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GE Capital - Australia & New 
Zealand
Retailer Solutions

Insurance

Money Direct

Corporate 
Financial 
Services

Pacific Premium 
Funding

Fleet/ Equipment 
Finance

Distribution Finance

New Zealand

 
GE Capital’s third largest market in the 
world

#1 sales finance provider

Top 2 credit card issuer

Add value as a retail partner 
because we think like retailers.

Leading mid-mkt corporate 
financier
40% of corporate aviation 
market 

# 1 inventory financier

Provide finance support through 
the supply chain from 
manufacturer to distributor to 
dealer

# 1 fleet manager Ð Leasing 
company
160,000 cars under mgmt

# 1 finance company

350,000 customers

64% of business conducted 
online 

Leading credit insurance 
provider
Fully integrated with our 
consumer finance businesses 
and products 
350,000 customers

Top 3 personal loans provider

122 branches

We personally assist customers 
to find simple finance solutions. 

# 1 insurance premium financier

Over 70,000 customers 

Real Estate

Leading commercial real            
estate owner

Strategic portfolio exits prior to 
market deterioration

GE Capital has assets in excess of A$35 billion & over 3 million  
customers across Australia & New Zealand.



3 /

Agenda

Why the Change?
Approach & Technology 
Review
Demonstration 

The Wrap
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Why the 
Change?
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Business Transformation
ÉÉ.. Online engagement is the big 
win Online Usage GrowthNew Levers

Revenue Digital Process eMarketing

Why it Will Be Better

1:1
Relationship

Trust 
& Safety

Mobile Web 2.0

Strong Payback

•Productivity
•New Revenue

•Reduced Operating cost

•Technology Reuse
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Why are we doing this Project?
Customer Demand Financial incentives

Technology Competitors



7 /

The Four Pillars
| service

Trust & Safety
(Feel safe)

•Security Tips 
•Fraud Alerts
•Strengthen Site Security

Convenience
(I’m in control) 

•Product, Statement & Fee 
info 
•Manage your money tips
•Balance & Payment rec’d 
Alerts

Save Paper
(Green & informed)

•eStatements
•Digital access to financial 
transactions  

Pay Bills
(Save time & get points)

•BPay out
•Pay Anyone
•Direct Credit

features & benefits

1
2
3
4

Outstanding service with real benefits
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Approach & 
Technology
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The Approach
Design People

Technology Process
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Aligning Business & IT 
Architecture 

Customer Servicing Mgt

Process Layer

Customer
Multi-
Channel

Customer
Service

Originations Servicing S2S

System

System

 Many Channels, Same Process & Great Service

Collections

Customer Facing Channels

Event, Contact, Knowledge & Doc Mgt 

CoreSystem
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Demonstration
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The Wrap
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Next Battlegrounds
Mash Ups Mobile

Greater Stickiness Social Collaboration
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The Fruits of our Labour

Business Transformation
Online Customer Engagement

New Internal 
Capabilities

Deep
Personalisation

Bleeding Edge
Design

Leading Edge
Security

IT Simplification
& Reuse

SOA 
Environment

Library of
Digital Processes

& Services

New Benefits
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The Wrap
Insights & data aid decision making

Employ creative minds & look 
externally for inspiration

Design for excellence and meeting 
your business goals (cost out & 
margin up)
Know your business & technology 
roadmap
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Thank You


