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Source: Press release

“…traffic and engagement is the foundation of the business…” 

Netflix, March 2020

“…when we have engagement grow, that gives us more volume. And of 
course, that gives us more scale with our partners, which gives us more 
ability to negotiate and drive down our rates.” 

Snapchat, April 2021
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#1 Customer base Tech & Innovation driven DNAProven financials

17 million

Registered customers(1)

in 4 years

14 million

Leading MAU amongst 
all financial platforms(2)

59 %

Working population penetration(3)

with near-time massive upside

127 %

’17~’20 operating revenue CAGR
(’20A operating revenue of W804bn)

1.5 years

Globally one of the fastest
to turn profitable

KRW114bn

’20A net income for a ROE of 5.7%,
comparable to legacy banks already

100 %

Mobile native app enabling
best-in-class UI and UX

45 %

Employees in tech for
industry-leading tech
capabilities and innovation(4)

13 days

Creating massive fandom:
Days for key product to reach 
1mn customers (5)

Source: KOSIS, Nielsen Media Korea Digital Data
Note: (1)As of Aug 31, 2021; (2) For the month of Aug 2021 (including both Android OS Mobile and iOS Mobile)

(3)% of Korea’s working population as of  Jun 2021;  (4) As of March2021;  (5) Base on most recently launched Piggy Bank
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1. Banking 2. Platform

“#1 Retail bank” “Everyday financial platform”

 Deposit:  Checking and savings account, etc.

 Loan:  Micro, credit/overdraft, housing deposit, etc.

 Services:  Debit card, kakaobank mini, overseas

remittance, open banking, etc.

Key products
and services

 Securities brokerage account

 Loan referral

 Co-branded credit card

 Advertising

Operating      
revenue 20A Revenue:

W804.2bn

Interest revenue

75% (W599bn)

Interest revenue 75%

20A Revenue:

W804.2bn

Non-interest revenue

19% (W150bn)
Others

1%(W6bn)

Platform revenue

6% (W49bn)

Total non-interest revenue          25%

2%

6%

8%

'17 '18 '19 '20 2Q21

Note: (1) Platform revenue / Operating revenue

% of platform revenue (1)

20A Revenue:

W804.2bn
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Preliminary approval
for banking license

Nov 2015

Final approval for 
banking license

Apr 2017

Successful IPO as first 
Internet-only bank

Aug 2021

Official launch of 
service

Jul 2017

What’s next?



Our Way Forward



Note: (1) As of Aug 2021



8

10.6 11.1
11.7 12.0

13.1 13.3
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12.4
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15.4
16.1

16.7
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MAU Customers

MAU(1) and Customers
(mn users)

Customer portfolio by age group
Working population(2)

penetration 59%

Source: Nielsen Media Korea Digital Data
Not: (1) Quarter end MAU

(2) KOSIS (Korea working population 28.3mn as of Jun 2021)  

7%

27%

27%

23%

12%

4%

2Q21

60s

50s

40s

30s

20s

10s
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M/S of bank transfers (1) Transaction value(2)

46

247

479

652

3%

10%

15%

17%

2017 2018 2019 2020

# of transfers through kakaobank M/S of kakaobank

(mntransfers, %)

181 

715 

1,314 

2,337 

1,623 

2017 2018 2019 2020 2021

(Wtr)

Source: Nielson Media Korea Digital Data, FISIS, Bank of Korea
Note: (1) Based on the total # of transfers through kakaobank App out of total mobile banking transfers in Korea

(2) Based on total account-to-account transfers occurred within a given year (2021: cumulative over Jan-Jun, 2021)
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Customer growth by age group

20~30s
High lifetime value

Over 50s
New growth driver

40s
Bedrock for stable growth

10s
Future engine

3.2 

9.2 

'17.12 '21.06

(mncustomers)

% of total customers

(mncustomers)

% of total customers

(mncustomers)

% of total customers

(mncustomers)

% of total customers

65% 55%

x 3 increase

0.3 
1.2 

'17.12 '21.06

5% 7%

x 4 increase

1.0 

3.8 

'17.12 '21.06

21% 23%

x 3 increase

0.4 

2.6 

'17.12 '21.06

9% 15%

x6 increase
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Corporate & other deposit(3): ~KRW 929tn
Retain deposit: ~KRW 756tn

Near-term loan and deposit TAM(1)
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Remaining TAM

Retain deposit: ~KRW 756tn

Personal loan(2)

W254tn

Housing

W157tn

Mortgage loan

W426tn

Corporate & other deposit(3): ~KRW 929tn

Further deposit customer diversification to SOHO, foreigners, SMEs, etc.

 kakaobank’s current M/S

SOHO

W386tn

~5x larger massive addressable market for kakaobank

+

(KRW tn, as of 2020 year-end)

Source: Frost& Sullivan, NICE,  Bank of Korea
Note: (1) Total addressable market s of 2020 year-end

(2) Includes high and mid credit;  (3) Corporate deposit: KRW561tn, Other deposit: KRW418tn (other financial institutions including securities, insurance, pension funds etc.)
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Loan product Launched
Growth trajectory

(kakaobank loan book)
Strategic implication

High credit
(2017.07)

Strong customer base
High quality customers & stable foundation

Housing
(2018.01)

Leading mobile banking
First to fullydigitalize → “Mobile completeness”

Mid credit

Imminent

Inclusive finance
New, large user segment for cross-selling synergies

Mortgage Game-changer
First to fully digitalize, long-term maturity & greater ticket size

SOHO

Mid-term

Targeted & specialized finance
New, large user segment with unmet needs

Greater ticket size
Cross-selling opportunitiesAuto loan

Source: Frost & Sullivan
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Why our platform is superior
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Our proven mobile expertise…

Mobile Jeonse
loan (housing 

deposit)

Securities 
account platform

First to fully digitalize and 100% mobile

First to be available on weekends & holidays

Legacy paper-based process eliminated (1)

Revolutionized registration process with 
verification API

Utilization/transfer of banking customer 
data for seamless and minimal data input

…to be leveraged for new platform products

Note: (1) Resident Registration Certificate, Family Relation Certificate

Data input process

Verification & authentication

Registration process

Elimination of paperwork

Product description, regulation compliant
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Robust growth trajectory of platform biz 

Securities account
Launched in Mar 2019

Credit card
Launched in Apr 2020

Loan referral
Launched in Apr 2019

4 partners

Took us ~2 years to do what took our 
partner ~50 years (2mn securities account)

16 partners

#1 market share amongst 
all loan-referral platforms

5 partners

Payment data accumulated within kakaobank

# of accounts opened(1) (Unit: mnaccounts) # of credit cards issued(1)  (Unit: ’000 cards)Amount of loan referred(1) (Unit: Wtr)

0.9

4.3

2019 2Q21

x4.8

0.6

3.1

2019 2Q21

x5.2

73

249

2Q20 2Q21

x3.4

Note: (1)Cumulative basis
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Current UpsideOpportunities

Partners

Products

Services

25partners
4 securities companies
16 lending institutions

5 card companies

Credit cards
Securities

Loan referral

More partnerships available(1)

50+ securities companies
110+ lending institutions

5 card companies

Funds
Insurance

IRP
FX

Wealth management, and more

Banking Commerce
Innovative saving & loan products with 

e-commerce, travel, F&B and many industries

Advertisement / Digital ads

Note: (1) Total # of financial companies for each segment registered on FISIS, excluding companies which kakaobankalready holds partnerships with
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Further leveraging our big data infrastructure
 AI-based asset management services, highly personalized credit analysis, product 

recommendation services and an advanced credit scoring model

New Opportunities with global partners
Mobile banking remains underpenetrated in most markets, with 

increasing need for advanced, proprietary tech and solutions
 Receiving various reverse-inquires globally. Asset-light expansion via 

JVs and tech contribution possible

Monetization of best-in-class tech, essential for banking/fintech
 Already sold OCR tech to crypto exchange and securities company in 1H21
One of the most suitable players globally for tech monetization, with 100% in-house 

development of core technologies (APIs, scrapping solutions, etc.)

My Data

Global 
expansion

B2B
solution



What will make this possible? 
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Note: (1)Employees as a % of total employees, as of March 2021
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Note: (1) An open source platform with machine learning capabilities
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Source: Nielsen MediaKorea Digital Data, Brand Reputation Index
Note: (1) Based on time usage of messenger services in Korea in 2020

(2) MAU / Total population in Korea; (3) As of Jun 30, 2021, based on domestic MAU

47
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Total loan balance Operating revenue

(Wtr, %) (Wbn, %)

4.6

9.1 

14.9 

20.3 

17.3 

23.1 

'17 '18 '19 '20 1H20 1H21

68.9 

375.6 

664.9 

804.2 

388.7 

478.5 

'17 '18 '19 '20 1H20 1H21

Interest Fee & Platform
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CIR trend

(%)

SBL(1) & NPL ratio

(%)

Net income and ROE(2) trend

(21.0)

13.7 

113.6 

45.3 

115.9 

-2.1% 1.1%
5.7% 5.3% 8.1%

'18 '19 '20 1H20 1H21

(Wbn, %)

Note: (1) Substandard or below loans = Substandard, doubtful or presumed loss loans 
(2) Annualized

12.1

33

50.2 50.1 50.3

0.13%

0.22%

0.25%
0.23%

0.22%

'18 '19 '20 1Q21 2Q21

64%

58%

51%
48%

44%

'18 '19 '20 1Q21 2Q21
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