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Safe Harbor Statement

Certain statements in this releaseconcerningour future prospectsare forward-looking statements. Forward-looking
statementsby their nature involvea numberof risksand uncertaintiesthat couldcauseactualresultsto differ materially
from market expectations. Theserisksand uncertaintiesinclude,but are not limited to our ability to managegrowth,
intense competition among Indian and overseasIT Productscompanies,various factors which may affect our cost
advantage,suchaswageincreasesor an appreciatingRupee,our ability to attract and retain highlyskilledprofessionals,
time and cost overrunson fixed-price, fixed-time frame contracts,client concentration,restrictionson immigration,our
ability to manageour international operations,reduceddemand for technologyin our key focus areas,disruptions in
telecommunicationnetworks,our ability to successfullycompleteandintegratepotential acquisitions,liability for damages
on our servicecontracts,the successof the companiesin which Intellect DesignArenahasmadestrategicinvestments,
withdrawalof governmentalfiscalincentives,political instability,legalrestrictionson raisingcapitalor acquiringcompanies
outsideIndia,unauthorizeduseof our intellectualpropertyandgeneraleconomicconditionsaffectingour industry.

Intellect DesignArenamay,from time to time, makeadditionalwritten andoral forward-lookingstatements,includingour
reports to shareholders. Theseforward-looking statementsrepresentonly the /ƻƳǇŀƴȅΩǎcurrent intentions, beliefs or
expectations,andanyforward-lookingstatementspeaksonly asof the date on which it wasmade. TheCompanyassumes
no obligationto reviseor updateanyforward-lookingstatements.



3

Purpose

INTELLECT 2.0 ς2018-2021 

To provide Large Enterprise Grade Composableand 
Contextual solutions driving higher business growth, 

reducing cost and risk on sustainable basis.



4

Our Belief of Industry today

Å Supporting 4 generations 
of Technology

Å Exponential growth of 
Financial products creating 
complex mesh

Å Global Ecosystem with 
Fintechsand increased 
regulations

3 dimensional complexity 
for the bankers today

Å With Intellect Open Finance Platform having  250+ 
tŀŎƪŀƎŜŘ .ǳǎƛƴŜǎǎ /ƻƳǇƻƴŜƴǘǎόt./Ωǎύ ŀƴŘ  фллҌ  !tLΩǎ 
on Unified Data Model and Low coding Platforms, AI/ML 
algorithms, we can accelerate the digital journey in half 
the time and cut the Total Technology cost by 3  to 5 
times.

Å LƴǘŜƭƭŜŎǘΩǎ Ƴƻǎǘ ŎƻƳǇǊŜƘŜƴǎƛǾŜ ŦǳƴŎǘƛƻƴŀƭ ǇǊƻŘǳŎǘǎ ǿƛǘƘ 
600 fine grained User Journeys using Design thinking 
approach across Core banking, Lending, Credit Cards, 
Central Banking, Payments, Liquidity, Collections, Trade, 
Supply Chain Finance, Treasury, Underwriting and 
Wealth drives Agile composablesolutions within weeks 
compared to months in the market.

Our Proposition
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Intellect ïBuilding an Institution

Principles of Intellect as a sustainable Institution

Strong Culture of 
Design Thinking 
provides continuous 
drive to spot 
Unstated needs of 
the market with deep 
technology research.

1

Calibrated, Sustained 
and Profitable 
growth with high 
impact to Customer 
business.

2

Smart and Collaborative 
team of deep Market, 
Banking, Technology and 
Process experts 
(connected Intelligence) 
with long term purpose 
of Simplifying Banking 
systems by application 
of Composable and 
Contextual technologies.

3

Contribute with our 
time - not just money 
- to underprivileged 
Society as well adopt 
environmentally 
sustainable Practices.

4
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Intellectôs Journey

INTELLECT 1.0 ς2015-2018 INTELLECT 2.0 ς2018-2021 

Phase of growth and investment ςSeveral 
Products were in Stage # 2 and # 3
Å Investments in Product development ςCumulative 

investments over Rs. 1,250 Crs

Å Investments in Sales & Marketing  - Brand building, gaining 
Market acceptance, winning Analyst endorsements  -
Cumulative investments over Rs. 2,000 Crs

Å Investments in building Leadership bandwidth and building 
expertise 

ÅExpanding Customer footprint ςSharpening execution

Acquiring 

marquee logos 

Recognition as 

Category Leaders 

Winning key 

deals 

Resulting in

Industrialization, Monetization and 
Customer Centricity 
ÅAim is to move more Products to Stage # 4 and # 5 

Å Industrialization ςScaling

Making processes robust and repeatable

Ensuring D-3 OTIF, defect free delivery 

ÅMonetization ςUnlocking the value of IP 
investments

Better Pricing and Revenue realisation

Alternatives in Pricing models to maximize 
revenue 

ÅCustomer Centricity ςFostering rewarding 
partnerships
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5 Stages to drive Sustainable and 
Scalable Product Business

Building a product 
around an identified 
market need

Winning first 
reference

Design branding and 
marketing; Acquire first 
10 Customers

Aggressive Selling 
and Premium pricing

Partnerships, Strategic 
Alliances and Mining

It takes 3 years to move 
from Stage 2 to Stage 4.

Over 60% of our product 
investments deliver to 
this time frame.

Life Time Value (LTV) of one 
successful product is typically 
$100 Mn to $500 Mn.

01

02

03

04

05
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Intellect Value Framework
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Intellect Value Framework

C1

Technology 
Capital

C2

Customer 
Capital

C3

Brand and 
Sales Capital

C4

Talent 
Capital

C5

Execution 
Capital

C6

Finance & 
Risk Capital

²Ŝ ōŜƭƛŜǾŜ ǘƘŀǘ ƛǘΩǎ ŀ с ŎŀǇƛǘŀƭ ŎǳōŜ ǘƘŀǘ ŘǊƛǾŜǎ ǾŀƭǳŜ ǘƻ Lƴǎǘƛǘǳǘƛƻƴ ōǳƛƭŘƛƴƎ ŀƴŘ ƛƴ 
turn drives value for all our stakeholders - Customer, Associates and Investors
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Technology Capital
Being a Technology Company, Intellect has 4 exponential 
technologies, 12 products and 4 Platforms.

C1
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Technology Edge - Low Coding Platform

7 Areas of driving Enterprise Grade Application

C- Customer Experience technologies (Canvas and Turmeric)

O- Operation Excellence Technologies (Turmeric and IDX)

P- Performance (Cloud and MACH)

A - Analytics Technologies (Canvas and FDS

R- Proactive risk management technologies (FDS Platform)

I - Integration Technologies (Turmeric)

S- 5 walled security technologies (ARX)
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Technology 
Stack

Products Marketplace -
FinTech Ecosystem

CloudData Model 3rd Party 
Participants 
+ FinTechPlatforms

Evolution from Technologies to Marketplace



Technology shifts that favour Intellect
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Shift from 
On Premise 

to Cloud

Shift to Open 
Architecture

APIs as medium of 
Data Exchange

Segregation of 
UX Layer from 

Business Logic ς
Headless Architecture

MACH as defacto
standard

Predicting Trends 
and Investing 
proactively

Emergences of 
Fintechsand 
Market Place
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The Complete Data Insights Technology

D
A
T
A

S
O
U
R
C
E
S

Leverage Data and AI as a Service through API 
D
A
T
A

C
O
N
S
U
M
E
R
S

Scale Cloud/
DevOps

Intelligent Web 
Extraction (IWX)

D1

Intelligent 
Document 

Extraction (IDX)
D2

Customer 
Data Lake

D3

Big Data

D4

Data Accuracy

D5

Data Science Algorithms

D6

Data Governance 
& Package

D7
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iTurmeric Technology ïEnabling the Ecosystem

.ŀƴƪΩǎ 9ŎƻǎȅǎǘŜƳ

Payments

Back Office 

Channels

Χ

Ecosystem
Marketplace Fintech ISV Partners

Core Lending Cards Corporate
Commercial 
Origination

Others..

API Exchange API Studio
Experience 

Studio

Turmeric
Integration & 
Orchestration 

Studio

Developer 
Sandbox 

T1 T2 T3 T4 T5
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iTurmeric Technology ïMarketplace Enabler

Intellect 
Products

IDC

IDL

LMS

Payments

Trade Finance

SCF

Capital Alpha

Χ

.ŀƴƪΩǎ .ŀŎƪ hŦŦƛŎŜ {ȅǎǘŜƳǎ
GL

AML

CRM

Χ

T1
API 

ExchangeT3
Experience 

Studio

T2 API Studio

T5
Developer 

Sandbox

T4 Integration Studio

Open 
Banking

CorporatesOmnichannel UX DevelopersFinTechsPartners

+
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Intellect Fin Cloud ïReference Architecture

Containers

Host Management

IAAS
C1
Infra

Provisioning
C2

Provisioning

Security

Operating Systems
C3

Runtime

Storage

Orchestration & SchedulingC4
Orchestration & 
Management

Service Mesh

C6
Observability

Logging

Monitoring

Tracing

Datastores

C5
Application 

Development

Data
Warehouse

Streaming Languages & 
Frameworks

API 
Gateway

CI / CDRepo / 
App Defn 

Container 
Registry +
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Reference Architecture ïC5 Application Development

Datastores

C5
Application 

Development

Data Warehouse Streaming Languages & 
Frameworks

API GatewayCI / CDRepository / App Defn Container Registry



Products 

How do Intellectôs Products differentiate? 

Functional depth
and breadth

Comprehensive repertoire of 
PBCs ςPackaged Business 
Components that also make 
them 'composable'

Technology

Differentiated through unified 
architecture, MACH compliance 
ςMicroservices based,  API led 
design, Cloud nativeand 
integration with other 
products/ regulatory ecosystem

Contextual Solutions

Contextual, curated solutions 
that address the specific Market 
needs of a customer, rather than 
as a generic product offering

19



Products 

IDC

Digital Lending

Digital Cards Wealth

CBX

Liquidity

DTB

Payments

Trade & SCF

Treasury

Underwriting

Quantum



Products and Platforms
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45 customers 
56 countries 
$ 4 Trillion cash every year

Liquidity

DTB/
Cash Power 

22

60 Customers in Middle East and Asia 
Launched on Azure Cloud in August

Intellect 
Quantum

Powers 11 Central Banks across continents.  
Undisputed category leader in Central Banking

Proven with Advanced Market customersPayments

iKredit360/
Lending

Launched earlier this year, 
Registered wins in ResursBank in Sweden 
Win in a leading private sector bank in India

Digital 
Core

Wins and Installs in India, Asia and Africa
Set our footprint in Europe with Resurswin. 
Digital Banking live in Canada and in Middle East

Underwriting
Powered by AI/ML led  Fabric Data Services and IDX 
Live in Top 10 US P&C Carriers

3 Products - emerged as Category Leaders Products/Platforms - would power Next Growth Cycle

GeM
Platform powering Indian Government's eMarketplaceinitiative 
demonstrated robust growth in GMV in FY21 and first half of FY22 
Poised for further acceleration in the next couple of years. 



22

Platforms

iKredit360

1

CashPower 22

2

Xponent

3

GeM

4
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Customer CapitalC2
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Customer Capital

ÅCustomer is where Intellect belief meets the reality of Value creation.

ÅWe love Demanding Customers who challenge our  limits of Imagination and 
ǘƘǳǎ ŘǊƛǾŜ ǘƘŀǘ Ψ9ŘƎŜΩΦ

Å Intellect Products have been chosen leaders of each market which ensures 
comprehensive Functional depth and Architecture.

ÅHigh NPS scores drives Product Referencabilityin the market leading to 
higher growth.

ÅMore Customers drives higher Product Maturity  thus reducing 
implementation cycle time leading to higher growth and higher margin.

ÅCustomer Life Cycle revenues for top 20 customer ranges between 100 
Crores to 500 Crores over last 7 years.



Customer Assets
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260+ Active 
Customers

Customers more than 
$ 1 mn doubledfrom 

FY15 to FY21

Customers more than 
$ 3 mn nearly trebled 

from FY15 to FY21

Customer Stickiness
Existing customer base 
accounted for over 80% 
of revenue in any year

Strong Cross-sell 
20% of our active customers 

generated revenue from 
more than one product

Consistent and 
progressively increasing 
NPS scores with major 

Customers

$ 76 MN Revenues from 
Top 10 Customers 

in FY 21

$ 111 MN Revenues from 
Top 20 Customers 

in FY 21

Average first year revenue 
realization from new 

Customer acquisitions has 
been around $1m 
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Lifetime Value of Key Customers

*All figures in USDô 000s represent cumulative revenue from FY15 till that year end
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Lifetime Value of Key Customers
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Brand and Sales CapitalC3
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Brand Capital

ÅAbility to win large and prestigious deals in Advanced markets.

ÅCreated new Fresh Premium brand for Enterprise grade products 
among chosen 1000 Bank and Insurance market.

ÅCreated Intellect GTB Oxford School of Transaction Banking to drive 
Thought leadership  - led by  Andrew England, our Board member.

ÅExhaustive Coverage of all 12 products among 10 Global analysts.

Å40% Pull leads landing by direct calling by Prospects

ÅHealthy qualified Deal Pipeline of 4,875 crores and many more Leads.
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Accolades

Å#1 in Retail Banking, #1 Corporate Banking and #1 Insuretechby IBS 
Sales League Table 2021

Å#1 In AI/ML platform by Novarica.

ÅWon 7 awards for creating value for our customers in last 18 months.

ÅLiquidity, DTB and Quantum Banking in Leadership quadrant
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Global IBS Sales League Table 2021

Å BestRetailPaymentsSystemimplementation: BestAdoption of Tools& Governance@JanataBank

Å Most EffectiveDigitization/ PaperlessInitiative: BestProjectImplementation@JanataBank,JBLLtd

Å BestTransactionBankingImplementation: Most Impactful Projectfor @Vietcombank

Å BestTransactionBankingImplementation: BestAdoption of Tools& Governance@Bankof Bahrain

andKuwaitB.S.C.

IBSiFinTechInnovation Awards 2021



Intellect Design - PSH (Payments Services Hub) rated "LEADER"in The Omdia
Universe: Selecting a Payment Hub

Intellect Design - Capital Sigma and Capital Cube rated as "Category 
[ŜŀŘŜǊǎά ƛƴ ChartisFinTechQuadrant

Intellect Design rated "Global Players" (Among Top 8 Globally) in Forrester Global Banking 
Platform Deals Report

Contextual Banking Experience (CBX) amongst Top 5 Corporate Digital Banking Platform 
providers
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Intellectôs Market Opportunity ïAmericas 

ÅThe US Market presents opportunities for HyperscaleCorporate Banking OS/ 
Liquidity/Virtual Accounts/ Escrow and Data/ Underwriting 

Presents a $ 1b opportunity

Recently won deals for Liquidity/ Escrow Digital with Tier 1 Banks in the US, 
on a true cloud native , API led architecture deployed in a Hyperscale cloud. 

Gone live in a record time with one of such banks

ÅData/ Underwriting have acceptance amongst the Top 10 P & C Carriers -
across the value chain - Data Intake / triangulation and enrichment 

Strong pipeline and pursuits / POCs in progress for Data and IDX . 

Market size of Data/ Underwriting in the US - about 150 P&C Insurers @$1m 
per account. 

ÅLeadership in Payments product in Canada through  recent wins and dominate 
the Cards market in Chile in LATAM - with multiple customers including a Global 
retail chain. 
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Intellectôs Market Opportunity ïEurope

ÅEurope has been the forte for the iGTBBusiness, with customers 
in the UK. 

iGTBexpanded its footprint to Spain , Sweden, France and Austria , building 
a strong reference for Liquidity, Payments and  Trade Finance. Set to expand 
further into the Nordics as well.  

The Digital Portfolio of  CBX , VAM/ Escrow, Liquidity  has a similar market 
potential as in the US

ÅActive funnel for IDC with Intellect figuring in the last 2 in a few deals after 
the go-live of Cater Allen on Cloud , fully compliant with Security and GDPR 
regulations. Recent win with Resurs, Sweden for a unique Sales Financing 
opportunity

ÅGrowth for Digital Lending in Europe:Wona Point of Sale Lending deal with 
the second largest European retailer, Otto, deployed on the cloud, after a 
rigorous evaluation and POC. Opened up new avenue for growth for Lending in 
Europe. 

Å Insurance: Underwriting product to be focused in this market next year.

ÅLarge ongoing engagement with a Wealth Management business in the UK
which is set to scale up further
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Growth Markets (Middle East, Asia and Africa)

Å Digital Transaction Banking (DTB) is the clear Market leader
with nearly 50 installations across Growth Markets. Top 8 of 9 
Banks in GCC are Intellect customers

Å Lending suite from the iGCBBusiness, RM Office from the 
iWealthBusiness and Capital Cube / Treasury from the iRTM
Business have significant presence in these Markets with 
referenceableinstallations across geographies. 

Focus to further expand their presence to more countries/ 
more Banks in countries with existing installations



ÅVery seasoned and senior sales Leadership closer to Customer.

ÅLondon Office is staffed with over 50 senior profiles for catering to Europe business at the 
Financial district of  Canary Wharf.

ÅUS Office is led by UppiliSrinivasan and Jim McKenney  staffed with over 30 Senior leaders -
operates from New jersey owned office.

ÅCanada office is led by Syed Quaderand has more than 40 leaders driving focussedgrowth
in the market.

ÅDubai office is led By Rajesh Saxena and BaneshPrabhu and hosts more than 40 leaders for 
covering Middle east and Africa

ÅSingapore Office is led by Jaideep Billaand has more than 25 leaders to drive growth in 
Asia pacific

ÅSydney Office led by Anil Verma and has focused team of 6 members.

36

Sales Capital
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Partnership Ecosystem

Strategic 
Partners - IBM, 
Microsoft, AWS, 

Hexaware

Country specific 
Partners in 18 

countries

25 partnerships 
with Fintech 
companies



Real, Rich Funnel
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The current funnel of Intellect (INR Mn)

41,490 ($ 560 mn)
is accounted by 156

opportunities

Q2 FY2248,084 ($649 mn) 46,302 ($ 628 mn)

38,118 ($ 517 mn)
is accounted by 150 

opportunities

Q1 FY22 40,181 ($ 540 mn)

30,285 ($ 407 mn)
is accounted by 117 

opportunities

Q2 FY21

DESTINY DEALS

# OF DEALS

AVG DEAL SIZE
INR (mn)

% TO TOTAL 
OPPORTUNITIES

Q2 FY22

54

414 ($ 5.6 mn)

62%

Q1 FY22

50

412 ($ 5.6 mn)

62%

Q2 FY21

41

446 ($ 6 mn)

53%
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Talent CapitalC4



40

ÅThe foundation of Intellect is about people who have not written their resume in their 
life or after they joined Intellect!

Å Intellect celebrates talent with ability to challenge status quo and commitment to deliver 
the new belief.

ÅTwo Institutional frames - 35 member Partnership Council to drive next 3 year agenda, 
110 member Corporate Executive council to drive next 12 months agenda and 600 
Konarksto drive high performance culture.

Å Intellect enjoys the learnings from 29 nationalities, as of today

Å Intellect deep customer impact emerges from more than 1500 profiles having more than 
10 years Fintech experience.

Å Intellect has more than 900 researchers working in R&D building cutting edge 
technologies. The average experience of R&D team is more than 8 years.

Talent Capital
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Board of Directors

Anil Verma
Executive Director

Abhay Gupte
Independent Director

Arun Shekhar Aran
Independent Director

Andrew England
Non-Executive Director

Arun Jain
Chairman & 

Managing Director

Vijaya Sampath
Independent Director



Prabal BasuRoy
Advisor to Chairman
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Pradeep Kapur
Strategic Advisor

Strategic Advisors

Andrew England
Director & Head of Strategy, 

UK, iGTB

Dave Ravell
Growth Advisory Board, iGTB

Swarup Choudhury
Strategic Advisor

SanjeebChaudhuri
Growth Advisory Board, 

iGCB

Vikram Sud
Growth Advisory Board, 

iGTB

Theodore Roosevelt 
Malloch

Growth Advisory Board, 
iGTB
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Manish Maakan
Chief Executive Officer

Intellect Global Transaction 
Banking

Jaideep Billa
President, 

Wealth Management

TV Sinha
Head ςTreasury and 

Capital Markets 

Rajesh Saxena
Chief Executive Officer

Intellect Global Consumer
Banking

Arun Jain
Chairman & 

Managing Director

BaneshPrabhu
Chief Executive Officer, 

Intellect SEEC

Anil Verma
Executive Director

DebanjanKumar
Chief Executive Officer, 

iDigital

Leadership Team
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DebalDutt
Chief Marketing Officer

Ramanan SV
Chief Executive Officer,
India and South Asia

Sudha 
Gopalakrishnan
Global Head ςQuality  

Kannan Ram
Global Head- Partnerships 

and Alliances

Padmini
Chief Talent Officer

Krishna Rajaraman
Chief Technology Officer

VenkateswarluSaranu
Chief Financial Officer

Leadership Team
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ÅDesign Thinking in our DNA

ÅPassionate about R & D/innovation

ÅLakshya, our visioning exercise

ÅCircle time: Encourage diverse thoughts but keep the 
tribe together.

ÅThe most approachable leadership

The Intellect Way of doing things.
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Execution Capital
C5
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Principles

ÅBased on design Thinking principle. Last 2% detailing drives 
200% throughput.

ÅComprehensive Delivery excellence Framework -D1-D7 
Framework

ÅDriving reduction in Digital Transformation cycle time 30% year 
on year by application of design thinking.

ÅExtremely low defect density post go live.

ÅDriving partnership led implementation methodologies.

Execution Capital
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Finance CapitalC6
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Finance Capital

Business 
Growth

Focus on
ARR Growth

Cash Flows

Investment 
Thruput on 
R&D dollars

Driving 
EBITDA 
Growth
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ÅLarge deals signups and focus on Destiny deals resulted in accelerating revenue 
Growth to 22%. 

ÅZero debt Global Fintech Company. Net cash moved from Net Debt of 114 Cr
to 257Cr positive.

ÅHigher quality execution drives higher license linked revenues growth of 55%.

ÅCloud/SaaS/AMC helped in driving ARR growth of 74% over 8 quarters
όруо /Ǌ ƛƴ vнΩнн Ǿǎ оор /Ǌ vнΩнлύΦ

ÅInspiteof complete technology stack, the total Technology assets (Capitalised
Assets stood at 191 cr and under WIP at 348Cr as on Sep 21). 

ÅEBITDA grew to 419 Cr as of Sept 21 from just 95Cr. during Sept 19

ÅPAT grew to 315Cr from 43 Cr in Sept 19.

Its time to get to Financial Numbers..
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QoQ Financial Highlights
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LTM Financial Highlights
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In Summary
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ÅWe continue our strategy of Calibrated Growth with predictable profitability

ÅGoing deeper with Strategic Customers

ÅGetting wider with more customer in existing market and 

ÅGetting wider with platforms in new markets

ÅBuilding Network of Partners for driving platform Growth

Summary





Intellect 
Technology Day II 

iGTB

Manish Maakan, CEO
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AGENDA

A
iGTB

PRODUCT

PILLARS

B

MARKET

TRENDS

C
OUR NEW

BUSINESS

PROPOSITION

D

WHY

WE WIN
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#1 Partner of Choice for Digital Transaction 

Banking & Corporate Liquidity Management 

Transformation Programs

iGTB is Powered by Composable, 

Contextual & Hyperscale Technology 

Architecture

Digital Transaction Banking
Worldõs First Integrated Digital Transaction Banking Enterprise 

Platform delivering Omni -Channel Cash & Trade Product Processors

Liquidity Management Platform
Corporate Treasury Exchange to manage Domestic & Cross Border 

Liquidity, Investments & Corporate Deposits including Virtual Accounts 

& Escrows

Contextual Banking Experience
Composable, Contextual & Hyperscale Customer Experience Digital 

Platform to manage Corporate Cash & Trade

Payment Services Hub
Unified Payments Platform Optimising critical Business Interactions ð

Leveraging Context Aware operating system

Trade & Supply Chain Finance
Digital 360 Platform enabling Integrated Trade & Supply Chain Finance 
with Collateral & Limits Management ðEnabling Open Networking

Our Investments in Modern Cloud Platforms
Ready to Fast Forward to Digital Next

iGTB

PRODUCT

PILLARS
A



# CUSTOMERS

60
# COUNTRIES

34
ANALYST COVERAGE

COMPETITION

(Asia)

ARCHITECTUREKEY FUNCTIONALITY

#1 most comprehensive integrated transaction 
banking solution globally

No other vendor has 
fully integrated cash and 
trade offering including 
supply chain finance, 
front to back.
Capable through iZoom
to go live for a bank 
within weeks.

Cloud-ready with 
composable & 
contextual digital.
Significantly 
superior digital 
experience with 
respect to the 
competition

Advanced AI Mountaineers in Corporate Banking, 
Digitizing Accounts Receivables, Banks as 
Frontrunners, Leader in IDC marketscape, 
worldwide, end-to-end banking solution

CLOUD PLATFORM

Cloud-ready 
solution 
available

Win rate of 60% 
from all RFPs 
published in the 
last 4 years in 
Emerging 
Markets

pays

$50billion
salaries every year

processes transactions worth

$350+billion
every year

over

100billion
corporate transactions 
executed every year

STAGE 5

Finastra

Oracle

Nucleus

Software

CLOUD

Digital Transaction

Banking

59

DIGITAL TRANSACTION BANKING
DTB

A1
iGTB

PRODUCT

PILLARS



ARCHITECTUREKEY FUNCTIONALITY

#1 market leader in liquidity management, 
live in all continents

Comprehensive sophisticated 
cash concentration, notional 
pooling, intercompany loans, 
investments plus much more 
including protecting bank 
balance sheet.

Includes predictive 
liquidity/CFF, real time funds 
control and virtual accounts 
including Escrow.

Country coverage meanslocal
regulations and taxation hold 
no fears for LMS.

Pegasus engineering.

Born in the cloud, 
API-first, micro 
services, pure open 
source, real time.

Front office uses Lisa 
{t! ŦƻǊ ōŀƴƪǎΩ ŎƭƛŜƴǘǎ 
and bank staff.

COMPETITION

Two of our largest 
liquidity management 
ŎƻƳǇŜǘƛǘƻǊǎΩ ŎƭƛŜƴǘǎ 
have chosen to 
replace with iGTB LMS 
in the last 12 months.

sweeps over

$4trillion
cash every year

allocates interest on over

$35trillion
notional pools every year

processes worldwide

23%
of major currency cross-border MNC 

sweeps

Tieto

Infosys

ReVal

Liquidity Management

Solution

CLOUD

60

# CUSTOMERS

45
# COUNTRIES

56
ANALYST COVERAGE

Å iGTBclients regularly win awards for best-in-
class liquidity

Å Recent Aité Fireside Chat with iGTB& BNY 
Mellon

ÅL5/Υ ά/ƻǾƛŘ-19 forced CFO focus on liquidity. 
In response, 65% of corporate banks will 
ƛƴǾŜǎǘ ƛƴ ǎǳǇǇƻǊǘƛƴƎ ǇǊŜŘƛŎǘƛǾŜ ƭƛǉǳƛŘƛǘȅέ

Cloud-ready 
solution 
available

CLOUD PLATFORM

STAGE 5

LIQUIDITY MANAGEMENT SYSTEM
LMS

A2
iGTB

PRODUCT

PILLARS



ARCHITECTUREKEY FUNCTIONALITY

The contextual, composable hyperscalable, 
trendsetter

White label digital banking for 
corporations, SME/SMB 
covering  Payments, Account 
Services, Liquidity, Collections 
& Receivables, Virtual 
Accounts, Escrow 
Management and Cash Flow 
Forecasting

DIFFERENTIATORS

Best-next-action
Best-next-offer
UX-led
Persona-based
Covering all corporate 
banking domains
Part of Intellect CBX 
family

Cloud native, API-first
Fully open source
Contextual powered by 
AI/ML
Cross-domain data fetch

Full score (Gartner) for 
interactive open banking 
channel capabilities

Singled out by Accenture as 
notable example of 
extensive use of 
microservices and cloud-
native PaaS technologies

COMPETITIONbuilt leveraging

1,000+
proven customer TB journeys

offering

450+ 
open banking APIs

Contextual Banking

Experience

Coconet

Finastra

Infosys

Internal IT

CLOUD

61

# CUSTOMERS

61
# COUNTRIES

55
ANALYST COVERAGE

CLOUD PLATFORMAI + MACHINE LEARNING

STAGE 3

Cloud-ready 
solution 
available

CONTEXTUAL BANKING EXCHANGE
CBX

A3
iGTB

PRODUCT

PILLARS



ARCHITECTUREKEY FUNCTIONALITY

Cloud-based context-sensitive corporate payments 
optimizing interactions

Corporate payments in the cloud
Payments pre-processing
Orchestration
Execution
Limits management
Remittance repository
ISO 20022 rapid adoption

Contextual digital
Cloud native
API-first
Fully open source

COMPETITION

>1million
payments processed per hour in live use

rolled out by one bank every

4-6 weeks
to a new country 

now live in 19 countries

Payments Services

Hub

Bottomline

Finastra

ACI

Fiserv

FIS

CLOUD

62

# CUSTOMERS

39
# COUNTRIES

30
ANALYST COVERAGE

Ovum: best choice for tactical short term 
solution & building blocks of longer term 
foundation

Among global top 12 payment vendors 
worldwide in CEB (Gartner) report

CLOUD PLATFORMAI + MACHINE LEARNING

Under 
construction

STAGE 3

PAYMENT SERVICES HUB
PSH

A4
iGTB

PRODUCT

PILLARS



ARCHITECTUREKEY FUNCTIONALITY

Future of trade & supply chain finance with AI, risk 
mitigation & partner ecosystem 

Only solution covering both trade 
finance and SCF fully

Transformational and sustainable

Risk participation, distribution and 
mitigation

Fast supplier onboarding

IDX smart paper-killer that reads any 
form

Limits management

COMPETITION

AI/ML/NLP
Best next actions
IoT
Open banking, fully 
composable
Digital 360
APIs
Cloud deployable

PARTNER
ECOSYSTEM

according to the ICC

$60bn
trade finance 

opportunity for banks

according to the ICC

$20bn
SCF opportunity

for banks

Trade & Supply Chain

Finance

CLOUD

Finastra

Surecomp

China Systems

63

# CUSTOMERS

22
# COUNTRIES

11
ANALYST COVERAGE

CBX Trade Finance judged best-in-class 
for corporate client services in CEB report

Assessed by Aitéas 10% market share

Judged a leader by IDC
AI + MACHINE LEARNING CLOUD PLATFORM

Cloud 
deployable

STAGE 3

TRADE & SUPPLY CHAIN FINANCE
TSC

A5
iGTB

PRODUCT

PILLARS



Hyperscalingthe business model
tǊƻŘǳŎǘ ǘƻ tƭŀǘŦƻǊƳΧ

64
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1. Banks earned nearly $1tn from commercial in 2020

2. Need for Innovation to support Small Business Banking

3. Corporates & Regulators pressure banks to transform their technology

4. COVID-19 has pushed technology and transformed business forever

5. Corporate Banking Global IT spend Growing

6. SaaS Cloud spend growing to 25% of all on-prem applications spend

MARKET TRENDSB



McKinsey:

ÇGlobal Payments revenues will be 

back to growing 6-7%

ÇDomestic & Cross-Border 

Payments and Account -related 

Liquidity are the key revenue pools 

for commercial banking

67Source: McKinsey

Banks earned nearly $1tn
from commercial in 2020

B1 MARKET

TRENDS
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Need to REINVENT by applying Design Thinking

Need for Innovation to support
Small Business Banking

B2 MARKET

TRENDS
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SME Growth
ÅFocus on SME is 

growing
ÅCloud transition 

growth even faster

Regulatory
ÅRegulators worldwide, 

concerned on 
operational resilience
ÅIncreasing focus on 

operational resilience 
due to legacy 
infrastructure

Customer 
Experience
ÅFinTechsand bad 

customer experience 
driving high rate of 
switiching

Demand for 
APIs
ÅDemand for API 

connectivity by clients 
who are investing $3.5bn 
globally

7-8% 1.1m 16%
growth risky CRs corporates 

switched bank

Sources: Omdia, FCA, Global Treasurer, McKinsey, EY

$3.5bn
corporate spend

Corporates & Regulators pressure banks to 
transform their technology

B3 MARKET

TRENDS
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3x

likelier now than before 

the crisis to say that at 

least 80 percent of their 

customer interactions are 

digital in nature

Source: McKinsey

COVID-19 has pushed technology
and transformed business forever

MARKET

TRENDSB4



$46.9bn
2022 projected

$55.5bn
2025 projected

$7.6bn
2022 Application Spend 

projected

$9.3bn
2025 Application Spend 

projected

71Source: Omdia

Corporate Banking
Global IT spend Growing

MARKET

TRENDSB5



72Source: Omdia

Shift to Buy vs Build

$2.3bn

ą

2025

SaaS Cloud spend growing to 25%
of all on -prem applications spend

MARKET

TRENDSB6



Our Business Proposition

73
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1. Consumerization of Commercial Banking

2. iGTB Cash Cloud Platform

3. Three distinct Composable Market Offerings

4. Hyperscalingthe Business Model

New Business PropositionC
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Self service enablement

Real time Contextuality  (AI/ML)

Branding and product packaging

òOn Tapó Functionality  extensions 

on a SaaS Cloud

Composable User Experience

Consumerization of Commercial BankingC1
NEW

BUSINESS

PROPOSITION
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iGTB Cash Cloud Platform
NEW

BUSINESS

PROPOSITION
C2
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iGTB Cash Cloud on SaaS
3 distinct Composable Market Offerings

C3

USERJOURNEYS- 78

MODULES

1. Account Services

2. Payments-

Standard

3. Mobility - Standard

CashNow
INNOVATE

BUSINESS BANKING

4. Common Services

5. Customer On-

Boarding

ÅBy Bank ÅBy Self

OPENBANKINGAPI - 25

20ðInquiries; 5 ðAction

USERJOURNEYS- 134

MODULES

1. Account Services

2. Payments-

Advance

3. Mobility - Standard

4. Collections

5. H2H

CashXtra
REJUVENATE

SME BANKING

6. Dashboard

7. Common Services

8. Customer On-

Boarding

ÅBy Bank ÅBy Self

OPENBANKINGAPI - 50

29ðInquiries; 21ðAction

USERJOURNEYS- 197

MODULES

1.Account Services

- Advance

2. Paymentsð

Advance

3. Physical Payments

4. Mobility - Advance

5. Collections

6. Receivables

7. Virtual Accounts

CashPower
SCALE 

MID-LARGE CORPORATES

8. Liquidity

9. H2H

10.Dashboard ðAdvance

11.Common Services

12.Customer On-

Boarding

ÅBy Bank ÅBy Self

OPENBANKINGAPI - 75

46ðInquiries; 29ðAction

INNOVATE

REJUVENATE

SCALE

NEW

BUSINESS

PROPOSITION
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Hyperscaling the Business Model
1,000 banks in 70 countries

C4

In Partnership with Microsoft

NEW

BUSINESS

PROPOSITION



1. Recognized Leadership Position in the Market

2. Customers as Promoters ðHigh NPS

3. Market Ready Cloud Technology

4. Open Banking APIs for Financial Ecosystem

5. Execution Track Record - Agility in Implementation

6. Commercial Proposition ðPAYG with 40% lower TCO

7. Exclusive Transaction Banking focus & 

Fragmented Competition

79

7 reasons why we WIND
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ranked

Best Selling Wholesale Banking ðTransaction 

Banking Solution in the world

2 years in a row

#1
Our Leadership Position
In The Market

REASONS

WHY WE WIND1



Our Leadership Position is Endorsed by
12 Market Leading Analysts 

REASONS

WHY WE WIND1
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Our Customers are our Big Promoters
2020 NPS Score of 60

REASONS

WHY WE WIND2


