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Agenda

1. Dateio Introduction

2. Samples of analysis output
(including available data for

collaborating partners)
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We are card-linked marketing (CLM)
platform
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Our vision: Significantly e are CE platform for card-linked

. . marketing
streamline marketing, on th Kot s 5013
especially traditional retail n the market since
marketing, using card «  We have approximately 30 employees
payments data « We cooperate with 10 partner banks

and ca. 250 retail partners
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Card Linked Marketing by Dateio

Examples of our partner bank apps
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Doporuéené

{ Cautare  Cele maipopulare £,

@ Merchants reach
customers through
bank channels

@ Offersare
personalized based
on client’s
transaction history

@ Detailed reporting
and campaign
evaluation based on

g Waero(eshor) transactional data is

———— | available for partner

i Stojizatojistlépe

LGShop.cz

CCENEEEER OTART (e-shop)
Opravdow elektrospecialista

AliExpress.com
NeJtE( vy 2b0% 20 skyblé ceny

DATART (e-shop)
Ooravdovy oleklro-specialista

lakupujte bezpecne na

SEVT (e-shop}
MimoFadna odmana na

AirBank CZ TatraBanka SK
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Dateio works as hub connecting banks and
retailers

Dateio role as hub / "single point of contact” for all partner banks

* Partner panks provide  client
transaction data - with the client's
consent and in an anonymized form

* This data allows you to target, based
on shopping behaviour and measure
campaign effectiveness

Retailer

* Dateio works for merchant as single
point of contact (SPOC) for all
partner banks

e  One contract - with Dateio

« A unified approach to targeting /
segmenting clients across banks

*  Summary results for all banks

e One invoice for cashback and
commission
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We are present in CZ, SK, RO. We are launching Austria in
11/20 and other markets in 2021.

Ve

1 500 000

customers from 7/2020

7#UniCredit Bank
alyb K GESFAE
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1 000 000

customers from 11/2020

ERSTES

Bank

CZECH
REPUBLIC

. Present ‘ Roll-out in progress ‘ Target market

Dateio’s footprint

SLOVAKIA

ROMANIA
CROATIA

1 000 000

customers from
G poé(?&/ 2 GLOVENSKAS
bank

SPORITELNA

7 UniCredit Bank % 365

600 000

customers from 7/2020

BCRS

The largest platform for card linked marketing in CZ/CEE
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Among our partners are TOP retailers

Selected retail partners of Dateio

> . ouv ., NESPRESSO XXX Recriouna
Czech Republic  Jlhert ~ express s

(-130 in total) OMV .~ exp iSTVLE NORDSEE €
i ~ ecco
Slovakia “' Terno m @ 101 , -~
(~80 in total) Panta Rhei ggg KiNEKUS
Romania 4 , @ SEM £ foodpanda _, &
(~60 in total) Kaufland new balance garturestl

International . )
(available in Booking.com AliExpress

all three
markets)
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Customer
targeting based

Dateio Platform Basic Scheme
on its shopping

behavior

N

Anonymized
transactional

Back

data of

incorporated en d

banks
Reward e
distributed to T
customer ~ .

Performance G=
ANT=1YD reporting .

Offer Activation

Customer payment
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Our Front End consists of three products...

One Tap Loyalty

Loyalty Program
directly on a banking

Gifts / retention
campaings
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... and covers all phases of the customer's life
cycle

Use of Dateio products within the customer's life cycle

. AQUISITON & UP-SELL : RETENTION
% A
> RETENTION
(a4 ACTIVITIES
E EFFECT
O
|
(2]
-
O
1-tap loyalty
TIME
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Card Linked Marketing - Cashback

Activate offer

Offers targeted based on client
transaction history

Activation eliminates cases when
client does not know about the
offer and still gets cash-back
(typical in other programs)

OAT=ID

Pay at the retailer

Seamless offer redemption
simply through card
payment

12

Get cash-back

Cash-back automatically
deposited to client’s
account
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One Tap Loyalty - Gifts

o Offer information 9 Card payments e Reward claim

.
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One Tap Loyalty - Gifts

OAT=ID

Prenled
Cashvack Daxky
\
@ Ky zvedned ¥ae shivam hody
TR Ceslh drdlny
T e DA KL 72
3 : 7Y BN W&
W DoWNE. | Y 2wk QTINKE R
oy Donrovsky
(=-shoy)

Nouhes na e B0 Ke na
2-SNOPW 723 KAZAYSH 20 Ko

W DoWE. ' Y 2\ 1M 2 INKE
!
AVTAVA K A

R Dowhr, | 1 E-shop

eva 1V % navelke amak
Aornach spotenice

SLEVA 50 KC
NA E-SHOPU
pri nékupech
nad 300 K¢

Knityy Dobrovsky (€ -shop)
Voucher na stevu 50 Ké na e-shopu 2a kazdyeh 300
Ko

e
790 Ké 2 300 Ko
Jesté Vam zbyvi 300 Ké & odemkne se Vam dérek.

&8 Wabidka plati do 30.06. 2byva 82 dnf

Ziskany vouehier iZete uplatmit do 31.07.
Fravidla

70 K¢ zaplacenych kartou UniCredlit
Ziskate voucher s kodem na slevy
‘e-shopu.

ikact odemkne po
‘U AZ jej budete chijt
Y klknutim na
'/‘/5' vy voucher
T objednavee na

NNTNEDNOST “

.
DRREK {f/’ 4

Al hodoe \ A3 &1a
YR VB0 Yo

"“ Puz\eSaAs
& :
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One Tap Loyalty - Gifts - Vouchers

Piened

Cashivack Diaxky

@ ouyzvednu e goitam Dody
“ WMebonal

Shava W KR iy nakapu
AN K&

Jak si vyzvednout darek?

Poturzenin tlacitka Zobrazit voucher
se vam zobrazi kod ktery ukazete
obsiuze obchodnika (nebo pouZijete
priplathé na e-shopu). N yyuziti kody
budete mit 10 min,, pote Zmiz.

D DoWee. | Y 2w AR ISWE

Ziskany voucher miZete uplatnit do 30.04.

ZOBRAZIT VOUCHER

{ DAREK NECHC! VYZVEDNOUT

) DRI ez

Shena N0 KE na vEe §i nakspa
N3N

ANTNEDNOWST
® DoWOA. | 1 E-shop

Truisino
Beua b % Na NAKD N 3N
Y& 2 doprana TORRMK

ANTNEDROST m
R DoWoA, | 1 T-shep DRREX

Puesto Gfe
Wana 1931ma o Wazdem
ESSEIWNENUNNY
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Traditional loyalty program
Product description

Show your loyalty Pay Collect points Redeem your More info in partner's app
card benefits or on partner's web
Partner's —
own LP - aEss—— g ( ]
'
customer — o/ ‘
view — 2 =

Client must identify . . . .
himself at cash desk, Then client pays as Client collects points in C||.ent canreceive free Client ;ontrols his
. - A usual. . gifts or discounts for account in a separate,
typically with plastic his account for ) .
points, on further single-purpose
card. purchases. S
purchases. application.
T el I, )/
_—
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One Tap Loyalty - Loyalty program on bank card
Product description

Pay by card Collect points More info in partner's Current status and LP
app or on partner's web info can be found in an
app customers use

normally
Partner's LP — —
on Dateio - ﬁ
platform - =
customer —
view
No identification by Client does not identify Client collects points Client controls his Client can control /
plastic card. himself at cash desk . for purchases in his accountin a check its LP program
Just pay with bank account. separate, single- directly from a
card as usual. purpose application. banking app.
— ”
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Dateio Platform - 5 Advantages for you

The largest platform in CEE
One Tap Loyalty - Gifts, Your LP directly on a banking card

Mobile First on premium digital location ‘

Full customer lifecycle management with no technical investment needed.
Work even on customers you don‘t have any contact form”(\~
Targeted acquisition & upsell because of cash echanic

Targeted retention because of Gift mechanic

© ©000¢

When using Gift mechanic, possibility of differentiation by spe&kf\jc rewards used /

All based on superb data analytics and customer da g ts

—_— ”
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Cooperation with Dateio platform enables the
extension of client behavior analytics

Dateio provides campaign performance reporting as

Sta nda I‘d U ¥ market
market o hare
H share B i >
© Total spending 27% iy = o) 22%
g &
© Frequency of purchases : SE |\
. Merchant 1
© Average transaction value '
market
©® Spending change for customers with offer o share

17%

share

activation

O e
ladium

:
3 s
i galerie Prana - Rohmsks nay,
o
FLORENC
R Nécos
AIX Praha Palkadi
we  Merchant 2
i

With bank data, we can also offer a view of

. h Merchant 5
youtside“ the store behavior

market oW ab market

© Where your clients normally spend 15*;; séw;e
(o] aide Lucerna (o]
© Share of wallet in given segment

i . . Merchant 4
© Market position of your store in a given Merchant 3

perimeter
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Targeting approach is based on the client's
“wallet” analysis

Example of client segmentation according to share of wallet in grocery category

Share of wallet(SoW)

E 29 E 118

Legend:
>50% | e 187 ° 659 ° 1591 g
/8 4 B\ 33 /8 .
I xx I xx i1 xx M #clients

D 58 | E] 16 | F| 3 .
53 9 0 Wallet size i
_ o ‘ allet size in
25-50% | & M\ . i\

266

I xx 401 I xx 1247 I xx 3081 grocery category
230 14 502
E 88 776 m i n - Partner
< 9 o @ ®
25% | & 593 m /A 4420 c _
Il xx I xx 1740 Il xx ompetetive
n 60 m 229 761 hyper/supermarkets
0% | = ° ° Other groceries
/a\ /B\ /a\
I xx i 0 xx 7911 xx 5029
<1500 1500 - 3000 > 3000

Wallet size - average monthly spend in grocery category

— ”
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Clients with redemption almost doubled their spending in
average, spending of other clients was unchanged

Evolution of spend of clients with redemption of campaigns vs. control group

Normalized spend!

250
Clients with redemption
200
150
Clients without redemption
100 @ @ —
50
4 weeks 3 weeks 2 weeks 1 week 1. 2.week 3.week 4.week 5.week 6.week 7.week 8. week 9.week 10.week 11. 12. 13.
before before before before campaign week week week
week

1) Both groups normalized to 100, 4 weeks before campaing start
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Clients who activated the campaign spent significantly
more in the campaign than clients without activation

The effect of activating a campaign on spending during the campaign
% of clients with spending, who bought

Wallet size
Total spend per client during the campaign (Kc¢) <1500 1500 - 3000 > 3000 Wlt;o;;strxs
Wallet size =
Without 3 |50-80% |60% |30% |84% |77% |93% |84%
<1500 1500 - 3000 > 3000 n u o
trxs in gas 8 25-50% |50% |30% |75% |65% |86% |75%
= - 809 463 4208 s 13% | 1%
8 50-80% |1265 |46 2661 | 5353 | 420 & 0-25% 33% |22% la3% |31% |53% |40%
‘g 25-50% (696 |257 |1822 | 1188 |3298 |2325 0% 12% | 5% 14% | 7% 17% | 9%
5 187 |6 Q
IS 0-25% |308 |1135 |545 |237 900 |424 Total spend per client, who bought (K¢&)
Wallet size
0% 121 23 144 |47 193 |66
Without trxs
V\ > <1500 1500 - 3000 > 3000 in gas
o)
With activation ") |50-80% |2104 |1463 |3165 |2737 |5754 |4994
W
Without activation ~ 0|25-50% 1394 859 |2439 |1823 |3820 |3114 Jics
)
E 0-25% 943 512 1263 | 760 1704 | 1058
0% 995 461 1049 | 656 1159 (713
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CZ Market share in business vertical

30%
25%

20%

15%

10%

0 ™~
) \/\ -~

0%
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Do you want to know
more?

Milan Janecky
Head of Partnerships & Analytics

4 milanjanecky@dateio.eu
t, +420 724 106 989
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