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As the unique value of alternative credit data is better understood by 
the wider financial world, Experian’s Clarity Services continues to 
advance standards within the nonprime market.

1CareerBuilder. “Living Paycheck to Paycheck is a Way of Life for Majority 
of U.S. Workers, According to New CareerBuilder Survey.” Aug. 24, 2017.

Our clients provide much-needed borrowing 
opportunities to an underserved nonprime segment, 
seeking responsible consumers who are building 
or rebuilding credit. We’ve focused our efforts on 
businesses that view alternative credit data as their 
primary decisioning data source, as well as those 
who are new to exploring nonprime segments.

Despite the economic recovery, the drivers of the 
nonprime population’s growth in recent years remain 
strong. Most full-time workers rely on each new 
paycheck to make ends meet. Of the three in four 
workers in debt, most believe they will always 
have sizeable debt.1  

In our data-driven world, lenders who do not utilize 
updated screening criteria accounting for today’s 
industry trends are at a serious disadvantage. 
Our solutions aid crucial moments throughout 
the consumer life cycle, including customer 
acquisition, accurately assessing credit and fraud 
risks, and overall portfolio management.

Applying Clarity’s FCRA-compliant alternative 
credit data solutions allow lenders to 

identify creditworthy 
individuals, 

as well as suppress those posing an excessive risk. 

https://www.clarityservices.com/business/
https://www.clarityservices.com/insights/reports/evolution-of-credit-risk/
https://www.clarityservices.com/solutions/
https://www.clarityservices.com/solutions/
https://www.clarityservices.com/solutions/
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Effectively Score 100% of Applicants
Nonprime consumers do not belong to a monolithic group.

They include: 
• Young people/students  • Immigrants  • Un-/underbanked  • Prior-prime borrowers

Some of these applicants are alternatively referred to as thin file/no file consumers, or 
credit invisibles. Many others are simply trying to rebuild their credit. 

When adding all nonprime segments in the United States, consumers with limited to no data 
showing in mainstream financial records total 90 million. How does Experian’s Clarity 
Services effectively score 100 percent of consumers? The answer is alternative credit data.

How Do We Effectively Score 100% of Consumers

321 Million 
U.S. Population

Under 
18 years23%

Over 
18 years77%

5 or more trades

Gain A Deeper View of Your Consumer

Primary Credit Report 
Data Sources

Mainstream 
Finance

Tradelines

Inquires

Public Records 
> Bankruptcy

1-4 trades25% Thin

59% Thick

Data other 
than trades7% No Hit

No records 
of credit9% Invisible

Alternative 
Credit Data

https://www.clarityservices.com/business/
https://www.clarityservices.com/business/
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The Industry’s Largest 
Nonprime Credit Bureau
Clarity remains the largest provider of alternative 
credit data for lenders seeking predictive data in 
both approving more applicants and reducing risk. 
We leverage unique positive and negative data on 
the most consumer profiles, eclipsing the nearest 
competition by double, according to public 
disclosure. With solutions sourced from the largest 
nonprime credit bureau, our clients can be 
confident they’re getting the most granularity for 
their risk tolerance.

New or updated 
information on 

9.8 
Million 

unique consumers 
each month

Be on the lookout for Clarity’s 2019 Trends Report, due for release near the end of the first quarter.

Tracking with Trends
Each year, Clarity publishes an industry-wide trends report detailing how consumer behavior affects 
market trends, and what it means for lenders. The 2018 edition featured analysis of application and loan 
performance in our nonprime database, where we overlaid VantageScore™ insights from Experian over 
the same five-year period. We uncovered important findings.

900%
Mail volume increase 
from 2015 to 2018.

Online migration continues: 
Driving the very impressive growth online 
has been an eclectic group of new and 
existing lenders who are doing their best 
to meet massive market demands. 
Well-established storefront lenders have 
supplemented their core brick-and-mortar 
businesses with online customer 
acquisition initiatives. Overall, small-dollar 
loan volume (not number of loans) 
increased 256 percent from 2013 to 2017. 
During the same period, online installment 
dollar loan volume increased 481 percent. 

Diversification of consumer acquisition: 
In recent years, Clarity has tracked massive 
growth in online small-dollar lenders’ use 
of prescreened direct mail programs using 
alternative credit data and traditional 
bureau data to generate new loans. It’s 
hard to overestimate the importance of 
diversifying acquisition channels beyond 
lead generators. And, generating organic 
online traffic tends to be a lengthy and 
intensive process. Clarity has tracked a 
nearly 900 percent increase in mail 
volumes from 2015 to 2018.

Characteristics of online installment 
loans: Average loan amounts have 
increased over time (well exceeding 
$1,000) as accompanying payment terms 
near one year. With these correlational 
increases of longer payment terms and 
larger lending amounts, stronger, 
data-driven underwriting products 
increase likelihood of repayment.

https://www.clarityservices.com/business/
https://www.clarityservices.com/2019-alternative-financial-services-lending-trends-report-l/
https://www.clarityservices.com/2019-alternative-financial-services-lending-trends-report-l/
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Evolving Market Dynamics 
A decade ago, loan terms were much shorter 
and amounts more modest. Then, evaluations for 
fraud and creditworthiness featured ample overlap. 
With a significantly higher percentage of single-pay 
and short-term loans, alternative lenders were 
primarily concerned about intent to not pay and 
first-payment default. Considering early online 
products prioritized safety from fraud, it made 
sense to bundle protection from both risk types. 

However, as the online small-dollar market has 
migrated heavily toward larger installment loans 
with longer repayment terms, a lender’s ability to 
more accurately assess liability has become more 
important. Articulating intent from ability to pay 
– throughout a longer loan life cycle – required a 
need to emphasize related but different variables 
and attributes. Whereas identity verification and 
previous loan performance are applicable to both 
credit and fraud risk, each are especially relevant 
to one more than the other.

Key Drivers Informing 
Solutions Upgrade
Clarity’s upgraded solutions enable lenders to 
make smarter business decisions throughout 
the entire consumer credit life cycle. There were 
several key drivers demanding our response for 
the successful development of our services and 
next-generation solutions, including:

Accurately assessing market trends 
and opportunities.

Capturing the voices and perspectives 
of lenders and their customers.

Identifying new resources to maximize 
predictive scoring.  

https://www.clarityservices.com/business/
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Enhanced Credit and 
Fraud Solutions
The combined resources of Clarity and Experian offer 
predictive insight on consumer behavior that’s 
unique to the credit industry. Access to these data 
sources made the task of upgrading what were the 
industry’s best risk solutions possible.

In determining creditworthiness, we’ve selected 
hundreds of attributes and variables to determine 
likelihood of repayment based on capacity, stability 
and payment history. Additional attributes can be 
added to meet your business’s specific concerns. 

Clarity’s upgraded fraud solution identifies applicants 
who are unlikely to pay due to fraudulent intentions. 
As the industry’s most comprehensive fraud 
detection tool, this product delivers best-in-class 
identity verification, fraud indicators and the 
industry’s most predictive fraud score.

With several years of feedback from our lending 
clients regarding the industry’s major concerns, 
we were able to determine areas of improvement. 
In addition to common concerns, each lender 
has specific needs. For optimal data power and 
flexibility, we offer bolt-on attributes to optimize 
individual lenders’ credit risk strategies.

The Leading Sources of 
Data Spanning the Entire 
Credit Spectrum
As the only credit bureau representing the majority 
of the U.S. nonprime consumer population, now is 
the perfect time to take advantage of Clarity’s 
solutions, supercharged with Experian data. 
Lenders can achieve universe expansion goals 
without increasing risk of default or fraud. With the 
most predictive, actionable scores now available 
through all acquisition channels, next-generation 
risk solutions have arrived.

For more information on the industry’s most predictive risk solutions, 
visit: clarityservices.com/clear-credit-risk and clarityservices.com/clear-fraud-insight, 
Or, give us a call at 727 953 9727.

https://www.clarityservices.com/business/
https://www.clarityservices.com/business/
https://www.clarityservices.com/business/
https://www.clarityservices.com/clear-credit-risk
https://www.clarityservices.com/clear-fraud-insight
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