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Disclaimer
This presentation has been prepared by, and is the sole responsibility Credit Clear
Limited ACN 604 797 033 (Company). The information contained in this presentation
was prepared as at 8 September 2022, and remains subject to change without
notice. The information in this presentation is of a general nature provided solely for
the purpose of giving you background information about the Company.

The provision of this presentation is not a representation to you or any other person
that an offer of securities will be made. Any prospective transaction would be
undertaken solely on the basis of disclosure documentation prepared in accordance
with applicable laws (to the extent required). The information in this presentation may
differ materially in both content and presentation from that presented in any disclosure
document prepared in connection with any proposed transaction (to the extent
required).

This presentation does not constitute an offer to issue, or arrange to issue, securities or
other financial products. The information contained in this presentation is not
investment or financial product advice and is not intended to be used as the basis for
making an investment decision. The information has been prepared without taking into
account the investment objectives, financial situation or particular need of any
particular person. Before making an investment decision, you should consider, with or
without the assistance of a financial adviser, whether an investment is appropriate in
light of your particular investment needs, objectives and financial circumstances.

This presentation is intended for those persons to whom it is delivered personally by or
on behalf of the Company. By attending this presentation, you represent and warrant
that (i) if you are in Australia, you are a person to whom an offer of securities may be
made without a disclosure document (as defined in the Corporations Act 2001 (Cth)
(Corporations Act)) on the basis that you are exempt from the disclosure requirements
of Part 6D.2 in accordance with s 708(8) or 708(11) of the Corporations Act; if you are
outside Australia, you are a person to whom an offer and issue of securities can be made
outside Australia without registration, lodgement or approval of a formal disclose
document or other filing in accordance with the laws of that foreign jurisdiction.

No representation or warranty, express or implied, is made by any person as to the

fairness, accuracy, completeness or correctness of the information, opinions and
conclusions contained in this presentation. To the maximum extent permitted by law,
none of the Company, its directors, employees or agents, nor any other person accepts
any liability, including, without limitation, any liability for any loss, claim, damages, costs
or expenses of whatever nature (whether or not foreseeable), including, without
limitation, any liability arising from fault or negligence on the part of any of them or any
other person, for any loss arising from the use of this presentation or its contents or
otherwise arising in connection with it or any errors or omission in it.

The Company has not independently verified any of the contents of this presentation
(including, without limitation, any of the information attributed to third parties). No
person is under any obligation to update this presentation at any time after its release
to you. This presentation is strictly confidential and is intended for the exclusive benefit
of the person to which it is presented. It may not be reproduced, disseminated, quoted
or referred to, in whole or in part, without the express consent of the Company.

This presentation contains certain forward-looking statements with respect to the
financial condition, operations and business of the Company and certain plans and
objectives of the Company. Forward-looking statements can be identified by the use of
forward-looking terminology, including, without limitation, the terms “believes”,
“estimates”, “anticipates”, “expects, “predicts”, “intends”, “plans”, “targets”, “aims”,
“outlook”, “guidance”, “forecasts”, “may”, “will”, “would”, “could” or “should” or, in each
case, their negative or other variations or comparable terminology. Such forward
looking statements are subject to internal and external risks and uncertainties that may
have a material effect on the Company. As such, undue reliance should not be placed on
any forward looking statement. Past performance is no guarantee of future
performance. Nothing contained in this presentation should be relied on as a promise,
representation, warranty or guarantee whether as to the past, present or future.

All references to dollars, cents or $ are a reference to Australian currency, unless
otherwise stated.
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A hybrid collections offering

AI 
Powered

Credit Clear’s modern approach to collections is about more 
than a digital message, it requires deep integration with our 
clients backed by artificial intelligence, machine learning 
and our teams messaging and collection experience

Modern 
Approach

Fundamental transformation in the collections industry is 
accelerating the need for a hybrid collection service offering 
(digital supported by traditional), with an increasing focus on 
technology, digital solutions and customer experience

Customer 
Experience

Treatment of customers is a key performance metric for 
Credit Clear. Our Net Promoter Scores are significantly higher 
than other financial service providers. Customers love the 
freedom, flexibility and options that Credit Clear provide

Industry tailwinds are significantly supporting Credit Clear to 
disrupt the market and gain market share, noting a total 
addressable market of $2.5bn1 in Australia and New Zealand

Significant 
Market

1. Sources (Contingent collections & BPO): IBISWorld Debt Collection 2018-19 market report, IBISWorld Industry Wizard time series data. Excludes revenue earned from Purchased Debt Ledgers

Empowering customers to take control
of their own financial well-being 

Scan here for a 
product demo



Investment highlights: FY22 

41. Credit Clear acquired ARMA Group in February 2022. 2. Annualised actual revenue from June 2022. 3. Operational profitability excludes one off items such as acquisition costs, redundancies, legal fees and 
system rationalization expenses

• Consecutive operationally profitable3 months in May and June FY22, continued into Q1 FY23

• Growing operational leverage with increasing revenue generating gross profit 

• 27% of additional revenue flowed to normalised EBITDA

• 215 new clients added in FY22, with 99% client retention rate

• Several clients added during the year expected to become top 10 clients by revenue

• Ability to onboard multiple tier-1 clients simultaneously shows the scalability of the technology

• Best use of AI by a Fintech in 2021 
and again in 2022

• ANZIIF Insurtech Award finalist

• Growth in revenue to $21.5m1 up 95% YoY

• Monthly revenue record set in June with $3.1m

• Revenue run rate climbs to $37.4m2 p.a.

GROWING 
REVENUE

GROWING 
PROFITABILITY

GROWING 
CLIENT 
FOOTPRINT

GROWING 
TECHNOLOGY
ADVANTAGE

• AI software has delivered a 35% 
uplift in collections

• Surpassed $100m in digital 
payments through the platform

RECOGNITION OF TECHNOLOGY
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Credit Clear: Our mission
Our mission is to dramatically improve the customer experience during the debt 
collections process and thereby enhance the collections outcome for our clients. 

+47
Across
97,089

respondents



The First Wave: Proof of digital product success
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22% uplift in collections

32% uplift in engagement, 

16% uplift in NPS

20% Reduction in 
time to recover 

OPTIMISER TEST FOR ARMA

Demonstrates the power of the Optimiser 
module and also the depth of knowledge 
Credit Clear has in optimising digital 
strategies based on over 59k different 
variations in treatments we’ve sent.

Improvements to the initial ARMA digital 
messages and workflow has delivered:

SOUTH EAST WATER OPTIMISER CASE STUDY

The purpose of this case study is to demonstrate the effectiveness of 
digital collection strategies against non-digital or traditional phone call 
and mail collection strategies. 

From the results of this experiment, collection strategies for SEW utilizing 
digital collections are more likely to produce higher rates of conversion 
relative to non-digital strategies. The higher conversion rates from digital 
collection strategies lead to an increase in amount recovered due to the 
increase in the number of referrals making repayments.

31% uplift in conversions

23% uplift in collections

+43% NPS

36% Reduction in 
time to recover 



The First Wave: Digitise the process
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• May, June, July and August have been four consecutive 
months of record digital collections

• In August we have surpassed $5.64m in digital 
payments for the month (annualised digital payment 
run rate of ~$67m)

• The first wave is now a tsunami, what comes next?

• Materially larger and more sophisticated clients: ASX 20 
Companies (e.g. big four banks), Federal Government 
(e.g. ATO, Centrelink), Insurance Giants 

• International opportunities: 

To deploy powerful artificial intelligence across the collections 
industry we first needed to digitise the industry
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The Second Wave: AI
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• In any industry, digitisation precedes AI and we see a 
second wave forming with high potential to drive value

• Credit Clear is already rapidly leveraging digital 
capabilities through machine learning, data analytics 
and artificial intelligence

• But leveraging AI is not easy, in fact 85% of 
AI projects fail to deliver. Access to data and 
operationalisation are the challenges.

• Credit Clear's data is a strategic asset that cannot be 
easily reproduced by a competitor

1. https://www.grandviewresearch.com/static/img/research/asia-pacific-artificial-intelligence-market.png, 
2. https://www.mckinsey.com/business-functions/quantumblack/our-insights/global-survey-the-state-of-ai-in-2021

45% APAC Market 
CACR 2022 – 20301

https://www.grandviewresearch.com/static/img/research/asia-pacific-artificial-intelligence-market.png
https://www.mckinsey.com/business-functions/quantumblack/our-insights/global-survey-the-state-of-ai-in-2021


The Second Wave: Proof of AI success
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TOLL ROAD OPERATOR –
ARTIFICIAL INTELLIGENCE

• AI experiment achieves a 35% uplift for a major toll road 
operator

• Case study clearly shows the power of Credit Clear’s AI which 
predicts the next best channel, message and timing

• Importantly, it demonstrates improvement over Credit 
Clear’s already optimised hybrid workflow

• Both the champion and challenger were workflows using 
SMS, Email and dialler calls. Both workflows were using the 
CCR platform and both using the same templates

• The differentiator was the use of our AI to decide which 
action to take next for a particular customer, based on what 
had already happened to date
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Credit Clear: FY23 Outlook

Strong revenue growth 
continues in FY23

• Existing customers referring more business with higher average debt

• Significant new client wins in H1FY22 adding material new volume

• Growing revenue trajectory has accelerated into H1FY23

Strong financial position

• Strong balance sheet with cash at bank of $10.2m (30 June, 2022)
• Consecutive operationally profitable months in May and June FY22, 

continued into Q1 FY23 
• Reinvesting in sales, client onboarding and technology

International 
expansion

• South African partnership progressing well with long-term commitment and deep integration

• A UK opportunity with large multinational BPO and associated collection agency on a “partnering and 
teaming” basis

• SE Asia licencing agreement in negotiation

New business pipeline
• Larger client opportunities in Financial Services (Australian banks) and Insurers (tier 1 Australian Insurers)
• Multiple large utility opportunities in progress, with growing pressure on customers due to higher inflation
• Addressable market expanding due to hybrid end-to-end capabilities along with strong counter cyclical 

economic tailwinds 



CPTO
Jason Serafino
Credit Clear
E: jason@creditclear.com.au

Contact us:

Investors & Media
Warrick Lace
Credit Clear
m: +61 404 656 408
e: warrick.lace@creditclear.com.au



Enhanced market position
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The combination of Credit Clear Limited 
and ARMA Group has delivered:

• Multi award-winning and highly-scalable technology

• Best use of AI in Fintech Awards (2021/2022)

• Payments on the digital platform up 55% and achieving new 
records on monthly basis for the past four months

• Unmatched collections optimisation, adaptive workflows and artificial 
intelligence

• Scientifically proven 35% uplift in collections using AI, time to 
collect 67% faster and customer experience of +47 NPS

• ARMA’s industry penetration, sales team and operational efficiencies

• 215 new clients this year accelerating significantly post 
acquisition

• Expanded addressable market with end-to-end hybrid service 
offering for clients of any size in Australia, and as a technology 
partner to global operators

• Increasingly winning white-label early-stage work
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• Digital only providers have struggled to gain traction, clients do not 
want stand-alone digital services

• Debt purchasers competing for a shrinking pool of available 
assets, companies less likely to sell debt than pre-2020

• Other contingent debt collection providers have struggled with 
integrating technology and their own internal operational issues

• Our technology advantage translates into international markets 

Industry landscape, fewer competitors

• Material increase in volume of debt, built up during 2020/2021 
and elevated further into 2022 with cost-of-living inflation and 
muted wage growth

• Paradigm shift from companies from pursuing debt towards 
helping customers to make repayments aligns exactly with Credit 
Clear’s approach to collections

Socioeconomic environment providing tailwinds


