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Consumer credit and
economic trends

. Matthew Baltzer
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Delinquencies have continued to climb
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Consumer spending well above pre-pandemic levels

— Consumers continue to spend larger portion of earnings and save less

Consumer Spending
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Scoring and
consumer data

- Matthew Baltzer
" Sr. Director, Collection Product Management




Probability-to-Pay Scores™

— Predict the likelihood of payment to avoid rolling to the next delinquency status

* Improve loss forecasting and roll rate analysis.

With trade-level SCO ri n g » Enable better recovery rates and cure strategies.

ﬂ I m p rove p red ict ive Val u e » Optimize resource allocation and engagement strategies.

Jane Doe Credit score 720
Customer of Bank B Bank B balance $5,000
Status 30 DPD
Trade Level Attributes == Trended Attributes = Probability-to-Pay Score Score explanation
The consumer's performance The customer’s performance Bank A 640 Jane Doe will receive a score
over time on a bank’s trade over time across all trades, indicating the likelihood of payment.
versus other trades including: which |nforms.the. direction Bank B 715 , o
v Spending they are trending: Bank B’s score is different because
: . v Utilization of the propriety trade data the model
v Delinquency history Bank C 780 used from Bank B.

v Delinquency history

v Payment behavior Scores range between 1 — 999
(higher indicates more likely to pay.)

v" Position in wallet signals

e,
%e
]
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PriorityScore™

— Enable segmentation and rank-ordering based on collectability

" gm " Industries include:
Industry-specific model and client B e
. = = » Auto + Student lending
relationship data to improve recovery iy
Dollar score ($0-100k): indicates expected recoverable amount, Sample PriorityScore™ validation shows 76% of
used for strategies focusing on overall cash recovery. dollars recovered in the top 20% of accounts
100%
Customer Balance Incidence score Dollar score ®
C $3,500 740 $1,000 g o
B $2,000 700 $600 S 6%
o
A $2,000 750 $550 2 o SR e
é’ ~8—RecowryScore
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Trended data differentiates consumers over time

Identical profiles Vastly different behaviors

Jessica

over past 6 months

Key advantages Paying down debt

* Improves accuracy

traditional credit score

650 {

* Helps creditworthy borrowers

$11,500

debt reduction

gain greater access to credit

* Permitted for adverse

24 months

historical balance and payment

data on every trade bankcard debt

debt utilization

$18,000 {59% » 39%

5 key fields per trade

Balance amount

650

traditional credit score

» Original loan/credit Limit

* Minimum/scheduled

$13,900

debt increase

payment due
* Actual payment amount

+ Last payment date

$18,000

bankcard debt [

Julie

13% mp 60%

debt utilization

Accumulating debt
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Experian’s Premier AttributessV

— Attributes become the building blocks in every decision you make

Most advanced and comprehensive attributes in
the market

Complex consumer credit information on 220 million U.S.
consumers is converted into actionable data elements.

Greater predictive power and analytical precision

Most advanced and comprehensive attributes showing 3-7% lift
when compared to other bureaus’ proprietary attributes on their
own data.

Rigorous attribute governance

Expert attribute management with monthly monitoring and
validation of raw data elements and tracking the performance of

each attribute over time to ensure continued integrity and stability.

2,100+ 51

Credit attributes Industry classifications
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Model
development

PREMIER
ATTRIBUTES

v

Overlay to Segmentation Poliqy_rgles
scores definition
D 4
Prospecting
Collections

Acquisitions
and recovery

Account
management

v

ADVANCED
DECISIONING

Across industries and risk segments

Analytical
projects



ML-powered, custom collection models reduce write-offs,
increase recovery volume, and improve operational efficiency

Pre-delinquency

Early-stage collections

Mid-stage collections

Late-stage collections

Recoveries
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Custom collection
model build

Decades of experience
building custom
collections models and

providing impactful
results for clients /
Collection tech showcase

i

Powerful
results

|dentify and prioritize
accounts most likely
to recover

/

»

Rapid
deployment

Deploy models
seamlessly into existing

collections systems

P

Regulatory
compliance

Transparent and
explainable models
with regulatory
documentation provided

.




Simplifying collection
decisions

Holly Deason
Sr. Director, Solution Engineering




Design an optimized decision tree

— Determining the optimal treatment at the customer level
Designed based on your

specific portfolio level goals &

and business constraints Goal Constraint
Ex: Maximum recovery Ex: Daily budget

Credit

Scores

attributes
Using the most predictive data, _ .
) Application Alternative
attributes, and scores for your Data data

population
Bureau

Trended data

attributes

I Collection tech showcase
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OPTIMIZED DECISION TREE

Determine the optimal groups for
each action across your entire
portfolio




A simple example

More frequent
account review
monitoring, risk

triggers

No action
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Review

No action

Monitor via regular
account review cadence

Proactive reach out,
reduce open-to-buy,
close account



Seamlessly execute the optimized decision strategy to
determine the optimal treatments

Input Output

1. Customers behavior and credit 1. Results file returned
data (batch file) 2. Input for Optimization
l Hosted PowerCurve® Customer Management ] T

Behavioral Profile Data Store

 Current State * Periodic Cycle History  Latest Behavioral Profile
« Hierarchical aggregation + Calculate time sensitive data » Optional ability to include * Design and deploy effective  Determine individual
(up to 10 levels) for use in models and decision custom scoring models decision strategy account level actions
strategies « Generic scores « Event based decisioning

A\

((msra )
l -experian. AWS Cloud Enabled J
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Segment your entire customer base with advanced capabilities
to determine the right action to take

=§o =§o =§o =§0

so go so =§o

=§0 =§o =;o

1

Consolidate customer Enhance the data to Segment customers Determine the
data across sources gain a deeper view based on risk or value appropriate action

HIGH RISK
Outbound Call

LOWER RISK
Self-Cure

LOW
BALANCE
Inbound IVR



Conform your decisions to your operational constraints

Decisions to be made

* What customer? * Which channel? O — (@)
—— * Which treatment? -+ What time? n

|I
111’
|I

Customer records

/Strategy objectives: A o
Minimize unit or dollar losses, N — D
maximize balance collected, etc. SMS
Operational constraints:
peratt | Records are run through % — @
bRueg;é?;'ogtsé. resource capacity, optimization scenarios in Optimize Cutbound VR
J « Maximizing collection results
Defined problem in Debt « Executing operational excellence The optimal queue lists
Management template are sent to each channel
8,
e
e ©.
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Experian® Optimize and
PowerCurve® Customer Management

Product showcase

Holly Deason
Sr. Director, Solution Engineering




Holly Deason Mark Soffietti Joe Fincher

Sr. Director, Collection Sr. Director, Solution Sr. Director, Org. Sr. Product
Product Management Engineering Effectiveness Manager, Collections

8,
8e
®
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Connect with us

LI Lo

Experian Edge

Matthew Baltzer Powering the future with proprietary Experian data and

matthew.baltzer@experian.com economic, credit and market trends

linkedin.com/in/mattbaltzer/ experian.com/edge

Holly Deason Learn more about our debt collection solutions
experian.com/business/solutions/debt-management-

Holly.deason@experian.com
linkedin.com/in/holly-deason-3735984/

collections

Y twitter.com/experiancredit

. " " . " "
IN linkedin.com/company/experian-consumer-information
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