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This presentation contains forward-looking statements. Forward-looking statements are statements that are not historical facts; 
they include, inter alia, statements about Commerzbankôs beliefs and expectations and the assumptions underlying them. These 
statements are based on plans, estimates, projections and targets as they are currently available to the management of 
Commerzbank. Forward-looking statements therefore speak only as of the date they are made, and Commerzbank undertakes 
no obligation to update any of them in light of new information or future events. By their very nature, forward-looking statements 
involve risks and uncertainties. A number of important factors could therefore cause actual results to differ materially from those 
contained in any forward-looking statement. Such factors include, among others, the conditions in the financial markets in 
Germany, in Europe, in the United States and elsewhere from which Commerzbank derives a substantial portion of its revenues 
and in which it hold a substantial portion of its assets, the development of asset prices and market volatility, potential defaults of 
borrowers or trading counterparties, the implementation of its strategic initiatives and the reliability of its risk management 
policies. 

 

In addition, this presentation contains financial and other information which has been derived from publicly available information 
disclosed by persons other than Commerzbank (ñexternal dataò). In particular, external data has been derived from industry and 
customer-related data and other calculations taken or derived from industry reports published by third parties, market research 
reports and commercial publications. Commercial publications generally state that the information they contain has originated 
from sources assumed to be reliable, but that the accuracy and completeness of such information is not guaranteed and that the 
calculations contained therein are based on a series of assumptions. The external data has not been independently verified by 
Commerzbank. Therefore, Commerzbank cannot assume any responsibility for the accuracy of the external data taken or derived 
from public sources.  

 

Copies of this document are available upon request or can be downloaded from 
https://www.commerzbank.de/en/hauptnavigation/aktionaere/investor_relations.html 

 

Disclaimer 
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Performance and strategy implementation on track 

Commerzbank 4.0 strategy implementation 
ü Continued net new customers in PSBC (+73k) and CC (+1k) in Q1 ï on track to reach 2018 targets 

ü Strong new asset acquisition in PSBC and loan growth in Mittelstand along committed growth path 

ü Digitalisation journeys in SME lending and account opening for corporates successfully completed 

Highlights Q1 2018 

Q1 operating result of ú289m and net result of ú250m 
ü Stable revenues of ú2.3bn  

ü Risk Result of ú-77m reflecting eliminated drag from ship finance 

ü Expenses of ú1.9bn reflecting full booking of European bank levy and continued investments 

Strong balance sheet and healthy risk profile 
ü CET1 ratio at 13.3% and leverage ratio of 4.6% under fully implemented IFRS 9 regime 

ü Further improved risk profile with NPL ratio of 1.0%  

ü Dividend accrual of ú5ct per share in Q1 
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Q1 2018 

0 

Exceptional Revenue Items 

Revenues and operating results of Commerzbank divisions  
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Private and Small Business Customers 
(úm) 

Others & Consolidation Asset & Capital Recovery  

Corporate Clients 

Operating Result 194 202 267 145 

Revenues 

(úm) 

(úm) (úm) 

Revenues 

Operating Result 

Operating Result Operating Result 

149 66 

-76
-83

Q1 2018 

-76 

0 

Q4 2017 

-4 

-5 1 

Q1 2017 

-98 

-15 

-124

41
91 

Q1 2018 

18 

-23 

Q4 2017 

-54 

-25 
-29 

Q1 2017 

-33 

979 967

32 

Q1 2017 

1,100 

Q1 2018 

-1 

976 966 

-3 

Q4 2017 

1,068 
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üThe future of retail banking is digital and personal ï multi-channel banking will replace branch-based   

banking faster than we think 

üDigital data management and digital CRM will revolutionise our customer advisory and sales processes 

and are the new core capabilities 

üRetail banking is a scalable business ï in an environment with rising regulatory costs and falling margins the 

only way to increase profitability is to grow faster than our competitors 

üMany banks have not yet realised how serious the situation is ï that allows us to scale growth massively 

with the help of digital channels, new technology, partnerships, and also to defend against digital disruptors 

üIn the future, product sales and customer acquisition will be mainly managed via digital channels ï to grow 

in a digital world, core processes must be fast and easy, be digital, be paperless, be channel-identical  

üLending, private pension plans and wealth management will remain advisory business ï if digitally linked 

that need for advice will not disappear even if it is only relevant mainly for ~20% of clients 

üOur branch network is not viable in its historic purpose ï we need differentiated branch formats with 

different functionalities while maintaining a sufficiently dense, nationwide presence 

üOur organizational structure is too complex, support functions too big, steering and incentive systems are 

outdated and implementation is too slow for a digital world ï  we need to be leaner in many areas! 

üA digital multi-channel banking strategy opens multiple avenues for profitable growth ï to further 

extend our competitive lead position we have to move ahead quickly, resolutely and with focus! 

Since 2014 we have pursued a consistent retail banking strategy in 

Private and Small Business Customers  
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155 177 171

9188
81

114111

102

2020 

>400 

2018 

>385 

Q1 2018 

376 

YE 2017 

376 

YE 2016 

338 

Private and Small Business Customers continues on its growth path 

2.0

1.0

0.7
0.6

0.1

2020 2018 Q1 2018 YE 2017 YE 2016 

Net new customers (GER) 
(m cumulative) 

Assets under Control (GER) 

+1.3m 

(úbn eop) 

+24bn 

Securities 

Loans 

Deposits 

Targets 

+0.1m 

+38bn 

5 

+0.5m 
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Net new securities growth (ú3bn) ï  Decline in overall securities due to lower equity markets 
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New customers 
2013 

New customers 
2014 

New customers 
2015 

Ø Revenue per new customer per year* 
Domestic branch business (in ú) 

Year 1 

94 

Year 2 

243 

Year 3 

268 

2013 2014 2015 

New customers 
2016 

Year 4 

280 

2016 

New clients continue to earn their acquisition costs of ú150 - 250 swiftly 

New customers 
2017 

Year 5 

305 

2017 

Year 1 

94 

Year 2 

294 

Year 3 

319 

Year 4 

352 

Year 1 

96 

Year 2 

280 

Year 3 

334 

Year 1 

83 

Year 2 

249 

Year 1 

66 

New customers remain on track to yield above-average income (~ú300) 

 

 

* excl. income from deposits, excl. mortgages 1st year until  

   2016, incl. incentives 
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German Small Business Customers represent an attractive client group 

 > 4m  
Enterprises                   

(< ú15 m turnover) /                

Self-employed  

account for 

~60% / ~25% / ~20% 
of German workforce / 

GDP / foreign trade 

> ú 10bn  
revenue pool 

~ 25%  
customer reach ï

principal bank for 

1 in 10 clients 

> ú 50bn 
Assets under Control 

(AuC) 

> 5% 
share of wallet* 

+ ú20bn 

AuC 

ú 350m - ú450m 
revenue increase 

~ 8% 
share of wallet* 

German SBC market Ambition 2020 Promising position in 2017 
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SBCôs strategy is based on the key strengths of Commerzbank 
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Wide product range é é digital é é and personal 

ü With 330 SBC and >100 Wealth 

Management locations Commerzbank 

maintains close proximity to its clients 

ü Almost half of small businesses are 

located in cities with an SBC branch 

SBC 

locations 

> 70 

Number of small 

businesses* 

per km²  

< 2 

* Turnover of ú0.1-10m 

   Source: Bisnode; GfK GeoMarketing; McKinsey 

ü Our Commerzbank 4.0 strategy transforms 

the bank into a digital enterprise ï clients 

benefit from full digital client services 

ü Numerous new digital functionalities aim to 

help entrepreneurs to better manage their 

business 

ü Commerzbank offers sophisticated 

product expertise from both the retail as 

well as the corporate banking sphere 

ü As the leading Mittelstandsbank we serve 

corporates and entrepreneurs with 

comprehensive solutions and broad 

international services 

The Small Business Customers segment combines the 

strengths from Private Customers and Corporate Clients 

Payments Accounts Credits 

Securities 
Trade 

Finance 

Mortgages 

FX 

Products 
Leasing 
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The German corporate banking market is highly attractive but highly 

competitive 
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1) Growth in loans including CRE  2) National champion in exports 

3) Very attractive risk profile 4) Rates and spreads weigh on margins 

Loans to all domestic corporations by all domestic banks (úbn) 

154 160

642 674

158

7

150

2017 

992 

Growth 

46 

7 32 

2016 

946 

< 1y 

1-5 yrs 

> 5yrs 

+4.8% 

2012 2013 2014 2015 2016 2017

1,300 

1,200 

1,100 

1,000 

900 

800 

1,034 

1,279 

Imports (úbn) Exports (úbn) Surplus (úbn) 

245 

249 245 

214 
198 

Default rates of German corporates with revenue > ú20m (%) Avg. rates on 1-5 yrs corporate loans (%) & iTraxx Crossover 5y (bps) 
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New Lending > ú1m 

Back Book 

iTraxx Crossover (rhs) 

Source: Bundesbank 

Source: Bundesbank, Bloomberg 

Source: German Federal Statistical Office 

Source: German Federal Statistical Office 
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German Mittelstand ï Strong market position creates significant growth 

opportunities with smaller corporates 

35 
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Client size by external revenues (úm) 

>1,000 500 - 1,000 250 - 500 100 - 250 50 - 100 25 - 50 15 - 25 

Share of corporate clients in Germany1) (%) 

Customer 

growth 

Risk-adjusted margins 

Competitors 

Commerzbank 

1) Source: Account statistics from Creditreform per 2017  


