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Polish Internet users favorably regard social lending concept, but high risk
profile of potential borrowers will be a tough challenge for social lending
sites

Summary
B In peer-to-peer loans (social lending) transactions are executed directly between investors and people in need of money,
without intermediation of banks
B Currently three social lending sites are already active, which distinguishes Poland among other countries

B 25% of Polish Internet users have heard about social lending concept, among which 24% would consider social lending as
a loan source, and 8.5% would consider investing in social loans — taking into account short period in which the sites are
active, the results are promising

B People interested in borrowing through social lending are distinguished by significantly higher risk — they more often had
problems with payments on their liabilities in the past, and in particular share of people who had payments overdue by more
than 90 days was two times higher compared to overall sample

B Main reasons for interest in social lending are related to more favorable interest rate compared to the banks, inability to
obtain loan at the bank and cumbersome bank formalities

B Potential investors expect from social lending sites protection against fraud, convenient management of granted loans and
effective collections

B Allegro and Nasza Klasa are sites which are especially actively used by potential borrowers and investors
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Social lending model facilitates transactions between borrower and lender
without bank intermediation

Comparison of banking and social lending models

Banking model Social lending model

Internet
portal

Deposit owners Bank Borrower “Investors” Borrower

&
(N

= \Q
& e
/ )

&
(N

= Deposit holders provide funds to the bank = |nternet portal assists potential borrowers in finding
investors willing to lend

= Bank invests deposits in (among others) loans
* |n order to minimize risk, loan can be split between

» Bank transfers short-term deposits into long-term loans i
many investors

and many small-ticket deposits into large-ticket loans
» Portal may or may not intermediate in loan
disbursement and repayment
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Poland, where three lending services were recently launched, is

distinguished against background of other countries

Overview of global social lending sites

Country Services, launch date
Worl A | money \, /B : @ PROSPER ° .. ® =
orld us \— 2001 "“-\l v ‘2005 2006 ‘) 2006 “2008 2008 n/a
Australia
Japan Q) PROSPER D
n/a n/a
China 2 I
2007 afEn/a
EU* Germany ‘ one(2)money
2007 n/a
France
Great Britain D
2005
Italy © D
y 2007 *2007
Spain
Poland onetto
2008

n/a service not officially opened
* sorted by population
Source: desk research
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Polish social lending sites vary significantly in terms of operating model and
fees...

Polish social lending sites (1 of 2)

Basic features

KOKO et

Pozyczaj i inwestuj on-line

1$ = 2 PLN (approx.)

Borrowers Acquainted and Only acquainted! Acquainted and
strangers strangers
Loan
Minimal amount $250 $25 $25
Maximal amount $12,500 $1,000 $50,000
Price settlement Auction Auction Auction

Repayment Monthly installment One time payment Monthly installment
Maximum payment term 12 months 12 months 36 months
Fees From borrower No From borrower and
(0.5%) inv%stor (approx. 0.5-
0
Intermediation in disbursement/ Yes No Yes

repayment?

1
2

Transactions are executed between users who had confirmed their acquaintance
Money transfers are executed through intermediation of site’s bank account

Copyright © 2008 Accenture All Rights Reserved.



... as well as safety mechanisms for loans granted

Polish social lending sites (2 of 2)

Security

KOKOS phciio

Pozyczaj i inwestuj on-Li

Borrower verification

Verification transfer? v v v
Telephone verification v v v
Verification in BIK (credit bureau) v - v
Verification in KRD (debtors’ registry) v’ (currently tested) - v
Verification in Infomonitor (economic info. bureau) v - v
Verification of ID - - v
Verification of income statement - - v
Responsibility for frauds? - - -
Agreement with collection company 4 - v
Loan insurance (option) v (currently tested) - v
Anonymity

Borrower with respect to investor - - -
Investor with respect to borrower - - -

1 User executes bank transfer for a small amount, whose description contains personal data (as confirmed by the bank), which site can verify
2 Cases in which e.g. loan was taken with stolen identity

Copyright © 2008 Accenture All Rights Reserved.
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After approximately two months since launch of first sites, more that 25% of
Polish Internet users declare familiarity with the idea

Awareness of social lending

Have you heard about internet social networks,

Launch dates of social lending sites where members are lending money among themselves?
N=1075
February 2008
: / No, | have never heard
Pazycza) | Inwestuj on-lin _and | do not know what it
~._ is about
72.7%

4th Match 2008

24.9% |
20th March 2008 ves, I have heard
20,

onetto

Yes, | have not only heard about the services
but | know the name of one or more

Services indicated as familiar:

Finansowo 7 times
Monetto 6 times
Kokos 6 times
Others 3 times

Source: gemiusAdHoc, April 2008

Copyright © 2008 Accenture All Rights Reserved. 10



24% of Internet users familiar with the concept would consider a social

lending loan...

If you needed a loan would you consider applying to...

All respondents

Respondents familiar with social lending

N=1075 Yes!'
ZT RT RN ZN Nw

friends and family 70%
bank 69%
employer 30%
SKOK? 13%
loan providers (like

Provident) 10%
social lending .
site 10%

0% 20% 40% 60% 80% 100%

ZT definitely yes, RT rather yes, RN rather not, ZN definitely not, NW
do not know

1 Definitely yes” or ,rather yes”

2 Credit unions (cooperatives)

Source: gemiusAdHoc, April 2008

Copyright © 2008 Accenture All Rights Reserved.

N=293

friends and family

bank

employer

SKOK?

loan providers (like
Provident)

social lending
site

0% 20% 40%

60%

80%

Yes'

100%

67%

66%

42%

15%

12%

24%
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... but for significantly smaller number of respondents it would be a preferred
source of loan

Who would be your preferred loan provider?

Borrowing needs (next 3 months) Preferred loan provider
among all respondents N=1075 among people declaring loan needs N=395
| need a small loan up to 4.6%

$250 \

| need to borrow 2.9%

$250-$500

| need to borrow 4.6%

$500-$1000

Around 6% of people declaring borrowing
needs would prefer internet social lending at the
| need to borrow 1.8% moment of research

$1000-$1500

| need to borrow 6.6%
$1500-$2500

| need to borrow more 16.2%
than $2500 }

| do not need any loan at 63.3%
this time

1$ = 2 PLN (approx.)
Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved. 12



Share of potential investors is lower than borrowers — around 8.5% among
people familiar with social lending concept

If you had funds to invest, would you consider granting loan via internet social

lending site?

All respondents

Respondents familiar with social lending

N=1075

Rather no

20.9%

40.2%

Definitely no

Source: gemiusAdHoc, April 2008

 8.2%

Neither no nor
yes

4.1% Rather yes
. (1]

~—0:8% Definitely yes

25.8% | do not

know

Copyright © 2008 Accenture All Rights Reserved.

N=293

Neither no nor

yes
0,
Rather 20.3% Rath
. Rather yes
o 15.0% y
- 6.8%
Definitely yes
1.6%‘ vy
P |
29.0% | 27.2%
| do
Definitely no not
| know
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The major barrier for borrowers is lack of trust for novelty that social lending

is...

Reasons for not taking loan via social lending site

All respondents

Respondents interested in taking a social loan

N=1075 Important’
lack of trust for the 63%
novelty
fear for maintaining 47%
anonymity

convenience of
repayment and 42%
service in bank

habit of using banks

42%
availability of other
loan sources (e.g. 41%
employer)
satisfactory terms in 41%
bank

4 3 2 1

fast ting of |
aster granting of loan 39%

in bank

0% 20% 40% 60% 80% 100%
5 — highly important, 1 — not important at all

1 Contribution of marks 5 and 4
Copyright © 2008 Accenture All Rights Reserved.

N=110

lack of trust for the
novelty

fear for maintaining
anonymity

convenience of
repayment and
service in bank

habit of using banks

availability of other
loan sources (e.g.
employer)

satisfactory terms in
bank

faster granting of loan
in bank

0% 20% 40% 60% 80%

Source: gemiusAdHoc, April 2008

Important’

23%

26%

13%

23%

35%

26%

27%
100%
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... while most important attraction are better loan conditions — emotional
grounds are less important

Reasons for taking loan via social lending site

All respondents

Respondents interested in taking a social loan

N=1075 |mportant1 N=110
conditions better than o conditions better than
in bank 39% in bank
inability to get loan in inability to get loan in
bank 39% bank
large amount of 34% large amount of
formalities in bank formalities in bank
overall dislike of overall dislike of
banks (“they care only 27% banks (“they care only
about own profit”) about own profit”)
more personal more personal
dimension of loan 23% dimension of loan
from other people from other people
4 1

interest in internet 23% interest in internet
novelties novelties

0% 20% 40% 60% 80% 100% 0% 20% 40% 60% 80%

5 — highly important, 1 — not important at all
1 Contribution of marks 5 and 4

Copyright © 2008 Accenture All Rights Reserved.

Source: gemiusAdHoc, April 2008

Important’

54%

49%

53%

46%

36%

43%

100%
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Among potential investors, the most important fears are related to personal
safety and safety of funds invested

Reasons for not investing in loans via social lending site

All respondents Respondents interested in investing through social lending
N=1075 Important’  N=53 Important'
fear that people will fear that people will

not pay back loans 66% not pay back loans 82%
fear about own safety 60% fear about own safety 53%
lack of trust for the lack of trust for the

novelty 55% novelty 63%
less freedom to less freedom to

withdraw invested 48% withdraw invested 61%
funds funds

lack of disposable 46% lack of disposable 67%
funds funds

too much effort . too much effort .
despite larger benefits 38% despite larger benefits 26%
convenience of convenience of

investment and 37% investment and 27%
service in bank 5 4 3 2 1 service in bank

habit of using o habit of using o
deposits and mutual 31% deposits and mutual 37%
funds funds

0% 20% 40% 60% 80% 100% 0% 20% 40% 60% 80% 100%

5 — highly important, 1 — not important at all
1 Contribution of marks 5 and 4 Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved. 17



Pragmatic reasons for investment are most often mentioned, although,
among the potential investors, emotional and altruistic grounds are also
represented

Reasons for investing in loans via social lending site

All respondents Respondents interested in investing through social lending
N=1075 Important! N=33 Important?
better conditions than 34% better conditions than 61%
on bank deposit on bank deposit

possibility to help possibility to help

people, for example 28% people, for example 45%
students students

possibility to run own possibility to run own

“bank” 26% “bank” 54%
overall dislike of overall dislike of

banks (“they care only 23% banks (“they care only 33%
about own profit”) about own profit”)

interest in internet interest in internet

novelties 22% novelties 47%
more personal 5 4 5 2 ! more personal

dimension of social 22% dimension of social 49%
loan loan

0% 20% 40% 60% 80% 100% 0% 20% 40% 60% 80% 100%

5 — highly important, 1 — not important at all
1 Contribution of marks 5 and 4

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved. 18
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Among potential borrowers, rural residents and older people are over-

represented

Demographic profile

Residence Age Income per family member
Monthly, net
City 1m+ = 13.0% 13.4% 51+  16.4% $1250+ | 10.8%
24.0%
32.2% $1000-$1250 = 8.9%
C|ty 31.9% 25.0% 36-50 21.8% $750'$1000 9.2% 3.7%
100k-1m 11.9%
$500-$750 21.1%
0,
26-35  21.1% 31.5% 11.5%
28.0%
City up to | 33.2% $250-$500 '« 24.4%
100K 35.6%
18.1%
18-25 = 40.7%
$250- | 25.5%
Rural 0
18.3% 1399

Potential social
lending borrowers
N=1075 N=110

B Relatively high interest among rural
residents
B Consequently relatively higher
representation of people with lower and
medium education
Copyright © 2008 Accenture All Rights Reserved.

All Internet users

All Internet users

Source: gemiusAdHoc, April 2008

N=1075

Potential social
lending borrowers
N=1075 N=110

B Among potential borrowers share of
students is lower (15% in comparison to
24% among all Internet users), higher
share of farmers, managers
1$ = 2 PLN (approx.)

Potential social All Internet users
lending borrowers

N=110

20



Group of potential borrowers displays lower penetration of banking current

account

Usage of banking services

Current account

Online banking

In a whole group

49.4%
38.0%
All Internet users Potential social
lending borrowers
N=1075 N=110

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved.

Among respondents who own current account

No, | do not have

online access to the 3.0%
account e 20.6%
Yes, | have access, 40.8%

but | do not use it =0 14.0%

Yes, | am using -
online access from

time to time

Yes, | use online
access to my
account very often

All Internet users Potential social
lending borrowers

N=531 N=42

21



Potential social lending borrowers have more often used loans from friends

and family in the past

Usage of loans

Bank loans Loans from friends and family
40.2%
31.3%
29.1%
25.7%
22.3%
17.3% 17.6%
14.5% 13.4%
10.3% 11.4%
7.7%
5.5% °  58%
Instalment Credit Cash Mortgage Car  Current account All Internet users Potential social
loan card loan loan loan overdraft lending borrowers
N=1075 N=110

All Internet users, N=1075

Potential social lending borrowers, N=110

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved.
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Potential borrowers are distinguished by higher level of dissatisfaction with
costs of banking services...

Satisfaction with banks

Satisfaction with costs of banking services

12.8%
Very satisfied 21.2%

20.0% B Potential borrowers are more
' dissatisfied with costs of banking
services than Internet users in

eneral
Rather satisfied 36.6% 22 7% 9
' B Customers of large, traditional
banks are relatively more

3.6% dissatisfied

Neither satisfied 94 oo B Customers of online banks are
. o

nor unsatisfied relatively satisfied
Rather unsatisfied 7.0%

Very unsatisfied -

All Internet users Potential social
lending borrowers

N=1075 N=110

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved.



... as well as by higher share of borrowers with past payment defaults

Repayments problems

Arrears Arrears over 90 days
Percentage of Internet users who declared that in the past they had Percentage of Internet users who declared that in the past they had
problems with repayments on their liabilities problems with repayments on their liabilities and delay was longer than 90
days
54.3%
40.6%
18.6%
9.5%
All Internet users Potential social All Internet users Potential social
lending borrowers lending borrowers
N=1075 N=110 N=1075 N=110
Most often mentioned liabilities: Most often mentioned liabilities:
B Fixed telephone, mobile telephone charges, B Fixed telephone, mobile telephone charges,
internet charges (25% Internet users) internet charges (5% Internet users)
B Rent, water, electricity expenses (16%) B Rent, water, electricity expenses (4.5%)

B Consumer loan instalment (11%)

Consumer loan instalment (4.1%)
B Mortgage instalment (4.0%)

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved. 24



Allegro and Nasza Klasa have the highest share of active users among

potential borrowers

Social networks and Allegro

Active users of other services

% of users visiting portals at least once a week in each of the groups

55%59%  65%

26%

13%
1%

6 10% 9%
5%
3% - b 4%

Allegro Nasza Goldenline* LinkedIn* Fotka Grono
Klasa

* note — relatively small number of respondents

All Internet users, N=1075

Potential social lending borrowers, N=110

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved.

B Nasza Klasa has the
highest share of active
users among all Internet
users

B However, relatively small
percentage of them is
interested in borrowing
through social lending,

therefore share of NK active

users among potential
borrowers is lower

Additional legend
Allegro — largest online auction site in Poland
Nasza Klasa - “classmates”-type of social network

Goldenline — Linkedin-type social network, career oriented

Fotka — personal photo sharing site
Grono — social network, informal



Most potential borrowers is considering loan amount higher than $500

Expectations for social loan

Expected amount of social loan Preferred lender
among people willing to consider social lending loan among people who are willing to consider social lending loan and have
N=110 borrowing needs in next 3 months
N=53
Up to $250 6.1% employer 28.2%
friends and family
$250-$500 4.6% 22.3%
bank 22.0%
$500-$1000 22.5%
social lending
network - 17.1%
$1000-$1500 9.5%
someone else 6.1%
$1500-$2500 24.0%

loan providers (like
Provident) 0.9%

more than $2500 15.7%
SKOK
| do not know/ 17.5% | do not know/
difficult to say ' difficult to say 3.4%

1$ = 2 PLN (approx.)
Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved.
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Against the background of all Internet users, potential investors show on
average higher income per family member, despite the fact that there is a
significant share of young people and rural residents among them

Demographic profile

Age Residence Income per family member
Monthly, net
City 1m+  13.0% 8.9% $1250+ = 10.8%
51+ 16.4% 15.5% Y D7 18.6%
$1000-$1250 8.9%
16.9% 750-$1 9.2¢ 9.2%
36-50  21.8% ’ City ' 31.99% 33.0%  $750-$1000 "
100k-1m 8.4%
16.2% $500-$750  21.1%
26-35 21.1% 25.7%
_ 31.5%
City up to | 33.2% $250-$500 | 24.4%
100k
51.4% 24.0%
18-25 40.7%
0,
Rural | 21.9% el $250- | 25.5%
14.0%
All Internet users Potential social All Internet users Potential social All Internet users Potential social

lending investors

N=1075 N=53

1$ = 2 PLN (approx.)
Source: gemiusAdHoc, April 2008

Copyright © 2008 Accenture All Rights Reserved.

lending investors

N=1075 N=53 N=1075

lending investors

N=53
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Potential investors show higher penetration of current accounts and savings
products compared to all Internet users

Usage of bank services

Current account Saving products
59.5% 45.3%
49.4% 37.9
31.5%
26.4
24.1%
17.8 17.2%
128I
All Internet users Potential social Stock OR  Deposits Mutual Stock
lending investors deposits OR funds

mutual funds
N=1075 N=53

All Internet users, N=1075
. Interested in investing through social lending, N=53

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved.



Most potential investors would lend up to $2500, preferably to family and
close friends, in second order to employed strangers

Investment preferences

How much would you be willing to invest?

Whom would you lend money to?

N=53

up to $250

$250-$500

$500-$2500

$2500-$5000

more than $5000

| do not know/
difficult to say

1$ = 2 PLN (approx.)

Source: gemiusAdHoc, April 2008

16.0%

20.9%

28.8%

14.3%

8.6%

11.4%

Copyright © 2008 Accenture All Rights Reserved.

N=53

Family and close friends 70.3%

Older employed people (strangers) 57.5%

Young employed people (strangers) 47.9%

Established entrepreneurs (strangers) 46.9%

Starting entrepreneurs (strangers) 37.9%

Further acquaintances 30.8%

Students (strangers) 30.3%

| do not know/

0,
difficult to say 9.8%

30



Most of potential investors are actively using Allegro and Nasza Klasa

Social networks and Allegro

Active users of others services

% of users visiting portals at least once a week in each of the groups

6%
70
65%6 %

58%

23%

13%
99, 10%

39, 2% ooy 3%

Allegro Nasza Fotka Grono Goldenline* LinkedIn*
Klasa

* note — relatively small number of respondents
Among all Internet users, N=1075

Among interested in investing through social lending, N=53

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved.

B Allegro has higher share of

users interesting in
investing, therefore it is
relatively more represented
among potential investors

Popularity of Nasza Klasa is
much higher among
potential investors than
borrowers

Users of fotka.pl have
relatively high share among
potential investors

31
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Investors expect first of all fraud protection, while for borrowers time to

money and attractive interest rate are the most important factors

Expectations regarding portal functionality

Borrowers Investors
N=110 Important! N=53 Important?
time to money 71%  protection against frauds 91%
attractive interest rate 6%  convenient management 87%
of granted loans
convenient repayment (e.g. 629,  effective collection mechanism (by 85%
direct debit) portal)
automatic reminder about 58%  simple and trustworthy system of 82%
repayment mutual comments
anonymity with respect to lender 349  possibility to make loan collateral 76%
. (o]
(through bill of exchange)
Hiahlv i rant (5 Not i tant at all (1 possibility to split loan amount o
ighly important (5) ot important at all (1) among different lenders 62%
anonymity with respect to 50%

1 Contribution of marks 5 and 4 (,highly important” and ,important”)

Source: gemiusAdHoc, April 2008

Copyright © 2008 Accenture All Rights Reserved.

borrower

Highly important (5)

Not important at all (1)

33



According to price sensitivity analysis of the respondents, optimal interest
level is significantly below current average interest of social lending loans

Expectations related to interest rate

Price sensitivity analysis

Remarks

Share of respondents who have not rejected given interest level as too low or
too high

50%

—~ 40%

30%

20%

Interest (% respondents

10%

0%
0% 5% 10% 15% 20% 25% 30%
Loan interest level

=== |nterested in borrowing, N=110
=== |nterested in investing, N=53

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved.

B Potentials investors and borrowers defined their
price preferences in four dimensions, for example, in
case of borrowers:

B So cheap that suspicious

B Cheap but not suspiciously cheap
B Expensive but worth considering
B Too expensive to consider

B \With interest level at about 10% share of investors
and borrowers who would accept the price is
maximized

B Current interest level on the Polish social lending
sites is significantly higher (20-25%) — it confirms
that high risk borrowers, who are willing to accept
higher price, are among the first ones interested in
social lending
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Attachment

Methodology

Primary research

Desk research

B Research was conducted through Internet surveys
randomly published on sites which are using free
version of stat24 system or free site-centric
stat.pl/PBI audit

B Random emission took place between 15" and 22t
April 2008

B |n order to ensure that data is representative,
responses in each wave were analyzed using
analytical weight, constructed based on sex and age
data, as well as Internet usage frequency data. In
case of wave 7 of research, this data was derived
from Omnibus PBS research (I-Il 2008)

Copyright © 2008 Accenture All Rights Reserved.

B Accenture acquired additional information for this

report through secondary sources — publicly
available reports and articles, as well as directly
consulting social lending sites in Poland and abroad
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Attachment

Other services

Structure of income per family member, in PLN

1$ = 2 PLN (approx.)

8.6%

11.3%
10.5%
0 9.1%
B85 7.0%
22.9%
’ 24.6%
24.8%
24.3%
26.4% 23.8%
Nasza klasa Allegro

7.8%
4.0%

5.8%

24.6%

14.8%

43.0%

Fotka

17.3%

5.9%

8.6%

32.8%

14.8%

20.5%

Grono

32.4%

17.8%

38.6%

6.3%

0.0%
4.9%

Goldenline

28.9%

4.3%

59.2%

8.0%
5.3%

Linkedin

10.8%

8.9%

9.2%

21.1%

24.4%

25.5%

2500+

2000-2500
1500-2000

1000-1500

500-1000

500-

Internet users

Additional legend

Allegro — largest online
auction site in Poland

Nasza Klasa —
“classmates”-type of
social network
Goldenline — Linkedin-
type social network,
career oriented

Fotka — personal photo
sharing site

Grono — social network,
informal

Note: user profiles are attached as additional information; their analysis must take into account that the survey was limited to pool of users at least 18 years
old and that sample for some of the sites is limited. Therefore data cannot be considered as accurate user profiles of the sites (which were not the focus of

the research)

Zrédto: gemiusAdHoc, kwiecien 2008
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Other services

Age structure

S 1.9%
. . . 18.6%

12.1%

51+

18.3%

22.1% 11.9%

6.4% 21.8% 36-50

21.4% Additional legend

211% 26-35 Allegro — largest online

auction site in Poland

Nasza Klasa —
“classmates”-type of
social network
Goldenline — Linkedin-
type social network,
18-25 career oriented
Fotka — personal photo
Nasza klasa Allegro Fotka Grono Goldenline Linkedin Internet users
N=696 N=621 N=142 N=94 N=34 N=18 N=1075
Note: user profiles are attached as additional information; their analysis must take into account that the survey was limited to pool of users at least 18 years
old and that sample for some of the sites is limited. Therefore data cannot be considered as accurate user profiles of the sites (which were not the focus of
the research)
Zrédto: gemiusAdHoc, kwiecien 2008
Copyright © 2008 Accenture All Rights Reserved. 38
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Price sensitivity

Potential borrowers

Loan interest level, comparison of averages, %

11.6%
8.6% 8.7%
] I I
So cheap that Cheap but not Expensive but worth Too expensive to
suspicious suspiciously considering consider

cheap

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved.
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Price sensitivity

Potential investors

Loan interest level, comparison of averages, %

17.8%
13.8%
10.7%
9.4%
Too profitable to Profitable, but Not very Too unprofitable to
treat seriously not profitable, but consider

suspiciously so worth considering

Source: gemiusAdHoc, April 2008
Copyright © 2008 Accenture All Rights Reserved.
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Contact information

>
accenture

‘2s:Gemius

Barttomiej Owczarek
Phone: +48 22 528 81 65
Email: bartlomiej@owczarek.com.pl

Copyright © 2008 Accenture All Rights Reserved.

Sylwia Szmalec

Phone:
Email:

+48 22 874 41 00
sylwia.szmalec@gemius.pl
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