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Rabobank wants to be the market
leader: the best, most client-driven
and most innovative financial service
provider in the Netherlands. The
themed photographs in this Annual
Report reflect the qualities that suit
this ambition. Confident, challenging,
professional, empathetic, innovative,
committed. That is how we wish to
be seen by our members, clients and
employees.

In addition to this financial report there is a separate
publication containing the financial statements and other
information. Rabobank Group’s Annual Responsibility and
Sustainability Report will be published in June.

All Annual Reports are also available on the
Internet: www.rabobankgroep.nl/reports or
www.rabobank.com
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Chairman'’s foreword

For Rabobank Group, 2002 was a turbulent year. It was turbulent
because economic growth virtually slowed down to a standstill and
stock exchanges deteriorated even further, with a series of corporate
scandals in the United States fuelling the flames. And it was also
turbulent owing to the various internal reorganisations and efficiency

drives and the changes at top management level.

Despite all this, 2002 was not a bad year for Rabobank Group.
Indeed, it is a year we may justifiably be proud of, given the difficult

conditions.

The retail banking business performed better than in 2001.In spite
of the turbulent conditions in the financial markets, the result from
the wholesale banking business was likewise higher than a year
ago.The result from investment activities and asset management
was under severe pressure due to the unfavourable stock exchange
climate.The effects of this were more than offset by the contribution
from acquisitions in the United States. Results from lease activities
showed yet another handsome improvement. Results from insurance
activities clearly lagged behind, however. This was due especially to
the negative returns on the securities portfolio and to significantly

higher non-life charges.

In short, 2002 was a year of stable results, albeit at a lower level
than we are accustomed to.They were the fruits of the tremendous
effort and team spirit of our employees, for which | thank them. It

was also a year in which we reaped the first benefits of the efficiency

programmes started earlier.

For me, building on team spirit is one of the biggest challenges for
the years to come - team spirit, in the Executive Board, in senior
management and in the co-operation between Rabobank
Nederland, the local Rabobanks in the Netherlands and the Group
entities. Team spirit in all echelons of Rabobank Group is the key to
achieving market leadership throughout the financial services
sector in the Netherlands, which is the aspiration that underlies our
Strategic Framework. The latter was renewed in the year under
review and is the key to further bringing our house in order. Within
our refocused strategy, this is our first priority and demands streng-
thening our selling power and continuing cost reduction efforts.

Results for 2002 reflect Rabobank Group's intrinsic power as the
largest provider of financial services in the Dutch market. This
power can be characterised by two core concepts: nearby and
diverse.Through the local Rabobanks, Rabobank Group has the
most finely meshed financial distribution network, both physical
and virtual, in the Netherlands. Through its subsidiaries, the Group
offers a highly variegated range of financial services and products.
This position nearby its broad customer base, in conjunction with
the great diversity of its activities, enables Rabobank Group to
achieve stable results, now and in the future, and thereby to continue
to respond to the ever changing needs of customers.



Because that is what it is all about. Rabobank Group acts primarily in
the interest of its clients. Everything else is instrumental to that mis-
sion. It is embedded in the co-operative identity that is the founda-

tion of our organisation. It is what gives our banking house its special

character and what makes it such a special privilege to serve it.

Bert Heemskerk,
Chairman of the Executive Board
of Rabobank Nederland

Foreword
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-xecutive Board and

Supervisory Board
Rabobank Nederlana

Executive Board (with responsibility areas)

Supervisory Board

Bert Heemskerk (H.), Chairman

- Strategy

- Personnel

- Finance and Control

- Supervision

- Legal and Tax Affairs

Rik baron van Slingelandt (D.J.M.G.)

- Rabobank International

- Group Treasury

Hans ten Cate (J.C)

- Rabobank Nederland Corporate Clients
- Credit Risk Management

Jac Verhaegen (J.J.)

- Product Market Entities

- ICT

Piet van Schijndel (PJ.A)

- Market Management, Member Banks
Piet Moerland (PW.)

- Staff and Services, Member Banks

- Co-operative

Secretary to the Executive Board
Margreet van Ee (M.G.)

Lense Koopmans (L.), Chairman

Antoon Vermeer (AJ.AM.), Deputy Chairman
Sjoerd Eisma (S.E.), Secretary

Leo Berndsen (L.J.M.)

Bernard Bijvoet (B.)

Teun de Boon (T), Future member, sitting in *
Sybilla Dekker (S.M.)

Marinus Minderhoud (M.)

Hans van Rossum (JAAAM.)

Herman Scheffer (H.C))

Martin Tielen (MJ.M.)

Aad Veenman (AW.)

* See page 12
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Piet Moerland
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Profile of

the

Rabobank Group

The Rabobank Group is the largest financial
service provider in the Dutch market. It com-
prises 349 independent, local co-operative
Rabobanks in the Netherlands, the central
Rabobank Nederland organisation and a large
number of specialised subsidiaries. The Group
has been awarded the highest possible credit
rating. The Group’s core target is to generate
customer value.

The local Rabobanks and their clients form the Rabobank Group's
co-operative core business. De banks are members and sharehol-
ders of the supralocal co-operative organisation, Rabobank
Nederland, which advises the banks and supports their local ser-
vices.Rabobank Nederland also supervises the collective of local
banks on behalf of the Dutch Central Bank. Rabobank Nederland
further acts as an (international) wholesale bank and as bankers’
bank to the Group and is the holding company of a large number
of subsidiaries.

The Rabobank Group's ambition is to provide its 9 million clients,
both private and business, with all possible financial products and
services.To this end, it has a large number of specialised businesses
engaged in asset management (Robeco), insurance (Interpolis), lea-
sing (De Lage Landen), private banking (Schretlen & Co), stockbrok-
ing (Effectenbank Stroeve), equity participations (Gilde), corporate
banking and investment banking (Rabobank International and its
subsidiary Rabo Securities). These subsidiaries provide financial
advice and products to the local Rabobanks and their clients on the
one hand and serve their own clients directly at home and abroad
on the other.

Competence centres

The Rabobank Group is a network of competence centres working
closely together. This networked expertise allows the Group to res-
pond actively to the growing demand from business clients and

private individuals for a balanced package of financial services and
products.The Group thus combines the best of two worlds: the
local involvement and personal touch of the local Rabobanks and
the expertise and scale of a large organisation.

Strong market position

The Rabobank Group serves more than half of the Dutch popula-
tion and Dutch businesses.In the Dutch market, Rabobank is accor-
dingly market leader for virtually all financial services: mortgage
loans (24%), private savings (40%), small and medium-sized enterpri-
ses (39%) and the agricultural sector (83%). Its share in the corpora-
te market has been strengthened considerably.

Triple A

The Rabobank Group has the highest credit rating (Triple A), awar-
ded by the well-known international rating agencies Moody's and
Standard & Poor’s.

International network
To serve our clients in the international market, the Rabobank
Group has 169 branches in 34 countries outside the Netherlands.

More about Rabobank Group? Go to:

www.rabobank.com




Profile and Group structure

9 million clients

1.1 million members

349 co-operative member Rabobanks

Wholesale banking

 Corporate Clients

+ Rabobank International
- Rabo Securities

* Group Treasury

Rabobank Nederland

Member banks
(Retail banking)

+ Market management
+ Product/market entities

Staff and Services
Rabofacet

Gilde

Rabo Vastgoed
Obvion

Insurance
Pensions, Occupational
health and safety

Asset management

Investment

+ Interpolis

+ Robeco Groep
+ Schretlen & Co
« Effectenbank Stroeve
 Alex (as of 1 April 2003)

+ De Lage Landen
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General: Due to consolida-
tion effects, the figures rela-
ting to Group entities will
not always correspond with
Rabobank Group totals.
Changes in terms of percen-
tages can vary as a result of

rounding.

1)

The effect of the change in
accounting policy for pen-
sions as of 1 January 2002 is
included in the computation
of reserves and of the Tier |
and BIS ratios as at 31
December 2001.

Key figures

2002 2001 2000 1999 1998
Volume of services (in EUR millions)
Total assets 374,720 363,679 342,920 281,218 249,718
Private sector lending 212,323 197,262 179,137 161,074 129,554
Funds entrusted 171,632 172,174 146,705 127,527 114,826
Assets managed 153,200 177,800 159,000 139,800 124,100
Premium income, insurance 3,660 3,926 3417 2,867 2,485
Financial position and solvency (in EUR millions)
Reserves 14911 13,030" 13,108 11,867 10,381
Tier | capital 17,071 15,092 " 14,653 13,007 11,817
Tier | + Tier Il capital 17,414 15,5427 15,093 13,650 12,660
Total risk-weighted assets 165,843 152,812 142,278 129,801 114,445
Solvency requirement 13,268 12,225 11,382 10,384 9,156
Tier | ratio 10.3 997" 103 10.0 103
BIS ratio 10.5 102" 10.6 10.5 1.1
Profit and loss account (in EUR millions)
- Interest 5,391 5,082 4,585 4,499 3,781
- Commission and other income 3,173 3,352 3,175 2,307 2,051
Total income 8,564 8,434 7,760 6,806 5,832
Operating expenses 5,839 5,965 5459 4,826 4,099
Value adjustments to receivables 500 480 360 350 340
Value adjustments to financial fixed assets 252 59 9 0 0
Addition to the fund for general banking risks 0 0 52 100 0
Operating profit before taxation 1,973 1,930 1,880 1,530 1,393
Taxation on operating profit 514 532 507 423 401
Third-party interests 209 192 179 87 56
Net profit 1,250 1,206 1,194 1,020 936
Ratios
Return on reserves 9.6% 9.2% 10.1% 9.8% 9.6%
Efficiency ratio 68.2% 70.7% 70.3% 70.9% 70.3%
Other data (numbers of)
Member Banks 349 369 397 424 445
Offices:
- branches 1,516 1,648 1,727 1,795 1,797
- agencies 402 455 548 610 629
Cash dispensing machines 2,979 2,889 2,676 2,546 2,430
Foreign offices 169 137 142 147 150
Employees:
- total number 58,096 58,120 55,098 53,147 49,465
- full-time equivalents 51,867 52,173 49,711 48,224 45310
Members (x 1,000) 1,108 825 550 510 515




Mission statement

Rabobank Group
MISSION statement

The Rabobank Group - what we want to be

The Rabobank Group was founded in the Netherlands by enterpri-
sing people who had virtually no access to capital. The early credit co-
operatives broadened access to capital by providing financial services
to small and medium-sized companies, especially in the agricultural
sector. By working on co-operative, or mutual, principles, a financial
institution has since evolved which enables clients to achieve their
financial ambitions. This goal forms the driving force behind Rabobank
Group:it aims to create opportunities for individuals and organisations
to participate fully and independently in economic activities.

The Group offers all financial services needed by customers as they
participate in a modern social context. It provides a wide range of
financial services in the Netherlands, striving to ensure that all
services are continually adjusted and updated so that they always
meet the needs of both individuals and companies in the domestic
market in the Netherlands, as well as elsewhere in the world.

The Rabobank Group believes sustainable growth in prosperity and
well being requires careful nurturing of natural resources and the
living environment. Our activities will contribute to this development.
Rabobank respects the culture and traditions of the countries where
it operates, insofar as these do not conflict with our own objectives
and values. In all activities undertaken by Rabobank Group, solvency
and liquidity will be safeguarded as the basis for continuity of ser-
vices to our clients.

Core purpose

We, the staff and management of Rabobank Group, have as both

point of departure and primary goal the best interests of our custo-

mers.We aim to add value by:

+ providing those financial services considered best and most
appropriate by our customers;

+ ensuring continuity in the services provided with a view to the
long-term interests of the client;

+ commitment to our clients and their concerns and issues so that
we can contribute to achieving their ambitions.

Core values

We believe it is important that clients immediately recognise and

personally experience the following values in all our activities:

+ integrity: we act according to our stated aims;

+ respect: we will interact with clients so that they experience our
respect for them;

+ expertise:we must be able to fulfil every promise we make.

Social Pact with members

Rabobank Group is open to the views, concerns and issues of our
clients, and to those affected by our activities. Customers who are
committed to the principles as pursued by Rabobank Group can
become members of their local Rabobank. This enables them to
participate and to have a say in the way Rabobank Group works to
further their, the clients, goals.

9
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Main events

Our ambition: to be market leader. These words
make up both the title and the contents of
Rabobank Group’s Strategic Framework. In 2002
a number of significant steps were taken to
achieve that ambition. Several Group entities
expanded their activities. In addition, changes
were made to the management structure. In
order to define our co-operative mission better,
the senior management structure of Rabobank
Nederland was altered.

Growth despite slowdown

Demand for Rabobank Group's products and services again increa-
sed in the year under review. Despite the stagnating economy, len-
ding rose by 8%, chiefly as a result of growth in mortgages. Our
market share in this segment increased to 24 (23)%. Rabobank
Group strengthened its market leadership in small and medium-
sized businesses, with market share rising from 37% to 39%.

Savings increased by 5%, with Internet saving accounting almost
entirely for the increase. Despite fierce competition in the savings
market (especially Internet savings), Rabobank Group managed to
maintain its market share of 40%.

Besides handsome growth figures, there were also setbacks in 2002.
Assets managed declined by 14% due to the unfavourable stock
exchange climate. Premium income from insurance declined by 7%
as a result of lower sales of annuities and single-premium policies.

Change in senior management structure

In June 2002, the General Meeting of Rabobank Nederland agreed
to the new top management structure, which makes the manage-
ment model more transparent and increases management'’s effec-
tiveness. The change in structure gives the local Rabobanks more
say in the strategic policy. The supervisory duties of the Supervisory
Board have been enhanced.The Executive Board now has manage-
rial responsibility for the day-to-day operations and the Group poli-
cy as well as for the co-operative. Under the old structure, the for-
mer Board of Directors was responsible for the co-operative before
its competence and responsibilities were absorbed by the new
structure.

Members

In the year under review, Rabobank defined its co-operative mission
further.In September, membership passed the milestone of one
million and at the end of December 1.1 million clients were mem-
bers of Rabobank. Compared to year-end 2001, this is an increase of
283,000 members.The target of 1.2 million members at the end of
2003 is therefore within reach.In November a new issue of
Rabobank Membership Certificates took place, with over 65,000



subscribing members and employees. At EUR 1.75 billion, this was
almost double the proceeds estimated initially.

Members
(x 1,000)

1,200
1,000
800
600
400
200

o

1998 1999 2000 2001 2002

Further internationalisation

In 2002, Rabobank Group strengthened its international position in
private banking by means of a strategic alliance with the renowned
Swiss Bank Sarasin & Cie. Rabobank Nederland took a 28% share in
Bank Sarasin & Cie, while contributing its own International Private
Banking activities to Bank Sarasin & Cie. Rabobank has a call option
enabling her to obtain a majority interest in Bank Sarasin & Cie.

After Australia and New Zealand, Rabobank International is now also
actively pursuing its successful country-banking strategy in Ireland,
the United States and Canada. Country-banking involves taking
over smaller retail banks in developed countries. These banks mainly
operate in rural areas and have a strong position in the agricultural
sector.In the year under review, Rabobank International acquired
the Irish state-owned ACC bank.This Group entity also acquired
Valley Independent Bank, in California. In Canada, a strategic alliance

was made with ATB Financial.

In the year under review, Robeco acquired two hedge fund mana-
gers: Transtrend and Sage Capital Management. In addition, this
Rabobank subsidiary acquired a 60% share in Boston Partners Asset
Managers, in the United States, with an option to buy the remaining
share. These acquisitions fit into Robeco’s strategy of expanding its
investment expertise and offering a broader product range to its
(institutional) clients. Assets managed by the parties acquired
amount to EUR 9 billion.

Start of Obvion
Obvion, the joint venture between Rabobank Group and ABP that
was announced in 2001, started business on 1 April 2002. Obvion

sells mortgages via intermediaries. Its market share in 2002 was 3%.

Main events

In the virtual lead

Rabobank is a market leader in virtual banking. Late in 2002, the one
millionth Internet savings account was opened. According to
Internet audience measurement service Nielsen Net Ratings,
Rabobank was also one of Europe’s most frequented Internet banks
in 2002.In December, 1.3 million people visited www.rabobank.nl.

The success of www.rabobank.nl in the Netherlands has resulted in
virtual steps across the border. Since November 2002, people in
Belgium can go to www.rabobank.be for savings products and a

number of Robeco investment funds.

Near the end of 2002, an agreement was signed to acquire Internet
broker Alex and the telephone order line VEB-Bottomline from
Dexia Bank Nederland.

Sponsoring: more than money alone

In the year under review, Rabobank Group, as a ‘first foun-
der;, was the main sponsor of Floriade 2002, the world horti-
cultural fair held in Haarlemmermeer. Rabobank Group's
central sponsoring policy focuses on the promotion of the
Rabobank brand.The Rabobank sponsors three major spor-
ting activities in the Netherlands: hockey, cycling and
equestrian sport. In addition, the Rabobank has for many
years been working together with the Stichting
Museumjaarkaart. In January 2003, a five-year partnership
with the Amsterdam Van Gogh Museum was added to the
programme.This partnership enhances the museum’s ability
to publicise its existing collection among the Dutch audience
and to organise even more high-quality exhibitions. For
Rabobank, sponsoring is more than just supplying cash to
enhance brand recognition. The Bank sees sponsoring
primarily as a partnership that should benefit both parties
and that should generate a social dividend.

11
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Report of the

Supervisory Board of
Rabobank Nederlanad

Financial statements

In compliance with the provisions of the articles of association of

Rabobank Nederland, the Supervisory Board has examined the report

and the financial statements. Our examination included discussions

with the internal and external auditors. Partly on the basis of the

auditors'report issued by Ernst & Young Accountants and with a view
to the provisions of Section 19, paragraph e, of the articles of associ-
ation, we propose that the General Meeting of Rabobank Nederland

adopt the financial statements for 2002 and appropriate the profit
for the year as proposed.

New corporate governance for Rabobank Nederland
In terms of governance, 2002 was an eventful year for Rabobank
Nederland.On 6 June 2002, it was decided to alter Rabobank
Nederland’s corporate governance structure. The new top
management structure makes the management model more
transparent and increases management'’s effectiveness. The change
in structure gives the local Rabobanks more say in the strategic
policy. The supervisory duties of the Supervisory Board have been
enhanced.The Executive Board now has managerial responsibility
not only for day-to-day operations and Group policy but also for
the co-operative. Under the old structure, the former Board of
Directors was responsible for the co-operative before its
competence and responsibilities were absorbed by the new
structure.We owe a great debt of gratitude to the members of
the former Supervisory Board and the former Board of Directors

for their commitment in the execution of their duties for Rabobank

Group.

Members of the Supervisory Board as of 6 June 2002
The new Supervisory Board was installed on 6 June 2002. Its mem-

bership is as follows:

Members

L. (Lense) Koopmans
AJ.AM. (Antoon) Vermeer
S.E. (Sjoerd) Eisma
L.J.M.(Leo) Berndsen

B. (Bernard) Bijvoet
T.(Teun) de Boon

S.M. (Sybilla) Dekker

M. (Rinus) Minderhoud
JAAM. (Hans) van Rossum
H.C. (Herman) Scheffer
MJ.M. (Martin) Tielen
AW. (Aad) Veenman

Chairman
Deputy Chairman
Secretary
Member
Member

Future member*
Member
Member
Member
Member
Member
Member

* On 1 April 2003, Mr De Boon will retire as General Manager of

Rabobank Tilburg-Goirle to become a member of the Supervisory

Board with effect from that same date.



Committee and terms of reference Membership

Audit Committee
Duties: advises the Supervisory Board on financial, economic and

supervisory issues

Co-operative Issues Committee:
Duties: advises the Supervisory Board on the co-operative’s broad

functioning

Appointments and Remuneration Committee
Duties: advises the Supervisory Board on issues concerning appoint-

ments and remuneration

Appeals Committee
Duties: advises the Supervisory Board on appeal cases where the
Supervisory Board acts as body for appeals as defined in articles of

association

Report of the Supervisory Board of Rabobank Nederland

M. Minderhoud, Chairman

L. Koopmans, permanent member
L.J.M.Berndsen, permanent member
A.J.AM.Vermeer, rotating member
AW.Veenman, rotating member

S.E. Eisma, rotating member

H.C. Scheffer, rotating member

AJ.AM.Vermeer, Chairman

L. Koopmans, permanent member
M.J.M.Tielen, permanent member

B. Bijvoet, rotating member

S.M. Dekker, rotating member
J.AAAM.van Rossum, rotating member

T.de Boon, future member

L. Koopmans, Chairman
AJ.AM.Vermeer, member
S.M. Dekker, member

H.C. Scheffer, member

S.E.Eisma, Chairman
JAAAM.van Rossum, member

M.J.M.Tielen, member

Committees of the Supervisory Board

Immediately upon its installation, the Supervisory Board started to
work on the organisation of the duties to be performed. Four com-
mittees were established for a proper performance of the duties

and responsibilities under the articles of association. Besides perma-

nent members, two of these committees also have a number of

rotating members. The aim of this arrangement is to achieve the full

involvement of the entire Supervisory Board in the various aspects
of the supervisory role.

To support it in the performance of its duties, the Supervisory Board

intends to gain extensive information, through special meetings, on
a range of banking issues. This will broaden the level of knowledge
of its members and will provide better insight into the elements

that are essential to the management of Rabobank Nederland - and

to the supervision thereof. The first such information session took
place in January 2003. Issues addressed included developments
relating to the new capital adequacy regulations, funding and
liquidity policy and risk management.

Changes on Executive Board
In September 2002 the Executive Board of Rabobank Nederland
successively took formal leave of its Chairman, H.N.J. (Hans) Smits

and its Chief Financial Officer (CFO), WM. (Wim) van den Goorbergh.

At the end of 2002, J.F.CM. (John) van Nuenen likewise relinquished
his position on the Executive Board.The Supervisory Board
expresses its gratitude to Messrs Smits,Van den Goorbergh and
Van Nuenen for their valuable contribution to Rabobank Group’'s
development.The Supervisory Board took the necessary steps

and decisions to fill the vacancies thus arisen. With effect from

1 December 2002, Mr H. (Bert) Heemskerk was appointed as the
Executive Board's Chairman. With effect from that same date,

Mr PJ.A. (Piet) van Schijndel was appointed to the Executive Board.
With effect from 1 January 2003, Mr PW. (Piet) Moerland was
appointed as a member of the Executive Board. At the time of
writing, the post of CFO in the Executive Board is as yet vacant.

Mr Heemskerk has temporarily taken on the relevant duties and
responsibilities. The Supervisory Board will investigate how this
vacancy could be filled.

13
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The supervisory role

During the past year, the Supervisory Board focused on the perform-
ance of its supervisory duties as defined in the articles of associa-
tion.These concern the supervision of the Executive Board's policy
and of the general state of affairs at Rabobank Nederland and its
affiliated entities. Moreover, contacts were maintained in this con-
nection with other entities within Rabobank Nederland, such as the
Central Delegates assembly and the Works Council. Out of the
range of issues dealt with by the Supervisory Board, three special
themes that have been the subject of extensive discussions are
described here.

1) Enhancement of Rabobank Nederland’s supervisory
duties

Compliance with internal and external regulations by all the mem-
ber banks is essential. In this respect, primary responsibility rests
with the management and the supervisory board of each member
bank. However, Rabobank Nederland also plays an important part.
The Executive Board and the Supervisory Board have found that a
number of elements of this supervisory role of Rabobank Nederland
could be improved. Accordingly, organisational measures have been
taken within Rabobank Nederland that should result in faster identi-
fication of flaws and more adequate intervention at local banks. In
addition, Rabobank Nederland has proposed new framework poli-
cies for risk management aimed at preventing problems in this area
at member banks. Part of this policy is a certification approach,
which means that banks that meet certain quality requirements
have greater independence in their lending authority.

2) Budget 2003

In compliance with the articles of association, the Supervisory Board
discussed the budget for 2003. It concluded that the budget frame-
works for the coming year have been set very tightly, but that the
long-term cost levels too, need strict monitoring. This applies to
both Rabobank Nederland and the local Rabobanks collectively.

3) Strategy of Rabobank International
Rabobank International’s more vigorous strategy is another part of

the Strategic Framework. Besides operating in the international
Food and Agri-market and other selected wholesale markets,
Rabobank International is increasing its retail operations abroad,
which are aimed at rural areas and the agricultural market. The
Supervisory Board is of the opinion that Rabobank International’s
strategy is based on careful consideration of the activities to be
undertaken and provides a solid basis for sound long-term perfor-
mance of this business entity.

Finally, the Supervisory Board wishes to thank the members of the
Executive Board and all employees of Rabobank Group for their
contribution in the year under review.

Utrecht, 6 March 2003

The Supervisory Board
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Lines from 2002
to the future

Rabobank Group weathered the turbulent year
2002 relatively well. As in 2001, which was like-
wise characterised by an unfavourable economic
climate, Rabobank Group’s broad spread of activ-
ities yielded reasonably stable results in 2002.

Thanks to this broad basis, which is firmly rooted in the Allfinanz for-
mula, Rabobank Group is in a strong position for the future. Further
strengthening of its market position is nevertheless desirable. It is
against this background that discussions with the local Rabobanks
on a refocused strategy were completed in the year under review.
They have resulted in the new Strategic Framework - Our ambition:
to be market leader.

Starting point

The Strategic Framework's starting point is that the primary focus
of Rabobank Group as a whole is to generate customer value. The
Group acts primarily in the interest of its clients and members.
Together, the local Rabobanks and their clients represent Rabobank
Group's co-operative core business. Their needs are the starting
point for the activities of the entire Group. In that context, Rabobank
Nederland and its subsidiaries not only have a supporting role but
also an initiating and entrepreneurial role. Moreover, the subsidiaries
ensure optimum service to their own clients, who do not bank at a
local Rabobank.

Strategic priorities

In brief, Rabobank Group's ambition is to achieve market leadership

in financial services (Allfinanz), primarily via the co-operative local

Rabobanks. Four strategic priorities have been set in order to achieve

that market leadership ambition:

1. Strengthening the co-operative Rabobanks, Rabobank Group's
core business, by further putting our house in order in the
domestic market.

2. Strengthening our position as an Allfinanz Group.

3. Developing new (international) opportunities for growth and
strengthening our equity position.

4. Strengthening synergies and co-operation within Rabobank
Group.

Strengthening Rabobank

Strengthening the position of the local Rabobanks should be the
first step in the drive to achieve market leadership. This must be
reflected in the sale of more and better services and products -
with the best possible price/quality ratio - to more and to more
satisfied clients. All this is to be achieved in a way that is both socially
responsible and distinguishes us from competitors.

Major role for members
In this respect, the members of the local Rabobanks have a major
role. They form the basis of the local management structure and are



an important anchor for our market leadership ambition. Loyalty to
the business and a preference for Rabobank Group’s financial pro-
ducts are important yardsticks of their engagement. Also, the mem-
bers are a source of growth and inspiration because they give their
opinion on the quality of the services and because they actively
participate in innovation projects. That is why the strategy empha-
sises a broader member base and stronger member engagement.
In the year under review, membership grew to over one million and
numerous initiatives were developed, both by and for members.

House in order

Bringing our house in order implies strengthened selling power and
continuing cost reduction efforts — both at a local and at a central
level — as well as greater efficiency. Our policy is centred on the
local Rabobanks and yielded results in the year under review.
Substantial staff reductions not only caused the rise in costs to level
out at the local banks but also improved financial results. As far as
selling power is concerned, significant improvements are still neces-
sary.Having one’s house in order also means having a vision of the
future positioning of the local Rabobanks in the longer term. What
will the local banks be like in a few years'time? What will their size
be? What should their performance and skill levels be like? And
how will this relate to Rabobank Nederland’s central support orga-
nisation? In the autumn of 2002, a special project group was esta-
blished that should provide an answer to these questions in the
course of 2003.

Streamlining the central organisation

As a result of mergers, the size and skill level of many local merged
banks have increased to such an extent that streamlining of the
central organisation has now become a necessity. In the year under
review, a first start was made. This has resulted in a substantial
reduction for Rabobank Nederland of external staff in particular and
has made an important contribution to better cost control.
However, further streamlining of the central organisation will be
inevitable. Through more demand-driven support, Rabobank
Nederland will continue to respond to the increasing expertise in
the local banks.

Refocused distribution formats

Maintaining the current strong market position of the local
Rabobanks and ensuring growth in those areas where market lea-
dership has yet to be achieved will demand great efforts in the time
ahead of us.We shall continue our work on the efficient promotion
of Rabobank as the bank-near-you in the Netherlands, with the
most closely meshed network, both physical and virtual, of contact
points for our clients. Sales via direct channels, such as the telephone
and the Internet, will be emphasised. In addition, distribution formats
and service concepts for specific client groups, such as the well-off,
will be refocused or developed further.In order to strengthen our
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position in the Dutch corporate market, local banks that meet
certain qualifications will be granted broader capacities to deal with
large transactions independently.

Together, the local banks and Rabobank Nederland Corporate
Clients, which is part of the wholesale banking business, succeeded
in strengthening Rabobank’s position in the corporate market con-
siderably in 2002.

Strengthening our position as Allfinanz
Group

Rabobank Group's strategy aims at strengthening its Allfinanz posi-

tion in three ways:

+ Primarily by strengthening the market leadership of the
Rabobank brand in the distribution of financial services, as descri-
bed above.

- Additionally, by strengthening our market position in financial
services distribution through existing and new subsidiaries.

- Selectively, by strengthening our position as a producer of finan-
cial services by supplying products to distributors outside
Rabobank Group.

Priorities

Currently, Rabobank Group is a market leader in many financial
retail markets, including payments, savings, investment, mortgages
and business financing. This is due to its strong position in the pri-
vate segment, the small and medium-sized businesses segment
and the agricultural sector. Nevertheless, further growth is called for
in a number of areas. In practice, priority will be given to strengthe-
ning our market position in the corporate market, insurance, asset
management (private banking), employment benefits, pensions and
care, consumer credits and mortgages. In addition, the position of
Rabobank Group — and particularly that of the local Rabobanks —
will have to be strengthened in the large(r) cities and among ethnic
minorities.

Subsidiaries: role and added value

Apart from achieving attractive returns, the target for our subsidia-
ries is to strengthen Rabobank Group’s strategic position and image
both at home and abroad and to improve its total risk profile. In this
way we can provide for continued best-buy solutions for clients of
the local Rabobanks, even in the longer term.The subsidiaries are
competence centres for the local banks. Apart from this role, virtually
all of them also serve their own customers, who do not bank at a
local Rabobank. All subsidiaries are assessed according to their
contribution to Rabobank’s market leadership ambition, using
criteria such as customer value and their financial and strategic
added value.
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Pioneer in country banking

'l have set up, acquired and managed new offices for
Rabobank International in a number of countries. Last
year, New York asked me to take on country banking in
North America. | started looking for a local bank that
might serve as a platform for selling our retail products
and services. Market research and personal interviews
suggested Valley Independent Bank in California as a
suitable partner. They were willing to sell, so the deal was

quickly closed. We might expand VIB's network further to

the north and are looking at Canada, where we are already
partnering ATB Financial in Alberta. The objective is to
become the bank of choice for the farmers in those areas.’

Henk Adams, senior vice president Corporate &
Business Development NorthAmerica, Rabobank
International

Selective market strategy for PMEs

Rabobank Nederland's product/market entities (PMEs) are responsi-
ble for developing and processing banking products such as
savings, loans, funds transfers, investments and securities transactions.
At present, their focus is almost completely on serving the local
banks. In order to support Rabobank Group’s market leadership
ambition, it might be desirable for these production businesses also
to perform activities for third parties on a selective basis, for exam-
ple if the existing distribution channels within Rabobank Group
should yield insufficient economies of scale. In this context, multi-
distribution might be another possibility. An example of insourcing
of PME activities is processing securities orders for the Friesland
Bank, which was started in the year under review.

Multi-distribution

The distribution of financial products and services through other
channels, complementary to the services of the local Rabobanks,
could also contribute to the attainment of market leadership. Local
Rabobanks are and will be the Group's most important distribution
format by far. Interesting and profitable client groups that are hard
to reach via the Rabobank format could well be receptive to differ-
ent service concepts. Multi-distribution is also a response to chan-
ging market relations as a result of the emergence of broker chains,
niche players and non-bank enterprises (such as supermarkets) that
are selling financial services. The acquisition a few years ago of
Effectenbank Stroeve and the acquisition of the online broker Alex,
which was begun in late 2002, illustrate how Rabobank Group is
responding to the possibilities offered by multi-distribution.
Another example of this multi-distribution policy is the start of

Obvion, the joint venture with ABP which sells mortgages via
independent intermediaries. In the year under review, the lines
along which multi-distribution may take place have been defined
more clearly. Rules and conditions have been agreed with the local
Rabobanks to prevent multi-distribution via subsidiaries, joint ven-
tures or PMEs from affecting their own activities.

Developing new opportunities for growth

The consolidation in the European financial markets, which was pre-
dicted some time ago, again failed to take off in the year under
review.No doubt, this is partly due to the weak economic condi-
tions in 2002. Once it gains momentum, however, this trend will not
pass Rabobank Group by.

No rash steps

Rabobank Group is not about to rush into things. Its priority is the
effective execution of its market leadership strategy in the
Netherlands.The best preparation for Europe lies in an even stron-
ger domestic market position. If we work hard on that, the Group
will be a very attractive partner to parties abroad — once the con-
solidation trend has gained momentum. However, Rabobank Group
intends to respond only to initiatives that would offer added value
to its clients and that would best serve the interests of co-operative
banking in the Netherlands.

Active in the international retail markets
Meanwhile, Rabobank Group remains very active in the internatio-
nal market.In addition to the internationalisation via Rabobank



International, Robeco and De Lage Landen - something which has
been progressing for many years - the Group is also investing in
strength in international retail distribution.This is achieved by the
acquisition of smaller retail banks in developed markets with a
strong position in the agricultural sector and in rural areas. Our
country banking strategy, as it is called, has its origin in successful
acquisitions in Australia and New Zealand in the second half of the
nineteen nineties. More recent acquisitions are the Irish ACC Bank, in
2002, and the Valley Independent Bank (VIB), in California, in late
2002.The country banking strategy is now considered an important
strategic activity for growth.

In addition, we have started direct-bank initiatives outside the
Netherlands, which are increasing the value realisation of our exper-
tise in virtual banking. It is in this context that the Internet bank
Rabobank.be was launched in Belgium in the autumn of 2002. We
are also aiming to increase our retail position in Belgium and
Germany by means of marketing via the border banks.

Strengthening our equity position

Strengthening our equity position is a prerequisite for the develop-
ment of new (international) opportunities for growth. It is therefore
of prime importance that we earn a satisfactory profit so that we
can substantially increase our equity position through retained ear-
nings. In the longer term, however, this will not be sufficient for the
Rabobank Group to achieve its ambition of market leadership.
Various ways are being studied to raise additional capital. In this
respect, particular consideration will be given to the role that the
members of the local Rabobanks can play as providers of capital
and to possible strategic partners.In the year under review, mem-
bers made another strong contribution towards strengthening
equity via the purchase of new Rabobank Membership Certificates.

Synergy and co-operation

Rabobank Group's strength is determined by the value of mutual
relationships within the Group itself. Good synergy means co-opera-
tion that results in the creation of value.In the year under review, a
great deal of effort was spent on the co-operation between all
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Group entities in order to be able to offer the services and products
the client needs at the optimum price/quality ratio.

That co-operation is not only reflected in common product deve-
lopment but also in the integration of processes and sales-enhan-
cing advice as well as in fruitful dialogue to arrive at major policy
decisions and business processes. For Rabobank Nederland, the new
management structure, which was implemented in mid-2002, forms
a good basis for better co-operation between the local Rabobanks
and their umbrella co-operative, which is in the interest of the local
clients.

In conclusion

The choices made in the Strategic Framework clearly target further
growth.

First, quantitative growth in the sense of more clients, more mem-
bers, higher turnover, better financial results and increased equity.
Secondly, qualitative growth in the sense of better-satisfied clients, a
larger and more variegated product range, more knowledge and
skills, better performance, greater member engagement and a more
efficient internal organisation.

Growth in quantity and quality is extremely important to achieving
the market leadership ambition underlying our Strategic
Framewaork.In order to remain a strong and vibrant organisation,
Rabobank Group has no choice but to grow its business. Clients are
becoming increasingly critical and demanding. The competition is
intensifying, both nationally and internationally. And in such an
environment the harsh law is: stagnation equals regression.

19



20

Rabobank Group Annual Report 2002

Customer value

The customer is at the core of the Rabobank
Group.The Group’s primary focus is on creating
maximum customer value, i.e. the value a client
attaches to the services. Market leadership is

a precondition for being able to continue
investing in high-quality products and services
and generating customer value in the long
term.

Customer value depends on clients’ faith that the Rabobank Group
acts primarily in their interests and clearly puts their wishes and
needs first. Optimum product quality and service quality is therefore
essential. To measure customer value, we have developed the
Customer Value Monitor.

Customer Value Monitor

The Customer Value Monitor continuously analyses the main
indicators of customer value. Within each client group of the local
Rabobanks, Interpolis and Robeco, more than 7,500 people in the
Netherlands are questioned each year on the performance of these
Group entities. Our competitors’ customers are also surveyed about
the performance of their banks so that we can benchmark the
Rabobank against them.The customer value monitor shows that
Rabobank clients differ from clients of competitors by virtue of their

high degree of loyalty and strong identification with their bank. Of
the clients surveyed in 2002, 44% of private individuals and 34% of
businesses thought Rabobank acted primarily in their interests and
not in its own financial interest. For our competitors, this percentage
is significantly lower, at 35% and 27% respectively. In addition, the
Customer Value Monitor measures client satisfaction. This declined
slightly in the year under review. Private individuals awarded a score
of 7.4 on satisfaction, against 7.5 in 2001. Satisfaction among
businesses scored 7.1 against 7.4 in 2001. Robeco Direct and Interpolis
scored 7.7 and 7.6 respectively.

Satisfaction

2002 2001
Rabobank private 7.4 7.5
benchmark 74 74
Rabobank business 7.1 7.4
benchmark 7.0 73
Robeco Direct 7.7 8.1
benchmark 74 76
Interpolis 7.6 7.6
benchmark 76 75




The decreasing customer satisfaction is a trend that is affecting the
entire sector.This is due partly to the fact that banks are increasingly
closing offices in small towns and partly to the shift in services from
physical offices to less personal channels such as the Internet.
Rabobank Group continually aims to improve customer satisfaction.

Service improvement

The Rabobank is engaged in continuous dialogue with clients in
order to adjust its services to market changes and the changing
preferences of (groups of) clients. For example, some elderly or
handicapped people have difficulty using cash dispensing machines
and Internet banking.That is why Rabobank offers extra services
such as home delivery of cash or assistance in the use of virtual
channels.In December 2002, the Bank made an agreement with
SeniorWeb for a national training programme in computer usage
and Internet banking for 60,000 elderly people with a Rabobank
account. Rabobank is the main sponsor of SeniorWeb, an organisa-
tion that employs elderly people to introduce contemporaries to
the possibilities offered by computers and the Internet. Rabobank
has initiated numerous other activities to take its services to a higher
level, such as the expansion of payment facilities and services and
better usage of its network. However, the customer satisfaction
benefits of these activities will not become apparent until the
second half of 2003.

Reality outpacing perception

Despite its many-sided activities, the Rabobank Group is still insuffi-
ciently recognised as an Allfinanz Group with numerous specialised
services. In this respect, market perception is not keeping pace with
the facts.In the near future, specific campaigns will inform business
clients about Rabobank Group’s profile and customer value propo-
sitions.

Complaints

Realising customer value also means being willing to learn from
clients who are not satisfied. Complaints contain valuable informa-
tion that the organisation can use to improve its service.If a client is
not satisfied with the solution offered by the local Rabobank the
matter can be put to the central Complaints Service of Rabobank
Nederland.

In the year under review 2,659 (2,053) clients turned to the
Complaints Service. This strong increase was due in part to the poli-
cy of encouraging clients not to keep their complaints to them-
selves but to air them. In addition, clients are becoming more and
more outspoken. Another reason for the increase is the significantly
higher number of complaints received about funds transfers, parti-
cularly disputed transactions involving ATMs and POS terminals. This
particularly strong increase was due to the fact that cases of mani-

pulated cash dispensing machines were dealt with by the

Customer value

Complaints Service in 2002, whereas previously this was done by
Interpay. The number of complaints about security services showed
a significant decline.

Nature of complaint

2002 2001
Funds transfers 55% 48%
Policy, negligence, discourtesy 27% 27%
Securities 4% 7%
Mortgages 3% 5%
Loans 3% 4%
Cancelling accounts/calling security 3% 3%
Savings 2% 2%
Insurance 2% 2%
Other 1% 2%

2002

2001

Funds transfers

Policy, negligence, discourtesy
Securities

Mortgages

Loans

Cancelling accounts/calling security
Savings

Insurance

Other
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Membership policy

Rabobank Group’s co-operative identity is more
than just a historical fact. It is a vital force that
enables the Bank to achieve its market leader-
ship ambition for its members and clients. The
members are Rabobank’s true capital. Their
direct influence on the course taken by the local
Rabobanks ensures innovation of the products
and services offered as well as of the Bank’s role
in society.

Members are extremely important to the Rabobank. On the one
hand, they are needed for a proper fulfilment of the local co-opera-
tive function and for improvement of the Bank'’s services, and on
the other hand, members on average use more services and their
loyalty is greater than that of other clients.

Strong growth in membership

In 2002 Rabobank strengthened the co-operative’s foundation in a
number of ways. After the strong growth in membership from
550,000 to 825,000 (+50%) in 2001, membership increased by another
283,000 in the year under review, to 1.1 million (+34%) - doubling

in two years'time. Of the new subscribers, 40,000 have become
members in order to be able to buy more Rabobank Membership
Certificates I, among other benefits. The reasons given by the

remaining 243,000 for becoming members varied and included
access to seminars, market studies, networks and non-recurring
discounts on (bank) products. Of the new members, approximately
half mentioned Rabobank’s social role as an additional motive for
joining. A minority is interested in the fact that Rabobank is a bank
where members are in command.Through their membership they

wish to have a say in the Bank's policy.

Greater engagement among members

Besides higher membership numbers, Rabobank wants members
that are more engaged. The Bank stimulates this engagement
through various programmes. In 2002 Rabobank Nederland issued
a new magazine,'U Extra'for exclusive distribution among the

1.1 million members of the local banks. In the year under review, a
large number of the 349 local Rabobanks organised local seminars
and workshops on various themes including investments,
sponsoring, sustainable business and themes of regional economic
interest. At the initiative of members, sector specific knowledge was
exchanged in numerous informal networks. This has created various
communities where people from agriculture, the retail trade or
other professionals meet. Similarly, at Rabobank’s initiative, a digital
youth community was started, where young people can exchange
views and experiences on such subjects as study or career choice.
Some stakeholder groups are facilitated nationally, for example
Rabobank’s young people’s councils, which have existed for some
time.



From engagement to influence

A multiform member base is important for the representative quality
of the local management and supervisory bodies. Management
consults its members on the way in which Rabobank should
position itself in their particular region. Members have a say in the
service quality in terms of, for example, branch office network density,
opening hours and services. They can also determine what the Bank
should do with part of the profit and select projects that are eligible
for sponsoring. Active members enable the local Rabobanks to
closely monitor developments in their area of operation and to
translate these into matching services.

Customer preferences and trends

At present, 16% of all private clients and 40% of business clients are
members. Because Rabobank aims at personal engagement, it seeks
to obtain sound insight into the business preferences and personal
interests of its members through members' meetings, panel discus-
sions and research. This valuable information enables the Bank to
further improve its services.

Greater loyalty among members

Analysis has shown that, on average, members use more services
and respond more often to special offers for new products and
services. In addition, a survey has shown that loyalty among

Club spirit

‘The fact that one can become a Rabobank mem-
ber distinguishes us from our competitors and
provides added value. | always tell my clients that,
as members, they can contribute their ideas and
have a say, that there are discounts and other
benefits, that they receive the U Extra magazine.
Many people are surprised because they do not
associate the word membership with a bank.
Most of them are attracted to the idea, though.

It brings the bank nearer to them. My client Arthur
Weijerman, who is a chef in Zetten, was the one-

millionth member of our organisation. He received
a Membership Certificate and Young Dynamic
Fund shares for his newborn child. Weijerman
loved it. He will be a member for life.”

Daniél di Giacomo, account manager, Rabobank
Betuwe

Membership policy

members is greater than among other clients. Also, their average
rating of the products and services supplied is higher.This high
member loyalty provides Rabobank with a sound basis for develo-
ping its relationships.
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Retail banking

Retail banking

business

The stagnating Dutch economy and the con-
tinuing unfavourable stock exchange climate
hampered Rabobank Group’s retail banking
business in the year under review. Nevertheless,
gross profit of the retail banking business in-
creased by 3%.In 2002, Rabobank Group remain-
ed a clear market leader in the savings and
mortgage loan markets as well as in the local
businesses market.

Helping clients achieve their ambitions by means of financial serv-
ices - that is the mission of the retail banking business, comprised
mainly of the local Rabobanks collectively. To that end, they offer
their clients a broad and coherent package of financial services and
products in the fields of lending, savings, investing, insurance and

leasing.

Private clients

Growth in lending

Lending to private individuals, which predominantly consists of
mortgage loans, rose by EUR 9.5 billion in 2002 to EUR 99.0 billion,
an increase of 11%.

Market share in mortgage loans: 24%

In the year under review, the Rabobank Group put a lot of effort into
maintaining and where possible strengthening its position as a
market leader in mortgage loans.In the autumn of 2002, Rabobank’s
special rates for the “safeguarded mortgage loan”attracted a lot of
clients who were reluctant to take out (new) mortgages in the cur-
rent, uncertain economic situation. Safeguarded mortgage loans
provide for temporary continuation of a client's mortgage payments
should he or she become unemployed or ill for a prolonged period.
Due in part to this autumn campaign and the efforts of Obvion, our
joint venture with the public servants’superannuation fund Algemeen
Burgerlijk Pensioenfonds, Rabobank Group’s market share increased
by 1% to 24% in the year under review (local banks 21% and Obvion
3%).There is strong competition in the market for mortgage loans,
particularly in the mortgage switching market, where many smaller
parties are operating. In order to reinforce our high market share a
consistent price policy will be operated, combined with the devel-
opment of innovative mortgage products.

Business clients

Growth in lending

Lending by the local Rabobanks to businesses increased by EUR 3.0
billion to EUR 51.4 billion in the year under review, up 6%.The local
business market comprises two sectors: trade, industry and services
and the agricultural sector.
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Lending to trade, industry and services

Lending to enterprises in the trade, industry and services sector
rose by 7% in 2002. At year-end, total loans amounted to EUR 33.7
(31.5) billion.The strongest growth was from enterprises in the

health care sector and in the building industry.

Higher market share in trade, industry and services

In 2002, Rabobank maintained its clear market leadership in the
small and medium-sized businesses sector (up to 100 employees).
The Bank’s market share rose to 39%.37% of one-man businesses
bank with Rabobank. For enterprises with 2 to 10 employees, this
figure is 42% and for enterprises with 10 to 100 employees, it is 36%.

Lending to the agricultural sector
Lending to the agricultural sector increased by 5%, to EUR 17.7
(16.8) billion at year-end.

Market share in the agricultural sector remains high
Rabobank’s historically strong ties with the agricultural sector are
reflected in its very high market share of 83%.The local banks' mar-
ket share declined from 87% to 83% owing to the growing number

of business closures in this sector and fierce competition.

Especially special

‘Since 1999, Rabobank’s historical heritage is managed
professionally. We collect documents, objects, photo-
graphs and film footage, file these materials and make
them accessible through exhibitions and articles. The book
“The other bank” describes to a broad circle of readers
what Rabobank stands for - how it developed from an
agricultural loans bank into an international provider of
financial services while retaining its co-operative charac-
ter. Its particular ownership structure and decision-

making processes and the lively internal discussions on
those themes - it's all in the book. And when you're loo-
king into all those things, it makes you realise just how
special this organisation is and how important it is to
keep that heritage alive and exciting.’

Stefan de Boer, company historian,
Rabobank Nederland

Payments

RaboDealAssist for small and medium-sized businesses
After the introduction of real-time payments for businesses in 2001,
services were expanded further with the introduction of
RaboDealAssist in October. Fast and simple, it enables businesses to
perform spot and forward transactions as well as currency swaps
via the Internet. Clients who actively hedge currency exposure can
continually monitor trade prices. Moreover, telephone waiting
queues are a thing of the past.

Chipknip’s definitive breakthrough

Due in part to the euro, use of the Chipknip electronic purse showed
explosive growth.The number of Chipknip transactions more than
doubled in 2002. Its use by the elderly and the handicapped also
showed strong growth. An increasing number of care institutions
and homes for the elderly have adopted the Chipknip as a replace-
ment for cash.In the year under review, the number of load points
increased from 1,821 to 1,859.

Savings

With 40% of the market, Rabobank Group is the clear leader in the
Dutch savings market. Of the total savings in the Netherlands, 37%
are held with local Rabobanks and 3% with Roparco, the savings

arm of Robeco Group.



Shift to Internet savings
Rabobank offers clients a number of different savings options: the

Retail banking

Points of contact and offices

Rabo Return Account via its office network, Rabo Telesavings via the ~ 3:000
telephone and Rabo Internet savings via the Internet.
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The share of Internet savings in the total savings amount at the
local Rabobanks has increased substantially over the past few years.
Currently, 30% of savings is on Internet savings accounts. In the year
under review, the number of Internet savings accounts doubled to
1 million.The reasons why many clients open an Internet savings
account are the convenience of managing one’s savings oneself
and the benefit of high interest rates.

Rabobank distribution policy

Branch network

Of all the financial institutions in the Netherlands, Rabobank has the
most branch offices. The interests of members and clients are central
to the Bank.This is reflected in a closely meshed branch network.
For that reason, Rabobank is and remains the bank-near-you for its
clients.With 1,516 branch offices, 599 cash dispensing machines in
public locations and 402 agencies, the local banks have no fewer
than 2,517 points of contact. For staff policy, security and/or profita-
bility reasons, a number of branch offices have nonetheless been
closed in recent years, particularly in small towns.The success of
electronic banking has meant that fewer and fewer clients visit
physical banks.When a branch office is closed, a sound alternative is
sought in consultation with clients and members. Examples include
the bank bus, periodic agency sessions in community buildings and
the establishment of bank counters in shops. With the aid of an
internal support fund for cash dispensing machines, Rabobank
installs and/or maintains cash dispensing machines in locations
where they are socially desirable rather than economically justified.

Declining staff numbers at local Rabobanks

Due to changing needs, clients are increasingly using direct channels
such as the Rabofoon and Internet banking. As a result, financial
services have partly shifted from the bank office to clients’

homes. In the year under review, this development led to a decrease
in staff numbers at the local Rabobanks of approximately 5%. Staff

numbers are expected to decline further in 2003.

Virtual banking

The Rabobank was the first financial institution in the Netherlands
to be on the Internet, in December 1994. At the time, there were a
mere ten thousand Internet users in the whole of the Netherlands.
Today, the website www.rabobank.nl is one of Europe’s most
frequented Internet banks, with more than 1.3 million hits in
December. With over 1 million online clients, Rabobank is also the
largest Internet bank by far in the Netherlands. Of the active
Internet clients, 86% are private individuals and 14% are business
clients.

Interest in virtual banking (Internet and telephone) again increased
substantially in 2002.Virtual banking is available for payments,
savings and securities transactions. The number of contracts for
Internet banking and the Rabofoon increased by 55% and 20%
respectively. In order to offer optimum quality of products and
services for virtual banking, the Rabobank regularly measures
clients’appreciation for this service. Compared with the other banks
in the Netherlands, Rabobank has the highest average customer

value score of 8.6 for telebanking, telesaving and Internet saving.
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Increase in gross profit
Gross profit of the retail banking business for 2002 was EUR 1,387
million, up 3% on 2001.

Key figures - retail banking business

Results (in millions of euros) 2002 2001 change
Total income 4,705 4436 6%
Total operating expenses 3,318 3,093 7%
Gross profit 1,387 1,343 3%
Balance sheet (in billions of euros)

Total assets 163.7 155.1 6%
Volume of loans 1504 137.9 9%
Savings 60.6 574 6%
Total risk-weighted items 107.3 959 12%
FTEs in local banks 31,670 33,313 -5%
Market share

Mortgage loans 24% 23% +1%
Agricultural sector 83% 87% -4%
Trade, industry and services 39% 37% +2%
Savings 40% 40% 0%

Rabo Vastgoed

Rabo Vastgoed is Rabobank Group’s project development
and finance arm. In close co-operation with the local
Rabobanks, Rabo Vastgoed develops real estate projects, in
particular housing projects. It also participates in projects
with venture capital. The local Rabobanks provide Rabo
Vastgoed with a sound knowledge of the local real estate
market. In turn, Rabo Vastgoed enables local Rabobanks to
capture and retain (new) clients at an early stage.n 2002
Rabo Vastgoed'’s order portfolio increased to EUR 3.9 (3.4)
billion. At the end of 2002, the portfolio comprised 222 (186)
projects.

Obvion

April 2002 saw the start of Obvion, the joint venture
between Rabobank and the ABP pension fund. Obvion sells
mortgage loans under its own brand via independent
agents. Through Obvion, the Rabobank Group is targeting
additional market share in order to strengthen its market
leadership in mortgage loans. Obvion’s market share showed
strong growth in 2002 and averaged 3%.We intend to grow
this to 5% within the next three years. The aim is to sell
other Obvion products as well, such as life insurances and
investment funds, via agents by the end of 2003.

Rabobank.be

People in Belgium too, have become acquainted with
Internet banking at Rabobank. Since November 2002, clients
in Belgium can visit Rabobank.be. This 100% Internet bank
focuses on the private market and offers savings products
as well as a limited number of Robeco investment funds.
Expansion of international retail activities is an important
element in the Rabobank strategy. Rabobank.be is the first
direct-bank initiative outside the Netherlands. Its competitive
rates, simple products and user-friendly site distinguish it
from other Belgian banks.The Bank’s ambition is to be seen
as the ‘best buy in the market’.

More about local banking? Go to:

www.rabobank.nl and www.rabobank.be




Wholesale banking

Wholesale banking

business

Rabobank Nederland’s wholesale banking
business performed well, given the economic
conditions in 2002.The disappointing income
development was offset by cost saving
measures. There was even an improvement on
the gross profit in 2001.

Rabobank Nederland Corporate Clients (RNCC) focuses on the full
breadth of the Dutch corporate market. RNCC also operates in
Belgium.Rabobank International (Rl) is Rabobank Group's internatio-
nal business bank. It operates on a global scale, focusing specifically
on enterprises in the food and agri-business sector and also has
international activities with advanced financial products aimed at
professional counterparts in the financial markets. Group Treasury
provides for Group divisions' liquidity needs and their need for
instruments to hedge their interest rate and currency exposures.
Group Treasury also manages Rabobank Group's balance sheet.

Rabobank Nederland Corporate Clients

Rabobank Nederland Corporate Clients (RNCC) is primarily responsi-
ble for delivering the best possible service to corporate clients
(enterprises, associations and institutions with more than 20 employ-
ees and turnover exceeding EUR 10 million) in the Netherlands.
With the formation of RNCC, Rabobank’s services to clients in the

corporate market were concentrated within a single formula. RNCC
offers a broad range of financial products and specialist services
and works together with sector teams and regional teams. In co-
operation with the local Rabobanks, these teams offer an Allfinanz-
package that is tailored to the client’s specific wishes. Partly as a
result of this customer-focused approach, RNCC's market position
was strengthened significantly and last year's result showed a
strong increase. In addition, a survey of the corporate market has
shown that Rabobank scores highest (7.1) on customer satisfaction
compared with other large Dutch banks.

Rabobank International

The activities of Rabobank International range from advising on
mergers & acquisitions to stock transactions, lending and providing
special financing arrangements. In 2002, Rabobank Group's interna-
tional business bank was confronted with a global economic down-
turn and the consequences of the corporate accounting scandals in
the United States, which caused downward pressure on income. As
a result of strict cost control, Rabobank International nevertheless
turned in a positive performance.

The activities in both corporate finance and traditional lending con-
tributed to this achievement. The second half 2002 showed a clear
increase in structured trade and export financing.

Despite the economic slowdown, the investment banking activities
also performed better than in 2001, with a particularly important
contribution from the arbitrage activities in credit and credit deriva-
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Commercial linchpin

‘We in Corporate Clients serve the corporate market. As
account manager, you are something of a linchpin. You
are the clients’first interface, with responsibility for the
loans product (business lending), and use other product
specialists where necessary. Teaming and leading are
equally important elements in an account manager’s
linchpin role, and that appeals to me. Together, you aim
for optimum customer satisfaction. Often, the local bank
will also have a relationship with a client. We keep each
other posted. At year-end, | am assessed chiefly on my
portfolio results. | like the performance-driven and the

commercial elements — and that applies to everyone here:
we simply want to be the market leader.’

Stephan Veen, account manager, Rabobank Nederland
Corporate Clients

tives. Earnings from mergers and acquisitions mediation were
disappointing however, because this market was practically stag-
nant.There was also a strong decline in results from participating
interests.

Notably, the activities of Rabobank International in the regions Asia
and North America performed very well. Australia made its tradi-
tionally strong contribution.

An important element in Rabobank International’s strategy is coun-
try banking.This involves taking over smaller banks that operate in
rural areas of developed markets and have a strong position in the
agricultural sector. In line with this policy, Rabobank International
acquired the Valley Independent Bank (VIB) in the United States last
year. Following the earlier acquisitions in Australia and New Zealand
in the nineties and that of the Irish national bank ACCBank, the
country-banking model is materialising on a global scale. The target

is for this activity to make a strong contribution to financial results
within a few years.

Rabo Securities

Rabo Securities is Rabobank International’s wholesale securities
house. Its operations include share issues, mergers and acquisitions,
derivatives and share research, sales and trading. Rabo Securities
operates from Amsterdam and London and, from 1 January 2003,
New York as well. Rabo Securities is a member of EuroNext and the
London Stock Exchange. In 2002, Rabo Securities played an active
part in a number of capital market transactions for businesses such
as Aegon, BAM and Aalberts Industries. Rabo Securities was also an
advisor in the public bidding for Uni Invest and the purchase of
Leerdammer by Fromageries Bel. Cost savings offset lower income,
so that gross profit was virtually unchanged from 2001.



Group Treasury

In 2001, Group Treasury benefited from the strong decline in interest
rates but in the year under review, market conditions were consid-
erably less favourable. Nevertheless, Group Treasury performed well
in 2002, given the low risk profile. Mainly as a result of the decreased
trade volume, however, gross profit was lower than in the record
year 2001.1n 2002, Group Treasury again took several initiatives to
improve the Rabobank Group’s balance sheet and liquidity position.
For example, new capital was raised in the form of Rabobank
Membership Certificates. Also, measures were taken to obtain addi-
tional liquidity through central banks in extreme market situations.
Further segmentation of clients and regions has made Group
Treasury better able to raise short and long term funding. Finally, a
system was introduced that enables better control of the counter-

party risks in derivatives and currency transactions.

Key figures - wholesale banking business

Results (in EUR millions) 2002 2001 change
Total income 1,815 1,868 -3%
Total operating expenses 915 983 -7%
Gross profit 900 885 2%
Balance sheet data (in EUR billions)

Total assets 2445 239.1 2%
Lending 47.8 45.1 6%
Total weighted items 359 349 3%
FTEs* 4,729 3,643 30%

* Including acquisitions

Wholesale banking

Gilde Investment Management

Gilde Investment Management provides enterprises with
venture capital, which is invested by specialised investment
funds (including Gilde IT, Gilde Buy Out and Gilde
Participations) in which third parties also participate. Gilde
Investment Management manages these funds.The shares
of these enterprises are sold in due course and the invest-
ments are turned into cash. At year-end 2002, investments
outstanding totalled EUR 650 million. Due to the bad market
conditions, the sale of the enterprises has virtually stagnated
and write-downs were made on several IT participations.

More about wholesale banking? Go to:
www.rabobank.com, www.gilde.nl and

www.rabosecurities.com
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Asset management

and inve

The negative sentiment on the stock markets
resulted in a decrease in both the number of
investment orders from clients of local
Rabobanks and price losses on equity invest-
ments. As a result, assets managed by the
Rabobank Group declined to EUR 153 billion.
Due to acquisitions, gross profit rose by EUR 11
million to EUR 127 million.

Robeco is the competence centre for asset management within
Rabobank Group. This subsidiary offers clients a broad range of
investment funds and services in both Europe and the United
States. Schretlen & Co specialises in asset management, asset plan-
ning and advice and focuses on clients of local Rabobanks.
Effectenbank Stroeve focuses on investment advice, asset manage-
ment and services to professional clients.

Decline in assets managed by Rabobank Group

At the end of 2002, total assets managed by Rabobank Group
amounted to EUR 153 billion, down EUR 25 billion on 2001. Assets
managed comprise the assets managed on behalf of clients and
the Group's own investment portfolio. In 2002, the latter declined by
15% to EUR 51 billion. Assets managed by the Group on behalf of
clients decreased by EUR 16 billion. Price losses results on equity

tment

investments amounted to EUR 17 billion.The sale to Bank Sarasin &
Cie of the International Private Banking activities contributed EUR 11
billion to the decrease, but this was largely offset by acquisitions of
EUR 9 billion.The inflow of new assets amounted to EUR 5 billion.

Acquisitions and strategic alliance

Robeco significantly expanded its activities in the United States
with the acquisition of hedge fund manager Sage Capital
Management and a 60% share in Boston Partners Asset
Management (with an option to buy the remaining share). After
these acquisitions, assets managed in the United States amount to
40% of the total assets managed by Robeco. As a result of the
acquisition of the Dutch hedge fund manager Transtrend, Robeco
clients can invest in hedge funds directly.

Rabobank Nederland took a 28% share in Bank Sarasin & Cie, of
Switzerland, with Rabobank Nederland contributing its own
International Private Banking activities to Bank Sarasin & Cie.In addi-
tion, Rabobank Nederland can obtain a majority interest in Bank
Sarasin & Cie by means of a call option.The alliance ties in with
Rabobank’s strategy to strengthen its position abroad.

Decline in investment orders

Due to the unfavourable stock exchange climate, the number of
investment and option orders from clients of local Rabobanks did
not exceed 1.8 (1.9) million orders, 7% down on 2001.



The taste of success

‘By contrast to equity funds, Robeco Lux-o-rente again
performed well in 2002, with returns of 13.8%. At the end
of December it was number 1 on the "hit list" of the Wall
Street Journal. That's a fantastic feeling. Our bond fund
trades globally in state bonds and bonds of creditworthy
enterprises. Our active interest policy and emphasis on

high credit ratings have given us an edge over other

funds. In addition, we hedge currency risks. In 2002, the
fund was added to Rabobank’s model portfolio. Its size
has doubled since. I love it when a product is popular in
both the sales channel and among clients. Competitors
have their eye on our managers, but there is little staff
turnover. Professionalism and a good working environment
are worth a lot and definitely contribute to our success.’

Edith Siermann, manager fixed-interest investments,
Robeco

Further increase in orders placed via the Internet

Clients are increasingly placing investment orders via the Internet. In
2002,40% of the total number of investment orders were placed via
this virtual channel. As a result, the number of advice orders and
orders placed by telephone declined.In 2002, orders placed via
advisors in local banks declined to 41% and the number of orders
placed via the Rabo Orderlijn to 19%.

Asset management and investment

Number of orders for branded investment funds

Apart from the 1.8 million orders for securities and options, orders
for Robeco funds and Rabobank Membership Certificates from
clients of the local banks were also transacted last year. The number
of orders processed for Robeco funds and Rabobank Membership
Certificates was 1.1 (1.2) million, virtually unchanged from 2001.

Increase in gross profit

Due to the acquisitions made in 2002 and the acquisition, in mid-
2001, of Harbor Capital Advisors, gross profit increased by EUR 11
million to EUR 127 million.

Breakdown of investment orders

Gross profit
(in EUR millions)
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The explosive growth of gross profit in 1999 and 2000 was mainly
due to successes in the field of venture capital and private equity
funds. As a result of the change in economic conditions, these activ-
ities did not generate profit in 2002.

Robeco Group

Robeco is the Dutch market leader in investment funds.
With EUR 6.2 billion of assets managed, the branded fund
Robeco is one of Europe’s biggest funds. Besides offering
investment funds for private clients, Robeco also provides
asset management for institutional clients, who account for
approximately half of the assets managed. With three acqui-
sitions in 2002, Robeco significantly expanded its services in
both Europe and the United States. In the year under review,
assets managed by Robeco declined by 6% to EUR 98 billion.

Schretlen & Co

Schretlen & Co is the Rabobank Group’s asset management
specialist for high net-worth clients of the local Rabobanks.
Asset management is particularly suited for the longer term,
where asset management or advice is combined with asset
planning.The services are available to private individuals
with a minimum of EUR 500,000 freely available for invest-
ment. In the year under review, Schretlen & Co, in co-opera-
tion with the local Rabobanks, introduced a standardised
form of asset management, Rabobank Managed Investment,
for private individuals with a minimum of EUR 150,000 in
assets managed. In addition, Schretlen & Co focuses on
small and medium-sized institutional investors. Assets
managed and held in custody declined by 8% in 2002 to
EUR 3.8 (4.1) billion.

Effectenbank Stroeve

Active investors with a minimum of EUR 150,000 freely avail-
able for investment can turn to Effectenbank Stroeve for
investment advice. Asset management is provided to clients
with a minimum of EUR 50,000 freely available for invest-
ment. Effectenbank Stroeve is the Dutch market leader in
services to professional clients, such as independent asset
managers and brokers. In the year under review, assets
managed and held in custody by Effectenbank Stroeve
increased by 23% to EUR 1.9 (1.6) billion, with particularly
strong growth in the volume of services to professional
clients.

Alex

In December 2002, the Rabobank Group signed an agree-
ment for the acquisition from Dexia Bank Nederland of
Internet broker Alex and the order telephone line VEB-
Bottomline. Not only does this make the Rabobank the mar-
ket leader in investing via the Internet (market share 35%),
but also the market leader in terms of the number of its
investment clients (market share 30%). Alex, which was elec-
ted several times as the best Internet broker in the
Netherlands, focuses on active clients who prefer to place
their own orders against competitive rates. Alex and VEB-
Bottomline are to be combined into a separate Rabobank
Nederland business unit.

Key figures - Asset management and investment

Results (in EUR millions) 2002 2001 change
Total income 586 679 -14%
Total operating expenses 459 563 -18%
Gross profit 127 116 10%
Assets managed (in EUR billions) 153 178 -14%
- For clients 102 118 -14%
- Investment portfolio 51 60 -15%
Number of orders (in millions) 2.9 3.1 -6%
- Securities and options 1.8 19 -7%
- Robeco funds 1.1 1.2 -3%
FTEs 2.030 2462 -18%

More about asset management and investment?
Go to: www.rabobank.com, www.robeco.com,

www.schretlen.com, www.stroeve.com and
www.vebbottomline.com
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Insurance

For Interpolis, 2002 was a difficult year. Due to
falling stock exchange rates, storm damage and
decreasing volumes in the life insurance busi-
ness, gross profit declined to EUR 77 million. For
Interpolis, 2002 was also a year of integrating
the businesses acquired in 2001.

Interpolis is continuing its development as an all-round insurance
company in order to strengthen its market position. It is expanding
its services in the market for brokers as well as in the field of
employment benefits for small and medium-sized businesses.

Transparent

Interpolis stresses its transparency in its products and services, its
communication and its approach to both clients and intermedia-
ries. With this transparency it aims to forge ahead together with the
customer. For example, in cases of damage this means that clients
do not need to fill out complicated forms and that their money is
transferred to their accounts quickly.

Acquisition of BMG Group

In order to strengthen its position in health and safety (Arbo’) services,
absenteeism management and reintegration, Interpolis acquired
the BMG Group in the year under review. BMG Group specialises as

a reintegration mediator for jobseekers, people drawing disability
benefits under the WAO and employees, including those suffering
from illness. BMG has a strong market position, particularly in the
agricultural sector, the building industry and the manufacturing
industry.

People & Work

The Group entity People & Work (occupational health and safety)
supports employers in the prevention of absenteeism owing to
iliness and in the reintegration of employees suffering from illness.
The unit consists for the greater part of Commit Arbo and Relan
Arbo (operating together as Commit as from 1 January 2003).The
businesses and institutions that are clients of Commit employ a total
of over one million people. Commit is responding to the “Gatekeeper
improvement” Act (Wet verbetering poortwachter) that came into
force on 1 January 2002 with the aim of preventing employees from
ending up in the WAQ.Via its Work resumption package, Commit
offers a comprehensive package to reintegrate employees as quickly
as possible and with minimal financial charges to employers.

All-in-One Policy

Within the All-in-One Policy, clients can insure in a simple way
against losses in the categories traffic, home, third-party liability,
legal assistance and recreation. The premium discount increases in
line with the number of categories insured.In 2002 Interpolis added
the continuous holiday cancellation insurance to its All-in-One



Policy, making it the first insurance company to offer this product.
The average number of products per policy increased from 3.03 to
3.23. At the end of 2002, Interpolis had written a total of 1.1 million
All-in-One Policies.

Business Compact Policy

The Business Compact Policy is to small and medium-sized business-
es what the All-in-One Policy is to private individuals. At the end of
2002, the number of policies written was 192,000, an increase by
7%.The average number of categories per policy increased from
2.86 10 2.89.

FuturePlanner
In the past, making provisions for the future was driven by clients’
needs and in many cases by tax motives as well. The tax motive has

Visions of the future

‘To me, the year 2002 meant the introduction of the
futurePlanner: a revolutionary concept that maps out all
the provisions for the future a client has made, including
products with other companies. The analysis immediately
suggests suitable solutions for any shortfalls. The
futurePlanner implies a long-term relationship with the
client, for we send him annual updates, enabling the client
to see if the financial arrangements still suffice for his

future needs. Initially, | was responsible for the develop-
ment of communication tools and have also guided the
futurePlanner’s introduction at both Rabobank and
intermediaries. The futurePlanner was developed and
placed in the market in a mere six months and was very
well received.’

Carmelina Di Rosa, Marketing Communication, Interpolis

Insurance 37

been eliminated by changes in the tax system. With its FuturePlanner,
introduced in the year under review, Interpolis offers clients a trans-
parent and easy insight into their financial situation and provides
appropriate product solutions and service.

Insurance premium income

Life insurance premium income under pressure
Interpolis is a clear market leader in annuities. Income from annuities
and single-premium policies fell by 42% in 2002 to EUR 614 million.
The decrease is mainly attributable to the fall in demand for life
insurance resulting from the increasingly complex tax treatment of
retirement benefits. Income from recurring premiums from private
individuals such as mortgage insurance and insured savings rose
7% to EUR 820 million.
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This is partly the result of specific advertising campaigns in co-
operation with the local Rabobanks. In 2002, total premium income
from the life insurance business amounted to EUR 2,404 million,
down 15%.

Package policies successful

Income from non-life insurance activities rose by 15% in 2002 to
EUR 1,256 million. Part of the increase is due to growth of the num-
ber of package policies. The average number of categories insured
per policy likewise rose.

Higher income from services

Income from services in the fields of pensions and occupational
health and safety (absenteeism management, health and safety
services and reintegration) increased by 9% in 2002 to EUR 242
million. Occupational health and safety showed a particularly strong

increase.

Results

Decline in gross profit

Gross profit declined by 62% to EUR 77 million in 2002. Lower
investment returns and significantly higher non-life charges are the
main contributors to this decline. The agricultural sector in particu-
lar was hit hard by the storm of October 2002. Interpolis is the mar-
ket leader in this sector.

Share portfolio value development

At end 2002, the market value of Interpolis’ share portfolio was lower
than the purchase price as a result of the strong decline in share
prices. The difference was charged to income. An amount of EUR 192
million was included in Value adjustments to financial fixed assets.

More about insurance? Go to:

www.rabobank.com and www.interpolis.com

Key figures - Insurance

(in EUR millions) 2002 2001 change
Insurance premium income 3,660 3,926 -7%
- Non-life 1,256 1,093 15%
- Life 2,404 2,833 -15%
Income from services 242 223 9%
Gross profit 77 201 -62%
FTEs 5,215 4,788 9%




Leasing

De Lage Landen is Rabobank Group’s centre for
vendor finance, leasing and trade finance
activities. It performed well in 2002, both inter-
nationally and nationally. Its loans portfolio grew
to EUR 11 billion in 2002. Adjusted for currency
exchange effects, this is an increase of 14%.

Gross profit increased by 11% to EUR 238 million.

Internationally, De Lage Landen concentrates on vendor finance,
offering lease facilities for sales support via the sales channels of
manufacturers and distributors of capital goods. This activity is sup-
ported by modern e-business applications. In the Netherlands, this
Rabobank subsidiary focuses on leasing and trade finance products.
Leasing products include equipment leases, real estate leases,

[T leases and car and commercial vehicle leases (Translease).

International activities

De Lage Landen now operates in 19 countries in Europe and the
Americas, plus Australia and New Zealand. It concentrates on enter-
prises with activities in agricultural machinery, telecommunications,
computers, photocopiers, (internal) means of transport and medical
equipment. De Lage Landen is a global leader in the vendor finance
market. Last year, it added leading businesses to its customer base,
including Philips Medical Systems (USA), IBM Global Finance and
Océ.In addition, Banco DLL Brazil was incorporated to support the
activities in Brazil.

Activities in the Netherlands

De Lage Landen’s strength lies in its fast settlement of standard
lease contracts and its specialist knowledge of objects in various
branches of industry. De Lage Landen’s product range is marketed
both through the local Rabobanks and directly. Port of Rotterdam,
Tiscali and Macintosh Group were among the new clients acquired
last year by the Dutch division.

Leasing

Loans portfolio

De Lage Landen’s total loans portfolio at end 2002 amounted to
EUR 11.0 (10.6) billion. Adjusted for currency effects, this is an
increase of 14%. Of this amount, EUR 2.6 (2.3) billion related to the
Netherlands division, EUR 3.5 (3.6) billion was attributable to the
Vendor Finance Europe division and EUR 4.9 (4.7) billion to the

Vendor Finance America division.

Increase in gross profit
In spite of the difficult economic situation, gross profit rose 11% to
EUR 238 (215) million.

More about leasing? Go to:
www.delagelanden.com

Key figures - De Lage Landen

Results (in EUR millions) 2002 2001 change
Total income 525 475 1%
Total operating expenses 287 260 10%
Gross profit 238 215 11%
Loans portfolio (in EUR billions) 11.0 10.6 4%
- Netherlands 2.6 23 12%
- Europe 35 36 -2%
- America 49 4.7 5%
FTEs 2,225 2,036 9%
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Funding and
investor relations

Our ambition to be market leader requires
broad access to diversified funding sources. In
2002, Rabobank Group raised a total of EUR 40
billion in additional liquid funds and growth
capital from private investors and professional
parties in the market. The Group’s funding was
reinforced by means of new instruments and a
varied distribution of bonds.

The Rabobank Group's funding policy is to meet the funding re-
quirements of the Group entities at an acceptable cost.The policy
is characterised by a diversification of funding sources, flexibility of

funding instruments and active investor relations.

Happy with Membership Certificates

‘Last year was a difficult year for investors and investment
advisors alike. From the end of 2001, analysts had been
promising a rally but in the end it never materialised in
2002. In times like these, discussions with clients take a
completely different turn. It was always profits or more
profits, whereas in 2002, we had to advise clients to take
their losses in order to avoid even worse. It is important to
keep in touch. Although there is not much you can do in
the area of transactions, you can achieve things in the
area of relationships. As advisors we were very happy with
the Membership Certificates Il. A beautiful product and a
fine alternative for bonds and savings accounts. It was
great to be able to add the membership story. Then you're
proud to “sell” your own bank.’

Marlyn Neeleman-Malawau, senior investment advisor,
Rabobank Ouderkerk-Krimpen

Rabobank Membership Certificates

The successful issue of Membership Certificates provides access to
a very broad and potentially promising market of private investors.
The unique combination of membership and longer-term returns
on the certificates forms the basis of a durable relationship with
both clients and employees.In 2002, EUR 1.75 billion worth of
Membership Certificates were sold, which is significantly more than
the estimated EUR 1 billion.The total number of Certificates issued
in the past three years now represents a value of EUR 4.3 billion.

High solvency

Total assets grew by 3% in 2002, to EUR 375 (364) billion. In a period
of increasing risks in investment values, its high solvency (BIS ratio
10.5) gives Rabobank Group a strong position for raising liquid
funds.




Bonds

The issue of bonds raised EUR 10 billion in the market. In the year
under review, both institutional and private investors showed
increasing interest in fixed-interest bonds, which greatly benefited
Rabobank Group. Specific initiatives (structured medium term
notes) raised an additional EUR 5 billion of liquid funds in 2002 and
gave Rabobank Group a prominent position in this market.

Rabobank Group's international reputation as a financial institution

with a high credit rating offers exciting opportunities in Asia as well.

In co-operation with Daiwa Securities, of Japan, more than 200 mil-
lion dollars in bonds were placed with Japanese private investors.
By concluding alliances with various parties in Asia, Rabobank
Group aims for local funding that would enable it to finance new
activities in these regions as well. The majority of local funding is
used to finance Rabobank Group entities in other regions.

Investor relations

Active relationships with lenders are essential for broadening our
access to the international capital market. In 2002, contacts with
international investors were intensified. Intermediary parties and
asset managers make up an influential group, with which close
relationships are maintained. Road shows, newsletters and online
information at www.rabobank.com are used to inform major inter-
national investors about, inter alia, the Rabobank Group’s strategy,
liquidity and risk management and transactions in the money and
capital markets.

Top ratings

Banks with the highest ratings from the leading rating agencies are
known as the world’s safest banks. Of all the private banks in the
world, Rabobank has the highest credit ratings. These top ratings

enable Rabobank Group to finance its activities at relatively low costs.

Funding and investor relations

Long-term ratings Rabobank (as of March 2003)

Rating agency Rating Trend
Standard & Poor’s AAA Stable
Moody’s Investors Service Aaa Stable
Fitch Ratings AA+ Stable
Dominion Bond Rating Service AAA Stable

Funding in different currencies

American Dollar
Euro

Japanese Yen
Swiss Franc
Norwegian Crown
Australian Dollar
Other

49%
24%
7%
6%
4%
3%
7%

More about funding and investor relations?
Go to: www.rabobank.com

If you would like to receive the newsletters
please register by e-mail at ir@rabobank.com
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Employees

Achieving clients’ ambitions through financial
services goes hand in hand with the personal
development of employees. Accordingly, in the
view of Rabobank Group, good working
conditions, terms of employment and ongoing
development of its managers and employees
are preconditions for achieving its strategy.

The 2002 working conditions survey showed that, as in 2001,
Rabobank’s employees were satisfied with their employer. They are
particularly enthusiastic about the development and training possi-
bilities offered. Salary and other terms of employment also scored
well.On the other hand, employees are less satisfied with their line
managers and the co-operation within departments. In the labour
market, Rabobank has a good reputation as an employer on
account of its fringe benefits and varied opportunities for personal
development. A good image remains vital to our recruiting power
in the labour market.

Staff numbers

The number of jobs at the combined local Rabobanks declined by
1,643 in 2002. Efficiency programmes and the unstoppable advance
of virtual channels will cause additional job losses in the local banks
in 2003.The total number of jobs in Rabobank Group declined

slightly. At year-end, the number of full-time equivalents was 51,867,
compared with 52,173 in December 2001.This represents a total of
58,096 employees.

The boards of the local Rabobanks managed this staff reduction
well. Through the Job Centres established in 2001, many supernu-
merary employees found new functions either within the organisa-
tion or outside it. Under the Social Statute, there is a mediation obli-
gation to supernumerary staff (from job to job'), which extends to
seeking suitable work outside Rabobank as well. The remainder of
the staff reductions have been effected via natural turnover.
Because of all the changes, it is crucial for employees to have and to
retain broad employability. For that reason, employees and their
managers together draw up Personal Development Plans, in which
they agree on training and development goals.

Management as spearhead

Management development is a spearhead in staff policy. Thousands
of vacancies in management functions need to be filled annually,
for which the Bank wishes to make optimum use of the knowledge
and experience available in the various business entities. Since
September 2002, the Management Development Circle (MDC)
lends support in the preparation of career advice.In 2002, three
groups of 100 senior managers each attended the internal manage-
ment training, which focuses on core aspects of leadership.



Unexpected switch

“As a result of cost cuts, | quite unexpectedly lost my job as
a communications adviser at Rabofacet. | started to look
to the future as quickly as | could. | was coached via the
Job Center, Rabobank’s mobility centre. But | also took my
future in my own hands. My preference was in electronic
media and that’s where | found a new job. At Rabobank
Nederland. | now co-ordinate the new e-HR portal that is
to be placed on our Intranet. On this site, employees can
find everything in the area of human resources: terms of
employment, arrangements, salary grades, arithmetic
models, forms. In the future, the site can be accessed via
the Internet and employees will be able to enter changes
directly. It will be a true human resources self service
channel and it’s very exciting to contribute to it.’

Marijke Varkevisser, content manager e-HR portal
Rabobank Nederland

Performance-based remuneration in new Collective
Labour Agreement (CAO)

In June 2002, Rabobank and the unions agreed on the Rabobank
CAQ, which has a 13-month term.The agreement provides for a
3.6% pay rise. It also paves the way for performance-based assess-
ment and payment for job groups 12 and 13 with effect from 2003.
In the current financial year, experience with this method will also
be gained in other groups. If this turns out to be a success, all job
groups in Rabobank will switch to the new system in 2004.

Employees

Performance-based work and remuneration are important aspects
of the organisational restructuring. The Bank expects to achieve its
market leadership ambition partly by linking performance assess-
ments of departments, teams and, where possible, individual staff

members to customer satisfaction.

Virtual Labour Market and e-HR
Increasingly, Internet technology is playing a role in staff issues as
well.In the year under review, the Virtual Labour Market was opened
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on the Intranet. This site combines staff supply and demand.
Employees can not only view internal vacancies but also enter their
CV and career wishes. Employees automatically receive an e-mail
message informing them as and when a suitable vacancy arises.
Also in 2002, a pilot for an e-HR portal was started, providing employ-
ees with information on matters such as terms of employment,
career and training and allowing them to calculate their own leave

More about working at Rabobank Group? Go to:

days or enter simple changes. As the pilot has proven successful,
y P g P P www.rabobank.com

the e-HR portal will be made available to the entire organisation.

Analysis of Rabobank Group staff in 2002 (in numbers)

Netherlands Abroad Total 2002 Total 2001
Local Rabobanks 36,657 - 36,657 38,189
Wholesale banking 1,045 3,741 4,786 3,659
Rabobank International 504 1,958 2,462 -
Rl foreign participating interests - 1,725 1,725 -
Group Treasury 314 - 314 -
Rabobank Nederland Corporate Clients 227 58 285 -
Asset management 1,583 570 2,153 2,593
Robeco Group 1,210 559 1,769 -
Schretlen & Co 210 - 210 -
Effectenbank Stroeve 141 - 141 -
Other asset management 22 11 33 -
Insurance 5,873 28 5,901 5,362
Interpolis 5,873 28 5,901 5,362
Leasing 732 1,585 2,317 2,122
De Lage Landen 732 1,585 2,317 2,122
Other 6,278 4 6,282 6,195
Market management 784 - 784 -
Product-market units 1,230 - 1,230 -
Corporate staff and services 1,399 - 1,399 -
Rabofacet 2,334 - 2,334 -
Rabobank Nederland Securities Services 296 - 296 -
Rabobank Vastgoed 66 - 66 -
Gilde 48 - 48 -
Obvion 121 - 121 -
Other - 4 4 -

Total Rabobank Group 52,168 5,928 58,096 58,120




Sustainability and social engagement

Sustainability ano
social engagement

Rabobank Group is convinced that, for the
longer term, sustainable relations of production
contribute to the vitality of our economy and
the profitability of individual producers.
Accordingly, considerations in favour of a clean
environment, humane working conditions and
social well-being play an increasing part in the
Group's business and financial policies.

Traditionally, the local Rabobanks have a strong commitment to the

investment climate and general well-being in their area of operation.

Because of their co-operative tradition and their focus on common
values, they need to find a proper balance between the various
interests of people, the market and society. This is reflected in their
lending policy, their engagement in local initiatives and the range
of financial products offered to their clients. Sustainability also plays
an important part in advising on business plans and realignments.
The choice in favour of environmentally friendly products and tech-
nology is often a source of innovation and helps co-operation
within supply chains.

Sustainability essential in credit applications
Rabobank Group feels partly responsible for Dutch society.
Accordingly, it assesses credit applications on aspects including

sustainability, socially responsible business practices, genetic modifi-
cation and ethics. In the year under review, internal guidelines were
adjusted for these demands and are now more in line with the
general code of conduct, mission statement and code for genetic
modification of Rabobank Group as well as its internal views on
socially responsible business practices. Obviously, as regards loans,
businesses must meet current environmental laws and regulations.
Estimated environmental risks and social issues, however, are also
important, including compliance with social standards, respect for
the well-being of animals and the use of genetic modification. In
practice, this might result in credit applications being rejected.

Reviewing and reporting

In order to measure progress made in sustainability and social
engagement, indicators were formulated in 2002 for both reporting
and managing of the activities. As a result, targets for sustainable
housing, green investments, lending and human resources manage-
ment are more objective than in the past. At Group level, this com-
prises a large number of indicators. In a pilot project, 20 local
Rabobanks are using fifteen key criteria to assess the practical appli-
cation of the sustainability standards in their area of operation.

Green facility continued

In June 2002, there were strong signs that the 1.3% tax rebate for
green investments would be discontinued. As a result, Rabo Green
Bank was forced to put a temporary stop to the issue of Rabo Green
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Bonds and the offers for green financing. As it turned out, the green
facility was continued after all. Despite the period of forced inactivi-
ty, the Rabo Green Bank granted more than EUR 360 million in new
green loans in 2002 (EUR 320 million in 2001).This increase was
mainly due to the growth in green financing of wind turbine parks
and the overflow of Green Label Funds from 2001, as a result of the
tighter criteria for the green facility introduced with effect from

1 January 2002. Growth in biological farming stagnated.The green
loans are financed with Rabo Green Bonds. In the first half of 2002,
EUR 250 million of green funds were raised. At the end of the year
under review, there was a new issue of Rabo Green Bonds, to which
investors subscribed for an amount of EUR 375 million.

“Green” electricity

In 2002 Rabobank Group extended its contract to cover its ‘green”
energy requirement.Virtually all Group entities in the Netherlands
make use of the contract. The share of “green”electricity was 17%
of the total requirement. During 2003, this will be increased to a
quarter.

Index and rating

Rabobank Group’s sustainability data for 2002 are the input for the
Group's Sustainability Rating in 2003.This rating, which is given by
the independent Swiss SAM institution, is an environmental, social

Incentive

‘With our respective medical and technical backgrounds,
we complemented each other in the development of the
Air Manager Pro: a heart-lung machine that makes open
heart surgery safer. The beauty of it is that patients really
benefit from it. The Herman Wijffels Award was a great
incentive. Among other things, the money, 100,000 euros,
enabled us to pay for the CE hallmark procedure. As soon
as we have that mark of quality, we can start selling the
equipment. The award was also a mental stimulus. You

put a lot of time and money into an enterprise and have

to make some difficult choices. The award was a
confirmation that we were on the right track. Our latest
product is called Dyna-Vision. It permits the measurement
of blood circulation and cardiac functions without having
to take blood samples.’

Sander Huntelerslag and Rutger Brest, Kempen - R&S
TechMedic B.V,, clients with Rabobank Alkmaar and
winners of the Herman Wijffels Innovation Award 2002

and financial assessment of enterprises. Globally, 32 renowned
banks are included in the SAM index.

An extensive report on sustainability and social engagement will be
included in our Annual Report 2002 People, Planet, Profit, to be
published in June 2003.

@ More about sustainability and our social

engagement? Go to: www.rabobank.com




Financial

Financial developments

developments

Despite unfavourable market conditions,
Rabobank Group nevertheless succeeded in
realising a net profit of 4%. An acceptable result,
despite falling short of the long-term target of
annual growth in net profit of 12%.The Tier |
ratio was 10.3 and the return on equity was 9.6%.

Rabobank Group aims at realising customer value, with financial

stability and employee value as preconditions. As a financial co-

operative, the client’s interest comes first in Rabobank Group's

policies and targets.We wish to create customer value by:

- offering the best possible financial services to our clients;

- providing continuity in our services;

- demonstrating our commitment to our clients and their circum-
stances.

Financial targets

Rabobank Group will continue to aim for long-term annual growth
in net profit of 129%, an annual return on equity of 10% and a Tier |
ratio of 10.0.On account of the economic situation and the stock
exchange climate, combined with scant prospects for concrete
improvement, these targets cannot be maintained for the near future.
We will therefore use the following targets for the near future: growth
in net profit of 8%, return on equity of 8% and a Tier | ratio of 10.0.

In the light of the focus on customer value and an appropriately
conservative risk profile the Rabobank Group considers maintaining
a Tier I ratio of 10.0 as its chief financial target.

Due in part to the issue of Rabobank Membership Certificates, the
Tier I ratio for 2002 was 10.3.Return on equity was 9.6%. Net profit
rose by 4%.

Outlook for 2003

The outlook for the economy and the stock exchange climate in
the near future continues to be highly uncertain. It is therefore diffi-
cult to make any definite statements on the profit expected for
2003.The focus remains on leveraging commercial opportunities
and on the continuation of programmes to enhance efficiency and
effectiveness. If income shows only a limited increase, stringent cost

control would obviously be crucial for achieving the financial targets.

Barring unforeseen circumstances, Rabobank Group expects a slight
increase of the operational result in 2003.
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Notes to the balance sheet

Notes to the
balance sheet

Rabobank Group’s consolidated total assets
grew by 3% in 2002 to EUR 375 billion. Lending
to the private sector increased by 8%. Due to
the highly disappointing year at the stock
exchanges, savings were more popular than
investments. Savings with the Rabobank Group
increased by 5%.

Assets

Total lending

Total lending by Rabobank Group increased by 8% in 2002 to
EUR 225.3 (208.6) billion. This total comprises:

- public sector lending;

- professional securities transactions;

- lending to the private sector.

In 2002, lending to the public sector was virtually unchanged at
EUR 0.8 billion. Professional securities transactions increased to EUR
12.1 (10.6) billion. Lending to the private sector - private individuals,
the agricultural sector and the trade, industry and services sector -
rose by EUR 15 billion in 2002 to EUR 212.3 billion.This is an 8%
increase, which is below the level of previous years.

Breakdown of private sector lending

M Agricultural sector 16%
B Trade, industry and services 36%
B Private individuals 48%

- Trade, industry and services
Enterprises in the trade, industry and services sector borrowed
EUR 2.3 billion more in 2002 than in 2001, an increase of 3%. As a

result, total loans granted to this sector amounted to EUR 75.8 billion.

- Agricultural sector

At the end of 2002, business clients in the agricultural sector borrowed
6% more than in 2001.The total volume of loans to the agricultural
sector amounted to EUR 33.4 (31.7) billion, of which EUR 20.2 (18.8)
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billion was granted to the primary agricultural sector and
EUR 13.2 (12.9) billion to the international food & agri-business sector.

- Private individuals

Total loans to private individuals amounted to EUR 103.0 (92.1) billion,
EUR 10.9 billion higher than in 2001 and an increase of 12%.
Mortgage loans accounted for the greater part, EUR 99.8 (88.3) billion.

Lending by operating unit

B Retail banking 70%
B Wholesale banking 23%
B oOther 7%

Of the total of EUR 212.3 billion in loans to private individuals,

EUR 1504 billion was granted by the retail banking business, made
up of the local Rabobanks. Their share of total lending is 70%.The
wholesale banking business accounted for EUR 47.8 billion of loans
granted, 23% of the total. The other units accounted for EUR 14.1
billion of lending by the Group.

Banks

The item banks comprises the funds loaned to credit institutions.
In 2002, this item increased by EUR 7.1 billion to EUR 47.2 (40.1), of
which EUR 40.1 (28.4) billion related to professional securities trans-
actions.

Other assets

At the end of 2002, Rabobank Group’s balance sheet included

EUR 71.3 (78.7) billion worth of interest-bearing securities. EUR 11.1
(12.6) billion had been invested in shares and EUR 1.8 (5.3) billion in
short-term government paper.

Liabilities

Funds entrusted

Funds entrusted to Rabobank Group - savings, professional securities
transactions and other funds entrusted — declined marginally in
2002, by EUR 0.6 billion to EUR 171.6 billion. At end 2002, the volume
of savings was EUR 66.3 (63.1) billion, up 5%. After their significant
increase in 2001, savings rose in 2002 as well. The unfavourable
stock exchange climate and the economic uncertainty caused many
clients to opt for a secure savings account. Professional securities
transactions amounted to EUR 6.0 (8.5) billion. Other funds entrusted,
including business balances on current accounts and private balan-
ces on payment accounts, declined by EUR 1.3 billion to EUR 99.3
billion.

Other liability items

The item banks increased by 7% to EUR 85.9 (80.0) billion.The item
debt securities grew by 6% to EUR 61.7 (58.5) billion. At the end of
2002, provisions amounted to EUR 18.3 (18.3) billion. Of this amount,
EUR 154 (14.5) billion related to Interpolis'technical reserves.

Increase in Group equity

Rabobank Group's reserves increased by EUR 1.9 billion to EUR 14.9
billion.This was the outcome of the addition of the issued Member
Certificates and net profit on the one hand and the write-down

in connection with the payment of goodwill on the other. At the
end of 2002, Group equity amounted to EUR 21.2 billion, an increase
of EUR 2.8 billion.In addition to reserves, this item comprises sub-
ordinated loans, the fund for general banking risks and third-party
interests.



Off-balance-sheet activities

Off-balance-sheet activities include guarantees, irrevocable facilities
and derivatives. At year-end, the amount of guarantees was EUR 7.7
(9.7) billion and the irrevocable facilities were EUR 27.2 (25.7) billion.
The notional value of the derivatives outstanding was EUR 1,700
(2,213) billion.The credit risk incurred on these instruments is com-
parable to EUR 34.6 (29.9) billion in loans.

Tier | ratio: 10.3

The Tier | ratio and the BIS ratio are the most common ratios used
in the financial world to measure solvency.The Tier | ratio expresses
the relationship between core capital and total risk-adjusted assets.
At 31 December 2002 the Tier | ratio stood at 10.3 (9.9). This is higher
than the long-term target of 10.The minimum requirement set by
the external supervisors is 4.The high solvency ratio is one of the
reasons for Rabobank Group’s triple A rating by both Moody's and
Standard & Poor’s.

Total risk-adjusted items increased by EUR 13.0 billion to EUR 165.8
billion. This increase was largely due to the rise in lending.The Tier |
capital increased by EUR 2.0 billion to EUR 17.1 billion.

BIS ratio: 10.5

The BIS ratio is calculated by dividing the total of Tier | and Tier I
capital by the total of risk-adjusted assets.The BIS ratio came to 10.5
(10.2). This comfortably exceeds the minimum requirement set by
the external supervisors of 8.0.

Notes to the balance sheet

Development in capital and solvency ratios

(in EUR millions)

2002 2001
Tier | capital 17,071 15,092
Tier I ratio 103 9.9
Tier | and Tier Il capital 17,414 15,542
BIS ratio 105 10.2

Change in accounting policy for pensions

The Rabobank Group's financial statements for 2001 stated that a
change in the accounting policy for pensions would be implemen-
ted with effect from 1 January 2002.The change concerns the
method of recognising pensions in the financial statements. It has
been decided that recognising pension charges on a cash basis of
accounting (with alternating repayment of pension contributions,
zero pension contributions or very high contributions) is no longer
suitable. It is not appropriate for short-term aspects of extremely
long-term pension agreements to have a substantial effect on annu-
al results from one year to the next.In addition, the new method of
accounting for pensions in the financial statements is in line with the
approach adopted in other banks with international operations.The
effect of this kind of change in accounting policy is required to be
included in equity, with an adjustment of the comparative figures for
the previous year.On 1 January 2002, EUR 1.9 billion was charged to
equity. Under the new accounting policy, peaks in pension charges
will be a thing of the past as from 2002.
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Notes to the prof
and loss account

Rabobank Group’s net profit increased by 4%
in 2002 to EUR 1,250 million. As a result of the
economic slowdown and the poor stock
exchange climate, growth in net profit was
lower than in previous years.

Income

Total income rose by 2% in 2002 to EUR 8,564 million. Interest
income accounted for the major part, 63%, of total income.

Interest income

Interest income increased by EUR 309 million in 2002, to EUR 5,391
million, up 6%.The increase is due to growth in both lending and
savings.

Proceeds from securities and participating interests
Proceeds from securities and participating interests increased by
EUR 12 million to EUR 529 million. Gains on the sale of participating
interests especially showed a significant decline in 2002 as a result
of the unfavourable stock exchange climate. The sale to Bank
Sarasin & Cie of the international private banking activities resulted
in a gain of EUR 81 million.

Commission
Total commission income for 2002 was EUR 1,795 (1,760) million,
up 2%.

Commission

(in EUR millions)
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Commission on services

Interpolis achieved a 9% increase in commission on services
(pensions and occupational health and safety), to EUR 242 million.
Commission on occupational health and safety services particularly
showed a significant increase.

Securities brokerage

As a result of the depressed stock exchanges, income from securities
brokerage fell by 7% to EUR 269 (291) million. Securities brokerage
is realised mainly by the local Rabobanks. The fall in stock prices
scared off many clients, which caused the number of orders for
securities, options and branded investment funds to decline by 6%,
to 2.9 million, from the poor year 2001.The increase in the use of
the Internet to place investment orders also contributed to the
decrease of securities brokerage.

Asset management fees

Asset management fees consist for the greater part of management
fees received from the investment funds. Asset management fees in
2002 were EUR 386 million, down 4% on 2001.

Results on financial transactions

Results on financial transactions fell by 32% in 2002 to EUR 285
(422) million. Results on financial transactions are realised mainly by
the wholesale banking business.

Other revenue
Other revenue was EUR 564 (653) million, down 14%. Other revenue

includes underwriting results on Interpolis insurance contracts.

Expenses

Operating expenses fell slightly, by 2% to EUR 5,839 (5,965) million.
At 63%, staff costs make up the bulk of expenses.

Staff costs

Staff costs rose by 3% in 2002 to EUR 3,682 (3,565) million, mainly
due to salary increases. Hiring costs for temporary and external staff
were lower. The Rabobank Group's staff numbers decreased by 306
FTEs to 51,867 FTEs. The number of jobs decreased especially in the
local Rabobanks, where the number of FTEs fell by 1,643.1n other
activities, the number of FTEs increased as a result of acquisitions
and the replacement of external staff.

Other administrative expenses and depreciation

Other administrative expenses declined by 12% to EUR 1,789 (2,032)
million. Depreciation of buildings and fixtures and fittings was
unchanged at EUR 368 million.

Notes to the profit and loss account

Operating result

Rabobank Group's operating result for 2002 was EUR 2,725 (2,469)
million, up 10% on 2001.

Operating result by Group unit
(in EUR millions)
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Rabobank Group's operating result is achieved by six activities.
These are:retail banking, wholesale banking, asset management,

insurance, leasing and other.

Retail banking business

In 2002, gross profit from retail banking increased by EUR 44 million
to EUR 1,387 million, up 3%.Total income was up 6% and operating
expenses were up 7% on 2001.The increase in income is largely
due to growth in both lending and savings. The number of securi-
ties orders fell, and so, consequently, did securities brokerage. Partly
as a result of efficiency programmes, the increase in expenses was
relatively limited. Staff numbers fell by 1,643 FTEs in 2002.

Wholesale banking business

The wholesale banking business (Rabobank International, Rabobank
Nederland Corporate Clients and Group Treasury) achieved a slight
improvement of EUR 15 million, to EUR 900 million. Due to cost
measures, charges fell by 7% to EUR 915 million. Income declined by
3% to EUR 1,815 million. Compared with 2001, Rabobank
International’s income from venture capital in particular was lower.
Partly as a result of the low interest volatility, Group Treasury was
unable to improve on the excellent result achieved in 2001. Gross
income of Rabobank Nederland Corporate Clients was considerably

higher than in the previous year.

Asset management
Results from asset management activities were under severe
pressure from the unfavourable stock exchange climate in 2002.
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Nevertheless, gross profit rose by 10% to EUR 127 (116) million as a
result of acquisitions and cost savings. Commission income fell by
EUR 89 million to EUR 423 (512) million.This decrease is the result of
lower transaction commission and lower management fees due to
a decline in assets managed. Partly as a result of cost measures,
expenses fell by 18% to EUR 459 million.

Insurance business

Interpolis had a disappointing year.The tax regime changes caused
a significant decrease in results from life insurance. Income was also
depressed by the negative return on the investment portfolio and
the storm damage caused in October.The development of income
from occupational health and safety activities constituted a positive
exception. Gross profit for Interpolis fell by EUR 124 million in 2002
to EUR 77 (201) million, which is a 62% decline.

Leasing

The result from lease activities rose by 11% to EUR 238 (215) million.
The activities in leasing and trade finance in the Netherlands contri-
buted to this increase, as did the international activities in vendor
finance.

Other units

The losses from the units included in Other rose improved from
EUR (287) million in 2001 to EUR (5) million in 2002.This includes
the gain on the sale of the International Private Banking activities.

Value adjustments to receivables

This item is used to account for loan losses. Value adjustments to
receivables are determined by Rabobank Group by way of a general
provision based on a long-term weighted average of the actual
losses expressed as a percentage of outstanding loans, with the
most recent years carrying the most weight.In 2002, the item Value
adjustments to receivables increased by EUR 20 million to EUR 500
million.This increase is mainly due to the economic downturn and,
to a limited degree, increased lending.

Value adjustments to financial fixed assets

Value adjustments to financial fixed assets were EUR 252 (59) million
in 2002.This increase is mainly due to write-downs of participating
interests and unrealised price losses on the Interpolis securities
portfolio.

Net profit

Net profit

After taxes of EUR 514 (532) million and third-party interests of
EUR 209 (192) million net profit amounted to EUR 1,250 (1,206)
million, a rise of 4% on 2001. Given the difficult market, this is an
acceptable result.

Profit appropriation

The net profit, after dividend distributions to holders of Membership
Certificates and Trust Preferred Securities, has been added to reserves
to strengthen the financial basis for further development of
Rabobank Group and to realise customer value in the future.
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Risk management

Banking is predominantly about managing a
multitude of different risks. The Rabobank
Group has opted for a modest risk profile and,
consequently, an even and gradual develop-
ment of its financial performance.

The year under review was characterised by the development and
implementation of methods and techniques for translating the vari-
ous risk categories into a single heading: economic capital. Banks
hold capital in order to cope with unexpected losses. The economic
capital is a measure of how much capital a bank should hold on the
basis of its risk profile and desired credit rating. Since the Rabobank
Group has the highest rating, the bar has been raised high.

Balance sheet and Risk Management Committee
Within the Rabobank Group, the Balance Sheet and Risk
Management Committee (BRMC) is responsible for balance sheet
management, risk policy, setting risk measurement standards,
broadly determining limits and monitoring developments. The
Rabobank Group has extensive procedures in place for systematic

risk management.

Credit risk
Policy on credit risk puts the clients’interests first. The Rabobank
Group's aim is to offer clients the greatest possible continuity in its

services. It therefore pursues a prudent acceptance policy. Once
granted, loans are carefully managed so that there is a continuous
insight into credit risks. 48% of Rabobank Group’'s credit portfolio
consists of loans to private individuals, which have a very low risk
profile in relative terms.The remaining 52% is a highly diversified
portfolio of loans to business clients in the Netherlands and abroad.
In the year under review, new methods were developed for quanti-
fying credit risks, in connection with the bank supervisors'future

more stringent requirements.

Bad debts

The development of bad debts can be seen from movements in
the value of amounts receivable as a percentage of the loans granted
to the private sector by the Rabobank Group.



Bad debts

(% of private sector lending)

0.30%
0.25%
0.20%

0.15%

0.10%

0.05%

0.00%

1998 1999 2000 2001 2002

The relatively high percentage for 1998 was due to the crisis in Asia.
The figures for both 2001 and 2002 reflect the relative weakness of
the world economy. This had the greatest impact on the quality of
loans granted by the cyclical wholesale banking operations.The
five-year average of 0.23% is relatively low, reflecting the moderate
risk profile of the Rabobank Group's credit portfolio.

Country risk

Loans to parties abroad expose the Rabobank Group not only to
the customary risk of bad debts but also to country risks. Country
risk management is based on a system of internal limits and internal
ratings for each country. Provisions for country risk are formed if
repayment problems might arise as a result of government measures
or extreme circumstances in a country.

Market risk

Market risk involves changes in the value of the trading portfolio as
a result of movements in interest rates, foreign exchange rates and
share prices. The exposure is calculated and consolidated every day
and managed using a sophisticated system of limits. At a consolida-
ted level, the exposure can best be expressed by the Value at Risk.
This criterion, based on historical data, indicates the maximum loss
that the Rabobank Group can suffer on a single day subject to a
certain degree of probability and in ‘normal’ market conditions.
Event risk scenarios measure the effect of sharp reversals in market
trends. Furthermore, statistical models generate other measures so
that traders and the risk management department can calculate
their positions at any moment of the day.The Value at Risk fluctua-
ted between EUR 10 (7) million and EUR 15 (12) million in 2002,
with an average of EUR 13 (9) million.The increase on 2001 is main-
ly due to more accurate registration. On balance, the risk profile did

not increase.

Interest rate risk

Apart from its exposure to market risks in the trading environment,
the Rabobank Group is also exposed to structural interest rate risk

in its balance sheet. This risk results from mismatches between the

Risk management

periods for which interest rates are fixed on loans and funds en-
trusted. Longer-term risks are measured and managed using Equity
at Risk. This ratio expresses the sensitivity of the Group equity’s mar-
ket value to interest rate fluctuations. Long-term interest rates are
lower than those seen in recent years,and the loan portfolio was
built up during a period of higher interest rates. The market value of
the Rabobank Group's equity was therefore significantly higher than
its book value at year-end. Short-term risks are measured and mana-
ged using the Income at Risk concept. This is the maximum amount
of net interest income that is put at risk on an annual basis, with a
reliability level of 97.5%.The maximum risk during the year under

review was approximately 4% of net interest income.

Liquidity risk

In the past five years, the Rabobank Group has worked on a sub-
stantial diversification of its funding basis. By concentrating on cen-
tral banks, money market funds, pension funds and asset managers,
it is less dependent on funds from other commercial banks.On the
asset side of the balance sheet, greater priority has been given to
assets that can be converted readily into cash. Liquidity risk is an
organisation-wide matter and managed by Group Treasury.

Operational risk

Operational risk is the risk of direct or indirect losses arising from
deficiencies in procedures and systems and from human failures or
from external events. As a matter of policy, the management of the
individual Rabobank Group entities is responsible for developing
policy, processes and procedures to manage operational risk. To
assist local Rabobanks, Rabobank Nederland has made sophisticated

instruments available to them.

Insurance risk

At Interpolis, risk management is concerned mainly with insurance
risks. Using appropriate techniques, the risks of existing and new
products are estimated and changes in them are monitored. This
enables the Group to ascertain whether future commitments can
be met with sufficient certainty and whether calamities can be
absorbed financially. The policy of an insurance company such as
Interpolis takes full account of possible disaster scenarios.
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The balance
between risk,
returns and capital

The equity, or capital that the Rabobank Group
holds serves as a buffer against unexpected loss-
es. Equity is scarce by definition and therefore it
is very important to deploy it in the best possible
way. In that context, the bank supervisors’ new
regulations also play an important part. They
coincide with the way in which the Group
manages its risks and, consequently, allocates its
equity.

Adjustments to the Basle Il regulations

The Basle Committee for bank supervision is in the final phase of
completing far-reaching proposals for restructuring of capital ade-
quacy regulations. Eventually, these proposals will need to be trans-
lated into national regulations by the national supervisors - in this
case the Dutch Central Bank.The target is to achieve a flexible
framework that is more closely in line with internal risk control and
that will result in a more sophisticated credit risk weighting. The
current, rigid setting of capital adequacy requirements is to be
replaced by a system based on actual credit exposure. In the year
under review, the Rabobank Group joined in a global exercise initia-
ted by the Basle Committee, aimed at establishing the consequen-
ces of the preliminary proposals. Given its traditionally low (credit)
risk profile, it came as no surprise that the new capital adequacy

requirements for the Rabobank Group are significantly lower than
the current ones. The definitive capital adequacy accord (Basle Il) is
due to be finalised in the autumn of 2003. Meanwhile, the Group
has started the implementation of the expected proposals.

Economic capital

The accord on capital adequacy requirements is limited to specific
regulations for credit risk, market risk and operational risk. The
accord also stipulates that banks must hold capital in respect of

all risks they incur. The Rabobank Group uses the most advanced
statistical methods to determine the size of the economic capital to
be held. These methods analyse the unexpected losses, assuming a
specific degree of probability of the actual occurrence of such losses.
Because the Rabobank Group wants to maintain the highest rating
(AAA), it has raised the bar high for itself as regards the determina-
tion of economic capital. A high rating requires a high economic
capital.In 2001, the Group launched a top-down approach for the
determination of economic capital. In the year under review, it has
started a bottom-up refinement of this method.

Equity position more than adequate

The Rabobank Group holds capital for credit, market and operatio-
nal risk as well as for interest rate risk, country risk, business risk and
insurance risk. Total economic capital for these risks is lower than
the Rabobank Group's actual capital. The credit risk covers approxi-
mately one third of total economic capital. For this purpose, a



system to analyse the capital requirement has been constructed
that enables better and more efficient risk assessment, provides
insight into the degree of risk diversification and is a pricing instru-
ment for loans granted. More than before, debtor risk will be transla-
ted into the rate charged. This rate can be derived directly from the
minimum return deemed necessary by the bank on the economic
capital that must be set aside for the debtor.

RAROC

Relating the profit achieved on a certain activity to the capital
required for that activity produces RAROC, the risk adjusted return
on capital. The RAROC instrument enables a proper balance to be
struck between risk, returns and capital for both the Group and its
constituent parts. This approach encourages the individual entities
to limit risks wherever possible and to ensure appropriate compen-
sation, properly commensurate with the actual exposure. It is thus
an essential instrument for positioning products in the market at
the right price.

Besides the formulated strategy and the synergy to be achieved,
the RAROC of the activities concerned also plays a significant part
in the allocation of equity to the various Group entities and the
different risk categories. If the calculated RAROC lags behind the
formulated minimum result to be achieved, which is a reflection

of the costs of the capital employed, economic value is destroyed.
A higher RAROC implies the creation of economic value.RAROC is a

Risk, returns and capital

better measure of the performance of the Rabobank Group and its
entities than return on equity. It is our intention to publish informa-
tion on this subject in the Annual Report for 2003. For the
Rabobank Group, prudent management of scarce capital is a logical
consequence of its co-operative mission.
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irectors and

SUpPerviso

The planned strengthening of the co-operative
core business, which consists of the local
Rabobanks and their clients/members, places
new demands on the co-operative’s structure
and the relationship between local and central
management.

Our market leadership ambition requires effective management, in
which responsibilities for the commercial development of activities,
the general strategy and the steering of Rabobank Nederland’s
umbrella co-operative organisation are clearly embedded. For this
reason, Rabobank Nederland’s management structure underwent
fundamental changes in the year under review. Please refer to the
section Main events and the Report of the Supervisory Board. As a
result of the change, the local Rabobanks have been granted direct
influence on Group strategy through the medium of the Central
Delegates Assembly (CKV).They also have budgetary rights for the
costs charged on by Rabobank Nederland to the local banks.

More female managers and supervisors

In 2002, 37 local Rabobanks merged to form 17 merger banks. As a
result of these concentrations, the total number of Rabobanks de-
clined from 369 to 349 local, independent banks, each with its own
local board. At the end of 2002, there were approximately 1,700

[S

directors in all, 1,350 of whom had been elected directly by and
from among the members.The general manager of each Rabobank
is a member of the board (Director). The board’s policy is reviewed
by the local supervisory boards, which have a total of 1,765 super-
visors.In the year under review, approximately 500 managers and
supervisors retired, partly as a result of mergers and board reduc-
tions. Of the more than 200 new managers and supervisors, 20%
were women. In order to ensure a proper reflection of clients and
members, the recruitment and selection of suitable managers and
supervisors was broadened in the year under review. Diversity in the
boards ensures greater empathy for clients, members and their social
circumstances and a better reflection of local developments and
sentiments in the Bank’s policy.

Greater demands on managers and supervisors

The mergers and the broadening of the total service package plus
the increasing complexity of the business and its environment
place higher demands on the managerial quality in the local banks.
Managers, Directors and supervisors have access to specific web
sites providing them with information tailored to their responsibili-
ties.In the year under review, Rabobank Nederland developed a
series of activities to further the professionalisation of members of
the local boards. Complementary to the customary individual trai-
ning courses, such as the induction programme, working conferen-
ces were organised for the chairmen of both boards of local
Rabobanks. Similarly, a programme of various workshops, learning



Doing one’s bit

‘When | came from Egypt to the Netherlands, | became a
client at the Rabobank. This is more than forty years ago.
As a pharmacist, | was a business client. | have always felt
at home at the Rabobank and advised acquaintances to
bank there as well. In 1996, | was asked to join the super-
visory board. The idea of influencing your own bank from
within appealed to me. The supervisors supervise the
board of directors and the management; we monitor the
dffairs, the plans for the future, staff policy and whether
the bank acts in accordance with the co-operative idea. In
this way, | hope to contribute to maintaining the local
bank, which is really and truly there for its clients.’

Magdy Ramzy, member of the supervisory board,
Rabobank Oss

networks and tools was offered to local managers and supervisors.
This programme focuses in greater depth on the themes dealt with
in earlier large-scale conferences. In its preparation, the needs
voiced by managers and supervisors have been taken into account.
Their mutual co-operation and combined effectiveness are vital to
the success of the local banks.

Evaluation of the local boards

Following the review of the central management model, the local
management model will be evaluated as well.In the final months of
the year under review, a start was made with the evaluation of the
local model introduced in 1998.1n a survey, managers, SUpervisors
and directors of the local banks were able to state their views on
the functioning and future resilience of this model. No conclusions

Directors and supervisors

have been drawn as yet from the opinions collected. However,
two-thirds of the respondents are in favour of continuing the present
model, although a majority deems refocusing of role definitions and
responsibilities a requirement for further improvement of the quali-
ty of the management and supervision of local banks. One third of
the respondents is of the opinion that a different management
model is desirable in the short term.The Directors particularly are in
favour of a management structure that is more in line with that of
the umbrella co-operative Rabobank Nederland.In 2003, the Task
Force for Local Management will present proposals concerning the
future management structure of the local bank co-operatives.
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Consolidated balance sheet

at 31 December 2002 (after profit appropriation)

(in EUR millions) 2002 2001
Assets
Cash 3,807 3,736
Short-term government paper 1,813 5311

Professional securities transactions 40,053 28,359

Other banks 7,176 11,719
Banks 47,229 40,078

Public sector lending 797 761

Private sector lending 212,323 197,262

Professional securities transactions 12,132 10,591
Lending 225,252 208,614
Interest-bearing securities 71,320 78,680
Shares 11,062 12,556
Participating interests 184 156
Property and equipment 3,870 3,756
Other assets 4,519 4,425
Prepayments and accrued income 5,664 6,367
Total assets 374,720 363,679
Liabilities

Professional securities transactions 21,808 17,076

Other banks 64,078 62,938
Banks 85,886 80,014

Savings 66,272 63,060

Professional securities transactions 6,031 8,485

Other funds entrusted 99,329 100,629
Funds entrusted 171,632 172,174
Debt securities 61,739 58514
Other liabilities 7,699 12,039
Accruals and deferred income 8,218 4,187
Provisions 18,338 18,336

353,512 345,264

Fund for general banking risks 1,679 1,679

Subordinated loans 11 52

Reserves 14,911 13,030

Third-party interests 4,507 3,654
Group equity 21,208 18,415
Total liabilities 374,720 363,679
Contingent liabilities 7,655 9,652
Irrevocable facilities 27,151 25,674




Consolidated profit and loss account
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for 2002

(in EUR millions) 2002 2001
Income

Interest income 18,265 20,042

Interest expense 12,874 14,960
Interest 5,391 5,082
Income from securities and participating interests 529 517

Commission income 2,049 1,974

Commission expense 254 214
Commission 1,795 1,760
Results on financial transactions 285 422
Other income 564 653
Total income 8,564 8434
Expenses

Staff costs 3,682 3,565

Other administrative expenses 1,789 2,032
Staff costs and other administrative expenses 5471 5597
Depreciation 368 368
Operating expenses 5,839 5,965
Value adjustments to receivables 500 480
Value adjustments to financial fixed assets 252 59
Total expenses 6,591 6,504
Operating profit before taxation 1,973 1,930
Taxation on operating profit 514 532
Operating profit/Group profit after taxation 1,459 1,398
Third-party interests 209 192
Net profit 1,250 1,206
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The cash flow statement
provides a summary of the
net movements in operatio-
nal, investing and financing
activities.

Cash and cash equivalents
consist of legal tender and
balances available on

demand with central banks.

Cash flow statement

(in EUR millions) 2002 2001
Cash flow from operational activities
Operating profit/Group profit after taxation 1,459 1,398
Adjustments for:
- depreciation 368 368
- value adjustments to receivables 500 480
- value adjustments to financial fixed assets 252 59
- movements in technical reserves relating to the 939 1,439
insurance business
- movements in other provisions (937) (19)
- movements in accrued and deferred items 4,734 (2,591)
5,856 (264)
Cash flow from business operations 7,315 1,134
Movements in short-term government paper 3,498 2,051
Movements in securities trading portfolio 3,340 198
Movements in securitised loans (154) 159
Movements in banks (675) (4,294)
Movements in lending (17,138) (17,428)
Movements in funds entrusted (542) 25,469
Other movements from operational activities (469) (8,793)
(12,140) (2,638)
Net cash flow from operational activities (4,825) (1,504)
Cash flow from investing activities
Investments and purchases
- investment portfolios (22,495) (35,864)
- participating interests (126) (39)
- tangible fixed assets (802) (869)
(23,423) (36,772)
Disposals, redemptions and sales
- investment portfolio 23,801 29,676
- participating interests 136 457
- tangible fixed assets 333 202
24,270 30,335
Net cash flow from investing activities 847 (6,437)
Cash flow from financing activities
Rabobank Membership Certificates 1,575 1,384
Movements in subordinated loans 59 (1)
Movements in debt securities 3,225 8,627
Payment on Rabobank membership certificates and
Trust Preferred Securities (206) (122)
Net cash flow from financing activities 4,653 9,888
Net cash flow 675 1,947
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(in EUR millions) 2002 2001
Reserves can be broken down as follows:
Revaluation reserves 246 417
Other reserves 10,164 9,687
Rabobank Membership Certificates 3,851 2,276
Trust Preferred Securities 650 650
14,911 13,030
Movements in reserves:
Revaluation reserves
Balance at 1 January 417 407
Movement as a result of changes in accounting policies - 354
Revaluation (152) (117)
Transferred to other reserves (13) (10)
Released to profit and loss account (6) (217)
Balance at 31 December 246 417
This item includes the revaluation reserves for immovable property, shares and participating interests.
Other reserves
Balance at 1 January 9,687 11,159
Movement as a result of changes in accounting policies - (306)
Transferred from revaluation reserves 13 10
Goodwill (635) (526)
Other movements 55 65
Profit appropriation 1,044 1,169
Balance at 31 December 10,164 11,571
Change in accounting policy for pensions - (1,799)
Net effect of change in accounting policy for pensions - (85)
Balance at 31 December after changes in accounting policies 10,164 9,687

Owing to the change in accounting policy, at 1 January 2002 EUR 1,884 million was charged to other reserves of

Rabobank Nederland and simultaneously a provision for pensions of EUR 2,894 million was formed and a deferred

tax asset of EUR 1,010 million was recognised.

Significant equity interests acquired in 2002:

- Bank Sarasin & Cie, Switzerland

- Boston Partners Asset Managers, United States

- ACC Bank, Republic of Ireland

- Valley Independent Bank, United States

- Transtrend, the Netherlands

- Sage Capital Management, United States

The goodwill paid amounted to EUR 635 million.
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Auditors' report

We have audited the consolidated balance sheet, consolidated profit and loss account, cash flow statement and movements in Group equity
for the year 2002, hereinafter referred to as the annual figures, of Rabobank Group', as set out on pages 62 to 65 of this report. These annual
figures have been derived from the financial statements of Rabobank Group for the year 2002, which were audited by us and on which we
issued an unqualified auditors' report on 6 March 2003.These annual figures are the responsibility of the Executive Board of Rabobank Group.
Our responsibility is to express an opinion thereon based on our audit.

We have established that the annual figures are in accordance with the financial statements from which they have been derived.
For a better understanding of Rabobank Group's financial position and results and of the scope of our audit, the annual figures should be
read in conjunction with the full financial statements from which they have been derived and our auditors'report issued thereon.

Utrecht, 6 March 2003

Ernst & Young Accountants

" Rabobank Group consists of Cotdperatieve Centrale Raiffeisen-Boerenleenbank BA in Amsterdam, its affiliated Rabobanks, Interpolis NV in Tilburg, Robeco

Group NV in Rotterdam, De Lage Landen International BV in Eindhoven, Schretlen & Co NV in Amsterdam, Effectenbank Stroeve NV in Amsterdam,

Rabohypotheekbank NV in Amsterdam, Onderlinge Waarborgmaatschappij Rabobanken BA in Amsterdam and their group companies.
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Directors and
management
Rabobank Group

General Managers Deputy General Managers Rabobank Nederland

Rabobank Nederland

Bert Bruggink (A.)

Ralf Dekker (R.J.)

Paul Dirken (PHJ.M.)

Henn Geukers (H.M.)

André van lersel (A AJM.)
Wouter Kolff (W.J.)

Jos van Lange (JH.PM)

Hans van der Linden (J.AM.)
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Sipko Schat (S.N.)
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Pieter van der Weijden (PPM.)
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Aad Balm (AM.AW.)
Robin Bargmann (RK)
Mats Beem (M.G.)

Wim Boonstra (W.W.)

Jan Bos (J.J.)

Cor Broekhuyse (CF)
Evert Broekmans (EAH.G.)
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Bruce Dick (B.)

Roy van Diem (R)

Dick Duit (D.)
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Mirjam Halverhorst (M.A.)
Rob Hartog (D.R.)

Floris Henning (F.J.)

Henri Jacquand (H.)
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Peter Knuvers (PM.)

Bart Jan Krouwel (B.J.)
Sjors Kruiper (S.J.)

Arnold Kuijpers (AJAM)
Willem Lageweg (L.W.)
Jaap Lammers (J.C)

Theo Martens (T.H.)

Monika Milz (MR)

Christian Mol (CH.AM.)

Jan Molenaar (J.BJ.M)
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Peter Norrie (PA.)
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Maarten Rosenberg (M.F)
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Cees Schakelaar (CG.)
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Jan Schonewille (J.)

Hans Siebelink (A.J.F)

Alison Straszewski (A.M.)
Cees van Tiggelen (CA.V)
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Directors and management of Group entities

Interpolis NV
Kick van der Pol (C), Chairman
Huub Hannen (H.AJ.), Deputy Chairman

Robeco Groep NV

Géry Daeninck (G.A.M.J.), Chairman
Stefan Bichsel (S.T))

Jaap van Duijn (JJ))

Hans van der Koogh (H.H.)

De Lage Landen International BV
Karel Schellens (CA.CM.), Chairman

Ab Gillhaus (AJ)

Gerard van Kaathoven (GJ.CM.)

Ronald Slaats (R.AM.)

Schretlen & Co NV

Harold Knebel (H.A.J.M.), Chairman
Jan Smits (JW.M.)

Bert Wenker (G.J.M.)

Effectenbank Stroeve NV
Cees Haasnoot RBA (C.), Chairman
Nico van den Haak (N.W.), Finance Manager

Gilde Investment Management BV
Boudewijn Molenaar (B.T.), Chairman

Jan Beukers (J.CM)

Toon den Heijer (A.A)

Obvion NV
Roy van Diem (R.), Chairman
Gerard Vankan (G.H.G.M.)

Alex

René Frijters (RJ.A.), Chairman
Henk Wim van Arem (H.W.)
Peter Verhaar (PF)

" Asof 1 April 2003
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precedence.

Annual Reports
Rabobank Group publishes the following Annual Reports:
+ Annual Report 2002
(in Dutch and in English);
+ 2002 Financial Statements and other information
(in Dutch and in English);
+ Annual Responsibility and Sustainability Report 2002
(in Dutch and in English, to be published in June 2003)
+ Interim Report 2003
(in Dutch and in English, to be published in September 2003)

For copies of these reports please contact Rabobank Nederland,
Communications.

Croeselaan 18,3521 CB Utrecht

Postbus 17100,3500 HG Utrecht

Telephone  +31(0)30-216 27 58

Fax +31(0)30-2161916

E-mail rabocomm@rn.rabobank.nl

All Annual Reports are also available on the

Internet: www.rabobankgroep.nl/reports or
www.rabobank.com
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