiency by
digitalizing business process

Boost Productivity & Unleash the Potential

Digitalization

Yooy A & +157 Impactful Features
+100K Users Micro +76

(loan officers & approvers) Small +37
Consumer +44 * Double work

Rp168.601.590

Fltur Utama

o.o n E

Pemasaran Prakarsa Mantorng

Fitur Lainnya

. (=] e

P Digital Coll P

" * @

Pick Up Trx Kelola Agunan SenyulM Mobile

LA \.\ oee

BRISPOT Features

O Boost Productivity

+ Sales & pipeline
Portfolio balancing dashboard
Profit & loss portfolio
Working area mapping
UMi comer integration

O Increase Efficiency

+ Automated pre-screening
Less paper
All in one application
Pick up transaction
BRISURF integration

Monitoring & evaluation
Monitoring point to point
“Activity Today”
Assistance

O Strengthen Risk Management

BRILink partnership
KPI visibility
Activity suggestion
QRIS acquisition
Radar CASA

Online loan application
letter register
Scheduled marketing
Automated AGF
registration

Early warning system
Loan collection

KUR limit monitoring
Credit restructuring

« Allinone go
+ Variative financial assessment + Standardized template
* No cross-selling module * Build-in cross-sell module

Automation

Manual prescreening
* Manual disbursement

* Manual reminder by loan
officer

Simplification

+ Automatic prescreening
+ Automatic disbursement
+ SMS & email notifications

Paper based loan application
» Manual mapping
» Approval process in 20 days

+ Paperless loan application
+ Geo-tagging technology
+ Lessin1day

BR
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2&3. Optimizing data analytics and wholistic Mantri role to provide
comprehensive services to customer

BRIBRAIN as the digital brain center of BRI, We develop Mantri to become a complete

consolidating the capabilities of Artificial marketer to provide all financial solution needed
Intelligence and analytics by customers

BRIBRAIN capabilities:

@)
:[M]i @ Cross
el selling
Customer Credit
e 9 underwriting /

engagement
BRIBRAIN

Credit
underwriting
@ Collection

S D

b o

 FTAERT Snrs
¥ R
A v ]

Customer
relationship

"

" . Financial Digital
Smart services Antri-fraud & advisor education
& operations risk analytics
Example on BRIBRAIN usecases: To help the success of this wholistic role, Mantri is
AGEN Al-based leads generations for @ Personalised product supported by digital tools (e.g., BRISPOT) and
BRILInk potential BRILInK Agents recommendation regulations regarding work areas to avoid overlapping
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4. BRILInK Agents as an extension for BRI to tap the untapped
customer

Services provided by BRILinK Agents BRILIinK Agents by numbers

Loan repayment # Agents (In Thousand) Fee Income (IDR Bn)
(collection)

Individual loans and 18.2% YoY 7408 9.5% YoY 1,558.3

Working capital
o Basic account opening,

financing to agents : 9 14236
greg deposit and withdrawals Sef0 :
. " point (Cash in/ cash out)
Financial poe o
i - 2022 2023 ) 3
education and Bill payments and ' _
community hub recharges (e.g # Transactions (In Mn) Transaction Value (IDR Tn)
airtime top up) 1.7% YoY 10.0% YoY 1427.6
1,078.0 ks
Micro product hub . .
(micro-insurance, P_\Illed a}nd OoTC 1,297.7
micro-investment) financial
services
2022 2023 2022 2023
Assisted e-
commerce Bk Loan Referrals (in Thousand) CASA (IDR Tn)
transfer 226.7% YoY 3,063.8 13.2% YoY 234
Consumer
durable loans 037.7 207
for customers
Cashless
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5&6. We develop tailored products to meet customer needs, supported
by strong risk management

Some of our tailored product for targeted customer... ...and supported by strong risk management

Kredit Usaha Rakyat — subsidized credit

a government loan program distributed by BRI 0 100% loan is insured by insurance
to who have not previously borrowed or are [E@A company: credit & life insurance
considered non-bankable but are striving to

develop their businesses

Credit risk scoring to assess the
likelihood of borrowers

(D

Yarnen loan — pay after harvest

defaulting on loans
Credit loan which repayment is structured to BRI

occur when the harvest season arrives, o . . )
aligning with the borrower's cash flow from Credit risk management Risk based pricing to set interest

i iviti w01l \ rates and other loan terms based
agricultural activities. i

= on the perceived credit risk of
the borrower

Intraday loan

Helping the business to fullfill or maintain
liquidity needs on daily base for the purpose
of making unhindered payment transactions
during a relevant day

Early warning system to identify and
mitigate potential credit risks before
escalate into defaults or financial crises
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Beyond those 6 key success factors,[ailiaiiRa: ik () wiib:ialo) o1 TR 1) BV

a crucial role in Oour sucCcess
Our culture transformation focuses on 2 key objects

Transforming our customer Transforming

Enhancing public literacy and awareness to utilize  Implementing work areas as planned

digital services/products. « Executing disciplined sales and collection
Educating customers regarding the borrowing and strategies.

lending cycle: point-to-point payments » Cross-selling products (e.g., mobile banking and
insurance)
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