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Investor Meeting - Mittelstandsbank



2Holger Werner | Mittelstandsbank / Corporate Banking  |  London |  July 2014

1 Average capital employed in the Core Bank as of Q1 2014

Private Customers: Transformation of business modell
gaining momentum

CEE: Focus on our strengths

Mittelstandsbank: Leveraging our success

C&M: Client centric investment banking

Strong retail franchise with 
significant increase in market 
coverage after merger: 1,200 
branches and 11m clients

Comdirect is No. 1 online 
broker in Germany

Top-3 position in German 
Wealth Management

Transformation of business 
initiated, first signs of improvement

Market leader in German SME 
banking with unrivalled regional 
coverage

› Leading bank covering almost all 
attractive large corps within
Germany (customer coverage 90%)
Market-leading foreign trade 
expertise, profiting from strong 
export trends

Market share of 14% in export LCs
in Europe

Strong market presence of 
mBank in attractive growth 
market Poland with more 
than 4m customers

Portfolio realignment 
completed in 2012 with sale 
of PSB and Bank Forum

235,000 new customers 
gained in retail banking 
since end of 2012

Integrated Investment Banking model, 
serving C&M, MSB and 
PC clients

Almost 90% of C&M revenues 
generated with direct client business

€800m synergies from merger lifted, 
56% RWA and 33% Credit VaR
reduction achieved

Continue to focus on core strengths 
and further optimise efficiency and 
profitability

Q1 2013 Q1 2014

7%

12%

20,4%

Q1 2013 Q1 2014

22% 21%

34,9%

Q1 2013 Q1 2014

18%
24%

8,6%

Q1 2013 Q1 2014

33%

20%

23,2%

Operating RoE

Avg. Capital

Operating RoE

Avg. Capital

Operating RoE

Avg. Capital

Operating RoE

Avg. Capital

Well established business models in MSB, CEE and C&M -
transformation in PC gaining momentum
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Regional and international coverage
› 150 locations; ~1,700 relationship managers; 

~1,400 local specialists in domestic market
› >30 international branches
› ~5,000 correspondent banks

Revenue breakdown

Unique combination of regional coverage and superior re lationship 
model

Others

Cash management & trade services

Deposits

Loans

Unrivalled regional coverage in 
domestic market 

Superior relationship-based 
business model 

Professional partner with individual 
solutions for covering and structuring 
foreign trade finance

Customer-focused capital market know-
how 

Leading position in foreign trade business
› in processing of letters of credit
› in export financing and international trade financing

C&M’s client-related revenues

Cross-Selling Loans

11%

32% 57%
PCC&MMSB

Other
segments MSB

Customer proximity and solution orientation
› 10 domestic branches with ~100 specialists and ~120 

centralised structured finance experts
› Leading position in club deals, public grants and borrowing 

base financing

Market leading expertise in structured 
finance solutions

27%

11%

10%

52%
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Strong market position of our divisions Mittelstand, Großk unden/ 
International and Financial Institutions

Großkunden/ InternationalMittelstand Germany

Mittelstandsbank

› Market leader in customer
coverage for medium sized
corporates1)

› Best Mittelstandsbank (DISQ 
Survey 2014)2)

› No. 1 Best Arranger of German 
Loans (Euroweeks Awards 2014)Le
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› Leading bank covering almost all 
attractive large corps within
Germany (customer coverage
90%)

› Highest loan volume to large 
corporates of all German private 
banks3)

› Leading position in cash & 
trade services

› Market share of 14% in export 
LCs in Europe

› Ranked Top 3 as Domestic Cash 
Manager in Germany and Poland

Small corporates
› 2,5 up to 12,5 €m turnover
› ~21k client groups
Medium corporates
› 12,5 up to 500 €m turnover
› Public sector
› Small institutional clients
› ~31k client groupsC
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Large corporates
› Above 500 €m turnover
› German clients with business

activitities abroad and international 
clients with business in Germany 
(cross-border)

› Local business in selected
countries in Europe

› ~1,2 k client groups

› Domestic and foreign financial 
institutions, including banks, bank 
holdings, central banks and 
sovereigns, as well as some non-
bank financial institutions with 
focus on banking business

› ~5k correspondent banks

Financial InstitutionsA B C

1 Source: Kreditreform database (6/2013). 2 Interview of 300 financial decision makers about product and service offer, advisory quality, know-how of 12 banks. 3 Bundesbank statistics
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RM
Sales 

assistent FKB

Mittelstand Germany with differentiated business model fo r small and 
medium corporates

Medium Corporates
(12,5 – 500 €m turnover)

Single relationship manager and multi-
channel support

Standard products and services

Allrounder as well as product specialists (cash 
management, international business, risk
management and financial engineering

Broad range of products and services

Small Corporates 
(2,5 – 12,5 €m turnover)

Relationship
approach

Product
offering

Small corporate client

Product
specialists

Campagn
management

Active
sales

First
contact

SupportSupport

Central
address

Medium corporate client

Contact/ 
supports RM 

in specific topics

Direct contact

Contact/ 
supports RM 

in specific topics

RM
MSB

product
specialists

MSB
sales

assistant
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Relationship model for large corporates ensures optimal cli ent-centric
coverage and specialised products offering

Large Corp

FKB
Corporate 
Financial 
Advisory

MSB
product

specialists
RM

Contact/ 
supports RM 

in specific topics

Direct contact

Contact/ 
supports RM 

in specific topics

Client

Service Tea
m

Large Corporates 
(above 500 €m turnover)

› Relationship Manager (RM) –
strategic partner and coordinator of 
client service team

› MSB product specialist –
supporting the RM and serving all 
Mittelstandsbank products

› Corporate Financial Advisory –
partner of the RM for Investment 
Banking solutions

Relationship
approach

Product
offering

Client Service Team with full product and sector expertise

Whole service spectrum (incl. financing, payment services, 
trade services & finance, risk and asset management, 
corporate finance)
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Business model ensures optimal client-orientated product offering for 
Mittelstandsbank´s clients

Products and services responsibility

Financing

Equity Markets & Commodities

Interest & FX

Corporate Finance

Cash management & payment services

Risk Management

Asset Management

Examples for innovative products

Trade Services & finance

Corporates & Markets

Client segments

Mittelstand 
Germany

Großkunden & 
International
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Borrowing Base Financing
Special working capital financing: 
offers high flexibility in generating
liquidity from current assets

Cross Border Sublimit
Cross-border financing of affiliated
companies: transfer of solvency of 
mother company to affiliated
company abroad

Global Payment Plus
Offers access to multi-bank account
information and enables to manage 
worldwide transactions

Financial Engineering
Centre of competence for custom-
structured financing solutions
specialised in syndicated, asset-
based, and cash-flow-driven financing
arrangements and structured trade
finance solutions

Corporates & Markets

Mittelstandsbank

1 If client is located in Germany otherwise coverage by Corporates & Markets. 2 Only for international clients.



8Holger Werner | Mittelstandsbank / Corporate Banking  |  London |  July 2014

7777

Above market customer satisfaction and loan volume growth p roofs
success of Mittelstandsbank‘s business model

1) Interview of SMEs and large corps of Commerzbank
2) Deutsche Bundesbank, monthly loan portfolio.
3) Mittelstandsbank domestic: Mittelstand and Großkunden domestic (without CoC RE). 

Customer satisfaction 1 Product quality 1 Loan volume growth above market

+7,3%

-0,7%

DNOSAJJMAMFJD J F M

Mittelstandsbank domestic 
drawed loan volume3

Market loan volume2
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› Compared to competitors very good 
product-evaluation

› Clients evaluate Mittelstandsbank´s
product quality as leading in all 
categories 

› In international business and 
international presence clients attest  
Mittelstandsbank having catch-up 
potential

Small Corps Mid Corps Large Corps

TRI*M Index

66

77

84

74

8484 82

› Significant increase of customer 
satisfaction (measured by TRI*M 
Index) in all segments since 2011

› Drawn loan volume increased by 
+7,3% since beginning of 2013 while 
market decreased by -0,7%

70

80

90

Benchmark

Customer satisfaction survey 2013

Customer satisfaction survey 2011

2013 20142012
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Leading bank for corporate 
clients at the heart of Europe

Product quality and 
advisory expertise International presenceIT and platforms 

Focus on strengthening of domestic market position a nd international 
expansion

Strict resource management 
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› Cross Border:

• Branches in countries with high 
German direct investments

• New rep. offices with high 
foreign trade business with 
Germany

• Bank partnerships in countries 
with high share of imp./exp. 
business of our customers

› Ressource allocation:

• Efficient assignment of 
staff to improve 
acquisition and sales 
processes

› Speed:

• Increase sales rates
• Relieve sales section of 

administrative activities

› Quality:

• Improve quality of products 
and advisory services

• new sales approach along 
the value chain of our 
customers

› Quantity:

• Industrialisation of trade 
services (new trade 
processing centers)

› State-of-the-art technology:

• New future-oriented cash 
management platform

• New cash management 
solutions for Asia

› Modernised communication:

• Implementation of latest 
technologies for customer 
interaction

• Introduction of new value-
added services

› New regions for local 
business:

• Scaling of German sales model 
to countries with similar 
economic structures

• Taking loc. business opport. in 
neighbouring countries

Main levers aiming at  quality, quantity and effecti ve market coverage

Product quality and 
advisory expertise IT and platforms International presence
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Mittelstandsbank´s global coverage

Beijing
Tianjin

Seoul
Tokyo
Shanghai
Taipeh
Hong Kong

Bangkok
Ho Chi Minh City

Kuala Lumpur

Singapore
Jakarta

Melbourne

Dhaka

Mumbai

Dubai

Addis Abeba

Johannesburg

Novosibirsk
Almaty

Tashkent
Ashgabat

Beirut

Luanda
Lagos

Tripoli

Cairo

Sao Paolo
Buenos AiresSantiago

Caracas

Panama

New York

Branch

Local market

Nordic center

Legend

Representative office

mBank (Segment CEE)

Branch

Bank partnering
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Summary: Mittelstandsbank with a clear strategy and f urther ambitious 
growth targets

Profitability track record with RoE ≥ 18% since 
2010

Current revenues pressure from challenging 
environment has to be compensated by measures 
taken

Strong position in each of our client segments due 
to convincing product, service and advisory quality 
and thus high customer loyalty  

Commerzbank running corporate banking since 
over 140 years, thereof 10 years with own board 
division: Significant competitive advantage

2016 Q1 2014

> 20% 20,7%

< 45% 44,9%

RoE

CIR

Targets
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For more information, please contact Commerzbank’s I R team:

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

Institutional Investors and Financial Analysts

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

Maximilian Bicker
P:  +49 69 136 28696
M: maximilian.bicker@commerzbank.com

Tanja Birkholz (Head of Investor Relations / Executi ve Management Board Member)
P: +49 69 136 23854
M: tanja.birkholz@commerzbank.com

Retail Investors

Florian Neuman
P:  +49 69 136 41367
M: florian.neumann@commerzbank.com

Ute Heiserer-Jäckel
P:  +49 69 136 41874
M: ute.heiserer-jaeckel@commerzbank.com

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

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

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

Investor Relations

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 publicly 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 
www.commerzbank.com/aktionaere/index.htm


