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Our Point of View

Data is the foundation of competitive advantage
Front runners will: .

Time Value of

Drive Business Data

Changing the

Outcomes Speed of Insight Game
Apply Analytics Cognitive
Enterprise-wide S SR B computing

Action




Source and analyze global
conversations abOLt products,
issues and trends that matter to
a business and mtegrate it with
e en_tg_rprlse data to Gain fresh insights:
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Announcement

Anticipate disruptive weather events
and allow businesses to take action to
mitigate impact and return to normal

operations quickly. Make more
weather confident decisions even if timing and

Company severity is still uncertain.

Bringing Advanced Weather Insights to Business

Forecasting Make Weather Real_—tlme
. . Events collection and
Precision & " .
A Actionable ELEWAS
ccuracy ) ,
) . , Action weather Link loT and
ety EISTTENS events across analytics from
weather events.

millions of sources

enterprise



In the new insight economy, winners infuse analytics everywhere — driving

Create new
business models

Attract, grow, retain

Transform customers
. (cmMO)

financial
& management
processes

G
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Optimize
operations

Manage risk
(9:{0)]

: Prioritize IT
Fight fraud investment
and counter for innovation
threats (ClO, €DO)




Analytics Vision
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Grow IT Optimize New Business .
. : Manage Risk
Customers Economics Operations Models

Customer Marketing Predictive Operational . ) . . .
ISTORICAL ONTEXTUAL PRED|§ iIVE COGNITIVE
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Logical Data Access Layer

Any Data (BigSQL, Fluid Query, Distributed R Compute, Grid Processin
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On-Premises Repositories As-A-Service Open Source Purpose Built Appliances
oo Ao
"' O_&an All Data - Integrated and Fully Governed J ﬂ
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IBM Predictive Customer Intelligence
#NewWaytoKnowYourCustomer




TR, Wy, NuEE

Age of the Empowered Customer
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Of mobile users .
I

keep their device = The response time users expect from
within arm’s a company once they have contacted
reach 100% of # < it via social media

BiN4s0

\
times
of the workforce WI" EWA -------------------- ! 11 {
own a smartphone, and ’ !
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Have stopped doing business with a
Of the workforce will be @brand following a poor customer
mobile experience




Customer Data

Where did they come from?
What did they buy?

How many times did they visit?
What devices did they use?

Journey

Where did they struggle?
What caused them to leave?

How many times did they try to
accomplish their goals?

Behavioral

What does she care about?

What is she saying about us?

How do they feel about us?
Sentiment

What will she do next?
- What will she want?

What will engage her?

Predictive

Conventional Analytics

Identify your most e—
valuable customers

Make it easier for them e—
to do business with you

Inspire loyalty and turn e—
customers into advocates

—e Know when they are
ready for new offerings

—e Discover your
customers' interests

—e Know how to present
them the right offer at
the right time

Improve customer +—
satisfaction and
customer experience

—e Reduce friction and
customer struggles

Customer Understanding
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Birla Sun Life
Insurance

Actionable Insights Operating Efficiency

...better understanding of policy
holders demands allows Birla

...real time sales force
alerts improves customer

Sun Life to develop products, service levels and reduce
messages and personalised 1 number of employees
communications to prevent required to process
customer churn. applications.
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Improve Customer Service , \ Decision Making
) .3
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...near real-time reporting supports
improved decision making on
| reissuance and under writing

- ...through informed sales an
policy decisions by gleaning
insights stored in their data
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IBM Financial Performance Management
#NewWaytoSmartDecisions



Enterprises surveyed want to do better in five key areas ‘ ‘

The latest IBM study s to identify
58-point = drivers of out;ﬁ:'mance

- 83

erviews in

Integrate information

across the enterprise I:' 24%

Develop talent in
the finance function

46-point
gap

Optimise planning, 42-point
budgeting and | gap
forecasting
20 A g
Measure and moni‘a | 92% 37;;‘:)'”" countries R

business performance

34-point

f I:I Effectiveness o tion

Provide input into
enterprise strategy




Secure Enterprise Scalable
Reporting & Process
Automation Solutions

narrative

-

enterprise
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Finance is a Value Creator Time to Value
...improved accuracy e_m?l ~...six weeks to implement i
streamlining of ‘last mile’ for delivered immediate results

financial reporting has freed up
the team to engage in value
added activities to help grow the
business

by cutting 12 days of ‘
manual work from each
quarterly reporting cycle
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Transform Finance Function 5“{‘@‘ 4 Eliminate Error

...automated manual entry and l
removed labour intensive tasks
reduced most source of errors -

...reduce effort, improve
accuracy, eliminate errors
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IBM Counter Fraud Management
#NewWaytoCounterFraud




Fighting Fraud requires a new way of thinkin .
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Revenues the typical organization . The median loss cauged bJé'smé'le T 000 Laier of occupational fraud cases cause
loses to fraud annually * case of operational fraud . ~  One perpet losses of more than
TR I | & 110110716 300,000 $1 million
Median Loss with-Controls: dian Loss without \ 1 .
: . ($K) ! TH ‘?]“.":”g'ntrols (SK) n 1 L} -1 {-—:! i
Hin :r__ Proalgt gata - A A o~
Monit A-n g 0 g
e Organizations that had anti-fraud
controls in place experienced

EOWER FRAUD LOSSES
than organizations without these

'./Management Review. .
" r _._-_.
'.

controls.

Formal Fraud Risk '
Assessments 1

rce: ACFE’s 2014 Global Fraud Study,
ort to the Nations on Occupational Fraud and Abuse.

External Audit



IBM has a rich history in helping clients reduce fraud

Business (

‘ * Reduced fraud by
improving on AML
Requirements

* 40% improvement
Transaction Repol

* 80% productivity s

Government

‘. ;@

recoupment In the Tirst 12 montns
of use

* One provider charged >800 days
worth of billings in a single year

» Stopped more than USD16 billion in
fraud in 2012

:nt on legitimate

iths
tion referral

days

Healthcare

Health Insurance
Claims fraud

- IBM has more than 30 client

implementations for Healthcare
payers

Business Outcomes

+ ldentified 200 facilities with
questionable outlier behaviors

« Identified >$20M in potential
recoveries

» Potential incremental recoveries of
$20M+ per year




Securities and Exchange Board of India Automatlon and Consol Idatlon

...better management of large
volumes of data by automating
the upload of data from internal
and external sources and
consolidating multiple tools and
data sources

Increase in Cases and Data

...increased volume and
inconsistency of data and
complex business processes

Enhanced Investigations

...increasing number of
investigations by improving
quality and depth of
analysis and reducing
investigation timelines

TR W

Solution
...IBM i2 Analyst Notebook
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Thank You !
#NewPossibilities #NewThinking
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A New Way To Work

£ X




The transformatio
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n of the custom
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L Find me

Using visualisation and analytics to - A
| discover new customer segments
4
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Ask me
Consulting customers on prodtcts,
services, and social issuess % e

a

Advise me
Bringing expertise to every client
interaction™ )

Know me i '
Offer new products and services based on
understanding my wants, needs

s,

Grow with me
Data insight connecting the

lives of customers, households "

Excite me i
Unexpected services at

unexpected moments

- 9§

- relationship &

1
3
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‘ personalised customer

=

f;gm'pare me

...Offer pé&er analytics
-

irtual channels

Trade with me Ve -
Sharing data, location, aQEI new ideas in
return for better products:and value

[} VRN
Educate me |/
Digw education and tips
“in th&moment”

& .

Alert me
real-timgpredictive analyti

’

Let me choose
Options vs. prerequisites, roadmaps
vs. chec

Protectme
Multifactor security that doesn’t
punish the innocent




IBM clients have gained enterprise wide value
——— e

reduction in revenue erosion |ncre5lgecmess of

customer churn campaigns

improvement in increase in. marketing ;
online purchases . . campaign effectiveness
Predictive L - ‘
[Tr—— -
Customer
Intelligence

Customer

Finance Il “increase in cross-sell revenue ™

reduction in customer churn

ROI within 6-12 months
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