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Al A GLANC

WHO WE ARE

OUR HERITAGE

NIBC was founded in 1945 to finance the
visionary entrepreneurs who helped rebuild

the Netherlands after World War II. Over time,
we evolved into an enterprising bank offering
financing and co-investing solutions to our clients’
needs: being flexible and agile, with a THINK
YES' mentality to match our clients ' can-do
attitude. NIBC has many milestones, such as the
launch of NIBC Direct and Beequip. Following
the acquisition of the shares of NIBC Holding
N.V. by Blackstone, the company was delisted on
I8 February 2021. As announced in November
2021, we will continue to focus on niche markets
where we have bespoke market knowledge in
the Netherlands as well as the rest of Europe.
We took steps into the fintech space through

AT A GLANCE

yesqgar, as well as through our minority stake

in OakNorth. Together with our institutional
partners, we are expanding our Originate-to-
Manage propositions, developing and optimising
our position in the financial ecosystem.We have
continued to build on our entrepreneurial DNA
to become the company that we are today:
best suited to help our clients at their decisive
moments.

OUR PURPOSE

Making a difference
at decisive moments

OUR VALUES

Our strategy is to create a sustainable franchise for the future by focusing on our greatest
strengths. Our strategy is based on our three core values.We are:

HoGoe

Professional

Our in-depth sector
knowledge, expert solutions
and tailored risk and portfolio
management are the
foundation of our success.
We are firmly focused on
the future, and work hard
to anticipate trends and the
impact they could have on
our clients and their needs.

Entrepreneurial

We are a sound and
enterprising bank focused
on decisive moments in our
clients’ business and in life.
Our clients require a bank
that can respond to their
needs in an agile way.We
cultivate what we call the
THINKYES' mentality.

Inventive

We provide bespoke
solutions and encourage our
people to think creatively

to meet clients' needs.
Structuring is part of our
DNA. Our inventiveness
ensures we can adapt to our
fast-changing world and seize
opportunities.
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WHAT WE DO

OUR BUSINESS MODEL

effectiveness. We are client-oriented, present at
their decisive moments.We offer a broad and
relevant product suite for these entrepreneurial
clients.

VWe serve a corporate and retail client franchise,
with a focused strategy, bringing bespoke financial
solutions to clients in chosen sectors and with
the goal to optimise the offering to our clients

as well as to continuously improve internal cost

CORPORATE CLIENT OFFERING RETAIL CLIENT OFFERING

Focus on asset-backed transaction and m Mortgage loans (owner occupied

specialty financing

Focus on specific sectors and product
solutions in niche markets

Using both own balance sheet and
Originate-to-Manage concepts
Accelerated growth through platform

and Buy-to-Let), both own book and
Originate-to-Manage

Mortgage origination for institutional
investors

Online savings

Brands: NIBC Direct, Lot Hypotheken

financing such as Beequip and yesqar
Brands: NIBC, OIMIO, Beequip, yesqgar

EUR 22. 1 billion client exposures
Typical ticket size: EUR 0.1 - 2.5 million

EUR 9.9 billion client exposures
Typical ticket size: EUR 0.1 - 50 million

TREASURY & ASSET LIABILITY MANAGEMENT

RISK MANAGEMENT / CORPORATE CENTRE

OUR MARKETS

Focus on north-western Europe

in EUR millions
Corporate exposure Corporate exposure Savings Corporate exposure
1,315 7,228 1,097 1,360
FTE Retail exposure FTE Retail exposure
25 22,111 6 9
Y Savings Savings
* 5,525 3,576

RATING (NIBC BANK)

BBB+ Stable BBB+ Negative BBB+ Stable
BBB Positive
L S&P BBB Stable
- BBB Negative —0
BBB Stable Fitch BBB $table
2019 2020 2021




OUR KEY STRATEGIC PRIORITIES

We continue to drive profitable growth through  a difference for our corporate and retail clients

our focused strategy. We focus on building at their most decisive moments — today and
client relations in profitable niches and (sub) tomorrow.We have made clear choices to
sectors in Europe, where we can leverage our advance that mission, which are summarised in
expertise, while maintaining a lean orginisation our six strategic priorities for growth.

with disciplined cost control. We aim to make

Continuous evolution of client
franchise, expertise and propositions

Further optimisation
of capital structure and
diversification
of funding

Focus on growth of asset
portfolio in core markets

Ongoing
investment in
people, culture and
innovation

Diversification of income

Building on existing agile
and effective organisation

I. We strive for continuous evolution of our client franchise, expertise and
propositions.

2. We aim to grow our asset portfolio in core markets by focusing on profitable niches
and (sub)sectors in north-western Europe — where we can leverage our local expertise and
market positions.

3. We aim to diversify our income streams. A good example is our fee-generating originate-
to-manage mortgage business line, which we started in 2016.

4. Building on existing agile and effective organisation. \We are firmly focused on the
future and work hard to anticipate trends and the impact they could have on our clients and
their needs.

5. We continue to invest in our people, culture and innovation to ensure that we stay
ahead of the curve and deliver the best possible experience to our clients.

6. We strive to further optimise our capital structure and diversify our funding base, so
we can continue to support our clients well into the future.

AT A GLANCE
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NON-FINANCIAL HIGHLIGHTS

NIBC Direct customer survey score - Mortgages Corporate lending NPS score

2021 2021
8. +59%
O O o O
2020:8.0 2019:8.0 | m 2020: +30% 2019: +47%

NIBC Direct customer survey score - Savings  Screening corporate loans

2021 2021

/.6 | 007
. (@)
2020:7.9 2019:7.8 @’ 2020: 100% 2019: 100%

Sustainability ratings Male/female ratio

2021 2021

C+ |

/Prime ‘
Sustainalytics
2 2 2020:67% 1 33%  2019:68% / 32%

[ ]
Medium risk
Number of employees
RepRisk (FTEs)
711 726
A A 4]

MSCI

AA

737
3 7
60 73

637

2019 2020 2021

M NIBC Bank M Beequip M yesqar Other
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FINANCIAL HIGHLIGHTS

Client assets own book Client assets Originate-to-Manage
in EUR millions in EUR millions
11,665 10,456
9,888 9714 9,860
LN 5,120 mas 7,523
4,328
9,008
773 1,062 1,547

2019 2020 2021 2019 2020 2021
M Corporate client assets B Corporate client assets M Retail client assets
Retail client assets Il Owner-occupied M Buy-to-let
Net interest margin Cost/income ratio

2.06%

2019 2020 2021 2019 2020 2021

—o Net interest margin - -@ Net interest margin ex.IFRS9  —e Cost/income ratio --® Cost/income ratio ex. non-recurring

Profit after tax attributable to shareholders

Cost of risk/impairment ratio and return on equity
in EUR millions
1.75% 11.8%

201
0.29% 0.21%
60
2019 2020 2021 2019 2020 2021
—ae Cost of risk - - Impairment ratio M Profit after tax ex. non-recurring Il Non-recurring profit

—® Return on equity -“® Return on equity ex. non-recurring

Solvency ratios' Leverage ratio
22.1%
20.5% 20.5%
8.5%
8.0%
19.9%
FATA I 55 7.1%
2019 2020 2021 2019 2020 2021

M CeT1 M Total Capital ratio

! Solvency ratios are based on full implementation of CRR.
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KEY FIGURES

Earnings
eXx. hon- ex. non- ex. non-
recurring recurring recurring
2021 2020 2020 2019 2019
Operating income 525 517 431 431 537 537
Operating expenses 251 232 232 215 237 228
Profit after tax 194 205 59 72 206 213
Profit after tax attributable to shareholders 182 193 47 60 194 201
Dividend pay-out ratio 70% - 60% - 59% -
Cost/income ratio' 48% 45% 54% 50% 44% 42%
Net interest margin' 1.87% 1.87%  1.92% 1.92% 2.06% 2.06%
Return on equity’ 10.2% 10.8% 2.6% 3.4% | 1.4% [1.8%
Return on equity at 14% CET | 16.6% 17.6% 4.0% 5.1% 18.4% 19.1%
Return on assets' 0.86% 091%  021% 0.27% 0.90% 0.93%
| Items are Alternative Performance Measures (APM). The calculations of those items are explained in the APM section.
Portfolio Asset Quality
2020 2019
Asset quality
Cost of risk (on average RWA)! 0.48% 1.75% 0.63%
Impairment ratio' 0.21% 0.80% 0.29%
Impairment coverage ratio' 29% 36% 33%
NPL ratio' 2.5% 2.0% 24%
Top-20 exposure / Common Equity Tier | 63% 65% 93%
Exposure corporate arrears > 90 days? [.6% 2.1% 1.2%
Exposure residential mortgage loans arrears > 90 days 0.1% 0.2% 0.1%
Loan-to-value Dutch residential mortgage loans 56% 64% 68%
Loan-to-value BTL mortgage loans 53% 53% 52%

| Items are Alternative Performance Measures (APM). The calculations of those items are explained in the APM section.
2 As from 2020 this ratio includes the lease receivables.



Portfolio

Retail client assets

Owner-occupied mortgage loans — Netherlands
Buy-to-let mortgage loans

Owner-occupied mortgage loans — Germany

Total retail client assets

Corporate client assets (drawn & undrawn)
Commercial Real Estate
OIMIO
Digital Infrastructure
Shipping
Beequip (lease receivables)
yesqar
Total core corporate client assets and lease receivables
Other loans
Non-core loan portfolio
Investment loans
Other lease receivables
Total corporate/investments loans and lease receivables
Equity investments

Total corporate client assets (drawn & undrawn)

Corporate client assets (drawn & undrawn) per region
Netherlands

Germany

United Kingdom

Other

Total corporate client assets (drawn & undrawn)

Originate-to-Manage assets

Retail client assets

Corporate client assets

Total Originate-to-Manage assets

Retail client savings
Netherlands

Germany

Belgium

Total retail client savings

KEY FIGURES

m 2020 2019
0,556 8,986 8,989
[,100 861 706
9 3 |9
11,665 9,860 9,714
[,379 1,030 [,578
|44 67 -
[,190 821 874
914 856 [,Oll
777 600 474
82 3 -
4,486 3,376 3,937
3,424 4296 5400
|57 166 214

31 31 35
8,098 7,868 9,585
259 252 303
8,357 8,120 9,888
4,404 3,980 4974
[,360 1,448 [,534
[,315 [,334 1,532
[,277 [,358 [,847
8,357 8,120 9,888
10,456 7523 4,328
[,547 1,062 773
12,002 8,585 5,101
5,525 5,108 4577
3,576 3,606 3,894
[,097 [,100 1,019
10,198 9,815 9,490
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Solvency information

2020 2019
Equity attributable to shareholders of the company 1,886 1,815 1,848
AT | and subordinated liabilities 463 478 484
Group capital base 2,349 2,293 2,332
Common Equity Tier | capital 1,638 1,586 1,516
Balance sheet total 22,722 21,125 22,375
Risk Weighted Assets 8918 7,981 8,841
Common Equity Tier | ratio 18.4% 19.9% 17.1%
Pro forma Common Equity Tier | ratio | January 2022 16.9%
Tier | ratio 19.6% 21.0% 18.5%
Total capital ratio 20.5% 22.1% 20.5%
Leverage ratio 8.0% 8.5% 7.1%
| due to prudential floor mortgages.
Funding & liquidity

| 2021 | 2020 2019
LCR 1849 221% 222%
NSFR 126% 126% 121%
Loan-to-deposit ratio’ [63% 150% 156%
Asset encumbrance ratio 28% 26% 28%
Retail savings / total funding 46% 46% 42%
Secured funding / total funding 23% 21% 22%
ESF / total funding 1% 2% 5%
| Item is Alternative Performance Measures (APM). The calculations of those items are explained in the APM section.
Non-financial key figures

[ 2021 | 2020 2019
NIBC Direct customer survey score - Mortgages 8.1 8.0 8.0
NIBC Direct customer survey score - Savings 7.6 79 7.8
NPS score corporate lending clients +59% +30% +47%
% of new corporate loans screened against sustainability policy 100% 100% 100%
Number of new corporate clients with increased sustainability risk I 14 10
assessment
Fines or sanctions for non-compliance with laws and regulations 0 0 0
Total number of FTEs end of financial period 737 726 711
Male/female ratio 67%/33% 67%133% 68%/32%
Male/female ratio top management 77%123% 82%/18% 85%/15%
Training expenses per employee (EUR) 2,508 1,767 3,352
Absenteeism (trend total) |.6% 1.6% 2.0%
Employee turnover (employees started) 17.9% 18.7% 20.6%
Employee turnover (employees left) 16.9% 16.9% 18.6%
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LETTER FROM THE CEO

Dear reader,

2021 was a year full of challenges and opportunities. COVID-19 continued to impact daily life and the
way of working. The world economy has recovered on the back of government support actions,
showing a return to growth and rising inflation. We continue to address the many challenges of
today's banking landscape in an operating environment characterised by continued low interest rates,
excess liquidity, regulatory demand and the short-term and long-term impact of continued
government support measures. At the same time we provide our clients with the best possible
service and support and ensure the well-being of our staff and stakeholders.

I am proud that we could close the acquisition of the Finqus portfolio in November 2021. This
acquisition of a EUR .4 billion mortgage loan portfolio is at the sweet spot of our focus and is a
transaction of unprecedented size for NIBC. With the transaction, we have welcomed over 17,000
new clients.

During the year we have made several strategic choices to further sharpen NIBC's business model.
As announced on 23 November 2021, we have decided to seek growth in asset classes that fit with
the profile of asset-backed financing and that are driven by sustainable development and
technological innovation.

The basis of this strategy will be a focus on three core-activities, |) Mortgages, in the Netherlands
and through international expansion, 2) Asset-backed transaction financing in the areas of
Commercial Real Estate, Digital Infrastructure, Shipping and Specialty finance such as Collateralised
Loan Obligations (CLOs) and providing minority equity investments, and 3) Platform financing
through Fintechs such as Beequip and yesqar: This being said, we also had to make difficult decisions
that affected both our customers and colleagues. Following our new growth strategy, we decided to
discontinue certain activities and to close our corporate banking activities in Frankfurt allowing us to
focus on niches and to deploy capital and resources to grow other niche areas of our business. | am
very grateful to our colleagues who contributed professionally to this phase out.

We continue to deliver upon our promise of being a dynamic, entrepreneurial financing partner to
our clients, resulting in a strong performance, both in net result and development of the portfolios in
which we aim to grow. We saw growth in the various businesses and in the number of clients we
served. We realised a strong net profit of EUR 182 million, benefitting from elevated investment
income, of which more than half relates to realised gains, and lower credit losses. Over 2021, we saw
a resilient net interest income of EUR 390 million, and steadily increasing fee income due to the
further growth of our Originate-to-Manage (OTM) offering.

We further strengthened our mortgages client base and the Finqus transaction has helped to grow
this franchise considerably, as we are currently servicing over 175,000 clients. During the year, we
organically grew our owner-occupied mortgage loan portfolio to EUR 9.3 billion (+4%) and our Buy-
to-Let (BtL) portfolio to EUR .1 billion (+28%). Lot Hypotheken has celebrated its one-year
anniversary with a steadily growing number of clients and total loans outstanding (own book and
Originate-to-Manage) approaching EUR 1.6 billion. Lot Hypotheken is well-positioned for further
growth in the mortgage market with a sustainability angle.

Also this year we deployed our solid capital and liquidity position to service our clients in support of
their business ambitions and to continue strengthening our franchise. We further invested in our
defined asset classes that underline our entrepreneurial culture. We have further expanded our fee
generating OTM activities. Our OTM portfolio of mortgage loans grew to a total of EUR 10.5 billion
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(+39%) with ample growth potential of a total mandate of more than EUR 2.7 billion. The
corporate OTM portfolio grew to EUR .5 billion (+46%). As our identified growth areas realised
healthy growth, we started to further reduce our non-core activities, resulting in a managed decrease
of the corporate loan exposure. Our OIMIO label expanded its business to a total exposure of

EUR 144 million in smaller ticket real estate financing.

Beequip, the largest alternative financier of equipment leasing in the Netherlands, hit a record by
providing approximately EUR 500 million to SMEs, resulting in a portfolio of around EUR 0.8 billion
and positively contributed to the net result of NIBC. yesgar, which offers smart finance solutions to
the automotive businesses, has had a successful first full year of operation, growing its portfolio to
EUR 82 million. In combination with our existing experience from traditional asset-backed financing
activities, these new initiatives complement our corporate client offering and help us address our
client needs through various channels and propositions.

Our operating expenses are well under control, despite the fact that we have continued to invest in
our IT environment to ensure our people were able to work from home, have invested in healthy
growth in our chosen asset classes, and again have had to fully absorb the increased regulatory costs.
All'in all, the increase in income has more than compensated for the increase in expenses. This
resulted in an improved cost/income ratio of 48% (2020: 54%). Due to improved market conditions,
and the impact of our long-term strategy of de-risking our portfolios credit loss expenses were
significantly lower at EUR 37 million.

Serving our clients in the best possible way is and remains at the center of our organisation. NIBC has
a robust and fully integrated sustainability strategy that guides our business decisions. We see the
demand for sustainable transactions in our corporate asset classes increasing, as clients focus on
making their businesses sustainable and linking this to their financing solutions. This was also an
important consideration in our strategic decision to withdraw from the offshore energy asset class.
Through our Lot mortgages label, NIBC offers sustainable mortgages at competitive rates for retail
clients, whilst Beequip and yesqgar also provide platforms for green equipment and fleet electrification.
The appreciation of our client focus is reflected in the positive client feedback, with a net promoter
score of +59% for corporate lending and a 8.1 out of 10 score following the mortgage customer
survey.

With our firm ESG profile, we are well positioned to contribute to a more sustainable, resilient and
inclusive future for the communities we serve. As we look back on 2021, more than half of our
commercial and retail real estate exposures have already achieved an energy label C or better, our
inaugural green senior preferred issuance attracted new responsible investors to NIBC, and our
award-winning ESG CLO program continues to lead in its asset class.

To further develop and implement NIBC's focused strategy, we have strengthened our Corporate
Development team and welcomed Jurre Alberts as head of the department and new member of our
Executive Committee. As a consequence of the strategic direction of the bank, we have parted ways
with Caroline Oosterbaan as a member of the Executive Committee in January 2022. | am grateful
for Caroline's dedication and contribution to the development of NIBC's corporate client franchise
and to the team over the past years. The EGM in March has appointed Joop Wijn and the EGM in
September has appointed Leni Boeren as new members of the Supervisory Board.

At the heart of our business are our talented and motivated people. As a bank built for
entrepreneurs, we are committed to foster our Think YES' mentality by being professional,
entrepreneurial and inventive and by matching our clients’ can-do attitude. | would particularly like to
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thank our employees for their continued trust, flexibility and hard work to support our clients in
these challenging times.

Although we see improvements, the economic climate for the year ahead remains uncertain,
especially due to the recent geo-political environment. Yet, there are also positive macroeconomic
signs which further motivate us to help our clients to realise new growth opportunities. Our solid
capital position, reflected in a Common Equity Tier | ratio of 16.9% (as from | January 2022), allows
us to support our clients in their growth ambitions and to simultaneously further build our franchises
(inorganically and organically) in the asset classes we have chosen to focus on. We will also further
invest to align our organisation with the chosen strategy. | am confident that NIBC has a sound basis
for future growth, with our firm ESG profile, solid capital position and risk profile and an
entrepreneurial spirit, all realised by our talented and motivated colleagues.

Paulus de Wilt
Chief Executive Officer,
Chairman of the Managing Board

Paulus de Wilt Herman Dijkhuizen Reinout van Riel Michel Kant Saskia Hovers Jurre Alberts

Chief Executive Officer Chief Financial Officer Chief Risk Officer Member of the Member of the Member of the

Chairman of the Board Vice-Chairman of the Member of the Board Executive Committee Executive Committee Executive Committee
Board
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REPORT OF THE MANAGING
BOARD

The current chapter, together with the At a glance chapter, Key figures chapter, Corporate
Governance chapter and the In Control Report, are considered part of the Report of the Managing
Board, as referred to in Part 9 of Book 2 of the Dutch Civil Code.

VISION AND STRATEGY

Purpose and corporate values
Our purpose is to create a sustainable franchise for the future, so we can continue to make a
difference for our clients by focusing on their most decisive moments in business and in life.

As a bank built for entrepreneurs, we are committed to cultivate our ‘Think YES" mentality by being
flexible and agile and by matching our clients’ can-do attitude. This also enables us to address the
continuously higher requirements set by the outside world, e.g. regulators. Our everyday decisions
and actions are guided by three corporate values, with which we aim to differentiate ourselves in the
market:

|. Professional: Our in-depth sector knowledge, expert financial solutions and tailored risk and
portfolio management are the foundation of our success.

2. Entrepreneurial: We are a sound and enterprising bank focused on decisive moments in our
clients’ business and in life. Our clients require a bank that can respond to their needs in an agile
way.

3. Inventive: We provide bespoke solutions and encourage our people to think creatively to meet
clients’ financial needs.

All of NIBC's business units are responsible for managing sustainability risks and opportunities as part
of their regular activities. Also NIBC's subsidiaries, although operating independently, follow the
governance, compliance and sustainability approach of NIBC Bank. They have adapted this to their
scale and complexity, applying proportionality, reasonableness and common sense as described in
international standards.
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Creating long-term value

P ) ) ) ) ) ) e e ) ) e

Makinlgla difference RETAIL
at decisive moments BANKING

M NIBC

Entrepeneural

Professional

Inventive
CORPORATE

\ ' BANKING

\ﬁﬁhﬁﬁhﬁﬁﬁ_---ﬁ’

DO.ORO.ORRGLE

Retail clients  Investor ~ Ownership Business Employees Corporate Retail clients
clients Partners clients
Peer banks
:@ Intermediaries
STAKEHOLDERS - SLlers
Society

NGO's | Regulators | Rating agencies

NIBC's value creation story is unique. Established in 1945 to help rebuild the Netherlands after the
Second World War, NIBC is strongly rooted in its obligations to create societal value and financial
resilience.

Over time NIBC has evolved to become an enterprising bank offering asset-based financing and
coinvesting services to entrepreneurial corporate and retail clients in northwestern Europe. By
continuing to transform our business and adapt to changing societal needs, we aim to continue our
tradition of creating long term value for stakeholders.

NIBC's approximately 700 employees serve over 450,000 retail clients, 450 corporate clients and
approximately 3,000 small-medium sized leasing clients, who rely on us to deliver secure and reliable
banking services As a mid-sized financial institution operating from the Netherlands, the United
Kingdom, Germany and Belgium, we are differentiated from peers in the markets we serve, the asset
classes on which we focus, the product mix that we offer and our ability to innovate and adapt to
changing market circumstances.

The operating environment is dynamic and the risks and opportunities in this environment impact
our ability to create value. Social and economic impacts of the COVID-19 pandemic, technology,
demographic changes, global warming, a continued low interest rate environment and increased
regulation and oversight are influencing NIBC and our stakeholders.

21
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Several drivers are crucial to our value creation model. Our relationships with retail and corporate
clients are based on trust. Access to funding through retail savings, debt investors and shareholders
enable us to execute our strategy. Our employees bring us the skills and knowledge needed to deliver
our strategy. Our risk management systems and processes reduce the risks related to our product
offering for NIBC as well as for our clients. Our technology and data capabilities help us to deliver a
great client experience, to scale and to run as a modern financial institution without the need for
brick and mortar branches. And our relationships with regulators, rating agencies and civil society
organisations bring strength to our brand and reputation.

We aim to deliver value to our stakeholders. Our corporate clients receive funding to grow their
business. Our mortgage clients receive funding to purchase their home. Our savings clients are
enabled to safely save for tomorrow and increase their financial resilience. Our workforce is
increasingly diverse, innovative, adaptable and living our corporate values. Our investors receive good
returns enabling them to meet their goals. And the communities we serve are more resilient and
strong, benefitting from the growth, services and opportunities we've helped to empower.

Looking ahead, the sectors and activities which NIBC is pursuing reflect growth opportunities, our
ambition to accelerate growth, long-term societal needs, and NIBC's sustainability priorities. For
example, NIBC's retail offerings (mortgage loans & Buy-to-Let) and three corporate focus sectors
(Commercial Real Estate, Digital Infrastructure and Shipping) are activities which will be needed today
as well as after 2050 and therefore need to transition to net zero aligned to EU and Paris Agreement
targets. NIBC's award-winning North Westerly ESG CLO program is bringing investment to private
companies and providing opportunities for responsible investors. And our platform activities are well-
positioned to enable a sustainable transition in the leasing markets they serve.

2021 Material themes

NIBC recognises its responsibilities towards external and internal stakeholders, regularly engages with
them and considers their interests in its day-to-day decisions and activities. Engaging with stakeholders
in a proactive way and on a continuous basis is central to our way of working.

We define stakeholders as any group or individual affected directly or indirectly by our activities. We
have identified our main stakeholders to include clients, institutional investors, shareholders,
regulators, employees and civil society organisations. We actively seek these connections to the world
around us to ensure we reflect on our business, understand our impact and to continue to innovate .

During 2021, stakeholders prioritised the following themes::
m Financial Performance

m Climate Resilience

m Business Ethics, incl. integrity, culture & behaviour

m Regulatory Change & Compliance

m Data Security

Other themes that were discussed included client satisfaction, ESG risk management, product
responsibility & fairness and diversity & inclusion. Our materiality assessment is available on NIBC's
corporate website.

Strategic priorities
We have identified six strategic priorities that describe our identity and the way we operate:
|. Continuous evolution of client franchise, expertise and propositions.
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2. Focus on growth of asset portfolio in core markets. We differentiate ourselves by setting a clear
focus, both geographical and operational. We are active in sectors and markets we know best,
with products that can make a difference for our clients.

. Diversification of income.

. Building on existing agile and effective organisation.

. Ongoing investment in people, culture and innovation.

. Further deployment of our capital and diversification of funding. One of our strengths has always
been a strong capital position, providing flexibility to support our strategic choices, whether by
further growth or restructuring of our organisation.

o U MW

Continuous development

Business review and strategic choices

We continuously evaluate our activities and remain focused on asset classes where the risk/return
ratio is in line with our risk appetite. This has led to expansion in certain asset classes, refocus in
others but also exit of a market if the risk/return ratio does not meet our requirements.

Our results show that our niche-oriented strategy is successful, and therefore we have decided to
further sharpen this. By further focusing our portfolio, we will create room for growth in those areas
where we see the most attractive opportunities. As announced on 23 November 2021, NIBC will
focus on the following core-activities:

I. Mortgages, in all our expertise domains (owner-occupied and Buy-to-let (BtL), on- and off-
balance), including international expansion.

2. Asset-backed transaction financing in the fields of Commercial Real Estate (also through our label
OIMIO), Digital Infrastructure (including OtM) and Shipping and specialty financing, such as
Collateralised Loan Obligations (CLOs) and providing minority equity investments.

3. Platform financing through Fintechs such as Beequip and yesgar.

To enable growth in these areas we will phase out the activities in the other asset classes such as
Offshore Energy and Leveraged Finance.

From an ESG perspective, the strategic choice to phase out our exposure in offshore fossil energy is
an important step that reflects our view on the long-term ESG risks related to those activities.

Mortgages

NIBC offers mortgage loans, Buy-to-Let mortgage loans and saving products to its retail clients. Over
the years, we have built a strong mortgage franchise with more than 175,000 clients. On

|7 November 2021, we were able to close out the transaction relating to the acquisition of the
Finqus mortgage loan portfolio. We welcomed more than 17,000 new clients and a volume of

EUR 1.4 billion, underpinning our strategy to grow our mortgage franchise.

With transparent pricing and conditions, the products offered by NIBC help our clients executing or
preparing for their decisive moments. Our owner-occupied, BtL and OTM mortgage loans are offered
primarily via third-party mortgage brokers. Following NIBC's overall business model, the Retail Client
Offering focuses on products where NIBC can stand out. This means that we do not provide general
retail banking services such as payment solutions or current accounts. Instead we have developed and
refined an efficient and modern retail business model which avoids the branch business model of
traditional banks. With little over 100 colleagues directly involved, we are working to continuously
shape and support the Retail Client Offering within NIBC.
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Owner-occupied Buy-to-let
NHG Non-NHG
Fixed 30 year OTM OTM Not offered
terms

20 year OTM OTM NIBC Not offered

10 year NIBC NIBC NIBC

5 year NIBC NIBC NIBC
Floating Not offered Not offered Not offered

Owner-occupied mortgage loans represent an important asset class for NIBC. Our strategy in this
segment is to be able to provide fitting mortgage solutions for our clients. Together with our OTM
partners, we are able to offer mortgage loans across all tenors and with or without NHG in an
efficient manner, supporting clients at this decisive moment. We differentiate ourselves through
product features, process and pricing. This mortgage segment is distributed through independent
registered mortgage advisors.

Since 2016, when NIBC closed its first OTM mandate for mortgage loans, NIBC has offered investors
the opportunity to invest directly in Dutch residential mortgages without the burden of the
associated operational handling. For these mandates, NIBC originates mortgage loans under the
NIBC Direct and Lot labels and sells mortgage receivables to the investor. This allows us to provide
longer tenors to our clients. This fits market developments very well, as the current low rate
environment is leading to an increased demand for longer fixed rate periods. Market-wide, almost
70% of new mortgage loans are currently originated with 20-30 years fixed rate periods. At the end
of 2021, NIBC reached a total mandate for the origination of OTM mortgages of almost

EUR 13 billion.

Being able to offer a complete product mix through its different labels provides NIBC with a strong
origination position. This has helped to originate sufficient new mortgage loans to offset the elevated
level of prepayments. Settlement of the portfolio purchase from Finqus, has helped to grow this
portfolio to over EUR |0 billion.

The BtL market continues to grow, and NIBC has been able to grow its portfolio by more than 25%
to over EUR | billion over the past year With the 'Vastgoed Hypotheek' product, NIBC is offering a
product designed for financing leased residential real estate. We finance investors focused on building
or expanding a portfolio including smaller and medium-sized properties. The product is distributed
through intermediaries and appraisers as well as directly by NIBC.

Asset-backed transactions and specialty financing

NIBC organizes its corporate client offering by asset classes and products. We focus on serving
medium-sized corporate clients in selected asset classes in the Netherlands and across Europe with
the purpose to enable them to achieve their goals and growth ambitions. As a speciality financier; we
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differentiate ourselves from traditional peers by the fact that we do not offer current accounts,
transaction banking or other 'flow-related' products to corporate clients.

In the last years, NIBC has continued optimising its operations towards a more digitalised and
standardised model, allowing us to focus on scalable growth initiatives and smaller ticket sizes. NIBC
has onboarded its origination processes and customer relationship management onto a single digital
platform, allowing us to service our clients more efficiently and effectively.

Commercial Real Estate

In Commercial Real Estate NIBC focuses on financing several niches in the Netherlands where we
have in depth sector knowledge with focus on transactions between EUR 10 to EUR 50 million. We
service small SMEs in their growth ambitions with asset-backed loans ranging from EUR | million to
EUR 10 million through our label OIMIO. Furthermore, we are active in financing project
development and redevelopment. We offer national and international real estate developers and
investors innovative and creative financing solutions.

Shipping

Our Shipping sector team of dedicated industry professionals offers expertise in sector trends and
the impact of economic conditions. The Hague-based team helps clients capture opportunities and
address challenges from expanding global trade, population growth and the increase in the shipping
of goods. NIBC continues to focus on smaller tickets and a selective client strategy offering covenant
tight collateralised financing to High Net Worth Entrepreneurs cli