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COMMERZBANK ¢

The German corporate banking market is highly attractive but highly

competitive

1) Growth in loans including CRE

Loans to all domestic corporations by all domestic banks (€bn)

46 992
> 5yrs 946 B
M 1-5yrs =327
<ly
642 674
+4.8%
154 160
150 158
2016 Growth 2017

Source: Bundesbank

2) National champion in exports
Exports (€bn) = Imports (€bn)
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3) Very attractive risk profile
Default rates of German corporates with revenue > €20m (%)
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4) Rates and spreads weigh on margins
Avg. rates on 1-5 yrs corporate loans (%) & iTraxx Crossover 5y (bps)

4.0 1 Back Book r 800
3.5 1 New Lending > €1m

_ g L 600
3.0 A iTraxx Crossover (rhs)
2.5 - - 400
2.0 A

- 200
1.5 A
Source: Bundesbank, Bloomberg

1.0 TTTTTTTTTTITTI T T I T T I T I T I T T T I T T I I I T T T T T I T I I T I I T I T T I T T I T I T I I I I I T I I T ITTITITTT O

2012 2013 2014 2015 2016 2017 2018



COMMERZBANK

We offer our clients worldwide support with a comprehensive global

presence
St. Peterburg Branches . X
Representative Offices With more than 100 locations,
Moscow ® Subsidiaries
Wy ek Commerzbank offers one of the
dfdor e o * Warsaw densest branch networks for
Brussels Prague? eKiev 2
Luxemburg Bratislava Corporates In Germany
Paris ¢ Vienna e Budapest
Zurich? Zagreb Bucharest
Milano Belg.rade .
Madrig  Barcelona S Ehbul  Novosibirek C;omm_erzbank IS present at all .
financial centres around the globe in
- Alnlaty Beijing th 50 t . ”
> New York Frankfurt Tb'.“.S' e Tashkent Se.oul Tokyo morg an countries on a
S > Shangha continents
] D ® a
Cairo BaDgudbzc: Murrbai . aHongkon-lg-;aIth
Bangkok ® ¢ . . .
"CRRCE ppidjane *Lagos e Kuala Lumpup, HoCHi Minh City An intelligent connectivity strategy
) singapore supports international corporate clients
oL - q
Senee Jakarta to expand into new markets and to
e Sao Paulo g enter European markets
e Johannesburg
e Buenos Aires Mdmourn o

€m 1Q17 2Q17 3Q17 4Q17 1Q18

Revenues?® 1,068 951 960 979 967

Op. result 267 234 239 66 145
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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 2
3) Excl. exceptional items
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German Mittelstand — Strong market position creates significant growth
opportunities with smaller corporates

Share of corporate clients in Germany? (%)
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Corporate Clients’ franchise offers significant competitive advantages

Our strengths in comparison with regional competition

- Regional o
Strength ¢ SME Description
/ Provider
Product / We offer an award-winning? range of products and services including capital
offering markets and attract new clients with “attacker” products
International / We have a strong international presence and are market leader in support of
presence the trade business in Germany across our global client network
We have excellent sector expertise to provide clients with holistic banking
Know-how / . :
advice and full product support along sector lines
Digitalisation of processes will improve service and make products simpler
@ Technology J X and more efficient for the bank and its clients
Interface J We offer well functioning and frictionless processes at all organisational
efficiency levels worldwide

Commerzbank AG | Michael Reuther | Board Member | London | 16 May 2018 1) Greenwich Research (2018) 4



Our strategy Commerzbank 4.0 —

COMMERZBANK

Transformation well on track

Achievements since strategy announcement

. )
Focus on business

growth ?

v

Loyalty/client
engagement

Efficiency
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Development of net new customers ahead of target

Market leading position in Mittelstand maintained with a
clear growth focus on smaller corporates

Roll-out of customer centric organization structure in-line
with refined client coverage (to be finalised by Q3)

De-risking FI completed — risk-adjusted business approach
within Trade Finance initiated (growing finance solutions)

Unrivalled sector expertise leading to higher client
engagement also with smaller corporates

Core competencies in moving money, hedging risks and
financing trading activities contributing to leading franchise

» RWA efficiency target for 2018 already reached

Investments in compliance to remain substantial
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Strategy execution well on track — RWA efficiency as key execution

indicator...

Customer growth ahead of target
Net new customers (k cumulated)
10.0

6.5 7.0

Q12018 2018 2020

Improved RWA efficiency
Revenues / RWA (%)
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—
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—
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——
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Deposit management compensates negative rates

(€bn) Loan volume Deposit volume

95 94 95 90

2017 Q1 2018
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Impressive customer loyalty & satisfaction
TRI*M Index based on four questions: overall satisfaction, recommend to
others, continuation of customer relationship, specific advantage

96 97 94 92
81 A
Benchmark Benchmark
2016 2017
2013 2014 2015 2016 2017
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... will be complemented by Loan VVolume Corporates going forward

Revenue Corporate Clients by type of clientd Loan Volume Corporates?®

€b
(€bn) 85

46% >80

77

Mittelstand Financial Institutions [ Others

. .2
- International Clients EMC Ql 2018 Dec 2018 Dec 2020

Growth in loan volumes offset margin pressure

1) Breakdown per FY 2017

Commerzbank AG | Michael Reuther | Board Member | London | 16 May 2018 2) Including multinational corporations 7
3) Volumes Mittelstand and International Corporates
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New client additions ahead of plan supporting our revenue case

2016-2017: New client targets overachieved New client initiatives now bearing fruit
Net new customers (k cumulated) Revenues from new clients by type of product?
O Targets 2016 & 2017
10.0 14%
9%
7.
5@ 65 0
5.4 55%
1.3
2016 2017 01 2018 2018 2020 Lending Corporate Finance
¥ Trade Finance & Cash Mgmt. Fixed Income & Currencies
»  Commerzbank 4.0 strategy aims to achieve 10k net > Loans and Trade Finance & Cash Management are
new customers in Corporate Clients until 2020 core products for new clients
> With 5,394 NNC per 2017 more than 50% above > Through the life cycle share of other products and
respective 2017 target revenues increase due to cross sell effects
»  Additional ~5k in the next three years »  Germany as core market with €10-23k revenues per

client in year two in Mittelstandsbank

Commerzbank AG | Michael Reuther | Board Member | London | 16 May 2018 1) Breakdown per FY 2017 8
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Trade Finance: Five core measures to increase market share and gross

revenues

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

approach

Expansion of client

?ﬁ ﬂ' ‘R‘ portfolio

! Growth through

Importer's Origination

i)

= 7%

é .‘o
2 ’ & ,s

Optimisation of
product portfolio & sales

Leadership through

Optimisation
of trade corridors

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

Expansion of position by increasing importer’s coverage in relevant global
markets

Broad range of products based on our core competencies of moving money,
hedging risks and financing trading activities

Supply 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)

Adjustment of strategic country portfolio

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

30% to 32%

Commerzbank AG | Michael Reuther | Board Member | London | 16 May 2018

1) TFS = Trade Finance & Services.; basis for calculation
market share Germany: Sum of ¥ Export L/C in pieces and 9
% Export L/C in volume
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Batavia - global blockchain trade finance platform: First pilot client

transactions successfully executed

Our Mission:

,Seller and Buyer do transactions as simple as Open
Account but secure like Letter of Credit”

BATAVIA

u_\me € CaixaBank commerzeank ()  ERSTE

IBM 3 UBS
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~

Never experienced digital, transparent, efficient
and cost-effective access to international trade

Seamless, secure and automated flow across supply
chains through smart contracts & Internet of things

Smart contracts represent legally binding trade
transactions

Contractual conditions digitally and immutably signed-off
in advance by all participants

Smart payments automatically triggered by the events
(pre-defined by buyer and seller) on the IBM blockchain

Documents dematerialised for process simplification,
acceleration and automation

Convenience for clients maximised through lean and fully
digital interface

10
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Sector Approach: Conversion of existing expertise to stimulate further
growth within Corporate Clients

AUTOMOTIVE & HEALTHCARE & INFRASTRUCTURE FINANCIAL
TRANSPORT CHEMICALS & ENERGY INSTITUTIONS

Harmonisation and expansion of
sector related activities within the
bank

Direct sector based services for
DAX und MDAX customers

Extension of sector coverage for
large corporates

Leverage sector expertise to
German Mittelstand

Capitalising on our sector expertise to deliver even better solutions and services to more clients

Commerzbank AG | Michael Reuther | Board Member | London | 16 May 2018 11
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Debt Capital Markets: Expanding as a leading debt house in Europe

With a leading position for corporate financing in

Germany with bonds and syndicated loans, our

multi-disciplinary teams of relationship managers,

Debt House

No. 1 product and sector specialists provide advisory,

structuring, syndication and execution expertise

across all debt capital solutions

Selected League Tables and awards

> No. 1 League Table for German Pfandbriefe and No. 4 for International Covered Bonds end of 2017%
> No. 1 for German Financials and No. 1 for German Insurers end of December 2017%

» In 2017 Commerzbank has been awarded as Best Arranger of Mid-Cap Loans?

1) Source: Dealogic Bondware 2017

Commerzbank AG | Michael Reuther | Board Member | London | 16 May 2018 2) Source: Global Capital

GlobalCapital
Loan Awards

n Best Arranger of
Mid-Cap Loans

Commerzbank

obalCapital Loans and
Leveraged Finance Awards 2017
2017 GlobalCapital

12




COMMERZBANK ¢

4

Digitalisation: On the right track towards digital end-to-end processes

Achievements in 2017

.Cllents/ ONE F’kl
Business Partner

AR\ =
A
) —
Data &
Analytics
Sales
Management s

== 66

\

Back office QQ
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Online portal with over 20 functionalities (e.g. digital
research on interest rates, FX-rates and commaodities)

API-Connection to external customer platforms
Communication channels POS-Terminals
Blockchain for Euro Commercial Paper etc.

Unified CRM system and new sales analytics tools to
enable individual approach to the client

Big Data analysis for foreign payment transactions, FX
trading strategies and Trade Finance

Faster and efficient internal Loan Pricing Portal

New Sales App for optimized preparation of client
meetings

Automated KYC-review for faster loan approval process

Streamlining of settlement processes for trading
products

Automated creation of contracts for current accounts

Automated collection of official information (e.g. from
Handelsregister) on client and creation of digital client file

13
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COMMERZBANK

Summary — Commerzbank: the partner of German Mittelstand with a
global footprint

We target sustainable growth via an increased client base and loan volumes as well as a
higher market share in broader German Mittelstand

Our transformation is in progress with new key execution indicator focusing on growth

We are building a strong culture in the new segment aiming to combine the best of the two
previous segments

Our digital transformation will improve the efficiency of our processes and better meet our
clients’ needs

Our roadmap 2020 is well on track with major strategic measures under way

Commerzbank AG | Michael Reuther | Board Member | London | 16 May 2018 14
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For more information, please contact Commerzbank’s IR team

Christoph Wortig (Head of Investor Relations)
P: +49 69 136 52668
M: christoph.wortig@commerzbank.com

Ansgar Herkert (Head of IR Communications)
P: +49 69 136 44083
M: ansgar.herkert@commerzbank.com

Institutional Investors and Financial Analysts

Michael H. Klein
P: +49 69 136 24522
M: michael.klein@commerzbank.com

Fabian Brigmann
P: +49 69 136 28696
M: fabian.bruegmann@commerzbank.com

Dirk Bartsch (Head of Strategic IR / Rating Agency Relations)
P: +49 69 136 22799
M: dirk.bartsch@commerzbank.com

Financial calendar

07 Aug 08 Nov

Q2 2018 results Q3 2018 results
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Retail Investors

Simone Nuxoll
P: +49 69 136 45660
M: simone.nuxoll@commerzbank.com

ir@commerzbank.com
www.ir.commerzbank.com

15
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Disclaimer

This presentation contains forward-looking statements. Forward-looking statements are statements that are not historical facts;
they include, inter alia, statements about Commerzbank’s 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 (“external data”). 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
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