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Background

ViamericasViamericas foundedfounded in 1999; in 1999; processingprocessing remittancesremittances sincesince
AprilApril 2001 2001 
ViamericasViamericas StrategyStrategy::

LowLow costcost, , highhigh serviceservice levellevel
StrategicStrategic partnershipspartnerships withwith financialfinancial institutionsinstitutions in in 
recipientrecipient countriescountries
ServiceService innovationinnovation

Global Global marketmarket shareshare: : lessless thanthan 1%1%
TopTop sourcessources ofof remittanceremittance flowsflows::

UnitedUnited StatesStates
SpainSpain

Revenue and transaction growth every quarter
Rapidly growing agency base
Annual volume over $150 million          
Strong operating margin in all countries
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Our Remittance Products

ExistingExisting productsproducts
Cash Cash toto cashcash
Cash Cash toto accountaccount
AccountAccount toto accountaccount
AccountAccount toto cashcash
BillBill paymentpayment

NewNew productsproducts
Medical Medical insuranceinsurance premiumspremiums
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Market Structure

Monthly Number of Sample Approximate
Transactions Agencies Competitor Market Share

Incumbents 6,000,000* 159,000* Western Union
  (* worldwide) 50 to 60%
Money Gram

Emerging 600,000        2,000       Vigo

500,000        Ria Envia

200,000        Afex

90,000          800 Uno 25 to 35%

Viamericas

6,000            50 IberoAmericana

1,000,000 +

Informal Couriers

King Express
(Money Orders) 5 to 10%

Unlicensed Wire
Services

180 small companies

Emerging
Companies’
Growth

U.S. Banks

Overall
Market
Growth

Latin Banks

Regulators
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Competitive Differentiation

Market Segment Sample Companies Approximate Viamericas'
Market Share Differentiation

Incumbents Western Union 30 to 50 % lower cost
50 to 60%

Money Gram Equivalent service

Emerging Vigo Dedicated account reps

Ria Envia Premier bank partners

Afex COGS Advantages

Uno 25 to 35% Technology Platform

IberoAmericana

180 Fragmented Companies Legal operation

High quality compliance
Informal Couriers program

King Express Scope of payout network
(Money Orders) 5 to 10%

Technology platform
Unlicensed Wire
Services
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Strategic Alliance with CASA

CASA de CASA de MarylandMaryland isis a a day                                      day                                      
laborerlaborer employmentemployment center                             center                             
andand immigrantimmigrant advocacyadvocacy group group 
ViamericasViamericas’ alliance with CASA began in 2003’ alliance with CASA began in 2003
ViamericasViamericas staffedstaffed a a remittanceremittance countercounter, , trainedtrained
CASA staffCASA staff
RemittanceRemittance feesfees nownow helphelp fundfund CASA CASA programsprograms
CASA CASA helpedhelped withwith outreachoutreach toto lowlow incomeincome
senderssenders
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Latin American Alliances

Blue chip partnerships with strong brand names
Extensive country coverage
Expanding network: Bital, Banco Pichincha
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Strategic Alliance:  Conavi

ConaviConavi andand ViamericasViamericas have                                  have                                  
workedworked togethertogether sincesince 20012001
InitialInitial serviceservice:  :  AccountAccount toto accountaccount; ; laterlater
expandedexpanded toto cash cash payoutpayout throughtoutthroughtout extensiveextensive
ConaviConavi networknetwork
Real time Real time fundsfunds availabilityavailability
No No infrastructureinfrastructure investmentinvestment requiredrequired
HighlyHighly successfulsuccessful alliancealliance: : 

ThousandsThousands ofof accountsaccounts openedopened
ThousandsThousands ofof dedicateddedicated customerscustomers
FeeFee incomeincome forfor ConaviConavi
Mutual Mutual customercustomer retentionretention
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Strategic Alliance: FIE

ViamericasViamericas andand FIE FIE havehave worked                   worked                   
togethertogether sincesince earlyearly 2004                               2004                               
FIE FIE reachesreaches poorestpoorest segmentssegments in               in               
Bolivia Bolivia throughthrough microcreditmicrocredit programsprograms
RealtimeRealtime fundsfunds availabilityavailability
No No infrastructureinfrastructure investmentinvestment requiredrequired
SuccesfulSuccesful initiationinitiation toto serviceservice

CustomerCustomer “pull” through FIE clients“pull” through FIE clients
VeryVery strongstrong customercustomer serviceservice ethicethic
GrowingGrowing volumevolume andand customercustomer base; base; 
accountsaccounts beingbeing openedopened
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The role of technology

TechnologyTechnology isis fundamental fundamental toto loweringlowering thethe costcost
ofof excellentexcellent serviceservice
EffectiveEffective moneymoney launderinglaundering control control andand otherother
compliancecompliance programsprograms dependdepend heavilyheavily onon
technologytechnology
NotNot allall aspectsaspects / / marketsmarkets lendlend themselvesthemselves toto
techologicaltechological solutionssolutions
ATM ATM basedbased modelsmodels havehave limitedlimited appeal appeal andand
uptakeuptake in in manymany marketsmarkets, , especiallyespecially rural rural areasareas
TheThe keykey isis toto use use technologytechnology toto bridgebridge existingexisting
infrastructureinfrastructure andand drive drive downdown thethe costcost ofof
providingproviding serviceservice



For further information contact:

Paul Dwyer, CEO
Pdwyer@viamericas.com
(301) 215-9194 ext. 102
www.viamericas.com

mailto:Pdwyer@viamericas.com
http://www.viamericas.com/
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