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The Collections Conundrum
in 2026

U.S. consumer debt has entered a new inflection
point. Household debt hit $17.5 trillion in late
2024, up 4.8% year on year', as credit card,

auto, and personal loan balances surged.
Delinquencies are rising across products—credit
card defaults reached 6.8% and auto loans 5% in
2025, according to the New York Fed“—signaling
a structural shift in household finances, not a
temporary spike.

At the same time, borrower expectations have
changed dramatically. Customers now expect
collections to be as seamless and personalized
as digital banking, not a sequence of scripted
calls or rigid repayment plans. As McKinsey
observes, “the goal of collections is no longer
simply to reduce delinquencies, but to support
customers in overcoming financial distress while

maintaining trust and loyalty”>.

This evolution—accelerated by generative Al and
self-service platforms—is transforming collections
into a core customer experience function.
Regulatory scrutiny from the CFPB amplifies

the pressure, requiring transparency, fairness,
and consistency while penalizing aggressive or
opaqgue practices.

To stay ahead, lenders must fuse
automation, analytics, and empathy in a
unified operating model. Al—especially
Agentic Al—is enabling that convergence.
Al-led personalization and automation
reduced unpaid balances by 33% and
lifted online collections by up to 29%*
according to a recent studly.

These outcomes mark more than efficiency
gains—they redefine collections as a trust
engine that protects portfolios and preserves
relationships at once.
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The Shift: From Debt Recovery to
Customer Relationship Management

Collections have evolved from a back-office recovery function
to a defining moment in the customer relationship. In today’s
transparent, digital-first environment, a borrower in delinquency
isn’t lost—they’re a customer in need of empathetic assistance.

Practically, this means abandoning the traditional “dial-and-
demand” model and adopting data-driven, emotionally intelligent
approaches. Lenders embracing this philosophy report higher
Net Promoter Scores (NPS), lower churn, and stronger employee
morale—as Al handles repetitive tasks and humans focus on
empathetic resolutions.

According to McKinsey (2024), lenders using generative
Al in customer assistance achieve 40% lower
operational costs, 10% higher recoveries, and 30%
better satisfaction®. Al personalizes outreach—choosing
the right channel, tone, and repayment offer—while
predictive models and self-service portals let customers
resolve issues proactively.

The future of collections lies in uniting compliance, data, and
empathy into a single, intelligent ecosystem. This transformation
is as cultural as it is technological—where collectors evolve

into agents of care, and success is measured not only in dollars
recovered but in trust retained. Al makes scalable empathy
possible—transforming collections from enforcement to
engagement and turning every contact into an opportunity to
strengthen loyalty.

The Collections Experience Flywheel

DETECT

Predictive analytics
flag early
deliquency risk

Continuous feedback
into models and staff
training machine+
empathy
scoring

EMPATHY+AI

CONTINUOUS
IMPROVEMENT CYCLE

ENGAGE

Omnichannel outreach
using personalized,
emphatic tone

RESOLVE

Dynamic repayment plans
and self-cure options
digital negotation

WP-1072 // © 2(

)26, Sutherland Global Services, Inc. A



The Al Advantage: Agentic and Predictive Intelligence in Collections

The next era of collections is being powered by Agentic Al—systems capable of perceiving, deciding, and acting autonomously across borrower touchpoints. Unlike
traditional automation, agentic Al doesn’t just execute instructions—it learns, reasons, and adapts.

McKinsey describes such systems as “multi-agent ecosystems” that collaborate to handle complex workflows like credit risk evaluation, call scripting, and payment

negotiations’. In collections, this manifests through five core capabilities:

Predictive Insight

Al analyzes behavioral

and transactional data to
forecast delinquency risk
and repayment probability.
According to Prodigal
Technologies (2025),
predictive analytics can
identify potential defaulters
early, allowing lenders

to adjust communication
cadence and repayment
options before delinquency
occurs®.

Personalized
Engagement

Using natural language
models, Al can craft
messages that match

each borrower’s tone,
communication preference,
and emotional state. As
Teleperformance found, Al-
powered voice and chatbots
that employ sentiment
analysis can increase right-
party contact rates by over
25% while ensuring FDCPA-
compliant language”®.

Empathy at Scale

Agentic Al copilots assist
human collectors in real
time, interpreting borrower
sentiment and suggesting
empathetic phrasing or
de-escalation strategies.
McKinsey’s credit customer
assistance study showed
that copilots improved
agent productivity by 14%
and enhanced repayment
success rates by 6% when
emotional tone and timing
were optimized™.

Loss Mitigation
Intelligence

Al can dynamically
recommend the “next best
action” for each borrower—
such as offering partial
settlement, pausing interest
accrual, or initiating a self-
cure plan. In Sutherland’s
Digital Collections programs,
this approach has produced
up to 30% higher dollars
collected and 20%
improvements in NPS, while
reducing cost-to-collect by
nearly half".

Continuous Learning
Loops

Every customer interaction
feeds the Al engine, refining
segmentation, outreach
scripts, and repayment
pathways. Over time, these
models self-optimize,
improving hit ratios and
compliance adherence
without manual intervention.




Al-Human Synergy Model
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Omni-channel workflow automation | Payment orchestration /
Data and compliance logging

A crucial differentiator of agentic Al is its ability
to blend predictive analytics (what will happen)
with generative intelligence (how to respond).
This dual capability allows systems to analyze
intent and sentiment simultaneously, determining
not only who to contact, but how and when.

Consider a delinquent borrower receiving an
Al-orchestrated SMS that recognizes their
communication history, references a recent
hardship request, and proposes a modified
payment schedule—all written in a tone of
reassurance rather than pressure. Behind that
message are dozens of micro-decisions made
in real time: optimal channel, best hour for
contact, compliance verification, and emotional
resonance.

These are not theoretical advances—they are
operational realities for a growing number of
U.S. lenders. In Teleperformance’s use cases, Al-

driven segmentation reduced unpaid balances
by 33%, while automation cut calling costs by
**M8%***. Similarly, Sutherland Digital Collections
applies an ecosystem of Agentic Al modules—
from Delinquency Predictor Agents to Empathy
Coach Agents—to help banks manage portfolios
ethically and efficiently.

By blending data science with human
understanding, Al is turning collections into

a high-value customer dialogue rather than a
transactional demand. It enables precision with
empathy, empowering lenders to intervene early,
resolve faster, and retain customers longer.

As the industry moves toward 2026, the winning
institutions will be those that see Al not as a
compliance tool or cost lever, but as a relationship
infrastructure—a new nervous system that senses,
responds, and learns in real-time.







Empathy and
Personalization at Scale

For decades, the collections industry has

wrestled with a paradox: the need to recover debt

efficiently while treating customers with dignity. In
an age where customer experience (CX) directly
correlates with retention and reputation, that
paradox has become untenable. Collections can
no longer be viewed as a compliance function—
it must operate as a customer care discipline
grounded in empathy, personalization, and trust.

In McKinsey’s 2024 study on credit customer
assistance, analysts noted that generative Al is
now capable of not just automating workflows
but also “improving and personalizing customer
contact, boosting the capability of agents serving
clients, and freeing up time for cases that require
a high-touch approach.” In practical terms, this
means combining data science and emotional
intelligence to humanize every engagement.

When an overdue borrower is contacted

by an Al system that recognizes their tone,
understands prior payment history, and responds
with supportive language rather than threats—
the outcome shifts dramatically. Delinquency
resolution rates rise, complaints drop, and brand
perception strengthens.

At the heart of this new model is contextual
personalization. According to Prodigal
Technologies (2025), Al-powered systems
can now analyze hundreds of behavioral
and transactional signals—such as payment
frequency, communication tone, or device
usage—to tailor contact strategies for each
borrower?. For instance, Al can identify that a
single parent tends to respond best to early-
evening text messages and adjust outreach
accordingly. At the same time, a gig worker
might prefer self-service options accessible
outside normal banking hours.

In Sutherland Digital Collections, this
personalization is powered by Agentic Al models
like the Empathy Coach Agent and Conversation
Intelligence Module. These systems dynamically
adjust outreach tone and suggest language that
builds trust (“We’re here to help you stay on
track”) rather than resistance (“You’ve missed
your payment again”).

Empathy also translates directly to efficiency.
Research shows that empathetic digital
channels—such as voice bots trained in
sentiment detection—can improve right-
party contact rates by over 25%, reduce

call escalations, and maintain full FDCPA
compliance®.

At scale, this creates a dual advantage:
borrowers feel heard, and organizations
operate more efficiently. Al-driven
empathy enables consistency across
thousands of conversations that previously
depended on individual agent discretion.
For lenders, this means that compassion is
no longer anecdotal—it’s institutionalized.




Digital Self-Cure Ecosystem:
Prevent, Personalize, Resolve
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Designing for Digital Self-
Cure and Loss Mitigation

The most forward-looking lenders are redefining
collections as a prevention capability, not merely a
recovery function. With the right predictive models,
many delinquencies can be avoided before they
occur—a strategy increasingly known as digital self-
cure.

As McKinsey notes, gen Al can “identify core issues
a customer is facing, such as missed statements or
income fluctuations, and address these proactively—
reducing demand for manual intervention and
improving experience.” In this self-cure paradigm,
digital systems act before the first missed payment,
nudging customers with tailored options such as:

« Proactive reminders based on behavioral
triggers (e.g., paycheck cycles or recurring
expenses).

« Self-service renegotiation portals allowing
borrowers to restructure terms in real-time.

« Predictive hardship identification, where Al
detects stress signals—Ilike reduced deposits or
unusual transaction pauses—and suggests short-
term payment holidays or support programs.

This early-intervention model reduces charge-offs
and human effort simultaneously. According to
Teleperformance’s 2024 report, digital-first outreach
and predictive segmentation reduced unpaid
balances by 33% and boosted recovery revenue by
5% of gross outstanding in major U.S. banks*.



Digital self-cure not only preserves relationships but also reshapes loss-mitigation Omnichanne| Repayment Ecosystem

economics. Instead of spending disproportionately on late-stage collections
(where ROI diminishes), lenders can reallocate resources upstream—into data,
analytics, and Al-based engagement design.

In Sutherland Digital Collections, these dynamics are orchestrated through a fully
integrated, Al-driven lifecycle model:

1. Pre-Delinquency Prevention — Behavioral analytics forecast potential risk; Al
sends contextual nudges via digital channels to encourage timely payments.

2.Early Stage Collections (1-30 days) — Al copilots and bots handle the majority
of routine outreach; predictive segmentation tailors communication cadence
and tone.

3.Late Stage Collections (30-90+ days) — Human agents focus on complex
negotiations supported by Agentic Al for next-best-action guidance.

4.Recoveries and Back Office — Automated dashboards unify insights on
customer sentiment, compliance, and resolution outcomes.

In each stage, Agentic Al functions as a collaborative partner to human
expertise, ensuring that empathy, efficiency, and compliance remain aligned. This
combination of automation and emotional intelligence represents the new frontier
in sustainable loss mitigation.

Moreover, self-service channels are becoming the preferred medium of
engagement. Prodigal (2025) highlights that over 60% of U.S. borrowers now
prefer digital interaction (text, chat, or portal) over traditional phone outreach?.
Integrating self-serve payment options—QR codes, digital wallets, or automated
reminders—reduces friction and increases the likelihood of repayment.

The key is balance. Digital systems must be empowering, not punitive;
predictive, not invasive. The real innovation lies in blending proactive
assistance with borrower autonomy—helping customers self-correct rather
than waiting to be collected upon.




Framework: The Human-Digital Collections Maturity Model

To help institutions benchmark their evolution, Sutherland has developed a Human-Digital Collections Maturity Model, adapted from market best practices and field
experience across U.S. retail banks, fintechs, and credit unions. The model identifies four progressive stages of transformation:

Characteristics Technology Use Customer Experience Outcomes

Collections handled post-default;
Level 1: Reactive (Manual) siloed systems; compliance focus
only

Manual workflows, basic dialers, Generic, reactive contact; high High cost-to-collect, low recovery,
spreadsheets customer stress reputational risk

Standardized scripts; batch Basic automation, IVR, digital Faster response but low Some efficiency gains; CX still

Level 2: Automated (Process-led) i, ) . : . R ) .
communications; limited analytics dialers personalization inconsistent

20-30% higher contact
and repayment rates; lower
delinquencies

Predictive segmentation and omni- Machine learning, dashboards, Personalized outreach, improved

Level 3: Intelligent (Data-driven) channel engagement analytics empathy

40-50% lower cost-to-collect,
30%+ recovery improvement,
stronger loyalty

Autonomous agents drive next-
Level 4: Agentic (Al-orchestrated) best actions; humans oversee
exceptions

Agentic Al, emotion recognition, Scalable empathy; predictive
real-time copilots prevention; self-service first

This model visualizes an industry in motion—from manual to mindful. The ultimate At Level 4, collections become an enterprise differentiator. Al copilots like Sutherland’s

goal isn’t to remove people from collections; it’s to elevate them—transforming Sentinel Al and HelpTree platform ensure every agent interaction is compliant, contextual,

human agents into relationship stewards guided by Al intelligence. and optimized. Borrower outcomes are measured not just by repayment, but by
satisfaction, trust, and retention.




This stage also redefines performance measurement. Four Pi"ars of Futu re-Ready CO"eCtiOnS

Instead of raw recovery rates, organizations evaluate
metrics like

- Digital Cure Ratio
(percentage of accounts resolved digitally)

« Customer Sentiment Index
(derived from voice and chat analytics)

« Cost-to-Empathy Ratio

(operational cost per empathetic engagement) . . .
Predictive Intelligence
These human-centric KPIs align business success
with borrower well-being—a defining characteristic of

responsible Al in finance. O

As Teleperformance (2024) observed, “the business V== Personalized Engagement

imperative has shifted from business continuity to
delivering holistic customer support and debt resolution
schemes.” For lenders, reaching the Agentic stage isn’t
just a competitive milestone—it’s a cultural transformation.

m m Ethical Automation

Empathetic Human Oversight







Case Spotlights: Human-Centered Al in Action

The evolution of collections from reactive recovery to proactive engagement isn’t theoretical—it’s already being realized across U.S. lenders partnering with Sutherland. Below are selected

case studies illustrating how Al, analytics, and empathy have converged to create measurable business and customer impact.

Case 1: Driving 33% Improved Efficiency and Lower Charge-offs for a
Leading U.S. Fintech Lender

A fast-growing digital lender specializing in personal loans faced increasing
delinquencies following interest rate hikes in 2024. Manual workflows, inconsistent
outreach, and limited customer segmentation were driving higher operational
costs and customer complaints.

Solution:

Sutherland implemented a Digital Collections ecosystem powered by Agentic
Al orchestration, predictive segmentation, and omni-channel communication. Al
copilots analyzed borrower behavior and dynamically adjusted outreach tone
and cadence. The system also integrated with the fintech’s CRM and compliance
infrastructure for seamless oversight.

Impact:

o (o) (o) o
33% 22% 20% 40%
improvement reduction in improvement reduction
in collections charge-off rates in customer in manual
efficiency satisfaction effort through

scores automation

Case 2: A Leading U.S. Credit Card Issuer Cuts Opex by 30% through
Empathetic Al

A top-five U.S. credit card provider struggled with rising cost-to-collect and
declining engagement rates, especially among Gen Z and millennial borrowers
who resisted traditional outbound calling.

Solution:

Sutherland deployed an integrated Agentic Al platform that combined predictive
models (to forecast delinquency risk) with personalized engagement workflows (to
tailor digital communication). Its Empathy Coach Agent guided call center staff to
mirror emotional tone and avoid negative phrasing, while Sentinel Al ensured real-
time FDCPA compliance monitoring.

Impact:

30% 25% 15% 100%

reduction in increase in right- rise in kept- regulatory
operational party contact payment compliance
expenditure rate promises adherence




Case 3: A Regional Credit Union Improves Repayment Likelihood by Case 4: U.S. Auto Finance Leader Reduces Resolution Time by 30%
20% via Digital Self-Service

An auto finance provider managing a multi-billion-dollar portfolio needed to
A member-owned credit union wanted to modernize collections to better serve streamline collections and repossession prevention while maintaining compliance
its community-oriented customer base. With rising credit card and auto loan with CFPB and state-level regulations.
delinquencies, leadership sought a scalable yet empathetic approach.

Solution:

Solution:

Sutherland integrated predictive analytics with sentiment analysis to identify at-
Sutherland introduced Digital Self-Cure Journeys, enabling members to risk borrowers and intervene before repossession became necessary. Al copilots
renegotiate payments or set up plans via text, web portal, or chatbot. Behind the supported human agents with real-time prompts, while HelpTree automated case
scenes, HelpTree Al synthesized call summaries, flagged hardship indicators, and documentation.
prioritized accounts for agent escalation only when human empathy was essential.

Impact:

Impact:

20% 45% 12 point 99% 30% 18% 40% 97%

higher of cases self-cured Net Promoter compliance reduction in improvement in lower cost-to- QA and
repayment digitally without Score (NPS) accuracy in resolution time settlement rates collect compliance
likelihood agent intervention uplift audit review accuracy

Case Study Summary Client Type Sutherland Al Capabilities Used Key Results

Each case underscores a consistent theme:

Al amplifies human empathy, it doesn’t replace it.
The best results emerge where intelligent systems Credit Card Issuer Empathy Al, Compliance Sentinel 30% Opex reduction, 15% higher kept promises
and skilled collectors collaborate, uniting data with
compassion.

Fintech Lender Predictive Al, Agentic Orchestration 30% efficiency gain, 22% charge-off reduction

Credit Union Self-Cure Al, HelpTree Automation 20% repayment improvement, +12 NPS

Auto Finance Predictive + Sentiment Al 30% faster resolution, 97% QA accuracy




Future Outlook: Ethical, Sustainable, and
Digital-First Collections (2026—-2030)

The next five years will mark a turning point in U.S. debt management. As
Al continues to mature, collections will evolve from reactive to predictive,
ethical, and customer-centric ecosystems that actively promote financial
wellness.

1. Rise of Responsible Al in Collections

Al will not just be a performance lever—it will become a moral and
regulatory imperative. Lenders will be expected to demonstrate
algorithmic fairness, explainability, and transparency in every automated
decision. According to McKinsey (2024), “Responsible Al will be the
foundation for consumer trust and regulatory compliance in financial
services.”

Future systems will feature “glass-box Al”, where every action—from
repayment suggestion to customer outreach—is traceable and auditable.
WorkFusion’s 2025 FinCrime report calls this the “era of auditable
empathy,” where digital systems must demonstrate how decisions strike a
balance between compliance and compassion.

TRANSPARENCY

The Responsible Al Loop

TRUST

TRANSFORMATION




2. Embedded Collections in Open Finance Ecosystems

As open banking and APIl-based ecosystems expand, debt recovery will integrate
directly into broader financial journeys. Collections will become contextual,
invisible, and continuous—surfacing within banking apps, digital wallets, and buy-
now-pay-later platforms. Borrowers will be able to adjust payment schedules or
restructure credit lines directly from embedded interfaces, eliminating traditional
handoffs.

In this ecosystem, Agentic Al will act as an orchestration layer, harmonizing data
across accounts, lenders, and customer touchpoints. Real-time financial health
dashboards will alert borrowers to potential risks, effectively turning collections into
preventive financial coaching.

3. Hyper-Personalized Financial Assistance

Al's growing emotional intelligence will unlock personalized repayment journeys
based on individual financial psychology. Behavioral science will merge with data
analytics to create hyper-personalized support. For example, tone analysis may
detect borrower stress and automatically adjust repayment terms or escalate to an
empathetic human representative.

Prodigal (2025) predicts this shift will increase repayment rates by up to 30% and
reduce delinquencies by 40% in institutions that adopt behavioral and Al-driven
personalization.

4. Compliance and Consumer Protection as a Competitive Edge

The CFPB, FTC, and state-level regulators are sharpening their focus on fair and
transparent collections. The next phase of compliance will require explainable
automation, multilingual accessibility, and consistent tone governance across all digital
channels.

Organizations that bake compliance into their digital DNA—uvia tools like Sentinel Al for
preventive control and HelpTree for automated case tracking—will convert regulatory
readiness into brand differentiation. As Teleperformance (2024) emphasized, “efficiency
and compliance are not trade-offs—they are twin outcomes of intelligent design.”*

5. The Human Reframe: From Collectors to Counselors

Perhaps the most profound change will be human. By 2030, collectors will no longer
be measured by calls made or payments secured—but by customer outcomes
achieved. Al will handle the mechanical; humans will handle the meaningful.

Agentic copilots will serve as “digital conscience” systems, prompting agents toward
empathy, fairness, and resolution-based communication. This transformation will
attract a new profile of talent—data-literate, emotionally intelligent, and purpose-
driven professionals redefining what success in collections looks like.

Tomorrow’s Collections Agents
Are Relationship Architects.




Conclusion: From Recovery to
Relationship Capital

As the U.S. lending landscape enters its next cycle, one truth stands clear:

collections excellence will define competitive advantage. In a world of
rising debt, regulatory scrutiny, and Al acceleration, the organizations that
thrive will be those that treat collections not as a transaction—but as a
trust-building moment.

From banks to fintechs to credit unions, every interaction with a borrower
presents an opportunity to reinforce brand integrity and promote financial
wellness. Agentic Al, predictive analytics, and empathetic design are

not merely technological tools—they are the ethical infrastructure of
tomorrow’s financial system.

Sutherland’s point of view is simple yet bold:

« Collections is no longer about dollars recovered—it’s about
relationships sustained.

« Empathy is not a soft skill—it’s a strategic differentiator.

« Al is not replacing humans—it’s restoring their purpose.

As digital and human intelligence converge, collections will evolve into a
holistic engagement model that blends predictive precision with human
compassion—protecting portfolios while preserving dignity.

The New DNA of Collections

Compliance




Strategic Recommendations for CXOs

1. Invest in Predictive Al for Prevention, Not Just Recovery.
Prioritize early-warning models that detect pre-delinquency signals and enable proactive
intervention.

2. Institutionalize Empathy through Design.
Embed emotional intelligence into Al workflows and human training; measure empathy
as a business KPI.

3. Automate Compliance at Every Touchpoint.
Deploy Al systems with built-in explainability, real-time policy monitoring, and “glass-box’
traceability.

)

4. Scale Digital Self-Cure Capabilities.
Provide borrowers with intuitive, always-on self-service platforms that empower rather
than penalize.

5. Reframe Collections Talent Strategy.
Upskill agents into data-driven counselors—professionals who combine analytics literacy
with emotional acuity.

Collections is no longer the back end of banking—it is the frontline of trust.
As financial institutions embrace the dual power of Al and empathy, they are not just
reimagining recovery—they are redefining responsibility.



About Sutherland Digital Collections

Sutherland Digital Collections is an end-to-end, Al-powered and
omnichannel suite that covers the full collections lifecycle — from
pre-delinquency prevention, early stage and late stage collections
to recoveries — across all lines of business, including consumer
loans, credit cards, auto loans, BNPL, mortgage, and tax dues.

Built using Sutherland’s proprietary digital platforms, we combine
advanced analytics, Al agents, and workflow automation along
with trained collectors and compliance expertise to help you

drive better collections performance while delivering a seamless
customer experience.

Sutherland Digital Collections at a Glance

Al-Led Digital Collections

Collections Analytics

- Agentic Al across the
spectrum

- Predictive Analytics

Customer Segmentation
- Workflow & Campaign
Management

- Integrated Dialer & IVR

Hyper-Personalization

Operational Analytics

Skip & Phone Behavior
Intelligence

« Omni-Channel Outreach
- Branded Caller Display
- Caller Name Optimization

- Digital Accelerators

Our Collections Credentials

$700M+ $6B+

6000+

collection active debt collected annually
professionals inventory managed
across a multi-geo  monthly

delivery network

6

Managed Services

Global Delivery Model
Domain Experts on Demand

Process Design &
Standardization

CoE-Driven Support

Enablement Tech (Al/ML/
Bots)

X3

Collections Compliance

Regulatory Compliance
Call & Screen Recording
Internal Audits

Risk Analysis

Preventive & Detective
Controls

20+

Years of first-
party collections
experience

13+

delivery locations
including the

US, Jamaica, the
Philippines, India,
and Colombia

&

Ethical & Sustainable Collections

Empathetic Communication
Empowered Agents
Financial Education
Fair & Transparent Practices

Ethical, Customer-Centric
Collections



What makes Sutherland Digital Collections Different?

v’ Integrated Digital Suite with Agentic Al

A single ecosystem that unites analytics,
automation, and Al agents for faster resolution
and lower cost. From analytics to dialers &
branded caller displays and more- all powered
through a combination of Sutherland IP &
partnerships.

Compliance by Design

Built-in FDCPA, CFPB, and GDPR guardrails.
100% regulatory adherence with preventive &

detective controls, ensuring ethical collections.
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Artificial Intelligence. Automation. Cloud Engineering. Advanced Analytics.
For Enterprises, these are key factors of success. For us, they’re our core expertise.

v/ Operational Scale & Experience

6,000+ collectors, 20+ years of domain
experience, $6B+ annual collections.
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Learn More

We work with global iconic brands. We bring them a unique value proposition through market-leading technologies and business process excellence. At the heart of it all is Digital Engineering Services — the foundation that powers rapid innovation and scalable business transformation.

We've created 363 unique and independent inventions, 250 of which are Al-based and rolled up under several patent grants in critical technologies. Leveraging our advanced products and platforms, we drive digital transformation at scale, optimize critical business operations, reinvent experiences, and pioneer new
solutions, all provided through a seamless “as-a-service” model.

For each company, we provide new keys for their businesses, the people they work with, and the customers they serve. With proven strategies and agile execution, we don’t just enable change — we engineer digital outcomes.

W SUTHERLAND in @ X

digital outcomes. sutherlandglobal.com
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