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RB GROSS LOAN BOOK

Nominal growth

1
e |
& 4000 - I Constant currency growth
= 1
= 1
5 3,500 - :
1
3,000 - 1
I = MSME loans
1
1
2,500 - S04 |
1
1 .
2,000 - I m Credit card balances
1
1
1
1,500 - 4 :
" 1 m Consumer loans
1
1,000 - |
1
1
500 - : ® Mortgage loans
1
1
0 |

2013 2014 2015 1 PM15 IM16

ﬂ LOJORM3BICML &963N
BANK OF GEORGIA



Diversified loan book, with a room to grow

RB GROSS LOAN BOOK BY PRODUCTS
Total RB loans: GEL 3,352 million

SME loans 11.9%

N

30.5% Mortgage loans

Micro loans 19.6%

Pawn loans 1.8%/
Credit cards & overdrafts 8.8«

POS loans 3.3%

24.12 General consumer loans
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Strong deposit growth

RB DEPOSITS
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Resilient NIM
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@ B?ANimDB?CQED:;I: liquidity amounts of GEL and FC balances in excess of 35% minimum been used to repay respective funding sources at respective costs and
giving up respective liquid asset yields in the process




Strong revenue growth  (1/2)

Nominal growth
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RB COST to INCOME
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Strong profitability

NET PROFIT
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Retail banking segments

1

4

Micro, Small and Medium
Mass Affluent Business
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MSME

EXPPESS////

EBANK.

segments

Emerging Retail Mass Retail

Clients 446.2. 1,486.0. 17.0. 123.0.
9m profit el 18 min GeL 75 min el 17 min GEL 33 min
51,68 y-0ny 1269% y-0ry 1919%y-0y +589%y-0ry
Proff per ez 54 ce 61 ce. 1,606 ce 373
P/C ratio 3.1 1.7 7.0 1.1
Branches 122 144 10 n/a
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2-3 year targets & priorities

1 , Q 4
EXP/?&_55 ¢ LodoRM3JCML &064N MSME
segmenis EAM‘///// '] BANK OF GEORGIA SOLO Micro, Small and Medium
Emerging Retail Mass Retail Mass Affluent Business

Client growth to
40,000 Increase
from 8,507 number of Clients
(in Apr2015)

Product/client ratio
growth to 3.0
from 1.7 (in 9M15)

Strategic Double number of
Focus transactions
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NUMBER OF RETAIL BANKING CLIENTS
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We target growth through increasing product to client ratio

1,451,777
1,245,048
1,054,248
888,794
806,473 823,859

OVER 2 MILLION RETAIL CLIENTS .

12,072,138

CAGR 14.3% 1,999,869

2008 2009 2010 2011 2012 2013 2014 2015

oM16

——f

Aggressive client acquisition phase is over

)

Product to
Client 2.0




New way of thinking: Customer first!

.eee. FTOM veeee TO

Product Customer

centric approach centric approach
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Customer segmentation

From ... ... Aiming TO

Number of customers Number of branches Number of customers Number of branches

17.0k Am
40.0k 12
550l

1,400.0k 175
122
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growing product/client ratio to 3.0

TRANSFORMING RETAIL SALES LIVE LABS NUMBER OF PRODUCTS SOLD

% growth in number of products
sold, compared to the base-line

1. Newroles based on customer
needs to support strong sales
focus

22,785

Performance

Branch #8

Branch #7

2. Migrate transactions to self-

service/remote channels Sranch 6 7,616
Baseline .
3. Dadaily performance management Branch #5
tools

Branch #4
4. New motivation system
Branch #3

Branch #2

Branch #1

0%  100% 200% 300% 400% 500%
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growing product/client ratio to 3.0
TRANSFORMING BRANCHES
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PRSI

EXPRESS BUSINESS MODEL

- Focused on transactional
banking

- Cheap to launch & operate

EXPRESS

BRANCH g\ == 1 - Capex per branch: US$ 50k
2 - Cost to Income: 35.0%
- Profit per client: GEL 54
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Doubling number of transactions

NUMBER OF TRANSACTIONS (millions)

Self service
terminals

POS terminals

ATMs

1)

¢
©
©
@

Internet bank

Mobile bank
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A fundamentally different approach to premium banking

Solo offers:

 Tailor made
banking solutions ! L ; - . B N - =

« New financial ey L = Rin BN 4| ¢
products such as ™ [ =
bonds 1 :

+ Concierge-style e Al S ' il } =
environment : : SHSIE

* Access to
exclusive products
and events

* Lifestyle
opportunities

i “ !lall!l!EIIlILllllrgn'_Vf i

3X more

new clients
attfracted per

banker,
compared to
same period
last year
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Growing client base to 40,000
NUMBER OF SOLO CLIENTS: DOUBLED in 1 YEAR
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Growing client base to 40,000
SOLO LOANS & DEPOSITS: DOUBLED IN 1 YEAR
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Growing client base to 40,000

SOLO PROFITABILITY: PROFIT DOUBLED IN 1 YEAR

Cost to Income 440%

8.7

GEL millions

M15

< LOJDROZICML 3963N
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47.5%

16.8

IM16

Total investment:

Number of Solo lounges:

Number of clients
Profit per client:
Cost to Income:

Product to client:

USS 11.1 million

10, up from 2 a year ago
16,964

GEL 1,606

47.5%

7.0



Service model

Advisory model Key client contact

True personal

. Personal banker
adyvisory

360° financial

planning light Universal Banker

Product-centric Teller-seller
cross-selling
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Questions?

BGEO investor day

22 November 2016
Thilisi, Georgia

www.bankofgeorgia.ge




Forward Looking Statements

This presentation contains forward-looking statements that are based on current beliefs or expectations, as well as
assumptions about future events. These forward-looking statements can be identified by the fact that they do not relate
only to historical or current facts. Forward-looking statements often use words such as anticipate, target, expect,
estimate, intend, plan, goal, believe, will, may, should, would, could or other words similar meaning. Undue reliance
should not be placed on any such statement because, by their very nature, they are subject to known and unknown risks
and uncertainties and can be affected by other factors that could cause actual results, and BGEO Group plc and its
subsidiaries (the "BGEO Group")’s plans and objectives, to differ materially from those expressed or implied in the
forward-looking statements.

There are various factors which could cause actual results to differ materially from those expressed or implied in
forward-looking statements. Among the factors that could cause actual results to differ materially from those described
in the forward-looking statements are changes in the global, political, economic, legal, business and social environment.
The forward-looking statements in this presentation speak only as of the date of this presentation. The BGEO Group
undertakes no obligation to revise or update any forward-looking statement contained within this presentation,
regardless of whether those statements are affected as a result of new information, future events or otherwise.
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