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Startups as innovation drivers for banking sector (1/2) 
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Startups as innovation drivers for banking sector (2/2) 

Key 

Attributes  
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A well-functioning FinTech ecosystem is built on  

four core ecosystem attributes (ñAttributesò): 

1. Talent: the availability of technical, FS and  

entrepreneurial talent 

2.   Capital: the availability of financial resources for  

start-ups and scale-ups 

3. Policy: government policy across regulation, tax  

and sector growth initiatives 

4. Demand: end-client demand across consumers,  

corporates and financial institutions (FIs) 

Source: UK FinTech ï On the cutting edge (Ernst & Young LLP, 2016) 

Government 
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STEM could help Thai Banking Industry on these areas 
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Roles of Thai Banking Industry to assist educational institutions 

4  P I L L AR S  T O  D R I V E  P AR T N E R S H I P  

Public-Private Mutual Partnership 

Mobilize Private Finance Generating more innovation Becoming more accountable 

Mobilizing long-term private 

finance for sustainable 
development 

Generating more  innovation in 

technology and business 
models 

Building mechanisms to hold 

the private sector accountable 
for development results 

Delivery mechanism  Precise targets  Regular milestones Clear accountability 

INNOVATION AND 
GROWTH 

RESOURCE SCARCITY COST SAVING EMPLOYEE ENGAGEMENT 
& MOTIVATION 

Addressing solutions for 

untapped customer segment 

opens up huge new 

opportunities for innovation, 

market development and 
growth. 

Resources becoming 

increasingly scarce. To remain 

cost competitive, forward-

looking companies will need to 
do more with less. 

Managing operations 

sustainably by optimizing 

operations and eliminating 

waste saves companies 

significant sums of money. 

The best graduates are 

becoming more selective. They 

want to work for companies 

that are not only financially 

successful but also socially 

conscious 

Source: Reimagining the Role of the Private Sector in Development (Kharas,2013) adapted by CS Dept. Kasikornbank PCL 
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KBankôs Innovation Partnership Program  

KBank 

Value 

ÅAccess to markets, brands 

ÅDomain Experience 

Å Infrastructure & platform 
ÅFunding 

Solution 
Partners 

e.g. FinTechs 

Core 

Technology 
Partners 
e.g. Large Tech 

Firms, Universities 

Ecosystems 
Partners 

e.g. Universities, VC, 
Accelerator 

Value 

Å Innovative solutions to business & 
customer problems 

Value 

ÅTech products 
Å Infrastructure 

Value 

ÅTalent Development 

ÅAcademic Research 
ÅFunding 
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Example of Partnership Program ï KBTGôs Activity  

KBTG Machine Learning Academic Partnership Program Boot Camp 2016  

  To ensure realistic and challenging learning 

experiences for Chulalongkorn Business School students 

participating in the Boot Camp, KBTG proposes three 

machine-learning use cases which are based on real 
business scenarios as the following: 

Overview 
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KBTGôs Activity ï MAPS Boot Camp (1/2)  
The activity gathers a lots of attention from senior executives within organization..  


