LAURENTIAN BANK
OF CANADA

Adjusting to
Succeed

OUR PLLAN IN BLACK AND WHITE

Raymond
McManus
President & CEO

SERVICE EMPLOYEES PERFORMANCE

National Bank Financial

Canadian Financial Services Conference
Montreal - April 7, 2004




How we compare
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TD & CIBC P&C results are calculated over average
loans which explains the higher spreads

LBC ranks 7th among
Canadian chartered banks In
terms of assets

In terms of operating
revenues, LBC & CWB lag all
other banks as they lack
critical mass In wealth
management & Dbrokerage
activities which are off
balance sheet activities

P&C’s operating revenues
generate slightly Dbetter
Spreads. We expect this
sector to improve over the
next quarters as we are
Implementing our 3-year
plan




How we compare

4,88% 5,52%
4,34%
3,73% 3,76%

2.93% 323%  3,28%

NBC RBC BMO TD CIBC Scotia LBC cwB

3,06% 3,19%

2,25%

1,65% 1,73% 1,79%

1,42% 1,50%

BMO NBC RBC CiBC D Scotia  CWB LBC

52%

34%
31%
ke 26% 27%

'S 22%
L il 0

14%
5%

|
L CWB LBC NBC RBC Scotia CIBC BMO TD

s LBC ranks second best iIn

terms of ability to generate
iInterest revenues

However, due to Its size
and its history of acquiring
small trust companies,
LBC’s funding cost is the
highest in the industry

Part of LBC’s 3-year plan is
to modify its portfolio mix
to decrease its over reliance
on fixed term deposits and
iIncrease demand & notice
deposits




How we compare

- PCLs are at an acceptable
0.38% 0.38% 0.38%
s level
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s Our cost reduction program
D RC BNO CWE l&C Soia CBC IeC has brought non interest

- expenses in line with the rest
of the industry

-0.27%

2,98%
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» Specifically, P&C non interest
expenses are even lower at
18 p.b. under the iIndustry
s om0 we me o e average

1,50%

s 2o 2w 2 B0 o P& C’s efficiency ratio which

2.46%

O ranks 8% at 69.6% is not

il necessarily the best metric to

ﬂ]_ evaluate the bank’s level of
OBl BMO CBC e Swie e T expenses



Smart Moves - Strategic Refocusing

B2B Trust

Sale of Privatization

branches
outside

Reduction

in Mgt Sale of
Union Committee VISA card
arbitration outside

process Quebec

Official

start of R. P Expense
McManus Reduction
Dec 02

Iimination

= of Holding
Aug 02 Co. concept

3-year
repositioning
plan

Program
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Our 3-year plan

We will need the next three years
to restore the Bank’s growth and
profitability, and enable it to build
all of its operations on truly solid
foundations

BIS Capital Minimum objectives o Clear vision

ratios o Focussed
approach

- Transparen-
E Be Ba I- ; r
II I- I- | ¢Sy &open

mindedness

o Accounta-
bility

. 3

PCL (as a % of ave assets)




Performance to date on track

2004 Annual
Target

Performance Measure Q1 2004

6% 5%
$0.43 $1.44
$120.5 M $ 503 M
7% 17%
10.7% Min of 9.5 %
16.0% Min of 13.0 %
0.22%




Performance and Capital ratios =1
support dividend

Total Capital Ratio

15.2 16.0
135 A
13.3
12.4 12.3 12.4 ) —
LBC
6
Bank
]
2001 2002 2003 Q1 2004
- - 1.16 1.16
Common Share dividends 1.06

0.90 0.920.92 0.94
0.76 0.76 0.76 0.76

rarget /

payout:
40-50%0

1993 1994 1995 1996 1997 1998 1999 2000 2001 2002 2003
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2004 Achievements to Date

Roll-out of the Entrepreneurship
model throughout the branch network

Development of a new LBC branch
layout and completion of an
optimization plan for the branch
network

Launch of our new advertising
campaign - DARE !

Sale of our $28 M VISA credit card
portfolio outside Quebec for $4.6 M
gain

Proposed privatization of B2B Trust
expected to close in June 2004

=t



Retall Financial Services

New Laurentian
Bank Signhature

Optimization of
the branch
network

Entrepreneurship
Business Model

Retailer
approach to
client servicing

Total
operating
revenue as
a %o of ave
assets

PCL as a
% of
average
loan

NIE as a
%0 of ave
assets

3.36% 3.46%

0.27%
0.25%
0.23%
3.10%
2.85%

=1

Operating
revenues as
a %o of
assets
increased in
Q1 2004

NIE
increased
as well but
at a slower
pace due to
our cost
reduction
program
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Retall Financial Services

Market position

671
Ranking by number of

branches in Quebec

LBC e
368
k 3 r-d Q3 2003 Quebec
ran S Market Share LBC Desjardins Other Banks
IN terms 151 148 137 134 Retail loans 5.2%  44.0%  50.8%
82 a5 Commercial loans 3.8% 31.0% 65.2%
Of Deposits 6.2%  456%  48.1%
Source: Bank of Canada, Statistics Canada and
O . . . ’
n u m b e r é&@ @& & Qﬁo o\‘bo ng’ &\é 6&& Banks’ internet site
d‘é,\ Source: Bank’s internal reports
. Ranking of most admired financial institutions Survey done
branches LIS in Quebec in
59
. 60 1 56 2004 by
I n 50 1 Léger
43 Marketing.
40 A -
Quebec For LBC it
301 represents a
20 ] 30%0 jump
over last
10 1 year’S
ol results

Bad NBC BMO Desjardins LBC CiBC RBC Scotia TD/CT

2003 2004
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Retail Financial Services bl
New Laurentian Bank Signature - the new branch concept




Retail Financial Services i
Optimization - Working towards the Right Branch Network

509%06 of our

branch High
© : Each
network ©
: = Reconfigure i n_ves’_t branch
will be < Invest Maintain [y
impacted o classified
o according
by the plan = o 4
S E Consolidate Maintain quadrants
years & we [
expect to Low
open 4 Low High
] branches Branch Profitability

1 by 2004
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Retail Financial Services b
Entrepreneurship Business Model Entreprencur

Fraject
Five specific
attributes score
Proportion of clients who claims... significantly
1907 150 higher:
140 e Honoring a
120 commitment
o 100 100 = Waiting time at
S 1007 the counter
N 80 - DEZZ' 32 » Staff politeness
o ' and courtesy
<Z>> 60 1 . - Staff ability to
answer
40 - guestions
20 - Staff knowledge
of the bank ’s
0 , , products and
Satisfaction has Satisfaction has Services
increased decreased

Source : Ad Hoc Research, telephone survey #1 conducted from November 6 to 17, 2002, among 757 clients ;
telephone survey #2 conducted from November 3 to 16, 2003, among 503 clients. 14



Retail Financial Services il

Retailer approach to client servicing - The New LBC Brand

YOU CAN'T
CHODSE YOUR
HEIGHBOURS
BUT YOU CAMN

S E WS LIk

CHOOSE YUUR
MORTGAGE

B owa

HORTGAGE
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Retail Financial Services bl
Retailer approach to client servicing - VISA passport

This Innovative program offers its
cardholders an opportunity to get
some OOMPH! in their lives, to share
extraordinary experiences tailored to
them

“This program
Is in line with
the latest
market
trends,”
declared
Frequency
Marketing Inc.,
a UsS firm
specializing in
marketing
trends
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Retall Financial Services
Retailer approach to client servicing - CRM initiatives

O CRM direct marketing initiatives
produced a success rate of 22%b
generating 5% growth in lines of
credit over the last 6 months

J Best 2004 RRSP campaign ever
generating a 18%06 increase in net
growth

18%
INncrease

iNn net
growth

8%

2004 2003

17



Grow the Total 3.76%
commercial book operating 3.63%
revenue as
_ _ a % ave of 3.44%
Continue to build on assets

reputation as a

recognized prime
construction real PCL as a
estate lender % of

average

: loan
Become a leader in
the small business

and micro enterprise

niche
Loan

portfolio
Becom_e a . distri-
recognized lender in [ bution
farm lending (M) _ _ .

Strong
Improve-
ment in
provision
for loan
losses
due to
continued
pruning of
our
commer-
cial
portfolio




Commercial Financial Services b

New Ad campaign
Mid-Market-loan & Agri-loan Ads

ON NE

A new ON NE CHOISIT PAS
h “ COMPETITEURS SON NOM
chatienger el ViR ol peay
with a new BANQUE BANQUE

attitude

Dare !

s ol vous
i chacune des dbagas @a veirs diselppaimeani.
Chisisian ey v bangaien.
16141 204-4414

v hamgualimrenlistne cam
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B2B Trust R

Become a major Alliances

Total

supplier of
private label
lending
products for
non-bank
financial

institutions &
major retailers

Maintain
leadership
position In
Investment
loans

operating
revenue

as a %o
ave of
assets

PCL as a
% of
average
loan

NIE as a
%0 of ave
assets

AEGON NEW
AIC Limited

AXA

Berkshire
Canada Life NEW

Canadian Tire
NEW

Capital Teraxis
Cartier Partners
Cl Funds
Clarington
Dynamic

Franklin
Templeton NEW

Northwest NEW
Peak

Performa
Standard Life
SSQ NEW

Transamerica
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B2B Trust - Privatization .

Beneficial to

our Represents cost savings estimated
Slsirselele e between $1 & $2 million per year

& In line with

our decision

O D EINCIO |
the “holding 12 by MMLW\ Purchase price at $9.50
company N ¥ Ll IPO at $9

[
structure 5 LYW T — PR

MayoZ SepiZ Jand3 Mayo3 Sepdd Janod
prcie vl I T 7 no M R LR A woR ) LR T
£ 200
i
2 100
E= 0&.1!]. hJ] g |.a. ||. N “l.l. | INT1 | I 5 ] | J % Lu u‘Lj_h_LLLL_I_._;_ AP jl
Copuright 2004 Yahoo! Inc. http: /A Finance .yahoo .com/
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Organically
grow assets

under

management

Continue to

grow

iInstitutional

market
share

Total
operating
revenue as
a % of

ave assets

NIE as a
%0 of ave
assets

Assets

under
Management
(in $M)

11

Wealth Management & Brokerage

In 2003,
LBC
posted
net
positive
results
while
most
competi-
tors
reported
net
redemp-
tions

=1



Wealth Management & Brokerage .

In 2003 gg:nlgr?grgg RBoLtck:]schild
contribution S

from B
brokerage

operations

Increased

while our N e

LBC Securities

wealth
management
arm almost
broke even

(*) Includes the sale of the TSX Inc. shares in Q1 2003 which resulted in an after-tax gain of $6.7 million

23



Treasury Operations

Strong &
sustainable
performance
from
treasury
operations

and positive
gains from
Improved
capital
markets

Treasury &
Financial
Markets
revenues
(in $M)

Treasury

-

income as a %o

of total
revenues

Q1 2004 .
HERN .

Investment
account -
unrealized
gains &

losses
(in $M)

Treasury
IS an
Impor-
tant
contribu-
tor to
the
Bank’s
bottom
line

24




We are adjusting to succeed

e
’

-
;
.

L

Highly focused
strategy

Strong execution of
3-year plan

Strong employee
commitment

Support from our
shareholders

25



<
o
o




=1
Forward Looking Statements

This presentation and related communications may contain forward-looking
statements, including statements regarding the business and anticipated financial
performance of Laurentian Bank. These statements are subject to a number of
risks and uncertainties. Actual results may differ from results contemplated by the
forward-looking statements. Such differences may be caused by factors which
include, among others, global capital market activity, changes in government
monetary and economic policies, changes in interest rates, inflation levels and
general economic conditions, legislative and regulatory developments, competition
and technological change. When relying on forward-looking statements to make
decisions, investors and others should carefully consider the foregoing factors and
other uncertainties and should not place undue reliance on such forward-looking
statements. The Laurentian Bank does not undertake to update any forward-
looking statements, oral or written, made by itself or on its behalf.

For questions on this presentation, please call:

Alicia Zemanek, Vice President, Investors Relations and
Integrated Risk Management
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