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Corporate Banking: Highlights for 1H 2016
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Recovery from the recessionary trends of 1H 2015

Corporate loans 
growth y-o-y

+9%

Corporate on-demand 
deposits growth y-o-y

+9%

Share of corporates 
in loan portfolio

84%

Share of corporates 
in customer deposits

45%



Strategic Priorities

3

In 1H 2016 the share of 
on-demand deposits in corporate deposits 

grew to 43%

In 1H 2016 the share of  
Top 20 borrowers in the loan book 

decreased to 26%

In 1H 2016 risk-free F&C income 
per active corporate customer 

grew by 45% y-o-y 

FUNDING BASE:
Retaining a major share of on-demand 
deposits due to stable customer base

LOAN PORTFOLIO OPTIMIZATION:
Diversifying credit risks by attracting new 
borrowers, low cost of risk

NON-INTEREST INCOME:
Increased income from the existing
customer base through cross-selling 
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Loan Portfolio Optimization
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 BSPB corporate loan book grows faster than market

 The sectoral breakdown of the Bank’s corporate 
portfolio reflects St. Petersburg’s economic structure

 Top-20 borrowers concentration continues to decrease
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Funding Base
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 Corporate customer deposits remain a 
principal source of funding for the Bank, 
and represent 45% of customer deposits

 On-demand deposits growth +9% y-o-y

 On-demand deposits grow faster than 
term deposits, increasing the share of 
demand deposits to 43%

The Bank strives to keep the strategic balance between on-demand deposits (low cost funding) 
and term deposits (ensuring long-term liquidity)



 Non-interest income (F&C + from FX translations) 
grew by 13% y-o-y

Non-Interest Income
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 Outpacing growth in risk-free F&C (excl. credit fees, 
guarantees and letters of credit) = 41% y-o-y

 Risk-free F&C income growth is almost entirely due 
to higher yield per active client: growth from 23 to 
34 RUB thou or +45% y-o-y

+13% +41%

* Management accounts



Risk-Free F&C Income Growth Drivers
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Introduction of a non-banking products and 
services line for corporate customers

Customer base growth
Tariff optimization

Customer portfolio optimization
Tariff optimization

Optimize settlement services tariffs
Digital environment monetization (Internet 

Bank and text message alert tariffs)

* Management accounts



ExIm Services – strategic priority
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New FX software architecture

• Significant increase in transaction speed 
and customer convenience

• Open architecture, easy integration with 
other IT systems of the Bank

• Bringing manual operations and 
operational risks to minimum

Reengineering products for ExIm 
companies

• Customized tariffs for ExIm companies

• New Internet Bank solutions (My Account 
for ExIm companies), minimizing offline 
operations

• Adding ExIm-specific solutions (e.g., 
Quotation Board) to all corporate 
customer start packages

Technology1 Products2

Goal: F&C income growth from cross-border trade services of at least 25% in 2016



ExIm Services – strategic priority
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Introducing account managers for 
ExIm companies

• A separate group of dedicated account 
managers for ExIm companies

• In-depth theoretical and practical training

• Targeted financial and non-financial 
incentives program

Increasing visibility

• Positioning and promoting the Bank as 
the first choice bank for ExIm companies 
in the region of the Bank’s operation

• Dedicated website page 

• Special events for customers and partners

Staff3 Marketing4

Goal: F&C income growth from cross-border trade services of at least 25% in 2016



E-banking for Corporates
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> 4,000 customers subscribed 

 i2B Internet Bank
new solution for 
corporates integrated 
with Internet Bank for 
individuals
o uniform interface
o same login and 

password

 Personal electronic signature

customer benefits: single signature for a group of companies  
benefits for the Bank: RUB 1.3 mln savings (~ 2,400 tokens)

 Corporate Treasury service

managing subsidiary accounts through a single interface
more than 2,000 companies representing 400 groups

BSPB - the first bank in the market to offer this service

Text message alert fee

Deposits
62% of all deposits placed online
(a 2x growth from 2014)

Payroll Projects

FX control

About 99% finalized online

99% of the customers use Internet Bank

Sales

Monetization

Payments
Nearly 100% of payments made online

i2B subscription fee

Income growth effect = 43% of 
settlement services income growth

1
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3 Cutting Edge Solutions

 Mass payment

uploading the list of payments in MS Excel automatically  
creates separate payment orders for each payment



Innovative Breakthrough. The Saint Petersburg Metro
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 In 4Q 2014 contactless payments were 
introduced on all 67 stations of the St. Petersburg 
metro – at the same time as London Tube

 266 ticket offices equipped with POS terminals

 More than RUB 1.5 bn transactions in 1H 2016     
(a 3x growth from 1H 2015)



Expansion beyond the home region 
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 All accounts opened and maintained by the head office

 All operations online

 Key products: loans, deposits, FX conversion, FX control

 Tailor-made services for large corporate customers 
(revenues from RUB 1 bn and up)

 Minimum headcount

Manager + 2-3 officers

 Minimum costs

Renting a 50-100 sq.m. office space in an office center

Renting a car instead of buying, etc. 

Why representative offices? Operational concept

St. Petersburg

Moscow

Kaliningrad

Novosibirsk

Opened Aug 10, 2016

Ekaterinburg

Krasnodar

Coming soon


