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Maximizing T B S  F unc tionality



TOP IC  OV E R V IE W

 L ands c ape
 R egulatory
 E c onomy

 P roduc t and P latform E nhanc ements
 2010 E nhanc ements
 2011 R oadmap

 E xis ting F unc tionality
 What’s  already there

 Open Dis c us s ion



L A NDS C A P E
L A NDS C A P E



R E G UL ATOR Y  IMPA C T
NE W B US INE S S  MODE L  NE E DE D

New R egulations  have c reated 
new bus ines s  c hallenges :  

 R educed credit line increas es  or 
abandoned them altogether

 L enders  need to rethink line 
increas es , increas e accuracy, 
control los s es , boos t profitability 

 F inancial ins titutions  need to 
identify replacement revenue for 
los t fee income 

New Value P ropos ition:  

 As s igns  the bes t credit line 
increas e amounts  while 
balancing bus ines s  cons traints , 
while meeting regulatory 
requirements  

 R es pons ible G rowth 

 R eact quickly to changes  

 Deepen relations hips  



E C ONOMY

 C ons umers  S aving and P aying Down Debt
 F ewer Dis c retionary F unds
 Dec reas ed Trans ac tions
 Dec reas ed F inanc e C harges



E NHA NC E ME NT S



R E C E NT LY   IMP L E ME NT E D

 C lientL ink E nhanc ements
 P aper S tatement S uppres s ion
 A utomatic  Trans fer of L os t/S tolen 

Trans ac tions
 Delayed B loc ks  P roc es s ing for Upgrades  and 

Trans fers
 P os ted Items  His tory F ile
 Mas king PA N on C ardholder S tatements



Consumer Credit Product
Delivery Targets

Q1 2011 Q2 2011 Q3 2011 Q4 2011

ClientLink
Architecture Redesign
Look & Feel Enhancements
SSO

eZCardInfo.com
Card Activation
Balance Transfer
PassMark Replacement
Enhanced ScoreCard SSO
Electronic Dispute Form
Enhanced Mobile Services

ServiceView & CollectorView
Client Requested Enhancements
SSO

Other TBS Development
Portfolio Intelligence
Loan Origination Solution
Currency Conversion Multiplier

TBS & BASE2000 
Variable Rate Mgmt Service
Account Billing Updater Service
Stmt Suppression Enhancements
ePix (edge-to-edge plastics)
C/H Authorization Controls
Visa Signature
Discover Network (BASE2000 Only)
EMV/Contactless/Chip Card

Development

Scheduled for Q1

Development  & Available

Available

Business Requirements Development Begins (Q1/Q2 2012 Delivery)
In production – est. April

BRD Developed

Development

Available

Availability and ongoing development

Infrastructure Enhancements

BRD Developed

BRD 
Development

Business Requirements Development Begins (Q1/Q2 2012 Delivery)

Technical Design and Development Efforts to BeginBRDs Developed

BRD Developed Development & Available
Technical Design and Development Efforts to Begin

BRD Developed

BRD Developed Development and Availability

Availability

BRD Developed Development and Availability

BRD Developed Development

Available
Vendor/Solution Review Development

Development Available

Development Available
Defining Strategy

Business Requirements Development Begins (Q1/Q2 2012 Delivery)

Beta



E XIS T ING  F UNC T IONA L IT Y

T here is  nothing new under the s un but there are lots  
of old things  we don't know.
Ambros e B ierc e, T he Devil's  Dic tionary US  author &  s atiris t (1842 - 1914)

http://www.quotationspage.com/quotes/Ambrose_Bierce/�


A R E  Y OU US ING …..
 S S O for eZC ardInfo.c om
 Trans ac tion L evel R outing
 A dditional B alanc e S egments  (B uc kets )
 R ewards
 eZDis c los ure
 C ollec tions
 L etter Modules
 Overlimit F ees
 S tatement Mes s aging and Ins erts
 B us ines s  B INs  for B us ines s  C ards
 C ompromis e Manager



Putting It Together….
Steps to Success!



S T R AT E G IE S  B Y  S E G ME NT

S egment Your P ortfolio:

 Inactive C ards - C ard is  retained, but not us ed;  dormant card

 Moderate Us ers  - C ard us ed to s ome degree but likely not the primary 
card

 C onvenience Us ers  - C ard is  heavily us ed for purchas es  but tend to 
pay off balances .

 B alance R ollers  - C ard is  not us ed heavily, but s ignificant finance 
charge income from previous  balance trans fers  or prior purchas es .

 Heavy Us ers  - C ards  can combine high charge volume with s ignificant 
levels  of finance charge income.
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INA C T IV E  C A R D S T R AT E G IE S

 Analyze C ardholders
– Us e Age &  Open Data as  F ilters

 F ocus  on B oth Younger Members  and New Ac counts  (opened in las t 3 
years )

– P romote Already-E s tablis hed C redit   Availability &  L ow-C os t F inanc ing

 P erform Us age C ampaigns  
– F as tTrac k P rogram

 E s tablis h a L ow or Non-Activity F ee
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MODE R AT E  US E  S T R AT E G IE S

 Analyze Members  Us ing Age as  a F ilter
– Younger vs . Older Members

 Implement R ewards  to E ncourage Member C ard Us e
– F requent F lyer/Other R ewards

 Offer Interes t R ate Incentives  to Younger C ardholders  for Additional 
B alances
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C ONV E NIE NC E  US E R  S T R AT E G IE S

 A nalyze P ortfolio
– Age &  Monthly P urc has e Ac tivity
– L ow vs . High Volume

 Implement R ewards  to R etain Older, High-Volume Us ers
– F requent F lyer/Other R ewards
– C as h B ac k R ebates

 Offer R ewards  to E nc ourage Us age
 Offer Interes t R ate Inc entives  To Younger, L ow-Volume Us ers  for 

A dditional B alanc es
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B A L A NC E  R OL L E R  S T R AT E G IE S

 Analyze C redit L imits
 Manage L imits  Annually B as ed on Your B us ines s  P ractices
 Offer Interes t R ate Incentives  for Additional B alances
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HE AV Y  US E R  S T R AT E G IE S

 Analyze C redit L imits
 Actively Manage L imits  B as ed on Your B us ines s  P ractices
 Implement a Member R ecognition P rogram for High-Value Us ers

– P eriodic  “ T hank You”  Mailings
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NE W G R OWT H OP P OR T UNIT IE S  
B US INE S S  C A R DS

Higher average ticket

Higher spend

Increased interchange

• Same fee structure as
consumer card

• Very small additional 
cost for Reporting 
Services

• Enhancement 
products

• Marketing investment

Launching and Supporting a Business Card Program is Not Cost Prohibitive
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F INA L  T HOUG HT S ….

 Modeling and S egmentation is  K ey to B etter C redit C ard P ortfolio 
Management

 B road C redit C ard Menu is  Needed! !
– S tandard C ard Without B enefits
– A C onvenienc e Us er C ard (R ewards )
– A B alanc e R oller/Heavy Us er C ard

(B alanc e Trans fer Offer)

 Is s uers  Mus t be Willing to Work T heir C ard P ortfolios  to G et the B es t 
P os s ible R eturn F rom T hem
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“Don't reinvent the wheel, just realign it.”
Anthony J. D'Angelo Creator of The Inspiration Book Series

http://thinkexist.com/quotes/anthony_j._d'angelo/�
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