Mass Affluent kak cambiii NPUOLINBHBLIN 1
CTPEMUTENBHO PA3BUBAIOLLNNCA CErMEHT:

ocobeHHOCTU paboTbl, TpeboBaHMSA K 6AHKOBCKNM
yUpeXxaeHusIM.

Pa3sButne Mass Affluent & Private Banking cermeHTOB
B YKpanHe, MUPOBbIe TPeHAbl.
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KpaTkKo. 9kcnepTu3a

T % = 12 neT B MApKeETUHre U pekname.

N CoBnageney v ynpaBnsiowmnn naptHep komnanum IDNT
(www.idnt.com.ua)

L. UneH 3akpbiToro Private Banking Club Beayuwmnx 6aHkoB
YkpauHbl ripn Forum for Leading International Institutions

* B npownoM anpekTop BeayLlmnx KpeaTUBHbIX U MApKETUHI -
areHtctB CAXAP, MR.WOLF.

BaHkn n GuH.yupexaeHus, ¢ KotopbiMn pabotana: Credit Agricole
(peno3uunoHnpoBaHue, pebpeHamnHr), opym Commerzbank Group, MNMYMB,
HaumoHanbHbi CTanaapT, Anbda-bank Poccns, CK «OpaHTa» 1 MHorume

npyrue

3011070 1 cepebpo Effie (MexxayHapoaHas Harpaaa 3a 3deKTUBHOCTb) U
MHOXECTBO KpeaTUBHbIX Harpaj

BbicLee skoHOMMYeckoe 0bpa3oBaHme, MH-T MexXayHapOAHbIX OTHOLUEHUN,

Knes. :
neB |d


http://www.idnt.com.ua/
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IDNT. Cneunanu3sauma: pa3paboTka KOHLENLUUN 1 DYHKLUMOHANBHOIO An3anHa
ONst PO3HULbI M 6aHKOBCKMX ceTen. Mbl paboTaeM C pO3HUYHBIMK O6bEKTaMU C
TOYKM 3PEHUS MAPKETUHIA, aPXUTEKTYpPbI U An3alHa.

KomaHaa IDNT pabotaeT ¢ Hauana 2000-x

LUTaTHbIX coTpyaHukoB: 10

Tepputopumsa: YkpanHa, Poccns, KazaxctaH, BenvkobputaHus

MapTtHepsbl: Retail Vision (BennkobputaHus), John Ryan International (JToHAOH,
Maapua, MuHHeanonuc), Scorpio Partnership (BennkobputaHus) | d 1t
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Mbl onMpaeMcs Ha:

e Haw onbIT paboTbl ¢ cermeHTaMn Retail /Mass Affluent /PB B
YKpauHe n Poccuun

e YyacTue B NepBon B MUpe 6aHKOBCKYLO KOHdepeHLUuio Mass
Affluent World 2012 (B pamkax 8-ou Private Banking World) B
CuHranype — Begylwime 6aHkn Mmpa un Asunu.

e lI3y4yeHune onbiTa, BU3UTa B oTAeneHns u retail experience
tour B Begywwimx 6aHKoB, paboTarowmx € 3STUMN CerMeHTaMu

World,_

“ 2012, Grand Hyatt, Singape

terrapmn




Mass Affluent kak cambiu
NPUOLISIbHLIN U CTPEMUTENBHO
DAa3BUBAIOLLIMNCA CErMEHT:
0cobeHHOCTN paboThl, TpeboBaHWA
K 6QHKOBCKUM YUpeXaeHUsM.



OCHOBHbIE 3/1IeMEeHTbl PO3HUYHOW CTpaTerum

[pooykT « BpeHp 6aHKOBCKOM CeTu, penyTauusi, NCTOPWS
(baHkoBCKas ceTb, * Ycnosusa no npogyktam
KaTeropMM ° ACCOpTI/IMeHT
« KauecTBO cepBuca
NPOOYKTOB
poayKTOB) -
» KoHuenumsa 3o0HMpoBaHNS 1 NNaHMpoBKa Ans
®yHKLUMOHaIbHOE yrpaBneHns KINMEHTCKMMM NMoToKamm
30HUpOBaHMe « O6opygoBaHue 1 NnaHorpamMmma ans
oTaeneHus, KOMMOPTHOro 0bCnyXMBaHNS
,EI,I/I3aI7IH * Hpopmauma (ueHa, onncaHne NpoaykTa,
NHdOopMaums 0 bpeHae) 4

* YnpaBneHue KIIMeEHTCKMMIN NOTOKaMu
[Mpouecchl BHYTpU » CueHapum obcnyxmBaHnsa — pabota

KOHCYMLTaHTOB
p%%*_:'e“'ﬂ%ro « 30Ha Kacc v CepBUCOB

* Hanunume experience-30H Unn «3MOoLNOHaNbHbIX»

30H /




Mbl Kak KOMMaHUsA-paspaboTumnk paboTaem c ABYMS U3 TPEX OCHOBHbIX
NapaMeTpoB PO3HUYHOWN CTpaTEruMu.

OpraHn3oBbIBaEM MPOCTPAHCTBO M (PYHKLIMOHANBbHBIN AN3alH TaKuUM
0bpa3oM, 4Tobbl ChopMUPOBATL MAKCUMYM MONOXUTENBHOIO KIMEHTCKOro
ONbITa OT KOHTAaKTa C NpoAyKTOM/bpeHaAOM ANnst NOBLILWEHUSI YPOBHS

npoaa>k " J1I04/1bHOCTM.

e KoHLenums 30HMPOBaHUS U MraHMpoBKa Anis
®yHKLUMOHaIbHOE yrpaBneHns KINMEHTCKMMM NMoToKamm

30HUpOBaHMe « ObopynoBaHue n nraHorpamma gns

oTaeneHus, KOMJXOPTHOro 0bcnyXuBaHus
On3aviH * MHgopmauumsa (ueHa, onncaHne npoaykra,
nHdopmauus o bpeHae) )

* YnpaBneHue KIIMeEHTCKMMIN NOTOKaMu
[Mpouecchl BHYTpU » CueHapum obcnyxmBaHnsa — pabota

KOHCYIETaHTOB
p036HI/I‘-IHOI'O « 30Ha Kacc v CepBUCOB
OOBbEeKTa » Hanunuue experience-30H UMu «3MOLMOHaMbHBIX»

30H /




C TOYKM 3pEHNS MAPKETUHIA

product
price
promotion
place




NMoyeMy TaK BaXXHa cerMeHTauusa m
TapreTupoBaHHas crparterusa?

e Mass Affluent cermeHT — B 5-10 pa3 goxoaHee, 4yem Retail

e [nobanbHbiM GAHKOBCKUM TPEHA — BblAe/IEHNE AAHHOINO CErMeHTa
1 crieumanbHas paboTa C HUM.

e KpoMe TOoro, BO BCeM MUpe nagaeT agosepue K 6aHkaM U
NosiNbHOCTb. [JoBepue B YKpanHe — TosIbko 0kos10 20% (GFK)

e [lo pe3ynbTaTam nocneaHux nccnenosaHmm World Retail Banking
Report 2011 (80 000 pecrioHaeHTOB), 40% KNMeHTOB 6AHKOB
PAcCMaTPUBAOT BO3MOXKHOCTb MOMEHATb CBOW BaHK B TeYEHME
rona vn bonee

e [nobanbHbIM TPEHA: OAVMHAKOBbBIE NPOAYKTbI U PaLMOHANbHbIE
XapakTepuctukun. AndpdepeHumnaumsa — Ha YpoBHe cepsuca u
norpeburtenbCcKoro onbiTa

d



Barclays Citibank HSBC

Raiffeisenbank

Retail Mass Affluent Private

HSBC & HSBC Private Bank <X>

Citi Private Bank
N
Citl

citi citigold

W BARCLAYS W BARCLAYS % BARCLAYS
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Mass Affluent Barclays UK

BARCLAY




Retail

Citibank Worldwide

Mass Affluent




Retail Mass Affluent HSBC Worldwide

What it you outlive
your retirement fundsi
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Tesco Value, Tesco Finest

|, Mass

Affluent |

e



Land Cruiser

Toyota Prius

Toyota Yaris I d



Private Banking

Affluent /
Mass Affluent

Land Cruiser

Retail / Mass Retail

Toyota Prius

Toyota Yaris I d

wihat ratail naade navd
Wihdal retadll neeas rnexl
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Knaccmnyeckas
cxema
cerMmeHTaumm
notpebutenen
no

YPOBHHO
aoxopaa

YPOBEHE A0X00E

KnueHT BaHKka I KnueHT aBMakomnaHum -
e Public Bus
CermeHr CocroaHue, oT x,/"/
| + Retail 50,000 <~ Economy
» Mass affluent 100,000
| » Affluent 200,000 - -
-------------------------------------------- | %
- MNW 500,000 N «— Economy Plus 3
] \'-E i
Lo HNW 1,000,000 \ - %
|+ Quite HNW 3,000,000 A 3
'+ Super HNW 3,000,000 : g
e VHNW 5,000,000 ,//; ++ Business S
............................................ g
« VWHNW 10,000,000 \‘“‘u
-+ UHNW 20,000,000 K‘\
| = Multi family office 50,000,000 ‘
-+ Family office 100,000,000 +— First
Private Jet
ty

Source: Scorpio Partnership id r‘]t
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Cutyauus B YKpanHe, CTpaHax
CHI', B Mupe.



BenvunHa BXo4HOro Nnopora Ana goctyna K cepsmcam, CHI

Retail offer

Onshore “VIP” banking 5k-100k
"
Private banking 100k-1mn
Offshore private banking 200k-10mn
100 1,000 10,000 100,000 1,000,000 10,000,000

MNopor (USD)
. Be/MYMHA Nopora

Source: Scorpio Partnership i d N t
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TpeHAabl B pa3BUTUN CErMEHTAaLMOHHbIX
NPOEKTOoB

o Co3paHue amdpdepeHUMpoBaHHbIX 0pUCoB
— Retail
— Affluent (coctosaTencHble)
— Private Banking

e OnbIiT IDNT



Retail Banking




Mass Affluent
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Private Banking
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Pa3paboTtka ctanpaptoB Private Banking m
BOMJ1OLLleHUe Ha NUJIOTHOM ob6bekTe

e Odwuc Private Banking, Poccns. 2010-2011 .

e baHk obcnyxumBaeT akTmBbl Jlykonn. N pabotaet yxe 20 net

C KJIMEHTAMM, YaCTHbIMU NIML@MU C COCTOsSsHMEM oT 0,5 MIH
L0,

e [poeKkT BKtOYan B cebst BECb CNEKTP: OT AN3alH-KOHLENTA
1 BbIBECKW, 0 BCEX 3/TIEMEHTOB O(DOPM/IEHUS, BKIOYAS
MHTEpbepHble, MebenbHbIE pelleHns, HaBurauuio, Tabmukm

ym me "
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UFD Private Banking

Case Study

NOUCK O®UCA
ANA UFD PRIVATE BANKING

OCEHL 2010
—_—

Mocne npocmotpa Gonee,
4em AecATW BapUaHTOB,
Bbino suibpaHo nomeleHue
B CAMOM LIEHTpe ropogaa ¢
OTAENbHBIM BbIXOAOM Ha
CobopHyio naowaas.

CTPOMTENBLCTBO

MAPT 2011
Las=sS aaasl

BuibpaH
NOAPAAYMK,BbINONHEH
PEMOHT M OTAENKA
NOMELUEHUA COrNacHo
AU33NH-NPOEKTY.

idnt



UFD Private Banking

Case Stud

PA3PABOTKA
AU3ANH-NPOEKTA

=2

AEKABPHL 2010
e

Pa3paboTtaHo nnaHMpoBOYHOE
peweHue ana opuca Private
Banking c yuetom cneunduru
obcnymusanua wealth-
KnuenHToB. Boibpana ogHa u3
TPex NpeanoXeHHbIX An3ainH-
KOHUenuu#n.



UFD Private Banking
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UFD Private Banking

Case Study
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UFD Private Banking

Case Study
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TpeHAbl B pa3BUTUU CErMeHTALMOHHbIX
nNnpoeKkToB. B YKpanHe n Mupe

Co3paHne anddepeHUMpoBaHHbIX 0(NUCOB
— Retalil

— Affluent (cocTtosiTenbHbIE)

— Private Banking

o (Co3aaHue cneumasnbHbIX 30H B OTAENeHusX / NOCTPOEHNE HOBbIX
OTD,GJ'IEHMVI C y4eTOM 30H MO CErMEHTAaM KJINMEHTOB

AnddepeHUmMpoBaHHbIN CEPBUC:

— [lepcoHan

— [lpoueccsbl

— [lpoAayKTbl / AONOMHUTENbHbIE NMPOAYKTbI / NPOAYKTLI NAPTHEPOB
— B TOM uncne anddepeHumaums no CKOpocTn ob6CyxmBaHuS

d



OnbiT HSBC

id



B paboTe oTtaeneHnn onuparoTcsa Ha co3faHue
npoayMaHHOro «customer journey»

OTpeneHune AOmKHO
BOBJIeKaTb K/IMEHTa

[TOTOKOM K/IMEHTOB HY>XXHO
yNpaBnaThb

YBENNUMBaTb KOIMYECTBO
onepauunr camoobcnyXMBaHUs

Pa3BnekanTte n 3aboTbTechb O
KIIMEHTE BO BPEMS OXWUAAHUS

Co3paBaTb 60nblue
BO3MOXHOCTEN ANnsa «value
creating space» - face2face
obLLeHmne

CermeHTupoBaHue: SME, Mass -
id
Affluent n 1.Aa.




HSBC. B pa6bote oTaeneHnn onuparoTCs Ha co3gaHue
npoayMaHHoOro «customer journey»

OTpeneHne AO/MKHO BOBJIEKATb
KJINEHTA

[10TOKOM KJIMEHTOB HY>XHO
YNpaBndaThb

YBeNnnunBaTb KONMYECTBO onepaLmm
CaMOo0bCTy>XMBaHUS

Pa3BnekaTb 1 3ab0TUTLCS O K/TNEHTE
BO BPEMA OXKXKNAAHUA

Co3paBaTh 60/blLe BO3MOXXHOCTEMN
onsa «value creating space» -
face2face obLieHus

CermeHTupoBaHue: SME, Mass
Affluent wn T.4.

Back Office / Teller
Support area

v

" SME Banking

Premium Banking

Engage
Private & semi-private

Inspire
& Inform
Waiting area
Arrive
Internet /

telephone
A

Attract
Eascia/Brand

Custumer journey diagram
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[lpymMep peanm3aunn cermeHTaunm
B 6aHke ANZ, CnHranyp



ANZ Signature Priority Banking

e ANZ (Australia and
New Zealand Banking
Group)

e OducC OTKpbINCS B
CuHranype B 1974 .

e 175 net ncropuu

e PaboTaeT B 32 cTpaHax

d
tall needs nexil
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Yeur financial partner
on the ground.

[ \X‘U:_
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We live In your world IIN&
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Retail Zone & tellers

d

what retall needs next



Retail zone
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ANZ Signature (Priority banking zone)

idnt
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KaHanb! / TaUnouHTbI
B3anMoaencTeus 6aHka u
noTpebutens —

KadK OCHOBaA (

[10BEPUS

HOPMUPOBaHMUSA



Koneco Touek conpmnkoCcHOBeHMA bpeHaa

Mporpammb!
NOANBHOCTU

Mucbma u
HosocTHble obpasiibl

nucbma

OnbIT OnbIT KyroHbi u

KnueHTtckum MooLypeHns

cepsuc nocne NoOKyrnku A0 NOKYMNKU

TMpe3seHTaums AKLA 1
NPOAYKTa U NPOABUKEHUS

ynakoBKu O MnbiT
NOKY MKW

YrnakoBka
Bbiknagka P=-0O:R
Ha nonkax n AEMOHCTPaUWA .
B MarasuHe (BblKNagKa) | |d nt

retail needs next




OnbIT co3aaeTcs Yyepe3s KOHTAKT U
B3auMoaencreme

e [loTpebutenbcknn onbiT, pabota C HAM — OCHOBA MApPKETUHIOBOW
cTpaTeruu

e OT kayecTBa onbiTa (NO3UTMBHLIW / HErATUBHbLIN / BNe4YaTieHme /
nepeXXmBaHus) 3aBUCUT AOBEPUE, NOSIIIBHOCTb U Mp.

e B cnyyae pabotbl ¢ cermeHTOM Affluent / Mass Affluent
HeobxoaMMo yaensiTb 3ToMy 6osblle BHUMAHKUS, YeM npun paboTe
c Mass Retail



Cnacunbo 3a BHUMaHue,
N HanNocrneaok. ..



NMone3Ho:

http://thefinancialbrand.com — Beaywumn MexxayHapoaHbii noptan o

(PrHaHCcax
http://www.mykolachumak.com/ — 6nor Hukonas Yymaka, ocHoBaTtens

n ctpaterndeckoro ampektopa IDNT o MapkeTuHre 6aHKOBCKOM
PO3HULLbI, pUTENNE, @ TAKXKE IKCTPEMASbHbIX MYTELECTBUAX U
KOJITEeKLMW YalleK 3Cnpecco

Facebook, LinkedIn: Enena KopoHotoBa 1 Hukonan Yymak — ans
obueHnsa Ha NnpodeccMoHanbHbIe TeMbl U ANCKYCCUM

idnt


http://thefinancialbrand.com/
http://www.mykolachumak.com/

Elena Koronotova
Managing Partner
+38 067 500 04 76
elena@idnt.com.ua
www.idnt.com.ua

Cnacubo 3a BHMMaHMe,
YcrneLlHbIX MNpoeKToB!

d


http://www.idnt.com.ua/

[1lpunoxxeHue 1.

B3anMocBA3b MHAEKCa
YAOBNETBOPEHHOCTU COTPYAHUKOB
N yOOBNETBOPEHHOCTU [/
NOANBLHOCTU KJIMEHTOB.



Cuactnusbie (4OBOJIbHbIE) COTPYAHUKMU:

e paboTaloT NpoAyKTUBHEE

o 60s1ee OTBETCTBEHHbI

o 6Ho0sblue 3ab0TATCA O KNMeHTax

o 6H0nee NosNbHbI K KOMNAHUN U ee PYKOBOACTBY

e 60nee aKTUBHbI B NPeaNoXeHNSX U HOBbIX NAESX
* HAMHOIO pexe nponyckatT paboTy n3-3a 6051e3Hu
* B MEHbLUEN CTENEHWN CKIOHHbI K YBOJIbHEHUIO

e OT3bIBAOTCA O NPEANPUATUM NONOXUTENBHO, (POPMUPYS NO3UTUBHBIN
UMUK Y CBOUX 3HAKOMBbIX

e B3AMMOCBA3b npmnbbinu n nHaekca yaoBneTBOPEHHOCTU COTPYAHNKOB
NpsAMO NMPOnopLMOHanbHa

YnoBneTBopeHHOCTL YoBnNeTBOPEHHOCTE ~ i
OblJib




[TpunoXxeHne 2.
[loTpebuTenbsckmmn onbIT B
6aHKOBCKMX OTAENEHUSAX
6yayLuero.

Ot Retail go

Private Banking &

Mass Affluent Banking.

d
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UOB

e UOB (United Overseas Bank), oanH 13 Tpex NUaANpyoLmx
CunHranypckmx 6aHKoB

e OcHoBaH B 1935 roay
e [lopobHee: www.uobgroup.com



http://www.uobgroup.com/

Bce cermeHTbl 6aHKOBCKUX ycnyr — oT Retail go Private

Banking co MHO>XeCTBOM NoACEerMeHTOB

fi uoB ﬁ
AKZEEIT Private Banking &,

Personal Banking Business Banking Corporate & Institutional Banking
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Qwet Success

:Imi rstand that

At UOB Private Banking, we respect and understand your need for privacy. When it comes to your finances, we take every effort to
bring you a well-rounded and customised solution - all in complete confidentiality

E Yy
e

The Private Treatment »

: _ Market Perspectives
ons that are personalised

Stay informed

’J l The Private Portfolio |

- Services from multi-currency
to derivatives products.
> Grow and protect your weaith

& UOB Online Services Login

Wealth Banking Privilege Banking & Privilege Reserve

Private Banking

UOB Private Banking

Behind every step you
make

At UOB Private Banking, we
provide financial and porifolio
planning, with access to vast
resources in diverse fields.
Together with our global network
of offices and comprehensive
range of services, we're behind
every step you make.

Contact Us

UOB Private Banking is an
exclusive service, available to
individuals with over SGD5
million in investible assets. If you
wish to learn more, we invite you




UOB. Retalil
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UOB Wealth Banking

.HHL")B & UOB Online Services Login

AEERAT

UOB WEALTH BANKING WHATS NEW  ABOUTUS  INSIGHTS  PRODUCTS  TRAVELSCAPES  CONTACT @

LWAa/'- i+ Falees fo cucceel

Malec l'f‘
Ha)ofc:v

You've reached a point in your life where the financial possibilities are boundless. Your

road to further success demands a more personalised level of banking service.
Kindly leave us your contact

details through this form

d
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OVERSEAS BANK * i {7
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UOB Privilege Banking

] UOB sumsglot
o ¥ B

Privilege Barking

2

PRIVILEGE BANKING

menu

v
- -

'to wealth than
" money alone.

d
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Qu1et Success

Because we understand that
needs to be told.




BANKING

PRIVILEGE

needs next
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UOB Privilege. 24x7 zone
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Coutts (Private Banking of RBS)

e 300 net ncropumn Royal
Bank of Scotland (c 1692)

e B CuHranype npeacrasneH
c 1991 roaa

e [leTanbHee TyT:
international.coutts.com




Coutts (Private Banking of RBS)

LOCATIONS CAREERS CONTACT Language El Enler search keywords | SEARCH

CLIENT LOGIN ~

Coutts

PRIVATE BANKING

Coutts 1s a global bank that .
delivers: tailored wealeh : We provide an extensive range of private
i - banking products and services - backed by ﬁ

management ?'.i‘”.:'.i". . trust and
our distinctive partnership approach to
client service

fiduciary solutions - backed by a

discrect, professional, world-class

service, ) : More about Private Banking

MORE ABOUT COUTTS

+J ‘
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Cnacubo 3a BHMMaHMe,
YcrneLlHbIX MNpoeKToB!

Elena Koronotova
Managing Partner
+38 067 500 04 76
elena@idnt.com.ua
www.idnt.com.ua

AnekcaHap Penbsax
HenaptameHT cetn npogax Credit Agricole
http://credit-agricole.com.ua

d
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http://credit-agricole.com.ua/
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