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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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I In the current environment, the banking
industry faces significant challenges

Banking industry challenges

Questioning the viability of certain business models

Lack of growth
Pressures on profitability
Liquidity/funding constraint

Higher capital requirements




I BBVA is well positioned to face these
challenges

1. Attractive Business Model

2. Sustainable Growth
3. Recurring Profitability
4. Comfortable Funding Position

5. High Quality Capital



I 1 Attractive Business Model
BBVA business model main features

Customer centric

Profitable and
efficient
operations

Low volatility
of earnings




I 2 Sustainable Growth
Diversified business mix driving growth

Net attributable profit by region '
BBVA Group. Percentage 102012

Geographic diversification: revenues?

USA Percentage 2011
Spain M Emerging M Developed
BBVA 4
Peer 1 5] 49
Mexico Peer 2 <
2% EurAsia  pecr “
Peer 5 //
Peer 6 8
Peer 7/ 86
Peer 8 86
) Peer 9 8/
South America Peer 10 20
Peer 11 89
Peer 12 O
Peer 13 96

Peer 14 00

With leading franchises in its core markets

(D: Excluding corporate activities.
(2) In-house elaboration using available data as of March 2012. European peer Group:




Recurring Profitability

Solid and recurrent earnings during the

CrisIs...

BBVA Group

Operating Income. Million Euros
0)
CAGR.., +4%

12307 1.
10523 1542 10615

[ 9i I I I I

2006 2007 2008 2009 2010 201

European Peers Aggregate!
Operating Income. Million Euros

cAGR.., O%

155558 144303 155060 163937 153562

2006 2007 2008 2009 2010 2011

Thanks to the good performance in emerging

economies that offsets decline in developed markets

(1) European Peers Aggregate: BARCL, BNPP, CASA, CMZ, CS, DB, HSBC, ISP, LBG, RBS; SAN, SG, UBS and UCI.




I Recurring Profitability
3 .and resilient asset quality

NPA - Net Balance
BBVA Group. Billion Euros

NPA and Coverage Ratios
55 18 160 1BS 16] BBVA Group. Percentage

Coverage ratio
6 61 60 61 60

.——+——+—-‘—-—_‘

I I I I 4'1 4'0 4'1 4.0 4.0
A ——p—A

Marll Junll Sepll Decll Marl2 NPA ratio

Marl Junll Scpll Decll Marl2

With a better asset quality than the local
peer average in each geography




Comfortable Liguidity Position
Improving the liguidity position of the
Furo Balance Sheet...

Euro funding Gap
continues to improve

< 5% total assets

Lowest redemptions in 2012 amongst peer group €11bn

Proven access to wholesale markets

Enough additional collateral to absorb any liquidity shocks

Funding costs continue to improve
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ble Liquidity Position

I Comforta
4 ..and in all other franchises thanks to
BBVA's decentralized liguidity management

Market discipline and proper incentives

Firewalls between subsidiaries and the parent company

Supervision and control by parent company

Proven resilience during the crisis

BBVA Compass
Loan to Deposits DEC 2012

93%

Mexico
Loan to Deposits DEC 2011

100%

South America
Loan to Deposits DEC 2011

94%

1



High Quality Capital

15

Substantial capacity to generate capital

organically and low leveraged

Early compliance with EBA 9% requirement as

of March 2012, maintaining dividend policy and
without selling assets

Core capital ratio (Basel 25)
BBVA Group. Percentage

10 o) 10,7
AN
/>20bp quarterly |
average

Other

Mar.12

Dec10 incl.
Garanti

Organic  Conversion
generation pref. shares

(D Peer Group: BARCL, BNPP, CASA, CMZ, CS, DB, HSBC, ISP, LBG, RBS; SAN, SG, UBS, UCI, JPM,BOACITIWFC.

RWAs / Total Assets
BBVA Group vs. Peer Group1 (12M11, %)

US Peerl

US Peer2

77

60

seva [ --

US Peer3

US Peer4

EU Peerl

EU Peer2

EU Peer3

EU Peer4

EU Peer5

EU Peer6

EU Peer7

EU Peer8

EU Peer9

EU Peer1O

EU PeerTl

EU Peer12

EU Peer13

EU Peer14

54
52
51
50
47
45
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I BBVA: Growth in the United States

2004

2005

2006

2007

2009

BBVA New York
1987

BBVA Puerto Rico
1968

Bancomer Transfer
Services

1994

Strateqic
Rationale

V valleyeak

Geographical
diversification in

Laredo MNational Bank

developed economies

Dt S0

With a higher historical and
projected profitability than

Europe

.Cumpauﬂank

Guaranty

BANK

With business synergy

potential with other

franchises of the Group
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Data as of 12/31/2011YTD

Figures in USD

BBVA in the US at a glance

Loans 54 Billion 2,500,000 clients

Deposits 48 Billion 13,143 employees BBVA
Revenues 3,216 Million /45 branches
Op profit 1,114 Million 8 states and Puerto Rico

BBVA Compass

BBVA Compass BBVA Compass!

BBVA Compass
BBVA Compass BBVA Compass O
BBVA Compass  ppvA Compass ™~ O

BBVA Bancomer

(D Loans 79% / Operating profit 77%

BBVA



BBVA Compass: A leading franchise in the Sunbelt
with a strong presence in Texas

Colorado

Deposits 19
% of Bank 4%
MK Share 20%
Rank 8

California

Deposits 24
% of Bank 5%
MK Share 03%
Rank 30

Alabama
Deposits 85
% of Bank 19%
Market Share 101%
Rank 2

New Mexico

Deposits 06
% of Bank 1%
MK Share 25%

Rark 8 Texas

Deposits 269
% of Bank 59%

Arizona

Deposits 3.0
% of Bank 7%
MK Share 36%
Rank 5

Florida

Deposits 19
% of Bank 4%

MK Share (05%
Rank 27

Market Share 5.0%
Rank 4

Data as of 12/31/2011
Deposits in Billion Dollars
Source: FDIC



Texas: a strong economy, outperforming
the US average

Real Gross Domestic Product in 2010
Billions of chained 2005 USD

4000

2000

2000 BBVA Research Monthly Activity Index
Cumulative Change Jan. 2008=100

1000
. 106

0
China UK France Canacla Spain Texas Brazil Mexico 104

Real personal Income per Capita in 2010 102
Chained 2005 USD

50
45

:;g a8 Texas
g % Mexico
20
|5 94 US
10
5 Sunbelt
0 a7
Texas UK Canadcla Francs Spaln Mexico' Brazll China
2008 2009 2010 20M

Source: BBVA Research and Haver Analytics. * Mexico as of 2009



Sound fundamentals and improving earnings

Total Loans and DDA Growth!

% Growth vs. same month last year

Net Income?
Million Dollars

® Loan Growth A DDA Growth 178 291
e 12 126 126 1BO
on 16 350
27 33 96
MART  JUNT  SEP1 DECH MAR12 2009 2010 201
Loans to Deposits? Capital Ratios*
Percentage Percentage
039 03,3 @ Leverage A TIER | Common
162
898 903 91,2 1,25 1118 114
880 855 914 038
MART  JUNT  SEP1T1  DECHN MART2 2009 2010 20N MAR12

(1) BBVA Compass. Loan Growth excludes Guaranty Bank's LSA portfolio. (2) BBVA Compass Net Income excluding

Goodwill Impairment. (3) BBVA Compass Loan to Deposits Ratio. (4) Compass Bancshares Capital Ratios

®



Recurring core business despite headwinds

Operating Profit’
Million Dollars Core |\/|argin2

o +17% _|_7%

78 7

/70

39
151 Fee Income

=S excluding
Durbin + 7 %

impact®

60

Qi Qz21 Q31 Q41 Q112

(1) BBVA Compass Operating Profit (2) Net Interest Margin Q1 2012 vs. Q1 2011 BBVA
Compass excluding Guaranty Bank contribution and adjustments (3) Fee Income QI

Guara ﬂty Bank contribution & Durbin 2012 vs. Q1 2011 BBVA Compass excluding impact of Durbin Amendment measures.
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I Opportunity for the universal banking model

Financial Services Value Chain

Mortgages

Source:FOIC
1281 1984 1987 1990 1993 1996 1999 2002 2006 2008 201

Commercial
Banks

$ 82 Trillion

Mortgage Origination
By type of lender. Percentage

m= Commercial Banks, Savings and Credit Unions
== Mortgage Specialists
67%
54%
37%
29%
2005 2010

Source: Financial Services Roundtable and SNL

Disruption of financial

services value chain with a
reduced number of players




I BBVA Compass transformation on track

1. Business Mix

2. Business Model

3. IT Platform

4. Risk Management

From

Concentrated
RE Construction

To

Diversified
C&land Mortgages

Product-Centric

Delivering the Right
Solutions to Customers

Informational Silos
No Real Time
Manual Processes

Full Customer View
Real Time
Process Automation

Admission and
Monitoring

Pro-activity and
Anticipation

21



I 1 Business Mix

A Diversified Portfolio

Lending Mix

Percentage

Commercial

Other loans to
individuals

Mortgages

Construction

2008

2011

Commercial and Industrial Growth
C&l year over Year Growth Percentage

BBVA Compass

40

30

Industry Average

DEC 09 JUN10 DEC10 JUNTI DECT

Source: FDIC and Internal Reports

22



1

Business Mix

Diversification through industry specialization

Healthcare
Million Dollars 20” A 2010
. oans 3263 +25%
Deposits 1655  +24%

Non Profit Organizations

ey oy g

Million Dollars 2011 A 2010

Non profits 4803 28X

Supporters 10580 +21%

Government and Institutions

Million Dollars 20” A 2010
L.oans 1698  +54%
Deposits 4126 +27%

Dealer Financial Services

A 2010
+186%

Million Dollars 2011

.oans 147

FloorPlan -y 472%
Facilities

23



1

Business Mix

Mortgage as the Anchor Product

Mortgage production
strongly outpaced industry

BBVA Compass: 3X Industry: -21%

2063 4112
1,634

1.319

2007 2008 2009 2010 201

Source: SNL and Internal Reports
BBVA Compass in Million Dollars. Industry in Billion Dollars

Mortgage Portfolio Growth

BBVA Compass /
Million Dollars
2.6X

A I

£ A

¥ 0 s =
] )

2007 2008 2009 2010 201

InNnovative

and

Traditional

* Retail Network (MortgageBot)
* MBO Channel

channels

e Online
» Construction/ Perm Channel

 International Channel

24



I 2 Business Model

A Business Model transformation ...

Product-Centric Customer-Centric BBVA

Selling Products
to People

A new way of
doing banking

Delivering the right
solutions to customers

X Vision per product

X Lack of integration
among LOBs

X Relationship length
defined by product
maturity

Processes
Culture
HR policies
Technology

Employee incentive
programs

etc.

v~ Customer knowledge
v~ Unigue experience
v~ Operational efficiency
v’ Lasting relationships

v" LOB integration

25



Business Model

.. that is already delivering results

Household Cross- Sell
BBVA Compass

MARTT

JUNTT

SEPTI DECT

Household Cross-Sell: Existing household cross-sell with the theoretical maximum of 18
products and services .

Business Cross-Sell: Total Bank Business Cross sell with the theoretical maximum of 11
products and services

Business Cross-

BBVA Compass :

MARTI JUNTI

SEP 1T

DECT

26



Business Model
2 Strategic Partnersmps

BBVA [ E

Official Bank

I BBVA \ v/ N
RISIN G *
- . -

e Partnership with 9 NBA and WNBA teams
e Key sponsor of All-Stars Games

e Successful season for our footprint teams.
Dallas Mavericks NBA Champion 2011

: q}-_ A _.

ol P L el A S i BBVACompass
1.7 Million - | e SRS (di as! WP elemanSiiTAR I ks aaEREn.

household &
viewers . . -

Ay

Brand Awareness' up to 64% in 2012 from 48% in 2009

(1) Source: Millward Brown




T Platform
Opportunity to gain a competitive advantage ...

Modest | T investments in
the US Banking industry

X Non customer-centric architecture et " B S
X No real time systems e
X High dependency on external vendors — | e

X Highly commoditized solutions

y IT Solutions
Providers
Universe

X Sjloed vision per product

X Fragmented technology map
X Limited innovation

X Antiquated technology

.. through differentiated technology

8



I 3 T Platform

Maximizing our investment in Technology

Channels and Accounts

« Single source of data
« Consolidate multiple origination systems

« Transactions captured and updated real time

Products and Origination

« Centralized and flexible product/fee definition CUStOmerS |ﬂteraCtiOﬂS

« Reduced time to market

« Improved customer service
« Product bundling .

 Cross-selling

- Differentiation by segment, region, channel - Single customer data shared across LOBs




I 3 T Platform

Pioneering alternative channels

Compass.
22 comp:

Contact s

£ sant o socums massage

CHECH CLEARED

[HLTEG] Business Center

Choose a Tech-Savvy Bank

F g "
Find aut how several of the biggest banks
stack up in their online and mobile tools to
help your small business manage money.

BY CHRISTOPHER NULL

MOST SMALL-BUSINESS OWNERS find themselves fre
ruently visiting their banks' wobsites, which have became
robust enough to render most trips ta the taller windew obeo-
lete. But how do the assorted anline and mobile services of
the country's top busmess banks measure up?

Wi polled aight Large and midsize banks about their small-
business offerings. We're highlighting five of the banks here;
for complete details, including discussions of Gitibank, Sun-
Trust, and TD Bank {none of which offer mobile suppart), see
the online version of this article at find pewarld.com/ 12541

Bank of America
Bank of Amernice's vast array of banking products is attractive,
provadad that you're willing to pay a la carte for cotians.

Basic accounts feature bill payment and money transfers,
but the Online Business Suite (S16 per month) ghwes you options
to add more users, integrate with QuickBooks, and manage
multiple business accounts via a single sign-on. You can toss in

Bankof America 5™ l'l NMpass

online invaizing (510 per rmonth), payroll ($20 per month), re-
mote deposit {540 per month) via 8 chieck scanner you hook to
your computer, and more. You can even manage sick and vaca-
tion time and overtime inside the anline payroll app. Bafa also
has the Largest numiber of mobile options, supporting Android,
BlackBerry, i05. and—alone in this roundup—Windaws Phone,

5.

BBVA Compass Bank
BEVA Compass is the smallest bank in this group (though it's
part of a much Larger financial-servicas empire], Despite that
it competes well, thanks 0 a strong set of mabile offerings
for Android, BlackBerry, and I0S—and affordable fees

The bank waives the 512-per-month fee on its most popuilar
account, Business Build-to-Order Checking, if you maintaina
nominal balance, The aceount comes with twe “Premium Fag-
lures,” such as more transaction items or cash processing, a
free wire transfer each month, or ATM fee rebates. Additional
seloetions from this platter cost $10 per feature per manth,

Capital One

Capital One's small-business services are relatively limited.
In fact, it doesn't offer traditional business checking at all,
only a business money market account. Lt also doesa't sup
port adding more usars, making It less desirable i you »

Capitai )y | CHASEQ | u

Mazimum users L] Uritimites) I AEnaunt cwners sty L] Udimed

:i::‘a*“"*l rcs_ m__ _____ - [™ s Sam;F'

xz": Ll Text message. il Email m:":;"-"‘""“' KNG, i, Teost massisge, ermsil . 7

Poatin OuieiBsk, bt e [ — _:mﬁm E [PO—— [
T"‘;:“ﬂ"“ .! B mahe TR 18 =riths Tyears ?;ew;

Watihs 05 supmcet m:'fm':""m | mumf mznnwr..m;_ | Moo, i05 .“.JMM.M-;- ;‘EP":.'FM"V'

CHARTNOTES: “Amy nuan bar sfaceunt sumars oo detigrati up 1o 25 neac-enly sccounts: a0 ot

o permis vore bevels areavailable, Expor svatable foranasditionsl fes



I Risk Management
4 Asset Quality continues to improve

e Reduced CRE concentration
e Reinforced infrastructure and processes

e Enterprise Risk Management Program
e Forward- looking capital planning

NPLs 587 /50
declining,
coverage
Improving
== NPL Ratio 315
| | == (Coverage 57.0
e e S e Jun10 Sep1ODeciO Marll Junil Sepil Decll MAR2
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I Improving results
despite a challenging environment

e Slower economy recovery than anticipated

e Regulatory challenges

e | OW rates environment

+63%

2011 Net Income change vs. 2010!

(1) BBVA Compass Net Income growth excluding Goodwill Impairment

33



BBVA Compass
Transformation and sound fundamentals

e Improving Business Mix

e Customer- Centric Model adopted
e Technology upgrade on track

e Enhanced asset Quality

e Reinforced risk management

e Sound liquidity and capital condition

34
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