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Growth Score

(Revenue Growth)

Benchmarking SCB on twimbit purpose index
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profitability with an EBITDA margin at 54%

Purpose Score

(Employee Experience, Customer Experience, Supplier Satisfaction and ESG)

v

SCB lies here on the twimbit purpose index

twimbit



Executive summary - SCB

Company Name

Headquarters

Employees

Countries

Branches

Revenue

Common Equity Tier 1
Ratio

YoY Revenue Growth (%)

Annual Technology Spend

Siam Commercial Bank
Public Company Ltd

Chatuchak, Bangkok,
Thailand

206,944
8
724

THB 150.3 bn

17.6%

A+3'7%

THB 12 bn

Strategic focus areas

@ Becoming a worldwide financial tech company
@ Digitalisation to modernise traditional channels

@ Sustainability & ESG integration

Awards

v Best bank in Thailand by Euromoney
v Best bank in Thailand by The Asset
v Outstanding Digital CX-Payment by The Digital Banker

v Best Retail Bank in Thailand by Retail Banker International
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Financial highlights (1/2)

19% ¥V 21% ¥

46.8

44.4
423 42.5

2017 2018 2019 2020

Cost-to-Income Ratio (%)

42.3

2021

027% A 0.11%A

341 368
283 285

2017 2018 2019 2020

Non-Performing Loan Rate (%)

Note: Figures for operating revenue shown in local currency(THB) as USD figures indicated a decrease due to currency fluctuations, which cause it to appear inaccurate.

3.79

2021

12.4

2017

97.2

2017

37% V¥V  1.7% A

10.8 10.4
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2018 2019 2020 2021

Return on Equity (%)
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€8.2 €83
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Loan-to-Deposit Ratio (%)

01% V 02% V

3.3
3.2 3.2 3.2

2017 2018 2019 2020 2021

Net Interest Margin (%)

12.8%Y  3.7% A

166.10
136.20 138.20 144.80 150.30

2017 2018 2019 2020 2021

Group Operating Revenue (THB Bn)
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Financial highlights (2/2)

55% V 49% A 23.3% A 9.86% A 833% V 833% A
31.7
29.0 12 12
24.3 23.7 sese 4020 9 H
18.8 30.32 28.46 29.67 8
2017 2018 2019 2020 2021 2017 2018 2019 2020 2021 2017 2018 2019 2020 2021
Net Income Ratio (%) Net fee income (THB Bn) Technology Spend (THB Bn)

Note: Figures for technology spend are estimated based on our assumption that it ranges from 5-8% of revenue starting from 2017 to 2021. . . bo .
Net fee income and technology spending are both shown in its local currency (THB), as USD figures appear inaccurate due to currency fluctuations twlm It



Measures of success

USD 1.08 bn 79.4%

Net Profit of the Group ( A 30.8% YoY) CASA ratio for the Group ( A 2.9% YoY)

3rd place 21.4 million

Ranking on World Index and the Emerging Markets Index of the

Dow Jones Sustainability Indices (DJSI) DIgIE] EYslemers e St Cemy eple

49.78% USD 45.5 million

Total shareholder return for the bank for 2021 Digital revenue for the bank

Note: Figures are for FY 2021-22

Source: SCB annual report 2021, investor presentations
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Top 3 strategic focus areas

#1 #2
Becoming a Digital measures of
worldwide financial success

tech company

#3

©

Sustainability &
ESG integration
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#1 Becoming a worldwide financial tech company S

SCB Tech X Co., Ltd., is a joint venture between SCBX and Publicis
sapient. The company collaborates with various innovative technology
partners to provide their customers with sophisticated digital solutions.
The company specializes in providing:

 Technology consulting: Providing technology solutions to
accelerate business growth and reduce costs

* Product building: Creating innovation in products through
digitalisation

* Infrastructure and platforms: Developing intelligent platforms and
infrastructure to increase productivity and new operating models

SCB 10X is a holding company under SCBX that was founded in January
2020. Its purpose is to create long-term value through exponential
technologies, innovations, and investment via Venture Capital and Venture
Building.
* Venture Builder: Supports talented individuals or business
entrepreneurs through funding and the “Venture Building Platform”

* Venture Capital: Invests in early-to-growth stage startups in promising

technology areas globally, to generate both strategic and financial

B returns for SCBX. The investment focus is primarily in the areas of
* Blockchain

* Digital Asset

* Metaverse
 Web3.0
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#1 Becoming a worldwide financial tech company

Q) scBrBACUS

TOKEN

X

Key ventures and
partnerships
SCB Abacus is a company under SCBX with the goal to provide lending services to 10% of

the borrowers in Thailand. Specifically, borrowers who have limited access to formal loans,
which equate to about 2.5 million people within 2024.

It is a digital lending platform to process the approval by using Alternative Data. This process
enables SCBX to release funds for people who have limited access to loans, such as
freelancers, fresh graduates, merchants or people with low income. It can also reduce default
risk.

The company uses Artificial Intelligence (Al) to process the loan approval within 15 minutes,
allowing them to reach a wider audience while lowering the service -costs.

Token X Co., Ltd. is a subsidiary of SCB 10X

The company offers total solutions to companies interested in issuing digital tokens. These
solutions range from tokenization consulting to business planning and the development of
blockchain and other related technologies.

The company has an Initial Coin Offering (ICO) portal, of an electronic system for facilitating
the offering of newly issued digital tokens. The ICO portal’s duties include:
* Pre-engagement and issuer screening

* Due diligence process

* SEC case submission and approval

» Offering process
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#2 Digital measures of success

Total products on digital % of new products purchased through digital channels 60%-90% 79% growth in digital loans
Products per customer products consumed per customer through digital channels 3-10 suite of 10+ apps
Total transactions digital as % of total banking transactions per customer 85%-90% 85% digital transactions

year-over-year (YoY)

Digital payment penetration % of customers using digital payments against total 70%-90% 109% growth in digital payments
customers

Active digital customers active monthly digital customers 70%-90% 82% monthly active users

Digital appointments penetration % of digital appointments against total appointments 40%-70% 75 NPS, Chatbots

Source: SCB annual report 2021, investor presentations
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#2 Digital measures of success

Value of digital transactions

Total products on digital

« The benchmark for products purchased on
digital channels is 60-90%.

Dlgltal sales (increase in monthly average)
oo + The bank's digital banking app, SCB Easy,

Insurance +1583% facilitated the growth of digital loans by
Credit cards +6% 79% YoY.
0)
>peedy cash 319 « There was a surge of 51% YoY in digital
Dee Jung +20% revenue which accounted for 4.4% of total
Speedy loans +147% income in 2021.

» These figures indicate that there was a
phenomenal growth of digital sales among
customers, thus making it a successful
digital measure.

Source: SCB investor presentations twimbit



#2 Digital measures of success

Products per customer
on digital

Value of digital transactions

SCB PromptPay

O

BUSINESS

NET  The benchmark for number of products
on digital channels is 3-10.

SCBO

t . ..
connee i Q » SCB has a suite of more than 10 digital
myProvident CAR.SCB : H H
applications with good  product
0/ stacks across various categories.
SCB PROTECT R@binhood
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#2 Digital measures of success

Digital financial transactions on SCB apps

82% LB
47% _ - =~
32% -~ "
2017 2018 2019 2020 2021
Total financial
transactions - 15 2.2 4.2 4.6
volume (bn)

Source: SCB investor presentations

Value of digital transactions

Total transactions on digital

SCB successfully achieved the indicative

benchmark for digital transactions, which was
between 85% - 90%.

It had about 3.91 billion digital transactions out
of 4.6 billion total banking transactions.

Digital transactions grew by more than 50%
from 2017 to 2021.
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#2 Digital measures of success

No. of payment transactions through SCB Easy

1Q21 4Q21 1Q22

Note: Payment transactions include bill payment, QR payment and e-wallet.

Source: SCB investor presentations

Value of digital transactions

Digital payments penetration

The bank's payment penetration
saw a growth of 109% during
1Q22.

SCB has successfully exceeded
the benchmark of 70-90% thus
indicating excellent digital
payment penetration among the
customers.
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#2 Digital measures of success

Value of digital interactions

Active digital customers

« The bank's monthly active users for
its digital banking app stands at 82%,
resting in the upper end of its

78% @ Digital penetration

. " benchmark that is in between 70% -
82% Monthly act
(o] _z“ on Yy active users 900/0.
~400M % Monthly transactions « 400 million digital transactions per

month also indicate that customers

< p‘ . have begun to embrace digital
110% 4& Transaction growth penetration at a higher rate (78%).
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#2 Digital measures of success

Closed-loop Feedback

Case automated with type

"Service Recommendation” Real Time
o Dashboard
( Automated
Smart Sales E-mall
System
5 SLA within ﬂ
3 working da TF
Require ng cays
only 2 minutes
to answer survey The system
will send an E-mail
Customer Completes when a case is initiated
Satisfaction Survey /

L

Contacting customers

to address their
recommendation,
and providing them
additional support

Closing
Smart Sales cases
in the same manner
as closing cases
for complaints

Value of digital interactions
Digital appointments
penetration

The industry benchmark for this indicator is 40-70%.

The bank has not reported any figures to capture this
success measure. We have noted that the bank uses
chatbots and other automation for enhanced customer

experience.

The NPS is at 75% for 2021 which bodes well for the

bank.
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#3 Sustainability & ESG integration

SCB ACADEMY V.

—

Rebinhood

I o
&

* Developed FINNIX app, a nano-finance service to increase liquidity for freelancers, low-income customers
and small entrepreneurs. It provides them with 24/7 digital loan services with approval in only 5 minutes.

Sustainable finance

SCB SME Academy has served for community development and sharing business know-how, aiming to
holistically help uplift the capabilities of SMEs to thrive in the digital era.

* Other notable initiatives include SCB Global Clean Energy fund and other ESG linked green products.

Social impact

* Created Robinhood, a food delivery mobile application under a social enterprise model by eliminating the
gross profit fee imposed by other platforms. This helps small restaurants expand their online sales
opportunities and create job and wage gains for delivery personnel. The platform also allows shop
owners easier and quicker access to loans.

* Other notable initiatives include digital learning platforms for all, youth scholarships, blood drives, etc.

Environmental impact

* The ‘SCB climate risk assessment taskforce’ studies and assesses climate change risks across the bank’s
portfolio.

* Reduced greenhouse gas emission of over 960,000 million tons (20%) of carbon dioxide equivalent per
annum while the energy and water consumption went down by 19% and 33%, respectively.
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Technology partnerships

#1 gyé

HUAWEI

Huawei Cloud

Huawei Cloud provided cloud native technologies to help
SCB quickly roll out its digital loan service.

Loan approval and issuance, which used to take one
month of work, can now be fully automated and
completed in under 5 minutes.

This resulted in helping SCB attract 45,000 digital users
and a credit limit worth THB 204 million within a quarter.

Data

ORACLE

management with Oracle Exadata

Cloud@Customer

The bank consolidated the Oracle Financial Services
Analytical Applications databases running on different
platforms, including Sparc Solaris and Intel/Linux onto
Exadata Cloud@Customer.

The migration of business-critical workloads to Exadata
Cloud@Customer improved the efficiency of database
management.

The bank is now able to provide on-demand, timely,
accurate, and data-driven insights to senior management
for accelerated decision-making.
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Technology partnerships

#3 #4

AlS

* Accenture provided the data lake, which assisted in the « Established a joint venture with AIS with a registered capital of THB300

migration of the bank's foundational data repository to million under the name ‘AISCB’ to offer digital financial services.
Microsoft Azure Cloud.

. . . * The joint venture combines AlS’s strengths:
* Deployed Microsoft Power Bl to create interactive

dashboards for several business areas. * Digital technology

* Automated underwriting risk tools to reduce time to * Extensive network coverage

rocess loan applications. . . , : .
P PP * Service excellence with SCB’s long-standing experience and

expertise in the banking and financial industry

* AISCB expects to launch its digital financial services penetrating AIS’s
customer base, which comprises of 44 million subscribers.
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Technology partnerships

#5

..lli

IBM

* Partnered with IBM for IBM zSystems to support the massive customer data and transactions on their digital apps.

» Adopted IBM z/OS Connect to enable RESTFul APlIs in its core banking applications on IBM zSystems.

* This modernisation decreases development and deployment time, simplifying the integration of the bank’s core IT infrastructure.

* Allows the bank to access customer information directly queried from privacy-protected and regulatory-compliant data on IBM
zSystems.
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Top 4 growth opportunities

#1 #2 #3 #4
SCB Easy- The The Metaverse Embedded Business

Superapp finance expansion into
healthcare

twimbit



#1 SCB Easy

SCB Easy strategy
« SCB has enhanced their digital experience by
providing a plethora of services through SCB Easy:
* investments,
* insurance,
* checks,

e card services and other financial services
ranging from transfers to bill payments

Artificial Intelligence (Al)
« SCB utilizes Al to provide chatbot services to the
customers which will help them with:
* Managing quick queries
* Monitoring account status
* Improving rewards system

Data management strategy

* SCB integrated a single source of truth capability into
the app that gathers customer data to help them
manage their budgets and finances.
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#1 SCB Easy — The Superapp

Steps Potential outcomes

1.

Consolidate all consumer services into one
platform, instead of running it on multiple
applications (Connect, Protect, Robinhood) to
create an ecosystem of banking facilities.

Gather the data generated from all the
departments to create a set of big data.

Analyse the big data set to create an accurate
personal profile of each customer.

Use the personal profile to serve the customer
with tailored services or continue using the
enhanced Al Insights card in the app to serve the
customer.

—

Allow customers to shop for all their financial and
non-financial needs under one unified platform.

Create a large, accurate and meaningful data base
that comprises of spending habits, creditworthiness,
risk tolerance and other crucial indicators.

A personal profile can potentially increase the
consumption of services.

Potentially unlock new journey-based services from
buying a home to furnishing a home and even
planning a holiday.
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#2 Banking in the metaverse

1. SCB 10X, the investment arm of SCB has set up a virtual headquarters -
SCB 10X HQ in The Sandbox

2. It has become the second major financial institution to do so following JP
Morgan’s foray into the virtual medium

3. As part of the launch, SCB hosted its “Open House In The Metaverse”
on March 11 to showcase its virtual headquarters where it held
workshops and discussions regarding the applicability of the metaverse

4. SCB 10X features 3 zones:

* Virtual Hub - A space for events and knowledge sharing through
immersive experiences

* Virtual Land - A space for business partners to collaborate on
future activities and project development

* A hub to support and promote local artists in the global market
through a NFT marketplace, NFT gallery, virtual concerts and
more.

sce (10

GPEN H0UVeE ’
ut.—-rcu u::bl:n:

e a -

f.?'d" -~ a,‘

SCB'10X OPEN HOUSE IN METAVERSE

nveiling of SCB 10X Headquarters in Metaverse in "SCB 10X Open House in Metaverse”
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#2 Banking in the metaverse

Analyst View

Immediate wins: A roadmap for a differentiated omni-channel CX

* SCB should establish a dedicated virtual bank, for users to spend, save or invest their
virtual currency within the Metaverse

* SCB can help other businesses establish their presence in the Metaverse like the Indian
fintech, Kiya.ai. The fintech has launched Kiyaverse which allows banks and non-
banking finance institutions to enable virtual interactions among each other and with

The Metaverse market growth their customers
will accelerate at a CAGR

(2021 - 2030) of Future wins: The virtual bank of the future

SCB should install virtual branches and ATMs (like Transak ATMs) in popular regions

43.70/0 within the Metaverse to provide virtual users the same level of convenience that

physical users have in accessibility.
* SCB can also create loyalty programs for its customers with NFTs within the Metaverse.

* SCB can also partner with content and intellectual property franchises, and co-design
for economic and financial interoperability between one or more metaverses and the
physical world

* SCB can create a virtual reality training program for its employees like Bank of America
did in their financial centres. This will help the employees practice a range of tasks and
simulate client interactions through the Metaverse

Source:
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https://www.psmarketresearch.com/market-analysis/metaverse-market#:~:text=Market%20Overview,purchase%20digital%20assets%20using%20cryptocurrencies.

#3 Embedded finance

* SCB became Thailand's first bank to launch an open API
(application programming interface) in 2019

* It has a developer portal which enables third parties to build
apps connected to SCB services and products through APIs

* The portal also acts as a sandbox environment for the
developers, allowing them to conduct tests covering all
scenarios instantly under an open and pre-meditative setting.

* The portal has APIs for the following:

Mae Manee merchant

SCB payment gateway direct debit
SCB Easy app payment

Customer information
Authentication

QR code payments

Slip verification

 SCB has also invested USD 100 million in Akulaku, a leading
BNPL solution provider in Indonesia, hoping to create future
growth opportunities together for SCB’s own BNPL offering.

0 SCB =

DEV'ELOPERS

@ akulaku [ d = ¥&)
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#3 Embedded finance

The bank should enhance its APl suite by including:

Core banking APIs to create savings accounts, and perform cash deposits
Lending APls
Card Issuance APls

KYC APls

SCB can analyse transactional data from its large customer data pool to;
* identify costs

« offer tailored products and discounts through their own marketplaces

For example, the bank has plans to expand the scope of services for Robinhood to provide all-in-one travel services such as bookings

for airlines, hotels, activities, car rentals and travel insurance in one platform.

SCB can replicate this model with products, such as insurance and home loans, to establish the insurance marketplace and property

marketplace.

SCB can also expand into the property marketplace by partnering with home retail stores, such as Homepro and other utility
providers, to satisfy the end-to-end utility needs of customers.
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#4 Business expansion into healthcare

SCB has partnered with Mahidol University and Good Doctor
Technology to enter the health-tech market in Thailand.

They have combined technological capabilities with sports
and nutritional science to create health experiences for their
customers through the “SPRING UP” mobile app.

SPRING UP integrates three important features:

* Food: Nutrition facts and alerts for users recommended
by Mahidol University experts. .

* Fitness: Personalized exercise plans recommended by
Mahidol University experts to enable users to achieve
their exercise goals

* Telemedicine: Chats with doctors and home-delivery of
medications through Good Doctor Technology
Users can now achieve their health goals with:
» nutrition and personalised exercise plans
» access to an online healthcare consulting service

twimbit



#4 Business expansion into healthcare

SCB can further enhance the application through:

* Video consultation with healthcare professionals
* Bookings for in-person consultations

* Provision and renewal of health insurance

* Detailing the medical history of users along with insurance data

Bangkok Dusit Medical Services (BDMS) is the largest private healthcare provider in Thailand, with 73% of revenue generated from
middle and high-income patients in the country.

* The company has expansion plans to establish smart hospitals with end-to-end patient healthcare management. This is a good
avenue for SCB to explore and further expand into the healthcare sector.

 The company is also moving towards integrating real estate with healthcare to launch wellness and lifestyle focused centres with
inbound clinics, plazas and services apartments. SCB can use this opportunity to expand its wellness services in the SPRING UP

app.
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Appendix
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Key decision-makers

Chief Legal and Control Officer

Chief Integrated Channels Officer
Chief Digital Banking Officer

Chief Insurance Business Officer

CL&CO
CICO
CDBO
CIBO

Chief Executive Officer
Kris Chantanotoke

Chief Risk Officer Chief People Officer
Krieng Wongnongtaey Patraporn Sirodom
CL&CO Chief IT Officer
Wallaya Kaewrungruang Trirat Suwanprateeb
Chief Financial Officer Chief Strategy Officer
Manop Sangiambut Sathian Leowarin
CICO Chief Wealth Banking Officer
Vitoon Pornsakulvanich Yunyong Thaicharoen
CbDBO Chief SME Banking Officer
Chalee Asavathiratham Pikun Srimahunt
CIBO Chief Wholesale Banking Officer
Poramasiri Manolamai Yunyong Thaicharoen

Chief Retail & Business Banking Officer
Vitoon Pornsakulvanich(Acting)
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Arthid Nanthawithaya

SCB*X CEO

Stepped down as the
CEO of SCB in
August 2022

Will remain the CEO

for SCBX-the
mothership

SCB growth strategy:
({4

SCB aims to drive business growth by expanding wealth
management and bancassurance businesses. We also focus on
building ecosystems to grow the customer base, while
leveraging data and technology to be better and faster at
meeting customer expectations. 99

Advancing responsibly:

(11

SCB greatly prioritises maintaining financial strength by
implementing strategies to create sustainable value in the ever-
changing, technology-driven business environment.

R

*Direct quotes derived from the 2021 SCB Annual Report
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Kris Chantanotoke

SCB CEO

 Appointed as the
new CEO for SCB
in August 2022

€€ \We are trying to refine the SCB Easy app to serve as a financial
literacy tool for younger generations and people who are
marginalized or who don't know how to plan their finances. So
that one day, they will consider SCB as their main bank.

R

€€ \We want to be a digital bank with the human touch. And if we
could do it right with the right costs, we would be able to have
a better relationship with our clients. We don't want our
relationships to be solely on its price but based on longer term
engagement, leading to a greater trust in us through their life

cycles. 99

*Quotes derived from the banker awards 2022 interview
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