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1. Introduction

Banco Sabadell

today

4th

Largest banking

group in Spain
+148¢N 425k
Gross loans Employees
+12V 22 3¢BEN
Customers Total assets

Banco
Sabadell
foundation

Organic
growth
in Spain

Inorganic
growth

E.g.

Banco CAM

Banco Gallego
Banco Guipuzcoano
Banco Urquijo

BMN network

Acquisition
of TSB

Banco
Sabadell
IPO
GSabadeII ‘ V! O O O » @ Today
Sabadell
1881 1965 2001 2015 2020
Local Regional National Internationalisation
community bank bank

bank
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Banco Sabade" 1 Commercial dynamism
has shown QOOd and core revenue growth

perfO rmance 7 NPA reduction

in 2019

2019

Capital generation

highlights

4 TSB regaining commercial
" momentum

5 Shareholder value creation
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The acquisition
of TSB In

2015 had a
solid strategic
rationale;
however, we
have faced
unexpected
headwinds on
our way

Strategic rationale for the acquisition of TSB

Market

Attractive banking
market

TSB franchise

Good economic
prospects

Strategic fit

Strong challenger
franchise

Low risk balance sheet
and strong capital

Sound basis to drive
further growth

Value sources
\@ Potential cost
synergies

Potential income

Strong growth in the
period despite slowdown In
commercial activity in 2018

Main challenges

Market
environment

2018: IT

migration

upside
+42% +21%
Net lending Customer funds

Var. 2014-3Q19

Var. 2014-3Q19
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TSB entered 2019  TSB2019 progress

Wlth renewed é 1 IT platform >99.8% Post-migration = Enhanced
= " Service level issues customer

ambitiOn tO regain availability' YTD resolved engi:\;lce
= T eg.
Its position as the P— ok sosr oo
Iead i ng Chal Ienger .n.|].|].|]. 2 - f:cm\rgﬁ;ﬁi:]l ° New customers Net .Ioan: growth Cus:[ome(:
[L]
®

12 months to Sep-19

. 12 months to Sep-19 12 months to Sep-19  funds growth
bank in the UK

3 Rebuilding
= reputation of

the business Mobile NPS score Bank NPS score

recovering +69 points recovering +36 points
since Jul-18 post since Jul-18 post migration?
migration?

° 52 points 11 points

New ExCo

Experienced leadership team

O O .
4 New leadership
s team for next

chapter of growth

Note: Data as at September 2019.
1. IT service avallability.
2. Calculated on a three month rolling basis.



TS B, ©Sabadell

1. Introduction

Currently, TSB
has unique
competitive
strengths to start
the new chapter
of growth

Note: Data as at September 2019.

1. NIl as a % of average total assets.

2. Cost : Income ratio excludes one-offs.

3. Peer group comprises average of Santander
UK, Nationwide, CYBG, Virgin and Metro.
Data as of 2018; CYBG data as at Sep-18;
Nationwide data as at Apr-19.

Source: Company Websites.

_ Low risk and
Unique simple balance

competitve P | sheet
€gacy conauc
strengths gind)émnity

Solid banking
franchise, with

an efficiency } m

challenge
Peer Group?®

Modern IT Room for

platform efficiency

No legacy Improvement
systems

Operational Renewed

leverage leadership
team

Cost of
} NIM' customer funds  Cost : Income?
2.0% 0.4% 85%
1.9% 0.8% 67 %
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Debbie Ralph Robin Bulloch, Suresh
A new

Crosbie, Coates, Customer Banking Viswanathan,
. CEO CFO Director COO

experienced J — —

leadership

team Is now

Te p| ace to prosnting FJSZin\t{ng oo fggxnﬁng" '

deliver for TSB

;-,‘-u-:-_l 222

Liz Marc Armengol, lain Laing,
Ashford, Corporate CRO
HR Director Strategy Director
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TSB'’s new strategy

Strategy, purpose

and transformation

Debbie Crosbie,
TSB CEO

OSabadell
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Our strategic
plan responds to
the challenging
external
environment

Economic uncertainty

Geopolitical uncertainty
imits GDP growth

Lower for longer rates
as gig economy and
generation rent grows

Changing customer
preferences

Move to digital
from physical

Growth of FinTechs
focussed on customer
numbers over profit

Intensified competition

Mortgage market
NIM compression |\\~
TFS roll-off driving

funding cost
pressures

Stronger regulation

High cost of credit
review changing
overdraft model and

fee Income mix

UK ringfencing
Increased competition

Context of

TSB’s new
strategy
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We start a new
chapter with
meaningful
competitive
strengths

Note: Data as at Sep-19.

1. Active personal current account customers
have used their personal current account
for a transaction In the past three months.

. Calculated on a three month rolling basis.

. Peer group includes Santander UK,
Nationwide, CYBG and Metro Bank;
Source: TNL Brand Tracker.

W N

Strengths

o o Large and loyal
QI} customer base

S5M

Total customers

3M

Active personal current
account customers!

0606 Resilient
brand

22 points
Brand consideration? compared
to peer? average of 18 points

11 points
Bank NPS score?recovering +36
points since Jul-18 post migration

/“:J/\_/ Prudent

0.16% 1.3%

44% 103%

business model Cost of risk Non-performing Average Loan to
YTD loans ratio mortgage deposit ratio
LTV ratio
Value enablers
Full Retail and Business Refreshed Competitive
Banking capabilities IT platform Intermediary mortgage channel
Proteo4UK
<> Omnichannel presence  National >63%
02 with nationwide reach Presence Digitally active personal current

account customers
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Low cost
retail funding
IS a strong
competitive
advantage

Note: Data as at Sep-19.

1. Peer group comprises average of
Santander UK, Nationwide, CYBG, Virgin
and Metro; Source: Company websites.
Data as at 2018. CYBG data as at Sep-18.
Nationwide data as at Apr-19.

Portfolio weighted
towards mortgages

Net lending

B Mortgages

B Unsecured
loans

M Cards

B Overdrafts

B Business
Banking

TS B,

3.2%
Loan yield

3% 2% 1%

g

£30.7BN

Peer Group'

2.9%
Loan yield

Mainly retail funded
business model

Customer funds

B Current
accounts

B Savings

B Business £29.9BN
Banking

m Peer Group'

0.4% 0.8%
Cost of Cost of
customer customer
funds funds
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Income Is
driven by

a growing,
low risk,

well balanced
mortgage
portfolio

Note: Data as at Sep-19; excludes Whistletree.

A low risk
mortgage portfolio

Mortgage stock by product
and repayment type

Tracker 3%
I

Variable
21%

Owner Occupied Buy-to-Let
87% 13%

Repayment Interest only
78% 22 %

44%

Mortgage stock
average loan to value

which is well
diversified nationwide

TSB mortgage stock versus
market stock by region

South West

9% vs.8%

Scotland
16% vs.6%

Midlands,
Eastern, Wales
18% vs.27%

North
of England
17 % vs.16%

London

19% vs.22%

South East
21% vs.19%

o

+3%
Mortgage stock growth
12 months to Sep-19
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Cu StOm er Pre-migration IT migration Back to normal ge\:\g’:(cgnr?o:?:gf
franchise Is N o e

resilient, despite : e e
migration impact

8% 8%  8%!
\:\ 6% 6% 6% Complaints back
i to normal

6%

Customer

attrition

CASS outflows,
% share of all CASS Personal current

outflows account deposit
balances grew
} over migration
period
e From £10.0BN in
Dec-17 to £10.7BN
in Sep-19

51 i 50

Brand
resilience

. Mobile NPS'
17 . points

Feb Apr Jun Aug Oct Dec Feb Apr Jun

Note: CASS stands for Current Account 2018 2019 _

Switching Service.
1. As per slide 7, as at Sep-19 at 52 points.

yV N
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Extensive
customer
research

A new purpose
that speaks to
our customers

Colleague
engagement
and leadership

} confidence.

For everyone.
Every day.

New ways
of working

Industry
trends and
Insights
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A fUtu re ViSiOn @ Data-driven customer insights @
_ 360°view of customer
that begins a

new chapter for
TSB
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Purpose-led
strategy and
transformation

Note:

1. 3.5% CAGR pro forma excludes non-recurrent
iIncome of £16M related to Visa contract and
c.£20M from non-recurring Gilt sales in 2019.

2. Total net cost reduction after absorbing
amortisation from investment and cost inflation.

Money confidence.
For everyone. Every day.

Customer Simplification Operational
focus & efficiency excellence

Y )
Q "

2019-2022¢ 2019-2022¢
3.5% £100M Resilient
CAGR Net cost savings? Systems and

Gross operating income! controls
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| nvesti N g Operational excellence
to create a

Conduct @ Operational risk
o I o t d at the core IT resilience
L duct built in with full
resilient an ol O Meilui
management
sustainable nagem
- _ deliver
b u S I n ess Project Dawn IT service
performance

IT transformation

o .
focussed on stability >99.8% service level

avallability YTD

Lower risk
business
Credit risk Prudent capital model
Strong underwriting and liquidity
capabillities management

Service excellence
Strong governance on change



TSB's new strategy
Customer

focus

Robin Bulloch,

TSB Customer
Banking Director




m Gsabade“ 2. TSB's new strategy — Customer focus

A national All the ingredients Commercial momentum
. for a mid-tier bank regained post IT migration
full service,

mid-tier bank 5M

Customers Bank
NPS1 Sep-18 Sep-19

o O ) § A

Current Savings Mortgages Loans Business }

Account Cards Banking Business
: +4
— Banking Sep-18 Sep-19
(¢ ) NPS'
@ 000
4.8/5 rating Nationwide Resilient brand
on Apple’s App presence recovered from
Store migration event +0 6% _|_2 0%
Net lending growth Customer
12 months to Sep-19 funds growth
_ 12 months to Sep-19

Note:
1. On a three month rolling basis.
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Relevant to and
focussed on our
target segment

Note:

1. Money balancers are people for whom
money Is a constant balancing act.

2. Source: Internal survey.

3. Source: Office of National Statistics,
PwC report.

Aspiring Middle

® O Working Money
. ‘ families balancers?
67 % b

ariable
TSB income

personal current
account customer
base

* Resonance of TSB brand
with target segment relatable
to 65%?2 of UK population

e Banking spend with primary
bank provider 2x higher than
outside segment

e Addresses future generations as
30% growth in variable income
segment expected by 20253

Brilliant for all

e Fasy-to-use,
mobile led services

* Mobile in-app
onboarding and sales

e Distinctive
“TSB experience”
with magic touches

Compelling
differences

for the Aspiring
Middle

e New current account,
based on differential
features

* New unsecured lending,
e.g. Instalment plan

* Variable payment
mortgages
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New service-led Today Future Proposition — 2020
CuU rrent adaCCoOU nt TSB Account Subscription Added Value Improved
. = z cost of
y
drivi ng > Does your ' customer
. aye & bank help funds
prOfItabI I Ity ~ you make When youreon | | The bank
All our more of ggﬂfﬂoi%?{n; account that
Plus account . protects more @
customers get everngay ' raisét?;gras?ts than just your
3% interest. not cashpoints.| (Mmoney.
Come in and tak to a TSB Partner today Coma in and tak 1o a TSB Parinor tocky Diversified
Meets a narrow Free account Monthly fee Enhanced, offerlng to
set of customer based monthly fee grow fee
needs account based account lIncome

Note:

Future proposition names in development,
alongside future creative ahead of 2020 launch.
Creative provided as example only.

1. Source: Internal customer research.

57 %

customers likely
to buy’

87 % customers likely to buy’
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EXpected Savings balances

£BN
savings growth c.1.4 %pa.
broadly in line c1.1%pa
with prior years 85% j

savings base
with TSB for

Retain loyal
customer base

18

17 }
5+ years
Savings
Initiatives
2014 Sep-19 2022 2
g to remain

Ongoing growth supported by savings Competltwe

initiatives

® Enhancing the digital journey

e Active price management

* |ntensive usage of data to identify opportunities
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Diversifying
lending
offerings to
grow Interest
Income

New broker Direct digital
connectivity mortgage

A

Mortgages
Today e Q O O O @®—» 2022

Unsecured
lending

@@ Lending

I]:y New digital Instalment through
sales capabilities plan partnerships

Underwritten by customer credit principles

* | ending decisions at customer level rather than product level
e Supports when ‘life happens’ with features such as payment holidays
® Ready for growth In variable iIncome segment

Attractive
features

and capabllities
to continue
stable secured
growth

> (+

New
propositions
and sales
capabllities
focus on
unsecured
growth
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Business
Banking to
drive growth
and maintain
low cost of
funding

Note:
1. Incentivised Switching Scheme.

Our refreshed, market leading proposition

has been well received by customers

Business
Banking
marketing
campaign

v

25 months

free banking

20 minutes
to open an
account in
branch and
digital

1%
interest rate

on savings
accounts

N
non-current
account
customer

deposit sales

v

process

H1 2020

Partnership
opportunities

Strong
performance In
ISS! scheme >
capturing
c.20-25% where
TSB participates

Business savings
(non-current
account) growth
+17% YTD vs.
2018

Opened 11k+
accounts
YTD 2019

)

Grow to natural
share in <€2M

turnover SME
banking market

+

Attract £2BN
deposits

by 2022
maintaining low
cost of funding
as TFS rolls off

+)

Diversify
lending income
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Branch TSB distribution model Branch transformation coincides
IS heavy on branches with customer behavioural shift
Branch 10k acti

network Clﬂgpfmifsf)zrmg aee Changing branch footprint and role

* Focus on usage, sales, income and profitability

transformation
based on Focussed on customer need
CUStomer usage, m avg'gge * |[nvesting in new flagship branches (3 in 2019),

} and refreshing remaining network

del Iverl ng * Partner training to deliver digital support and

Sales origination shifting sales accreditation

Sig n ifica nt towards digital o Automation_ to free_ up human touch where
s = o % of total TSB digital sales 't has the biggest impact
efficiencies

e Supporting vulnerable customers and
maintaining national geographical coverage

82 branches to be closed in 2020

Digital investment planned is ¢c.£120M

Sep-19 2022
YTD target

V¥ N

Source: Internal survey and eBenchmarkers.
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Smarter, faster,
data-driven sales
capabilities

Sales origination

shifting towards digital

% of total TSB digital

sales

Sep-19
YTD

2022
target

O O

New in-app sales Real-time data driving

journeys will drive customer insight to

conversion rates up Improve customer
experience and boost

Current account sales

opening time to be
c.10 minutes

iﬁ; Healp and support Contact us Log in

o
ﬂ" P T A T S S C Sl Sy _',L

Current accounts

Personal accounts

Data integration via Open Banking

Bringing to life our
new purpose with a
distinctive new brand
platform and brand
identity in Q1 2020

A new agency
ecosystem bringing
brand and marketing
capabilities in-house

MRM

= BLACK

| WOOD
sl SE7EN
(o |

3 Datarama.
_— STUDIO

by < T 1810
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Realistic
growth plan,
returning to
our natural
market share

Average market share of flow

%

Personal
current
accounts

Retall
savings

Business
current
accounts

Business
savings

Retail
mortgages

Retalil
unsecured
lending

Business
lending

2015-2017 2019 2020-2022

Business Banking
deposit growth
Sep-19 to 2022

+£5BN

Net customer
lending
Sep-19 to 2022




TSB's new strategy
Simplification

and efficiency

Suresh Viswanathan
CQOO

OSabadell
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New Data Platforms

architecture % @ &7

delivers
exec Utl 0 n Office Core Mortgages Cards Voice Cloud tlr;_??;v:%on

& CRM Platform & Gateways transformation

at speed | |

Multi-cloud, not
owned data centre
infrastructure

il

Single connectivity layer Allows speed of build
x200 Micro Services supported by real time data across channels

Increase feature

delivery on digital
Open _ (c.£120M investment)
Banking Partnerships with mobile as primary
customer channel

.‘ Partnerships,
Existing m I aﬁ integration is a
]@[ partnerships ‘ B Sq uare AVIVA (ggneral key competitive

advantage

Telephone

Branches

=)

& ATMs

banking
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Pivot to
mobile

Note:

1. Calculated as a proportion of total active customer base;
digitally active personal current account base is 63%.

2. 17% of transactions are colleague assisted; 15% are
ATM transactions; counts exclude ID&V, view pending
transactions, ATM cash withdrawals, read only interactions
and payments initiated but not completed.

Increased Targeted marketing Digitally active
digital campaigns customers'
adoption .
P Upskilled customer
facing colleagues Sep-19 }
56%
New digital Significantly enhance Customer completed
servicing the number of mobile transactions?
capabilities servicing journeys
Sep-19 } 2022
68% 90%+
New Key sales journeys Digital sales
digital sales going mobile in 2020 origination
capabilities e.g. personal current
accounts, franchise
loans Sep-19 } 2022
46% 70%-80%

New Ways Of Working Agile | Empowered Colleagues | Flat Organisation Design

y
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£100M net cost savings

Sustainable cost after absorbing inflation and
Ta rg eting savings amortisation from investment
cM
C.£100M net — eoZ100M'
830 No

cost savings

restructuring
costs beyond

c.£100M

by 2022
cost savings'
y (2019-22¢) ¢
730

Recurrent costs 2019e 2020e 2021e 2022e

B Distribution Network

B Non Branch FTE & Property Restructuring
_ costs 45 45
B Investment, IT, Marketing,
Third party spend & other
Rarty sp Other
non-recurrent 35 0
. costs
Note COSt ) I_nc_ome m Z\i(:rrage2
1. Total net cost reduction after absorbing (g:(g: g?eog[]lcfssa)tlon,
amortisation from investment and cost inflation. ' '
2. Peer average includes Santander UK, @ Total costs L e

Nationwide, CYBG, Virgin and Metro. 2018
data; CYBG data as at Sep-18; Nationwide
data as at Apr-19.




outiook

Ralph Coates,
TSB CFO
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Contribution to Sabadell Group Historic financial 2015 2016 2017 2018 Sep-19
Sep_‘lg or 9OM19 evolution Net Iending +22% +11% +12%] -3% +2%
€35BN YoY
Performing gy (TSB stand-alone) NIl as % of average
loans 5% ,
2015 to Sep-19 total lending 3.5% 3.1% 3.0% 2.9% 2.8%
NIM 2.7% 2.5% 2.3% 2.1% 2.0%
Deposits NIl as % of average total assets
Cost : income 79% 73% 76% 78% 85%
) -€5M Incl. amortisation, excl. one-offs
Net profit
Profit before tax £68M £182M £163M -£105M £23M
€12BN CoR 0.37% 0.31% 0.25% 0.24% 0.16%
RWAs m ROE 53%  7.0%  6.1%  -33%  1.0%
Fully-loaded CET1 18% 18% 20% 20% 21%

Il 7SB [ Other geographies

Source: TSB annual report. Cost : income excludes one-off post migration costs for 2018 and 2019

Gross operating

income distribution
OM19. Contribution to Sabadell Group

€820M or 21% of Sabadell Group
88%

11% 1%
Fees Others

Net interest income

Stand-alonevs. -
consolidated
financials

yV 0 ¥

Consolidated financials at Group level include TSB acquisition-
related core deposits and brand intangibles amortisation of

€40M pre-tax per year from 2019 to 2022, which is excluded
from TSB stand-alone financials throughout the presentation

Beyond this strategic plan, this amortisation charge amounts
to €23M and €56M In 2023 and 2024 respectively

Note: For 2018 ratio calculation see Appendix “Alternative Performance Measures”.

1. Excludes Mortgage Enhancement portfolio.
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Our strategic
plan assumes
a broadly
stable macro
environment

Brexit
and global
uncertainty

TFS
replacement

Ongoing
competitive
pressure

Regulatory
changes

putting
pressure
on income

TSB strategic plan assumptions

2018 2019e 2020e 2021e 2022e
GDP growth 1.4% 1.4% 0.9% 1.4% 1.5%
Annual average
Inflation 2.5% 2.0% 1.9% 1.8% 1.9%
Annual average
House prices 1.3% 2.6% 1.8% 2.2% 2.2%
YoY
Unemployment 4.1% 3.8% 3.8% 3.6% 3.6%
Annual average
BoE base rate 0.60% 0.79% 0.75% 0.75% 0.75%
Annual average
5-year swap rate 1.28% 0.93% 0.85% 0.91% 0.97%

Annual average

Source: TSB estimates.
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Efficiency
enhancement,
balance sheet
growth and
lending
diversification
driving profitability

Cost
efficiency

Balance sheet
growth and
diversification

Driving
improved
profitability

1. Total net cost reduction after absorbing amortisation from investment and cost inflation.
2. 3.5% CAGR pro forma excludes non-recurrent income of £16M related to Visa contract and ¢.£20M of non-recurring Gilt sales in 2019.
3. This figure corresponds to TSB stand-alone net profit estimate for 2022. TSB net profit contribution to consolidated Group financials will also include the amortisation of

TSB acquisition-related intangible assets (core deposits and brand) for an estimated amount of €40M pre-tax in 2022, which is not included in TSB stand-alone financials.
4. ROE based on TSB's equity.

Guidance (TSB stand-alone)

2019-22¢

c.£100M

Net cost savings'

2019-22e

c.5%

Net lending CAGR

2019-22¢

C- 2 % (reported)
C- 3-5 % (pro forma2)

Gross operating
income CAGR

2022¢

£130-140M

Net profit3

(excl. restructuring costs)

2022¢

>7 %

ROE pro forma*

(excl. restructuring costs)

2019-22¢

Stable
NIM

2022¢

>5%

Reported ROE*

(incl. restructuring costs)
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Significant

cost savings
after absorbing
inflation and
amortisation
from investment

Note:

1. Total net cost reduction after absorbing
amortisation from investment and cost inflation.

2. Including depreciation and amortisation and
excluding one-offs.

c.£180M

Restructuring
costs
2019-22e

c.£100M

Net cost
savings'
2019-22¢

15pp?
Cost : income
reduction

2019-22e

Cost evolution

M

| c.-£100M" |
830 No

restructuring

costs beyond
2022

.

730

B Recurrentcosts 2019e 2020e 2021e 2022

Restructuring
costs

Other

non-recurrent
costs

Total costs

45 45
35 0
910 775
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SU Stai na ble Net lending’ Customer funds
iIncome growth o o

cy s c.5% l c.4% ]

within a | c.36 c.34
controlled -
risk appetite

Sep-19 2020e 2021e 2022e Sep-19 2020e 2021e 2022e

m Mortgages ® Unsecured ® Business Banking B Savings ® Current accounts B Business Banking

Note:
1. Includes loans and advances to customers

Including impairment allowances.

e During 2018 - 2019 unsecured
lending was subdued due to
products being off-sale

¢ Higher proportion of unsecured
lending going forward due
to restored and additional
functionality

e Higher growth of business banking
deposits driven by an improved digital
offering and savings proposition for
businesses and from the Incentivised
Switching Scheme
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Balance sheet
quality preserved

Unsecured and
Business Banking

Mortgages

Cost of Risk evolution Cost of Risk sensitivity

3Q19

House prices Impact
+500bps -2.5bps
-500bps +3.5bps
Unemployment Impact
301 9 (YTD) 2022e +100bps +7.0bps
-100bps -3.0bps

240bps P  <280bps

-1bps > 1bps

Cost of Risk inflation driven primarily by higher proportion
of unsecured lending in the business mix

NPL ratio to remain broadly stable throughout the plan
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Robust funding
plan to support
growth while
maintaining

a low cost of
funds and
strong liquidity

Note:
1. Includes subordinated debt and internal

MREL. 2019 cost of funds excludes surplus
TFS liquidity. Funding mix corresponds
to average balances in the respective years.

Funding mix
evolution

Blended cost
of funds!

Loan to
deposit ratio

Funding
plan

c.£38BN c.£40BN

>

TFS
replaced by
wholesale
and deposit
growth

Sep-19 2022e

55bps ) 57-58bps

103% S 105-110%

e Covered bonds / securitisations: ¢c.£1.5BN
on average per year

* Any unsecured debt to be subscribed by Sabadell
Group as internal MREL

B Wholesale funding
m TFS

B Business Banking

H Retalil
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NIM headwinds
largely offset

by shift in lending
mix and lower
cost of customer
funds

Note:
1. NIM defined as net interest income as % of

average total assets.

NIM impact over plan period

2019e vs. 2018

2022e vs.2019e

Interest rates v

1

Base rate and swap rates Stable
Mortgage market competition/pricing A 4 ~ N
2019-2022
Blended cost of funds ~ Vv 019-2022e
Loan mix A 4 A
A [mprovement V¥ Decline = Stability
NIl sensitivity
Decrease Increase
+/- 25bps parallel shift yield curves .$19M +$10M softel\:lici)r?gecs)ﬁ’ NIt

Impact in first 12 months of the plan

y | N

as percentage

of total lending
2019-2022¢
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Net profit (excl.
restructuring
costs) of
£130-140M
by 2022

Note: 2022 assumes a ¢.25% effective tax

rate, which is based upon a 17% corporation

tax rate plus 8% surcharge for profits over £25M.

1. Gross operating income minus impairments.

2. Total net cost reduction after absorbing
amortisation from investment, cost inflation,
restructuring costs and other non-recurrent costs.

Net profit evolution (TSB stand-alone post tax)

M

Business growth and
efficiency optimisation

c.75

>7%

ROE

pro forma
>5 % (exctl. )restructuring
Reported
ROE c.35 130-140

(incl. restructuring -
costs)
95-105 No

restructuring
costs beyond

2022

c.10
4 N
]
9M19 Risk- Net cost 2022e Restructuring 2022e
Net profit adjusted savings? Reported costs Net profit
income! (after tax) netincome (ifier tax) pro forma

(after tax)

Capital considerations

e TSB's strategic plan is self-financed, requiring no additional capital from Sabadell Group

e In 2020 TSB will adopt a 90 day definition of default on its mortgage portfolio. RWAs inflation resulting
from change in default definition at TSB level already reflected in the Group’s capital ratio in 2Q18

e Organic RWAs growth and this methodology change is expected to result in a TSB CET1 ratio of

c.16% in 2020



Conclusion

Debbie Crosbie,
TSB CEO

OSabadell
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Clear strategic
plan to deliver
shareholder value

Note:

1. 3.5% CAGR pro forma excludes non-recurrent
income of £16M related to Visa contract and
c.£20M of non-recurring Gilt sales in 2019.

2. Total net cost reduction after absorbing
amortisation from investment and cost inflation.

Money confidence.
For everyone. Every day.

Customer Simplification Operational
focus & efficiency excellence

2019-2022e 2019-2022e

3.5% CAGR S100M Resilient

Gross operating income' Net cost savings? Systems and

controls
Strong Prudent Achievable Experlenc.ed
: : ) leadership
foundation assumptions execution t
eam
v v v v
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Appendix 1

Income
statement —

TSB contribution
to Group

9M income statement

TSB

gM 9M18 9M19 % YoY
Net interest income 661 643 -2.6%
Fees & commissions 54 77 44.5%
Core banking revenue 714 720 0.9%
Trading income & forex 18 14 -21.7%
Other income & expenses -45 -9 -79.6%
Gross operating income 687 725 5.6%
Operating expenses -731 -600 -17.9%

Personnel expenses -280 -274 -2.0%

Other general expenses -451 -326 -27.8%

Memo line:

Recurrent expenses -553 -550 -0.5%

Non-recurrent expenses -178 -50 -72.0%
Amortisation & depreciation -56 -88 58.9%
Pre-provisions income -100 37 >100%
Total provisions & impairments -144 -42 -70.7%
Gains on sale of assets and other results 1 -2 <-100%
Profit before taxes -243 -7 96.9%
Taxes and minority interest 49 3 -94.2%

TSB contribution to Group net profit
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M Sep-18 Sep-19 %YoY
Cash, cash balances at central banks and other demand deposits 6,362 6,622 4.1%
Financial assets held for trading and fair value with changes in PL 120 179 49.9%
Ba I a n Ce Financial assets in fair value OCI 2,373 1,823 -23.2%
Financial assets at amortised cost 31,392 32,252 2.7%
of which
s h eet Total customer lending 30,554 30,741 0.6%
Core mortgages 26,589 27,402 3.1%
Whistletree loans 1,833 1,518 -17.2%
Unsecured (includes Business Banking) 2,132 1,821 -14.6%
Tangible assets 162 304 87.6%
Intangible assets 16 19 15.7%
Other assets 394 425 8.1%

Total assets

Financial liabilities held for trading and fair value with changes in PL 62 155 149.9%
Financial liabilities at amortised cost 37,905 38,834 2.4%
of which
Total customer deposits 29,306 29,911 2.1%
Fixed rate savings 2,387 2.964 24.2%
Variable rate savings 15,240 14,880 -2.4%
Personal current accounts 10,504 10,752 2.4%
Business Banking deposits 1,175 1,316 12.0%
TFS 6,470 6,020 -7.0%
Provisions 96 27 -72.3%
Other liabilities 911 754 -17.2%
Subtotal liabilities 38,974 39,770 2.0%
Shareholders’ equity 1,815 1,861 2.5%
Accumulated other comprehensive income 30 -6
Net Equity 1,845 1,855 0.5%

Total liabilities and equity
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Concept Calculation (€M) 2018

Net lending Core mortgages 26,254

. Whistletree loans 1,741

Unsecured (includes Business Banking) 2,014

A I te r n at I ve Total net lending 30,009
Customer funds Savings deposits 17,528

Pe rfo r m a n Ce Current accounts deposits 10,363
Business Banking deposits 1,193

Total customer funds 29,084

M eas u res NIl as percentage of average total lending Net interest income 885
Average gross lending 30,858

NIl as percentage of average total lending 2.9%

NIM Net interest income 885

Average total assets 41,684

NIM 2.1%

Cost to income ratio Net interest income 885

Management basis other income' 99

Total income 984

Operating expenses (excluding one-off post migration costs) 771

Cost to income ratio 78.3%

Cost of Risk Total average gross lending 30,858

Impairment charge 73

Cost of Risk (bps) 24

ROE Average equity 1,914

Statutory profit after tax -63

ROE (%) -3.3%

Loan to deposits Total net lending 30,009

Total customer funds 29,084

Loan to deposits (%) 103.2%

Note:

3. See TSB 2018 annual report
for management basis adjustments.



\.S B

OSabadell

Appendix 4 51
Term Definition Term Definition
(year)e Expected Net lending Includes loans and advances to customers including
API Application Programming Interface impairment allowances
BCA Business Current Account NII Net interest income
G I ossa ry BoE Bank of England NIM Net Interest Margin. Net interest income /
BTL Buy-to-let Average total assets
Of te r m S C: Cost to Income ratio NPS Net Promoter Score. The Net Promoter Score is obtained
CAGR Compound Annual Growth Rate by aslfing custome.rs “*On a scalg of 0-10, V\./here O is not
at all likely and 10 is extremely likely, how likely are you
CoR Cost of Risk to recommend Sabadell to a friend or colleague?”. NPS
Core revenue Sum of net interest income and fees & commissions Is the percentage of customers who score 9-10 after
D&A Depreciation & Amortisation subtracting the percentage who score 0-6
CETH Common Equity Tier 1 p.a. Per annum
FTE Full Time Employee PBT Profit before tax
ID&V |dentification & Verification PCA Personal Current Account
IPO Initial Public Offering Repo Repurchase agreement
IRB Internal Ratings Based (approach to Credit Risk) Risk-adjusted income Gross operating income — impairments
ISS Incentivised Switching Scheme RoE Return on Equity
LTV Loan to value RWAs Risk Weighted Assets
Mortgage £3.4 billion residential mortgage loan book created in TFS Term Funding Scheme
enhancement February 2014 to enhance TSB's profitability with a target Whistletree Portfolio of former Northern Rock mortgages and
of delivering £230 million profit over a four year period. unsecured loans for which beneficial interest was acquired
In 2Q117, this portfolio was returned to Lloyds one year from Cerberus Capital Management Group with effect from
ahead of schedule, having achieved its profit target 7 December 2015. The portfolio is currently in run-off
MREL Minimum Requirement for own funds YoY Year over Year
and Eligible Liabilities YTD Year To Date

Net cost savings

Total net cost reduction after absorbing amortisation
from investment and cost inflation
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TSB
speakers’
biographies

Debbie Crosbie,
CEO

Debbie became TSB's Chief Executive
Officer on 1 May 2019.

She has over 25 years of experience in
financial service leadership roles, joining

TSB from CYBG, where she was COO
and an Executive Board Director.

Debbie has extensive experience of
leading turnaround strategies and,
while Acting CEO of Clydesdale Bank,
led preparations for the successful
demerger of Clydesdale Bank PLC
from National Australia Bank and the
subsequent Initial Public Offering of
CYBG.

Debbie ensured that CYBG increased
its digital capability and IT stability while
overseeing the execution of far-reaching
transformation projects.

Debbie is a member of the Glasgow
Economic Leadership Board and was
Vice Chair of the Confederation of
British Industry (CBI) Scotland Council
for two years. She was also a Non-
Executive Director of the Scottish
Court Service for over three years. In
2016, she was named the University of
Strathclyde’s Alumna of the Year.

Ralph Coates,
CFO

Ralph has a wealth of knowledge
amassed over 25 years of business and
banking experience with Barclays Bank,
the Bank of England, J Sainsbury plc
and PwC.

He joined the Board of TSB on 1 July
2016 from the Bank of England where
he was Finance Director and supported
its strategic transformation and the
delivery of its policy agenda.

He qualified as a Chartered Accountant
with PricewaterhouseCoopers (PwC) in
South Africa.

Ralph joined J Sainsbury plc in the

UK in 1999, and then re-joined PWC
in London, spending four years in the
Transaction Services division, focusing
on M&A in the retail sector.

In 2004, Ralph joined Barclays Bank
assuming finance responsibility for all
retail banking product areas, distribution
and operations, and becoming Finance
Director for the UK Retail & Business
Bank in 2011.
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TSB
speakers’
biographies

Robin Bulloch,
Customer Banking
Director

Robin has built a strong reputation

for leading large customer-facing
operations and delivering business and
cultural transformation in a banking
career that spans over three decades.

He was appointed Customer

Banking Director at TSB in August
2019. He joined TSB from Lloyds
Banking Group (LBG), where he was
Managing Director for their Community
Banking, overseeing a team of over
12,000 colleagues.

He started at LBG in March 2011,
leading its general insurance division
before going on to lead Bank of
Scotland’'s Community Banking.

He was a key individual in the
revitalisation of Bank of Scotland
following the takeover by LBG.

Prior to LBG, he held a number

of senior executive roles at RBS,
including Managing Director at RBS
and NatWest Branch Banking. Before
that, he was Chief Executive of Tesco
Personal Finance. Robin also worked
for GE Capital as Operations Director
of its motor finance business from
1999 to 2001.

Suresh
Viswanathan,

COO

With over 30 years’ experience in
technology and financial services,
Suresh was appointed as Chief
Operating Officer at TSB in August
2019. He has held Chief Information
Officer and operational roles in
international, retail and corporate
banking and led complex global
scale technology operations and
integrations.

Suresh began his career at Citigroup
working across a range of senior
technology roles. During his time at

Citi, he led the creation of its branch-
banking platform and led acquisition
/ integrations into multiple countries
across Central and Eastern Europe,

Middle East and Africa.

He joined Barclays in 2008 as Chief
Information Officer for Barclays
Corporate Bank and then went on to
lead Operations and Technology for
Barclays UK, where he helped set up
the Barclays’ ring-fenced bank.
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Disclaimer

This presentation (the “Presentation”) has been prepared and is issued for the event “TSB Investor Day” by, and is the sole responsibility of Banco de Sabadell, S.A. (“Banco Sabadell” or “the Company”). For the purposes hereof, the Presentation shall
mean and include the slides that follow, any prospective oral presentations of such slides by the Company, its affiliates or their respective Representatives, as well as any question-and-answer session that may follow that oral presentation and any document
or informative materials distributed at, or in connection with, any of the above.

The information contained in the Presentation has not been independently verified and some of the information is in summary form. No representation or warranty, express or implied, is made by Banco Sabadell or any of its affiliates (Banco Sabadell Group), nor
by their directors, officers, employees, representatives or agents (the “Representatives”) as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or opinions expressed herein. None of Banco Sabadell
nor any of its affiliates, nor their respective Representatives shall have any liability whatsoever (in negligence or otherwise) for any direct or indirect loss, damages, costs or prejudices whatsoever (including, but not limited to, consequential, reputational, loss of
profits, punitive or moral) arising from the use of the Presentation or its contents or otherwise arising in connection with the Presentation, save with respect to any liability for fraud, and expressly disclaim any and all liability whether direct or indirect, express or
implied, contractual, tortious, statutory or otherwise, in connection with the accuracy or completeness of the information or for any of the opinions contained herein or for any errors, omissions or misstatements contained in the Presentation.

Banco Sabadell cautions that this Presentation may contain forward looking statements and estimates or projections with respect to the business, financial condition, results of operations, strategy, plans and objectives of the Banco Sabadell Group. While these
forward looking statements and estimates or projections represent Banco Sabadell Group current judgment on future expectations concerning the development of its business, a certain number of risks, uncertainties and other important factors could cause
actual results to differ materially from Banco Sabadell Group expectations. These factors include, but are not limited to, (1) market situation, macroeconomic factors, governmental, political and regulatory trends; (2) movements in local and international securities
markets, currency exchange rate and interest rates; (3) competitive pressures; (4) technical developments; (5) changes in the financial position or credit worthiness of Banco Sabadell Group customers, obligors and counterparts. These and other risk factors
published in Banco Sabadell Group past and future reports and documents, including those filed with the Spanish Securities and Exchange Commission (“CNMV") or submitted to the UK National Storage Mechanism ("NSM") and available to the public at
Banco Sabadell's website (www.grupobancosabadell.com), TSB's website (https://www.tsb.co.uk/investors/debt-investors/), the CNMV's website (www.cnmv.es) or the NSM's website (www.morningstar.co.uk/uk/nsm), as well as other risk factors currently
unknown or not foreseeable, which may be beyond Banco Sabadell's control, could adversely affect our business and financial performance and cause actual results to differ materially from those implied in the forward-looking statements and estimates.

The information contained in the Presentation, including but not limited to forward-looking statements and estimates or projections, is provided as of the date hereof (unless they are referred to a specific date) and is not intended to give any assurances as to
future results. No person is under any obligation to update, complete, revise or keep current the information contained in the Presentation, whether as a result of new information, future events or results or otherwise. The information contained in the Presentation
may be subject to change without notice and must not be relied upon for any purpose.

This Presentation contains financial information derived from Banco Sabadell Group’s audited financial statements of 2018, as well as relating to Q3 2019. None of this financial information has been audited by our auditors. Financial information by business areas is
presented according to International Financial Reporting Standards (IFRS) as well as internal Banco Sabadell Group criteria where segmentation reflects the nature of that segment’s business. These criteria do not follow any particular regulation and could include
estimates and subjective valuations which could represent substantial differences in the information presented, should a different methodology be applied.

In addition to the financial information prepared in accordance with the IFRS, this Presentation includes certain Alternative Performance Measures (“APMs”) as defined in the Guidelines on Alternative Performance Measures issued by the European Securities
and Markets Authority on 5 October 2015 (ESMA/2015/1415es). The APMs are performance measures that have been calculated using the financial information from Banco Sabadell Group but that are not defined or detailed in the applicable financial
information framework and therefore have neither been audited nor are capable of being completely audited. These APMs are been used to allow for a better understanding of the financial performance of the Banco Sabadell Group but should be considered
only as additional information and in no case as a replacement of the financial information prepared under IFRS. Moreover, the way the Banco Sabadell Group defines and calculates these APMs may differ to the way these are calculated by other companies
that use similar measures, and therefore they may not be comparable.

Market and competitive position data in the Presentation have generally been obtained from industry publications and surveys or studies conducted by third-party sources. Peer firm information presented herein has been taken from peer firm public reports.
There are limitations with respect to the availability, accuracy, completeness and comparability of such data. Banco Sabadell has not independently verified such data and can provide no assurance of its accuracy or completeness. Certain statements in the
Presentation regarding the market and competitive position data of Banco Sabadell are based on the internal analyses of Banco Sabadell, which involve certain assumptions and estimates. These internal analyses have not been verified by any independent
source and there can be no assurance that the assumptions or estimates are accurate. Accordingly, undue reliance should not be placed on any of the industry, market or Banco Sabadell's competitive position data contained in the Presentation.

The distribution of this Presentation in certain jurisdictions may be restricted by law. Recipients of this Presentation should inform themselves about and observe such restrictions. Banco Sabadell Group and their Representatives disclaim any liability for the
distribution of this Presentation by any of its recipients.

Banco Sabadell Group and their Representatives are not nor can they be held responsible for the use, valuations, opinions, expectations or decisions which might be adopted by third parties following the publication of this Presentation.

No one should acquire or subscribe for any securities or financial instruments in the Company or any of its affiliates on the basis of this Presentation. This Presentation does not constitute or form part of, and should not be construed as, (i) an offer, solicitation
or invitation to subscribe for, acquire, sell, issue, underwrite or otherwise acquire any securities or financial instruments, nor shall it, or the fact of its communication, form the basis of, or be relied upon in connection with, or act as any inducement to enter into
any contract or commitment whatsoever with respect to any securities; or financial instruments or (ii) any form of financial opinion, recommendation or investment or financial advice with respect to any securities or financial instruments.

By receiving or accessing to this Presentation you accept and agree to be bound by the foregoing terms, conditions and restrictions.
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