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Europace – Hypoport’s main platform
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Mortgage finance remains a growth market
Factors pointing to sustained growth in the medium term
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Credit Platform
Business model

GENOPACE

End consumer /
Company

Advisors
(thousands)

Poolers
(several)

B2B online credit
marketplace

Product suppliers
(more than 700)

EUROPACE

Quality-
pool

Other
poolers

Baufi-
nex

Star-
pool

Online 
comparison

sites

Other
advisors

Dr. 
Klein

Advisors in 
bank

branches

Cooperative
banks

Savings
banks

Insurance
companies 

Private
commercial

banks

FINMAS



5

Why is there a need for a centralised platform?
Key reasons for the success of Europace

Fragmented market

• Approx. 1,300 product suppliers in Germany (incl. ~350 savings banks, ~750 corporative banks). 
None of theses (not even Deutsche Bank) with a dominant market share.

• Thousands of distributers (broker organisations, self-employed broker, bank advisers).

• Every product supplier wants access to every distributer and vice versa. Solved by their own would 
fail because of millions of expensive APIs.

• A centralised platform can only be offered by an independent tech company. Banks and brokers 
would never use the platform from a competitor.

• With rising property prices and online transparency end consumer compare the mortgage offer for 
their biggest financial decision in live. Also they want an smooth and fast process. 

• Bank advisers have to open their product range and offer third-party products to compete with 
independent brokers. This is only possible with an independent platform.

• With rising commitment of banks and brokers/advisers there is no need for a second independent 
platform. 

Factors Effects

End consumer
behaviour

Independency

Winner-takes-it-all
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Brokers  
~25–30%

Private 
commercial 

banks 
~15–20%

Savings 
banks 

~25–30%

Cooperative 
banks 

~25–30%

~60%

~45% ~15%

~20%

Europace still has good potential for growth
Mortgage finance product type: market share, by distribution channel

GENOPACE (for cooperative banks)*

FINMAS (for savings banks)*

* Numbers before cancellations (€ billion). Sources: Bundesbank, Europace,
own estimates.
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5-year CAGR: +61%

+29%

Distribution channels and Europace's share

Mortgage finance in Germany in H1 2022: €160 billion
Mortgage finance on Europace* in H1 2022: €49 billion

+22%
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Next generation a head
Roadmap 2022 / 2023

2022 2023 Future / Vision

„Finn“ - smart financing assistant Assistant for end consumer

Document folder No paper anymore

Property valuation Know Your Assets

AI mortgage processOneClick
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Speed up process and less effort for advisor 
“Finn” – the smart digital financing assistant: Roll out process

Upload documents
End consumer can upload documents for  
running advise process (e.g. salary 
statement, rating)

Self-disclosure
End consumer can submit self-
disclosure form digitally before first 
meeting with adviser

First offer
End consumer get (at least 
one) first mortgage offer 
before first meeting with 
adviser

Finn automaticly offered
All end consumer have to decide if 
they want use Finn or not

Ask for missing documets
Advisor can ask end consumer 
for missing documents like 
land register extracts or
field maps via Finn

Property data in Finn
First steps to identify 
mismatch between 
property and life 
situation of end 
consumer

2022 2023
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Important milestone for smooth distribution process
Integrated Property valuation – Automated LTV evaluation 

Focus on automatic and sounded property valuation

Both distributors and product providers benefit from data-based valuations:

Distributors receive a reliable acceptance statement.

Product providers receive a comprehensive automatic valuation based on a 
combination of expert procedures.

2022 2023
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Next level of mortgage distribution
‘OneClick’ – Roll out process

AI-based validation of 
property

Incorporate indication of LTV
Based on validated data (incl. external 
market data)

AI-based credit assessment
Based on validated account information, 
credit agency data and individual flat 
rates of product provider

Expension 
by other property types 
(houses, semi houses etc.)

„OneClick“ launch
For single flats in 
inner-city

2022 2023

• Year of construction
• Living space
• Modernisation
• Floor
• Facilities
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Speed matters for buyers
‘OneClick’ – Need for a fast solution

Problem
• Potential buyers have to speed up, because of high demand / competition for properties. But 

mortgage finance process is too slow.

• Low capacity for credit checks at banks (middle office)

• Too much administrative work / document handling for sales department (front office)  

• Europace ‘OneClick’ – live mortgage approval by bank

• Competitive advantage for customer against other potential buyers will drive demand for OneClick

• Already connected banks will be the chosen product supplier. More banks will connect to OneClick

• OneClick will become a relevant solution for the German mortgage finance market 

Factors Effects

Solution
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Consistent double-digit percentage growth 
Credit Platform: mortgage finance and building finance product type

• Further gain in market share for mortgage finance with 
growth of 14% (overall market growth: +10%) 

• Strong growth of 17% for building finance too, despite the 
overall market reporting only marginal growth of 4%)

• All four distribution channels on Europace (brokers, private 
commercial banks, cooperative institutions, savings banks) 
are growing at a faster rate than the market

• Regional associations of savings banks and cooperative 
banks are recording the fastest growth rates

• Rising interest rates are providing a particular boost to 
follow-up financing and building finance as a way of locking 
in interest rates

• Market downturn is accelerating the need for financial 
product distributors to go digital

42 46 54 65
86 98 50 57

2016 2017 2018 2019 2020 2021 H1 '21 H1 '22

5-year CAGR: +18% +14%

Volume of transactions (€ billion)*

* Numbers before cancellations

Purchase 
43%

Other
9%

New builds                    
13% H1 

2022

Mortgage finance & building finance by use (€ billion)

Follow-up financing
21% 

Building finance (fixed rate)                    
14% 
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Contact

Hypoport SE
Heidestrasse 8

10557 Berlin
Germany

Jan H. Pahl
Head of Investor Relations // IRO

Tel: +49 (0)30 420 86 -1942
Email: ir(at)hypoport.de

IR distribution list (English): Sign up here

IR distribution list (German): Sign up here

mailto:ir@hypoport.de
https://www.hypoport.com/investor-relations/ir-distribution-list/
https://www.hypoport.de/investor-relations/ir-verteiler/
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Disclaimer

This presentation does not address the investment objectives or financial situation of any particular person or legal entity.
Investors should seek independent professional advice and perform their own analysis regarding the appropriateness of 
investing in any of our securities.

While Hypoport SE has endeavoured to include in this presentation information it believes to be reliable, complete and up-to-
date, the company does not make any representation or warranty, express or implied, as to the accuracy, completeness or 
updated status of such information.

Some of the statements in this presentation may be forward-looking statements or statements of future expectations based on 
currently available information. Such statements naturally are subject to risks and uncertainties. Factors such as the 
development of general economic conditions, future market conditions, changes in capital markets and other circumstances 
may cause the actual events or results to be materially different to those anticipated by such statements. 

This presentation is for information purposes only and does not constitute or form part of an offer or solicitation to acquire, 
subscribe to or dispose of any of the securities of Hypoport SE.

©Hypoport SE. All rights reserved.


