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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
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We are now all aware of the potential for digital disruption and transformationé. 

All economic actors are now preoccupied with being uberized



« 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.
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The GAFAsô strength 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 integrated servicesé Neither are 

2 banksé

The end game is therefore to find a more legitimate entity to gather even more 

data on an individualé
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é This entity is the individual itself.

é The individual is the only one that can break the silos é

As the source and owner of all data : The individual is the only one that can

intermediate the GAFAs.
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A demoisworth a thousandwordsΧ
If youwant anotherdemo, LΩƳof course available
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Yourpersonalcloud becomesthe center of gravityof yourdigital life

10



You needto have seenthe demoto reallyunderstandJ
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This quotedemonstratesthat the GAFAsare willing to tap the digital intimacytheyhave 
with their usersto becomethe necessaryintermediariesin customerrelationship

13



Cozyallowsto go further than the GAFAsby allowinga client relationshipbasedon 
total intimacyand no intrusiveness, for a frictionlessexperience, more personalized
than ever. 
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1/ The customeraccountin the ŎǳǎǘƻƳŜǊΩǎpersonalcloud : for exampleto ancipatea problem
with paymentson yourbankaccount(postponinga recurringpaymentwhenbalance is0 on 
yourbankaccount) or usingdata from IoT, agenda, contact book, geolocalisationΧ

2/ A new fremium product : the customeraccountoffersto the user a Cozyinstance that is free 
but limited. The user canunlockit with a premium offer worth onlya few euros per month. 

The marketsurvey"World PersonalCloud Market - Opportunitiesand Forecasts" of the Allied
MarketResearch, from sep 2015, predictsan annualgrowthof 33% in the next5 yearson the 
private/personalcloud market (https://www.alliedmarketresearch.com/personal-cloud-market)

3/ An ecosystem: if Sony, Samsung or Motorola gatheredbehindAndroid, it wasto makesure 
NOT to dividethe applicative ecosystemand reach« criticalrelevancy» for their users, contrary
to Nokia, Blackberryor Microsoft

In the personaldata realm, the situation issimilar: either doingthingson yourside, or joininga 
platform likeCozyto benefit from the completenessand transversalityof an ecosystemof 
complementaryservices

4/ The portability of data, constraintor opportunity ? : the GDPR (General Data Protection 
Regulation) makescompulsorythe portabilityof personaldata in 2018 in all EU. Cozyallowsits
partnersto not onlyconformthemselvesto the law, but alsoto use thoseregulationsto create
services with data impossible to gathertoday. 
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[Optional slide to highlight the difference between the digital safe universe andCozy, 
which can be seen as re-inventing this service]
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