Cedar Financial — Accounts Receivable Purchasing Division

Comparison and Synthesis of Cedar Financial White
Papers

Introduction

Cedar Financial's Accounts Receivable Purchasing Division has produced two comprehensive white papers, each
offering critical insights into different yet interconnected aspects of debt portfolio liquidation.

1. Realistic Pricing Expectations in Debt Portfolio Liquidation — Focuses on empirical pricing trends,
determinants of debt valuation, and strategic considerations for creditors seeking to optimize their recovery
from charged-off accounts.

2. Underwriting Practices and Debt Purchase Prices — Explores the impact of initial credit underwriting on the
eventual market value of debt portfolios, providing case studies and empirical data demonstrating how
underwriting quality translates into pricing at charge-off.

Both papers provide a compelling narrative, backed by empirical data, that leads to one inevitable conclusion:

creditors who prioritize structured underwriting, maintain strong documentation, and strategically time their
sales can maximize debt liquidation returns.

Data & Narrative Alignment: Ensuring Consistency

1. Key Data Points and Consistency Check

Both white papers reference overlapping empirical data to reinforce conclusions about debt valuation. The major
findings are:

Metric Realistic Pricing Expectations Underwriting Practices

Fresh Charge-Offs (<6 months)

Secondary Market & Older Accounts
(12+ months)

Highly Distressed Debt

Secured Commercial Debt with
Personal Guarantees

Unsecured Business Debt
Medical & Retail/E-commerce Debt
Recovery Rate on Primary Placements

Legal Recoveries

7-15% of face value

1-5% of face value

<1% of face value

10-12% of face value

3-10% of face value
Typically 1-5%
15-20% of face value

Up to 25-30%

7-15% of face value

1-5% of face value

<1% of face value

10-12% of face value

3-10% of face value
Typically 1-5%
15-20% of face value

Up to 25-30%

Findings: The pricing data is fully aligned across both white papers, reinforcing the validity of the research. The
narrative is also consistent: debt quality, documentation, and origination standards directly influence purchase
price and liquidation outcomes.

2. Key Narrative Consistencies

e Debt Valuation Drivers: Both papers agree that pricing depends on debt type, age, previous collection
attempts, and creditor documentation.

e Importance of Documentation: The underwriting paper emphasizes that creditors who maintain robust
documentation and underwriting data see higher recovery values, reinforcing the findings from the pricing
expectations paper.

o Market Trends & Predictability: Both papers recognize how external factors such as regulatory changes,
economic cycles, and industry shifts impact liquidation pricing and collection success rates.

3. Areas Where the Second White Paper Enhances the First

e The Underwriting Practices white paper adds deeper insights into:
e How credit assessment at origination shapes debt resale value — a topic not fully covered in the first paper.
e Case studies and historical examples showing real-world consequences of underwriting decisions.
e Industry-specific insights for retail, e-commerce, medical, and property management debt, making it more
targeted to Cedar Financial’'s customer base.

These additional elements strengthen the recommendations made in the Pricing Expectations paper, providing
practical steps for creditors to improve future debt sales.

How Cedar Financial’s Offerings Align with These Findings

Cedar Financial’s Accounts Receivable Purchasing Division is uniquely positioned to help creditors achieve the

highest liquidation returns by:

1. Providing Market-Backed Pricing — We leverage data-driven methodologies to accurately price debt
portfolios, ensuring that creditors receive the highest fair-market valuation.

2. Enhancing Documentation to Increase Sale Value — Our experts work with creditors to ensure their receivable
portfolios are well-documented, raising portfolio worth.

3. Tailoring Debt Sale Strategies — We help creditors determine optimal timing, segmentation, and sale
structuring to maximize liquidation outcomes.

4. Navigating Compliance & Market Trends — Cedar Financial stays ahead of regulatory shifts and market trends,
advising clients on the best strategies for brand protection and maximum ROI.

Final Recommendation for Publication Strategy

The two white papers should be published as a complementary research series to offer a comprehensive guide

for creditors looking to optimize their debt sales. The sequence should be:

1. Underwriting Practices and Debt Purchase Prices — Educates creditors on how their initial credit decisions
shape future liquidation outcomes.

2. Realistic Pricing Expectations in Debt Portfolio Liquidation — Provides a pricing framework and strategy for
selling debt effectively.

By publishing both, Cedar Financial establishes itself as a trusted partner for creditors seeking expert-driven

solutions in debt liquidation.

Conclusion

Cedar Financial’'s dual white papers create a cohesive, data-backed roadmap for creditors. Together, they
demonstrate that:

e Quality underwriting leads to better pricing.

e Strategic liguidation planning optimizes financial recovery.

e Cedar Financial provides the expertise and structured process creditors need to maximize ROl on debt

portfolio sales.

With these insights, Cedar Financial solidifies its reputation as the premier Accounts Receivable Purchasing
partner for businesses seeking data-backed, strategic, and profitable debt sales.



