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Next generation of Group initiatives to support
the household strategy

Grow relationship segments Increase business with

existing Nordic customers

and attract new customers

Enable increased number of

Customer meetlngs 1. Future distribution 6. Growth p|an Poland
. ] . 2. New customer acquisition
= Align advisory resources to potential 3. Growth plan Finland
- Reallocate resources from simple 4. Growth plan CMB Sweden

5. Customer driven Markets business

services and sales to adViSOI'y _

Reduce cost to serve th rough 7. Top league IT & Operations 8. Product platforms
more Self Service 9. Infrastructure upgrade

= Upgrade online offering

Increase online sales

2 23 February 2010 Capital Markets Event 2010
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Household — Differentiated service model

A

Bronze
(3,4 mill)

(o))

=

(@)

(@]

=

[

c

g

o

o

Silver
(1.6 mill)

Silver with
Gold potential

Check-in

Silver
customers
(non-Gold
potential)

Business volume >
EUR 6,000

Minimum 3 products

Gold
(2,6 mill)

Premium

Gold
Balance
Builders

Gold
Care
Customers

= Business volume > =
EUR 30,000
Minimum 5 products

Private
Banking

Business volume |
> EUR 250,000

23 February 2010

Present income
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Nordeo”
Household — Differentiated service model

Named Advisor for relationship customers

A
PBA a_s named Private
advisor — Banking
“The one who cares”
() Premium
E - -
8 Silver with Gold
c Gold potential Balance
— Builders
©
§ . Gold
o Check-in Care
o Customers
Silver
customers
(non-Gold
potential)

Present income

4 23 February 2010 Capital Markets Event 2010
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Household — Differentiated service model

Pro-active approach towards highest potentials

Potential income

A
Private
Banking
New
customers
: PBA driving
Premium .
proact|ve
Silver with Gold sales
Gold potential Balance .ﬂ ﬂ
Builders ik
; Gold
Check-in Care
Customers
Silver
customers
(non-Gold
potential)

23 February 2010

Present income

Capital Markets Event 2010
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Harvest market growth by fulfilling customer
needs - outperform market by proactive sales

The 360° meeting e -
_-~"  The360°meeting ~~.
The 360° meeting is applied for e \\\
the planned pro-active sales // Savings and S
Advisory session . nvestments
identifying all aspects of the )/
customer’s financial needs :I
Leading to increase in size | \ Daily
and share of wallet I } banking
| ;
The sales meeting ‘\
\
The sales meeting is applied for N
\
= Pro-actively capturing S Lending e
opportunistic sales of S £ ’ _ L7
individual products or events S~ fSUre ail Services -7
~ < _ brovided by Nordea _ .-~
= Sales initiated by customer TN~ =--~ -

6 23 February 2010 Capital Markets Event 2010
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Increase business with
existing Nordic customers
and attract new customers

1. Future distributi " * 6. Growth plan Poland

2. New customer acquisition
3. Growth plan Finland
4. Growth plan CMB Sweden

5. Customer-driven Markets business

Future Distribution initiatives — increasing ===

sales power and driving change In

customer behaviour

9. Infrastructure upgrade

Branch

Contact centre

‘\
o2
|55

Netbank—
Online & mobile

« Align branch
locations with
customer
potential

* Align formats to
customer needs

 Improve daily
operations

* Incentivise

customers’ usage
for simple sales
and services

e |ncrease

competencies

 Strengthen
online offering to
enable best in
class self-service

* Pro-active,
automated
“advise” to
customers

* Integrated, channel independent service model to the customer
* Full internal transparency across channels

23 February 2010 Capital Markets Event 2010
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Nordeom

23 February 2010

5. Customer-driven Markets business

Target picture for Future Distribution S22

/ CUSIOmer V
v

Branch Contact centre Online & mobile

Proactive

sales

Customer-

initiated

sales y
Mi In

Service/

trans-

actions

Capital Markets Event 2010

* 6. Growth plan Poland

8. Product platforms

9. Infrastructure upgrade
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Transparent customer picture ties channels

together

X ; | |
bl j
Custfmer \

Netbank —
Contact centre Online & mobile

“Customer Management System”
- Central customer information

- Constantly updated on the full business
and interaction pattern

| |

s I;fegrﬁ?:‘or Credit score, | Marketing and External
)l;usiness Rl Bl information
limits automation

volume

9 23 February 2010 Capital Markets Event 2010

Transparent customer
picture across channels
enables seamless customer
journey

Fully implemented in
advisors’ and contact centre
agents’ working processes

Follow-up and coaching tool
for the sales manager
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CMS is the Advisor’s daily workflow tool...

2 cms calendar

H EB i8 Lnks "% Tools ACMS Customer #»Homg &1Update EPrint 7 Op en I n g p ag e Of C M S

Calendar - ) ~|! vl Monday 15.02.2010

Daycalendar _I ‘ _" = ‘
Weekcalendar Daycalendar: 15.02.2010, Monday N Activities: 15.02.2010 Ed
office calendar Y B : L}

Iv]

Activity list 08:45 08:45 - 09:15 Team mesting

Used by all employees in
. as SAEErtes @ branches and contact

Customer
Meeting not Nordea customer || 09:30 Ehlflg 30 - 1000 B = Delayed activities 12y
2:::;:;;{9{"& 09:45 eting preparation Non-accepted activities Time required C e n t re S

mars - T | |

s _ oo | CUStOMEr : = Meetings with customers
w”“.?:”:" e e B0 20531 data © om Which t 5
11:15 : Total time required removed . ?Ji:na?] " IC Cus Omer "

11:30 11:30- 12:00 Lunch

v = What kind of meeting?

Meeting preparation 360

& - = Internal activities

::;g 1330 - 1400 TO'dO IlSt eg

Meeting follow-up 360

1345 Customer data removed

::I:g 14:00 - 15:30 Customer boaking time . Phone messages from
o customers

1530 1550 1545 u Automatlca”y

Sales meeting, preparation

ooy 15 19016 generated customer

M| T|w|T|F|s|s
1]2|3|a]|s5]8|7

6|8 [10]11[12]1a]14 16:15 aCtIVItIeS
15 18[17 18|19 |20]21 16:30 16:30 - 16:45
2223|2425 26 27 |28 Sales meeting, follow-up

Total time required 07:45

GOl 0 = Direct link to customer
data

m|m-4m_<

[T

Ready

10 23 February 2010 Capital Markets Event 2010
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...Including contact plan and opportunities

1 cms Calendar E

Contact pl
H B8R Links % Tools ACMS Custorer  @Home  olUpdate  &Print $Help On aC D an

Calendar + [ - Ll - Wednesday 17.02.2010
Daycalendar
WeekKcalendar Contact plan &

s * =« Customers to be contacted

Plan month |February 2010 Z‘
Branch Activties =

gt e ———— during the coming month

Meeting not Nordea customer

1|

2 No 28022008 360 degree mesting
granchlmemal Balance Builder Mo
ersonal . Mo .
@;:;kn:::rrsmmm i Balance Builder No 11.07.2007 360 degree meeting L] Based O n Ce ntral an aIySIS
Contact P Customer data o e
L Balance Builder Mo 18.02.2010 360 degree meeting . M M )
= removed s S combined with advisor’s
g::als and Follow-up o m” . .
lanned activities are 0
S own information
Eeafglf‘"mer haselist Care No 26.08.2007 04102007 360 degree meeting
"~ Customer g
Employee Mo

B Sl = Direct access to Contact

360 degree meeting
Balance Builder Mo

2 w05 31 Preparation guide.

350 degree meeting

K|

—— Fl:hf:ra‘l]izu:u o Latest contact Details from lead list
12345 BlE Latest 360 degree meeting From own selection
788 10]1 121314 Latest negative 360 degree meeting
= [15[18 [+ 1a[19]20]21 Mext contact
o [22(23| 2425|2627 |28
| Book time | | Export to Excel || Show reraining | | Meeting | | [ Open contact guide |

37

11 23 February 2010 Capital Markets Event 2010
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Complete customer overview at all touch points

EJ]c™ms kund =101 COntaCt qu

Lankar [HCMS Kalender  gHem SUppdatera Ehskiv ol PHjEIR
Sk kund Kund: |F LIQI Clnr: 3202 PBM: [
Sik PG-konto

Kimdorsi Hontaktony -/ = Completed activities in all
Kunddokument (MﬁtesnotermgarTEngagemangTSaljm'oﬁ|gheterTKontakﬂoggTSammanstéIInmg]

Eriv::ll:l:lril:formation [ Kundinformation 1 Frarntida kundbehoy T I35 Bl i Bre e Reogram et ] Channels (meetlngS1 DM
Firdelsprogrammet m etC)

(verenskommelse o
Placeringsplan Planerade aktiviteter (0)

Kundnoteringar

Salimbjligheter . " . . _— .
e = On-going activities in all
Kreditheslut

Lisningsforstag

Ny aldivitet Genomforda akthteter (8) channels (meetings, DM

Hytt klagnmﬁl +Datum =+ Tid = Aktivitet = Ansvarig =+ Status MNotering
Skicka till produktion 2010-02-05 - Balance Builder 2010 Genomfard 2] etC)
Bestéllning av PG-broschyr 2009-08-21  10:00- 11:30 Radgivningsmate I Avhokadiko t
Engagemang i inte
Lu:_gsamr_let 20080708 - Kod Kundcenter Uppsala Genomfird L H
Forstagen o - Carehund 209 Gonomird = Planned activities in all
20080219 - Telefon/brey - - - Genomftrd ] .
2008-02-02 - Bonuskonto 2008 MB . - Genomftrd 3] Channels (meetlngs, DM
200801-26 - Carekund 2008 _ Genomftrd 3]
2007-12-18 - Korrkort skickat _ Genomftrd 3]

etc)

Det finns inga pAglende aktiiteter . DI reCt Iln k to Customer

A w s

i data, Sales |eadS etC

&/ start| | [5]5 Microsoft o «| &1 hext generation... | B cis - slides | £ Block 2 GEM Tue... | B 20100215 ps_c. . | (] cras kalender || £MS Kund |

|« 14122

12 23 February 2010 Capital Markets Event 2010
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Transparent daily sales management tool...

i) office calendar for

Maonday 15.02.2010
ﬁ 7]

¥Mame #Rle
HM

HPM
HPN &
HPM

PN

Data

removed HPN

HPN
H
HPM
HPM
PN
HPM
SWA S

TH
L] Available for hoaking

[ | Exchange booking

Reatly

Dpening hours: 10.00 - 16.30

il

dUpdate  EPrint 7

Search

- i

Workplace  07:00

[ Groups |

New date: ]

0g:00 0300 1000 1100

H:

1200 1300 1400 1500 16:00 1700 18:00

Y

360° meeting including
preparation and afterwork

Sales meeting including
preparation and afterwork

4] E
Mot accepted . Branch intemal

B customer activity B Personal activity

NE: Acute info exists

[ Atemative warkplace .Vismng amployee

[ Show/Search employees ][ Email to all ][ Daycalendar ][ YWeekcalendar ][ Warkplace info ][ Mew activity ][ Close ]

Branch calendar

23 February 2010

Capital Markets Event 2010

= Gives manager overview
of team activities

= Basis for team and
individual coaching
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... Including activity follow-up

Zlcms calendar
H E8 I2 Links

Calendar
Daycalendar
Weekcalendar
Office calendar
Activity list
Branch Activities
New activity
Customer
Meeting not Nordea
Branch internal

o Tools

=l-

Goals and follow-up

[ Goal Follow-up | Sales lrad wanfinat | Custamer nerds Crmnrate {Whitehoard Meeting|

+1030001416,

iAH ermployeas :J

Personal
Task to production
My customers
Customer hase list
Contact Plan
Activity plan
Sales follow-up
Goals ant Follow-up
Planned activities
Selections
Customer hase list
Search
Customer
Employee
Workplace
February 2010
v m|T|w|T|F|s]|s
s|1]2]3]4]|5]|E]F
el a10]11]12]13]14
G [15 16|17 18]19]20]2

Contact Policy
Ealance Builders
Care Customers
Silver Potential
Eronze Potential
Other Contacts
Customer meeting, HH
360 dey. meeting

- Balance Builders

- Care Customers

- Silver Potential

- Bronze Potential

- Other

Sales meeting

- Balance Builders

- Care Customers

- Silver Potential

- Bronze Potential

- Other

Other contact

- Balance Builders

- Care Customers

- Silver Potential

- Bronze Potential

- Other

Meeting with non Nordea Customer
Meeting with non MNordea Customer
Sales-Leads, HH

Murnber of maintained Sales Leads

010 =]
Number
1419
3165
27
9
547
Completed
120
B7
sl
=1
o
26
13
19
a7
1
1
23
94
=iz
37
=1
o
13
Total
15
Target for 3 month
o

i [ .9
ALCMB Custormer EyHome elUpdate = FHelp
'lEWME '! Monday 15.02.2010
%
Retail
i@uaﬂer‘\ |Fehruary LI
Contact Lm. Contact Ly. Not Fulfilled Fulfilled %
131 198 =122 14
401 584 = 2571 19
2 3 + 24 1
2 3 =6 33
Preparation Follow-up Mot i
50 18 15 3 [u]
26 B 122
10 B 1
2 1 1
o o 1
12 5 o
38 16 5 1 a
4 1 o
28 12 4
1 1 1
o o o
5 2 o
Response Deviation
B76 876

\:-Expﬂrt _t_ﬂ_:-E_';_zte-l_ ]

Goals and follow-up

14 23 February 2010
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= Gives manager overview
of results

= Activities are summarised
in all sub- and total levels



Increase business with
existing Nordic customers
and attract new customers

Nordea ¥ -

2. New customer acquisition
3. Growth plan Finland
4. Growth plan CMB Sweden

5. Customer-driven Markets business

Strengthen the customer experience S ...
and increased sales through Online

h I Our advice
C an n e Patrick,
Your transaction account status is
ML @ p! unusual high. By transferring
W= EUR10.000 to the 12 month
Lok fixed-term deposit, you will earn

Customer
i an additional EUR150

» Pro-active product offering _ _
About fixed-term deposits

N - /
Wl [
j

Netbank — a.nd S?NICe based on Make transfer
Branch Contact centre Online & mobile h|St0r|C’ CrOSS-Channel
. knowledge of the customer Smart offer
Proactive .
sales _ ] 68% of customers taking new
i » Tailored product offering mortgages in January also bought
based on peer group an interest rate cap
Customer- behaviour
initiated
sales ‘ ‘
Incre .
» Personalized “look & feel” e
ﬁz;vsi_ce/ and instant access to Read more about this
actions ‘ support by named advisor Buy interest cap
or Contact Centre agent My PBA

Ida Peterson
tel. 0100 0110

Send a message to Idagt s
Book a meeting

15 23 February 2010 Capital Markets Event 2010



Increase business with
existing Nordic customers

N I m and attract new customers

L Fuwredistibution " * 6. Growth plan Poland
2. New customer acquisition
3. Growth plan Finland
4. Growth plan CME Sweden
5. Customer-driven Markets business

Right location to capture business potential

7. Top league IT and operations 8. Product platforms

9. Infrastructure upgrade

External data indicate Deep analysis of customer
growth, maintain or mix, branch formats,
reduce strategy FTE composition

Resulting in a blueprint
for 2012

-

- T = g
Base data v s ‘

Coun [Branch |LMfLocal market area Format |Format [BM isti ¥ 3! Ko G 7
try |region An 2009 2012 0= jﬁ st 1 Sl ;

r 1\ b~

‘ &

SE |Gosen 2 |Link8ping Kungsgatan Sub. 0
SE |Gosen 2 [Link6ping Kungsgatan SB
SE  |Gosen 2 [Linkoping S:t Larsgatan HH 1,0
SE |Gdsen ) || ——— -
SE |Gdsen 2 [Li
SE  |Gosen 2
SE  |Gdsen 2
SE  |Gdsen 2
SE  |Gosen 2
SE  |Gosen 2

N 5 e Ay ¥ i
10[ 60| 80| 0Lfl | ; ppfaberg Valdemarsyik!
) T o

60| 40] 20 > - -113,0

120 10] 30170] 08

30[ 30

40] 40
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Increase business with
existing Nordic customers

and attract new customers

Nordea ¥

Right branch formats to increase sales and
adjust service to changed customer

behaviour

2. New customer acquisition
3. Growth plan Finland

4. Growth plan CMB Sweden
5. Customer-driven Markets business

7. Top league IT and operations 8. Product platforms

9. Infrastructure upgrade

Advisory Branches
Pro-active sales

Community Branches
Sales, Service and Transactions

= Exclusively for servicing the upper
segments / Gold customers

= Critical mass of advisors
= Specialist support

= Dominating part of the revenue stream

= Format reserved for areas with lower
population density

= Offering both advisory and daily
banking services in the same unit

Service Branches
Service and Transactions

= High quality service to meet customer
needs for daily services/transactions

= Focus on high efficiency

23 February 2010 Capital Markets Event 2010

1. Future distributi " * 6. Growth plan Poland
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Increase business with
existing Nordic customers
and attract new customers

Future branch network process ongoing

1. Future distributi
2. New customer acquisition

3. Growth plan Finland
4. Growth plan CMB Sweden
5. Customer-driven Markets business

7. Top league IT and operations

“ 6. Growth plan Poland

8. Product platforms

9. Infrastructure upgrade

2009 / 2010 2010 2011 ==
Pilots Pre-releases Implementation
Piloting eight Wider test of branches Stepwise

branches across the
Nordics to test and
analyze the new
branch formats

in new formats across
the markets, focusing
on both existing and
new locations in high-
growth areas

Will provide final input
to fine-tuning of
formats

implementation of
remaining ~1.000
branches (existing
and new locations)

23 February 2010

]

Capital Markets Event 2010
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Increase business with
existing Nordic customers

and attract new customers

Future Distribution will drive Great

Customer Experience, increased sales,

lower cost-to-serve

@)
jom
n
—
o
3
®
=

1. Future distributi

2. New customer acquisition
3. Growth plan Finland
4. Growth plan CMB Sweden

5. Customer-driven Markets business

7. Top league IT and operations

Contact centre

Netbank
Online & mobile

Branch
Increased Capacity and
sales competences
Great Customer Dedicated
Experience formats
Lower cost- CSO/Teller
to-serve

Competence mix

One-call-solution

Cost efficient
personal service

Data based pro-
activity

Tailored and
wide set of
services

Expanded self
service

Customer centric service through integrated channel
offering and CMS

23 February 2010 Capital Markets Event 2010

“ 6. Growth plan Poland

8. Product platforms

9. Infrastructure upgrade
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Leveraging existing machinery and strong
market position in New Customer

Acquisition

= \We have ensured that our “house is in
order”, and we have a scalable
machinery

= The attractiveness of our offerings is
verified by high Customer Satisfaction

= \We have stronger-than-ever market
position

= \We have raised the bar for customer
acquisition

20 23 February 2010 Capital Markets Event 2010

2. New customer acquisition
3. Growth plan Finland

4. Growth plan CMB Sweden
5. Customer-driven Markets business

7. Top league IT and operations 8. Product platforms
9. Infrastructure upgrade

-2006 2007 2008 2009-

- A A
e\ |

Foundation Raising the pillars

Leveraging

CSl index (aggregate) 2007-2009

6. Growth plan Poland

2007 2009
a»

Nordea 70.6 71.5
m— .

Peers 712|360 S 67.6
- I _ el

——

GAP 0.6 3.9




Increase business with
existing Nordi omers

N : d E c ,) and attract new customers
r Al (AU Gl i " " 6. Growth plan Poland

2. New customer acquisition

3. Growth plan Finland
4. Growth plan CMB Sweden
5. Customer-driven Markets business

Solid customer acquisition momentum will
be further strengthened in 2010

7. Top league IT and operations 8. Product platforms

9. Infrastructure upgrade

= First Toolbox implemented in the
branch network summer 2009 Growth in Gold and PB customers — decomposed

= Simplified on-boarding process
= Focused marketing
= Customer ambassador concept

I Number of new Gold and PB customers externally acquired

M Net change in stock of Gold and Private Banking customers
x% Acquired customers as share of net change in stock

= Part time hunter role 80000
) 70000 -
= Further tools and processes being 60000 -
launched and improved in 2010 50000

= Grace period 40000 -

= Next generation lead lists including 30000 -

further utilisation of third party referrals 20000 1
10000 -

O,

= Strong management attention, and
targets cascaded to the organisation

H1 2008 H2 2008 H1 2009 H2 2009

= Continuous development based on
quantitative quarterly feedback from Customer advocacy currently strongest driver of
2,000 newly acquired customers customer acquisition

21 23 February 2010 Capital Markets Event 2010
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Increase business with
existing Nordic customers
and attract new customers

1. Future distribution 6. Growth plan Poland

Growth Plan Finland

2. New customer acquisition
3. Growth plan Finland

4. Growth plan CMB Sweden
5. Customer-driven Markets business

7. Top league IT and operations 8. Product platforms

9. Infrastructure upgrade

- Nordea to firm up market position

Background

Actions being taken

* Nordea used to be clear market leader for
both household and corporate

» Development over the last years created
solid cash flow, but declining market
shares

* Over the last 10 years, the operation
has been reduced by more than 130
branches and 2,000 staff

» Competition has increased significantly

» Natural attrition enhances opportunity for
stepwise change
» 1,300 staff retiring within 5 years (1/4 of
total Nordic Banking Finland)

Prudent growth in focus

Investing in high-growth areas

Quickly increase
competence levels,
utilizing structural
change in staff

Strengthening advisory
business through branch emses s o
B +100-4525 (99)

set-up and customer 2 s
communication

[ -19,9- 10,0 (103)
B 468--200 (73)

Smaller, more agile and
efficient branches —
close to customers

23 February 2010 Capital Markets Event 2010

 Tlastokestys



Nordeom

Next generation of Group initiatives to support
the corporate strategy

: : Increase business with Exploit global
- PrUdent grOWth by IncreaSIng existing Nordic customers ang Eurgpean
Share Of Wallet fOI" CMB and and attract new customers business lines

Large

1. Future distribution

6. Growth plan Poland

2. New customer acquisition

= Expand wallet for Medium and
Small

7. Top league IT & Operations 8. Product platforms

9. Infrastructure upgrade

23 23 February 2010 Capital Markets Event 2010
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Corporate — differentiated service model

Small Medium Large Corporate
(490,000) (67,000) (19,000) Merchant Bank
(1,300)

Corporate
Merchant
Bank

S
E .

o Medium

= develop

© customers
=

c

L Small _

s Entrepreneurs Medium care

Including customers
Household business

Small

Mass market

Present income

24 23 February 2010 Capital Markets Event 2010
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Corporate — differentiated service model

Customer team
orchestrated by senior
relationship manager

t Relationship
manager Senior relationship Corporate
supported by manager supported by Merchant
® specialists team of specialists Bank
=
8 Medium
c Combined household develop Large
< and corporate advisor customers
c
Q Small _
g Entrepreneurs Medium care

Including customers
Household business

Small

Mass market

Mass market concept

Present income

25 23 February 2010 Capital Markets Event 2010
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Right distribution model to balance
competence in service and local presence

Corporate Branches

~120 branches servicing Medium
customers and Small Entrepreneurs

Critical mass of Relationship
Managers

Increasing competence

Corporate Merchant Banking

= Four centralised service units — one
in each country

= High critical mass of senior
relationship managers

= Business analysis team and product
specialists

Corporate Service Unit

~40 branches servicing Large
customers

Homogeneous portfolios

Critical mass of senior relationship
managers

Specialists and support

23 February 2010 Capital Markets Event 2010




Potential income
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Corporate — building house bank relationship

with focus on share and size of wal

Increase share
of wallet

et

Prudent growth by
increasing share of
wallet, and ensuring
“First right of refusal” on
all customer events and
large transactions

Small
Entrepr.

Small

Medium
care

23 February 2010

Present income

Capital Markets Event 2010

Increase size of
wallet

Pro-actively harvest all
customer growth and
increase product
penetration




6. Growth plan Poland

Nordeom

Growth plan CMB Sweden

Clear incentive to invest Addressing multiple attack points

The potential in our Swedish CMB
business is extraordinarily
attractive:

- Largest market in the region Sueiaiivelticiproposition
- Improved position during Image & branding
recent years Top management sponsorship
- _Slgm_flcant business potential Strengthened Cash Management offering
in going from No 2 to No 1
Operating Model to strengthen sales culture
Strengthen relationship management process

28 23 February 2010 Capital Markets Event 2010



29

Nordea ¥

Exploit global
and European

rs
rs business lines

= 6. Growth plan Poland

Increase Markets business to

corporates through sales of more risk

management solutions

Strong point of departure

\

= Consistent, top-ranked
customer offering —
continued growth in market
share and high quality
scores, reflected in customer
surveys over many years

= Increasing corporate
demand for hedging of
financial risks

23 February 2010 Capital Markets Event 2010

ition

3. Growth plan Finland
4. Growth plan CMB Sweden
5. Customer-driven Markets business

7. Top league IT and operations 8. Product platforms

9. Infrastructure upgrade

Growth initiative

= Deploy product specialists

= Strengthen integration into the
corporate advisory process

= Increase penetration rate

= Particularly within segment
Large and parts of Medium

= Further development of risk
management solutions
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Successful build up of the Corporate Finance &

Equity offering

THOMSON REUTERS

Nordic region
Mergers &
Acquisitions
adviser of the
year 2009

F

: v
L/
EUROMONERS

Best Equity House - J

in the Nordic region ‘
2009

Nordic Equity Market league table FY 2009

Bookrunner

Pos. Bank name Deal value EURm No.

|1 Nordea Markets 7,136 15
2 sEB 5,650 33
3 Bank of America Merrill Lynch 5,558 5
4 JpMorgan 4,367 8
5 Morgan Stanley 4,096 6
6 DnB NOR Bank ASA 2,515 7
7 citi 2,197 2
8 RBS 1,699 4
9 uBsS 1,590 2
10 Credit Suisse 1,463 1

23 February 2010

Capital Markets Event 2010

cellence |

,
.

Selected 2009 transactions

February '09

Rights issue
SEK 6.0 billion

Joint Bookrunner and Joint
Lead Manager

February '09

Rights issue
SEK 550 million
Sole Lead Manager

February '09

Rights issue

SEK 3.0 billion
Underwriter, Joint
Bookrunner and Joint Lead

Manager
SAS BHusqvama
SAS Group
March '09 April 09 April '09
Rights issue Accelerated Accelerated
SEK 2.2 billion bookbuilding bookbuilding
Joint Lead Manager, Joint DKK 6.0 billion DKK 1.4 billion

Bookrunner and Joint

Joint Global Coordinator

Joint Global Coordinator

Underwriter and Joint Bookrunner and Joint Bookrunner
TRELLEBORG Vesias sV
April 09 May '09 July 09
Private Placement Rights issue Rights issue
NOK 4.5 billion SEK 1 billion

USD 110 million
Joint Lead Manager

— p—
=®:
GOLDEN OCEAN

Joint Unterwriter, Joint
Bookrunner and Joint Lead
Manager

REC

Joint Lead Manager, Joint
Lead Bookrunner and Joint
Underwriter

BILLERUD

August '09

Rights issue
EUR 45 million
Sole Lead Manager and
Bookrunner

SM

September '09

Private Placements
EUR 120 million
Co-Manager

A

KONGSBERC

September '09

Accelerated
bookbuilding

DKK 8.3 billion
Joint Bookrunner

MAERSK




Nordea ¥

C a p I t a I I ' l a r k et S Nordic corporate Eurobond benchmark league table FY 2009
| ]
I n 2009 N 0 rd €a was th € Iead In g Pos. Bank name Deal value EURm No. % share
Nordic arranger of Eurobonds for | Deutsche Bank 3192 16 16%
. . . o
Nordic issuers such as corporates, 2 BNP Paribas 27% 14 14%
] 3 Nordea 2417 14 12%
governments, agencies, banks and 4 Barclays Capital 1800 10 9%
- . g 0,
Insurance companies 5 c L7t 9 9%
6 RBS 1,729 11 9%
7 SG CIB 1,725 7 9%
8 JPMorgan 1475 7 7%
9 Calyon 650 4 3%
] ] 10  SEB 600 2 3%
Nordic corporate EUR benchmark deals in 2009
Oct'09 Sep '09 Jun ‘09 May '09 May '09 Apr ‘09 Apr ‘09 Mar ' 09 Mar ' 09 Mar ' 09
K nESTE OIL ™ Gﬁ":.ﬂ'ﬂ VOLVO “ - varrenralt — || @Fortum ||TeliaSonera
AP Moller Maersk Neste Oil TVO Carlsberg Volvo Dong Energy Securitas Vattenfall Fortum TeliaSonera
EUR 750 mn EUR 300 mn EUR 750 mn EUR 1 bn EUR 500 mn Eur 1 bn EUR 500 mn EUR 2.7 bn EUR 1.5 bn EUR 550 mn
4.875% due Oct '14 6.000% due Sep '16 6.000% due Jun '16 6.000% due May '14 7.875% due Oct '12 Due May '14 & '19 6.500% due Apr 13 Due March '13, 16 & 21 Due March '15 & '19 5.125% due Mar '14
Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner
Selected other notable issues from 2009
Oct '09 Sep '09 Sep '09 May '09 Apr ‘09 Apr ‘09 Mar '09 Mar ‘' 09 Jan ' 09 . dan ‘09
— —_ s
1 v
Frrrraene B || N7 e || Grlikely - SAMPO = GROUP —- i Nordea ™ &
Republic of Finland Finnair Kommuninvest Carlsberg Kingdom of Sweden Sampo Plc Kingdom of Sweden | | Kingdom of Denmark Nordea Danmark Kingdom of Sweden
EUR 3 bn EUR 120 mn Hybrid USD 1 bn GBP 300 mn EUR 4 bn Eur 750 mn SEK 38 bn EUR 1.25 bn EUR 1.5 bn USD 2 bn
4.000% due Jul '25 9.000% due Oct '13 2.125% due Sep '12 7.250% due Nov '16 3.125% due May '14 6.339% due Apr '12 3.500% due Mar '39 3.125% due Mar '14 2.375% due Sep '10 1.875% due Mar '12
Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner Bookrunner

31 23 February 2010
Source: Dialogic. Criteria: Nordic IG syndicated corporate non-financial issues, tranche value >= EUR 300mn, maturity >1yr, active bookrunners. Date: 01/01/09 to 15/12/09
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Nordeom

Prudent growth in Nordic markets

Increase business with Exploit global
existing Nordic customers and European
and attract new customers business lines

6. Growth plan Poland

7. Top league IT & Operations 8. Product platforms

9. Infrastructure upgrade

23 February 2010 Capital Markets Event 2010
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Growth Plan Poland

Christian Clausen
President and Group CEO




Nordea ¥

New European Markets - an important part
of Nordea’s organic growth strategy

NEM accounts for:
6% of Group income 4% of all Gold customers 5% of Group lending

/ /

/

Attractive market positions Carefully built since 1999
Russia g 497 Nordea loyalty to long-term strategy and core
customers proven successful
Poland g #5 |
Lithuania g #4
Latvia S #3

Estonia ! #3
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Supplement Nordic growth through investments
In New European Markets

= Branch expansion to capture .Stégg'vgmm guoggic
organic growth potential in e e

Poland stribut
1. Future distribution 6. Growth plan Poland

2. New customer acquisition

= Targeting of local Polish tier 1 3. Growth plan Finland
CorpOrate customers 4. Growth plan CMB Sweden

5. Customer driven Markets business

7. Top league IT & Operations 8. Product platforms

9. Infrastructure upgrade

35 23 February 2010 Capital Markets Event 2010



Nordeom

Nordea Poland — a highly integrated and well
diversified part of Nordea...

= Standardised customer concepts Income split Poland

= Aligned with rest of the group

= Full product range

= Attractive position within Life &
Pension ~4% market share

= Multichannel distribution

= Part of the unified Nordea group
risk process and rating system
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...with a solid track record of profitable growth..

Value creation through organic Nordea Poland, EURm
growth

Profitable growth in selected

149
Segments ve - Total operating profit
60
= 2009 income growth more than 20% i - 36

in local currenc
y 2006 2007 2008 2009

m Total income

Firm cost management and
increased operational efficiency

Nordea Poland, PLNm

m Total income

Total operating profit
259

2006 2007 2008 2009
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...and low impaired loans and insignificant
loan losses

jori ' - Impaired | Poland 2006-2009, EUR
= Majority of lending to more solid mpaired foans gross Fofan m

segments
» Mass affluent household customers
= Nordic, public sector and large local
corporates

= Pro-active risk management

= Limited new impaired loans since
2006

= Polish economy less affected by
global recession — no asset
bubble

2006 2007 2008 2009

B Net loan losses, EURmM
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The potential is attractive both long- and short-

term

= Solid GDP growth expected —
Poland escaped recession
= Low banking penetration
= Bank assets only 82% of GDP

= Large domestic market
= 38m inhabitants

= Growing middle-class in financially
strong urban regions

39 23 February 2010 Capital Markets Event 2010

Bank product penetration

300 71 Banking assets in

i 9 EU
250 | relation to GDP, %

Average

200 -
150 A
100 A

50 | PL

0 GDP/Capita, EUR

2500 7500 12500 17500 22500 27500
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Branch factory established

= With experiences from 2007-2009 the
expansion team is in place and well
prepared

A dedicated management task force to:

= |dentify and attract highly skilled
branch managers

= Employ staff with previous banking
experience

= Attract and train new employees
= Educational programmes in place
= |dentify branch locations and sign up
premises

= Partly expanding network to non covered
smaller cities (100’ -200’ inhabitants) with high
potential

23 February 2010 Capital Markets Event 2010

Key figures Turbo Plan 2007-2009

Location
Leads 1,198
Contract 114

Recruitment Managers Employees
Database 1.580 12.630
Recruitment 456 2.470
meetings
Hired 122 666
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Network expansion to support long-term growth

114 new branches opened since 2007
= Average break-even within one year

= 101 branches have reached break-even

Up to 50 branches in 2010 — long-term
vision of ~400 branches

10 of the new branches advisory centres

= Focus on advisory services — exploit growing
Gold Customer base

= Increased focus on SMEs — service companies
as well as owners

Enhanced savings offering

= Private banking units and services developed

41 23 February 2010 Capital Markets Event 2010

Strong growth in Gold & Private banking
customers in Poland, 000

47
42
37

32
29

15 18

12 13

Q407
Q108
Q208
Q308
Q408
Q109
Q209
Q309
Q409

Number of Nordea branches

158

2006 2007 2008 2009 2010E

~208




Nordea ¥
Solid basis for twin-headed expansion

Nordea brand strengthened — increased awareness in Polish market

= Award winning value Private banking

proposition and service Network > Mass-affluent

expansion
= # 3 Newsweek ranking 2009 — Best P p Gold

retail bank x4 \
Silver

= Significant revenue potential in X6
developing the customer base

Bronze
. : : Check-in
= 4 times higher income per customer
in Gold compared to Silver
= Strengthening offering to local Corporate
top tier customers — House CMB capabilities Merchant Bank
bank concept strengthened Large
= Corporate target list in place — _
Medium

selection of customers with full

business potential _ Small

42 23 February 2010 Capital Markets Event 2010
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