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14h00 – 14h30 Introduction to Transaction Capital Risk Services (TCRS) (Auditorium)

Dave McAlpin (Chief executive TCRS)

14h00 – 15h15 Call centre walk-through

Dave McAlpin, Carl de Villiers, Mark Conradie, Rob Monteith, Niels von Hase

15h15 – 16h15 Data & technology demonstration (Auditorium)

Rob Monteith (Chief information officer TCRS)

16h15 – 17h15 Q&A and snacks

Dave McAlpin and team

TUESDAY 13 JUNE 2017

AGENDA 



INTRODUCTION TO THE BUSINESS

DAVE McALPIN (CHIEF EXECUTIVE)
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TRANSACTION CAPITAL RISK SERVICES (TCRS)

TRANSACTION CAPITAL

RISK SERVICES IS A 

TECHNOLOGY-LED,

DATA-DRIVEN PROVIDER OF

CUSTOMER MANAGEMENT

SERVICES IN SOUTH

AFRICA AND AUSTRALIA

THROUGH A  SCALABLE

AND BESPOKE PLATFORM,

ENABLING ITS CLIENTS TO

MITIGATE RISK THROUGH

THEIR CUSTOMER

ENGAGEMENT LIFECYCLE

Innovative & bespoke 

technology systems that

drive superior performance

& efficiency

1

2 Generating in-depth insights 

from the continuous collection 

of accurate & valuable data to 

develop a consolidated view of 

an individual that enables 

precise & informed internal

& external decisioning

3 Improving its clients’ ability to 

originate, manage & collect 

from their customers through 

their lifecycles, thus maximising 

value

Assisting its clients by accelerating 

cash flow as an agent on an outsourced 

contingency or fee-for-service basis, or 

as a principal in acquiring & collecting 

non-performing loan portfolios

Proactive workforce management

& technology facilitate a flexible & 

dynamic servicing capability able to 

meet a client’s unique requirements

Regarded as a trusted partner by large 

consumer-facing businesses & credit 

providers across multiple industries

4

Enabling clients to generate higher

risk-adjusted returns through their 

engagements with their customers at 

the point of origination, management

& collection

5

6

7
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ENVIRONMENT & MARKET CONTEXT
CHALLENGING CONSUMER CREDIT ENVIRONMENT

IN SOUTH AFRICA, OF THE 35 MILLION ADULTS1 THERE ARE:

24 MILLION
CREDIT ACTIVE CONSUMERS

9.8 MILLION NON-PERFORMING CREDIT CONSUMERS (NCR Q4 2016)

OVER 11 MILLION SOUTH AFRICANS DESCRIBED AS “OVER-INDEBTED” (UP FROM 5 MILLION IN 2014)

HOUSEHOLD DEBT TO DISPOSABLE INCOME REMAINS HIGH AT 74%

• Increased number & size of NPL portfolios available to 

acquire as a principal from clients preferring immediate 

recovery from their NPLs

• Consumers’ disposable income stressed, negatively 

affecting their ability to repay debt

• Increased cost & extended time to collect 

ADVERSE MACRO-& SOCIO-ECONOMIC ENVIRONMENT

• Stable over the past 18 months

• Regulatory changes re affordability assessments result

in more responsible & lower levels of credit extension

• Earlier rehabilitation of consumers over medium-term

REGULATORY ENVIRONMENT

1. Aged 15 to 65

Source: NCR data at 31 December 2016 | Stats SA
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TCRS’ EVOLUTION SINCE LISTING 
MANAGEMENT INTERVENTIONS TO CREATE VALUE

31
8

42
0

56
1

52
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57
1

93
058 62 74 84 97

14
3

42
46

51

61
70

93

2012 2013 2014 2015 2016 2017

Purchased book debts (Rm) HY Services EBITDA (excluding Transaction Capital Business Solutions) HY Headline earnings¹ (Rm)

2012

Entered the 

payments services 

market via the 

acquisition of BDB

(now TCPS)

Entered the

municipal 

collections sector

October 2014

Restructure including

centralised management team

& overarching strategy 

June 2015

Improved penetration

in the Tier 1 banking &

specialised lending sectors

& increased focus on 

telecommunications sector

July 2015

Entered the insurance

collections sector

November 2015

Early adoption of IFRS 9

December 2015

TCR achieves level 3 B-BBEE rating

March 2016

Focus on exclusive, forward flow & gain share transactions 

April 2016

Technology enhancements, including

implementation of new predictive dialer

June 2016

Creation of the Master Data Universe

August 2016

Call centre centralisation strategy

(Johannesburg, Durban, Cape Town) enabling cost savings

September 2016

Rebrand to leverage Transaction Capital’s brand equity

December 2016

Entered value added services market

via 75% acquisition of Road Cover

December 2016

Acquired 51% of The Beancounter 

January 2017

Entered Australian debt recoveries market

via 100% acquisition of Recoveries Corp.

January 2017

Relocation of JHB call centre to cost effective 

operating facility located in JHB CBD

January 2017

Investors in people accreditation

March 2017

Initiated implementation of

workforce management technologies

2013

ISO

data security 

accreditation

CAGR HY12 to HY17: 

Headline earnings ▲18%

Services EBITDA ▲20%

1. Financial years 1 October to 30 September  |  1. Headline earnings attributable to the group
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R13
BILLION
Acquisition of

non-performing
loans as principal

R16
BILLION
Contingency &
fee-for-service

collections
South Africa

TCRS’ DIVERSIFIED BUSINESS MODEL
31 MARCH 2014
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R61bn¹
FACE VALUE OF

UNSECURED CONSUMER

DEBT MONITORED BY NCR

ORIGINATE MANAGE COLLECT

LEAD GENERATION &

CUSTOMER ACQUISITION

88%

2%10%

Credit retail

Telcos

Insurance

30%

1%26%

2%

16%

22%
3%

Credit
retail

Banking

Specialist
lending Insurance 

55%

1%

25%

16%
3%

Credit retail

Public
sector

Other

100%

SMEs

61%

7%

5%

22%
5%

Credit retail

Banking

Specialist
lending

Telcos &
education

PAYMENT & ACCOUNT MANAGEMENT COLLECTION SERVICES

SME FINANCING DEBT PURCHASING

Public sector

Telcos

Banking

Public sector 0% at 31 March 2014

Telcos

R318
MILLION

Gross loans & advances
Transaction Capital
Business Solutions

Lifestyle

Other

Sectors split by revenue per segment as at 31 March 2014

1. R61bn comprises credit monitored by the NCR as at 31 December 2013. TCRS target market also includes sectors 

not regulated by the NCR, being SMEs, education, insurance, public sector, telecommunications, SOEs & utilities
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R14
BILLION

A$600
MILLION

C
L

IE
N

T
 E

N
G

A
G

E
M

E
N

T
 M

O
D

E
L

ORIGINATE MANAGE COLLECT

LEAD GENERATION &

CUSTOMER ACQUISITION

16%

70%

2% 13%

Credit
retail

Value
added
services2

Telcos & specialist
lending Insurance

28%

1%
18%

27%

22%
4%

Credit
retail

Banking

Specialist
lending

Insurance 
& telcos

32%

4%20%

7%

32%
4%

SA
Credit
retail

SA Banking

SA Other

100%

SMEs2 21%

36%

14%

26%
3%

Credit
retailBanking

Specialist
lending

Insurance

PAYMENT & ACCOUNT MANAGEMENT COLLECTION SERVICES

SME FINANCING

Public sector

Other

SA Public sector

SA Telcos

Public sector

Australia2

31%

31%

20%

18% Insurance
Public sector
Utilities and telcos
BankingAUSTRALIA²

R18
BILLION
Acquisition of

non-performing
loans as principal

R80bn¹
FACE VALUE OF

UNSECURED CONSUMER

DEBT MONITORED BY NCR

R464
MILLION

Gross loans & advances
Transaction Capital
Business Solutions

TCRS’ DIVERSIFIED BUSINESS MODEL
31 MARCH 2017

Sectors split by revenue per segment as at 31 March 2017
1. R80bn comprises credit monitored by the NCR as at 31 December 2016. TCRS target market also includes sectors

not regulated by the NCR, being SMEs, education, insurance, public sector, telecommunications, SOEs & utilities
2. Earnings generated by businesses acquired only included from the effective date of the acquisition

Contingency &
fee-for-service

collections

DEBT PURCHASING
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Number

of agents for

companies with:

271

303

421

526

555

749

774

832

857

910

1680

1179

576

668

254

439

2 904

1 232

1 080

1 223

1 228

1 - 10

11 - 25

26 - 50

51 - 100

101 - 200

Pienaar Sithole & Associates

Credit Solutions Services

Nimble

Shapiro Shaik Defries

VVM

VeriCred Collections

ARA

Real People

Blake

Accenture Services

Agents registered with CDFC Total employees

1

NUMBER OF REGISTERED DEBT COLLECTORS & EMPLOYEES

TCRS OPERATES IN A HIGHLY FRAGMENTED 
MARKET DOMINATING ACROSS MULTIPLE METRICS

Source: 1. TCRS South Africa data sourced internally | Council For Debt Collectors (CFDC) | Company Websites | Conduit Capital | 2015 data
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TCRS INFRASTRUCTURE

R300 MILLION

COLLECTED EACH MONTH

▲32% (since HY16)

REVENUE PER EMPLOYEE

~550 000
PAYMENTS RECEIVED

EACH MONTH

~4.35 MILLION

VOICE INTERACTIONS

EACH MONTH

~25 MILLION

OUTBOUND CALLS FROM THE

DIALER EACH MONTH

• Direct staff

› Quick to train

› Quick to scale

• 60 days to build a fully 

operational call centre 

with 200 seats

• Business interruption 

provisions 

• Operational 100% of

the time

• Minimal business 

interruption experienced 

in the last 15 years, 

despite load shedding 

• 3 tier approach to power: 

› Standard power supply 

supplied by local 

municipality

› Generators

› UPS

• 2 data lines

SCALABILITY & FLEXIBILITY

MOKOPANE

BOTSWANA

JOHANNESBURG

(>1 200 agents)

DURBAN

(>600 agents)

CAPE TOWN

(>400 agents)

~R2.2 BILLION

OF PAYMENTS PROCESSED

FOR CLIENTS EACH MONTH

~500 000
DEBIT ORDERS & NAEDO

TRANSACTIONS PROCESSED

FOR CLIENTS EACH MONTH



111. Black includes African, Indian & Coloured South Africans

INVESTMENT INTO PEOPLE

Gender African Coloured Indian White Total

Male 410 66 84 100 660

Female 1 104 252 294 85 1 735

Total 1 514 318 378 185 2 395

TCRS

294 promotions of which 172 are women

90% of high potential employees retained

72% of employees are women

92% of employees are black1

103 training programmes conducted

76 training hours per employee

98% of employees who received training are black¹

2016 HIGHLIGHTS

63% 13% 16% 8%
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DATA, ANALYTICS & SCALABLE 

TECHNOLOGY PLATFORM

• Opportunity to monetise data

• POPI compliant

Data is current, 

relevant & 

accurate as per:

CREDIT

BUREAU

DATA

OTHER DATA SOURCES

such as the Department of Home Affairs

& the Deeds Office

Data from

PRINCIPAL

PORTFOLIOS 

ACQUIRED

Data sourced

from MDU

for maximised 

ContactAbility

Transactional Data 

enriched with collection

& ContactAbility results

CAMPAIGN

BUILDER

DIALER

& WORKFORCE 

MANAGEMENT

• Enhances scale of 

ContactAbility

• Schedule the workforce

• Flexible work-hour 

selection

• ▲ talk time

• ▲ activations

Predictive analytics to 

determine:

• Optimised campaign

• Propensity to pay 

• Right time to call

• Right day to pay

• Dynamic matter 

prioritisation

MASTER DATA UNIVERSE (MDU) 

9.2 MILLION

UNIQUE & VALID ID NUMBERS

Each uniquely scored with a TCRS

propensity to pay score

94%

COVERAGE OF SOUTH AFRICA’S

NON-PERFORMING

CREDIT CONSUMERS

1 in 4
South African adults

Up to 5

per unique ID number

ASSOCIATED

TELEPHONE NUMBERS  

1 in 3
credit-active people6 MILLION

POSTAL

ADDRESSES  

unique & valid

>



CALL CENTRE WALK-THROUGH



DATA & TECHNOLOGY DEMONSTRATION

ROB MONTEITH (CHIEF INFORMATION OFFICER)
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SCALABLE TECHNOLOGY

COLLECTIONS PLATFORM

TRANSACTIONAL 

DATA

MASTER DATA 

UNIVERSE 

• PREDICTIVE ANALYTICS

• OPTIMISED CAMPAIGN

• ENHANCED CUSTOMER 

INTERACTION

• ENABLED OVER

ANY OMNI-CHANNEL

• COLLECTIONS

RESULT

Data sourced

from MDU

for maximised 

ContactAbility

Transactional Data 

enriched with collection 

& ContactAbility results

TECHNOLOGY

CORE

TRANSACTIONAL 

SYSTEM

1

CAMPAIGN

BUILDER

2

DIALER

& WORKFORCE 

MANAGEMENT

3

MANAGEMENT

& BUSINESS 

INFORMATION

4

CORE 

TRANSACTIONAL 

SYSTEM

• Customised per client

• Ease of use 

• Quick to train

• ▼ Staff turnover

• ▼ Cost of collection

1
CAMPAIGN 

BUILDER

• Real time management tools

• Automated messaging

• Champion Challenging

Predictive analytics to determine:

• Propensity to pay 

• Right time to call

• Right day to pay

• Dynamic matter prioritisation

2
DIALER & WORK-

FORCE MANAGEMENT

• Enhances scale of 

ContactAbility

• Schedule the workforce

• Flexible work hour selection

• ▲ Talk time (> 3 hours per

6 hour shift)

• ▲ Activations (deeper 

penetration of customer base)

3

MANAGEMENT

& BUSINESS 

INFORMATION 

• Customised value add 

insights to clients

• Allowing TCRS to win more 

mandates

• Enhanced management of 

compliance & reputation

4
ENABLED OVER 

ANY OMNI-CHANNEL

• Capability to contact 

customer on preferred 

contact method

› SMS

› Mobile phones 

› Chat box

› Smartapp

5
COLLECTIONS

• Promise to pay management

• Multiple payment channels

› Banks

› Client infrastructure

› EFT

› Digital/internet

› 14 000 spaza shops

6

5 6
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SCALABLE TECHNOLOGY

COLLECTIONS PLATFORM

TRANSACTIONAL 

DATA

MASTER DATA 

UNIVERSE 

• PREDICTIVE ANALYTICS

• OPTIMISED CAMPAIGN

• ENHANCED CUSTOMER 

INTERACTION

• ENABLED OVER

ANY OMNI-CHANNEL

• COLLECTIONS

RESULT

Data sourced

from MDU

for maximised 

ContactAbility

Transactional Data 

enriched with collection 

& ContactAbility results

TECHNOLOGY

CORE

TRANSACTIONAL 

SYSTEM

1

CAMPAIGN

BUILDER

2

DIALER

& WORKFORCE 

MANAGEMENT

3

MANAGEMENT

& BUSINESS 

INFORMATION

4

CORE 

TRANSACTIONAL 

SYSTEM

• Customised per client

• Ease of use 

• Quick to train

• ▼ Staff turnover

• ▼ Cost of collection

1
CAMPAIGN 

BUILDER

• Real time management tools

• Automated messaging

• Champion Challenging

Predictive analytics to determine:

• Propensity to pay 

• Right time to call

• Right day to pay

• Dynamic matter prioritisation

2
DIALER & WORK-

FORCE MANAGEMENT

• Enhances scale of 

ContactAbility

• Schedule the workforce

• Flexible work hour selection

• ▲ Talk time (> 3 hours per

6 hour shift)

• ▲ Activations (deeper 

penetration of customer base)

3

MANAGEMENT

& BUSINESS 

INFORMATION 

• Customised value add 

insights to clients

• Allowing TCRS to win more 

mandates

• Enhanced management of 

compliance & reputation

4
ENABLED OVER 

ANY OMNI-CHANNEL

• Capability to contact 

customer on preferred 

contact method

› SMS

› Mobile phones 

› Chat box

› Smartapp

5
COLLECTIONS

• Promise to pay management

• Multiple payment channels

› Banks

› Client infrastructure

› EFT

› Digital/internet

› 14 000 spaza shops

6

5 6
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CORE TRANSACTIONAL SYSTEM
LANDING SCREEN CHEETAH
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CORE TRANSACTIONAL SYSTEM
DISCOUNT MODULE
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CORE TRANSACTIONAL SYSTEM
INTEREST & FEES
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CORE TRANSACTIONAL SYSTEM



21

CORE TRANSACTIONAL SYSTEM
CAPTURE ONCE-OFF PROMISE TO PAY (PTP)
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CORE TRANSACTIONAL SYSTEM
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SCALABLE TECHNOLOGY

COLLECTIONS PLATFORM

TRANSACTIONAL 

DATA

MASTER DATA 

UNIVERSE 

• PREDICTIVE ANALYTICS

• OPTIMISED CAMPAIGN

• ENHANCED CUSTOMER 

INTERACTION

• ENABLED OVER

ANY OMNI-CHANNEL

• COLLECTIONS

RESULT

Data sourced

from MDU

for maximised 

ContactAbility

Transactional Data 

enriched with collection 

& ContactAbility results

TECHNOLOGY

CORE

TRANSACTIONAL 

SYSTEM

1

CAMPAIGN

BUILDER

2

DIALER

& WORKFORCE 

MANAGEMENT

3

MANAGEMENT

& BUSINESS 

INFORMATION

4

CORE 

TRANSACTIONAL 

SYSTEM

• Customised per client

• Ease of use 

• Quick to train

• ▼ Staff turnover

• ▼ Cost of collection

1
CAMPAIGN 

BUILDER

• Real time management tools

• Automated messaging

• Champion Challenging

Predictive analytics to determine:

• Propensity to pay 

• Right time to call

• Right day to pay

• Dynamic matter prioritisation

2
DIALER & WORK-

FORCE MANAGEMENT

• Enhances scale of 

ContactAbility

• Schedule the workforce

• Flexible work hour selection

• ▲ Talk time (> 3 hours per

6 hour shift)

• ▲ Activations (deeper 

penetration of customer base)

3

MANAGEMENT

& BUSINESS 

INFORMATION 

• Customised value add 

insights to clients

• Allowing TCRS to win more 

mandates

• Enhanced management of 

compliance & reputation

4
ENABLED OVER 

ANY OMNI-CHANNEL

• Capability to contact 

customer on preferred 

contact method

› SMS

› Mobile phones 

› Chat box

› Smartapp

5
COLLECTIONS

• Promise to pay management

• Multiple payment channels

› Banks

› Client infrastructure

› EFT

› Digital/internet

› 14 000 spaza shops

6

5 6
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CAMPAIGN BUILDER
PRIORITISED AUTOMATIC SCHEDULING SYSTEM
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CAMPAIGN BUILDER
PRIORITISED AUTOMATIC SCHEDULING SYSTEM
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SCALABLE TECHNOLOGY

COLLECTIONS PLATFORM

TRANSACTIONAL 

DATA

MASTER DATA 

UNIVERSE 

• PREDICTIVE ANALYTICS

• OPTIMISED CAMPAIGN

• ENHANCED CUSTOMER 

INTERACTION

• ENABLED OVER

ANY OMNI-CHANNEL

• COLLECTIONS

RESULT

Data sourced

from MDU

for maximised 

ContactAbility

Transactional Data 

enriched with collection 

& ContactAbility results

TECHNOLOGY

CORE

TRANSACTIONAL 

SYSTEM

1

CAMPAIGN

BUILDER

2

DIALER

& WORKFORCE 

MANAGEMENT

3

MANAGEMENT

& BUSINESS 

INFORMATION

4

CORE 

TRANSACTIONAL 

SYSTEM

• Customised per client

• Ease of use 

• Quick to train

• ▼ Staff turnover

• ▼ Cost of collection

1
CAMPAIGN 

BUILDER

• Real time management tools

• Automated messaging

• Champion Challenging

Predictive analytics to determine:

• Propensity to pay 

• Right time to call

• Right day to pay

• Dynamic matter prioritisation

2
DIALER & WORK-

FORCE MANAGEMENT

• Enhances scale of 

ContactAbility

• Schedule the workforce

• Flexible work hour selection

• ▲ Talk time (> 3 hours per

6 hour shift)

• ▲ Activations (deeper 

penetration of customer base)

3

MANAGEMENT

& BUSINESS 

INFORMATION 

• Customised value add 

insights to clients

• Allowing TCRS to win more 

mandates

• Enhanced management of 

compliance & reputation

4
ENABLED OVER 

ANY OMNI-CHANNEL

• Capability to contact 

customer on preferred 

contact method

› SMS

› Mobile phones 

› Chat box

› Smartapp

5
COLLECTIONS

• Promise to pay management

• Multiple payment channels

› Banks

› Client infrastructure

› EFT

› Digital/internet

› 14 000 spaza shops

6

5 6
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DIALER MANAGEMENT CONSOLE
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WORKFORCE MANAGEMENT SYSTEM

PREDICTED AGENTS ROSTER FOR THE FOLLOWING WEEK

Name Payroll Team Strand name

Mon

05 Jun 2017

Tues

06 Jun 2017

Wed

07 Jun 2017

Thurs

08 Jun 2017

Fri

09 Jun 2017

Sat

10 Jun 2017

Sun

11 Jun 2017

REBONES1 XFQZ MAFIKA NKOSI ASJD 0730-1500 0730-1500 1500-2030 0900-1430 0730-1500 DAY OFF DAY OFF

MIKATEKOM X5RC MAFIKA NKOSI ASJD 1500-2030 0900-1430 0730-1500 0730-1500 0730-1500 0730-1400 DAY OFF

APHILILEM XFR6 NOMSA MABENA ASJD 0730-1500 0730-1500 0730-1500 0730-1500 0730-1500 DAY OFF DAY OFF

NTOMBENHLEZ XDI6 NOMSA MABENA ASJD 0730-1500 0730-1500 0730-1500 0730-1500 1500-2030 DAY OFF DAY OFF

CHAROLG XF92 MAFIKA NKOSI ASJD 0730-1500 0730-1500 0730-1500 1500-2030 0900-1430 0730-1300 DAY OFF

SHABA117 X30I TEBOHO HLABANE EDC 0730-1500 0730-1500 0730-1500 0730-1500 0730-1500 DAY OFF DAY OFF

THAMIMA X41T MPHO TSOTETSI EDC 0730-1500 0730-1500 0730-1500 1500-2030 0900-1430 0730-1300 DAY OFF

KENTSEM1 XDI9 MPHO TSOTETSI EDC 1500-2030 0900-1430 0730-1500 1500-2030 0900-1430 0730-1300 DAY OFF
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SCALABLE TECHNOLOGY

COLLECTIONS PLATFORM

TRANSACTIONAL 

DATA

MASTER DATA 

UNIVERSE 

• PREDICTIVE ANALYTICS

• OPTIMISED CAMPAIGN

• ENHANCED CUSTOMER 

INTERACTION

• ENABLED OVER

ANY OMNI-CHANNEL

• COLLECTIONS

RESULT

Data sourced

from MDU

for maximised 

ContactAbility

Transactional Data 

enriched with collection 

& ContactAbility results

TECHNOLOGY

CORE

TRANSACTIONAL 

SYSTEM

1

CAMPAIGN

BUILDER

2

DIALER

& WORKFORCE 

MANAGEMENT

3

MANAGEMENT

& BUSINESS 

INFORMATION

4

CORE 

TRANSACTIONAL 

SYSTEM

• Customised per client

• Ease of use 

• Quick to train

• ▼ Staff turnover

• ▼ Cost of collection

1
CAMPAIGN 

BUILDER

• Real time management tools

• Automated messaging

• Champion Challenging

Predictive analytics to determine:

• Propensity to pay 

• Right time to call

• Right day to pay

• Dynamic matter prioritisation

2
DIALER & WORK-

FORCE MANAGEMENT

• Enhances scale of 

ContactAbility

• Schedule the workforce

• Flexible work hour selection

• ▲ Talk time (> 3 hours per

6 hour shift)

• ▲ Activations (deeper 

penetration of customer base)

3

MANAGEMENT

& BUSINESS 

INFORMATION 

• Customised value add 

insights to clients

• Allowing TCRS to win more 

mandates

• Enhanced management of 

compliance & reputation

4
ENABLED OVER 

ANY OMNI-CHANNEL

• Capability to contact 

customer on preferred 

contact method

› SMS

› Mobile phones 

› Chat box

› Smartapp

5
COLLECTIONS

• Promise to pay management

• Multiple payment channels

› Banks

› Client infrastructure

› EFT

› Digital/internet

› 14 000 spaza shops

6

5 6



30

REAL-TIME MOBILE DEVICE FOR MANAGERS
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AGENT SUMMARY



32

SCALABLE TECHNOLOGY

COLLECTIONS PLATFORM

TRANSACTIONAL 

DATA

MASTER DATA 

UNIVERSE 

• PREDICTIVE ANALYTICS

• OPTIMISED CAMPAIGN

• ENHANCED CUSTOMER 

INTERACTION

• ENABLED OVER

ANY OMNI-CHANNEL

• COLLECTIONS

RESULT

Data sourced

from MDU

for maximised 

ContactAbility

Transactional Data 

enriched with collection 

& ContactAbility results

TECHNOLOGY

CORE

TRANSACTIONAL 

SYSTEM

1

CAMPAIGN

BUILDER

2

DIALER

& WORKFORCE 

MANAGEMENT

3

MANAGEMENT

& BUSINESS 

INFORMATION

4

CORE 

TRANSACTIONAL 

SYSTEM

• Customised per client

• Ease of use 

• Quick to train

• ▼ Staff turnover

• ▼ Cost of collection

1
CAMPAIGN 

BUILDER

• Real time management tools

• Automated messaging

• Champion Challenging

Predictive analytics to determine:

• Propensity to pay 

• Right time to call

• Right day to pay

• Dynamic matter prioritisation

2
DIALER & WORK-

FORCE MANAGEMENT

• Enhances scale of 

ContactAbility

• Schedule the workforce

• Flexible work hour selection

• ▲ Talk time (> 3 hours per

6 hour shift)

• ▲ Activations (deeper 

penetration of customer base)

3

MANAGEMENT

& BUSINESS 

INFORMATION 

• Customised value add 

insights to clients

• Allowing TCRS to win more 

mandates

• Enhanced management of 

compliance & reputation

4
ENABLED OVER 

ANY OMNI-CHANNEL

• Capability to contact 

customer on preferred 

contact method

› SMS

› Mobile phones 

› Chat box

› Smartapp

5
COLLECTIONS

• Promise to pay management

• Multiple payment channels

› Banks

› Client infrastructure

› EFT

› Digital/internet

› 14 000 spaza shops

6

5 6



33

ENABLED OVER ANY OMNI-CHANNEL

VOICE AT SCALE 

• ~1 000 000 out bound calls per day

• ~ 300 000 connected calls to a live person per day

• ~ 60 000 confirmed Right Party Contacts (RPC’s) per day

• ~ 40 000 payment commitments (PTP’s) per day

SMS

• ~ 16 000 000 SMS per month as batch or individual triggered by agent

• 2 way SMS option

E-MAIL & E-LETTER

• ~ 3 000 000 E-Letters per month as batch or individual triggered by agent

MOBILE APPLICATION

• Credit Health application

CHAT

• Maturing this for the “High Value” & “Millennials”
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SCALABLE TECHNOLOGY

COLLECTIONS PLATFORM

TRANSACTIONAL 

DATA

MASTER DATA 

UNIVERSE 

• PREDICTIVE ANALYTICS

• OPTIMISED CAMPAIGN

• ENHANCED CUSTOMER 

INTERACTION

• ENABLED OVER

ANY OMNI-CHANNEL

• COLLECTIONS

RESULT

Data sourced

from MDU

for maximised 

ContactAbility

Transactional Data 

enriched with collection 

& ContactAbility results

TECHNOLOGY

CORE

TRANSACTIONAL 

SYSTEM

1

CAMPAIGN

BUILDER

2

DIALER

& WORKFORCE 

MANAGEMENT

3

MANAGEMENT

& BUSINESS 

INFORMATION

4

CORE 

TRANSACTIONAL 

SYSTEM

• Customised per client

• Ease of use 

• Quick to train

• ▼ Staff turnover

• ▼ Cost of collection

1
CAMPAIGN 

BUILDER

• Real time management tools

• Automated messaging

• Champion Challenging

Predictive analytics to determine:

• Propensity to pay 

• Right time to call

• Right day to pay

• Dynamic matter prioritisation

2
DIALER & WORK-

FORCE MANAGEMENT

• Enhances scale of 

ContactAbility

• Schedule the workforce

• Flexible work hour selection

• ▲ Talk time (> 3 hours per

6 hour shift)

• ▲ Activations (deeper 

penetration of customer base)

3

MANAGEMENT

& BUSINESS 

INFORMATION 

• Customised value add 

insights to clients

• Allowing TCRS to win more 

mandates

• Enhanced management of 

compliance & reputation

4
ENABLED OVER 

ANY OMNI-CHANNEL

• Capability to contact 

customer on preferred 

contact method

› SMS

› Mobile phones 

› Chat box

› Smartapp

5
COLLECTIONS

• Promise to pay management

• Multiple payment channels

› Banks

› Client infrastructure

› EFT

› Digital/internet

› 14 000 spaza shops

6

5 6
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COLLECTIONS

• We operate & experiment with all available payment channels

› From traditional bank accounts, through client retail infrastructure,

through payment portals, to Kazang (spaza shops)

• Debit order & NAEDO

› TCRS manages a NAEDO strategy that varies each month

› This is managed through our specialist company Transaction Capital Payment Solutions

› We model & predict when the NAEDO strike will be most effective

• Client & TCR bank account Payment Files

› We load over 400 different payment files from various clients & banks automatically 

every day so that the balance reflected on each account is up to date



CONCLUSION

DAVE McALPIN (CHIEF EXECUTIVE)
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CONCLUSION 

DATA & ANALYTICS

Generating in-depth insights from the continuous collection of accurate & valuable data

to develop a consolidated view of an individual

that enables precise & informed internal & external decisioning
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… is the market leader 

… in an attractive market

… positioned for growth 

… on a scalable platform

… delivering superior, risk adjusted returns

… that are predictable & cash generative &

… from a defensive business model

TECHNOLOGY

Innovative & bespoke technology systems

that drive superior performance & efficiency

TCRS leverages its technology, data & analytics in its sizeable scalable platform

to drive profitable growth 

Compliance & reputation

PEOPLE

Proactive workforce management & technology 

facilitate a flexible & dynamic servicing capability

able to meet a client’s unique requirements



THANK YOU

QUESTIONS



39

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.


