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What does a FinTech do? 

FinTech do things that banks should do,  

but that they don’t do because they are inefficient 
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FINTECH DNA:  

A UNIQUE CUSTOMER 

EXPERIENCE 

…RESULTING IN A STATE-OF-THE-ART    

    CUSTOMER EXPERIENCE 

BEST PRICE/ 

QUALITY RATIO 

THE FOUNDATIONS OF OUR QUALITY  

 
ONE-STOP 
SOLUTION… 

1. Best-in-class products 

2. Powerful and easy-to-use multichannel 

platform both for clients and PFAs 

3. Transparency 

 

Customer 

satisfaction 

WORD OF MOUTH AS 

KEY ACQUISITION 

CHANNEL 

VERY LOW 

CLIENTS CHURN 

RATE (~ 2%) 

New clients 

per year 

App among Italian banks  

in terms of customers’ rating 

97% ›100k n. 1 

KPMG: Ranking 1st in terms of Omnichannel Index 

across all industries 

(1) Source: Kantar Tri*M Index, May 2019 

(1) 
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A UNIQUE BUSINESS MODEL 

N.1 platform in Europe 

since 2004 

Brokerage 

Full-service Banking and 

Credit multichannel platform 

Banking 

Extensive PFA network 

coupled with open 

architecture platform 

Investing 

Multiproduct approach vs vertical approach of most Fintech companies 
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1Q 

PAYING ATTENTION TO PROFITABILITY 

Consistent results in every market conditions 

2Q 3Q 4Q 

2014 

1Q 2Q 3Q 4Q 

2015 

1Q 2Q 3Q 4Q 

2016 

1Q 2Q 3Q 4Q 

2017 

1Q 2Q 3Q 4Q 

2018 

1Q 2Q 3Q 

2019 

Net Profit adjusted (net of DGS)(1), mln 

CAGR 

37.3 40.1 36.4 40.8 
47.8 45.9 55.1 47.7 51.2 49.8 52.0 54.8 51.7 52.6 61.0 60.4 

59.0 66.2 63.2 65.6 

62.6 74.7 72.5 

12.8% 

(1) Net Profit adjusted net of Deposit Guarantee Scheme (FY15: -3.1 mln net, FY16: -7.1 mln net, FY17: -7.1 mln net, FY18: -9.6 mln net, 9M19: -11.7 mln net) 
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A HISTORY OF INNOVATION 
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1999 

Birth of Fineco 

 

1st online 

trading 

platform 

launched in 

Europe 

Multicurrency 

immediately 

available, easily 

activated online 

Launched trading  

on forex, the  

global currency  

exchange 

First ones to use 

Security 

disposable Pin 

instead of Token 

2001 

one-stop-solution 
offering Brokerage, Banking and Investing 

from one single account and with a 

Multibrand Open Platform 

2008 

Digital + PFA Platform 
(first and only one players in 

the market) 

2017 

Start of UK 

operations 

2018 

FAM established 

(helps to enhance time-

to-market financial 

products) 

2019 

Fineco as an 

independent 

entity 

Cyborg Advisory 

Platform (Advice and 

Plus) 

  
 

MoneyMap 

First Italian bank 

to offer CFD 

Digital signature 

Fee only advisory 

service with integrated 

risk management 

system and Multiasset 

advisory with fee on top, 

reporting look-through 

and digital 

“Assisted 

Selling Platform" 

Financial planning 

based on client 

objectives (pension, 

education, etc.) 

Mobile app  

5* rating on 

the Stores 

A GROWTH PATH WITH A CLEAR GOAL: 

SIMPLIFYING CUSTOMERS’ FINANCIAL LIFE 
(1) In terms of size of PFA networks involved 

 

n.1 

The bank for the future…dating back to 1999 

Mobile banking 

sim tool kit 

Sistematic 

internalizer Performance 

Finance 

Management 

Biometrical 

recognition 

New Option platform  

Customer care 

internalized 
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Senior management experienced in IT 

No external consultants nor system integrator 

Core system internally managed 

 

Internal DWH to fully exploit our Big Data Analytics 

 

Continuous innovation fully in-house developed 

LEVERAGING ON A  

DEEP-ROOTED  

INTERNAL  

KNOW-HOW 

OUR INTERNAL IT 

KNOW-HOW 

 

TO EXPAND  

PLATFORM SCALABILITY 

AND OPERATING GEARING 

A  S T R A T E G I C  C H O I C E  

FTEs in IT Department 

FTEs in Back-Office 

17% 

24% 

r e s u l t i n g  i n  u n m a t c h e d  

u s e r  e x p e r i e n c e  f o r  b o t h  

o u r  c l i e n t s  a n d  P F A s  



9 

FOCUS ON OUR 

OPERATING 

LEVERAGE 

A SINGLE DATABASE 

POWERING 

A STRONG DATA 

MANAGEMENT 

A PROPRIETARY, 

INTEGRATED BACK-END 

In-house development and automated processes:  

1. enhancing our time to market 

2. leading to an efficient cost structure 

BUSINESS INTELLIGENCE  

to better serve our customers 

Marketing PFAs 

COST/INCOME 

Figures net of non recurring items and of gain on Visa sale (2016: +15.3 mln gross) 

38 39 40 42 43 47 
9M19 2018 2017 2016 2015 2014 

Customer 

Care 
Products   Back-office 
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WE HAVE AN ACCURATE IDEA OF 
OUR CLIENTS’ FINANCIAL NEEDS 

X-Net: our cyborg-advisory platform better than robot-

advisory enhanced with tailor-made solution to solve 

clients’ financial gaps 

Co-Working: our PFAs will be able to share customers 

with other colleagues to manage them more actively 

Fineco X.0: better target customers with direct 

campaigns to fully exploit our growth potential 

STRONG DATA 

MANAGEMENT 

EXTRACTING 

MORE VALUE 

FROM BIG DATA 

ANALYTICS 

A MORE EFFECTIVE 

COMMERCIAL STRATEGY 

Low risk business model, with high quality 

lending portfolio 

 

Very low Cost of Risk at 15bps and 

continuously declining 
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FINTECH DNA 

SIMPLIFYING 
BANKING 

We communicate as a Fintech since the beginning 

97% 

COHERENT WITH OUR  

CUSTOMERS PERCEPTION 

CUSTOMER 

SATISFACTION 

Effectively communicating  

our core message… 

Strong internal ADV know-how 

Leveraging on our single database 

to better target customers 

Marketing culture to grow organically 



12 FINTECH DNA: SIMPLIFYING BANKING 97% 
CUSTOMER 

SATISFACTION 
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9M19 RESULTS 

mln 
+10.8% 

y/y 

9M19 

198.1 

Net profit(1): Best 9M ever, +11% y/y in a more complex environment 

Net Profit (1) Revenues (1) 

Operating Costs (1) Operating Leverage 

mln 
+5.2% 

y/y 

9M19 

489.0 

+1.3%  

y/y 185.2 
mln 

+10.9% 

+6.4% 

TFA (bn) 

clients 

-1.4 
p.p. 
Cost / 

Income 

9M19 

(1) Figures adjusted net of non recurring items. 9M19 non recurring items: Voluntary Scheme: -4.4mln gross, -2.9mln net. 9M18 non recurring items: Staff expenses -1.1mln net (-1.6mln gross) 
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THANKS  

FOR YOUR ATTENTION 


