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We are investing to capture the changing needs of our clients...
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The changing role
of banks in serving
the real economy

H

The transition
economy and
sustainable finance

Rising wealth

participation reshaping
capital markets

The emergence of
a multi-polar and
multi-aligned world

Digital transformation
and evolving client
expectations

Drives structurally Al enables scale Clients need Disproportionately Impact investing and
higher international beyond traditional integrated wealth and concentrated in Sustainable Finance
wealth flows RM capacity banking solutions our footprint participation

These trends structurally increase demand for cross border, advice-led wealth services, where we are well positioned




.as we sit at the intersection of structural wealth Flows

Hong Kong and Singapore are
emerging as the fastest-growing
global wealth hubs, with cross-border

wealth bookings projected to grow
12% per annum through 20303

60% of HNW clients in Asia
ex Japan are Business
owners?, driving integrated
banking and wealth demand

Cross-border
Flows

Business Wealth
demand transfer
APAC financial wealth
projected to grow ~9%
per annum through 2029, o
outpacing global trends! HMillogg) el Structural trends I;:’:;S;:

S

Estimated >$80 trillion global
inter-generational wealth transfer
over the next 20 years* will accelerate
demand for advisory, structuring and
international diversification

More than 1/3rd of Gen Zs
begin investing before
entering the workforce>,
expanding the addressable
wealth pool

1. BCG Global Wealth Report 2025 | 2. McKinsey & Company | 3. Bloomberg Intelligence: Asia Private Wealth Survey 2025 | 4. Capgemini World Wealth Report 2025 | 5. World Economic Forum Global Retail Investor Outlook 2024



Executing strongly to accelerate growth in Affluent

Investing for growth

| Asset under management (AUM) trend

(Sbn) :)0{. Focused Affluent Brand & Marketing
E_i Advance Digital Platforms 4LL7

_—|'|I-I Expand High-Net-Worth: Private and Priority Private
@e Strengthen International Banking and Wealth Proposition

In Invest in Relationship Managers and Wealth Specialists

2025-2029
223
‘7
2019 2025

Relentless Optimisation

10 15 ~2m S5bn 20%

market exits unsecured tail managed unsecured RWA headcount
portfolio exits clients reduction’ reduction?

1. Excluding Digital Banks, based on portfolio actions taken from 2023-2025 | 2. Includes WRB business & Operations headcount

/o

I: $1.5bn investment over



Aligning KPIs throughout the organisation to drive success...

Client acauisition >130k new Affluent clients’ acquired for ~400k
9 13 consecutive quarters Total International clients
. . Doubling? of +28%
Deepen relationships net new money to $52bn AUM per client?3
RM capacity & +18%7 +23%°
productivity Relationship Managers (RMs) Wealth income from seasoned RMs#
» ~2/3r reduction in time to >80% wealth sales
d_l onboard clients transacted digitally

Achieved Best-in-class NPS

Bgst—ln—clqs§ in 8 of our top 9 affluent markets i th1 n ShNTIFS chelnth lients
QJ client experience For 3 consecutive years coming through referrals from clien

1.NTB + Client up-tiering | 2. 2023-2025 | 3. AUM per client excludes client mandate changes from AUC to AUM in 2024 | 4. Seasoned RMs: are identified based on vintage with the bank that represents maturity of their client portfolios | 5. Hong Kong and Singapore
Priority YTD Sep'25 data
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..leading to strong growth and improved returns

WRB income Woealth Solutions income
2023 2025
Sbn 5 Sbn
9% CAGR 2 RIS
WRB RoTE growth
o o
2023 2025 2023 2025 Affluent share of WRB Income!
WRB deposits Affluent AUM
o o
Sbn L +14% CAGR J Sbn L +28% CAGR 63 /O } 70 /o
. . - . Net liquidity? generated for the Group
2023 2025 2023 2025 $71 b N } $1 28 b N

Il Wealth |l Deposits

< 1. Excluding digital banks | 2. Net Liquidity = Customer deposits - Loans and advances to customers
-
N



We have built a diversified Wealth Solutions business...

Wealth Solutions income by market Wealth Solutions income by product Return on total Wealth AUM (%)

FY'25 Investment Products income / average total

+26% CAGR CAGR wealth AUM, annualised3

3.1
9%
1.4% 1% 1.4%
. - - 12%  12% 137
. (o] . (o) 1.0%
32%
~35bps impact from
12% client mandate
changes from AUC to
Il Hong Kong China UAE 2023 2025 AUM at the end of 2024
Il Singapore India [l Africa I Boncassurance [} Investment Funds
Bl Taiwan Korea Il Others' Bl Copital Markets' | Other? 2019 2020 2021 2022 2023 2024 2025

15 markets grew double-digit Broad-based Delivering sustainable

returns

CAGR 2023-2025 growth across products

1.. Capital Markets include structured products, fixed income, cash equities and FX | 2. Other wealth products include Wealth Lending | 3. Investment Products comprises total Wealth Solutions income excluding Bancassurance; average total wealth AUM calculated
Q using monthly average
N



...and we are outperforming our peers

3rd largest wealth manager in Asia’ Net new money equivalent to 15% of AUM AUM grew 29%

double that of peers? outpacing peers at 15%3
#5 #3
4
o »» 7

FY25 AUM (Sbn)
Peer A
PeerB
SC Asia
Peer C 79 15%
PeerD
PeerE Top Asia peers SC Asia Top Asia peers SC Asia

Q 1. Asian Private Banker survey | 2. 2024 and 2025 average | 3. 2023-2025 CAGR
N



Two mutually reinforcing engines driving sustained growth

—_—

Generates high
quality client
Flows

Differentiated
Client Ecosystem

W? °

Deepens
share of wallet

—_—

Leading
Woealth Engine

Y/



Differentiated ecosystem accelerating quality client growth

Drives consistent, higher-quality growth

Connected
network
Steady, repeatable pipeline of clients
Digital » Well-established cross-border referral processes
Banks for Differentiated SME & * Analytics-driven continuum progression
T client Corporate « Globally coordinated Affluent campaigns

investors ecosystem connectivity

Structurally improves client quality

RM-led client ma?I::l:;ggS:Ied  Tailored Global Chinese and Global Indian propositions
SRR acquisition * Expansion of senior RMs' and Wealth Specialists

« Serving clients across business and individual wallets

Client growth from multiple channels

1. Senior RMs: are more experienced RMs identified based on internal employee grade

Y/



Client continuum as a competitive advantage

Total clients Income contribution Income Clients up-tiering
(#000) (Sm) (Wealth vs others?) (#000)

: e ¢

g 5
AUM>S$1m § Priority D
S - fe)
N Private O% 74 26% ‘
°
>

FY 2025

§
Net worth > $10m N

Priority to PP

AUM>$100k

\ s '3

Premium to Priority

AUM>S$25k

1244 10% ‘

Personal to 07
Total Affluent 5,937 " Premium & Priority

Total continuum
. . 307
International clients' ~400 42% ' upgrades

1. International clients comprise private clients who are multi-jurisdictional in our booking centres in Hong Kong, Singapore, UAE and UK, as well as priority and priority private clients who are non-resident or resident foreigners (expats) banking with us in Hong Kong,
Q Singapore, UAE, Jersey, and India | 2. Others include Deposits & Mortgages, CCPL & Other Unsecured Lending, and Treasury & Other income
&>

1



International Banking driving accelerated Affluent growth

4 international wealth hubs Cross-border referrals? # of International clients

Hong Kong

Singapore Y
- UAE %—/ﬁ\t ?

2

« Jersey (e
2023 2025 2023 2025
..with ~400k international clients’, of which 1/3 are multi-market
International income International NNM AUM Ffrom multi-market clients3 Total Affluent

Q @ 2025 NNM Mix

. I . I Single-market Multi-market Multi-market Other

2023 2025 2023 2025 (Domestic) (2 markets) (>=3 markets) international

Global
Chinese

1. International clients comprise private clients who are multi-jurisdictional in our booking centres in Hong Kong, Singapore, UAE and UK, as well as priority and priority private clients who are non-resident or resident foreigners (expats) banking with us in Hong Kong,
Q Singapore, UAE, Jersey, and India \ 2. Referral of existing clients across our network | 3. Multimarket clients: International clients with accounts in more than one market 12
L d



Priority Private is an attractive segment with compelling economics

Income Net new money

2023 2025 2023 2025

* We have launched Priority Private (PP) in top
7 markets with 20 PP wealth centres

» Around three-quarter of PP clients upgraded
From within, creating a highly scalable model

* Itis the highest-returning segment with
materially higher AUM and wealth

penetration

# of clients Priority Private AUM per client

2023 2025 Pre-upgrade Post-upgrade

Y/
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Fast-scaling Private Bank, climbing from #8 to #5 in Asia

* We are now the 5th largest Private Bank in Income Net new money

At S 2

* We have invested in talent. RM base has
increased by 30% and UHNW client base by
80% over the last 2 years

* Private Bank has superior client economics, is
profitable and generates strong returns

» Cross referrals from Private to CIB, and CIB to 2023 2025 2023 2025
Private are growing at double-digit rates

* Private Banking clients with CIB relationships Ml A s Sl el Ll

generate 4x larger AUM

2023 2025 2024 2025 Q126

+30% CAGR

< Note: Rank based on APB Asia survey, #8 rank in 2023 and #5 rank in 2025
e

14
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Built a high-performing and sustainable RM advantage

We are hiring experienced, high quality RMs... ...and enabling them to stay, perform and grow with us

Growth in total RMs! Growth in senior RMs'2

* Well managed attrition

« 1/3rd of our RMs are from internal referrals

+18% +40% * RM value proposition

¢ International and internal RM mobility

Improved RM breakeven3
? RM development programmes

Private
Support through specialists, service managers and
digital infrastructure
Priority
T Superior open architecture wealth solutions
¢ Network and client ecosystem
Year 1 Year 2

1.2023-2025 growth in total and senior RMs | 2. Senior RMs: are more experienced RMs identified based on internal employee grade | 3. Analysis based on private RMs globally, and priority RMs from Hong Kong and Singapore

15
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SME is an attractive source of HNW clients

WRB serves both sides of the client needs - Business and Individual SME-AFffluent client AUM

Client profile: @

Medium enterprise client expanding overseas

v g QS

% SME Affluent —
D Single segment With SME
Affluent client relationship

Comprehensive cross-border solutions Cross-border Affluent proposition, SME-AFfFfluent client referrals
including: encompassing:

* SME Global Accounts » Adyvisory-led wealth solutions @

» Regional treasury services * Family wealth, legacy planning

» Trade financing and structuring solutions

« Insurance + Global recognition
~20% of our SME clients also have Affluent client relationship with us’ 2024 2025

Q 1. Based on 6 key markets — Hong Kong, Singapore, China, India, Malaysia, Vietnam
N



Our Digital Banks — Mox & Trust as part of the client continuum

Accumulated Captured
l.. ~2 million >16%
clients bankable population’

~1 million
borrowing clients

>50k
& Affluent-like r-

clients

Deposits (Sbn)

2023 2025 2023 2025

Loans ($bn)

Create a wealth incubator and future Affluent client pipeline

% who begin investing in university or early adulthood?

Genz0029) |
Millenials (30-45) _ 7%

Gen X (46-61) 10%

Baby Boomers (62-80) 8%

Offer a scaled entry-wealth platform for young investors

?. Digital Assets?
—-—

Fractional (o ) Funds and
"

Equity Trading® Insurance

Q 1. Hong Kong bankable population and Singapore adult population | 2. World Economic Forum Global Retail Investor Outlook 2024 | 3. Digital assets offered only in Mox | 4. Fractional Equity Trading is for US stocks only
~N
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Leading wealth engine

Driving speed, scaled delivery and performance for clients

ClO proprietar

insigli\ts%nd Gdyvice House views performance published quarterly

Open architecture >100 traditional and alternative asset managers

partner co-creation and 50+ counterparties for capital market
structured solutions

CIO Funds Iqun1ched across 12 markets, raised
$4.3bn in AUM

We_clth advisory enabled by % ~90% RM adoption of myWealth Advisor for
digital & Al tailored portfolio advisory?
RM x Digital client engagement Qs 86% mutual fund transactions executed
: digitally3
and execution at scale

< 1. AUM as of Mar'26 | 2. FY"25 data on myWealth Advisor for SG, HK | 3. FY'25 data for SG, HK, CN, MY, AE, BH, KE, NG, GH
-+
N



We are rewiring our Affluent and Wealth franchise

[] Autonomous self-serve <« » Human-augmented -

» Speed = Accessibility » Trust = Complexity

Adyvisory

Scale consistent, high-quality advice

Onboarding Deepening
Streamline and y Grow share of wallet
accelerate turnaround é and client value

Prospecting Servicing
|dentify and @l Resolve needs

prioritise opportunities Automate Augment faster and seamlessly
With Human

Purpose Expertise

19
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We are bringing our targets one year forward

J

Metrics Existing target Revised target )
(2025-2029)

Net new money $200bn iiiO)/C)eIZ?s
Cumulative in 5 years (2025.2028)
Wealth income Double-digit Double digit
CAGR 5-year CAGR 3-year CAGR

/ (2026-2028)
Affluent as a % 75% /5%
of WRB income by 2029 by 2028
Investment in Affluent $1.5bn $1.55bn
Cumulative over 5 years over o years

(2025-2029) )

< 1. Excluding digital banks
-
N
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Important notice

Forward-looking statements

The information included in this document may contain ‘forward-looking statements’ based upon current expectations or beliefs as well as statements formulated with assumptions about future events. Forward-looking statements
include, without limitation, projections, estimates, commitments, plans, approaches, ambitions and targets (including, without limitation, ESG commitments, ambitions and targets). Forward-looking statements often use words such as
‘may’, ‘could’, ‘will', ‘expect’, ‘intend’, ‘estimate’, ‘anticipate’, ‘believe’, ‘plan’, ‘seek’, ‘aim’, ‘continue’ or other words of similar meaning to any of the foregoing. Forward-looking statements may also (or additionally) be identified by the fact

that they do not relate only to historical or current facts.

By their very nature, forward-looking statements are subject to known and unknown risks and uncertainties and other factors that could cause actual results, and the Group’s plans and objectives, to differ materially from those
expressed or implied in the forward-looking statements. Readers should not place reliance on, and are cautioned about relying on, any forward-looking statements.

There are several factors which could cause the Group’s actual results and its plans and objectives to differ materially from those expressed or implied in forward-looking statements. The factors include (but are not limited to): changes
in global, political, economic, business, competitive and market forces or conditions, or in future exchange and interest rates; changes in environmental, geopolitical, social or physical risks; legal, regulatory and policy developments,
including regulatory measures addressing climate change and broader sustainability-related issues; the development of standards and interpretations, including evolving requirements and practices in ESG reporting; the ability of the
Group, together with governments and other stakeholders to measure, manage, and mitigate the impacts of climate change and broader sustainability-related issues effectively; risks arising out of health crises and pandemics; risks of
cyber-attacks, data, information or security breaches or technology failures involving the Group; changes in tax rates or policy; future business combinations or dispositions; and other factors specific to the Group, including those
identified in Standard Chartered PLC's Annual Report and the financial statements of the Group. To the extent that any forward-looking statements contained in this document are based on past or current trends and/or activities of
the Group, they should not be taken as a representation that such trends or activities will continue in the future.

No statement in this document is intended to be, nor should be interpreted as, a profit forecast or to imply that the earnings of the Group for the current year or future years will necessarily match or exceed the historical or published
earnings of the Group. Each forward-looking statement speaks only as of the date that it is made. Except as required by any applicable laws or regulations, the Group expressly disclaims any obligation to revise or update any forward-
looking statement contained within this document, regardless of whether those statements are affected as a result of new information, future events or otherwise.

Please refer to Standard Chartered PLC's Annual Report and the financial statements of the Group for a discussion of certain of the risks and factors that could adversely impact the Group’s actual results, and cause its plans and
objectives, to differ materially from those expressed or implied in any forward-looking statements.

Non-IFRS performance measures and alternative performance measures

This document may contain: (a) financial measures and ratios not specifically defined under: (i) International Financial Reporting Standards (IFRS) (Accounting Standards) as adopted by the European Union; or (i) UK-adopted
International Accounting Standards (IAS); and/or (b) alternative performance measures as defined in the European Securities and Market Authority guidelines. Such measures may exclude certain items which management believes
are not representative of the underlying performance of the business and which distort period-on-period comparison. These measures are not a substitute for IAS or [FRS measures and are based on a number of assumptions that are
subject to uncertainties and change. For further information, please refer to Standard Chartered PLC's Annual Report and the financial statements of the Group and, specifically in relation to adjusted net interest income and adjusted
non-interest income, please refer to the footnote beneath the “Net interest income and non-interest income” section on page 6 of Standard Chartered PLC's Q12026 results announcement.

Financial instruments

Nothing in this document shall constitute, in any jurisdiction, an offer or solicitation to sell or purchase any securities or other financial instruments, nor shall it constitute a recommendation or advice in respect of any securities or other
financial instruments or any other matter.

Caution regarding climate and environment-related information

Some of the climate and environment-related information in this document is subject to certain limitations, and therefore the reader should treat the information provided, as well as conclusions, projections and assumptions drawn
from such information, with caution. The information may be limited due to a number of factors, which include (but are not limited to): a lack of reliable data; a lack of standardisation of data; and future uncertainty. The information
includes externally sourced data that may not have been verified. Furthermore, some of the data, models and methodologies used to create the information is subject to adjustment which is beyond our control, and the information is
subject to change without notice.
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