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Disclaimer

This document does not constitute an offer or invitation to sell or purchase, or any solicitation of any offer to purchase or subscribe for, any securities of Amundi in the United States of America or in
France. Securities may not be offered, subscribed or sold in the United States of America absent registration under the U.S. Securities Act of 1933, as amended (the "U.S. Securities Act"), except
pursuant to an exemption from, or in a transaction not subject to, the registration requirements thereof. The securities of Amundi have not been and will not be registered under the U.S. Securities Act
and Amundi does not intend to make a public offer of its securities in the United States of America or in France.

This document may contain forward looking statements concerning Amundis financial position and results. The data provided do not constitute a profit “forecast” or “estimate” as defined in
Commission Delegated Regulation (EU) 2019/980.

These forward-looking statements include projections and financial estimates based on scenarios that employ a number of economic assumptions in a given competitive and requlatory context,
assumptions regarding plans, objectives and expectations in connection with future events, transactions, products and services, and assumptions in terms of future performance and synergies. By
their very nature, they are therefore subject to known and unknown risks and uncertainties, which could lead to their non-fulfilment. Consequently, no assurance can be given that these forward-
looking statement will come to fruition, and Amund’s actual financial position and results may differ materially from those projected or implied in these forward-looking statements. In particular,
conditions to completion of the announced transaction between Amundi and Victory Capital, may not be satisfied and such transaction may not be completed on schedule, or at all; risks relating to the
expected benefits or impact of the transaction on Victory Capital's and Amundi's respective businesses are contained in their respective public filings.

Amundi undertakes no obligation to publicly revise or update any forward-looking statements provided as at the date of this document. Risks that may affect Amundi’s financial position and results are
further detailed in the “Risk Factors” section of our Universal Registration Document filed with the French Autorité des Marchés Financiers. The reader should take all these uncertainties and risks
into consideration before forming their own opinion.

The figures set out in this document were approved by Amundi’s Board of Directors and have been prepared in accordance with applicable prudential requlations and IFRS guidelines, as adopted by
the European Union and applicable at that date, but remain subject to ongoing review by the statutory auditors.

Unless otherwise specified, sources for rankings and market positions are internal. The information contained in this document, to the extent that it relates to parties other than Amundi or comes from
external sources, has not been verified by a supervisory authority or, more generally, subject to independent verification, and no representation or warranty has been expressed as to, nor should any
reliance be placed on, the fairness, accuracy, correctness or completeness of the information or opinions contained herein. Neither Amundi nor its representatives can be held liable for any decision
made, negligence or loss that may result from the use of this document or its contents, or anything related to them, or any document or information to which this document may refer.

The sum of values set out in the tables and analyses may differ slightly from the total reported due to rounding.

Amundi
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S Amundi
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Third-Party Distribution:
A Powerful Growth Engine for Amundi

Fannie Wurtz

Head of Distribution & Wealth & ETF Divisions
Chair of Asia

CREDIT AGRICOLE GROUP

5 | Third-Party Distribution Investor Workshop | 19 June 2025




Third-party distribution — Executive summary

A fast-growing,
large and scalable platform

Supportive An agile platform,

market tailwinds ready to seize opportunities

— 18% of AmundiAuM, \ — Global wealth growth — Scale and diversification
57% of the Retail segment €407on
AuM — Retirement opportunities — Investment performance
— 2020-24 CAGR +21% ' — Continued fast-growth of digital savings — Global reach with in-depth

knowledge of local markets

Concentration of AM relationships
in favour of large players — Solutions-driven, with capacity to
serve end-to-end needs of clients

— Already at Ambitions 2025 target,
one year ahead of schedule

— Leading Technology offer

Well-placed to capitalise on opportunities and continue momentum in 2025 & beyond

Amundi
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Third-party distribution - A large, strong & diversified franchise

in a highly competitive market

57:
Partner / 0

networks % of Total
Retail AuM

600

distribution
partnerships'’

Third-party
€2'247bn distributors Treasury products
split by 18%

client segments

' Active

by
Institutionals asset classes
CA&SG
excl. CA&SG insurers 8
insurers ETF & index Alt. & real
assets,
structured

Data as of 31.12.2024, total AuM €2,247bn for Amundi Group, of which €401bn for Third-party distribution
1. Number of distribution contracts
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US & Rest of the

world
Asia ’ ‘France
Rest of

Europe geographles

Switzerland ‘ Germany

Benelux Spain

Italy

Insurers, IFAs &
others

Private
’ banks &
wealth
Asset by managers
managers .
d client types
Banking Digital banks &
networks (excl. platforms
partners)
Amundi
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A global player with a strong footprint in Europe and Asia

€401 bn

TPD AuM
+€2bn
net flows _ net flows 1 3 0
Asia & RoW N
sales
a German ‘ . France ® Japan W .
y L n ~
€63bn €50bn €6bn Honakon everaging : ~100
- / c%. g global marketing Marketing, _

() - @ con & client servicing \QERULIEE client
Italy W Spain Singapore n resources: communication Servicing
€45bn €38bn €4bn ~

( ' Benelux + Rest of Asi RoW o

< est of Asia o
€39bn €30bn €6bn €2bn See Transferredto
ssse Victory Capital
eo  asof 1April 2025
Rest of Europe
€47bn

Assets under management as of end-2024: €401bn for Third-party distribution, €339bn excl. US; net flows FY-2024: +€32bn for Third-party distribution, +€28bn excl. US °
1. FTE: full-time equivalent, including sales, marketing, product and communication experts Amundl
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Strong AuM growth & inflows since 2020

Third-party distribution - AuM x2.2 in 4 years (€bn)
<
/ +2 1 %
(e AuM CAGR

2020-24
44 ”
@
2010 2020 2024
Share of
total retail: 24% 41% 57%
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+€74bn

Net inflows
2021-24 Continued
< +€8bn strong momentum
Q12025 into 2025
Amundi
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Accelerating in fastest-growing Wealth & Digital segments

A broad range of distributors m Net inflows
2022-24
I ________ y \
Private banks and wealth managers m HSBC
? BNP PARIBAS\
Digital banks and platforms &l% UBS x ‘l m
o
Banking networks (excluding partners) $ Rabobank CaixaBank | m
SAXO e standard |

— Endowus S ot m

:

S &=
Insurers, IFA and others DOCBC P / €50bn

———————— —-—

Amundi
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Market trends - Growth of global financial wealth 2023-20281

World

+6%

CAGR 2023-28

Asia Western

(ex Japan) Europe

+8% +4%

CAGR 2023-28 CAGR 2023-28

North
America

+6%

CAGR 2023-28

1. BCG - Global Wealth report 2024, financial wealth consists of cash and deposits, bonds, equities and investment fund shares, life insurance and pensions Amundi
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Market trends - Retirement opportunities

Ageing population - % of 65+ worldwide! Expected size of Defined Contribution personal pensions markets?

21%
16% $4.4tn
10% +5 to 8% to $5.1 tn
\CAGR 2020-30 in 2030

7% '

2000 2025 2050 2075

DC Retail AuM?

$3.4tn

in 2024

1. Oliver Wyman & Morgan Stanley
2. sources: Oliver Wyman Asset Management Model on a panel of European, Asian and North American countries: UK, Netherlands, Switzerland, Germany, Italy, Japan, Korea, China, India,

Hong Kong, Singapore, Canada; Amundi
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Market trends - Acceleration in the digital investment segment

Digital Changing generational distribution
distribution \ of global financial wealth?

Digital distribution in Europe and Asia’

x3
DIGE]
between « natives »
2023 and 2027 y)
65% i .
o e 1 Do 4 60-69) share of wealth
€4.6tn | caGR23.27: | m Ba )(. oomers (age_ & between
| | and "Silent Generation" (>70) 2022 and 2032
| +15% |
| | m Gen X (aged 40-59)
| | it
: +5% : = Gen Y/Millenials (aged 28-39) 259 IFH
(X
L | 35% g
. m GenZ d12-27
Europe Asia en’(age ) 1% 9% .
| Non-digital H Digital 2022 2032

1. Bain analysis based on a Cerulli publication ("Cerulli Asset Management Report", 2022), McKinsey; digital here includes D2C platforms and digital third-party distributors; scope includes
investment solutions (excluding cash and deposits).

]
2. BCG global wealth market sizing 2022 Amundl

13 | Third-Party Distribution Investor Workshop | 19 June 2025 E——




Market trends - concentration of asset manager relationships
in favour of large players

Increasing concentrationin ... With largest asset managers capturing
asset management partners used’... the bulk of the market?

by size of AM:

Median number W <$250bn

of AM partners °

per third-party o0

distributor 000 m $250bn to Largest
0000 $600bn AM (>$600bn)
000
oo 57%
o = > $600bn S0
inflows
2018 2024 2018 H12024

1. Broadridge Fund Buyers (third-party fund selectors only) °
2. BCG analysis based on Simfund ; scope focusing on mutual funds, ETFs and fund of funds; excluding institutional mandates/separate accounts, money market funds, and US variable annuities Amundl
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Strong and holistic platform focused on the needs of our clients

ele

Active, ETF & Index, § Maodel portfolio
Real Assets... solutions

Clients

at the core Servicing,
marketing,
training

Technology
& Digital

Wrapping
solutions

Amundi
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More clients, more solutions, closer relationships

Digital wealth

Distribution
partnerships

600 | 45

. in Europe
contracts & Asia

partners

Clients
MORE diversification & cross selling

805

equipped with
=5 solutions

of products and services

1. Number of distribution contracts Amundi

. CLOSER client relationships

RRRRRRRRRRRRRRRRRRR
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Amundi capabilities:
Investment Management

Vincent Mortier

Group Chief Investment Officer

Amundi
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An investment culture built on strong pillars

HIGH
QUALITY
Research

& Portfolio
anagemen

CLIENTS'
NEEDS and

EFFECTIVE

Governance

PROXIMITY

Being a trusted partner means:

> listening to our clients » addressing together » developing investment
every day the major challenges solutions for our clients

W For all investors: Retail Wealth & Private Banking  Institutional

S|  Support third-party distribution through a wide range of products & services

A holistic array of portfolio solutions Savings solutions tailored to individual Customised investment solutions &
across asset classes, geographies and goals (education, property, retirement...),  OCIO Services, as advisory or discretionary
investment styles risk profiles and investment horizons management

Amundi
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18 | Third-Party Distribution Investor Workshop | 19 June 2025




A holistic platform - recognised investment management capabilities

ETF & INDEX MANAGEMENT I REAL & ALTERNATIVE ASSETS

AT MAvAGEMENT ) |
¢2.25:

—
TREASURY PRODUCTS EQUITY AuM as at
31.03.2025
1 80 204 #1 European ETF manager? #3 Alternative UCITS
#2 in Europe in MMF' l. #9 in Europe’ platform3

€1 ,329bn ;U LTI-ASSET
60 I STRUCTURED SOLUTIONS |
— —

#3in Europe
in MLT assets #1 in Europe’

BONDS

685

#2 in Europe’

“QSBIMUTUAL FUND

Amundi BOC Wealth Management Co. Ltd.

A PARTNER FOR LIFE #2inE .
in Europe in
Eme"lgmg . NH-AmundiXIclE s guaranteed products'
markets
) A B AL 4
@ @ LB ERAT .
. . ((CD T S ks gt T (€bn unless otherwise stated)

Sources: 1. Broadridge Combined Saleswatch Consortium (open-ended funds marketed in Europe, excl. mandates, dedicated funds and EMTNs) as at end-February 2025
2. ETFGI (for ETFs) as at end-February 2025 °
3. Kepler Absolute Hedge (for alternative assets) at end-December 2024, data as at 30/09/2024 Amundl
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In-depth investment coverage across Europe, Asia & the US,
in close proximity to both markets and clients

¢.740 Portfolio Managers | ¢.135 Financial Analysts | €.65 Investment Specialists ¢.75 ESG Professionals ¢.50 Amundi Institute Experts

investment \
professionals' Bosto

. : . 100 \
N : ' o in

m Investment hubs
m Local investment centres
= Jointventures
/,

L]
1. Full-Time Equivalents as of 31 March 2025, still incl. Amundi US, excl. JVs Amundl
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Effective Investment Governance to Deliver Superior Performance

Collaborative Global Investment Committee - incorporating all platforms & geographies

088 lobal Investment Commit

-QUUQ Global Investment Co tee

AL
(1]

D 4
ad hoc .
tings BN [nvestment Platforms & { Amundi Investment
meeting Ao Institute
|
|

Bottom-up Amundi Investment Views & Scenarios
contributions

Portfolio Managers .
(active management) J Passive J

i

Final responsibility & accountability
for the positioning of the portfolio

)

Amundi

ccccccccccccccccccc
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Amundi Investment Institute: close to investment, client-oriented

Contents & Services cover all aspects of investment research
PRl managers i
Internal

&= Service all types of clients Investment
«2% / around the world . Teams
e, / \
/ \
I \
Private Bank: .
@ Work closely with our s Amundi
lobal investment platform Managers
— g : Investment ;
‘ -
: Institute !
ih Advise on projects, investment !
* / processes and modelling
N
- / /
Provide bespoke research --
-
Amundi

—
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Sustained high performance across time horizons

Open-ended funds?: ~70%?2 of AuM in the first two quartiles over 1, 3 and 5 years Outperformance
vs. benchmark

Morningstar Ranking of Funds by AuM
MRNINGSTAR
Fok ok

70%

B st quartile 82
%

I 2nd quartile
Bl 300 quartie over5 years4

4th quartile

XX% Data as of the
778 funds - €650bn 902 funds - €683bn 1,065 funds - €744bn end of Morch
2025

244 Amundi 3 funds with a

4 or 5-star Morningstar rating

1. Source: Morningstar Direct, Broadridge FundFile - Open-ended funds and ETFs, global fund scope, March 2025

2. As a percentage of the AuM of the funds in question

3. The number of Amundi's open-ended funds rated by Morningstar was 1,071 at the end of March 2025. © 2025 Morningstar, allrights reserved
4. As of 31.03.2025; share of AuM of active funds, including money market funds, of which gross performance is higher than that of the benchmark; ETFs, indices, Vs, delegated management, °
non-discretionary mandates, structured products, real assets are excluded; in the absence of a benchmark, absolute gross performance is taken into account; source Amundi / Risk Department Amundl

CREDIT AGRICOLE GROUP
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Investment capabilities driving Amundi’s success in Third-party Distribution

Amundi Investment Institute
& Research

Comprehensive
investment platform

Leader

. ,v <185 42 Leveraging '\
Am u ndl \ financial ESG Research
analysts analysts analysts through JVs
Investment A A A
‘.:'-::" Multi-management /
v open architecture offering

Solutions
25 V" 200 [ <600 [ >c700n )
sefggt(iion Sl external \  multi-mngt
managers strategies AuM
a J \__‘_/

Across a broad range of asset classes, types of strategies, wrappers

Private
mkt multi-

manager
in Europe

Data & rankings as for 2024 Amundi
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Extensive and adaptable Investment Solutions

Flagship funds

= Bestideas Europe &Asia

Dedicated funds Dls.cretlonary
» e.g. portfolio of ETFs dedicated to distribution y G Portfolio Management

partners & digital banks - Over 1000 model portfolios / Individual DPM

Investment

Research services ' Solutions o Delegated Management

= 900 client interactions in 2024 . = From third-party Asset & Wealth Managers

= Sharing insight: geopolitics / macro economy / = For Amundito offer investment capabilities they do

advisory needs not have, including multi-management

= Research content for digital platform (videos & print) S ecces

Retirement solutions

= Holistic capabilities: Defined Contribution, glidepath, etc.
= Cost effective lifecycle solutions

Amundi

CREDIT AGRICOLE GROUP
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What distinguishes Amundi from our competitors?

A Global Player

= International dimension

= European leader & key player in Asia

= Tailored solutions to meet regional needs,
regulations and goals

A Partnership Model

[ i [ ]
Ny Alonment g Flexibility
0000 0000
= Our resources are at your disposal e . . (LL & Ada tabili
= We accompany our clients on their journey to ¢ W|th Cllel‘lts ¢ p ty
deliver effective and efficient solutions
Amundi

ccccccccccccccccccc
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Amundi capabilities:
Technology

Guillaume Lesage
Group Chief Operating Officer

Amundi
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Amundi Technology — on the path to be a leader of the fintech industry

ALTO leverages
Amundi’s global capabilities

~€100m 82 14

Connected Technology

revenue pro forma run-rate in clients countries around the world 3 hubs France, Ireland & Germany
2024 from external clients incl. global Tier 1 banks &leading with a client footprint & « 1,300 IT experts
(+31% CAGR since 2021) asset and wealth managers o 90 el s
] ] ]
Global Dealing Services
€8tn 5 k+ 1 20k+ @ 20h+uterders
assets managed on ALTO Investment ALTO Wealth & Distribution " « 3.5m trades
ALTO Platforms Platform users Platform users '
— - — _ International Middle Office
ﬂ"& * 2 hubs Paris & Dublin
. \ * 12 local offices
0.5m Technology supporting the 250+ * 400 middle-officers
API calls per day la rg ESt trade execution counterparties ST
g el e !-‘- * 130 Data Specialists
— — — t,- * 160 Market Data Providers
* 20 ESG Data Providers
Amundi

ccccccccccccccccccc
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ALTO — a suite of products and services that provide scale
across the investment and wealth management industry

ALTO platform’s modular and cloud-based offering:

) [ 1
! I
ALTO I ALTO | ALTO ALTO ALTO
Investment ' Wealth I Sustainability Asset Servicing Employee Savings
A solution with I &Distribution : An analysis and reporting A solution supporting the & Retirement
rich functional coverage I A scalable end-to-end solution providing business of Asset Servicers A scalable front-to-back
across the I solution with | unique ESG datasets covering Investment employee savings and
value chain [ to suit | and responsible investing Portfolio Analysis for banking and insurance
I retail banking & wealth | and Reporting groups
| Mmanagementfirms |

/

’

Trusted by >>

d »
clients globally: YA]Bell commerzeank £ BNP parRIBAS Vontobel mHSBC BNY MELLON

CREDIT AGRICOLE GROUP
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4 aIX1GO : accelerating the expansion of our wealth capabilities

Driving the New Wealth Experience.

% AIXIGO Our combined offering delivers...

® 25+ years of experience in WealthTech New API-based modular solutions or an integrated platform

7 byl epopss Extensive experience across the wealth management value chain

* Strong footprint in DACH' and the UK . . .
J Reinforced teams (e.q. R&D, professional services, sales)

® Tier 1to Tier 3 client base . . ) ) )
Expanded geographical footprint: 20 clients in 6 countries
* Unique modular API solution

Greater cross-sell opportunities across business and technology
* Atailored approach to support

specific client needs

1. Germany, Austria, Switzerland Amundi
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Client case study - Supporting a major COMMERZBANK ¢
European bank with a multi-channel solution

Commerzbank’s needs Our solution Value generated
= High-performance data delivery Commerzbank supports multiple business Our platform enabled the bank to deliver
° - . . ° . - e .
= High-quality client experience e lines and use cases, including: =0 hlgh_quallty and dlgltlse‘d experlence
e ‘ ‘ 000 . pirifglio Analysis eee forclientsacross their business:
= Digitization of multi-asset investment ©00@® 0000 . .
::o = Portfolio Reporting ::o = Private clients (1.7m custody accounts)
= Long-term innovation and scalability o H - 30,000 corporate clients

= (lassic Portfolio Management
= Wealth clients and family offices

= Hybrid Digital Portfolio Management

= 1m comdirect digital wealth clients

5 Allie- Powered by
. _ , asset
portfolios risk profiles product " aEIXWIC:’:O
since 2008
—_— Amundi

RRRRRRRRRRRRRRRRRRR
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Fast-growing market creates significant opportunity
for WealthTech providers

Banks & creating
Wealth managers .. particularly in a significant and
are investing more Advisory tooling... growing opportunity

in their technology... for Weql(;hTech
providers

Wealth Management technology market predicted
to grow from c.$6bn to $12bn by 2030

]
1. source: addressable market calculated by Oliver Wyman in September 2023 Amundl
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Amundi strongly-positioned to be a partner of choice

The Market needs: Our offering:
e Tools that support their needs for efficiency,
=" flexibility and scale .
_ _ o “Asset Management as a Service”
@ Secure and trusted technology that is compliant e e P ———
: . 000 mundi drings togetner
with regulations :::0 the leading expertise from our business teams,
‘@) Innovative solutions, which complement 00 SemanEE WA L A0S e e gy,
AN ° to provide holistic solutions

the core asset management offering to existing and prospective clients

“%" Partners building relationships for the long-term

Amundi

ccccccccccccccccc
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Amundi capabilities:
Wealth Solutions

Matthieu Guignard

Global Head of Wealth Solutions

Amundi
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A comprehensive suite of services to serve our clients’ needs

=

©

Active, ETF & Index, | Model portfolio

Real Assets... solutions
o Address our clients’
Clients at e¢¢  end-to-end needs,
Technology the core I\fl(;:‘ll(i::?ngé < leve raging Amundi'’s full
&Digita Training ’ range of capabilities

Wrapping
solutions

S Amundi
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Model portfolio solutions to help clients transition to investments

Descrintion Benefits Benefits
P ~ forourclients ~ forAmundi
Model portfolio B B 1
solutions
Wrapping of Supports our
Multi-Asset clientsin Acts as
Clients at allocation transitioning from a sales enabler
the core & portfolio execution-only for our investment
construction to investment capabilities
capabilities solutions
g - %
Amundi

RRRRRRRRRRRRRRRRRRR
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Supporting advisor networks through upskilling & marketing

e e . .
T [= Description Benefl_ts for Benefits f.or
. . our clients . Amundi .
Support to . .
Clients at networks through Upsk(;lls advisors I.Strength(?ns.
- keting. trainin and supports client proximity
the core servicing, Mmarketing, g business & boosts client
Marketing, & content devel
Training in B2B and B2B2C evelopment engagement
Amundi
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Supporting our partners in managing the open architecture

Clients at
the core

Wrapping
solutions

. . Benefits for Benefits for
Description . .
our clients Amundi
Fund selection Benefits from .
X ., Monetise our
services, Amundi’s
: . . setup and
fund hosting cost efficiency -
) maximize resource
& wrapping and broad e
) . utilisation
solutions business reach
Amundi
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Client story | Supporting Standard Chartered s Sharered
to roll-out its “Signature CIO Funds” across 12 countriés

©- 9

Standard Chartered objectives Amundi Solution Outcome
—Roll-out its in-house CIO views A range of 4 multi asset funds incorporating
across key geographies Standard Chartered'’s CIO views and $2.6bn
Wrapped by Amundi AuM raised in
2.5 years
— Efficient communication to its
clients, e.g. market information, I’,’:S;ZZZ';“ 10 views
newsletters, portfolio visions 12
i O fI O tmnt QS s b
funds incl. China,

SGP, HKG

Source: Amundi, January 2025

S Amundi
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Client success stories: Standard Chartered Q standard
chartered

/

Video presentation — Sumeet Bhambri, Global Head Advisory & Managed
Investments, Wealth Management, Standard Chartered Bank

Amundi

RRRRRRRRRRRRRRRRRRR
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Client Success Stories:
Meeting the Needs of Clients

Thierry Ancona

Global Head of Sales Distribution & Wealth Division

Amundi
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Delivering across all client types, in all regions, in all products

A broad range of distributors

Private banks and wealth managers

e

* -

BNP PARIBAS\

e
[
Digital banks and platforms I &l% UBS x ‘|
[ _ ¢
Banking networks (excluding partners) I '% Rabobank CaixaBank [
@ standard
posecmamages | eodowns S 552 |
Asset managers BANK - ]
==
| Docsc
Insurers, IFA and others | =% GENERALI P

I I S S S e s e

Amundi
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Client success stories: CaixaBank :K
CaixaBank

Video presentation — Belén Martin, Head of Private Banking, CaixaBank
interviewed by Marta Marin Romano, CEO Amundi Iberia

Amundi

RRRRRRRRRRRRRRRRRRR
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Client success stories: Citi
Citl

Video presentation — Winnie Choi, Alternate Chief Executive & Managing
Director, Head of Onshore Citigold and Citigold Private Client

Amundi

ccccccccccccccccc
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TPD opportunities in Mainland China through QDLP' scheme

2008 2019 2023 2025
JV with JV with Amundi awarded €52bn Total AuM
Agricultural Bank of China Bank of China QDLP $600m quota Mainland China?

for 3 strategies

2013
2020 June 2025
Launch of the Amundi New additional .II;(I_)Pp |10
QDLP scheme establishes QDLP quota: +$600m, SO e

business? ie total quota $1.2bn Tl

1. Qualified Domestic Limited Partner, ie asset managers allowed to invest in overseas markets and raise RMB funds from domestic investors
2.Including JVs

L]
3. Amundi Private Fund Management (Beijing) Co. Ltd Amundl
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Client success stories:
Focus on digital wealth

Gaétan Delculée
Deputy Global Head of Sales Distribution & Wealth

Amundi
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The digital wealth opportunity: more and more self-direct investors

Total addressable market for stand-alone online brokerage . . : >
2023 and forecast to 2028 Growing success of ETF Savings Plan in Europe
/€650bn

31.3

M Total investors end-2023  m New investors 2024-28

10.3

8.4

€7.5bn

2014

Number of
GER UK FRA ITA SP ETF savings plans m

1- Analysis by Oliver Wyman Online brokers in Europe - Self care
2- Extra Magazin study on ETF savings plans in Europe
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Digital - a dynamic & growing segment within Amundi TPD

% of TPD Number of
% of TPD AuM : net inflows | digital partners

1 5% 25% ' 45

over 3 years Europe & Asia

N o) BoursoBank AX D) SMARTBROKER
N26 I‘%‘é I SAXO BAJBell shares Endowus
N rtuneo flatex-
A BANOUE N scalable
L A b - moneyfarm
7 PostFinance easybourse ;i directa
COMMERZBANK Groupe La Bangue Postale BOURSE DIRECT )
source: Amundi, data as at 31/12/2024 - excluding US Amundi

RRRRRRRRRRRRRRRRRRR
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Digital - A variety of needs and opportunities for Amundi

— 4 =

YAJBell = 4 BoursoBank l_l N26 N scalable 5

—flatex:  swmarTBROKER
COMMERZBANK ¢

- 4

Endowus E

Wide variety of solutions & services

Investment Solutions Technology services Animation & Marketing support
- ETF, index funds - Proprietary technology platforms - Research and market views

- Active funds & Real assets (ALTO, aixigo) - Market trends

- Model portfolios - Robo-advisors - Product content & financial education
- New DPM solutions - Reporting - Best practice sharing

Amundi

RRRRRRRRRRRRRRRRRRR
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Uniquely positioned to help our clients embrace

the digital wealth opportunity

Established Retail & Private Banks

- Implement Hybrid Advice model (
- Develop digital proposition

- Address new generation of clients

growth and
hybridisation”
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Digital Native players

- Build investment proposition
- Go-to-Market strategies

- Scaling up with modular technology

e—

Amundi

ccccccccccccccccccc




2025 edition of Decoding Digital investment research

* 11,355 investors

E b . th d. .t I ° °

ket - 25 markets in 4 continents
- 0 9

Investor goals and retirement 47% female, 23% male

/ f
Y ib Financial advice and education - 4age brackets >* : .”,
The influence of influencers (20s/305/405/50s) - %
o

Digital adoption and usage

Embracing the New 3 wealth brackets
Digital Norm
(<€48k HHI, €48-96k HHI and >€96k HHI)

]
Data collection: 15 November 2024 to 3 January 25 with H/advisors Cicero Amundl
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Key global takeaways

Digital investing

transcends age,

wealth & geography
@)

i

-77% of retail investors
use digital investment
platforms

—People hold an average
of 50% of their portfolio
digitally

—Over 2/3 of people aged
51-60 hold digital
investments

Growing role of
digital in financial
education

—Nearly 3% of investors
source investment info
and advice online

-56% rely on online
influencers for
investment decisions
with high satisfaction

-31% use investment
provider websites
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Retirement
planning is key to
confidence

—Half of retail investors
lack a solid long-term
financial plan

-0nly 26% feel they are
on course to achieve
their retirement goals

—-Those with a well-
developed plan are 4X
more confident in
achieving a financially
secure retirement

Investment

advice is going
hybrid

&

—Professional advice
boosts planning by
nearly 3x

—Most people prefer
human guidance for
long-term planning

-1in 4 investors who
use digital platforms
want them to integrate
human advice and
more financial planning
features

Amundi
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Continuing our growth journey

Fannie Wurtz

Head of Distribution & Wealth & ETF Divisions
Chair of Asia

Amundi
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Third-party distribution is a powerful growth engine for Amundi

The business line:

DRAWS CAPITALISES FOCUSES
on Amundi's core on market trends on 2025 priorities
strengths & opportunities and beyond:

- scale offering significant - Grow in all geographies
- diversification further growth potential, - Progress on each

- investment performance with all client types client segment

- partnership approach and in all countries - Accelerate revenue
diversification

- technology offer

New MTP and targets to be announced with our new strategic plan in Q4 2025

—_— Amundi
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Q&A

Amundi
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Appendix

Amundi
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Amundi — a European leader with a global reach,
based on a unique strategic positioning

it

#1 European AM
and in the

top 10 worldwide'

&

A client-focused

distribution powerhouse

>100m 1,000

Retail instit. & corp.

Acomprehensive
offering in active and
passive management,
in traditional and
real assets, in
technology & services

An efficient
industrial model
with one of the lowest

cost income ratio
in the sector

€1.4bn

Net income?

ES %

Costincome ratio?

5,700
mees (excl. V)
35

countries

Very strong AuM growth Diversified asset & client bases
CAGR 2012-2024: +9.6% Breakdown of AuM by client segments, asset classes & regions as of 31 March 2025
€2.2400 Vs N Equities Rest of the
,£400bn S y world 6%
€2,247bn 2,064 16% : 16% “ .
/ 2,037 Retail 0 Multi-assets . France
Assets under Asia
SSe 1,904 31% 44%
management? 1,729 Treasury 12% 2%
25 of 1,653 " Breakdown products 8% Breakdown Breakdown
of AuM by ; of AuM by of AuMb
Real & alternative um by
31.03.2025 1.4261,425 i ,
client segments assets 3% asset classes regions
1,083 o €2,247bn Index & Smart €2,247bn Bonds €2,247bn
985 Institutionals beta 8%
878 exdl. CA&SG ' 30%
749 792 i (heS6 errsercs Restof [\
Insurers insurers Europe 20%
. I 34% 19% 12%  Structured Ttaly
products 2% 9%
2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
1. Source: IPE “Top 500 Asset Managers” published in June 2025, based on assets under management as at 31/12/2024
2. FY 2024 adjusted data: see Alternative Performance Measures (APM) in appendix
3. Assets under management and net inflows including assets under advisory, marketed assets and funds of funds, and taking into account 100% of assets under management and net inflows from Asian JVs; for Wafa °
Gestion in Morocco, assets under management and net inflows are reported in proportion to Amundi's share in the capital of the JV Amundl
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Amundi Technology & ALTO - Developed for over a decade to

provide cutting-edge capabilities

2018

Pioneer: 1st major global
migration (€240bn,

7 countries) completed

in 18 months

2012

ALTO's first
technological
development

2016

1st ALTO
Investment client
in France

2019

3 ALTO Investment
clients outside France

Acquisition of WeSave

Acquisition of Lyxor AM
Acceleration of ESG

2024

2022 Acquisition of Alpha
Associates and aixigo

Deploymentin China technological and
(Bank of China) and Spain functional offering °
(Sabadell AM - €20bn)
in 2020
Extension to real assets PY
Dec 2024
2022 82 ALTO clients in
° Europe and Asia
ALTO Sustainability and
ALTO Reporting launched
2021
2020 .
Launch of Amundi Technology
24 clients in 6 countries ) ) .
ALTO Wealth & 39 clients in 9 countries

Distribution’s
first client in Austria
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ALTO Investment Compliance selected by 3 major asset servicing companies
ALTO Employee Savings & Retirement extended to insurance products
ALTO Wealth & Distribution in full development with significant commercial success

Amundi
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Shareholding

Number % of share Number % of share Number

(units) of shares capital of shares capital of shares

Crédit Agricole Group 141,057,399 68.67% 141,057,399 68.67% 141,057,399
Employees 4,128,079 2.01% 4,272,132 2.08% 2,869,026
Treasury shares 1,961,141 0.95% 1,992,485 0.97% 1,259,079
Free float 58,272,643 28.37% 58,097,246 28.28% 59,462,130

204,647,634
204,647,634

Number of shares at end of period 205,419,262 100.0% 205,419,262 100.0%

Average number of shares year-to-date 205,419,262 - 204,776,239 -

Average number of shares quarter-to-date 205,419,262 - 205,159,257 - 204,647,634

Average number of shares on a prorata basis
The average number of shares increased by +0.1% between Q4 2024 and Q1 2025 and increased by +0.4% between Q12024 and Q1 2025
A capital increase reserved for employees was booked on 31 October 2024. 771,628 shares (~0.4% of the capital before the transaction) were created.

% of share

capital
68.93%
1.40%
0.62%
29.06%

On 7 october 2024, Amundi announced a share repurchase programme for 1m shares (~0.5% of the capital before the operation). It is intended to cover the performance share plans. It was completed on 27

November 2024.
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Contacts & Calendar

Cyril Meilland, CFA
Head of Investor Relations
cyril.meilland@amundi.com
Phone: +33 176326267 Q2 and H1 2025 Earnings release - 29 July 2025

Mobile: +33 6 3549 42 69 .
Q3 and 9M 2025 Earnings Release - 28 October 2025

Thomas Lapeyre Annabelle Wiriath . .
h . New strategic three-year plan - in the fourth quarter 2025
Investor Relations Investor relations
thomas.lapeyre@amundi.com annabelle.wiriath@amundi.com
Phone: +33 176 33 70 54 Phone: +33 176324392
Mobile: +33 6 37 49 08 75 Mobile: +33 6 03 23 29 65 y Yy

S =D B SO 5= B

Natacha Andermahr - Head of Communications

natacha.andermahr@amundi.com Listed on Euronext Paris
Tel.: +33176 37 86 05; Mobile: +336 37 018217
Corentin Henry - Press Relations Tickers: AMUN.PA ~ AMUN. FP
corentin.henry@amundi.com Main indices: SBF 120 FTSE4Good MSCI

Tel.: +33 176 32 26 96; Mobile: +337 86 43 53 74

www.amundi.com
91-93, boulevard Pasteur, 75015 Paris - France

433176333030 Amundi

CREDIT AGRICOLE GROUP
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