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Solid results of recurrent nature allowed 
  i  PBT hil  i f i   us to increase PBT while reinforcing our 

provisionsp

+17% +19% +3%+17%
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Growth
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Outperforming the system in asset p g y
quality 

NPL ratio adjusted by Non 
NPL ratio evolution 

1/3

NPL ratio adjusted by Non 
Performing Assets & substandard 
risks (in %) *

5,07%1/2
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1/3
Residential 

Mortgages NPL 
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9,0

3,5

Peer Group
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*
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*Source: Cheuvreux Spanish Banks Sector Report Feb 2010
*Peer Group: Domestic Business of Santander & BBVA, Popular Sabadell and Banesto



Clear strategic focus in lower capital g p
consumption segments
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With high fee income generation potential

Brokerage fees(in thousand €)Insurance fees(in thousand €)

g g p

+15%
38.553

44.280

22 707

37.337
+64%

22.707

Quarterly fees from Mutual 

2008 20092008 2009

+7%Number of SICAVSQuarterly fees from Mutual 
Funds (in million €) 

+7%

225 240

Number of SICAVS

2008 2009



Lending activity is focused on target 
liclients

Average lending volumes by 
business segment (in Bn€)  

Spread on client’ credit and 
loans (%)

+40bps
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The futureThe future



A unique  business model…

1,2 million clients

h d l

793.000 active clients

d l1.704 thousand policies

96,2 Million Profit Before Taxes

28,5Bn secured loans

285 million bank’ PBT

+9,4% total policies

+2 3% net premiums

+17,7% Net Interest Income

+17 2% Pre Provision Profit+2,3% net premiums

92,7% Combined Ratio

+17,2% Pre Provision Profit

46,5 Cost to Income

ROE 27,5% ROE 11,3%



Leveraged on deep client knowledge 
th t ll   t  i i  li t that allows us to maximize client 
potential through cross selling

+

Proxmity value
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+Client knowledge

6,4
2009 Churn Rate

5,1
Products per client2009 Churn Rate Products per client



Based on superior quality of service and 
ti  i ticontinuous open innovation

Evolution of quality ISN indicator

+3,8 +4,8
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A highly productive franchiseg y p

Market shares
8%

2%

3%
Mutual F.

8%
Sicavs

T ti  t d th  
2%

Deposits

2%
Loans

1%
B h

88
81

Transactions executed thru 
remote channels (in %)

Branches 81
67

58% 6%
Direct motor 

insurance
Total motor 

insurance

Corporate SMEs Totalp



A business model that will continue 
d li i  l

+10%+10%

delivering value
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EPS evolution
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2007 : ex one offs
2009  17% b  f h  d  t  th  it l i  f  th  i iti  f LDA 2009: +17% number of shares due to the capital increase for the acquisition of LDA 



Thank youThank you


