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Kate Fallon

Thank you so much, Dee. Just to reiterate what Sean said earlier, there is the QR code up here so you can

go there and submit any questions you'd like for later today.

Alright, our next speaker is Cynthia Kleinbaum. Cynthia is going to share a little bit more about our

market opportunity.

Cynthia joined MoneyLion in April 2022 and serves as our Chief Customer Officer. Cynthia has over 20

years of experience reimagining how companies engage customers to accelerate growth. And prior to

joining MoneyLion, Cynthia was instrumental in the digital acceleration of Walmart where she led the

marketing efforts to scale its mobile app, an online grocery business, as well as launching membership

Walmart Plus. Cynthia loves building brands that connect emotionally to customers and using technology

to solve some of the most complex problems a marketer can face. She has done it at traditional

companies like Nestlé and then more recently in digitally native brands like Bonobos. She was a CSA Top

Woman in Tech in 2020. Brand Innovators' The Women to Watch in 2021, and is a 2023 fellow at the

International Women's Forum.

Please join us in welcoming Cynthia.

Cynthia Kleinbaum

Hi, everyone. Thank you, Kate. Thank you for being here.

I'm really excited to tell you a lot of things about our customer. But first i'm gonna tell you something

about myself. I'm a marketer, I've been doing marketing for 20 years, and if I had to summarize what I

learned in the three previous companies that I've worked at, that that is relevant for today, the first one

is when I worked at Nestlé, I was doing marketing for Nesquik and I had to learn that to be a good

marketer, you cannot think that you are the target customer, because then you can't identify yourself,

right? So you have to like try to put yourself in the shoes of the customer and I'm gonna ask you all to do

the same because you are probably not our target customer.

Number two, what I learned at Bonobos is that men in Wall Street are willing to overpay for good fitting

pants and number three, what I learned at Walmart is that if you can help people improve their financial

lives and in turn they improve their lives overall, you're gonna gain their loyalty and trust. What I saw at

Walmart is that we were changing the way people were shopping and what they were doing with their

money.

In MoneyLion, what we're doing is we are changing how people manage that money and I know we can

be that company for the future, a company that people will rely on, make part of their daily routine and

that they won't be able to live without. So let's start with some stats. Okay, so there's almost 170 million

Americans who are underserved by the financial services industry. They don't have somebody that is

teaching them what to do with their money. And that's 65%, about 65% of the American adults. They are



ready and willing to take control of their finances. They just need somebody that will help them do that.

And if you ask me, why are they so eager to do that? It's because money controls their life. That's how

they feel. They, six in ten Americans, have told us that they wake up in the middle of the night thinking

about money. They check their bank account over 200 times a year and they worry about money six

times a day. And when we double click on what exactly worries them, they're concerned about not

having enough money to retire, keeping up with the cost of living and managing their debt. I'm sure

you're all aware about the phrase money can't buy happiness. But can we really be happy if we're

worried about money all the time? I really doubt it.

Now, I'm gonna ask for a show of hands, who here likes to talk about money? I don't buy that. Isn't that

your job? Okay. Well, I hope you like to talk about money. I'm gonna do it again. Okay, cut! Let's do it

again. Are you ready? Okay. Who here likes to talk about money? Now I buy this. Okay, so you are not

the average American. Americans don't like to talk about money. They prefer to talk about almost

anything else. They prefer to talk about current events and pop culture and relationships and politics

before they talk about money. This is a problem because if they don't talk about money, they are not

going to do anything about it. In fact, three in five Americans fake their financial situation online. This is

funny. Yes. I mean, we all know the famous meme of real life and social media, but think about this,

behind each one of these posts there is a person that is ashamed of their financial situation. They are

not really comfortable sharing what their financial situation is and they're faking it. It's funny, but it's

something we can do about it, there's something we can do about it.

Now, I want to share with you another stat that happens because people don't talk about money. It's

about financial literacy. Two-thirds of Americans cannot answer five basic questions about financials, like

managing their finances. They don't understand concepts like... Sorry, they don't have the financial skills

to manage a budget, to get a mortgage, to plan for retirement. And the problem is that without these

financial skills, they won't be able to do that. Their day-to-day financial lives get really compromised.

There's a lot of companies and there's also the public sector and non-profits that have been trying for

years to change this situation because it's clear that financial literacy and financial outcomes are

connected. So what's really like sad about it? It's at the trend is going on the right direction despite all

these efforts. I hope I'm not getting you all sad. I promise you, I have some more uplifting content in a

little bit.

Why financial literacy matters. As I told you because higher financial literacy is connected with better

financial outcomes. People that have higher financial literacy levels are 50% more likely to have an

emergency fund. Or about 80% more likely to have calculated their retirement needs and half as likely to

only pay their credit card minimum. This is causing something that's called the financial literacy vicious

cycle. I want you to imagine this. Imagine that you have financial problems. That causes stress. Stress is

correlated with mental health challenges.

If you have mental health challenges, it's unlikely you will be able to manage your money well, you may

not even be able to get a job or go to work or have a job. Right? So this creates more financial stress that

gets your health in a worse position. So you get where I'm going with this. It's a vicious cycle that it's very

very hard to break. If you're asking why isn't the financial services industry addressing this, it's because

the traditional institutions are really set up to help the largest population, the smallest population with

the largest balance sheets. This is not the 65% of the population that I was talking about. Here's where



things get better. I'm done with the bad news. You survived the bad part of this presentation. We're

seeing trends that really tell us people are starting to take control and this trend is going to get bigger.

Number one, and I'll double click on each of them, number one, the growing adoption of embedded

finance. Number two, the nascent but fast growing role of financial influencer, we have a couple here,

and number three, the early innings of fintech. Let's double click on each of them. Embedded finance.

This is a word that I'm sure you've been hearing a lot lately, but I want to make sure that we all have the

same definition. Embedded finance is the placing of a financial product in a non-financial customer

experience journey or platform. This is nothing new, for decades non-banks have offered financial

services via private label cards, at retail chains, supermarkets and airlines. What makes the next

generation of embedded finance so powerful is the integration of these financial products in digital

interfaces that users use every single day. This means that in the near future, and we're already seeing it,

life insurance will be purchased in your New York Post app, or you will be able to refinance your car

when you're in an Uber through a decentralized network.

Now, the question is, why is embedded finance growing so much right now? Because Americans are

spending more and more time online and publishers and companies that own those placements online

are monetizing every visitor by selling them financial products. What do I mean by Americans are

spending a lot of time online? Right now, this year, the average American is going to spend over 500

hours, minutes a day. Not hours. So 500 minutes a day online. This is one third of their day. So, a pretty

good trend there. Second trend, the adoption of social media as a source of financial education. I have to

believe that most people here do not follow, do not like take action on financial advice on social media,

but you are not the average American. Right now, we're seeing that the next generation is using social

media as a number one source. This is to me, I was impressed when I saw this because here you can see

the percentage of Americans that use social media as their main source and the bottom you can see how

it is ranking. Gen Z is using social media as number one. It means that they're using it more than friends

and family and more than Google search. This is the heart of the press by the way, this data. And then

the second one, connected to social media, is the financial influencers who are giving Americans the

content in a format that they want to consume. In short form, in a very like phone-easy way. They're

demystifying financial education in a way that that's how they learn. Why now?

In about 2010, we saw the rise of the fashion influencer when Instagram started blowing up and we

were all looking at pictures of fashionistas on Instagram. The financial influencer is newer because it

required video. It started growing with Tiktok. If you go right now to Tiktok, you're gonna see a hashtag

called "money talk" that has over 17 billion views. That is billions with a B. And that's a very cool

influencer. And then the third trend we're seeing is the adoption of fintech. 80% of Americans say that

they have an account with a fintech. What does this mean? They have a financial institution in their

pocket. Imagine that we can take the worries of people, they worry about it six times a day, I told you

before, right? Now they can also act on it six times a day or more times a day, and with the inherent

personalized nature of fintech we can actually give them an experience that is up to their expectation.

It's very personal and it's unique to every one of them. MoneyLion is already capitalizing on these

trends. We are not just capitalizing on these trends, we are driving these trends. Number one, we meet

our customers where they are via our embedded finance integrations and our relationships with

financial influencers.



Number two, we teach them about money in the format that they're already used to and that they enjoy

and number three, we enable them to take action there. This is super important to understand, the

distance between learning and acting is shortening. When you teach somebody something in one

platform and then expect them to go somewhere else to take action, most people don't do that. Our

platform provides you a super fast and like easy seamless way to learn something and act on it. You hear

my excitement as a marketer? I hope you do. So think about it, and I hope there's no marketers seeing

this, because any marketer would want to have this acquisition and retention funnel. My peers doing

marketing for other companies are basically spending all their money paying media companies to not

just acquire customers but to re-engage them. We don't have to do that. All of our spend is within our

company. Not all of our spend, I'm exaggerating. But we're minimizing the spend that we have with

these media companies because we have these properties. We drive awareness through our integration

with Even Marketplace and MALKA, we drive consideration, which is the stage at which people are trying

to understand if something is for them, getting convinced that it is or it's not, and we do it through our

Proprietary Discovery Feed, and then we drive conversion by shortening the distance between learning

and acting.

So the last thing I want to leave you with, which is uplifting, it's the MoneyLion virtuous cycle, which is

not just the opposite of the vicious cycle I showed you before, it's actually the flywheel that powers our

consumer business. Number one, we provide personalized daily money content. With this content,

people feel empowered to take action and when they take action, they feel joy and relief and what does

that do? They keep coming back for more. So, I think I spoke enough. There's a lot more for you to see,

I'm just showing you the why we're doing it.

Now it's time for you to see what we're doing with Jeff and the rest of the team. Thank you.


