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2022 Strategic Planning Assumptions

Through YE25, insurance CIlOs adopting public cloud will deliver innovation necessary for business
model transformationthree times faster than their traditional counterparts.

Through YE25, loT-driven insurance propositions will generate $350 billion in insurance revenue.

Through YE23, insurers that exhibit high automation maturity traits will be three times more likely
to exceed their growth metrics compared to their peers.

Through YE25, more than 60% of insurance innovation programs will focus only on process
Improvement, limiting their ability to address market and consumer demands.

Through YEZ25, 50% of new insurance products and services will result from customers sharing
data for mutual benefit and convenience value.
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Six Capabilities Needed for Growth for 2022 and
Beyond

Six Capabilities Needed for Growth for 2022 and Beyond

e O O

New customer Foundational Intelligence as a Targeted innovation
experience and hyperautomation competitive advantage  tied to business
product focus driven to drive productivity, to optimize decisions outcomes to achieve
by consumer digital forming a foundation and drive personalized near-term business
dexterity to increase to scale the business experiences value

sales and retention

% Expanded and increased expertise in developing and managing dynamic ecosystems

Q Cloud computing to enhance agility and provide easy access to insurance services and data

Source: Gartner
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Access additional resources

Gartner membership required to access the research below.

‘/\7' Business Value of IT

Top Insurance Performers Spend More on IT and Are More Profitable

ClO Agenda
2022 CIO and Technology Executive Agenda: An Insurance Perspective

@ Risk/Reward

Insurance CIOs: Risk Appetite and Strategy Can Mean Higher Returns

Gartner
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2022 Strategic Planning Assumptions

By YE 2024, 30% of banks with STBN+ in assets will launch banking- as-a-service for new revenue, but
half will not meet targeted revenue expectations.

BY YE 2025, 20% of wealth and asset managers will serve as advice and product providers for
fintechs, Digital Giants, and other non-traditional investment advice channels.

By YE 2024, 95% of the world's banks will have failed to establish a diversified business model to
include back-end processing for fintechs.

By YE 2025, 50% of tier-1 banks will partner with smaller banks via shared services (branches or
product origination) to ensure local access and promote financial inclusion
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New External Services Means New Customers

. Neobanks/
Line of Fintechs

Business

Leaders Digital
Giants

Compliance
Retailers
Governmen
t
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Banking ClOs’ Guide to Offering New Services

Cardinal Rule:
Don’t Jeopardize the Parent Services in Any Way

ClO New Responsibilities

1. Deliver compliant and resilient services to expanding customer and/or
partner base

Develop and enable operational support for increased service volumes
Support product requests and technical issues from external customers
Ensure services are isolated from other internal systems

Create partnerships or contractual updates if services rely on third parties

Create support for sales functions such as a demo environment, POC
support, or sales engineering
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Access additional resources

Gartner membership required to access the research below.

‘/JI Business Value of IT

Comparison of Line-of-Business Buyer Behavior by Industry

5 ClO Agenda

2022 CIO and Technology Executive Agenda: A Banking and Investment
Perspective

@ Risk/Reward

How Banking and Investment Services ClOs Can Effectively
Partner With Fintechs
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Gartner

1
SYMPOSIUM  Xpo.

The World’s Most Important Gathering
of ClOs and IT Executives™
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Coming Soon

Discuss key topics like smarter spending, data
and analytics, customer experience, cybersecurity
and more. At Gartner IT Symposium/Xpo® you'll
reimagine your approach to leadership,
technology and business strategy.

% Sign up for 2022 conference updates at
gartner.com/conf/cio

#GartnerSYM




How Can Technology
Leaders Accelerate
Financial Ecosystems to
Combat Digital Giants?

Learn how financial services CIOs can
develop digital business strategies for the
future

Download the eBook

RESTRICTED DISTRIBUTION Gartnen

15 ©2021 Gartner, Inc. and/or its affiliates. All rights reserved.



https://www.gartner.com/en/publications/how-can-technology-leaders-accelerate-financial-ecosystems-to-combat-digital-giants?utm_medium=powerpoint&utm_campaign=RM_GB_2021_ITL_NPP_WB1_FUTUREFINSERVDEC2021&utm_term=wb-ppt
https://www.gartner.com/en/publications/how-can-technology-leaders-accelerate-financial-ecosystems-to-combat-digital-giants?utm_medium=powerpoint&utm_campaign=RM_GB_2021_ITL_NPP_WB1_FUTUREFINSERVDEC2021&utm_term=wb-ppt

Gartner for IT on Social Media

Wantto stay in-the-know? Connect with us on s B
LinkedIn and Twitter to receive the latest Linkedf) -

Gartner IT insights and updates across /ﬁ_> _____ (

research, events and more. Gartra

Gartner for IT

It's all curated specifically for IT leaders and
decision-makers.

Follow us on @ @

RESTRICTED DISTRIBUTION

© 2021 Gartner, Inc. and/or its affiliates. All rights reserved. G a rtn er®

About us



https://twitter.com/Gartner_IT?utm_source=brighttalk&utm_medium=in-webinar&utm_campaign=RM_GB_2021_WB21_NPP_WB1_IT-TWITTER-PROMO&utm_term=wb&utm_content=tw-gartner-it
https://www.linkedin.com/showcase/gartner-for-it-leaders/?utm_source=brighttalk&utm_medium=in-webinar&utm_campaign=RM_GB_2021_WB21_NPP_WB1_IT-LINKEDIN-PROMO&utm_term=wb&utm_content=linkedin
https://www.linkedin.com/showcase/gartner-for-it-leaders/?utm_source=brighttalk&utm_medium=in-webinar&utm_campaign=RM_GB_2021_WB21_NPP_WB1_IT-LINKEDIN-PROMO&utm_term=wb&utm_content=linkedin

Get more Gartner insights

( ¢ ) Download the research slides

View upcoming and on-demand Gartner webinars
at gartner.com/webinars

* Rate this webinar

RESTRICTED DISTRIBUTION Ga rtner
2021 Gartner, ed. ®


http://www.gartner.com/webinars?utm_source=brighttalk&utm_medium=in-webinar&utm_campaign=RM_GB_2021_WB21_NPP_WB1_WEBINARS-SLIDE

