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Traditional :

1. Paper-based processes: Forms and documents are completed
manually, leading to errors and delays.

2. Manual Verification: Requires staff to verify documents and data,
increasing human error.

3. Slow and cumbersome process: Delays in approvals, verification, and
account setup.

4. Compliance risks: Manual processes may result in compliance lapses.
5. Lack of integration: Information silos leading to inefficiency.



Pain Points Corporates MC/SMEs Business

® O

-

ion

Mutltiple client outreach points to
source data during onboarding,
creating sub-optimal experience
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Processing

Hand-offs between various teams

Multiple manually triggered
customer risk assessment checks

Lead time in accessing accounts
and services

s e & & 0 & &8
> & & & O ¢ @ @8

O
@
O
o
o
O
®
@
-

hvigating Digital Payments 12" Edition 12023-2025



fh
) Users

Channels

Experience
%:g‘; Path (Client
Perspective)

{Q‘ Capabilities/
L Functions(e.g)

& Business

N
\ == Units

Corporate O

5 RM /client advi = Private client 5 Institutional . C { - Exiormal
[@ Iclient advisor (m] rivate clients [{,_LJ] nstitutiona [t—lJ] orporates [E}] Asset Managers
A . . . Add Text Add Add Text
Online Portal Mobile/Phone Wearable Email Print Hara g PP Here

O

)

Logs Signs Up To Create A Calls RM to Sets Up Mobile Pays Bills Using Buys a

Onto Website New Account Transfer Funds Banking Mobile Banking Mortgage

Client Account Contact Financial Add Text Add Text Add Text Add Text
Onboarding Opening Mgmt. Planning Here Here Here Here

Retail Banking

Investment Banking

Private Banking

_




Key Challenges in &

e Slow processing of loan e Compliance risks related to * Fraud & security risks in
approvals, claims, and policy AML, Basel Ill, IFRS 17, GDPR claims processing and financial
issuance transactions

* High operational costs due to
manual document handling




The banking landscape is rapidly evolving, and customer
experience is becoming the battleground for success. To thrive in
this environment, banks must embark on a journey towards
customer centricity with Blufountain CustomerCentral

Where do you start?

X
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Harness data and
analytics for market
insights

Embrace Data-Driven
Segmentation

Leverage customer data to segment
audiences based on demographics,
financial needs, and behaviors. Analyze
customer data to identify unmet needs

and gaps in your current product portfolio.

Optimize Marketing with Data-
Driven Strategies

Utilize data to personalize marketing
messages and target audiences
effectively.

Leverage Al for efficiency
and personalisation

Utilize AI to analyse customer data and
recommend relevant financial products or
services and personalize the entire
customer journey. Al can interpret legacy
systems, extracting valuable insights and
historical data that can help enrich the
customer experience, and develop,
deliver and better price product offerings.
The data can also help create new and
efficient customer service models, and
facilitate better customer orchestration
within the bank, as well as with
peripheral partners.

l%\\

Foster collaboration for growth

Embrace the Power of Partnership
Collaborate with fintech companies,
telcos, or online platforms to access new
customer segments and expand your
reach.

Develop Co-Branded Solutions
Partner with other companies to create
co-branded products and services that
cater to specific customer needs. This
approach increases wallet share and
provides greater value to customers.

LKL

Prioritise a seamless
omnichannel experience

Integrate your channels including mobile
app, online banking, and physical
branches seamlessly.

Leading banks endeavor to give
customers frictionless, multi-channel
experiences where customers can
seamlessly interact across various
platforms. Instead of focusing on short-
term product sales, the goal is to win the
'client for life’.

Beyond satisfaction, towards delight

44




Streamline the onboarding process for savings acc 7
customers.

—nhance the digital onboarding experience to reduce
manual paperwork.

ntegrate the onboarding process with core banking
systems.

—nsure regulasQry compliance and KYC adherence.

ergxperience and reduce account

elNonpoarding (branch, mobile, web).




State

(2-48-hour goal)
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OBJECTIVES

25-40 days

Capture business
information and

invoke company

house check

* Confirm company

Customer
Journey

is registered in
company house
* Annual turnover

* Nature of business

l

Company House
check

Systems /
Fintech
Orchestration

* Data not
pre-populated in
the next step
based on
Companies House
data sourced.

Key Journey
Pain Points

* Enters the

Company details

Data captured in
workflow tool

* Inability to assess
realtime
onboarding
eligibility decision

* Lack of digital
document upload
functionality

* Real time
onboarding
/eligibility
decisioning

%) KYBInfo Capture 3 KYC individual
Account Personnels

data

* Uploads Identity
documents via
portal or in
branch

l

elD&V checks

* No liveliness
check or OCR
capability

* Multiple customer
out reach points
to source data
on Account
Personnels

Adverse media
and risk
assessment

* Enhanced Due
Diligence for
high/very
highrisk

customers

l

Adverse media
checks

* Multiple customer
risk assessment
checks

* Mutiple hand-offs
between various
teams

)) Account opening

* Manual data
copy to account
opening system
Final Customer
Profile Risk
assessment
(account block
if high risk)
Manual signature
upload

l

Account opened
with account
block for
high/Very high
risk customers

* Manual account
opening with swivel
chair and manual
entry of data in the
account opening
system

)> Screening

* Day 2 economic
crime screening

Batch processes
for PEP/Sanction/
Fraud screening

* End to end process
takes 40 days

* Day 2 economic
crime screening
resulting in potential
offboarding of
customers




e Life

Ecosystem " Property

e Medical

e Asset
e Pension Funds

A unified platform which emlbeds APIs offered by financial institutions and fintechs . Tracking
to tap into the user base through various delivery channels for onboarding

NBFCs / Lending Traditional Banks
FMCG Banks Retail and WholeSale e iy e

Players/suppliers Mortgage/Lease Onboarding Managers
Financing, Trade Finance

Insurance Providers

Neobanks
WealthTech/I
LendingTech Retail and WholeSale Sl e Esi InsurTech
) ent Products
Onboarding

Onboarding Platform Finance

Ecosystem

Leverage partner APls

Agritech &
Edutech

Insurance and
banking
customer
journeys

Leverage conversational interface

Mobile App Al Conversational Assistant/ WhatsApp/Leads/Sales




Blufountain CustomerCentral

»% Retail and Wholesale Onboarding EEEE.

KYC checks ensure a vigilant quest document collection from the
for illicit activity like money customer. This includes the proof

i H 1 i [ ist fi i f identity, the proof of address

What Is Blufountain mer ntr mer On rding in Banking? laundering or terrorist financing. It o Y, SS,
at Is Blufountain CustomerCentral Customer Onboarding in Banking R A

Blufountain CustomerCentral Customer and product onboarding in banking is critical

4. Account Opening

Upon successfully verifying identity:
and completing KYC checks, the
next step is to open an account.
The customer can now use the

bank's array of products and

to welcoming and integrating new clients into a financial institution's ecosystem. It's the first
step in building a long-lasting relationship that benefits the bank and the customer. But

what exactly does this entail? Customer onboarding is the vital link connecting customers to a bank's
services. It encompasses the procedures, technologies, and interactions guiding customers from The bank asks for a face-to-face interview in

5. Face-to-Face Interview

. . . ' . specific scenarios. It will give banks a closer looK
expressing interest in a bank's services to fully engaged users. 2t prospective clients and an additional layer of

connection into the onboarding process.

o . . . . 6. Follow-
Primarily, it involves collecting essential customer information to adhere to .

regulatory compliance. Yet, it transcends mere paperwork; it's about curating a

As the account opens, banks follow
up

personalised, seamless, and secure experience. Banks leverage digital tools to streamline v
the process, from electronic signature platforms to online identity verification.

Moreover, customer onboarding stretches beyond the initial setup of an
account. It also includes educating customers about the diverse array of banking products, with the customer, ensuring customer satisfaction
offering advice on optimal choices, and providing continuous support. This ensures that
customers understand the variety of options available and grasp how to derive maximum
benefit from them.

Steps of Blufountain CustomerCentral Customer Onboarding Process in Banking
The customer onboarding process in banking involves several steps, which are listed below:
1. Jdentity Verification

At the forefront, banks run the essential identity verification task, an imperative dictated by
regulatory norms. An intricate web of personal details, employment specifics, tax records,
and assorted verification documents converges to confirm the customer's identity.

ding process.

Al

resonates with the onboarding
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(DocuSign, Adobe Sign) Core Banking & Insurance
Platforms




Blufountain Custome
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Self-Service Automated Account Auto Population 24/7 & Automated Save and
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e CRM, Sales
Notifications )
& Marketing
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HAPPY AND UNHAPPY CUSTOMER FLOWS ON BLU

Customer

fills out the form

@ Manual
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Operator “Paper” Back-office

fills out the form

@ Manual
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Current Setup changing to Automated Flow

Scan the form + input
to core banking

@ Manual
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Crop signature
and photo
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Request
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Operator starts

biometric enrolment

in Ul device

Internal database Profile creation
Q '@ .- = 5 .,
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completed = DI
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Biometric capturer
connects to fingerprint

Operator collects biometric

: : : Data returns to Ul and are
Data (photo, fingerprint, voice)

forwarded to back-end

IDMS saves customer
profile in its database

Customer profile is
created in IDMS

Demographic data added to biometric
data




SUCCESS

& KPIS

Reduction in account opening time (Target:
50% faster processing).

Increase in digital onboarding adoption rate
(Target: 70% online applications).

Reduction in manual processing errors
(Target: <5% error rate).

Compliance adherence and audit success rate.




e 1. Customer Data Collection: Customers input basic info via
a form or app.

2. Document Verification: Automated document checks
(e.g., facial recognition, OCR).

3. Risk Assessment & Compliance: AML, KYC, and credit risk
assessments.

4. Account Setup: Customer creates their account and
digitally signs agreements.

5. Approval Process: System automatically approves or flags
for manual review.

6. Welcome & Orientation: Sends confirmation and account
details to the customer

KaribuTech Al



Customer Journeys

Open banking

the lending life cycle

Lending customer

journey

Main benefits

Facilitate personalized risk
assessments, ensuring a more

accurate and tailored lending
decision

Credit
assessment

0
3

Know your customer 0

Prefill application forms,
reduce manual entries, and

expedite the verification
process

Create comprehensive
customer profiles to develop
better segmentation and
targeted offers

Customer 0
segmentation

Income -
e 1 Personalize Seamless
verificatio

n

Ensure a fast, accurate, and
seamless income verificatio
process by accessing
real-time income data

Retain valued customers with
proactive offers based on
changes in the customer’s
financial behaviors

Customer 0 8

retention

d loan offer repayment

Allow direct debiting from

F the customer’s account for
repayments from accounts
from other banks

Create personalized loan
offers with detailed insights
into the customer’s financial
behavior to increase chance
of acceptance

Continue to monitor the client’s financial
situation through open banking data for
signs of potential delinquency, and take
proactive measures

Early 07

warning

13

Create

comprehensive
customer profiles
to develop better
segmentation and
targeted offers

Khanva




Next-Gen Retail Onboarding Use Cases for Blufountain
CustomerCentral

1.Al-Driven Customer Document Processing & Compliance

1. Automated KYC, AML, and identity verification for new savings and loan customers.
2. Al-powered document classification for instant retrieval of customer records.
3. Compliance monitoring for banking regulations (e.g., IFRS 9, Basel Ill, PSD2, Open Banking).

2.Intelligent Workflow Automation & Digital Approvals

1. Automated onboarding workflows for savings account applications and loan approvals.
2. E-signature integration (DocuSign, Adobe Sign) for seamless account opening.
3. Real-time approval tracking and audit trails for risk and compliance teams.

3.Seamless API-Driven Banking & Embedded Services

1. Instant integration with core banking systems (e.g., Flexcube, Temenos, Finacle) for new account
creation.

2. Automated setup of standing orders, direct debits, and embedded finance options.

3. Al-driven fraud detection and transaction reconciliation for secure onboarding.

4.Advanced Treasury & Cash Flow Management for New Customers

1.-Al-powered financial profiling to assess customer savings and borrowing capacity.
2. Automated reconciliation of deposits, loan disbursements, and repayments.
3. Cloud-based storage for all account-related documents, including loan agreements and

transaction records.

5.Digital Lending & Personalized Credit Offerings

1. Al-driven loan eligibility assessments based on real-time financial data.
2. Smart loan origination and disbursement processes with automated risk assessment.
3. Personalized savings and credit product recommendations based on customer behavior.




Customer Registration: User provides
personal details and creates an account

|dentity Verification: Verification via digital
KYC processes.

Account Setup: Customer chooses
products/services.

Approval & Confirmation: Final verification
and account activation.

Credit Scoring

Facial Recognition

y

Capabilities,

© o  ©

N D Selfie ID
ad Terms of Use Product Delment capture with

Regstratlon Conditions Selction - Schannl.ng = Liveness
ption uthentication L

Personal
Account Customer Details
o Funded Onboarded capture(OCR/N
FC/Manual)

=3P -

Facial
Verification &
Confirmation

Login
Credentials set

O.

Full functionalities
: In-app video + voice ——
Bveness check "
s
Full functionalities
ID number _ 1 Scan and send ID '.'”' —
u-“ -‘
Preview functionalities Fuoll 'WW‘
=] Scan and send ID Upload selfie while ey —
‘ documents holding ID documents )
Limited functionalities Full functionalities
Funds < EU250 | I
1 4 ' 2 1
L} A ) L] L)
2 min 4 min 6 min 8 min 2-5 business days

Onboarding building blocks




TOWARDS DIGITAL

Digital KYC Overview: Digital tools used to verify and authenticate a
customer's identity electronically.

- Document Verification: Scanning and verifying government-issued IDs. £ |
- Facial Recognition: Comparing customer's face with ID photos. | g%
- Liveness Detection: Ensuring the person is present in real-time. \

d FCB

d EXPERIAN




Business Benefits

Key :

® Faster Loan Approvals & Claims Settlements — Reduce processing time
from days to hours

9 Lower Compliance Risks — Al-driven tracking for AML, Basel lil, IFRS 17

& Enhanced Security — AES-256 encryption & blockchain-backed audit trails

& Cost Savings — 80% reduction in manual document handling

® Better Customer Experience — Faster processing & seamless interaction

[ZEz22S



Customer “enefits

* 1. Speed: Instant form submission, verification, and approval reduce onboarding
time.

e 2. Accuracy: Reduced human error due to automation.
e 3. Efficiency: Fully automated workflows improve staff productivity.

4. Enhanced Customer Experience: Easy-to-use interfaces for customers.

* 5. Compliance: Real-time tracking and automated compliance checks

ithout add taff

14,2




Automated
Customer Service (Al
Chatbots)

Digital Payments

Key Focus Areas: 2 Wallets

Predictive Credit

Fraud Detection Scoring

Business Impact:

Reduced Manual Enhanced Security Financial Inclusion
Workload & Trust Expansion




2ss Feature

Portal Navigation &
Buttons (UAT 13) — Ensure
seamless navigation,
correct button actions,
and error handling.

Record Closure & Status
Updates (UAT 14) — Closed
records should reflect
accurate status and real-
time updates.

End-to-End Onboarding
Timing (UAT 15) —
Measure full client

onboarding experience.

Onboarding Tracking (UAT
16) — Track pending
documents and
authorizations.

Automated Reminders
(UAT 17) — Alerts ensure
onboarding stays on track.

Performance Reports
(UAT 18) — Analyze
consultant performance
(e.g., weekly openings).

Client Detail Input (UAT
19) — Ensure correct data
entry fields.

LexisNexis Verification
(UAT 22) — Approve only
clients with positive API
responses.

FCB Verification (UAT 21)
— Approve only clients
with positive API
responses.

KYC Document Upload
(UAT 20) — System must
accept and process
required documents.

Govt. Registry API
Verification (UAT 23) —
Approve only clients with
positive API responses.

Notification Emails (UAT
25) — Ensure email
notifications throughout

onboarding.

System Backup &
Restoration (UAT 24) —
Data should be
recoverable after failures.




1. Mobile Onboarding Overview: Facilitating
onboarding through mobile applications to reach a
wider audience.

% 2. Key Features of Mobile Onboarding:

- Mobile-friendly Application for Document Uploads
and Verification

N/

- Integration with Biometric Authentication (e.g.,
fingerprint, facial recognition)

¢ - Real-time Application Tracking and Notifications

- Accessibility: Available 24/7, allowing customers to
onboard at their convenience.

N/

** - Speed: Instant verification and approvals.

N/

**- Broader Market Reach: Appeals to customers who
prefer mobile over desktop.

*» - Cost-Effectiveness: Reduction in branch traffic and
related costs.




Self-Service Onboarding
=z |

Enabling customers to complete theirl

onboarding journey independently.

% - Easy-to-navigate Web or Mobile Interfaces

% - Personalized Steps Based on Customer Profile

- S s

I

% - Real-time Status Updates

L - Convenience for Customers

O - Reduction in Processing Costs
O - Increased Customer Satisfaction

O - Scalability for High Volume Onboarding

—



Key Focus Areas: FCB Credit Checks Lexis Nexus Compiance Checks

ID Verification using Biometrics Google Maps Address Validation

Business Validation for Company .
Registry
Reduced Manual Workload Credit Check

Government Check for liveliness




Exploring document security on digital
during onboarding

In today's digital world, document security is a top
priority for banks, insurance companies, and financial
institutions. One-time document security ensures that
sensitive documents such as loan agreements, policy
contracts, KYC records, and financial statements remain
secure, tamper-proof, and accessible only to authorized
users.

Blufountain CustomerCentral provides advanced security
protocols that guarantee one-time secure access,
encryption, and audit trails to protect confidential
documents from unauthorized access and cyber threats.




Projected savings, time or costs

- ~ P

Product Onboarding

Customer Onboarding Overall Onboarding

90% savings 80%savingsintermsof  85% Savings

time
Last updated: Last updated:

February 25, 20XX LB UeRIEek February 25, 20XX
February 25, 20XX



PROCESS FEATURE MAP
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oarding transition to di

S

Accessibility

Documentation

Verification

Data Collection

Data

Management

Service TAT

Traditional Onboarding

Branch-oriented processes for access to services

Manual documentation with a higher margin of error

KYC: In-person verification

Requires data to be physically filled out

The customer may have to share the same information,

multiple times, till onboarding is complete

Delayed access to any service can take up to 30 days.

.\\'& KaribuTech Al

Digital Onboarding

Online access to a bank’s services from anywhere

Digital paperless documentation with better

accuracy

e-KYC: Biometric evaluation and OTPs

Data can be picked up to autofill forms with OCR
technology

Customer information is centralized with digitally

secure and compliant documentation

Customers have on-demand access to banking

services



Blufountain Microservices

# Mi ice T Microservice Name Stateful or P
icroservice Type Stateless urpose
) Get Schedule of Forms Accepts product information and retums list of applicable forms.
19 Transaction Stateful
Accepts form information and adds it to the object (quote/ Poli
20 Transaction AddForms Stateful @ / <)
21 Transaction SaveQuote Stateful Accepts quote information and updates quote detail.
) Accepts Quote number and creates a new version of the Quote Transaction, retums Quote
22 Transaction CopyQuote Stateful -
23 Transaction GetQuote Stateful Accepts Quote number and return quote information.
24 Transaction OfferQuote Stateful Accepts quote number and offers Quote. Retums quote status.
25 Transaction ReferQuote Stateful Accepts quote number and Refers Quote. Retums quote status.
26 Transaction LapseQuote Stateful Accepts quote number and lapses Quote. Retums quote status.
ote number and dedines Quote Transaction. Retums quote status.
27 Transaction DeclineQuote Stateful Acoepts Qu Q g
28 Transaction BindQuote Stateful Accepts Quote number and change the status of the quote.
29 Transaction IssuePolicy Stateful Accepts Policy number and retums policy status.
30 Transaction GetPolicy Stateful Accepts Policy number and retum policy information.
Accepts Policy number and endorsement information and areates an endorsement quote,
31 Transaction CreateEndorsement Stateful retumns endorsement quote number.
. Accepts endorsement quote number, issues endorsement and updates Policy information.
32 Transaction IssueEndorsement Stateful
Accepts Policy number and cancel Information (Flat, Pro-rata) and marks the policy for
33 Transaction CreateCancel Stateful cancellation. Retums Cancel reference number.
. Accepts cancel reference and cancels the policy. Retums policy status.
34 Transaction IssueCancel Stateful
Accepts Cancelled Policy number and reinstate the Policy Transaction.
35 Transaction CreateReinstate Stateful v v
36 Transaction IssueReinstate Stateful Accepts cancelled policy number and reinstates the Policy.
) Accepts expiring policy number and areates renewal quote. Retums Renew quote
37 Transaction CreateRenewal Stateful
number
38 Transaction BindRenewal Stateful Accepts Renewal Quote number, change the status of the quote.

Contact St
Schedule your fre


https://www.solartis.com/get-started/bpo/
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Security

1. System Integration: Ensure seamless integration
between onboarding systems, CRM, and compliance
tools.

2. Data Security: Implement strong encryption and
secure data storage.

3. User-Centric Design: Simplify the onboarding
process for customers.

4. Real-time Monitoring: Use dashboards to track
progress and address bottlenecks.

5. Compliance Monitoring: Regularly audit the
system for regulatory compliance.

6. Continuous Improvement: Use feedback to
enhance the onboarding experience.

KaribuTech Al




Our retail onboarding system includes fully customizable alerts, allowing
administrators to configure notifications, text content, and frequency based on
specific onboarding requirements. Automated alerts and scheduled
notifications ensure that users receive timely reminders and live updates on
application progress and compliance requirements.

The system actively identifies and addresses potential onboarding bottlenecks
through prompt alerts. For example, it automatically detects missing
documents or incomplete steps and notifies administrators to ensure
immediate resolution.

Other key alerts already in place

Application status updates (e.g., pending approvals, document
verification progress)

Extended inactivity alerts to follow up with customers and prevent drop-
offs

Risk-based alerts for flagged applications requiring further verification

iStock

‘ Credit: WANAN YOSSINGKUM

and Notifications

The system supports real-time instant messaging, enabling seamless communication between
onboarding teams and customers. This feature ensures prompt responses to inquiries, enhances
document submission coordination, and streamlines the onboarding experience.

Onboarding efficiency is continuously assessed through Al-driven analytics. The system tracks
key indicators such as document submission rates, approval turnaround times, and compliance
adherence. Performance reports help identify areas for improvement, ensuring a seamless and
efficient onboarding process.

The system actively monitors customer onboarding journeys, sending instant alerts for missing
information, required actions, and potential compliance issues. This proactive approach helps
reduce drop-offs, improve approval timelines, and optimize overall onboarding efficiency.
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Updating KYC Details via Self-Service Channels

Customers can update their KYC details through the bank's self-service channels, R | , | selift frg
: : : : : : e 8 s discrej
ensuring seamless and secure verification. The following details can be modified: e V. _ & ) ive altd

irlifi.
i ’\‘V

<

<+ Name & Surname — Requires supporting documents (¢.g., marriage certificate,
deed poll, or court order).

“»  Address — Requires proof of residence (e.g., utility bill, lease agreement, or
affidavit).
“+  Cellphone Number & Email — Can be updated instantly via OTP verification.

Self-Service Update Options:

Online

necessa

Mobile Banking App — Select "Update Personal Details" u
submit changes.

ATM/Kiosk — Available for minor updates like contact deta

USSD Service — Limited to mobile number updates via ver

Call Center/Chatbot — Verify identity and submit a request



Management

Retail Onboarding Business Onboarding Wealth Onboarding
API o API — API — API

Customer Journeys Marketplace add-ons Case manager Flow engines g
Product selector e-Signature Case overview Interaction engine i,
Document upload AML /KYC Task & events handling Bir&ﬁ;'soe;ggﬁ,\l |

Due diligence questionnaire Identity & Verification Process overview Decision engine

Relathionship declaration Address validation Case collaboration Case data store

Application centre One-time password SMS Client communication
Account funding Documents & contracting Operational insights

Enterprise Integration Layer

Core Banking

Fintechs




CustomerCentral

$= $=

Income Loan Income Loan
verification calculator verification calculator

b—
-y, ¢

(B S

9, N - ¢ ~
Anti-money Anti-money
laundering laundering

N

eSignature eSignature

1
R TN

o
4
Pre-
qualification

Document Vehicle
request valuation

API API

Omni-channel Banking Platform

Onboarding Self-service Lending +
journeys journeys journeys

(@) Pre-built connectors
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CustomerCentral Reporting and Analytics

Comprehensive reporting and analytics are essential for a seamless and efficient retail banking onboarding process. They provide actionable insights
that optimize customer acquisition, reduce onboarding time, enhance compliance, and improve customer experience. The system continuously tracks
key performance metrics and notifies bank administrators of inefficiencies, bottlenecks, or potential risks, enabling proactive decision-making and

strategic improvements. Q New Account Activation Report

Q Gain insights into onboarding trends, customer drop-off points, and processing times to
address issues before they impact conversion rates. Automated reminders ensure timely Q Customer KYC Verification Report

completion of KYC verification, document submissions, and account activations.

Q Receive notifications about incomplete applications, compliance risks, and customer a Onboarding Process Efficiency Report
interactions that require follow-up, improving overall onboarding efficiency.

Q Service Reminders and Alerts for Pending Applications

.
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Merchant Onboarding is also automated
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Merchant submits Prospective Application Merchant starts
application applications is approved/ taking payments
reviewed thoroughly declined and settling
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Merchant submits Instant Merchant starts Full assessment Volume limits

application conditional taking payments is finalized lifted and first
approval/decline with volumetric settlement is
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2 2 Signed contract Operations in Low volume Low or zero CNP
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Vendor Onboarding

L

*OLICY & PREQUALIFICATION

AT

e

work with a team to create policy based on internal and external compiance

SET POLICY = 5
regutations and kaws.

PREQUALIFICATION Review vendors based on company needs and Qssess rsk based on ther
AND RISK ASSESSMENT previous compiance history and what processes they have In place.

PROCUREMENT DETAILS Review vendor needs and structure potential confracts with those in mind.

ELECTION & ONBOARDING

SUPPLIER REQUIREMENTS Further refine wr*‘-vot company needs are for spec f; products or services and
develop a checkiist and communication protocosk.
FINALIZE WRITTEN Create documents and put them through legal review; after vendor seiection
CONIRACT review them with the vendor.

Enter new vendor Into your software systems after contracts are signed; give

ACCOUNT SET UP
vendor access to self-service portal, provide fraining.

"ERFORMANCE AUDITING & RELATIONSHIP DEVELOPMENT

SPEND DATA
n the reflationship has un, frack vendor manc
AND ANALYTICS Once the relationship has begun, frack vendor performance
ENSURE COMPLIANCE Periodic performance against any company, local, national, or international

reguiafions and address any vanance.

TRAINING AND SUCCESS Continue needed fraining as needed and after a review of performance,
SUPPORTS work with vendor to provide any further information or other supports

ASSESSMENT & CONTRACT CONCLUSION

REVIEW PERFORMANCE Collect ongoing performance data

FINAL ASSESSMENT

Rate the vendor based on company meirics
AND DATA REVIEW pany

SHARE INFORMATION Meet In person or virtually to communicate performance for the length of the
WITH VENDOR confract

CONCLUDE CONIRACT - Close off the cumrent confract, and decide If it should be renewed or revised
RENEW OR REVISE before renewal

If discussions with the vendor or internal review reveal points where there could

IMPROVE PROCESS
e De upgrades, meet with internal work group and update processes.



Customer
experience

Focus on

value provided
exclusively

by being local
and/or selling
niche products.

Focus on
experience and
personalisation.

Generative
artificial
intelligence
supporting small
merchant to
provide service
interactions.

Aggregated
loyalty
programmes
(e.g. by segment,
by geography)
encourages
shopping at
small merchants.

“Phygital”
Solutions

Conversational
commerce (e.g.
WhatsApp shop).

One-to-one live
video shopping
(personalised
shopping online)
and artificial
intelligence
shop assistant
solutions.

Local
marketplaces
aggregating local
small merchants.

Quick commerce —
last mile services
(temporary

holding of
packages, pick-

up and delivery
options for

3rd parties).

Payment /value
added services

Increased
usage of digital
payments and
digital wallets.

SoftPOS
(standard
smartphone
or tablet used
as a payment
terminal) and
SmartPOS
(android based
payment
terminals).

New features
included in the
payment process
to reduce friction
to consumers
(e.g. discounts,
promotions).

New sources
of revenues
for merchants
through

value added
services on
top of payment
solutions.

Environmental

Public/private
partnerships
boosting local
initiatives of
small merchants.

Sustainability
concerns in
western Europe
stimulate local
shopping in
small merchants.

Small merchants
evolving as
service centres
for local
communities in
certain areas
(health, telecoms,
financial).
Collaboration
between
merchants with
complementary
services.

Contributing to
social coherence
and stable
environments.
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A grocery store owner applies for a merchant account: =
through the Bank’s digital platform.

Uploads business registration documents, tax clearance,
and ID.

The bank’s system automatically checks the merchant’s
identity using KYC databases.

AML (Anti-Money Laundering) and credit risk cs
performed.

A business current account is created.
POS terminals and mobile payment integrations a
activated.

A support team is available for trouble @



Quantum
Computing

Security enhanced

Alt-Commerce

The end of bu¥ing and owning
new products:

Finclusion

In a cashless
world, who gets
left behind?

Hyper-
Resilience

Is it time for a new

resilience paradigm in

payments?

Metaverse
How will we pay in it? Generative Al

Digital
Identity

Can it enable seamless
secure and borderless
digital onboarding?

What are the major threats
and opportunities in
onbiarding? We handle all

Ecosystems

Towards open
payment ecosystems?

Digital Assets

Could they be the final
puzzle piece for a new|
digital world order?




OBJECTIVES

State (2-48-hourgoal) | DOMAN DESCRIPTION POTENTIALVENDORS*

{ifanonls ibmacerent Comprehensive onboarding incl KYB, CDD 2
uiecycie Managemen and EDD A8pcen frankieone VG rinarrative fenergo:.nmmvwﬁ

*

Seamless 100% digital on-boarding

Identity Verification ;
experience

wonfido  SIMPLEKYC A APLYID jUMIO. Bhuipro o0 () OCRLabs

Customer screening to ensure compliance

' Comply s
NAPI feedza Quant
with KYC f‘.\gUfOTiOHS ER FerOSOft Advantoge

AML./Sanctions Screening

Device biometrics, behavioral analytics

o i . . % : - . L DATAVISOR
fraud Monitoring and identity proofing @ LexisNexis Daon

",
Credit Checks Focused credit risk scoring Credolab FlCO ?.experzan A ANALYTICS

. . Microsoft
360 view for Bank employees ,“D,fnmm. @ freshworks @

Single Source of Truth for Product () nomis

; Sunlec {zafin % naehas
management and maintenance

Product Catalogue

o . ; 1
Notifications Enable Text, Email & Push messaging @ @t\ﬁﬁb

*




Email sent to onboarded user

State (2-48-hour goal) * Digital ID CIF created

+ Passport Digital Funds added to onboarded
Submission
account

*

Journey towards
Digital Channels

Beyond
Onboarding

oo

Form Filling (Personal, Digital ID Integration

Address, Financial) Facial - Biometric :

New To Bank Liveliness Check For many countries, data
Existing Customer Verification via privacy rights

Manual Capture Fingerprints at Branch acknowledgement will be
required

.;\(_
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Achieving
Insurance
onboarding.
service

erfection
Or CUStOME

KaribuTech Al o g

In today’s highly competitive travel industry,
delivering a seamless and exceptional
customer experience from start to finish is
essential. The insurance processis acritical
component of that journey.

Every payment experience is built on two essential pillars: the
user-facing front end and the technical back end. Optimizing
both of these areas can be a powerful catalyst for success,

driving increased conversions, reducing abandonment rates,

and ultimately boosting revenue streams.

m—

enable consumers to apply
for insurance products and cut
the processing time 40%

overall customer journey

;?' Ourproduct will




ince Onboarding STO.

With myInsureHub
e Get quotations on whatsapp,
e web and by email
e Apply for policies
e Claim using audio and own language




Customer Central onboarding in Insurance
Bolstering control, accuracy, and efficiency

The Insurance industry deals with a vast volume of policy documents, claims processing
records, underwriting files, regulatory reports, and customer contracts. Traditional document
management methods are often manual, paper-heavy, and inefficient, leading to delays,
compliance risks, and operational bottlenecks.

Blufountain DocuCentral provides an Al-powered, automated document management
system to streamline insurance operations, ensuring:

Vv Centralized document storage & retrieval for policies, claims, underwriting files, and
compliance records.

vV Automated workflows for policy issuance, claims processing, and approvals.

V Al-driven fraud detection & risk assessment for claims and underwriting.

V' Regulatory compliance automation for IFRS 17, AML/CFT, and insurance governance
standards.

V' Seamless integration with insurance core systems (Guidewire, Duck Creek, Fadata)..

KaribuTech Al

The Ask: Needs

1. Centralized Document Repository for Insurance Operations

% Insurers manage millions of documents across policy issuance, claims, underwriting, and customer
servicing. There is a need for secure, structured storage with real-time access to insurance documents.

2. Automated Claims Processing & Fraud Prevention

% Manual claims processing is slow, error-prone, and vulnerable to fraud. Al-driven automation is needed to
digitally verify claims, detect fraud, and accelerate approvals.

3. Compliance with Insurance Regulations

% Insurers must comply with IFRS 17, AML/CFT, and local insurance regulations. Automated audit trails,
compliance tracking, and Al-driven anomaly detection are required to meet governance standards.

4. Enhanced Customer Experience & Faster Approvals
% Customers demand faster claim settlements and policy approvals. Digital workflows, e-signatures, and
automated verifications are essential to reduce processing time and improve service quality.

The Benefits

1. Streamlined Policy & Claims Management

& Automated document indexing & retrieval for policies, claims, and underwriting files.
Faster claims approvals & fraud detection using Al-powered analytics.

Reduced processing time by up to 80% with digital workflows.

2. Compliance & Regulatory Readiness

& Automated compliance tracking for IFRS 17, AML/CFT, and local insurance laws.
Digital audit trails & Al-powered fraud detection for risk management.

Seamless document access for regulatory audits & governance reporting.

3. Faster Policy Issuance & Approvals

E-signature integration (DocuSign, Adobe Sign) for policy agreements.
Instant document verification & approval workflows for underwriting.
Automated alerts & naotifications for policy renewals & compliance deadlines.

4. Cost Efficiency & Operational Optimization

Eliminates paper-based processing, reducing operational costs.

Al-driven workflow automation enhances efficiency & accuracy.

Seamless integration with insurance core platforms (Guidewire, Duck Creek, SAP, Fadata).



Key Areas of
Tra N Sfo rm at | on * Risk Assessment & Underwriting:

* Automated underwriting

Smart Claims Processing:

Chatbots, voice-to-text automation, and Al-powered fraud prevention.

Predictive Customer Engagement:

Al analytics for proactive customer insights.

Omnichannel Self-Service:
Mobile, web, and WhatsApp onboarding & policy management.

Automated Payments & Agent Management:

Multi-channel payments, commission automation, and lead management.



Orchestrated

. . Execution Order Sub Microservices Sub Microservice Type
Microservice

Create Quote Proposal Validation Utility

v oo [
DT R R
DR
D

N

CreateQuote

Validation Utility

Document Generation Document Generation

IssuePolicy

i



https://www.solartis.com/get-started/bpo/

Platform Self-hosted Micro- Marketing Third-part p o
ont-end Laye e-commerce mall commerce system BZB dealer portal system SIRIE Sysie

.......................................................................................................................................................................................

.......................................................................................................................................................................................

Commodity Inventory Member Marketing 5
‘ center center center center : s Big data platform i
5 3 - : Data engine
Middle : : :
: Order center Payment Settlement Channel ; ) :
Platform Layer [ center center center ; ¢ ; I

Data
warehousing

Distribution Store center Customer S : T U PR CEI R W NI CPRRIR | '
center service center :

---------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------

-, Purchasing Production Inventory Marketing Warehousing Financial
Back-end Layer management management management management and logistics management HR system
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What are the customer needs

LLKLKKKL

CustomerCentral?

Kenyan retail and business customers demand a banking experience that aligns with their ever-evolving needs. Based on their sentiments, below are their needs
from their banks

01  scoriyamiacesbiny 02 Frendlieaya 03  Personaized productsand

Education Services
+ Concerns about security and accessibility emerged as potential barriers + Access to information and resources that help « Customers want banks to offer products and

for both unbanked business and retail customers. customers understand financial products and services tailored to their needs, including financial

|+ 34% of unbanked retail respondents expressed a preference for holding make informed decisions. products designed for specific customer segments,
their money themselves, citing trust in mobile money and its perceived + Some of the sentiments given by the 34% of investment options that allgn. with individual risk
safety as reasons for not choosing traditional banking. unbanked retail customers who are not tolerance and goals, and flexible account features

‘ I : and service packages to cater to diverse

-+ 29% of unbanked business respondents cited difficulty in accessing con5|der|:19 opening a bank account, are that preferences. Additionally, business customers value

| funds from bank accounts as a reason for not considering opening one. they don’t have enough money and they do not dedicated relationship manaders who understand

_ _ o need a bank account .Additionally, their ) " P 9
« Analysis of youthful retail respondents indicate that the preferred sentiment on what would make them open an their specific needs.

channel is mobile app at 44% implying that the respondents value

account quicker includes when they get enough
channels that give them easy access to banking services.

money to deposit in a bank or to save.

m Trust and Transparency 05 Omnichannel experience

06 Affordable rates

- d ¢ ¢or both the retail and busi Competitive fees and service charges, with options
rers;ct)nedn;ﬁg.e as a paramount concern for bo € retail and business - Customers expect a seamless and consistent for low-cost or no-minimum balance accounts.
banking experience across all channels, including « 77% of the banked business respondent have
* 97% of banked business respondents are considering changing their physical branches, mobile apps, and online platforms. either changed their primary bank mostly due to
primary bank due to a lack of trust and transparency. + The survey analysis revealed discrepancies in high interests on loans or are planning to change
« 34% of unbanked retail customers are not considering opening an customer experiences across different channels ank to access loans/credit facilities

account due to distrust in banks. based on the sentiments expressed by both banked
and unbanked respondents.

Beyond satisfaction, towards delight 36




Key Features of One-Time Document Security

1. Secure Document Encryption

AES-256 encryption for data at rest and in transit.
End-to-end encryption for sensitive files like financial statements, contracts, and customer records.
Blockchain-based tamper-proofing for high-risk documents.

2. One-Time Secure Access & Expiration Controls

Time-limited access links for documents shared externally.
One-time viewing permissions with auto-expiry functionality.
Role-based access control (RBAC) to limit unauthorized usage.

3. Multi-Factor Authentication (MFA) & Digital Signatures
User authentication via biometrics, OTP, or secure keys.
Digital signature validation for approvals and document integrity.
Identity verification for compliance and fraud prevention.
4. Automated Audit Logs & Compliance Tracking
Real-time tracking of document access, edits, and downloads.
Compliance-ready security for AML, GDPR, IFRS 17, and Basel III.
Instant alerts for suspicious activities or unauthorized access attempts.
5. Seamless Integration with Banking & Insurance Systems
API-driven security protocols for core banking and insurance platforms.

Integration with cybersecurity frameworks (SIEM, IAM, Zero Trust Security Models).
Auto-redaction of sensitive information using AI-driven compliance tools.




Transform first

03

Create customer-
oriented processes

Enable omnichannel
communication

01

Be data-driven

Incentivize along
the way

10

Best Practices to
Improve Digital
Onboarding

10

Choose the
right tools

Drive
personalization

09

Closing the
feedback loop

06

Implement
process-based
automation

Create self-
service portals

Manage internal
communication




Al driven Digital

Our onboarding ensures no loss of
clients by doing

99 percent

in three years.

Boards have
taken strategic action regarding Al.

ding using Blufountain CustomerCentral

O Online Application: Customers initiate client onboarding through the bank's website or
mobile app, electronically submitting personal information and necessary details.

Document Verification: Automated verification processes often require customers to
upload essential documents like IDs, proof of address, and income statements.

KYC (Know Your Customer) Checks: Banks rigorously verify customer identities by
cross-referencing provided information with various databases, ensuring strict
compliance with regulations.

Risk Assessment: Banks evaluate customer risk profiles based on financial history
and credit scores, determining the level of services they can access.

E-signatures and Agreements: Many banks enable customers to electronically sign

agreements and consent forms, reducing reliance on physical paperwork.
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Begin with a thorough assessment

of the current legacy

infrastructure, identifying business

and technical requirements, and
conducting a comprehensive risk
assessment.

&= =
-
|

Implement a robust data
migration strategy, including data
cleansing, validation, ETL
processes, and ensuring data
integrity and security during
transfer.

Develop a detailed roadmap with
clear milestones, timelines,
resource allocation, budgeting
considerations, and ensuring
alignment with regulatory
requirements.

Develop API-based integrations,
implement cloud-native banking
services, and customize features
based on specific customer needs
and requirements.




Technologies

he transformation remaining agile in the way they

Tools Used

% CRM Systems: (e.g., Salesforce, HubSpot)
Used for storing customer information and tracking interactions.

d KYC/AML Compliance Tools: (e.g., LexisNexus, ComplyAdvantage,
Onfido)

Automated screening for compliance with Know Your Customer (KYC) and
Anti-Money Laundering (AML) regulations.

E-signature Platforms: (e.g., DocuSign, Adobe Sign)

a Secure digital signature tools for signing contracts and
agreements.

Document Verification Tools: (OCR, Facial Recognition)

Optical Character Recognition (OCR) to read and verify documents, and
facial recognition for identity confirmation.

Al & Automation Tools: (e.g., Robotic Process Automation - RPA)

X Automated decision-making, workflow management, and document
routing.




The Urgent Need for Onboarding
Transformation

Digital-First Fintech Competition

— - Customers increasingly demand digital-first banking The emergence of nimble fintech
experiences, expecting seamless mobile  banking, companies with innovative solutions is
personalized services, and real-time interactions. putting pressure on traditional banks.
Legacy systems simply can't keep up. Legacy systems become a liability in

this competitive landscape.

Regulatory Compliance Banks are undergoing a

Evolving regulatory requirements, including Basel I, PSD2, and massive transformation

GDPR, demand robust and compliant systems. Legacy systems * Moving away from legacy systems
often struggle to adapt to these changes. and embracing the power of the cloud.

This shift is driven by a need to improve
efficiency, enhance security, and deliver

CO re B a n k| n g modern digital banking experiences. This

presentation will guide you through the

Tra nSfO m at|0n A JOU rney tO complete core banking transformation
process, from understanding legacy

the CIOUd challenges to implementing a future-

proof cloud strategy.




Cloud-Based

Scalability >ecurity

Cloud-based core banking
solutions offer unparalleled

Cloud platforms provide
enhanced security with advanced
encryption, real- time

scalability, allowing banks to

adjust their infrastructure Y . .
monitoring, and compliance with

global security standards,
mitigating cybersecurity risks.

based on demand, ensuring
optimal performance and cost

efficiency.

Cost Efficiency

Innovation

Moving to a cloud subscription _ _
Cloud-native services enable

model reduces upfront capital

banks to quickly deploy ne
expenditure and operational costs, quiickly ceploy new

features, integrate with ,
fintechs, and leverage cutting- ,
edge technologies like Al and
blockchain.

allowing banks to invest in

innovation and growth.

«» Kubernetes

+* Microservices

Azure




Al & ML

Al and machine learning will power personalized banking
experiences, fraud detection, and risk management,
transforming the customer journey.

3

Open Banking

Open banking APIs will foster collaboration between banks and
fintechs, driving financial innovation and inclusivity.

Navigating the Future of Core Banking

2

Blockchain & Digital Currencies

Blockchain technology will enhance security, efficiency, and transparency in
financial transactions, paving the way for digital currencies.

4

Edge Computing & 5G

Edge computing and 5G will enable faster and more responsive banking
services, delivering real- time experiences for customers.
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Tactical vs. Strategic
Approach To Vendor Onboarding

Tactical

Manages purchase orders and uses boilerplate contracts

Seeks discounts

ots post-failure

Low risk consideration

Completes tasks

Local suppliers

Little involvement in corporate strategy

Limited expertise with procured services or materials

Little or no data collection

Strategic

Manages relationships, creates contacts for long-term benefit

Seeks highest quality for lowest possible cost

Proactive approach to prevent failure

Considers risk factors throughout process

Efficient & uses lean approaches

Global supplier network

Long term approach in alignment with corporate strateqy

Acts as a resource for internal customers

Collects data end-to-end for continuous improvement




Top technologies
currently used by
Leaders to enhance
financial reporting

126 5/% 47% 37% A%

QM /

Regulatory Generative Al

Data and

Enterprise

et Pal AL

technology

analytics

resource planning

technology

Top technologies
prioritized by
Leaders over
the next year

3%

3

Mo 3%

47%

Big data

Blockchain

Cloud

Process mining
technology

Data and

Generative Al

analysis tools

technology

analytics
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When you connect your
workforce across departme
they can drive collaborat
growth—as they connect
closely with your custom
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USER STORIES

UAT 22: Compliance Checks - UK LexisNexis APl Verification
* As a Branch Consultant, | want LexisNexis APl verification for identity validation.
* As a Supervisor, | want to review failed LexisNexis checks. Q
* As a Compliance Officer, | want to assess failed compliance checks. % &
UAT 23: Government Registry APl Verification
 As a Branch Consultant, | want Government Registry AP| verification for ID
validation.
* As a Supervisor, | want to review failed verifications.
* As a Compliance Officer, | want to prevent fraudulent registrations.
UAT 24: System backup and restoration
 As an IT Administrator, | want to restore data after a server crash.
UAT 25: Notification emails
* As a Branch Consultant, | want email notifications for onboarding updates.
* As a Supervisor, | want email alerts for pending approvals.

* As a Compliance Officer, | want notifications for escalated cases.



USER STORIE

esting portal functionality

* As a Branch Consultant, | want seamless portal navigation.

* As a Supervisor, | want an error-free interface.

* As a Compliance Officer, | want all functions working properly.
UAT 14: Testing record closure processes

 As a Branch Consultant, | want to close records with the correct status.

* As a Supervisor, | want to verify closed records.

* As a Compliance Officer, | want closed records accessible for audits.
UAT 15: Testing the complete client onboarding journey

* As a Branch Consultant, | want to complete onboarding efficiently.

* As a Supervisor, | want to track onboarding compliance.

* As a Compliance Officer, | want to monitor onboarding trends.
UAT 16: Tracking onboarding applications

* As a Branch Consultant, | want to track my submitted application

* As a Supervisor, | want to track pending approvals.

* As a Compliance Officer, | want to track escalated




STORIES

UAT 09: Testing the maker/checker concept

UAT 10: Dashboard availability

UAT 11: Availability of UAT, DR, and
production systems

UAT 12: Restricting concurrent sessions

As a Branch Consultant, | want my records to require supervisor approval.
As a Supervisor, | want to approve consultant-created records.

As a Compliance Officer, | want to verify the correct approval process.

As a Branch Consultant, | want to view my applications on the dashboard.
As a Supervisor, | want to see pending approvals.

As a Compliance Officer, | want to see escalated compliance cases.

As a Branch Consultant, | want system uptime for my tasks.
As a Supervisor, | want efficient system performance.

As a Compliance Officer, | want compliance tasks uninterrupted

As a Branch Consultant, | want to be logged out if | log in from another
device.

As a Supervisor, | want my account to restrict multiple logins.

As a Compliance Officer, | want my session limited to one active login




USER STORIES

UAT 01: Logging into the portal

e As a Branch Consultant, | want to log in with my credentials to access onboarding features.
e As a Supervisor, | want to log in to review and approve onboarding applications.
e As a Compliance Officer, | want to log in to review escalated applications and ensure compliance.

UAT 02: Reviewing and approving onboarding applications

e As a Branch Consultant, | want to submit onboarding applications for processing.
e As a Supervisor, | want to review and approve submitted applications.
e As a Compliance Officer, | want to verify escalated applications for compliance.

UAT 03: Handling incomplete or invalid information

UAT 04: Updating client information

e As a Branch Consultant, | want to update client details for accuracy.
e As a Supervisor, | want to approve updates to maintain data integrity.
e As a Compliance Officer, | want to ensure updates meet regulatory requirements.




USER STORIES

UAT 17: Automated
reminders for
pending approvals

As a Branch Consultant, | want reminders for pending onboarding tasks.
As a Supervisor, | want reminders for pending approvals.
As a Compliance Officer, | want notifications for escalated cases.

UAT 18: Generating
performance
reports

As a Supervisor, | want to generate onboarding performance reports.
As a Compliance Officer, | want compliance reports.

UAT 19: Inputting
client details

As a Branch Consultant, | want to enter required client details.

UAT 20: Uploading
KYC documents

As a Branch Consultant, | want to upload KYC documents for onboarding.

UAT 21: FCB API
Verification

As a Branch Consultant, | want FCB API verification for financial validation.
As a Supervisor, | want to review failed verifications.
As a Compliance Officer, | want to ensure failed checks meet regulations.




¥ CASES

- Only valid users should log in; currently requires three attempts

iInstead of one.
- Only clients with complete documents should

onboard successtully.
- Incomplete details can be saved, but onboarding

cannot proceed.
- Changes require a maker-checker system.
- Ensure client details can be added.
- Users lock after 3 failed logins and require approval to
unlock.
- Tracks user actions (pending update from Lyodd).
- Ensure reports (CSV, PDF) generate correctly.
- Users cannot authorize their own records.
- Displays created, pending, and authorized records.



UAT 05: Adding client information u s E R ST o R I E s

* As a Branch Consultant, | want to enter client details accurately during

onboarding.
* As a Supervisor, | want to review and verify newly added client details.
* As a Compliance Officer, | want to ensure compliance with new client
iInformation.
UAT 06: Locking users out after failed login attempts
* As a Branch Consultant, | want to be locked out after multiple failed logins.
* As a Supervisor, | want my account locked after multiple failed attempts.
 As a Compliance Officer, | want system security maintained through account
locks.
UAT O7: User audit trail
* As a Branch Consultant, | want my actions tracked for accountability.
* As a Supervisor, | want to monitor activities within my team.
* As a Compliance Officer, | want to review audit logs for policy violations.

UAT 08: Generating and exporting reports

* As a Branch Consultant, | want reports on my onboarding applications.
* As a Supervisor, | want to generate reports to monitor team activity.

* As a Compliance Officer, | want compliance-related reports for review.
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HAPPY AND UNHAPPY CUSTOMER FLOWS ON

Welcome Letter(s)

Personal Follow-Up / Fact-Find

| H|s=|e .

(President) (Branch Rep)

- Introduce
- Welcome Packet - Online Bill-Pay Setup, if Available
- Auto-Related Discounts, if Offered ‘

- Questions / Concerns?

(ex. Maintenance Partner Coupons, etc.)

T T

Days Since
Account
Opening

CUSTOMERCENTRAL

=

Cross-Sell Outbound Contact

i o

- Personalized Follow-Up
- Digital Satisfaction Survey
- Relevant Offers

_—
2]

e =
.00

Inital Experience Digital Survey

- Preferred Contact Method?

- How did you first learn about us?

- Account Opening Process Satisfaction?
- Recommendations / Referrals

] || =
6-Month Interval Outbound
Contacts

\ 4

Maturity Reminder Contact

H|s=|e

- Personalized Follow-Up

- New Auto Loan Offer
(Auto Dealers typically contact customers
with 12 months left on a loan)

Days Until
Loan - - o R
Maturity Years
H|s=|e H|==|e
Mid-Term Outbound Discuss Alternative Use of
Contact Newly Available Funds
- Possible Refinance Offer (CDs, Savings Account, Investments, etc.)
- Questions / Concerns?

Cross-Sell Opportunities
(Checking & Savings)

Generalized Marketing Funnel
(If No Other Relationship)

P
<

Welcome Letter(s)

(President) (Branch Rep)

T T

r Issue Resolution —]

Negative
Survey Response Outbound P —
Received  phone-Call & Email L
[ (If Not Contacted Sooner) Resume Specific
Onboarding Schedule
H|e J
- Determine Issue and Rectify

- Other Questions / Concerns?

Issue

Initial Experience
Digital Survey

- Preferred Contact Method?
- How did you first learn about us?
- Account Opening Satisfaction?

- Recommendations / Referrals

Resolved?

H|s=|e o
Branch / Department
Manager - Continue Loyalty Rebuilding
Outbound Contact - Delay Cross-Sell Efforts

Until Issue(s) Resolved

- Issue Resolved to your Satisfaction?
- Loyalty Offer / Incentive
- Other Questions / Concerns?

A

Current Setup changing to Automated Flow

i
Sl -

Customer
fills out the form

@ Manual

1

2 & 3

i " 4

»

Scan the form + input
to core banking

@ Manual

s I 8

LA AR R R R

Operator “Paper” Back-office

fills out the form

@ Manual

Crop signature
and photo
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TIMELINE
—

—

—

| | | | | \\ ’
Initiation Planning Development Testing Deployment
Define project scope and Business analysis, Ul/UX design, APl integration, process UAT, performance testing,  Staff training, phased rollout,
objectives system architecture automation, Ul development security review full go-live

what you want to discuss.

* * * * ~



Data Security & Compliance Risks

System Integration Challenges
User Adoption Resistance
Technical Downtime

MITIGATION STRATEGY

Ensure regulatory adherence and conduct
audits.

Conduct API testing before deployment.

Provide training and customer education.

Implement phased rollout and backups.



REQUIREMENTS MODEL

Nonfunctional
Requirement

Backlog item

?

" g

: System
Epic qualities test
* Epic Hypothesis
Statement
* Outcomes I
Hypothesis -
Capabili Feature Story
+ Lean Business o Y .
Case * Phrase * Phrase » User story voice
« Benefit hypothesis « Benefit hypothesis format
+ » Acceptance criteria » Acceptance criteria
I I I
Portfolio Solution ART
Epi Train Epi
Bl Epic Bl I I User Story Enabler Story
| | ° i °
Business Enabler Business Enabler Uts?r v0|cte Story statement
Capability  Capability Feature Feature statemen » Acceptance
| | | I « Acceptance criteria
Business Enabler criteria
Epic Epic
| |
Capability Feature
acceptance test acceptance test
Outcome hypothesis Story
evaluated and pivot acceptance
or persevere test

decision made



RESOURCES

* Project Manager - Oversee execution. ’
* Business Analyst - Gather requirements, define workflows.

Ul/UX Designer - Develop interface designs.
Software Developers - Implement digital onboarding solutions.

IT Security Team - Ensure system compliance.
.

e Testing Team - Conduct UAT and security testing.
Branch & Customer Service Teams - Provide feedback and supy
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Industry expertise-Cloud, Automation, Robotics, Al

We specialize in developing data-driven business technology transformational
strategies that align with our clients' overall business goals. Our team conducts in-
depth market research and analysis to identify target audiences, competition, and
market trends. The insights gained from this process enable us to craft effective digital
strategies that drive results and maximize return on investment.

We also have a keen understanding of the importance of a strong digital base in
the B2B space. We work closely with our clients to develop and refine their digital

positioning, ensuring that it resonates with their target market and differentiates
them from competitors.

Our Mission Statement

At KaribuTech AI, our mission is to empower businesses to thrive and grow in the dynamic
digital world. We're dedicated to delivering results-driven technology strategies that elevate

our clients' brands, foster meaningful connections, and drive sustainable business success.

Our mission is not just to achieve outstanding results but also to inspire
and educate our clients on the ever-evolving landscape.

KaribuTech Al




