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The new organisational setup is the second stage 
of a process we began in 2006

2011 - 2013

Ç Network development through 
organic growth and acquisitions

Ç Rationalisation of corporate 
governance structure; brand 
enhancement

Ç Market specialisation (Consumer 
and Corporate)

Ç Rationalisation of the distribution  
chain

Ç Branch sizing optimised

Ç Front - Office strengthened

Ç Central Units made leaner

Distribution structure made 
simpler and leaner

Ç Consolidation of market shares in the 
various regions

Ç Fine - tuning of corporate governance 
structure

Ç Full leveraging of market synergies 
(Consumer and Corporate)

Ç Distribution chain and decision making 
processes made leaner

Ç Enhancement of branches through 
devolution of operational powers

Ç Further strengthening of Front - Office

Ç Central Units made more efficient

Branch enhancement and a refocus 
on customer centricity

2006 - 2010
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Phase 1:
Distribution structure made simpler and leaner

Phase 2:
Branch enhancement and a closer focus on customer
centricity



First phase of reorganisation (1/4)

1,862

2,939

66 105

993 -87
+58%

Strengthening of the network: number of branches

Organic 
growth

2005 9M10

2010

South & IslandsNorth Centre

29%

50%

21%

43%

35%

22%

2005

Geographical distribution

Network development and better geographical coverageV
Market share

~6%

~9%

2007 2010

Branch 
disposal
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First phase of reorganisation (2/4)

20102007

Rationalisation of Group distribution setup with enhancement of 
brands: ñBanks by AreasòV
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Geographical Areas reduced

31%

37%

32%

24%

48%

28%

> 7 employees

4 - 7 
employees

< 4 employees

2009

2005

Branches by headcount

First phase of reorganisation (3/4)

48

11

2005 2010

62%

66%

2007 9M10

Front Office to Total staff

- 37

Distribution setup optimisedV

Front Office strengthenedV

Redeployments (from HQ to 
Network)

Skill development (to roles of 
responsibility in the network)

c1,500

c800

Employees involved in redeployment/skill 

development programmes
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First phase of reorganisation (4/4)

Central Units * made leanerV

Corporate governance simplifiedV

c13,000
c10,700

2007 2010E

- 2,200

2011
5

1 + 2 
sub-HQs

2007 2009

Number of Head Quarters Effect of restructuring process: 

number of  Directors and Auditors reduced

-58
-20

-20

-95 -193

Merged and 
sold companies 

2005 - 2007 BAM BT

Merged 
companies 
2009-2010 Total

* Including Geographical Areas, Operating Consortium (IT), HQs.   

Personnel employed in Central Units
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Positive impact on business é

7.7 % 8.0 % 7.9 % 7.7 %

5.3 % 5.5 %
4.6 %

10.7 %

Direct Funding Deposits Loans Bancassurance Consumer 
Credit

Leasing Factoring Mortgages

+57bps - 8bps - 2bps +55bps +83bps + 43bps

Market Shares (Oct10 vs Dec09)

+62bps +14bps

Direct funding per employee (mln ú) Loans to customers per employee (mln ú)

3.30
3.86

4.56
4.33

4.86 4.90

2005 2006 2007 2008 2009 9M10

3.15
3.78

4.28 4.42 4.76 4.83

2005 2006 2007 2008 2009 9M10
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é and on operating costs

Costs/Assets

~24,300

~32,900 ~32,000 ~31,600

2006 2007 2008* 2009 9M10

~34,200

~24,100- 0.8 %*

- 3.8 %

Group Headcount

- 2.7%

BAV

- 1.3%

* Ex BAV and Biver.   

1.99%
1.83% 1.79% 1.84%

1.63%
1.38%

2005 2006 2007 2008 2009 9M10
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Phase 1:
Distribution structure made simpler and leaner

Phase 2:
Branch enhancement and a closer focus on customer
centricity



Cornerstones of Reorganisation phase 2
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Ç More efficient central units

Ç Introduction of a new front - end IT platform

Ç More effective business strategy



Objectives, actions and benefits expected from 
the new organisational setup

Gli obiettivi Gli interventi

Ç Increase local 
coverage by placing 
enhanced value on 
Branches and 
rediscovering the 
importance of an 
integrated, 
comprehensive view 
of the customer 
through local units 
working more closely 
with óProvincesô and 
óDistrictsô

Ç Shorter business 
supply chains and 
simpler decision 
making

Ç Rationalisation of 
central units resulting 
in higher levels of 
operational efficiency

I benefici attesi

Ç Creation of Local Market Units

Ç Elimination of MPS Network Division

Ç Higher credit and pricing 
empowerment for branches

Ç Revision of network distribution 
processes and IT architecture

Ç Redeployment of human and 
technological resources to the 
network: +700 resources in the 
network

Ç Central units made leaner; 1,400 
outflows in the 2011 - 2013 
period; 20% downsizing of 
organisational structure

Ç Higher levels of 
competitiveness

Ç Shorter customer -
response time

Ç Higher customer 
acquisition and retention 
rates

Ç Development of cross -
segment (Corporate and 
Consumer) synergies and 
increased levels of cross 
selling

Ç Coordinated growth of 
funding and lending with 
households and 
businesses

Ç Better credit quality 
management

Ç 5% improvement of 
Front office - to - Total 
staff ratio 

Ç ú180 mln in cost 
reduction

Objectives Actions Expected benefits
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The new distribution model

Todayôs distribution model

Business approach: market to customer

Market at the centre (Consumer / Corporate )

Å Not fully coordinated, strong sector -based
strategy (Consumer vs. Corporate)

Å Opportunity for greater business value to be
obtained from distribution channels

Å Cross -selling opportunities not always tapped to
their full potential

Organisational model

Å Strategic governance far from customers

Å Geographical coverage with little synergy between
markets

Å Limited focus placed on branch manager role

Å Centralised operating powers (credit and pricing)

New distribution model

Business approach: customer to market

Customer at the centre (Direct or ñCustomer 
proximityò approach)

Å Strongly coordinated, synergic distribution
strategy

Å Direct Markets and regional areas tapped to their
full business potential

Å Model naturally inclined to seize cross -selling
opportunities

Organisational model

Å Strategic governance closer to customers

Å Focus on regional/local areas making the most of
synergies between markets

Å Enhancement of the branch managerôsrole,
among other things through devolution of
operating powers (credit and pricing )
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Actions and benefits expected from the new 
organisational setup

1. Discontinuation of the BMPS 
Network Division with 
responsibilities (for banking as well 
as credit assessment, approval and 
monitoring) being reallocated to the 
Consumer and Corporate divisions

2. Creation of 99 all - inclusive 
coordinating Local Market Units  to 
replace the existing segment -
based units (Retail, Private, 
Corporate and Institutional clients). 

Ç Shorter decision -making chain (from 4 
to 3 levels)

Ç Identification of single -point 
responsibility in decision -making 
processes and full accountability of 
Consumer and Corporate Divisions for 
business and profit results

Ç Better local coverage 
(Provinces/Districts) through the 
introduction of one single institutional 
point of reference in the local 
(óprovincialô) area 

Ç Consistent funding/lending actions set 
out by the Consumer and Corporate 
Divisions (coordinated development of 
funding and lending from households 
and businesses) and better fulfillment 
of local customersô needs

Ç More value obtained from synergies 
between Consumer and Corporate 
services on offer 

Ç Simpler organisational model

Actions Expected benefits

16



Reviving branch dependability and centricity by:

Ç enabling a higher level of empowerment/accountability in the area of

pricing and credit ;

Ç simplifying ñtargetsettingòmethods .

Roll - out of a new Group platform in the second half of 2011 to have one

single ñFront-Endòinterface application manage all Branch processes, with

simplified logics and shared functions aimed at improving the Networkôsbanking

business performance .

17

Refocusing on branch centricity and introduction 
of a new Front-End IT platform



Facts and figures (1/2)

Reporting levels

× Simpler decision making

Market Units

17%

30%

Pre-reorganisation Post-reorganisation 

Customer response time

Pre-reorganisation Post-reorganisation 

- 30%

Branch decision-making powers

18

165

99

Existing Market Units Local Market Unit after 
reorganisation  

4

3

Pre-reorganisation Post-reorganisation 



× Strengthening of Front Office

× Rationalisation of central units

× P&L impact (2011 - 2013)

Headcount  in the 
2011 - 2013 period 

*

* Graphic breakdown by Regional Areas

Facts and figures (2/2)

62%
66%

>70%

2007 9M10 2013E
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9M and 3Q2010 Highlights

* Excluding contribution from branches sold to Intesa and Carige and from Ulisse

** Lending and Funding components

*** Excluding contribution from branches sold to Intesa and Carige

9M and 3Q2010 Highlights

V > 63 ,000 net new customers in 9 M, of which > 25 ,500 in 3 Q; c30 ,000 new
current accounts

V Loans : * + 6 .1 % YoY ; Total Funding* : + 2 .4 % YoY , with Direct Funding*
+ 0 .8 % YoY and Indirect Funding* + 4 .3 %

V Grabbing market share in all business areas since Dec 09

V Net profit in 3 Q at ú96 mln, ú357 mln in 9 M

V NII* flat QoQ and YoY , with commercial components** + 2 .1 % QoQ and
non commercial components - 8 .5 % QoQ

V Costs*** - 3 .6 % YoY ; former FY10 guidance ( - 3 .5 % ) now expected to be
at least - 4 .5 %

V cú16 mln negative items in 3 Q

V High value from product companies embedded in the Group :

V Antonveneta : pick up in funding and lending, with strong focus on
asset quality

V MPS Capital Services : pick up in revenues and profitability

V MPS L&F : inflows better than the market with positive impact on
profitability

V Consumit : good inflows, with a pick up in revenues

V Bancassurance : improved business mix

V Cost of credit at 76 bps

V Tier 1 at 8 .4 % , ex Real Estate and Prima Sgr benefit (c 35 bps) ; c70 bps
impact expected from B3 in 2013
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9M and 3Q10 Results

3Q10 3Q10/3Q09   9M10 9M10/9M09

Net Interest Income 906.6 +0.9% 2,691.2 -0.3%

Net Fees 461.2 -1.2% 1,430.1 +2.4%

Basic income 1,367.8 +0.2% 4,121.4 +0.6%

Total Revenues 1,410.2 +2.0% 4,176.7 -1.9%

Operating Costs - 848.1 -3.2% - 2,516.7 -3.6%

Personnel costs - 528.6 -5.3% - 1,588.2 -4.3%

Other admin expenses - 278.6 +0.3% - 805.2 -3.3%

Loan Loss Provisions - 281.5 -19.8% - 871.5 -16.0%

Net Operating Income 272.9 +85.8% 761.9 +31.4%

Taxes - 101.2 +35.5% - 321.6 +19.7%

Gains on Asset Disposal - 2.3 n.m. 181.9 n.m.

Purchase Price Allocation - 25.8 -23.2% - 83.0 -19.5%

Net income 95.8 +38.2% 356.9 -11.1%

9M and 3Q10 P&L (mln ú)
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9 months results: MPS vs Market

-12.5%

-0.3%

Avg mkt* MPS

7.9%

2.4%

Avg mkt* MPS

-5.4%

0.6%

Avg mkt* MPS

Net Interest Income Net Fees Basic Income

0.7%

-3.6%

Avg mkt*

-14.1%

-16.0%

Avg mkt* MPS

Operating costs Loan Loss Provisions

-28.8%

31.3%

Net Operating Income

Avg mkt*

*UCI, ISP, BAPO, UBI, BPM. Sources: Press Release 9M results

Revenues

Costs & 
PPL

Net Operating
Income
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An ongoingrestructuring story started in 2008

Cost
containment

1.84%

1.38%

1.91%
1.76%

2008 9M10

MPS

Mkt avg*

Costs/Assets

Focus on 
profitability

Net Operating Profit/Assets

*UCI, ISP, BAPO, UBI, BPM. Sources: Press Release 9M results

19%

42%

MPS Mkt Avg**

Increase of Gross Impaired Loans/Loans (2008-1H10)

Asset quality
under control

0.45%
0.42%

0.62%

0.41%

2008 9M10

MPS

Mkt avg*

**UCI, ISP, BAPO, UBI, BPM. Sources: Company reports and Citi Research (ñThe Waiting Game, 20 Giugno 2010), GS Research (Italian Banks, 

31 August 2010) 24



Ç Good funding and lending activities with increasing market shares

Á > 63 ,000 net new customers in 9 M, of which > 25 ,500 in 3 Q; c30 ,000 new
current accounts

Á Total funding* : + 2 .4 % YoY , with Direct Funding* + 0 .8 % YoY and Indirect
Funding* + 4 .3 % YoY

Á Total lending* : + 6 .1 % YoY , mainly driven by mortgages

Á Grabbing market share in all business areas since Dec 09 ** :

Á Direct deposit : + 43 bps

Á Mortgages : + 41 bps

Á Bancassurance : + 24 bps

Á Consumer credit : + 54 bps

Á Leasing : + 52 bps

Á Factoring : + 69 bps

* Excluding contribution from branches sold to Intesa and Carige

** Market shares at August 2010, latest available data. Source: ñMatrice Bank of Italyò
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-723

195

9M09 9M10

Good Funding volumes and inflows

Direct Funding*

153.6 152.9

158.2
154.9

Sep-09 Mar-10 Jun-10 Sep-10

úbn

* Excluding contribution from branches sold to Intesa and Carige

+0.8%

- 2.1%

Ç The change in volumes in Q3 is
primarily due to the reduction in
short - term funding from
institutional clients (approx . ú4
bn ), partially offset by the increase
in bonds with institutional
counterparties (ú1 bln worth of
covered bonds issued)

3,591
4,399

9M09 9M10

Bancassurance

+22.5% 

úmln

Mutual Funds

úmln

Indirect Funding*

úbn

+4.3%

+3.1%

133.0
135.3

134.4

138.6

Sep-09 Mar-10 Jun-10 Sep-10
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The good momentum on retail lending continues

* Excluding contribution from branches sold to Intesa and Carige

Total Lending*

143.9

148.5

152.7

Sep-09 Mar-10 Jun-10 Sep-10

úbn

+6.1% 

- 0.1% 

Mortgage inflows

8.4 

12.3 

9M09 9M10

+44%

úbn

Ç In Q3 2010 the aggregate
benefitted primarily from
developments in medium - to - long
term forms of lending,
particularly driven by Retail
residential mortgages . A
reduction was instead recorded in
loans with market counterparties

152.9

Ç Consumer B.U.:
+ 16 .8 % YoY

Ç Corporate B.U.:
+ 1 .3 % YoY
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Positive impact on business é

7.7 % 8.0 % 7.9 % 7.7 %

5.3 % 5.5 %
4.6 %

10.7 %

Direct Funding Deposits Loans Bancassurance Consumer 
Credit

Leasing Factoring Mortgages

+57bps - 8bps - 2bps +55bps +83bps + 43bps

Market Shares (Oct10 vs Dec09)*

+62bps +14bps

28

Direct
Funding

Deposits Loans Bancassurance Consumer 
Credit

Leasing Factoring Mortgages

+1.7 +1.5 +2.6 +4.4 +2.1 +1.1 +4.3 +12.3úbn

New Flows**

* Source: ñMatrice Bank of Italyò

** New flows from December 2009 to September 2010



Ç Resilient revenues and strong cost control

Á NII* flat QoQ and YoY , with commercial components** + 2 .1 %
QoQ and non commercial components - 8 .5 %

Á Operating costs* - 3 .6 % YoY ; former FY10 guidance ( - 3 .5 % )
now expected to be at least - 4 .5 %

Á C/I at 60 .3 % ( - 450 bps since Dec 2009 *)

Á Personnel : 412 net outflows in 9 M, with Front office/Total staff
ratio at 67 %

Á Net profit 3 Q at ú96 mln, ú357 mln in 9 M

* Excluding contribution from branches sold to Intesa and Carige

** Funding and Lending components
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Focus on Revenues

Basic Income*

* Basic Income is defined as sum of NII and Fees

** Excluding contribution from branches sold to Intesa and Carige

NII

úmln

2,699 2,691

1,397 1,430

9M09 9M10
NI Fees

899 874 872 913 907 

3Q09 4Q09 1Q10 2Q10 3Q10

+0.9%

- 0.7%- 0.3%

+2.4%

466.7 455.8 
484.0 485.0 

461.2 

3Q09 4Q09 1Q10 2Q10 3Q10

úmln

úmln

- 4.9%

- 1.2%

Fees**
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