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E X C E L L E N C E D R I V I N G

Scaling Up your Wealth

Management Business

Anselm de Souza Managing Director - APAC


	
Key Developments in Asian Private Wealth industry

Growth Challenges to the Asian WM Market

A fully integrated front-to-back approach to scaling up the WM
business
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Agenda


	
Changing Environment in Asia : Demographics

The Future belongs to those who prepare for it today Malcom
X

Asian

entrepreneurs are contributing

over 70% of HNWi

Well Informed, Opinionated and

Transactional

Technically Savvy

High level of mobility

New ways to communicate and interact with their Relationship
Mgrs

Younger investors 41% of HNWI

are 45 years and younger
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Changing Environment in Asia : Offshore vs Onshore
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Changing Environment in Asia : Offshore vs Onshore

Outlook

Better Economies

Improved Product & Services

Improved Regulation & Efforts

Tax & Regulatory Compliance

Cross-border Taxation

Disclosure/ reporting standards

Changes in Capital and liquidity requirements

FATCA

Financial Crime Prevention

Know Your Customers procedures/anti-money laundering

Risk management systems


	
Key Developments in Asian Private Wealth industry

Growth Challenges to the Asian WM Market

A fully integrated front-to-back approach to scaling up the WM
business
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Agenda


	
Common challenges in Wealth Management

Managing risk?

Facing regulatory changes?

Knowing and serving my client?

Streamlining operations?


	
Aligning Technology priorities with client needs

Conceptualising for STP

8

Key Focus for Today


	
Client Servicing : Person to person vs Automation
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Source: Gartner
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Clients get what they want, how they want it

Identify and tailor segment of clients

Client Relationship Officer Call Centre

Internet other

Retail B

anking

TRADITIONAL MODEL Organisation-Centric

Discount B

rokerage

Full-Service Brokerage

Investment

Managem

ent

Private Banking

Trust and fiduciary services

Trusts Advisory

Banking Mutual Funds

Products

Multi Channels Insurance/

Pensions

NEW MODEL Client-Centric

Integrated service around Client segments supported by a
dedicated access and service approach

Clients get what organisations want to sell them Clients get
what they want, delivered how they want it and at an acceptable
price Resu

lt


	
Typical Situation
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Relationship & Portfolio Managers

Financial data providers Markets & Exchanges Custodians
Authorities

Deposits

Trust

Treasury

Credits

External Providers Systems

External

Asset Managers

Other

Product Providers

Stock

Brokers

Internal Dept/ Systems

Back Office / Ledger Systems Client Support Unit &
Operations
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Relationship & Portfolio Managers

Financial data providers Markets & Exchanges Custodians
Authorities

Deposits

Trust

Treasury

Credits

External Providers Systems

External

Asset Managers

Other

Product Providers

Stock

Brokers

Internal Dept/ Systems

Manual / Semi Manual Client On Boarding Order Management
Portfolio Management Collateral Management Corporate Action
Settlement

Client Broker custodian

Inefficiencies

Confidentiality Errors

Misappropriation Compliance

Risk

Reputational Risk

Back Office / Ledger Systems Client Support Unit &
Operations


	
The Top 3
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Customers Return of Investments (yield) Better customer reports
Secured Transactions

Management Increased revenue & margins Improving skill sets
of people Managing Compliance & Risk issues

PB/WM Head Understanding clients needs Talent Management Fluent
Delivery & Operational efficiency

Issues Faced

Manual processes & Inadequate systems Talent & staffing
Adoption of new regulatory and compliance


	
Finding your Position and Business Model
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Client Needs

Company Needs

Product Solution

Focus

Problem Solver Relationships

Transactions Advantages

Value Provider

Trusted Advisor

Product Pusher

Menu Provider

Process

Transition Process


	
What makes a sustainable business model?

Automation& efficiency

Industrialisation of products

Digitalisation

Team work

Profitability management

Customer onboarding

Communication

Relevant research

Quality of advice

Transparency

Sustainability Reduce

cost (Re)Build

trust

Source: Timetric


	
Key Delivery Considerations
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Speed Transparency Connectivity

Complexity

Simplicity


	
Key Developments in Asian private banking industry

Growth Challenges to the Asian WM Market

A fully integrated front-to-back approach to scaling up the WM
business
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Agenda


	
Wealth Management Drivers and Challenges

21 - 21 -

Financial Accounting

Product and operations management

Risk Management

Clients and channels

Mass Affluent/ High Net Worth

Client retention or increase through excellence in service

Concentrate on Core Business

Product differentiation and short time to market

KYC, build client segmentation

Aggregated client reporting

Product efficiency: processing mass affluent but also individual
elite

Wide functional coverage

Automating processes, moving processes back into core
systems

Self-service e-platforms

Lower TCO Supporting

growth through increasing efficiency

Scale costs to activity

Growing corporate reporting

Growing significance of regulation (FATCA, MiFID, KYC, AML)

Guarantee client confidentiality

IT Management

Product scaling and incremental approach to additional functions
or tools

Cope with limited IT Resources

Remote access for Wealth Managers

COO, Head of Operations

CFO Risk Manager

Sales Manager, Wealth Manager CIO

Clients

Main source : PWC - Global Private Banking/Wealth Management
Survey 2007: Executive Summary


	
Wealth Management Solution answers to Drivers and Challenges
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Differentiators Best practices on Operational Efficiency &
Compliance

Financial Accounting

Product and operations management

Risk Management

Clients and channels

COO, Head of Operations

CFO Risk Manager

Clients

360 view of clients assets and operations

Multi-channel inquiries and updates by Managers and Clients

Flexible solution, configurable for Mass and Individual

Comprehensive KYC info

Efficiency by flexible Model Portfolio, Autom. Order Alloc.,
Portfolio Constrains,

Wide multi-functional WM and banking functions

Single Input, efficient controls, integrated STP front to
back

E-channels with customer self servicing

Integrated Front to Back Office, to reduce TCO (licenses,
interfaces costs, )

Complete activity and profitability reporting

Built-in compliance (business as usual for editor)

Segregation of client info access

IT Management

CIO

Sound future-proof IT solution,

E-channels for Wealth Managers on front-to-back info

Sales Manager, Wealth Manager
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Right Infrastructure?

Private and Wealth Management Systems

Maximum process automation

Flexibility

Reporting Clients

Regulation Tariffs

Wide functional coverage Clients, Order Mngt, Accounting, CA

Specialized functions Constraints, Alerts, Allocated orders

+

Short Time to Market


	
Solution Overview
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Operations &Customer Servicing Teams

Relationship & Portfolio Managers

PNB Banks Internal Systems

SOPRA BANKING FOR WEALTH MANAGEMENT

Portfolios & Assets Management

Securities

Multiple Order Generation

Portfolio Constraints

Portfolio Performance

Portfolio Reporting

Model Portfolio

Order Mgt Settlement Platform

Custody Corporate Actions Mgt

Generic and analytics

Compliance reporting Reference Data Risk Mgt Communication
Accounting

Financial data providers Markets & Exchanges Custodians
Authorities

Deposits

Trust

Treasury

Credits

Internal Dept / Systems

External

Asset Managers

Other

Product Providers

Stock

Brokers

External Providers / Systems

Private Banking Customers


	
A Wealth Management Solution to Upscale your Business

Business solution based on Ready-to-use set of features:
Specialised Wealth Management Combined with standard banking
Functions

Integrated Front to Back

High flexibility but quick usability

Customer differentiation and Best practices in internal
processes


	
Legal disclaimer

The information contained herein relates to Sopra Banking
Software information, products and services. While all reasonable
attempts have been made to ensure accuracy, currency and
reliability of the content, all information is provided "as is".
There is no guarantee as to the completeness, accuracy, timeliness
or the results obtained from the use of this information. No
warranty of any kind is given, expressed or implied, including, but
not limited to warranties of performance, merchantability and
fitness for a particular purpose. In no event will Sopra Banking
Software be liable to you or anyone else for any decision made or
action taken in reliance on the information herein or for any
consequential, special or similar damages, even if advised of the
possibility of such damages. Sopra Banking Software does not accept
any responsibility for any errors or omissions, or for the results
obtained from the use of this information. Information obtained
should not be used as a substitute for consultation with Sopra
Banking Software. References and links are provided as a service.
Sopra Banking Software is not endorsing any provider of products or
services, nor does it accept responsibility for the quality of
goods and services provided by third parties. The content is
protected by copyright and trademark laws. Apart from fair dealing
for the purposes of private study, research, criticism or review,
as permitted under copyright law, no part may be reproduced or
reused for any commercial purposes whatsoever without the prior
written permission of the copyright owner. All trademarks, logos
and other marks shown are the property of their respective
owners.
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