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ʄ Common Equity Tier 1 ratio

ʄ Return on CET1

ʄ Efficiency ratio

ʄ Dividend pay-out
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2019

23.8%

10.5%

75.5%

57.4%

Profile

Our wealth management strategy 

ʄ Well capitalised, profitable wealth manager with a strong 
specialist position in the market

ʄ Strong brand names, reliable reputation, rich history
ʄ Clear choice for wealth management, targeting private, 

institutional and corporate clients
ʄ Tailored, personal and professional service
ʄ Mutually reinforcing core activities, each with its own distinct 

culture and positioning as a niche player
ʄ Strong track record in transformation processes and de-risking 

of the company
ʄ Strong capital position and balance sheet

Supported by our strong client relationships we are a leading
player in our relevant markets and geographies

Our strategic pillars:
ʄ Accelerate growth ʛorganically and inorganically
ʄ Activate our full potential
ʄ Advance through digitalisation and advanced analytics
ʄ Adapt the workforce

Target 2023

15 - 17%

10 - 12%

70 - 72%

50 - 70%*

2023 financial targets 

Solid performance on all key financials

Å Net result
Å Underlying net result

ÅCET 1 ratio                   
Å Total capital ratio

Å Client assets
Å AuM

Å Loan book (excluding provisions)

Van Lanschot Kempen at a glance

2019    
9̫8.4m

1̫08 .8m          

23.8%
26.9%

1̫02 .0bn
8̫7.7bn

ʷɇʋɆŉƞ

* Of underlying net result attributable to shareholders

2018    
8̫0.3m

1̫03.0m          

21.1%
23.2%

8̫1.2bn
ʷɅɆʋȿŉƞ

ʷɇʋɆŉƞ



Van Lanschot Kempen is a specialist, 
independent wealth manager 



Van Lanschot £ŘƜǌŘƞʩǗrich history reaches back over 
280 years

1737 1991 1995

Van Lanschot 
Switzerland

Cornelis van 
Lanschot founds
Van Lanschot in   
ʨǗ-Hertogenbosch 

Van Lanschot 
Belgium

1999 2004

Acquisition
CenEBankiers

Van Lanschot 
listed on 
Amsterdam stock 
exchange

2007 2013

Strategic
review

Launch of
Evi van 
Lanschot

Acquisition
Kempen & Co

2015

Sale of portfolio 
non-performing
real estate loans

Acquisition 
fiduciary activities 
of MN UK

2016

Acquisition 
Staalbankiersʩ 
private banking 
activities

Successful 
placement 
secondary offering 
of 30% stake 

Strategy 2020 
update 

2017

Acquisition
þ<êʩ DǫǣŊŸ ȃŘĬƓǣŸ 
management 
activities 

New name: 

Capital return of 
ʷɀ ǌŘǏ ǗŸĬǏŘ ǣƩ 
shareholders 

2018

Capital return 
ƩŰ ʷɀʋɄȿ ǌŘǏ 
share

2019

Next steps wealth 
management 
strategy defined 
and financial 
targets set for 
2023

Capital return of 
ʷɀʋɄȿ ǌŘǏ ǗŸĬǏŘ
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Our transformation to a specialisedwealth manager  

Client assets and AuM ʘb̫n)

Common Equity Tier 1 ratio

Risk-ȃŘŽűŸǣŘő ĬǗǗŘǣǗ ʘʷŉƞʙCommissions as % of operating 
ŽƞŊƩƜŘ ʘʷƜʙ

þƞőŘǏƓȉŽƞű ƞŘǣ ǏŘǗǫƓǣ ʘʷƜʙReturn on Common Equity Tier 1*

40.9

87.711.4

14.3

20192012

102.0

52.3

AuM Savings and other

4.4

6.1

3.9

4.2

0.3
2012

10.5

2019
Private Banking and other Corporate Banking

41.3

57.1

2012 2019

+95%
-60%

+15.8 pps

100% = 525.3 100% = 508.7

2012 2019

11.0%

23.8%

11.1

108.8

20192012
-12.7%
2012 2019

10.5%

+23.2 pps+12.8 pps

+97.7

* Based on underlying net result attributable to shareholders

5



6

As a wealth manager Van Lanschot Kempen builds on 
the experience of its core activities

Private Banking
ʜ Discretionary asset 

management, investment 
advice, financial planning, 
savings and deposits, 
structured products and 
lending

ʜ Servicing entrepreneurs, 
family businesses, high net-
worth individuals, business 
professionals and executives, 
healthcare professionals, 
foundations and associations

ʜ AuMʅ ʷɁɃʋɆŉƞ 
ʜ Savings and deposits: 
ʷɇʋɈŉƞʆ ƓƩĬƞǗʅ ʷɇʋɀŉƞ

ʜ 655 FTEs
ʜOffices in NL, BE, CH

Evi 
ʜOnline wealth management 

services for the mass affluent 
and Millennials 

ʜOnline wealth management 
solutions, discretionary asset 
management, savings and 
pension solutions

ʜ AuM client base c. 17,000
ʜ AuMʅ ʷɀŉƞ
ʜ Savings: ̫ ȿʋɄŉƞ
ʜ 23 FTEs
ʜ Focus on NL and BE

Asset Management
ʜ Comprehensive fiduciary 

wealth management 
services

ʜ Niche investment strategies 
(high div. equities, small-
caps, real estate, credits, 
infrastructure, government 
bonds, etc.)

ʜ Focus on European clients; 
institutional, wholesale 
distribution, family offices 
and endowments

ʜ AuMʅ ʷɆɂʋɀŉƞʁʆ AuMG: 
ʷɂʋɀŉƞ

ʜ 264 FTEs
ʜOffices in NL, UK, FR

Merchant Banking
ʜ Equities research and 

trading, corporate 
finance and debt advisory 
services

ʜ Focus on European 
corporates and worldwide 
institutional clients; sectors 
covered are real estate, life 
sciences & healthcare, 
financial institutions & 
fintech, infrastructure, 
maritime & offshore, as well 
as our local alpha coverage

ʜ 127 FTEs
ʜOffices in NL, BE, UK, US

ʁ !Ǘ ƩŰ ɂɀ DŘŊŘƜŉŘǏ ɁȿɀɈʆ ŽƞŊƓǫőŽƞű ʷɀɀʋɀŉƞ ƩŰ AuM managed for Van Lanschot Private Banking and Evi



2023 financial 
targets

From 
responsible to 
sustainable 
investing

Leading player 
in our relevant 
markets

Focused wealth 
management 
strategy

We are a leading wealth manager in our markets

ÅĖŘʩǏŘ Ĭ ŊƩƞȂŽŊǣŽƩƞ-based, active investor, focusing on the long term 
ÅĖŘʩǏŘ ŊƩƞȂŽƞŊŘő ȃŘ ŊĬƞ ĬŊŸŽŘȂŘ ǗŽűƞŽŰŽŊĬƞǣ ǗƩŊŽĬƓ Ĭƞő ŘƞȂŽǏƩƞƜŘƞǣĬƓ ŽƜǌĬŊǣ ŉȉ ĬőȂŽǗŽƞű ƩǫǏ ŊƓŽŘƞǣǗ Žƞ 

making sustainable investment decisions 
ÅWe aim to increase our positive contribution and visibility
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ÅĖŘʩǏŘ Ĭ ȃŘƓƓ-capitalised, profitable wealth manager with a strong position in the market 
ÅWe believe that our knowledge and experience, personal, client - focused approach, unique combination 

of activities and track record set us apart from the competition
ÅĖŘʩǏŘ ŊƩƞȂŽƞŊŘő ƩǫǏ ǗǣǏĬǣŘűȉ ƩŰŰŘǏǗ ĬƜǌƓŘ űǏƩȃǣŸ ƩǌǌƩǏǣǫƞŽǣŽŘǗ 

ÅA leading wealth manager in the Benelux region 
ÅThe number one online wealth management alternative for the mass affluent in selected markets 
ÅA prominent, active investment manager that delivers alpha in illiquid markets, as well as in income -

generating strategies and ESG in Europe 
ÅThe leading fiduciary manager in the Netherlands, and a challenger in UK fiduciary market 
ÅThe preferred trusted adviser in selected merchant banking niches across Europe 

ÅCET 1 ratio: 15-17% 
ÅRoCET1: 10-12% 
ÅDividend policy: 50-70% of underlying net result attributable to shareholders 
ÅEfficiency ratio: 70-72%



ÅPursue a solutions-led 
ĬǌǌǏƩĬŊŸ ŉǫŽƓőŽƞű Ʃƞ ŊƓŽŘƞǣǗʩ 
needs

ÅConsider acquisitions in 
existing and contiguous 
markets
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We have defined four strategic pillars that enable us to 
deliver on our ambitions

ÅOffer clients the full potential 
of services and products from 
our group and open 
architecture platform 

ÅBenefit from knowledge 
sharing, make optimum use of 
resources and reduce overlap 

ÅCreate solutions based on 
ǗǫǌŘǏŽƩǏ ŽƞǗŽűŸǣǗ ŽƞǣƩ ŊƓŽŘƞǣǗʩ 
needs & market developments 

ÅEnhance client experience
ÅStreamline products, processes 

and systems

ÅEmpower our people to 
embrace technology and adopt 
a more data-driven way of 
working and decision -making

ÅEmbrace an agile approach with 
multidisciplinary teams 

ÅHire new talent to bring in 
different skills and capabilities

Accelerate
growth -
organically
and
inorganically

Activate our full 
potential

Adapt the
workforce

Advance through 
digitalisation and 
analytics



In 2019, we have made good progress in delivering
on our ambitions

ÅOutsourced payment services to Fidor: new payments 
platform and payments app launched 

ÅLaid the foundation for a modern, cloud -based 
infrastructure for advanced analytics to enable faster 
development
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Å=ƓŽŘƞǣ ĬǗǗŘǣǗ űǏŘȃ ɁɅˡ ǣƩ ʷɀȿɁʋȿŉƞ 
ÅNet inflows of AuM at Private Banking and at Asset 

Management
ÅOngoing search for acquisitions to accelerate our growth

ÅCo-creation between Private Banking and Asset 
Management allows for swift and tailored product 
development (e.g. European Private Equity Fund and 
Global Impact Pool)

ÅWealth management proposition for LȂŽʩǗmass affluents
and closer collaboration between Evi and Private Banking

ÅMerchant Banking and Private Banking working together 
on successful transactions for clients

ÅTransition to integrated HR practices and modernisation of 
employment conditions

Å Implementation of agile approach with multidisciplinary 
set-up of several teams

ÅEncouraging development and training by launching a 
revamped learning management system to bring different 
skills and capabilities into our organisation 

Accelerate growth ʛorganically and inorganically Advance through digitalisation and analytics

Activate our full potential Adapt the workforce
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From responsible to sustainable wealth manager ʛ
2019 highlights

dǏƩƜ ɁȿɁɂʆ ȃŘʩƓƓ 
actively offer our 
Private Banking clients 
only sustainable 
investment solutions

98% of fund managers 
on the approved list 
are scored on their
overall sustainability
profile

ĖŘʩȂŘ ǗŽűƞŘő ǫǌ ǣƩ Ĭ 
financial sector initiative to
report on the climate 
impact of our loan portfolio 
and investments

AuM at Private Banking 
invested in sustainable or 
impact investing solutions 
grew by 55% to more than 
ʷɁ ŉŽƓƓŽƩƞ 

We engaged with 84 
companies in which 
our funds invest

Increased range of 
sustainable and impact 

solutions

ÅGlobal Impact Pool showed 
significant growth in 2019,
ǌĬǗǗŽƞű ǣŸŘ ʷɀȿȿ ƜŽƓƓŽƩƞ ƜĬǏƐ

ÅSustainable solutions in 
various asset classes

ÅDuurzaam+ proposition

ÅLaunch of Groenhypotheek
In 2019, over one-third of 
our new clients invested 
in our Duurzaam+ 
proposition
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Our positioning in a changing environment

Low interest rates impact our 
interest income 

Market volatility and flat yield 
curve impact our clients 

Increased focus on compliance

Pressure on sustainability of 
business model for traditional 
banking

Key themes 

ÅFocus on wealth management, reducing dependence on
interest income 

ÅKeep Private Banking loan portfolio stable
Å=ŸĬǏűŘ ƞŘűĬǣŽȂŘ ŽƞǣŘǏŘǗǣ ǏĬǣŘǗ ŰƩǏ ƓĬǏűŘǏ ǗĬȂŽƞűǗ ŉĬƓĬƞŊŘǗ ʘĬŉƩȂŘ ʷɀ 

million from 1 April)

Our positioning

ÅFulfil our role in combating money laundering and financial crime and 
undertake continuous efforts to further optimise our control arrangements

ÅHave an advanced monitoring system and team of experts in place

ÅProvide integrated wealth management solutions for private, 
institutional and corporate clients 

ÅSwift, tailored alternative product development

ÅMake a clear choice for wealth management with capital - light balance sheet
ÅBenefit from focused strategy and client base to allow for swift 

implementation of new technology



!ƞƞǫĬƓ ǏŘǗǫƓǣǗ ɁȿɀɈʅ ƞŘǣ ǌǏƩŰŽǣ ƩȂŘǏ ʷɈɇ ƜŽƓƓŽƩƞ



Good overall performance
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Commission incomeʷɁɈȿʋɃƜ ʘ-1%)
qƞǣŘǏŘǗǣ ŽƞŊƩƜŘ ʷɀɆɄʋɂƜ ʘȿˡʙ

Net result ʷɈɇʋɃƜ ʘɁȿɀɇʅ ʷɇȿʋɂƜʙ
Underlying net result ʷɀȿɇʋɇƜ 

ʘɁȿɀɇʅ ʷɀȿɂʋȿƜʙ

Operating expenses
ʷɂɇɃʋɀƜ ʘ-3%)

Strong capital ratios
CET 1 ratio rises to 23.8% DŽȂŽőŘƞő ǌŘǏ ǗŸĬǏŘ ǗǣĬŉƓŘ Ĭǣ ʷɀʋɃɄ

=ƓŽŘƞǣ ĬǗǗŘǣǗ ʷɀȿɁʋȿŉƞ ʘˉɁɅˡʙ
AuM ʷɇɆʋɆŉƞ ʘˉɂɀˡʙ

Efficiency ratio 75.5%
(2018: 79.4%)

AuM net inflow ʷɈʋɈŉƞ 



2019 highlights
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2019 2020

Sale AIO II 
and VLC & 
Partners

Fourth closing of 
European Private 
Equity Fund at 
ʷɀɈɂ ƜŽƓƓŽƩƞ

Successfully 
completed 37 
Corporate Finance 
and ECM transactions

Infrastructure for 
advanced 
analytics

New payments 
platform and 
payments app 
launched

Special capital 
ǏŘǣǫǏƞ ƩŰ ʷɀʋɄȿ 
per share

¼ȂŘǏ ʷɁʋȿ ŉŽƓƓŽƩƞ 
in sustainable 
AuM at Private 
Banking

Niche strategies 
showed strong 
net inflow of 
ʷȿʋɆ ŉŽƓƓŽƩƞ



Overview net result 
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* Underlying net result excludes costs associated with the strategic investment programme and restructuring charges

ʷ Ɯ 2019 2018 % change

Commission 290.4 293.2 -1%
Interest 175.3 175.6 0%
Other income 43.1 30.3 42%
Income from operating activ ities 508.7 499.2 2%
Operating expenses -384.1 -396.4 -3%
Gross result 124.7 102.8 21%
Loan loss provision 12.1 12.7 -5%
Other impairments -34.9 0.9
Operating profit before tax of non-strategic investments 37.8 17.8
Operating profit before special items and tax 139.6 134.3 4%
Strategic investment programme -11.1 -22.0 -50%
Amortisation of intangible assets arising from acquisitions -6.2 -8.3 -25%
Restructuring charges -2.8 -8.3 -67%
Operating profit before tax 119.5 95.8 25%
Income tax -21.1 -15.5 37%
Net profit 98.4 80.3 23%
Under ly ing net result* 108.8 103.0 6%
Efficiency ratio (%) 75.5% 79.4%



±Řǣ ǏŘǗǫƓǣ ŊƩƞǗŽőŘǏĬŉƓȉ ǫǌ ǣƩ ʷɈɇʋɃƜ
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Key drivers of net result
ʷ Ɯ

ÅImpairment of goodwill relates to the write -down of goodwill involved in the acquisition of Kempen & Co in 2007 
and more specifically to its Merchant Banking activities

ÅIgnoring exceptional items, impact of sale of our stakes and impairment of goodwill, net profit rose by 22%

incl. book profit
VLC & Partners



Cost-saving measures lead to operating expenses 
below the 2019 target
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Operating expenses
ʷ Ɯ

Å=ƩǗǣ ƓŘȂŘƓ ȃŘƓƓ ŉŘƓƩȃ ɁȿɀɈ ŊƩǗǣ ǣĬǏűŘǣ ƩŰ ʷɂɈȿƜ 
ÅFocus on costs reflected mainly in lower consultancy fees and marketing costs
ÅIn 2019 total headcount decreased by approximately 60, partly as a result of the strategic investment programme
ÅIn 2020, operating expenses expected to increase due to new pension agreement, and harmonisation and update 

of employment conditions



ßǏŽȂĬǣŘ <ĬƞƐŽƞű ŊƓŽŘƞǣ ĬǗǗŘǣǗ ǏƩǗŘ ɀɂˡ ǣƩ ʷɂɃʋɄŉƞ
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* As of 2019 Corporate Banking activities are integrated into our Private Banking segment. Comparative figures have been adjusted accordingly

ÅNet result amounted to ʷɃɃʋȿƜ ʘɁȿɀɇʅ ʷɂɇʋɀƜʙ 
ÅStrategic investment programme successfully completed in 2019
Å=ƓŽŘƞǣ ĬǗǗŘǣǗ ǏƩǗŘ ǣƩ ʷɂɃʋɄŉƞʆ ƜĬŽƞƓȉ őǫŘ ǣƩ ǌƩǗŽǣŽȂŘ ƜĬǏƐŘǣ ǌŘǏŰƩǏƜĬƞŊŘ Ĭƞő ƞŘǣ ŽƞŰƓƩȃ ƩŰ ǗĬȂŽƞűǗ Ĭƞő őŘǌƩǗŽǣǗ
ÅqƞŰƓƩȃ Žƞ !ǫ¯ ǌƩǗŽǣŽȂŘ ŰƩǏ ǣŸŘ ǣŸŽǏő ŊƩƞǗŘŊǫǣŽȂŘ ȉŘĬǏ ʘɁȿɀɇʅ ʷȿʋɄƜʙ
ÅAuM breaks down into 55% discretionary management and 45% non -discretionary management

Net result Private Banking*
ʷ Ɯ

Private Banking client assets*
ʷ bn



Next steps in 2020

ÅRollout of secure (video) 
chat and document 
sharing

ÅContinuous expansion 
and improvement of 
digital functionalities
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Succesful completion of strategic investment 
programme in 2019 

Discretionary management app 
merged into investment app; 
functionality further expanded in 
2019

New website and online portal 
for clients in 2018, 
functionality consistently 
expanded in 2019

New payments platform and 
payments app in 2019

Introduced 
Vermogenshorizon in 2018, 
integrated investment intake in 
2019

Outsourced mortgage 
servicing to Stater in 
2017

Digital alerting and client 
communication tools for 
advisers and bankers

Improved and new 
workflows, currently covering 
>80% of client processes

<ǫőűŘǣ Ŋʋ ʷɅȿƜ

Multichannel Omnichannel

2016 2019


