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Commerzbank: the partner of German 

Mittelstand 
Workshop ï Corporate Clients 

 



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 
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Default rates of German corporates with revenue > ú20m (%) Avg. rates on 1-5 yrs corporate loans (%) & iTraxx Crossover 5y (bps) 
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We offer our clients worldwide support with a comprehensive global 

presence 
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ǒ Branches 

ǒ Subsidiaries 

ǒ Representative Offices With more than 100 locations, 

Commerzbank offers one of the 

densest branch networks for 

Corporates in Germany 

Commerzbank is present at all 

financial centres around the globe in 

more than 50 countries on all 

continents 
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1) As well as five agencies in Basel, Bern, Lausanne, Lucerne and St. Gallen 

2) As well as three offices in Pilsen, Brno and Ostrava 

3) Excl. exceptional items 

Frankfurt 

Revenues3) 
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An intelligent connectivity strategy 

supports international corporate clients 

to expand into new markets and to 

enter European markets 
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German Mittelstand ï Strong market position creates significant growth 

opportunities with smaller corporates 
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Risk-adjusted margins 

1) Source: Account statistics from Creditreform per 2017  

Commerzbank 

Competitors 



Corporate Clientsô franchise offers significant competitive advantages 

Our strengths in comparison with regional competition 

Product  

offering  

International 

presence 

Know-how 

Technology 
Digitalisation of processes will improve service and make products simpler 

and more efficient for the bank and its clients 

We offer an award-winning1) range of products and services including capital 

markets and attract new clients with ñattackerò products  

We have a strong international presence and are market leader in support of 

the trade business in Germany across our global client network 

We have excellent sector expertise to provide clients with holistic banking 

advice and full product support along sector lines 

Regional 

SME 

Provider 

Interface 

efficiency 

We offer well functioning and frictionless processes at all organisational 

levels worldwide 

Strength  Description 
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Our strategy Commerzbank 4.0 ï Transformation well on track 
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Focus on business 

growth 

üDevelopment of net new customers ahead of target 

üMarket leading position in Mittelstand maintained with a 

clear growth focus on smaller corporates 

üRoll-out of customer centric organization structure in-line 

with refined client coverage (to be finalised by Q3) 

üDe-risking FI completed ï risk-adjusted business approach 

within Trade Finance initiated (growing finance solutions) 

üUnrivalled sector expertise leading to higher client 

engagement also with smaller corporates 

üCore competencies in moving money, hedging risks and 

financing trading activities contributing to leading franchise 

üRWA efficiency target for 2018 already reached 

üInvestments in compliance to remain substantial 

Achievements since strategy announcement 

Efficiency 

Loyalty/client 

engagement 
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Strategy execution well on track ï RWA efficiency as key execution 

indicatoré 
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Customer growth ahead of target Improved RWA efficiency 

Deposit management compensates negative rates Impressive customer loyalty & satisfaction 

Net new customers (k cumulated) 

TRI*M Index based on four questions: overall satisfaction, recommend to 

others, continuation of customer relationship, specific advantage 

Revenues / RWA (%) 
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2016 



é will be complemented by Loan Volume Corporates going forward 
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Revenue Corporate Clients by type of client1) Loan Volume Corporates3) 

(úbn) 

1) Breakdown per FY 2017 

2) Including multinational corporations 

3) Volumes Mittelstand and International Corporates 

2) 
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77 

10% 

10% 

11% 

23% 

46% 

Growth in loan volumes offset margin pressure 
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New client additions ahead of plan supporting our revenue case 
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2016-2017: New client targets overachieved New client initiatives now bearing fruit 
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Targets 2016 & 2017 

1.3 

ü Commerzbank 4.0 strategy aims to achieve 10k net 

new customers in Corporate Clients until 2020 

ü With 5,394 NNC per 2017 more than 50% above 

respective 2017 target 

ü Additional ~5k in the next three years 

Revenues from new clients by type of product1) 

ü Loans and Trade Finance & Cash Management are 

core products for new clients 

ü Through the life cycle share of other products and 

revenues increase due to cross sell effects  

ü Germany as core market with ú10-23k revenues per 

client in year two in Mittelstandsbank 

1) Breakdown per FY 2017 
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Trade Finance: Five core measures to increase market share and gross 

revenues 

9 

 

üSupply chain finance solutions supported by innovative technologies in form of 

web-based platforms and applications; first pilot client transactions successfully 

executed on global trade finance platform (e.g. Blockchain Batavia, Marco Polo) 

 

Leadership through 

technological progress 

üExpansion of position by increasing importerôs coverage in relevant global 
markets 

Growth through 

Importer's Origination  

ü Acquisition of 500 national and 500 international new Trade Finance business 

clients 
Expansion of client 

portfolio 

üAdjustment of strategic country portfolio Optimisation  

of trade corridors 

üBroad range of products based on our core competencies of moving money, 

hedging risks and financing trading activities 
Optimisation of  

product portfolio & sales 

De-risking FI completed in 2017 - Building a solid ground for future business growth based on risk-adjusted 

approach   
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1) TFS = Trade Finance & Services.; basis for calculation 

market share Germany: Sum of ½  Export L/C in pieces and 

½  Export L/C in volume 

Market share TFS1) (GER): Increase German market share  in trade services and finance from 

30% to 32% 



Batavia - global blockchain trade finance platform: First pilot client 

transactions successfully executed 
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Our Mission: 
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�$�F�F�R�X�Q�W���E�X�W���V�H�F�X�U�H���O�L�N�H���/�H�W�W�H�U���R�I���&�U�H�G�L�W�³�� 

üSmart payments automatically triggered by the events 

(pre-defined by buyer and seller) on the IBM blockchain 

üSmart contracts represent legally binding trade 

transactions 

ü Seamless, secure and automated flow across supply 

chains through smart contracts & Internet of things 

üDocuments dematerialised for process simplification, 

acceleration and automation 

üContractual conditions digitally and immutably signed-off 

in advance by all participants    

üConvenience for clients maximised through lean and fully 

digital interface   

Never experienced digital, transparent, efficient 

 and cost-effective access to international trade  V 


