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Disclaimer: This material that follows is a presentation of general background
information about the Bank’s activities current at the date of the presentation. It is
information given in summary form and does not purport to be complete. It is not to
be relied upon as advice to investors or potential investors and does not take into
account the investment objectives, financial situation or needs of any particular
investor. This material should be considered with professional advice when
deciding if an investment is appropriate. UOB Bank accepts no liability whatsoever
with respect to the use of this document or its content.
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Market Landscape

Young Demographic

Median Age : 27
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Source: Population and Housing Census of Malaysia 2010

Growing Affluence

. 2009
N 2014 [as of March 2014)
" 2020 [projected)
Bainthis 4% in this
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2% in this

2020 <000
salary
bracket!

!Salary brackets reflect 2020 nominal RM, 2000 and 2014 salary brackets are
adjusted to match this
“Percentage for 2014 is based on EPF data as of March 2014
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Source: Pemandu

Household Debt
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- Motor vehicle loans

- Loans for properties

- Loans for personal use Loans for securities

- Others

- Credit cards
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Building the Foundation for Growth H#UOB

KERTT

€© Revenue Diversification ® Growing Fee Income

Total Income Fee Income 27%
25%
24% 24{20/_ /
23%
\ /‘

- ==Fee Income/Total Income
16%

44%
50%

57%

58%

2%

2%

41%
33%

(9)

2009 2010 2011 2012 2013 2009 2010 2011 2012 2013

Secured Loans mUnsecured Loans ®Deposits

u Wealth + Others Secured mUnsecured mDeposits  mWealth




Building the Foundation for Growth
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® Growing CASA

CASA Balance

23%
CAGR

2009 2010 2011 2012 2013

@ Building Wealth Management

HNW AUM Balance

27%
CAGR I
2009 2010 2011 2012 2013




Balance Sheet Growth

Deposit Balance

CAGR (4 years) : 21%
CAGR (2 years) : 24%

2% 1%

27%

22%

21%

78% 74%

2009 2010 2011 2012
m Fixed Deposits CASA

2013 1H2013 1H2014
m Others

Loans

Loan Outstanding CAGR (4 years) : 23%
CAGR (2years): 17%

6%

6%
7%
7%
8%

: 94%
7% D3% 94%
93%
92%
T T T T T T

2009 2010 2011 2012 2013 1H2013 1H2014

m Secured Unsecured




Market Share H#UOB
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Mortgage Loans

Residential Loans by Geographical Location

as of Jun 2014

v
Kedah 1.4%

Penang 12.2%% Others: 0.43%

Perak 1.14%
Selangor

b 334%
Kuala Lumpur

Of which:
+ IDR 86.1%
+ Non-IDR 13.9%

Negeri Sembilan 1.7%

Sabah 1.4%

UOB
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Loans Outstanding Distribution
as of Jun 2014

Residential

90%

NPL Trends

4.23

—=

3.26

1.53

2009

2012 2013
===UOBM NPL%

2010 2011
—=Market NPL%
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Mortgage Loans

Catchment areas

Fast Turn Around Time/ PLCE Straight Thru

Processing (STP) STP via 4
~ system or credit approvers

R

Sales key in case into PLCE

S "_J Approved

Acceptance

| el

Bookings

Maintaining loan volume with
moderated growth via strong credit
underwriting policies and practices in
place

Continue to have strong presence for
housing project in catchment areas
with quality service delivery focus

Portfolio

Healthy portfolio with low NPL ratios
and provisions via disciplined risk
management approach in executing
loan growth strategy

Low portfolio LTV. Loan book well
spread across key location across
Malaysia
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Credit Cards HHuoB

. UOB Cards is among the Top 3 Foreign Bank Card issuers Malaysia
. In FY2012 accolades awarded by Visa include:

» Highest Payment Volume growth for Visa Classic cards
» Best Card Launch for the Visa Infinite within the Premium Category

. In FY 2013, accolades awarded by Visa include:

» Highest Payment Volume growth in Malaysia
» Highest Payment Volume growth in the Visa Classic Card category

12



Credit Cards H##UOB
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Outstanding Balance Retail Spend

YoY Growth rate YoY Growth rate
(1H14 vs. 1H13) (1H14 vs. 1H13)
17% Industry : 4% Industry : 7%
CAGR UOBM : 7% UOBM : 16%

2011 2012 2013 1H 2013 1H 2014 2011 2012 2013 1H 2013 1H 2014
m Qutstanding balance M Retail Spend
NPL Trends
2.02 Strategic portfolio management to
172 : Increase customer stickiness to drive
' spend and customer loyalt
129 1287 130 4, P yalty
;4 A . :
—A—— ! A A Healthy portfolio with strong internal

controls and robust credit risk
management framework

2009 2010 2011 2012 2013 1H 2013 1H 2014
—/x— Market 90+dpd %  —#&— UOBM 90+dpd %




Credit Cards

>RM10k

Mid Affluent Segment

Income RM5k to RM10k

Core Segment
Income RM2k to RM5k

MAINTAIN

H#tuoe  fftuoe

© visA

it

UOB
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Market Share 8%
Growth rate 69%

Market Share 6%
Growth rate 20%

Market Share 5%
Growth rate 3%
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Key Partnerships and Usage Campaigns
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Key Partnerships
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Over 200 participating
\restaurants nationwide/
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Targeting Mass Affluent Segment H#UOB
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Mark ! Client | Deposit | Wealth Fee
";]‘r ® | Growth |Contribution |Contribution
S are : (CAGR)* : :
1 1 1
P | | |
5% | 13% | 67% ! 68%
S RVIS00IS i i i
t t t
1 1 1
1 1 1
| | |
UOB ::xike 0 l 0/% l 0 l 0
1% | 57%* | 8% | 12%
RM150K to | ! I
<RM500K : l I
1 1 1
i V l
1 1 1
UoB i i i
KERT 1 I 1
7% | 7% | 25% | 20%
<RM150K i | |
i i i
1 ] 1
1 1 1

*Client Growth (CAGR) is based on 2010 to 2013, with exception for Wealth Banking segment (introduced in 2012) Client

Growth CAGR is based on 2012 to 2013. 16



Wealth Management — Investment, Treasury &

Insurance

Offer comprehensive suite of insurance products and investment solutions
based on customer’s suitability and risk tolerance.

Full Product
Suite

Investment:

a. Unit Trust

b. Structure Investment

c. Dual Currency
Investment

d. Retail Bond

Insurance:
a. Life Insurance
b. General Insurance

Wealth Campaigns
& Events

a.

Customer Lifestyle
Event : Legacy
Planning , Medical &
Health Seminar,
Retirement Planning
& Market Outlook
Deposit Bundle
Campaign and
Signed On Gift

Fund House & Insurance
Partners

®

General Insurance } J.,L

AAAAAAAAAAAAAAA

)3 Hong Leong

Amanah Mutual Berhad set Manga
[

RHB®osk QD
m

s22<PACIFIC ,
2222 MUTUAL FUND eastspnng
Growing Toc investments

Kenansa

M Manulife Asset Management
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http://www.google.com.my/url?url=http://www.brightscope.com/financial-planning/firm/3616/Manulife-Asset-Management-Us-LLC/&rct=j&frm=1&q=&esrc=s&sa=U&ei=qYntU7KxIojl8AWJ2YGgCw&ved=0CBUQ9QEwAA&usg=AFQjCNGGk_QIXas7r5Q7ihza72aZeuY9yw
http://www.google.com.my/url?url=http://www.jawatankosong24.com/kekosongan/103/jawatan-kosong-pacific-mutual-fund-bhd-oktober-2013.php&rct=j&frm=1&q=&esrc=s&sa=U&ei=x4rtU9jLI8658gW6pICwCg&ved=0CBcQ9QEwAQ&usg=AFQjCNEAEObn9c1Y-sm-syIhyzRMSzgkDA
http://www.google.com.my/url?url=http://www.kenanga.com.my/&rct=j&frm=1&q=&esrc=s&sa=U&ei=RortU_WnKITc8AXxgwE&ved=0CBsQ9QEwAw&usg=AFQjCNHr1ARpyzswAWjspE__EmuB6DUP-w
http://www.google.com.my/url?url=http://www.fundsupermart.com/main/fundinfo/viewFundReviewWise.svdo?sedolnumber=UBSGBD&qfid=6866&rct=j&frm=1&q=&esrc=s&sa=U&ei=6YntU625HNTt8AX1rIHICQ&ved=0CBkQ9QEwAg&usg=AFQjCNEfwgPPULrb4lUxZgZrmbDoF_p2Nw
http://www.google.com.my/url?url=http://www.maybank2u.com.my/en/personal/investment/wealth-management/third-party-unit-trusts/hong-leong-strategic-fund.page&rct=j&frm=1&q=&esrc=s&sa=U&ei=4ortU5YnjufwBavPgcAK&ved=0CBUQ9QEwAA&usg=AFQjCNHQmsWj8OFsbploBqrKTBjMaj_ElQ
http://www.google.com.my/url?url=http://www.themalaysiantimes.com.my/incime-distribution-for-nine-aminvest-funds/&rct=j&frm=1&q=&esrc=s&sa=U&ei=CIntU4eJFcjn8AWP44KoAQ&ved=0CBUQ9QEwAA&usg=AFQjCNFPkKXl51a83ym0m5ckS9j5COjUIg
http://www.google.com.my/url?url=http://www.eastspring.com/&rct=j&frm=1&q=&esrc=s&sa=U&ei=rIrtU6iHN87p8AXRtIGQDg&ved=0CB0Q9QEwBA&usg=AFQjCNFipfOHjMLE53vsQsFbRi9-VhCzZQ
http://www.google.com.my/url?url=http://www.jobstreet.co.id/jobs/2013/5/default/40/857320.htm?fr=R&rct=j&frm=1&q=&esrc=s&sa=U&ei=GYrtU6HPE4S58gWSxICQBg&ved=0CCEQ9QEwBg&usg=AFQjCNHyTroHXskKHdKJ42Wpr7iGu3MDrA
http://www.google.com.my/url?url=http://www.cimb-principal.co.id/News-@-PT_CIMB-Principal_Asset_Management_Meluncurkan_Reksa_Dana_UGM_CIMB-Principal_Balanced.aspx&rct=j&frm=1&q=&esrc=s&sa=U&ei=cIntU56xL4Le8AWM4YG4DA&ved=0CBcQ9QEwAQ&usg=AFQjCNECra_qmnmxYi4vCAwTHpz4o1kgBg

Wealth Management — Investment, Treasury &

Insurance

HNW Customer & AUM

CAGR (3years
# Cust : 37%

AUM (RM) : 34%

2011 2012 2013 1H13 1H14
B#cust BAUM

@@_
@ [——
- :i —
—

2011 2012 2013 2014

i Personal Banker B WB Relationship Manager

Ld Client Advisor M Specialist

Income distribution by Segment

65.2%

uPV

BWE 5489,

29.3% 28.6%

25.2%

cB 24.4%

2011 2012 2013 1H13 1H14

Focus on our wealth pillars through

. Broaden our range of product solutions

. Enhance our advisory & sales
capabilities.

. Improve product penetration and product
holdings

. Enhance our processes and platforms




Deposits

it a2

Deposit Balance

27%

g 25%
24% p10% —

== CASA %

= =m H m N

2011 2012 2013 1H2013 1H2014
mCASA Fixed Deposits2 mOthers

Deposit distribution by Segment

64%

29% 29%

24%

67%

25%

2011 2012 2013 1H2013

1H2014

Broaden range of CASA products to target mass affluent segment

Target New to Bank and New to Product Acquisition

Increase stickiness with existing customers

Leverage strategic partnerships and collaboration with Commercial and
Business Banking




Deposits H##UOB

Branding relevance to the mass affluent and high net worth segments

Products
\ UOBKayHian

Enjoy brokerage fee as low as
0.08% with UOB Kay Hian.

Enjoy up to 3.38% p.a.
With UOB High Yield

Account -
Plus 3 free trades from
21 July to 31 December 2014.

Terms and Conditions Apply Find out more ©

*Terms and Conditions apply

Apply for a UOB eAccount FD Bundle and get
4.0% p.a. on 3-Month Fixed Deposit & Set of 3

Luggage Bags

‘ Amount: RM0.00

Discount You save
0%  RM149900 '

Purr-fectly awesome Henry Cats & Friends gifts.
Only at UOB.

% Buy it for a friend!

@ Limited time remaining!

AFi :
pniop ey Functional Eco Bags

24” Umbrella
30-pc 4012 Bought!

Jigsaw Puzzle | &
(available in 3 fun designs) ] o/ Dealis on! Highlights

Fine Print

Work Hard Play Hard
20" Cabin Bag
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THANK YOU
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