UNITED STATES
SECURITIES AND EXCHANGE COMMISSION

WASHINGTON, D.C. 20549

FORM 8-K

CURRENT REPORT
Pursuant to Section 13 or 15(d) of the Securities Exchange Act of 1934

Date of Report (Date of earliest event reported): March 13, 2013

ALTISOURCE PORTFOLIO SOLUTIONS S.A.

(Exact name of Registrant as specified in its charter)

Luxembourg 001-34354 Not Applicable
(State or other jurisdiction of (Commission File Number) (I.R.S. Employer
incorporation) Identification No.)
291, Route d’Arlon

L-1150 Luxembourg
Grand Duchy of Luxembourg
(Address of principal executive offices including zip code)

+352 2469 7900
(Registrant’s telephone number, including area code)

NOT APPLICABLE
(Former name or former address, if changed since last report)

Check the appropriate box below if the Form 8-K filing is intended to simultaneously satisfy the filing obligation of the registrant under any of the following
provisions (see General Instruction A.2. below):

0 Written communications pursuant to Rule 425 under the Securities Act (17 CFR 230.425)
o Soliciting material pursuant to Rule 14a-12 under the Exchange Act (17 CFR 240.14a-12)
0 Pre-commencement communications pursuant to Rule 14d-2(b) under the Exchange Act (17 CFR 240.14d-2(b))

0 Pre-commencement communications pursuant to Rule 13e-4(c) under the Exchange Act (17 CFR 240.13e-4(c))

Item 7.01 Regulation FD Disclosure.

Altisource Portfolio Solutions S.A. (the “Company”) has made available on its corporate website (www.altisource.com) its most recent investor presentation.
The Company intends to use the investor presentation from time to time in conversations with investors, analysts and others. A copy of the presentation
dated March 2013 is filed herewith as Exhibit 99.1.

The Company is furnishing this 8-K pursuant to Item 7.01, “Regulation FD Disclosure.” The information contained in this 8-K (including Exhibit 99.1) shall
not be deemed “filed” for purposes of Section 18 of the Securities Exchange Act of 1934, as amended (the “Exchange Act”), or otherwise subject to the
liabilities of that section, nor shall it be deemed incorporated by reference in any filing under the Securities Act of 1933, as amended, or the Exchange Act,
except as shall be expressly set forth by specific reference in such a filing.

Item 9.01 Financial Statements and Exhibits.

The following are filed herewith as exhibits:

(d) Exhibits.



Exhibit No. Description

Exhibit 99.1 Company investor presentation dated March 2013

SIGNATURE

Pursuant to the requirements of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the
undersigned hereunto duly authorized.

Date: March 13, 2013

Altisource Portfolio Solutions S.A.

By: /s/ Kevin J. Wilcox

Name: Kevin J. Wilcox

Title: Chief Administration Officer and General
Counsel
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Altisource’
Forward-looking Statements e

This presentation contains forward-looking statements. These statements may be
identified by words such as “anticipate,” “intend,” “expect,” “may,” “could,” “should,”
“would,” “plan,” “estimate,” “seek,” “believe” and similar expressions. We caution
that forward-looking statements are qualified to certain risks and uncertainties that
could cause actual results and events to differ materially from what is contemplated
by the forward-looking statements. Factors which could cause actual results to differ
materially from these forward-looking statements may include, without limitation,
general economic conditions, conditions in the markets in which Altisource is engaged,
behavior of customers, suppliers and/or competitors, technological developments and
regulatory rules. In addition, financial risks such as currency movements, liquidity and
credit risks could influence future results. The foregoing list of factors should not be
construed as exhaustive. Altisource disclaims any intention or obligation to publicly
update or revise any forward-looking statements, whether as a result of new
information, future events or otherwise.
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) ) Altisource
Altisource Corporate Overview -
Altisource is a globol provider of services focused on high-value, technology-
enabled, knowledge-based solutions principally related to real estate and Chadrrtan: William C. Erbey
mortgage portfolio management, asset recovery and customer relationship
management. CEO: William B. Shepro

Employees: o5 5'?70
®ASED Nasdog: ASPS
_— piGriet Cop: $2.2 Billion

{December 31, 2013}

Altisource’

Performance since August 2009
Separation from Ocwen®

SERVING:
Mortgage, Real Estate, EAG_R !;h'_l'ar.'fet 93%
Utility, Insurance, apita r:arr?n:
\ Credit Card, i

Automotive,
Telecom ;

Fd
i

CAGR diluted Earnings 45%

per Share:
Through December 31, 2012

CAGR Service revenue: 33%

Through December 31, 2012
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Altisource

Key Takeaways

— Impressive historical financial results

— Strong revenue growth visibility

— Attractive growth opportunities

Thinking Ahead. Delivering Today."::
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_ ) Altisource
Historical Performance ——

Met Income Attributable to Altisource (% million)
% of Service Revenue

Service Revenue [$ million)

Operating Margin % .
2a%

1% 2%

2%
14%
1%
(3]
247.0
H H
2008 2009 2010 2011 2012 2008 2009 2010 011
Operating Cash Flow (% million) Diluted Earnings Per Share (%)
% of Service Revenue
1% 18% 188
107
2008 2009 2010 2011 2012 2008 2009 2010 2011 2012
MNotes:
* The sum of the guanerly information on slide 5 may not equal the annual amounts on thiz slide due
o rounding

* 2008 revenue presented above is total revenue, 35 we did not separate revenue between service
revenue and revenue from reimbursable expenses prior to 2009 _‘//_
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Altisource

Homeward Residential and ResCap portfolios

Estimated Percentage

12-31-12 Delinquent?
Loan Count

Homeward Residential and

i . . 2.1 million 13-18%
Residential Capital
Private label securities® 0.9 million 27-32%
Agency? 1.2 million 5-10%
Notes:
1. An estimated 8 — 10% of private label securities are 2™ lien loans, Alisource generates less revenue from 2™ lien loans compared 1o 15! Jien
loans

2. Delinquent loans include any loan that is delinquent for more than 30 days, including loans in bankruptcy, foreclosure and REO as of
December 31, 2012
3. Includes servicing on approximately 0.6 million loans that are being marketed for sale
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Default Related Service Revenue per Delinquent Loan

] ) Altisource
—  ——
Serviced by Ocwen — Mortgage Services
Non — G5SE Loans GS5SE Loans
Default Related Service Revenue per Delinguent Default Related Service Revenue per Delinguent
Loan Per Quarter Loan Per Quarter
Average Number of Delinquent Loans Serviced by Ocwen Average Number of Delinquent Loans Serviced by
{in thousands) - Ocwen {in thousands) 20 20
214 215
15
132 5197
11
151
5383 5374 5362 3348 =
L 5118 540
H la -
B Q112 Q2'12 a3'iz o412 : aitiz Q212 a2'12 Q412
B Related party  WThird party W Related party B Third party

Motes:

1. Service Revenue per loan is measured for the quarter

2. Average number of delinquent loans serviced for O4'12 excludes loans from the December 27, 2012 acquisition of
Homeward Residential, average loans serviced for 04°12 is provisional and subject to change

3. Service revenue gensrated from certain services are not recorded separately for Non-GSE and GSE loans. For thesa

services, Service Revenue has been allocated between Non-GSE and GSE based on estimares

Third party, while not related, is highly correlated to Qowen's portfolio

s
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Altisource
Service Revenue Per Loan Serviced by Ocwen Eie R ———

Related Party Service Revenue Per Loan Per Quarter
Average Number of Loans Serviced by Ocwen (in thousands)

a0d 809
745
s g6l
516
470 482
" 576
s P, 572 588 572 584 i
Q111 (=35 H a3 0211 iz Q12 Q3 0412
B Mortgage Services B Technology Services

Notes:

1. Service Revenue per loan is measured for the quarter

2. Average loans serviced for Q412 excludes loans from the December 27, 2012 acquisition of Homeward
Residential; average loans serviced for OQ4°112 is provisional and subject to change

3. Provisional loan count as of December 31, 2012 was 800,271, excluding loans from the December 27,
2012 acquisition of Homeward Residential

4, Revenue from Cowen is derived through a vanety of services with different revenue racognition practices.
Factors that impact revenue generation include loan status (e.g., delinquency rates), mix of services
delivered, type of loan (2.2, agency, non-agency / first, second), geographical coverage and timing of when
loans are boarded

5. Approximately 155,000 loans from the Litbon portfolio were boarded by Ocwen in Sepiember 20

approximately 88,000 additional loans from the Litton portfolio were boarded
2011
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Altisource

Delinquent Loan Activity

The number of delinguent loans, loans in foreclosure and REQ has remained relatively flat. There is, however, considerable
movement within the population with new defaults and resolutions occurring each month

—
U.5. Loans
New defaults Past Due, in Resclutions
and re-defaults Foreclosure and RED sales
and REO

in millions)

6.0 W60+ Days Past Due In Foreclosure Process  EWREQ

5 Faruti] E

4.0

3.0

2.0

1.0

0.0 __/

Last 4 Year Average Oct-12

Source: Fannie Mag, Freddie Mac, FHFA, Bloombeng, Mortgags /
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) Altisource
Successful Service Development Track Record E———

Proven track record of incubating, launching and expanding services offered
drives new growth initiatives

Mortgage Services Service Revenue (5 mm)

(S e Seribie Lo Bied o 2004 [ Sorr e L el i 2010

Services Lamwi b i 10D S v ices Lo hied i 20002 —4—Total Mo igage Serdie

S800
i 550
300
S50
o0
156
f10m
550
1909 2008 g
L Fain ] 2011 et I
Pre-Spin Services Services Lavnched in 2009 Services Launched in 2000 Services Leonched in 2001 Services Launched in 2012
* Default Valaztion = REQ Azzet Management ® lnrurance Servioes = Drigineton Valuation = Dvigingtion Tide
* Usirgured Tigle Searches #rd Brokerage = Originston Managerrent ® Trustes Sale Gusrantee * Norigage Nodfication
* Corteact Usgermiteg * Progesy Preservation Serviees (WPL) * Quality Consrel snd Guarantiee
* Progesy Inipechan * Conpumer Portal Fulfdlrrent * Corrrrangial Tithe
* Defauis Maragement * Paszng and Publestion & Floed Reseles® * Rersl Progerty
* Foreelosure Trustee Managemara

Hhylrid Valugsion

(1) Ravarva froen Fizod Razelier sevvica & recoroad in Techaslagy Sanvicas segmant ond
Pance, & o morineluded ie tha ghave cham
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Altisource
——

Growth Initiative — Originations

= {5)
"u"'El‘\l' Iarge addressable market Service Revenue from Originations (5 mm)

Estimated 2012 Annual Spend* 512 ¢yctomers with signed Services Agreement 1*} 200
510
150
58
56 100
Lenders One, 54
$3.0bn, 50
“10.5% 52
50 0
= - —
— - —
3 & 3
=Estimated annual spend for originations refated senvices on 51. 75 trillian of
estimated 2012 US regideatiol mortgoge anginations'!
Lenders One Membershipl?!
—We have recently begun selling through this channel so0  Est.US Origination Market Share (%) 15.0%
200 10.0%
3.6%
(1) Includes agreements where Alfisource is retoined either dinectly or a5 @ reseller fo provide origimation reloted
saErviers; Aol ail customers with g srgned sEnvers aguie ment ane currenily purcheting senioes 100 5.0%
(2] Information i as af the lost day of the year
(3] Esrimated N012 L5, residentiol mortgoge onginanions boesed on the Morfgege Boakers Assocnation [“MME47]
Jrnuary 15, X013 forecast.
{4) Conziders maember volumes omly from the dote of joiming o 0.0%
(5] Note thor {1) the mortgage banker does nol alweys influence the selection of the service provider, (2] Altisowrce 2009 2010 2011 2012

iz nod providing oWl of these origination related services today, and {3 the estimated annval spend will chonge
o5 the mix between refimance and puvehase laoas changes
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. i i . Altisource
Growth Initiative — Residential Asset Business e —

Creating a stable, long-term revenue stream for Altisource with attractive margins

— Internal capabilities and processes developed
Growth Strategy P P P

m Property management

m lease management

Leverage and Capitalize and Provide services )
expand internal separate new to Altisource ®  Renovation management
capabilities and public Residential and

processes companies others — Capitalization and separation of new

companies completed

m  Altisource Asset Management ("AAMC")
Today

®m Altisource Residential ("RESI")

— Well-positioned to provide services to RESI and

others
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. . . ) Altisource
Growth Initiative — Residential Asset Business e —

Creating a stable, long-term revenue stream for Altisource with attractive margins

— Altisource revenue streams:

* |nitial revenue: approximately $1,625 in revenue for each home acquired by RESI

that requires rehabilitation

* Recurring revenue: approximately 51,275 per home per year once homes are part of

RESI's rental portfolio

— Altisource margins:

» Estimated at between 40% and 50%

Thinking Ahead. Delivering Today.
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o o Altisource
Growth Initiative — Originations -

= {5)
"u"'El‘\l' Iarge addressable market Service Revenue from Originations ($ mm)

Estimated 2012 Annual Spend* 512 Customers with Signed Services Agreemant |*! 200
510
150
58
56 100
.
Lenders One, 54 ¥, "
53.0bn, / 50
~10.5% 52 o
50 0
=1 - - — - i~ ~ ~
= — - - - - - -
- = a4 m = — E =
= (=) = (=} =) o [=] (=

=Estimated annual spend for originations refated senvices on 51,75 trillion of
estimated 2012 US regideatiol mortgoge anginations'!

Lenders One Membershipl?!
—We have recently begun selling through this channel so0  Est.US Origination Market Share (%) 15.0%

10.5%
200 . 10.0%
3.6%
(¥ Ircludes agreements where Alfispurce s retmined either directly or as @ reseller fo provide origimation reloted
saErviers; Aol ail customers winh g srgned SEnviers aguee ment ane currenily purcheting senioes 100 5.0%

(2] Information i as af the lost day of the year

(3] Esriraated X312 LL5, residentiol mortgoge oniginations boesed on the Marfgege Boakers Assocnation [“ME47]
Jrnuary 15, X013 forecast.

{4) Considers member volumes only from the date of joiming o

(5] Note thor [1) the mortgoge banker does nol alweys influence the selection of the service provider, (2] Altisowrce 2009 2010 2011 2012
iz nod providing oWl of these origination related services today, and {3 the estimated annwal spend will chonge
o5 the mix between refimance and puvehase laoas changes

0.0%
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Growth Initiative — Hubzu™

Altisource
—

Online real estate transaction website —
www.hubzu.com - is focused on driving a high
volume of relevant traffic to each home to
accelerate the sales cycle at the optimal sales

price
Service Revenue (5 million) 7.173
516 Number of REQ sold 6,759 6,154 7,500
6,362 6,263 1
5016
5,000
$12 4,910 5
3,617 4,500
58
14.8
: 3,000
1,072
10.1
54
1,500
I?
50

11

04'10
Ql'il
Q2

Q3'11
Q4'11
Q1'iz
Q2'12
Q3'1z
Q4'12

Strategy

Rebranding Sell other mortgage servicers’ REQ
(Hubzu™) and non-distressed homes

Separate
new public
company

Sell Ocwen's Sell ariginations
REQ related services

[

Today

« 285 thousand+ registered users

* 6.3 million+ detailed property views per month

* 9.0 average offers per property, compared to
the national average of 3.1 offers per property

« Average of more than 26,000 monthly bids and
offers on properties for sale in 2012

Thinking Ahead. Delivering Today.

Growth Initiative — Financial Services Segment

Altisource
N

Strategy

Revenue Growth

2013: existing

2012:
Improve
Margins

2014+:;
clients and Platform
industry BPO

Service Revenue (5 million)

%25 Qperating margin % . 15.0%
B.2% 10.1%

A% 10.0%

520 -17.4 5.3% 2.1% 6.1 %

e 5 .0%

o 0.0%
510 5.0%
-10.0%

55

-15.0%
=0 -20.0%

— 2013: Revenue Growth

m  Grow more stable and profitable lines
of business

m Expand charge-off mortgage
collection practice

m  Expand customer solutions
operations

®  Grow current customers

— 2014+: Revenue Growth

m  Deploy platform business process
outsourcing offerings leveraging our
Mext Generation software with
traditional BPO services [“Platform
BPO")

_/
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) ) Altisource
Investor Relations Information e ——

About Altisource related to real estate and mortgage portfolio management, Ticker ASPS
asset recovery and customer relationship management,

We are a global provider of services focused on high-value, NASDAQ Global Select
technology-enabled, knowledge-based solutions principally

Headquarters [EETEA=gyls 11y

) All Investor Relations inguiries should be sent to:
S <hareholders@altisource.lu T T More than 5,700
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