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Mr. Germyns: Good morning and welcome to you all for the BinckBank presentation on
the first quarter results of 2016. In this analyst call we will not only focus on the results
for the first quarter, but also on something which is maybe even more important – the
status of our new strategy.
It was clearly a very tough quarter and this especially compared with the very good first
quarter the year before – in 2015. Last year we were seeing all time high levels whereas
now the trading volumes dropped significantly. All in all we managed to end up with 12
cents EPS.
This is clearly confirming the necessity for the roll-out of the new strategy. Online
brokerage has become a commodity and you see that low cost and discount brokers
generate a lot of transactions, but have it very difficult to generate profit. In line with
what we said before it is therefore even more important to update you on where we
stand with the roll out of our strategy.

We will give you the update in the usual sequence.
I will present the commercial part and Evert will guide you through the financial
position. After that I will come back for the key messages and we will organise a QandA
session. We start with the strategic update, then the Q1 results and business Highlights.
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When I was appointed last year in June I started immediately with the strategic review
and we worked very hard on developing a new vision and growth strategy. We
expressed our ambition – which is to become a leading brand in the area of Trading,
Investing and Saving. Our aim is to develop new products and services in a quick and
efficient manner while maintaining quality.
Along the way we used quantitative analysis to reveal unlocked market potential within
our existing geographic footprint. Attacking this potential would bring the revenues to a
higher level and bring more stability in the revenue streams. The target group could be
broadened and plans to reengage the sleeper base were revealed.
Based on these results we drafted a complete roadmap with multiple propositions in a
well-defined process. The first phase was thus the Rethink Binck phase, after that it’s the
Redesign phase and as off 2018 we should enter into the Relaunch phase. In the next
slides we will give you a summary of the most important tracks. We strongly believe that
the roll-out of the strategy will result in bringing our net profit back to the same levels as
in 2009 where we hit the all-time high for Binck. The plan is ambitious, but we are very
determined to work towards that goal.
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Based on the motivational point of views from our customers and financial consumers
we determined a 9-grid animated cube.

People are confronted with multiple problems like the deterioration of the social
security system, the topping of the pension funds and a low interest or even negative
interest rate environment.
We see it as our duty to help them to solve these issues by navigating them towards the
appropriate services and products. The customer can do this himself, we can help him or
her to do it or they can choose to ask Binck to do it for them. The 9 grid shows the areas
in which Binck is active and where we want to become active. All this resulted in 3 big
product tracks which we want to roll out in the coming years.
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Trade it with color, track it easy and save it smarter. These propositions include various
product lines across trading, investing and saving. In addition, Binck started optimising
the User Experience (UX) in 2016 via an improved UX-methodology and internal process
- so with design sprints, prototyping and testing). All this in a time frame of 2 years, so
before the end of 2017. But let’s first start with the Navigator role.

Like I said already we see ourselves as well positioned to help financial consumers in
their search as financially independent persons to realize their goals. So we will focus on
the motivational point of view and not so on the transactional side of the customers. We
will empower them and guide them with data as a driver for our insights. This means
that with the new Binck we will develop more towards services which are higher in the
value chain than the pure low-cost commodity environment.
The new Binck is first about growth in order to work towards increased value creation
again.
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We start with trade it with color. Within this proposition we will make trading more
exciting, inventive and easy. It is sort of a combination of thematic trading and a
community. Etoro meets Motif investing

The value proposition is thus that actually Binck – so how we are positioned right now is best suited for self-directed experienced day-traders and very active traders. Less
experienced investors sometimes find the offered products & services complicated.
TIWC will make investing more accessible, attractive and easy for all investors. It will be
a socially-driven community-embedded platform with, amongst others co-investors and
opinion leaders and curators.
The client focus is thus on the mass retail – customer. The integral digital platform will
be accessible through all digital channels.

We will continuously offer inspiration, trading ideas and interesting baskets, content and
so on. Last Friday we announced a first partnership in line with this with ProBeleggen. As
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for now this content will be provided within an execution-only environment, but with
TIWC it can and will be more in the area of advice.
The costs for Binck are mainly related to the development of a top notch UX-inspired
platform and community. The benefits will consist of a hybrid earnings model that is
asset and transaction based over their portfolios. Reallocation and rebalancing models
will generate extra trades. We plan this to be ready by the end of 2017.

The next track is what we call TIE. This is a solution offering great user experience, easy
and forward looking, pre-selected portfolios to bring the investments of the customers
towards their predefined goals.

Wealth management is often associated with private banking, which is not accessible to
everyone. It can be more efficient or effectively managed digitally by the so-called roboinvesting or Digital wealth manager. TIE will be accessible for a broad range of clients, be
they validators or delegators, without big hurdles on capital and price. Based on a very
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good intake process, clients will be offered a well-diversified portfolio, including
securities based on ETF’s and other low-cost instruments. This more passive approach
allows us to be cost-efficient in the interest of the customer and of Binck.
We distinguish two types of clients. First of all investors looking for growth of their
capital, secondly investors looking for income from their capital.
The relationship with the clients will be digital, functional, but in an intimate personal
and interesting matter.

The goal of TIE is to offer ease and accessibility. So it’s about choosing for the clients the
right portfolio based on the risk/return requirements. The costs for Binck are in the area
of developing the system and off course marketing expenses. The benefits for Binck will
be asset-based on the basis of a gradual pricing model related to the portfolio value. We
plan to launch this service during 2017.
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The third proposition is Save it smarter. This is about the international roll-out of a
savingsbroker.

The SIS assists in diversifying savings risk and obtaining higher returns in an easy
manner. Binck will offer access to Western European banks within the Deposit
Guarantee System – so with a protection up to 100 k. This will be attractive for investors
seeking risk spreading through deposit guarantees based on a wider range of
(international) savings account providers and investors seeking a higher on average
interest rate. This fully automated application will deliver a great service and user
experience to our customers.

The goal of save it smarter is to provide clients with access to the EU savings market.
One of the key elements of this proposition is the quality of the partner banks.
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Therefore Binck values the quality of its partners highly. The stability and safety is even
more important than the level of the interest rates.
The costs of Binck consist in a revenue sharing model with its back-end partner and off
course marketing and the management of the digital platform.
The benefits for Binck are amongst others measured in a recurring part of the brokerage
fee, which is related to the interest rate level.

So to recap. The relaunch to bring Binck to higher and more stable net profit again is
started and well on track.
The first phase – the Rethink Binck – is completed, and now we’re in the Redesign
phase. In this phase we invest in the development of new products and services to
enable a start of the profit growth as of 2018 again. So all in all, we’re working very hard
on the reposition of Binck and we are speeding up, and once more, the quarter results
of today show us that it was necessary to do this, in order to reduce the impact of the
commodity market. We are very confident that this will turn out to be a good timing and
the correct expansion direction for our company.
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Let me go back to the Q1 results then.

The first quarter had a slow start – due to negative market sentiment.
The number of transactions decreased with 23% towards 2.1 million. In 2015 we
executed 2.7 million trades in the first quarter – which was then trading at extremely
high levels. Italy was the only country with a higher number of transactions and we
reached an all-time high of almost 130.000.
The income from operational activity stranded to 36.7 million. The operational costs
were well under control due to our disciplined approach. Costs dropped with 4%. On the
other hand the cost/ income ratio increased to 77% which is relatively far above out LTtarget of 65%. The net attributable EPS are 12 cents compared to 23 cents in the same
quarter in 2015.
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Other remarkable events were f.i. the introduction of the all-in-one portfolios under the
Fundcoach proposition. We also completed the FR migration, which was a hell of a job
because of the impact on our IT department, but once again this is a clear proofpoint of
our ability to execute and implement large programs on an IT-level within the timelines
and without heavy backlogs.
We also started the long awaited share buyback program of 25 million, bringing in this
way almost all of the net profit of 2015 to our shareholders.
We work very hard on Initiatives to reactivate the current customer base, the
preparations of the savingsbroker – to be able to roll this out in Q4 of this year. The
international roll-out of asset management – also in Q4 and multiple other initiatives.

For the Netherlands - 1,5 million trades. This is 21% lower compared to Q1 last year,
which was at 2 million level. Income from operating activities down 23% to 28,8 million
and thus the result from the operating activities was also lower to 16.2 million.
The average net income per transaction decreased from 12.26 in Q1 2015 to 10.66 by
the end of Q1 2016. This was mainly related to lower contract levels for option trading.
The number of contract per trade decreased significantly and this is a pattern we often
see in downturn markets or when uncertainty is high.
From the business side the all in 1 portfolios were successfully launched and we see
assets under management increasing. The new commercials “ik maak mezelf” are well
perceived and we see that the net inflow of new customers is hereby positively
influenced. If we compare our acquisition power with the competition it shows that we
are still attracting a lot of new customers with our solid proposition.
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The total assets under management by the end of the second quarter stabilized at 1.6
billion. But when we compare with the first quarter of 2015 this is almost 0.4 billion less.
The performance of the example portfolio Behoedzaam was 3.1 negative, whereas the
benchmark showed minus 5.9 %. The net outflow was 55 million in Q1, and this off
course due to turbulent markets in January 2016. When markets are shaky it is common
that people want to lock-in their profits, even in asset management. The number of
claims outstanding was at 160 totaling to an amount of 4 million.
After a period of more than 1,5 year of radio silence – we relaunched a campaign to
revive the Alex brand – the Alex laten beleggen proposition. So new acquisition can be
expected in the coming months.

Transactions down 36% to 185k. This is low for a Q1 quarter. The impact of the
speculation tax was very severe on our Belgian revenues. The investor behaviour
changed, forcing customers to invest with CFD’s with a higher leverage – and thus
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forcing them to speculate more. Or exactly the opposite, by leaving customers puzzled
with what they should do and thus encouraging buy and hold.
The Income from operating activities went down with 36% compared to Q1 2015 and
the overall result dropped even with 66%. Nevertheless we introduced some new
features for the Belgian customers in the first quarter which seem successful.
We launched the new mobile app – which was very well received and is now already
processing 6% of the Belgian transactions and we have launched the Binck turbos. These
Cats quoted instruments reached already a market share of 60% in the turbo segment
by the end of March.
So all in all the quarter was not so fantastic, but the speculation tax hurt us in a severe
way.

Same message here. The transactions came down with 28% to 263k. This is not bad for a
normal quarter, but compared to the top-level quarters like Q1 2015 this is pretty low.
The income from operating activities was reduced with 35% down to 2.0 million and the
result from operating activities was almost vanished. Like we said before – FR is a tough
market, but now we have all Retail business on the same platform it will be much easier
to roll out new propositions on an international level. The migration was necessary on
our roadmap towards running an efficient platform. Once we can close down the old
Binck platform the cost reduction will be several millions annually.
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This is the only country with higher transaction numbers compared to the same quarter
the year before. We saw an increase with 2% to almost 130k trades. This market is very
promising but in order to be able to attack this market fully armed, we still need to
improve our platform and services and bring them more in line with local standards.
Income from operating activities up with 18% to 719k from 608 k the year before. The
result from operating activities improved in a limited loss of 192k compared to a loss of
506k the year before. Italy is going well and our customers reward this with high
satisfaction scores.
Now I will hand over to Evert who will guide you through the financial position and the
consolidated Q3 results.

Mr. Kooistra: Good morning everybody we continue with Part II the financial position.
As Vincent already told you unfortunately we have to report to you that we had a very
slow start of 2016. The adjusted net profit for the first quarter is 8.5 million euro which
_________________________
Q1 2016 analyst call

15

________________________________________________________________________
is 12 cents per share. This is 48% lower than the first quarter of 2015. The lower
earnings are due to significant lower trading levels and a lower average net revenue per
transaction.
Trading levels dropped with 23 % compared to the first quarter of 2015. The drop in
volumes started in august last year, continued during the fourth quarter of 2015 and
partly recovered in the first quarter 2016. Trading volumes in the first quarter of 2016
were largely pressurized by negative market sentiment and therefor only 6% higher than
the volumes in the fourth quarter of 2015. The total number of transactions in the first
quarter was 2.1 million. We have seen a decline in trading levels across all countries
(except for Italy) and across most product classes (shares, options etc). Also new clients
are less active. Italy booked a record number of transactions due to continued account
growth.
The average net revenue per transaction dropped with 13% compared to the first
quarter of 2015 and with 5% compared to the fourth quarter of 2015. The average net
revenue dropped due to significant smaller order sizes, customers trade smaller order
sizes in turbulent markets.

Net interest income increased with 200 thousand euro from 6.2 million in the fourth
quarter to 6.4 million in the first quarter of 2016.
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The net increase is due to lower interest expenses in the first quarter of 2016. Interest
expenses declined as we have lowered credit interest rates on the Alex accounts from
25 bps to 15 bps.
The size of the investment portfolio decreased slightly from 2.0 billion euro at the end of
the fourth quarter 2015 to 1,9 billion at the end of march. The average yield in the
investment portfolio remained stable at 45 bps. Duration also remained stable at 1.2
years.
In the first quarter BinckBank redeemed bonds for 200 million euro in nominal value. On
these redemptions we lost an average yield of 60 bps. In the first quarter we purchased
for 148 million euro in nominal value with an average yield of 71 bps.
At current reinvestment rates, the yield on the investment portfolio is expected to
decline towards 17 bps by the end of 2016.
The Q1 production of new mortgages by our partner is disappointing. At the end of last
week they originated 2.4 million and had mortgage proposals outstanding for another
17.4 million. Our partner had a slower than expected start as they experienced delays in
their distribution channels with the Dutch financial intermediaries. Also their brand
“Bijbouwe” is still unknown and needs to get more awareness.
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The transaction related net fee & commission income for the first quarter was 20,5
million euro. This is 33% lower than the transaction related income in the first quarter of
2015 which was 30,5 million euro and only 1% higher than the transaction related
income in Q4 2015. The 33% decline in transaction related income is due to a rather
strong decline in trading volumes across the Netherlands, Belgium and France and due
to a significant lower average revenue per transaction. Total trading volumes in the first
quarter dropped with 23% compared to the first quarter of 2015. Trading volumes in the
Netherlands dropped with 21% and in Belgium and France volumes declined with 36%
and 28% percent respectively. Belgium was hit not only by the negative market
sentiment, but also by the introduction of the speculation tax, the volumes of the
Belgian branch decreased with 36%. Only the Italian branch was able to increase the
number of trades with 2% due to continued growth of their customer base, also they
were able to increase the average net revenue per transaction with 5% compared to Q1
2015.
Consolidated fees from asset management activities are 3.6 million euro. Compared to
the fourth quarter 2015 Asset Management fees decreased as the fourth quarter
contained the performance fee for Alex Asset Management. Compared to the first
quarter of 2015 asset management fees dropped with 14% primarily due to 19% lower
assets under management.
Assets under management decreased in the first quarter by 6% to 1.6 billion euro.
Despite the start of the new marketing campaign for Alex Asset Management we still
experienced a decrease of assets under management for Alex due to the turbulent
market conditions.
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Total operating expenses were well under control and decreased with 4,0% compared to
the first quarter of 2015. Total operating expenses for the first quarter of 2016 are 33,8
million euro. Compared to Q4 2015 total operating expenses increased with 5% due to
an increase in other operating expenses.
Employee expenses decreased by 4%, compared to the first quarter of 2015. Compared
to the fourth quarter of 2015 employee costs increased by 6% primarily due to annual
salary reviews (1,6%) and additional accruals for holiday days. Existing holiday
entitlements are revalued against 2016 salary rates and also new grants (3 days) are
done in case no absence due to sick leave was reported in 2015.
Depreciation and amortisation remained stable versus Q1 last year and decreased
slightly compared to Q4 last year as the Q4 2015 contained a one off charge for the
accelerated write off of certain IT equipment.
Other operating expenses decreased by 6% compared to the first quarter of 2015 and
increased with 9% compared to the fourth quarter of 2015. The increase compared to
Q4 is primarily due to higher marketing expenses for the Alex and Binck commercials.
For both labels we ran commercials on television. Total marketing expenses for Q1 are
4.2 million euro.
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IFRS equity amounted to Euro 434.6 million euro as at the end of the first quarter, which
is a net decrease of 2.9 million euro versus the fourth quarter of 2015. The net decrease
is mainly the effect of profits recorded in Q1 and shares bought back in the first quarter.
The capital ratio decreased from 40.2% in Q4 to 36.7% in Q1, the decrease is mainly due
to an additional reduction of the Tier I capital with 19.6 million euro. Being the
remainder of the share buyback program as at the end of Q1. As per the end of Q1 we
have bought shares back for a total amount of 5.4 million euro. In total 851 thousand
shares were bought back against an average cost of Euro 6,50 (price of 6.31 euro)
The leverage ratio at the end of Q1 2016 was 6.4%.
So far the financial position, I will now hand over to Vincent for part III to round off the
presentation and after that we take your questions.
Mr. Germyns: Thank you, Evert, now we go to the round up. What are the key messages
of the first quarter?
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All in all it was a tough quarter, especially because of the contrast with a very good first
quarter the year before. Difficult market conditions led to cautious investors and thus
resulting in a slow start. The Belgian market got hit very hard due to the speculation tax.
This quarter resulted in 12 cents per share, which is too low for the season, but can be
explained by overall market circumstances. The migration of BinckBank France to the
European basis platform was completed according to schedule and as of now all retail
flow in the Netherlands, Belgium, France and Italy is on one platform.
The positive news – which I hope you will remember – is that the roll-out of our new
strategy, which we are very hard focusing on, is going very well. We hope that you will
give these plans a more prominent role in your valuations, because this is the real future
of BinckBank. This quarter was tough, but it can easily switch in future quarters. This is
exactly why we want to limit the impact of the transactional part and this by bringing
more stability in the revenues and improve the quality and height of the revenues.
When business turns into commodity, one should focus on establishing other plans,
which in the case of BinckBank is exactly what we are doing.
So for Q4 we plan to roll out the savings broker and in the same quarter we want to
move with our asset management proposition to an extra country. On top of that we
launch multiple initiatives, like all-in -1 portfolios, our partnership with ProBeleggen, and
so on, to bring more color into the development of the 9-grid.
We strongly believe that the roll-out of the strategy will result in bringing our net profit
back to the same levels as in 2009 where we hit the all-time high for Binck. The road can,
and will be bumpy, but it’s our determination and ambition to win that will drive us
towards growth.
On behalf of the Board I can state that we are confident that with this team we will put
BinckBank again on the radar screen.
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So far for the outlook – We can continue with the Q& A session now.



Cor Kluis – Rabobank

I have a few questions, first of all on mortgages. It takes some more time to start up the
initiative. Are you willing to acquire some mortgages still, because it might take some
extra time to start it up and there are some mortgage books in the market. Would it be
an option for you to accelerate and thereby increase the net interest income? Related to
that, do you still believe that the EUR 500 million mortgage book can be built up in 2016
or do we have to look more at 2017 to reach that?
My other question is about the expenses. Can you give an idea of what the total
marketing expenses were in the first quarter and what the banking levies were in the
first quarter? What can we expect per quarter for the rest of the year for the banking
levies?
My third question is about the start of the second quarter, market-wise, for you?
My last question is an accounting question about the impairment test of goodwill. Your
market cap is currently below the IFRS book value and you have to do an impairment
test basically. How does this work? Do you have to do the impairment test at the end of
Q2 if the market cap stays like this or would that be an end-of-year item? How does that
work?
Mr. Germyns: I suggest that I take the third question and Evert will answer the other
questions.
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Mr. Kooistra: Let me start with the mortgages and the EUR 500 million. This is not going
to happen unless the production by our partner speeds up significantly but they had a
slower than expected start. We are investigating possibilities to accelerate, either the
production or we are looking at alternatives. So, buying mortgages could also be an
option. We need to see how production goes in the second quarter.
Then your question regarding marketing. The marketing expenses were EUR 4 million in
the first quarter and banking levies for the year are estimated at EUR 1.7 million. One
quarter of that we have taken up as costs in Q1.
Then your question regarding accounting: yes, you need to do an impairment test at
least once a year. We normally do that in the second half of the year in preparation of
closing the books at the end of the year. One of the things you look at is your share
price. If your share price is on or below the book value for a long time, your discussion
on the accounting side becomes a bit tougher. But we have a lot of headroom in the
goodwill, as reported last year in the impairment test. But it is an indicator. If the total
value of your company is lower than the calculated value of your cash generating unit on
which you do the impairment test, you get a discussion on what should be the right
number. So, a low share price is not going to help us. But for the time being, we have
seen a share price on or below the book value in Q1. It recovered during the first quarter
and now, we are above book value again. We need to see how that develops.
Cor Kluis – Rabobank: If the share price remains at this level for the rest of the quarter
there should not be an impairment at the end of Q2. You can also […] later in the year
you have some room in the goodwill?
Mr. Kooistra: You need to look at this over a longer period of time, so it is not an
incident that if your share price drops suddenly due to the emotions in the market that
you need to do an impairment right away. But if for a long time your share price stays
that low, you get all kinds of technicalities around your accounting. For the solvency of
the bank it is already deducted, so the goodwill is already impaired. So, it will not impact
our solvency numbers.
Does that answer your question, Cor?
Cor Kluis – Rabobank: Absolutely.
Mr. Germyns: Then regarding your question about Q2: what we see is that the trading
volumes are more or less in line with what we saw in the month of March. This means
that for Q2 it is not so special but regarding the fact that in Q1 the trading volumes were
very low for the time of the year especially related to the beginning of the year and to
what happened in Asia. Q2 also started relatively low, so it is more or less in line. We do
not see a significant change in Q2 regarding Q1 on the activity.
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Cor Kluis – Rabobank: Thank you.



Albert Ploegh – ING Bank

Good morning, a few questions from my end. Thanks for sharing the three phases that
you plan to go through for the repositioning of BinckBank. I have a question on what we
therefore should expect, especially over 2016 and 2017 that you basically earmarked to
make the necessary investments in products and services. I think you basically
mentioned before that you do not foresee a lot of expenses as a result of these projects.
Can you confirm that and can you help us a little bit with what your best estimate right
now is for the cost base outlook for 2016 and 2017? That would be helpful.
My second question is related to that. I think you mentioned, of course if everything
goes successfully, that you might return to historic profit levels. Could you give a bit of
colour on what you mean by ‘historic levels’? I know the peak has been EUR 78 million,
which clearly is quite far away currently, but can you maybe give somewhat feeling for
that?
My third question is on Alex Asset Management. You also mentioned that you are a bit
disappointed by the inflows but of course Q1 was quite challenging, given the market.
Can you give some colour on what you see happening in April, especially as the market
sentiment has turned a bit more positive, and whether you see an acceleration of the
inflows?
Mr. Germyns: Maybe I can start with the answers. If necessary, Evert can pick in
whenever he wants. First of all, the three phases. As you said, we gave you some more
colour on the three phases. 2016 and 2017 will be years for us internally of a lot of
investing. That means a lot of investing effort and not necessarily in euros. It means that
we will give extremely focus, with all our IT- teams, with all our marketing teams and
internal departments on developing the three tracks. As we said in the past, we do not
foresee a lot of expenses. It is not that it will cost us tens of millions to do the
investments. This is also why in the presentation when we talked about the propositions
we marked it under the cost and benefits paragraph for every track. It is mainly related
to the fact that everybody should keep their focus on the developing the IT-platform and
teaching internally how it works in the UX-environment system but those are the normal
cost, the normal personal and IT costs like we saw in the past. So, it is not that we have
to run a big program with extra cost. No, it is about focus and it is about determination.
Everybody should work on those same tracks.
The costs will mainly be in 2018 or 2017. Once you have the products you will put a lot
of marketing effort in them. This means that it gives you a sort of lever on which you can
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push harder to see if it is possible or slow down when it is necessary. So, it is mainly
regarding the marketing efforts. For all three these are maybe the biggest cost.
Albert Ploegh – ING Bank: I have a follow-up question on that. In the presentation you
mentioned for wealth management robo-advising and also potential partnerships with
some ETF-insurers, some quality names. Can you give us a little bit of a feeling on where
these projects stand or are you basically selecting producers or does that phase still
have to start? Can we get a bit of a feeling for that as well?
Mr. Germyns: That phase still has to start because first of all you have to work on the
engine. Once you have the engine, then it is about putting the good products in it. We
have the possibility with our own ETFs, like the Think-ETFs. We also have good contacts
with guys from Blackrock and other companies as well. So, this is not the biggest
challenge in this new product line. This still has to start but first of all we are working on
the engine behind the system.
Coming back to your second question on the historic profit levels, this is exactly what we
said. If we made all our calculations on the three tracks – track it easy, trade it with
color, and save it smarter – but also in the Navigator role and when we add up the
business plans of those three tracks, keeping in mind all the investments on the
marketing level that we have to do, we are pretty confident that in a five years’
timeframe we are able to bring BinckBank as a company back to the level as in 2009. You
recall the number; it was EUR 78 million. This is exactly what we have in mind, so we are
pretty confident that we can bring the profitability of Binck back to that level in a five
years’ timeframe. If you see what is happening with the share price of Binck, you see
that the market cap is almost equal and maybe today lower than the book price.
Therefore, we insisted that you keep also the plans and the future plans of Binck in mind
when you value the share price, because this is maybe the most important element. We
said that we should refocus on delivering the new strategy. This is what we do. We work
very hard on it but we are pretty confident that we have the ability and that we are well
positioned to deliver it to the market. Therefore, we put a lot of focus also in this
presentation on the new strategy, because this is the future of Binck.
Your third question was on Alex Asset Management. Of course, we started the first
quarter with the new campaign. We saw a slow start in the beginning. I am referring to
the number of leads. We saw by the end of the first quarter that the number of leads
doubled. As you know, it takes some time for a lead to turn into customers, so we
should now look at the conversion rates of those leads but it is a good start, and
especially after one and a half year of radio silence we think that it is not that bad. It was
well received by the customers and we see that there is interest from leads. It is a good
signal and it gives us a lot of hope for the future.
Albert Ploegh – ING Bank: Thank you very much for your explanations.
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Bénoît Pétrarque – Kepler

I have two questions. The first is on the strategy. How do you see the pricing strategy
going forward, on the two or three years’ time horizon? It looks like the strategy wants
to put some dynamism in the transaction level. At this stage, do you think you will
actually lower prices or keep prices stable?
On marketing, you are talking about putting more marketing efforts in the products in
2017. How much budget increase are you looking for in 2017 versus 2016 on marketing
expenses?
Then a follow-up question on the goodwill impairment. You […] to stay for a long time
below a certain level, say book value, before it starts to be problematic. How much will
you qualify this long-term view? Is that six months or one year? In case of a goodwill
impairment your net profit will actually become a loss, so what impact will that have on
your dividend? Your solvency is good indeed but I think the regulator nowadays wants
net profits in order for banks to pay dividend. So, a net loss will probably mean a
dividend cut. Could you confirm that?
Mr. Germyns: I will take the first two questions. Regarding the pricing strategy, of course
you know very well that companies like Bourse Directe for instance. For 2015 they had
4.7 million transactions but their net profit was EUR 2.9 million. This is what you get
when you enter into a price war when there is a run towards the zero cost per trade.
This is not going to work. I mentioned it before in my presentation. You see low-cost
brokers and discount brokers [not] focusing on generating the transactions but they
have many difficulties to generate the profit. Does it mean that we will not be looking at
lowering tariffs? When we do that it will be from a tactical point of view, so on some
products we can have it in mind to be more in line with what the market brings but it
will not be a sort of an overall price lowering, because we do not believe that this is the
right direction in which we should go. So it can be on some typical products like for
instance the pricing within Fundcoach or the pricing regarding turbos, et cetera, but
those for me are tactical approaches. We are not looking at general price reductions
because this is not going to work in the longer term. We strongly believe that by
increasing the service and by increasing the added value for the customer the tariffs we
apply are exactly in line with what a client is willing to pay for. What you see is that the
market is bringing more transparency to the tariffs. In the Netherlands there were some
articles about free trades and that free trades are not so free at all because what the
customer is not paying to the broker or maybe he pays the execution price and the […]
of the product. So more and more transparency is coming to the market. We strongly
believe that by giving good information to our customers and by offering them correct
price levels and looking for good bid/ask spreads and not throwing everything into dark
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pools, is the more sound approach to have a good relationship with our customers in the
longer term. So, from a tactical point of view maybe price reductions, yes, but only on
some products but not an overall pricing reduction.
Then for marketing, in line with our three big tracks marketing will maybe be the highest
pillar of expenses but we cannot give you some eye; at this moment it is quite hard to
give you some extra insight in it but of course when we move a bit further on launching
those products, of course we will give you more insight on what the marketing costs will
be that we should apply to acquire a good part of the market share. So, at this time I
cannot give you some extra colour on it or shed some light on it but for sure we will do
that when we approach more towards the launch of those products.
Mr. Kooistra: Then some more colour on the good will accounting. The way this works: if
your share price drops and it drops below your book value, you will hit a trigger for a
potential impairment of your goodwill. It says that you need to look at your goodwill
valuation. You need to do that once a year minimum but if you hit one of the triggers
and the share price is one of them, then you look at it and you need to come to a
conclusion. Now, for the time being we concluded that the low share price is an isolated
event but the question becomes what happens if your share price is under book value
for a long period of time. The way goodwill accounting works is that you calculate the
net present value of your cash flows of your cash generating unit and if that number is
higher than the market capitalisation of the company as a whole, you get a valuation
discussion about what is the true number. Is your cash flow the true number or is the
market valuation the true number. That is a difficult thing to assess. You need to do that
on a case-by-case basis. There is no direct horizon, whether you have to look at it at a six
months basis or a one year basis. So, we need to see at the end of the year. The
discussion on the valuation becomes tougher the longer the period of time that you are
under book value.
Then what happens if you have a goodwill impairment? You book a big loss from IFRS
profit perspective and your retained earnings reserve becomes negative. That means
that if you want to pay a dividend you need to go to the regulator and ask for approval
to pay dividend because there is no profit to pay the dividends from. The company is
very well capitalised because for solvency purposes it is already deducted but you get
less freedom to decide over your dividends yourself because the regulator comes in and
you need to pay dividends back from your capital. Alternatively there is a big agio
reserve in the company, so in such a case you could also pay dividends from other
reserves but it becomes more difficult to do. The solvency of the bank is not impacted
because for solvency purposes it is already deducted if there was impaired at first
recognition.
Bénoît Pétrarque – Kepler: So you are confident that if you will book a large loss in a
certain year that your regulator will actually approve the dividend?
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Mr. Kooistra: No, that is not what I said. I said that we need to go to the regulator to ask
for approval and then the regulator will look at the economic outlook of the company
and assess the sustainability of the profits going forward.
Bénoît Pétrarque – Kepler: Just a final question. Are you looking at the cash generating
unit of Alex on a stand-alone basis because the goodwill was related to Alex or are you
looking at just Binck Nederland because it is now fully …
Mr. Kooistra: The cash generating unit is the Netherlands, the Netherlands branch. So, it
is Binck and Alex together. That is the cash generating unit. But you can find the details
in our accounting report, in our annual report. That is disclosed there if you look at the
total cash flows of the Dutch branch.
Bénoît Pétrarque – Kepler: Thank you very much.



Marcel Hoeben – SNS Securities

Good morning. I have three questions. The first one is related to Alex, the inflow of
EUR 32 million. Could you indicate how much new customers those are?
My second question relates to the ‘save it smarter’-proposition. Recently, we saw two
new players on the Dutch market, online savings brokerage. Could you indicate whether
that will change your plans or change your strategy? My third question is on the
dividend pay-out. Your policy is 50% of adjusted net income. Are there any plans
towards changing this, towards a more nominal dividend?
Mr. Germyns: Let me take the first two questions and Evert will the third. Regarding the
Alex inflow, it is a sort of a mixed overview. What we see is that it is half-half. Half of the
new inflow is coming from new customers and half of it is from existing customers. This
means that also existing customers are confident and have a good feeling about the
product but also new inflow is coming from new acquisition, so from leads and then new
customers who put their money in the bank. So, it is a mix.
Regarding the savings brokerage. Of course, what we saw is that you have companies
like WeltSparen and Savedo. It is going in the same direction and this means that we are
not the only ones to see that there is a possibility and that there is a lot of potential in
launching a similar product to that. What you can see is that – and this is the case for […]
and Savedo – they are new players into the home market. Given the fact that Binck
already has had a reputation for 15 years and has a local presence in four big markets, it
makes us better positioned to have a good launch. A big difference in the approach they
have – I focused on it in my presentation – is that for us the first element is that we look
at the safety for the customers. With the deposit guarantee system the customers can
spread their money within multiple banks, so first of all it is a safety point. Secondly, if
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this proposition also offers them the possibility not only to have a better dispersion
within the banks but also to gather and to collect extra interest rates and interest
income, it is a second approach. This also means that we are more focusing at western
European banks and not at banks from Hungary, Bulgaria or Romania. We are looking
more at western European banks and the more stable countries. First of all, it is an
approach from the safety part and secondly, it allows the customer to gather higher
interest rates, it is a sort of a side effect. So, there is a big difference because they are
looking at working together with smaller banks that offer exciting interest rates but this
for us is a side effect. It is not the main effect. So, regarding the positioning, I think we
are well positioned because we have good presence. We have a good brand name and
people already know Binck. We have 600,000 customers plus in four countries and we
are looking more at the stability of the banks and the partner banks with which we will
want to work. But indeed, they also captured that this proposition is promising.
Mr. Kooistra: Then your question regarding the dividend pay-out. The dividend policy is
50% of the adjusted net profit. The adjusted net profit continues for another two years,
so 2016 and 2017 because after 2017 all the Alex intangibles are fully amortised and
adjusted net profit becomes equal to net profit. So, for the time being we have no plans
to change the dividend policy. It will stay as it is with one remark and that is that interim
dividends will be limited to the net profit because at these profit levels 50% of your
adjusted net profit is higher than your IFRS profit for the first half year. If you want to
pay more then you have to go to the regulator to obtain approval. That is a process that
takes a long time. But on a yearly basis, we will stick to the 50% of the adjusted net
profit because the company generates enough capital.
Marcel Hoeben – SNS Securities: Thank you.



Hans Pluijgers – Kepler Cheuvreux

I have a question on the net interest income. Could you give some feeling on the
reinvestment profile over the coming quarters? How much do you actually invest and
how do you see the reinvestment return developing in the coming quarters?
Secondly, you indicated that on the trends to the global platform on France, will save
some costs. Could you give some feeling on how much it will be in precisely when you
expect that impact to filter through?
Thirdly, also on operational cost: since Q4 you see a sequential pick-up in cost levels. Is
that a new trend? How do you see that going forward? You already indicated that in Q1
there were some one-offs with respect to higher marketing costs. Could you give us
some feeling of how you see cost levels performing in the coming quarters?
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Mr. Germyns: Let me take the second question.
Mr. Kooistra: I will start with the net interest income. Earlier I mentioned, that the
current reinvestment rates, the yield in the portfolio is expected to drop to 17 basis
points. If you look at how much money is being freed up for reinvestment on a quarterly
basis, you see that it is for Q2 around EUR 200 million, Q3 also around EUR 200 million
and Q4 around EUR 175 million. That will go against the rates in the market at that time.
What we foresee is that the rates will still be low or even lower. So, this is what we are
looking at.
Mr. Germyns: Then regarding the global platform, the European basis platform. As we
said in the past, after the migration of France, it means that now we have all retail
business on the same platform, so the Netherlands both the Binck and Alex label, but
also Belgium, France, and Italy are now on the same old Alex platform. This means that
we have the second platform beyond Binck platform. We only have the independent
asset managers still on the platform and a couple of BPO-companies. We also said for
2017 – this will be a track that we will start by the end of this year – is that we want to
migrate the independent asset managers also to the retail platform. If you know that the
BPO business is ending within Binck – we said it is not core anymore – this means that
we are phasing the BPO platform together with our BPO-partners. This means that we
think that in 2018 we can get rid of the old Binck platform. The result will be that it is
approximately what we have in mind and this is not also on the platform but also on
people related to it. You have an IT-platform but you also have other services like within
the operations department if you process corporate action. Now, we do it on two
platforms. Once you have one platform then it gives you extra advantages. I give you an
estimate of what can be the price reduction or the advantage you have. It will be
somewhere approximately EUR 4 million to EUR 5 million annually.
Mr. Kooistra: Then your question regarding operational cost. Operational cost are well
under control. They are significantly lower than last year and the year before. If you look
at the current cost base it is stable. What is variable is the marketing. We do not exactly
know how much we are going to spend on the new initiative that we will launch later
this year but as far as we can see now, costs will be somewhere in the range of
EUR 135 million to EUR 140 million, depending on the marketing of the new initiatives.
Hans Pluijgers – Kepler Cheuvreux: Thank you.

Mr. Germyns: As there are no more questions, thank you for attending this call. I wish
you a lot of wisdom in taking into consideration all the strategic plans we have for the
future. This is about the future of Binck. We are pretty confident that we have good
insights and that we are looking at the right tracks. In the coming quarters we will
deliver you proofing points of that but we are pretty confident that by rolling out this
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whole program within Rethink Binck, Redesign Binck and Relaunch Binck it gives us very
good hope that we can bring the net profit level back to where we were a couple of
years ago.
Thank you for the call. Should you have other questions, do not hesitate to contact us
afterwards. Thank you again and we will meet of course next quarter, if not before.
Thank you and have a nice day!
___
End of call
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