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1. Please watch the video provided with the package as a prerequisite prior to proceeding with the demo to gain important context that will help you deliver this demo.
2. Please Review the FSI DREAM Demo overview deck provided with the Demo package.
3. Please access the Click-by-Click / DemoMate partner version located here and use the script to deliver the demo (please be aware that there may be slight variances in technology showcase between the DemoMate and BDM demo script)

1.1. [bookmark: _Toc76038596][bookmark: _Toc76038597][bookmark: _Toc76038598][bookmark: _Toc76038603][bookmark: _Toc76146562][bookmark: _Toc76578479][bookmark: _Toc86680692]Demo Overview
Microsoft provides trusted and integrated capabilities to manage financial data at scale, apply machine learning, and easy to deploy AI tools to deliver automation, efficiency, and workflows designed specifically for the financial industry.
These capabilities support three main industry scenarios: providing near real-time Monitoring and Analytics tools to improve customer engagement; creating customer-centric personalized banking experiences; and tackling fraudulent financial activities.
These capabilities empower financial industry executives and their employees with near real-time data to gain insight into customer sentiment, key performance indicators (KPIs) briefly, and individual account profiles that can flag potentially fraudulent transactions in near real-time. These tools help improve operational insights while improving and accelerating critical decision-making.  
Combining the power of Azure Synapse Analytics, Azure Purview, AI, Cosmos DB with Azure Synapse Link, Power BI, Power Apps, Dynamics 365, Databricks, IoT Central, HoloLens, and Azure FarmBeats helps financial institutions bring disparate data sources together to generate insights for managing risk, improving customer experience, combating financial crime, and more. This treasure trove of well-organized data helps them gain intelligent Insights into their company’s past, present and future. These Insights are then visualized in Power BI and accessed across the organization, enabling business stakeholders to accelerate critical decision-making.
1.2. [bookmark: _Toc76038605][bookmark: _Toc76146563][bookmark: _Toc76578480][bookmark: _Toc86680693] Demo Scenario
Woodgrove Financial is a fictitious financial services company that operates in 30 cities globally in the retail banking, global markets, and insurance verticals.
This demo shows how Woodgrove Financial integrated Microsoft capabilities to manage financial data at scale, apply machine learning, and easy to deploy AI tools to deliver automation, efficiency, and workflows designed specifically for the financial industry.
The demo also shows the power of Azure Synapse Analytics, Azure Purview, Power BI and AI to assist Woodgrove improve customer engagement, creating customer-centric personalized banking experiences and tackling fraudulent financial activities.

 
Based on these real-world scenarios, we have Woodgrove Financial, a fictional global Financial Conglomerate. This type of business structure is common in many areas of the world such as LATAM. It is also common to have universal banks (retail and corporate). We built the fictional scenario in this way to allow us to be inclusive of all the sub verticals we serve in Microsoft – with the flexibility to build demos for insurance in FY22.  Woodgrove’s services cover three main business areas:
1. Woodgrove Retail Bank
2. Woodgrove Global Markets / Capital Markets
3. Woodgrove Insurance
Headquartered in New York, they are operating in 30+ cities all over the world. But their growth is currently stalled. They aim to increase revenue, maximize active customers, and improve their public image by leveraging near real-time data and Predictive Analytics.

 [image: Introduction of the Woodgrove Financial and their key focus areas.
]

Now let's take a closer look at the capabilities around the value chain. At the core is security and compliance, delivering innovation, data control, and risk partnership. In addition, data is a focus to turn insights to action and flow through the organization’s channels.
Expanding the capabilities around the journey, we start with the end customer, it is about a 360-degree customer view to provide insights and suggested actions.  It also can initiate a virtual meeting that has replaced much of branch visits during the pandemic.
In the next quadrant, the service enables digital onboarding by customer service staff to fully understand insights of each customer and inquiries so they can engage customers in their preferred channels.
Loan Manager Application in the demo unlocks value creation by enhancing customer communication, collaboration, and automation, so that staff managing the loans can be more efficient and provide better customer experience by shortening the Loan closing time.  
This service enables industry executives to enable new product development and services using the insights across banking verticals.
This service also helps in modernizing core systems which enables Partner Connections and accelerates innovation to deliver new products and services to customers. This will also enhance Customer loyalty and helps in acquiring new customers.
The capabilities in risk management will analyze data from different systems to gain better insights for risk including market risk and financial crime.
[bookmark: _Toc74061393][bookmark: _Toc75254869][bookmark: _Toc75255500][bookmark: _Toc75255517][bookmark: _Toc75255528][bookmark: _Toc75255539]

1.3. [bookmark: _Toc76038609][bookmark: _Toc76038612][bookmark: _Toc76038613][bookmark: _Toc76038617][bookmark: _Toc76038618][bookmark: _Toc76038621][bookmark: _Toc76038623][bookmark: _Toc76146564][bookmark: _Toc76578481][bookmark: _Toc30598978][bookmark: _Toc86680694] Demo Introduction
	Narrative
	Steps
	Screenshot

	Based on these real-world scenarios, we have Woodgrove Financial, a fictional global Financial Conglomerate. This type of structure is common in many areas of the world such as LATAM. It is also common to have universal banks (retail and corporate). 

This fictional scenario allows us to include all of the industry sub verticals such as:  
1. Woodgrove Retail Bank
2. Woodgrove Global Markets/Capital Markets
3. Woodgrove Insurance

Woodgrove Financial is Headquartered in New York, they are operating in 30+ cities all over the world. But their growth has currently stalled. 
They aim to increase Revenue, maximize active customers, and improve their public image by leveraging and analyzing near real-time data and Predictive Analytics.
	Use slides included in the demo asset folder.

	[image: ]

	The demo shows how Woodgrove Financial integrated disparate data sources from various business units such as Banking, Credit Card Transactions, ESG Data from GDELT, Assets and Portfolio Distribution, CRM, along with data from IoT sensors and FarmBeats. 

This demo also illustrates the power of Azure Synapse Analytics, Power BI and AI to assist financial institutions to get compelling customer insights,

This demo closely aligns with Industry leading Environmental, Social, and Corporate Governance (ESG) standards while maintaining the data security standards to meet desired business goals.
	
	

	Let us meet the Woodgrove Financial Executive Team and learn about their aspirations:
	
	[image: PowerPoint slide image of all the personas in the demo.]

	April is Group CEO, in charge of driving growth across all the Woodgrove’s businesses. 
April realized that Woodgrove’s current performance and key business units are not performing well when she took over the role as CEO.
She wants to improve the Group-wide KPIs, business outcomes and implement new ideas.
	
	[image: Picture of April, Woodgrove Financial's Group Chief Executive Officer. Her priorities are driving growth across 3 businesses; groupwide KPIs, People, and Growing the Business]

	Geraldine is a Chief Customer Officer. She wants to increase the number of customers and improve customer satisfaction and loyalty across all business units. 
She wants to get clear visibility with regards to Customer Churn Ratio, Customer Satisfaction (CSAT), Net Promoter Value (NPV) and other Customer Insights.
	
	[image: Image of Geraldine, Woodgrove Financial's Chief Customer Officer. Her goals are to drive customer acquisition and loyalty; KPIs - net promoter score, customer churn, and MFI.]

	Fred is Chief Sustainability Officer, and he oversees the organization wide ESG initiatives.
	
	[image: Picture of Fred, Woodgrove Financial's Chief Sustainability Officer.  He wants to drive ESG initiatives.]

	Leah is Chief Financial Officer, responsible for Planning the organization’s financial planning strategies and managing cash flow.
	
	[image: Image of Leah, the Chief Financial Officer.  She wants to Manage Cash Flow and Financial Planning.]

	Cassandra is the Group Chief Risk Officer in charge of Risk Management and Regulatory Reporting. She makes decisions regarding Risk Management and compliance.
	
	[image: Picture of Cassandra, Woodgrove's Group Chief Risk Officer.  Risk Management and Regulatory Reporting are most important to her.]

	Spencer is Head of Financial Intelligence and is responsible for tracking suspicious activities and potential fraud risks.
	
	[image: Image of Spencer, Head of Financial Intelligence.  He wants to monitor and investigate incidents across Account Takeover, Anti-Money Laundering, and Sanctions Screening.]

	Rupesh is Chief Data Officer, who oversees a range of data-related functions that include data management, ensuring data quality, and creating data strategy.
	
	[image: Picture of Rupesh, Woodgrove Financial's Chief Data Officer.  Data governance is most important to him.]

	Andre is Chief Information Officer, responsible for the management and implementation of information technologies.
	
	[image: Image of Andre, the Chief Information Officer.]

	Wendy is a Business Analyst reports to Rupesh, CDO. She is also responsible for drawing valuable insights from data using the power of Analytics and AI.
	
	[image: Photo of Wendy, a Business Analyst at Woodgrove Financial.  She wants actionable insights and interactive reports on an integrated data platform.]

	Ryan is a client, a famous cyclist. He is planning to open a yacht club and apply for a business loan.
	
	[image: Image of Ryan, one of Woodgrove Financial's customers.  He's a loyal customer and a famous cyclist.  He's planning to open a yacht business.]

	Reta is a client, a small business owner who lives in Miami. She wishes to expand her coffee shop to include a bakery and would like to get a business loan.
	
	[image: Image of Reta, another Woodgrove customer.  She's a small business owner and expects great service from her bank.
]

	Now let’s switch to the architecture behind the demo – the hot and cold paths.

Cold Path
In this demo scenario, we have different data sources such as Bank Transaction details, 
credit card transactions processing from the Core Banking Platform, ESG Data, Loan Manager platform driven by CRM data and FarmBeats data for enabling better decisions for historical loans issuance data – all this data is going to Azure Data Lake Gen 2 and processed using Azure Synapse.

We are also using Azure Databricks, Azure Cognitive Services, Azure ML and Azure Cognitive Search in this scenario.
In this demo we are also using Azure Cognitive Services, Azure ML and Azure Cognitive Search along with HoloLens. For visualizations we use Power BI Dashboards which are embedded into a webapp along with Power BI Reports for various demo scenarios.
	Talk about the Cold path data flow.
	[image: FSI Demo Architecture Diagram Cold paths]

	Hot Path
In terms of the hot path, we have real-time data coming from IoT sensors from FarmBeats Platform for Agriculture and also data from various sensors installed in bank branches, all going into IoT Hub / Event Hub, and finally to Synapse.

Some of the data such as periodic OFAC Fraud detection results and data from Yahoo Finance APIs for Woodgrove’s stock portfolio and Fund holdings is sent to Synapse via Cosmos DB using Azure Synapse Link.  
We also have data from Twitter that is sent to Event hub and eventually processed using Azure Stream analytics in near real-time and this data is finally sent to Synapse. 
All this near real-time and the data driven insights are then visualized in Power BI.
	Talk about the Hot path data flow.
	[image: FSI Demo Architecture - Hot Paths]

	Now we will take a look at the overview of the Hot and Cold path Architecture together combined.
	Talk about the overall data flow.
	[image: FSI Demo Architecture Diagram: Hot & Cold paths]



1.4. [bookmark: _Toc76146565][bookmark: _Toc76578482][bookmark: _Toc86680695] Demo Approach
Demo for the BDMs: 
· An FSI Organization scenario enriched with near real-time Financial, Customer, Infrastructural, Operational, and Twitter data.
· Real-time Power BI dashboards including data from disparate sources.


1.5. [bookmark: _Toc76146566][bookmark: _Toc76578483][bookmark: _Toc86680696] Demo Architecture

Hot Path
In this demo scenario we can see some of the data coming from different data sources is moved across different systems as hot path where data is not in rest and consistently moved in near time. We have real-time data coming from IoT sensors from FarmBeats Platform for Agriculture, Data coming from   sensors installed in the bank branches, all going into IoT Hub / Event Hub, and to Synapse. Some of the data such as periodic OFAC Fraud detection results and data from Yahoo Finance APIs regarding Woodgrove Stock portfolio and fund holdings is sent via Cosmos DB to Synapse using Azure Synapse Link. 

We also have data from Twitter that goes to Event hub and eventually processed using Azure Stream analytics in real-time as part of Synapse.  All these near real-time and data driven insights are then visualized in Power BI.

[image: FSI Demo Architecture Diagram - Hot Paths]
Cold Path
In this demo scenario, we have different data sources such as Bank Transaction details, credit card transactions processing from the Core Banking Platform, ESG Data, Loan Manager platform driven by CRM data and FarmBeats data for enabling better decisions for historical loans issuance data – all data going to Azure Data Lake Gen 2 and processed using Synapse.
We are also using Azure Databricks, Azure Cognitive Services, Azure ML and Azure Cognitive Search in this scenario. 
We are also using Azure Cognitive Services, Azure ML and Azure Cognitive Search along with HoloLens. For visualizations we use Power BI Dashboards which are embedded into a webapp along with Power BI Reports for various demo scenarios. 
[image: Architecture Diagram]
 



FSI Demo Architecture (Hot and Cold Paths)

Now we see the overall architecture with Hot and Cold paths.
[image: Architecture Diagram
]


1.6. [bookmark: _Toc76146567][bookmark: _Toc76578484][bookmark: _Toc86680697] Products and Technology Showcased
1. Azure Synapse Analytics 
· Azure Synapse Analytics is a limitless analytics service that brings together data integration, enterprise data warehousing, and big data analytics. 
· It gives you the freedom to query data on your terms, using either serverless or dedicated resources—at scale. 
· Unified experience to ingest, explore, prepare, manage, and serve data for immediate BI and machine learning needs. 
2. Azure Machine Learning 
· Empowers data scientists and developers with a wide range of productive experiences to build, train, and deploy machine learning models and foster team collaboration.
· Provides Robust MLOps capabilities that enable creation and deployments of models at scale using automated and reproducible machine learning workflows.
· Use Automated machine learning to rapidly create accurate models for classification, regression, and time-series forecasting. Use model interpretability to understand how the model was built.
3. Azure Data Lake Storage Gen2 
· A set of capabilities dedicated to Big Data Analytics, built on Azure Blob Storage.
· Data Lake Storage Gen2 enables hierarchical namespace to Blob storage.
4. Power BI 
· Power BI is a collection of software services, apps, and connectors that work together to turn your unrelated sources of data into coherent, visually immersive, and interactive insights.
· Helps lead to actionable items by digging deeper into data. 
· Allows creation of mobile-optimized reports (published to the cloud or on-premises), creating a Power BI desktop using embed reports into existing websites or apps. 
5. Azure Cosmos DB 
· A fully managed NoSQL database for modern app development.
· Single-digit millisecond response times (near real-time), automatic scalability, and business continuity.
6. Azure Synapse Link for Cosmos DB 
· A cloud-native hybrid transactional and analytical processing (HTAP) capability that enables you to run near real-time analytics over operational data in Azure Cosmos DB. 
· Creates a tight seamless integration between Azure Cosmos DB and Azure Synapse Analytics.
· Using Azure Cosmos DB analytical store, a fully isolated column store, Azure Synapse Link enables no Extract-Transform-Load (ETL) analytics in Azure Synapse Analytics against your operational data at scale.
· Break down the barrier that has long existed between the OLTP and OLAP systems by enabling near real-time analytics over operational data.
· Single-digit millisecond response times (near real-time), Analytics of operational data in Azure Cosmos DB, with no ETL and no performance impact on transactional workloads.
7. Power Apps 
· A suite of apps, services, connectors, and a data platform that provides a rapid application development environment to build custom apps for your business needs.
8. Dynamics 365 Customer Insights
· Utilizes the CDM (Common Data Model) to map data into a single simplified schema. It performs data Map, Match, and Merge to expedite time to value with a 360-degree view of each subscriber.
· Unifies subscriber data with an easy-to-use, preassembled Software-as-a-Service (SaaS) application.
· Delivers a personalized experience across all subscriber touchpoints, by calculating subscriber lifetime value and intelligently segmenting users to optimize the subscriber journey.
9. Azure API
· A platform that enables creating, hosting, and using APIs for cloud and on-premises infrastructure.
10. Azure Cognitive Search
· A cloud search service with built-in AI capabilities that enriches all types of information to help identify and explore relevant content at scale. 
· Offers cognitive skills for vision, language, and speech combined with custom Machine Learning models to uncover Insights from all formats of content.
11. Azure Databricks
· A fast, easy, and collaborative Apache Spark-based big data analytics service designed for data science and data engineering.
12. Azure FarmBeats
· Azure FarmBeats is a business-to-business offering available in Azure Marketplace. 
· Enables the aggregation of agriculture data sets across providers. 
· Empowers you to build artificial intelligence (AI) or machine learning (ML) models based on fused data sets. 
13. Microsoft HoloLens
· Mixed reality smart glasses that offer the most comfortable and immersive next-gen Augmented Reality experience.
14.  Azure Purview
· Azure Purview is a unified data governance service that helps manage and govern on-premises, multi-cloud, and software-as-a-service (SaaS) data.
15. Azure SQL 
· Part of the Azure SQL family, Azure SQL Database is an intelligent, scalable, relational database service built for the cloud.


[bookmark: _Toc49958144]

[bookmark: _Toc76146568][bookmark: _Toc76578485][bookmark: _Toc86680698]Business Aspirations and Solutions
1.7. [bookmark: _Toc77264260][bookmark: _Toc86680699] Demo Setup instructions
	Narrative
	Steps
	Screenshot

	Welcome to the Data & AI FSI Scenario DREAM Demo - Woodgrove Financial DemoMate click-by-click demo
	Navigate to  Data and AI Financial Services Industry DREAM Demo (cloudguides.com) 
Click Continue to demos
	[image: ]








1.8. [bookmark: _Toc86680700] Introduction and CEO Dashboard
	1.8.1. [bookmark: _Toc76578487]Legal Notice
First, we will start the demo with CELA-approved legal notice. You will see the similar notices in different places throughout the demo, including the machine learning notebooks and SQL code. 

It is important for you, as a seller or partner, to show this screen to the customers every time you do this demo.
	
	[image: ]

	
	Click the “start the BDM demo” arrow
	[image: ]

	1.8.2. [bookmark: _Toc76578488]Woodgrove Slogan
Woodgrove Financial is a fictitious financial organization. As mentioned before, we created the story of this demo based on several real-world stories and experiences of the team involved in creation of the demo. 
Woodgrove Financial has over 30 branches all over the world. Their vision as a financial institution is to provide Better Service, Better Advice, and Better Coverage for their customers.
Their services cover 3 main business areas: Retail Banking, Global Markets/Capital Markets, and Insurance. In this demo we focus on Retail Banking in detail and Capital Markets. We plan to focus on Insurance in the future.
	
	 [image: ]

	1.8.3. [bookmark: _Toc76578490]Location Map
Here on this screen, we can see April is looking at a global view of Woodgrove Financial’s multiple branches across three businesses along with key performance indicators for the business units. 
1. Customer Churn
2. Operating Profit
3. Return on Assets 
4. Customer Experience
She can now quickly monitor these Group KPIs in all their multinational branches across New York, Sydney, Singapore, San Francisco, Paris, London, and rest of the world. 

	
	[image: ]

	1.8.4. [bookmark: _Toc76578491]CEO Dashboard - March 2020
April has many aspirations. She hopes to put Woodgrove Financial back on top by living up to their company motto of ‘Better Service, Better Advice, Better Coverage.’ She has a dream.  In her dream, April wants to:
1. Understand Woodgrove Financial’s customers better and increase customer satisfaction.
2. Immediately work on Important Key Performance Indicators which are declining.
3. Transform Loan Application workflow processes.
4. Enhance Information security and privacy.

To achieve all of this, she wants to bring billions of rows of structured and unstructured data from different data sources into a single environment for all three businesses. She also wants to see her organization’s past, present, and future at a glance.
She hopes to leverage near real-time data from the present moment to receive actionable insights that will guide her company’s next move. And based on this, she wants to see the projected future trends in key KPIs for Woodgrove. 
She wishes to see all this on a single dashboard, the following Group KPIs for all three business channels in near real-time, Such as 
1. Operating Profit versus Target Year-to-Date
2. Revenue Growth versus Target Year-to-Date
3. Expenses versus Target Year-to-Date
4. Market Sentiment
5. ESG Risk Score
	
	[image: ]

	1.8.5. [bookmark: _Toc76667303]April Imagines the Event
Now let’s go back in time a bit. This demo story goes back in time to March 2020, when COVID was surging, and that is the starting point for the demo. 

Woodgrove Financial has taken a few hits and they are going through a bit of a slump in terms of business performance, and this can be seen in the visuals on the dashboard.
April’s predicament is hard to ignore in the current state of these 5 critical KPIs:
· Operating Profit is decreasing as compared to the target.
· Customer Churn Ratio is high.
· CSAT and NPS are trending downwards - customers are not satisfied and not recommending Woodgrove to other Customers.
· Investment Portfolio performance is much lower as compared to S&P 500 companies.
· Policy Sales growth is declining.
· Return on Assets is going down.
More importantly, she wants to inspire the CDO, CIO and Chief Customer Officer to use the power of Data to make better decisions and connect with customers.
To achieve all of this she wants her team to bring billions of rows of structured and unstructured data from different data sources for the past 5 years into a single environment for all three businesses. And make better decisions for the PRESENT MOMENT.

Even more exciting, using the power of Real-time analytics she would like to leverage real-time Data from the present moment and get actionable insights to take decisions for the next moment.  

Even more exciting, based on the present moment take decisions for the future using the power of Predictive analytics and implement prescriptive analytics with projected future trends of key KPIs for to guide her company’s next move.
In a way based on past better decisions for the present based on present decisions for the future.
At the current pace, she can see that Woodgrove Financial will continue to lose customers, employees, and market share in the future. Their Expenses are Increasing, while their Profits are declining.
Apparently, they are facing stiff competition from, and losing business to neo banks.
She realizes that she needs to rely on ground-breaking cutting-edge technologies, to turn around the fortunes of Woodgrove Financial. So, she needs to:
1. Understand why her customers are not satisfied and leaving the bank.
2. Immediately work on Important Key Performance Indicators which are declining.
3. Grow the customer base, increase revenues, secure customer data and transform Woodgrove’s image
So, she has a dream for an upcoming moment when Woodgrove Financial is set to sponsor a huge bicycle racing event in France. 

April imagines the bicycle race event is going to be the perfect opportunity to promote Woodgrove Financial products on the global stage. They have a lot of ground to cover however, before they are ready for this event.  
She has six months and outlines a plan to implement ten revolutionary ideas to prepare for September 30th, 2020, the race day.
	
	[image: ]

	So, she starts imagining what will happen at the race in September 2020, a few months from now.
She is imagining that Woodgrove Financial will have access to new customers and new opportunities to Promote Woodgrove Financial at that event which can be in-person and/ or virtual. 

There will be all kinds of opportunities available at the event to promote Woodgrove Financial Products and Services for the customers who are present at the event, which can be online or in Person promotions, she is imagining how it would help Woodgrove Financial!

But that’s 5 months away, right? Let’s come back to reality. April is very customer focused. She wants to understand the customers and the root cause of high customer churn.

April meets with her senior leadership team including CCO, CFO, CRO etc. and they brainstorm top ten ideas that they want to implement over the next six months before the September 30th event to turn this around!
Idea number 1 is to understand the customers and their interests.
	
	[image: ]




1.9. [bookmark: _Toc76587444][bookmark: _Toc86680701] Chief Customer Officer
	1.9.1. [bookmark: _Toc76587445]Chief Customer Officer Dashboard
April calls the Chief Customer Officer, Geraldine, and asks, “What’s happening? Why is Woodgrove Financial losing customers?”

To understand this important metric, they start creating some dashboards with the data from the past, behind these dashboards the data is coming from Synapse, which gives a comprehensive view of Woodgrove’s customer portfolio key KPIs. 

Here, she notices on the Customer Retention and Growth pillar, that their Customer Churn ratio is too high. Moreover, as she digs deeper by looking at the data visualization for customer churn by different age groups, she notices that Gen Y (Millennials) and Gen X are leaving the bank in large numbers. They are going to neo banks. 

Woodgrove is more like a traditional bank that’s trying to modernize, but neo banks have lesser overhead and are able to connect with customers in an agile manner. So, she would like to find out more details. Geraldine discusses with Wendy, the business analyst with regards to her action plan.
	
	[image: ]

	Wendy then goes ahead and Logs into Dynamics 365 Customer Insights.
	
	[image: ]

	To understand customers, she pulls data by connecting to different line of business (LOB) applications without writing code.
she is able to get data from all kinds of data sources:
· Adobe Analytics
· Dynamics Commerce
· Dynamics Service
· Salesforce

	
	[image: Screenshot to show the Data sources for Customer Insights.]

	Once we ingest data into Customer Insights, let us look at various Entities. 
For example, here are the entities built from Adobe Analytics as the Data source. 
There are two such Entities in the FSI Demo:
1. Adobe Analytics Website Contacts 
2. Website and Clicks Data. 
Similarly, the New Salesforce Contacts and Salesforce Email Activities Entities come from Salesforce.
	
	[image: Shows the Entities within Customer Insights.  Those described in the text are highlighted in the image.]


	Let us select one of these Entities.
Here, we can see Entity’s Attributes (e.g., Address, Age, City, etc.) and Data Types. 
Customer Insights uses CDM (Common Data Model) Architecture. CDM is a schema, allowing data to be used universally across Microsoft products.
	
	[image: Shows where "AdobeAnalytics_AdobeAnalyticsWebsiteContacts" is located in the Entities screen.]

	In Data, there are all types of records with respect to the Attributes that were imported with the Entity.
	
	[image: Shows customer IDs, other information available in Data for the Entity, “AdobeAnalytics_AdobeAnalyticsWebsiteContacts“.]

	After importing all the Data sources and validating the Entities, let’s move to Unify. 

Let us click on Unify. To unify the data, we use the Map, Match, and Merge process.
Here under map, we see the fields with their respective CDM attributes. This is where we map all incoming data to a Common Data Model.
	
	[image: Shows where to click for "Unify" and "Map."]

	For ‘AdobeAnalytics_AdobeAnalyticsWebsiteContacts’, the primary key is set as Email. The address is mapped to Location, Address and Gender are mapped to Person.
Under “Type” are CDM Attributes and under “Column” are the Attributes from the imported Entity. 
This applies to all Entities.
Supplementary info:
Mapping consists of two phases:
· Entity selection: Identify the combinable entities that you want to include in your dataset.
· Attribute selection: For each entity, identify the columns you want to combine and reconcile in the next data unification phases, Match and Merge. Attribute selection: For each entity, identify the columns you want to combine and reconcile in the next data unification phases, Match and Merge.
	
	[image: Shows mapped fields and where to set the primary key.]

	This process unifies the customer data from different LOB applications based on email addresses etc. to map. Wherever they cannot, they use the Match, where AI fuzzy logic is able to further match data from all these sources. So, map, match and merge, imagine that! 

Here we will Define rules for the matching and deduplication process that will consolidate source records into unique customer profiles.
In our data, we will use an email address or full name.
	
	[image: Indicates where to click for "Match."
]

	After adding the Entity, let’s view the existing Match Rule in greater detail. 

Let’s say we want the DynamicServiceContacts email ID to match with the New SalesForce Contacts email id. We select the second Entity and then select Email as the field for both Entities. We can choose any attribute, but this Match Rule is all about the Email Addresses.
Customer Insights uses a fuzzy match rule behind the scenes to match those entities.
	
	[image: Visual cues for where to click the View button and where the Cancel button is located.]

	Now that Match is done, let’s move on to Merge. Here we have 170,000+ matched customer records.
Unless the Map, Match, and Merge are successful, the setup of the Customer Insights environment will not allow you to move to the other steps. These three steps are critical.
Now, for example, let’s say that in Adobe Analytics, a customer’s zip code is 1234. And for the same customer, the email is matching but the zip code in Dynamic Commerce is 3456. So, which one do we want the system to pick up?
This is where we can define the rank of priorities. The priority is given to New Salesforce Contacts Entity and then to the New Dynamics CRM Service Contacts. So, for a particular customer in Salesforce, if the zip code is not there, then move to Dynamic Service. This is how the order is defined.
We can prioritize the fields and attributes as per our choice.
	
	[image: Shows a visual cue for where to click to get to the Merge tab.]

	Then there are Excluded fields. If we don't want certain fields to exchange their values or merge with another record, we can choose to Exclude those fields.
	
	[image: Shows where to click to get to the Excluded Fields.]

	We can select any Attribute from this list of Attributes and that Attribute will be excluded from Merge.
	
	[image: A screenshot to show the list of attributes that can be excluded and where to click Done.]

	Once Map, Match, and Merge are all done, we have unique source records of our customers. But what if we want to enrich this data further?

Let’s move on to Enrichment.
	
	[image: Screenshot to show where to click for Enrichment and Brands.]

	Thanks to the Unification process, we have unique source records of our customers. But what if we want to enrich this data further? 
And now with Enrichment that they have, Wendy finds out things like what brands they are buying and what interests they have. 
This is a brand Enrichment report into which we feed our data. We can determine the level of accuracy that we want - low, medium, high, or exact.
	
	[image: Screenshot of the Brands enrichment preview and a visual cue for where to click "Back."]

	Back in the Enrichments tab, we can also create the Interests Affinity.
	
	[image: Screenshot to show where to click for Interests.]

	Out of 179.6k records, 68.8k customer profiles were enriched for 5 Interest affinities. We can select enrichment per various levels of precision for affinities such as Very High, High, and Medium and so on. We can see in the bar chat that customers are very interested in Environmental Activism References.
	
	[image: Screenshot of the Interests enrichment preview.]

	Measures is a tab where we can gain Insights by creating KPIs that are related to the dataset.
· Brand Affinity tracks which brand has the highest Affinity score (maximum users) out of all defined brands.
· Average Customer Lifetime Value measures the average of the customer’s association life span through different finance and banking channels.
· Gen Y Customers by State measures the number of Millennial customers across each state.
· Average Monthly Deposits monitors the average deposited amount every Month by customers.
Define as many Measures as needed to keep an eye on these KPIs as they change.
	
	[image: Screenshot with visual cue to where to click to find the Measures tab.]

	Here you can see the Average Monthly Deposit.
	
	[image: Screenshot to indicate where "Average Monthly Deposit" appears in the list of Measures.]
[image: ]

	The Home page tracks all important activities including all the relevant Measures, Enrichments, and Top 4 Segments including Gen X, Gen Y, etc.
So, we now have a set of enriched customer profiles that are accessible across the enterprise data analyst and business analyst. 
All this enriched Unified Customer Profile data is sent to Azure Data Lake for further Analysis.
	
	[image: Screenshot to show the Home page and Measures Analysis tracked on that page.]

	
In the Customers tab, we can check out the different contact cards with the data from the Unified Customer Profile which provides a 360-degree view of each customer. 

The result is a set of customer profiles that are accessible across the enterprise.
	
	[image: Screenshot to show what's visible on the Customers tab.]

	Now let us search for “Reta Taylor” in customer profiles.
	
	[image: Screenshot depicting Reta Taylor's Customer Card.
]

	Here we can see all relevant details about this customer, with information like what customer clicks on, what they buy, what they call customer service about and of course brand affinity:
· We can see data collected from all four data sources on a single card.
· We can see her campaign response to the Email campaigns we have sent her.
We can also see her interests, what she likes as well as her brand affinity. 
It becomes clear based on these customer insights that millennials – Gen Y – like Reta seem to care a lot about Environment, Social, and Governance (ESG) scenarios.
	
	[image: Screenshot that depicts what's visible when you click on Reta's Customer Card with her Affinities highlighted.]

	The Segments tab is where we can do Customer Segmentation based on Age group and their total spend. We know that Gen Y and Gen X customers are leaving Woodgrove Financial for the NEO banks.
For example, we can easily find out how many Gen X, Gen Y, or Gen Z customers there are, and also find high-value customers in each generation. Again, it is very clear now, that the Gen X and Gen Y (Millennials) care a lot about ESG.
So, we now have a set of enriched customer profiles in these segments that are accessible across the enterprise.

All this enriched and clean Unified Customer Profile data goes to Azure Data Lake and as you will see later on in the demo, other operational data from other sources e.g., financial data, campaigns data, sensors data goes to Azure Data Lake as well.
They MEET AT THE LAKE, and all this is processed with Synapse for amazing Analytics. They can send custom campaign emails to those customers later on. 
This gives Wendy a clearer picture of the tangible decline in revenue for Woodgrove due to the high churn of these millennials and Gen X customers and she communicates this to Geraldine.
	 
	[image: Screenshot that shows the Segments tab and where to find "Generation X" in the list of Segments.]
[image: Detail of Gen X Segment.]

	As seen in the earlier sections, two things are clear for Geraldine now:
1. She now knows the specific segment of customers (Millennials/GenX) that are leaving AND
2. That these types of customers care the most about– ESG.
Geraldine shares these insights with the CEO, April.
	
	




1.10. [bookmark: _Toc76587447][bookmark: _Toc86680702]Chief Sustainability Officer
	1.10.1. [bookmark: _Toc76587448]Woodgrove Insights - Document Search
To appeal to Gen X and Gen Y customers, April decides to strengthen Woodgrove Financial’s ESG portfolio. To begin with, April wants to first see where they currently stand in terms of ESG initiatives relative to their competition in the industry. April talks to their Chief Sustainability Officer, Fred. 
Fred uses the power of AI to understand their ESG investments.
Fred has access to unstructured documents for Woodgrove and other banks in the form of millions of publicly posted documents (such as 10K filings). He decides to compare Woodgrove versus other banks in the context of ESG. This is a common business need in the industry. 
But getting information out of unstructured docs is a challenge. With the power of Azure Cognitive Search and Knowledge Mining he is able to index these documents and pull out relevant information by just doing a simple search. Let’s take a look at this in action!
All relevant documents including Woodgrove’s document are shown in the search results. But let’s see, when I click on Woodgrove’s document something amazing is going to happen! When I click it, just watch, don’t miss it. AI is going to read pages and pages of documents and will generate a contextual summary of the document in 3 bullet points in front of you. Ready? And go!
	 
	[image: ]

	The 10K docs contain a lot of information spanning several pages, making it difficult to read through. The power of Agolo generates a succinct Contextual Summary for easy reading of the long form text in real-time. How amazing is it that AI is able to do this for us? Having combined Azure Cognitive Search with the Agolo capabilities, Fred can now do a contextual search through hundreds of documents to understand how Woodgrove compares with other companies in terms of their ESG efforts.
The contextual summary shows that Woodgrove Financial does not put enough emphasis on ESG in their publicly posted documents (as compared to other companies). The Millennials are being attracted by these neo banks via social media etc., leveraging their interests in ESG.
	
	[image: ]

	If you remember, we typed “Sustainability” earlier and we saw these documents in the search results. 
Please note that there might be other keywords relevant to the search term, which Fred had not thought of. The power of Semantic Search brings up such additional keywords making it even more convenient. Fred can add those suggested words to his search query if desired and get a more refined search experience.
Now Fred also wants to see Woodgrove’s ESG efforts towards decarbonization. So, he can just add the suggested keyword “decarbonization” by clicking on it.
	
	[image: ]

	Woodgrove’s documents do not show up in the result set this time. But there may be other documents in subsequent pages, which may have the word “decarbonization.” So, to make sure, Fred pulls up the Entity Relationship graph that summarizes and visually depicts companies who are doing something about both “Sustainability” and “Decarbonization.”
	
	[image: ]

	Let’s take a closer look. In this one view, this graph summarizes ALL companies that have documents which mention Sustainability and Decarbonization. These bubbles in the visual represent companies and these companies have documents that refer to these search keywords. As we can clearly see here, Woodgrove’s name is missing, which is a cause of concern! 
Fred decides to explore further to understand other terms being used in context of sustainability and decarbonization. Let us go to this drop down and select the context of “business discussion key phrases.”
	
	[image: ]

	Now he sees other common terms used with Sustainability and Decarbonization in the other 10K docs. He realizes that “Sustainability & Decarbonization” is heavily linked to operations, competition, employee, results, Information and even business. So, an improvement in this area will give Woodgrove the competitive advantage they so need. 
Fred talks to April and now their plan is to roll out initiatives which have the necessary emphasis on Sustainability, Decarbonization and ESG in general.
	
	[image: ]

	
	
	

	So, the next thing he wants to do is make data-driven changes and he partners with Wendy, the Business Analyst to create insightful ESG dashboards and reports. He turns to Synapse and Power BI for insightful ESG dashboards. Let’s take a closer look.

Wendy creates this dashboard. Behind this Power BI dashboard is the amazing power of Synapse. What I want to assure you is that this is not just “smoke and mirrors.” Behind this we have 80+ Azure resources! 

So, along with this demo you will get access to Cosmos DB, actual Databricks code, ML notebooks, tons of them, and Azure Synapse with 55+ billion rows of data. You will also get Purview and a surprise this time is – FarmBeats! So, you will get all these assets with this demo. 
For now, though, let us continue. Fred goes over his dashboard, which provides all the key details of Woodgrove Financial’s current ESG status. 
He notices a clear correlation on this dashboard between the ESG Sentiment and Customer Churn rate. 
The correlation is as following: The lower the ESG sentiment, the higher the churn rate and vice versa. 
The conclusion is obvious. If Woodgrove would like to attract Millennials, Fred needs to transform Woodgrove’s ESG sentiment. But let us now go behind this ESG dashboard. So now you will see in this demo, for the first time we are bringing a report in which we are using Databricks behind the scenes.
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	1.10.2. [bookmark: _Toc76587450]ESG Talk vs. Walk
Then, Fred drills down deeper, comparing Woodgrove Financial’s ESG initiatives with their competitors in terms of Walk vs Talk (implementation of ESG initiatives as perceived by Market and Competitors vs. claims made by Woodgrove regarding ESG initiatives). 
Using the power of Azure Databricks, millions of news articles which were published on the Internet in the public domain are scanned which are relevant to ESG. Articles published by Woodgrove, when scanned, give the “Talk” score relative to their competitors. 

On the other hand, articles posted about Woodgrove by others gives the “Walk” score. A wide gap exists between the “Talk” and “Walk” scores. They seem to talk a lot about ESG but do not walk as much.

Fred can also see the Detractors and Top 10 Bigrams, to get more insight into what is being said about Woodgrove Financial in the press related to ESG. Fred conveys all this information back to April. April takes all that info and wants to learn more about Woodgrove’s carbon emissions versus their competitor banks. 
	
	[image: ]

	1.10.3. [bookmark: _Toc76587452]ESG Sentiment vs. Customer Churn
Here in this Competitive Analytics report we see that Woodgrove Financial has a lot of ground to cover if they want to catch up with their competition. 
Based on insights from these reports, April decides to implement key ESG improvements. A reduction in plastic cards, increased green investments and increased hiring of women in leadership roles are some of the initiatives, which she kicks off. 

Today is June 30th, 2020, and as a result of all those efforts, we can see that as Sentiment Score increases after March 2020, the Customer Churn starts to decrease which shows the results of their ESG initiatives. Behind this is beautiful Synapse. By the way, the best is yet to come!
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	1.10.4. [bookmark: _Toc76587453]Investment Banker HoloLens Scenario
Meanwhile, let us take a closer look at Woodgrove’s Capital Markets area. In this video, you see an investment banker is looking at this Power BI dashboard with details about Woodgrove’s portfolio wearing HoloLens.

He notices that the performance of Woodgrove’s portfolio vs S&P 500 is poor. Leveraging HoloLens, he calls his colleague, Oliver, a data analyst, who appears as a Hologram, and they start collaborating.

While talking to each other they realize that the portfolio is more “Value Fund” focused rather than “Green Fund” focused. They brainstorm the idea of changing the portfolio mix to potentially include a higher proportion of Green Fund investments to attract Millennials back to Woodgrove. And then the portfolio is changed to attract Millennials.
Due to this change and the launching of the all-new “Green Fund“ targeting Millennials specifically, subsequently they notice the portfolio performance as compared to S&P 500 starts to improve over time.
	
	[image: ]

	1.10.5. [bookmark: _Toc76587454]Global Markets Dashboard
So now they see what’s going on in the Global Markets. They track stock tickers, see what’s going on with Green Funds versus value investments, relevant news articles, and analysis of all global market data in near real-time. Behind this we have Azure Synapse, Azure Stream Analytics bringing all the datasets together in one place.
Woodgrove’s lack of ESG focus referred to in the prior HoloLens video is evident here around the March timeframe.
On June 30th, their investments broken down by Green Funds vs Value Investments are starting to look good.

And now, their Millennial customer base starts to grow due to the wide variety of Green Fund investments offered by Woodgrove. Now, they want to see how their branches across the world are doing. Let us take a look.
	
	[image: ]



1.11. [bookmark: _Toc76587455][bookmark: _Toc86680703] Branch Scenario
	1.11.1. [bookmark: _Toc76587456]Global Metrics
April is a big fan of technology. Now that she knows which group of customers are causing the high churn they had, she wants to find out which geographic regions actually contribute the most to this churn. In one of those pilot branches, she wants to try out her next new idea for maximum impact. She now looks at a global overview of all the multinational branches of Woodgrove Financial. 
Conveniently, she can check the 4 big KPIs which are Customer Churn, Operating Profit, Customer Experience, and Return on Assets for each region.
Right away, she notices that North America has the highest Customer Churn at 18%. By the way this is all Power BI embedded.
	
	[image: Screenshot from the demo showing the Global Metrics regarding Customer Churn, Operating Profit, Customer Experience, and Return on Assets.]

	1.11.2. [bookmark: _Toc76587457]North America Metrics
So, April zeroes in on all North American branches. Here too, by clicking on other cities she can see the key KPIs for those cities conveniently depicted on the right panel.  She finds that the Customer Churn is highest in Miami, at 20%. She wants to take a closer look at the Miami vicinity area. 

	
	[image: ]

	1.11.3. [bookmark: _Toc76587458]Miami South Beach View
Can you guess the location of this bank in Miami?

It is the Miami South Beach vicinity area where a few key branches of Woodgrove Financial are located. Let’s take a closer look at how Woodgrove is doing in this area.

	
	[image: ]

	1.11.4. [bookmark: _Toc76587459]Miami Vicinity Overview - IoT Sensors
Now, April looks at the Overview of the Miami Vicinity area. She can see a breakdown of this area’s performance. The top branches located in this area, top products sold there, as well as key customer engagement metrics. Let’s see what’s happening on the top right-hand side. 

	
	[image: ]

	Based on April’s suggestion for the next idea, her team installs IoT sensors at their flagship Woodgrove branch on Miami’s South Beach. 
This helps assess foot traffic trends during different times of the day (including peak hours) enabling easy resource planning/ staffing at that branch.
Based on the foot traffic trend, another key fact is unveiled for Woodgrove. Let’s see what that is.
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	They notice that because of COVID timeframe most of the customers (like 80%) are doing business mostly online only rather than walking into branches. Further, the future trend shows an even higher volume of online customer engagement (90%) predicted over the next 3 years.
April decides to immediately transform Woodgrove’s online capabilities and offerings in order to differentiate themselves from their competitors and attract/retain Millennials. So, they create a new application which provides a seamless online loan application.
During this process, April’s team also implement her fifth Idea: Responsible AI using FairLearn for Smarter Loan Processing.
And now I bring to you one of the heroes in our demo, Reta.
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1.12. [bookmark: _Toc76587460][bookmark: _Toc86680704] Reta’s Loan Application
	1.12.1. [bookmark: _Toc76587461]Who is Reta?
Reta, who happens to be a millennial, is a small business owner who lives in Miami (the area with the most churn) and she wishes to expand her coffee shop to include a bakery. She would like to get a loan to accomplish this. 
	
	[image: ]

	1.12.2. [bookmark: _Toc76587462]Situation
So, she applies for a loan at Woodgrove Financial, using the mobile app on their customer portal.
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	She is greeted by a chat bot, who guides her through the loan application process. The chat bot recommends multiple loan products. Out of those, she chooses one product and applies for that loan.

Now let ‘s take a look at the concept of FairLearn.
	
	[image: ]

	1.12.3. [bookmark: _Toc76587463]Responsible AI and FairLearn AI
The steps that follow now illustrate a lot of the work that Woodgrove's team has done in advance of Reta’s application.

Banks are constantly searching for methods to reduce the costs and time associated with loan processing. As a result, they commonly use loan approval algorithms. We think it is important to account for the possibility of bias in the data based on race etc. Using Azure ML Studio, data scientists can mitigate any unintentional biases in the modelling process by using open-source libraries like FairLearn.
Now let us look at the Azure Machine Learning Studio.
	
	[image: Screenshot from the Azure Machine Learning Studio. Depicts where to click on the screen for Fairness ID and the "next" button.] 

	Let us select Accuracy here in the Fairness model and proceed.
	
	[image: Screenshot from the Azure Machine Learning Studio FairLearn library.  Shows where to click for Accuracy and the "next" button.]

	Let us select the “Demographic parity difference” assessment based on Race.
	
	[image: Screenshot from the Azure Machine Learning Studio FairLearn library.  Shows where to click for Demographic parity difference and the "next" button.]

	The bar chart shows the selection rate for each Race group, showing the disparity. Reta may belong to a Race where historical data may potentially point to a higher likelihood of unfairness.
Now let’s navigate back to the web app and check the fairness model.
	
	[image: Screenshot from the Azure Machine Learning Studio FairLearn library.  Shows the Assessment Result horizontal bar graph.]

	Let us take a look at bias in historical data based on Fairness rather than Unfairness. Let’s take a closer look at the Fairness data.
	

	[image: Screenshot from the demo depicting the mobile app's product suggestions to Reta.  Also shows where to find Arrow B on the screen.]


	Again, let us select Race as a sensitive feature and proceed.
	
	[image: Screenshot from the Azure Machine Learning Studio FairLearn library.  Shows where to click for Experiment ID and "next" button.]

	Let’s select the Accuracy metric, to measure performance and proceed.
	
	[image: Screenshot from the Azure Machine Learning Studio FairLearn library.  Shows where to click for Accuracy and the "next" button.]

	Let us select Demographic parity difference to help zero in on the maximum difference in selection rate.
	
	[image: Screenshot from the Azure Machine Learning Studio FairLearn library.  Shows where to click for Demographic parity difference and the "next" button.]

	Accuracy ranges from 83% to 84.7%. Demographic parity difference ranges from 10.1% to 18.1%. 
The model with the best performance achieves accuracy of 84.7% and demographic parity difference of 17.8%. 
The model with the best fairness metric value achieves accuracy of 83% and demographic parity difference of 10.1%. This implies an 8% improvement in parity difference.
This again reiterates the historical bias in different loan approvals based only on the Race factor.
By being aware of the bias and by applying FairLearn model, disparity in loan approval for various races can be reduced.
	
	[image: Screenshot from the Azure Machine Learning Studio FairLearn library.  Shows the Assessment Result chart.]

	With all of this background work done at Woodgrove related to Responsible AI, let us see the next steps in Reta’s loan process.
	
	[image: Screenshot from the demo depicting the mobile app's product suggestions to Reta.  Also shows where to find Step 22 on the screen.]

	1.12.4. [bookmark: _Toc76587464]Online Loan Application - Unified Customer Profile
Most of Reta’s information is prefilled in the loan application with the help of Unified Customer Profile application.

Now let’s navigate to Unified Customer Profile application to see Reta’s Customer Profile.
	.
	[image: Screenshot from the demo showing the mobile app Reta is using to apply for her small business loan.  Also depicts some of the prefilled information that makes it easier for Reta to complete the application.]

	Here the relationship manager at the bank has an overview of Reta’s entire portfolio. They have details about her educational background, her basic information, her employment history, and her income. 

They also have an overview of Reta’s Financial Holdings, ongoing loans, her credit lines etc. 
This information is collated into a Unified Customer Profile.
	
	[image: Screenshot of the Unified Customer Profile available to the loan officers at Woodgrove Financial.  Indicates where to click for "Summary."]

	Through the Financial holdings tab of Reta’s account, the relationship manager has a detailed view of all of her assets and liabilities at Woodgrove. This helps her assess and recommend the best loan product option for Reta.

	
	[image: Screenshot of the Unified Customer Profile available to the loan officers at Woodgrove Financial.  Indicates where to click for "Financial Holdings" tab.]

	1.12.5. [bookmark: _Toc76587465]Loan Application - Voice to Text
Now we will show the power of Azure Speech to Text service part of Azure AI.

	
	[image: Screenshot from the demo showing the mobile app Reta is using to apply for her small business loan.  Also depicts some of the prefilled information that makes it easier for Reta to complete the application. (same screenshot as earlier)]  

	Let’s see how this works.

While most of the fields are automatically prefilled here, the phone number needs to be manually entered. Reta can fill in the phone number using the voice-to-text service to fill out the details by speaking into the mic. Here’s how we do it:
· Click on the microphone toggle button.
· Click on the record button at the phone number field.
· Simply speak the number you want to add.
The spoken phone number appears in the field, it’s that easy!
	
	[image: Screenshot of the voice-to-text feature in the mobile app that Reta is using to fill out her loan application.]

	Reta submits her application.  

Note: Other features to help improve Reta’s online experience include eSignatures, ID verification, electronic documents, targeted offers, KYC information collection and Save and Return features.
	
	[image: Screenshot from the demo showing the mobile app Reta is using to apply for her small business loan.  Also depicts some of the prefilled information that makes it easier for Reta to complete the application. (same screenshot as before)]

	1.12.6. [bookmark: _Toc76587466]Reta's Application and Underwriting Review
Reta’s application information, along with all her existing account/relationships info is presented to back office for review. As mentioned before, most of this information is available in the Unified Customer Profile referred to earlier. 

Now, a few underwriting alerts show up for the lending officer. Based on the Responsible AI work done, the application is not declined by default, rather it shows as High Risk and goes into a review stage. 

Let’s see what happens next.
	
	[image: Screenshot from the demo web app that shows the Client Overview screen that the lending officer sees for Reta.]

	1.12.7. [bookmark: _Toc76587467]Reta's Application - Loan Manager 
[bookmark: _Toc76587468]The Lending Officer, supported by AI/ML and integrated with Loan Manager can quickly validate and close all underwriting alerts as follows. 

Now let’s navigate to Loan Manager application to track Reta’s Loan Application.

	
	[image: Shows Lending Officer portrait.  Visual cue for where to click Arrow A.]

	The Lending Officer and her team needs to know the progress on Reta’s loan application. This can help them expedite the process and even review progress as needed. Let ‘s see the Dynamics integration with Microsoft Teams, where Reta’s loan information is easily accessible in Microsoft Teams. 

The Lending Officer can review different stages of the loan application along with its latest status right from Microsoft Teams.
	
	[image: Screenshot from the Dynamics integration with Microsoft Teams.  It depicts Reta's loan information stored in Dynamics and how it appears in Teams.]

	The Lending Officer’s team may want to track the recent activities on Reta’s loan application.

In the Activity tab, they have a detailed summary of the process and can also find out if any other information is needed to complete the process.
	
	[image: Another screenshot from they Dynamics integration with Teams.  Shows where to find "Activity."]

	The Lending Officer and their team have easy access to the full details of Reta’s loan application for a better understanding of her loan’s status, enabling quick communication with Reta as needed.
	
	[image: Screenshot of the details of Reta's loan application visible in Teams and where to click "Details."]

	The Lending Officer’s team now reviews all the underwriting alerts generated for Reta’s loan application.
	
	[image: Shows Lending Officer portrait.  Visual cue for where to click Arrow B.]

	The bar chart shows the selection rate for each Race group, showing the disparity. Reta may belong to a Race where historical data may potentially point to a higher likelihood of unfairness and hence high disparity in predictions.
	
	[image: Screenshot from the demo web app depicting a bar chart with the Disparity prediction.]

	By being aware of the bias and by applying FairLearn model and of course Responsible AI, disparity in loan approval for various races can be reduced. 

Responsible AI and ML help assess the alerts and suggest that all generated alerts are likely to be false positives.
	
	[image: Screenshot from the demo web app depicting a bar chart with the Disparity prediction.  Also shows where to click Arrow A.]

	The Lending Officer’s team, supported by AI/ML and integrated with Loan Manager can quickly validate and close all alerts.
Now that all alerts have been successfully closed by the Lending Officer’s team, the relationship manager quickly gets the green signal to convey the good news to Reta.
	
	[image: Shows Lending Officer portrait.  Visual cue for where to click Step 25.]

	As a result of the fairness models, Unified Customer Profile and Loan Manager, and all the AI/ML capabilities, Reta and other Woodgrove Financial customers like her are now empowered to achieve their dreams with a better online experience!
	
	[image: ][image: ]Click Here




1.13. [bookmark: _Toc76587469][bookmark: _Toc86680705]FarmBeats
	1.13.1. [bookmark: _Toc76587470]Request for Loan
Next let ‘s talk about Azure FarmBeats. A big corporation in the food industry named “Nice Snacks” applies for a big loan of $2.5 M loan at Woodgrove Financial. They produce organic energy snack bars and apply for a loan to buy a piece of farmland to source organic ingredients for their products. 
They have farmers in Eastern Washington. They also source other ingredients from farmers in India. On their farm in Eastern Washington, the crop that they plan to grow is Rice.
Several studies have demonstrated the need to significantly increase the world’s food production by 2050. However, there is limited amount of additional arable land, and water levels have also been receding. Although technology could help the farmer, its adoption is limited because the farms usually do not have power or Internet connectivity, and the farmers are typically not technology savvy. Microsoft FarmBeats team is working towards an end-to-end approach, from sensors to the cloud, to solve the problem.
Azure FarmBeats is a business-to-business offering available in Azure Marketplace. It enables aggregation of agriculture data sets across providers. Azure FarmBeats enables us to build artificial intelligence (AI) or machine learning (ML) models based on fused data sets. By using Azure FarmBeats, agriculture businesses can focus on core value-adds instead of the undifferentiated heavy lifting of data engineering.

The goal is to enable data-driven farming. We believe that data, coupled with the farmer’s knowledge and intuition about his or her farm, can help increase farm productivity, and also help reduce costs. However, getting data from the farm is extremely difficult since there is often no power in the field, or Internet in the farms. As part of the FarmBeats project, Microsoft is building several unique solutions to solve these problems using low-cost sensors, drones, and vision and machine learning algorithms.
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	1.13.2. [bookmark: _Toc76587471]FarmBeats Dashboard
Coming back to the demo, loan officer Rachel can use data from the past and make more informed decisions for the present.
Historical
The Lending Officer can now figure out whether it is a high-risk loan or not, based on various historical factors of that piece of farmland including yield and other metrics measured using state-of-the-art IoT sensors integrated with satellite imagery and weather patterns data leveraged by Azure FarmBeats. Sensors and other sources provide historical humidity, temperature, light, moisture, rainfall, and weather pattern information. All this can be processed using Synapse.
Real-time
We can have access to the farm’s data using sensors, satellite and weather forecast in real-time. In this dashboard we are actually getting data from some of those sensors in real-time. In case of Woodgrove, this data is being simulated to show it is coming from the farms in Eastern Washington and from India.  This helps assess real-time quality of that farmland. 
Using Azure FarmBeats evaluation based on data from the past and present, Woodgrove Financial makes an informed decision to approve the loan of $2.5 million for Nice Snacks.
Now Woodgrove went further. They wanted to support their customer (Nice Snacks) with the loan and make sure they are successful. April, the CEO, also created a philanthropic group to help the farmers who supply raw material / ingredients for Nice Snacks with something else.
Predictive
Using the power of Azure ML, and historical data, a Recommendation engine was created that recommends the top 7 crops that can be planted on the land based on data (such as soil nutrients, light, humidity, etc.) collected through Azure FarmBeats. Based on the outcome of this Recommendation engine, it is determined that this land is highly suitable for the proposed crop of Rice and Pomegranate, and we can even predict the right time to sow and harvest etc. 
Using FarmBeats, the Lending Officer has access to the land details and the land’s suitability for the proposed crop for which the loan has been requested.
This not only helps Woodgrove determine their risk, but also it helps the farmers to determine the yield predictions from that piece of land.
	
	[image: ][image: ]Click Here


	Again, using the Azure FarmBeats evaluation based on data from the past and present, Woodgrove Financial makes an informed decision to approve the loan of $2.5 million for Nice Snacks.
	
	[image: ][image: ]Click Here




1.14. [bookmark: _Toc76587472][bookmark: _Toc86680706]CFO Scenario in June
	1.14.1. [bookmark: _Toc76587473]CEO Dashboard June
April notices that because of the new ESG initiatives launched by her team as well as the digital transformation initiatives from March to June timeframe, 4 key KPIs customer churn, profit, and expense, CSAT and NPV and portfolio performance vs S&P 500 and policy sales have started to improve. 
Profits are improving and customers are connecting with them. Next let us see the CFO dashboard in action.
	
	[image: ][image: ]Click Here



	1.14.2. [bookmark: _Toc76587474]CFO Dashboard
Leah, the Chief Financial Officer, has been tasked by April to plan every financial move they need to make in the next 3 months, leading up to August. Leah knows that her financial strategy needs to lift Woodgrove Financial out of its current performance slump. Behind this awesome dashboard is Synapse. 
She logs in and opens her dashboard. She has instant access to every relevant KPI including Profit, Budget, and Variance to Budget, Expenses, and many more. She can derive insights from Woodgrove’s past financial performance.
	
	[image: ][image: ]Click Here


	1.14.3. [bookmark: _Toc76587475]CFO Report: Revenue and Profitability
This detailed Revenue & Profitability report proves to be indispensable for her future strategy. Here she selects USA and can see the variance to budget, breakdown by products as well as by customer segment. Similarly, she can see what is happening in Germany and other countries.  The beautiful thing is that behind this interactive report we have Synapse with 55 billion rows of data - how exciting is that?!
She prepares a solid long-term financial strategy that factors in every KPI to ensure revenue growth. Soon, she starts working on a budget plan for the future.
Now let’s go to my favorite part of the demo.
	
	[image: ][image: ]Click Here





1.15. [bookmark: _Toc76587476][bookmark: _Toc86680707]Bike Race event
	1.15.1. [bookmark: _Toc76587477]CEO Dashboard September
And here we are, the moment has arrived! Today is September 30th, 2020. If you remember we started this demo in March 2020 when April was new to the org and most of the KPIs were not doing so well. April, the Group CEO, had a DREAM to transform Woodgrove with new ideas by September 30th for this grand event where they are big sponsors of an international bike race in France. 

Now, the race is about to start! With all these innovative ideas getting implemented, we can start seeing the improvements on April’s dashboard.

	
	[image: ][image: ]Click Here


	1.15.2. [bookmark: _Toc76587478]Twitter Sentiment Report
We have real-time tweets coming in. People are tweeting about all the new offers, the campaigns, and everything they are experiencing at the event. We see real-time Twitter sentiment coming in at this moment in the demo.
Her team monitors Woodgrove Financial’s Sentiment Score, Number of Tweets that mention Woodgrove Financial, their Engagement per Tweet, their Follower count, and other such KPIs.
	
	[image: ][image: ]Click Here


	1.15.3. [bookmark: _Toc76587479]Bicycle Video
The Woodgrove-sponsored virtually attended bicycle racing event is about to kick off. The location is Santorini of course. Spencer, the Head of Financial Intelligence of Woodgrove happens to be watching this very race on TV in Santorini, Greece. He has his HoloLens on. In addition to the race, he is also watching his dashboard and closely monitoring key KPIs for Financial Intelligence. 

He pulls out the vulnerabilities graph from his dashboard and two major KPIS (False Positive Rate and BSA/ OFAC Reporting Status). He is concerned that the vulnerabilities are quite high leading to a higher risk of fraudulent transactions for Woodgrove. He even notices a few factors affecting their reputation risk. He uses the HoloLens interface to call the Senior Data Analyst David. David appears as a hologram and they both collaborate. 
David shows the details of how compliance scores are in control and even though the vulnerabilities are high, by pulling out the false positives chart, he shows how the Compliance team’s efficiency is now proportionately higher to counter that. They look at various KPIs such as Reputation risk, zooming into the various factors that affect compliance. They validate the data lineage by the power of Purview and trace the authenticity of sensitive data to Synapse. 

Ryan, one of Woodgrove Financial’s loyal customers, who lives in Miami, is racing at this event in France. As expected, lots of customers as well as prospective customers are also at this big event witnessing it. 

But unfortunately, while Ryan is racing in France, something unexpected is happening…somebody is trying to use his credit card all the way in Santorini, Greece (where he had visited just a few weeks ago). 

April’s next idea comes into play here. The scene shifts back to Spencer and David. On his dashboard, Spencer gets a critical alert. He clicks on the alert to obtain details about it. A Geospatial Fraud report opens up clearly showing the suspicious transactions of Ryan based on his prior shopping pattern in Miami. The suspicious transactions are immediately blocked. 

Ryan on the other hand, is blissfully unaware of all this, and is peddling his bicycle hard in the race. As spectators watch the race, they are offered targeted offers by Woodgrove on their mobile devices. Ryan eventually wins the race, while his accounts at Woodgrove remain safe. Woodgrove lives up to its slogan, “Security when you need it!”
	
	[image: Decorative screenshot of Spencer, the Head of Financial Intelligence, wearing a HoloLens and watching the Woodgrove-sponsored bicycle race event on television.]



1.16. [bookmark: _Toc76587480][bookmark: _Toc86680708]Head of Financial Intelligence and Chief Risk Officer Scenario
	Now, aside from the video, let ‘s take a closer look at the Head of Financial Intelligence Dashboard.
As we know, April’s Head of Financial Intelligence is Spencer. Here is his dashboard to monitor KPIs grouped under Anti Money Laundering, Sanctions Screening, Cyber Security, Internal Fraud pillars.
He can zoom into fraudulent transaction alerts and monitor OFAC Verification status.  
This Head of Financial Intelligence dashboard shows how a spike in Cybersecurity Vulnerabilities could result in increased fraud and monitor suspicious activity reports. It also shows the number of Fraud alerts detected.
Spencer clicks on the Fraud Alert KPI and is shown the next screen.
	
	[image: ][image: Screenshot from the demo web app depicting Spencer's Head of Financial Intelligence dashboard.  Also shows where to click for Arrow A.]Click Here


	1.16.1. [bookmark: _Toc76587481]HOFI Dashboard - With Geospatial Fraud
As we already saw in the video, the screen shows how we can use Databricks to identify suspicious transactions based on Ryan's previous transaction patterns and helps prevent fraudulent transactions on Ryan’s credit account.
	
	[image: ][image: ]Click Here
Click Here


	This screen shows regular transactions made by Ryan. This helps flag the transactions coming in from odd locations as “suspicious.”
	
	[image: ][image: ]Click Here


	Ryan’s assets are in safe hands. He is immediately notified of the failed fraud attempt.
	
	[image: ][image: ]Click Here


	Now let’s check out the Azure Synapse Link feature.  Notice that the Office of Foreign Assets Control ("OFAC") reporting status is currently Late.
	
	[image: ][image: ]Click Here


	The OFAC of the US Department of the Treasury administers and enforces economic and trade sanctions based on US foreign policy and national security goals against targeted foreign countries and regimes, terrorists, international narcotics traffickers, those engaged in activities related to the proliferation of weapons of mass destruction, and other threats to the national security, foreign policy or economy of the United States.

The OFAC screening results of each type of transaction are periodically transferred by ETL processes from the operational systems to the analytical systems for the Compliance teams to evaluate. In this demo the date is October 1st, 7 AM. We have operational systems in Cosmos DB.

The ETL usually happens overnight and every few hours at the best. The delay in this frequency causes delays in the Compliance team ‘s visibility of the OFAC flagged transactions. Hence the compliance team does not still know what happened after September 30th, 12 AM last night. These grey boxes show that the compliance teams are oblivious to potential OFAC hits and are not aware of what is actually happening at 5 AM or 6 AM…. They think it is all good and green.
	
	[image: ][image: ][image: Screenshot from the demo web app that shows the OFAC screening results and their ETL transfer status.  Indicates where to click for the second tab.]Click Here


	Welcome to Azure Synapse Link - Industry’s first HTAP where data from operational systems, in this case Cosmos DB, is available in Analytical system (Azure Synapse) in near real-time. The Azure Synapse Link feature enables us to reduce the ETL process delays and provides us with near real-time data.
	
	[image: ][image: ][image: Synapse Link]Click Here


	1.16.2. [bookmark: _Toc76587482]Azure Synapse Link Report
So, let’s see how exactly the Azure Synapse Link helps us in this scenario. The tab “With Azure Synapse Link” leverages HTAP. OFAC Operational data in Cosmos DB is available in Analytical Store in Azure Synapse for Compliance teams in near real-time. 

Here you can clearly see that lots of OFAC hits happened starting 530 am until now 7 am on Oct 30th. We had hits in the area of Cash transactions, Point of sales transactions, and automated clearing House. This included critical OFAC hits like money being sent from US to sanctioned countries, organizations, and people. 

Using Azure Synapse Link, Spencer, Head of Financial Intelligence, can now monitor and proactively intercept OFAC violations and take action.    

This helps keep Woodgrove safe and compliant with the latest regulations and thereby avoid potentially large sanction fines.
	
	[image: ][image: ]Click Here


	The benefits of Azure Synapse Link are seen by the “On time” status now reflected in the OFAC reporting status above. It was “Delayed” before.

Spencer can now use this powerful dashboard to provide metrics/KPIs which dock into the overall Chief Risk Officer, Cassandra’s, dashboard. Let us quickly take a look at that dashboard next.
	
	[image: Screenshot from the demo web app depicting Spencer's Head of Financial Intelligence dashboard.  Also shows where to click for Arrow A.][image: ]Click Here


	1.16.3. [bookmark: _Toc76587483]CRO Dashboard
Cassandra looks at the bigger picture on her own dashboard. Here, she can track everything from Market Risks, Trading Exposure, Credit Risk Exposure, and Fraudulent Claims to Claims Processing Time, Loan Portfolio Performance, and World Market Trends.

It’s October now, hurricane season in Florida.  Cassandra hears about several hurricanes affecting parts of Florida and people in that Area.  She is concerned about the Woodgrove customers with active loans and who may have been affected by those hurricanes. She would like to better understand Woodgrove’s credit risk exposure related to this natural disaster event.
	
	[image: ][image: Screenshot from the demo web app showing Cassandra, the Group Chief Risk Officer's dashboard.  Also shows where to click for Arrow A.]Click Here


	1.16.4. [bookmark: _Toc76587484]Geospatial Report
Using the Geospatial capabilities of Azure SQL, Cassandra gets to view the geo zones in Miami on a map which have been affected by the hurricanes in October. Areas which have been severely affected by the hurricanes are at the highest risk of seeing potential loan repayment issues. These areas are therefore shown in red color. Similarly, areas in yellow and green color show medium and low risk areas based on the impact of the hurricanes in those areas respectively. 

Overlaid on top of these color-coded areas, Cassandra also sees another critical piece of information. She sees the exact number of Woodgrove loan customers residing in each of those high, medium and low risk areas. 
Now, she and her team quickly identify the specific loan customers in hurricane affected areas who may potentially need help to repay their loans. They can then proactively reach out to those customers with convenient loan repayment options. 

By the power of Azure SQL’s Geospatial capabilities, Cassandra and her team manage to proactively identify and mitigate the credit exposure risk due to hurricanes in Florida and help a lot of Woodgrove’s loan customers in those affected areas.

Now let’s take a closer look at how the CEO dashboard looks for April in September.
	
	[image: ][image: Geospatial Webapp screenshot]Click Here





1.17. [bookmark: _Toc76587485][bookmark: _Toc86680709]Predictive Analytics
	1.17.1. [bookmark: _Toc76587486]CEO Dashboard September with Predictive Analytics
As you can imagine, April is very glad now that she’s able to keep an eye on business KPIs and watch them change in near real-time in a positive direction. The September dashboard now shows significant improvements in all major KPIs. For example: 
· Customer churn has dropped significantly.
· Profits are higher and expenses are lower.
· The Woodgrove Investment Portfolio is actually performing better as compared to the S&P 500 Index. 
· Policy Sales growth has improved too. 
Here we see an important prediction based on the power of AI. We see that Customer Churn for the upcoming months of October and November is actually predicted to decline. April is intrigued by this prediction and wishes to see more predictive analytics-based information for Woodgrove branches across the world.
	
	[image: ][image: Screenshot from the demo web app showing Cassandra, the Group Chief Risk Officer's dashboard.  Also shows where to click for Arrow A.]Click Here


	1.17.2. [bookmark: _Toc76587487]Predictive Analytics Dashboard
Here, April sees KPIs for Woodgrove’s Customer Churn area. KPIs like Customer Churn Rate and Average Change in Customer Churn.

A customer churn model has been built and deployed using the power of Azure AutoML to predict the future customer churn rate and trend based on historical data. The power of Azure Synapse has been leveraged to pre-process and visualize the customer churn dataset to come up with meaningful insights. As seen in this chart, the predicted customer churn for the next two months is now declining, which was Woodgrove’s goal.
Next, April sees KPIs for Woodgrove’s Customer Experience area. KPIs like Average Wait Time and Change in Wait Time for her customers. She sees the top 10 Factors Influencing Customer Experience across the world. She wishes to see these top 10 factors now, specifically for Singapore.
	
	[image: ][image: Shows the Predictive Analytics dashboard described in the 2.10.2 text.  Also shows where to click for Singapore.]Click Here


	So, in order to better understand the factors affecting customer experience in Singapore, she uses the Q&A feature here.
	
	[image: ][image: Shows the Predictive Analytics dashboard just for the Singapore location  Also shows where to click for Q&A.]Click Here


	She wants to see the various factors affecting customer experience by city on a Tree map for Singapore specifically.
	
	[image: ][image: ][image: Screenshot that shows the pop-up that appears when Q&A is clicked.  Also shows where to click for "Show me customer experience by factors by city on tree map."]Click Here


	She can see that on a tree map generated by Q&A feature in Power BI, that shows factors affecting customer experience at Woodgrove in Singapore. Factors identified are Employee Satisfaction & Safety, Delays Faced by Customers, Customer Complaints Volume, Dissatisfied Employees and Unresolved Customer Queries.
	
	[image: ][image: Screenshot that shows the pop-up that appears when "Show me customer experience by factors by city on tree map" is selected.]Click Here


	Now she wants to take a closer look at the top two factors affecting Customer Experience in Singapore.

The top two factors affecting Woodgrove’s customer experience in Singapore are “Delays Faced by Customers” and “Employee Satisfaction and Safety.”

So, in an effort to prevent delays faced by customers, April has her team use the power of Azure Form Recognizer to expedite processing of customer-filled forms. Let us take a closer look at how all that works.
	
	[image: ][image: ]Click Here


	1.17.3. [bookmark: _Toc76587488]Azure Form Scanner - AI
When opening a business banking account, one of the most common supporting documents uploaded by customers is their “Articles of Incorporation” form. Let’s see how Azure’s Form Recognizer expedites the organizational processes by automating information extraction from forms such as the Articles of Incorporation. 

Form Recognizer applies advanced machine learning to accurately extract text, key/value pairs, and tables from forms. It turns forms into information efficiently, so that businesses can focus more time acting on the information than processing it. You can see it in action here. 

On the right, you can see Azure Form Recognizer has converted the handwritten Articles of Incorporation form into a JSON output for storage and processing in the cloud.
	
	[image: ][image: Screenshot from the demo that shows Ryan's handwritten Articles of Incorporation form as well as the JSON output.  Indicates where to click for the Azure Cognitive Service - Form Scanner.]
Click Here


	Our bicycle racer, Ryan, is a small business owner running his Luxury Yacht business in Miami. He wishes to open a business banking account and as part of the process, needs to provide a copy of his articles of incorporation form. We see here that his Articles of Incorporation form is actually handwritten.
	 

	[image: Ryan's handwritten Articles of Incorporation form in greater detail.]

	Azure Power Apps automates extraction of handwritten text into a digital format, activating the true potential of Azure Cognitive Services. This application can be used by any financial organization, where business owners may fill in their Articles of Incorporation form manually - or any other form for that matter - which can then be easily digitized using Azure Form Recognizer.
This service can be deployed for use by non-technical staff using Azure Power Apps. 
The Power Apps front-end takes the image form and sends it to Azure Form Recognizer in an API call. Form Recognizer processes the form and sends the extracted information back, displaying it in the Power Apps front end.
The digitalized text and intake form image can be stored (in Azure Blob Storage) for further processing.
	
	[image: ][image: ][image: Screenshot of Azure Power Apps screen where the handwritten form can be scanned and uploaded with a handheld device.  Indicates where to click to Scan/Upload a Form.]
Click Here
Click Here


	Let us view the process of handwritten text to digital text conversion. We can see how the handwritten text’s digital text conversion happens in real-time.
	
	[image: ][image: ]Click Here


	1.17.4. [bookmark: _Toc76587489]PPP Loan Forgiveness Forms - AI
The AI behind Azure Form Recognizer can be trained on and be used for any kind of form required by Woodgrove and can be combined with other Azure services such as Translator.

	
	[image: ][image: Screenshot from the demo that shows a handwritten PPP Loan Forgiveness form as well as the JSON output.  Shows where to click for "Image Form."]
Click Here


	Here Woodgrove has used Azure Form Recognizer to enable automated digitization of another commonly used form: the PPP Loan Forgiveness Form. The AI works seamlessly with handwritten forms and of course this capability is equally useful for typed out forms too, either filled out by a Woodgrove representative or submitted online.
	
	[image: ][image: Screenshot from the demo that shows a the digitized PPP Loan Forgiveness form as well as the JSON output.  Shows where to click for "Translated Form."]
Click Here


	The service has also been linked together with Azure Translator so that any forms filled out in languages other than English are automatically translated before getting stored in the database.
	
	[image: ][image: ]
Click Here
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1.18. [bookmark: _Toc76587490][bookmark: _Toc86680710]Final Scenario in December
	1.18.1. [bookmark: _Toc76587491]CEO Dashboard December
April had kicked off her big growth initiative back in March. Now, it is the end of December 2020.

She logs in to her Power BI Dashboard to evaluate their progress. She’s happy with the data that greets her:
· The Operating Profit is on its way to new heights as compared to targets.
· Their Return on Assets figures are looking good compared to targets as well.
· The Customer Churn Ratio has been greatly reduced as desired.
· The Customer Satisfaction chart shows very high levels of satisfaction and a healthy NPV trend means customers are recommending Woodgrove to others much more than ever before.

All of the deep Analytics and comprehensive Insights revealed to April and the team are driven by the power of AI and ML. They are the stars behind the scenes. 

And as you can imagine, she's very glad now that she’s able to keep an eye on business KPIs and monitor them change in near real-time!
	
	[image: ]Click Here


	1.18.2. [bookmark: _Toc76587492]Power Apps
This complete demo can be shown using your handheld devices with the help of Power Apps.

	
	[image: ][image: Screenshot from the demo that shows a Power Apps login screen to illustrate the idea that you can use a handheld device to show the demo as well.]Click Here


	1.18.3. [bookmark: _Toc76587493]Final Video
A great future ahead for Woodgrove Financial - It’s December 31st
Real-time Data and Analytics in the four pillars of her dashboard have helped April make all the right business decisions at every stage.
Good times are here for April and the team because they have made some real progress with their growth initiative. Based on the deeper understanding and wisdom gained from next-level Analytics, they have improved their KPIs, revenue, and year-on-year growth across every branch, all over the globe!
They have even decreased the Customer Churn Ratio and improved their Customer Satisfaction figures by ensuring a safer, customer-centric banking experience. Their customers are happy with the speed and consideration of their new-and-improved claims process. And Woodgrove Financial is being hailed on social media for its philanthropic ESG initiatives.
April has managed to turn around the fortunes of her organization in 8 months!
	
	[image: Screenshot of the opening of the final video]
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