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THE DIGITAL REVOLUTION IS UNDERWAY..
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WHERE ARE WE NOW? ..HALF A WAY OF THE CHANGE
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CUSTOMERS DO NOT KNOW CHANNELS




DEVICES... ARE MORE THAN ONE CHANNEL
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NEXT BEST CUSTOMER JOURNEY
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(Insurance agents)
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Kunden nutzen Mix aus
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Only Internet)
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THE CENTRAL ROLE OF REAL-TIME ANALYTICS

Real-Time Analytics

» aticket to improved sales,
higher profits
and lower marketing costs.

» the dawn of a new era
in which machines begin to think
and respond more like humans
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THE FUTURE IS TODAY

@ Personalized User Experience

Programming / Content
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Social Media integrated with
Ratings

Targeted Advertising

Offer and price optimization
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SAS CUSTOMER SOLUTION CONCEPT
DECISION HUB

Campagne Marketing

Servizi-Attivita
Programmi di vendita
Comunicazioni Pianificate

Strategie di Contatto

Priorita

~- - Decisioni Strategiche
CUSHONER
DECISIONNIUL

Regole di Contatto
Vincoli

Limiti di Canale/Budget

Modelli Analitici
Eventi
Dati Transazionali
Potenziali, Risk

Storico
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BANKING CASE (sas

REAL TIME CONTEXTUAL MARKETING THE PoWER 10 KN,




TOP 20 LARGEST BANKS IN THE WORLD BY MARKET CAPITALIZATION

< Celebrating 200 years in 2017
. g y

| Multiple Brands: providing retail,
business, institutional banking
and wealth management services

12.2 million customers

$7.1 billion cash earnings in FY13
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TO BRING THE ‘OLD WORLD’ BANKING EXPERIENCE TO THE ‘NEW WORLD’

Innovation

New
Revenue
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BIG DATA HUB : DATA SOURCES ARE GROWING FAST
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CUSTOMER INTERACTIONS ARE GROWING FASTER

Innovation

New
Revenue
Streams

Customer
Insight

1. Improved Quality and Volume to Existing Channels
2. Real-Time Decisioning and Synchronisation
3. Optimising Customer Experience Across Channels

Double
Campaign
Revenue Grow
(year on year)

Conversion
ate by Channe

from <5%
to > 25%

Number of
Transactions
and average
amount
+20%
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AN EXAMPLE OF REAL-TIME CAMPAIGN: CREDIT CARD
PURCHASE DECLINE

Customer Innovation
Insight New
Revenue
Big Data Streams
GUSTOMERWANISHO! 9) BillingiEngine Real Time Decision Engine

- payment declined

puUrchasediproauct: . o
= = . hecks cusomter credit 1fi ustomer
onjeGCommerce P Additional Info Models B rofie
WEDnSite - Limit reached

Business

Decision Process
Rules

Event Stream
Processing

Payment Declined

SVISISErver;
ea Send Offer via SMS to =‘0

customer‘s mobile

: You have reached your credit card limit. We
can increase your limit by 500 Euro. Please )
answer with Yes to get the extension
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SMART SUPER WALLET

Cust: c Innovation
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Big Data Streams
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In-app commerce platform for banks
which combines m-banking, m-commerce
and m-payments

[ |
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makes bank’s customers able to buy:
e daily groceries

e bus, train

e parking or cinema tickets

e order take-away food

e taxis or book flights

all this within one bank app and one User Experience.
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