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elcome to the Finance on Windows Partner Guide 2009/10.
It has been two years since the global financial meltdown unfolded, now going down in history as 
the most serious crisis since the Great Depression of the 1930s. Having hopefully survived the worst, 

companies are now picking themselves up and working to clear the debris from the storm. For the financial 
services industry, the crisis will have long repercussions. As governments and the private sector have been 
forced to intervene and rescue failing banks, the industry as we know it now faces a radical transformation, with 
risk management and compliance as well as reusability and sustainability of resources at the heart of it.  

In times like this, making use of what you’ve got and investing wisely in new tools to maximise your 
existing IT infrastructure and personnel is key. Microsoft and its partners are working constantly to help 
financial institutions improve customer, employee, and operations experiences while building capacity 
for continued innovation, as well as simplifying IT systems and reduce the costs of managing multiple 
platforms. The result is affordable financial industry solutions with lasting value. 

The Finance on Windows Partner Guide 2009/10 provides a single source of information about a wide 
selection of partners operating worldwide. We hope you find it a valuable and informative resource. 

Anders Abrahamsson
Managing Director, EMEA Financial Services
Microsoft
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At Atea, we’ve been thinking of Windows 7 for a long time, as we know 
you’ll need a well prepared strategic partner when you decide to move.

We know that speed, efficiency, simplicity and cost are essential, because if  you have already 
decided to migrate, you don’t want to spend excessive time and money in the process. That 
is why we have focused our strategy and services to meet your demands, and can provide you 
with a one-stop Windows 7 project, covering all details.
 
With our high capacity ISO 20000 certified application packaging facility, we’ve made fast 
Windows migration easy by letting you make hundreds or thousands of  deployment-ready 
applications for the new operating system platform, in just a matter of  weeks or months rather 
than years. We facilitate with expert packagers, professional tools, project management and 
experience from more than 200 large scale migration projects with previous operating systems. 
Atea has been the main supplier to many of  the biggest worldwide deployment projects, 
delivering both Microsoft App-V and classical MSI packaging.
 
With our GoITloop concept we’re helping to reduce the impact that enterprise technology 
infrastructures have on the environment, by recycling the old hardware you replace during the 
project, reducing waste and increasing reuse. We can ensure that your PCs and laptops will be 
managed securely during the recycling phase, and will deliver fully imaged PC or laptops to you 
from our highly effective configuration center, with a capacity of  many thousand units per day.

Our core Windows 7 Services:

Application management
-  MSI packaging
-  Microsoft App-V sequencing
-  Application manager portal
-  Software asset management
-  Application compliance management

Deployment systems
-  Jumpstart Microsoft SCCM concept
-  Accellerator self  service platform

GoITloop
-  Recycling of  replaced hardware
-  Pre-imaging of  purchased hardware

Visit www.atea.com for more information.

Thinking of 7?

The ATEA Group is the leading Nordic and Baltic supplier of IT infrastructure products and services. Business areas span in all the IT value chain 
from hardware and software to service, outsourcing, project management, installation, infrastructure, operations and education. The Group has 
approximately 4,400 employees and is present in 71 cities in Norway, Sweden, Denmark, Finland, Lithuania, Latvia, Estonia. The Group has 
revenue of approximately EUR 2 billion. The company is listed on the Oslo Stock Exchange.

No organization wants to spend a year 
designing a new deployment system 
platform if  they can avoid it. With our 
Jumpstart concept, we have repeatedly 
proven that using standard templates and 
automation tools, as well as additional 
tools to optimize the process, is the way 
to go. No more waiting for IT professors 
to finish their PhD in Windows 
deployment, when the book has already 
been written and perfected.

We are the Nordic and Baltic region’s
leading supplier of  IT infrastructure
products and services, and a Microsoft
Gold Certified Partner.

So, whatever your particular IT 
challenge, you can guarantee that we’ll 
have the right solution to keep your 
business moving forward.
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Scaling up

he payments business has always 
been a business of scale. With scale 
economies, banks can process the 

high volumes of payments messages required 
by customers at a much lower cost than their 
competitors. This fact of life is even more 
vital in the current market environment and 
being able to cope with the current trend 
towards rising volumes of payments is key to 
survival in today’s tough economic climate. 
This is where tier two and three banks 
tend to struggle, especially in these budget 
conscious times, but this does not have to be 
the case.

Larger tier one banks may appear to have 
the advantage over their smaller counterparts 
because of their ability to invest vast sums of 
money in their internal payments systems, 
but this is not the only option. Investment 
in a specialist payments processing platform 
can give tier two and three banks the same 
scale advantages as their larger competitors, 
without the cost and risk of rolling out an 
internal system project. Specialist payments 

processing does not, therefore, have to remain 
the remit of tier one banks. 

It is also vital that banks recognise that 
they can no longer treat low value payments 
in the same manner they have done in 
the past. The once significant distinctions 
between low value and high value payments 
have been gradually broken down over time 
as a result of pressure from the private and 
public sectors, coupled with technological 
change. Regardless of payment size, 
speed has become a differentiator for 
corporate and retail customers and banks 
must demonstrate their ability to process 
payments quickly and efficiently.

Manual processes or siloed legacy systems 
have no place in such a fast paced and 
competitive environment. Banks cannot 
afford to support workarounds and manual 
processes, which are unable to cope with 
the increasing complexity of payments 
processes and the time pressures of the new 
payments landscape. 

Investing in a specialist payment systems 

Parth Desai, president and CEO, ACE Software Solutions

Finance on Windows Partner Guide 2009/10

T

platform, on the other hand, allows banks 
to benefit from economies of scale and be 
safe in the knowledge that these systems 
deliver, removing the need to significantly 
invest in people and internal processes. 
However, such a platform must have the 
capability to fully integrate with a bank’s 
core banking applications in order to 
manage all these payment transactions 
efficiently.

As the financial crisis continues, banks 
need to make all the savings they can, 
and the broad functionality of a complete 
payment systems platform removes the need 
for investment in a plethora of different, 
disparate payment applications to deal with 
various stages of the payments process. 
Banks can use the platform as a one-stop 
shop to meet all their payments needs, 
rather than being forced to invest in separate 
systems to cover such processes as exception 
management or charges.

An integrated system will also allow for risk 
reduction by the improvement of liquidity 
controls and visibility of payment flows; a 
vital need today in light of the current volatile 
economic landscape. A second-generation 
specialist payments platform also allows 
banks to configure the solution to their own 
specific requirements, thus affording them 
as much control as possible. This in turn 
could allow them to control development 
and maintenance costs. A single platform is 
also more attractive from a risk management 
point of view as it simplifies the bank/vendor 
relationship and means there is no need for 
third party systems, reducing the project risk 
involved. 

Such a system must provide flexibility for 
payments workflows and be able to deal 
with all payments types, including providing 
functionality for the new Single Euro Payments 

Area (SEPA) instrument types. It must also be 
future-proof with regards to compatibility with 
upcoming payments formats such as Swift’s 
MX or ISO 20022 standards. 

In order to cope with the cost-cutting 
challenges of the current market, the 
platform also needs to be extensible so 
that tier two and three banks can take a 
step-by-step approach to tackling their 
payments processing. This will result in 
lower configuration costs and ongoing 
total cost of ownership, as well as rapid 
implementation, as new functionality can 
be deployed to other areas of the business 
as required. Any solution of this kind must 
provide a flexibly architected approach, 
which will pave the way for the adoption of 
a universal, standards-based, future-proofed 
payments model in the future. The payments 
processing must be flexible enough to be 
able to address the required changes, and 
agile enough to allow these new changes to 
be delivered quickly and cheaply.

Time is of the essence, however, and tier 
two and three banks must take action now if 
they hope to survive in this tough economic 
landscape. Investment in a specialist payments 
platform will ensure that they evolve in line 
with the bigger players in the market, rather 
than face extinction.  f

Regardless of payment 
size, speed has become 
a differentiator for 
corporate and retail 
customers

“

”

Parth Desai founded ACE Software Solutions in 1991. He has over 20 years of 
experience in the financial messaging for Swift, payment and securities sector. As 
the head designer and architect of the ACE intelligent messaging solution, Desai 
has a deep understanding of the payments, securities, anti-money laundering and 
risk management fields from both the business and technology viewpoints.
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Getting ready for Windows 7

n a recent survey by Deutsche Bank, 34 
per cent of corporate chief information 
officers reported plans to upgrade to 

Windows 7. In addition, the operating system 
(OS) has been praised by many analysts as one 
of the most promising products released by 
Microsoft in several years. 

Many companies were cautious about 
upgrading to Windows Vista when it was 
released, due mainly to two factors: application 
compatibility issues were plentiful and difficult 
to mitigate; and large amounts of hardware 
needed to be updated. Time has been kind with 
regards to both these issues. Firstly, the time 
elapsed since the launch of Windows Vista has 
given software manufacturers the opportunity 
to update their applications to be compatible 
with Windows Vista. Windows 7 utilises the 
same codebase as Vista, meaning that most 
software based on Windows Vista will also be 
fully compatible with Windows 7. Secondly, 
the increased manufacture of new hardware 
has meant that companies can now procure 
more powerful equipment for lower prices.

At Atea we have participated in more than 
250 Windows Vista projects since its initial 
launch in 2007. Through these projects we 
have gained valuable experience that we can 
translate to provide even greater Windows 
7 turnkey solutions to our customers. Such 
solutions can involve one or a combination 
of the following: managing the full hardware 
replacement, managing the applications that 
need to be packaged for Windows 7, optimising 
the deployment platform with self-service 
automation and operating the environment 
post-rollout. 

Windows 7 will most likely lead to the 
replacement of many computers within 
organisations. In response to this, Atea has 
developed the goitloop solution to ensure 
environmentally friendly replacement. 
Furthermore, Atea was recently recognised 
by United Nations’ Climate Neutral Network 
as being among the leading environmentally 
friendly companies in the world. This was 
due, in part, to our ambitious targets for 
reduction of CO2. Of all the hardware that 

Claus Hougesen, president and CEO, Atea
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Claus Hougesen has previous experience as PC director at IBM Sweden. He is a 
board member of publicly listed companies Columbus IT and Danware based in 
Denmark. Hougesen has been CEO of Topnordic in Denmark since 2000 and CEO 
of Atea since 2007. 

enters our IT loops 99.7 per cent are recycled 
and the remaining 0.3 per cent are disposed 
of in an environmentally responsible manner. 
Financial institutions must adhere to high-
security regulations, and as such erasure of 
data during recycling must follow certified 
procedures. As an organisation, Atea holds the 
highest security certification, utilises approved 
software to ensure secure disposal and erasure 
of hard- and software, and – of course – 
adheres strictly to International Organization 
for Standardization (ISO) regulations.

Most CIOs, having experienced OS 
deployment projects, know that preparing all 
an organisation’s applications for a new OS is 
by far the most difficult and time consuming 
task that must be performed before rollout 
can take place. If not managed perfectly, this 
transition is likely to delay the entire project; 
postponing rollout and affecting the entire 
organisation. 

Some businesses can have several thousand 
applications that need to be prepared for 
the new OS platform. Furthermore, each 
application must be managed individually 
and undergo a strict process flow. This 
process requires not only the best packaging 
consultants, but also great skill to manage the 
communications flow within the organisation. 

Atea addressed this issue several years ago 
by establishing a centralised outsourcing 
unit dedicated to application packaging 
and deployment. Over the last three years 
this unit has been used in more than 100 
successful, worldwide, large-scale application 
packaging and deployment projects. Atea has 
also developed a portal solution to manage 
all the processes in a project including 
communication flow, approval, development, 
testing and deployment. In December 2008, 
this unit achieved the prestigious Information 
Technology Infrastructure Library certification 

ISO 20000 for all its services. 
The recent financial crisis has required 

many organisations to optimise processes, 
reduce manpower and decrease IT budgets. 
With Windows 7 projects, organisations have 
the opportunity to automate many of the IT 
tasks that are typically performed manually 
in a business. This includes everything from 
user identity management over software to 
hardware provisioning. Meeting compliance 
regulations is also a very large task for many 
financial institutions. It must be dealt with on a 
daily basis, and preferably without generating an 
increased administrative overhead.

At Atea we have developed a self-service user 
framework called accelerator, which includes 
automation solutions for many standard IT 
tasks within financial institutions. The solution 
framework – built on top of Microsoft System 
Center Configuration Manager, BizTalk and 
Windows Workflow Foundation – can be 
customised to integrate with other management 
systems within an organisation to allow for cross 
system data usage and communication. This 
also enables the optimisation of individual tasks 
together with advanced approval mechanisms. 

We at Atea believe that Windows 7 can 
make a major contribution to the stability 
and continued growth of an organisation’s IT 
infrastructure. With Windows 7, Microsoft 
has addressed everything from security to 
the business user-experience. Furthermore, 
it is a high performing operating system, 
which introduces an entirely new subset of 
manageability possibilities. 

In short, Atea strongly recommends 
Windows 7 to organisations deciding whether 
to migrate or not. We feel extremely well-placed 
going to market with Microsoft on Windows 
7, and look forward to performing many 
successful projects with our existing and future 
customers.  f
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Taking care of cash flow

s the old adage goes: “If you look 
after the pennies, the pounds will 
look after themselves.” While 

today this remains an astute little phrase, 
the volume of small- and medium-sized 
enterprises (SMEs) struggling with poor 
cash flow, and therefore unable to look after 
pennies let alone pounds, is on the rise and 
shows no sign of relenting.

In a modern, recession-hit society, cash 
flow becomes the linchpin that holds 
together all businesses and keeps the wheels 
of commerce turning smoothly. Without a 
clear view of what is available to a business 
at all times in terms of working capital, 
it becomes extremely difficult to forecast 
and remain competitive in markets that are 
already proving a stern test for even the most 
well-established companies. 

Payments and collections are two of the 
most critical elements of the cash flow cycle. 
By tightening controls around these areas, a 
business is far better placed to deal with poor 
cash management. 

The role of collections in the cash flow 
cycle cannot be understated. It is by placing 
emphasis on prompt and efficient payment 
from its peers that a business is able to make 
critical decisions regarding its running and, 
essentially, remain competitive.

Bob Larkham, head of payment industry 
relations at Albany Software, comments: 
“When it comes to credit management, more 
and more businesses in the rest of Europe 
are using B2B direct debits to collect monies 
owed. Rather than chasing up for cheques or 
asking to be paid on time via direct credit, 
they agree to supply goods on the basis that 
they will collect payments via B2B direct 
debits.”

He continues: “Rather than harnessing 
the present UK direct debit service, we 
should encourage the UK Payments Council 
and Bacs to introduce a same day or next 
day, non-refundable B2B direct debit as a 
separate service with its own scheme rules. 
This would be ideal for the many SMEs 
who currently cannot get their bank’s 

Georgia Leybourne, sales and marketing director, Albany Software

A

Commentary 

permission to be direct debit originators.”
A B2B direct debit system, mirroring the 

current one in operation, would facilitate 
the eradication of older, inefficient payment 
methods such as cheques and cash, virtually 
guaranteeing the regular arrival of funds 
directly into the business’s bank account in 
accordance with the timescales agreed. This 
would eliminate the dreaded question ‘when 
will I get paid?’ 

Launched commercially in May 2008, the 
Faster Payments Service introduced a same 
day payments system at a fraction of the 
cost of CHAPS payments and, as a result, 
consumers are able to transfer money between 
bank accounts instantaneously.

The Faster Payments Direct Corporate 
Access system, which was piloted in July 
2009 by Barclays and Albany Software and 
due for general release thereafter, will enable 
businesses nationwide to embrace the system 
and begin making same day transfers. The 
scheme will not only serve as an inexpensive 
contingency for late payments to staff and 
suppliers, but will also facilitate regular usage 
for businesses wishing to spend more time on 

their financial processes, while still meeting 
deadlines.

By making and receiving faster payments, 
businesses will be viewed in a much more 
favourable light by their peers and enjoy the 
reciprocal benefits that come with paying 
and being paid promptly. By knowing 
exactly what is available in terms of cash 
at any given time, a business is far better 
placed to make crucial decisions regarding 
investment opportunities or the negotiation 
of new supplier terms and is able to reassure 
investors and customers that the company is 
financially competent and stable.

Such plans to halt the late payment 
epidemic are ambitious, but if they are to be 
successful a dramatic corporate restructure 
is needed. The fact is the technology is 
already available to aid SMEs in such adverse 
conditions. 

By sending financial documentation 
electronically and on time, the uncertainty 
over their receipt is eliminated and if at the 
other end the invoice is processed via Bacs 
Direct Credit, payment will be received 
swiftly. A company can typically implement 
e-document distribution software in a matter 
of days and will, if sending around 350 
documents per month, experience significant 
ROI inside one year.

SMEs have the technology and the means 
to reverse their fortunes in the face of the 
adversity the business world is currently 
experiencing at their fingertips. Industry 
developments now mean that invoices and 
payments can be sent and received at the 
touch of a button, enabling a far slicker 
business model to take shape. This, coupled 
with the campaigns and initiatives already 
in operation to improve the cash flow cycle, 
should ensure that the future for SMEs is far 
brighter than many believe.  f

SMEs have the 
technology and the 
means to reverse 
their fortunes in 
the face of the 
adversity the business 
world is currently 
experiencing 

“

”

Georgia Leybourne, sales and marketing director for Albany Software, has spent 
12 years bringing solutions to market that streamline customer processes, saving 
them time and money. Her speciality is in the payments market with a keen focus 
on adding value to the financial function of paying and collecting funds through 
provision of feature rich solutions.
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Embracing the future with agility

nsurance companies, banks and 
financial corporations are particularly 
challenged these days. Not only 

is the economical climate under pressure, 
organisations are faced with unprecedented 
complexity throughout their mission-critical 
business processes. Also, because customers 
are demanding more and more services, a 
dynamic organisation needs to cope with 
those increasingly changing requirements. 
Unfortunately, being dynamic often conflicts 
with the politically charged and hierarchical 
structure of a corporate enterprise. 

Usually, business processes are realised by 
a heterogeneous landscape of systems, some 
already existing, some under construction, 
and adapting to changes also means adapting 
those systems. However many larger 
projects have been started with a big design 
upfront and are controlled by rigid project 
management methodologies, so that may not 
be easy at all. Adapting existing systems may 
appear less of a challenge, but that depends 
entirely on the level of quality at which those 

systems were originally designed. From years 
of experience in the IT market, we know that 
projects under stress tend to drop the quality 
standards a notch or two. Even worse, nobody 
can predict the future. So even though your 
architects may have designed a comprehensive 
system architecture and developed a 
promising proof-of-concept, you have no 
guarantee that those choices will work out 
later in the project. 

What is really needed is an agile 
construction environment that welcomes 
change, promotes transparency throughout 
the entire system development lifecycle, 
and applies best practices that are known 
to encourage high-quality software. At 
Aviva Solutions, we typically refer to such 
an environment as a software factory. A 
software factory is not about constructing 
software through assembly lines. It is 
created by continuously harvesting 
frameworks, best practices, guidance, 
metrics and other experiences from 
completed projects. A typical factory 

Dennis Doomen, principal consultant, Aviva Solutions
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Dennis Doomen is principal consultant at Aviva Solutions and has been active in 
the business for 13 years, helping organisations to learn from each other, sharing 
best practices and providing general guidance. Additionally, Doomen is a speaker 
at many conferences and events and regularly publishes articles.

includes guidance on architecture, coding 
standards, functional design, infrastructure, 
tools, and products.

One particular reason that many projects 
fail is that they assume that stakeholders 
know what they want from the start. 
In reality however, the most important 
revelations occur much later. Moreover, 
many initial assumptions change during 
the project. Team Foundation Server 2010, 
Microsoft’s integrated suite for managing 
and executing software projects can help 
with that. Out of the box, it supports an 
iterative software methodology that embraces 
change throughout the entire project, 
measures progress continuously and keeps 
management in control at all times. And in 
contrast to many similar products, it targets 
all disciplines involved in a project, including 
testers, requirement analysts, configuration 
managers, functional designers, and, 
obviously, the project managers. 

Another aspect where a software factory 
helps out is by introducing best practices 
that strive for high-quality software. 
Automatic unit and integration tests, for 
instance, prevent regression problems. 
Evolutionary design ensures that the 

system does not contain any unnecessary 
complexity jeopardising maintenance. Pair 
programming increases productivity and 
quality but also ensures that the feedback 
cycle for potential functional issues is 
shortened significantly.

Not everything has to be built from scratch, 
so a software factory should provide guidance 
on what off-the-shelf products can be used 
for what corporate duties. For instance, 
orchestrating business processes over a 
variety of systems that use different protocols 
and technologies is typically something that 
BizTalk Server 2009 does best. And SQL 
Server 2008 Integration and Analysis Services 
can be used to extract and transform data 
from those systems into a central warehouse, 
which is exposed by Microsoft Office and 
Microsoft SharePoint through reporting and 
KPI dashboards. 

Depending on the nature of the system 
and technology involved, many architectural 
choices have to be made. Fortunately, 
Microsoft’s Patterns & Practices team 
provides architectural guidance and 
advanced starter kits for different kinds of 
systems. These products consist of generic 
solutions that have to be customised to 
match the specific corporate requirements. 
But in order for successive projects to 
benefit from that, the specific choices and 
customisations have to be written down 
somewhere. Obviously, a software factory is 
the logical choice for that.

As said before, a software factory does not 
come in a box and requires a careful analysis 
of your organisation, preferably supported 
by an external coach and verified in a pilot 
project. But regardless of the nature and 
core business of your organisation, software 
factories should be an essential part of your 
IT strategy.  f

a software factory 
should provide 
guidance on what off-
the-shelf products 
can be used for what 
corporate duties

“

”
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Clarifying Financial products

he financial industry is at a turning 
point globally. The recent credit crisis 
has called for a major overhaul in 

financial practices, and it has been recognised 
that customers need to be better informed 
about the financial situation they are in, or 
getting themselves into. Such technologies 
as the Internet and mobile phones have 
revolutionised the availability of information 
on a global scale. By embracing this, the 
financial industry can speed up the much-
needed changes customers and compliance 
bodies are calling for. 

In our opinion, the financial industry is all 
about human behaviour related to money. 
And while the credit crisis has done little 
for the industry’s image, it has highlighted 
intrinsic problems regarding the relationship 
between the customer and the financial 
institution. Up until now, greed or fear have 
been important sales drivers for financial 
products. The less a consumer knows about 
the product they are buying or the policy 
they are signing up to, the more financial 

companies have benefitted. To do this they 
have presented information about their 
policies and products in as complex a way 
as possible. Certain details in policies, both 
good and bad, have been hidden from the 
customer, or presented in such a way that 
it’s hard to truly understand their meaning. 
In fact, financially mature countries have 
reached such a state that they need well paid 
financial experts to explain each consumer’s 
current and future financial situation in a 
financial planning or status report of 100 
pages, or more. 

New government regulatory compliance 
laws will protect customers from buying 
the wrong financial products, but financial 
institutions must also work harder to 
clarify their financial products to the 
customer. As seen in other industries, 
the Internet has changed the way goods 
and services are sold and distributed. 
Now, for the financial industry, changes 
are happening fast. Via the Internet, 
widespread access to information that is 

Jenze Bosma, chief executive officer, Figlo
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Jenze Bosma is chief executive officer of Figlo. Having started his career in 
1984 as a self-made managing director at the Dutch company Multihouse, 
Bosma then started up Infa in 1996. The company is now a market leader in the 
Netherlands for personal financial planning and advice software. Taking with him 
the knowledge and experience, Bosma continued his professional career as CEO 
of Figlo in 2007.

written specifically for the consumer 
will help to make financial issues 
understandable as well as develop 
awareness. Many people, for example, 
would like a good retirement, but don’t do 
anything about it. If it’s clear to a consumer 
how saving some money will benefit his or 
her financial future, then it’s more likely 
they’ll put in place a pension savings plan. 
Accessibility to information allows the 
consumer to understand an issue and go 
about solving it.  

Using the Internet and new financial 
advice software, based on what consumers 
really want and need, the financial industry 
now has the opportunity to restore trust and 
meet consumer expectations.

Figlo has a deep-rooted background 
in providing financial advice processes 
and software. The Netherlands is a 
sophisticated, well-regulated and complex 
market with regards to financial planning 
and financial advice. We have learned that 
if the customer doesn’t really understand 
the financial advice and his/her financial 
future, the customer is less willing to 
invest in or buy financial products. This 
is the situation with the current software 

being used for financial advice. From this 
perspective, with our Hawanedo (have, 
want, need, do) product line focusing on 
customer centricity, transparency, intuition 
and interactivity, we strongly believe that 
we can bring something new to the table 
of the current financial industry. In our 
opinion there’s nothing wrong with selling 
financial products, but it’s all about how 
you sell them. Does the customer actually 
understand what he’s buying? Did he get 
different options to choose from? And, 
last but not least, does the advisor know 
what he’s advising and selling? Therefore, 
when developing our software we use 
the following statement: ‘If the consumer 
understands it, the advisor can use it’. In 
Hawanedo, this all comes together.

We conducted a significant amount 
of research before we launched our new 
advice approach. Our mission is to ensure 
an insightful and understandable financial 
future. Our solutions can be used for both 
product selling and comprehensive financial 
planning. For the graphical user interface 
we used Microsoft Silverlight to make it 
appealing and interactive, and that was 
before Microsoft Surface was launched. 
Surface brings the customer experience to 
the next level. It is ideal for our Hawanedo 
software, which uses financial cards as a 
metaphor for information communication. 
Using this technology, tangible cards can 
now be seen and used on the table. 

Figlo offers software that the global 
financial industry is looking for. It places 
the customer at the centre of a financial plan 
and works from his wants instead of trying 
to force a product onto him. We make the 
whole process as transparent and objective 
as possible: a revolutionary new approach 
for the next decade.  f

Accessibility to 
information allows 
the consumer to 
understand an 
issue and go about 
solving it

“

”
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No reports show up-to-the minute 
consolidated account information. Copying 
and pasting reports together is the norm, 
but tempers flare as mistakes are reported, 
fingers are pointed and accusations fly. 
There is simply no way to ensure accurate 
information is provided in time to meet client 
demands.  

Creating and interpreting relevant reports 
requires a comprehensive skill set on the part 
of managers. Central to optimal reporting is 
understanding your business data as well as 
what, when and how you collect it. Then, you 
need to know what the data means to your 
business and how to interpret and apply it.  

For example, in the scenario above, 
updates in transactions and other 
information from various sources isn’t 
reported in a timely manner. Weekly reports 
are good but only show a seven-day period. 
What’s really required is a daily report 
that can keep up with transactions as they 
happen. You need to ensure transactions 
from all the sources (what) are done as 
needed throughout the day (when) – this 
means you understand your business 
processes and accounting practices to make 
this happen properly (how). Without good 
data collection, reporting is stalled. 

Next comes organising data so it is clear 
and understandable to those who receive it. 
This requires access to data in all systems and 
the ability to change systems to continually 
improve the data stream and therefore the 
information. For example, if you want to 
track transactions for timely client updates, 
you need to ensure your information systems 
and processes have fields and procedures in 
place. Reporting cannot be divorced from data 
collection and organisation. 

At the heart of building a report is the 
ability to ask the right questions and then 

find the answers. In fact, asking a pertinent 
business question is the first step in the 
reporting process. From there, data is verified 
against what is expected. Then, you refine the 
question, as well as the data that is collected, 
the process of collecting the data and even the 
data structures. This leads to a new, improved 
question. More data can then be verified and 
finally the ultimate answer can be found. 

Of course, even the report is not the final 
step. Once systems have been honed, data 
retrieval optimised and the process refined, 
a loop of continual improvement has now 
been created. This allows for new variables, 
changes in business structures, markets, even 
legislation and new iterations. Knowing how 
to best build and use reports may not help 
you rule the world, but it can help you rule 
your world. 

With the right reports in hand, now all 
of your teams – management, account 
management, marketing, and sales – are on 
the same page. Everyone knows the goals and 
where they are in relation to them.

You can make decisions and projections 
based on past, current and future realities. 
Key performance indicators and metrics will 
start to emerge – expense to revenue ratios, 
for instance – that will only increase your 
insight and knowledge of exactly where your 
company stands, where it needs to go and 
how to get there. 

It’s 9.00 am the following Wednesday 
and at the weekly account manager meeting 
new client reports are causing a mild uproar. 
Up-to-date reports that can be refreshed at a 
moment’s notice, which show the exact date 
and time of all transactions from multiple 
systems, are now available to all account 
managers. Account managers can now give 
clients the most accurate up-to-the minute 
information with confidence.  f

Business reporting: getting it right

t’s 10.19 am on Monday. An account 
manager receives an urgent call from 
a client who wants an update on their 

account. The account manager cannot get 
accurate client account information. The client 
is told they will have to be called back with the 
information at a later time. Lost minutes equal 
lost revenue as clients become frustrated. 
The culprit is clear – the account manager 
needs accurate up-to-the minute information 
pulled from all relevant data systems. Weekly 
reports show client account information over 
the course of the week, but at the moment 
of the call it may not have all the up-to-date 
information. And not all the information is 
one report. Of course, if client information 
could be updated in real time and pulled from 
all relevant sources with up-to-the minute 
reports, the situation would be quite different. 

Leading with a confident, informed hand 
is key to any successful enterprise. And yet, 
a surprisingly high proportion of managers 
operate with a less than complete picture of 
their business’s most critical data. So, what are 

the reporting essentials that ensure optimal 
operations and incisive management? 

Firstly, it’s important to recognise that 
we’re talking about business practices for best 
reporting results –  not a complex technology 
infrastructure. What you need has everything 
to do with results, answers, accuracy and 
timeliness. 

Your needs are also tied to past performance 
and future potential. While most reports 
merely touch on what has already happened, 
businesses today –  especially those like the 
one profiled above –  also need up-to-date 
(sometimes up-to-the-minute) reporting 
of current data (transactions and current 
balances, for example). In turn, reports that 
can predict such things as account projections 
add even more insight. Finally, taking the past, 
present and predicted data and being able to 
run ‘what-if’ scenarios with different variables 
helps create the ultimate crystal ball.

It’s the weekly account management 
meeting at 9.00 am on Wednesday. The 
previous client calls dominate the discussion. 

Phillip Bride, president, Jet Reports

I

Based in Portland, Oregon, USA, Phillip Bride is president of Jet Reports 
International, where he is responsible for the global distribution, marketing and 
sales of the company. Phillip has worked at Jet Reports since 2002, where he 
started as director of marketing then added channel management to his duties 
for the US territory. He was promoted to president in 2007.
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strategic performance improvement

hat strategic performance 
improvement initiatives have you got 
underway in your organisation today? 

Probably some of the following: organisational 
change and change management; 
rationalisation of IT platforms; lean process 
and value chain optimisation; operational 
risk and business control management; and 
regulatory compliance best practice. 

What all of these and many other strategic 
initiatives share in common is the requirement 
to first of all understand how you operate, 
agree what needs to change, and successfully 
communicate the change to all stakeholders 
come cut-over. Business agility demands that 
you perfect this ability not as a series of stove 
piped projects, but as a coherent managed 
approach, which is sustained for the long term. 
One thing is sure – change will continue. 

An approach that will underpin these goals is 
business process management (BPM). Nimbus 
provides an innovative business process 
management solution called Control, which 
is delivered on a Microsoft server technology 

platform, and available as a hosted solution 
(software as a service). Using Control, clients 
find that they can more easily capture, analyse, 
communicate and govern a common set 
of processes that are used to manage and 
transform their business. Nimbus works with 
many leading financial service organisations 
to realise this approach. The following three 
companies are reaping the rewards of this 
approach. 

ING
When ING SW Europe started a Compliance 
Maturity Programme in 2008, it turned to 
Nimbus for guidance on business process 
optimisation. Having evaluated compliance 
operation changes imposed by MiFID 
regulations, it became apparent that an 
eightfold increase in capacity was needed. 

Working together, the two companies ran 
a process definition workshop with several 
compliance officers. As a result ING obtained 
a complete end-to-end view of the processes 
in question and was able to identify many 

Antony Bream, global financial services sector manager, Nimbus
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opportunities for process optimisation and 
elimination of manual procedures. The next 
step was to build the required automation. 
Capacity issues within IT forced ING to 
consider outsourced development and hosting. 
Nimbus’s hosted software-as-a-service capability 
was selected so that no software needed to be 
installed on ING’s infrastructure. A technical 
specification was built from the process 
content, which after a couple of reviews with 
ING was handed to the development team who 
started work straight away. 

Within three months the capacity increase 
was achieved. “Nimbus Control provided 
a process view which greatly facilitated the 
definition of requirements between compliance 
specialists, management and developers,” 
says Erik Werson, programme director of the 
Compliance Maturity Programme, ING. “Our 
cost per transaction has reduced from €16 to 
less than €3, and we have exceeded our target 
for automatic processing.”

JP Morgan Investment Bank
JP Morgan, one of the world’s leading 
investment banks, used Nimbus Control to 
help improve service delivery efficiency within 
its technology group. 

When the technology services division 
decided to overhaul its approach to service 
delivery, it decided to take a business process 
analysis led approach. JP Morgan engaged 
with Nimbus and Control was identified as 
the most appropriate process management 
tool to help the bank define standard ITIL 
processes and compare the various (and 
often unnecessary) process variations with 
a view to consolidating operating practices. 
Control’s intuitive process notation made 
process information accessible without the 
need to learn another ‘technical’ application. 
Control’s analytical capabilities were ideal to 

identify what IT applications were used to 
support each process activity, and provided 
the reporting needed to validate proposed 
rationalisation scenarios.

Using this approach, JP Morgan was able to 
identify inconsistencies and waste across regions 
and overlap of competing IT tools. 48 IT tools 
were consolidated to just four; eliminating huge 
software license, support and training costs. 

Commenting on the success of the project, 
Rob Locurto, JP Morgan’s VP, IBTech process 
and tools service manager says: “Nimbus 
Control is a major contributor in our mission 
to standardise processes and successfully 
drive change throughout the organisation.”

Paternoster
Paternoster is a regulated insurance company 
that takes on the risks associated with a 
company’s final salary/defined benefit 
pension schemes and assumes responsibility 
for paying their pension in the future. After 
several years rapid growth it became apparent 
that for continued scalability, high quality and 
successful risk control, operational processes 
needed to be standardised and communicated 
to employees more easily. 

Paternoster realised that capturing business 
processes in Nimbus Control would facilitate 
standardised operations across London and 
Mumbai, and provide clarity around risks and 
controls. Using the solution it has accelerated 
its drive to document and manage processes 
and overcome barriers previously encountered 
in process capture attempts. 

“To continue our growth it is important 
to continually align employees with our 
business processes as we improve and evolve 
them,” says Paternoster’s risk and compliance 
director Ed Jervis. “Control provides us 
an agile yet robust platform with which to 
support these goals.”  f

Since joining Nimbus in 2004, Antony Bream has successfully spearheaded 
the company’s growth in the financial services sector. Bream’s recent customer 
engagements include JP Morgan, RBS, Northern Trust, HSBC, Man Group, ING 
and UBS. Before joining Nimbus, Bream worked for a variety of other leading 
software and consulting businesses including EDS, Informix/IBM and Atos Origin. 
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Meeting financial needs with ECM

n the current financial crisis, which 
emerged in 2007 and as we write has 
no end point upon which most parties 

can agree, almost every industry sector has 
suffered business trauma to some degree, with 
revenue and profits. Arguably, financial services 
have suffered the greatest trauma of all.

Open Text, however, continues to see 
strong demand, and growth, for its content 
management solutions across all sectors, 
including finance. This is fuelled by the 
ongoing need of organisations of all sizes to 
better manage their unstructured data and 
better leverage content in the context of their 
key business processes. 

Regulatory compliance and the need to 
manage risk continue to be important drivers – 
particularly for large firms subject to government 
or industry regulations. In fact, as companies 
in many sectors have discovered to their cost, 
complete, compliant, legally admissible records 
have never been more important.

This requirement is only set to grow in the 
wake of the credit crisis and the inevitable 

tranche of new regulations promised by 
government as well as board-mandated 
internal policies. 

Many organisations have implemented 
content management systems on a departmental 
level or to satisfy the requirements of a particular 
use case. That’s fine, but this capability often 
needs to extend throughout the enterprise. This 
can present challenges in terms of usability. To 
gain the maximum benefit from investments in 
technology, organisations need to ensure that 
they enable users with different skill sets and 
interaction models.

Open Text sees a continuing trend toward 
‘invisible content management’, which integrates 
content management systems behind the 
scenes into the familiar and ubiquitous desktop 
products that people use every day – a trend we 
now enable with products specifically designed 
to that end. People can continue to use the 
interfaces they are used to, while their locally 
stored content becomes incorporated into more 
structured overarching systems and processes 
for managing content. 

mike pryke-smith, strategic alliance manager, Open Text
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The driver behind deploying an enterprise 
content management (ECM) environment 
may well be assured compliant records 
management, yet even greater benefits can be 
achieved if it’s done properly. Employees can 
find the information they need – controlled 
by policy-driven access rights – much faster, 
eliminating a widely recognised drag on 
knowledge worker productivity. 

Integration with preferred desktop 
applications for collaboration, authoring, 
and e-mail is a key enabler so that people 
can use familiar tools and incorporate their 
organisation’s best practices for content 
management within the context of their 
existing work style. E-mail in particular is 
an area of great potential compliance and 
discovery challenge, and hazard, which our 
solutions can address head on.

Another trend is the growth of content-
driven applications that leverage content 
management systems to provide line-of-
business and vertical content solutions. 
These applications make intelligent use 
of unstructured information to automate 
a business process – in both the front- 
and back-office. Examples of this trend 
are applications that address compliance 
management, case management, and contract 
management. An ECM solution allows 
controlled, automated and seamless inclusion 
of content not originated via Microsoft, such 
as scanned in correspondence, forms or 
customer ID details, for access via the same, 
familiar user interfaces. 

Open Text and Microsoft entered into a 
strategic alliance in 2005 to provide optimised 
enterprise content management solutions for 
the Microsoft platform. 

In particular, Open Text has provided 
records management and archiving 
solutions for previous versions of 

SharePoint, but with the advent of MOSS 
2007 the company made the strategic 
decision to deeply integrate with the core 
infrastructure capabilities. This allows them 
to offer a broader, deeper set of solutions. 

The advent of core content services 
contained within SharePoint enables 
Open Text to take advantage of that 
infrastructure to create vertical solutions 
and connect SharePoint deployments 
to enterprise-wide content management 
systems. Open Text has a line of business 
solely devoted to the Microsoft platform, 
developing not only applications for 
SharePoint but also applications such as 
Customer Information Management, an 
Outlook/SAP integration, as well as e-mail 
management and archiving. 

With a dedicated office on the Microsoft 
Redmond campus, Open Text is better able 
to coordinate development with the product 
teams and align itself with Microsoft’s marketing 
initiatives. Together, Open Text and Microsoft 
are engaged in multiple go-to-market initiatives 
that target both vertical and horizontal market 
segments. 

Open Text’s products and industry-
focused solutions enable organisations to 
better manage and leverage information 
throughout their operations. Open Text’s 
comprehensive ECM offerings provide 
a full range of capabilities – including 
document management, records 
management, Web content management, 
digital asset management, archiving, 
storage and search – built on a framework 
of content services that allows integration 
with multiple data sources including 
enterprise resource planning and customer 
relationship management systems, and 
surfaced in multiple client interfaces to fit 
the requirements of the end user.  f

Mike Pryke-Smith joined Open Text in 2007. As strategic alliance manager, 
Pryke-Smith is responsible for leading a virtual team across northern and southern 
Europe with the goal of growing a profitable relationship with Microsoft. He has 
played an instrumental part in building the Microsoft solutions business. Before 
joining Open Text, Pryke-Smith worked in marketing, the Office and SharePoint 
Business Group in the UK, and enterprise sales at Microsoft. 
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Compliance: the new differentiator?

t has been far too easy to point the 
finger of blame at the finance sector 
as a whole for the current economic 

situation. With both government and public 
calling for tighter controls, it is inevitable 
that stricter compliance measures will be 
introduced and enforced. Regardless of where 
the fault lies, regulation has become the latest 
watchword in the UK finance industry.

Many of the current auditing and compliance 
standards in the UK finance sector are largely 
voluntary and sector lead, unlike in America 
where strict standards (such as Sarbanes 
Oxley) were introduced in the wake of Enron 
and other past problems. However, with 
such large government involvement at the 
commercial ownership level, combined with 
recent proposals to shake up the regulatory 
overview structure, it is only a matter of time 
before stricter, compulsory standards will be 
introduced in the UK. 

In the UK, the Financial Services Authority 
(FSA) has traditionally engaged with business 
in an advisory capacity, promoting the 

organisational benefits of compliance, and 
highlighting how high achieving companies 
are reaping the rewards of implementing 
and driving best practice across the finance 
industry. Through round table discussions 
with input from the industry, the FSA has 
been attempting to lead business towards 
the benefits of best practice. Historically, 
the financial services industry was built on 
trust. In many parts of the industry, trust 
might soon be supplemented by government 
regulation aimed at protecting customers, 
investors and the economy.

Whether it is voluntary or compulsory, the 
reality is that finance companies will not gain 
benefit from compliance until they regard it in a 
different light – many companies see compliance 
as a set of tick boxes that must be filled in by 
certain dates. Yet, failure in basic security and 
data retention systems within some of the UK’s 
largest banks and the FSA’s combined fines of 
£3 million show that continuous compliance is 
not just needed; it makes good financial sense.

Thanks to the shift in responsibility of directors 

Tim Eichmann, CIO, Parative

I
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Based in London, Tim Eichmann is the CIO of Parative. Eichmann has designed 
security and compliance systems for some of the UK’s largest multinational banks 
and is an advocate for using proactive security and auditing solutions to tackle 
issues across many of Europe’s industries today. 

and managers of finance organisations to provide 
greater transparency for regulators, the ability to 
report on customer, investor and employee data 
has never been more important. 

Increasingly, finance companies are 
instigating separate compliance departments 
to ensure that records are kept, that issues are 
identified before a customer’s interests are 
damaged (or the regulator takes action) and 
that internal controls and regulatory processes 
are closely adhered to. But at the core, the 
financial industry must focus on security best 
practices as its primary goal. Do that right, and 
compliance will follow by default. 

So what is your primary goal? Compliance, 
security, or both? The best way to understand 
the difference is to clearly define the two 
terms: security is a set of practices; compliance 
is the process to gauge the effectiveness of 
those practices. It is the understanding of the 
difference between these that brings about the 
concept of continuous compliance. 

Organisations need to move away from 
a model where they throw large amounts 
of money and resources at deadlines, to 
one that reduces the cost of compliance 
and delivers lasting value. Businesses that 
closely and regularly monitor IT security, 
risk management and data security practices 
are not only able to achieve compliance 
by default, they also achieve improved 
operational efficiency and organisational 
agility with IT staff spending less time fighting 
fires and more time on projects of direct 
benefit to the bottom line. 

In fact, more and more businesses are now 
citing best practice activities to differentiate 
themselves as a company and improve their 
position against their competitors. The goal is 
to achieve a culture of real-time transparency, 
continuous risk management and compliance 
and security. As companies progress along this 

continuum, they move to a state where they 
are beyond the static ‘check in the box’ IT risk 
management strategy and they can begin to 
see the cost savings and tangible benefits that 
this model brings.

The necessity of moving towards a dynamic 
continuous compliance model is underscored 
by the way in which compliance is generally 
introduced. Whether it is a law, a regulation 
or a published industry standard, it can take 
up to a year for that mandate to be written. 
Businesses need to create a continuous 
compliance environment that will ensure 
they remain one step ahead of real-time threat 
environments.

As an IT director or CFO, you have three 
main options in your approach to security and 
compliance: do nothing and wait for regulatory 
requirements to force action; do the bare 
minimum necessary to pass regular audits; 
or take a combined approach to security and 
best practice to lead the industry and achieve 
compliance as a default output. 

Newspaper headlines show that the first 
option is no longer viable with the FSA 
enforcing and fining millions of pounds for 
lapses in security and compliance. So no 
matter the projected cost for compliance, it is 
surely cheaper than a £3 million fine.

Many companies will view the second 
option as the easy solution, but with 
more (not less) compliance and reporting 
requirements looming, this option will 
become increasingly expensive as the costs 
and effort of preparing for each audit begin 
to affect the day-to-day business processes. 

The only viable approach is to implement 
leading edge security processes and solutions. 
Not only will your business and reputation be 
secure, but you will also be prepared for any 
compliance requirements that emerge from the 
current political storm.  f
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o support enterprise-wide decision-
making and enterprise risk 
management (ERM), global insurers 

must transform and evolve into a true 
enterprise-enabled industry. To achieve this, 
they must partner with technology vendors 
that understand the complexities of risk-based 
information systems and can implement 
a comprehensive ERM framework to meet 
insurers’ goals and regulatory requirements. 

The insurance industry is undergoing a 
significant transformation primarily driven 
by the impact of changes in world markets 
and an emphasis on improved capital 
management. Most governments are currently 
considering economic capital-based regulatory 
changes that focus on implementing 
effective ERM initiatives with the ultimate 
goal of providing policyholder protection 
and promoting better governance by the 
management team and board of directors. 

The current economic crisis has highlighted 
the relevance of a risk-based solvency regime, 
resulting in increased attention to the EU’s 

Solvency II directive. One of the objectives of the 
regime is to elevate the standards of insurance 
companies’ management using ERM principles. 
Though the directive will place pressure on the 
insurer to develop an ERM strategy and required 
technology infrastructure, it should be also seen 
as an opportunity to ensure the resilience and 
agility of the organisation as a whole and gain a 
competitive advantage. 

To effectively execute an ERM initiative, 
insurers must identify, measure, control, and 
monitor risks throughout the organisation. They 
must transform operations in order to: define 
risk strategy and appetite at the highest level 
and align risk decisions to risk tolerance; embed 
risk practices and change the culture to embrace 
risk management throughout the organisation; 
measure risk using modelling tools that evaluate 
assets/liabilities and their interactions; and rely 
on systems and data to provide accurate and 
timely information that enable improved, real-
time capital management decisions. 

It sounds like the logical evolution of an 
industry in the business of managing risk 

Mike Learned, VP SunGard iWorks, Sungard
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for others, doesn’t it? The answer is not as 
straightforward as it appears. 

According to a recent Accenture survey, 
less than 20 per cent of respondents said they 
consider themselves well prepared for the 
start of Solvency II. Processes, IT systems, risk 
quantification and modelling capabilities are 
the areas where they see the most significant 
need for improvement. 

Most insurers would surmise that cracking 
the ERM nut is a lot more complicated 
than simply stating lofty goals. According 
to Matthew Josefwicz, director of insurance 
practice at Novarica: “Few industries are so 
rich in customer, product and operational 
data, and yet so poor at extracting useful 
information from that data as the insurance 
industry.” 

In the 1950s, insurers were the leading 
investors in information systems. Over the years, 
as technology has evolved, the insurance industry 
has not kept pace and now finds itself playing 
catch up to more tech-savvy markets like banking.

Insurers’ reliance on data-rich legacy 
systems has promoted a culture of redundant 
processes and a paper trail mentality. The 
emergence of specialised systems targeting 
specific functions has also sponsored siloed 
systems where information exchange happens 
on occasion, if at all, and relies heavily on 
manual processing. 

So, in order to implement effective ERM, 
management must not only transform 
operations and corporate culture to change 
risk behaviours, but also evaluate systems and 
find ways to streamline processes in order to 
maximise technology investments. In short, 
the ERM puzzle is not only comprised of risk 
management pieces, but also information and 
technology management. 

Before embarking on a large scale initiative, 
insurers must consult with technology vendors 

to better understand how new systems will be 
applied to existing processes, and how new 
processes can be introduced and streamlined 
to yield productivity gains. Because ERM deals 
with risk, it is also as important that solutions 
providers understand risk data through the 
entire insurance enterprise. 

A fundamental requirement for regulatory 
regimes, like Solvency II, is to perform 
analytics and statistical analysis and modelling 
in a rigorous, auditable and transparent way. 
Insurers must be able to accurately model 
insurance, as well as credit and operational 
risk and aggregate data in order to provide 
a holistic view of the risk and demonstrate 
consistency of information appearing on both 
sides of the balance sheet.

Because ERM and new solvency regimes 
require sophisticated modelling techniques, 
calculation-intensive applications should use 
cloud computing, grid computing and other 
advanced technology for improved firepower 
and accuracy. Such systems must also be 
flexible and provide integration points to and 
from back-end and front-end systems as well 
as data marts and data warehouses to support 
business intelligence and reporting.

It is critical that insurers embrace technology 
advancements in data management and 
implement an integrated insurance data model. 

Insurers must partner with a technology 
vendor that understands the complexities 
of risk-based information systems and the 
entire insurance enterprise environment and 
vendors must offer a consultative approach 
that values ERM initiatives. Finally, solution 
providers must offer a comprehensive ERM 
strategy based on technology leadership and 
innovation that not only supports the needs 
of the insurance market today, but is visionary 
and extensible to meet the growing needs of 
tomorrow.  f

Michael Learned is vice president of product management for SunGard’s insurance 
operations. His current responsibilities include setting the strategic direction of the 
SunGard iWorks line of insurance software solutions as well as the development 
of new business opportunities and partnerships. Prior to joining SunGard in 1987, 
Learned worked as a pension technical specialist at New England Financial and later 
as the vice president of administrative services for a pension actuarial consulting firm.  

Understanding risk management
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Empowering the managers

nformation is the lifeblood of business. 
Without reliable information, even 
the best managers are left helpless, 

floundering around in the dark. If management 
is about making decisions, it follows that good 
managers are those who consistently take good 
decisions. But even the best cannot be expected 
to make reliably good calls without adequate 
information. 

Banks, as early and enthusiastic adopters 
of IT, generate vast quantities of data. Getting 
meaningful information out of that data, 
though, is not easy. Traditionally, providing 
management information has been the preserve 
of specialist teams – christened by Microsoft 
CEO Steve Ballmer as: ‘the high priests of 
data’. These teams spent their time analysing 
data generated by business systems, and 
providing reams of reports to the managers 
and executives who actually ran the company. 
But those reports were complex to generate, 
and not always as flexible as managers might 
have wished. Information, as many managers 
will agree, is not a universally good thing. Only 

relevant, timely information has real worth.
Having had years of experience in the 

business intelligence (BI) sector, Lydian, 
which is now part of Temenos (Temenos 
Insight), found its way into companies largely 
through accounting and finance departments, 
which were generally responsible for 
producing management information for line-
of-business executives. Historically, doing this 
work has always been a very labour-intensive 
activity that puts heavy demands on key 
individuals who spend most of their time 
on it. In recent years, we’ve seen a strong 
desire among CIOs and CFOs to reduce the 
effort involved in producing management 
information, and to put the tools for doing so 
in the hands of key managers themselves. 

As Jim Eckenrode, banking research 
executive with analyst Tower Group says: 
“Typically the lack of functionality that 
is easily developed and manipulated has 
prevented a lot of line-of-business managers 
from getting management information in real 
time. There is limited ability to do modelling 

Graham Goble, product director, Temenos

I
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ADVERT
and what-if analyses.” And that, he explains, 
hinders managers’ ability to do their jobs.

In the past decade, banking has been 
about investing more in front-office and 
productivity tools. Banks were pioneers of 
customer relationship management (CRM) 
in contact centres, and although they may 
say they have a single view of the customer, 
many don’t. As Eckenrode comments: “The 
first mover disadvantage can be seen all across 
the portfolio of banking IT systems. It’s not 
just CRM but all the enterprise systems. They 
haven’t replaced them in 40 years. These 
back-end systems are purpose built to support 
a single product – credit cards, deposits, 
consumer loans and so on. So you have silos.”

Specialist modern BI systems such as 
Temenos Insight are designed to get around 
these issues. At the moment, most of the 
time spent on BI work is occupied by the 
construction of reports, with no time left for 
analysis of information. But working with 
us changes the record. We can provide a 
full profit-and-loss and balance sheet every 
morning, integrated with core ledgers. You can 
immediately get that information in a pivot 
table. And we can get that functionality up and 
running quickly, so managers can soon see 
the benefits of what we do. All of our banks 
have gone live within ten days, and our record 
is six. People don’t believe it, but it’s true. We 

don’t involve everyone in the bank in a mega 
BI project – we say: ‘this plugs into your core 
system, start capturing the data and move on 
from there’. Finance departments are our first 
users, and become our evangelists. People 
at account management or marketing level 
become interested and it spreads by word of 
mouth. We get a lot of interest from people 
who are customer-facing. It’s really important 
to understand that successful BI projects are 
not just about giving information to those at 
the most senior levels. You have to cascade 
intelligence down the line to give every 
manager easy access to the key information.

According to David Vander, Microsoft’s 
worldwide managing director of banking, 
Microsoft’s vision is BI for the masses. 
“The recent financial crisis has highlighted 
some major deficiencies in banks’ decision-
making capabilities,” he says. “Clearly they 
must become more transparent, but it’s also 
essential that information can be delivered to 
more of the organisation – not just a select 
few. And it must be delivered much faster than 
before. Batch, non-real-time systems, cubing – 
these systems all have to speed up.”

So, there is a big IT architecture issue to 
be solved here. “Systems have to be far more 
connected than before – more real-time,” says 
Vander. “That’s hard in banks – they have lots 
of silos. There’s a lack of modern architecture 
and systems leveraging standards of distributed 
developer intelligence. The other aspect is 
common tools for developing BI capability. 
Right now, there is such a piecemeal approach 
on the IT side. Tools have also been silo-based.”

BI needs to be a cost-effective solution 
for the entire organisation. Some of those 
toolsets are still too complex, still too niche, 
still too elitist. What is needed for an effective 
organisation in the future is simple, highly 
distributed BI capability.  f

What is needed for an 
effective organisation 
in the future is simple, 
highly distributed BI 
capability

“

”

Graham Goble has over 28 years of experience in the banking IT sector. In 
1998, Goble formed Lydian Associates to provide business intelligence solutions 
to banks. Over ten years Lydian built up its customer base to over 60 banks 
internationally using the Webform product range until it was acquired by 
Temenos in 2008. Goble is now a product director responsible for the Temenos 
Insight business intelligence solution.
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id-tier banks have long suffered 
from their inability to cope with the 
complexities of the payments market 

due to their reliance on manual processes, legacy 
systems and ad-hoc exception management. 
They are unable to easily launch new payment 
products and are hindered by their aging 
systems’ limited capabilities. Recently, a 
mid-tier bank in Abu Dhabi, the United Arab 
Emirates, opted to implement PELICAN for 
Payments from ACE Software Solutions in 
order to overcome these challenges, improve its 
payments service quality and provide innovative 
payment products. 

Following increasing pressure to cut costs 
and headcount while increasing efficiency 
through automation, the bank needed to 
replace its legacy processes, which involved 
costly and risky re-keying of payments data, 
as well as being slow and resource intensive. 
The bank wanted an integrated, completely 
automated system that could provide its staff 
with relevant payment information online 
and reduce errors in manual processing. It 
also wanted a solution that could go beyond 
dealing with Swift messaging formats and 
cope with the multitude of payment formats in 
both the domestic and international market. 

ACE Software Solutions provided the 
solution in the form of PELICAN for Payments, 
its specialist second-generation payments 
processing solution. It was chosen by the bank 
because of its comprehensive offering, allowing 
it to be used as a one-stop-shop to meet all 
transactional and compliance requirements. 
PELICAN’s modular architecture also allows 
it to be implemented in a services-oriented-
architecture (SOA) environment and means the 
bank can choose as and when to implement 
various functionalities. Through its use of 
artificial intelligence and natural programming 
languages PELICAN, which runs on Microsoft 
Windows, reads and processes all data (raw 
or formatted) with a payments perspective, 
thereby processing payments as a human 
would do. 

The first phase of the implementation 
project involved a focus on achieving 
straight-through processing for all inward 
payment processes, including adding 
functionality for ‘know your customer’ 
reports. The modular system allowed the 
bank to gradually adapt to the system 
changes and minimise costs and risks. In the 
second phase, ACE focused on the customer 
front-end including providing interfaces 
to accounting and order routing systems 
to allow for greater automation. The goal 
was to make the system as seamless and 
attractive as possible for the bank’s clients. 
It also provided the bank with the ability to 
provide innovative value-added products 
to its customers to generate revenue and 
differentiate itself from its competitors. 

The wide range of functionality offered 
by PELICAN has removed the need for 
multiple applications and systems, reducing 
risk, simplifying the vendor relationship 
and achieving significant cost efficiencies for 
the bank. Today, the bank has succeeded in 
significantly enhancing its straight-through 
processing rates by reducing exceptions and 
is able to cope with any future changes to the 
payments landscape because of the flexibility 
and extensibility offered. PELICAN ensures 
that mid-tier banks can adopt a universal, 
standards-based, future-proofed payments 
model. The bank sought a clean architecture 
to be able to cope with the rapid increase in 
demand for its services and this is what it has 
achieved via this implementation.  f 

efficiency in Abu Dhabi

profiled

M

Industry: Banking
Country: United Arab Emirates
Solution: Integrated payments processing 
system
Partner: ACE Software Solutions
Technology: PELICAN for Payments
Benefits: Increased efficiency, reduced 
errors, enhanced STP rates, scalable, flexible
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K letting agency Vanderpump 
and Wellbelove manages a total of 
700 properties and lets a further 

300 to 400 properties that are managed 
independently. The business switched its 
payment system from the now outdated 
method of cheques to Albany Software’s 
ALBACS in 1995. It then upgraded the 
system to the latest edition of the ALBACS 
portfolio in 2003. Today, the letting agency 
manages an average of £620,000 worth of 
payments every month using the ALBACS 
software, generating substantial savings in 
comparison with its old cheque system and 
maximising security of transactions and 
efficiency of resources.

The ALBACS software is used to process 
all funds collected from tenant rentals in 
addition to collecting commission before 
paying landlords and contractors. With its 
built-in verification feature it ensures that 
all bank details are correct at point of data 
entry, validating account numbers, names 
and sort codes, which removes costly errors 
and payment delays. The upgrade to the 
latest ALBACS technology has allowed 
Vanderpump and Wellbelove to achieve an 
efficient and reliable financial status that 
has maximised resources and streamlined 
business processes.

“Our accounting office based in Reading 
is responsible for the collection of rent 
as well as the payments of 800 to 1,000 
landlords and up to 200 contractors a 
month,” says Kim Johnson, the agency’s 
accounts manager. “The value of these 
payments can be anything from £10,000 
to £45,000 every day, averaging at around 
£620,000 every month. We have a very fast 
and high volume cash turnover. Every bank 
detail is verified by the software, ensuring 
we know, at the source, that the transactions 
will be successful. Every penny is processed 
through the ALBACS system. Upgrading 
to the latest version of Albany’s software 
has brought our financial system right 

up to date and ensured we are giving our 
landlords, tenants and contractors the best 
possible payment service.” 

With such substantial cash flows to manage, 
ensuring accuracy and speed of transactions is 
crucial to the smooth running of the business. 
Johnson explains: “With ALBACS, we can 
issue all payments in minutes and its built-in 
verification system automatically validates 
all bank details at point of data entry. This is 
vastly different from the old system where all 
data had to be entered manually and error 
correction involved backtracking through the 
whole process.” 

Since implementing ALBACS software, 
Johnson has noticed just how inefficient 
and costly Vanderpump and Wellbelove’s 
cheque-payment system was. “Cheques 
could take ten working days to clear and we 
needed a large accounting department to 
accommodate all the related paper work,” 
she recalls. 

Now the agency is reaping the benefits. “The 
ALBACS system has saved us a great deal in 
time, staff reductions and also bank charges,” 
Johnson concludes. “Albany’s software is 
so robust and reliable, that transactions 
are processed even if a computer crashes. 
The system has paid for itself many times 
over. It keeps on helping Vanderpump and 
Wellbelove provide the best service for our 
tenants, landlords and contractors while 
making sure the business runs as smoothly as 
possible.”  f

Vanderpump and Wellbelove

U

Industry: Professional services
Country: UK
Solution: Fully integrated payments 
solution
Partner: Albany Software
Technology: ALBACS
Benefits: Maximised resources, streamlined 
processes, increased speed, security and 
efficiency of payment transactions

profiled
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BOS is a banking and insurance 
group in the UK and a wholly owned 
subsidiary of the Lloyds Banking 

Group. Back in 2004, the company migrated 
all its applications and data onto a Windows-
based platform using Asysco’s AMT-Lion. 
Since then, HBOS has turned to Asysco again 
to complete the second stage of the mainframe 
migration project. 

The AMT-Lion system had already 
improved HBOS IT operations, yet a change 
in business strategy in the company had 
resulted in a dramatic increase in business 
volumes across a number of key products, 
and an increased emphasis on e-commerce. 
Additionally, projects were in the pipeline 
that would have required substantial work 
on AMT-Lion applications. It was getting 
to a point where the infrastructure needed 
replacing.

Asysco proposed migrating from the 
existing Linc-based Lion systems to Microsoft 
C# .NET, as well as a move from a 32 bit to 
a 64 bit architecture. This solution meant 
that the company would avoid the cost of 
upgrading the existing system to AMT-Lion 
5.3, a move that would have cost £780,000. 
Another advantage of the proposed solution 
was that by moving to C# .NET it would be 
easier to develop and maintain products in 
the future. 

Testing for the new Asysco Migration 
Technology Visual Studio (AMT-VS) 
product commenced in January 2007 
and was held within the Insurance and 
Investment division of HBOS. Wintellect 
was also selected to provide an independent 
validation of the proposed solution, results 
of which were extremely complimentary 
of both the solution and of the ability of 
Asysco’s staff.

Asysco says the project was primarily 
about business risk avoidance and providing 
strategic alignment of systems. Most 
notably, AMT-VS has allowed HBOS to 
align with its strategic goals for .NET and 

C# development under Microsoft Visual 
Studio and enable growth and capability 
through industry standards. All of the 
Insurance and Investment division’s internal 
developers were sent on training courses 
to familiarise themselves with the new 
environment. However, a significant benefit 
of the migration is that the company can now 
access a greater pool of external C# and ASP 
.NET developers. 

Batch processing times have also benefited 
from the mainframe migration: taking from 
4.5 hours to three hours to complete daily; 
eight hours to six hours at weekends; and 
10.5 hours to 8.5 hours per month. As a 
result of this, system unavailability in the 
morning is now unheard of, and the division 
has even been able to extend system 
availability for its users to 6am to 10pm 
every day. 

Following the implementation of AMT-
VS, company IT strategy manager Patrick 
McNaught says: “I was delighted to find 
that despite having migrated 47 systems 
and over 1,000 programs, 9,000 objects and 
500 Visual Basic scripts, there were only 
18 minor post-implementation issues.” He 
was also pleased with the stability of the 
system, despite it having to handle in excess 
of five million transactions per day. “The 
new AMT-VS system has been as stable as 
the mainframe system on Unisys and has 
provided significant performance benefits,” 
he concludes.  f

HBOS

H

Industry: Banking and insurance
Country: UK
Solution: Mainframe migration
Partner: Asysco
Technology: AMT-VS, Microsoft C# .NET, 
Visual Studio
Benefits: Reduced batch processing times, 
access to greater pool of developers, 
significant cost savings, stability
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ffering a broad range of products and 
services, Arig is a reinsurer that has 
built its reputation on stable security. 

Established by the governments of Kuwait, 
Libya and the United Arab Emirates, Arig has 
grown to become one of the market leaders 
among regional reinsurers and focuses on 
the most dynamic economies in Africa and 
Asia. Today, it is a publically traded company 
owned by over 6,000 private and institutional 
investors and listed on the stock exchanges of 
Bahrain, Dubai and Kuwait. 

Arig has about 225 users spread across 
its offices at Bahrain, Singapore, Dubai 
and Mauritius. Until recently it has relied 
on a communications system based on 
telephones and Microsoft Exchange-based 
e-mails. Arig required a more effective 
communication solution that could help 
reduce costs and improve productivity. 
The solution needed to integrate with its 
new voice over Internet protocol private 
branch exchange (VoIP PBX) system 
and have the capacity to provide instant 
messaging (IM), audio/video conferencing, 
Web conferencing and voice mail. It was 
an essential requirement that the solution 
would allow employees to have instant 
access to real-time information wherever 
they go. 

Turning to Computer World, an 
advanced infrastructure and business 
solutions provider for the Bahrain 
marketplace, Arig was recommended a 
unified communications solution using 
Microsoft Office Communication Server 
2007 and Microsoft Exchange Server 2007. 
Combined, the Microsoft technologies met 
all of the reinsurer’s needs. Microsoft Office 
Communication Server was deployed to 
provide IM, audio/video conferencing and 
Web conferencing both for internal users 
and external users. Exchange Server 2007 
was leveraged to provide voice mailbox 
functionality and allow users to access their 
mails from anywhere, being able to send 

and receive e-mails from Outlook, check 
their calendar, schedule meetings and check 
contacts.

The uniformity of Office Communication 
Server 2007’s software-based architecture has 
enabled Arig’s IT organisation to integrate its 
telephone infrastructure with desktops and 
mobile phones. Now, Arig employees can 
reach each other quickly and easily, helping to 
reduce time-to-delivery and improving general 
performance. 

Arig employees can also communicate to 
each other using instant messaging, reducing 
the amount of time spent making unnecessary 
phone calls. The reinsurer also has the 
functionality to take voice conferencing to the 
next level with video or Web conferencing, 
making communication more dynamic and 
result oriented. 

Integration with Outlook helps 
employees easily manage and schedule 
their Web conferencing activities. The 
integration between Active Directory and 
Office Communications Server 2007 helps 
conference organisers control the privileges of 
attendees and specify different entry control 
settings. 

The cost savings achieved, both through 
reduced travel expenses and lower telephone 
bills, have impressed management at Arig. 
Its workforce is now more productive 
and efficient, impacting positively on the 
performance of the business.  f

Arig

O

Industry: Insurance
Country: Bahrain, Singapore, Dubai and 
Mauritius
Solution: Unified communications solution
Partner: Computer World
Technology: Microsoft Office 
Communication Server 2007, Exchange 
Server 2007
Benefits: Reduced outgoings, increased 
productivity, real-time access to information

Agile and Modular Computing Solutions

Computer World is a leading software and hardware 
infrastructure provider, delivering solutions spanning data 

center and infrastructure optimization, storage management, 
portal and content management, business process 

management, service oriented architecture and web security to 
the organizations in Bahrain for the last 25 years

202, Almoayyed Towers | P.O. Box 26178 | Bahrain
Tel: +973 1756 1818 | Fax: +973 1758 7581

www.cwbah.com
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inancial Life Support (FLS) in the 
Netherlands supports advisors with 
knowledge and experience through 

the use of tools and training, so that they can 
offer objective, integrated and excellent personal 
financial planning advice to their clients. 
Recently the company has benefited from 
working with Microsoft partner Figlo to give its 
advisors access to a new advice process, which 
is transparent and objective and is designed 
to improve communication and customer 
understanding. 

FLS recognises IT as an important element 
in the advisory process and it believes personal 
financial planning should always cater for 
the unique situation of the customer. “Our 
methodology applies for both customer and 
advisor: short-term profit and long-term value,” 
says Marcel van Leeuwen, CEO at FLS. “The 
personal touch gives financial advisors the 
competitive edge.” 

To further improve its services, FLS 
consulted with financial software supplier 
Figlo and has since adopted its solution to 
automate the advisory process with a have, 
want, need and do (Hawanedo) approach. 
Using Figlo’s virtual financial cards, which 
standardise information about finance 
and financial products and present the 
information in a visual credit card format, 

FLS has revolutionised the way its advisors 
communicate with customers. 

Figlo Financial Cards, which are supported 
by Microsoft CardSpace, display a logical 
presentation of stored, calculated or 
communicated user data divided into four 
simple steps: have, want, need and do. 
Hawanedo provides a central platform for 
advisors in the FLS process to calculate, 
advise, report and communicate. They can, 
for example, calculate taxes on behalf of the 
customer, produce predefined and adjustable 
reports, work out differences between the 
customer’s actual situation and their financial 
goal, then use Hawanedo, which is linked to a 
product database, to give advice.  

Hawanedo is now the binding factor in the 
FLS process. The client can login to a personal 
secure account where he can see his profile 
and financial data. The advisor can also see his 
current financial situation. With the monitoring 
and alert tool in Hawanedo the advisor is able 
to give the right information at the right time.

The Hawanedo process ensures that quality 
service is given, and client goals and legal 
requirements are met. “Figlo and Microsoft’s 
aim to create a more effective means of 
communication between advisor and client 
is so important for the financial industry,” 
says van Leeuwen. “Transparency across the 
board, from giving clear advice to ensuring 
financial products are properly explained 
to the customer, is something we strive for. 
Hawanedo is helping us make that happen.”  f

Financial Life Support

F

Industry: Financial services
Country: The Netherlands
Solution: Personal financial planning 
software 
Partner: Figlo
Technology: Microsoft CardSpace, .NET, 
Silverlight, Surface
Benefits: Effective communication, 
transparency, objective financial advice 
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uffolk Life is one of the largest 
companies in the world providing 
self-invested personal pensions. To 

date, it has established over 14,000 pension 
plan accounts, managing gross assets of over 
£3 billion. 

Ongoing improvement at every level is a 
cornerstone of Suffolk Life’s business plan. 
Recently, Jet Reports has helped promote that 
goal by providing pension administrators 
the tools to access and act on vital data – 
data that in the past was only available to 
IT staff and the highest levels of executive 
management through outsourced specialised 
developers, at significant expense. 

According to Neil Clayton, Suffolk Life’s 
solutions architect: “Using Jet Reports has 
allowed vital information to be accessible to a 
new level of management. Now our pension 
administrators have control over data that 
was difficult to make available to them 
before. Being able to see and understand 
that information gives them flexibility and 
helps in virtually every aspect of their job, 
including planning, performance assessment, 
and decision-making. They can build and see 
their KPIs themselves.”

Whether it’s tracking changes in 
legislation, optimising business growth 
through new clients, or developing new 
products and services, Jet Reports facilitates 
the data accessibility that fosters Suffolk 
Life’s goal of continual improvement. Jet 
Reports also helps Suffolk Life spur efficiency 
with a diverse array of investment choices, 
Suffolk Life has an ongoing, critical need for 
data reconciliation. 

“By using Jet Reports out of Microsoft 
Dynamics NAV we’re able to do an extraction 
and reconciliation process in a minute or 
two, sometimes as little as ten seconds,” 
Clayton says. “One of our key business 
systems is preparing what we call corporate 
action reports. Corporate actions are events 
that happen on stocks and shares – dividend 
payouts, share splits and such. It’s imperative 

that throughout all of our transaction 
reporting, the numbers and event history 
match up when we send out a client’s annual 
statement.”

However, Suffolk Life found such 
balancing to be both complex and time-
consuming. For the type of reconciliation 
needed in corporate action reports, manual 
checking was the norm – requiring up to 12 
hours per plan. 

“We’re able to use the Jet Reports 
extraction from Dynamics NAV, plus the 
downloaded corporate actions published by 
the London Stock Exchange, and then do 
a reconciliation between the two,” Clayton 
continues. “Thanks to Jet Reports all of that 
happens in Microsoft Excel, which simplifies 
everything.”

Summing up the impact Jet Reports 
has had on Suffolk Life’s ability to access, 
control and act on the information that 
drives their business, Clayton says: “Jet 
Reports gives us many advantages. We 
now have tools for producing reports and 
streamlining key processes in-house, which 
allows us to share information across a 
broad range of internal departments. The 
cost and time efficiencies are significant 
– development times are very short to 
produce quite a sophisticated report. To be 
able to have the level of abstraction that Jet 
Reports offers us and to have it delivered 
in an Excel spreadsheet format, which 
everyone understands and can use, is crucial 
to our success.”  f

Suffolk Life

S

Industry: Financial services
Country: UK
Solution: Data management
Partner: Jet Reports
Technology: Microsoft Dynamics NAV, 
Excel
Benefits: Able to quickly produce reports 
in-house, automated processes
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profiled

arclays Bank in the UK broke new 
ground when it established its first 
financial services office in the heart 

of London’s financial district more than 
300 years ago. Today, Barclays continues 
to expand its territories with innovative 
services and a footprint spanning 60 nations 
and 2,120 branches. In 2000, as part of its 
corporate information management strategy, 
Barclays decided that it was time to overhaul 
its decentralised human resources function. 
This was spurred by internal requirements 
for increased employee flexibility, improved 
control and cost containment, with the 
objective of improving responsiveness 
and overall quality of service to its 80,000 
employees.

Before 2001, Barclays processed 
employee-related files on a regional basis 
with offices located throughout the UK. 
These processes revolved around paper 
documents, forms and applications, with 
information technology assisting some 
background operations. Barclays’ HR 
system struggled to efficiently manage the 
high volume of employee documents it 
processed. 

“The decentralised HR system was 
creating operational difficulties and it 
became clear to us that we needed to move 
information into a safe, central repository, 
so that employee information was secure, 
accurate and quickly accessible to those 
who needed it,” says Simon Wheeler, service 
performance manager team lead, Barclays. 
“We also needed a solution that would 
enable us to move from hardcopy filing to 
electronic document storage.” 

After evaluating a number of solutions, 
Barclays selected the Open Text ECM suite, 
alongside the document scanning services 
of digital mailroom specialists Optical 
Record Systems (ORS). To ensure that the 
solution was implemented correctly, Open 
Text provided Barclays with full training on 
its enterprise content management (ECM) 

technology before it was rolled out to all 
HR employees. ORS scanned all the back 
archive of nearly ten million documents 
and today provides continued scanning of 
all HR documents at point of entry on a 
daily basis. Once scanned, the electronic 
documents are uploaded by ORS into the 
ECM database. 

“Human resources now have the flexibility 
to react to changes more quickly,” says 
Wheeler. “For example, when Barclays 
took over Woolwich, the transformation 
of files was easy and almost instantaneous. 
We simply took 11,000 employee files 
from Woolwich and transferred them 
into our back-office, so all files remained 
accurate. This was also vital for the accurate 
management of both contractor and non-
contractor documents.

“We have now been able to hammer 
our document error rate down to 0.1 per 
cent. This helps HR staff work even more 
efficiently with a large volume of documents 
while reacting quickly and effectively to 
any queries. As HR deals with sensitive HR 
documents including sick pay and payroll 
items, Open Text’s solution has provided 
us with the capability to ensure that all 
employees and accounts are kept up-to-
date and accurate. In having a centralised 
enterprise content management system, 
Barclays can now meet the needs of both its 
employees and the public, and provide the 
most efficient service possible.”  f

Barclays Bank

B

Industry: Retail banking
Country: UK
Solution: ECM system and electronic 
document storage
Partner: Open Text
Technology: Open Text Enterprise Archive 
Server, Open Text ECM
Benefits: Flexibility, accurate management 
of files, improved efficiency
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nternational insurer and reinsurer 
QBE Insurance Group has offices in 
45 countries with a presence in all 

key insurance markets. QBE has completed 
more than 100 acquisitions since 1981 and 
in the last decade has grown substantially. In 
2008, the company underwrote gross written 
premiums totalling £6,025 million and held 
shareholder funds of £5,364 million. 

Recently, QBE approached Parative to help 
consolidate its IT infrastructure following 
the acquisition of three UK insurance and 
underwriting businesses. Faced with some 
2,500 new staff using different domains 
including NT 4.0, 2000 and 2003, QBE 
wanted to move to a common domain with 
unified e-mail and authentication and improve 
access to centralised collaboration resources. 

“Mergers and acquisitions are a time of 
massive upheaval for IT departments, who 
are often faced with immense technological 
challenges caused by the disparate IT 
infrastructures of the merging companies,” 
said Joe Dicarlo, Parative’s chief technical 
officer. “Two or more IT systems usually 
require rapid integration and for IT staff 
this can be a Herculean task, bound by tight 
time schedules, budget constraints, and an 
overriding mandate not to disrupt business 
activities of either participant.”

QBE initially decided to undertake the 
entire migration project in-house, and 
recruited a number of external consultants 
to spearhead the process using native 
tools, although it quickly became clear the 
organisation needed external expertise if 
it was to complete its domain migrations 
on schedule and to budget. Parative was 
selected to implement and manage the entire 
programme. 

Parative initiated a comprehensive audit 
process on the source domains, capturing the 
number of user objects, disabled accounts, 
accounts that have not logged on for 90 days, 
roaming profiles, logon scripts, group policies 
and client server applications. This was 

followed by a cleanup process to remove any 
redundant user accounts and associated data. 

With the necessary planning and 
preparation tasks completed, Parative began 
the migration processes to a new Microsoft 
Active Directory environment. Work took 
place in evenings and over weekends so as to 
minimise disruption. “The project was phased 
over a period of about four months,” said John 
Winterton, the IT infrastructure manager at 
QBE. “It was completely impractical to attempt 
to migrate 2,500 accounts in one go and by 
migrating users on a group by group basis, 
Parative was able to address any issues that 
arose and ensure that each group had been 
fully integrated into the new infrastructure 
before moving on to the next.” 

The migration programme has now been 
completed – on schedule and to budget – and 
QBE is already seeing substantial benefits 
from the successful project. 

“Our partnership with Parative has been 
extremely successful,” concluded Winterton. 
“All of our users are now completed integrated 
on a single, common domain which has 
lowered the cost of our IT ownership as 
we no longer have to maintain duplicate 
systems. Instead of the different log-ins and 
multiple PCs for some users, our users now 
have a single log-in and can access and share 
resources far more easily and effectively. 
We have also seen real savings in software 
licensing as we have moved from three logons 
to a single user account.”  f

QBE Insurance Group

I

Industry: Insurance
Country: Global
Solution: IT infrastructure migration
Partner: Parative
Technology: Microsoft Active Directory
Benefits: Streamlined business processes, 
reduced overheads, efficient help desk 
service, lower software licensing costs, 
improved product visibility
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enerali Germany is the holding 
group for a number of German 
insurance companies, such as 

AachenMünchener, Generali, Cosmos, 
Central and Dialog, making it the third 
largest insurance group based in Germany 
and the second-largest life insurance group. 
A long-term user of SunGard’s enterprise-
wide actuarial modelling system iWorks 
Prophet, Generali Germany works closely 
with SunGard to keep its system updated to 
comply with new regulatory requirements. 

Generali Germany originally installed iWorks 
Prophet back in 1999 to cater for its life, 
health and pensions business’ asset liability 
modelling. Using the Microsoft Business 
Intelligence platform and Windows HPC 
Server, the system helps insurance and other 
financial services companies to meet their 
reporting responsibilities and improve risk 
management. In 2003, the company embarked 
on a centralisation strategy to consolidate 
the activities of its various businesses. Part of 
this project involved standardising the use of 
Prophet on a global basis throughout all of 
Generali Germany’s companies, and creating 
a direct link to Prophet and the various 
operational systems to collect data. 

“We have gained a significant advantage 
through the standardisation process,” says 
Hrabovszki. The reporting requirements of the 
International Financial Reporting Standards 
regulation mean that life insurers have to 
compile their financial reports on a more regular 
and comprehensive, company-wide basis. The 

standardised use of Prophet throughout Generali 
Germany’s network has helped us meet these 
demands.”

As one of the biggest users of Prophet in 
Germany and German-speaking regions, 
Generali Germany has been able to work 
particularly closely with SunGard in 
developing new capabilities within the system. 
Such developments as iWorks Prophet’s 
new Asset Liability Strategy (ALS) library are 
allowing the company to go from strength 
to strength. “ALS is a large change that will 
make our asset liability modelling faster and 
more sophisticated in its calculations,” says 
Hrabovszki. “Through our partnership with 
SunGard, we feel that we are able to state 
exactly what we want from the system.” 

Furthermore, Generali Germany has 
created a Prophet module for advanced 
profit testing calculations, which can be run 
deterministically or stochastically. These 
calculations are carried out across the Generali 
Germany companies by using the same 
process and the same actuarial methodology. 
The development of extra functions such as 
this have not only helped Generali Germany, 
but ensure that Prophet is now better placed 
to meet the ever-changing compliance 
requirements of the life insurance sector.

“Our relationship with SunGard means that 
Generali Germany will have a lot of future 
benefits from Prophet,” says Hrabovszki.“ It is 
faster, more robust, flexible, standardised and 
able to be controlled from head office. It has 
proved to be a very successful investment.”  f

Generali Germany

G

Industry: Insurance
Country: Germany
Solution: Actuarial modelling system
Partner: SunGard
Technology: iWorks Prophet, Microsoft 
Business Intelligence, Windows HPC Server
Benefits: Standardised processes, scalable, 
improved compliance
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ells Fargo & Company in the US is a 
diversified financial services company 
that provides banking, insurance, 

investments, mortgage and consumer finance 
solutions. It has US$575 billion in assets and 
employs 159,800 team members across more 
than 80 businesses. 

The company processes and manages large 
volumes of sensitive customer financial data on 
a daily basis, of which maintaining the privacy 
and security of that data is key to its operations. 
Recently, Wells Fargo sought a more advanced 
and reliable way of tracking and managing the 
hard disk drives and portable computers that 
store its crucial information. 

Firstly, Wells Fargo wanted to be able to track 
hard disk drive life cycles for the protection and 
proper handling of sensitive customer data in 
order to reduce the risk of a breech. Secondly, 
it wished to track laptops and their properly 
assigned users at various points. IT management 
decided that using RFID-based technology would 
best meet its requirements, although the high 
metal content in the disk drives and laptop PCs 
made it difficult to place and scan the RFID tags. 

Wells Fargo selected Xterprise to engineer 
a reliable, cost-effective solution. Using Clarity 
ITAM Enterprise Asset Management, which 
leverages advanced RFID capabilities to track 
and manage a wide range of IT, production and 
transport items and assets, and a comprehensive 
asset management approach including all 
hardware and software, Xterprise has provided 
the financial services company with a much 
enhanced security system. 

Developed on the Microsoft software platform 
with BizTalk Server 2006 R2, BizTalk RFID and 
SQL Server, the Clarity ITAM solution allows 
Wells Fargo to automatically track hard disk 
drives throughout their lifecycle, including secure 
end-of-life destruction. By ensuring assets are 
read and tracked at key operational points within 
the bank, this Xterprise RFID-based solution 
reduces the risk that private financial data will 
be compromised. The solution is also employed 
to track and manage laptop computers used by 
Wells Fargo associates. This solution provides 
simple, easy-to-use feedback to security personnel. 
That feedback includes visual verification 
whenever a laptop moves on or off the Wells 
Fargo campus, with the laptop user’s photograph 
displayed as the laptop is carried through an 
RFID-enabled security portal.

Wells Fargo has now strengthened its control 
over hard drives, laptops and customer financial 
data; can update its IT asset inventory quickly 
and automatically; has reduced the time and 
cost of tracking and reconciling IT inventories; 
reduced space requirements in regional data 
centers; and has met all Sarbanes-Oxley reporting 
requirements. 

Bank officials report that they are now able to 
competently track and manage IT assets with the 
RFID tagging and Clarity ITAM software solution 
from Xterprise. The bank has reduced the risk of 
financial data loss, and thus far, no IT asset-related 
security breaches have occurred under this RFID-
tracking system.  f

Wells Fargo

W

Industry: Financial services
Country: USA
Solution: RFID tracking and management 
system
Partner: Xterprise
Technology: Clarity ITAM Enterprise Asset 
Management, BizTalk Server 2006 R2, 
BizTalk RFID, SQL Server
Benefits: Enhanced security and control of 
IT assets, reduced time and cost of tracking
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