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,% CUSTOMER ENGAGEMENT CHALLENGE IN A WORLD WITH COVID

Financial Institutions today:

Engagement is one of the biggest challenges
facing the financial services industry and
now, more than ever, businesses are facing a
need to incorporate new, digital ways of
engaging their customers.

Product: vertical, siloed manufacturing and distribution
The COVID-19 Crisis and lockdowns across the

globe have only emphasised just how critical
it is for businesses to develop digitised and
hyper-personalised ways of acquiring,
communicating, guiding and advising clients.

Customer data; vertical and siloed architecture

Digital experience: legacy tech, lack of engagement, no insights



ABAKA's POWERED NEXT BEST ACTION CREATES HYPER-
PERSONALIZED CUSTOMER EXPERIENCES

ABAKA's Al NEXT BEST ACTION

$1 TRILLION!

Global cost savings for the Banking industry
by 2030 from leveraging Al

Product: Al recommendation engine, Next Best Action, Intelligent Nudges on your

product marketplace 57%

# of bank executives who think Al & Analytics

Customer data: holistic data ecosystem, other sources of data, personalised insights : . : .
is their highest investment priority

Source: PwC Retail Banking 2020 - Evolution or Revolution

Digital experience: personalized life journeys, beautiful omnichannel Ul, APl driven
platform



,% ABAKA's Al NEXT BEST ACTION

/ Picked f.or you \
Al Next Best Action & Intelligent Nudges with
personalized content feed & turnkey experiences s

o Augment your customer data set with new sources of data

o Behavioural persona based segmentation

o Al-recommendation engine to predict what Next Best Action will

resonate and activate a customer
o Incorporate your business rules and product catalogue

o Deliver it to the right people, at the right time, through the right

channel

o  With pre-built marketing templates and personalised content

Government Tax
Benefits

&
Qe-alth Knowledge Forjy
Watch the video: https://www.youtube.com/watch?v=CadtqlH|xoo0&t=7s



https://www.youtube.com/watch?v=CadtqlHJxoo&t=7s

AUGMENTED DATA ECOSYSTEM

External ‘

data
3rd party: Open banking,
Data aggregation technology

Public sources (stats, Credit
Scores)

Provider Customer
data

 Your customer data

+ Connect Core-banking,
in, CRM (Salesforce,

Emotional,
Behavioural

+ File transfer, APIs, unique data

Plugins, On-prem, Cloud
- Data from user App

engagement, device
data, logs, telemetry

+ Personalized content
feed, CMS

+ Al-powered chatbot
¢ Lifestyle saving goals

Unified Data ecosystem for enhanced customer intelligence
Adding new sets of data (from ABAKA and external data sources)




/% Al RECOMMENDATION ENGINE

Intelligence built across millions of customers, and broad range of products, on over 20 years of data

Al RECOMMENDATION ENGINE Banking: checking, deposits,

INGEST PROCESS SERVE VISUALIZE Cred It Ca rd SI |Oa n SI ove rd raft'
Prepare / Transform / Enrich m O rtgages
[y Ly =3 m |
Dat Facory oat Factory seakasymapse Povier Bl reports Wealth: Saving, Investments,
Q Wagfa\fjause) avagzzfgcfﬁzaka Goa |S
D
Data Bricks ° .
Data Next Best Action Retirement: accumulation,
decumulation, planning
Data Lake Gen 2 Life: income, illness, death,

saving, investment-linked

%A Insurance: Property, Motor,
Machine learning Travel, Health, Family

models




/% PERSONALIZED RECOMMENDATION WITH DIGITAL EXPERIENCES

rent
ersor\a\'\zed con

P

o Plug and Play, pre-packaged solutions, to
get in production in a few weeks

o Feed of curated content: existing library of
articles, videos, images, infographics

o Over 2500 pre-built template
recommendations with turnkey end-to-end
digital journeys

o Front end delivery: through webviews, APIs,
white labelled App, intuitive Ul

o Existing recommendations across products
(banking, life, saving, insurance etc...)




/% CASE STUDY

WEALTH & LIFE INSURANCE g/—ﬁ

Hyper personalization drives engagement and deepens Prudential
Asia’s relationships with its customers: life and investment products
recommendation over 6 countries and 25 million policy holders

)

/ [ ] ™y o 15:05 (-)

] Wealth PRUDENTIAL
Secure future savings ° Picks for you

B ¥ - family?

Developed specially for discerning, disciplined investors, =
investment-linked insurance plans help you build and
diversify your portfolio from a wide range of carefully
researched and quality funds.

How far does your savings protect 6 ‘

Policy summary

@ Total coverage £ Savings balance

Key Benefits $ 410k $ 240k
@ |
Flexible payment terms
Personalised plans based on your needs @ Wealth: 45%
Adapts to your life goals @ Health: 35%

Switch between funds at no extra cost —— 20%
: rotection:
Accidental death and critical illness cover ! N

‘ I'minterested Not interested ’
‘ Goals

Grow your wealth
Call me back Build a plan to reach your goals

Learn more 1 . e w [resm—

BANKING

® otpbanka

Al-powered Next Best Action for credit cards, overdraft, loans

(car, house, cash or refinancing loans)

Take care of your short and
long term financial Discover
requirements

You may also be interested in

Start to own your
home from day one

OTP Picks OTP Discover

How do repayment home loans work?

A repayment home loan is a loan where you repay a
bit of the capital, which is the amount you borrowed,
along with some interest each month.

With a repayment home loan, as long as you meet all
your monthly payments you're guaranteed to have
repaid your entire loan by the end of the term, which
is usually around 25 years.

In the first few years of your loan term, a bigger
proportion of each monthly payment goes towards
the interest, and a smaller part towards the capital.

With time, the balance shifts, with less going towards
interest and more towards paying off your loan until
the end of the term, when you'll be mortgage-free.

You'll also be able to access deals with lower interest

rates as you build up more equity (i.e. pay off more of
the loan).

)




/% PROVEN SUCCESS METRICS FROM CUSTOMERS

‘ d

I!\lCREA'SE ENGAGEMENT BY

.I lj ‘
/ o7 500%

Customers
recommendation

Best single product Best top 2 products Best top 3 products
Customer without

purchase history

= — " (ABAKA Al model 1)
» ” " & .
y Customer with
e aa . purchase history
P . \ (ABAKA Al model 2)
e d - 4 vs. benchmark random
..--—

selection (no Al)

Sampleof 1.4 million customer, with over 4 million products sold, over 20 years history. Model recommendation accuracy for prediction of purchase of next best product



NTECH
Vv

Best Al-Driven Financial
Services Platform

/% CREDENTIALS

ABAKA has proven track-record of delivering Enterprise level
SaaS solutions to some of the World leading financial

Institutions
PROFESSIONAL
PENSIONS
PRUDENTIALS >, \ ™ Retrement Tech
° _;,-;‘_ X etirement Technology
SO m e Of o u r CI I e n ts: :L”l:ﬁ':'); i':)"]':)x‘dUL:)igd ion - 2 ?{(:L\i/v‘:r‘:enl innovation of the
. Retirement innovation " year
L | Z  PENSION

. AND INVESTMENT
PROVIDER AWARDS

Listening. Understanding. Delivering. Best Pension N Technology
Technology Provider of the
.| EVERALI Solution 2019 Year 2018
(J -

e X ANatWest Cuasld i

WEALTH MANAGEMENT
General Oman Insurance Conmpany

Some of our partners:

Gold

Wl ... Microsoft Partner, ESTTTRGEITTITLE

essential for banking

Accelerating Al ecbéystem innovation with Intel® architecture

——

B® Microsoft
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