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David Gyori: Banking Innovation and Financial Technology

* Financial Technology Trainer

* Banking Innovation Trainer

* Consultant, Writer, Researcher

* CEO of Banking Reports London

* Director of The Asian Banker Group
* Co-Author of Five Books

* Founding Member of the World FinTech Association
* Top 50 Global Thought Leader and Influencer on FinTech

 Member of the Panel of Judges of the Financial Technology
Innovation Awards Program

 Member of the Pa.tne.l of JL_ldges of the International %
Excellence in Retail Financial Services Program
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David Gyori: Banking Innovation and Financial Technology

| N |
Rttt cal WEALTHTECH paAyTECH

s
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7 Top 50
(@‘) World Fintech Association Th opu ght

Leader

THE ASIAN BANKER &&2

STRATEGIC BUSINESS INTELLIGENCE FOR ASIA'S FINANCIAL SERVICES COMMUNITY

BANKING REPORTS &2
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David Gyori: Banking Innovation and Financial Technology

WEALTHTECH

{ANDBOOK FOR
EPRENEURS
IONARIES [ ]

/

2\ =773
(@) World Fintech Association [z
N\~

WealthTech: Wealth and Asset Management in the FinTech
primary resource for the wealth and asset management
revolution. It examines the rise of financial technology and i
impact on the wealth and asset management industry.
thought leaders in the global WealthTech space, this volumi
analysis of the current tectonic shifts happening in wealth a
management and aggregates diverse industry expertise into
informative book. It provides practitioners such as wealth
bankers and investors with the answers they need to capitaliz
lucrative market. As a primer on WealthTech it offers academ
insight into the repercussions of profoundly changing
models. It furthermore highlights the concept of the ongoing d
tization of wealth management towards a more effic
client-centric advisory process, free of entry hurdles.

This book aggregates facts, expertise, insights and acumen f
industry experts to provide answ n various ions i
Who are the key players in Weal
growth? What are the key techn
regulators respond? What are the r
bent players? This book not only s
also touches on a series of rela
* Get up to speed on the latest
Understand the driving fol
Realize the depth and brea
Discover how investors react ; { ealthTech
Learn how regulators influence e on of WealthTech
business models
* Examine the market dynamics of the WealthTech revolution
* Grasp the industry’s potential and its effects on connected sectors
* Build acumen on investment and entrepreneurial opportunities

978-1-b4113-848

ISBN =g
E 20000
IAP—InsORMATION AGE PUBLISHING
¥ PO. Box 79049
. Crartorte, NC 28271+
. WWW.INFOAGEPUI
9 1781641"13848,
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What is holding
FinTech back?

REGULATORY
PATCHWORK |

COMPLIANCE

DIGITAL FINITY




METCALFE AND MOORE TOGETHER
DELTA OF DIGITAL DISRUPTION
Meth;aVI\:’e’s
Cost of Digital

Cost, Value
GORDON MOORE ROBERT METCALFE UNIT: USD

Time, Clients
UNIT: YEARS
Value of  a
Digital

CI’ﬁbaﬂk P PayPal e Al

WeChat Pay




CORPORATE CULTURE

STRATEGY

10 000/ 25 000 TACTICS
20 000/ 25 000
EXCELLENCE




30 AREAS OF FINTECH IN

CATEGORIES OF EFFICIENCY, SUSTAINABILITY, DISRUPTIVE INNOVATION

INVESTMENT INFLOW DISRUPTIVE |
EFFICIENCY SUSTAINABILITY | Digital Currencies

y
_ | Ph%g?ﬁi'ﬁ;ed' H Back AND Front Office
Big Data | : ) Artificial Intelligence
InsureTech H TR
N Crowdfunding
- : ‘ Biometric -
Digital Identity | ~ Identification || i P2P Lending

Compliance Tech 1 ~ - - Back-Office
: Card Substitutes | Virtual Reality el el i

]

RiskTech | | \\ -
: Personal Finance Augmented Reality o
Dashboards
retect |J ’ Interbank Blockchain _ :
Social Trading

Video Banking | -\ Micropayments
Wearables |J C POWER OF ]
ATM Innovation Others |‘ - DISRUPTION
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ANENANENENEN

M COMMERCE
STREAMING
SOCIAL MEDIA

SMART PHONES

SMART PHONE

MUSIC STREAMING
HALOGEN BULBS
STREAMING
SMART PHONES
FOOD DELIVERY
FAST FASHION

SOCIAL TRADING

RENEWABLE ENERGY

KINDLE

BLOCKCHAIN

SMART PHONE
MOBILE WALLET




INDUSTRIAL CAPITALISM VS DATA ECONOMY




One of the three key types of API BANKING

Platformification

(
J




3 key types of API BANKING

Front to Back Open Banking Full
Platformification Platformification Platformification

I BANK BANK IBANK |BANK




DATA PRIVACY vs DATA AS AN ASSET CLASS =
Social is Stronger than Privacy

Millennials Help Turn a
Venmo’s i Se v s . Rt
Social-Network e

Influenced, Shared
Payment System From
an ldea to a Verb

Markets

‘eToro®

Trading Starts Here

=% |
\ 2| 2 sk Breakdo™®
Request money from See payments your Have fun with ’ rom 197 - = e \ "
y i : _ punnso @44 -
multiple people at once friends share friends on Venmo g EuRIUsD @12672 8o U g L w
- w10
T R i e - o1 |
== comap gt 4905 o*
Portfolio
Brianna C charged Corey Stevenson Lucas Chi pxd Andrew Kortina
Thank you 30 much for your help! For your next round! ACTION INVESTED PILIS) PIL (%) VALUE

For dinner € and coffee = |

John Graham pai! a new user . , Neeraj Bat

Naomi7(
B Groat hacking! Check out Veamo o

Naomi stevens $1,170.00 $636.53 54.40% $1,817.75 v

Lucas buys a round

Anthony Yim paid Qichen Zhang F

230y Kms178 O S PR
Net 000’ on e, Guys
len Comnor chryed Mot H 1 T Kms178 $1,750.00 $222.99 $1,972.99 &
S | ﬁ | Johnkor INITIAL PIL VALUE B
MARKET (37) UNITS INVESTED P/L (%) P/L(S) VALUE v

o Lili Jiang paid Possible =
", One billion people lack access to basic healthcare The I'm

around the world. Donate $4 to Possible and

provide Me-changing care 10 a person in need.

e 0.08 $100.00 50.00% $100.00 $200.00

QIWIE|R]T|Y|JU]I|O|P

Cami Williams paid Cassidy Wallace

‘
B} P Als|ojFlGajH|u]|K]|L “ NFLX 0.12 $500.00 50.00% $100.00 $200.00

Neflix

Qf,‘,ﬁ} 0.08 $250.00 50.00% $100.00 $200.00




Intrapreneurship: Google the Best Practice

Google
20%

Time

Time off for Innovation
20% for individual projects

Half of all new products including:

GM il ’ =
Google %ﬁﬁfp)ﬂ

Source: Google Images

Intrapreneurship:

j 18
Mini Tre

Intrapreneurship is the act of
behaving like an entrepreneur
while working within a large
organization. Intrapreneurship is
known as the practice of a
corporate management style that
integrates risk-taking and
iInnovation approaches, as well as
the reward and motivational
techniques, that are more
traditionally thought of as being the
province of entrepreneurship.

3M, Google, FB, Virgin Group...

@
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”’Design is not just what it looks like and feels like. Design is
how it works.”




TYPICAL APPLE PRODUCT...

SIMPLICITY

A USER

A GOOGLE PRODUCT... INTERFACE

IS LIKE A JOKE.
IF YOU HAVE TO

[[EIND]

EXPLAINIT, IT'S
NOT THAT
GOOD.

YOUR COMPANY'’S APP...

FIRST NAME: [ 1 TYPE CD: I:I Yo )G

LAST NAME: TQP STAT:LIOJ gﬁ%

SSN LI [ pr/pr. gy VER:- B KKA?

D: CAT CD: I—I CN3 STARTUPVITAMINS

F’HC’NE i 1> crry: I s

PHONE 2: |:|| | ® STATE: [ 1]

ADDR 1: zZP: [ 1. NEW

ACCT #:] lorRD #: @ OO 7 . -

| okay| [appLy | [save ] [unpo || Here | | DELETE|[ EDIT |
| seLEcT | [BROWSE | [ERRORS |

STUFFTHATHAPPENS .COM EBY ERIC BURKE



HACKATHON:
SOLVEATHON, DATATHON, HACKCELERATOR

! L. ;
)
4 -
|
. 3 |

Hackathon: An event in which many people meet to
engage in simultaneous (sometimes collaborative)
computer programming.

A new style: women-only hackathon.

ok



SHADOW BOARD(S):
MILLENNIALS AND GEN Z AT THE TABLE




CRISIS DRIVEN INNOVATION STRATEGY
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When In Quarantine

JPEOPLE who are in quarantine are not
isolated if they have a Bell Telephone, #

The Bell Service brings cheer and encouragement to
the sick, and is of value in countless other ways.

Friends, whether close at hand or far away, can be
easily reached, because Bell Service is universal service.

sy
& %
'y W
\“ ) (]

i
NEW YORK TELEPHONE CO.

Why Constraints Are Good for
Innovation

By Oguz A. Acar, Murat Tarakci,
Daan van Knippenberg

What 145 empirical studies
conclude.

FinTech was
BORN OUT
OF A CRISIS

=
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ONLINE LENDING

MARKETPLACE ONLINE BALANCE SHEET
LENDING LENDING

P2P LENDING CROWDFUNDING

2 \

PRODUCT EQUITY

OTHER

SECLIRTISED INSTITUTIONAL

INDIVIDUAL MICRO WIDE
LOAN PORTFOLIO PORTFOLIO

XS2A: Access to Account, 3rd Parties Appear

Banks have to open up their client accounts to Third Party Providers (TPP) upon
PSD2 is transposed into national law (early 2017). Account Information Services
(AIS) and Payment Initiation Services (PIS) will basically gain direct access to the
clients (i.e. client accounts).

After Xs2A

Before XS2A




“l cannot perceive that we can maintain these
levels of interest rates for very much longer,
they have to start to move up and when they
do they could move up and surprise us with

the degree of rapidity which may occur.”



Percent

Federal Funds Rate (effective)
1954-06 to 2014-05
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CAN THE SUBSIDIARY OF A SUBSIDIARY OF =
A SUBSIDIARY MAKE A DIFFERENCE? YES!

- Make the Planet Greener One Tree ata Time [SA Alipay ANT FOREST "
Alibaba Group Baiipay | &

500 million users 100 million trees, covering How to grow a virtual
PIEEEE == d

933 sq km, have been planted tree and make it real
BobRE BB Q
Equivalent to 500  Equivalent " )L,f @
G times th number  to 130 000 (®) 9.
of trees in Central  soccer pitches %€+ 7 ik »@ 4
Park, NewY rk comblned @!‘ % Using shared bikes
nune pa en

®

Beneficial reglons - ,

VY R

ANT FINANCIAL

SZE

ALIPAY . createdin August 2016
= The first 3 years in numbers:

500 million users 5 percent carbon emission
In China *

Other fun features

® Co-planting with fa mlly I\
friends and loved o

En n lo rbon
® Collecting e gyfomf ends o pha

(
= Water g! aforirisnds Qi @ Earn green energy points
o With enough points, \
. e = Ant Forest and their }

philanthropic partners
will plant a real tree

100 million trees

100 thousand hectares
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MOVE IN A VIRTUAL BANK BRANCH 25
LIKE IN A COMPUTER GAME

Nelcome at our brand new support zone.
Zou can use the support screen in this zone to
caann bchat, phone,
sur support ch els like we °
office l:inder... In the future, more cool oﬁho
added to give you the best service ever

KBC

= 3D virtual space

= Game-like environment
= Lobby: tutorial

= Vault: log in, balance, transfer
= Support Area: KBC Live Chat
= Cybersecurity Quest

= Points, Levels

BANKING REPORTS



THE TOY TRAIN TRICK REIMAGINED 2
CYSEC LEARNING BRANCH WALL

[} money as you
,ﬁ? can!

= Touch Screen Wall

= Street facing wall of branch
= Prizes, rewards ‘ ,
= $25 for a checking account e
= $100 for an auto loan | 5 Tor o o
= $300 for a home loan
= Charity

= Mobile version

= Social media version g'owfunancual
= Word of mouth WO ik o sl
= People see people play M Er i

been sent!!

e BANKING REPORTS




mBank gives badges for learning product features

10 BEST PRACTICES

Enjoy E:::ZI gaming
Millennials |:'|:'|:| wellness
AR E::::l data
media |:||:::| big small
competition |:||:::| Entrepreneurs

*Gaming and banking are getting nearer and nearer, see China, Singapore and Fortnite V-Bucks
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Screen Size Transition: A long term trend

Google

Smart Contact Lenses //
or ) ——.‘%{%é
hip & antenna

’n/"‘

Is
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Google

Smart Contact Lenses

Soft contact lens
encapsulates electronics

_>

Sensor
detects glucose in tears

Chip & antenna
receives power and sends info

.ail CARBIER 3G utl CARRIER 3G 4:20 PM

Back

| Autofocus iquidleas
®——"Sensor

v B
™ Electronics

Solar Cell

@® New lens is able to autofocus @® Electronics and sensors viork © Solar Cells power the
..on close objects in milliseconds with eye to adjust the liquid lens electronics in the lens
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FINGERPRINT

FACE ID

BLOOD OXYGEN

SLEEP TRACKING

WIRELESS CHARGING
SLIMMER = ANTENNA IN BAND
MICRO LED - LESS BATTERY THAN OLED
LIQUID INTAKE AND REMINDER
BETTER SYNCING

5G

BETTER HEART RATE MONITOR
ELECTROCARDIOGRAPHY
BODY TEMPERATURE

CAR LOCK ‘
BLOODSUGAR Ww = 4

BLOOD PRESSURE

—




NEURALINK BY ELON MUSK: 31
UTOPIA OR DYSTOPIA OF BRAIN-COMPUTER INTERFACES

A

; 'he danger of Al is much greater "We have to figure out some way to ensure the
than the danger of nuclear warheads e " : advent of digital superintelligence is one which
by a lot_.Mark my words. Al is far ! S 4 is symbiotic with humanity. | think that's the
more dangerous than nukes. single biggest existential crisis that we face.

Elon Musk, SXSW Conference, 2018 Elon Musk, SXSW Conference, 2018




THE 5 STEPS OF CHANNEL-EVOLUTION:
BEYOND OMNICHANNEL

(1) Face to Face: Before the Dotcom Bubble started to brew — until 1995 — the consensus among experts and consultants
was that the more the bank sees the client face to face the better chances there are to X-sell, Upsell and increase loyalty.

(2) Digital: Between 1995 and 2005 the dominant bon mot was ‘From Bricks to Clicks’. Bankers and consultants worked
hard to channel clients towards online-only. The consensus back then was that within a decade branches will be useless.
This dramatic shift never happened. The Dotcom Bubble burst and after the correction within some years it became obvious
that hybrid models (online and offline) will prevail. This lead to the next step in channel-history: the concept of multichannel.

(3) Multichannel: The ‘Multichannel’ concept was dominant between 2005 and 2010. After the facts became clear that
online only banks typically did not reach large enough size and that branches did not go out of business in spite of the
widespread usage of online banking experts had to coin a new paradigm. And it was the concept of ‘Multichannel’:
customers using all sorts of online and offline communication and transaction channels - online banking, traditional phone
banking, smartphone banking, branches, email, postal mail, text messages, television, printed posters, radio, online
advertisements, social media, webchat, NFC, ATM and more - and in every instance they select and focus on one of these.

(4) Omnichannel: Between 2010 and 2015 — and to some extent even today — the focus was on serving clients who started
to use not only multiple channels, but a number of them parallel. Omnichannel is about the compatibility and consistence of
the user experience between multiple channels being used parallel. The ‘Omnichannel’ concept revolves around clients
wanting to be in constant contact with a company through multiple channels at the same time. The buzzwords in this
category are ‘channel-integration’ and ‘cross-channel experience’.

(5) Optichannel: After 2015 a new concept started to rise which addresses the complexity and difficulties of ‘Omnichannel’.
The problem with ‘Omnichannel’ is that banks typically try to serve 15 or more channels parallel, which have literally
hundreds of thousands of potential ‘Omnichannel’ combinations. The ‘Optichannel’ paradigm states that it is better to only
offer a narrower selection instead of the typical full palette of 15 channels but to make sure that all individual channels and
all combination of channels perform absolutely optimally. So instead of the quantitative focus of the Multichannel and
Omnichannel eras, the new ‘Optichannel’ paradigm starts to focus the perfection of the user experience.




THANK YOU FOR
YOUR ATTENTION!




