Making Telco/Financial
Services Partnerships

Actionable

Progressive Credit Histories enable Financial Institutions
to increase the penetration of their services
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Solving the Credit

Conundrum

Credit access people lack
IS low credit history




Juvo uses alternative data sources to build
financial profiles for the 68% of adults who
have no formal credit history today
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Using Alternative Data

Sources to build Financial
ldentities

Juvo combines third-party with owned
alternative data sources to build financial

profiles for the 68% of adults worldwide who
have no formal financial history

« Cash-based spend

* High frequency transactions

* Highly Predictive of Income
(Ability to Repay)

Financial Services

& Repayment Data
m ]II m - Formal credit & banking

transactions
- Performance feedback loop
informs model & progression

 Low-Risk Credit-based transactions

* Progressive Credit over time

» Highly Predictive of Credit Performance
(Willingness to Repay)
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Progressive Lending Designed for User Qualification
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Mobile Network Operator

Financial Identity as a
Service (FiDaaS) ((EA)))
Virtuous Data Loop
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Airtime Microcredit Financial Services




Financial Inclusion will only
happen if there Is a
sustainable business model
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Change is Required for MNO Business Model

Acquiring Market Share

ﬁ

Quad Play

Maximizing
ARPU

Big Data & Analytics
Financial Services

Digital Transformation
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Digital Banks Cost of Customer Acquisition
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Using Financial ldentities to Drive New Revenues

Device Financing Subscriber Data Digital Payments

Subsidy
Optimization
v\
Marketing /
Segmentation
. Airtime .

Cash Lending Lending Data Portable Scoring

Retail
Banking

Postpaid
Conversion

Investment
Banking
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Credit Products

Airtime
Lending
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Mobile Network Operator / Financial Institution Partnership Challenges

MNO data alone is
not predictive of
creditworthiness

A ARG M i

“Spray and Pray”
approach generates
poor leads

Difficult to consume One-to-Many: Building
raw MNO data Multiple Partnerships

Regulatory & Privacy
Risk for Fls and MNOs
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Commercial Framework

Subscriber Pre-Qualified Leads

Raw Data for Financial Services
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customer base

Benefits to MNOs

e New revenue
stream through
data monetization

o Fncreased loyalty Mobile ,gj d Financial
n customer base Network Juvo Institutions
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Muchas Gracias!




