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Legal Notice

Wherever possible, PCMI has verified the accuracy of information provided
oy third parties, but does not under any circumstances accept responsibility
for such inaccuracies should they remain unverified.

It is expected that the Client will use the information provided in this report
in conjunction with other information and with sound management
oractices. PCMI therefore will not assume responsibility for commmercial loss
due to business decisions made based on the use or non-use of the
information provided.
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Virtual event
etiquette

0 This event is being recorded and
will be published to the PCM|
Youlube channel.

e Cameras on when speaking! This makes
the event more engaging for everyone.

Participatel The more you putin,
the more you'll get out.

PC M I Payments & Commerce
Market Intelligence

Remember this is an open forum. PCMI
cannot be held responsible for who might
hear your comments.

No screen shots or recording.
Access the slides on our website.

Social sharing of PCMI content is ok. Please
do not publish it online or via other channels
without checking with us first.

2026 All rights reserved. | Private and Confidential | paymentscmi.com
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N oS 53 100+

Milllon SMEs across

USA the Americas

S50+ million
-
f%q Mexico, Central America and Caribbean
J’ < ég;:b =

o 11 million

South America

44 million

Download the PCMI-Mastercard
report on North Latin America

L 1 BT AT
Payments & Commerce
_ Source: Powering the future of commerce in Mexico,
Central America, and the Caribbean: Scaling digital acceptance for a i i i i
2030-ready economy, Mastercard and DCP%; SQBA, U.S. Census County eserved. | Private and Confidential | poymentscml.com
Business Patterns and Non-employer Statistics
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Visualizing the B2B payment value chain

Working capital & Payment Clearing and Treasury & cash

Cash conversion — 4
—_— a . .
management financing disbursement settlement management
o L eek of desr dets * Low development of * Diverse rails * Slow, unflexible * Lack of data and real-
. - | oek of auUterneHon supply chain finance » Xborder dependence payments time reconciliation
dIENZ® | Reconciliation  Supplier informality on SWIFT * Manual processes
complexity + Undigitized suppliers * Lack of data and
« Tax complexity (SMEs) transparency
API-driven
e . . . treasury visibility
E-invoicing and Supply cha.m Multi-rail Fast, data-rich
Needed automated finance solutions s avments
solution reconciliation b pay
Embedded
treasury fintech
solutions

Payments & Commerce
2026 All rights reserved. | Private and Confidential | paymentscmi.com Market Intelligence



The SME cash conversion cycle

Long payment terms create huge gaps in SME cashflow

Day O Day 45 Day 75
Buy inventory Sell inventory, invoice customer Collect cash from Customer’{','
~ :

Shoe wholesaler
receives the
sneakers

Days in inventory outstanding: 45 days Days sales outstanding: 30 days

Days payable outstanding: 25 days

Day 25: pay Day 28: Cash leaves
. account via ACH
supplier

Shoe wholesaler
pays its supplier
ﬁ Cash conversion cycle (CCC): 47 days

These are the 47 days between the day the company pays its supplier and the day it collects cash from its own customer.
During that gap, the company is funding operations with its own cash or with financing.

Payments & Commerce
_ 2026 All rights reserved. | Private and Confidential | paymentscmi.com Market Intelligence



Size of the opportunity

o
32 /O of B2B payments in the USA are still not digital

US B2B Payment Transaction Value share, by
Transaction Method, 2019 & 2024

S293 billionin B2B

payments by small retailers
in Latin America

made in cash and manual bank transfers

2019 2024

m ACH B Check and Cash m Card ® \Wire and other

| _ Payments & Commerce
Source: Insider Intellgen;el Accenture Global Payments Model, .
_ Digiite) Sl el Veieliteis] VSRR i CRo Inellist Fa 2026 All rights reserved. | Private and Confidential | paymentscmi.com Market Intelligence



LANDSCAPE @

SMEs are diverse and operate across industries with evolving
oriorities and needs

Industry Other segmentation
Tradesmen Professional services ‘
a8 | Business Size
v Keepbusiness running v Controlled growth , :
v Becomemore efficient v Marketing > | Micro Business J
v Cash management v Growing business > \ Small Business \

> \ Medium Business \

Retail Manufacturing
v Maintain relevancy v Growth Life Stage
v Attract andretain v New mquets ‘ 4 \ Startup \
customers v Operational concerns 3 , :
v Online payments ‘ > Growth )
> \ Mature \
Agriculture Gig worker

L v Manage cash flow

Founder
v Fast payments, visibility § , \
> \ Women Business Owners \

effectively and benefits
v Diversify s v Money management , \
v Accessing newmarkets . v Income uncertainty > ‘ Affluent Entrepreneurs ‘

v Main pain point

SOURCE: RGX & MASTERCARD, APRIL 2021

©2024 Mastercard. Proprietary and Confidential



BUSINESS NEEDS

(=)

—-rom solopreneurs to small businesses, and up to mMmid-market

companies, each ftaces specific challenges and needs in their day-

to-day operations

# Employees

<50 <250

$ Million Annual Sales
: Access to Capital
L Cash Flow Management
7 Training & Education
Business : Making & Receiving Payments
Needs s Customer Acquisition
L Digital Enablement
L Safety & Security

o Affordable Financial Solutions

Access to Working capital
Financial Guidance & Advisory
Hiring & Retaining Talent
Digital Transformation
Operational Efficiency

Payroll Management
Inventory Management

Safety & Security

Source: MASTERCARD STUDIES; MASTERCARD ECONOMICS INSTITUTE. RECOVERY INSIGHTS: SMALL BUSINESS RESET. 2021

Sources: Goldman Sachs, 10,000 Small Businesses Voices, May 2023 | Mastercard Proprietary Research, May 2022. .

@
$15 $50
. Optimal Credit Lines

. Expense Management / Cost Control
. Treasury Solutions

. Enterprise-Level Software Solutions
. Scaling Infrastructure

. Cyber & Fraud Risk

- B2B Payments integration

I Talent Development Programs
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BUSINESS NEEDS

—s move through a life cycle from business establishment to
transition, with each phase creating different needs and opportunities

SM

98)
A
L1
L
Z
n
0N
LLJ
=
%)
)
m

SOLUTIONS
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* Access to Capital

* Cash Flow Tools

* Professional Partners
* Business Insurance

» Checking

* Credit/ Debit Cards
| oans/ Line

* Merchant Services

oo
00O
0000
00000

* Payroll Management
* Working Capital
* AP/AR Systems

* Payroll Services

* Treasury/ Sweep Accounts
* Benefits

* Credit

5
c@>
\Z

« New Location/ Financing
» Strategy Assessment
 Capital Markets

e Real Estate Loans

* Treasury Management
* M&A service

]

* Investment Advice
* Estate Planning
* Financial Valuations

* Private Banking/ Wealth
Management
* Business valuation

(=)
D D D D D

* Estate Planning
* Retirement Planning
* rusts

* Trusts
* Real Estate
*\Valuation Company

rd. Proprietary and Confidential

©2022 Masterca
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BUSINESS NEEDS

Evolving SME needs include digital enablement & security

Small Business Needs

DIGITAL& TECHNOLOGY
ENABLEMENT
SAFETY & SECURITY OPERATING EFFICIENCY

BOUTIQUE

CASH FLOW
TIME MANAGEMENT - MANAGEMENT
NEW CUSTOMER
ACCESS TO CAPITAL ACQUISITION
MAKING & TRACKING
PAYMENTS

Sources: 1. Goldman Sachs, 10,000 Small Businesses Voices, May 2023. | 2. Mastercard Proprietary Research, May 2022

ACCESS TO CAPITAL

of small business owners are concerned about their ability to
access capital they need to run and grow their businesses.?

/o

DIGITAL ENABLEMENT

believe a frictionless digital/online experience is critical to the
business.?

/8%

SAFETY & SECURITY

of small business owners ranked safety and security as their #1
desired benefit.?

/1%

© 2024 M« ©2025 Mastercard. Proprietary and Confidential



TRENDS

SMEs are demanding peyond
card solutions

0eo Inclusive Credit
=0

Leveraging alternative data sources to establish risk profiles
and make credit more accessible.

ocv,  Digitization & Integrated Finance

Digital platforms focused on "embedded finance" within an
ecosystem that offers one-stop-shop solutions

] a Acceptance

Sl Financial providers must expand the range of acceptance methods
to keep up with SMEs and new payment alternatives.

t}_’ Loyalty

Meaningful offers, relevant discounts, and rewards that recognize
them as companies, not just consumers.

@ Appropriate Segmentation

SMEs expect differentiated treatment aligned with their uniques.
business needs.



See you next
time on...

October 28th
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Lindsay Lehr Tutson
Managing Director

© San Francisco
@ lindsay@paymentscmi.com
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Fernanda Landgraf
Consultant

© Amsterdam/Sao Paulo
@ fernanda@paymentscmi.com
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