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CONQUERING NEW CLIENTS AND AVOIDING CHURN J

BECOMING THE PREFFERED BANK FOR HEALTHCARE PROFESSIONALS

FRANCHISEES : A SEGMENT WITH STRONG POTENTIAL




THE FRENCH MARKET : A very dynamic market with > 1 million creations each year

2/3 of new professionals are independent workers
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* Companies or independent workers with revenues < 3 M€ and < 50 employees



Unknown in the banking landscape 5 years ago, these new players could capture 60% of the market by 2035

Crédit Agricole had 23 % of the professional But new players could capture 60 % of the

French market in 2024 (1% bank) market by 2025
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Acquering new customers has become the top 1 priority of our MTP

Accelerating in France

Three brands Customers

i YOUNG CUSTOMERS
Universal banks A disruptive approach tailored to

serving everyone the new trends and uses

1 investment solutions
for entrepreneurs ~  gross customer
capfure
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No.1 bank

Tor young
Cuskomers

+1 million

gross afflusnt
customer capiure

PROFESSIOMALS ! SMEs ! AGRICULTURE
Sector-specific offerings that go beyond
The best of digital traditional financial services

+1 million
LD
profeaslonal | 3ME
cusftomer captura

AFFLUENT CUSTOMERS
@ The bank +3m Coordinated expertize / exclusive
e savings for everyone
BFOR: MID-CAPS
A coordinated approach to provide

expertise and extend market reach

1 Mid-Cap out of 3
trusted bank
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A dedicated governance and action plan started in 2025

An action plan including new offers, data & anti-attrition streams with monthly top

management committees and several contributing regional banks

PILOTAGE DU v CPM & CMCI
PROGRAMME v' Comité stratégique

PROGRAMME CONQUETE
----------------------------------------------------- AMBITIONS A 10 ANS
Vincent Steinhauser & Frédéric Noet

COORDINATION & (ode 1 11X TR Dimensuec/ | A S e e
PRIORISATION coordination 1. Plan de bataille
DES TRAVAUX Conquéte Vincent Steinhauser & Maxime Duparc
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Lutte contre I'attrition
Co-sponsor : Sandrine
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Pilotage et déploiement des
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Actifs digitaux
Frédéric Gacougnolle
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2025 : First successes

* Unprecedented mobilization of Business Lines and Regional Banks (€80M of additional budget for all
markets)

 Growth in gross conquest and net conquest despite an increase in attrition : 150 K new professional
customers in 2025

e 2025 Business Line offers supporting the conquest momentum

+20 000 cards in 2 2pay + 4 900 news clients
months b

+ 5 300 contracts
+ 20 000 leads

E Kolecto.
Promotional offer by Promotional offer by Promotional offer by
CAPS on business cards CAPS on electronic Kolecto on e-facturation

payment terminal services



2026 : new offers and digital journeys

Bioiecto. ¢

m Business lines
/ promotional offers
‘ CAWL (Kolecto, CAPS, Paymed,

CALEF)

8 minutes onboarding

Dedicated budget for digital acquisition

Creation of Credit Agricole Business Digital (Pro team)




2026 : new targets

Franchisees and
franchisors

Healthcare
professional

Legal, accounting and
consulting

Affinity
based
marketing

Entrepreneurship and
new businesses

ESG and positive
impact businesses

Small and medium
associations



2026 : an action plan to avoid attrition

FIGHTING ATTRITION
of customers who left

went to the * Roll-out and improvement of the Pro/Agri Attrition Score,
competition delivered in September 2025

e Anti-attrition training program

40 of customers who left « Deployment of best practices (handbook)
0, .
% were clients for more

than 5 years * Rewarding loyalty (work in progress : sponsorship, welcome,

double relationship, duration of the relationship...)

Dedicated monthly executive dashboards to monitor conquest and attrition on

strategic targets (including entrepreneurs)
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“Entreprendre 2030”
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Banking approach for
High-Value Segments




Become a well recognized partner for healthcare professionals : a CA strategic action plan since 2020

Establishing a distinctive market position as a global partner to healthcare professionals, linking legacy expertise and new capabilities, while aligning

societal impact with business performance

2020 2023 2026

Affinity-based
approach

Becoming the go-to partner for healthcare

Positioning as the professional partner in ) o .
; P P actors by offering a unified business and

affinity-based approach

facilitating access to healthcare

Deploying a complete and actionable toolkit to support Develop a comprehensive, packaged, and all-inclusive
territories in tackling healthcare access issues bancassurance approach tailored to each profession,
through medical homes, health centers, telemedicine, and aligned with the 'Entreprendre 2030' roadmap

preventive care



Healthcare professionals : a market with a potential NBl of more than one billion euros

Pop.

Pop.

i AAGR NBI AAGR NBI

Healthcare professionals 2024 . 2030 2024 24-30 2030
% Doctors 101k 0,8% 106k 220m€  08%  230M€
Specialized 181k 20 205k 360 M€ 2% 405 M€

@(@ doctors
@ Pharmacist 53k -0.2% 53k 160 M€ -0.2% 160 M€
Nurse 99k 3% 118k 180 M€ 3% 230 M€
0,

@ Physiotherapist 79k 2% 88k 140 W< 2% 157 M€

@ Interns 6k 1% 34K 25 e 1% 25 me

Students 73k 4% 92k 15 M€ 4% 20 M€
@ TOTAL 623k 2% 697k 1.100 M€ 2% 1.227 M€



Healthcare professionals : a major commercial opportunity

High potential population to support Average revenue per customer to increase

= Current activity still largely focused on low-margin,
commoditized products (basic financing, standard
payment solutions)

= |ncrease our positions on key populations (specialist
doctors, nurses, students and interns...)

= Strong potential to enrich revenue through affinity
based approach and new offers on professional and
private needs

= Anticipate changes in professional practices
(employed vs liberal, health centres ...)

= Best practices already observed in several Regional
Banks

Capturing the Full Market Potential by covering the entire healthcare ecosystem, broaden and better market

affinity-based offers, and strengthening Distribution models & partnerships




Affinity based marketing : become a well recognized partner to healthcare professionals

Affinity based
offers

Innovative services

Adapted
distributive
organization

A new method to address our priority
professional segment (doctors, Nurses,
Pharmacist, Physiotherapist) during all their
professional life, from student to retirement




Affinity based marketing : new offers (insurance, innovations...) and dedicated marketing

[ PHARMACIENS | V/
4CO

PROFESSIONNEL DE SANTE

VOTRE OFFICINE _
ON ASSURE AUSSI BIEN EST VOTRE PRIORITE

LA NOTRE
VOTRE VIE PRO QUE PERSO. EST DE VOUS FACILITER LA VIE!

1" banquier assureur des professionnels de santé ™, Crédit Agricole vous accompagne partout en France

d'assurance Qui vous protégent ou quotidien : Responsabilité Civile Professionnedie

DECOUVREZ NOTRE GAMME DE SOLUTIONS EXCLUSIVES
Privoyance Arrét de Travail ™ et Epargne Retraite™ ET PERSONNALISEES POUR CHAQUE GRANDE ETAPE
DE VOTRE PARCOURS PROFESSIONNEL

AGIR CHAQUE JOUR DANS VOTRE INTERET >
ET CELUI DE LA SOCIETE ’
& 360 |
—— PROA by
SANTE |

avec des solutions

1aS.A, 3gréd an tant quidtablizsamant ds crédit - Sibge sosial: 12, place des Etats-Liis, 92127 Montrouga Codax - Capital social : 9123 093 081 € - 784602 416 RCS



Affinity based marketing : a dedicated organization and strategic partnerships

A human centric relationship model

Strategic partnerships

Expert bankers who understand healthcare
professions : « speak the language», flexible
schedules, building trust

A unique contact maximizing the scope of
coverage (professional + private banking +
insurance)

Client-oriented positioning
Clear portfolios

Specific approach for students and
interns

At national level : strong institutional
positioning through Credit Agricole
Santé et Téritoires

Deployment of these partnerships locally,
with CAST (tools, banking offers,
events,...)

For Regional Banks : priority on Young
Healthcare Professionals (students and
interns)
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Franchising : a strong model of entrepreneurship for 50 years

/

« @, Definition of franchising: A business model in which an entrepreneur, the franchisee,
operates under the brand and know-how of an existing company, known as the franchisor.

« £ Rights and obligations : Understanding the different types of franchising — service,
distribution, and production — as well as the respective commitments of the franchisor and
the franchisee, is essential.

i Economic structure :This model is based on a commercial contract between the franchisor
and the franchisee, under which the franchisee pays fees to operate an established concept.

7 Benefits for entrepreneurs : By providing operational support, franchising enables rapid
expansion and reduces entrepreneurial risk for the franchisee.




Franchising : a strong model of entrepreneurship for 50 years

/ Number of franchisees in France (1990-2025) \

Key 2025 figures

2 035 franchise networks

93 395 franchisees (+2,9% vs 2024)

93,71 billions € overall revenues Franchising revenues in billions€ (1990-2025) -
(+4,9% vs 2024) . |

1 018 038 direct and indirect
jobs (+5,7% vs 2024)




Franchising : revitalizing and enhancing our relational model across all territories

-~

70%

of franchisees are in
cities under 100 K
inhabitants

13

A franchising
network is implanted
in 13 regions (average)




Franchising : a strategic market for banks (1/2)

-
( N

Banks : dedicated teams and

Fédération . °
F= e marketing at national level
/ Toute la
< SOCIETE
\._/ Franchise GENERALE

FRANCHISE

(l //OBSERVATOIRE
DE LA FRANCHISE

& J

ﬁ BNP PARIBAS




Franchising : a strategic market for banks (2/2)

4 N

Bank’s revenues on private

banking on franchisees = 4 X

bank’s revenues on average
private banking

Bank’s revenues on
franchisees = 3 X bank’s
revenues on professionals

E-Facturation,
employment saving,
insurance, ESG...

equipment on terminal
payment solutions




Franchising : strong Credit Agricole positions but some improvements are required

a ¢ A

But an insufficiently exploited position

) Insufficient networking and visibility

1st Bank on franchising

))) Positions under the level on some sectors
- 28 % of the market in expansion

- Huge assets : territorial presence and proximity, ))) Lack of synergies within the Group

wide range of offers to cover all needs

- Flagship clients (1 Mac Donalds on 2) ) Llack of data

. J




Franchising : a strategic plan to enhance our positions and to be recognized as the first bank

-~

National dedicated team

Preferred onboarding process

Dedicated communication

Dedicated offers

Data and steering

~
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