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The purpose of this presentation is purely informative and the information contained herein is subject to, and must be read in conjunction with, all other publicly 
available information. In particular, regarding the data provided by third parties, neither CaixaBank, S.A. (“CaixaBank”), nor any of its administrators, directors or 
employees, is obliged, either explicitly or implicitly, to vouch that these contents are exact, accurate, comprehensive or complete, nor 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 any medium, CaixaBank may 
introduce any changes it deems suitable, may omit partially or completely any of the elements of this document, and in case of any deviation between such a 
version and this one, assumes no liability for any discrepancy.  
 
This document has at no time been submitted to the Comisión Nacional del Mercado de Valores (CNMV – the Spanish Stock Markets regulatory body) for approval 
or scrutiny. In all cases its contents are regulated by the Spanish law applicable at time of writing, and it is not addressed to any person or 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. 
  
CaixaBank cautions that this presentation might contain forward-looking statements. While these statements represent our judgment 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. 
  
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.  
  
This presentation on no account should be construed as a service of financial analysis or advice, nor does it aim to offer any kind of financial product or service. In 
particular, it is expressly remarked here that no information herein contained should be taken as a guarantee of future performance or results. 
  
In making this presentation available, CaixaBank gives no advice and makes no recommendation to buy, sell or otherwise deal in CaixaBank shares, or any other 
securities or investment whatsoever. 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 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.    
  
Without prejudice to legal requirements, or to any limitations imposed by CaixaBank that may be applicable, permission is hereby expressly refused for any type of 
use or exploitation of the contents of this presentation, and for any use of the signs, trademarks and logotypes which it contains. This prohibition extends to any 
kind of reproduction, distribution, transmission to third parties, public communication or conversion into any other medium, for commercial purposes, without the 
previous express permission 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. 
 
In so far as it relates to results from investments, this financial information from CaixaBank Group for FY 2015 has been prepared mainly on the basis of estimates. 

Disclaimer 
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 Macro and industry environment 

 CaixaBank – better built for low rates 

 Final remarks 
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 NEW LENDING:   

 CREDIT RISK:   

 REAL ESTATE ACTIVITY: 

Asset quality and CoR improvements 

Net loan growth (especially in consumer lending/SME) 

Reduced drag from losses in real estate exposure 
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Macro dynamics generate favourable tailwinds 

Solid recovery of the Spanish economy … 

Real GDP growth, % change yoy Housing market clock, % change yoy 

… to support positive 2016 business trends 

Net employment creation (s.a.), in thousands 
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 EURIBOR RESETS 

 ASSET SPREAD COMPRESSION 

 SUBDUED VOLUMES 

But the challenge of low rates remains 

Top line pressure is the key challenge for 2016 

Euribor 12M,  market estimates from Mar-16 in % 

(1) Market estimates as of 11 March 2016; pre-ECB as of February 29th 2016 
(2) Front book yields credit to non-financial corporations for an amount <€1M 
(3) Front book yields credit to non-financial corporations for an amount >€1M 
(4) CDS Spanish corporations in the index iTraxx Main Europe 

Profitability 
strains for a 
“pure” retail 

bank 

Low interest rate outlook  slightly better post ECB Intense competition in asset spreads beginning to ease 
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New loans to 

SMEs2 

New loans to 

corporate3 

Wholesale 

funding4 

New production yields (monthly average) in %, sector data 
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 Macro and industry environment 

 CaixaBank – better built for low rates 

• A one-stop shop distribution model 

• Strict margin management 

• Ability to further adjust cost base 

• Leading digitalisation in banking 

• Credit-risk turnaround 

 Final remarks 

Agenda 
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CaixaBank can pull several levers to tackle current challenges 

4 Leading digitalisation in banking 

  

3 

  

1 A one-stop shop distribution model 

5 

  

2 Strict margin management 

Credit-risk turnaround 

Ability to further adjust cost base 
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A one-stop shop distribution model for lifetime finance and insurance needs 

Our “financial supermarket” model... 

…provides unique advantages to face current headwinds 

“Much more 
than just a bank” 

Comprehensive 
offering 

Wide and bespoke with 
100% owned factories 

IT and 
digitalisation 

Mobility and big data 

Scale  
and capillarity 
Proximity/ customer 

intimacy 

Advisory  

Focus on capabilities 
and quality of service 

1. One-stop shop 

https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiN3vHpkprLAhWCORoKHXRgBa4QjRwIBw&url=https://conceptdraw.com/a2327c3/preview&psig=AFQjCNHCD3wiV7RnqlGf6WOX4uC_ut60Pw&ust=1456738168463135
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With success reflected in profitable market share gains 

(1) Loans to other resident sector and public sector 
(2) Loans to other resident sector 
(3) In %. December 2015 
 

Sources: FRS Inmark, Social Security, Bank of Spain, INVERCO, ICEA, Servired, 4B, Euro 6000, CaixaBank Research 
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+115 

+21 

+98 

+152 

+182 

 +92 

+213 

+ 259 

Loans to non-financial firms 

Consumer lending 

Loans 

Pension deposits 

Life-risk insurance 

Credit cards 

Payroll deposits 

Saving insurance 

Pension plans 

Mutual funds 17.9% 

24.9% 

22.8% 

16.4% 

Market share growth Dec’15 vs Dec’14 for key products, in bps 

21.5% 

22.6% 

16.8% 

14.0% 

Outpacing the sector in loans and client funds 

Primary bank for 1/4 of retail customers in Spain 

24.0% 

Peer 1 
14.3% 

Peer 2 
10.5% 

Customer funds 

Total loans 

Total Organic 

+9.1% +3.2% 

+4.7% -4.0% 

+0.7% 

-4.8% 

Sector 

Market penetration for retail clients (primary bank), in % 

% growth 2015 yoy 
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1. One-stop shop 

Market share3 
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Contributing to a steady build-up of fee income in recent years 

Increasing weight of AuM1 and insurance fees in total fees 

Fee income breakdown by categories, in % of total net fees 

2014 

36% 

27% 

AuM1 + insurance Other banking 

(1) Mutual funds and pension plans 

2015 

Steady fee income growth 

Fee income, in €M 

1,250 

1,407 

1,701 

1,825 

2,013 

2008 2010 2012 2014 2015 

In % of 
gross  
income 

26% 18% 

+61% 

€1,825M 

€2,013M 

+45% yoy 

1. One-stop shop 
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Market-leading product factories provide a wide product offering 

Through a single 
fully-integrated 

distribution 
platform 

Ownership of businesses preserved throughout the crisis 

Economies of scope Cost competitiveness Revenue diversification 

1. One-stop shop 

https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwj0jev29vnKAhUCtxoKHdE-BQkQjRwIBw&url=https://portal.lacaixa.es/seguros/promocionsalud_es.html&psig=AFQjCNEvefBlLFUUke6MVIW1Oyeym95zBA&ust=1455631192506621
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjpp8Po-d3KAhVI0xoKHQzfBfMQjRwIBw&url=http://www.hablamosdeeuropa.es/prensa/noticias/nuevos-fondos-para-hacer-mas-facil-la-inversion-a-largo-plazo&bvm=bv.113370389,d.d2s&psig=AFQjCNEH2kd-8I-2AjE_KPc8ifGEPjoK1A&ust=1454669735860891
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https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiLv_-QitzKAhUCDBoKHT1fDRIQjRwIBw&url=https://blog.lacaixa.es/2013/02/que-es-el-pago-contactless.html&bvm=bv.113034660,d.d2s&psig=AFQjCNFB6mUqscBsD0ejQ4KEz0Z0svWvTw&ust=1454605560982564
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VidaCaixa Group: the largest and fastest-growing Spanish insurance company 

7.2 

6.4 

4.3 

4.1 

3.5 

Peer 1 

Peer 2 

Peer 3 

Peer 4 

5.2 5.3 
5.5 

7.2 
8.0 

7.1 7.3 

6.4 

2012 2013 2014 2015 

VidaCaixa Peer 1 

Now the largest insurance group in Spain 

Total premia1, €Bn Dec’15 Life insurance and pension plans 

100% owned 

 #1 in Spain 

 22.6% market share 

 #1 in Spain 

 21.5% market share 

LIFE-SAVING 
INSURANCE 

PENSION  
PLANS 

4.2 M 
customers 

€58 Bn 
assets 

 #1 in Spain 

 17.4% market share 
LIFE-RISK 
INSURANCE 

Non-life insurance 

49.9% owned 

5.6 M 
customers 

€3 Bn 
Premia 

NON LIFE 
INSURANCE 

 #1 in health insurance 

 28.1% market share 

 #2 Household insurance 

 8.4% market share 

 #5 Multirisk insurance 

 6.4% market share 

(1) Peer group includes Allianz,  Mapfre, Mutua Madrileña and Zurich 

Sources: INVERCO, ICEA 

1. One-stop shop 

https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwj0jev29vnKAhUCtxoKHdE-BQkQjRwIBw&url=https://portal.lacaixa.es/seguros/promocionsalud_es.html&psig=AFQjCNEvefBlLFUUke6MVIW1Oyeym95zBA&ust=1455631192506621
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Life insurance and pension plans: growing clients, production and total assets 

Growing assets 

(1) Number of clients net of duplicities (participants in both individual and corporate plans are only counted within individual clients). 

Total Assets, €Bn in 2015 

34.4 

23.2 57.6 

Savings 
insurance 

Pension Plans Total 

+10.3% 

Increased client base in 2015 Strong new production growth 

7.2 

1.9 9.1 

Life insurance Pension plans Total 

+24% 

17.5 

32.3 

34.4 

2007 2014 2015 

9.6 

19.9 

23.2 

2007 2014 2015 

Pension plans AuM, €Bn Savings insurance, €Bn 

+16.2% +6.7% 

3.3 M 
+9% yoy 

0.9 M 
+3% yoy 

Individual clients 

Clients under 
corporate plans1 

Life insurance and pension plans 

1. One-stop shop 

Total premia plus contributions (life insurance and 
pension plans), €Bn in 2015 

https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwj0jev29vnKAhUCtxoKHdE-BQkQjRwIBw&url=https://portal.lacaixa.es/seguros/promocionsalud_es.html&psig=AFQjCNEvefBlLFUUke6MVIW1Oyeym95zBA&ust=1455631192506621
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Market share by AuM  (%) Market share (%) 

Outperforming peers and steadily gaining market share 

Market share (%) 

15.9% 

17.4% 

19.1% 

21.1% 
21.7% 

22.6% 

2010 2011 2012 2013 2014 2015 

#3: 
9.8%  

#2: 
10.8%  

16.2% 16.3% 16.5% 

17.4% 

19.4% 

21.5% 

2010 2011 2012 2013 2014 2015 

#2: 
20.3%  

#3: 
9.4%  

10.1% 
10.8% 

12.4% 

14.9% 

16.4% 

17.4% 

2010 2011 2012 2013 2014 2015 

#2: 
9.4%  
#3: 

9.0%  

Life-risk insurance Saving insurance Pension plans 

+92 bps   
Dec’15 vs. Dec’14 

+673 bps  

since 2010 

+213 bps   
Dec’15 vs. Dec’14 

+526 bps  

since 2010 

+7% 

+0.7% 

Sector 

+16% 

+4% 

Sector 

Savings insurance, % Dec’15 vs Dec’14 Premia, % Dec’15 vs Dec’14 AuM, % Dec’15 vs Dec’14 

+98 bps   
Dec’15 vs. Dec’14 

+725 bps  

since 2010 

+15% 

+8% 

Sector 

1. One-stop shop 

Peer group includes BBVA, Mapfre, Santander 
Sources: INVERCO, ICEA 

http://opcionis.com/blog/regalos-de-bancos-por-contratar-fondos-de-pensiones-la-caixa/regalos-de-bancos-contratar-fondos-de-pensiones-la-caixa/
https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwj0jev29vnKAhUCtxoKHdE-BQkQjRwIBw&url=https://portal.lacaixa.es/seguros/promocionsalud_es.html&psig=AFQjCNEvefBlLFUUke6MVIW1Oyeym95zBA&ust=1455631192506621
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SegurCaixa Adeslas: the fastest-growing non-life insurance group 

SegurCaixa Adeslas Total premia, €Bn 

5.3 

5.6 

2014 2015 

+4.2% 2.8 

3.0 

2014 2015 

+7.4% 

SegurCaixa Adeslas Total clients, €M 

Top 5 non-life insurance groups in Spain, growth in premia 2015 vs. 2014 (%) 

Gaining traction faster than peers Growing new production 

482.1 

511.9 

2014 2015 

Non-life insurance 

SegurCaixa Adeslas new production, €M 

+6.2% 

SegurCaixa Adeslas new production by channel, in % of total 

70% 
30% 

68% 32% 

2014 2015 

Bancassurer channel 
(+17% 2015 vs 2014) 

Insurer channel 
(+14% 2015 vs 2014) 

Benefitting from CaixaBank’s distribution network 

1. One-stop shop 

7.4% 

6.3% 

5.1% 

2.0% 

-10.8% 

Peer 1 

Peer 2 

Peer 3 

Peer 4 

Sector 

+2.4% 

Market 
share Rank 

3rd 

4th  

5th  

2nd  

1st  

Peer group includes: Allianz, Axa, Generali and Mapfre 
Sources: ICEA 
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Market leader in health insurance and outpacing the sector in other segments 

Health insurance market share1 , % Dec’ 2015 

#1 in health insurance  

28.1%  Health insurance 

Growing at more than 10% in key segments 

Accident insurance 

Auto insurance 

Funeral insurance 

Multi-risk insurance 

+10.8pp 

1.7% 

12,7% 

Sector SCA 

+11.0 pp 

Premia, % yoy 

3.6% 

24,0% 

Sector SCA 

+20.4 pp 

4.1% 

21,9% 

Sector SCA 

+17.8 pp 

Premia, % yoy Premia, % yoy 

1.6% 

12,4% 

Sector SCA 

Premia, % yoy 

1.9%  Market share 

11.3%  Market share3 7.0%  Market share 

6.4% Market share 

8.4% Market share in 
households  

12.7% 12.4% 

24.0% 21.9% 

1. One-stop shop 

(1) Peers includes Asisa and Sanitas 
(2) SCA: SegurCaixa Adeslas 
(3) Including both SegurCaixa Adeslas and VidaCaixa, market share in accident insurance of 13.0% 

Sources: ICEA 

28.1% 

15.9% 

14.3% 

SCA 

Peer 1 

Peer 2 

2 
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CaixaBank AM is the leading asset manager by clients and AuM 

(1) Mutual funds, client portfolios and SICAVS 
(2) Clients from mutual funds managed by CaixaBank AM in Spain 
(3) Peers: BBVA and Santander 

Outstanding growth 

28.0 

37.5 

51.3 

2013 2014 2015 

AuM1, €Bn 
%  over sector total Net inflows FY2015 (€Bn) 

0.7 

0.7 

1.5 

4.2 

4Q 

3Q 

2Q 

1Q 32% 

19% 

42% 

31% 

Capturing 28% of sector net inflows 

€7 Bn                          Net inflows in 2015 

10.6% 

12.2% 

14.0% 14.1% 
15.3% 

17.9% 

2010 2011 2012 2013 2014 2015 

Mutual funds market share by AuM3  (%) 

#3: 
14.3%  

#2: 
15.3%  

Growing leadership 

100% owned 

 #1 in Spain 

 17.9% market share 

1.2 M 
investors2 

€51.3 Bn 
AuM1 

0.8 
0.9 

1.2 

2013 2014 2015 

+34% +37% 

Investors2, in M 

+259 bps  Dec’15 vs. Dec’14 (+149 bps organic) 

1. One-stop shop 

Sources: INVERCO 
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58% 

66% 

83% 42% 34% 
17% 

Dec-13 Dec-14 Dec-15 

Actively managed Passively managed 

Best-in class investment performance and cost effective management 

Top notch investment performance 

AuM by category2, % of total 

With a gradual shift to more value-added funds 

(1) Actively managed funds in Spain only. Peer group: Bankia, BBVA, Santander  
(2) Funds in Spain. Actively managed funds category includes mainly stock, balanced and fixed income funds; the passively managed funds category includes mainly funds guaranteed or with a target return.  
(3) Peers include entities in segment captive retail. Source: BCG Global Asset Management, 2015 

1y 3y 5y 

1st Quartile 31.9% 37.5% 33.3% 

2nd Quartile 31.0% 32.9% 33.3% 

Funds performance1 (Dec15) 

63% 
56% 

38% 
33% 

CABK Peer 1 Peer 2 Peer 3 

70% 
56% 

38% 
27% 

CABK Peer 2 Peer 1 Peer 3 

Funds 1y performance 1st+2nd quartile1 (Dec15) 

63% 70% 

Funds 3y performance 1st+2nd quartile1 (Dec15) 
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Highly cost-efficient in absolute and relative terms 

Average = 14 

Cost/AuM (bps)3 
<€75 BnAuM 

€75-200 Bn AuM 

>€200 Bn AuM 

1. One-stop shop 

67% Rank 
by AuM 

1st  4th  2nd  3rd  1st  2nd   4th  3rd  

Sources: INVERCO 



21 

http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjurNWvitzKAhXGOhoKHZW0AusQjRwIBw&url=http://www.larazon.es/etiquetas/noticias/meta/la-caixa&bvm=bv.113034660,d.d2s&psig=AFQjCNFB6mUqscBsD0ejQ4KEz0Z0svWvTw&ust=1454605560982564
https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiLv_-QitzKAhUCDBoKHT1fDRIQjRwIBw&url=https://blog.lacaixa.es/2013/02/que-es-el-pago-contactless.html&bvm=bv.113034660,d.d2s&psig=AFQjCNFB6mUqscBsD0ejQ4KEz0Z0svWvTw&ust=1454605560982564


22 

Growing and highly profitable financial subsidiaries across other businesses 

17.7% 17.7% 

20.9% 21.1% 
21.4% 

22.8% 

2010 2011 2012 2013 2014 2015 

€29.3Bn  Turnover  +16% yoy 

€15M  Cards  +15% yoy 

Credit card turnover market share, % 

The most extensive card business which grows faster than the market 

#1  

100% owned 

21.2% 21.2% 

23.8% 24.0% 
24.8% 

26.2% 

2010 2011 2012 2013 2014 2015 

303,300  PoS terminals (+14% yoy) 

€35.9 Bn Turnover (+14% yoy) 

PoS turnover market share, % 

#1  

49% owned 

Transforming opportunities into growth through specialisation and commercial focus 

1.6M  Clients 

3.6%  NPL ratio  

100% owned 

2.1%  NPL ratio 

288%  Coverage ratio  

100% owned +15%  Assets yoy +64% New microcredit to households yoy 

1. One-stop shop 

Sources: Servired, 4B, Euro 6000 and Bank of Spain 

http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjurNWvitzKAhXGOhoKHZW0AusQjRwIBw&url=http://www.larazon.es/etiquetas/noticias/meta/la-caixa&bvm=bv.113034660,d.d2s&psig=AFQjCNFB6mUqscBsD0ejQ4KEz0Z0svWvTw&ust=1454605560982564
https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiLv_-QitzKAhUCDBoKHT1fDRIQjRwIBw&url=https://blog.lacaixa.es/2013/02/que-es-el-pago-contactless.html&bvm=bv.113034660,d.d2s&psig=AFQjCNFB6mUqscBsD0ejQ4KEz0Z0svWvTw&ust=1454605560982564
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These businesses are also a key contributor to results 

...with a significant contribution to 2015 net income  

28% 27% 

14% 

5% 4% 
22% 

Net income from bancassurance (ex non-core real estate) segment reporting: 
breakdown  by business in % of total (FY 2015) 

€1,606 M 

Large and profitable businesses... 

1. One-stop shop 

(1) RoTE of Bancassurance (ex non-core real estate) segment 
(2) Distribution fees related to the activity in insurance and AM paid to CaixaBank and included in the banking business 

Banking 
business 

VidaCaixa + 
SegurCaixa Adeslas 

Distribution 
fees from 
non-banking2 

CaixaCard + 
Comercia GP 

CaixaBank AM 

CaixaBank 
Consumer 
Finance + 

MicroBank 

+ another 3pp 
from distribution 
fees2  

5pp 
Contribution 
to RoTE1  

https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiLv_-QitzKAhUCDBoKHT1fDRIQjRwIBw&url=https://blog.lacaixa.es/2013/02/que-es-el-pago-contactless.html&bvm=bv.113034660,d.d2s&psig=AFQjCNFB6mUqscBsD0ejQ4KEz0Z0svWvTw&ust=1454605560982564
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjpp8Po-d3KAhVI0xoKHQzfBfMQjRwIBw&url=http://www.hablamosdeeuropa.es/prensa/noticias/nuevos-fondos-para-hacer-mas-facil-la-inversion-a-largo-plazo&bvm=bv.113370389,d.d2s&psig=AFQjCNEH2kd-8I-2AjE_KPc8ifGEPjoK1A&ust=1454669735860891
https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwj0jev29vnKAhUCtxoKHdE-BQkQjRwIBw&url=https://portal.lacaixa.es/seguros/promocionsalud_es.html&psig=AFQjCNEvefBlLFUUke6MVIW1Oyeym95zBA&ust=1455631192506621
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjurNWvitzKAhXGOhoKHZW0AusQjRwIBw&url=http://www.larazon.es/etiquetas/noticias/meta/la-caixa&bvm=bv.113034660,d.d2s&psig=AFQjCNFB6mUqscBsD0ejQ4KEz0Z0svWvTw&ust=1454605560982564
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CaixaBank can pull several levers to tackle current challenges 

4 Leading digitalisation in banking 

  

3 

  

1 A one-stop shop distribution model 

5 

  

2 Strict margin management 

Credit-risk turnaround 

Ability to further adjust cost base 
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Liability repricing still has room to continue 

Repricing of term-deposits has significant potential … 

…leading the downward adjustment in the front book 

(1) Peers include Bankia, Bankinter, BBVA, Liberbank, Popular, Sabadell 
(2) Only including current issuances without considering potential future funding 
(3) Excludes self-retained bonds.  
(4) Peers include Bankia, Bankinter, Liberbank, Popular, Sabadell  

Sources: Based on company information and Bank of Spain data 

85 
80 78 76 

70 

59 58 

27 31 
38 42 

30 26 

37 

CaixaBank Peer 1 Peer 2 Peer 3 Peer 4 Peer 5 Peer 6 

Back book Front book 

58 49 40 34 40 33 BB -FB  21 

Cost of new time deposits, sector data, in % 

Cost of time deposits 4Q15, FB vs BB in bps by entity1 

0.36% 

200 

162 
140 129 

116 

Spread 

CaixaBank’s static2 wholesale funding back book evolution3 in € billion and spread 
over 6M Euribor in bps, as of December 31st 2015 

… while ALCO book contribution trends down 

Wholesale funding improvement set to continue... 

High potential for liability repricing and lower dependence on ALCO book 

Income from fixed income securities portfolio over total interest income 4, % 

2. Strict margin management 

16 
12 

18 
21 

34 
38 

11 12 
16 

21 

30 
34 

CaixaBank Peer 1 Peer 2 Peer 3 Peer 4 Peer 5 

2014 

2015 

0,0% 

0,5% 

1,0% 

1,5% 

2,0% 

1Q13 2Q13 3Q13 4Q13 1Q14 2Q14 3Q14 4Q14 1Q15 2Q15 3Q15 4Q15 

Sector 

CaixaBank 

2.0% 

1.5% 

1.0% 

0.5% 

0.0% 

42.3 
34.8 

27.1 
21.3 

16.0 

Dec'14 Dec'15 Dec'16 Dec'17 Dec'18 

Volume 

0.37% 

0.27% 

4Q-15 
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675 
796 

863 
950 970 

4Q14 1Q15 2Q15 3Q15 4Q15 

New lending skewed toward higher-yielding segments 

New consumer lending evolution, in €M 

840 839 819 821 
829 

980 
913 866 

999 942 

4Q14 1Q15 2Q15 3Q15 4Q15 

Back book Front book 

18%  of total new lending 

(ex CIB and ex RE) 

+48%  
FY2015 

Steady growth in consumer lending... 

Consumer lending yields, in bps 
 Back-book yields stabilise 

 Back-book still affected by Euribor re-pricing plus 
additional impact from floor removal 

 Some pressure on spreads still expected in coming 
quarters 

 However back book mortgage spreads locked-in due 
to high refinancing cost of mortgage contracts 

 Front book accretive to the back-book due to higher 
yielding mix 

In bps 

300 280 270 247 247 

295 293 311 305 283 

4Q14 1Q15 2Q15 3Q15 4Q15 

Back book 

Front book ex public sector 

Back book loan yields stable in 4Q qoq 

... with attractive yields 

2. Strict margin management 

Note: Back book and front book yields include CaixaBank and MicroBank personal loans but exclude CaixaBank Consumer Finance  



27 

CaixaBank can pull several levers to tackle current challenges 

4 Leading digitalisation in banking 
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1 A one-stop shop distribution model 
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2 Strict margin management 

Credit-risk turnaround 

Ability to further adjust cost base 
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A proven capacity to deliver synergies and rein in costs 

Effective delivery of cost synergies in acquisitions 

Synergies from acquisitions 

 Outperforming 2015-18 Strategic Plan annual cost savings target ~€450M 
(1) Other than cost savings from acquisitions 

3. Ability to further adjust cost base 

41 

43 

60 

144 

Early retirements 
agreed in 2012 

Early retirements 
agreed in 2014 

Collective dismissal 
agreed in 2015 

Annual cost savings in 
2016e 

Annual cost savings from retirements and early departures1 in 2016e, in €M 

59% 63% 580 2012/2015 FB 

52% 62% 101 2013/2015 FB 

45% 56% 189 2015/2016 FB 

Timing 
Begin/Fully booked 

Cost evolution better than planned 

Operating costs base evolution, 2014 CaixaBank PF Barclays Spain = 100 

-1.2% > -1% %yoy 

100 
98.8 97.8 

2014 PF Barclays 
Spain 

2015 2016E 

SP 2015-18: 

Stable +0% 

 Recurring cost base expected to fall further in 2016: 
increased ambition to > 1% reduction  

 Already delivered >50% of planned cost savings of 15-
18 Plan: supports gradual efficiency improvement 

Synergies 2016e 
in €M 

Synergies as % of 
initial cost base 

Initial target Achieved 

http://www.etea.com/c/document_library/get_file?uuid=619b514a-3cb1-43da-8183-e7f2df5708ff&groupId=27583
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Continuously rightsizing and adapting our network with a focus on productivity 

A network in constant evolution 

5,480 
5,228 

2,365 

199 

(2,816) 

2007 Acquisitions Open Closed 2015 

Evolution of branch network size 

Transforming branches into advisory hubs 

Number of branches Dec’15 

+31%   customers with less branches and more advisory centres 

14    A-branches/stores 

576  Agrobank 

159  HolaBank 

36  Private banking 

91  Business banking 

17  International 10.5M 13.8 M 

Increasing number of clients per branch 

-4.6% 

Continued rightsizing of the branch network 

3. Ability to further adjust cost base 

2016e 

5,000 

+31% 
Clients 

+38% 
Clients/branch 

Number of clients 

http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjLodvEmtbKAhUL1BoKHbp1BLIQjRwIBw&url=http://talkingbiznews.com/2/coverage-morgan-stanley-fires-employee-over-data-theft/&psig=AFQjCNECLf58XbELdrEw_HV5GU7Yg-Up7Q&ust=1454403754352826
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjjrM32mtbKAhUGPxoKHdCwC80QjRwIBw&url=http://blogs.periodistadigital.com/dircom.php/2010/02/02/rosa-gil-nueva-directora-de-comunicacion&bvm=bv.113034660,d.d2s&psig=AFQjCNFdzO9ajrkrSMqwp-km7YC4hvGcCg&ust=1454403887999534
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiglLKlm9bKAhUK7hoKHaJFB3AQjRwIBw&url=http://www.trabajaenbanca.com/bancos.php&bvm=bv.113034660,d.d2s&psig=AFQjCNF8o5KhUtaSeVX4cP3GVzd9vxXUcQ&ust=1454403988801735
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjz8_iym9bKAhUJhhoKHXMNDGUQjRwIBw&url=http://especulacion.org/banca-civica-no-con-sus-accionistas.html&bvm=bv.113034660,d.d2s&psig=AFQjCNF2Rh8vpQXujCdoD-0a22jkpgZ0Sg&ust=1454404037237631
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwix5rvTm9bKAhVItxoKHYgJBHwQjRwIBw&url=http://www.tucapital.es/bancos/valencia/&psig=AFQjCNE0AVwQWMqRZr39j1S7IVOD7iVYJw&ust=1454404105904246
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwidjsLjm9bKAhWBKhoKHX0OC0AQjRwIBw&url=http://www.imeimage.com/barclays-logo&bvm=bv.113034660,d.d2s&psig=AFQjCNGh1HpUAyx5qDNkyIeJYJ6DckGEjg&ust=1454404136906955
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CaixaBank has several levers to tackle current challenges 

4 Leading digitalisation in banking 
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1 Strict margin management 
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2 A one-stop shop distribution model 

Credit-risk turnaround 

Ability to further adjust cost base 
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Leveraging technological prowess to reengineer the branch network 

Enabling employee advisory and commercial focus 

Growing digital sales 

20%    Mutual funds 

18%    Personal loans 

13%    Pension plans 

Bringing the branch to the client 

 From cost centres  into mobile offices and advisory hubs  

4. Leading digitalisation in banking 

13,100 smart PCs Target 2016E: 20,000 

2.3 M digital signatures 77% adoption rate 

77%  of processes Already digitalised 

Leading adopter 
of sales-force 
mobility solutions 

 

 

 Enhances value proposition 

 Improves commercial productivity (more leads) 

 Facilitates compliance processes 

Technology and 
omni-channel 
approach are key 
enablers 

 

 

 Only 7% of transactions carried out in branches 

 Network focused on advisory and commercial tasks 

 Digital/physical channels are complementary 

% of sales contracted via digital channels, FY 2015 

http://www.informationweek.com.mx/movilidad/estados-unidos-se-dispara-la-venta-de-tablets-y-lectores-electronicos/attachment/shutterstock_85120273/
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Pushing the digital  frontier to meet evolving customer preferences 

Convenience 
Proximity 
Innovation 

 

 

Personal finances management, 

1.9M users 
Mobile payments 

435,000 users 
#1 in electronic 
toll payments 

1st Spanish bank to 
reach agreement  

PAYMENT SYSTEMS 

INNOVATIVE TOOLS 

4/5 

Market opportunity 

Spaniards have a 
smart-phone 

Especially 
“millennials” 

CaixaBank 

2.9 M 
18-35 yr clients 
(≈30% penetration) 

ONLINE ADVISORY 

New channels:   
New services: 
  

Launching innovative services Enhanced customer experience 

From the 
car  

4. Leading digitalisation in banking 

Best retail bank for IT 
Innovation 2013 , 2014 

Best Bank in Spain Ample external recognition 

1st “mobile only” bank, 
simple, fast and low cost 

#1 in mobile 

banking 

Sources: Internal data, Forrester, IEB Research Department 

Videoconference with trade finance 
experts 

Videoconference, chat solutions 

http://streammonsterhd.com/wp-content/uploads/2013/03/chat-4-512-3.png
http://streammonsterhd.com/wp-content/uploads/2013/03/chat-4-512-3.png
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjIpuXspsfKAhUDVxoKHUsNCWQQjRwIBw&url=http://saffroninteractive.com/a-brief-history-of-pictograms-and-ideograms/&bvm=bv.112454388,d.d2s&psig=AFQjCNHPhfeA7rrrHfrcFlk9pcVddx39uw&ust=1453891711457251
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjM9panpsfKAhXILhoKHTWADfMQjRwIBw&url=http://www2.schneider-electric.com/corporate/en/products-services/electrical-distribution/news/viewer-news.page?c_filepath=/templatedata/Content/News/data/en/shared/mv-distribution-and-energy-automation/general_information/2014/11/20141105_erdf_and_schneider_electric_consolidate_their_smart_grid_partnership.xml&psig=AFQjCNHH_-tfRSc3wV4eUGxNn4R5l8Bneg&ust=1453891556520419
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjgzIroiLjKAhUG0xoKHYUZBp4QjRwIBw&url=http://get.onelogin.com/2015ForresterWave.html&bvm=bv.112064104,d.d2s&psig=AFQjCNEMrMQNZ44zAvF5g63nPLX7xEzSGw&ust=1453368250300302
http://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiWn83m8LXKAhXM1BoKHQf0ACQQjRwIBw&url=http://www.mobileworldlive.com/spanish/imaginbank-nuevo-banco-de-caixabank-solo-para-movil/&psig=AFQjCNFu5pVMw6eOB9f8esIzZrPuszgTdA&ust=1453293088542460
https://www.google.es/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiEzuL8kMfKAhXHmBoKHTSqDoUQjRwIBw&url=https://www.imaginbank.com/&bvm=bv.112454388,d.d2s&psig=AFQjCNF94v_ouLXnqi1ZB1KDcExbuL40ig&ust=1453885843065942
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CaixaBank can pull several levers to tackle current challenges 
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A gradual return to normal credit conditions is a key driver of profitability gains 

... to reduce non-core RE segment drag on profitability Rapid improvement in risk metrics 

5. Credit-risk turnaround 

  Ambition 2015-18: 60% net non-performing RE assets  

(1) As if Barclays Spain had been consolidated at 31 December 2014 
(2) The non-core RE segment includes primarily non-core RE developer loans (mainly NPL and substandard) and foreclosed RE assets 
(3) RoTE 2015 for Banking & Insurance Segment excluding one-off impacts related to the Barclays Spain acquisition, such as the badwill or restructuring costs, as well as the cost of the collective dismissal 

agreement booked in 2Q15 

22,3 

17,1 

4Q14 PF Barclays 4Q15 1 

Net profit by business segment, in € Million FY2015   

-23.5% 

2,084 

1,593 

FY14 FY15 

-23.6% 

NPL stock, in €Bn   

Loan-loss provisions, in €M 

-15% 

2% 

4Q14 4Q15 

Gains/losses at sale of foreclosed real estate assets as % of price 10.1% RoTE3 13.1% 4.3% -- 

+17 pp 
 Spanish macro conditions are credit supportive 

 NPL stock down 34% since peak in 2013 

 CoR guidance for 2018 frontloaded to 2016 

 Real estate sales no longer generate a loss 

1,606 
814 (1,198) 

406 

Banking & 
Insurance (ex 
non-core RE) 

Non-core RE Investments CaixaBank 
Group 

2 



35 

 Macro and industry environment 

 CaixaBank – better built for low rates 

 Final remarks 

Agenda 
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Final remarks 

More than just a bank – better built for low rates 

4 Leading digitalisation in banking 

  

3 

  

1 A one-stop shop distribution model 

5 

  

2 Strict margin management 

Credit-risk turnaround 

Ability to further adjust cost base 

 Steady market share gains 

 Diversified revenue base 

 Profitable factories 

 Larger potential for liability repricing 

 Higher-yielding new lending 

 

 Effective delivery of synergies 

 Costs evolve better than planned 

 Ability to further adjust the cost base 

 

 

 Step improvement in risk metrics 

 CoR target for 2018 frontloaded to 2016 

 Gradual reduction of non-core RE drag 

8pp 
Contribution to 
RoTE of 
bancassurance
segment1  

+48% 
New 
consumer 
lending FY15 
yoy 

To exceed 
annual cost 
saving 
target SP 
2015-18 

-34% NPL reduction 
from peak 

 Enabling network reengineering 

 Fostering commercial effectiveness 

 Enhancing customer experience 

-€450M 

4.8M 
Active clients 
in digital 
banking2 

(1) Banking and insurance segment excluding non-core real estate activity 
(2) Active customers include those with at least one transaction in the last 2 months 
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