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Thank you very much.  First of all, thank you for the invitation to this conference. The presentations were very accurate and I’m very glad to see that now there’s a lot of literature and research being done on remittances.  We have been talking about the importance of remittances and it is very good to see that now we are putting together all this effort to improve it and to make it easier for people to wire money. 

At our corporation, BBVA and Bancomer, we decided to take a more aggressive role since the year 2000. Since then, we have tried to put into the market a valuable proposition in order to invite the unbanked segment to walk into our banking branches, especially on the receiving end in Mexico. This was not a market segment that we traditionally served and the intended customer was not the traditional bank account holder. Having said that, there were many, many concepts and hurdles that we had to overcome. 

The first hurdle was to deal with the regulatory and compliance aspects of these activities. We were very concerned about the possibility that our services could be used for illegitimate reasons. We were very concerned about those implications for our efforts here in the United States. So we decided to develop a huge monitoring system in order to take care of compliance issues, monitoring, and identifying suspicious activities to prevent money laundering. We also decided to implement a very stringent know your customer procedure. We needed this in order to have a very good understanding and knowledge of the companies that we were dealing with, especially with respect to monitoring lenders and banks trying to get into this market. 

Another hurdle we overcame was to develop a service model in Mexico to accommodate the needs of this market segment. I think this is one of the key things that we did and I think, to some extent, we can say that we did it right. We invited the unbanked market segment into our banks but to make them feel comfortable with a bank, with Bancomer, was not an easy job. We also had to train our tellers to let them know that this individual who traditionally never walked into our branches was now a very important individual and trying to make him or her into a customer was also a huge challenge. It requires extensive training. We had to literally change many branches. In more than 1,000 branches, the service model changed so that we could bring in the operation to serve the unbanked customer in our branches. 

We’re the first bank to formalize or to have a formal service of paying out remittances in Mexico. And I think that this created a big difference, so that now we are delivering almost half of the payments that are being done electronically to Mexico. We also had to deal with the impact of this volume of transactions to the traditional banking customer, our traditional customer base. 

So, once we incorporated the new philosophy to serve the unbanked market segment, we finally were able to start taking care of this individual and this group of people and look at them as potential customers. This allowed us to develop what I would say is a more valuable relationship, and that’s where we are right now. We keep working in this in the US but I think that we already took care of all of these aspects in Mexico. 

Now we are trying to put in place efforts to bank the unbanked migrant worker here in the United States. In order to do that we just recently acquired three banks, one in California, Valley Bank, and two banks in Texas and hopefully in the months to come, we will be able to see you again and to share with you a little bit of that experience. 

The way we view this is there are many things that we have to do. We think that there’s a long way to work towards having the right product to serve the unbanked segment in the United States. We think that many products would be engineered, many products that don’t exist right now in the States will have to come into the market. Definitely I think we will have to move more towards a better understanding of this new customer. I can say that being in the banking industry for almost all of my life, I think that here in the States there are many things that we still need to learn and to research, on how to better serve this unbanked market segment.  There’s a long way to go. Hopefully we will have good results on that as we already have had in Mexico. Based on the Mexican success, we’re moving towards the rest of Latin America. In fact we are already providing the same kind of service in about 14 more countries. We have already launched the same project in our parent company, BBVA in Spain, and we also have some other products in other markets throughout the world. But again, my last comment is that I agree with everything that was discussed in these presentations, and as a banker, I believe that banks still need to learn a lot about this unbanked market segment.

