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SEB'’s financial information is available

on www.sebgroup.com

Financial information during 2010

Publication of annual accounts 10 February
Publication of Annual Report on the Internet 18 March
Annual General Meeting 11 May
Interim report January —March 28 April
Interim report January - June 13 July
Interim report January — September 28 October

For further information please contact:

Jan Erik Back

Chief Financial Officer
Telephone +46 8 22 19 00
E-mail: janerik.back@seb.se

Ulf Grunnesjo

Head of Investor Relations
Telephone +46 8 763 8501
E-mail: ulf.grunnesjo@seb.se

Viveka Hirdman-Ryrberg

Head of Communications

Telephone +46 8 763 85 77

E-mail: viveka.hirdman-ryrberg@seb.se

Annika Halldin

Senior Financial Information Officer
Telephone +46 8 763 85 60

E-mail: annika.halldin@seb.se















Customers

SEB has a strong customer franchise with focus on active and long-term relations. Ever since
A. 0. Wallenberg founded SEB in 1856, the Bank has provided financial services to help private
individuals and corporate customers reach their financial objectives.

2,500

Corporates & Institutions

SEB is the leading corporate and investment
bank in the Nordic countries, serving large
companies, financial institutions, banks and
commercial real estate clients with corporate
banking, trading and capital markets and
global transaction services. Comprehensive
pension and asset management solutions are
also offered.

Channels

Large corporations and institutions are served
by the Merchant Banking division, with opera-
tions in 17 countries, and also by the Wealth
division. Key markets are the Nordic countries
and Germany.

400,000

SME customers

SEB offers small and medium-sized corporate
customers several customized products that
were initially developed in co-operation with
SEB's large corporate clients. In addition, nu-
merous services are specifically designed for
small companies and entrepreneurs.

Channels

Small and medium-sized corporate customers
are served by SEB's Retail and Baltic divisions
as well as the Life and Wealth Management
divisions. Key markets are the Nordic and
Baltic countries.

Internet, Telephone and 565 branch offices

5 million

Private customers

SEB provides some five million individuals with
products and services to meet their financial
needs. These include products and services for
daily finances, savings, wealth management and
life insurance. SEB strives for excellence in cus-
tomer service and are available to many of our
customers around-the-clock, all-year round.

Channels

Private customers are principally served by
the Retail and Baltic divisions in Sweden,
Germany, Estonia, Latvia and Lithuania and
also by the Life and Wealth Management
divisions. Key markets are the Nordic and
Baltic countries and Germany.

All of SEB's customers can stay in contact with the Bank via Internet, Telephone and branches — 565 traditional branch offices in

Sweden, Germany, Estonia, Latvia, Lithuania and Ukraine and private banking branches and representative offices in twelve countries.
Large corporations and institutions are assisted by client executives, product experts, analysts and traders in 17 countries.
SEB also co-operates with some 2,000 life insurance intermediaries and brokers.

Business divisions

Merchant Banking —- Commercial and investment banking services to large corporate

Operatingincome

Operating profit

and institutional clients, mainly in the Nordic countries and Germany.

Retail Banking — Banking services to private individuals and small and medium-sized

corporate customers in Sweden and Germany. Also SEB's Card business.

Wealth Management — Asset management, investment management and private

banking services to institutional clients and high net worth individuals. Manages SEB's

mutual funds.

Life — Life insurance products for private individuals and corporate customers,

mainly in the Nordic and Baltic regions.

Baltic — Banking and life insurance services to private individuals and small and

medium-sized corporate customers in Estonia, Latvia and Lithuania.

SEK20,052m (16,813)

SEK11,680m (12,226)

SEK3,646m (4,689)

SEK4,425m (3,260)

SEK3,794m (4,783)

SEK11,699m (8,350)

SEK1,644m (3,245)

SEK1,142m (2,011)

SEK2,115m (1,063)

SEK-10,363m (1,017)
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STRATEGY

Strategy

Throughout the financial crisis, SEB has continued to pursue its strategic direction — a Nordic
universal bank with a strong focus on wholesale banking and wealth management. To fully
capture the potential of SEB's franchise in the future banking landscape, SEB will become
fundamentally more customer centric.

SEB's mission s to help people and
business thrive by providing quality ad-
vice and financial means.

SEB's vision is to be the trusted partner
for customers with aspirations.

SEB's goal is to be the leading Nordic
bank with a strong focus on corporate
banking and wealth management.

Mission, vision and goal SEB's strategy

In order to reach its long-term targets,
SEB has formulated a strategy named
“Road to Excellence”. Key priorities with-
in this plan include intensified interac-
tion with its attractive customer base, a
strong commitment to reach superior
productivity and quality, increased inte-
gration of SEB’s organisation and focused
growth within core areas of strength —

SEB aspires to:

® Excel in universal banking in Sweden,

Estonia, Latvia and Lithuania by pro-
viding a full range of banking, wealth
management and life insurance ser-
vices to corporations, institutions and
private individuals.

Expand in core areas of strength,
Merchant Banking and Wealth Man-
agement, in the Nordic area and in

primarily corporate and investment
banking, private banking, wealth man-
agement and unit-linked insurance.

Germany. In addition, selectively ex-
pand leading life insurance and card
services in the Nordic area.

SEB will focus on segments, products and

markets where it clearly can add value to

its customers.

In Sweden, Estonia, Latvia and Lithuania, SEB provides a full range
of banking, wealth management and life insurance services. In
Denmark, Norway, Finland and Germany, SEB focuses on ex-
panding wholesale and investment banking and wealth man-
agement as well as life insurance and card operations.

Furthermore, SEB has established a presence in Ukraine and
Russia. SEB entered these markets on a small scale at an early
stage in order to enable selective expansion.

Throughout the recent global financial and sharp economic
downturn, SEB has remained true to its strategy and stood by its
customers. This has enabled SEB to continue to support its cus-
tomers despite the turmoil, whilst many competitors have been
forced to exit customer relationships, geographies and product
lines.

SEB s strongly capitalised, has solid liquidity reserves and a
stable funding base. In the aftermath of the financial crisis, govern-
ments and regulators across the world are aiming to implement
stricter capitalisation and liquidity regulations for banks. With its
solid balance sheet and conservative risk management approach,
SEB deems that it is well positioned to meet these new require-
ments and remain committed to its customers’ financing needs.
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® Support SEB'’s customers internation-
ally through its network of strategic
locations in major global financial
centres.

SEB sees attractive expansion opportunities within its focus
markets and core areas of strength. SEB aims to leverage this
position to further expand its customer base and to advance its
market positions. However, while there are encouraging signs of
an economic recovery, the global economy is expected to remain
fragile in the near to medium term. SEB will continue to strive for
sustainable, customer-led growth. This means that any expan-
sion will be balanced by continued solid risk management and
thorough risk/reward analysis — return on capital remains prior-
itised over volume growth.

Having built a solid platform on operational excellence prior
to the crisis, customer excellence will be the main priority in
SEB'’s business plan going forward. Furthermore, customer of-
ferings and customer acquisition will be strengthened further
through joint product development within the divisions and
better usage of best practice procedures throughout the Group.

SEB continues to work with the integration of the Group in
order to increase cross-selling and extract cost synergies
through a more efficient use of common resources. To do this,
SEB instituted a Group-wide programme called SEB Way, which
streamlines processes so that resources are freed-up and





