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DEAR SHAREHOLDERS, 
On behalf of the Board of Directors, I am 
pleased to present the Annual Report and 
Audited Financial Statements for RAKBANK 
and its subsidiaries for the year ended 31 
December 2019. We have now passed the 
mid-point of our second 3 year strategic 
plan and the benefits of the changes we 
have made continue to flow throughout 
the business. 

EMBRACING MARKET 
REALITIES  
The theme of this report, ‘Building a Bank 
for the Future’, encompasses the targets 
our strategic plan sets out to achieve. 
Given the economic challenges the global 
economy continues to face, it is vital that 
RAKBANK positions itself for existing market 
realities and remains vigilant in building 
for the future. These are the specific 
challenges – and opportunities – that 
we know we will face in the foreseeable 
future. Our strategic rewards will flow 
from our efforts to broaden our business 
base and diversify our income streams, 
because we know that diversification is the 
key to our future success. As part of this 
journey, we never lose sight of the need 
to increase and improve the efficiency of 
our service delivery, ensure a performance-
driven culture in our people and provide a 
customer journey that is second to none.  

To achieve our long-term ambitions, we 
aim to go beyond simply increasing our 
net profits. We recognise the importance 
of identifying and implementing new 
technologies to enhance our digital delivery 
capabilities. While we remain primarily 
focused on being a provider of products 
and services – as well as a trusted partner 
– for the UAE’s retail and SME segments, 
we are building a strong presence in other 
segments, notably for financial institutions. 

This area is demonstrating considerable 
potential – and contributed significantly to 
our bottom line in 2019.

REPOSITIONING 
OURSELVES FOR THE 
FUTURE
Transforming the composition of our 
balance sheet in recent years has been a 
key priority. The quality of our earnings 
and the underlying strength of our assets 
demonstrate that we have our sights firmly 
fixated on the future. As recently as 5 years 
ago, the majority of our earnings came 
from just a few of our key products. We 
now derive a growing part of our income 
from fee-based earnings across all our 
customer segments as we continue to 
deepen our relationships with each and 
every customer. The quality of our asset 
base has also improved dramatically over 
this period, making lending safer for us 
and more cost effective for our customers. 
The net gain for the Bank is the reduction 
in non-performing loans and the resulting 
shrinkage in the scale of necessary 
provisioning.

We are fortunate to be headquartered 
in one of the world’s most open and 
competitive economies. The UAE Central 
Bank provides a much-needed steady hand 
for the UAE’s banking sector, introducing 
a range of new regulations designed to 
improve the resilience of the banking 

sector. These include the new banking law 
issued in late 2018 and the development 
of rules for Fintech companies in late 2019; 
these ensure the stability of the sector 
without stifling the profitability or creativity 
of its constituent banks as well as the new 
standards regarding Capital Adequacy in 
the UAE set by the Central Bank to promote 
the effective and efficient development 
and functioning of the banking system.

A YEAR OF SOLID 
GROWTH
Our business performance throughout 
2019 exemplifies our dedication to position 
RAKBANK as the Bank of the future. Our 
overall profitability increased by 19.4%, 
and – as mentioned earlier – we achieved 
strong growth in fee income which 
improved by 11.2%.

Total assets increased to AED 57.1 billion 
as at 31 December 2019, and Gross Loans 
and Advances rose to AED 36.3 billion, 
an increase of 4.1% over 2018. Return 
on Average Assets was up at 2.0% and 
Return on Average Equity stood at 14.9%. 
Alongside a year-on-year decrease of 7.6% 
in impairment charges, this demonstrates 
that our strategic plan remains on target.

Chairman’s statement

Return on Average Equity 
stood at 

14.9%

Our overall profitability 
increased by 

19.4% 
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SERVING OUR 
COMMUNITY
Our core commitments to the community 
are grounded in socially responsible 
lending, philanthropy, giving back to the 
community, ethical employment and the 
conservation of natural resources. We 
support our community in several ways, 
by providing employment opportunities, 
partnering with business and enhancing 
the lives of our customers. RAKBANK takes 
pride in serving its community to the best 
of its capabilities, with flagship programmes 
such as the ongoing INDIMAJ initiative that 
supports people of determination in finding 
and securing employment opportunities. 

Our staff enthusiastically participate in 
a wide range of activities outside of the 
workplace, from planting tree saplings 
in the ‘Give a Ghaff’ initiative, to walking, 
running, recreational sports and swimming 
for charitable causes. We also recycle our 
paper waste and receive regular reports 
of the number of trees our recycled paper 
saves. 

On behalf of the Board of Directors, I wish 
to thank His Highness Sheikh Khalifa bin 
Zayed Al Nahyan, President of the UAE 
and Ruler of Abu Dhabi, and His Highness 
Sheikh Saud bin Saqr Al Qasimi, Ruler of Ras 
Al Khaimah and Member of the Supreme 

Council. I would also like to express our 
sincere gratitude to the Central Bank of 
the UAE for its continued support for our 
business and the wider banking sector. 
Most notably, I would like to thank our 
shareholders, employees, customers and 
management for their dedication and 
loyalty to RAKBANK. They give us the 
inspiration, dedication and support we 
need to meet our aspirations. 

H.E. Mohamed Omran Alshamsi
Chairman

“Given the 
economic challenges 
the global economy 
continues to face, it 
is vital that RAKBANK 
positions itself for 
existing market 
realities and remains 
vigilant in building 
for the future 

”
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This year’s Annual Report highlights that 
our ambition to build a bank of the future 
is firmly embedded in who we are and 
what we do. In preparing for 2020 – the 
third and final year of our current strategic 
plan – we retain a clear focus on where we 
want to be when it concludes. The priority 
in 2018 was to establish the foundations for 
our transformation; 2019 was dedicated to 
actioning those plans. 

HEALTHY PERFORMANCE
In 2019, RAKBANK increased its net profit to 
AED 1.095 billion, a year-on-year increase 
of 19.4%. Growth came from across the 
Bank, with significant improvements in 
earnings from Corporate Banking and 
FIG, both of which have enjoyed steep 
trajectories. Credit losses decreased by AED 
107.9 million, or 7.6%. Operating Expenses 
increased by AED 82.1 million, mainly due 
to investing in new skill sets, supporting 
Emiratisation and investment in new 
technology, and Total Assets grew by 8.4% 
to AED 57.1 billion. Gross Loans & Advances 
were up 4.1% year-on-year, and Customer 
Deposits increased by AED 2.7 billion, a 
7.9% increase compared to 2018.

Net profit to AED

1.095
billion
a year-on-year increase of

19.4% 
The Group’s Net Interest Income increased 
by 1.2% to AED 2.8 billion. Non-Interest 
Income contributed AED 1.177 billion to 
overall profits, indicating that the potential 

flow of income identified in last year’s 
report improved significantly. Meanwhile, 
Operating Expenses increased 5.5% 
year-on-year and the cost-to-income ratio 
closed at 39.5%. The total capital adequacy 
ratio as per Basel III at year-end was 16.8% 
compared to 17.2% in 2018.

TOMORROW’S 
CUSTOMER
The future, as we envision it, holds 
significant promise to further 
accommodate RAKBANK. Old assumptions 
have to be tested to see if they still hold 
true; often they do not. In the wider 
banking context, it is naïve to assume 
that customers will remain loyal simply 
because their existing banking experience 
is error-free. Tomorrow’s personal banking 
customer will rightly demand added value, 
and with the Bank’s focus on enhancing 
digital solutions along with developing our 
people’s skills, we aim to deliver. Financing 
remains a vital part of the relationship 
between an SME owner and their bank, and 
they have come to expect a wider range 
of services to support their operations. The 
Bank of the future therefore will become 
increasingly integrated into all parts of its 
customers’ lives. This means we are there 
for them wherever and whenever our 
services are required.

RAKBANK is a clear market leader in many 
aspects of the UAE’s burgeoning SME 
sector. SMEs are widely considered to be a 
key sector driving the country’s economic 
growth, and in the UAE, as with other 
developed and developing markets, it 
accounts for a significant portion of the 
GDP. We are transforming our relationships 
with these businesses to offer a wide 
range of professional services through 
partnerships with specialist providers. 
As such, we are going ‘beyond banking’. 
Services including accounting, tax, 
e-commerce and property management 
and a platform that connects SMEs with 

complementary industries are essential in 
the early stages of a company’s lifecycle, so 
by helping our SME customers to thrive, we 
are encouraging them to stay with us for 
the duration of their growth journey.  

Number of digital transactions 
are consistently above

30%
over the last three years

Building relationships outside of this sector 
is also critical to our future vision. Our 
recent partnerships with Coca-Cola Arena 
and Dubai Festivals & Retail Establishment 
are strengthening our bonds with retail 
customers. Similarly, our new Skiply app is 
deepening our ties with parents of school-
age children, who, with multiple education-
related bills to pay, now have a simplified 
payment platform to handle all education 
expenses in one consolidated place. An 
added benefit for this demographic is that 
users don’t require a RAKBANK account. 
This innovative and collaborative approach 
to support customers by both cross-buying 
and cross-selling will play a crucial role in 
developing our status as the Bank of the 
future. 

Customer Deposits increased 
by AED

2.7billion 

CEO’s statement
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“On the back of a 
strong innovation 
track-record and in line 
with its 2020 Strategic 
Plan, RAKBANK 
further strengthened 
its capabilities by 
implementing a 
bank-wide Innovation 
programme

”
THE INNOVATION 
IMPERATIVE
Throughout 2019 RAKBANK strived to 
provide innovative banking solutions to 
our customers. On the back of a strong 
innovation track-record and in line 
with its 2020 Strategic Plan, RAKBANK 
further strengthened its capabilities by 
implementing a bank-wide Innovation 
programme. The programme incorporates 
key stakeholders from all areas of the Bank 
and consisted of 4 work streams with 

dedicated budgets and staff with both 
internal as well as external resources 
in order to ensure agile execution and 
fast time to market. The common 
goal of all work streams is to enhance 
customer experience, drive top-line and to 
optimise resource requirement by adopting 
a truly digital first approach. RAKBANK 
will continue to expand its innovation 
journey in 2020 as tangible results from 
its Innovation efforts have proven to be 
effective; as a testament year-on-year 

growth of digital transactions has been 
consistently above 30% over the last three 
years and the number of digitally active 
customers continues to grow every year.

Peter England
Chief Executive Officer
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With work on improving asset quality already 
complete, and exciting progress in both our FIG 
and Wholesale operations, we are now in a position 
to realise the diversification priorities we envisaged 
at the end of our previous strategic plan. We 
still face some of the same challenges, however: 
an uncertain regional and global economic 
environment, and increased competition including 
entities that are not considered as traditional 
banks. We have worked hard to fortify the solid 
foundations of the business, primarily in SME and 
personal banking. We have also taken advantage 
of new activities that give us a sharper competitive 
edge, for example, technology to upgrade our 
offering, and increasingly profitable international 
activities. 

We are building a future in which RAKBANK and its 
customers can thrive. But what does a bank of the 
future look like? Will it be physical or digital? Who 
will it serve, and how will it compete with other 
financial service providers? We already know some 
of the answers. Competition to provide financial 
services is growing exponentially, and not always 
from conventional providers. The cake may be 
larger, but more players want a slice. More and 

more customers want their financial services to be 
delivered digitally, with more choice and better 
value. They want fast turnarounds for their requests 
and needs.

RAKBANK believes that innovation and technology 
are the keys to future banking success, driving 
convenience and cost-efficiency. They will help 
banks create and deliver the services and benefits 
that are tailor made to their customers. A bank of 
the future will be an integral part of its customers’ 
lives, whatever level of society they come from, 
with services accessible whenever and wherever 
they need them. It will increasingly channel its 
resources into overall customer experience, rather 
than eye-catching buildings or labour intensive 
processes.

A bank of the future will succeed because of what 
it does, not what it is. It will rapidly evolve to stay 
on track and ahead of its competitors. RAKBANK 
has spent the last 4 years developing its blueprint 
for becoming the Bank of the future. We are 
making solid progress.

Building a bank of the future
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RAKBANK’s current 3 year strategic plan focuses on diversification 
of its balance sheet and revenue streams. We have reduced our 
exposure from relatively high-yield and high-risk assets to a more 
balanced and diversified asset base. While as a result our net 
interest margin has decreased, it has been offset and surpassed by 
the resulting reduction in risk volatility.  

The strategy focus extends our strong Personal and Business 
Banking capabilities to respective segments in which we have 
traditionally had a smaller footprint. Thus, in the first half of the 
current plan, we have achieved rapid and significant growth in our 
Wholesale, Treasury and Financial Institution businesses. Pursuing 
such a strategic positioning best aligns with RAKBANK’s current 
strengths.

Strategy

Positional Pillar

Position as personal 
advisor to mass 

and mass-affluent 
customer

Build mass-affluent 
customer base. 

Deepen share of 
wallet of Mass. 

Capture liability from 
mass-affluent and 

affluent

Grow Wholesale 
Banking and Non-
Interest Income

Grow fee-income, 
drive targeted 
diversification, 

build CASA and act 
as feeder to core 
strategic pillars

Support aspiring professionals and SME business owners 
to realise their potential

Leverage partnership with Fintechs/ business partners to launch innovative,  
first-to-market solutions

Go-to-partner for 
small and medium 

businesses

Defend market 
leading position 
through building 

data analytics 
excellence and 
expand share  

of SMEs

Reinforce Treasury 
Proposition

Drive cross-sell to 
existing clients and 

increase trading 
activity to generate 
additional revenue 

streams

PURPOSE

STRATEGIC
PILLARS

OBJECTIVES

RAKBANK’S 2018 - 2020 STRATEGIC PLAN
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The current Strategy points towards a more balanced and 
somewhat lower yielding but a more secure and diversified book. 
The subsequent reduction in Net Interest Margin (NIM) will be 
offset by a decrease in volatility in earnings with an asset book 
that is less susceptible to economic shocks, and increased levels of 
stability and reliability of revenues.

Furthermore, the Strategy also capitalises enhanced customer-
facing and back-office capabilities. Our relevance to – and ability 
to reach – customers depends upon the diversity of our products 
and services as well as the quality of the digital channels we use 

to deliver them. Our adept use of technology is allowing us to 
enhance our current mass-affluent customer proposition. It is 
also helping us defend and grow our market-leading position for 
lending to SMEs by building enhanced data analytics. 

The rapid growth of our Corporate Business based on selective 
lending as well as fee income from wholesale business and FIG 
assets has increased by 35% year-on-year. A stronger Treasury 
team meanwhile allows us both to cross-sell to existing customers 
and generate additional revenue streams from trading activity in 
new markets.

THE BANK’S STRATEGY IS DRIVEN BY 6 KEY LEVERS:

1Our product suite  
aims to serve every level of customer: from 
mass retail customers to the largest corporates 
– where possible become our customer’s main 
bank.

5Our digital 
delivery channels  

provides exceptional customer journeys. They 
should also leverage partnerships with best-
practice providers to enable first-to-market 
solutions.

6Our risk 
management  

capabilities enables sustainable growth, 
particularly through new channels.

4Our voice aims to be 
personalised – to enhance our appeal to 
specific target segments and underpin the 
strength of our brand.

3Our data analytics 
supports revenue growth and cost optimisation 
across the Bank. Data analytics should 
enable better risk assessment and credit loss 
management as developing where appropriate 
risk based pricing.

2Our people are of the 
highest calibre, with the relevant skills to 
deliver the required services. They should 
be guided by a performance-driven culture, 
which will enhance their productivity. 
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Business review

This review covers RAKBANK’s performance in 2019 and gives 
a summary of our results. It also provides an overview of each 
principal business unit’s objectives and achievements for the year.

GROUP PERFORMANCE
For the year ended 31 December 2019, RAKBANK recorded AED 
1.095 billion in Consolidated Net Profit, an increase of 19.4% over 
2018. The Bank’s Total Operating Income was AED 4.0 billion, 
an increase of 4.0% over the previous year. Operating Expenses 
increased by 5.5% and the Cost to Income Ratio was 39.5%, 
compared to 38.9% in 2018.

Assets and Gross Loans & 

Advances (AED billion)

+8.4%

+4.1%
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Consolidated Operating Profit before Provisions for Credit loss 
increased by 3.0% to AED 2.4 billion. Gross Loans and Advances 
rose by AED 1.4 billion, with Wholesale banking division delivering 
the highest growth. Deposits for the year were AED 36.8 billion 
versus AED 34.1 billion in 2018. Total Assets amounted to AED 
57.1 billion, compared to AED 52.7 billion in 2018, an increase of 
8.4%. 

TREASURY
The Treasury Division of the Bank continued its growth 
momentum in 2019 and reaped the benefits of investing in 
growing the business over the past few years. Revenues increased 
both in client-based activities as well as own-account transactions 
across Foreign Exchange, Derivatives and Investment Products. 
Returns on the Bank’s investment portfolio were enhanced with 
short-term plays in certain markets with higher yields.  This 
resulted in the Division’s operating profit increasing by 40% 
year-on-year, from AED 253 million in 2018 to AED 355 million in 
2019.

Overall returns from Foreign Exchange grew by 66% Year-on-
year, driven primarily by the transactional needs of the Business 
Banking client base and our own proprietary investments in a 
number of markets. Over the past 3 years, Foreign Exchange 
earnings of the bank has more than doubled. 

The fall in interest rates during the year helped the Bank reduce 
its overall cost of borrowing while it continued to diversify its 
sources of long-term funding. RAKBANK successfully concluded 
a benchmark EMTN issuance and repaid an earlier bond that 
matured during the year. 

Efforts to further enhance our Treasury capabilities are 
continuing, with investment in a new state of the art operating 
system. This will provide more-efficient’ end-to-end functionality, 
from pricing to booking to settlement and post-trade valuation. 
The system is expected to go live in end Q2 2020.

RAKBANK also completed its initiative to build the region’s 
first Bullion Bank, serving the entire value chain in gold. At the 
Wholesale end, an RFID technology based inventory financing 
product was launched to provide working capital facilities to gold 
jewellers. While Retail customers can now purchase as little as 1 
gm of gold online at the click of a button and redeem as little as 
10 gm of physical gold from the bank.

FINANCIAL INSTITUTIONS GROUP 
(FIG)
Following its formation as a standalone division of the Bank in 
2018, the Financial Institutions Group & International made 
significant progress in 2019.  It implemented the agreed strategy 
based on diversification of its business and portfolio to new 
geographies, development of products, implementing the new 
Trade and Commodities Finance strategy and growing the Non-
Bank Financial Institutions (NBFI) business. With a clear mission, 
strong leadership and supported by a skilled, knowledgeable and 
growing team of experts, the division boosted its balance sheet 
by 60% year on year with the largest growth recorded in the 
Africa region. Operating income also grew by some 30% with 
strong growth in Non-Interest Income. 

During the year, the Division worked to re-confirm and increase 
RAKBANK’s position as a strong and capable banking partner in 
the UAE and across some of its other core geographies, such 
as Turkey, Sri Lanka, Bangladesh and Egypt.  This was further 
supplemented by strong growth in certain African markets 
including Nigeria, Kenya and South Africa. China and India have 
also grown in prominence and will be key focuses for 2020. 
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The year saw FIG & International being awarded a number of 
Mandated Lead Arranger and Book runner roles on primary 
syndication deals in Africa. Our NBFI business also had great 
success in 2019 with strong growth in customer acquisition and 
liabilities, with particular success in the UAE markets with some 
of the largest insurance companies.  This will continue to be a 
strong growth sector for us in 2020. 

Trade and Commodity finance is an important segment for 
RAKBANK, and we are establishing our position as a key trade 
partner by engaging and partnering with companies and 
platforms to develop greater market access for our Trade 
business.   In 2019 we grew this business by participating in some 
prominent transactions with the largest Commodity players in the 
world.  This will allow us a good platform to grow from in 2020 as 
part of our new broader Trade strategy for the Bank.

Lastly, as part of our international expansion the Board recently 
agreed to the establishment of our first representative office 
in Bangladesh.  This is still subject to all necessary regulatory 
approvals, and once launched will be the start of a new journey 
for the Bank. Otherwise in 2020 we will further diversify our asset 
book, focus on driving our Non-Interest Income business and 
deliver a new Trade strategy for RAKBANK.

INNOVATION
Any bank of the future needs both the will and ability to innovate 
as its absolute focus. At RAKBANK the Innovation team’s role is 
principally to execute the 3-year strategic plan through a series 
of projects across all divisions, working with external technology 
partners as needed. In 2019 the Innovation team achieved a 
quantum leap in enabling RAKBANK’s roadmap to be delivered 
across most elements of its strategic plan.
 
Progress primarily focused on standardising and actualising the 
strategies for each division. These were translated into projects to 
deliver in specific areas including automation, digital onboarding 
of customers, value-added service extensions through Fintech 
collaboration, embedding new ecosystems for sales of credit 
cards and other products. These projects were all initiated 
during the year, and – as they run through into 2020 – will 
become increasingly important in delivering more revenues and 
identifying cost efficiencies.
 
Innovation is the catalyst within RAKBANK to ensure end-to-end 
change in IT and operational management. It has brought new 
discipline to the organisation by ensuring that all objectives and 
plans are supported by data to record progress and enhance 
monitoring and management reporting.

PERSONAL BANKING
RAKBANK’s Personal Banking business remains a primary 
contributor to our bottom line. While we are seeing a rapid 
growth in Mobile and Digital Banking by our customers, we 
continue to serve more than half a million customers through our 
network of 36 branches and 355 ATMs. Our Mobile and Digital 
Banking platforms have influenced the ways that customers 
manage their banking services with us, while our branches still 
provide a full range of services to customers who prefer a more 
personal approach. 

The Personal Banking loan book increased by AED 232.5 million 
in 2019 compared to last year and the non-interest income 
increased by AED 35.6 million, compared to 2018. Similarly, 
our efforts have also been positioned towards a strong cost 
consciousness. 

During the year, we undertook a process of refocusing the 
composition of our customer engagement teams, to provide 
a more personalised and value-generating interaction with 
customers. We designated key staff to cater to our Personal, 
Business Banking, RAKelite and Wholesale customers – and plan 
to create additional specialist capabilities in the branch network 
in the coming year. Branches will also be reconfigured in a ‘hub 
and spoke’ model, enabling a better reach for customer service 
and relevant product teams. We are also reinvigorating our 
Islamic finance business, particularly in Ras Al Khaimah.

Our 2019 campaigns achieved considerable success in raising 
the profile of RAKBANK’s brand among existing and new Personal 
Banking customers. The exclusive multi-year partnerships 
announced with both the Coca-Cola Arena and Dubai Festivals 
& Retail Establishment demonstrate our appetite and ability to 
serve new audiences. An innovative app was launched solely for 
parents to manage payments for school children (Skiply), which 
does not require a RAKBANK account. Similarly, we announced 
the unique RAKFoodie app, which also highlights our ambition to 
deliver convenience and value to specific customer groups.

BUSINESS BANKING
RAKBANK remains the UAE’s leading provider of loans to SMEs, 
with a large market share of new business facilities to smaller 
business customers. In the current plan period, we restructured 
our Business Banking division to improve the diversity of its assets 
and align our products more closely with evolving customer 
requirements. We also introduced a number of new services 
specifically tailored for the SME community, partly to target the 
larger-entity end of the SME spectrum. Chief among these was 
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a packaged cash management offering to alleviate a specific 
challenge for companies as they grow.

Total customers assets - Personal Banking (AED billion)
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At the other end of the SME spectrum, we launched a zero-
balance account for start-ups - RAK Starter. Despite the low entry 
threshold, this account still provides a dedicated relationship 
manager, as well as interest on deposits and access to business 
financing products. 

We announced a number of initiatives to enhance the Bank’s 
increasingly holistic approach to supporting SMEs throughout 
their journey. Towards the end of the year, we launched SMEsouk, 
which allows SME customers to access a range of non-banking 
services: from trade licensing and insurance to accounting 
and office cleaning. SMEsouk is supported by a range of 
communications and events that provide advice and guidance 
to smaller companies and enhance the value of their relationship 
with RAKBANK. 

The Bank also partnered with MI CAPITAL, a leading corporate 
finance and business advisory firm, as well as City Properties Real 
Estate, a UAE-based leasing and property management service 
provider and CRIF GULF DWC LLC (Dun & Bradstreet), which 
provides business information services, data analytics, risk, and 
compliance solutions. Services from all of these companies are 
now available to all RAKBANK Business Banking customers.

Total customers assets - Business Banking (AED billion)
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Responding to the increasing need of customers for e-commerce 
services, we partnered with Mastercard to offer their Simplify 
Commerce platform to SMEs. This enables them to accept online 
payments, create their own online store, manage invoices and 
minimise fraud – all via a single portal.

With SMEs likely to play an ever-more critical role in the UAE’s 
commercial economy, our ability to partner with and serve them 
is a key feature in our vision of building a bank of the future.

WHOLESALE BANKING
From a low base of single-digit contribution just 4 years ago, 
RAKBANK’s Wholesale business (including FIG) now represents 
some 18% of our net profits. It provides loans, trade finance, 
transactions and cash management solutions to corporates with a 
turnover of more than AED 150 million.

Some ongoing economic uncertainty in the market, as well as 
regional geopolitical tensions are still influencing project decisions 
and demand for financing, whether for real estate development, 
aircraft, infrastructure or business expansion. That said, the 
performance of the Wholesale division surpassed expectations.
This was largely due to a greater focus on generating fee income 
from existing customers, but also reflects the higher quality of 
assets now in our lending book.
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* Commercial includes Asset Based Finance, Gold Loans, and Factoring

In the year ahead, we plan to leverage on the increasing number 
of inbound multinational companies through referrals from our 
growing number of partner banks overseas. This will provide 
us with fertile ground to offer a range of tailored services from 
across our business. Equally, with the new services developed by 
our Wholesale and Treasury divisions, we believe we are also in a 
much stronger position to partner with UAE federal and emirate-
level government entities.

While we may face a raft of competitors in the consumer space, 
we believe that RAKBANK will increasingly become a natural 
partner for larger corporate customers, not the least because of 
the complexity and scale of finance they require, as well as the 
necessity for absolute confidence in their provider. Wholesale 
banking therefore is becoming an increasingly integral part of our 
overall business vision.

INSURANCE 
RAKBANK owns a controlling stake of 79.23% in RAKINSURANCE, 
which it acquired in 2015. With the introduction of mandatory 
health insurance in the UAE, this sector continues to thrive and 
demonstrate very strong growth potential, particularly among 
the expatriate and rapidly growing mid-market segments of 
the country’s population. RAKBANK and RAKINSURANCE have 
developed a very close and profitable relationship in packaging 
and marketing both health and general insurance products. 
These, which not only contribute to the Group’s overall profits 
but also bring additional value to the Bank’s offering and value 
proposition to its personal, business and corporate customers. It 
is a tangible example of the diversification strategy adopted by 
the Bank as a whole.

In addition, RAKBANK continued to strengthen its insurance 
distribution (known as Bancassurance) with a total of almost 
100,000 policies and premiums worth approximately AED 650 
million. Some notable customer initiatives delivered in 2019 
allowing customers to buy General Insurance products online in a 
secure and convenient manner.  

ISLAMIC BANKING
RAKIslamic achieved a strong increase in profitability during 2019, 
stimulated by a combination of top-line income growth, as well 
as optimal cost management. The division continued to diversify 
its product range with the introduction of innovative offerings in 
the SME space which also served to bolster the asset base.

To reflect its customer-centric focus, RAKislamic has made 
concerted efforts towards digitalisation of its services and making 
the customer journey generally smoother and simpler. At the 
same time, it worked hard over the past year to ensure that any 
customers’ looking for Sharia compliant solutions’ needs and 
requirements were met. 

Despite challenging market conditions and growing pricing 
pressure from larger banks, the division remained focused on 
proactively contributing towards risk management and managing 
any deterioration in asset quality or increase in non-performing 
finances, as these factors are incorporated within the Islamic Bank 
Division’s goals and objectives for the year

The creation of larger banks via mergers in the UAE over the last 
2 years has led to more expensive deposits to maintain liquidity. 
Despite this backdrop, we maintained our focus on lower cost 
of funds and keeping it within our target range, while initiating a 
strategy to drive CASA-oriented deposits for the coming year. The 
division also worked closely with the Corporate and Institutional 
teams to develop segment-based asset financing activities, 
principally funded by large and longer-term deposits.

An additional feature of 2019 was an increased oversight by the 
Higher Shari’a Authority created within the UAE Central Bank at 
the end of 2018 to regulate products, structures and services of 
Islamic finance institutions in the country. The Authority requires 
all Shari’a-compliant bank products and services to be realigned 
with international standards within a specified timeframe.

RAKIslamic was once again recognised as being among the 
leaders of Islamic finance in the UAE with an award as Best Islamic 
SME Bank by CPI Financial.  
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