Mezzanine helped a global payment giant better understand the Canadian person-to-person (P2P)
payment market and developed a strategy to launch their P2P solution in Canada.

Online Banking demographics could give us some insights as towhich groups are the largest Domestic P2P: CIBC has launched aMobile Banking application for all smart phones (incl
users ofthese services. The findings are in line with what is seeninthe US. In Canadawe iphone and Blackberry). This application leverages on Interac Email money transfer and a e n g e
believe High Income 25 — 54yrs should be the target demographic. is aviable P2P solution. This is being heavily advertised currently in Canada.
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Canada in the person-to-person (P2P) payment space and engaged
Mezzanine to propose a strategy for their product offering
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- - - Mezzanine conducted extensive secondary research through
e R : o . sources including Statistics Canada, World Bank, OECD and Bank
of Canada to understand and quantify the market opportunity in

Ages 25 — 34 have the highest penetration; Y o TS TN [Olher banks may be planning similar mobile appiications shortly. TD and Scotia are rumored to be close.}
High Incoms Groups are higher users
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50% of all newimmigrantsin Canada compefitive rates and coverage. The Big 5 Banks are not competitive (except Scotiabank®). . . . . . . . .

: P R - Mezzanine conducted interviews with senior executives in leading
£ R CountyBase 40 financial institutions, telecommunications companies and retailers
fp T e to better understand their payment needs as well as perceived
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8 - offerings in this space as well as their value propositions
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