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Mr. Germyns: Good morning and welcome to the BinckBank presentation. My name is
Vincent Germyns and this is the first time I have the honour to present you the
BinckBank figures as the new chairman of the BinckBank executive board. In the
beginning of June, the Dutch regulator agreed on my candidacy and confirmed herewith
my new function. In several publication I have read that some of you are eagerly waiting
for a new strategy. I can say that when I joined the board last year, we already started
with the execution of the updated strategy, so maybe I have to disappoint you if you are
waiting for something really new. Those who have been following us last year will have
noticed that we have a whole new approach in the way we do things. We put the
customers in the spotlight and we help them to reach their financial ambitions. This
means that we offer services in a broad sense but always focused on investing. This is for
the active customers as well as for the less active ones. This means that we do not focus
solely on online brokerage but also on discretionary management and this is all of the
four countries in which we are active. This is what distinguishes us from competition,
focus, dedication, and discipline in the execution of our plans. We have a very good
international footprint and the growth potential is huge. Later in this presentation I will
shed somewhat more light on the six strategic axes and the projects we have been
running in the last quarters in order to give good execution to this strategy. As I said
before, we made extremely clear choices. We have a clear target state and now we put
all resources in a disciplined roadmap towards that target state. So, we keep the focus
on our customers and we give them the service they deserve.
That is a start. We will give you the update in the usual sequence. I will present the
commercial part and then Evert will guide you through the financial position. After that,
I will come back with part 3, the outlook, and we will organise a QandA session.
So, I suggest we start with the business headlines.
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We are very proud as board of BinckBank to be able to present you these results, which
we obtained with all our teams. Once more, this proves that a disciplined customer
focus is always rewarded.
By putting our customers back in the spotlight, we managed to increase the total income
from operating activities with 4% to EUR 89.6 million for the first half of 2015. The
number of transactions went up with 14% to 5 million, which is a record number for the
first half year.
Adjusted net earnings went up with 48% to EUR 29.9 million, which is EUR 0.43 per
share. Just for your information, the calculated consensus of the analysts was EUR 0.43,
so we were spot on.
The net result is up 136% to EUR 17 million.
Next to online brokerage, the other important pillar of our business which you all are
looking at – Alex Asset Management – recovered a bit. Our customer portfolio
continued to perform at a very high level. We profited from the stock market rally of the
beginning of this year and the net outflow came down in the second quarter to
EUR 74 million compared to EUR 241 million in the first quarter. But we will elaborate on
this one in a later stage of this presentation. So, solid financial results for the first half of
2015.
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The capital position stayed very strong with a capital ratio of 37% and all in all, this led to
our decision to increase our interim dividend from EUR 0.10 per share last year to
EUR 0.14 for 2015.

The second big axe of this presentation, besides the solid financial results, is that we are
continuously improving our customer experience. One of the most important elements
of our company in the early days was the explicit focus on the customer. Some of you
analysts and investors have explicitly solicited what the key elements of my strategy as
new chairman would be. Well, here you have my number one. We should – and this
without any doubt – focus on our customers and bring them the service they deserve.
This explains why we were so decided to make customer satisfaction one of our key
goals in the long-term targets, as you might have noticed in the Annual Report last year.
At this moment, we have an average customer satisfaction score of 7.2 for all branches
and our target is that we should increase this towards 8 over time. This means that we
should regain this way of life and that this part of the Binck DNA should be revitalised.
In order to achieve this ambition, we put a lot of effort in the backbone of our system,
which led to a very low underlying down-time and this practically solely when the
markets were closed, with a fully working system, even when the markets were
extremely volatile and this compared to competition. In order to be able to attract very
active customers, price is an important element in the decision-making process for those
customers but up-time is crucial. As hard-core online brokerage specialists, we are fully
aware of this one and we are fully aware of the fact that this is a distinctive, key factor
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for customer satisfaction. So, we continue to work on this one. Additional to this, we
worked hard to bring the availability of our customer service to a higher level and this as
well on the qualitative side as on the quantitative side with much lower waiting time as
a consequence. So, the telephone waiting time went far below 30 seconds, which should
be the ambition of every good customer service.

We made a lot of progress as well in implementing our operating excellence. We
segmented the whole organisation by country units, which is well reflected in the new
approach of the financial reporting with the country segmentation. Evert will give you
extra comment on this one. This is in line with our international ambitions and
customer-centric approach. We managed to profit from the synergies by bringing Retail
Netherlands and Professional Services closer together whilst respecting the Chinese
walls. This means that by integrating B2B and B2C, we can profit in the future from a lot
of synergies.
We are fully aware of the fact that companies do not win the game by focusing on
operational excellence solely, but we see this as a must-have to be able to increase the
focus on sustainable growth. I hope it is clear that we invested a lot of time and
resources in the backbone but nevertheless, we managed to keep the cost/income-ratio
to 63%, which is in line with our long-term target.
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Let me go the highlights of the business units, first of all the Netherlands. There are a
couple more nice indicators of growing business. The number of trades went up with
23% in the second quarter, bringing it to approximately 1.6 million trades. This results in
a 16% higher total for the first half of 2015 compared to the first half of 2014.
The number of customers is almost 350,000 with overall assets under administration of
EUR 16.7 billion. Quarter on quarter, compared with Q2 of 2014, the transaction-related
income was up 16% but was unfortunately negatively influenced by lower revenues of
Alex Asset Management.
Last year, Q2 was the highest level of assets under management with EUR 2.5 billion
compared to a EUR1.85 billion level for the end of this quarter. The lower interest
income minus 19% related to the very low interest rates. That was also a negative driver.
So, if we see a better operating result this is to a higher extent driven by lower operating
expenses.
The customer satisfaction for Binck self-investors was good with a 7.9 score. Alex still
needs extra attention, because it hoovers around 7 points in the last survey. The Binck
Investor Day was very successful with 1200 participants and very high customer ratings,
so it is very likely that this will be repeated next year.
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On the Alex Asset Management side, we saw a diminishing outflow for Alex Asset
Management. Total assets under management by the end of the second quarter was
EUR 1.84 billion. This means that we were still confronted with a net outflow in the
second quarter of approximately EUR 74 million but compared to the first quarter, the
outflow was substantially lower. As you can see on the graph, the EUR 74 million is a
combination of EUR 58 million net inflow and EUR 132 million of outflow, compared to
an outflow of EUR 294 million in the first quarter. Currently, we are working on a new
commercial, which will normally be rolled out in the third quarter or maybe the fourth
quarter, but you can expect something in the near future from the commercial side from
Alex Asset Management.
The performance returns stayed very high on a year-to-date basis for the big majority of
our customers. This compensated for the negative performance of last year and brings
most of the clients in positive territory again, at levels above the watermark. The total of
customer claims increased slightly, bringing this to a total of 86 claims, which represents
a total amount of 2.1 million.
The income from Asset Management for the second quarter was EUR 3.5 million
compared to EUR 5.8 million in the second quarter of last year. In the coming months,
we will increase our efforts to further develop this asset management pillar within our
company.
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Again we saw a very solid quarter for Belgium. Transactions went up with 23% to 229k
compared to the second quarter in 2014. It is clear that the political decision to launch
the speculation tax can have a big impact on this figure in the coming year, but it is still
too early to be able to measure the impact. We are still waiting for more details of these
plans and we will keep you updated of course.
We have a positive evolution of the number of customers and their assets. We have a
total amount of EUR 2.6 billion in assets under administration. This is well above the 2.5target we had in the past, so it is another milestone we achieved for Belgium.
Increased income from operating activities of plus 12% but also here, a much lower
interest income. The impact of lower interest rates is even bigger in Belgium compared
to other countries because of the lower collateralised lending parts. Besides that, we
had lower operating expenses due to lower marketing costs and the SNS resolution.
In line with what I mentioned before, as a consequence of changing political and/or
fiscal environments, we see that there is a shift in the instruments of our customers and
what the customers use. We think that this will continue to be the case with the socalled speculation tax. So, we saw a continued strong interest from our customers for
options and futures.
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France is still a very competitive market. We noticed that our main competitor had to
increase their tariffs very recently. This is a clear sign that there is a bottom price to
everything. Gaining market share is one element but, as I stated before, we focus within
Binck at profitable growth, not gaining market share at every price. This is not in favour
of our shareholders nor is it for our stakeholders.
We did quite some transactions in Q2 and compared to the same quarter the year
before, we did 5% extra to 307k transactions.
We also saw positive growth in assets under administration and the number of
customers. Overall, the income from operating activities was stable for the second
quarter. France is still promising but in order to be more competitive, we needed to
migrate from the Europort to the Top Line platform. Once we have migrated, all retail
business will be on the same European base platform. This is why this big effort is
justified: we bring an extra annual 1.4 million trades to the Top Line platform, which
makes it even more efficient. In the long run, this will prove to be a very interesting
synergy. Please note that this also means that the frequency of being able to roll out
new features will increase accordingly. This is the advantage of the European base
platform.
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In Italy, one very remarkable fact is that the positive contribution margin is within reach.
Based on the second quarter, we are pretty convinced that we will be able to reach one
of the long-term targets from the past and that was to bring Italy to break-even points.
Due to the fact that now we have country-specific insights, you can see that break-even
is within reach, which is quite an achievement. Thanks to all our Italian colleagues we
are able to serve our Italian customers in a way they really like. You can see the number
of transactions going up with 39% quarter-on-quarter compared to last year. This is a
clear sign that we are able to attract the active Italian customers. They are heavy users
of our platform and that puts extra pressure on our IT teams to develop more service,
but it is a very attractive market and this will prove to play a key role in the further
development of online brokerage within Binck.
Income from operating activities is plus 474%, due to a high number of transactions but
also related to the fact that we increased collateralised lending possibilities, which we
brought more in line with the local market standards. We are very happy with this
development and we see that our efforts are paying off. This increases our eagerness to
continue to work on this path, which we explored last year.
This was the update for the business highlights, so for the four countries in which we are
active. On request from all analysts, I will now give you a brief update on the strategic
initiatives.
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As we already stated in the Annual Report of last year, we work on six strategic axes
within Binck to bring this company to our target state. So, we defined a target state for
the end of 2018 and now we are working on a clear roadmap to bring the company to
that target state. This means, that everything we do should be in line with these six
elements. If it is not, we do not do it. It is as simple as that.
To give you a bit more background on the six axes, number one is customer intimacy
and operational excellence. We redesigned the organisation and ordered to be able to
focus on both elements. We changed the processes from product-driven towards
customer-centric processes. This means that we engage our customers and we let them
be part of our product development process. The last couple of quarters we started with
customer panels, we initiated choice-based and conjoint analysis, et cetera.
The second part of this axe is operational excellence. This means that we are evaluating
all processes to make them more efficient. Lean Six Sigma helped us to get rid of all
valueless complexity. It is a way of working and this is the way of working which should
be applied in all our services. It is in this view that you should see all our efforts and
going towards the European base platform and all the resources we are investing in the
stability of our backbone. So, always focus on customer intimacy and operational
excellence.
Number two is a balanced source of income. This means that we try to move away from
our big dependency of transaction-based income. In the past, this was almost 80% of
our revenues and in this revenue model, as you all know, the counter starts at zero again
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every morning. Little by little we move away from this unique revenue source and
explore other elements as well. We aim to increase the number of recurring income
sources in order to bring more stability in our earnings model. This is why Alex Asset
Management and dependent asset managers business, Fundcoach, and so on, are key
elements of our target state.
Number three is the navigator role. We focus on distribution and not on production.
Good examples of this approach are for instance the Binck Turbos. Instead of installing a
whole market-making business, we decided to team up with a partner like UBS. This
means that we can focus on what we are good at. This is the customer service part.
Probably the ProRealTime for instance is another example. This is a high-end graphtrading application, which we launched in France. Also here, we worked with an external
partner and we connected it to our platform. This way of working enables us to speed
up and launch new services. So here again, you see the bundling and unbundling effect.
Number four is strengthening our international footprint. As I said before, implementing
a strategy is about making choices, choices what to do but also choices what not to do.
We decided with the board and the supervisory board, so the executive board and the
supervisory board, to grow our business in the four countries in which we are active.
This means the Netherlands, Belgium, France, and Italy. This means that in the coming
years we will not deploy another Greenfield country. Of course, this without excluding
eventual M&A possibilities in other countries. But we have a very good B2C and with the
independent asset management business a very good B2B proposition, which allows us
to deploy Binck towards exponential growth in the near future.
Number five is the further development of the earnings model. This means that we try
to diversify and enrich our earnings model with basic services and premium services.
There again, ProRealTime is a good example. This is the type of extra service we offer to
our customers for which they are willing to pay an extra amount. This means that the
cost of our basic services are recharged to all our customers but the premium servicesrelated costs are on a pay-per-use base.
The last one, number six, is that we decided to continue to develop on both brands, so
the Binck and Alex brand and the Netherlands. We have two very strong brands in the
Dutch market and we will continue to use them. In foreign countries we will only use the
Binck brand.
So, those were the six strategic axes. We will not disclose in more detail the projects we
are actually working on. If you want you can call this the small Belgian touch but we
prefer to underpromise and overdeliver. Of course, we will inform you in the coming
quarters on results and achievements but not on promises. So, this is the other way
around but if we do something we will for sure explain you but we will not make
promises or inform you on future projects.
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On this and the next page you have some examples
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This is only possible if we have a disciplined focus on the execution. We know what to
do, we know the challenges but we are more determined than ever. This is the focus we
should keep and it is a disciplined focus on the execution.
This for the business part. Then we come to Evert’s part, the financial position. So, Evert,
please go ahead!

Mr. Kooistra: Thank you, Vincent. We will start with the change in segment reporting.
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As you will have noticed, we have changed the segmented reporting of BinckBank. In the
past, we used the segmented business into the business units Retail, Professional
Services, and group activities. With the incorporation of Professional Services into the
Dutch organisation, BinckBank has redefined its segment reporting basis. The new
segmentation includes disclosure in the following segments: Netherlands, Belgium,
France, Italy, and group activities. The BinckBank organisation consists of four
commercial branches, which are headed by four country managers with profit and loss
responsibility for their respective countries. The country managers report directly to the
CEO and the country branches are supported by centralised ICT, product management
and back office functions, which are located in the Netherlands. The heads of ICT and
product management departments report to the CEO but responsibilities will be
transferred later this year to the new Chief Operating Officer. This will allow the CEO to
focus more on strategy and revenue growth and the COO will have his prime focus on
operational excellence and cost control. The country branches are further supported by
corporate functions, like human resources, legal and compliance, finance and
accounting, risk management and internal audit. The costs of those functions and the
ICT in product management and back office functions are charged to the branches and
the cost charges are visible in the country P&Ls.
The Dutch segments consists of the following services lines: its online brokerage, Alex
Asset Management, services to private wealth managers and BPO business. The Belgian
segment consists of online brokerage and services to private wealth managers. The
French and Italian segments consist only of online brokerage and the group activities
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consist of the corporate functions, ICT, product management, back office, Think Capital
and the software alliances and activities of subsidiary Able.
So far, the comments on the new segmentation. I will continue with the net interest
income.

Net interest income in the second quarter remained stable at around EUR 6.4 million. A
loss of yield in the investment portfolio was offset by a growth of the interest income
from collateralised lending. Collateralised loans went up form EUR 394 million at the end
of the first quarter to EUR 464 million at mid-year. This is the highest level of
collateralised loans in four years’ time.
The size of the investment portfolio increased from EUR 1.9 billion at the end of the first
quarter to EUR 2.1 billion at the end of the second quarter and the average yield in the
investment portfolio dropped slightly with seven basis points from 55 basis points to 48.
Duration increased from 1.4 to 1.5 years.
In the second quarter of 2015, we invested EUR 388 million in nominal value in bonds at
an average yield of 23 basis points and redeemed bonds for EUR 140 million. On these
redemptions we lost an average yield of 64 basis points. If we manage in the second half
year of 2015 to re-invest at approximately a rate of 13 basis points, the yield of the
investment portfolio is expected to decline towards 43 basis points by the end of this
year.
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In the third quarter, we expect to re-invest EUR 170 million and in the fourth quarter
EUR 86 million. The yield might drop slightly further if we re-invest more than there is
redeemed from the treasury portfolio, as was the case in the second quarter.

As you have noticed we have also changed the disclosure of the net fee and commission
income in order to provide more transparency in the underlying metrics of revenue. The
net fee and commission income is now broken down into transaction-related net fee
and commission income, asset management fees, and other fee and commission
income. Transaction-related net fee and commission income consists of transaction fees
and fees for foreign currency conversions in case clients buy foreign stock. Asset
management fees consist of income from Alex Asset Management and ThinkCapital.
Alex Asset Management fees are reported in the Dutch segment and the ThinkCapital
fees are reported under Group activities. Other fee and commission income consists
primarily of BPO-fees, service fees for Fundcoach, custody fees and subscription fees.
The transaction-related net fee and commission income for the second quarter was
strong compared to the second quarter last year. Transaction volumes were 21% higher
than in the second quarter of 2014 and transaction-related net fee and commission
income was 16% higher. Compared to the first quarter of this year transaction volumes
and net fee and commission income dropped by 17% and 21%. This is not unusual, given
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the seasonality effects that we normally see in the summer months. Transaction-related
net fee and commission income for the second quarter in total amounted to
EUR 24.3 million.
Fees from asset management dropped slightly from EUR 4.2 million in the first quarter
to EUR 4 million in the second quarter. This drop was caused by lower earnings from
Alex Asset Management. Alex Asset Management fees dropped by 6% as a result of the
decrease in the assets under management. The assets under management as per the
end of the second quarter were EUR 1.8 billion and decreased with 7% compared to the
first quarter, when we had EUR 2 billion. The drop in assets under management is due to
the negative market impact at the end of the quarter and the net outflow as a result of
client transfers. The outflow reduced strongly, as Vincent already mentioned, to
EUR 74 million in the second quarter.
Other fee and commission income reduced slightly, due to lower revenues from BPO
business. The BPO contracts have been terminated and we have started the phasing out.
For the three BPO contracts the contractual terms end in August 2018 and for one BPO
contract in 2021. It is our intention to carve out the BPO business faster.
Other operating income includes software-related revenues from Able and BPO-ITrelated revenues. The decrease of 7% is due to lower activity levels, both in Able and on
the BPO side.
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Operating expenses were well under control in the second quarter. Compared with the
first quarter both operating expenses were 8% lower. Payroll expenses decreased by 5%
and the cost reduction is the result of payroll savings achieved in staff replacements and
lower charges due to holiday seasonality in the months of May and June. Other
operating expenses decreased by 15%. The cost reduction is the result of lower
marketing expenses and lower IT expenses. Marketing expenses in the first quarter were
EUR 4.2 million and in the second quarter EUR 2.5 million.
The adjusted net profit for the quarter is EUR 13.5 million. This is EUR 0.20 per share and
makes it a very good second quarter. The adjusted net profit for the first half is
EUR 29.9 million, which is EUR 0.43 per share. BinckBank will pay EUR 0.14 per share
interim dividend and this is significantly more than we did last year.

Then we move to the financial position. IFRS equity amounted to EUR 433 million as at
the end of the second quarter, which is a net decrease of EUR 17.3 million versus the
first quarter. The decrease is due to the payment of the 2014 final dividend on 8th May
and due to a reduction of the fair value reserve. The fair value reserve decreased by
EUR 2.7 million, as interest rates in the second quarter slightly picked up.
The capital ratio slightly decreased from 37.2% to 37%, due to growth of risk-weighted
assets. The ex-stock funds that clients entrusted BinckBank in the first quarter have been
partly invested during the second quarter. This resulted in growth of the investment
portfolio. So, cash that was held at the Central Bank at zero risk weighting at the end of
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Q1 has in the second quarter been partly converted into bond investments with a risk
weighting. The average risk weighting of the investment portfolio is 14%.
In the second quarter, the balance sheet total remained high and was close to
EUR 4 billion. We continue to monitor the balance sheet position and its effect on the
leverage ratio. The leverage ratio at the end of June was strong at 5.9%.
So far, the financial position. I will now hand back to Vincent again, to round off the
presentation.

Mr. Germyns: Thank you, Evert. We continue with the outlook.
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In the last call, I informed you all of an extra board member. The supervisory board
decided that the board shall consist of three persons and next to our CFRO Evert and
myself as CEO, a COO will be added to the board. We found the right person and we
presented him to the regulator, so we hope to receive on short notice a positive answer.
But we will come back on this in a later stage.
In addition to the claims we had in the first quarter, we received some claims regarding
Alex Asset Management. In total we have now 86 claims for a total amount of
EUR 2.1 million but no provisions were taken.
Last week, we came in the final stage of a court ruling case of Euronext against Binck and
TOM. Already a lot of elements in the file were solved and we will execute the verdict in
the given timeframe, so no extra information on this one.
The last element: the rising cost of the banking system and the banking supervision,
lightly stated in the quarterly report. We think that in the future these extra cost will be
around EUR 3 million on an annual base and we will give you more information in a later
phase but we wanted to inform you about these extra cost for the future.
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So, just to round up the presentations we come back to the key messages. I hope that
we were able to pass them to you.
We have very solid financial results of the first half of 2015. We are continuously
improving the customer experience and we are making very good progress in
implementing the operational excellence part.
We are on track. We are doing good business and we are positive for the future.
So far for the outlook and we can continue with the QandA session.
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Cor Kluis – Rabobank

Good morning. I have a few questions, first of all concerning the number of transactions,
which were down 17% quarter on quarter. I think that at the German peer it was down
only 10%. Can you give your view on why the decline was higher, especially with respect
to do you think that you lost any market share or do you really think that it is a Dutch
development that the Dutch client activity became less this quarter? That is my first
question.
My second one is on staff cost, good cost control. The EUR 13.3 million, is that the kind
of run rate we can expect now going forward or can you give an indication – it is clearly
lower than the previous quarter – of how we have to look at that line going forward?
My third question is about the Turbos. The Turbos revenue were EUR 1.1 billion in the
first half of the year. I think in the past, before things changed, it was EUR 5 million to
EUR 6 million and in the future you want to run it up. Do you still think that a level of
around EUR 4 million to EUR 5 million is achievable on a full year basis in the Turbos?
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My last question is more strategic, on M&A. You already mentioned or at least
highlighted a few parts of your way of thinking about the strategy and that was much
appreciated and especially the M&A part. Can you also give your views a bit? How do
you look at M&A? Does it have to be adding to current countries or at least, what is your
view on M&A going forward?
Mr. Germyns: Cor, I suggest that I take the numbers one, three and four of your
question and maybe Evert you can start with this one and you come back to question
number two?
Mr. Kooistra: Regarding the staff costs, what you see is that staff cost in the second
quarter are slightly lower than in the first quarter. Going forward, the first half year is
rather representative for the costs in the second half year, so we do not expect a major
pick-up in staff costs in the second half of 2015. There will be some division over the
quarters because in the summer months you will see some seasonality effects in there.
Under IFRS and when people go on holiday you pick up less staff costs than when they
are working but on the second half year basis we do not expect a major pick up.
Mr. Germyns: Regarding the number of transactions, your question is whether we relate
this to what our colleagues have been doing, for instance in Germany. Your question
was whether this was due to competition. If we compare the second quarter to the first
quarter we see that in the Netherlands it is minus 18% but we also see that in the other
countries in which Binck is active. In Belgium for instance, it was minus 21% quarter on
quarter and in France minus 16%. So, this is in line with what we could expect and, as we
stated before, the fact that for the first half year we did EUR 5 million in transactions – a
record level, an all-time high for Binck Bank in the fifteen years in which we are active –
this leads to the conclusion that we hear a lot about competition but at this moment we
do not see a lot of it in our figures. That is the answer to this question.
Regarding your question on the Turbos: in the past, we had a run rate of EUR 4 million to
EUR 5 million and what you see now is that for the first half year we are at
approximately EUR 1 million. If you can make a good extrapolation, let’s say it will be
somewhere around EUR 2 million on an annual basis and this given the fact that it is
based on the assets under management and the Turbo position, so the overnight
outstanding. This is where Binck earns the money. Are we confident that it will increase
in the future? Yes. Is it for sure that it will go towards EUR 4 million to EUR 5 million?
Well, this is a big question mark. What we can see is that at this moment we do not have
the full scope of the turbos. We have the individual Turbos, so related to the individual
stocks but for instance on the materials and raw materials, oil, silver, and so on, we do
not have Turbos at this moment. As far as we know and this is our experience, on the
longer term people stay and keep investing in those kind of Turbos. We are working on
them together with UBS to be able to roll them out later this year. People keep their
position for a longer time in those types of Turbos, which would be good for Binck. So,
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we are pretty confident. This year we are aiming at EUR 2 million of revenues from the
Turbos but this can increase to a higher level in the future.
Cor Kluis – Rabobank: Ok, wonderful.
Mr. Germyns: From the M&A side, as I stated in the strategic update, we are active in
four countries. We have a very decent international footprint. We stay very active and
we are pretty sure that we can increase the business we do in all four countries in which
we are active. So, it is not a must. As I said, it is a strategic choice not to go for a
Greenfield in the future and it is not part of the targets that we have but do we do
exclude M&A activities? As one of the major online brokerage players in Europe it is an
obligation to take a closer look at an M&A dossier if it pops up. It is not that we have
plans on the short term to do this, so we see what happens. It is not part of a game and
it is not on the agenda but if it comes on the agenda of course we will let you know.
Cor Kluis – Rabobank: Thanks!



Bénoit Pétrarque – Kepler

Good morning everybody, a couple of question on my side as well. The first is on the
strategy. Could you update us on the capital? I think you have reached 37% in common
equity, so what will be the kind of policy in terms of pay-out ratio going forward and
could you explain what you will actually do with the excess capital? It is currently very
hard to estimate the level of excess capital you have in the company. Could you maybe
help us on that? Are there any constraints on the leverage for example or anything?
The second will be on the cost side. To […] this quarter we do see cost coming down, I
think 3% underlying in H1. That is very good news. You are talking about the migration
of the platform in France and also the integration of Professional Services in the
Netherlands but do you see more cost synergies, which could help the cost line?
You have talked about the bank tax and I guess […] European resolution […] but do you
still think that the cost will be flat or do you see a slight increase because of the bank tax
going forward?
The next will be on […]. I am curious to understand why the collateralised lending
balances went up so far this quarter. Is there anything special there? And what is your
plan in terms of trying to fight the low rates? You were talking about including the asset
allocation towards mortgages. Is there anything special to be mentioned there?
Mr. Germyns: Bénoit, we will split up your questions again. On the excess capital and
the P&L it will be for Evert. I will take your question regarding the migration and for the
25

________________________________________________________________________
resolution part it will be Evert as well. Collateralised lending and mortgages will be for
me.
Mr. Kooistra: Let’s start with the question on the capital strategy. Unfortunately, there
is no news. As Vincent already mentioned, we will put it back on the agenda in the first
quarter of 2016, so I cannot update you at this stage.
On the cost side, we are going to phase out the BPO-platform in the longer run. We have
now terminated the BPO contracts and the BPO clients need to be migrated to other
service providers. Those are long-term projects but eventually there is a cost saving to
be achieved once we have phased out the BPO-platform because from that moment
onwards we will continue to run just on the European base platform. Then we will have
all the retail business on a single platform.
Regarding your question on the bank tax, do you mean the increasing cost of the
banking supervisors?
Bénoit Pétrarque – Kepler: Yes.
Mr. Kooistra: What we see is that there is a lot of regulation being developed that
increase costs for banks. That is in the normal supervision but that is also by creating
funds that should pay when banks go bankrupt in the future. The banks need to transfer
money to those funds. We cannot say how much it is yet; we estimate that the total cost
increase will be at maximum EUR 3 million on an annual basis but later this year, we will
get some more views on it as DNB is working on it. They are working on the metrics on
how to allocate those costs over the banks. We will get our share and what we saw with
the SNS resolution charge, it was based on the amount of savings money that banks
have.
Bénoit Pétrarque – Kepler: But do you expect the total operating expenses to be flat
next year or in the coming quarters? Can you still bring the costs down like you have
done in H1?
Mr. Kooistra: We do not know when the extra costs for the banking supervision will kick
in and whether that will be in the second half of this year or be rolled over to next year.
We do not know that yet, so I would say that excluding the banking costs we see 2% to
3% cost increase in the second half year if you look at the total operating costs. That
depends on the marketing campaigns that we will run.
Bénoit Pétrarque – Kepler: Just to come back on the capital, which is very important.
What will be the policy going forward? You will keep accumulating capital as you pay
only 50% pay-out ratios. Are you going to look at the capital position every year, look at
M&A, and decide to distribute more than 50% potentially every year? Or do you look at
capital going forward? Capital will be built up quite fast obviously.
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Mr. Kooistra: Yes, we are accruing capital. The dividend policy has not changed. We pay
50% of the adjusted net earnings in dividend and the decision on excess capital has been
postponed. That is the formal status and we will look at the decision in Q1 next year.
Bénoit Pétrarque – Kepler: Thank you.
Mr. Germyns: Regarding your question on collateralised lending: indeed, what we saw is
that the collateralised lending is at a very high level, EUR 164 million at the end of the
second quarter. This is a good sign, a good signal, but the extra information on this one
is also that we changed it, that we brought our collateralised lending policy for Italy
more in line for the Italian market as well. This means that over there you have an extra
EUR 15 million to EUR 20 million from Italy, so this is an additional one but this is the
way we should continue to work. So, we should look at what the local standards and
habits are and we should adapt constantly the way we work to the local market
practices. But indeed, collateralised lending was very positive and it stayed at a high
level for the whole quarter. If you compare this to the first quarter, the fact that it
stayed at a high level for the whole quarter, this is bringing us extra revenues.
Regarding the mortgages, there you said that we plan to do something with mortgages.
What we said is that the way we see it is that we are constantly looking at the way we
have our interest income, so we look at mortgages as an investment opportunity. But it
is not an extra business line for Binck. So, if you should have some worries around it
then I can say it is not a business line. If we take a closer look at mortgages it is just from
an investment opportunity point of view.
Operator: Mr. Pétrarque seems to have lost connection to this meeting, so with your
permission we will go on to the next question. If Mr. Pétrarque reconnects we will open
up his line again.
Mr. Germyns: Thank you.



Albert Ploegh – ING

Good morning, all. My first question is on the strategic initiatives. To get a little bit more
colour on the comments already made in the call on the further development of the
earnings model, you also mentioned something like a basic and premium model and a
pay-as-you-use-kind of model. Is this already basically being implemented or are you
thinking of maybe changing the pricing model of the current online brokerage offering?
Any colour on that would be helpful.
I also appreciate what you call the navigator role, to focus on distribution and not so
much on developing of all kinds of expertise in-house. You have also given some
interviews mentioning the financial planning-kind of model that is also appealing to offer
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services to clients. So, can you give me maybe some feeling of what that might look like
in the model?
Coming back to earlier questions on the cost base and the outlook there: if I look at the
strategic initiatives, are there any investments upfront required to change the model
quicker to a more recurring earnings model or do you think it will be more an
evolutionary kind of process? Is there also, to be absolutely clear, no relation between
the decisions on what to do with the excess capital in relation to the strategic initiatives,
in other words that you will not use the excess buffer to accelerate the strategic changes
of the group?
Mr. Germyns: Albert, I will take the first and the second question and Evert will come
back to you with the question on the cost base. To give you a bit more colour on the
strategic level and on the initiatives and the combination of a basic service and a
premium service. Your question was if it is something we will do in the future. We
already have a pilot in Italy but we also have a second pilot with ProRealTime in France.
What we do – and this is the whole idea behind it – is that based on the choice-based
conjoint analysis, so the survey we held amongst our customers and the customer
panels we introduced, is that we are constantly asking what is a basic feature for an
investor and what is an additional feature he wants to pay for. What we did is for
instance in Italy, where we have real-time quotes, streaming quotes and you have
normal graph and the more ‘intelligent’ graphs, that those costs are paid for by all users
and those are the basic features paid for by all the users. When, like for instance in
France, somebody choses to use ProRealTime, he pays an additional fee. For the basic
features those costs are paid for by everybody and are calculated in the transaction
costs but the premium services, the additional ones are more on a pay-per-use basis. If
somebody is willing to pay for this service and is willing to use it, then we get in touch
with our provider and go more for a pay-per-use system. This means that the overall
cost base for Binck is positively impacted because then we can split up between basic
services and premium services. We are running some pilots on it. Does this mean that
the pilots in France and in Italy will be rolled out to other countries? No, this is not
certain. We are constantly looking. As I mentioned a couple of times in the presentation,
we use the customer-centric approach, so we talk with our customers and ask them
what they want to pay for. If this is different on a local market, we will adapt our
systems to the local market. It is not something that is for sure but it is a possibility, an
opportunity for Binck to lower the overall costs and to get more in line with the service
that the customer wants. So, we can split it up and it can be different from country to
country.
Secondly, on your question on the navigator role. The financial planning and the
possibilities regarding financial planning: of course there are possibilities. As we said, it is
part of our mission and vision. The whole strategy of Binck is that we want to help our
customers and the private investors. We want to help them to reach their financial
ambitions. This means, as I said in the presentation, for the active ones, the customers
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who decide to do everything themselves – so the online brokerage part – we want to
deliver services going from the left going to the right, to somebody who is not willing to
do it himself. This means discretionary management. This means that in between you
have a whole scale of possibilities like the assist or advice solutions. Of course, this is
part of the long-term strategy we have. We will also explore the possibilities that we
have in between online brokerage and the discretionary asset management of which
Fundcoach is one of the examples and a starting point that we can use as a sort of
platform to develop more services in that direction. So, financial planning, too. For me it
is more a [source] you put on it once you have all the building blocks underneath.
Albert Ploegh – ING: I would not say Binck is in a complete transition but at least you are
trying to change the earnings model a little bit. What is your overall estimate today to
see what the financial consequences might be of the next 12 to 18 months in terms of
revenue mix? Could there be some upfront lower revenues and then later earn it back
on the cost base? How will the transition go from a financial perspective? Or do you
think it is just an evolutionary process and that we should not be too concerned about
the near-term implications?
Mr. Germyns: That is it. That is exactly it, Albert. It is evolutionary and we do not want
to start a revolution within Binck. We are looking. The normal way a company should act
is to look at what is happening outside and try to adapt and adopt what the customers
want. I think this is the way that Binck should behave but it is an evolution, which we
started last year and which we will continue to work on for the coming years.
Albert Ploegh – ING: Very clear.
Mr. Kooistra: It is basically the same if you look at the cost side. That was your last
question on the cost base and the outlook. As I said to Benoit, in the second half of the
year we expect 2% to 3% higher costs. We focus on operational excellence all the time
and that should reduce costs. We will use the savings from that also to invest in new
products and services. So, that will also go on an evolutionary basis. There is no direct
link with the excess capital or any other strategic changes. What might happen is that
we have some set-up costs for maybe new products if we go into the navigator-role, we
connect a third party or we have a make or buy decision, but those will be more of a
one-off nature then. We have a constant focus on cost savings and freeing up room for
investments.
Albert Ploegh – ING: That is very helpful. Thank you.



Michiel de Jong – ABN AMRO

Good morning all, there is not too much left but if any, then maybe on Alex Asset
Management. You indicated that most client portfolios are currently trading in both the
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high watermark, similar as in the first quarter but could you indicate anything about a
possible performance fee if the performance of the model stays at the current levels?
Mr. Germyns: Well, that is a one-billion question. I cannot give you an indication on
what the level is. If the 30th June should have been the 31st December, then we would
have a positive influence of this high watermark. But we cannot give you a clear
indication on this one. We still have six months to go and you know it can change very
fast. But we are in positive territory and if it continues to go like this, then we would be
happy and we would be very comfortable with it. But it is too early to make a good call
on it. It is a very good question and I appreciate it a lot but it is a big question mark for
us as well because we must wait for the end of the year.
Michiel de Jong – ABN AMRO: Fair enough! Thank you very much.



Bénoit Pétrarque – Kepler

Sorry for that. I just have a question on the pricing strategy. If I recall correctly, you have
mentioned last quarter that you will be reviewing the price offering in the summer. Is
there any useful update for us? What do you think about the prices going forward?
Mr. Germyns: Maybe Benoit you missed the part of Albert Ploegh, because we
elaborated on this one. I will give you a brief summary of this one. What we explained is
that we started with a choice-based conjoint analysis. This means that with our
customer panels we started to ask them what the services were and are that they are
willing to pay for. What are the basic services and the basic features that they need as
an investor? What would be the premium services for which they are willing to pay
extra? We started with two pilots, one in Italy and another one in France with
ProRealTime. There, the costs for the basic services are related and are paid and
recalculated in the transaction fee, so everybody pays them. Additional cost, so the
premium services and additional services, are paid on a pay-per-use system. This means
that for Binck it is interesting to see that we can have better cost control. If we have
additional services then we get in touch with our providers and have contracts on a payper-use system. This means that it does not increase the cost side of Binck and at the
same time, we offer the possibility to customers who are willing to pay for them. This is
the approach we have.
Bénoit Pétrarque – Kepler: So there will be no change in the basic transaction price of
around EUR 10 per trade? It will stay around that level. It is only for the premium
services you might charge.
Mr. Germyns: Again, this is exactly the approach we have but we stay in close contact
with our customers and should we feel the necessity to modify this in future, then of
course we have the possibility to do so. Maybe you saw what happened in France,
30

________________________________________________________________________
where one of our competitors is increasing the tariffs. Again, this is a good signal that
maybe the tariffs are bottoming and that we have the possibility in the future to take a
closer look at what should be the correct price. But it is always in relationship with the
service we offer and the platform we offer. So, at this moment we do not feel the
necessity but we never exclude something. It will be a way of how we look to the market
and how we adapt the company to the local market standards.
Bénoit Pétrarque – Kepler: Thank you very much.

Mr. Germyns: If there are no further questions, I would like to thank you all. We will see
each other in three months again. Should you feel the necessity to contact us earlier you
know how to reach our Investor Relations department. Do not hesitate and we will give
you an answer to any questions you might have.
Thank you for today and this morning. We wish you a lot of success. Thank you!

End of call
___________
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