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MIT Sloan on Information 
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“Specifically, a one-standard-

deviation increase toward data 

and analytics was correlated with 

about a 5 to 6 percent 

improvement in productivity and 

a slightly larger increase in 

profitability in those same firms.” 

 

Erik Brynjolfsson, Lorin M. Hitt, and 

Heekyung Hellen Kim, “Strength 

in numbers: How does data-

driven decision making affect 

firm performance?”  

 
MIT Sloan 2011 

 

Erik Brynjolfsson, MIT Sloan School of Management  



Why invest in managing data better? 
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1. Improve business processes: 

• Client on-boarding (e.g. ensuring that customer data can be shared across all systems) 

• Straight through processing of transactions (e.g. automated x-Sell processing) 

• Accounting (e.g. fewer manual adjustments in accounting entries through clean product codes) 

2. Accurate, timely management information, reporting and analytics: 

Regulatory 

• Basel (RMI) 

• Liquidity 

• FATCA 

Decision Support 

• Profit and loss analysis  

• Credit Risk 

• Data mining and visualisation 

Client Management 

• Client account planning 

• Client profitability analysis 

• Accurate client segmentation 

3. Deepen client relationships: 

• Using the collated historical information about our customers to predict their needs 

• Sharing the information with clients (e.g. cash flow analysis) 

• Use the data to safely increase limits (e.g. Linking liability data to real-time credit analysis) 

• Real Time data analysis to respond quickly to opportunities and changing circumstances 



• Precision engineered data platforms 

and services, with large programs. 

• Developing centralized and parallel 

approaches at the same time. 

• Partially on shoring requirements 

with a set of different regulations 

• Difficulty to integrate with Asia’s 

“Mobile Now” approach 

• Asia Region don’t allow full branch 

and ATM roll-out   

• Non-traditional players heavily 

competing in financial services 
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Data Issues Across Asia 

Banks often suffer under slow and expensive data journeys, preventing them to be data driven like 

new age competitors.  

“Data story 

fully exposes 

bank IT as 

slow and 

expensive 

within ‘Now’ 

world.” 



• Data takes center stage 

• Small and large markets are the same 

• Make data consumable   

• Configurable Privacy 

• Agile Execution Capability 

• Drive Cost-out  
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Strategy  

We found that the key in the big data strategy is to create a capability, impacting business, 

operations, and technology to work and interact together.  

The key element in the strategy is to develop a different 

culture and method, which creates an engine of change 

driving this over the long run. 



• Centralize Data and allow all applications to interact with the central 

model 

• Utility style Big Data Platforms to off-load traditional data 

warehousing 
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Technology 

Review the technology mix in use for time to market, cost, and decentralization to ensure longer 

term feasibility of investments.  

• New Development 

Methodologies delivery features 

daily for “thousands USD” 

• Vendors are often trailing Open 

Source and seeking new 

Business Models 

• Consider on-shoring and 

decentralized processing 

requirements 

 



• Decisions are based upon real time 

and accurate data 

• Customers can mine their own and 

contextual data through on-line 

platforms 

• Staff and Partners have the same 

data views, with better historical 

and decisions options to drive 

decisions  

• Transactional Application use 

historical data to offer at the Point 

of Sales additional offers or 

products 

7 

Data Driven 

Google, Facebook, and LinkedIn are selling data and driving their staff and systems to make smart 

decisions via analytics – why not banks? 

Data 
Scientists 

Data 
Power 
Uses 

Sales 
Force 

Automation 

Automated 
Data 

Ecosystem 



Adding value to Customers – Personal 
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• A newly grad just started her career at 

an ad agency as Account Executive 

• She has been an active savings 

customer for the past 5 years  

 

 

 

 

• Merchants’ promotion updates: daily 

promotion alerts cater to customers’ 

interests on the go 

• Seamless channel flipping: all up-to-

date data and context available to all 

channel touch-points, e.g. a no-fuss 

direct-call for query and transactions in 

just one click from mobile app 

• Gift: Gift offers appropriate to life-style 

• Feedback: real-time problem solving  

Personal Customer’s Situation What the bank provides Benefits to Customer 

Current 

Customer 

Situation 

Customer 

Value-Add 

• Suits my social networking lifestyle  

• Better financial planning and notification 

allows me to achieve my financial goal 

without sacrificing my shopping appetite 

• Simple call centre and no complex IVR 

steps makes my life much easier 

• Never need to go to a branch 

• Convenience, real-time updates and 

problem solving 

 Strengthen our positioning of the “trusted” and “bank of choice” with customers  

 Stay ahead of the “innovative banking” battle field by being part of our customers’ daily lives  

 Deepen customer relationship, not just their financial needs, creating a stronger bond  

 Potential new revenue source from promotion merchants and gift merchants for advertisement fee 

 Enhanced risk management by understanding their real value to the bank in an efficient and holistic way 

• Convenience enhancement tools and 

channels (mobile apps, iBanking...) 

• Some self-selected customization of 

products (based on demographics) 

• Increased convenience in banking 

transactions 

 

• Plans to enrol in higher education 

program 

• Through her work, she spends most of 

her time meeting with clients 

• A heavy social media user on both 

personal and professional levels 

• Regularly check on online sales and 

promotions in fashion, beauty, health... 

 

 

 

How this 

also benefits 

the Bank 



• Indonesia is the largest Country 

and Bangkok the largest city by 

users in Facebook  

• Local Banks are heavy and 

strategic technology investors 

(IBM’s Watson, Google Apps, 

Big Data, etc.) 

• Mobile is top priority and 

requires same features in real 

time in all markets 

• Real Time and Context 

Sensitivity in offers and 

analytics are key 
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Asian Markets 

Asian Markets tend to embrace new technologies rapidly and yet are very different from each 

other, making it more difficult to compete.  

StanChart Loyalty 

App – Real Time 

and Location 

specific 

promotions 

• DBS Bank engages IBM’s 
Watson to achieve next 
generation customer 
experience (9/1/14) 

 
• Siam Commercial Bank’s CEO 

mandates in 2008 to develop a 
data driven organization 
fashioned after Google. 

 
• Krung Thai Bank converts to 

Google Cloud Apps in 2013 
 
• Kasikorn Bank launches 

online asset and planning 
manager integrating Bank 
and 3rd party products (6/3/14) 
 

• Thai, Singaporean, Indonesian 
Telco’s launch Mobile 
Payments (2012-14) 



Disraeli on Information 
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“As a rule, he or she who has the 

most information will have the 

greatest success in life” 

 

 

Benjamin Disraeli 

 

http://upload.wikimedia.org/wikipedia/commons/0/0c/Benjamin_Disraeli_by_Cornelius_Jabez_Hughes,_1878.jpg
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