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Developing superior collection ability

� Creating Europe’s largest non performing debt data warehouse

� Payment history for 6 million debtors up to 11 years

� Enables pioneering scoring and valuation methods

� Introducing scoring system

� More efficient and focused client approach

� Increases collection and reduces cost

� Establishing best practice valuation

� Based on new data warehouse and new scoring system

� New practice up an running in 8 countries during 2008 
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New practice drives value creation

EUROPE’S 
LARGEST DATA 
WAREHOUSE

NEW SCORING 
SYSTEM

LONG TERM VALUE 
CREATION AT 
HIGHER LEVEL

Accumulated collection curves
(illustration)

Aktiv Kapital’s
new potential

Sellers collecting 
potential

BEST PRACTICE 
VALUATION

Present Aktiv Kapital
collection
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Creating Europe’s largest data warehouse

� 14 different collection systems throughout the organisation

� Creating a European data warehouse with unparalleled dimensions

� Payment history for 6 million debtors

� Payment history up to 11 years (1997)

� Significant magnitude of other information (up to 50 variables)

� Built for Norway, Sweden, Denmark and UK - 4 countries will follow in 
2008

� The data warehouse enables new scoring system and valuation 
practice

� Fully operational

� All relevant debtors scored/analysed

2006

2007 – 2008

2009
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What is scoring?

� Statistical technique to predict future payment

� Will improve segmentation
� More focused approach
� Will automate current manual work
� 4.5 mill debtors of which 0.5 mill pays

� Will increase collection/reduce cost
� Create new portfolios for sale

� Critical success factors
� Data warehouse in place
� Making a good scoring model
� Segmenting – How to use score result

0.82

0.77

0.23

0.12
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Score model in practice

� Alt.1: Focus on high score debtors

� Increase efforts on high score debtors

� Surveillance of low score debtors

� Alt. 2: Focus on low score debtors

� Offer a discount to low score debtors 

� Work normally with high score debtors

� Alt. 3: Outsource low score debtors

� Cost could be reduced by outsourcing 
some claims to specialised firms
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Process for increasing collection
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Implementation deeply rooted in the organisation

� Country manager

� Ensuring local commitment and resources 
to the process

� Dedicated scoring responsible 

� Project responsible and main contact 
person from country

� IT department

� Direct contact to IT resource with in-depth 
knowledge about collection system

IMPLEMENTATION 2007 2008 2009

Austria X

Canada X

Denmark X

Finland X

Germany X

Norway X

Spain X

Sweden X

Switzerland X

UK X
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Current valuation methods

� Expert methods

� “Rule of thumb” based on different key figures

� Based on comparables from key figures for other portfolios

� “Semi fresh credit card portfolio should be priced to approximately x% of face value”

� Reference portfolio

� Reference to relevant existing portfolio or relevant part of portfolio

� Identifying key differences between NEW and reference portfolio

� Adjusting for differences
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Building Europe’s best valuation practice

� Statistical modelling
� Develop sophisticated models to exploit the 

magnitude of data

� Using external expertise in the process to 
ensure best practise

� Building in-house competence

� Business knowledge and financial modelling

� Take into account experienced based 
judgements

� Defining expert groups

� Sharing best practises
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Parties involved in portfolio acquisition > 1 mill �
Investments > 3 mill � requires a board decision
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Valuation process – from raw data to offer

� Due to variety of information: 

� No atomised method can be applied for the whole process

� Manual work and judgements is required

� Tailor-made models necessary

� Aktiv Kapital have a strategy of industrialising and automate wherever possible

� Leverage size, processes and models
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Stable and lasting collection

� Average collection 2.1% of face value 
last 60 months

� Still high collection ratio for the oldest 
portfolios

� Calculation based on 1400 portfolios 
available for the oldest portfolios and 
400 for the youngest
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Selected countries

Collection / Face value (annualised)
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Stable performance for different products

Collection/Face value (annualised)
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Stable and lasting direct yield

� Annualised cash flow yield > 31% 
over the last hundred months

� Still solid performance from older 
portfolios

� Average pay back = 34 months

� Calculation based on 1400 portfolios 
available for the oldest portfolios and 
400 for the youngest

Collection / Acquisition cost (annualised)
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Selected countries

Accumulate collection / Acquisition cost
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Relatively equal performance for different products

Accumulated Collection/Acquisition cost 
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Portfolio performance

� IRR calculations:

� Based on “EBIT” (after operating cost 
and before interest and tax)

� Split on vintages for portfolios acquired 
from 1.1.2001 to 31.12.2007

� Based on actual collection to 
December 2007 and forecast to 2017

� Future operating expenses based 
assumptions

� Olympia was acquired 30.06.2004.
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Increasing collection and return on investment

� Creating Europe’s largest non-performing debt data warehouse

� Introducing scoring system

� Establishing best practice valuation


