


Solution

Solutions for Effective Credit Products 
Sales
The LPS solution fundamentally changes the implementation of credit tran- 

sactions for efficient and controlled process, saves costs of organization, 

reduces the risk delinquency and enables all roles involved in the sale of credit 

products to devote mainly to sales rather than to inefficient administration.

The LPS covers the entire process of selling credit products from the arrival 

of the client at a branch through automated generation of contract docu-

mentation to monitoring loan repayments. The system allows distributing 

the load at points of sale and analytical centres of banks; it includes escala-

tion instruments guaranteeing fast processing and approval of applications 

and disburdens the relationship managers as well as clients from excessive 

administration. The LPS is an effective tool for management having updated 

information about the number and state of on-going applications for credit 

products. It enables to quickly respond to market needs, to effectively manage 

various types of contracts used and, at the end, it contributes to save costs 

and reduce risks associated with human factors in the process of selling loans.

Life Cycle of Credit Products Sales 
The LPS solution covers the entire process of selling credit products from 

arriving the client at a branch, through preparing and generating an applica-

tion for credit products, client scoring, approving applications at the levels 

required according to a competency model set, to generating full set of loan 

documentation and ensuring communications with back office using the 

organization systems monitoring the repayment of the loan.

The Solution is for:
• Banks and branches of foreign banks

• Credit and leasing companies

• Companies offering credit cards

VÚB Bank  — Process analysis, design and development of applications for credit management pro-

cesses for Small and Medium Enterprises segment.

Project Duration:  From 2006 to the present

Awards:  Microsoft Industry Award 2008: The price for “The Best Solution for Banking, Insurance, 

Finance Management, Telecommunications and Utilities”

1. Cost savings for the implementation of credit case  in 
the form of time and personnel savings by automating 
processes and eliminating unnecessary administration 
on the side of client officials as well as their superiors.

2. Increasing efficiency, reducing time and cost to sell 
credit products  by introducing effective processes un-
derpinned by a reliable information system.

3. Significant facilitating of the fulfilment of the plan to 
sell credit products for business services by reducing the 
time it takes per individual credit case. This allows automa-
tion of processes and minimum needs for administration.

4. Supporting client loyalty by a pro-client approach via 
the whole process of handling the loan. Clients submit 
any indication only once; data is stored in the system to 
reduce the workload of clients and the organization from 
excessive administration.

5. Covering the entire process of selling credit products 
via a unique comprehensive system at all branches of 
the organization, providing a reliable, safe and traceable 
operation.

6. Overview of the current number and status of ongoing 
applications  for credit products in the form of clear 
management reports facilitating important decisions 
and unloading the branch management from controls 
and complaints.

7. Automating sales and authorization procedures  and 
unloading inefficient administration leading to greater 

and more direct provision of customer service.

Main benefits of LPS solu-
tion

The LPS is an information system managing, automating and greatly streamlining the whole process of selling credit pro-

ducts. The LPS saves financial means and personal resources of a bank, strengthens the reputation of financial institutions 

on the market and increases customer loyalty.
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Processes
The LPS system automates the entire life cy-

cle of the sale of credit products. Removing 

excess bureaucracy on the side of the client 

and the bank results in reducing credit case 

preparation up to 50%. Further value added 

is to simplify the work of client officials and 

faster client service, possibility of time gua- 

rantee for processing and approving credit 

applications, identification of the load when 

approving and its distribution per individual 

workplaces with free capacities, automating 

the communication interfaces with back of-

fice eliminating error making due to personal 

factor, and more. The system has integrated 

escalation tools enabling notification of the 

superior roles in the event of non-compliance 

with the time for processing the application.

Products
Products can be flexibly corrected, added, 

vat or remove pursuant to market deve- 

lopments. It is possible to define specific 

parameters, creating pre-approved pro-

ducts for defined client groups with the 

time or processing up to 60% shorter than 

the standard procedure, using and suitable 

determination of competence model ma-

king available a greater volume of credits to 

clients while maintaining the quality of the 

loan portfolio, duration of the guarantee of 

application processing for individual pro-

ducts and more.

Business Logic
The LPS is designed to make the sales net-

work more efficient - by optimized condi-

tions and the quality of the sales network 

and ultimately increasing the turnover from 

selling credit products. Next, it enables to 

distribute the load among the points of sale 

and analytical centres, early identification of 

client potentials by setting suitable KO crite-

ria, optimizing business network focusing on 

the efficiency of the sales of credit products 

as well as major relief of relationship ma-

nagers and the client itself from excessive 

administration.

Reporting
The solution is an effective tool for the ma- 

nagement of financial institutions, requi-

ring timely information on the number and 

status of on-going applications for credit 

products. All data is stored in a SQL database 

and is easily presentable. The system allows 

generating a report as required by the Bank.

Integrability
We understand the financial institution do 

not have homogenous environment avai-

lable. The application therefore envisages 

the integration of any third party system 

(whether internal or external) using the web 

services, respectively, any other interfaces 

agreed.  The system is designed in a modular 

manner; therefore it is possible to replace 

any subsystem by another one without sub-

stantial additional costs.

The LPS system is an advanced application with  

a nice transparent user interface. A strong 

emphasis in developing the user interface was 

placed on intuitive controls, so the LPS does not 

require long complex training of the end users.

Example of Application

Benefits Arising from LPS Solution Implementation

Based on the experience of deployment LPS solutions, it can be stated there is a time savings in direct client official 
engagement and authorization roles of about 20% and in special cases up to 60%. This enables the unchanged team of 
workers to help improving the efficiency of sales. Thus, the time saved can be used for looking after current clients and 
new acquisitions. Another direct effect is the increased loyalty of customers who are not unduly bothered by documenting 
information and their applications are handled in a guaranteed time. Loyal customers will implement their business opera-
tions with just such effectively functioning financial institution.
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