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At a glance
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= Tier 1 Nigerian Bank

* #2 by Customer base (6.5Million)

» #4 by Balance Sheet size (N1.74Trillion)

+ #5 by Revenue & PBT (N208Billion & N44Billion)
» #4 by Number of Branches (349 Branches)

* #2byATMs/POS (1,552 /8,480)

= Compelling 10 year growth story
* Outstanding M&A track record
» 3985% returns on every N1 invested in Access since 2002
» Local/ International DCM and ECM recognition

= Bestin Class CEO Succession plan
* Over 12 Months notice to Shareholders
» Early Regulatory approval for succession plan
» Succession seamlessly aligned to next chapter of transformation

= Leveraging scale for Performance Excellence
* Increasing share of industry profit pool
» Consistent rating upgrades from S&P, Fitch and Agusto
* Winning the low cost deposit generation game
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Investment Case aCCess »»»

. »>» > 6% GDP growth rates for Nigeria, Ghana, Zambia and Rwanda
Attractive Markets

) »»>  Significant pool of under banked and unbanked
with strong prospects

»> Preferred Investment destination for African & Multinational corporates

Clear Strategy to »> Entrenched player regarded as systematically important

become Africa’s Most »?» Value chain strategy enhanced by growth in branches and customers

Respected Bank »?» Segmentation strategy unleashes the power of service differentiation
Highly Regarded »» Renowned for recruiting and developing best in class talent

Management and Strong »> Regional leader in sustainable banking practices
Corporate Governance »> Early adopter of IFRS (2008), enviable risk ratings

Nigerian Banking »»» Scale favours Tier 1 Banks over the rest of the market
Trends favour Tier 1 »> High upside valuation potential
Players »?> Improving Metrics: Cost of Funds / Cost to Income / Cost of Risk
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Board & Management team aCcess »>

BOARD MANAGEMENT

* Group MD and CEO

Gbenga LLM,LLB Aigboje
Oyebode ¢ Board member- MTN, Chairman Okomu Oil Aig- Imoukhuede * LLB, FCIB, . _
Chairman < Decades of experience in project finance, Corporate law + Former ED, GTBank; 25years of banking experience
Dr. Ernest . Fellow, Nigerian Institute of Management, NAE Herbert Group DMD
Ndukwe « Former Executive Vice-Chairman of the (NCC) Wigwe MSc, BSc, FCA
(Independent) . Extensive Regulatory Experience Former ED, GTBank; 23 years of banking experience
Dr. Dere * PhD Pharmacy Taukeme E)éeé:ult:nC/;Dlrector, Subsidiaries
Awosika » Fellow of WAPGCP, Institute of Directors Koroye ' . . .
. . 25years of banking experience , Ex Citi
(Independent) + Highly regarded ex-public servant ) : -
b Executive Director, Investment Banking
* Chairman, Board Risk Management Committee ol fenezer MSc , BSc
Drl.sgﬂaDr:thnSOeUd « PhD, Governance and Risk Management utowose 28 years of banking experience , Ex Citi.
* ExGTbank, Ex- Chase Executive Director, Institutional Banking
« Chairman, Board Credit and Finance Committee Okey Nwuke MBA, BSc, FCA
Mrs Mosun  « BSc, FCA, FCIB 20 years of banking experience , Ex GTbank
Belo-Olusoga « Former Executive Director, GThank Obeahon Executive Director, Business Banking
* Ex GTBank, Ex Chase , Ex Coopers Ohiwerei MSc, BSc,
. . . Pioneer MD/CEO, UBA , Ghana
¢ Chairman, Governance and Remuneration Committee . .
Emmanuel . LB Over 20 years banking experience, Ex GThank
Chiejina * Former DMD at EIf Petroleum Nigeria Ltd Victor 'I\E/Iée:utBleeCDlrector, Personal Banking
Etuokwu 20 years banking experience, Ex Citi
Oritsedere ~ * Chairman, Board 'B,‘Ud't Com.mlttee Roosevelt Divisional Head, Commercial Banking
Otubu * Msc, Bsc, Accounting and Finance oob BSc. ACA
. i i in Ei i i onna '
Extensive experience in Financial Services 9 17 years of banking experience, Ex GTbank
. - LLB Dr. Gregory Chief Risk Officer
OMLsngimn » Canadian Regulatory Experience Jobome PhD, MSc, BSc
9 » Extensive banking and legal experience 20 years banking experience, Ex GTbank
« LLM, Bsc Economics Pattison Chief Compliance Officer
Dr. Tunde « Director of MTN Boleigha MSc, BSc, FC_A _ N
Folawiyo  * Extensive experience in Oil and Gas, 19 years banking experience, Ex Citi
. Chief Financial Officer
Oluseyi
Kum apéyi MBA, MSc, BSc, ACA

17 years banking experience, Ex Gtbank




10 Year Growth Story aCCess »»

2002 2007 2012

« 65™ out of 89 banks ¢ 9thout of 25 banks e 4% out of 21 banks
* 90,000 customers * 600,000 customers * 6.5 million customers
* ROE: -0.9% * ROE: 25% * ROE:18%
« ROA: -0.6% * ROA: 2.6% * ROA: 2.4%
* CIR: 93% * CIR: 62% e CIR: 61%
» Deposit: N6.5Bn * N205Bn Deposit * N1,306bn Deposit
* Assets: N11.3Bn * N409Bn Asset * N1,745bn Asset
* No risk rating * Risk Ratings: * Risk Ratings:
+ S&P: BBB « S&P: AA-
* Fitch: BBB * Fitch: A-
» Agusto: A- » Agusto: A
Market Cap: N25bn Market Cap: N342bn Market Cap: N207bn
Number of Branches: 32 Number of Branches:118 Number of Branches: 349

1st 5 year Plan 2"d 5 year Plan
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Opportunities & Game Changers aCCess »»

Growing Infrastructure Agric Sector MSME driven informal Pension/Capital markets/insurance
requirements reforms economy sector transformation
Mobility & Internet
Penetration

Population Growth/Youth/Female
Demographic

Asia to Nigeria Trade
L Flows
Opportunities
Oil and Gas Local

Dedicated sales force and
tailored offerings for SME,
Game Women, Youth and Oriental

Ch angers Customer Segments

Best in class World class structured Best in class
payment channel finance delivery correspondent banking
services capacity & settlement services
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The Next Chapter of Transformation aCCess »»

ACCESS 1, 2, 3

op 3in any chosen market segment,
on all performance metrics




Customers remain our priority
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Retail Banking '
Customer Count
298

Corporate Banking

Customer Count

674

N nm

6,904

1,380 Afflugnt
Professionals

Employees in the

Value Chain
110K
Officers Support
Inclusive Banking
4.84M Students Informal Religious | Micro SMEs

. Traders
Pensioners Leaders

* 46% of our customers are Women
* 5% of our Corporate customers are Oriental
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Transforming our Operating Model acCcess »>

Subsidiaries

Channels

Support
Functions

Retail Banking

Business Banking

business

Corporate Banking

Commercial Banking Institutional Banking Division
Division Industry Sector Groups

Public Commercial Treasur Corporate Development Financial
Sector customers Yy Finance Banking institutions
Centers of Excellence
(product / industry specialists)

Personal Banking

Private Individual
Banking Segments

Consumer Finance Unit

Branches

Private

Banking Universal Branches (multiple formats) Corporate Branches

Internet
PB Space Retail Internet

Corporate e-solutions (Access Pay, Access Trade, Access FX)

Contact Center

Retail Contact Center Corporate Contact Centre + Specialized Cells

Payments
Retail payments (Mobility, ATMs, PoS)

Multichannel Management

Social Media

Retail

Branch Operations (Segmented customer Service)
Centralized operations (as a Service Unit) Corporate Operations

Retail Credit Risk Corporate Credit Risk
Market Risk

Operational Risk
Corporate Centers (BUs partners for specific functions)

Operations

Management
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—
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Transformation Initiatives acCcess >

Key Transformation Initiatives

-
—

Customer Product Channels Pricing Relationship Mgmt.
Customer sub Deploy product and Multi-channel Automate and Product / Industry

segmentation, insight service Game distribution model and sophisticate Experts & enhance
and experiepce changers Rationalise branches, (RORAC) pricing consistent sales

\_transformation ’\ \ J \ \ method

2N

\ 9" |, HR — Increase middle management leadership capabilities )
A Risk — Risk organizational redesign, deploying Analytics, pre-classification and automate risk processes )
@ MIS — Design a robust Integrated Informational Management Architecture

y

\\\/\6 Capital Management — Transforming the ALM function (Structure, tools and enhance capabilities)

AW V.
W_‘W Strategy — Enhance core strategy function and business development function J

P Innovation — Launch “Innovation Challenge” programme and to build a sustainable innovation capability J
§‘ ' Operations — Branches as a point of sale, centralised ops as a service unit, STP digitized processes J
*.:2. Technology — Core banking renewal & value added applications (CRM, MIS DWH, ...) J

Transformation Programme PMO, Change Management and Branding Strategy



The creation of an African Powerhouse
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Today

Nigeria
Corporate Bank
Leader

2015
High Performing
Nigerian
Diversified
Banking Leader

Customer centric bank
Consolidated retail franchise

Dominant corporate bank
hitting game changers

Leader in Ghana

Technology as a competitive
advantage

2018

The World’s
Most Respected
African Bank

Multi-channel Bank

Expanded Africa-footprint in
the most attractive markets

Preferred African Bank
in UK

Industrialised global
operating model

Best in class technology
in Africa
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Becoming the World’'s Most Respected aCCess »»
African Bank

“Respect comes from giving value to people, doing well , profitability, being the gold standard,
contributing to the society”

Access has become a leading African bank, driven by the conviction that ethical behaviour is the only
way of building a strong business for the long term. We call this sustainable banking.

Our investors value our commitment to transparency and our relentless focus on performance. From
the outset, we challenged ourselves to operate to the highest global standards and to earn the trust of
the international markets.

Our people work hard, and we think we have the most highly skilled, disciplined and ethical people in
the industry. We seek out promising talent and grow them into strong professionals with the potential for
leadership.

Knowing our customers is at the heart of our business model. Working with some of the world’s
biggest companies, we grow their business by empowering their employees, suppliers and distributors.
We are giving millions of individuals the power of banking.

We want to develop the society around us, supporting local entrepreneurs and investing in
communities. As major funders of business, we use our influence to make sure companies become
more sustainable by raising their standards in this area.

By being a flag-bearer for responsible business, we’re setting new standards for the industry. We
actively work with the government to create the policies which will lead to economic prosperity.

Our ambition is to be the most respected African bank by showing the world that you can do clean
business in Africa. We hope we can be part of a change, pushing for a society that functions well, and is
fair and transparent.
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Brand Proposition aCCess »»

Our brand proposition is to be the World's Most Respected African Bank by being the
change Africa needs.

Brand Promise

Access Bank will deliver sustainable success for customers, colleagues and communities
by aligning innovation, customer-focus and global standards to provide the benefits of
superior speed, service and security.

SPEED |SERVICE | SECURIEY
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Our logo evolves aCCess »»

We have evolved a simpler, more exciting
and re-energised brand
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2013
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Creating a distinctive look & feel
and a unigue experience
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