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A sourced cash-flow map for directors weighing Credicorp Slice against cash reserves, supplier
terms and the wider Credicorp product family.

One large customer can make revenue look strong while cash risk is concentrated in one receipt. A
director should separate timing pressure from a weaker margin before choosing any finance route.

Credicorp Slice belongs in the comparison when customer concentration has become one supplier,
adviser or service invoice that can sensibly be split. The product fit comes from the shape of the
cost, not from the page label.

Stress-test the plan without the largest receipt before deciding how much to draw. Recheck the
linked product and public-source pages before relying on the note.

For Credicorp Slice, start with the supplier invoice. If there is no defined bill to spread, it is probably
the wrong route.
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