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Today’s 
agenda 
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When Who What
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Key messages 
from today

We affirm FY17 guidance, $90-93m cash NPAT

01 Relevant and sustainable

02 Simpler, lower cost FlexiGroup

03 Well placed for profitable growth
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FlexiGroup
at a glance
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Australian CardsCertegy New Zealand Cards

Australian Leasing New Zealand Leasing

1H 17 Volume 1H 17 Receivables 1H 17 Cash NPAT



Segment review 
key points
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FlexiGroup
Returning	FlexiGroup to	profitable	
organic	growth
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Australian Cards
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A major growth story

FY15 FY16 FY17 ESTIMATE

19%
23%

41%

61%$533m

$236m $332m $533m



Up front merchant fees and annual card fees offset funding costs. Over time approx. one third of the book goes into interest 

bearing.

How does the cards business make money?

Average interest free period
of 22 months

Funding costs are offset by MSF received 
up front plus annual fees

Extremely cost effective customer 
acquisition strategy

Average interest free period of 3.5 
months with lower transaction values 

incurring normal interest charges

Funding costs somewhat offset by annual 
fees

Extremely cost effective customer 
acquisition strategy

On average, 28% rolls into 
interest bearing

On average, 40% rolls into 
interest bearing

How does the card 
business make money?

Card transactions 
volume ($) by channel

Volume from affiliated 
retailers who pay a 

merchant service fee 
(MSF) with longer 

interest-free periods 
offered in return

Affiliated Retailers

Circa 60% of Cards 
Receivables ($)

With $99 annual fee 
per card

Volume from non-
affiliated retailers that 

pay no merchant service 
fee but with significantly 

lower interest free periods

Non-Affiliated 
Retailers

Circa 40% of Cards
Receivables ($)

With $99 annual fee 
per card

There is a lag from volume growth to revenue and NPAT growth
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Consumer Leasing
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Reinvigorated and positioned for 
selective growth
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Certegy
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Strong market position, rebuilding in 
progress



Slide  /

Industry 
structure
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Certegy’s	target	market	is	
structurally	differentiated.

Co
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)

> 
$2

5K
10

K

Contract Duration (months)

< 
$1

K
$5

K
$1

5K
$2

0K

< 1.5m > 36m24m18m12m6m

Our areas of focus

Low Value, short duration

Significant barriers 
to entry as contract value 

and duration increase
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Certegy Book 
Analysis
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Two	thirds	of	the	amounts	financed	
are	between	$800	and	$8,000.

> $400 > $9600$400 to $800 $800 to $1600 $1600 to $3600 $3600 to $5600 $5600 to $7600 $7600 to $9600

Target Market

Strategic capability in 
specialised asset 

categories

Low value low term,
not areas of focus
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Key components 
for competition 
up the value and 
duration chain
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FlexiGroup has	developed	
these	core	strengths	over	
28	years.

As	you	go	up	the	time	and	
value	scale,	barriers	to	entry	
increase.

01 Robust and proven credit model

02 Large and stable funding lines

03 Low cost funding strategies

04 Strong collections capabilities

05 Regulatory approvals 

06 Regulatory expertise 

Key requirements include: 



Operational challenges affected performance – solutions under way

Certegy Review

We have conducted a review of the business and 
identified several key areas for improvement

01 Lack of strong digital front-end capabilities

02 Un-scalable and suboptimum operating processes

03 Underinvestment in systems and brand

04 Slow to respond

05 Deterioration in margin driven by portfolio mix change 
and volume driven strategy

We have responded quickly and started the journey 
to reposition the business for ongoing success

01 Leveraging in-house Oxipay digital system to become 
Certegy front-end – low capex solution 

02 Ongoing review of processes and systems

03 Unified brand strategy to build cohesive consumer 
facing front-end 

04 Strengthening systems, processes and capabilities

05 Refocusing on core target market with attractive 
fundamentals 
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Outlook 
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The	outlook	for	Certegy	is	
improving	

01

02

03

04

05
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Oxipay, a new 
market segment 
for FXL
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Consumer

Brand consolidation 
and platform 
integration creates a 
unique offering
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Australian 
Commercial 
Leasing
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Rebuilding for growth
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New Zealand
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Strong business with leading market 
position and scope for growth
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Ireland

20

Flexi-Fi, using cutting edge 
technology to deliver growth



Looking to 
the future
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We proactively engage 
with our regulators

What does this 
mean?

This approach 
works

Regulatory
We see actively managing 
legislative/regulatory change as a 
competitive strength. We strive to 
be part of the regulatory process 
and part of the solution.
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Proven industry 
experience

Greater 
customer focus

A platform 
for growth

Relevant and 
sustainable
A platform for growth



FLEXIGROUP

Cards origination process video
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Removing complexity Integrating and 
rationalising

Bringing more revenue 
with lower costs

A simpler Flexi
with scale and 
a lower cost 
structure
Using scale to reduce cost
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Currently, many 
systems are 
reliant on 
manual process
Automation creates significant cost 
out opportunities

Digital Origination
Platform

Credit and Fraud

CRM & Marketing

Product System

S2M - All
unsecured loans

FCM - All
secured loans

Collections CMC

Financials Oracle

Data Centralised

Business
Modules

Current Legacy 
Environment

Cards Certegy Consumer Leasing

Single Payment
Platform

EziPay

EziPay

Manual

GAP	- Manual

MYtel

MYtel

Fragmented	across	the	businesses
Manual	processing,	duplication	and	bespoke	systems

Mix	of	on	premise	and	cloud
Legacy	databases

Oracle
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Well placed 
for growth
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We are rebuilding what needs to 
be rebuilt and enjoying strong 
growth elsewhere. Managing a 
portfolio as a unified business will 
unlock significant value.

Some businesses in, or 
emerging from, rebuild

Some enjoying strong 
growth

Disciplined approach 
to growth



Wrap up
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FY18 
Headwinds 
and 
Tailwinds
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Headwinds

•

•

•

Tailwind

•

•

•

•
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Key messages 
from today

01 Relevant and sustainable

02 Simpler lower cost FlexiGroup

03 Well placed for profitable growth









Q&A


