The Economic Times
Monday, June 30, 2025

EI' NEWSMAKERS
YOUNG ENTREPRENEURS

11

Mathew Muthoottu: Redefining Leadership
in Modern Indian Finance

n the high-stakes world of
Inon-banking finance, where legacy

often collides with disruption,
Mathew Muthoottu stands apart not
as a silent inheritor but as a young
visionary rewriting the rules of what
a legacy brand can become. At just 36,
he isn’t merely holding the reins of a
century-old institution he’s steering it
into bold, untapped territories with
the confidence of a market veteran
and the mindset of a startup founder.

As Managing Director of Muthoottu
Mini Financiers Ltd, one of India’s
oldest and most respected NBFCs,
Mathew has transformed what was
once seen as a traditional gold loan
company into a formidable financial
powerhouse with a presence across 12
states and 950+ branches. But this
transformation didn’t come from
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playing it safe. With an eye for oppor-
tunity and a gut for risk, Mathew has
built a culture of agility, ownership
and execution traits rare in compa-
nies with such deep-rooted legacy.

Making of a Modern Leader

Armed with global exposure from
Cambridge University and an early
career stint at Lloyds Bank, UK, he
brought back more than just degrees
and experience. He returned with a
fierce intent to scale, diversify and
digitise a business his grandfather
once founded in 1921 as a lifeline for
the common man.

Today, whether it’s launching a suc-
cessful NCD during a regulatory
churn, expanding into microfinance
and insurance services or building a
technology-first infrastructure to
futureproof customer experience,
Mathew’s leadership is anything but
conventional. He has not only made
the company relevant to a new gener-
ation of borrowers but has done so
while preserving the very values that
built its trust across decades.

This outlook is also echoed by PE
Mathai, the company’s CEO, whose
five-decade career has brought deep
operational wisdom and people-cen-
tric leadership to MMFL. Mathai has
been instrumental in ensuring consis-

tent asset quality, high governance
standards, and smooth implementa-
tion of large-scale expansions and
technology adoption efforts.

Widely respected for his strategic
clarity and ethical grounding, Mathai
plays a critical role in aligning rapid
growth with stability. “We’re not just
scaling branches, we are scaling
trust,” Mathai says, reflecting on the
company’s rural expansion strategy.
He is deeply involved in mentoring
regional teams and ensuring custom-
er relationships remain central to
operations. His presence lends the
organisation a strong foundation that
balances Mathew’s rapid modernisa-
tion with financial prudence.

“Mathew brings speed and vision
but what sets him apart is his humili-
ty. He listens before he leads,” notes

the CEO. Together, their dynamic is a
blend of insight and innovation, one
rooted in legacy, the other in
future-forward thinking. Mathai’s
ability to guide transformation while
preserving the soul of the company
remains one of Muthoottu Mini’s
greatest strengths.

“Mathew’s strategic vision and
youthful drive have brought a trans-
formative momentum to Muthoottu
Mini. His fresh and technology-led
approach has repositioned us as a
future-ready NBFC without compro-
mising on our core values,” Mathai
adds talking about the young MD of
Muthoottu.

From Foundation to
Transformation

Born into the respected Muthoottu
family, Mathew grew up deeply aware
of the legacy he would someday inher-
it. But it wasn’t handed to him on a
silver platter. “From a young age, my
parents instilled the idea that we must
earn our place in the legacy. That
sense of accountability has shaped
everything I do,” Mathew reflects.

After earning a degree from
Cambridge and completing an intern-
ship at Lloyds Bank, he returned to
Kerala in 2013. What he saw then was
a respected but largely traditional

INSIDE THE MIND OF A
MODERN NBFC LEADER

In conversation with Mathew Muthoottu, MD of Muthoottu Mini

What inspired your return to
Kerala after Cambridge and
Lloyds Bank?

It was never about just getting a
foreign degree. At Lloyds, I saw how
legacy institutions can stay agile if
they’re willing to learn. When I
came back in 2013, I saw that the
company had soul but needed scale
and speed. I knew we could grow
without losing our roots.

What was your first major
change after becoming Managing
Director?

Speed and ownership were my top
priorities. We streamlined deci-
sion-making, reduced bureaucracy
and restructured the hierarchy I
wanted feedback loops to be faster
and employees at every level to feel
like they truly owned the outcomes.
It wasn’t about policy change, it was
about a mindset shift.

Why did you take the risk of
launching a public NCD so early?

We entered the public NCD space
in 2014 when it was still uncharted
for many NBFCs. It was a bold step.
Many financial professionals didn’t
understand the gold loan sector
well. But that risk paid off. It helped
us gain trust and visibility in a com-
petitive and regulated space.

How did you ensure culture
wasn’t just a buzzword?

Culture became a strategic priori-
ty. I spent time on the ground, from
headquarters to rural branches,
helping our teams believe that they
were building their own future.
When team members feel as empow-
ered in Telangana as they do in
Kochi, that’s when transformation
is real.

What does Bharat mean in
your expansion strategy?

We deliberately focused our
expansion on semi-urban and rural
India. Financial inclusion can’t just
be an urban agenda. These regions
are full of aspiration but lack access.
For us, opening a branch is not just
a business goal, it’s about enabling
ambition where it matters most.

What’s your boldest goal for
the recent future?

Our vision-2027 is clear. We aim
for 7,500 crore AUM, %400 crore in
profit, and a customer base of 1.4
million. But beyond the numbers, I
want the organisation to feel like a
living ecosystem, where legacy
meets innovation and where every
person feels they’re part of some-
thing transformational.

.
Lo

vy

2T 12X X

3 o - A

7

THE NUMBERS TELL THE STORY

In FY25, Muthoottu Mini’s performance has spoken
volumes about the resilience and direction Mathew has
instilled in the organisation.

e Revenue reached 815.15 crore, a 21.3% increase over

FY24.

e Assets Under Management (AUM) rose to ¥4,141.60 crore,

a 17.57% YoY growth.

e Profit After Tax stood at ¥94.18 crore, reflecting a 21%

rise from the previous fiscal.

e Gross NPA and Net NPA were maintained at low levels of
0.85% and 0.50%, showing strong asset quality.
e The CRAR remains healthy at 21.38%, well above

regulatory requirements.

e |CRA upgraded Muthoottu Mini’s long-term borrowings to
A (Stable), validating its growth trajectory and discipline.

company, with limited scale and infra-
structure. “The soul of the business
was strong, but it lacked speed. We
needed to think bigger and act faster,”
Mathew recalls.

His first step was building from the
ground up, literally. From a modest
one-room corporate office, Mathew
scaled the headquarters to a twenty-
four-floor nerve centre that today
coordinates operations across hun-
dreds of branches in India.

Mathew took over as MD in 2016, a
role in which he quickly redefined the
company’s rhythm. One of his first
major moves was to restructure inter-
nal systems, streamline decision-mak-
ing and flatten the hierarchy. “I wanted
faster feedback loops and more owner-
ship at every level,” he says.

He didn’t stop at reorganisation.
Mathew made culture a strategic pri-
ority. “Ownership is not just a policy,
it’s a mindset. I spent time with team
members across all levels to create a
culture where people feel they are
building their company, not just work-
ing at one,” he asserts.

Vision, Risk and Reinvention

Under Mathew’s leadership, the
organisation began encouraging
employee-led ideas, zonal autonomy
and operational independence. The
results were immediate, higher pro-
ductivity, reduced attrition and a
sharper sense of purpose among the
5,000 plus employees.

Mathew’s leadership has been
marked by big, bold moves that many
seasoned executives might hesitate to
make. A defining example was the
company’s entry into the public NCD
space in 2014. Launching a debenture
IPO in a regulated space that was still
learning to navigate NBFC complexi-
ties was a major risk but it paid off.
“We had to first educate financial

professionals in Mumbai about how
the gold loan sector works. It was a
challenge and an opportunity rolled
into one,” he recalls. The NCD offer-
ing gave the company the visibility
and credibility it needed among both
investors and industry analysts.

Another critical pillar of his strate-
gy has been diversification. While
gold loans remain at the company’s
core, Mathew has added complemen-
tary services like microfinance, insur-
ance broking, money transfer ser-
vices, PAN facilitation and even DP
services. “A single-product focus is
risky in today’s climate. Our vision is
to become a one-stop financial plat-
form for India’s emerging middle
class,” he says.

Over the last two years, the compa-
ny has heavily invested in mobile
applications, digital gold loan renew-
als and automated notification sys-
tems, all built to reduce branch depen-
dency and improve user experience.

Even as the company transitions
into the digital age, Mathew remains
grounded in the philosophy of access
and inclusion. That’s why much of
the branch expansion has focused on
semi-urban and rural India, areas
where formal credit is still hard to
access. “We are not just expanding a
business, we are answering a national
need. Financial inclusion in India
can’t be driven only from glass towers
in metros,” he reflects.

In FY25, the company’s perfor-
mance has spoken volumes about the
resilience and direction Mathew has
instilled in the organisation. Revenue
reached %815.15 crore, a 21.3 percent
increase over the previous fiscal.
Assets Under Management (AUM)
rose to %4,141.60 crore, recording a
17.57 percent year-on-year growth.
Profit After Tax stood at ¥94.18 crore,
reflecting a 21 percent rise from the
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previous fiscal.
Gross and Net
NPAs were
maintained at
low levels of 0.85
percent and 0.50
percent respec-
tively, showing
strong asset quality The CRAR
remains healthy at 21.38 percent, well
above regulatory requirements. ICRA
upgraded the company’s long-term
borrowings to A (Stable), validating
its growth trajectory and financial
discipline.

What makes Mathew’s leadership
stand out is his commitment to com-
munity impact. “We are a company
built by the people, for the people,” he
says. True to that, the company’s CSR
initiatives have focused on education,
empowerment and dignity. Guided
operationally by Mathai’s structured
CSR execution, MMFL’s programs
have reached impressive scale with
over 22,000 underprivileged school-
children have received school Kits
including bags, notebooks and
umbrellas. The company also distrib-
uted more than 1,000 sewing machines
and bicycles to empower local entre-
preneurs. In a standout gesture, a
motorized wheelchair was gifted to a
disabled law student, underlining
MMFL’s ethos of support and dignity.

MMFL’s is planning to do large
scale of CSR activities in pan India
level with several projects. And for
him, giving back is not a feel-good
campaign, it’s a business imperative.

Looking ahead, the organisation is
planning sports-based CSR programs
to promote youth development, espe-
cially in tier 2 and tier 3 regions.
“Every child deserves a shot at great-
ness, whether in studies, sports or
business,” Mathew adds.

Purpose Meets Performance
Mathew’s sights are now set on a
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bold roadmap for the coming years.
The vision includes a customer base
of 1.4 million, a branch network of
1,400 across India and an AUM of
%7,500 crore. He aims to take profit to
%400 crore, increase the team strength
to over 7,000, and secure a credit rat-
ing upgrade to AA+. To reach this
milestone, he plans to double down on
scalable systems, talent retention, and
Al-driven decision making.

Ask him where he draws his
strength from, and Mathew’s answer
is immediate, his grandfather, Late M
Mathew Muthoottu, the visionary
who founded the company in 1921.
“He didn’t just build a business, he
built belief. He lent when others
doubted. That trust is our biggest
legacy,” Mathew says.

Mathew Muthoottu is not just lead-
ing an NBFC, he’s building a finan-
cial ecosystem that is local in spirit
and global in ambition. Whether it’s
modernising legacy systems, unlock-
ing financial inclusion, or preparing
for a digital-first future, his leader-
ship is poised, purposeful and per-
sonal.

In a financial industry crowded
with giants, Mathew has found a way
to make his voice heard not by shout-
ing louder but by thinking sharper,
acting faster and staying grounded in
purpose.

For more details visit:

Muthoottu Mini Financiers,
Muthoottu Royal Towers,
Opposite Metro Pillar No 599,
Kaloor; Kochi, Ernakulam, Kerala
https://www.muthoottumini.com/
Toll free Number - 1800 2700 212




