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PayPoint’s results summary
and key trends




Results summary

* A strong set of operational and financial results Net revenue £m

With the Camelot issue now concluded, we are now
focused on driving our strategy forward to achieve
shareholder value

69.9 77.4 77.4

« We have made good progress in our established
business stream
— Won DWP giro cheque replacement benefit payment
scheme, under negotiation Operating profit £Em

— UK retail services have shown strong transaction growth
24%

— Internet payment transactions are up by 35%

*  Our developing business stream has made good
progress
— Romanian bill payment transactions continue to grow as
the business approaches breakeven, up 118%

— PayByPhone transaction growth Dividends per share p
— Collect+ transactions ramp up as business starts to scale,
up over 4 times

 Debtrepaid and year end net cash (excluding £6.1m
client cash) £20.4m

* Full year proposed dividend of 23.4p per share, up
7.3%



IEP® Strong business momentum

PayPoint

£m
100
March year end 2009 2010 50
£m £m
60
Transactions 414.1 503.3 544.6 551.9 589.7
40 -
Net revenue * 57.7 69.9 77.4 77.4 82.7 20 +
0 4
Net revenue per transaction* 13.9p 13.9p 14.2p 14.0p 14.0p 2007 2008 2009 2010 2011
Operating profit 25.2 29.2 33.7 34.1 36.1 Net revenue Operating profit
Profit before taxation 26.6 30.4 34.6 32.6 34.5
Dividends 8.1 9.7 11.0 12.9 15.0

1 Net revenue is revenue less commissions paid to retail agents, the cost of mobile top-ups and SIMs where PayPoint is principal, card scheme sponsors’ charges
and out sourced call centres.
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IEP® Netrevenue ' bridge 2010 to 2011

PayPoint

Established business stream Developing business stream ogerating loss
operating profit £38.4m (2010 £36.2m) including Collect+ £3.9m (2010 £3.8m)
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1 Net revenue including PayPoint's 50% share of Collect+



March year end

IEP® Cash generation and use

PayPoint

Operating profit

Amortisation

Share based payments

Operating cash flows

Working capital

Cash generated by operations

Tax paid

Interest

Net cash inflow from operating activities
Investmentincome

Capital expenditure

Acquisitions

Purchase of own shares

Net cash used in investing activites
Financing

Bank loan

Equity dividends

Net cash used in financing activities
Netincrease/(decrease) in cash
Cash atbeginning of year

Cash at end of year

25.2 29.2 33.7 34.1 36.0
3.8 5.7 5.7 4.8 3.6
- 1.1 0.8 0.9 1.1
29.0 36.0 40.1 39.8 40.7
5.2 (0.2) 0.5 (1.1) 15
(6.0) (6.4) (7.9) (13.7) (11.0)
(0.0) (0.0) - - (0.1)
28.2 294 32 7 25.0 31.2
13 13 1.2 0.2 -
(6.5) (5.5) 9.1) (2.6) (3.2)
(19.8) (8.6) 2.6) (30.7) (1.4)@}%1 FIVE YEAR TOTAL
; (3.5) (2.5) (0.5) ;
(24.9) (16.3) 3 1) (33.6) (4.6)
0.1) (0.0) 0.1) (0.0) ;
- - - 6.0 (6.0)
(8.2) 9.7) (11.1) (12.9) (15.0)
83) 9.7 L. 1 (6.9) 21.0)
4.9) 34 85 (15.4) 56
29.3 24.3 27.7 36.3 20.8
24.3 27.7 36.3 20.8 26.5

» strong consistent conversion of operating profit to cash

e capital expenditure requirements are low

» substantial dividends to shareholders and investment

1 Returns to equity shareholders in dividends and shares purchased total £63.4 million



IEP Great positioning

PayPoint
We have high expectations for our business following the work done over the past three years

We now have ...

a powerful platform for growth

stronger management teams

with a very cash generative and growing established business platform

combined with good growth opportunities in our developing business streams

which will allow us to fulfil our strategic objectives



PayPoint’s strategy




PayPoint

IEP® The four key elements of PayPoint’s strategy

Payments
capability

Multiple payment
media

Multiple payment
channels

PayPoint

FP PayPoint.net

ONLTINE PAYMENTS

sss paybyphone

Selected
vertical
markets

High volume
recurring payments

Ability to add value

energy/utilities
telecoms & media
financial
transport/parking
public sector/
social housing
retail (incl eCommerce)
gaming/leisure

Value added Geographic

services / reach
content
Differentiation to
channel through Ability to import know
products & services how and replicate

UK strategy

Deeper role in
payments value chain




PayPoint

O o

Payment
channels

Existing capability
Under development
Future opportunity

Progress in year

Mobile
phone

Terminal
EWOCS

SERITY

® SWOoo”|9 |

IEP® Progress and opportunity

Vertical markets
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PayPoint’s businesses
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IEP UK and Ireland retail network
PayPoint

. Market leading ‘over the counter’ payments
proposition

. Established retail network handling household bill
payments, mobile phone top-ups and retail
services

— 23,000 terminals

— 99.1% of UK population within 1 mile urban
or 5 miles rural of a PayPoint store

— Contracted with most major utilities and
service companies across the UK

— Stable net revenue (long client contracts,
often with exclusivities)

— Strong and stable relationships with retailers
(churn c. 5% pa)

. Highly cash generative installed base from which
to leverage value added services

— Low maintenance capex requirement (<£4m)
— Stable running cost

Multiple retail partners include
| SPAR[Y Sainsbury’s
b e -
! Mills| S'wpe/nrdnrwa_* Costcutter

Always more to offer

2011 Group net revenues £m

2010 2011
Transactions (m) 496 500
Average spend per transaction (£) 14.9 15.0
Transaction value (Em) 7,376 7,484
Net revenue (Em) 66.5 68.0

2011 Net revenue mix by sector £m

Retail
service
14%

Bill & general
42%
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UK and Ireland retail networks

Current dynamics

Relatively mature payments revenues, but with
opportunities for further growth

Decline in mobile more than offset by growth in
retail services

Good prospects for continued growth overall

Growth strategy

Leverage network to drive new revenues

Continued retail service innovation
— Parcels (from Collect+)
— Money transfer (via Western Union)
— Advertising on receipts (TAGS)
— Sims

— ATMs including ‘free-to-use”

New government customer partnership

— Local authorities

Continue to grow payment volumes
— Scale cash-out schemes driven by DWP

68,000

67,000 [

66,000 |

65,000 |

64,000

UK net revenue waterfall £000

2010 Topup  BMad e Retail 2011
general services

Sites offering retail services products

7,500 -
6,000 = 2010
m 2011
4,500 -
3,000
1500 4
ATM Dr/Cr SIMs Parcels Western
Union
Retail services net revenue £m
1.0
Wl and
Farcels, 0.6
ThGs, 0.6
a0 WLl and

70 4

50 -

Farcels, 0.1
TAGs, 0.3

Sind, 0.4

DrCr, 1.2

ATM, 6.6

2010 2011
13



Internet

. A young entrepreneurial business in a fast growing
market

. Established management team driving growth
through differentiation

. Created through two acquisitions in 2006/7 for
aggregate consideration of £20m

. Provides secure credit card, debit card and other
payments for web merchants

. High transaction growth post acquisition

— Number and value of transactions increased
by 30% CAGR

— Gaming and financial services each 45%
higher than last year

— Unique bureau and gateway proposition for
merchants

Web merchant partners include

Severn Trent Water RUVYSRgeTas)

sportingbet

B8 streetcar

2011 Group net revenues £m

2010 2011
Transactions (m) 43.5 58.5
Average spend per transaction (£) 50.9 48.5
Transaction value (Em) 2,216 2,838
Net revenue (Em) 7.5 8.7

2011 Net revenue mix by segment £m

M Lifestyle
Retail/other
B Gaming

Financial services

14



EP Internet

PayPoint _
Current dynamics

. Strong transaction and net revenue growth
. Positioning attracting tier 1 merchants
— Stan James, Sportingbet, 32 Red

. Transaction volumes growing from UK client

base
. Progressing international opportunities — e.g.
France ,
Transactions 000 Net revenue £000
Growth Stl’ategy 100,000 eveereermeremnnr et 10,000
. Leverage UK retail proposition
. 75’000 ........... 7’500
— Sales to UK clients as part of
ment hub proposition
pay € p p 50,000 5,000
— Promotion of Collect+ and PayCash
. Extension of consumer payment choices 25000 ... [ . DR BSSRREB 2,500

— PayCash and PayPal solutions

— Collect+ 2010 201 2010 2011

. International opportunities
. Drive value added services to merchants

— Value added management information
and fraud screening tools

— Enhanced SME offer

15



IEP® Romanian retail network

. Intention is to recreate UK retail success in strong
cash based economy (22m population)

. Acquired mobile top up provider in 2007 — invested
£15.6m to date

. Established management team in place

. Retail network handling household bill payments
and mobile phone top-ups

— 6,000 terminals and growing
—  Bill payment growing strongly
—  All major utilities now signed up

— Al mobile only sites replaced with full
service terminals

. Good opportunities for continued growth

—  Market for bill payments remains
fragmented, inefficient and underdeveloped

Romanian clients include

M2 Enel
“)C

ENERGIA IN RITMUL TAU

Roméania Ml

) GOF IS\WwC=Z
®

vodafone

i,
4 8 eon
lp

ROMTELECOM ‘
“ @  REDESCOPERIM ENERGIA

2011 Group net revenues £m

3%
2010 2011
Sites 4,816 5,995
Transactions (m) 11 17
Average spend per transaction (£) 11.4 13.7
Transaction value (Em) 125 233
Net revenue (£m) 2.6 29

2010 Net revenue mix by sector 2011 Net revenue mix by sector

£m £m

Bill &

general

29%
Bill &

general
60%

Top-ups
71%

16
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PayPoint

Romanian retail network

Current dynamics

Strong growth in bill payment revenues, offsetting decline in
top-ups

Successfully signing up new bill payment clients

About to launch first retail service (money transfer via
Western Union)

Strong control of costs as business approaches breakeven

Growth strategy

Continued expansion of retail network
Improve efficiency of network

For bill payments, increase share within contracted clients,
currently 8%

Sign up new clients (commercial and government)

Launch and grow Western Union money transfer service this
year, followed by other retail services

Expect break-even in the current financial year

Transaction volume 000

15,000

B I I
5,000 -

2010 2011

Bill and general Top-ups

Net revenue and profitability £m

2.5 1

0.5 1

(0.5)

(1.5) 7

11

(2.5)

Net revenue Operating profit

17



PayPoint

FP PayByPhOne 2011 Group net revenues £m

6%

Acquired business in a very exciting market

Mobile payment capability is central to PayPoint’s
payment hub strategy

We are investing to create substantial value
— Development resource — platform
— Sales resource — land grab

— Management
2010

PayByPhone Transactions (m) 0.8

Leader in mobile phone payments for parking in the Average spend per transaction (£) 40
UK, France and North America

Acquired for £29m in 2010 Transaction value (Em) 3.1

Drives increased revenue at lower cost for parking Net revenue (Em) 03
operators

— Westminster estimated 45% rise in revenue and
a 20% cut in costs 2011 Net revenue mix by country £m

Fast growing Other 2%

— Last quarter annualised transaction volume of 15.7m

compares to 12.9m for the first quarter
North

America
24%

— Registered users up 34% to 3m

2011
14.1
3.9
55.0

3.0
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EP® PayByPhone

PayPoint

Current dynamics

. Investing in sales, development and
management

. Platform being developed further - mobile web
app launched

. Significant tender activity with over 15 large
cities in play

. Strong transaction growth from existing
contracts

. Continued growth in users

Growth strategy

. Focus on UK, France and North America for
parking payments

— New contracts drive new registered users,
leading to increased transaction volumes

— New applications will increase
convenience for consumer

. Identify new international markets

. Continue to develop consumer experience -
smart phone apps, NFC etc.

. Drive higher rate of adoption in existing clients —
meter removal

. Develop non-parking mobile payments offering

Expect to turn to profit in year ending March 2013

5,000

4,000

3,000

2,000

1,000

3,000

2,500

2,000

1,500

1,000

500

2011 transaction volume 000

ot @ e o

Registered users at year end 000

11l

2010 2011
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Collect +

. Opportunity to provide consumers with radical new solution
for online parcel fulfilment

. Joint venture launched in 2009 by PayPoint and Yodel to
service fast growing e-commerce / mail order (B2C)
opportunities

. Strong management team in place delivering against plan 2010 2011
. Collect+ provides B2C and C2C parcel services through Transactions (m) 0.2 11
PayPoint retailers
) . . Collect+ net revenue (£m) 0.2 0.6
— more than 3,700 sites in the UK and growing
— 30 online merchants/mail order companies now
signed up
. Clear benefits to consumer 2011 Collect+ revenue by service
— More convenient proposition c2C
3%

—  40% of transactions take place outside of normal
working hours

— Typically gain 15-20% of retailer return volumes

within weeks of launch Deliveries
. . ) ) ) 0
. More efficient and economical service for on-line retailers 21%
Returns
Corporate customers include 70%

.
m &U_Ml LIJWRANOOd.O HOUSE OF FRASER
The Online Fashion Stere

big brands in manageable bits

L and .

20



PayPoint

1#

+ 'H#,-.

ED Collect +

Current Dynamics
. Strong growth in underlying market driven by online shopping
— Small packet (<2kg) delivery service launched to further widen market potential
. Service now scalable across returns and deliveries
. Strong interest across online retailing community
— 11 new clients signed since year end
. C2C proposition launched (store to door) and growing

Growth strategy
. New client and marketplace relationships
. Growth driven by differentiated service — focus on simple consumer service delivery

Breakeven volume of 6-8 million parcels expected in year ending March 2013

35% Commercial returns

15% Shop Direct Group
deliveries

47% Shop Direct
Group returns

3% Consumer

: : =M N * RN . LN
% oF SN 21



Summary




Summary

 We continue to invest to deliver our group strategy
— Building management teams to drive growth
— Opportunities for revenue and cost synergies are being pursued

» Established business streams are strong, with further growth expected
— Retail yield benefits through our retail services proposition underpinned by technology
— Launch of DWP ‘cash out’ benefits payments in 2012 (contract under negotiation)
— Growth in online transactions as we sign up new internet merchants

» Developing business streams show strong growth potential in growing markets
— Rollout services to a wider base
— Improved profitability

» Together, these businesses provide a solid foundation to deliver value for
shareholders

o Current year trading is in line with the company’s expectations

23
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PayPoint

Appendices

1.Financial review

2.PayPoint management team
3. Five year trading record

4. Strategy

5. Materials to support the consumer transaction
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Financial review



Appendix 1
Paypoint  Reyvenue and net revenue bridge

2010 196,603 77,406
Bill and general (675) 220
Top-ups (9,665) (1,589)
Retail services 3,434 2,143
Internet (1,029) 1,470
PayByPhone 4,218 2,126
Other 347 347



Increase in bill and general

Appendlx 1 . - Increase in g_:illnsaction? {n UK ptr_epaid Ienergy R .
Paypoint  Revenue and net revenue bridge rprovec M ettty pepad energy o

Decrease in top-ups

Continuing decline driven by operators’ preference for
monthly postpay contracts

2010 196,603 77,403 £000

Bill and general (675) 220 (%J?E‘Qr(?glgn g Ir()elan 4 mobile (1,(6%8%
er (e-money,

Top-ups (9,665) (1,589)

Retail services 3,434 2,143 Increase in retail services

Internet (1,029) 1,470 £000

PayByPhone 4,218 2,726 '§\|T|\'/|v'ss ;8%
Wé(s:{ern Union 38‘51

Other 347 347 West 205

_-_ Advertising on till receipts attracts no retail agent
commission

Increase in internet

Growth from existing merchants, signup
of new merchants, improved rates from
card scheme sponsors less retention of
merchants on lower margins

Decrease in top-ups

£000

UK mobile . £3,257
(R)orgnanla and Ireland mobile 6,73%8

Bill and general Internet Increase in PayByPhone ther (e-money)

Revenue vs net revenue Revenue vs net revenue

= ) UK / Europe accounts

Increased exclusivity resulted in . for £2.1m

lower revenues and agent Merchant service charge

commission from card scheme sponsor

recharged through
PayPoint last year £2.5m
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PayPoint

Appendix 1
Revenue to net revenue

Revenue 193,233 196,603 (1.7%)
Agent commission (71,322) (73,178)
Mobile top-ups and SIM cards (37,696) (43,520)
Other (1,492) (2,499)

28



Appendix 1
PayPoint  Revenue to net revenue

e GG @

Revenue 193,233 196,603 (1.7%)
Agent commission (71,322) (73,178)
Mobile top-ups and SIM cards (37,696) (43,520)
Other (1,492) (2,499)

—_

Other costs
2010

Merchant service charges no longer
charged in revenue (internet channel)

PayByPhone call centre and merchant
service charges

2011

Agent commission

2010

Bill and general
Top-ups

Retail services

2011

Mobile top-uggggd SIMs

2010
Romania and Ireland
SIM cards

2011

£000

2,499

(2,499)

(1,492)

(1,492)

43,520
(5,995)
172

37,697

£000

75,677
(895)
(2,078)
1,117

71,322

29



PayPoint

Appendix 1
Costs

NEL TEVEE 82,723 77,406 6.9%
Depreciation/amortisation (3,612) (4,820) 25.1%
Other cost of sales (8,445) (9,093) 7.1%
Operating costs (34,614) (29,421) (17.7%)

30



PayPoint CO sts

Net revenue

Depreciation/ amortisation

Other cost of sales

Operating costs

Appendix 1

UK terminal estate and ATMs
becoming fully depreciated

no significant obsolescence

82,723 77,406 6.9%
(3,612) (4,820) 25.1%
(8,445) (9,093) 7.1%
(34,614) (29,421) (17.7%)

Original rollout of Collect+
outsourced, which increased
costs in 2010

The increase is 5.4% (excluding
PayByPhone) , increased by one-off
costs, notably legal costs on NLC
consultation
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Appendix 1
PayPoint . Profit

Operating profit 36,052 34,072 5.8%
Share of loss on JV (1,541) (1,601) 3.7%
Interest (55) 174

Profit before tax 34,456 32,645 5.9%
Tax (10,614) (10,513)
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PayPoint

Appendix 1
Cash flow

Profit before tax 34,456
Add back non cash items 6,296
Changes in working capital 1,384
Capital expenditure (3,160)
Bank loan (6,000)
Tax paid (10,950)
Acquisition, investment and joint venture loan (1,380)
Dividends paid (15,041)
Other including exchange movement 90

Cash at beginning of year 20,769

32,645
7,189
(1,103)
(2,700)
6,000
(13,702)
(30,722)
(12,856)
(327)

36,345
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Non cash items 000

Appendix 1 Depreciation 3,295
PayPoint CaS h ﬂ ow Loss on joint venture 1,541
Share based payments 1,088
Amortisation 317
Profit before tax 34,456 32,645 Other 55
Add back non cash items 6,296 7,189 Capital expenditure 000
Changes in working capital 1,384 (1,103) Terminals 2.433
Capital expenditure (3,160) (2,700)
ATM’s 122
Bank loan (6,000) 6,000
Tax paid (10,950) (13,702) Hardware 605
Acquisition and investment in joint venture loan (1,380) (30,722)
Dividends paid (15,041) (12,856) Loan repaid in full during the year
Other payments 90 (327)
Cash at beginning of year 20,769 36,345 y2e%1r9 included a payment for prior

Effective rate 30.8% (2010, 32.2%)
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PayPoint

Appendix 2

PayPoint management team
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Appendix 2
Management team

David Newlands (Non Executive Chairman) formerly GEC,
Deputy Chairman of Standard Life and currently Chairman of
Tomkins and KESA

Dominic Taylor (Chief Executive) formerly Vodafone, Granada

George Earle (Finance Director) formerly Centrica, GEC,
Saatchi, Deloitte & Touche

Tim Watkin-Rees (Business Development Director)
formerly Lloyds Bank, KPMG, Atos

Experienced non-executives — Andrew Robb (Chair —
Remuneration), David Morrison, Nick Wiles,
Eric Anstee (Chair - Audit) and Steve Rowley.
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PayPoint

Appendix 3

Five year trading record
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FP Appendix 3

Five year trading record

PayPoint

March year end 2010 2009 2008
£m £m £m

Transactions 589.7 551.9 544.6 503.3 414.1

Revenue 193.2 196.6 2244 212.1 157.1

Net revenue 82.7 77.4 77.4 69.9 57.7

Net revenue per transaction™? 14.0p 14.0p 14.2p 13.9p 13.9p

Costs® (44.3) (40.1) (38.3) (35.0) (28.7)
EBITDA® 38.4 37.3 39.1 34.9 29.0

EBIT® 34.5 325 33.4 29.2 25.2

Profit before taxation 345 32.6 34.6 30.4 26.6

(@ Net revenue is revenue less commissions paid to retail agents, the cost of mobile top-ups where PayPoint is principal and acquiring bank charges
(@ Based on internal, unaudited PayPoint data

@) Costs include share of loss on joint venture (2011: £1,541k, 2010: £1,601k, 2009: £323k)

@) After deducting loss on share of joint venture
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PayPoint

Appendix 3
Five year cash flow

March year end

Operating profit

Adjustments for depreciation and amortisation
Share based payment reserve

Operating cash flows before movements in working
Movement in working capital

Cash generated by operations

Corporation tax paid

Interest paid

Net cash inflow from operating activities
Investmentincome

Purchases of property, plant and equipment
Acquisition of subsidiaries & investment
Purchase of own shares

Loan to joint venture

Net cash used in investing activites

Financing

Bank loan

Equity dividends paid and consortium relief

Net cash used in financing activities
Netincrease/(decrease) in cash and cash equivalents
Cash and cash equivalents at beginning of year

Cash and cash equivalents at end of year

36.0 34.1 33.7 29.2 25.2
3.6 4.8 5.7 5.7 3.8

1.1 0.9 0.8 1.1 -
40.7 39.8 40.1 36.0 29.0
1.5 (1.1) 0.5 (0.2) 5.2
42.2 38.7 40.6 35.8 34.2
(11.0) (13.7) (7.9) (6.4) (6.0)
(0.1) - - (0.0) (0.0)
31.2 25.0 32 7 29.4 28.2
- 0.2 1.2 1.3 1.3

(3.2) (2.6) (9.1) (5.5) (6.5)
(1.4) (29.0) (2.6) (8.6) (19.8)

- (0.5) (2.5) (3.5) -

- (1.8) - - -

(4.6) (33.6) 13. 1) (16.3) (24.9)
- (0.0) (0.1) (0.0) 0.1)

(6.0) 6.0 - - -
(15.0) (12.9) (11.1) (9.7) (8.2)
(21.0) (6.9) 11 1) (9.7) (8.3)
56 (15.5) 8.5 3.4 @.9)
20.8 36.3 27.7 24.3 29.3
26.5 20.8 36. 3 27.7 24.3
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PayPoint

Appendix 3
Balance sheet

March year end

Non-current assets

Goodwill

Other intangilble assets
Property, plant and equipment
Deferred taxasset
Investment

Current assets

Inventories

Trade and other receivables
Cash and cash equivalents

Total assets

Current liabilities

Trade and other payables
Current tax liabilities

Borrowings

Obligations under finance leases

Non-current liabilities

Net assets

Equity

Share capital

Investmentin own shares
Share premium

Share based paymentreserve
Translation reserve

Retained earnings

Total equity attributable to equity holders of the

57.1 56.9 27.6 274 18.2
1.3 14 2.0 2.7 2.8
145 14.8 16.1 135 11.8
1.0 1.2 1.6 1.6 1.6
0.6 0.7 0.6 - -
74.6 74.9 47.9 45.2 345
0.9 1.6 1.2 1.3 1.7
171 235 26.3 28.3 20.7
26.5 20.8 36.3 27.7 243
445 45.8 63.8 57.3 46.6
119.1 120.8 1117 102.5 81.1
33.0 37.9 40.8 453 36.2
5.2 5.7 9.7 7.2 4.1
0.0 6.0 - - -
0.0 0.0 - 0.1 -
38.3 49.6 50.5 52.6 40.3
0.2 04 0.3 0.3 0.4
80.6 70.7 60.9 49.6 404
0.2 0.2 0.2 0.2 0.2
(0.2) (0.4) (0.9) (0.9) (0.0)
0.0 0.0 0.0 - -
3.0 2.7 25 2.3 1.7
0.5 05 0.5 0.3 -
77.1 67.6 58.6 47.7 38.4
parent company 80.6 70.7 60.9 49.6 404
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PayPoint

Appendix 4
Changing landscape drives opportunity

Technology Regulatory
High levels of internet penetration Banking regulations
Wireless communications Data security standards
Eew payment megla I Cross-border developments
ew payment technology Cheques being phased out
EPOS integration FP
PayPoint
Market ‘ s Consumer
Growth in new economy payments New technology adoption
Banks return to core business Reduced trust in banks
Leap-frog technology in developing Choice and convenience
markets Control and transparency
Competitor specific issues Speed and information

e Creating new markets

* Opening markets previously dominated by banks
42



FP Appendix 4

PayPoint  Consumer payments value cha in

Payment Payment Transaction Financial
medium Channel Processor settlement

Mobile money . E-comm/ E-comm / ;
Consumers Mobile . Businesses
mobile operator mobile
E-money
Internet site PSP .
Bank transfer 8 ey
Debit card ISP / Terminal Bureau
Telephone
operator
Credit card ol .
. Cash / cheque oliection agen
Retail/ branch processir?g
Cash network
agent
Bot In-house
Cheque Bank

 Consumers can pay using multiple payment media, through multiple
channels

A wide range of organisations act as intermediaries
43



FP Appendix 4

PavPoInt”  payPoint at float

Payment Payment Transaction Financial
medium Channel Processor settlement

E-comm /
mobile operator

E-Con'_lm / Businesses
mobile

Consumers Mobile money Mobile

E-money

Internet site PSP _
Bank transfer Acquirer

Debit card ISP / Terminal Bureau
Telephone

Credit card

Cash / cheque ollection agent

processing
agent

Post In-house
Cheque Bank

Narrow capability in limited vertical markets
« Single payment medium through a single channel
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FP Appendix 4

PayPoint ©  PayPoint with internet payments

Payment Payment Transaction Financial
medium Channel Processor seitlement

Mobile money . E-comm/ E-comm / ;
Consumers Mobile . Businesses
mobile operator moblle
Bank transfer EP PayPoint
ISP / Termi
Telephone
PayPoint
: V-1 | cheque Collection agent
I/ branch -
Fp Cash processing
PayPoint agent
Cheque Post Bank In-house

« Added credit and debit card payment capability within retail

* Acquired internet payment capability via our own Payment
Service Provider (PSP)
45



FP Appendix 4

PayPoint

PayPoint today

Payment Payment Transaction Financial
medium Channel Processor settlement

Consumers

Mobile money

E-comm /

o

E-money ___ssspaybyphon
| Internet site
Bank transfer .
FP PayPoint
Debltcard DNL-INE PAYMENTS
e 1 | Telephone
| Credit card |
| Retail/ branch
PayPoint Cash network
Post
Cheque

mobile operator

e\
PSP
ISP / Terminal
operator

E-comm /
mobile

" Cash/ cheque
processing
agent

Bank

Acquirer

Bureau

Collection agent

In-house

Multiple capability for consumer payments

Enabled from acquisitions and organic development
New high volume sectors

Businesses
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FP Appendix 4

PayPoint  Eour elements of strategy

Payments Selected
capability vertical
markets

Multiple payment

. High volum
media igh volume

) recurring payments
Multiple payment g pay

channels Ability to add value

energy/utilities
telecoms & media
financial
transport/parking
FP PayPoint.net public sector/
ONLINE PAYMENTS social housing
retail (incl eCommerce
gaming/leisure

PayPoint

sss paybyphone

Value added
services /

content
Differentiation to
channel through
products & services

Deeper role in
payments value chain

Geographic
reach

Ability to import know

how and replicate
UK strategy

a7



o

PayPoint

O 0O

Payment
channels

Appendix 4
Progress and opportunity

Existing capability
Under development

Future opportunity

o
= )
= (@]
= (@]
@ 3
» 7]

Ro

Progress in year

Mobile
phone D

Terminal

EWOCS

Vertical markets

/ Wodsues )

(e218WWOD

[our) [re1oy
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PayPoint

Appendix 5

Materials to support the consumer
transaction
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Appendix 5
Paypoint  JK Retail: Client payment media
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UK Retail: Retailer external signage

Appendix 5

‘ PayPoint
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PPOS merchandising

UK Retail:

Appendix 5

‘ PayPoint
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PayPoint

Appendix 5
UK Retail: PPOS virtual terminal
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PayPoint

Appendix 5
UK Retalil: Terminals and ATMs
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PayPoint

Appendix 5
UK Retail: Terminal / PPOS receipts

Sample SPAR Tag

/

T~

Transport Ticketing

E-TopUp

/

Utility Paymen

t

/

E Voucher

/

55



PayPoint

Appendix 5
PayByPhone: Parking payment: IVR, SMS, mobile web
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PayPoint

Appendix 5
PayByPhone: Consumer value proposition
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PayPoint

Appendix 5
www.collectplus.co.uk — Parcel delivery
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PayPoint

Appendix 5
www.collectplus.co.uk — Parcel returns
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Appendix 5
Paypoint  Collect+: UK Network

e Target network density
- 1 Mile urban
- 5 Mile rural
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PayPoint

Appendix 5
PayCash — merchant’'s website
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PayPoint

Appendix 5
PayCash — consumer voucher
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