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We offer the whole range of services under one roof*

VOLKSWAGEN
FINANCIAL SERVICES

THE KEY TO MOBILITY

BANKING LEASING INSURANCE & SERVICE MOBILITY PAYMENT
IZI@ €
o Q§>
BANK LEASING INSURANCE SERVICES FLEET CHARGE & SUPSCRIPTION PARKING PAYMENT
FUEL & RENTAL
+ Retail Financing o EinEnee Legss + Motor incl. * Service & + Fuel & Service Long-term rental | * Payment for In-Car-Payment
- Wholesale + Operating|Lease Telematics Inspection Cards Short-term parking space Mobile Payment
Financing * Warranty + Full and Limited + Charge & Fuel rental * Services around Wallet
« Factoring + GAP & CPI Maintenance Card Micro rent parking Local public
* Deposits + Commercial * Tyres + Toll Car subscription v (O Gl @ transport
Lines » Comprehensive service street
cover

PROFITABILITY

* Displayed portfolio depends on the market; products offered or mediated by different operative subsidiaries.
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Volkswagen Financial Services will digitize all products by 2025 and extend it’s

distribution channels

Past
single channel today

multi channel
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by 2025

developement into
an omni channel

=

customer —_—
portal

ecommerce & direct sales

O in-car
J

customer 3j
[ | \'
o 8

brand ecosystems
independet platforms (We, myAudi, my Skoda)
and services

(heycar, PayByPhone, verimi, voya,
KUWY, VW Pay, Auto Abo, Charge
& Fuel Card, Digital Payments)
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The foundation for our programmatic strategy are the technical platforms, which enable us to
collect, analyze and activate the online data to support our customer along the journey

Customer Data Platform
We will use Salesforce for

customer data
orchestration.
- Google Marketing

Platform
salesforce

—
=

1st Party Data

1st Party Data Strategy

We define the relevant
digital touchpoints and
collect and use the
consented customer data.

An integrated Platform for
Search, Programmatic
campaigns with an Ad Server
for an automated
measurement.
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Activation of specific target
groups with focus on sales
generation.
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By building in-house expertise means - using our partners as consultants secure and get
direct access to valuable data sources and customer insights in realtime

Media VOLKSWAGEN
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Google Data Social Media Data Data from . Performanqe of Ad settings and
external Websites our competitors changes

VWFS AG | Nadja Lucchini-Kranz | 26 April 2022 | Leading Advertisers Strategy VOLKSWAGEN FINAN G SERVACES AN ALK 1 cES



Our VW FS in-house marketing capabilities are based on People, Channels and Tools

DIGITAL

AGENCY

SKilled Team @ - eemmrmmmsesneseeans

Our VW FS HQ Marketing team
has proven skills in the following
areas — all based on sensitive
handling of data:

v" Creative Assets
v Channel Experts
v' Campaign Management

v" Data Analytics and Tracking
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.................................................. Y |ntegrated Tech
gép The basis for all our activities is

data. We are working on the
seamless connection between our
Integrated platforms to leverage our first party

Tech data with our centralized
TechStack.

................................................... ) Marketing Channels

' ; We need to target our customers
@ on the right channels.

0O
(S a4 = Therefore, we have onboarded the

to the relevant marketing channels

in our internal procurement systems

and set the foundations for tracking
tags with our legal teams.

Skilled = b Marketing
Team vy Y Channels
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We’'ve set up a central Tech Stack to launch our digital campaigns with fully owned
and direct access to all relevant marketing channels

DIGITAL ENTRY POINTS DATA COLLECTION DATA INSIGHTS ACTIVATION

Audience ) A oo s @ouube
enrichment based I

First party data

tracking
— l on data insights
= P> Display & Video 360
— Matching ﬂ @

unknown and
known customers

e-commerce & direct sales

in
&

CAMPAIGN PROCESS

customer portal

il

/]\ Not activated

managing the processes

$ . . visitors
Ongoing campaign improvement : J
E E Sensitive and
Creative 6% Platform : Data | O Campaign trained team is
Squad Experts : Analysts : Managers
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Although Awareness and Performance Marketing are increasingly interdependent in the sales
funnel the two approaches follow completely different strategies and goals

Brand Awareness

Awareness Marketing defines a brand or
product reputation, values and
trustworthiness. It aims to address
customers, which haven’t been aware of with
a certain brand or product.

Main KPI: Ad Impressions, Clicks

Performance Marketing

P

Performance Marketing is based on
collected data and signals (conversion
tags) and aims to convert customers, which
have been already in touch with the brand
or product.

Main KPI: Leads and Conversions

: A
: @ A FINANCIAL SERVICES )
Awareness Marketing at VWFS Performance Marketing at VWFS
@ KODA
g =
Building and refining the brand awareness Since increasing online sales is the main

is an essential part of the marketing target of the D&D strategy, we as VWFS
strategy of the VW group brands. A v have developed all Performance

As a captive, we can make use of it in the Marketing capabilities in-house.

context of white label. But investing in With our data-driven approach, we
brand awareness for VWFS is not in our constantly optimize the campaigns
focus. based on conversion related KPls.
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VW FS Auto Abo | Display and Retargeting Campaign

&

AUTO ABO

”’Test the VW ID.3
in the
subscription
model!”

Through the flexibility

of the subscription
offer, we have the

chance to convince Den ID.3 im Auto - .-:;-‘ MR (. .

people that are .
indecisive about Abo testen! Blue Label design
for various VW

e-mobility.
Group brands

» Monatlicher Festpreis
+ Alles in einer Rate*
« Nur 14 Tage Lieferzeit

JETZT BESTELLEN

Campaign look and feel
can be easily adapted to
each car offer and still
recognized by
customers.




VW FS Auto Abo | Social Media Campaign

' Ad testimonials
i based on market

research by VW FS
team.

J"\

A %«) r' s s
| ~
b N : ©
%l PasstderID.3 Passt! - :
| ,in Ihr Leben? i :

Alles inklusive, auBer
’ | Mindestlaufzeit Laden

Different product
benefits can be
presented on |
carousel ad. ;



Benefits of the in-house strategy and our
next steps

Main benefits of the in-house strategy for performance
marketing:

- Availability and activation of first-party data

- Development of in-house knowledge and dedicated
experts

- International scalability across markets and faster time-
to-market

Next Steps:

- Increase the adoption of dynamic creatives based on
data feed

- Scalable CDP solution for international markets
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VOLKSWAGEN
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THE KEY TO MOBILITY

Thank you!

Nadja Lucchini-Kranz
Digital Marketing

Volkswagen Financial Services AG
Gifhorner Stral’e 57

38112 Braunschweig

Germany
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Back-up



Without one central media platform we face the risk of fragmented media buying
which causes overexposure and media waste

Users touched by
media channel 3

(Freq: 5)
Media

Users touched by Channel 3

media channel 1

(Freq: 4) Media

Channel 1
Up to 12
Impressions per
user
Media
Channel2 Users touched by
media channel 2

(Freq: 3)
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