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Disclaimer

These presentations of speakers, recordings and
broadcasts of speeches, as well as additional
materials related to the Investor Day: Strategy
2023 (hereinafter — Presentation) have been
prepared by Sberbank of Russia (the “Bank”) and
has not been independently verified. This
presentation does not constitute or form part or
all of, and should not be construed as, any offer
of, or any invitation to sell or issue, or any
solicitation of any offer to purchase, subscribe for,
underwrite  or  otherwise acquire, or a
recommendation regarding, any shares or other
securities representing shares in, or any other
securities of the Bank, or any member of the
Bank’s group, nor shall it or any part of it nor the
fact of its presentation or distribution form the
basis of, or be relied on in connection with, any
contract or any commitment whatsoever or any
investment decision. The information in this
presentation is confidential and is being provided
to you solely for your information and may not be
reproduced, retransmitted or further distributed
to any other person or published, in whole or in
part, for any purpose. This presentation is only
being distributed to and is only directed at (A)
persons in member states of the European
Economic Area (other than the United Kingdom)
who are “gualified investors” within the meaning
of Article 2(T)(e) of Directive 2003/71/EC (as
amended and together with any applicable
implementing measures in that member state, the
“Prospectus Directive”) (“Qualified Investors™); (B)
in the United Kingdom, Qualified Investors who

are investment professionals falling within Article
19(5) of the Financial Services and Markets Act
2000 (Financial Promotion) Order 2005 (the
“Order”) and/or high net worth companies, and
other persons to whom it may lawfully be
communicated, falling within Article 49(2)(a) to (d)
of the Order; and (C) such other persons as to
whom this presentation may be lawfully
distributed and directed under applicable laws (all
such persons in (A) to (C) above together being
referred to as “relevant persons”). The shares, or
other securities representing shares, are only
available to, and any invitation, offer or agreement
to subscribe, purchase or otherwise acquire such
securities will be engaged in only with, relevant
persons. Any person who is not a relevant person
should not act or rely on this presentation or any
of its contents. The Information in this
presentation or in oral statements of the
management of the Bank may include forward-
looking statements. Forward-looking statements
include all matters that are not historical facts,
statements regarding the Bank’s intentions,
beliefs or current expectations concerning, among
other things, the Bank’s results of operations,
financial condition, liquidity, prospects, growth,
targets, strategies, and the industry in which the
Bank operates. By their nature, forward-looking
statements involve risks and uncertainties,
because they relate to events and depend on
circumstances that may or may not occur in the
future. The Bank cautions you that forward-
looking statements are not guarantees of

future performance and that its actual results of
operations, financial condition and liquidity and
the development of the industry in which the Bank
operates may differ materially from those made in
or suggested by the forward looking statements
contained In  this presentation or in  oral
statements of the management of the Bank. In
addition, even if the Bank’s results of operations,
financial condition and liquidity and the
development of the industry in which the Bank
operates are consistent with forward-looking
statements contained in this presentation or made
in oral statements, those results or developments
may not be indicative of results or developments
in future periods. Sherbank assumes no obligation
to publicly update or revise any forward-looking

statements, whether as a result of new
information or for any other reason. The
information and opinions contained in  this
presentation or in oral statements of the

management of the Bank are provided as at the
date of this presentation or as at the other date if
indicated and are subject to change without
notice. No reliance may be placed for any purpose
whatsoever on the information contained in this
presentation or oral statements of the
management of the Bank or on assumptions made
as to its completeness. No representation or
warranty, express or implied, is given by the Bank,
its subsidiaries or any of their respective advisers,
officers, employees or agents, as to the accuracy
of the information or opinions or for any loss
howsoever arising, directly or indirectly, from

any use of this presentation or its contents. This
presentation is not directed to, or intended for
distribution to or use by, any person or entity that
is a citizen or resident or located in any locality,
state, country or other jurisdiction where such
distribution, publication, availability or use would
be contrary to law or regulation or which would
require any registration or licensing within such
jurisdiction. By attending or reviewing this
presentation, you acknowledge and agree to be
bound by the foregoing. This document has been
prepared without the participation of Sherbank
Investment Research and is not an independent
analytical study. This document and the
information in it is not (a) an individual investment
recommendation in the meaning of the Federal
Law "On the Securities Market" dated April 22,
1996 No. 39-FZ; (b) investment advice, as defined
in the regulatory legal acts of the countries of the
European Union.
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Strategy 2020 has been executed

98+ mn retail
clients

2.7 mn corporate
clients

The leader in
digital services and
sales

Retention of
market shares

We satisfy many
client needs

Strong growth

New IT platform has
been developed
successfully, the

migration of business
has started

Reliability 99.99%

0 losses, 0 downtime

Al platform launched and
gives significant additional
revenues and cost savings

84% employees proud

to be part of Sber

Among TOp-5 IT
employers

>80% services are
mobile

100% HQ in Agile

HR-platform
launched
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We show remarkable results in client experience for both retail clients and
corporates

E /
0

DAU/MAU
4

3
app, % 3

00
oD

Active

clients, mn 18

== MAU, mn

64
2.7
47 l
/76
=l 52 > 60
Digital CSI,%
sales, %

2017 9m 2020 2017 9m 2020
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We have delivered our financial targets,
there are adjustments due to pandemic

Strategy
2020 goal

2018 2019 2020

o, ED) ED 6w
> %
Dividends,

RUB bn

1 055 In 3 years

1000

in 3 years
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Stable economic growth rate (2-3%) expected after recovery in 2021

2.5-3.5
2-3
@) c s cccccccecsccscsscsssoe
Macro -3.5-4.5
forecast, %
2020 2021 2022 2023 2024+

=— GDP (real),%
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Russian banking markets are still attractive and we aim to preserve our
market shares

CAGR 2023/20 =1 Loans Deposits

10-12% 5-7%

5-7% 8-10«%
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On the 2030 horizon, non-financial digital markets provide unique
growth opportunities

Period of active Monetization
growth - window and emergence of
of opportunity leaders

for market share

growth

Volume of total

addressable | : . ,

Financial business
market for (Operating Income
Sber, RUB trn before provisions)

2020E 2023F 2030F

10
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assistant and guide
In a rapidly changing world:

we help people, businesses
and the country to develop
sustalnably

Sber is a reliable “,




(% SBER

Vision: integrating the needs of retail clients, businesses and the country by
Sber solutions

We help our clients and the country to develop sustainably

s LJ

& SBER

Assistant and guide in a A partner for the economic We are a partner to sustain
2023 rapidly changing world growth- connecting the needs of and drive businesses

Optimizing: people, businesses and the state through:

- Money « We promote the welfare of our * increasing profits

. Time population * cutting costs

* We support SMEs . . .
« Energy protecting from risks

* We boost digitization and

o .  digitalization
transform entire industries

» We support education and
science

mplementing ESG principles for all stakeholders

Based on our Team, Platform, Al and Cybersecurity
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Integrated business model B2C2B2G

People
(B2C)

&

Retail
clients(C)
98+ mn

Country
(B2C2B2G)

Finance \,\
)

Goods D

Services j

O (AN AT D

Content \

ESG principles implementation for all stakeholders

ased on our Team, Platform, Al and Cybersecurity

Business
(B2B/G)

Businesses (B)

Government (G)

2.7+ mn
corporate clients

14
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B2C: Becoming an assistant in a changing world

Examples of products Goals
Optimizing the Fast and convenient Including non-financial plolpic
client wallet payments services into financial ones

‘Mass” investments SberPay, QR, biometrics DomClick - marketplace, Keep current

(incl. personal investment payment without card via . . . .
o7 online mortgage loans, trade-in financial
plans) digital wallet :
services
PFM - personal financial Industrial solutions Entertainment, food market share
manager (assistant) (transport and utilities) delivery, mobility, etc.
Seamless transfers to all >10 mn -

Credit potential -

expanding the client wallet EE0 GRS ~ e SeEmt SberPrime

to retirement .
subscribes

Insurance (health, car, etc.)

[SberPrime [SberProfile /[SberID /SberNBA/Ads [Sber 247
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B2C: We create cross-industrial interfaces to maximize cross-sell

Interconnection between interfaces Assistant in all interfaces
3 Online SberBank Online Develop functionality and
- create new interfaces for
S both financial and non-
QJGIS ;_5‘ financial services
(]
News E
o
E-com g:)
< Smart assistant
Others I
[ &9
o [
7ol At home Devices t \g
12 o
J
& Inacar SberAutoTech €
=
5% Offline Branches S Attracting clients for financial
o and non-financial services via
the branch network

16
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B2C: We target several key growth areas

E=] Number of retail clients, Growth areas
mn
Retail clients’ cashless Mortgage Assets under
turnover portfolio management
100+ iIncluding acquiring, card turnover RUB trn
In other banks’ POS terminals,
98 payments, P2P transfers / RUB trn
1.3x 1.3« 1.6«
>45
1.7
2020E 2023E 2020E 2023F 2020E 2023F 2020E 2023F
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B2B: Supporting and driving businesses by developing financial
and complementary non-financial services of the ecosystem

Growth partner No.1 Increasing client sales 2023
SberConnect - connecting to marketplaces Keep current
SberTarget, SberMarketing - analytics financial services
CRM+ SmartMarket market share

Cutting client costs
100+ solutions of partner companies

SberSolutions, Bizone, “Business environment”, etc. Increase market
SberCloud Integrator share In
corporate
Partner in business Industrial apps current accounts
(workspaces)
: 90% Al-based
Partner '.n Dream-lending Investments
transactions and loans
finance Payments (integration to ERP, FinLine, etc.)

/SberBusinessProfile /[SberBusinessIiD [Sber 247B2B
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B2B: Growth of clients and transactions due to ecosystem
development

Growth areas

[ Number of corporate clients, mn _.
orporace C

transaction turnover

200" |.:‘,
3+ -_-/‘\\.;‘"_IAJ‘-_/U

150+ thousand RUB trn

new clients attracted by
ecosystem

2.7

X2 potential income

from non-financial-service
client via cross-sell of
financial products

2020 2023F
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B2C2B2G: Integration of retail clients and businesses via marketplaces
and best offers aggregation

We connect We promote
businesses to retail marketplaces for
marketplaces : retail clients
Number of SKU Relta | l S;Jodvlv?c?wce
growth Surfaces
f\‘ Delivery  Pambrep/  Skko
1 O‘ 0 DoMKnuk ’:}j (% CBEP ®V[ 3 I
O caMoKaT < CBEP N EESanbE

GIS you— drive
mobun

We promote businesses
through our marketplaces
Conversion growth
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B2C2B2G: The e-commerce market in Russia is not yet mature -
this is a key opportunity in the next 3 years

The e-commerce market Development of e-commerce
in Russia is not yet mature is crucial for the country’s growth

Share of online sales,

D o
& rus 4,000 2019, % . lo¢ Cut costs for the clients and producers and
billion 28% reduce the number of intermediaries
Market size in T
Russia in 20231
15% /Zy Drive GDP growth by increasing the SME’s
share in the economy
0%
a0 ~20-30 - £ Reduce the shadow economy’s share due
Expected growth Russia  USA Asia to a transparent payment and reporting
rates by 2023 system

o £ o
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B2C2B2G: Combining needs of retail clients and corporates
based on Sbher’s financial business

Any product/ service with an
attractive price and quality

Fast and convenient delivery

The right doctor is always
available
Medical content

Prevention and healthy lifestyle
T:_ Life quality

Personalized content

Lifelong education

7

.

OGGMOKCIT GIS
SberEApteka

3p marketplace
SberConnect

- NOrMCTUKA

%, CBEP 3OPOBbE

Telemed
Medical records

SberClass
SberEducation
Staff School
Skills Content

Platform for
universities

» Access to new clients
» Business/ processes digitalization
« Marketing optimization

1=  Growth of demand/ revenue

« Utilizing infrastructure and
optimizing doctors’ time

« Access for clinics to clients

« Back office digitalization

« Digitalization of processes and
educational programs

 Educational content
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Technologies support development of new products in the
Strategy

as a Service

Platform V

as a Business

Cloud

Migration of core business to platform * Building a market leader in Cloud
Product experiment tools

Low-code - acceleration of development speed

business
Al Cloud: environment to launch Al

Reliability, including autonomous operations models from creation and testing to
Scaling ecosystem enablers implementation

Data Virtual assistant & Smart devices
Real-time processing of big data  Virtual assistants - unique client
volumes interactions (voice, text, touch, gestures)
Reducing cost of data storage » Smart devices with integrated assistant
Best-in-class recommendation systems « SmartMarket - new entry point to Sber

Infrastructure

ecosystem for any developer and business

Move to Software-Defined Everything
Increasing utilization up to world-class

levels

Cybersecurity

get state
14X cost of data

storage

TOP-2 on laaS
& PaaS market

50 mln MAU of

assistant

O rubles -

amount of losses
from cyber attacks
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To be Al-native is a crucial condition for Sber’s efficiency growth

Sber becomes Al-native

Al will have a significant impact by 2023

People Data
1600 data specialists Data factory o 4 :
(DS. DE. DA) FfflClency ~100-; Of routine
increase processes Al-based

Processes Infrastructure

Human + Al @ SBER Al Supercomputer
Self-learning (Christofari) Financial RUB .

Self-leaning Al Cloud S ~ 360 Al-driven effect

bn
R&D Models
Sber Al Lab Al Suite (development
AGI environment and tools) . .
11 Al Platforms (NLP, Al for good 100% Socially responsible Al

Graph, RegSys, etc.)
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We will continue to develop and strengthen our team

Developing the best teams that build the best ecosystem
for the country

Efficient teams Agility and culture
* Hiring the best * Culture of responsibility and
* Long-term motivation performance
» Cooperation with universities and » Effectiveness based compensation
schools » Expert tracks
* Flexible work formats
Training and development HR Tech

HR Platform
Al tools

» Personalized learning
« Educational content factory

and data
specialists

40% of vacancies
in scarce specialties
filled by internal
candidates

75% MAU of
HR-platform

85% CSI of
HR-platform
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We will drive the ESG agenda at a nation level

Ecology

Our own impact on the environment
reduction

“Green” office concept

Paper documents reduction

by 30% annually

40% - share of waste for recycling
30% - share of green energy

in total consumption

100% ESG-compliant corporate
purchases

Calculation and reduction of CO,
footprint

Social

For employees
« Equal opportunities environment,
inclusivity
« Flexible work formats
- Employee engagement retained at
the high level
« Volunteering
For clients and the country
« Small and micro business support
« Nation well-being development
by Sber’s financial and
investments services
« Healthcare and educational
technology accessibility increase

Governance

« ESG-based principles and
structure of management
« ESG-score for 100% corporate
borrowers
« Global ESG initiatives
participation
- Principles of responsible
banking
- UN Global Compact on
Sustainable Development
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We have a good basis to succeed

Successful
experience
digitizing our
business

and behavior
Trust of retail and
corporate clients to
the company that
have digitized their

payments and
banking nationwide

Largest retail
and corporate
client base

Over 98+ mn retail
clients and 2.7 mn
entities are our
clients already, and
they can be brought
onto platform

Nationwide
offline
infrastructure

~14K contact
points in most
towns and
SberLogistics for
‘last mile’ delivery

Ability to invest

Investment
resources of the
bank to create a
federal
infrastructure
(lLogistics and
fulfillment)

Perceived

as a stable

and dependable
player

Perception as a
stable and
dependable company
to attract all client
segments

Unique clients
data and
security record

Access and
protection of
transaction data and
other valuable client
data
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Key goals of Strategy 2023: financial metrics of the Group

_+ Financial service market share

1 — in case capital adequacy (CET1) requirement is met

2023

Keep current
levels

High
discipline in
cost and risk
management

28




(% SBER A~ - 2023/20

How we would have shown the Group before...

Income Expenses Risks

Net Interest Income ™~ Loans OPEX growth = COR

«

Net F&C Income N NIM
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... How we look at it now

Income Expenses Risks
Financial
Banking business ™ Loans business ~ COR 7

OPEX growth

Payment business NIM
Wealth A
management T

Risk insurance N

Non-financial N\ Non-financial
) A .

business N business OPEX
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Banking business: NIM declines...

5.4 >5.3 - guidance 2020

A 80-100 bp

Net interest
margin, %

2019 2020k 2021F 2022F 2023F 2024+

31
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... to be mitigated by balance sheet structure optimization

[=] Share of retail loans in total loan (=1 Share of current accounts in total
portfolio 7% deposits 7

2023F

2020E

48%
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Other financial businesses growth

Operating income Operating income from Operating income from

from payment wealth management, RUB bn risk insurance, RUB bn
business, RUB bn

1.3x CAGR >20% CAGR >20%
>100 >100
sse
XZ O\W canmMmoenta:

management - >> New segments:

Life insurance x1.7 Car insurance
Voluntary health
Insurance

Brokerage %2

Corporate property
Insurance

2020k 2023F 2020k 2023F 2020k 2023F
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Moderate financial business OPEX growth

Financial business CIR
Group OPEX

%
CAGR 2023/20 ‘

>
~34 ~34
. Financial business

OPEX CAGR 2023/20 I I I

2020 2021F  2022F  2023F

Stable
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Gradual decrease in CoR

Cost of Risk forecast for the Group

2.3-2.4 pp

9M 2020 2020E 2021F 2022F 2023F
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CET 1 CAR at comfortable level

il CET 1 capital adequacy ratio

_—_/_ LetTTTTA Targeted level
12.5 _

Countercyclical buffer
(currently = 0%)

Management buffer

Systemically important financial
Institution (SIFI) buffer

Capital conservation buffer

Targeted level

NN
O U

CBR limit

2019 2020  2021F  2022F  2023F 2021-2023

>12.5%
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Capital adequacy requirements are met with a sufficient margin

kil Total capital adequacy ratio

16.0 16.0%

Countercyclical buffer
(currently = 0%)
Management buffer

Systemically important financial
Institution (SIFI) buffer

Capital conservation buffer

CBR limit

2019 2020  2021F  2022F  2023F 2021-2023
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Key goals of Strategy-2023: non-financial metrics of the Group

2023

%> Market position in e-commerce

é> SberPrime subscribers At least 10 mn

38
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Increasing share of non-financial business

Non-financial <1%

5% ~30%

business
of operating income i FInancia
before provisions business e ]

Revenue growth in key non-financial segments

E-commerce Entertainment  Healthcare E-education Cloud Cybersecurity

Growth in 3 years
(plopiciplople)
39
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Sber is a universe of useful
services for everyday life
and business operations

Always by your side
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2021 Guidance
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Sector forecast 2021

2021/
2020

o

Retail
loans

13-15%

Corporate
loans

7-9%

CXil

Retail deposits

6-8%

Corporate deposits

9-11%
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Guidance 2021

i Efficiency

Financial business Cost to Income Ratio (CIR)

Group OPEX growth

48 Profitability

NIM

Net Fees & Commissions Growth

Revenue from non-financial digital companies attributable
to Sber

Cost of Risk

ROE

B cCapital

CET 1 CAR for the Group

2021

Stable y/y
~10%

~0.5 pp decrease

vs. current guidance 2020

~10%

X2yly

140-160 bp
>17%

13.5-14%

43



