cozy.io

Personal Cloud as a business
opportunity

Customer relationship in the digital age

APERSONALCLOUDPLATFORMTO CONNECTYOURDATA




SNAPSHOT

Cozy in a nutshell
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GAFAs are disrupting every industry
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The GAFAs are really threatening all economic sectors, they are intermediating
all customer relationships.

And this is how Facebook has just filed a property right on financial credit scoring
to become a better banker than the banks themselvesé



"digital transformation” ...
(Google Trend)

We are now all aware of the potentialf or di gi tal disruption an
All economic actors are now preoccupied with being uberized
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« Uberize or being uberized » requires a response beyond adaptation. You need
the ambition to disrupt the disruptors.

The silos war has been lost. Use this fact at your advantage and jump
forward the next step. You will have to tap radical innovations to change things.



GAFA’S STRENGTH?

=>Their digital intimacy with consumers

THEIR WEAKNESS?

=> Frozen information in silos

ERE.

The GAFAsGstrength is not only that they have massive databases, or big CRMs.
What matters is their access to transversal data that allow them to have a digital
intimacy never seen before. The GAFAs know better the customers of the
companies of the pre-digital era than those companies themselves.

But the GAFAs protect with jealousy their data, they are silos or Walled Gardens
that prevent horizontal services. Google and Facebook are not ready to
collaborate to provide you with transversal and integrateds e r v i blaitlsercare
2 banksé

The end game is therefore to find a more legitimate entity to gather even more
data on an individualé



OUR SOLUTION : a personalcloud
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€ T hentigy is the individual itself.

€ The individual is the only one that can break the silos &

As the source and owner of all data : The individual is the only one that can
intermediate the GAFAs.
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MY PERSONAL CLOUD

Cozy : connect all your data

Yourpersonalcloudbecomeshe center ofgravityof your digital life
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KEY ADVANTAGES

True added value for users
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SINGLE SIGN-ON GLOBAL SEARCH FRICTIONLESS
APPS INTEGRATION

% izul]ﬂ

loTHUB PERSONAL BIG DATA PRIVACY

Youneedto haveseenthe demoto reallyunderstandJ
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COZY AS A BUSINESS
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THE FINDING FROM FACEBOOK MESSENGER

« People really appreciate the fact that they can interact with a company in a
conversation on Messenger, without having to remember their password or to

search in another app to find the information that they seek. »

David Marcus — VP Facebook Messenger — 1st of July 2016

Thisquote demonstrateghat the GAFAsre willing to tap the digitalintimacythey have
with their usersto becomethe necessaryntermediariesin customerrelationship
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COZY’S VALUE PROPOSITION

The customer account...
...IN THE CLIENT PERSONAL CLOUD...

Foran unbeatable digital intimacy

Cozyallowsto gofurther thanthe GAFAdYy allowinga clientrelationship basedon
total intimacy and nointrusiveness for a frictionlessexperience more personalized
than ever.
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PROPOSITION DE VALEUR

Cozy boosts customer services ...
... by going where the GAFAs can't go

KEY BENEFITS FOR OUR CUSTOMERS

© customer relationship getting closer to the customer without getting creepy
o Cozy turns the user account into a business opportunity thanks to Freemium services
© The attractiveness of an ecosystem instead of isolated services

o Transforming into an opportunity the legal constraints on data

1/ The customeraccountin the O dza (i 2 peiSavdicioud :for exampleto ancipatea problem
with paymentson your bankaccount(postponinga recurringpaymentwhenbalanceis0 on
your bankaccoun) orusingdatafrom 0T, agenda, contact bookjeolocalisatioiX

2/ A newfremium product : the customeraccountoffersto the user aCozyinstancethat isfree
but limited. The usecanunlockit with a premiumoffer worth onlya few euros pemonth.

Themarketsurvey"World PersonalCloudMarket - Opportunitiesand Forecastsof the Allied
Market Researchfrom sep 2015predictsanannualgrowth of 33% in thenext5 yearson the
private/ personalcloudmarket (https://www.alliedmarketresearch.com/personaloud-market)

3/ An ecosystemif Sony, Samsung or Motoragdatheredbehind Android,it wasto makesure
NOT todividethe applicativeecosystenmandreach« criticalrelevancys for their users contrary
to Nokia,Blackberryor Microsoft

In thepersonaldatarealm, the situationis similar: either doingthingson your side, orjoininga
platform like Cozyto benefitfrom the completenessndtransversalityof anecosystenof
complementaryservices

4/ The portability of data, constraintor opportunity ? :the GDPR (General Data Protection
Regulation makescompulsorythe portability of personaldata in 2018 in all El@ozyallowsits

partnersto not only conformthemselvedgo the law, butalsoto usethoseregulationsto create
servicewith data impossible t@athertoday.
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BUSINESS MODEL

@ B2B2C: Itis Cozy who commercializes

. For the user:

* A freemium model (free then paid service from a threshold)
* Public target price for premium offer: 5€/month

@ rorourBusiness partners:
* Firstyear:
o Setup costs (covering freemium instances for 1st year of run)
o +customization costs
* Then:
o Revenue sharing for premium instances (target 2€/user/month)

o Maintenance : % of setup and customization costs.
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[Optional slide to highlight the difference between the digital safe universeGoxny,
which can be seen as-ieventing this service]
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