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MasterCard Role

< i ) Consumers want better ways to pay.
s We invent them.

S People want financial inclusion.
—  We find ways to serve them.

f' A:i: Checkout lines are too slow.
We help them move faster.

;'& Commuters are busy.
‘B8 We speed them on their way.

.@r@ Cardholders seek more benefits.
'8 We create them.

Governments need greater efficiencies.
== \We provide solutions.
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MasterCard Romania
Merchant programs




MasterCard Romania - Leader in merchant programs

Segmented approach, based on each cards’ specifics:

Solid growth in no. of partner

locations:

235
201
150
75
40 l

2010 2011

2012 2013 2014

Elite

In 2014 - 5th MC Elite
annual collection

102 brands, 235 locations,
15 cities

Average discount of 10%
121 stores

43 restaurants

71 sport & leisure locations

| Elite

In 2014 - 1st MC Elite+
collection

13 brands, 17 locations
Additional discount or gift
8 stores

9 sport & leisure locations

All driving to one conclusion:
Your MasterCard card enhances your reality

@& | CliteBic

In 2014 - 1st MC Elite Biz
collection

50 brands, 90 locations
43 restaurants

Also will include auto,
insurance, tourism, office
& stationary merchants
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MasterCard - Airport Lounge Bucharest

MasterCard. Dedicated to MasterCard premium cardholders,
Wsorroner | - who are granted free access with one guest

SHE2 P51 FNle

Privileged position and
elegant enviroment,
situated at International
Departures Terminal,

H Coanda Airport
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MasterCard TNB project — Social & Cultural Involvement

Being part of the community and
supporting social & cultural activities is
very important for us.

Starting June 2014, MasterCard is the proud
partner of one of the top cultural landmarks of
Romania.

MasterCard supports one of the top TNB projects -
9G (“noua generatie”) that gives the the new
generation that will take further our cultural
heritage, the chance to learn and practice.
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MasterCard Romania

Loyalty Solution




MasterCard Rewards — A unique loyalty solution

)

Cardholder Value Proposition

Your MasterCard is your loyalty card!

Receive your cash back

Use your points / cash
back to redeem special
offers from the Rewards

Catalogue
Point
accumulation

Enroll into MasterCard Rewards

/

Issuer Value Proposition

Acquire more customers;
Increase activation and usage;
Gain wallet share;

Deepen relationships with
their own customers

v

Existing and proved plug and
play IT system

Plug & play operational structure -
Call Center, Fulfillment, Reporting etc.

Ready made but customisable
rewards catalogue

Know-how, management and support
by MasterCard
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MasterCard Rewards model benefits

Develop performance of card life cycle

With rewards

;5
(a1

5 Without rewards \

=

<

e spend balance e

Reduce cost Encourage Increase Increase Decrease Higher
of acquisition activation spend borrowing losses retention

Profitabiliy Over Time
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MasterCard
In Control




The way In Control works
Tailoring the card behavior to the need - real time (Based on Authorisation)

Primary cardholder
creates customized
spend and alert
profiles via web,
mobile or customer
service

Transaction limits and Alerts

Know when your card is used over a certain amount
RULE: Alert for any transactions > € 500

Budget monitoring

Keep your spending within the family’s monthly budget
RULE: Budget limit of € 1000 set for upcoming month

Virtual Card Numbers generation

Use you card only for online purchase of airline
tickets and hotel reservation within 2 days.

RULE: limit virtual spend on airlines and hotels
RULE: Set expiry date for 2 days

Manage more cards

Family members' spend is restricted to within time or country
RULE: Restrict usage to domestic spend only
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MasterCard In ControlTM - Solution for all type of customers

MasterCard In ControlTM: Technological platform enabling MasterCard issuers to offer
differentiating services to their cardholders for all MasterCard brands (MasterCard or Maestro)

Consumer Solutions it Consumer Solutions

For Cardholder ~ For - ForSpend For Fraud For For Commercial For Business
Security E-Commerce ‘Management Protection Business Payments Travel
. > =
v S @ M W
- QA _ .
Cardholders Cardholders Primary cardholder Set controls on Customized profiles  Unique limited-use Coming in 2014
generate unique generate unique creates customized  portfolio level with with spending account numbers
virtual card numbers  virtual card numbers  spend profiles for Geo blocking and controls and alerts and authorization
forsingle, multiple,  for single, multiple, ~ each family member ~ Multicriteria Alerts ~ for each employee controls
or recurring or recurring card
purchases purchases
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Financial Inclusion:

The Prepaid and mPOS Opportunity




The mPOS Opportunity

New
Merchant
Acceptance

Existing
Merchants

New
Opportunities

Leading
Retailer

Many SME retailers and freelancers normally accept only cash
MPOS is a cost effective solution that can open the acceptance in
rural areas

Large cosmetics company with mobile sales force
Insurance companies and brokers with mobile agents

Delivery companies accept mostly cash on delivery
MPOS will provide the perfect highly portable acceptance
solution integrated with their back office systems

Sales agents have tablets linked with MPOS
Allows employees to sell from anywhere within the store

o
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The Prepaid opportunity

Government
Benefits

Meal
vouchers

Rural
inclusion

Events &
Festivals

Reduces disbursement costs and improves operational efficiency
Disbursements for multiple programs can be loaded on 1 single card
Total control over the electronic disbursement & use of funds process

Reduces inefficiencies & costs associeted with paper vouchers
Better control over spending categories
Shorter timelines for settlement of funds

Capture unbanked population from rural areas, currently
around 47 % of total population

Ease& Convenience on events payments flows, capturing the
currently cash only expenditure
Build behavior of card usage based on affinity

o
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Thank you.




Introducing
Smart Money

Based on a true story

’#——”:

(’.‘) CIT Restructuring




ﬂpetent,::'i
pentru risc

Risc medin

Aversiunes
fatd de risc

Evolutia criteriilor de risc

/7 N\

1998 2005 2008 2014
Traditional Commercial Ice Age Traditional
banking banking banking II

N

prezentare sustinutd de Rudolf Vizental (3 CIT Restructuring



1998 — 2004
Traditional banking

3:3

v' Business
v' Garantie

v' Actionari/ management

prezentare sustinutd de Rudolf Vizental (3 CIT Restructuring



2005 - 2008

Commercial banking

1:3

v Business/ garantie/ management

prezentare sustinutd de Rudolf Vizental (3 CIT Restructuring



2008 — 2013

Ice Age

v" Business
v' Garantie
v' Actionari/ management

v' Independenta financiara, comerciald, politica

prezentare sustinutd de Rudolf Vizental (3 CIT Restructuring



2014

Traditional banking 11

3:3

v Criterii corecte de finantare

v'  Premise identice 2000 vs. 2014 — 3:3

v' Context diferit 2014 — piata slabita, multe
probleme nerezolvate

m
prezentare sustinutd de Rudolf Vizental (3 CIT Restructuring




Solvabilitatea companiilor cu impact

-

Ve

4 N
Societatiin
stare
iminenti Soaetatiin dificultate
de
insolventa 43,38%
16,05%
AN J
.!.
59,44% din

companiile cu impact

prezentare sustinutd de Rudolf Vizental
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Sudetﬁli Cll O
structura
financiara

sanatoasa

40,56%

@' CIT Restructuring



Rentabilitatea
companiilor cu impact

Categorie Companii

Pierdere 33,60%

(0%-1%) 16,86%
[ 1%-5% ) 20,18%

[5% - 29,37%

Total 100,00%
I R

prezentare sustinutd de Rudolf Vizental (;') CIT Restructuring



Restructurare — alinierea intereselor

Investitori R Actionari

prezentare sustinutd de Rudolf Vizental (;') CIT Restructuring



Smart Money

v Smart money - investitii strategie cu solutii integrate

PE clasic Smart Money

- crestere - turnaround

- aversiune fata de risc - identifica oportunitati

- randament asteptat 20 - 40% |- randament asteptat 200 - 400%
- companii sanatoase - distressed

- orizont de exit 3 - 5 ani - orizont de exit 1 - 3 ani

prezentare sustinutd de Rudolf Vizental (;') CIT Restructuring



Concluzii

* Schimbare — Problema — Oportunitate — Solutie;
* Solutia nu reprezinta o utopie;

* ,Avem cunoasterea necesara, cat si instrumentele
de actiune pentru a pune capat acestei suferinte”.
(Paul Krugman)

prezentare sustinutd de Rudolf Vizental (;'] CIT Restructuring



Recomandari

. Realism

. Viteza de reactie

. Flexibilitate

Perseverenta — don’t give up

. Smart money

prezentare sustinutd de Rudolf Vizental (3 CIT Restructuring



Va multumim!
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Bucharest June 11, 2014

Banks and Digital
Dapgdunity

Branislav Vujovi¢
President
New Frontier Group



new frontier group
1 7Countries

Austria, Bulgaria, Slovakia, Czech Republic, Slovenia,
I O P 1 O Romania, Russia, Serbia, Turkey, Bosnia & Hercegovina,
Macedonia, Montenegro, Hungary, Poland, USA;-Canada,

2006 Vienna

Founded August 2006 and
Headquarter in Vienna, Austria

Gartnertop 10
IT Services in CEE

2 O O O People

Highly skilled workforce 1 95 2MOE8R 7
in all major IT Solution areas L o EU years
-1 EES,(:) 2012 -

e y Fast growing regional IT solutions
1 2 2011 player in the last 7 years through M&A
Mio EUR as well as organic growth despite the
98 010 crisis

Mio EUR
2009

S0
SO

Mio EUR
2007

Mio EUR
2006



How to continue
creating value for

our clients and how
to GROW?






Adding New Channels:
ATM
Call Center
eMail
Online Banking
Internet Banking
Mobile Banking
Social Banking
PFM
Advisor
Collaboration
Application Store
loT
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» . Nnew
x Raiffeisen TPRte"
BANK

News 17. 04. 2013.
Raiffeisen Banka Realized Excellent Business

Results in 2012

“Introducing the improved e-banking
application resulted in a growth in
increase of online transactions of 62 per
cent for a half-year period, while the
number of loan requests submitted
electronically grew by 16 per cent.”




w,Financial and ICT products® transformed to
Services and offered to Customers

Personal Privatebanking Business Corporate- investor Relations | Bank | EN | R Moscow v
waga .
market SEARCH THIS SITE Q
cloud service —
waga
‘market.
U Fnanclal & IT Ser M O
Ll .

FINANCIAL SERVICES

Lorem psum dolor sk ame, consectetur adipiscngelf.
Namn scelerisque dictum tellus, vel semper arcu euismod

vel Praesent hencirent sed.

FOLLOW US

f ves

ABOUT US



Business Benefit IHOHP

1. ARPU (Average Revenue Per User)

2. Customer base — new customers

3. Churn and Customer Loyalty

churn reduction at customers that have cloud and mobile
service are significant:

 having 2 services (1 mobile + 1 cloud) churn reduction is estimated to
bigger than 50% in 2 years

» having 3 services (1 mobile + 2 cloud) churn reduction is estimated to
bigger than 75% in 2 years

» having 4 or more services (1 mobile + 3 or more cloud) churn reduction
Is estimated to more than 90% in 2 years

TELEKOM /
AUSTRIA
GROUP



» Cross Industry

e Global Players






Banking Digital Model

Customers

Core Banking

Co . CaliCenter
re Banking SRS

Collaboration
Channel




Digital Banking

Personalized I '

Physical

szx_j@

Digital
Banking OO:m%m%:os
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Levels of Digital Adaptation in Banking fé?gw

loT, Customer
Share,
Level 4 Personalized

Open and
Transparent
Collaboration
Level 3 (including 3% party
products & services)
Web Site
Integrated
Level 2 application
(internet & mobile

banking)

Social, Platform
Level 1 Company + 39 Party +
Customer Content




Analyze

Accenture, McKinsey,
KPMG, Capgemini, EY,
Deloitte

SMAC

E
Electri

icity
ngine

Strategy!

oD
-
550



Start with Strategy Group

Updatipg, changing,
extending based on
digital
Empowermaer;]?

Transformation

Engageme
nt
And Empowerment

Innovation by o
Personalized Speed
. | pen and Transparen Experience
Anywhere any device Engaging and Empowering 0




XAPT frontier

new fronoer group SG'U['DHS
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Consulting



Understand
Business
Ecosystem,
Customers
(segments,
geography),
Portfolio,
GTM, profit per
lob, identify
business in
danger

Content, online
applications,
online sales,

delivery, support,
collaboration,
social, mobile for
whole business
ecosystem

Review leading
examples of
digital business
in general and in
the industry
vertical,

converting atoms

into bits
approach

Brainstorm on
new offering,
new segments
and geographies,
how to convert
products into
services
(Business Model
generation)

Align and Integrate Technology

ViSiOn Where to
be in three years
and how to come

there

Define vision:
Goal to be
achieved in
couple of years.
Define a path
how to come
there.
(Dream with
deadline)




How to go Digital?

Updating, changing,
extending based on
digital

Digital
Transformation




We can not predict
the future but we
can help shape it

Thank you



FACILITAREA ACCESULUI LA CREDITE
AL BENEFICIARILOR DIN SECTORUL
AGRO-ALIMENTAR
CU SPRIJINUL FGCR -IFN S.A.




Obiectivele Fondului de Garantare a Creditului
Rural - IFN SA constau in :

% Sprijinirea absorbtiei fondurilor europene;

% Stimularea accesului producatorilor agricoli privati, procesatorilor
privati de produse agricole si beneficiarilor PNDR la credite si la alte
instrumente de finantare;

 Facilitarea accesului investitorilor privati din sectorul agro-alimentar la
finantare prin acordarea de garantii institutiilor finantatoare pentru
credite destinate finantarii productiei, stocurilor, capitalului de lucru si
investitiilor efectuate in acest sector;

“ Formarea si consolidarea fermelor de familie;

% Stimularea dezvoltarii pietei funciare;

“ Dezvoltarea de parteneriate cu institutiile finantatoare in scopul
facilitarii accesului la finantare al beneficiarilor fondurilor europene
alocate Romaniei prin PNDR, al fermierilor, procesatorilor de produse
agricole si fermelor de familie.




FGCR-IFN S.A.

Poate garanta la solicitarea institutiilor finantatoare :

o

% Creditele aprobate pentru finantarea capitalului de lucru necesar fermierilor si procesatorilor de produse agricole persoanelor fizice si
juridice pentru realizarea productiei.

» Creditele acordate persoanelor fizice si juridice pentru achizitionarea de terenuri agricole in situatiile definite la art. 2 lit. b din OUG nr.
43/2013.

% Creditele acordate fermierilor pentru finantarea investitiilor in domeniul agricol, altele decét cele realizate cu co-finantare europeana.

» Creditele aprobate in cadrul Conventiilor cadru-plafon de garantare, pe baza adeverintelor emise de APIA beneficiarilor sprijinului alocat din
bugetul european si bugetul national (SAPS, PNDC, subventii pentru bunastarea pasarilor si porcilor,etc).

% Finantarile acordate beneficiarilor FEADR ai masurilor :

121 - Modernizarea exploatatiilor agricole;

123 - Cresterea valorii adaugate a produselor agricole forestiere;

125 - Imbunatétirea si dezvoltarea infrastructurii legate de dezvoltarea si adaptarea agriculturii si silviculturii;

322 - Renovarea, dezvoltarea satelor, imbunatatirea serviciilor de baza pentru economia si populatia rurala si punerea in valoare a mostenirii

rurale;

312 - Sprijin pentru crearea si dezvoltarea de microintreprinderi;

313 - incurajarea activitatilor turistice;

411 - Cresterea competitivitatii sectoarelor agricol si forestier;

412 - Imbunétatirea mediului si spatiului rural;

413 - Calitatea vietii si spatiului rural,

431 - Functionarea grupurilor de Actiune Locala, dobandirea de competente si animarea teritoriului.

% Finantarile acordate beneficiarilor FEGA.

<

o

<

3

% FGCR-IFN-SA emite scrisori de garantie beneficiarilor publici ai FEADR prevazuti in OUG 79/2009 pentru incasarea avansului din
contractele de finantare nerambursabila incheiate cu APDRP. Beneficiarii FEADR care pot solicita Fondului emiterea scrisorilor de garantie
pot fi :

- comunele, orasele, ADI si ODP ;
- grupurile de actiune locala ;
- organizatiile si federatiile de utilizatori de apa.

< GARANTIA FONDULUI DIMINUEAZA EXPUNEREA DIN CREDITE DEOARECE ESTE :

* Irevocabila si neconditionata, directa si expresa;

 Se acorda numai in completarea garantiilor clientului;

+ Perioada de valabilitate a garantiei poate fi cel mult egala cu durata creditului, plus o perioada de pana la 60 de zile calendaristice;
+ Se reduce pro-rata pa masura indeplinirii obligatiilor clientului.




v

Descrierea garantiei

o Garantia acopera, in cazul beneficiarilor privati, maxim 80% din
valoarea finantarii acordate beneficiarilor privati de catre institutiile
finantatoare.

o Valoarea maxima a garantiei este de 2,5 mil. euro;

o Garantia in prezent respecta prevederile legislatiei comunitare
privind conditiile care exclud existenta ajutorului de stat, respectiv:

o Imprumutatul este, in principiu, capabil s& obtina un credit in
conditii de piata de pe pietele financiare fara interventia statului;

o Beneficiarii privati ai finantarii nu se afla in dificultate financiara,
conform definitiei “firmei in dificultate” mentionata in sectiunea 2.1
din Liniile directoare privind ajutorul de stat pentru salvarea si
restructurarea intreprinderilor aflate in dificultate, publicate in
Jurnalul Oficial C244.01/10/2004;

o Garantia este legata de o tranzactie financiara specifica, respectiv
finantarea acordata de o institutie finantatoare, de o suma fixa si
de o durata limitata;




v

Avantajele utilizarii garantiei Fondului

In cazul beneficiarilor:

eliminarea principalei cauze de respingere a cererii de
finantare, lipsa garantiilor, prin utilizarea garantiei
Fondului, in completarea garantiilor proprii;
diminuarea incertitudinii acordarii finantarii/scrisorii de
garantie;

diminuarea costurilor aditionale creditului/scrisorii de
garantie prin reducerea/eliminarea costurilor aferente
garantiilor imobiliare;

optimizare, flexibilitate mai mare a finantarilor solicitate
bancilor, fara a prezenta garantii suplimentare in
favoarea Fondului;

economie de timp de min. 7 zile fata de utilizarea
garantiilor ipotecare.




v

Avantajele utilizarii garantiei Fondului

in cazul institutiilor finantatoare :

prin utilizarea garantiilor F.G.C.R., institutiile finantatoare sunt motivate
sa exploreze noi segmente de piata, sa-si puna lichiditatile in migcare
pentru proiecte care desi viabile/bancabile, nu beneficiaza de garantiile
necesare;

impartirea riscului de credit asumat, prin preluarea riscului de credit de
catre FGCR, prin garantia irevocabila si neconditionata, care este cea

vvvvv

procedurii juridice de catre banca, fata de durata indelungata de
executare a unei ipoteci;

in cazul liniilor de credit, majorarea volumului creditelor deja acordate
unui client solvabil, fara a i se solicita garantii materiale suplimentare;

obtinerea de noi credite simultan cu inregistrarea de cresteri ale
portofoliilor bancilor comerciale, dar si cu dezvoltarea de noi
instrumente de creditare;

eliminarea unora dintre neajunsurile bancilor comerciale determinate

de imperfectiunile procedurilor de executare a contractelor standard de
garantie (ipoteci, gajuri), care sunt costisitoare si de durata.



v

Costul garantiei

o 1n cazul beneficiarilor FEADR ai masurilor 121 si 123
(exclusiv schemele de ajutor de stat), comisionul/prima de
garantare aferenta creditelor garantate pentru anul 2014
este de 1.25% pe an, aplicata la valoarea garantiei
acordate;

o 1n cazul celorlalti/alte finantari (SGB) beneficiari privati
comisionul/prima de garantare este cea aferenta ratingului
acordat acestora de catre bancile comerciale si poate fi
dupa caz intre 1,6% si 3,8% pe an, aplicat la valoarea
garantiei;

o in cazul beneficiarilor publici, comisionul de garantare in
anul 2014 este de 0.05 %/luna in cazul scrisorilor de
garantie emise de Fond.




Parteneriat

29 banci comerciale;
fermieri:
procesatori de produse agricole;

beneficiarii fondurilor europene alocate Romaniei prin
PNDR.

O O O O



Situatia garantiilor acordate de FGCR-IFN S.A. in anul 2013,
comparativ cu anul 2012 se prezinta astfel :

Nr. garantii Valoare garantii Valoare credite
2012 2013 % 2012 2013 % 2012 2013 %
36.885 | 18.610 | 50,5 | 1.274,6 | 1002,8 | 78,7 1.720,5 | 1.418,0 | 82,4
36.492 | 18.283 | 50,1 612,1 532,2 86,9 889,1 865,5 | 97,3
393 327 83,2 662,5 470,6 71,0 831,4 552,5 | 66,5
330 275 83,3 634,1 4441 70,0 776,8 515,8 | 66,4
221 97 43,9 282,2 137,9 48,9 420,8 201,2 | 47,8

Sinteza garantiilor acordate in anul 2013, pe tipuri de agenti economici se prezinta astfel :

1.002.760.510,75

100,00 %

15.512 102.372.993,61 10,21 %
2.952 622.751.454,65 62,10 %
146 277.636.062,49 27,69 %




Institutiile de credit cu care FGCR IFN S.A.
are incheiate Conventii de lucru

. BANCA COMERCIALA ROMANA SA

. BRD - GROUPE SOCIETE GENERALE SA
. RAIFFEISEN BANK SA

. CEC BANK SA

. ROMANIAN INTERNATIONAL BANK SA
. BANCA TRANSILVANIA SA

. ATE BANK ROMANIA SA

. PROCREDIT BANK SA

. EXIMBANK SA_ 5

10. BANCA ROMANEASCA SA

11. VOLKSBANK ROMANIA SA

12. MKB ROMEXTERRA BANK SA

13. PIRAEUS BANK ROMANIA SA

14. BANCA MILLENNIUM SA

15. BANCA INTESA SANPAOLO S.A.

16. BANCA CARPATICA SA

17. OTPBANKSA

18. ALPHA BANK ROMANIA SA

19. BANCPOST S.A. _

20. BANK LEUMI ROMANIA S.A.

21. CREDITE AGRICOLE BANK ROMANIA S.A.
22. BANCA ITALO ROMENA

23. UNICREDIT TIRIAC BANK S.A.

24. BANCA COMERCIALA FEROVIARA S.A.
26. PATRIA CREDIT BANK S.A.

27. CREDIT EUROPE BANK S.A.

28. LIBRA BANK S.A.

28. AGRICOVER IFN

29. BANCA CENTRALA COOPERATISTA CREDITCOOP

ONOUAWNKN

©



()

Date de contact

Str. Occidentului nr.5, sector 1, Bucuresti
FGCR - IFN SA Tel. 021/312 54 03
021/312 54 63

Fax 021/ 312 54 05 021/312 54 64
021 /312 54 14 021/312 54 65
021 /312 54 19 0723 154 375

'| 0723 154 376
e-malll:
office@fgcr.ro 0751 244 224

www.fger.ro 0751 244 245
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