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Disclaimer to come Disclaimer to come 

This presentation has been prepared by Nordax Bank AB (publ) (“Nordax”) for information purposes only. By attending a meeting where the presentation 

is made, or by reading the presentation slides, you agree to the following limitations and notifications. 

 

This presentation is strictly confidential and is being provided to you solely for your information, may not be distributed to the press or any other person, 

and may not be reproduced in any form, in whole or in part. Failure to comply with this restriction may constitute a violation of applicable securities laws. 

 

This material has not been approved by any regulatory authority and does not constitute or form part of, and should not be construed as, an offer to sell 

or issue or the solicitation of an offer to buy or acquire securities of Nordax or any of its associated companies  or an inducement to enter into investment 

activity in any jurisdiction. Neither this presentation, nor any part thereof, nor the fact of its use, should form the basis of, or be relied on in connection 

with, any contract or commitment or investment decision whatsoever. 

 

The information contained in this presentation has not been independently verified and is subject to change without notice and neither Nordax, nor an 

affiliate thereof or any other party is under any obligation to update or keep current the information contained herein. Accordingly, no representation or 

warranty, express or implied, is made or given by or on behalf of Nordax or any other party (or any of their respective members, directors, officers, 

employees or any other person) as to the accuracy, completeness or fairness of the information or opinions contained in this presentation, and any 

reliance you place on such information or opinions will be at your sole risk. Neither Nordax nor any other party (or any of their respective members, 

directors, officers, employees or any other person) accepts any liability whatsoever for any loss howsoever arising from any use of this presentation or its 

contents or otherwise arising in connection therewith. 

 

This presentation is not a prospectus and does not in itself constitute an offer to purchase or subscribe for any securities of Nordax or any of its 

associated companies and any investment decision should thus not be based on the information contained herein. 

 

This presentation may contain certain forward-looking statements that reflect Nordax’ current views or expectations with respect to future events and 

financial and operational performance. Although Nordax believes that these statements are based on reasonable assumptions and expectations, Nordax 

cannot give any assurances that such statements will materialize. Because these forward-looking statements involve known and unknown risks and 

uncertainties, the outcome could differ materially from those set out in the forward-looking  statement. 

 

This presentation contains market data and industry forecasts, including information related to the sizes of the markets in which Nordax and its 

subsidiaries participates. The information has been extracted from a number of sources. Although Nordax regards these sources as reliable, the 

information contained in them has not been independently verified and therefore it cannot be guaranteed that this information is accurate and complete. 

In addition to the above, certain data in the presentation is also derived from estimates made by Nordax. 

 

The information and opinions contained in this presentation are provided as at the date of this presentation and are subject to change without notice. 

Neither this presentation nor any part or copy of it may be distributed in any jurisdiction where such distribution would require any prospectus, 

registration or measures other than those required under Swedish law, or otherwise would conflict with regulations in such jurisdiction. Persons into 

whose possession this presentation may come are required to inform themselves about, and comply with such restrictions. Any failure to comply with 

such restrictions may result in a violation of applicable securities regulations.  
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Disclaimer to come 

This data is provided for informational purposes only and does not create any legally binding obligations on Deutsche Bank AG London and/or its affiliates (collectively “DB”). 

This communication has been prepared by and is the sole responsibility of Nordax. It has not been reviewed, approved or endorsed by DB. This communication is provided for 

information purposes only. Without limitation, provision of this data does not constitute an offer, an invitation to offer, or a recommendation to enter into any transaction or to 

take any action on your part.  

The data is based on material we believe to be reliable; however, we do not represent that the data is accurate, current, complete, or error free. Assumptions, estimates and 

opinions contained in the data constitute our judgment as of the date of the material and is subject to change without notice. DB reserves the right, at any time and without 

notice, to discontinue making the data available. There is no obligation to update, modify or amend this communication or to otherwise notify the recipient if information, 

opinion, projection, forecast or estimate set forth herein, changes or subsequently becomes inaccurate. The data may not be reproduced or distributed, in whole or in part, 

without DB’s express prior written approval. 

 

The data does not constitute investment advice and DB is not acting in a fiduciary capacity with respect to you or any other party. Any offering of any security or other 

financial instrument that may be related to the subject matter of this communication (a “financial instrument”) will be made pursuant to separate and distinct documentation 

(a “prospectus”) and in such case the information contained herein will be superseded in its entirety by any such prospectus in its final form. In addition, because this 

communication is a summary only, it may not contain all material terms and this communication in and of itself should not form the basis for any investment decision. To the 

extent that one has been prepared, the recipient should consult the prospectus for more complete information about any proposed offer of any financial instrument. 

 

 

Before entering into any transaction or making any investment decision the recipient is strongly advised to seek their own independent advice in relation to any investment, 

financial, legal, tax, accounting or regulatory issues discussed herein. Further you should take steps to ensure that you fully understand appropriateness of the action in the 

light of your own objectives and circumstances. You should also consider seeking advice from your own advisers in making this or any other assessment. If after making your 

own assessment you independently decide you would like to pursue a specific transaction with us there will be separate offering or other legal documentation the terms of 

which will (if agreed) supersede any indicative and summary terms contained in this document. Analyses and opinions contained herein may be based on assumptions that if 

altered can change the analyses or opinions expressed. Nothing contained herein shall constitute any representation or warranty as to future performance of any financial 

instrument, credit, currency, rate or other market or economic measure. Furthermore, past performance is not necessarily indicative of future results. DB disclaims liability for 

any loss arising out of or in connection with a recipient’s use of, or reliance on, this communication. 

Financial instruments that may be discussed herein may not be suitable for all investors and potential investors must make an independent assessment of the appropriateness 

of any transaction in light of their own objectives and circumstances, including the possible risks and benefits of purchasing any such financial instruments. By accepting 

receipt of this communication the recipient will be deemed to represent that they possess, either individually or through their advisers, sufficient investment expertise to 

understand the risks involved in any purchase or sale of any financial instrument discussed herein. If a financial instrument is denominated in a currency other than an 

investor’s currency, a change in exchange rates may adversely affect the price or value of, or the income derived from, the financial instrument, and any investor in that 

financial instrument effectively assumes currency risk.  

 

This communication and the information contained herein is confidential and may not be reproduced or distributed in whole or in part without the prior written consent of the 

company that prepared this communication. The distribution of this document and availability of these products and services in certain jurisdictions may be restricted by law. 

 

DB HEREBY SPECIFICALLY DISCLAIMS ALL LIABILITY FOR DIRECT, INDIRECT, CONSEQUENTIAL OR OTHER LOSSES OR DAMAGES, INCLUDING, BUT NOT LIMITED TO, 

LOSS OF PROFITS, THAT MAY ARISE FROM ANY RELIANCE ON THE DATA, OR FOR THE RELIABILITY, ACCURACY, COMPLETENESS OR TIMELINESS THEREOF, OR FOR 

ANY DELAYS OR ERRORS IN THE TRANSMISSION OR DELIVERY OF THE DATA.  

Copyright© 2016 Deutsche Bank AG. 
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5 • Regulated by the Swedish FSA 

• Nordax Group AB (publ) listed on Nasdaq Stockholm 
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Nordax in Brief 

• Nordax is a leading niche bank in the Nordic region providing unsecured consumer 

loans and deposits to more than 100,000 customers in Sweden, Norway, Finland, 

Denmark and Germany 

• Established in 2003 and operating from a centralised platform in Stockholm 

• Focus on prime customers segment using primarily direct mail / push marketing1) 

• Regulated by Swedish FSA, banking license since December 2014 

• Listed on Nasdaq Stockholm since June 2015 

• Strong capitalisation and highly diversified funding  

Adjusted2)  total operating income, YTD     

SEK 812m  

Net interest margin, YTD 

9.2% 

Adjusted2) operating profit, YTD 

SEK 360m 

Loans 

SEK 12.5bn 

Total capital ratio 

15.9% 

Liquidity reserve 

SEK 2.7bn 

Adjusted cost to income (excl marketing) 

27.7% 

Net credit loss level 

1.4% 

Loan portfolio, SEKbn 

Portfolio Split by Geography, SEK 12.5 bn 

Q3 2016 

18% 

(2.2 bn) 

 

6%  

(0.7 bn) 

2004 

2005 

2007 

2006 

2012 

Centralised platform in Stockholm, 

~200 FTE 

34% 

(4.3 bn) 

0.7 

1.6 

3.2 

5.0 

6.3 

5.3 5.2 

6.6 

7.4 

8.3 

10.0 

10.8 

2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015

BANK BUILT ORGANICALLY OVER MORE THAN 10 YEARS 

Q3 2016 AT A GLANCE 

6 
1) Push marketing refers to Nordax sending materials / initiating contact with customers 

2) The adjusted numbers are presented in order to show the underlying performance of the business reflecting constant currencies and excluding non-recurring items primarily related to the IPO. A bridge between statutory and 

adjusted accounts can be found in the Appendix 

Norway 

Germany 

Denmark 

42% 

(5.2 bn) 

Sweden 
Finland 

EURSEK 9.37 
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RESTART 

INITIAL  

GROWTH  

PHASE 

CREATION  

OF  

NORDAX   

Nordax evolution 

SHAREHOLDER 

VALUE 

SUSTAINED 

GROWTH AND 

EXPANSION 

PROTECTING 

VALUE 

Start 

 

Establish bank 

warehouse 

funding facilities 

Vision 

Capital 

Bank 

licence 

Listed on 

Nasdaq 

Stockholm 

Senior  

unsecured  

bond  

Restart 

lending 

Focus on  

collection 

2008 2007 2006 2005 2012 2011 2010 2009 2015 2014 2013 2004 2003 2016 

ABS - SCL 

Senior  

unsecured 

bond  

ABS – SCL V 

Call  SCL III 

Loan 

Sweden 

Loan 

Norway 

Loan 

Denmark 

Loan 

Finland 

Loan 

Germany 
 Deposits 

Sweden 

Deposits 

Norway 

Deposits  

Finland 

Deposits 

Germany 

ABS - SCL II & III 

Call SCL  

ABS –  

SCL IV 

Tier 2 

bond  

8 8 
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As of September 30 
As of October 31 2016 

2016 

9 
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Senior Management 2016  
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Camilla will leave Nordax Q1 2017.  

Replacement recruitment is ongoing.  

11 



General Investment Highlights 

 Z 

Robust Operating Model with Embedded Risk Management 2 

Diversified Funding Profile 3 

Attractive Financial Profile and Solid Balance Sheet 4 

Banking License and Listed on Nasdaq Stockholm 5 

Experienced Management Team 6 

Focused Business Model with Clear Customer Utility 1 

12 
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Clear Product Utility 

13 
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Attractive and Low Risk Customer Base  

Direct 
Marketing 

 (Direct Mail, 
Unaddressed 

DM, 
Cooperation 

Partners) 
55-60% 

Repeat sales 
20-25% 

Web and 
Advertising 

5-10% 

Brokers/Credit 

intermediaries 

10-15% 

€ ‘000, Average annual income 

37  

49  
43  

29  

61  

79  

68  

42  

33  

52  

39  37*  

0

25

50

75

100

Single Applicant Co-Applicants National Average 

%, Age distribution 

4  

18  

34  33  

11  
8  

26  

33  

25  

8  

1  

16  

41  

35  

7  
3  

15  

38  
35  

9  

0

15

30

45

60

20 – 30 31 – 40 41 – 50 51 – 60 61 – high 

Stable middle-age customers 

%, Home ownership 

58  

82  

90  

47  

59  

83  

69  

44 

0

25

50

75

100

Nordax Borrowers National Average 

Pull marketing 
~20% 

Push marketing –  
Nordax targets customers  

~80% 

Typical new sales  distribution by origination channel 

TARGET FINANCIALLY STABLE INDIVIDUALS MAJORITY OF CUSTOMERS ARE HOME OWNERS 

LOW RISK STABLE CUSTOMERS FOCUS ON DIRECT DISTRIBUTED PERSONAL LOANS 

14 

* National average household income (should be compared to co applicants) 

Source: Statistics Sweden, Statistics Norway, Statistics Finland, Statistisches Bundesamt 

 

(As of December 2015) 
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Consolidated Income Statement 
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Consolidated Statement of Financial Position 
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Highlights of Financial Development 
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Robust and Proven Business Model Through the Cycle 

ABILITY TO STOP ORIGINATION WHILST MAINTAINED PROFITABILITY AND CAPITAL GENERATION 

0

3

6

9

12
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Sales (LHS) 
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2006 2007 2008 2009 2010 2011 2012 2013 2014

Profit Before Tax (LHS) 

Ability to control origination a Resilient Earnings b 

SEKbn SEKbn 

a 

b 

Loans (RHS) Regulatory Equity (RHS) 

SEKm SEKm 

. 
Business model resilient to changing macro environment. Nordax remained 

profitable throughout the financial crisis 2008-2010 

19 
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Diversified Funding 

NOK 
33% 

SEK 
47% 

EUR 
20% 

 Diversified   

 Scalable 

 Strong liquidity position 

 Well matched ALM (duration, currency, interest rate risk) 

Simplified Balance Sheet 

SEK bn* 

  

Loan 
Portfolio 

Liquidity 
Reserve 

Equity 

Tier 2 
bonds 

ABS & 
Bonds  

Bank 
WH 

Deposits 

0

4

8

12

16

Assets Liabilities & Equity

~40% 

~46% 

D
iv

e
rs

if
ie

d
 F

u
n

d
in

g
 

SEK NOK EUR 

On-balance sheet ABS    

Bank warehouse facilities    

Retail deposits    

Senior unsecured bonds    

12.3 
CET1 
ratio 

12.6 
CET1 
ratio 

13.9 
CET1 
ratio 

2014 2015 2016 
Q3 

13.9 
14.6 

15.9 

DIVERSIFIED AND SCALABLE STRONG FUNDING AND LIQUIDITY POSITION 

DEPOSIT MIX* GROUP CAPITALISATION*, % 

*30  Sep 2016 20 
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Funding Structure 

FINANCING OVERVIEW 

• ABS –SCL IV callable in June 2017 and SCL V November 2018 with legal final 

maturities in 2037 and 2038 respectively, listed on Irish Stock Exchange, two 

ratings from Fitch, DBRS or S&P, international investor base 

• SCL I, SCL II and SCL III were called on the first call dates 

• Warehouse funding facilities in Sweden, Norway and Finland, international 

banks as funding providers 

• Tier 2 capital due 2025, callable from 2020, listed on Nasdaq Stockholm, Nordic 

investor base 

• Senior unsecured notes due March 2019, listed on Nasdaq Stockholm, Swedish 

investor base 

 

OUTSTANDING TRANSACTIONS 

SEK 500m 

senior unsecured bonds 

Nordax 

Bank AB 

(publ) 

Nordax 

Sverige 

AB 

Nordax  

Nordic  3 

AB (publ) 

Nordax  

Nordic 2 

AB 

SEK 250m 

Tier 2 capital 

WH WH ABS/ SCL IV ABS / SCL V  

Deposits from  

the general public 

Back-up 

servicing 

• All SCL issues have a “hot” back-up servicer – Emric 

(owned by Tieto), which has capability to operate from 

less than 20 days of being called upon  

• Lifecycle management of portfolio (Excluding Cash 

Management Services) 

• No system integration needed to Nordax system to 

perform the Services, full access to current IT system 

(provided by Tieto) 

• The stand-by servicing agreement may not be terminated 

without giving at least six months’ notice and finding a 

satisfactory substitute stand-by servicer  

• The stand-by servicer already has existing cooperation 

with the Collection Agencies used by Nordax 

Co-

mingling 

risk 

• Nordax’ customers are transferred to the issuer on the 

same day their loans are paid out 

• Notification is part of the customer’s loan signing package 

Cash 

reserves 

• On top of liquidity reserves and CE reserves, SCL IV and 

SCL V cash collateralise prospective limited usage of 

payment holidays. In addition, excess spread is trapped to 

cash collateralise delinquent loans.   

KEY STRUCTURAL FEATURES OF SCL ISSUANCES 

Nordax 

Sverige 4 

AB (publ) 

21 
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  Scandinavian Consumer Loans II Scandinavian Consumer Loans IV Scandinavian Consumer Loans V 

Issue Date  July 2011 June 2014   November 2015 

Collateral Norwegian Consumer Loans   Norwegian Consumer Loans   Swedish Consumer Loans  

Deal Size NOK 1,168m NOK 2,100m  SEK 1,831m 

Lead Manager Deutsche Bank AG (London Branch) Deutsche Bank AG (London Branch) Citigroup Global Markets Ltd. 

Originator, Servicer and Cash 

Manager 
Nordax Bank AB (publ) Nordax Bank AB (publ) Nordax Bank AB (publ) 

Structure True sale revolving True sale revolving True sale revolving 

Capital Structure A B C D E A B C D E  A B C D E 

S&P AAA  AA A BBB  NR AAA  AA A BBB  NR n/a n/a n/a n/a n/a 

Fitch n/a n/a n/a n/a n/a AAA  AA A A- NR AAA AA A BBB+ NR 

DBRS n/a n/a n/a n/a n/a n/a n/a n/a n/a n/a AAA AA A BBB NR 

Amount (m) NOK 491 NOK 222 NOK 164 NOK 105 NOK 187 NOK 935 NOK 210 NOK 357 NOK 210 NOK389 SEK 1,098 SEK 275 SEK 183 SEK 110 SEK 165 

Margin (bps) 300 400 500 400 400 110 160 200 275 275 150 200 240 275 275 

% of Total Size 42% 19% 14% 9% 16% 44.5% 10% 17% 10% 18.5% 60% 15% 10% 6% 9% 

Credit support 61% 42% 28% 19% n/a 57.5% 47.5% 30.5% 20.5% n/a 41.25% 26.25% 16.25% 10.25% n/a 

WAL (yrs)(1) 2.83 4.30 4.99 5.00 5.00 2.78 3.03 3.03 3.03 3.03 2.84 3.03 3.03 3.03 3.03 

Initial Cash Reserve NOK 35m NOK 42m  SEK 23m  

Payment Holiday Reserve NOK 10m NOK 10m SEK 10m 

Excess Spread at Closing Around 8% Around 10% Around 10% 

Revolving period / Amortisation 

period 
2 years / 3 years 2 years / 1 year 2 years / 1 year 

Repayment Fully sequential  Fully sequential Fully sequential 

Principal Balance  of Original Pool NOK 1,168m NOK 2,119m SEK 1,832m 

Number of Loans 9,067 12,196 10,854 

Average outstanding balance NOK 128,838 NOK 173,779 SEK 168,758 

WA remaining term 101 months 120 months 120 months 

WA seasoning 31 months 23 months 28 months 

WA yield 15.49%  14.26%  12.2% 

Origination channel DM=100% DM>50%, "other"<20% DM>63%, Broker <32%, “other”<5% 

ABS Issuances Under the SCL Program 

1. With a CPR of 15%  

22 
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3. Market Overview  

 



Nordax Well Positioned in a Competitive Landscape 

 

• High level of concentration with the major six banks holding the 

majority of the Nordic market 

• Large tail of specialists, both local and foreign players 

 

 

Nordax position: 

• A rough estimate of Nordax’ market share is 3% 

• Direct Mail focus with accumulated experience since the early 90s. 

Established proprietary distribution model through Direct 

Marketing and Repeat Sales 

• Proven credit underwriting model with ability to underwrite large 

ticket loans 

• Model diversified across distribution channels and countries 

• Highly scalable model 

 

 

 

• High street banks offer unsecured loans 

• Product utility differs from Nordax: balance, tenor, monthly 

instalment 

NORDIC CONSUMER AND SPECIALTY FINANCE MARKET SIZE AND GROWTH 

HIGH STREET BANKS 

24 Selection of competitors 

BANKS AND INDEPENDENT SPECIALISTS 

 

 

• Market size of consumer credit is difficult to estimate 

• According to the German bankers’ association the German market is 

approximately EUR 226bn, which is probably around ten times larger 

than the Swedish market. The market size in Norway and in Finland is 

a bit more than half the size of the Swedish market.  

• All Nordax’ markets are growing: Sweden and Finland ~4%, Germany 

~2%, whereas Norway has a much higher annual growth rate (Q1 2016) 

 

 

http://www.ikanobank.com/
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Competitive Environment (selection)  

25 As of June 2016 

Sweden Niche players High-street banks Brokers

Max loan (SEK) 500 000 350 000 350 000 350 000 300 000 300 000 350 000 400 000 250 000 350 000 400 000 350 000 500 000 350 000 200 000 350 000 350 000 150 000 300 000 350 000 350 000 500 000 500 000 500 000

Max tenor (years) 15 12 12 12 12 15 12 15 12 12 15 15 15 15 12 10 12 15 10 10 12 15 15 15

Opening fee (SEK) 400 0 0-495 0 495 399 495 495 395 0 595 495 399 495 525 300 300 595 0 0 395 495

Monthly fee (SEK) 20 0-25 0-30 0 15-35 19 25-okt 30 40 0-25 18 15 19 0 0 0-45 0-19 0 0-25 25

APR from 4,90% 3,50% 3,95% 3,70% 3,75% 5,27% 3,50% 3,95% 4,45% 3,54% 6,90% 4,45% 4,99% 5,90% 5,30% 4,18% 3,97% 5,35% 6,54% 3,60% 4,45% 5,47% 3,25% 4.00%

APR to 17,90% 11,95% 12,95% 10,95% 9,95% 19,55% 18,95% 16,95% 14,95% 14,42% 25,95% 29,50% 20,24% 15,90% 8,05% 12,28% 8,95% 8,00% 11,95% 18,15%

Norway Niche players High-street banks Brokers

Max loan (NOK) 500 000 500 000 350 000 500 000 500 000 300 000 50 000 500 000 400 000 250 000 200 000 500 000 500 000 500 000 500 000 500 000 500 000

Max tenor (years) 15 15 15 15 15 12 6 15 - 10 5 15 15 15 15 15 12

Opening fee (NOK) 595 950 950 900 950 497 495 950490-1950 500 600 950 900

Monthly fee (NOK) 65 30 70 30 50 29 45 40 35 35 50

APR from 7,90% 8,99% 7,90% 8,95% 7.5% 8,88% 13,99% 7,90% 7,90% 17,87% 14,50% 6,99% 15,80% 7,90% 7,90% 7,90% 7,90%

APR to 18,90% 21,24% 17,90% 19,90% 21,95% 19,90% 19,90% 27,63% 18,50%

Finland Niche players High-street banks Brokers

Max loan (EUR) 50 000 50 000 50 000 25 000 20 000 20 000 25 000 15 000 15 000 6000 5000 4000 2 500 3 000 4 000 6 000 25 000 15 000 20 000 20 000 50 000 40 000 40000 40000 50000 20000

Max tenor (years) 15 15 10 12 120 10 15 10 12 5 2 5 5 5 4 4 N/A 6 12 12 15 15 12 15 8 10

Opening fee (EUR) 89 45/95 149 135 95-195 350 60 0-99 199 0 0 0 0 60 49-299 200 150 100-200 0-100

Monthly fee (EUR) 5 5 8 9 8,5 12 3 0-8 9 0 0 0 0 5 9 4,5 5 7 3,5

APR from 7,90% 4,99% 3,75% 9,26% 8,90% 9,00% 9,90% 14,70% 19,90% 26,40% 8% 26,90% 27,60% 26,40% 22,00% 9,90% 8,00% 6,25% 6,00% 6,00% 10,00%

APR to 17,90% 19,99% 12,75% 22,26% 18,00% 19,99% 21,90% 27,60% 26,40% 22,00% 19,90% 8,00% 8,00%

Germany Niche players Brokers

Max loan (EUR) 40 000 60 000 50 000 50 000 65 000 50 000 50 000 70 000 75 000 35 000 50 000 50 000 50 000 50 000 50 000 50 000 50 000 50 000 250 000 NA

Max tenor (years) 15 8 10 10 7 7 7 7 7 7 7 7 7 7 8 10 7 7 7 10

Opening fee (EUR) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Monthly fee (EUR) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

APR from 4,90% 5,96% 3,99% 4,50% 3,45% 2,80% 4,75% 2,99% 7,00% 4,75% 4,29% 4,65% 11,95% 3,49% 3,59% 4,50% 4,60% 4,99% 5,29% 1,99%

APR to 12,90% 7,98% 7,49% 9,99% 10,99% 6,00% 4,75% 5,99% 12,00% 6,99% 7,99% 8,29% 11,95% 6,69% 6,79% 7,99% 4,60% 6,79% 15,95% 9,25%
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Organisation 

HIGHLY SKILLED AND EXPERIENCED CREDIT RISK TEAMS 

> 60 years combined experience 

Risk Analytics 
• Portfolio analysis, reporting 

and forecasting 

• 4 FTES 

Credit Specialist Team 
• Credit strategies, processes 

and politics 

• 4 FTES 

Credit Risk Manager 
Christine Ahlm 

Decision Science Team 
• Scorecard modelling and target 

modelling   

• 3 FTES 

NORDAX ORGANISATION  

 

Legal  

Treasury 

Accounting and Control Customer Operations Marketing Credit Risk and MIS 

Investor Relations 

IT and Security 

Decision Science 

Annual General Meeting 
External Audit 

Internal Audit 

Compliance 

Risk Control  

Board of Directors 

Remuneration 

Committee 
Risk Committee 

CEO and Executive Management 

HR 

Nomination Committee 

Audit Committee 

> 90 years combined experience 
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Team 

(7) 

 

Team 

(13) 

 

Team 

(7) 

Country 

Manager 

Overview of Customer Operations Organization 

Operations Director 

Team Manager 

Collection Manager  

Team Manager  

Collections Business support  Country organization tasks 

• Underwriting evaluation - make credit decisions, including interest negotiations 

• Underwriting support -completion of  loan application and perform loan document controls 

• Back office - administrative tasks related to loan/ deposit processes, from application to 

disbursement and account management 

• Front office - manage all inbound calls from loans and deposits, customer relationship 

management and sales in addition to servicing new and existing customers 

• Sales - outbound sales calls to new and existing customer. Provide sales and service to 

new and potential loan customers, including interest negotiations 
 

 

 

Team 

(14) 

• Sales Manager - Responsible for sales 

strategies and sales goals  

• Operations Development Team - cater 

for business development, process 

development and maintenance. 

• First Line Risk and Compliance - 

responsible for KYC and AML controls 

• Payment consulting - Reach out to 

distressed loan takers in order to help 

them and minimize  future financial 

losses.  

• Legal collection - Manage advanced 

delinquency cases and outsourced debt 

collection activities to maximize recovery 

 

Team  

(12) 

 

Team 

(17) 

 

Payment 

Consulting  

(22) 

 

Legal Collection 

(10) 

 

Team 

(14)   

Business core functions 

Business support  

functions 

Sales Manager (1) 

Operations Dev 

Team (5) 

First Line Risk and 

Compliance (3) 

Team 

Mgr. 

Team 

Mgr. 

Team 

Mgr. 

Country 

Manager 

Country 

Manager 

Country 

Manager 

28 

Approximate number of team members within brackets 
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Credit Bureau Information  

• Available credit bureau information varies between the countries, which impacts the structure of the underwriting processes.  

• Sweden, Norway and Germany have extensive credit bureau information whereas Finland have mostly derogatory information. 

• Lack of credit bureau information implies that more verification documents need to be submitted by the customers, which in turn gives a more 

manual handling of the applications. 

Sweden Norway Finland Germany 

Positive and negative information from the bureau Positive and negative information from the bureau Mostly derogatory information  from the 

bureau 

Positive and negative information from the 

bureau 

• 100% match due to unique social security 

number 

• Name and address information (incl. previous 

addresses and date for change of address) 

• 2 years of income and tax information 

• Marital status 

• Spouse’s social security number 

• Property ownership information 

• Credit inquiries 

• Credit history (balance, type of credit, number 

of credits) 

• Bad debt information 

• Generic score 

• 100% match due to unique social security 

number 

• Name and address information (incl. date for 

change of address) 

• 2 years of income and tax information 

• Marital status 

• Bad debt information 

• Generic score 

• Property ownership information  

 

• 100% match due to unique social 

security number 

• Name and address information, incl. time 

at address 

• Marital status 

• House ownership 

• Bad debt information 

 

 

 

 

 

 

 

• Match on name, address and date of birth – 

90-95% match 

• Name and address information – current and 

previous address 

• Credit information – number of loans, type of 

loans, balance at origination, opening date 

and duration  

• Bad debt information 

• Generic score 

 

 

 

 

No verification required by the customer 

 

Verification by the customer: 

• Debt information verified through 

tax return 

• Salary slip required to confirm income and to 

detect wage garnish 

 

Verification by the customer: 

• Income- and debt information verified 

through salary slip and tax return 

submitted by the customer 

Verification by the customer: 

• Income- and debt verification through salary 

slip and bank account statement submitted by 

the customer 
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Traceability    

 

Uses of national ID 

number in Norway 

Change address 

Job change 

Public support 

Healthcare 

Subscribe to a service 

Making payments 

Bank and insurance 

Tax, police and legal system 

The Norwegian national ID 

number consist of 11 digits, 

where the first 6 are date of 

birth, and shown on ID-cards 

and drivers’ licenses 

• Necessary to officially register a change of 

address 

• Employers require it in order to disburse salary 

and pay taxes 

• Needed to receive  parental subsidies, 

unemployment benefits, student grants/loans 

• Required to access public health system 

(private alternatives are very expensive) 

• Required as identification by the authorities 

• Legally required to open a bank account,  get a 

mortgage,  buy insurance 

• Required for mobile phones, cable television 

and basic utilities contracts 

• It is customary to require ID with national ID 

number when paying with credit cards without 

PIN 

Example:  

Norwegian national ID 

number 

30 

In the Nordics, traceability is very high due to the linkage between an individual’s 

national ID number and nearly all facets of its public life 
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Disciplined Credit Underwriting Process 

 

• Minimum age 20 years 

• Loan to be fully repaid at 75 years 

• Gross yearly income above NOK 135,000  

• No bad debt remark 

• Permanent address and permanent employment 

or retirement (age or disability) 

• Home phone or mobile phone 

• Norwegian citizen or been a Norwegian resident 

for minimum two years  

Minimum Criteria (Norway) Referral Rules  (Norway) Credit Bureau 

• Self employed less than 2 years 

• Stated income deviates more than 30% from 

verified income  

• Protected address 

• Stated address and credit bureau address do 

not match 

• Available credit bureau information varies 

between the countries  

• Sweden, Norway and Germany have extensive 

credit bureau information whereas Denmark and 

Finland have mostly derogatory information 

• Lack of credit bureau information implies that 

more verification documents need to be submitted 

by the customers 

Semi-automated approval process with less than 0.5% score overrides 

Policy Rules 

Applicants not 

meeting the 

acceptance criteria 

are automatically 

rejected at this stage 

 

 

Referral Rules 

Applications that 

need further 

investigation are 

detected at this stage 

Scoring  

Applicants are given 

an individual score 

based on an internally 

developed score 

model which in turn is 

based on application 

data and credit 

bureau report  

Left to live on 

calculation 

Applicants’ financial 

ability to repay the 

loan is calculated at 

this stage 

Limit Assignment 

Based on the 

applicant’s 

individual score in 

combination with its 

income gives the 

maximum loan 

amount 

4 3 2 1 6 

~25% 
Ultimate 

total 

approval 

rate 

5 

Manual check 

Underwriters 

perform final check 

EXAMPLES OF ACCEPTANCE CRITERIA 
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Scorecard – At the Core of Our Data Driven Model 

OVERVIEW OF SCORING MODEL 
STANDARDISED SCORE SCALE AND RISK CLASSES TO 

ENSURE CONSISTENCY ACROSS ALL MARKETS 

Risk class Score interval 

A > 740 

B 691-740 

C 641-690 

D 591-640 

E ≤ 590 

Alignment 1 

Scorecards aligned to measure probability 

becoming 60 days past due during first 24 

months 

Scaling 2 

Score is scaled, 800 represents 100 good 

accounts for each bad (~1% probability) and 

each 50 points decrease double the odds 

Creation of 

Risk Classes 
3 

Dividing score in 50 points interval – double 

odds for each class 

 
• Scorecard developed internally by highly experienced 

statisticians 

• Use of bespoke models in Sweden, Norway and Finland 

 • One model for each geography, based on data availability 

and most predictable characteristics 

 • Model performance continuously monitored on a monthly 

basis 

 • Same model used across channels, but includes a channel 

variable to capture different risks in the various channels 

 • Industry standard model (logistic regression) 

 • Based on Nordax historical applicants – application, credit 

bureau and performance data (100-200 variables) 



AFFORDABILITY CALCULATION 

Left to Live on 

Calculation 

• Calculation of ability to 

pay back the loan 

• Calculation setup varies 

across countries, but 

general assumptions 

include costs of housing, 

loans and living expenses 

Debt Burden 

Ratio 

• Calculated as total debt 

to gross annual income 

to ensure secure 

relationship between 

income and debt 

• Allowed maximum levels 

vary across risk classes 

Max Unsecured 

Debt 

• Additional rules related 

to the absolute levels of 

unsecured debt 

Norway 

LIMIT ASSIGNMENT 

 Yearly Gross Income NOK for two Applicants 

 Nordax Score 

0–590 

591–640 

641–690 

691–740 

741+ 

0 

100 000 

200 000 

250 000 

300 000 

0 

100 000 

250 000 

400 000 

400 000 

0 

250 000 

300 000 

400 000 

400 000 

0 

300 000 

400 000 

500 000 

500 000 
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Affordability and Limit Assignment  

 • Based on risk score and income 

 • Varies by country 

 • Will depend on joint or single applicants 

NOK = Maximum amount to be approved  

0 

50 000 

100 000 

150 000 

200 000 

 200,001-

300,000 

 300,001-

450,000 
 450,001-

600,000 
 600.001-  *700,000- 

*Special criteria for this column must be fulfilled 



Efficient Collections 
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IN-HOUSE COLLECTIONS 

• Nordax collection department is divided into two specialized 
teams; payment consultant team (PCT) and legal collection 
team (LCT)  

• Policy is to reach out to customers at an early stage of 
delinquency 

• Collections has efficient but strictly limited curing tools 
available including payment plans, capitalization of arrears 
and extension of duration 

• Collection and provisioning policy approved annually by the 
board of directors governs the collection process  

 

KEY SUCCESS FACTORS 

OUTSOURCED DEBT COLLECTION 

• Loans in arrears are administered by external debt collection 
agencies when becoming approx. 100 days overdue 

• Only reputable debt collection agencies with established 
sound collection practices in each market  

• Champion challenger strategies are used to enhance quality 

• Intensive MIS (quantitative analysis) follow-up 

WRITE-DOWNS AND PROVISIONING POLICY 

Provisions 
• Provision for expected losses is made for loans in arrears 1 to 5 

months (“arrears buckets”)  

• Provisions are based on roll rates between the ”arrear buckets” 

and write-downs, and a 6 months rolling average percentage is 

used when calculating provisions for each ”arrear bucket” 

• Valuation of the written-down loans is considered when 

calculating the provisions 

 

Write-downs and valuation 
• When 6 months in arrears, a loan is written-down in the P&L 

• Frauds and deceased accounts are written-down earlier 

• According to IAS, written-down loans are valued to the NPV of 

expected cash flow from written-down loans (discount rate is 

the yield at time for write-down)  

 

Organisation 

Collection 

Channel 

Monitoring and 

Reporting 

Rehabilitation / 

Curing 

Customer 

Intelligence 
Tools 
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KEY SUCCESS FACTORS 

Overview of Collection Strategy  

 Internal collections strategy includes using a collection score model and focus on treating customers fairly 

 Nordax carries out internal collections for up to 100 days, after which the collection process is outsourced 

 Well balanced curing measures 

 Call client; a semi-automated dialler that prioritize calls based on a collection scoring model 

 Close DCA management and measuring of performance 

 Committed team, a flexible temporary pool and an efficient incentive program 

 Early reach out call to customers that has fallen behind on payment (grace calls) 

    Arrears level  

External collections agency (DCA) Internal collections 

Days Past Due 

Prioritisation 

Collection Action 

  

  

  

  

  

   Individual Handling 

0-10 11-40   71-100 41-70 

Collection calls 

Reminder letters 

E-mail / SMS 

Curing measures 

  

 DCA prioritization model 

  

 DCA prioritization model 

101-130 131-160 

First Payment Default 

Collection score 

First Payment Default 

Collection score 

  101-130   131-180 

1 2 3 4 5 6 

Champion/challenger strategy 

Individual budgets 

Monthly performance phone meetings 

Campaigns 

First Payment Default 

Collection score 

Service calls  

E-mail / SMS 

Booked as a write-down/financial loss 

EFFICIENT COLLECTION PLATFORM 
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Seizure of 

Property (1) 

 

Seizure of Salary Period of 

Limitation 

(Years) 

15  
(absolute limitation 

from first collection 

effort) 

30 
(with court title – can  

be renewed by legal 

actions) 

10  
(prolonged to infinity 

by notification or 

payment) 

10  
(prolonged to infinity 

by notification or 

payment) 

Prioritization 

1. Tax, child 

support etc. 

2. Proportional 

collection 

between 

creditors 

1. Tax, child 

support etc. 

2. Creditors first 

in line is first to 

collect 

1. Tax, child 

support etc. 

2. Creditors first 

in line is first to 

collect 

1. Tax, child 

support etc. 

2. Proportional 

collection 

between 

creditors 

Debtor Incentives 

• High penalty fees 

• Derogatory information available and a remark stays for 2 years 

(can be renewed) 

• Negative info results in problems getting new credit, phone 

subscriptions, rental agreements, etc. 

• Negative remarks in Schufa remain until settled plus 3 years after 

settlement 

• Negative info results in problems getting new credit, phone 

subscriptions, rental agreements, etc.  

• Possible imprisonment to ensure seizure, if incorrectly sworn oath 

regarding assets 

• Derogatory information available and payment remark stays for 4 

years 

• Negative info results in problems getting new credit, phone 

subscriptions, rental agreements, etc. 

• Extensive derogatory information available, and a remark stays for 

3 years 

• Negative info results in problems getting new credit, phone 

subscriptions, rental agreements, etc. 

• Low penalty 

Efficiency Management 

Official / governmental body 

 

 

1. All available but not always efficient for unsecured consumer credit 

2. Efficient if seizure of salary fails due to the exempt threshold for earned income and as means of pressure for voluntary solutions 

 

Lender Friendly Legal Collection Environment in the Nordic Markets 
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5. Asset Performance 
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Sweden Q3 2016 
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KEY TAKEAWAYS 

 
• New lending increased by 34% YTD 

 

• Portfolio growth 10% Y/Y 

 

• Margin increased Q/Q and Y/Y 

o Lowered customer rates twice in 

 2016 (Q1 50 bp and Q2 50 bp) 

 

• Continued low credit loss level  
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Norway Q3 2016 
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KEY TAKEAWAYS 

 
• New lending increased by 24% YTD in  

 NOK 

 

• Portfolio growth 17% Y/Y in NOK 

 

• Margin decreased Q/Q due to 

lowering of customer rates by 50 bp 

as a result of lower funding costs 

 

• Stable credit loss levels 
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Finland Q3 2016 
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KEY TAKEAWAYS 

 
• Improved new lending Q3 – effect 

from product initiatives and improved 

processes in Q2/Q3 

 

• Portfolio growth 12% Y/Y in EUR 

 

• Stable NIM 

 

• Low credit loss level 
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Germany Q3 2016 
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KEY TAKEAWAYS 

 
• New lending up 7% YTD 

 

• Portfolio growth 49% Y/Y in EUR 

 

• NIM improvement Y/Y and Q/Q – 

reached attractive level 

 

• Adjusted provisioning model in Q3 on 

loans past due > 180 days. New 

provision level 80% compared to 

previous 90 % and 62% for Nordax 

total portfolio 
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6. Compliance and Legal Matters  
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License 

Matters 

• Granted license to conduct financing business in January 2004 and to conduct banking business in December 2014 by the SFSA 

• Conducts cross-border consumer lending in Norway, Denmark, Finland and Germany through platform in Stockholm, in 

accordance with the European Parliament and Council Directive 2013/36/EU of 26 June 2013 on access to the activity of credit 

institutions and the prudential supervision of credit institutions and investment firms 

• Retail deposit taking in Sweden and licensed (through pass porting) for cross-border deposit taking in Norway, Finland and 

Germany. All deposit products are confirmed to be covered by the Swedish deposit insurance scheme by the Swedish National 

Debt Office 

• Licensed as tied insurance intermediary with the Swedish Companies Registration Office and is through pass porting entitled to 

offer PPI in all countries of business 

Corporate 

Governance 

• Banking limited liability company governed by,  inter alia, the Swedish Companies Act, the Swedish Banking and Financing 

Business Act, the Swedish Deposit Insurance Act, and its Articles of Association 

• Subject to the supervision of the SFSA and governed by the official regulations and guidelines issued by the SFSA, and technical 

standards and guidelines issued by the European Banking Authority, ESMA etc. 

• Pursuant to the capital requirements regulation and directive (CRR/CRD IV), Nordax is obliged to comply with regulatory capital 

requirements. Nordax is also subject to ownership and management assessment by the SFSA. 

• Day-to-day management is governed by internal governing documents including, inter alia; the rules of procedures for the Board, 

instructions for the CEO, the risk management policies, the credit policies, collection and provisioning policies, the remuneration 

policy, the outsourcing policy, the liquidity contingency plan and the complaints management policy 

Local 

Regulatory 

Framework 

• Nordax’ operations are subject to legislation, regulations, codes of conduct etc. in the jurisdictions in which it conducts business 

and in relation to the products it markets and sells 

• To ensure compliance with applicable local regulatory framework including, inter alia, consumer protection legislation, Nordax has 

appointed prominent local law firms as advisors in each market. Through these law firms, Nordax receives quarterly regulatory 

updates and matter-specific advice 

New 

Legislation 

• Nordax operates in an area of business with great focus on regulations and with many initiatives for regulatory changes 

• To meet the intensified regulatory environment, Nordax has built an organizational structure with three line of defense, works 

efficiently with Audit, Risk, and Remuneration Committees, independent Compliance and Risk Control functions and outsourced 

Internal Audit function. Nordax also obtains quarterly regulatory updates on new or proposed regulations, court rulings, official 

guidelines etc. from local law firms in all markets 

Overview of Compliance and Legal Matters 
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Q & A 
  


