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The Jio-BlackRock partnership, announced in July 2023 and operationalized with SEBI approval in
May 2025, brings BlackRock's Aladdin platform to India through Jio BlackRock Mutual Fund, a
50:50 joint venture between Jio Financial Services (JFSL) and BlackRock. This collaboration aims to
transform India's asset management landscape by combining Jio's digital infrastructure and
massive user base with BlackRock's investment expertise and Aladdin's advanced analytics. Below
is an overview of how India benefits from Aladdin's introduction and why BlackRock faced
challengesin cracking the Indian market earlier.

How India Benefits from Aladdin’s
Introduction via Jio-BlackRock

1. Democratization of Wealth Management

» Accessibility for Retail Investors: Aladdin (Assets, Liabilities, Debt & Investor Network), a
platform managing over $21 trillion globally, offers institutional-grade tools for risk analytics,
portfolio management, and trading. By integrating with Jio's digital ecosystem, it makes
sophisticated investment tools available to retail investors, including those in Tier 2 and Tier 3 cities,
who were previously underserved by traditional asset managers. This aligns with India's growing
retail investor base, with 49.5 million SIP accountsin 2024.

* Low-Cost Investing: Jio BlackRock's digital-first, direct-to-consumer model reduces
intermediary costs, potentially offering expense ratios as low as 0.15% for ETFs, compared to the
industry average of 1.5-2%. This affordability could attract India's 150 million retail investors and
tap into the $1.2 trillion in household savings, where only 25% of households currently invest in
mutual funds.

2.Enhanced Investment Decision-Making

* Advanced Analytics and Al: Aladdin's Al-driven analytics, including stress testing, scenario
modeling, and real-time risk assessment, empower investors with data-driven insights. It can
analyze market risks like interest rate changes or geopolitical events, helping Indian investors make
informed decisions in a volatile market.

» Personalized Solutions: The platform's integration with Jio's consumer data insights enables
hyper-personalized investment recommendations, catering to India's digitally-savvy youth and
first-time investors. This could boost financial literacy and participation in a market projected to
reach $140 billion by 2030 with a 33.7% CAGR.
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3. Financial Inclusion and Rural Penetration

+ Jio's Digital Reach: Jio's 700 million+ customer touchpoints, including its telecom and fintech
platforms, allow Jio BlackRock to reach rural and semi-urban areas. Features like vernacular
language support and seamless KYC via the JioFinance app make investing accessible to millions
who traditionally relied on savings or informal investments.

» Bridging Urban-Rural Gap: Aladdin's localization for SEBI compliance and India's data
protection laws ensures it meets regulatory needs while offering user-friendly interfaces for novice
investors, potentially transforming India into a “nation of investors, not just savers.”

k. Economic and Industry Growth

* Market Expansion: India's mutual fund market, worth 372.18 lakh crore (S845 billion), is
dominated by legacy players like SBI and HDFC. Jio BlackRock's entry could capture 10-15% of the
market within five years, driving competition, innovation, and lower costs for investors.

» Job Creation and Skill Development: The partnership's focus on digital finance necessitates
skilled professionals in investment management and fintech. This could spur demand for training
programs, fostering a new generation of financial experts.

5. Regulatory Alignment

The Indian government's push for financial inclusion through UPI, NEFT, and the National Pension
System aligns with Jio BlackRock's mission. Aladdin's real-time compliance tools ensure
adherence to SEBI regulations, enhancing investor trust and supporting India's digital-first
financial policies.

Why BlackRock Struggled to
Crack the Indian Market Earlier

BlackRock's previous attempt to penetrate India's asset management industry was through a joint
venture with DSP Group (DSP BlackRock), formed in 2008 and dissolved in 2018 when BlackRock
sold its 40% stake to DSP. Several factors contributed to its challenges:

1. Highly Regulated Market
India's mutual fund industry is tightly regulated by SEBI, with strict rules on pricing,
transparency, and investor protection. Unlike telecom, where aggressive pricing disrupted
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markets (as Jio did), asset management restricts “freebie” strategies, limiting BlackRock's ability to
leverage its global scale for rapid market capture. Compliance with local regulations, such as KYC
norms and data residency laws, required significant adaptation of Aladdin, which was initially
designed for institutional clients in less regulated markets.

2. Competition from Established Players

India's mutual fund market was dominated by legacy AMCs like SBI, HDFC, and ICICI, which
held 40% of the market share. These players had strong brand loyalty, extensive physical
distribution networks, and established trust among conservative Indian investors, making it
difficult for DSP BlackRock to gain significant traction.

BlackRock's focus on institutional clients and complex products (e.g., ETFs) didn't fully resonate
with India's retail investor base, which preferred simpler, debt-focused funds at the time.

3. Limited Digital Infrastructure

During DSP BlackRock's tenure, India's digital infrastructure was less developed. The absence of
widespread fintech platforms limited BlackRock's ability to distribute products digitally, a key
strength of its Aladdin platform. Jio's ecosystem, with over 450 million subscribers and digital-
first platforms, addresses this gap in the new venture.

L. Cultural and Behavioral Barriers

Indian investors, particularly in the 2008-2018 period, were risk-averse, favoring fixed deposits
and gold over mutual funds. Only 25% of households invested in mutual funds, and retail
participation was low compared to corporates. BlackRock's sophisticated, data-driven approach
via Aladdin was less appealing to conservative investors without a strong local partner to bridge
cultural gaps.

DSP BlackRock also struggled to penetrate Tier 2 and Tier 3 cities, where traditional AMCs had
better reach through physical branches and advisors.

5. Partnership Dynamics
The DSP BlackRock joint venture lacked the disruptive scale and digital focus that Jio brings.
DSP, while respected, didn't have the consumer reach or technological ecosystem of Jio, limiting

the partnership's ability to challenge incumbents or leverage Aladdin's full potential.

Strategic misalignment led BlackRock to exit in 2018, focusing on markets where it could exert
greater control or see faster growth.
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How Jio-BlackRock Overcomes
Previous Challenges

« Jio's Digital Muscle: Jio's 700 million+ customer base, JioFinance app, and integration with UPI
and vernacular platforms enable mass-market reach, overcoming the digital infrastructure
limitations of the DSP era.

+ Localized Aladdin: The platform has been adapted for SEBI compliance, data residency, and

user-friendly interfaces, making it suitable for India's retail investors, unlike its earlier institutional
focus.

+ Disruptive Pricing and Products: Jio BlackRock's low-cost ETFs and debt funds (e.g., Overnight
Fund, Liquid Fund) cater to India's risk-averse investors while leveraging Aladdin's analytics for
superior performance, challenging legacy AMCs.

- Changing Investor Behavior: Rising financial literacy, 60% SIP adoption growth in 2024, and a

tech-savvy younger demographic create a more receptive market for Jio BlackRock's digital-first,
low-cost model compared to a decade ago.

Potential Challenges
for Jio-BlackRock in India

Despite its promise, Jio BlackRock faces hurdles:

+ Regulatory Complexity: Navigating SEBI's stringent rules and ensuring transparency could lead
toinitial teethingissues.

« Building Trust: Conservative investors may hesitate to adopt a new player over established
brands like SBl or HDFC.

« Competition: Fintech platforms like Groww, Zerodha, and Bajaj, offering commission-free
investing, pose stiff competition. Jio BlackRock must differentiate through Aladdin's superior

analytics and Jio's scale.

« Operational Scaling: Managing millions of investors simultaneously requires robust digital
infrastructure, which Jio is well-positioned to provide but must execute flawlessly.
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Conclusion

The Jio-BlackRock partnership brings Aladdin to India, offering significant benefits like affordable,
tech-driven investing, enhanced financial inclusion, and market growth. By leveraging Jio's digital
reach and Aladdin's analytics, it addresses BlackRock's earlier challenges, including limited digital
infrastructure, regulatory hurdles, and competition from legacy AMCs. While challenges like trust-
building and competition remain, the venture's digital-first approach and alignment with India's
financial inclusion goals position it to disrupt the 72 lakh crore mutual fund market, potentially
capturing a significant share by 2030.
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Disclaimer: This report has been prepared by the research department of Invasset, is for information purposes only. This report is
not construed as an offer to sell or the solicitation of an offer to buy or sell any security in any jurisdiction where such an offer or
solicitation would be illegal. Invasset have exercised due diligence in checking the correctness and authenticity of the information
contained herein, so far as it relates to current and historical information, but do not guarantee its accuracy or completeness. This
Document may contain confidential and/or privileged material and is not for any type of circulation and any review, retransmission,
orany other useis strictly prohibited. This Document is subject to changes without prior notice.

The opinions expressed are our current opinions as of the date appearing in the material and may be subject to change from time to
time. Prospective investors are cautioned that any forward looking statement are not predictions and are subject to change without
prior notice. Recipients of this material should rely on their own investigations and take their own professional advice. Invasset or
any of its affiliates or employees shall not be in any way responsible for any loss or damage that may arise to any person from any
inadvertent error in the information contained in this report. Invasset. or any of its affiliates or employees do not provide, at any
time, any express or implied warranty of any kind, regarding any matter pertaining to this report, including without limitation the
implied warranties of merchantability, fitness for a particular purpose, and non-infringement. The recipients of this report should
rely on their own investigations.

Invasset and/or its affiliates and/or employees may have interests/ positions, financial or otherwise in the securities mentioned in
this report. Opinions expressed are our current opinions as of the date appearing on this material only. While we endeavour to
update on a reasonable basis the information discussed in this material, there may be regulatory, compliance, or other reasons that
prevent us from doing so. This reportis not directed to or intended for display, downloading, printing, reproducing or for distribution
to or use by any person in any locality, state and country or other jurisdiction where such distribution, publication or use would be
contrary to the law or regulation or would subject to Invasset or any of its affiliates to any registration or licensing requirement
within such jurisdiction. Invasset may or may not hold any securities discussed in the article in its portfolios. Invasset may or may not
take decisions based on the information contained in the article while curating portfolios for its clients. Without limiting any of the
foregoing, in no event shall Invasset, any of its affiliates or any third party involved in, or related to, computing or compiling the
information have any liability for any damages of any kind.

This research has been done by the

Core Fundamental Research Team of InvAsset PMS Desk.
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