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Disclaimer
This document is only provided for information purposes and does not constitute, nor must 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. Nobody who becomes aware of the information contained in this report 
must 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 Act of 1995) regarding intentions, expectations or projections of BBVA or of its management on the date thereof, that 
refer to miscellaneous aspects, including projections about the future earnings of the business. The statements contained herein are 
based on our current projections, although the said earnings may be substantially modified in the future by certain risks, uncertainty and 
others factors relevant 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 condition 
and result in actual events differing from the information and intentions stated, projected or forecast in this document and 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 
exactly as described herein, or if such events lead to changes in the stated strategies and intentions.

The contents of this statement must be taken into account by any persons or entities that may have to make decisions or prepare or 
disseminate opinions about securities issued by BBVA and, in particular, by  the analysts who handle this document. This document may 
contain summarised 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 
disclosed to 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 has delivered an excellent track
record of growing results

Note: 2002 and 2003 Pre-IFRS

1.719
2.227

2.923

3.806

2002 2003 2004 2005

+31.3%

+30.2%

Attributable Profit (M €)

+29.5%

EPS CAGR 05-02  
+27.7%

DPS CAGR 05-02  
+15.1%
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2005

7.5

12.0

0,94%

2,37%

2002 2005

...whilst also strengthening Group´s fundamentals

NPL ratioEfficiency

46,7%
52,3%

2002 2005

2005

Strong solvency (%)

Core capital

Tier I

Core capital 
adjusted (1)

6.6

5.6

2002 data pre-IFRS
• (1)Including generic provisions net of expected losses in core capital

Additionally:
• €4.7bn unrealized capital gains
• Full coverage of pension fund
liabilities
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BBVA’s capital discipline

... that meets two objectives

Core capital

6% approx. 45%-50% approx.

Pay-out

Self-financing

Share-
holder 
remun-
eration

04/03 +15.1%

05/04 +20.1%

DPS

2004 5.8%

2005 5.6%

Core capital 
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A balanced distribution of assets and 
a low risk profile 

Structural risks actively hedged

Mortgages
43%

SMEs
19%

Small businesses
10%

Large corporates
7%

Consumer
7%

Public Sector
12%

Banking in Spain
Loan portfolio breakdownAssets by region

Spain, EU & USA, 77%

Latam
Investment grade

18% 

Latam
Non Inv. grade

5%
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Economic Capital 2002 Economic Capital 2005

Spain Retail
and SMEs

22%

Wholesale 11%

Mexico 10%

LatAm
19%

Industrial 
Portfolio 24%

Corporate
Centre 14% 

Mexico 18%

LatAm

12%

USA 5%

Industrial 
Portfolio 9%

Corporate
Centre 5%

Wholesale 15%

Spain Retail
and SMEs

35%

The Group has “turned around” its capital 
allocation over the last three years
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1Q06 BBVA results: confirming the prospects 

Strong growth of net attributable profit

Record quarter for operating profit

High quality of results with strong 
revenue generation 

Further strengthening of Group 
fundamentals

€1,020m 
(+25.1%)

€1,936m 
(+32.9%)

€3,659m 
(+27.1%)

Cost/income: 
45.9% 

ROE: 34.1%
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All divisions show excellent results

(Current €m)

Iberian Retail

Ordinary revenues

+7.3%+10.9%

1Q 06

Wholesale Business +17.2%+24.7%

Mexico & USA +33.0%+57.7%

South America +20.0%+56.8%

2005

Operating profit

+11.0%+14.3%

1Q 06

+24.1%+27.9%

+39.7%+80.8%

+32.3%+87.0

2005
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BBVA: an attractive investment

Superior combination of
Growth, Profitability

and Risk
among the main European

banks



12

BBVA: strategy and execution to deliver superior growth

Well placed to continue growing in a changing 
environment

Conclusions

Contents



13

The world is changing at high speed…

Higher competition Technology
/Information

Globalization Innovation
More 

customer
power

With a shift of wealth towards emerging economies
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…triggering new social-demographic factors

CompaniesIndividuals

Aging consumer

Wealthier and
more urban consumer

Wider consumer base

More global

More sophisticated

Larger company base

Serving customers in a “new way” leads to great
opportunities
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In BBVA, we see this environment as an excellent 
opportunity in terms of growth

Mexico

Spain
A

America
B

And a global franchise in 
wholesale business

C
USA South

America

New ways of articulating the relationship with
customers
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A Good performance and prospects for the 
Spanish economy

12,04

14,6

18,2

87,4

83,0
77,6

1994 1999 2005

SS Affiliates (millions)

GDP as % average EU15 GDP

6 million jobs created
in the period 1994-2005

2007E2006E2005

Private 
consumption

Cap.ex.

External demand

GDP

% y-o-y growth

4.4 3.6 3.2

9.5 7.1 5.9

-1.9 -1.7 -1.2

3.4 3.1 2.8

Construction 6.1 5.5 2.0

* Source: BBVA Economic Research Department
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Strong growth of population and
household formation

* Source: BBVA Economic Research Department

690
740

700

780

715

575

2002 2003 2004 2005 2006E 2007E

New housing starts (Th.)46.5
44.1

40.8

17.6

15.1
14.3

2001 2005 2011E

Population Households

Data in Millions
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Loans Deposits

Growing in line with the system, with significantly
higher profitability

BBVA has a strong and profitable
retail franchise

2005 Growth 2005 Profitability+

18

17

19

21

34,7

Average

4º*

       3º

  2º 

BMEP

% ROE 2005
* Excluding capital gains

Source BBVA: Agrgegate calculated with BBVA, SCH, Caixa, Caja Madrid, Popular, Bankinter and 
Sabadell

21,5%
20,1%

18%

10,5% 9,5%
7%

Sav. Banks+ Banks
BBVA
Banks
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We have identified future growth opportunities...

Still high growth potential for revenue generation

SME´sIndividuals

More dependency and
asset mobility

Global solutions and not
only products

New bancarization vision

Improve new revenue
sources

New financing and risk
solutions
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2
0
0
5

Hipoteca Fácil

Cuentas Claras

Gestión de Carteras

Personalización BBVA Net

Crédito nómina SIN Fondo BBVA consolida

2
0
0
6

Answering and anticipating customer needs
through a wide and innovative range of products

... and are begining to exploit them
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28,5
21,3

20052004

+33,9%

Products per sales staff

20052004

Account managers with EFA
certification (European Financial Adviser)

1,956

2,534

Focus on advisory and client solutions

A well-trained network to deliver better customer service
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REMITTANCES

C
an

al
P

ro
du

ct
o

Fa
se

s PhasePhase I: I: 
IMMIGRATIONIMMIGRATION

PhasePhase II: II: 
SETTLING SETTLING 

DOWNDOWN

PhasePhase III: III: 
INTEGRATION INTEGRATION ––

2nd 2nd GENERATiONGENERATiON

TRANSACTIONAL BANKING

Adapting to the needs of the customer

BASIC BANKING MORE DEVELOPED 
PRODUCTS

C
ha

nn
el

C
ha

nn
el

Pr
od

uc
t

Ph
as

es

A new growing segment: immigrants
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Insurance
Asset Mgt & 

Private 
Banking

Broader product
catalogues and simpler

sales processes

Mortgage
Banking

- Sourcing individual 
morgages

- Focus on quality
developers

Providing support to
the network for

specialist customer
service, innovative
product offering

Improving the links between
product factories and the distribution network
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B Sound macroecomic environment in
Latinamerica

2007E2006E

GDP (%)

Inflation (%)

Fiscal balance (%GDP)

4.3 3.7

6.0 5.5

-1.7 -1.5

12,10

7,10 6,80 6,00

Ave. 95-03 2003 2004 2005

Inflation (%)

Forecasts (%)

23 22

34

42

1980 1990 2000 2004

Trade flows over GDP, %

-7,30

-2,50 -1,90
-0,90 -1,00

Ave. 81-
89

Ave. 90-
02

2003 2004 2005

Budget balance (in % GDP)

* Source: BBVA Economic Research Department
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The banking systems in the region
today are healthy …

3,6

6,4

Latam Eastern Europe (1)

NPL ratio (%)

(1) Russia, Turkey, Hungary, Poland and Cech Republic / Source: BBVA Research and Global Financial Stability Report

140

81

Latam Eastern Europe (1)

NPL coverage (%)

16,4 16,5

Latam Eastern Europe (1)

BIS ratio (%)
30,2 29,7

Latam Eastern Europe (1)

Moody’s FSR (%)
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... while the region offers significant
room for higher bancarisation

0

20

40

60

80

2.500 5.000 7.500 10.000 12.500 15.000 17.500 20.000

GDP per capita in ppas
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 (
%

)

Argentina
México

Chile

Brasil

Colombia
Perú

Czech Rep.

Hungar

Poland
Russia

Loans/GDP and GDP per capita Relative development of lending 
markets

0

100

200

300

400

500

1 3 5 7 9 11 13 15 17 19 21 23 25

Chile
1981=100

México 1994=100

Colombia
1998=100

Brasil 1994=100

Argentina
2001=100

Perú
1999=100
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BBV has an excellent franchise in Latinamerica
which is delivering great results

715

1,820

2002 2005

24
34

2002 2005

49 46

2002 2005

2.7

3.8

2002 2005

Net profit (€m) Efficiency (%)

ROE (%) NPL ratio (%)

+36%CAGR
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SME´sIndividuals

Where do we see growth opportunities
in Latin America?

Mortgage segment

Credit cards and 
consumer finance

Increased banking 
penetration

Focus on lending

Increased banking 
penetration
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In Mexico we have a broad, growing and
segmented customer base with high potential

Customers ‘05 - 12.2 M

6.8 M

2.7 th

18.5 th

452 th

9.2 M

0.9 M
1.3 M

Deposits > 1M usd
Deposits > 200 th usd

Deposits > 10 th usd

Private
Relationship

Preferred

Bank

Payroll
Residual

Users

1994 1999 2004 2005(E)

Total lending as % of GDP

47.8

19.7

13.2
15.0

2.2m new customers in 2005
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Growing contribution from pensions & insurance

167,867 270,077

765,131
10%

15%

30%

2000 2005 2015
Pensions in Latin America M $ % Pensions / GDP

Source: Analyst report

x3

Pensions in Latin America

Leading in “savings” in Latin America means leading in 
pensions and insurance segments



31

In the US we are building our platform

BTS

BBVA 
Bancomer

USA

Laredo 
National 

Bancshares

• Reinforcing leadership in Mexico & Latam
• Opening new pathways from USA to China, India, 

Philippines…

• First phase of branch openings completed
• Initiating pilot phase

• BBVA organization in place
• First marketing initiatives taken
• Branch expansion plan approved



32

C BBVA´s wholesale business model 
based on its customer franchise…

Corporate Banking

79%

96%

26%

47%

Spain Latam

1st
Player

1st
Player 

(ex Brasil)

Total Leadership

And leadership in 

Trade Finance and 

Project Finance 

opens emerging 

markets to BBVA
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…aiming to expand into other areas

Corporate
Banking

Growth Plan in Asia

Currently in Beijing, Shangai, 
Tokio, Hong Kong

Global 
Markets and
Distribution

Benchmark in Spain

Extension to Latam

Future openings: Korea, Taiwan, 
Mumbai, Singapore, Sydney
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Well placed to continue growing in a changing 
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Conclussions 

BBVA is committed to value creation

We are aiming to take full advantage of the great changes
happening in the world 

With a solid business model in terms of risk
management, efficiency and profitability

BBVA is positioned with leading franchises in the most
important high growth markets
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BBVA a very attractive investment…

Excellent combination
Profitability – Risk

ROE: 34.0%
•95% of assets in “investment 
grade” countries

•Rating: AA-

With strong growth

EPS CAGR 05-02  
+27.7%

DPS CAGR 05-02  
+15.1%
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