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On the other hand, we have developed the 

most advanced on-line payment system for tax 

collections via Internet (VAT, customs, and taxes), 

which has enabled us to offer increased agility 

and security in these operations.

To facilitate corporate customers’ operations, 

during 2001 we have also developed a 

comprehensive collection model that offers a wide 

range of media and channels to manage account 

and invoice collection.  

Thus, Banco de Chile may 

set up payment means 

on its customers’ portals 

or else present on its 

own portal accounts and 

invoices, thus facilitating and fully automating 

collection management.  In addition,  Banconexión, 

the Bank’s  private e-channel for corporate 

customers, provides  all the tools for collection 

data exchange through the Automatic Bill 

Payment System (PAC).

Banco de Chile has thus ended a new stage  

ratifying its leadership position in the corporate 

and large business market segment, which has 

distinguished it within 

the Chilean banking 

sector and consolidated 

the strategic bases that 

shall continue to support 

this position.

Transactions through the Internet
Corporate Market

Mar. Jun. Sep. Dec.
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Small and Medium-Size

Corporate  Market

In 2001, Banco de Chile obtained excellent results 

within  the small and medium-sized companies, 

achieving returns far 

higher than planned for, 

based mainly on the 

following factors: a 

signif icant increase in 

margins, customer 

base growth, higher 

cross-sel l ing, str ict 

expense control, 

higher commission-

based income and 

recovery of charge-offs.

Its  commercial policies 

enabled Banco de Chile 

to achieve a 5 percent 

increase in its customer base during the year; said 

policies also promote higher use of products and 

services, improving efficiency, retention and loyalty 

ratios in this market, and further generated a 

significant increase in commissions charged, 

in relation to the 

previous year, thus 

contributing to 

diversifying income 

sources.

Banco de Chile’s 

permanent support to 

the financial needs of 

small and medium-

sized companies  was 

evidenced in the 

leadership position 

reached in 2001 in 

respect of Corfo’s loans  

renegotiation programme,  

by channeling 20.4 percent of the system’s total, and 

in loans granted under the Small Business Guarantee 

Fund (Fogape) for an amount of UF 1.3 million, 

Corporate Portal
• Current Account Balances and Statements and Credit Lines
   (in Ch$ and US$)
• Electronic Funds Transfers
• Credit Card Enquiries
• Payroll Payments 
• Pension Payments
• Collections
• Credit Simulation
• Credit Background
• On-line News and Economic Indicators
• Supplier Payments and Enquiries on Beneficiary Payments
• Information on Assets on Sale 



representing a 47 percent increase in relation to the 

previous year.

Another strategic basis for its success in the 

corporate market was the incentive to use 

Banconexión Internet for inquiries and transactions, 

which meant the incorporation of 10,500 new 

customers to this remote service channel.  In 

addition, electronic payment services, such as 

remunerations, suppliers, taxes and automatic 

account payment, also  

meant the introduction of 

more than 4,000  new 

customers to these 

services.

As regards the credit 
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options offered by Banco de Chile to the 

corporate market through its affiliates, during this 

year leasing operations reached a sales flow of 

UF 2.7 million, representing an annual growth of 

27 percent, while factoring operations exceeded 

Ch$ 70,000 million, with a placement stock level 

of Ch$17,700 million.

In the Small and Medium-Size corporate  segment, 

during 2001 Banco de Chile strengthened its policy 

of permanent support and 

involvement, by actively 

participating in seminars, 

presentations, workshop 

and events of interest to 

this market.

Personal Banking

The year 2001 was a new period of successful 

results in the personal banking segment, among 

which one of the most 

relevant indicators is the 

21,000 new customers 

gained during the year, 

with which the Personal 

Banking portfolio reached 

190,000 account holders, 

thus ratifying Banco de 

Chile’s leading position , 

with the highest market 

share both in number of 

accounts and amount.

In achieving these 

results, a significant 

positioning factor has 

been the Young Adult segment, with the 

development of specific products, such as “Banjoven” 

and “Cuenta Corriente Joven”, and promotional 

activities developed by the “Banca Joven Team “.

Although market conditions were not favorable 

for consumer credits, 

three successful 

“ExtraCrédito” campaigns 

were launched during 

the year - March, July, 

and December -  which  

doubled historical credit 

placement levels during 

said months.

A  highlight for  the 

second quarter was  the 

successful mortgage 

campaign, which resulted 

in a 52 percent average 

growth in housing 

mortgages and an 8 percent annual growth, which 

is far higher than the 2 percent shown by the rest of 

the banking industry.

Retail Portal
• Current Account Balances and Statements, and Credit Lines
• On-line Funds Transfers
• Credit Cards Enquiries and Payments
• Utility Bill Payments
• Agreements on Automatic Bill Payments
• Request for Home Delivery of Cheekbooks
• Investment on Time Deposits
• “Ahorro Total” Account Opening
• Banking Emergencies
• E- mail Delivery of Information
• Insurance Simulation and Sale
• Mortage, Automobile and Personal Loans Simulation

Transactions through the Internet
Middle Market

Mar. Jun. Sep. Dec.

138.298

200.795

343.823

233.582


