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SA TAXI MARKET CONTEXT 
INTEGRATED PUBLIC TRANSPORT NETWORK - JOHANNESBURG

Source: SA Taxi telematics data as at 11 October 2016 | National Land Transport Strategic Framework 2015

Bus & train rely on minibus taxis infrastructure

27

SA TAXI MARKET CONTEXT
MINIBUS TAXI INDUSTRY IS RESILIENT & DEFENSIVE DESPITE SA’S ECONOMIC CLIMATE

Source: National Land Transport Strategic Framework 2015 | Passenger statistics from Arrive Alive & StatsSA noting individuals can take 
more than one mode of transport | SABOA website | ‘HERE’ Point of Interest Dataset (version Q4 - 2015)
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• 50% of the South African population earn under R3000 per month
• Walking & minibus taxis are their main modes of transport

Monthly income bracket

66%

13%21%

Public
transport
choices

Minibus taxi

Train
Bus

40%

38%

21% 1%

Share of 
transport
choices

Public 
transport

Car

Walk

Other

• Minibus taxis are the dominant form of public transport
• Majority of commuters who utilise public transport are heavily 

reliant on minibus taxis
• Usage of minibus taxis has been consistently high throughout

the industry’s existence & shows no sign of slowing
• Minibus taxi transport is a non-discretionary

expense for the majority of the nation’s
commuters

MINIBUS
OVER

COMMUTER TRIPS DAILY

15 MILLIONTRAIN

COMMUTER TRIPS DAILY

2 MILLION

BUS

COMMUTER TRIPS DAILY

9 MILLION

~200 000 MINIBUS TAXIS

>2 600 TAXI RANKS~3 180 KM NATIONAL NETWORK

~550 TRAIN STATIONS

~19 000 REGISTERED BUSES

>100 BUS STATIONS

COMMERCIALLY SELF-SUSTAINABLE

GOVERNMENT SUBSIDISED

GOVERNMENT SUBSIDISED
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SA TAXI MARKET CONTEXT
STRUCTURALLY DEMAND FOR MINIBUS VEHICLES EXCEEDS SUPPLY

Source: National Household Travel Survey | SA Taxi’s best estimate through our engagement with the industry & extrapolation of internal data

IN SOUTH AFRICA THERE ARE
ON AVERAGE OVER 9 YEARS OLD
AN AGEING FLEET THAT IS UNSAFE, REQUIRING REPLACEMENT & RECAPITALISATION
DRIVING HIGHER DEMAND FOR VEHICLES, FINANCE & ALLIED SERVICES SUPPLIED BY SA TAXI

~200 000
MINIBUS TAXIS

DEMAND: AN AGEING NATIONAL FLEET

SUPPLY: MINIBUS TAXI SALES IN SOUTH AFRICA

• Improved credit performance as SA Taxi can be selective on credit risk, due to limited supply
• Improved recoveries as asset retains value due to demand exceeding supply
• Liquid market for high quality & affordable SA Taxi pre-owned vehicles 

TOYOTA SESFIKILE
Most prevalent vehicle in the minibus 
taxi industry

TOYOTA PRE-OWNED
Predominantly SA Taxi refurbished 
vehicles

NISSAN NV350
Although relatively new, steadily 
gaining market acceptance 

MERCEDES SPRINTER
Mainly used for long-distance routes

MINIBUS TAXIS VEHICLE SALES PER MONTH ~1 380
MAJOR PREMIUM BRANDS

SA TAXI’S SHARE OF FINANCED VEHICLES 38%

CHINESE MANUFACTURED VEHICLES ~140
SA TAXI’S MARKET SHARE 0%
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SA TAXI MARKET POSITIONING
VERTICALLY INTEGRATED BUSINESS MODEL 

Approved route vs. route actually travelled Average distance travelled on an hourly basis

FINANCE INSURANCE RETAIL DEALERSHIP

REFURBISHMENT PROPRIETARY TELEMATICS DATA USED THROUGHOUT THE VALUE CHAIN
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SA TAXI MARKET POSITIONING

1. 100% of taxis financed by SA Taxi are fully insured. 85% of SA Taxi’s taxi owners choose to insure with SA Taxi. Additionally SA Taxi insures ~3 700 non-financed minibus taxis
Source: National Household Travel Survey 2013 | SA Taxi’s best estimate through our engagement with the industry & extrapolation of internal data

IN SOUTH AFRICA THERE ARE
68% OF ALL PUBLIC TRANSPORT TRIPS TO WORK

69% OF HOUSEHOLDS UTILISE MINIBUS TAXIS

70% OF INDIVIDUALS WHO ATTEND EDUCATIONAL
INSTITUTIONS ARE ESTIMATED TO USE MINIBUS TAXIS

~17 000
TO

20 000
METERED TAXIS

IN SOUTH AFRICA

260
METERED TAXIS ON 

BOOK

2020 TARGET:

3 000

R7.2 BILLION
CURRENTLY FINANCED

26 352
FINANCED VEHICLES
ON BOOK

22 136¹
INSURED THROUGH   

SA TAXI 

3.4 YEARS
AVERAGE AGE OF
VEHICLES ON BOOK

6 866
VEHICLES

FINANCED IN 2016

1.2
VEHICLES

PER CUSTOMER

ON AVERAGE EACH OF
OUR VEHICLES TRAVELS
6 500KM PER MONTH

OUR VEHICLES TRAVEL ON
6 500 ROUTES COVERING

OVER ~800 000KM

~1.5 BILLION KM
TRAVELLED BY SA TAXI’s FLEET

IN 2016

1 IN 4
OF NATIONAL FINANCED MINIBUS

TAXI FLEET IS FINANCED & INSURED
BY SA TAXI

~200 000
MINIBUS TAXIS
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SA TAXI MARKET POSITIONING 
VERTICALLY INTEGRATED BUSINESS MODEL 

PROPRIETARY TELEMATICS DATA USED THROUGHOUT THE VALUE CHAIN PROVIDES CRITICAL INSIGHT FOR BUSINESS DECISIONS:

Data applied into credit vetting process to better understand credit risk & route profitability

Historical data used to bolster accuracy in pricing a taxi owner’s insurance risk as well as to identify 
when there is a lack of movement, which could indicate an insurance claim

Data used to obtain an understanding of minibus taxi’s monthly performance before collection action is taken.
This informs how collection agents interact with the taxi owner

Live location data along with a drivers’ historical data are utilised in aiding the vehicle recovery process

Service offering to customers 
Data to be provided to the taxi owner,
giving them a deeper understanding
of their business operations & further

empowering them as business owners
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ENABLING SMEs SERVICING SMEs MANAGING RETURNS FROM SMEs

EQUITY ALLOCATION

& DEBT RAISING

CREDIT UNDERWRITING

& LOAN ORIGINATION

INSURANCE COLLECTIONS REPOSSESSION

VEHICLE SUPPLY
REPAIRS &

MAINTENANCE SERVICE

REFURBISHMENTS RESALE

Owner-driver management
• Robust vehicle management & dispatch system
• Bespoke driver training
• Creating an industry standard, vehicle & driver quality

Trip acquisitions
• Building a standard value proposition for clients
• Improving safety, transparency & reliability

Technology platforms & payments
• Systems that manage stock, dispatch, trips

& payments (secure & reliable)
• Apply metered taxi technology to minibus taxi data

• Adequately capitalised
• Conservatively geared with 

debt
• >30 debt investors
• Focus on reducing cost of debt

Dealerships:
• Midrand & KwaZulu Natal 
• >2 600 vehicles sold per year

Niche credit philosophy:
• Route via telematics
• Vehicle 
• Operator
• Association
Improved credit metrics

• 85% of financed customers 
choose SA Taxi’s insurance

• >3 700 policies to
non-financed clients

• <1% claims repudiated
• Cost of claim ▼via SA Taxi’s 

refurbishment facility

• >R250m collected per month 
• Call centre collections
• Limited use of debit order

• Asset retains value due to 
demand exceeding supply

• Live location through 
telematics

• Recovery rates stable at >72%

• Estimated to be the biggest 
buyer of Toyota spare parts in 
Africa

• Apply competency to insurance 
& metered taxi business

• ~20 000m² refurbishment 
facility

• Supplies ~200 vehicles to SA 
Taxi retail dealerships per 
month

• >260 jobs created 

• Re-sell vehicles at superior 
prices in liquid second-hand 
market

• Increasing new vehicle prices 
supports second-hand price

• High quality refurbished vehicle
• Sold at a discount to price of new
• Yielding similar income

& RETAIL

Growth opportunity
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SA TAXI FINANCIAL PERFORMANCE

• Headline earnings ▲20% to R249m
› All organic growth

• NIM ▼ from 11.3% to 11.1%
› Funding costs ▲ by 60bps to 10.6%

o 100bps ▲ in the repo rate
o ▲ foreign debt component, fully hedged to rand
o Pre-funding results in temporary negative cost of 

carry
o Credit loss ratio improved from 3.9% to 3.1%

› Risk-adjusted NIM ▲to 8.0% from 7.4%
• Non-interest revenue ▲30% to R315m

› 21% of loans originated via SA Taxi’s dealership
› Comprehensive insurance

o 85% of financed clients also insured by SA Taxi
o 3 756 non-financed minibus taxis insured, ▲30%

• Cost-to-income ratio ▲ from 48.7% to 51.1% 
› Investment in retail dealership, auto body repair 

centre, metered taxi business
• Effective tax rate stabilised at 18.6%

* Headline earnings attributable to the group

1 3
44

1 5
32

1 8
01

17
5

20
8

24
9

11.3 11.3 11.1

48.9 48.7
51.1

9.7
10.0 10.6

4.4 3.9
3.1

2014
Pro forma IFRS 9

2015
IFRS 9

2016
IFRS 9

Total income (Rm) Headline earnings* (Rm)
Net interest margin (%) Cost to income (%)
Average cost of borrowing (%) Credit loss ratio (%)

3333

33%

22%9%

11%

8%

6%
6% 3%2%

SA TAXI
CUSTOMER

DISTRIBUTION

SA TAXI OPERATIONAL PERFORMANCE

Percentages calculated based on rand value
1. Average deposit on new vehicles

Gauteng
KwaZulu-Natal
Mpumalanga
Western Cape
Eastern Cape
North West
Limpopo
Free State
Northern Cape

0%

4%

8%

12%

450 500 550 600 650 700 750
Empirica score
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Score below which 
traditional banks 
are unlikely to offer 
finance

Average score at 
which SA Taxi 
grants finance

GEOGRAPHIC DISTRIBUTION
CUSTOMER PROFILE

DEMOGRAPHICS VEHICLES ON BOOK

CREDIT PROFILE OF LOANS ON BOOK

100%
BLACK OWNED
SMEs

21%
WOMEN OWNED
SMEs

16%
UNDER THE AGE
OF 35 YEARS

46 YEARS
AVERAGE AGE
OF OWNER

1.2
VEHICLES
PER CUSTOMER

83%
TOYOTA
VEHICLES

3.4 YEARS
AVERAGE AGE
OF VEHICLE

85%
INSURED WITH
SA TAXI

67 MONTHS
AVERAGE LOAN TERM

>R6 000
MINIMUM MONTHLY PROFIT

25.2%
WEIGHTED AVERAGE
INTEREST RATE
AT ORIGINATION

44 MONTHS
WEIGHTED
AVERAGE
REMAINING TERM

17.3%
AVERAGE DEPOSIT¹

59%
AVERAGE
APPROVAL
RATE

602
AVERAGE
EMPIRICA
SCORE

CREDIT DISTRIBUTION
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SA TAXI CREDIT PERFORMANCE

• Gross loans & advances ▲15% to R7.2bn
› Number of Toyota loan clients ▲ 9.2%
› Toyota vehicle prices ▲13.6% since 1 Oct 2015
› Active wind-down of Chinese vehicle portfolio
› Credit granting criteria remain conservative

• NPL ratio improved to 17.4% from 18.2%
› Continued strong collection performance
› Superior credit quality via retail dealership
› Enhanced via analytics applied to telematics data

• Credit-loss ratio improved from 3.9% to 3.1%
› Recover more than 72% of settlement value
› Pre-owned minibus prices ▲10.4%
› Improved quality & efficiencies in refurbishment centre 
› Average repair cost ▼9% (~R84 000 from ~R92 000)
› Target credit-loss ratio remains 3% to 4%

• Provision coverage at 6.7%
› After tax credit-loss conservatively covered at

3.1 times (FY15: 3.1 times)
› IFRS 9 adopted in 2015; more conservative 

provisioning methodology

24
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 35
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5 5
92

6 2
38

7 1
51

9.4
8.6

6.7
4.4 3.9

3.1

20.5
18.2 17.4

45.9 47.0

38.3

2014
Pro forma IFRS 9

2015
IFRS 9

2016
IFRS 9

Number of loans Gross loans and advances (Rm)
Provision coverage (%) Credit loss ratio (%)
Non-performing loan ratio (%) Non-performing loan coverage (%)
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Stage 1 Stage 2 Stage 3 Repo
IMPAIRMENT STAGE

IAS 39 Provisions IFRS 9 Provisions

SA TAXI CREDIT PERFORMANCE 
IFRS 9 ADOPTION IN 2015: MORE CONSERVATIVE PROVISIONING METHODOLOGY
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OV

IS
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Improved construct of the book

Sep 2016 Sep 2015 Movement

Stage 1 70.5% 68.6% 2.7%

Stage 2 19.6% 21.1% (6.9%)

Stage 3 9.9% 10.3% (4.0%)

Improved quality of SA Taxi’s loans & advances since listing

2011 2016 CAGR %

Gross loans & advances (Rm) 4 045 7 151 ▲12%

Non-performing loan ratio (%) 27.5 17.4 ▼ 9%

Credit-loss ratio (%) 6.0 3.1 ▼12%

ULTIMATE LOSS 
REMAINS UNCHANGED 
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CAPITAL MANAGEMENT

• Total debt issued R4.7bn ▲62%
• Uninterrupted access to the debt capital markets 

› 2017 almost fully funded
› R513 million Transsec 2 tap issuance

(40 bps < than initial Transsec 2 issuance)
› Diverse debt investor base (>30)

• Future initiatives
› R2bn zaA- rated & JSE listed domestic note 

programme 
› Successfully penetrating global DFI markets

• Credit ratings
› S&P upgraded Transsec 1 class B, C, & D notes

(SA Taxi)
› GCR awarded zaA- corporate rating to Transaction 

Capital’s domestic note programme
• Group cost of borrowing ▲ from 10.7% to 11.3%

› Repo ▲100bps over last 12 months
› Margin above repo improved to 4.6% 

• Capital adequacy position remains robust at 38.9%
› 28.9% equity
› 10.0% subordinated debt 

• Net ungeared & liquid group balance sheet
• Liquid cash of R300m on balance sheet

1. Calculated using Transaction Capital’s average cost of borrowing for the period and the South African Reserve Bank’s average repo rate for the period

5.4
%

5.4
%

6.7
%

5.6
%

5.0
% 4.6

%

11.0% 10.4% 11.3%

FY 2012 FY 2014 FY 2016
SA Reserve Bank's repo rate¹ Cost of borrowing margin above repo rate

3 2
90

2 8
55

4 6
3745.4 43.3

38.9

3.9 3.8
3.8

10.4 10.7 11.3
16.0

22.0

30.0

3.3 3.1 2.7

2014
Pro forma IFRS 9

2015
IFRS 9

2016
IFRS 9

Total debt issued (Rm) Capital adequacy ratio (%)
Gearing ratio (times) Average cost of borrowing (%)
Total dividend per share (cps) Total dividend cover (times)

COST OF BORROWING SINCE LISTING

PERFORMANCE
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SHAREHOLDING

• Directors shareholding holding unchanged at 46%
• Founder’s shareholding ▲from 43.2% to 43.5%
• Institutional shareholding ▲from 46% to 48%

› Allan Gray ▲from 8% to 10%
› Old Mutual ▲from 8% to 10%

• Retail investors ▼from 8% to 6%
• Foreign ownership ▲from 1.7% to 3.4%
• Average daily liquidity in ZAR increased by 34%

in FY16 compared to FY15

46%10%

10%

28%
6%

Directors of Transaction Capital and its subsidiaries
Old Mutual Investment Group
Allan Gray Proprietary Limited
Remaining institutional shareholders
Retail investors

30 September 2016
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FUNDING PHILOSOPHY

DIVERSIFIED & ENGAGED DEBT INVESTORS
• Diversification by geography, capital pool, debt investor

& funding structure
• Recurring investment motivated by performance, the ease 

of transacting & appropriate risk adjusted returns
• Transparent & direct relationships with debt investors,

& where necessary facilitated by valued intermediaries

JUDICIOUS RISK MITIGATION
• Positive liquidity management between asset & liability 

cash flows
• No exposure to overnight debt instruments & limited 

exposure to short term instruments 
• No exposure to currency risk & effective management

of interest rate risk
• Minimising roll over risk

OPTIMAL CAPITAL STRUCTURES
• Bespoke & innovative funding structures to meet 

investment requirements & risk appetite of a range of debt 
investors

• Targeted capital structure per asset class
• No cross-default or guarantees between structures

34%45%

21%

Structured finance
On-balance sheet
Rated listed securitisation

23%

35%

15%

13%
13% 1%

Life companies
Specialised asset managers & debt funds
Banks
Traditional asset managers
DFIs
Hedge funds

INNOVATION
Innovation is encouraged to cultivate unorthodox thinking
& develop pioneering funding solutions

0-6 months 6-12 months 1-2 years 2-3 years 3-4 years 4-5 years 5+ years

Assets Liabilities Cumulative

POSITIVE LIQUIDITY MISMATCH

DIVERSIFICATION BY DIVERSIFICATION BY

FUNDING STRUCTURE DEBT INVESTOR CATEGORY
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DISCLAIMER

This presentation may contain certain "forward-looking statements" regarding beliefs or expectations of the TC Group,

its directors and other members of its senior management about the TC Group's financial condition, results of operations, 

cash flow, strategy and business and the transactions described in this presentation. Forward-looking statements include 

statements concerning plans, objectives, goals, strategies, future events or performance, and underlying assumptions and 

other statements, which are other than statements of historical facts. The words "believe", "expect", "anticipate", "intend",

"estimate", "forecast", "project", "will", "may", "should" and similar expressions identify forward-looking statements but are not 

the exclusive means of identifying such statements. Such forward-looking statements are not guarantees of future 

performance. Rather, they are based on current views and assumptions and involve known and unknown risks, uncertainties 

and other factors, many of which are outside the control of the TC Group and are difficult to predict, that may cause the actual

results, performance, achievements or developments of the TC Group or the industries in which it operates to differ materially 

from any future results, performance, achievements or developments expressed by or implied from the forward-looking 

statements. Each member of the TC Group expressly disclaims any obligation or undertaking to provide or disseminate any 

updates or revisions to any forward-looking statements contained in this announcement.
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TRANSACTION 
CAPITAL

IS POSITIONED
IN ATTRACTIVE

MARKET 
SEGMENTS

WITH 
SPECIALISED
CAPABILITIES 

THAT ENABLE A 
DEEP 

UNDERSTANDING 
OF ITS CHOSEN

MARKETS

INVESTMENT CASE
COMPELLING & UNIQUE AS WE EXECUTE ON OUR MISSION

› Businesses occupy strong market positions
› Highly defensive businesses able to withstand difficult 

economic conditions
› Ongoing replacement of the national taxi fleet stimulates 

demand for finance in an industry that remains the 
cornerstone of South Africa’s public transport infrastructure

› Current economic environment stimulates demand for 
consumer credit risk services. TCRS to acquire an 
increased number of non-performing loan portfolios from 
clients requiring an immediate recovery at beneficial pricing

› Deep vertical integration within chosen niched market 
segments enabling application of specialised expertise to 
mitigate risk, participate in margin & provide a fuller service 
to clients, thus entrenching our competitive advantage

› Superior data & leading-edge technology & analytics 
capabilities differentiate our offerings, inform business 
decisions & mitigate risk

› Decentralised expertise, robust processes and skilled 
people enable effective capital and credit risk management

AND A BESPOKE & 
ROBUST CAPITAL 

STRUCTURE 
GENERATING

APPROPRIATE 
RISK-ADJUSTED 

RETURNS

› Sufficient equity capital geared conservatively to fund 
organic growth, & medium-term acquisition activity 

› Proven ability to raise debt capital efficiently from a 
diversified range of debt investors

› Track record of delivering predictable high-quality earnings 
with high cash conversion rates & strong organic growth 
prospects

IS LED BY SKILLED
AND EXPERIENCED

MANAGEMENT
TEAMS

› Experienced & specialised leadership 
› Apply specialised intellectual capital over a 

much smaller asset base than in larger 
organisations

› Continual, focused group-wide investment in 
executive education, expertise & experience

AND UNDERPINNED 
BY A ROBUST 

GOVERNANCE 
FRAMEWORK & 

SOUND GOVERNANCE
PRACTICES

› Experienced, diverse & independent directors at 
group & subsidiary level

› Institutionalised governance, regulatory & risk 
management practices

WHICH TOGETHER 
POSITION IT FOR 

SUSTAINABLE 
GROWTH

› Decentralised businesses that are self-
sustaining & sizable in their own right

› Organic growth driven through innovating 
solutions deeper into existing market segments 
& leveraging capabilities to enter adjacent 
markets (local & international)

› A focused acquisition strategy supported by a 
strong balance sheet

AND THE DELIVERY
OF A MEANINGFUL 

SOCIAL IMPACT

› Businesses intentionally positioned to take 
advantage of demographic & socio-economic 
trends, delivering both social & economic benefit


