S Group SHEEE &

. BUSINESS CONSULTING INDUSTRIAL R
TECHNOLOGY HUB S

020 Industry 4.0 SEESSSSSSREEI:

"""""""" STRICTLY CONFIDENTIAL FOR INTERNAL USE ONLY
............... 2025



Aleksei Veretenov

: hpuu
experTlse A-|oo” Chairman of the Board,

. Digital EMBA : :
Y life cycle management 9 bank & Infernational
— Leadership in the Digital Age i MOTH Payment Platform in 30
o] Developing a corporate culture to o countries
(-DF support strategic objectives
g C x Strategy and Transformation mgmt. m Co-founder

Building a customer-centric business InteriseGroup
model ’

p rOJ eC 'I'S trq n Sfo r m q tl 0 n Innovation and business design based  SKQLKOVO Investor and co-owner

on customer experience dail t e
C h an g € mana g eme nt Loyalty and Customer Relationship afEs ally & venture projects
Management mLMO

Managing Partner Senteo
Inc. & CEO Senteo East

past experience :
Co-Head of Digital
Transformation &
Strategy Product Owner
Alfa Bank

Adyvisor to the Supervisory

Board
Alfa-Bank Belarus

VP of Strategy and Marketing National Com pG nies COU nTries e)(perie nce

Investment Fund ANIF

DIGITAL TRANSFORMATION

INTERISE
GROUP



KLl KaK opKecTpaTop KAUEHTCKOro onbita U
KPOCC-KaHa/IbHOro K/IMEHTCKOro NyTu

INTERISE
GROUP

October 2025



020

- HOBasd br3Hec-mMo4enb, MPOAYKTOB U
CepBMCOB 4J/19 Pa3BUTUA BalLLero
br3Heca

INTERISE
GROUP

DIGITAL TRANSFORMATION



how a business should be built now: partnership, decentralization
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how a business should be built now: partnership, decentralization
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1.2. PassinyHbie NHAYCTPUM 3a cueT BHeapeHUA Al y)ke nonydymnum a¢pPekT B 33%

( N N
NMpousBoacTeo 3apaBo Putenn PUHaHCbI dHepreTnka
/J\/T)L oXxpaHeHue E g % ehy
41, || 38, || - 324 || oL 32, || 7 24,
° ﬂ‘\/ 0 > ° —E—_Cga 0 J_L ‘ A)
CAGR, % CAGR, % CAGR, % CAGR, % CAGR, %
Al onTumnsnpyet Al ananusnpyet [ononHeHHas Cuctembl Al nOCTOSAHHO Al nporHosupyeTt
NpPOV3BOACTBEHHbIE reHeTU4eCKyo peanbHOCTb B OTCIEXMBaIOT NpPOM3BOACTBO 3HEPTUU
npouecchl 3a c4eT MHdopMaUuLo coyetaHuun ¢ A TpaH3akumn n 13 BO30OHOBNSAEMbIX
aBToMaTmsaumm naumeHTa, 4Tobbl MO3BONSET KNIMEHTaM NCNONb3YT MalLUMHHOE MCTOYHMKOB, TaKMX Kak
KOHTpONS KavyecTBa, npeackasaTb ero BUPTyanbHO obyyeHne ans BETEP M CONMHUE,
npocunakTnyeckoro peakuuio Ha NpUMepATb oaexay, oBHapyXeHus 1 ypaBHOBELLNBAsi CrpocC
obcnyXnBaHusa m pasnuyHble akceccyapbl Unm npepoTBpaLleHUs N NpeanoXxeHune n
ynpaBneHusi nekapcTBa, 4To KOCMETUKY C NOMOLLbIO MOLLUEHHUYECKNX NHTErpmpysi peLueHns
Leno4ykamum nocTaBoOK, Nno3BOMsET co3aaBaTb cBoero cmapTtdoHa AEeNCTBUMN B peXnve Mo XpaHeHuto ans
noBbILIas BbICOKOMEPCOHaNn3npo peanbHOro BpeMeHu co3faHus bornee
3 peKTMBHOCTL U BaHHble NNaHbl HaAEeXHbIX
CcoKpaLas neyeHus 3HepreTUYecKux
3KcnnyaTaumoHHbIe ceteun
pacxofpbl.
g J J
DIGITAL TRANSFORMATION INTERISE
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The Agentic Bank

Graphic sources: Huawei, Panagiotis Kriaris

The Agentic Bank

1. Experience Layer How customers and employees interact with the bank

Smart channels Al-powered product

{voice, chat, visual} discovery

Personalized
Journeys

T S n T

Adaptive service touchpoints
(branches, apps, agents)

2. Intelligence Layer | Al agents orchestrating decisions and actions

¢ HUAWEI [ Customer Agents ] [ Risk & Compliance Agents

~

J

FinAgent

Booster

[ Agent Orchestrator ] [ Operations Agents

'

J

Tl 71 T Ty

-

3. Knowledge Layer l Data transformed into domain knowledge

% HuAwWE! [ Knowledge W‘] [ Reasoning chains

R.A.C.E J
Continuous teamning Semantic search &
feedback loops retrieval
1 T 5 L7 Ty

4. Infrastr. Layer [ Compute, storage, connectivity )

g HuawE! W:amre J I Security mesh
R-A-A-S Trusted /
Resilience E> rouncetons Cloud & other APl connectivity |
Framework infrastructure (to plug partners and fintechs)

5. Operating
Model

How the bank
runs with Al
agents in the
loop.

T,
Al control tower
real-time
monitoring and
governance

)

Autonomous
squads
(business + tech
+ data teams)

Talent evolution
{finance + Al
hybrids)

N3/

Value realization

office
(measuring
impact and ROI)

N———
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future

Digital

Phygital Opportunities Niche

Physical

Product Solution Relationships

DIGITAL TRANSFORMATION INTERISE
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evolution of business models

Balance Sheet-Centric

Business Driver ALM/Treasury

Understanding of Customer

Behavior Captive/Indifferent

Sales Approach Reactive

Regulated/Non-Product
Incentives

Source of Competitive
Advantage

Performance Measurement /

. Financial, Balance Sheet
Metrics

DIGITAL TRANSFORMATION

Product-Centric

Features/ Functionality

Customer Needs Drive
Purchases

Pricing/Bundles

Differentiated
Products/Features

Product Revenue,
Product Profitability

Customer-Centric

Data/CRM

Historic Behavior Drives
Current Interest

Push Marketing/ Cross-
Sell/Up-Sell

Customer Knowledge

Customer Revenue,
Customer Profitability,
Retention

Relationship-Centric

Contact/Dialogue with
Customer

Aspirations Drive Future
Behavior

Holistic/Goal-Driven

Customer Experience/
Relationship

Customer Lifetime Value,
Loyalty, Relationship
Strength

INTERISE
GROUP



evolution of business models

BbusHec-
Apansepbl

NoHMMaHue noBeaeHMA KANEHTa
Moaxopa K npogaxkam

MCTOYHUK KOHKYPEHTHOro
npeumyLiecTsa

N3mepeHue apdpektusHoctu/
MEeTpUKHU

DIGITAL TRANSFORMATION

banaHco-
OpPUEeHTUPOBaHHanA

YnpasneHve aktmsamm u
naccusamm/
Ka3HauyencTso

KantusHoe/
nHanddepeHTHOE

PeaKTMBHbIN

Perynunpyembiit/
HENPOAYKTOBbIE UHULM

®urHaHcbl, byxrantep
6anaHc

MpoAyKTOBO-OpUEHTUPOBAHHAsA

Ocobennoctu/
YHELNOHANBHOCTD

MoTpe6HOCTI KieHTa AUKTYIOT
MOKYMKK

LeHoobpazosaHue/
6aHaNbI

OnddepeniiipoBaHHble
NPOAYKTDI/
ocobeHHocTn

MpUBEIEL 110 NPOAYKTY,
AOXOAHOCTb NPOAYKTa

KI'IMeHTO-OpMeHTMpOBaHHaﬂ

[JaHHble/
CRM

VicTopuyeckoe nosegeHue
OVKTYeT CerogHAWHUIA MHTepec

VIHTEHCMBHBI MapKeTuHr/
Kpocc-npoaaku/ Npoaaku Ha
cneayroLWmn YpoBeHb

3HaHWe KinMeHTa

Mpu6bbiNb NO CErMeHTy,
[OXOAHOCTb Ha K/IMEHTa,
yaep:aHue

OTHOLLIeHMe-OpMeHTMpOBaHHaﬂ

KoHTakT/
OMNANor C KINEHTOM

CTpemneHus AuKTYOT Byayuiee
nosegeHue

LienoctHbiin/
Liesie-OpUeHTUPOBaHHbIN

BrnieuatneHua KaneHta/
OTHOLLEHUA

MoXKM3HEeHHas LeHHOCTb
KAWEHTA, I0ANbHOCTb, CUAA
OTHOLLEHNH
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6usHec-gpamnBepbl n apdeKT oT BHegpeHuUA

. %
npeanoxxeHue X

ot %
*

ANCTpmnbyuus *

*

&

npouecchbl ynpassieHUA *
B3ammooTHoweHunamm u CRM

M)  Ky1bTypa M OpraHW3aLnOHHas
8% ¢ 3BO/NIOLUA .

%

6peHa U KOMMYHUKaL UK

% N F

DIGITAL TRANSFORMATION
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NPOAYKTOBOE MPOHUKHOBEHNE
TDA/DDA

CHaTtne B ATM

LT (CLV)

OTTOK
NPOAYKTOBOE NPOHUKHOBEHWNE
onepaLMOoHHble 3aTpaThbl

OTTOK
LT (CLV)
CpeaHWUI YeK Ha KnneHTa

OTTOK
time to market

YMEHbLUIEHMEe CTOMMOCTU NPUBAEYEHMUA
COKpalLeHne onepaLMoHHbIX 3aTpaT

NPS/CSI/RSS

YMeHbLIEHNE CTOMMOCTU NPUBNEYHEHNA
COKpalleHne pacxoaosB Ha KaMmnaHUn
LT (CLV)
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npevmmyuiecrtea npoueccos ynpasjieHmna oTHOWEHNAMMU
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KaHa/bl BBaMMOAEﬁCTBMH C KIneHTaMUn U SKOHOMUKA KOHTAKTOB

yesnoBek TEXHON10TUN

w

=

¥

: : B
z MonHbIii cepBUC poaaxu n epM1Hanbl
= camoobcayxusaHme BIE0-KMOCKM
< :

N T s : £} =

g

=

BMPTYya/ibHble

~
= |

DIGITAL TRANSFORMATION

BaHKomaTbl

MobunbHoe
NPUNOXKeHNe

CMC-onoseLleHuA u
yBeAoMIeHnA
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CTOMMOCTb U Ka4eCTBO KOHTAKTa B 3dBUCUMOCTUN OT KdHA/10B BBHMMOAEﬁCTBMH

HEAOBEK TEXHOAOIMM

BbicoKas

domsmyeckme

CpegHaa

P
O
L
-]
Q)
A
-]
Q)

KOHTAKTAd
09.109hEA

D
-
O
O
=
>
O
-
(@

0
0
T
-0
<
O
>
-
Q
X
[an]

Hwun3kasa

Tunbl KOHTaKTOB

Mpopaxm — KOHTaKTbl, CBA3aHHbIE C Cepenc — KOHTaKTbI, CBA3AHHbIE C TpaH3aKkumMm — KOHTAKTbI, CBA3AHHbIE  OTHOLWEHMA — KOHTAKTbl, HE CBA3aHHbIE C
npeanpoaaken u opopmaeHmem 06CNY}KUBAHMEM TEKYLLMX NPOAYKTOB C 06CNY)KMBaHNEM TEKYLLMX TEeKyLMMM NPOoAyKTamMm 6aHKa,
KOHKPETHbIX 6aHKOBCKMX NMPOAYKTOB 6e3 TpaH3aKUMOHHOro XapaKkTepa NPOAYKTOB C TPaH3aKuuein HanpaB/ieHHble Ha BbICTPaUBaHMe OTHOLLEHUM

27 © Interisegroup, 2025 GROUP



OMHUKaAHaNbHOCTb

OTAEAEeHUA

MOAAEPXKKA

(OKMBOEY OBLLIEeHME

TEKCT

Mpumep:

KAMEHT B AMMHOM KAODUHETE HAO CAUTE HAYUMHAET OGOOPMAATE YCAYTY (3AMNOAHSET
QHKETY HA KPEeAMT). 3aTEM, HE 30KOHYMB 3AMOAHEHME AHKETLI, OH MOXET
NPEePBATLCA M YUTU C CAMTA, YTODbI MPOAOAXKMTL PADOTY HOA AHKETOM Yepes
MOBUABHOE MPUAOXKEHME UAM HAT. A 30KOHYMUTLCH MPOLLECC MOXET C MOMOLLLbIO
30KO3a OBPATHOrO 3BOHKQA, YTOObI KAMEHT MOT MOAYYMTb OTBET HO KOKOM-AMBO
CBOM BOMPOC.

DIGITAL TRANSFORMATION INTERISE
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*U3HEHHbIU LUK bU3Heca

Preboarding

Onboarding

N Reboarding NoAnbHbIii
A - KANEHT
|_

()
o
I
< -
= - =
x =1 -
< —
-
~
~
/ / ~
IV.MNopgpep:xkka Ha
OCHOBE aHA/ITUKMN
N
1ll. BoBneueHue S N
\
N
7 N
N
4 l.Welcome-Pack N
. N
Il.HacTpouka N N
.
| | | S< > Bpewms
v o ~ .
Mpogarka Mepwnog AKTUBHbIN HeaKTnBHbIN Mpeg- N _— Win-Back
peneBaHTHOro 3HaKomCTBa KNNEHT KNNEHT OTTOYHbIN 0 N / KnneHt
npoaykta (N2B) KNNEHT TTEKLUIMK KANeHT
ycuneHue

MpocnekT

DIGITAL TRANSFORMATION

Pa3BuTME OTHOLLIEHUI

YaepkaHue/ JanbHeiwee pasBuTHe OTHOLLEHWH
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ynpasjieHune xXusHeHHbim UMKZIOM: 3Tanlbl

aTan

Tan
pa3sBUTUE OTHOLUEHUU

Tan
onboarding

preboarding

OonucaHue
pPEryASpPHOE BbICTPAMBAHUE OTHOLLIEHMM U
PEAEBAHTHBIX KOHTAKTOB C KAMEHTOM HOI
603€e AHAAM3A Er0 MOBEAEHMUS HA BCEX
3TAMNAX B3AMMOAENCTBMS

onucaHue
3HOKOMCTBO KAMEHTA C
MPOAYKTOM/CEPBUCOM, OBYYEHME U
BOBAEYEHUE €70 B AKTUBHOCTb C MOMOLLLBIO
UMPOBbIX U TOUITEPHbIX MEXAHUK

onucaHue
nepBoe 3HAKOMCTBO C K/IMEHTOM U
nomolb emy B nogbope Hanbonee
peneBaHTHOro NPeanoXeHus

LEeHHOCTb
6bICTpPOE BOBNEUYEHME KAMEHTa B BO3MOMXKHOCTH
NpoAyKTa
MOTMBALMA KIVEHTa Ha JOCTUXKEHUE Lieu U
pe3ynbTaTa
peneBaHTHas KOMMYHWUKaLWA C KIMEHTOM, ANA
BbICTPAVWBaHWA OTHOLLEHWUM
yBe/JIMYeHMe YPOBHSA UCMNO/Ib30BaHUA NPOAYKTOB
1 cepBucoB baHKa
cbop NepBMYHOM aHANUTUKU NO KANEHTCKOMY
noseaeHuto

ULEeHHOCTb
- 33KpbITME UCTUHHOM
NoTPe6HOCTU KANEHTA
- npoaaska KOMNAEKCHOTO
pelieHuns
- [oarotoBKa KAWeHTa K gnanory
W peneBaHTHbIM KOHTaKTam ¢
6aHKkom -
- CHMXXeHwue miss-sell

DIGITAL TRANSFORMATION
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3TAN - No3MTUBHOE PA3BUTUE OTHOLLUEHUM

OonUCaHue
MPOAOAXKEHME MOAAEPXKKMU PETYATPHBIX OTHOLLIEHMM

aTan -reboarding

(KAMEHTbI C U3BMEHEHMEM NOBEAEHYE€CKOU HOPMbI)

ornMcaHue
QATOPUTM KOMMYHUKALLMM NPy paboTe
CO «cnALLEen 6A30M KAMEHTOB)Y HO OCHOBE WX MOBEAEHMUS

aTan - reboarding

(win back)

onucaHue
MEXAHUKM 1 ATOPUTMbI BO3BPATA KAUMEHTOB

aTan -

reboarding
(npeaoTTOK /

OTTOK)
onucaHue

TOUITEPHbIE M MPEAOTTOYHBIE MEXAHWUKM
HQ PAHHMX STAMAX - HEAOMYLLLEHWUE

INTERISE
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guiding organizational change &
transformation
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BOJIHA pa3Butua b2c u b2b

MblilneHue Ton
MeHegXXMeHTa

COCTOAHUE

onepauuoHHOK
mogenu

cocToAHue
onepauuoHHOMN
mopaenu

MbilineHue Ton
MeHeaXXMeHTa

OTHOLWEHNEOPUNEHTNPOBAHHAA

KANEHTOOPUEHTNPOBAHHAA

NPOAYKTOPUEHTMPOBaHHAA

6aﬂaHCOOpMeHTMDOBaHHaﬂ

BpemS

DIGITAL TRANSFORMATION
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how to manage transformation is not always clear

%//

J

. — current business — new business
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organization’s capacity for change

DIGITAL TRANSFORMATION

© Interisegroup, 2025

Attitude towards information
sharing

Attitude toward
experimentation with

products and processes

Willingness to give people
power, authority, and provide
support

Aftitude towards criticism

Management's openness to
new ideas, including from the
bottom up

Attitude towards conflict

Willingness to discuss sensitive
issues openly

How much the organizational
structure
facilitates change

INTERISE
GROUP



Design architect

Hebonblasn LeHTpaM3oBaHHan
KOMaHAa B ponu ausaliHepa
nporpammbl

LleHTpanbHasa KomaHaa

He OTBEYaEeT 3a BHeApPEHME.
MNoanep*KMBaeT C NOMOLLbHO
3HAHMUI M 3KCNEPTU3bI
MpeacTaBUTENM KOMaHAbl Senteo
Inc. NnpuBA3aHbl K BU3HEC-TMHUN,
COMpPOBOXAAOT BHeAPEHUE,
pelweHue npobnem.

transformation management model

Infrastructure

OcHoBononaratowme /
NHPPACTPYKTYPHbIE MPOEKTI
(foundations), oxBaTbiBatoLiMe
HECKO/IbKO QYHKUUI nam busHec-
JIMHWI, YNPaBAAIOTCA LEHTPaIbHOM
KOMaHAoM

MpoekTbl Core n New frontiers
ynpasnatoTca bU3Hec-AMHUAMM

Innovative and infrastructural

LleHTpanbHas KomaHaa
ynpasnnaetT UHGPACTPYKTYPHbIMMU
NPOEeKTaMKn 1 NPOEKTaMM C
CUNbHOW MHHOBALMOHHOM
cocTaBasaowemn

BoNbLIMHCTBO NPOEKTOB BU3HeC-
NHW 1 Core-npoeKkToB
ynpasnaeTtcsa 6usHecom

End-to-end
transformation

bonblwana LeHTpanbHaA KOMaHAa
PYKOBOAUT TpAHCHOpMaLLnen,
Ncnonb3ya 3PPeKTbl CUHEPTUU U
maclTaba

LleHTpanbHasa KomaHaa
NO/IHOCTbIO OTBETCTBEHHA 33
BHeApeHne

BusHec npepocTtasnaet
NOALEPHKKY LLEHTPASIbHOM
KOMaHAe

INTERISE
GROUP
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obuwana cxema 6usHec-mogenu

DIGITAL TRANSFORMATION INTERISE
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Alexey Veretenov

Co-founder, InteriseGroup

Managing Partner Senteo Inc.
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#2210

@AOVERETENOV
+7 (903) 284-68-34

alexey.veretenov@senteo.net
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Aleksei Veretenov

Global General Partner, Senteo Inc.

CEO, Senteo East

Chairman of the Board, bank & international
Payment Platform in 30 countries

Investor and co-owner, daily & venture
projects.

Past experience

Vice President of Strategy and Marketing,
National Investment Fund ANIF

Board Member, crowdfunding platform ARFI
Co-Head of Digital Transformation &
Strategy Product Owner, Alfa Bank

Advisor to the Supervisory Board, Alfa-Bank
Belarus

Head of Direct Sales Department and
Deputy Head of Telemarketing Department,
Raiffeisenbank, ex Impexbank

Alexey — a transformation, strategy and change expert with more than 20 years of experience in 31
countries, more than 150 companies, and over 300 projects. Alexey has worked as a banker in Alfa Bank
Belarus and Russia, Raiffeisenbank and Impexbank, in a retail chain Euroset, in investment fund and as a
consultant in banking, retail, insurance, manufacturing, automotive and telecom.

He has successfully designed and implemented projects in retail and corporate strategy, business
transformation management, products and pricing systems, and corporate culture development, digital
and physical channels, customer-oriented analytics, and CRM systems.

Alexey’s experience spans across the USA and Eastern Europe in such companies as BNP Paribas,
Raiffeisenbank, Euroset, Atlant-M, Ural FD Bank, RosEvroBank, 360 Federal Credit Union, Alfa-Bank, Megafon,
CHTPZ, TBC, Societe Generale Group etc.

Alexey launched a start-up financial advisor in the United States, he is also a member of advisory boards of
several companies, and co-owner of several technology projects, neurosensory, media agency, and media
networks, marketplace platforms and a number of other companies.

Education

Strategic Management, Financial University of the Russian Government, Certificate of Advanced Studies
Psychology / Psychology of Management — Change Management, Moscow Institute of Psychoanalysis,
Bachelor of Science

Ph.D. in Economics & Management of National Economy, International Academy of Assessment &
Consulting

Economist — Finance and Credit, Institute for Applied Computer Science & Management, Masters

Agile transformation — co-founder of the Agile Manifesto Arie van Bennekum, Wemanity
Product management program — Berkeley

Empretec — Harvard Entrepreneurship Program, United Nations UNCTAD, OOH.

Store Director, Euroset. Alexey is fluent in Russian and English.
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