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Focus on multi-channel payments and 

services where we have retail networks

Introduction - we said we would… 



We said we would reshape the business
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Financial review



Results in line with expectations 6
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Net revenue 7

£57.9m

£59.3m
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Cash generation and use 8
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1. Includes £1.7m (2015: £2.0m) of cash included in assets held for sale
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Operational review



Retail Payments and Services – UK & Ireland 11
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UK & retail net revenue by service
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Retail Payments and Services - Romania 12
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41%

9%

50%

30,715
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PayPoint One progress



multiple groups

The opportunity

Symbols and independents
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Convenience retail today 17



PayPoint One overview 18

https://www.youtube.com/watch?v=TcwR_6eiqH0
https://www.youtube.com/watch?v=TcwR_6eiqH0


How PayPoint One delivers

2

Serve customers 

quickly

Advanced 

connectivity

3

Improve 

business 

efficiency

4

Future proof 

technology
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EPoS for all

Till 

20



Our commercial model will reduce barriers to adoption 

EPoS as an upgrade, rather than expensive stand alone purchase decision

Strong differentiation through:

Competitive price to retailer

Unique service range

Cutting edge technology

Commercial model to open up EPoS access for all and encourage maximum adoption

21



Price for PayPoint One bundled services (announced September)

Hardware

New customers

Upgrades to EPoS 

Core

Upgrades to Till 

App

Weekly charge*

No upfront cost

£20

£15*

£10*

* includes services currently charged at up to £7.50 per week
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Early positive sales progress to 24 November 23



Provides new insight 24
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What the retailers think about PayPoint One 25



Summary and future 

developments



Summary and future developments 27
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Appendices



Appendix 1

Materials to support the consumer transaction
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Materials to support the consumer transaction

UK Retail: Client media payment
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Materials to support the consumer transaction

UK Retail: Retail store
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Materials to support the consumer transaction

UK Retail: Terminals, Pin Pads and ATMs
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Materials to support the consumer transaction

UK Retail: PPOS virtual terminal
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Materials to support the consumer transaction

UK Retail: New and developing sectors

Digital content Cash Out
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Materials to support the consumer transaction

www.collectplus.co.uk
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Materials to support the consumer transaction

Collect+: Phone pick up barcode
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Materials to support the consumer transaction

Collect+: UK network



Appendix 2

Retail payments and services
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Retail Payments and Services
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Appendix 3

Strategy



Results for the year ended 31 March 2016

Strategy - the world has changed and disruption is the norm 43



“Online shopping stealing footfall from 

Britain's high streets” 20 July 2015

The rise of online shopping is continuing to hurt the British 

high street with footfall slumping

“Boom time for the British corner shop as 

customers ditch the weekly trolley dash”
18 May 2016

Shoppers are giving traditional British corner stores a huge 

boost by increasingly popping in for top-up buys. The weekly 

supermarket trolley dash is now in slow decline.

Instead, millions are swapping bulk buying for their granny’s 

method of shopping – preferring to buy bread, milk, fruit, veg 

and meat when they need it, research shows.

Almost half of shoppers “regularly” visit a convenience store, 

says a study by market analysts Mintel.

Of these, six in 10 buy top-up groceries at least twice a 

week, more than one in 10 visits up to six times a week and 

one in 20 pops in every day.

The “buy it when you run out of it” shopping system has 

lifted the convenience store market by almost 2% to 

£38.7billion in a year. Experts predict it will soar by 13% to 

£43.8billion by 2020.

“UK high streets running out of time as 

more shops close than new ones open” 
16 March 2015

Britain’s high streets are fading away because new shops 

are not opening fast enough to replace those that close, 

despite the economic recovery.

While the 2014 rate of closures was similar to the previous 

year, 16 shops a day, the study of 500 UK town centres 

showed that net closures soared to 987, up from 371 in 

2013.
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…and significant changes taking place on the high street 44



Strategy

Our strategy has positioned us well
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Strategy

Strategic execution
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Strategy

Reshaping business
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Bill 

payment

s

SPS & Collect+

Retail services Bill payments

Retail services 

SPS & Collect+

Strategy

PayPoint One – positions PayPoint at the centre of the store
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EPoS



Customer web view

Strategy

Next generation of payment systems - MultiPay
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Customer app view



Strategy

MultiPay
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Strategy

Long term strategic vision
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10 year CAGR

to 2016 in

Net revenue of 

10.4%


