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Agenda

e What key issues are facing the industry?

e What strategic advantage does the industry
have?
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What key issues are facing the
industry?

Alte © 2009 Aite Group, LLC www.aitegroup.com Page 4



Increased Competition

e 20 years of tremendous growth
e Flying under the radar no more

e From poor neighborhoods to middle income
neighborhoods.

e Not just your customers anymore
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Check cashing store customers
are someone’s else customers

Check Cazhing by Channel Among Check Cashing Store
Customers - Past Three Months

(n= 400)

Banks, 28%

Check cashing
stores, 53%

Other locations
(e.q., retail
stores), 15%

Aite Group, Survey of 400 Check Cashing Store Customers, November-December 2008
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The customer base
IS Iin constant flux

G: Do you have a checking account now?
Have you had a checking account in the past?
When was the last time you had a checking acocunt?

(n=400)
28%
Have not had
checking
account
3%
= -
_____Hadchecking
accournt in the .
past %

i , m\Withinthe past s months
Have checking
account now m Seven monthsto elevenmonths ago

Onetothreeyearsago
B Threetofiveyearsago

Aite Group, Survey of 400 Check Cashing Store Customers, November-December 2008
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Many of their
behavioral
traits, like

Percent of Consumers Preferring Card vs. Cash ®

U.5. Check-Cashing Stare 45%
Customers * E1%

1%

U.Z. General population AE0E

Spain 67%
cash . cre
preference,

Belgium 7oL
are not
- Metherlands o
dramatically
different from
51%
average
4 LK. 427 = Prefer Cash
consumers P
6% B Prefer Card
France 519
* Internationa] study includes payms
methed options mot incleded in L5, study
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In search of blockbusters

Yesterday Today Tomorrow
Food stamps Prepaid cell phones
Money orders Prepaid cards ?
Check cashing  Walk-in bill pay .
Prepaid long Payday loan

distance

Tax refunds
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What strategic advantages does
the industry have?
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Open distribution network

e (# banks)

ol |

pen

@ PP

Page 12


http://images.google.com/imgres?imgurl=http://www.totalhosting.me/images/westernunion.jpg&imgrefurl=http://www.totalhosting.me/&usg=__dV8gFXcsm09igo7M6iK9pBDLhZU=&h=297&w=1199&sz=72&hl=en&start=2&um=1&tbnid=roUqG08dSV-D3M:&tbnh=37&tbnw=150&prev=/images%3Fq%3Dwestern%2Bunion%26hl%3Den%26um%3D1
http://images.google.com/imgres?imgurl=http://www.mman.com/images/misc%2520pix/checkfree_pay_logo.gif&imgrefurl=http://www.mman.com/other_services.htm&usg=___2lEm8tcosxU_YHORnQlfI-quug=&h=101&w=400&sz=17&hl=en&start=4&um=1&tbnid=cjOSL4fVinnssM:&tbnh=31&tbnw=124&prev=/images%3Fq%3Dcheckfreepay%26hl%3Den%26um%3D1
http://images.google.com/imgres?imgurl=http://www.screw-paypal.com/images/moneygram.gif&imgrefurl=http://www.screw-paypal.com/alternatives/alternatives_non_ebay.html&usg=__F_0m7trDJkVB1zCPATREPPmI4Jc=&h=158&w=234&sz=6&hl=en&start=3&um=1&tbnid=QJCkIP6FTs9V-M:&tbnh=74&tbnw=109&prev=/images%3Fq%3Dmoneygram%26hl%3Den%26um%3D1
http://images.google.com/imgres?imgurl=http://www.paychecksecure.com/Portals/0/PCS/ipp%2520logo%2520Small.JPG&imgrefurl=http://www.paychecksecure.com/Partners/PartnerLinks/tabid/140/Default.aspx&usg=__m_n-yMI54Qi05Ze-fgFs_tLjoEc=&h=244&w=368&sz=44&hl=en&start=11&um=1&tbnid=BNj6bjZc90w-pM:&tbnh=81&tbnw=122&prev=/images%3Fq%3DIPP%26hl%3Den%26um%3D1
http://images.google.com/imgres?imgurl=http://www.whynotad.com/_mm/_d/_ext2/49585/big_Netspend01.jpg&imgrefurl=http://www.whynotad.com/advertising/netspend&usg=__i7ptVtF9U4W8TXexDCG0LWw43I8=&h=281&w=400&sz=18&hl=en&start=1&um=1&tbnid=IoFtN8f3fWj0KM:&tbnh=87&tbnw=124&prev=/images%3Fq%3Dnetspend%26hl%3Den%26sa%3DN%26um%3D1

The industry is committed
(# banks)

G: Onascaleof1 (notat all important) to 5 (extremely
important) please indicate the level of importance you give to
serving the following customer segmentsthrough your

branches:
in=14)
B Somewhat
Important
m Important
W Extremely
Important

e
o "ﬁ"ﬁ *ﬁ‘ﬁi‘“ﬁ S W
5 @

-
n}*"#
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The industry is good at wrapping
itself around customer needs

@: Which of these did you do at this store today?
(n=400)

S [ 90%

Purchase money order

13%
Reload prepaid debit - 14%
card/purchase areload pack 119
m Have checking account
307 now (n=212)
Buy a prepaid debit card I .

Do not have checking
account now (n=134)

Make a bill paymentin person I i:

Aite Group, Survey of 400 Check Cashing Store Customers, November-December 2008
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Many customers don’t really
have other places to go

@. Reasons fornot Having a Checking Account

(n=192)
Concem about
garnishment of
funds, 10%
Otherreasons,
7% Credit
Issues/past
problemswith
checking

account, 43%

Bank charges
like insufficient

furid fees, 28%

Access to cas
C12%

Aite Group, Survey of 400 Check Cashing Store Customers, November-December 2008
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Alternative financial services
customers are highly engaged

Average Number of Store/Branch Visits for Basic Financial

services Transactions
Atbank, check cashing store or other location
2.4
A 2.2
F'Y

Have checking Do not have =eneral Population
account checking accourt

Check Cashing Store Customers

B Mumber of monthly visits
4 Mumber ofvisitsto store orbank more than general population

Aite Group, Survey of 400 Check Cashing Store Customers, November-December 2008
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Take Away

e The industry needs to make product
innovation the priority.

e The industry needs to leverage its tremendous
customer intimacy toward product innovation.

e The industry needs to move beyond relying on
partners to drive product innovation.
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Thoughts?

Gwenn Bézard
Research Director
+1.415.472.2320
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