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SEPA Success Subject to I ncentives from Regulators
says 2007 World Payments Report

London, September 13" - It isunlikely that a critical mass of SEPA® payment instruments will be achieved
by the end of 2011, unless regulators provide incentives in order to maobilise European public
administrations and corporations to adopt the new SEPA instruments. This is a key finding of the World
Payments Report 20072, published today by Capgemini, ABN AMRO, and the European Financial
Management & Marketing Association (EFMA). The report, now in its third year, considers world
payments trends, with a particular emphasis on developments towards a Single Euro Payments Area in

Europe.

The public sector could contribute 29% of the resgiivolumes to reach critical mass for the new SERlit
transfers and direct debits, and if corporate payseolumes for these instruments were added, ¢hgoal mass

of SEPA transactions could be reached or even drddey 2010, says the report.

“Many domestically-focused corporations are relutttmwork towards SEPA implementation, arguing that
should be the responsibility of banks and regukatior fulfil their business requirements. Regulatas well as
business incentives are therefore vital to attthetse parties to actsaid Patrick Desmares, Secretary General of
EFMA.

The report’s authors analysed SEPA implementatioth migration plans published earlier in 2007 foe th3
current eurozone countries and found that noneatxfe achieve a critical mass of SEPA paymenterbethe
agreed deadline in just over three years. Somaeties would even like to retain legacy paymentdoag as

demand exists.

“Reaching a critical mass of SEPA credit transfard direct debits quickly is key to keeping paymeosss down

and managing the revenue impact of SEPA and ofPégment Services Directivecommented Bertrand
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Lavayssiere, Capgemini’s Managing Director of Glabmancial Services.For banks, slow adoption translates

into increased costs as a result of maintaininghldegacy and new payments servites

Report analysis and interviews conducted with m&aropean banks for the 2007 report confirm lagtr'ge
findings: that banks will see direct payments renendecline by between 38% and 62% in some partheof
market by 2012.

The report suggests that, to stay competitive & rtbw payments landscape, banks will need to remgsbkeir
operating models in Europe, and may choose onbkreétstrategies —niche player, low cost producenaustry

leader — and it goes on to suggest that many baitikseed to outsource at least part of their pagtaeactivities.

“Strategic sourcing partnerships — including outsoing, offshoring and white-labelling - will play amcreasingly
important role as the payments industry focuseglobalisation, regulation and performanteaid Ann Cairns,
CEO, Transaction Banking, ABN AMRO.The report shows that Europe’s banks have a smatlaw of

opportunity in which to consolidate their paymeptsition”

The World Payments Report 2007 reveals that 58%anks already plan to, or are, outsourcing allast pf their

payments activities in the next five years. Sixtyae percent plan to offshore this activity as well
Other key findings of the World Payments Report72a6e:

» Cash remains the predominant payment instrumeBtitope, and there are still no clear initiatives
to replace cash in order to reduce the cost of ashciety.

» Europe needs an “any card at any terminal” solufidre card market is growing at over 10% per
year and will remain the leading non-cash paymesiriiment. Banks should consider forming a
new European debit card scheme to replace existitignal schemes.

* The Payments Institutions created under the Pay®ernices Directive are unlikely to present a
serious competitive threat for banks until 2011.

» The top 10 banks in the 2012 European market veilheprocess approximately five billion
transactions per year.

» Banks are repositioning their business models amirty to open architectures to enhance product

offerings, outsource/insource payments and provitdgrated services to their clients.

Copies of the report are available for downloadwatw.capgemini.com/wprO7and for EFMA members at

www.wprO7.com
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'SEPA

The Single Euro Payments Area (SEPA) project aonsréate a domestic payments market across theaeo
SEPA payments services should be made availabdestmmers from January 2008 and critical mass dhioel
achieved by 2010. The overarching goal of SEPApasulated by the European Commission, is to craatere
competitive and transparent euro payments areae aBsumption is that the Single Euro Payments Aida
benefit consumers and corporations alike. Thezswm® countries are those that have adopted theasutbeir
national currency. The 13 countries that are indbezone and surveyed for this report are: AuysBelgium,
Finland, France, Germany, Greece, Italy, Irelangkdmbourg, The Netherlands, Portugal, Slovenia Syain.
Four non-eurozone countries - Denmark, Poland, 8wedd the UK — are also included in the surveg é&tthe
report.

2The World Payments Report 2007
First published in 2005, The World Payments Rep06@7 from Capgemini, ABN AMRO and EFMA explores the
evolution of payments transactions and the cuaginents landscape.

About Capgemini

Capgemini is positioned with deep industry exparerenhanced service offerings and next generaiiaioal
delivery to serve the financial services indusW#ith a network of 15,000 professionals serving o®@0 clients
worldwide, we move businesses forward with leadintytions and best practices in Banking, InsuraGegital
Markets and Investments.

As one of the world's foremost providers of Coriaglt Technology and Outsourcing services, Capgesmnables
its clients to transform and perform through tedbgmes. Capgemini provides its clients with insgtand
capabilities that boost their freedom to achievpesior results through a unique way of working ealithe
Collaborative Business Experience. Capgemini repo006 global revenues of EUR 7.7 billion and eyl
more than 80,000 people worldwide.

For more information or to download our reportstuisvw.capgemini.com/financialservices

About ABN AMRO

Netherlands-based ABN AMRO is a leading internalomank with total assets of EUR 1,120.1 bin
(as at 30 June 2007). It has more than 4,500 besriolb3 countries, and has a staff of more th&n0DO full-time
equivalents worldwide. ABN AMRO is listed on Euext and on the New York Stock Exchange.

ABN AMRO Transaction Banking delivers cash, trade asupply chain, and card products and services, to
corporations and businesses, financial institutioetil customers and private clients globallye3é services are
available in some 3,000 locations in some 50 c@mttJnderpinning this extensive global networkntegrated
technology supporting billions of payment, tradel @ard transactions every year. Global scale, anatment to
continuing product and service innovation and adepth understanding of local and global markets lay
components of our offer.

For more information, visivww.abnamro.com/transactionbanking

About The European Financial Management & Marketing Association

The European financial management and marketingced®n (Efma) is the leading association of banks
insurance companies and financial institutions ughmut Europe. On a non-for-profit basis, Efma poten
innovation and best practices in retail financefdstering debate and discussion among peers s@ppbst a
robust array of information services and numerqdunities for direct encounters.

Efma was formed in 1971 and gathers today more $h@00 different brands in financial services weoilde,
including 80% of the largest European banking gsoup

Visit www.efma.com
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