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Today’s schedule

TingJaea  pesemer

10.45-11.15

11-15-11.45

11.45-12.00

12.00-13.00

13.00 - 14.00

14.00 - 15.15

15.15-15.30

15.30-16.15

16.15-16.30

16.30-18.00

Group update

CCD - Strategy and update on home credit
Coffee

CCD - Satsuma and glo (including Q&A)
Lunch

Moneybarn (including Q&A)

Coffee

Vanquis Bank (including Q&A)

Concluding remarks

Drinks reception

Peter Crook

Mark Stevens

Hemant Patel

Peter Minter/Shamus Hodgson/Simon Law

Michael Lenora/Bob van Breda

Peter Crook
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Leading specialist non-standard lender in the UK
High returns are available to companies with sustainable business models

1. We focus solely on serving the non-standard credit market:

— We provide access to credit for those who might otherwise be financially excluded

— We have over 130 years of experience in serving non-standard consumers

2. We lend responsibly, meeting the specific needs of consumers in the non-standard market:
— We offer simple and transparent products with no hidden charges
— We have bespoke underwriting procedures to assess affordability and manage credit risk

3. We have a tailored business model to serve non-standard consumers:

— We maintain close contact with our customers throughout our relationship with them

— We have active and personalised approaches to dealing with customers who get into financial
difficulty, including a range of forbearance measures

4. We have a robust funding model:

— We have short-duration assets funded by a diverse range of longer duration liabilities
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Business attributes
We apply exacting standards in allocating capital to organic and acquisition opportunities

1. High returns

2. Sustainable business
3. Growth potential

4. Strong market position

5. Good management and cultural fit
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Robust financial model
Alignment of dividend policy, gearing and growth

High returns businesses

Dividend Gearing Growth
policy < 3.5x versus covenant Supports receivables growth

Cover > 1.25x of 5.0x of £230m+
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Our businesses

High return businesses with attractive growth potential

Product

VANQU IS Credit cards
BANK

Provident Home credit

The loan that comes to you

Satsuma- Online loans

@ vt Guarantor loans

moneL,Jbom Vehicle finance

credit you can trust

2 Based on the year ended 31 December 2014

3 Profits and returns for CCD as a whole

Established

2002

1880

Start-up
in 2013

2014

1992

Profit before interest after tax as a percentage of average receivables

Profit

£151m?

£104m?23

£15m*
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ROA?

€.15%?2

C.18%?23

c.13%*

Growth potential

Continued strong medium-term
growth potential

High returns business with large
market share but limited growth
potential

Strong growth potential

Pilot

Established business with strong
growth potential

Based on pro forma results for the year ended 31 December 2014 after applying the group’s lower cost of funding to pre-acquisition results
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Delivering consistent shareholder value
Strong financial performance and shareholder returns

Pence

Pence

Times

Earnings per share
140

120

100

80

- HH

40 - : : : : :

2009 2010 2011 2012 2013 2014

Dividends per share
100

90

80

70

60
50
40¥ T T T T T

2009 2010 2011 2012 2013 2014

Gearing

I

2009 2010 2011 2012 2013 2014*
* Pro forma gearing, excluding the acquisition of Moneybarn

'

We have generated strong, profitable growth
since demerger and through the crisis

Adopted a progressive dividend policy since
2011 based on distributing up to 80% of post-
tax earnings

We have maintained our gearing level below
the maximum target level of 3.5 times

Current market capitalisation of c.£4.3bn:

— Generated TSR of around £25 per share
post demerger (annualised: c.19%)

— We generate sufficient capital to support
planned growth and business
development without compromising our
progressive dividend policy
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The UK non-standard credit market
Uncertainty remains as to the future size and shape of the UK non-standard credit market
but this provides the group with significant opportunity

Pre-2000 2000-2007 2007-2012 2012 onwards
Expansion of Underlying issues emerge Post crunch short-term fix Regulated future
access to credit

14 1 | [ \

* Secured and overdraft lending rapidly * Regulators take action on
curtailed, unsecured lenders exit inappropriate payday model

12 * Non-standard consumers have few * New online model emerges
options to fill remaining real with more transparent pricing
underlying credit needs and sustainable repayment

schedules

10 -

* Payday lending emerges to offer short-

Pre 2000 term fix for consumers without Limit to friends and family
increased help from friends/family capacity and alternatives
encourages growth of

* Large > £12bn annual non-standard

8 - unsecured instalment market develops uarantor loans

served by mainstream and specialist branch g

and direct/phone models * Potential to grow back towards
6 - * Low headline prices with significant add-ons including PPI pre-credit crisis levels of

c.£10bn as supply returns
* Consumers typically borrowing a few thousand pounds over a

few years, often via brokers
4 2000 — 2007

Estimated unsecured gross advances (£bn)

* Unsecured credit withdrawn progressively as issues arise with
mainstream and specialist models including high loss rates

* Strong growth in secured lending on the back of rapid house price
inflation. Together with strong growth in overdraft availability helps
to fill the gap

2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014

B Traditional sub-prime unsecured instalment loans New style online non-standard instalment loans B Payday loans

Source: PFG analysis based on Datamonitor, OFT, FCA, CMA, BBA, FLA, statutory filings, company announcements and press



10

Provident Financial plc

Investor & Analyst Event — April 2015

Provident
Financial Group

PFG

The UK non-standard credit market

standard market

The group’s businesses serve a large part of the non-

Mortgage

= o e g

e ——————————

T |

Car finance

/.

2"d charge H—

ured loan/guarantor

£150,000
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Authorised

F-------------
Credit card

Rent to own

ail order credit

Home credit cash loan

Logbook/Bill of sale
Vi

o e o o e e B o B S B ] B e S e e e e e

term unsecured loan

atsuma
Provident

I Payday loan S r

Short

Unauthorised

T

o e e

B it L e e e e i e |

Home credit shopping
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6
months
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Typical contractual term of credit

B Cash-based [ Asset-based


http://www.vanquis.co.uk/
http://www.vanquis.co.uk/
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The regulatory environment has seen significant change and investigation over recent years

OFT
closes

OFT FSA FCA/PRA
established created created

OFT regime FCA regime

HCSTC price cap

A 200: > 2005 > 2006 ) 2007 > 2005 ) 2009 > 2010 ) 2011 ) 2012 > 2013 ) 2014 > 2015

\
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Regulation — Process for applying for full FCA authorisation
Interim permissions expire after the application period if a full application is not received,

or within 6 to 12 months of applications being submitted

1 April 2014

3 month firm specific
application period

FCA
interim

T (FCA authorisation/ vary existing

FCA permissions)

—> Exit Exit

1 October 2014 — 1 March 2016

Assessment
(up to 6 months
once
application
complete, up to
12 months in
total)

Exit

> Timing of the application period for each firm is determined by the FCA based mainly on business

category and 4 geographic regions

Source: FCA Application periods — Direction to firms
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Regulation — FCA application periods
Vanquis Bank submitted its application for variation of FCA permissions in December 2014
and CCD and Moneybarn will submit their application for full authorisation shortly

1 Oct 2014 1 Apr 2015 1 Jul 2015 1 Oct 2015 1 Mar 2016

|
Payday :
I H
|
Logbook _
m Pawnbroking m

I Debt collecting? HP/Cond. sale

Debt-adjusting Debt collecting? Debt purchase m
FCA Brokers, ) . :
Debt-counselling Brokers ]

Non-FCA Brokers, limited permission

Running account

Peer 2 peer

Other unsecured

Other secured

Vary
existing
FCA

Moneybarn

Non-FCA Brokers, primary business

1 - North England, London and international

Source: FCA Application periods — Direction to firms
2 —Scotland, N. Ireland, South and East England, Central England & Wales
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Regulation — What does the new regulatory regime require?
A significant and sustained commitment of time, effort and resources to embed new ways
of working across the whole organisation

> Full formal governance structures for each authorised business, including divisional boards and
committees with non-executive directors

> FCA-approved persons across key management functions in each division
> Robust risk management frameworks and processes, centred around conduct risk

> Explicit ‘three lines of defence’ model (business execution, internal quality control/challenge and
independent internal audit)

> Policies and procedures to specify how business will comply with all relevant aspects of FCA
handbook and sourcebooks: CONC, SYSC, PRIN, GEN, DISP and SUP

> Thorough, verified assessments for all lending decisions to ensure affordability, responsibility and
sustainability as well as suitability of the product

> Training, monitoring, control and auditing of compliance with policies and procedures to provide
documentary evidence to demonstrate adherence
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Regulation — How the group will look
Each business will have non-executive directors and approved persons

w # PFG PRA consolidated supervision

Capital adequacy (ICG) and large exposures

Group Functions (Legal,
Finance, Treasury,
Audit, Risk, Pensions,
Investor Relations)

Consumer
Credit Division

FCA authorised

Vanquis Bank

FCA authorised

PRA regulated
Capital adequacy (ICG), liquidity and
Home credit large exposures

FCA authorised

Satsuma | HCSIC Non- Approved
execs persons
(] (] ) (]
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Regulation — Implications of changes in regulation
The new regime has already had a dramatic impact and is likely to continue to do so

> Different order of magnitude of financial and operational costs of regulatory compliance, raising
minimum efficient/possible scale

> Many consumer credit businesses are likely to decide to exit, or fail to secure full FCA authorisation

> Fundamental issues with certain sectors/product forms/business models likely to result in
restructuring of supply

> Consumer credit firms will be subject to a ‘change of control’ process in any proposed transactions

> Boundaries and interpretations of new rules will continue to be tested, along with attempts to
supply without any intention to comply

> The speed and impact of regulatory interventions likely to be dramatically higher than past
experience
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Regulation — PFG positioning

The group is on track to transition to the FCA

> New, tougher FCA regime is a big change for all credit providers

> PFG s alarge, public company with strong controls and governance processes

> Experience of operating under the FSA regime with Vanquis Bank

> Detailed transition plans have been implemented over the last two years

> The group pays great attention to regulatory matters to ensure that our businesses are sustainable

> We actively engage with the regulator on an ongoing basis
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Investment case
The group is well placed to continue to deliver excellent returns to shareholders

> Leaders in non-standard credit will be larger, well-managed lenders with sustainable business models

> We have a good mix of businesses which deliver attractive growth and returns over the medium term
and exhibit low volatility through the economic cycle

> Strong track record of growing businesses organically
> Significant competitive advantage in the areas of technology, marketing, underwriting and collections
> Highly skilled and experienced management teams

> Tougher regulation and transition to the FCA is causing dislocation which provides new opportunities
for responsible lending businesses

> We have a robust balance sheet and prudent funding

> We generate sufficient capital to support planned growth and business development without
compromising our progressive dividend policy
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Consumer Credit Division

Mark Stevens — Managing Director

Hemant Patel — Director of New Markets




Provident Provident Financial plc
Financial Group Investor & Analyst Event — April 2015 20

PFG

CCD
Today’s agenda

1. CCD strategy — recap Mark Stevens
2. Home credit Mark Stevens
3. Satsuma Hemant Patel
4. glo Hemant Patel

5. Summary and outlook Mark Stevens
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CCD — Background

CCD was performing below expectations in 2013

> Profits were declining:
— Focus on customer numbers at the expense of returns
— Impairment rising sharply
— Cost pressure from inefficient operating processes
— Limited investment in technology, people and processes
> Customer preferences changing with their credit options increasing
> CCD not responding to these changes or the new market opportunities
> New management team appointed September 2013:
— Defined turn-around strategy
— Communicated strategy at Investor & Analyst event in November 2013
— Now 18 months into the execution of the 3-year plan

— Running ahead of plan
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CCD strategy
Our new strategy has 2 elements — We will become a lending business not just a home
credit business

1. Update home credit and drive for returns 2. Wininonline loans
> Investing in people and technology is a > Applying the proven home credit DNA
) CELEET > Targeting customers in the space between
— ...of standardising best practice home credit and Vanquis Bank
— ...of improved collections > Using the best capabilities of CCD and

Vanquis Bank to get the right model
— ...of market-leading compliance
> Benefitting from payday dislocation and

— ...of material cost reduction clear, tighter regulation

— ...of better customer service > Achieving returns as good as home credit

Leaner, better-quality, more profitable business Top 3 market position within 3 to 5 years
relevant in the digital age
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PFG

CCD
Today’s agenda

1. CCD strategy —recap Mark Stevens
2. Home credit Mark Stevens
3. Satsuma Hemant Patel
4. glo Hemant Patel

5. Summary and outlook Mark Stevens
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Home credit — A robust business model
Since 1880, Provident has been a unique customer proposition

> The home credit service fits the needs of home credit customers ‘like a glove’:
— Affordable weekly repayments
— Fixed and guaranteed costs with no additional fees or charges
— In-built flexibility
— Highly personal service
> Strong, local relationships with customers:

— In addition to a robust scorecard and use of bureau data, agents make the final lending decision as they
can assess customer capacity and character in the home

— Weekly agent visit creates payment discipline and helps customers manage their finances
> Agent commission is driven by collections, not sales, which reinforces a responsible lending approach
> Many customers choose home credit for the convenience, flexibility and personal service

> Proposition is also ideally suited to customers with temporary, part-time or seasonal work, and
customers whose identity or income cannot be remotely verified by online lenders

> Provident has a 99% positive service rating on Feefo



PFG

Provident Reminder from 2013 Investor & Analyst Event Provident Financial pc

Investor & Analyst Event — April 2015

25

Update home credit and drive for returns

In Q4 2013, we embarked on creating a leaner, better-quality, modern, more profitable
home credit business

Update home credit
and drive for returns

Technology ‘One Best Collections
& apps Way’ focus

Performance through people
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100% of agents on collections app
100% of agents on lending app by mid-year 2015

Customer Ml on iPad minis for field
management enabling more time with agents
and customers

Market-leading compliance
Excellent customer service

Material cost reduction

€ Ms. Mary Mcdonald

All achieved ahead of plan

Mumber: 1044587533

Term: 14
Weeks: 2

Arrears: £10.00

Balance: £ 130.00
ESE:  £114.54
Rate:  £10.00

Waiverrate: £ 0.00

Payments

10.00 0.00
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Home credit — ‘One Best Way’

We have fundamentally changed and improved our ways of working

> Over 50 new standardised operating procedures across 240 branches
> Compressing the deciles of performance

> Material improvement in collections performance and percentage of full payers through
standardised arrears processes

> Step-change in lead conversion rate and new customers through standardised ‘on-boarding’ process
> Underpins market-leading compliance and customer service

> Ensures effective and standardised delivery of change initiatives
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Home credit — Collections focus
A multi-faceted approach has led to a rapid reduction in impairment

:Zj > Scorecard tightening

36% > Standardised arrears management process
34% \ embedded on iPad minis

32% -+

- \ > New agent commission scheme with tiers
- based on % of customers paying in full

26% > Virtuous circle from improved sales mix
24%

22%

ey s 8 8§ m s s

e Annualised impairment as a % of revenue
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Home credit — Much lower costs
We have delivered substantial cost reduction

> 3 phases of cost reduction generating £30m annual gross run-rate savings:

— Partly reinvested in business development to support CCD medium-term profit growth and the
regulatory agenda

> Initially right-sizing spans of control for reduced agent and customer numbers
> Then capturing benefits of technology
> Now in consultation on proposals for Phase 4:

— Affects approximately 500 clerical and field staff

— Up to £10m gross annualised saving

> Majority of costs remain highly variable to volumes
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Home credit — Performance through people
The key people metrics that drive profit have been significantly improved

v

New and improved agent recruitment, induction and training processes:
— Agent turnover down 20%
— Agent vacancies halved

— Shift to bigger books with more “full-time” agents

v

Leadership and personal development for 2,000 colleagues:
— £3m investment over 2 years

— Driving more consistent performance

A

Colleague engagement up 15%:
— Against backdrop of 3 redundancy programmes and substantial changes to ways of working

— Change positively received

~

Agent engagement up 12%:
— New commission scheme

— Technology and better support
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Home credit — Drive for returns
All leading to a step-change in returns

70%
> Marked improvement in risk-adjusted
65% margin from 58.9% in 2013 to 69.1% in 2014
0% > Reversal of long-run downward trend
e > Return on assets of 18.1% for 2014
> Further marginal improvement to come
50%
45%
40% T T T
= S o Sy a s ! 3 3

e Annualised risk-adjusted margin
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Home credit — Outlook

> We run home credit to deliver good customer outcomes which support sustainable returns
> The bulk of the customer reduction has been achieved:

— Removal of marginal and unprofitable customers

— Substantial improvement in quality of customer base and sales mix
> Given changing customer preferences we do not expect the home credit market to grow:

— But a core base of customers who prefer home credit or customers who cannot be served online will
remain

> We are testing ‘above-the-line” marketing but will only continue if the cost per new customer is
acceptable

> New customer flows will benefit from the triage of Satsuma declines this year

> Over the medium term smaller home credit providers may struggle to transition to the more
exacting FCA regulatory regime
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PFG

CCD
Today’s agenda

1. CCD strategy —recap Mark Stevens
2. Home credit Mark Stevens
3. Satsuma Hemant Patel
4. glo Hemant Patel

5. Summary and outlook Mark Stevens
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CCD — Strategy

Our new strategy has 2 elements — We become a lending business not just a home credit
business

2. Winin online loans

> Applying the proven home credit DNA

) Targeting customers in the space
between home credit and Vanquis Bank

> Using the best capabilities of CCD and
Vanquis Bank to get the right model

> Benefitting from payday dislocation and
clear, tighter regulation

> Achieving returns as good as home
credit

Top 3 market position within 3 to 5 years
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CCD — Opportunity in the online instalment market
Customer demand for instalment loans is not being met by the market, we believe there
is a significant supply side opportunity

£16

£14

£12

£10

Satsuma~  Weare
addressing

@ this potential
opportunity

Other unsecured lending

£8

£6

£4 -

Estimated unsecured gross advances (£bn)

£2 -

2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014

B Traditional sub-prime unsecured instalment loans New style online non-standard instalment loans B Payday loans

Source: PFG analysis based on Datamonitor, OFT, FCA, CMA, BBA, FLA, statutory filings, company announcements and press
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Satsuma — Our original hypothesis
Now is the right time to enter the online loans market with a unique customer proposition

> The market opportunity is large:
— Payday economics under threat from regulation
— Opportunity for responsible lending businesses

> Clearer, tighter regulation of the market, with demand shifting from payday to instalment loans as
rollovers and Continuous Payment Authority (CPA) restrictions kick in

> Only 2 to 3 well-funded payday companies have the scale and flexibility to succeed in instalment loans
> We have a unique customer proposition based closely on proven home credit DNA

> We understand how to underwrite and collect instalment loans
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Satsuma — Regulation
The FCA is cleaning up the market, putting significant pressure on the payday model

> CPA must be suspended after 2 unsuccessful attempts:

— Prevents payday providers gaming the payments system to collect repayments

~

Loans can only be rolled over/refinanced twice before they are repaid in full:

— The payday model exploited customers who were unable to repay their loan in a single instalment

~

Adequate affordability assessments must be made before every loan is issued:

— The biggest challenge for one-off bullet repayment providers

v

Plus... the HCSTC price cap:
— Cost of credit cap at 0.8% per day
— Total cost of credit cannot exceed 100% of the amount issued

— Fees are capped at £15 per loan
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Satsuma — Regulation and competition
Which will shake out smaller and non-compliant players, leaving fewer larger providers

Estimates suggest 25% - 30% of lenders

could exit following the introduction of Estimates suggest a third
the FCA’s rules for HCSTC to 90% of the market
/ could exit following the
\ . .
\\\ introduction of the cost
. ‘\\ of credit cap
Umbrells 67 S~
" ﬁ “\‘
Cash Gen'e BishBoshDosh.com [N \\ Z
e et NS
A number of firms \\ \s\
> \ \.

have already left the

/ market following the tre > 8
transfer to the FCA SRS m Plus... further drop outs through

the FCA’s authorisation process

2010 2011 2012 2013 2014 2015 2016

New rules on CPA
usage, rollovers and
affordability
introduced

Cost of credit cap comes into
force: 0.8% daily rate
Cap on default charges (£15)
Total cost cap of 100% of

Exponential growth in the number of authorised payday loan firms
following the banking crisis in 2008 encouraged by ‘lighter touch’
FCA takes over regulation on amount issued
1 April 2014. Consumer
credit firms must seek
interim permission to
operate

regulation of the sector under the OFT

Number of HCSTC firms per the Competition and Markets Authority (CMA)
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Satsuma — Regulation and competition
Satsuma’s closest competitors have also had to make significant changes

Pre FCA

Post FCA

& Pricing reduced by 43bps per day
wonga: _
Forced to write off £220m of
debt and interest

Cutting half of its work force

everline

wonga

Invest Inve
" Borrow. o eveline thd
. — W.com
P2P lending
rD OLLAR iEMoney Shop i@Money Shop Closing c.200 stores
r‘FINANClAL CORP ifd PAYDAY UK ity PAYDAY UK Reduced pricing by 19bps and
PAYDAY- PAYDAY- 16pbs per day

@ex;:)vre-y @expvrey

7 enova. Crlexciis.  rouosrocer kQuid  pouns B rocker =
C/ ( Flex Cred H ((F red |-t@ é Short-Term Loan

Line of credit product =\
Short-Term Loan

Closed its line of credit product and

E/evate M m re-launched as an instalment loan -

reduced pricing by 16bps per day

Line of credit product Instalment loan


http://www.enova.com/
http://www.enova.com/
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Our objective is the same, but we now expect to be top 3 in our market within 2 — 3 years

Win in online lending

Best Broad

Best in class Best in class

underwriting

customer marketing

.. collections
proposition reach

Data-led continuous improvement
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Satsuma — An introduction to our customers
Satsuma lends to customers from all walks of life

> Satsuma customers...
— Typically C1C2D with a moderate but reasonably steady income

— Younger AB borrowers who may have little or no previous credit history, making it difficult to obtain
mainstream credit suitable for their short term needs

> The majority are...
— Likely to shop and bank online — expectation of speed
— Privacy is important due to an inherent concern over being rejected

> Moderate incomes (or little leeway in their income and outgoings) and a newness to credit drives
specific customer needs...

— Customers need to manage their finances carefully

— They need to borrow with minimal financial risk (e.g. the amount they owe will never go up if they
are unable to pay)

— They need credit that suits their budgeting cycle
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Satsuma — Our customers
Our customers tend to be younger and from lower/middle income groups and in full-time
employment

45%
40%

35%

30%

i Female 25%
20%

15%

10%

5%

%

H Male

18-24 25-34 35-44 45-54 55-64 65+

Income

Employment

28% Self employed 5%
' N\ 5%

18% Part-time employment

16%

Full-time employment

N\ 4% 3% Benefits and employment
Other 12%

Up to £15k £15k-£20k £20k-£25k £25k-£35k £35k-£45k  £45k+

-% 10% 20% 30% 40% 50% 60% 70%
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Satsuma — Our customers
Satsuma loans help customers to manage their lives and to afford discretionary purchases

What do customers use the loan for?

rﬁ 14% Car repair, tax, insurance
& I

0

" _ 10% Debt consolidation
4\

A I Jousehold ems
> HEN- oldayravel
]

]

G I - -

{ |

Provident research: February 2015
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Satsuma — The best customer proposition
Our proposition is built on experience of serving customers in our market for over 130 years

Affordability Certainty Flexibility Forbearance

v Robust v'The total cost of v'We offer v"We work with
affordability and credit is agreed customers customers to
credit worthiness at the outset and weekly or help them make
assessments customers will monthly repayments

never pay a repayments to through a range

v’ Competitive on penny more suit their of forbearance
cost with all loan budgeting cycle options and we
charges never charge fees

comfortably or extra interest
within the cost of

credit cap
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Satsuma — The best customer proposition
Which means we stand alone in the market

Yes

Satsuma-

Certain
total cost

from the ~ i
i PAYDAY UK d sunny
outset p

mmmmm

)
WageDayAdvance.co.uk wo ngag ‘Is lla MONEY

PAYDAY. On Stride
No @ew FINM:ICVIAL
_-@ POUNDS&POCKET k%

Short-Term Loan

aLendingstream” | 000erl0aNG

No Yes
Flexible and affordable

repayments
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Versus our shorter term and instalment peers

Competitor Product Flexibility Certain total cost from the outset

No additional interest

Brand Parent Loan amount Loan term Interest Monthly repayment Weekly repayment
L oL accrued for missed/late |No missed payment fees?

(maximum) (months) (daily) option? option?

ayment?
3 month loan term or less i

Satsum PFG | Proyident £1,000 3m- 12m 0.58% V4 V4 V4
£400 1m 0.79%
9 Quid | enova. £1,000 im-3m 0.80%
PAYDAYuUK| DOLLAR £1,000 5m 0.80%
JAPdy | DOLLAR £1,000 5m 0.80%

9 Month Loan Term

Satsum PFG | Proyident £1,000 3m - 12m 0.45%
rounos @ rocker | @NOVA. £2,000 6m - 12m 0.46%
£2,500 1m- 14m 0.53%

SISISIN INININ NS

*x (X (X [\ ™ (X [X [X
*x (X [ X |\ X [X [X X
LN SR L I RO RO poR g

peac™W | cashOn Go £700 0.5m-12m 0.55%
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PFG

Satsuma — The best customer proposition
We will continue to develop our product

Larger, longer loans
(Up to £1k for new,
£2k for existing)

More to come in
this space......

Monthly product
(3 to 12 months)

Satsuma launched

Satsuma- Concurrent loans Additional weekly
CEm (max 2 loans) terms
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Modern, interactive proposition

Dedicated customer contact centre (‘the agent on the phone’)

Customer log in area

Satsuma

My Satsuma

- S— e e it ——

You're now eligible to apply

for a second loan
Wewt (000 penawi o ﬂ-

--hﬁ

Car repair loan

-

Powment status Currera balnrce My e Fopments leh
0 Uptodate £200.00 £23 77 23
Web chat
Q i (o T
— — 0800 694 004
R 0330 303 2000
https://chat.satsumaloans.co.uk :

,

W p a record of all our online chats to help imprave our service. To st please fill in the fields below. 33253 > macy

First e

(

[

r

£ & pal(E)ery > € X

Beoal=]=
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Satsuma — The best customer proposition
Delivering a service and a relationship that our customers value

Receivables - January 2015

35% of the book is loans
issued to existing customers —

this will grow as the book
seasons

M Firstissue M Repeatcustomer

Receivables - January 2014

M Firstissue M Repeatcustomer
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Satsuma — The best customer proposition
And driving extremely high levels of customer satisfaction

Satsuma customer satisfaction

Feb'15

)\

B Very satisfied B Quite satisfied
Neither satisfied nor dissatisfied Dissatisfied

No dissatisfied
customers

GOLD

TRUSTED MERCHANT
2015 feelro Gold Trusted Merchant with a 95% service rating from feefo
% %k kK k Service Rating: (independent feedback gathered anonymously)

feefo®® Yo e Yo S vr

297 reviews

We will continue to listen to our customers and develop our proposition accordingly
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Satsuma — Broad marketing reach
Satsuma is a new brand and we have made significant progress building awareness

Brand awareness — Indexed

140
130

120 /
110 /

- /1
\ —

90
80 T T
Wave 1 (Jun 14) Wave 2 (Aug - Oct 14) Wave 3 (Nov - Jan 15)
—— Wonga QQ p2p Satsuma sunny Brand awareness — Wave 3 (Nov 14 - Jan 15)
100%
80%
60% /A\
40%
20% —
-% T T T T
Wonga QQ pP2pP Satsuma Sunny

Source: Monkey See — Which of these lenders have you heard of?
Base: Non rejecters of short term credit, 457, 459, 604
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PFG

Satsuma — Broad marketing reach
We are developing our messaging as the maturity of the brand grows

Our earlier campaigns were focused on being loud and
establishing a brand personality to drive awareness...
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Satsuma — Broad marketing reach
We are developing our messaging as the maturity of the brand grows

Satsuma*
loans.co.uk

... we are developing our message to highlight
the key benefits of our product versus the
competition

feefo
‘ Sarvica Rating:
| Peedrdede

Satsumar

loans.co.uk

A better way

Manageable segments. Representative 794% APR
Warning: late repayment can cause you serious money problems.
For help, go to moneyaaviceservice.org.uk
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Satsuma — Broad marketing reach
We are developing our messaging as the maturity of the brand grows

... highlighting our key points of difference versus the competition

£72.00 £51.40 £40.01

per £100 borrowed per £100 borrowed per £100 borrowed
quickquid.co.uk sunny.co.uk satsumaloans.co.uk



Provident Financial plc

Provident ;
Investor & Analyst Event — April 2015 55

Financial Group

PFG

Satsuma — Broad marketing reach

We are optimising our channel mix to broaden our reach and manage acquisition cost

TV

Direct mail

B2B

Brokers

) — o Co— e Apply nows
froved Satsuma-
A loan from Satsuma
s t ot Born;wingf_:soo is much easier to swallow Borrow up to £1000 and repay
‘ ' ‘ over 3 months costs 2
{3 a Sk" ;4,09 less with Satsuma’ in weekly segments

A better way

Satsuma Loans - a fresh approach.
u ing
. . e eeesurs ot yourtnances A loan you
. B 3
Manageable segments. Representative 794% APR ~Borrow up 10 1000 subject10.4n aMlorasbiky check repay in
Warring: \atFe S‘ymen\ Can CaLSe YU SErous muniy probiems. SUURIUIES GON FI9 ORNSNS TV Sep S nice weekly
or hefp, go to moneyachicesenvice.0rg.uk
T T m—— segments
L]

rogards,
Satsuma Loans Customer Care Team

Apply now

Banner ads iy Ze o s ke
) o — ki m— e — [ 8
(e | ssuAPR
A Affiliates
- £140.01
SATSUMA 13-26-39 J Read

z £100-£1,000 weeks 845% (€100, 13 NO Review APPLY NOW

Satsumar teeieh

leanscouk Representatve Example: £300 loan repayable over 26 weeks. 26 weekly payments of £19.82. Rate of inerest 140.1% p.a. fixed. Representstive 845% APR. Total

: armount payabe s £510.12

Paid search

Satsuma® Loans - Borrow Up To £1000
[ www.satsumaloans.co.uk/ ¥

4.6 %k Jk rating for satsumaloans. co.uk

Repay In Segments_ Representative 845% APR
Satsuma Loans has 149 followers on Google+

Apply Now
Simple & secure online application
forms. Apply for your loan today

Brand:f

3 Reasens To Trust Us
Were fair, responsible & fully
transparent about our charges.

Loan Calculator
Choose your loan amount and
a repayment plan that suits you

A New Type Of Loan
Borrow up to £1000 and pay back
in manageable segments

ShortTermLloansf

Satsuma® Loans - Up to £1000 - Satsumaloans.co.uk
[ www.satsumaloans.co.uk/Loans ~

4.6 %4k rating for satsumaloans_co.uk

Repay In Manageable Segments_ Representative 845% APR

Satsuma Loans has 149 followers on Google+

Loan Calculator - Start Your Application - Why We're Fresh - Apply Now

—

) G %
sy Back Links
w—p Site Improvements

Aggregator websites
knowyour

CradftCards  CurentAccounts  Insurance  Loans  Morigages  Uities

Short Term Loans

v ar
shartberm loans.

W QuickQuid’

Your One-Stop Loan Shop.
Dt pay more for a miclleman Borow

08 ool COmpars QG G Short e oAk S0 0UL % chshcAracty from QuichCub Bpvaeniat

' TEBE BYOOUCTS CaN ba Mors XDERTIS Ihan citar 23 of k03N
Fhome snUre $04 (4B 041 QUIDE SE0RS AGEHING 12125, T8Ce b Alloans rubyec 0

PR Rapresentative 1
satus, afordatey and credt shecks ot 1o appraval. 1B only.

Warning - Please Raad
Paydoy to

apply. Waming

protiens. For help, m

Up to£100

=3
=

Upto €200

| upto 2400 Up to €500 Over £500

Salsuma Loans
[r— Lo smeit FapaymanFur 2108 o Tem
845% £10010£1,000  £WASIover i3 13,260r 38 mesks
eakz

gl 3008 et e 26 ek 36y B 15 6. e VR 11 1% 3.3 ) Bgrainizes D5 A6
T S 3 515 53 WA LTE tgaahe o st o 1 iy ISRASRS. £ D g 1) i L

Quicka

QuickQuid £50 10 £1,000 12480 0vsr 3145ys 1o 3months.

ONLINE - APPLY NOW

Satsumq®

loans.co.ul

A fresh approach taloans
Borrow from
£100 - £1000°

© Complete your application online
at Satsumaloans.co.uk™

© Money paid directly into your
b t

ank account

© Pay it back in nice weekly
segments over 13,26 or 39 weeks

Apply now

Representative
PR

5%

* Exstag Prevous 169 castomens 73y 369 15 Bger oan amouses 3uBseR ety
+ AN io3ns satect 10 30 Moy Bssassvant
Rpgterots must b UK rusents 20 ovar 13 years of 390
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Satsuma — Broad marketing reach
We are optimising our channel mix to broaden our reach and manage acquisition cost

VANQUIS
Speed/ BANK

private
e
Satsuma-

Handholding/ .
personal PfOVldEQTE

The loan that comes to you

Customer expectations/needs

Lower Higher

Creditworthiness


http://www.vanquis.co.uk/
http://www.vanquis.co.uk/
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PFG

Satsuma — Broad marketing reach

All of which is driving traffic to the website... ...and customer applications
Unique website visitors in month Volume of applications
(indexed) (indexed)
300 300
Almost 3x the
250 number of web 250 Almost 2.5x the
visitors year on year number of applicants
year on year
200 200
150 v 150
100 L 100
50 . 50 T T
,\’b‘ :\,b‘ :\,v ’,\,b‘ :\y \ :\/b\ /,»b‘ :\,v - ™ : S ' ™ »
\é"xb‘ «e"”b‘@é'Nv v‘?«\y@%&v & " \va w‘g :,éé’”v & b‘eo‘&oe‘” " \é‘% ¥ FE W E Y



Provident Provident Finam?ial plc
Financial Group Investor & Analyst Event — April 2015 58

PFG

Satsuma — Best-in-class underwriting
Underwriting is a key profit lever for the business

B2B and B2C marketing

Website visitor

App started Test and learn
Customer web journey
targeting App completed

Policy rules Are forecast losses in
Scorecard

Credit line with credit risk
appetite?

Underwriting

: : Is the customer who
Bank validations Fraud/KYC they say they are?
he customer afford
Scorecard Affordabilit Affordability cant
optimisation v the loan?

Declined customers are
Funded customer a potential lead for

home credit
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PFG

Satsuma — Best-in-class underwriting
We are using advanced analytics to make good decisions for our customers, driving
improvements in funded rates without impacting collections performance

Over a 50%
Funded rate (Indexed) improvement in

175 funded rate year
on year

Enhanced
affordability
checking

150 Scorecard

tightening

125

100

Decision engine enabling
capabilities —improved data
capture (including
behavioural and social data)
Plus improvements driven by
A/B testing

75

50

Jan-14 Feb-14  Mar-14  Apr-14  May-14  Jun-14 Jul-14 Aug-14  Sep-14 Oct-14 Nov-14  Dec-14 Jan-15
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PFG

Satsuma — Best-in-class collections
Vanquis Bank has developed a best-in-class collections team

> Data intensive:
— Immediate/overnight contact
— Segmentation key to maximise efficiency

— High quality of contact data is maintained

v

Multi channel high-tech approach:
— Letter
— SMS
— Telephone

— |Internet

A

Forbearance and vulnerable customer identification reviewed at each stage:
— Industry best practice, early warnings

> Key metrics:

— High contact rates

— High promise to pay
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PFG

Satsuma — Best-in-class collections
We have seen tangible improvements in collections performance from leveraging Vanquis

Bank capabilities

Collections performance

DEISCIRIES
indicate a more
recent vintage

Collections %

We are on a journey and Vanquis Bank are a key part of our
three line model

1. Our expert cus.t.(.)mer contact team VANQUIS

2. Leveraging Vanquis Bank best-in-class collections team BANK
3. Recoveries process

Time on book


http://www.vanquis.co.uk/
http://www.vanquis.co.uk/
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Satsuma — Best-in-class collections
And our high promise kept rate demonstrates the sustainability of our lending and the
efficiency of the manual collections process

Promise kept rate

76%
75% /SN

24% / \ AVA

/ . N/
72% / \/

71% -

70% Target

69%

68%

67%

Apr-14 May-14 Jun-14 Jul-14 Aug-14 Sep-14 Oct-14 Nov-14 Dec-14 Jan-15 Feb-15 Mar-15
> Tracked at portfolio and agent level
> Long term performance tracked

> Promise kept rate of 70%+ benchmarks very well against the industry
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Satsuma — Data-led continuous improvement
We are utilising analytics across the journey to drive continuous improvement

> We use the best tools available in the market to build, validate and improve decision and targeting
models, including:

— Statistical and machine learning modelling (links mining)

— Stratified random sampling

— Multi-variable regression

— Machine learning (including support vector machine and neural network)

— Classification algorithms, dimension reduction

> We mine 15 data sources; 3.1m data points; 2,100 variables and investigating value of 8,000+
variables

> Our analytics platform deploys sophisticated layers of decision logic and proprietary algorithms
calculated in seconds to offer a rapid response
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Satsuma — Data-led continuous improvement
We are utilising analytics across the journey to drive continuous improvement

Product development
Drives applications from suitable customers, reducing acquisition costs

Improved new and existing customer targeting including optimising channel mix
Drives applications from suitable customers reducing acquisition costs

Optimised customer journeys (new and existing customers)
Reduces drop out rates

Improved credit decisioning
Drives funded rates and reduces impairment

Preventing fraud
Reduces impairment losses

Targeted collections activity
Reduces impairment losses and the cost of recovery
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PFG

Satsuma — Summary
We are investing in the business to deliver sustainable and significant growth

> Our original hypothesis is correct:
— Regulation is cleaning up the market creating a large opportunity

> We have unique capabilities within the business and from being part of the group and are ideally
placed to capitalise on the opportunity

> We have developed our team over the last year, adding high quality and experienced people and
now number over 120, significantly building our capability

> We are rapidly developing and are seeing significant improvements in the key P&L drivers

t

Unique web visits Applications Funded rate Collections Growing pool of
up up up performance customers eligible
improving for re-service

All underpinned by extremely high levels of customer satisfaction
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PFG

CCD
Today’s agenda

1. CCD strategy —recap Mark Stevens
2. Home credit Mark Stevens
3. Satsuma Hemant Patel
4. glo Hemant Patel

5. Summary and outlook Mark Stevens
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PFG

glo — Market context
Guarantor loans emerged to fill the larger sum unsecured credit gap created by the financial
crisis
> Pre-credit crunch branch based specialists (HFC, Welcome and Black Horse etc) dominated the larger
sum unsecured loans market, which totalled in excess of £10bn:

— Most exited the market or have gone bust, some with significant conduct issues
> Guarantor loans emerged to fill (some of) this void:
— A credit product where loan repayments are guaranteed by a more credit worthy individual

— Enables the borrower to access larger sums over longer terms, typically £1k to £7k over 1 to 5 years with
APRs of ¢.50%

— Relationship built on trust that allows the borrower to build/repair their own credit history

> Amigo raised the profile of the product, drawing

. Amigo receivables
a number of smaller players into the market: &

250

— Most have other specialist lending interests,
such as car finance or unsecured personal
loans (Everyday Loans, UK Credit, 1st Stop)

200

150

fm

> Amigo had a receivables book of £217m as at the

100
end of March 2014:
50
— Over the last 4 years Amigo has seen CAGR in I
receivables of over 25%, suggesting relatively - : : : :

rapid growth in the overall market opportunity 2010 2011 2012 2013 2014

Source: Amigo statutory accounts
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glo — Excellent strategic fit
Guarantor loans fulfils a customer need not currently satisfied by CCD

Remote Satsumc'" @ THE GuARANTOR

Channel
°
Face to PrOVIdent
fa ce The loan that comes to you

Smaller sum Larger sum

Loan value

> A proposition built on Provident DNA is a perfect fit for customers in this market:
— Prudent and affordability-based approach, lending to the borrower not the guarantor
— Personalised customer-centric journey through our expert contact team (our ‘agent on the phone’)
— Customers are not charged fees at any time
— Cost of borrowing is known upfront and customers receive the same price whichever channel
— Flexible and understanding approach to customers experiencing repayment difficulties
> We can also leverage group capabilities and resources:

— Moneybarn’s broker relationships
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glo — Currently in pilot

We launched glo (the guarantor loan option) as a direct to consumer pilot in November 2014

> We have started to build a brand, using high quality creatives designed to speak to the borrower
and the guarantor
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We are building transferable capabilities and will evaluate success in the near future

We have developed document verification processes and the capability to manually underwrite
loans (centrally) through our expert contact team (‘the agent on the phone’)

THE GUARANTOR
LOAN OPTION
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CCD
Today’s agenda

1. CCD strategy —recap Mark Stevens
2. Home credit Mark Stevens
3. Satsuma Hemant Patel
4. glo Hemant Patel

5. Summary and outlook Mark Stevens
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CCD - Fit with group business attributes

High returns

Market
leadership

Sustainable

Growth potential

Strong

management and
cultural fit

> ROA of 18.1% in 2014
— Highest in the group

> Strong capital generation

> Provident is the market leader in home credit
> Satsuma aims to be in the top 3 in the medium term

> Progress to date indicates glo has the potential to be in a top 3 position

> Long-standing but modernised home credit business
> Building world-class capabilities in online lending

> All products highly customer-centric and compliant with regulation

> Customer, receivables, and profit growth provided by Satsuma and other
future product developments that have potential to reach target returns

> Good team balancing experience with new hires
> Dedicated and focused teams for home credit, Satsuma and glo

> Working closely with Vanquis Bank and Moneybarn
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CCD — Delivering commitments
Excellent progress against commitments set at November 2013 Investor & Analyst Event

Commitment Outcome

> Substantial home credit transformation to be On track
completed by mid-2015

> Financial contribution from Satsuma from 2015 On track for monthly
onwards break-even by end of 2015

> 2013 the baseline year for CCD profits Achieved

> 2014 performance will reflect the transition to
a smaller, higher-quality home credit customer Achieved
and receivables base with corresponding net
cost savings

> For 2014 and 2015, we will focus on home On track
credit profit not on customer numbers, sales or
the number of agents
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CCD - Outlook

Home credit

Online unsecured

loans

Business will be managed to achieve stable profits over the medium-term
Transformation complete by mid 2015

Improve customer triage between Satsuma and home credit

Satsuma:
— Expect 4 - 5x volume of new customers in 2015 versus 2014 (22k)
— Breakeven on monthly basis by end 2015
— Profit contribution in 2016

— Top 3 in the medium term

— Good progress to date

— Roll-out if expected returns are in line with group target returns and can be
achieved within an acceptable timeframe

Continue to develop synergies with Vanquis Bank and Moneybarn
Explore further opportunities in wider online unsecured loans market
Returns targeted to be consistent with current CCD returns

Medium-term potential of £300m+ receivables
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Moneybarn

Peter Minter — Managing Director
Shamus Hodgson — Commercial Director

Simon Law — Finance Director
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Moneybarn
Today’s agenda

1. Introduction and strategy Peter Minter
2. Market and commercial overview Shamus Hodgson

3. Reliable financial performance Simon Law
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Moneybarn — Background
‘Credit you can trust’

> Founded in 1992 under the name of Duncton to serve the non-standard car finance market
> We provide finance to customers rejected by high street banks and manufacturer captives
> Our ethos is to ‘help good people get to work’

> Our conservative lending and underwriting has helped the business survive two recessions and the

credit crunch

Customers

25,000

20,000 //

15,000 /

10,000 /

5,000 s
- T  °+——+ T T+ *—— T — 71—/ 1/ 1T/ "1/ 1T/ "7/ ""1T/ "7/ "1 17T "7 17T ""7T1T 1T 1T T T T T 1T T T T
N 00 0 O OO ©O O d d N AN o0 N < & 1D N W O NN XX OO OO O +d F N AN N N I <
PRPRP PR ROEIIQPEIQFOIIIFPPEIIREIIIFPIPIQ GGGl
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PFG

Moneybarn — Positioning
‘Never waste a good recession’

> Market failure in 2008/2009 resulted in nearly all competitors exiting

> Investment in systems, distribution and skills:

— Developed a deal acquisition and management system that was class leading, scalable and efficient
> Created significant intellectual property in the new distribution model for the industry
> Consistent pricing and significant fall in default rates provided the springboard for major growth
> Muted competitive environment has allowed the business to grow profitability

> Competition is re-emerging but we have established ourselves as one of the market leaders

> Very well-placed to continue sustainable growth as part of PFG
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Moneybarn — Strategy
Develop our position as one of the leading non-standard vehicle finance providers in the UK,
delivering positive customer outcomes, sustainable growth and high returns

> Using the group’s funding lines to access the significant growth opportunity

> Maintain our strong relationships with brokers and secure a position of primacy
> Develop our product proposition and our channels to market

> Capitalise on the synergies available throughout the group

> Continue to invest in and develop our IT infrastructure

> Maintain clear and consistent credit management objectives to maintain stable levels of
impairment

> Offer straightforward and transparent vehicle finance
> Treat our customers fairly and comply fully with regulation

> Ensure we deal in a responsible and consistent way with customers who get into financial
difficulty
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PFG

Moneybarn — Business model
Our business model is robust and proven over time

> Underwriting decisioning, and pricing for risk, developed over many years
> We have strong broker relationships:
— Achieved primacy with the majority of brokers in 2014 following acquisition by PFG

— We define the market for relationships with intermediaries, and are the thought leader on product
development

> Highly tailored operational IT systems, written entirely in-house

> Effective collections methodology

> Predictable income stream from 4 to 5 year conditional sale contracts
> Highly data driven

> We keep our business model, proposition and product simple

> We have a forward looking approach to TCF and forbearance and we are well placed for FCA
authorisation in H1 2015:

— Detailed review by and external third party, Huntswood, in 2014 plotted the course to full authorisation

— We are ahead of plan to complete our application and already have operating processes that are
compliant
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Moneybarn — Customer lifecycle
Built for sustainable growth

> Compliant customer focused
approach

> 4to 5 year contracts
maintain momentum in the
business

> Business model can be flexed
to suit the environment

> Risk managed at all stages

> Good visibility for the
regulator

RECOVERIES
& LITIGATION




PFG Provident Provident Financial plc
Financial Group Investor & Analyst Event — April 2015 82

I\/Ioneybarn — |Investment case
A third leg of earnings that complements the group’s organic growth opportunities

> Market leading position

> Highly scalable, systems driven business with strong distribution
> Predictable, strong and sustainable margins

> 75% of the next 12 months’ revenue is written at any point

> Providing a service valued by our customers

> Strong management team

> Market shows low correlation with the economic cycle

> Potential for market to grow to pre-recession levels

> Exciting growth prospects
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Moneybarn
Today’s agenda
1. Introduction and strategy Peter Minter
2. Market and commercial overview Shamus Hodgson

3. Reliable financial performance Simon Law
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Moneybarn — The market
Motor finance is a large, well developed market

> Non-standard market is Market value
underserved and most

customers use non-direct
competition
c.£27bn
> The market opportunity,
strong broker
relationships and access » » ﬂ

to PFG funding gives us

sales car dealers customers
> 500,000 used cars are
sold to non-standard ‘

customers each year,
although only 10% are
currently purchased
using motor finance

»

Finance Finance by
secured on non-standard
acar customers

Market sales volumes

=M.

To non-standard Through Used car
customers car dealers sales
Finance by Finance

non-standard secured on
customers acar
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PFG

Moneybarn — The market
The overall car sales market is segmented through a number of dimensions in which we
have a clear position in each

Dimensions of segmentation Participation by Moneybarn

> Finances predominantly used cars —
Car Dealer Private Other (e.g. only 2% of cars funded are new
purchase individual auction)
channel > Only accepts applications for finance

for cars bought from a dealer

~

Funding Car finance Other Cash
(HP/PcP/PcH) | borrowing »
products Offers a conditional sale product,
which is an appropriate product for
Segment Non-standard
non-standard customers

> Operates in the non-standard credit

Car Commercial segment
purpose
> Only funds private purchases

Served by Not served by
Moneybarn Moneybarn
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Moneybarn — The market
Competitive landscape

> The motor finance market is defined by segments of consumer credit risk

> A range of lenders operate across the risk segments but no one lender operates across all risk
segments as customer behaviours and operating models can be very different

Mercedes-Benz Financial é!-ngall.lSErE:é gtrgr}:ﬁgyys Q
&P | ForocrepIT blackmgcég Close Motor Finance — EzﬁeR:sponseo é dimi.go
your finance credi
—— ; i~ 4cars

@ Finance IOV i kB : advantaa uAR FINANCE
Das Ao, Hoﬁlﬂ% CCONSUMER FINANCE Moto FJNN 9&? E!:Qg‘czrual @w fRACE TS g EDM PANY .

High end R . . . .

r;grime Mid prime Low prime Near prime Non prime Sub prime

4= MONEYOOIT mmmp

> We operate across the non-standard segments of near-prime, non-prime and sub-prime and we are
one of the market leaders in this area
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Internet brokers
Acquire customers directly through the web, using pay per click, search engine optimisation and
other sources of leads

Will maintain large panels of lenders to ensure they can monetise as many leads as possible,
regardless of the customer situation

Call us now on

About Us Contact Us My Accou
carloan @ =Autdlrader 0871 220 6001 > >, MidlandCredit

(O 7 Getting the Nation Driviny
e e i—6- s s
out last month partner forcarloans

e | car Buyng G | o it vores | insurnce | ca Finance Gacutor | 4 [ Aoy e | et st

BUY ANY CAR FROM ANY

DEALER W
No admin fees payable
No deposit required

Loans from £3,000 o £50,000
Decision within 1 Hour

Geta quote )+ (Choose your car Drive away

Hassle free approval 4 From any reputable UK We'll do the paperwork
Dealership

Amount to Spend

7500

Repayment Period ﬁnocgll’iBBLE M
L
ccrs accarmo
g DEFAULTS ACCEPTED V
SELF EMPLOYED ACCEPTED V
WATCH OUR VIDEO > IVA'S ACCEPTED COICU Iator
2(3|4 Ca'finance@ Call us on 0800 019 7180 Needhhelp finding the
) Right Car?
We compare over 300 loan products with 15 lenders including... Learn more " (g o e agA IS ASKAQUESTION s APPLY NOWO O @
h hel
& Santander * BARCLAYS HITACHI Wie'lltoke a ook at your Once youre occeptad we e ——

Inspire the Next application immediataly complete the paperwork —

] CAR FINANCE undmm(::;:éc;‘ o and pay the dealer
T — C AR LO AN S CAR FINANCE s L -

EXCLUSIVE
5 6 0/0 RATE

Here are justa

Calculate your loan immediately

BUY e

YOUR CAR
: ::MD:AP::;TDM LOAN PRODUCTS FROM ANY
+ GUARANTEED CAR FINANCE DEALER

APPLY NOW O

£

period

24 MONTHS A4

CALCULATE MY LOAN O

Choose a car Sign & Collect APPLY NOW @
ed, buy your car sig work, collec Apply now for an instant
i o ou o decisian
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Dealer brokers

Acquire customers from dealers who pass customers requiring finance to the broker
Maintain field sales teams who focus on building and maintaining relationships with dealers
Will often pay dealers part of their commission

Will often have a smaller panel of lenders and specialise in prime or non-standard finance

DSG

FINANCE

\

% EVOLUTION

FUNDING

\
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Dealers

Dealers who do not use brokers but send applications to us directly
Predominately large car supermarket operations

Will often have central finance units on site

Often market to non-standard customers
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PFG

Direct

Customers who are acquired directly through the Moneybarn website
Existing customers who are re-solicited towards the end of their agreement

Direct applications driven by third party leads

monevborn Sales: 08455050192 Customer services: 08455050193 W f
credit you con trust

Welcome to Moneybarn.

We're the UK's fastest growing
specialist car finance lender.

_ Representative APR 33%
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I\/Ioneybarn — Routes to market

Introducer relationships

> We have contractual relationships with 47 introducers, including all the UK’s motor finance brokers

100% -
Internet
90% - brokers 11
80% -
70% -
60% -
Dealer
50% - brokers 22
40% -
30% -
20% -
Dealers 14
10% -
0% -

Number of introducers

Direct 2%

Internet

brokers 61%

Dealers
brokers 27%

Dealers
10%

% Deals

creditplus i :
carloan

carfmance

MSGCars

carcre![t

N\
A— D
(. ;(6,_\ F

MidlandCredit.co.uk

giantchoice giantsavings

Z  EVOLUTION

FUNDING

JIGSAW
FINANCE

Example introducers

auto union Finance
(X X |

"*carglant ”””” O i\ \WERTII CARCRAET
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PFG

Moneybarn — Routes to market
Why do intermediaries like Moneybarn?

> Rapid decisioning meets intermediary needs:
— Underwriting quote is automated, delivered in less than 4 seconds and checks:
® Credit file of applicant and associates
® Value of vehicle
® Outstanding finance marker (HPI)
— No reneging on approvals
— No claw-back of commission

— Service delivery that allows brokers to process efficiently, and removes execution stress from the
customer

> Partner relationship management:
— Track record of support for intermediaries, allowing them to build their businesses around Moneybarn
— Open, consistent and honest approach
— High levels of support and guidance

> A sustainable lender
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Moneybarn — Customer journey (Acquisition)
Highly efficient, automated application process that minimises the time taken to process
applications, and removes friction from the customer, dealer and broker experience

Internet broker or direct channel | ) Eclipse decision > Customer refines > Moneybarn
M > Customer submits initial engine provides requirements in confirms deal or
§ application online approve/decline light of initial offer _asks for more
5B 0 Broker/Moneybarn contact decision, and the > Customer prepares information
% customer and gu!de§ them ?uote anc!f'FerdmsI doFum.ents f(?r > Payout decision is
= through the application or a specific dea vaI.|dat|on (with sent to customer,
£ process guidance from the broker and dealer
g Dealer broker or dealer channel dealer/broker/ Funds are
S
O

Moneybarn) transferred to the

supplying dealer

> Customer completes the
application at the dealership
or dealer passes application
to broker who then contacts
customer

60 minutes

Time to
process

5-10 minutes 4 seconds Up to several days

1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
)
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1

Customer review
and document
preparation

Document checks
and payout

Approval and

Apolicati
pplication quote

Average 8 days



PFG Provident Provident Financial plc
Financial Group Investor & Analyst Event — April 2015 94

Moneybarn — Customer journey (Decision process)
The approval decision is made using a combination of an Experian-derived scorecard, built
using our historical data, and Moneybarn’s own internal policy rules

Applicant information Experian
—— scorecard
Application ! - Payout pack
data Gross disqualifiers Bespoke scorecard assessment
using a variety of
: Proof check for:
Experian data Based on:
>

factors including
Applicant age, credit history and
employment

traceability
Vehicle information type, income

> Vehicle marque,
Glass’s Guide age, price,

mileage

Identity

Driving licence
Income
Affordability
Vehicle identity

Moneybarn policy
rules

: Mileage
A set of policy

rules to remove
specific areas of
risk

Employment

HPI

A A VA VA T A A

Income type

> Delivers robust, high quality lending decisions which result in low default rates

. o
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Moneybarn — Customer journey (In life)
High levels of customer contact and pro-active, supportive arrears management creates a
strong relationship between Moneybarn and the customer, leading to better outcomes

> Active resolicitation
of customers
nearing the end of
their term

> High level of
proactive
communication to
customers to build
our brand and the
ongoing
relationship with
the customer

> Focused on curing the
customer rather than just
collecting cash

> The ‘often and early’
approach allows us to
establish the customer’s
situation, put in place a plan
and offer support as quickly
as possible to increase the
likelihood of a good
customer outcome

> Opportunity
increases as book
size has grown

Customer experience

In-life customer
communication

Arrears management Resolicitation
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Moneybarn — Customers
Typical customer credit characteristics

> We provide finance for a range of customers, with a range of credit positions

> The credit characteristics of customers range from those currently in an IVA at the higher risk end, to
those with poor trace at the lower risk end

> We then price dynamically for risk

IVAs Multiple defaults Missed payments Self employed
CCJs Current arrears Poor trace
Higher Low
risk risk

> Creditworthiness is just one aspect of the customer profile
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Moneybarn — Customers
Typical customer profiles

Tier 1

John is a teacher who has generally managed his finances well in the past but 8 months
ago he had a number of unexpected expenses that stretched his finances and, as a result,
he went into arrears on a number of his credit accounts. John has also not kept his details

up to date on the Electoral Register

Tier 2

Angela is self employed, has a good level of income, but it is not always paid regularly.
This irregularity of income has caused her to go into arrears on some of her credit
accounts in the past, but she has always paid the arrears soon afterwards. She has had a

historical CCJ, but this was satisfied several years ago

Tier 3

Keith is employed as an HGV driver. Over the years, Keith’s credit history has mostly been
satisfactory, with a few minor arrears, but 3 years ago he was made redundant and, as a
result, defaulted on a large number of credit accounts, including his mortgage. He has since

then paid off his arrears but still has several CCJ’s and defaults on his file. He has been with

his current employer for 2 years and has a good level of income
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Moneybarn — Customers
Our customer characteristics are very similar to those of Vanquis Bank

> Similar to mainstream

> Employed (70%) and self-employed (30%)

> Incomes similar to national average

> Representative of most socio-demographic sectors
> Average age of 38

> Lower levels of home ownership, with 60% of customers being tenants
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Moneybarn — Customers
Why do customers like Moneybarn?

> We give customers excluded by the mainstream the ability to buy a quality car of their choice
> Our product is simple, easy for customers to understand, and has a fixed rate

> There are no surprise fees attached to the product

> Our agreements offer a degree of protection should things go wrong unlike an unsecured loan
> We have a customer-centric culture

> We meet and exceed consumers’ mainstream service level expectations
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Moneybarn — Customers
We achieve high levels of customer satisfaction at all stages of the customer journey

100% -
80% -
7 Strongly agree
60% - 6
5
40% -
4
3
20% -
/:l 2 \
——{11 Strongly disagree
_% T T T T 1
Details of the loan were The loan term is The monthly payments  In the same position, | In the future, | would
clear when | took out the satisfactory are affordable would take out a loan consider taking out

loan with Moneybarn again another loan with
Moneybarn
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We are a single product company, providing conditional sale agreements to non-standard
consumers

Deposit Monthly Repayments

Profit is made from the difference between borrowing and lending rates

Approach has always been straightforward with no add-ons such as GAP, PPl or other ancillary
products

Potential to extend our product into other areas (e.g. light commercial vehicles)
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Moneybarn — Product
Our proposition — A typical contract

Typical car — Vauxhall Astra

Average contract* Detail

Term 53 months Maximum term is 60 months

APR 33.06% APRs will range between 20% and 59% depending on tier and loan size

LTV 86.9% GGRV Maximum lend is 100% Glass’s Guide retail value (previously 100% of
Glass’s Guide trade value)

Deposit £985 Minimum deposit £0

Lend £9,130 Minimum lend £4k (previously £5k), maximum lend £25k

Purchase price £10,115

Monthly payment | £305

* Based on new contracts written between 01/10/14 and 28/02/15
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P FG Financial Group

Moneybarn — Technology

Our technology is a key differentiator

> Personal contact is important to customer acquisition and in-life management but technology is
the key differentiator

> We redefined the market with the introduction of the Eclipse application system in 2010
> Developed internally and subject to a rolling programme of enhancements, Eclipse delivers:

— Instant, definitive decisions and quotes, allowing the broker or dealer to provide instant quotes if
car details are provided

— The ability for intermediaries to remotely print or email customer documents
— Significant internal, broker and dealer efficiencies

— Supports a compliant customer journey through the delivery of clear, useful information to
customers throughout the acquisition process

> Brokers view Moneybarn’s decision making as reliable

> Bespoke customer relationship management system developed to meet the specific
requirements of customers
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PFG

Moneybarn — The growth opportunity

Well positioned to deliver strong medium-term growth

> Significant growth opportunity by:

— Fulfilling growing customer demand in a market where there is a general under supply of non-
standard car finance

— Continuing to develop our product proposition to meet customer needs and further develop our
position of primacy within the market (e.g. developing sub £5k part of the market)

— Delivering on the significant cross-sell opportunities with the rest of the group, particularly Vanquis
Bank, and in B2C

— Further developing consumers understanding of the value for money and protection provided by
specialist car finance relative to other non-standard finance options

> Only 10% of the half a million used cars purchased by non-standard customers are funded through
secured car finance:

— Remainder are funded through cash, loans from friends and family or through alternative forms of
credit such as personal or guarantor loans or credit cards

— Represents a very large set of potential customers to aim at
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Moneybarn
Today’s agenda

1. Introduction and strategy Peter Minter
2. Market and commercial overview Shamus Hodgson

3. Reliable financial performance Simon Law
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Moneybarn — Financial model
Financial model aligns with the rest of the group

> Very simple earnings structure with 75% of next 12 months’ revenue contracted at any
one time:

— Average customer agreement:
¢ Loan of £9,100
* APRof 33%
¢ LTV to Glass’s Guide retail value of 90%

¢ Term of 53 months
> Low exposure to vehicle risk
> Low default rates
> High risk-adjusted margin delivers strong capital generation
> Relatively lean cost base

> Well funded under PFG ownership
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PFG

Moneybarn — Income statement
High return business

20141
£fm

Customer numbers (‘000) 22 Strong new business volumes post acquisition

Year-end receivables 151.7 Average customer balance of c.£7,000

Average receivables 135.1

Revenue 38.0 Yield of c.28% driven wholly by interest income with no PPI/GAP

(4.7) Impairment made when one contractual payment missed

Impairment . . .
P Low impairments at 3% of average receivables
Revenue less impairment 33.3
Risk-adjusted margin? 24.6% Risk-adjusted margin of c.25% provides resilience during a
downturn
Comprises commissions paid to brokers, marketing, credit and
Costs (11.1) .
collections, IT and management costs
; ; . ; .
Interest (7.2) Func{/ng provided by PFG at a rate of ¢.5% compared with 10%
previously
Adjusted profit before tax3 15.0
Return on assets? 12.9% Consistent with group’s strategic focus on high return businesses
1 Full-year results restated to apply the group’s lower cost of funding to pre-acquisition results
2 Revenue less impairment as a percentage of average receivables
3 Adjusted profit before tax is stated before the amortisation of acquisition intangibles of £2.5m and exceptional costs of £3.9m
4

Adjusted profit before interest after tax as a percentage of average receivables
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Moneybarn — New business volumes and customer growth
Strong growth in new business volumes

. . New business volumes
> Funding provided by Octopus from 1200
November 2010:
1,000 /
— No spare capacity on Octopus facility /
from 2013 0

— Deliberate restriction of new business °%°
volumes during 2013/2014 due to 400

funding constraints 200 /\J
_~—

> Acquisition by PFG provided access to

group’ significant funding capacity from SRR B B S L B B S B B S BN S
August 2014: LI S T - - - - I A A -
. . Customers
— Enabled strong growth in new business 25,000
volumes
) o 20,000 /
— Confident of continuing performance
15,000

10,000 //
5,000

T T T

o o [=) — — — — ~ o~ ~ ~ 2] o0 (2} ™ < < < <
— — — — b R — — — — — — o — — — — el —
> Qo > o > a0 > o > a0 > el > o0 > Qo > oo >
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Financial Group

PFG

Moneybarn — Managing financial risk
Extension of the product offering to lend up to the retail value of vehicles

> Maximum loan amount increased from
Glass’s Guide trade value to Glass’s Average contract (£)
Guide retail value in October 2014:

12,000
— Trialled pre-acquisition
_ _ _ 10,000
— Reinforced primacy with brokers
> No change in underwriting: 8,000
— Lending to the same customers and on 6.000
the same vehicles as previously
— Similar default rates 4,000
— Average deposit of around 10% 5000
— Dynamic pricing by reference to risk

B loan [MDeposit MGlass's Guide retail value
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PFG

Moneybarn — Managing financial risk
Close management of the loss given default (LGD)

> LGD is the difference between the

outstanding IOan and the SaleS Amortisation of loan versus vehicle valuation
proceeds of the vehicle, less costs 12 - —
== AVerage venicle va uatlon*
> 15% to 20% of contracts will default over 10 - — Average loan amortisation |
the|r Ilfe e Max l0an amortisation

8 -
> We carefully manage LGD to ensure that \
6

it remains stable:

£'000

— Second hand cars which do not exhibit

—
the significant initial depreciation . \\
associated with new vehicles \\

- Close management Of the Ioan to Value 1 3 5 7 9 11131517 1921232527 2931333537 3941434547 49 5153555759
at the start of the contract Month

— Prescriptive abouj[ the quality and ) * The average vehicle valuation assumes a 1.75% monthly
nature of the vehicles we lend against depreciation charge on the initial purchase price and does
not take account of the costs of vehicle recovery in the event

— Influence of loan duration of default

> On average we recover 87% of the
principal outstanding following default by
a customer
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Moneybarn — Default rates
Improving monthly default rates

> Automated underwriting introduced in April 2010

> Credit scoring changed from being informative to the basis of underwriting

> Bespoke scorecard introduced in April 2014

> Industry defaults at historical lows

Monthly default rate
N \_v/ D
o o o — — — — o~ o~ ~ o~ ™ ™m (32] m < < < <
> oo > o) > [V > Qo > V] > o > oo > o > [V >
T =} (e} [3) [} =} o Q © =} o Q © =] (o) [3) © =} o
> < z w > < =z w S << z w > < z w > < 2



PFG

Provident Provident Finam?ial plc 112
Financial Group Investor & Analyst Event — April 2015

Moneybarn — Default rates
Improving cumulative default rates

Cumulative default rates by cohort
e 2010-H1

2010-H1 e 2(010-H2

e==2011-H1

o=2011-H2

2010-H2
~ ___——— 2011-H1 —==2012-H1

2011-H2

o==2012-H2
2012-H2=== 2012-H1

“2013-H1

“===2013-H2

“==2014-H1

Month
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Moneybarn — Cash collections
Strong cash collection

> Average APRs across our three risk tiers of 27%, 32%, 45%
> Highly consistent cash recovery rates across all tiers after costs of recovery

> Strength and consistency of underwriting model and risk selection

> ~£1.40 collected for every £1 lent

Cumulative collection of initial lend (all cohorts)
180%

160%

140%

120%

100%

80%

60%

40%

20%

% T T T T T T T T T T T T T T T T T T 1
Qtrl Qtr2 Qtr3 Qtr4 Qr5 Qtre Qtr7 Qr8 Qtr9 Qtrl0 Qtrll Qtrl2 Qtrl3 Qtrl4 Qtrl5 Qtrle Qtrl7 Qtrl8 Qtrl9 Qtr20

Tier 1
— Tier?2

—— Tier3
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Moneybarn — Headcount
Investing to support future growth

> Investing in additional headcount to:
— Support future growth
— Meet higher regulatory standards under the FCA

— Bring governance processes in line with those of the rest of the group

> No operational leverage in 2015, but moderate leverage anticipated from 2016 onwards

Dec-15
Moneybarn headcount Forecast
New business 19 18 21 27
Customer services 13 19 25 35
Recoveries 24 27 28 35
Complaints and compliance 2 4 5 8
Support 22 22 28 44

Total 80 920 107 149
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Moneybarn — Medium-term potential
Well positioned to deliver strong medium-term growth

> Customer numbers to grow from 22,000 to ¢.30,000 in 2015:
— No operational leverage due to investment in the cost base
> Medium-term potential of £300m to £400m receivables:
— Receivables of c.£150m at end of 2014
— Operational leverage from 2016 onwards
> Assessment based on:
— Unchanged underwriting standards
— Maintaining minimum target returns
— No significant change in the competitive or macroeconomic environment

— Developing product proposition but no significant ‘hope’ value for Vanquis Bank cross sell or B2C
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PFG

Moneybarn
Summary and conclusion

v High returns

v Market leadership
v Sustainable

v" Growth potential

v Strong management and cultural fit
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Vanquis Bank

Michael Lenora — Managing Director

Bob van Breda — Finance Director
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Vanquis Bank
Today’s agenda

1. High returns — Vanquis Bank has consistently delivered against strategic targets

2. Market leadership — The business has developed its market and is the leading
provider of cards to the underserved non-standard market

3. Sustainable — We are focused on the customer and our model has inherent stability

4. Growth potential — Predictable, consistent performance provides confidence in
revised targets

5. Strong management — Stable management with depth a core strength and well placed
to continue to deliver
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Vanquis Bank — High returns
Lets look back when we met in 2011......... the business was gaining momentum
Customers (‘000) Profit before tax (Em)
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Vanquis Bank — High returns
And the progress when we met towards the end of 2013........

Customers (‘000) Profit before tax (Em)
1,400 160
140
1,200
120
1,000 100
800 80
60
600 0
400 20
200
(20)
- (40)
o <t n o) ~ o) [e2} o — o [42] < o < N o ~ o) [*2) o — o (42] <
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Vanquis Bank — High returns

Now up to date........... having passed through 1.3 million accounts and £1bn receivables
Customers (‘000) Profit before tax (Em)
1,400 160
140
1,200
120
1,000 100
800 80
60
600 40
400 20
200
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We have led the development of the underserved non-standard credit card market,
providing a key service to the financially excluded

Demographics
62% of customers have no other

cards at acquisition Employment status Employed Employed
Annual income £25k+ p.a. £15-30k p.a.

For c.30% it is their first ever card Residential status Owner/mortgaged Tenant (75%)
Customers are typically in their Use of other credit cards High Low
late 30’s/early 40’s Use of other borrowings Medium Very low

Usage

Credit line £5,000+ £1,300

Line utilisation 25% 70%+

Typical APR 15-20% 39.9%

Primary purpose of card Transactor/Revolver Revolver

Standard Visa credit card

56 days interest free period
Cash advances: 3%/£3
Default fees: £12
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Vanquis Bank — Market leadership
We operate in a market with few mainstream competitors... but there is competition from
specialists

> Main competitors are CapitalOne, Newday (SAV/Aqua) and Barclaycard

> Minimal overlap with payday lending

Barclaycard R

00/00 00/00

CARPDHOLDER NAME
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Vanquis Bank — Market leadership
Internet and direct mail provided the foundations and are still major channels to market for
new account acquisition

VANQUIS
BANK

Build your credit with a

A  Credit Cards About Vanquis

Vanquis Visa Credit Card

Manageable starting Credit Limit of between £150 and £1,000%.

You could get Credit Limit increases every 5 months up to £3,5!

Exclusively UK based Customer Service.

v Online account servicing & Email alerts.

Representative 39 - 9 O/O AP R (variable)

More Info

My Vanquis ~ Credit Advice mm 1

We've already accepted over B EEE EEE people! We could accept you too!

~CREDIT BUILDING WITH
THE VANQUIS VISA CREDIT
CARD

'To bueltg(ylour‘credr\ rating and be con;|dered some of the feedback here to determine the credit you need and can (Crednt Canff:zvtder ?' o Yoo 2000 2ne Repr%sentative

il et e kR afford. Take a look at these credit profile 39.9% APR
e I which [ :

your monthly minimum payment on time. Not examples to see which seems the most fike (variable)

doing so could harm your credit rating and
make obtaining credit more difficult

Find out more

Customer Testimonials
Everything we do at Vanquis revolves around

our customers so taking the time to listen to
what they think is vital to us. We've compiled

Find out more

The Right Credit Card For
You?

Whatever your financial situation, at Vanquis
we'll carefully consider all your circumstances

you.

Find out more

Namedinital

Congratulations Title (2) Surname (5),

You have been Pre-Selected to Apply for the Visa Card from

Vanquis Bank with a starting Credit Limit of up to £1,000.

With a Vanquis Bark Visa Card you can:

m Start with a manageable Credit Limit from £150 up to £1,000

u Gel a Credit Limit Increase after your 41 slatement and further increases

every four months - up to £3,000

m Manage your account online 24/7 with eVanquis

You have been specially invited to start enjoying the benefits of the Vanquis Bank Visa Card. This card

gives you the foundation to build or rebuid your credt.

Apply orine at www.vanquisdirect.co.uk or complete, sign and retum the Special Invitation

Inthe pre-paid envelope provided
1100k forward to welcoming you to Vanquis Benk.
Yours sincerely,

( Vonin
Jane Farmer, Customer Service, Vanquis Bank

Get the help and support you need from our riendly Customer Service Centres

Use your card In over 26 million outlets woricwide - everywhere you see the Visa sgn

VISA

VANQUIS
BANK
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Vanquis Bank — Market leadership
We have successfully grown by diversifying acquisition channels beyond the traditional direct
mail and introducing propositions

New bookings (‘000)
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Vanquis Bank — Market leadership

We continue to develop new channels to market

> Face to face
> Point of sale finance

> Door drops

VISA

RESH START J

ly accepted
Million people

il twith a manageable Credic Limit from £150 to £1(
Ble get  Credit Limit increase afcer your fourth state
i IncrassasauanualE mantis Un 20 £3,000
il elp and support

<h

Credit Card

association with Vanquis Bank

Argos

Get the credit card designed with you in mind...

1f you have any questons about the Argos Credit Card, o ts sutabilty for your
needs, then please read the Important Pre-Contract informaton in Step 5 below and
our Frequently ns page. To find out more Opbon
Plan, an optional feature of your credit card agresment, glick here.

Help Us 1o Help Youl Please be truthful and accurate when you complete the
appiication. T wil increase your chances of being accepted for an Argos Credit
Card

1f you've previously been declined for an Argos, Aquis, Vanquis or granite Card
ploase wait 6 months before re-applying If you already have an Argos, Aquis,
Vanquls or granite Card account. please don't apply for another.

Carefully read the summary box. full lerms and condiions and privacy statement
before appiying

BAOON -

Investor & Analyst Event — April 2015

Provident Financial plc

Start Application >

Safe and Secure

Any informatn you provide us will remain safe.
secure and confidential When you submit your
apphcation it will be encrypted and sentto us over a
secure connection

VANQUIS @ED | post
BANK

VISA  VANQUIS

FOR YOUR ATTENTION:

Special Invitation

the Vanquis Bank Visa Ca g wi
Credit Limit up to £1,000. We' iy help 2 Million people get it they
We could help you too! *

SUMMARY OF BENEFITS

‘You'll start with a manageable Credit Limit from £150 to £1,000

2 redit Limit ur. h
increases every 4 months, up to £3,000"

AUK Customer Servi youthe ouneed

s w

Sif " ¥ hours a day, 7 days a week,
giving youreal peace of mind when you shop

5 PLUS, your choice of our New Card Designs - World, Red, Purple and Union Flag

YOU COULD BE
APPROVED TODAY |

Apply using this
special link
vanquisapply.co.uk

Apply online at www.vanquisapply.co.uk and you could be
approved today, or simply complete, sign and retur the.
attached Special Invitation in the pre-paid envelope
provided, or you can call now on 0800 019 6190"and you
could be conditionally approved within 10 minutes.

It’s a great opportunity. The Vanquis Bank Visa Card is a great
way to build or rebuild your credit.

Yours sincerely

Jane Farmer
Welcome Team, Vanquis Bank

Representative p!

Total amount payabie £1194.06

Purchase annual nterest rate 39,94% (variable)
Amount o crecit £1000

Representatve 39.9% APR (variable)

vanquisapply.co.uk

o e gV e e ) gl e
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Aquis

Build Your Credit
With an Aquis Card

399% Representative (Variable)
Get the VIP treatment...

Etiam fermentum aliquam felis, et viverra umna varius a. Sed
magna libero, rhoncus id rutrum ullamcorper, sollicitudin id risus.
298% Representative (Variable APR)

Stay in Control 24/7 Safe & Secure

" Apply Today

Gt help today Gat help today

ORIGINAL
oy Vamguis Banks

APPLY ONLINE

On hand to help rebuild L e U
your credit and personally
answer your call. R bt

Stay in control of your money
whenever and wherever you are

10 build your o us night card
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And is also based on focus and expertise

Focus on our target non standard market

Bespoke underwriting with 12 years of
data and experience

World class collections capability (now
servicing the group)

Lack of legacy and complexity

MI a core competency
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Our focus on the customers is evidenced by senior management attending customer focus
groups to meet customers face to face and understand their needs

Output from customer focus groups informs:

Marketing and product development

Conduct risk management
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Vanquis Bank — Sustainability

Our low internal complaint metrics reflect this focus

Complaints per 10,000 accounts
10

i \/"\ NS\ ,\\

6 _#4

Jan-14
Feb-14
Mar-14
Apr-14
May-14
Jun-14
Jul-14
Aug-14
Sep-14
Oct-14
Nov-14
Dec-14
Jan-15
Feb-15

e Complaints per 10,000 accounts @& e» Maximum threshold
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Vanquis Bank — Sustainability
...but is best demonstrated by the independent FOS analysis of resolution found in favour of
the customer — Vanquis Bank is consistently the lowest in the industry

% of complaints resolved by FOS in favour of the customer

70%
60% \\
50% \
40%

v e /\verage
30% ammm)\/anquis Bank

20%

10%

-%
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Vanquis Bank — Sustainability
We focus on our customers needs by providing affordable credit whilst also minimising
business risk

> ‘Low and grow’ (typical initial lines £250-£500)
> Line growth requires renewed underwriting at each step
> Lines capped at £3,500

> High utilisation minimises contingent risk

Development of typical average balance and credit limit

2,500

2,000 —— m—

1,500

1,000 //__—_
500 /,//

TN NN A MmN NNOO A NN O I mM NSNS0 N Wn NSO
_CJ:_C_C_C\—IHHHHNNNNNMMMMMQ‘#?Q‘#
2 2 L 2 £ Cc Cc C C € C C C C C C C C Cc Cc Cc Cc c Cc C
C C C C C B P P P P P 2P 2P 2P 2P 2P P P 2P P P P P P e
§§§§§CCCCCCCCCCCCCCCCCCCC

S S2222222=2222=22=2=22==2==22

= Average balance == Average credit line
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Vanquis Bank — Sustainability

Emphasis is placed on ensuring collections engagement is tailored to customers
circumstances

> Focus on realistic and appropriate forbearance
> Excellent enterprise-wide data management maintains high quality contact

> Outcome produces good promise kept rates which benchmark well to the industry

Promise kept rate
100%

90%

80%

70% M

60%

50%

40%

30%

20%

10%

-%

I " H NN NN NN /MmN NN TS T N
A S r S S r A S r
> 5 Q > Cc - > 5 QQ > Cc - > 5 QO > cCc - > 35 a > cC
© 2 ¢ 0 8 & ® 2 9o 0 ©8 & ®m 2 ¢ 0 8 & ® 2 o O ®©
S w oz " =S w oz - =S w oz - =S w oz -
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Vanquis Bank — Sustainability

The ‘low and grow’” model, credit and collections expertise has continued to produce
improved impairment performance

Cohort vintage charge-off rates

-
01 2 3 4 5 6 7 8 9 1011 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31 32 33 34 35
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Vanquis Bank — Sustainability

The business model has been shown to be inherently robust in a downturn and less volatile
than mainstream credit providers

PFG

Credit card write offs % gross receivables*
250
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Vanquis Bank — Sustainability
Stable risk-adjusted margin (RAM)

> Business model supports stability of RAM:
— ‘Low and grow’ strategy

— High credit line utilisation minimises volatility
of credit losses

> RAM above 30% minimum target:
— Consistently tight credit standards

— Stable UK, and more recently improving,
employment market

> Recent moderation reflects changes to ROP
product in mid-2013

> Expected to remain above 30% target in
medium term:

— After allowing for full impact of changes to
ROP

— After changes to interchange fees following
Visa agreement with European Commission

70%
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40%
|
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Vanquis Bank — Sustainability

In combination, the robust ‘low and grow’ model, customer focus and expertise has
produced improved cohort profitability...

Profit per original booked account (£)

——

Yrl r2 Yr Yr 4 Yr5 Yr 6 Yr7 Yr 8 Yr9 Yrl0 Yrll Yril2
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Vanquis Bank — Sustainability

....... and cohorts with long tails creating a sustainable profit stream

Profit by cohort (Em)

2003 2004

W 2003 w2004 m2005 m2006 m2007 m2008 m2009 m2010 2011 m2012 m2013 m2014
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PFG

Vanquis Bank — Growth potential
Customer account targets have recently been revised to between 1.5m to 1.8m customers

> Based on a new account profile broadly at current levels

> Assumes unchanged underwriting, economic conditions and competition

> Business forecasts are underpinned by complex models but straightforward calculations apply:
— Average account life of c.4 years x new bookings = total accounts in steady state; or

— Calculated by the steady state achieved with attrition at c.25% (20% involuntary/5% voluntary)

EXAMPLE
New accounts

0.4m

Customer

numbers

Attrition
0.4m
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Vanquis Bank — Growth potential
The November 2011 target of between 1.0m to 1.2m customers was based on booking
300,000 new accounts per annum

New accounts (‘000)
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PFG

Vanquis Bank — Growth potential
Targets were increased to between 1.3m to 1.5m customers in February 2013 as we became
more confident and proved the delivery of new account bookings

New accounts (‘000)
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customers
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Vanquis Bank — Growth potential
Targets were recently increased to between 1.5m to 1.8m customers based on sustainably
booking 400,000 new accounts per annum

Target
customers
New accounts (‘000) 1.5m - 1.8m

Feb 2015
500

Target
customers
13m-1.5m
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400 Target
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Vanquis Bank — Growth potential
Average balance guidance now at £1,000 which is at the top of the previously quoted £800
to £1,000 range

Average balance (£)
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Management has a depth of expertise in this market and a proven track record
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........... depth has been developed below executive level
Strategic
Management
Kyle Augustin James Appleby Tom Owens Chris Daniels Sion O’Connor Paul Johnsen

IT & Change Director Head of Credit Operations Credit Director RIS PR T Marketing Director LGRS

Director Finance

Individual biographies are included within the Biographies appendix
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Vanquis Bank — Conclusion
Continued strong growth
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4 High returns — Vanquis Bank has consistently delivered against strategic targets

v Market leadership — The business has developed its market and is the leading provider of cards to the

underserved non-standard market

v Sustainable — We are focused on the customer and our model has inherent stability

v Growth potential — Predictable, consistent performance provides confidence in revised targets

v Strong management — Stable management with depth a core strength and well placed to continue to deliver
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Target = 1.5m to 1.8m customers with an average balance of approximately £1,000



Provident Provident Finam‘:ial plc
Financial Group Investor & Analyst Event — April 2015

Conclusion

Peter Crook — Chief Executive
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PFG — Strong growth potential

High return businesses with attractive growth potential

Product Growth potential
VANQU |S Credit cards 1.5m to 1.8m customers with an average balance of £1,000
BANK
Providegt Home credit High returns business with large market share but limited
The loan that comes to you growth potential

Online loans

ceo 4 Satsuma-

@

moneLljborn Vehicle finance £300m to £400m receivables in the medium term

Guarantor loans
L £300m+ receivables in the medium term

THE GUARANTOR

Hiotprosnd Other unsecured
lending
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Investment case
The group is well placed to continue to deliver excellent returns to shareholders

> Leaders in non-standard credit will be larger, well managed lenders with sustainable business models

> We have a good mix of businesses which deliver attractive growth and returns over the medium term
and exhibit low volatility through the economic cycle

> Strong track record of growing businesses organically
> Significant competitive advantage in the areas of technology, marketing, underwriting and collections
> Highly skilled and experienced management teams

> Tougher regulation and transition to the FCA is causing dislocation which provides new opportunities
for responsible lending businesses

> We have a robust balance sheet and prudent funding

> We generate sufficient capital to support planned growth and business development without
compromising our progressive dividend policy
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Appendix — Biographies

Consumer Credit Division

Mark Stevens, Managing Director
Mark holds an MBA from Stanford University Business School, CA and a MA in Economics from Cambridge University.

Mark’s early career was as Analyst, Associate and then Partner at Mercer Management Consulting before becoming a Principal of
the Leveraged Buy-Out Group at Apax Partners in 1999. In 2003 he joined Bradford & Bingley plc as Managing Director, Group
Strategy, M&A and Communications before being appointed to the plc Board in 2007 as Group Sales Director.

After time as Chief Executive of Yorkshire Cancer Research and Director of Strategy at Leeds Building Society, Mark joined
Provident in 2012 as CCD’s Commercial Director and subsequently became Managing Director in September 2013. He is
responsible for defining and implementing CCD’s strategy and driving CCD’s performance across the balanced scorecard.

Hemant Patel, New Markets Director
Hemant has a BSc Physics & Astrophysics from Manchester University and is FCMA and ACMA qualified. He has also completed
the Programme for Leadership Development, Harvard Business School.

Hemant’s early career was spent at SC Johnson (Inc) (1995-6) and Lex Vehicle Leasing (1992-5). He subsequently joined Mars (Inc)
where he held a number of senior finance management roles. In 2003, Hemant joined Asda Stores, holding a variety of positions
including Retail Finance Director (2008-11), Director of Private Label (a commercial marketing role) (2011-13), Director of
Strategy (2013) before becoming Commercial Finance Director (2014).

Hemant joined Provident in December 2014 as CCD’s New Markets Director responsible for leading new business start ups,
including Satsuma and glo.
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Appendix — Biographies

Moneybarn

Peter Minter, Managing Director
Peter qualified as a Civil Engineer and completed an MBA at INSEAD in 1985. He has over twenty years’ experience in vehicle
finance and leasing and was the Chairman of the Motor Finance Division of the Finance and Leasing Association (FLA).

Peter joined Moneybarn in 2002 and has led the business for over 13 years, guiding it through the credit crunch to a period of
unprecedented growth. He is responsible for the strategic direction of Moneybarn and directing that strategy towards the
profitable operation and growth and of the business.

Shamus Hodgson, Commercial Director
An experienced sales, commercial and customer management professional, Shamus has 20 years’ experience with blue chip
organisations such as IBM, Manpower and Aviva.

Since joining Moneybarn in 2008, Shamus has led the redevelopment of the Moneybarn growth and customer management
strategies. As Commercial Director he is responsible for marketing, partnership relations, customer acquisition, and in-life
customer management.

Simon Law, Finance Director

Simon is a chartered accountant, and began his career with KPMG. He is experienced at raising finance, managing transactions
and shareholder relationships in the financial services sector. After 5 years with the London Stock Exchange and subsequently
the FSA, Simon spent a decade in the investment banking industry as a financial services specialist.

Simon joined Moneybarn in 2012 and is responsible for financial reporting and overall financial control.
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PFG

Vanquis Bank

™ Michael Lenora, Managing Director
- Michael holds an MBA from the University of Chicago and a Masters in Applied Economics from Leuven University in Belgium.
‘/;Q\ From 1980 to 2004, he held a number of senior marketing and administrative positions including Head of International
)/ Operations at Associates Corporation and Commercial Director at Barclaycard International. In 2006, he also established the

London office of Auriemma Consulting.

In addition, Michael spent many years on the Visa USA Marketing committee and more recently founded Hatua, a charity that
educates children from the slums of Nairobi.

Michael joined Vanquis Bank in June 2007 as Managing Director.

[= Bob van Breda, Finance Director
: Bob graduated in Economics and is a Chartered Banker and Management Accountant.

Between 1990 and 1998 he held a number of positions at NatWest including Corporate Banking and Group Finance roles. He
joined Providian in 2001 becoming Head of Finance.

In 2002, Bob joined Vanquis Bank as Head of Finance before becoming Finance Director and a member of the Vanquis Bank
Board in 2004. During his time at Vanquis Bank he has also been responsible for the IT and Audit functions.
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Vanquis Bank — Strategic management

Kyle Augustin, IT & Change Director
Joined Vanquis Bank in 2014

Specialises in cyber security, project delivery and innovation and has 18 years of technology experience within financial
services

Graduated in Business Studies

James Appleby, Head of Credit Operations
Joined Vanquis Bank in 2008

Expert in collections operations and previously spent 10 years at Barclaycard in various roles including running the existing
customer portfolio and working on a credit card start up

Graduated with a MSc in Information Management

Tom Owens, Credit Director
Joined Vanquis Bank in 2013
Previously spent 12 years at Barclays and has 14 years of experience within financial services in credit/financial risk roles

Graduated with a MA in Management
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Vanquis Bank — Strategic management

Chris Daniels, Business Development Director
Joined Vanquis Bank in 2008
Previously worked for Barclaycard and has 12 years financial services experience, predominantly within credit risk

Graduated with a BSc in Economics

Sion O’Connor, Marketing Director
Joined Vanquis Bank in 2009
Previously worked for Home Service, Capital One, British Airways, GE Capital and John Lewis, in various countries

Graduated with an MBA, specialising in customer value segment marketing

Paul Johnson, Head of UK & Divisional Finance
Joined Vanquis Bank in 2013

Previously spent 15 years at Citi within various senior finance roles including UK Consumer CFO (Citi and Egg)

Quialified Accountant with over 20 years banking and finance experience
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PFG

Contact details

Provident Financial plc
No. 1 Godwin Street
Bradford

BD1 2SU

United Kingdom

Contact: Gary Thompson — Group Financial Controller and Head of Investor Relations
Telephone: +44 (0)1274 351351
E-mail: investors@providentfinancial.com

Website: www.providentfinancial.com



