


Important Notice

The basis of this presentation:

This presentation has been prepared by Secure Trust Bank PLC (STB) solely for
information. It is not an offer or solicitation of an offer to buy or sell or subscribe for
any securities or financial instruments. The information in it is in summary form and
does not purport to be complete. This presentation does not include all the information
material to investors or potential investors about holding, purchasing or selling of
securities or other financial instruments. Nor is the information included advice or a
recommendation to do so.

Use of this presentation:

This presentation is for use by institutional investors only. It is not directed to anyone
in any jurisdiction where (by reason of their nationality, residence or otherwise) its
publication or availability is prohibited. Anyone to whom such prohibitions apply must
not access the presentation.

Forward looking statements:

This presentation contains forward-looking statements about the business, strategy and
plans of STB and its current objectives, targets and expectations relating to its future
financial condition and performance. Statements that are not historical facts, including
statements about STB's or management's beliefs and expectations, are forward-looking
statements. By their nature, forward-looking statements involve risk and uncertainty
because they relate to events and depend on circumstances that will occur in the
future. STB's actual future results may differ materially from the results expressed or
implied in these forward-looking statements as a result of a variety of factors. These
include economic and business conditions, risks from failure of clients, customers and
counterparties, market related risks including interest rate risk, risks regarding market
conditions outside STB's control, expected credit losses in certain scenarios involving
forward looking data, operational risks, legal, regulatory or governmental developments,
and other factors.

The forward-looking statements contained in this presentation are made as of the date
of this presentation, and (except as required by law or regulation) STB undertakes no
obligation to update any of its forward-looking statements.
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Introduction

Chief Executive Officer

SecureTrust
Bank Group




Focused specialist lender

Excellent growth Continued delivery £4 billion net lending

potential in large of operational ambition will support an
addressable markets cost efficiencies attractive return on capital
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Progress towards achieving medium term targets

Continued momentum across the Group

. . . . . Return on average .
Lending balances Net interest margin equity (ROAE) CET1ratio

Increase

Annual cost

c.£4bn

in consumer inflation at
Net lending lending mix
- Stable CoR underpins c.5%

Group NIM
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Group Overview

Where Commercial Finance fits in the Group

SecureTrust
Bank Group

Business
Finance

Commercial
Finance

Commerecial
Finance

SecureTrust
Bank

£381m
+65%
\\ _J
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Commercial Finance

Specialist team with
track record of delivering
profitable growth with
service-led approach

Significant growth Highly scalable growth
potential in large opportunity and efficient
addressable market operating model
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Setting the scene
What we will talk about today

A A

John Bevan Sean Powell James Hodkinson Will Airey

Managing Director, STB Commercial Finance National Sales Director, STB Commercial Finance Chief Operating Officer, STB Commercial Finance Head of Risk, STB Commercial Finance
Our business Our Proposition Relationship led model Underwriting expertise
What we do Our Market How this works Work outs
Track record Case Study Case studies Cost control
Track record CoR track record
Opportunity
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Proven track record for growth

Scalable business with efficient specialist team

Significant Loan Book Growth (Em)

500.0

400.0

300.0

200.0
100.0 I I I I

2014 2015 2016 2017 2018 2019 2020 2021

£fm

2022

50

40

30

20

10

2023

FTE

- Gross balance sheet

- Net balance sheet
esse FTE

Source: Internal data
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Highly collaborative model

With a platform for growth and strong returns

Lending structure

Asset Based Lending

Inventory

£5m to £50m exposure - Average facility c.£20m Stock finance, retail sector and floating charge Property, cash flow and Government Schemes

Collaborative operating model Regional Hubs Proven track record of growth

Balances

65

Growth over 3yrs

Birmingham Total Income

Manchester
(Head Office)

102

Growth over 3yrs

London
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Addressable market of c.£21bn

Established business but with significant growth opportunity
Top 15 lenders (excl. High street banks - 2024%)

2,500
c.34,000 businesses
2,000 currently using
ABL facilities™
S 1500
1,000
SecureTrust STB have provided nearly £20bn of funding to
Bank over 250 UK businesses over the last ten years**
500
14 15 Source:
* UK Finance
** Company Data




Commercial Finance - Optimised for Growth

Multiple drivers of attractive returns

Minimising
attrition / Extend
client life

Maximising
new business

Maximising Minimise
recurring income impairment
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Commercial Finance

Strong and experienced Collaborative led solutions ensure Consistent growth, built on
management team strong credit stewardship established business model
High touch, bespoke Proven track record supported
relationship model by repeat referrals
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Maximising
new business

Sean Powell

National Sales Director

SecureTrust
Bank Group




Proposition

Leading on service

Full product offering

@ Receivables

g Real Estate
=i

=

=

Plant & Machinery

Inventory

Tailored solutions

Taking the time to truly understand
the customer’s needs

Knowledge and expertise

Trusted funding partner with a
reputation for delivery

Agile and able to work to tight
time frames

In life management

High returns reflect our service
led approach

100% RWA Treatment - Pillar 1

Income mix of 50% fees and
50% interest

Variable and linked to BoE base rate

Non-amortising and income accretive

RWA - Risk Weighted Assets
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Target market
A clear path for growth

Market

_ﬁé UK trading companies

g% v/ £5 - £50m Facility Size

@ Event Led
v Service led refinance

v/ Growth

v M&A

v/ Restructuring and turnaround

Sector Agnostic

Private Equity /
Financial Sponsors

v/ Reputation
v/ Repeat Business

v Lower cost of risk

Profile
e Solution not cost led

Complex and evolving scenarios

Partnership and advisory role
seen as integral

Early engagement and oversight
Firm and tight deadlines

High impact of not delivering
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Case study

N

hObbychIft Madella

’SecureTrust Commercial

Bank Finance

STB recently provided an inventory led facility to support Modella Capital in their
acquisition of Hobbycraft, the largest arts and craft retailer in the UK.

A

o o

o O

Source

e Direct from acquiring PE

e Exclusive funding partner

&R

External Advisors

e Collateral, legal
and exit planning

Event
o M&A:

- Exit by Bridgepoint

- Acquisition by
Modella Capital

e Service-led refinance:

- £30m refinance of
incumbent ABL

TAL
Proposition

e Relationship:
- 2nd transaction with
Modella Capital

e Sector expertise
e Speed of execution

e Certainty of delivery
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“We are thrilled to have Secure Trust
Bank’s support in the successful
acquisition of Hobbycraft and continued
support for the business on its next
stage of growth. This achievement
underscores the strength of the
partnership between Modella Capital
and Secure Trust Bank, demonstrating
what can be accomplished through our
ongoing relationship.

A big thanks to the STB Deal Team for
their hard work in ensuring a seamless

transaction. Their expertise, speed and
commitment have been invaluable as
we navigate this exciting journey.”

Joseph Price ACA, CFA
Managing Director

M

Modella

CAPITAL
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Track record of income growth

Average o

Faciligl @ 1 02 % @
Size Growth over 3yrs

Average o

(o 184% o
Income Growth over 3yrs
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Route to market
A trusted funding partner

Q)

TSk

&

O O
QO O
Advisory Relationships and Deal team
network recommendations approach
Expertise Robust
conversion rates
v/ 82% offer to client

Source of business

30%

Advisory

5%

Direct

65%

Private Equity
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Opportunity

Significant potential for growth

UK ABL Deal Activity
(£5-£50m Facility Size) 2022 - H1 24 Competitive
advantage
>TB 4% v/ £5-50m facility size
' v Tailored Solution

v In-life management

Scalable model

W/ Established regional model

v/ Capacity to more than
double penetration

Source: Alix Partners

Partnerships

v/ Debt funds
v/ Syndications

Sectors

v/ Build on expertise
v/ Sector bodies

Private Equity /
Financial Sponsors

v/ Nurture existing relationships

v/ Expand network
- 10% penetration of
BVCA members
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Relationship-led drives
recurring revenue

Chief Operating Officer

SecureTrust
Bank Group



Benefits of relationship model

Expert at in-life management

Expert
Technologles
Group

p &

e Specialist firm in automotive sector

e Faced supply chain challenges post COVID

e STB funded acquisitions and supported
diversification

e Created very strong platform for growth
and success

“ The user experience with ST has been excellent.
Team are always quick to deal with any questions

or requests we may have helping our business
operate efficiently.

e Brand name retailer of scale model products
e Client since Q1 2022

e Commenced with £12m facility split across

Inventory and Receivables

e Facility better suited to meet the seasonal

working capital requirements of the business

“ | have worked with many ABL’s in my career and
STB are the most commercial and fast moving of
them all. Would highly recommend. ”

LY TE

LADDERS | TOWERS

e Leading manufacturer of Ladders and
Platforms in the UK

e Client since 2019

e Their strategy includes a carbon reduction plan
to get to net zero by 2050

e STB have supported their goals by providing
funding for solar panel installation

“ Keep up the good work with the open dialogue
and speed of response. We very much appreciate
your service as a facility provider which allows our
business to thrive.”
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Relationship model enhances client retention

Retention drives recurring income

Key reasons why clients leave:

A
‘ & Facility no longer required
@ Event driven e.g. Private equity exit

I\’|\ Insolvency
!

Average client life is 5 years
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Consistent high levels of customer satisfaction

Customer survey results 2021-2024

2021 Survey results

93%

Weighted
average score

1 2 3

2023 Survey results

96%

Weighted
average score

72%

80%

2022 Survey results

97%

Weighted
average score

3%
1 2 3

2024 Survey results

927%

Weighted
average score

4%

86%

11%

88%

- Excellent

- Very Good

- Average

- Below Average
- Poor

8%

= N W Hh O

4 5
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“As a business the facility
works very well and
enables us to make better
business decisions knowing
we have STB in our corner.
All in all, you continue to
be an asset for us and we
enjoy working with you and
are grateful for the support
and the innovative product

you put in place.”

Gwilym Jones, Director
Henderson & Jones

HENDERSON £ JONES

Secure Trust Bank PLC | Capital Markets Event




Client retention drives recurring income growth

£2.0

£1.75

£1.50

£1.25

£1.0

£m

£0.75

42
CAGR in income over 8 years

£0.50

£0.25

£0

2016 2017 2018 2019 2020 2021 2022 2023 2024
Forecast

Example of client on-boarded in 2016
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SecureTrust | Commercial
Bank Finance

Case study  BMSTEEL
STB have supported BM Steel through

some challenging times to help their Facility limit
owners to achieve a successful exit
* Steel Stockholder “ Since securing the initial
e Relationship began in 2018 facility, as a business we have
e Company faced significant challenges during been given excellent service.

COVID and relied on additional support from STB The bUSiﬂ@SS iS now ”n an Revenue Company
e Post pandemic they were then faced with extremely StrOng pOSiﬁOﬂ, but

additional headwinds in the form of supply chain .

challenges and inflation this was not always the case,

for example at the onset of the STB have

e Working alongside STB, the company weathered . . .
the storm and its private equity owners were able COVID pandemIC. Durmg thlS prOVided over

to exit successfully to an overseas conglomerate . .
period of extreme uncertainty,
e STB retained the facility despite lower cost the STB team provided

opportunities from overseas bank i . . ]
| unwavering support funding to client
e We help clients to overcome obstacles on their
journey to realise their ambitions Feedback from BM Steel over the last 7 years

27 Conclusion and Q&A Management Biographies Secure Trust Bank PLC | Capital Markets Event




Minimising
Impairment

| Will Airey
Head of Risk

SecureTrust
Bank Group




Specialist underwriting

Sector
agnostic

Expert credit
partnership
on each
transaction

e Approx. 100 years combined
pm?e‘f:}'fm, experience on every deal

advisors

e Largest debtor exposure
<2% of total portfolio

Experienced
in-house
recoveries
team

e Access to real time client data

Climate
focus

Ongoing risk
management
and early issue
identification
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Strategies to protect the balance sheet

Exit strategies agreed upfront

Wind back
exposure

Collect back
the debt

Refinance

Private equity
or shareholder
injection

Other
asset sales

Accelerated
Trade Sale
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Case study - Successful exit

Client operated within the home improvement sector

Asset backed lending facility

“a Xk

Receivables
Owned by Suppressed market demand, Early issue identification & strategy
financial sponsor causing eventual business failure agreement with sponsor
\/\ v@)\ Inventory
Successful wind down of Full STB repayment, partial
STB exposure business sale, sponsor debt
repayment and STB exit fee Cashflow loan
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Cost of risk

10.0

8.0

Cost of risk

6.0

4.0

average

0.49%

© @
®
e

2%

-2.0
2015 2016 2017 2018 2019 2020
Risk Aware Robust Facility
culture structures

2021 2022 2023

Seasoned
Professionals

H124

Deep Relationships

) ( Management Biographies
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Commercial Finance

Strong and experienced Collaborative led solutions ensure Consistent growth, built on
management team strong credit stewardship established business model
High touch, bespoke Proven track record supported
relationship model by repeat referrals
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Conclusion

Chief Executive Officer

SecureTrust
Bank Group




Excellent growth potential in our specialist markets

Moving towards our £4bn loan book ambition

Secure Trust Bank

Significant growth potential in large addressable market ) Excellent growth potential in large addressable markets

Highly scalable growth opportunity and efficient operating model Continued delivery of operational cost efficiencies

Commercial Finance

Specialist team with track record of delivering £4bn net lending ambition will support an attractive
profitable growth with service-led approach return on capital
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Questions
& Answers




Management
Biographies




Management biographies

David McCreadie

Chief Executive Officer,
Secure Trust Bank Group

David was appointed CEO in January 2021.

David is a career banker and a Fellow of the
Chartered Banking Institute. He spent 22 years
at The Royal Bank of Scotland (RBS) holding
roles in Branch Banking, Consumer Finance and
several Group central functions. From 2004

to 2008 David was based in the US as Chief
Executive Officer of Kroger Personal Finance, a
joint venture between RBS and Kroger Co.

David joined Tesco Personal Finance in 2008
and was a member of the executive team

that built Tesco Bank to support customers’
financial needs across physical stores and digital
channels. David was an Executive Director and
Managing Director of Tesco Bank from 2015

to 2019. His experience includes banking,
payments, risk management, governance,
consumer facing businesses and retailing.

John Bevan

Managing Director,
STB Commercial Finance

John has over 41 years’ banking experience,
including over 30 years in the receivables sector.

Prior to joining STB, John spent 31 years working
in the High Street Banking sector, latterly as

the Managing Director of Barclays Trade and
Working Capital UK&.

In 2012 he held the position of Chairman of the
Asset Based Finance Association (ABFA - now
part of UK Finance) and also sat on the Executive
Board of the International Factors Group.

John joined STB in August 2014 and has been
instrumental in the successful growth we have
seen over the last ten years.

Sean Powell

National Sales Director,
STB Commercial Finance

Sean is a career asset-based lender and has over
29 years' experience in commercial finance.

He spent 19 years at The Royal Bank of
Scotland plc (RBS) where he was responsible for
leading the commercial portfolio teams across
the Northern region and developed a strong
focus on client service, underwriting and risk
management. During his final 9 years at RBS he
moved into origination and held the position of
sales director, leading the North and Scotland
origination teams within the commercial

finance division.

Sean joined STB in August 2014 and helped
establish the CF business. In his current role
he is responsible for leading the origination
team and plays a key role in setting the sales
strategy, developing the introducer network,
and structuring new opportunities.

James Hodkinson

Chief Operating Officer,
STB Commercial Finance

James is a qualified banker and has worked in
banking for over 34 years, previously as Director
of Barclays Trade and Working Capital UK&l
where he was responsible for portfolio income
growth and delivery of the service proposition.
He has also held senior at Royal Bank of
Scotland and this is where his career pivoted
into Asset Based Lending.

James joined STB in 2013 to set up the
Commercial Finance division which went live in
2014. In his current role he is responsible for all
aspects of in-life management, including income
growth, service delivery and risk management.

Will Airey

Head of Risk,
STB Commercial Finance

Will is a qualified banker with over 25 years’
experience. Prior to joining STB, Will worked
within the corporate teams at The Royal Bank
of Scotland, where he held key responsibilities
across several large value portfolios within Asset
Based Lending & Structured Finance.

Will joined STB in 2018 to develop the
relationship management team within
Commercial Finance. More recently Will moved
to head up the Credit Risk team, where he
developed the risk function and was the product
lead for Government backed Covid loans.
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