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• Income	diversifica;on	opportuni;es.	
• Access	to	a	new	economic	sectors.	
• Custody	and	management	of	more	instruments.	
• High	issuance	volumes,	large	market.	
• Strategic	 alignment	 with	 the	 market	 (virtualiza;on	 of	 othes	
economic	sectors).	

	

Context…..	Why	Depositories	should	manage	other	securi;es?	

Securi;es	in	Colombia:		
•  Credit	Securi2es:	Bills	of	exchange,	promissory	notes,	checks,	bonuses,	gi?	cer2ficates,	invoices.		
•  Representa2ve	2tle	of	merchandise:	Cer2ficate	of	deposit,	LeEer	of	loading	and	bill	of	lading.		



It	is	a	novel	technological	solu;on	from	Deceval	for	the	virtual	
instrumenta-on	of	credit	in	various	sectors	of	the	economy,	
facilita;ng	the	issuance	and	subscrip;on	and	electronic	life	

cycle	of	promissory	notes.	

7	x	24	Anywhere	100%	Electronic	

Value	proposi;on	:	Dematerialized	Promissory	notes…	



¿What	are	our	services?	

ISSUANCE	 TRANSACTIONS	 INFORMATION	

3.		
Electronic	
Signature	of	
Promissory	

Note	

2.	Promissory	
Note	crea2on	1	Crea2on	of	debtor	

and	promissory	
note	template	

4.	Book-Entry	
and		custody.		

1.	Fill	out	the		
promissory	note	 2.	Payment	

block	process	

3.	
Endorsements	–	

Book-Entry	

4.	Change	
par2cipants	

Depository		
Records	

Depository	
Cer2fica2ons	

Reports	

5.	E-mail	
no2fica2on	



Connec;vity	and	signing	op;ons	

Interac;ve	
Web	B2C	

(All	opera2on	over		
Deceval’s	applica2on	
with	authen2ca2on	

TOKEN)	

Web	Services	
		B2B	

(Create	Debtor,	
promissory	note,	sign,		
cancella2on	and	sign	

no2fica2on	

Sign	on	Deceval´s	
system.		OTP	SMS	

Sign	on	the	
customer	website.	

Sign	on	biometric	
or	mobile	devices.	

Sign	on		Deceval´s	
Website.	

Internet	Access	



Business	Challenges:	Commercial	

Know	the	customer's	
business	model	

Strategic	of	
Consulta2ve	Sale	

Customer	Business	
Plan	-	(CRM)	

ü  Mission,	core	values	and	vision	
ü  Technology	(internet,	portability,	

web.)	
ü  Your	customer	service	channels	

(face-to-face	or	non-face-to-face).	
ü  AEen2on	schedule.	
ü  Geographic	coverage	
ü  Sell	a	Por^olio	and	to	who?	
ü  The	difficul2es	and	how	I	can	

generate	value.	
ü  Ra2onal	selling.	
ü  Take	2me:	3	stages:	sales,	

development	and	produc2on.	
ü  Par2cipa2on	of	the	customer´s	

legal,	opera2ons,	technology,	
financial	staff	

ü  Requires	ongoing	assistance	
from	the	Commercial	
Management.	

ü  Strategy	by	Customer	
ü  Deeper		customer	

knowledge.	

The	need	to	know	and	understand	the	customer's	needs	



Business	Challenges	:	Product	development	and	technological	growth		

Solu2on´s	con2nuous	
improvement	

Technology	update	
Technological	
Capacity	and	
Availability	

ü  Specific	 requirements	 of	 customer	
according	 to	 their	 business	 model:	
services,	reports,	sign	op2ons.	

ü  Structuring	 of	 alliances:	 product,	
opera2ve,	technological,	government.	

ü  Ongoing	upgrade	to	
industry	standards.	

ü  Non-invasive	technology	

ü  Growth	expected	to	
75,000	promissory	notes	
per	month	(in	March	
2017	21,000	month)	

ü  99.6%	availability	

Proac;vity	in	products	and	technological	development	



Business	Challenge:	Service	and	opera;on	required	

Weekly	Opera2ng	
Support	

Weekend	
opera2onal	support	

7x24	Opera2onal	
support	

ü  Promissory	Notes	Template.	
ü  Monitoring	the	service.	
ü  Support	the	opera2on	of	customers.	
ü  Technology	service	desk.	
ü  Training.	

ü  Opera2onal	support	and	
service	desk	technology.	

ü  Remote	access.	

ü  Technology	monitoring	
ü  Small	windows	to	

maintain	the	applica2on	
ü  Service	level	agreements	

SLA	

Deceval	in	a	different	opera;on	from	the	tradi;onal	one	



Successful	stories:	Davivienda	y	Yanbal	

Objec-ve	
Grant	a	credit	card	in	8	minutes	without	paper.	
	
Adver-sing	campaign	
	
Sales	Channel	
Ishop	Colombia	to	buy	Apple	products.	
	
Results	
21,000	credit	cards	in	4	months	(same	number	of	promissory	
notes	in	Deceval),	36	million	dollars	in	quota.	
	
Indicators	-	Placement	
Through	 a	 single	 channel,	 Davivienda	 in	 4	 months	 could	
issue	more	credit	cards	than	its	network	of	offices	(750).	
Issued		without	commercial		team	of	the	Bank.	

Objec-ve	
Provide	credit	in	20	minutes	to	sellers		to	sell	Yanval	
products	without	paper.	
	
Sales	Channel	
Yanbal	Sales	Promoters	
	
Results	
10,000	credit	quotas	granted	per	month	(150,000	
promissory	notes	in	custody	at	Deceval	as	of	December	
2016)	
	
Indicators	-	Efficiency	
Reduc2on	of	paper	and	transporta2on	costs	(75%)	
Reduc2on	of	fingerprin2ng	and	securi2es	management	
(75%)	



Promissory	Notes	in	Custody	and	customers	of	our	Solu;on	

Some	of	our	
customers	

Customers	in	
Implementa;on		

Dematerialized	promissory	notes	-	custody	evolu;on	

CUSTODY	EVOLUTION	
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Phone:	(571)	4193737	Ext.	1728	Cell	Phone:	300-2978874	
vduran@deceval.com.co	
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www.deceval.com.co	
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