OPEN BANKING:
NOT ONLY FOR BANKS!

There is strength in numbers
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Change of banking and payment market in Europe
The role of Banking leavers is partially taken over by new entrants
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Banks after 2005

. Number of new players

20% of the 6.800 Financial services players entered since 2015 are
payments institutions

Source: ECBA, FCA and CB insight
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What European consumers think

Relevance of PSD2 on improving
customer experience

6,4%

Expected advantages from sharing
account information

Additional services 42,7%

(e.g., digital services, security, info)

Investment services W 22%

Source: KPMG, Digital Banking 2018
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The new normal: the world of Open Banking

— What does it mean... Ve ...what is it driven by ——

"...Is a system that
provides a user with a
network of financial
institutions’ data
through the use of
application
programming interfaces
(APIs).”

Investopedia

I Market driven initiative I Regulatory driven initiative
. J

Source: CRIF elaboration on Global Data’s Research
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Open Banking: the factors that drive the adoption

Speed to market, unmet needs, provision of value

There is a number of factors that are driving users interest and adoption. Based on experience and on the
analysis of global cases these can be summarised as:

N = e T In a market where there is a limit to differentiation, being able to go to
,@ P market and achieve critical mass enables to attract attention and set a
15)% Market baseline standard

[o]
°@ New and Ability to spot and address latent needs where as a new value proposition
Unmet Needs addresses an issue or a potential new requirement alike

<[ Provision Service designed in a way to provide tangible, differentiating value compared
Of Value to anything else available to the customer up to that point in time
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There is a new business model based on COLLABORATION

Areas of collaboration with Fintechs

——— Area of collaboration . ; Samples _
CUSTOMER
ORIGINATION EXAMPLES OF COLLABORATIONS
52% Intesa Sanpaolo + Iwoca
CUSTOMER Of Deals Focused on Nordea + Tink
RELATIONSHIP FRONT END
Santander + Kabbage
PRODUCT
SERVICING &
MANIFACTURING 20 EXAMPLES OF COLLABORATIONS
o .
BALANCE SHEET Of Deals Focused on ING + Twisto
MANAGEMENT END-TO-END Deutsche Bank + Figo
Credit Suisse + WelLab
CORE
TRANSACTION/S
HARED SERVICES
41% EXAMPLES OF COLLABORATIONS
UTILITIES/INFRA .
STRUCTURE Of Deals Focused on Santander + Cambridge
BACK END Blockchain
OP Bank 4+ Token
ADMINISTRATIVE )
FUNCTIONS ABN AMRO + SolarisBank

. . . . CRIF - ALL RIGHTS
©2018 e Silvia Cotta Ramusino e Il Salone dei Pagamenti ¢ 08.11.2018 RESERVED

Source: Accenture Analysis

& I X1~

Jogetier o the next fevel




CRIF @ a glance

The main steps of CRIF evolution

Strategic
partner in
the new
ecosystem

Market Maker

Value Chain

Knowledge Enabler . Digital
Excellence
Operator Aggregator,
Platform and
« Information « Value of Ecosystemk
- Solutions “combinatorial Leader/Maker
» Qutsourcing ” effec_t of
* Rating Agency each field of
» Personal excellence
Solutions
@ Level of internationalization
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PSD2: the solution that drives the market (1/2)

More powerful assessment of cred/tworthmess and sustainability
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utomer TS0 More robust evaluation based on correct
Insight g detection of:

« Type of operations
« Average / maximum amounts of payments

« Pattern of payments
Credit

Profile

« Average account balance
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PSD2: the solution that drives the market (2/2)

Improved management of customer needs

nokteaion 2 tme to o | EHi T inine maeconve  Create a «tailor made» customer
| @- change your car after 12 Chtelckstout his car - car leasing catalogue
estimate...

years of service. Click
here to see an estimate
and car leasing special

mwy

journey that allows an easy customer
experience...

@W‘
<

...he selects the |@

carheis |
interested in
with the option

...book adtgst customising | of Push notification
rive the selected car Targeted offerings
through the according to
Customer behaviour

configurator |
and...

...through fast onboarding:

* Personal data automatically extracted & normalised
« Automatic Cyber security checks

« Automatic checks for fraud prevention/Anti-money

laundering/Credit
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The future of the banking system
Consider to be part of an ecosystem

Know the market and
ecosystem to optimize and
guide the best offer

Know Your
Market
(KYM)

/

PFM and a guide towards
responsible lending

BANKING & - Customers’

User NON relationship

Experience J BANKING Engagement & Trustabilit
(UX) _ ECOSYSTEM y

Be attractive and capture the
client with a satisfying process

(e.g., digital onboarding)

Know Your

Customer
(KYC)
Marketing to one Understand client needs and
Business identify services/products most
insight likely to satisfy them
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Thank you
for your attention

Silvia Cotta Ramusino
s.cotta@crif.com
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