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A CLIENT AND DEVELOPMENT DIVISION SUPPORTING REGIONAL BANKS
AND SUBSIDIARIES

DEPUTY GENERAL MANAGER OF CREDIT AGRICOLE S.A. - CLIENT AND DEVELOPMENT DIVISION
GERALD GREGOIRE

TRANSFORMATION

DEVELOPPEMENT DISTRIBUTION & MARQUE & RELATIONS AVEC

LES CAISSES

CREDIT AGRICOLE
IMMOBILIER

INNOVATION ET
NOUVELLES

CREDIT AGRICOLE
PAYMENT SERVICES
(CAPS)

DES MARCHES DEVELOPPEMENT COMMUNICATION
(DDM) DIGITAL (DMC)
(T3D)

REGIONALES
(RCR)

(CAI) ACTIVITES

(LA FABRIQUE)

Florence Pierre Sieglinde Etienne Philippe v:;g;‘l’l‘(’ggk Laurent
BURDIN METGE SIRE ROYOL MARQUETTY NHUYSE DARMON

Marché des Marché des Marché des Marché Marché des Alliance
Particuliers Entrepreneurs Entreprises Patrimonial et BP Jeunes Epargne
Vincent Maxime Benjamin Frangois-Xavier David Martin
STEINHAUSER DUPARC REBOUL LUCHT CLAEYS TUAL
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A CASA PCD MANDATE FOCUSED ON SUPPORTING THE GROUP AND ITS
SUBSIDIARIES

4

A mandate
structured
around 4 key
pillars

Coordination
with the
Group’s
stakeholders

In line with
the Group’s
ambitions

3/5/2026

n ASSERTING A STRONG,

FORWARD-LOOKING
STRATEGIC VISION,

PRIORITIZED &
DEPLOYED

on Markets and core
banking themes

w The 39
« Caisses
» Régionales »
(.4

FEDERATION
NATIONALEDY
CREDIT AGRICOLE

User Hub network

(Savings, Credit, etc.)

being

o]
O
.° CONTRIBUTING TO

THE END-TO-END
DISTRIBUTION
STRATEGY IN

CONNECTION WITH

TEGRATING DIGITAL

INTO BUSINESS
REFLECTIONS &
ENSURING
REFERENCE

DRIVING AND
SUPPORTING THE
GROUP AND ITS

ENTITIES’
TRANSFORMATIONS

in terms of strategic direction

THE REGIONAL BANKS FRAMEWORK

as well as working methods (RB) COMPLIANCE
(customer journeys,
X CO¢ X
-~
CSREDMASEISSNE.  assumances  swenTSEnvSs cx
GROUP é‘ f]l_il_!régal';‘dUCTURE
o
@ nNDosuez & Amundi
I B GROUPE CREDIT AGRICOLE w CREDIT AGRICOLE
—— TECHNOLOGIES & SERVICES
@ ¢
PP
g 7. gt .
PTTTmTTT I A I [~ toyearsT
i ! ! I ambitions of the
1 Group Project ! ! MTP 2025 [ I i !
i P ) ! ! ! ! Caisses !
. ) S S I ---Régienales--!
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OUR ORGANIZATION THAT ALLOWS US TO BE MORE EFFICIENT ON THE
MARKET

Assistant ' 3 Entrepreneurs’ Market j Intern
Raziye Akcin Maxime Duparc )& Emeline de Sousa

, (Stay alert toN

( \ ‘ Marketing Clien.ts ¥ Gis New Professions understand the

Design and deploy oo Nl expectations  of

offers and ' kprofessionals. )

customer journeys

that support the Creation f \

Open Bankin BAQ & : Payments /

development of &':E-Facturati%n Fiduciary ;I;,ank:::t?;n& ﬁashUFlow & Deploy thef oR

kRegionaI Banks. ) hicral Blleiche Jérome Nain ot Ve strategy o the'
. . . g Entrepreneurs
. ’ 8 DIAG / PILOTAGE 3 " PAATENARES ENTREPFENARLAT SEMWAFES_* DIAG .
---------------------------------------------------------------------------------------------------- Market in
( \ b %D Financing Affinity :cqui§ittipn & :gz?;ngce with
ourney ig & Risks Approach ssociations
Support the Rhayza Pereira Cédric Lancelle Cyril Camus : Emilie Aguiton commitments.
transformation of . g 3 g b g . K )
. ) . DIAG DIAG / PMA .. PARTENAIRES PL / CLUB PRO _.* CLUBPRO _________ -
distribution models | = T T T T
and the evolution L (Develop a new \
B Distribution & Insurance (lead) Monitoring & ..

of the advisor Segmentation & Savings Pricing afflnlty-based

kp rOfeSSion . ) Alix Broche Silhame Rekia Maud Michelet Vincent Fontan approach
. owiRe . DA N A ... BOWNESPRATIQUESCR " (Associations,
FCS, ...) and revisit
market

\_segmentation Y,
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OUR AMBITIONS

ENTREPRENDRE
2030
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https://transfert.credit-agricole.fr/share-access/sharings/s5g5STLI.vkkkkQk-

ENTREPRENDRE 2030 : A NEW MILESTONE FOR THE ENTREPRENEUR’S
MARKET

THE CREDIT AGRICOLE 815 970 1.5B€ " 25,9%

Customers Revenue

CA Market
share

1st Bank for professionals
[0-3ME€ turnover]

But success is never a given : what leads us to settle a new strategy ?

«  Deep market evolutions « Trajectoire

* A “Quality Leader” positioning that reinforces a strong profile for key players Entreprendre

* Aclarified “Pro Irrigation Plan — Act 2015”

* New strategic impulses from regional systems with 10-year initiatives 2030 »

* Established PCP / PDN methods and work, anchored in a strong strategic vision, represented and
translated into priorities

6 new priorities

P1 P2 P3 P4 P5

Targeted Development of

New "Augmented" Evolution of the CSR Support for Our Acquisition, Equipment,

Financial Management Distribution Model Affinity Banking Approach
(0] {-1¢

for High-Value Segments Clients and Market Synergies
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NEWS ROUNDUP

French market : New regulations that impact our clients European Market : Neo competitors that are getting
compelling us to act strength and pushing us to be more agile

- The new E-invoincing regulation starts on September

2026
«compta-techs » have the opportunity to become essential Qonto Neobanks are expanding into the professional
in the customer ecosystem, allowing them to develop new segment with a growing portfolio of innovative
services like financial management including bank account Revolut solutions. Qonto and Revolut now offer current
- Ex. Pennylane invested 75M€ on this purpose Shing accounts yielding up to 4% interest
SumUp is preparing for a 2026 IPO, with a
« Fintechs » can develop their own e-invoicing solution projected valuation between $10 and $15 billion.
conform by design to become an all-in-one hub for clients B sumup* This move represents a pivotal strategic
- Qonto raised +450M€ to develop invoicing solution) milestone in the company's evolution as a
Qonto leading European fintech.
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OBSERVATION 1: ENTREPRENEURS ARE INCREASINGLY NUMEROUS, YET
DIVERSE AND LACKING CLEAR REFERENCE POINTS

One million new businesses are created each year, yet entrepreneurs often lack clear guidance, with diverse needs and expectations, facing new challenges in an
unpredictable environment

I am launching my own I manage the day-to-day I’'m financing the growth of my business % I’'m hiring my first  I’'m transferring / selling my
business operations of my business and my new projects employees business
Ent f ing challenges in a shifti ic and regulatory land d requi BANK
ntrepreneurs face growing challenges in a shifting economic and regulatory landscape, and require . .
St ALl - il o be a = Expectations regarding
guidance to interpret change, set priorities, and act amid deep societal transitions O 0 0
the bank :
Economic and regulatory context Growing the business and
Rising costs of raw materials and building the team Societal transformation . - Digitalization of the banking relationship
energy, geopolitical instability, and Shaping its evolution and Adapting to social trends
increasing regulatory pressure... preparing for what’s next - Support during key moments, including
. . : tough times (cash flow)
Digital transformation Ecological transition
Breaking down the challenges of the Im ; . . .
iy . . plement a sustainable P
digital shift, particularly around development trajectory Saving time to focus on your core business

electronic invoicing
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OBSERVATION 2: CREDIT AGRICOLE IS NO LONGER THE LEADER IN

ACQUISITION

Although traditional banks remain dominant, Crédit Agricole — still the
leader in market share — is no longer leading in customer acquisition...

Taux de pénétration commercial a titre professionnel

*2 8
i I Ii il *18
Ii -...E -Ii

7‘ *1 6 015%23 2 ;’0 3 015{23 015423 015{23 015{23 Y +Z 9 7‘ 06 2
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POSTALE
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AN
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...and will no longer be in 10 years if current trends continue

Données réelles Projections

25,3%

23,0% 22,4%

In 8 years, Qonto has reached the same
number of professional clients as LCL
and could catch up in revenue by 2034
if current trends persist.

14,3% 14,3%

2017 2023 7 2025 o 2034

Il Conto M Crédit Agricole
Parts de marché

Sources: INSEE, Coface SCRL, client databases, Diane — first bank declared by the company. Estimate based on a sample of professionals in the region, primarily incorporated professionals who report their financial statements. / MicroStrategy as of 12/31/2023 / SIDV2: Net banking income adjusted for
liquidity — market estimate for professional clients within the rating segment scope. / Acquisition estimates based on data published by Qonto, KPMG projections — Pépites Study 2023-2024

Congquéte 2023
Neo-banque / Banques en lignes
26% EER en France
17% EER
dans les 39 CR
= 1in 4 new banking relationships are initiated
@ through an online or neo-bank
@ pennylane = 29% among micro-entrepreneurs and 26%
4 BoursoBank - 0
indy among other professionals
K omptatai = Qonto is 1st ex-aequo with CA in New

10% de conquéte interne
compta / compte pro

market shares

BoursoBank lance en octobre 2024 une prime de 150€ pour toute
412 ouverture de compte Business, tandis que Revolut offre le 1¢” mois

banking relationships in 2023 with 10% of

Online banks and neo-banks are accelerating their progression

58% of professionals have heard of neo-banks, and 17% (up 3
points vs. 2021) would be willing to open a professional account
in an online bank without a physical branch, for the following
reasons

Ease of daily use
Ease of account opening
24/7 availability

Pricing transparency °
Attractive pricing .
Mobile app .

Usage Interne / Internal Use 12



OBSERVATION 3: A NEW “3-IN-1’ VALUE PROPOSITION

3 major dynamics: determined by the prior deployment of notification, ahead
of the support measures to be implemented

An all-in-one value proposition

v

A 100% digital journey
v

A flat-rate pricing mode

v

< BoursoBank Qonto

Lisibilité
— e
Busness.

fegn e~

Facturez vos clients >

"’o,,nv\,t@

Essontiol Enterprise

= >
o 199 e .. Pilotez votre trésorerie

... ComptePro >

" Gérez votre comptabilité >

Gestion des achats >

Q Services bancaires classiques Facture électronique >
+ 1 carte One Mastercard :

Gestion des fachures standand
v/ 30 virements ou préle

Transparence |

v 1 compte

v/ Accés sux offres de |

1’30
avec formulaire pré-rempli

33 Memo Bank
The rise of Fintechs: Banking license obtained in 2020
fully digital financing

solutions > Every type of credit

100% Digital

Via partnerships : Silvr ; DeFacto

A unified “3-in-1” value proposition that converges
toward business management, combining banking,
administrative & financial operations, and accounting

Administration

@ AGICAP

€3 SPENDESK

\ ' Regate

by Qonto
LIBEO
@) pennylane

indy
Fintech for
accounting

Qonto E3 sumup:

Revenue base Financing
- Cash Advance : repayment adjusted based on
revenue and a portion of sales revenue is allocated

toward repayment

- Factoring
- Cash Advance

Usage Interne / Internal Use
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P1

New "Augmented"
Financial
Management Offer

Redefining our value
proposition around the
BAQ to offer a broader
"augmented" Financial

Management service
with 100% digital multi-

universe pathways

/

E xolecto.

KEY PROJECTS DETAILS

P2

Evolution of the

Distribution Model

Enabling CRs to make the

best choices in
distribution models by
mapping "winning"

models, anticipating the

evolution of the Advisor
role, and introducing a
new segmentation

ROLL OUT A RENEWED VALUE PROPOSITION FOR ALL ENTREPRENEURS, LEVERAGING A DISTINCTIVE BLEND OF HUMAN
EXPERTISE AND DIGITAL INNOVATION — INTEGRATING BANKING, INSURANCE, AND COMPLEMENTARY SERVICES TO

ASSERT OUR TERRITORIAL LEADERSHIP AND DEFEND OUR UNIVERSAL, RELATIONSHIP-BASED BANKING MODEL

P3

Affinity Banking
Approach for High-
Value Segments

Strengthening our
affinity banking
approach for high-value
segments (liberal
professions, SMEs,
associations) and their
key moments (setups,
transfers, acquisitions)

P4

CSR Support for
Our Clients

Deploying a
comprehensive electric
mobility offering,
opening up with CATE to
advisory and diagnostic
professions (e.g., carbon
assessments), and
committing to societal
initiatives

P5

Targeted
Development of
Acquisition,
Equipment, and
Market Synergies

Developing our business
portfolios through
targeted approaches in
acquisition, equipment,
and market synergies

pro : x|
_ Y

15 3/5/2026

SEGMENTATION
CUSTOMER
ENGAGEMENT
DISTRIBUTION
INCUBATOR

~

J

~

* HEALTHCARE
PROFESSIONALS

* FRANCHISEE

* LOCAL ASSOCIATION

J

~

* TARGETED
FINANCING

* INCLUSIVE
ENTREPRENEURSHIP

* MOBILITY
J

( )

ACQUISITION
MULTI-PRODUCT
ADOPTION
PRIVATE BANKING FOR

BUSINESS OWNER
N\ J

P6

Innovation
Development

Reaffirming our
leadership in the
Entrepreneur market
by strengthening our
innovation capacity
through three levers:
market intelligence,
open banking, and the
Pro Factory system

4 )

BAAS
EMBEDDED FINANCE
PAYMENTS

- J
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\ Our learning Expedition — Thank you CA POLSKA

7‘

POLE CLIENTET
DEVELOPPEMENT

Direction du Marché
des Entrepreneurs

%2 CREDIT
AGRICOLE

TWOJ BANK PELEN KORZYSCI
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Crédit Agricole Bank Polska : A digital forward Entity

; Les réussites éprouvées : CABP = CASA

Monitor the deployment of generative
Al in advisor journeys and begin

workshops to propose implementation in

+600 Restaurants +900 Pros de santé France D.eepen .d!SCUSSIOnS S)I’] the

O DT rencontrés conversion efficiency of digital leads

through the remote advisor model

Conduct a dedicated workshop on

business creation tools offered by CABP

| CASA - CABP

+10% du total des
clients gérés

Present our various innovation topics,
_ including electronic invoicing planned
Les Grands projets en cours for 2027 in Poland Provide visibility on

the progress of the Pro By CA rollout

Al Integration in Advisor Journeys éga(r:elgréll,mhise exbpl'eﬂtiije'anPd Iide(glftify
i -assi clients establishea in Polan
Deployment of a generative Al super-assistant that analyzes all et s R L b e bg:

advisor—client interactions to prepare exchanges and update client | =l h
information clearly and comi)letely II? anning a CABP visit at a Healt
— SOHO/SME Market Deployment: 12/02/2025 erritories business unit

Usage Interne / Internal Use 17
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