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Mr Germyns: Good morning and welcome to you all for the BinckBank presentation on the annual
results of 2016. This morning, we published our results, which were a bit better than expected by the
analysts. We surpassed the quarterly estimates with one cent, totalling in EUR 0.11 for 16Q4, 2016 and
thus EUR 0.45 for the full year 2016. We think this is a very good result if you take into account that
we had an extra cost of EUR 1.7 million related to TOM, which was not in your calculations. The
beginning of 2016 was challenging but the end of the year was very promising. If you leave out the
one-off charges regarding Alex Asset Management and TOM, we even had a very good quarter. Next
to that, we worked very hard on rolling out the proof points of our new strategy, which should enable
us to grow stronger in the future. We are expanding our financial services in a broader way, which will
allow us to provide more solutions for our customers and thus give us access to a greater share of
wallet.
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Let's start. We will give you the update in the usual sequence. First of all, I will present the business
update and the highlights of the fourth quarter and Evert will guide you through the financial position.
After that, I will come back for the wrap-up and we will organise a Q and A session.
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As we go to the highlights of the fourth quarter on slide 3, we see first of all that it was a very eventful
quarter, with very volatile trading due to events such as the US elections. This was very positive for the
trading business of Binck. It resulted in a very strong quarter. We had higher trading volumes, increased
revenues per trade, we went from EUR 10.25 per trade in the third quarter to EUR 11.09, on average,
for the fourth quarter. The number of transactions went to 2 million trades from 1.8 million in Q3. The
income from operating activities increased with 16% versus the third quarter.
Unfortunately, one-off charges of EUR 4.5 million had a negative impact on the positive quarter. We
had an impairment on our investment in TOM, which resulted in EUR 1.7 million impact on the
adjusted net profit. Additional to that, we registered a EUR 2.75 million settlement regarding Alex
claims. The adjusted net result was EUR 7.5 million, so this is a 11% increase versus the third quarter,
resulting in net earnings per share of EUR 0.11 and the proposed final dividend is EUR 0.19.
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Let's go the business highlights and start with the Netherlands.
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The number of transactions in 16Q4 ended up at 1.4 million. This is up 12% compared to 16Q3. This
means that unlike the competition might suggest, we still are market leader in the Netherlands. Taken
into account that we only report the transactions our customers pay for. If the competition would
leave out all internal trades, partial orders, and so on, the difference would even be bigger.
The income from operating activities in 16Q4 increased with 17% to EUR 31.5 million, giving a result
from operating activities of EUR 17 million. This is 7% higher than 16Q3.
The average income per trade was also higher, at EUR 12.35 per trade. In 16Q3 this was EUR 11.12. I
want to place once more the remark here and that is that some of you tried to find proof of price
pressure in this number in the preceding quarters. We explained that this number is heavily influenced
by the product mix, which is the revenue mix between derivatives and cash trading.
The number of transactions for 2016 was 5.6 million and income from Binck Turbos was +36%.
Also, a very good year for the business for independent asset managers: the assets under
administration rose +EUR 1 billion to EUR 7.4 billion. We are still market leader in this segment and it
is likely that this business will grow further, given the fact that NIBC Markets stops with this service.
Alex Asset Management: assets decreased to 1.3 billion. We had an extra outflow of 160 million.
Also on the functionality side we progressed very well. We launched new functionalities our trading
platform, which is important to cater for our most active customers.
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In Belgium, the number of transaction went up with 14% to almost 170,000. In 16Q3 this was 147,000.
The good news is that the speculation tax is abolished. We already saw a big increase in January, so
people are returning to the markets. The total income from operating activities was +16% towards EUR
3 million, coming from EUR 2.6 million.
Results from operating activities increased with 19%, resulting in EUR 0.9 million compared to EUR 0.8
million the quarter before. The average net income per trade was also +5% to EUR 12.88. Note that
this is higher than in other countries and the highest level for Binck, for the pricing.
For the whole of 2016, the speculation tax had a negative impact but as of 1st January we see a real
uptick in volumes and trades. We also launched new marketing campaigns to reactivate existing
customers and acquire new ones. Since the beginning of this year, we increased marketing with a
special focus on the new asset management product. But I will come back to that later.
The brand awareness amongst investors increased significantly.
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Also in France, the number of trades was 11% higher than in 16Q3, adding up to almost 230,000 trades.
The income from operating activities was up with 4% to EUR 2.1 million. Results from operating
activities were flat. We worked very hard on the acquisition side, resulting in a positive inflow from
new customers. We offered quite some free trading bonuses, which had a negative impact on the
average net income per trade. But this is rather temporary. For France, the average income per trade
is only EUR 5.84. Compared to the quarter before it was EUR 6.42.
After the migration of France to the Topline platform, we reached the completion of the European
base platform, which will for sure prove to be fruitful in the future. Now, we have one platform for all
Retail customers.
We installed a new management team with a stronger focus on commercial growth and several new
initiatives were launched. Just to mention one, we organised meetings with Top 10 customers to share
thoughts and gain better insights in their wishes. This is resulting in a new VIP Club environment, which
we will roll out in the coming months.
We renewed partnerships with ProRealTime and launched multiple free trade operations. I am pretty
sure that these new initiatives will result in a stronger growth in France again.
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For Italy, the number of transactions was +34%, which is the best quarter since our start. We executed
144,000 trades compared to 107,000 trades in 16Q3. The income from operating activities was also a
big plus, +23% to EUR 0.9 million. This makes this quarter positive on the level of the net result from
operating activities.
We had an average income per trade of EUR 4.80, which is again an increase of 8%. We have very
active customers in Italy and slowly but steadily we will make Italy EPS-enhancing.
In order to cater for mutual fund customers, we entered into a partnership with Banca Ifigest and thus
Binck is now acting as a reseller for their Fundstore platform. We can also be very positive for the
future. Italy is doing well in a tough market. Recently, we have launched new features like Short
Overnight, sec lending, which will pay off in the near future.
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We also added some slides to focus a bit more on the strategic roadmap. As you know, we promised
to the market that we would launch our savings Broker in 2016, which we did.
Next to that, we said that we would come up with a new asset management proposition for
international roll-out. Also, this promise was kept. This digital investment solution is live since late
December and we are onboarding already new customers.
On top of that, internal programmes around Agile Transformation and Design Thinking are being
implemented. This enables us to reduce time to market for new initiatives and increased customer
focus.
I said it many times before: we are redesigning Binck completely. Unfortunately, we have lost some
time in the past. We should have had the same focus years ago, but that is all water under the bridge.
We are pretty sure that with this new vibe we will put Binck on the right track again and that we will
prevail. We are putting everything in place to go for growth again, with a better customer focus this
will result in increased net profits for our shareholders.
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In the Netherlands, we launched on a smaller scale the Binck Savings proposition. Therefore, we
entered into a partnership with SafeNed in 16Q3. In 16Q4 we have launched a pilot version of our new
proposition.
We started with a Minimum Viable Product to gain extra insights from our customers. At the same
time, we increase the customer experience with an updated Binck app, which enables these customers
to monitor their deposits on their smartphone.
In the first phase we entered into partnerships with two banks who were seeking for funding. Now, we
are increasing this number in order to improve the proposition. This should allow us to go for a full
market launch in the coming months.
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In Belgium we launched our asset management service. This asset management service is accessible
for mass affluent and mass retail customers, with an entry level of EUR 25K. It requires at least five
years investment horizon. We worked very hard to design a product, which covers exactly the needs
for a bigger group of customers. We have low minimum investment and we work with an asymmetric
risk model, so it is designed for people who are willing to give up a bit of the upside in order to have a
better protection for the downside. We completely digitally create a personal investment plan and use
cost efficient ETFs to have a good worldwide diversification and to keep the costs low. The pricing
structure is 0.6% on the assets under management. Given the fact that the asset management market
is approximately EUR 280 billion in Belgium, we have a big potential to aim for.
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With this asset management service, the benefits for Binck are that you create a sticky revenue stream
based on the assets. In the first few weeks we managed to on-board almost 200 customers, resulting
in more than EUR 5 million in assets under management. This looks very promising.
The biggest expenses are now in marketing costs. Given the fact that we can now roll out marketing
for both online brokerage and asset management, the marketing money is better spent.
On the level of other operating cost, the impact is marginal. We only added a couple of commercial
FTEs but the rest can be covered with the existing staff.
The service itself was launched in December 2016 and now we are organising multiple roadshows
throughout the country in the big cities to promote the new service.
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Now, I will hand over to Evert who will guide you through the financial position and the consolidated
year 2016 results.
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Mr. Kooistra: A very good morning everybody, we continue with part 2, the financial position.
The fourth quarter was a strong quarter, resulting in higher trading volumes and increased revenues
per trade, which boosted net commission income. Also net interest income increased due to the
continued investments in Dutch residential mortgages. Total income from operating activities went up
with 16%.
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As Vincent said, unfortunately we had one-off charges in the fourth quarter for a total amount of
EUR 4.5 million. First of all, we had to impair our investment in TOM to zero, which had a negative
effect on the 16Q4 adjusted net profit of EUR 1.7 million. On 20th October last year, the shareholders
of TOM have agreed to actively support TOM in finding a new strategic partner that will enable TOM
to realise the next steps in its development. Pending the outcome of this process, BinckBank has fully
impaired its investment in TOM, as it is our expectation that the sale will not generate any proceeds
for the shareholders of TOM.
Secondly, we had to increase provisions for the settlements of Alex claims, which had a negative impact
on the profit before tax of EUR 2.75 million. The agreement reached on the settlement of the Alex
complaints de-risked the problems that arose around Alex in 2014.
As Vincent mentioned, BinckBank will propose a final dividend at the AGM of EUR 0.19 per share. That
will be payable on 3rd May. The total dividend for the year is EUR 0.23 and EUR 0.04 has already been
paid out as interim dividend in August last year.
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We are positive on the development of the net interest income. Net interest income increased with
4% from EUR 6.9 million in 16Q3 to EUR 7.2 million in 16Q4. The increase is primarily the result of the
investments in Dutch mortgages. The fourth quarter interest income from mortgages amounted to
EUR 2.1 million and the full year interest income from mortgages is EUR 3.7 million.
The size of the mortgage book at the end of 16Q4 is EUR 520 million and we expect to grow the
mortgage book to approximately EUR 750 million by the end of Q3, 2017. The average yield on the
mortgage book is 185 basis points.
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Collateralised loans in the fourth quarter declined. At the end of 16Q4 we had EUR 438 million in
collateralised loans, compared to EUR 475 million at the end of 16Q3. The average yield on the
collateralised loans is 369 bps.
The size of the investment portfolio decreased from EUR 1.6 billion at the end of the third quarter to
EUR 1.5 billion at the end of 16Q4. The average yield in the investment portfolio remained stable,
around 43 bps.
In the fourth quarter BinckBank redeemed bonds for EUR 174 million in nominal value and on these
redemptions we lost an average yield of 59 bps. and we purchased bonds for EUR 54 million in nominal
value with an average yield of 62 bps. The duration on the investment portfolio remained stable, at
1.1 year.
To conclude on net interest income: we are positive on the developments in 16Q4.
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We are also positive on the development of the transaction-related net fee and commission income.
The number of transactions increased with 13%. In 16Q4 we executed approximately 235,000
transactions more than in 16Q3, due to the positive market sentiment. Also, the average net fee per
transaction increased with 8% to EUR 11.09.
The net outflow of assets for Alex Asset Management remains a problem. Assets under management
decreased in the third quarter by 11% from EUR 1.4 billion to EUR 1.3 billion.
Other income from operating activities consists mainly of IT-revenues for Able, IT-consultancy for BPOprojects and gains and losses on financial instruments. In 16Q4 we saw positive developments on the
income on the turbos. The financing levels reached a new record of EUR 225 million.
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Total adjusted operating expenses increased with 12%, compared to the third quarter of 2016. Total
adjusted operating expenses for the fourth quarter were EUR 31.9 million compared to
EUR 28.5 million in 16Q3.
For the financial year 2016 the adjusted operating expenses increased with 7% from EUR 108.9 million
to EUR 116.6 million. The increase is primarily driven by an increase in other operating expenses of
EUR 10.2 million. I will come back to that in a minute.
Employee expenses for the fourth quarter increased with 13.3% from EUR 12 million in 16Q3 to
EUR 13.6 million in 16Q4. The increase is partly caused by higher productivity levels after the 16Q3
holiday seasons and by employee termination expenses. On an annual basis the employee expenses
decreased with EUR 1.4 million. At the end of the fourth quarter Binck employed 642 FTEs.
Adjusted depreciation and amortisation expenses were stable in the fourth quarter, at EUR 1.1 million.
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For the whole of 2016, adjusted depreciation and amortisation expenses decreased approximately
with EUR 1 million.
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Other operating expenses in the fourth quarter amounted to EUR 17.2 million versus EUR 15.5 million
in the third quarter, which is an increase of 11%. The fourth quarter increase is mainly due to the
recording of the Alex provision of EUR 2.75 million and year over year the other operating expenses
increased with EUR 10.2 million. The main drivers for the annual cost increase were higher IT and ITconsultants, for EUR 2.3 million. That is related to Redesign Binck. Higher banking taxes of
EUR 2 million, higher marketing costs of EUR 1.9 million, the provision for the cost of the Alex
settlement is included for EUR 2.75 million and we recorded mortgage fees of EUR 900,000 which we
did not have in the years before.
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IFRS equity amounted to EUR 397 million as at the end of the fourth quarter. No material movements
in our IFRS equity during the fourth quarter.
The capital ratio decreased from 33.2% in Q3 to 31.9% in 16Q4 as a result of higher risk-weighted
exposure amounts in 16Q4. The risk-weighted exposure amount increased due to the mortgages
recorded on the balance sheet.
The leverage ratio at the end of 16Q4 was very solid, at 6.7%
So far the financial position. I will now hand over to Vincent for the wrap-up and after that, we will
start the Q and A.

_________________________

22

________________________________________________________________________

Mr Germyns: Thank you, Evert. What are the key messages for 2016?
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First of all, we achieved all four targets we put on paper. As announced when I started as chairman of
the BinckBank board. We would work very hard to deploy new initiatives and refocus on the customer.
This is how we do it. This whole turnaround is massive for the company, but step by step the belief
grows that we can make it happen.
We migrated Binck France to the same platform as the other retail customers.
We launched the asset management proposition in Belgium and now we are looking to roll it out in
other countries as well.
We created Binck Savings and have it in a Family and Friends test phase. The commercial roll-out
should follow in the coming months in the Netherlands and then later on in other countries.
We invested more than EUR 500 million in Dutch mortgages and this is almost immediately EPSenhancing.
Regarding Alex Asset Management, we reduced uncertainty around pending claims and with Redesign
Binck, we are progressing very well to transform the business on all levels. Multiple initiatives are
deployed and quite some money is invested in the future growth of Binck. In the coming years we
should see the results in order to harvest from that again and to give our shareholders a higher return
on their investments.
So far for the outlook. We can start with the Q and A session now.
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QUESTIONS AND ANSWERS



Cor Kluis – ABN AMRO

Good morning, I have a few questions, first of all on the number of transactions, which were of course
quite good in the fourth quarter. Could you also give an update on how it has been going year to date,
January and February, especially taking into account the positive effect of the Belgian speculation tax?
My second question is about expenses. Could you give some indication for expenses for 2017,
especially taken into account that marketing expenses are likely to rise? Maybe you have some benefits
from the cost synergies from the France-integration of the platform? So, can you keep expenses flat
or will it rise a little bit? Could you give some indication on that?
My third item is about TOM. What was the loss last year in the P&L of TOM if we exclude the
EUR 1.7 million impairment? At the moment, you are selling that stake or that loss might disappear.
My last question is about ThinkCapital. How is that going, assets-under-management wise and P&Lwise?
Mr Germyns: I will take your first and your last question and Evert will elaborate a bit on the second
and the third.
First of all, the number of transactions. As you said, we had a big increase in the fourth quarter, so
going into the direction of 2 million transactions. In the beginning of 2017 we saw that, given the fact
that volatility is still at a high level, the number of transactions is quite similar to what we had in the
month of January last year. It is even a bit better. So, let's say it is slightly better than January last year
and so is the beginning of February. This means that we are pretty positive about it.
Regarding Think and maybe to come back on your question on the impact on Belgium, it is good to say
that if you compare 2016 with 2015 we had a loss of almost 30% in the number of transactions in
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Belgium. After the abolishment of the speculation tax we see it really picking up again. Just to give you
an impression: looking at the product mix by the end of 2016, the number of transactions we did in
shares was approximately 70%, while in January we see that spiking again above 80%. This means that
if you compare December 2016 with January 2017 the increase in the number of transactions in shares
is +58%. So, this abolishment of the speculation tax is really a good thing for Binck in Belgium.
Think is growing well, too. Two big providers of Think ETF assets under management are first of all
Alex Asset Management and secondly we still have BeFrank as a big and important customer. BeFrank
is still growing. Alex Asset Management is, as you know, declining. Nevertheless, we see that multiple
new initiatives are being deployed in the recent months within Think. So, Think is growing in the right
direction. Assets under Management is hovering a bit around EUR 2 billion but this is growing well. So,
we are pretty positive about the future of Think as well.
Mr. Kooistra: Then your question on TOM. The total loss for the year on TOM is EUR 2.8 million. You
can see that in the P&L in the Result from Associated Companies. That includes the impairment of EUR
1.7 million, so the run rate of TOM for our share is EUR 1.1 million for 2016. If you take out TOM, you
will be relieved of that loss.
Then your question regarding the expenses of 2017. For the coming year we plan to spend some money
on marketing for the launch of the new products. We have some regulatory projects going on, like
MiFid2, which is a big project. We need to do investments in the preparation and roll-out of Track it
Easy. On the other hand, we had the provision for Alex of EUR 2.75 million in the P&L this year, so
hopefully we do not have these losses next year. Overall, we estimate 3% to 4% increase in costs on
an annual basis.
Does that answer your question?
Cor Kluis – ABN AMRO: Absolutely! Very clear, thanks.



Hans Pluijgers – Kepler Cheuvreux

First of all, on the increase in the average fee income. Can you give some more detail on the business
mix? How is that developing and how sustainable do you think that is?
Secondly and on top of that: I understand that you are also now charging a service fee for the Binck
Basic customers. Could you give some feeling of the impact coming from that and what do you expect
for 2017 on income from that side? It must be easy to calculate that number from the start of the year.
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Then on the capital position. Could you give some idea, your view on your capital position? You were
buying back shares last year but how do you see that going forward? You still have excess capital in
principle but do you believe that maybe you will invest more? Could you give your view on your capital
position?
Lastly, could you give us some feeling on the first indications and your first experiences with the Savings
product in the Netherlands? I know it is in an early stage but could you give some feeling on how you
are progressing there and where you are compared to your planning?

Mr Germyns: Let me take three from the four questions and then Evert will talk about the capital
position. First of all, regarding the increase in average fee. The remark we made during the call was
more to give you extra background, because in the past you analysts were looking at the average price
per trade to try and find out whether there was a lot of price pressure going on. In the past we said
that of course there was price pressure but that it was not only related to the fact that there is a lot of
competition but also to the product mix. For instance, if you have a transaction in option you pay a
fixed amount per contract. If you have positive markets, then the number of contracts per trade goes
up. Just to give you an idea of what we saw in the past is that on average we had approximately eight
contracts per option transaction and all of a sudden in the beginning of last year it dropped to 6.4, on
average. This is a big difference. If you pay a fixed amount per contract on the average transaction it
can be very helpful and then the price goes up. We have competition. We see that some of our more
active customers want to look at the pricing proposition but, as we said before, it is not the only
component they are looking at. They also look at the execution of the transaction. When we deployed
the initiatives together with Euronext regarding best of book for instance, we saw a price improvement
between 9.5 and 9.8 bps. This is what an external company, Liquid Metrics, has said. It did some
research on it. On a transaction of EUR 10,000 it means more or less EUR 9.5 to EUR 10. This is also
what active customers are looking at. They do not only look at the transaction price they pay but also
at the execution price. For the coming years, this will be exactly the game which we will have to focus
on. We strongly believe that it is very important to give the best execution for the customers and we
should not only focus at the transaction costs. Unlike some of our competitors, who say that they
charge smaller fees but they try to work on the spread, so the customer is paying almost the same
price or even more. They only have the impression that they pay less. So, this is a very dangerous game.
We decided not to choose for this game and this is what we are working on to create better insight in
what the customer really pays. So, it may be a long answer to your question, but it is about the product
mix as well.
Hans Pluijgers – Kepler Cheuvreux: Yes, but that is why I am asking the question. What do you see
then changing in the product mix? Could you give some detail on that?
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Mr Germyns: As I said, the number of contracts for the options, for instance for the derivatives, went
up.
Mr. Kooistra: And the average order sizes.
Mr Germyns: And the average order sizes went up as well. It is al depending on this product mix but it
is not that we increased the pricing nor had we a sharp decrease in pricing. It is fair to say and it is a
good remark that we try to make, is that you see that the average price per trade in Belgium is the
highest for the whole of Binck. There, we charge more than EUR 12 and that is higher than in the
Netherlands, where it used to be the other way around.
We introduced a service fee for the basic proposition. We do not give extra insight in the split-up
between the basic and the others systems. However, the introduction of the service fee did not result
in a loss of customers. We wanted to focus more and bring the proposition more in line with the
Fundcoach proposition and customers were still using their account. It is just a small point but this
service fee is recurring; the counters go to zero every day. Of course, it is giving us extra insight. We
do not have big ambitions to go into that direction but it is an important signal for us to look at the
future.
Mr. Kooistra: The capital position is very solid, even after the share buyback that we completed last
year. At this moment we do not have intentions in returning extra capital to shareholders. Binck first
needs to make the turnaround and make sure that we have profit growth again and that there is
predictability in the growth path. Until we can clearly demonstrate that we have made that turnaround
and that we are in a phase of profit growth again, we have no intention to return extra capital to
shareholders.
Mr Germyns: Then on your question regarding the Savings product. We are in a Family and Friends
testing environment. As I said, at the backend we have two partner banks that are already connected.
We are working on a lot more. The reason why we choose for this one is that we are partnering up
with SafeNed, as we announced. It is all about making connections. We saw that from a technical point
of view it is working very well. This means that the flow between the customer and the partner banks
is working very well. We are working on the proposition. I think it is fair to say that you cannot give a
sort of a big launch for this product if you only have two partner banks on the platform, so we are
working more on the proposition. We will try to do this by the end of 17Q1, so that we will have more
partner banks on it with multiple propositions to give a better overview to our customers of where
they can invest in. Just to mention some figures around it: what we have right now is based on three
or six months on annual interest rates. Then we are talking about something between 50 and 75 to 80
bps. We are still working on the proposition to increase that but once we have a full pallet we can roll
it out for the broader market. So, it is very promising. The technical points are going very well and now
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it is just a matter of elaborating on the proposition and then we can put some extra marketing force
on it to get extra inflow.
Hans Pluijgers – Kepler Cheuvreux: Thanks!



Albert Ploegh – ING

Good morning. There are a couple of questions left on my end. Maybe you want to start on the
medium-term target. You mentioned that it will take longer. I guess it is mostly related to the assets
under management, like Alex, because of course the number of transactions are a bit out of your
control. Can you give a little bit more insight in why you make this remark currently? 2018 is a little bit
further away in that sense, so why did you do that?
Also on Alex itself, the EUR 160 million outflow in 16Q4. There was also some negative media focus on
the performance in the beginning of this year. Is it logical to expect that this outflow trend will probably
have continued so far in the first quarter? Any comment on that would be helpful.
I also have a question on the mortgage portfolio. You clearly achieved your target of over
EUR 500 million. In the presentation you mentioned 750 by the end of the third quarter this year. Is
that purely organic or are you potentially looking to buy maybe another portfolio of mortgages to
speed that up?
Mr Germyns: Evert will take the mortgage question. Regarding the longer-term targets, we have six
targets that we launched a couple of years ago. The most difficult one is of course the assets under
management of EUR 3.5 billion. When we launched this target, we were hovering between
EUR 2 billion and EUR 2.5 billion, so it was a reasonable target to put in place. But then again, we
should be reasonable as well about the trend, which is in Alex Asset Management. Of course, we not
only look at Alex Asset Management; we have other propositions as well. Fundcoach for instance is
also asset-based. We launched Laten Beleggen in Belgium, which even after two weeks of commercials
and one month after the release we had EUR 5 million in. So, this is looking very promising. Those are
elements we should look at. Then again, out of the six targets customer satisfaction is going in the right
direction with 7.3 by the end of 2016. It is a weighted average we calculate, so what is dragging this
customer satisfaction is related to Alex Asset Management. There we are talking about customer
satisfaction around 4 on a scale of 0 to 10. So, this is really dragging. We strongly believe that it is still
possible by the end of 2018 to get to an average of above 8. Already in two countries – Italy and
Belgium – we are above 8 and the other countries will follow as well.
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The number of transactions is related to the market circumstances. In 2015 we were around 9.3
million. You see that after a good last quarter in 2016 we managed to get 2 million transactions in. So,
this is all related to market circumstances. This is not something we can really count on.
With Assets under Administration we achieved our target and the cost/income ratio was around 64%
in 2015, which is below the target of 65%. Then you see it is just a matter of having the costs, the
revenues in the right direction. We saw that the costs more or less stayed the same – a slight increase
– but if was of course due to the downtrend in the revenues that we had this cost/income ratio going
into the other direction.
For the more balanced revenue flow: this is of course related to the fact that we want to decrease the
impact of the transaction base, the transaction-related activity within Binck. Therefore, we are
launching new services like the Savings Broker, like Laten Beleggen Belgium. In the longer term, we will
go to that 66%. It is not a fetish that we use, but it is just a sort of a marker, a milestone that we want
to go into that direction. Given all the initiatives we had on the net interest income level with the
mortgages but also on the new products, we think that we can go into the direction of 66% but maybe
the target will be a bit too hard to accomplish. But then again, we are moving towards those targets.
It is not that we say it is impossible but it is fair enough to say that especially regarding the assets under
management we should give you some extra insight and tell you that this might be a tough one. But
never say never! If we can roll out the Track it Easy proposition on an international level for instance,
then we are talking about very big markets. In total, in all countries where we have local presence, for
propositions like Track it Easy or Laten Beleggen we are talking about thousands of billions. So, if you
are able to get some market share in that area, even 3.5 billion is not an idiotic target to have. We
want to give some extra thoughts on that.
Albert Ploegh – ING: Thank you for this extensive answer. Maybe on the asset management product
in Belgium: how different is that compared to the current product of Alex in the Netherlands? Are you
also contemplating or maybe changing the product there or even introducing something under a
different label to restart growth of the Dutch assets under management? And related to that, there is
the question of Hans earlier on about your capital position. You already made some encouraging
statements on Belgium and assuming that the proof points are positive and the product is gaining
traction, are you then willing to spend more marketing money upfront for future growth, even if that
comes at the cost maybe of having more than 3% to 4% of cost base growth and basically therefore
growing more the recurring earnings more quickly maybe?
Mr Germyns: It is a very good question. What we see is that if you would want to compare two
products and the Laten Beleggen proposition in Belgium and the asset management proposition with
Alex, there are similarities. We have the same entry level – as of EUR 25K – and it is an asymmetric risk
model. But the technique behind it is completely different. The technique for Laten Beleggen is based
on the CPPI-technique. It is more risk-budgeting what we do; it is not the stock-picking approach like
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the Alex Asset Management business where you have a stock-picking engine, which is giving you
fantastic results and this is something we repacked in an asset management product. For Belgium it is
completely different. In Belgium we have a personal financial plan. This means that we acquire some
insights in what the maximum draw-down for a customer can be on an annual base. Based on this risk
budget -- let's say that the maximum loss a customer wants to have is 10% -- we use the CPPI-technique
to fill his portfolio. This means that for Belgium it is more a risk-budgeting approach and Alex Asset
Management is a stock-picking approach. So, it is completely different. We kept the asymmetric risk
model, and we value very well what we get out of interviews with customers but it is a completely
different product. For Alex Asset Management you invest for instance in 20 or 25 stocks for the equity
part and for the Laten Beleggen proposition you invest in multiple ETFs, so you have a bigger worldwide
overall equity portfolio and the idiosyncratic risk of one stock going down is completely wiped out. It
is another product. It is more a risk-budgeting approach and for the future I think this is very
sustainable.
Mr. Kooistra: Then your question regarding the mortgages. We stated that we expect the mortgage
portfolio to grow to EUR 750 million. That will be through organic growth. So, the portfolio that we
bought was a one-off because the production one year ago did not start quickly enough and we were
behind on the target of EUR 500 million but now organic growth is at high volumes.

Albert Ploegh – ING: And then one question on the collateralised lending. In the slide you put the
margin of 369, if I am not mistaken.

Mr. Kooistra: Yes.

Albert Ploegh – ING: Has that come down a little bit compared to a couple of years ago? I always
thought it was more for 5% in the end.

Mr. Kooistra: What you see is that there is also some competition and pricing pressure on the interest
rates, so they are still high compared to the market rates but they are lower than a couple of years
ago. Five to six years ago it was between 5% and 6% and now it is between 3% and 4% on average.

Albert Ploegh – ING: Thank you.
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Mr Germyns: As there are no more questions, thank you all for attending this call. Should you have
other questions after reading the annual report, please do not hesitate to contact our Investor
Relations or Evert or myself.

Thank you and we hope to hear and see you all in the next call. Bye!

___

End of call
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