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SACE’s Digital Agenda
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2007

Launch of SACE’s 

online platform Export 

Plus for simplifying and 

speeding-up the 

underwriting process 

for SME transactions

Further 

development of the 

Export Plus 

platform, also 

through the 

implementation of 

additional products

2016 2018

Launch of a brand 

new digital 

channel, the SACE 

SIMEST portal, 

both in a public (for 

lead generation) 

and private area 

(for the purchase of 

products)

2019

Launch of the new 

CRM platform for 

an integrated 

management of 

potential and 

existing clients

SACE Industrial 

Plan outlined 

specific customer 

experience 

enhancement goals

Launch of a multi-

year 

transformation 

and innovation 

program

…



SACE ‘Export Plus’: Main Features
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• Preliminary Opinion

• Supplier’s Credit / LC Confirmation

• PRI

• SME Internationalisation Guarantee

• Contractual Risk Counter-guarantee

PRE-UNDERWRITING 

CONSULTANCY

CREDIT INSURANCE

INVESTMENT PROTECTION

CORPORATE FINANCING

SURETY BONDS

Export Plus is a digital interface providing SACE’s clients (mainly SMEs) with the possibility to obtain preliminary 

assessments and purchase a policy/guarantee directly online, for transactions amounting up to € 5 million.

Main features include:

• Reduced response time

• Possibility to download the relevant documentation

• Email alerts

• Online payment, also via credit card

SACE products available through the Export Plus portal are:
Over 33% of SACE clients

operating online

Around 2,500 companies and 250 financial
institutions accredited on the platform

Approximately 60% of transactions
approved every year are executed 

through the platform

40% of products available online, 
representing all standard lines of business



SACE’s Digital Transformation Program: A “Business Innovation” Journey
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TargetsScenario Elements to developPriorities

• SACE 2016-2020 Industrial 

Plan launched an initiative 

aimed at digitizing, 

automating and 

simplifying the products

and processes of SACE 

and its subsidiaries, with a 

primary focus on SMEs

• Full commitment of SACE 

Group’s resources, with 

the support of specialized 

consultancy

• Offering customers a better

level of service (speed, 

transparency)

• Increasing the number of 

customers, served at the 

same time on different offer 

streams

• Developing new products 

with innovative content

and a reduced time to 

market

• Focus on serving SMEs

• 100% dematerialized 

processes (compatibly with 

regulatory restrictions)

• Preservation of legacy 

systems in parallel (e.g. 

Export Plus), up to complete 

migration of functionalities on 

new applications

• Operational continuity

• Digital channels (design 

and development of public 

and private areas, for lead 

generation and sale of 

products/ services)

• Operating model 

(processes, systems, 

reporting, change 

management)

• New CRM (design and 

implementation)



‘SaceSimest’ Portal: A lead Generation Tool to catch SME’s interest

7

Launched in early 2018, the 

‘SaceSimest’ portal features 6 main 

services:

• Commercial information

• Credit insurance

• Factoring

• Soft loans

• Credit recovery

• Education to Export

Commercial information (buyer 

assessment powered by international

info providers) can lead to credit 

insurance or other optional modules:

• Monitoring (report update in case 

of risk variation within 12 months 

after the purchase)

• Phone advise (direct contact with 

a credit risk specialist)

Soft 
loans

Commercial 
information

Factoring
Credit 

insurance
Credit 

recoveries

Monitoring

Phone advice



E2E Credit Insurance: From Credit Assessment to Policy Purchase
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• Non-binding pricing estimate in the 

public area 

• Instant customer registration for access 

to the reserved area

• One customer journey for SACE and 

SACE BT cover (transactions up to € 5 

Mn and 5 yrs tenor)

• Geographies / duration as criteria to 

select the right product

• Digitalised management of 

documentation and dematerialised

counterparty assessment through an 

“end-to-end” digital process

• Digital workflow for sorting, tracking, 

monitoring and managing incoming 

request

• Evaluation and binding price for three 

months (subject to conditions applied by 

SACE)

• Full digital policy purchase available 

from the end of December 2018, also 

available via telephone

1. Credit assessment 2. Output and pricing 3. Policy activation

Claims management 

handled offline



Education to Export: A New Strategic Asset for SACE Group
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https://www.sacesimest.it/education

• Tailored on Exporters’ needs: 4 Export Kits with increasing level of 

expertise, accessed after a self assessment tool, ensuring a tailor made 

educational journey

• Valuable Partnerships: a model open to partnerships with relevant 

institutional and private players, to cover additional topics and expand the 

reach

• Easy & free to access: a quick and more effective way to guide exporters 

through the financial and insurance solutions offered by SACE SIMEST

• Multichannel approach: combining online and offline education in order 

to reach and engage an increasing number of Italian SMEs and offer a 

customer centric experience and give a first-hand support to their 

international growth

Education to Export is a multichannel program launched in October 2018 and aimed at helping Italian exporters with the guidance and 
the practical tools they need to expand their business abroad. The program is supported with an innovative digital hub that features 

articles, market guides, research reports, trade insights, success stories and simulation tools

http://e2e.sacesimest.it/
https://www.sacesimest.it/education


CRM and Digital Marketing 
Activities



SACE CRM: a Salesforce Cloud-based Platform

Key Values:
• One platform for the SACE Group companies, with a centralized 

process and a common strategic vision
• Multi-device access
• Full process overview: from lead to client
• Reporting for account managers

Client Relationship Management – Overview

First 

contact

Lead

Transformation

to potential

client

Prospect Client

Business 

opportunity

Origination, negotiation, 

underwriting, issuance

11



Interactions between CRM and ‘SaceSimest’ Portal

The Customer 

enters into the 

public area 

(‘SaceSimest

portal) where he 

can ask for a non-

binding quotation.

As soon as the 

Customer signs 

up into the private 

area, the CRM 

generates a Lead

The Customer 

modifies / 

confirms the 

information 

previously 

uploaded.

CRM turns the 

Lead into a 

Prospect and 

associates an 

Opportunity

(Opty). The status 

of the Opty is 

«Created».

The Customer 

inserts the 

information 

required to finalise 

the request. The 

Opty status 

changes from 

«Created» to 

«Preliminary 

Processing»

The evaluation 

process starts as 

soon as the 

relevant payment 

has been made. 

The Opty status 

becomes 

«Advanced 

Processing» 

Once the 

underwriting 

process is closed, 

the Customer is 

informed about 

the relevant 

outcome. 

The Opty turns 

from «Advanced 

Processing» to 

«Defined»

The Customer 

finalises the 

purchase by  and 

accepting the 

General Policy 

Conditions.

The Opty turns 

into «Closing»

Once the policy 

premium is paid, 

the Customer 

receives the 

policy.

The Opty

eventually 

becomes «Won»
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CRM and Marketing Campaign Management

Selection of

campaign

target / 

identification

of KPIs

Selection of 

companies

Selection of 

campaign

channels

Selection of 

triggers (e.g. 

newly registered 

users) and 

contacts

Activity 

definition

(timeline and 

actions)

Drafting of 

the 

campaign 

«Message»

Marketing 

platform

configuration

and activation

Campaign

run

Results
analysis

and 
definition of 

next best 
actions

Prospect / Client 

Analysis

Contacts 

selection

Identification of 

selling target 

and needs

Key benefits
• Tailor-made Go-To-Market, based on specific customer target
• “Leave” pattern identification and retention action planning
• Client and prospect behavior management 

Filtering criteria:

Company dimension

Sector

Product, etc.
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Other Examples of Marketing Activities
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Offline promotion activities

(sample)

Online promotion activities

(sample)

Roadshows

SACE events or roadshows conducted in 

cooperation with other national promotion 

institutions

One-2-One Meetings

Meetings with client companies for assisted 

navigation of the portal (promotion and feedback 

collection)

Search Engine Advertisement

Campaigns activation on Google and Bing Ads

Social Media Optimisation

Organic posts on Facebook, LinkedIn and Twitter

to raise awareness of SACE products

Newsletter

Sending communication for product launch to 

internal customer database



SACE’s Measures in Response to 
COVID-19



SACE’s Measure in Response to COVID-19
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Moratorium and debt 

holiday
New Products

Changes to SACE 

governance
Other services for SMEs

• Garanzia Italia programme

• Enhanced domestic

support

• Green Guarantees

• Support to the short-term 

credit insurance market 

• A moratorium for principal

payments due on 

outstanding transactions in 

the aircraft and shipping

sectors

• A moratorium on 

outstanding domestic

loans covered by SACE

• Participation in the DSSI 

applying to Paris Club 

restructured credits

• Free preliminary credit 

assessments

• Leaner / faster internal

approval process

• Dedicated info desk, 

including a specific FAQ 

session on SACE website

• Structural changes in 

SACE’s Governance 

effective from 1st January 

2021, including the 

constitution of an 

Interministerial

Committee and the 

implementation of a co-

insurance scheme between 

SACE and the Ministry of 

Finance
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Focus on: ‘Garanzia Italia’

From April to mid November 2020, SACE approved 1,092 ‘Garanzia Italia’

transactions, for a total amount of EUR 18.2 billion.

The bulk of these guarantees (approx. EUR 10 billion) was provided through a

simplified procedure via SACE’s digital portal, with approval within 48

hours from the banks’ application.

Garanzia Italia is a temporary scheme compliant with the EU Temporary Framework for State Aid. It allows SACE to

guarantee bank loans to support costs of personnel, investments and working capital needs for businesses located in

Italy at preferential terms

• Total capacity: up to EUR 200 billion, of which at least 30 billion are intended to support businesses of SMEs1

• Cover: from 70% to 90%

• Tenor: up to 6 years

• Managed by SACE on a separate account

17

EUR 18.2 billion

1,092 transactions

1) As per the EU definition. Funds shall be used for SMEs that have exhausted their maximum limit under the ‘Guarantee Fund for SMEs’, managed by 
a separate institution.



Use of Digital Tools during the COVID-19 crisis
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Export Plus 

for Garanzia Italia

CRM

Smart Working

External / for 

Italian

companies

Internal / for 

employees

‘Chatter Group’ available for managers, as a tool for enhancing internal collaboration and 

communication within the team, to stay updated on new measures, regulations, changes to 

existing products or internal policies specifically related to the COVID-19 emergency

SACE was entrusted by the Italian government with managing the ‘Garanzia Italia’

program also thanks to its Export Plus portal, that was already utilized (prior to the crisis) 

by the majority of banks based in Italy and allowed a fast implementation of the scheme

Simplified procedure (for companies with annual turnover ≤ 1.5 Bn, ≤ 5,000 employees 

and loans up to EUR 375 Mn): the bank receives the request, carries out the due diligence, 

obtains an internal pre-approval, and then applies for SACE guarantee (through the Export 

Plus portal). The system conducts a series of automatic checks and either rejects or 

approves the request within 48-72 hours

Guarantees in favour of larger companies (and for larger amounts) are managed off line as 

they require an approval by the Ministry of Finance, based on a more in-depth SACE’s due 

diligence

SaceSimest

website

SACE introduced its work-from-home program over 2 years ago, and it was 

experimented extensively with all personnel possessing the necessary technology. This 

has paid off during the lockdown and still in these days

Dedicated FAQ section on COVID-19-related measures and free online webinars 

(Eductation to Export) to provide Italian SMEs with useful market insights to enhance the 

restart phase, with a focus on specific sectors and countries



Thank you Paola Valerio

Head of International Relations

Email p.valerio@sace.it

mailto:p.valerio@sace.it

