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BBVA

Disclaimer

This document is only provided for information purposes and does not constitute, nor should it be interpreted as, an offer to sell or exchange or acquire, or an invitation for offers to buy securities issued
by any of the aforementioned companies. Any decision to buy or invest in securities in relation to a specific issue must be made solely and exclusively on the basis of the information set out in the
pertinent prospectus filed by the company in relation to such specific issue. No one who becomes aware of the information contained in this report should regard it as definitive, because it is subject to
changes and modifications.

This document contains or may contain forward looking statements (in the usual meaning and within the meaning of the US Private Securities Litigation Reform Act of 1995) regarding intentions,
expectations or projections of BBVA or of its management on the date thereof, that refer to or incorporate various assumptions and projections, including projections about the future earnings of the
business. The statements contained herein are based on our current projections, but the actual results may be substantially modified in the future by various risks and other factors that may cause the
results or final decisions to differ from such intentions, projections or estimates. These factors include, without limitation, (1) the market situation, macroeconomic factors, regulatory, political or
government guidelines, (2) domestic and international stock market movements, exchange rates and interest rates, (3) competitive pressures, (4) technological changes, (5) alterations in the financial
situation, creditworthiness or solvency of our customers, debtors or counterparts. These factors could cause or result in actual events differing from the information and intentions stated, projected or
forecast in this document or in other past or future documents. BBVA does not undertake to publicly revise the contents of this or any other document, either if the events are not as described herein, or
if such events lead to changes in the information contained in this document.

This document may contain summarized information or information that has not been audited, and its recipients are invited to consult the documentation and public information filed by BBVA with stock
market supervisory bodies, in particular, the prospectuses and periodical information filed with the Spanish Securities Exchange Commission (CNMV) and the Annual Report on Form 20-F and
information on Form 6-K that are filed with the US Securities and Exchange Commission.

Distribution of this document in other jurisdictions may be prohibited, and recipients into whose possession this document comes shall be solely responsible for informing themselves about, and
observing any such restrictions. By accepting this document you agree to be bound by the foregoing restrictions.
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BBVA

BBVA's global presence

® Europe
Germany / Belgium/ Spain/ France / Holland / Italy /

) ) Luxembourg / Malta / Portugal / U.K. / Romania /
2. Unique banking model Russia / Switzerland / Turkey

3. Transformation from
and to the customer

1. About BBVA

[ ] ‘ L ]
4. Results' highlights i &
& [
v, == »
: & ®Asia - Pacific
° o ©
@ North Amem;a Australia / China / UAE / Hong Kong /
USA / Mexico India / Indonesia / Japan / South
\ Korea/ Singapore / Taiwan
[ ]
> BBVA's global presence
[ )
' ()

®South America
Argentina / Bolivia / Brazil / Chile / Colombia /
Paraguay / Peru / Uruguay / Venezuela

€ 750 66 35 9,145 30,616 137,968

billion in total million customers countries branches ATMs employees
assets

As of December 2015. It includes Garanti starting from July. Customer’s information as of November 2015



BBVA

More than 150 years of history

1. About BBVA

BBVA is the result of the merger of two major Spanish banking institutions

BBVA 1999

- Banco Bilbao Vizcaya

¢ - Argentaria
£os
A& ARGENTARIA 1 998

2. Unique banking model

3. Transformation from
and to the customer

4 Results” highlights

« Grupo Caja Postal « Bco. Exterior
> History of BBVA « Bco. Credito - Bco. Credlto
Agricola Industrial

1988

BANCO BILBAO VIZCAYA

« Banco de Bilbao

« Banco de Vizcaya




BBVA

More than 150 years of history

1995 - Banco Continental (Peru) 2005 - Granahorrar (Colombia) 2071 - Extension of Forum SF

1. About BBVA

2. Unique banking model

3. Transformation from . Probursa (Mexico) . Hipotecaria Nacional agreement (Chile)
and to the customer (Mexico) . Credit Uruguay (Uruguay)
1996 - Banco Ganadero . A
4. [Resulis Iigliislits (Colombia) 2006 - Texas Regional 2012 SaIerf Puerto R'C_O
' - Bancos Cremi and Oriente Bancshares (USA) » Unnim Banc (Spain)
(Mexico) - Forum Servicios
) ) i - Sale of Panama
. ; i Financieros (Chile) 2013
Banco Franceés (Argentina) : - Sale of pension business in
- State National

Latam

1997 - Banco Provincial (Venezuela) Bancshares (USA) , 0 ,
- B.C. Argentino (Argentina) - CITIC (China)  Sale of CNCB's 5.1% (China)
L] i A
1998 - Poncebank (Puerto Rico) 2007 + Compass (USA) 2014 - simple USA)
> History of BBVA » Banco Excel (Brasil) 2015 - Sale of CIFH's stake to CNCB
« Banco BHIF (Chile) 2008 - Extended CITIC (China)

agreement « Sale of CNCB's 4.9% (China)
. Catalunya Banc (Spain)

1999 . Provida (Chile)

- Consolidar (Argentina) 2009 - Guaranty Bank (USA) . Acquisition of an additional stake
) in Turkiye Garanti Bankasi
2000 - Bancomer (Mexico) 20710 - New extension CITIC (Turkey)
agreement . Acquisition of a 29,5% stake in
2004 - Valley Bank (USA) - Turkiye Garanti Bankasi Atom (UK)
- Laredo (USA) (Turkey)

- Bancomer IPO 6
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1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4 Results” highlights

> Main figures

20715 main figures

Gross income  Operating income Net attributable profit

23,680 11,363 2,642 r'v
Balance sheet €m)

Loans and advances Deposits
Total assets Total equity to customers - gross from customers

750,078 55,439 432,855 403,069

Efficiency / Profitability Risk management

ROE ROA Efficiency ratio NPL ratio NPL coverage ratio  Phased-in Fully-loaded

5.3% 0.5% 52.0% 5.4% 74%

For more information click here

7


http://shareholdersandinvestors.bbva.com/TLBB/fbinir/mult/20160203QuarterlyReport4Q15_tcm927-562468.pdf

BBVA

BBVA share

Listed on the main international

1. About BBVA

BBVA's capital ownership is
well diversified

2. Unique banking model stock markets
3 Transformation from New o London Shareholder Breakdown
York
and to the customer Banks

Non-resident

o

4 Results” highlights

Employees
- 55.3 o

Resident

Mexico . #shareholders
Madirid 934,244

Figures as of 31 December 2015

Individuals

Number of shares issued (m) 6,367

> BBVA share Weighting G1-12.2015 Book valug per share (€) 7.47
BEX 35 - Closing price (€) 6.74

’ Market capitalization (€m) 42,905

Euro Stoxx 50 2,0% Price/Book Value 0.9

Euro Stoxx Banks 9,0% PER 13.2

Stoxx Europe 600 Banks 4,3% For more information click here

8


http://shareholdersandinvestors.bbva.com/TLBB/tlbb/bbvair/ing/share/index.jsp

BBVA

1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4 Results” highlights

> BBVA share

Return to shareholders

Outstanding performance to shareholders, despite financial strains

Total shareholders return (TSR)
December 2010 - December 2015 - (%) Annualized”

&

BBVA Peers Eurostoxx Stoxx
Banks Banks

(*) Peer Group: SAN, BNPP, CASA, SG, ISP, UCG, DB, CMZ, HSBC, BARC, LBG, RBS, CS, UBS, CITI, BOA, WF y JPM
Source: Bloomberg

BBVA's strengths
have been
gradually
recognized

by the market
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1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4. Results” highlights

> QOrganizational Chart

Organizational chart

=] Group Executive Chairman

)] CEO

4 Carlos Torres Vila

1 Francisco Gonzalez

[ | |
Execution & Performance | New Core Competencies Risk & Finance Strategy & Control

@ Corporate & ) .3, Talent & Culture
«i» Investment Banking f,. Donna DeAngelis
Juan Astia

) Country Networks Q ggrsetl?wﬁieSolutlons

v Vicente Rodero &
Global Marketing

Spain Colombia

Cristina de Parias Oscar Cabrera @ & Digital Sales

Mexico Argentina Javier Escobedo

Eduardo Osuna  Martin Zarich

USA Venezuela : :

Manuel Sanchez ~ Pedro Rodriguez @ Engmee”ng

Peru Turkey &’y Ricardo Moreno

Eduardo Fuat Erbil

Zf]zlr:&“osa Others’ g New Digital Businesses
Manuel Olivares ~ 1eppo Paavola

Business Development

Spain £y USA ? Growth Markets?
&% David Puente jva José Olalla @& Ricardo Forcano

Note 1: Others includes Paraguay, Uruguay and Switzerland

Global Economics

@& Regulation & Public Affairs
José Manuel Gonzalez-Paramo

‘e Finance
S Jaime Saenz de Tejada

) Global Risk
Wn Management
Rafael Salinas

* Legal & Compliance
d.» Eduardo Arbizu

@ Strategy & M&A
&y Javier Rodriguez Soler

% Global Accounting &
» Information Management
Ricardo Gomez Barredo

9 Communications
@&’ Paul G. Tobin

General Secretary
Domingo Armengol

Internal Audit
José Luis de los Santos

Note 2: Growth Markets includes Mexico, Argentina, Colombia, Chile, Peru, Venezuela and Turkey 10
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1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4 Results” highlights

> Our team

Our team

We are creating the kind of culture, environment and ways
of working where the customer is at the center of everything

we do

The best team

Our people are the cornerstone of our
transformation and helping BBVA deliver the best
customer experience anywhere

11, 153
Unlted States v 33 425 22 186

38 499 Spain Turkey
30,448 $

South Americ Rest of Eurasia

L K

46% 54%

Age average: 37 years

BBVA Group:

137,968

employees

Note: Figures as of December 2015

A first class workforce

We are defining what it means
to be an employee at BBVA,
and what sets us apart from any
other company

In 2015, we established
our strategy and vision

In 2016, we will focus
on how we get there

11
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1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4 Results” highlights

> Presence in social media

Presence in social media

BBVA’s commitment is to be where the people are, to listen and
understand their needs and dreams. This is the reason that makes BBVA
a forward-looking entity in social media

Number of BBVA'’s social media profiles by
country (s of October 2015)

Followers in

Social Media
29,227,007
United States Spain
—_— 8 45 9
Mexico v
18 : Venezuela
B Facebook (fans) 23,559,395 ot 4
Twitter tollowers) 4,409,639 5 S
1 YouTube (subscribers) 598,465 Uruguay B
B Google+ (fans) 351,118 chie 3
f 12 Argentina
M LinkedIn (subscribers) 308,390 7

® Whoever or wherever they may be, we have a solution and a tailored-channel for all
our stakeholders. Even if they have different interests, everyone shares their relation
with BBVA

Note: As of December 2015 12
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1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4 Results” highlights

> Social commitment

Social commitment

Financial Education

wvenl
.":I :i ; )':‘-.r ) Y

“de futuro

adelante.
con tu futuro

caminoaléxito

High Social Impact Solutions

L Fundacion

BBVA MicroFinanzas ' momentum project

Plan BBVA-Fundacion Adecco YoSoy
Empleo

| Una iniciativa de BEVA

Plan da integracion labaral para chentes del BBVA que hayan
perdidola propiedad y posesiin de su imica vivienda.

Other fields of « Education for social inclusion
action « Social organizations support
Knowledge, science and culture

Highly
committed to
the societies
in which we
operate

For more information click here

13


http://bancaresponsable.com/en/

BBVA

Awards and recognitions

Once more, BBVA'’s differentiated management has been recognized

1. About BBVA

2. Unigue banking model

3. Transformation from L] I 'I I 1 I
and to the customer VWL

XIV Premio AECA
a la Transparencia G

Empresarial PN ANCE Corporate
rporate

E_Mﬂrn'

2014 Forecaster Accuracy Award ~ )Mdfdb

Consensus Economics

! BBvVA | research

Awards

4. Results” highlights

e
The Banker
? GLOBAL !
PRIVATE R ' VR i
Lcommerce AWARDE 2015 ghe. best place to work in
——— SO0
The best bank of 4
South America for é PREMIOS TALERNT MOBILITY
> Awards and recognitions Euromoney & Lee Hecht Harrison

14
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2. Unique banking model

3. Transformation from
and to the customer
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> Based on 4 pillars




BBVA .
N Based on 4 pillars

1. About BBVA

2. Unigue banking model

3. Transformation from

and to the customer /I 2

4 Results” highlights

SEENN =S

Return Customer-
adjusted to centric
principles approach

Diversification Prudent
and leadership management

> Based on 4 pillars

> 1. Diversification and

leadership
> 2. Prudent management
> 3. Return adjusted to principles
> 4. Customer-centric approach
> What does this translate into?

16



1. Diversification and leadership

1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4 Results” highlights

> 1. Diversification and
leadership

A well-diversified portfolio supported by leading and high quality franchises

Geographic Diversification (12m15) Market share and Ranking
Gross Income breakdown’ Detail by country?
Eﬁfats?g Loans Deposits
South Share Rnk Rnk
America Mexico Mexico 23.4% 1t 232% 1
Spain 14.4%  2nd 14.7% 3
Turkey
Turkey 11.8% 2 11.6% 2
outh America 19 4% nd. 104% nd.
USA

USA Sunbelb nd. nd. 6.3% 4th

Spain

(1) Excludes Corporate Center (2) Pro-forma calculation including a 39.9% stake in Garanti. Figures exclude Corporate Center. Spain: Other domestic sector and public sector data as
of November 2015 (BBVA+CX); Mexico: data as of December, 2015; South America: data as of October, 2015; USA: data as of June, 2015, market share and ranking by deposits
considering only Texas and Alabama; Turkey: BRSA data for commercial banks as of December, 2015



BBVA
LI 2. Prudent management
4

1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

Structural
Risk
» Financially independent
subsidiaries

« Optimized balance sheet
structure

4 Results” highlights

Strong Liquidity
Position

- Well-balanced “Funding
Mix”
- Limited financial needs

» Enough collateral to face
hypothetical shocks

> 2. Prudent management

2

Credit
Risk

« Well-defined asset
allocation

» Risk-adjusted growth

- |dentified, measurable
and limited risks

Outstanding risk
Mmanagement

 Risk indicators among the

best in the markets with
presence

Capital
Management

« Focus on organic capital
generation

« Commitment to
shareholders

Strong capital
pOosition

- Capital & Leverage ratios

above the minimum
reguired by regulators

 First issuing AT1

instrument with capacity
to absorb loses

0

M&EA
Strategy

- Creating value through
selective acquisitions

- Sale of non-strategic
businesses

Well-diversified
portfolio

- Greater resistance to

economic cycles

18



3. Return adjusted to principles

1. About BBVA

A business model of return adjusted to principles that places people at the
center of our business

3. Transformation from

and to the customer Corporate Governance We manage our business
o Regulatory Compliance assuming the
4. Results” highligh A
SEEs nighilgnts Prudence responsibility of our
Responsible Business impacts on people’s lives
, and societ
Transparency Risks /

Responsible

9 e - © Business
I ® Transparency, clarity and
responsibility in the relationship

with our customers

® Long-term value generation for
all the stakeholders

> 3. Return adjusted to principles

® Social and environmental risks
and opportunities integration

19



4. Customer-centric approach

1. About BBVA

A business model with the customer at the core that offers a differential
service with a very ambitious goal

3. Transformation from To be leaders in customer satisfaction across our global
and to the customer fOOtpri ﬂt

4 Results” highlights
NPS (Net Promoter Score) - Dic15
BBVA - Peers Average

o,
‘ & =8 40%
@ ’ 56%
51% 18%
15%

_ 22% - 16%
© € O & @ b e
7 st B E 7 st 2nd 7 st

> 4. Customer-centric approach

Peer Group: Spain: Santander, CaixaBank, Bankia, Sabadell, Popular// USA: Bank of America, Bank of the West, Comerica, Frost, Chase, Regions, US Bank, Wells Fargo//
Mexico: Banamex, Santander, Banorte, HSBC// Peru: BCP, Interbank, Scotiabank// Argentina: Banco Galicia, HSBC, Santander Rio// Colombia: Bancolombia, Davivienda,
Banco de Bogotd// Chile: BCI, Banco de Chile, Santander // Venezuela: Banesco, Mercantil, Banco de Venezuela

20



What does this translate into?

1. About BBVA

2. Unigue banking model

3. Transformation from . - 1 , o
and to the custormer Stable Recurrent Strong revenue Diversified revenue Net attributable profit

Earnings .
R Selie 23.7 €bn B59% o0 3.8 €bn

Capital Liguidity Risks Efficiency
12.1% >100% 5.4% 52%
Structu ral CET1-phased in LCR NPL ratio Efficiency ratio
Strength 10.3% 74%
(Dec15) CET1-fully loaded NPL coverage ratio

> Based on 4 pillars

> 1. Diversification and
leadership

6.0%

> 2. Prudent management Leverage ratio

> 3. Return adjusted to principles

S While keeping our model based on return adjusted to principles

> What does this translate into?

(1) Excludes the Corporate Center. (2) Ex corporate operations 21



BBVA

3. Transformation
from and to
the customer

1. About BBVA

2. Unigue banking model

3. Transformation from b
and to the customer

4. Results” highlights

> A new competitive landscape
> Our purpose

> Transformation Journey



BBVA -
N A new competitive landscape

3. Transformation from . L
and to the customer Cha nges In pOS’[-CFISIS New

1. About BBVA

2. Unique banking model

4 Results” highlights

> A new competitive landscape

industry players

Higher supervision « Irruption of competitors
(startups and fintech)

Restructuring processes
« New business models

Reputation

- With a superior customer
experience and lower
operating costs

New regulatory
requirements

Pillar 1l

From Basel I... .. to Basel lll

~6% >10%

CET1 ratio BIS I1 (2007)" CET1 ratio BIS Il FL (2014)'

New
technologies

. The number of mobile-
connected devices exceeded
the world’s population in 2014

- 10x: Global mobile data traffic
will increase nearly tenfold
between 2014 and 2019

« >50%: By 2019, more than
half of all devices connected to
mobile networks will be “smart”
devices

(1) CET1 average, including BBVA and its European Peer Group (BARC, BNPP, CASA, CS, CMZ, DB, HSBC, ISP, LBG, RBS, SAN, SG, UBS and UCG) 23



BBVA -
_ A new competitive landscape

2. Unique banking model

3. Transformation from
and to the customer

4. Results’ highlights OmﬂI-Chaﬂnel MOblllty

Customization Transparency

New contents Real time

> A new competitive landscape

Smart data

24



BBVA

1. About BBVA

2. Unigue banking model

4. Results” highlights

> Our purpose

Our Purpose

This new landscape requires "ol
the customer to be at the )

, heart of everything we do 0
and to the customer

our role is to provide access
to capital, tools, products and
advice

we serve individuals, families,
entrepreneurs, business
owners, start-ups, public and
private corporations, as well as
BBVA’'s employees

Offering the best banking
solutions

Helping them take the best
financial decisions

Having a positive impact on
their lives

framing this moment in time
not by technology itself but by
the core benefit that
technology brings to people
and society



-
Transformation Journey
7. About BBVA
At BBVA we know what is needed to compete in this new environment
2. Unique banking model

3. Transformation from Adapted tO the new Malﬂtalﬂ our bUSineSS
and to the customer environ ment mOdeI

4 Results” highlights

Transforming

our current
business

o . f"
\ IINT/

: Diversification ~ Prudent Return Customner-
Creating and leadership management adjusted centric

: to principles  approach
new business

models

> Transformation Journey

26



Leveraging technology

1. About BBVA

In 2007 we began our transformation process

2. Unique banking model
_ We have been working And we are adapting to the new
3. Transformation from . .
on our platforms paradigms of exponential growth

4. Results' highlights IEI @ lj Blockchain (1 [o] 1]
wx

branch  mobile  web social network

< Ial

ATMs call center  BBVA Wallet

Multichannel Architecture

Middleware /
Services

Front-Office /

(O EES

Data Process

Back-office or

Core Banking
System

®

| =
L
W‘ﬁfﬂ'

A

Placing technology at the customer’s service

> Transformation Journey

27



Strategic Priorities

1. About BBVA

To help us in this journey, we have defined six
2. Unique banking model - Strategic Priorities at a Group level

3. Transformation from
and to the customer /I

4 Results” highlights

¢

A

New standard in Drive digital sales New business

customer experience models

l €«

Optimize capital Unrivaled efficiency A first class
allocation workforce

> Transformation Journey

28



BBVA . . .
LI Progressing in our transformation

1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4. Results” highlights

> Transformation Journey

Relationship
model

Digital sales
& products

Functionalities:

the revolution of the small things

» Expansion of remote
manager model

« Branch layout improvement

» Standardized interaction at
branch and other channels

« Digital onboarding

« One-lick products

BBVA /allet

L]
wike
seguro que si.
FrancésGo

« Switch cards on/off
anytime from mobile

« Payment of invoices
from mobile app

« Digital (and deferred)
signature

« Mobile cash
« In-app identified caller

- Mobile in-app appointment

29



Relationship model

1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4 Results” highlights

> Transformation Journey

Branch activity

(Million of transactions)
BBVA Spain

67

4945 4o

2009 2013 2014 2015

We are improving

our relationship model

to respond to the customers
multichannel profile

Digital customers’ Mobile customers’
(Million) - BBVA Group (Million) - BBVA Group
+19% Jued +45% el
- 14.8 - 8.5
12.4 |—I 5.9 D
Dec. 14 Dec. 15 Dec. 14 Dec. 15

(1) Figures include Turkey. South America figures as of Nov.15

30



Digital sales & products

1. About BBVA

We are promoting the development of digital products
and services, and driving sales through digital channels

2. Unique banking model

3. Transformation from
and to the customer

4 Results” highlights

Digital product plan

® Traditional product ® Native product launches:
digitalization: Wallet, Link, NBA AmEx, Wibe...
mortgages, car insurances, receipt
finance, one click loans. ..

BOVA

&
BWA —
000D

@ FrancesGo

% of total consumer loans sold digitally

- P
| w

N .y

Mexico o6 South America’

16.1 20.3

o 2.4 7.5 504/0/0
Jan.15 Jun.15 Dec.15 Jan.15 Jun.15 Dec.15 Jan.15 Jun.15 Dec.15
> Transformation Journey

(1) South America calculated as the average % of total consumer loans sold digitally in Argentina, Chile and Peru 31



BBVA .
LA New business models

1. About BBVA

We are creating new revenue sources for the group by developing

2. Unique banking model

3. Transformation from
and to the customer
4. Results’ highlights Digital M&A

{:ﬁ SIMPLE QKHB.DIVA
‘ Atom bank Springsmdjo

Investment in
disruptive startups’
PERSONAL
CAPITAL  pROSPERP
coinbase
Ribbit Capital €3 sumup

> Transformation Journey
(1) llustrative examples: Ribbit Capital and 500 Startups are venture capital funds

new digital business models, with a diversified focus

In-house
development

- New independent
businesses

- With a 100% digital
culture

+ Leveraged on BBVA’s
assets

Strategic
g g

alliances
« With new technological
players

- With digital
competencies and skills

32



BBVA
LI Cultural change

1. About BBVA

We are transforming the organization internally by fostering
a new culture

2. Unique banking model

3. Transformation from
and to the customer
4. Results' highlights New ways of working: FCollaborative culture, ‘

Agile, collaborative entrepreneurship
tools (trial - error’)

/ero tolerance
against low
quality

New Leaner
headqguarters structures

> Transformation Journey

33



BBVA
LI New global areas

1. About BBVA

We have built the critical competencies to succeed in this
new environment

3. Transformation from
and to the customer
Talent & Culture

4. Results’ highlights Promoting new schemes for talent
management and adapting the
Group’s culture to the new context

New Digital Businesses 8 NG o |Eueiermer Celiiems

Engaged in the development of
Delivering the best banking experience to

new digital businesses and in _
customers across all channels, leveraging

fostering the cooperation with start-
ups and the innovation ecosystem g |Oba | data and design to better meet customer

2. Unique banking model

expectations
dlreas
q . o
Engineering o
Developing software solutions for digital Global Marketing & Digital Sales
products with a global approach and . o
running IT operations Driving sales across digital channels and
promoting global marketing initiatives

> Transformation Journey



BBVA

1. About BBVA

2. Unigue banking model

3. Transformation from
and to the customer

4. Results” highlights

At BBVA, we are
accelerating our
transformation
process to become
the best bank

for our customers



AN 4. Results
,. highlights

2. Unique banking model

3. Transformation from
and to the customer

4. Results” highlights

> Highlights

> Business areas

4Q15



http://shareholdersandinvestors.bbva.com/TLBB/fbinir/mult/20160203QuarterlyReport4Q15_tcm927-562468.pdf

2015: Year of growth

1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4. Results” highlights

> Highlights

4Q15

Net interest income  Positive jaws

growth ex-CX
Net interest income Gross income vs. Op.
(€m) Expenses 12M15 vs.
+8.7% 12M14 (%), constant €m
+E§Iu1d|n95Fé/o
15, 116 16 426
12M14 12M15 Gross Operating
income expenses

Il Venezuela and additional stake in Garanti

Cost of risk YTD (%)

1.3
0\161
Dec.14 Dec.15

+

Lower RE provisions

Positive performance in  Future synergies
all geographies

Net attributable profit excluding
corporate operations

-601em

+43.3% €m)

12M15 vs. 12M14

Cost of risk & RE assets Strong solvency &
provision reduction

liquidity position

Solid regulatory ratios

Core Capital CRD IV

12.1% 10.3%

(Phased-in) (Fully-loaded)

6.0%

(Fully-loaded)

>100%
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http://accionistaseinversores.bbva.com/TLBB/fbinir/mult/20151030PresentacionResultados3T15_tcm926-546175.pdf
http://shareholdersandinvestors.bbva.com/TLBB/fbinir/mult/20160203QuarterlyReport4Q15_tcm927-562468.pdf

2015 highlights

1. About BBVA

2. Unique banking model

3. Transformation from
and to the customer

4. Results” highlights

> Highlights

4Q15

Gross income
Double-digit recurring revenue growth

Operating income

Future synergies

Cost of risk and loan-loss
provisions + RE impairments

Improvement in cost of risk

4Q15

6,146 €m
+6.6% +19.5%

vs. 4Q14 constant €

12M15

23,680 €m
+10.9% +15.7%

vs. 12M14 constant €

Risks

Improvement in risk indicators

NPL ratio

5.4% ?
Coverage ratio '- @

74% &4

4Q15 12M15

2,853 €m 11,363 €m
“0.2% 5. 4014 +9.2% \s. 12m14

constant € constant €

+13.5% +15.6%

Net attributable profit

4Q15
940 €m  363% B10%
12M15

2,642 €m 0, 4%

Ex. corporate operations

3,752 €m +43.3% +48.2%

vs. 12M14 constant €

i |

Quarter impacted by DGF and
Resolution Fund in Spain

Year impacted by corporate op.

DGF: Deposit Guarantee Fund

Cost of risk YTD

1.1%

Loan-loss provisions + RE
impairments
4Q15

1,122 €m

Capital

Solid capital ratios

Leverage ratio
6% Fully-loaded

CET1 ratio @?@
1 0.3% Fully-loaded ,,—/

1 2-1 % Phased-in *
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2015 highlight
1. About BBVA g g
BBVA Group (€m) 12M15 12M15/12M14

8.7

2. Unique banking model

3 Transformation from Net interest income 16,426 21.5
and to the customer Net fees and commisions 4,705 7.8 121
Net trading income 2,009 5.9 2.6
Other income & expenses 540 n.s. -21.3
Gross income 23,680 10.9 15.7
Operating expenses 12,317 12.5 15.8
Operating income 11,363 9.2 15.6
Impairments on financial assets -4,339 -3.3 1.6
Provisions and other gains -1,145 -38.3 -35.0
Income before tax 5,879 44.7 54.9
NI ex corporate operations 4,438 44.0 53.8
Corporate operations income -1,109 n.s. n.s.
S Non-controllling interest 686 48.0 93.9

4Q15
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BBVA .
LA Business areas - 2015 results

1. About BBVA

Spain Banking activity
Net attributable profit NPL ratio ® New loan production growth

1 ’046 €m 6.6% ® Loan-loss provision reduction

Coverage ratio

+21.9% s 12m14 59% ® Bottom line growth above 20% YoY

2. Unique banking model

3. Transformation from
and to the customer

4. Results” highlights

Spain Real estate activity

Net attributable profit Net exposure ® Reducing losses in more than €400m

.9.6% in the year

- €m vs. Dec.14 ® Reducing loan-loss and real-estate
_1 20 asset provisions

'45.4% vs. 12M14 ° A) (With CX)

® Increasing capital gains

vs. Dec.14

USA constant €

Net attributable profit NPL ratio ® Activity growth of around 10%
o)
w 537 €m 0.9% ® Gradual interest rate hike

Coverage ratio

+5.2% vs 12114 151% ® Operating income double-digit

growth
4Q15 40

> Business areas
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BBVA .
Business areas - 2015 results

2. Unigue banking model Net attributable profit ;Lgt(i)} @ Excellent NIl performance
o (o) . . .
3. Transformation from * 371 €m (® Negative trading income
°nd o the customer 24.4% Coverageoratio Above average asset guality
+24.470 vs. 12m14 s
- - 1 ZQA) o
4. Results’ h|g al |g hts Note: Figures include the impacts of the acquisition of an additional 14.89% stake in Garanti
MeXicoO constant €
Net attributable profit NPL ratio ® Double-digit business activity growth

\’ 2’090 €m 2.6% ® Portfolio mix change

Coverage ratio

+8.8% v< 1ov14 120% ® Sound risk indicators
South America ex VZ constant €
z Net attributable profit NPL ratio ® Strong activity increase

Coverage ratio

+8.7% <. 12u14 122% ® Stable risk indicators

4Q15 N

o
N - 905 €m 23/’ ® Robust core revenues generation
> Business areas ';
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BBVA .
LA Business areas - 20715 results

1. About BBVA

Corporate & Investment Banking

2. Unique banking model

.
3. Transformation from Business activity Client’s revenue > M Pfﬁ
and to the customer

(constant €, % YoY) (constant €, % YoY) (constant €, % YoY)

Lending Gross margin
2,454 €m+3% 2,844 €m+5%

57 €bn +11 %
Customer funds Net margin

53 €bn +13% Wholesale banking 1 ,853 €m +3%

0/ recurrent business’
O %o ven b i i
o O TeVenues given bY - Net attributable profit
our relations with

e 1,087 €m+8%

® High recurrence based on our client-centric model

> Business areas

® Growth supported by our increasing activity
® Good geographic diversification

(1) Client's revenue / Gross margin 42
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