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Double Digit Profits Growth using an Innovative Mobile
Communication Channel: Restoring Customer Loyalty and Enhancing

Customer Experience
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Delivering proven business value for customers through innovative use of data, advanced
analytics, and optimization-based holistic decision-making. ERSTES

The world's most effective lead generation engine

Unique wallet pass manager
Omnichannel and omniproduct customer relationship orchestration
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Insurance strategy

www.insurancethoughtleadership.com
10 PIVOTAL CHALLENGES FACING INSURERS IN 2024 The Customers of today are used to
5. Shifting Consumer Expectations: personalized experiences: innovative,
Changing consumer expectations, influenced by advancements in technology and a demand for CUStomer-CentriC products and Ser\lices

personalized experiences, pose a challenge for insurers to stay relevant. Meeting these evolving

expectations requires the development of innovative, customer-centric products and services. J

Lack of a personalized approach leads to diminishing customer loyalty to the brand
and increased price shopping.

Our goal: Build customer loyalty and increase the relevance of staying with a specific insurer by
enhancing customer experience.

Why: Reselling and cross-selling to a loyal customer base for whom an insurer becomes the first
choice, it is the easiest and most efficient way to expand the business.

How: Using new technologies, which offer previously unforeseen possibilities for developing
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meaningful and strong ties between insurers and their customers.
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Challenge:

Communications blend in with a growing heap of marketing offers from other brands

_

Messengers

—

Highriregaeieyeeniecavity communication -

Low frequency connectivity communication patteri,

. Optimal digital channel

On demand usage e

——

—

for insurers

pattern

Unaffiliated communication pattern

Problem solving communication

Interactive communication

Solution

Utilize optimal digital
channels

Concentrate on engagement
that brings value on its own

to increase the relevance of

the brand

J




Wallet passes - simplicity with value

v" Ability to dynamically change the content of the pass
v’ Ability to send Push notifications to the card

v’ Easy to adopt channel - no
instalation needed — download
rate 3x higher compared to
mobile apps

v’ Low storage size impact in
mobile phone - 175x smaller to
iphone’s and 60x smaller than
Android’s mobile apps

v’ Simple to use channel - average
age of users 15 years higher in
comparison to mobile apps

v Contains the most necessary

Various types of designs could be used: Boarding pass, Coupon card, Event tickets, information depending on the
Generic Store card, Business card, etc. context
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— journey steps (travel insurance)

INSURANCE

w Any Insurance C.]frj
P —

POLICY -
NAMI VALIDITY NAMI CLAM 1D ' I
Luls Graca till 24.11. 2021 Luls Graca 1234 Luis Graca 1234
POLICY 1 OATE OF ITH PoLCY I DATE OF BINTH ‘
1234567 06. 08. 1985 1234567 06. 08, 1985 20% next policy discount

For additional info turn the card (:) For additional info turn the card C)

Customer journey - Customer journey - Customer journey - Customer journey - Customer journey - Customer jou

Invitation Customer Relevance Marketing
QR code On-boarding building Resell
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Communication types

Thank you Have a
Suplement
for pleasant
offer _
purchase journey

Comunication triggering
based on Analytical
Cistomer 360 insight

— engagement example (travel insurance)

Thank you
for going
with us

Ready for
next trip

On the trip Claim
suggestions HEllelilal:

off the season — holiday — always same place and time - frequent travelers...

Customer journey - Customer journey - Customer journey - Customer journey - Customer journey - Customer jou

Invitation
QR code

Customer Relevance Marketing
On-boarding building Resell
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Unified communication strategy encompassing all digital channels accessible via mobile devices
integrated in ADIP (Assisto Data Integration platform)

Management user interface AD' P

v’ Card activity management
» v’ Data integration
- J v’ Analytics

Journey management Template management |

Wallet pass

Web/application link monitoring

Sales portal restAPI restAPI 'g @ @ @3 wWww

Existing CRM

Mobile app

(o)
Kl E-mail

Claim management
solution

restAPI

Third party CRM'’s restAPI
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Interested in results?

Benefits

v' Keeping contact with customers after the service had been delivered — for example
after return from trip after travel insurance use

o Up to 80 % of passes are kept 1 month after the trip

o Up to 65% of passes are kept 1 year after the trip
v Increased level of resell — yearly purchase of insurance policy for family holiday trip
v Decreased level of price shopping when new insurance is about to purchased

o Reselling customers go directly to favorite insurer
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Assisto consulting Ltd.

Assisto group Head office
71-75 Shelton Street,
Covent Garden WC2H9JQ,
London England

Assisto consulting professional services s.r.o.
Plzenska 155

150 00 Praha 5

Czech Republic

Assisto consulting SK s.r.o.
Cintorinska 9

811 08 Bratislava - Staré Mesto
Slovakia
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