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Los Angeles Neighborhood Housing Services (LA NHS) touched the lives of more than 820,000
households as a Community Development Financial Institution (CDFI) during the past year with
financial information, credit counseling, affordable loan products and neighborhood revitalization. LA
NHS is the largest comprehensive affordable homeownership provider in Southern California.

LA NHS directly impacted the quality of life of community residents and business owners by
reinvesting nearly $77.5 million back into the community, and implementing the following:

gy Loaned more than $54 million to local residents to improve housing conditions, create
homeownership opportunities, prevent foreclosure and combat predatory lending. LA NHS has had no
foreclosures in its 19-year history, and maintains a 3% or less delinquency on its loan portfolio.

ey Assisted 417 families to become homeowners through direct loans, brokering activities and
education courses. We helped 151 families preserve homeownership and maintain their homes.

e Educated and counseled 16,425 families regarding homeownership purchase, budgeting, credit
repair, home maintenance, and insurance education. We graduated 1,738 families from
homeownership education classes and educated 2,036 families to maintain and sustain their homes
through our post-purchase education classes.

ey Served as a CDFI and operated two NeighborWorks® Homeownership Centers in Pacoima
(Northeast San Fernando Valley and San Pedro (Southbay).

g5 Our construction team conducted 330 home inspections, 158 work write-ups, monitored
construction of 130 jobs, and completed 140 projects.

e Represented 98 low and moderate income buyers and closed 42 real estate deals totaling $6.9
million with commissions of $253,108; handled 16 exclusive listings with sales totaling $2,654,800;
referred 56 buyers to outside broker partners with purchasing power of $9,856,123; total reinvestment
was $19,708,630, with an average purchasing power per client of $201,108.

e More than 1,650 volunteers spent nearly 13,200 hours participating in two LA NHS sponsored
Neighborhood Pride Day events, assisting 43 low to moderate-income families and seniors with house
painting and minor repairs. LA NHS established 4 new block clubs, and joined with local residents to
revitalize four city blocks.

e Raised over $3.5 million in program support through fundraising and contracts management, and
$60 million in investments to combat Predatory Lending and improve neighborhood conditions.

& Began a new partnership effort with Sears Corporation as part of their American Dream Campaign
with grant support of nearly $380,000. This new partnership included $70,000 for down payment
assistance to 3 new homeowners as well as $15,000 for new appliances for their families; $100,000
grant support for Home Maintenance Training Program; $152,000 general operating support; $25,000
for support of one of our Homeownership Centers; and $17,000 in Sears gift cards to 17 local families
in our Crenshaw neighborhood..

“... putting 45 families a day on the road to homeownership”
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Los Angeles Neighborhood Housing Services

Building Stronger Neighborhoods

Our Objectives

e Promote healthy communities through homeownership.
e Encourage resident empowerment and leadership.

e  Stimulate the private housing and commercial markets.

e Encourage community involvement and development.

e Re-establish positive neighborhood images.

e Promote reinvestment in declining older neighborhoods.

Our Services

1. Homeowner Training Courses

Our nationally certified counselors train potential homebuyers
and homeowners in the following:

e Credit Evaluation & Financial Planning

* Mortgage Financing & Processing

e Property Inspection

e Foreclosure Prevention

e Purchase Contracts & Negotiation

e Home Shopping

e Sustain The Gain Workshops

2. Full Cycle Lending

As part of our ongoing community development efforts that are
designed to help individuals buy a home or keep their existing
home within the county of Los Angeles, we make
homeownership possible by:

e  Pre-purchase Counseling

e Affordable Lending Products

e Down payment and Closing Cost Assistance

e Home Repairs & Construction Services

e Post-purchase counseling

e Neighborhood Impact & Community Revitalization

3. Predatory Lending Awareness

Borrower Beware! Predatory lending is an unfair credit practice
that harms the borrower or a credit system and promotes
inequality and poverty. LA NHS is here to help.

e  Predatory lenders drain the equity borrowers have built

e They target African-Americans, Hispanics & the elderly

e Education is your first line of defense

e LA NHS offers loans & education to assist residents

4. Construction & Real Estate

Twice a year we host Neighborhood Pride Day during which up
to 1,000 volunteers paint and repair homes for senior citizens and
low-income families. Our construction specialists can assist
existing and potential homeowners with:

e Inspections & Work Write-ups

e Construction Monitoring

e Education & Counseling

e Property Development

e Lead Abatement & Control

e Acquisition rehab & resale

e Real Estate Listings & Sales

e New Construction

e Home Maintenance Training Center

History of LA NHS

Since 1984, LA NHS has served over 1.4 million families,
developed and rehabilitated over 7,200 housing and commercial
units, established 150 block clubs, educated and counseled over
72,000 home buyers, and employed over 200 neighborhood
youth, investing more than $1.4 billion back into some of Los
Angeles’ toughest neighborhoods. LA NHS is the largest,
affordable homeownership education provider in the region. LA
NHS is putting 45 families a day on the road to homeownership.

Our Mission

The Los Angeles Neighborhood Housing Services, Inc. (LA NHS) serves as a catalyst for local residents, business and government
representatives to work together to build stronger neighborhoods, improve the quality of life for families of modest means and to
revitalize communities into neighborhoods of choice. LA NHS strengthens communities through the development and maintenance
of quality affordable housing, creation and preservation of affordable homeownership opportunities, support of local leaders,
providing financial education and increasing the financial independence of families and people in need.

Corporate Office
3926 Wilshire Blvd. Ste. 200

SF Valley Homeownership Center
11243 Glenoaks Blvd #9

South Bay Homeownership Center
501 N. Mesa St.
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THE MINOTAUR GROUP

FINANCIAL STRENGTH <> SOCIAL RESPONSIBILITY

The Company: The Minotaur Group is a supplier of specialized payment solutions to North
American corporations, payment service providers, and to community based organizations,
lowering costs and improving their operations relative to payment, especially for the under-
banked and ethnic populations with limited access to mainstream financial institutions.
Cardholder groups are employees, church groups, union members, benefits recipients, and
customers of “branded cash” programs. Flexible solutions include payroll based debit cards,
featuring IDA savings accounts, flexible health spending, transit, child care, cross border
transfers, and many other applications.

Problems Solved: Minotaur addresses the high cost of traditional forms of payment, commonly
averaging 4-7% of amounts paid by check or cash, up to 35% for coin. Financial services
commonly cost the under-banked $1300 per year of their income (dollars hard-earned by
employers as well as employees), compared to less than $300 for banked payees. In the US
alone, annual avoidable payment expense exceeds $91 billion." Minotaur’s expertise is essential
for organizations determined to make their money cost less and yield more, increasing returns for
both themselves and their payees.

The Basics: Minotaur can typically cut clients’ payment costs by 50% or more. With the
Company’s compelling payroll option, a simple “point-and-click” during payroll processing can
instantly turn paychecks into “web deposits.” Funds are automatically moved to payees’
bankcards, which Minotaur makes readily available via employers and retailers, cards that offer
further payment savings and convenience to payees. For most employers, less than $.15 per web
deposit compares to more than $.86 per paycheck.’

Payees can immediately use their cards at ATMs and for “cash back” at point-of-sale. Other uses
include bill payments and money transfers, within and across national borders. Payees can also
request cards for family and friends. These “companion” cards can be “loaded” on either a
scheduled or spur-of-the-moment basis, via phone or the Internet, with funds accessible around
the world, even in ‘campus’ canteen and vending systems (e.g., at workplaces, schools, prisons,
hospitals, and other attended healthcare facilities).

Value Proposition: Minotaur payment solutions are a win/win.

» Employers win a payroll option that is more cost-effective and fraud-proof than checks,
more convenient than Direct Deposit, yet uses existing payment systems.

! Humphrey, D.B. etal. “The Check’s in the Mail: Why the United States Lags in the Adoption of Cost-Saving Electronic

Payments.” Journal of Financial Services Research 17: 17-39.
2 Source: Phoenix-Hecht, Blue Book of Bank Prices 2000-2001 as reported by NACHA in its Direct Deposit / Direct Payment
General Information publication, 2" Edition, June, 2003

PAYMENT SOLUTIONS EMPOWERING COMMUNITIES

PO BOX 1061, DEL MAR, CA 92014
TOLL FREE: 866.340.5656




THE MINOTAUR GROUP

FINANCIAL STRENGTH <> SOCIAL RESPONSIBILITY

» Corporations no longer need to “pull” and manage payee banking information, (i.e., no
more Direct Deposit sign-up form processing). Instead, they simply provide a card or
activate payment to a card already in their payee’s hands.?

» There’s no lost float as with Direct Deposit, which payers must pre-fund (i.e., two days in
advance). Web deposits can be made at the last minute. This is especially important for
employers who pay workers by the hour, helping them avoid troublesome adjustments
(e.g., with last minute timecard corrections).

> Payees win much more convenient, lower cost, secure banking options. Check cashers
offer too little satisfaction while charging too much for service delivery.

> Everyone benefits — 100% of payees and their family members, banked or un-banked,
anywhere in the world* gain inexpensive, convenient access to funds at the point-of-sale,
via ATMs, by phone and on the Internet. Funds can be safely and easily added to savings
accounts that increase payees’ wealth and security over time.

» Community service organizations win new, steady, low-cost income streams: royalties
for card program sponsorship, which simply means guiding Minotaur’s work to ensure
ready card availability and service design in line with local needs.

» Bankers win more satisfied commercial clients, given their support of web deposits, and
means to cost-effectively serve clients’ under-banked employees.

> Point-of-sale and ATM networks win more profitable higher transaction volumes.

» Web deposits can include healthcare, education, childcare, parking, transit and other
benefit disbursements. Cumbersome vouchers become easy “e-benefits” governed by
laws passed to increase consumer privacy and other protections.

» Insured financial institutions hold deposits in trust for payers and payees, typically in US
dollars, optionally in other currencies. This mitigates risk and, especially for
multinational employers, can reduce their costs of currency conversion.

From the graphics on cards, to the services these provide, the
emphasis is upon building community affinity while improving
financial service delivery. Minotaur sponsors online portals and
real-world financial education forums, where information can
be exchanged between all payment program participants for
maximum community benefit. The branding of cards, services
and portals can vary by client, reflecting its ideals and identity.
Optionally, clients can use a Minotaur brand, such as Con Dios Financial designed for largely
Hispanic communities.
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3 Payees can optionally define their bank account preferences to Minotaur, by phone, the Internet, fax or mail, and can easily
changes these at any time
4 With telephone, Internet, fax, mail or other means available to communicate “cash out” preferences

PAYMENT SOLUTIONS EMPOWERING COMMUNITIES

PO BOX 1061, DEL MAR, CA 92014
TOLL FREE: 866.340.5656




THE MINOTAUR GROUP

FINANCIAL STRENGTH <> SOCIAL RESPONSIBILITY

Market Focus: Minotaur has made a significant commitment to meeting the needs of
organizations in and around Madera County, California — the heart of the Central Valley. The
Company is continuing to build upon its base of operations in Madera, while simultaneously
expanding to other significant migrant worker population centers, where organizations continue
to be significantly challenged by the high cost of payment to and from largely under-banked
workforces.

We have also serviced the needs of a number of travel and entertainment companies looking for
low-cost payment delivery to club members who routinely earn travel and entertainment
benefits.

Card Distribution: Employers, payroll processors, banks, community organizations (i.e., non-
profits), utility companies and participating local merchants can all distribute cards. Minotaur is
reaching these organizations in the Central Valley, together with federal agencies (HUD, the
FRB, etc.) that are operating under a Federal Task Force Executive Order to strengthen regional
economic development. Minotaur commonly teams with community and government
organizations in order to maximize its responsiveness to local service needs.

Loading Money: There are many ways for money to be loaded — added to a card account’s
balance of available funds. The least expensive and most effective is the web deposit. Using the
data commonly output from standard payment processing services and packages, these electronic
fund transfers to card accounts replace more costly checks and less convenient Direct Deposits.
Loads are also possible with deposits made at mainstream financial institutions like Bank of
America, and at the point-of-sale, where cash, check, credit card or debit card payments are
accepted for this purpose.

Sending _Money: Cardholders can easily initiate money transfers via the telephone or the
Internet. They can even set these to automatically occur on a scheduled basis. The money is
always instantly available from the sender to the receiver. The cost is much lower than the
money transfer fees commonly paid today.

Receiving Money: Money “sent” using one card can be “received” by another (e.g., by a
“companion” card) for access throughout the world, generally 24 hours per day, and 7 days per
week. For payees with controlled or monitored financial privileges, during receipt the money
can be held in pending status for bursar review and acceptance, with the money then made
available for either specific or general use.

Competition: Check cashers and payday lenders are dominantly mom-and-pop type operations
with the exception of a few large chains like MoneyMart/Dollar, Advance America and Nix.
Many are now working together with independent marketers of limited use prepaid cards to
improve service delivery, while keeping costs high. In comparison, we provide much more
functionality at significantly lower cost, working together with employers, their financial
institutions and community service organizations.

PAYMENT SOLUTIONS EMPOWERING COMMUNITIES

PO BOX 1061, DEL MAR, CA 92014
TOLL FREE: 866.340.5656




THE MINOTAUR GROUP

FINANCIAL STRENGTH <> SOCIAL RESPONSIBILITY

Technology: Minotaur offers new Internet payment options and proprietary card management
solutions, integrated with support for the legacy financial services infrastructure of Direct
Deposit/ACH, bankcard-enabled point-of-sale systems and ATM networks. The Company’s
“best-of-breed” prepaid cards and add-on services address under-banked payment needs as a
benefit to cutting the costs of checks and cash.

Partners: Minotaur is responding to market needs together with various “partners”, enhancing
rather than reinventing their strengths. The Company is “processing platform agnostic” and uses
the best of online technology innovations including Metavante, FDR/ Concord/EFS (owner of
the STAR ATM/POS Network). We are value added resellers and working partners for
several of the largest financial institutions in the United States.

Positioning: Minotaur is positioned to capture a significant portion of the $35B and growing
U.S. cross-border money transfer business and specialty use debit cards, with cards made
available through employers and other organizations that already offer trusted service to under-
banked populations. Minotaur best serves these organizations’; with its delivery of extremely
cost-effective money transfer capabilities that enrich supportive communities.

Management: Founders combine more than sixty-five years of proven payment systems
innovation, entrepreneurial management, process automation, vertical integration, e-banking and
card program success. They specialize in streamlining payment processes to lower cost and risk
while increasing profitability.

Cynthia Abbott, Founder, payment systems expert, former VP, Fleet Boston Global
Services.

Ron Rawson, CEO, 25 years of experience in cardholder/merchant awareness, education
and usage programs for clients, incl. Visa Int’l, American Express, MasterCard.

Richard Fuller, CFO, Financial Crimes Law Enforcement expert and instructor to the
FBI, Citibank, Fidelity Investments, and American Express.

Len Friedson, CTO, former IT Advisor to Sun Microsystems and Visa International.

Alex Angry, Director of Business Development, former founding member of
RocketCash, a “dot com” success story ending with a sale to The Coca-Cola Company.

John Dunning, Advisor, Investment/Business strategy, founder of CrossFire Ventures.

Why “Minotaur”: Minotaur is the powerful half-man, half-bull from Greek mythology. For us,
it represents the ideal of combined financial strength and social responsibility that is shared by
our employees. Our mission is to create prosperity in ways in ways that greatly benefit the
communities in which we live and work.

PAYMENT SOLUTIONS EMPOWERING COMMUNITIES

PO BOX 1061, DEL MAR, CA 92014
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Questions & Answers

Question: What is the San Joaquin Valley Financial Education Task Force?

Answer: The San Joaquin Valley Financial Education Task Force is a collaboration of
government, corporate and non-profit organizations that has begun addressing poverty through
financial education for low-income minorities in the Fresno-Tulare-Madera region of California’s
San Joaquin Valley. Its fiscal agent is the Rural Community Assistance Corporation (RCAC) a
non-profit 501(c)(3) that helps rural communities build strong partnerships, advocate for small
communities and develop capacity (see www.rcac.orq). The Minotaur Group, together with the
RCAC, provides technical and other support services to the Task Force.

Question: What are Individual Development Accounts (IDAs)?

Answer: IDAs are a new type of savings account offered by financial institutions in
partnership with government and/or non-profit organizations, as part of programs designed to:

» Promote savings by the working poor

» Speed wealth creation with matched funds from federal and non-federal sources

» Ensure savings application to postsecondary education, homeownership or micro-
enterprise, each potentially furthering the worker’s rise from poverty

IDA program success is typically measured by:

» the social, civic, psychological, and economic effects resulting from increased savings and
application of these to approved expenditures

» the extent to which economic self-sufficiency is increased

» the extent to which the lives of low-income workers, their families and communities are
stabilized and otherwise improved

IDAs are good wealth-building tools for low-income workers and their families that can speed their
rise from poverty and help them more fully realize “the American dream” (the dream of basic
human dignity and liberty that personal wealth affords, shared by poor people around the world).

Question: What is “Una Casa Para Mi Familia” ?

Answer: “Una Casa Para Mi Familia” is an initiative led by the U.S. Department of
Housing and Urban Development (HUD), with active participation by San Joaquin Valley
Financial Education Task Force members. The initiative has begun with a focus on the banking
and housing needs of low-income employees at Ruiz Foods in Dinuba, California. The goal:
delivery of financial education and other services leading to increased employee homeownership.

PAYMENT SOLUTIONS EMPOWERING COMMUNITIES
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Model “Una Casa Para Mi Familia” Implementation — Ruiz Foods

Goal: Every Ruiz Foods employee who wants a home will become a homeowner.
Number of Employees: 1600
Deliverables:

» Access to financial education that helps build the trust and knowledge employees need to
begin using the savings, credit and payment services of FDIC-insured financial institutions,
generally lower-cost and safer than those of alternative providers (e.g., check cashers)

Easy entrée to the banking system, to the services of FDIC-insured financial institutions
Credit counseling as needed to avoid and solve possible credit problems

Options for automatic savings, building down-payment for homeownership

Available savings incentives to speed capital build-up for homeownership

Tax credit capture assistance also offered to speed capital build-up for homeownership
Right-priced and right-placed housing development, ensuring affordable homes are actually
available where these are most needed

First-time home-buyer assistance, from education regarding process/terms/resources, to
closing document translation

Specialized packages of low-income homeowner financing, bringing together the right
combination of financing to make home purchase possible at a manageable monthly cost

Timeline: Project Start - October 2003, Project End - October 2005

A prerequisite for IDA services delivery at Ruiz Foods and then elsewhere in the region is
formation of the right organization. While FDIC-insured financial institutions or credit unions are
clearly the best organizations to hold and grow deposits, their services are known to be far more
relevant for low-income individuals and families when combined with community-supported
financial education and IDA (matched savings) services. Also, at least region-wide scale can
make both financial education and IDA services more affordable, spreading the cost of delivery
across multiple institutions, avoiding the requirement for each one to independently “reinvent the
wheel.” As presently envisioned, the region’s new IDA enterprise will act as the shared resource
of all local institutions willing to support financial education and IDAs.
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IDA enterprise formation is contingent upon commitment of funding, all expenditures to be
governed by the RCAC and other Task Force participants. Funding is being secured from
financial institutions’ community development organizations and other granting agencies. As
secured, funds will be applied towards:

» technical assistance and other direct expenses as budgeted for IDA enterprise formation;
» regional financial education program development for Ruiz Foods employees; and
» matched savings contributions for the initial IDAs to be opened for Ruiz Foods employees.

The IDA enterprise will be structured as needed to ensure regional development and delivery of
financial education and IDA services with the participation of as many local institutions as
possible (i.e., banks and credit unions plus other “partnering” organizations such as employers,
government agencies and community service organizations, including those which are faith-
based). This will mean provisioning the enterprise for cross-region/cross-institution coordination,
results evaluation and general administration of financial education and IDA delivery on its
members’ behalf, whether directly or with third party support.
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