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INNOVATION PHASES
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FINTECH TOOK OFF
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ONLINE LENDING: WILL DAVID SLAY GOLIATH?




DON'T COUNT OUT THE BANKS AND TRADITIONAL LENDERS
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Source: Author’s analysis and “The Brave 100: The Battle of Supremacy in Small Business Lending.” QED Investors and Oliver Wyman. 2015.
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DON'T COUNT OUT THE BANKS AND TRADITIONAL LENDERS

Borrower Borrower Experience Underwriting &
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BANKS AND INCUMBENT LENDERS: OPTIONS FOR STRATEGIC RESPONSES
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Source: Author’s analysis.
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BANKS AND INCUMBENT LENDERS: OPTIONS FOR STRATEGIC RESPONSES
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BANKS AND INCUMBENT LENDERS: OPTIONS FOR STRATEGIC RESPONSES
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BANKS AND INCUMBENT LENDERS: OPTIONS FOR STRATEGIC RESPONSES
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EASTERN BANK

Source: https://www.bizjournals.com/boston/news/2015/12/09/firefighters-credit-union-to-move-into-cop-heavy.html; http://www.stonehill.edu/big-things-alumni/ ;
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EASTERN LABS
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Dan O’Malley, Head of Eastern Labs

Source: https://www.bizjournals.com/boston/news/2015/12/09/firefighters-credit-union-to-move-into-cop-heavy.html; http://www.stonehill.edu/big-things-alumni/ ; 22
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THE INNOVATION JOURNEY: REVERSE ENGINEER SUCCESS

1. Define the outcome you want to achieve. Where in the process
do you want to introduce technology?
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THE INNOVATION JOURNEY: REVERSE ENGINEER SUCCESS

1. Define the outcome you want to achieve. Where in the process
do you want to introduce technology?
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THE INNOVATION JOURNEY: CHOOSING THE PATH

2. What is the path? How do you bring innovation into your
organization?
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2. What is the path? How do you bring innovation into your

organization?
Strategy Knowledge Governance
Skills similar Systems,
Build to ours? values, —— Internal development
incentives

similar to ours?

Source: Adapted from Laurence Capron and Will Mitchell, “Build, Borrow, or Buy: Solving the Growth Dilemma" 28
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THE INNOVATION JOURNEY: CHOOSING THE PATH

2. What is the path? How do you bring innovation into your

organization?
Strategy Knowledge
Skills similar
Build to ours?
Resources
Borrow clear and
specifiable?
Clear
Buy integration
map?

Source: Adapted from Laurence Capron and Will Mitchell, “Build, Borrow, or Buy: Solving the Growth Dilemma"
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THE INNOVATION JOURNEY: CULTURAL CHANGE

3. Create the right culture

CEO/Senior Team

Traditional

Operate
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