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Disclaimer

The purpose of this presentation is purely informative and should not be considered as a financial analysis service, advisement or any other investment service or offer of any financial product, service or
advice, nor should it be interpreted as, an offer to sell or exchange or acquire, or an invitation for offers to buy securities issued by CaixaBank, S.A. (“CaixaBank”) or any of the companies mentioned herein.
The information contained herein is subject to, and must be read in conjunction with, all other publicly available information. Any person at any time acquiring securities must do so only on the basis of such
person’s own judgment as to the merits or the suitability of the securities for its purpose and only on such information as is contained in such public information set out in the relevant documentation filed by
the issuer in the context of such specific issue having taken all such professional or other advice as it considers necessary or appropriate in the circumstances and not in reliance on the information contained
in this presentation.

CaixaBank cautions that this presentation might contain forward-looking statements concerning the development of our business and economic performance. While these statements are based on our current
projections, judgments and future expectations concerning the development of our business, a number of risks, uncertainties and other important factors could cause actual developments and results to differ
materially from our expectations. Such factors include, but are not limited to the market general situation, macroeconomic factors, regulatory, political or government guidelines and trends, movements in
domestic and international securities markets, currency exchange rates and interest rates, changes in the financial position, creditworthiness or solvency of our customers, debtors or counterparts.

Statements as to historical performance, historical share price or financial accretion are not intended to mean that future performance, future share price or future earnings for any period will necessarily
match or exceed those of any prior year. Nothing in this presentation should be construed as a profit forecast. In addition, it should be noted that although this presentation has been prepared based on
accounting registers kept by CaixaBank and by the rest of the Group companies it may contain certain adjustments and reclassifications in order to harmonize the accounting principles and criteria followed by
such companies with those followed by CaixaBank. Accordingly, and particularly in the case of Banco Português de Investimento (“BPI”), the relevant data included in this presentation may differ from those
included in the relevant financial information as published by BPI.

In particular, regarding the data provided by third parties, neither CaixaBank, nor any of its administrators, directors or employees, either explicitly or implicitly, guarantees that these contents are exact,
accurate, comprehensive or complete, nor are they obliged to keep them updated, nor to correct them in the case that any deficiency, error or omission were to be detected. Moreover, in reproducing these
contents in by any means, CaixaBank may introduce any changes it deems suitable, may omit partially or completely any of the elements of this presentation, and in case of any deviation between such a
version and this one, CaixaBank assumes no liability for any discrepancy.

In relation to Alternative Performance Measures (APMs) as defined in the guidelines on Alternative Performance Measures issued by the European Securities and Markets Authority on 30 June 2015
(ESMA/2015/1057), this presentation uses certain APMs, which have not been audited, for a better understanding of the company's financial performance. These measures are considered additional
disclosures and in no case replace the financial information prepared under the International Financial Reporting Standards (IFRS). Moreover, the way the Group defines and calculates these measures may
differ to the way similar measures are calculated by other companies. Accordingly, they may not be comparable. Please refer to the Glossary section of the Business Activity and Results Report for the relevant
period of CaixaBank for a list of the APMs used along with the relevant reconciliation between certain indicators.

This presentation has not been submitted to the Comisión Nacional del Mercado de Valores (CNMV – the Spanish Stock Markets regulatory authority) for review or for approval. Its content is regulated by the
Spanish law applicable at the date hereto, and it is not addressed to any person or any legal entity located in any other jurisdiction. For this reason it may not necessarily comply with the prevailing norms or
legal requisites as required in other jurisdictions.

Notwithstanding any legal requirements, or any limitations imposed by CaixaBank which may be applicable, permission is hereby expressly refused for any type of use or exploitation of the content of this
presentation, and for any use of the signs, trademarks and logotypes contained herein. This prohibition extends to any kind of reproduction, distribution, transmission to third parties, public communication or
conversion by any other mean, for commercial purposes, without the previous express consent of CaixaBank and/or other respective proprietary title holders. Any failure to observe this restriction may
constitute a legal offence which may be sanctioned by the prevailing laws in such cases.
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Starting @ 13:30 h

Welcome and agenda Edward O’Loghlen, Head of Investor Relations, CaixaBank Group

Strategic Vision Jordi Gual, Chairman, CaixaBank Group

2019-2021 Strategic Plan Gonzalo Gortazar, CEO, CaixaBank Group

Coffee break

BPI: 2019-2021 Strategic Priorities Pablo Forero, CEO, BPI

Financial Projection and Targets Javier Pano, CFO, CaixaBank Group

Q&A session

Ending @ 16:45 h

Agenda
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Strategic Vision

Jordi Gual
Chairman
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Reinforcement of our leadership

BPI acquisition

Profitability above the cost of equity

Increased focus on our core business

Reorganisation of the Group

Successful completion of the 2015-2018 Strategic Plan

2015-18 Strategic Plan: strong delivery
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114 years managing the business distinctively

Long term 
vision

Anticipating 
change

Prudent risk 
management 

Commitment
to service

Creating value for all stakeholders: 
Clients, employees, investors, society
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Contribute to the financial wellbeing of our                                                    
customers and to the progress of society

Our mission 
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Quality Social 
commitment

Trust

Our values
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2019-2021

A leading and innovative financial Group, with the best 
customer service and a benchmark in responsible banking

Our strategic vision
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2019-2021 Strategic Plan

Gonzalo Gortazar
CEO
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1

2

2015-18 Review

2019-21: Strategic priorities 
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1. Excellent commercial performance 
Reinforcement of the leading Iberian retail-banking franchise

2.   Profitability already covers the cost of capital
With bancassurance segment as the main contributor

3. Simplification and reorganisation of the Group
Fully-focused on the core business in Spain and Portugal

A proven 
business model 

in a negative 
rates 

environment

Emerging from the crisis and the 2015-18 period as a clear winner
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(1) Loans to other resident sectors, as per Bank of Spain data
(2) Home purchase loans

#1
Mutual funds

#1
Life insurance 
Company

#1
Health insurance

#1
Payments 
Company

Loans1

2014 Aug.18 

15.2%

15.9%

Business 
lending

2014 Aug.18 

13.7%
15.2%

Mortgages2

2014 Aug.18 

14.5%

16.4%

Payroll 
deposits

2014 Sep.18 

23.1%

27.1%

Long-term
saving3

2014 Sep.18 

19.0%

21.7%

Pension
plans

2014 Sep.18 

19.4%

24.2%

Mutual
funds

2014 Sep.18 

15.3%

17.1%

Savings
insurance

2014 Sep.18 

21.7%

27.3%

Life-risk
insurance

2014 Sep.18 

16.4%

21.6%

Non-life
insurance

2014 Sep.18 

9.2%
10.4%

PoS
turnover

2014 Sep18 

21.4%

27.4%

Credit card
turnover

2014 Sep.18 

24.8%

23.2%

Market shares, in%

49%

49.9%

Building on a long-term track record of growth and market share gains

(3) Market share for own mutual funds, pension plans and life-saving insurance.
Sources: Social Security, BoS, INVERCO, ICEA, AEF and Cards and Payments System. Latest data available

http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwjhn_zj06veAhXIzYUKHVnXAeIQjRx6BAgBEAU&url=http://hogars-es.blogspot.com/2017/07/caixabank-payments.html&psig=AOvVaw0zLOUyQwaQX1sH8X4XTH6u&ust=1540902634444069
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwjhn_zj06veAhXIzYUKHVnXAeIQjRx6BAgBEAU&url=http://hogars-es.blogspot.com/2017/07/caixabank-payments.html&psig=AOvVaw0zLOUyQwaQX1sH8X4XTH6u&ust=1540902634444069




http://www.bpi.pt/
http://www.bpi.pt/
http://4.bp.blogspot.com/_mVtITpKDXA4/S5LlMr1dV9I/AAAAAAAAApc/gj-zM6nxJpA/s1600-h/logo-inbursa.jpg
http://4.bp.blogspot.com/_mVtITpKDXA4/S5LlMr1dV9I/AAAAAAAAApc/gj-zM6nxJpA/s1600-h/logo-inbursa.jpg
http://groupe.boursorama.fr/?lang=EN
http://groupe.boursorama.fr/?lang=EN
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1

2

2015-18 Review

2019-21: Strategic priorities 
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Offer the best customer experience1

Accelerate digital transformation to boost efficiency and flexibility

Foster a people-centric, agile and collaborative culture

Attractive shareholder returns and solid financials

A benchmark in responsible banking and social commitment

2

3

4

5

There are five strategic priorities for 2019-21
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Offer the best customer experience1

Accelerate digital transformation to boost efficiency and flexibility

Foster a people-centric, agile and collaborative culture

Attractive shareholder returns and solid financials

A benchmark in responsible management and social commitment

2

3

4

5
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5

10

15

20

25

1994 1998 2002 2006 2010 2014 2018

Market penetration among retail clients (primary bank)(1) , %

26.3%

Peer 2
12.8%

Peer 1
13.7%

Proven capabilities to grow above the market

90%

86%
85%

84%
83%

Peer 1 Peer 2 Peer 3 Peer 4

The primary bank for 90% of our customers

% retail clients considering relationship as primary(2)

Undisputed leadership in key 
anchor products

27.1%
+0.5 pp yoy

Payroll deposits
market share 
(Spain)(3)

High customer satisfaction

Net Promoter Score in retail banking (4)

The largest scale and best 
access to the customer Quality of 

service
Specialised

service
Customer 
intimacy

(1) Retail clients in Spain aged 18 or above. Source: FRS Inmark 2018. Peers include SAN (including POP) and BBVA.
(2) Retail clients in Spain aged 18 or above. Source: FRS Inmark 2018. Peers include SAN, BBVA, Bankia, SAB. 

21%

34%

YE2014 ago-18

+13 pp

(3) Source: CABK estimates based on data from Social Security.
(4) Percentage of promoters minus percentage of detractors. Internal data.

Track record of growth based on scale, customer loyalty and customer satisfaction to continue

Sep-18

We have a unique omnichannel distribution platform with multi-product capabilities that continuously 
evolve to anticipate customer needs and preferences
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Source: FRS Inmark

Customer behaviour is changing rapidly but branches are still critical

Digital channels grow but branches 
continue to play a key role

Digital clients grow steadily...                                      …particularly through mobile

Market– Spain. % of customers using each channel with primary 
bank over the past 12 months

32.9 35.2

49.3

75.7 73.5

81.9

89.7 88.7
82.5

2014 2016 2018

Branch

ATM

Internet 
or mobile

Average contacts/month (sector): 7.56

CABK- Spain. Digital clients (M)

4.4

5.1

6.1

2014 2016 SEP-18

9% 
CAGR

62% 
Omnichannel

(digital & physical)

38%
Exclusively 

digital

84%
Digital clients 
use mobile

+47%
Annual growth in 
mobile transactions
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Levers to fuel growth and drive our Customer Experience strategy

2019-21 Strategic Plan

Strengthen the remote and digital customer relationship 
model

Segmentation and focus on customer journey 

Continue to transform the distribution network to 
provide higher added value to the customer

Partnerships to broaden offering and build an 
ecosystem “beyond banking” 

1

2

3

4
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Constant evolution of the distribution network: concentration of retail branches, 
creation of specialised branches and development of the best digital network

Retail branches
in Spain

Specialised branches/ 
managers in Spain

2008 20142 2018E (year end)

5,296 CABK

2,365 Acquisitions(1)

(2008-2018) 5,097
4,461

7,661

PF Acquisitions1

-42%

421 BPI retail branches

Store

Digital and remote channel development (e.g., CaixaBankNow, imaginBank, inTouch)

2008-2018: ten years of specialising and rightsizing the distribution network 1

(1) BCIV, Barclays Spain, Banco de Valencia, Caixa Girona
(2) Barclays Spain retail branches are not included (#261)

https://shacon.ia.lacaixa.es/sites/0063/Documents/322750/index-es.html
https://shacon.ia.lacaixa.es/sites/0063/Documents/322750/index-es.html
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We will continue to promote our specialised offering in combination 
with a wider product range and the best digital service

Expand the “Store” model in 
urban areas (>600 by 2021)

Consolidate and promote the
AgroBank model in rural areas

Build on our remote account manager 
(“inTouch”) relationship model

Distribution of business volumes in retail network1

Today 2021E

Store branches 24% 53%

Other urban 65% 36%

Rural branches 11% 11%

Total retail 100% 100%

o/w  inTouch2 3% 9%

Reduction in mostly urban branches within 
3 years. Rural network to remain the same

Number of retail branches. Spain

2018E 2021E

4,461

<3,640

Rural 1,076

Urban

Reduction of more 
than 800

3,100
Reduction of 

c.40%

(1) CaixaBank, exBPI. Loans+ customer resources. Specialised branches are not included
(2) Customers managed by inTouch service continue to be accounted for in branches.

2019-2021: an opportunity to continue transforming the distribution network 1

Store 285

> 600

Maintain





30(1) Sample: Stores opened before Dec’17. Comparison group:  branches with >6 employees and  >4,000 customers in urban areas where Stores are present

Leading to an improvement in commercial efficiency and productivity 1

Store

Improvement in efficiency: 
Positive synergies: 

~1.6 employees/
Store branch
Store branches are created by 
consolidating pre-existing branches

14
72

160

285

>600

14-15 2016 2017 2018 est. 2021

Store branches
Cumulative data

Current Store branch

Employees/
branch

12.1 x2.8 vs 
other
retail 

branchesCustomers/
branch

~7,800

More productive
Core income/employee
Figures Rebased. Comparable=100

Faster commercial pace
Core income of new business per 
employee 9M18
Figures Rebased. Comparable=100

StoreComparable1

StoreComparable1

121

100

107
100

+21%

+7%

Higher ATM absorption ratio
Absorption ratio during opening hours 
(Sept.18)

StoreComparable1

>97%

84% +13pp

StoreComparable1

21

100
-79ppLess cash activity

Monthly transactions/
100 customers(Sep.18)
Figures Rebased. Comparable=100
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Strategic Plan 2019-21 

Strengthen the remote and digital customer 
relationship model

Segmentation and focus on customer journey 

Continue to transform the distribution network to 
provide higher added value to the customer

Partnerships to broaden offering and build an 
ecosystem “beyond banking” 

1

2

3

4

Levers to fuel growth and drive our Customer Experience strategy
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Digital channels are a complement that result in improved customer experience and higher sales 2

% digital clients, 20-74 yr
old individuals

Sep.18:

58%
2021 ambition

~70%

6.1M 
digital clients(1)

Of which,

5.2 M 
mobile clients (1)

Powerful relationship channel Increasing own and third-
party value-added 
services

Becoming a sales and lead generation channel

Digital clients

Clients connecting daily

58%

1.5M

+4.5pp

+35%

2018 yoy

20% of clients have purchased 
through Now

High digital sale rates in 
relevant targets: > 40%

consumer lending2

3.8M customers

Launched July18

Aggregator

Especially valuable 
for affluent clients

Conversion rate 
improvement

+40% in 
consumer 

lending

Digital sales

x4.5
Since 2014

Improvement of 
simulation capabilities
15% of customers that get a 

mortgage have previously 
simulated online

(1) Individual clients 20-74 years old. As of 30 September 2018. 
(2) Customers up to 40 yrs old
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Strategic Plan 2019-21 

Strengthen the remote and digital customer 
relationship model

Segmentation and focus on customer journey 

Transform the distribution network to provide higher 
added value to the customer

Partnerships to broaden offering and build an 
ecosystem “beyond banking” 

1

2

3

4

Levers to fuel growth and drive our Customer Experience strategy
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Constant innovation in this space creates additional value for our customers 3

A proprietary data environment provides a unique competitive advantage

Examples

Leader in
mobile payments

Credit cards stored in mobiles

860,000 Sep’18  (x3.3 yoy)

Purchases through mobile

2.8% Sep’18 (x9 yoy)

Agreements with leading partners

+ Fintechs

40

Superior distribution capabilities.

Partnerships with manufacturers to 
finance and distribute products adds 
value to customers

Revenues over €100M in 2017-18

0

100

200

300

400

500

2015 2018

410k

95k

Compra Estrella TV, cell 
phones… 
at 0% 938k since 2015

x4.3

Commercialised at 
the branch 2017-18

30k
cars

Senior protection. Tech 
device developed 

exclusively for CABK 
senior customers

Partner develops device and operates 
protection service. CaixaBank

distributes, finances and offers 
additional services 

(e.g. insurance)

CaixaBank has over 2.6M 
senior customers

solutions for home and senior 
protection financed 9M’1860k

Plan A - New financial 
planning process for affluent 

and private banking 
customers

>1.2 M affluent and 

private customers

Launch of roboadvisor for 
retail segment 

€31M in 7 months

7k portfolios

Smart Money

Daily Banking Consumer lending Protect Savings and financial planning





https://www.globalpaymentsinc.com/en-us
https://www.globalpaymentsinc.com/en-us
https://www.globalpaymentsinc.com/en-us
https://www.globalpaymentsinc.com/en-us
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Strategic Plan 2019-21 

Strengthen the remote and digital customer 
relationship model

Segmentation and focus on customer journey 

Continue to transform the distribution network to 
provide higher added value to the customer

Partnerships to broaden offering and build an 
ecosystem “beyond banking” 

1

2

3

4

Levers to fuel growth and drive our Customer Experience strategy
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Offer the best customer experience1

Foster a people-centric, agile and collaborative culture

Attractive shareholder returns with solid financials

A benchmark in responsible management and social commitment

3

4

5

Accelerate digital transformation to boost efficiency and flexibility2
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Offer the best customer experience1

Attractive shareholder returns with solid financials

A benchmark in responsible management and social commitment

4

5

Accelerate digital transformation to boost efficiency and flexibility2

Foster a people-centric, agile and collaborative culture3
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Offer the best customer experience1

A benchmark in responsible management and social commitment5

Accelerate digital transformation to boost efficiency and flexibility2

Foster a people-centric, agile and collaborative culture3

Attractive shareholder returns with solid financials4







http://www.google.es/url?sa=i&rct=j&q=&source=imgres&cd=&cad=rja&uact=8&ved=0ahUKEwjV2KOVhLfOAhVFuxQKHTfRDGwQjRwIBw&url=http://www.turismoenportugal.org/bandera-de-portugal&psig=AFQjCNHySnMM73aAl22KNnvnOCR2f2t1uw&ust=1470924837122370
http://www.google.es/url?sa=i&rct=j&q=&source=imgres&cd=&cad=rja&uact=8&ved=0ahUKEwjV2KOVhLfOAhVFuxQKHTfRDGwQjRwIBw&url=http://www.turismoenportugal.org/bandera-de-portugal&psig=AFQjCNHySnMM73aAl22KNnvnOCR2f2t1uw&ust=1470924837122370


http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwikv7unosfeAhUHTBoKHbZcBDYQjRx6BAgBEAU&url=http://hogars-es.blogspot.com/2017/07/caixabank-payments.html&psig=AOvVaw1k7ZJffbMFbk_M6gQUANEZ&ust=1541851348882113
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwikv7unosfeAhUHTBoKHbZcBDYQjRx6BAgBEAU&url=http://hogars-es.blogspot.com/2017/07/caixabank-payments.html&psig=AOvVaw1k7ZJffbMFbk_M6gQUANEZ&ust=1541851348882113
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We have been consistently transforming the organisation

59
Reinforcement of the franchise has been constant and will continue

No. of staff 
in new 
roles

1,200

6,400

9,100

Transformation 

of employee 

profile

CABK stand-alone data

Creation and development of 
new roles in the organisation 
Private Banking, Business Banking 
and CIB, Small businesses, Affluent, 
inTouch, others in HQ (Labs, Agile, 
Quants, etc.), 

Since the beginning of the crisis 
investment has been made in 
changing the organisational profile, 
combining internal and external talent 
with a view to generate sustainable 
and growing returns

% fees from 
AuM and 
insurance 
over total 
fees

Aiming for high value 
added services: advisory 
and protection

Businesses with grow potential have 
been reinforced with new products 
and re-training of the sales network. 

27%

2008 9M18 2021E

39% 44%

% of 
transactions 
through 
mobile 
channel

Distribution evolves 
towards total mobility and 
omnichannel

New channels, IT systems and 
infrastructures (comms, new data 
centre, security, etc.) have been 
developed to prepare for and facilitate 
agility, mobility and scalability

1%

2008 FY18 E 2021E

33% 41%

Transformation 

of business 

profile

Transformation 

of distribution 

profile

2008 Sep-18 2021E
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The service delivered and revenue per employee have been improving as a result

Our capabilities imply that revenue per employee will 
progressively increase

We expect a significant increase in revenues/employee

Transactions per customer and employee have doubled over the 
last ten years with more vigorous growth in recent years

We expect a similar pace for the next three years

Annual transactions per customer. 
2008 value =100

Annual transactions per employee.
2008 value =100

Core revenues per employee. CaixaBank Group, ex-BPI
2014 value =100

2008 2014 Sep-2018
TTM

2021e

100

~210

>305

127

>45%

2008 2014 Sep-2018
TTM

2021e

100

~230

>350

140

>50%

2014 Sep-2018
TTM

2021e

100

~115

>135

>20%

+27%

+66%

+40%

+66%
+15%

(PF Barclays 
Spain)
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(1) Including NII, net fees and other revenues from insurance (life-risk premia, equity accounted income from SegurCaixa Adeslas) 
(2) Recurrent cost base (stripping out extraordinary impacts) over core revenues. Group core revenues include: NII, net fees, other revenues from insurance (life-risk premia, equity accounted 

income from SegurCaixa Adeslas) and other BPI bancassurance stakes. Trailing 12M.

Resulting in a significant improvement in productivity metrics

112

100

100

4Q14 PF 4Q15 4Q16 4Q17

Core revenues Recurrent costs

3Q18

Floor 
removal

Our revenues have grown faster than expenses 
during 2014-18 (despite unexpected impact of negative 

rates)

CABK ex BPI, trailing 12M, 4Q14 (PF w/Barclays Spain) = 100

Improvement in C/I ratio
2019-21 Strategic Plan 

We expect that revenue growth will 
continue to outpace expense growth 
while we simultaneously continue to 

transform the organisation

A period of intense 
transformation lies 
ahead as we build new 
revenue opportunities 
while future-proofing 
the franchise

<55% 
by 2021E

Core C/I ratio (2)

62.1%

56.3%56.8%

53.2%

2014
PF Barclays

Sep.18

Recurrent C/I ratio

Core C/I ratio ratio (2)

Productivity improves while investments take 
place despite a negative rates environment

(1)

Group, in % 
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Offer the best customer experience1

Accelerate digital transformation to boost efficiency and flexibility2

Foster a people-centric, agile and collaborative culture3

Attractive shareholder returns with solid financials4

A benchmark in responsible management and social commitment5



https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwicpdmz8OXeAhUqxoUKHX2eDwkQjRx6BAgBEAU&url=https://www.diariosur.es/malaga/201702/13/llena-alegria-pensar-aporto-20170213001802.html&psig=AOvVaw0Rh1i_NJk_z4DM8Ak4EO9C&ust=1542903096114400
https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwicpdmz8OXeAhUqxoUKHX2eDwkQjRx6BAgBEAU&url=https://www.diariosur.es/malaga/201702/13/llena-alegria-pensar-aporto-20170213001802.html&psig=AOvVaw0Rh1i_NJk_z4DM8Ak4EO9C&ust=1542903096114400
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Reinforce our culture of transparency

Build the most diverse and talented team

Maintain our commitment to financial inclusion 

Foster responsible and sustainable financing

Improve financial education

Promote social initiatives at local level

A firm commitment to Society: our CSR Plan

PRIORITIES 2019-21

SOCIAL 

ACTION AND 

VOLUNTEERING

FINANCIAL 
INCLUSION

GOVERNANCE

ENVIRONMENTAL

INTEGRITY, TRANSPARENCY 
AND DIVERSITY

Responsible
Banking Plan
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We are a uniquely differentiated bank: profitability and returns to society are fully aligned

CABK shareholders

40% owned by “la Caixa” Banking Foundation “la Caixa” Welfare Trust

Social

59%

18%

Culture and 
education

23%

Research

€520M Breakdown of 2018 Social Welfare Budget(2)

Main
programmes: 

Child poverty

Job access

Palliative care

Beneficiaries
since inception

>283,500

>185,500

>308,000

4,544 scholarships since
programme inception

Education, exhibitions
and post-grad training

Neurodegenerative
diseases, oncology, 
cardiovascular, infectious
and other illnesses

~600,000 Retail shareholders Institutional investors

(1) At the beginning of the year, when reporting the results of the previous financial year, the Board of Directors may set a cap on cash payout for dividend accrual purposes in regulatory capital. For FY2019, it is 
the intention of the Board to approve a cap of 60%          (2) Public information. Source: “la Caixa” Banking Foundation

Cash payout:

>50%
2019E1-2021E

56%
Average 2015-2017
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1

3

Macroeconomic backdrop

2019-21 Strategic Plan: highlights

i. Sustainable increase in profitability

ii. Accelerate transformation of customer experience 

iii. Develop the bank’s human resources
iv. Improve operational and organisational efficiency

v. Consolidate the bank’s reputation based on quality of service to the 
customer and society

2 BPI: where we stand today
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1

3

Macroeconomic backdrop

2019-21 Strategic Plan: highlights

i. Sustainable increase in profitability
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BPI’s positioning today - Positive dynamics and capital position

(1) Recurrent profit excluding extraordinary impacts.
(2) Recurrent operating expenses in % of core revenues.
(3) Domestic activity in 2014-16 and consolidated figures in 2017-18 (phase in).

BPI is undergoing a revenue growth story

Consistent profitability growth Improved efficiency

Core cost to income ratio (2)

Solid capital position

Total capital(3), in €M and in %

-290

93
147 124

164

2014 2015 2016 2017 9M18

324
Reported net profit (Portugal), in €M

86.8%

73.7%

67.3%
64.8%

61.5%

2014 2015 2016 2017 Sep-18
TTM

Where we stand today

9.5%

11.0%
11.2%

14.6% 14.8%
Capital
Capital ratio

1,583
1,716 1,819

2,472 2,525

2014 2015 2016 2017 Sep-18

Results as of Sep-18 (Portugal)

Recurrent RoTE

8.6%

Recurrent net profit (1)

€164M
+20% yoy

2
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BPI’s positioning today – commercial focus

(1) Personal loans, car financing and credit cards.
(2) Excluding deposits from BPI Vida, BPI Gestão de Activos and respective investment and pension funds.
(3) Source: BASEF Banca.
(4) As reported by entities, EBA criteria. Peers include Caixa Geral, Millenium BCP, Novobanco and Santander Totta. BPI data as of September 2018, peers as of June 2018.

Improved commercial dynamism

Reported activity in Portugal,  Sep. 2018 ytd
(change in stock)

Market share gains

Market share levels, Aug. 2018

Better risk than peers

NPE ratio(4)

Growing lending while maintaining low risk ratios

Mortgage lending

Consumer lending(1)

Loans to companies

Customer deposits(2)

+1.4%

+14%

+7.3%

+7.0%
3.8%

4.9%

8.3%

13.2%

28.7%

BPI

Peer 1

Peer 2

Peer 3

Peer 4

10.5%

11.4%

6.3%

9.4%

Mortgages Loans to companies

201720152014 20182016 201720152014 20182016

Penetration among retail 
customers (3)

2018
13.5%

Where we stand today

2
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BPI Strategic Plan 2019-21

Strategic priorities5

Profitability Customer 
experience

Human 
resources

Efficiency Quality

ImprovementSustainable 
increase

Accelerate
transformation

Development
Service to 

customers and 
society

Strategic Plan 2019-21

3
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Create Value with Values
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Financial Projections and Targets

Javier Pano
CFO



89

1

2

3

4

A solid starting point

Key levers for sustainable profitability

Capital distribution

Financial targets







92

More sustainable growth lies ahead

Sustained external rebalancing Continued fiscal consolidationFavourable labor market dynamics

Sources: INE Spain, INE Portugal and CaixaBank Research (all forecasts 2018E-2021E). 

Spain

Portugal

24.4%

15.4%

10.5%

2014 2018E 2021E

13.9%

7.0% 6.1%

2014 2018E 2021E

Unemployment rate (annual average), % Current account balance, in % of GDP Fiscal deficit, in % of GDP

-7.2%

-0.7% -0.6% -0.5% -0.3%

2014 2015 2016 2017 2018E 2019E 2020E 2021E

-5.8%

-2.7%
-2.0%

-1.4%
-1.0%

2014 2015 2016 2017 2018E 2019E 2020E 2021E

1.1%

0.8% 0.6% 0.6% 0.7%

2014 2015 2016 2017 2018E 2019E 2020E 2021E

0.1% 0.0%
-0.2% -0.2% -0.2%

2014 2015 2016 2017 2018E 2019E 2020E 2021E
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Key RoTE drivers

Core revenue growth

Investing and transforming

De-risking

Ahead of regulation
Building a transitional buffer for new capital requirements

(1) Tangible equity redefined as own funds (including valuation adjustments) minus intangible assets.

1

2

3

4

>12%
2021E Ambition

RoTE (1)
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Core revenue growth and lower NPA costs drive RoTE improvement

9.7%

14.4%

>12%

>10%

+0.7
+1.4

+1.2
+0.9

+0.5
+0.9 +0.6 (0.6)

(0.9)

(1.8) +0.8 (1.0)

RoTE Sep-18
TTM, adj.

Business
lending

Consumer
lending

L/t savings Protection Payments Mortgages BPI MREL &
TLTRO

Other core -
CABK

Operating
expenses

NPA
reduction

1% Capital
buffer

Other RoTE 2021E RoTE 2021E
flat interest

rates

De-
risking

Ahead of 
regulation

(1) Tangible equity redefined as own funds (including valuation adjustments) minus intangible assets.
(2) RoTE adjusted for one-offs (REP disposal, ServiHabitat repurchase and extraordinary provision write-back in 3Q18) and pro-forma excluding REP and BFA earnings.
(3) Includes other core revenues (CABK) not included in previous categories and other than funding costs (which are allocated among previous categories). 
(4) Including other P&L and equity impacts.

1 2 3 4

Core-revenue growth

BFA results are not included in projections

(3)

(4)

RoTE(1) bridge Sep-2018 TTM – 2021E, in % and pp post-tax

Investing 
and 

transforming

(2)
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Core revenue growth and lower NPA costs drive RoTE improvement

9.7%

>12%

>10%

RoTE Sep-18
TTM, adj.

Business
lending

Consumer
lending

L/t savings Protection Payments Mortgages BPI MREL &
TLTRO

Other core -
CABK

Operating
expenses

NPA
reduction

1% Capital
buffer

Other RoTE 2021E RoTE 2021E
flat interest

rates

2

Investing 
and 

transforming
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Core revenue growth and lower NPA costs drive RoTE improvement

9.7%

>12%

>10%

RoTE Sep-18
TTM, adj.

Business
lending

Consumer
lending

L/t savings Protection Payments Mortgages BPI MREL &
TLTRO

Other core -
CABK

Operating
expenses

NPA
reduction

1% Capital
buffer

Other RoTE 2021E RoTE 2021E
flat interest

rates

3

De-risking
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NPL ratio expected to fall to <3% by 2021E

4.0%

11.7%

5.1%

<3%

1Q11 4Q11 3Q12 2Q13 1Q14 4Q14 3Q15 2Q16 1Q17 4Q17 3Q18 2021E

NPL(1) ratio, in %

Underpinned by declining stock of NPLs

(1) NPLs including contingent liabilities.

3

<3%
2021E

NPL ratio

5.1%
September 2018





114

Core revenue growth and lower NPA costs drive RoTE improvement
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>10%

RoTE Sep-18
TTM, adj.
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lending
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lending

L/t savings Protection Payments Mortgages BPI MREL &
TLTRO

Other core -
CABK

Operating
expenses

NPA
reduction
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buffer

Other RoTE 2021E RoTE 2021E
flat interest

rates

4
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In addition to the financial information prepared in accordance with International Financial Reporting Standards (IFRS), this document includes certain Alternative Performance Measures (APMs) as defined in the guidelines on Alternative 
Performance Measures issued by the European Securities and Markets Authority on 30 June 2015 (ESMA/2015/1057) (the “ESMA Guidelines”). CaixaBank uses certain APMs, which have not been audited, for a better understanding of the 
company's financial performance. These measures are considered additional disclosures and in no case replace the financial information prepared under IFRSs. Moreover, the way the Group defines and calculates these measures may differ to the 
way similar measures are calculated by other companies. Accordingly, they may not be comparable. ESMA guidelines define an APM as a financial measure of historical or future performance, financial position, or cash flows, other than a financial 
measure defined or specified in the applicable financial reporting framework. In accordance with these guidelines, following is a list of the APMs used, along with a reconciliation between certain management indicators and the indicators 
presented in the consolidated financial statements prepared under IFRS.

Glossary I/IV

Term Definition

ALCO book Asset – Liability Committee banking book.

ALM Asset – Liability Management 

AT1 Additional Tier 1 Capital.

AuM / AM Assets under Management including mutual funds and pension plans.

B/S Balance sheet.

CAGR Compound Annual Growth Rate.

CCB Capital Conservation Buffer.

CCyB Countercyclical Capital Buffer. 

CET1 Common Equity Tier 1 Capital, or best quality capital according to Basel III rules.

CIB Corporate and Institutional Banking division.

Consumer lending (Spain) Unsecured loans to individuals, excluding those for home purchases. Includes personal loans from CaixaBank, MicroBank and CaixaBank Consumer Finance as well as credit cards (CaixaBank Payments) 
except for floating.

CoR Cost of risk: total allowances for insolvency risk divided by average of gross loans plus contingent liabilities, using management criteria.

Core C/I ratio Core cost-to-income ratio: administrative expenses, depreciation and amortisation divided by core revenues (last 12 months).

Core C/I ratio (recurrent) Core cost-to-income ratio stripping out extraordinary expenses: administrative expenses, depreciation and amortization stripping out extraordinary expenses divided by core revenues (last 12 months).

Core operating income Core revenues minus recurrent costs.

Core revenues (CABK/Group) NII, fees, revenues from life-risk insurance business, equity accounted income from SegurCaixa Adeslas and revenues of bancassurance stakes of BPI.

CRD-IV Capital Requirements Directives: the legal framework for the supervision of credit institutions, investment firms and their parent companies in all Member States of the European Union and the EEA. 
CRD IV commonly refers to both the EU Directive 2013/36/EU and the EU Regulation 575/2013.
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Glossary IV/IV

Term Definition

OSII Other Systemically Important Institution. Institutions that, due to their systemic importance, are more likely to create risks to financial stability.

Other insurance revenues Life-risk premia and equity accounted income from SegurCaixa Adeslas and BPI bancassurance stakes.

P&L Profit and Loss Account.

RDA Risk Data Aggregation.

RE Real Estate.

PF Proforma.

ROTE Return on tangible equity: profit attributable to the Group, trailing 12 months, divided by the average own funds (including valuation adjustments) less intangible assets using management criteria (last 12 
months). The value of intangible assets under management criteria is the value of Intangible assets in the public balance sheet, plus the intangible assets and goodwill associated with investees, net of 
impairment allowances, recognised in Investments in joint ventures and associates in the public balance sheet. Profit attributable to the Group adjusted to reflect the amount of the Additional Tier1 
coupon, after tax, registered in equity.

RWAs Risk Weighted Assets.

SNP Senior non preferred debt.

SRB Single Resolution Board.

SREP Supervisory Review and Evaluation Process.

T2 Tier 2 Capital, or supplementary capital.

TLOF Total Liabilities and Own Funds.

TLTRO Targeted long-term refinancing operation conducted by the European Central Bank. 

TTM Trailing 12 months.
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