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Executive summary

• We choose to be a pure-play, independent wealth manager

• Our objective is to preserve and create wealth for clients

• We strongly believe that wealth management offers attractive growth 
opportunities and that we have inherent and distinctive strengths

• Our strategy is to:

• Focus on private banking in combination with asset management 
and merchant banking, and actively reduce activities not linked to 
private banking

• Simplify our product offering, client service model and IT/operations

• Grow through a revised offering to clients in private banking, and 
continuing the success of asset management and merchant banking

• Our business model will allow us to have an asset-light balance sheet 
and strong capital base
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We work together to preserve and create 
wealth for clients

private

banking

merchant

banking

asset

management

CLIENTS
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We have made the choice for 
wealth management because …

… it offers attractive growth 

opportunities

… of our inherent and 

distinctive strengths

There is room for a high-

quality, high-service, 

independent wealth 

manager and it is an 

attractive business model

We can build on our inherent 

strengths in private banking, 

asset management and 

merchant banking, and work 

together for the benefit of 

new and existing clients

+
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Our strategy is to focus, simplify and grow

GrowSimplifyFocus
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• Reinforced private banking offering with specific 
service concepts …
- personal banking
- private banking 
- private office

• … and specialist services for
- entrepreneurs 
- healthcare professionals
- business professionals & executives
- foundations & associations

• Continued focus on asset management and 
merchant banking

• Active reduction of activities without a clear link 
to private banking

Our strategy is to focus –
Focus means making choices
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• Active reduction of corporate loans not
related to private banking

• Managed in a separate business unit
by dedicated management

• Target 50% reduction of € 4.4 billion in 
risk-weighted assets in the coming 5 years

• Reallocation of capital to areas of 
higher profitability

Focus means making choices -
lending only to private banking clients
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• Transparent and simplified product and 
service offering

• Efficient organisation, with centralised teams 
for private banking mid-office and investment 
expertise

• Lean IT and streamlined back office

• Significant reduction of cost base from 
€ 409 million in 2012 to around € 340 million in 
2017

8 

Our strategy is to simplify –
Simplify means increasing our 
effectiveness and efficiency
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Private banking 
• Growing assets managed for our clients
• More focused service concepts
• More tailored product offering
• Maintaining client proximity

Asset management
• Leveraging strong long-term track record 

in niche products and integrated solutions
• Expanding client base geographically

Merchant banking
• Selective broadening of product offering
• Extending geographic footprint throughout 

Europe within selected niches

To facilitate growth in these key areas, we
will create 70 new job positions in the next
two years

Our strategy is to grow –
We envisage growth in all our 
core activities
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• New service offering – personal banking: 
• an inclusive offering for all clients seeking 
advice on wealth preservation and creation

• welcoming wealth management starters

• State-of-the art online solutions for wealth 
management, investment advice and savings, 
supported by personal advice and service from 
bankers

• Specialist expertise and advice for more 
complex wealth requirements in private banking 
and private office, benefiting from capabilities in 
asset management and merchant banking

• Local visibility with 34 offices and client meeting 
centres in the Netherlands, Belgium and 
Switzerland

Growth in private banking means …

private

banking
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Growth in private banking means 
a choice of service levels for clients

Service level

▪ Mortgages

▪ Insurance

▪ Private equity, SRI

▪ Tailored discretionary and 

fiduciary management

▪ Family office offering

▪ Online banking, savings and 

investing

▪ Online banking, savings and 

investing

▪ Online banking, savings and 

investing

▪ Structuring

▪ Investment advice 

▪ Mortgages and loans

▪ Pension advice

▪ Insurance

▪ Financial planning ▪ Discretionary management

▪ Financial planning

▪ Estate planning

▪ Discretionary management

▪ Financial planning

▪ Estate planning

▪ International structuring

▪ Investment advice 

▪ Mortgages and loans

▪ Pension advice

▪ Insurance

Personal banking Private banking Private office
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Growth in asset management means ...

• Building on the current excellent track record in 
its selected investment strategies and 
integrated solutions for institutional investors 
through:

• Expanding in a select number of 
European countries with its investment 
strategies

• Increasing penetration in the Dutch 
institutional market with its integrated 
solutions

• Leveraging on investment growth within 
private banking

asset

management



1313 

Growth in merchant banking means ...

• Building on the leading positions in corporate 
finance and brokerage in the Benelux

• Expanding its strong European positions in the 
selected niches listed real estate, life sciences 
and cleantech through a vertically integrated 
approach

• Selective broadening of the product and service 
offering

• Leveraging on Van Lanschot’s broad network of 
entrepreneursmerchant

banking
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Key priorities for next two years to 
deliver short-term results

2013

Introduction of new online 
proposition

Launch of personal banking 
marketing campaign

Creation of corporate banking 
business unit

Rationalisation of product offering 

Completion of majority of job 
reductions in current programme

2014

Migration of major part of 
product administration to 
target IT platform

Transformation of a number of 
branches to new Client Meeting 
Centres

Reduction of additional 250 job 
positions complete

Relocation of selected 
departments to Amsterdam; 
head office remains in 
‘s-Hertogenbosch
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Targets 2017

Focus

Simplify

Grow

A wealth manager with an asset-light 
balance sheet and strong capital base

15 

• Core Tier I ratio > 15%

• Return on Core Tier I equity 
of 10-12%

• Cost-income ratio of 60-65%



Financial targets
2017

Constant Korthout, CFRO
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Focus

Simplify

Grow

Financial targets for 2017

17 

• Core Tier I ratio > 15%

• Return on Core Tier I equity 
of 10-12%

• Cost-income ratio of 60-65%
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Key drivers of the strategy (I)

18 

Reducing the cost base
• Simplifying the product offering
• Investing in the IT infrastructure
• Generating efficiencies 
• Reducing FTEs:

• Remaining 150 FTE from cost reduction programme
• Additional 250 FTE

• Lower IT costs
• Lower staff costs
• Non-recurring reorganisation

costs (€ 20 million)
• Operating expenses reduced to 

€ 340 million in 2017

409

380

340

2012 2013 2014 2015 2016 2017
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Key drivers of the strategy (II)

19 

Revenue growth

• To come from:
• Private banking and personal banking: growth in assets under 

management with focus on discretionary mandates

• Kempen Capital Management: continued success in attracting new 
institutional mandates

• Slight improvement in interest margin

• Corporate banking: revenue loss from declining portfolio partially 
offset by repricing

• Assumed annual growth slightly above inflation

• New pricing regulations expected to have a neutral to slightly positive 
impact 
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Key drivers of the strategy (III)

20 

Transformation into an asset-light and capital heavy balance sheet

• Reducing corporate banking loan book 

• Boosting capital ratios through RWA reduction and profit retention

Why run-off the corporate banking loan book?

• Van Lanschot’s strategy focuses on wealth management as the area in 
which we excel

• Corporate banking without a link to private banking does not form part of 
this strategy

• Corporate loans have high capital consumption

• Asset quality is good, pricing is not 
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Assets Equity and liabilities

Simple and transparent balance sheet

Cash and balances 
with banks

Financial instruments
82% has a triple-A rating;

No exposure to European periphery;
Virtually no trading for own account

Loans and advances
More than half consists 

of residential mortgages;
Lending in home markets the 

Netherlands (93%) and Belgium 
(3%)

Other

Customer savings and deposits
High funding ratio 84.4%; majority of 
lending is financed by savings and 
deposits

Due to banks

Issued debt securities
Diversified funding profile;
Regular access to the wholesale market

Other

Equity
Excellent leverage ratio 7.5%

2.1

1.6

0.8

13.5

11.4

2.9

1.5

0.8

1.4

Total assets € 18.0 billion

Numbers at 31 December 2012
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Good quality and diversified loan book

Loan book at 31 December 2012 (€ 13.5 billion) Loan book by sector at 31 December 2012

51%

8%

18%

3%

12%

2%

4%

2%

Mortgages

Healthcare

Financial holdings

Services

Retail

Other corporate

Other private

Real estate

• High quality mortgage loan book represents over half of the total 
portfolio

• Other loans to private individuals – e.g. second homes, art collections –
in line with focus on private banking

• Low sector concentration in corporate lending

51%

36%

13%

Mortgages

Corporate loans

Other private loans
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Prudent provisioning reflected in high
coverage ratios

Addition to loan loss provisions (€ millions)

64.3

115.2

17.6

24.3 25.9

47.4

19.7

2011 2012 1Q12 2Q12 3Q12 4Q12 1Q13

NPLs*

Coverage 

ratio

3.1%

47%

3.9%

56%

* NPLs = Loans on which a provision has been formed
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Mortgages –
Low risk portfolio with few losses

• Total mortgage loan book of € 6.9 billion at 31 December 2012

• Average amount of mortgage loan approx. € 440,000 (national average: 
approx. € 240,000)

• Average LTV of 91%

• In addition to the usual collateral, mortgage clients also hold client assets 
at the bank representing 48% of the total mortgage debt

• Low NPLs at 1.4%

• Coverage ratio of provision at 60.3%

• “Jumbo” mortgage loans (i.e. loans of more than € 2 million) make up 
only € 0.5 billion or 7% of total mortgage loans, but 37% of loan loss
provisions on mortgages

• In 2012 only 32 foreclosures (2011: 12)
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Mortgages –
Portfolio reflects private banking client base

Mortgage portfolio by loan type and year of 

origination (€ million)
Concentration of mortgage loans in urban areas

3%

75%

12%

1%
8%

1%

Interest only

Life

Annuity & linear

Investment

Savings

Other

803

296
258

391

471

626

777

924

680

528

393

182
222

125

≤1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012
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Real estate portfolio located in
the Netherlands

Property loans by sector at 31 December 2012 

(€ 2.4 billion)
• Small loans; average loan size 

at year-end 2012 € 2.3 million

• Virtually no project development 

• Relatively large portion relates 
to property wholly or partly for 
own use

• Vacancy rates are relatively low 
at 8.3%

• NPLs at 8.5%

• Coverage ratio of provision at 
55.7%

• In many cases, additional 
collateral is provided in addition 
to the underlying property

35%

27%

14%

17%

7%

Offices

Retail

Business

Residential

(commerical

exploitation)

Other
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Corporate banking business unit

27 

• Corporate banking loan book to be managed in a separate business unit

• Total corporate banking loan book of approximately € 4.8 billion (2,700 
clients, 4,500 loan items)

• Real estate approximately 44% of the corporate banking loan book

Loan type Loans by segment

2%

45%
53%

Loans

Current accounts

Other

44%

56%

Real estate

SME
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Corporate banking –
50% reduction by 2017

28 

• Dedicated management and experienced bankers

• Key portfolio reduction drivers:

• Interest rate reset date

• Loan maturity date

RWA by loan type (€ 4.4 billion) Loan year to maturity

2%

74%

24%

Loans

Current accounts

Other

5%

51%

26%

18%

No limit

< 5 years

5 - 10 years

> 10 years
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Corporate banking – conclusion

• Reduction of corporate banking loan book:

• Activities do not form part of our strategy

• Capital heavy

• Asset quality is good, pricing is not

• Separate business unit with dedicated management

• 50% portfolio reduction by 2017

• Will result in capital release and higher Core Tier I ratio
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Targets 2017

In summary

30 

• Core Tier I ratio > 15%

• Return on Core Tier I equity of 10-12%

• Cost-income ratio of 60-65%



IT Roadmap

Arjan Huisman, COO
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The story since 2010 –
Controlled and managed IT policy

• Phased implementation of IT changes

• Planning includes well-defined, short-term deliverables; no big bang 
implementations

• Close alignment with the business

• Use of proven technology wherever possible

• IT management and organisation strengthened

• Changed perspective on outsourcing

• Direct control of essential IT components 

• Outsourcing of business services with less competitive advantage
(e.g. payment services)

• Increased investments in IT taken through profit and loss account
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Delivery of IT projects according to plan

• For example, in 2012:

• More than 150 IT projects across the group

• Cumulative spend on projects below allocated budget

• Main constraint is business capacity and the available release weekends
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Significant upgrade of IT landscape 
since 2010 (I)

Online

Wealth 
management

Other 
services

IT platforms

� Upgrade of Online Banking portal (technical, look & feel)
� Introduction of VIP Advies
� Apps for online asset management
� Introduction of online execution only

� New securities platform in the Netherlands
� Migration of execution only clients to new platform
� New securities platform in Switzerland

� Outsourcing of SEPA payment processing to Equens
(SDD initiation in Q3)

� Digitalisation of client files
� More than 25% reduction in back office workforce since 

2010 (including planned redundancies in 2013)

� Upgrade of hardware (servers, desktops, storage, etc.)
� Move of prime data centre to external data centre in 

Eindhoven
� Insourcing of IBM activities
� More than 15% reduction of IT running costs since 2010
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Significant upgrade of IT landscape 
since 2010 (II)

New data 
centre

Empty 
archives
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Significant upgrade of IT landscape 
since 2010 (III)

Execution 
Only

VIP Invest 
app
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IT and operations agenda for 
the coming years

Streamlining product portfolio

Online services

• Integration of portals

• Self support tools

Migration of product 
administration to Bankview
(e.g. savings, lending, etc.)

Replacement of several other 
relatively expensive platforms

Transparent offering and cost 
efficiencies 

Improved service offering to 
clients

Simplification of IT landscape 
and cost efficiencies

Reduction of IT license and 
maintenance costs
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Disclaimer

39 

Forward looking statements

This presentation contains forward looking statements concerning future events. 
Those forward-looking statements are based on the current information and 
assumptions of the Van Lanschot management concerning known and unknown risks 
and uncertainties.

Forward-looking statements do not relate to definite facts and are subject to risks and 
uncertainty. The actual results may differ considerably as a result of risks and 
uncertainties relating to Van Lanschot’s expectations regarding such matters as the 
assessment of market risk and revenue growth or, more generally, the economic 
climate and changes in the law and taxation. 

Van Lanschot cautions that expectations are only valid on the specific dates, and 
accepts no responsibility for the revision or updating of any information following 
changes in policy, developments, expectations or the like.

The financial data regarding forward-looking statements concerning future events 
included in this presentation have not been audited.


