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Key takeaways in Q2 2021

The Bank delivers outstanding results which are well above market expectations

After a good Q1 the Bank again
demonstrates the ability to
successfully navigate through
challenges in the economic
environment

Significant milestone in reducing
assets held for sale

Strong balance sheet and
dividend capacity

Market momentum
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The best quarter in 6 years with ROE of 16.3%, well above the 10.0% target
Solid core income growth of 10.5% from the same quarter in 2020
Improved operating efficiency as OPEX remain stable from last year
Very strong operational milestones:
71 SOPRA core system fully implemented which opens up for further efficiency going forward

7 Stock and fund trading app solution launched and an extensive integration project with
Vordur commenced

Valitor sold for USD 100 million (subject to regulatory approval). If the sale is not completed due to the
failure to obtain regulatory approval, the risk is borne by the buyer, applicable until the end of 2023

In accordance with IFRS the approx. ISK 3.5 billion net profit from the sale is only accounted for after
conditions precedent are met

ISK 2.9 hillion dividend and ISK 14.9 billion in share buy-backs finalized in 6M 2021
Capital ratios among highest in Europe and Leverage ratio significantly stronger than European peers
ISK 42 billion of surplus capital in addition to ISK 15 billion in foreseeable dividends and buy-backs

ISK 4 billion share buy-back program will commence from July 29, representing 50% of the authorization
from the Central Bank

Positive share price performance in Q2, outperforming OMX Iceland and large & mid-cap Nordic peers
Number of shareholders grew from 8,250 to 9,700 during the quarter
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Economic rebound has started but uncertainty persists due to recent increase in Covid infections

The Central Bank of Iceland hiked interest rates by 25bp in the second quarter

GDP growth (EU average in brackets) Key interest rates (seven-day term deposit rate) Mortgage market activity (turnover ISK millions and number of
new contracts)
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Sources: Covid.is, University of Oxford, Keflavik Airport, Central Bank of Iceland, Statistics Iceland, Arion Bank '



Recent operational milestones

Sale of Valitor to Rapyd for USD 100 Strong activity in Corporate & Investment
million T subject to regulatory approval banking and Capital Markets
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Stock and fund trading app solution SOPRA core system went live in April
launched in July

Sopra Banking
” Software




Implementing the bancassurance model with subsidiary Vordur to
leverage attractive customer segments

The objective is to increase market share in insurance

Drivers for bancassurance from Drivers for bancassurance from an ﬂ
t he BankOos perspecti ve Insurerperspective "
A Fee income A Reduced distribution cost compared with the
agency channel
A Better customer retention through Life R
insurance (typically long term) AIncreased market share
A Cross selling opportunities ACross selling opportunities from a
transactional business (e.g. mortgages, loans
AIncreased cost effectiveness and (e = )
economies of scale (e.g. resulting from the A Enlarged customer base
more effective use of the branch network) B GG TE

A Diversification of profits and risks
Yo
Lt

Drivers for bancassurance from a Customer perspective

S The Bancassurance Value Proposition is very attractive:
A One stop shopping a broad range of financial and protection products under a strong brand
A Lower costs extension of the existing relationship with her/his bank.

A Extension of the digital channels i insurance, bothnon-l i f e and |ife, also available in the
and all insurances applied for and approved by e-signing.



