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AGENDA

2



WHO WE ARE



40 YEARS OF STRONG AND 

PROFITABLE GROWTH

•

•

•

•

We drive 

retail sales
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THE NORDIC MARKET –

FROM A RESURS PERSPECTIVE 

•

•

•



INNOVATION - A PART OF OUR DNA

•

6

••



IT’S A PEOPLE’S GAME
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D O I T

•

•

•
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40 YEARS AND STILL “GROWING” STRONG
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Kaupthing Portfolio(1)



FINANCIAL PERFORMANCE AND 

PROFITABILITY
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FINANCIAL TARGET PERFORMANCE
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STRONG GROWTH IN BOTH SEGMENTS – ABOVE TARGET
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STABLE MARGIN EVOLUTION – ON TARGET
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IMPROVED COST INCOME RATIO – ABOVE TARGET
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INCREASED PROFITABILITY – ON TARGET 
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STRONG CAPITAL POSITION – ABOVE TARGET



NEW FINANCIAL TARGETS
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MARKET OUTLOOK AND STRATEGIC AGENDA



ATTRACTIVE MARKET OUTLOOK
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RESURS DIFFERENTIATED BY UNIQUE BUSINESS MODEL 



•

•

•

•

RESURS WELL POSITIONED WITH A CLEAR STRATEGY OF

PARTNER ADAPTION
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CURRENT TRENDS DRIVING THE MARKET
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STRATEGIC AGENDA TO STRENGTHEN OUR BUSINESS MODEL
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FROM STRATEGIC AREAS TO OPERATIONAL IMPACT

•

•

•
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FROM STRATEGIC AREAS TO OPERATIONAL IMPACT

•

•

•
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FROM STRATEGIC AREAS TO OPERATIONAL IMPACT

•

•

•
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FROM STRATEGIC AREAS TO OPERATIONAL IMPACT

•

•

•
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FROM STRATEGIC AREAS TO OPERATIONAL IMPACT

•

•

•
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STRATEGIC AGENDA TO ENABLE CONTINUED STRONG AND 

PROFITABLE GROWTH 

•

•

•

•
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PAYMENT SOLUTIONS 



STRONG VALUE PROPOSITION FOR ALL STAKEHOLDERS

•

•

•

•

•

•

•

•
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OVERVIEW PAYMENT SOLUTIONS
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•

•

•

•

•

•



GROWTH POTENTIAL EMBEDDED IN THE SALES FUNNEL



1. ADD NEW RETAIL FINANCE PARTNERS
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•

•

•

•

•



1. ADD NEW RETAIL FINANCE PARTNERS
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•

•

•

•

•

•

•

•



2. DRIVE RETAIL SALES 
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3. DEVELOP CREDIT PENETRATION
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•

•

•

•



4. ENHANCE CONVERSION PERFORMANCE
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•

•

•

•

•



STRONG CARD BUSINESS READY FOR ATTRACTIVE FUTURE 

DEVELOPMENT
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•

•

•

•

•



WE ARE AT THE FOREFRONT 

OF NEW TECHNOLOGY 
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•

•

•

•

•

•



KEY TAKE AWAY

•

•

•

•

•
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•

•



CONSUMER LOANS



LEVERAGING THE RETAIL FINANCE DATABASE TO DRIVE SALES
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•

•

•



OVERVIEW OF CONSUMER LOAN PORTFOLIO  
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•

•

•



44

STRONG OUTLOOK ENABLED BY ADVANTAGE OF INTERNAL 

DATABASE 



1. LEVERAGING THE RETAIL FINANCE DATABASE THROUGH

IMPROVED SEGMENTATION

•

•

•

•
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2. CONTINUE TO IMPROVE COMMUNICATION TO CUSTOMERS 

AND CREDIT APPLICATION PROCESS
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•

•

•

•



3. DEVELOP CREDIT UNDERWRITING AND RISK

BASED PRICING MODELS

47

•

•

•

A B C D E F G H



3. CONTINUE TO DEVELOP CREDIT UNDERWRITING AND RISK

BASED PRICING MODELS
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4. CAPTURE POTENTIAL IN EACH MARKET
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•

•

•



STRONG OUTLOOK TO FUTURE GROWTH
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•

•

•

•



INSURANCE
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VISION TO BE THE NORDIC LEADING NISCHE 

INSURANCE PROVIDER 

•

•

•

•

•

•

•

•

•

•



FOCUS ON KEY NICHE INSURANCE SEGMENTS

•

•

•

•

•

•

•
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•

•

•

•

•

•
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STRATEGIC GROWTH AGENDA EMBEDDED IN THE SALES FUNNEL

•

•

•
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ORGANICALLY STRENGTHEN NORDIC FOOTPRINT IN EXISTING 

PRODUCT AREAS

•

•

•

•

1.
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2. ENHANCE CONVERSION PERFORMANCE IN EXISTING 

PARTNER BASE

•

•

•

•

•

•
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3. CAPTURE AFTERSALES POTENTIAL

•

•

•

•

•

•
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STRONG PLATFORM TO SUPPORT FUTURE GROWTH

•

•

•

•

•

•

•



CONCLUDING REMARKS



THANK YOU!


