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Citi makes moves in Latin America 

NASDAQ will balance risk for Poland’s primary CCP

The NASDAQ OMX Group will deliver a risk management solution to 
KDPW_CCP, Poland’s primary securities clearinghouse and CCP.

readmore p3

BNP Paribas Securities Services opens new Dublin office 

BNP Paribas Securities Services has moved to new offices in Dublin, with 
the firm now located at Trinity Point.

readmore p3

Senra, head of the Latin America and Iberia region 
for BlackRock.

“With Citi’s knowledge of the specialised needs of ETFs 
and local market infrastructure and global expertise, 
we are able to spend more time with our clients and at 
growing our business.”

Citi’s regional assets under custody are in excess of $8 
billion. At the end of Q3 2012, Citi’s regional ETF ser-
vices market share stood at approximately 80 percent.

“We are truly pleased to expand our collaboration with 
BlackRock and to continue to support them with our lo-
cal and global capabilities in trade execution, custody 
and fund administration throughout Latin America,” said 
Alejandro Berney, head of securities and fund services 
for Latin America at Citi.

readmore p3

Citi has extended its custody and fund adminis-
tration for exchange-traded funds (ETFs) in Latin 
America with new mandates from BlackRock in 
Brazil and Mexico.

Citi supported the launch of BlackRock’s two 
new ETFs in Brazil investing in carbon and public 
infrastructure and has expanded its relationship 
with BlackRock in Mexico with the conversion of 
the largest ETF product in Latin America.

“We have a long-standing relationship with Citi 
across the range of our exchange traded funds 
in Latin America and these mandates further 
our collaboration to provide investors with ef-
ficient access to these markets,” said Armando 

Ten markets, ten  
cultures, one bank.
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The path taken by a corporate action 
announcement is rarely smooth. Whether 
it’s a dividend, bond redemption or merger, 
the stages between issuer to intermediary to 
investor can see data get dropped, details 
missed, and investor decisions, delayed. 

The solution is clear. A standardised, common 
language. One that ensures consistency of 
information delivery and data integrity from the 
issuer of a corporate action straight through to 
the end user.

Together, Swift and DTCC have created 
a solution that means less delay on corporate 
actions announcements, less burden on  
intermediaries, and less chance crucial data 
will get missed or misinterpreted.

Which makes a lot more sense.

 
 

email: malene.mcmahon@swift.com 
telephone: +1 212 455 1906

How
successful 
processing 

starts  
- and finishes.

  For more information on SWIFT 
and its portfolio, visit swift.com

  To join the community debate
visit swiftcommunity.net

Issuer to Investor: Corporate Actions
Less delay. Less errors. Less risk. 
More sense.
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Citi makes moves in Latin America 
Continued from page 1

“Over the last few years Citi has concentrated 
on further enhancing our global support for 
ETFs. By joining our specialised ETF knowl-
edge, local market infrastructure and global ex-
pertise we are pleased that we have been able 
to deliver solutions to our trusted partners. We 
are dedicated to continuously ensuring we re-
main on the frontier of delivering market innova-
tion to our partners.”

There has been suggestion that ETF inves-
tors are avoiding Brazil at the moment, owing 
to the recent announcement that there have 
been singificant outflows from the Brazilian 
ETF EWZ.

While flows picked up in other Latin American 
funds, it was reported that the $9 billion iShares 
MSCI Brazil ETF—the most popular of its kind 
tracking Latin America—saw outflows of $269.4 
million in the three months through January. 

Though Brazil’s key trading partner China is thought 
to be a reason to stay hopeful, other investors and 
portfolio managers are resigned due to what they 
see as long-term political and economic problems 
in the country.

However, the ETF EWW in Mexico drew $596 
million in net inflows while the ETF EPU in Peru 
had $117.1 million in positive flows.

Euroclear sees decreasing turnover, 
but securities held are on the up
Euroclear clients deposited €23 trillion of assets 
for safekeeping and asset servicing with the Eu-
roclear group of national and international cen-
tral securities depositories in 2012.

The increase of just under €1 trillion year-on-year 
is part of a wider and longer-term trend, “where 
our growth rate in various measures of operat-
ing performance surpassed our nearest competi-
tors”, according to a statement from Euroclear.

Tim Howell, CEO of Euroclear SA/NV, said: 
“The uncertainty and volatility of local and in-
ternational capital markets have shaped our 
2012 operating results. Above all, the trust that 
our clients place with us to safeguard their as-
sets under such risk-prone market conditions is 
clearly evidenced.”

But turnover, or the value of securities transactions 
settled, was €541.6 trillion in 2012, a 7 percent de-
crease compared with €580.6 trillion in 2011.

The number of netted transactions settled in the 
Euroclear group dipped by 2 percent in 2012 at 
159 million, compared with 163 million in 2011.

As for a breakdown according to each Euroclear 
entity, securities under custody in Euroclear 
Bank rose slightly, but the value of transactions 
that were processed by the bank declined. This 

was attributed to lower trading volumes in Euro-
pean fixed income securities and lower ticket sizes.

The Euroclear entities in France, UK and Ire-
land, the Netherlands, Belgium, Sweden and 
Finland all saw an uptick in value of securities 
held for clients, but turnover decreased in eve-
ry country, mostly due to lower fixed-income 
trading volumes.

Euroclear Belgium saw the value of securities held 
for clients rise the most out of all the Euroclear 
entities, recording a 20 percent increase from the 
€130 billion that was recorded in 2011. This brings 
Euroclear Belgium back to levels that were last 
experienced in 2010, and can be linked to rapidly 
recovering equity market activity in Belgium.

NASDAQ will balance risk for 
Poland’s primary CCP
Continued from page 1

The contract will see NASDAQ OMX supply 
KDPW_CCP with its OTC clearing and Sentinel 
Risk Manager product in order to support trade 
lifecycle and risk management requirements for 
clearing of OTC-traded instruments.

Sentinel Risk Manager is part of NASDAQ 
OMX’s multi-asset clearing solution for OTC and 
listed derivatives. NASDAQ OMX’s Nordic clear-
inghouse and IDCG in the US have integrated 
the technology with their CCP infrastructure.

Iwona Sroka, president and CEO of KDPW_ 
CCP, said: “It was important to select a solution 
that easily integrates with KDPW’s legacy CCP 
infrastructure and provides the connectivity and 
information required by our clearing members. 
NASDAQ OMX’s Sentinel solution meets those 
requirements by providing the trade lifecycle 
and risk information required by KDPW and its 
members to clear OTC trades.”

Lars Ottersgård, senior vice president of NAS-
DAQ OMX market technology, said: “Sentinel 
Risk Manager provides a unique opportunity 
for CCPs to deploy a sophisticated risk assess-
ment solution that can easily plug into their ex-
isting clearing infrastructure and preferred ex-
ternal liquidity sources.”

BNP Paribas Securities Services 
opens new Dublin office
Continued from page 1

It has offered investment fund services, includ-
ing global custody and fund administration, in 
Ireland since 2001.

Patrick Colle, CEO of BNP Paribas Securities 
Services, said: “2013 marks [our] 40th anniver-
sary in Ireland. These new premises demon-
strate our continued commitment to Ireland as a 
servicing centre for both UCITS and alternative 
investment funds.”

Ireland’s minister for jobs, enterprise and in-
novation, Richard Bruton, said: “International 

financial services is a sector targeted under the 
governments action plan for jobs, and we be-
lieve that with the correct support we can con-
tinue to attract leading players in the financial 
services sector such as BNP Paribas and drive 
major jobs growth in this sector.”

In 2010, the firm launched an investment pro-
gramme in Dublin to enhance operational ca-
pability for traditional and alternative managers 
on a shared technology platform to encapsulate 
the research, development and innovation ef-
forts undertaken locally for clients.

Assets under custody increase but 
GSF dips for Clearstream
Clearstream’s January 2013 figures showed a 
decrease in global securities finance (GSF), but 
an increase in assets under custody.

In January 2013, assets under custody held 
on behalf of customers reached €11.3 trillion, a 
year-on-year increase of three percent.

For GSF services, the monthly average outstand-
ing reached €548.8 billion. The combined services, 
which include triparty repo, securities lending and 
collateral management, collectively experienced a 
drop of 8 percent over January 2012.

The investment funds services saw a 41 per-
cent increase from January 2012, with 0.67 mil-
lion transactions processed.

EurexOTC Clear signs on three for 
client clearing
Two of the largest European investment man-
agers, Insight Investment Management (Glob-
al) in London and OFI Asset Management in 
Paris, have successfully begun client-clearing 
services of the EurexOTC Clear for Interest 
Rate Swaps (IRS).

EurexOTC Clear for IRS launched on 13 No-
vember 2012, allowing Eurex Clearing to fully 
integrate the clearing and collateralisation of 
OTC and listed derivatives in a single clearing-
house within a single framework.

Both clients were introduced to the service as 
registered customers by the OTC derivatives 
clearing division of Barclays, a provider of glob-
al multi-asset clearing solutions for OTC and 
listed derivatives.

Among the first to clear such transactions, Bar-
clays and its clients underlined their first mover 
commitment to being prepared well ahead of 
the clearing obligation in Europe.

The European hedge fund Whard Stewart Mas-
ter Fund has become the first hedge fund to 
join the client-clearing services of the new Eu-
rexOTC Clear for IRS, with J.P. Morgan acting 
as clearing member in respect of initial transac-
tions for Whard Stewart.

NewsInBrief
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“We have found that clients appreciate the 
margin efficiencies of clearing listed and 
OTC in a single CCP. Eurex clearing under-
stands the importance of client asset segre-
gation, and their responsiveness in shaping 
the new service to meet market needs has 
been key for us in being among the first 
clearing members to clear client trades,” said 
Hester Serafini, global co-head of OTC clear-
ing at J.P. Morgan.

Walter Womersley, COO at Whard Stewart, 
added: “As OTC derivatives are crucial to our 
strategies and performance, choosing a com-
prehensive and efficient clearing offering in time 
for the clearing requirements is mission critical 
for our future success. EurexOTC Clear, offered 
through J.P. Morgan as our clearing service 
provider, offers comprehensive and innovative 
solutions to meet our demands.”

Enyx reaches out to 
Asian markets
Enyx, a provider of field programmable gate ar-
ray (FPGA) accelerated market data feeds, is 
set to expand commercial coverage into Asia 
during 2013 to support the growth requirements 
for its products and services in the region.

Arnaud Derasse, CEO at Enyx, said: “Asia is 
a key trading hub with high performance trad-
ing continuing its growth as exchanges update 
their infrastructure to take advantage of low 
latency trading.”

“We are committed to the region and deliver-
ing FPGA solutions that are providing real im-
provements for firms connecting to the Asian 
exchanges and trading venues.”

Supporting the expansion will be Nicolas Karo-
nis, who has been hired as managing director 
for Enyx in the APAC region.

Initially based in Sydney, Karonis will be 
responsible for the growth of the business 
and the establishment of the Asian oper-
ations team to cover client support and 
project management.

Karonis said: “Asia is increasingly becom-
ing a major market for systematic machine 
driven trading. The major exchanges in 
Japan, SouthKorea, Hong Kong, Australia 
and Singapore have invested recently in 
major upgrades of their trading platforms. 
Most other exchanges in Asia have equally 
promising projects.”

“Now is the perfect time to bring Enyx’s tech-
nologies to Asia to enable algorithm trading 
or market making firms to benefit form a best 
in class solution for data feeds. Our FPGA 
based data feed handler delivers data to the 
consuming application in less than 1.5 micro-
seconds. This is less than the transit time for 
the fastest network cards and brings imme-
diately measurable efficiency improvements 
into almost all algorithms.”

Euroclear Bank offers post-trade 
services for Russian OFZs

Euroclear Bank’s post-trade services for Rus-
sian OFZs commenced on 7 February.

The service is available via Euroclear Bank’s 
account with Russia’s central securities depos-
itory, National Settlement Depository (NSD), 
enabling all major international firms trading 
OFZs to settle trades and deposit their OFZ 
positions with Euroclear Bank.

The services began with OTC-traded transac-
tions, followed by stock exchange-traded trans-
actions in March. The Euroclear Bank/NSD link 
will also enable clients to settle cross-border 
transactions easily.

Frederic Hannequart, chairman of Euroclear 
Bank, said: “Industry experts are predicting 
new foreign capital inflows to Russia in the re-
gion of $20 billion (RUB 615 billion). Euroclear 
Bank is proud to become part of the new Rus-
sian financial centre by making OFZs eligible 
for Euroclear services.”

Eddie Astanin, CEO of NSD, said: “We have 
worked with colleagues at the Bank of Rus-
sia, Russia’s Federal Financial Markets Ser-
vice and the Russian Ministry of Finance to 
make the necessary legislative changes that 
will greatly enhance the appeal of Russian 
Federal bonds.”

www.assetservicingtimes.com

Handelsbanken 
Custody Services

Stability in an evolving environment

Find out more at our website:
www.handelsbanken.com/custodyservices 

You can also contact our Relationship Management 
Department, phone: +46 8 701 29 88 or
e-mail: custodyservices@handelsbanken.se

http://www.handelsbanken.com/custodyservices
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Financial software 
solutions that deliver
Bravura Solutions is a leading global supplier of wealth management and transfer agency 
applications, delivered on premise or on demand. We specialise in administration and 
management for superannuation and pensions, life insurance, investment, private wealth 
& portfolio administration, transfer agency and financial messaging.

Core to our offering is enabling of operational and cost efficiency, speed to market for 
new products, and better service to end customers. This is accomplished through modern 
technology, rich functionality and expert professional services.

transfer agency

financial messaging 

life insurance 

investment 

pensions 

private wealth 
& portfolio administration 

For more about how we can help your business
contact us.

info@bravurasolutions.com

@BravuraFinTech

Bravura Solutions

RFP Contact Ad Full Page Ad_FINAL_2012_09_24.indd   1 24/09/12   4:31 PM

http://bravurasolutions.com/
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“Together with Euroclear Bank, NSD is of-
fering the government of Russia a broader, 
cheaper and more efficient way to fund the 
country’s growth through the bond markets. A 
tremendous amount of work has been done to 
accelerate the process of fulfilling the neces-
sary requirements for an effective cross-bor-
der service for OFZs.”

Danish bank chooses SmartStream
Jyske Bank in Denmark has gone live with 
SmartStream’s TLM corporate actions solution.

Troels Linderoth Lolck, director and head of 
securities services at Jyske Bank, said that 
the implementation was a quick and smooth 
process without any disruption to day-to-
day activities. “We now have complete vis-
ibility, control and flexibility for all of our 
event processing requirements. We are 
very pleased to take on board the Smart-
Stream TLM Corporate Actions product into 
our back office operations.”

The solution includes several additional mod-
ules of a reference data manager, event man-
ager, communications, election management, 
entitlement calculation and posting.

Alan Jones, product manager at SmartStream 
Technologies, said: “TLM Corporate Actions is 
now becoming the de facto corporate actions 

product in Denmark. We are delighted to be 
working with Jyske Bank as a partner to help 
them manage their corporate actions processes.”

BNP Paribas Securities Services 
links with Singapore Exchange 

BNP Paribas Securities Services has joined 
the Singapore Exchange (SGX) as a new CDP 
clearing member in what it called “a significant 
milestone for the bank” in its Asia expansion.

“One of the benefits of this deal is that it brings a 
wider choice of clearing and settlement services 
to the marketplace, supporting SGX’s position 
as the Asian Gateway”, said a statement from 
BNP Paribas Securities Services.

“This new appointment allows BNP Paribas 
Securities Services to extend its award winning 
clearing services to the Singapore market. It 
also supports the bank’s stated strategy to ex-
pand its product suite in Asia Pacific and dem-
onstrates its commitment to the region.”

Bruno Campenon, head of clearing, custody 
and settlement product management in Asia 
Pacific at BNP Paribas Securities Services, 
said: “We look forward to providing our inno-
vative clearing services to market participants, 
while further promoting the Singapore market to 
our worldwide client base.”

There are now 27 clearing members in the se-
curities market. The derivatives market has 42 
trading members and 26 clearing members, and 
SGX AsiaClear, the OTC derivatives clearing 
unit, has 11 members for the clearing of OTC 
financial derivatives.

For the whole of 2012, BNP Paribas Investment 
Solutions’s revenues, which totalled €6.204 mil-
lion, were up 4.8 percent compared to 2011. the 
bank also revealed.

The bank’s securities services’ revenues grew 
4.4 percent in 2012 compared to 2011, as a 
result of a rise in assets under custody and 
under administration.

In Q4 2012, gross operating income for BNP 
Paribas Securities Services was €37 million, a 
drop of €2 million from the previous quarter, but 
the same result as recorded in Q4 2011.

Operating expenses, which totalled €4,319 mil-
lion, were up 1.4 percent compared to 2011 but 
were down 0.6 percent at constant scope and 
exchange rates. 

Operating expenses were down 10.1 percent in 
asset management as a result of the adaptation 
plan, while investments in the business devel-
opment of insurance, wealth management and 
securities services continued, especially in Asia.

In Q4 2012, investment solutions’ revenues grew 

Specialists in asset 
servicing recruitment
 
If you’re a senior asset servicing professional and are interested in progressing your career 
then please call either;
 
Liz Cleary in Singapore on +65 (0) 6832 5507 / email liz@hornbychapman.com 
or Paul Chapman in London on +44 (0) 207 959 2439 / email paul@hornbychapman.com  

www. hornbychapman.com | No.1 Poultry London EC2R 8JR

http://www.hornbychapman.com
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Global Transfer Agency Solutions 
for the Asset Management Industry

In an increasingly global transfer agency environment, the ability to offer a single TA solution 
capable of servicing multiple jurisdictions and product types across the globe has become a primary 
requirement. 

Riva offers a comprehensive transfer agency solution that supports multiple locations, jurisdictions 
and investment products on a single platform with a low total cost of ownership.

For further information please visit our website 
www.rivafs.com or call us on +44 (0) 1624 850140 
and learn more about Riva TA.

The Riva Advantage

http://www.rivafs.com
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13.9 percent compared to the the same period in 
2011, driven by the good performance of wealth 
management and insurance. Operating ex-
penses were steady, the business development 
investments in insurance and securities services 
being offset by wealth and asset management’s 
decline as a result of the adaptation plan.

Given a one-off provision write-back for one 
specific loan, pre-tax income nearly doubled 
compared to last year, to €583 million.

In 2013, the investment solutions division 
plans to continue to strengthen its leader-
ship positions in Europe with targeted high 
net-worth clientele, as well as to expand its 
product offering in securities services by capi-
talising on changes in regulations in the field 
of market infrastructure.

LCH.Clearnet’s 2012 highlights
LCH.Clearnet’s RepoClear product cleared 
more than €142.4 trillion nominal in 2012, ac-
cording to its results.

Net underlying investment income was €132.3 
million—down 5 percent—while average cash 
and collateral under management rose 13 per-
cent to €83.6 billion.

The firm’s OTC clearinghouse, SwapClear, 
passed $339.9 trillion notional cleared. Forex-
Clear cleared notional of more than $440 billion 
in 2012 following its launch in March 2012.

Net revenues also increased by 24 percent to 
€426.2 million, headline operating profit grew 
89 percent to €127.5 million and clearing fees 
increased 7 percent to €253.9 million.

Other 2012 highlights include the firm’s acquisi-
tion of International Derivatives Clearing Group 
from the NASDAQ OMX Group in August.

The acquisition enabled the firm to improve its 
range of clearing solutions and operate a US-
based central counterparty. As part of the deal, 
NASDAQ OMX was given a stake of 3.7 percent 
in LCH.Clearnet.

Revised terms for the London Stock Exchange 
(LSEG) offer for a majority stake share in LCH.Clear-
net was also provisionally agreed in December.

LCH.Clearnet and LSEG have received approv-
al from the Portuguese competition authority 
for the deal. The transaction remains subject to 
other outstanding conditions, including approval 
from the UK FSA.

Ian Axe, group chief executive at LCH.Clear-
net Group, said: “Last year saw unprecedented 
stress in European sovereign debt markets and 
extensive global financial regulatory reforms 
covering CCPs. LCH.Clearnet came through 
for clients and regulators demonstrating once 
again our effectiveness within the global capital 
markets risk management framework.”

“A €127.5 million profit is sound evidence of 
how we strengthened our financial stability and 
is proof of our longevity. We also achieved a 
number of important milestones in our strategic 
development, including reinforcing our leading 
market position in Europe by growing our OTC 
businesses and extending our horizontal ex-
change model, as well as investing in the US 
and Asia.”

Apex makes big promise to 
asset managers

Apex Fund Services has promised to offer the 
most extensive range of fund services to asset 
managers globally.

Its commitment follows the launch of Apex 
Trade Manager, an order management system, 
and Apex Vision, its portfolio management sys-
tem. Both systems are to be offered to any fund 
manager using Apex’s services and also as a 
separate service.

Apex Technologies, a wholly owned division 
of Apex Fund Services, has been formed 
to offer fund managers a complete suite of 
technology solutions and third party ser-

vices including the order management and 
portfolio systems.

Apex Technologies is partnering with lead-
ing organisations including Linedata, Pacific 
Fund Systems, Lazorne, Statpro, Newedge, 
Knight, RJ O Brien, EFG Hermes and Global 
Prime Partners.

The new services are fully integrated with 
Apex’s existing fund launch platforms, fund 
administration servicing and middle office 
functions. Apex now provides fund manag-
ers with seamless services ranging from pre-
trade compliance, trade execution and port-
folio management, right through to NAV, risk 
and UCITS reporting.

Peter Hughes, managing director at Apex 
Fund Services, said that the launch of Apex’s 
news services is set up for two reasons. 
“Firstly, to allow asset managers an affordable 
tool to ensure they meet the investable criteria 
of institutional investors.

“Secondly, to enable faster risk and perfor-
mance reporting to our clients and their inves-
tors. Both products will be available to existing 
clients and potential clients across the globe via 
Apex’s 29 international offices.”

www.assetservicingtimes.com

the best candidates, although I think that ‘mu-
sical chairs’ might be a more relevant analogy. 
Each quarter there appear to be fewer and 
fewer roles available, and with this supply/
demand mismatch, firms have the luxury of 
being able to pick and choose exactly the right 
candidate for a given role.

Don’t get me wrong, there are roles out there 
and we’re looking for solid, senior salespeo-
ple in a number of jurisdictions, but the old 
days of a candidate being able to sit back 
and compare and contrast multiple job of-
fers within a month or so of starting to look 
are long gone. It’s a cold wind that is blowing 
through the financial services industry and 
it’s not forecast to slow down—or get any 
warmer—any time soon.

As ever, if you’d like to comment on or discuss 
any of the above, do drop me a line at paul@
hornbychapman.com

There comes a time in every good war/siege/
horror/action movie when the lead protagonist 
whispers to another character, “it’s quiet out 
there—too quiet”.

We’re at a similar stage in the recruitment 
calendar—either in or nearing bonus time for 
most firms, where, other than some notable 
exceptions, there’s very little formal hiring go-
ing on. Firms are either waiting to see who 
leaves after being presented with a ‘donut’, 
or hoping that their most valuable employ-
ees don’t leave straight after having banked 
a sizeable bonus, both of which are likely to 
happen over the next four weeks or so

There is also the third element of employees 
being let go due to poor Q4 figures, closures of 
whole divisions or shutting down of products, 
or a dismal outlook in general for 2013. The 
good news is that this does create a ‘back-fill 
merry-go-round’ with jobs being available for 

A cold wind blows

Paul Chapman, managing director, HornbyChapman Ltd
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Our network is available for you in Central and Eastern Europe for your securities services 
business. We bring you in-depth local experience and award winning international expertise. 
ING is your partner in Bulgaria, Czech Republic, Hungary, Poland, Romania, Russia, Slovak 
Republic and Ukraine. For more information call Lilla Juranyi, Global Head of Investor Services 
on +31 20 563 6435 or e-mail: Lilla.Juranyi@mail.ing.nl. 

www.ingcommercialbanking.com

Bottom line:
    Your securities services expert  2in Central and Eastern Europe  @                                 
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BNY Mellon has been appointed principal pay-
ing agent, registrar, exchange agent, and transfer 
agent for Qtel International Finance’s new $3 billion 
global medium term note (GMTN) programme.

Giambattista Atzeni, vice president and senior 
relationship manager for the Middle East, North 
Africa and Turkey in the corporate trust busi-
ness at BNY Mellon, said: “Following the initial 
10-year $1 billion senior unsecured drawdown 
under the programme back in December 2012, 
Qtel has subsequently issued two more notes, 
including 30-year $500 million notes, and there-
fore marking a significant milestone for corpo-
rate debt issuers in Qatar.”

QTel is a telecommunications service provider 
that provides both fixed and mobile telecommu-
nications in the state of Qatar and also operates 
in 16 other countries in the Middle East, North 
Africa and Southeast Asia regions.

In 2009, BNY Mellon was appointed principal 
paying agent and issuing agent for Qtel Inter-
national Finance’s $5 billion GMTN programme.

William Blair & Company, the global invest-
ment banking and asset management firm, has 
selected Citi to provide offshore fund adminis-
tration services for its Luxembourg-domiciled 
SICAV funds. Citi will provide an integrated 
range of services including custody, trustee, 
fund accounting, transfer agency and foreign 
exchange solutions.

With $49.6 billion of AUM as of December 2012, 
William Blair launched its Luxembourg-dom-

iciled SICAV funds in 2004 to allow European 
investors access to its investment strategies. 
Since then, the funds have grown to nearly $1.6 
billion in assets as of the end of 2012.

“As our overseas business continues to grow, 
we are excited to partner with an experienced 
fund administrator with a global footprint to 
support our expansion plans while maximising 
shareholder value,” said Rick Smirl, COO of 
William Blair Investment Management.

“We are very pleased to support a growing and 
highly-respected fund manager such as William 
Blair and look forward to helping them grow 
their Luxembourg SICAV business,” added San-
jiv Sawhney, EMEA head of securities and fund 
services at Citi. “This mandate is further testa-
ment to the strength of our Luxembourg-based 
fund services platform.”

Citi has had a presence in Luxembourg since 
1970 and currently employs 230 people, providing 
transaction services, global relationship banking 
and funds industry services. Citi in Luxembourg 
recently opened a securities lending desk to offer 
an integrated execution, prime brokerage, secu-
rities financing, fund administration and custody 
platform to clients within the country and Europe.

Purpose Investments has chosen CIBC Mellon 
to deliver a full suite of asset servicing solutions, 
including custody, fund accounting, ETF admin-
istration and securities lending services.

CIBC Mellon will provide the newly launched 
Purpose Investments with a global custody so-

lution via the BNY Mellon global network, and 
access to the workbench investment informa-
tion delivery platform.

Purpose Investments was launched on 10 Jan-
uary, purporting to be a new asset management 
firm “wholeheartedly committed to democratis-
ing the investment industry, providing all Cana-
dians access to a range of investment strategies 
that have traditionally been out of their reach”.

The founder, president and CEO of Purpose Invest-
ments is Som Seif, who was previously the presi-
dent and CEO of Claymore Investments, which is 
one of Canada’s fastest growing asset managers.

“Purpose Investments is focused on offering 
great investment strategies at fair prices, and 
bringing real value and innovation to the Cana-
dian marketplace,” said Seif.

“Critical to our success is selecting highly capa-
ble service providers like CIBC Mellon. We have 
had a successful past working relationship with 
CIBC Mellon and their proven asset servicing 
expertise and outstanding technology, which will 
help our firm deliver strong performance while 
keeping investment costs down.”

“We are excited to be working with Seif as he 
launches Purpose Investments here in Canada,” 
said Gordon Kosokowsky, executive director of 
business development at CIBC Mellon.

“Like the team at Purpose, CIBC Mellon shares 
a culture that is deeply invested in delivering 
outstanding service and great results for our cli-
ents. We’re proud to help power Purpose into 
the future.”

Forward Management have chosen Citi to pro-
vide global custody services to support Forward 
Funds, a diverse group of traditional and alter-
native mutual funds with assets of $6 billion.

Rob Naka, managing director of operations at 
Forward Management, said: “As we expanded 
our range of offerings to include alternative, in-
ternational and global strategies and Forward’s 
assets under management grew, we searched 
for a custodian that could best help us imple-
ment these strategies.”

“Citi offered a scalable solution that could meet 
our evolving settlement and asset servicing 
needs, and the resources of a premier global bank 
to support our longer-term strategic objectives.”

Chandresh Iyer, head of wealth and asset man-
ager services at Citi, said: “At Citi we approach 
investment services from an asset manager’s per-
spective with tailored solutions that deliver access, 
insight and expertise from our on-the-ground pres-
ence in over 95 markets around the world.”

“As Forward is thinking about the future, we 
are looking forward to delivering the advantage 
of partnering with a custodian that offers ex-
pertise across the full spectrum of banking and 
securities services.”

The mandate mangle
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One of the greatest challenges facing the Irish 
funds industry in 2013 is increased regulation 
at both a global and local level. How quickly 
the industry in Ireland adapts to these chang-
es will be critical to maintaining the upward 
growth trajectory that the industry has en-
joyed in recent years. 

The much-debated Alternative Investment 
Fund Managers Directive (AIFMD) will finally 
come into effect in July. And while the chang-
es have long been anticipated, a much tighter 
timetable following the completion of Level II 
measures at the end of last year will test the 
preparedness of both investment managers 
and service providers.

 
Whatever the pros and cons of AIFMD, there is 
no doubt that it will represent a significant sea 
change for the funds industry in Ireland. It will 
transform how funds are managed, how we pro-
vide services, as well as the number of services 
a fund will require. As a result, the pressure in 
the new operating environment will be on ser-
vice providers to offer the full A to Z of compli-
mentary services to investors. 

There exists a significant opportunity here for 
Ireland to react and adapt quickly, and put in 
place a structure for continued growth. The 
Irish fund industry should look to leverage the 
implementation of AIFMD to expand its capabili-
ties beyond core activities of fund administration 
and custody, by, for example, introducing new 
ancillary services such as risk management to 
the Irish funds landscape.

If the Irish funds industry can embrace 
AIFMD and expand its capabilities—provid-
ing a one-stop solution to investors—it will 
reap the rewards.

Another potential development—the shadow 
banking review—has the potential to present 
additional challenges for the industry. The re-
view will examine money market funds and 
adjust how these funds are priced and con-
structed. Given our unique perspective, as we 
are both manufacturer of and service provider 
to money market funds, BNY Mellon is working 
collaboratively with all stakeholders to assess 
the implications of the various solutions. There 
is no one obvious solution but we expect greater 
clarity later this year. 

Ireland’s EU presidency

Ireland’s EU presidency in 2013 presents the 
country with a unique opportunity to influence 
and shape future regulatory direction for the 
wider funds industry. No other EU country has 
the in-depth knowledge and experience of the 
funds industry, which it has built up over a num-
ber of decades, and the inclusion of a number 
of key agenda items of consequence to the in-
dustry will give us a front-row seat over the next 
six months.

I expect Ireland to take a leading role in shaping 
UCITS V and ensuring its successful implemen-
tation over the duration of the presidency. 

UCITS VI will follow this, and although we will 
no longer hold the presidency when this comes 
into effect, the Irish presidency will need to 
make significant progress in laying the ground-
work for the next iteration of these directives. 
My hope would be that UCITS VI will see a 
greater drive towards harmonisation within the 
funds industry, taking on board the lessons 
learned from past directives and building it into 
this new legislation. 

Opportunities for future growth

The Irish funds industry is well known in the 
US and in the UK and we will continue to at-
tract new investors from these regions in 2013. 
In order to continue to grow however, Ireland 
needs to begin to target emerging distribution 

All the President’s men
BNY Mellon’s Rachel Turner looks at the challenges that Ireland’s funds 
industry is facing in 2013—and outlines how the country’s turn at the EU 
presidency represents a unique opportunity to shape future regulation

markets such as South America and the Mid-
dle East, in addition to continuing to raise its 
profile in Asia. 

Assets serviced by the Irish funds industry 
reached an all-time high of €2 trillion in 2012. 
The industry continues to lead the way when 
it comes to additional flows, with more than 40 
percent of UCITS asset flows in Q1 2012 com-
ing through Irish vehicles, and more than 10 
percent growth in net assets of UCITS in the 
first half of last year. I firmly believe that this is 
down to the fact that Ireland is still seen as a 
good place to do business from a funds per-
spective, despite the financial crisis. We are still 
seeing a huge appetite from investors to place 
money in Ireland, so I am optimistic that we will 
reach €2.5 trillion in assets serviced by the Irish 
funds industry by the end of 2013.

The financial world has changed, and Ireland 
has been able to adapt quickly to a number of 
challenges over the years because we have 
had the intellectual capital at our disposal to 
cope with some of the more complex funds in 
the market—this has been the success story 
of the Irish funds industry. Increased regulation 
will further test our capability to be innovative, 
however if we can continue to stay ahead of the 
curve and adapt quickly, and continue to work 
with a regulator that is cognisant of the com-
plexities of the funds industry, I believe that we 
will continue to thrive. AST
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Whatever the pros 
and cons of AIFMD, 
there is no doubt 
that it will represent 
a significant sea 
change for the 
funds industry 
in Ireland
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In July 2011, Bank of China launched its 
cross-border custody service product. As the 
first domestic bank to do so, it showed intent 
to prove that Chinese banking entities are ca-
pable of providing the cross-border custody 
services by themselves.

But progress in this area has not been as 
strong as it might. Laurence Van Der Hae-
gen, head of operations at Euroclear Bank’s 
Hong Kong branch, says that it is typical for 
local Asian banks to cater for clients in their 
respective domestic markets, including do-
mestic financial institutions. 

“However, where a local bank needs to offer 
cross-border custody services, it will usually 
work with an international bank with a global 
presence or a proven capital market infrastruc-
ture service provider.”

Currently, he adds, Euroclear Bank is working 
with the Hong Kong market on its cross-border 
asset servicing aspirations. 

Last summer, the Hong Kong Monetary Author-
ity (HKMA), Euroclear Bank and J.P. Morgan 
Worldwide Securities Services (now a part of 
the investor services group) put in place a range 
of cross-border collateral management services 
for local firms. This launch enabled firms such 
as UBS in London and HSBC in Hong Kong to 
conduct their first ever renminbi (RMB) triparty 
repo, using Euroclear Bank and the HKMA as 
collateral management agents, respectively. 

Van Der Haegen says that Euroclear Bank ex-
pects this development to prompt local banks 
in Hong Kong, and wider Asia, to increase their 
use of existing proven capital market infrastruc-
ture service providers for more of their cross-
border custody needs, rather than trying to rec-
reate their own model.

investment communities are looking for com-
petitive returns around the globe.”

Though national institutions control the big-
gest pool of assets in Asia, Van Der Haegen 
asserts that they are open to participating with 
global players.
 
“Over 50 percent of our clients in Asia are na-
tional central banks, and they express their 
confidence in our operational expertise and 
safety by entrusting us with a growing amount 
of their business.”

Free entry

Foreign investors’ frustration at not being able to 
buy or sell shares on China’s stock exchanges 
due to the region’s tight capital controls came to an 
abrupt end in 2002 with the launch of the Qualified 
Foreign Institutional Investor (QFII) programme. 
QFII meant that licensed investors can buy and 
sell RMB-denominated A shares—with the caveat 
that foreign access to these shares is limited by 
specified quotas that determine the amount of 
money that the licensed foreign investors are per-
mitted to invest in China’s capital markets. 

“The licence programme aims to open up main-
land China’s stock exchanges to foreign inves-
tors,” says Vander Haeden. “To date, over 100 
firms are accredited under the QFII label. How-
ever, the levels of future foreign investment into 
this country hinges on the pace of capital mar-
ket liberalisation that China’s authorities permit.”

China Securities Regulatory Commission chair-
man Guo Shuqing said in Hong Kong early this 
year that quotas for the US dollar-denominated 
QFII and RMB-qualified foreign institutional in-
vestor (RQFII) schemes could be increased by 
as much as 10-fold.

Pools of justice

The burgeoning RMB business is an advantage 
for Hong Kong’s financial services industry, and 
it is a fast-growing asset pool. In 2011, RMB 
trade settlement handled that was handled by 
banks in Hong Kong amounted to RMB1,915 
billion, accounting for 92 percent of the total 
amount of mainland China’s external trade set-
tled during that period (RMB2,081 billion). 

The country has the largest pool of offshore 
RMB liquidity, and has become the global hub 
for RMB dimsum bonds, with issuance totaling 
RMB108 billion in 2011.

“Offshore RMB deposits are expected to con-
tinue growing,” agrees Van Der Haegen. “The 
HKMA reports that RMB cross-border settle-
ment expanded four-fold from RMB50 billion in 
August 2010 to almost RMB200 billion in Octo-
ber 2012. HSBC estimates that by the end of 
2015, the level of RMB deposits in Hong Kong 
will increase to a total of 30 percent from the 
current 9 percent of all Hong Kong deposits.”

Van Der Haegen says that, for the clients that Eu-
roclear Bank serves in the region, it is witnessing 
strong growth in the value of domestic fixed-in-
come securities deposited in Hong Kong. 

“In fact, this trend is true of almost all of Asia. 
The most remarkable growth is in Australian and 
Singaporean fixed-income debt. Experts predict 
that private wealth management will continue to 
shift towards Asia, particularly to financial cen-
tres like Singapore. Money managers in the re-
gion will look to make their clients’ assets work 
hard. Consequently, Singapore and Asia as a 
whole is already experiencing unprecedented 
cross-border securities transaction flows as the 

Forging financial links
Growing offshore RMB deposits and planned cross-border collateral man-
agement services are both positives for Hong Kong’s financial services 
industry, as AST finds out

GEORGINA LAVERS REPORTS



A blank slate
GOAL Group CEO Stephen Everard discusses how securities litigation in 
Hong Kong could change behaviour in the market 
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At present, the RQFII scheme allows only 
Hong Kong-listed mainland fund managers 
to invest their offshore RMB in the domestic 
equity and bond markets.

However, analysts have shrugged off the an-
nouncement, stating that bigger QFII quotas are 
unlikely to draw investors concerned about a 
flagging A-share market.

Financial secretary John Tsang predicted that Hong 
Kong’s economy should perform “slightly better” in 
2013 than last year, backtracking on an earlier claim 
that Hong Kong’s trade-reliant economy may enter 
recession if its major partners show a loss of growth 
momentum or signs of contraction.

But, with a long-established custody hub, and 
strong infrastructure, Hong Kong’s value as a cus-
tody sector does not look set to wane any time soon. AST

Disregarding the downside of QFII, it seems as 
though asset servicers are booking the benefits 
of closer links with Asian markets. 

Beginning with creating closer ties with the de-
positories and agents in the region to help along 
information flows—key in a market that still 
prizes local knowledge highly—firms have been 
able to create valuable clients. 

While some jurisdictions may not have as 
robust a securities litigation framework as 
countries such as the US, recent develop-
ments across different regions reinforce the 
need for global firms to monitor potential 
litigation venues around the world. In East 
Asia, Japan has a lively legislature dealing 
with securities class actions cases, and Chi-
na is likely to introduce more stringent cor-
porate governance and securities standards 
in the near term. In South Korea, securities 
class actions were given a kick start with a 
filing in 2009 that breathed life into the Secu-
rities Class Action Act, which until then had 
not been exercised.

Hong Kong may also follow suit, as in May 2012 
the securities regulator proposed that it may in-
troduce legislation to allow class-action lawsuits 
to help investors seek damages. However, this 
new regulation would initially only apply to prod-
uct liability and consumer fraud cases, and not 
to purchasers of securities. Nevertheless, the 

for doing so is increasingly being included 
in custodian services contracts. And trus-
tee associations have confirmed that such 
participation is a key responsibility of their 
members. There is no viable excuse for 
non-participation as a number of special-
ist service providers can now perform this 
function at relatively low cost.

There is a growing pressure of global class 
action cases looking for a home in a legis-
lature that is able to define and prosecute 
a global class. The global current front-run-
ners would appear to be the Netherlands, 
Germany and Canada, but there is a lively 
class actions scene developing in East Asia, 
with Japan, China and South Korea leading 
the way. It is quite possible that Hong Kong 
could become one of the next legislatures to 
allow global securities class actions, and be-
come a regional centre for the prosecution of 
such cases.

announcement heralds definite progress in a 
legislature where investors seeking damages 
are often deterred from litigation as losing par-
ties must cover their opponent’s legal fees.

One Hong Kong-based financial services 
regulatory lawyer commented last year that 
allowing class actions in Hong Kong might 
therefore drive a change in mindset and be-
haviour in the market, as it could encourage 
higher standards of corporate governance 
and management behaviour.

If Hong Kong does introduce a class ac-
tions framework, it would present fiduciar-
ies with a growing risk of being sued if they 
do not ensure their investors are included 
in class actions across the globe. GOAL 
Group’s analysis of its class actions knowl-
edge base shows that 23 to 24 percent of 
admissible claims are not being filed in 
securities class actions. The responsibility 
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Nestled away in the peaceful surroundings 
of the Isle of Man is a thriving niche software 
company that is making a big impression on the 
global asset servicing industry.

In January 2013, Franklin Templeton Invest-
ments, one of the world’s largest asset manag-
ers, announced the news that the Riva Transfer 
Agent (Riva TA) solution had been successfully 
deployed across its entire international transfer 
agency operations.

The deployment of Riva TA supports Franklin 
Templeton’s long-term goal of having flexible, 
portable and scalable solutions across the many 
regions of the globe where its funds are sold and 
supported, while reducing its overall development 
costs and ensuring rapid time-to-market transfer 
agency solutions in new and existing markets as 
well as creating operational efficiencies.

In this article we learn more about Riva Fi-
nancial Systems and its unique transfer 
agency solution.

About Riva

Riva was incorporated in October 2002 by a 
group of industry professionals with extensive 
operations and technology experiences at some 
of the largest asset managers and fund admin-

neers and developers recruited from within the 
financial services industry to ensure that design, 
implementation and support issues are always 
addressed in the appropriate business context 
by individuals with the required expertise. 

Valuing the island’s enterprising heritage and 
values, and a vision that looks beyond its 
shores to the world at large, Riva is headquar-
tered in the Isle of Man, with offices and em-
ployees based also in Luxembourg, Canada 
and India. 

As at January 2013, approximately $230 billion 
of assets were administered using the solution, 
across 14 global locations covering Asia, the 
Middle East, Europe and the US, and plans for 
deplyment and implementations in other global 
jurisdictions are already under way.

Riva’s ascendancy was publicly acknowledged in 
September 2007 when Franklin Templeton Invest-
ments acquired a majority stake in the company. 

Riva’s status as a key market player was con-
firmed in January 2013 following the announce-
ment that Riva TA had been successfully de-
ployed across the entire international transfer 
agency operations at Franklin Templeton In-
vestments marking the culmination of a project 
that was described as being  “unprecedented in 
terms of scale and complexity” . 

istrators in Europe. The founders recognised 
that there was a lack of modern investor record 
keeping technical solutions available for an in-
creasingly dynamic asset management market 
environment where new investment products 
could not be sustained by legacy platforms. Their 
vision called upon the creation of a flexible, cost-
effective, totally integrated global transfer agency 
system solution to leverage best of class tech-
nology and servers, and the flagship product that 
emerged from this blueprint was Riva TA.

Suitable for both transfer agents and fund ad-
ministrators, Riva TA is a highly functional deal-
ing and registration software solution capable 
of supporting the entire investor record-keeping 
process across multiple administration centres, 
investment products and currencies, all on a 
single platform with a low total cost of owner-
ship and a range of features that are designed 
to make transfer agency operations more ef-
ficient, flexible and responsive. It offers among 
other features, a web enabled front-end for ease 
of servicing, integrated cash management and 
general ledger advanced functionality, integrated 
imaging and workflow functionality, enhanced 
foreign exchange processing, and interface ca-
pabilities with an open database architecture.

To fully complete its value proposition, Riva 
Financial Systems maintains a team of highly 
skilled business analysts, software quality engi-

Follow the Riva
Ghassan Hakim of Riva Financial Systems introduces 
the company’s transfer agency solution, Riva TA
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Functionality Description
Products Riva TA’s dealing and registration capabilities cover:

• SICAVs
• UCITS
• OEICs
• Unit trusts 
• Investment trusts
• Hedge funds
• Fund of funds
• Series funds
• Capital commitment/capital call
• Offshore and onshore funds

Dealing Suite • Several dealing modes, including manual, STP, or internet   capture
• Supports fund dealing, switching and transfer
• Capable of dealing in multiple currencies
• Tracks initial charges, discounts, commissions, CDSC, redemption and switch fees
• Supports NAV, bid and offer, or whole share dealing
• Includes dealing calendars and regular savings/withdrawal plans

General Ledger • Multi-company with trial balance, P&L, and balance sheet reporting

Cash Manager • Controls and audits all cash activities
• Balances held at investor, broker, and account levels
• Real-time visibility of cash position 

FX Manager • FX P&L reporting and margin control
• Transacts, converts, and reports in any currency

Receipts Manager • Auto and manual match of transactional receivables

Payments Manager • Management and control of all transactional and periodic payments

Distribution Manager • Supports dividend processing at class level
• Includes tax reporting
• Provides income or reinvestment options
• Supports cash or money market funds

Case Management • Client/broker contact events recorded
• Supports fulfilment or standard letters
• Integrated with back office and workflow processes

Commissions Manager • Supports front end, renewal (transaction-based) and offshore retrocession (asset pooling)
• Features a four-tier broker hierarchy
• Manages commissions in multiple currencies

Client Reporting • Flexible multi-lingual output for reports and fulfilment 
• Reporting at various levels
• Output for in-house or external print shop

Messaging • Interfaces to messaging middleware for STP and NSCC

Data Conversion • System migration is managed through an interface

Performance Fee Equalisation • Utilises multiple methods of equalisation, in addition to series fund accounting to adminis-
ter performance and incentive fee methodologies

Commitment & Call • Commitment and capital call methodologies available—unitised fully and partly paid 
and non-unitised additions and reductions

Multiple organisations & TPA • Supports complex administration environments by segmenting account and 
customer data into structured companies and departments, ensuring privacy and 
security of customer data

Workflow • Automates dealing and administration activities within and across departments 
streamlining day-to-day operations

Imaging • Auto-indexes scanned copies of client documentation with related activity

Online Services • Real-time dealing and reporting via the web
• Provides broker and investor views and tools
• Allows clients to deal directly online
• Supports the broker hierarchy for viewing assets managed
• Online enquiries on holdings and transactions for investors and brokers
• Additional services such as interface branding and integration with client applications 

available through Riva customisation services

Features of Riva TA
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A changing landscape

The convergence of alternative and mutual 
fund attributes, the continuing appetite for 
globalisation, the pressure to reduce costs, 
and the need to maximise efficiency are all 
key issues facing the investment and fund in-
dustry. These issues cause particular distress 
for those transfer agents that are reliant upon 
legacy systems, and those that maintain mul-
tiple vendor relationships.

Add to this increasingly complex investment 
fund structures and a seemingly unstoppable 
wave of regulatory and tax changes, in an en-
vironment where the administration demands 
that are incumbent upon and the responsibili-
ties that are associated with the transfer agent 
continue to intensify, it is easy to see why the 
opportunity to utilise the benefits of a compre-
hensive single transfer agent solution capable 
of servicing multiple jurisdictions and complex 
product types is attractive.

In these changing markets, concerns about risk 
and cost are at the forefront, but being business 
agile and operationally efficient to respond to 
opportunities remains critical. 

Riva TA

Riva TA comprises a range of features that 
are designed to make transfer agency opera-
tions more efficient and responsive to both 
client needs and market changes, by allow-
ing customers to consolidate all of their ser-
vicing requirements onto a single platform, 
substantially reducing costs and increasing 
operational efficiency. The Riva TA single 
platform view of shareholders, investors, 
brokers, financial representatives and insti-
tutions leads to enhanced and more effective 
service delivery models.

As a new global solution to the market, the 
system is designed with the latest technol-
ogy in mind. As a modern service-orien-
tated architecture application built on IBM 
server technology, we believe Riva TA to 
be more robust, flexible and cost-effective 
than any other single-platform solution. As 
Riva TA has been designed to be scalable, 
it readily expands as volume increases or 
new acquisitions or jurisdictions are add-
ed which is particularly attractive for third 
party administrators.

We realise how much is at stake when it 
comes to acquiring a new transfer agent 
solution, and recognise that considering a 
different transfer agency system presents 
asset management companies with many 
difficult decisions. However, with increased 
globalisation and cross-border activities, we 
believe that asset managers and third party 
administrators are better served with a single 
platform across multiple jurisdictions. With 

systems, Riva TA’s architecture supports 
rapid, cost-effective change. Riva TA 
also has an integrated and highly con-
figurable real-time web based online re-
porting and dealing platform for investors 
and brokers.

• Comprehensive software solution for cost, 
conversion, and quality of support.

• As a comprehensive software solution, 
Riva TA meets the three most significant 
criteria for any prospective client—cost, 
conversion, and quality of support. It has 
a highly configurable, flexible, compre-
hensive, modular single database struc-
ture allowing for scalability and simple 
customisation.

Learn more

We understand that when it comes to research-
ing shareholder record-keeping technology so-
lutions, it can be a challenge to clearly differenti-
ate one from another. 

Should you wish to learn more about Riva 
TA, please contact us and we can set up a 
‘phone an expert’ discussion, offering you an 
informal yet detailed conversation with one of 
our technical experts about any of Riva TA’s 
features or functions.

We would also be happy to arrange an 
on-site visit, where a Riva representa-
tive will visit you to discuss your business 
needs and determine whether Riva TA is 
an appropriate solution.

To learn more about Riva TA’s potential 
within your organisation, please visit our 
website www.rivafs.com or alternatively 
please call us on +44 (0) 1624 850 140 or 
email learnmore@rivafs.com. AST

Riva TA, the intricacies of conversion were 
anticipated during the system design and as 
a result a specific conversion function man-
ages the migration process more efficiently 
with less risk. 

Riva TA came about through a collaboration 
of asset management industry profession-
als, each with extensive knowledge of the 
business and technical expertise in the field. 
Furthermore, because Riva TA is supported 
by the same team that created the system, 
the level of knowledge and quality of service 
are exceptional.

To-date, Riva TA has proven successful with 
customers in major European jurisdictions, in-
cluding the UK, Dublin and Luxembourg, and 
has been successfully deployed across the en-
tire international transfer agency operations at 
Franklin Templeton Investments.  

The Riva advantage

Riva TA is in a class of its own for several reasons:
• It is a global solution.
• A truly global system deploys to mul-

tiple jurisdictions, including all cross-
border and offshore jurisdictions nei-
ther limited to one physical location 
nor to one jurisdiction or fund struc-
ture, incorporating the different lan-
guages, time zones, currencies and 
the specific parameters that are as-
sociated with each, including the re-
quired regulatory and tax rules that 
are relevant to each jurisdiction.

• It is a single-system solution.
• All of Riva TA’s functionality exists within 

a single tiered system—a single data-
base, a core feature set, and a wide 
range of specialised functions. Based 
on client requirements, specialised func-
tions are enabled when the system is 
installed. As business goals change 
over time, additional capabilities can 
be switched on within the core solution. 
There are no extra components to plug 
in, extra equipment to buy, or separate 
databases to integrate. 

• Multiple administration centres are sup-
ported in a single database.

• Riva TA allows clients to operate from mul-
tiple offices across international borders 
and jurisdictions using a single database 
with 24/7 access allowing investor ac-
counts to be linked with ease. 

• One system for nearly any type of 
fund product.

• Massive variety of product support is avail-
able, including both mutual and fully inte-
grated alternative funds. The system is ar-
chitecturally designed to enable STP and 
client interfacing. 

• Riva TA is built using modern flexible 
methods, partnered with scalable IBM 
server technology. As business pro-
cesses, legislation, and market move-
ments demand more from transfer agent G
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Owner location should 
be a logical process.

Not a painful one.

RIGHTFUL OWNERS  •  RIGHTFULOWNERS.CO.UK  •  0207 947 4041

@RightfulOwners

Returning assets to their rightful owners is a good feeling and good 
business. For investors and the company that just reduced significant 
corporate risk. With our location programs we’re not just writing the 
book on owner location – we’re raising the bar. By using unmatched 
experience and propriety technology we make your life easier, protect 
your business and create a better experience for your investors.
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How would you differentiate transfer 
agency services in Europe from Asia 
or North America?
Andy Chesterton: North America is a large, 
wealthy, and homogenous market with a sin-
gle currency, a single regulatory regime and 
an integrated banking and payments system. 
For the majority of its growth heyday, there 
was also a single consumer language. US 
transfer agency providers were able to lever-
age the scale of that single market to invest 
earlier and more heavily in technology than 
their counterparts in Europe and the develop-
ing world. The market has repaid that invest-
ment over a much larger investor base lead-
ing to lower administration costs and typically 
lower fund annual management costs. The 
massive investment made by early entrants 
represented a significant barrier to entry to 
other players and the market became con-
centrated in the hands of a few large transfer 
agency providers. 

markets of Luxembourg and Dublin rather than 
the domestic national European funds markets. 
The UCITS IV directive in particular provides 
many of the enabling regulations that will per-
mit EU fund managers to market a single cen-
tral fund range freely across Europe rather than 
having almost identical separate fund ranges in 
each separate domicile. It is likely to take sev-
eral years for fund management groups to make 
the huge structural changes that are required in 
order to achieve this. It will also be dependent 
upon a more harmonised approach into the tax-
ation implications of merging existing separate 
fund ranges. Until then, the EU transfer agency 
market will continue to be more fragmented 
and/or more expensive to operate in compared 
with the US. 

Sooraj Sreenivasan: From a transfer agency 
perspective, the US is the closest to being a 
single market. It is dominated by a few large 
domestic transfer agents that have large scale 
operations. Over time, the market players have 

Europe by contrast traditionally had a funds 
market that was separated into national silos 
that were distinguished by different currencies, 
regulations and tax laws, and customs and prac-
tices, as well as many different consumer lan-
guages. For systems and administrators to be 
successful in multiple European countries, they 
had to develop different systems and transfer 
agency process models for each specific domi-
cile. The EU, with some degree of success, has 
made significant strides to try and consolidate 
this fragmented market. The introduction of the 
European single currency swept away foreign 
exchange issues for the participating countries. 
The various UCITS directives have provided an 
EU-wide funds regulatory regime that contin-
ues to edge the EU funds market towards the 
nirvana of a free and fair level playing field for 
cross-border funds marketing, although this has 
not yet achieved that goal. 

To date, the biggest beneficiaries of the UCITS 
brand have been the offshore, cross-border 

Feeding the thousands
AST’s transfer agency experts talk about the ongoing shift from discrete 
domestic markets so prevalent in Europe, as well as the sensitive topic 
of outsourcing 
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institutionalised dealing and US dollar settle-
ment standards, operating through local clear-
ing agencies. The wide acceptance of these 
standards has contributed to a high level of 
automation, which is a dream come true for 
every transfer agent. The market is focused on 
domestic investors and the challenges that in-
ternational transfer agents face is in changing 
the current infrastructure to support nuances 
that are associated with global distribution and 
multiple currencies. These changes are being 
driven by distributors and fund managers that 
are marketing their UCITS to pension funds in 
the emerging South American countries.

The European fund industry has seen a trend of 
moving from direct investor transactions to one 
of distributor and nominee order processing. 
The cross-border market for funds that are dom-
iciled in Ireland and Luxembourg has signifi-
cantly expanded and has created a requirement 
for transfer agents to offer services that support 
the sale, promotion and distribution of funds in 
Asia, the Middle East and Latin America.

Asia is a fragmented market; geographically 
and also for the different fund structures and 
distribution models that exist. Asian fund distri-
bution is dominated by local and global banks. 
Asian transfer agents in Taiwan versus Singa-
pore and Hong Kong versus India and Vietnam 
have a different story to tell, but the key chal-
lenges are around multiple local regulations and 
limited standardisation and automation.

There are three markets in Asia that focus on 
domestic funds and cross-border products from 
Europe. These are Hong Kong, Singapore and 
Taiwan. This has presented a challenge to the 
transfer agents that service European products 
but do not necessarily have an extensive foot-
print in these locations. In each of these jurisdic-
tions, the legislation is changing to encourage 
the creation of domestic products and this will 
eventually affect the cross-border funds that 
wish to enter these markets. Other countries in 
Asia are becoming more focused on expand-
ing their domestic fund offerings either through 
changing the criteria for investors to acquire 
these assets, for example Indonesia, or intro-
ducing regulations to allow open-ended funds, 
which occurred in Vietnam last year.

Fund managers are looking for truly global 
transfer agents that have a physical presence 
in the key markets where the asset manager 
wishes to domicile and sell its product and 
where the distributor expects support to pro-
cess the business that it introduces to the fund. 
The ability of the global transfer agent to offer 
a consistent suite of reports, delivery chan-
nels and processing standards across multiple 

are also more mature. Europe has Euroclear, 
Clearstream and Calastone, together with 
passporting fund requirements that help au-
tomation. America has NSCC, which has a 
dominant position. Asia is much more locally 
focused as a region. Overall, its less homo-
geneous requirements make it less scalable. 
Europe is fully mature in terms of service. It is 
all about distribution with transfer agents being 
asked how they can help in asset growth and 
entry to new markets. While it is still important 
to get the basics correct, it is now much more 
about what else the transfer agent can bring to 
aid the fund management company.

Ghassan Hakim: The US has a largely retail 
and primarily domestic transfer agent oper-
ating model, with limited multi-currency and 
multi-lingual capabilities when compared with 
other major fund centres in the world. Operat-
ing in one single regulatory environment has 
allowed for the market-wide adoption of stand-
ardised practices, allowing the industry to have 
a standard platform for clearing and settle-
ment, namely DTCC’s FundServ platform. The 
US has so far been much more successful in 
this than any other region and is therefore con-
sidered to be the most advanced country with 
regards to standardisation.

The European market is very different because 
it has to cater for a multitude of operating mod-
els, languages and currencies in multiple juris-
dictions, and even with increasing amounts of 
legislation at an EU level, there remains much 
local legislation to contend with. The differing 
operating models include the mainly domestic 
retail market of the UK, the mature global cross-
border markets of Luxembourg and Ireland, the 
role of the third party administrator and the rise 
of the offshore transfer agency centre model for 
markets such as Poland. 

Although less established, Asia is similar to 
Europe in that it is made up of a multitude of 
distinct markets that are individually defined 
by their own particular distribution models and 
regulatory environments. However, as there 
is no authority pushing for standardisation be-
tween the various countries, a single pan-Asian 
market is generally considered to be a very un-
likely proposition at this time, and as such Asia 
remains a very fragmented market.

What are the challenges in increasing 
automation in Asia?

Willis: There is no STP platform in a domi-
nant position and as a result, transfer agents 
like ourselves need to connect to all European 
platforms. Normally this would mean that STP 

countries around the world will be the key chal-
lenges and expectations for the new breed of 
truly global transfer agent.

Jean-Louis Vayne: The European fund indus-
try is characterised by the ongoing shift from 
discrete domestic markets to a single regulatory 
framework distributing funds into multiple indi-
vidual markets. In facilitating this, service pro-
viders need to offer fund representative services 
in these markets, support multiple settlement 
models and provide multi-currency capabilities 
with multi-lingual servicing. This compares well 
with the Asian market, where the success of 
UCITS has seen the distribution of cross-border 
funds that are supported by transfer agents with 
local registration, service and language capa-
bilities. In contrast, the US model represents 
a huge domestic market, which is very mature 
and supported by an efficient market infrastruc-
ture and homogeneous service model.

Pierre Mottion: The structure of the fund busi-
ness is different from one continent to the other, 
so transfer agency services are different even 
if there is a consistent focus on centralising the 
shares of the fund. In Asia, the market is still 
fragmented between various countries under 
different regulatory regimes. The transfer agen-
cy market is still very domestic with few funds 
available cross-border.

In the US, the fund business is mature and high-
ly automated, and it is supported by a strong 
market infrastructure (National Securities Clear-
ing Corporation, or NSCC). The American mar-
ket is also very domestic-focused, with very 
few funds available cross-border. Although the 
market in Europe is fragmented, the UCITS 
framework is making European funds the only 
real international cross-border funds, and it is 
also moving Europe towards standardisation of 
the industry.

What we see is a market in transition, and the 
European Commission is aiming to make the 
European fund business more competitive, es-
pecially compared with the US fund industry. As 
a result, transfer agency services in Europe are 
managing at the same time the complexity of 
different markets and the development of stand-
ard models, with an emphasis on operational ef-
ficiency and investor protection.

Jonathan Willis: Transfer agency is an impor-
tant service. It is an integral component of the 
complete solution of the mutual funds lifecycle. 
As such, the demand for this service is tied 
very closely to the development of the mutual 
funds market. Europe and North America have 
far more mature markets for these products, 
which means that transfer agency services 
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levels would increase as distributors can use 
whatever suits them, but it also means that for 
full market coverage they cannot just pick one, 
which leads to the continued use of fax. Even 
when using STP solutions, there is a lack of 
standards in each country, even in things that 
you would normally say would be standard such 
as ISO20022 messages. Each country uses 
them slightly differently so you still need a coun-
try/distributor adaptor. The other barrier to fur-
ther automation is costs. Offshoring to low cost 
centres has helped transfer agents to meet the 
continued pressure to lower costs while main-
taining service, but it has not helped the auto-
mation argument. Focus on current year profit 
and loss means that return on investment peri-
ods of less than two years are now mandatory 
and same year is preferential both with trans-
fer agents and fund managers. In this climate, 
it makes costs for additional automation look 
increasingly expensive verses manual in loca-
tions such as India, for example. 

Vayne: Automation levels vary widely from 
country to country, generally in correlation with 
the maturity of the local market. Given that, we 
must ask ourselves if full automation is achiev-
able. Transfer agents increasingly need to re-
tain the flexibility to enter new markets with their 
asset manager clients while maintaining good 
STP rates. The drive to lower expense ratios 
and the need to manage operational risk are 
strong incentives for the industry to automate. 
Market actors will need to continue to push for 
automation according to standard protocols as 
individual markets become more mature.

Chesterton: Europe’s fund industry has moved 
forward with automation of functions such as 
processing and settlement of fund orders, fur-
ther boosted by initiatives such as the Findel 
‘single legged transfer’ standard in Luxem-
bourg. Fund management companies and third 
party administrators in both domestic and cross-
border environments are using flexible transfer 
agency systems such as Bravura’s GFAS to 
ensure extensive functionality and improve op-
erational efficiencies via automation. Challeng-
es remain in Asia, but with wages increasing in 
countries such as Hong Kong and Singapore, 
the costs of manual processing are rising at a 
time when the expense of automated process-
ing is falling.
 
Hakim: Increasing automation where possi-
ble is clearly an attractive prospect for transfer 
agents due to the decrease in operating costs 
and increased efficiencies that are traditionally 
associated with automation.

Having invested a considerable amount of time, 
effort and money in automated solutions, fund 

lies in the hugely successful cross-border distri-
bution, particularly in emerging markets with low 
STP rates. In the majority of cases, settlement 
functions are still very manual. The introduction 
of various fund platforms and the consolidation 
of individual investor requests through distribu-
tor and nominee services has increased the 
opportunities for automation. Automating the 
cross-border flows requires active engagement 
between transfer agents and distributors to 
agree common standards. For the economics 
to add-up, investment in automation needs to 
deliver scale and improved resilience.
 
Regulators in some markets have provided the 
impetus for automation with the introduction of 
market infrastructure that all participants can 
easily plug-into.

Asia today by comparison has a manual ser-
vice offering that is starting to change as the 
cost of labour increases in the primary fund 
markets of Hong Kong and Singapore. In ad-
dition, some markets such as Taiwan have in-
troduced central depository standards. Similar 
to Europe, Asia is moving towards a distributor/
nominee servicing proposition.

What are the latest developments to 
affect the transfer agency industry?

Willis: Transfer agency is evolving to meet 
the new demands of aiding global distribution. 
Transfer agents are and need to move from 
‘order taker’ to ‘distribution enabler’ to show 
added benefit to fund managers. This is requir-
ing a much greater understanding of markets 
that previously would have been known to a few 
and occupied by even less. It is also no longer 
acceptable that you have some knowledge. 
Instead, you have to evidence a deep under-
standing of where these markets are now and 
more importantly where they are going.

Entry times to new markets are increasing as 
the local regulators take their responsibilities 
to protect the customers to greater levels, so 
you have to not only be able to talk about 
how to enter that particular market, but also 
what types of funds are being sold and how 
the distributors want to see them. You need 
to know how long the regulator takes to ap-
prove new funds and the likely shelf life that 
those funds will have. We are also seeing 
significant increase on more real time report-
ing to help cut across time zone differences 
and it is almost a must to have web access 
to all unit holders. There are also some more 
specialist reporting in specific regions, such 
as the central provident fund in Singapore, 

providers, distributors and third party admin-
istrators are now reaping the benefits where 
possible. The standardisation of processes has 
allowed automated deal processing in particu-
lar to flourish, resulting in reduced operational 
costs and lower processing error rates, but 
there is still a way to go and there is still a lot 
more STP investment needed, particularly for 
alternative investments.

Throughout the industry, there are increased 
calls for a global transfer agency platform that 
can service multiple product types, replacing 
multiple legacy systems, each focused on a 
particular investment vehicle. The current land-
scape of multiple systems carries higher cost, 
redundancies, training challenges and ineffi-
ciencies in disaster recovery plans and so much 
more. Software providers and IT departments 
need to refrain from band-aid solutions such as 
developing ‘surround’ systems to their legacy 
platforms and start focusing on developing an 
integrated single solution. 

Mottion: The European market has been 
through many automation initiatives (such as 
SWIFT or Calastone) and has reached a use-
ful level of automation, however, there are still 
areas where automation can improve. We are 
seeing progress, for example, with the Sharp 
initiative, and the development of new genera-
tion of SWIFT 20022 messages. European in-
frastructure is also evolving for the benefit of 
greater automation thanks to T2S.

Having said that, there are still challenges 
ahead for developing automation further. With 
additional focus on investor protection, the mar-
ket is facing the issue of combining operational 
efficiency with a detailed knowledge of the in-
vestor base. This is creating the need for a solu-
tion whereby the investor can still be monitored 
within the chain of intermediaries of distribution.

Sreenivasan: Increased cross-border distri-
bution is making transfer agents re-think their 
strategies, with some moving from a regional 
transfer agent towards building a global trans-
fer agency capability. Investments are being 
made to build new functionality into existing 
systems or to integrate various local platforms 
to create efficiencies. While some transfer 
agents have already built most of the capabil-
ity, others are still investing heavily in technol-
ogy to bridge the gap. 

Europe is a mix of domestic funds in France and 
Germany where processing is fully automated 
and the cross-border, multi-currency products, 
which are predominantly serviced from Ireland 
and Luxembourg, where automation levels are 
much lower than in the US. The cause ironically 
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which has its own set of reports that have 
to be met.

The other challenge that we see is the bespoke 
reporting granted by fund managers to the more 
powerful distributors as they try to ensure fund 
flows through their products. This will only be 
overcome with automation of trade, settlement 
and reporting through recognised platforms 
such as Calastone.

Sreenivasan: Increased regulations, which 
are mostly focused on investor protection, will 
shape the future development of transfer agen-
cy for traditional and alternative products. Key 
among these include:
• The Alternative Investment Fund Direc-

tive (AIFMD) will require changes to plat-
forms to support the reporting require-
ments. We expect to see an increase in 
the re-domiciliation of fund jurisdiction 
from offshore markets to within the EU 
as a result of this regulation.

• The Retail Distribution Review introduced 
last year in the UK created a major change 
in the remuneration of agents and distribu-
tors selling fund products to UK residents. 
Though this regulation was UK-specific, it 
had an impact on cross-border products 
that are domiciled outside of the UK and 
registered for marketing in the UK. Many 
transfer agents were engaged in develop-
ing their ‘international’ platforms to accom-
modate the UK regulations.

• The Foreign Account Tax Compliance Act 
(FATCA) and associated rules from the US 
Treasury and various inter-governmental 
agreements (IGAs) will require changes 
to core transfer agency platforms, know 
your customer processes and tax report-
ing. There are 30 or more countries plan-
ning to sign IGAs with the US. The big 
question is whether other countries will 
follow in adopting similar tax reporting for 
their nationals.

Distribution enablement and support is an-
other opportunity for transfer agents to grow 
beyond the basics of processing subscriptions 
and redemptions. The establishment of a net-
work of paying agent/representative offices is 
seen as an extension of the traditional trans-
fer agency service and a value adding service 
for clients that do not have a direct presence 
in all markets. 

Mottion: With the implementation of UCITS IV 
directive, the market has directed its focus on 
the management of key investor information 
documents (KIIDs). This period is now over and 
the market is considering the other elements of 
the UCITS IV toolset, such as master/feeder 

Chesterton: One of the key challenges facing 
the transfer agency industry will be the increas-
ing data-driven demands from regulators, clients 
and investors. The data theme will be reflected 
in a continued growing demand for surround 
technology solutions, such as web front-ends 
and data warehouses that break down isolated 
silos and consolidate data from multiple back-
office systems.

The increased focus on regulatory change over 
the last couple of years will continue in 2013, 
as further regulation is finalised by authorities 
in the UK, Europe and the US. The challenge 
to regulators is to achieve an appropriate level 
of insight so the market becomes more trans-
parent but not less efficient. For TPAs and fund 
managers, understanding the impact that regu-
lations will have on their business, their inves-
tor base and the overhead that is required to 
support and implement these will continue to be 
a priority. The cost of keeping systems and pro-
cesses current with all of this new regulation is 
also likely to be a driver in the continuing trend 
of outsourcing systems and administration.
 
Do you think it is advantageous to 
outsource transfer agency func-
tions to cheaper labour markets?

Mottion: The first priority for a service provider 
is to have efficient processes that can deliver 
high quality of service to clients in compliance 
with the legal framework of the activity. Only 
then can we consider the benefits of outsourc-
ing. Transfer agency activity is sensitive from a 
confidentiality perspective and requires a vari-
ety of skills and expertise to deal with investors 
coming from various regions of the globe. There 
are areas where some functions of the trans-
fer agent can be outsourced, and this can be 
achieved with specific attention to quality of ser-
vices and compliance with the legal framework.

Hakim: The correct answer to this question is 
the development of a global sourcing business 
model as the solution for an effective transfer 
agency. It would be wrong to only factor cheaper 
labour markets as the basis of where functions 
are performed. 

A comprehensive global sourcing model fac-
tors in client facing functions versus back-of-
fice functions within the context of global and 
regional presence, the ability to service clients 
seamlessly through the various time zones and 
have a strong ‘live’ disaster recovery centres. 
For example, a global sourcing model allows 
a transfer agent to shift service functions on 
moment’s notice to address local disruptions, 
whether climate induced or political. 

structures, fund mergers or management com-
pany passports.

AIFMD and FATCA are the next challenge and 
transfer agents will be highly affected. On top 
of this set of regulatory changes, asset man-
agers are looking to distribute into new ter-
ritories and new types of investors in order 
to gather more assets. Transfer agents will 
have to provide a broad scope of services in 
order to assist their clients in their sales de-
velopment, such as look-through reporting on 
distribution, local fund agency or distribution 
market knowledge.

Hakim: Faced with increasing demand to stay 
ahead of the curve for all of the impending 
changes faced by our industry, transfer agents, 
whether internal or outsourced, are in the pro-
cess of transitioning from a traditional cost cen-
tre to a more added value service.

The industry faces a raft of complicated tax 
changes, increasingly complex investment fund 
structures and distribution models, and a seem-
ingly unstoppable wave of new regulations, all 
of which are putting increased pressures on 
transfer agents.

Our role, as the solution provider, is to keep 
designing and implementing solutions that 
allow our clients to meet these increased 
demands cost efficiently while remaining 
business agile and operationally efficient. In 
such an environment it is easy to see why the 
opportunity to utilise the benefits of a com-
prehensive single transfer agency solution 
that is capable of servicing the cross-border 
distribution of multiple product types across 
multiple jurisdictions with a single investor 
view is very attractive.

Vayne: Regulation is currently having a sub-
stantial effect on the industry. FATCA in particu-
lar is extending requirements in terms of client 
identification, withholding and reporting respon-
sibilities. Further effects are expected with the 
implementation of AIFMD, with due diligence 
requirements for custodial investors, as well as 
the predicted ban on inducements with MiFID 
(Markets in Financial Instruments Directive) II.

On a more general note, the current economic 
climate in Europe is causing asset managers to 
look further afield to gather assets, extending 
the reach of transfer agents around the globe. 
They are now providing distribution support in 
new and exciting markets. At the same time, 
transfer agents must remain cost effective and 
implement solutions to manage cost while pro-
viding high quality services at low risk, deliver-
ing value for money. 
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For sure, technology today already supports 
global sourcing models with web-enabled sys-
tems, global imaging and workflow solutions, 
advanced audio and video communication 
tools, and growing social media.

Chesterton: Our clients have used Bravura 
technology, in particular our integrated image 
and workflow capability, to assist in successfully 
moving extensive amounts of their day-to-day 
transfer agency processing to cheaper ‘off-
shore’ data processing centres. 

Although the technology to seamlessly move 
work items and their associated documentation 
back and forth across continents is an absolute 
pre-requisite for a successful offshoring exer-
cise it is also vitally important for the admin-
istrative framework to be clearly mapped out 
and understood by all participants. Extensive 
top-down management focus must be concen-
trated on getting the organisation to make an 
essential culture shift to make the offshoring 
process work.

Benefits to offshoring include time-zone ad-
vantages, which ensure service can be pro-
vided around the clock. Cost is an incentive to 
offshore as well, but only certain components 
are fit for this purpose, such as, non-client fac-
ing functions. Price reductions and service im-
provements can also be realised. It is however 
important that senior executives are visible to 
maintain the standards expected and that cli-
ents do not see any deterioration of service.

Sreenivasan: Costs are not the only factor in 
determining whether or not to outsource.

The majority of global transfer agents today 
have migrated some of their business to coun-
tries that offer a large pool of well-educated 
resources. Initially, this trend started with tech-
nology development and support. This has 
subsequently expanded to include operational 
processes and call centre activities where per-
mitted by the country where the fund is domi-
ciled and the investor data protection laws are 
in place and enforced.

The ability to service clients 24/7 and in multiple 
languages is where global transfer agents add 
value. Using operational service centres locat-
ed in different countries enables global transfer 
agents to achieve this through a combination 
of back-office functions (like reconciliation and 
transaction processing) executed from opera-
tional service centres locations with ‘front office’ 
servicing in the language of the location. Invest-
ment in the right technology to connect all par-
ties involved in the overall client delivery plays 
an important role in the success of a transfer 
agent’s ability to adopt an outsourcing strategy.

Vayne: In the wake of the financial crisis and 
with current regulatory initiatives, our asset 
manager clients are under more pressure than 
ever to keep total expense ratios low. In re-
sponse, we as transfer agency service provid-

set of outcomes rather than a service-based set 
of outcomes.

The flipside of the coin is that the use of low cost 
centres has driven down the costs of manual solu-
tions to such a degree that it is often hard to create 
a price differential that will aid long term strategies. 
With clients looking to merge their funds located in 
different domiciles, how will consolidation of this 
kind affect the industry? We have yet to see a real 
drive across the industry for true consolidation of 
fund ranges as allowed under UCITS IV. We are 
seeing fund managers looking to offer services on 
a more global basis, but still with multiple domiciled 
fund ranges. This means that their first view is to 
look to consolidate providers before the consoli-
date fund ranges. The requirements to effectively 
do this including having a partner with a single 
global system that can deliver the single service 
that the distributors need, together with the man-
agement information the fund managers need to 
reflect and monitor global distribution. AST

ers need to be as cost effective as possible in 
providing a high quality service. Nonetheless, 
this cost effectiveness cannot come at the cost 
of the investor, distributor and asset manager 
service experience. Outsourcing to cheaper la-
bour markets can only be advantageous if the 
provider takes a measured view, accounting for 
relevant legal requirements, language support, 
local market knowledge, excellent supervision 
with strong risk management, and proximity to 
investors and clients. Getting the balance right 
is the key to a successful location strategy. 

Willis: I believe that when done correctly, 
moving work within one’s own organisation to 
cheaper labour markets helps drive down the 
overall costs of providing services. I think that 
the best model in not to outsource again but to 
move work to a captive entity. This allows a true 
delivery of common functions, standards and 
overall control that can be strained if there is 
another party looking for a more rewards-based 
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No longer a risk
Geoff Harries of DST Global Solutions explains recent trends of the back office—
and warns that regulation is damaging the core business of managing money
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Trend 1: investment managers in-
creasingly outsourcing back- and 
middle-office functions to third 
party administrators

The middle office dynamic is changing. The 
traditional functions of fund administration and 
investment accounting have always been a 
logical path to effectively outsource, and we 
are seeing a continuing trend towards that, but 
more and more we’re seeing more functions—
whether they’re performance, risk, compliance, 
more traditional middle office functions— also 
moving across into the outsourcing world. One 
of the other things we’re seeing as being a 
driver towards this is, quite frankly, the cost of 
regulation. Organisations are being bombarded 
by a whole swathe of regulations that are hit-
ting them, whether its Solvency II, Dodd Frank, 
and just by looking at the cost of compliance, 
the natural reaction is to say, ‘actually, this isn’t 
our core business.’ 

Their core business is the business of manag-
ing money and managing clients, not managing 
regulatory reporting and compliance. Therefore, 
the asset servicers—the outsourcers—are able 
to give operational scale, and what we’re see-
ing is that they’re responding with very specific 
services. So a number of asset servicers have 
brought out specific services for UCITS process-
ing, capital adequacy, Solvency II, Dodd-Frank, 
and the Alternative Investment Fund Managers 
Directive (AIFMD). They’re bringing out all of 
these services to basically say to the buy side, 
“you can effectively outsource your operations 
to us, and we’ll give you that regulatory service 
as well”. People will start to see asset servicers 
differentiate on their ability to provide regulatory 
compliance and services around them. 

Trend 2: regulation 

With the AIFMD, effectively the whole point 
of it is the economy of scale. Hedge fund 
administration is principally where this will 
have the biggest impact on an asset ser-
vicer’s book of business, and if they’re tak-
ing hedge fund business on board, then they 
need to have those capabilities in place. The 
key point is that from a hedge fund’s point of 
view, whether they are doing it themselves, 
outsourcing to a prime broker or outsourcing 
it to a third party administrator, they are just 
looking for that service provider to give them 
an economy of scale. 

The fact that the prime brokers and the as-
set servicers do these services on behalf of a 
number of clients means that they can bring 
cost down and be competitive, as opposed 
to a single organisation having to bear that 
cost internally. That will be a large burden; 
not just today, but bearing in mind the regu-
lations that we don’t know yet, but that are 
coming down the road. If you wind the clock 
back and consider that we had the Markets 
in Financial Instruments Directive (MiFID) 

reconciliation, derivatives processing, and 
swaps processing specifically, where clients 
may not have either deployed them, or may 
have not taken advantage of the latest ca-
pabilities. As a consequence of that, people 
have often built workarounds outside of their 
core systems. They end up with an ecosys-
tem of satellite applications sitting around the 
core product. That’s not necessarily because 
the core product doesn’t have the capability, 
it may have been at the point of time that they 
needed it and for whatever reason, it was 
quicker to develop something else outside of 
the core platform. 

Now people are taking a step back and saying 
actually, the business risk and the total cost to 
administer the cost of all those satellite systems 
are too much.

Trend 4: corporate actions becoming 
less manual

There has been a prevalence of manual cor-
porate actions processing in the industry, but I 
am seeing a change for the better. We’ve had 
a number of conversations with our Australian, 
European and Asian customers about corpo-
rate actions projects that they have queued 
up to happen in 2013. So that’s very exciting 
for us. There has been a fundamental shift in 
why people are executing corporate actions 
projects. Two or three years ago, it was all 
about risk; the reputational or operational risk 
of missing a deadline, or incorrectly applying a 
corporate action. 

What we’re seeing now in the last 12 months 
is a shift, and thinking is evolving to how a firm 
can realise efficiency and cost savings in its 
corporate actions department. We can achieve 
upwards of 80 percent levels of automation—
and that transfers into a 50 percent cost saving. 
Corporate actions are near the top agenda for 
most large asset managers and asset servicers, 
and they want things done that are operationally 
streamlined. It is no longer about risk. AST

and MiFID II, it’s just the way that the world 
is moving. We’re seeing organisations hav-
ing to commit 50 percent, sometimes, of their 
budget to regulatory compliance. Well, that’s 
not sustainable if your core business is about 
managing money. 

People need to find organisations to support 
them, and the asset servicers are the best 
people to do that. Looking at Dodd-Frank, 
and how the OTC market reform is effectively 
being analysed by organisations, it is putting 
a huge burden in terms of the ability to be 
able to connect to and exchange information, 
and give transparency with new market infra-
structure. From a buy-side perspective, there 
is no additional value in having to implement 
solutions and to connect to all of that market 
infrastructure, because they’ll be doing it as 
a one-off. Whereas if you can make a seg-
mentation of the front-office activities, which 
stay within the buy-side firm, then everything 
from a middle office/trade processing/back 
office, can be outsourced. People are look-
ing at the cost of compliance of OTC market 
reform and saying, “do I really want to build 
capabilities within my own shop to be able to 
become compliant, to be able to connect to 
the central counterparties, to be able to give 
the reporting and transparency—or can I give 
that to somebody else?”

Recently, the UK FSA sent out a note to the 
CEOs of asset management firms, asking them 
to say what their contingency plans would be if 
an outsourcer failed. Asset managers are look-
ing to solve their problems by outsourcing. But 
when they outsource, the concentration of risk 
shifts from a whole community of asset manag-
ers to a smaller community of asset servicers. 
So from an oversight perspective, the UK FSA 
is definitely interested in the contingency plans 
and if an asset servicer either suffered a major 
operational outage, or because they tend to be 
owned by banks, if there was a failure of the 
bank and the bank went under, then what would 
be the asset manager’s response to find an al-
ternative provider? The consequence of regula-
tion has been to drive the operational concen-
tration of risk into asset servicers. 

Trend 3: operational streamlining to 
reduce cost

Our clients are looking to rationalise costs ef-
fectively. We see a number of organisations op-
timising their investment operations, and to do 
this we take a look at their current operational 
landscape, and to evaluate if they are using 
our capabilities or industry best practice, and 
if they’re not, can we understand why not and 
what the consequences are. 

One of our operational streamlining practices 
involves decommissioning satellite systems, 
which can help to reduce cost.

In some cases, we have made capabilities 
available for things such as unit pricing, G
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IndustryEvents

The 13th Annual 
NeMa 2013—Net-
work Management 
Conference
Location: Warsaw
Date: 18-20 June 2013
www.nema-event.com

400 delegates  registered last year. 
Brokers, Global Custodians, Re-
gional & Local Agent Banks, Regu-
lators, Exchanges, CSDs - almost 
all those who matter in the industry 
are on the agenda: but that is just 
a part of the story. The rest of the 
story is you. So come and join us 
and be part of the ever-growing 
NeMa Family. 

ALFI Spring Conference

Location:  Luxembourg
Date: 19-20 March 2013
www.alfi.lu 

The 2013 ALFI Spring Conference  
at the Centre de Conférences 
Kirchberg in Luxembourg consti-
tutes one of the biggest events in 
Europe as regards the investment 
fund industry.

Last year’s event had attracted 955 
people coming from 27 different 
countries. 54 organisations were 
present with a booth. In a whole, 337 
different organisations were present.
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Moscow Financial 
Innovation Forum

Location: Moscow
Date: 20-21 March 2013
www.fi-forum.com

The Moscow Financial Innovation 
Forum (MFIF) is a unique platform 
for international financial service pro-
viders to meet the growing Russian 
and former Soviet Union financial in-
dustry. Moscow is rapidly developing 
into a world class international finan-
cial centre and requires qualified and 
reliable partners for linking it with the 
international financial community.

ITAS 2013 - International 
Transfer Agency Summit

Location: Luxembourg
Date: 26 February-1 March 2013
www.itas-event.com

The upcoming International Transfer 
Agency Summit sees 60+ speak-
ers confirmed, and a noticeably in-
creased asset management and dis-
tribution speaker attendance.

This really is the key event for catch-
ing up with business partners, listen-
ing to and debating with some of the 
leading figures in the fund operations 
industry, and having great fun at the 
evening functions.  Speakers from all 
corners of the globe are once again 
committed to attend and grow the 
ITAS family—see you in Luxembourg 
in February!

05 May
M   T   W   T   F   S   S

6
13
20
27

7
14
21
28

1
8
15
22
29

2
9
16
23
30

3
10
17
24
31

4
11
18
25

5
14
21
28

http://assetservicingtimes.com/subscribe/subscribe.html


26 www.assetservicingtimes.com

PeopleMoves

A BNY Mellon spokesperson has confirmed that 
David Aldrich left the firm after nine years at 
the end of 2012 to pursue other opportunities.

Prior to his departure, Aldrich was head of 
global client management for the UK and Ire-
land. Previously, he was European head of 
BNY Mellon’s alternative investment services 
and broker-dealer services businesses, in ad-
dition to financial institutions Client Manage-
ment across Europe.

Northern Trust has named Marc Mallett man-
ager of investment operations outsourcing prod-
uct in the Americas.

Mallett will work closely with Les Beale, manag-
er of investment operations outsourcing product 
in EMEA and Asia-Pacific.

He has been global head of client implemen-
tations for investment operations outsourcing 
since joining Northern Trust in 2010. Prior to 
joining the firm, Mallett was a vice president of 
technology at Fidelity Investments and COO of 
Citisoft, a consulting firm focused on the invest-
ment management outsourcing market.

“Investment operations outsourcing is appeal-
ing to managers who are focused on reducing 
costs and growing revenue while meeting de-
mands for more and improved data and deal-
ing with increasingly complex investments and 
regulations,” said Paul Fahey, head of product 
and strategy for global fund services at Northern 
Trust. “Mallett brings an in-depth knowledge of 
our current product offering, and a broad market 
perspective from his years of experience in the 
investment management industry.”

Maples Fiduciary Services has expanded its 
investment funds team in the Cayman Islands 
with the addition of Abali Hoilett as senior vice 
president and fund director.

In his new position, Hoilett will serve as an inde-
pendent director on a limited number of hedge 
funds and private equity funds.

Maples Fiduciary Services’s investment 
funds team has provided independent direc-
tors to investment funds since it was estab-
lished in 2003. The investment funds team 
now comprises 25 professional directors res-
ident in the Cayman Islands, Delaware, Dub-
lin, Dubai and Luxembourg, serving a broad 
range of investment fund structures.

“We are delighted to have Hoilett join our team. 
His experience, impressive academic achieve-
ments and independent perspective are the 
qualities we look for in our directors,” said Peter 
Huber, global co-head of fiduciary services at 
Maples Fiduciary Services.

Fund administrator Opus Fund Services has 
opened a new office in New York to be headed 
by the new director of sales and business devel-
opment, Jorge Hendrickson.

Hendrickson previously held the role of vice pres-
ident of sales and business development in the 
Concept Capital Markets prime services group.

Stephen Giannone, president of Opus Fund Ser-
vices, said: “Our New York office represents a nat-
ural expansion allowing Opus to deliver our Opus 
ONE offering directly to the local fund community.”

The California Public Employees’ Retirement 
System (CalPERS) has recruited Ron Lind to 
its board of administration.

Lind, who is the president of United Food & 
Commercial Workers Union (UFCW), was ap-
pointed by the Speaker of the Assembly and 
Senate Rules Committee to serve on the CalP-
ERS board as the public representative. He re-
places Lou Moret, who left the CalPERS board 
in December 2011.

Two of Confluence’s key executives—James 
Smith and Frederick Winston—have been ap-
pointed to the roles of COO and CFO, respectively.

Winston joined Confluence’s San Francisco of-
fice in October of 2011 as a vice president of 
business development.

Prior to joining Confluence, Smith was a sen-
ior vice president and division COO with Fiserv, 
and he also served as an operations executive 
at both J.P. Morgan Chase and Pricewater-
houseCoopers. 

Winston previously worked at US Bancorp Piper 
Jaffray Ventures and also held senior-level roles 
at Broncus Technologies. AST
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