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2 Helping people and businesses prosper 

Banco Santander, S.A. ("Santander"), Santander UK Group Holdings (“Santander UK”) and Banco Santander (Brasil) S.A. (“Santander Brasil”) all caution that this presentation and 

other written or oral statements made from time to time by Santander, Santander UK and Santander Brasil contain forward-looking statements. These forward-looking statements are 

found in various places throughout this presentation and include, without limitation, statements concerning our future business development and economic performance. While these 

forward-looking statements represent our judgment and future expectations concerning the development of our business, a number of risks, uncertainties and other important factors 

could cause actual developments and results to differ materially from our expectations. These factors include, but are not limited to: (1) general market, macro-economic,  

governmental, political and regulatory trends; (2) movements in local and international securities markets, currency exchange rates and interest rates; (3) competitive pressures; (4)  

technological developments; (5) transaction, commercial and operating factors; and (6) changes in the financial position or credit worthiness of our customers, obligors and 

counterparties. The risk factors that we have indicated in our past and future filings and reports, including those with the Securities and Exchange Commission of the United States of  

America (the “SEC”) could adversely affect our business and financial performance and should be considered in evaluating any forward-looking statements contained herein. Other 

unknown or unpredictable factors could cause actual results to differ materially from those in the forward-looking statements. 

Forward-looking statements speak only as of the date on which they are made and are based on the knowledge, information available and views taken on the date on which they are 

made; such knowledge, information and views may change at any time. These statements are only predictions and are not guarantees of future performance, results, actions or  

events. Santander, Santander UK and Santander Brasil do not undertake any obligation to update or revise any forward-looking statement, whether as a result of new information, 

future events or otherwise.  

The information contained in this presentation is subject to, and must be read in conjunction with, all other publicly available information, including, where relevant, any fuller  

disclosure document published by Santander, Santander UK nor Santander Brasil. Any person at any time acquiring securities must do so only on the basis of such person's own 

judgment as to the merits or the suitability  of the securities for its purpose and only on such information as is contained in such public information having taken all such professional 

or other advice as it considers necessary or appropriate in the circumstances and not in reliance on the information contained in the presentation. In making this presentation  

available, Santander, Santander UK and Santander Brasil are not giving advice nor making any recommendation to buy, sell or otherwise deal in shares in Santander or in any other  

securities or investments whatsoever.  

Neither this presentation nor any of the information contained therein constitutes an offer to sell or the solicitation of an offer to buy any securities. No offering of securities shall be 

made in the United States except pursuant to registration under the U.S. Securities Act of 1933, as amended, or an exemption therefrom. Nothing contained in this presentation is 

intended to constitute an invitation or inducement to engage in investment activity for the purposes of the prohibition on financial promotion in the U.K. Financial Services and 

Markets Act 2000.  

Note: Statements as to historical performance, share price or financial accretion are not intended to mean that future performance, share price or future earnings (including earnings 

per share) for any period will necessarily match or exceed those of any prior year. Nothing in this presentation should be construed as a profit forecast. 

Note: The businesses included in each of our geographical segments and the accounting principles under which their results are presented here may differ from the businesses 

included in our public subsidiaries in such geographies and the accounting principles applied locally. Accordingly, the results of operations and trends shown for our geographical  

segments may differ materially from those disclosed locally by such subsidiaries.  
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Our delivery since the last 

Investor Day 

1 
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Best-in-class 

efficiency 

Customer 

loyalty 

‘Helping people and 

businesses prosper’ 

Strategic focus 

on people, 

culture and 

customers 

Unique and 

strong 

foundations 

Clear 

purpose 

Balance 

sheet 

quality 

Geographic 

diversification 

 with critical  

mass 

Clear focus 

on retail and 

commercial 

banking 

Digital 

excellence 

Simple, 

Personal, 

Fair 

Predictability of 

earnings through 

the cycle 

Sustainable and 

high RoTE to 

enable us to 

capture the growth 

opportunity 

Grow cash 

DPS 
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In our last Investor Day we shared our strategy and strategic priorities 

Shareholders 

People Customers 

Communities 

A strong internal culture:   

Simple | Personal | Fair 

Support people in our local 

communities 
EPS, DPS and RoTE growth 

Operational and 

digital excellence 

Earn the loyalty of our retail  

and corporate customers: 

 improve our franchise 

Reinforced capital 

and risk 

management 

The best bank to 

work for 

Santander 

Universities 

To be the best retail and 

commercial bank, earning 

the lasting loyalty of our… 

1 2 

3 4 
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In a context significantly worse than the one expected 

during last year’s Investor Day… 

Lower interest rates 

Euribor Yield Curve 

Low and lower than expected GDP growth 

GDP Growth (Average of Santander Countries), % 

Higher regulatory and tax pressure 

Expected effective tax charge for 2016 as % of PBT 

2015 

2.1 2.0 

2016 

2.4 

1.5 

c.20% 
c.28% c.35% c.35% 

New Scenario 

Old Scenario 

-0.4%

-0.2%

0.0%

0.2%

2M 3M 6M 9M 1Y 1W 1M 

UK EU referendum 

GBP / EUR 

1.40  
1.17  

Aug-16 

-17% 

Aug-15 

Source: Bloomberg 
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…Santander is delivering strong financial and operating performance… 

Total revenues 

Total fees 

Cost of risk 

Underlying RoTE2 

+3.6% 

+6.6%1 

-13bps 

11.1% 

1H’16 vs. 1H’15 

Underlying profit 

≈ 
Note: Currency neutral 

(1) +7.7% including perimeter: PSA and Banco Internacional do Funchal      (2) 1H'16 figure 

+8.9% 
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A strong internal culture Simple | Personal | Fair Supporting people in our local communities 

…as it delivers for its people and communities, making progress on 

Cultural Change 

(1) Internal survey 2015 to which 150,000+ Santander employees responded. Work-life balance improvement is compared versus 2014. Employee commitment measured versus financial 

services standard. 2016 Global Engagement Survey in progress   (2) In 1H’16     (3) Among the 198 banks included in the Dow Jones Sustainability Indexes 

6th position and 1st European Bank3 

1,195 universities supported and 

31k students awarded      

scholarships 

900k people supported  

in local communities2 

Supporting  

access to  
education 

More than 3/4 of our employees 
support the new culture1 

>7 pp vs. average of financial 
services employees1 

+22 pp improvement in work-life 
balance1 

Simple,  

Personal & 
 Fair culture 

Leadership, 

talent &  
performance 

Employment 

Commitment  
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On track towards last year’s Investor Day commitments for 2016 

at Group level… 

Loyal retail and commercial 
customers (MM) 

Average SME and Corp. 
market share growth (vs. 1H’15) 

Digital customers (MM) 

Cost of risk (%) 

15.0 

+50bps 

20.0 

Improving 

2016 
ID Commitment 

14.4 
(+10%) 

+49bps 

19.1 
(+23%) 

1.19 
(-13bps) 

1H’16 
(change vs. 1H’15) 
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…and at country level 

1I2I3 customers 
(MM) 

SMEs loan growth vs. market  
(Jaws, pp)  

Loyal SME and Corporates  
(% change vs. 1H’15) 

NPL ratio1  

Digital customers 
(k) 

Loan portfolio CAGR2 

 (% growth vs. 2014) 

1.24 

>5  

+4% 

3.2% 

695 

+20% 

2.0 

>5 

+27% 

~peers 

725 

+15% 

1H’16 2016 
ID Commitment 

(1) BR GAAP 

(2) All SCF countries (excluding SC UK). 1H’16 corresponds to 2015 FY figures 
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Our business model allows us to fund profitable growth, increase 

cash dividend per share and accumulate capital 

(1) Source: Based on public company data - Bloomberg. Santander Underlying. RoTCE for US Banks        (2) 1st interim dividend charged to 2015-16 earnings       (3) Currency neutral 

c. 1/3 c. 1/3 

c. 1/3 

Top tier 
profitability 

allows us to… 

RoTE 1H’161 (%) 

14 

12 

11 

11 

11 

10 

9 

9 

8 

8 

8 

7 

6 

7 

5 

(1H’16 vs. 1H’15) 

Accumulate capital 

Fund business  

growth 

+10% 
cash DPS2 

+4% 
customer loans3 

+53bps 
FL CET1 

Increase  

cash dividends  

per share 

https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRw&url=http://www.directions.org.uk/employers/jpmorgan/&ei=wmWUVdW-AoT_UODBgqAL&bvm=bv.96952980,d.d24&psig=AFQjCNGvhx7zDjRfqiV3Vot0qt6z8aWcBA&ust=1435875129965550
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Predictable and growing earnings through the cycle 

Santander has the lowest volatility in earnings among peers… 

Average volatility of quarterly reported EPS (%), 1999-1H’161 

Profitability               

has proven strong 

and stable over time 

Source: Bloomberg        Note: GAAP criteria        (1) The analysis takes the quarterly EPS to 1H’16, starting from the first available data since Jan’99 

136  
123  

95  
80  

68  

49  47  45  

25  
10  

734 

Best 

…with growing profits 

+10 +16 +2 +7 +10 +13 +11 +11 +4 <0 +7 

Statutory profit growth, CAGR (%), 1998 vs. 2015 

https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRw&url=http://www.directions.org.uk/employers/jpmorgan/&ei=wmWUVdW-AoT_UODBgqAL&bvm=bv.96952980,d.d24&psig=AFQjCNGvhx7zDjRfqiV3Vot0qt6z8aWcBA&ust=1435875129965550
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Growing shareholder’s value 

Tangible net asset value per share 

Euros per share 

2015 

4.07 
4.13 

2Q’16 2014 

4.01 
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Update on our commercial 

transformation 

2 
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Geographical 

diversification 

Our model has unique competitive advantages as it combines: 

Critical mass in 

retail+commercial 

banking in 9+1 

countries  

121 million customer 

relationships 

(1) Does not include Corporate Centre 

(2) USA ex- SC USA 

Net Interest Income, % of total1 

Low rates 

markets 

High margin in low 

rate markets 

High rates 

markets 

2% 
6%2 

10% 

6% 

3% 

15% 

11% 3% 

13% 

8% 

24% 

Other Latam 

SCF 

SC USA 

Relevant exposure to markets 

with high interest rates 
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Customer relationships at scale is our core differentiator 

We are the bank with the highest number 

of top franchises in the world… 

Top 5 banks in top 50 markets 

…delivering scale in each of them 

Average # of customers per country (MM) 

Source: McKinsey & Company (citing annual reports, SNL, McKinsey CEE Banking database, Central Banks of Brazil, Spain and Portugal. Average # of customers per country includes only countries where 

the Bank has relevant retail banking presence) 

8  

6  

6  

4  

4  

3  

3  

3  

2  

2  

9.3 

5.5 

0.9 

0.8 

1.3 

0.8 

3.9 

2.5 

7.5 

3.4 
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Progress in our commercial transformation 

1 Commercial and digital transformation around the customer 

2 Op. Excellence: best-in-class customer service and cost-to-income 

3 Deliver organic capital generation whilst funding growth  
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1H’16 1H’15 

14.4 

+1.3MM 

13.1 

2018 

18.5 

Transforming our commercial model around the customer 

Loyal customers 

Total Group (MM) 

Examples 

  Mexico 

  Spain 

Before After 

3%  26% 

1 

+540k customers per year 

Annual growth of loyal SMEs customers 
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2018 1H’16 1H’15 

Digital customers1 

30MM 

1 out of 3 

accounts 

opened in 

digital channels 

 

1 

2016 target: 

20MM 

15.5MM 

19.1MM 

One 1|2|3 

account opened 

every minute on 

digital channels2 

 

Mobile cash 

loan in 60 

seconds 

 

(1) Person or legal entity, that being a customer of a commercial bank, has logged into his personal area of internet banking, mobile banking or both in the last 30 days 

(2) Applicable to Santander existing customers, opened every weekday minute on digital channels 

Developing digital relationships with our customers 
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1 

(1) Excluding Corporate Centre, Spain Real State activities, SCF and GCB 

(2) USA includes only population of the Northeast and Florida  

 

Unlocking organic profitable growth potential in our core markets 

through customer loyalty 

Data as of 2015 

Leading 

franchises 

High upside 

potential 

c.40% 

>40% 

>40% 

c.50% 

>25% 

>20% 

20% 

>15% 

>15% 

Retail loyal customers / Active customers (%) 

30% 

c.20% of Group 

underlying profit1 

Total population:  

110MM 

c.80% of Group 

underlying profit1 

Total population2:  

525MM 

Fees / costs (average) 

55% 

48% 

+7pp 
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(1) Currency neutral 

1 Progress in our transformation: customer loyalty drives growth in 

revenues/fees  

2.3 

2.5 

2Q'15 2Q'16

13.1 

14.4 

+9% 

+10% 
Loyal customers 

(MM) 

Fee income1  

(Bn EUR) 
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1 Benefits to be reaped in fee income through our commercial 

transformation 

Data as of 2015. Opportunity estimated for all countries of the Group 

Opportunity  

• €1.3 bn p.a. reaching peer average 

• >€5 bn p.a. reaching best-in-class 

Fees/Assets  
SAN vs. peer average (%) 

-50bps 

-10bps 

c.0bps 

+10bps 
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Best-in-class C/I: Top 2 among peers1 

Cost to income (%) 

0

10

20

30

40

50

60

70

80

90

Global peer average 

-14pp 

-16% Corporate Centre opex in 2016 

29  

22  

1H'15 1H’16 

Corporate Centre attributable loss / 
Underlying attributable profit (%) 

37 

Eurozone 
peer 

average2 

(1) Source: Based on public company data - Bloomberg. 

(2) Societe Generale, BBVA, BNP, Intesa, Unicredit, Credit Agricole 

2 Operational excellence means better cost efficiency… 

https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRw&url=http://www.directions.org.uk/employers/jpmorgan/&ei=wmWUVdW-AoT_UODBgqAL&bvm=bv.96952980,d.d24&psig=AFQjCNGvhx7zDjRfqiV3Vot0qt6z8aWcBA&ust=1435875129965550
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Geographies within Top 3  

customer satisfaction1 
Digital process for 

mortgage business  
 

Time to complete 

application reduced 

from up to 3 hours to 

<40 min (-75%) 

Biometrics  
 

Faster and more secure 

Mexico: used by c.30% of 

active customers  

Brazil: +4MM customers 

in 10 months 

Online “3-click” 

loan application: 

93% of process is 
paper less = 200k 

hours less required 

by our sales force 

3 

6 

1 

7 

2 

2018 

8 

+4 

1H’15 1H’16 

(1) Source: Corporate Customer Satisfaction Benchmark 

2 …and improvement in customer experience leveraging 

technologies 

Top 3 Not in Top 3 
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(1) PPP: pre-provision profit 

3 Recurrent and sustainable pre-provision profit while containing 

cost of risk… 

PPP1 / loans (%) 

Cost of risk (%) 

2015 1H’16 

1.3 

2014 

1.4 

3.0 

2013 

1.7 

2.9 

2012 

2.4 

3.1 

2011 

1.7 

3.3 

2010 

1.4 

3.3 

2009 

1.4 

3.3 

2008 

1.0 

3.0 

1.2 

2.8 
2.9 
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3 …allows to fund profitable growth, increase cash dividend per 

share and accumulate capital organically 

FL CET1 (%) 

 Committed to accumulate organically 
10bps CET1 on average per quarter 

 RWA growth below profit and lending 
growth 

 Plans to better manage regulatory 
capital at a bottom-up basis 

 Capital and M&A discipline across 
the Group 

+53 bps 

2018 1H’16 1H’15 

10.36 

9.83 

>11 
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Looking forward and key 

takeaways 

3 
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On track to meet all of our 2016/17 commitments 

(1)  Currency neutral YoY growth. As of 1H’16: +7.7% including perimeter: PSA and Banco Internacional do Funchal   (2)  1st interim dividend charged to 2015-16 earnings 

Loyal customers (MM) 

Digital customers (MM) 

Fee income1 

14.4 

   0.19 (1st half) 

0.055 

1H’2016 

Cost of risk 

Cost to income 

4.13 

15  /   17  

Increase 

Increase 

Increase 

+40bps per year 

2016/17 

commitments 
2015 

13.8 

0.40 

0.050 

4.07 

10.05% 10.36% 

EPS (€)  

DPS2 (€) 

TNAV / share (€) 

FL CET1 

47.9% Stable 47.6% 

1.19% Improve 1.25% 

6.6% Increase 3.0% 

19.1 20  /   25 16.6 
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Customers 

Shareholders Communities 

▪ 17MM retail Loyal Customers 

▪ 1.6MM loyal SMEs and Corporates 

▪ Customer loans growth above peers 

▪ All geographies top 3 in customer service* 

▪ 30MM digital customers (x2) 

▪ c.10% CAGR of fee income 2015-18 

“To be the best retail and 

commercial bank, earning the 
lasting loyalty of our people, 

customers, shareholders         

and communities” 

▪ Top 3 bank to work for in the majority of 

our geographies 

▪ People supported in our 

communities: 4.5MM   
2016-18 

▪ Cost to income ratio 45-47% 

▪ 2015-18 average cost of risk 1.2%  

▪ FL CET1 > 11% 

▪ Increasing EPS, reaching double digit growth by 2018 

▪ 30-40% cash dividend pay-out: Yearly DPS increase 

▪ RoTE >11% 

People 

▪ c.130k scholarships 2016-18 

* Except for the US – approaching peers 

Reaffirming our key shareholder metrics, increasing EPS in 16/17, 

reaching double digit by 2018, and growing DPS and TNAV per share  
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Our commercial transformation will increase profitability as improved 

customer experience drive loyal and digital customer growth 

The strength of our balance sheet and returns allow us to fund 

our growth, pay growing cash DPS and accumulate capital 

Our model offers best-in-class predictability of results through 

the cycle as well as leading efficiency and RoTE 

We are on plan to deliver our 2016-18 commitments  

Our  team, and a culture of doing things in a way that is Simple, 

Personal and Fair are the cornerstone of our strategy  




