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About Temenos

Odyssey Financial Technologies is now a member of the
Temenos group of companies. Temenos Group AG is the
market leading provider of banking software systems to
retail, corporate, universal, private, Islamic and
microfinance & community banks. Headquartered in Geneva
with 56 offices worldwide, Temenos serves over 1,000
financial institutions in more than 125 countries across the
world.
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Introduction

• Customer Centricity is about focus, innovation and how to
listen to clients and identify and address their core needs
with unique value propositions.

• Customer Centricity is a differentiation process to develop
need-oriented value propositions which allow to
significantly improve client service.
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Introduction

• IT Banker Forum 2009

Pre-requisite to customer centricity is to increase the time
available for CRMs to conduct their client-facing activities
Front-office technology can help (for instance)
- Reducing the number of applications
- Equiping front-offices teams with more integrated tools
- Automating compliance

• IT Banker Forum 2010

Priority number 1 is to restore customer confidence

Can front-office technology help?
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Customer confidence hit – the facts

• Private banks have not been able to protect their clients’
wealth

• Perceived conflict of interest - Clients want true advice – not
product promotion

• Customers are collateral victims of the end of the banking
secrecy

• High aversion to risk
• General lack of understanding of market directions
• Added value of private banks questioned
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How can front-office technology help?

• Private wealth management institutions can (among others)
restore confidence by
- Better defining the value proposition & committing to it through

SLAs
- Improving and scaling the advice experience
- Providing more appropriate guidance on risk

Technology can help – here is how:
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• Agree & commit to SLA  Automate Client On-boarding
- Types of service (discretionary, advisory, execution-only)
- Advisory model (top-down or bottom-up, asset allocation or

product-orientated,…)
- Investment Policy Statement
- Customer life-value
- Pricing model (transaction fees, advisory fees, all-in,…)
- Monitoring preferences (which events, frequency,…)
- Contact preferences
- Review frequency
- Information preferences (news, new research,…)
- Channel preferences (email, e-banking,…)
- Etc.

Better define and commit to the value proposition

CONTRACTUAL FRAME
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Data
Gathering

Investment
Profiling

Approval Activation

Client On-boarding Process (example)
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Contracts & Forms
 preparation

 Guided pageflow

 Reuse of prospect
  data when available

 Name check

 Legal, KYC &
  Marketing data

 Investment
   knowledge &
  experience

Service model

 Pricing model

 Preferences

 SLA

 Guided pageflow

 Risk profiling
  questionnaire

 Asset mix

 Investment
  restrictions

 IPS

 Investment
  proposal

 Guided pageflow

 Account number
  attribution

 Documentation  &
  agreement policy
  applied

 Automatic gen. of
  list of  relevant
  contracts & forms

 Automatic fill of
   contractual forms

 Printing of contracts

 Workflow-based
   verification/approval
   process

 AML Rating
  calculation

 Printing of internal
  docs

 Management of
  doc status

 Data verification

 Archiving

 Activation
  confirmation

 Export of data to
  other systems

Better define and commit to the value proposition
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Improve and scale the advice experience

Profile

Propose

Execute

Monitor
  & review

 

 

 

 

Client Profiling
- Investment knowledge &
  experience (MiFID)
- Advisory model selection
- Wealth segment (Customer
   life-value)
- Risk profile
- Target Asset Allocation
- Restrictions

Proposal
- Investment Policy Statement
- Proposal generator
- Results in MiFID-compliant
  proposal
- High-quality client proposal
  report

Order execution
- Execution of proposed orders
- Pre-trade suitability &
  Appropriateness tests (MiFID)

Monitoring & Review
- Event-driven portfolio monitoring
- Alert notification
- Portfolio adjustment proposals
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Improve and scale the advice experience
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Improve and scale the advice experience
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Provide more appropriate guidance on risk
• Regulatory – Investor protection – FSA & MiFID
• Private investors have learnt ‘on the field’ what risk really

means … but they were not prepared for this
• Clients blame wealth management firms
• Private clients are asking for more practical information on

how "risk" materialises
in their portfolios

• The traditional approach
based on ‘risk profiles’ is
increasingly perceived as
insufficient

Aggressive: The investor's objective
is to achieve high long-term growth.
They are prepared to accept higher
risk and volatility of returns in
exchange for greater long-term
returns.
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Provide more appropriate guidance on risk
How much could I lose from my portfolio in "normal"
market conditions?
Which positions are the riskiest in my portfolio?
Which positions and asset classes contribute most to the
overall risk of the portfolio?
Is the portfolio well diversified?

Risk Analysis
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Risk Analysis - Global
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Risk Analysis - Position and Asset Class level
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Provide more appropriate guidance on risk
How much could I lose from my portfolio in "normal"
market conditions?
Which positions are the riskiest in my portfolio?
Which positions and asset classes contribute most to the
overall risk of the portfolio?
Is the portfolio well diversified?

Risk Analysis

Back-testing

How would my portfolio have fluctuated and
performed if I had invested in it over the last 5 years?
How would my portfolio have suffered from the
Internet bubble burst or the Financial Crisis (Sub-prime)?
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Back-Testing – pre-defined scenario
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Provide more appropriate guidance on risk
How much could I lose from my portfolio in "normal"
market conditions?
Which positions are the riskiest in my portfolio?
Which positions and asset classes contribute most to the
overall risk of the portfolio?
Is the portfolio well diversified?

How would my portfolio have fluctuated and
performed if I had invested in it over the last 5 years?
How would my portfolio have suffered from the
Internet bubble burst or the Financial Crisis (Sub-prime)?

Risk Analysis

Back-testing

Simulation

What would be the impact of a 20% fall of the
US equity market?
What would be the impact of a 1% yield curve shift
What is the impact of a series of buy & sell orders on the
global risk of my portfolio?
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Simulation: Market Index Changes
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Provide more appropriate guidance on risk
How much could I lose from my portfolio in "normal"
market conditions?
Which positions are the riskiest in my portfolio?
Which positions and asset classes contribute most to the
overall risk of the portfolio?
Is the portfolio well diversified?

How would my portfolio have fluctuated and
performed if I had invested in it over the last 5 years?
How would my portfolio have suffered from the
Internet bubble burst or the Financial Crisis (Sub-prime)?

What would be the impact of a 20% fall of the
US equity market?
What would be the impact of a 1% yield curve shift
What is the impact of a series of buy & sell orders on the
global risk of my portfolio?

Risk Analysis

Back-testing

Simulation

Wealth Projection

With a given level of risk, what value can I expect
the portfolio to reach in 10 years – worst case,
best case…
With a given level of risk and expected return, can I
acumulate a certain capital by…
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Wealth projection
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Conclusion

• Private wealth management institutions can restore
confidence by
- Better defining their value proposition & commit to it through

clear SLAs
- Improving and scaling the advice experience
- Providing more appropriate guidance on risk

• Front-office applications are already available to help
• Front-office applications are definitely enablers of customer

centricity
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Thanks for your attention!


