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DISCLAIMER

Certain of the statements contained herein are statements of future expectations and other forward-looking 

statements.

These expectations are based on management's current views and assumptions and involve known and unknown 

risks and uncertainties.

The user of such information should recognize that actual results, performance or events may differ materially from 

such expectations because they relate to future events and circumstances which are beyond our control including, 

among other things, general economic and sector conditions.

Neither Banca Generali SpA nor any of its affiliates, directors, officers, employees or agents owe any duty of care 

towards any user of the information provided herein nor any obligation to update any forward-looking information 

contained in this document.

The manager charged with preparing the companyôs financial reports, Tommaso di Russo, declares, pursuant to 

paragraph 2 of article 154-bis of the Consolidated Law on Financial Intermediation, that the accounting information 

contained in this presentation corresponds to document results, books and accounts records.
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AGENDA

PIETRO TURRINELLI

BARBARA NOVAThe value of our 

profession: FAs 

COFFEE BREAK Q&A

KIM FOURNAIS
Saxo Bank Founder and CEO
The value of BG/Saxo Partnership

MARCO BERNARDI
Deputy General Manager, Commercial Networks, 

Alternative Channels and Support

Diversified and unique FAs Network

TOMMASO DI RUSSO
CFO & Head of Strategy
P&L and balance sheet sustainability

GIAN MARIA MOSSA
CEO & General Manager
Internationalization and projections

ANDREA RAGAINI
Deputy General Manager, Wealth Management, 
Marketing & Products
Well placed to capture sizable growth opportunities

RICCARDO RENNA
COO & Head of Innovation
Building a digital ecosystem for Clients

GIAN MARIA MOSSA
CEO & General Manager
BG ambitions
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BG AMBITIONS

To create a new long term growth engine by selectively 

expanding our geographical footprint

To consolidate our leading position in 

empowering the best Financial Advisors (FAs) in 

the Italian market

To be the Clientôs first choice for quality of 

professionals, protection and value of service

as well as state-of-the-art digital presence
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2021 MAIN TARGETS
READY TO ACHIEVE SUSTAINABLE AND PROFITABLE GROWTH

Å Total Assets: 76-80 bn/ú

ÅCore Net Banking Income1: 63 bps

ÅCore Operating Costs: 3%-5% CAGR2

ÅDividend: 70%-80% pay-out ratio; 2017 DPS 

(1.25ú) set as a floor; committed to preserve 

strong capital ratios

Å Cumulated Net Inflows: >14.5 bn/ú

NOTE: 1) Based on Group perimeter including the impact of recent acquisitions and international expansion; core net banking income computed as net banking income 
excluding performance fees and trading gains; 2) Based on current business perimeter, excluding the impact of recent acquisitions and international expansion; core 
operating costs computed as total operating costs excluding sales personnel expenses 
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BANCA GENERALI TODAY
AMONG THE TOP PLAYERS IN THE ITALIAN MARKET IN GROWTH AND SUSTAINABILITY 

Brand Strength

Best FAs network by Client satisfaction4

Best Private Banking Brand in Italy5

Best FAs network by FAs satisfaction3

Ordinary payout ratio stable at ~36%

Best-in-class in operating costs (Cost/Assets at 0.33%) 

574.3 m/úof gross core banking income2

Financial Health

Best-in-class liquidity (LCR at 441%) 

Great balance sheet flexibility: >25% of banking book 

expiring by the end of 2019

Among the best capital ratios in the market (TCR at 19.6%)

Bank Solidity

Commercial Excellence

More than 220k Clients1

~2,000 FAs

58.5 bn/úof Total Assets

NOTE: 1) Clients with >10k/ú; 2) Gross core banking income computed as recurring gross fees and net interest income; 3) CF Monitor ïFINER Finance Explorer 

2018; Eurisko, 2014, 2015, 2016, 2017; 4) Istituto Tedesco Qualità e Finanza, 2015, 2016, 2017, 2018; 5) Global Brands Awards 2018

Data as of 9M18
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A TRANSFORMATIONAL JOURNEY (1/3)
COMMERCIAL EXCELLENCE

NOTE: 1) Excluding ISPB; 2) Excluding ISPB and BG 

SOURCE: Assoreti

10.4%

11.6%
12.1%

12.6%
13.3% 13.7%

2013 2014 2015 2016 2017 9M2018

29.1

36.6
41.6

47.5

55.7 58.5

2013 2014 2015 2016 2017 9M2018

Banca Generali 

Total Assets

bn/ú

Market share 

on Total Sector 

Assets1

12.6 13.9 15.1 16.4 
18.5 18.8

2013 2014 2015 2016 2017 9M2018

Banca Generali 

Average Portfolio

m/ú

Market 

Average Portfolio2

m/ú

19.7
22.2

24.3
25.8

28.8 29.5

2013 2014 2015 2016 2017 9M2018

+3.3 pp2x

+ ~10 m/ú

+ ~6 m/ú



8NOTE: 1) Computed as recurring gross fees and net interest income; 2) Excluding LTRO; 3) Computed as total operating costs ex-sales personnel expenses

84.4 72.5 63.1 58.7 61.4 44.2

359.0 427.7
524.8 537.5

645.4

530.1

2013 2014 2015 2016 2017 9M18

443.4
500.2

587.9 596.2

706.8

574.3

Gross Core

Banking Income1

m/ú

137.3 155.2 160.5 167.7 171.1
133.1

11.3
10.6 15.1 14.3 16.8

10.2

2013 2014 2015 2016 2017 9M18

148.6
165.8

175.6
187.9

143.3

182.0

Total

Operating Costs

m/ú

CAGR

12.4%

Net interest income2

Recurring fees

Sales personnel expenses

Core operating costs3

CAGR

6.0%

OPERATING LEVERAGE AMONG BEST IN THE MARKET

A TRANSFORMATIONAL JOURNEY (2/3)
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GREAT FLEXIBILITY IN THE BALANCE SHEET

Clientsô 

deposits1

bn/ú

Total 

Capital

Ratio

2.3 
2.9 

3.8 

5.7 
6.5 

7.5 

2013 2014 2015 2016 2017 9M18

35% 47% 62% 69% 72% 81%

Clientsô 

deposits/total 

balance sheet

14.8% 14.2%
15.9%

18.4%
20.2% 19.6%

2013 2014 2015 2016 2017 9M18

A TRANSFORMATIONAL JOURNEY (3/3)

NOTE: 1) Excluding institutional Clients
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CLEAR STRATEGIC DRIVERS SET IN 2013
STRATEGIC STEPS TAKEN TO BEAT EXPECTATIONS

Å Strengthen the management team

Å Promote a clear and coordinated organization

Å Change the approach to technology

Å Introduce open platform / ecosystem approach

Å Evolve from financial advisory to WM approach

Å Leverage on insurance capabilities & product innovation

Å Create a new FAs network organization

Å Offer a clear value proposition ïQuality first

Å Become the first choice of top professionals

Å Shift to premium positioning

2013 

STRATEGIC

PRIORITIES

DIGITAL MINDSET

PEOPLE & ORGANIZATION

WM APPROACH

EXCELLENCE OF FAs

BRAND 



11

7.0% 7.8% 8.3% 9.0% 9.5%

2.1%
2.2%

2.3%

2013 2014 2015 2016 2017

Market Share 

of Assoreti

on Italian Financial 

Assets2

Italian

Household Wealth1

2017

tn/ú

5.5 5.3

4.0 4.4

-0.9 -0.9

1.1 1.0

2013 2017

9.89.7

2.9 2.9

1.1
1.5

2013 2017

Financial Assets

Breakdown1

tn/ú

11.2%
10.4%

11.8% +2.5 p.p.
EX ISPB

Households Debt

Other Real Assets

Financial Assets

Real Estate
Deposits, Securities 

and stakes in 

non-listed businesses

Managed Assets

4.4
4.0

ISPB Contribution

Assoreti

ITALIAN HOUSEHOLD WEALTH
A PLACE TO INVEST

NOTE: 1) Bank of Italy 2) Internal elaboration on Bank of Italy and Assoreti data 
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DISCONTINUITY

IN THE

CONTINUITY 

2019/2021 BUSINESS PLAN GUIDELINES
CLEAR STRATEGIC AMBITIONS TO BEAT EXPECTATIONS

Å Foster a culture of talent, sustainability and 

diversity & inclusion 

Å Strengthen open banking approach and 

international partnerships

Å Focus on protection, lending and services to 

entrepreneurs

Å Accelerate on cross-fertilization and teams

Å Strengthen direct Client touchpoints 

Å Serving the Italian Client through an international 

approach while selectively expanding abroad 
INTERNATIONAL ASPIRATION 

DIGITAL MINDSET

PEOPLE & ORGANIZATION

WM APPROACH

EXCELLENCE OF FAs

BRAND 
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The value of BG/Saxo Partnership

KIM FOURNAIS
Saxo Bank Founder and CEO



Saxo Bank was a fintech before the term was even created

1998 2018

13



Saxo Bank in short

Å+35,000 tradable products

Å43.3milliontrades executed in 2017

ÅEUR 16 billion daily average turnover

Å+120 White Label partnerships

ÅOperating income:

ÅNet profit:

ÅAUM:

(as of Oct. 2018:

AWARDSFINANCIALS 2017 FACILITATION

Å100+industry awards for trading platforms past 

few years

EUR406.5 million

EUR 53.9 million

EUR 13,915.9 million

EUR 15,613.5 million)
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Saxo Bank is a global multi-asset facilitator

15



Brief history of Saxo Bank

16



Strong ownership structure and board

Chairman Li, founder of Geely, at his visit to 

Saxo Bank in July 2017

52.0% 19.9% 25.7% 2.4%

17



Single Global Platform

Adopted for local markets and 

regulations and multi-device 

compatible. One efficient HTML5-

based client front-end catering for 

multiple client experiences 

Open Banking First

Enables flexible integration with clients 

and partners via Open API and external 

provision of data and applications

Cloud Native

Risk

AI Everywhere

Key to scalability, agility and enables Saxo 

to leverage innovation to full extent and 

deliver a cutting-edge cloud-based 

experience for retail, institutional and white-

label partners 

Manage operational and cyber risk 

and ensure compliance across 

jurisdictions

Leveraging Big Data and AI throughout 

the digital value chain to deliver a world-

class experience to clients and internally 

for the Saxo Bank staff 

The principles of Saxo Bankôstechnology
Half of ourmore than1650 employeesworkwith technologyand business developmentand we
investmore thanEUR 100 million everyyearin technologyand innovation

All technology solutions are available to Banca Generali and other partners

18



At Saxo Bank it is our conviction that every great relationship is 

based on win-win. Whether with clients, partners or employees, 

we only win when they win. 

In the end, the value of money and accomplishments depends on 

how itôs earned.

Our Saxo Foundation is built on this.

Why             ? 

19



Saxo Bank and Banca Generali

Leading multi-asset trading and 

investment specialist

Leading player in Financial 

and Wealth Management 

Services, through a Network of 

Financial Advisors

The future is ours

20
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Building a digital ecosystem 

for Clients

RICCARDO RENNA
COO & Head of Innovation
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DIGITAL MINDSET

Digital mindset in Banca Generali

Client-driven and digital-focused approach

What next?

Innovation 

in Clientsô journey 

thanks to BG 

digital hub
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DIGITAL MINDSET WAVES
THREE PRIMARY AREAS OF FOCUS

Empower Client-Advisor relationship 

by enhancing FAs efficiency and effectiveness
ADVISOR

From 

2014

Streamline the Bank to offer best-in-class 

services to FAs and Clients while managing 

strong growth

Be the first choice also in B2C 

world

From 

2016

BANK

From 

2017

CLIENT
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DIGITAL MINDSET WAVES
A CLEAR TARGET: FOCUS ON CLIENTS

Empower Client-Advisor relationship 

by enhancing FA efficiency and effectiveness

ADVISOR

From 

2014

Streamline the Bank to offer best-in-class service 

to advisors and Clients while facing strong growth

Be the first choice in B2C world

From 

2016

BANK

From 

2017

CLIENT

ECOSYSTEM
Build an

TRANSFORMATION

CLIENTS
Enhance direct connection with 

Accelerate the
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DIGITAL MINDSET

Digital mindset in Banca Generali

Client-driven and digital-focused approach

What next?

Innovation 

in Clientsô journey 

thanks to BG 

digital hub
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DIGITAL STRATEGY AND KEY PROJECTS
REASONS WHY AND PRIORITIES 

Digital Touchpoints

Digital Onboarding Process

Mobile Banking

Trading

KEY AREAS OF FOCUSBEING DIGITAL FOR

GROWTH

QUALITY
Digital Collaboration

BRAND
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DIGITAL TOUCHPOINTS
PRESENTING A PREMIUM BRAND TO CLIENTS

NEW 

COMMERCIAL 

WEBSITE

BANCAGENERALIPRIVATE.IT
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ONBOARDING PROCESS
BEING DISRUPTIVE IN RELATION TO THE CLIENTS

ACCOUNT 

OPENED IN FEW 

STEPS

ID ONLINE 

VERIFICATION

LIVE IN 15-20 

MINUTES
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é+ New 

Features

Innovative 

Customer 

Experience

User

Friendly

Interface

Vocal

Interaction

NEW MOBILE BANKING APP
PRIVATE STYLE AND FLUID USER EXPERIENCE
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INVESTOR

RICH FUNCTIONALITY

FOR CLIENTS WHO WANT A

TOP TRADING EXPERIENCE

SIMPLE FUNCTIONALITY

FOR CLIENTS WHO WANT AN

EASY TRADING EXPERIENCE

TRADER GO TRADER PRO

ADVANCED FUNCTIONALITY

FOR CLIENTS WHO WANT A

STANDARD TRADING EXPERIENCE

SAXO TRADING
SEGMENTED PLATFORM OFFER
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DIGITAL MINDSET

Digital mindset in Banca Generali

Client-driven and digital-focused approach

What next?

Innovation 

in Clientsô journey 

thanks to BG 

digital hub
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WHATôSNEXT? 

FROM IN-HOUSE DEVELOPMENT TO ECOSYSTEM APPROACH

JOIN, ACQUIRE OR DIE

Leverage mostly on internal culture and resources

COMPETE WITH TECH SPECIALISTS

Risk of slow execution and loss of focus on Clientôs 

overall experience DEFOCUS

Impact on fixed cost (investment and running)

HIGH RISK

Access to wider know-how

ALWAYS UPDATED

Speed of execution and more time dedicated to 

Clientôs overall experience SAVE TIME

Substitute fixed costs with revenue-sharing          

SHARE RISK
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Workflow

Management

Certificates

Platform

Robo 4 

Advisor

Home/Mobile

Banking

BG INTEGRATION MODEL
EXPLOITING THE BEST TECHNOLOGIESé

We know how to integrate the best technologies in a short period of time 

by leveraging on our strong partners to establish «win-win» solutions 

2017
2017

>>
2018 2018

Trading

2018

Advisory

2015

- 2017

Contact

Center

2017

>>

https://www.google.it/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwjcnJHLuNfeAhUOy4UKHZ0YCd8QjRx6BAgBEAU&url=https://www.abilab.it/links&psig=AOvVaw0wwvU8eXyfOnAgCUXh3Szc&ust=1542407152257992
https://www.google.it/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwjcnJHLuNfeAhUOy4UKHZ0YCd8QjRx6BAgBEAU&url=https://www.abilab.it/links&psig=AOvVaw0wwvU8eXyfOnAgCUXh3Szc&ust=1542407152257992


35

BG INTEGRATION MODEL
éGLOBALLY
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TO SUM UP

Best in B2B2C and closing the gap in B2C world

Open approach bringing efficiency and effectiveness

Strong capabilities 

to integrate different solutions in the BG-Ecosystem

READY FOR THE FUTURE
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ANDREA RAGAINI
Deputy General Manager, Wealth Management, 

Marketing & Products

Well placed to capture sizable  

growth opportunities
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MiFID II update
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12%

13%

26%

14%

12%

14%

10%

Insurance Wrappers

Portfolio Management

3rd Party Funds 

In-House Funds

Securities

Current Accounts

Traditional Life 

Insurance

Assets breakdown Regulation Change

in reporting

LIMITED

LIMITED

VERY

LIMITED

RELEVANT

RELEVANTMiFID II

IDD

UPDATE ON MIFID II (1/2)
OUR EXPECTATIONS ON CHANGES IN REPORTING

NO IMPACT

Total Assets

58.5 bn/ú

9M18

Impact on reporting depending 

on applicable regulation

Almost 75% of Assets without 

or with limited impact

New initiatives for assets with 

significant changes in reporting

MiFID II

NO IMPACT

Comments
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9M18 9M18

9M18
9M18

1.73%

2.22% 1.94%

1.43%

NOTE: TER not including entry fees and performance fees

TER on

Managed

Assets

TER on 

Total Portfolio

Total Client base Clients >2.5 m/ú

TER to insurance company: 

12%-13% of the total

Insurance wrappers: increasing the 

weight of ETFs vs 3rd party funds

Portfolio management: increasing 

the weight of securities 

vs 3rd party funds

In-house funds: introducing a cap 

on ongoing charges from 3rd party 

underlying share classes 

3rd party funds: renegotiation

UPDATE ON MIFID II (2/2)
TER BREAKDOWN

TER to insurance 

company

TER to insurance 

company

Comments
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Corporate Advisory

Assets

Lending

under Custody

under Management
under Advisory

WM APPROACH

Overview on Clients and Assets

Pursuing growth and 

profitability through 

three drivers for the 

future
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69%

58%

25%

32%

5%
10%

2013 9M18

FOCUS ON OUR CLIENTS
STRONG GROWTH IN THE PRIVATE SEGMENT

222.1

10,746

23,228

2013 9M2018

165.3

1.5 m/ú

1.6 m/ú
N. of Clients 

with assets 

>500 k/ú

Comments Å Growth in all Client segments with strong hike in Affluent and Private Clients

Å ~30% of our Private Clients are entrepreneurs 

Å ~130k Clients with less than 100 k/úin assets

N. of Clients

(Total Assets

>10 k/ú)

Clients <500 k/ú

Clients <100 k/ú

Clients >500 k/ú

Avg. Assets per private Client
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OVERVIEW OF OUR BUSINESS
GREATER DIVERSIFICATION OF ASSET MIX

33%

18%11%

11%

20%

7%

26%

10%

14%12%

14%

13%

12%

Asset mix

Current

Accounts

Securities

In-House

Funds

Portfolio

Management

Insurance

Wrappers

3rd Party

Funds

Managed 

Assets

73%

Managed 

Assets

75%

NEW

2013 Total Assets

29.1 bn/ú

9M18 Total Assets

58.5 bn/ú

Traditional Life

Insurance
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Corporate Advisory

Assets

Lending

under Custody

under Management
under Advisory

WM APPROACH

Pursuing growth and 

profitability through 

three drivers for the 

future

Overview on Clients and Assets
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9.6 11.5 12.9 14.6 14.9 15.3

2.2
4.3

5.6
7.3 7.9

2013 2014 2015 2016 2017 9M18

Volumes

Trend

bn/ú

NEW INITIATIVES 

13.7

17.2
20.2

22.2 23.2

Entering in recurring payment 

business

GOALS

Focusing on protection and health 

coverage

Strengthening private insurance offer for 

HNWI Clients

Leveraging on existing Client base

Providing solutions on protection needs,

retirement and health

Delivering solutions to cover wealth planning 

and succession planning

Traditional

Life Insurance

Insurance

Wrapper

SOURCE: Banca Generali internal analysis; data as of 9M18

ASSETS UNDER MANAGEMENT (1/3)
FOCUS ON INSURANCE
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3.2 3.8 3.7 3.1
2.1 1.7

1.6
5.0 5.2

2013 2014 2015 2016 2017 9M18

4.7

7.1

BG NEXT

6.9Financial Wrappers

Traditional Discretionary

Mandates

NOTE: 1) Deal subject to regulatory approval 

SOURCE: Banca Generali internal analysis; data as of 9M18 

ASSETS UNDER MANAGEMENT (2/3)
FOCUS ON PORTFOLIO MANAGEMENT

NEW INITIATIVES 

New hedging strategies

GOALS

Nextam Partners1

Alternative solutions for Professional 

Clients 

Individual hedging solutions, leveraging 

Saxo expertise

Improvement in bottom-up strategy, providing 

solutions to Private Clients and reducing total cost

Focus on Private Clients

Volumes

Trend

bn/ú
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I WAVE Apr. 2018

New Sicav for our wrappers 

in Institutional classes

II WAVE Oct.2018 III WAVE 1Q2019

Launched

20 funds

New products for 

Retail offer

New solutions both for 

Wrappers and Retail

Launched

15 funds

Will launch

10 funds

5.0 5.4 6.1 5.7 5.5 4.7 

0.1 
0.3 

0.4 0.4 0.8 
1.1 

5.1 
5.7 

6.6 6.1 6.2 
5.8 

2013 2014 2015 2016 2017 9M18

Volumes Trend

bn/ú

Lux IM

BG Selection

Sicav

SOURCE: Banca Generali internal analysis; data as of 9M18

-35
-49

-72

-34 -34

20

-16

4

-27

60

Jan. Feb. Mar. Apr. May Jun. Jul. Aug. Sep. Oct.

Net Inflows Trend

m/ú

ASSETS UNDER MANAGEMENT (3/3)
FOCUS ON IN-HOUSE FUNDS (RETAIL)
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Corporate Advisory

Assets

Lending

under Custody

under Management
under Advisory

WM APPROACH

Pursuing growth and 

profitability through 

three drivers for the 

future

Overview on Clients and Assets
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2Q2017 3Q2017 4Q2017 1Q2018 2Q2018 3Q2018

0.3
0.7

1.3
1.6

2.2 2.3

Volumes 

Trend 

bn/ú

15%

25%
60%

Advisory

Services
% AUA

Illiquid Accessibility to Illiquid solutions (fee only)

First mover 

Pure financial advisory (both fee only and fee on top) 

Classic model

Family Office approach (Assets with 3rd parties)

Holistic & Innovative

ASSETS UNDER ADVISORY
A MULTIFACETED APPROACH
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Corporate Advisory

Assets

Lending

under Custody

under Management
under Advisory

WM APPROACH

Pursuing growth and 

profitability through 

three drivers for the 

future

Overview on Clients and Assets



51NOTE: Data as of 9M18; 1) Active Clients on assets under custody; 2) Annualized; 3) Certificates & other primary

N° Clients

~55k Clients1

(19% on the Total Clients)

~1.0x2

7.4 bn/ú
(13% on the Total Assets)

Focus on 

GROWTH

Increase:

Å New Clients 

Å Share of wallet

Focus on 

PROFITABILITY

Å Increase turnover 

ratio 

ÅNew opportunities in 

primary market

ÅOpen to B2C 

business 

ASSETS UNDER CUSTODY (1/5)
GROWTH AND PROFITABILITY

AUC turnover ratio

Tot AUC 

Primary Market

Front fees

6.3 m/ú3



52

14.9%

22.5%

42.0%

20.5%

11.0%

32.1%

47.8%

9.1%

12.0%

13.0%

36.0%

40.0%

Private

Banking

Market

Specialized 

Banks

6M18 6M18 9M18

SOURCE: AIPB, data as of 6M18

ASSETS UNDER CUSTODY (2/5)
COMPETITIVE LANDSCAPE ïITALIAN PRIVATE BANKING MARKET

Insurance

Managed 

Assets

Assets Under 

Custody

Current 

Accounts
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ASSETS UNDER CUSTODY (3/5)
KEY PILLARS FOR EXECUTION

PEOPLE & ORGANIZATION

Smart derivatives platform

TECHNOLOGY

Powered by

NEW ORGANIZATION

New teams dedicated on both primary

and secondary markets in financial 

department, wealth management area 

and commercial area

NEW HIRING

Cherry picking of the best talents 

in the market

(Head of Financial Advisory 

& Head of Assets Under Custody)
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1,212

2,222
2,869

3,677
4,188

4,934 5,026 5,319

6,208

Feb. Mar. Apr. May. Jun. Jul. Aug. Sep. Oct.

1.2
1.3 1.3

1.4 1.4
1.5

1.6 1.6
1.7

ASSETS UNDER CUSTODY (4/5)
STRUCTURED CERTIFICATES

NOTE: 1) Data as of November 2018

More than 180 m/úissued
1

Further possibility to increase 

the penetration in our Client 

base (~2%)

Important opportunity to 

increase the avg. number of 

certificatesin Clientôs portfolio

Active Clients (#)

Avg. N° Certificates (#)

Activity Trend in Certificates

Training and 

marketing

Full digitalization 

of the process

Dedicated sales 

support and new 

dashboard

NEW INITIATIVES 

New portfolio 

of certificates
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ASSETS UNDER CUSTODY (5/5)
ROBO 4 ADVISORY

From PULL approachééto PUSH approach

Increase the number of trades and 

the turnover ratio, boosting revenues

Increase the quality of the service 

for our Clients and our FAs (increasing 

their productivity)

Continuous monitoring of portfolio 

quality and suitability in line with 

MiFID2 requirements 

Fully integrated

BG risk approach

Multi-advisory sources

GOALS

Partner

Client Portfolio

Rebalancing Recommendations

Advisor

MODEL

NON REPLICABLE MODEL 
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Corporate Advisory

Assets

Lending

under Custody

under Management
under Advisory

WM APPROACH

Pursuing growth and 

profitability through 

three drivers for the 

future

Overview on Clients and Assets
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CORPORATE ADVISORY (1/2)
KEY PILLARS FOR EXECUTION

QUALIFIED RANGE OF PARTNERS

New Corporate module inside 

BG proprietary platform 

Providing Dynamic Hedging 

PEOPLE & ORGANIZATION TECHNOLOGY

NEW HIRING

Cherry picking of the best talents 

in the market

(Head of Corporate Advisory & New 

Venture Capital Team)

NEW ORGANIZATION

A new Corporate 

Advisory management team in Wealth 

Management division
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CORPORATE ADVISORY (2/2)
HIGH EXPOSURE TO CURRENCY AND VOLATILITY 

NOTE: 1) Data as of 2015

SOURCE: Istat; European Commision; Fintastico; Data as of December 2016 

IMPORT/EXPORT 

VOLUMES 

44%

Total export

extra EMU countries

39%

Total import

extra EMU countries

<20%

of import/export 

flows are hedged

2.6 bn/ú

Cumulated loss 

on FX1
ñSaxoTraderGO named 

Best Retail FX Platform 

at FX Week e-FX 

Awardsò

COMPANIES

PRACTICES
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Corporate Advisory

Assets

Lending

under Custody

under Management
under Advisory

WM APPROACH

Pursuing growth and 

profitability through 

three drivers for the 

future

Overview on Clients and Assets
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1.3

1.6

1.7 1.7

1.8 1.8

2013 2014 2015 2016 2017 9M18

High quality and 

over-collateralized 

(2.8 bn/úof liquid

assets as collateral)

Still limited lending 

portfolio (ancillary to 

WM business)

Lending

Volumes

Trend

bn/ú

Comments

LENDING (1/2)
STABLE AND HIGH QUALITY VOLUMES
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LENDING (2/2)
KEY PILLARS FOR EXECUTION

From manual to automated

process

BUSINESS APPROACH TECHNOLOGY

COLLATERAL

From static to dynamic pledge 

STRATEGIC FOCUS

Network pay-out

RANGE OF PRODUCTS

Traditional Lending offer

Lombard1 (Volumes issued 422 m/úfrom Oct.2017)

Mini Lombard1

Export Credit with guarantee

Expanding volumes 

Same risk and collateral profile

NOTE: 1) Lombard lending: lending to individuals collateralized by financial assets
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under Custody

under Management

under Advisory

Å Protection & health

Å Recurring payments

Å Alternative solutions

Å Wider in-house retail offer

Å Family office approach 

Å Advisory on illiquid investments

Å Increase turnover ratio by leveraging 

technologies

Å Dynamic hedging

Å Services for entrepreneurs

Å New role for credit  

Å New products ïLombard Credit

Å Focus on guarantees

V Ongoing innovation in investment 

solutions

V Increase quality and range of wealth 

management services

V Boost volumes and profitability in 

AUC

V Work on entire Client base via digital 

banking, savings and lending

V Enter B2C business

Assets

Corporate Advisory

Lending

Key takeaway

TO SUM UP



COFFEE 
BREAK
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Diversified and unique FAs 

Network

MARCO BERNARDI
Deputy General Manager, Commercial 

Networks, Alternative Channels and Support 


