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‘THE POWER TO KNOW.



Generatlon

A Guide to the Financial Habits of Millennials

The millennial generation — those'born between 1981 and 2005 — is the
biggest in history, everrbigger than one of the most significant generations of
our time, the Baby Boomers: It'is also the first completely digital generation,
living almost entirely on their smartphones. If banks are going to bring these
millennials into the fold, they‘re going to have to meet them halfway — if not

more.

94% dei consumer al di sotto dei 35 anni vutilizza
principalmente il banking online
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Per disegnare esperienze significative
occorre catturare le storie delle persone
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Monetizzazione
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Dati Esistenti | Addizionali Esterni

Il 64% delle aziende europee prevede effetti positivi sulle
revenue da iniziative di valorizzazione dati e analytics®

(*) Fonte: IDC EMEA, European Data Market Survey, 2015
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Data Enrichment
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Campagne di Marketing Offerte Personalizzate
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Benchmark/Insight Behavioural Data

La monetizzazione esterna crea valore attraverso
l'accesso a nuove aree di mercato




IPERPROFILO COMPORTAMENTALE
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La strategia di seémenfazio e €
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Dimensional Model
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La Data Fusion consente di combinare tutti i dati
interni ed esterni, anonimi e registrati
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Idea Driven Data Driven Need Driven Use Case Use Case Fast m
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Innovation Injection

Il Laboratorio di Innovazione coniuga tecnologia e
competenze in un approccio test&learn
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