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Accipiens is aveb-based solution for global
management of credit and finarat operations.

It is a business solution specially designed to achieve
operations efficiency and IT system security. From
acquisition and marketing, through scoring, contract
management, invaing, collections and litigation,
accounting and reporting, this integrated solution

offers full process automation.

Accipiensg noun, Latin
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The wordhas unique implication of establishing a binding

relationship between Creditor and Receiver. The link between owing

and paying, loaning and receiving which is the essence of the credit
business.
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Pivotal in development

[ SI & Aeéahdic importance derives from
providing capital which is used for investment
purposes. This translates into a healthier economy,
generating employment and promoting innovation.

Following the traditional form of businesnaking
leasing begins with miketing and ends when the
contract is settled.

The facility for establishing contractual conditions
(terms, periodicity, purchase option etc.) that are
tailored to each specific situation generates
differentiation, value and benefits for the end
client.

Leasing benefits from various fiscal advantages
making it an appealing option when it comes to
choosing a credit.

In Europe by the end of 2008the portfolio of
leased assets (outstandings) grew by 4.3% and
' Y2dzyi SR (2 eTtTTndd 0AffA2YD

Source:
Leaseuropeg Market Trends & Research 2008
European Federation of Leasing Company Associations
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What is this all about

Accipiens Leasing Insight is a multifunctiopaper
GKFG KSfLlA Sy@Aai2ygloaK Il
businessolution, can do for the leasing business.

It is all about implementing a sole integrated
application that singlehandily manages the entire
business lifecycleautomating processes, leveraging
on workflows and authorization levels, providing a
consolidated view of all interveners and integrating
with third party applications.

PaSTFdAd AYTF2NNEGAZ2Y @and !
functionalities are described throughout the
document.

Insight is easy to read for it accompanies the

various stages of a leasing transaction, explaining
how Accipiens manages and optimizes each step.
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Epecially designed for global operations

There are many challenges in implementing a Multi-channelw ! £ f &0GF 1SK2f RSNA (K
global, multicountry, financial solution. These business lifecycle are connected through a single,
include differences in operational procedures, integrated, modular tool, regardless of the channel
country legislation, languages, currencies, time used. For instance, the same credit simulation may
zones, legacy system interfaces, products, be carried out by an internal user through the
reporting, and evenpar A OA LJF y 14 Q A RS Istaddard interface, by a sales person through a
PDA, oreven by a final customer through the
Accipiens is a true global solution as it brings Internet.
together all the different stakeholders while
covering the complete operations lifecycle. It has Multi-ingual @ 5A &GAy Ol NBIA2Yy Il &8
several key features that reinforce its flexibility and  defined per user, enabling users to login in their
adaptability for a complete globatach. own language.

Multi-business w Management ofthe complete Multi-currency w / 2YLI yAS& OFly OKz2
operations lifecycle for equipment, real estate, currency that best fits their locations and algteir
operational, and other types of leasing along with customers and suppliers. The system can also

consumer finance, dealer finance, and factoring. manage contracts, invoicing, payments and all other
2LISNYF GA2ya Ay | Odz2NNByOe 20K
Multi-companywSeveral companiesan share one own.

system instance without losing their own identities.
This allows for sharing resources while keeping
open the possibility of having a specific
configuration accessib to only one of the
companies
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End to endbusiness process

Oriented for process flow optimization

Accipiens  business processes can all be
parameterized using published actions or by
building specific ones using scripting. More
sophisticated processes can be built, such as
unattended excution of batch processes that
should be executed at the end of the day. Service
level agreemats (SLA can alsobe detailed and
monitored through process flows. For example, it is
possible to post a task to a user and have an alert
be sent to a supervis if the task is not completed
within the agreed time interval.

Management by exception

Proposal
Created

Proposal
in Analysis

An internal logging and auditing mechanism records
the operations that are performed, keeping track of

the user and respective date of the change.

Together with all business data, this information

enables key performance indicator (KPI) analysis
and control. Many operations and transactions from

several different channels and stakeholders can
occur simultaneously, so management is simplified
by mostly identifying exceptions. Alerting is crucial

to everyday operations as it enables the

management by exception through notifying users,

supervisors and managers when key exceptions
occur.

Complete customer followthrough

Contract
Created

Proposal
Approved

Proposal
Refused
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Industry standards

Architecture that is build to last

Accipiens is built according the best accepted flow transitions, making it easy to define
practices in the software industry. It uses a three  authorisation levels in different stages of a process
layered architecture withwveb, application, and data flow.
tiers that provide a reliable, robust, scalable and
secure solution The modular, service oriented, architecture makes
it easy to integrate with other existing tools and
Regarding security, Accipiens is designed for SSO external applications. Integration is performed
(Single Sign On) with Windows Integrated dza Ay 3 Ay RdzZAGNER Q& &Gl yRINRa A
Authentication, communications encryption over XML and .NET APIs. This enables the flexibility and
HTTPS and distincteaurity credentials for each versatility needed to easily integrate the solution
application layer. Ayid2 | O02YLIl yeQa L¢ LIRNIF2fAz

The solution has a permissions system that controls
accesses. Permissions can alsode¢ to process

.

" Three-Tier Architecture “--.

o

Accipiens allows for easglevelopmentof
tailored userinterfaces

Web Tier @

Presentation Layer

Ul Components

Ul Process Components
Service Stub

<> Web Services <

Accipiens is 100% Web based

Accipiens is easily integrated

Business Layer

Accipiens is 100% SOA

Business Components

Data Layer

Data Access Logic Service Agents

Accipiens is built in a three

~ _— layered architecture

= ADO.Net S
=
Accipiens is database independent

_
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Leasing business lifecycle

Where it all begins

Contact
Center

Marketing "=

Dealer

Acquisition

L

Go to market

Customer knowledge

Where it all begins

Typically, everything starts with marketing. The
related generation activities are covered in
many aspects, including the definition of
campaigns with their corresponding products,
pricing, protocols with sales networks, and
prospect segmentation.

After defining the campaign, the company is
ready to negotiate financial conditions with all
sales networks that may be internal or external.
Commissions, discounts, and other financial
conditions are registered to enable automatic
processing of all credits andehbits for each
network. To match business realities, such as
relationships between vehicle importers and
dealers, commissions may be defined at several
different nodes of the network with optional
cascade accounting.

Risk
Assessment

On time, every time

Businessontrol

Accounting

and Reporting Debt Collection

Billing

&

Contract
Management
Litigation

End of
Contract

+ +

{ Branch
— T EEEEEEEE—————EERRREEERRRERS
| VP ) VY,

Cost control

Crossselling
Customer service

Go to market

With all variables defied, the company and its
partners are ready to go to market and do
business. Quotations may be given to
customers either by a company user or by a
partner user. Also, a customer may sglfote

an operation through a company portal when
available. The systerallows internal users to
perform their company operations, and also
supports external user interfaces, custom
tailored according to either partner or customer
needs. These external user interfaces can be
built using published web services, and can
support different channels such as a standard
browser or a PDA.

As business moves forward, one of the previous
quotations may generate a proposal.
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In this transition all registered information is

automatically loaded. Transitions are a part of a
02 YLJ y & GHlowlLdhdRate Sdstomized in

the system to match all functional and

operational work methods. These transitions
may be restricted to certain states, to certain
users, and may include additional validations.
For example, in order to transit a quotation to a
proposal, the former has to have been accepted
by a supervisor.

Customer knowledge

Before a proposal is presented to a customer, it
must be analyzed, and depending on a
Odza 2 YSNRA NX A&
vary. Risk management and riskadysis are
performed in different ways across companies,
depending on customer type#.a customer is a
company, risk assessment is done using a
certain group of indicators; if a customer is an
individual, a different group of indicators is
used.

ScoringBvaluation

Managernent

Param

Accipiens allows for many different indicators
and different customer analysis methods.
Companies may be analysed by specialised

users using the most currently available
information.
Individual customers ma be analysed

automatically using ascoring algorithm that
mixes and matches defined attributes. Two
individuals may be scored with different results
depending on their potential value to the
company. The automated scoring engine can
implement an existingalgorithm or can be
integrated with external scoring modules.

LINE T A  Dmring INGdlygisi |- differéng yniethddd 2afidi

validations run according to predefined rules. It
is possible to have different decision levels,
depending on proposal or customer
characteristics. Thesgecision levels are usually
specified in different user profiles. A proposal
that needs a higher level approval must go
through a user with the corresponding profile.

accipiens &

Scoring

- -l ata - C - v i - -

= zlete = Cancel Save @ D & |19 %
Business LEASING Company IFIC Number 8441 PLEA
Date 2a/07 /2008 Calculated In 28/07/2008 User VANTYX\ssp
Provider DEMOD External Decisicn 2 Diecision REF
Ciescription

Entity Scoring Scoring Attribute F.easons Errors
Intervention Type Entity Number Entity Name Has Incidents? Value
=} CUSTOMER 48675712 ANMA PAULA MARQUEZ No =20
Attribute Value
Age o

District i1
Salary
ProfessionalSituation

Results: 16 (1 to 4]

EMPLOYED

Entity Scoring I Scoring Attribute Reasons IW

|
Reason Intervention Type

SALARY

K< ofa » 2

~ Reason for refusal: salary is (
FYR Ydzad 0S8 x

Number Entity

Customer knowledge, essential information

Whether from past business relations, historical information or thorough dat.
collection, customer 380information is crucial when it comes to closing a

proposal.
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Contract enroinent

Depending on the negotiation outcome with
the customer, differentinsurances, collaterals,
and additional services and fees may apply.

Accipiens supports several types of insurance
coverage and different methods for their

accountability. Insurances may be calculated
using different predefined modes or may also
go throgh a more sophisticated process

calculation using the scripting engine. This
allows for the execution of scripts that are

programmed to match rules that are not native

in the system.

Collaterals and guarantors are also supported,
and they usually rely orthe automated risk
analysis results. Different types of collaterals
may be recorded and handled, and they play an
important role in calculating provisions if a
contract is in arrears.

Accipiens supports contrac
in foreign currencies vére
the financed amountis in

currency other than the
O2YLJ yeé

Additional costs such as invoice postage fees or
contract management ees may be
parameterized and charged in several different
ways, together with instalments or separately
according to their own calendar.

Several expenses may also be parameterized
and charged. They may be charged
independently or together with a prdefined
flow, such as down payment, first instalment,
on a certain date, etc.

The taxes associated to contract are also
parameterised in terms of which flows they
apply to. It is possible to have a tax charged
over interest or charged over the total amount
of the instalment.

After proposal approval, notification may be
sent to the customer and to the equipment
supplier. Along with this communication, more
documentation may be issued and sent to the
customer, such as the contract

Document design and issuing aperformed
through the system reporting engine.
Documents are issued, and automatically
archived if needed. Documents received from
the customer or other entities may also be
archived.

When the proposal is approved and accepted
by the customer, a contrads signed and the
equipment order is formalized.

Accipiens allows for full or partial equipment
payments. For example, dr imports, the
importer may ask for a percentage upon
ordering and the remainder to be paid on
delivery. During the import period, the
company may charge interest to the customer
for the advanced amount or it may accumulate
and be included in the financed amount of the
equipment when it is delivered and the
financial plan begins.

The system supports contracts in foreign
currencies where the financed amount is in a
OdzNNBy Oe 2GKSNJ GKIy
Instalments may be charged to customers in the
O2YLJ Wa QK S2 O2y G NI Ol Qa
entries may be made in two currencies: the
base/company currency, and the contract
currency. Accounting features also support the
calculation of exchange differences.

Contract management

Accipiens supports several operations that may
happen during the lifetime of a contract.

Upon activation, the company may perform
different actions such as validation, charging
the customer with the down payment or the
first instalment, and crediting # equpment
amount so it may be paid.

a2RAFAOIGAR2Yya Ay GKS
may be performed and parameterized to define
the way they will be performed, i.e. which fees
to charge or what penalties to apply.

Financial change during

O2y UNF OGQa fATFS
of the whole contract in case of
failure to meet with obligations
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The system allows for any financial change in
the contract during its lifetime. This includes
restructuring the whole contract in case of
failure to meet obligations by annulling invoiced
instalments that were not paid, incorporating
that capital into the futwe capital as the
starting point for a new financial plaiThere is
also automated support for other typical events
such as contract assignment, together with all
attached collaterals.

End of contrac{ Crosssell

End of contract may be a complex prosesf
everything goes well, it is just invoicing the
residual value (if it exists) and issuing all
necessary documentation to the customer
related with the actual equipment purchase.
The system supports selling the equipment to
an entity other than the cstomer of the
contract. For example, company car situations,
where the employee and not the company, may
buy the car at the end of the contract.

Business control
If there is a dispute, or a contract breach, even
if it is a friendly one, an early termitian of the

contract may be necessary.

Contract Restructuring

Accipiens supports all termination types, from
friendly with or without a sale, to litigious
without equipment recovery

In between, it is possible to have a total loss
that involves an indemnity from an insurance
company, or an early termination with the
recovery of the equipment that can be leased in
a new contract or sold. Selling secehand
equipment is supported directlyor through
auctioneers.

Debt collection may be done in several different
phases, ranging from the start in a call centre to
later using an external collector. The system
allows for the implementation of distribution
algorithms that can be by postal code by any
other characteristic. Commissions to collectors
are managed along with other costs that may
apply in collecting.

Litigation court actions are also supported
including management of all fees and
commission charges. These actions are fully
descrbed through parameterization and are
GKSY &ONALIISR G2 YI 40K
flow.

Capital of unpaid instalments to be

incorporated in the new financial plan
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