
 

 
 
 
 
 
 

HECHO RELEVANTE 
 
 
 

Se comunica a la Comisión Nacional del Mercado de Valores que el jueves, 21 
de septiembre a las 13:30 (hora española), David Pérez Renovales, Director de 
la División de Pymes de Bankinter, S.A., participará como ponente en una 
conferencia de bancos y financieras europeas de mediana capitalización en 
Londres, organizada por Keefe, Bruyette and Woods. 
 
La presentación, que se  difundirá a través de la página web de Bankinter, se 
adjunta cifrada junto con el presente hecho relevante. 
 
Atentamente, 
 
 
Unidad de Cumplimiento Normativo. 
BANKINTER, S.A. 
 



Bankinter:                                   
Ready to outperform

KBW                                                  
European Banks & Misc. Financials
Conference London, September 2006



01. Ahead in the cycle

02. Value Investments already in 
place

03. Favoured by regulatory
changes: Basle II

04. Summary



Bankinter’s track record



NPL Ratios
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Bankinter Credit Assets Growth
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Mortgage Annual Growth
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1H06 Mortgage Growth
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Accelerating the change in the growth
focus
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Market positioning keeps an eye on
Basle II

19.9%RoE mortgage
customers:

0.11%NPL ratio:

8.1
Cross selling:

Products per client:

80.1%
67.1%

% in High Profiles:
New Production:

Back Book:

0.55%
0.60%

Spread:
New Production:

Back Book:
•Further growth

•Longer lasting

•More 
sustainable

•More profitable

We keep on making
mortgages this way : Pursuing:
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New distribution capacities have been
deployed

1H06 1H04 Var.

Branches 327 301 +26
SMEs Business Units 114 28 +86
Corporate Bkg B.U. 48 39       +9
Private Bkg B.U. 41         32       +9
Total: +130

People 3,824   3,150 +674

+32.5%

+21.4%



Developments for enhancing Customer
Management



Income (€000 )
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Income ( €000)
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income (€000)
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For a more effective cross-selling
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Market trends play as a tail wind
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Widening the prospective clients base



Applying an accurate customer approach

- Churn Rate Evolution -
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With a 
differenciated
and superior          
Value
Proposition
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multichanel
convenience

highest quality
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multichanel
convenience

personalized
service

the most innovative

highest quality



A Customer centric
bank
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QIS 5 Results
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•Bankinter is included in G10 – Group 2
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Well in advance in the credit cycle
and growth focus

Going ahead in investments to
enhance growth: Network, CRM…

Favoured by Basle II



Thank you


