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Just collecting and storing data is not enough. Data potential should be recognized.
Let’s explore the value of data and uncover ways to make use of it.
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oduction 1o Uata Monetization
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Jala 1S avaluanie assel
(nat needs to be managed

There is a significant shift in the position
of data in the Enterprise architecture.

Data nowadays is recognized
as the ,Core” of any successful

21st century enterprise.

To generate its value, data must be
accessible and available for business

applications and processes.
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Business Value Data Monetization
* Process driven value
* VValue generation from Business

. I Intelligence
i+ Value derivation from Advanced
- Analytics Internal
I :

External
value

‘ value
] U V\/ f] a Management Accounting Value
- * Cost and revenue allocation
exac Accounting value
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HOW Can companies monetize data?

Jata monetization Nionomics”

Extracting value from data through its internal or external Management discipline of measuring and accounting
application as a raw material, product or service. for the economic benefit of data within an organization.

4 higher chance for an advertisement on social media
X to be opened thanks to advanced analytics

40 (7 decrease in energy consumption used
0

for cooling data centers thanks to Al
BURBERRY OPAYBACK Jgo
LONDON ENGLAND (ele] ] orange

direct sale of data as revenue stream
(customer behavior, anonymized customer data on diseases,
location data, loyalty card data etc.)

Yelefonica patientslikeme

60 g/ Increase in repeated purchases thanks
/3 to customers’ data from loyalty programs

* Terminology used by Gartner Source for success stories: SLANSKY, David. Data a analytika pro 21. stoleti. [Praha]: Professional Publishing, 2018. ISBN 978-80-88260-25-7.
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KM Approach
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KPMG |ﬂf0ﬂom‘68 Eﬂg‘ﬂe £5%  Quantified Opportunities

> Al algorithm that will recommend the most beneficial
business opportunities for particular company

S A continuously growing library of potential data-driven
use-cases for business growth based on industry

... because recognizing data value leads (‘

to discovering new business potential @ Data Valuation
‘We produce vast amount of data, S A comprehensive methodology that will calculate the
but we are helpless to find economic value of data
its most beneficial use.’ 5 Al algorithm that will combine three data value

dimensions: internal, external and accounting

%) 'We are wondering how data can 7 - . ’5
accelerate our business strategy and what Intelligent Data Discovery

revenue or cost savings it might bring.’
S A sophisticated component that will look for and analyze

structured and unstructured data, metadata and logs
from various data sources

. Al algorithm that will analyze the quality of data and
Can you quantify the value of data? 2| discover business meaning based on industry
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AUSEr-Centric approach [0 0a
Monetization

Joris Renkens, BE
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AnInSIgNLIS Nota product, a data productis
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A good product needs to be desiradie, viadie and 1easioie
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We [ake an outsIde-in approdch toldentitying opportunities

1. Who are the (potential) users of our data products?
2.  What problems do our customers experience?

3. How can we solve those problems (solutioning)?
4. Which business and operating model do we need?

5. What technologies and data sources do we need to
create those solutions?
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JesIgn thinking Neips us to bulld desiranie products

Jong the
gt thing

Jaing things
ant

S stages of
design thinking Empathize Define ldeate Prototype 163l
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Jesignthinking IS not @ Inear process

Learn about users
through testing

Tests create new
ideas for the project

5 stages of
design thinking Empathize Define ldeate Prototype Test

e e

Learn from prototypes
to spark new ideas

Tests reveal new
insights that redefine
the problem
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PVOL aS many times as posSItie Derore you run out of runway

"A pivot Is a change In strategy without a
change In vision”

Document Classification: KPMG Confidential



MVPS alow US [0 ST assumptions Ina cheap a fast way

DearHenry

Computer

What the user seés he wizard
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MVPS alow US T0 Test assumptions ina cheap o 1ast way
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(uestions
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JENEIIL ITacking

Lucia Falcioni, NL
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Value creation doesnt Stop once the Data a Anaiytics Solution s

mpiemented

D&A benefit tracking is integrated within the funnel process end-to-end

End-to-end D&A value chain

PHASES Make it known Make it real
Agile
Prioritize
Use case on Proof of concept

MAIN Data strategy idea business = development &
ACTIVITIES generation case and evaluation

feasibility

[

Product

development Pilot

D&A Benefit tracking

Make it scale

Agile

Industrialization &

integration el

Agile

Use and Scale up
maintain
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[Nree key challendes surround DA benetit tracking

Challenge Challenge definition

Q How to connect benefits and cost drivers truly
@ \ Defining value relevant to the business to, often abstract,
technical model KPIs?

. How to accurately measure model performance
Measuring : : :
and evaluate true benefits, often in a dynamic
value :
environment?

How to set up a process or governance that
ensures responsiveness to changes, while being
transparent and efficient?

@ Responding to
@ L@ changes
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Aleading butch pank created value With the rignt central Steerng
and PUSINess ownership

@ Q Defining
\, value 4 SPEED

* Push towards usable
D&A solutions that bring VALUE
instant value to business »

- Responsible for budget Competitive use of .
allocation and solution analytics and the new oo
success stack, allowing the client to v

win in the market of today
and tomorrow

OWNERSHIP

Organize sno cnar
idsalion mesting

Example 1 Example

Metric

Data availability
Rualizztion |

Davalepmant MEDIUM ~ LOW

Businass goal
tracking

BUSINESS
OWNERSHIP

Technical
and
operational
PO corpicxity
kY um- ntlandscape, | HIGH | | HIGH

Implementation

Operational

Complexity
IUM MEDIUM

* Inspire business to see
the potential of D&A !
» Ensure high quality
analytics omome @)

QUALITY

MEDIUM/
HIGH

CENTRAL D&A STEERING
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HESIOES Classical ISSUes IIke [deation, merics, Seonnd and
Driortization two matrices piay arole during benetits tracking

@ Measuring
value

Use Case Prioritization Use Case implementation
Use case prioritization matrix Benefit tracking use case difficulty matrix
High TOP PRIORITY High
A A
Technical .
Feasible
challenge
Value
+ Net benefit Value
+ Contribution to definition
strategy accuracy
+ Scalability
) Edge of the Elusive
possible business case
A 4 v
Low Low
Low < » High Difficult < > Easy
Technical feasibility Value measurability

+ Data Availability
+ Solution complexity
* Implementation complexity
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JSINg an acvanced measuring approach we proved the Impact of an

optmization agorthm

Benefit tracking use case difficulty matrix

High Optimization
A of salt plant
Technical .
Feasible
challenge
Value
definition
accuracy
Edge of the Elusive business
possible case
v
Low
Difficult < » Easy

Value measurability

Case study

Optimization of salt plant
Objective: Maximize salt production rate by adjusting process settings

1)  Algorithm input: production parameters (process parameters, brine rate
and properties, environment)

2) Algorithm output: optimal process settings
3) Results: Salt production rate

4) Benefits: Contribution of settings improvement to production rate

Evaluation: Sequential A/B test

Outcome: Measurement proved that
there was no significant change derived
by the algorithm: decreasing trend in
salt production rate overall.

Start test

Due to the effect of external factors (i.e.
salt quality used) it was hard to 09
determine the effect of improved
settings during the test.
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A SUPPOrTIVe governance IS key Tor Scaianiity and implementation

‘.w Responding
L@ tochanges

Minimal viable
products &
evaluation

Business
Case and
Feasibility

Use case
idea
generation

Industrialization Embed in the organization

Across clients we see
common challenges of
funnel management which
need proper governance
COMPANY-WIDE and process to be

* Cross-BU involvement

Company-wide f ; T * Business ownership vs
use cases Use case intake Benefit tracking D&A central steering
1 RIOEESS input )
» Ownership of post-
BU LEVEL BU use D&A solution implementation release activities
Use Case ideation cases governance

;-------5 and prioritizaton ——> Use case development team )

] ) workshops
DEALEVEL  Inspiration ! Use case maintenance team

! |
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[0 summarize, three key pilars that help ensure DaA Iitiatives
Jeliver and track e business value

Key pillars for a value-driven approach to D&A benefit tracking

@ - : oD :
‘ N\ Defining value ‘ ' Measuring value ‘ 10 Responding to changes

‘Business value first’ — Case-by-case methods Streamlined governance
throughout the lifecycle for D&A value tracking and process
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(uestions
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BVBraging data for optimiznd
DANKS Dranch Netwo

Loukas Pouis, CY
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niocking the value of data in cost optimization

Indicative areas where most of the benefits exist How data can be leveraged?
 What is the current status of my operating costs across my core
a Minimize cost of operation in the functions (e.g. finance, IT, etc.) ?
o core organizational functions « How to find the best use cases for introducing automation?

« What is the optimal level of cost considering other factors like
performance and profit?

* What s the current health status of my branch network?

Set-up an optimal network «  Where should | open a new store to maximize profitability?

of stores « How to strategically positon a new store based on the
competition presence (i.e. increase market share)?
'Y X « How to find the sweet spot between workforce power and high
quality of process execution incl. customer service?
UtllIZIng workforce efﬁC'ently * How to set an optimal, automated employee scheduling?

« What factors are associated with higher employee engagement?
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[Ne Branch Network Uptimization case
Key challendes In the bankind Sector

The current banking environment, as well as the changing customer behaviour towards banking, have posed

several challenges on the banks.

y
Competition
>

>
>
Cost >
>
>
Knowledge >
>

Maintaining a competitive edge.
Increase profit without affecting customer experience.
Changing customer behaviour: the rise of the digital customer.

Imbalanced branch performance
High operational cost

Limited budgets as maintaining all branches open, esp. now with many transactions
being completed digitally, is very costly.

Monitor current locations to assess markets suitable for expansion or relocation.
Limited knowledge of new locations related to ambitious expansion programs.
Absence of intelligent site selection model.
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(504l 0f our solution - Uptimizingd the Branch Network

Build a solution that sources internal data, which are subsequently enriched with external data sources and executes
different analyses on top of those. The outcome of those steps is the generation of the necessary results to help the
organizations take the right decisions related to:

» Optimized locations

» Optimized and focused services

. olT +5% +6°/0

» Customer-centric approach e +4% 12‘;/

»[€]» +8% -

+5%

Q I +7 %

» Optimized results O +9% | .
4 ‘fQ\r +4 %
ofT +3%
» Differentiation from competition r +14%
>E> +8%
© #6%
» Support digital transformation initiative G +1%
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Key 1eatures of the Soiution

We supported the Bank to optimize its branch network based on the

Dignally Engaged Flag

business ambition and digital transformation by developing an

algorithmic tool with the capabilities of:

Customer transactional behavioural analysis and segmentation
Branch network performance analysis

» Calculation of optimal network size based on customer demand
and capacity to serve by current number of employees

» Recommendation with regards to which branches should close or
open so as to maximize network profitability

» Customer migration within the network in case of closing of their
primary branch while maximizing their retention
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U SOULoON'S methodolody / process

Branch Characteristics

and Assets Target Variable
(Sales Revenue)

Branch i - - Local Drivers

@ Placement \ Cleansing Testing Signals of Demand

Internal 5 -
.
Data Detrending
New Branch

Branch Staff 0 0
8 e Selecting Signals — SedErEreE

Deseasonalising Prediction Model

Store Visibility and Signage Aggregating Predicting Sales Revenue Branch

Signatures
Distances Between & Clusters
a BoC branches and Synthesising
competitors .
Clustering Branches
e

External l 1
Data National Census
and Population Generated Outputs
characteristics » Recommendations Report (branch performance forecasting / clustering etc.)
Traffic Hours =  Branch Optimization Solution for (a) performing / replicating the optimization exercise steps and (b)

delivering advanced visualisation features to assist the Bank with assessing branch performance
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What was the outcome for the client

The Branch Network Optimization solution offered different opportunities to our client:

1 The development process was one of the key exercises for client to understand
its customer base behaviour and trends

2 The first automated method for actually measuring the overall branch network
performance

3 One of the key initiatives, linked to data-driven decision-making and actions
focusing on the branch network and optimizing global profit
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HOW (e clent utlizes the Solution

* Optimize the size of the branch network based on the demand, banker capacity and customer preferences
mapped by district across the country

12208

Migrate the customers to primary branches that match their banking behaviour and have the skillset they require

aama  Optimize the network workforce based on the optimized network that will provide recommendations for branch

network size and customer migration

v Decide on optimal locations for opening new branches

€ Actions taken: 15 (out of 100) stores were closed that resulted in 1.8% profit increase estimation
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(uestions
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d monetization nthe automotive Indus

Ondrej Kulhanek, CZ
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Jur client, [arge automative OEM, wants o uncover
CUStomer data potential from both retall and digital worlds

ﬂ CLIENT MOTIVATION @ KEY OBJECTIVE

BuS
To effectively share customer To find most feasible data-driven
data with dealers and thus business use case and discover
provide its customers business potential of customer

better services data by quantifying its benefits
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SEIECTION O the most 1easibie USe Case

STRATEGIC FEASIBILITY ETHICAL

& ENVIRONMENTAL FEASIBILITY

FINANCIAL FEASIBILITY a ° OPERATIONAL FEASIBILITY

FEASIBILITY \

\ ASPECTS
LEGAL & COMPLIANCE

FEASIBILITY ) TECHNICAL FEASIBILITY

DATA FEASIBILITY
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NEXT Best ACtion nas been Seiected by [op management

The Next Best Action (NBA) is a customer-centric EXAMPLES OF SCENARIOS:
approach that describes a sequence of trigger-action
and their possible combinations along the customer journey. Test drive offering after car

configuration

Notification for a client after
scheduling a test drive

=
o] -
Predelivery upsell offer
- - 2 - -

Driving style tips

Merchandise offering after

Offering new Development of new Offering new car delivery

Buying a new car products feature / service products

Expiring warranty notification
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BUSINESS Case calculaton of Next Best Action

Challenge

What cost and revenue drivers need to be considered
(from the car manufacturer’s perspective) when
calculating the business case for Next Best Action?

Please share your ideas with us now! (((/ 3
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KP'\/G D(Btareu a KEY BENEFIT STREAMS

Increased sales (vehicles, services, equipment, merchandise)

SUD (]‘Snca_eg Saving FTES (processing of bids, transport time)

OTHER BENEFIT STREAMS

NUSINESS Case mode ; i .

v Customer satisfaction (NPS)

COST STREAMS (CAPEX & OPEX)

Referential (generalized) view
Advanced Analytics

1 market, possibility to scale Customer Segmentation

App development

Data sharing enablement & system integration
Data quality & Master data management

v External data

=N Next Best Action solution maintenance

TCO period: 5 years ~7

HQ point of view
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(uestions
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sUmmary

Introduction

v" Data monetization
v KPMG Approach

Case studies
I A user-centric approach to data monetization

mmmm  Benefit Tracking

Leveraging data for optimizing a bank's branch network

"W ;i3 monetization in the automotive industry
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