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This presentation has been prepared by Sherbank 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 not an offer of securities for sale in the United States nor shall it or any part of it form the basis of or be relied on in connection with any contract or commitment whatsoever.
The Bank has not registered and does not intend to register any shares, or other securities representing shares, in the United States or to conduct a public offering of any securities in the United
States. The shares, or other securities representing shares, may not be offered or sold in the United States except pursuant to an exemption from, or transaction not subject to, the registration
requirements of the US Securities Act of 1933, as amended.

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 “qualified investors”
within the meaning of Article 2(1)(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.

This presentation does not constitute an offer, or an invitation to make offers, sell, purchase, exchange or otherwise transfer the securities in Russia or to or for the benefit of any Russian person
or entity, and does not constitute an advertisement of the securities in Russia. Any foreign securities representing shares have not been and will not be registered in Russia or admitted to public
placement and/or public circulation in Russia. Any foreign securities representing shares are not intended for “placement” or “circulation” in Russia except as permitted by Russian law.

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.
**NOT FOR RELEASE OR DISTRIBUTION OR PUBLICATION IN WHOLE OR IN PART IN OR INTO AUSTRALIA, CANADA OR JAPAN**
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Most Noted
Achievements
in 2012
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Net Profit

RUB 347.9 bn

EPS
RUB 16.03

SPO of 7.6% of the
Bank’s shares raises
USD 5.2 bn

Access to fast-growing
Turkish banking market
through acquisition

of DenizBank

Establishment of

Sberbank Europe AG on the base
of ex-VBI platform — entrance
ticket to 7 CEE banking markets

Complementing product
range by IBGM services via
integration with Troika Dialog
and the formation of Sberbank
CiB

Foundation of joint Russian
POS finance bank with
Cetelem

New level of services through
branch reformatting and
online solutions

Cross-country rollout of Credit
Factory completed for Retalil
and SME

Centralization of IT platform
progresses on track

and will be completed

in 2015

Started developing the Bank’s
New
Strategy for beyond 2014

Sberbank Investor Day
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Sberbank’s
Strategy till 2014:*

Status of
Implementation
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Market Position Financial Targets

V] Market share of the entire Russian banking Increase after-tax profit 2.5-3.0 times
system targeted at 25-30% from 2007 levels
@ Substantial strengthening of the Bank’s Decrease cost-income ratio to 40% (under
competitive position in the majority Russian Accounting Standards)

of products )
Sustain ROE above 20%

@ Maintain current market position in the )
retail deposits market Achieve headcount of

200 000 - 220 000 employees

Qualitative Indicators

Receive 5-7% of net income from
international operations, mainly in the CIS

@ Leading skills and capabilities on
the market (client relationships,
risks, SPS (Sberbank Production System),

efficiency gains) Target market share of >5% in Ukraine,
Kazakhstan and Belarus
& Strong corporate culture
> - Build a foothold in Chinese
@ Highly qualified employees and Indian markets
@ Effective and reliable systems and processes Entrance to CEE market
& Strong brand and loyal customers

* Approved by the Supervisory Board on 21 October 2008

%

O¢ ©

International Markets

=~

¢ ¢ ¢
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Targets Achievements

— New customer segmentation and service models introduced
— Customer service quality index 93% (retail)

— New product lines developed & introduced

— Loan underwriting optimized

Sberbank’s
Strategy till 2014

— IT platform centralization on the way
— Risk function enhanced & centralized
— Centralization and streamlining of support functions in progress

Status of
Implementation

— SPS implemented across retail network, productivity growth 30%

— New approach to work in branch offices: flexible schedules, ‘universal’
tellers, active sales, etc.

— Ongoing improvement projects launched in various functional areas: IT,
HR, Legal, Property Department, etc.

— Present in 20 countries (Group), foothold in India and China, promising
start in CEE & Turkey

— International assets >12% of the Group’s total assets (2012)

— Motivation based on comprehensive performance evaluation
— Career & Personal development planning introduced
— Corporate University launched

% SBERBANK
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Russia remains main home market
Russian market will grow further but at a slower pace

Strategic Competition is intensifying

assumptions _ _ .
Profound changes in customer behaviour and competitive landscape

driven by technology

Our advantages: We strive for:
— strong brand — depth of client relationships
— customer franchise — cost efficiency
— network breadthand — improvement in key management systems
capillarity and processes
— solid financing — building IT as a source of future competitive
advantage

% SBERBANK — effective integration of new assets
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Client Maximum Distinctive HR model
ownership simplification and management
development process

Key Elements
of the Business
Model beyond

2014 Financial Objectives
New Strategy
20142018
Cost Significant technology World class mature
efficiency investment organizational

processes and systems

% SBERBANK
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"Client
Ownership"

as a New Source
of Growth

Corporate
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We strive

to become:

— The service provider of choice for our customers
— Focus on depth and continuity of client relationships
— Building a reliable and convenient customer experience

Sherbank Market Share*, % Micro Small Medium Large Largest TOTAL
NUmberclients | b O 5
Share not

Wallet share L 36 L 26 N/A o
é Credit portfolio h 24 ] 13 h 26 h 24 - 42 - 32
> .

R h 26 l 13 h 14 l 7 h 12 h 14

> current accounts

Micro & Small Corp
High growth opportunities
through client acquisition

Medium & Large Corp
a lot of relationships but low
wallet share

CIB Customers
client base potential not
fully exploited

— Acquire new clients through current account opening or
granting a loan
— Develop high-quality (reliable, fast, functional) transaction platform

— Install reliable and functional transaction platform

— Offer sophisticated products for larger customers, more speedy service
for medium ones

— Focus on cross-selling

— Implement integrated coverage model

— Employ proactive cross-selling approach supported by robust account planning

— Introduce holistic pricing, develop client analysis tools and step up marketing
initiatives

*Source: Sberbank’s internal assessment
Sberbank Investor Day
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- — The service provider of choice for our customers
We strive p

— Focus on depth and continuity of client relationships

to become: — Building a reliable and convenient customer experience
Challenges Possible solutions Sberbank’s market share, %
"C“ent Over 110 million clients — Develop deep understanding of mRevenue pool
Many with limited activity customer financial needs and abilities wNumber of clients, active

]| “Wallet share” to be improved through intensive data mining VIP
OwnerShIp — Improve client relationship via 30
“anchor” product offering, strengthened by 53

aS a. neW Source customized solutions

f Wth Cost efficiency for — Reduce servicing costs by cutting manual af%aeist 14,4
0 gro mass segment transactions, gradual move toward “cash- 25
free environment”, minimizing operational
errors

Retalil — Well-trained sales force from Mass
ex-operational staff

Gaining momentum in cross-sell*

M nactive B 1 Product per client B 2 products per client M 3 products per client

R

*e .
. .
.........

\\%' SBERBANK Mass Mass affluent — Premier VIP - Sberbank First

By your side *Source: Sberbank’s internal assessment, based on selected pool of data
Sberbank Investor Day 3rd and 4 April 2013 Page 9



Systematic efforts to decrease Cost-to-income ratio

to 40-45% by 2018. We have started:

COSt eﬁICIenCy as De\/elopment of for cost optimization applying comprehensive set of levers e.g.
a source Of long-term strategy = optimization of regional network structure,

. . * improved real-estate management,
pl’ofltablllty = efficient branch reformatting,

= “digitalization”,
= centralization and streamlining of support functions, etc.
Building effective cost = improved processes

management system * increased responsibility
* transparency & control

Optimization of for service & equipment categories to significantly improve
sourcing strategies purchasing spend

Program targets embedded in motivation system

% SBERBANK
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Next phase in strategic cost management: positive “jaws”,

new cost management framework

=== Nominal cost growth

More sophisticated

NS
\\\
approach to : | . Yo d5oh
.. 3
cost efficiency £ .
e
[
@
o
O _|
2007 2008 2009 2010 2011 2012 2013 2014 2015-2018
Radical “obvi “Broad front” - -
costel strategic investmer Rationing and prioritisation
Staff cuts: 40 000 Retail “lending factory” People Harmonise rate of spend with
Back office consolidation Branches pace of income growth
Process optimisations IT More sophisticated prioritisation
(SPS) Processes Bl

Fully loaded cost basis for greater
control by front line businesses

Greater leverage of economies
of scale

% SBERBANK
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‘ Creating shareholder value throdg_h '

continuing Innovation
What is next?

— Sberbank has strong potential to develop a culture that
exceeds client expectations repeatedly

— This is a long term goal for our management team
— We will know that the goal is achieved once Sberbank

becomes capable of continuing to successfully reinvent itself
regardless of who is at the helm.

% SBERBANK
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Summary of 2012 Financial Results

Macroeconomic Environment in Russia in 2013: Sberbank’s Budget

Table of Contents ~ Assumptions
Net Interest Margin

Credit Quality and Provisioning

Fees and Other Non-Interest Income

Costs:  General Highlights
Personnel Costs
IT Costs

Modernization of Branch Network

Capital Adequacy

Summary Guidance for 2013
& SBERBANK
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Net Profit

RUB 347.9 bn

2012
Financial Results
Summary

Cost of Risk

EPS

RUB 16.03

\ -
\ -
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Russian Banking Sector

2011 2012
Banking sector assets growth 23.1% 18.9%
Macroeconomic Corporate lending growth 26.6% 13.7%
Environment in Retail lending growth 35.9% 39.4%
Russia in 2013 Retail deposits growth 20.9% 20.0%
Sberbank’s Budget
Assumptions

GDP Growth

Inflation 6.1% 6.6%
Urals ($/barrel) 109 111
RUB/USD Exchange rate 29.4 31.1
Budget Balance (% of GDP) 0.8% -0.0%

% SBERBANK
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Net Interest Margin Dynamics (%)

e \ic|ld ON earning assets e Net interest margin e Cost of funds

12,6%

\10,6% 9.7% 9,9%
Net Interest Margin 7.8%* o -0,

———

6,1%
59-6.1%

3,6%
4.7%* 4.1%

5.3%*

2009 2010 2011 2012 2013*

* Deposit Insurance System costs included

Net Interest Income Share in Operating Net Interest Income (RUB bn)
Income (%
(%) 1.9% +17-18%

== Net Interest Income share in operating income before provisions 704.8 7/[/”/

_-20'\2\ A

561,0

77.1%
’ 76.2% 76.5% 489,7 4791

/%

73.7% S 73-75%
S

S

Z//Z
7
2009 2010 2011 2012 2013 2009 2010 2011 2012 2013*

\\%' SB ERBANK Sources: Sberbank operating statistics for the respective periods

By your side
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NPL Dynamics (RUB bn)

i NPL corporate s NPL retail == NPL coverage ratio

1.3x 1.6x 1.6x 1-61X_ _______
. . 405 398 353
Credit Quality and
Provisioning
2009 2010 2011 2012 2013*
Cost of Risk Dynamics (%) NPL Ratio Dynamics (%)
e NPL ratio - corporate loans e NPL ratio — retail loans
7,3%
9,5%
8,2%
4,6% L
1070 4,1%
WA)
- en an o=
3,1%
2009 2010 2011 2012 2013* 2009 2010 2011 2012 2013*

% SBERBANK
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Fees and
other Non-Interest
Incomes
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Fee Income Dynamics (RUB bn)

mPlastic cards operations

mCash and settlement transactions with individuals
Cash and settlement transactions with legal entities
Agent commissions on selling insurance contracts

mGuarantees issued 130.9

105.7

9.4
"~ 06 40,6
36,9
2009 2010

IBGM- Additional Source of Non-
Interest Income, 2012

97% - client driven business

+21.5-22.5%

3%
A

TB%1% e

3%

13%

m Client Brokerage Equity
= Client Brokerage FICC
® Proprietary
Investment Banking
Merchant Banking
B Asset Management
m Private Banking

Sberbank Investor Day

3 and 4™ April 2013
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Operational Jaws Dynamics (%)

=== _(Operating income growth e (Operating expenses growth

45.7%

Costs —
General Highlights

2009 2010 2011 2012 2013*

Regional Average Cost-to-Income Ratios

2012
Region Average CIR
Africa 49.9%
Asia-Pacific 50.9%
CEE 56.2%
C&S America 55.3%
Western Europe 59.0%
Middle East 39.7%
North America 64.6%

Source: www.thebankerdatabase.com

% SBERBANK

Operating Expenses Structure, 2012

Telecommunication
expenses

Taxes other than on
income
Administrative
expenses

Other operating costs

Staff costs

Depreciation
of premises
& equipment

Operating leases,
repairs and
maintenance of
premises & equipment

Total: RUB 451.4 bn

Dynamics of Cost Metrics (%)
M C/I Ratio
4.4%

0,
R 31% 3.4% 6% 35%

2007 2008 2009 2010 2011 2012

Cost/Assets Ratio

By your side
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Personnel
Costs
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25-Grades and KPI-based Motivation System
Variable Part is ~38% of all Staff Costs
wBase salary

wQuarterly bonus  mAnnual bonus

1-8gr 9-11gr 12-14gr 15-17gr

Variable
part

Headcount Structure

M Actual headcount, Sberbank W Actual headcount, subsidiaries

Headcount Breakdown by Business Function

IT

Risk Management
Back office

Middle Office

Administrative

Distressed assets !

Retail banking

Corporate banking

Staff Costs Structure (RUB bn)

266.2 286.0 Il Sberbank Standalone MM Subsidiaries
252 Q 245.8
” H " ”
'i ]
2011 2012 2011 2012
Sberbank Investor Day 3rd and 4 April 2013
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IT OPEX Structure 2012 (RUB bn) Percentage of IT Expenses

Il Sberbank Standalone I Other Russian banks

M Other
0
B Hardware support & maintenance 9,8% 10,2%
S 8,4%
B Consulting & Development 6,5%
IT Costs m g
Low value equipment N 4.6%
S0
B Telecom
B Network Channels
B Software
2012 % of Rev % of OpEXx
The Dynamics of IT OPEX and Comparison of the IT Budget in 2011
CAPEX (RUB bn) With Leading International Banks
(% of Rev)

1 OPEX mCAPEX 7,3% 7,4%
61% 61% 63% 63% 65%

2009 2010 2011 2012 2013* C6epbaHk BBVA Santander BNP P Credit Agr Deutsche Uni Credit ISP Group

\\%' SB ERBANK Sources: Sberbank’s Standalone, Management accounts

By your side
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Modernization of
Branch Network
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Efficiency of
new-format
Branches has
increased several
times over

Branch Reformatting Budget

# of branches under

836 units
244 th sg.m.

“work in progress”
Completed

Total RUB
(CapEx+Opex) 24.6 bn

Reformatting Schedule

Jan 2011

cross-country

Branch Reformatting Project launched:

Branch Network
Reformatting Program

Jan 2016  Project completion

~7 700 branches

1718

~7 700 Branches to be reformatted across Russia
4+ 4+ employees per branch as cut-off in a 8751 = 16401645
selecting priority branches for reformatting
33% Of branches relocated as a result of 872
geo-marketing studies
~1.5-3.0x Increase in volumes of various transactions
in newly reformatted branches l v
2 Z
50K+ Population of cities throughout Russia where

2012 2013 (F)

2724 2 264
1 875 units 1 577 units
621 th sg.m. 630 th sq.m.
RUB RUB
54.0 bn 50-60 bn

Geo-marketing is applied

2010 2011 2012 2013 2014 2015

WAID L DAL r\

Sberbank Investor Day
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Basel | Capital adequacy ratio, IFRS
B Tier1 M Tier2
18.1%

16.8%
6.6% . 13 1 13 3%

7

N

\\

\\\

Capital Adequacy

2013*

Key Change Factors of CBR N1 Capital Adequacy Ratio in 2013

CAR 1/1/2013 Net Profit 2013 Dividends RWA Growth Basel 3 Other Factors CAR 1/1/2014
Implementation

% SBERBANK
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Summary
Guidance

Sberbank Group
for 2013
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Net Profit (RUB bin)
315,9 347.9

181,6
24 -

2009 2010 2011 2012

Loan Growth (%)
35,4%

13,7%
3,1%
—

2009 2010 2011 2012
NIM (%)

7,6%

6,4% 6,4%

2009 2010 2011 2012

C/I Ratio (%)

34.0% 40.9%  46,4% 49,0%
,J70 !

2009 2010 2011 2012

©p
P J
>

ROE (%)

= i

2009 2010 2011 2012

Deposit Growth (%)
22 2% 28,3%

13,4% 19.3% u
4%

2009 2010 2011 2012

CoR (bps)
730

260
- 0

2009 2010 2011 2012

Sberbank Investor Day 3rd and 4 April 2013
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Corporate
and Investment
Block

.\% SBERBANK
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Targets Achievements

@ Establish unique client interaction — Developed a range of competitive product lines

model and
product distribution for corporate
clients

— New loan underwriting process enabled substantial
reduction in time-to-decision and increased number of

applications processed

& Differentiate client interaction

model and product distribution by — lilisgEier

with Troika Dialog created a powerful

key segments: large, medium and ClE BT
small size enterprises — Prime ranking positions in DCM , M&A and ECM
(4@ Develop customized — New underwriting processes launched for micro and small
product solutions businesses (Credit Factory, Credit Conveyor),
as well as products (Business Environment,

@) Ortimize support processes Business Start)

and technologies

Opportunities

Full roll-out of sales, planning and control
functions of client managers, particularly for the
segment of SME businesses

Significant increase in non-interest income from
corporate clients

Sberbank Investor Day 3 and 4™ April 2013
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Corporate
Business

Clients’
Market Share

% SBERBANK
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Sberbank's Share of the Corporate Lending Market by Segment (%)

W Sberbank [ Rest of market

2011 2012 2011 2012 2011 2012 2011 2012

Largest Large Medium Small

Sources: Sberbank operating statistics for the respective periods

Sberbank Investor Day 3rd and 4 April 2013 Page 28



Corporate
Business

Loan Portfolio

by Business Sizes
(Sberbank Standalone
vs. Group)

% SBERBANK
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Sberbank Standalone:
Loan Portfolio by Size of Borrowers

59% Largest

22% Large

Sberbank Group:
Loan Portfolio
by Size of Borrowers

51% Largest 24% Large

Annual Revenues

Annual Revenues

(million, RUB) Over 15 000 (million, RUB) 2500 -15000

Number of Customers Over 3 100 Number of Customers Over 8 500

13% Medium 6% Small Micro

Annual Revenues Annual Revenues 60 up to

(million, RUB) 4002500 (million, RUB) — 400 60
Number of

Number of Customers ~ 26 000 ~ 1000 000
Customers

Sources: Sberbank operating statistics for the respective periods

17% Medium 9% Small

Sources: Sberbank 2012 IFRS annual report

Sberbank Investor Day
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Corporate Loans (RUB bn)
Sberbank’s Share of The Market

M Sberbank Rest of market

33,4% e
Corporate . V\%w
Business

20917
19 605 20 376
Loan Portfolio Dynamics ~ *°%%* 4%
and
Sector Composition oo
12339 12301 13 087

Dec-11 Mar-12 Jun-12 Sep-12 Dec-12

Sources: Sberbank operating statistics for the respective periods

% SBERBANK

Corporate Loan Portfolio
Structure by Sector

B Transport/aviation/
space industry/telecom

B Services

M Trade
B Construction
Energy/oil & gas/

metallurgy B Food & agriculture

B Other

Machine building

Sources: Sberbank 2012 IFRS annual report

By your side
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Product Group: Business High-quality loan book: NPL 1.3% as of Jan 1, 2013

s Balance of debt (RUB Bn) New Products:
e Number of credit contracts, (‘000)

- Business Project - Business Guarantee
+74% 88 94 - Business Overdraft - Business Start
81
70 Business Start
61 250
Sma" and 2 mCumulative Issues (RUB mn)
Micro Business
2 2 9
Products m
g 1\ g 1\
Dec-11  Mar-12  Jun-12  Sep-12  Dec-12 @'b" & Q@ S 50 vgg c)ef? 00 éo 0?5’
Loans
Product Group: Doveriye : “Delovaya Sreda” — Business
mmmmm Outstanding balance (RUB bn) EnVironment TeChnOIOgy
@ N\ umber of loan issues, ('000) 147 :
121 :
94 29 465 280
48 66 : Unique Users Unique Users
392 ) 29 119
Registered Users Registered Users
as of August 2012 as of December 2012
. (product launch)
\\%' SBERBANK Soula:(:g %k%erbankllﬂpzr;%rwzg; statlsl‘?c%rf]orltge respesct(i/e ;;Le%ods pec-dz

By your side
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Large Clients
Sberbank’s Share in Each Risk Segment vs. Market

Large and I -
Medium-Sized L e
BUSInesseS Low (1-11) Medium (12-15) Increased (16-18) High (19-26)

Risk segments

Credit Quality: E)_(posure Medium-Sized Clients
Breakdown by Risk Sberbank’s Share in Each Risk Segment vs. Market

Segment

Low (1-11) Medium (12-15) Increased (16-18) High (19-26)

Risk segments

Market Structure
by Risk Profile

M Low M Medium Increased M High

%

Market Structure
by Risk Profile

M Low M Medium Increased M High

Sources: SPARK Database for 2010-11. Internal risk assessment methodology

% SBERBANK
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NPL in Total Corporate Portfolio

s Total corporate NPLs, (RUB bn) e=s= NPL in total corporate loan portfolio, (%)

3,6% 3, 7%
0 0
3,3% 3,3% 3.0%
Corporate
Credlt Quallty Dec-11 Mar-12 Jun-12 Sep-12 Dec-12
Renegotla‘ted Loans Source: Sherbank (standalone) quarterly 2012 IFRS
Total Restructured Loans and NPL Ratio (Included in Total NPL)
s Total restructured loans, (RUB bn) e NPL share in restructured loans, (%)
7,9%
7.0% ’ 7,4% 7,6% 7,4%

a—

nek.11 map.12 WIOH. 12 ceH.12 nek.12

\\%' SB ERBAN K Source: Sherbank (standalone) quarterly 2012 IFRS

By your side
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Investment Business — Creation of Sberbank CIB and introduction of the unified brand

Results — 950 people work in CIB business units (339 in HQ, 361 in IBGM,
250 in regional banks) and 733 run support functions
Global Markets — Multinational team with an average age of 34 years

— 21 sector strategies were created

— 2 600 clients are under coverage in Russia, including IBGM
product range, and 815 abroad

— Complementing product lines with IBGM services increased client
loyalty index among largest corporate clients to 67 (from 60)

Integratlon Net Profit 2012 — IBGM remains one of the main revenue drivers; contribution to CIB
H|gh||ghts and $280 min revenues was up to 16% from 13%

Market Positioning

Investment Banking
Merchant Banking
CIB AM, Private Banking

2012 Highlights

Book- Amount Book- Deal Value > - Book- Deal Value
. Issues Share % Rank . Issues Share % Rank . Issues Share %
runner (USD Min) . runner (USD Min) runner (USD Min)

‘11 12 “12 12
1 1 VTB Capital 15595 92 19 6 1 Credit Suisse 1733 4 18
3 3 Gazprombank 8337 51 10 3 3 Morgan Stanley 1587 4 16 8 3 Deutsche Bank 15 655 14 20
8 4 Citi 5786 23 7 8 4 JPMorgan 1366 4 14 1 4 VTB Capital 9286 16 12
4 5 JPMorgan 5673 25 7 5 5 GoldmanSachs 1041 1 11 7 5 Credit Suisse 8926 12 12
Total 84 129 275 100 Total 9741 16 100 Total 76 775 2287 100
% SBERBANK Source: Dealogic as of 1 January 2013
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Management — Internal and external payments |

— Cash operations g Cash Management
— Current account opening and servicing Trade Finance and E-invoicing

— Interest on outstanding balance 8ocun:_entary Trade Fift RS

— Cash collection perations

: . Consulting
— Remote banking services

— Currency control and
Overseas operations

Transactional
Business

— Corporate cards Cash and Settlement
— Currency conversion T_ransa_ctions _With
. — Payroll projects Financial Institutions
Trade Finance — Acquiring
— Overdraft
Volume of New TF Transactions TF Portfolio
for Period (RUB bn) Balance of Active Deals for he End

of the Period (RUB bn)

510

19
—

% SBERBANK Sourcggggerbank opezrfgi%g statistics fozrct)h]élrespective pze(r?g.dzs 2013E 2009 2010 R CR clrsli=
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Banking Channels

Current and
Planned Approaches

% SBERBANK

By your side

Remote Channels Sales
2013

Sales
Service
Informing

Account y
management

Payroll Projects

ing Cash collection Cash Overdraft
transactions
Corporate Package Cash Acquiring
cards services management
Branch Network Sales
2013 9%
Sales
Service
Informing
———

Remote Channels
2015

Sales
Service
Informing

e

30%

5%

®

Branch Network

70%
2015 ’
Sales
Service
Informing ’

Sberbank Investor Day 3rd and 4 April 2013
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Revenue Structure Fees & Commission

2011 - 2012 Income Structure
&Nl mF&C wTrading wOther w Cash & settlements mBanking card operations
wTrade finance mIB
71%

69%

Revenue
Composition

L3 14%

2011 2012 2011 2012

\\%' SBERBAN K Sources: Sberbank operating statistics for the respective periods
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Retail Block

% SBERBANK

Targets

& Reduce share of manual
operations at branches
and decrease share of
cash transactions

& Develop various sales
channels for banking
products and services

Continuously improve the quality
of client services

(S

@ Introduce sales standards;
continuously monitor sales
process and results; improve
sales standards

@ Complete branch
reformatting project

Opportunities

Achievements

— New model of sales and client service
tailored for various client segments,
zoning at retail outlets, new format
roll-out across retail branches

— Index of service quality reached 93.3%
— Credit card market share up to 22.3%

— > 70 000 ATM and self-service terminals
— the largest single bank owned
network in Europe

— Intensive development of new comprehensive electronic
banking channels

Time-to-answer at Share of remote channel
call-center (seconds) transactions (%)

129

78
- o
h |
2009 2012 2008 4Q 2012

Full roll-out of sales, planning and control functions of client managers, particularly for

the segment of medium-sized businesses

By your side
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Retail Deposits (RUB bn)

B Term deposits I Current accounts CAGR
6 616 21%
5648 1401 34%
4778 [ ——
1077
. . 7 (S
Retail Deposits 0
17%
2010 2011 2012
Sources: Sberbank Group IFRS annual financial reports
Retail Deposits Structure Average Daily Balances (%)
B pension M Main basic deposits M Current accounts Share of debit cards balances of total retail deposits
B Promo deposits B Other
159 156
L d % :
L 20% o 152 195

2011 2012

Sources: Sberbank operating statistics for the respective periods

13.0

1011 2Q11 3Q11 4Q11 1Q12 20Q12 3Q12 4Q12

% SBERBANK

By your side
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Retail Loans (RUB bn)

B Consumer M Credit cards 2528
M Mortgages M Car loans — 0>
103
1777
65
nea oan «
2010 2011 7 2012 7
Number of Loans Issued (‘000)
M Consumer B Credit cards
B Mortgages M car loans 192

358
154

111

2010 2011 N 2012

\\%' SBERBAN K Sources: Sberbank operating statistics for the respective periods
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0.6 mn
Sberbank Premier

Retall Clients 19 mn
Payroll

21 mn

Pensioners

69 mn
Other

TOTAL: ~110 mn retail clients

\\%' SB ERBANK Sources: Sberbank operating statistics

By your side
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Number of Active Payroll Accounts (‘000 corporate clients)
s Active payroll accounts e \arket share

35% 36% 25

Strategic goal of 2012
to increase the number
of corporate clients

on Payroll:

32% 32%

Payroll
and Pension
=EEEE

Dec-11 Mar-12 Jun-12 Sep-12 Dec-12

— Allows for cross-sell
of products

— Better credit risk control

Pensioners Receiving Pensions via Sberbank (mn)

s Pensioners receiving pensions e \larket share

Strategic goal of 2012
49%  50% 5% to achieve #1 market
position in servicing
pensioners:

Goal achieved:;
current market
share of 51%

Mar-11  Jun-11  Sep-11 Dec-11 Mar-12 Jun-12  Sep-12 Dec-12

\\%' SB ERBANK Sources: Sberbank operating statistics for the respective periods

By your side
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Bank Card Transactions Mobile Banking:
P2P Transfer Volumes

B P2P Cumulative transfer volumes (RUB mn)
B Cash transactions B POS payments M Transfers e Cumulative number of transactions (‘000)

2038

Transactions

Bank Cards
Mobile Banking

Jan Mar Jun Sep Dec Mar Jun Sep Dec Mar Jun Sep Dec Jan Mar Jun Sep Dec
2010 2011 2012 2012
\\%' SBERBANK Sources: Sberbank operating statistics for the respective periods

By your side
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Total Number of Credit Cards (mn) Credit Card Portfolio Dynamics
(RUB bn) vs. Market Share
220 22%

- # 1 market share 20%
12%

mn in Russia 18%
HHHH II||||HH

17%
. 16%
Credit Cards e
14%
Dec-10Mar-11Jun-11 Sep-11Dec-11Mar-12 Jun-12 Sep-12Dec-12 Dec:10AMar-d1 Jun-118Sep:11 Dec:11 Mard 28 Juns1 28 Sep1 28 Dec:12

Trade Turnover Per Active Credit Card (‘000 RUB)

18,1
17,1
15,8
15,0 151
4011 1Q12 2012 3Q12 4Q12
\\%' SBERBANK Sources: Sberbank operating statistics for the respective periods
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Types of Remote Channels Direct Debit:

offered at Sberbank: — Contracts with Russia’s largest mobile operators
— Self-service terminals to activate the function
— Sberbank Online — 2012 achievement: availability of function

— ATM machines to pay utility and electric bills cross-country

— Mobile banking

Remote Channels

Total Number of Active Sberbank  Total Number of Mobile Banking Direct Debit Subscribers

Online Users (mn) Users (mn) (mn)
vs. Number of Online Users ) 10.0 )
Activated (‘000) o +85% o t379%

+141%

357k

Dec-11 Mar-12 Jun-12 Sep-12 Dec-12 Dec-11 Mar-12 Jun-12 Sep-12 Dec-12 Dec-11 Mar-12 Jun-12 Sep-12 Dec-12

\\%' SBERBAN K Sources: Sberbank operating statistics for the respective periods

By your side
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Number of Machines Idle (%)

ATMs Idle s Self-service Machines Idle == = == Norm MAX of 10%

7% === === = === —— = ST T T T TS T oSS ssosss-o-----o-
_ _ 6.1% 6,4% ek 6,4%
Quiality of Services o nae A% 48% 47% 0 4.6%
,3% 3.8% 3% = 4,1% 4,0% 3.6%
m l| .| “ l| | - 5 5 -
Mar-12 Apr-12 May-12 Jun-12 Jul-12 Aug-12 Sep-12 Oct-12 Nov-12 Dec-12
Quality and Services Indexes
Quality Index e Services Index = = = Good 65 Excellent 85
015 923 927 933
48 851 851 855 860 873 880 gs4a 888 90.2 —
83,9 : : . : : —
— 921
I
857 865 864 SN gag 852 853 871
83,0 g0g 823 °° ’
784 792 780 790 '

Oct-11 Nov-11 Dec-11 Jan-12 Feb-12 Mar-12 Apr-12 May-12 Jun-12 Jul-12 Aug-12 Sep-12 Oct-12 Nov-12 Dec-12

\\%' SB ERBANK Sources: Sberbank operating statistics for the respective periods
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Revenue Structure, (share %) F&C Income Composition

H NIl B F&C M Other B Bank card transactions B Payments & Transfers

M Insurance M Payroll W Other

Revenue Structure . Tl

2011 2012 2011 2012

\\%' SB ERBANK Sources: Sberbank operating statistics for the respective periods
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Market Share

Selected products

% SBERBANK

By your side

Credit Card Market Structure
as of 1.02.2013

Sberbank
Other
Russian
Standard
Tinkoff Credit

Car Loan Market Share
as of 1.02.2013

Sberbank

VTB 24

RusFinance

h
Other Bank

Rosbank

Sources: Frank Research Group

Mortgage Market Structure
as of 1.02.2013

Other

Sberbank
Delta Credit

Gazprombank

VTB 24

POS Market Structure
as of 1.02.2013

OTP Bank

Cetelem

. Alfa-Bank
Russian Standard

Sberbank Investor Day

3d and 4" April 2013
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Our Goal: To build up arisk management system for Sberbank Group
aligned with world’s best practices and Basel Committee on
Banking Supervision requirements

Portfolio structure
Corporate: 78.7% Retail: 21.3%

SBE  SBLeasing_SB CIS Deniz SBE SBCIS Cetelem
2,0% 0,7% 2,2% Bank  3,4%_ 0,6% 0,6%
7,2%

Bank
4,1%

% SBERBANK

By your side
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Management system

Regulatory and management reporting

Risk appetite and limits
Business

ElementS Of Applications
Capital management
the target Performance management of risk (RAPM)

A\

model of integrated . eeermrrmmm
riSk management of Risks Stress testing

Strategic and Business Planning

. A\
In 2007 Credit risk Market risk Operational risk ALM and liquidity risk  Other significant risks
. o Economic | Economic
=0
of risks gap prop risk | transfer
Self- Economic risk
RNIV CVA assessment § KRI, KCI NII, EVE FX Risk Capital
of Risk other risk
Usage
testing CPM Scenario AMA
EQEWSIS model

Processes

Processes Processes

Management Management Management Management Management
methods methods methods methods methods

Identification and assessment of significant risks

Industrial IT infrastructure

B Element in place B Element is absent

% SBERBANK

By your side
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Management system

Regulatory and management reporting

Risk appetite and limits
Business

Elements of Applications
Capital management
the target Performance management of risk- (RAPM)

A\

model of integrated | e
riSk management of Risks Stress testing

Strategic and Business Planning

. A\
In 2012 Credit risk Market risk Operational risk ALM and liquidity risk  Other significant risks
s D Economic | Economic
ggsgstgﬁgﬁ S ILD ELD interest | Liquidity i " Capital | capital
. gap prop risk | transfer
of risks : risk
Self- Economic
RNIV CVA assessment § KRI, KCI NII, EVE FX Risk Capital
of Risk other risk
Usage
testing CPM Scenario AMA
EQEWSIS model

Processes Processes Processes

Management Management Management Management Management
methods methods methods methods methods

Identification and assessment of significant risks

Industrial IT infrastructure

% SBERBANK I Element is implemented M Element is absent

By your side
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4 Underwriting centres (Moscow, Ekaterinburg, St Petersburg, Novosibirsk)

Front-office TransactSM

Acceptance

of resolution
Personal data Demographic data (“black ”,

Data of Check for “white” areas)

visual possible Analysis of Level and stability of
assesment/ Verification fraud / Verification external CH \erification
Compliance inProcessin Analysis of of stop- (Cooperation T

with min. g stop-lists credit history lists with the credit H d o
requirement with bureau) onesty data Credit histor Acceptance

s Sberbank | _~, ofresolution __|
e

“Credit Factory” for
Retail and
SME

Input Application

Archive of
AC Stop-list AC Hunter credit
histories

9 PFR (approval [ Strategies
of revenue)

9 Current
. accounts
Equifax

Partner Bank
Credit Bureau

IBCH

ebt collection at early stage (Moscow, Ekateri
| Manual processing

System of models Centralised Collection - Automatic processing
(AC Tallyman)

Credit systems AC stop-list Auto redial systems

m Credit bureau Mailing

% SBERBANK
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Credit Factory
Retail portfolio
results

% SBERBANK

By your side

Portfolio Structure

B Credit factory M Previous Credit Process

Customers analyzed

Average approval rate

Average time-to-decision

in total amount

Cash Loans Granted Q3 2012

M Credit factory M Previous Credit Process

0 -

18.9 mn

15.6 mn

63.2 %

15.1 hours
11.6 mn

RUB 2 307 bn

Average loan amount, RUB

Car

As of 01.01.13

Number of loans

Mortgages Granted Q3 2012

B Credit factory M Previous Credit Process

147 ths
466 ths
1301 ths

RUB 1 562 bn
9.2 mn
0.86%

Sberbank Investor Day

3rd and 4 April 2013
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New Corporate
Credit Process

Main operations
Main instruments
I Main documents
Credit marker - the maximum

amount of liability determined on
the basis of a maximum debt

.\% SBERBANK

By your side

Process Manager Main instruments and documents

Collection of
documents and

Client List of documents

organisation of
manager

application
processing

Basic models Analytical instruments
Analysis of a LGD (f:lii\r; Pricing | Booking
deal, limit Application . Tool to
request, revision _ Credit determine
preparation of (if required) Lis izl ‘ solution level
application Marker Credit application

Preparation of ‘ Processing Resolution of Resolution of Resolution of
resolution services legal division security division deposit division
Tool to

Cash
i
determine
solution level
Credit application

Risks analysis,
correction of
limits, checking
models

Requested
changes Underwriter
(if required)

Making final
decision on

Application Underwriter‘s Resolution of credit

summary resolution inspector

application

Sberbank Investor Day 3 and 4™ April 2013 Page 56



Portfolio and NPL dynamics

Portfolio, Overdue and NPL,
trin RUB %
75 4 New credit
process - 9%
implementation
65 4 starts
- 7%

New corporate s

credit process ﬁ %
allows better than ]| UL
sector risk level i
and quallty Of the Weighted average client rating

loan portfolio POy o 28 O R(ed BOTOWETS ot vooners s

3%

Rating implementation of corporate portfolio)
e _/‘—A—‘\ 100%
13,60 80%
13,5 -

13,0 -

12,5

12,5
Jan'11 Apr11  Juf11 Qct11  JanM2 Apr12  Jul12 Qct'12

\\/ SBERBAN l( Exposure-weighted average client rating

By your side
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Productivity Increase

Monthly average applications per UW:

fﬂll% +20.7%  Retalil
Micro
New Risk +30% g’(\)ﬂriorate
Processes Double J/ _aow
BUSIneSS 2008-9 2010 2011 2012

Productivity in
P

Lending — Both for N 93 o o ;Q

Corporate and

.
Retail Books

4 5 category

Interregional UW center

e k.

. Retail UW . Corporate UW
o~ W oo W
. markets UW

Micro UW

AO0-3 category

% SBERBANK
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Principles of
Operational Risk
Management

% SBERBANK

By your side

Process

* Internal loss data collection
* Risk self-assessment
» Scenario analysis

e 32 000 risk coordinators in all units
* |IT platform — SAS OpRisk Management

* Roll out completed for Russia in 2012
* Roll out for Eastern Europe and Turkey —
2013-2014

Results

OR Incidents statistics across Basel event types:

>34’000 EVENTS above 10k RUB threshold in 2012

Execution, delivery and process..
Business disruption and system..
External Fraud
Internal Fraud
Clients, Products and Business..

Damage to Physical Assets

Employment Practices and..

0 10 000 20000 30000

OR Capital Model *

pd

A\ 2

N\

> <
ILD ELD/RSA/SA

Frequency

* In progress Severity

1 OR Level: reports and measures

- Ad-hoc reports and escalation to unit heads
- Weekly reports
- Monthly/Quarterly reports and monitoring

Sberbank Investor Day

3d and 4" April 2013
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High degree of process centralization

Determination and allocation of risk appetite

Main processes for
Risk Management

Regular On demand Ad hoc Fast reduction
for Global Markets
Control process
Preliminary control Current control End of day control Post control

Market conformity check and Independent price verification

Credit ratings monitoring and review

Collateral management

% SBERBANK
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0% 50% 100%>

A 4

Other risks y A

Economic Capital % 23%

Pilot Assessment R | ,
Contribution of each A A :
risk type to the overall 0% Lo
economical capital of - - 9 _

P Operational risk 2 A >

the Bank relative to 20%  12%

European peers

S
Market risk A‘ A

0.02% 19%

v

Assessed as at

31.12.2012
Credit risk y A >
41% 85%
Minimum share of Ecap Maximum share of Ecap
among the set of A among the set of
~Z
\\/' SBERBANK European Banks European Banks

By your side
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Develop Group reporting to Regulator, related principles of Basel Il
Complete modeling development for Subsidiaries
Plans for 2013 P g cevelop Hbsiaan
Implement new credit decision processes in subsidiary banks:
 «New Credit Process» (Corporate)
« «Credit Factory» (Retail)

Implement of Operational incidents registration system at Group

level

Develop logic for general Group limits structure

% SBERBANK
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SBERBANK
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