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The world of Banking & Insurance is changing ...
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“Software is eating the world”
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#disruption (still) a myth?
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Market is growing | Example: US

Figure 1: New Contracts Signed With Cash Management Vendors

Number of New Contracts Signed by U.S. Banks With Leading Cash
Management Vendors, 2011 to 2015

2015

114
2011 2012 2013 2014

Source: Alte Group estimates based on vendor Input Figure 2: Forecast Number of New Contracts With Cash Management Vendors

Forecast Number of New Signed Cash Management Conltracts by U.S.
Banks, 2016 to e2018

198
169
e2016 @2017 e2018

Source: Ate Group



This change has a significant impact on the industry ...

= CHANGE AND DISRUPTION ——#%
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Competition as Zero-Sum Game
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And it is driven by digital adoption ...

52% of Facebook's 1.6bn monthly active users only use it on mobile

Facebook MAUSs by platform (bn)

# Mobie only 175
Moble & desktop 150

8 Deskop only
125
sl | I
- m N n

] l Il evinmnn

Mar 2012 Sep 2012 Mar 2013 Sep 2083 Mar 2014 Sep 20M Mar 2015 Sep 2015

Source: Andreessen Horowitz Research



The world in 2020 | 5bn people have a smartphone

Global population (bn)

# Growth to 2020
" 2015 R}

|
a
|
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Population Population over 16 Moblle users Smanphones

Source: Andreessen Horowitz Research



“‘Digital Age” is transforming the industry as we know

What percentage of your business is at risk of being lost to standalone
FinTech companies within 5 years?

In your opinion, what are the threats related to the rise of FinTech within In your opinion, what are the opportunities related to the rise of FinTech within
your industry? your industry?
Presssure on margins Losy of market share InGrasne of custornes chum Coot eduction mmmd

Source: PWC Global Fintech Reoport 2016 10



Our customers take Digital strategically and are
accelerating their transformation programs

Most banks are now accelerating their digital strategies

Multichannel Ignite digital Accelerate digital
strategy strategy strategy

A

Smartphones ke Smartphones make
Number are introduced up et up 80% of the market
of digital L
banking
clients

" New inflection point

v

2007 2010 2014 2020
Technology « Workstations + Smartphones and + Internet of Things (watches, glasses)
tablets
« Early adopters « Mobile Internet users  « Heavily connected users

11
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Why do our customers need Intellect Design?

Origination and sales—the focus of honbank attackers —
account for about 60 percent of global banking profits.

Global banking revenues and profits by activity,
2014, $ billion

Balance-sheet provision

Lending '

Core Current/checking accounts
banking

Deposits

Investment banking'

Fee-based

husinessca Transactions/payments

Asset management and insurance?

Total revenues 2,075 (54%)
Total after-tax profits 436 (41%)
Return on equity 6%

Origination/sales

1,750 (46%)
621 (59%)
22%

V

V
Credit disintermediation Customer disintermediation



Disintermediation is here and now ...

Customer segments and products of leading financial-technology companies,’
2015, % of total?

Segments’ share
of global banking
revenues

Customer B <5%
segments B 5%-7.5%
B 7.5%-10%
Retail B >10%
Products/
Commercial® capabilities

Financial assets
and capital markets®

Large corporate* Payments

Lending and financing

Account management®



Why the rush”? Re-bundling of the Bank is already happening
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Challengers all around us | Insurance

oscar

Let's get you a quote—it anly takes a few seconds.

My zip code is 10013

and I'd like to cover me, my spouse, and kids v .

I'm 49 years old, my spouse is 26,

andmy 2vkidsare9 and12.
My family makes $ 102,000 per year.

There are 4+ people in my tax household.

Get Quote

1-855-05CAR-88

(=1 Talk With a Guide
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Disrupters | SME Banking

888-986-8263 | Help | SignIn

s’@ Kabbage How itWorks  Why Kabbage  Resources  Company

Get the security of a business
line of credit today.

Qualify for a line up to $100,000 in minutes!

U — » |
arte eee | A+

FREE, NO OBLIGATION

Find out how Kabbage works in this brief video ©

oy

20
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Disruptors | Retail Banking

Atom ] Save with us Our story Newsroom Our family Blog @ @

£ e D t's a pleasure, treasure
. . Our App is full of gems. Not only will you receive your que ‘

Atomn loge, making our App truly personal, but y
"My identity is secure name yc u want t
because my voice:is my opening an account you'll be done In |ust a few taps

passport. Verify me”

Ul spesk natucally, as If you're
talking 1o 8 frend

o
2

Want to be one of the first
to try our App?




How retail banks are being displaced,
diminished and disintermediated

------------ Displaced e Diminished:Disintermediated- >

B

$B w Vslbillty Point of sale

Touchpomts q p

e W 2t e B SN

L mmmnm & _ o

m Digital wallet automatically chooses best card s m —
based on rate, rewards or cashback.

Day to day Interactions move from Business model under pressure as banks The core competency of the bank
bank owned Interfaces to startups who are relegated to utliities as switching Is challenged by the arrival of a
offer a better experience or price, frequency Increases. now technology.

Source: Bye Bye Banks? © July 2015 The Financial Brand
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Disruption | Market Outlook across Fl categories

Which part of the financial sector is likely to be the most disrupted by FinTech over the next 5 years? - All industries

o Banking and capital markets

. Consumer banking and fund transfers &

| payments are likely to be the most disrupted Asset and wealth management

E

| sectors by 2020
e R T T : @ Insurance/Reinsurance
50%
Fund transfer and payments

0%

0%

200

0 0 . ejofe fc]

Consumer Fund trarsfer & Investment SME banking Ccmmucu F und
banking payments 6 weanth acnim

ud’muu

Lne insurance

Source. PwC Global FnTach Sunvey 2016

A A A A A A A

Opportunity for Intellect Design

Source: PWC Global Fintech Reoport 2016
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Opportunity or threat?

Assessment of PSD2 impact on banks

88%

Expect PSD2 to have an
impact on thes business

68%

Are concamed about 52%

losing control of thelr
customar interface Think thece
will be a rigk of
lability problems
68%
Feol thay will be weakened
as a result of PSD2
84%
Foresae strategy changes
due to PSD2

Despite the high perception of risk, 44% of banks plan to provide
anopen bank oﬁering in the next 5 years

.y

Expect 10 otfer new
functionalities that are
essantal for axisting
acosystams

64%

Intend 15 integrats foreign
products or functionalities
Into own digital offering

44%

Are planning 10 Integrate
own products or functionalities
Into forelgn ecosystems

Source: Suasegys Miarviews With oxecuanves of Lamng European Danke, February-May 2014



Relevant Trends in Banking

How important are these trends for your industry and how likely are you to respond to them?

(e.g. allocate resources, invest)

The size of the bubbles is proportional to the number of related FinTech companies as assessed by the DeNovo platform

5

Level of importance

Likelihood to respond to the trend

Source: PWC Global Fintech Reoport 2016

More

@ 1 Solutions that banks can easily integrate or incorporate to improve and simplify
operations

@® 2 The move toward nonphysical or virtual channels

3 Simplified and streamiined product application processes to improve customer
experience

1
|
1
|
1
i
4 Increased sophistication in methods to reach, engage, and retain customers 1
5 Emergence of seif-service tools :
6 Digitalisation of cash- and treasury-management functions |
7 Increase of services and solutions for underserved consumers !
8 |

0 10 The rise of marketplace or peer-to-peer lending
11 Democratisation of banking and personal finance

12 Emergence of new options in mid-market funding such as crowdfunding

21



Relevant Trends in Payments and Fund Transfer

How important are these trends for your industry and how likely are you to respond to them?

(e.g. allocate resources, invest)

The size of the bubbles is proportional to the number of related FinTech companies as assessed by the DeNovo platform

:

Level of importance

Less

Less
Likelihood to respond to the trend

Source: PWC Global Fintech Reoport 2016

More

1 @ 1 Advanced tools and technology to protect consumers from identity theft, fraudulent
| transactions and account falsification

|
I
I
| @ 2 increased push for faster payments !
I @ 3 Riseof digital wallet adoption I
1 @ 4 Rise of next generation paint-of-sale solutions :
I @ 5 Proliferation of intemational/cross-border transfer platforms |
L2 5_Atermatvertaltpayment petworksand g ranster soutons_______ !
7 Increased adoption of contactiess technology for digital wallets
@ 8 Simplification of online-checkout experience
@ 9 Rise of peer-to-peer payment solutions
0 10 Increased value-added merchant service offerings
11 Blockchain

22



Relevant Trends in Insurance

How important are these trends for your industry and how likely are you to respond to them?
(e.g. allocate resources, invest)

The size of the bubbles is proportional fo the number of related FinTech companies as assessed by the DeNovo platform

g @ 1 Self-directed services
= @ 2 Usage-based Insurance (pay as you o)
@® 3 Remote access and data capture

I @ 5 New models of holistic advice (robo-advice) |
] ® 6 Granular risk andor loss quantification !
I~ 7 shift from probabilistic to deterministic model 1

@ 8 Connected health & medical advances

@ 9 Ride-sharing solutions

10 Robotics and automation In core insurance

© 11 Biockchain

Level of importance

1

Less

Less More
Likelihood to respond to the trend

Source: PWC Global Fintech Reoport 2016



Our Focus is on enabling FI's New #Digital Eco System

Electronics
devices

Fuel ‘ . ‘ Textiles & footwear
Real estate Pets . CONSUMER GOODS ‘

(buy or rent) [ )

Electricity & gas ‘ ADVICE p ‘ Auto .
P\S RO (buy and repair)
o Vibgy, %,

Food Electrical appliances

Home repairs .
’ .§<’ > N %0 Transportation
Home cleaning & care @ S ,p/\ & parki
. parking
RS Buying I
o S . Comparator %
Furnishings 99 2
Home security @
. Couponing,
Polymorphic ‘ Vouchering,
Payments Loyalty =
Health services @ E g N
- & ewspapers,
@ o ‘ magazines
Personal % 02 and books
and family 2\ =
insurance f& § @ Training activities
. < and education
S S
z S
Car insurance D-Market N

Place

o°
o

Flights Events
L )
Hotels / Sport Phone & internet
Leisure activities activities

Restaurants & bars

. Ecosystem-based service
‘ Large corporates

@ Retailer/SMEs/corporates

Source: Accenture, The Everyday Bank
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Ideal Customer Profile (ICF) in each Market
Segment

Figure 2
Most banks want to become digital banking leaders and are deeply engaged in the
transformation to get there Our Sweetspot
High 4
Digital is a bus}
Commitment to

digital strategy
« Clarity of vision

« Digital banking L 1 ®
leadership ambition Dlgntal IS a project
°
© o o e
®
Low >
Low Medium High

Digital transformation road map progress
« Customer experience

» Organizational transformation

« IT agility

« Cultural transformation

Source: AT. Kearney analysis
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1 Hco-exist

Build ecosystems,
and be part of other’s



#Disruption : Re-bundling of the Financial Institution

A
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Opportunity (or Thread): API" based Eco System
through regulation (PSD2) or competition (rebundling)

p e
Investing, trading & Remittances & FX
brokerage

> 3 N worldrenit  Xantox
€10 Connecting to 3rd parties and selecting the TransforwWao

é best offer / bidder for each service azimoz- CI""

b mﬂ"h‘ vl H\.\Y\ xoom

Core banking platform

Comvern v oo Owtn Tw Bars

 Wealth management ] J
Y o)
Customer Credit / Debit \
L 3
el hamdl =" b | pGreer
—n B e
i A N ool -

Baoh of s
Customer support _ > traxcpay |

/ P

PoyPot HSBC |

l.oans, Credit & Mongages

Kreditech  prosperP f I l

wor.gd - " toul ,
Rl $ ) Ctypto currendes
Crowdfunding Insurance
(&) FundingCircle D | | (equity and social) : xapo
Market  ZELendingClub KICK: TanTin @ coinbase

7

auxmoney % indiegogo (O triendeance | -=Bitbond
OnDeck » a g
¢ [ogKise,
e g | (S i)

* API= Application Programming Interface, see also: https://en.wikipedia.org/wiki/Application programming_interface



Building Eco Systems through APIs

Uber in 2014 Uber in 2015

Secca AEAY TV 14 PV
« = @ £

o Your loowton

vniTeo B

Heorme

e 244 Lelond Ave
OFTIONRS

via Sand Hill Rd

Save this pickup location >

Steve - Cadillac LM-3024 5.0 %

Will arive I 34 mens

Call Driver
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Banks have to choose a path to the future ...

Scenario 1
Digital CX

Scenario 2
Greenfield Digital

Scenario 3

Aggregator

Scenario 4

Omni-Channel

Digital
8 D

Wind Devices

g Built-for-Digital Banking Platform

Fintech Providers

Banking

8 D Services Fintech Providers
Aggregator
Fintech Providers

Omni-Channel
Banking Fintech Providers

Platform .

Fintech Providers

Mind Davices

31



API First and Platform Strategy to Aggregate and
Co-Exist with Fintechs

¢ ."‘\.ﬁo e

Extend the
Eco System




APIs | FI's Eco System and as Internal Co-
Creation Enabler

INTERNAL API PARTNER API
(Agility) (Collaboration)

OPEN API
(Innovation)

o



Product Offering | Alternative capitalization on
same Product IP

Part of Full Stack : Speed + Economics

No Restrictions : Flexibility + Control

34



tdecomplex
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Increase adoption
of digital channels




Current

Distribution . 40
Operations I20

Indirect
|15

=

Total
costs

Income

Cost/income
(EU average)
Cost/income
(N Europe)!

156

e
—

Vision 2020

I-

i
|
!

|1552°

[}
¥
'

I—1o 1020

|'i;7 15

Nz

40 155

1 For countnes like Northem Europe {Scandinavia, Netherlands) and for countries such as UK or Australia

Source: EFMA - Digital Transformation in 10 Building Blocks - to boost
customer experience and return on Equity. McKinsey

Disruption | Pressure on Cost Income ratio

Comments

+ Reduce branch costs: 30-50%
+ Increase call center efficiency
+ Rationalize ATM network

+ Streamline legacy systems
+ Rationalize applications

- Invest in mobile and web
— Invest in CRM and data

+ Streamline processes
+ Increase STP
# Reduce product complexity

* Adapt size of central functions to
new organization
+ Streamline processes

- Invest in more analytical, digital and

marketing skills and capabilities

+ New services and products
— Margin pressure due to increased
transparency and competition

36



Cost per user compared

[USD] 200

Tier 1/2 Bank

1.4 3,8 3,4
[ —_— —

eBay Facebook Google
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Digital Adoption: No friction, easy to onboard.

§ Kabbage Bemailus | sonow

Quaity i 3 Smple e

- - QQRM?
Instant Business Review Chve st aeisaes

Select a service that you would like us to review. Imporfant! Choose o service thot contains the most ve transactions. You only need one to qualify. You can add more loter to
potentially increase your line.

My business banks with...
Commonly Asked Questions
CHASE Q sankotAmerica® [l] vrusmnco (B PNC Mbank I —
P * What data is i ?
M REGIONS BB&T E Bank a citibank at Kabboge reviewing

» Does Kabbage support service providers

" AVY O s not listed here?®
‘a S(ﬁim hﬂxl. Compass FIrTe THIRD BANK

Don't see your bank? (lick Here v Privacy
Kabbage does not view or store
your login credentials.
My business processes payments or accepts credit cards using..

a Safe and Secure

Authorize Net QUARE We use bank-level security to keep
Paypal oTize @ stﬁp. SQU all your data secure.
My business sells on '@'mm:.

ebay  Qishopify  YAHOO! ~ amazon Etsy

My business uses...

@ GickBooks Xere M Fueiman
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Innovate on the Glass

Banking As
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Bespoke”?




Asset: Knowledge Development

I

] ‘_ )
FT Design Center m l‘l

APLACE HEERYE S E

TOGETHER.

Rolf Knoepfel & Patrick
Brunschwig, Migros Bank

EXPERIENCE
DESIGN

IMMERSION
AT 8012

IS A VERY GOOD
IDEAAND CAN GO
A LONG WAY!

Henning Gebert
Swisscom

CONNECTING
THE DOTS AND
UNLEASHING

THE POWER OF
COLLABORATIVE
DESIGN TO DRIVE
UNPRECEDENTED
VALUE ACROSS
BUSINESS,
TECHNOLOGY
AND OPERATIONS

DESIGN THINKING
IS PROBABLY THE
GREATEST GAME
CHANGER GIVEN
THE
COMPLEXITIES
AND CONFLICTS

WE DEAL WHH'IN

THE BANKING
WORLD

Michael Harte
Commonwealth Bank of
Australia




Industrialized Uls for Target Verticals
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e
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Netflix for Banking: Everywhere

NETELIX
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Seamless Experiences despite the Technology
and Organizational Silos




Enabling Technology



Tailored Experiences through SDKs and Extension
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Leave home by 4:30 pm

Driving From home

Arrive S0 min early

British Airways BAO?2

Scheduled - depai ) hours 56 Mins

| ON >



Harvest Data Insights: Contextual Banking

Situation
(What do | have?)

Analysis
(How am | doing?)

(What should | do?)

Best Next Advise

Avice [l

Execution
(Do it!)
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Machine Learning make interactions smarter
and very context aware.

Insight from - Historical perspective )
the device and sensors | ’—J from systems of record
« Location « Purchasing history
« Direction « Order status
- Identity - Shipment notification
8 Preferences ~ = ~ ;il:.rgﬂly chain inventory
DL » Customer records )
— T ——
_ Public-as-a-service
capabilities
Predictive analytics dellvers: ', +Mapping
- Optimized choices ¢~ - Augmented reality
. Data-driven offers '> « Location-based services
- Customer buying trends | » Network access
- Commodity price futures \ - Payments /
« Supply chain capacity -
Smart products Y 2
= Health data

« Usage Information
« Personal insight
= Action alerts

Resulting in context-rich experiences:
«“Situational interfaces”

- Location-aware services

» In-the-moment special offers

« Real-time business intelligence

=« Customized services

Sour ce: Forrester Research,“Mobi | e | s The New Face O Engagenent ” report.
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http://www.forrester.com/Mobile+Is+The+New+Face+Of+Engagement/fulltext/-/E-RES60544
http://www.forrester.com/Mobile+Is+The+New+Face+Of+Engagement/fulltext/-/E-RES60544
http://www.forrester.com/Mobile+Is+The+New+Face+Of+Engagement/fulltext/-/E-RES60544
http://www.forrester.com/Mobile+Is+The+New+Face+Of+Engagement/fulltext/-/E-RES60544
http://www.forrester.com/Mobile+Is+The+New+Face+Of+Engagement/fulltext/-/E-RES60544
http://www.forrester.com/Mobile+Is+The+New+Face+Of+Engagement/fulltext/-/E-RES60544
http://www.forrester.com/Mobile+Is+The+New+Face+Of+Engagement/fulltext/-/E-RES60544

Outside In: Intellect’s Contextual Digital Platform

OMNI-CHANNEL/API intellect

Corporate/Customer % @ FAE0

INTERACTION DIGITAL SERVICES

it E_,E' é} @ Oﬁ intellect

Design for Digitsl

I INTEXACTION PREDICTIVE ANALYTICS

R DOQ

SYSTEMS INTEGRATION

@ [daliect
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Faggregate

-l

3

'To remain relevant,
become a platiorm



Wishlist customer

Desired Feature Precieved Value

Pay a merchant in-store or online

Vew all your loyalty cards / points

Enroll a new bill payee by taking a bill photo

Make an appointment in a nearby branch

Highly Valuable
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Hierarchy of Needs applied to Financial
verticals’ customers

INSIGHT ’a
HowAm I Doing? (e TN Uy

FORESIGHT
What Should I Do?

-
- .

OVERSIGHT
What Do I Have and WhereIs it Going?
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Threat: Aggregated or be aggregated.

12:38
Updated on Nov 22 at 1:34 PM
oy .
mintcon
Accounts T
CASH $126,569.81 ?:
My Checking $16,846.47 St
Well Fargo Co!
My Savings $1,598.20 21
Customer Central Bank Life
Spending $552.84  Dil
Capital One 360 Pay
Travel $151.73 Cc
Capital One 360 Co!
ING Direct US $107,42057 Ta
THRIVE Chequing Account Pay
CREDIT CARDS $10,718.25 m

@O® 6 "

12:38

Updated on Nov 22
BUDGETS at 1:45 PM

AUGUST 2013 $600 Left

|
oo

AUTO & TRANSPORT

Gas & Fuel $300 Left

$20 of $350

Parking $50 Left
$25 of $75

FOOD & DINING

Fast Food $25 Over

$125 of $100

12:38
Updated on Nov 22 at 1:34 PM

Tt.com

NOVEMBER

Top Spending

[ 52
B §1940

) $1,814

Bills & Utilities

$1,305

Travel

$983
Business Services
B $446
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PFM and BFM: Financial Well Being

Worth Assest Liabilities
BUS"‘IGSS WOI’th $163,816 $384,755 $220,934

Analyze your business worth of the  Last T montte Vv

9
Assars and habiters ﬂ = »

Show Asnts anc Linbisies v Show Tomt Net Woah v

4384000
$320.000
$256.000
$152 000
$128.000
$44.000
10
Febiranry 2018 Masch 20148 April 201%
$ 359 1 s $ 384, 7%0
$222504 $22084 3220934
116,749 S22 S18L %16

| own | owe

$384,750 $220,934




PFM and BFM: How am | doing compared to

others?”?

Stefano E.
edit profile

COMPARE

Food Supplies

Kitchen Supplies
Drink Supplies
Other Supplies

Rent
Utilities

Taxes

. "A.I
55
m Other restaurant owners In Rome, 15
employees

$3,897

51,806
$1,656
$1,310
$1.314
$777
3751
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Sell into Self Service

channels, and Improve

Conversion in Origination



Disruption | Margin Pressure

Digital attackers disintermediate profitable customer-facing
businesses and avoid capital-intensive areas.

M Origination and sales
M Balance-sheet provisioning'

Share of Share of after-
revenues, % tax profits, %

Return on equity, %

22
6
Top two profit generators,

2014, before risk cost, $ billion

Asset management
and insurance*

Transactions
and payments 483

577

'Revenues generated by carrying loans and other assets already sold and sitting on the books.

“Asset management includes investment and pension products. Only insurance sold by banks is included.

Source: Analysis and data provided by Panorama (a McKinsey Solution)

MeKinsey&Company
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eCommerce for Banking
Operate Self Service Channels with Amazon-like
mindset
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bCommerce and Digital Marketing

Pervasive analytics, a real-time marketing engine and advanced
multichannel integration can more than double conversion rates

Customer Analytics Marketing Engine Multichannel Interaction

— Continuously updated — Next best offer based ~ Real-time proposition
customer data on real-time inputs and — Customized paths based
collection through micro-segment features on micro-segmentation
all channels and actions prioritization (fFocus on pre-design

~ Dynamic segmentation (business rules) customer experience for
and micro segmentation ~ Focus on moments each micro-segment)

of truth - Cost optimization

and channel capacity
evaluation




bCommerce: Campaign Management

0 CAMPAIGN DETAILS ‘ AUDIENCE SELECTION 3 CREATE OFFER

CHOOSE A STRATEGY

B AL e O E W

BOOST
OFF-PEAK

BOOST OFF-PEAK

1HOg & televart pedod In yout Industry

AVAILABLE (DAYS) TIME WINDOW
Every Day AV C O
00 17.00
GENDER PRICE SEGMENTS OEMOGRAPHIC
Any N 'T 'T O O
10 yesrs 65 yonrs
Hign Modumr Low

272
o



Spending in Marketing Technology

Bank and Credit Union Spending on Marketing Analytics
and CustomerData, 2012 to e2017

(USS millions)
Source: Aite Group
$3,171
32,986
$2,788 3407

$2,600 $389
52,491 5372

2012 2013 2014 e2015 €2016 e2017

Customer
prospect
data

= | arketing
analylics
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Htimetoconnect

Emasscustomize

A-la-carte and
Full Outsource



This is why they buy: Time-to-Market




Why the Intellect Digital solutions: Mass Customized







Digital Product IP Superstore, or In-Store







AN

Summary

Customer Centric approach: Context Awareness
will drive Interactions

Deep focus: We have Product IP and Knowledge
to get this right.

Solutions are attached to customer’s business
pains and ambitions.

Validated: Perfect Product-Market Fit.

Targeting segments with: best-of-breed and full
stack.



Our Ambition

Help Financial Institutions to Accelerate their

Digital Transformation through Productized Technology- and
Design Innovation, and make them True Customer Centric,
Business Aware and Emerge as a FinTech Leader.
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