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Smarter Banking for your business
Customer value drivers are fragmenting — demographic
Mass customization becomes essential

S, value systems..

Customer Value Drivers Fragment

218t Century

20t Century
Fragmented Customers

Homogenous Customers Extreme shifts in:

sAge
=\Wealth

_//\

=Ethnicity/Culture

% of population

% of population

sLifestage patterns

Customer Segments

Customer Segments =sHousehold
composition

=\/alue
systems

5_ “Norms” become increasingly rare; companies must
delve deeper to understand the needs and

purchasing drivers of customer micro-segments.

Source: IBM Institute for Business Value
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Interconnected:

They use multiple
technologies to
interact with other
consumers and with
their service
providers

Intelligent:

They have clearly
defined expectations
of what they want
from their
banks/retailers now
and in the future

© 2011 IBM Corporation
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* How Banks are Responding
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Back to basics:

Customer again in the center, based on relationship and trust
Right balance between excellent service (and self service) and personal

touch

Combined with extreme personalization:

Ensure a memorable experience in all the interactions

Personalized offers, personalized pricing advancing client needs thru the
use of predictive analytics and consistent information

,Banking is transactional,

but money is emotional®

™
TowerGroup

And the Customer Takes the Lead: Multichannel
Integration Facilitates Customer Experience

Analyst Author Micole Sturgill
Ressarch Director, Dellvery Cnannsis
- Apel 26, 2010
1 Rererence ® VEI01N

TowerGroup Key Findings
= Banks must be prepared for both transaction migration from attended to unatended channeis
and customers choosing the channel that best suits their needs.

- As long as defivery channels are managed separstely, their separate utilization and budgst
poals will cost the bank time, money, and valuable customers.

- Banks must resolve the conflict between cost-saving self-service and revenue-generating direct
contact by leveraging both to win customer wallet share.

= Crass-channel sales and senvice applications, personalization, and target marketing are cntical
technologies that must be implemented regardiess of demographics.

- Banks that focus anly an how the messags looks to the customer without streamlining the
entire process will continue to frustrate customers and increase their own costs

18 January, 2011 143

Better t_:_oc_:_pe_i'a;io:_'n between branch and
online is top priority for European banks

Improving cooperation between branch, Internet and call centre
channels is the top strategic priority for nearly half of Europe’s
retail banks in 2011, according to a report from Efma and
Finalta

1194 views 0 comments

Banks are targeting a step change in direct channel sales and to
achieve this they anticipate significant use of differential pricing,
says Efma (European Financial Marketing Assaciation).

This will bring to a head a conflict between branches and direct
channels that most banks have been trying to avoid for some time.
Branch sales have decreased from 82% to 78% since 2007, whilst
those made via the Internet have nearly doubled, to almost 10%.
By 2013, the report predicts, this will be 19%.

© 2011 IBM Corporation
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*|IBM Point of View and Key Initiatives
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How we are productizing our Banking Industry Framewor K?

IBM Software Technology

Repeated patterns for

banking industry are
integrated into new
program products

IBM Banking Industry Solutions

© 2011 IBM Corporation
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IBM provides solutions in four domains that provide the
capabilities to address banking business needs

IBM Banking Industry Framework

Customer Core Banking

Care and Transformation
Insight

|
i
w/u w/m

Payments
and
Securities

Integrated
Risk Management

10

The core banking transformation  domain
allows you to modernize and renovate the
legacy applications that support core banking
functions while aligning with the changing
needs of the business

The payments and securities domain helps
you progressively transform your payments
operations to become more flexible and
efficient

The integrated risk management domain
supports taking a holistic approach to
managing financial risk, financial crimes,
operational and IT risk, and compliance

The customer care and insight domain helps
you build a foundation for creating a single
view of the customer and enabling more
effective and efficient sales and service

© 2011 IBM Corporation
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What is Customer Care & Insight?

Influence
and Drive

¢ :
/\ Insights &

i |Nt@ractions

Face-to-Face, Direct Voice, Self Service

Analyze &
Derive

|nformation

Pervasive & Quick Access to Trusted Data

& Notice

Any entry point, continuous cycle, continuous discovery and refinement

1111 © 2011 IBM Corporation
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= IBM Solutions

12
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CC&l for Banking

Combining Products & Technology to deliver solutions that enable business outcomes

IBM Products and
Assets

i |
SLETHING WOMineioe |
Ain i Company |

‘NETEZZA

an [BM" Company

WMBTT
BTW

IFW
Master Data Management

Target Industries C(_:&I
(Primary & PrO]eCtS
Secondary)

Information
1. Single View of the
Person
Insight
Government 2. Customer
Wholesale Segmentation
CPG
Interaction
Telecom
3. Targeted
Marketing/Social
Marketing

Industrial

Insurance

Financial Mkts I
| Retail

Infosphere Information Server

IBM Smart Analytic System

13

4. Multichannel
Platform

5. Client onboarding

6. Cross-sell, Upsell

7. Personalized
pricing, bundling

Business
Outcome

Improved
efficiency and
customer
experience

Targeted
marketing;
improved client-
centricity

Improved
financial return on
marketing
investment

Improved efficiency
and customer
experience

Reduced cost and
errors, improved
customer
experience

Improved
revenue and
profit

- ent
executive

-

—

Delivered within an Industry Context © 2011 IBM Corporation
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The objective Is to provide overtime solutions to
answer bank’s business demands in the following
CC&l projects based on IBM products:

Single View of the Person Information
Customer Segmentation Insight
Targeted Marketing/Social Marketing

Multichannel Platform

Client onboarding Interaction
Cross-sell, Up-sell

Personalized pricing, bundling

= 29 = D B

14 © 2011 IBM Corporation
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» Examples of Best Practices

15
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Account Opening — Common Problems

= Lack of integration between the channels results in
— Inconsistent customer experience
— Increased customer abandonment
— Inability to leverage customer data from other channels
— Difficulty in transferring cases and applications
— Increased work effort for introduction of new products
= Lack of automation results in:

— Administratively intense processes limits cross-sell and up-
sell.

— 90% of applications require manual intervention, increasing
both cost and time to fund the account.
= New Account Opening Costs

— Each year the average regional bank incurs the following
costs
because of there New Account Opening system:

$2.4 million in increased costs due to manual and duplicate
process steps

$11.4 million in lost cross-sell and up-sell revenue due to
barriers caused by long and inefficient processes

$4.5 million in lost revenue due to client abandonment

— Account Opening costs are 20% of global banks operating
costs

16

Cost Breakdown of a Bank’s Activity

Total Mfg. & Processing Cost Base

Froduct
DevE  Other Account
Mgmt Aok Maintenance
22%

Clearing

Statements
5%
Payments
Decisioning &
Authorization
5%
Securities
Processing
& Mgmt
B% Card .
Processing w
&
10% Taan Account
Processing j
A Opening

20%

© 2011 IBM Corporation
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Smarter Account Opening — New Generation Banking Solution

e~ locations / contactus A\ @& / p
{ Jpen
financial netwwork

online banking

sonal barking « // @& portiolio (0

= QPEN an accounl oo
o old checking with interest

o
= Enroll now ki

Open an account

Borrow for today

Save lor the future , - :
$0 if you maintain $7,500 over all your Open accounts,
Insure againstioss ctherwise $17.50 per month

Open your account with as little as $100

Inveat for growth

gold checking
¥ with interest

Talk wih & feal person:
800-887-6543

Or, click tochat via
Inatant message:

4>
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Cross Selling - Customer Advisor Accelerator

»Flexibility to customize and quickly adjust
settings without the involvement of IT to
facilitate the negotiation where some product

customization and pricing discretion is left up to

the front line employee.

»|[ncorporates the known information about the

client, but also provides decisioning regarding
the best personalized products as well as the
best customized price to offer all coordinated

and working together providing this information

in the most effective way depending on that
individuals specific job

Mutual Fund Recommendation Based Account Strategy

=
1-16|16-22|All A

=)

cgiogi“gicgl I RIZI+
Condition editor
the customer strategy is AcquireCustomer
% Overlapped by 1 cell(s). ®* Rows have gap(s).

Add missing domain values

i Recommended Product
4

- — Product Name

1 || AcquireCustomer = | Open Financial Money Market

2 AcquireCustomer Open Financial Tax-exempt Bond Fund
3 BlockCompetition Open Financial Agressive Growth Fund
4 BlockCompetition Open Financial Index Fund

5 MaximizeRevenus Open Financial Agressive Growth Fund
6 MaximizeRevenus Open Financial Index Fund

7 MitigateRisk Open Financial Money Market

8 MitigateRisk Open Financial Tax-exempt Bond Fund
9 IncreaseWalletShare Open Financial Index Fund

18

Save Rule | Minimize

Rank

P e b e b3 s b e

X

m

BetterBanking

IBM Customer Advisor Accelerator for Retail Banking

Welcome Leo

> Business Analyst | sign out

MAD-Cros:

lling-Rube

B Leans
+
Initiali... = egnc. I o B pemaveE..
1 Checking
Open Financial Checking Based On Individual Information E ]
Open Financial Student Checking Based On Individual Information E ]
Open Premier Checking Based On Existed Product E ®
Execute
ial Tax-exempt Bond Fund Based On Individual Information And saveRule | Minimize | X
if
all of the following conditions are true :
- the owned praducts do not contain the product : Open Financial Tax-exempt Bond Fund 3 3
- the age [+] is more than ¥ 45 [£] % X
- the employment status is one of { Employed , Retired [+] } 3 X
- the amount of the monthly Income [£] Is more than ¥ 50000 [£] 3 X
- the number of deposit accounts (%] is at least ¥ 1 [+]3 X
- any of the following conditions is true :
- the balance of deposit accounts [£] is more than ¥ 15000 [£] 3 X
- the balance of INvestmen: accounts [x] is more than ¥ 50000 [*] 3 X
-1 X =
-1x
3
then
add Open Financial Tax-exempt Bond Fund to the recommended products and set the rank of it to ¥ 4 [+] X
Questionnaire s

Fiz required

Personal Information

what is yvour 2ge range~ &
v income? E
Wwhat iz your residerce? [E
Questions for the products vou selected
time frame for yau to achieve wour finensial goals? )
W llowing best describes your invest chicclivesT B

rom now. what do vou expect your standard iwing will bes ¥

Fr 1, what do you expect your investrmnent annual return to be? &
T pect your portfolio value will L L3
au want to do with the incama genersted by vour portclia? B

Risk Tolerance

ity of high return as well as the po

An inwestment decisien involvas
L nxing when making an important i

ffering a los Ahat most influen

auld be &
investmet portfolio?

= what your reacton w
Fluctustions in L

Mrich of the following stastements best des

[

Which of the following statements best descrbes your reacton if alue of your portfolic T

ddeniy declined &

Which of the following inwvestments would you fesl mest comfartable owning? B

1% - 39
>2000

Usa

11-15 years
Presecrving primcips
Somewhat better 1l
6-10%%

Moderately greates

Racewve all dividen

I'm only influsnced

1 would be extrems
T would be wery —c

Certificates of depe
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Proven and Established

Our Business

Headquarters : Waltham, MA

Software and services to help marketers:

« Better understand their customers Global %fgf;i;n :r% E:tri?]p:r’n':z':é

* Run effective interactive marketing campaigns Financials - Public. Over $100M revenue

* Increase marketing accountability and ROI. positive cash flow, profitable*

Partnerships :  Over 150 local partners, eg GBM

Customer Success Product Leadership

e Proven on:

* Flexible open architecture
» Teradata, Oracle, IBM, MS, Linux

e Leader in the FSS sector:
* 100+ references
* Including all major banks

* The recognized leader in

marketing software solutions E——
FORRESTER

*2009 non-GAAP operating income

 Over 1,500 organizations worldwide
* Tens of thousands of total users

o

* In 69 countries

EYTRADE - WOBES'F
FI')NANCIAL' STﬂFLES @_.'\'Y)
[ﬂﬂ

~ Grupo BBVA
7EOX Y
EYepy

1919 © 2011 IBM Corporation
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Targeted Marketing
bringing science to the art of marketing

= Presents personalized messages in
real-time during inbound interactions

= Personalization based on:

— Existing customer data and new information
gained during the interaction

2 Last progucton cepioyment 174407 1000w, & | Mark for un-deployment [~2= Mark for deployment *

........ — — Or, behavioral targeting of anonymous visitors

Fariting Seore |1

§

: = Designed for easy deployment and
management (“so easy a marketer can
do it”)

= Meets the most rigorous performance

U o requirements. Up to:

— 1,000s of transactions per second
— Half-second average response time

o

a
i (@) [m| &

hogh &

a
Q-0 000
o, | [l e, x«txgi

i B

20 © 2011 IBM Corporation
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Targeted Marketing

Real-time
Visitor Profile

Towne Bank | Foae ey

Stte Search G0
Home ‘ Personal = Small Business ! Commercial  Investing ‘ Customer Service = Contact Us -
Faster Online Payments are here! En Espaiiol | Select Region | Text Size

' .
Recently increased T

savings efforts and In-Session Data Persorat S Busess ~ (0

i |
cut spending . ) Help | Foraot Passwerd?
This visit is a clickthru Fool | Cari I

Carries a low credit from an email campaign

pays on time

ind a Branch/ATM Apply Now! Products & Services

She is using her home

Medium Value computer
Customer

Has Checking and Real-time

Money Market Offer Whitelist
Savings Accounts

tate or Zip Choose one S Choose one v
» Privacy

wvacy | Security | Terms of Use

On last 3 visits,
browsed mortgages
and CDs (including
one anonymous)

21
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Multichannel platform: MBTT
IBM Multichannel solution helps banks improve their channel delivery
capabilities

Portal capabilities for a rich front-end user R oy
expeﬂence &$.; Internet = - =

.uBaangah - uff“ --I”

Integrated platform for channel i———

modernization !;
Rich client based integrated desktop e =l [ ——

| | - W - S
Web 2.0 based internet banking e & AT f
Mobile banking s e — 1
. o ¥=_. || [ E===DeSkiopfor

Enhanced solution development efficiency === =eller .
Integrated multichannel development s —— =R ==
workbench o I

Pre-built business components and banking
transaction templates

Easy integration with banking backend

Dynamic business process management for
flexible channel delivery

22 © 2011 IBM Corporation
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ICBC (Industrial and Commercial Bank of China Ltd) IS
China's largest bank

*They use BTT to structure their personal internet banking, overseas internet banking and internal
management systems with more than 70,000,000 users.

*50 Million Transactions a day.
*Turning from "a bank near your” to “bank at home”
*Goal to move 80% of ICBC's retail business online banking within 10 years.

=)
o\
BestiGonsumer

Internet Bank in China
CfRakce

ICBC Wins "Best Retail Bank of
China" Award for the Fourth Time

It is reported that ICBC was granted
the "Best Retail Bank of China"
award by The Asian Banker
magazine on the excellence awards
ceremony for Asian retail financial
industry. It is introduced that the
"Best Retail Bank of China" award is
the supreme honor that The Asian
Banker issues to the retail banking
industry in China, and ICBC has won
the award for the fourth time in the
past six years. Meanwhile, ICBC also
won two awards, i.e. "Best Large
Retail Bank of China" and "Best
Multi-channel Bank of China".

23
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The goal of BNP is to be an “original and innovativ e” choice differentiating
against full online banks, focused on the service a nd the customer satisfaction

From a bank with multipl t Itich | A new sales model:
om a bank wi uitiple .- tOmu .|c anne “Contacts + Services = Sales”
forms of access... banking...

Remote Bank

Multimedia platforms
- AT
Specialized Net

after-sales =g Contacts
services L g
Customer Multichannel + Services
Voice Call centers E
servers d ; Neighbourhood bank

Branches ATM

Telephone
reception
services

'8l Branches

Satisfaction

More assets

24 © 2011 IBM Corporation
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Benefits achieved with the multichannel solution

Example:BNP Paribas Fortis Internet Banking “Multi-everything” approach: develop once, run

everyWhere Bangue de La Poste ﬁ'.J
] . . . . . T BNP PARIBAS
Multi-brand Provide same level of services with a different branding W~ forTis  postbank”
Support consistent solution independently of language I: ._I %

Multi-language constraints (for internal and external customers)

Multi-partner Seamlessly Integrate local production back-ends ﬁg:tters’ local back ends, An-

Multi-country Deploy the same based solution in different countries Belgium, Netherland, Ireland
Current live implementations |
postbankc Stemap Legel Accessibilty Securty Search i Search the Postoank ste here \\

5 ame 8 Cuiybarking @ Savings & Ivestmerts @ Londing  Tnaurance ® iles
—

ouse

Selective
upgrade

|

© 2011 IBM Corporation
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Integrated Distribution Model:

Same Front-End logic is reused across the various portals

Web Banking

BNP PARIBAS | 11, 110y 40 nsurance fora changingworid 0g 0 <Searching for

Kiant - Salesforce Workstation - U13980 @WDD00757@012903@5CAW0145.
SWS Omgevingen Kent Boekhoudng Toepassingen Verichtingen Exta_Hep

Branch

SEIES

I .

DVIRIXYZ JEAN-HALUNA (08384450) - 63 jaar - Franstalig

Sparen en beleggen | . Mon PC banking
daily My PC banking Welcome JEAN-HALUNA DVIRIXYZ  Last session: 28/0:
Saving and investing Messages from BNP Paribas Fortis (7 unread messages)
> U spaar L
Lending beleggnstegoeden 4 IHPORTANT: Refusal of a transfer order sent via vour Envelope’.
neer > U 'he\enu‘erlsurnﬂ/e\ ) S

)

Profin Bk st aesd B B

> Shares
> Savings certficates
° = SECURITIES ACCOUNT NEUTRAL M. JEAN-HALUNA DVIRIXYZ 222,00 e
> Flexinvest-plannen
beheren 271-0166287-61 SECURITIES ACCOUNT NEUTRAL M. JEAN-HALUNA DVIRIXYZ 45.03468 B>
> Portefeulle anayseren | ge3s 0353 o543 asan PENSION SAVINGS ACCOUNT DVIRIXYZ JEAN-HALUNA 22.353,98 | e >
> Alle functies

Your advisor: Opzn Bension Savings Azcount

Alain Themelin

Your messages (7) 3 Simulaties

Investment accounts / saving
sE55 2717 0415 772 NEUTRAL
sE71 0354 245 = SAVINGS ACCOUNT NEUTRAL
sees ONLINE SAVINGS

i 52405EUR " INVESTOR'S ACC NEUTRAL aran sullyz EUR 5.315,40
Contact us aanvragen
About BNP Paribas

rtis

6.160,60
2,35

sep CEtau
sep CE+

Your preferences

Your customer data

sep CE en onbek 1

455252405GEP = INVESTOR'S ACC NEUTRAL aran sullyz SCW 708,30
00145526 2405 ZAR ™ INVESTOR'S ACC NEUTRAL aran sullyz CHI 0,00
001455252405 USD = INVESTOR'S ACC NEUTRAL aran sullyz RAX 0,00
= PREMIUM NEUTRAL DVIRIXYZ JEAN-HALUN 0,00
PREMIUM DVIRIXYZ JEAN-HALUN 0,00
SAVINGS ACCOUNT 31.500,63
SAV. ACC. SHORT CE Pacometxyz Aysim 12739258

CE Pacomebeyz

Open tnvestor's Account Open Pramium Online Savings Account =
[T T8 (@ Trstedsies

sent | Everc o | @ 2. | B Mo | 53R 5 | EFort | ot | EYResore [[ET P || E1Forte | @15 R | Bl Konte | Sttt | [ 0] 0 @S 530

@
Asor| G B =8 »

Service level : Breferred Banking (Retail+) (202,00
Relatieb./Contactp. : Themelin Alsin (7635331 in: Limal (42265.21 De klant aanvaardt contact BNP Paribas Fortis
GEHUWD met : FICHEXYZ BRAHEME (08384251 - 61 jaar Preferred Sanking (Retail+)

1. privé FEEEEREREY Gsm 432 496 123456 E-mail privé dvirixvz2@skunet.be

1t ch

] Afeorscen )
@ Dagele bark - Pancrarma Weergever
49 Sparen en beleggen - Panorama
B Lenen -Parcrame

“ Verzekeringen - Panorama

& Beheer ki
& Globale oplossingen

& Dageese bark 271016628761

& Sparen en beleagen

& Lenen BE34 0353 9545 4590

& Beschermen en verzekeren Beleggers- / spaar- / teg
@ Beheren kassen

Type Profiel  Benaming
EFFECTENREK. NEUTRAAL M. JEAN-HALUNA DVIRIXYZ
EFFECTENREK. NEUTRAAL M. JEAN-HALUNA DVIRIXYZ

PENSIOE]

VIRIXYZ JEAN-HALUNA

NEUTRAAL

& Online banking

Semiemote/Checkist

1. pilote tests (Klant)
Autres (klant)
. YVD-ING (lant)

4. YVD/ICD - € (Klant)

SELEGGERSREK. VIRIXYZ JEAN-HALUNA

SELEGGERSREK.

NEUTRAAL
NEUTRAAL DVIRIXYZ JEAN-HALUNA
SELEGGERSREK. NEUTRAAL DVIRIXYZ JEAN-HALUN
SPAARREKENING NEUTRAAL DVIRIXYZ JEAN-HALUN
ONLINE SPAARREK VIRIXYZ JEAN-HALUN
PREMIM NEUTRAAL DVIRIXYZ JEAN-HALUN
PREMIM VIRIXYZ JEAN-HALUN
SPAARREKENING NEUTRAAL DVIRIXYZ JEAN-HALUN

NHALLNA DI

Help

Situatie 0p:29/04/2010 - 14:38 | arrieien
Relatie  Geraamd bedrag in EUR

HOUDER. 222,00 | aras

HOUDER. 45.034,68 | Extra>
HOUDER. 22.353,98
HOUBER 6.315,40
HOUDER. 708,30

HOUDER.
HOUDER.
HOUDER.
HOUDER.
HOUDER.
HOUDER.
HOUDER.

10.084,7
00

00
51505

3
0
0

)

J
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Integrated Desktop (IDT)

* Integrated Desktop provides the infrastructure to build new working environments that
reduce the complexity of the existing environment by capturing the expertise that is
required to the users, in a desktop expert system.

» A desktop expert system contributes to reduce the learning curve that users need to
get expert on a working environment and also to reduce the problems associated with
change management in the desktop.

S ABE - om0 B

: L (@5 x[Eypw X[@P x[BpF
olyto Al |[Forward - ][ Delete | Fallow Up -] [Fc
Clos i e

|size

132.8¢

Release memorandum - RFA 40733 i
| ' Outlook Express T

M . 8 . u [Fo.

‘ CreateMail | SendRecy | Addresses  Find
Fol:

»
Expertise Profile Home

Please complete the following two sections of your Expe

From applications to a desktop definition to solve a business need.
(Applications are broken into blocks or “services” before creating the desktop)
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& Search activity - Akbank Integrated Deskiop
File Window Help

mﬁj Branch Integrated Deskiop &2

Customer Information

T H  Welcome - Please, search for a customer

["Contact Information

AKBANK

O
X

(|
7 oo e Y - - IS

Customer Offers

Menu and fastpath

vm.l

* [ @ From | subject Received
ad Integrated Desk... Tue 11{13{2007 1...
ET Alrobat Tue 11f13/2007 1...

~

Launch: | = =
Search criteria

(3 Akrobat Branch Mum.: 111 Pame:
Posta = : =
3270 Account Mum.: | First nome |
Word Birthdate: i
[3%] Excet - -
\ﬁj kbank Site Mandator: v | Street: |
@ Akbank Yatirimei Site Type of partner: V’I Zip £ City: l“ | i
23 IBM Content Management L -
Found Partners
Document List —_ | Bﬂn. Account Name Rule Adress Status BirthDate
r 1 891 54061 Aywse Okyayuz 1078930 0 Istanbul, Giil Sok Levent 3 1/1/80 12:00 AM
E Financial Services 741 | 12_195 Canan Cabbar 23678 3 lstanbul, \ap:'\.e K.!elelazaC Bl. 4 1/1/80 12:00 AM
| 894 33031 Luis Crespo Mejia 1085569 0 Barcelona, Av. Dlagcnai Edifici . 3 1 'SO 1" 00 AM
743 140184 Francisco Rogue 1118376 1 Barcelona, Av. Diagonal Edifici C,.. 3 1/1/80 12:00 AM
895 51321 Isidre Garriga Oliveras 1127955 2 Barcelona, Av. Diagonal Edifici ... 3 1/1/80 12:00 AM
| 11 20001111 Charo Posada Granda 1128123 3 Barcelona, Av. Diagonal EdificiG... 3 1/1/80 12:00 AN
111 20002222 Elisabet Gassiot Pintori 1105922 0 Barcelona, Av. Diagonal EdificiP... 3 1/1/80 12:00 AM
| 111 20003333 Elena Pont Sangra 1128171 1 Barcelona, Av. Diagonal EdificiS.. 3 1/1/80 12:00 AM
111 20006666 Jordi Busquets Cervera 1128172 2 Barcelona, Av. Diagonal EdificiC... 3 1/1/80 12:00 AM
111 20008838 Montse Batalla Foix 1128173 3 Barcelona, Av. Diagonal EdificiF... 3 1/1/80 12:00 AM
|11 20009999 Montse Roca Juncosa 1128190 0 Barcelona, Av. Diagonal EdificiJ... 3 1/1/80 12:00 AM
111 20001010 Mariano Plaza Benimeli 1128191 1 Barcelona, Av. Diagonal EdificiB.. 3 1/1/80 12:00 AM
| 111 20001212 Oriol Beal Vilaginés 1128192 2 Barcelona, Av. Diagonal Edifici V... 3 1/1/80 12:00 AM
111 20001313 Oscar Fermandez Valle 1128193 3 Barcelona Av. Diagonal Edifici V... 3 1/1/80 12:00 AM
111 20001313 Toni Plana Castillo 1128170 0 Barcelona, Av. Diagonal EdificiC... 1 1/1/80 12:00 AN
A~
} [ |64 Subject |Due Date
[ There are no items to show in this h
‘ wiew,
|
| hd
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Thank you

Ebru Binboga
CEE Industry Solutions Leader for Banking, IBM SWG
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