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Banco Santander, S.A. ("Santander“), Santander Holdings USA, Inc. (“SHUSA”) and Sovereign Bank caution that this presentation contains forward-looking 
statements within the meaning of the US Private Securities Litigation Reform Act of 1995.These forward-looking statements are found in various places 
throughout this presentation and include, without limitation, statements concerning our future business development and economic performance. While these 
forward-looking statements represent our judgment and future expectations concerning the development of our business, a number of risks, uncertainties and 
other important factors could cause actual developments and results to differ materially from our expectations. These factors include, but are not limited to: (1) 
general market, macro-economic, governmental and regulatory trends; (2) movements in local and international securities markets, currency exchange rates, and 
interest rates; (3) competitive pressures; (4) technological developments; and (5) changes in the financial position or credit worthiness of our customers, obligors 
and counterparties. The risk factors and other key factors that we have indicated in our past and future filings and reports, including those with the Securities and 
Exchange Commission of the United States of America (the “SEC”), could adversely affect our business and financial performance. Other unknown or 
unpredictable factors could cause actual results to differ materially from those in the forward-looking statements.  

The information contained in this presentation is subject to, and must be read in conjunction with, all other publicly available information, including, where relevant 
any fuller disclosure document published by Santander or SHUSA. Any person at any time acquiring securities must do so only on the basis of such person's own 
judgment as to the merits or the suitability of the securities for its purpose and only on such information as is contained in such public information having taken all 
such professional or other advice as it considers necessary or appropriate in the circumstances and not in reliance on the information contained in the 
presentation.  

The information in this presentation is not intended to constitute “research” as that term is defined by applicable regulations. Nothing in this presentation 
constitutes investment, legal, accounting or tax advice, or a representation that any investment or strategy is suitable or appropriate to your individual 
circumstances, or otherwise constitutes a personal recommendation to you. Recipients of this presentation should obtain advice based on their own individual 
circumstances from their own tax, financial, legal and other advisors before making an investment decision, and only make such decisions on the basis of the 
investor's own objectives, experience and resources.  

In making this presentation available, both Santander and SHUSA give no advice and make no recommendation to buy, sell or otherwise deal in shares in 
Santander or SHUSA or in any other securities or investments whatsoever.  

No offering of Securities shall be made in the United States except pursuant to registration under the U.S. Securities Act of 1933, as amended, or an exemption 
there from. Nothing contained in this presentation is intended to constitute an invitation or inducement to engage in investment activity for the purposes of the 
prohibition on financial promotion in the U.K. Financial Services and Markets Act 2000. 

None of the presentation, or its content, nor any copy of it, may be altered in any way, transmitted to, copied or distributed to any other party, without the prior 
written permission of Santander and SHUSA. 

Note: Nothing in this presentation should be construed as a profit forecast. Past performance should not be taken as an indication or guarantee of future 
performance, and no representation or warranty, express or implied, is made regarding performance. Information, opinions and estimates contained in this 
presentation reflect a judgment at its original date of publication by Santander and SHUSA and are subject to change without notice. Santander and SHUSA has 
no obligation to update, modify or amend this presentation or to otherwise notify a recipient thereof in the event that any information, opinion or estimate set forth 
herein, changes or subsequently becomes inaccurate. This presentation is provided for informational purposes only. 

Note: For the purposes of this presentation Sovereign Unit includes SHUSA excluding Santander Consumer USA and including GBM results for customers in 
Sovereign Bank footprint and MIS allocations. Financial information for Sovereign Unit contained in this presentation  has  been prepared according to Spanish 
accounting criteria and regulation in a manner applicable to all subsidiaries of the Santander Group and as a result it may differ from the  data/information  
disclosed locally by Sovereign Bank. The results information for Sovereign  Bank contained in this presentation have been prepared according to US GAAP 
accounting .TFR financials have been allocated in Call Report format to make them comparable to the peer group. 

IRS Circular 230 Disclosure: Santander, SHUSA , Sovereign Bank and their respective employees are not in the business of providing, and do not 
provide, tax or legal advice to any taxpayer outside Santander or SHUSA. Any statements in this Communication to tax matters were not intended or 
written to be used, and cannot be used or relied upon, by any taxpayer for the purpose of avoiding tax penalties. Any such taxpayer should seek 
advice based on the taxpayer's particular circumstances from an independent tax advisor. 
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Sovereign footprint 

The US Northeast provides the right environment for growth 

Sovereign footprint states 

17% higher income per capita than 
US average 

Unemployment rate of 7.7% below 
national average 

Headquarters of 132 companies 
from Fortune 500 

Note: Nominal GDP data for 2010; Unemployment rate for July 2011; Sovereign footprint states include Connecticut, 
Maryland, Massachusetts, New Hampshire, New Jersey, New York, Pennsylvania and Rhode Island; Source: World 
Bank, Fortune 500, US Bureau of Economic Analysis, US Bureau of Labor Statistics 

GDP of economies with Santander presence 

Germany UK Spain Portugal

US 

Northeast 

Brazil Mexico 

3.0 

$Tn 
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Sovereign highlights 

Sovereign has built a strong presence in the region as a Thrift 

Branch network map 

Thrift charter (similar to building 
society mainly focused on deposits 
and mortgages)  

$76 Bn in Assets 

1.5 million individual households 

225,000 small and medium 
business customers 

Emerging corporate client base 

723 branches 

7,855 employees 

Sovereign Bank features 

Source: SNL, Moody‟s 
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Turnaround Phase I 

Since Santander’s acquisition, the turnaround has been 

structured in two phases 

Phase II 

Objective 

Strategy 

Management 

Environment 

Phase I – 2009-2011 

Build a strong balance sheet with 
delivery of committed profits 

Improve asset quality 

Increase efficiency 

Import Santander best 
practices & skills 

Economic cycle downturn 

Regulatory uncertainty 

Stabilization 



Asset quality & Capital 

Strengthened balance sheet 

NPL / Total Loans (%, US GAAP) Tier 1 Capital (%, 2Q2011, US GAAP) 

1H2009 2H2009 1H2010 2H2010 1H2011

5.3% 

4.0% 

Peer 
group 3.6% 

Sovereign 
Bank 

Debt and deposit ratings upgraded in April 20111 

14.1% 

11.7% 

Peer 
group 

Sovereign 
Bank 

Note: Peer Group includes BBT, FITH, HBAN, KEY, MTB, PNC, RBS Citizens, RF, STI, TD Bank, USB, Valley National, and Webster Bank; Numbers reported 
under US GAAP accounting; Peers data from Call Report and Sovereign Bank TFR financials allocated to make them comparable; Tier 1 Risk Based Capital for 
Sovereign Bank; 1. Moody‟s upgraded Sovereign Bank‟s long and short term ratings from A3 to A2 and P-2 to P-1 respectively; Source: SNL, Moody‟s 



Total loans ($Bn) Total deposits ($Bn) 
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Loans & Deposits 

Solid loan portfolio and deposit base 

1Q2009 2Q2011

Core 
portfolio 

55.6 
50.8 

+2% 

Run-off -66% 

1Q2009 2Q2011

Customer 
deposits 

49.0 47.6 

+1% 

Wholesale 
deposits 

-41% 

Note: Volumes correspond to Sovereign Bank and are the averages of the period 



Efficiency 

Cost / Assets1 (%) 

Implemented cost measures to improve efficiency  

Peer 
group 

Sovereign 
Bank 

3.1% 
2.9% 

1Q2009 

Peer 
group 

Sovereign 
Bank 

1.9% 

2.8% 

2Q2011 

1. Ratio calculated as annualized non-interest expense divided by end of period total assets; Note: Peer Group includes BBT, FITH, KEY, MTB, PNC, 
RBS Citizens, RF, STI, TD Bank, USB, Valley National, and Webster Bank, excluding HBAN due to abnormal expenses on 1Q2009; Numbers reported 
under US GAAP accounting; Peers data from Call Report and Sovereign Bank‟s TFR financials allocated to make them comparable;  Source: SNL 
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Turnaround Phase I delivery 

Sovereign has met the targets set after Santander’s acquisition On track to successfully complete the first turnaround phase… 

…and deliver the committed profits 

Results achieved 

Asset Quality 

& Capital 

Loans & 

Deposits 

Brought cost-to-assets ratio 
below peers' average 

Improved asset quality 

Strengthened balance sheet 

Efficiency 

Reduced run-off portfolio 

Focused on customer deposits 
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US Current situation 

Challenging environment for the banking industry… 

Macro Environment Banking industry 

Lower GDP expectations 

Poor job creation 

Market volatility 

Historically low interest 
rates 

Home prices still in 
bottoming process 

Consumer deleveraging 

Gradual Corporate 
recovery 

Deposit volume 
increasing 

Improving asset quality 

Higher regulatory costs 

…already considered in our Phase II base working scenario 
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Turnaround Phase II 

Building a strong retail and commercial bank in the US Northeast 

Phase I 

Building the 
franchise platform 

Phase II – 2012-2014 

Grow profits while building 
the franchise 

Slow economic recovery 

Clearer and more demanding 
regulatory framework 

Develop the platforms to 
achieve a full-fledged retail 
and commercial bank 

Enhance local expertise 

Objective 

Strategy 

Management 

Environment 
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Franchise platform 

Working on three key elements to build the franchise 

Retail and 

commercial franchise 

Disciplined sales force 

IT Products Segments 

From 

multiple 

systems… 

…to 

Santander 

platform 

From 

product 

monoliner… 

…to a full 

fledged 

bank 

From 

consumer 

focus… 

…to  

retail and 

corporate 

From a Thrift to a National Bank Charter 



Fully implement Santander Core IT platform by 2013 

IT transformation 

17 

Current IT structure 

Multiple third party systems 
and vendors 

New IT platform 

Proven Santander 
proprietary platform 

Skilled and experienced 
implementation team 

System

Mortgage

Home 
Equity

CD

Product
Team

Member
Customer

Credit 
Card

Cash
Mgmt

Mortgage

Insurance

Home
Equity

CD
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Products 

From a monoliner to a full-fledged retail and commercial bank to 

improve product offering and increase customer penetration 

HE 

Mortgages 

C&I 

Before 

Product monoliner 

Going forward 

Full-fledged Bank 

CRE 

Cash 

Mgmt 

HE 

Mortgages 

Credit Cards 

C&I 

Insurance 

… 

CRE 

Wealth Mgmt. 

Cash Mgmt. 

Investment 



Products: performance comparison 

Sovereign Bank has a significant upside in terms of NIM and Fees 
due to the Sovereign product offering gap with peers 

Note: Peer Group includes BBT, FITH, HBAN, KEY, MTB, PNC, RBS Citizens, RF, STI, TD Bank, USB, Valley National, and Webster 
Bank; Numbers reported under US GAAP accounting; Peers data from Call Report and Sovereign Bank„s TFR financials allocated to make 
them comparable; Data for period 3Q2010-2Q2011; Source: SNL 

Peer 13

Peer 12

Peer 11

Peer 10

Peer 9

Peer 8

Peer 7

Peer 6

Peer 5

Peer 4

Peer 3

Peer 2

Peer 1

1.9% 

Peer 13

Peer 12

Peer 11

Peer 10

Peer 9

Peer 8

Peer 7

Peer 6

Peer 5

Peer 4

Peer 3

Peer 2

Peer 1

2.9% 

Peer 13

Peer 12

Peer 11

Peer 10

Peer 9

Peer 8

Peer 7

Peer 6

Peer 5

Peer 4

Peer 3

Peer 2

Peer 1

0.8% 

Net Interest Margin (US GAAP) Fees & OI / Assets (US GAAP) Cost / Assets (US GAAP) 



Develop new products and services to offset our gap with peers 

Products: new offering 

2010 2011E 2012E 2013E

0 

2010 2011E 2012E 2013E

Investment 

services 

Credit 

cards 

Launch credit card 
business 

 Acquired FIA1 card 
portfolio 

Launch investment 
platform 

Improve investment 
sales force 

Total Credit Card active accounts (#‟000) 

1. Credit card portfolio of existing Sovereign Bank customers with 113 thousand active accounts 
Source: First Annapolis Consulting 

Household 
penetration: 

24% industry avg. 
vs. 16% Sovereign 

2013E 

Others on  

first stage 
Cash Management Insurance Trade Finance 

242 

20 

Financial consultants (#) 

155 
210 
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Segments 

From a Thrift to a National Bank Charter increasing our presence 
in mid-size companies and larger corporations 

  Retail   Retail 

  Corporate 

Before 

Consumer focus 

Going forward 

Retail and corporate segments 



Upgrading the leadership of the retail sales force 

Segments: Retail 

22 

Head of Retail 

Network 

Market 

Executive 

District District District 

District District District 

Market 

Executive 

District District District 

District District District 

Market 

Executive 

[…] 

[…] 

Professionals incorporated 
with proven expertise 

Existing sales force1 

1. New positions in the last 12 months 

New 
leadership1 

 60% market 
executives 

 28% district 
executives 



3Q2010 4Q2010 1Q2011 2Q2011 2011E 2012E 2013E

Implementation of a disciplined sales force is showing early results 
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Segments: Retail 

Net 

Consumer 

DDA1 growth 

(‘000 #) 

Solutions 

sold per FTE 

per day (#) 

3Q2010 4Q2010 1Q2011 2Q2011 2011E 2012E 2013E 

-10.3 

+130 

7.1 

2.4 
3.4 

1. Demand Deposit Account 

4.5 



226 wholesale 
clients 

138 wholesale 

clients 

~1,000 large and 
mid corporates 

Grow by leveraging Santander’s existing clients, 
global capabilities and proven expertise 

Segments: Corporate 

24 

Inbound 

Existing international 

clients in US 

Outbound 

US clients 

operating abroad in 

Santander‟s footprint 

Developing Santander International Desk for Corporations 
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Conclusion 

Building the 

franchise 

platform 

Challenging 

environment 

Right 

place 
Located in the US Northeast 

In this context, Sovereign will continue to contribute to 
Santander growth strategy 

Considered in our base working 
scenario 

 Historically low interest rates 

 Sluggish GDP growth 

Making significant investments in 

building platforms 




