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Disruptors of The Digital Banking Playground 
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Differentiating Business Models 

Source:  Banking in the Digital World, ATKearny + EFMA, December 2013 

All Virtual and only Online Traditional-in-Transformation vs 
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High-Performance, 

open, IT platform 

Ubiquitous, convenient service channels 

Online 

banking 

Mobile 

banking 

Telephone 

banking 

Remote 

banking 
Branch Mobile 

marketing 

Open, efficient IT infrastructure 

Distributed architecture 

& cloud platform 

… 

Core business 

Credit 

loan 

Core 

accounting 

Credit 

card 

Operation mgmt 

Risk 

control 

Marketing 

mgmt 
Finance 

mgmt 
… 

Intermediation 

Payment 

agency 

Wealth 

mgmt 

Precious 

metal 
… 

Reshaping 

platform 

Controllable cost  

High security 

and reliability  

Open standards  

Large capacity  

Convenient R&D  

Easy expansion  

Reshaping 

services 

Reshaping 

data 

Reshaping IT to Accelerate Digitized-Internet  

Business Transformation 

 Smart Big Data platform 
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Remodel for SMAC and Innovation driving New Services 

Social 

▪ Integrate social media and platforms as 

a new channel into Banking systems 

▪ Start exploiting social media as a value 

driver (e.g., digital targeted marketing) 

Analytics/Data 
▪ Allow for live/production  

access of data 

▪ Paradigm shift: use data, do not move 

data 

▪ Consolidate processing infrastructure 

to enable real-time analytics in-memory 

Mobile 

Cloud 

▪Cater for yearly growth rates                       

of up to 30% 

▪Ensure consistent  user experience 

across all channels 

 Adopt and enhance selective cloud 

provisioning strategy 
 

 Focus on few strategic providers to  

limit complexity and ensure security 
 

 Build up management capabilities for 

cloud solutions 

Remodel  IT 

 for SMAC 
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Knowledge Banking:  Leveraging Data 

Data-driven operational efficiencies 

and competitiveness 

▪  Infrastructure optimisation 

▪  Channel use optimisation 

▪  Employee collaboration networks 

▪  Talent capture 

New business opportunities 

from financial data 

▪  New data products for clients 

▪  New data products for new clients 

▪  Data as a service for third-party 

application development (through open 

platform) 

Descriptive and predictive risk and fraud solutions 

from behavioural and event-based models 

Hyper-segmented and dynamic 

customer vision based on financial 

and social behaviour 

▪ Complementary reactive and proactive  

risk scoring from internal and external data 

▪ Machine learning for fraud 

  Descriptive and Predictive models of 

client and segment behaviour 

  Optimisation of channel interface 

Operational 

Intelligence 

Risk and 

Fraud 

Customer 
Intelligence 

New 
Products, 

New 
Business 
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Omni-channel 

Optimization 

Enhancing 

Customer 

Experience 

Technology as 

catalyst for Business 

Transformation 

• Deploy a variety of customer contact points with diverse 

product and service offerings 

• Integrating  channels for seamless customer experience 

and promoting self-directed services  

Competitive 

Differentiation 

• Business process streamlining to improve operational 

efficiency 

• Automation and self-directed services 

• Greater transparency of product offering and pricing 

 

Value Creation 

• Anytime, Anywhere, Any Device customer interactions 

• Ubiquitous use of video-across-the-bank capabilities 

• Multimedia contact centre facilitates Triple AAA + Big 

Data  + more rigorous Risk & Compliance measures   

• End-to-end IP infrastructure that also complies to PCI-DSS 

standards wherever customer data is concerned 

• Specific technologies decoupled from specific channels  

• From channel-centric to customer-service centric operations 

• A well-articulated customer segmentation profiling 

including social, economic, personality, product offerings to 

match, and suitable means of interacting with the bank 

• Strive to offer “on-demand” capabilities across channels 

 

Current Digital Service Strategies  

http://3ms.huawei.com/multimedia/docMaintain/mmMaintain.do?method=showMMDetail&f_id=Img201107300046
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One-Stop Financial Service Platform 

Source: Huawei & Deloitte: “Transformation and Reconstruction of Banks in the Digital Era” 2015 
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Seamless Omni-channel Distribution  



10 

Applying Big Data Analytics across the Financial Sector 
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2.2 million 

300,000 

Now 

Marketing messages 

sent per month 

Past 

1.3% 

Past 

Turnover rate of Top 1000 

small loan customers 

52.9% 

Now 

2 weeks 

10 minutes 

Now 

Credit query time 

Past 

60% 

Now 

Error rate in contingent 

asset prediction  

Past 
30% 

First data plane: 

data warehouse 

Second data plane: 

big data platform 
Farmer data services 

Spark memory 

iteration 

Steam stream 

processing 

Miner data insight 

Debit Card 

888888888888 

Credit Card 

888888888888 

Debit card 

transaction 

Credit card 

transaction 

e-Banking, mobile 

phone banking 

Small loan 

prediction 

Contingent 

asset 

prediction 

Financial 

relationship 

analysis 

Real-Time 

credit query 

Huawei's Financial Big Data Offers Precision Marketing 
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BBVA Bank Big Data Analytics Results 
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Partners offer SaaS-based cloud apps 

IaaS helps banks develop private clouds 

 Yusys apps (e-Banking, mobile banking, social 

media banking), serving 30+ banks 

 

 

 

 First Data credit card 

11M+ customer, 15+ million consumers 

OPEX per card reduced by 50% 

ICBC: development and testing cloud 

New service deployment:  

6 months > 15 days 

Devices managed per technician: 

200 > 500 

 

Infrastructure cloud (IaaS) 

App template Open framework Lifecycle management 

PaaS service interface 

App platform cloud (PaaS) 

Traditional 

infrastructure 

Cloud management 

services 
Monitoring Deployment Maintenance Analysis 

Process 

orchestration, 

scheduling, and 

execution engine 

IaaS service interface 

Computing 

resource pool 
Storage resource pool Network resource pool Computing Storage Network 

Customer-centric 

O&M platform 
Administration Service Maintenance 

Northbound API Northbound API 

Cloud administrator Cloud user 
Cloud maintenance 

personnel 

Minute-Level service rollout, reducing 

TCO by 30% 

Huawei Helps Banks Develop Next-Generation  

Cloud IT Platforms 
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Remote Concierge 

Self-Service branch 

24/7 services 

Community branch  

90% counter services 

Home banking 

Financial services at 

your home 

Mobile Banking 

Concierge services 

Core Banking  

Multimedia collaboration 

platform 

eSDK open interfaces: enables efficient industry app integration 

Integrated Mobile and Virtual Remote Banking Services  
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VTM – Virtual Teller Machines / Kiosk Branches 

Remote 
Concierge 

/ Teller 

 1-to-4 Service 

 1 Concierge:     

4 VTMs 

 Intelligent CTI 

 Collaboration 

  Redirect to Any 

Device 

Multimedia, video, collaboration experience for 7×24    
mini branch, 70%-90% traditional branch services 

Roving 

Robot 
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Digital Channels – Quantifying benefits of video 
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Allocating Resources – Customer-facing FTE Distribution 
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The Higher Number of Customers Per FTE…                                  

The More Profitable a Retail Bank 

 

 Measured by Risk Adjusted Income/FTE         
(Total Income minus Loan Loss Provisions) 

 Measured by Revenue/FTE  

 Measured by PBT/FTE 

 Measured by GOP/FTE (Total Income minus Total Expenses) 

Allocating Resources – Customer-facing FTE Distribution 
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Allocating Resources – Automation and Robotization 
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•Bank Teller 

•Loan Officer 

• Financial Advisor 

•Mortgage Broker 

•Insurance Claims and Policy 

 Processing Clerk 

•Insurance Underwriters 

•Claims Adjusters, Examiners, 

 Investigators 

•Bookkeeping, Accounting, Auditing 

 Clerks &Tax Preparers  

Source: Cognizant: The Robot and I…Automating Rote Work, March 2015 

Allocating Resources – Automation and Robotization 
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Allocating Resources – The Rise of Robo-Advice 

Source: Infosys, “Increasing the Efficiency and Effectiveness of Financial Advice with Robo-Advisors”, 2016 
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Digital 

Strategy 

1 
Infrastructure 

Strategy 

2 
Data 

Strategy 

3 
Content 

Strategy 

4 
Business 

Process 

Strategy 

5 
Analytics 

Strategy 

6 
Social and 

Mobile 

Strategy 

7 
Customer 

Experience 

Strategy 

Create a Digital Strategy for Me! 
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