
1

1 Information-related impacts for consumers and/or end-users – data protection/freedom of expression  

IRO +/– Scope Time horizon Value chain Measures and policies Management via TOP KPI

Transparent product 
design and respon-
sible marketing 
practices

I + Actual

// �Our guideline for responsible financial 
products

// �Avoidance of hard-to-read small print and 
hidden clauses or costs in contractual 
content

// �Fair provision of services in line with 
prevailing market conditions

// �Additional fees for late payments are com-
municated transparently in the contracts

// �Compliance with media law requirements 
and correct labelling of all advertising 
content

-

Data breaches and 
damage to informa-
tion security

I – Potential

// Compliance management system
// �Local Compliance Officers or country-level 

Compliance Officers
// �Employee training and compliance-related 

internal communication

-

Reputational and 
financial risks resulting 
from AI‑enabled 
identity theft

I – Potential

// �Mandatory AI employee training 
to raise awareness of potential risks

// AI Policy
// grenke AI bot “ELLA”

-

Long-term relation-
ships with our part-
ners and customers

O

// �Measurement of customer safety and satis-
faction through our partner and MD surveys

// �Further development of the PartnerHub with 
Miete24 to enable a fully digital process from 
offer to financing

Number of contracts per active 
specialist reseller partner

Rising insurance 
premiums due to 
extreme weather 
events

R      

// �We adjust our leasing and financing offers 
to maintain their competitiveness. We also 
inform customers of funding opportunities 
for climate-resilient investments.

-

ESRS S4 
Consumers  
and end-users
Our material impacts,  
risks and opportunities

I Impact  R Risk  O Opportunity	   Short-term (< 1 year)    Medium-term (1–5 years)    Long-term  (> 5 years)	   Upstream    Own operations    Downstream	
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2

2 Social inclusion of consumers and/or end-users

IRO +/– Scope Time horizon Value chain Measures and policies Management via TOP KPI

Facilitating SME 
access to financing

I + Actual

// �Small-ticket leasing starting from EUR 500 
up to and including EUR 50k

// Microcredit business of grenke Bank
// Sustainable Bond Report

-

Offering small-ticket 
leasing enables SMEs 
to access financing 
for smaller invest-
ments

I + Actual

// �Small-ticket leasing starting from EUR 500 
up to and including EUR 50k

// Microcredit business of grenke Bank 
// Sustainable Bond Report

-

Pandemics and 
similar global health 
events can significant-
ly impact our SME 
customer base

R

// ESG risk inventory
// �Small-ticket leasing and product offerings of 

grenke Bank for companies during econom-
ically weak periods

// �Our international presence provides 
important protection against the impacts 
of pandemics. Through operations across 
different regions, we can better offset 
production disruptions or economic losses 
in individual countries and continue our 
business activities.

// �Our IT infrastructure enables our employees 
to work fully remotely even during prolonged 
lockdowns.

-

Global economic cri-
ses, such as inflation, 
supply chain bottle-
necks and geopolitical 
conflicts

R

// ESG risk inventory 
// � We have no direct influence over the supply 

chains of lease objects and can therefore 
only take limited preventive measures in the 
event of supply shortages. The decision 
regarding which objects are leased and from 
which partners they are sourced rests solely 
with the customer.

// �Our geographical diversification protects 
us against the effects of geopolitical crises 
such as wars or inflation. This enables us 
to minimise our dependence on a specific 
country situation.

-

I Impact  R Risk  O Opportunity	   Short-term (< 1 year)    Medium-term (1–5 years)    Long-term  (> 5 years)	   Upstream    Own operations    Downstream	
			 

ESRS S4  
Consumers  
and end-users
Our material impacts,  
risks and opportunities
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3.8 ESRS S4 – Consumers and 
end-users

Summary at a glance

Customer safety and satisfaction are key priori-
ties for us. We focus on fast, seamless financing 
solutions and personalised service. Transparent 
product design is supported by our Guideline for 
Responsible Financial Products. Risks include 
systemic data loss, information security breach-
es, and individual AI-enabled identity theft. These 
risks are mitigated through security training, 
comprehensive information security manage-
ment, and the grenke Integrity Line whistleblower 
system. Our Code of Conduct and Supplier 
Code of Conduct embed human rights, compli-
ance, and ethical business practices. Customer 
and partner feedback is regularly gathered 
through surveys. The TOP KPI “Contracts per 
active specialist reseller partner” stood at 9.3 in 
2025, with a target of 11.3 by 2030. 

IRO-1: Our process for identifying and as-
sessing material IROs related to consumers 
and end-users

We define our consumers and end-users as our 
SME customers and partners, whom we strive to 
support with appropriate financing solutions for 
their investment initiatives. In total, our customers 
include over half a million SMEs. In the more than 
30 countries in which we operate, we access 
the market using both indirect and direct sales 
channels. In indirect sales, individual lease con-
tracts are concluded through cooperation with 
specialist reseller partners. In direct sales, we 
generally agree on financing frameworks with our 
lessees over a term of twelve months. Our direct 
customers can draw on the approved volume 
over this period to cover upcoming purchases 

(see Chapter 1 Group fundamentals in the com-
bined management report). We focus on simple 
and fast financing solutions as well as a person-
alised service for our specialist reseller partners 
and SME customers. To ensure the satisfaction 
of our customers and specialist reseller partners, 
we continue to evolve our leasing and rental 
solutions as well as our services. The insights we 
gain from our materiality assessment are particu-
larly useful in helping us achieve this.

Positive impacts: Facilitating SME access to 
financing
As part of our broad stakeholder survey conduct-
ed in the context of our materiality assessment 
during the 2022 financial year, we included both 
our customers and specialist reseller partners. In 
this year’s update to the materiality assessment, 
we further clarified the potential impacts, risks, 
and opportunities related to these stakeholder 
groups, taking into account our direct operations 
and broader effects. One of the material positive 
impacts is easier access to financing. Here we 
support our SME customers through our fast, 
simple solutions and personal customer service. 
In addition to our core leasing offers, we also 
provide complementary grenke Bank products.

Positive impact: Small-ticket leasing offers
We provide customers with investment financing 
options to support their growth and implemen-
tation of modern workplace solutions, starting 
at a level as low as EUR 500. In addition, we 
provide SMEs easy access through our broadly 
diversified portfolio of leased objects – which, 
among others, includes medical-related leased 
objects and renewable energy objects – we aim 
to contribute towards the three of the United 
Nations Sustainable Development Goals (SDGs): 
SDG 3 – Good Health and Wellbeing by financing 
medical equipment and healthcare infrastruc-

ture; SDG 7 – Affordable and Clean Energy by 
supporting investments in renewable energy; and 
SDG 13 – Climate Action by promoting sustain-
able technologies and energy-efficient solutions. 
Responsible marketing further reinforces our 
integrity and supports the safety and satisfaction 
of our customers and partners.

Positive impact: Transparent product design 
and responsible marketing practices
We place high value on transparent product 
design so that consumers always have access 
to clear, reliable information and can make 
informed, independent decisions. Our Guideline 
for Responsible Financial Products highlights our 
commitment to transparency and responsible 
marketing practices. This helps build overall trust 
in financial products, reduces information asym-
metries, and encourages fair and responsible 
market behaviour.
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Negative impacts: Data loss and  damage to 
information security
Negative impacts could arise if sensitive custom-
er data were to be compromised or mishandled. 
We mitigate this risk through regular training 
and our Security Policy. Our information security 
measures are designed to ensure that grenke 
complies with all relevant laws, regulations, and 
contractual obligations, particularly those relating 
to customers and partners.

Negative impact: Reputational and financial 
risks resulting from AI‑enabled identity theft
The increasing development of AI also presents 
risks of misuse for criminal activity and fraud. 
Modern technologies now allow for the creation 
of deceptively realistic replicas of ID documents, 
photos, and videos, which can be used for 
identity fraud (see Chapter 1 Group fundamen-
tals under “Business model” in the Combined 
Management Report). 

As a leasing provider, we are not involved in 
manufacturing and do not control how custom-
ers use the leased objects. Accordingly, we have 
no direct influence and only limited influence via 
the selection of our specialist reseller partners 
over products that may pose health risks or con-
tribute to chronic illness. Similarly, we are not af-
fected by the misuse of the products we provide 
by consumers or end-users. Nonetheless, we 
are firmly committed to ethical conduct, which 
is enshrined in our internal standards, Code of 
Conduct, and Supplier Code of Conduct.

The material negative impacts identified in con-
nection with our digital services are considered 
potentially widespread or systemic in nature, as 
they may affect a large number of customers and 
partners simultaneously. This is particularly true 
in the case of data loss or cyberattacks, where 
a successful incident could lead to a significant 
loss of personal data. At the same time, indi-
vidual cases may arise – for example, if specific 
customers or partners are directly affected by 
AI-based identity theft.

Material negative impacts – systemic and individual (SBM-3)

Sub-topic Negative impacts Systemic and individual

Information-related impacts for 
consumers and/or end-users

Data loss and breaches of 
information security

Systemic – The occurrence of this negative im-
pact on our SME customers and specialist reseller 
partners could have far-reaching consequences, 
as it may affect multiple customers and partners 
simultaneously, particularly in cases of data 
breaches and cyberattacks.

Information-related impacts for 
consumers and/or end-users

Reputational and financial losses 
resulting from AI‑enabled identity 
theft

Individual – In the context of AI-enabled identity 
theft, the damage is typically individual in nature, 
as the objective is generally to steal and misuse 
the identity of a single person.

Based on our business model, we have not iden-
tified any consumer or end-user groups that are 
subject to a significantly higher risk of harm from 
the material impacts identified.

Our remediation and prevention measures ad-
dressing these negative impacts, as well as the 
activities contributing to positive outcomes, are 
presented in the table ESRS S4 – Consumers 
and end-users: Our material impacts, risks and 
opportunities. Further risks and opportunities 
relating to our customers and partners are also 
included in the chart and listed separately under 
datapoint S4-4.

S4-1: Our policies related to consumers and 
end-users

We believe the foundation of good customer 
relationship management includes respecting 
human rights in a fair business environment and 
meeting all relevant legal and compliance obliga-
tions. Our employees follow the grenke Code of 
Conduct to ensure mutual trust and respect in in-
teractions with customers and specialist reseller 
partners (see grenke Code of Conduct; grenke 
Supplier Code of Conduct; ESRS G1 – Business 
conduct; and ESRS 2 – Our Company policy). 

Our Supplier Code of Conduct ensures that the 
same core principles apply to our customers and 
partners. It places particular emphasis on re-
sponsible collaboration, social and environmental 
responsibility, and ethical business conduct – all 
to ensure that our business partners uphold the 
same high standards we set for ourselves. We 
developed the Code, paying close attention to 
compliance with national legislation and regulato-
ry requirements, as well as adherence to interna-
tional guidelines and declarations such as:
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//	 Universal Declaration of Human Rights
//	 Charter of Fundamental Rights of the Europe-

an Union
//	 UN Guiding Principles on Business and Hu-

man Rights
//	 Children’s Rights and Business Principles
//	 UN Global Compact
//	 Core Labour Standards of the International 

Labour Organization (ILO)

We ensure that the guidelines are regularly com-
municated through employee training.

Our whistleblower system can be used to report 
violations of the grenke Code of Conduct, 
breaches of ethical standards, and legal infringe-
ments, including issues related to human rights 
protection. In cases of legal violations, irregu-
larities, or non-compliance with the principles 
outlined in this Code, we promptly initiate the 
necessary corrective measures and sanctions 
against our business partners (see Section ESRS 
G1 – Business conduct).

Our Guideline for Responsible Financial Prod-
ucts also sets out principles and measures that 
go beyond legal obligations, underscoring our 
commitment to customers and partners. In 2025, 
we revised this guideline to further enhance 
transparency around contract terms and com-
munication with our customers and partners. The 
updated version now includes additional guid-
ance on product risks, responsible marketing, 
and sustainable performance commitments (see 
Section ESRS 2 – Our Company policy). 

All our guidelines, voluntary commitments, and 
sustainability reports are publicly available on 
our website. When engaging with customers, 
specialist reseller partners, and service providers, 
we specifically reference our Code of Conduct 

and Supplier Code of Conduct (see www.grenke.
com/en/esg/downloads/).

We prioritise clear and transparent communica-
tion with all our target audiences. The terms of 
our financial services, and above all, lease con-
tracts, are presented in a clear and understand-
able way. To ensure that customers are well-in-
formed and can fully understand the financial 
implications of their contracts, we ensure that all 
aspects of contract design and communication 
are transparent, fair, and free from misleading 
content.

We are committed to providing comprehensive, 
balanced, and easy-to-understand marketing 
and product information. We also adhere to 
sustainable marketing practices that focus on 
building long-term trust and using resources 
responsibly. Our advertising is directed exclusive-
ly at appropriate target groups. When designing 
and selecting our marketing materials, we are 
committed to upholding diversity, inclusion and 
respect. We clearly label all online and print 
media advertising content as such in accord-
ance with the relevant media regulations. This 
ensures transparency and makes it easy for our 
customers to clearly recognise advertising. We 
also regularly train our employees in the products 
contained in our product portfolio.

These frameworks ensure that material impacts 
on this stakeholder group are taken into account 
and that related risks and opportunities in the 
context of consumer protection are properly 
addressed.

S4-2: Processes for engaging with  consumers 
and end-users 

We actively involve our customers and specialist 
reseller partners in the continued development of 
our services. We operate 125 locations in more 
than 30 countries. Our regional sales structure 
allows us to directly and personally engage with 
customers and specialist reseller partners (see 
the diagram “Stakeholder engagement”). We also 
receive feedback from our SME customers and 
specialist reseller partners through their participa-
tion in various surveys.

Partner survey 
In the 2025 financial year, we conducted a 
renewed survey of our customers (lessees) and 
specialist reseller partners throughout Germany. 
The survey covered the topics of satisfaction and 
partners’ willingness to recommend grenke, as 
well as grenke’s image and relevance as a financ-
ing partner. As part of the survey, partners were 
given the opportunity to share their feedback and 
improvement suggestions anonymously. In 2025, 
we conducted our survey again in Germany and, 
for the first time, we expanded it to include Aus-
tria, Switzerland, and the Netherlands. Additional 
countries such as France, the United Kingdom, 
and Spain are expected to be included in the first 
half of 2026.

In summary, customers and specialist reseller 
partners in Germany reported high levels of satis-
faction with grenke as a partner. On a scale of 1 
(not satisfied at all) to 5 (completely satisfied), our 
specialist reseller partners gave an average score 
of 3.9. Customer responses yielded an average 
rating of 4.1. For 68 percent of participating 
customers and 66 percent of specialist reseller 
partners, grenke is their sole or preferred partner 
or leasing provider. A total of 59 percent of our 
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specialist reseller partners indicated they would 
choose grenke again as their preferred leasing 
partner. Both groups described the partnership 
as trustworthy and reliable.

The Global Brand & Customer Experience 
department conducts the partner survey in close 
collaboration with the local markets.

Managing director survey (MD survey)
In 2025, we once again surveyed our managing 
directors in the countries in which we operate. 
The survey focused on their sales initiatives and 
the resulting impact on customer loyalty and 
satisfaction. The results of both the partner and 
managing director surveys were incorporated 
into the further actions described below. The 
results of the 2025 financial year surveys clearly 
highlighted that transparent terms and condi-
tions and swift credit and contract decisions 
are critical to customer satisfaction. Satisfaction 
is further increased by the availability of digital 
self-service tools, such as online estimation tools 
and digital onboarding solutions. We plan to roll 
out additional digital solutions in the years ahead.

Our whistleblower system, the grenke Integrity 
Line, also allows for the reporting of violations 
and the submission of relevant information (see 
Section ESRS G1 – Business conduct). The 
legal requirements pertaining to whistleblower 
systems, including the option to report anony-
mously, are different for each country. We remain 
committed to delivering high-quality services 
while continually finetuning our sales strategies.

This helps us maintain and increase the long-
term satisfaction of our existing customers and 
partners. To reach our strategic targets and im-
prove customer safety and satisfaction, we have 
prioritised the following initiatives:

//	 Continued refinement of our sales structure
//	 Supporting offers for our specialist reseller 

partners 
//	 Digitalisation of our processes
//	 Added financing solutions from grenke Bank

Continued refinement of our sales structure
Our specialist reseller partners and direct cus-
tomers appreciate a fast and personal service 
that is tailored to their needs. We make this 
possible through our qualified sales represent-
atives. Our field sales team is responsible for 
engaging new customers (direct sales) and 
partners (reseller sales) and deepening the 
relationships with existing ones (see Chapter 1 
Group fundamentals in the combined manage-
ment report). A mixture of virtual communication 
formats and personal contact is a success factor 
for our business model. Communication in day-
to-day business takes place via various channels 
and frequently by telephone and email. Our back 
office ensures we are available for our customers 
and partners when they need us. By introducing 
cross-regional hubs and a clearer segregation of 
duties, our sales teams are able to focus more 
clearly on their tasks and provide needs-based 
support to our SME customers and specialist 
reseller partners. We have already implemented 
hub structures in Germany, Austria, Denmark, 
Spain, Italy, Sweden, Finland, Belgium, Ireland 
and the United Arab Emirates. Further restructur-
ing is planned in Poland and Chile in 2026.

Support for our specialist reseller partners 
Our specialist reseller partners use grenke’s 
financing solutions as a tool to increase sales in 
their own businesses. Effectively onboarding and 
training our resellers helps to ensure they gain a 
solid understanding of our products and leasing 
processes. It also allows collaborations to be 
tailored individually (see Guideline for Responsi-
ble Financial Products). By restructuring the sales 
organisation, we have created the foundation for 
customer and partner account managers to fo-
cus entirely on these responsibilities and deepen 
their particular expertise. 

We strive to support our specialist reseller 
partners in the area of sustainability as a strong 
ally. We believe this is particularly important for 
small and medium‑sized enterprises, since many 
of them see sustainability as a topic fraught with 
considerable uncertainty. Initiatives such as the 
grenke Sustainability Index (see the diagram 
“ESRS E1 – Climate change” under “Additional 
actions”) and our SEED programme in France 
(see the diagram “ESRS S4 – Consumers and 
end-users” under “Additional actions”) are in-
tended to provide support along the way.

To strengthen long-term partnerships with our 
specialist reseller partners, going forward, we 
plan to expand our event and partner pro-
grammes – such as sponsorships, trade fairs, 
and loyalty initiatives.   
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Our Vice President Sales Operation Support is 
primarily responsible for the further evolution of 
these areas. The Sales Operation Support teams 
also conduct the managing director interviews. 
Customer outreach and communication are 
managed by our field sales team, led by the 
respective regional hub managers.

Digital processes and channels 
With increasing digitalisation, the expectations 
of our SME customers and specialist reseller 
partners for our service are also changing. By 
automating our internal processes, we aim 
to ensure efficient onboarding for our leasing 
customers and streamlined credit checks during 
the contract initiation phase. Throughout the 
contract term, we also aim to make invoicing 
and communication as digital as possible (see 
Section ESRS E1 – Climate change). We are 
continuing to expand our sales channels using 
digital solutions and self-service offers by inte-
grating our partners’ online shops and offering 
online estimation tools. For grenke, digital and 
data-driven processes also offer opportunities for 
the further development of our risk analyses. We 
will continue advancing the digitalisation of our 
processes and the development of new digital 
channels in 2026 (see Section ESRS 2 – Our 
sustainability strategy).

Our Vice President Digital Operations, together 
with his team and the relevant departments, is 
responsible for driving progress in the areas of 
digitalisation and automation.
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Financing solutions from grenke Bank
In addition to our offers for financing lease 
investments, grenke Bank AG complements our 
product range with customised credit and bank-
ing solutions for SME customers. We provide 
solutions for business accounts, loans, and in-
vestments, such as fixed-term deposits, tailored 
to the individual needs of our customers. 

In the 2025 financial year, grenke Bank had a 
total of 11,620 corporate current accounts and 
loan accounts (2024: 12,220 accounts). During 
the financial year, grenke Bank AG granted a 
total of 2,158 microloans (2024: 2,034)  (See the 
table “Microcredit business of grenke Bank”).

grenke Bank continues to further evolve its 
financing products on an ongoing basis. 

Microcredit business of grenke Bank AG (MDR-M)

Change (%) 2025 2024 2023

Number of microcredit loans granted in 
cooperation with BMAS

6.1% 2,158 2,034 2,393

of which the share of microcredit loan borrow-
ers who have a migration background 

1% 20% 19% 20%

of which the planned increase in jobs through 
the implementation of the projects 

– 49% 630 1,240 1,691

Managed portfolio of state-subsidised microcredit 
loans at the end of financial year

0.75% EUR 92,012 EUR 91,326  EUR 96,933

We place great importance on responsible sales 
practices and the thorough screening of spe-
cialist reseller partners and service providers/
brokers. To ensure this, both sales staff and 
managers undergo regular training. Sales staff 
participate annually in our Business Partner 
Check training, covering initial screenings of 
new partners and regular updates for existing 
ones. Managers are required to confirm compli-
ance each year with the guidelines for reviewing 
resellers and brokers to ensure the effectiveness 
of these measures.

We monitor our sales practices through a variety 
of channels. This includes regular credit checks, 
the analysis of quantitative data for risk iden-
tification, and the monitoring of our partners’ 
sales activities. For new collaborations and when 
necessary, we also conduct customer follow-up 
calls to assess the quality of the cooperation. To 
further enhance sales quality and mitigate risks, 
we plan to implement random contract checks 
within our new sales system. Internal audits used 
to evaluate sales practices are documented and 
overseen by our Internal Audit team.

Sustainable Bond Framework (MDR-M)
As part of our Sustainable Bond Framework, we 
have broadened our focus to include not only 
green projects but also social project categories. 
Through our small-ticket leasing contracts, we 
help finance SME investments and support the 
development of strong, resilient businesses. In 
turn, these companies contribute to job creation 
and security in their regions, helping to strength-
en economic stability. 

More details on our Sustainable Bond Frame-
work can be found in ESRS G1 – Business 
conduct.

S4-3: Our processes to remedy negative 
impacts

As part of this year’s materiality assessment, we 
identified two key negative impacts affecting our 
customers and specialist reseller partners across 
the entire value chain:

//	 Data loss and damage to information security
//	 Reputational and financial risks resulting from 

AI‑enabled identity theft 

To mitigate these risks, we have implemented 
measures in the areas of information security and 
data protection. These include phishing simula-
tions to raise employee awareness and prevent 
the unintentional disclosure of sensitive data to 
third parties. 
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Our Board of Directors receives regular up-
dates on the status of our information security 
and business continuity management (BCM) 
programmes. BCM focuses on coordinating 
and harmonising compliance (incl. IT), data 
protection and risk management to ensure 
effective, holistic actions within the Company. 

We also provide training to our employees on 
AI‑related topics to help them identify risks 
early and use AI‑enabled tools responsibly. 
Further details on data protection, information 
security, business impact analysis, and busi-
ness continuity management can be found in 
ESRS G1 – Business conduct. 

To evaluate the effectiveness of our mitigation 
measures, we continuously monitor relevant in-
cidents. We specifically track cases where cus-
tomer data may have been compromised. A 
low, and ideally zero, number of such incidents 
indicates the level of our actions’ success. The 
same applies to phishing attempts targeting 
employees, which we also monitor regularly. 
Based on our findings, we take the relevant 
action to address specific risks. 

If incidents involving risks in the use of artificial 
intelligence occur, we treat this as a signal of 
further training needs and adjust our aware-
ness and training programmes accordingly. 

During the reporting period, a total of 23 
reports were submitted across the Group 
via the whistleblower system. Three of these 
reports were internal test cases conducted for 
system verification. Another eight were clas-
sified as customer complaints. The remaining 
cases related to potential breaches of various 
internal and external regulations. None of the 
reported cases involved violations of human 

rights guidelines within the downstream value 
chain.  

Additionally, there were 23 ad hoc risk reports 
submitted during the reporting period (2024: 
21). Risk reports document incidents that have 
occurred but have not yet caused harm and 
carry potential risk. They allow us to proactive-
ly protect our business, our customers, and 
our partners from material risks and negative 
impacts (MDR-M).

S4-4: Our actions on material impacts, risks 
and opportunities and the assessment of 
their effectiveness.

As part of this year’s materiality assessment, we 
identified three key risks to our business success 
across the entire value chain. We have initiated 
the following measures in response:

Rising insurance premiums due to extreme 
weather events
In light of increasing insurance premiums trig-
gered by extreme climate conditions, we are 
developing revised product offerings and terms 
to ensure our leasing and financing options re-
main attractive. We also help raise the awareness 
of our SME customers to the availability of public 
funding and grants to support climate-resilient 
investments and adaptation measures. Starting 
in 2026, we will also place a greater emphasis on 
equipping our sales teams with knowledge about 
sustainable investments and available funding 
programmes.

Global health crises 
Pandemics and similar global health events can 
significantly impact our SME customer base. 
To protect our business continuity during such 
times, we rely on robust risk management. Our 

small-ticket leasing model and grenke Bank’s 
product portfolio offer businesses support even 
in economically difficult periods. In addition, our 
international footprint provides resilience against 
the effects of pandemics. By diversifying our 
business operations, we are better positioned 
to offset production downtimes or economic 
setbacks in specific countries and continue deliv-
ering services.

Global economic crises 
Global economic challenges such as high 
inflation, supply chain bottlenecks, and geopolit-
ical conflicts can significantly impact our busi-
ness performance. To manage these risks, we 
employ a comprehensive, enterprise-wide risk 
management approach. Our broad international 
presence across multiple countries and loca-
tions provides a safeguard against geopolitical 
volatility and inflation by reducing dependence on 
specific regions. A key element of our strategy is 
maintaining a diversified customer portfolio – with 
the objective of ensuring SME customers across 
all grenke locations have access to leasing and 
financing solutions. This approach helps reduce 
the likelihood of defaults across entire custom-
er segments or heightened credit risk due to 
insolvencies. However, we have no direct control 
over the supply chains of leased objects and can 
therefore only take limited preventive measures 
in the event of supply disruptions. The decision 
regarding which objects are leased and from 
which partners they are sourced rests solely with 
the customer.

We continuously monitor the development of 
key risk factors, such as default rates. We also 
conduct annual risk analyses and stress tests to 
identify potential concentration or default risks 
at an early stage. In addition, we incorporate 
feedback from our SME customers, specialist re-
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seller partners, and internal sales teams into our 
evaluation process to better assess how effective 
our preventive measures are in practice. The 
ESG team also engages in regular dialogue with 
the Sales Operation Support (SOS) department 
throughout the year to actively support targeted 
developments. 

To better identify and manage risks related to 
our SME customers, we have developed an 
internal ESG score (MDR-M). This score as-
sesses ESG risks based on the lessee’s country 
of origin and industry sector. Using these risk 
indicators, we can analyse our overall portfolio, 
as well as specific sub-portfolios, for potential 
risk exposure. This helps protect our business 
and strengthens long-term relationships with our 
customers. More details on the ESG score can 
be found in ESRS E1 – Climate change.

We also evaluate internal performance metrics, 
including the average number of contracts per 
active specialist reseller partner, changes in our 
existing customer base, and the diversification of 
our asset portfolio. 

A low or non-existent rate of crisis-related 
impacts or payment defaults serves as a strong 
indicator of the effectiveness of our mitigation 
efforts.

To increase our opportunities, such as “long-term 
relationships with our partners and customers”, 
we have launched a variety of initiatives tailored 
to each country,  including aftersales campaigns 
and the “Lease a Bike” campaign. These efforts 
use data to deliver personalised offers to specific 
target groups – at the right time, through the 
right channels. 

S4-5: Our targets related to consumers and 
end-users

grenke sales organisation
Sales via specialist reseller partners (indirect 
sales) continued to account for the majority of 
sales in 2025.

Sales channel breakdown

Our aim over the next few years is to further 
expand our reseller portfolio and increase the 
loyalty of our existing partners.

Number of specialist reseller partners 

(MDR-M)

Number of SME customers** (MDR-M)

2025

In percent

Sales through
 specialist reseller partners

82.1

Direct sales

17.9

202520242023

*

As of December 31, 2025*

34,212 34,54835,078

In the reporting year, we apply an adjusted calculation basis as a 
result of a change in definition introduced in the previous reporting 
period. Active specialist retail partners are defined as those who 
have submitted at least one inquiry to us within the past 365 days.
This leads to deviations from the figures reported for the prior 
year.

 

202520242023

**

As of December 31, 2025

517,146

546,750

523,502

Micro-enterprises, small enterprises, and medium-sized enter-
prises are grouped under the term “SMEs” and are classified 
according to revenue and employee size categories. A 
customer is deemed active if they have an active contract as of 
the reporting date.
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Customer safety and satisfaction
Since 2025, our sustainability strategy has 
included a TOP KPI focused on a measurable 
target to manage material IROs related to con-
sumers and end-users. The number of contracts 
per active specialist reseller partner serves as 
an indicator of the strength of our long-term 
customer and partner relationships. 

2025 2030 (target)

Number of contracts per ac-
tive specialist reseller partner.

9.3 11.3

Additional contract compared 
to reference year 2025

– 2

We also assess partner satisfaction based on 
the longevity of our business relationships. In 
the 2025 financial year, we had been working 
with 59.3 percent of our active specialist reseller 
partners for more than three years (2024: 59.8 
percent).

Length of business relationship with active 

specialist reseller partners (in percent)

Length of time 2025 2024

< 1 year 24.0 25.1

1–3 years 16.6 15.2

3–5 years 8.6 10.1

5–10 years 27.1 28.2

> 10 years 23.6 21.5

The loyalty of our lessees gives us an indica-
tion of their satisfaction with our product range 
and services. In the 2025 financial year, grenke 
concluded 4,947 follow-on financing contracts 
with direct customers (2024: 4,994 follow-on 
contracts). This corresponds to a share of 43.1 
percent (2024: 42 percent) of all contracts from 
the direct sales channel (MDR-M).

Our ESG rating results and the progress made 
in this area reflect a positive trend in how we 
serve consumers and end-users. Our improved 
ESG ratings from MSCI ESG Rating, ISS ESG, 
S&P Global, and EthiFinance Rating signal our 
commitment and the ongoing improvement in 
our customer and specialist reseller partner pro-
cesses. Improving our ESG ratings remains one 
of our targets for the next financial year (MDR-M). 
More information on ESG ratings can be found in 
ESRS G1 – Business conduct.

Customers and partners can find a detailed 
explanation of our material impacts and related 
concepts in this sustainability report,  which is 
also available on our corporate website. We also 
hold internal workshops to inform the relevant 
internal departments that are responsible for 
managing material consumer- and end-user-re-
lated IROs.
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