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This extraordinary book, written by leading players in a burgeoning
technology revolution, is about the merger of finance and technology
(fintech), and covers its various aspects and how they impact each
discipline within the financial services industry. It is an honest and
direct analysis of where each segment of financial services will stand.
Fintech: The New DNA of Financial Services provides an in-depth
introduction to understanding the various areas of fintech and
terminology such as AI, big data, robo-advisory, blockchain,
cryptocurrency, InsurTech, cloud computing, crowdfunding and many
more. Contributions from fintech innovators discuss banking, insurance
and investment management applications, as well as the legal and
human resource implications of fintech in the future.
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This book addresses the major kinds of internal help: problem solving,
enacting change, giving advice, and working on large-scale
transformations. Included are clear descriptions of the seven-phase
internal consulting process and why it is important to conduct a
"lessons learned" wrap-up meeting to explore outcomes.


