Strategic Sales Engagements
“Deal as a project vs deal as a process”




Strategic Sales Engagement -

Goal definition
Support the achievement of iGTB ‘s Strategy to drive global growth by delivering:

»Solutions architecture of market-centric and client-centric solutions, where IGTB product and services assets are
leveraged across product groups to achieve greater value for clients and iGTB overall.

> Sales support and education to drive the initial execution and delivery of strategic solutions across iGTB focus
Markets

»Client Engagement support for strategic positioning of iGTB solutions and product strategies for defined
transformational journeys across Emerging Markets

»Engagement and Market Enablement procedures that improve linkage and cooperation between internal
Intellect teams and enables alignment of market goals and objectives across Markets Geo with iGTB product
groups and the solutions offered.

»Measureable results in market and client engagements that lead to incremental TCV and revenue growth across
the emerging markets through innovation and solution-centric sales strategies and solution architecture.



Strategic Sales Engagement
Key Objectives

« Increase Sales capability and subsequently account revenue contribution to iGTB/Intellect growth
objectives (increased wallet share)

« Direct support for strategic client engagements

- Sales education on key strategic offerings and positioning of iGTB strategies and assets mapped against
the defined strategic and business requirements of a bank

« Transform sales approach to a more solution-oriented approach
* Proactive approach led by Thought leadership and industry vetted point-of-view

« Strategic differentiation in solution design based upon aggregate solution capabilities (asset leverage
across product groups, with focus on Digital & Payments)

« Design Solutions Architecture for key accounts that aligns with strategic imperatives and business
objectives
- Elevate relationship coverage and perception of iGTB/Intellect in key accounts to become a
strategic partner (instead of a technology vendor)

« Identify the asset and capabillities gaps that need to be both strategically and tactically filled to
address the market segment (Geo or Business Segment) specific requirements that will fuel the
growth



Strategic Sales Engagement

Focus area
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Strategic Sales Engagement ace
Key enabling capabilities

Functional Resource Primary Role

-~

Evangelize, Enable, Educate, Activate, Deal Support, Sales Support \
Sales Training/Education with all GTM Channels and Sales Support for
Strategic positioning and solution offerings. Primary role is to
generate/qualify opportunities for solution offerings and lead strategic deal
engagements

Strategic Solutions Executive

(Deal and Engagement Architects) " Consultancy

& Education
SME, Positioning, Deal Support Triage

Provides business/operational subject matter expertise support
for each area of banking operations represented in the overall
solution component model. SME support for solution

,  opportunity generation
Provides Technical architecture support for
translation into solution specifications for each
solution component (products/services) represented
in a solution offering.

Solutions Architect
(Business Solution Architects)

\_

Technical Architecture SME’ s
(Product Groups, Architecture)

Delivery of Solution. Also,
sizing delivery scope for
proposals and service delivery
benchmarking

Solution Delivery
(SDU)



Account Planning and Engagement ace

Need to understand the needs, pains and goals of our customers and prospects

{0\ THE ENEMY

YOU KNOW YOURSELF
THE QUTCOME OF THE BATTLE
HAS ALREADY BEEN DECIDED.
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Account Planning and Engagement

Research, analysis, synthesize and define plan of approach

CUSTOMER JOURNEYS

CORPORATE & INSTITUTIONAL BANKING: DISCIPLINED GROWTH
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* NAB StarXchange: fully automated, institutional global FX

* NAB Connect FX dealing hours and deal limits extended,

84% of all SME & Corporate sales booked electronically

* Electronic market making and risk management extended

across Emerging Market currencies and swaps

FICC BUSINESS MODEL SIMPLIFICATION

* Changes in trading, sales and support functions to digitise

processing and adapt to regulatory changes

* Increased digital trade booking and processing for fixed

income, FX and Interest rate derivatives

* Streamlining and automating workflow
* Markets business migrating from >14 legacy systems to 2

main systems over next 18 months, $138bn value of fixed
income trades migrated so far

CORPORATE & INSTITUTIONAL BANKING: DIGITAL & SIMPLIFICATION INITIATIVES
FICC DIGITAL INITIATIVES

NAB DIGITAL FX TRANSACTIONS AS SHARE OF TOTAL
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FICC DIGITAL CUSTOMERS BY SEGMENT

100,000+

~600
1&0@0
Retail & Micro Small & Medium Institutional & Large
Business Business Corporates




Account Planning and Engagement -

Understand the plan and define strateqy, manage the process

« WHAT

« What are we proposing?

* WHY

« Why is this an issue in the market?
« Why would the bank buy the proposed solution
« Why would that be good for iIGTB

* HOW

« How are we going to engage with the bank

 WHERE

« Where in the bank and who do we need to engage

 WHEN

« When is the bank budget cycle
« When do we aim for the closing of engagement




Account Planning and Engagement
Strategic Design Thinking and Engagement with prospects leveraging FT8012
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