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Smartphone ownership can narrow the digital divide

2 billion

People use only
smartphone to
access internet

34%

Smartphone penetration
in Sub-Saharan Africa

()CGAP

>50%

Cost of an entry-level
smartphone as a share of
monthly income in many
countries

© CGAP 2019


http://www.ricbret.com/

Innovation is unlocking asset financing for the poor

2. Business model
Innovation overcomes
obstacles to serving
BoP customers by
reducing cost and risk
of financing

(HCGAP

1. Solutions like remote
sensing and digital
payments unlock new
business models

Innovative
Business
Models

More inclusive
asset finance
products

3. Excluded BoP customers are able to access
financing for assets



A new, Inclusive approach to
financing smartphones

¢ Same pay-as-you-go approach used to
finance solar home systems is being
applied to low-value movable assets like
smartphones

« Technology allows low-income
customers to qualify for financing with
flexible repayments, while also helping
lenders to manage risk

()CGAP
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AGENDA

PayJoy Vision and Value & Infographic
« Payloy Lock
» Case Studies

« Working with PayJoy

2 % PAYJOY



@ VISION & VALUE



VISION

PROBLEM:

Lending to the underbanked is difficult and
risky due to the absence of collateral.

SOLUTION:

PayJoy's locking technology turns
smartphones into collateral.




VALUE

GROW YOUR ADDRESSABLE MARKET
WITH COLLATERAL

High Income

Newly
addressable
credit market

Middle and REGULARLY
Low Income PRE PAID

Very Low IRREGULARLY
Income PRE PAID

To enable credit within prepaid, you need ability to
pay and willingness to pay. Both can be enabled by
a smartphone.

Locking smartphones creates collateral, increases
wilingness to pay, and reduces the potential for
churn.

Reducing churn while simultaneously increasing

ARFU, puts Maxis in posifion To grow their market
share.

4 PAYJOY
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Fayloy llips growth frojectong by
anabing OEMs fo sell smarfphonas
on credit fo the underbanked.

Peneirate seemingty
LNACCERSBLE consumer segrments
with the Pay loy Lock API

Yl orly 247 with koerar
incomas in emanging economics.
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Sell More.

Average hondset seling price vp

33”7 to $200

compared to typical ASP of $150
Poyloy Lock bechnology right on the device

rakasfimartphanas accasible to customers
unable to purchase one with cosh in-full

come back to make next payment

This is @ 'pay as you go’ hardware model.,

Theare |z every Debnguent Dalincguent
incentive to : 5t

rasLme

Turhing smartphones into

penalized with

rep et disabled smarphons

Distributors see new smartphones making up
80% of sales, compared to 20% without Payloy.

smart collateral.

Turning Smartphones into Smart Collateral

7 PAYJOY

Iry Mexicn, whene Poay oy ons ils own smorpbone Tnoncing semvice,

customer satisfaction runs at world closs leveks.

Payloy gathered a Net Promoter Score of 80

[based an 396 responsas).

Comparison

+ 5 minutes

1 new smartphone on credit

for 1 prepaid user

507 e

1 facebook account

GRATITUDE
= Exceptional NP5 score
End users ara embracing this first-of-a-kind fiendby, foir

and lexible poyn
smortphone they nead ond want in their hands,

I'pl:ln appl i ihat puts the

Alleviates potenticl MMO or OEM concems about
Lack techmolagy.

Distribnrtors can easly oin their sokespeople ond benefit
fram Increased volume + upsall

Faylay cusiomerns expesence
92% - 250%
increase* in sales,
RCA of 1455, 2x profit margin in Year 1
["marke! dependant)

ALCATEL | TR N Hisense

SAMSUNG  ®LG ZITE L HuawEl

Finance unlocked
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@ LOCK




BLOCKS ALL APPS WHEN
CONSUMER MISSES A PAYMENT

&

Shows terms to the customer in a simple and
co-branded experience

Can be linked back to lender application

Survives or blocks typical mechanisms to remove
app (factory reset, reflash, app uninstall, efc)
Bricks device if there's unauthorized tampering
Updated remotely and continually as we find new
exploits

Patented and frademarked

Underpinned by OEM agreements

4 PAYJOY



LIGHTWEIGHT
UNDERWRITING

PAYJOY APP IS INSTALLED,
LOCK IS ACTIVATED AND
SALE IS CLOSED

CLERK OFFERS
PHONE FINANCING

3 HOW IT WORKS :

o - %ﬁ,:, o

— IF CUSTOMER MISSES
CUSTOMER DECIDES TO A PAYMENT, LOCK IS
UPGRADE TO A NEW N ; ’ ACTIVATED
PHONE ™ " o0
~ = ”
™ ~ " -
PHONE IS UNLOCKED
WHEN CUSTOMER
MAKES PAYMENT

4 PAYJOY



PAYJOY APP ON THE PHONE

(9 £3 BN ::)

Phone Conacts Messages  intsmest A pe

Payloy displays on the phone as any other
application but cannot be removed. If all
payments are made on-time, the consumer may
never interact with the PayJloy app.

CONSUMER EXPERIENCE

PAYMENT OVERDUE

|ﬂ'_‘_: b

A PAYJOY

Credit Remaining: None

Payment progress: 10%
-

You have already paid $103.35 so far!
et payment: Friday, June 16, 20717

1 wesk of credit: $21.00
1 month of credit: $52.00

0o setlings

When a consumer is past due, all apps on the
phone are blocked and any action is redirected
to the Payloy app. Only emergency and support
calls to Payloy are allowed.

ACCOUNT CURRENT

@ PAYJOY
Credit Remaining: 46 Days

Payment progress: 10%
-

You have already paid $103.35 so farl

Mext payment: Monday, July 31, 2007
1 week of eredin: $21.00
1 manth of credit: §52.00

When a customer is current, the Payloy app
allows full use of the phone. The app can be used
to access account details and make payments.

11
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/@ CASE STUDIES



GREW SALES AND ACCESSED NEW CONSUMERS

130 Retail Stores

Most Customers are Prepaid + Unbanked

Desire fo increase market share

| | INSAME STORE
Low profit margins SMARTPHONE SALES

IN AVERAGE SELLING PRICE

No underwriting function

We recommend that prospective clients speak with our existing clients once we have a Mutual Engagement Plan in place.

13 4 PAYJOY



LARGE LATIN AMERICAN
CARRIER

Largest carrier in Mexico, nearly 60% market share

62M prepaid customers

§> ;“’/ C’)

=

DECREASED FROM 13% INCREASED FROM 45%

Mitigate risk within prepaid financing product

Default Rate = Proportion of consumers failing to make a payment by a certain date.

We recommend that prospective clients speak with our exisfing clients once we have a Mutual Engagement Plan in place.

= 4 PAYJOY



PANAMANIAN FINANCE
COMPANY

GREW THE TOP LINE AND CUT DEFAULTS IN HALF

COMPANY PROFILE

Online cash lender

Interested in launching device financing
Use their own balance sheet

90%

IAL CHALLENGES
INITIAL CHALLENGES APPROVAL RATE DEFAULT RATE

Underwriting specialized in cash loans, not smartphones

No Physical distribution channel

We recommend that prospective clients speak with our existing clients once we have a Mutual Engagement Plan in place.

15 @ PAYJOY



GREW TOP LINE REVENUE

COMPANY PROFILE

Deployed across multiple markets for 10+ years UP FROM 907% FOR THE SOLAR

Impacting 10 million users

Distributed field sales in mulliple markets

INITIAL CHALLENGES

Desire to cross sell pay-as-you-go smartphones to existing consumers
Wish to infegrate multiple payment mechanisms

Wish to scale quickly with multiple OEMs at multiple price points

We recommend that prospective clients speak with our exisfing clients once we have a Mutual Engagement Plan in place.

16 @ PAYJOY



MFI & DISTRIBUTOR
IN ZAMBIA

GREW SALES AND ACCESSED NEW CONSUMERS

20 retail stores

Most consumers are prepaid + unbanked

INITIAL CHALLENGES

Desire to increase market share 250%

Low profit margins INCREASE IN SAME STORE APPROVAL RATE

SMARTPHONE SALES
No underwriting function

Low applicant approvals

We recommend that prospective clients speak with our existing clients once we have a Mutual Engagement Plan in place.

17 @ PAYJOY



GREW TOP LINE REVENUE

COMPANY PROFILE

10 retail stores
Most consumers are prepaid & unbanked

INITIAL CHALLENGES

Need data revenue growth supported by an increase in active data
subscribers as well as more smartphones on their network

No underwrifing function

We recommend that prospective clients speak with our existing clients once we have a Mutual Engagement Flan in place.

18 @ PAYJOY



@ Payloy Lender Growth Program



TODAY ; 10 DAYS 1 TO 20 DAYS ; 3 DAYS ; 10 DAYS

Information
Sharing

Share information
about the Lender
Growth Program.

Learn about your
current reality and
aspirafions.

ENGAGEMENT MODEL & NEXT STEPS

Mutual
Engagement Plan

Assessment

Financial Impact
Calculator & Pricing

Project Plan

Optimization

Work together fo
improve less

optimal conditions.

Access the Payloy
Developer Kit.

Witness

See the impact of
PayJoy first hand at
PayJoy University in
Mexico.

Observe and learn
from best practices.

Sign Contract

Finalize all
commercial terms
and execute dn
agreement.

60 DAYS

Launch

Phase 1:
Implementatfion &
Testing

Phase 2: Pilot

Phase 3: Commercial
Launch

* It is highly recommended that we establish standing weekly tactical check-ins and monthly strategic check-ins fo manage this project.

4@ PAYJOY



PAYJOY LOCK PRICING

30 DAY FREE TRIAL BUNDLE 1 BUNDLE 2 BUNDLE 3

PRICE FREE $1,000 $7,000 $45,000
NUMBER OF LOANS UNLIMITED 100 1,000 10,000

PRICE PER LOAN $0 $10 $7 $4.50

Fees are pavable up front. Prices are subject to change and exclude taxes and fees.

21 @ PAYJOY
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INVESTORS

mUnion Square Ventures greybCk
partners.

Orange Digital Ventures @ ASSURANT®

& Santander Jronny ,
InnoVentures Imc““ o 53?[‘"95 e
Co R E o .
*NXEp.Labs wwovarion i AN Xventures
CAPITAL
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Globally, 1.7 billion adults lack an account
Adults without an account, 2017

10 million

2
‘ 100 million
‘ 200 million

Source: Global Findex database.
Note: Data are not displayed for economies where the share of adults without an account is 5 percent or less.

24 4 PAYJOY




Mobile money accounts have spread more widely in Sub-Saharan Africa since 2014
Adults with a mobile money account (%)

2014 2017

R U

0-9
. 10-19
. 20-29
. 30-39

=: Sa
- ‘g

Source: Global Findex database.
Note: Data are displayed only for economies in Sub-Saharan Africa.

25 % PAYJOY



Two-thirds of unbanked adults have a mobile phone
Adults without an account owning a mobile phone, 2017

10 million

&
. 100 million
‘ 200 million

Sources: Global Findex database; Gallup World Poll 2017.
Note: Data are not displayed for economies where the share of adults without an account is 5 percent or less.

2 @ PAYJOY



Today, 69 percent of adults around the world have an account
Adults with an account (%), 2017

20-39
B 40-64
Bl 65-89
Hl 90-100

No data

Source: Global Findex database.

27 % PAYJOY



A billion adults who have an account still pay utility bills in cash
Adults with an account paying utility bills in the past year in cash only, 2017

&
e
%
- .
Bl
@
<]
@
° O
o
& & ° ° 2
. 1 million . =
® 10 million o »

. 100 million ) .
. 200 million

Source: Global Findex database.
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People in high-income economies are more likely to be able to raise

emergency funds—and to do so through savings
Adults able to raise emergency funds (%), 2017

Developing
economies
0

20 40 60 80

High-income
economies

Main source of funds

B Savings Money from working
B Borrowing from a bank, an  Family or friends
employer, or a private lender Other

Source: Global Findex database.
Note: Other includes all respondents who chose “selling assets,
"refuse” as their response for main source of emergency funds.

LA )

other sources,” “don’t know,” or

29 % PAYJOY



Globally, more than half of adults who
save choose to do so at a financial

institution
Adults saving any money in the past year (%), 2017

100
80
60
40
0

High-income Developing

economies economies

M Saved M Saved Saved using other
formally semiformally methods only

Source: Global Findex database.

Note: People may save in multiple ways, but categories
are constructed to be mutually exclusive. Saved
formally includes all adults who saved any money
formally. Saved semiformally includes all adults who
saved any money semiformally but not formally. Data
on semiformal saving are not collected in most high-
income economies.

30
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Borrowers are more likely to rely on
formal credit in high-income economies

than in developing ones
Adults borrowing any money in the past year (%), 2017

80
60
40
20
0
High-income Developing
economies economies

B Borrowed formally B Borrowed semiformally
B Borrowed from ' Borrowed from
family or friends other sources only

Source: Global Findex database.

Note: People may borrow from multiple sources, but
categories are constructed to be mutually exclusive.
Borrowed formally includes all adults who borrowed
any money from a financial institution or through the
use of a credit card. Borrowed semiformally includes
all adults who borrowed any money semiformally (from
a savings club) but not formally. Borrowed from family
or friends excludes adults who borrowed formally or
semiformally.

31
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More people who have an account are
using it for digital payments
Adults with an account (%)

High-income Developing
i World economies economies

80

60

4

2
0

2014 2017 2014 2017 2014 2017

o

o

B Made or received digital payments in the

past year
B Did not make or receive digital payments

in the past year

Source: Global Findex database.

32
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The gender gap in account ownership
persists in developing economies

Adults with an account (%)
100 -
) e e
80 High-income economies
)
* / - —
:/.—f
40 Developing economies
20
0
2011 2014 2017

B Men B Women

Source: Global Findex database.
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