kakaobank

KakaoBank
Investor Relations

April 2023



2023 Business Plan Strategic Direction & Key Objectives kakaobank

Season?2 Direction 2023 Keywords 2023 Key Objectives

Enlargement *  Differentiated products, benefits Growth in Operating profit through innovation

. Innovative customer experience

) o * Stronger banking and platform product line-up
Product expansion through connection : * Securing customer trust through solid growth as
Expansion *  Acquire new financial license a financial service

Expand partnership and ecosystem
To become the first choice financial & :
life essential app for customers :
through innovation Growth

Stronger Platform Influence
¢  Stable and sustainable growth

. Discover new growth engine
9 9 ¢ Continuous expansion of customer pool & traffic

¢ Launch new services that is often and continuously
used by customers



2023 Business Plan

Strategic Direction & Key Objectives

1. Banking Business



Strategic Direction & Key Objectives Banking Business kakaobank
Achieve loan growth by providing various loan product and services fulfilling customers’ various needs
Loan Market Outlook KakaoBank’s Strategy
| Fr— Mid-10%
Nncreasedad Interest expense :
P loan growth Expand product portfolio and coverage
Increased repayment burden ta rget To meet customers’ various needs

- Sluggish household loan growth

Real estate market downturn

Decreased real estate demand
- Mortgage & housing deposit loan growth slow down

Concern on asset quality

Rising delinquency from higher rates
- Strengthened risk management

. Launch SOHO guaranteed loan
. Expand mortgage loan coverage to increase M/S

. Launch auto loan product

Active engagement in loan exchange platform/

loan comparison service
Based on kakaobank’s competitive advantage

Expand mid-credit loan while managing

asset quality soundness
through the use of advanced CSS



Strategic Direction & Key Objectives Banking Business kakaobank

KakaoBank’s 2022 loan balance grew 8% YoY, outpacing industry’s growth
Domestic household loans recorded first negative growth in 20 years from rate hikes and economic downturn

2022 2023

. KakaoBank Domestic household loan

Mid 10%

8%

3%

0%

Reference: Bank of Korea(Data available from 2002)



Strategic Direction & Key Objectives Banking Business kakaobank

Maintain low-cost deposits competitiveness based on KakaoBank’s innovative signature product/services

KakaoBank Strategy

Deposit Market Outlook

Economic recession Maintain +10%p
: low-cost deposit

New deposit product targeting

i . customer needs, social activity and lifestyle
Household economy contraction : ratio gap vs. S Y y

- Deposit growth slowdown .
post g incumbent banks

Intensified interest rate competition e Fandom based deposit product

Sharp base rate hike in 2022 . 26 week savings with partners

- Rate competition continues

e Group account upgrade

Rise in funding cost *  New group account based on mutual interest

Money move towards high rate deposit product

> Rise in funding cost Attract deposit through access to

various asset such as crypto

Add more product & service with
investment features

Expand in to Business Owners Banking service
to raise extra deposit



Strategic Direction & Key Objectives Banking Business kakaobank

Secure low funding cost by maintaining low-cost deposits competitiveness

Low-cost deposit ratio Funding cost

. KakaoBank Incumbent Bank A, B

61%

45%

1.31%

1.10%

Reference: Bank of Korea(Data available from 2002)



2023 Business Plan

Strategic Direction & Key Objectives
2. Platform strategy



Strategic Direction & Key Objectives piatform Business

kakaobank

KakaoBank’s platform evolution sequence

Secure and strengthen platform power
(Traffic, Engagement)

Providing High Convenience
Basic Offering

Reinterpreting Financial Products
Differentiated Offering

Expand and monetize through platform business
(Life, Partner, Monetization)

Connecting with Daily Life

Connect finance and life

Platform Business
Monetization

(e]

Becoming

Customer
Habit

Make customers visit more, use m
ore to become the first app that co
mes to mind

o

Strengthen

Intimacy

Strengthen necessity of KakaoBank
App to customers and engage with s
pecial experience

(e]

Connecting
financial
experience
with life ser
vice

Connect financial experience with
life service by giving benefits to all
providers and users

o

Creating

Revenue
Model

Create revenue model where all pr
ovider, user, platform(KakaoBank)
can co-benefit



Strategic Direction & Key Objectives piatform Business kakaobank

KakaoBank services to expand platform influence within each stage of evolution sequence

Securing and Strengthening Platform power Expansion and Monetization through Platform business
Providing High Convenience Reinterpreting Financial Products Connecting with Daily Life Platform Business
Basic Offering Differentiated Offering Connect finance and life Monetization
o > O > O > 0
@ et eeeeaeeeiae e Fe)
26 week saving 26 week saving with partner, ... ?
o— L L PP TTPPPP RIS o)
Deposit(Retail) O e, o oo o
Safe box 2 ?
.................................................................. Dt et e s )
Daily life account Gandom based deposit producD ?
® O O -
Credit/Micro Loan referral (-0 yeRacement) ("Loan comparison
@ - e et et et eeaeeeaeeeaeeeaeeeaeaeaeaeaeaeaeeneaeeataeea e eea et aa et a et a e et eea e eea e eea et et eea e eeeaeeas O rererrnrnrnnear e tar e eaeneaeee S TTTT I e TR e ST R e
Loan(Retail) Mortgage ? *After 2023 Real estate transaction
@ -+ et n et eaeeaeeaeeiaeeaeeaeeaeeiaeiaeiaeeaeeie e T R T LT LT LT T L TR o)
Housing deposit 2 ?
................................................................... ooo
SOHO é’-\uto loan ° :')? After 2023 Used car transaction
Business Owners Banking Gax inquiry/report servic@ ?
[ O O
Debit card Gotonna ( Crodt card ) ater 2023(_ o’
Payment @ - ettt eiaeiaeeaeeaeeiaeiaeiaeiae i Vo YRTTT SiiiiiiiiiesiiiiiiiiiiessTTrrrreeeiessssssesess T
Group account C N s )@pgrade) ?
@ -+ e e e et eeiaeiaeeaeeaeeiaeiaeiaeieiiaeaaaaaaaaaas 6 e fo)
Mini/card ?
P Yo Drrrrrr P PP o)
Overseas remittance CSociaI FX service) ?
Service O O
Investment context (Bond, Issued notes) @
[ ©

n
o ?
Certification Certification service,




Strategic Direction & Key Objectives piatform Business kakaobank
Community
\ Group Benefit
Social  Account  -Information
Travel/
Commerce Loisne Home life
.
Health Digital Car life
i i : Bank
Community Life insurance Capital
insurance gp,
Property demand Mortgage  PF
Hobby+ i Benefit Commerce /Insurance NeW Housing Financial Service
Study ini -Information Bank A P Auto Loan palc Kakaobank @ Connect to
o Remittance 26-wk originality Platform
S e\:ﬁiﬁz:ie Forei savings Information
e . oreign y
Connect to specific services Commerce Wvestment Investmentcurrencn Dems'tpiggy
micro-ecosystem g:cf;zfr'gg bark | = . g . o i
centered on R fintech Asset mgtPayment nion onnection ana expansion of finance- lite
KakaoBank's original Sal Travel g, Camlzey Connect to ® Expansion of the
s es\ :‘;Eyee SN Securities Trust on  Creditcard simpid SN Platform ecosystem
service = Asset bit Card payment enefit
gt Asset ssef i rtuaPe it Car PR
Increase ma”a?ﬁ?’ erle Credit card A
z:taalte SOHO Information Life event Mual xTech company
grant .
Inheritance
Sal Start-up Finance for Commerce
ale- f
MKT Close SERIOTS  Real estate
16.7bn data
Commerce Financial

Metaverse Authentication Public

Profile
Identification Community
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. 2022 Highlights

Customers

20.42mn

(YoY +14%)

Deposit balance

33.1tn

(YoY +10%)

Operating
Profit

353.2bn

(YoY +38%)

MAU

16.44mn

(YoY +8%)

Loan balance

27.9tn

(YoY +8%)

CIR

42.6%

(YoY -2.5%p)

The year 2022 for Kakaobank:--

Efficient funding competency based on
innovative deposit products

Full retail banking product portfoliowith
successfullaunch of mortgage loan

Gained ground for expansion into corporate
finance through SOHO banking service
launch

Established foundation for diversification of
sustainable and stable platform revenue
sources, despite slow platform business
under highly uncertain and volatile macro
environment

— Resilient growth from 2023 onwards

13



[I. Customer Base

20.42mn customers(YTD +2.43mn), MAU reached record high of 16.44mn

MAU®™ and Customers 2022 Customer by Age Group

(mn users)

MAU —0—Customers
20.4

192 198 " 60s
B 50s
20.42mn customer
11,7 12.0 S 40 Woﬁléiﬁ egtlr)aotpi)g?;c)ion
¥ 30s 71 %
"0 YoV +7%p
E10s

8%

2Q20 3Q20 4Q20 1Q21 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22

Source:  Nielsen Media Korea Digital Data, Company data
Note:  (1)Quarterend MAU
(2)KOSIS (Koreaworking population 28.67mnin Dec 2022) 14



lll. Operating Revenue

Operating revenue YoY +57%, QoQ +18%, thanks to solid growth of interest and fee revenue

Operating Revenue L . 2022
Division Key product/services Contribution
(Wbn)
Interest revenue m Platform revenue I— Loan
m Feerevenue m Others nteres . Loaninterest 81%
revenue Financial investmentinterest
484.7
411.8 ! Securities account (8 partners)
370.8 Loanreferral (21 partners)
338.4 Pt Co-branded credit card (6 partners) 5%
i revenue Advertisement
3091 - o
mini
“ES s
235
399.6 Debit card (transaction value YoY +18%)
337.2 Fee Firm banking (volume YoY +34%)
264.2 292.9 revenue FX remittance (volume YoY +7%) 4%
237.5 ‘ 2.0th Trading financial asset investment °
thers Gains from FX trading
Loandispoal gain

4Q21 1Q22 2Q22 3Q22 4Q22

15



IV. Banking Biz : Deposit

Deposit balance YoY +10%, QoQ -4%; Low-cost deposits account for 61% of total deposits

Deposits Balance Trend & Breakdown

Low-Cost Deposits Portion

58.3% 59.7% 59.8% 62.1% 61.3%
) 0O N —0 ‘o
Oo— O— Oo—

4Q21 1Q22 2Q22 3Q22 4Q22

Funding Cost™

—O—Cumulative =O-Quarterly
1.62%

0.79%

(Wtn)
Current deposits m Time deposits
m Installment deposits m Others
34.6
33.0 33.2 331
30.0
21.5
. 19.9 : 20.3
17.6 19.8
4Q21 1Q22 2Q22 3Q22 4Q22

Note:

(1) based on theaverageinterest rate of the funding

4Q21 1Q22 2Q22 3Q22 4Q22

16



IV. Banking Biz : Deposit (2/2)

Continued growth in signature deposit products (Group Account & 26-wk installment savings w/
partners) thanks to differentiated service and benefits

Group Account Users 26-week Savings w/ GS Caltex, Kyochon, GS Retail

(mn users) Group account users
—0—% within total deposit

IR 26X

YTD
GSEZEIAQ} SHHISI=
+ (o) 14.5% IR 2655 with REXIZ!
28% 26353

14.1%

13.9%

nEX|213} EHist=
B0 1 3.7% 32194 3.200 3

SHYE ZENX|! 26

12.6%
8.2

7.8

7.3
6.8

17,5008 8 GS25 2/U=

6.4

4Q21 1Q22 2Q22 3Q22 4Q22



IV. Banking Biz : Loan (1/2)

Loan balance YoY +8%, QoQ +2%, NIM improvement driven by base rate hike and efficient cost

structure

Loan Balance Trend & Breakdown

(Wtn)
Credit m Overdraft m Housing deposit
= Mortgage m SOHO
27.5 27.9
25.9 26.0 26.8
7.8 7.2 6.8 6.7 6.3

4Q21 1Q22 2Q22 3Q22 4Q22

Mid-Credit Loan

(Wbn) Balance —0O—% within credit loan
20583 30288 2414
24643 20912
| ] 23.2% 25.4%
17.0% B
4Q21 1Q22 2Q22 3Q22 4Q22
Net Interest Margin
~O~—Cumulative —O~—Quarterly
2.83%

2.56%

9 2.29%
2.13% 2.22%
2.48%
2.26%
1.98%
4Q21 1Q22 2Q22 3Q22 4Q22

18



IV. Banking Biz : Loan (2/2)

Mortgage loan balance exceeds W1.0tn, with growth driven by home equity usage despite sluggish
property market; KakaoBank’s market coverage at 32%, with more room for further expansion

KakaoBank Mortgage Loan and M/S
(Wbn)

New Loans by KakaoBank —©—Banking sector M/S

2.7%

164

47

1Q22 2Q22 3Q22 4Q22

Mortgage Loan Portfolio by Purpose (end-2022)

Housing
Purchase

30% 2022

balance

KakaoBank Mortgage Market Coverage (end-2022)

c Uncovered
overe
2022 6 8%
32« Mortgage
loan market

19



V. Fee & Platform Biz

Fee revenue growth driven by increased debit card transaction volume
Portfolio diversification achieved through platform business line-up expansion

Debit Card Transaction Volume and M/S

(Wtn)

Platform Business Breakdown

Transaction volume M/S
11.9%
10.8%
9.3%
7.7%
2022
Platform
o revenue
4.5% 20.9
17.7
4.4
121
6.7

2018 2019 2020 2021 2022

20



VI. Platform Biz (1/4)

Focus on expanding investment features by adding stock trading service(WTS) to securities
brokerage account service; Targeting to add more investment asset types and WM services

(1-1) Securities Brokerage account

(mn accounts; cumulative)

X FEA FAAR A
7 2] A4S AL YD
+18%
(& (8 partners)
- % Kyobo Securitiesadded in Dec
5.90 6.01 6.09 6.14
5.20
4Q21 1Q22 2Q22 3Q22 4Q22

Note:  (1)Web Trading System

(1-2) Domestic and Overseas Stock Trading (WTS™)

Full stock trading coverage within KakaoBank App

Overseas

<
Of0|32ALE

296,768%

¥ 2006% (-0.6

" 'Y

02,6674 ¥ 82,8274

2.216EH 1.06%

25.93u 42.88%

B el

Mini stock
releasedin
Sept2020

Domestic
2|
Q
OIAF &
=0 T
7P
2 £x5t

el BEST

- e sk@a

{ ° o KHEEA
@ KTes

)

e HLE}

@ waEn

e 2w

After servicelaunchon 12th Dec 2022

Accountopenings through KIS (Korea Investment
Securities)increased 2.5x vs. Nov average

Increased transaction per daily visitors
(active trading account/DAU)

21



VI. Platform Biz (2/4)

Continued growth by adding more partnership;
WS5.7tn loans referred on cumulative base

(2) Loan Referral

570k exclusive co-branded credit cards issued

(3) Co-branded Credit Card

(Wbn; cumulative)

x Hgab chs Sl

HiFAtd SHee 32| 8 BlusiEAR.

#cf +5002H, 1 0.5% i
It HELU7 2E 8 AapLich

3 Hat s 7w
50 s

zaz Gz e

3,5000 14.5% 364

Bodfttedd 07 S|MNE S

O FHSR (2|

@ =
460
4,148

YTD

+38%

(21 partners)
% 8Percentadded in Dec

5,500 5,743

5,086

4Q21 1Q22

2Q22 3Q22 4Q22

(10k; cumulative)

*41 il T -

X Hi de7is

132y agte|
HF HEIEE HEsEAR.

e
M=

AIB S 5 S A

LEC R LR

O|BO/UE H7 5 FH

A3l

aw= 46.6

+ FUe| FIUE/0IE/RORY 2 el

4Q21 1Q22 2Q22

41.5
36.5 I

YTD

+56%

(5 partners)

< 56.9

51.9

3Q22 4Q22
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VI. Platform Biz (3/4)

Established foundation for sustainable business structure with 3 product mix with
differentiated customer target and strategy; Revenue expansion expected from stronger ad biz

(4) Advertisement
Premium ads Kakao Adfit ads Loan ads
Switchable ad section Third
. . . party loanads
allows multiple ad display Kakao biz board ad (My Credit Information page)
" il 56 @ X My Credit Info EECE]
Switchablead section
E ||||||||| : llllllllllllllllllllllllllll :l.l;:lllllll‘: overdue oﬂ
i g;:;lg ::::»g 208671 é&g‘flo .
Jointguarantee olg
% 8%
1,444,1978!
AUSHLE Belshs g >
Yr20%|7| ! o |
1,018,8828! Loan suggestion

H=ER
3.126,5228

B 918 Mol A& ~80% SALE
| M A

0|R0|S, 71 § 4

AN

%
&7n nozol

Ui X} % @l2istn 1§ eho Bt X8|

= Hyundai Capital N
Autoloan
Preliminary annual rate 6.4~17.9%
Maximum loan amount KRW60mn

23



VI, Platform Biz (4/4) lkakaobank

1.61mn mini customers with 69% penetration®in the 14~18 population;
mini transaction value increased QoQ +7% as KakaoBank becomes essential for teens financial life

(5-1) mini Customer (5-2) mini Transaction Value

(mn customers; cumulative) (Wbn; quarterly)

YoY YoY

+40% +72%

1.61

1.50
1.39 385.9

1.28

1.15

4Q21 1Q22 2Q22 3Q22 4Q22 4Q21 1Q22 2Q22 3Q22 4Q22

Note:  (1)Ministry of Public Administration Demographics Dec 2022 (Age 14-18 population : 2.32mn)

24



[Reference] Banking Service for Business Owners

Acquired over 200 thousand customers;
Expansion of business solutions, with the start of simple tax inquiry/reporting service

Customer Demographics Tax Inquiry/Reporting Service (launched 16t jan, 2023)
T x O
% 0.3% 70+ Banking Service Platform Service
ﬂ Basic Offering Connectingfinance and life
¢ Customerby agegroup 60s
: 36.1% = 0s

-70% of customersin 30~40s Onle-gtep

i i tion

familiarwith mobile bankin 40s R eom o
( g Reporting Simple
=305 made easy and fast for Use KakaoBank simple o
business owners certificate toautomatically
collect sales/purchase data
12.5% under 30 kakaobank ~ SSEM
By age group e °
i i VAT reporting
+ | ! completed

’ Top7bybusinesstype 4~0§§> Real estate N matens )
- Majority of KalkaoBank SOHO & Manufacturing W ' I
customersare engagedin 16.3% Construction - 3 ‘

. . - SIP7PAIM S AT Cigt Ph % Al AL
wholesale &retail, service - ® Transportation & Telecom Ssevo AR
industries F8B —

- KakaoBank SOHO shows high 34.4% = Service * PI‘OVIdIni Fax |‘nrc14wr|yand rgport;:ng serV|c|e via Recorded

penetrationin wholesale& Wholesale & retail !:)artners Ipwith sole pl.‘OVIdeIr o genera 180 thousand

retail and F&Bindustry Income tax, VAT reporting solution customerview in
¢ Unprecedented customer experience through 2 weeks

one-stop verification with KakaoBank

certificate,low cost etc. -



[Reference] New Service Pipeline

New service launch to diversify platform business revenue and enhance traffic & transaction

[Jan] Tax Service forbusinessowners  [2Q]Expansion of investment platform [2Q~3Q]Fundlicense
Providing tax inquiry / reporting service to Expansion of financial product portfolioin First Internet bank to acquireits own
business owners through partnership collaboration with partners to meet customer’s license to establish fund services
Partnership with specialized algorithm-based various investment needs Differentiated UX to customer
online tax solution provider(SSEM) Provide products tailored to customers’ unfamiliarwith fund investment
Expanding from banking servicetobusiness ~ Preferencesinresponse tomacrochanges,such . Contribution to sound investing
solutions necessary for business operation asrising baserateand high inflation culture,as fund service s based on

Service various financial productsin additionto  financial consumer protection

Q7
domestic & foreign stock and cryptoasset
B SSEM i y
2k

%6 [Apr] Fan-based deposit product [2Q] Expand customer base for mini Q,g @3
KKakaoBank’s unique deposit product Lower target customer age for mini service which

following group accountand 26-wk savings is currently available for teensin the age of 14~18
Connectingfinanceand life through Expansion of service target so that a wider
reinterpretation of banking services customer age group can use it to develop a wise
Discovering the fun of finance and financial mindset
providing new experiences in various Preemptive customeracquisition by allowing

imagk source:Freepk momentsin life access to financial platform from an early age

26



VII. SG&A and CIR

SG&A increase from higher labor cost owing to annual incentive & welfare expense and
advertisement expense; CIR increase from higher SG&A

SG&A CIR(Cost to Income Ratio)
(Wbn) (%)
Labor = D&A Rent —O0—CIR(YTD) CIR (Quarterly)
‘ 54.0%
m Advertisement m=IT Expense Others
. 47.7%
1303 o 396% 423%  40.5%
45.1% i S T -

24.4 39.6% 41.0% 39.7%

98.2

. : 4Q21 1Q22 2Q22 3Q22 4Q22

‘ 79.1 18.7
179 Number of Employees
15.6
(persons) 1357 1,395
1172 1,239
1,031

73.3

52.4

36.5 423 416

4Q21 1Q22 2Q22 3Q22 4Q22 4Q21 1Q22 2Q22 3Q22 4Q22



VIll. Operating profit and ROE, ROA

Operating profit YoY +65%, QoQ -18%, from temporary increase in expenses, despite

interest revenue expansion

Operating Profit
(Wbn)
T
12,60
104.6
88.4 85.8

74.4

52.0

4Q21 1Q22 2Q22 3Q22 4Q22

Note: (1) Additional preemptive provisioning based on FLC
(2)Annualized

ROE®
%)
4.87% 4.89% 4.50% 4.86% 4.69%
o O— —0— —0— —0
4Q21 1Q22 2Q22 3Q22 4Q22
%)
065%  972%  ge5%  070%  0.67%
4Q21 1Q22 2Q22 3Q22 4Q22
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IX. Asset Quality

Delinquency rate and NPL ratio slightly increased

0.36%

Total Loans & Delinquency Rate SBL & NPL Ratio
(Wbn) (Wbn)
o, °o
0.22% 0.26% 0.33% 0.36% 0.49% 0.22% 0.25% 0.27% 0.29%
o—O0— —O0—
25.8 26 26.8 27.5 27.9 j l I
4Q21 1Q22 2Q22 3Q22 4Q22 4Q21 1Q22 2Q22 3Q22 4Q22

Loan Loss Allowance & Coverage Ratio™

(Wbn)

243% 248% 276% 273%
) ~

Provisioning & Credit Cost Ratio

(Won) Excluding one-off

259% 0.62%

o o— o o

gElE

—o0
48.2
31.8 32.7

4Q21 1Q22 2Q22 3Q22

Note:  (1)NPL coverageratio =Loan LossAllowance / Substandard or Below Loans

0.50%

0.39%
0.52%

Credit Cost Ratio

0.66%
0.60%
X
0.53% 0.59%
59.5
377

4Q22 4Q21 1Q22 2Q22

3Q22 4Q22

29



[Reference] Key ESG achievement

First internet bank to join world’s largest global initiative UNGGC;

Launched financial safety insurance campaign for KakaoBank customers

UN Global Compact Financial Safety Insurance Campaign

Fraud,Scam
Noworries

%,
\
B o

UN Global Compact 7|

Freelnsurance
from KakaoBank

WY

UN world's largest voluntary sustainability initiative
with over 20,000 members from 162 countries

Incorporate 10 core ESG values, including human
rights/labor/environment, into corporate management

. . For customers aged
and release implementation report annually 50andabove
KakaoBank, in particular, will primarily focus on

enhancing mobile financial safety net, such as Fraud
Detection System etc.

Feel safe using
KakaoBank!

KakaoBank will
pay for yourinsurance

For 26 weeks,
up toW5mn coverage
on mobile finance fraud

Financial Safety Insurance Campaign

Free insurance coverage up to W5mn
in case of non-F2F financial damage
for customersaged 50+

Active prevention of mobilefinancial
crimes, such as voice phishing
prevention contentsand abnormal
transaction detection system

Integrating ESG and business, while
expanding social responsiblity and
providing servies to senior customers
unfamiliarwith mobile finance
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X.Appendix : Income Statement

(Wbn) 4Q22 4Q21 YoY 3Q22 QoQ
Operating Revenue 4847 3091 175.6 56.8% 411.8 72.9 17.7%
Interest Revenue 399.6 237.5 1621 68.3% 2929 106.7 36.4%
Fee Revenue 443 429 14 33% 437 0.6 1.4%
Platform Revenue 15.0 235 -85 -36.2% 21.6 -6.6 -30.6%
Others 258 5.2 20.6 396.2% 53.6 278 -51.9%
Operating Expense 341.2 2247 776.5 518% 270.7 70.5 26.0%
Interest Expense 122.2 499 /2.3 744.9% 90.4 318 35.2%
Fee & Commission Expense 65.4 579 75 13.0% 63.7 1.7 2.7%
Loan & Deposit related® 8.0 5.6 2.4 42.9% 6.0 20 33.3%
Non loan & Deposit related 57.5 523 52 9.9% 57.7 -0.2 -0.3%
SG&A 130.3 98.2 321 32.7% 93,5 36.8 39.4%
Others 233 18.7 4.6 24.6% 23.1 02 0.9%
Provision for Credit Cost 57.7 324 253 78.1% 36.6 211 57.7%
Operating Profit 85.8 52.0 338 65.0% 104.6 -18.8 -18.0%
% Operating Revenue 17.7% 16.8% 0.9%pt 25.4% -/.7%pt
Non-operating Income 0.3 0.1 0z 200% 2.0 -1.7 -85.0%
Non-operating Expense 2.6 0.3 23 766.7% 2.0 0.6 30.0%
Pre-tax Profit 83.5 51.8 317 61.2% 104.6 211 -20.2%
Net Profit 60.6 36.2 24.4 67.4% 78.7 -18.7 -23.0%
% Operating Revenue 12.5% 1M.7% 0.8%pt 19.1% -6.6%pt

Note:  (1)Mortgageloan related commissions, credit fund fee, commission related to debt recovery and delegation
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X. Appendix : SG&A

(Wbn) 4Q22 4Q21 YoY 3Q22 QoQ

SG&A 130.3 98.2 321 32.7% 93,5 36.8 39.4%
Labor Cost 733 52.3 21.0 40.2% 41.6 31.7 76.2%
D&A 10.8 12.2 -1.4 -11.5% 11.8 -1.0 -85%
IT Expense 9.4 7.0 2.4 34.3% 10.6 -1.2 -11.3%
Rent 23 1.6 0.7 43.8% 23 0.0 0.0%
Advertisement 10.1 9.7 0.4 4.1% 8.5 16 18.8%
Others 24.4 15.4 9.0 584% 18.7 5.7 30.5%
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X.Appendix : Balance Sheet

(Wbn) 2022.12 2021.12 YoY % 2022.09 QoQ %
Total Asset 39,516.1 36,040.1 9.6% 40,839.8 -3.2%
Cash & Cash Equivalent 1,381.5 1,219.2 713.3% 2,066.3 -33.1%
Financial assets at FV through profitorloss 1,324.4 1,501.9 -711.8% 1,621.5 -18.3%
Financial Investments 7,686.9 6,139.0 25.2% 7,982.6 -3.7%
Loan 28,053.4 26,362.1 6.4% 28,335.9 -1.0%
Tangible Assets 172.9 70.2 746.3% 154.6 71.8%
Intangible Assets 28.2 33.5 -75.8% 276 2.2%
Other Assets 868.8 714.2 21.6% 651.3 33.4%
Total Liabilities 33,801.0 30,518.7 10.8% 35,227.2 -4.0%
Deposit 33,055.8 30,0261 10.7% 34,556.0 -4.3%
Provision Liability 356 26.0 36.9% 341 4.4%
Tax Liability 37.0 141 162.4% 269 37.5%
Other Liabilities 672.6 452.5 48.6% 610.2 10.2%
Total Equity 5,715.1 5,521.4 3.5% 5,612.7 1.8%
Share Capital 2,383.6 2,375.8 0.3% 2,383.2 0.02%
Capital Surplus 2,986.8 2,956.2 1.0% 2,971.9 0.5%
Capital Adjustments -6.7 26.8 NA 53 NA
AOCI -102.0 -27.7 NA -140.5 NA
Retained Earnings 453.4 190.3 738.3% 392.8 15.4%
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X. Appendix : Our broad product offering

Highly expandable financial platform with banking and platform services all in one app

Creditloan )
Debit card
Overdraftloan )
) FXremittance
Microloan
. . Openbanking
Housingdepositloan )
Firm banking
Mortgageloan
Checking account Businessownerloan i
SoviTEssET: = Securitiesbrokerageaccount

Installment savings ®  FullStocktrading line up(WTS)

F
26-week installment Loan ee Loanreferral
Groupaccount Co-branded credit card
Safe box Advertising
Piggy bank . mini

: , Deposit n
Business owner’saccount

B ALL in One App 100% Mobile gﬂ% Intuitive Ul/UX @ User Utility
o




