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Low income consumers (LICONSs) Micro and small enterprises (MSESs)

Arequipa - 8% Arequipa - 12%
Cajamarca [} 6% Piura @ Trujilo [ 7%

: Chiclayo @ ;
Piura . 4% Cajamarca - 5%

Cajamarca @

Trujillo @
Trujillo [ 4% Chiclayo [l 3%
Huancayo . 4% Cusco I 2%
7
Chiclayo I 2% 2 P Ica I 2%
® Cusco
Cusco I 2% lca @ Piura Iz%
0% 10% 20% 30% 40% 50% 60% 0% 10% 20% 30% 40% 50% 60%

Source: Online survey and faceto-face interviews of Peruvian LICONs and online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20,2021,n =637.
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Overview of Peruvian survey respondents

Low -income consumers

Gender © © © © © © o o o o
57 % 43 %
Female Male
Residence
24% e 76 %
Rural Urban
Age group e Survey channel
15-25 26-30 31-40 41-60 Online: 84.6 %
34% 25% 25% 1% Offline: 15.4 %
Monthly income level Account ownership '
usD
78 — 156 — 260 — 339 - 0
<78 456 260 339 421 92%
13% 13% 21% 29%

Main income source Smartphone ownership

Full4ime work Parttime work Family Other

97%

44% 33% 5%

SIMON ¢ KUCHER & PARTNERS
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Micro and small enterprises

Size of enterprise

55 %

Micro
1-5 employees

45 %

Small
6-20 employees

=if=ig=ig =i

Annual revenues

UsD <781 781 - 1,953— 3,906— 7,812 - 19,5631 — 39— 78— 94— 177-
1,953 3,906 7,812 19,531 39,062 78k 94k 177k 234k
8% 12% 11% 13% 18% 16% 7% 5% 7%
Location Survey channel
A |
Online: 85 %
0, 0, .
Rural (k&2 89% i) Urban Offline: 15 %

Business sector Official registration

Agri- Manu-

culture facturing Other

Services
71%

5% 24% 61% 9%

Account ownership !

98%

Source: Online survey and face ‘to-face interviews of Peruvian LICONs and online survey and phone interviews of Peruvian MSEs con ducted between June 29 and July 20, 2021, n = 637; FX rates based on three months average (May -July 2021): PEN = 3.84; 1) Accoun t ownership entails bank, mobile money,

micro finance, money <ircle & other accounts. Differences to 100% due to rounding.
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LICONSs: Contextualization of survey sample

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Gender Residence 2 Account ownership Smartphone ownership
Female Male Rural Urban
0 0 0 0 0 0
Et T . 50.3% 49.7% 21.9% 78.1% 43% 42%
World Bank data World Bank data Global Findex Database (2017) Statista 2019 (Counterpoint Research)
Sample data 56.6% 43.4% 24.1% 75.9% 91.8% 97.1%
Evaluation 0 O e \ e
Monthly income thresholds (USD)
More than 78 and up More than 156 and More than 260 and More than 339 and
Less than 78 t0 156 up to 260 up to 339 up o 421 More than 421 Total

Goiin Economist Sample Economist, Sample Economist Sample Economist Sample Economist Sample Economist Sample Economist Sample

data! data data! data data! data data! data data! data data! data data'! data
Urban 7.9% 8.4% 14.8% 8.9% 17.2% 14.2% 9.9% 18.1% 7.3% 26.3% 21.5% 0% 78.5% 75.9%
Rural 5.1% 4.6% 6.4% 4.4% 5.4% 6.9% 1.5% 5.8% 1.2% 2.4% 1.8% 0% 21.5% 24.1%
Sum 13.0% 13.0% 21.2% 13.3% 22.6% 21.1% 11.4% 23.9% 8.5% 28.7% 23.3% 0% 100% 100%

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN -USD =3.84; 1) Economist Intelligence Unit data from GIDD database 2021;2) Rural consumers: <10,000 population;

Urban consumers: > 10,000 population. Differences to 100% due to rounding.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

6



LICONSs: Implications and mitigation measures for sample biases

a Gender

Account
ownership

Smartphone
ownership

@ Bias

6.3%-points more females in sample
than in real distribution

112017 study with much less account
owners that in our current study

Sampling bias towards LICONs holding
an account

112019 comparison study with
significantly lower smartphone
ownership than in survey results

Sampling bias towards LICONs owning
a smartphone

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

@ Implications

= Necessity to balance gender
representation for thorough estimation

= Necessity to reduce weight ofaccount
owners to avoid estimation errors

= Necessity to reduce weight of
smartphone owners to avoid estimation
errors

SIMON ¢ KUCHER & PARTNERS
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@ Mitigation

'Modelextrapolation based on actual
gender spltin Peru

| Introduction ofsub-segments for
account holders and non-account
holders into market model

| Weighting of subsegments with actual
account ownership from secondary
sources

| Subsegmentation into account-holders
and non-account-holders reduces gap
between survey sample and
comparison data significantly



MSEs: Contextualization of survey sample

Registration

Residence *

Rural Urban
21.5% 78.5%
Economist Intelligence Unit (GIDD)
11.4% 88.6%

Micro and small enterprise thresholds by number of employees

Yes No
0 0
External source 63.1% 36.9%
Peru Ministerio de la Produccion

Sample data 71.2% 28.9%
Evaluation

Micro (1 -5) Micro (1 -5)

External source

Source and own Sample data

estimation?
Urban 77.6% 49 .5%
Rural 21.2% 4.9%
Sum 98.9% 54.4%

Source: Online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20, 2021, n = 184; 1) Rural co

Small (6 -20)

External source

estimation3

Small (6 -20) Medium (> 20)
External source
Sample data and own
estimation?
39.1% <0.1%
6.5% <0.1%
45.6% <0.1%

mathematical extrapolation based on distribution of frms by number of employees. See methodology and concepts presentation for detailed approach. Differences to 100% due to rounding.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru
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Female Participation
((Co-) Ownership, management)

Yes No

56.6% 43.4%

World Bank data

78.8% 21.2%

: ©
N

Medium (> 20) Total

Sample data

na

na

na

External source

and own Sample data
estimation?
78.5% 88.6%
21.5% 11.4%
100% 100%

mpanies: <10,000 population; Urban companies: > 10,000 population. 2) Differences to 100% due to rounding, 3) Economist Intelligence Unit data from GIDD database 2021 and
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@ Mitigation

| Form segments for market size
estimation based on firm registration

MSEs: Implications and mitigation measures for sample biases

@ Bias @ Implications

[IRegistered companies overrepresented

0 Registration

Residence
(Urban/rural)

Female
participation

Distribution
of micro/
small firms

Source: Online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20, 2021, n = 184; 1) Rural co

vs. data by nat. stat. agency

Sampling bias towards registered firms

"I Overtepresentation ofurban firms in

survey answers compared to population
data by the Economist Intelligence Unit

I Significant gap between survey result

and World Bank comparison data

Overrepresentation of firms (co-)
led/owned by women

"I Small firms are overtepresented in

survey sample compared to internal
estimations based on data on the
number of micro and small firms by the
nat. statisticalagency

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

Necessity to reduce sampling bias to
avoid estimation errors

Necessity to reduce sampling bias to
avoid estimation errors

Bias in survey analysis

Necessity to reduce sampling bias or
to disregard female participating as
factor in market sizing

Necessity to reduce weight of small
firms and increase weight of micro
ones

mpanies: < 10,000 population; Urban companies: > 10,000 population.

I Weightresponses according to the
actual distribution ofregistered/un-
registered firms in the country

' Form segments for market size
estimation based on residence

| Weightresponses by urban/rural
participants according to their actual
distribution in the country

"I Deviation from comparison may stem
from misinterpretation of question in
survey

Female participation not considered
further in market sizing to avoid
potential biases ofend results

| Form segments for market size
estimation based on enterprise size

| Weightresponses according to actual
distribution of micro and small firms in
the country



Survey insights: Explorative findings

Low -income consumers

Most respondents
save for education
and movable assets

Most respondents
use bank accounts
for savings

BNPL is most
popular with
middle -aged
respondents

Almost 40% ofparticipants
cite education as their most
important savings goal

so%
a0%
0%

{aox
20%

sor%
0%
10% .\
1ae% ]
00%

0%

Fomale Mok Fomae Mak Femsle Mk Female Mo Femole Mae Femsle Mae

bank accounts, only 37%

74% of participants use
store their funds in cash | I

57% of30-40 year-olds
use BNPL, while only 17%
ofthose over 60 do "R B

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Micro and small enterprises

MSEs primarily
take out loans to
expand their
business and
finance equipment

Small firms have
much higher
liquidity than micro
ones

Rural firms need to
3 provide collateral

much more often

than urban firms

More explorative findings in the appendix

Source: Online survey and face to-face interviews of Peruvian LICONs and online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20,2021,n=637.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

62% of firms borrow to
expand their operations,
and 63% do to purchase
equipment

7o .
-
” P = I I I l l
~
e T

Small firms can sustain
operations for 3.9 months

without operations, while
micro firms can only survive
7 9 months

A third ofurban firms
require collateral to lend, e
but two thirds ofruralones

i

uuuuuu
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Cross-<country survey analysis: LICONs

Insights on saving purposes by country for LICONs

Share of LICONs having saving purpose by country

60%
50%
40%
30%
55%
20% 42% 40%
29%
0 22% 20%
10/0 17% 17% 16%
129 14%
7%
0%
Education Starting a Pension Major life event
business
India B Kenya Nigeria Peru

Source: Online survey, phone interviews and/or faceto-face interviews of LICONs between June 29 and July 20,2021,n = 1826.
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Multiple selection allowed Survey insight

41%
257 AR
32%
. 28%
230, 25%
20%

14%

’ 11% 10% 12

4% s 1% [ 4% 5%

Financing a Uncertain Purchasing Purchasing Other

business events real estate movable assets



Cross-<country survey analysis: LICONs

Insights on borrowing purposes by country for LICONs

Share of LICONs having borrowing purpose by country
50%

40%
30%
20%
(0]
10/0 19% 18%
13% " 13%
8% 0, 0,
5o, 1% o - 7%
0% -
Paying back Starting a Pension Major life event
another loan business
India B Kenya Nigeria Peru

Source: Online survey, phone interviews and/or faceto-face interviews of LICONs between June 29 and July 20,2021,n = 1826.
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Multiple selection allowed Survey insight

22%
19%
18%
0 e 15%
1 0,
o 1% (1% 10%
8%
6% ’ 6% 50, 6%
[
Financing a Uncertain Purchasing Purchasing Other
business events real estate movable assets



Survey analysis: LICONs
Our survey results demonstrate that eCommerce platforms are most likely

to allow buy now pay later services to LICONs

Share of respondents using BNPL Providers allowing to pay later

Utility providers 15.3%

Retailers 11.3%

4 7 % eCommerce

17.3%
platforms °
Agrlcgltural 0.2%
providers

Share ofrespondents

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; 1) Respondents who don'tuse BNPL could still indicate providers that allow BNPL.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru
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For 47% respondents
who make use of “buy
now pay later”, their
expenses on BNPL
average 33% of their
monthly expenses
(additional insight)

Retailers offering
BNPL operate mostly
in clothing and
grocery space

Among eCommerce
platforms offering
BNPL are Falabella
and Amazon



I Survey analysis: MSE

Our survey results derqonstrate that wholesalers are most likely to allow SIMON + KUCHER & PARTNERS
buy now pay |atel' services tO MSES Strategy & Marketing Consultants
Share of suppliers allowing BNPL 1 Type of suppliers allowing BNPL 2
Of the respondents using
Type of providers BNPL, these expenses
account for 24% of the

Utility providers 21% overall monthly business
expenses.

MNOs 25%
The respondents

429, v 40% especially mentioned
0 wholesalers dealing with

eCommerce [ raw material and clothes
paliogns as wholesalers allowing
. BNPL.
Agricultural I
; 3%
providers

Others . 6%

Share ofrespondents

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20, 2021, n = 184; 1) Different analysis base f ~ or MSEs and LICONs due to different phrasing ofthe question in surveys.
2)Respondents who don'tuse BNPL could still indicate providers that allow BNPL. Differences to 100% due to rounding.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru 14
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Market sizing summary

Credit

Low -income consumers
New annualcredit volume (USDbn)
70
60
50
40
30
20
10
0

4.3% CAGR 60.9
13.7

12.2

2021 2026
B Formal Informal BNPL2

» Overallcredit to LICONs will grow by
43%p.a.

Unmet credit demand
2021 2026

Micro/small enterprises
New annualcredit volume (USDbn)

70
60
50
7 29.3
30 237 4.3% CAGR . 5
20 S
0
2021 2026

B Formal Informal BNPL2

* Creditto MSEs will grow at a similar rate as
credits to LICONs but from a smaller base

Unmet credit demand

2021 2026

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Payments (transaction value)

Market size (USDbn)

140 .
. 8.7% CAGR 119.2 LIC.ONS possess
a higher share of
100
8.4 578 the overall '
80 market, while
60 40.7 both categories
40 show a strong
20 37.7 growth over the
0 years
2021 2026
M MSEs LICONS
Savings
Savings stock (USDbn)
12 29%CAGR = The LICONS
10 -~ market is
8 significantly
6 larger than the
8 4% CAGR 97 11.2 MS.E market,
4 while the MSE
2 /H market shows
0 larger growth
2021 2026 o
M MSEs LICONs

Source: Online survey and face +to-face interviews of Peruvian LICONs and online survey and phone interviews of Peruvian MSEs con ducted between June 29 and July 20, 2021, n = 637; FX rates based on three months average (May -July 2021): PEN = 3.84; BNPL = Bu y now pay later; See slides 67, 69, 73, 75

and 76 in methodology report for extrapolation logic. See slide 16 for growth figures used in extrapolation. 1) See subsequen

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

t slide on growth factors and model calculation; 2) BNPL is neither classified as formal nor informal credit as survey responden ts did not indicate the formality of BNPL providers.
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Credit market

Formal, informal credit and credit
demand

= Extrapolation from historic growth in
credit volume relative to GDP growth

= Assumption of similar growth of
formal, informalcredit and credit
demand

= Data source: World Bank Indicator
FS.AST.DOMS.GD.ZS

= Growth figures used (relative to 2021 ):

2022 2023 2024 2025 2026
4.31% 8.81% 13.50% 18.39% 23.49%

BNPL

= Extrapolation from share ofincome
spend on BNPL payments

= Assumption that BNPL grows in line
with income of LICONs and MSEs

* Income growth modelled on real
economic growth (see right column)

Underlying growth parameters of market sizing model

Payment market

Overall payment growth

= Extrapolation from figure on global
payment growth (6.86%) weighted to
Peru’s expected GDP growth relative
to expected global growth

» Data source: McKinsey’s Global
Payments Report2020!

* Annual growth assumed: 7.43%

Distribution of payment methods

= Modelsizes based on actual
distribution of payment methods

= Data source: ACI Worldwide Prime
Time Report 20212

» Figures used:

Bank Debit Mobile
Cash transfer card money Other

96.5% 3.4% 3.4% 3.4% 0.1%

Change in distribution

* Modelsizes based on actual
distribution of payment methods

» Data source: ACI Worldwide Prime
Time Report 20212

» Figures used (yoy change):

Bank Debit Mobile
Cash transfer card money Other

Our modeluses the sources and parameters below to estimate current and future market sizes.

Savings stock

LICON savings growth

= CAGR ofpast5-yeardevelopment of
total savings in Peru

= Data source: World Bank Indicator
NY.GDS.TOTL.CD

» Growth figures used (relative to 2021):

2022 2023 2024 2025 2026
3.02% 6.13% 9.33% 12.63% 16.03%

MSE savings growth

= Model extrapolation based on burn
rate (number of months business can
survive without revenue) and thus,
directly related to growth ofbusiness

= Assumption that growing business will
maintain its burn rate but increase its
overall savings

= Thus, savings growth modelled on real
economic growth (see right column)

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Economic growth and FX
parameters

Economic growth

Current GDP given by the World Bank
Future GDP and real GDP growth
derived from World Bank Data

Data source: World Bank Indicator
NY.GDP.MKTP.CD and Trading
Economics?

Figures used (relative to 2021 ):

2022 2023 2024 2025 2026
5.4% 10.5% 15.3% 19.6% 23.4%

PEN — USD exchange

Currentexchange rate based on three-
month average exchange before and
during survey period (May — July
2021)

Data source: XE.com

Figure used: 1:3.84

0.93% +16.19% +16.19% +16.19% +47.58%

Sources: 1) https://www.mckinsey.com/~/media/mckinsey/industries/financial%20services/our%20insights/accelerating%20winds%200f%20change%20in%20global%20payments/2020-mckinsey-global-paymentsteport-vfpdf 2) https://bankingfrontiers.com/wp-content/uploads/2021/04/202 1 Prime-Time-
Report.pdf3)https://tradingeconomics.com/peru/gdp

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru 17



Credit market sizing summation

Low -income consumers + Micro and small enterprises

New annual credit volume (USDbn)

80
61
21.5% of
2026 GDP
60 49 )
(21.7% of / 17.2
2021 GDP) 74 39,
» CAGR
40 20.3 29
24 (7.0% of
164 (7.0% of 2026 GDP)
2021 GDP) 4
20 e 3 439% &
42.6 ' CAGR
18
0
2021 LICONs 2026 LICONs 2021 MSEs 2026 MSEs

. Formal credit Informalcredit BNPL!

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Unmet credit demand

2026

2021

Source: Online survey and face +to-face interviews of Peruvian LICONs and online survey and phone interviews of Peruvian MSEs con ducted between June 29 and July 20, 2021, n = 637; FX rates based on three months average (May -July 2021): PEN = 3.84; BNPL = Bu y now pay later. See slides 67, 69 and 75 n
methodology report for extrapolation logic. See slide 16 for growth figures used in extrapolation. 1) BNPL is neither classif  ied as formal nor informal credit as survey respondents did not indicate the formality of BNPL providers.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru
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Low -income consumers Micro and small enterprises

Urban customers Registered firms 32% of credit to registered

borrow more often firms is informal but only

inf v th 15% of credit to
informally than unregistered firms is

The average loan size for

take out much urban clients is about 2x
larger formal and the average size for rural

informal loans than Slients " I

unregistered ones i
rural ones g informal
Female consumers . Sma" ﬁrmS have On average Sma" firms
. ~60% of unmet credit . ! e

have higher unmet 1.7x higher unmet need USD 5.1k additional

. needs stem from women e - . .
credit needs than G credit needs than loans while micro ones only

and only ~40% from men ) 4 USD 3k

male consumers micro firms nee

Consumers owning more

Formal loan value than PEN 1,000 (~USD | QashrtW|IItstay the tn:ost _
increases much 260)/month take out 4x - Cash continues to I ronizlans [prebnri=tol /(s [

. . . - - Peru, even though its share
steeper with higher higher formal loans than ' dominate the is projected to decrease by
incomes than the thrgze S'”(gr‘fl’ IZ\;(vehri w;g;me H e B payment market four percentage points over
informal value group y 9 the next five years

I | I T |

informal)

More trends and detailed analyses in the appendix and the market sizing analyses Excel tool (with dashboards)

Source: Online survey and face -to-face interviews of Peruvian LICONs and online survey and phone interviews of Peruvian MSEs con ducted between June 29 and July 20, 2021, n = 637; FX rates based on three months average (May -July 2021): PEN = 3.84.

Simon-Kucher | CGAP | Low -ncome Financial Services Market Sizing and FinTech Assessment | Peru
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l IMarket sizing analysis: LICONs credit

The total credit disbursed to low
around USD 50bn in 2021

Total low -income consumer credit
disbursed in 2021 (in USD)

Total credit market: 49.3bn

BNPL!:

11.1bn

/

Informal: \
9.9bn
Formal:
28.3bn

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =453; FXrates based on three months average (May-July 2021): PEN = 3.84. Differences to 100% due to

-income consumers in 2021 is estimated at

Credit supply by lending sources

(Distribution oftotal disbursed loans by credit source)

Lending source
Banks
FinTechs

Microfinance institution

I 52
s
I o s

[}
Financial cooperatives . 22% 3
%]
Savings & credit associations - 3.6% §
g
Specialized lending companies . 2.2%
Other formal providers _ 11.9%
Family 7.9%
Friends 5.6%
[7)
Religious groups 0.9% §
o
Local savings & credit associations 4.8% (\(g
S
Money lenders 7.5% g
Other informal providers 0.9%
BNPL credit volume 22.6%

Share oftotal disbursed
loan value

rounding. See slides 67 and 75 in methodology report for extrapolation logic. 1) BNPL is neither classified as formal nor informal creditas survey respondents did not indicate the formality of BNPL providers.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru
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Insights

* Formallending sources
account for more than 1/2
ofthe overall credit supply

= With USD 12.3bn credit
annually, banks and MFIs
account for a quarter of
total credit supply

= Families are the largest
nformallending source
and provide more than

USD 3.9bn ofcredit
annually



Market sizing and survey analysis: LICONs credit
LICONSs: Average loan size, tenure and interest rate by credit supplier

SIMON ¢ KUCHER & PARTNERS
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Banks

FinTechs

Microfinance institution
Financial cooperatives

Savings & credit associations

Avg. loan size in USD 1

244.0

133.0

213.0

o

380.0

;_‘ .
p— p—
(%) (98}
o o

Avg. tenure in months

8.3

8

7.4

2

I’_‘
©

Avg. interest rate p.a. in %

20.5
8.8

9

N
n

2

Specialized lending companies 8.8

Other formal providers m 6.2 12.3

Family 235.0 8.3 12.3

Friends 133.0 6.6 12.9

Religious groups 254.0 14.6 n/a
Local savings & credit associations 163.0 7.9 11.7
Money lenders | 61.0 4.9 15.4
Other informal providers 14.0 7.3 50.0

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =453; FXrates based on three months average (May-July 2021): PEN =3.84; 1) Data based on market sizing data; 2) Data based on survey response data.
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Market SIng and Survey analys 1s: LICONs credit SIMON ¢ KUCHER & PARTNERS

LICONSs: Market share of credit suppliers by income segments Strategy & Marketing Consultants
Monthly income in USD
<78 78 -< 156 156 - < 260 260 -< 339 339 - <421

Banks m,‘ 14.8% 12.7% 16.1% 19.5%
FinTechs  0.0% 0.0% 11.1% s 11.3%
Microfinance institution l 2.3% .4.4% 24.9% 13.7%

Financial cooperatives  0.0% |0.7% |.8% 0.0%
Savings & credit associations . 3.0% I 1.8% - 52% - 4.5%

Specialized lending companies  0.0% . 4.4% ‘ 0.1% - 5.5% l8%
Other formal providers Il 1% - 6.8%

Family 12.4% 12.5% 15.8% 7.5% 4.9%

Friends 10.9% 11.7% 11.4% 7.0% 2.1%

Religious groups  0.0% 1.8% 1.2% 0.9% 1.2%

Local savings & credit associations  0.0% 8.1% 6.9% 6.3% 6.3%

Money lenders 19.0% 8.0% 9.0% 13.4% 4.2%

Other informal providers  0.0% 0.0% 1.7% 0.0% 3.0%

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =453; FXrates based on three months average (May-July 2021): PEN = 3.84;
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Market sizing analysis: LICONs SIMON ¢ KUCHER & PARTNERS

LICONSs: Market sizes by gender and income quintiles Strategy & Marketing Consultants
anies TS _
ursed 2021 in  USD Payments 2021 in USD Savings stock 2021 in USD

Female 2.2 1.8% 1.5 2.5 0.8

1st Q1 Male 2.1 1.7% 1.8 0.9 0.2
4.3 3.5% 3.3 3.4 1.0

Female 3.6 8.70% 4.4 5.9 0.9

2nd Q1 Male 3.5 8.60% 2.6 3.4 0.6
7.1 17.40% 7.0 9.3 1.5

Female 3.8 16.5% 7.1 7.6 0.5

3@ Male 3.7 16.3% 5.2 5.5 13
7.5 32.8% 12.3 13.1 1.8

Female 1.9 12.0% 6.0 2.5 2.3

4th Q1 Male 1.9 11.8% 8.6 4.1 0.6
38 23.8% 14.6 6.6 29

Female 1.4 11.3% 6.9 4.7 0.8

5t Q1 Male 1.4 11.2% 5.2 3.6 1.6
2.8 22.5% 12.1 8.3 2.4

Female 12.9 50.3% 25.9 232 53

Total Male 12.6 49.6% 234 17.5 43

Total 25.5 100% 49.3 40.7 9.6

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =453; FXrates based on three months average (May-July 2021): PEN =3.84; See slides 67,75 and 76 in methodology report for extrapolation logic. 1) 1st Quintile: <300 PEN, 2" Quintile:
300-600 PEN, 3 Quintile: 600-1,000 PEN, 4™ Quintile: 1,000-1,300 PEN, 5" Quintile: 1,300-1,600 PEN. 2) Share ofeach segment’s total income from the overall income ofall LICONSs.
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l Market sizing analysis: LICONs payments

Our market sizing model estimates the value of outgoing LICON payments

around USD 40bn

Total consumer payment in 202
(in USD)

Total payments market: 40.7bn

Ruralconsumers!:

8.8bn \\

Bank transfer

Cash

Debit card

Mobile money

/

Urban consumers!:

32.0bn

Other means

1.0%

1.0%

0.9%

0.1%

Transaction value by payment means

97.1%

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =453; FXrates based on three months average (May-July 2021): PEN =3.84; See slides 67 and 76 in
methodology report for extrapolation logic. 1) Rural consumers (< 10,000 population): 6,577,673; Urban consumers (> 10,000 population): 19,019,509. Differences to 100% due to rounding.
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SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Insights

= (Cash dominates all
payment mechanisms

= Mobile moneyand debit
card transactions account
for less than 1% of
payment volume



l_lMarket sizing analysis: LICONs savings

Overall, low -income consumers in Peru are estimated to have total savings

. SIMON ¢ KUCHER & PARTNERS
below USD 10bn N 2021 Strategy & Marketing Consultants

Market sizing

Savings stock by 6.5 million rural consumers 1in 2021 Savings stock by 19 million urban consumers 1in 2021

Total savings:

Total savings:

USD 1.4bn USD 8.3bn
Savings means value - Value
(in USDbn) Savings means (in USDbn)
Cash at home 0.34 Cash at home 1.72
20.9%
23.2% Bank account 0.68 Bank account 4.77
I Micro fin. acc. 0.05 I Micro fin. Acc. 0.13
3.8% —V Other 0.37 Other 1.56
47 7% Money circle acc. 0.01 Gold 0.01
Qold 0.01 Livestock 0.01
II;\)lveIstoc;kt 0060012 Real estate 0.01
eal eslale ’
Others 0.34 57.7% > 55

Source: Online survey and face -to-face interviews of Peruvian LICONs conducted between June 29 and July 20, 2021, n = 453; FXra tes based on three months average (May -July 2021): PEN = 3.84; See slides 67 and 76 in methodology report for extrapolation logi  c. 1) Rural consumers (< 10,000 population):
6,577,673; Urban consumers (> 10,000 population): 19,019,509. Differences to 100% due to rounding.
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Market sizing analysis: LICONs SIMON + KUCHER & PARTNERS
Market sizing overview: Low -income consumer (1/2) Strategy & Marketing Consultants

LICONSs
_— == g1 NN _— == J0 AB _— == J0 NN

Creditgiopursed  REETRPY 3,626 20,641 189 531 34 51 49 456 711 422 1,923

Formal 18,101 1,523 9,737 108 245 14 24 28 211 299 199 1,099
Informal 15,361 1,615 7,344 38 209 15 18 10 179 317 150 387
BNPL3 5,678 488 3,560 43 77 5 9 11 66 96 73 437
Female 22,871 1,972 9,076 100 310 18 22 26 554 769 376 2,021
Male 16,269 1,654 11,565 89 221 16 29 23 364 653 466 1,823
Rural 23,706 1,773 5,956 30 321 17 14 8 421 480 249 1,394
Urban 15,434 1,853 14,685 159 210 17 37 41 521 1,321 586 2,071

Source: Online survey, phone interviews and/or face -to-face interviews of LICONs between June 29 and July 20, 2021, n = 1826; Se e slides 67 and 75 in methodology report for extrapolation logic. 1) FX rates based on three months average (May  -~July 2021): INR -USD = 73.74; KES - USD = 107.7; NGN = 401.3;
PEN - USD = 3.84; 2) LICON population based on data by the World Bank and the Economist Intelligence Unit: India: 1,165,005,479; Kenya: 47,349,211; Nigeria: 121,973,783; Peru: 25,597,182. 3) BNPL is neither classified as formal nor informal credit as sur  vey respondents did not indicate the formality of
BNPL providers.
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Market sizing analysis: LICONs SIMON ¢ KUCHER & PARTNERS
Market sizing overview: Low -income consumer (2/2) Strategy & Marketing Consultants

LICONSs
_— == g 1 NA _— == E1 ih _— == J0 NN

Paym;é‘zt ) N 43753 4,182 22,770 156 593 39 57 41 509 820 465 1,587

Rural 28,302 3,032 12,315 33 384 28 31 9 503 820 515 1533
Urban 15,451 1,150 10,455 123 209 11 26 32 522 820 418 1602
Savings value 2021 14,444 512 6,115 37 196 5 15 10 168 100 125 376
Rural 8,480 310 3,462 5 115 3 9 2 151 84 145 232
Urban 5,964 202 2,653 32 81 2 6 8 201 144 106 417

Source: Online survey, phone interviews and/or face -to-face interviews of LICONs between June 29 and July 20,2021,n =1826;See slides 67 and 76 in methodology report for extrapolation logic. 1) FXrates based on three months average (MayJuly 2021): INR -USD =73.74; KES -USD =107.7; NGN =401.3;
PEN -USD = 3.84;2) LICON population based on data by the World Bank and the Economist Intelligence Unit: India: 1,165,005,479;Kenya: 47,349,211;Nigeria: 121,973,783;Peru: 25,597,182.
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Market sizing analysis: LICONs credit SIMON ¢+ KUCHER & PARTNERS

LICONSs: Earnings model for the lending market Strategy & Marketing Consultants
Total credit Share of total credit Average tenure in Credit disbursed p.a. in Averaae interest rate Portfolio size in Portfolio gross interest
disbursed p.a. market p.a. months USD in Bn 9 USD in Bn income p.a. inUSDin Bn
LICONs
Local 1 - . - - - -
cumeney | 950 Formal - 'MOr- NP2 Formal - M- BNPL2 | Formal | ™~ BNPL2 Formal | ™MOF-  BNPLZ Formal | 'O BNPLZ Formal  M°r-  pnpL2
inBn iN Bn mal mal mal mal mal mal

. 39,140 531.6 46.2% 1 392% | 14.5% 9.0 10.5 9.0 2455 ;2088 ; 773 | 143%  16.7%  143% 923 90.8 29.0 1520 ; 13.18 | 4.13

E 3,626 | 33.7 | 42.0% 44.5% 13.5% 3.4 4.5 3.4 14.1 15.1 4.5 13.0%  13.4%  13.0% 2.0 2.8 0.6 0.38 0.26 0.08

I I20,641 513 472%  35.6% | 17.2% 4.8 4.9 4.8 242 18.2 8.9 13.6% | 12.7% ; 13.6% 4.9 3.7 1.8 0.48 0.66 0.24

I I 189 493 573% 202% 22.6% 10.2 7.9 10.2 28.3 9.9 111 17.5%  129% 17.5% 12.0 3.3 4.7 0.42 2.11 0.83

Source: Online survey, phone interviews and/or face -to-face interviews of LICONs between June 29 and July 20,2021,n =1826;See slides 67,75 and 77 in methodology report for extrapolation logic. 1) FXrates based on three months average (May-July 2021): INR -USD =73.74;KES -USD=107.7; NGN =
401.3; PEN -USD =3.84;2) For BNPL same tenure and interest rates than in formal lending assumed; BNPL is neither classified as formal nor informal credit as survey respondents did not indicate the formality of BNPL providers.
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Market sizing analysis: LICONs payments SIMON ¢ KUCHER & PARTNERS
EarningS MOdel: Payment COStS Strategy & Marketing Consultants

Charges for sending/paying specific amounts in USD

Specification Additional information
USD 1 uSD 10 USD 100
. Max. 1% of value | Max. 1% of value . . .
® Min. 0.13 being transferred being transferred Charges are applying for customers using domestic money transfer (DMT.)
Registered user - 0.12 0.87 . . o . .
Costs of sending/paying through M-PESA. From 55 million inhabitants in
E . Kenya, 29.1 million have a mobile money subscriptions (52.9%). 1
Unregistered user - 0.49 2.05
MNO/MMO USSD 0.078 0.078 0.141
I I Prices are from PAGA, Kudi, and Firstmonie.
MNO/MMO mobile app 0.062 0.125

Tunki (Interbank), PLIN2 and Yape (BCP) offer all transaction services for free
and Bim only charges for withdrawing money.

Source: 1) http://www.connectingafrica.com/author.asp?section_id=761&doc_id=762180; 2) Interbank Payment Switch
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Market sizing analysis: LICONs payments SIMON ¢+ KUCHER & PARTNERS

LICONSs: Earnings model for the payments market Strategy & Marketing Consultants
: Transaction value Average yield per  Processing yield in Average total Average value of
Total transaction value p.a. p.a. trar?sa)cl:tion p1 USD?nan payment p?r month each mdmdtual

LICONS per customer paymen

Local currency in Bn USD in Bn Total In USD In USD
® 43,753 593 1% 5.93 44 1 1.7
E 4,182 39 1.8% 0.68 1034 6.4
I I 22,780 57 0.2% 0.11 49 5 48

. I 156 41 ;

151.5 242

Source: Online survey, phone interviews and/or face -to-face interviews of LICONs between June 29 and July 20,2021,n = 1826; FXrates based on three months average (May-July 2021): INR -USD =73.74;KES -USD =107.7; NGN =401.3; PEN -USD = 3.84. Sece slide 77 in methodology report for calculation
logic. 1) Derived from payment costs, listed on previous slide.
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Market sizing analysis: MSE credit

The total value of all credit disbursed to MSEs is sized around USD 20bn

for 2021

Total credit disbursed to
MSEs in 2021 (in USD)

Total credit market: 23.7bn

BNPL!:
20bn .

27.5%

Informal: \
6.5bn
Formal:
14.3bn

Source: Online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20, 2021, n = 184; FX rates ba

Credit supply by lending sources

(Distribution oftotal disbursed loans by credit source)

Lending source

Banks _ 19.5%
FinTechs | 03%
vric | ;! 9
Financial cooperatives | 0.5% §
Savings & credit assoc. I 1.1% %
Specialized lending companies  0.0% l%
Other formal providers - 7.0%
Family 14.9%
Friends 4.9% "
)
Religious groups  0.1% §
3
Local savings & credit assoc. 4.3% (\é
Money lenders 33% S
Other informal providers  0.0%
BNPL credit volume 12.0%

Share oftotal disbursed

loan value

sed on three months average (May-July 2021): PEN = 3.84. Differences to 100% due to rounding.

See slides 67 and 75 in methodology report for extrapolation logic. 1) BNPL is neither classified as formal nor informal creditas survey respondents did not indicate the formality of BNPL providers.
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SIMON ¢ KUCHER & PARTNERS

Strategy & Marketing Consultants

Insights

Formallending sources
account for 60% ofthe
overall credit supply

With USD 7.6bn credit
annually, MFIs account for

about /5 ofthe total credit
supply
Families are the largest

nformallending source
and provide more than

USD 3.5bn ofcredit
annually

31



Market sizing and survey analysis: MSE
MSEs: Average loan size, tenure and interest rate by credit supplier

Banks

FinTechs

Microfinance institution
Financial cooperatives
Savings & credit associations
Specialized lending companies
Other formal providers

Family

Friends

Religious groups

Local savings & credit associations
Money lenders

Other informal providers

Source: Online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20, 2021, n = 184; FX rates ba

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Avg. loan size in USD Avg. tenure in months 2 Avg. interestrate p.a.in % 2
B 5300 13.5

237 7.5
B 5704

I)_‘
W
(e

| 18.0 7.2
2,684.9 11.2 1.6
5,662.6 10.2 10.0
390.8 27.7 10.0
7,743.4 12.8 215
1,713.2 7.8 17.6
4397.0

sed on three months average (May-July 2021): PEN =3.84; 1) Data based on market sizing data;2) Data based on survey response data.
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Market sizing and survey analysis: MSE
MSEs: Market share of credit suppliers by revenue clusters

Annual revenue in USD

<10,984 10,984 — < 38,319
FinTechs | 0.3% | 0.4%
Microfinance institution ‘ .4.3 %
Financial cooperatives  0.0% 0.0%
Savings & credit associations I 1.3% |0.8%
Specialized lending companies  0.0% 0.0%
Other formal providers  0.0%
Family 8.5% 32.1%
Friends 2.1% 11.9%
Religious groups  0.0% 0.0%
Local savings & credit associations 4.8% 4.6%
Money lenders " 1.3% 7.8%
Other informal providers  0.0% 0.0%

38,319 — <49,109

%

s
0.0%

| BERG
52%
0.9%
1.7%
8.3%
515%

0.0%

Source: Online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20, 2021, n = 184; FXratesba  sed on three months average (May-July 2021): PEN = 3.84;
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Strategy & Marketing Consultants

49,109 —<92,080

44.1%

| IREA
0.0%
0.0%
0.0%

B 5%
7.2%
0.6%
10.2%

16.7%
0.0%

0.0%
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l Market sizing analysis: MSE payments
Our market sizing model estimates the total annual value of payments
made and received by MSEs at roughly USD 35bn

Total MSE payments in 2021  (in USD) Transaction value by payment means

Total payments market: 37.7bn

Smallenterprises!:
2.2bn o
: \ Bank transfer | 1.9%

Cash 96.6%

Debitcard | 0.7%

Mobile money | 0.7%

/

Micro enterprises’:

35.5bn

Other means 0.1%

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20, 2021, n = 184; FX rates based on three mont  hs average (May-July 2021): PEN = 3.84; See slides 67 and 76 in methodology report for
extrapolation logic. 1) Micro-enterprises (1 -5 employees): 2,973,851; Smallenterprises (6 — 10 employees): 34,636. Differences to 100% due to rounding.
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SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Insights

= (Cash dominates all
payment mechanisms

= Micro-enterprise payments
exceed those of smallones
significantly due to much
higher number of firms
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l_.Market sizing analysis: MSE savings

. . . SIMON ¢ KUCHER & PARTNERS
Overall, MSEs in Peru have savings of around USD 2bn in 2021 Strategy & Marketing Consultants

Market sizing

Savings stock by 2.9 million micro enterprises 1in 2021 Savings by 35 thousand small enterprises 2 in 2021
Total savings: Total savings:
USD 2.21bn . USD 0.16bn i
: alue : alue
Savings means (in USDbn) Savings means (in USDbn)
Cash at home 0.26 Cash at home 0.006
11.7% 13.9% 4.1%
Bank account 1.63 Bank account 0.118
; . 7.8%
Micro fin. acc. 0.11 \ Micro fin. acc. 0.012
Other 0.23 74.2% Other 0.022
Money-circle acc. 0.02 Money<circle acc. 0.008
Gold 0.002 Gold 0.001
Real estate 0.09 Real estate 0.006
73.7% Others 0.11 Other 0.007

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20, 2021, n = 184; FX rates based on three mont  hs average (May-July 2021): PEN = 3.84; See slides 67 and 76 in methodology report for extrapolation logic. 1) Micro  -enterprises: 1 -5 employees; 2) Small -enterprises: 6 -20
employees. Differences to 100% due to rounding.
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Market sizing analysis: MSE SIMON ¢+ KUCHER & PARTNERS
Market sizing overview: Micro and small enterprises Strategy & Marketing Consultants

MSEs
_— == J0 NN _— == J0 AB _— == H0 NN

Credit disbursed in
2021

13,790 736 13,376 91 187 7 33 24 2,955 923 802 7,895
Formal 6,148 372 3,097 55 83 4 8 14 1,318 470 186 4,769
Informal 4,835 271 4,538 25 66 2 11 7 1,036 340 272 2,175
BNPL3 2,807 93 5,741 11 38 1 14 3 601 113 344 951
47,981 2,768 62,816 145 651 26 157 38 10,281 3,471 3,768 12,551
Micro 46,312 2,701 62,161 137 628 25 155 35 10,183 3,473 3,749 11,923
Small 1,669 67 655 8 23 1 2 3 13,471 3,416 7,313 63,079
2,747 68 4,329 9 37 1 11 2 588 85 260 790
Micro 2,649 64 4,277 8 36 1 11 2 582 83 258 746
Small 98 4 52 1 1 <01 <1 <1 801 166 577 4,601

Source: Online survey, phone interviews and/or face -to-face interviews of MSEs between June 29 and July 20, 2021, n = 785; See slides 67, 75 and 76 in methodology report for extrapolation logic. 1) FX rates based on three months average (May -July 2021): INR -USD = 73.74; KES -USD = 107.7; NGN = 401.3;
PEN - USD = 3.84; 2) Number of MSEs based on country -specific sources: India: 63,318,273; Kenya: 7,406,880: Nigeria: 41,497,332,  Peru: 3,008,487. Number in official sources slightly higher because we do not consider medium enterprises in our market sizin g model. Differences to 100% due to rounding. 3)
BNPL is neither classified as formal nor informal credit as survey respondents did not indicate the formality of BNPL provide rs.
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I IMarket sizing analysis: MSE
2.1m MSEs that generate revenue below 11k USD make up about half of SIMON + KUCHER & PARTNERS
the Overa" revenue Share Strategy & Marketing Consultants

Corresponding market size in USD bn

# companies in k Revenue share ! Credit disbursed Payments Savings stock

Size of company

Micro 2,646 96.3% 22.7 35.5 2.2
Small 34.2 3.7% 1.0 2.1 <0.1
Revenue classes (USD)

< 10,984 2,110 49.2% 13.7 19.1 1.2
10,984 — < 38,319 536 43.8% 9 16.4 1.0
38,319 — <49,109 31.1 1.1% 0.9 1.8 <0.1
49,109 —<92,080 3.1 6.9% 0.1 0.3 <0.1

Source: Online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20, 2021, n = 184; FX rates ba  sed on three months average (May ~July 2021): PEN = 3.84. See slides 67, 75 and 76 in methodology report for extrapolation logic. 1)  Share of each segment’s total income from the
overall income of all MSEs.
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I Market sizing analysis: MSE credit

SIMON ¢ KUCHER & PARTNERS

MSEs: Earnings model for the credit market Strategy & Marketing Consultants
Total credit Share of total credit Average tenure in Credit disbursed p.a. in Average interest rate Portfolio size in Portfolio gross interest
disbursed p.a. market months USD in Bn g USD in Bn income p.a. inUSD in Bn
MSEs
Local 1 _ . - - - -
cumeney | 95D | Formal - MOr-  BNpL2 Formal - M7 BNPLZ Formal | ™~ BNPL2 Formal | MO BNPL2 Formal | "™MOF-  BNPLZ Formal  'MOr-  pNpL2
inBn iN Bn mal mal mal mal mal mal

® 13,790 187.01 | 44.6% : 35.0% | 20.4% 15.3 13.6 15.3 83.37 65.57 38.07 | 12.1% | 143% ' 12.1% 53.1 37.1 242 6.44 532 294

E 736 6.83 | 51.0%  36.8% « 122% 39 3.6 39 348 2.52 0.83 134%  15.0% « 13.4% 0.6 0.4 0.1 0.08 0.06 0.02
I I 13,376 3333 | 23.1% | 33.9% 43% 10.7 9.7 10.7 7.70 11.30 14.33 142% ' 10.0% ' 14.2% 34 4.5 6.4 049 0.45 0.9
I I 91 23.68  60.4%  27.5% @ 12.0% 17.7 11.1 17.7 1431 6.52 2.85 179%  13.5%  17.9% 10.6 3.0 2.1 1.89 041 0.38

Source: Online survey, phone interviews and/or face -to-face interviews of MSEs between June 29 and July 20,2021,n =785; See slides 67,75,76 and 77 in methodology report for extrapolation logic. 1) FXrates based on three months average (May-July 2021): INR -USD = 73.74; KES -USD =107.7; NGN =
401.3; PEN -USD =3.84;2) For BNPL same tenure and interest rates than in formal lending assumed; BNPL is neither classified as formal nor informal credit as survey respondents did not indicate the formality of BNPL providers.
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Market sizing analysis: MSE payments

MSEs: Earnings model for the payments market

. Transaction value
Total transaction value p.a.

p.a.
LICONs

Local currency in Bn USD in Bn
—— 47981 650.7

E 2,768 25.7

I I 62,816 156.5

. I 145 37.6

Average yield per Processing yield in

transaction 2 USD in Bn
Total
1% 6.51
1.8% 0.45
0.2% 0.32

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Average payment  Average value per

size per month payment
In USD In USD
644.3 15.0
289.2 6.3
314.0 6.8
1,041.7 65.2

Source: Online survey, phone interviews and/or face -to-face interviews of MSEs between June 29 and July 20,2021,n = 785;FXrates based on three months average (MayJuly 2021): INR -USD = 73.74;KES -USD=107.7; NGN =401.3; PEN -USD = 3.84. See slide 77 in methodology report for calculation
logic. 1) Payments market defined as sum ofall outgoing and incoming payments. 2) Derived as average of payment costs to the market; see page 28 for details.
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SIMON ¢ KUCHER & PARTNERS
Agenda Strategy & Marketing Consultants

Survey overview

Market sizing highlights

FinTech highlights

Strategic recommendations and outlook

Appendix
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SIMON ¢ KUCHER & PARTNERS

FinTeCh |andscape OverVieW for Peru (1/2) Strategy & Marketing Consultants
' 1
In 2017, Peru's ICT" sector In its 2017-18 Global D Peru ranked 118 out of 139
0 . .gn . ”r
represented 2.6% of the GDP; Competitiveness Index ., the countries i terms ofits political
lg/{llrslilﬁgslss :ey f?nretﬁf mostimportant WEF ranked Peru 83rd out of 137 and regu|atory environment Poie
g countries m terms of mfrastructure for ICT development -~

< fixed mobile lines and 69th for mobile g
Q7 subscriptions infrastructure o
v Source: Oxford business group, 2017 p Source: WEF, 2017 Source: Digitisation Index by BBVA Research, 2017

In urban Peru, 54% ofthe population uses the internet

while in rural areas this falls to 14% . Internet access in
rural areas is up, however, from 19.2% in 2013 to 68.7% as of
As 0f2017 there were 61,473 km offiber optics , of which 2016

78% was privately owned

QHH..

N
Source: Oxford business group, 2017 Source: Oxford business group, 2017
Political instability and an unfavorable regulatory environment are the main factors affecting the country's competitiveness in

terms of ICT ' adoption, according to the World Economic Forum (WEF). National broadband plan that seeks to establish Peru's
backbone infrastructure by 2021.

Sources: Oxford Business Group, 2017; WEF, 2017; Digitization index BBVA research, 2017 1) Information and communications te chnology
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FinTech landscape overview for Peru (2/2)

Share of FinTech Start -Ups in Peru,
by business segment (June 2020)

Lending to SMEs I 90%
Currencies N 80%

Customer Lending e 60%
Payments s 40%
Factoring s 30%
Welath management mmmm——— 20%
Mangement mmmm 10%
Infrastructure m 10%

Source: Asociacion Fintech delPera

Revenue in Peruvian soles

51.4%
24.3%
Less than 10,000 10,000-50,000 50,000+

Source: Asociacion Fintech del Pera

10.3%

1 year

Source: Asociacion Fintech del Pert

10.8%

1,000,000+

Source: Statista Digital Market Outlook

Distribution of FinTech startups in Peru as of June 2020,

by monthly revenue

Sources: Asociacion Fintech del Peru; Statista Digital Market Outlook.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru
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Strategy & Marketing Consultants

Share of FinTech Start -Ups in Peru,
by years of operation (June 2020)

48.7%
30.8%
10.3%
2.6%
2-3 years 4-5 years 6-10 years Over 10 years
Personal
Finance
2.87
Digital
Payments
17.38

Number of FinTech users in Peru in 2023,
by segment in millions
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SIMON ¢ KUCHER & PARTNERS

FinteCh ShortIiSting proceSS Strategy & Marketing Consultants
Broad
FS suppliers
Mapped Shortlisted Business Interviewed Profiled
model
FinTechs assessed
operating in
targeted markets
% Lending 19 14 14 2 2
FinTechs mapped
} @ Payments 20 9 9 2 2
FinTechs
shortlisted

e Savings 3 1 1 1 1

FinTechs assessed

® Digital
FinTechs selected for E banking .
profiling

Shortlist (with MSE offer)

Source: Simon -Kucher & Partners
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FinTech assessment of MSE reach and MSE

Peru

Shortlisted FinTechs

Andy (Latin FinTech)

Independencia

MiCredit
Monnet
BiM
CULQI
Ligo
Pago facil

PayU

TasaTop

Innova Funding

Prestamype

Outreach to underserved MSEs

Evaluation

Only digital channels utilized (website), however, operates
with 3 banks can enable medium reach

Only digital channels utilized (website), however uses
referral programs that can increase reach, operate in 13
provinces and partner with banks for loan funding

Operates 12 physical stores in 2 provinces and a website

Only digital channels, operates in several Latin American
countries

A mobile wallet; possesses +15,000 “agents” across Peru
and partnerships with banks

Digital presence with APl integration

Digital channels, website and application. However, has
4,000+ recharge and withdrawal points signaling reach

Digital channel through website; distribute POS by izipay

Numerous partners (banks, VCs, Shopify etc.) ensuring
high reach and globalpresence

Digital channel through website and partnerships with
various financial institutions

Digital channel through website

Digital channel through website

Source: Simon Kucher & Partners expert judgement, Company websites 2021

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

-focused offerings (1/2)

SIMON ¢ KUCHER & PARTNERS

MSE -specific offering
Evaluation

Personal loans for the underbanked, possessing bank
accounts at 1 of3 major banks
Business loans for registered businesses with POS

Offers personal loans to banked population

Working capital and fixed asset financing for MSEs
Also offers sector specific financing (Agriculture)

Payment platform that enables business to accept
payment methods, make large payments

Money transfer services (bill payments, top-ups etc.) for
consumers. Offers merchants payment, lending services

Payment solutions for merchants; including those selling
offline to accept online payments

Electronic wallet offering banking services for
customers, withdrawal by PayPal only

Digital payment acceptance for merchants through POS
distribution

Provides payment services enabling businesses to sell
online. Caters to large enterprises and SMEs, specifically

Saving and investment platform for customers and
financial institutions and those that require financing;
offering financial

Invoice factoring platform connecting SMEs with
investors

Working capital loan through real estate collateral
through P2P lending platform connected to investors

Strategy & Marketing Consultants
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FinTech assessment of MSE reach and MSE  -focused offerings (2/2)

Peru

Outreach to underserved MSEs

MSE -specific offering
Evaluation Score Evaluation Score

Shortlisted FinTechs

Digital channel through application; large partnership Provides inventory financing credit lines to small retailers

Tienda Pago

network with dealers (Phillip Morris) and payment points 4

(BBVA, Walmart)

for weekly purchases

Digital invoice financing platform that connects SMEs

FindoTech Digital channels through mobile and web o
with investors
Fi ¢ Digital channels through mobile and web; provide SMEs Digital invoice financing platform that connects SMEs
msmar with BCP and BBVA FinTechs with investors
Afluenta Digital channels through web and app; multiple social and Digital lending marketplace connecting investors with

Tebca Peru — Provis

financial innovation awards signaling reach

Digital channels through web and app;accepted in
thousands of food and catering establishments

Digital channels through app and web. +1,000 affiliate

individuals and businesses

Development and implementation of prepayment
programs and issuing and commercializing of cards

Pagoefectivo stores to purchase from and numerous agencies to collect Enables online businesses to accept cash payments
cash from
Website used as a digital channeland 9 physical

FT Capital branches across Peru. Partnerships with main banks in Provides factoring services for SMEs

Tienda Cerca

Peru (BBVA, BCP)

Digital channel through web, partnerships with
Scotiabank, Nestle etc.

Platform that displays closest wineries through
geolocation

Lending platform that connects investors with SMEs

Prestacapital Digital channels through web, only valid in Lima (requires property as collateral)
Pal Digital channels through web and app, numerous affiliate Offers unbanked people the option of paying
algo agents and offline payment options installments through partner businesses
Solventa D1g1talchapnels (web and app);.loan repayment with Personal loans for banked individuals
BBVA (online, agent and agencies)
Kontigo Digital channels through web and app; operate with Electronic wallet linked to virtual pre-paid card; enables

Niubiz/ Vendemas

companies such as BBVA, Afluenta Andy

Digital channels through web and app; owned by Niubiz

Source: Simon Kucher & Partners expert judgement, Company websites 2021

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

business, personal and instant loans

Provides merchants with payment acceptance methods

and services (e.g. accepting instalment, selling airtime)
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Various shortlisted FinTechs have MSE  -specific offerings but struggle with

reach

MSE-specific offerings
Low outreach; high MSE-focus

Prestamype (L)

5 MiCredit (L) — 4

High outreach; high MSE-focus

BiM (P)

4

Finsmart (L) | TasaTop (S)

FindoTech (L)

4 2

Innova Funding (L)) e Capital (L)

Prestacapital (L) Andy (L)

3 & %
Solventa (L)

2 € Lo ®)

Kontigo (L) | CULQI (P)

Pago facil (P)

Palgo (P) PayU (P)
4* 4{' Afluenta (L) V\

Tienda Pago (L) Pagoefectivo (P)
Niubiz/ Vendemas (P)

L: lending
P: payments
S: savings
B: banking

‘

Independencia (L)

Tebca Peru — Provis (P)

¢

Monnet (P)

Tienda Cerca (L)

Low outreach; low MSE-focus

0 1 2

Sources: Company websites 2021, Simon -Kucher & Partners expert evaluation

High outreach; low MSE-focus

3 4 5

Outreach to underserved MSEs

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru
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Assessment criteria
*  OQutreach
— # ofclients served
— Partnerships and funding
— Online and offline channels
= MSE-focus
— MSME-=specific offerings
— Offering requirements (e.g.
collateral)

Insights

= Distribution:
— 8: High outreach; high MSE-focus

— 1: High outreach; medium MSE-
focus

— 4:Medium outreach; high MSE-
focus

— 2:Medium outreach; low MSE-
focus

— 4:Low outreach; high MSE-focus

4:Low outreach; medium MSE-
focus

— 2:Low outreach; low MSE-focus

» Diverse selection of FinTechs with
high MSE -focus and high
outreach
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. . . SIMON ¢ KUCHER & PARTNERS
BUSlneSS mOdel Categorlzatlon framework Strategy & Marketing Consultants

Distribution model

Commercial model

* Direct digital = B2B direct monetization

= B2B and B2C direct monetization

Business model
— App only

categorization o
— Web and App framework = B2B2C Platform (indirect)
= Agency-banking driven — B2B monetization
= APIdriven — B2C monetization
" Hybrid form — B2B and B2C monetization
»= Other (non-digital)

Value model

= Ihnovation

&

"o B
\'7 s i,
@i B

= Recombination/Orchestration X p
= Imitation

.

Source: Simon -Kucher & Partners
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BUSineSS mOdel Categorization Strategy & Marketing Consultants
Cluster analyses Distribution clusters Commercial clusters Value clusters
12 8 3
. e 11
B -“"“"" . 10 6 6 i
E = 6 — 5
) 6 4 4
E = A 4 A W
R 1
= il .,
(W A
e ; A I Web onl Direct B2B Direct B2B & B2C
Descriptive analytics . Ag:; inwyeb Apep fgvz}b + APIdriven = Direct & indirect B2B Direct & indirect B2B & B2C Imitation Innovation = Recombination
= 25 FinTechs analyzed mOther m Other
= By primary offering:
- l4mlending Web only as most common 12 out of 25 FinTechs utilize B2B Recombination value model the most
Y distribution cluster direct monetization common
— 1 in banking
— 1 in savings }

=  Clusters dimensions assessed

— Distribution (online vs. offline) 0

— Commercial (B2B, B2C, direct vs Top Cluster combinations

indirect etc.)

— Value (innovation, recombination,
imitation)

Cluster analysis 1. Distribution through web and a direct & indirect B2B commercial model: 3 FinTechs

= Research commercial & 2. 5 different distribution and commercial cluster combinations: 2 FinTechs

distribution model for each FinTech __Combinations include  web + B2B, app & web & API+ B2B, web + B2B2C, web + direct and indirect B2B & B2C, app &
= Determine value modelbased on web + direct and indirect B2B & B2C
research and expertise for each

Ttk * Variety of combinations indicates market with high level of experimentation

* Analyze to find top sub<lusters
and cluster combinations

Source: Simon Kucher & Partners expert judgement, FinTech decision makers interviews, Company websites 2021
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Out of 25 shortlisted FinTechs in Peru, 8 were classified as innovative

FinTech
BiM
CULQI
Tienda Pago
Afluenta
Pagoefectivo
TasaTop

Innova Funding
Vendemas (Niubiz)
MiCredit

Monnet
Prestamype
Ligo
Pago facil
PayU
FT Capital
Andy (Latin FinTech)
FindoTech

Finsmart

Shortlisted

Tebca Peru -Provis
Tienda Cerca
Prestacapital

Palgo
Solventa
Kontigo

Independencia

CGAP CrediGob

Source: Simon Kucher & Partners, FinTech decision makers interviews, Company websites, Owler 2021, Zoominfo 2021, Growjo 2021

Contacted

Innovative

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

Interview Estimated revenues

N/A
USD 16m
USD 16.3m
USD 17m
USD 5m -USD 25m
USD 30m
USD 250k

(Vendemas) (USD 69m — VisaNet (former
name of Niubiz))

N/A
N/A
USD 215k
N/A
N/A
USD 186m
N/A
N/A
N.A
N/A
N/A
N/A
N/A
N/A
<USD 5m
N/A
N/A

N/A

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Out of 25 shortlisted
FinTechs:

= Contacted 8 through CGAP

= 8 FinTechs classified as
Innovative

= Response from 5
companies =2 Interviews
and profiles
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Innovative FinTech analysis & scoring

Cluster

Paymentenabling
lending

Payment innovator

Lending innovator

Lending innovator

Paymentinnovator

Lending innovator

Savings innovator

Paymentenabling
lending

Medal allocation

1-Bim: Fully-interoperable national mobile money platform with high reach

3

FinTech

BiM

Culqi

Tienda Pago

Afluenta

Pagoefectivo

Innova Funding

TasaTop

Vendemas (Niubiz)

Innovation

= Wallet

=Paymentacceptance
methods

= Working capital &
business-specific
financing

= Working capital &
businessspecific
financing

= []nvestment

=* Payment acceptance
methods

= Factoring

=" Jnvestment

= Paymentacceptance
methods

» Working capital &
business-specific
financing

2-Pagoefectivo: Market leader in Latin America in the provision ofeCash and online banking payments

3-Niubiz (Vendemas): Suite of services stemming from digital payment enablement; relatively high reach
Sources: Company websites, Simon Kucher expert judgement, FinTech decision makers interviews

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

Sub4nnovation

* Interoperable mobile
money

= Enable offline
merchants to accept
online payments

= Credit lines for retailers
with token utilization

= Auction based lending/ :

mvesting platform

» Cash integration into
digital channels

= Digital invoice factoring

=P2P auction based
factoring platform

= P2P investment
platform

= oan access through
POS integration

= Acceptinstallment
payments

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Innovation logic

Offers the world’s first fully-interoperable national mobile money platform
Enables banked and unbanked consumers to transfer and receive money through
their phone nationally, check account balances and top-up mobile phones

Enables merchants to accept various payment methods from their customers
Operates an API-driven solution that allows clients to incorporate and adapt CULQI’s
service onto various platforms

Provides inventory financing credit lines to small retailers for weekly purchases
Utilizes the use oftokens to conduct transactions between merchants and distributors
Digital token origination through WhatsApp or mobile app

Leading Latin American P2P lending network targeting individuals and SMEs
Auction based lending marketplace with investors bidding on offered interest rates
A digital process for the transfer of funds

Market leader in Latin America in the provision ofeCash and online banking payments
Offers cash payment and collection services for online stores

Allows merchants to offer alternative payment methods at the checkout; facilitating
online transactions for the unbanked

Dedicated to providing factoring services for smalland medium-sized companies in
Peru through digital auction based factoring platform

Connects investors (individuals) with banks and small companies seeking investments

Accepts payments from alldebit and credit cards
Access to free medical care
Loan access through POS integration
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Overview of innovative business models across all countries

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

We found numerous business models that innovate within and across verticals and simultaneously enable other verticals.

Lending vertical Payment vertical Savings
vertical

Credit i e 1 u 1
scoring e

Information
vertical

BNPL @ _
Advisory &
Invest - financial
_ ments manage -
Workllng ment
Capital - = - -
financing
‘ Factoring a ‘
Digit indicates number of businesses with Shapes indicate number of verticals innovated by Border thickness indicates number of verticals enabled

shared characteristics business model by business model

‘ Innovator H Innovators in 2+ O One more vertical
in one vertical verticals enabled by innovation

‘_. Multifunctional Two more verticals
Source: Simon -Kucher & Partners innovator in one vertical enabled by innovation

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

3+ verticals enabled by
innovation
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Overview of innovative business models across all countries

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

We found numerous business models that innovate within and across verticals and simultaneously enable other verticals.

Lending vertical

Reading example 1

We found 2 FinTechs (indicated by
the digit) nnovating in the overall
lending vertical and the information
vertical (indicated by shapes and
their connection); which enable two
more verticals (indicated by the
shape’s border)

Digit indicates number of businesses with

shared characteristics business model

‘ Innovator
in one vertical

._. Multi-functional
mnovator in one vertical

Source: Simon -Kucher & Partners

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

Payment vertical

Shapes indicate number of verticals innovated by

o

Savings Information
vertical vertical

Reading example 2

We found 2 FinTechs (indicated

by the digit) innovating payment

acceptance methods and digital
wallets simultaneously

(indicated by shapes and their Advisory &
connections) which enable two financial
more verticals (indicated by the manage -
shapes’border) ment

Border thickness indicates number of verticals enabled
by business model

Innovators in 2+ O One more vertical 3+ verticals enabled by
verticals enabled by innovation innovation

Two more verticals
enabled by innovation
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Examples for the identified innovation types

Innovation logic

Innovator
in one
vertical

Multi -

functional
innovator
in vertical

-0

Innovator
in 2+
verticals

¢

FinTech value

proposition Innovation

Develops an innovative  Payments
solution specific to one

. . . = Payment
function in a vertical Y

. acceptance
(e.g. wallet in methods
payments)
Develops innovative Payments

solutions across
multiple functions in a
vertical

= Payment
acceptance
methods

= Digital wallet

Develops innovative Lending
solutions gcross two or = Credit
more verticals )
scoring
= Advisory

Example 1
Company Enablement Innovation
Vendemas (Niubiz ) I I Payments Payments
= Merchant acquirer, first to = Working capital ' = Payment
market smalland cheap and business- acceptance
mPOS devices in Peru specific methods
= Focus on digital enablement financing
for locallyrooted merchants
Paytm msam Payments Lending
= Fullservice mobile money = Payoutand = Factoring
solution that is innovative in receivable . .
. = Creditscoring
both paymentacceptance automation
and an interoperable wallet Savings

= Investments

Pezesha E Payments Lending

* Innovative business = BNPL = Working
management solution and « Working capital capital
credit scoring platform ﬁnancing P financing

= Service with unique offerings & = Advisory
to individuals and financial
institutions

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Example 2
Company Enablement
Pagoefectivo I I Payments
= Offers cash paymentand = Payoutand
collection services for online receivable
stores automation
= Facilitates online transactions
for the unbanked
Innova Funding I I Lending

* Innovative in invoice factoring = Working capital

and credit scoring financing
Platform offers online .

auctions to non-nstitutional Savings
mvestors with alternative » Investments

credit scoring as a guideline
for investment

Zanifu E Lending

* Innovative working capital = Creditscoring
and sales management = BNPL
solutions

= Increases efficiency ofboth
suppliers and retailers across
multiple dimensions

We've identified three different archetypes of innovators, differentiated by their focus of innovation

Source: Simon Kucher & Partners

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

53



Categorization of innovative FinTechs

Market

Lending

Payments

Savings

Innovation / enablement in Bim

Credit scoring

BNPL

Working capital and

Information: Advisory and financial

management

Innovation cluster

Source: Company websites 2021, Simon -Kucher & Partners expert judgement, FinTech decision maker interviews

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

business -specific financing =
Factoring
Payment acceptance
E
methods
Payout & receivable E
automation
Digital wallet I
Investments
v
Payment
innovator
enabling
lending

Tienda Pago Afluenta
Innovation
Enablement
| |
E
4 4
Lending Lending
innovator innovator

Pagoefectivo

v

Payment
innovator

Innova -funding

v

Lending
innovator

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Vendemas by

TasaTop Niubiz
E E
I
I
v v
Savings Payment
innovator innovator
enabling enabling
lending lending
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Out of 25 shortlisted FinTechs in Peru, 5 were interviewed and profiled

FinTech Contacted Innovative

BiM
CULQI
Tienda Pago
Afluenta
Pagoefectivo
TasaTop

Innova Funding
Vendemas (Niubiz)
MiCredit

Monnet
Prestamype
Ligo
Pago facil
PayU
FT Capital
Andy (Latin FinTech)
FindoTech

Finsmart

Shortlisted

Tebca Peru - Provis
Tienda Cerca
Prestacapital

Palgo
Solventa
Kontigo

Independencia

CGAP CrediGob

Sources: Simon Kucher & Partners, FinTech decision makers interviews, Company websites, Owler 2021, Zoominfo 2021, Growjo 2021

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

Interview

(Vendemas)

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Estimated revenues
N/A
USD 16m
USD 16.3m

USD 17m

USD 5m -USD 25m Out of 25 shortlisted
USD 30m FinTechs:

USD 250k = Contacted 8 through CGAP

(USD 69m — VisaNet (former . .
name of Niubiz)) = 8 FinTechs classified as

N/A Innovative

N = Response from 5

companies =2 Interviews
and profiles

USD 215k
N/A
N/A

USD 186m
N/A
N/A
N.A
N/A
N/A
N/A
N/A
N/A

<USD 5m
N/A
N/A

N/A
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Market readiness and attractiveness - What does it take for FinTechs to grow? T —
Perceived scoring in the eyes oflocal FinTech decision makers Strategy & Marketing Consultants

e India = Kenya [] P Nigeria ] [JPeru
1 2 3 4 1 2

Metric 1 2 3 4 5 5 1 2 3 4 5 3 4 5
Level of financial literacy across MSEs 2 * ® @ !
Digital FS infrastructure (e-KYC, POS coverage, national payment gateway, digital IDs, etc.) ‘?\0 \5\0 \:b \05
p MSEs credit scoring availability, quality, and costs 0/5/ 0\ 0/5\ }0
2 mterbank clearing house i 2 i X 3 N 0 «
E Data centers availability, security, reliability, and coverage i 0/ Qi/ +/ Si\‘o
% Enabling regulation for FinTechs specialized in MSEs ‘\/ ’<\ /\‘ /
= Internet and smartphone penetration levels across MSEs i < P 3 QE x
Established banks obliged to offer ~ APls/open banking 0/‘%/ € E \0§ 0/5
Funding possibilities for FinTechs specialized in MSEs \E'\Q \‘:0 0/ i \0 i
% of MSEs in the market to total # ofallcompanies/businesses \0 \0 \0 \\0
- % % of MSEs that have access to financial systems (account ownership) E 0/ E 0/ 0;/ Q/;/
% é MSEs demand for digital (FinTech) products/services \0 \0 \0 \0
= %E: MSEs WTP for digital (FinTech) FS providers products/services E/Q/ E/Ql ? \0 /E,Ql
Level of competition for FinTechs specialized in MSEs ¢ & - ¢ !
4 responses 5 responses 6 responses 4 responses
h 4
= Low scoring on interbank clearing house — may trigger innovation space
» Most advanced rating on infrastructure in terms of data centers compared to other countries
= Lowest rated access of MSEs to financial systems — for further exploration / discussion

Source: Simon Kucher & Partners — FinTech decision makers interviews
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Cross country reflection on lowest perceived ratings

APls/ Open
banking

Credit
scoring

Level of
competition

i [N

India stack (Aadhaar, eKYC, eSgn, UPI,
DigitalLocker)and OCEN -upcoming —
positioned India as a FinTech hub

15 of FinTechs shortlisted leverage APIs
Good foundation for open banking
Banks not obliged to offer open banking

Rolling-out open banking needs to be
accelerated

=== Kenya

Situation is nowhere near to India stack; M-
PESA’s closed ecosystem may challenge it

8 of FinTechs shortlisted leverage APIs

Although discussed in the parliament in the
presence of many parties incl. FinTechs; open
banking is stillnot rolled-out

FinTechs like Tala, believe APIs &open
banking “aren’t high on the regulators’list of
priorities”

B N Nigeria

No national APIstack is available

APIFinTechs are trying to bridge part ofthe
gap; like Okra & Mono that offer access to
financialdata

11 of FinTechs shortlisted leverage APIs

A regulatory framework for open banking was
issued in Feb. 2021 with plans to roll-out
common banking APIstandards by Feb. 2022

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

B BPeru

Peru would be considered far behind on APIs
and open banking when compared to the other
3 markets

The FinTech association is exerting e fforts to
push foropen APIs platform

3 of FinTechs shortlisted leverage APIs

Most FinTechs interviewed do not see signs of
efforts by the regulator to address or mandate
open banking

Credit bureau data is accessible

Scoring quality and reflection on the real credit
worthiness ofthe borrower remains a challenge

FinTechs leverage scoring ofthe MSEs owners
when business’s one isn’t sufficient

Notable FinTechs like PayU fear expanding
further in the lending space due to lack of good
credit scoring; esp. on the MSEs side

Most ifnot all credit scoring assessments for
the informalare based on M-PESA provided
data

Data is mostly available on the consumers side
not the MSEs one

Three credit reference bureaus exist in Kenya?

For the unbanked, an M-PESA accountis a
prerequisite for borrowing from FinTechs

The informalsector can’t be easily captured;
as also no other exhaustive alternative takes
place that could be similar to M-PESA in Kenya

Difficult to serve MSEs due to credit scoring
availability & quality

3 licensed credit bureaus in Nigeria; together
they formed the Credit Bureau Association of
Nigeria

Credit bureaus have enough information about
formalbanked MSEs

Very difficult to serve the informalsector given
the absence ofan exhaustive alternative data
source like MPESA in Kenya

Largest# of FinTechs when compared to all
other 4 countries; est. +1500 FinTechs

The National Payment corporation of India
limited the share ofoverall volume of
transactions to 30%! perplayer

Competition in the MSEs space is lower than in
the consumers’ one

Competition is perceived to be slightly stronger
in payments than in lending

Around 300 registered FinTechs in Kenya

M-PESA dominates the MM space — 98%
market share?; being enabler & competitor led
to a very confusing situation

No figures available; yet vast majority of
registered FinTechs are very smallones

Very low competition in the MSEs space;an
expert claims that <2% ofregistered FinTechs
have clear MSEs propositions

It is estimated that there are 250 FinTechs in
Nigeria*

>40% of FinTechs operate in payments; while
<15% focus on SMEs lending

Most experts interviewed believe that
competition is still very weak when it comes to
serving MSEs

Around 120 FinTechs exist in Peru’

All interviewed FinTechs and experts asserted
that competition is still very low between
FinTechs;especiallyon the MSEs side

Informal FS providers are the main competitors
for FinTechs

Source: India, Kenya, Nigeria & Peru Simon -Kucher Country reports; 1) Source: https://economictimes.indiatimes.com/tech/technology/npcienforces-new-marketsharerules-on-upiforgooglepayphonepe-paytm-others/articleshow/81701508.cms?from=mdr; 2) Source: https://www.centralbank.go.ke/wp-

content/uploads/2016/06/Directory-of-Licenced-Credit-Reference-Bureaus.pdf; 3) Source: https://www.itnewsafrica.com/2020/07/m-pesa-is<close-to-a-99-marketshare-inkenya; 4) Source: https://thefintechtimes.com/an-overview-ofnigeria-and-the-potential-for-fintech/ ; 5)
https://techcrunch.com/2020/02/12/perusstartupscene-isready-for-more/
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Market readiness and attractiveness - What does it take for FinTechs to grow? T —
S pcc ific comments Strategy & Marketing Consultants

Metric

Level of financial literacy across MSEs
Digital FS infrastructure (e-KYC, POS coverage, national payment gateway, digital IDs, etc.)

MSEs credit scoring availability, quality, and costs Price, efficiency & time needed impact the perspective of
respondents the most; however, instant payments network that
Interbank clearing house links banks & FinTechs is under development — project led by

Mastercard '?
Data centers availability, security, reliability, and coverage

Enabling regulation for FinTechs specialized in MSEs

All experts & FinTechs interviewed
Internet and smartphone penetration levels across MSEs confirmed good ratings of data storage

infrastructure in Peru

Market readiness

Established banks obliged to offer APIs/open banking

Funding possibilities for FinTechs specialized in MSEs

% of MSEs in the market to total # of allcompanies/businesses

% of MSEs that have access to financial systems (account ownership)

MSEs demand for digital (FinTech) products/services

Market
attractiveness

MSEs WTP for digital (FinTech) FS providers products/services

Level of competition for FinTechs specialized in MSEs

4 responses 5 responses 6 responses 4 responses

Source: Simon Kucher &Partners — FinTech decision makers interviews 1) Source: https://www.americanbanker.com/payments/news/peru-plans-instant-payments-network-that-links-fintechs-mobile-bank-accounts ; 2) Source: https://www.finextra.com/pressarticle/86264/mastercard-and-aci-worldwide-to-
provide-realtime-paymentsplumbing-in-peru
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Market readiness and attractiveness

Scoring details

— What does it take for FinTechs to grow?

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Metric Scoring Scoring rationale/comments !
2 3 4
Level of financial literacy across MSEs ‘ Financial education is needed for MSEs to understand and appreciate products

Digital FS infrastructure (e-KYC, POS coverage, national payment gateway, digital IDs, etc.)

MSEs credit scoring availability, quality, and costs

N

Coverage is growing and accelerating with COVID. There are significant issues with mobile networks

Credit bureaus have good information for formal companies and individuals. However, there are many
companies that are informal, and others that have no credit history

()]
§ Interbank clearing house ‘ Interbank clearing system is controlled by the same banks and is inefficient
g Data centers availability, security, reliability, and coverage ‘ The main cloud providers are present in Peru, and many FinTechs utilize them
é Enabling regulation for FinTechs specialized in MSEs ‘/ gi:zi(i)snno regulation that is specific to FinTechs; only exists for crowd-ending, but moving in the right
g Internet and smartphone penetration levels across MSEs \‘ Smartphone penetration is high; but not readily available due to poor network
Established banks obliged to offer APIs/open banking ‘/ No law exists to oblige banks to open their APIs.
Funding possibilities for FinTechs specialized in MSEs 3 g:;é?;iiﬁertnl:rﬁ:: Seizliosgznﬁi%dmhn;f;f::ltvllg:iecs(:_ors have started funding over the last few years. The
% of MSEs in the market to total # ofallcompanies/businesses \‘ >99.5%; the majority of companies in Peru are MSEs
- § % of MSEs that have access to financial systems (account ownership) Q/ The MSE segment is underbanked; with a minority having access to FS
% § MSEs demand for digital (FinTech) products/services \‘ Currently demand is not high; but potentially can significantly increase with more awareness
=}
= ;é MSEs WTP for digital (FinTech) FS providers products/services l Cicie MRk compie e {is e A, e T willbe veny bigh
© Level ofcompetition for FinTechs Specialized in MSEs ‘/ There are a few Fintechs in Peru that are focused on MSEs; around 5 FinTechs.

* From a marketreadiness perspective, FinTech funding, availability of APls/open banking, and the interbank clearing house

h 4

are lagging

= Furthermore, cloud providers are readily available, whereas regulation is moving in the right direction but currently only exists for crowd-lending

= Marketis showing demand-driven signs ofattractiveness; WTP? for FinTech product/services is relatively high, and there is low competition in this segment

Source: Simon Kucher & Partners -FinTech decision makers interviews 1) For further comments, please refer to appendix. 2) Willingness-topay.
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SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Banks are less focused on targeting MSEs
* High interest rates reflect hesitation to take formalloans; only ~6%! of MSMEs have loans in the bank

= Banks are focused on providing factoring services for large companies to benefit from larger ticket sizes

Access to convenient lending is scarce for MSMEs; USD 8.2bn finance gap — 24% of financing
needs 2

* ~90%3 of SMEs in Latin America do notreceive any type of financing and struggle to find financialadvice

= Unsecured lending is uncommon; most lenders require some form ofcollateral, predominantly real estate

Certain FinTechs benefit from the current regulatory landscape
= No banking license is required to issue loans;a specific crowd-funding regulation was released in 2021

= Investing in invoices is considered safe due to the Peruvian law taking a strong stance to reduce default rates

Economic turmoil accelerated due to the COVID -19 crisis and political instability
= COVID-19 has hindered the digitization of credit scoring for FinTechs and lending to MSEs due to risks ofdefault

= Currency fluctuation and political instability have led manyto convert savings to USD and transfer around USD 14bn
abroad

Ongoing government efforts to battle economic downturn
= The Peruvian Congress approved free access to pension funds in 2020 to ease the effects ofthe COVID-19 pandemic

= The Business Emergency Program was created to help MSMEs face the challenges oftheir economic revitalization

Source: Simon Kucher & Partners -FinTech decision makers interviews 1) Based on information gathered during FinTech expert interviews. 2) Source: Prestamype interview; 3) Source: https://www.smefinanceforum.org/datasites/msme-finance-gap; 4) Source: President of the Fintech Association of Peru

interview
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SIMON ¢ KUCHER & PARTNERS
Peru Cha"enges Strategy & Marketing Consultants

. Low level of regulation for FinTechs is perceived ambiguous

= We’ve heard opposing statements about regulation: Some interview partners mentioned the absence ofexhaustive

FinTech-focused regulation hinders growth, others stated that this undertregulation means more entrepreneurial
flexibility

' An expensive and inefficient infrastructure restrains payment efficiency levels
= Slow and expensive interbank transfers mean an inefficient payments infrastructure inhibits the growth of FinTechs

= High costs affiliated with sending money to ruralareas (cash transportation); leading to severe challenges for
FinTechs targeting the unbanked segment

1 Scaling up throughout the value chain is very challenging for Peruvian FinTechs

= Banks and FinTechs don’t collaborate enough, and the absence of APIs and Open-banking hinders market benefits
from a stronger integration

» FinTechs find it difficult to acquire ruralbased low-income customers and MSEs due to low tech and financial literacy;
not to mention the poor internet penetration levels in ruralareas even when compares to other LATAM markets!?

| Early -stage investment environment for FinTechs

* There are only three major investment funds in Peru, and access to funds remains one ofthe main struggles for
FinTechs to flourish

= Political instability and the COVID-19 pandemic's economic impact are leaving their scars on the business
environment, including FinTechs

Source: Simon Kucher &Partners -FinTech decision makers interviews; 1) Source: https://www.brodynt.com/business-internet-connectivity-in-peru/ 2) Source: https://www.businesswire.com/news/home/20200512005542/en/Intelsat-and-Andesat-bring-Mobile-Broadbandto-Rural-Communities-in Per%C3%BA
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Survey overview

Market sizing highlights

FinTech highlights

Strategic recommendations and outlook

Appendix
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Strategic recommendations along three dimenSionS Strategy & Marketing Consultants

Regulations &
infrastructure

Product
development

Awareness for
FinTech services

FinTechs should co-voice their infrastructure needs to accelerate developing elements such as an efficient interbank clearing system and digital KYC
as wellas an open-banking system to facilitate the process ofdeveloping Bank-FinTechs connections

* FinTechs should collaborate with the regulator towards identifying a solution thatenables them to work as deposit taking institutions  given the current

situation ofthem being closely tied to banks’predatory interest rates

We estimated that cash makes up 97% ofallpayments which still gives room for payment FinTech growth in allindustry verticals
As equipment financing is a borrowing reason behind 34% of total MSE credit volumes | there would be an opportunity to providing innovative leasing
solutions tailored to MSEs

55% of MSEs surveyed use digital financial tracking applications ,reflecting an interesting finding that could be furtherused as a springboard to
develop more digital FS solutions

We estimate that BNPL accounts for23% /12% out ofthe totallending volume for LICONS / MSEs, representing a clear business opportunity for
FinTechs in that space

Further innovation and product development efforts are needed to capture the low-ncome market; therefore further collaboration between FinTechs
and Financial & Non -financial institutions is necessary to create customer centric and market relevant offerings for the LICONs and MSEs

One ofthe major challenges is low financial literacy , ie.investments inthe education would pay offin growing the customer base in the long-term

» Feature FinTech success stories and their growth in Peru across localand international media channels to attract international investors

As additional perspectives for recommendations we’d recommend to zoom into segments:

LICONSs in rural areas, family -dependent/part -time workers etc.

Sources: Simon Kucher & Partners expert judgement, Simon-Kucher & Partners market sizing study
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Survey overview

Market sizing highlights

FinTech highlights

Strategic recommendations and outlook
Appendix

= Concepts and
methodology

= Survey highlights

= Market sizing
highlights

= FinTech highlights
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e Modeling process: We followed a comprehensive approach to develop
our market -sizing model

What we

did

integrated

delivered

Prerequisites for model building

For details see concept
and methodology report

SIMON ¢ KUCHER & PARTNERS

Strategy & Marketing Consultants

Core model building

e

Market taxonomy

Identified and defined
key concepts for
market sizing (e.g.,
size and thresholds
for the low-income
population)

Desk research,
country experts, SK
expertise, CGAP
objectives, WBG
taxonomy, working
sessions

Definition and

detailed description of
individuals and firms
surveyed

Source: Simon Kucher & Partners

©

Data research

Conducted desk
research to gather
existing data on
country
demographics,
financial inclusion,
and market sizing

Country experts, SK
expertise, desk
research, CGAP
objectives

Extensive collection of
data input for later
modelcalibration and
calculation

Longlist of
results

Created longlistof
results for the
marketsizing
exercise and
mapped ways to
derive results

Desk research,
country experts, SK
expertise, CGAP
objectives

Longlist of market
sizing results

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

&

Survey design

Designed low-income
consumerand MSE
survey and revised
questions with CGAP
and country experts

SK expertise, country
experts, deliberations
with CGAP and
market research
agencyreach

Survey design,
testing, collection,
and results analysis

n
%I'

Model
assumptions

Created longlistof
assumptions that
guide developmentof
the marketsizing
model

SK expertise on
market-sizing models,
country experts, initial
insights from survey

Longlist of model
assumptions

Model
calculation

Combined survey
results, country
demographic data
and secondary input
to marketsizing
model

Survey results,
country demographic
data, additional data
sets, SK expertise on
modelbuilding

Comprehensive
market-sizing model
for all countries
surveyed

®

Model output

Developed
comprehensive sizing
toolto expand the
initial modeland
segmentresults by a
multitude of criteria

Modelcalculation, SK
expertise

Excel-based market-
sizing and
segmentation tool
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e Supply side: FinTech assessment process

From taxonomy to profiling and strategic options

® @& &

What we

did

integrated

delivered

Supplier taxonomy

Identified key
current and
potential supplier
groups

Desk research,
country experts, SK
expertise, CGAP
objectives

Holistic one page
supplier taxonomy
fitting the low -
income market

Source: Simon Kucher & Partners

FinTech
taxonomy

Identified purpose -
fit FinTech verticals
and definitions

WBG taxonomy,
FinTech
definitions, country
experts, SK
expertise, CGAP
objectives

Purpose it FinTech
definition and
selected FinTech
verticals

FinTech
mapping

Mapped FinTechs
across targeted
markets and
develop
shortlisting criteria

FinTech verticals,
desk research,
country experts,
SK expertise

Longlists of
FinTechs across
targeted markets

Simon-Kucher | CGAP | Low -ncome Financial Services Market Sizing and FinTech Assessment | Peru

FinTechs
experts
interviews

Designed and
conducted expert
interviews to
understand the
local market
context and
FinTechs offerings

Shortlisted
FinTechs, SK
network & expertise,
FinTechs experts,
local FinTech
associations, CGAP
experts network

Interview design,
results and key
new market
insights

Market
readiness
framework

Designed the FW
and evaluated
market readiness
for each country
across multiple
metrics

SK expertise,
Interviewed
FinTechs decision
makers local market
expertise

Market readiness
evaluation for
each country

For details see concept
and methodology report

Business
model
categorization

Designed business
model
categorization to
identify FinTech
clusters across
value, distribution &
commercial models

FinTech interviews,
FinTech mapping
output, Desk
research, SK
expertise

Business model
classification &
clusters

SIMON ¢ KUCHER & PARTNERS

Strategy & Marketing Consultants

®

FinTech
profiles

Developed one -
page profiles for 5 -
7 FinTechs in
targeted markets

Demand and
FinTech survey
results, experts
interviews, FinTech
interviews
selection criteria

5-7 one-page
Fintech profiles

&

Strategic
options

Recommended
tactics that
develops the
market further
enable FinTechs to
capture low -income
market demand

Fintech
assessment
results, SK
expertise, global
best practices,
Global & local
trends

List of market-
specific
recommendations
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Survey overview

Market sizing highlights

FinTech highlights

Strategic recommendations and outlook

Appendix = Concepts and
methodology

= Survey highlights

= Marketsizing
highlights

= FinTech highlights
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Ovel'all macroeconomic SnapShOt Strategy & Marketing Consultants
33.35m (2021) GDP growth (%), 2014 -2019
y s 6%
3.95% 3.97%
USD 6,977.70 (2019) o 15 A
GDP ' 238% _4— \NIV \
percapita / 2.15%
Source : World Bank 20 ‘ ‘ ‘
Yo
23.74m
Bankable population 0%
SSUSE I Bask Cbutsen 2014 2015 2016 2017 2018 2019
15.3% in 2021 (6% in 2020)
Unemployment A Top 5 exports 146
i 1. Copper ore: USD 12.2 billion EinTech
Lima 2. Gold: USD 6.8 billion 7 Iniechs
Capital city 3. Refined petroleum: USD 2.2 In Peru as
billion Of 201 9
S < Zinc ore: USD 1.65 billion
b 5. Refined copper: USD 1.6
Official language billion

Source: https://oec.world/en/profile/country/peru, Trading economics, 2021
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The Peruvian MSEs consider the COVID -19 pandemic to be the greatest growth R ———
blocker, as the main export sources of the country were shut Strategy & Marketing Consultants

Revenue drops ultimately trickle down to MSEs and low-income consumers, spurring an increased need for funding.

Unemployment rate during the COVID  -19 crisis Most important problems affecting Peru according to public
opinion in 2021

17%
COVID-19 55%
12%
6% Crime and insecurity 45%
F’" Economic situation 38%
Jan 20 Aug 20 Jun 21
In April 2020, the GDP fellby more than 40% on a year- A significant portion ofthe
Z Z : COVID-19 as the biggest lati 430
to-year basis, while over the period January to June barrier to growth of MSMEs o ( . /0)
2020 on a yearly comparison shrunk by 13.1%. said they were seeking
Percentage ofrespondents (MSMEs) idins Ao viie i
Mining represents 60% ofthe country's exports, and 5
/ : n/a survey. Moreover, close to
production was drastically scaled back because ofthe Z
s 2% ngh Barrier ha].f(46 A)) Ofthe
COVID-19 restrictions. ) S ; ;
Not a Barrier 30% participants cited financing
Between March and May, more than 2.3 million people 38% and access to funds as one
lost their jobs in the Lima Metropolitan region — close to Barrier ofthe top three barriers for
halfofthe region’s overall workforce 7. 28% their business.
Coronavirus’s influence on the economy Barriers of growth and credit supply for MSMEs

Sources: INEI; CPI; S&P Global; Asia Pacific Foundation of Canada. Differences to 100% due to rounding.
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Survey analysis: LICONs

Our survey results indicate that female LICONs work part time

and earn less than male LICONSs

Income source by gender

100% 5
. 5.1%
o 5.4% A
80% 28.6%
37.0%
60%
40%
20%
19.1% 14.3%
0%
Female Male
Share of LICONSs in income source
; Full- Part- Gov.
Yoy L time time [ benefits Do

Insights
= More than 50% ofmale LICONs work full time, while only 38% of
female LICONs have a fulltime job

more often

SIMON ¢ KUCHER & PARTNERS

Strategy & Marketing Consultants

Monthly ncome group by gender

100%
26.59
80, % 32.7%
0
60%
26.0%
(o)
40% 24.9%
14.8%
11.3% 13.3%
0%
Female Male

Share of LICONs in income group  (in USD)

78 — 156 - 260 — 339 _
<78 M 5 260 BT 417

Insights
= More than 50% offemale LICONs earn less than USD 260 per month,
whereas only about 40% ofmale LICONs earn less than USD 260

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN = 3.84. Differences to 100% due to rounding.
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Survey analysis: LICONs

Our survey results point out that older people are less likely than younger R ———
ones to use digital applications which track expenses and income Strategy & Marketing Consultants

Usage ofdigital tools by age ranges! Usage ofdigital tools by rural/urban residence?

100% 100%

80% 4520 80%
60% 60%
40% 40%
» 66.2%
57.6% 0 %
54.8% 10 00 55.8%
20% 41.4% 20%
0% 0%
15to 25 2510 30 30 to 40 40 to 60 Rural Urban
Share of LICONSs using digital tools to track expenses and income Share of LICONSs using digital tools to track expenses and income
No . Yes No . Yes
Insights Insights
» On average,50% ofpeople aged 15-40 use digital applications to = Rural LICONs are more likely to use digital tools to track expenses and
track their expenses and imcome, butonly 25% ofpeople older than 40 income than urban LICONs
do too

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84; 1) More than 60 years old taken out because only 1 respondent in sample; 2) Rural consumers: < 10,000
population; Urban consumers: > 10,000 population.
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Survey analysis: LICONs
Our survey results show that rural residents have fewer total savings than S —

urban reSidentS Strategy & Marketing Consultants

Survey insight

Total savings ranges by rural/urban residence!

100% 1.0% eeeesssesssss—— 207 3% 1.4% Insights

3.0%
4.8% = About 60% ofrural LICONs
15.0% 8.8% have less than USD 208 in
80% total savings

* In contrast,only47% of
urban LICONs have less

18.0%

60% than USD 208 in total
17.8% savings
= [ess than 6% ofrural
40% LICONs have more than
USD 1,237 in total savings
= About 8% ofurban LICONs
20% 39.0% have more than USD 2,474
27.2% in total savings
0%
Rural Urban
Share of LICONSs in saving range (in USD)
104 — 208 — 416 — 1237~ 2474- 3,710-
<104 M) ¢ 116 W5 2474 3710 1945 W>4948 M Other

Source: Online survey and faceto-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84; 1) Rural consumers: < 10,000 population; Urban consumers: > 10,000 population. Differences to 100% due to
rounding.
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uSurvey analysis: LICONSs
Our survey results demonstrate that urban LICONs spend more money than S e
I'ural LICONS Strategy & Marketing Consultants

Survey insight

Total expenses ranges by rural/urban residence!

o, 0.9% :
100% . Insights
N 4.0%

8.0% 10.5% = About 50% ofrural
LICONs spend less than
80% 15.0% USD 84 per month

27.8% * In contrast,only 33% of
urban LICONs spend less
than USD 84 per month

*= Jess than 30% ofrural
LICONs spend more than
USD 169 per month

= However,about43% of
urban LICONs spend

19.0%
20% 11.0% more than USD 169 per
' month

60%

40%

26.0%

13.0%
5.49%
0% .
Rural Urban
Share of LICONSs in expense range (in USD)
21 - 42 84 _ 169 — 260 — 339 _
<21 W, 84 L_BTL 260 339 417 W>417

Source: Online survey and faceto-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84; 1) Rural consumers: < 10,000 population; Urban consumers: > 10,000 population. Differences to 100% due to
rounding.
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l—.Survey analysis: LICONSs
Our survey results reveal that LICC_)Ns relying on family or part -ime work O —
earn significantly less than full  -time workers Strategy & Marketing Consultants

Survey insight

Monthly income group by income source

100% Insights
13.0% 17.9% 16.7% = Almost75% of
respondents working full-
80% 44.7% time earn more than USD
260

11.7% * In contrast, less than 30%

60% ofrespondents relying on
16.7% family income and only
e 40% ofrespondents
40% working part time earn
more than USD 260
20% 41.6% 23.8%
20.1%
25.0%
3.5%
o N 8.6%
Family Full-time work Part-time work Other

Share of LICONSs in income group  (in USD)

78 — 156 — 260 — X3

<78 W . 260 Mo, 417

Source: Online survey and faceto-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84; 1) ncome source government benefits taken out due to very low n. Differences to 100% due to rounding.
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Survey analysis: LICONs

Our survey results suggest a correlation between LICON's income source S e
and their usage of formal or informal credit Strategy & Marketing Consultants
Usage of formal credit in past 12 months by income source Usage of nformal credit in past 12 months by income source

100%
80% 42.9% .
53.8% 50.2% 542%
60%

100%
v 48.2%
50.7% 2% .
57.0% 62.5%
60%

40% 40%
57.1%
0 49.7% 0 49.4% S1.8%
20% 46.2% 45.8% 20% 43.0% 57 50
0% 0%
Family Full-time work  Part-time work Other Family Full-time work  Part-time work Other
Share of LICONs taken out at least 1 formal loan in the past 12 months Share of LICONSs taken out at least 1 informal loan in the past 12 months
No . Yes No . Yes
Insights Insights
= LICONSs relying on family income or parttime work are less likely to take = LICONSs relying on family income or parttime work are more likely to
out a formalloan than LICONs working full time take out an informal loan than LICONs working full time

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84; 1) Income source government benefits taken out due to very low n. Differences to 100% due to rounding.
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Survey analysis: LICONs

SIMON ¢ KUCHER & PARTNERS

Our survey results show modest usage of mobile money USSD services Strategy & Marketing Consultants
Usage of mobile money USSD by age ranges'! Usage ofa mobile money app by age ranges!
100% 100%
80% 80%
63.0% 60.3%
70.4% 70.2%
60% 60%
40% 79.9% 23 00 75 4% 77 8% 40%
20% 20% 37.0% 39.7%
29.6% 29.8%
0% 0%
15 to0 25 25 to 30 30 to 40 40 to 60 15 to 25 2510 30 3010 40 40 to 60
Share of LICONs using MM USSD Share of LICONs using a MM app
No M ves No M ves
Insights Insights
= Across allage ranges, less than 1/3 indicate using MM USSD = Across allage ranges, more than 60% indicate using MM apps

= LICONs between 25 and 40 (~70.4%) are most likely to use MM apps

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; 1) Over60-year-olds taken out due to small sample size answering this question. Differences to 100% due to rounding. USSD services currently only provided by Banco de la Nacion.
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Survey analysis: LICONs

Our survey results show that the share of LICONs using mobile money O —

USSD and apps is almost equal across rural and urban residents Strategy & Marketing Consultants

Usage of mobile money/banking USSD by rural/urban residence!? Usage ofa mobile money/banking app by rural/urban residence!~

100% 100%
80% 80%
60% 60%
40% = 77.0% 40%
20% 20% 39.4%
32.7%
0% 0%
Rural Urban Rural Urban
Share of LICONs using MM USSD Share of LICONs using a MM app
No W ves No M ves
Insights Insights
" 1/4 ofruraland urban residents make use of MM USSD = About2/3 ofruraland urban residents indicate using MM apps

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; 1) Rural consumers: < 10,000 population; Urban consumers: > 10,000 population. 2) Respondents may refer to banca cellular here, USSD services that are run by Peruvian banks.
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I Survey analysis: LICONs
Qur survey results indicate that LIC_ONs aged between 30 and 60 are most O —
I|ke|y tO use buy now pay Iater services Strategy & Marketing Consultants

Usage of BNPL by age ranges!

100% Insights
= With almost 60%, LICONs
between 30 and 40 are
80% most likely to use BNPL
*» Only 1/3 of LICONSs
between 15 to 25 use
60% BNPL services
= [ess than 20% of LICONs
older than 60 state they
40% use BNPL
66.9%
51.7%
20% 43.5% 44.6%
0%
1510 25 25 to 30 30 to 40 40 to 60

Share of LICONs making use of BNPL
No B Yes

Source: Online survey and faceto-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84; 1) More than 60 years old taken out because only I respondent in sample .
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Survey analysis: LICONs

Our survey results show that in less than 35% of all cases collateral is

required across all age ranges and income groups

Requirement ofcollateral by age ranges!

100%
22.6%
80% .
60%
5 84.6%
40% 75 80p 77.4%
65.5%
20%
0%
15 to 25 2510 30 30to 40 40 to 60
Share of LICONs required to provide a collateral
No B Yes
Insights
= LICONs between 15 and 30 are more likely to provide collateral than
older ones

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Requirement of collateral by monthly income group in USD

100%
20.0% . 20.5%
o 31.7% 312% 27.3%
(0]

60%
40% 80.0% ) 79.5%
68.3% 68.8% 12.7%
20%
0%
<78 78 - 156 156 - 260 260 - 339 339 - 417
Share of LICONSs required to provide a collateral W o o s
No B Yes
Insights

» LICONs earning between USD 78 and USD 260 are slightly more likely
asked to provide collateral

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84; 1) More than 60 years old taken out because only 1 respondent in sample.
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I Survey analysis: LICONs
Qur survey results point out that male and urban LICONS are slightly more R ———
I|ke|y tO use a bank account tO save money Strategy & Marketing Consultants

Share of people using different saving means by rural/

Share of people using different saving means by gender urban residence!

100% 100%
80% 80%
60% 60%
40% 0 40%
2y R 71.0% 74.5%
20% | 37.9% (YR 20% 33.0% M
20.6% 19.4% 18.0% 20.7%
7.8% 6.1% 9.0% 6.5%
. (6.1% | . =3
Female Male Female Male Female Male Female Male Rural Urban Rural Urban Rural Urban Rural Urban
Cash athome Bank acc. MFlacc. MM acc. Cash athome Bank acc. MFlacc. MM acc.
Insights Insights

= Forboth male and female LICON groups, bank accounts were the primary means for
saving, followed by cash at home, MM accounts and MFlaccounts respectively

= Differences by gender in savings means, were most pronounced in the bank account
category

* Forboth rural and urban LICON groups, bank accounts were the primary means for
saving, followed by cash athome, MM accounts and MFlaccounts

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; 1) Rural consumers: < 10,000 population; Urban consumers: > 10,000 population.
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l Survey analysis: LICONs
Our survey results reveal that education is the most prevalent saving R ———
purpose for female and male LICONS Strategy & Marketing Consultants

Share of LICONs having saving purpose by gender

50%

40%

30%

44.0%
20% 39.3%
36.2%
30.7% 27.6%
25.3% o
0 20.9% 0 21.4%
10% 0 179 19.4%
13.6% 13.3%
9.0%
6.2%

.
Female Male Female Male Female Male Female Male Female Male Female Male Female Male Female Male Female Male
Education Starting a Pension Major life event Financing a Uncertain Purchasing RE  Purchasing MA Other

business busmess events

Insights
= About40% of LICONs indicate thatthey are saving for education or buying movable assets
= Y, offemale LICONSs save for uncertain events and to purchase realestate, whereas only 1/5 ofmale LICONs save for uncertain events and to purchase realestate

Source: Online survey and faceto-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru 81



l Survey analysis: LICONs
Our survey results illustrate that saving for education is particularly R ———
prevalent across rural LICONS Strategy & Marketing Consultants

Share of LICONSs having saving purpose by rural/urban residence!

50%
40%
30%
51.0%
43.0%
20% 39.4% :
34.3%
0,
29.0% 28.6% 24.7% 26.4%
10% 19.0% 20.0%
’ 16.2% e 15.9% 16.0%
10.0%
o 6.2%
O% o 0
Rural Urban Rural Urban Rural Urban Rural Urban Rural Urban Rural Urban Rural Urban Rural Urban Rural Urban
Education Starting a Pension Major life event Financing a Uncertain Purchasing RE  Purchasing MA Other
business business events
Insights

= More than 50% ofrural LICONs and almost40% ofurban LICONSs indicate that they are saving for education
= [ess than 20% ofruraland urban LICONs are saving for their pension or for major life events or to finance a business

Source: Online survey and faceto-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; 1) Rural consumers: < 10,000 population; Urban consumers: > 10,000 population.
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Survey analysis: LICONs

Our survey results outline that purchasing movable assets is the most R ———
prevalent borrowing reasons for female and male LICONs Strategy & Marketing Consultants

Share of LICONs having borrowing purpose by gender

20%
15%
10%
16.3%
14.0%
12.5%
0,
59 10.9% 9 70
8.2% 7 8%
62 7.1% 6.6% 7:4% 7.1% TN 6% ’
2.3%
0%
Female Male Female Male Female Male Female Male Female Male Female Male Female Male Female Male Female Male
Paying back Starting a Pension Major life event Financing a Uncertain Purchasing RE  Purchasing MA Other
another loan business busmess events
Insights

= About 13% offemale LICONs and 15% ofmale LICONs indicate that they are borrowing money to start a business or buy movable assets
* Only 2% offemale LICONs and 7% ofmale LICONs have taken out a loan because ofretirement

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454.
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Survey analysis: LICONs

Our survey results outline that taking out a loan for starting a business is
especially prevailing across rural LICONs

20%

15%

10%

5%

0%

Insights

20.0%
9.0% 9.0%
6.0% < 0 6.8%
- 4.0%
Rural Urban Rural Urban Rural Urban Rural Urban
Paying back Starting a Pension Major life event
anotherloan business

Share of LICONs having borrowing purpose by rural/urban residence!

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

17.0% 17.0%
14.5%
10.0%
8.5%
6.5%

0,

U0 4.0%
Rural Urban Rural Urban Rural Urban Rural Urban Rural Urban
Financing a Uncertain Purchasing RE  Purchasing MA Other
business events

= 20% ofrural LICONs and 11% ofurban LICONs indicate thatthey are borrowing money to starta business

= 17% ofrural LICONs have taken out a loan to purchase real estate or movable assets

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; 1) Rural consumers: < 10,000 population; Urban consumers: > 10,000 population.
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I Survey analysis: LICONs
Loans, provided by local savings & credit associations, taken out by LICONs S e
earning USD 339 -421, have the highest average loan tenure with 36 months Strategy & Marketing Consultants

Average loan tenure in months

Monthly income

range <78 > 78 — 156 > 156 — 260 > 260 — 339 > 339 - 421
Loan provider
Banks 21.0 10.6 10.7 12.8 11.9
FinTechs - - 9.2 7.5 5.5
MFis 4.5 203 11.7 9.4 14.8
Financial cooperatives - 55 12.0 6.8 4.5
Savings & credit associations 9.0 5.5 9.7 9.3 5.0
Specialized lending companies - 2.0 18.0 9.0 2.0
Other formal providers 33 3.6 8.7 3.6 34
Family - - 2.0 9.0 -
Friends 8.0 7.4 8.0 7.9 9.8
Religious organizations 3.7 4.2 6.5 6.5 10.3
Local savings & credit assoc. - 4.5 14.0 10.0 36.0
Money lenders - 53 6.4 8.1 9.5
Other informal providers - - 2.0 - 10.0

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =453; FXrates based on three months average (May-July 2021): PEN =3.84.
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Survey analysis: LICONs credit
The average interest rate is the highest for tenures of 24

taken out by LICONs with a monthly income of USD 339

Average interest rate

Tenure
in months
Monthly 1-3 >3-6 >6 —12
income range
(USD)
<78 18.3% 10.0% 8.0%
78 - 156 15.0% 6.8% 17.6%
156 -260 23.5% 15.8% 5.9%
260 -339 17.3% 15.0% 10.3%
339 -421 12.9% 10.2% 21.4%

— 48 months,
— 421

>12 -24

20.0%

35.7%

26.7%

17.3%

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =453; FXrates based on three months average (May-July 2021): PEN =3.84.
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Strategy & Marketing Consultants

>24 — 48

5.0%

30.0%

20.0%

36.0%

59.0%

> 48

25.0%

2.0%
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I Survey analysis: LICONs

Our survey sample illustrates that about 2/3 qf LICQNS earning less than R S—
USD 78 per month, have IeSS than USD 104 q SﬂVlngS Strategy & Marketing Consultants
Total
savings > 417 > 1,237 > 2,474 > 2,474 > 4,948
Income <104 >104 — 208 > 208 — 417 1 237‘ 0474 - 3711 - 1948 - 2’559 - > 7,552 Total
ranges 3 3 3 3 3
(USD)
<78 64.4% 8.5% 8.5% 1.7% 0.0% 1.7% 1.7% 1.7% 11.9% 100%
78 — 156 50.0% 28.3% 5.0% 13.3% 0.0% 3.3% 0.0% 0.0% 0.00% 100%
156 — 260 34.7% 26.3% 21.1% 11.6% 2.1% 1.1% 0.0% 0.0% 3.2% 100%
260 — 339 17.6% 24.1% 22.2% 21.3% 13.0% 1.9% 0.0% 0.0% 0.0% 100%
339 - 417 11.5% 15.4% 20.8% 22.3% 13.8% 9.2% 4.6% 1.5% 0.8% 100%
Total 29.9% 20.6% 17.5% 15.9% 7.5% 4.0% 1.6% 0.7% 2.4% 100%

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN = 3.84.
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Survey analysis: LICONs
Our survey sample illustrates that about 2/3 of LICONs earning less than

USD 78 per month, spend less than USD 42 per month

Monthly
expenses
< 21 >21-42 >42 — 83 >83-169 >169 —260 > 260 — 339
Income
ranges (USD)
<78 39.0% 23.7% 23.7% 5.1% 3.4% 1.7%
78 — 156 8.3% 18.3% 33.3% 25.0% 10.0% 3.3%
156 — 260 5.3% 11.6% 24.2% 26.3% 21.1% 10.5%
260 — 339 0.9% 2.8% 19.4% 35.2% 35.2% 1.9%
339 — 417 0.8% 3.1% 12.3% 15.4% 36.2% 21.5%
Total 7.7% 9.5% 20.8% 22.3% 25.0% 9.5%

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN = 3.84.
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> 339 - 417

1.7%

1.7%

1.1%

4.6%

7.7%

4.0%

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

> 417

1.7%

0.0%

0.0%

0.0%

3.1%

1.1%

Total

100%

100%

100%

100%

100%

100%

88



Survey analysis: MSE

Small firms are more likely to be officially registered and hold an account

than micro ones

Micro/small firms by rural/urban residence!

100%
80%
60%

85.7%

40%

20%

0,
14.3%
0%

Rural Urban

B Micro Small

Insights
* Higher share ofmicro firms surveyed
located in urban areas than smallones

Micro/small firms by official registration

100%

80%

60%

91.7%
40%

20% 43.2%

8.3%
0%

No official registration  Official registration

B Micro Small

Insights
» Small firms are significantly more likely to be
officially registered

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184; 1) Rural companies: <10,000 population; Urban companies: > 10,000 population.
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Micro/small firms by account ownership

100%

80%

60%
97.0% RAUSL
40%

20%
3.0%
0% | ]
No account ownership  Account ownership

B Micro Small

Insights
* Both smalland micro firms have high
account ownership
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l]Survey analysis: MSE
Overall, the vast majority of responding Peruvian MSEs are located in urban D S—

areas Strategy & Marketing Consultants

Survey insight

Business sectors distributed according to rural/urban residence!

100% Insights
= Agriculturalbusinesses,
/ due to their nature, are
80% more likely to be located in
rural areas
60% * The vast majority of
° manufacturing and service
MSEs are located in urban
. areas
40%
20%
0%

Agriculture Manufacturing Service

I Rural [ Urban

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184; 1) Rural companies: <10,000 population; Urban companies: > 10,000 population.
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il

Survey analysis: MSE _ _ _ _ _ SIMON ¢ KUCHER & PARTNERS
All responding Peruvian agricultural businesses are officially registered Strategy & Marketing Consultants

Survey insight

Firms officially registered by business sector

100%

Insights
= More than 2/3 ofthe
o companies responding,
2 no matter of which
sector, are officially
60% registered
L -
40%
20%
0%

Agriculture Manufacturing Service

I Companies not officially registered [ Companies officially registered

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184.
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Survey analysis: MSE

SIMON ¢ KUCHER & PARTNERS

Bank accounts are the most popular types of account with surveyed MSEs Strategy & Marketing Consultants

Share ofaccount ownerships by urban/ruralresidence!

100%
90%
80%
70%
60%
50% 442%
40%

30% 23.8%

21.5%
20%

93.3%

81.0%

9.8% 9.5%
10% 4.8% .
0% [
Bank Account MF1 Account Money-circle Other Account

Account
Il Urban Rural

Insights
* High ownership of bank accounts among urban and rural MSEs
= Overall, lower account ownership among rural MSEs than urban

Share ofaccount ownerships by business size

100% 91.7%

90%

80%

70%

60%

50%

40%

30%

20% 14.0%

10% . 7.0%
0% =

Bank Account MFI Account Money-circle Other Account
Account

92.0%

41.7%
39.0%

31.0%

11.9%

B Micro Small

Insights
= High ownership of bank accounts among micro and small MSEs
= Overall, higheraccount ownership among small MSEs than micro ones

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184; 1) Rural companies: <10,000 population; Urban companies: > 10,000 population.
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I Survey analysis: MSE
Business expansion is the most important reason for rural and urban MSEs P ———
tO take Out |OanS Strategy & Marketing Consultants

Reasons to borrow by rural/urban residence of firm!

50% 47.6%
45%
o 39.9%
35%
30%
259 23.8% 23.8%

20% 18.4%

14.3% 14.3% 14.3% 14.19
15% g 012_3% b 14.1%
10% 7.4%

4.9%
5% 1.2%
7 0.0% 0.0% 7
(o)

Starting the Business Expanding the Financing Inventory  Financing Equipment Paying Staff Compensating low Replacing another OtherReason
Business Revenues Loan

29.4%

B Rural Urban

* Higher proportion ofrural firms borrowing to initiate and expand operations

Insights ) . .
g » Urban firms more likely to borrow to retain current operations

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184; 1) Rural companies: <10,000 population; Urban companies: > 10,000 population.
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Survey analysis: MSE
Business expansion anf:I financing equipment are the most important O —
reasons fOl' formal and |nf0rma| MSES tO take Out |OanS Strategy & Marketing Consultants

Reasons to borrow by type of company registration

50%
45% 43.8%

40% 39.7% 39.4%

35%
30%
25%
20%
15%
10%

32.2% 31.7%

5.1%

20.79
/019.2%

16.7%
15.1%

;.8/0
48/ ’
(] 46/0 3.2/0

5%
= = i
Starting the Business Expanding the Financing Inventory  Financing Equipment Paying Staff Compensating low Replacing another OtherReason
Business Revenues Loan

Il Formal Informal

* Higher proportion of formal firms borrowing to retain and expand operations

Insights .
g * Informal firms more likely to borrow to compensate revenue losses

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184.
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I Survey analysis: MSE
Surveyec! MSEs differ greatly in whether they need to provide collateral R ———
When taklng Out d |Oan Strategy & Marketing Consultants

Firms required to provide collateral when taking loans by rural/urban residence'

100% Insights

= High probability of rural
80% 33.7% MSEs j[o provide collateral
for their loans

= Only 1/3 ofurban MSEs are

66.7% ;

60% required to present some

form of collateral
40%
20%
0%
Rural Urban
I No collateralrequired Collateralrequired

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184; 1) Rural companies: <10,000 population; Urban companies: > 10,000 population.
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l Survey analysis: MSE

Urban and small companies _surveyed in Peru can finance their business R S—
w/o revenue for a longer period than their peers Strategy & Marketing Consultants
Average of months financeable w/o revenue by Average of months financeable w/o revenue by size
Months Tural/urban residence! Months
45 45
4 4
3.5 3.5
3 3
25 25
2 2 3.9
3.4
1.5 1.5
1 1
0.5 0.5
0 0
Months financeable w/o revenue Months financeable w/o revenue
B Rural Urban B Micro Small
Insights Insights
Urban companies can finance their business slightly longer than rural Smallcompanies are able to survive without revenues for 1 more month
MSE:s. compared to micro companies.

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184; 1) Rural companies: <10,000 population; Urban companies: > 10,000 population.
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Survey analysis: MSE credit
The average interest rate is the highest for tenures of 6

out by MSEs with a monthly revenue of USD 10k

Average interest rate

Tenure
in months

Monthly
revenue
range (USD)

< 10,984

10,984 — < 38,319

38,319 — <49,109

49,109 —<92,080

11.5%

26.9%

10%

>3-6

8.5%

22.5%

18.6%

10%

— 38k

>6-12

12.8%

27.3%

12.9%

15.4%

— 12 months, taken

>12 -24

12%

6.4%

16.2%

15.1%

Source: Online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20, 2021, n = 184; FX rates ba  sed on three months average (May -July 2021): PEN = 3.84.
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>24 - 48 > 48
20% 15%
23.5% 13.3%
18% -
20.2% 16.5%
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I ISurvey analysis: MSE credit
Loans, provided by religious org., taken out by MSEs generating a revenue R ———
between 49k and 92k USD, have the highest average loan tenure with 72 months Strategy & Marketing Consultants

Average loan tenure in months

Monthly revenue

range (USD) < 10,984 >10,984 —<38,319  >38,319 —<49,109  >49,109 — < 92,080
Loan provider
Banks 17.67 22.81 14.94 22.33
FinTechs 2.00 4.50 9.50 19.93
MFls 9.90 6.125 13.14 18.50
Financial cooperatives - 18.00 9.00 9.00
Savings & credit associations 4.50 9.00 9.00 -
Specialized lending companies - 9.00 9.00 -
Other formal providers 72.00 22.50 7.50
Family 23.22 10.00 4.58 10.30
Friends 17.00 6.85 7.00 12.50
Religious organizations - - 5.50 72.00
Local savings & credit assoc. 6.00 12.10 14.86 13.14
Money lenders 7.50 8.50 4.50

Other informal providers - - - -

Source: Online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20, 2021, n = 184; FX rates ba  sed on three months average (May -July 2021): PEN = 3.84.
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Agenda Strategy & Marketing Consultants

Survey overview

Market sizing highlights

FinTech highlights

Strategic recommendations and outlook

Appendix = Concepts and
methodology

= Survey highlights

= Market sizing
highlights

= FinTech highlights
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I Market sizing analysis: LICONs credit
_Our model estimates that formal credit is almost three times as large as R S—
|nforma| Credlt fOI' LICONS Strategy & Marketing Consultants

Share of LICONs credit amount by lending type

Formalcredit amount: USD 23.9bn BNPL amount: USD 9.2bn

Insights
70% Informalcredit amount: USD 8.4bn 9

= Relative share ofthe
different credit means
60% will remain stable

= Formalcredit is
estimated to show a
slight increase while
mformalcredit decreases
57 .39 57.3% 57.3% 57.3% 7.3% 7.5%
22.6% 22.7% 22.8% 22.8% 22.7% 22.5%
0.2% 19.9% 19.9% 19.9% 19.9% D0.0%

2021 2022 2023 2024 2025 2026
Share of credit type
B Formalcredit Informalcredit BNPL!

50%

40%

30%

20%

10%

0%

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN = 3.84; Percentages not adding up to 100% because of BNPL category. Differences to 100% due to rounding. See slides
67,69 and 75 in methodology report for extrapolation logic. See slide 16 for growth figures used in extrapolation 1) BNPL is neither classified as formal nor informal credit as survey respondents did not indicate the formality of BNPL providers.
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I IMarket sizing analysis: LICONs credit

Our market sizing model indicates that, on average, urban LICONSs take out S e
significantly larger loans than rural LICONs Strategy & Marketing Consultants
Average value of formal and informal credit by gender in USD Average value of formal and informal credit by rural/ urban
residence in USD!
Average credit value in USD Average credit value in USD
1,400 1,400
1,200 1,200
1,000 1,000
800 800
600 1,209 600
400 400
660
200 381 200
233
0 0
Female Male Female Male Rural Urban Rural Urban
Formalcredit Informalcredit Formal credit Informalcredit
Insights Insights
= On average, female consumers take out slightly larger formal loans than = Urban LICONs take out formalloans thatare almost twice as large as
male consumers butabout the same size of informalloans those taken out by rural LICONSs

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84; See slide 75 in methodology report for extrapolation logic. 1) Rural consumers: < 10,000 population; Urban
consumers: > 10,000 population.
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I IMarket sizing analysis: LICONs credit
Our market sizing model estimates that people in higher income groups P ———
take Out ConSiderany |al'gel' |OanS Strategy & Marketing Consultants

Average value of formaland informal credit by monthly mcome group in USD

Average credit value in USD

Insights
3,000
= On average, LICONs
earning more than USD
2,500 1,000 take out three times
as much formal credit than
LICONs earning less than
2,000 1,000 USD
» The average informal credit
1,500 is significantly lower thap
the average formal credit
across allincome groups
1,000 2,055
500
623 702
. 584 o e 572 571
0
<78 78 - 156 156 - 260 260 - 339 339 - 417 Monthly income group in USD
Average value per credit type
I Formalcredit Informal credit

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84 . See slide 75 in methodology report for extrapolation logic
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I IMarket sizing analysis: LICONs credit

Our model suggests that female consumers have significantly higher

unmet credit needs than male consumers

Distribution ofunmet credit needs by gender
Totalunmet credit market: USD 5.2bn

39.80%

60.20%

Unmet credit needs
Female [l Male

Insights
* Female unmetcredit needs make up almost2/3 ofthe totalunmet
credit market

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Distribution ofunmet credit needs by rural/urban residence!
Totalunmet credit market: USD 5.2bn

18.58%

81.42%

Unmet credit needs
Rural [l Urban

Insights
= Urban consumers'unmet credit needs are four times higher than rural
consumers'needs

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84; See slide 76 in methodology report for extrapolation logic. 1) Rural consumers: < 10,000 population; Urban

consumers: > 10,000 population.
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I Market sizing analysis: MSE credit
We estimate registered companies will use informal credit sources to a R ———
much higher extent than nonregistered firms Strategy & Marketing Consultants

Proportion of formal and informal credit ofthe total credit value disbursed in past 12 months by official registration

100% Insights
10% 13%

= Despite lack ofregistration,
only 25% of informal
companies'loans are not
31.6% provided by formallenders

= More than 40% of

80% 15.3%

60% .
registered firms'loans are
provided by non-formal

40% lenders

20%

0%
Not officially registered Officially registered
B Formalcredit Informal credit BNPL!

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184. Differences to 100% due to rounding. 1) BNPL is neither classified as formal nor informal credit as survey respondents did not indicate the formality of BNPL providers.
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I Market sizing analysis: MSE credit
Oyr model predicts that small firms rely much more on formal credit than P ———
miCro ﬁrmS Strategy & Marketing Consultants

Proportion of formal and informal credit ofthe total credit value disbursed in past 12 months by business size

100%

o Insights
L = About 60% ofthe overall
80% lending amount to micro
27 9% firms is covered by formal
o 18.8%
lenders
60% = Small firms borrow at lower
probability from informal
lenders
40%
20%
0%
Micro Small
B Formalcredit Informalcredit BNPL!

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184. Differences to 100% due to rounding. 1) BNPL is neither classified as formal nor informal credit as survey respondents did not indicate the formality of BNPL providers.
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l]Market sizing analysis: MSE credit
We estimate unregistered firms to make less use of BNPL than registered D S—
ones Strategy & Marketing Consultants

Market sizing

Proportion of BNPL (buy now, pay later) credit value by official registration

100% Insights
= BNPL constitutes 12.6% of
80% credit volume to registered
° firms but only 10.5% of
credit volume to
60% unregistered ones
L -
40%
20%
0%

Not officially registered Officially registered

I Share of BNPL oftotalcredit amount [ Othercredit means
]

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184.
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I Market sizing analysis: MSE credit

Our model suggests that urban and small companies take out formal and

SIMON ¢ KUCHER & PARTNERS

informal credits with much higher average values than rural and micro firms Strategy & Marketing Consultants

Avg. value of formal and informal credit by rural/urban

residence! in USD
Average credit value in USD

8,000

6,000

4,000
6,009

2,000

2,726
341 258
0 I [
Formal Informal

B Rural Urban

Insights
The credit amount in urban areas is a high multiple ofthat in rural ones

Avg. value of formal and informal credit by size in USD

Average credit value in USD

20,000
15,000
10,000
18,369
5,000
5,485
0
Formal Informal

B Micro Small

Insights
Smallcompanies willhave a much higher average credit value than micro
companies, with a similar distribution among different credit means

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184. FXrates based on three months average (May-July 2021): PEN =3.84; Sce slide 75 in methodology report for extrapolation logic. 1) Rural companies: < 10,000 population; Urban companies: > 10,000

population.
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l Market sizing analysis: MSE credit

Small a_nd urban companies in Peru ha\_/e a much higher unmet credit need R S—
than micro and rural companies according to our model Strategy & Marketing Consultants
Avg.unmet credit need by rural/urban residence! in USD Avg.unmet credit need by size m USD
UsD UsD
4,000 6,000
5,000
3,000
4,000
2,000 3,000
3,452 5,169
2,000
1,000
1,000
0 228 0
Unmet lending need Unmet lending need
B Rural Urban B Micro Small
Insights Insights
Urban companies have a more than an order of magnitude higher unmet The unmet credit need of smallcompanies exceeds the unmetneeds of
credit need than ruralcompanies micro companies by more than 50%

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184; FXrates based on three months average (May-July 2021): PEN = 3.84; See slide 76 in methodology report for extrapolation logic. 1) Rural companies: < 10,000 population; Urban companies: > 10,000
population.
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I Market sizing analysis: credit

Peruvian MSEs and LICONSs have at least USD 13.4bn of demand for credit S e
Currently nOt Served by market playerS Strategy & Marketing Consultants

Unserved credit demand by MSEs Unserved credit demand by LICONs

Quantifiable demand

2 7 7 1, 4 Reading example: 2 7 7 7 - < Unquantifiable demand
/ \ Based on survey responses, /7 \
/ \ we can quantify unserved / \ Demand not brought forward to
/ \ credit demand. Yet, this figure / \ PIOTHISTS, 84y berause offlkelk
. formal IDs, lack of suppliers in
| \ does notinclude demand by / \ cllose prosm iy
MSEs/LICs who do not
I participate in the financial | Quantifiable demand
\ I system (yet) and cannot \ |
. Creditrequests that were made
\ I CXprTess their demand through \ I towards providers but rejected,
\ / the nature of our Survey. \ / e.g., due to insufficient risk-
\ / \ / scoring or lack ofcollateral
N 7/ _ N /
> _ Quantifiable demand > 7
Directly measurable unserved demand adds up to ~25.8% ofcredit taken Directly measurable unserved demand adds up to ~10.4% ofcredit taken
|y y Y
out by MSEs in 2021 out by LICONs in 2021
y

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20, 2021, n = 184; Online survey and face  to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =453; FXrates based on three months average (May-July 2021): PEN =3.84. See slide 76 in
methodology report for extrapolation logic.
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Market sizing and survey analysis: MSE credit

Loans taken by MSEs generating revenues below USD 11k with a tenure of

6 — 24 months make up the largest share of overall loan values

Loan value in USD in Bn

Tenure
in months
Monthly 1-3 >3-6 >6-—-12 >12 —-24
revenue range
< 10,984 0.57 2.85 4.56 4.56

10,984 — < 38,319 1.71 1.95 219 1.71

38,319 — <49,109 0.08 0.15 0.26 0.36

49,109 —<92,080 <0.01 0.03 0.03 0.05

Source: Online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20, 2021, n = 184; FX rates ba  sed on three months average (May -July 2021): PEN = 3.84.
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>24 - 48 > 48
- 1.14
0.97 0.49

0.03 -
0.025 0.01
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Market sizing and survey analysis: MSE credit
Strategy & Marketing Consultants

]
MSEs with a revenue below USD 11k that want to take out loans with a
tenure between 6 and 24 months, have the highest unserved loan value

Unmet loan value in USD in Bn

Tenure
in months 1-3 >3_6 >6—12 >12 — 24 >24 — 48 > 48
Monthly
revenue range
<10,984 0.26 1.3 2.08 2.08 - 0.52
10,984 — < 38,319 0.35 0.4 0.45 0.35 0.2 0.1
38,319 — <49,109 0.01 0.03 0.04 0.06 < 0.01 -
< 0.01 0.01 0.01 0.01 0.003 < 0.01

49,109 —<92,080

Source: Online survey and phone interviews of Peruvian MSEs conducted between June 29 and July 20, 2021, n = 184; FX rates ba  sed on three months average (May -July 2021): PEN = 3.84.
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Market sizing and survey analysis: LICONs credit

Loans taken by LICONs earning between USD 260  — 339 with a tenure of SIMON + KUCHER & PARTNERS
6 - 12 months make up the largest share of overall loan values Strategy & Marketing Consultants
Loan value in USD in Bn
Tenure
in months
Monthly 1-3 >3-6 >6 — 12 >12 — 24 >24 — 48 > 48
income
range (USD)
<78 0.6 0.2 0.7 0.9 1.4 5.8
78 - 156 0.7 0.5 1.0 0.3 0.4 -
166 - 260 1.0 1.9 2.6 2.9 0.1 -
260 - 339 1.2 2.1 7.8 2.5 2.1 1.7
339 -421 1.1 3.5 6.6 4.0 1.0 0.4

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =453; FXrates based on three months average (May-July 2021): PEN =3.84.

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru



Market sizing and survey analysis: LICONs credit

LICONSs earning between USD 78 and USD 156 that want to take out loans

with a tenure up to 6 months, have the highest unserved loan value

Unmet loan value in USD in Bn

Tenure
in months
Monthly 1-3 >3-6
income
range (USD)
<78 0.17 0.07
78 - 156 0.54 0.54
156 -260 0.35 0.28
260 -339 0.18 0.14
339 -421 0.21 0.25

>6-12

0.10

0.45

0.47

0.25

0.33

>12 -24

0.04

0.09

0.17

0.06

0.20

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20, 2021, n = 453; FXra tes based on three months average (May -July 2021): PEN = 3.84.
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>24 - 48 > 48
0.04 0.02
0.05 -

0.03 -
0.04 0.01
0.07 0.03
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l Market sizing analysis: LICONs payments

Our model estimates that cash will remain the most prevalent payment type for R ———
Peruvian LICONSs, even though its share will decrease by 4 percentage points Strategy & Marketing Consultants

Share of LICONs payments by payment type
Total payments market2021: USD 40.7bn Insights

100% 97.0% 96.5% 95.9% 95.1% Z * The share ofbank transfer,
94.3% 93.2% : .
debit card, and mobile
money payments will
increase atleastby 1%-

80% '
point over the next five
years, mainly driven by new
demand from urban

60%
customers

40%

20%

0.9% 1.0% 1.2% 1.4% 1.6% 1.9%
1.1% 0.9% 1.3% 1.1% 1.5% 1.3% 1.7% 1.5% 2.0% 1.7% 2.3% 2.0%
Ocyo — — — —— I I
2021 2022 2023 2024 2025 2026
Share of payment method
I Bank transfer Cash Debit Card Mobile money

Source: Online survey and face to-face interviews of Peruvian LICONs conducted between June 29 and July 20,2021,n =454; FXrates based on three months average (May-July 2021): PEN =3.84; Percentages not adding up to 100% because of "Other"category.
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l]Market sizing analysis: MSE payments
Cash will stay the most important payment type for MSEs in Peru, even D S—
though its share will decrease by 4%  points over the next five years Strategy & Marketing Consultants

Market sizing

Share of MSE payments by payment type

Total payments market2021: USD 37.7bn Insights
100% - 96.5% 95.9% 9529 o . = The share ofcash
2 220 payments willreduce
slightly over the coming
80% years but will retain its
dominance
= Bank transfer and mobile
60% money to compensate for a
majority of diminished cash
payments
40%
20%
1.9% 10 79%0.8% 2.2%0 8940.9% 26%8 1 0%1.0% 3078 1051 2% 3370 3941 4% 15%1 6%
0%
2021 2022 2023 2024 2025 2026
Share of payment method
M Bank transfer [ Cash Debit Card | Mobile money

Source: Online and phone interviews of Peruvian MSEs between June 29 and July 20,2021,n = 184; FXrates based on three months average (May-July 2021): PEN = 3.84; Percentages notadding up to 100% because of "Other"category.
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G Demand Side: LOW income consumer Survey Strategy & Marketing Consultants

P

Source: Survey of project

Part zero — Demographics and core segmentation

What is your gender?

How old are you?

Where do you live?

How many people live in your city/ village?
What is your primary source ofincome?

Part one — Descriptive variables

How much is your total monthly income in Indian Rupees/ Kenyan Shilling/ Nigerian Naira / Peruvian Soles?
Do you have an account with any ofthese providers?

Do you own a smartphone?

What types of mobile money applications do you use?

art two — Savings market

What is the totalamount of savings you currently possess in Indian Rupees/ Kenyan Shilling/ Nigerian Naira / Peruvian Soles?
On average, how much ofyour total income do you save per month?

Which ofthe following do you use to save money?

How much ofyour savings have you stored in these ways (the options selected in the previous question)? (Allocate 100
points)

What is your main purpose for saving money?

Part two — Payments market

How high are your typical monthly expenses in Indian Rupees/ Kenyan Shilling/ Nigerian Naira / Peruvian Soles?
(including utilities and rent)

Which ofthe following do you use to make payments?

How many outgoing payments do you make per week?

Which ofthe following ways do you receive payments? (including your main source ofincome, e.g., salary, government
subsidy, family support)

Do you use any digital applications to track your expenses and income?
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G Demand Slde: LOW Income consumer Survey Strategy & Marketing Consultants

Part two — Lending market
Do you buy things that you pay for later?

= Which providers allow you to buy now and pay later?

= How much do repayments for these "buynow pay later expenses"account to your total monthly expenses?

* During the past 12 months, have you received any karzas (loans) that you need to pay back? (including family, friends, social
networks, money circles, and banks)

= In general, where do you receive money that you need to pay back from any ofthese sources?

* In general, where do you receive money that you need to pay back from any ofthese types ofpeople or organizations?

= How many loans do you apply for each year? (Considering all lenders selected in the previous question)

= How much money have you borrowed in the last 12 months? (in Indian Rupees/ Kenyan Shilling/ Nigerian Naira / Peruvian
Soles)

= When you ask to borrow money, do you usually get as much as you need/ask for/apply for?

= Why are your loan applications rejected?

= Whatis your average loan size in Indian Rupees/ Kenyan Shilling/ Nigerian Naira / Peruvian Soles?

= Do you have to pay interest, fees or any other additional amount on top of what you borrowed?

= Ifyes, how much interest or what fees do you pay per every 100 borrowed Indian Rupees/ Kenyan Shilling/ Nigerian Naira /
Peruvian Soles?

= How frequently did you need to pay your interest or additional amount inserted in the previous question?

= On average, how much time do you have to pay your loan back?

= Were you required to provide an asset as guarantee (collateral) against your borrowed amount?

= Ifyes,please selectall thatapply

= Did you have to get someone to guarantee you (pay back the money you borrowed) in case you didn't pay back your
borrowed money (loan)?

= What were the reasons behind taking out loans ?

How much debt do you think your colleagues/friends currently have?
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. . . SIMON ¢ KUCHER & PARTNERS
G Demand side: Micro and small enterprises survey Strategy & Marketing Consultants

Part zero - Demographics and core segmentation

= Whatis your occupation within the firm?

= Whatis your gender?

= How old are you?

= Where do you live?

= How many people live in your city/village?

= How many women own, co-own, or help manage your business?

= Whatsector does your business operate in?

= Whatis the nature of your business? e.g., restaurants, food retailer, non-food retailer, furniture manufacturing, education, tailor,
construction

= |s your company officially registered ?

Part one - Descriptive variables

= In addition to yourself, what is the highest number of fulltime employees your business has ever employed over the past five
years?

= In addition to yourselfand your fulltime employees, what is the highest number ofseasonal or parttime employees your
business has ever employed over the past five years?

= How many female employees does your business currently employ?

= How much is your business' annualrevenues in in Indian Rupees/ Kenyan Shilling/ Nigerian Naira / Peruvian Soles?

= How long has your business been operating?

= Whatis the value ofall physical assets your business owns? (machinery, vehicles, etc.)

= What type ofphysical assets does you business own? (machinery, vehicles, etc.)

= Do you have an account with any ofthese providers?

Part two — Savings market
= Which ofthe following methods do you use to save money?
How much ofyour savings have you stored in these ways (the options selected in the previous question)? (Allocate 100

[ ]
points)
= How many months could you finance your business without revenues?

Source: Survey of project
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a Demand Side: MiCI‘O and Sma" enterprises Survey Strategy & Marketing Consultants

Source: Survey of project

Part two — Payments market

How high are your typical monthly expenses for your business in Indian Rupees/ Kenyan Shilling/ Nigerian Naira / Peruvian
Soles? (incl rent, utilities salaries, taxes, and gov. bills)

How many outgoing payments do you execute per week?

Which ofthe following methods do you use to make payments?

How manyincoming payments do you receive per week?

Which ofthe following methods do you receive payments through?

Do you use any digital applications to track your expenses and income?

Part two - Lending market

Which ofthe following methods do you use to pay your suppliers?
How many suppliers do you work with?
How many ofyour suppliers allow you to pay later?
Which suppliers allow you to buy now and pay later?
What share of your monthly expenses goes toward paying suppliers which allow you to pay later?
Over the past 12 months, have you received any karzas (loans) that you need to pay back? (to help you run your business? Due to
being short on money? Or because you want to expand your business or do any other business related activities?)
In general, where do you receive money that you need to pay back from any ofthese types of organizations?
In general, where do you receive money that you need to pay back from any ofthese types of sources?
How many loans do you apply for each year? (Considering all lenders selected in the previous question)
How much money did you borrow in the past 12 months? (in Indian Rupees/ Kenyan Shilling/ Nigerian Naira / Peruvian
Soles)
When you ask to borrow money for your business, do you usually get as much as you need/ask for/apply for?
Why are your loan applications rejected?
What is your average loan size in in Indian Rupees/ Kenyan Shilling/ Nigerian Naira / Peruvian Soles?
Do you have to pay interest, fees, or any other additional amount on top of what you borrowed?
Ifyes, how much perevery 100 in ndian Rupees/ Kenyan Shilling/ Nigerian Naira / Peruvian Soles borrowed?
How frequently did you need to pay your interest or additional amount you mentioned in the previous question?
On average, how much time do you have to pay your loan back?
Were you required to provide an asset as guarantee (collateral) against your borrowed amount?
Ifyes, please select allthatapply
Did you have to get someone to guarantee you (pay back the money you borrowed) in case you didn't pay back your
borrowed money (loan)?
What were the reasons behind taking loans ?
How much debt do you think businesses similar to yours currently have?
I I s |
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Financial sector taxonomy explained

Entity Definition
Banks Full service institutional banks
FinTechs Technology-based provider for financialservices, often but not always specialized on digital

channels (i.e. App-and Web-based business model)

Mobile network
operator (MNO)

Mobile network companies often provide financialservices to customers without requiring a
bank account

Organizations that provide loans to low-income clients, including micro<companies and the

Microfinance I . .
e selfemployed, who traditionally lack access to mainstream sources of finance from Banking
mstitution N
Institutions
Financial An autonomous association of persons united voluntarily to meet their common economic,
. socialand culturalneeds and aspirations through a jointly owned and
cooperatives

democratically controlled enterprise

Savings and credit

T L. Formalmoney circles that are managed by a 3™ party
associations

Specialized lending

Companies that offer credit services as their core offering

companies
Money lenders Informallenders that do not operate within the financialsector
. Technology companies that, due to their high traction, offer credit services as a
BigTechs .
complementary offering
Family o . . . .
Friends Family, friends and religious groups are often the first choice for credit provision before

— seeking other entities
Religious groups
Localsavings and

. .. Informalmoney circles that are managed by its members
credit associations

Utility providers
Wholesalers
Retailers
eCommerce
platforms/online
shopping
Agricultural
providers

Utility providers, wholesalers, retailers, ecommerce platforms, and agricultural providers that
selltheir goods and services on credit terms are considered Non-Financial-Sector credit
providers

Source: Simon Kucher & Partners 1) Caveat: wrong example cited (Chamasoft is a Software for chamas, nota savings association itself)
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Country specific e xamples
India Peru
Banco de Credito del Peru
HDFC Bank, State Bank of India, (BCP), Interbank, Scotiabank
ICICI Bank BBVA Continental, Banco de
la Nacion

Kenya Nigeria

National Bank of Kenya, Kenya
Commercial Bank, Equity Bank
Kenya

First Bank Nigeria Plc, Access
’Bank Nigeria Plc, Guaranty
Trust Bank Plc

Lendingkart, nstantmojo,
Bridge2capital, DMI Finance

Tiendacerca,agroinvesting,
Andy

Flutterwave, PayStack,

PesaPal, Abacus, Jambo Pay Interswitch

M-PESA, Airtel Kenya, Telkom

Kenya Jio, Airtel, Vi

Bitel,Claro, Telefonica, Entel MTN, Globacom, Airtel

Abatete Microfinance Bank
Limited, Abigi Microfinance
Bank Limited, ACE

Microfinance Bank Limited

Cajas municipales, Rurales,
Edpymes,e.g. Caja Piura,
Caja Arequipa, Financiera
Confianza

Equitas Small Finance, ESAF
Microfinance and Investments,
Fusion Microfinance Pvt

Faulu Kenya, Uwezo
Microfinance Bank Limited

Cooperativa Pacifico,
Cooperativa Abaco

National Cooperative

SACCOs Financing Agency of Nigeria

Saraswat bank, NABARD
Chit-Funds such as Shriram
Chits, Mysore Sales International
and Margadarsi Chit Funds

Chamas such as chamasoft!,
Aturi Africa

Grupo de Ahorro y Crédito,

Juntas, Panderos VSLA, SILC

Housing finance companies, factoring firms for prepayment on receivables or leasing firms

Pawn shops, loan sharks, etc.

Facebook, Google, Apple, WeChat

Chamas or similar groups
among family, friends, or
neighbours

Chitfunds or similar groups
among family, friends, or
neighbors

Juntas or similar groups
among family, friends, or
neighbors

Esusu, Ajo, Adaji or similar
groups among family, friends,
or neighbors
Water, electricity, etc.
Sellers and distributors of machinery, of inventory, raw materials, etc.
Food, clothing, street stalls and market vendors

Mydawa.com, Phone place
Kenya

Mercado Libre, Lumingo,

Amazon, Flipkart Linio Jumia, Konga, Jiji

Seeds, fertilizer, pesticide suppliers
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Survey overview
Market sizing highlights

FinTech highlights

Strategic recommendations and outlook = Concepts and
methodology
Appendix » Survey highlights

= Marketsizing
highlights

= FinTech highlights
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Primary research highlights

FinTech and interviewee FinTech highlights Interview highlights

Go

@ Prestamype

vende
mas

niubi=Z

sms INNOVQO
funding

Tasaksp

Source: Simon-Kucher &Partners FinTech decision makers interviews

Miguel Arce
Commercial manager

Laure Schlesinger
Cofounder and COO

Ivan Castarieda
CEO

Maria Cuya, CEO
Alfredo Espinosa, CTO

Dante Leon
CEO

Provides payment and money transfer
services for individuals and MSEs

Working capital loans for micro, small, and
medium -sized companies
500+ loans disbursed

Provides pockets, online payment, and QR
code services and loans for SMEs

Loan disbursement in 48 hours

Promotes acceptance ofdigital payments

Factoring platform that connects SMEs with
investors
Convert invoices to legal, sellable paper

Marketplace ofsavings &investments
Avg. ticket size of USD 20K

2 main products; fixed deposits &direct
lending
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"It is quite expensive to send money to rural areas."
"Due to political problems, entities are worried about their own issues right now"
"New alliance will be announced next month (a cooperation with Facebook was agreed on a few years ago)"

"We are now switching our business model. We are beginning a balance sheet model; natural progression
and now we are working with SPV (special purpose vehicle), and we are launching an investment fund for
factoring”

"In Peru, you don't need a banking license to loan. We are just registered as a loan house"

"The average loan size USD 20,000. Our loans begin at USD 6,000, and our biggest loan is USD 150,000"

"Strategy: targeting clients that are at the base ofthe pyramid: MSEs and entrepreneurs"

"Thanks to the way our solution is designed, you only need your national ID card. That's it. No tax ID or any
other documents are required. The signup process is super fast, and you can start selling immediately"
"We processed 500 million transactions this month"

"We do factoring, but it's different than banking factoring. We are an open factoring. We allow the same
market to control the discount % and open the market to everyone"

"We have alliances with investors' companies, not just the individuals"

"We provide companies with a service that converts their invoices to a legal paper. They can then sell the
legalpaper, and for that; we charge a fee"

“In Peru, people take from 4-6 days to find the best product for savings &investments; the low financial
education in the country is a problem; in addition to, the low digitalization of companies looking for working
capital/ raising capital through the internet”

“Our challenge next years; willbe to connect 100% all digital; even with small tickets USD 100



Market readiness

Peru — TasaTop

Metric

Leveloffinancial literacy across MSEs

Digital FS infrastructure (e-KYC, POS coverage, national
payment gateway, digital IDs...etc.)

MSEs credit scoring availability, quality and costs

- What does it take for FinTechs to start

Explanation

1=Very low financial literacy, 5=Very high financial literacy
1= Poor and offline KYC, 5=efficient and digital KYC

1=no scoring, 2=scoring available, 3 -56= quality, accuracy and
accessibility of the scoring

-up and grow?

SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Scoring rationale/ comments  (if
available/ possible)

Idon’t think the knowledge is high

Levelofcompetition for FinTechs specialized in MSEs

§ Interbank clearing house 1=Very inefficient, 5= Very efficient
C . . .y . . ey
S Data storage infrastructure availability, security, reliability and 1= Very poor: 5=Very strong
o coverage
T : S
X . . . . . 1= No specific regulations, 5= Very encouraging, specific and No strong regulations at the moment; however, no regulations is
‘E‘, Enabling regulation for FinTechs specialized in MSEs fransparentregugt/ons in place 4 9. sometimes good because it gives use flexibility

Internet and smartphone penetration levels across MSEs 1= <25%, 3= 70%, 5= >90%

. . . 1= Not applied , 2 4= degree of application, 5= Fully
Established banks obliged to offer APIs / Open Banking appliediintegrated
) ) o ) =Limi 7 =Avai 7 The culture of investment from private funds is not as in the United
Funding possibilities for FinTechs specialized in MSEs ; cé/gm/z‘ed, handiul # of investors, 5=Available, mature investors staieccluo:;\?[e(;i::)‘:ebsurtn\xelz ar::) 255:; teherl:: ThnonE e
ystem

% of MSEs in the market to total# ofallcompanies/ 1= <259 2= 50% 3= 75% 4= 85% 5= >95%
" businesses o 0 0, 6, b
0
@ 0 :
S %0 ofMSEs that have access to financial systems (account 1= <5% 3= 50%; 5= >80%
2 ownership)
3]
g MSEs demand for digital (FinTech) products/ services 1= Very low; 5=Very high
@
g MSES WTP for digital (FinTech) FS providers products/ 1= Very low: 5=Very high
© services
=

1= Very low; 5=Very high

We definitely need more FinTechs and their offerings

Source: Simon Kucher & Partners FinTech decision maker interviews
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Market readiness -What does it take for FinTechs to start -up and grow?

Peru — Niubiz (Vendemas)

Explanation

Scoring

Scoring rationale/ comments
possible)

(ifavailable/

Levelof financial literacy across MSEs /7'=I/e/y low financial literacy, 5=Very high financial X
iteracy
Digital FS mﬁastructl.lr'e (e KYC, POS coverage, national 1= Poor and offine KYC, 5=efficient and digital KYC
payment gateway, digital IDs...etc.)
. . g e . 1=no scoring, 2=scoring available, 3 -6= quality, accuracy
MSEs credit scoring availability, quality and costs and accessibility of the scoring X
(]
2 Interbank clearing house 1=Very inefficient, 5= Very efficient X
=
g Data storage infrastructure availability, security, reliability and 1= Very poor: 5=Very strong
= coverage
)
= 1= No specifi ons; 5= j f
. . . .o . pecific regulations, 5= Very encouraging, specific
@
< Enabling regulation for FinTechs specialized in MSEs and transparent regulations in place
Internetand smartphone penetration levels across MSEs 1= <25%,; 3= 70%,; 5= >90% X
. . . 1= Not applied , 2 4= degree of application, 5= Fully
Established banks obliged to offer APIs / Open Banking appliediintegrated X
. I . .. . 1=Limited, handful # of investors, 5=Available, mature
Funding possibilities for FinTechs specialized in MSEs investors ecosystem X
o . .
% ofMSEs in the market to total # ofallcompanies/ 1= <25%: 2= 50%: 3= 75% 4= 85%: 5= >05%
" businesses
(]
(] 0 1
= %0 ofMSEs that have access to financial systems (account 1= <5% 3= 50% 5= >80% X
2 ownership)
3]
g MSEs demand for digital (FinTech) products/ services 1= Very low,; 5=Very high
@
g MSE§ WTP for digital (FinTech) FS providers products/ 1= Very low: 5=Very high X
© services
=
Levelofcompetition for FinTechs specialized in MSEs 1= Very low; 5=Very high X

Source: Simon Kucher & Partners FinTech decision maker interviews
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Market readiness -What does it take for FinTechs to start -up and grow?

Peru — Innova Funding

Scoring Scoring rationale/ comments  (if

Metric Explanation

Leveloffinancial literacy across MSEs

Digital FS infrastructure (e-KYC, POS coverage, national
payment gateway, digital IDs...etc.)

MSEs credit scoring availability, quality and costs

Interbank clearing house

Data storage infrastructure availability, security, reliability and
coverage

Market readiness

Enabling regulation for FinTechs specialized in MSEs
Internet and smartphone penetration levels across MSEs

Established banks obliged to offer APIs / Open Banking

Funding possibilities for FinTechs specialized in MSEs

1=Very low financial literacy; 5=Very high financial literacy

1= Poor and offline KYC, 5=efficient and djgital KYC

1=no scoring, 2=scoring available, 3 -5= quality, accuracy and
accessibility of the scoring

1=Very inefficient, 5= Very efficient

1= Very poor; 5=Very strong

1= No specific regulations, 5= Very encouraging, specific and
transparent regulations in place

1=<256%; 3= 70%, 5= >90%

1= Not applied , 2 4= degree of application, 5= Fully
applied/integrated

1=Limited , handful # of investors, 5=Available, mature investors
ecosystem

available/ possible)

Lack ofunderstanding ofhow products work. Education is
required and should be done by the government

Very poor. There are customers who do not have mobile signal for
a week. Poor mobile network. Lima is very developed, however, the

case is very different outside of Lima

There is some credit scoring availability. hnovaFunding generates
own data that compliments existing data

Interbank clearing controlled by the same banks. No open banking;
to connect with them an alliance is needed. Costly and inefficient

Main cloud providers are present, there are no issues

Government doesn’t regulates depending on every business,
Specific regulation for crowd-funding has started,

Around 50%; everyone has it; issues with network due to speed etc.

Doesn’t exist, banks have stated that they will implement this, but
that hasn’t occurred yet

Last 3 years, investors starting to invest. Stilla small market, there
aren’t many angel investors, etc. unlike like Mexico or Brazil

% of MSEs in the market to total# ofallcompanies/
businesses

% of MSEs that have access to financial systems (account
ownership)

MSEs demand for digital (FinTech) products/ services

MSEs WTP for digital (FinTech) FS providers products/
services

Market attractiveness

Levelofcompetition for FinTechs specialized in MSEs

1=<25%; 2= 50%, 3= 76%, 4= 85%,; 5= >95%

1= <56%, 3= 50%, 5= >80%

1= Very low; 5=Very high

1= Very low; 5=Very high

1= Very low; 5=Very high

~95%. Almost every company is small or medium; there are few
big companies

<20% have access to financial systems

Current demand is very low, but potentially demand can be very
high. Small businesses are becoming more aware oftools etc.

Once they know the benefit, the WTP can be very high. The
potential is very high and they have no problem paying

There are 3,4, 5 FinTechs focusing on small businesses; very low

Source: Simon Kucher & Partners FinTech decision maker interviews

Simon-Kucher | CGAP | Low-Income Financial Services Market Sizing and FinTech Assessment| Peru

W



SIMON ¢ KUCHER & PARTNERS
Strategy & Marketing Consultants

Market readiness -What does it take for FinTechs to start -up and grow?

Peru — Prestamype

Metric

Leveloffinancial literacy across MSEs

Digital FS infrastructure (e-KYC, POS coverage, national
payment gateway, digital IDs...etc.)

MSEs credit scoring availability, quality and costs

Explanation

1=Very low financial literacy, 5=Very high financial literacy
1= Poor and offline KYC, 5=efficient and digital KYC

1=no scoring, 2=scoring available, 3 -5= quality, accuracy and
accessibility of the scoring

Scoring rationale/ comments  (if
available/ possible)

Financial education is needed

Coverage is growing, acceleration with COVID. See the example of
Yape, in corner shops and in markets (mercados) it is now very
common to pay with Yape.

Credit bureaus have good information for formal companies and
individuals. However, 75% ofbusiness don’t have any credit history
and almost 50% ofbusinesses are informal.

Levelofcompetition for FinTechs specialized in MSEs

1= Very low; 5=Very high

§ Interbank clearing house 1=Very inefficient, 5= Very efficient N/A
=
b Data storage infrastructure availability, security, reliability and _ L Lots of startups use Amazon Web Services, some banks use
o 1= Very poor; 5=Very strong Microsoft cloud storage.
2 coverage
©
= . . . A . 1= No specific regulations; 5= Very encouraging, specific and Only exists for crowd lending
g Enabling regulation for FinTechs specialized in MSEs transparent regulations in place
Internet and smartphone penetration levels across MSEs 1= <25%, 3= 70%, 5= >90% N/A.
) ) ) = 7 = cation, 5= No law exists to oblige banks t their APTs.
Established banks obliged to offer APIs / Open Banking ;pp/)l{g(szgglgergf,ei~4 degree of application, 5= Fully o law exists to oblige banks to open their APIs
) . o ) =Limi 7 =Avai 7 Still very limited. The capital market is not developed like in Brazil
Funding possibilities for FinTechs specialized in MSEs ;cé;r;;t[e;% handful # of investors, 5=Available, mature investors OrlM\;exri}‘/:OlTl’lle e capital market is not developed like in Brazi
% of MSEs in the market to total# ofallcompanies/ 1= <259 2= 50%- 3= 75%- 4= 85%- 5= >95% >99.5% -See study: Las MIPYME en ciftas
. = 0, £= 0, O= 0, 4= 0, O= 0
" businesses
(7]
] 0, 1 <5%-See study: Las MIPYME en cifras
= %0 ofMSEs that have access to financial systems (account 1= <5% 3= 50%; 5= >80%
2 ownership)
[$]
g MSEs demand for digital (FinTech) products/ services 1= Very low; 5=Very high Alotof MSEs don’t know about FinTechs.
@
i .. . . N/A
g MSES WTP for digital (FinTech) FS providers products/ 1= Very low: 5=Very high
© services
=

Few FinTechs in Peru focus on MSEs.

Source: Simon Kucher & Partners FinTech decision maker interviews
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FinTech profile: Peru — Innova Funding

sam» INNOVQ

funding

Current Low -
income
market fit Low Medium

U™U
Year founded 2015

Q HQ Lima, Peru I I

Markets = Peru

2k

ﬁ # of 13 iﬁ. # of 600 firms

Bl employees customers

o Key Alfredo Espinosa, Co-founder
people Maria Cuya Co-founder

\ 7
USD 250k :
Revenues (proﬁtZOZO)Fundmg USD 150k

Source: Simon Kucher & Partners research, FinTech decision makers interview, Company website

Overview

Target
customers

Value
proposition

Notable
Partners &
investors

Barriers &
opportunities
in the low -
income
market
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A platform that helps MSEs obtain immediate liquidity through an innovative system which connects the
MSE with investors — individuals and firms -who purchase invoices ata discount rate for their invoices in
an online auction monitored by Innova Funding

B2B

Formal MSEs with credit invoices that need immediate monetization

= Undergoing the process oftransforming an
invoice to a legaldocument that can be
sold (responsibility for ownership transfer)

* Online auction platform that connects
investors with MSEs thatneed cash

flow 7 : :
* Follows an open factoring model, with Featured ) mtegrated‘ ;
; ; . = Borrowers are charged Sol30/ invoice
the discount rate determined by an solution
auction )

= Monetization is mainly on the investor side;
charges a fixed 15% outofeach
operation’s profit margin

* Proprietary algorithm to creditscore
invoice payers

Further = Recently won recognition for financial
= N/A highliahts factoring education for low-income
ghlig consumers and SMEs in ruralareas

Barriers

* Challenging to acquire and enlist new customers due to lack ofknowledge of factoring mechanisms

Opportunities

* An opportunity lies in the education initiatives for the target segment, because the factoring process is
casier and faster than banks; itis only a matter of getting the customer to use the service once to
establish a lasting relationship



FinTech profile: Peru

B i

Tu billetera movil

Current Low - '
income

market fit Low Medium

U™U
Year founded 2015

Q HQ Lima, Peru

Markets = Peru

Revenues N/A Funding N/A

e Do [P 5

— Bim

High

# of N/A iﬁ. # of 1.4m
employees customers

Key Miguel Arce Commercial
people manager

Overview

Target
customers

Value
proposition

Notable
Partners &
investors

Barriers &
opportunities
in the low -
income
market

Source: SimonKucher & Partners research, FinTech decision makers interview, Company website
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A mobile wallet that allows its users to save, send &receive money atno cost; in addition to online & offline
bill payments &purchases;incl. cell services &loans.

Consumers &businesses

= Increase financial inclusion of
unbanked segment in Peru

* Offer paymentand lending services to
individuals and merchants

¢ MasterCard

* Western Union

e Banks (including Banco del Nacion,
Banco de Credito)

Barriers

Featured
solution

Further
highlights

* Challenge to maintain MSE offerings free ofcharge
* Process ofsending money to ruralareas is costly

Opportunities

B2C & B2B

Store and instantly send money through
Bim mobile wallet

1% withdrawal fee up to PEN 500 and PEN
5 up to PEN 999

Pay for purchases, loans and services
Withdraw money though Bim account
Recharge cellphone

Enables merchants to act as payment
aggregators;accept phone recharges etc.
Merchants get paid on commission basis

Cooperation with Banco del Nacion allows
citizens to register using their national ID

= BIM e-wallets can be topped from BN CDNI
= Process more than 2m transactions/ month

Average transaction value is PEN 300

» Expand the network by integrating with banks and other FinTechs
= Offer beyond banking services to strengthen customer loyalty and establish an ecosystem play



FinTech profile: Peru — Vendemas (owned by niubiz)

vende
nivbIZ S

Current Low - '

income
market fit Low Medium High

U™U
Year founded 2017

Q HQ Lima, Peru I I

Markets = Peru
B #of +300 i}?. # of 330k @50l
Bl employees customers

o Key Diego Conroy CEO, niubiz
people Ivan Castafieda CEO, Vendemas

\ 7
Revenues N/A Funding N/A

Overview

Target
customers

Value
proposition

Notable
Partners &
investors

Barriers &
opportunities
in the low -
income
market

Source: SimonKucher & Partners research, FinTech decision makers interview, Company website
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Spinoffof Visa and Banks to expand acceptance ofcards via MPOS, digital links, mostly focused on

paymentacceptance.

B2C & B2B

Targeting clients that are at the base ofthe pyramid: micro businesses, small businesses &entrepreneurs

* Focus on and develop market entry
solutions for MSEs

* Offer broadrange ofservices, covering
marketing, speed-to-market, and e-
commerce solutions

* Assist MSEs with payments and
lending

» License with Pago Efectivo (Buy Now
Pay Later)

» Visa, MasterCard

* Interbank (Open banking)

Barriers

Featured
solution

Further
highlights

Offer multiple payment channels to
customers (e.g. payment link through
email/ social networks)

» Lending services for MSE’s working capital

needs

Top-ups to enable payment ofservices
such as cellular directly to merchants
Enable clients to collect money digitally
through national ID (DNInumber)

Expecting 500k customers by the end ofthe
yearand > I m next year

Customers can open Interbank accounts
through Vendemas in under 12 seconds

» Lack offinancialand technological literacy and trust within low-income customer segment

Opportunities

» Despite the lack offinancial literacy, the willingness to experiment new technologies is rising
» Launching an awareness campaign on the ease and benefits ofthe products, starting with the
Vendemas website / app willenable Vendemas to bridge the trust and literacy gap
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FinTech profile: Peru — Prestamype

@ Prestamype %V

customers
Current Low - '

income

market fit Low Medium High

U™U
Year founded 2017 Value

proposition
Q HQ Lima, Peru I I

Markets = Peru

E%H Notable

Partners &
g of 55 ﬁ@' #of 900 MSEs investors

Bl employees customers

o Key Laure Schlesinger Co-Founder & COO Barriers &

people Carlos Ferreyros CEO opportunities
in the low -
' -
Revenues FSDZISk Funding USD 500k iIncome
0r2020
market

Source: Simon Kucher & Partners research, FinTech decision makers interview. Company website
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Prestamype is a leading Fintech in Peru focused primarily on providing loans to micro and small
companies (MSEs) in addition to other financial services such as factoring and online currency exchange

MSEs

* Providing liquidity for businesses' day-
to-day operations through factoring

*= Offering competitive rates and flexible
payment terms

* Financing businesses through a home
equity loan

* Connecting micro and small
entrepreneurs who need a loan with
mvestors

= Ingap ventures
Angel ventures

Barriers

B2B

Featured
solutions

Further
highlights

Home equity loans: Working capital loan
with a realestate collateral

P2P model with introduction of Special
Purpose Vehicle for funding

* Investors responsible for 10% ofloan

funding starting 2022

Plan to launch unsecured lending
Average loan size: USD 20,000
Avg. fee in P2P lending; 9%

+9K clients on their currency exchange
platform, 3040 MSEs for factoring and 900
MSEs for lending services
Forecastrevenues > USD Im for 2021

= [ack ofsufficient collaboration between banks and FinTechs

Opportunities

* Launching unsecured lending would accelerate traction, but must be limited to microloans in the pilot
phase to minimize risk and gauge NPL levels for such product
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FinTech profile: Peru — TasaTop

Tasa Overview

.CO0m
Target
customers
Current Low - '
income
market fit Low Medium High

U™U
Year founded 2017 Value

proposition
Q HQ Lima, Peru I I
Markets = Peru
Q = Mexico
E}ﬂ Notable
Partners &
ﬁ # of N/A iﬁ. # of 10,500 inveStOI'S
Bl employees customers
o Key Dante Leon Co-founder &CEO Barriers &
AR reople opportunities
in the low -
' L
Revenues USD30m Funding N/A iIncome
market

Source: Simon Kucher & Partners research, FinTech decision makers interview, Company website
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TasaTop is a Peruvian FinTech acting as a digital broker for savings and investments through an online
marketplace connecting individuals and MSEs with financial institutions

B2C & B2B

Individuals for savings products and MSEs and financial institutions for lending products

* 17 institutions competing for the best
deposit rate to win investors
*= Fixed deposits rates range from 1% to 13%
Featured depending on the mstitution

= Auction based fixed-deposit model,
allowing financial institutions and
companies requiring funds to bid on
individuals’ saving deposits rates

» Offers the best possible returns on solution P myesfmgnt s 19 &5 on e
: e depositor’s side
deposits by consolidating returns from i
; S * The beneficiary institution is charged a
multiple sources not limited to banks :
percentage fee on the deposit taken
* Financiera Credinka
. FmanmalProgppresa Further . ‘
*= Maynas Municipal Box highliahts Average ticket is USD 20,000
= Centro Rural Box gnig

» [a Cumbre Cooperative

Barriers

= Open banking is not integrated in the infrastructure to connect small tickets

» Many investors and depositors are more inclined to move their funds outside of Peru due to political
turbulence

Opportunities

» Targeting smaller ticket sizes by offering appealing financial products, such as digital juntas, will
significantly widen the customer base and overcome the segment transferring their savings abroad



Thank you!
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Africa
Cairo

Americas

Atlanta, Boston, Chicago,
Houston, Mexico City, New York,
San Francisco, Santiago de Chile,
Sdo Paulo, Silicon Valley, Toronto

Asia-Pacific/the Middle East
Beijing, Dubai, Hong Kong,
Shanghai, Singapore, Sydney,
Tokyo

Europe

Amsterdam, Barcelona, Berlin,
Bonn, Brussels, Cologne,
Copenhagen, Frankfurt, Geneva,
Hamburg, Istanbul, London,
Luxembourg, Madrid, Milan,
Munich, Oslo, Paris, Stockholm,
Vienna, Warsaw, Zurich

Zurich office

Loewenstrasse 1
8001 Zurich, Switzerland

www.simon -kucher.com
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