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VICTORMASSIAH:

Ladies and gentlemen good morning. Welcomeétiesentation of UBI
Industrial Plan. It took us many months to preghrg Plan. It was hard
work by all the top management of the bank, andhkethank them for the
work they have done. It's a work we are proudttd,a work of brain, but
it's also a work of heart. And | am very...| am vérgppy now to present

that to the financial community.

Let me start with the title of the presentatio@uality Matters”.

We are going towards a completely different ageRetail Banking, and
we think that quality would make the difference.e Will see how we will
put together the research for top quality bankind #&he research for
revenues and profitability. We think you can mindéhave a good result
of the two things, which are very much correlated.

Let's start with the Plan.

There are several main ideas behind this Plan.

First is to identify the optimal capital structuMany things have changed
and we will see how they are changing and what vaoekthey driving us
to.

Second is the strengthening of asset and liathktances, again Basel 11|
is driving us in a different world. We will see hotvwould drive us.
Third, innovation or a distribution model, agaimsthing is changing the
way Retail Banking is going to distribute products.

Fourth, the redefinition of the mission of the Rrod Companies: they
would be reshaped and they would be made more stensiwith what's

going on in the new world.

Then we have to consolidate the current levelast despite significant
investments. This is again a major effort considethe natural growth,

the natural growth of the cost base. We will confour low risk profile;



we would strengthen our already solid dividend @oli What does it

mean in terms of real figures?

The return on tangible equity targeted for 2018 g 10%, and it will get
close to 15% by the end of 2015. Common equity val8.2% by 2013,
8.9% by 2015, let me stress that this is not comgut not computing the

conversion of the convertible bond: without thatwersion.

Loans to direct deposits ratio would be 100% dt3a8nd 96% at 2015,
minimizing our dependence on the institutional neérkAt the same time,
net interbank position will be tending to zero, iaganinimizing our

dependence from the short-term liquidity interbamdrket.

But since this is also looking for quality, thaeéams that there will be also
strengthening of our quality, in particular theesgthening of customer
satisfaction, the strengthening of the dissemimatibGroup identity, the
consolidation of the perception by customers, by managers, by our
shareholders, stakeholders of UBI Banca’'s qualithe slogan again is
“Quality Matters”, in Italian our new slogan fronow on will be “Fare

Banca Per Bene.”

Just one exhibit about us, for the few that déantw us.
We are one of the main banking players, the fourthterms of
capitalization. We are:
» the second player in Lombardy, 21% of Italian GDRhis region
« third Italian player in Private Banking
» over 1,800 branches, half of them in Lombardy
* 83% of loans in Northern ltaly, 70% in Lombardy a®d% in

Piedmont.



Market shares are above 30% in some of the ricrests in the country.
Solid and quality capital base, low leverage, bekfix already...starting

from below 20x.

No exposure at all to any problematic governmearidb we have zero
exposure today to Greece, to Ireland, to PortugalSpain in terms of
government bonds. We have focused...we are focusembie business,
have a limited recourse to finance and very higletaguality.

Why are we stressing so much on quality? Becawséhink this: Retail
Banking business is a mature business. There Imnk with a distinctive
set of products; any type of new products is easddpeable.

The whole legislation is such that put a lot aficgs to the new...to the
innovation in terms of products and anyway altogethe market is pretty
mature. Being a type of market that is mature lagidg an industry...an
industry of service, we think that the only distine way is to go for

quality.

Now, quality is...could be such a generic statemtat we thought we
would better have a clear solid touchable definitwd quality for us. And
we see four pillars: solid capital position, askability balance, simple
and fast solutions and qualified personnel. Lgtsthrough all of them

and make them touchable.

What will be the development of Core Tier 1? Weadly said it: 8.9% by

the end of 2015, let me stress again, not inclutiegconvertible bond. If

we included the convertible, it would be 9.5% & #nd of 2015, such as
SIFI [Systemically Important Financial Intermediariesould have.

The total capital ratio will be ...consistently ov&i% which is very

relevant in this country because this allows youstue covered bonds,



and the leverage ratio willwe are already starting from a very good one,
below 20x, we will be below 15x by the end of tHarP

It is the first time we have been disclosing oas8 11l requirements and
impacts. The total impact of Basel Ill for us whilé 15 basis points on
Core Tier 1, in terms of negative contribution niifnom the minorities;
you have the detail hefslide 11]. But at the same time, the adoption of
the advance model- here we are presenting yeaebyihe schedule -will

give us more than 50 basis points.

In detail, 75 basis points of Core Tier 1 and 8Si& points of Total Tier 1.
So just to put something behind our shoulders: mpegple were
disappointed by the fact that we were not givintadied numbers before.
We just wanted to be sure about the regulation: th@wregulation appears
to us very clear and the total impact of Basel fii us is positive,

considering the adoption of the advanced model.

Why are we raising capital? Many reasons:

» first: we want to take advantage of all the endogenpart of the
story to grow and we want the support to grow;

* second: it's very relevant to improve the compositand quality
of capital. Now, we do think strongly that theseai new paradigm
of how to mix capital. Until...let's say until Basdll and in
particular until the CoCos, it was better to issgemany lower
Tier Il as possible to get to the total capital. Todaig, igright the
opposite: you should actually minimize as much @ssible, why?
Because we think that the CoCos will be very expensAnd they
are very expensive because of their bail-in clausend why is the
bail-in here to stay? Because no government of type of
ideology has cash enough to support additional, hel@ny bail-

out coming to save any type of bank.
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And so the bail-in is going to stay. And if bailds going to stay, we will
have a very expensive CoCo with us, and we thilskbétter to have a
higher composition of common equity than to hav€@®that will cost us
at minimum 10% regularly, every year, independeritym the end profit
of the same year.

So, the paradigm is changing a 180 degrees amdstiwhy...this is the
strong reason why we think it's better to have eigbommon equity in

the total composition of total capital.

Obviously, this helps us to have hopefully a bettging and definitely
support a solid dividend policy.

Structural Balance: we already have explaineddhget in terms of loans
to customers to deposits and net interbank positdfe know, that there
are two ratios, that are here to stay, coming fi®asel Ill, which are

liquidity and net stable funding. Liquidity coveearatio is taking charge

of the short-term liquidity, net stable fundingioais from one year on.

These two ratios respectively will be part of tregulation in 2015
(liquidity coverage ratio) and in 2018 (net stalleding ratio). However,
the sooner we reachthe sooner we touch base with the targets therbette
would be, and we are trying in our Plan to take iobnsideration to be
compliant with those ratios departing from the efdhe first part of the

Plan, so from 2013, i.e. in advance to what isetkygected regulation.

Another part of the regulation is to get a buféérliquidity, in case of
markets run another crisis. The characteristithsf buffer has changed:
you cannot go anymore for internal capital seaatton and you have to
have a different type of buffer[in slide 14], the red bar represents the



declining internal securitization support, and bitee one is the growing

buffer of liquidity that is coming with us.

So, we will be again compliant with the new regola

Again, in time, having the right new buffer: it ke buffer that can be
presented to ECB in case of crisis.

So, very clean interbank position, very clean loemsleposits ratio, in
advance with liquidity and net stable funding, neadth the appropriate

buffer were the new characteristics.

The third component, third pillar of quality istgple and fast solutions.
Here you may read by yourself all the differentetymf solutions already
with us; let me give you one example for everything/e had until six
months ago something like a 100,0@0rcolari” . "Circolari” are the
little regulations that drive the behavior of thank. And coming from
different aggregations, different mergers, we ekl over level, 100,000
of thesé'circolari” . Today we have 5,000 only. So we reduced by 95%,
the complexity of our internal regulation, and frsingle bank this is
something about 1,000...1,100. So it's been incigditmplified, this is
internal. External, one example for all, we casvesr to the request of
our customers for a mortgage in 48 hours. So,ityuafl simplification as

perceived from outside and from inside.

What is the quality perceived today? Is the qualfiission something that
is impossible for us? We are running since thresrsyago something like
150,000 interviews per year to our customers... Qlamsthat an exit
poll...a poll for political elections is based on @Q0interviews. You can
appreciate how strong is this universe of intergeand thidin slide 16]
is what's coming on out from those: the satisfactiodex for our retail
operations is higher than the benchmark, whereb@echmark is the

market. And on a scale 1 to 10, the relationship the branch is rated



by our customers 7.8 and image is rated 8. Theseviews are run from
an external operator, they were not run from thekba3% of customers
consider UBI Banca brand and image strong and goig, betting on
guality is not something new, it's the continuowslgement of something

we have been doing during all this period.

Personne[slide 17]: not only we are going to invest 100,000 man-days
every year in terms of staff training, but we halso decided to be more
focused.

We think that focusing on 19,000 people every singtar in terms of
training is a wrong way to do it, so it's a missiampossible.

So, we are going to focus actually we are beingidog - because it's
already in place, it's already running - on what thenk as the main
champions to train, who are the branch managers t@dTerritorial
Managers with a leverage of 1 to 7, this will i opinion enable us to hit

something like 14,000 people.

We have been retraining... - this is done alrealyha Branch Managers
and they have been retrained because they will Aawere important role
from now on. Is this a generic training? No, &'six of two things: the
class room but also an analytical understandingetwh of the Branch
Manager of what his or her skills are and whatlmammproved. And then
we had measured manager-by-manager and this is jusal result of it:

which are the area, different manager-by-managéerevto focus and

where to be tutored for his improvement, duringrfosmal day work.

So, just to allow you to touch base on thegain on the fact that we are
not talking about generic quality but we are tadkabout capital, we are
taking about a balanced structure, we are talkibgug simplified

processes, we are talking about evolved trainingesburces to go for

quality.



Quality is not an end in itself. You are not hgrgt listen to some rhetoric
about quality, but we do think that the qualityaigiood driver to enhance
profitability. If you have quality, you can havebatter pricing because
you are perceived as of a higher quality. If yavén good qualified
personnel you are more effective and efficienteinmis of distribution. If
you have quality and you have a good understandinghere you are
going, you can be more focused on cost and investnik you have
guality you have more... higher possibility to haviowaer cost of credit.
And at the same time, if you have profitability yoan invest more in
quality. So it is a kind of a virtues circle tha¢ want to enhance as much

as possible.

Let’s go for profitability now.

What is the macroeconomic scenario from which wee starting from?
[Slide 22] Italian GDP: 1.2 in 2010, 1.3 in 2013, 1.3 in 201Buro-zone
inflation: 1.6, 2.0 and 2.0 for 2013 and 2015, E@Rrence rate: the one
expected from the market no big difference, 1.2040, 2.5, 2013, 3.25 in
2015 and one month EURIBOR consistent with thos8 [E&les, nothing

special.

What is different - let me say from other plangl &rom our previous
plans - is that we are not starting anymore froano We are starting
from deposits. Why are we starting from deposiB®&cause if you have
to be balanced, if you have to have the liquiddtia “okay” and, more
important, net stable funding ratio “okay”, you kato be driven by the
growth of the deposit and not from the growth @iris.

As a matter of fact, you can apprecipteslide 23] that in terms of direct
funding growth - excluding the repos - we have a2%l and +4.8%,



which is the most important ratio that we do havehis Plan in terms of

deposits and most aggressive.

Loan to customers are below those growths, +2.7#b 63.1%, but

accepting to have a lower growth in terms of volarakows us to do two
things: be more balanced and be able to price rbb#eause this is not
piggybacked on volumes and this is very importaaéfage to price better
on the asset side.

Risk weighted assets are growing at the lower CAfdh loans for two
reasons. because we are going to be even moretigeland second,

because of the advanced model adoption by the fez@ll@.

What's the end game of this in terms of figure #meh we will elaborate
on that?Slide 24] That's we are expecting to have a growth until261

6.6% per year driven, let me stress again, by i@Agr more than by
volumes. Operating costs: substantially flat, opérating income: as a
consequence growing significantly, cost to incomeing below 60 by
2013 and below 50 by 2015, cost of credit: touch#gbasis points in
2013 and 40 basis points in 2015, starting from6héoday.

In terms of net income: it will be higher than ©6@illion by 2013 and

higher at about €1.1 billion by 2015. To be conapsr with other

industrial plans, to be comparable with other indakplans, we have also
presented it excluding the PPA effect, in that caseould be €700

millions in 2013 and higher than €1.1 billion a¢ tand of 2015.

Return on tangible equity: including or excludihg PPA effect would be
respectively 9% or 10%, so going back to what & ¢bst of capital in
terms of remuneration and getting above 14% betiteof 2015.



In terms of dividend payout, it will be always bigter than 50% and the
cumulative dividend within the timeframe of the uistrial Plan will be
higher than €1 billion, so higher than the effoequested from the

last...current capital raising.

Pillars [Slide 26]: pricing excellence, effective and efficient distriion,

focused costs and investment, lower cost of crediWWe have a
development in continuity, which is driven mostly the price excellence,
but we have also strategic initiatives and we htwe refocusing on
product companies. The three things togetherdville to €4.2 and €5.0
billions in terms of net operating revenues witboatribution of strategic
initiative of respectively €100 million and €300Ihain within the revenue

side.

Why do we have room for pricing improvementSlide 28] This is
February data and it's comparing UBI versus the ABle ABI Sample.
We are pricing loans to non-financial companie$a8is points below the
ABI Sample, and interest rates on loans to houskenslare 53 basis
points below. So we have a very important room fmicing

improvement.

What about the distribution model? Let me take sacond to make a
resume of the ages of the distribution model thathave seen. Before
segmentation, we have an image where everythingpnetty clear and
very simple. There was a clear hierarchy. Theahody was: General
Manager, Territorial Manager, Branch Manager; v@mgple. Customers

knew exactly where to go.

Then a new age came during the 90s saying segtoentd customers is
very important and different level of service tde should segment

everything which was a good thing with one exceptibat you have to
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link together with segmentation and geography dmedend result of that
was mostly a Matrix organization, and a Matrix arigation is quite

complicated.

Now, we are coming with a new solution that we ea#ling internally
“Clessidra”, i.e. hour-glass and where we thinkskieuld have a new role
for the territorial department; this new role isO3@egrees. So in the
territorial department, they should have the respmiity for every
segment. Not only, we are also going to change ltdggc of our

segmentation, we will see that.

[Slide 31] Also in terms of nhumber of branches and the rélbranches,

we are changing. Many of you, during our one-te-aneetings, were
asking if we were going towards a retrenchmenteims of number of
branches, and the answer is yes, but not only.ndtsonly retrenchment,
definitely the number of branches has been redatexddy. The peak
was 1,950 and now we are close to 1,850, but shi®i only that, it's the
redefinition of the role of a branch. And all thmall branches are falling

either in the mini-branches category or in the aggted branch category.

You may appreciate that the aggregated branchegarg is 391, what
does it mean? This means this aggregated brachest have a Branch
Manager, but they aggregated up to an aggregatarghb that is allowing
them to serve at 360 degrees, but with a light megdion. While the
mini-branches are more focused in a certain typactifities not giving
anymore the 360 degrees. So, it's a mix of thean so this allows us to

have a lighter distribution without giving up thesritory.

Putting together the simplicity in terms of hietay with this physical
organization we will still need a piece in the naway of distributing.

What is that lasting piece? the role of the masskata The role of the
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mass market is relevant, let me explain here fee@nd. Segmenting
mass market in our opinion was a mistake. Why? @seaither it's not

segmented... a segment with an average of one acandri,500 to 2,000
customers, it's not true at all that the singlecact manager knows 1,500

or 2,000 customers.

We gave up in segmenting the mass market. The masket will from
now on will be served by a pool in the branch; itt® marginal. Why?
Because if we say that we do not segment the maskeimanymore -
since for our bank the mass market are 2.5 millomsof 4 millions of

customers - we are, as a matter of fact, reducys0B6 of segmentation.

And it means a lot of simplicity in terms of hiezhy, but also it means
that we are segmenting only the type of custonteas fupport a cost to
serve and it means that we will be much lightelerms of cost to serve to
mass market. How? By using the cashier more thaay, and why can
we use the cashier more than today? Because ihtanking is more and
more growing and allows us obviously to be muchg¢immore effective
in that. By giving freedom, let’s say, to all taecount managers of the
mass market together with what is coming from thatinshannel activity,
we have the possibility of having something like 07@dditional

commercial people that can go outside hunting Gistamers.

How much for a single hunter? Not that much, wak80, 30 small
business customers or if this is an individual osemething like 50
affluent customers per year, it is not a big figuiut if you put together
these three figures, 700, 30 small businesses andi@iduals affluent it
makes something like 28,000 additional customersypar, we've solved
the deposits and we’ve solved the loans that coitreamd we’ve solved
the fees that come with. So, simplify hierarchgyihg a small general

manager for every single territory, having a defarrole for the branch
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manager and giving up segmentation for mass maetetgether, this
gives us more simplicity, lower cost to serve amdre important, 700

hunters to go for new customers.

Going back to...with that comes also some additicitehg in the
segmentation. What we are doing, | am on Pag&B8t we are doing is
in this case for example to put lower corporatekitacbranch. Why we
are putting the lower corporate back to branch?caBse being in the
corporate business unit has not enough attentiom fthe corporate
business unit manager, because he tends, he terfusrto serve more the
largest customers, the larger corporate. And Ippsiioning it in the
branch, we add quality of service and at the same, tve can price better
because we found out that the lower customers inbank were being
priced much closer to the large corporate thahéostmall business, which

obviously is not good.

Second very important change is on the SEO, thallsetonomic
operators: 50% of them do not have a line of cradt if they do not have
a line of credit because they do not need it, wieythey there? They are
being managed by people having a line of credit enedit skills, while
they should be segmented with people that do hawestment
management, asset management skills. So 50% oh thdl be
repositioned in the affluent part, in the afflusegment. Altogether, the
mix of all these things will drive us to somethitige €100 millions

additional revenues within the end of the Plan.

Multi-channel contribution in terms of additiortahnsition outside of the
branch, is this something feasible? Yes, lookhat figures already in
place: this is very basic, 420,000 customers of @Bi in 2007, 640,000
in 2010. If you just project, we will be above 1llmon of customers on
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multi-channel by the end of the timeframe of thanPand this is freeing a

lot of resources in terms of additional supporthi hunters project.

| won’t position myself into...l won't bore you thugh many details, but
those were the story about positioning back tobtfamch and serving in a
different way the SMEs and the lower corporate asiger of €60 millions
of additional revenues for 2015 because of thesdfit way of pricing,

because of the different way of servicing thesesguy

Affluent and private...affluent and private, it's question of advisory
services. We have a very good advisory serviceHigh Net Worth
individual, very successful it's called AWA and sita question of
piggybacking on these skills to enhance the Highh Werth individual
service on one side and two, at the same timeoiga higher advisory fee

also on the premium.

Corporate: corporate is a different story. We &me much having a
lending-only-relationship with customers. We thithlat changing again
the way we serve them, by behaving more if you Wilgh an investment
bank, and coming with a team to the customer, e of team? A type
of team that will be composed not only by the actauanager, but also
by the leasing guy, the factor guy, the CENTROBANG@#y. It will

enhance the level of service and will allow us ®rhore value-driven

than just lending-driven.

Product companies. Product companies: | would likefocus your
attention first, before any activity, on the figare You may see that
operating revenues will go from €600 to €800 miiBowith a growth that
is definitely lower than others that we have seetthe retail part of the
story. Why? Because we are refocusing them, buoy important, the

way we are refocusing them allows us to decreagefisiantly the cost of
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credit by €200 millions, which is a lot of moneyhis refocusing in the

mission is very relevant.

So having in mind what we are looking for, lets iprough the different
companies. BANCA 24/7 is the consumer lending camyp We will be
focusing on salary-backed loans, personnel loadsesdit cards, no third
party additional networks. We will cut every typé relationship with
additional third party agents and we will focusyooh these products. So,
this is one of the reasons why you will see anaditie increase in the
revenues, but very, very improved cost of credihis is already with us,
it's one of the reasons why we are...notwithstanavwegare already with a
good advantage in terms of cost of credit. We hbgen improving

during the last quarter.

UBI Leasing: refocusing on the distribution chanmetwork banks, again
same type of value proposition, i.e. more focusedie selective, lower
cost of credit. CENTROBANCA: focus on structureshahce and
development of M&A and Corporate Advisory, no mbrgh plain vanilla
mortgages, this is not...less interesting, they gdllback to the Network
Bank but much, much focused on the advisory andhenstructured

finance and on project finance.

UBI Factor: strong reorientation of business oouprcustomers. This is
a very good company, it's doing very well, suppaytivery well also in
international level. They should grow as they apend now, very good

shape.

IW Bank. IW Bank is a key factor of the successoaf Plan. Why?
Because we want to transform IW Bank in a not amlyrading on-line
bank, but on an on-line bank, i.e. general bankil'g. very important for

us because we want to get much more deposits tiamy.t This will be
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done by a much more aggressive campaign both imstef advertising
campaign and pricing campaign. And this will ficarin our mind some
of the growth of the lending. | won’t go into madgtails, but just to give
you an idea of what is the mission of IW Bank: itts €1.5 billion of

2010 in terms of deposits, it will grow up to €hillions by the end of

2015, very relevant growth.

Costs[slide 50]. Again, let's say a “normal” scenario of actions aosts
of personnel plus contractual revisions and in@dagfficiency in
purchasing and heavy investments. We will stickh® current level of
costs or operating expenses, but we will be momuded both on
personnel and on investments. Let’s go through it.

[Slide 51] This is the way we are behaving in terms of parsbrin 2007

when the UBI venture began, we were 21,700, todayre 2,000 people
less... and even more than 2,000 people less, actualbre 2,200 people
less. Where are we going? We are going towardg08how? First of

all, again let me stress the dark blue, 36.8% ofhmuman resources were
100% dedicated to the commercial activity. Todthey are already
40.3%; we want to bypass the 50% by the end oPtha, again a 100%

dedicated to the commercial part.

There will be some shrinking in the product comeanshrinking in the
headquarters in UBI's personnel, shrinking in theerating staff in
network banks, a lot of focus on the commercialt pdrit. Scenario
includes the development of a new national labantract. Personnel
training expenses, again we stress that we arestingea lot of that and
these costs are included in this scenario. Whabably is relevant is the
reduction of about 1,000 resources of which 800iaraddition to those
already planned for 2011. In 2011, we were anywknning some
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reduction which was more or less the end game efpilevious union

contract agreement. So it will be another 800.

We will anyway recruit 1,000 people, so the net game would be minus
1,000, but this is not that we are stopping anetgprecruiting. So we
will manage the changing generation. What is hapmg® Something
obvious in a way, first we are going not to sulbgtiteverybody; actually
we have a ratio of substitution one to two. Andosel, in the second part
of the Plan, we have some additional numbers ajuregs that we can
manage the way we managed the previous agreeme@0Xd. So

something that is feasible and less violent asipless

[Slide 53] Cost control on other administrative costs witheduction of
almost a..more than €100 millions of costs. Different tygecontracts,
different type of optimization of the IT platformand this please keep in
mind that is with a scenario of 2% inflation. $we real reduction is very
high. This does not mean that we are not investaggually we are

investing anyway €700 millions during the timefraoféhe Plan.

About 62% related to IT component and 37% to priypand logistics,
€220 millions of the total investment is attribus@abio commercial
development. The whole scheme of the informatigstesn will be more
and more dedicated to the multi-channel, to clfactng, to work desk,
digitalization of processes and effectiveness oWvegaong systems.
Altogether, the cost maneuvering has an impactoafething like €300

millions, as a matter of fact.
[Slide 56] Collateralized loans of the total loans, thisasething again |

am going to the last part of the enhancementsaftability which is the
quality of credit.
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Many times, many questions about the level of caye of our non-
performing loans. May be it's time to make...to @msclarity also on
this part. Collateralized loans are in dark blue page 56]. The
percentage of collateralized loans that we do lewveotal loans is 75.2%.
Taking the average of all the other competitorsgpthe ones we compare
with, they do have 62.9% of collateralized loar&o, we think it's more
than proportion to have 29.5% instead of 36.3%is @lepends on the way
on how much or what kind of percentage you have a.&sllateralized
loans. And net...total net problem loans versuslosts, we do have a
strong advantage of 5.2% compared to 7.1%, theswday'’s figures.

We explained again: why we do have an advantaye® why we stick to
the fact that we can improve more. Another wagde how...why we can
improve more is to remember to everybody where rgestarting from.

In 2007 we had 26 basis points of cost of creditmatized, we went up
through the maximum of 88 to...and we are plannindgatal on 40 in
2015, that means that 40 bps is ambitious thatuishnnigher than what it

was before the starting of the crisis.

| wouldn’t bore you with the evolution of the qgimlof credit and then we
will go straight to the conclusion to go for...to il you...all the

guestions that you need to ask.

First of all, back to value creatiorjSlide 60] This is the absorbed capital
of risk weighted assets plus components deducted $upervisory capital
and EVA is negative obviously in 2010 bypassing hheakeven in 2013
with €110 millions, €580 millions by the end of tRéan. What is more
important than the three years per se, is thetfedtthis is a very regular
pace. You can appreciate there is no acceleratitimei second part, this is

very regular, first, second part very regular pace.
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Q&A

VICTORMASSIAH:

RiccaArRDO ROVERE

VICTORMASSIAH:

VICTOR MASSIAH:

Going to make a summary of what we have said.

The Plan demonstrates that it is possible to retoradequate levels of
profitability without giving up the pursuit of toguality. It is possible to
return to adequate levels of profitability by grogivolumes at a very low
level. It is possible to return to adequate lewaprofitability without
increasing leverage, actually decreasing it. Ipassible to return to
adequate levels of profitability without raisingethisk profile, including
the use of finance. It is possible to return tcecadhte levels of
profitability without any extraordinary transactiowith a mix of high
level capital and respecting asset liability bataretio much in advance of
the timing required by Basel Ill. And it is podgilio return to adequate
level of profitability without sacrificing the trétbnal focus on dividends.
Quality matters, we do want to Banca Per Bene;éfBanca per bene” is

the summary of our Plan.

Thank you for your attention, ready for all youregtions.

Mr. Rovere from Mediobanca.

Thanks. | have two/three questions, Mr. Massi&he first one is on NIlI.
The 7% projection that you have in the Plan, carree if I'm wrong,

comes 3% from loans, if | remember correctly?

Yes.

Then there is the margin effect which shouldheeresidual 4%. This 4%
could be divided in two, if | understand correcttyie, a portion is coming
from the realignment of the rates on loans, redad corporate; and the

rest must be, | think, rising policy rates in y@&usiness Plan. How much
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is the portion, out of the 7%, how much is the ortcoming out of the
realignment on the loan rates to the system av@ragdais is the first
guestion. The second question | have is on thelBHscore Tier 1 and
IRB model. The 75 basis points, if | understandrexily, is the total
effect expected at the end of 2015, with the retad corporate models
validated to calculate the risk weighted assetew lrhuch is the impact in
2013 when just corporate will be validated? Anel tther question | have
is on loans. 3%, if.assuming rates do not come as expected, and no one
knows at the end of the day, is loan growth someththat you could
eventually amend and eventually increase and pasth,be a bit more
aggressive? Or is it something that is totally ptately driven by the
funding structure, so whatever happens, this iddae growth and that's
it? And maybe the very final question; is it catre say that the tax rate

implied in this Business Plan is in the region 5% Thank you.

VICTORMASSIAH:  Tax rate is a little bit above 40%, somethingnestn 40% to 45% and the
increase in... let's say the improvement in thert® in terms of tax rate
reduction is coming obviously from the differenflirence of the credit
cost. In terms of lending, this is something thaist not be a taboo.
Lending from now on will be driven by deposits bhesa the regulation is
pretty strict. It does not anymore tell you thathim a timeframe of two
or three years you must be balanced. This is y iwgportant difference
from what it was and what it is. For example, kigrspeaking, we were
comparing the Prometeia estimates... the ones we ade fand it's
difficult for us to understand how the system camwmghigher than 5% on
loans with deposits that cannot definitely growtbat, even not one year,
but many years consecutively. And this is agaimething that | am
saying that may not be very nice to say, but tlaesehe new rules. And
we have to have work with them , as it was not y@epasant to understand
the fact the Core Tier | is more relevant and ninesas much as possible.

Bad news at the beginning then it comes as neesrulew way to work
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CARLO DIGRANDI:

with. In terms of Basel Ill, the adoption of therporate advanced model
for corporate and CENTROBANCA will make most of sledbasis points.
Let’'s say, that we will breakeven already with thgact just with that
one. And | have...l still have one, let me answeu yath a general
statement, | am...we’'ve been...we are trying to be ,vemry, very
transparent with this Plan, but there is a limit sbare with our
competitors. And let me tell you that the wholeesig increase all
together for the Group will be in the area of 58ibgoints.

50 basis point increase in the spread, which ismmiesion impossible if
you wish, if you think a little bit about it... givethat we have anyway
some advantage from the less remunerated depositB@n the fact that
we have that gap in terms of pricing. | am soroy Ioe a 100% detailed,

but we...it'’s a lot of transparency already. Please.

Good morning Carlo Digrandi from HSBC. Two quess on my side;
the one on deposits, just to continue. On slidey®8, disclosed that you
will be growing roughly at 2%, if we take the totdlfunding 4%. Just to
follow up on what Riccardo said, if deposits withtrbe growing at 2%,
say, it will be growing at half of that, what isathUBI plans to do? The
four, as you just said, adequate business plarrdiogoto the new deposit
growth, it could be higher, it could be lower; oreatually, going for
market shares, and for getting more deposits aghimplication that this
implies with pricing; or any other strategy? Armts the first question.
The second question is on slide 27. THedan't know if they can put it
on the screen? Yes. The net commissions, thetgroib.7%, and 6.2%
to the right, does imply that the margins on loailsbe growing by 15%
over the time horizon of the Plan. What is that 1&i%wth due to? Well,
the simple calculation | made is 1.2 divided by libens, and 1.6 divided
by 118.5 of loans, so essentially a very rough margYes, you did
underline that assets under management will be iggpwWe all know

that, in Italy, this is a very tough growth to ame; it probably will
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VICTORMASSIAH:

happen, probably it will not. So the question iargins will be growing
due to the mix, due to the new products, due tahhmgs that you've just
explained to us, or there will be other effectst thau have taken into

consideration and you would share with us? Thank y

Well, regarding your first question, in termsgrbwth of deposit, please
consider that consistently with our style, there arany buffers in this
Plan; one of the buffers is the way we price thegnal deposits which is
a very high price. So itis true that if we dogdt a certain figure in terms
of growth of deposits, we will have to restrictitlé bit the growth in
loans, but also keep in mind that this won’t haveeavy impact at all in
the profitability, because the marginal ones amy,veery heavily priced.
And you can imagine how, because if the marginakepare coming from
IW Bank, this is not exactly the most...the cheapest to get addition of
deposits. So, this is a buffer we do have. Wioy gan answer...you can
ask why then you are forecasting that. Exactlytifier market share price
of the story, because this is not going to las¢\fer and since there won't
be all the banks doing capital increase, there two@’all the banks really
able - with the authority pressures on the netilgialand on the liquidity
ratio - to grow. So, if we can grow, it's an adulital market share that we
can get after the one that we have already gotteinglthe crisis. If we
don’'t make it, fine, not bad for the profitabilitjyst bad for the market
share.

In terms of commissions: it’s not only loans, itamy things together. We
have had a very strong impact coming from the dngclaccounts
packages and the fact of going towards a modulackshg account is
changing a little bit of life. The important grdwin terms for example of
commission coming from the trading...export and imptading is
growing significantly... it's already growing inighquarter.

Something coming also from asset management. Haitdne coming

from asset manager is not only a question of volbutelet’'s not forget
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CARLO DIGRANDI:

ANALYST:

VICTORMASSIAH:

that we have re-priced rightly March this year. r Boe results of the
impact, that is already in place thanks to theicepnent that we have
done. So many of the things we are estimatingabieady implied with
what we have already done and will come out dutigglife-time of the

Plan. Did | answer to all of your question?

Yes thanks.

Good morning.

Good morning.

VALENTINA ROMITELLI: Romitelli of UBS, | wanted to ask you somethinigoat your

VICTORMASSIAH:

projected cost of credit: you pointed out that 'thatill well above your
historical track, is that something that, you kn@an be explained with
more detail? Is it also related to the expectegri@ng? ...because that
re-pricing on the loan is going to bring you quétedifferent client and
related to this again there is the growth of loand the re-pricing is going
to get new clients share of wallets? ...Just, yoomkrto explain the link

with the cost of this. Thank you.

Regarding the cost of credit, we have always bketorically...we
always have had historically a strong advantagepemed to the average
of the market. And we think that there is nothingredibly special going
on with one exception, that is the product companié you remember on
the product companies there are consumer loansleasing, we are
forecasting a significant improvement in terms afalfy of credit.
Always it's been improving because of the interbahchmark we were
doing, always been improving because of what weewdoing on
ourselves. ltis true also that in terms of depglent, the fact that we can

select more is going to help us. Why we can saleate? Because we

23



expect altogether a lower level of supply on thenlside, because of the
ceilings that are coming. And so, this means tEsapetition on debt,
more competition on deposits and less competitioihoans that allow us

not only to re-price, but also obviously to be mese¢ective.

While you are thinking, let me share with you aléala slide that | ask to
my people, when the first results came out anddthédt was: is it really
feasible? Is it feasible to go for this type of fiiability, such a rebound
during the crisis? And we did this exercise: 202807, 2015. Please
have a looKat slide 63] can we...please have a look at how similar are
this data. In ‘13, 2007 we think 2013 and 2015.

Operating income in 2013 will be anyway below 2007.

Costs, a little bit lower, net operating incomeysimilar, net profit for
the year, lower by €200 millions. Why? Becausedhaf higher level of
cost of credit. We were bypassing that by 201%jalsly the ROTE are
different in 2013 and we will reach the level of R only in 2015
because we are using a higher level of capital.t &uhe same time,
cost/income is very similar. As | said again, coftredit is completely
different, but it's also true that we are goingptay in our scenario with a
much lower level of interest rate: 2.5% versus 49dhy is it possible to
go close with the operating profit? Because in tirae we are going to
have 25% more in terms of volumes, in terms oftas®®th obviously on
the loans and on deposit side. And it's quiterdaresting exercise and it
tells you in a way that you go back to the levehofear before the crisis
after seven years. It has also some biblical iwaplns, but this is
different. But anyway, its seven years later, seyears later and this was
something | wanted to share with you, because olsiyocoming from a
low level of profitability always makes you ask fceve go back?” and we

are coming back in a way. We are coming back dyréathis quarter and
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we were coming back more during the period andithidmething that is

happening. Other questions please...

VALENTINA ROMITELLI: Just a further indication, is it possible to geur rule of thumb in

VICTORMASSIAH:

terms of sensitivity to interest rates?

Yeah.

VALENTINA ROMITELLI: Thank you.

VICTORMASSIAH:

RicCARDO ROVERE

VICTOR MASSIAH:

It's in the summary of the results. It's going be anyway for an
additional 50 basis points... in terms of increasentérest rates, if they
were 50 basis points higheslide 24, here we go.

For an additional...it's on the bottom side on thi¢: ladditional 50 basis
points... this is going to give us a €100 millionsrexan 2013 and 120 in
2015. This is because of the level of interestsah that period and
because of a different positioning in terms of partfolio that this would

be...in synthesis this will mean a €100 millions ma#er 50 basis points

of additional increase of interest rates.

Sorry Mr. Massiah. Just another question stillnat interest income,
when we talk about re-pricing, | am talking abolt& 28, the 29 basis
point let's say 30 for the sake of simplicity ame 50 basis points on the
retail, is...are the spreads to be applied to theuamthat you provide in
the following pages which means €39.4 billions iteteans and €26

billions on corporate loans?

No, it’s just an indicator of the room we do have

RiccARDO RoOVERE Okay.
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VICTORMASSIAH:

RiccaArRDO ROVERE

VICTORMASSIAH:

RiccaARDO ROVERE

VICTORMASSIAH:

But it's not that you have just to multiply theterest rate. These are not
an indicator of what we are going exactly to dig jiist an indicator - at
February 2011, i.e. the last date available froenABI champion to give

us...give you..to share with you the room for improvement.

And in any case, this realignment, is it expectedmaterially...to be

completed over the next year, two years, five ygars

No, no it's much faster, it's much faster. Thlbws me to share with you
one single point regarding the first quarter, mayittenable us. There is
one only reason why we are not growing in the figstarter 2011

compared to the first quarter of the previous yeard it's been the
acceleration that we have done in issuing all #& mstitutional funding

as soon as possible in the first quarter. But asader of fact, we are
already increasing the markup. The markup of duigrter is higher than

the markup of the previous quarter.

Okay, okay. So this is to say that, | know itist exactly the right
numbers, but the 50 basis and the 30 basis aradglreisible in the

current NII that you showed...reported this morning?

Yes in a way, | mean we would be able to shath wou... and let me
give you a different way of looking at it. It’sdredibly high, the level of
long-term deposit influence on the cost of intereatgin. And again, let
me give you the total one, it's more than €50 . Can you imagine
that without having those €50 millions how much wlas increase in the
interest rate? Of those €50 something millions, liaesis literally

depending on the fact that we wanted to accelémateediately. Why we
wanted to accelerate immediately? Because we dearit to have any
type of problem in the starting of the Plan withat’h happening around

us including others. And this is something that wented to be pretty
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RiccaArRDO ROVERE

VICTORMASSIAH:

PaoLA SABBIONE:

VICTORMASSIAH:

PAoOLA SABBIONE:

VICTORMASSIAH:

safe and already more than 90% of the funding..tutginal funding has

been substituted, re-issued within this quarter.

Okay. Grazie.

There is a question from there?

Just a clarification, Paola Sabbione, DeutschekBan the last point you
mentioned on commissions, because probably the onketwas been
working a lot on funding in Q1, and you also amp#ated the institutional
funding plan. So is it possible to see commissignosving faster by the

end of 2011 already, not only due to seasonality?

Yes, and actually the fee base have been growcause obviously you
did not have time to read the whole thing, but akkyuthe contribution of
upfront in this quarter is lower than the contribatof upfront in the first
quarter. If you clean up from those upfront adjuttie fee base part of

the story is growing already this one.

Thank you.

| don’t want to be, obviously | am...l don’'t ward be to sell too much
and | never sell, | think, you should read bettex first quarter in my
opinion, all of you after the first reaction, besauthere are...if you
normalize from a couple of phenomena, you see @resomething
happening in revenues. It only takes time anddeustand this is...was

coming out at 8 0'Clock this morning.

Well, if there is no other additional questioreg, ine thank you for being
with us and for every additional question Mrs. laatierraris is for you.

Thank you to all of you.
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