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Agenda

Business model

Recent IFRS results

Asset quality evolution

Liabilities, liquidity and capital management

Capital structure and corporate governance

Key targets
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Prudent risk-management policy

Balanced Lending and Funding policy

Servicing retail customers throughout their whole life-cycle

Servicing Corporate and SME Customers In Each Stage Of 

Business Development

Vozrozhdenie Bank - a Community Bank built on strong 
relationships with SMEs and individual customers

Vozrozhdenie Bank

strategyé

é 169  Offices

é 702 ATMs

é 20 Regions

Focus On Core Banking Products

éserviceé
é 1 500 000 Retail Clientsé

é 56 000 Corporate and SME Clientsé

éviaé

é 6 108 employees

Increasing efficiency in service delivery
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Distribution network

Moscow region is a home territory with 

historically strong market position

Twenty regions of presence. 

Focus on the most attractive 

South and North-West

Branches Sub branches Retail offices

37 41 28 106

Total

As of 21.06.2010

434 ATMs ïevery town is under coverage

Branches Sub 
branches

Retail 
offices

18 38 6 63

Total

268 ATMs

Representative 
offices

1
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Basic information & position in Russian banking system

** RBC most recent rankings

Key Figures, RUB

Assets

Loans

Customer Funds

Net Income

Shareholders equity

Retail Clients

Corporate Clients

Headcount

Offices

ATMs

148,217 mln 

85,387 mln 

119,256 mln

97 mln

16,395 mln 

1,500,000

56,000

6,108

169

702

Loans to SMEs 4

12

19/15

26

9

Volume of retail deposits

Branches/ ATMs

Net Assets

Bank cards emitted

Rankings**

Corporate loans 20
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TNS loyalty survey

Loyalty index equals top 10% of major                                  

International banks 

94% of our clients are ready to recommend us

Market recognition

Credit ratings

Ba3/D-/NP, negative

B+/ruA+, stable

MICEX Financial Index, 

RTS-2

A2 MICEX

Moodyôs

Standard&Poorôs

Included in indexes

Listing

Aa3.ru

Ba3

7

10

13

16

19

22

25

01.01.06 01.09.06 01.05.07 01.01.08 01.09.08 01.05.09

S&P

B+

S&P

international

S&P

national scale

ruA+

Listing

IPSOS survey

85% of respondents in our regions know us

High recognition of brand
Aaa

Aa

A

Baa

Ba

B

Caa

AAA

AA

A

BBB

BB

B

CCC

Moody's Interfax

Moody's

Moody's

BrandFinance Banking 500 survey

V-bank ranks 363 among worldôs most 

valuable banking brands with brand value 

of $212 million
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Business model
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Personal bank for                              

corporate and retail customers

Retail customers

Servicing throughout their whole life-cycle

Corporate clients

Servicing on each stage of business 

development

Focus on core banking 

products

Balanced Credit and 

Resource policies

Market strategy

Payrolls combine retail and 

corporate segments

Customer acquisition

Expansion of branches and 

ATMs network

Growth of individual depositors 

and borrowers number
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36% 35% 36% 34%
38%

64%
65% 64% 66%

62%

3 617
3 225 3 074 3 079

2 344

Q1 2009 Q2 2009 Q3 2009 Q4 2009 Q1 2010

Non-interest income
Net interest income

81 81 78 81 82

18 17 16
14 14

99
98 94 95 95

Q1 2009 Q2 2009 Q3 2009 Q4 2009 Q1 2010

Retail loans
Corporate loans

Business model 

- Customer oriented organic growth

- Conservative balance sheet

- Primarily deposit funded

- Focused network expansion

- Increasing efficiency in service delivery

Note: all loans are gross loans

RUB bln

Loan portfolio developmenté

RUB bln

14%

86%

é funded by customer accounts

59 63 62
74 82

31
33 33

39
3790

96 95

113
119

Q1 2009 Q2 2009 Q3 2009 Q4 2009 Q1 2010

Interest-bearing Deposits
Interest-free Current accounts

RUB bln

é gives  strong non-interest incomeBusiness based on relationshipsé

31%

69%




