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Detangling
The Web

Netik InterView’s data hub
technology implements
cutting-edge technology

to make asset management
data more easy to use

AN OLD SAYING says that it is not wise
to put all of your eggs in one basket.

But Netik InterView is proving that the
old logic may have some big problems
in today’s financial landscape, especially
when consolidating data is becoming
increasingly among  asset
managers to remain competitive.

necessary

Born two years prior to the implosion of
Synergo and Terence Chapman Associates,
Netik is a data management company that
is shaking things up in asset management,
hedge fund management, prime brokerage
and offshore fund administration. The
company has spent the past 10 years
developing a two-pronged approach to
data management that seeks to streamline
how institutional asset managers access
and store market data.

The first of the company’s efforts to
detangle asset managers’ data reservoirs is
via Netik InterView as a fully scalable data
warehouse designed to glean necessary
pieces of data from the snarl of information
managers routinely receive and store it for
future reference.

“You’re not replicating every piece of infor-

mation in the underlying system. You’re
only replicating the relevant information,
which is really defined by Netik Inter-
View’s financial services data model that
the client configures for their data needs,”
says Netik Managing Director Keith Hale.
“Part of what we provide is a methodology
structure that outlines the type of data
we expect to store and how ro go about
extracting the data once it is stored.”

But putting information from multiple
systems together in one location creates
the inevitable problem of how to interface
each piece of dara so that it can be used
efficiently by Netik’s clients. To resolve
this issue, the clients also leverage Netik
InterView as a data hub platform that
allows bits of data to interface with one an-
other. The strategy has been so successful
that Netik has dropped some of its former
services, such as its SWIFT gateway device
TurboSWIFT, to devote itself to data man-
agement services. This may include using
Netik’s SWIFT “adapter” with any SWIFT
gateway. But the company’s technology has
inspired unexpected competitors.

“Our biggest competitor is people trying
to do it themselves, trying to build a data
warehouse. Often people build a data
warehousing or data hub-type technology
without even realizing they’re doing it.
They go in looking for a way to manage
their data and come up with a whole new
series of problems. A lot of people do wind
up getting fired for trying to build their
own data warehousing systems themselves
because these products are renowned
for not being successful,” Hale says. “So
we’re giving asset managers a massive leg
up because we have that complete data
structure that does cover all the attributes
they could possibly ever need. That’s the
advantage.”

And while Netik’s primary customers are
managers with more than $1 billion in
assets under management (because they
need the ability to streamline unwieldy
information from multiple prime brokers
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and other third-party providers), Hale
says more customers are taking notice as
a result of Netik’s ability to cover a wide
array of assets.

“More recently the prime brokers and
the offshore fund administrators have
extensively invested in data warehousing
technology. We partner with Advent
Software and their Geneva product and
have a strategic relationship with them
that we support and maintain for seven
joint clients now. But as we get more and
more customers they have comfort because
they know we can handle a wide range of
assets,” Hale says.

Hale says Netik is poised to further
expand its impact in the world of asset
management. And with the introduction of
Netik InterView Release 8, the company’s
technology seems ready for the challenge.

“We only have one product, but it’s how
you leverage it,” he says. “That’s really why
we’re growing rapidly in that area and yes,
we’re starting to see some of the challenges
that come with the alternative investment
arca. Challenges that particularly affect
our customers as they receive pressure from
pensions and other institutional investors
that encourages investment more and more
in alternative strategies and hedge funds,
particularly funds of hedge funds.”

But despite the challenges facing the
company, Hale maintains that Netik’s
simple yet effective approach to data man-
agement will continue to artract customers
and to aid in making sense of the complex
information they receive. —rmjeff Jeffrey
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Dublin is the de-facto center for hedge fund
administration. But will staff shortages and
rising salaries stem its growth?

by Elizabeth Lumley
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Aist of the world’s major financial centers usually
consists of cities such as London, New York and Hong Kong.
But outside these metropolitan areas, smaller, less expensive
cost centers are becoming powerful in their own right. Often
handling back-office trust and custody services as well as
fund administration, Luxembourg, Dublin, the Channellslands
and the Caribbean are becoming more and more important,
thanks in part to tax incentives.

Of these, some would argue that none has experienced more sub-
stantial growth than Dublin. Since the establishment of the Interna-
tional Financial Services Centre in Dublin in the late 1980s, Dublin
has become a major hub for funds administration, especially for alter-

native investments.

Why has Dublin been so successful?“There is no single factor that

you can point a finger at,” says Bronwyn Wright, director and Euro-
pean head of fiduciary services at Citigroup. “It is multiple factors. A
major factor is the corporation tax, which now stands at 12.5 percent,
but it is not the sole contributing factor.” Location in a strategic time
zone, an extremely skilled labor force thar speaks multiple Ianguages,
and a high quality of living have all been mentioned as reasons for
Dublin’s renaissance. The ready adoption of technology to further
automate funds administration functions is another reason, she says.

“Anyone who is anyone in fund administration works in Dublin,"
says Kevin Magee, chief technology officer at Daiwa Securities Global
Asset Services, based, of course, in the capital city of the Irish Republic.

Magee's optimism appears to be backed up by statistics. Ireland

32 SCREEN APRIL 2007

seems to be immune to the downsizing and redundancies across the
region. The Financial Services Ireland industry body predicts that the
financial sector growth in Ireland will increase by 75 percent by 2020.
It has already grown by 50 percent over the past eight years, according
to the FSI. In fact, Wright predicts thar approximarely 20 percent of
the Dublin financial sector’s staff growth will be in I'T.

FEELING GREEN

HOWEVER, DUBLIN'S GROW TH OVER THE past decade is not without
some problems. Property prices and salary levels have risen to rival
those of its financial neighbor London and back-office predecessor
Luxembourg, which is eroding the Emerald Isle’s appeal as a low-cost
center. These issues, combined with high levels of staff rurnover, have
caused some firms to relocate or ar least open second or third offices
in other parts of Ireland such as County Cork and Wexford.

Colin Close, chief information officer at Netik, which recently sold
a data platform to Daiwa (see story, page 34), says the high growth rate,
especially among hedge funds, is creating challenges. Netik clients
HSBC, Daiwa GAS and investment management outsourcer PFPC
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lhile Irish firms
low manage
back-office func-

tions for a significant slice of
the global hedge fund
industry, this wasn't always
the case. A number of polit-
ical and economic factors
paved the way forward.

The Industry Develop-
ment Agency, otherwise
known as IDA Ireland,
estimates that in Dublin
approximately 3,000 peo-
ple in 39 companies now
service 37 percent ofthe
total global industry. How-
ever, officials at Citigroup
estimate that figure to be
closer to 75 percent of the
industry:

The road to glory began
with the establishment of
the International Financial
Services Centre in Dublin in
the late 1980s by the former
Irish Prime Minister Charles
Haughey. The IFSC is cred-
ited by some as kick-start-
ing the Irish economy,
which had been belea-

guered by unemployment
inthe 1970s and 1980s.
Coinciding with the inaugu-
ration ofthe IFSC, the Euro-
pean Union passed legisla-
tion that allowed firms to
market and sell funds glob-
ally that were domiciled in
Ireland, which valued those
assets and held them in
trust and in custody.

Losing little time, Ireland
adopted the EU legislation
in 1989, says Bronwyn
Wright, director and Euro-
pean head offiduciary serv-
ices at Citigroup. What that
meant was funds could be
established in Ireland, regu-
lated locally but sold glob-
ally, Wright says.

In addition, banks could
establish a back office in
Dublin while leaving the
management and the pro-
motional activity to staffs
located in larger centers
like London and New York.

The governmental
actions had a profound
effect on employmentin

Ireland and especially
Dublin. Prime Minister
Haughey also introduced
“minimum activities,” says
Wright. This meant that if
you set up an Irish-regu-
lated fund, “you needed
the people who were valu-
ing your fund to be
employed in Ireland,” she
says.

In addition, all the
lawyers and accountants—
as well as some consult-
ants—supporting the fund
business “also needed to
be domiciled in Ireland,”
she adds. “What that
resulted in was employ-
ment being generated in
Ireland and foreign multina-
tionals being domiciled in
Ireland,” says Wright.

Colin Close, chiefinfor-
mation officer at Netik, a
data management supplier
to many funds administra-
tion businesses, says that
Dublin’s growth as a finan-
cial center was swift. “The
response from the various
service providers was
pretty prompt, such as
organizations like Chase
Manhattan [now JPMorgan-
Chasel, where I was work-
ing at the time,” says Close.

“Now, anybody who is any-
body trying to compete in
administration—latterly with
alternative investments—
must have a presence in
the IFSC.”

Citigroup, too, quickly
got behind the move to
funds administration. The
firm has been in Ireland for
42 years, starting with a
retail branch. However, in
the economic climate ofthe
late 1970s, the bank sold its
retail operations to the
Bank ofllreland and
decided to focus on the
commercial side ofthe
business, Wright says. With
the establishment ofthe
IFSCin the late 1980s, Citi-
group moved its funds back
office to Dublin. The past
three years has seen Citi-
group’s business grow from
$200 billion to $1.3 trillion.

But Citi is beaten by
Daiwa Securities Global
Asset Services, which got
on the bandwagon in 1990
and is the longest estab-
lished hedge fund adminis-
trator in Dublin, according
to IDA Ireland. The Daiwa
branch handles assets
under management of $38
billion. —Elizabeth Lumiey

have all enhanced their capability to manage the complexities of alter-
native investments. Each has experienced “the challenges of accommo-
daring that growth, in terms of scale, operaions and being efficient in
the face of all thar complexity,’ he adds.

In fact, while Close notes that most observers cite Dublin’s edu-
cated work force as the reason for its dominance in hedge funds, thar
asset is also creating problems.

“With the growth, there is now a very real labor shortage,” Close
says. In the early to middle years of Dublin's rebirch, the pool of labor
was “very trainable” and was satisfied with salaries lower than other
locales. These were ‘critical factors” in Dublin’s growth, he says.

Today, the shortage has led to whole teams being poached by com-
petitive compantes, says Close.“ This tends to happen in a sort of dlosed
community,” he says.“Everyone is talking to each other, and everyone
knows each other in the same way that investment bank teams can be

 poached—UBS to Credit Suisse for example, he says. There has been

abit of that happening on the ground recenly!’

Close believes the skills shortage will get worse before it gets bet-
ter."The cost dynamics will change because people will become much
more expensive;” he says.“The incentive to put even more technology
in to automate will be a huge incentive”

Even Magee says that many firms in Dublin have frequently seen
their fund administration teams and individual employees recruited
by rival firms.“ There is a real culture here, where everyone knows each
other and poaching staff is rife,” Magee says.

Wrighe says that Citigroup has a number of strategies to cope with
the staffing problems.“We are not going to say we are not affected by
it;” she says.“Like any organization, we are. But it is something we are
comfortable with and we are managing it

For example, Citigroup has a low attrition rate, Wrighe says,
because it operates a larger business in Dublin, which provides employ-
ees with job opportunities outside of the funds business. Cirigroup in
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aiwa Securities
Global Asset
Services recently

installed the InterView data
warehouse platform from
New York-based Netik for
client data management
and reporting, bank officials
tell SCREEN. The IntetView
system replaces a five-
year-old internally devel-
oped system,

The Netik installation is

part ofa move at Daiwa GAS
to further automate its fund
administration technology
and grow its hedge fund
business, say bank officials.
Toward that end, the firm
has moved its IT support
and development teams
from London to Dublin, bank
officials report. The bank is
also reviewing its overall
infrastructure and telecom-
munications systems, says

Kevin Magee, chief

technology officer atthe
Dublin-based Daiwa Securi-
ties GAS. The deployment
did not lead to Daiwa GAS
replacing its core fund
administration system,
which is Global Investment
System’s MFact system,
Magee says.

“We are really looking at
the role of data in our busi-
ness and howto create a
publishing and reporting sys-
temfor our clients,” Magee
says. By eliminating a lot of
the manual processes in
fund administration, the new
Netik data warehouse will
free up Daiwa GAS staffto
focus on the firm’s core busi-

nesses. “The old system
was just a waste of
resources,” he says.
Interms of hedge funds,
there are two types of oper-
ations, says Colin Close,
chiefinformation officer at
Netik. Daiwa GAS was look-
ing for a platform that would
allow it to deliver cus-
tomized services to its
clients, such as accommo-
dating special trading and
valuation strategies as well
as specialized pricing.
“Hedge funds like to hear
that because it looks like
their administrator is bend-
ing over backwards on their
behalf” Close says.
—Elizabeth Lumley
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Dublin has “at least 10 to 12 discrete businesses here—of which one

is funds They encompass Worldlink, export letters of credit, electronic
funds transfer, treasury, agency treasury solutions, and deposits, says
Wright.“We provide more opportunities for staff”

The banking group has also introduced a Certificate in Financial
Setvices. Citigroup employees can use this certificate to obtain a
degree and further their careers, she says. The program was initiated
in Dublin and currently is being rolled out throughout Citigroup’s
European offices.

On a similar note, a key factor that may keep Dublin an attractive
venue for funds administration is greater leeway on the job.

34 SCREEN APRIL 2007

Because of its importance as a hedge fund center, operations in
Dublin have been given a large amount of independence, says Netik's
Close. This is unusual for an offshore center. Dublin-based branches
have alot of independent buying capability compared to other far-flung
sites, says Close.

Fund managers send teams to Dublin to set up efficient opera-
tions that will easily scale with the business.“This allows the ops guys
a certain amount of power to establish an office,” he says. As the pre-

ferred location for fund administration expertise,if you want to pro-

vide off-shore fund administration you have to have a presence in
Dublin,” Close says.
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Not surprisingly, Netik is not averse to this culture, because ‘essen-
tially, it is possible to go in there and sell to the governance crew and not
get diverted by other influences from head offices outside;” Close says.

RELOCATION,
RELOCATION, RELOCATION

WITH THESKILLS SHORTAGE AND cost of living problems looming,
some of Citigroups competitors in the funds space have moved from
Dublin to Kilkenny, Galway, and Wexford. However, Wright stresses
that Citigroup will keep its funds administration business exclusively
Jocated in Dublin.

"That doesn’t mean thart Citigroup won't be expanding its other
businesses throughout the region. Citigroup has opened up a technol-
ogy center in Belfast in Northern Ireland.”We currently employ 250
people, and we will be expanding that to 500 by year end, she says.
The Belfast office supports the infrastructure development of Citi-
groups capital markets back office.

Citigroups Dublin offices house just under 1,400 staff, says Wright.
“If you combine the 1,400 with the 250 and the expansion to 500
before year-end, you are looking at under 2,000 people employed by

next in line to be automated.

But the most visible role for technology is seen in the need for firms
to supply Net Asset Value-pet-unit pricing on a daily basis. Most funds
are now daily valued, and clients want to see their NAV-per-unit price
the same day, Wrighe says. That price may have to be distributed to
multiple investors within minutes of being published.

Citigroup has clients that frequendly want a NAV price timed for
2:00 pm that has to be delivered in 180 minutes and covers 22 sub-
funds, Wright says. The banking group takes a snapshot of all the mar-
kets around the world at 2:00 pm, prices all the securities, values all the
additional instruments that have to be in that fund, values the total
fund, and sends it out to as many people as needed within that 180-
minute time frame, she says.“You can only do that with your people
and your systems. You have to make sure your systems are kept up to
date;” says Wright.

Citigroup also runs client interfaces through its CitiDirect for
Funds and CitiDirect for Securities products.” They are very success-
ful engines in terms of client access for their data,” says Wright.“Peo-
ple can also access their NAV via ... the portals we have;she says. This
also gives Citigroup staff time to devote to more profitable funds
administration functions.

“Anyone who is anyone in fund

administration wor

Citigroup in Ireland,” she adds. A group-wide statement says thac
Citigroups Ireland operations are largely immune to the latest restruc-
turing at the bank, which was announced this month.

Not to be outdone, Daiwa recently opened a second Irish hedge

fund administration office in Dundalk, County Louth.

NAV NOW!

DUBLIN'S PROMINENCE AS THE BACK office of Europe requires more
than just skilled staff; says Wright. Technology needs to keep pace with
the sophistication of the financial products.

“People are always required in service, particularly in the funds and
the finance area,” Wright says. The demand for technological innova-
tion stretches across Citigroup’s products as well as those of the gov-
ernment regulators and clients, she adds.

Historically, the funds business has been a very manual environ-
ment, says Wright. Much of the business was run via faxes that con-
firmed which assets clients want to buy.“That is all automated via
Swift now. When a communication comes into a financial institu-
tion, it is automatically routed between our custody and our cash
systems,” she says.

Clearing, settlement and position management as well as record-
ing, valuing and reporting on assets in portfolios are all shifting from
manual processes to automated ones. Client services, reconciliations,
trade capture and verification, documentation, delivery, purchase and

sales of shares, equalization, margin and collateral management are

in Dublin.”

From an alternative investment perspective, Dublin has estab-
lished itself as a center “that can cut NAV very quickly, and its peo-
ple are extremely skilled,” Wright says. The eagerness to automate
many of the fund administration functions has also helped thac
image, she adds.

Citigroup put its technology money where its mouth is two years
ago, when it became the first financial institution to open a research
and development center with a government grant from the Industry
Development Agency.“Normally it would have gone to a technology
company, Wright says. In addition, Citigroup established the Global
Processing Center in Dublin in 1996 to support the global transaction
service and Citiservice branch network in Europe.

With its technology and sophisticated workforce, could it be that
Dublin has triumphed over Luxembourg, its nearest competitor in the
funds administration world? Although Luxembourg is a more estab-
lished back-office financial centet, many consider Dublin to be a seri-
ous rival. And many also agree with Close that the culture in Luxem-
bourg does not have the same buzz as Dublin and may have suffered
because of it.

Even so, Luxembourg may serve as a lesson for Dubliners. Once
the back office center of choice, Luxembourg is no longer the cheaper
and younger place to do business. However, Dublin’s inevitable matu-
rity as a financial center may coincide with a slight downturn in
growth. But that may be hard to imagine while hedge funds remain
happier to sun themselves on the banks of the River Liffey than on the
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Global Investment Technology: Daiwa Customer & Netik

Netik InterView
enables Daiwa to

tackle its immediate
data challenges, and
set the stage for fur-
ther improvement of
its administrative

services.

InterView is a securi-
ties data model
encompassing other
Netik solutions —
namely, Asset
Manager, Prime
Broker and Fund

Administrator.

Daiwa Leaps Its Data Hurdles With Netik InterView

NEW YORK — At Daiwa Securities
Global Asset Services, a fund adminis-
tration services provider re-position-
ing to focus on alternative invest-
ments, particularly hedge funds, data
issues were the bump in the road.
They slowed down the development
of strategic systems, as well as cre-
ation of value-added services to sup-
port the business.

The proliferation of new asset classes
and financial instruments traded by
clients resulted in a deluge of data and
a multiplicity of formats. Daiwa could
not demand that investors put their
securities data in only one format, so
it needed a flexible way to work.

“We take information from a lot of
different sources — from the fund
managers themselves and a multitude
of pricing sources, including prime
brokers,” says Kevin Magee, Chief
Technology Officer, at Daiwa
Securities GAS, a unit of Tokyo-based
Daiwa Securities Group, Inc. “We
have to [use] that data and come with
valuation information on all the funds
and all the other reporting informa-
tion. Our business model is not to go
for a more unified platform and say,
“This is how we do business, take it
or leave it.” We want it to be very
bespoke to our customers. We look at
it as a partnership.”

Daiwa turned to Netik InterView, a
securities data model encompassing
other plug-and-play Netik solutions
— such as, Asset Manager, Prime
Broker and Fund Administrator —
that process all securities data
throughout a firm’s operations. With
InterView, Daiwa could wire in sys-
tems from all its business lines, its in-
house systems and all its reporting
capabilities, says Magee. “Our need
[was] to increase operational efficien-
cy and enable the rapid scaling of our

business,” says Brian Guyett, Chief
Operating Officer at Daiwa Securities
GAS. “We wanted to reduce our
dependency on internally built sys-
tems and implement a standard plat-
form that would deliver consistent,
consolidated reporting.”

Netik InterView’s wide asset class
coverage made it possible for Daiwa
to customize the system for its recon-
ciliation needs. “Instead of having to
take the product as it was, we added
a layer to the core matching engine
specific to our reconciliation require-
ments,” says Magee. “The benefit is
the ability to automate transactions.
We didn’t want to keep throwing peo-
ple at the reconciliation problem as
other administrators have done.”

Although Daiwa administers funds of
hedge funds, it may not necessarily
administer every fund feeding into
those, adds Magee, so “sometimes
there is a delay in getting information
from different parties,” he continues.
“We use the reconciliation engine to
do that. It makes us much more effi-
cient, which in turn makes us much
more scalable and more profitable.”

Netik InterView, now in version 7.11,
is broad enough to handle numerous
roles within the investment value
chain, according to Colin Close, Chief
Information Officer of Netik. These
roles include money managers and
investment managers for institutional
firms, hedge funds, wealth manage-
ment firms or companies serving the
managers themselves, as well as custo-
dians and fund administrators. In
March, Netik launched Netik Data
Model Plus, an investment data model
solution for large money managers
and investor services companies. The
new product uses the same data model
and open interface used by the Netik
InterView data warehouse solution.
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Its data portal
includes the ability to
do three-way com-

plex reconciliation
between hedge funds,
prime brokers and
fund administrators.

With InterView in
place, Daiwa can
also take single-event
feeds from reference
data vendors and
feed those through-
out the firm auto-
matically.

The ways different types of firms
implement InterView vary in configu-
rations of tools, how they acquire and
manage data, and mine data to flow
back into reporting, according to
Close. “What distinguishes in imple-
mentation from one to the other is
how it’s all set up and configured, and
what it’s integrated to in the back
end,” he says. “We layer specific solu-
tions on top of ways it’s pre-config-
ured to serve the various segments.”

Each successive version of InterView
has increased the capabilities of its
processing and reconciliation engines,
according to Close. “[InterView 7.11]
is more capable of multi-way reconcil-
iation needed in complex prime bro-
kerage situations where they’re recon-
ciling their own local book of busi-
ness to the hedge fund positions and
the fund administrator positions,” he
says. “Our data portal includes the
ability to do three-way complex rec-
onciliation, managing the breaks and
the process around fixing the breaks.”

Keeping up with all the strategies and
types of transactions that hedge funds
pursue is a challenge Netik addresses,
explains Close. “Our market is the
prime brokers and specialist fund
administrators for alternative invest-
ments,” he says. “To develop our data
models and describe these instru-
ments, we have to keep the huge com-
plex workflow under control.” Netik
InterView compensates for the weak-
nesses of firms’ in-house accounting
engines, he adds.

Daiwa had not used any Netik prod-
uct before, and had found that its
existing systems were inadequate for
the business it needed to pursue.
“They came up with a new blueprint
to scale their operation with efficiency
and put in architecture based around
the data warehouse that would
improve the transaction processing

create value-added reporting services
for their clients,” says Close.

With InterView in place, Daiwa can
now also take the single-event feeds it
receives from reference data vendors
and feed them throughout the firm
automatically. As a result, Daiwa
could move in-house IT resources to
other functions.

“Now I have this platform, I can not
only do all my reporting out of it, but
also build other applications for us
and our clients,” says Magee. “I view
it as a platform not just a product.
That’s hugely important for us, as
well as not having to always re-invent
the wheel. Our plan is to expand our
business and add all sorts of capabili-
ties and strategies, which means I
won'’t just be wiring up to the systems
I have today, I'll be adding in new
systems. I need something efficient
that allows me to bring those in.”

Daiwa has fixed operating costs with
some of its clients because many of
them negotiated pricing with Daiwa
many years ago, explains Magee.
“With the regulatory load coming in
now, we’re not getting rewarded any-
more, but we have to take it on,” he
says. “The more efficient we are in
our internal operations, the better it is
for us. The Netik platform allows us
to be much more efficient.”

Fund managers and investors are ask-
ing for more information at faster
speeds, in a manner allowing for slic-
ing and dicing, and report distribu-
tions via e-mail. Daiwa will soon
address this challenge using Netik
InterView as well, according to
Magee. Daiwa also plans to use
Netik’s Enterprise Reporting product
in future technology enhancement
plans. Besides addressing its immedi-
ate data challenges, Daiwa is set for
further improvement of its adminis-

and reporting, to be more flexible and  trative services. a
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Daiwa goes live with Netik InterView
10/01/2007 by: Press Release

Netik and Daiwa Securities Global Asset Services have announced the production roll-
out of Netik InterViewTM, the data warehouse platform for data management and
reporting.

"Daiwa Securities GAS signed Netik because of our need to increase operational
efficiency and enable the rapid scaling of our business. We wanted to reduce our
dependency on internally built systems and implement a standard platform that would
deliver consistent consolidated reporting. Netik InterView was selected to replace our
internal data management tools and an in-house built data warehouse for client reporting.
The implementation of Netik InterView is part of an on-going process of upgrading
Daiwa's technology infrastructure to meet the increasing and ever demanding needs of
Daiwa's hedge fund clients," commented Brian Guyett, Chief Operating Officer at Daiwa
Securities GAS.

"We had previously developed separate internal data management and reporting
capabilities, these systems supported the huge business growth achieved by the company
to this point but would not be suitable to support our projected business growth. We
reviewed the market and quickly established that Netik InterView's wide asset class
coverage, combined with Netik's proven implementation methodology made the selection
process straight forward," commented Kevin Magee, Chief Technology Officer at Daiwa
Securities GAS. "We are very pleased with the results. We have contained and isolated
our legacy components and integrated our key processing systems. In addition, we have
been able to build a more robust automated reconciliation process between multiple
prime brokers and our fund accounting system. The platform now gives us the
opportunity to provide market leading reporting to our clients using Netik's flexible portal
technology, which is our current area of focus."

Colin Close, Chief Information Officer at Netik commented, "We were delighted to
welcome Daiwa to the Netik 'family'. It is good to see that Daiwa are using Netik
InterView to enhance their existing processes using our data management technology.
They also collect data for client reporting as part of the on-going daily processes rather
than after the event. We are also pleased that Daiwa have become largely self sufficient
in rolling out their new found functionality using a small team of their own resources,
rather than relying on an army of consultants. This highlights Netik's on-going
commitment to demystify and simplify data management and reporting projects to enable
our clients to deliver real business value and return on their investment."

Published on The Trade News (http://www.thetradenews.com)
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Daiwa Securities rolls out Netik data warehouse platform in Dublin

Netik, the leading vendor for financial data warehousing and Daiwa Securities
Global Asset Services (""Gas''), the longest established hedge fund administrator
based in Dublin, a division of Daiwa Securities Group, Tokyo, have announced the
production roll-out of Netik InterView, the data warehouse platform for data
management and reporting.

"Daiwa Securities Gas signed Netik because of our need to increase operational
efficiency and enable the rapid scaling of our business. We wanted to reduce our
dependency on internally built systems and implement a standard platform that would
deliver consistent consolidated reporting. Netik InterView was selected to replace our
internal data management tools and an in-house built data warehouse for client reporting.
The implementation of Netik InterView is part of an on-going process of upgrading
Daiwa's technology infrastructure to meet the increasing and ever demanding needs of
Daiwa's hedge fund clients," commented Brian Guyett, Chief Operating Officer at Daiwa
Securities Gas.

"We had previously developed separate internal data management and reporting
capabilities, these systems supported the huge business growth achieved by the company
to this point but would not be suitable to support our projected business growth. We
reviewed the market and quickly established that Netik InterView's wide asset class
coverage, combined with Netik's proven implementation methodology made the selection
process straight forward," commented Kevin Magee, Chief Technology Officer at Daiwa
Securities Gas. "We are very pleased with the results. We have contained and isolated our
legacy components and integrated our key processing systems. In addition, we have been
able to build a more robust automated reconciliation process between multiple prime
brokers and our fund accounting system. The platform now gives us the opportunity to
provide market leading reporting to our clients using Netik's flexible portal technology,
which is our current area of focus."

Colin Close, Chief Information Officer at Netik commented, "We were delighted to
welcome Daiwa to the Netik 'family'. It is good to see that Daiwa are using Netik
InterView to enhance their existing processes using our data management technology.
They also collect data for client reporting as part of the on-going daily processes rather
than after the event. We are also pleased that Daiwa have become largely self sufficient
in rolling out their new found functionality using a small team of their own resources,
rather than relying on an army of consultants. This highlights Netik's on-going
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commitment to demystify and simplify data management and reporting projects to enable
our clients to deliver real business value and return on their investment."

The Trade News: Netik-Thomson Alliance

Netik InterView and Thomson PORTIA join forces to
provide investment accounting and data warehouse
solution

Created 2007-05-16 08:25

Netik, the financial data warehouse and data hub company for the
securities and investment markets, and Thomson Financial, an
operating unit of The Thomson Corporation and software provider to
the financial services industry, yesterday announced a strategic
alliance that integrates Thomson's PORTIA and Netik's InterView
solutions.

Netik and Thomson have jointly invested in an adapter, available 'off-
the-shelf', to combine the two products and leverage the strengths of
both Thomson PORTIA and Netik InterView. The new PORTIA/Netik
Adapter will be licensed to users by either Thomson Financial or Netik
and will be maintained by both companies as a guaranteed interface
across several releases.

The integration of PORTIA and Netik InterView enhances the delivery
of portfolio accounting information to both a firm's internal consumers
and externally to clients. For PORTIA users, this enhances the firms'
data management capabilities while providing another option for
enhanced reporting presentation via Netik Interview.

Formerly limited to a single vendor for an integrated data warehouse
and investment accounting solution, the asset management market
will now have access to the depth and breadth of functionality that
PORTIA and Netik InterView can jointly supply.

"Thomson PORTIA has delivered accounting and transaction processing
to the market for the past two decades," says Christy Roux Bremner,
global managing director, Thomson PORTIA, Thomson Financial. "Now,
with flexibility in reporting provided by Netik InterView, new prospects
and existing customers will have a viable alternative to in-house builds
of data marts. The PORTIA/Netik combination can provide a higher
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degree of sophistication with ready-made and off-the-shelf to support
enterprise reporting and data storage."

John Wise, CEO, Netik adds, "Thomson PORTIA already has acclaimed
excellence in accounting. Combined with Netik InterView, it can
provide excellence in all aspects of reporting and data management for
money owners and money managers. Traditionally, various aspects of
reporting and data management have been partially resolved by many
silo systems hanging off the accounting engine. In a matter of months,
issues of poor data quality, data latency and data management are a
thing of the past with the Netik InterView and PORTIA guaranteed
adapter."

Wise continues, "Netik has already signed the first customer who will
have the Thomson PORTIA and Netik InterView combination solution."

"Netik's solution truly complements the functionality of PORTIA, and
together we'll provide the industry with a truly unique and highly
capable solution. Netik has very strong domain knowledge and a very
good success rate in the industry. We're pleased to be able to work
with Netik for the benefit of our mutual clients," adds Bremner.

Bohsguide: Netik-Daiwa Customer Case Study

Daiwa Goes Live with Netik InterView for strategy to increase Assets Under
Administration in the Hedge Funds Arena

New York and London - 9 January 2007

Netik LLC, the leading vendor for financial data warehousing and Daiwa Securities
Global Asset Services (“GAS”), the longest established hedge fund administrator based
in Dublin, a division of Daiwa Securities Group Inc, Tokyo, have announced the
production roll-out of Netik InterViewTM, the data warehouse platform for data
management and reporting.

“Daiwa Securities GAS signed Netik because of our need to increase operational
efficiency and enable the rapid scaling of our business. We wanted to reduce our
dependency on internally built systems and implement a standard platform that would
deliver consistent consolidated reporting. Netik InterView was selected to replace our
internal data management tools and an in-house built data warehouse for client reporting.
The implementation of Netik InterView is part of an on-going process of upgrading
Daiwa’s technology infrastructure to meet the increasing and ever demanding needs of
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Daiwa's hedge fund clients,” commented Brian Guyett, Chief Operating Officer at Daiwa
Securities GAS.

"We had previously developed separate internal data management and reporting
capabilities, these systems supported the huge business growth achieved by the company
to this point but would not be suitable to support our projected business growth. We
reviewed the market and quickly established that Netik InterView's wide asset class
coverage, combined with Netik's proven implementation methodology made the selection
process straight forward," commented Kevin Magee, Chief Technology Officer at Daiwa
Securities GAS. "We are very pleased with the results. We have contained and isolated
our legacy components and integrated our key processing systems. In addition, we have
been able to build a more robust automated reconciliation process between multiple
prime brokers and our fund accounting system. The platform now gives us the
opportunity to provide market leading reporting to our clients using Netik’s flexible
portal technology, which is our current area of focus."

Colin Close, Chief Information Officer at Netik commented, "We were delighted to
welcome Daiwa to the Netik 'family'. It is good to see that Daiwa are using Netik
InterView to enhance their existing processes using our data management technology.
They also collect data for client reporting as part of the on-going daily processes rather
than after the event. We are also pleased that Daiwa have become largely self sufficient
in rolling out their new found functionality using a small team of their own resources,
rather than relying on an army of consultants. This highlights Netik’s on-going
commitment to demystify and simplify data management and reporting projects to enable
our clients to deliver real business value and return on their investment.”

Posted: 10 Jan 2007
Netik And Daiwa Securities GAS To Start Production Roll-Out Of Data Platform

Netik LLC, the financial data warehousing vendor and Daiwa Securities Global Asset
Services (GAS), the longest established hedge fund administrator based in Dublin, will be
starting a production roll-out of Netik InterViewTM, the data warehouse platform for
data management and reporting.

"Daiwa Securities GAS signed Netik because of our need to increase operational
efficiency and enable the rapid scaling of our business," says Brian Guyett, the Chief
Operating Officer at Daiwa Securities GAS. "We wanted to reduce our dependency on
internally built systems and implement a standard platform that would deliver consistent
consolidated reporting. Netik InterView was selected to replace our internal data
management tools and an in-house built data warehouse for client reporting. The
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implementation of Netik InterView is part of an on-going process of upgrading Daiwa's
technology infrastructure to meet the increasing and ever demanding needs of Daiwa's
hedge fund clients."

Securities Industry News: Netik-Thomson Alliance

Thomson's Portia Is Linked to Netik Data Warehouse

By Chris Kentouris

May 14, 2007 - Financial data warehouse provider Netik has teamed up with
Thomson Financial to integrate Thomson’s buy-side Portia technology with
Netik’s InterView in an “off the shelf” manner. The combined offering, Portia-
Netik Adapter, allows fund managers to get around the time-consuming and
costly task of creating their own application programming interfaces (APIs)
and data models to effect the linkage on their own.

Although fund managers often use the Thomson portfolio accounting system
with an array of other data management providers such as Eagle Investment
Systems and Asset Control, the deal with Netik is Thomson’s first
prepackaged link to a data warehouse. It is Netik’s second such agreement:
In 2003 it connected InterView to San Francisco-based Advent Software’s
Geneva, which is a fund accounting system for hedge funds, prime brokers
and administrators--also Netik’s largest customer base. The InterView-Portia
alliance is focused on the asset management community.

Data management analysts say that the deal with Thomson puts Netik, which
is 51 percent owned by Bank of New York Co., on a level competitive playing
field against Eagle, a subsidiary of Mellon Financial Corp. that offers both
data warehouse and accounting platforms. Netik says it has signed the first
customer for the “combination solution,” though it did not disclose its
identity.

Thomson Financial and Netik “were working on a joint client project together
and ultimately made the decision that there was sufficient market interest for
us to leverage our efforts to other customers,” says Christy Roux Bremner,
global managing director for Thomson Portia. “"Now, with flexibility in
reporting provided by Netik InterView, new prospects and existing customers
will have a viable alternative to in-house builds of data marts. The Portia-
Netik combination can provide a higher degree of sophistication, ready-made
and off-the-shelf, to support enterprise reporting and data storage.”

In March, Thomson Portia announced the release of Thomson Portia
Workspace, which allows users of Thomson Portia based on the Microsoft
.Net Web services framework to create custom workflows. "By supporting
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user-driven navigation and the automation of workflows, we’ve eliminated
many steps, allowing asset managers to achieve optimal efficiency and
dramatically reduce operations risk or the risk of human error,” says
Bremner.

Officials at Netik, which has about 40 traditional fund and hedge fund
managers as well as fund administration clients using InterView, say they
have invested about $75 million over 15 years to develop and upgrade its
data warehouse platform. Companies designing their own warehouses are
sometimes unsuccessful in creating their own data model--the underlying
data engineering--to ensure the high performance and scalability necessary
to handle large quantities of data while users mine the database for
information to generate reports.

“It can take many months for a fund manager to build its own APIs and
data marts to link with an accounting system such as Portia, whereas the
installation of the new combined InterView with Portia can take several
weeks,” says Colin Close, Netik’s chief information officer.

Portia-Netik Adapter will be licensed to users by either Thomson Financial or
Netik and will be maintained by both companies as a guaranteed interface.
Portia has about 300 clients worldwide, the majority in the U.S. and Asia.

According to Bremner, the combined offering benefits firms that are already
using Netik’'s InterView and are replacing their investment accounting
platform or are using Portia but must either build or license a data
warehouse. The vast majority of fund managers rely on homegrown data
warehouses, says Bremner.

Close says that beyond the ease of implementation of a combined data
warehouse and accounting system, an additional benefit for fund managers is
the ability to seamlessly integrate data from their order management
systems into their accounting platforms. As a data hub, InterView not only
aggregates data from multiple applications into a single repository for client
reporting in real time, but also allows for data from those applications to link
to each other.
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WebWire: Netik-Thomson Alliance

________________ .@

Internet Press Relesase Rescurce

Netik InterView and Thomson PORTIA Join Forces to Provide
Comprehensive Investment Accounting and Data Warehouse Solution
The Thomson Corporation

5/14/2007 10:13:36 AM

Joint Offering for Money Managers and Money Owners

New York, NY 05/14/2007, Netik LLC, the financial data warehouse and data
hub company for the securities and investment markets, and Thomson
Financial, an operating unit of The Thomson Corporation (NYSE: TOC; TSX:
TOC) and leading provider of software to the financial services industry,
today announced a strategic alliance that integrates Thomson PORTIA® and
Netik’s InterView® solutions. The combined solution will provide money
managers and money owners with a best-of-breed solution for investment
accounting, data management and all reporting

Netik and Thomson have jointly invested in an adapter, available ‘off-the-
shelf’, to combine the two products and leverage the strengths of both
Thomson PORTIA and Netik InterView. The new PORTIA/Netik Adapter will be
licensed to users by either Thomson Financial or Netik and will be maintained
by both companies as a guaranteed interface across several releases. The
integration of PORTIA and Netik InterView significantly enhances the delivery
of portfolio accounting information to both a firm’s internal consumers and
externally to clients. For PORTIA users, this significantly enhances the firms’
data management capabilities while providing another option for enhanced
reporting presentation via Netik Interview.

Formerly limited to a single vendor for an integrated data warehouse and
investment accounting solution, the asset management market will now have
access to the depth and breadth of functionality that PORTIA and Netik
InterView can jointly supply.

Christy Roux Bremner, Global Managing Director, Thomson PORTIA,
Thomson Financial, said: "Thomson PORTIA has delivered world class
accounting and transaction processing to the market for the past two
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decades. Now, with flexibility in reporting provided by Netik InterView, new
prospects and existing customers will have a viable alternative to in-house
builds of data marts. The PORTIA/Netik combination can provide a higher
degree of sophistication with ready-made and off-the-shelf to support
enterprise reporting and data storage. ”

John Wise, CEO, Netik adds “Thomson PORTIA already has acclaimed
excellence in accounting. Combined with Netik InterView, it can provide
excellence in all aspects of reporting and data management for money
owners and money managers. Traditionally, various aspects of reporting and
data management have been partially resolved by many silo systems
hanging off the accounting engine. In a matter of months, issues of poor
data quality, data latency and data management are a thing of the past with
the Netik InterView and PORTIA guaranteed adapter.”

Wise continues: “Netik has already signed the first customer who will have
the Thomson PORTIA and Netik InterView combination solution.”

“Netik’s solution truly complements the functionality of PORTIA, and together
we'll provide the industry with a truly unique and highly capable solution.
Netik has very strong domain knowledge and a very good success rate in the
industry. We're pleased to be able to work with Netik for the benefit of our
mutual clients,” added Bremner.

About Thomson Financial

Thomson Financial, with 2006 revenues of US$2 billion, is a provider of
information and technology solutions to the worldwide financial community.
Through the widest range of products and services in the industry, Thomson
Financial helps clients in more than 70 countries make better decisions, be
more productive and achieve superior results. Thomson Financial is part of
The Thomson Corporation (www.thomson.com), a global leader in providing
essential electronic workflow solutions to business and professional
customers. With operational headquarters in Stamford, Conn., Thomson
provides value-added information, software tools and applications to
professionals in the fields of law, tax, accounting, financial services, scientific
research and healthcare. The Corporation’s common shares are listed on the
New York and Toronto stock exchanges (NYSE: TOC; TSX: TOC).

About Netik

Netik is a data warehouse and data hub Company that specializes in
providing reporting and data management software solutions for the
securities and investment markets. Netik’s focus is in financial data
warehousing, aimed at increasing efficiencies, reducing risk and improving
client service for money owners and managers, and investor services
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companies within the Securities and Banking Industry.

Netik’s value proposition is focused on solving the perennial problems
associated with how financial firms manage and derive valuable, reliable
information from internal and external data. Netik solutions address the
fundamental requirements for integration, validation, matching,
reconciliation, and workflow to cleans, rationalization and reconciliation of
data from an ever increasing numbers of sources, coupled with the need to
warehouse and deliver data as valuable, accurate information for primary
front-line business usage.

#HH

Netik and Netik InterView are registered trademarks of Netik LLC. PORTIA is
a registered trademarks of Thomson, Inc. All other products or services
mentioned herein are trademarks or registered trademarks of their
respective companies.

MEDIA CONTACTS
Jennifer Massing
Massing PR, LLC for Netik

Tel: +1 917 293 2405
Related Links

The Thomson Corporation
www.thomson.com

Netik

www.netik.com
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Netik Close to Three Deals for
Packaged Data Model

Netik is in the final phase of due
diligence with three organizations for
Netik Data Model Plus, a pack ged

up version of the data model on which
its Netik InterView data warehouse
is based. The new product is aimed
at large investment managers and asset
servicers that have decided to build
their own data warehouses — firms
from which Netik would historically
have had to walk away.

The vendor — which is 51 per cent
owned by the Bank of New York —
says Netik Data Model Plus will help
to reduce project risk and enable
quicker delivery for firms that have
undertaken to build their data
warehouses internally. “It is a very
risky, lengthy and expensive
undertaking to build a data waret

R ERES B EREEL N RETE L I

tables organized into multiple subject
areas, 200 views and 1000 procedures
and represents 15 years worth of
elapsed development time. “Netik

IASIFMA

Securities Industry and
Financial Markets Association

from scratch,” says Netik COO Colin ~ Data Model Plus is proven to
Close. “This is fundamentally due to  accommodate both traditional and
the complexity of the data modeling It ive gies, is completel.
exercise that must be completed agnostic to the sources of data
before anything else can be built. It (application systems er cetera) and
can be a perfectly legitimate decision ~ most importantly is designed to
to build your own data warehouse. integrate with the pre-existing
This is where Netik Data Model Plus  infrastructure in the enterprise — for
can help in mitigating project risk by mple, enterprise applications, ETL
giving such projects a huge head-start.  tools and development frameworks.”
Since the complexity is in the Netik Data Model Plus is released on
engineering and design of the data Oracle, with all the SQL as used by
model, once they have that, the Netik InterView.
technologists can concentrate on how Netik will provide consultancy for
to shape it for their needs, whichisa the initial implementation, but firms
far less onerous task than trying to will then deploy the data model in the
engineer the data model from scratch.” way they need to. “There is no notion
Netik Data Model Plus carries the  of supportable change or taking
context of the entire investment value- upgrades to the data model subsequent
chain, ding to Close. Ithas 350 to its initial sale,” says Close.

2007 SIFMA TECHNOLOGY MANAGEMENT %
CONFERENCE AND EXHIBIT

Hilton New York, NYC
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This is the annual management education program &

designed expressly for individuals within securities firms X
Who have management responsibility for tochnology- For cont
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registration please visit

based support activities, Inctuding: communications, http://www.sia.com/tmc2007/html/registration.html
market data, information security, trading room support,
web and Internet lechnology, information security and

information systems.

SPEAKERS:

Micah S: Green Howard W. Lutnick

Chairman of the Boaard,
Chief Executive Officer
Financial Markets Agscciation Contor Fitzgerald, LS If you are
registration can be found at

http://wwwz.sia.com/conf_vendors/exReg_Email.jsp

President and Co CEO
Securities Industry and

Diana Serri

Interested

To reserve your booth location contact

Assistant Vice President, Exhibit Sales and Services
212.618.0558 or dserri@sifma.org

in attending the Exhibit Only, onlir
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Automated Trader Magazine: Netik-Daiwa Customer

Daiwa Securities Global Asset Services Goes Live with Netik InterView
for strategy to increase Assets Under Administration in the Hedge
Funds Arena

Netik LLC, and Daiwa Securities Global Asset Services, a division of Daiwa Securities
Group Inc, Tokyo, have announced the production roll-out of Netik InterViewTM , the
data warehouse platform for data management and reporting.

?Daiwa Securities GAS signed Netik because of our need to increase operational
efficiency and enable the rapid scaling of our business. We wanted to reduce our
dependency on internally built systems and implement a standard platform that would
deliver consistent consolidated reporting. Netik InterView was selected to replace our
internal data management tools and an in-house built data warehouse for client reporting.
The implementation of Netik InterView is part of an on-going process of upgrading
Daiwa?s technology infrastructure to meet the increasing and ever demanding needs of
Daiwa's hedge fund clients,? commented Brian Guyett, Chief Operating Officer at Daiwa
Securities GAS.

"We had previously developed separate internal data management and reporting
capabilities, these systems supported the huge business growth achieved by the company
to this point but would not be suitable to support our projected business growth. We
reviewed the market and quickly established that Netik InterView's wide asset class
coverage, combined with Netik's proven implementation methodology made the selection
process straight forward," commented Kevin Magee, Chief Technology Officer at Daiwa
Securities GAS. "We are very pleased with the results. We have contained and isolated
our legacy components and integrated our key processing systems. In addition, we have
been able to build a more robust automated reconciliation process between multiple
prime brokers and our fund accounting system. The platform now gives us the
opportunity to provide market leading reporting to our clients using Netik’s flexible
portal technology, which is our current area of focus."

Colin Close, Chief Information Officer at Netik commented, "We were delighted to
welcome Daiwa to the Netik 'family'. It is good to see that Daiwa are using Netik
InterView to enhance their existing processes using our data management technology.
They also collect data for client reporting as part of the on-going daily processes rather
than after the event. We are also pleased that Daiwa have become largely self sufficient
in rolling out their new found functionality using a small team of their own resources,
rather than relying on an army of consultants. This highlights Netik’s on-going
commitment to demystify and simplify data management and reporting projects to enable
our clients to deliver real business value and return on their investment.”
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Daiwa Securities
extends software
with Xcitek

Daiwa Securities America has
extended its ftware agree-
mentforcorborate actions process-
ingwith Xcitek, the New York-based
provider of corporate actions soft-
ware, market data and consulting
services. The Japanese-owned
broker/dealer, which implemented
the platform in 30 days in 2004,
extended its contract for another
three years.

Netik’s buy-side
offering

Netik, the global provider of data
warehousing products, has launched
a new system aimed specifically at
buy-side users. Known as Netik Data
Model Plus, the system is designed
to integrate into customers’ existing
infrastructure. Netik says fund man-
agers have usually been restricted
to a limited number of vendors
providing total solutions and have
consequently had to build their
own systems.

New crossing
service at BNY
ConvergEx Group

BNY ConvergEx Group has
launched a proprietary  block
crossing service to support auto-
mated crossing. The system,
ConvergEx Cross, is currently avail-
able to Eze Castle Software OMS
clients and through the BNY
ConvergEx Execution Solutions
trading desks. Integration with
other OMS vendors is planned for
later this year.

Linedata upgrade
focuses on ease of use

Linedata Services, the Paris-
based provider of trading systems
for asset management firms, has
released the latest version of
its flagship products, LongView
Trading and Linedata Compliance.

The upgraded platform, version
6.6, offers multiple new features
and an enhanced user interface.

“The real focus of version 6.6 is
on making the overall use of
the features easier” explains Jack
Wiener, executive vice president of
Linedata Services. “We've tuned up
the front-end to be a little bit more
intuitive in terms of how customers
use the functions and workflows”

Wiener says that Linedata has
tried to avoid developing the kind
of product that has a lot of features
that customers are not able to
locate and use easily.

Added features include an
upgraded fixed-income analytics
engine and a mechanism to create
order routing rules, giving access
to greater liquidity according to
the user’s requirements.

On the compliance side, version
6.6 makes the system more stream-
lined so that post-trade compli-
ance officers can see, in real-time,
any pre-trade overrides that port-
folio managers may have made.

The upgrade to version 6.6,
for both LongView Trading and
Linedata Compliance, is optional
for the products’ 100 asset

Jack Weiner, Linedata Services

management clients but comes at
no extra cost.

The systems have been available as
ASPs since late 2005, but Wiener
stresses that they are still available
onaninstall basis.“Some ofourlarger
clients with large data centres still
prefer to take this on-site/’he says.

However, roughly 75% of the
firm'’s clients now use the product
as an ASP and benefit from a much
reduced time to market - where
the system can take up to nine
months to fully install into a large
firm, it can be ready in less than a
month as an ASP.

Joel Clark
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Charles River
takes aim at
possible Islamic
fund managers

Charles River Development
has announced that its flag-
ship Investment Management
System can ensure compliance
for sharia-based portfolios.
The vendor claims that the
world’s largest managers of
ethically-based  funds use
Charles River to manage
their investments. It is now
looking to gather clients in
the Islamic finance industry,
which has assets estimated
at more than $750 billion.
The vendor’s system allows
clients to create and adjust
restrictions  across multiple
portfolios in real-time.

Geman
acquisition for
Temenos

Temenos Group, the Swiss
provider of integrated banking
systems, has acquired ACTIS.
BSP, a German vendor operat-
ing in the same area and
subsidiary of Flexible Manage-
ment Systems. The deal was
completed at a price of $19
million and is expected to
contribute  $20 million of
revenues to Temenos over
the next 12 months. Temenos
says the deal will give it
access to the German market
and an additional client base
of more than 30 financial
institutions as well as 144
new staff.

News
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Technology & Finance: Netik-Daiwa Customer

Daiwa Hedge Fund Admin Uses Netik

Daiwa Securities Global Asset Services, the oldest hedge fund administrator in Dublin,
has rolled out Netik InterView, the data warehouse platform for data management and
reporting.

“Daiwa Securities GAS signed Netik because of our need to increase operational
efficiency and enable the rapid scaling of our business. We wanted to reduce our
dependency on internally built systems and implement a standard platform that would
deliver consistent consolidated reporting. Netik InterView was selected to replace our
internal data management tools and an in-house built data warehouse for client reporting.
The implementation of Netik InterView is part of an on-going process of upgrading
Daiwa’s technology infrastructure to meet the increasing and ever demanding needs of
Daiwa’s hedge fund clients,” commented Brian Guyett, Chief Operating Officer at Daiwa
Securities GAS.

Posted by Tom Groenfeldt
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Netik InterView Central to SOA

At Daiwa Securities GAS

Dublin based hedge fund
administrator Daiwa Securities
Global Asset Services (GAS) has
rolled out the Netik InterView data
warehouse platform for data
management and reporting. The
Netik solution is central to the
administrator’s services oriented
architecture (SOA) strategy, based
around Microsoft .NET technologies,
and going forward will be used to
synchronise all data between its
systems.

This will enable Daiwa Securities
GAS to solve “the reference data
problem that every firm struggles
with”, according to its chief
technology officer Kevin Magee.
“All our core operating systems were
all sources for information, and there
can be duplication at times,” he says.
“Our goal is to turn this around and
have the data warehouse as our
primary information source.” The
result will be significant operational
cost savings and the ability to
provide more powerful reporting,
Magee adds.

Daiwa Securities GAS has taken
adapters from Netik for interfaces
to prime brokers and Swift, as well
as its enterprise reporting product,
and also plans to look at some of

Netik’s other offerings going
forward, Magee says. “We do plan
to bring all our reference data into
the data warehouse, although we are
concentrating on reporting at the
moment.”

Netik InterView replaces an
internally developed data warehouse
and reporting solution at Daiwa
Securities GAS, and has been
implemented as part of the firm’s
D2 strategy — an IT plan conceived
in early 2005, following a
restructuring at the Daiwa division
to refocus its business on the
alternative investment industry.

In light of the decision to focus on
hedge funds, it was clear that some
of the technology that had supported
the administrator up to that point
would not be able to support it in
the future, based on its “aggressive
business projections”, according to
Magee. “We did a full SWOT
analysis of our business, looking at
where we were then and where we
wanted to be in the future,” he says.
“We then analysed the technology
we had underpinning our business
to decide what to keep and what to
throw away. We were maintaining
and developing a custom built data
warehouse system which in my view

eview

was a waste of valuable resources.
Other software companies were
building data warehouses much better
than we could ever build on our own.
I wanted to have our IT staff working
on projects which add strategic
value.”

Daiwa Securities GAS selected
Netik InterView following an
“extensive sourcing process”, says
Magee. “In our D2 architecture we
need to take care of a lot of basic
‘plumbing’, ie connecting multiple
production systems and external data
sources. We also needed a strong data
model which would represent the
complex data requirements of our
industry. The Netik InterView
platform gave us this strong
architectural foundation.”

On one level the firm was swapping
like for like — directly replacing its
own bespoke data warehouse with
the Netik data warehouse — he says,
but he adds: “The similarity started

http://www.a-tcamgroup.com
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and finished with the fact that our
internally built system and the Netik
system are both data warehouse and
reporting systems. Ours was built
using older technology and had only
been developed for us (a market of
one), whereas the Netik system had
been developed for a global market.”

The fact that Daiwa Securities GAS
was “used to the idea of a data
warehouse and where it fits into our
overall technology ecosystem” was
an advantage during the
implementation of Netik InterView,
Magee says: “Not all our peers are
in that position.” That said, there
were some “fundamental differences”
between the firm’s legacy data
warehouse approach and the Netik
approach. “We had to get our heads
around different thought processes.
Historically we did the processing of
data on the way out of the data
warehouse. Netik does a lot of
processing on the way in. This was
a big change for us conceptually, but
it gives us power and performance
gains on the other side.”

Colin Close, chief information
officer at Netik, says its approach of
performing QA activities — validation
against business rules, transformation,
enrichment and reconciliation — on
data from back end processing
systems before it is placed into the
warehouse ensures rapid response

ey o N RESEERF

times at enquiry/reporting time. Prior
to its implementation of Netik
InterView, Daiwa chose to load “ra
data into its data mart without
performing data management
activities, preferring to carry out data
validation and enrichment as part of
the report generation process and on
a report by report basis.

“Such an approach is error prone
because you are attempting to validate
data at a point in time well after the
event,” Close says. “Netik’s approach
to data management is very
structured. It utilizes the Netik Data
Portal that has been specifically
engineered for highly efficient data
management processes performed on
data prior to its loading into the data
warehouse. This requires discipline
and structure in that the validation,
transformation and enrichment rules
must be agreed with the client up
front. However, the benefit is derived
from the assurance that all the data
in the warehouse is of highest quality
and readily avail-able for both ad hoc
enquiry and more formal document
reporting.”

Daiwa Securities GAS has
exploited Netik’s professional
services function to help it get to
“self-sufficiency” on the data
warehouse solution, Magee says.
“When we made the decision to go
with Netik, we brought in some

B RIGEREN RGN E
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professional services people from
Netik to work with our people on
architecting the strategy and the
delivery plan, to ensure we could
make some quick releases and get
some functionality into the business.
The Netik professional services team
has helped us significantly during the
project and we periodically draw on
them as we build new capabilities.
They are highly skilled people, who
are very knowledgeable about the
industry.”

Being able to leverage the Netik
system going forward is “very
critical” for Daiwa Securities GAS,
Magee continues. “As an example,
Swift implements changes to its
messages most years, and we are
constantly spending time on that to
keep up to date. Now all of this heavy
lifting will be done by the vendor on
our behalf through the use of strategic
adapters.” Growth in the fund
administration business is rendering
it very difficult for all participants to
hire enough staff, he says, “so we
have got to automate as much as
possible, in order to keep on track
with growth and regulatory demands,
and to be able to concentrate on
where we can add value to clients”.
Having Netik InterView in place
enables him to focus the firm’s
limited IT resources on “these valife
adding activities”, he concludes.
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Thomson Financial and Netik team for investment accounting and data
management

Netik, the financial data warehouse and data hub company for the securities and
investment markets, and Thomson Financial, an operating unit of The Thomson
Corporation (NYSE: TOC; TSX: TOC) and leading provider of software to the
financial services industry, today announced a strategic alliance that integrates
Thomson PORTIA and Netik's InterView solutions.

The combined solution will provide money managers and money owners with a best-of-
breed solution for investment accounting, data management and all reporting

Netik and Thomson have jointly invested in an adapter, available 'off-the-shelf', to
combine the two products and leverage the strengths of both Thomson PORTIA and
Netik InterView. The new PORTIA/Netik Adapter will be licensed to users by either
Thomson Financial or Netik and will be maintained by both companies as a guaranteed
interface across several releases. The integration of PORTIA and Netik InterView
significantly enhances the delivery of portfolio accounting information to both a firm's
internal consumers and externally to clients. For PORTIA users, this significantly
enhances the firms' data management capabilities while providing another option for
enhanced reporting presentation via Netik Interview.

Formerly limited to a single vendor for an integrated data warehouse and investment
accounting solution, the asset management market will now have access to the depth and
breadth of functionality that PORTIA and Netik InterView can jointly supply.

Christy Roux Bremner, Global Managing Director, Thomson PORTIA, Thomson
Financial, said: "Thomson PORTIA has delivered world class accounting and transaction
processing to the market for the past two decades. Now, with flexibility in reporting
provided by Netik InterView, new prospects and existing customers will have a viable
alternative to in-house builds of data marts. The PORTIA/Netik combination can provide
a higher degree of sophistication with ready-made and off-the-shelf to support enterprise
reporting and data storage."

John Wise, CEO, Netik adds "Thomson PORTIA already has acclaimed excellence in
accounting. Combined with Netik InterView, it can provide excellence in all aspects of
reporting and data management for money owners and money managers. Traditionally,
various aspects of reporting and data management have been partially resolvedved by
many silo systems hanging off the accounting engine. In a matter of months, issues of
poor data quality, data latency and data management are a thing of the past with the Netik
InterView and PORTIA guaranteed adapter."
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Wise continues: "Netik has already signed the first customer who will have the Thomson
PORTIA and Netik InterView combination solution."

"Netik's solution truly complements the functionality of PORTIA, and
together we'll provide the industry with a truly unique and highly
capable solution. Netik has very strong domain knowledge and a very
good success rate in the industry. We're pleased to be able to work
with Netik for the benefit of our mutual clients," added Bremner.

Netik InterView and Thomson PORTIA Join Forces to Provide
Comprehensive Investment Accounting and Data Warehouse Solution

Netik LLC, the financial data warehouse and data hub company for the securities and
investment markets, and Thomson Financial, an operating unit of The Thomson Corporation
(NYSE: TOC; TSX: TOC) and leading provider of software to the financial services industry, today
announced a strategic alliance that integrates Thomson PORTIA® and Netik’s InterView®
solutions. The combined solution will provide money managers and money owners with a best-of-
breed solution for investment accounting, data management and all reporting

Netik and Thomson have jointly invested in an adapter, available ‘off-the-shelf’, to combine the
two products and leverage the strengths of both Thomson PORTIA and Netik InterView. The new
PORTIA/Netik Adapter will be licensed to users by either Thomson Financial or Netik and will be
maintained by both companies as a guaranteed interface across several releases. The integration
of PORTIA and Netik InterView significantly enhances the delivery of portfolio accounting
information to both a firm’s internal consumers and externally to clients. For PORTIA users, this
significantly enhances the firms’ data management capabilities while providing another option for
enhanced reporting presentation via Netik Interview.

Formerly limited to a single vendor for an integrated data warehouse and investment accounting
solution, the asset management market will now have access to the depth and breadth of
functionality that PORTIA and Netik InterView can jointly supply.

Christy Roux Bremner, Global Managing Director, Thomson PORTIA, Thomson Financial, said:
“Thomson PORTIA has delivered world class accounting and transaction processing to the
market for the past two decades. Now, with flexibility in reporting provided by Netik InterView,
new prospects and existing customers will have a viable alternative to in-house builds of data
marts. The PORTIA/Netik combination can provide a higher degree of sophistication with ready-
made and off-the-shelf to support enterprise reporting and data storage. ”.

John Wise, CEO, Netik adds “Thomson PORTIA already has acclaimed excellence in accounting.
Combined with Netik InterView, it can provide excellence in all aspects of reporting and data
management for money owners and money managers. Traditionally, various aspects of reporting
and data management have been partially resolved by many silo systems hanging off the
accounting engine. In a matter of months, issues of poor data quality, data latency and data
management are a thing of the past with the Netik InterView and PORTIA guaranteed adapter.”

Wise continues: “Netik has already signed the first customer who will have the Thomson PORTIA
and Netik InterView combination solution.”
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“Netik’s solution truly complements the functionality of PORTIA, and together we’ll provide the
industry with a truly unique and highly capable solution. Netik has very strong domain knowledge
and a very good success rate in the industry. We're pleased to be able to work with Netik for the
benefit of our mutual clients,” added Bremner.

About Thomson Financial

Thomson Financial, with 2006 revenues of US$2 billion, is a provider of information and
technology solutions to the worldwide financial community. Through the widest range of products
and services in the industry, Thomson Financial helps clients in more than 70 countries make
better decisions, be more productive and achieve superior results. Thomson Financial is part of
The Thomson Corporation (www.thomson.com), a global leader in providing essential electronic
workflow solutions to business and professional customers. With operational headquarters in
Stamford, Conn., Thomson provides value-added information, software tools and applications to
professionals in the fields of law, tax, accounting, financial services, scientific research and
healthcare. The Corporation’s common shares are listed on the New York and Toronto stock
exchanges (NYSE: TOC; TSX: TOC).

About Netik

Netik is a data warehouse and data hub Company that specializes in providing reporting and data
management software solutions for the securities and investment markets. Netik’s focus is in
financial data warehousing, aimed at increasing efficiencies, reducing risk and improving client
service for money owners and managers, and investor services companies within the Securities
and Banking Industry.

Netik’'s value proposition is focused on solving the perennial problems associated with how
financial firms manage and derive valuable, reliable information from internal and external data.
Netik solutions address the fundamental requirements for integration, validation, matching,
reconciliation, and workflow to cleans, rationalization and reconciliation of data from an ever
increasing numbers of sources, coupled with the need to warehouse and deliver data as valuable,
accurate information for primary front-line business usage.
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RFA rolls out
new data
back-up tool
Richard _Fleischman &
Associates (ﬁﬁ), the New York-
based provider of IT systems to
400 hedge funds, has created a
new product to protect hedge
fund data. The application, eHar-
bor, provides secure, off-site stor-
age for data files to protect funds
in the event of computer disas-
ters. RFA claims that eHarbor will
allow funds to save money by
lowering their business expenses
and avoiding the purchase of
expensive back-up equipment.

Daiwa installs
Netik InterView for
hedge fund data

Daiwa Securities Global Asset
Services (GAS), the Dublin-based
hedge fund service provider with
$38 billion under administration,
has installed Netik InterView, a
data warehouse platform for data
management and reporting. The
system, provided by US-based
Netik, replaces Daiwa’s internal
data management and reporting
systems. Daiwa Securities GAS, a
division of Japanese securities
broker Daiwa Securities Group,
says the new technology will
increase operational efficiencies.

Quant House
adds feed
handlers

Quant House, a provider of low-
latency market data feeds and
solutions for quant traders, has
released a feed handler for Nasdaq
itch v3 and Euronext FIM (MMTP)
exchanges, which will allow clients
to perform pre-trade analysis. The
company says its clients will be
able to achieve improved trading
results by better understanding
the markets and strategies. The
new technology incorporates a
‘market by order’ feature, giving
traders access to several thousand
orders on most active instruments.

News

TT grows Euro
presence

Chicago-based software pro-
vider Trading Technologies (TT)
has expanded its operations to
Switzerland. TT has nine offices
worldwide but believes there is
a strong demand for its prod-
ucts in Switzerland. The Geneva
office will market TT’s e-trading
software to hedge funds, banks
and other trading groups. TT's
X_Trader, is aimed at derivatives
traders, brokers and market
makers, connecting them to
futures exchanges and provid-
ing for their technology needs.
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Global Investment Technology: Netik-Thomson Alliance

—

PORTFOLIO
MANAGEMENT

Portfolio manage-
ment systems can
“get old horribly and
need to be refreshed
and re-invested in
over time.”

Firms should consider
systems’ capabilities,
architecture and
capacity, along with
the provider’s ability
to innovate and stay
financially viable.

Alternative Investments Put New Face on Systems

NEW YORK — Booming business
among hedge funds and money man-
agers is boosting the fortunes of port-
folio management vendors, with ven-
dors old and new, including Thomson
Financial, Netik, Pendo Systems and
Advent Software, to name some,
introducing new offerings or
enhanced versions of their products.

“During the down years, everyone
froze all the money,” says Adam
Schneider, Principal at Deloitte
Consulting. “That’s largely not the
case now. There’s significant interest in
spending in this category. Sometimes
it’s related to consolidation. Sometimes
it’s related to new instruments and
accounting requirements. Sometimes
the old systems just got too old.”

Portfolio management systems can
“get old horribly and need to be
refreshed and re-invested in over
time,” adds Schneider. New investment
products such as exchange-traded
funds, credit derivatives and hedge
funds with both long and short invest-
ments, are fueling a need for newer
portfolio management systems and
capabilities, according to Schneider.

Investment firms seeking to install
new portfolio management systems
have to consider what type of clients
they are serving. “A long, buy-side
firm needs a different suite of capabil-
ities than a long-short hedge fund,”
says Schneider. “It’s a different set of
capabilities for running mutual funds
than for long buy-side assets.”

Firms should consider systems’ capa-
bilities, architecture and capacity,
along with the provider’s ability to
innovate and stay financially viable,
according to Schneider. “There’s cer-
tainly been an enormous amount of
increased functionality added to the
pie in the last couple years,” he says.

“But some of the older vendors have
been more stable, have brought their
user base along and built code.”

Hedge funds emphasize a range of
product coverage rather than complex
accounting capabilities when choosing
portfolio management systems. “That
has spurred a series of technology
choices both in accounting and in
management,” says Schneider. He
points to Advent Software’s Geneva
accounting system for its flexible
accounting capability. Often Advent’s
system is channeled through prime
brokerage offerings, he notes. “Many
hedge funds don’t even know its
name,” says Schneider. “They think
it’s Merrill Lynch or Goldman Sachs.”

The Thomson PORTIA portfolio
management system, which includes
trading and performance measure-
ment tools, is known throughout the
industry, with about 350 firms using
it. Recently, Thomson Financial and
Netik LLC allied to integrate PORTIA
with Netik’s InterView solution.
“Netik has technology to wrap
around PORTIAs asset management
portfolio accounting system to make
it more flexible to deliver information
and to make it more efficient at
receiving transactions so transactions
are not ejected,” says Colin Close,
Chief Information Officer at Netik.

“The main challenge that asset man-
agement firms are facing, depending
on their specialties, is that alternative
investments until now have been
divided into specialist firms and bou-
tiques that specialize in those sorts of
strategies,” adds Close. “Most tradi-
tional managers are adding these
strategies side by side with their tradi-
tional strategies. Asset managers are
looking for vendors that offer aggre-
gation and data warehousing among
their core accounting engines.”
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Hedge funds empha-
size a range of prod-

uct coverage rather
than complex
accounting capabili-
ties when choosing
portfolio manage-
ment systems.

The addition of new
products such as
credit derivatives will
push many older sys-
tems to add more

capabilities.

At the beginning of 2007, Thomson
launched PORTIA Workspace to
assist PORTIA users in optimizing
their interaction with the portfolio
management system, providing more
workflow tools and automating and
simplifying use of the system. “It
allows each user to customize their
own desktop,” says Christy Roux
Bremner, Global Managing Director,
Thomson PORTIA, at Thomson
Financial. “If there’s a task they need
to do and it has five things they need
to complete, they can use the work-
flow capabilities to chain those tasks
together. All the user has to do is
click a button and the system runs
through all the steps. It guarantees
more that things will get done the
way they need to get done.”

Pendo Systems is a new company
offering the BasisPoint portfolio
accounting system, which uses a serv-
ice-oriented architecture to extend its
accounting engine platform into per-
formance reporting, risk management,
analytics and other workflows of
investment firms. “There’s no reason
why portfolio accounting platforms
shouldn’t be a commodity within the
investment management firm,” says
Kaj Pedersen, Chief Operations
Officer, Pendo Systems. BasisPoint
offers more value by using the
Microsoft .Net platform and develop-
ment tools, leveraging open standards
including XML, explains Pedersen.

Advent Software Inc. has offered the
Geneva portfolio accounting platform
for 14 years, but has seen growth of
its client base from 14 to 113 over
the past six years. The company is
planning version 7.0 of the Geneva
platform to make it affordable for
hedge funds with less than $1 billion
in assets under management, and as
low as $250 million in assets. In addi-
tion, Advent is also developing a ver-
sion 2.0 of Advent Portfolio
Exchange (APX), its portfolio man-

agement platform, to be issued later
in 2007.

“There was a tremendous amount of
growth in the number of funds quali-
fying into that space, just because of
the overall asset growth in the hedge
fund market,” says Todd Gottula,
Vice President for Product
Development and Services at Advent
Software. “We had a double whammy
in 2006 because there was tremen-
dous amount of new hedge fund
growth and we made our product
more approachable, so we saw an
uptick in the number of hedge funds
we signed in the second half of 2006.
We think this trend will continue and
we will target hedge funds as small as
$100 million for Geneva. There the
average ticket price goes down and it
becomes more of a units business.”

Advent has added a new front end
and data-distribution architecture
onto Geneva’s accounting system to
better serve middle-office and front-
office desktops. “Rather than firms
designing systems or extracting parts
to get data from their back office up
to their portfolio manager, now the
same users can just use a Geneva
desktop, isolated on the data viewing
and distribution,” says Gottula.
Advent is also turning to .Net archi-
tecture for this purpose.

Deloitte’s Schneider sees more integra-
tion with custodial capabilities in the
pipeline. “Every major custodian has
a major investment accounting capa-
bility and typically a major NAV
capability for funds,” he says. “There
are legitimate questions about what
to own and what to outsource, and
relationships between buy-side
accounting and their customers’
accounting via their trust bank. There
are legitimate questions about how to
optimize that. There aren’t many
good tools that do everything.” O
[To be continued]
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Buy-Side Magazine: Netik-Thomson Alliance

Proquote
launches Mifid
compliance
product

Proquote, a market data and
trading systems provider and
subsidiary of the London Stock
Exchange, has launched a new
product that enables customers
to meet the best execution
requirements of Mifid. The
system, Best Execution Report,
will deliver reports to users to
monitor best execution and
give an accurate picture of
trades executed at any time. It
also encompasses a database of
all market price information for
every trade.

Tibco to acquire Spotffire
in $195 million deal

Tibco Software, a business
integration and process manage-
ment software company, is to
acquire Spotfire, the Somerville,
Massachusetts-based provider of
business intelligence software.
The deal is valued at approxi-
mately $195 million. Tibco says the

Netik forges
alionce with
Thomson Financial

Data warehouse and data hub
company Netik has allied with
Thomson Financial, integrating
Portia and Netik
InterView to provide an invest-
ment accounting and data ware-
house system. The vendors say
the move will provide money
managers and money owners
with a best-of-breed system for
accounting, data
management and reporting.

Thomson

investment

Thomson unveils Credit
Analysis application

Global provider of information
and technology services Thomson
Financial has launched a new prod-
uct, Thomson Credit Analysis, to
be integrated into its Thomson One
platform. The tool provides an
end-to-end workflow package to
support credit analysts, risk manag-
ers and managers of multi-asset
funds. Users can search for all bonds,

credit default swaps and indices
available in the market and can then
see the terms and conditions of any
chosen instrument and the credit
ratios of its issuer. The Stamford,
Connecticut-based vendor, which
has annual sales of $2 billion, says
this is a move towards a multi-asset
class platform for the analysis of
equities, debt and derivatives.
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integration of its expertise in serv-
ice oriented architecture, business
process management and busi-
ness optimisation with Spotfire’s
business intelligence capabilities,
will transform the way businesses
use data. Tibco has 3,000 custom-
ers and offices in 40 countries.

4th Story installs
Activ Financial
market data tool

San Francisco-based provider
of automated trading systems 4th
Story has connected to market
data vendor Activ Financial’s low-
latency platform for the delivery
of real-time as well as historic
data. The financial services soft-
ware firm says the move will drive
real-time algorithmic and alpha
strategy trading through an em-
bedded adapter.

Barcap goes
algo with FX

Barclays Capital has launched
PowerfFill Orders, a product
which gives clients a new range
of algorithmic functionality for
FX' trading on Barx, its e-
commerce platform. According
to the investment bank, the
system enables clients to work
orders within the market and
enablesthemtochoose whether
to execute their FX trades
passively or aggressively.

News

MFT passes
Swift 1 million
message
milestone

Mutual Fund Technologies (MFT),
a UK-based provider of software,
managed services and consulting,
has processed more than one
million Swift messages on its
message exchange, an STP mutual
fund dealing system, since it was
launched in 2002. MFT’s Message
Exchange has more than 100
distributors who have processed
$400 billion of trades.

Name change
for royalblue

Royalblue, the London-based
vendor and recent acquirer of
buy-side compliance and OMS
provider LatentZero, has changed
its name to Fidessa, the trade
name for its flagship trading
platform. The LatentZero business
will now be known as Fidessa
LatentZero. Fidessa has annual sales
of $250 million and employs 1,000
people globally.

Bisys acquired
by Citi

Citi, a global financial services
company is to acquire US-based
Bisys, a hedge fund administrator
and mutual fund services provider,
for $1.45 billion. Citi says the deal
will enable it to become a market-
leading provider of hedge fund
and mutual fund services as well
as a top-tiered administrator for
the private equity industry.
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Netik LLC, the industry's leading financial services data warehouse today
announced Netik Asset Manager, an off-the-shelf pre-packaged 'plug-and-play'
business solution that sits on top of Netik InterView data warehouse specifically to
support the complex information needs of investment management firms.

The Netik Asset Manager ensures that all the appropriate data are collected from multiple
back-end systems (including portfolio accounting, performance and risk engines) and
organized into business Explorers so that the senior executives can browse the
information that is specific to their role. The solution consists of a number of pre-
configured applications and components of the Netik InterViewtm data warehouse
platform. The off-the-shelf Netik Asset Manager solution is shipped with:

- Adapters/Public Interfaces for Order Management, Portfolio Accounting, Risk
Analytics, Performance, post-trade Compliance monitoring, CRM, and Market
and Reference Data;

- Pre-configured Workflows and reconciliation scenarios for creating a Single
Version Of The Truth;

« Netik Role-based Explorers that contain sets of inquiries to support senior
executives in their quest to follow a train of thought and quickly understand
what's happening in their part of the business;

- Netik Enterprise Reporting for delivering a starter set of board room quality paper
reports, including monthly statements, complex quarterly report packs and
marketing fact sheets.

John Wise, Chief Executive Officer, Netik states: "Netik Asset Manager is the
culmination of years of product executed in response to Netik's customers' who wish to
view consolidated data as information, and transform information into knowledge,
whether this be driven by their internal front, middle and back office functions or their
external customers. Today it is common for a typical asset manager to seek the data he
needs from multiple places (including OMS, portfolio accounting, performance and risk
systems) throughout the enterprise resulting in many quality and operational difficulties.
Plus, he then struggles to quickly gain meaning from the data." Wise continues: "Even
thoun though the Asset Management community is starting to understand that data
warehousing is the answer, it has not fully embraced this approach because of lingering
concerns about run-away costs and high project risk issues; there are just too many
examples of failed in-house data warehouse projects. Many people fail to understand that
building a data warehouse internally is the exact same lunacy as attempting to build an
accounting system in-house. Today, Netik Asset Manager solves the problem of run-
away costs because of its 'plug-and-play' approach. The Netik Asset Manager comes with
a known time-to-market and cost-to-market, and enables the immediate leveraging of
data as information, and information as knowledge."
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Netik Asset Manager's sophisticated inquiries, views, and reports provide information on
portfolios, securities, positions, lots, transaction and cash flows as well as performance
and risk data. Drill-downs give access to more detailed information with a single click
allowing a user to follow a train of thought. Off-the-shelf sets of inquiries are organized
so that entitled users can analyze such issues as AUM, shape of portfolios, portfolio
performance, fund manager performance, client analysis, business flows, risk budget
utilization, etc. Inquiry results may be displayed in traditional tabular form, or together
with predefined charts or graphs through browsers and board quality reports.

Colin Close, Chief Information Officer, Netik adds, "Netik Asset Manager solves the
problem of rapidly and safely assembling the firm's Single Version Of The Truth and
leverage this to assist the senior executive team to manage the firm better and to enable it
to achieve sustainable competitive advantage."

NETIK ANNOUNCES ‘NETIK ASSET MANAGER’

Netik Asset Manager’s sophisticated inquiries, views, and reports provide information on
portfolios, securities, positions, lots, transaction and cash flows as well as performance
and risk data. Drill-downs give access to more detailed information with a single click
allowing a user to follow a train of thought. Off-the-shelf sets of inquiries are organized
so that entitled users can analyze such issues as AUM, shape of portfolios, portfolio
performance, fund manager performance, client analysis, business flows, risk budget
utilization, etc. Inquiry results may be displayed in traditional tabular form, or together
with predefined charts or graphs through browsers and board quality reports.

Colin Close, Chief Information Officer, Netik adds, “Netik Asset Manager solves the
problem of rapidly and safely assembling the firm’s Single Version Of The Truth
SVOTTTM and leverage this to assist the senior executive team to manage the firm better
and to enable it to achieve sustainable competitive advantage.”
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Leading financial services data warehouse firm announces launch of ‘Netik Asset
Manager
29/11/2006 by: Press Release

Netik have announced Netik Asset Manager, an off-the-shelf pre-packaged 'plug-and-
play' business solution that sits on top of Netik InterView™data warehouse specifically
to support the complex information needs of investment management firms.

The Netik Asset Manager ensures that all the appropriate data are collected from multiple
back-end systems (including portfolio accounting, performance and risk engines) and
organized into business Explorers so that the senior executives can browse the
information that is specific to their role. The solution consists of a number of pre-
configured applications and components of the Netik InterViewtm data warehouse
platform. The off-the-shelf Netik Asset Manager solution is shipped with:

- Adapters/Public Interfaces for Order Management, Portfolio Accounting, Risk
Analytics, Performance, post-trade Compliance monitoring, CRM, and Market
and Reference Data;

« Pre-configured Workflows and reconciliation scenarios for creating a Single
Version Of The Truth (SVOTTTM);

» Netik Role-based Explorers that contain sets of inquiries to support senior
executives in their quest to follow a train of thought and quickly understand
what's happening in their part of the business;

- Netik Enterprise Reporting for delivering a starter set of board room quality paper
reports, including monthly statements, complex quarterly report packs and
marketing fact sheets.

John Wise, Chief Executive Officer, Netik states: "Netik Asset Manager is the
culmination of years of product executed in response to Netik's customers' who wish to
view consolidated data as information, and transform information into knowledge,
whether this be driven by their internal front, middle and back office functions or their
external customers.

Today it is common for a typical asset manager to seek the data he needs from multiple
places (including OMS, portfolio accounting, performance and risk systems) throughout
the enterprise resulting in many quality and operational difficulties. Plus, he then
struggles to quickly gain meaning from the data." Wise continues: "Even though the
Asset Management community is starting to understand that data warehousing is the
answer, it has not fully embraced this approach because of lingering concerns about run-
away costs and high project risk issues; there are just too many examples of failed in-
house data warehouse projects. Many people fail to understand that building a data
warehouse internally is the exact same lunacy as attempting to build an accounting

46

Prepared by MassingPR, LLC for Netik (2007)




system in-house. Today, Netik Asset Manager solves the problem of run-away costs
because of its 'plug-and-play' approach. The Netik Asset Manager comes with a known
time-to-market and cost-to-market, and enables the immediate leveraging of data as
information, and information as knowledge."

Netik Asset Manager's sophisticated inquiries, views, and reports provide information on
portfolios, securities, positions, lots, transaction and cash flows as well as performance
and risk data. Drill-downs give access to more detailed information with a single click
allowing a user to follow a train of thought. Off-the-shelf sets of inquiries are organized
so that entitled users can analyze such issues as AUM, shape of portfolios, portfolio
performance, fund manager performance, client analysis, business flows, risk budget
utilization, etc. Inquiry results may be displayed in traditional tabular form, or together
with predefined charts or graphs through browsers and board quality reports.

Colin Close, Chief Information Officer, Netik adds, "Netik Asset Manager solves the
problem of rapidly and safely assembling the firm's Single Version Of The Truth
SVOTTTM and leverage this to assist the senior executive team to manage the firm better
and to enable it to achieve sustainable competitive advantage."

Netik Eases InterView Implementation for
Asset Managers with Off-The-Shelf Adapters

Bank of New York-owned Netik has carricd omt teo implementations of a pre-packaged sct of programs, metadata and
pre-contigured cngquiries reports organized nto roke-based ~Explorers”, that sits on top of s InterView data warchouse
and enables the svstem to be mstalled at mvestment management firms in around three months instead of the usual 1% 0
ning, The MNenk Asset Manager solution has beoen implemented by the asset management arm of an INSURANSE COMpany
in South Afrca and an aliernative mvestment company m MNew York, The latter installation wok just five weeks, according
to Ketik CEQ John Wise,

MNetik decsded o create the shrmk-wrapped soluton afier observing the somtlar ways i whech it was configunng InterView
within its mvestment management clicnts" operations, Wise says, Motk Asset Manager's componenis have been “thoroughly
tested”’, he insists, because “we have incorporated inie the system all the metadata collecied as we have been implementing
Interiew with 20 plus customers during the past two vears”, etk has created similar shrmk-wrapped solutions o casc
the mplementation of InterView by primc brokers and fund admimistratons.

Metk Asset Manager comprises off-the-shelf adapiers for vanous systems such as ThinkFolio, Poriia, Barra Risk, StaiPro
and Bloomberg, Wise savs, “These are all plug and play adapiers, and arcund that we have put in place all the workflows,”
e adds. “When vou bay Netik Asset Manager vou also buy Metik InterView as well, and that contains a toolknt environment
that enables ntcgration o any other svstems an mvestment manager might have, for which we don't currcntly have
off-the-shelf adapicrs,” Wise concludes,

PAGE & REFERENCE BATA REWIEW
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Securities Industry News: Netik Asset Manager Launch

Netik Announces Business Solution for Asset Manager Market

November 28, 2006 - New York and London — Netik LLC, the industry's leading
financial services data warehouse, today announced Netik Asset Manager, an off-the-
shelf, pre-packaged ‘plug-and-play’ business solution that sits on top of Netik InterView
data warehouse specifically to support the complex information needs of investment
management firms.

The Netik Asset Manager ensures that all the appropriate data are collected from multiple
back-end systems (including portfolio accounting, performance and risk engines) and
organized into business Explorers so that the senior executives can browse the
information that is specific to their role. The solution consists of a number of pre-
configured applications and components of the Netik InterView data warehouse
platform. The oft-the-shelf Netik Asset Manager solution is shipped with:

- Adapters/Public Interfaces for Order Management, Portfolio Accounting, Risk
Analytics, Performance, post-trade Compliance monitoring, CRM, and Market
and Reference Data;

« Pre-configured Workflows and reconciliation scenarios for creating a Single
Version Of The Truth (SVOTT);

« Netik Role-based Explorers that contain sets of inquiries to support senior
executives in their quest to follow a train of thought and quickly understand
what’s happening in their part of the business;

« Netik Enterprise Reporting for delivering a starter set of board room quality paper
reports, including monthly statements, complex quarterly report packs and
marketing fact sheets.

John Wise, Chief Executive Officer, Netik, states: “Netik Asset Manager is the
culmination of years of product executed in response to Netik’s customers’ who wish to
view consolidated data as information, and transform information into knowledge,
whether this be driven by their internal front, middle and back office functions or their
external customers. Today it is common for a typical asset manager to seek the data he
needs from multiple places (including OMS, portfolio accounting, performance and risk
systems) throughout the enterprise resulting in many quality and operational difficulties.
Plus, he then struggles to quickly gain meaning from the data.”

Wise continues: “Even though the Asset Management community is starting to
understand that data warehousing is the answer, it has not fully embraced this approach
because of lingering concerns about run-away costs and high project risk issues; there are
just too many examples of failed in-house data warehouse projects. Many people fail to
understand that building a data warehouse internally is the exact same lunacy as
attempting to build an accounting system in-house. Today, Netik Asset Manager solves
the problem of run-away costs because of its ‘plug-and-play’ approach. The Netik Asset
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Manager comes with a known time-to-market and cost-to-market, and enables the
immediate leveraging of data as information, and information as knowledge.”

Netik Asset Manager’s sophisticated inquiries, views, and reports provide information on
portfolios, securities, positions, lots, transaction and cash flows as well as performance
and risk data. Drill-downs give access to more detailed information with a single click
allowing a user to follow a train of thought. Off-the-shelf sets of inquiries are organized
so that entitled users can analyze such issues as AUM, shape of portfolios, portfolio
performance, fund manager performance, client analysis, business flows, risk budget
utilization, etc. Inquiry results may be displayed in traditional tabular form, or together
with predefined charts or graphs through browsers and board quality reports.

Colin Close, Chief Information Officer, Netik adds, “Netik Asset Manager solves the
problem of rapidly and safely assembling the firm’s Single Version Of The Truth
(SVOTT) and leverage this to assist the senior executive team to manage the firm better
and to enable it to achieve sustainable competitive advantage.”

Netik is a global leading provider of financial data warehouses to the securities industry.
Netik’s data warehouse product, Netik Interview, sits at the heart of Investment
Operations at many of the world’s leading Asset Managers, Hedge Funds, Wealth
Managers, Private Bankers, Prime Brokers, Fund Administrators, Custodians and
Investment Operational Outsourcing providers.

The Netik team has spent the past 15 years perfecting the art of bringing together
portfolio accounting, performance and risk data from disparate sources into a single
version of the truth (SVOTT). The result is a highly scalable and sophisticated securities
business data model that has been designed to process all securities and offers a complete
model for traditional and alternative markets.

Netik, as a leading provider of data warehouse solutions, is able to achieve rapid
implementations through its ‘plug-and-play’ capabilities with off-the-shelf solutions for
Netik Asset Manager, Netik Prime Broker and Netik Fund Administrator that are all
centered around the uniquely powerful business model of Netik InterView. For more
information please visit www.netik.com .
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Hedge Funds & Investment Technology: Netik Asset
Manager Launch

January 1, 2007
ISSN 1741-8291 Vol 1 No 1

NEWS

Netik eyes buy side with Asset Manager launch

Netik, the New York-based provider of data warehouse technology and services, has
unveiled Netik Asset Manager, an off-the-shelf application designed to sit on top of its
Netik InterView data warehouse.

Netik Asset Manager collects data from multiple back-end systems (portfolio accounting,
performance and risk engines) and organises it into business 'explorers' allowing users to
browse the data specific to their role. Netik Asset Manager comprises a number of

components of the Netik InterView data warehouse platform including:

- Adapters/interfaces for order management, portfolio accounting, risk analytics,
performance, post-trade compliance, CRM, and market and reference data applications

- Workflows and scenarios for creating a 'Single Version Of The Truth' (SVOTT)
- Netik role-based 'explorers' containing sets of inquiries

- Netik Enterprise Reporting

New Product Netik LI.C announced Netik Asset Manager, an off-the-shelf pre-

News packaged plug-and-play business solution that sits on top of Netik
InterView data warehouse specifically to support the complex
Published information needs of investment management firms. The Netik Asset
December 28, Manager ensures that all the appropriate data are collected from multiple
2006 back-end systems (including portfolio accounting, performance and risk

engines) and organized into business Explorers so that the senior
executives can browse the information that is specific to their role. The
solution consists of a number of pre-configured applications and
components of the Netik InterView data warehouse platform.
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Technology Briefs
By HedgeWorld Staff | Monday, January 15, 2007
Daiwa Securities Goes With Netik

NEW YORK—Daiwa Securities Global Asset Services selected Netik's InterView data
warehouse platform to replace its internal self-built data management system and data
warehouse for client reporting.

In a news release, Brian Guyett, chief operating officer at Daiwa Securities Global Asset
Services said Daiwa opted to go with InterView over its own systems in order to
implement a standard platform that would deliver consistent consolidated reporting. He
said implementing Netik InterView was part of an ongoing process at Daiwa to upgrade
technology in order to better serve its hedge fund clients. Daiwa's Dublin-based GAS
team provides administration services to hedge funds that collectively have $38 billion in
assets.

"We had previously developed separate internal data management and reporting
capabilities," said Kevin Magee, chief technology officer at Daiwa Securities GAS, in a
statement. "[T]hese systems supported the huge business growth achieved by the
company to this point but would not be suitable to support our projected business
growth." Using Netik, he added, "We have contained and isolated our legacy components
and integrated our key processing systems. In addition, we have been able to build a more
robust automated reconciliation process between multiple prime brokers and our fund
accounting system."
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Daiwa Securities GAS Goes Live with Netik InterView

The Dublin-based hedge fund rolls out a new data management and reporting
platform.

Daiwa Securities Global Asset Services (GAS), a Dublin-based hedge fund administrator,
and a division of Daiwa Securities Group, Tokyo, is rolling out Netik InterView, a data
warehouse platform for data management and reporting. “We wanted to reduce our
dependency on internally built systems and implement a standard platform that would
deliver consistent consolidated reporting,” says Brian Guyett, COO at Daiwa Securities
GAS. “The implementation of Netik InterView is part of an ongoing process of
upgrading Daiwa’s technology infrastructure to meet the increasing needs of Daiwa’s
hedge fund clients,” he says. CTO Kevin Magee says that Daiwa Securities GAS had
previously developed separate internal data management and reporting capabilities,
which supported the company’s business growth to a certain point, but would not be
suitable to support projected business growth.

By Waters

November 27, 2006
New York - London
HERD
112706
Netik Hires Two in NY

Data warehouse provider Netik has hired Berl Kaufman as pre-sales director and Josette
Wys as sales executive for North America. Kaufman was previously senior manager for
capital markets investment management at Deloitte & Touche, where he was involved in
several Netik rollouts. Wys joins from pharma technology provider INY X, where she was
vice president of business development.
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Finextra.com: New Human Capital, growth In East Coast, NA

Netik adds Berl Kaufman and Josette
Wys to sales team

Netik LLC, the industry's leading data warehouse today announced two new senior
resources to support the USA sales in Asset Management and Hedge Fund Markets.

Berl Kaufman has joined as Pre-Sales Director for North America with prime
responsibility for supporting all sales activities and business development.

John Wise, Chief Executive Officer, Netik, states: "Netik has worked with Mr. Kaufman
for almost a year as a consultant on several data warehouse implementations. Mr.
Kaufman has excellent insight into the business requirements of Money Managers and
Investor Services and will be an asset in enhancing Netik's strengths in product
communication in the sales process and be leveraged by our product development group."

Prior to joining Netik, Mr. Kaufman worked at Deloitte & Touche LLP acting as Senior
Manager, Capital Markets Investment Management. His responsibilities included leading
teams on several technology implementations from data warehousing systems to fixed
income compliance reporting to fund administration reporting for companies including
Ameriprise, Prudential, PIMCO, US Bancorp, Merrill Lynch, etc.

Before Mr. Kaufman's career at Deliotte & Touche, Mr. Kaufman acted as Vice
President, Principle for Zurich Scudder Investments later acquired by Deutsche Bank. In
this role, Mr. Kaufman integrated the Bloomberg fixed income trading system with an in-
house portfolio accounting system and developed and implemented a security master
scrubbing application using Bloomberg data. Earlier at, Zurich Scudder Investments he
acted as Technical Project Leader and Developer. Mr. Kaufman is a regular speaker at
industry conferences.

Josette Wys has joined as Sales Executive for North America with prime responsibility
for sales to Money Managers (Asset Managers and Hedge Fund Managers) for the Mid
West and East Coast.

John Wise continues: "Netik sales team continues to leverage professional sales
executives from mature markets to communicate Netik's product and solutions. Ms. Wys
believes strongly that the process to establish product fit is essential for satisfied
customers and all bad projects are the resulllt of poor due diligence on both the customer
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and vendor sides." Wise continues: "Netik believes that a good vendor selects their
customers using the same methods as a customer should when selecting a vendor. One of
Netik's due diligence processes, known as an integration study, allows the level of
product fit investigation upfront which Ms. Wys is excited about in ensuring best
customer relationships and product delivery."

Prior to Netik, Ms. Wys worked as VP of Business Development for INYX Inc. During
this time, Ms. Wys directed all new business development, lead generation, building
relationships and solution selling to Pharmaceutical companies. Other responsibilities
included negotiation and execution of licensing transactions, joint ventures and outright
acquisitions. Ms. Wys also held sales management/director positions at PRIDCO, BCJ
and holds an MBA.

Bohsguide.com: New Human Capital, growth in East Coast, NA

NETIK EXPANDS SALES TEAM TO FOCUS ON INCREASING MARKET
OPPORTUNITIES WITH ASSET MANAGEMENT AND HEDGE FUND MARKETS

* New York and London - 21 November 2006
* Netik LLC, the industry's leading data warehouse today announced two new senior
resources to support the USA sales in Asset Management and Hedge Fund Markets.

Berl Kaufman has joined as Pre-Sales Director for North America with prime
responsibility for supporting all sales activities and business development.

John Wise, Chief Executive Officer, Netik, states: “Netik has worked with Mr. Kaufman
for almost a year as a consultant on several data warehouse implementations. Mr.
Kaufman has excellent insight into the business requirements of Money Managers and
Investor Services and will be an asset in enhancing Netik’s strengths in product
communication in the sales process and be leveraged by our product development
group.”

Prior to joining Netik, Mr. Kaufman worked at Deloitte & Touche LLP acting as Senior
Manager, Capital Markets Investment Management. His responsibilities included leading
teams on several technology implementations from data warehousing systems to fixed
income compliance reporting to fund administration reporting for companies including
Ameriprise, Prudential, PIMCO, US Bancorp, Merrill Lynch, etc.

Before Mr. Kaufman’s career at Deliotte & Touche, Mr. Kaufman acted as Vice
President, Principle for Zurich Scudder Investments later acquired by Deutsche Bank. In
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this role, Mr. Kaufman integrated the Bloomberg fixed income trading system with an in-
house portfolio accounting system and developed and implemented a security master
scrubbing application using Bloomberg data. Earlier at, Zurich Scudder Investments he
acted as Technical Project Leader and Developer. Mr. Kaufman is a regular speaker at
industry conferences.

Josette Wys has joined as Sales Executive for North America with prime responsibility
for sales to Money Managers (Asset Managers and Hedge Fund Managers) for the Mid
West and East Coast.

John Wise continues: “Netik sales team continues to leverage professional sales
executives from mature markets to communicate Netik’s product and solutions. Ms. Wys
believes strongly that the process to establish product fit is essential for satisfied
customers and all bad projects are the result of poor due diligence on both the customer
and vendor sides.” Wise continues: “Netik believes that a good vendor selects their
customers using the same methods as a customer should when selecting a vendor. One of
Netik’s due diligence processes, known as an integration study, allows the level of
product fit investigation upfront which Ms. Wys is excited about in ensuring best
customer relationships and product delivery.”

Prior to Netik, Ms. Wys worked as VP of Business Development for INYX Inc. During
this time, Ms. Wys directed all new business development, lead generation, building
relationships and solution selling to Pharmaceutical companies. Other responsibilities
included negotiation and execution of licensing transactions, joint ventures and outright
acquisitions. Ms. Wys also held sales management/director positions at PRIDCO, BCJ
and holds an MBA.

Hedge Fund & Investment IT: New Human Capital, growth in
East Coast, NA

January 1, 2007
ISSN 1741-8291 Vol 1 No 1

HUMAN CAPITAL
Netik makes new hires

Financial data warehousing technology provider Netik has named Berl Kaufman pre-
sales director for North America and Josette Wys sales executive for North America
focused on money managers. Kaufman is responsible for leading support of all sales and
business development efforts in North America. He joins Netik from Deloitte & Touche,
where he served as senior manager at that firm's capital markets investment management
division. Kaufman also served as vice-president at Zurich Scudder Investments (now part
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of Deutsche Bank). Wys will focus on asset management and hedge fund management
clients in the Midwest and Western US. She previously served as vice-president of
business development at Inyx, and has also held positions at Pridco.

FT Mandate: BoNY Knocks on Euro Doors, mentions success due
to Netik deal in 2004 in last sentence

BNY knocks on Eur r

April 2006

Having exported a successful model to the UK, BNY is now looking to
penetrate continental Europe with services spanning custody, fund
accounting and transfer agency. Roger Aitken reports.

Despite not securing Unicredit’s Securities Services business this February
and losing out to Société Générale, Tim Keaney, executive vice president
and head of Europe at the Bank of New York (BNY) says that this
transaction has “not dampened” the bank’s enthusiasm for deals in Europe
and we should expect it to be active in future.

BNY, which has $10,900bn (€9000bn) of assets under custody and

P . L . ; — Keaney: number of
administration, was rumoured to be initially in the hunt for Italy’s number two pmvidersyis

in its domestic market. But the fact that it went to France has not been unsustainable
detrimental to BNY’s aspirations, says the 44-year-old New Yorker.

Mr Keaney reveals that while their preferred “first choices” were France and Germany, some
“potential for partnership” in Switzerland could happen to support a private clientele-type
strategy.

Mr Keaney says: “If | were to look at geographies and market segments that intrigue us at BNY
and where we think we can add value, the whole private wealth management space is one
where we see ourselves being active.”

A straight swap

BNY which was rumoured to be in talks with JPMorgan over potentially swapping BNY's retail
bank network for some of JPMorgan’s corporate trust business saw confirmation of the deal in
April (338 branches in the tri-state region changed hands). Dominion Bond Rating Service
comfirmed BNY’s senior credit rating at ‘AA’ (low).

The bank has already been fairly successful with a series of joint ventures in Europe. For
example in the shape of its sales joint venture with ING in the Benelux region, which has been a
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success through a vast distribution channel and sound relationships with corporate clientele.
Acquisition is preferable to partnership asserts the BNY head in Europe, who has a fully
autonomous role from the bank’s US operations.

January 2005 saw the bank win an important mandate in France, being selected as global
custodian by Natexis Banques Populaires (NBP), the wholesale arm of France’s fifth largest
banking group, to provide global custodian services for its ?80bn of assets under custody across
48 different countries. Natexis is one of the largest in-sourcers of securities services to banks
and private banking units in France.

Certainly BNY is “knocking on” many doors in Europe, for which there are high hopes. However,
for every buyer in the market there has to be a seller, and possible candidates in each market of
interest has shrunk.

Mr Keaney talks buoyantly about the asset servicing business like an historian plotting the twists
and turns over a period of 20 years since he joined the Boston Company as vice president
(before moving to Mellon Bank, and Bankers Trust (Deutsche Bank).

Consolidation in Europe as elsewhere - both among asset service providers and asset
management groups — shows no sign of abating. Rather, certain factors are hastening
consolidation - harmonisation on both the fiscal and clearing and settlement fronts, as well as
regulatory burdens such as ‘MiFID’ in Europe.

Mr Keaney believes the number of providers and people working in his industry is
“unsustainable” going forward.

There is another issue bubbling away, he says. “Perhaps 70 per cent of UK fund managers are
not making money and possibly 40 to 50 per cent managers are sub-scale.

That'’s a position that cannot persist,” he believes.

Unicredit’s decision to effectively exit the asset administration business - when it enjoyed scale
in its individual markets speaks volumes. “I think they see things [now] | foresaw happening
around two and a half years ago with the globalisation effect. Look at what their clients are
doing; they’re not just in Italy but in Luxembourg, Dublin and in the US. They are investing in
hedge funds, using derivative instruments,” Mr Keaney explains.

“That requires the securities servicing infrastructure to have either a full service offering or stay
geographic. BNY has such a full service orientation to servicing assets in the US — for US funds
under any type of structure - collective funds, mutual funds or could be unit trusts — wherever
that asset is invested either in the US or internationally,” he adds.

Having exported this same model to the UK, where BNY administers 22 per cent of the pension
fund market, as well as Luxembourg and Dublin, the bank is now looking to penetrate
continental Europe with services spanning custody, fund accounting, transfer agency, depot
bank.

Acknowledging that the bank would have liked to have been the winner in the Unicredit
transaction, Mr Keaney says: “Personally speaking | think the price was too high. And, sooner or
later, one has to decide what is affordable for a transaction - no matter strategic. We at BNY
maintain strict discipline when embarking on any acquisition.”

Mr Keaney notes that outsourcing activity has “picked up” in the US and also gone down market
to the middle market clients, which he characterises as between $5bn to $50bn. This segment
has “woken up” after taking its cue from some of the larger managers that have outsourced.
While BNY does offer a “fairly component-based approach” to the genre, he adds that for some
reason clients have tended to want end-to-end (solutions).
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Nuts are cracked

“It doesn’t mean that it [outsourcing] might not evolve into a more component-based approach,
but my observation is that so far it has not,” he adds. While in numbers of deals the UK was
ahead of continental Europe, outsourcing was seeing “a depth in the

market” now with fund managers of all sizes and types.

Along with State Street, BNY is the market leader in outsourcing, but “capacity constraints” were
emerging. Mr Keaney claims the bank has “probably cracked” the biggest nut to handling any
outsourcing deal - the data issue through the data warehouse. By virtue of a strategic
investment in the data hub and warehouse business of Netik back in 2004, this facilitates
connectivity internally and externally for BNY clients.
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Securities industry News: Thought Leadership Roundtahile

Securities Indust

News

Eprilg, Mg

What Makes Markets

ry

wWwwsEIriliEsndusIry com

SPECIAL REPORT

STRAIGHT-THROUGH PROCESSING

Roundtable: An ldea Whose
Time Has Come Back

r hen  the  Secorities
J Indusry Assockrion in
2002 shebred its projec: 1o
put the LIS, aqmiies marker on g wade-
dape-plus-poe-day  (T41)  zeedemen:
schedube, the sssocisvion wok gre pais
to separeee tha decision from che indies-
LIYS angoing camp=mign w0 improve
mrairhi-thmugh procesing (STP). B it
mooed w0 resson thae STP—nhimaiely
bands-cfT susamerion from dhe Frone end
to the back end of 2 eramacrion, and &
prerequiske for T l—iook ar kst arep-
utarioral hit i the proces.

Herwever, among the resons for che
atandonmere of T+ 1 —che marke s downe
turn and securities irms’ oo presires—
were drivers of 5TF and the indmery
reever sioppal workireg on chose insernsl
efficizncies by samping our manual pro-
cesing wherever posshile. In 2006, there
& no more tak of overarching, global im-
visefres like e af the Glohal Semighi
Through  Processing  Aswocistion
(GETRY, which clmed n 200 afier
burning through $100 million of fundisg
frorn irdusery panidpere s. Fine ook for
shorer-rerm. paybecks oo exypenses ot
can be usified to upper mansgement in
verms ol bard-dodlar svicgrs and oppon-
rikies realized.

Sill, erue STP, in which tracssction
flerws are cunplewely suwsed within
and between fimms and cther commierpar-
tiesand service providers remains elnsive,
Abwrithimic aind elexmamic erading are
generaing unprececensed volomes of
tranzviomn and dism o be procesed;
croas-harder wrading s the need o set-
tle theme erasaciions st a resonablk oa

have become a priority concern of
Enropesn regubiors; aod TP require-
menis are spresding o Fxed ioome and
denvaiives, neably I recent demands
from a group of global regukors o clar
np mckkygs in the hugeonig oedi
denvaiives market.

As has shways been the coe with 5TR,
the |argest sell-side finme bead the way in
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wechnokyry and sophiicavion: They are
the ones who can mes: affond the neces-
zary Iwesmenis, while many mse man-
agers, weighing the cose-benefis, wonder
terwe much burden they shonkd bear when
brokerclealers ad cuseod #an banks bene-
fit far mowe from 3TR

i sssess 5TF voday—ehe commi-
ment 0o it, mesurahle guis ad Fowre
challenges—Sermricky  Indsary  Neas
pEred 8 series of qUESHONE 0§ cros-
zapvian of ineereseed panie

*Hruno Bomochi, eecoiive direcor
af the global secorities services unie of
cosictian. Mellon Finaocial Comp in
Firsburgh, which bes $4% erillion in
aseeis under admiseraion.

=Cary Brackenridge, presiden: and
CEC of Mew York-tased financial tedh-
maikary congking firm Ineegrarad Trade
Processing.

=Colin Chee, chiel informsion offi-
cer of Landon s wirdwuse sofiware
verdor Meiik, which is 51 percent-owned
by Bank of Mew York.

=Paul Famigheii, direcor of auo-
meed erading for Trillum Trading, an
affiliae of Schonkeld Group in Mew York

=Robsery Fuller direror of IT sirmegy
for Dresdrer Klermwan Wissersienn in
Lok

=losh Galper, mamging principal of
Coneond, Mass, ressarch ad oocsulving
firm Yaodia Gronp.

=Cary Maier, chief infomaiion and
technology officer for Sambond, Conn.-
tasad Five Mile Capiml Parmers, an
alezmaive invesunents manager.

=Lucill: Mayer, manarig direceor of
process reengineenng and chief qualiy
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afficer for Pershing, Bank of Mew Yorkk
charng subeidiary, bemad in Jersey Ciy,
M
®leffrey Power, VP of the corporaie
and inmitnioml erEr deparement of
Chicapo's Narthem Trum Ca, a global
crmcxtian with 53. 1 rillion in seseis under
sdmimizrvion (Poeer is also a member
of Omgens sdviory beard and of the
cxecutive beard of the Intemarional
Srounties Assockrion for lremdweionsl
Trade Communicadon, or [8ITC)

whHabe Sorwi, direcor of Tvessment
symems for Summic Imvesiment Pareners,
a &7 hillion fund mansger in Cincinmeri
ypeciling in fwed-income ssourivies.

=Pacricia Tsien, masgig direcior n
charge of d=1 mansgemen: se Aooenure
1 Mew York.

Each was interdewal weparaly, ad
the arew erswere compiled, by SN semar
irxemaional adivor Chris Kenwooris.

How his the direcrvion of STP
changed over the pas Fve vears:

Poerers STP has beoome more widely
embraced by the gacorities indosiry. The
paradimn has shifkel from quessioning
the nesd for §TP o away of like for firms
wimessing effidencies w the back office.

Sownd: Sacurities firme are now driving
unall componene-tesad sabirions, rather
than walkigr shoue grand-scile projens
The addivioral funcionalivy added w
Omgec’s Deys allomavion wervice
capand imo the fmed-inoome arena is an
coample. Eobancemens hove slso been
ke w0 Swile mesmge pes

Misier: Five years sgo the indosiy
took g somewhse myopic view  dmEe
ocnsed almose exclusively on the dearing
and serilement of eoqukies in 9 compresed
T#1 timeframe and the rale of a virwal
et milivy s s che GSTPA ar
Cmepen. Cleady, 911 ako sleered the
wahl, eoonamic and polivical bndscape
significanthy, placir cosely iniviatives, ke
T#1, o the back bomer MNoreibelkess,
few plins and propessls of the vime
wemed w0 sddress exking inwegradion
gope, even wichin a single onganinvion,
that ad 1o be fillal = 8 preraquide: w
STP Moreover, back then, few appesred
o recognire cheae STP was only = good o
the lem commen denomingsor: i this
cise, the wypical five-guy-in-g-phane-
tawech hedge fund. IF yon do noe soend a
“hist mile” correceion w0 those firms,
rcmrpwide 5TP camor be realioed.

Tachay, | believe, fAnms are wking a mudh
mare haligic view of STP thas croases all
boundane= of the wade life guols, ineer-
rally and exiernally, and awempis o
inreasingly engage all  parvicipants
repard ke of xime ar sschnical sophisica-
tinm.

Bowswcli: STP was ones asociied
with redneed seilement opele snch 15 the
prgmsed move frorm Ta3 w0 Tel in the
LL5 Bur over time & has evolved imo a
trade life cyele view——From capeuring the
trade elecemically o seckment ad
even per-irile procesing.

Mayer: Five years amo the foos wa
on redocing ebement cpdes, b 1 dvink
i has now shifbed o the pos-rade ad
cimady arere: How dio ] ancemee suffi-
cienely w aliminaie manml inerveniion
by allwing reqoess for eransschon
fram cromers 10 be pocesced =raight

“I hear the
buzzword ‘data @ar
mentioned, but
in reality, you need
a dedicated operations
and technology staff
working together.”

—favaer Pary,
Caaldma Saohr i O

throngh? dcooune wamber is a case in
poie, as are [RA conerbations and dis-
tribniionz. & wecond key ars of ineeres:
oW is mainining and improwing acco-
racy of chia an an enerpriewide beais 1o
ensure that erangcrions are bandl sl con-
sstently across proceves.

15w Since STP has gone naimream
ancl is nerw enbacded in sandard opera-
g proceduores, the focie bas shifed o
day mamgemen—mnesarig sandards
and daa qualiey. The inpews for chese
guak is an army of regubiony requine-
ments such m Satanes-Oxley, an-
motey lmurdering and  know-your-cie-
tomer roles and the bese-emecuvion poki-
cies of the US Remhbiion Mational
Marker Sysiem [MMS] and  Enropes
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Markes  in Firancial
Dhirecerre [MiFID].

tealper: 5T is now an exersion o
rmnlii-saet-chees wad g, The bexic oon-
cepes of whe it & have besn agresd
upsc. Crreren ks dore an excelkne job
in addressing the mesd for ekoronic
allocations I equiies, and we are now
weing it expand o oeher prodoce ypes
We are ako geeing prowook develop for
credit derivaeives

Il Ower the pese five years we
teve seen 8 masive inoese o onding
volume in non-vanilla produces, so the
IT spend for STP has been in thae area
e mwhere Finme anes projecing the grea-
o5t revenne growth,

dare: Five years ago irmswere con-
ceneraing on corre ceiviey oo their rading
prarcners and disns, snd the sl wes of
idusiry inititives and grand facilesring
urilivies. Flence they spene much of their
effan on improving che linkage to com-
terprries enenully—o  brokers,
cutenges, cusiadians, e Degyie the
filore of the indusry inidaiives, much
progress tas beem made i3 thae arena.
Merw, the foous is on ireernal imidsives
that repair broken linkages within the
firm. The gim & v ensble the Free flow of
mformarion and pramaie rel-time pro-
eming, Todm's 5TF solodons are more
dau- e informeion-ceniric.

fge: Wiz beve seem g change

fram 5TPF @ an indosiy concepr or an
ey vo g series of pragresic and pracical
mepe thae are applisd w0 proceses and
gyseems thronghoue an organizaeion.
Many firms bevre improved recmarkably in
the |z five years in developing sysiemat-
ic waps to address spplicadiore, opem-
tiona | suppore and ineernal processss o
achieve ST 5T has grown up.

Irsirumanks

In whae operarions or asser clhses
does the indusay mose need o
improve ST mees:

Bowavedy: 1F you revnm o ehe origine
of §TP inthe bie 19205, there was mudh
mere foous on domesdc equicies ard
il icome prodons. Snce then we
tere seen 3 pledhwora of eceic imru-
menis. Sothe greaes: progress chvioushy
reeeds eo b i ehene cavegony. Somll eo omid -
s gowt mEnagers are kbcking o STP
bescause v & mare difficule for them o
=iy the imesimene in eechnoklgy
From 8 regioml perspeciive, emerring
mearkeis ad the croas-bander einon-
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ment are behind the S and UK
domesic markas.

Mayer: | think chae the cross-bonder
ervironment ke been lacking in the area
af commaon daia sandards. There are seill

dilferent marke: pracrices as w what daia
elemenis should ke inclided in pre- aod
pose-eracks imemucions. Within che US,
merket, annuivies processing bes vaken a
biig k=ap forward., bae we bave anly bequn
o leverge ihe sevices of 3 ceneralined
organiztion such s VTOG [Deposiione
Trust & Clearieg Corp].

Poeyer: There is sorne work o be done
n [med-inoome produces—TRAs Joebe-
annonnced conraces|, repos and reverss
rapa  erareactions.  Ower-the-couneer
derfratives is akeo a Pandora’s boe, Fioed
mcome has made grem mrides chrongh
Crnpank expansion of s Oans alloca-
tions produce. When it comes o furd
mmanagers, broker-deslers and ousicdian
banks, it is g hi-ormis propesidon
Sorne of he krger players Feave smbiraced
STP b the lower- w0 cmid-eier have ee.

tialper: There hmn't been 35 much
aienvion paid i the OTC derireives
ares because it & emier wo moare poines
with the larges-iraded mee chises fm.
wich as eqoivies. Mow thae those have
been tackled the marker can move 1o
mare exceic rmromens Within equi-
tiex, however, there are will 20 parceni o
0 percent of firms thar are wo small o
antomae withoue a hnge invesiment, aod
i hig not besn mst-effecive for senvice
prowichers 1o rarger this marker.

Mader: OTC derivarires concracs,
ureecnriired whole loans and morgsge-
teacked and sowr-backed seourivies, egpe-
chlly of the less liguid varew; wrd w0
rerocince che mese operminonal ovwerhisd,

given the specifidey and angoig, meaine-
rance of 2ach rinsicion. Recently, wme
eleceranic  erading vennes, =such  as
TradeWeh, beve inrodoced coverage of
LS. dallar-denomieied interese ree
sygs. By confonming o exdsvig [SDA
[Internatioml  Swaps & Derivarives
Asencigvion| mresmens berween oomi-
verpandies and further normalixing che
transceian details and exequion, thee
venues have helped improve STP i O7TC
rmmmenis, bue they svill acooune for o
very smell percenage of the overall oer-
ket. The mewsonc exparsion of the credit
defmle svaps [CD5) marks, oo, e
rerocloced new opereionsl backkers
demand efficiendes, o currere: capacity &
overwhelmed. With expanding inezresy in
moliassee-chs  sreeries,  buy-side
firme, i paricular, demard more facili-
ties and support far achisving STE These
firme ofien ook o owsouree oEny of
their pon-core operavionl s sdminis-
trative funoiom o their prime brokers
and adminisirarare. Unforonely, such
services are often plagned by a lack of
reegraian with other core symems ad
dai, a5 well as a gereral bk of prodoce
urderaanding.

(Joer: The aliemmive imvesmenis
commuriity needs w1 mike the mose
proegress in STR The halge i indosiy
bes gowen dsdf in 1 bind becsuse af the
rpvid growih 0 aseis, incremed reph-
tinn, prodnne novvion ad incresing
diversity of imvesiors. Instmmerss oo

Porerl Fomigive i

uraicgie are heoming more esoienc,
with new markers in salmon, freighe,
emimiors and renewshle energye Middle
and beck offices that hove mually been
ousoiread o prime brokers and  fund
sdmimigraors are gt a2 kss for how o
deeribe cranmovione elfssively, roecond
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themn ard value them. This is a complex
gt clms thee s mmare difficnk o clear,
werthe and acvoure for—wich pricing ofien
beinga parvicular challenge.

Whene has the greswse progess
b made in STP?

Faller: The middle and back office bes
witnessed  dhe  gremes  improvement
escause thar & where finms perveive the
greates: mosr-benefie. They dan't sze it o=
rmuch in the frore office, which will onby
urderike an §TF projece o improwe the
gpeed with which it can exeane a rade
thae will make ie mare money The is the
reswt for the avenvion now  heie
bmought o deririves. The marke: prac-
tice of rdying on Earel gpreadshesis &
ceriny a good ides 0 wemms of geed o
market bix it & 1 grese impediment o
uraighi-thmugh procesing.

e Back-office clering ad senle-
ment funcrions bave experienced the
greaees: progress doe in large pare o che
itimives of Swilt, the Groop of Thiny
and the Giovannini Group in Eunope
Swilt has cleady bronghe the ise of
FTPF o the forefran: when it comes o
the post-trade procss by eswblshing
ksell m 8 messaging and nevwork solovion
for buy- and sallgids firms. The Group
af Thiry ard Giovannini repons have
brighlighied the need far STP in che back
affice: They call For amomaiion in che
et rade process through reducion in
witlrment ccles, hamonicavion of car-
poraie action procesees and Eage of
COTIMan Messging prsacals,

faalper: Mow 5TP nescks w beoome a
regpansibilicy of dhe Frone office. Daia
eniry & one of the wres in which the
greaes: murmber of errors are made, axd
this 15 ane of the major cuses of failed
tranmoyioms The mare the frone office
takes an the responsibilicy for enpering
data oorrecely, the mare the seourivie
idunry will eqerisnce operavioral effi-
CiNCies

B wigbeeni: 1 bk the frone o middle
afiice las made e gFresms: progres
twscsuse they are required wo aperase on g
rel-iime bemis. The bak affice dosa'
beve such 8 requirsment becaee of the
lorger weilemere: oyele.

Braderesidge: The Frome office and
wine pans of the middle office bave
enjeryed the grespesy progress o che 35 8
funcrion of competition. Bor e mus
b aither fnlly amomasd or neady folhy
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amomaed, or they cnnoe oompete on
price. Regard ks of wha the brokersge
folk=s say every finn comperzs on price.
We now moe 3 shik 0 sieniion o the
bk office. whidhwill undergo a eransfor-
e over thie nexe ewa pers,

What is the grevest impediment o
R N

Beller: Dimpiee the micklle and back
offices’ progress, they are relyig on lega-
oy sy=ems s oould be op o 30 years
old. These gswems are noe essy eo change
beacsuse ya will have o erade and seile.
Ard 1S Bice &, ® B0t emacely career-
enhanciig for an Gpersdcrs ewenldve o
clange a back-office spgem when all he
ar dw neals o do & make 3 quick fix
rcher chan spending o years and a load
af morey on the projece. 50 5TP in the
beack affice is really ehe restk of siwding
rogethier mriquaead spseems. [v &' the
b way 1o do TR You could s off
with a clean daie, but the ;mippon: oms
are oo bigh 1 karchyare or sofiware.

Cdoer: The gremes: impedimere is the
perdsence of poor-gualine ad poory
rransgel mkerence daa 5 well as legcy
symems thae are inflzdble, baech-driven
aml expensive o entance. Wiech half an
aye on aliermeive irreemens, all of chis
& in an envinonmentwhere the speed ad
qualioe of informavian and e shilivy o
execnie is crucil, where the free Flow of
nformavion s resl-dme procesing &
el Such gmens require sufficiers: flex-
ity 0 ope with the addidon of new
reeumentswhile being robuse eough o
prwide brosil, croasaseei-oms coversge.
The emergence of daa and nformarion
buba thae gloe all af chis wogeiher with
wphiisticaesd dma maragement  and
repaning echrology prowid e e raqoi-
st free flow of mformarion and can give
the effect of realiime processing. Thee
soduviors represen: the pragmatic lighe ai
the end of the rmnel.

Sowei: There & a perceprion amoang
smaller buy-side rmimvios ibai the oms
of mesvig STP and the work awobed
arz ioa gree Therefors, they never moe
ahesd with rechnoloagical invesimenis, O
conrse, there are vendors and  faed
adminigramon offering wmkey solikions,
bt no ore is offering the fnll package of
zervices, and the middle office is not being
sufficierely ackdremed by srgone,

Misier: The bk of integravion offersd
wi ihe by side & ame of the rreem

impediments 1o advieving iclmrpwide
STP Meme biypside firme Feve limiiesd
budgeis and in-heuse wechmical compe-
tence for lrge, expensive, rmicd keware
depknments and messging infreemc-

=, There & no one spseem, prime bro-
ker or sdomimierear thae can be all things
v 8ll pecpde, and the sandards, specally
for O prosducs, evabe show I Puy-side
fimm, especially these who eogage in g
rmulvi-mse i-ckes sy, ppiclly employ
rmuleiple sewvice prowviders, mose of which
delier ther services i 8 siovepipe manner
that prevenis amegraion s drives effi-
ciendes ot of the e lik gde Trade-
awdy erareacions chae don's orginae with
a huyside finn's prime hroker are a chisic
example of 1 bresk @ che inegrarion chain
tha introdoces addivionsl aperarionsl
overhead and risk.

Fanacdi- The quesion impliss tha
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TP is the end of the moal, bu & isnt.
STP & a cominual jurney The seuriviss
redusery is abvays evalving, =o the minme
you aninmae: the erading s procesing
of o verain Anancil imeniment, another
& e, The impedimen: is tha he
rrarkers are abvays evolvieg, aod umil a
cermin crivial mass and mEwriey are
achieved, the shility m ger w STP & hin-
dered in a number of wiyE tha inchide
kick of manchinck or ompeing zandards,
kxracy symems and the difficoky in josify-
g the imvezment for non-scale players

tialper- For smaller s maragers,
reegraving STP imo their processes &
ceme-profiiviive. Brokers and oidher senv-
e providers reel womake 1 greeer effon
to prowide these smaller mansgers wiihi
elecxronic wols thar link Txo cheir exie-
g syseems. Unforunsdy, offering thee
eocikwill e yiekd rmajar oom-bene fes for
the service providers bue will benefe the
rdusery a5 3 whale.

T&ewe | think the impedimen & the
bk of consisine, frone-to-hack-office
messarig wandards and daia prowcols,
For example, marke: players are wo ofien
relying on using the “other” field o Swili
MT 55 mesmpes. That memns ey are
really using a free-formae, proprieary
mmeans of Tk,

Mayer: Some aperaviomns proksioak
think §TP is sll abour redocing hesd-
comt, boe Pershing views ir o che way of
achieving true ciomer smizsbrion
throngh qualiey—the lack of ermors s
quicker mmaronnd vimes. The way o
migaee such a viewpaine & to lewrage
meiTics 10 show improremenis in -
tion perfomnance s, o wren, drive for
caniinuid improwemenis in these anes.

Hrack remid gee S mose of the low-
Fanging frok has slresdy been picked, the
reee wave of §TP will be more @xremen-
tal. Ideneifying those inmemenial pains
and bakindng them agains: projec: oams
will b2 thee higrest challznge for firms thes
will beve w0 mk themselves where they
wane o sdd wlue Firms will bemme
mmore spedalived and, o aress where they
don’t sdd valne, theywill sither ouismuree
or by thoe: services From a provider who
i in that core business.

What rale have mesiging sen-
chirds plmesl in ST

Beller: N emging mandards nonmmlly
belp 5TP became they enable operaving
SRS b0 COCMETUITCaE: in 9 consien
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fashion, bue the wenriies indosiy sill
tex a key probkem. When & imvenis a new
siandard ieceszsnt kill cff ihwe abd one, s
that adds o the number of eandands. We
shruld have everyone migraie o che 130
20022-cormplian: Sl mesage sandards
within five yzars and e reain the ald
150 13022 srdands, The FIX prowooo]
tees done a great jphin the Frone office aod
the Swilt messge o bave dom sl
the back affice; now exch wams w ovn
the middle office, which is reguormible far
allncavione, Longer wenmn, we need w0 con-
verge FIX and Swili

Poreer: Meemaging suandards  have
belped STP by enshling financil instirn-
tions o andmme cher commuom e
to mulvipk: panries. Flowever, s also
recquins thae all couneerparviss o 3 erans-
scvion use the mme mandard, The bip
question we ars now fEcing is whether we
rien] OEIVErFence of Cooperakkan ameng
mandards 1 don't thidk ihere is moch of a
drive wiwand oowergence, o we are
foreed 1o find oue how sandarck such =
FIX and Swifewill cooperate, Bayomd thae
we will abuo pok o the verdor comemi-
vy 1ot fill mome of the mommunication gaps.

Twem: Memaging wandands have farili-
taped STP for mese asser dmses, but 1t &
tre thae laving muolviple ones [eck mo
merket confision The sohision would be
to use the 150 [Intemaiional
Orgaiation for Sanchrdizisian] san-
dards for all oypes of cramscriors, b
they are nox fnlly developed for thae. In
the mee of separsdy mamageal amoures,
fir inmance, XML [miensibk markop
bingage] bas surfaced 15 an idel san-
dard for communicaions bevween fud
rEnagers anid plan gponsors,

Fameigheeri: F1X bas ment in cornmuo-
micavioes that are noe resl-time-driven,
ach as drop copies of wade aodrivy from
a hrokerdealer w0 s dearing firm, ar
ticker processing. However, FIX & nio
well mived for n=l-me emding, Ik is g
tag-tased prowod, which means e one
rieals a deomader ring eo fgure oue whee a
mesar: mears, ind each finn ha s own
fevor of FIX. As a resule, Trilliom bes
developad a proprisary communicasion
pracal, known ss Hubb, = an aliensa-
tive o FLX,

Hravkeeridpe: Messaging mandarck
berve betefivad STP in sane fashion, bue
the troe benefes from FIX and 130 mes-
e types hoven't been & greae & anrici-
pered. The resson & workilow dilferenoes.

For ¥mance, how | wish 1o trade a5 0
client versis how my brokersge firm sop-
poris erachicgr activiey & a kvel above nan-
dards. I trading with new conniepaniss,
o neack eo map oue and undersasd the
ceher’s irnding process—an sciiviey thae is
mct encapsnbieed wihin mancarck, mar
shoold it be. “The differences make firms
urmigue anel allow them 1o compere. FIX
ancl Swikk will corzinne eo mompe: 1 the
foreeaghle fomne, and effons vo converge
them are a bir missided. Ther oomeer-
gerce will oe help the eraditions] bresk-
poinis berwean the Frone, middle and beack
offices, whidh cn be sobed = che back
office embrace 5T

Misier: Meswmaging =sandards are anly
w good s hwir owersge and adoprion
As an sbsrrace sapmee, of conrse, sia-
darck benefic STP. Pracvically speskine,
biorwever, sianchrds, anginsing wich ELI
klecironic data inezrchange], have bzen
ez ard el w0 snie 3 given sdopeer's spe-
cific nesck. Even in FIX, firms hoave used
commere s w0 embed their own pro-
cessing insrmciions, XML diskos help
by lversging readily omilsble parsers
and making the communicmion proa-

Cary Brackensdge

ok ks crypeic ard more readable, b
the add kional mrerhesd oo thewire & noi
ahways desirable for processes thar muos
ekr oni every s hic of perfommance
Aka, while clariyy ad reuse iz the
ek goal, the verboaivy of langusgres
like FIXAIL and 1300 12022 has sowally
skowed adopeion, Finslly, sandard
evidve showly oo don't exise for every
prosfuce or eransmoion gope. Given the
griwiregg diversiey of neads and compet-
g eerens, I'm Frankly noe a big bebioy.-
erin the ides char zome groop will imven:
and sgree upan a single canonical sen-
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darcl, or even 3 st of standards, that can
srisfy all Txerens. Conple i with the
fix thee firms beve a brigh legacy of inier-
ral sanchrds chat cightly coupled
proceses depend on and the are coly
o rermeree, anid yon may quickly oome o
the undemanding chat a more s2manic,
bingEge-gmoeric, spproach eo mesag-
g and ine:gracian is required.

What remairs to be done for cross-
border ST

Feller: The biggen barrier wo STP e
been in the cooas-horder ars bermse of
the lack of 3 common rukehook. There isa
Furopesn Union, boe each regulaor
WANS £0 [ (18 werneory [k rseds w be
ore erading navion. & Fumpean direyive
on dearance and sademen: mould help,
ke by the vime it is adopead i & kel o
Ferve heenwered down chromgh oompm-
e, 0 ik right nat adyieve amehing.

Teew: Giood progress bas been made
over the pee decade, bue large wellside
phyers have noe made symems chages in
sipport of common marker pracices,
The & became fund masger ire noe
peraiadad of the cre for sandandicssion.
The problem isn'e relsved 10 crows-border
rranmoviane, boe & global in wope. Fod
rmansgers need o see immeadiaee benefits
frean STP recher than belisving tha anly
the szl side will henefie. Pettaps ihe sell
side shonld icenvire the by side by
paying for same of the benefis.

Bravkeeridge: Slany bulge-bracke:
fints feve fooused on achieving 5TE b
work remains o be dore with zecond- and
third-tier finme thar bave fomsed on
domesic eracding, Unkess 3 firmk dieres
aml connterpanies are abo spippel r
STP the Girm will find isslf supponing
oanual oervenvion. The increase in
croasborderacivivy will likely prompe the
weoor] and third siers o embrace STR

Which pares of yvour finms are
resspins ble for TP projoces, and how
da they define recurn on invesimene

Mayer: Every area of our firm—
aperations, echnology,  finance—i
imvobed in the proces reenginesring
commiitee, which 1 d=ir. We mesure
ROL an any new service by che quality
and consistency of the execovion of
transmctions from our broker-desler
cliems. We monitor error raws, wm-
aronnd times and STP raes.

Fewaigheari: & loe of the resporibiliy
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fills on oor wchnology groop. A chis
poire: all of our warescions ane done elec-
tramically, bur we are abvys wrying o
imprave the way in which we rack an
arder fram the vime it is s2ne o the rmr-
ket 1o the dime it is weiled. Thae mems
Ferving god commumicsions acrees all of
cur appliceions so thae the irade oele
can be s=mless,

Faller: 5'TP projecis are driven by oor
techinolegy and operseions umes because
they ypically require back-office deanges.
The operiviors e s97% it & under pres-
LIre 1 COE OO, we anomaee, and the
tevchnalogy depiremene creswes che TT
requirements. The RO definivion differs
by finm boe & boils down 1o a shan-wemn
cosi-henefic analsie On aversge, 12
marehs w1 vwo years is the maximm
timeframe.

Pecser: Oor apersvions uni, which
bezails a sisering commiitee for 5 TP proj-
ens, takes che lead rok. However, veds-
malogy srel produce uniis are ako
rrvohve] i the decisionmaking proces w
ensure the correce priorivcsvion Then: &
o clear definivion for ROL W look g
whether projecis medoce our nesd far
additional =il or reduce siaff. We also
ook ar whether mohrology ooms will be
recloced and whether we can leversge
revhinalogy for mulviple nses.

S In cur finm wechnalogy and com.
plisce execiives sre iwvoked in the deci-
sonmskig proces. We iy o saidsfy onr
clienis and sharcholders, of oourse, bie we
are often mmpellsd w9 implemene new
vechnedogy doe v regulsicny regniremenis
or compeiitive presnres, When sochis the
case, we ke g badi-of-the-envelope
approach o messoring RO, aod afier the
projse & implkmenesd we deiermine
whather it was benefidal by svalizing che
ooms of noe cormpleving ehe project.

Misder: Cur 5TP projens ved w be
driven by the wchnology organicssion,
thongh priorivicrion isa foncrion of bosi-
mes-unit demands. Became we remain
chrzly sligned with the hisies, we mn
mare raadily ganre cenain sirmegic shifis
in the hisines and phn sccordingly Axa
result, Meoope creepy” rarely emiers the pic-
tnre, 85 mare frequenthy ocours in 3 lange,
beckroom, T copanmrmiion. While we
bawve 3 limmieed techoology tesm that
wres § brosd conmenency of users, we
iypically sdope quick delivery grdes ad
try w0 remain mimble and regponsive w0
mvolving business nemls. Our pechnology

architecmre bas heen explicicly designed
to Bdlifme quidk wrnaroand. As a small
to midsire bany-side firm, we dghtly con-

ereil cur badpees, oo, so formal BOTmes-
rics tered o be kepe 0 & minimum—
excapi for the longes and mo: expensive
projecis ihet oy also require chird-pany
licenses or exended service oonmic-

TN

What inmerml or cxerml pressures
are alfeveing STP projecis wxhy and
inwhae areass

Mlaper: We don's comsider them pras-
wires hecame we ke seriously the nesd
o sarvice over 1,108 broker-deabercliones
warkdwide, wha in wrn mos respond
their comomers’ experavioes. This year
we will coneimue o roll oume our
MatbFxcharge snive of reengineerad sene-
ies for cash mansgement, wamsker pro-
cemir and reiemen: scooune process-
i, Tha mamns dai e cliore-facing
prvesunen: professioml of a broker-deal-
of o Communicee iMErmchions w s
through oor front-eed  prodooe ard
receive  an  iNRAESWOUS  TeSponse.
Nerlixchorge will abo provide onpoing
nas of the regoese if, for some reson, i
was nor processed seraighe thmough.

Sower: Ce of the bigges pressones
comes from che oeresse o rding wal-
ume, which impaces the spesd se which
trirsscrions g be seeled. We are
warking with Omgen w line up more
bmkersges 1o e Okays Dhirece so chai
there are no more paper confirmseions.
Wi beve a ke of sy with brokers with
which we wrasact g lor of bisiness, b
smalker brokers either bave no scoes w
Oays or are wwilligg w0 implement
Unles they dwange, they will find chen
they will noe gee the volurnes chey expen.
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Crwer 80 percere of onr fixed-inoone bro-
kersare on Oasys, wich a few excepeions,
and we are working with them progoeive-
Iy w3 make this happery We wankd like o
e ihvis number ai 100 percent hefore the
end of 266, Boi there is o srrefire way
E0 E1OCL T e ciEmb e,

Powser: We arz being driven by the
exerml growdh in the OTC derivaives
rrer ke, which hedge funds are propelling.
We have bezn very scvive in the work of
ISITC and the fews Maerers Formm w
cress: mennging wandards for swvaps ood
are monkoring the D'TOCY Deriv-Serv
wrvice w1 deremine if and bow we wih
to connect 85 3 cusudian bank and ooe-
warnng sgere for our fund clisnes

Brademeridge: Chir brokerage cliens
are fadrg ineermal presures o develap
miew profucs or eems chaewill redoee
operaional msis, They abo bee exernal
pressures froen chen: madaies and the
rieel v remain compeiivive. For fmance,
o of cur popular offerngs is 3 software
package thar allows brokers o anomaie
the “good-rill-daw” and “grood-ill-ca-
el arders the curren: plafonmns canno
acoamnmiodme. This ermbles them vo cap-
tire new order fow and amprove chian:
wrricewhile redocing the st of process-
g these erades maually. Even thongh
the perceniage of such orders & g fracvion
of weal arder flow, it consimes § large
percentage of oEmnal inkervendon.

Teiew: Six qmliyy dms is 2 key o
enshling §TF and is being driven by reg-
ukenry requiremenis. mos of theworkwe
terve done recendyinvolves improvemeres
i ememprisewide dag manreme.

CYare: Cine of the bey ares the buy-
and zzllside finms are ageing & sk
rmEmgemes ve de ceneralivavion Mo
innd mamgers and bober-delers ke a
sloed approsch o daa management,
which mears they nore dna in moliple
applicaions berecl on produce vype, busi-
res line and geography Doing =0 doss
re allow them w0 olsgin @ oonsieene
enperprisewide  wiew of the dma
Brokerages are finding they nesd to pull
the daia ino a sigrl wardhouse o beer
aralyze ther chenis' trading panems and
chsain 1 singk: view of their exposure
mamge credic rik. When they do chis,
they fincl slmeer 85 a side benefiy, chae
clieniz ger greaer Nexibiliy v wrade from
the crossprodno pooling of credic s,
For fund mansgers, 1 ceniral dees ware-
bouse bubs alkws them o compenss = far
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the nifledhiliyy of back-end sysieme and
progresively sohve o whale meries of
thormy inefficiencies thar give rise woper-
ationsl rik. Thewe isuesincinds the slec-
tion, dearsing ad diseribacion of reber-
ence dit; oorpaorsee scrions dedsian man-
arement wl monerdl; and complex parind-
ic client reparing.

How da von se prionsis for TP
inivigives:

Poeser: Wi look se opereional ofiden-
cies and deiemmie the oo of convinoing
to rely on mannal intervension. In doing
w, the cream of projecis risss w e sor-
face, and we can ger the most bang for the
bud:. However, some projecis pregem
opponuniy oms, =0 we cannae boil
everphig down o frmncial gain

Someis We rely firse an projeces chen
recluce ihe amoan: of manml libon Far
instance, by implementing Omgeo's
Cirys, we can elimimie Exing ar phone
calling with a number of brokers.

Feller: Projecs movivaeed by reguls-
tary pressures are o of dhe lise Far
rmance, Regubvion BNMS and MilF11
provide imvemors wich greseer wrom-
prency, bue they ako squesre profi
margins for financial instknviores. I o
firm does noe bave s procedunes aum-
meed w0 reduce i oS w8 minimum,
it may noe be shle 1o ginsva.

Bradk e ge: Or clienis are bensing
on projects thae can help i three dimen-
sions: bringing in new flow eo ehe bosines
urtk, cost svies and oose aveidance, ar
doing more bxines withoue incorring
more cxerees. | he projeces given priori-
ty are the omes the wmesfy sl chree
dimensione, and oters fll behind.

How will the cdireceion of 5TP
change over the nexe five vears?
Peerer: Yoo will zee a convinnezd oal-

kharavion among dusry groges and o
e Brwiard mnpemion bawesn sian-
dards soch those of FIX and Swili.
Becsuse STP is a joorney racher than o
desiinmion, [ think chere will slways be
new senrkies corming eo marker tharwill
require -home soloviore, verdor prod-
ucis or 3 camhbination.

Somei> [ think smaller fond marmger
and broker-desbars will goi an dw STP
banchwagon. I+ mey be g hnge owesmen:
for them,, bie if they do so, we will bave
unmiversl TR

tealper: The remmining 20 percere of
the auivies husines—rhe snaller shope—
will hecome STP-ewbled, and 5TP will
branch oue w ober asw desess Al
ardar mmagenae gmems [OMS] conld
play a gresier make in the S TP prooss; larg-
ar clierexwill pres their OMS providers o
rregre: more fully wih 5TF vendors
whiich wil benefk the erire incusy.

Maier: 1am g gaunch believer tha STP
meinives will exend their reach beprd
the imenal nemls of a sigle fimm or dhose
of only the brgen mnniemanis The
“last mile” oonmecdon will finally be
aniended w0 the growing commomy of
sndl and medium-size bupzide -
vianmw hone their having w adope spen-
sive, afien complicssed middbeware ar
nirasincire. Morewer, the wowepipe
o el of service delirery will gradually be
disphiced [by] a folly inisgraved erads life
que As eleciromic epeomion expanck ad
brokering margis shrink, doe boh o
akernarive mumes of lignichey and ben-
cwcmian  oversighe, pnme  brokers
s rors ad ocher service providers
will increminghy be pdged and compersa-
o on how well chey daliver piecemed
zenvices and suppan capabiliies the emsily
plug imo a diemk exizing phiform ad
wite of senvices

Tsew: “There will be improvemenis in

Netik

STP rapes for emoeic finoocisl inmmn-
menis, ind regolswirs will aks a gresier
imenee in moniworisg filed ransorion,
= wis the case in the LS. credit deriva-
tives marke: when the Federal Reserve
Bank of Mew Yok siepped in. Becanse of
their desire for grewer odar fow, sell-
sde firms might alsa provide cenvives
for buy-side Firms, which are 5TP-
enabded, in the form of lower commis-
uore. Hegohivions such as WAIS and
MEFID will abho de fioo mandse ST
firms mus: be able o recrieve an ssor-
ment of pricing informarion quickly from
muliple trade execmion venoes and siore
that information correctly Tha can anly
b actviewed through amomsion.

Fawaigheri: The nexe STP iniiimeives
will b driven by aoy regulswry inverven-
tion w0 reduce selemene cydes. e
NM5 will abo require firms 0 edanee
their order mansgemen: capahileies
bwscsuse of the groweh in mesage eaffic.

tdear: 1iwill prohably vake the nex
fove years for the sleemaire imesimenis
communiiy w0 =are ane how e will
address STE Theywill likely be incres-
ing their uwe of ceowrnlred plefomms
sich s Swapsh¥ire and DTCCES Deriv-
Sery. Cmgen is ako expanding its reach
imo the hedge fund commuricy, which
will benefit From incresssd mawching
and confirmseion riwes. In the case of
fonds af hedre furds, we could wimes
the development of ceneralined phat-
forms, =uch as the Navional Seomiies
Clering Corp. for mueml funds.

Bradk eerid ge: STPw ill evolve from an
idusry mlly to redoce manml process-
g to 3 besic wener of woond bosines
phnming for produn: development, clism
mlb= and prowvider zekceion and ineegrs-
tion. Akin o risk mansgement, i will
merge inw the fobric of most organiea-
tions as a salid bisnes principle. s

EIOT Suralladin luc. and Seaunien kduairy Newa, Al njghis resronl Soaea$ladi, O Saio S el Placs, New Tork, MUY 0 (G J67-3580
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Securities Industry News: Netik in Feature on Outsourcing

Securities Indust

News

Jamary 9, 2006

Ywhat Makes Markels

ry

wwwserilesndusirg com

Outsourcing Grows Up

Asset managers reassess options, custodians respond

By CHRIE KENTOURIE
Eonior Imier not omal Edkar

uisoirang af inFeement oper-
O ®iOCE, 9 griwing revenoe

stresim for sme of the world's
biggew usiodian barks, Faoed 8 reslivy
check in 200%: FaC Assa Mansgemeni
i Morvernber called offan egeanded rels-
tionship with Mellan Firandal aker 3
one-year engagement. In June, Schroders
beacl 1k ey chie even mare dramearic sep of
temminaing @ agreement wich [P
Morgan Wordwide Seourivies Services,
the musway amn of [P Margan Chees &
Co., four years afer s signing.

Hui these seibades aren'e likely o wend
fieed maregrers badk 1o doing all of ther
s niks procesing in-homse, They only
sigral chai the dyramice of the onismne-
g areemems, often Framed inowenme
resermbling thoss of g mamrisge or panrer-
ship, wil need 10 cnge. Podh cusiomer
an venchor will beve o pay closer sien-
viin o ther long-varm campaibilin: srhy
i the dedsion-making process, mucmlly
recogniring  thar oumonrcing isnk 8
parsces for reftndng fund mamger ces,

s these omsourcng =ervices modem-
ire anid wschnokiry ensble us o mzembls
compones  beiwer—io omnage  che
imesiment suppdy chain beer—ie will he
very diffimlt 0 mowve the perdulum back
torward an environment where 1 one-sop
shop can preduce oomponenis beier and
chesper than the gechlm oosonncig
providers,” sny Dan Houlihan, mararig
panner @& bay-side coranhiancy Cirisaft.
besesd in Boston, “Irebed there will be s
frdanenial dvif i the parsdinm, where
apecations mees deliverables.”

Cuesumcing in the fnd adminisera-
tion arena & noshving oew; the wm hs
baxen used by furnd mEansgers ad banks
alike forwell over a decade. What is new

is the exeene of the services. Funoviamlly,
it ranges from 3 minimum of basic fund
scconiing and cusicdy vo the maximom
of a “lifk-one”—eskirg comml of an
imvestment mansger’s entire middle- and
hack-oifice operaions induding enploy-
eas and informaion wechnalogy ple-
forms., Akhongh ourscurcing 35 a conceps
origirmiad in ihe LLS., LLE. fond man-
agers bave been quicker v pieh the lim-
its of comprehersive rebiionships

LLS. Privale Equity Since the Peak

20,800

nvesimants (ghi

RRC heaw scded each of Cl's foor scqnisi-
tions 1o #x phidom.

Paul “Turrell, glotal maceging d rewor
for financial ssrvices wich owsonncing oon-
ailiancy TP in Homeon, agress tha: woo
afien the anvicipmed swvings are noe ek
ivad becaee the bassline ooms are undenes-
imasd, “Some organicieions do no
camaraie all of che key lincameniak of
the gkl busiess case, such & the cos
af dne diligence, nepoeiing the oo,

SR

Rob Wrigle, managing direcor of
global furd semvices for RBC (Flobal
Servicex, the cusdy amn of Royal Bank
of Cansda, sy that his uni bas compiled
1 profile of an ideal chisne: Teisn'e one the
valoes come-reducrion slone. “are swen-
1o B now being spere on whether the
relminnship bavween the wrvice provider
and its client can witmand 3 dange in
ibe chient's Jenre busines model” says
Wrighe. RRC for ane, hs been working
with C1 Mutnal Fonds in Canada for the
pase fonr y=rs a5 a fond sdmivkersion
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povemenee and wansiion,” he sy

lirrel] recommends chae Frd man-
agers mk thamebes wovenl quesian
hefore progressing o sn ousourcig
daal thar encompasses micdle-office
funciom: [s their bosiness objemive o
reduce operrig cosis, refociE on oore
compaencis or impnos che nnderhying
processes Will usourdng spedfic mid-
dle-office funcrions help o achiove thoae
roak, ol whae & the gppetie for risks
Lahility for nsk, he powes, e be
shyifisd 0 ihe service provider.
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TPI has devised what it calks an asse
rmnsger’s service delvery framewock—s
strucrared process for snahzig the pros
and cons of omsourcing snd of sny serv-
ke provider oxnpesing for the buspess
“A quaner of the sssessmens do noe bead
to 3 traraceion, which mighe ccherwise
fil if comaumrmatec],” sy Turrell,

Samerimes dorg nothirg & the righe
thing, even if it generates shor-term
embsmwassment. Mellon, foc one, expect-
ed to add an the servidog of ihe [sis
funds sx well s the original F&C oom-
plex. which was &s flagship onssourcing
client in the UK., after F&C merged
with Isis n 2004, B bank officiak
acknowledre that the exeene of the serv-
ices they sgreed w affer the larger FxC
becane a shifiing warger after the merg-
er. When the new FxC could noe sgree
o expecstions, it became impossible
for Melloa to eaba bite a fixed price with-
cut pueting the firm ar finsncisl rsk.

*“There were a loe of details abont the
boundsries of the services tha remained
unchesr becanse of new frone-office sys-
rems,” says John Klind Jr., president of
Mellonk investmery munsger soluries
business, whidh services 24 chienes invoral

Melbon is supplyawg sn oy of services w
F&C even = same of the fonner Iss
sssets are being bandled in-homse.

As for the dissoluvion of JP Morgan’s
life-onr agreemem: with Schroders,
Conrad Kowk, bead of JP Margan'’s
fund adminisravica and aisiady busi-
nesx, likewise sayx “In any complex
transaceion you may find e circum-
stances dunge aoxd yon need o step oue-
side 4 coersa,. With Schroders we
found thae it wasn s good f and will

Recent Ouisourcing Deals

Aszot ManagerService Provider

reporting, daly pasiion reconciiation

Alllanz Dresdner Asset Managemenl/ Slate Street
Backomce tunctions Cuslody, furd accounming
Mol aftce: Secunies pnoing, accourt perirmance cakcuations, record rakention

Axa Investmenl Managers! Slate Street
Backomoe tunctiane: Fund Administration, fund accourting
Mgl aftze: Parormancs measurement, invastmart operabions support

Backomce tunctions Fund acoounting

Jullus Baer Investment Management/ Northern Trusl

Mol attce: Ful trada suppord, dient reporing, performance measwrameant
sarvices, cash managemant ndudng braign axchangs

JP Morgan Chase

Portiollo Managers Lid. (Morley Fund Management. Australla)

BackoMce tunctans Fund acocourming, fund adminksiaion and cusiody
Muodgke afice: Trade matching and inslructions, daly hoding and irensacton dats,
dally vaumions and cach fow reporting, manhend fax @ocounting and reparting

e
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continne our kog-sanding reladoashp
0 suppoct them or aisedy, accounting
and ccher services” Schiroders 2367 have
been mamsfemred badk ro their posis.

The dunge in circumstances, sy
induary players, incloded 3 new chiet
technologist, Markes Ruetimann, who
reesulosted Sdiroders’ canrsa with |P
Margan, sgned in 2000,

As margins in eradivional coeody bave
shnnk, banks bave looked vo fund man-
Qgemet OMSOUICING 28 AWy 10 generae
revenne and rewain those boy-side cus-
weners. Bur in dwir overeagermess w
xain, or buy, marke: share, the cusradian-
amsourcers overpnxniged and pad a
price. “There were 00 many service
provickers dusing wo few cliens, so there
was an overcominrmee ot the pan of
cumodisn banks” commented Rick Wills,
SVP n charge of global fund services ar
Northem Triza Corp., which & in the
mite of compleing the oasoarcing of
Julius Baer Inveamers Lid.s opermions
in Loodoay “The maker dynamics bave
changed now. There is more eigerness oo
the pare of fund maxgers w ousource
with fewer capsble providers.”

Whike there tmay be moee life-cur deals
in the nex year or vwo, that sppecach s
nesring the end of its shelf life, sugrens
Stelbh Vinguenaiw, mamging direcor
and head of U.S, sales and markerig for
Pank of New York's SmanSearce out-
sourang civiskn. “We have been ssying
for a loag vrne tharwe don'’t subscribe w0
the lift-canr todel 1 iself becsuse it is noe
scabible” dae noees. "However it conkd be
a means to i exl There will be more
desls tha hawe incranemal eficiencies
and benefis vo the fund maager over the
keger verm.”
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Coindding with the merlumion of
lift-rans & the neml for service providers
o vemper their expeomions. OF aoone,
prwiderew ould [ove to szl cheir fll smie
of services w1 svery diene Bue many rec-
cmize et Fexibiliy in cheir service
medels will he crudal if they are o
expand their diene tmses. They are mov-
i eoward 3 more mecdnbr aanee,

“Both the oursreers and fimms ehen
are omsonrcing have gowen smaner and
uarid eo figore o where the tme hene-
fitx are gome w be,” sayy Civlole's
Hounlitan. “As oppowed o uw lifking o
the enrire processing affice, now they are
coreidering whee they wane w1 ousouree
thae will give ez immalisee berwefie, i
i | wholesale ard more piecemeal.”

In doig =, providers hove bad o
cxpand ther range of serrices fram dear-
iy and sexdement inm the middle-office
ares thae indudes erades mawchig, com-
pliance, reporis, perfomnance inalyice
and dam warshonsing—fmeions ke
alkrw imvemment MENIgERN D iNbrpre;
and manipoliee dam from molple
wurees and pladforns in slmos: el vime
and w0 recrxile vasacions oorchcisd
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bald open the threse of changing
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= the mnzourcing model e,
tie indmery can expece w0 e more deak
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terven'e sean omsmurcing really move
down the size chain as yer,” he =y
*Chmaoureers waneed v gain seals ropid-
It sa ihe focns hs noe been on the
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Securities Industry News: Netik enters Nordic Region

Nordic Region Fertile Ground for Custodians
By Chris Kentouris
October 17, 2005 -

A global custody alliance between Bank of New York and Scandinavia's largest regional
bank, Nordea, underscores how the securities processing landscape is changing in the
Nordic region.

Local banks are realizing they can't go it alone for long in a business that is rife with
consolidation and competition, and affiliations with global players such as BNY or even
regional neighbors are becoming the norm. The few organizations willing to expand on
their own are faced with the need to invest significantly in technology to offer seamless
and direct connectivity to Nordic market infrastructures.

"The local Nordic players must expand internationally if they are to satisfy pension funds
and other buy-side firms that are investing more outside their home markets," says Anne-
Lise Winge, director of European sales for Chicago's Northern Trust Co. "Such
affiliations allow global custodians, in turn, to enter the market directly or via their
Nordic partner."

The need for operational efficiency goes hand in hand with asset diversification. Local
buy-side firms are likely to choose providers that can interface with their systems and
offer connectivity to such third parties as Omgeo, the post-trade communications joint
venture of Depository Trust & Clearing Corp. and Thomson Financial.

Northern Trust scored a coup in the Nordic region in September 2004 when it secured a
custody services mandate for Folksam of Sweden's $17 billion in insurance and mutual
fund assets. It was the first time a global custodian had entered the market through a
partnership with a local trustee--Svenska Handelsbanken--and Northern Trust became the
first nonresident institution allowed to act as custodian for local Swedish mutual fund
assets.

Working with Norwegian regulators, Northern Trust has been able to enter into similar
arrangements with mutual fund companies in Norway and is hoping to do the same in
Denmark and Finland. Mutual fund companies have been legally limited to using only a
local custodian for trustee services.

By contrast, in its relationship with BN'Y, Stockholm-based Nordea retains control of its
customer relationships. "It was a condition with any partner that Nordea be the first line

69

Prepared by MassingPR, LLC for Netik (2007)




of contact for the client," says Birger Gezelius, Nordea's director of financial institutions
business. BNY won the Nordea partnership over eight rivals.

The deal calls for BNY to offer through Nordea more than just safekeeping services--
securities lending, transition management and commission recapture are key. "The
Nordic client base is becoming more sophisticated and demanding--clients need
operational efficiency, and that means STP [straight-through processing] technology,"
says Frank Froud, managing director of BNY in the Nordic region. "Integrated reporting
was also a driver, as the affiliation with BNY enables Nordea to provide a single report
and consolidated view of their domestic and international holdings."

While efficiency is a common focus in global-local custody alliances, it is more
complex for Nordea because, as the product of four cross-border mergers, the bank
has multiple domestic custody platforms. BNY operates with a single portal, its
underlying feature a data warehouse called InterView 7 from software vendor
Netik, in which BNY holds a 51 percent stake.

Neither BNY nor Nordea officials would comment on how many of Nordea's agent banks
BNY will replace, or when or even whether BNY will replace any of its own local agents
in the Nordic region. However, Nordea confirmed that it will retain Brown Brothers
Harriman as its local agent bank in the U.S.

BNY, which relies on Nordea for some of its Nordic business, would not disclose which
other providers it uses; SEB is presumed to be another. SEB officials declined to
comment specifically on the BNY-Nordea tie-up, but they have had successes of their
own, winning 23 mandates last year. Of those, 19 were for cross-border services.

"We started implementing a single system solution for the Nordic region in 1999," says
Mikael Bjrknert, global head of securities services at SEB. "The final assimilation was
achieved in early 2004, and we can now offer our clients full connectivity and
automation."

He acknowledges that foreign banks will continue to attract top-tier players, but says
there is plenty of room for local providers to grow. "It's very much a game driven by
technology and scale," Bjrknert notes, adding that his bank has lost some custody
mandates to foreign players.

With the integration of all Nordic exchanges onto a single trading platform, OMX's
Saxess, and the merger of the Swedish and Finnish depositories, it has become essential
for a local custodian bank to cover the region or at the very least establish some type of
alliance. Local and international investors alike are demanding a single, low-cost point of
entry; DnbNor, for one, is part of a pan-Nordic custody alliance consisting of OKO Bank
in Finland, Amagerbanken in Denmark and Swedbank in Sweden. Meanwhile,
Denmark's Danske Bank has opted for direct links with depositories in the area.
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But even as Nordic custodians adapt to the changing terrain, they are engaged in a fierce
battle for market share in an environment unlikely to sustain all of them going forward.
Domestic custody fees have fallen in recent years, putting pressure on profits and
increasing the likelihood of mergers.

"The regional banks have built up a strong presence in the region, and the fact that they
have on-the-ground presences and preexisting relationships with local institutions gives
them a significant head start," says Keith Hallman, senior sales manager for the Nordic
region at ABN Amro Mellon Global Securities Services, which was appointed sole
custodian to the EUR16 billion ($19 billion) First Swedish National Pension Fund last
year. "But you don't have to be based around the corner to provide services. Local
institutions investing globally realize that global custodians can offer services that are
attractive."

Some observers believe that more consolidation and harmonization of the Nordic
financial services infrastructure is necessary before further foreign interest can be
generated. Local banks have already made their operations as lean as possible, but the
region remains pricier than most of Europe is for global custodians.

Speaking at the Swift messaging cooperative's Sibos conference in Copenhagen last
month, Bjrknert said, "The region has succeeded in consolidating its stock exchanges,
and more is needed in the clearing and settlement arena."

The creation of the Nordic Central Securities Depository Group (NCSD) from the merger
of the Swedish and Finnish depositories is a step in that direction; the two depositories
account for about three-quarters of the Nordic region's turnover. But their Denmark and
Norway counterparts are holding out, and there is no indication when or whether NSCD
will move onto OMX's new depository platform, Exigo, as had been initially envisioned.

For all their claims to wanting efficiencies, local players aren't eager to switch to yet

another system after spending millions to adapt to the new Swedish and Finnish
depository systems, NewClear and HexClear, respectively.
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Securities Industry News: BNY Launches Data Warehouse
for Fund of Hedge Funds

BNY Launches Data Warehouse for Funds of Hedge Funds
By Chris Kentouris
September 2, 2005 -

Bank of New York is set to announce Monday at Swift's annual Sibos conference in
Copenhagen that it has expanded its relationship with software vendor Netik to
incorporate a new data warehouse for managers of funds of hedge funds.

"Through the new enhancement to BNY's hedge fund platform Praeeo, fund of fund
managers can benefit from automated order entry, consolidated reporting, workflow
management, position maintenance at a tax-lot level, document storage and data
enrichment," says Tim Murphy, managing director of BNY's fund administration
business in Dublin.

BNY purchased a 51 percent stake in London-based Netik last year. Six offshore
funds of hedge fund clients BNY administers out of its Dublin office are already
using the new data warehouse, as are several out of BNY's New York headquarters.
An additional five will come on board by the end of the year, says Murphy.

Position maintenance at a tax-lot level--by individual transaction--assists managers of
funds of hedge funds in calculating performance fees. BNY has already been using
Netik's Interview7 within its outsourcing unit for traditional fund manager clients. It
relies on Interview7 for middle- and back-office work--such as multiparty reconciliation--
for single hedge funds.

BNY, which administers $63 billion in hedge fund assets, inherited the Praeeo platform
through the acquisition of International Fund Administration three years ago. Until now
most of its functionality has been limited to middle- and back-office work.

Currently, fund of hedge fund managers must send BNY instructions on
subscriptions and redemptions via fax, which BNY also forwards to transfer agents
of underlying funds via paper. Netik's Interview7 software will allow BNY to
electronically enrich trade instructions with information from an underlying data
repository and third-party systems. In doing so, Praeeo will extend the deadlines of
fund of fund managers for executing orders closer to settlement deadlines. Praeeo
links to about 150 hedge fund transfer agents.

72

Prepared by MassingPR, LLC for Netik (2007)




Netik's Interview7 has more than 40 buy-side, prime brokerage and fund
administrator clients, which in addition to BNY include HSBC, Fortis and PFPC.
Funds of funds, which account for about a quarter of the hedge fund market, attract
the most attention from hedge fund administrators such as custodian banks because
they are popular with institutional investors. Individual hedge funds typically do the
work in-house or hire independent nonbank agents.

Data Warehouse Boosts BONY Hedge Fund Administration Capabilities
By Chris Clair, Senior Financial Correspondent | Wednesday, September 07, 2005

NEW YORK (HedgeWorld.com)—The Bank of
New York is rolling out what it calls a data
warehouse for funds of hedge funds that it
believes will further enhance its hedge fund
administration capabilities by consolidating data
and making it more accessible.

p
LIPPER
V' HEDGEWORLD

Fund Services Expo
and Master Classes

. . Complimentary registration for hedge
The warehouse, which has been developed in fund and fund of fund managers ik

partnership with software firm Netik, will store EEIRSRTPSEDP RN ERIE R I
hedge fund transaction and reporting and Master Classes

information within the bank's hedge fund
technology platform, known as Praeeo. Among
the information to be stored in the warehouse Tuesday, April 24th, 2007
will be data about fund structures, financial New York Athietic CREEIEES
statements, contact information for parties of
interest and dealing forms.

Bank officials said the warehouse will offer
consolidated reporting and distribution,
transparent trade flow management, document
management capabilities and position
maintenance at the tax-lot—or individual
transaction—level, information that is useful in helping funds of funds calculate
performance fees.

Brian Ruane, executive vice president at the bank, said BONY has begun to offer the data
warehouse and its attendant functions to existing clients and expects the product to be
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fully available by the end of the year.

"The development of this pioneering data warechouse showcases our strategic focus on
providing innovative, end-to-end technology solutions that improve the effectiveness and
efficiency of our hedge fund clients," Mr. Ruane said in a statement.

BONY acts as administrator to more than US$65 billion in hedge fund assets. Last year
the bank bought a 51% stake in Netik.

- Y e
VISV

Performance Explorer from Netik offers an information portal function with the
capability to slice and dice and drill down on performance information. Netik is now able
to provide ready access to performance attribution and return data from any third-party
calculation engine. Leveraging the Netik InterView Data Warehouse, this data is placed
in close proximity with portfolio accounting information as well as third-party
benchmarks, economic data and risk analytics, in a manner that delivers strategic
intelligence to a firm's executive team and therefore greatly improves their ability to
understand what drives their business.

www.netik.com

NEWS
17 May, 2005
Netik Enhances InterView Information Portal

Netik, the Investment Hub specialist, announced a significant upgrade to the Netik
InterView Information Portal with the release of the Performance Explorer.

Targeted at Investment Analysts, Risk Managers, Chief Investment Officers, COO's and
CEO's, Netik InterView's Information Portal, now including the new Performance
Explorer, delivers flexible multi-dimensional inquiry views that allow authorized users
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the ability to follow a train of thought in their complex quest to understand their business
by drilling into attribution and return data. These decision-making executives now have a
tool that helps them address "How did I do"?, "Why did I do"? and "What should I do"?
The experience of using Netik InterView is now a truly interactive process of analyzing
and exploring information to discern trends and patterns, thereby deriving insights and
allowing conclusions to be drawn.

John Wise, CEO of Netik states: "The 'Chiefs' need not fly blind. It is within their grasp to
gain access to high quality decisional information derived from aggregating internal and
external data - no matter how many sets of infrastructure there are in a firm supporting
multiple trading desks, divisions and subsidiaries".

The New Performance Explorer enables executives to quickly analyze the variance in
movement in AUM between points in time slicing and dicing money weighted rates of
return. Also, it also to view the variance analysis to determine what has produced the
increase/decrease in AUM, market movement, investment income, cash inflows/outflows
(mandates won/lost) and fund manager effectiveness.
http://www.globalcustodian.com/main.jsp?type=newsshow&id=14211

Securities Industry News: Performance Explorer

BREAKING NEWS

Systems & Services

May 23, 2005 - Every week, Securities Industry News compiles and gists the technology
and operations announcements of the week: those that strike us as useful, important or
simply interesting, as many as time and page real estate allow. The feature was bumped
from this week's print edition to make room for breaking news, but we reproduce it here
for continuity's sake.

JPMorgan launched a proprietary online algorithmic trading monitor--a Web interface,
integrated into the firm's existing pre-trade analytics suite, that allows users to track
strategy performance in real time from a Web browser.

SunGard Data Systems has launched a trade management solution for post-trade
straight-through processing (STP), called Mint Trade Management. The new platform
integrates the firm's SteP matching, reconciliation and exceptions tools and can be
integrated with various financial networks--including SunGard's Transaction Network
(STN), naturally.

Investment hub architect Netik said it has upgraded its InterView Information Portal with
a new feature called the Performance Explorer, a browser-based performance
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measurement and attribution information interface for the InterView Data Warehouse.

STP Magazine: Colin Close Thought leadership

TALKING POINT DATA WAREHOUSING

{
By Colin Close
r
.
b
b
[
3 February 2005

No need to fly blind

High quality information is

As | sat at 35,000 feet in a 747 drafting this arti-
cle, | caught mysell thinking how dreadful it must

have been in the “olden days” of flying when |

pilots found themselves in the midst of total

cloud-cover: complete white-out conditions when |

the only way to determine which way was "up” |

was to open your mouth shghtly and see which
way your dribble ran.

In the first few decades of aviation flying blind
in this way must have caused much anxiety.
Today, of course, this is no longer a problem
thanks to modern cockpits that bristle with instru-
ments, information systems and feedback mech-
anisms by which the pilot can both set and main-
tain his course.

These seemingly random thoughts got me pon-

dering the high number of firms in the securities |

investrent industry that are flying relatively blind

because of the lack of investment in information |

systems and feedback mechanisms for
their business. Integrated information archi-

aof gathering, and then providing access to,
strategic intelligence.

Recently | read about the challenges fac-
ing the recently appointed CEOQ of the

considerable franchise in the US was frag-
mented and weakened by the fact that it
was split into three separate companies -
an alternative and traditional manager, a
value manager and a multi-manager spe-
aalist. He had decided to push all of this
together into a single company with a new
unity of purpose and a new management
structure. Unusually, he had decided to split the
role of chief investment officer in two and have
one CIO for equities and another for fixed

income. Now there is an information nightmare |

here. Three sets of portfolio management infra-
structure are being collapsed into one at the
same time as the process of investment policy-
making is re-engineered along an asset class
dimension.

The scenario reminds me of the aviator flying

for corporate-wide assets under management by |

asset class, exposure 1o high yield and total fees
paid, | suspect that it would be extremely difficult
1o get hold of this information quickly and accu-
rately. It is likely that the request will require off-
fask involvernent of expensive staff such as per-
formance measurement, portfolio, operational
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tectures are a rarity, as is the whole notion |

within the grasp of CIOs

: and systems management. The three original

subsidiaries’ asset groupings are likely to be
inconsistent with the rating agency's segmenta-
tion, plus it is likely that they do not define high
yield in the same way. With no central system to
£ain access to the information, this simple request

i will generate a hugely disruptive exception

process at the operational level in the business.
This scenario is typical of our industry. The lega-

i ¢y of building firms through acquisition creates

companies with subsidiaries that are geographi-
cally dispersed, using applications and technolo-
gies from wvery different managerial traditions.
Such companies demonstrate a lack of a fim-
wide integrated information architecture that in
tumn means that they lack access to the funda-
mental business informatian that drives the firm's
investment decisions.

The only solution to this problem is a dynamic
enterprise data warehouse implemented right at
the heart of investment operations. The increased
analysis speed and improved information quality
that arises from a data warehouse enables more
insightful analysis and permits more rapid, better

| infarmed choices to be made with higher levels
| of confidence. These capabilitics result in better
investment management subsidiaiy of a |
European bank. He had determined that his |

investment decisions and, ultimately, better
investment performance.
To be successful in the complex securities

| industry, an enterprise data warehouse must have

avery spedialised data model at its core. This data
model must be specifically engineered for wide
functional coverage, for scalability and resifience

| and to operate with light-speed performarice both

strategic data as a corporate asset.

for loading data and providing immediate flexible
access 10 it

The "chiefs” need not fly blind. it is within their
grasp o gain access o high quality information
that derives from aggregating internal and external
data, no matter how many sets of infrastruciure
there are in a firm supporting multiple trading
desks, divisions and subsidiaries. All that is need-
ed is a data warehouse to treat and manage

Increased analysis speed and improved infor-

| mation quality delivers more insight and better
blind. For example, if a rating agency asks this firm |

judgement. These capabilities result in better
investment dedisions and betier investment per-

| formance. The data warehouse enables the firm

to enhance its core competendies so that the

i company's business objectives are more fikely to

be achieved.

Colin Close is COO at Netik

STP Magazine
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STPZone: Performance Explorer

19/05/2005 PRODUCT LAUNCH Netik adds browser based drill down capability to
InterView Information Portal

Performance Explorer function is designed to meet the needs of senior executives within
investment management firms, who are increasingly demanding swifter and more flexible
access to information about the performance of their businesses, Netik says

Netik has upgraded its InterView Information Portal with the release of Performance
Explorer, a browser function to enable investment analysts, risk managers, chief
investment officers, COOs and CEOs to drill down on performance measurement and
attribution information. According to the vendor, Performance Explorer complements the
existing options for hard copy and PDF reporting of performance measurement data
already available in Netik InterView. The new function is currently being used by two of
Netik’s investment management clients.

Via Performance Explorer, Netik is able to provide easy access to performance
attribution and return data from any third party calculation engine, it says. Leveraging the
Netik InterView Data Warehouse, this data is placed in close proximity to portfolio
accounting information, as well as third party benchmarks, economic data and risk
analytics, in order to provide strategic intelligence to an investment firm’s executive
team, the vendor claims.

Colin Close, COO at Netik, told stpzone.com that today much of the performance
information to which senior executives within investment firms have access is hard copy
based and inflexible. “What we have found with our increasing number of major
investment manager clients is that the seniors are looking for swifter access to better
quality information — and to different flavours of information in one place,” he says.
“Different flavours include investment accounting information and risk and performance
information, combined with their own assessment of budgets, for example, all brought
together into a dashboard via which they can drive the business. Netik InterView is at the
heart of these organisations, taking data from all of the different sources, and
Performance Explorer creates a graphical, information led window on to that data.”

There continues to be a role for the traditional performance measurement and attribution
engines, Close continues, but he adds: “It is a huge overhead to calculate from the floor
up performance measurement and attribution. It takes a long time and the way in which
these engines output the information is fairly rigid, and doesn’t enable users to drill down
into it. We can take the information from the engines and make it flexible, transforming it
into more MIS type information.”
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According to Close, many senior executives within investment management companies
have become accustomed to operating on the basis of woefully inadequate information
about the performance of their businesses. “One of our prospect customers told us that his
team spends four hours a day doing data management in order to establish investable
positions,” he says. “The CEO of an investment firm needs to be able to put his arms
around the movement of his assets under management, to understand why they move up
and down. He needs variance analysis, and to understand the flows that have happened
since he last looked. Why are outflows happening? Are clients withdrawing money to
cover personal liabilities or are they moving their mandates? It is remarkable that until
now it has been so difficult for executives to get access to this information, and with
Performance Explorer in conjunction with the Information Portal, we are seeking to make
the process easier,” Close concludes.

Netik upgrades Interview Information
Portal

Published:
17 May 2005

Netik, the Investment Hub specialist, announced today a significant upgrade to the Netik
InterView Information Portal with the release of the Performance Explorer.

This new Information Portal function revolutionizes the way Performance Measurement
and Attribution information is presented via the browser. The new capability to slice and
dice and drill down on performance information compliments the already rich array of
hard-copy/PDF reporting of Performance Measurement data that exists in Netik
InterView today.

Performance Measurement is a critical gauge of portfolio strategy effectiveness and
Netik's Investment Management clients are demanding ever more flexible tools with
which to analyze such data. Netik is now able to provide ready access to Performance
Attribution and return data from any third-party calculation engine. Leveraging the Netik
InterView Data Warehouse, this data is placed in close proximity with portfolio
accounting information as well as third-party benchmarks, economic data and risk
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analytics, in a manner that delivers strategic intelligence to a firm's executive team and
therefore greatly improves their ability to understand what drives their business.

Targeted at Investment Analysts, Risk Managers, Chief Investment Officers, COO's and
CEO's, Netik InterView's Information Portal, now including the new Performance
Explorer, delivers flexible multi-dimensional inquiry views that allow authorized users
the ability to follow a train of thought in their complex quest to understand their business
by drilling into attribution and return data. These decision-making executives now have a
tool that helps them address "How did I do"?, "Why did I do"? and "What should I do"?
The experience of using Netik InterView is now a truly interactive process of analyzing
and exploring information to discern trends and patterns, thereby deriving insights and
allowing conclusions to be drawn.

John Wise, CEO of Netik states: "The "Chiefs" need not fly blind. It is within their grasp
to gain access to high quality decisional information derived from aggregating internal
and external data - no matter how many sets of infrastructure there are in a firm
supporting multiple trading desks, divisions and subsidiaries."

Wise continues "When Netik InterView's dynamic Enterprise Data Warehouse is
implemented right at the heart of Investment Operations it has profound effects on the
Investment Company's capabilities to adapt and respond to rapidly changing conditions.
This results in better investment decisions and, ultimately, better investment
performance."

The New Performance Explorer enables executives to quickly:

- Analyze the variance in movement in AUM between points in time - slicing and
dicing money weighted rates of return

- Variance analysis to determine what has produced the increase/decrease in AUM

- Market movement

« Investment income

- Cash inflows/outflows (mandates won/lost)

» Fund Manager effectiveness

« Analyze performance

- By "standard" composites - Client type (e.g. Life, Segregated, Mutual Funds), by
Mandate, by Fund Manager

» By ad hoc (on-the-fly) composites/groupings

- Equally weighted or sized weighted

« Gross of fees or net of fees

« Slice and dice - drill down

The experience of using Netik InterView is now a truly interactive process of analyzing

and exploring information to discern trends and patterns, thereby deriving insights and
allowing conclusions to be drawn.
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PERFORMANCE MEASUREMENT GETS DRILL DOWN; NETIK LAUNCHES
PERFORMANCE EXPLORER TO THE INFORMATION PORTAL OF NETIK
INTERVIEW INVESTMENT HUB

New York and London, May 16 , 2005—Netik, the Investment Hub
specialist, announced today a significant upgrade to the Netik InterView
Information Portal with the release of the Performance Explorer. This new
Information Portal function revolutionizes the way Performance
Measurement and Attribution information is presented via the browser. The
new capability to slice and dice and drill down on performance information
compliments the already rich array of hard-copy/PDF reporting of
Performance Measurement data that exists in Netik InterView today.

Performance Measurement is a critical gauge of portfolio strategy
effectiveness and Netik’s Investment Management clients are demanding
ever more flexible tools with which to analyze such data. Netik is now able
to provide ready access to Performance Attribution and return data from any
third-party calculation engine. Leveraging the Netik InterView Data
Warehouse, this data is placed in close proximity with portfolio accounting
information as well as third-party benchmarks, economic data and risk
analytics, in a manner that delivers strategic intelligence to a firm’s
executive team and therefore greatly improves their ability to understand
what drives their business.

Targeted at Investment Analysts, Risk Managers, Chief Investment
Officers, COO’s and CEO’s, Netik InterView’s Information Portal, now
including the new Performance Explorer, delivers flexible multi-
dimensional inquiry views that allow authorized users the ability to follow a
train of thought in their complex quest to understand their business by
drilling into attribution and return data. These decision-making executives
now have a tool that helps them address "How did I do"?, "Why did I do"?
and "What should I do"? The experience of using Netik InterView is now a
truly interactive process of analyzing and exploring information to discern
trends and patterns, thereby deriving insights and allowing conclusions to
be drawn.

John Wise, CEO of Netik states: "The ‘Chiefs’ need not fly blind. It is
within their grasp to gain access to high quality decisional information
derived from aggregating internal and external data — no matter how many
sets of infrastructure there are in a firm supporting multiple trading desks,
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divisions and subsidiaries".

Wise continues "When Netik InterView’s dynamic Enterprise Data
Warehouse is implemented right at the heart of Investment Operations it has
profound effects on the Investment Company’s capabilities to adapt and
respond to rapidly changing conditions. This results in better investment
decisions and, ultimately, better investment performance".

The New Performance Explorer enables executives to quickly:

- Analyze the variance in movement in AUM between points in time —
slicing and dicing money weighted rates of return

- Variance analysis to determine what has produced the increase/decrease in
AUM

- Market movement

- Investment income

- Cash inflows/outflows (mandates won/lost)
- Fund Manager effectiveness

- Analyze performance

- By ‘standard’ composites - Client type (e.g. Life, Segregated, Mutual
Funds), by Mandate, by Fund Manager

- By ad hoc (on-the-fly) composites/groupings

- Equally weighted or sized weighted

- Gross of fees or net of fees

- Slice and dice — drill down

The experience of using Netik InterView is now a truly interactive process

of analyzing and exploring information to discern trends and patterns,
thereby deriving insights and allowing conclusions to be drawn.

Prepared by MassingPR, LLC for Netik (2007)

81



Attracting A Crowd
Source: Institutional Investor Magazine, Americas and International Editions
Heather McKenzie

Just as custodians are seeing a long-awaited pickup in outsourcing, brokerage
processors and hedge funds are throwing them a curve.

For years top global custody banks have been expecting a wave of outsourcing business
from institutional customers. They've added services. For example, J.P. Morgan Chase &
Co. in 2002 acquired transaction cost analysis specialist Plexus Group. And they've
added technologies. Bank of New York Co. last year bought a stake in data warehouse
systems company Netik. The aim was to offer more than plain-vanilla custodianship.

Bit by bit, buy-side firms have been showing signs of coming around. In December, for
instance, AXA Investment Managers awarded an extensive administration and operations
mandate to State Street Corp.

But even as custodians campaign for such big prizes, they face unanticipated challenges
and threats -- traceable at least in part to hedge funds.

To satisfy their growing number of institutional investors, hedge funds will have to meet
increasingly stringent requirements for "operational and infrastructure excellence,"
according to a study that BONY commissioned last year from Stamford, Connecticut,
consulting firm Casey, Quirk & Acito. To do so, they need state-of-the-art systems for
trading, portfolio accounting, asset valuation and risk management, as well as provisions
for disaster recovery.

How readily hedge funds will invest in these capabilities remains to be seen; many are
content with the operational support they get from prime brokerages.

The top custodians, however, have all the necessary capabilities, which they routinely
make available to their established buy-side clientele. What's more, BoNY, Citigroup,
HSBC Holdings, J.P. Morgan and State Street have all acquired hedge fund
administration businesses in recent years as a means of entrée into the alternative-
investment arena.

But can these custodians expect to extend their outsourcing reach as the hedge fund
market matures?
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Not necessarily, and certainly not over the long term, says Imran Gulamhuseinwala, a
London-based Mercer Securities consultant and author of an October 2004 report,
"Securities Servicing: Profiting from Outsourcing and Operational Risk," published
jointly by Mercer Securities and Lazard. Gulamhuseinwala sees custodians encountering
more and more competition from both prime brokerages and another technology-savvy
group: correspondent clearing firms.

For the moment, those rivals aren't going after the basic back-office functions of custody
and safekeeping. "Clearers and prime brokers have very robust growth prospects in their
existing businesses," says the consultant. However, as these entities respond to their core
clients' growing demands for data and operational sophistication, they will likely start
branching out, as the custodians have already done, and will compete more directly with
one another.

Some think a new breed of service provider straddling these historically distinct
marketplaces might emerge. One candidate: Penson Worldwide, a Dallas-based holding
company that through a number of subsidiaries offers a laundry list of front-, middle- and
back-office support services, ranging from analytical market data to trade execution to
custody and clearing and settlement.

"It is absolutely accurate to say that correspondent clearers, prime brokers and custodians
do fundamentally the same things for different types of clients," says Chris Gregory,
managing director of Penson's U.K. clearing unit, Penson Financial Services. "To a large
extent, the differences are breaking down at the client level -- clients are making demands
for very specialized services."

Take, for example, Penson's outsourced service for KBC Peel Hunt, a London brokerage
owned by Belgium's KBC Group. Under a November agreement, Penson serves as a
"nominee under mandate" for all U.K. equities, responsible for the registration and
transfer of securities, including the delivery of physical certificates to the Crest
settlements system.

Peel Hunt CEO Timothy Cockroft describes the outsourcing deal as a "strategic move"
and praises Penson for its "flexible approach, industry experience and leading-edge
technology solutions that are unparalleled in the market."

A clearer like Penson begins with a foundation of transaction processing services for
agency and online brokerages that are executing for clients rather than holding their own
positions. Although Penson is clearly branching out -- last July it acquired Irvine,
Californiabased trading technology company Nexa Technologies, and in January it added
Great Falls, Virginia, market database firm Tick Data -- Gregory says there are limits to
how many lines a securities servicer will ultimately cross. For instance, global custodians
alone have the heft to meet the basic custody needs of institutional pension funds, and
only prime brokerages have the research and blue-chip investment banking products that
a long-short hedge fund requires.
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Penson is not the only company bolstering its credentials as a more diversified
outsourcing provider. In November, Roseland, New Jerseybased Automatic Data
Processing's brokerage services unit paid an undisclosed sum to acquire the U.S. clearing
and broker-dealer services businesses of Bank of America Corp., now dubbed ADP
Clearing & Outsourcing Services.

In adding the BofA business, ADP has rounded out what it terms a three-tier strategy: its
traditional back-office brokerage operation; correspondent clearing services, in which
customers rely on ADP's capital for financing; and operations outsourcing. The latter
"lets [self-clearing] customers buy technology services and processing staff from us
without having to use our balance sheet to finance their positions," explains Clarke Gray,
chief administrative officer of the ADP unit.

Are the traditional custodian-outsourcers concerned about such encroachment?

Neil Henderson, senior vice president of securities processing and fund services at J.P.
Morgan Investor Services, acknowledges that competition is on the rise. "The traditional
focus of global custodians has been long-only pension funds," he explains. "But these
have recently expanded into more aggressive investment strategies -- including hedge
funds."

To rise to the occasion, Henderson points out, "custodians have spent a good deal of
money and time developing a range of services tailored to the end investor," such as
client reporting and compliance. A case in point is J.P. Morgan's July 2004 acquisition of
hedge fund servicer Tranaut Fund Administration, which has operations in Boston,
Dublin and Hamilton, Bermuda. The bank can now give clients a more comprehensive
view of their investment portfolios by linking its Views reporting platform with Tranaut's
systems, says Henderson.

Citigroup's Global Transaction Services unit is looking to attract hedge funds by
packaging recordkeeping and other back-office capabilities with Citi's prime brokerage
offerings, such as trade execution. "We can develop some sophisticated financial
accounting tools that will enable funds of hedge funds to obtain a comprehensive view of
all of their investments across different portfolios," says GTS managing director Tom
Abraham.

Wade McDonald, senior vice president and head of client services in the U.K. for State
Street, says the buy side is taking a more selective, "component-based" approach to
outsourcing, which may lead gradually to full-scale outsourcing.

The U.K.'s Gartmore Investment Management went that route over the past few years,
ultimately entering into a lift-out arrangement with HSBC Securities Services, which
since January 2004 has run the entire back office in London. Says Barry Marshall, chief
operating officer of Gartmore's investment division: "I don't think it is wise to outsource
everything at once. You really need to know what you are doing and trying to achieve by
outsourcing."
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Such a component-based approach is made possible by business process management
technology, a tool for coordinating the migration of several disparate functions toward a
desired end state, says Andrew Muir, London-based head of the financial sector practice
at BPM software developer Singularity.

"You can break down the back office into 20 to 30 parts, and many organizations are now
looking to outsource those piece by piece," explains Muir. Buy-side firms are unlikely to
believe that an organization is brilliant at everything it does, he adds, but they are quite
prepared to accept that it can be very good at one or two things.

Muir has labeled the resulting trend "boutique insourcing," in which software or custody
providers build outsourcing businesses around specific competencies. "An organization
that is very good at trade confirmation, performance measurement and attribution, for
example, may see itself having a better chance in the outsourcing market if it focuses on
the quality it offers in those areas."

Muir says the field is wide open now that outsourcing has become a "red-hot topic" for
financial institutions. "I don't think any fund manager has concluded that at least some
form of outsourcing is not a good idea," he says.

Citigroup's Abraham believes the future is bright for broad and narrow outsourcers alike.
"There is plenty of opportunity for niche providers," he asserts. "Firms with specialities
such as pricing and valuation services will find a space in the [hedge fund] market. And
as they get to a certain size, they will be acquired by organizations with large client bases.
It is an ongoing process."

Posted on April 11, 2005
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Alpha Magazine: Tough Customers, feature article

Hedge Funds & Alternative Investments Wednesday, May 18, 2005
Tough Customers

Source: Alpha

Imagine the possibilities: long-bias or short-bias hedge funds, merger arbitrage
funds, European statistical arbitrage funds, U.S. event-driven funds -- up to 193 of
Morgan Stanley Capital International's hedge fund subindexes, sliced and diced
according to any number of risk parameters and neatly delivered up on computer
screens. Morgan Stanley's April 6 announcement that it is plunking down $816
million in cash to buy Barra and integrate the Berkeley, California based risk-
systems pioneer with its majority-owned MSCI heralds a formidable combination of
data and analytics expertise.

But the deal also attests to just how important hedge funds are becoming to data
purveyors and technology suppliers of all stripes. Sales to hedge funds accounted for
much of Barra's 10 percent surge in revenues from risk products, to $34 million, in
last year's fourth quarter. "Barra has a sizable presence in hedge funds," points out
MSCI CEO Henry Fernandez. "There are things we want to do by putting our data
together with Barra's risk analytics."

Fernandez adds that MSCI and Morgan Stanley have only begun to explore the
potential synergies of the impending merger. For instance, Barra recently released a
credit-default-risk predictor that, says Tim Backshall, the firm's director of credit
markets strategy, is "getting a lot of attention in the hedge fund world." The product
would presumably fit nicely with MSCI's fixed-income index products.

Morgan Stanley, a top prime broker to hedge funds, and the cutting-edge Barra can
hardly be said to have just stumbled upon hedge funds. Yet like dozens of
information and technology providers -- dispensers of everything from trading
software and market data to portfolio management systems and fund administration
services -- they are just now realizing what a potentially huge market the burgeoning
sector represents for their wares.

"The hedge fund business is the light, and all of us software companies are like the
little flies being attracted to it," says David Palten, CEO of Eagle Investment
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Systems Corp., a West Hartford, Connecticutbased subsidiary of Mellon Financial
Corp. that specializes in portfolio-management and accounting software.

The hedge fund technology market is so new and so variegated, however, that
analysts are still groping for an estimate of its overall size. But no one doubts the
potential. Pamela Marnell, the Wayne, Pennsylvaniabased vice president of
marketing and business development for SunGard Trading and Risk Systems, which
peddles trading systems to hedge funds and software to hedge fund administrators,
calculates that the assets of hedge funds have soared 1,000 percent since 1993 --
compared with a 258 percent increase in mutual fund assets. Chicago consulting firm
Hedge Fund Research estimates that at year-end 2003 some 6,300 hedge funds and
funds of funds were managing $817 billion. The 100 big-gest hedge funds --
Marnell's most prized prospects -- control 50 percent of those assets.

Denise Valentine, an analyst tracking hedge fund technology for Boston-based
research firm Celent Communications, counts about 30 companies that are actively
selling technology of one sort or another to hedge funds and at least 20 more that are
mapping plans to do so. One admittedly indirect measure of the growth in this trend
is that technology spending by prime brokerages -- which handle many hedge fund
trades and provide financing and other support services -- is increasing at a 13
percent annual clip, compared with flat tech-spending growth over the past few years
by the U.S. asset management industry as a whole, according to Celent. The firm
estimates that tech spending by prime brokerages -- a business dominated by fewer
than ten investment banks, led by Morgan Stanley -- on everything from traders' PCs
to proprietary black-box systems, as well as hedge fundrelated products, will hit $1
billion this year and $1.2 billion by 2006. For perspective, the entire U.S. asset
management industry will spend about $5 billion on technology this year.

Advent Software, a San Franciscobased accounting-systems provider with 450 hedge
fund clients, reckons that as many as 2,000 hedge fund management firms don't use
prime brokerages -- and therefore are in the market for accounting, reporting and
trading systems. Assuming each hedge fund firm spends between $80,000 and
$200,000 on such systems, this market could be worth $160 million to $400 million
(not counting data feeds).

One thing is clear, say tech vendors: As hedge funds proliferate and grow in size,
they will come under pressure to be more open about their activities to clients and to
regulators. To do so, they will need hardware and software as well as advice. The
vast majority of hedge funds, after all, remain small and are neophytes when it
comes to assembling the kind of infrastructure necessary for full-fledged electronic
trading, portfolio accounting and client reporting. "Business will increase as fast as
anything we've seen on the buy side," predicts Advent marketing director Peter Hess.

A sure sign that tech salespeople are out in force: Complaints from hedge fund
managers are rising. The vendors "are very aggressive on their claims," grumbles
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John Kilgannon, a partner at Red Bank, New Jerseybased Rumson Capital. "There
are some that claim they can do A, B, C and D, and then you bring them in and they
only do part of A."

Not about to be left out of this fast-developing market, the giants of fund custody
and administration are also jockeying for position. Bank of New York Co., Bisys
Group, HSBC, PNC Financial Services Group's PFPC subsidiary and State Street
Corp. have all augmented their mutual fund servicing businesses over the past few
years by acquiring hedge fund administrators. BoNY, after buying Bermuda-based
International Fund Administration last year, boosted its hedge fund assets under
administration 45 percent, to $30.8 billion. Marina Lewin, the bank's manager for
alternative-investment services, is projecting similar growth in 2004. (The total was
already up 19 percent, to $36.6 billion, as of mid-April.) Boston's State Street
administers $85 billion in hedge fund assets, New Yorkbased Bisys $75 billion and
Pittsburgh's PFPC $31 billion.

Plainly, though, the market in hedge fund technology and data is still sorting itself
out, and in some ways it's shaping up to be as individualistic and idiosyncratic as
hedge funds themselves. For a start, hedge fund managers pride themselves on being
different from other asset managers, an attitude that carries over to their take on
technology. Almost invariably computer literate, thank you, they tend to feel that
they know precisely what they need to know -- even if that's no more than how to
manipulate an Excel spreadsheet and link up with a prime brokerage.

"All the technology a hedge fund needs is a PC and an Internet connection," says
Hans Hufschmid, CEO of GlobeOp Financial Services, half-jokingly. His London-
and New Yorkbased enterprise nonetheless is busy selling transaction-processing
and administrative services to large hedge funds.

Of course, as with financial service firms, hedge funds' technology requirements
grow as they do. Their needs generally fall into two categories: trading and order
management for front offices, and portfolio management, accounting, compliance
and reporting for middle and back offices. As they grow larger, hedge funds must
wrestle with the same conundrum that vexes commercial and investment bankers:
Should they build or buy systems, own or outsource them?

For many hedge funds, the first and most critical technology choice centers on
trading. It also presents the greatest opportunity for sophisticated systems vendors.
But rarely is it an easy sale. Many hedge fund managers are sophisticated traders
who prefer to build their own systems. For trading shops like D.E. Shaw & Co. and
Renaissance Technologies Corp., technology is such a closely guarded crown jewel
that they would no sooner outsource than divulge the names of clients.

Moreover, run-of-the-mill mutual fund trading systems are woefully unsuited to
handling the heavy (and often long-short) traffic of a hedge fund. "You rarely see a
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buy-side money manager with a $1 billion fund doing 1,000 trades a day, but you
can easily see that with a hedge fund," points out Thomas Kyle, managing principal
of TKM Consultants in Stamford, Connecticut, and a former chief technology officer
at Stamford hedge fund Ardsley Partners.

Nor is sheer processing capacity the only consideration. "The trading system is
where performance matters most," asserts Vijay Kedia, president of Great Neck,
New York based FlexTrade Systems. His company has been selling trading systems
to hedge funds since 1998. "If an extra millisecond is added, you will notice it," says
Kedia. "But if the portfolio [accounting] system gets an update two seconds late, it
won't matter much."

How fast do these systems have to be? "Early adopters of our system were hedge
funds doing 200,000 or 300,000 transactions a day, trading on every tick, without
touching the keyboard," Kedia says. The spread of algorithmic, black-box portfolio
trading has only intensified the demands on systems like FlexTrade's -- and, happily
for the software maker, heightened demand for its products.

Earlier generations of hedge fund traders were power programmers themselves,
notes Eric Goldberg, co-founder of New Yorkbased Portware, which introduced a
high-speed trading system, Portware Professional, about two years ago. "The old-
time quant traders wrote their own execution models because that was the only way
to implement the trading they needed," he explains. "But today you have a lot of
theoretical quants who don't necessarily have programming skills, or they want to
spend all their time on their alpha models. So they look for others to write the
trading systems."

Besides going head-to-head with each other, FlexTrade and Portware increasingly
find themselves competing with a new wave of highly sophisticated, fiercely
competitive trading systems -- deployed on both buy- and sell-side desks -- from
such trading software outfits as New York's Lava Trading and Chicago's Townsend
Analytics as well as high-tech institutional brokerages like Greenwich, Connecticut-
based Interactive Brokers Group, New Yorkbased Investment Technology Group
and UNX of Burbank, California. Explains FlexTrade's Kedia, "As electronic trading
has become more prevalent, the differences between the buy side and sell side have
been blurring more and more."

"Hedge funds have been a growth area for us for about a year and a half," reports
Stuart Townsend, president of Townsend Analytics, which rose to prominence in the
1990s with products for day traders. "It's a logical extension of what we've always
done, but hedge funds are much more demanding than active retail traders, who
might trade 30 to 50 times a day."

Townsend has assigned his New Yorkbased head of global sales, Jeffrey Brown, to
troll for hedge fund business directly and through prime brokerages. "Our
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opportunity started with the explosion in hedge funds in 2001'02," notes Brown.
"They were often self-seeded, they needed legal advice, but they didn't want big
trading or technical staffs. That's a sweet spot for us."

Rumson Capital's Kilgannon is the prototypical hands-off volume trader: He moves
700,000 shares a day in and out of a convertible arbitrage fund. "You want to be able
to capture price moves intraday that would be advantageous," he says. "I have an
algorithm that I click on at the beginning of the day, and it monitors pricing in
dozens of names and accounts. It sends out orders, monitors how they are getting
filled and adjusts the strategies."

Kilgannon chose Portware over FlexTrade as his prime vendor. However, he
discovered a defect. Written in Java code, Portware is a very open system, yet it
didn't link well, Kilgannon says, with a Bloomberg data feed that was important to
Rumson. Portware suggested that Rumson add software from Townsend Analytics
that interfaced well with both Portware and Bloomberg.

And that, says Kilgannon, points up a persistent weakness that traditional tech
vendors will have to address if they hope to penetrate the hedge fund community.
"We needed something that was far more responsive and far more flexible, where
you could build the strategy and the trading execution as a single system," he
explains. "Vendors that have only looked at mutual funds don't have systems that are
sufficiently dynamic."

Move away from trading, and outsourcing is more the rule. In portfolio management,
administration, compliance and reporting -- where timing and control are less critical
-- major software and services vendors see more immediate sales potential.
SunGard's Marnell reports that funds with as little as $200 million under
management have been installing her company's Panorama portfolio and risk
management platform. The appeal: It's scalable, meaning it can grow along with
assets and strategies.

Panorama, however, remains primarily a big-fund product (one user runs 60,000
trades a day through it, 90 percent of them fully automated). By contrast, SunGard's
new HedgePower suite is pitched at a wider range of funds. Spotting a trend,
SunGard in November 2002 acquired Organizer Systems, a Chicago-based company
that had been in the hedge fund and fund-of-funds systems business for two decades.
Organizer Systems then became the nucleus of SunGard's HedgePower application
service provider product line. In the ASP arrangement SunGard runs a hedge fund's
systems remotely, relieving its client of up-front capital investments and
maintenance costs. SunGard filled another gap in June 2003 when it bought Reech
Capital, a supplier of portfolio valuation and risk measurement systems. SunGard
now caters to some 650 hedge funds.

Such ASP offerings are proliferating as vendors try to maneuver their way into the
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hedge fund mainstream. These include single products -- Barra launched an ASP
initiative last year called BarraOne -- as well as full-scale outsourcing, from front-
end trading to back-office accounting and reporting. Aiming to capitalize on the ASP
trend, Windsor, Connecticutbased software house SS&C Technologies announced in
March that it had agreed to acquire bank and hedge fund outsourcer OMR Systems
Corp. from Automatic Data Processing for $20 million. And in April, FNX, a
Philadelphia-based company primarily known for foreign exchange trading systems,
launched Aspen Hedge, describing it as "a fully managed ASP solution for the buy
side."

Meanwhile, hedge funds that are feeling overwhelmed by their ever-more-complex
back-office chores are the target of Oaks, Pennsylvaniabased fund management and
technology servicer SEI Investments Co. A leader in mutual funds administration --
many hedge fund vendors naturally come out of the mutual fund realm -- SEI segued
into hedge funds in 1998, says John Alsheyski, the company's vice president for
hedge fund services. Since then, he says, "the alternative fund space has been the
hottest segment in both asset growth and the number of new products." SEI's hedge
funds under administration have doubled since year-end 2002, to $42 billion.

Alsheyski describes the process that makes a hedge fund receptive to his firm's sales
pitch: "The hedge fund manager might start with one strategy and one prime broker,
but as he grows, he will need multiple prime brokers. That is where complexity
comes into play." The frazzled manager turns to brand-name tech vendors, like SEI,
to simplify his life. "The administrator is the one stop where all this comes together,"
Alsheyski says. "For the hedge fund manager, access to data is probably best
centralized at the administrator, who gets feeds from all the prime brokers, the
investors and the manager."

Stressing its expertise in hedge fund portfolio valuations -- essential to bringing
more transparency to performance -- SEI relies on nine different pricing services and
links to several portfolio management systems, including those of Advent and
SunGard.

Complicating hedge fund administration even more -- and further stimulating
demand for outsourcers like SEI -- is the role of funds of funds, which now account
for fully half of all hedge fund investments. Keeping all those accounts and
subaccounts straight is "a nightmare process" best handled by administrators,
contends Michael Rodgers, sales director at London- and New Yorkbased Netik, a
systems integration company serving hedge funds, prime brokerages and
administrators. Says Rodgers, "It is causing a lot of large hedge funds to say, 'This is
too much work; we need to outsource our back office to take control of this."

Hedge fund administrators confirm this trend. "Our technology and expertise are
what the market is demanding," says BoNY's Lewin. "Hedge fund managers are
looking to simplify their infrastructure. This momentum will increase the amount
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and nature of their outsourcing of back-office operations."

BoNY and other big securities processors aren't the only ones bulking up in hedge
fund administration. SS&C Technologies in December acquired Amicorp Group's
Curagao-based fund administration business, now renamed SS&C Fund Services.
The $66 million-in-revenues SS&C hasn't disclosed the size of the business -- it paid
only $1.8 million in cash plus assumption of some liabilities -- but considers it an
important extension of its outsourcing line. "We believe our combined strengths in
fund administration and technology will set us apart," says SS&C president and CEO
Bill Stone.

But even as the back-office needs of hedge funds and mutual funds converge as the
former grow larger, hedge funds remain in a class by themselves both for risk
management -- they have a voracious appetite for data and analytics -- and for
compliance, a whole new frontier for this loosely regulated industry. "The
[traditional] institutions are driven by the money flows in and out of underlying
funds and by portfolio management concerns," notes UNX product development
director Jeff Brown. "Hedge funds are information-oriented -- they need to deal with
streaming market data and see the depth of the [order] book."

In both pretrade strategy-setting and portfolio valuation and analysis, hedge funds
pride themselves on their sophisticated risk management tools. Their biggest clients,
institutional investors, may be seeking absolute returns rather than gauging
performance by a conventional benchmark, but they still want to know the risks their
hedge fund manager is running through the use of leverage and exotic options so that
they can calculate risk-adjusted returns on capital. Thus specialists in market and
credit risk analysis, such as Algorithmics, Barra, Moody's Corp.'s KMV subsidiary
and RiskMetrics Group have found hedge funds a fairly receptive market in recent
years.

By combining information on a fund's holdings with market data feeds and its own
pricing algorithms, RiskMetrics provides risk measurements that a fund can show to
its investors without revealing its positions. "That works for hedge funds, which
don't want their positions floating around the planet, while investors are entitled to
know what they are exposed to," says Michael Thompson, who in March left the
New Yorkbased company, where he was the market strategist, to become director of
research at Thomson Financial.

Algorithmics cites hedge fund interest in two main areas: providing investor comfort
and looking across multiple funds, especially those in funds of funds, to detect
concentrations of risk. Tom Severance, managing director for North America at the
Toronto firm, says that smaller funds are using risk products to track their positions
in the marketplace, while some of the larger firms are taking a more sophisticated
view to see if they can tweak their strategies to realize comparable returns with
lower risk. "We are starting to see hedge funds of all sizes doing a lot of
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counterparty collateral agreements," says Severance, "and they need a system to
manage that."

Jersey City, New Jerseybased Principia Partners, a provider of trading systems, risk
management tools and back-office infrastructure, has been gaining business from
hedge funds that invest in credit derivatives, according to Douglas Long, architect of
the firm's credit program. As hedge fund managers seek opportunities off the beaten
equities and fixed-income paths, such as in the fast-growing but still not terribly
liquid credit derivatives market, Long says, "they are right on the boundary of where
the market is, and they need to be innovative in how they manage their risk."

Another risk-related data management challenge for hedge funds in particular is
valuing portfolios consisting of exotic instruments. "Hedge funds are dealing with
instruments that are not easy to price," points out Christophe Reech, president of
SunGard Reech. The unit's FastVal valuation system is embedded in SunGard's
HedgePower product. Reech explains it in the context of Long-Term Capital
Management, the hedge fund that nearly collapsed and took the market with it in
1998: "If we had just put a price on the fund, we would suddenly have seen it go to
the floor. But if we had done a profile with risk attached, then we would have seen
that there were some high probabilities that this valuation could be affected because
of liquidity. That is what we call a valuation, rather than just putting a price on it."

More formal hedge fund regulation, meanwhile, could generate plenty of business
for vendors. "There will be a lot more hedge funds if regulation comes into effect
and the business becomes more mainstream," argues Celent's Valentine. She
believes regulatory and compliance requirements will spur demand for "more
controls and better processes" and notes that "there are technology solutions for
that."

SunGard's Marnell observes that institutional investors are already demanding
greater transparency. "In 2002, for the first time, institutional investment passed high
net worth in the hedge funds market, so now the funds have to deal with a different
set of expectations," she says. "While institutional investors want risk reporting and
performance reporting, a pension fund that is stewarding the pension assets of
millions of individuals has a much higher fiduciary responsibility, so it will demand
a different degree of risk reporting" -- not to mention access to underlying data and
independent portfolio valuations. All of that, of course, plays to the strengths of tech
vendors.

Still, hedge fund managers can be difficult customers. Almost by definition, they are
do-it-yourselfers, and that spirit often extends to technology. Tech vendors will need
to be as entrepreneurial and flexible as, well, hedge fund managers themselves.

Meet your customer: New Yorkbased statistical arbitrage hedge fund Double Alpha
Group buys risk software from Barra and relies on an undisclosed administrator. But
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over the past 18 months, it has spent $2 million to build its own execution system for
trading 3 million to 5 million shares a day. Double Alpha has no fewer than 15
employees working on technology -- equal to the number in trading and operations --
despite having less than $200 million in assets.

"We are not very broker-friendly," says CEO Charles Zaffuto. "I want to get those
[execution] costs as close to zero as possible, which gives us a huge edge where
spreads are narrow. If you don't have good execution costs, you will take a
substantial hit, because most of your profit is going to your broker. If you can do it
yourself and bring that penny a share close to zero, then it is worth the $2 million
investment."

Or how about Michel Debiche? The veteran trader set up his own shop, Quantia
Capital Management, in Princeton, New Jersey, in May 2003. He sees some big gaps
in outside technology offerings. Debiche does praise Portware (introduced to him by
Morgan Stanley), which for $2,000 to $3,000 per trader per month makes it possible
to analyze relationships among more than 1,000 stocks at a time and to construct
portfolios on the fly with as many as 1,500 stocks. He marvels that "the bang for the
buck is tremendous. On my one [Compaq computer] rack, I have more computing
power than I ever had working inside some pretty big brokerages during my career."

Yet Debiche complains that he couldn't find an affordable portfolio accounting
system, so he built one himself. And although he used a fund administrator for a
while, he gripes that its system couldn't keep pace with his huge volumes. "There
seems to be an opportunity for a relatively low-cost system for hedge funds -- maybe
not full-blown, but not QuickBooks either," suggests Debiche, referring to Intuit's
popular $200 small-business accounting system.

"The back office has lagged," Debiche continues. "Many fund administrators cannot

handle the flow from people like us. There is tremendous inertia in the back office,
and it isn't any better on the Street." Tech vendors, take note.
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MergerMarket.com: Company Growth News

07/05/2005

Story:

Netik eyeing acquisitions; new 'strategic relationships' in the offing, CEO
says

Netik, a private vendor of financial data management software, may
explore acquisitions because of its thriving business, said CEO John Wise.
A year after London-based Netik sold a 51% interest to listed Bank of
New York, Netik’s annual sales growth has been 80%, Wise said in an
interview. Full-year revenue will exceed USD 20m, he predicted, and the
company will be profitable. He declined to specify the company’s profit.
The eight-year-old company sells data management and warehousing
software to hundreds of Wall Street firms and asset managers for annual
licenses starting at USD 350,000 or a perpetual license starting at USD
1m, Wise said. Netik also charges for services. As a result, the company
generates substantial cash that could be used for acquisitions, the CEO
said.

Bank of New York, usually tied with listed State Street as the top US-
based global custody manager, has helped bring in more customers, Wise
said. At the same time, not being wholly owned by the bank means Netik
is still perceived as being “neutral,” he explained.

Eagle Investment Systems, which is majority owned by listed Mellon
Financial, is the company’s principal rival, Wise said. The CEO said he did
not believe his company will be a target of larger database providers
Oracle or Cognos, which have both made recent acquisitions, as well as
listed Sun Microsystems, which is also buying financial data providers.
Netik also has a technology partnership with listed Advent Software,
which sells its Geneva portfolio management software packages in
tandem with Netik’s InterView and other products. Advent Software is not
an investor in Netik.

Wise, a founder of the company, said he wants to spend more time on
software development. As a result, the company shifted CFO Bill Rockett
to become its first COO and designated VP and co-founder Laura Adams as
chief of staff. A new CFO will be appointed soon, he said.

The company plans to announce several new “strategic relationships” and
consultancy partnerships in the second half, Wise said.

by David Zielenziger
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Posted: 05 Jul 2005
Netik Reports Record Sal rowth In Past Year

Netik LLC, announced Tuesday record sales growth of its data reporting product, Netik
InterView, with a more than 80% in the last 12  months.

2004- 2005 was a milestone year for Netik, signing up 10 new customers. Netik said in a
news release that existing and new customers have helped drive some significant product
enhancements during the year with releases of Netik InterView that included fund of hedge
funds, performance explorer and Netik enterprise  reporting.

Netik's won customers in global asset management, prime brokerage, fund administration
and operations outsourcing. Netik's also said in a statement that its alliance with Advent
Software has also proven to be a significant driver behind this growth where a third of the
new business wins were in the areas of Prime Brokerage and Fund Administration and were
associated with Netik's ability to deliver robust real-time integration with Advent's market
leading Geneva accounting engine. The combination of Netik InterView and Geneva
brings to market highly efficient workflow-governed Data Management, real- time

accounting and flexible premium reporting.

Apart from solving the perennial problem of periodic high-quality client reporting, Netik
InterView provides ready access to a powerful combination of portfolio accounting data,
performance attribution and return data, as well as third-party benchmarks, economic data
and risk analytics, in a manner that delivers strategic intelligence to an investment firm's
executive team. Netik InterView is designed to improve such users' ability to understand
what drives their business by allowing them to interactively analyze and explore
information to discern trends and patterns, thereby deriving insights and allowing
conclusions to be drawn.

John Wise, CEO of Netik said the last year has been an exhilarating ride for Netik and I
am very pleased with our progress in all of the sectors into which we sell in the Investment
Industry."

"We will be maintaining this momentum as we head into 2005/06. We have a very strong
order book and pipeline and I am looking for further quantum growth in the next twelve
months. However, it is vital that we achieve this in a controlled manner and my number-
one priority is to ensure our continued reputation for successful implementations on-time
and on-budget leading to the decision to promote from with-in the company to ensure
Netik's proven methodologies and quality control are lead by senior professionals familiar
with Netik's style of conducting business".
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Netik reports rising sales; promotes
Rockett to COO and Adams to chief of
staff

05 July 2005

Netik LLC, the global leader in delivering information-centric Data Management and
Reporting solutions to the Securities Industry via its Data Warehouse and Investment
Hub product, Netik Interview, today announced record sales growth of more than 80%
over the last 12 months.

Netik has also announced two internal promotions, Bill Rockett, Chief Operating Officer
and Laura Adams, Chief of Staff to ensure Netik's proven methodologies remain in tact
as the management challenge of rapid growth in new customer implementations
continues into 2005/2006.

2004/05 was a milestone year for Netik with stellar revenue growth recorded by the
company with 10 new customer wins. Moreover, existing and new customers helped
drive some significant product enhancements during the year with releases of Netik
InterView that included Fund of Hedge Funds, Performance Explorer and Netik
Enterprise Reporting. Netik's customer wins are in the areas of Global Asset
Management, Prime Brokerage, Fund Administration and Operations Outsourcing. In
addition, Netik's strategic alliance with Advent Software has also proven to be a
significant driver behind this growth where a third of the new business wins were in the
areas of Prime Brokerage and Fund Administration and were associated with Netik's
ability to deliver robust real-time integration with Advent's market leading Geneva
accounting engine. The combination of Netik InterView and Geneva brings to market
highly efficient workflow-governed Data Management, real-time accounting and flexible
premium reporting.

Apart from solving the perennial problem of periodic high-quality Client Reporting,
Netik InterView provides ready access to a powerful combination of Portfolio
Accounting data, Performance Attribution and Return data, as well as third-party
benchmarks, economic data and risk analytics, in a manner that delivers strategic
intelligence to an investment firm's executive team. Netik InterView greatly improves
such users' ability to understand what drives their business by allowing them to
interactively analyze and explore information to discern trends and patterns, thereby
deriving insights and allowing conclusions to be drawn.
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John Wise, CEO of Netik commented: "The last year has been a tremendously
exhilarating ride for Netik and I am very pleased with our progress in all of the sectors
into which we sell in the Investment Industry."

Wise goes on to say: "We will be maintaining this momentum as we head into 2005/06.
We have a very strong order book and pipeline and I am looking for further quantum
growth in the next twelve months. However, it is vital that we achieve this in a controlled
manner and my number-one priority is to ensure our continued reputation for successful
implementations on-time and on-budget leading to the decision to promote from with-in
the company to ensure Netik's proven methodologies and quality control are lead by
senior professionals familiar with Netik's style of conducting business."

By strengthening the senior executive management team the focus will be on operational
control as the key success factor going forward. Bill Rockett, who was hitherto the CFO,
has been appointed Chief Operating Officer and Laura Adams, VP Business
Development and who was a founder of Netik, has been appointed Chief of Staff.

Bill Rockett, as COO, will specifically focus on the delivery and implementation function
globally, ensuring excellence in co-ordination of resources to maintain capacity and to
continue to maximize client satisfaction with on-time/on-budget projects. Prior to joining
Netik four years ago, Bill Rockett worked at Misys Banking Division for 10 years during
which he undertook several roles in both the New York and London including CFO for
both of the US and European regions.

Laura Adams, as Chief of Staff, will co-ordinate global functions and resources. Prior to
Laura Adams' 13 years at Netik where she gained experience in several areas of
management, including Product Development Director, she was employed by TCA
Syntec as Head of Product (Open Hub), and LBMS Consulting and Shell International.

John Wise states, "By Leveraging Rockett's solid background in process and financial
control and focusing this on operations, plus Adam's long experience gained from both
development and client-facing roles, we will be able to support continue high growth in a
controlled and consistent manner. Both Bill and Laura in their new roles will ensure that
processes and standards are maintained and enforced as well as making sure staff,
customers and partners benefit from a consistent approach to our product implementation,
procedures and compliance."
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Securities Industry News: Company Growth News

Netik Achieves Record-Breaking Revenue Growth

July 5, 2005 - NEW YORK AND LONDON - Netik LLC, the global leader in delivering
information-centric Data Management and Reporting solutions to the Securities Industry
via its Data Warehouse and Investment Hub product, Netik Interview, today announced
record sales growth of more than 80% over the last 12 months. Netik has also announced
two internal promotions, Bill Rockett, Chief Operating Officer and Laura Adams, Chief
of Staff to ensure Netik's proven methodologies remain in tact as the management
challenge of rapid growth in new customer implementations continues into 2005/2006.

2004/05 was a milestone year for Netik with stellar revenue growth recorded by the
company with 10 new customer wins. Moreover, existing and new customers helped
drive some significant product enhancements during the year with releases of Netik
InterView that included Fund of Hedge Funds, Performance Explorer and Netik
Enterprise Reporting. Netik's customer wins are in the areas of Global Asset
Management, Prime Brokerage, Fund Administration and Operations Outsourcing. In
addition, Netik's strategic alliance with Advent Software has also proven to be a
significant driver behind this growth where a third of the new business wins were in the
areas of Prime Brokerage and Fund Administration and were associated with Netik's
ability to deliver robust real-time integration with Advent's market leading Geneva
accounting engine. The combination of Netik InterView and Geneva brings to market
highly efficient workflow-governed Data Management, real-time accounting and flexible
premium reporting.

Apart from solving the perennial problem of periodic high-quality Client Reporting,
Netik InterView provides ready access to a powerful combination of Portfolio
Accounting data, Performance Attribution and Return data, as well as third-party
benchmarks, economic data and risk analytics, in a manner that delivers strategic
intelligence to an investment firm's executive team. Netik InterView greatly improves
such users' ability to understand what drives their business by allowing them to
interactively analyze and explore information to discern trends and patterns, thereby
deriving insights and allowing conclusions to be drawn.

John Wise, CEO of Netik commented "The last year has been a tremendously
exhilarating ride for Netik and I am very pleased with our progress in all of the sectors
into which we sell in the Investment Industry."

Wise goes on to say: "We will be maintaining this momentum as we head into 2005/06.
We have a very strong order book and pipeline and I am looking for further quantum
growth in the next twelve months. However, it is vital that we achieve this in a controlled
manner and my number-one priority is to ensure our continued reputation for successful
implementations on-time and on-budget leading to the decision to promote from with-in
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the company to ensure Netik's proven methodologies and quality control are lead by
senior professionals familiar with Netik's style of conducting business".

By strengthening the senior executive management team the focus will be on operational
control as the key success factor going forward. Bill Rockett, who was hitherto the CFO,
has been appointed Chief Operating Officer and Laura Adams, VP Business
Development and who was a founder of Netik, has been appointed Chief of Staff.

Bill Rockett, as COO, will specifically focus on the delivery and implementation function
globally, ensuring excellence in co-ordination of resources to maintain capacity and to
continue to maximize client satisfaction with on-time/on-budget projects. Prior to joining
Netik four years ago, Bill Rockett worked at Misys Banking Division for 10 years during
which he undertook several roles in both the New York and London including CFO for
both of the US and European regions.

Laura Adams, as Chief of Staff, will co-ordinate global functions and resources. Prior to
Laura Adams' 13 years at Netik where she gained experience in several areas of
management, including Product Development Director, she was employed by TCA
Syntec as Head of Product (Open Hub), and LBMS Consulting and Shell International.

John Wise states, "By Leveraging Rockett's solid background in process and financial
control and focusing this on operations, plus Adam's long experience gained from both
development and client-facing roles, we will be able to support continue high growth in a
controlled and consistent manner. Both Bill and Laura in their new roles will ensure that
processes and standards are maintained and enforced as well as making sure staff,
customers and partners benefit from a consistent approach to our product implementation,
procedures and compliance".
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NETIK ACHIEVES RECORD-BREAKING REVENUE GROWTH FOR FISCAL
YEAR AND REORGANIZES MANAGEMENT BY PROMOTING FROM WITH-IN

NEW YORK AND LONDON, JULY 5, 2005 - Netik LLC, the global
leader in delivering information-centric Data Management and Reporting
solutions to the Securities Industry via its Data Warehouse and Investment
Hub product, Netik Interview, today announced record sales growth of more
than 80% over the last 12 months. Netik has also announced two internal
promotions, Bill Rockett, Chief Operating Officer and Laura Adams, Chief
of Staff to ensure Netik’s proven methodologies remain in tact as the
management challenge of rapid growth in new customer implementations
continues into 2005/2006.

2004/05 was a milestone year for Netik with stellar revenue growth
recorded by the company with 10 new customer wins. Moreover, existing
and new customers helped drive some significant product enhancements
during the year with releases of Netik InterView that included Fund of
Hedge Funds, Performance Explorer and Netik Enterprise Reporting.
Netik’s customer wins are in the areas of Global Asset Management, Prime
Brokerage, Fund Administration and Operations Outsourcing. In addition,
Netik’s strategic alliance with Advent Software has also proven to be a
significant driver behind this growth where a third of the new business wins
were in the areas of Prime Brokerage and Fund Administration and were
associated with Netik’s ability to deliver robust real-time integration with
Advent’s market leading Geneva accounting engine. The combination of
Netik InterView and Geneva brings to market highly efficient workflow-
governed Data Management, real-time accounting and flexible premium
reporting.

Apart from solving the perennial problem of periodic high-quality Client
Reporting, Netik InterView provides ready access to a powerful
combination of Portfolio Accounting data, Performance Attribution and
Return data, as well as third-party benchmarks, economic data and risk
analytics, in a manner that delivers strategic intelligence to an investment
firm’s executive team. Netik InterView greatly improves such users’ ability
to understand what drives their business by allowing them to interactively
analyze and explore information to discern trends and patterns, thereby
deriving insights and allowing conclusions to be drawn.

John Wise, CEO of Netik commented "The last year has been a
tremendously exhilarating ride for Netik and I am very pleased with our
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progress in all of the sectors into which we sell in the Investment Industry."

Wise goes on to say: "We will be maintaining this momentum as we head
into 2005/06. We have a very strong order book and pipeline and I am
looking for further quantum growth in the next twelve months. However, it
is vital that we achieve this in a controlled manner and my number-one
priority is to ensure our continued reputation for successful implementations
on-time and on-budget leading to the decision to promote from with-in the
company to ensure Netik’s proven methodologies and quality control are
lead by senior professionals familiar with Netik’s style of conducting
business".

By strengthening the senior executive management team the focus will be
on operational control as the key success factor going forward. Bill Rockett,
who was hitherto the CFO, has been appointed Chief Operating Officer and
Laura Adams, VP Business Development and who was a founder of Netik,
has been appointed Chief of Staff.

Bill Rockett, as COO, will specifically focus on the delivery and
implementation function globally, ensuring excellence in co-ordination of
resources to maintain capacity and to continue to maximize client
satisfaction with on-time/on-budget projects. Prior to joining Netik four
years ago, Bill Rockett worked at Misys Banking Division for 10 years
during which he undertook several roles in both the New York and London
including CFO for both of the US and European regions.

Laura Adams, as Chief of Staff, will co-ordinate global functions and
resources. Prior to Laura Adams’ 13 years at Netik where she gained
experience in several areas of management, including Product Development
Director, she was employed by TCA Syntec as Head of Product (Open
Hub), and LBMS Consulting and Shell International.

John Wise states, "By Leveraging Rockett’s solid background in process
and financial control and focusing this on operations, plus Adam’s long
experience gained from both development and client-facing roles, we will
be able to support continue high growth in a controlled and consistent
manner. Both Bill and Laura in their new roles will ensure that processes
and standards are maintained and enforced as well as making sure staff,
customers and partners benefit from a consistent approach to our product
implementation, procedures and compliance".

102

Prepared by MassingPR, LLC for Netik (2007)



Securities Industry News: Hedge Funds Hire Front office
help

Securities Industry News January 31,2005

Only ane out of ten hedge fund  Hedge Funds Hire Front-Office Help
administrators is really able to
handle the more complex trade By Chris Kentouris, Senior International Editor
order management, valuation,
reconciliation and reporting o .
wiork needed for fund of funds.”  January 31, 2005 - In the hedge fund administration game, what

~ Brian Shapiro, counts are skills, not size, say market players, citing Mellon Corp.'s
CarbonBased Consulting recent acquisition of DPM's $30 billion book as the latest case in
point.

Granted, Mellon is a relative latecomer. Bank of New York, State Street, JP Morgan and Citigroup have
already bought out independent operations over the past few years. But Mellon, like its competitors, is
betting on more than just deep pockets to stand out from the pack.

"We will leverage DPM's platform in the U.S. and Europe, while adding some of Mellon's reporting
capabilities," says Paul Adamo, first VP of Mellon Global Securities Services. Indeed, one of the reasons the
firm was interested in a Mellon takeover was expanding its reach in Dublin, where Mellon already has a
stronghold in institutional fund administration.

The Somerset, N.J. firm's proprietary platform specializes in the valuation of complex over-the-counter
(OTC) derivative instruments, and appropriately so, since over half of its 91 clients are not stand-alone
hedge funds but asset allocators that rely on convertible arbitrage, macro-trading and credit default swaps.
The client base also ties in well with Mellon's traditional strengths in servicing large financial institutions.

The needs of asset allocators are considered far more complex than those of stand-alone funds or "funds of
funds" because the administrator must set up connectivity with multiple fund managers, multiple prime
brokers and multiple administrators. In stand-alone hedge funds, fund administrators typically reconcile the
cash and securities positions of multiple prime brokers with those of a single hedge fund manager. Funds of
funds also rely on a single fund manager, but more closely resemble asset allocators for hedge fund
administrators in that they must reconcile the positions of multiple underlying administrators and prime
brokers for each underlying hedge fund.

Sources say that Credit Suisse and Deutsche Bank are among DPM's roster of asset allocator clients, but
Mellon would not confirm this. DPM has cited the S&P Plus Fund as one of its 91 clients, which in turn
represent about 600 underlying hedge funds.

Of the three hedge fund managers in Mellon Financial's stable, one--Mellon HBV--had already signed up for
DPM's services.

As it approaches $1 trillion in assets under management, the hedge fund industry owes its expansion in
large part to greater interest from pension funds and endowments, which historically have invested in long-
short strategies. U.S. institutional investors are expected to raise their investments in hedge funds to $300
billion from $66 billion over the next five years, according to a joint report by Bank of New York and Casey,
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Quirk & Associates.
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The diversification of hedge fund investors--often referred to as "institutionalization"--has increased the
need for transparency, which in turn is increasing demand for outsourcing of middle- and back-office
services; the Securities and Exchange Commission's requirement that many hedge fund managers register as
investment advisors in 2006 will only encourage that trend, market players predict.

Hedge fund administrators are required to service a product inventory that goes well beyond traditional
bonds, cash and equity funds, and they also often offer order management, risk analysis, performance
measurement, regulatory compliance and other functions previously provided by hedge fund managers
themselves or by a prime broker.

This exhaustive list of requirements naturally forces hedge fund administrators to look more closely at new
software solutions and new ways of leveraging legacy technology. The tie-in with Mellon, for example,
might allow DPM to capture transfer agency business from its clientele, which now typically relies on in-
house platforms or other third-party providers.

The same goes for Citigroup. "Our platform is able to provide all of the services in a consolidated fashion,"
says Richard Ernesti, head of sales for Citigroup's hedge fund administration business, referring to
technology Citi inherited from Forum Financial.

Since acquiring Forum Financial (FF) last year, Citigroup's total hedge fund assets under management has
more than doubled to $12 billion say sources, thanks in large part to networking with attorneys, accountants
and hedge fund consultants. "It's still word of mouth. Unlike their traditional investment fund peers, hedge
fund managers put out few requests for proposals," Ernesti says.

Funds of funds, which account for an estimated quarter of the hedge fund market, are attracting the most
attention from hedge fund administrators because they are popular with institutional investors.

However, according to some industry observers, many hedge fund administrators have a lot of work to do
in fully automating tasks that are still done manually in Excel spreadsheets or helped along by the
piecemeal integration of multiple systems.

"Only one out of ten hedge fund administrators is really able to handle the more complex trade order
management, valuation, reconciliation and reporting work needed for fund of funds," says Brian Shapiro,
president of buy-side consultancy CarbonBased Consulting, who has authored several reports on the state
of technology in the hedge fund arena.

Last week, HSBC confirmed talk that it was expanding in the fund-of-funds arena, inking a licensing deal
with Netik to use an information portal based on its InterView 7 data-management hub. In doing so, HSBC
allows fund-of-funds managers to consolidate information from third-party platforms as well as their own
and HSBC's. This data will initially include the prospectus of the individual hedge fund as well as its past
performance. Fund managers will eventually also be able to automate subscriptions and redemptions
instead of relying on faxes.

It could not be determined how many hedge funds will be involved, how many managers HSBC is
targeting, or when the installation of Netik's Inter View 7 will be finished. HSBC's main hedge fund servicing
centers are in Bermuda, Dublin, Luxembourg, Hong Kong and New York.

"While fund-of-funds managers have always been able to access a multitude of information, the process has
not been efficient," said Alan Smith, global head of client relationship management in the alternative
investments unit at HSBC, which entered the hedge fund administration arena with its takeover of Bank of
Bermuda last year. Smith says Netik's InterView 7 will be marketed to fund-of-fund managers directly
rather than on a private label basis, as other technology providers, such as SunGard, have done. HSBC uses
SunGard software to price OTC derivatives.
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Bank of New York (BNY), which joined the community of hedge fund administrators with its acquisition of
IFA two years ago, will also rely on Netik's technology to expand its fund-of-funds business. "Using Netik,
we can offer automated workflow control tools and Web-enabled reporting," explains Marina Lewin, a
managing director in BNY's hedge fund administration unit. "Integrating the Netik engine with our
safekeeping platform will allow for automated position tracking." She declined to describe the timetable for
implementation.

The choice of Netik is no surprise: BNY bought a 51-percent stake in the software vendor last year.

Also on BNY's agenda is improving how it prices non-exchange traded contracts. Hedge fund managers
must rely on a combination of their own modeling and third-party sources. Hedge fund administrators have
historically rubber-stamped prices provided by their hedge fund managers--a process known as "NAV-lite"-
-but are now doing more and more of their own diligence, as BN indicates.

"The bank will not run its own models, but will diversify the pool of contributors to its pricing of derivative
contracts," says Lewin, although she won't specify the number of pricing sources BNY uses.

While alpha-generation remains the primary driver for hedge fund managers, transparency issues are also
pushing hedge fund administrators to offer risk management and performance attribution tools. Hedge
fund managers are becoming increasingly aware that they must justify their decisions to investors, not only
in order to comply with investment guidelines but also to command the hefty fees they're competing for.

For that reason, more of the money hedge fund administrators' spend on technology in 2005 will be in the
front office than in the back office--a paradigm shift that coincides with the completion of much of the
integration work on newly acquired IT systems.

"We are exploring a number of options, including the measuring of volatility against benchmarks such as
the fed rate to better determine risk for interest rate and other debt contracts," says Gary Enos, EVP and
head of hedge fund administration for State Street.

Faster execution and decision making is another urgent demand, but the jury is out on how the parameters
should be set, and Enos believes the ability to strike daily net asset values for all hedge fund clients is still a
long way off. "Most of our clients still rely on weekly or monthly valuations, and I don't see that changing
any time soon," he says.
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SPEEDING UP STP witH A DatA HUB

he Bank of New

York has ac-

quired a 51 per-

cent stake in

Netik, providing
the data warehouse provider
with financial stability and the
bank with vital software for its
outsourcing business systems
for financial services.

Fred J. Ricciardi, execu-
tive vice president of The
Bank of New York, said the
bank found Netik when it was
looking for technology to fill
out its business process out-
sourcing (BPO) offering.

“Our principal line of business is servicing the
securities market, where we go well beyond being a
custodian,” Ricciardi explained. “We offer compre-
hensive information to our clients around areas
such as accounting, risk management and compli-
ance.” The bank uses the Netik InterView Invest-
ment Hub as part of its BNY SmartSource
outsourcing program. The bank's clients, including
investment managers, hedge funds, banks, bro-
ker/dealers, insurance companies and plan spon-
sors, can subscribe to the Netik platform on a
stand-alone basis or bundled with other services
such as fund accounting, custody or BNY Smart-
Source. Netik will continue to operate as an inde-
pendent software company offering its technology
to BNY and its competitors.

In taking over the functions of an investment
manager’s back office, the bank found its biggest
challenge wasn’t moving the investment activities
over to the bank’s platform — it was integrating the
information back to the client.

“We realized we are integrating back to dozens
of different systems,” said Ricciardi. “In order for
invest management outsourcing to work well, we
need to limit the time and risks around execution.
Using a data warehouse on the client side to link
back to us seemed the magic sauce.”

An asset manager might operate four or more
trading applications. Instead of interfacing each of
those to The Bank of New York, the asset manager
can use Netik to create a data hub warehouse that
contains all his trading and portfolio information.

“Then we can set up a single data communica-

tion with the data hub, and that would in turn feed
our multi-currency accounting and client report-
ing. As they feed us information, that will update
our system and send back updates and reconcilia-
tion live, so they will have current positions and set-
tlement updates for all their positions.”

Data mapping can be the most difficult part of
business process outsourcing, and it can take 12
months or longer to set up, said Ricciardi. By using
Netik's data hub, the bank has its side completed

THE BANK OF NEW YORK

ta and outsources the account-
ing and other services, said Col-
in Close, Netik’s C10. “The asset
manager can keep the data
warehouse on SQL Server inside
his firewall, still have control of
his data, and maintain one con-
nection to the outsourcing
provider.”

For Netik, the investment by
The Bank of New York provides
the financial credibility that
clients want.

“The number one challenge
you struggle with as a software
company that is supplying one
end of a mission-critical opera-
tion is that customers want a financially strong com-
pany,” explained John Wise, CEO of Netik. “Having a
AA-rated bank makes us financially strong.”

Both the bank and Netik were aware that other
banks might be wary of using technology from a
company owned by BNY. Citibank, for example, is a
major user of Netik’s systems (WFS Winter 2001).

“We have many clients in our business who are

before an outsourcing contract is signed. Netik,
which runs entirely on Microsoft technology and
SQL Server, has some excellent tools to map the as-
set manager’s data to the hub, so the process can be
completed in as little as three months.

Reducing time, valuable in itself, also builds
client confidence and makes the outsourcing deci-
sion easier for the asset manager, added Ricciardi.

“Shortening the timeline minimizes the risk, and
it will also minimize cost.”

He expects Netik to also appeal to BNY clients
who are not outsourcing.

“We can distribute this to our non-outsourcing
clients who have the same data integration prob-
lems to solve. We think we can make Netik more
profitable through our global business relation-
ships with the largest fund managers,” Ricciardi
added. “Our starting point with Netik was filling out
our outsourcing strategy, but now we believe we
have a company which has capabilities that are
much in demand in the marketplace.”

also competitors,” said Ricciardi. “We are a Citi
client, and Citi is our client. The fact that we own a
majority interest in Netik should not affect their
competitive edge in the marketplace. One reason
we structured the transaction the way we did is to
maintain their independence. The Netik manage-
ment team stays in place; they are not being merged
into our technology organization.”

The industry is growing accustomed to financial
firms getting into the software business, added
Wise. The Bank of New York bought Sonic Financial
Technologies in March, and Citicorp purchased La-
va Trading over the summer.

“The banks are becoming more and more like
software houses and want to provide these services
to each other,” he said. Where large asset managers
once built much of their own technology, now they
are buying it from software companies or are pay-
ing for it on an application service provider (ASP)
basis. That model is growing, said Wise, and to suc-
ceed it requires that the technology providers be
strong financially.

Placing Netik's InterView at the asset s
site also makes the outsourcing decision easier be-
cause the manager retains his ownership of the da-
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STPZone.com: Netik Enterprise Reporting

11/02/2005 PRODUCT LAUNCH Netik’s Enterprise Reporting application promises to take the
pain out of quarterly and annual client report creation

The new module plugs into the Netik InterView data warehouse and leverages the information
within it to automate the creation of high value client reports; Bank of New York and two asset
managers have adopted it already

Netik has launched an Enterprise Reporting application, designed to plug into the Netik
InterView data warehouse and leverage the investment accounting, performance attribution and
risk information contained within it to deliver aggregated client reporting. Bank of New York,
which owns 51 per cent of Netik, has adopted the Enterprise Reporting application as part of its
outsourcing capability, and Netik says it has two other asset management clients currently using
the module.

Colin Close, Netik COO, explains the capabilities of the new application. “This is a value-added
plug-in to InterView which deals with the need for high quality enterprise reporting among the
investment community,” he told stpzone.com. “It is targeted to meet the challenges asset
managers face in bringing together higher value quarterly or annual reports for their clients. The
creation of these reports is often onerous. Data comes from various different sources, including
portfolio accounting, performance measurement and attribution, economic commentaries from
the economic specialists within the firm and fund portfolio specific commentaries from fund
managers. Firms must then weave this information together in as short a time as possible in a
high quality report pack for distribution in hardcopy and available online as well.”

For many investment managers this is a highly manually intensive exercise, adds John Wise,
Netik CEO. “They have to bring all this information into a package like Publisher or Powerpoint
or even Word. The amount of time taken to do it is very high, and it is also time consuming to
ensure the required integrity by eyeballing documents, not using computers.”

Using Netik’s new Enterprise Reporting application the process can be automated, the vendor
says. InterView contains some 80 per cent of the required transaction based data, Close says, and
workflow technology is deployed to bring together the remaining information from other
sources. “The Enterprise Reporting application enables investment managers to transform this
key touchpoint with clients to achieve mass customisation and ensure the efficient creation of
high quality reports,” he adds.

Clearly there are a number of established client reporting solutions already on the market. Wise
says the Enterprise Reporting module is differentiated in several ways. “Firstly when clients get
the hardcopy report, they can see exactly the same thing on their provider’s web site, and can
click on areas for further information and slice and dice data in different ways. This reduces the
client management required to answer customers’ many questions about how figures were
derived,” he told stpzone.com. “Secondly our solution is accounting system neutral. Thirdly, it is
not challenged from a performance/scale perspective as our research suggests some of the
existing solutions on the market are.”
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Wise adds that the Enterprise Reporting module could be applied to other tasks within an
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investment management firm. “It is very tools based, so you can point it at anything you like. It
doesn’t only do one thing,” he says. “Clients are already talking about using it for the more
standardised daily, monthly and weekly reports. Also, the audience for the reports generated by
the application doesn’t necessarily have to be external. Because our hub goes into the heart of the
investment operation and hooks into the GL, access is available to firmwide executive
information, as well as investment type information, and there is quite a high level of interest in
using the module to pull together monthly executive management packs containing budget
information, for example, an area in which you wouldn’t normally expect a vendor like us to be
involved.

Wall Street & Technology: Netik Enterprise Reporting

Investment Management Newsflashes: Netik Launches Enterprise Reporting Engine
for Client Reporting, and more.
By WS&T Staff

February 10, 2005

Netik, a New York-based software provider for the securities industry, has launched the
Enterprise Reporting engine to facilitate the periodic reporting of portfolio investment
and performance information to an asset-management firm's clients. The Enterprise
Reporting application plugs into the Netik InterView Data Warehouse, the company's
proprietary investment hub, and leverages the investment accounting, performance
attribution and risk information that it contains to deliver aggregated client reporting.

The new application's key features include scheduled, event-triggered and on-demand
report generation; integrated workflow control and integrity checks providing preview,
audit, exception management and delivery-tracking facilities; and consolidated
account/portfolio reporting with the ability to incorporate information from multiple data
sources including the Netik interview data warehouse, free-form commentary, Excel
spreadsheets, Word documents and other external data sources.

NEWS

9 Feb, 2005
Netik Unveils New Fund Manager Reporting Application

Netik, the software company in which Bank of New York bought a 51 per cent stake last year (see
The Bank Of New York Confirms Investment In Netik, has launched a so-called Enterprise
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http://www.globalcustodian.com/main.jsp?type=newsshow&id=10034

Reporting Engine.

The new application plugs into the Netik InterView Data Warehouse, where it can tap into the
investment accounting, performance attribution and risk information that it contains in order to
deliver complex aggregated client reporting, under the control of workflow technology.

Netik says it aims to solve the nightmare of daily, weekly, monthly and quarterly reporting of
portfolio portfolio valuation, P&L, comparative performance, and other investment information,
by fund managers back to their clients.

"Our investment manager clients have been quick to spot the huge benefit of driving enhanced
client reporting via an 'engine' that plugs directly into the Netik InterView Data Warehouse,
leveraging its rich repository of accounting, performance, risk and research information," says
John Wise, CEO of Netik. "These two elements working together produce a highly functional,
efficient and scaleable reporting solution. Netik's approach transforms the client reporting
process into one of 'mass customization' - this means the production and distribution of
customized report packs on a mass basis. We have enabled the Report Packs to be broken down
into their component parts and for each of these components to be produced with maximum
efficiency. The crucial customization occurs in the re-assembly of such components into Board
Quality Report Packs that can give clients the feeling that their report was produced specifically
for them. We enable Asset Managers to gain complete control of this important touch-point with
their clients and enhance their clients' experience."

NETIK LAUNCHES ENTERPRISE REPORTING ENGINE TO DELIVER
WORKFLOW-DRIVEN HIGH QUALITY CLIENT REPORTING

New York and London, February 9 — Netik LLC, the Industry's leading Investment Hub
company today announced its Enterprise Reporting engine to solve the nightmare of periodic
reporting of portfolio investment and performance information to an asset management firm'’s
clients. Netik’s new Enterprise Reporting application plugs into the Netik InterView Data
Warehouse and leverages the dynamic investment accounting, performance attribution and risk
information that it contains to deliver complex aggregated client reporting - all under the
guidance and control of Netik’s sophisticated workflow technology.

Client Reporting is the process whereby asset management firms or their agents must regularly
report back to their clients on portfolio valuation, P&L, comparative performance, etc. ‘Regularly’
means daily, weekly, monthly and quarterly with each frequency requiring increasing depth and
complexity of information. Despite its huge importance as a high profile touch-point with clients,
Client Reporting is universally regarded as a burdensome and inefficient process that is still
highly manual and therefore prone to embarrassing errors. This is particularly so in the
preparation of monthly and quarterly Report Packs that must have very high quality, so-called
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‘Board Quality” output, often delivered in hard copy. Data must be assembled from multiple
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sources, both within and outside the firm, including unique commentaries. Client Reporting is
thus a data management problem of huge proportions. The process is very complex; it is a
recurring nightmare for Investment Managers and Investor Services vendors and it is ripe for re-
tooling and re-engineering and this is exactly what Netik has done with its’ new enterprise
reporting application.

Netik InterView 7 ensures that the disparate inputs to clients’ reports are gathered together and
staged in consolidated form in the Data Warehouse. Netik’s Enterprise Reporting engine then
provides the key workflow and production capability for the high-volume, premium quality
creation of report schedules, the customizable selection of combinations of these components into
report packs and then the controlled authorization and distribution of these Packs to clients.

John Wise, CEO of Netik states: “Our Investment Manager clients have been quick to spot the
huge benefit of driving enhanced Client Reporting via an ‘engine’ that plugs directly into the
Netik InterView Data Warehouse leveraging its’ rich repository of accounting, performance, risk
and research information. These two elements working together produce a highly functional,
efficient and scaleable reporting solution.”

Mr. Wise states further: “Netik’s approach transforms the client reporting process into one of
‘mass customization” - this means the production and distribution of customized report packs on
a mass basis. We have enabled the Report Packs to be broken down into their component parts
and for each of these components to be produced with maximum efficiency. The crucial
customization occurs in the re-assembly of such components into Board Quality Report Packs
that can give clients the feeling that their report was produced specifically for them. We enable
Asset Managers to gain complete control of this important touch-point with their clients and
enhance their clients’ experience.”

Netik's Enterprise Reporting facility (E-R) provides today’s requirements for automating and
streamlining the workflows required for the production of Board Quality customer Report
Packs. Features include:

v" Boardroom Quality Report Production including Graphs, Charts and Pictures

v" Fully Customizable Report Definitions and File Extracts with the ability to
incorporate custom inserts from economic analysts and the Fund Manager, including
Excel Spreadsheets, Word Documents and Portable Document Files (PDF)

v" Scheduled, Event Triggered and On-Demand Report Generation

v" Packaged, Table of Contents, ‘Print Shop” Ready Output including Multiple Copies,
Multiple Recipients with Names and Addresses

v" Integrated Workflow Control and Integrity Checks providing Preview and Audit
Capabilities as well as Exception Management and Delivery Tracking Facilities

v' Ability to View/Preview Reports Internally and over the Internet
Multiple Output Formats Including PDF, XLS, DOC, XML and Hardcopy

\

v" Consolidated Account/Portfolio Reporting with the ability to incorporate
information from Multiple Data Sources including the Netik InterView Data
Warehouse, Free-Form Commentary, Excel Spreadsheets, Word Documents and
other external data sources.

113

Prepared by MassingPR, LLC for Netik (2007)



About Netik

Netik is the global leader in providing Data Warehouses and Investment Hubs for the Securities
Industry. Netik's information-centric Data Management and Reporting Solutions are based upon
a uniquely powerful data model that has been engineered to sit at the heart of Investment
Operations and supports Institutional Asset Managers, Wealth Managers, Private Bankers, Fund
Administrators, Prime Brokers, Custodians and Investment Operations Outsourcing providers.
Netik's proposition solves the perennial problem of how to handle financial data from increasing
numbers of sources, rationalize, transform and reconcile it and accurately route, store and
warehouse it so that it can be leveraged as information for front-line business decisions. For more
information visit www.netik.com.

Published:
09 February 2005

Netik LLC, the Industry's leading Investment Hub company today announced its Enterprise
Reporting engine to solve the nightmare of periodic reporting of portfolio investment and
performance information to an asset management firm's clients.

Netik's new Enterprise Reporting application plugs into the Netik InterView Data Warehouse
and leverages the dynamic investment accounting, performance attribution and risk information
that it contains to deliver complex aggregated client reporting - all under the guidance and
control of Netik's sophisticated workflow technology.

Client Reporting is the process whereby asset management firms or their agents must regularly
report back to their clients on portfolio valuation, P&L, comparative performance, etc. 'Regularly’
means daily, weekly, monthly and quarterly with each frequency requiring increasing depth and
complexity of information. Despite its huge importance as a high profile touch-point with clients,
Client Reporting is universally regarded as a burdensome and inefficient process that is still
highly manual and therefore prone to embarrassing errors. This is particularly so in the
preparation of monthly and quarterly Report Packs that must have very high quality, so-called
'‘Board Quality' output, often delivered in hard copy. Data must be assembled from multiple
sources, both within and outside the firm, including unique commentaries. Client Reporting is
thus a Data Management problem of huge proportions. The process is very complex; it is a
recurring nightmare for Investment Managers and Investor Services vendors and it is ripe for re-
tooling and re-engineering and this is exactly what Netik has done with its' new enterprise
reporting application.

Netik InterView 7 ensures that the disparate inputs to clients' reports are gathered together and
staged in consolidated form in the Data Warehouse. Netik's Enterprise Reporting engine then
provides the key workflow and production capability for the high-volume, premium quality
creation of report schedules, the customizable selection of combinations of these components into
report packs and then the controlled authorization and distribution of these Packs to clients.
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John Wise, CEO of Netik states: "Our Investment Manager clients have been quick to spot the
huge benefit of driving enhanced Client Reporting via an 'engine' that plugs directly into the
Netik InterView Data Warehouse leveraging its rich repository of accounting, performance, risk
and research information. These two elements working together produce a highly functional,
efficient and scaleable reporting solution."

Mr. Wise states further: "Netik's approach transforms the client reporting process into one of
'mass customization' - this means the production and distribution of customized report packs on
a mass basis. We have enabled the Report Packs to be broken down into their component parts
and for each of these components to be produced with maximum efficiency. The crucial
customization occurs in the re-assembly of such components into Board Quality Report Packs
that can give clients the feeling that their report was produced specifically for them. We enable
Asset Managers to gain complete control of this important touch-point with their clients and
enhance their clients' experience."

Netik's Enterprise Reporting facility (E-R) provides today's requirements for automating and
streamlining the workflows required for the production of Board Quality customer Report Packs.
Features include:

* Boardroom Quality Report Production including Graphs, Charts and Pictures

¢ Fully Customizable Report Definitions and File Extracts with the ability to incorporate custom
inserts from economic analysts and the Fund Manager, including Excel Spreadsheets, Word
Documents and Portable Document Files (PDF)

® Scheduled, Event Triggered and On-Demand Report Generation

¢ Packaged, Table of Contents, 'Print Shop' Ready Output including Multiple Copies, Multiple
Recipients with Names and Addresses

* Integrated Workflow Control and Integrity Checks providing Preview and Audit Capabilities
as well as Exception Management and Delivery Tracking Facilities

¢ Ability to View/Preview Reports Internally and over the Internet
* Multiple Output Formats Including PDF, XLS, DOC, XML and Hardcopy

¢ Consolidated Account/Portfolio Reporting with the ability to incorporate information from
Multiple Data Sources including the Netik InterView Data Warehouse, Free-Form Commentary,
Excel Spreadsheets, Word Documents and other external data sources.
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Securities Industry News: Keeping Data Projects on an even keel

Securities Industry News

January 31, 2005 What Makes Markeats ww securitiesindustry.com

Keeping Data Projects

Bv Cumis KenTouRis
E meuring that dat is accurase and

s timely is easier said than done. In
fact, it is just one issuc among many for
the warld$ largese securitics firms o chey
face the challenge of managing informa-
tion on the securitics they erade and
prooess, and their clients and counterpar-
ties,

Other gquestions  concern whether
information should be ceneralized in a sin-
gle repository, who should be in charge of
the data and how o savisfy a diverse
group of users in different business lines,
[Jara managers also faoe the difficult sk
of cxplaining o management that a
multi-million-dollar, enterprisewide data
project is necessary, although ic may be
virtnally impessible w0 quantify the pro-
JCCES TEHIm O investmnent.

T hese were among the wopics raised in
presentations and pancl discussions at a
Financial Tnformation  Management
(Fima) conference lase week in MNew
York. The conference agenda focused on
maximiging cfficiency and minimiing
risk in managing data.

“What really started w drive home the
importance of tackling data govemance
and the issue of cwnership is the frenetic
pace of how finandal shops integrae dan
into their operational infrastruceare,”
said Predrag Diedarevic, president of the
data management services unic of consul-
tancy Capeo, “A decade ago the remedy
wis o buy or build best-of- breed sofe-
ware for each wype of data, each with its
own database and vendor feed inpus,
This approach tended to turn the enter-
prise into dogens of daa siles depending
an the tepe of instrument and location of
the users.”

Dizdarevic and ather speakers noted
that regulitory pressures, including

DATA MANAGEMENT

Pedrag Dixdarevic

Basel 11, anti-money-laundering meas-
ures and know-your-cuseomer  rules,
combined with the need w0 reduce cost
and risk. have compelled firms to ke a
closer Inok ae their dam management.
For many, this has led o a consistent,
enterpriscwide view of dawm that ranges
from simple ¢nd-of-day pricing to com-
plex corporate actions and information
on institneional and rewail clienes.

“We were faoad with the nesd for
straight-through  processing  under
incressed trading volumes and scruting by
regulators,” said James Perry, vice presi-
dent of da quality at Goldman Sachs &
Co., one of several speakers at the Fima
show who discussed the problems encoun-
wered in staming an enterprisowide daa
management projece. In his presentation
on the pros and cons of establishing a sin-
gle “golden copy™ of reference data, Perry
recalled that when he began at Goldman
Sachs in 1999, there were several databases
around the globe that were tied o the local
market and individual produces. Rather
than rely on a “big bang™ reprogram-
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On an Even Keel

ming, he recommended phasing in each
region: The U8, was phased in first in
two steps—eguities then fived income,
MNext came Furope; Asia was last. The
cntire process took three years o gee
into “fourth gear” as he described it T
was an additional year before ivwas “fully
miature,”

The phased implementation ensured
what Perry and other speakers called the
shorterm results of an enterprisewide
data projece. The ability to demonstrate
these shore-tenm results helps projeces
gain companywide support. “Once the
U 5. equities staff realieed che benefis of
the process, word spread o other depart-
ments, sowe didn’t have to lobhy hard o
win the support of the U5, fixed-income
veam,” said Perry. “They juse called up
CAQET t0 Sign on w0 the program.”

Centralizing data int a single reposi-
tory raises a key question: Who will be in
charge of emsuring the quality of that
data? Perrys 17-member data qualivy
group has control of any changes o daa
and will not randomly aleer daea in the
centralized database just for the sake of
helping a downstream application, “T"m
not concerned abooe which  different
business lines use the dam or how they
manipulate the data,” said Perry. “But 1
want to ensure that the data in the repos-
itnry is aocuraee.”

In the case of Putnam Invesaments, the
creation of a centralized socuritics data
began in the late 19905, prompred by
operational costs resulting from rading
errors, Last vear, the effor led o the cre-
ation of a single team under the direction
of Stephen Goff, vice president of market
data services,

Previously, ensuring market data qual-
ity fell o two separate units; Goff
described one as a “desktop team”
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responsible for ensuring that contraces on
deskeop applications with vendors were
administered  correcely. Another unit
addressed  dam validacion  and  was
charged with ensuring actual data accura-
y. The new market dat services unit
new reports o Pumam® chief adminis-
trative officer, who had also overseen the
desktop team. The data validation eam
previcushy re |J-c:-r|:u| to the chief wchnaol-
ogy officer.

The change in data governance means
that Putmam can maingin one relabon-
ship with its dam vendors racher than
twia, and it requires all of the money man-
agers deparuments o negotiaee any pur-
chase of a dat service through the mar-
ket daca services unie. This allows the
Company o gain more volume disoounts
on its vendor contraces. An invenory-
tracking system installed lase vear allows
the firm w moniwor spending wich third-
party informaticn providers and the use
of the dollars down o individual depare-
ments and staffers. This year the platkorm
will be adapeed o allow Punam w allo-
cate budgets for data spending by depart-
ment, said Goff.

Merits sside, cvery data repository
project requires careful planning. “1 hear
the buzeword “daea cear’ mentioned, but
in reality, you necd a dedicared opera-
tions and technology staff working
together,” said Perry of Goldman Sachs,

“I may be in operatons, but 1 have coun-
terparts on the technology side involved.”

But how do you prove retarn on
investment, I:-.ﬂ.-nml oot swings from the
reduction in operating |1I.1th'-n11l. i
not only have o cine -..-c:nnpl-:.—m:-h.'. hat can
o wrong from peers bue ake surveys of
the disatisfaction of ineemal seoffers and
have acoess to folks who can speak o the
appropriate senior-level people,” said
David Goldberg, U5, head of data man-

agement for UBS Investment Bank, in a
talk on the data managers role in develop-
ing a global dat management initative.
While mose panelsts at the Fima con-
ference cited the merits of a single, enter-
prisewide gol den copy of dat, one excep-
tion was Christopher Mose, executive
dircctor of data and cliene reporting for
Muorgan Stanley & Co., who said his
firm’s reeail Operations Unit is creating @
data warchouse of sors for client infor-

" hear the
buzzword ‘data czar
mentioned, but
in reality, you need
a dedicated operations
and technology staff
working together.”

—Jamwies Parry,

Coolctaman Sacky & Ca,

mation. “We will never build a single
repository, so the gnlxlulr COpy W ill really
be o bi-directional golden link,” he said.
“There will .1|1.'..1l.\ be silos that disagree
with each other, and some l.IL'll'IFI:I'I'ILI'II:‘-
that just don’t want to share informa-
tion.” His presentation addressed ehe risk
MANAGEMICNt S5 associated wich par
client data.

Unlike data for insdmdonal cliens,
which must be based cm hierarchics wo par-
ent firms and documeneion from official
sourees, infonmaton for reeail dients necds
w be more fexible: Te muse cake inm
acconnt 3 multivde of legal mames, nick-

Netik

names, residential and business addresses as
well as relationships le'minn-lnal\:ing
parties sich as a parent, spouss or truss fund.

Mese estimaws thar Morgan !\'r.ml-.-g.'ia
financial advisers will cut one hour a week
from their client preparation time, which
would allow them o spend more dime on
sales, Henoe, the project when comples
cid—Mose  declined  to specify
timetahle—will effecrively add 206 finan-
cial advisers to the companys roswer.

Morgan Stanleys analysis of return on
investment appears to reflect 1 growing
industry wend where firms are secing the
benefits of data MAnALEMeEnt  Projeces:
The end goal is no longer simply regula-
tory complianoe, cost CURHDE OF opera-
vional efficiency but revenue groweh,

At Chapel Hill, M.C. money manager
Smith Breeden Associates, what began as
a counterparty data project in 2004 aimed
at |‘lI|F|||rIﬂ' anti-money-laundering
requirements has transformed into a
broader program o creare a single daea
warchouse for client and securities maseer
files, which will rely on Metk’s InwerView
7 data warehouse. “We will benefie from
|11nn.--:in|:-|1i.~'~|:i-.':1t-.-x| client reportng and
are able to increase the amount of dae
stomed based on growing rade volumes,”
saidd Marianthe Mewlill, chicf nperating
officer ar Smith Broeden, which has 528
billion under management.

While Smith Breeden’ projoce will be
completed over three years, effons at
other buy- and sellside firms could ke
far longer. Several speakers noted chat the
duration of a projec is wypically a func-

tion of the sige of the organiation and
the complexiy nFmt-.u,rmnq*l repository
with multiple downstream applications.
The lengthy timetables will undoobwedly
reduce the reeurn on invesament for these
projeces and make it more difficult o get
management to endorse the effore.

2007 Sourceladia, Ine. amd Securities Inclusiry Mews,
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STP Magazine: colin Close Thought Leadershin on client reporting

By Colin Close

STP Magazine

Banishing the nightmare

A data warehouse is key to automating client reporting

These days, COOs within buy side and investor
services firms will rarely invest in pure’ STP pro-
jects. With investment strategies embracing com-
plex alternative instruments whose support oper-
ations are necessarily so manual, there is clearly
still much to go for, but rather than invest directly
in their operations, buy side firms prefer to export
the problem of achieving a highly efficient back-
office. Qutsourcing is the new hip philosophy.

An area that continues to attract technology dol-
lars is customer interaction, whether via paper,
electronic documents or web based delivery for
queries or data mining. This has become a main-
stream requirement since a few banks led the way
by delivering multi-channel customer interaction.

There is a subtle link between STP and cus-
tomer interaction. The link is to be found within a
key branch of customer interaction, client report-
ing. This is the process whereby asset managers
or their agents must regularly report back to
their dlients on portfolio valuation, P8L,
comparative performance et cetera. Despite
its importance as a high profile touch-point
with clients, client reporting is universally
regarded as a burdensome process that is
still highly manual and therefore prone to
embarrassing errors. This is particularly so in
the preparation of monthly and quartery
report packs that must have very high qual-
ity output aften delivered in hard copy. Data
must be assembled from multiple sources,
both within and outside the firm, including
unique commentaries. Client reporting is
thus a data management problem of huge
proportions and is ripe for re-engineering.

To understand the full extent of the prob-
lem, ane needs to look at the stages of the
process: collection and consolidation of the infor-
mation, integrity checking: selection of relevant
information and formats required by the cus-
tomer, authorisation of the pack of information
and scheduling the information to be distributed
through multi-channels.

The task of collection is substantial, as data will
be distributed across multiple platforms within the
enterprise and will include sources outside the
firm as well. Portfolio accounting information may
reside in several different accounting platforms in
the firm. In addition to accounting information,
the process must bring together infermation from
the transfer agent plus fund performance and risk
analytics along with econamic commentaries and

tailor-made commentaries from the fund manag- |

er himself.
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Once these disparate inputs are gathered
together and staged in consolidated form, their
integrity will need to be checked for consistency.
It is at this point that many firms find the need to
intervene with manual adjustments to numbers
and tables. This stage will be either simple for very
straightforward reports or significantly more com-
plex for monthly/quarterly board quality reports.

The next set of tasks converts the assembled
data into information. Individual report schedules
are run, data is cut and pasted, staff mess around
with formats and templates. Once the information
is in the correct format the documents need to be
checked and authorised before distribution.
Distribution will be both paper and electronic and
must be carefully scheduled. Many of these cus-
tomer reports must be produced within a short
period at the end of the month.

If ever there was a process that needed
automation then this is one. There are two critical
elements to re-engineering client reporting. The
first element is a new generation of reporting
engine that can transform the reporting process
into one of mass customisation — the production
and distribution of customised report packs on a
mass basis. The key pre-requisites to the process
are the initial two tasks of data collection and con-
solidation. The question is, collection and consol-
idation to what and through what? Even the best
of reporting engines will be rendered useless
without these data and information management
aspects. The answer is a data warehouse and this
is the second critical element.

The reporting engine must: have workflow tools
that govern the definition and assembly of report
packs with a different shape from one client to
the next; break down each type of report pack
into its constituent modules and focus on
automating the production of these modules in
the most efficient manner possible; make the
client feel this report was produced specifically for
her; continually check the data for consistency;
and deliver the end result across multiple chan-
nels.

But it is most definitely the data warehouse that
enables such a reporting engine to do its job
properly. Through data warehousing ‘combining
integration, data checking and reconciliation,
report writing, workflow and & complete data
model of the financial industry, the client report-
ing process can be highly automated today. Thus
the recurring nightmare becomes merely a bad,
dim and distant memory.

Colin Close /s COO at Netik

October 2004
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NETIK LAUNCHES ENTERPRISE REPORTING ENGINE TO DELIVER
WORKFLOW-DRIVEN HIGH QUALITY CLIENT REPORTING

Netik’s new Enterprise Reporting application plugs into the Netik InterView Data
Warehouse and leverages the dynamic investment accounting, performance attribution
and risk information that it contains to deliver complex aggregated client reporting — all
under the guidance and control of Netik’s sophisticated workflow technology.

Client Reporting is the process whereby asset management firms or their agents must
regularly report back to their clients on portfolio valuation, P&L, comparative
performance, etc. ‘Regularly’ means daily, weekly, monthly and quarterly with each
frequency requiring increasing depth and complexity of information. Despite its huge
importance as a high profile touch-point with clients, Client Reporting is universally
regarded as a burdensome and inefficient process that is still highly manual and therefore
prone to embarrassing errors. This is particularly so in the preparation of monthly and
quarterly Report Packs that must have very high quality, so-called ‘Board Quality’
output, often delivered in hard copy. Data must be assembled from multiple sources, both
within and outside the firm, including unique commentaries. Client Reporting is thus a
Data Management problem of huge proportions. The process is very complex; it is a
recurring nightmare for Investment Managers and Investor Services vendors and it is ripe
for re-tooling and re-engineering and this is exactly what Netik has done with its’ new
enterprise reporting application.

Netik InterView 7 ensures that the disparate inputs to clients’ reports are gathered
together and staged in consolidated form in the Data Warehouse. Netik’s Enterprise
Reporting engine then provides the key workflow and production capability for the high-
volume, premium quality creation of report schedules, the customizable selection of
combinations of these components into report packs and then the controlled authorization
and distribution of these Packs to clients.

John Wise, CEO of Netik states: “Our Investment Manager clients have been quick to
spot the huge benefit of driving enhanced Client Reporting via an ‘engine’ that plugs
directly into the Netik InterView Data Warehouse leveraging its’ rich repository of
accounting, performance, risk and research information. These two elements working
together produce a highly functional, efficient and scaleable reporting solution.”

Mr. Wise states further: ”Netik’s approach transforms the client reporting process into
one of ‘mass customization’ — this means the production and distribution of customized
report packs on a mass basis. We have enabled the Report Packs to be broken down into
their component parts and for each of these components to be produced with maximum
efficiency. The crucial customization occurs in the re-assembly of such components into
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Board Quality Report Packs that can give clients the feeling that their report was
produced specifically for them. We enable Asset Managers to gain complete control of
this important touch-point with their clients and enhance their clients’ experience.”

Netik's Enterprise Reporting facility (E-R) provides today’s requirements for automating
and streamlining the workflows required for the production of Board Quality customer
Report Packs. Features include:

* Boardroom Quality Report Production including Graphs, Charts and Pictures

* Fully Customizable Report Definitions and File Extracts with the ability to incorporate
custom inserts from economic analysts and the Fund Manager, including Excel
Spreadsheets, Word Documents and Portable Document Files (PDF)

* Scheduled, Event Triggered and On-Demand Report Generation

* Packaged, Table of Contents, ‘Print Shop’ Ready Output including Multiple Copies,
Multiple Recipients with Names and Addresses

* Integrated Workflow Control and Integrity Checks providing Preview and Audit
Capabilities as well as Exception Management and Delivery Tracking Facilities

* Ability to View/Preview Reports Internally and over the Internet

* Multiple Output Formats Including PDF, XLS, DOC, XML and Hardcopy

* Consolidated Account/Portfolio Reporting with the ability to incorporate information
from Multiple Data Sources including the Netik InterView Data Warehouse, Free-Form
Commentary, Excel Spreadsheets, Word Documents and other external data sources.

About Netik

Netik is the global leader in providing Data Warehouses and Investment Hubs for the
Securities Industry. Netik's information-centric Data Management and Reporting
Solutions are based upon a uniquely powerful data model that has been engineered to sit
at the heart of Investment Operations and supports Institutional Asset Managers, Wealth
Managers, Private Bankers, Fund Administrators, Prime Brokers, Custodians and
Investment Operations Outsourcing providers. Netik's proposition solves the perennial
problem of how to handle financial data from increasing numbers of sources, rationalize,
transform and reconcile it and accurately route, store and warehouse it so that it can be
leveraged as information for front-line business decisions. For more information visit
www.netik.com.
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NEWS

9 Feb, 2005
Netik Unveils New Fund Manager Reporting Application

Netik, the software company in which Bank of New York bought a 51 per cent stake last year (see
The Bank Of New York Confirms Investment In Netik, has launched a so-called Enterprise
Reporting Engine.

The new application plugs into the Netik InterView Data Warehouse, where it can tap into the
investment accounting, performance attribution and risk information that it contains in order to
deliver complex aggregated client reporting, under the control of workflow technology.

Netik says it aims to solve the nightmare of daily, weekly, monthly and quarterly reporting of
portfolio portfolio valuation, P&L, comparative performance, and other investment information,
by fund managers back to their clients.

"Our investment manager clients have been quick to spot the huge benefit of driving enhanced
client reporting via an 'engine' that plugs directly into the Netik InterView Data Warehouse,
leveraging its rich repository of accounting, performance, risk and research information," says
John Wise, CEO of Netik. "These two elements working together produce a highly functional,
efficient and scaleable reporting solution. Netik's approach transforms the client reporting
process into one of 'mass customization' - this means the production and distribution of
customized report packs on a mass basis. We have enabled the Report Packs to be broken down
into their component parts and for each of these components to be produced with maximum
efficiency. The crucial customization occurs in the re-assembly of such components into Board
Quality Report Packs that can give clients the feeling that their report was produced specifically
for them. We enable Asset Managers to gain complete control of this important touch-point with
their clients and enhance their clients' experience."
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Securities Industry News: Netik in Hedge Funds Feature

Securities Indust

News
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Hedge Funds Hire Front-Office Help
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STP Magazine: Feature on Data Management Trends for 05

The fashion of the season

Regulatory and compliance pressures have pushed improved data
management high up the agenda for all types of firms, but
building a business case for investment in this area is not

straightforward, and success is by no means guaranteed

By Luke Jeffs

Data management has become
one of the greatest challenges
facing buy and sell side firms as
they struggle to come 1o terms with
new regulatory compliance require-
ments and increased pressure on
operational platforms. There are
new methodologies coming to mar-
ket, however, that might allow them
to mitigate these responsibilities.
Data management is as old as the
capital markets business itsell, but it
is only relatively recently that the
importance of effective data man-
agement has generated the attention
it warrants. This change of profile is
panly da response o new regulation
and partly following the realisation
that inaccurate or old data is perhaps
a greater influence on operational
inefliciency than any other single
factor.
Some 10 years ago the infatuation
was with the [unctionality of indi-

STP Magazine

vidual software solutions, a bias fol-
lowed by a focus on the interoper-
ability of systems as firms discovered
that the best of breed approach was
not necessarily practical. In the past
three years the emphasis has
changed again from the openness of
systems to the need for consistent
data management architectures
across not only individual process
flows but entire organisations.
Efficient data management, we are
told, has the potential to improve
both your trading and operational
efficiency, while keeping customers
sweet and the authorities from dark-
ening your door. It almost sounds
too good to be true.

The reality, however, is that justi-
fying an investment in, and then
implementing, a data management
solution represents a complex set of
challenges. The return on invest-
ment that firms might expect from a
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new data management regime is not
casy 1o ascertain. Losses derived
from settlement failure may be
quantifiable, but it is not always
obvious to what extent inaccurate
data was responsible for any failure.
The potential savings that can be
generated from rationalising data
feeds are more tangible. Yer the rev-
enue that would have been derived
from trading opportunities that a
firm has not be able to take exploit
because of lack of data and the
potential ramifications from the reg-
ulators following non-compliance
are impossible to value.

Installing a data management in-
frastructure is no mean feat either.
Establishing a single, enterprise-
wide data repository is understand-
ably a massive undertaking and as
such it requires significant resource
and stamina. Many large institutions
have attempted these implementa-

December 2004/January 2005
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tions in the past and been et with
varying degrecs of success. Data
magagement  solutions  and  the
resources that support them have
improved caponentially over recent
years, but neweomers o (his busi-
ness should be under no illusions
that ihis i a sinple project. The
rewards are powentially great but
they cone al & nrice,

Unforiunately many investment
banks and mavagers have liule
choice but 1o undertake this arduens
Journey. According 1o a reeent report
by Accentire entitled Data Manage-
meny: The Quest [or Quality. the -
erous maimenance and reporting of
mformation s now a regulatony
ilnpmmi\‘c lenr eapital markels firms,
“The capital markes indosiry has
falleny belingd o tis ahil ns-
form ravw data into usehul wforma-
tion gl instelir, Part ol the problem
is culyral v s generaied inomul-

December 2004 /January 2005

iiple business silos at the point of
need, and enc time initiatives are
launched ouly lor spedilic purposcs
sucl as consolidaing diem data.
miligating cienticounterparty visks,
and analysing opportuniity costs.”
The disparate data framework that
firms rely on aeday directly con-
tributes 1o sub-optimal trading, inac-
curate customer statemems, ineffi-
cent corporale acllons processing
angd the tkelthood that olients rec-
cive an incorrect entitlement, ox-
plaing the report. There i a lack of
standardisation of data classification
and managerent across the indusiry
and individual [inms, Accenture adds.
Speaking 1o TP Pat Tsien, paruier
at Accemiure and author of the e
port. deseribes the current praciices
of fnanctal services institutions as
problematic, “Today, the vast major-
iy ol fivms have their veference data
residing in different vertical silos.
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This creates problems in ferms of
moniioring the data ag it is used
across orsanisational boundaries and
Jifferent underlyving applications.
There is also a massive challenge in

terms of pulling i1 all together tor the

purpases of reporting, particularly
for risk management purposes.”

Asset Control is one provider of
data management solutions Lo banks
and the buy side. ts CEO Ger Rosen-
kamp concurs with Telen's ohserva-
1o, “Before adopiing Asser Control,
our clicats wpically manage 1heir
data in decentralised data silos sup-
porting different types of data, spe-
cific applications or various global
alfices, when this approach reaches
fts siructural limiations in handling
new 1ypes of data ar meeting new
huosiness requirenients or simply
handiing increasing volunes,
these Tirms look [or new solu-
Hions.”

STP Magazine
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Over recent yeays, firms have
considered different salutions to
the hererogencous nature of
their data landscape, bul the consen-
sus Now is a centralised data reposi-
tory that serves the entire business.
“The answer 1¢ the problem is to
implement a data model 2t a central
point and then map all the informa-
tion to a consistent data model [or all
applications,” argues John Wise. the
CEQ of Bank of New York-owned
Netik. “This is where the smart
money is 1oday.”

Netik has identified a pumber of
drivers for the ceniralisation and
harmonisation of data management
practices. The ability to produce con-
solidated reports is massively com-
pelling for firms which have tradi-
tionally maintained their data in
disparate systems. The production of
accurate reports is also incumbent
on securities playvers from both their
clients and regulators. Data rational-
isation and consolidated accounting
have significant potential in werms of
delivering  operational efficiencies,
suggests Wise. Proficient systems
will have a workflow capability lor
the purposes of exception manage-
ment, which further boost opcra-
tional efficiency levels.

The jmplementarion of a cen-
traliscd data management facility
also makes sense Jor investment
management houses Jooking to out-
souree, says Netik. “Firms need o
establish a boundary between them-
selves and the entity thas they are
outsourcing to,” comments Wise.
“Compliance is also a big considera-
tion.

Tor Tsien, the consolidation af ref-
erchee data maragement ialo a sin-
gle source is particularly necessary 1o
prevent the incificlencies associated
with the fragmented and dyslunc-
tional dara madels that firms operate
today. While many of her arguments
are equally applicable, a1 a high
level, 1o other types of data, such as
index data or pricing data, reference
data seems 1o be the first subser of
financial infermation that firims have
sought to address.

Based on conclusiens from the
TowerGroup, which found thar 40
per cent of trade fails are the resuli
of inaccurate, incomplete or incon-

STP Magazine

sistent reference data, and work
undertaken by the Finandal Times
which concluded that setdement
faifure costs the industry nearky $12
billion each year, Accenture esti-
martes that poor reference data costs
the industry $5.5 Dbillion in over-
heads related to noen-seulement
alone,

There is also massive duplication
ol investment, in the cost of data-

Our initia?
complicated by the fact
picture af how

is cesting them.

mansgemant

discussions with
that they
much their current

Because the

tles resulting [rom poor reference
data. The importance of producing
accurate  customer  stalemests,
which is dependent on the precision
of the underlying data, should not
be underestimared.

The benefits of ceniralising daia
accrue over ime, savs Rosenkamp,
“The rationale behind cenrralising
date management i you can man-
age it earlv and once, or you can

ciiernis are scrnetimes

dor't have a ciear
infrastructure

dats

function of dats

resices in different departments

it can be difficult o get z hangle on how rmuch it is

Dale Richards SunGard Data Management Systems

base maintenance and subscriptions
to data feeds, and effort an the pans
of the personnel that manage these
master files, which can be avoided
by managing liese lunctions cen-
rally, “Curren:ly, some global bro-
ker/dealers maintain more than 100
security/entity masters tor access by
bothh buy side and sell side. Many of
these lirms also operate 50 or more
jegacy applications,” cxplains Tsien's
report. “Global broker/dealers spend
more than $30m each year to main-
in reference data, cmploying more
than 200 business analysts and 50 o
100 application. developers who are
dedicated 10 reference data-related
work, For the indusiry as a whole,
the annual cosl ol refercnce dara
mainienance is in the range of $2
billion to $3 billion.”

More formalised approaches 1o
relerence data management can also
contribute Lo lower transaction costs
and the reduction of lnes and penal-
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manage it later and many lines.
Centralised data gathering, cleansing
and integration provides a consistent
verston for applicailons and users, 1L
puts the cntire institction on the
same page. fost ST? and clini-
nates the costs and risks ol manual
intervention in reconciling differ-
ences between the internal data
Teposilories.”

It is no coincidence that the focus
on data managemennt coincided with
the deterioration of the financial
markets and the requirement on the
parts of securlies houses 1o drive
down their overhieads, savs Richard
Gissing, CTO of data management
specialist Gissing Software. “When
the markers woere going ihrough
their recent bad parch and margins
were sgueczed, B was hiportant that
firins had accurate pricing and bac
around relerence data o protect
these margins. It s unlikely that a
firm is cver golng 1o win business
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pecause of the accuracy of its data
put it is possible that it might lose
pusiness if its back office is ineffi-
cient. Greater operational efficiency
allows our clients to price their ser-
vices more aggressively.”

getween a fifth and a third of
Netik’s current effort is dedicated 10
specific reference data  projects.
According 10 Wise, reference data
rends to be the starting point for
some firms in their attempt to imple-
ment a complete data management
infrastructure. “They probably have
some major operational efficiency
issues and want to focus on that
before turning their attention to
other types of data.” An indication of
the driver for data rationalisation is
who is behind the programme. “If it
{ is coming out of the business side, it

will more likely be a consolidated

reporting issue,” says Wise. “If it's

sponsored by operations or IT, it's

more likely an operational efficiency

challenge. It is probably about 50/50

consolidated reporting and opera-
| tional efficiency today.”

A recurring problem for the spon-
sors and providers of data manage-
ment solutions is establishing the
business case for investment. The
return on investment that may be
derived from a new trading system is
relatively easy to establish; the fin-
ancial benefit of implementing a
consistent approach to data is more
nebulous, however. Tsien com-
ments: “Because there are silos with
different sets of data and different
teams managing that data, the over-
all business case for centralising your
reference data is complicated. It is
impossible to consider the business
case in terms of a lower total cost of
ownership. It is also ditficult to
establish what kinds of cost efficien-
cies might be derived from a new
solution.”

Dale Richards, president of the
Entcrprise Data Management unit at
SunGard Data Management
Systems, concurs with Tsien’s view.
“Our initial discussions with clients
are sometimes complicated by the
lact that they don’t have a clear pic-
ture of how much their current data
infrastructure  is  costing  them.
Because the function of data man-
agement typically resides in different
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departments it can be difficult to get
a handle on how much it is costing.”
There have been some attempts 1o
develop templates for developing a
business case, but these have been
largely futile, Richards comments.
“It is difficult to establish a quantita-
tive measure for the value of effi-
cient data management. For exam-
ple if your data is 99.5 per cent
accurate rather than 99 per cent,
what are the implications of this for
your VaR? It is hard to tie it back.”

The providers of these types of
solutions are used to these argu-
ments. Stuart Plane, a director at
Citadel Associates, proffers two
points. “The ability to rationalise
data feeds from several licences
down to one is an immediate benefit
and this alone can justify the invest-
ment in a consolidated data manage-
ment infrastructure. Secondly the
adoption of a consistent data man-
agement approach enables invest-
ment managers to halve the imple-
mentation times associated with
other systems, such as order man-
agement, compliance or perfor-
mance applications, which is ulti-
mately what the fund managers care
about.”

Pedrag Dizdarevic, partner and
executive vice president at Capco,
which offers a range of data man-
agement solutions and services,
argues that the business case is
strengthened significantly if
the cost of exception pro-
cessing and errors is
included. “In terms
of data, the major
cost is associated
with the excep-
tions they have 10
resolve resulting
from inaccurate
reference data. If
you multiply these
costs by the number
of counterparties
affected the numbers can
be huge. There is no clean-cut
methodology for determining the
cost of poor reference data but if you
include the cost of exceptions the
argument is simplified.”

The importance of the data man-
agement business case has been
undermined however by the regula-
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tors, Compliance with new regula-
tion has turned consolidated data
management [rom a nice-to-have to
a must-have. Liz Maloney, the UK
managing director of Hummingbird,
an integration and data manage-
ment specialist, told STP: “Often the
usual criteria of cost and benetit are
important but the increasing re-
quirement for compliance to regula-
tory requirements has changed that
discussion somewhat. Firms have to
be seen to be honouring their duty
of care, which is a much more im-
portant consideration. There has
been a shilt in the mindset. Compli-
ance requirements have forced firms
to implement these solutions and it
is only after that they tend to discov-
er some of the ancillary benefits.”
The industry-wide shifi to data
management and real-time risk
management, says Gissing, is attrib-
utable to stricter requirements from
the regulators. “The authorities are
imposing stricter compliance re-
quirements on firms to ensure that
their books are straight. This has im-
posed additional pressures on firms
to make sure that this is the case.”
The current interest in data manage-
ment is definitely driven by regula-
tion, concurs Tsien. “We are seeing
lots of interest from the risk man-
agement areas within banks, The
advantage of regulation from our
point of view is that it is non-nego-
tiable. It effectively forces
firms to invest in solving
a problem that im-
pedes their own effi-
ciency and high
performance.
When looked at
as a compliance
issue, the need
goes away lor a
detailed business

vast and complex
operational problem.
In its place you have a

straightforward regulatory
mandate with far-reaching positive
business consequences.

“Operational efficiencies are not
an afterthought but whereas they
used to be the initial basis for
mvestment now the bll.\'il’if‘§i
casc is different. Changes to the

STP Magazine
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DATA MANAGEMENT

regulatory environment are now
the key indicators for invest-
ment in a data management
environment.”

Dizdarevic agrees that regulation is
the key driver now. “Basel II,
Sarbanes-Oxley and the Patriot Act
are all relevant here. There is also
the requirement to know and
demonstrate what you know to your
clients. There is really no choice for
financial institutions whether they
comply with these requirements.
There are dates by which they have
to be compliant so the business case
is relatively straightforward in these
circumstances.”

The rationale for investing is
seemingly irresistible, then, but con-
verts should be mindful of the many
practical challenges associated with
implementing these models.
Dizdarevic sounds a note of warn-
ing: “The data management projects
that have been undertaken to date
have not all been total failures but I
think that most of these types of pro-
jects have under-delivered and been
over-budget. There have been signif-
icant improvements in the vendor
offerings, but some banks still prefer
to build these solutions themselves.
There have been some huge invest-
ments in centralised reference data
solutions that have not generated
much success.”

Migrating from a disparate data
model to a centralised data reposito-
ry is a considerable undertaking for
all firms, but for large, multinational
banks, it may be over-ambitious, at
least in the first instance. “The chal-
lenges can be exacerbated by the size
of some of these firms,” says
Maloney. “For some firms the task of
achieving a single source of data can
outweigh the benefits that can be
generated by such a feature. The
bank has to keep this massive data-
base up to date, which requires real
time updates. Some organisations
should think about this very careful-
ly because of the sheer volume of
data involved.” A single, centralised
data store does make sense, but for
some firms it is simply impractical.
Plane is not entirely convinced by
the efficacy of the single golden copy
of data model. “A global centralised
golden copy of all data makes sense

STP Magazine

from a data management perspec-
tive, but it doesn’t make sense from
a data perspective. Fund managers
and traders in different markets
have very different data require-
ments and need different sources of
data. We argue that in many cases
multiple golden copies of data better
serves the buy side’s requirements.”
In his experience if you try to force
fund managers or traders to use an
intrusive model, they tend to revert
back to using spreadsheets.

Marc Firenze, product manager at
Eagle Investment Systems, also
advocates multiple data hubs in
some circumstances. “We handle
security master data and pricing data
separately as they have very differ-
ent data elements,” he told STP. “T
think that businesses can get away
with one golden copy of their secu-
rity master data, but for the purpos-
es of some of the more specialised
data sets a single golden copy of data
is perhaps not the best approach. For
example very rarely are specific
instruments traded in multiple juris-
dictions, so often operations in a cer-
tain market can devise a single gold-
en copy for that asset class.”

Multiple copies of the data intro-
duce inefficiencies, however, ex-
plains Firenze. “Of course another
consideration is, does the client want
to spend more time on data valida-
tion than is probably necessary,
which could be the case if they have
multiple security master files. It is
preferable not to have to run valida-
tion testing across more than one

Wise: centralised data management makes sense
for firms looking to outsource
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security master file if possible.” Netik
argues that the maintenance and
management of data centrally is the
most effective approach, but a model
that involves the data being main-
tained centrally but scrubbed locally
can also deliver efficiency. “Local
subscriptions to data feeds and
scrubbing are obviously not cost
effective,” states Wise. “We suggest
that the client consolidates the feeds
into one area. The data can be
scrubbed centrally or locally, which
is perhaps not ideal but sometimes
there is local expertise and local
requirements that mean scrubbing
locally makes more sense.” From a
political point of view it can be
advantageous to allow the locals to
scrub their own data, Wise adds.

Plane believes that while these
centralised data storage features are
fine as far as they go, they are only
storage facilities. The data ware-
houses on the market today have lit-
tle in the way of data import or ex-
port technology. The main
challenge, according to Plane, asso-
ciated with implementing a consis-
tent data infrastructure, whether it
relies on multiple copies or a single
copy of data, is getting consistent,
auditable data into and out of the
end user systems in very short
timescales. A consistent theme is
that the hard part of a data consoli-
dation implementation is identifying
the correct source data and combin-
ing it into the structures required by
the business.

Given the extent of some of
the challenges involved in
developing and maintaining an
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internal model for data manage-
ment, it is perhaps understand-

able that some banks, brokers
and investment imanagers are look-
ing for a third party to assume these
duties on their behalf. Says Richards:
1 think firms are realising that basic
data management does not generate
competitive advantage or new rev-

lood-chain for this data, it is at the
very end of the chain that the poten-
tial for value resides. Nobody is
proposing to provide services sup-
porting firms’ trading or benchmark-
ing functions. Firms will never out-
source that. We are proposing a
service that handles the cleansing
and reformatting of vanilla data to

Of course the big question about
these kinds of services is, who owns
the data? Typically the end client
will still hold a contract with the
data vendor and the third party

managed service provider sits

between them. Given these services
are designed to reduce the end
client’s expenditure on data, the

total failures but I

The data management projects that have been undertaken to date have not all been

think that most of these types of projects have under-

delivered and been over-budget. There have been significant improvements in the

vendor offerings,

There have been some huge investments in centralised reference data soluticns that

but some banks still

have not generated much success

Pedrag Dizdarevic Capco

enue streams and they are question-
ing why they should do it them-
selves when there are experts out
there that can do it for them.
Regulation is always a factor in these
decisions, but I think the cost of
building and maintaining propri-
etary solutions is also relevant in
firms’ decisions to outsource 1o a
third party,” Outsourcing data is
potentially one solution to the man-
agement and distribution of com-
moditised data, that is information
from vendors or exchanges.
SunGard Data Management Sys-
tems is launching a third party refer-
cnce data management service in

—_———
January. Already in this space are
Accenture, Asset Control, Butterlink
and Capco. All of these solutions,
however, refer only to basic, vanilla
type reference data rather than any
of the potentially more valuable
information sets. Says Richards:
“Some [irms argue if data manage-
ment is so sirategic 1o a firm, why
would they choose to use a third
party product? 1f vou look at the

STP Magazine

establish a golden copy. This in no
way impinges on anything propri-
clary that a firm does.”

Richards reports particular interest
from tier one clients. “The challenge
is enabling them the luxury of cus-
tomisation but marrying that with
the concept of mass production,” he
says. “Many of our prospect clients
have put RFPs out to the market for
a data management tool to be imple-
mented inhouse. They have looked
around the market and I think the
operational expenditure associated
with a shared service makes a lot of
sense. The decision process hangs on
whether we can provide them with
the level of service and the customi-
sation they require. The total cost of
ownership side of things definitely
stacks up.” Dizdarevic agrees that a
managed service may make sense
for a large tier one investment bank,
particularly those that have built or
inherited systems, but he believes
that this kind of proposition is equally
relevant 1o smaller buy side firms
that might only want a sub-set of data.
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prefer to build these solutions themselves

data vendors are understandably
suspicious. A model that is beneficial
to all parties has yet to be defined.

Undoubtedly there are lots of
issues involved with implementing a
single data management infrastruc-
ture. The benefits are obvious, if not
necessarily quantifiable. Data consis-
tency ensures settlement efficiency,
which avoids fines and penalties, as
well enabling superior customer ser-
vicing. Regulatory compliance is
another key factor.

The challenges are equally note-
worthy, however. These projects are
complex, expensive and time con-
suming. Isolating data in and export-
ing data from legacy systems is a
challenge, as is establishing the best
infrastructure L0 serve numerous
different end users. Interestingly
some financial institutions report
that the evaluation of their existing
data management techniques was
beneficial in itself, irrespective of
whether they went on to imple-

meni a new infrastructure or
not.
December 2004/January 2005
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Securities Industry News: Netik-BNY Case Study
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November 1, 2004

Bank of New York Overhauls Business Engine

Removing redundancy and enabling universal access to data supports expansion into new
businesses

By Shane Kite, Correspondent

November 1, 2004 - With an eye to making effective use of a bulging portfolio of buy-side acquisitions
made over the past ten years, Bank of New York senior management has recently given an initial green
light to an aggressive IT integration effort. It's all part of an assertive move into asset management by a
firm with a venerable reputation in the industry as a custodian and settlement bank.

Client data from the bank's institutional, hedge fund, wealth management and brokerage affiliates will be
merged into a single data repository. All back-end trade-processing duties will be transitioned to the
bank's SmartSource unit, which also provides back-office services to outside firms.

In going ahead with this ambitious project, the nation's oldest bank--until now known primarily as a global
custodian and settlement service provider to Wall Street brokers and other institutions--is betting that
removing redundancy and providing universal access to customer data will boost revenues by convincing
established individual and institutional clients to entrust further assets to an expanding menu of
management services.

BNY's Outsourced Environment
DIVISIONS & AFFILIATES SMARTSOURCE

All back-end trade-processing will be
transitioned to the bank's SmartSource Unit.
Source: Netik

EXECUTION MANAGEMENT ) Rolling Out
% . By mid-2005, the bank plans to have completed
installation of the InterView Investment Hub--a data warehousing product from Netik. InterView will route
and manage information from all of the bank's asset-management and trading divisions and affiliates,
including legacy systems to be integrated as a result of mergers and acquisitions. The idea is to integrate
all these components into "a seamless, open architecture,” said Sheldon A. Kohn, senior vice president for
The Bank of New York's information technology unit.

And to ensure that all this gets done, BNY has made a "strategic investment"” in Netik-with whom it also
plans to partner, in a bid to market integrated data solutions to other financial institutions.

InterView-already in use by the bank's SmartSource unit-will also feed into new order management
systems (OMS), says Kohn. The bank believes that swapping out its old order systems will improve
support for its fixed-income, index, and short-term money management trading desks.

BNY currently uses Macgregor's OMS for equities and short-term money management. For fixed income, it
uses a hodgepodge of systems, including Bloomberg and some legacy "homegrown" systems that, Kohn
says, "we feel it's time to replace." The short-term desk deals in repos and master notes; the index desk in
domestic issues, as well as American Depository Receipts (ADRs) of foreign issues.

"Around equities and options, we've got best-of-breed systems in place, and we're fairly satisfied with the
processing,” Kohn said. "I think in the other three desks we need to bring some new technologies to bear
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in 2005."

These changes will be subject to ongoing executive review, of course, and reaping the benefits of
long-term operational efficiencies will depend on the continued commitment of the bank's senior
executives to funding the unit. But Kohn thinks he has that management support.

"Overall spending in 2005 should definitely exceed what we've allocated to 2004," Kohn said. "The last two
years have been hard on technology spending for all firms, and it's been competitive here as we fought for
IT budgets."” Kohn says he has learned to be realistic in his expectations about resources. Total IT
spending at the bank overall was about $1 billion last year, according to BNY.

On the other hand, there is increased awareness of the role technology plays in asset management, Kohn
says. "There's agreement across the board regarding how important it is to continue to improve our
trading capabilities," he observes.

Counting the Take

The May 2003 acquisition of Pershing capped what had been an extremely acquisitive ten-year period for
Bank of New York, during which it closed a whopping 80 deals. BNY's buy-side units and affiliates now
collectively manage about $93 billion in assets, including both institutions and private clients.

A number of those acquisitions will participate in the shared database project, including Estabrook Capital
Management, a New York-based wealth manager the bank bought in November 1999; the Garden City,
New York-based hedge fund manager Ivy Asset Management, purchased in 2000; the Malvern, Pa.-based
Lockwood Financial Group, a separate managed accounts (SMA) provider acquired in October 2002;
Gannett Welsh & Kotler, a Boston-based high-net worth manager and fixed-income specialist, also
acquired in 2002; and Pershing, the bank's Jersey City, N.J.-based brokerage services subsidiary.

The bank wants to merge account information from these subsidiaries wherever possible. Netik's business
rules engine will be leveraged to clean up any discrepancies, and the universally accessible customer data
that results will be used to offer a new range of services to customers.

One-Stop Shop

"For instance," Kohn explains, "a high-net worth individual might want to have a brokerage account either
directed through a full-service broker or self-directed broker. That brokerage account would be at our
Pershing affiliate, but you might have trust accounts for yourself or your kids within the Bank of New York
Trust Company. You might have separately managed accounts handled by our Lockwood affiliate. You can
have private hedge fund assets at our Ivy Asset Management affiliate. "

The challenge, Kohn says, is standardizing data across separate accounting systems, and adding pre-trade
and post-trade compliance to products and portfolios that are getting more and more complex.

"We're trying to bring all that together using Netik for seamless reporting and Web access for the client
and the trader," Kohn says. "Not every system classifies assets in the same way. It's been a challenge for
the whole Street. This involves making sure that your brokerage numbering systems are similar, your tax
codes are similar. It's a long-standing problem of different systems using different coded structures and
different accounting rules."

Back-Office Burdens

Yet compliance also requires deploying independent systems, tailored to specific accounts, that must
constantly gauge investing parameters-both at the individual and the portfolio level, as well as before and
after a trade-based on an accurate classification of the transaction, triggering warnings with respect to a
large and still growing number of limits and regulations. Packaged solutions simply can't cut it in this
respect, Kohn says.

The compliance platforms also have to integrate with Netik's database.

"Just a simple compliance rule--like I don't want to have more than 5 percent of my assets in fixed-income
products'--requires that every fixed-income trade be identified as such," Kohn said. "So the provider of
your asset classification information needs to accurately represent the complex issues, whether it's debt or
equity or whatever." In order to execute the rules correctly and in a timely manner, the system not only

has to identify the business logic of a given compliance rule, but also has to identify the quality of
incoming data.
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To lift all of these back-office burdens from the shoulders of its traders and portfolio managers, the bank is
porting buy-side trade processing to SmartSource-BNY's global investment management outsourcing unit,
which services other firms. "This is to let the investment managers fully concentrate on trading the
complex instruments and emerging assets," Kohn explains. "All reconciliation between our investment
management units and any of the third-party custodians will be handled by SmartSource."

Untold Story

BNY's plan is not unlike what its peers are doing. Much as ING Group, for example, has sought to bolster
its wealth management services in the U.S. by attracting executive clients from its core
defined-contribution business to its other service offerings, BNY wants to cross-market to the clientele of
its traditional core business. The bank's institutional division, in Kohn's view, is "a very effective business
engine, with significant opportunities to grow and increase assets managed directly."”

Although significant challenges remain for his information technology unit--formed just four short years
ago--Kohn says that adoption of the Netik hub provides, at the very least, a road map for the way forward.

"I think our story has not been told," Kohn said, "because we've been known as a global custodian and
securities service provider. But I think there's recognition that the asset management business is rapidly
coming into its own, and there's tremendous potential there to increase our client penetration and grow
our revenues by improving technology."

© Securities Industry News 2004. All rights reserved. Republication or redistribution of Securities Industry News
content, including by caching, framing or similar means, is expressly prohibited without the prior written consent of
Securities Industry News.

Reprints of articles appearing in Securities Industry News, lend credibility to your corporate message and provide an
independent endorsement of the news and information you want to share with your clients, prospects and employees.
To order article reprints or for more information, contact Godfrey R. Livermore at 212.631.1516.

lustry.com

HedyeWeek: Netik Fund of Hedge Funds Launch

Netik LLC, the data warehouse company, has launched a new fund of hedge funds
application for the alternative securities market.

Leveraging the Netik InterView Investment Hub platform, the fund of funds application
has been engineered to simplify the hitherto complex process of managing and
administering portfolios of hedge funds. The application fully manages the flow of fund
data across the entire spectrum of investment operations and supports the money
management role as well as investor services roles such as fund administrators and prime
brokers.

Like the rest of the Netik InterView Investment Hub product suite, the Fund of Funds
application makes full use of Netik's 'Information Portal' and 'Data Portal.' The
Information Portal allows users to manage 'content' and to access their most current fund
investment information over the web helping them to select and manage their portfolios.
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Such information content includes fund facts sheets, performance summaries, manager
reports and fund prospectuses. The Data Portal then provides all the workflow
technology necessary for automating the process for submitting subscriptions,
redemptions and transfers ensuring that these are uploaded to back-end systems both
within and outside the enterprise. In this way, Netik's Fund of Funds application acts as
the crucial link between investment managers, administrators and transfer agents.

John Wise, Netik's CEO, said: "Netik's Fund of Funds application has been designed for
several of our customers who are leaders in the alternative investment space. The primary
goal was to enable investor services providers to enhance their value-added offerings to
their customers and to automate, what is up until now, a very manual and complicated
process."

"If a fund manager makes an investment in underlying sub-funds," explains Wise, "they
have to complete the subscription forms, send them to the administrators, and then wire
the money. The administrator then has to maintain on-going communication with the
transfer agent. All of this includes multiple validation events for each transaction
throughout its lifecycle in an extremely time-critical environment at month end."

"For example," Wise points out, "Investors must have the correct subscription documents
and money on the last business day of the month. If this process is missed, delayed, or
bungled, the opportunity is gone, as many funds do not have subscription periods till the
next month end."

Netik's Fund of Funds application provides investor services providers with tailored
workflows, processes and controls to facilitate this transaction processing. If a fund
manager wants to make an investment in a new fund, but does not have the redemption
money out of another fund, or if the subscription exceeds a deadline, an exception/email
alert can be sent to the account manager, notifying them of this event. Exception
processing workflow rules such as these are tailored for each client.

Netik's Fund of Funds application has recently been launched and is live with one of the
leading global fund administrators. In addition to transaction lifecycle management, the
product allows users to create and maintain funds at the fund, class, sub-class, and series
level, as well as contact details for all parties of interest.

This application also includes electronic document management for maintaining
Prospectus, Dealing forms for subscriptions and redemptions, Financial Statements, and
Fact Sheets.

"The fund administrator plays a central role in delivering data accurately and efficiently
to the managers and his clients and driving the whole operation forward" states Wise. "As
more institutional money is invested into fund of hedge fund products, the frequency of
reporting is moving to weekly, and even daily."

The Netik InterView Investment Hub and the new Fund of Funds application provide
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multi-channel information distribution, which includes online access inquiry, scheduled
reporting, and electronically scheduled delivery of reports or data in various formats via
email, or FTP.

Combining the Fund of Funds application with other Netik InterView Investment Hub
components, investor services providers are equipped with a powerful solution that
includes Global Performance Measurement and Attribution, Compliance Monitoring, and
sophisticated multi-way reconciliation.

Background Note: Netik is a provider of data warehouses and investment hubs for the
securities industry. Netik's information-centric data management and reporting solutions
are based upon a uniquely powerful data model that has been engineered to sit at the heart
of Investment Operations and supports Institutional Asset Managers, Wealth Managers,
Private Bankers, Fund Administrators, Prime Brokers, Custodians and Investment
Operations Outsourcing providers. Netik's proposition solves the perennial problem of
how to handle financial data from increasing numbers of sources, rationalise, transform
and reconcile it, and accurately route, store and warehouse it so that it can be leveraged as
information for front-line business decisions.

© Copyright Hedgeweek 2004

Finextra: Netik Fund of Hedge Funds Launch

Netik launches fund of hedge funds application

Netik LLC, the industry's leading Investment Hub and Data Warehouse company today announced
its new Fund of Funds application for the alternative securities market.

Leveraging the Netik InterView Investment Hub platform, the Fund of Funds application has been
engineered to simplify the hitherto complex process of managing and administering portfolios of
Hedge Funds. The application fully manages the flow of fund data across the entire spectrum of
investment operations and supports the money management role as well as investor services roles
such as fund administrators and prime brokers.

Like the rest of the Netik InterView Investment Hub product suite, the Fund of Funds application
makes full use of Netik's 'Information Portal' and 'Data Portal.' The Information Portal allows users
to manage 'content' and to access their most current fund investment information over the web
helping them to select and manage their portfolios. Such information content includes fund facts
sheets, performance summaries, manager reports and fund prospectuses. The Data Portal then
provides all the workflow technology necessary for automating the process for submitting
subscriptions, redemptions and transfers ensuring that these are uploaded to back-end systems
both within and outside the enterprise. In this way, Netik's Fund of Funds application acts as the
crucial link between investment managers, administrators and transfer agents.
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"Netik's Fund of Funds application has been designed for several of our customers who are leaders
in the alternative investment space." John Wise, Netik's CEO comments, "The primary goal was to
enable investor services providers to enhance their value-added offerings to their customers and to
automate, what is up until now, a very manual and complicated process."

"If a fund manager makes an investment in underlying sub-funds," explains Wise, "they have to
complete the subscription forms, send them to the administrators, and then wire the money. The
administrator then has to maintain on-going communication with the transfer agent. All of this
includes multiple validation events for each transaction throughout its lifecycle in an extremely
time-critical environment at month end."

"For example," Wise points out, "Investors must have the correct subscription documents and
money on the last business day of the month. If this process is missed, delayed, or bungled, the
opportunity is gone, as many funds do not have subscription periods till the next month end."

Netik's Fund of Funds application provides investor services providers with tailored workflows,
processes and controls to facilitate this transaction processing. If a fund manager wants to make an
investment in a new fund, but does not have the redemption money out of another fund, or if the
subscription exceeds a deadline, an exception/email alert can be sent to the account manager,
notifying them of this event. Exception processing workflow rules such as these are tailored for each
client.

Netik's Fund of Funds application has recently been launched and is live with one of the leading
global fund administrators. In addition to transaction lifecycle management, the product allows
users to create and maintain funds at the fund, class, sub-class, and series level, as well as contact
details for all parties of interest.

This application also includes electronic document management for maintaining Prospectus, Dealing
forms for subscriptions and redemptions, Financial Statements, and Fact Sheets.

"The fund administrator plays a central role in delivering data accurately and efficiently to the
managers and his clients and driving the whole operation forward," states Wise. "As more
institutional money is invested into fund of hedge fund products, the frequency of reporting is
moving to weekly, and even daily."

The Netik InterView Investment Hub and the new Fund of Funds application provide multi-channel
information distribution, which includes online access inquiry, scheduled reporting, and

electronically scheduled delivery of reports or data in various formats via email, or FTP.

Combining the Fund of Funds application with other Netik InterView Investment Hub components,
investor services providers are equipped with a powerful solution that includes Global Performance
Measurement and Attribution, Compliance Monitoring, and sophisticated multi-way reconciliation.
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NETIK EXPANDS SUPPORT FOR ALTERNATIVE INVESTMENTS WITH
NEW FUND OF HEDGE FUNDS APPLICATION
NEW YORK AND LONDON, September 20, 2004— Netik LLC, the industry's leading
Investment Hub and Data Warehouse company today announced its new Fund of Funds
application for the alternative securities market.

Leveraging the Netik InterView Investment Hub platform, the Fund of Funds application
has been engineered to simplify the hitherto complex process of managing and
administering portfolios of Hedge Funds. The application fully manages the flow of fund
data across the entire spectrum of investment operations and supports the money
management role as well as investor services roles such as fund administrators and prime
brokers.

Like the rest of the Netik InterView Investment Hub product suite, the Fund of Funds
application makes full use of Netik’s 'Information Portal' and 'Data Portal.' The
Information Portal allows users to manage ‘content’ and to access their most current fund
investment information over the web helping them to select and manage their portfolios.
Such information content includes fund facts sheets, performance summaries, manager
reports and fund prospectuses. The Data Portal then provides all the workflow technology
necessary for automating the process for submitting subscriptions, redemptions and
transfers ensuring that these are uploaded to back-end systems both within and outside
the enterprise. In this way, Netik’s Fund of Funds application acts as the crucial link
between investment managers, administrators and transfer agents.

"Netik's Fund of Funds application has been designed for several of our customers who
are leaders in the alternative investment space." John Wise, Netik's CEO comments, "The
primary goal was to enable investor services providers to enhance their value-added
offerings to their customers and to automate, what is up until now, a very manual and
complicated process."

"If a fund manager makes an investment in underlying sub-funds," explains Wise, "they
have to complete the subscription forms, send them to the administrators, and then wire
the money. The administrator then has to maintain on-going communication with the
transfer agent. All of this includes multiple validation events for each transaction
throughout its lifecycle in an extremely time-critical environment at month end."

"For example," Wise points out, "Investors must have the correct subscription documents
and money on the last business day of the month. If this process is missed, delayed, or
bungled, the opportunity is gone, as many funds do not have subscription periods till the
next month end."
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Netik's Fund of Funds application provides investor services providers with tailored
workflows, processes and controls to facilitate this transaction processing. If a fund
manager wants to make an investment in a new fund, but does not have the redemption
money out of another fund, or if the subscription exceeds a deadline, an exception/email
alert can be sent to the account manager, notifying them of this event. Exception
processing workflow rules such as these are tailored for each client.

Netik’s Fund of Funds application has recently been launched and is live with one of the
leading global fund administrators. In addition to transaction lifecycle management, the
product allows users to create and maintain funds at the fund, class, sub-class, and series
level, as well as contact details for all parties of interest.

This application also includes electronic document management for maintaining
Prospectus, Dealing forms for subscriptions and redemptions, Financial Statements, and
Fact Sheets.

"The fund administrator plays a central role in delivering data accurately and efficiently
to the managers and his clients and driving the whole operation forward" states Wise. "As
more institutional money is invested into fund of hedge fund products, the frequency of
reporting is moving to weekly, and even daily."

The Netik InterView Investment Hub and the new Fund of Funds application provide
multi-channel information distribution, which includes online access inquiry, scheduled
reporting, and electronically scheduled delivery of reports or data in various formats via
email, or FTP.

Combining the Fund of Funds application with other Netik InterView Investment Hub
components, investor services providers are equipped with a powerful solution that
includes Global Performance Measurement and Attribution, Compliance Monitoring, and
sophisticated multi-way reconciliation.

Securities Industry News: Netik Fund of Hedge Funds

September 20, 2004
Netik Announces New Hedge Funds Application

September 20, 2004 - Netik LLC, the industry's leading Investment Hub and Data
Warehouse company today announced its new Fund of Funds application for the
alternative securities market.
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Leveraging the Netik InterView Investment Hub platform, the Fund of Funds
application has been engineered to simplify the hitherto complex process of
managing and administering portfolios of Hedge Funds. The application fully
manages the flow of fund data across the entire spectrum of investment
operations and supports the money management role as well as investor
services roles such as fund administrators and prime brokers.

Like the rest of the Netik InterView Investment Hub product suite, the Fund of
Funds application makes full use of Netik's 'Information Portal' and 'Data Portal.'
The Information Portal allows users to manage 'content' and to access their most
current fund investment information over the web helping them to select and
manage their portfolios. Such information content includes fund facts sheets,
performance summaries, manager reports and fund prospectuses. The Data
Portal then provides all the workflow technology necessary for automating the
process for submitting subscriptions, redemptions and transfers ensuring that
these are uploaded to back-end systems both within and outside the enterprise.
In this way, Netik's Fund of Funds application acts as the crucial link between
investment managers, administrators and transfer agents.

"Netik's Fund of Funds application has been designed for several of our
customers who are leaders in the alternative investment space." John Wise,
Netik's CEO comments, "The primary goal was to enable investor services
providers to enhance their value-added offerings to their customers and to
automate, what is up until now, a very manual and complicated process."

"If a fund manager makes an investment in underlying sub-funds," explains Wise,
"they have to complete the subscription forms, send them to the administrators,
and then wire the money. The administrator then has to maintain on-going
communication with the transfer agent. All of this includes multiple validation
events for each transaction throughout its lifecycle in an extremely time-critical
environment at month end."

"For example," Wise points out, "Investors must have the correct subscription
documents and money on the last business day of the month. If this process is
missed, delayed, or bungled, the opportunity is gone, as many funds do not have
subscription periods till the next month end."

Netik's Fund of Funds application provides investor services providers with
tailored workflows, processes and controls to facilitate this transaction
processing. If a fund manager wants to make an investment in a new fund, but
does not have the redemption money out of another fund, or if the subscription
exceeds a deadline, an exception/email alert can be sent to the account
manager, notifying them of this event. Exception processing workflow rules such
as these are tailored for each client.
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Netik's Fund of Funds application has recently been launched and is live with one
of the leading global fund administrators. In addition to transaction lifecycle
management, the product allows users to create and maintain funds at the fund,
class, sub-class, and series level, as well as contact details for all parties of
interest.

This application also includes electronic document management for maintaining
Prospectus, Dealing forms for subscriptions and redemptions, Financial
Statements, and Fact Sheets.

"The fund administrator plays a central role in delivering data accurately and
efficiently to the managers and his clients and driving the whole operation
forward" states Wise. "As more institutional money is invested into fund of hedge
fund products, the frequency of reporting is moving to weekly, and even daily."

The Netik InterView Investment Hub and the new Fund of Funds application
provide multi-channel information distribution, which includes online access
inquiry, scheduled reporting, and electronically scheduled delivery of reports or
data in various formats via email, or FTP.

Combining the Fund of Funds application with other Netik InterView Investment
Hub components, investor services providers are equipped with a powerful
solution that includes Global Performance Measurement and Attribution,
Compliance Monitoring, and sophisticated multi-way reconciliation.

About Netik

Netik is the global leader in providing Data Warehouses and Investment Hubs for
the Securities Industry. Netik's information-centric data management and
reporting solutions are based upon a uniquely powerful data model that has been
engineered to sit at the heart of Investment Operations and supports Institutional
Asset Managers, Wealth Managers, Private Bankers, Fund Administrators, Prime
Brokers, Custodians and Investment Operations Outsourcing providers. Netik's
proposition solves the perennial problem of how to handle financial data from
increasing numbers of sources, rationalise, transform and reconcile it, and
accurately route, store and warehouse it so that it can be leveraged as
information for front-line business decisions.
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Netik, the Data Warehouse Hub specialist announced today the win of a major contract
from Investec Asset Management for the implementation of Netik InterView in both their
Cape Town and London operations.

Netik Investment Hub, known as Netik InterView, is a specialist Data Warehouse product
for Data Management and Consolidated Reporting in the Securities Industry. Netik is
leading the market with several financial institutions recently having selected Netik
InterView. These include UBS, Bank of Bermuda, Fortis, Bank of New York as well as a
leading Investment software house, Advent Software Inc.

Kim McFarland, Investec Asset Management COO said "Investec Asset Management
needed Data Warehousing technology deployed as a Data Hub to enable seamless
transition to our new outsourced operations platform. Netik InterView has been
specifically engineered as just such a Data Hub and because it provides a single point for
Data Management and Reporting, it forms a clean and consistent boundary to the
outsourced platform".

John Wise, Netik CEO, said "Investec Asset Management's vision and approach is
directly in line with our Netik InterView '3-2-1-Outsource' program that defines the
approach for successfully outsourcing investment operations to any of the outsourcing
vendors. The '3-2-1-Outsource' program provides a methodology for defining the systems
to be integrated; the data and workflows relating to both systems and operations; and
delivers a road map to implement the Data Warehouse Hub as the platform for Data
Management and Reporting. The program specifically addresses the need for flexibility
and a phased approach to implementation".

Colin Close, Netik CIO, continues "This is further evidence of the extreme relevance of
Data Warehouse Hub technology to both the Outsourcing vendor and Asset Managers
who are seeking to outsource their middle and back-office operations. Netik InterView is
being deployed as a Data Warehouse Hub for Outsourcers such as Bank of New York
and Outsourcing Asset Management such as Investec Asset Management. Netik's
technology and approach provides a clear roadmap for outsourcing and is having the
effect of de-risking the outsource decision because we make the transition possible and,
above all, seamless from a client reporting point of view".

Netik is a global leader in Securities Data Warehouse Hubs for owners, money managers
and investor services. The Company plays an integral role in the infrastructure for Asset
Managers, Hedge Fund Managers, Wealth Managers, Private Bankers, Fund
Administrators, Prime Brokers, Custodians and Investment Operations Outsourcing
providers in North America, Europe and Africa.
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Hedgye Funds & Investment Technology: Netik-investec
Customer

NEWS ANALYSIS | NEW CONTRACT | SOUTH AFRICAN ASSET MANAGER
SIGNS WITH NETIK

Investec implements Netik data warehouse

CAPE TOWN - Investec Asset Management (IAM), the investment management
operation of South African investment bank Investec, has begun implementing Netik's
data management and reporting system, Netik InterView, for connectivity to its
outsourced back-office platform.

According to IAM officials, the Netik system's meta-data models and Microsoft-based
architecture were major factors in deciding to sign with the vendor.

Investec's interest in a data warehousing tool coincided with the firm's initiative to
outsource its back-office accounting operations; the outsourcing effort drew attention to
the need for a central repository for data management and reporting.

Investec has concentrated its Netik implementation more acutely at its London operation,
which is both more standardised and smaller (in terms of the numbers of portfolios and
funds) than its Cape Town operation. Investec officials expect Netik InterView to be
implemented in London by the end of Q1 2005, and Cape Town by the end of 2005.

John Wise and Colin Close, chief executive and chief information officer of Netik,
respectively, say that as more asset managers utilise outsourcing to focus on core
competencies, more are becoming aware of the need for more robust data management.

"Traditionally, data warehouses were used for consolidated reporting and for data
management, in which you're trying to streamline your operational efficiency," Wise
explains. "A lot of people are looking to outsource back-office operations, so a defensive
engineered approach is to put a data boundary between yourself and the vendor that's
providing the outsourced service."

Close adds: "Investec's implementation takes some of the risk out of that difficult
decision to outsource some of their investment operations. It allows them to have a plan
to transition to their new accounting platform without disrupting their client touch points,
or their client reporting."
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Wall Street & Technology: Netik- Investec Customer

Operations Newsflashes
Investec Asset Management Chooses Netik for data warehouse hub

Investec Asset Management hired Netik to implement a data warehouse hub for both the
firm's London and Cape Town, South Africa, operations, the vendor says. The
Netik data warehouse, called Netik InterView, is a designed specifically for for
data management and consolidated reporting in the securities industry. Investec
Asset Management needed data warehousing technology deployed as a data
hub to let it transition to a new outsourced operations platform, and InterView
provides a single point for data management and reporting that is a "clean and
consistent boundary to the outsourced platform," Kim McFarland, Investec Asset
Management's chief operating officer, said in a statement. Investec will use Netik
InterView's 3-2-1 Outsource program, which provides a methodology and
workflows for implementation.
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Global Investment Technology: Netik-Investec Customer

SPOTLIGHT

Five years ago, I was
completely against
outsourcing. I used to
say these tasks could
not be outsourced
whilst maintaining
the same levels of
accuracy and skill.

As we recognized that
our UK business was
growing, we decided
to seek a more vari-
able cost solution
without spending
additional capital.

Outsourcing Investment Operations to State Street,
Investec Seeks a Unified Approach to Technology

Javestec Asset Management, a specialty money management firm offering a
range of investment services and products with a fixed-income focus, has begun
implementation of an outsourcing deal with State Strect Bank & Trust Co. that
embraces the firm’s dual headquarters in Cape Town and London. Under the
terms of a single contract, Investec’s investment administration operations in
South Africa and the UK will use 2 common technology platform run from an
independent hub in both Cape Town and the UK. I Asset Management
has transferred 66 staff members to State Street. Global Investment Technolo,
spoke with Kim McFarland, Chief Operating Officer of Investec, who joined the
company 11 years ago, about the deal, as well as how outsourcing is changing
the approach to investment operations and technology strategies.

GIT: What are the unique needs for a company with dual beadquarters and
operations centers? y .

KM: I strived to build centers of excellence in technology and business process
thinking in South Africa because it has lower costs. In areas where the UK has
a fund skill base, we have used it. Both offices are about the same size. We
have about $40 billion in assets, split about half and half between the two
businesses, which are quite different. For example, there are far more institu-
tional mandates done in South Africa, with an emphasis on balanced, equity
and fixed-income mandates, as opposed to retail. In the UK, it is more of a
50/50 split between retail and institutional. However, a big chunk of our insti-
tutional mandates in the UK are short-dated bond mandates.

GIT: How did you make this decision to go to total outsourcing and choose
State Street? )

KM: Five years ago, | was completely against outsourcing. I used to say these
tasks couldn’t be outsourced whilst maintaining the same levels of accuracy
and skill. A lot of the decision to outsource was driven out of South Africa
where our back-office solution, when I started, was South African-based. I
thought it had outgrown its useful life. We began thinking about replacing it
and realized that many custodians in the rest of the world had moved up the
value chain and started to offer competitive back-office solutions.

Outsourcing is still in its infancy, more so in Africa and the UK, compared to the
US. If we were going to outsource, we had to do it now rather than spending a
Iot to replace back-office solutions. In the UK, we use FMC, a well-known
Canadian provider. It was more than what we needed and the number of people
needed to maintain it constantly grew. We had already outsourced our sharehold-
er-side transfer agency for client records in our retail business. As we recognized
that our UK business was growing, we decided to seek a more variable cost solu-
tion without spending additional capital, so we looked at an outsource solution.

We engaged CSTIM (Consulting Services To Investment Managers), which has
offices in London and Cape Town, specializes in the fund management industry
and has done a lot of work with outsourcing. We put out to tender a memoran-
dum on our business, looking for someone to buy the South African back office
and establish something meaningful there. T had to find a company interested in
developing in South Africa, which narrowed down the list of interested providers.

6 Global Investment Technology © October 11, 2004

Prepared by MassingPR, LLC for Netik (2007)

143




McFarland: Rationalizing
operating structures.

State Street handles
tasks that include
trade processing, cor-
porate actions, pric-
ing, fund accounting
and reconciliation.

We have not given
them the client report-
" ing, because we are
comfortable with our
solution and client
reporting is specific
to Investec.

* We chose State Street’s because their technology solutions were strong and stable

and because I was going to work closely with their people in South Africa the
cultural match was very good. They spent a ot of time understanding our busi-
ness, and the approach on both sides was similar, making us more comfortable.

GIT: What parts of the business are outsourced to State Street?

KM: State Street handles tasks that include trade processing, corporate actions,
pricing, fund accounting and reconciliation. We have not given them the client
reporting, because we are comfortable with our solution and client reporting is spe-
cific to Investec. We signed a contract to outsource our business on June 2, 2004.
We are in the process of that migration for both businesses. In the same way I built
the processes, the business models in South Africa and UK are kept as similar as
possible, although some specific issues can’t be dealt with in the same manner.

When we did the outsourcing deal with State Street, although each business
was at different levels of maturity, I specifically wanted one deal. We have one
contract that spans both the South African and the UK business, South Africa
was a prominent player. They did a complete lift-out of our operations in
Africa. It gives them the base to establish a State Street South Africa operation
to take on additional work. The UK, on the other hand, was smaller in the
institutional business operations. So it involved transitioning our business onto
their existing UK platform.

GIT: Are you using State Street’s facilities in both locations?

KM: Yes. State Street is using their core technology solutions in the UK,
migrating them out to South Africa. We are migrating onto the same technolo-
gy solutions called enterprise solutions in the UK. State Street will move the
lift-out version we gave them in South Africa onto the same platform. We are
now developing the interfaces into the offices. We use the same front-office
solution in the UK and South Africa. We Iso using Netik middleware for
the UK and South Africa, under oneaﬁmm

resources and development teams and to create centers of excellence.

What Investec has tried to do in front-office development is interesting. We
didn’t want the cookie-cutter approach that some larger order management
system vendors use for the front office. We developed a partnership, approach-
ing a new London-based company called thinkFolio Ltd. that was developing
front-office solutions, and giving them some of our staff to build the solution
we wanted so they could make it commercially viable. thinkFolio Ltd. went on
to sell the product to other firms. It worked closely with our IT team. We don’t
have ownership, but we worked together to develop the actual software.

GIT: What were you looking for that you couldn’t get from other order man-
agement system vendors?

KM: The costs are quite different. Other vendors can supply a good solution
but the costs were high. We probably got our solutions at a tenth of the cost.
That was a massive factor. Because we run a lot of short-dated bond portfolios,
I'wanted to focus on the bond and cash side of our portfolio. The equity is
easy. We brought in thinkFolio to work with us and use some of our staff. We
are taking that same solution and now implementing it in South Africa. So we
now have it in two different front offices.

Continued on next page
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Continued from previous page

GIT: How does your firm leverage technology to attract investors?
KM: We think highly of our front office. Consultants are always very
irlnpnlassed with the thinkFolio software we have used, because we modeled it
S closely on our business and on how the fund managers run their portfolios —
SPOTLIGHT not only the bond side but also the equity mandates. We have also used tech-
2 nology well for communication on the retail side, where we deal mainly with
individual savings account brokers through bank distribution. We spent a lot
of time building Web communication tools. The account representatives
always liked these tools because they provide a sense of the brokers and put
these representatives there with the brokers for presentations. We are still
looking to leverage technology for client reporting.

GIT: Why is it important for buy-side firms to invest in technology? \

KM: We have always had to use technology for straight-through processing

for fund management companies. We created unusual and stable structures, as

well as data warehousing for all forms of the business. Outsourcing forced us

to drop many of these structures and use Netik to pull everything together.

The structures were good, but when put together they looked like a spaghetti
We needed middle- . junction. We needed middleware to bring these together, which involved
spending above and beyond that already spent on outsourcing. But this avoid-

ware to bring ed pulling data from different areas, creating errors that required a lot of man-
spaghetti junction ual work. We had 10 different data structures. Using technology to pull data
ko s tosiiher into one source, which reduces the number of structures and the staff time

- el _l & > needed to link into the databases has been one of our biggest data and tech-
which involved nology costs, but will provide straight-through links to the fund managers. We
spending above and bega_n adopting the I_\Ietik servicF in Jam'lary 2004, having realized we had to

unwind the spaghetti. Outsourcing our investment operations made us realize

beyond that already

we had to own and control our data, and process a lot of middle-office data.
spent on outsourcing.

GIT: Do you have any caveats as you implement these technologies?

KM: One thing that worries me about institutional outsourcing is the lack of a

standard business model. I noticed this when we were building the service-
One thing that wor- level agreement with State Street. Unlike using retail, this agreement is very
ries me about instite- specific. Hopefully, over time, more standard models will be built so the out-
ety sourcing company can point to those as how they operate. Now it is more
tional outsourcing is about how the outsourcing customer wants to operate and what they want the
the lack of a standard  system to do.
business model. GIT: Can lack of such a model result in fewer efficiencies coming from scale?
KM: We wrote the installation — the service-level agreement — in the UK. We
just use their platform here [in London]. We asked them to describe how they
will work with us each day. Although they have the platform and the struc-
tures, the business processes are still not standardized enough. There has not
been enough time to do it because the outsourcers are still too client-specific. In
a couple years, as outsourcers add more clients, they will have to set those stan-
dards to get more cost efficiencies as they take on clients in greater numbers.

GIT: What is your vision for what your company and industry operations may
look like in three to five years?

KM: There will definitely be more back-office consolidation with outsourcing.
Custodians here have contributed to put themselves in that place. It is without
a doubt what is happening here and in the South African market. Q

8 Global Investment Technology © October 11, 2004
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21 Sep, 2004
Netik Has New Fund Of Funds Application

Netik has announced a new fund of funds application for the alternative securities market. This
comes about three months after Bank of New York invested a 51 per cent stake in the data
warehousing group.

The application manages the flow of fund data across the entire spectrum of investment
operations and supports the money management role as well as investor services roles such as
fund administrators and prime brokers.

The fund of funds application uses of Netik's information portal and data portal. The information
portal allows users to manage content and to access their most current fund investment
information over the web helping them to select and manage their portfolios. Information content
includes fund facts sheets, performance summaries, manager reports and fund prospectuses.

The data portal then provides automates the process for submitting subscriptions, redemptions
and transfers. These are uploaded to back-end systems both within and outside the enterprise.

"Netik's fund of funds application has been designed for several of our customers who are
leaders in the alternative investment space." John Wise, Netik's CEO says, "The primary goal was
to enable investor services providers to enhance their value-added offerings to their customers
and to automate, what is up until now, a very manual and complicated process."

"If a fund manager makes an investment in underlying sub-funds," says Wise, "they have to
complete the subscription forms, send them to the administrators and then wire the money. The
administrator then has to maintain on-going communication with the transfer agent. All of this
includes multiple validation events for each transaction throughout its lifecycle in an extremely
time-critical environment at month end."

"For example," Wise says, "Investors must have the correct subscription documents and money
on the last business day of the month. If this process is missed, delayed, or bungled, the
opportunity is gone, as many funds do not have subscription periods till the next month end."

Netik's fund of funds application facilitates the transaction processing. If a fund manager wants
to make an investment in a new fund, but does not have the redemption money out of another
fund, or if the subscription exceeds a deadline, an exception/email alert can be sent to the
account manager, notifying them of this event. Exception processing workflow rules such as
these are tailored for each client.

Netik's fund of funds application has recently been launched and is live with one global fund
administrator, according to Netik. In addition to transaction lifecycle management, the product
allows users to create and maintain funds at the fund, class, sub-class, and series level, as well as
contact details for all parties of interest.

This application also includes electronic document management for maintaining prospectus,
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dealing forms for subscriptions and redemptions, financial statements, and fact sheets.
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Securities Industry News: Netik- Investec Customer

Securities Industry News

September 16, 2004

Investec Picks Netik, Opens Doors
By Chris Kentouris, Senior International Editor

September 16, 2004 - Investec Asset Management's selection of the Netik InterView 7 data
warehouse hub for its Capetown and London operations opens the door for Netik with
customers of State Street, a main rival of its strategic partner.

The Investec deal is Netik's first with an outsourcing client of State Street's securities processing
business, and its first with a South African buy-side shop. InterView 7 boasts more than forty
clients, including Fortis, PFPC and HSBC.

Netik has consistently touted its independence, even though The Bank of New York, which owns
51 percent of Netik, might prefer that the firm confine its marketing efforts to BNY's clients. Netik
has also made no secret of its desire to win business from buy-side firms that are outsourcing
their securities-processing business. State Street's customers are a logical choice, since State Street
is BNY's strongest competitor in the middle- and back-office outsourcing arena. BNY announced
its purchase of a majority interest in Netik in June.

Officials at Investec could not be reached for further comment, but the firm was reportedly
licensing portfolio accounting software known as Pacer from Toronto's Financial Models for its
London operations. In Capetown, Investec was relying on a South African software vendor.

Sources close to Investec say that the InterView 7 installation--already underway in the
Capetown office--will be completed by next March, and will coincide with the transfer of
Investec's assets to State Street's systems. Investec Asset Management's fund-accounting
operations in London have already been moved to State Street's technology; other services are
expected to be shifted there by next April. The more complicated Capetown operations could
take a few months longer.

Sources with knowledge of the deal say that Investec--one of South Africa's largest fund
managers--was considering a third-party data warehouse hub before outsourcing its operations
to State Street. The deal with State Street merely accelerated the decision-making phase.

State Street's U.S. custodian bank is leveraging the Investec business, along with about 85 staffers-
-both in London and in Capetown--into a new third-party fund administration operation in
South Africa. Its London office also processes assets under the Investec Asset Management
umbrella in Guernsey, Hong Kong and Stamford, Connecticut.

Firms using State Street's securities-processing outsourcing services can decide whether to use
their own data warehouse, State Street's proprietary system, or another system from DST
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International's dedicated data warehouse known as HiDataWarehouse. State Street is marketing
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HiDataWarehouse as part of its outsourcing services while DST separately offers some data
warehousing capabilities through its Hilnvest order management and compliance products.

Netik said that it was selected by Investec Asset Management through a competitive bidding
process but would not disclose the other prospects. Sources close to Investec confirmed that Eagle
Investment Systems, a subsidiary of Mellon Financial and DSTj, also vied for the business, but
Investec considered Netik's data model "superior."

Data warehousing--the aggregation of clean data into a single centralized repository--allows
firms to enjoy an enterprisewide view of their data, helping them to better manage their
operational and credit risks across product lines and departments. InterView 7 relies on the
enterprise information integration principle of data management, which means that interfaces are
mapped onto a common data model only once. InterView 7 also provides real-time tracking and
reporting of data--a feature of particular interest to alternative-investment trading desks, prime
brokers and hedge funds.
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CAPE TOWN AND LO

Netik, the Data Warehouse Hub
specialist has won a major
contract from Investec Asset
Management for the
implementation  of  Netik
InterView in both its Cape Town
and London operations.

Netik Investment Hub, known
as Netik InterView, is a specialist
Data Warchouse product for data

g and
reporting in the securities
industry. Netik leads the market
with several financial institutions
recently having selected Netik
InterView. These include UBS,

1 d

Netik wins through

Colin Close, Neiik

Bank of Lsermuda, Fortis, Bank of
New York as well as Advent
Software Inc.

NDON SIGN UP IN DEAL

Colin Close, Netik chief

information officer added: “This :
evidence of the .

is further
extreme relevance of Data
Warehouse Hub technology to
both the Outsourcing vendor
and asset managers who are
seeking to outsource their
middle and back-office
operations. Netik InterView is
being deployed as a Data
‘Warehouse Hub for outsourcers
such as Bank of New York and

Dexia opts for

Dexia Fund Services (DFS), the
i funds administrati
and custodian services business
line of European financial services
group Dexia, has selected
SunGard’s Reech FastVal product
in a new agreement.

DFS will use SunGard’s Reech
FastVal to provide independent
valuation of its clients’ credit

Sungard solution

default swaps, interest rate vanilla
and exotic derivatives, equity
swaps, convertible bonds and
inflation products. This will help
DFS to provide an additional value
added service and assist the board
of directors of the funds to comply
with new regulations.

The fund administration
industry increasingly confronts

ing asset g
such as  Investec Asset
Management.
pressure  for  independent

valuation from regulators and
investors who seek transparency
in pricing and processes.
SunGard’s Reech FastVal helps
fund administrators to provide
independent, accurate and
speedy computations of the fair
value and first order ‘Greeks’ of
portfolios.

Lynx ties up in

Docucorp  International, a
leading provider of enterprise

information  solutions, has
entered a new technology
alliance with Lynx Wealth

Management Systems.
Through the alliance, Lynx will
offer Docucorp’s wealth

new agreement

to expand its well-respected

aggregate data from the 4Series

4Series  wealth management system and produce high quality
product offering. documentation, such as tax
The data translation and invoices and financial summaries.
information management The solution reflects the
hnology  developed by imp ce that Lynx’s financial
Docucorp will interface  services and private banking

scamlessly with Lynx's 4Series
product suite, enabling clients to

clients place on high net worth
customers.

O

Contact Penclope Biggs, +44.(0)207982.2200, penclope_biggs@nus.com.

INTERNATIONAL CUSTODY & FUND'ADMINISTRATION
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AFA ASSISTS
HSBC

AFA Systems, the
global provider of
advanced software
solutions for the
banking and asset
management industries,
has announced that
HSBC Global Fund
Services Limited is fo
use its Socrates Fixed
Income Afiribufion to
further enhance its
offering for fixed
income aftribution.
With increased
portfolio weightings to
fixed income securities,
HSBC wishes fo
enhance the high levels
of cusiomer service it
already provides by
offering detailed fixed
income analysis and
reporting.

WESTLB
GOES LIVE

WesilB AG has
commenced live
operations on ADP
Wileo's Gloss
outsourcing platform
for its UK-based
international equities
operation and for its
Asia Pacific debt and
equily operations.

The UK-based equities
operation supports 17
legal entities servicing
cuslomers across
approximately 100

markets.




NEWS
14 Sep, 2004
Netik Wins Investec Asset Management Contract

Netik, a data warehouse hub specialist, announced today the win of a major contract from
Investec Asset Management for the implementation of Netik InterView in their Cape Town and
London operations.

Netik Investment Hub, known as Netik InterView, is a specialist data warehouse product for
data management and consolidated reporting in the securities industry. Several financial
institutions recently having selected Netik InterView including UBS, Bank of Bermuda, Fortis,
Bank of New York and Advent Software Inc.

Kim McFarland, Investec Asset Management COO said, "Investec Asset Management needed
Data Warehousing technology deployed as a Data Hub to enable seamless transition to our new
outsourced operations platform. Netik InterView has been specifically engineered as just such a
Data Hub and because it provides a single point for Data Management and Reporting, it forms a
clean and consistent boundary to the outsourced platform."

John Wise, Netik CEO, said, "Investec Asset Management's vision and approach is directly in line
with our Netik InterView '3-2-1-Outsource' program that defines the approach for successfully
outsourcing investment operations to any of the outsourcing vendors. The '3-2-1-Outsource'
program provides a methodology for defining the systems to be integrated; the data and
workflows relating to both systems and operations; and delivers a road map to implement the
Data Warehouse Hub as the platform for Data Management and Reporting. The program
specifically addresses the need for flexibility and a phased approach to implementation."

Investec Asset Management smooths outsourcing with Netik's
investment data hub

Investec Asset Management is deploying Netik's Web-based investment data hub product,
InterView, at its operations in London and Cape Town, to smooth its move to an outsourced
back office system.

Kim McFarland, COO, Investec Asset Management, says the firm needed data warehousing
technology deployed as a hub to enable the transition to its new outsourced platform from State
Street.
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"Netik InterView has been specifically engineered as just such a data hub and because it provides a
single point for data management and reporting, it forms a clean and consistent boundary to the
outsourced platform," adds McFarland.

Netik says the contract win shows the relevance of data warehouse hub technology to both
outsourcing vendors and asset managers seeking to hive off middle and back office operations.

Bank of New York - a keen competitor to State Street for institutional outsourcing business -
acquired a 51% stake in Netik in July this year.

International Banking Systems: Who's Bought What?
feature

Who's Bought What? - Oct 2004
ISSUE 14.2, Oct 04

CCK Financial Solutions has displaced Sungard at two member banks of the Malaysian
Southern Bank Berhad group. A letter of intent has been received by CCK for the
implementation of its Guava Ops treasury management system at the Southern Bank
Group, consisting of Southern Bank in Malaysia, Southern Bank in Singapore,
Southern Investment Bank and Southern Finance. The outgoing system at Southern
Bank in Singapore and Southern Investment Bank is the ageing Matrix, which will lose
Sungard’s support at the end of the year. Southern Bank in Malaysia is upgrading from
CCK’s own Infinity product. According to CCK executive director, Helen Glastras,
Sungard was the main competitor for the deal with its AvantGard Quantum product.

Implementation will cover the four main sites, with the bank opting for centralised
processing. Remote sites will be using the web-enabled facilities. The process is expected
to take around nine months, with Guava being rolled out to the four members of the
group in a phased approach. Priority will be given to the two Matrix users.

The evaluation process involved staff from each member of the group. Guava will be
used to handle treasury functions, covering money markets, securities trading, FX and
derivatives, dealing, risk management and settlement, accounting and central bank
reporting. An Islamic banking module is to be incorporated. Guava will also cover
Southern Investment Bank’s corporate banking, custodian and syndication requirements.

Glastras says there is a lot of activity in the Malaysian market, with many banks issuing

RFPs and undertaking system reviews. ‘Decision timeframes have been long though,’ she
adds, with CCK being shortlisted on many of the deals.
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Netik has won a contract from Investec Asset Management for the implementation of
Netik InterView in Cape Town and London. Netik InterView, aka Netik Investment Hub,
is a data warehouse product for data management and consolidated reporting in the
securities industry. Investec will use it as a data hub to allow transition to its new
outsourced back office operations platform.

The outsourcing will be run through StateStreet. The UK hub will be centred at Canary
Wharf in the UK, while South African activity will operate from Cape Town. Kim
McFarland, Investec COOQ, says, ‘We were pretty much steered to them via Bank of New
York, whom we had also been talking to about outsourcing.” He adds, ‘We didn’t really
look at anyone else.” Bank of New York recently acquired Netik.

Jordan National Bank, the third largest bank in Jordan, has signed for Sungard
Treasury’s AvantGard Quantum, Risk and BancWare, through local partner, MDS.
Rashid Daoudi, deputy CEO at the bank, says, ‘Banking technology is progressing at a
very fast pace in Jordan due to the Government’s policy of making Jordan an IT hub, as
well as the entry of foreign banks into the Middle East... we sought a system to help us
quickly and easily adapt to these changes.’

Sungard has also signed a deal with TD Waterhouse in Amsterdam to supply Quantum
and Risk. The bank has also taken the AvantGard-eTX connectivity tool. Yves Sawaya,
MD of TD Waterhouse, says the bank wanted to enhance systems integration and remove
a number of manual processes.

On the corporate side, Danish shipping company, A. P. Moller-Maersk, has gone live
with the first phase of Quantum, Risk and e-TX for its treasury operations. The second
phase will involve the roll-out of AvantGard e-Treasury Browser for inter-company
reporting. Implementation of the IAS39 compliance module is under way. The company
decided against upgrading its existing legacy system.

Ubitrade has signed electronic broker, ProCapital, for its derivatives clearing and
settlement system, Ubix. Paris-based ProCapital is dedicated to institutional equities and
derivatives brokerage. Elsewhere, Chicago-based Gelber Group has converted from
Rolfe & Nolan’s Risc onto Ubix. The conversion provides Gelber with high volume back
office processing of listed derivatives. The company has also taken the Ubix Net@ccess
module to enable clients to access and download their positions, statements and trades in
real-time.

Calypso Technology has picked up a new signing, and an expansion of an existing site.
The new deal is with NewSmith Capital Partners, a London-based hedge fund
company, which has taken Calypso‘s system for cross-asset coverage. NewSmith is now
in the process of implementing it for its credit and fixed income funds. Meanwhile,
Wachovia will be expanding its use of the Calypso system to include energy derivatives.
The bank is currently live with Calypso for credit derivatives, interest rate derivatives and
FX options.
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Bohsguide.com: Netik-Investec Customer

INVESTEC ASSET MANAGEMENT SELECT NETIK INTERVIEW
INVESTMENT HUB TO ENABLE BACK-OFFICE OUTSOURCING

New York and London, September 14, 2004—Netik, the Data Warehouse Hub
specialist announced today the win of a major contract from Investec Asset
Management for the implementation of Netik InterView in both their Cape Town
and London operations.

Netik Investment Hub, known as Netik InterView, is a specialist Data Warehouse
product for Data Management and Consolidated Reporting in the Securities
Industry. Netik is leading the market with several financial institutions recently
having selected Netik InterView. These include UBS, Bank of Bermuda, Fortis,
Bank of New York as well as a leading Investment software house, Advent
Software Inc.

Kim McFarland, Investec Asset Management COO said "Investec Asset
Management needed Data Warehousing technology deployed as a Data Hub to
enable seamless transition to our new outsourced operations platform. Netik
InterView has been specifically engineered as just such a Data Hub and because
it provides a single point for Data Management and Reporting, it forms a clean
and consistent boundary to the outsourced platform".

John Wise, Netik CEO, said "Investec Asset Management’s vision and approach
is directly in line with our Netik InterView ‘3-2-1-Outsource’ program that defines
the approach for successfully outsourcing investment operations to any of the
outsourcing vendors. The ‘3-2-1-Outsource’ program provides a methodology for
defining the systems to be integrated; the data and workflows relating to both
systems and operations; and delivers a road map to implement the Data
Warehouse Hub as the platform for Data Management and Reporting. The
program specifically addresses the need for flexibility and a phased approach to
implementation”.

Colin Close, Netik CIO, continues "This is further evidence of the extreme
relevance of Data Warehouse Hub technology to both the Outsourcing vendor
and Asset Managers who are seeking to outsource their middle and back-office
operations. Netik InterView is being deployed as a Data Warehouse Hub for
Outsourcers such as Bank of New York and Outsourcing Asset Management
such as Investec Asset Management. Netik’'s technology and approach provides
a clear roadmap for outsourcing and is having the effect of de-risking the
outsource decision because we make the transition possible and, above all,
seamless from a client reporting point of view".
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Please find attached coverage from Richard Greensted's website, Scrip
Issue:

12JULO4: The Bank of New York has made a strategic investment in the
data hub and warehouse business of Netik. As part of the arrangement,
BNY and Netik will also partner to provide integrated data solutions to
financial institutions.

BNY, which uses the Netik InterView Investment Hub product as part of
its BNY SmartSource outsourcing solution, will now make the product
available to its financial institution client base. The bank's clients

can subscribe to the Netik platform on a stand-alone basis or bundled

with other services such as fund accounting, custody or BNY SmartSource.

The Netik solution provides data management and consolidated reporting
capabilities that leverage its data warehouse for portfolio and

investment information, reference data and analytics.data-processing and reporting
application for instruments including equities, fixed-income and exotic derivatives.
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-.. Reference Data Review

ALL THE CORPORATE ACTIONE YOU NEED T@ KNOW IN THE SECURITIES ADAINIETRATION DATA BUEINEES

Bank of New York Sees Netik’s Data Capabilities
As Enabler for Outsourced Investment Management

Bank of Mew York plans (o leverage
its new 51% stake i Nenk, a UK.,
software company that specializes in
transaction and accounting data
management, o add compulsion to
the bank’s pitch to potential clicnis
of ils iInvestment management
oulsourcing services business, Metik's
enicrprisc data manageoment
capabilitics — including handling of
multiple sources of reference data —
15 sct to play a key role m helping
Bank of Mew York case buy-side
outsourcing candidates onto ils
investment management platfonn

As part of the BNY SmanSource
ouitsourcing offering, Neuk's
InterView Invesiment Hub will be
presented as a straightforwand way
lor chienis to migrate from internal
porifolio management, accounting
and reporting systems onto the Bank
of New York platform., Using Metik,
Bank of Mew York clients wall also
gain acoess to s intemally developed,
mainframe-based database of sccunty,
entitv and other reference data

Under the deal, announced July 9,
Bank of Mew York 15 taking s
majorty stake in Metik as replacement
lor previous lead sponsor, London-
based venture capital group Advent
Venture Pariners. Netk had been in
discussions with Bank of Mew York
about & wide varicty of topics,
including possibly taking an
investment stake, for approximately
18 months, During that penod, Bank
of Mew York became a chient for

Metik's data management platform,
According to Colin Clese, chiel
mformation officer pt Metik, Bank of
Mew York was secking direct access

to technology that would enable
potcntial clients of its BNY
SmanSource omtsourced investment
management service o quickly make
a “Yes' decision,

The viswon entails implementing
Metik's InterView at the client site to
create a scamless flow of transaction
data between varions applications
used miemally in the invesiment
process, The ageregated data can then
flow to the Bank of Mew York
platfiorm for processing, and then fed
back to client applications for
reporiing — cither internally for
partfolio management pumposes or
externally for client-reporting,

This scamless flow of data, 1t 1s
hoped, wall alleviate the long and
disruptive perads when buy-side
mstituiions are unable o
communicate transaction and
performance data either to internal
or cxicmal recipienis,

Metik s produect offerings are Lingely
based on Microsoft Corp.
technologics. The data management
platform makes use of MS SCIL
Server and runs within the Windows
2000 eovironment. Closc savs the
company has capabilitics on the
Oracle database managcment
platfonm, but that “our comlon zone
15 around hMicrosaft.”

The move to acquire Metik's
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ALL THE CORPORATE ACTIGNE YoU

B(}NY Cont. from PG

enabling software marks another siep
in a serics of nitiatives for Bank of
Mew York that has seen it establish
infrastruciure in support of iis vanous
offerings for servicing hedee funds,
fund admmnistrators and custodians.
It's also in ling with activities within
the BNY Sccuntics division, which
recently acquired Somc Financial
Technologics { fransaction Networks
A&t Fechnologies, Apnl 2004} and this
week announced the launch of its
[Direct Execution Services product
ling, based on Sonic’s technology

Metik has bult up its
reference data capabilities
through chent requests and
implementations.

Close sayvs the ability to handle
reference data has been a kev
ingredient in Metik's data hub
development. “Metik's data portal and
information portal feature an
engineered platform and data model
for handling transactional mformation
from the back and middle offices as
well as from the front office,” he savs,
“They handle the snowball effect of

-Team Consulting

NEED T& KNGW IN THE EECURITIEE ADAINIZTRATION DATA BUSINEEE

reference data from the front office -
instrument, client, connterparty —
throngh the middle office - adding
price data and benchmarks — 1o the
back office — corporate acfions,
settlement and custody. The data
model has 1o accommodate all these ™

Using Metik, clients will draw upon
the data model to idenufy comrectly
the varions clements involved m a
transaction, and aggregate all porifolio
and accounting mformation across
the enterprise lor disiribution, either
via some Web-based application, an
XML data stream or hardeopy printed
matenals for client reporis,

Close says rather than approachmg
the underlving reference data
management capabilitics necessary
o support this kind of funchonality,
HMetik has built up iis reference data
capabiliies through chient requesis
and implementations — and continucs
to do 50, Thus, it has developed a
toolki for developing data loaders
for multiple data sources, and
asscmbling golden copics, and
warchousing and disiributing them (o
downstream applications, That said,
Close reckons the reference data
management capabilitv has brought
Metk into clicnts that have developed

into much wider implementations.

Bank of Mew York's own data
cleansing and repair capabilites are
a logical complement to Metik's data
manazcment platform, raismg the
possibiliny of pure ontsourced
reference data management for the
bank’s buy-zide clients. Closc savs
the possibilitics of the new
relationship arc still being discussed.

Channel to market

Meanwhile, Netik will contimue to
market its products mdependently. i
sees Bank of Mew York as a channel
to marked, akin to some of 1ts existing
relationships, such as that with Advent
Software and us Geneva portfolio
manazement plaiform.

For Metik, the Bank of New York
represents an informed investor,
wheose participation may cventuallby
vield greater benefiis than that of a
pure VI nvestor, It also represents a
hopefully stable pariner, after the
corporatc wranglings Metik has boen
through over the past fow vears.

Bank of Mew York, meanwhile, had
been looking for an outsourcing
propositon for its data warchousing
and reporting capabilifies. Eagle
Investment Saftware had been
snapped wp by Mellon Bank; arch-
rival Metik scemed an obvious choice.

www.a-teamconsulting.com

A-Team Consulting provide s firms with high quality expertise in market rasearch,
stratagic marketing and communications in the field of financial information.

Understand Your Market  Position Your Offering

Competitive Analysis
Market Resaarch

Market Share Information
Industry Initiatives Analysis

REFERENCE DATA REYIEW

MNeeds Assessment
Opportunities for
Product Developrment
Customer Perspactive
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STP Magazine: Netik-BNY Investor-Partner-Gustomer Deal

NEWS ANALYSIS BANK OF NEW YORK'S NETIK ACQUISITION

Bank of New York buys 51 per cent of Netik

The bank believes the ‘Netik technology completes its outsourcing offer

By Thea George

The Bank of New York has made a

strategic investment in data hub and

warehouse vendor Netik. The bank
and Netik will partner to provide integrat-
ed data solutions to financial institutions,
and the bank, which uses the Netik
InterView Investment Hub product as
part of its BNY SmartSource outsourcing
solution, will also make the product avail-
able to its financial institution client base.
In addition, Bank of New York plans to
roll out the Netik technology to other
selected areas of its own business.

The bank has taken a 51 per cent
stake in Netik, leaving the remaining
ownership in the hands of the Netik
management and its venture capital
backers Advent Venture Partners, whose
stake has been significantly reduced as a
result of Bank of New York's investment.

Explaining the background to the
bank's decision to invest in Netik, its
executive vice president Fred Ricciardi
told STP: “We have a major business line
focused on providing middle office out-
sourcing services to fund managers. As
we continued to have discussions with
fund managers and to be involved with
particular  outsourcing  propositions,
including some under way currently, it
became apparent that the interconnectiv-
ity between the bank and the fund man-
agers' systems was a point of significant
execution effort” It is common for the
bank to find that, because fund man-
agers typically do not have a single appli-
cation to handle a given activity, a data
challenge exists for the manager to con-
nect to the bank’s middle office offerings.

“We realised a lot of fund managers
could make use of a warehousing capa-
bility to facilitate a single point of interac-
tion with the bank," Ricciardi continues.
“"We saw that such a capability would be
a logical complement to our BNY
SmartSource offering, in order to expe-
dite the transition and therefore to take
much of the risk out of the transition.’

Bank of New York went to the market-
place in search of a suitable warehousing
solution and found it, Ricciardi says,
largely devoid of good warehousing tech-

S.P Magazine

nology companies. Netik was the excep-
tion. “We were very enthused by Netik's
technology, and with what they had done
with it — and by the demonstrable satis-
faction level of Netik's clients,” he
explains. “Our first foray was to use the
Netik solution ourselves around our BNY
SmartSource proposition. We came to
see that it could be deployed not just by
the bank but by the fund manager; we
realised we could be a strong referral
source for a solution for the fund man-
ager to deploy itself in order to ease its
connectivity to the bank”

Further discussions with Netik led the
bank to conclude that its technology is
highly applicable for any company with
securities information or transaction pro-
cessing on multiple applications, Ricciardi
adds. “Netik has an excellent warehous-
ing solution, and it also has some very
well designed portals for easy access in
and out of the warehaouse, via different
media including the web, constituting a
good front end for client reporting!”

Consequently Bank of New York plans
to work with Netik in three ways. “We will
use the technology in concert with our
outsourcing proposition, and indeed
Netik is working on some projects with
us currently. We also see Netik as anoth-

er offering for us, on a standalone basis |

even where the bank’s outsourcing is not
involved, to help us broaden our product
array for the investment lifecycle and
improve our clients’ STP. The third area of
use will be within Bank of New York.
There are some other areas of our own
business that could benefit from Netik's
dlient reporting and warehousing, and we
are considering deploying the technology
in very select areas within the bank!"
Netik was at this time seeking a strate-
gic investor, Ricciardi says. “The compa-
ny's future with its venture capital back-
ers was in doubt, and it would have been
picked up either by another bank or a
technology supplier. We took the deci-
sion to put money into Netik because we
much preferred the idea of it being part
of the bank than it being owned by
another company: its business is so
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closely aligned to what we do for a living”

The financial stability provided by Bank
of New York's investment will be sup-
portive to Netik's sales activities, he
believes. “In the past, concerns about the
company's financial stability were a road-
block to it selling to fund managers. With
venture capital backers the transaction is
strictly a financial one and the financials
within Netik were the only thing that
counted. Now Netik has a financially sta-
ble owner that understands its business”

The model Bank of New York has
adopted for its relationship with Netik is
one it has deployed before. “We own a
technology business in London that
delivers technology solutions to serve
fund transfer agent services. We also
have an investment in another technolo-
gy company.’ However, Ricciardi stresses
that the acquisition of technology com-
panies for the sake of it is not part of the
bank's strategy. “We are not out there
searching for technology companies. But
we will consider such investments in
special, selected cases where the tech-
nology in question is a product that com-
plements our offerings”

The bank will not limit Netik's activities
in selling to other service providers or
their clients, Ricciardi says. “We have a
broad enough vision to market our prod-
ucts and differentiate ourselves on a
broader ground than technology alone.
Netik will continue to operate indepen-
dently, in order that it can carry on doing
what it does so well. We would like to
see it as successful as possible in selling
to other service providers”

Ricciardi says the Netik technology
makes the BNY SmartSource offering
complete. “We knew two years ago that
the gap lay in the difficulty for the fund
manager to efficiently establish a com-
municative link with the bank. Now that
gap has been bridged, our outsourcing
proposition really does take a transaction
through its lifecycle from end to end,
meaning we can fully support STP and
allow our clients to make the out-
sourcing decision with complete
confidence,” he concludes. E
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Securities Industry News: Netik-BNY Investor-Partner-
Customer Deal

SECURITIES

INDUSTRY NEWS

Securities Operations{TechnologyProcessing Worldwide|

BNY Buys Controlling Interest in Netik
By Chris Kentouris, Senior International Editor

July 2, 2004 - The Bank of New York (BNY) has bought a 51 percent stake in data warehouse vendor
Netik giving the global custodian giant some operating control over the firm and the use of Netik's
InterView 7 data hub as part of its outsourcing services for buy-side firms, officials of both firms said
earlier today.

BNY's evp Fred Ricciardi; svp Andrew Bell and a yet-to-be announced technology executive will
take seats on Netik's 7-member board. Netik's founder and chief executive John Wise; Colin
Close, chief information officer, and Bill Rockett, chief financial officer, will continue in their roles
and remain on the board. Bernard Horn will serve as an independent non-executive member.

Netik's InterView data hub, to be promoted by BNY on a licensed basis, relies on the enterprise
information integration principle of data management -- interfaces are mapped onto a common
data model only once. Another advantage of InterView over competitive platforms, say Netik
officials, is that it provides real-time tracking and reporting, which is of particular interest to
alternative investment trading desks, prime brokers and hedge funds. InterView represents an
upgrade from a predecessor system known as Investor Workstation that Netik purchased through
the acquisition of software provider Montclair Technologies four years ago.

"While InterView will be used initially by BNY's outsourcing unit SmartSource, the goal is to
expand to other areas of the bank, such as hedge fund administration," said Wise.

InterView has about 40 users including Fortis; PFPC and HSBC while SmartSource has about ten
relying on its investment management outsourcing services. It could not be determined how many
of the ten were already using InterView.

"The agreement with Netik is a logical progression of our outsourcing services. Clients had
typically relied on their own data hub to link to the bank's middle and back office services," said
Ricciardi.

It remains to be seen just how much leverage BNY will exert over Netik. While BNY and Netik
xecutives insist that Netik will be independently run, BNY will take an active role in co-marketing
InterView beyond its own client base. "We wanted to be pretty influential in the decision-making
process but not absorb them," Ricciardi said of Netik.

Market players say that the deal couldn't come at a better time for Netik, which needed to shed
some of its entrepreneurial image in favor of a tie-in with a prominent financial institution to
bolster its marketing efforts - and bottom line. The firm has gone through a metamorphosis of
sorts over the past two years changing its focus from integration and straight-through-processing
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projects for financial institutions to information-centric solutions for the asset management
community.

The strategic switch took place when Wise returned to his role as chief executive in 2002 to
replace Michael O'Leary after a eight month tenure as a condition to the firm's winning a new
round of funding from Advent Venture Partners; Wise had stayed on as chairman during that time
and upon his return promised to turn the money-losing operation around. He declined to discuss
Netik's financials last week.

In December 2001, the firm secured its second round of funding $15 million from Advent Venture
Partners and Pincus Warburg. Netik officials would not comment on how much funding they have
received to date or the pricetag for their deal with BNY which dilutes Advent Venture Partners
stake in the firm. Netik's management and Advent Venture Partners will be left with a 49 percent
interest.

A BNY spokesman said the investment in Netik was "non-material" to the bank's bottom line.
Over sixty percent of BNY's revenues come from its securities services unit, which includes
custody, fund accounting and administration and other outsourcing services.

BNY, which owns a 20 percent stake in Toronto's Financial Models, also promotes that software
vendor's product suite as part of its SmartSource package, but that technology does not include
data warehousing; it involves post-trade confirmation; portfolio accounting; reconciliation and
reporting.

Dealing w Technology: Netik-BNY Investor-Partner-
Customer Deal

DWT

nearporating

DEALING w+TECHNOLOGY Trading Technol

Get Ready for a Wave of Merger Madness

Suddenly, we are in the middle of a merger mania. It's like last call at a singles bar for the financial
technology industry.

As our stories this week illustrate, we have seen a rush to the corporate altar among vendors and user

firms that must signal the official end to the recession. In particular, those vendors that survived by getting

lean and mean are prime targets, especially in markets that are headed for consolidation because of
commaoditization. It's also a time to snatch up ailing competitors who can be had at bargain basement
rates.

Speaking of rates, many vendors (and user firms) would prefer to sew up these deals before interest rates

get any worse.
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So, what does this phenomenon mean for user firms? First, let's focus on the downside.

My guess is that, initially, it will mean lots of confusion just as users are on the brink of spending again.
Firms may quite legitimately hold off on purchases until clear winners emerge.

In addition, some user firms are themselves in the middle of a merger and will have the terrible chore of
sorting out what parts of their new combined IT empires to keep, what to dispose of, what to buy and who
among the IT staff to keep or give the heave-ho. Throw in the variable of offshoring and mergers can
become a nightmare that IT managers at user firms dread. Sadly, there may be blood in the water at a
time when there should be corks popping and champagne flowing.

Overall, shakeouts among vendors usually leave standing those who have the best technology and who
are most able to sell it. This should be good news for user firms because it may provide them with the
stability that they require.

There is another twist to this latest merger madness-a new kind of relationship has formed between vendor
and user firm-particularly Citigroup and Lava Trading, the Bank of New York and Netik, and JPMorgan
Securities and the vendors it has acquired. The result is that some business units at user firms are
beginning to act as if they're software and services companies. This is a new chapter for user firms, and
the strengths and weaknesses of this new role will become clear over the coming year.

For instance, how does JPMorgan really feel about Citigroup owning its mission-critical OMS?

GLOBAL CUSTODIAN
.COM

Global Custodian, July 6

NEWS
6 Jul, 2004

Bank Of New York Buys 51% Stake In Netik

The Bank of New York has bought a controlling interest in data warehousing software group
Netik. The giant custodian will use the Netik data warehouse technology itself, and make it
available to its clients.

The bank has taken a 51 per cent stake in Netik, leaving the remainder of the company in the
hands of the Netik management and its venture capital backers Advent Venture Partners, whose
stake has been significantly reduced as a result of the Bank of New York's investment.
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The Netik board is now made up of three non-executive directors from the Bank of New York and
three from Netik. Netik CEO John Wise says the data warehousing vendor

will retain its independence and be free to continue to sell its technology to other custodians and
fund administrators, as well as to fund managers and private banks.

Global Custodian: Netik-BNY investor-Partner-Customer
Deal (part 2)

Global Custodian July 7

Global Custodian
NEWS
7 Jul, 2004

The Bank Of New York nfirms Investment In Netik

The Bank of New York has officially confirmed its purchase of a majority stake in Netik, the data
hub and warehouse software specialist. (See Bank Of New York Buys 51% Stake In Netik)

The bank, which uses the Netik InterView Investment Hub product as part of its BNY
SmartSource outsourcing solution, will now also make the product available to its financial
institution client base. The Netik solution provides market-leading data management and
consolidated reporting capabilities that leverage its data warehouse for portfolio and investment
information, reference data and analytics. It also provides a clear data boundary between
institutions' internal systems infrastructure and the services provided by the Bank.

"We have examined the competitive data warehouse and client reporting technologies on the
market and believe that Netik has the most functional, scalable and proven technology," says
Fred J. Ricciardi, Executive Vice President of The Bank of New York. "By aggregating and
validating information from multiple data sources, the Netik platform provides end-to-end data
management that delivers consistent and accurate information for client and boardroom-quality
reporting."

John Wise, Netik's CEO, adds: "As the leader in data hub and warehousing technology for the
securities industry, we believed the time was right to find an industry investor and partner who
would boost our financial strength while continuing to allow Netik to operate independently. The
Bank fits this profile perfectly because they are an existing customer. Our strategic partnership
with The Bank of New York allows us to continue to support our existing customers with the
highest levels of service and to continue to aggressively address our markets from a position of
financial strength."

The Bank's clients, including investment managers, hedge funds, banks, broker / dealers,
insurance companies and plan sponsors, can subscribe to the Netik platform on a stand-alone
basis or bundled with other services such as fund accounting, custody or BNY SmartSource.
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Glohal investment Technology: Netik-BNY Deal

Violurne 13,

- 21

Global Investment
Technology

July 19, 2004

“The Netik prod-
uct with its data
warchousing and
client reporting is
really a critical
offering for finan-
cial institutions
and investment
nanagers.”

Being majority
owned by The
Bank of MNew
York gives Netil a
conduit to gaining
a better under-
standing of insti-
tutional investors
and their emerg-
ing needs,

Strategic Intelligence for the Securities & Investment Industry

Business Strategies
The Bank of New York Buvs Majority Stake in Netik

NEW YORK — The Bank of New York has purchased a 51 percent stake in
Netik, a technology vendor specializing in finandal data hub and warchousing
solutions for data management and consolidated reporting. The amount of the
investment was undisclosed. The deal, concluded an May 31, buys out the stake
of Advent Venturelartners inMNetik and reduces management ownership of
Metile. Three Bank of New York exccutives will join Metiks seven-member board,
T|1-.1|' include Fred ], Ricciardi, Fxecutive Vice President, and Andrew ], Bell,
Senior Viee President. Metik will still operate as an independent company. “All the
arrangements are arm’s length arrangements between us and MNetik,” says Bell.

The Bank of Mew York has been using Netik InterView Investment Hub for its
BMNY Smart 5 oureoutsourcing solution. The bank intends to leverage Netik's
client re porting technologies and data hub platform across all lines of business
and enable Metik to develop integrated data solutions for financial institutions
and assct managers. “The Netik product | InterView Investment Hub| with its
data warehousing and clientre po rting is really a eritical offering for financial
institutions and investment managers,” says Bell. “They're well-positicned,
based on their product offering, to fill a niche in the marketplace that is really
needed and that will continue to grow in its ability to satisfy a demand we see
feor investment managers and financial institutions in general.”

MNetik InterView can leverage a data warchouse to deliver portfolio and invest-
ment infomation for xn|'-|'|i:-tic-.1t-.--.l ana |1I.'ric.-. Alsoy it can |1-.-||'- c|-.--.1r|1_|' demar-
cate boundaries between internal systems and infrastructure of an institution
and the outsourcing services provided by a third party, *MNetik’s product will be
used in the BNY outsourcing strategy and made available to our clients ta
roume out some of our product offerigs,”™ says Bell.

Being majority owned by The Bank of New York gives Netik a better under-
standing of institutional investors and their emerging needs, as well as a chance
b |-.-1.1.-|'-.1H-.- the bank’s relationshi ps and fine tune its -.1F|';.-|'i|1|_1,- to serve |-.1|'|.',-.-,
financial mstimtions. *We wanted to get closer [to the asset management com-
mumity] and get an insttutional investment services provider on board for sev-
cral reasons, including channel to market, improving Netiks financial strength
and getting an understanding of how institions see the market,™ says John
Wise, Chicf Executive Officer of Netik,
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Finextra: Netik-BNY Investment-Partner Deal
L]

Bank of New York takes 51% stake in Netik

05 July 2004 - Bank of New York has acquired a 51% stake in transaction processing software
company Netik.

The bank has acquired the controlling interest in the firm under an agreement which will see it
introduce the Netik software suite across its operations. Netik, which delivers data warehousing
technology for participants in the investment management industry, has struggled to make
headway in the more cost-conscious business environment of the past few years. In August last
year the sale of Netik's TurboSwift interface business to US-based BankServ marked yet another
shift in strategic focus for the company as it moved its resources to concentrate on sales and
marketing of its InterView Investment Hub integration product. Details of the BoNy transaction
are sketchy, but the Bank is understood to have placed three non-executive directors on the
board, replacing representatives from Netik's venture capital backers Advent Venture Partners.
Nobody was immediately available to comment on the implications of the deal for Netik's current
customer base and future standing as an independent vendor to the securities industry.

Bobsguide.com: Netik-BNY Investor-Partner Deal

THE BANK OF NEW YORK AND NETIK FORM STRATEGIC PARTNERSHIP
TO OFFER DATA HUB SOLUTIONS TO FINANCIAL INSTITUTIONS

NEW YORK AND LONDON, July 9, 2004 — The Bank of New York, a global
leader in securities servicing, has made a strategic investment in the data
hub and warehouse business of Netik to support the business’ continued
growth in the data management and reporting marketplace. As part of the
arrangement, The Bank of New York and Netik will also partner to provide
integrated data solutions to financial institutions.

The Bank of New York, which uses the Netik InterView Investment Hub
product as part of its BNY SmartSource outsourcing solution, will now also
make the product available to its financial institution client base. The Netik
solution provides market-leading data management and consolidated
reporting capabilities that leverage its data warehouse for portfolio and
investment information, reference data and analytics. It also provides a
clear data boundary between institutions’ internal systems infrastructure and
the services provided by the Bank.

“We have examined the competitive data warehouse and client reporting
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technologies on the market and believe that Netik has the most functional,
scalable and proven technology,” said Fred J. Ricciardi, executive vice
president of The Bank of New York. “By aggregating and validating
information from multiple data sources, the Netik platform provides end-to-
end data management that delivers consistent and accurate information for
client and boardroom-quality reporting.”

John Wise, Netik’'s CEO, said, “As the leader in data hub and warehousing
technology for the securities industry, we believed the time was right to find
an industry investor and partner who would boost our financial strength
while continuing to allow Netik to operate independently. The Bank fits this
profile perfectly because they are an existing customer. Our strategic
partnership with The Bank of New York allows us to continue to support our
existing customers with the highest levels of service and to continue to
aggressively address our markets from a position of financial strength.”

The Bank’s clients, including investment managers, hedge funds, banks,
broker/dealers, insurance companies and plan sponsors, can subscribe to
the Netik platform on a stand-alone basis or bundled with other services
such as fund accounting, custody or BNY SmartSource.
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Securities Industry News: Landscape and theught leadership article

News

April 12, 2004

Securities Industry

What Makes Markets

ww.securitiesindustry.com

Making the Most
Out of Warehousing

Firms enjoy new options, business opportunities in aggregating data

veryone agrees that in the age of knowl-
edge, data is king—and queen. But incon-
sistent data stored in disparate silos has
quickly become a wild card in managing
operational and credit risks. Correcting the
problem—reconciling discrepancies and integrating
the correct data into legacy systems—is costly, time-

consuming and inefficient at best.
Enter data warehousing—the
aggregation of clean data into a sin-

the past few years a trend has emerged to license an
array of software packages. Most recently, buy-side
shops have also found another option through their
outsourcing providers. Some of the world’s largest
custodian banks—including State Street and Mellon
Financial—are remarketing data warehouses as part
of a suite of middle-office services.

None of the data warehousing software vendors
would disclose their prices, nor would State Street
or Mellon discuss their fee schedules. Yet anecdotal
evidence suggest the fees for this model pale in com-

harison to the time and price tag a
L\l'gc Wall Street wirehouse could
spend: upward of five years and

gle centralized repository. Tt sounds
simple enough, but it has some pow-
erful ramifications. Financial insti-
tutions can enjoy an enterprise-wide
view of their data, allowing them to
better measure their operational and
credit risks across product lines and
departments. Accurate data also
ensures fewer failed transactions,
hence reduced cleanup costs and

"An effective data
warehouse provides a
perfect front-office

integration solution.”
— Steve Papulak,
Mellon Financial

more than $50 million to develop
a home-grown data warehouse, by
one industry player’s estimate.

Seeking Savings

After investing in a customer rela-
tionship management (CRM) sys-
tem from Siebel a few years ago,
Guardian Group of Funds, a sub-
sidiary of Bank of Montreal, began

lowered potential liability, which
could save firms many millions of
dollars.

And those are just the short-term
benefits. Longer-term, firms can reap competitive
advantages in going beyond knowing what hap-
pened to predicting what will happen.

Historically, firms have—at best—relied on
developing a data warehouse on their own, but over

to examine ways to tie information
together to avoid data redundan-
cies, said Julie Hodge, assistant VP
of information services at GGOE,
a $2.8 billion operation.

The firm decided that the answer was a data ware-
house, as well as an enterprise-wide reporting mod-
ule that could connect with both legacy applications
and the new warehouse. In addition, the J‘Jtﬂ ware-

©2004 The Thomson Corporation and Securities Industry News. All rights reserved. Thomson Media, One State Street Plaza, New York. N.Y. 10004 (800) 367-3989
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house needed to have an extract, transform and load
component in order to move data from one system to
another and publish data on online portals.

Ultimately, GGOF decided to
implement WebFocus, a hub-and-
spoke data warehouse model from
Information Builders. Information
Builders migrated information from
GGOF’s three legacy systems—
CRM data from a Microsoft SQL
Server, fund accounting data from
Sybase and record-keeping data
from DB2—to create a new, central
warchouse residing on a Microsoft
Windows NT server.

The data can be accessed using a
Web portal: users can log onto the
system and monitor the data via a
key-performance-indicators dash-
board. It allows users, within any
line of business, a one-stop shop portal to access the
data for their reporting requirements or information
needs.

Also within the framework of a centralized portal,
State Street recently expanded an agreement with
DST International (DSTi) to use its data warehouse,
called HiDataWarehouse, as part of its securities pro-
cessing offerings for fund managers.

“The arrangement allows State Street not only to
tap into its own databases for information—including
its multicurrency Horizon custody platform and PAM
portfolio accounting system—but any other the client
wishes as well,” said Joseph Antonellis, State Street’s
CIO.

DSTi’s HiDataWarehouse stores what State Street
calls “hard-wired informadon”—descriptive data on
securities, client holdings, transactions, and perform-
ance and analytics that cannot be changed by the
client. Then there is a customizable section, allowing
clients to slice and dice information as they wish.

The deal with DSTi, whose origins lie in portfolio
accounting, stemmed from State Street’s outsourcing
of the back office of UK. fund manager Scottish
Widows, which had already been licensing the
HiDataWarehouse.

So far, only one of State Street’s outsourcing
clients—fund manager Seligman-plans to convert
onto the HiDataWarchouse. Scottish Widows will
continue its existing contract with DSTi, while anoth-
er fund manager, Pimco, is relying on a separate data
warchouse built by State Streét that can also use the
DSTi data management software for the monitoring
of its own portfolios.

Addition by Addition

DSTi, which had previously offered some data ware-
housing capabilities through its Hilnvest order man-
agement and compliance products, added value to its
stand-alone data warehousing solution through its

John Wise, CEO, Netik

purchase of the rights to integraton messaging soft-
ware from Boston’s Bremer Associates last year. That
integration messaging software was subsequently
rebranded as HiWay.

“The idea is to provide a consis-
tent view of data,” said Steve
Edkins, DSTis COO. “While
there are no hard-dollar cost sav-
ings, plenty is gained from opera-
donal efficiencies by having clean
information and fewer failed trans-
actions.”

Such a view is also held by State
Street rival Mellon Financial,
which is reaping the benefits of its
data warehouse, Pace, inherited
through the acquisition of Eagle
Investment Systems two years ago.
A seven-year-old product, Pace is
widely considered the industry
leader in data warchousing for buy-side institutions—
a reflection of the firm’s historic strengths and exten-
sive functionality.

Not only does Pace allow for information to be
cleaned and centralized in a single location, but an
adjunct product known as Eagle Portal permits clients
real-time access to information—thereby enabling
real-time decisions—and also allows them to send the
information to other locations.

“Pace is the first data warechousing product to be
designed with a data-centric model, thereby allowing
investment managers to support their processing
through a single rather than multiple databases,” said
Steve Papulak, product manager in Mellon Financial’s
Global Securities Services unit.

The custodian giant—whose technology prowess
has historically matched State Streets—offers Pace
not only as part of its outsourcing package, but also in
an ASP fashion for six undisclosed buy-side firms. An
additional six, including Trust Co. of the West and
London’s F&C, will be using Pace on an outsourced
basis.

“Most of the outsourcing mandates awarded to
date have focused on middle-and back-office func-
dons. This has made providing tight integration with
a client’s front office a real challenge,” said Papulak.
“An effective data warehouse provides a perfect front-
office integration solution.”

For the State of Wisconsin’s $70 billion pension
fund (SWIB), one of an addidonal 80 fund managers
licensing Eagle’s Pace, one of the merits of the data
warchouse is that it allows for calculating a correct
monthly value for assets under management. “We
were relying on spreadsheets from multiple fund
managers and had to reconcile information,” said Ken
Johnson, COO of SWIB, which is one of the U.S.” 10
largest public pension funds.

Eagle’s Pace also permitted SWIB a complete, real-
tme view of its assets, regardless of where they are
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safekept—either at Investors Bank & Trust or Mellon
Financial. “Although we are not a mutual fund, which
is required to strike an NAV, we could still have a
daily view of the fund’s performance to see if it
matches up with the custodian banks’ calculations,”
said Johnson.

SWIB is now running the Pace system in a test
mode and begin loading information onto the central
database over the summer. The entire process, which
will affect $65 billion of the $70 billion in funds, will
be completed over a 12 month period.

Evolution of an Idea

Both DST and Eagles data warchouses primarily
offer what is called an enterprise application integra-
tion (EAID) solution to data warchousing—linking
applications to slpcak to each other. A newer concept
being promoted by software vendor Netik, which
offers an investment hub for data management and
reporting, is now making its way into discussions on
data management.

Known as enterprise information integration (EII),
the goal is to make the same data available across
diverse operating environments and applications.

“The enterprise applicatdon integration industry—
which reached its hiltin the early 1990s—is reflective
of either ‘hub and spoke’ or ‘bus’ solutions designed
to resolve the so-called ‘spaghetti’ nature of peer-to-
peer interfaces, where every application is defined to
each other, resulting in many interfaces and defini-
dons,” said John Wise, CEO and co-founder at
Netk, Eagle’s primary competitor, which boasts
about 40 clients.

The problem with the hub-and-spoke or bus solu-
tons for data warehousing is the lacll\' of common data
models: 10 applicatons could mean 45 different map-
pings and delays in the implementation of any data
warchousing system. “So the purpose of enterprise
information integration is the same as EAL but the
approach is to use a data warchouse or data store that
has a common data model,” said Wise.

The advantage to Netik’s InterView7, he claims, is
that all interfaces are mapped onto a common data
model and are mapped onﬁ}' once. Hence, 10 applica-
dons require only 10 interfaces.

Some industry analysts have argued that while
Eagle’s Pace does offer a ready made data model, data
integration is still cumbersome and time consum-
ing—a problem the firm is now tying to correct
through middleware. State Street officials also main-
tain that HiWay does give DSTi EIT capabilities in
providing a meta data-driven environment that allows
users to graphically model data inflows, transforma-
ton and outflows to any applicaton either as real
time messages or file form. But such claims have been
questioned by some rivals and even clients.

Another major advantage to the EII model, such as
Netik InterView 7, as an enterprise-wide source of
information, is that it provides real-time tracking and
reporting, which is of particular interest to alternative
investment trading desks, prime brokers and hedge
funds. However, such was not always the case with
Netik.

Netik’s InterView 7 represents an upgrade from a
predecessor system known as Investor Workstation
that Netk purchased through the acquisidon of soft-
ware provider Montclair Technologies four years ago.

“When we first began using an older version of
Netik InterView 7, the data was being updated from
legacy systems in a batch mode,” said Gary Metz, VP
at Wilmington, Del.-based administration giant
PFPC, which services more than $400 billion in assets
for 100 fund families.

That changed two years ago, at the same time
PFPC also allowed clients access to its data ware-
house through a Web portal. While some of PFPC’s
clients opt to slice am% dice information on PFPC’s
database to create their own, others only want to view
the data. Sdll others may wish to incorporate the
information into their own database.

An additional benefit to the Netik InterView data
warchouse, as adapted by PFPC, is that it delivers
information on corporate actions and receives deci-
sions from clients.

Netik is now in discussions with two prospects to
offer Netik InterView 7 in an oursourcc(’ form. Such
an alternative, Wise believes, is appealing to hedge
funds, which are seeing an inflow of capital from pen-
sion funds, and other buy-side firms with more com-
plicated information needs. B

— CHRIS KENTOURIS

Netik

©2004 The Thomson Corporation and Securities Industry News. All rights reserved. Thomson Media, One State Street Plaza. New York. N.Y. 10004 (800) 367-3989
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TALKING POINT ENTERPRISE INFORMATION INTEGRATION

By John Wise
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STP Magazine

The next generation

Enterprise information integration will do what EAI

failed to do, and make sense to the business, not just

the IT

This is a story about why technologists originally
purchased enterprise application integration (EAl)
but the business guys didn't see the point, and
why now the business guys are driving the imple-
mentation of enterprise information integration
(ENl) solutions from data hub vendors.

EAl was created to solve the problem of
spaghetti interfaces, virtual and actual, caused by
the need to share information using peer to peer
interfaces between the many systems/applica-
tions that the business needed to process its
activity. Some would claim that this enabled a
best of breed strategy for deploying multiple spe-
cialist processing systems. However, | feel there
was not much strategic thinking involved, and that
the implementations were more to do with the
tactical and often haphazard need to pro-
gressively fill gaps in processing functionali-
ty along the finandial transaction lifecycle.

The “bus” approach to EAl provided an
interface on to a common “highway" across
platforms and was widely adopted in the
front office as many of these applications
were very similar and so the requirement
for translation was limited. The *hub and
spoke” approach assumed that all platforms
were different and thereby translation and
mapping had to be very strong in these
products which were typically deployed in
the front, middle and back offices.

Unfortunately, EAl solutions still seemed
to take a lot of time and expense but their
benefit was obscure. The real issue with the
EAl approach is that you may indeed only have
10 interfaces on the hub or bus, but the mathe-
matics still require these products to handle the
many different mappings/translations handling
peer to peer connectivity — albeit intemally within
the product and no longer “exposed” to outside
scrutiny. Thus the interface definition problem
remains the same in reality and this is why the
business could not see the point.

Having been involved in three generations of
EAl products | have at last woken up to smell the
coffee — and it is not Java, .Net, Grid or Pazz. All
of these technologies promote interoperability
and are good for different things such as routing,
TP monitors, scalability and recoverability, and
thus provide foundations. But these, along with
the EAl vendor products, all suffer from the lack of
defined data models for the financial industry and

—b—

associated applications that leverage such a data
model.

The importance of a sector specific, specialist
data model to these solutions has been slowly
realised by the EAl vendors and thought-leaders
of this industry, such that there has been an evo-
lution of the EAI paradigm over the last few years
towards the creation of Ell, or enterprise informa-
tion integration. Thus, Ell has emerged to solve
the same problems and requirements as EAI, but
with a powerful “information-centric” approach
using a specialist data model for the financial
industry in a data warehouse or data store config-
ured as a “hub”. The advantage here is that all
interfaces are mapped on to the common finan-
cial data model once (and only once), hence with
10 applications only 10 interfaces are required.
Finally a solution has amived for enterprise infor-
mation, albeit using the Ell model and not EAIL

The Ell vendors typically promote these solu-
tions as data hub or investment hub implementa-
tions. These products and solutions not only pro-
vide a complete and common financial data
model and data store, but they also have associ-
ated applications for robust data management
and reporting — something that intemnal users and
their (external) customers benefit from.

As Ell is information centric, these solutions
have to address integration of transactions and
static information, validation, enrichment, cross-

EII vendors sell their solutions
as data or investment hubs

referencing and look-ups, along with multi-way
matching and reconciliation, data/information and
workflow, culminating in multi-dimensional repor-
ting via multiple channels. To achieve all of this,
there are therefore many associated applications
— all of which plug into the hub and leverage the
enterprise information contained therein. Ell is not
designed to replace processing systems. However
these solutions are engineered to solve the per-
ennial problem of how to handle financial data
from increasing numbers of sources, rationalise,
transform and reconcile it and accurately route,
store and warehouse it so that it can be leveraged
as information throughout the enterprise and via
multiple channels, including the web.
John Wise is CEO at Netik
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NEWS
23 Feb, 2004

Netik Hires New Director Of Ops For EMEA Region

Netik, a securities data management and reporting company, has announced the hire of Roy Lee
as its new Director of Operations for the EMEA region. Lee will report to Keith Hale, Managing
Director in London.

In this new role, Lee is responsible for all product and project operations within the EMEA
region. His experience has been gained within banks, securities houses and software vendors,
where he has held senior management and consultancy positions, including IT director and CTO.
Lee has a successful track record of delivering multi-million pound, customer-focused projects
and change programmes.

Prior to joining Netik, Lee, a 30 year veteran in the industry, served as head of IT and
Administration for Standard Bank London Limited supporting business areas including;:
Treasury, Capital Markets, Risk Management, Securities Trading, Asset Trading and Private
Banking.

Also during his time at Standard Bank, he created and implemented what was then an innovative
hub and spoke strategy around the integration of best-of-breed software packages. As a result, he
was one of the original pioneers in the adoption and use of transaction middleware.

Before his role at Standard Bank, Lee was a Senior Director, Information Technology, for
Continental Bank NA where he handled a broad range of International Banking activities
including Treasury, Securities Trading, Asset Trading and Risk Management.

"Roy Lee's, depth of knowledge in financial services, proven experience in multiple project
implementations, his technical expertise in enterprise-level software development and wealth of
industry contacts are all great assets for Netik's Senior Management team," said Keith Hale,
Managing Director. "We are very pleased to add Roy to the team. With over 30 years of financial
services technology experience, Roy will spur our continued growth tremendously."

Lee commented, "I am thrilled to be joining Netik at a very exciting time for the company and I
look forward to being part of their future."
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Netik hires new Director of Operations, Roy Lee, former
Standard Bank Head of Information Technology &
Administration

In this new role, Mr. Lee is responsible for all product and project operations within the EMEA
region. His experience has been gained within banks, securities houses and software vendors,
where he has held senior management and consultancy positions, including IT director and CTO.
Lee has a successful track record of delivering multi-million pound, customer-focused projects
and change programmes.

Prior to joining Netik, Roy Lee, a 30 year veteran in the industry, served as head of IT and
Administration for Standard Bank London Limited supporting business areas including:
Treasury, Capital Markets, Risk Management, Securities Trading, Asset Trading and Private
Banking.

Also, during his time at Standard Bank, he created and implemented what was then an
innovative hub and spoke strategy around the integration of best-of-breed software packages. As
a result, he was one of the original pioneers in the adoption and use of transaction middleware.

Before his role at Standard Bank, Mr. Lee was a Senior Director, Information Technology, for
Continental Bank NA where he handled a broad range of International Banking activities
including Treasury, Securities Trading, Asset Trading and Risk Management.

“Roy Lee’s, depth of knowledge in financial services, proven experience in multiple project
implementations, his technical expertise in enterprise-level software development and wealth of
industry contacts are all great assets for Netik’s Senior Management team,” said Keith Hale,
Managing Director. Mr. Hale continued, “We are very pleased to add Roy to the team. With over
30 years of financial services technology experience, Roy will spur our continued growth
tremendously.”

Said Mr. Lee, “I am thrilled to be joining Netik at a very exciting time for the company and I look
forward to being part of their future.”
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Bobsguide.com: New Director of Ops, EMEA

NETIK HIRES NEW DIRECTOR OF OPERATIONS, ROY LEE,
FORMER STANDARD BANK HEAD OF INFORMATION
TECHNOLOGY & ADMINISTRATION

London and New York, February 23, 2004 —Netik, the market leaders in securities data
management and reporting, today announced the hire of Roy Lee as its new Director of
Operations for the EMEA region and will report to Mr. Keith Hale, Managing Director in
London.

In this new role, Mr. Lee is responsible for all product and project operations within the EMEA
region. His experience has been gained within banks, securities houses and software vendors,
where he has held senior management and consultancy positions, including IT director and CTO.
Lee has a successful track record of delivering multi-million pound, customer-focused projects
and change programmes.

Prior to joining Netik, Roy Lee, a 30 year veteran in the industry, served as head of IT and
Administration for Standard Bank London Limited supporting business areas including:
Treasury, Capital Markets, Risk Management, Securities Trading, Asset Trading and Private
Banking.

Also, during his time at Standard Bank, he created and implemented what was then an
innovative hub and spoke strategy around the integration of best-of-breed software packages. As
a result, he was one of the original pioneers in the adoption and use of transaction middleware.

Before his role at Standard Bank, Mr. Lee was a Senior Director, Information Technology, for
Continental Bank NA where he handled a broad range of International Banking activities
including Treasury, Securities Trading, Asset Trading and Risk Management.

"Roy Lee’s, depth of knowledge in financial services, proven experience in multiple project
implementations, his technical expertise in enterprise-level software development and wealth of
industry contacts are all great assets for Netik’s Senior Management team," said Keith Hale,
Managing Director. Mr. Hale continued, "We are very pleased to add Roy to the team. With over
30 years of financial services technology experience, Roy will spur our continued growth.
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Finextra: New Director of Ops, EMEA

Netik names Roy Lee director of operations, EMEA
.

23 February 2004 - Netik, a UK-based provider of securities data management and reporting
systems, has appointed Roy Lee as director of operations for the EMEA region.

Lee joins Netik from Standard Bank London Limited where he was head of IT and administration,

supporting business areas including treasury, capital markets, risk management, securities trading,
asset trading and private banking.

At Standard Bank, he was an early adopter of transaction middleware, implementing a hub and
spoke strategy around the integration of best-of-breed software packages.

Prior to this, Lee was a senior director for IT at Continental Bank NA where he handled a range of
activities including treasury, securities trading, asset trading and risk management.

In his new role, Lee will report to Keith Hale, Netik's managing director in London.

Trading Technology: New Director of Ops, EMEA

NETIK HIRES FROM STANDARD BANK

Data management and reporting software vendor Netik has appointed former Standard Bank IT
head Roy Lee as director of operations. Reporting to managing director Keith Hale in London,
Lee will be responsible for all product and project operations in the EMEA region. During his
tenure at Standard Bank, Lee was head of IT and administration and based in London. Prior to
Standard, he was senior director of IT at Continental Bank.

STPForum: New Director of Ops, EMEA

stpforunr

STP for strategic thinkers

oy e

Netik hires Roy Lee, new director of operations
26th February 2004 - Netik, a provider of securities data management and reporting, has hired

Roy Lee as its new director of operations for the EMEA region. He will report to Keith Hale,
managing director, in London.
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Lee is responsible for all product and project operations within the EMEA region. His experience
has been gained within banks, securities houses and software vendors, where he has held senior
management and consultancy positions, including IT director and CTO. Lee has a track record of
delivering multi-million pound, customer-focused projects and change programmes.

Prior to joining Netik, Roy Lee served as head of IT and administration for Standard Bank
London supporting business areas including: treasury, capital markets, risk management,
securities trading, asset trading and private banking.

The WealthNet: New Director of Ops, EMEA

Netik hire Standard Bank veteran to oversee EMEA region

24/02/2004 by: lan Orton

New York-based Netik, a securities data management and reporting software provider, has
appointed Roy Lee as its London-based Director of Operations for the Europe, Middle East and
Africa (EMEA) region. He joins from the London branch of Standard Bank where he was head of
IT and Administration. He reports to Mr. Keith Hale, Netic's London-based managing director.

At Standard Bank, Mr Lee created and implemented what was then an innovative hub and spoke
strategy around the integration of best-of-breed software packages. As a result, he was one of the
original pioneers in the adoption and use of transaction middleware. He has also held senior
management and consultancy positions at other firms.

"Roy Lee's, depth of knowledge in financial services, proven experience in multiple project
implementations, technical expertise in enterprise-level software development and wealth of
industry contacts are all great assets for Netik's Senior Management team," said Mr Hale. "With
over 30 years of financial services technology experience, Roy will spur our continued growth
tremendously."
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NETIK INTERVIEW 7 SHIPS WITH UPGRADE TO NETIK DATA
PORTAL (INTERCHANGE)

New York and London, January 12, 2004 — Netik, the securities data management and reporting
specialist, today announced the significant upgrade of Netik’s Data Portal (InterChange) as part
of Netik InterView release 7 — the Investment Hub.

Netik’s previous version of the Data Portal was based on relatively low level system (i.e.,
technical) workflow, whereas this new release enables:

- Business and process workflows that are graphically defined in the Data Portal

- Definition of complete end-to-end autonomic processes

- Plug-in compatibility with third party components such as function specific parsers and
translators

- Compeatibility with third party business plug-ins for validation and enrichment

- Processing of traditional and alternative investments through Netik Data Warehouse and Netik
Common Investment Adapter (CIA)

The upgrade to the Data Portal in Netik InterView release 7, was driven by the need to define
complete autonomic processes for mass automation and reporting recognizing real end-to-end
transactional workflow. Plus the new Data Portal can process thousands of complex workflows
concurrently.

The design-time graphical user interface (Data Portal Studio) enables many more linked
workflows to be defined to reflect accurately the complexity of business processes. The new Data
Portal Studio comprises a suite of plug-in design tools, which are driven by XML data schemas. It
has been engineered to allow analysts from the business community to help define complete
autonomic processes that enhance operational efficiency throughout the enterprise leveraging the
technology’s ability to include many third party components as plug-in and event based tasks.

Alastair Upton, Technical Director at Netik, says "Processes and tasks can now be graphically
defined into workflows enabling analysts to deal with huge complexity within a user friendly
environment. This allows rapid deployment of manageable, tailored solutions. Not only is the
design process and run-time performance improved, but the Netik Data Portal also delivers
significant benefits for support problem resolution, testing and version control.”

In addition, the new Data Portal is shipped with Netik’s Common Investment Adapter (CIA) that

has been developed with Advent Software Inc, California. The CIA provides the data model for
all assets associated with both traditional and alternative investment strategies.
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Netik Data Portal is one of the core enabling components of the company’s flagship product,
Netik InterView Investment Hub, and provides all the Data Management, Data Workflow and
Data Integration capabilities necessary for the Hub to operate at the heart of the investment
process. Netik InterView uniquely deploys a Data Portal and Information Portal to safely
assemble data from multiple sources, store comprehensive portfolio and investment data in a
Data Warehouse, and transform this into information for distribution throughout the enterprise
and externally for client reporting.

Netik’s Data Portal leverages standard components from previous releases, plus important new
architectural components, to deliver even more benefits for deploying Netik InterView. These
include noticeable enhancements to workflow design and management tools plus operational
monitoring and control - all of which are focused on further simplifying the implementation
process and improving the effectiveness of Netik’s renowned rapid deployments. Importantly,
the Data Portal upgrade also provides quantum improvements to system performance and
scalability.

Colin Close, CIO, says "The improved Data Portal provides greater flexibility, with the end result
being that the Netik InterView Investment Hub can now be implemented far more rapidly to give
a solution that totally fits the customer’s requirements. Netik’s Data Portal approach to securities
data management and workflow means that the Netik InterView Investment Hub can be easily
integrated into clients’ existing systems infrastructures. The new Data Portal significantly
enhances the current ability of Netik InterView Investment Hub to provide the ‘glue’ between
internal systems and external data sources which is so vital for successful investment operations
processing."”

Workflow is at the heart of Netik InterView, and Netik Data Portal now has a superior workflow
engine with improved flexibility. The new workflow engine comprises process design tools and
an enhanced workflow event manager that combine to deliver a workflow management
component that offers ease-of-use, improved scalability and robustness, as well as higher levels
of performance.

Colin Close, CIO, continues "Functionally the workflow engine is much richer. It offers enhanced
features including branching and flexible routing that give a more granular level of management
and control at all stages of the information flow through the Investment Hub. Information is
validated and enriched within the Netik InterView Investment Hub and exceptions are identified
and highlighted to the appropriate business personnel far earlier in the transaction lifecycle."

"With Netik InterView’s suite of discrete components that can be deployed in many different
combinations, we are able to offer clients tailor made solutions appropriate for the task in hand.
This is true modularity and provides maximum flexibility. It is the reason why Netik is able to
provide revolutionary solutions via deployments and implementations that are actually
evolutionary and therefore, perhaps more palatable to the enterprise.”

Existing users of Netik InterChange will be able to take advantage of these new features and

functions by upgrading existing solutions using the Netik InterChange Data Portal upgrade
service.
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Securities data management and reporting provider Netik has rolled out version 7.0 of Netik
InterView Investment Hub. As part of the new release, the company has made significant
upgrades to its Data Portal component, InterChange, which provides all the data management,
data workflow and data integration capabilities necessary for the Hub. Some of the major
improvements in the latest release of the hub include: graphically defining business and process
workflows; defining complete end-to-end autonomic processes; plug-in compatibility with third-
party parsers, translators and validators; and processing thousands of complex workflows
concurrently.

Netik Releases New Version Of Application

NEWS
13 Jan, 2004

Netik, the securities data management and reporting software firm. says it has released an
upgrade d version of its Data Portal product.

The company says the upgrade to the Data Portal - now in Netik InterView release 7 - was driven
by the need to define complete autonomic processes for mass automation and reporting
recognizing end-to-end transactional workflow. It claims the new Data Portal can process
thousands of complex workflows concurrently.

"The design-time graphical user interface (Data Portal Studio) enables many more linked
workflows to be defined to reflect accurately the complexity of business processes," says Netik.
"The new Data Portal Studio comprises a suite of plug-in design tools, which are driven by XML
data schemas. It has been engineered to allow analysts from the business community to help
define complete autonomic processes that enhance operational efficiency throughout the
enterprise leveraging the technology's ability to include many third party components as plug-in
and event based tasks."

Alastair Upton, Technical Director at Netik, says that "processes and tasks can now be graphically
defined into workflows enabling analysts to deal with huge complexity within a user friendly
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environment. This allows rapid deployment of manageable, tailored solutions. Not only is the
design process and run-time performance improved, but the Netik Data Portal also delivers
significant benefits for support problem resolution, testing and version control.”

In addition, the new Data Portal is shipped with Netik's Common Investment Adapter (CIA) that
has been developed with Advent Software. The CIA provides the data model for all assets
associated with both traditional and alternative investment strategies.

Netik Data Portal is one of the components of the company's flagship product, Netik InterView
Investment Hub.

"The improved Data Portal provides greater flexibility, with the end result being that the Netik
InterView Investment Hub can now be implemented far more rapidly to give a solution that
totally fits the customer's requirements," says Colin Close, CIO at Netik. "Netik's Data Portal
approach to securities data management and workflow means that the Netik InterView
Investment Hub can be easily integrated into clients' existing systems infrastructures. The new
Data Portal significantly enhances the current ability of Netik InterView Investment Hub to
provide the 'glue’ between internal systems and external data sources which is so vital for
successful investment operations processing. Functionally, the workflow engine is much richer. It
offers enhanced features including branching and flexible routing that give a more granular level
of management and control at all stages of the information flow through the Investment Hub.
Information is validated and enriched within the Netik InterView Investment Hub and
exceptions are identified and highlighted to the appropriate business personnel far earlier in the
transaction lifecycle. With Netik InterView's suite of discrete components that can be deployed in
many different combinations, we are able to offer clients tailor made solutions appropriate for the
task in hand. This is true modularity and provides maximum flexibility. It is the reason why
Netik is able to provide revolutionary solutions via deployments and implementations that are
actually evolutionary and therefore, perhaps more palatable to the enterprise."

NETIK INTERVIEW 7 SHIPS WITH UPGRADE TO NETIK DATA PORTAL
(INTERCHANGE)

Netik’s previous version of the Data Portal was based on relatively low level system (i.e.,
technical) workflow, whereas this new release enables:

- Business and process workflows that are graphically defined in the Data Portal

- Definition of complete end-to-end autonomic processes

- Plug-in compatibility with third party components such as function specific parsers and
translators

- Compatibility with third party business plug-ins for validation and enrichment
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- Processing of traditional and alternative investments through Netik Data Warehouse and Netik
Common Investment Adapter (CIA).

The upgrade to the Data Portal in Netik InterView release 7, was driven by the need to define
complete autonomic processes for mass automation and reporting recognizing real end-to-end
transactional workflow. Plus the new Data Portal can process thousands of complex workflows
concurrently.

The design-time graphical user interface (Data Portal Studio) enables many more linked
workflows to be defined to reflect accurately the complexity of business processes. The new Data
Portal Studio comprises a suite of plug-in design tools, which are driven by XML data schemas. It
has been engineered to allow analysts from the business community to help define complete
autonomic processes that enhance operational efficiency throughout the enterprise leveraging the
technology’s ability to include many third party components as plug-in and event based tasks.

Alastair Upton, Technical Director at Netik, says “Processes and tasks can now be graphically
defined into workflows enabling analysts to deal with huge complexity within a user friendly
environment. This allows rapid deployment of manageable, tailored solutions. Not only is the
design process and run-time performance improved, but the Netik Data Portal also delivers
significant benefits for support problem resolution, testing and version control.”

In addition, the new Data Portal is shipped with Netik’s Common Investment Adapter (CIA) that
has been developed with Advent Software Inc, California. The CIA provides the data model for
all assets associated with both traditional and alternative investment strategies.

Netik Data Portal is one of the core enabling components of the company’s flagship product,
Netik InterView Investment Hub, and provides all the Data Management, Data Workflow and
Data Integration capabilities necessary for the Hub to operate at the heart of the investment
process. Netik InterView uniquely deploys a Data Portal and Information Portal to safely
assemble data from multiple sources, store comprehensive portfolio and investment data in a
Data Warehouse, and transform this into information for distribution throughout the enterprise
and externally for client reporting.

Netik’s Data Portal leverages standard components from previous releases, plus important new
architectural components, to deliver even more benefits for deploying Netik InterView. These
include noticeable enhancements to workflow design and management tools plus operational
monitoring and control - all of which are focused on further simplifying the implementation
process and improving the effectiveness of Netik’s renowned rapid deployments. Importantly,
the Data Portal upgrade also provides quantum improvements to system performance and
scalability.

Colin Close, CIO, says “The improved Data Portal provides greater flexibility, with the end result
being that the Netik InterView Investment Hub can now be implemented far more rapidly to give
a solution that totally fits the customer’s requirements. Netik’s Data Portal approach to securities
data management and workflow means that the Netik InterView Investment Hub can be easily
integrated into clients’ existing systems infrastructures. The new Data Portal significantly
enhances the current ability of Netik InterView Investment Hub to provide the “glue’ between
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internal systems and external data sources which is so vital for successful investment operations
processing.”

Workflow is at the heart of Netik InterView, and Netik Data Portal now has a superior workflow
engine with improved flexibility. The new workflow engine comprises process design tools and
an enhanced workflow event manager that combine to deliver a workflow management
component that offers ease-of-use, improved scalability and robustness, as well as higher levels
of performance.

Colin Close, CIO, continues “Functionally the workflow engine is much richer. It offers enhanced
features including branching and flexible routing that give a more granular level of management
and control at all stages of the information flow through the Investment Hub. Information is
validated and enriched within the Netik InterView Investment Hub and exceptions are identified
and highlighted to the appropriate business personnel far earlier in the transaction lifecycle.”

“With Netik InterView’s suite of discrete components that can be deployed in many different
combinations, we are able to offer clients tailor made solutions appropriate for the task in hand.
This is true modularity and provides maximum flexibility. It is the reason why Netik is able to
provide revolutionary solutions via deployments and implementations that are actually
evolutionary and therefore, perhaps more palatable to the enterprise.”

Existing users of Netik InterChange will be able to take advantage of these new features and

functions by upgrading existing solutions using the Netik InterChange Data Portal upgrade
service.
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STP Magazine: John Wise Thought Leadership Article
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By Jolhn Wise
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Global Investment Technology: Buy-Siide Data Management

ENTERPRISE

Buy-side firms must
understand the most
important drivers of
their business and
decide how technolo-
gy plays into that

vision,

“The data manage-
ment philosophy
should be a function
of what the broad
business goals and
the strategic vision

are,”

Buy-Side Firms Scutinize Data Management Models

NEW YORK — Whether the goal 1s reducing costs in a fast-paced trading
environment or more efficiently addressing the growing number of requests for
reports needed to satisty regulatory requirements, data management increasing-
Iy 18 8 tocus for buy-side irms. Their biggest questions are who should manage
data, whether to outsource the task and whether to change overall system
archirectures.

The right data management model varies widely from firm to firm. Some focus
on reference data challenges and eliminating inconsistencies and duplications in
the enormous amount of data used by every business department or division,
Others seek a wider solution to improve workflow processes for managing
data and rransactions from start to finish. There are a variety of technology
solutions and opportunity for insourcing and outsourcing at each type of firm.

I'here is no right answer, says Jin-Chul (Gene) Kim, Senior Analyst, Capical
Markets, at Financial Insights, a Framingham, Mass.-based financial consulring
firm. Kim says an approach thar rakes into account business processes and
averall strategy as well as available rechnology likely will lead to a better over-
all solution for the firm whether the compamy depends on an enterprise system,
in which everything is centrally managed, or whether it decides to outsource
some of its functons.

“Moving from the current fractured state of data management toward the goal
of integrated data which aligns with business strategies requires three steps,”
says Kim., The firm must determine its crnitical business needs across the entire
enterprise and priontize. It must understand which are the most important
drivers of its business and decide how technology plays into that vision.
Finally, the firm must define a data management vision,

Debate contunues over whether the architecture should be built on components
or enterprise applications, whether some or all functions should be delivered
in-house or outsourced and whether the data should be kept centrally or in a
distributed fashion. The debate consists of two components, says Kim, “One is
™ he paoints out, “One should follow the
other. The business strategy should inform the rechnology strategy.” Often,

business policy and one is technology,

however, the technology solution is chosen and the firm’s employees have to
figure out to apply it.

“The data management philosophy should be a function of whar the broad
business goals are and the strategic vision,” says Kim. “That still leaves the
question of who controls whar data. Generally, people define whar they need
and buwld it. Otten, it 1s an in-house solution, tocused on a particular group’s
need, When different people separately maintain what i1s ultimately the same
prece of data, it’s a potennial problem.™ The solution, according to Kim, is not
total outsourcing of data management, “There are some things that are just
too critical and too proprietary,” he says.

A few large, high-profile firms whose business units encompass a wide range of
activities, have struggled with data management approaches and are trying to
bring all loose strands rogether into a central vision or concept for decision
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The buy side is now
asking how to create
the records needed

for high-value appli-
cations and how to
ensure data is readily
available and main-
tained.,

“The types of data
that the corporare
hicrarchies and legal
entities need isn't
really available from
a single source.”

making on data, according ro Kim. “For firms of that size and diversity, the
data challenges are mcredible,” he says. Many are startung to understand that
business as usual doesn’t work, “The prime reason for that is regulatory com-
phance,” says Kim,

Firms find they need the same data to meet Sarbanes-Oxley Act rules, anti-
money laundering rules, and Patriot Act rules. The data is not centrally located
or easily accessible, The firms have always known they had this problem, but
never had to deal with it as they now do to meet the regulatory requirements,
and the firms have to reinvent the wheel each time they have to respond,
Because solutions depend on the particular situation of each birm, there i no
one solution for the data-management challenges. A firm that has chosen a
centralized data warehouse approach needs a different strategy than a firm
with decentralized data in many locations.

The data management answer for those that have o data warehouse system
involves middleware, Data management layers are where a lot of attennon is
going ta be focused this year. Middleware needs to go on both sides of the
cquation, says Kim. Many front-end applications have porten very good at
data management layers for better integration. The backside is another data
management layer that is now being addressed and will see a lot of artention in
the next few years, he adds.

Hubert Holmes, Executive Vice President of Cicada Corp., maker of the
Composer data management solution, says reference data has gained interest
from borth the buy and sell sides, This is drven by risk management needs and
the need to roll up credit exposure or credit risk, driven by the accounting
scandals and accounting scandals, “Unless you create a corporate hierarchy
and look at the parent company, all its subsidiaries and who is issuing the
securities you hold, and do those linkages, vou don't know who you are doing
business with or what the credit exposure is," says Holmes.,

Holmes agrees with Kim's view that regulatory comphance s a ng driver for
data management improvements, All of these different drivers create the need for
more understanding and better management of reference dara. Many of the big
institutions turn to their own staff to deal with reference data concerns, “They
have always had a hietle group doing this because they have always needed to
intervence on data at some poine,” says Holmes. “Each group tends to solve only
their own problems, however, The issue has become much bigger and the types
of data that the corporate hierarchies and legal entities need fsn't really available
from a single source, The user needs to intervene and do someehing.”

When users intervene, the question is whether they should do the work or ou
source it. Internal work may require a software purchase, but the staff wall sull
have to run the software and handle exceptions. “It is a way to getting to the
golden copy process,” says Holmes. “Golden copy is not a ‘one-off" acrivity
because data changes every day. Unless the vser can clean i, momeor ity maim-
tain it and add new data quickly and accurately, then golden copy tarnishes
very quickly,” he says. The buy side 15 now asking how to create the records
needed for high-value applications and how to build databases so data is readi-
ly available and maintained, according to Holmes.
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Some buy-side users
need data manage-
ment capabilities
that go beyond refer-
ence dara solutions,
and turn to invest-
ment hub offerings.

Corstened from frreeioums frage e e ——
Cicada allows users to either run its software internally or outsource the work
to them. Cicada’s outsourcing is similar to the operatiens of an application
service provider (ASP). “We validare rhe data,” says Holmes. *We cleanse it
and structure it as the customer’s dara warchouse or risk management applica-
tion requires. We have a secunity master and also a complete counterparty mas-
ter. Many of the big companies will have their own data warchousing strategy
for which we can acr as the front end.”

Cicada’s outsourcing model provides a complete busingss process using its own
data analysts to handle exceptions that come out of the software. “If some
data fails a validation rule, we don’t just dump that on the customer,” explains
Holmes. “We research and correct it.”

Some buy-side users need data management capabilities that go beyond reference
dara solutions, and turn to investment hub offerings, like InterView7. produced
by Netik, the London and New York-based provider ot information and data
software for the securitics industry. “InterView?7 captures transactions that
emerge from specialist trading systems or order-management systems and shep-
herds them through the process,” says Colin Close, Chief Information Officer,
Netik. “The user sets up the validation steps and whether the transaction inay
need to go outside of the organization to communicate with brokerage houses.,
The data comes back from the third parties and the transacnon must be updared.
Finally, the transaction is safely, accurarely and quickly posted to accounting.™

InterView7’s data portal traps transactions and other dara and assembles it
safely in the dara warchouse for subsequent reporting, according to Michael
Rodgers, North American Sales Director and Head of New Business
Development, Netik. “It will be responsible for sucking out streams of infor-
mation and data that need to be thrown at other best-of-breed svstems that
require it,” says Rodgers. “The data portal is most efficiently used 1o draw the
record data from outside vendors; the hub scrubs and cleans it, assembles a
golden copy and distributes it,”

InterView7 is offered on both an ASP and installed basis. Most top-tier cus-
tomers use Netik products on an installed basis, according to Close. “They
retain control,” he says. “They prefer to control the data.” These firms, adds
Close, will export their accounting work, then store the results and use them
for reporting. '
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Securities Industry News: Netik in Fund Valuation Feature

Securities Industry News

Fund Valuation: Art or Science?
Chris Kentouris, Senior International Editor

While the Securities and Exchange Commission remains divided on what type of oversight, if
any, to impose on the estimated $700 billion hedge fund industry, attendees at a Managed Funds
Association conference late last month agreed they don't need any regulatory intervention that
could crimp the growing market. But at the very least, the scrutiny is drawing attention to one of
the most problematic issues facing hedge fund managers: fair valuation.

The broad discretion that portfolio managers have to value certain of their exotic and illiquid
assets-as well as some well-publicized blowups-have given rise to concerns about whether some
hedge fund portfolios are accurately valued. Those questions are all the more pressing now that
pension fund managers and other investment shops, which once frowned upon any high-risk
investment, are allocating a greater percentage of assets to hedge funds.

Greenwich Associates has projected that pension fund managers, which now allocate less than 1
percent of their $5 trillion in assets to hedge fund investments, will increase that figure to 7
percent for corporate funds and 5 percent for public funds in the coming years. Those levels may
seem small but they will amount to a whopping $250 billion, Greenwich says.

While there is no direct correlation between requiring hedge fund managers to register as
investment advisers--as the SEC has recommended--and fund valuation, those registering as
investment advisers would need to disclose financial reports and be subject to on-the-spot audits
by federal agents. SEC registration also sets up the possibility that hedge funds would need to
obtain "independent" valuations of their funds and be subject to more frequent, or the very least
established, reporting times.

It is unclear when the SEC will announce any final decision on hedge fund regulation following
its September 2003 state-of-the-industry report, but it has already indicated that hedge fund
managers may be subject to the same obligations as registered investment advisers running
mutual funds. Last December, the regulator took action against an unregistered hedge fund
executive--Wilfred Meckel, senior managing director of Marque Millenium Group--for failing to
supervise an investment manager from inflating the performance of three funds.

"Hedge funds that invest in complex swaps, structured finance instruments or distressed debt
typically have more valuation concerns than those in exchange-traded products,” said Kenneth
Grant, chief investment officer for Exis Capital Management, speaking at the MFA gathering.
"Somebody in your shop better know how to price them accurately and you should rely on more
than one source."
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Although tax and regulatory environments in Europe vary greatly, the growth of retail hedge
funds has also brought oversight to the forefront across the Atlantic. A controversial paper
recently released by John Purvis, a British member of the European Parliament, advocates a
"light-touch regulatory regime with harmonized rules" but also questions whether there should
be greater disclosure requirements and limitations on the types of hedge funds that can be sold to
retail investors." The U.K. represents Europe's largest market for offshore funds.

Stepping In

The MFA and other trade groups, such as the International Association of Financial Engineers,
are only too eager to provide of guidance on valuation. In its May 2003 guidelines, the MFA
recommended that traders not have the final say in the process, since they stand to benefit the
most from the outcome. The IAFE also recently released a series of questions all fund managers
should be prepared to answer from investors.

However, those recommendations are not a panacea for hedge fund managers, who are held
legally responsible for determining what is fair value. "It's not a science but an art form," said
Grant.

Hedge fund managers aren't the only ones faced with valuation challenges--the mutual fund
industry and Freddie Mac, for example, have had plenty of their own problems recently--but
because hedge funds typically invest more in non-standard financial instruments, they are
perceived to be in the weakest spot.

"Any investment fund allocating assets in exotic, non-exchange financial instruments will face
issues. However, hedge funds stand to lose the most if they misprice securities because they rely
on arbitrage opportunities--which often occur with non-traditional contracts," said MFA
conference attendee Tim Straus, CEO of StoneHedge Partners. The hedge fund services provider
is now installing Cogency Software's FundWisdom package to flag problematic pricing
discrepancies for its clients.

Software vendors that have historically catered to traditional buy-side firms are also entering
the hedge fund arena. A case in point is Netik, which is now targeting hedge fund managers
for a new version of its Interview Investment Hub package, which aggregates pricing data
from several dozen vendors, prime brokers and fund administrators. The software platform
already boasts about 40 asset managers, prime brokers and fund administrators as clients.

It is impossible to determine how widespread the problems are in valuing semi-liquid or illiquid
securities: it depends on the hedge fund's investment strategy, and firms are reluctant to disclose
any specifics on their holdings. Semi-liquid securities can also easily become illiquid in a market
downturn or through other unexpected events.

However, as a rule of thumb, there is a wider spread between the bid and offer prices in the case
of semi-liquid securities than exchange-traded securities. Preliminary results of an informal
survey conducted by consultancy Rutter Associates indicate that credit derivative portfolios face
the most pricing challenges, while hedge funds investing in foreign exchange instruments face
the least.
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"Different portfolio managers holding even the same complex financial instrument could easily
price differently because of the difference in the underlying assets," said Laurence Penn,
managing director at Ellington Capital Management.

Pricing Options

Hedge fund managers rely on an array of pricing sources, including internal models, pricing
vendors, broker-dealers, prime brokers and third-party administrators such as Bank of New
York, Citibank, State Street and GlobeOp Financial Services, but all assume no liability from
investors. Contracts are couched with disclaimers and as a result, hedge fund managers engage
in what is often called "shadow accounting."

While third-party administrators and prime brokers often poll multiple broker-dealers and prime
brokers, they typically rely on pricing information provided by the hedge fund manager. The
same applies to auditing firms, although they have become more stringent in taking samples of
positions verifying the manager's assumptions.

"The portfolio manager reviews any discrepancies between himself, his trading desk, broker-
dealers and other third-party sources to determine differences in methodology, before making a
final decision," said Gerald Beeson, CFO for Citadel Investment Group. "For some instruments,
which are driven by a single dealer, portfolio managers and dealers must come to an
understanding.”

Exis Capital Management's Grant said that his firm often relies on prices from prime brokers and
two to three broker-dealers. "If there is a vast difference of opinion, it's back to square one," he
said.

Penn argued that while the MFA's recommendation of independent pricing procedures between
hedge fund managers and their trading desks has merit, it is not entirely feasible. "Traders and
portfolio managers must speak to each other. Both have the responsibility to sign off on
valuations."

Portfolio managers do plenty of their own "modeling" for non-traditional securities using
spreadsheets and external software packages from the likes of SunGard and RiskMetrics. They
also have established procedures to prevent the use of a stale price from a price provider, which
in the case of semi-liquid or illiquid securities could result in a mistaken valuation.

But how do they ultimately decide who is correct? For some, erring on the side of caution
appears to be the best solution, even if it doesn't benefit redeeming investors. "We often base it on
the lowest of the price range," said Penn. "In the case of interest-rate securities with call features,
it may be appropriate to write off securities at zero value."

Calling the Side Pocket
One potential solution for pricing illiquid securities, offered by Todd Streichler, director of
quality assurance for GlobeOp, is what he termed "side pockets."

"The illiquid assets can be separately aggregated without being valued until they are sold," he
said.
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Streichler noted that not all illiquid assets should be put in a "side pocket" since the process poses
substantial accounting and operational issues for hedge fund managers; new investors to a hedge
fund--those purchasing after the initial wave--cannot be allowed to share in the purchase of those
securities. Indeed, others said they were not aware of any funds that had taken advantage of such
provisions.

As if hedge funds don't have enough headaches in valuing exotic financial instruments, how
much information to reveal about their pricing policies is also a quandary. Offering documents
typically discuss the matter at an "80,000-foot level," but some MFA panelists suggested that
more disclosure may be needed, particularly if a fund deviates from generally accepted
accounting principles.

"If you want to move away from GAAP standards, you should indicate which standard you are
using because investors expect fiduciaries to be consistent and use verifiable standards," said
Paul Roth, founding partner of the Chicago law firm of Schulte, Roth and Zabel.

Just as important as disclosure is separately maintaining documentation on pricing procedures,
which could reduce potential disputes with investors and regulators. "You must have
documentation on segregation of responsibilities among hedge fund staff and third parties," said
Robert Sullivan, lead partner for PricewaterhouseCoopers' New York metro advisory business.

And therein lies a stark choice. "If you have procedures, you have to follow them," said Roth. "If
you don't have them, you better make sure you don't get into any trouble or you will be liable for

failure to supervise."

Copyright 2004 Thomson Media Inc. All Rights Reserved.
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PRODUCT UPGRADE | TECH VENDOR REVEALS RE-TOOLED INVESTMENT PORTAL

Netik upgrades data

management system

LONDON - Nerik, a securities data
management and reporting tech
nology vendor, has unveiled an
enhanced version of its InterView
Investment  Hub,
accounting information portal.
Specifically, the system’s Inter-

a data and

Change data portal has been re-

tooled to provide automated,
real-time  data feeds of hedge
funds’ transaction information to
their accounting systems, resulung
in faster report generation for fund
managers and clients.

According to John Wise, Netik
chief executive, the firm has a
strategic partnership with hedge
fund  rechnology  developer
Advent in which InterChange
feeds transactional data  to

Advent’s  Geneva  accounting

system for validation, after which
reports are sent back to managers.
“Our product now provides
online, real-time data processing
for hedge funds that don’t have
fime to go around and repatch a
load of information — it has to be
right the first time,” Wise says.
Colin Close, chief investment
officer at the firm, savs the
enhancements made to the Inter-
Change portal were driven by the
complex nature of hedge fund
operating environments.
“InterChange nceds to be able
to capture data from trading sys-
tems and validate those transac-
ton streams according to the
requirements of the workflows
within the organisation itself and
of the fund’s accounting engine,

which is Geneva,” Close says.

“We have to be flexible to
ensure the transaction is adequate
for posting to Geneva without
the probability of it being
rejected. Then our information
portal will take that accounting
information out to report back to
the manager,™

The new version connects to

Nerik’s
adapter,

Geneva  via common
investment
jointly with Geneva.

Investment Managers now also

developed

have the ability to selectively out-
source certain components of
their accounting  operations by
using the upgraded version of
InterChange, according ro Wise
and Close.

Stewart Eisenhart

PRODUCT UPGRADE | OMS AND TRADING SYSTEM VENDORS TEAM UP

Magregor offers OMS clients
access to Pipeline ATS

BOSTON - Buy-side order manage-
ment system (OMS) vendor Mac-
gregor has partnered with Pipeline
Trading Systems, the New York-
based developer of the Pipeline
alternative trading system (A1S) to
offer clients access to the platform.

The Pipeline ATS incorporates
hidden book orders that allow
investment managers and hedge
funds to anonymously negotate
exchange-traded and listed stocks
in large trade blocks, which helps
mitigate against front running and
penny jumping,

According to Steve Alepa, exec-
utive vice-president at Macgregor,
the alliance with Pipeline is part of

the firm’s larger strategy of pro-
viding as many liquidity sources as
possible for OMS clients.

“We're trying to give our clients
access to all the latest and greatest
points of liquidity and tools,”
Alepa says. “We had a couple of
clients who were considering
working with Pipeline, so we
agreed to go ahead and work with
them too. That’s how it usually
works when we think there’s a
viable hiquidity model behind an
ATS. We'll integrate them into our
OMS and see how it goes.”

Alepa says the connection will be
available once Pipeline officially
deploys its platform. “They want

=

critical mass before they roll it out
~ five to ten broker-dealers and
maybe five to ten institutions so
there’s enough liquidity.”

Fred Federspiel, president of
Pipeline, explains thar once inte-
gration with Macgregor is com-
plete, most of the connectivity
work with individual OMS users
will have been done. “We expect
connectivity over the next couple
of weeks, and then final integration
with Macgregor clients after that,”
Federspicl says. *Once we test out
the platform with Macgregor’s
staff, any work required for their
customers will be less demanding.”
Stewart Eisenhart
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Continned from page 8

product margin engine of the
same name, has signed a non-
exclusive distribution agreement
with independent software
vendor TradingScreen.
TradingScreen provides
connectivity, global trading
platforms, and STP technology to
traditional and alternative asset
managers. According to the terms
of the agreement, TradingScreen
has integrated and 'white
labelled’ version of MarginClick
into its trading front-end and risk
management application for
global listed derivatives.

MarginClick is an ASP
application that calculates initial
and variation margin data for all
major listed derivatives
exchanges and on a range of
other margin-based instruments
including OTCs, swaps, FX, equity
and bonds.

Linedata connects to State-
Street’s FX Connect

Linedata Services, a Paris-based
provider of trading technology,
has unveiled a direct interface
with FX Connect, State Street's
multi-bank electronic foreign
exchange trading system.The
interface between Linedata's
LongView trading system and FX
Connect provides clients with
access to foreign exchange
markets. FX Connect is available
via Global Link, State Street’s
multi-asset class research and
trading platform currently used
by approximately 400 asset
managers. The interface
eliminates the re-keying of trade
information and improves
workflow efficiencies. “We have
already automated electronic
trading in the fixed income and
equity markets, Now our clients
have direct access to the foreign
exchange market through the

Continued on page 10
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STP Magazine: Colin Close Thought Leadershin

B Can hedge fund operations be a paradigm for the
whole industory? asks Colin Closa, CIO at Netik

Crver tha past three years we have sean a huge growth in alter-
rative investment funds as imvestmant managers respond to
imvestors’ demand for higher retums and they themsebes seak
tha highar managemant fess associatad with these funds. The
discipling required to run such higher risk
alternative investment funds has resulted
in the rapid evolution of requiremsnts for
a fledible and afficient operating modsl
that could serve as a paradigm for opara-
tions in waditonal marksts,

This modsal is characterised by the
emargence of spacialist managers, best of
bread systems and spacialist accounting,
high levels of outsourcing and the dapen-
dency on real-tima aggregatad information reporting.

Institutional investors have introduced new concerns that
must be addressed by hadge fund managers. The first is trans-
parency and disclosure. The instituions must be able to dater-
mire their real positions and exposure, This nesd drives the sac-
ond concem which is an urgent demand for immadiate delivery
of real-time information. Aggragating real-time data from mult-
ple sourcas is tough to do accurately and quickly. This problem
is compounded when investors use multiple managers, who in
turn have multiple prime brokers or OTC countarpartias.

The managament and sarvicing of hedge funds takes place
against a backdrop of a total investmeant manager revenus base
that is confracting. Cost control is of utmost concam, explaining
the alternative funds sector's propensity to outsourca,

Cutsourcing non-core functions is an increasing rend. Such
processas include pricing, fund accounting, fund administration
and imvestor record-kesping. If the managers are sesking to
attract institutional business, they must ensure their provider can
handla more complex requirements, such as the ability o pro-
vide risk managemsant anabytics, full time online accsss to a data
platform and custom integrated reporting. The variable taks-up
of such services means the third party provider needs a flaxible
platform, yet this "platform” is not a single entity. The approach
of i constructing such a platform has had to be one of assem-
bling best of breed systams to sit beside traditional infrastruc-
ture, The challenge is to combing the altemative infrastruchunes
with the infrastructure that supports tradifonal markets so
imestors get a consolidated view across their accounts, portfo-
lios or funds. This requires the following featuras.

First, automated workfow functionality is required o ensunz
trackes are delivered to and received from the appropriate front
and back office applications. These routing rules enable the best ? 1
of bread applications to process in their own specialist domain
in the most eficiant mannar. Second, the rasults of the pro-
c25sing in the traditicnal and altemative investment applications
must be represented in an aggregated form, for client reporting
and performance measuramant and risk managemeant. The anly
way o do this is via a consolidated, scalable data warehouse
acting as the hub at the centre of operations, catering for al
imiestmant types and aggragating data from multiplea sources.

It iz this information cantric approach to the hedge fund oper-
ations model that should b= a paradigm for the rest of the
industry.

5TP Magazine
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IBS: International Banking Systems Annual STP 2003
Report

STP Annual Report: Netik Coverage within the report..

Netik founder, John Wise, was originally a founder of stockbroker systems specialist,
Synergo. He moved over to Terence Chapman Associates (TCA) when this acquired
Synergo in 1994. TCA set up TCA Syntec and appointed Wise to run this. He was
responsible for marketing OpenHub, a traditional hub and spoke middleware offering
which was derived from the messaging part of the Synergo-derived Tarot
stockbroker system. In mid-1998, TCA decided to withdraw from the middleware
market, by which time Wise had left to form a start-up company, Netik.

Netik grew rapidly at the outset by focusing on integration and internet enablement
with its Interchange component middleware product and then on end-to-end STP
solutions with its Netik Interstream product. Although based in the UK, early success
came in the USA. Notable deals were with Bankers Trust and Citibank. The former
took Interchange to reside in front of a range of accounting systems, including
Sungard!s InvestOne, providing staff with on-line query capabilities across intranet
and extranet. At Citibank, it is used as the gateway into the bank!s custody systems
for third parties. Having succeeded with Citibank in the USA, Netik then managed to
displace SeeBeyonds (STC as was) Datagate at Citibank in the UK to provide a
Windows NT to mainframe link. The main reason for the win seemed to be price.

Interstream constitutes an STP solution made up of a number of components for
messaging, workflow and integration, wholly embracing the Microsoft range of
products including Transaction Server, SQL Server, Internet Information Server and
MSMQ. Unlike some middleware solutions, Netik Interstream comes with a standard
price list, based on a charge per server and per interface. The overall cost of a
contract could vary from $50,000 to $500,000, Wise said.

The Netik EAI offerings can operate with various other middleware products such as
IBM1s MQSeries. There are libraries for standard message formats, such as Swift or
FIX. In addition, Edifact and XML are supported within the solution. Virtually all of
Netikls customers to date use its middleware in an intranet or extranet environment,
typically linked to legacy systems. The supplier touted a new acronym, Space (Single
Point of Access, Control and Entry), which basically means a single gateway for all
information across all systems.

There was also a system for secure, structured messaging over the internet,

together with full Swift and FIX messaging/connectivity. This was dubbed Interlink. It
also provided a gateway into the emerging GSTPA (now no more) and Omgeo
(Citigroup took the GSTPA link in 2001 for its broker/dealer, investment
management and global custody businesses). The Interlink product, coupled with
Netik Interstream, provided the basis for Netikls Transactional STP product. For a
time, there was a plan to push Swift messages over the internet, partly by linking
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the TurboSwift user base (see below). This brought the wrath of Swift and, either for
this reason or due to a lack of market demand, the interesting plan failed to take off.

While Netik has its own sales-force, it also sells through a number of distributors.
There was a short-lived tie-up with Braid, prior to this company!s acquisition by
TSI/Mercator. Netik has also signed distributor agreements with Compaq and Logica.
The latter took Netik Interchange as an interface layer into its payment systems.

As stated, Netik grew rapidly in a short space of time. A first round of investment
came in mid-1999 with Warburg Pincus taking a stake of slightly under one-third.
This brought $15 million for expansion and $90 million for acquisitions in the banking
business-to-business arena. A first acquisition came in early 2000, in the form of
seven person Swift interface specialist, MIC Data. It had a number of offerings, the
flagship of which was TurboSwift. In August 2003, Netik sold TurboSwift to USA-
based BankServ, a provider of Fedwire transfer and ACH payment solutions to banks,
governments, higher education and businesses. The solution was renamed GFX
TurboSwift, with Netik remaining as a distributor for the product. BankServ had been
a distributor of TurboSwift since September 2000.

In late 2000, Netik acquired Los Angeles-based matching and reconciliations
specialist, Lightspeed Data Systems. The Lightspeed solutions were incorporated into
the Netik product suite. Lightspeed had around 20 users in the USA. The Lightspeed
name was dropped, with the company forming Netik®s matching division, centred in
Los Angeles. Continuing on the acquisition trail, in early 2001, Netik purchased New
Jersey-based securities data warehouse specialist, Montclair Financial Technology.
This company brought with it a number of clients in the USA, along with a few in
Europe. The Montclair product suite was focused on investment management, and
trust and custody. The data warehouse solution was rebranded as xNetik Interview.
All the Montclair personnel moved across and formed a new Information Solutions
division. A Unisys distributor relationship was retained.

A planned flotation in 2000 failed to materialise and was followed by another round
of investment towards the end of the following year. Meanwhile, Netik found it was
not immune from the general IT doldrums, especially in the financial arena and, in
late 2001, it shut down offices in Asia Pacific and Central America. This was followed
by a cut back in staff numbers in early 2002. Among the departures in March were
Wise and CFO, Travers Bell. Mike OlLeary, ex-Misys board member, was installed as
CEO and he immediately set about redefining the company strategy, with the
Montclair system coming to the fore. By late 2002, rumours, soon to be realised, of
more staff redundancies emerged. In fact, OlLeary did not last long and Wise
returned. A takeover bid by an existing customer was mooted. By year end, the dust
had settled with new appointments for managers in both London and New York and a
final headcount down, conservatively, by 30 per cent. Most important, however, was
the news that existing investor, Advent Venture Partners, had pumped in extra funds
with Wise stating that all merger and acquisition talks were at an end, with the
company emphasis being placed on a return to profitability.

The emphasis is now on Interchange and Interview (the web portal and information
hub for investment management and reporting, which stemmed from the Montclair

acquisition). The two systems have been bundled, so that Interchange can provide
the connectivity layer for Interview.
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STP Magazine: Netlk Launches Reconclliation and

Matching Tool

|+

Netik has launched a low cost matching
and reconciliation platform which it hopes
will entice customers to invest further in
its flagship investment hub solution. Netik
InterMatch release 2.0 is billed as an
entry level component to Netik InterView
v7.0, and is, the vendor claims, a truly
rules based generic matching engine — as
distinct from solutions which are depen-
dent on program code with parameters.
Explaining the origins of the solution,
targeted at fund administrators, prime
brokers, global asset managers and cus-
todians, Netik CEO John Wise told STP:
“When we were building our functionality
for central matching, we realised that
there are a huge number of matching
and reconciliation situations in the lifecy-
cle of a piece of information. Customers
kept asking us whether we could do this
form of matching and that form of recon-
ciliation, and we'd say, why don't we just
talk to your existing reconciliation system?

STP Magazine

cost reconciliation and matching tool

And they'd say, our recs system doesn't
do that. The legacy solutions in this area
are pretty rigid Wise says InterMatch is “a
true business rules engine: by dragging
and clicking you can build as many rules
as you like. Legacy recs systems providers
say their solutions are rules based, but in
reality they have very heavy parameters!

Netik says it is pricing InterMatch 2.0 at
a tenth of the $200,000 price tag such a
solution would have cost a few years ago.
ClO Colin Close says: "Our reckoning is
that recs is a commodity, so we are treat-
ing it as such!” He recognises that there
are a number of incumbent recs systems
suppliers who view recs as being far from
commoditised. “We've got to rub shoul-
ders with these solutions,” he agrees. A
lot of them are very finite: they do cash
reconciliations, or whatever. Where we've
got ahead is in meeting the more com-
plex needs of hedge funds and alterna-
tive investments!” Wise adds: “It's obvi-

ously true that there will be some cus-
tomers who already have recs engines
installed, but we've priced ours at such a
level that to purchase it is less than the
cost of annual maintenance for a legacy
system.”

Netik can offer its recs solution at such
a relatively low cost because it uses lead-
ing edge technology, Wise says. “I would
ask other recs tool providers, how many
lines of code does it actually take to write
a matching engine? It's not that big a deal
— the technology's moved on!

Netik makes no secret of the fact that it
hopes to up-sell customers who take on
InterMatch to InterView. “Our core value is
the ability to do data management
around the data warehouse,” says Wise.
“We are pricing InterMatch at an entry
level to promote the use of the tool, and
then we'll promote the data warehouse
behind it. Obviously that's more expen-
sive!

December 2003/January 2004

Securities Industry News: Netik in reconciliation Industry

CheckFree-Heliograph Deal Adds Post-Trade Options CheckFree-Heliograph

Deal Adds Post-Trade Options

by Chris Kentouris Senior International Editor

CheckFree's acquisition of middleware vendor Heliograph will expand the vendor's
reach from reconciliation to the financial messaging, transaction management and
corporate actions arena, thus providing several hundred clients a full post-trade
product suite. CheckFree officials emphasizes that the combination of their products
with Heliograph's will enable the firm to deliver a single, global, enterprise financial
transaction management system with centralized information and exception
monitoring.
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"With a single provider, companies can manage the end-to-end transaction lifecycle
to track trade status, confirm transaction settlement, reconcile transactions, manage
exceptions and risk, and provide real-time reporting," said Mark Zill, SVP and general
manager of CheckFree's financial and compliance solutions unit.

The $18.3-million deal, announced last week, bolsters Heliograph's lagging efforts in
the U.S. market that the U.K.-based firm entered just two years ago. The deal also
provides CheckFree with an additional distribution channel in Europe-a region it has
recently been targeting, going head-to-head with the dominant players SunGard
Data Systems and Smartstream Technologies with an enterprise-wide reconciliation
product, known as Recon Plus Frontier, that it launched last year.

The reconciliation arena has become increasingly crowded over the past few
years, with Accurate Software, Financial Models, City Networks and Netik
jumping in. Once taking a back seat to other securities processing issues,
reconciliation-the matching of cash and securities details among
counterparties and their agents-has become more important as firms seek
to reduce their operating costs and risk. Some reconciliation vendors are, in
turn, expanding beyond departmental solutions to offer enterprise-wide
products and are also beefing up their exception processing capabilities
internally or by pairing up with others.

Heliograph has 160 clients, with more than half based in Europe. The firm's best-
selling package is its middleware message broker package. Meanwhile, TradeFlow, a
transaction management package, has about 60 clients, and eVent, the corporate
actions package, has about eight.

CheckFree's growth strategy largely parallels Smartstream's, which also expanded
into the trade flow management and corporate actions arena through acquisitions.
Financial Technologies International also offers full trade cycle management and
corporate actions software but does not have the reconciliation piece.

"Reconciliation vendors are no longer content to pigeonhole themselves into that
category and have entertained the idea of vertical mergers," said Tim Lind, a senior
analyst at consultancy TowerGroup.

The Heliograph takeover comes on the heels of SunGard's purchase of the joint
intellectual property rights to CheckFree's separate Recon Plus for Windows, a
departmentally focused recon product, marking an end to a seven-year marketing
alliance between the two vendors. SunGard had already incorporated the
functionality of Recon Plus for Windows into its IntelliMatch product and the new
arrangements with CheckFree allow SunGard to develop IntelliMatch as an
enterprise-wide product and integrate it within Step, an exception-processing
platform.

Heliograph CEO Amery Thomas has contended that his company's 30-percent growth
over the past 12 months meant there was no need for a cash buyout. But sources
said the firm was cash-starved and looking for a suitor for some time; at least one
potential buyer turned down a deal, these sources said. The sources also said
Richard Vreeland, head of U.S. operations for Heliograph, recently left, as did one of
the vendor's top U.S. salesmen.
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STP Magazine: Colin Close Thought Leadership

TALKING POINT DATA WAREHOUSING

By Colin Close

A journey, not a destination

In the investment hub model, a dynamic data repository

is key

Data warehouses can be sean as cul de sacs for
information. What i really needed is a super-
dynamic repository of data placed at the heart of
investment operations and engineerad to support
the data flow and information needs of the whole
of the invastment/invastor services valua chain.
Such requirements demand that data elements
are assembled and aggregated into information
that can be pulled and pushed through multiple
channels to support the information needs of the
entire investment procass, with its multiple spe-
cialist participants, tools, systems and applications.
This is an information centric approach to ratio-
nalising infrastructure and gives rise to tha con-
cept of the “investment hub”. It is the ultimate
challenge for data modelling, integration and
workflow. For those of you looking for such
a product, what you need is a solution that
combines a "battle tested” investment data-
base with sophisticated intagration technol-
ogy to form a single information portal for
deployment in support of front, middle and
back office applications. Such a scalable,
high performance data procassing solution
must be deployable in bite szed chunks
dalivering value-addad flaxible reporting.
Though millions of dollars have been
invasted in replacement strategies, such ini-
tiatives have failed to deliver benefits and
there is still 3 huge relianca on lagacy pro-
cassing systems. Now, the strategy is to
retain such systems and endeavour to inject
into them a new lease of life. This is also
true for the vendors of accounting sclutions.
Both users and vendors of accounting systams
nead to improve their ability to process and report
the information that is often locked up insida the
systam. They can achieve this by repositioning
their product as an accounting "engine” and plac-
ing it at the heart of an invastment hub product
The combination of such accounting engines and
an investment hub can provide specialist solu-
tions for asset managers, prime brokers, wealth
managers, brokers and custodians, where the
platform processes orders, trades, positions and
acoounted positions in real-time while aggregating
information to allow flexible reporting, wab deliv-
ary and the further leveraging of the hub using
additional value-added applications such as glob-
al performance measurement and  attribution,
compliance monitoring and risk measurement.
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The utopia of an all singing, all dancing solution
from a single vendor saeking to deliver excallance
in function specific procassing as well as satisfying
the dynamic reporting and information require-
ments of the enterprise is a pipe dream. No ven-
dor can provide a solution suitable for all aspects
of the business, so best of bread is here to stay.

But the bast of breed strategy neads glue to
hold it tegather, and data aggregation to fully sup-
port the business process. Each vendor within a
bast of breed strategy will assert that they can
enhance their solution to cater for the new, fled-
ble functions required as the business require-
ments evolve, But their data models are typically
dasigned to be fit for original purpose and cannot
be easily enhanced. The new variant quickly
becomes the "ugly sister” that cannot perform
becausa it has the wrong data model.

Some cars are good for specific purposes and
poor for others: a sports car is great for a car
enthusiast but very poor for a farmer in Africa with
mud and rocks for roads. In the same way, data
modeks must be fit for purpose. Data maodelling
requires extansive exparience to get it right. With-
out this exparience, which often comas from hav-
ing to tune, finetuna and re-tune the model
when it is in the battle field of production, huge,
costly mistakes will be made.

What is required is a data model that is able to
hold practically any order, trade, cumrent real-time
pasitions through to audited positions and mar-
ket/reference data. The data model is the factor
most critical to the success of an investment hub
product, because swch a solution requres the
ability to support the widest profile of transactions
and accommodate the crescendo of information
that a transaction acquires as it navigatas through
each part of the investment chain. The hub’s
function must support the business neads of all
the players in the chain. It must support any
instrumeant and investment vehicle, from equities
to complex exatics and altemative investments.

The deployment of investment hub solutions is
an approach to rationalising infrastructure, deliver-
ing STP and enhancing the client exparience via
value-added information reporting. Such solutions
are a pragmatic way in which to patch together
the multiplicity of existing tools and specialist
applications that underpin best of breed strate-
gies.

Colin Close is CIO of Netk
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Bobsgulde.com: Netik Launches InterMatch

Netik, the Investment and Accounting Hub specialist launches Netik
InterMatch -- a comprehensive platform for multi-entity flexible

matching and reconciliation
New York and London—Netik, the Investment and Accounting Hub specialist,
today announced the launch of Netik InterMatch Release 2.0 that is an entry
level component for their flagship product Netik InterView v7.0, for the securities
industry.

Targeted at fund administrators, prime brokers, global asset managers and custodians,
Netik InterMatch Release 2.0 provides a unique Generic Matching Engine (GME) for
both matching and reconciliation scenarios in the securities industry. The GME is truly a
rules-based engine and does not depend on program code with parameters as is
provided by the existing legacy vendor solutions. The existing vendors are only able to
solve reconciliation issues in ‘silos’, i.e., one instance of their product per
reconciliation/matching scenario. They do not have enough flexibility to provide generic
matching and reconciliation for multiple scenarios feeding exceptions into a common
high performance browser application for resolution processing.

Netik InterMatch Release 2.0 is a component of Netik’s flagship product Netik InterView
v7.0, and is used in the data portal suite for data management. The data portal provides
data validation, matching and reconciliation, and cleansing tools to distribute enriched
reference data and other information throughout the enterprise. The complete Netik
InterView Investment Hub solution uniquely deploys both the Data Portal and the
Information Portal to ‘safely’ assemble data from multiple sources, store comprehensive
portfolio and investment data on the data warehouse, and transform this into information
for distribution throughout the enterprise as well as externally for client reporting.

Netik InterMatch Release 2.0 is a component within Netik InterView v7.0 Investment Hub
whose technology is modular and has been engineered to enable fast implementation of
high performance and massively scalable solutions; one of these rapidly deployable
modules is Netik InterMatch Release 2.0. The Netik InterMatch solution can be easily
integrated with existing legacy accounting systems and matched with external data
sources as prescribed by the reconciliation scenario. Clients can achieve quick tactical
‘wins’ through immediately improving matching and reconciliation conditions and
exception resolution within a rules-based transaction management framework. Such is
the flexibility of the product that matching scenarios include multi-sourced reference data
cleansing with the ability to construct a ‘golden copy’ for onward distribution throughout
the enterprise.

Keith Hale, Managing Director, Netik Plc, states: "This is a reaction to the market need
for more complex rules for matching and resolution driven from the Hedge Fund
Industry. Our customers have turned to Netik because the traditional reconciliation
vendors, who can only offer limited capability from their legacy applications, cannot
satisfy these new requirements." Hale continues, "Netik InterMatch was originally
developed over two-and-a-half years ago to handle the changes in the securities world
relating to central trade matching — a key requirement of the T+1 programme. Today
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flexibility is King, and InterMatch is the new paradigm for truly flexible matching and
reconciliation."

Colin Close, CIO, adds, "A few years ago such a functionally rich and scalable
reconciliation solution would have sold for over $200,000. However, Operations
Managers today would find it difficult to show an attractive ROI with pricing at such a
level. Therefore Netik has decided to price the product at a 10th of the original
(historical) value because Netik InterMatch is positioned as an entry level component for
our flagship Netik InterView v7.0 solution. We believe that clients will want to buy into the
compelling vision of implementing the complete Netik InterView Investment Hub solution
because it can differentiate their business and improve business margin, but that they
will want to start off by deploying the Netik InterMatch module so as to collect early ‘low
hanging fruit’ benefits."

Close continues, "In this way, Netik sees the matching and reconciliation function as a
component of the larger data management discipline that is handled within Netik
InterView's Data Portal. As important as it is to get it right, it is also important to see
matching and reconciliation in its’ proper context as part of this larger data management
picture and in this respect the function is commoditised."

Netik is currently in discussion with a number of niche software and consulting
companies that wish to leverage Netik InterMatch to provide ‘silo’ solutions in a best-of-
breed manner. In addition, such vendors wish to provide a number of the more common
matching and reconciliation ‘scenarios’ (or rule books) in an off-the-shelf library.
Nevertheless, it is intended that each implementation can be significantly tailored as
appropriate to the customer’s operational requirements. Close says, "At the currently
proposed price level, which is targeted at being lower than the equivalent maintenance
fees charged by the legacy vendors, we expect the take-up to be high because the ROI
will be compelling."

Alastair Upton, Technical Director, says "We have evaluated the vendors in this segment
and believe Netik InterMatch to be the leading product because we use Netik’s finite
state technology platform to deliver the GME. This is key to the flexibility, massive
scalability and performance of the Netik InterMatch product. Although many companies
will use words like ‘Business Rules’, they actually mean that they have a ‘Program’ that
is specifically tailored to a scenario and have some parameters that can change the
behaviour of their product. This is not an honest definition and is most definitely not the
case with Netik InterMatch. Netik InterMatch’s GME can have, say, 10 complex
conditions on one site implementation and on another maybe 100 or, indeed, 1000 as
appropriate. All these conditions can be overlaid with as few or as much Boolean logic

and as many dependencies as appropriate — this is our definition of ‘flexibility’.
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Netik New Product Release

The Netik InterMatch solution can be easily integrated with existing legacy
accounting systems and matched with external data sources as prescribed by
the reconciliation scenario. Clients can achieve quick tactical ‘wins’ through
immediately improving matching and reconciliation conditions and exception
resolution within a rules-based transaction management framework. Such is the
flexibility of the product that matching scenarios include multi-sourced reference
data cleansing with the ability to construct a ‘golden copy’ for onward distribution
throughout the enterprise.

Keith Hale, Managing Director, Netik Plc, states: “This is a reaction to the market need
for more complex rules for matching and resolution driven from the Hedge Fund
Industry. Our customers have turned to Netik because the traditional reconciliation
vendors, who can only offer limited capability from their legacy applications, cannot
satisfy these new requirements.” Hale continues, “Netik InterMatch was originally
developed over two-and-a-half years ago to handle the changes in the securities world
relating to central trade matching — a key requirement of the T+1 programme. Today
flexibility is King, and InterMatch is the new paradigm for truly flexible matching and
reconciliation.”

Colin Close, CIO, adds, “A few years ago such a functionally rich and scalable
reconciliation solution would have sold for over $200,000. However, Operations
Managers today would find it difficult to show an attractive ROI with pricing at such a
level. Therefore Netik has decided to price the product at a 10th of the original
(historical) value because Netik InterMatch is positioned as an entry level component for
our flagship Netik InterView v7.0 solution. We believe that clients will want to buy into the
compelling vision of implementing the complete Netik InterView Investment Hub solution
because it can differentiate their business and improve business margin, but that they
will want to start off by deploying the Netik InterMatch module so as to collect early ‘low
hanging fruit’ benefits.”

Close continues, “In this way, Netik sees the matching and reconciliation function as a
component of the larger data management discipline that is handled within Netik
InterView's Data Portal. As important as it is to get it right, it is also important to see
matching and reconciliation in its’ proper context as part of this larger data management
picture and in this respect the function is commoditised.”

Netik is currently in discussion with a number of niche software and consulting
companies that wish to leverage Netik InterMatch to provide ‘silo’ solutions in a best-of-

breed manner. In addition, such vendors wish to provide a number of the more common
matching and reconciliation ‘scenarios’ (or rule books) in an off-the-shelf library.
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Nevertheless, it is intended that each implementation can be significantly tailored as
appropriate to the customer’s operational requirements. Close says, “At the currently
proposed price level, which is targeted at being lower than the equivalent maintenance
fees charged by the legacy vendors, we expect the take-up to be high because the ROI
will be compelling.”

Alastair Upton, Technical Director, says “We have evaluated the vendors in this segment
and believe Netik InterMatch to be the leading product because we use Netik’s finite
state technology platform to deliver the GME. This is key to the flexibility, massive
scalability and performance of the Netik InterMatch product. Although many companies
will use words like ‘Business Rules’, they actually mean that they have a ‘Program’ that
is specifically tailored to a scenario and have some parameters that can change the
behaviour of their product. This is not an honest definition and is most definitely not the
case with Netik InterMatch. Netik InterMatch’s GME can have, say, 10 complex
conditions on one site implementation and on another maybe 100 or, indeed, 1000 as
appropriate. All these conditions can be overlaid with as few or as much Boolean logic

and as many dependencies as appropriate — this is our definition of ‘flexibility’.

About Netik

Netik is the Investment Hub Company that specialises in providing Information and data
centric software solutions for the Securities and Investment Markets. Netik’s focus is in
financial Information Automation, aimed at increasing business margin and customer
experience through improved data management and information management around
the Netik InterView securities Data Warehouse and is designed for asset managers,
private banks, hedge funds, prime brokers, fund administrators, and custodians.

Microsoft to target payments, STP and compliance at SIBOS
2003

Microsoft announced its participation at this year's Sibos conference and
exhibition in Singapore, 20-24 October 2003. At the show, Microsoft will
demonstrate how it is changing the economics of payments automation,
compliance and STP by making complex technology solutions more
economically viable for institutions large and small. The company is also
participating in a SWIFT panel discussion on partnerships.

On its stand, Microsoft will be showcasing solutions from key technology partners such
as HP, SIA, Netik, Capco, SunGard eProcess Intelligence, Financial Architects and
NetEconomy. Sibos delegates will also have the opportunity to view Microsoft's own
financial services-specific solutions such as the BizTalk Accelerator for Financial
Services. Launched in November 2002, the Accelerator provides a cost-effective,
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reliable, and secure delivery of payment and financial industry messages using the
SWIFT network.

Patrick De Smedt, Chairman of Microsoft EMEA, will be participating in the SWIFT panel
session on 'Addressing new realities through strong partnerships' on 22nd October at
4pm. He will discuss Microsoft's partnership with SWIFT and how, together, the two
companies are helping financial institutions cost-effectively integrate new business
solutions with their existing environments.

Microsoft is an active partner of SWIFT and its technology is widely used by financial
institutions for their day to day operations over the SWIFT network. Currently, over 50
per cent of the SWIFT interfaces run on Microsoft technology.

"We are delighted to be attending SIBOS this year," says Patrick DeSmedt, Chairman,
Microsoft EMEA. "Microsoft has developed a close relationship with SWIFT over recent
years. It is the strength of this relationship and our dedication to promoting fast ROI
solutions that has enabled our technology to become one of the most widely used
platforms for SWIFT interfaces accessing the SWIFT network. We are looking forward to
addressing the key topics of payments, STP and compliance at the show, as well as
discussing other, wider issues facing the industry today."

Trading Technology Week: Netik Launches InterMatch

NETIK DEBUTS INTERMATCH

Integration vendor Netik has launched Netik InterMatch, release 2.0, with a rules-based
Generic Matching Engine (GME) for both matching and reconciliation scenarios,
officials say. The Netik InterMatch Release 2.0 is a component of Netik’s flagship
product Netik InterView v7.0, and is used in the data portal suite for data management.

Banking Technology's SIB0S Daily: Netik interMatch

Netik bolsters data suite with flexible matching platform

By Michael Goodbody

Netik, a developer of STP solutions for the securities industry has launched a
multi-entity, flexible matching and reconciliation platform for its flagship InterView
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v7.0 product. The company, which provides information centric STP solutions for
the securities industry, launched the newest version of InterView in June this
year and the addition of the new Netik InterMatch product is the first major
functionality addition to the data portal suite.

Intermatch 2.0 offers users a generic matching engine (GME) in order to facilitate
matching and reconciliation with the company stressing that the rules based
structure built into the GME offers players in the securities industry something
new. Netik says that the lack of a reliance on parameter dependent programme
code allows users to solve information reconciliation problems on a generic
matching level, rather than at the data silo level, with reconciliation in multiple
scenarios feeding into a common high performance browser.

'InterMatch represents the next generation in data reconciliation and matching
technology being fully integrated with the InterView data portals,' says Don
Haddow, vice-president business development at Netik. 'Intermatch is a
scaleable, flexible reconciliation and matching solution that allows banks to
manage, control and execute very complex data scrubbing and exception
management and workflow.'

Netik's InterView product assembles data from multiple sources and stores the
portfolio and investment data on a data warehouse before transforming the
information for enterprise wide, and external, client reporting.

'Currently we have a tier one prime brokerage and a tier one fund administrator live on
Intermatch and we expect to announce some more implementations by year end, ' says
Haddow. 'We are now able to offer an out of the box solution providing data management
integration and multi-channel delivery to external and internal users. This is an
information analysis toolset for business users to access, analyse and report their fund or
business information.'

Operations Management: Netik Launches InterMatch

Netik Launches Matching, Recon Platform

Netik is currently testing a matching and reconciliation system, which it just enhanced,
with two firms. Michael Rodgers, director of sales at Netik, said the company is testing
the solution with a large global prime broker and global fund administrator, but he
declined to name either firm. The product, InterMatch Release 2.0, automates the
reconciliation process and provides a generic matching engine for matching and
reconciliation. Intermatch provides the flexibility of matching and defining rules for cash,
securities positions and transactions data.
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Rodgers said the product had been used internally at Netik and was included in the
company's flagship product InterView 7.0. This is the first time it is being released as a
stand-alone product to the marketplace. InterView will also include off-the-shelf
reconciliation workflow scenarios for prime brokers, hedge funds and fund
administrators. He declined to disclose the cost of the product which the company
expects to release in December.

Netik matching module comes with commoditised price tag

Netik has launched a low-cost matching and securities
reconciliation module as part of its flagship InterView
investment and accounting hub product.

Targeted at fund administrators, prime brokers, global asset managers
and custodians, Netik InterMatch release 2.0 provides generic
matching and reconciliation, feeding exceptions into a common
browser application for resolution processing. Matching scenarios
include multi-sourced reference data cleansing with the ability to
construct a 'golden copy' for onward distribution throughout the
enterprise.

Originally developed over two-and-a-half years ago to handle central
trade matching under T+1, the product is now being priced as an
entry-level component for Netik's InterView data management portal.

Colin Close, Netik CIO, says a few years ago InterMatch would have
come with a price tag of close to $200,000. "Operations managers
today would find it difficult to show an attractive ROI with pricing at
such a level," he says. Instead, the firm is pricing the product at $20K
as part of a foot-in-the-door sales strategy for InterView v7.0.

Close says Netik sees the matching and reconciliation function as a
mere component of the larger data management discipline that is
handled within Netik InterView's Data Portal.

"As important as it is to get it right, it is also important to see
matching and reconciliation in its' proper context as part of this larger
data management picture and in this respect the function is
commoditised."
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The firm is currently in discussion with a nhumber of niche software and
consulting companies about stand-alone InterMatch sales or software
library componentisation.

Netik Launches New Rules-Based Engine For Its Matching Tool

Netik has released Netik InterMatch Release 2.0, a new component for their flagship
product Netik InterView v7.0, aimed at fund administrators, prime brokers, global asset
managers and custodians.

Netik says Netik InterMatch Release 2.0 provides a unique Generic Matching Engine
(GME) for both matching and reconciliation scenarios in the securities industry. "The GME
is truly a rules-based engine and does not depend on programme code with parameters as
is provided by the existing legacy vendor solutions," says a Netik spokesman. "The existing
vendors are only able to solve reconciliation issues in 'silos', i.e., one instance of their
product per reconciliation/matching scenario. They do not have enough flexibility to
provide generic matching and reconciliation for multiple scenarios feeding exceptions into
a common high performance browser application for resolution processing."

Netik InterMatch Release 2.0 is a component of Netik's flagship product Netik InterView
v7.0, and is used in the data portal suite for data management. The data portal provides data
validation, matching and reconciliation, and cleansing tools to distribute enriched reference
data and other information throughout the enterprise. The complete Netik InterView
Investment Hub solution uniquely deploys both the Data Portal and the Information Portal
to 'safely’ assemble data from multiple sources, store comprehensive portfolio and
investment data on the data warehouse, and transform this into information for distribution
throughout the enterprise as well as externally for client reporting.

Netik InterMatch Release 2.0 is a component within Netik InterView v7.0 Investment Hub
whose technology is modular and has been engineered to enable fast implementation of
high performance and massively scalable solutions; one of these rapidly deployable
modules is Netik InterMatch Release 2.0. The Netik InterMatch solution can be easily
integrated with existing legacy accounting systems and matched with external data sources
as prescribed by the reconciliation scenario. Clients can achieve quick tactical 'wins'
through immediately improving matching and reconciliation conditions and exception
resolution within a rules-based transaction management framework. Such is the flexibility
of the product that matching scenarios include multi-sourced reference data
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cleansing with the ability to construct a 'golden copy' for onward distribution throughout
the enterprise.

"This is a reaction to the market need for more complex rules for matching and resolution
driven from the Hedge Fund Industry," says Keith Hale, Managing Director, Netik. "Our
customers have turned to Netik because the traditional reconciliation vendors, who can
only offer limited capability from their legacy applications, cannot satisfy these new
requirements. Netik InterMatch was originally developed over two-and-a-half years ago to
handle the changes in the securities world relating to central trade matching - a key
requirement of the T+1 programme. Today flexibility is King, and InterMatch is the new
paradigm for truly flexible matching and reconciliation."

Colin Close, CIO at Netik, adds: "A few years ago such a functionally rich and scalable
reconciliation solution would have sold for over $200,000. However, Operations Managers
today would find it difficult to show an attractive ROI with pricing at such a level.
Therefore Netik has decided to price the product at a 10th of the original (historical) value
because Netik InterMatch is positioned as an entry level component for our flagship Netik
InterView v7.0 solution. We believe that clients will want to buy into the compelling vision
of implementing the complete Netik InterView Investment Hub solution because it can
differentiate their business and improve business margin, but that they will want to start off
by deploying the Netik InterMatch module so as to collect early 'low hanging fruit' benefits.
In this way, Netik sees the matching and reconciliation function as a component of the
larger data management discipline that is handled within Netik InterView's Data Portal. As
important as it is to get it right, it is also important to see matching and reconciliation in its'
proper context as part of this larger data management picture and in this respect
the function is commoditised."

Netik says it is currently in discussion with a number of niche software and consulting
companies that wish to leverage Netik InterMatch to provide 'silo' solutions in a best-of-
breed manner. In addition, such vendors wish to provide a number of the more common
matching and reconciliation 'scenarios' (or rule books) in an off-the-shelf library.

Nevertheless, it is intended that each implementation can be significantly tailored as
appropriate to the customer's operational requirements. Close says, "At the currently
proposed price level, which is targeted at being lower than the equivalent maintenance fees
charged by the legacy vendors, we expect the take-up to be high because the ROI will

be compelling."

Alastair Upton, Technical Director at Netik, says the company has evaluated the vendors
in the area and believes InterMatch to be the leading product because "we use Netik's finite
state technology platform to deliver the GME. This is key to the flexibility, massive
scalability and performance of the Netik InterMatch product. Although many companies
will use words like 'Business Rules', they actually mean that they have a 'Program' that is
specifically tailored to a scenario and have some parameters that can change the behaviour

of their product.
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This is not an honest definition and is most definitely not the case with Netik InterMatch.
Netik InterMatch's GME can have, say, 10 complex conditions on one site implementation
and on another maybe 100 or, indeed, 1000 as appropriate. All these conditions can be
overlaid with as few or as much Boolean logic and as many dependencies as appropriate -
this is our definition of 'flexibility’

Red Light for Green Screens — PNC Advisors Offers Fast Web

With $50 billion in discretionary assets and $130 billion in funds under administration,
PNC Advisors felt its core accounting and settlement system was working fine. Where
improvement was needed, the Philadelphia manager believed, was in the delivery of that
account information to clients, who were not going to remain satistfied with green-screen
terminal access.

“Prior to bringing in the Netik product, we were allowing our clients extremely limited
access with dialup 3270 technology,” explained Thomas Bohner, vice president at PNC
Advisors. Once the bank made the decision, it wanted to move fast. The project was
assigned high-priority status and an aggressive four-month internal target for deployment
was set — and achieved.

“We were concerned that we risked not being competitive, and Netik allowed us to
migrate away from the very old 3270 technology in a relatively short period of time,”
Bohner added. “We felt that Netik as a near turnkey product could provide our
institutional clients with their data through the Web.”

PFPC, a subsidiary of PNC Corp., had already deployed custody systems and mutual
fund accounting systems from Netik successfully, so the firm felt comfortable turning to
Netik again to provide information on assets under management.

“Providing Web access to back-office asset management systems is not a simple process
of gluing a pretty, colorful graphical user interface to accounting and settlement
systems,” said Dan O’Brien, director of Netik’s Professional Services organization.
“While back-office applications were designed for high volume accounting and
transaction processing, successfully getting access to and effectively using the
information in them is another matter. The very strength and purpose of well-designed
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back-office systems often runs counter to the information requirements of middle- and
front-office professionals and customers.”

That’s where Netik comes in.

“We not only leverage the power of these systems, but we integrate it with important
information from other sources, and then provide sophisticated Web-enabled facilities.”

To deliver information that is useful to money managers, Netik provides a database/data
warehouse that sits between the transaction systems and the Web interface. This data
layer aggregates data so it can provide valuable information for financial professionals.

“At another client,” said O’Brien, “there are more than 450 information feeds from
around the world, including accounting information, settlements, and prices. Much of'it is
processing real-time 24x7 within our data warehouse. In this case, a worldwide network
of clients has Web-based access to their information for their own business and
information management purposes.

“If they are running a worldwide custodian system, they have an accounting system in
each country, all operating independently. The information has to come into one place so
you can give the customer a consistent view and offer him tools so he can use the
information intelligently.”

Although some accounting system vendors are beginning to offer Web access, they
typically are constrained by their process-oriented back-office approach, he added. The
data architecture and application technology of Netik InterView were designed for the
Internet. The presentation layer can be customized easily to match a firm’s proprietary
look and feel, fit into its existing security framework, and offer single sign-on.

Building a data warehouse capable of handling such large and disparate data sources is no
simple task, said John Wise, CEO of Netik, which acquired the data warehouse expertise
through buying Montclair Financial several years ago.

“To get the data model right is absolutely non-trivial,” he said. “The professionals from
Montclair have been at it for 15 years. You need to be able to describe the data and know
how to load the data warehouse correctly. Through our designs, we can load at incredible
rates and our on-line performance is great.”

With its data architecture, Netik offers users sophisticated query capabilities including
drill-down and multi-dimensional analysis. Information can be presented on a digital
dashboard, in colorful graphs, and in professional grade Web-print presentations.
InterView’s architecture can also draw on data stored outside the Netik data warehouse.
PNC Advisors, for example, use Netik to provide its users with direct Internet access to
client statements sitting on its back-office legacy systems.
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Buy rather than build makes sense for asset managers, said Wise. Companies waste
millions on building data warehouse projects and getting it wrong.

“Building it from scratch you would have to be absolutely barking crazy. It would take
years in which your business partners wouldn’t see any benefits and you run the risk the
project would be canceled. With Netik, you buy 15 years of data modeling expertise on
portfolio and investment information.”

Bohner at PNC Advisors reached a similar, if less colorfully stated, conclusion.

“We wanted a cost-effective, quick-to-market solution, and this worked for us. We took
the opportunity to let someone who had gone through the arduous tasks of building a
good solid database and a good solid Web front end; this allowed us to leverage their
expertise in that area.”

E-Payment News: Netik sells TurhoSwift Business

BankServ Goes Global, Acquires Netik's SWIFT Business
Posted on Monday, August 04, 2003 @ 10:27:39 EDT

In its first overseas acquisition, BankServ has taken over the TurboSwift
business of Netik. TurboSwift, a SWIFTNET-certified CBT, is believed to have
the second-largest SWIFT customer base in the world, according to BankServ.

As a result of the acquisition of this multi-million-dollar business, privately held
BankServ will add hundreds of new bank clients worldwide to its already robust
U.S. client list for which it moves billions of dollars electronically each day. The
company specializes in Automated Clearing House (ACH) and U. S. dollar
Fedwire money transfer services to banks, businesses, and governments.
(SWIFT is a worldwide community of more than 7,000 financial institutions in 198
countries connected to one another through the SWIFTNET network.
Collectively, these institutions -- active in payments, securities, treasury, and
trade services -- exchange millions of messages valued in trillions of dollars
every business day.)

Terms of the agreement were not disclosed. Only reported as an "all cash" deal,
BankServ said it was able to finance the acquisition without raising equity and
that it expects the acquisition to be cash-flow-positive in the first year. The
acquisition closed August 1st. It was approved by the boards of directors of both
companies.
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BankServ said it will retain key personnel from TurboSwift and will maintain staff
and an office in London while moving the headquarters of the business to San
Francisco. Mike Golds, who has been with TurboSwift in the United States for ten
years, will continue to manage the company's strong distributor network that
provides software throughout the world. TurboSwift's client base includes top-tier
financial institutions around the world with especially strong presence in Europe,
the Middle East, and the former Soviet countries. More recently TurboSwift has
been gaining ground in Latin America, the United States, and Asia.

As a result of the acquisition, BankServ's TurboSwift software product will be
marketed in both site license and service bureau formats. TurboSwift enables
financial institutions to connect to the worldwide SWIFT communications network
for the purpose of transferring funds, perform cross-border payments, and
communicate about Foreign Exchange, Securities and Letter of Credit
transactions.

eComm Strategies News: Netik sells TurhoSwift Business

Focus on Financial Markets
Bankserv and Netik.com Team To Deliver International Funds
Transfer Services

BankServ, Inc., a leading payment solutions provider announced at SIBOS their
strategic alliance with Netik.com that would enable them to distribute Netik’'s
xNetik TurboSwift software. This significance of this distribution agreement is that
this would enable BankServ to offer financial institutions a single source software
solution for both domestic and international funds transfers. By utilizing Netik’s
TurboSwift Software, BankServ’s already established GFX system would be
expanded to offer a fully integrated application that allows clients to process both
FedWire and Swift messaging. This gives financial institutions the ability to look
to this one source as the means to provide for both domestic and international
funds transfers and is of great benefit to both Tier 1 and Tier 2 level financial
institutions.
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MicroBanker News: Netik sells TurhoSwift Business

Bankserv Goes Global, Acquires Netik's SWIFT Business

In its first overseas acquisition, BankServ, a leading financial services technology
provider based here, has taken over the TurboSwift(R) business of Netik, Plc, an
information automation company headquartered in London, England, BankServ reported
today.

TurboSwift(R), a SWIFTNET-certified CBT, is believed to have the second-largest
SWIFT customer base in the world, according to BankServ. As a result of the acquisition
of this multi-million-dollar business, privately held BankServ will add hundreds of new
bank clients worldwide to its already robust U.S. client list for which it moves billions of
dollars electronically each day. The company specializes in Automated Clearing House
(ACH) and U. S. dollar Fedwire money transfer services to banks, businesses, and
governments. (SWIFT is a worldwide community of more than 7,000 financial institutions
in 198 countries connected to one another through the SWIFTNET network. Collectively,
these institutions -- active in payments, securities, treasury, and trade services --
exchange millions of messages valued in trillions of dollars every business day.)

Terms of the agreement were not disclosed. Only reported as an "all cash" deal,
BankServ said it was able to finance the acquisition without raising equity and that it
expects the acquisition to be cash-flow-positive in the first year. The acquisition closed
August 1st. It was approved by the boards of directors of both companies.

BankServ said it will retain key personnel from TurboSwift(R) and will maintain staff and
an office in London while moving the headquarters of the business to San Francisco.
Mike Golds, who has been with TurboSwift(R) in the United States for ten years, will
continue to manage the company's strong distributor network that provides software
throughout the world. TurboSwift's client base includes top-tier financial institutions
around the world with especially strong presence in Europe, the Middle East, and the
former Soviet countries. More recently TurboSwift(R) has been gaining ground in Latin
America, the United States, and Asia.

"Not only will this acquisition catapult BankServ on the global payments scene for
international bank customers," says Dave Kvederis, president and CEO of BankServ,
"but it will enhance our leadership in U. S. electronic funds transfer processing by adding
strong international payment capabilities to those hundreds of U. S.- based financial
institutions we already service." He added that BankServ would soon provide a SWIFT
service bureau product to its U. S. customers modeled after its successful U. S. Fedwire
service bureau.

"Our bank clients have developed great confidence in BankServ's ability to operate
outsource applications for the banks. | can't think of a more logical extension of
BankServ's Application Service Provider (ASP) services than to include cross-border
transaction processing," he said.
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"Netik will remain a distributor of TurboSwift and the deal allows Netik to focus on their
core competency of delivering the InterView Investment Hub product to the securities
industry," said John Wise, CEO of Netik.

Randy Gutierrez, general manager of BankServ's wire transfer business, added that his
company was "excited by the current direction of SWIFT and the many initiatives
underway to grow transaction volume by servicing global financial institutions and their
corporate customers. We believe BankServ's experience and success with building
unique products and delivery channels will further strengthen SWIFT through application
and volume growth leveraging the "winning" global infrastructure they have created.
Today's action indeed heralds a new day for the company and its customers."

As a result of the acquisition, BankServ's TurboSwift(R) software product will be
marketed in both site license and service bureau formats. TurboSwift(R) enables
financial institutions to connect to the worldwide SWIFT communications network for the
purpose of transferring funds, perform cross-border payments, and communicate about
Foreign Exchange, Securities and Letter of Credit transactions.

"One of the drivers of the acquisition," says Peter Hosokawa, BankServ chief operating
officer, is that BankServ and TurboSwift(R) have mutual customers utilizing their
solutions. The BankServ GFX system and TurboSwift(R) were integrated more than a
year ago and now are 'plug and play.' "We have found the needs of our customers
increasingly include tightly integrated SWIFT processing for payments as well as
functions such as foreign exchange processing, trade services, and international
securities processing. We have solved that problem with the BankServ GFX and
TurboSwift(R) offerings," he added.

BankServ Goes Global, Acquires Netik's SWIFT Business

SAN FRANCISCO, Aug. 4 /PRNewswire/ -- In its first overseas acquisition, BankServ, a
leading financial services technology provider based here, has taken over the
TurboSwift(R) business of Netik, Plc, an information automation company headquartered
in London, England, BankServ reported today.

TurboSwift(R), a SWIFTNET-certified CBT, is believed to have the second-largest
SWIFT customer base in the world, according to BankServ. As a result of the acquisition
of this multi-million-dollar business, privately held BankServ will add hundreds of new
bank clients worldwide to its already robust U.S. client list for which it moves billions of
dollars electronically each day. The company specializes in Automated Clearing House
(ACH) and U. S. dollar Fedwire money transfer services to banks, businesses, and
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governments. (SWIFT is a worldwide community of more than 7,000 financial institutions
in 198 countries connected to one another through the SWIFTNET network. Collectively,
these institutions -- active in payments, securities, treasury, and trade services --
exchange millions of messages valued in trillions of dollars every business day.)

Terms of the agreement were not disclosed. Only reported as an "all cash" deal,
BankServ said it was able to finance the acquisition without raising equity and that it
expects the acquisition to be cash-flow-positive in the first year. The acquisition closed
August 1st. It was approved by the boards of directors of both companies.

BankServ said it will retain key personnel from TurboSwift(R) and will maintain staff and
an office in London while moving the headquarters of the business to San Francisco.
Mike Golds, who has been with TurboSwift(R) in the United States for ten years, will
continue to manage the company's strong distributor network that provides software
throughout the world. TurboSwift's client base includes top-tier financial institutions
around the world with especially strong presence in Europe, the Middle East, and the
former Soviet countries. More recently TurboSwift(R) has been gaining ground in Latin
America, the United States, and Asia.

"Not only will this acquisition catapult BankServ on the global payments scene for
international bank customers," says Dave Kvederis, president and CEO of BankServ,
"but it will enhance our leadership in U. S. electronic funds transfer processing by adding
strong international payment capabilities to those hundreds of U. S.- based financial
institutions we already service." He added that BankServ would soon provide a SWIFT
service bureau product to its U. S. customers modeled after its successful U. S. Fedwire
service bureau.

"Our bank clients have developed great confidence in BankServ's ability to operate
outsource applications for the banks. | can't think of a more logical extension of
BankServ's Application Service Provider (ASP) services than to include cross-border
transaction processing," he said.

"Netik will remain a distributor of TurboSwift and the deal allows Netik to focus on their
core competency of delivering the InterView Investment Hub product to the securities
industry," said John Wise, CEO of Netik

Randy Gutierrez, general manager of BankServ's wire transfer business, added that his
company was "excited by the current direction of SWIFT and the many initiatives
underway to grow transaction volume by servicing global financial institutions and their
corporate customers. We believe BankServ's experience and success with building
unique products and delivery channels will further strengthen SWIFT through application
and volume growth leveraging the "winning" global infrastructure they have created.
Today's action indeed heralds a new day for the company and its customers."

As a result of the acquisition, BankServ's TurboSwift(R) software product will be
marketed in both site license and service bureau formats. TurboSwift(R) enables
financial institutions to connect to the worldwide SWIFT communications network for the
purpose of transferring funds, perform cross-border payments, and communicate about
Foreign Exchange, Securities and Letter of Credit transactions.
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"One of the drivers of the acquisition," says Peter Hosokawa, BankServ chief operating
officer, is that BankServ and TurboSwift(R) have mutual customers utilizing their
solutions. The BankServ GFX system and TurboSwift(R) were integrated more than a
year ago and now are 'plug and play.' "We have found the needs of our customers
increasingly include tightly integrated SWIFT processing for payments as well as
functions such as foreign exchange processing, trade services, and international
securities processing. We have solved that problem with the BankServ GFX and
TurboSwift(R) offerings," he added.

BankServ takes over Netik TurboSwift

04 August 2003 - In its first overseas acquisition, US-based BankServ has
taken over the TurboSwift business of Netik, adding international payments
capabilities to its domestic Fedwire and ACH solution suite.

Reported only as an "all cash" deal, BankServ says it was able to finance the
acquisition of the SwiftNet-certified interface device business without raising
equity and that it expects the business to be cash-flow-positive in the first year.

Peter Hosokawa, BankServ chief operating officer, says the two companies
already have mutual customers following the integration of BankServ's GFX
system with TurboSwift more than a year ago.

He adds: "We have found the needs of our customers increasingly include tightly
integrated Swift processing for payments as well as functions such as foreign
exchange processing, trade services, and international securities processing. We
have solved that problem with the BankServ GFX and TurboSwift offerings."

The firm says it will retain key personnel from TurboSwift and will maintain staff
and an office in London while moving the headquarters of the business to San
Francisco. Mike Golds, who has been with TurboSwift in the US for ten years, will
continue to manage the company's international reseller network, which will
include Netik.

Dave Kvederis, president and CEO of BankServ, says the company plans to use
the acquisition to develop a Swift service bureau product for US customers,
modelled on its successful Fedwire ASP business.

"Our bank clients have developed great confidence in BankServ's ability to
operate outsource applications for the banks," he says. "l can't think of a more
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logical extension of BankServ's Application Service Provider services than to
include cross-border transaction processing."

John Wise, CEO of Netik says the deal enables the company to focus on delivery
of the InterView Investment Hub integration product to the securities industry.

Yahoo Finance: Netlk sells TurhoSwift Business

BankServ Goes Global, Acquires Netik's SWIFT Business
Monday August 4, 3:00 am ET

SAN FRANCISCO, Aug. 4 /PRNewswire/ -- In its first overseas acquisition,
BankServ, a leading financial services technology provider based here, has
taken over the TurboSwift® business of Netik, Plc, an information automation
company headquartered in London, England, BankServ

TurboSwift®, a SWIFTNET-certified CBT, is believed to have the second-largest SWIFT
customer base in the world, according to BankServ. As a result of the acquisition of this
multi-million-dollar business, privately held BankServ will add hundreds of new bank
clients worldwide to its already robust U.S. client list for which it moves billions of dollars
electronically each day. The company specializes in Automated Clearing House (ACH)
and U. S. dollar Fedwire money transfer services to banks, businesses, and
governments. (SWIFT is a worldwide community of more than 7,000 financial institutions
in 198 countries connected to one another through the SWIFTNET network. Collectively,
these institutions -- active in payments, securities, treasury, and trade services --
exchange millions of messages valued in trillions of dollars every business day.)

Terms of the agreement were not disclosed. Only reported as an "all cash" deal,
BankServ said it was able to finance the acquisition without raising equity and that it
expects the acquisition to be cash-flow-positive in the first year. The acquisition closed
August 1st. It was approved by the boards of directors of both companies.

BankServ said it will retain key personnel from TurboSwift® and will maintain staff and
an office in London while moving the headquarters of the business to San Francisco.
Mike Golds, who has been with TurboSwift® in the United States for ten years, will
continue to manage the company's strong distributor network that provides software
throughout the world. TurboSwift's client base includes top-tier financial institutions
around the world with especially strong presence in Europe, the Middle East, and the
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former Soviet countries. More recently TurboSwift® has been gaining ground in Latin
America, the United States, and Asia.

"Not only will this acquisition catapult BankServ on the global payments scene for
international bank customers," says Dave Kvederis, president and CEO of BankServ,
"but it will enhance our leadership in U. S. electronic funds transfer processing by adding
strong international payment capabilities to those hundreds of U. S.- based financial
institutions we already service." He added that BankServ would soon provide a SWIFT
service bureau product to its U. S. customers modeled after its successful U. S. Fedwire
service bureau.

"Our bank clients have developed great confidence in BankServ's ability to operate
outsource applications for the banks. | can't think of a more logical extension of
BankServ's Application Service Provider (ASP) services than to include cross-border
transaction processing," he said.

"Netik will remain a distributor of TurboSwift and the deal allows Netik to focus on their
core competency of delivering the InterView Investment Hub product to the securities
industry," said John Wise, CEO of Netik

Randy Gutierrez, general manager of BankServ's wire transfer business, added that his
company was "excited by the current direction of SWIFT and the many initiatives
underway to grow transaction volume by servicing global financial institutions and their
corporate customers. We believe BankServ's experience and success with building
unique products and delivery channels will further strengthen SWIFT through application
and volume growth leveraging the "winning" global infrastructure they have created.
Today's action indeed heralds a new day for the company and its customers."

As a result of the acquisition, BankServ's TurboSwift® software product will be marketed
in both site license and service bureau formats. TurboSwift® enables financial
institutions to connect to the worldwide SWIFT communications network for the purpose
of transferring funds, perform cross-border payments, and communicate about Foreign
Exchange, Securities and Letter of Credit transactions.

"One of the drivers of the acquisition," says Peter Hosokawa, BankServ chief operating
officer, is that BankServ and TurboSwift® have mutual customers utilizing their solutions.
The BankServ GFX system and TurboSwift® were integrated more than a year ago and
now are 'plug and play.' "We have found the needs of our customers increasingly include
tightly integrated SWIFT processing for payments as well as functions such as foreign
exchange processing, trade services, and international securities processing. We have
solved that problem with the BankServ GFX and TurboSwift® offerings," he added.
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Trading Technology Week: Netik sells TurhoSwift Business
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BANKSERV TAKES OVER TURBOSWIFT'S NETIK

San Francisco-based BankServ has taken over the TurboSwift business of Netik, an
information automation company, headquartered in London, BankServ officials
announced last week. Terms of the agreement were not disclosed. Only reported as an
"all-cash" deal, BankServ officials say it was able to finance the acquisition without
raising equity and expects the acquisition to have positive cash flow in the first year.
BankServ officials say it will retain key personnel from TurboSwift and will maintain staff
and an office in London while moving the headquarters of the business to San
Francisco. Mike Golds, who has been with TurboSwift in the U.S. for 10 years, will
continue to manage the company's distributor network.

Securities Industry News: Netik sells TurhoSwift Business

Netik and Advent Software Combine Front and Back Office Solutions

Data warehouse software shop Netik and portfolio accounting software provider Advent
Software have teamed up to integrate Advent’s accounting platform Geneva with Netik’s
new InterView 7.0 software to provide fund administrators, prime brokers, and global
asset managers a full data management, reporting and investment accounting service.

The InterView 7.0 product represents a merger of two software products: an
Information Portal — which allows users to access their most current data, in any
format, at any time and from any location — and a Data Portal Hub, which provides
data validation and scrubbing tools to distribute information throughout a firm. As a
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result, clients can track their account status online in real time and receive electronic
copies of reports generated from Geneva at any time from any location over the Web.

The Data Portal Hub is an adaptation of a previous defunct product known as
InterStream, which Netik stopped marketing InterStream last summer after the
Securities Industry Association opted to postpone the timetable for one-day
settlement in the U.S.

“We were considering building a front-end to Geneva on our own but opted to align
ourselves with Netik for a more cost-effective and best-of-breed solution,” said Peter
Hess, vice president of marketing for Advent in San Francisco, Ca., which boasts about
thirty clients for its suite of products. “Most of Geneva’s clients have been relying on a
proprietary warehouse similar to what Netik is providing.”

Advent’s core accounting engine Geneva, created in 1995 with the prime brokerage unit
of Goldman Sachs, has since been rebranded into three product lines: Advent for Global
Asset Managers; Advent for Fund Administrators and Advent for Hedge Funds.

For New York and London-based Netik, the agreement with Advent boasts its
competitive edge vis-a-vis its main rival Eagle, a subsidiary of Mellon Financial, by
allowing it to leverage Advent’s strength in the prime brokerage and fund administration
communities, particularly for hedge funds. Hedge funds themselves, tend to maintain
lean IT shops instead relying on prime brokers and fund administrators for their back-
office processing — a trend that might accelerate in light of the Securities and Exchange
Commission’s call for greater oversight of the industry.

Earnings.com: Netik -Advent Software Alliance

Advent Software and Netik join forces to provide comprehensive
data management, investment accounting and client reporting
solution

Joint offering for fund administrators, prime brokers and global asset managers

Advent Software, Inc. , the leading provider of software to the financial services
industry, and Netik, an information automation company specialising in
information-centric STP software solutions for the securities and investment
markets, has announced they have formed a strategic alliance to integrate
Advent's Geneva(R) and Netik's InterView(TM) v. 7 solutions. The combined
solutions will provide fund administrators, prime brokers and global asset
managers with a best-of-breed solution for investment accounting, data
management and reporting.
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The integration of Geneva and InterView allows for the delivery of portfolio
accounting information in real-time or batch modes both to a firm's internal
sources and externally to clients. This significantly enhances firms' straight-
through processing capabilities and reporting presentation.

Geneva greatly improves straight-through processing performance by delivering
investment accounting data that is accurate from the outset. Geneva has a
number of unique capabilities, including a single unified data model that enables
unsurpassed reporting flexibility while eliminating data discrepancies between
sub and general ledgers. It also provides unprecedented data accessibility for a
multitude of report views and real-time integration with upstream and
downstream systems. Geneva's dynamic error correction and unique data
management technology provide exceptional data reliability at a fraction of the
administrative cost. And Geneva delivers revolutionary accounting functionality
and deep security coverage to meet the complex requirements of the most
demanding asset managers and administrators.

InterView delivers a high-performance and highly scalable investment hub
database that enables organisations to extract, clean/repair, enrich, route and
distribute information for dynamic reporting and information processing
throughout a firm. The InterView web portal allows firms to track their account
status online in real time, as well as receive electronic copies of Geneva reports
at any time from any location over the web.

The Investment Hub also acts as a flexible conduit for receiving, transforming,
and routing transactions, reports, files, and messages to and from Geneva as
well as enabling straight-through processing between Geneva and with other
systems, such as trade order management.

"With Advent and Netik, you have an integrated solution that meets the most
demanding accounting and reporting needs," said John Wise, CEO and founder
of Netik. Netik is known as a leader in information integration, and we have now
incorporated this technology into our InterView product in conjunction with
Advent. Our Hub insures that only accurate transaction information is sent to
Geneva so that error/reject rates are reduced. We also provide a powerful
matching and reconciliation engine to insure that both internal and external
systems are in synch, every step along the way."

"Geneva's unique technical architecture delivers innovative tools to enable back
offices to generate more reliable accounting data at dramatically accelerated
rates and at a much lower cost than traditional systems," said Peter Hess, Vice
President of Marketing for Advent. "Netik's solution complements the functionality
of Geneva very well, and together we'll provide the industry with a truly unique
and highly capable solution. Netik has very strong domain knowledge and a very
good success rate in the industry. We're pleased to be able to work with them for
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the benefit of our mutual clients."
About Netik

Netik is an Information Automation Company that specialises in providing
Information-Centric STP software solutions for the securities and investment
markets. Netik's focus is in financial information automation, aimed at increasing
efficiencies, reducing risk and improving client service for the asset management,
broker, custodial, fund administration and prime brokerage and wealth
management/private banking markets within the Securities and Banking Industry.

Netik's value proposition is focused on solving the perennial problems associated
with how financial firms manage and derive valuable, reliable information from
internal and external data. Netik solutions address the fundamental requirements
for integration, cleansing, rationalisation and reconciliation of data from an ever
increasing numbers of sources, coupled with the need to warehouse and deliver
data as valuable, accurate information for primary front-line business usage.

Netik has invested millions of dollars into technology to achieve Information
Automation, spanning the domains of Application Integration, Matching &
Reconciliation, Financial Data Modelling, Data Warehousing, Analytical
Applications and Financial Messaging.

CommsDesign News (CMP): Netik -Advent Software
Alliance

Advent Software and Netik Join Forces to Provide Solution

/PRNewswire-FirstCall/ -- Advent Software, Inc. (Nasdaq: ADVS), the leading
provider of software to the financial services industry, and Netik, an information
automation company specializing in information-centric STP software solutions
for the securities and investment markets, today announced they have formed a
strategic alliance to integrate Advent's Geneva(R) and Netik's InterView(TM) v. 7
solutions. The combined solutions will provide fund administrators, prime brokers
and global asset managers with a best-of-breed solution for investment
accounting, data management and reporting. The integration of Geneva and
InterView allows for the delivery of portfolio accounting information in real-time or
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batch modes both to a firm's internal sources and externally to clients. This
significantly enhances firms' straight-through processing capabilities and
reporting presentation. Geneva greatly improves straight-through processing
performance by delivering investment accounting data that is accurate from the
outset. Geneva has a number of unique capabilities, including a single unified
data model that enables unsurpassed reporting flexibility while eliminating data
discrepancies between sub and general ledgers. It also provides unprecedented
data accessibility for a multitude of report views and real-time integration with
upstream and downstream systems. Geneva's dynamic error correction and
unique data management technology provide exceptional data reliability at a
fraction of the administrative cost. And Geneva delivers revolutionary accounting
functionality and deep security coverage to meet the complex requirements of
the most demanding asset managers and administrators. InterView delivers a
high-performance and highly scalable investment hub database that enables
organizations to extract, clean/repair, enrich, route and distribute information for
dynamic reporting and information processing throughout a firm. The InterView
web portal allows firms to track their account status online in real time, as well as
receive electronic copies of Geneva reports at any time from any location over
the web. The Investment Hub also acts as a flexible conduit for receiving,
transforming, and routing transactions, reports, files, and messages to and from
Geneva as well as enabling straight-through processing between Geneva and
with other systems, such as trade order management. "With Advent and Netik,
you have an integrated solution that meets the most demanding accounting and
reporting needs," said John Wise, CEO and founder of Netik. Netik is known as a
leader in information integration, and we have now incorporated this technology
into our InterView product in conjunction with Advent. Our Hub insures that only
accurate transaction information is sent to Geneva so that error/reject rates are
reduced. We also provide a powerful matching and reconciliation engine to
insure that both internal and external systems are in synch, every step along the
way." "Geneva's unique technical architecture delivers innovative tools to enable
back offices to generate more reliable accounting data at dramatically
accelerated rates and at a much lower cost than traditional systems," said Peter
Hess, Vice President of Marketing for Advent. "Netik's solution complements the
functionality of Geneva very well, and together we'll provide the industry with a
truly unique and highly capable solution. Netik has very strong domain
knowledge and a very good success rate in the industry. We're pleased to be
able to work with them for the benefit of our mutual clients."

About Netik Netik is an Information Automation Company that specializes in
providing Information-Centric STP software solutions for the securities and
investment markets. Netik's focus is in financial information automation, aimed at
increasing efficiencies, reducing risk and improving client service for the asset
management, broker, custodial, fund administration and prime brokerage and
wealth management/private banking markets within the Securities and Banking
Industry. Netik's value proposition is focused on solving the perennial problems
associated with how financial firms manage and derive valuable, reliable
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information from internal and external data. Netik solutions address the
fundamental requirements for integration, cleansing, rationalization and
reconciliation of data from an ever increasing numbers of sources, coupled with
the need to warehouse and deliver data as valuable, accurate information for
primary front-line business usage. Netik has invested millions of dollars into
technology to achieve Information Automation, spanning the domains of
Application Integration, Matching & Reconciliation, Financial Data Modeling, Data
Warehousing, Analytical Applications and Financial Messaging.

About Advent Advent Software, Inc. (www.advent.com) has been providing
trusted solutions to the world's leading financial professionals since 1983. Firms
in 55 countries use Advent technology to manage investments totaling more than
US $8 trillion. Advent's quality software, data, services and tools enable financial
professionals to improve service and communication to their clients, allowing
them to grow their business while controlling costs.

NOTE: ADVENT SOFTWARE and GENEVA are registered trademarks of Advent
Software, Inc. All other products or services mentioned herein are trademarks or
registered trademarks of their respective companies.

Bohsguide.com: Netik Launches Netik InterView v1.0

Netik Launches Netik Interview v7.0:

An Investment Hub for Wealth Management, Investment
Management, Prime Brokerage, Fund Administrators and
Custodians

NEW YORK and LONDON, June 4 — Netik, the information automation
company for financial markets that specializes in leveraging existing
investment systems, announced today the launch of Netik Interview v7.0™
as an Investment Hub for the securities industry.

Netik InterView v7.0 Investment Hub has been designed to enable
complete securities data processing and reporting for all instruments
including equities, fixed income and other exotic derivatives. Netik
InterView v7.0 enables a single consolidated view of investment and
banking information for Investment Managers, Private Banks/Wealth
Managers, Prime Brokers, Brokers, Fund Administrators and Custodians.

The Netik InterView v7.0 Investment Hub is a complete securities data
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model/database/warehouse and integration product that, through it’s:

“information portal”, distributes information to fulfil all the dynamic reporting
requirements (single-log on web, paper, email, user-defined, what-ifs) and

“data portal” enables organizations to extract, clean/repair, enrich, match,
exceptions, route and information processing requirements of the securities
market.

In addition, Netik Interview v7.0 Investment Hub has been designed to
provide complete data/information workflow management and it processes
entities including orders, trades, on-line positions and end-of-day positions
via its hub working in tight integration with front-office products (such as
order management systems) and mid/back-office office systems (such as
specialist accounting engines). Netik InterView v7.0 also has a number of
optional value added plug-ins applications such as Portfolio Modelling and
Rebalance, Decision Support, Pre Trade Compliance, Post Trade
Compliance, and Global Performance Measurement and Attribution.

John Wise, CEO and co-founder said:

“Netik InterView v7.0 is the result of over 15 elapsed years and over 200
man years of focus on our unique data model and integration technology.
Today, Netik InterView v7.0 combines our Information Portal for securities
data warehousing and reporting, and our Data Portal for securities data
processing into an Investment Hub.

Our solution addresses the problems of consolidated reporting and
centralized data processing and management in a single solution that can
really leverage existing infrastructure and systems. Netik believes we are
probably the only solution that has live an installation with over 400
interfaces to a 1.8 tera byte database that handles over $1 trillion of
assets.”

Colin Close, CIO explains:

“A key design concept was Netik’'s SPACE (Single Point of Access, Control
and Entry) for data processing and reporting. The technical challenge that
our engineers have achieved is the ability to process very large volumes of
data and reports on tera byte databases at speed. To this end we have a
massively scaleable solution that can be fully implemented between 3-6
months, that will enable our customers to gain reductions in operational
cost and risk while taking users and customer to a new level of on-line
interaction”
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Joint Offering for Fund Administrators, Prime Brokers and Global Asset Managers

SAN FRANCISCO, June 9 /PRNewswire-FirstCall/ -- Advent Software, Inc.
(NASDAQ:ADVS) , the leading provider of software to the financial services
industry, and Netik, an information automation company specializing in
information-centric STP software solutions for the securities and investment
markets, today announced they have formed a strategic alliance to integrate
Advent's Geneva(R) and Netik's InterView(TM) v. 7 solutions. The combined
solutions will provide fund administrators, prime brokers and global asset
managers with a best-of-breed solution for investment accounting, data
management and reporting.

The integration of Geneva and InterView allows for the delivery of portfolio
accounting information in real-time or batch modes both to a firm's internal
sources and externally to clients. This significantly enhances firms' straight-
through processing capabilities and reporting presentation.

Geneva greatly improves straight-through processing performance by delivering
investment accounting data that is accurate from the outset. Geneva has a
number of unique capabilities, including a single unified data model that enables
unsurpassed reporting flexibility while eliminating data discrepancies between
sub and general ledgers. It also provides unprecedented data accessibility for a
multitude of report views and real-time integration with upstream and
downstream systems. Geneva's dynamic error correction and unique data
management technology provide exceptional data reliability at a fraction of the
administrative cost. And Geneva delivers revolutionary accounting functionality
and deep security coverage to meet the complex requirements of the most
demanding asset managers and administrators.

InterView delivers a high-performance and highly scalable investment hub
database that enables organizations to extract, clean/repair, enrich, route and
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distribute information for dynamic reporting and information processing
throughout a firm. The InterView web portal allows firms to track their account
status online in real time, as well as receive electronic copies of Geneva reports
at any time from any location over the web.

The Investment Hub also acts as a flexible conduit for receiving, transforming,
and routing transactions, reports, files, and messages to and from Geneva as
well as enabling straight-through processing between Geneva and with other
systems, such as trade order management.

"With Advent and Netik, you have an integrated solution that meets the most
demanding accounting and reporting needs," said John Wise, CEO and founder
of Netik. Netik is known as a leader in information integration, and we have now
incorporated this technology into our InterView product in conjunction with
Advent. Our Hub insures that only accurate transaction information is sent to
Geneva so that error/reject rates are reduced. We also provide a powerful
matching and reconciliation engine to insure that both internal and external
systems are in synch, every step along the way."

"Geneva's unique technical architecture delivers innovative tools to enable back
offices to generate more reliable accounting data at dramatically accelerated
rates and at a much lower cost than traditional systems," said Peter Hess, Vice
President of Marketing for Advent. "Netik's solution complements the functionality
of Geneva very well, and together we'll provide the industry with a truly unique
and highly capable solution. Netik has very strong domain knowledge and a very
good success rate in the industry. We're pleased to be able to work with them for
the benefit of our mutual clients."

About Netik

Netik is an Information Automation Company that specializes in providing
Information-Centric STP software solutions for the securities and investment
markets. Netik's focus is in financial information automation, aimed at increasing
efficiencies, reducing risk and improving client service for the asset management,
broker, custodial, fund administration and prime brokerage and wealth
management/private banking markets within the Securities and Banking Industry.

Netik's value proposition is focused on solving the perennial problems associated
with how financial firms manage and derive valuable, reliable information from
internal and external data. Netik solutions address the fundamental requirements
for integration, cleansing, rationalization and reconciliation of data from an ever
increasing numbers of sources, coupled with the need to warehouse and deliver
data as valuable, accurate information for primary front-line business usage.

Netik has invested millions of dollars into technology to achieve Information
Automation, spanning the domains of Application Integration, Matching &
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Reconciliation, Financial Data Modeling, Data Warehousing, Analytical
Applications and Financial Messaging.

About Advent

Advent Software, Inc. (www.advent.com) has been providing trusted solutions to
the world's leading financial professionals since 1983. Firms in 55 countries use
Advent technology to manage investments totaling more than US $8 trillion.
Advent's quality software, data, services and tools enable financial professionals
to improve service and communication to their clients, allowing them to grow their
business while controlling costs.

NOTE: ADVENT SOFTWARE and GENEVA are registered trademarks of Advent
Software, Inc. All other products or services mentioned herein are trademarks or
registered trademarks of their respective companies.

* NETIK AND CGI JOIN FORCES TO
BUILD SOLUTION FOR WEALTH
MANAGEMENET FIRMS

= « NEW YORK and LONDON, April 23, 2003 — Netik, the information automation
company that specializes in providing information-centric STP software solutions for
financial markets and the banking and investment division of CGI Group Inc. (CGI), a
leading provider of end-to-end information technology and business processing services
and North America’s fourth largest independent information technology services
company, announced today an agreement to market a joint solution based on Netik’s

InterView Investment Hub and CGI’s portfolio management and accounting system
MPower.

The solution, MView®, provides unrivalled online reporting, inquiry and analysis for
portfolio and accounting information via Netik InterView’s Web-based investment portal
technology.

The MView® solution evolved from CGI’s need for a consolidated information hub to
support flexible, browser-based reporting and ad hoc query facilities for its MPower ASP
users. Such a hub would address the trend towards online inquiry and analysis,
automation of back-office reporting, and enterprise-wide risk reporting.
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"CGI has nurtured excellent, longstanding relationships with its MPower customers
through listening and understanding the needs of their business," comments Gary
Teluckingh, Vice President, Banking and Investments with CGI. "The MPower user
group asked for online reporting and analysis to help them cut costs and mitigate risk, and
we recognized that this solution was critical to increasing our service levels."

By combining MPower with Netik’s InterView Investment Hub, CGI customers have
unrivalled access to pre-defined reports and queries, coupled with extensive, user-friendly
facilities for user-configured reports, ad-hoc queries and analysis against any or all of
their portfolio data. InterView provides the Mview® solution with enhanced analysis
capabilities ranging from consolidated summary reports to detailed, multi-dimensional
analysis of investment information. Flexible output enables users to view output within a
browser in tabular and/or graphical form, download & save results to Microsoft Excel,
and generate structured reports in pdf format or Crystal Reports for printing or delivery
via email.

The MView® solution is engineered specifically for the Wealth Management market in
Canada and targets the mutual fund, managed account, WRAP and institutional
investment sectors.

John Wise, Netik’s CEO says, "Netik has a close relationship with CGI stretching back
several years and I am delighted that this has now culminated in the partnership that has
produced the Mview® solution. This innovative collaboration delivers a market-leading
ASP platform for Wealth Management in the Canadian market."

Solution Challenges Addressed

CGI required a data hub to maintain current and historical portfolio data, isolated from
the MPower production database. The data hub was to be scalable, secure with real-time
capabilities. CGI required a feature-rich, browser-based environment from which
MPower clients could query, "slice & dice" and report portfolio information, customized
to their requirements, without incurring the time delay and expense of creating
conventional hard-coded reports.

Following an extensive technical due diligence review, CGI recognized that Netik’s
InterView Investment Hub met its information access requirements, and provided the
most reliable, cost-effective strategy for enhancement of CGI’s outsourced services.
Colin Close, Netik’s CIO says, "Netik’s technology is a perfect match for CGI’s
requirements not just because of the closeness of fit in features and functions needed, but
also the requirement for unquestioned scalability and performance driven by the service
levels expected from an ASP solution. Netik’s products have been rigorously shaken
down over the years by leading-edge deployment in Tier 1 institutions such that we
specifically deliver high performance and massively scaleable Investment-HUB and
WEB PORTAL solutions for investment management, analytics and reporting."

226

Prepared by MassingPR, LLC for Netik (2007)



Finextra: Netik Upgrades Securities Investment Hub v.7

Netik upgrades securities investment data hub

05 June 2003 - UK-based Netik has launched version 7.0 of
InterView, its browser-based investment data hub for wealth and
investment managers, prime brokers, fund administrators and
custodians.

InterView 7.0 provides a single consolidated view of investment and
banking data and has been designed to enable complete securities
data processing and reporting for all instruments including equities,
fixed income and other exotic derivatives.

The product combines the vendor's information portal for securities
data warehousing and reporting with its data portal for processing into
a hub. Netik says a key design concept of the solution is single point of
access, control and entry (space) for data processing and reporting.

In addition, the solution can be integrated with existing front, middle
and back office systems to provide data workflow management and to
process entities including orders, trades, online positions and end-of-
day positions.

John Wise, CEO and co-founder, Netik, says: "Our solution addresses
the problems of consolidated reporting and centralised data processing
and management in a single solution that can really leverage existing
infrastructure and systems."

Users can also add optional plug-ins applications to the hub, such as
portfolio modelling and rebalance, decision support, pre and post-trade
compliance and global performance measurement and attribution.
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Wall Street & Technology: Netik-Advent Software Alliance

WallStreet g
Technology

onlime
Peart O The InformationiVesk Media Netwaonk

Advent Software, a California-based investment-management vendor, has aligned with STP-
software-solution provider, Netik, to create a best-of-breed solution for investment
accounting, data management and reporting. The solution, which can be used by fund
administrators, prime brokers and global asset managers, integrates Advent's Geneva
with Netik's InterView v.7. The vendors claim that the result will be an enhanced
delivery of portfolio-accounting solution, both internally and externally, as well as
improvement on a firm's straight-through-processing and reporting capabilities.

World News Network: Netik-Advent Software Alliance

Advent Software and Netik Join Forces to Provide Comprehensive Data Management,
Investment Accounting and Client Reporting Solution (English)

Joint Offering for Fund Administrators, Prime Brokers and Global Asset Managers SAN
FRANCISCO, June 9 /PRNewswire-FirstCall/ -- Advent Software, Inc. (Nasdaq: ADVS),

STPForum: Netik Launches Netik interWiew v1.0

Netik launches Interview v7.0

June 12th 2003 - STP solution vendor Netik has launched Interview v7.0 as an investment hub
for investment managers, brokers, custodians and prime brokers. Interview operates as a
securities data model, database, warehouse and integration product.

The hub uses an information portal to distribute information and a data portal to extract, repair
and enrich data. By linking with front-office and back-office systems Interview can provide
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complete information workflow management.

Owen Wild

Trading Technology Week: Netik at Advent's Booth at SIA

June 16, 2003

New York - London
ISSN 1096-2638 Vol 6 No 32

Netik (at Advent Software, 2504, and Microsoft, 3504)

Netik and Advent Software will be integrating Advent’'s Geneva investment accounting data and
Netik’s InterView, version 7, to create a solution that provides investment accounting, data
management and reporting for prime brokers as well as fund administrators and global asset
managers. For sell-side prime brokers, the combination could enable them to offer hedge fund
firms an outsourced service, Netik officials say. For instance, orders from an order management
system (OMS) could be sent via the Web for validation and enrichment to InterView, which is
hosted by a prime broker. The order would then pass through Geneva, with the resulting
accounting information in report form being delivered through the Web. A beta release of the
combined effort is expected next month.

STPForum: Netik -Advent Software Alliance

Advent ties Geneva to Netik’s Interview

June 13th 2003 — Advent Software, a San Francisco-based provider of
investment management solutions, and information automation solution
provider Netik have formed an alliance to integrate solutions for asset
managers, fund administrators and prime brokers. Advent’s Geneva, a
portfolio accounting solution, will be integrated with Netik’s Interview v7.0
investment hub that was released earlier this week.

The combined solution utilises Netik’'s information and data management
capabilities with the accounting functionality of Geneva. Netik stated upon the
release of Interview v7.0 that the solution could be easily integrated with
firm’s existing front- or back-office software. Netik suggests clients will see the
main benefits of the link through reduced errors or rejections based on data,
as only accurate transaction information is able to communicated through the
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system.

Trading Technology Week: Netik Launches Netik interView
vio

June 9, 2003
New York - London
ISSN 1096-2638 Vol 6 No 32

NETIK RELEASES INTERVIEW 7.0

Integration vendor Netik, last week launched the Netik InterView v7.0 "Investment Hub," which is
to enable complete securities data processing and reporting for all instruments, including equities,
fixed income and exotic derivatives. InterView combines Netik’s two primary modules:
Information Portal, which distributes information to fulfill all the dynamic reporting requirements
(single-log on Web, paper, e-mail, user-defined, what-ifs); and Data Portal, which enables
organizations to meet the extraction, cleaning/repair, enrichment, matching, exceptions, routing
and information processing requirements of the securities management.
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STP Magazine: Keith Hale Thought Leadership Article

TALKING POINT REGIONAL CUSTODY

3

By Keith Hale

June 2003

Mind your backs

As the trend for fund managers to outsource middle and

back offices to global custodians picks up speed,

regional and domestic custody providers could Tose out

Regional custodians are currently in a precarious
position. They must carefully consider the best
use of funds to gain the most value for their cus-
tomers and themselves.

Regional custodians might be leading US
domestic players or leading specialists in one
European region. They want to minimise costs,
while providing excellent customer service to
ensure they retain and attract new customers.
However, there is a storm on the horizon.

The storm is the pent-up demand from the buy
side to outsource back or middle office process-
ing to focus on core competencies and reduce
costs. The global custodians are the most likely
candidates to offer outsourced services. The
concern for regional custodians is that their
custody services will go with the outsourced
back/middle office to the global custodians.

Many regional custodians have under-
gone mergers or acquisitions in recent
years. The resultant custody, stock lending
and accounting infrastructure is un-integrat-
ed and inconsistent, so economies of scale
and cost saving across combined business-
es have not being realised. The "customers”
do not have consistent mechanisms for
delivering and receiving transactions, and
typically don't have a single view of consol-
idated reporting and statements.

The regional custodians generalise cus-
tomers into two groups. The first main
group are the owners and buy side firms that are
local or domestic to that region, which not only
undertake local trades and other transactions, but
also global transactions. The regional custodians
must send and receive all their transactions via
Swift, file or even fax, but then use the global cus-
todians to process only relevant global transac-
tions, typically via Swift.

Clearly this adds to already complex internal
post-merger architecture. In order to get the re-
quired cost savings, all transactions delivered via
Swift and custom files should be automatically
routed not only to the various inhouse custody
and accounting systems, but also to the global
custodians, without the need for manual investi-
gation and intervention. One regional custodian
we work with calls this automated routing of
trades and other transactions “global turnaround”.

It receives trades via Swift and ISITC files, as well
as re-keying faxes, and routes the global trades to
various global custodians via Swift. The opposite
is true of statement and FX information.

Equally important is the need for a single con-
solidated data warehouse to aggregate statement
and reporting data so the customer doesn't notice
the numerous underlying systems processing the
various transactions. This data comes from not
only the various internal systems, but also the
global custodians that have undertaken the pro-
cessing of the global transactions. This must in-
clude taking account of the various tax implica-
tions and other regulatory issues around the
world. In this way, the end customer gets a con-
solidated picture of its holdings and transactions,
thereby avoiding the "why don't we go direct to
the global custodian?" argument. To preserve
these types of customers, this consolidated view
of information is essential.

The second main group of customers is effec-
tively where the roles are reversed. The global
custodians send the local or domestic trades and
transactions to the local or domestic custodian for
processing, since they do not have the network or
infrastructure to undertake the settiement and
other processing. The global custodian will expect
very high levels of service, particularly in the pro-
cessing and reporting of the transactions.
Automated routing and processing must be as
slick as possible. Management of transactions
must be undertaken on a truly exception basis.

To protect their businesses, regional custodians
must address two fundamental requirements:
automated transaction routing from multiple
sources and consolidated reporting across their
customer base. In so doing, they will retain cus-
tomers in their newly merged environment with
an apparently consolidated customer view of
information, without the expense of moving all
accounts to a single accounting platform.

In the future, they may consider offering
back/middle office outsourcing services~such as
trade matching, aggregated reconciliation and
trade dated portfolio accounting, in a highly flexi-
ble and customer driven manner. But they need
to do this before the global custodians gobble up
that market and the regional custody with it.

Keith Hale is general manager at Netik
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Trading Technology Week: Netik-Advent Software Alliance

June 23, 2003

New York - London
ISSN 1047-2908 Vol 18 No 38

Advent Software Teams Up With Netik

Advent Software, a content distributor and software developer, and Netik, an information
automation company, are joining forces to integrate Advent's Geneva, its real-time global portfolio
accounting system and Netik's InterView v.7 "Investment Hub," which enables complete
securities data processing and reporting for all instruments, including equities, fixed income and
exotic derivatives solutions. InterView was recently released and combines Netik's two primary
modules: Information Portal, which distributes information to fulfill all the dynamic reporting
requirements (single log- on Web, paper, e-mail, user-defined, what-ifs); and Data Portal, which
enables organizations to meet the extraction, cleaning/repair, enrichment, matching, exceptions,
routing and information processing requirements of the securities market (Trading Technology
Week, June 9). The resulting Advent and Netik product will provide full front to back office
solution for investment accounting, data management and reporting.

Wall Street 8 Technology: Netik Launch TurboGateway

Date:Mar 13, 2003
Publication:WST

Operations Briefs

Netik, an independent supplier of financial-messaging products for the Swift network, announced the launch
of its SwiftNet Gateway product, TurboGateway. This multi-service SwiftNet gateway is available on both
Windows and UNIX platforms and allows access to all existing and future SwiftNet services such as FIN,
CLS, RTGS Plus, etc. TurboSwift Version 7.0, Netik's accredited Swift CBT, with TurboGateway V1.1
provides the ability to connect to the FIN messaging service over SwiftNet. X25 connectivity is retained,
giving customers flexibility in managing their migration.
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Netik opens SwiftNet gateway

12 March 2003 - Netik has released a multi-service SwiftNet gateway product,
TurboGateway, providing single system access to existing and promised services
available over the next-generation interbank messaging network.

The gateway package is available on both Windows and Unix platforms and as part of
TurboSwift Version 7.0, Netik's SwiftNet accredited interface device.

Keith Hale, managing director of Netik comments: "TurboGateway ensures the
continued roll-out of SwiftNet FIN functionality for existing customers as a plug-in to
TurboSwift, and also offers a stand alone gateway product for other SwiftNet services,
without the need for other gateway products."
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Securities Industry News: Netik in feature on BMA STP hub

/2003 09:24 FAX 212 956 9633

Fronday, March 24, 2003

3.D. P
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BMA STP IHub Must be Cheap and Easy, say Vendors

By Shane Kita
Senlor Scaft Reparter
The key to automating the antijquated,
Puper-based post-trade process ol the buy
side is to make [t cheap and vasy, accord-
Ing to comments [rom more than 170 par-
tlcipants on a Bond Market Association
(BMA) conlerence call held Jast ‘week to
elielt Ideas for the trade group's stralght-
through processing (STP) message hub,

The project [s almed at ellminating faxes
[rom the trade matching and allocatlons
processes as well a5 entlcing a reluctant
buy side Inta the bond market's emerglng
STP model. The BMA released a "request
for informatlon,” or RFI, in Febriary for
building the STP message hub.

Getting the buy slde to buy ito the
overall automated STP archjtecture long-
pramoted by the sell side Is the real chal-
lenige. Many small shops have fuiled to
commit to such services, arguing that the
costs ol automating allocations vs. faxing
I fow trading volume environmient far
outweigh the benefits.

<.Thus, “low barricr to entry and low cost
are the real keys” lo a successfu] project,

said Kelth Hale, managing directar in Lon-
don lor Netlk¢d raiddleware and Sw It con-
nectivity vendor, which participzted on

tecall and wifl respond to the RFL The
BMA'ls seeking a messaging hub that can
@0 FTX to Swift translations between coun-
tevparties, he sald. suggesting a Web-based
{ink with securc encryption during *he call
as & potential solution.

The lack of customer uptake to automate
partly led to the death of the Global
Stralght-Through Processing Assoclation's
((iSTPA) Transaction Flow Managey \
a central matching utility (CMU). Lack of
demand on the buy slde contributed as well
to the Securitles Industry Assoclation (SIA)
last year taking T-1 off the table.

| Continued complacency remalns & chal
lenga as well for Omgeo, a surviving CMU
nd joint venture of Thomson Financial and
the Depository Trust & Clearing Corp. Costs
<complexity have been Issues raised re-
zarding the Central Trade Manager (CTM).
utrone, Omgeo’s managing director of
. industry relatlans, Is a member of the
STP Steering committer that Li coor-
the message hub eflort.
. “Going back to your point of how do you
et he buy side to really take advan-age of
ne of the reasons some of the other
atlves such as the GSTPA In the past did-
t momentum together was essentlally-
MauuWWﬂﬂ
10 entry onnect to the GSTFA and
then the work flow subsequently was very
comolex, 50 You've got to ke it very slme
sle stupld. easy and cheap to connect, that's
trick,” Hale sald. A suggestion in th: BMA
£F1 to make the hub not-{or-prolit had little
support, he added, saying it would [: )1 as a
lur2to innovation.

represent a massive $4 trlflion In assets
under management—S$1.2 trillion shy of
the total assets under management {or the
largest (irms. Since laxing remains the
stapdard way ol Ing alloca-

Meanwhlle, Omgco announced Deal
Tlme STP [ast week, zn initiatlve the vep-
dor [lrst unvelled but did not name to Se-
aurities Industry News (Feb. 24). The salu.

tlons for these firms, they present a seri-
ous hltch to STP. Small custodlans are
cven less automated,

tion described In Omgeo's press release last

week mirrors the BMA goals for the hub.
Middleware provider Mercator sald it

would respond to the RFI: "We have the tech-

Small investment management [irms
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nology, the expertlse and the right partners,
which would provide the accompanying nct-
work inlrastructure,” sald a spokeswoman.
She would not name partners,

A source close to Radlanz safd Lhe ven-
dor Intended to respond to the RFI through
participation with *other players, Inclug-
ing current nraviders on RadlanzNet." g
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STP Forum: Netik and Swift submit hub proposals

stpforum’

Netik and Swift submit BMA hub proposals

March 18th 2003 - Netik and Swift officials say they will be submitting Common Message Hub (CMH) proposals to
the Bond Market Association (BMA) and the Asset Managers Forum (AMF) in response to a joint Request for
Information (RFI) issued late last month.

The BMA and AMF developed the RFI to further define their concept of a common hub for the bond market. The
hub will allow the exchange of post-trade data between buy- and sell-side firms, utilities and alternative trading
systems (ATSs).

According to the RFI, sent to 9,000 individuals, the hub will cover message routing, store and forward messaging,
network management and security, data mapping of FIX and ISO messages and an ISO Xml data dictionary. The
timetable for implementation would be at least a year from the receipt of a workable idea, says Nick Mannarino,
chair of the CMH subcommittee at the BMA and global head of fixed income at JP Morgan Chase. Responses to
the RFI are due back by April 4.

So far, other than Netik and Swift, other STP providers, such as SunGard, Omgeo, and Radianz, have declined to
comment. Netik plans to combine its Interlink solution, which performs message translation and routing over the
internet, with those of several other unnamed respondents, says Keith Hale, managing director of Netik.

The BMA is not setting out to build a trade-matching service that would compete with existing services, such as
Swift, Omgeo and TradeWeb’s TradeXpress, Mannarino explains. "This will just be a communications facility,"
Mannarino adds, also clarifying that the BMA will not own, operate, or build the hub’s technology. The hub is to be
not-for-profit, and a low-cost point of entry for firms that now can ill-afford connectivity to counterparties, say
Mannarino and Joe Sack, the BMA'’s executive vice president.
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GLOBAL CUSTODIAN
.COM

11 Mar, 2003
Netik Launches Uparaded SWIFT IP Gatewa

Netik, a supplier of financial messaging products for the SWIFT network, today announced the launch of
their SWIFTNet Gateway product, TurboGateway. This multi-service SWIFTNet gateway is available on both
Windows and UNIX platforms and allows access to all existing and future SWIFTNet services such as FIN,
CLS, and RTGS Plus.

Netik says that because the SWIFT network is moving from X.25 connectivity to IP connectivity, between
August 2002 and the end of 2004, new gateways are needed. The migration is mandatory for all SWIFT FIN
customers and is organised around a country- based schedule published by SWIFT. All existing FIN
customers will need to migrate by the end of 2004, when FIN access via X.25 will no longer be supported.

TurboSwift Version 7.0, Netik’s low cost accredited SWIFT CBT, with TurboGateway V1.1 provides the
ability to connect to the FIN messaging service over SWIFTNet. X25 connectivity is retained, giving
customers the greatest flexibility in managing their migration. A key feature of the new interface to
SWIFTNet is to allow existing customers to remain on their hardware platform of choice.

Keith Hale, Managing Director of Netik PLC commented, “This release of TurboGateway shows Netik on-
going commitment to provide a low-cost, multi-platform, multi-network financial message product suite.
TurboGateway ensures the continued roll-out of SWIFTNet FIN functionality for existing customers as a
plug-in to TurboSwift, and also offers stand alone gateway product for other SWIFTNet services, without the
need for other gateway products.”
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Trading Technology Week: Netik and Swiit submit BMA Hub
Pronosals

trading technology

March 17, 2003

New York - London
Netik, Swift Submit BMA Hub Proposals

NEW YORK--Netik and Swift officials say they will be submitting Common Message Hub (CMH) proposals to
the Bond Market Association (BMA) and the Asset Managers Forum (AMF) in response to a joint Request for
Information (RFI) issued late last month.

The BMA and AMF developed the RFI to further define their concept of a common hub for the bond market
(TTW, March 10). The hub will allow the exchange of post-trade data between buy- and sell-side firms, utilities,
and alternative trading systems (ATSs).

According to the RFI sent to 9,000 individuals, the hub will cover message routing, store and forward
messaging, network management and security, data mapping of FIX and ISO messages, and an ISO XML data
dictionary. The timeline for implementation would be at least a year from the receipt of a workable idea, says
Nick Mannarino, chair of the CMH subcommittee at the BMA and global head of fixed income at JP Morgan
Chase. Responses to the RFI are due back by April 4.

Thus far, other than Netik and Swift, other straight-through processing (STP) providers, such as SunGard,
Omgeo, and Radianz, decline comment.

Netik plans to combine its Interlink solution, which performs message translation and routing over the Internet,
with those of several other unnamed respondents, says Keith Hale, managing director of Netik.

The BMA is not setting out to build a trade-matching service that would compete with existing services, such as
Swift, Omgeo and TradeWeb'’s TradeXpress, Mannarino says. Nor will BMA solicit construction of a standing
instructions database (SID), such as those offered by TradeWeb and Omgeo.

"This will just be a communications facility," Mannarino says, also clarifying that the BMA will not own, operate,
or build the hub’s technology. The hub is to be not-for-profit, and a low-cost point of entry for firms that now can
ill-afford connectivity to counterparties, say Mannarino and Joe Sack, the BMA'’s executive vice president.

Although the hub is reminiscent of the failed Global Straight Through Processing Association (GSTPA) utility,
BMA and AMF advocates point out that, unlike the GSTPA, the CMH won't require massive changes to
workflow, and that through the AMF, it has the support of the buy side. Most of the participants of a March 10
BMA call-in represented buy-side firms.

But some see roadblocks, including the agnostic, non-commercial approach.
"I've no idea whether we would use something like [the hub]," says one bond-dealer IT executive. "Demand
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drives these solutions, rather than committees. The buy side will make the decision."

Daniel Safarik

Bohsguide.com: Netik Customers upgrade to 18015022 Standard

Netik Customers Successfully Upgrade To
1SO15022 Standard

= « NEW YORK and LONDON, Feb. 18 — Netik, the information automation company
that specializes in providing specific information-centric STP software solutions for the
securities and other financial markets announced today all the relevant customers within
its 200-plus client-base have successfully upgraded to the ISO15022 standard. This was
achieved using a wide range of Netik’s transaction STP, financial messaging and
information hub components, including the TurboSwift and InterChange product sets.
Netik’s products have enabled their clients to take full advantage of the benefits and
features offered by the new ISO15022 messaging standard.

Netik’s solution offers a highly integrated STP environment successfully combining
multi channel delivery capabilities, with a complete securities information hub,
seamlessly integrated using Netik’s financial messaging, application integration, and
matching and reconciliation capabilities.

To date many clients have extended their Netik solution to accommodate the new
standard. Netik has worked with customers over a number of years to automate the
processing of custody transactions. The solution uses Netik’s rules-driven integration and
workflow engine, InterChange, whilst presenting a single consolidated view of
investment information via Netik’s investment information hub, InterView.

Through Netik, existing clients have extended and enriched their STP solution and have
fully integrated ISO15022 into its processing infrastructure making full use of the
ISO15022 field data dictionary. Netik's product set provides them with a complete
solution seamlessly integrated with their back end systems. Central to the solution is
Netik's Operational Data Store (ODS), which is based upon the ISO15022 data dictionary
and facilitates compliant messaging, rules-based matching, workflow integration and
transaction status tracking, all presented via web portal access for users.

Keith Hale, Managing Director and co-founder of Netik PLC commented, "We pride

ourselves in meeting the needs of our customers on demand. The Netik solution provides
a single consolidated platform for information and transaction STP."
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Trading Technology Week: 2002 Review

trading technology

TTW 2002 REVIEW
STP Prevails as T+1 Is Deferred

6. With the SIA’s galvanizing goal of settlement one day after the trade (T+1) in mind, firms at the
beginning of the year were gearing up to revamp their systems and their connectivity to

counterparties. A sizable number of software and consulting players lined up to serve them--all in
time for June 2005, (TTW, Jan. 7).

But as the year wore on, business continuity preparations in the wake of Sept. 11 took their toll on
budgets already strained by declining trading volumes. It looked increasingly likely that the arbitrary
T+1 goal, pushed back from June 2004, would be unreachable by a meaningful number of firms. The
SIA pulled the plug in July, refocusing the goal on the elimination of physical security delivery,
straight through processing (STP) and a much more vague concept of "efficiency." A series of
vendor setbacks followed (TTW, July 22).

The Global Straight Through Processing Association’s (GSTPA) operating company GSTP
announced that it would shut down its virtual matching utility (VMU) by the end of the year, leaving
Omgeo as the only live VMU (TTW, Nov. 25). Vendors and consultants such as Capco and Netik
had to change game plans, reorganize and let staff go (TITTV, Nov. 4, Dec. 6) as the urgency of their
messages was deflated by the removal of the deadline, and by a sluggish appetite for efficiency gains
from an industry brutalized by the past yeat’s events.

Even so, STP product development and plans pressed forward.

The Bond Market Association (BMA) announced plans to build a central message hub in the hope of
achieving STP in the bond industry, a somewhat ambitious project given the failure of the equities
market--at least a year ahead of the bond market in terms of electronic trading--to sustain interest in
the T+1 deadline (TTTW, Dec. 2). The BMA may have been encouraged by the Government
Securities Clearing Corp.’s (GSCC’s) automation of Street-side matching with the Real Time Trade
Matching (RTTM) upgrade (TTW, Nov. 4).
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Operations Management: Citi to build a VMU, Netik rumered
provider

Published on December 22, 2002.
Citibank To Build VMU Connection

Citibank Gobal Securities Services is working on its virtual matching utility interface with
Omgeo. John Kinnaman, global sales director in New York for Citibank GSS, said the technology
is important to have if for no other reason than as a custodian the bank should have technologies in
place for when virtual matching utilities come into wider use. The technology also will serve
customers that want to use Omgeo. Another reason for the link with Omgeo is the historical one--
Omgeo was the provider of institutional matching for the Depository Trust & Clearing Corp. He
said he could not be specific about the cost of the project or when it would be complete.

The technology Citibank is implementing is from Netik, which also provides VMU connectivity to
other firms. Michael Dionne, managing director for North America, said the company has had
discussions with Citibank about connecting to VMUs, and Netik already built an engine to connect
with GSTPA. He added that the connectivity Netik builds is designed to work with any VMU that
might appear, but it is something of a moot point now that GSTPA is gone and Omgeo is the last
one remaining. Kinnaman said that if Citibank does not need to invent technology for that purpose,
it will not, as it is simpler to buy it off the shelf.

Kinnaman said the cost of setting up the connection to GSTPA, which shut down in November, will

simply be written off, as will Citibank's patt of the $90 million investment to set up the company in
the first place.
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Netik LEADS WAY in eastern Europe, New TurboSwift clients go live on
SWIFTNet FIN Service

LONDON, Jan 14 — Netik, the information automation company that specializes in
providing specific information-centric STP software solutions for the securities and other
financial markets announced today that TurboSwift, Netik's cost effective, accredited
SWIFT gateway has been implemented by three new SWIFT members to go live on the
SWIFTNet FIN service. Netik, working closely with distributor in Croatia, FL Sistems,
signed Zagorska banka, Banka Brod and Splitsko-dalmatinska banka.

This latest release of TurboSwift (Version 7) also offers full compliance to the ISO15022
standards, whilst retaining ISO7775 message types for users wishing to participate in the
ISO7775 Message User Group. The unique Web enabled user interface provides access
to TurboSwift functions such as message entry and repair, Inquiries, routing and queuing
through a standard Web Browser.

The existing 200+ TurboSwift customers will be migrating from the X25 network to
SWIFTNet during 2003 and 2004 using the same proven software. Netik are also
working with a number of customers to provide access to other SWIFTNet services as
they become available using the gateway functionality of TurboSwift.

TurboSwift is certified for SWIFTNet FIN on the Windows and UNIX platforms and
offers a unique solution to allow customers on platforms not supported by SWIFT’s
SWIFTNet Link software (such as HP-UX and NCR UNIX) to remain on these
platforms.
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Securities iIndustry News: Netik wins husiness in Croatia

January 20, 2003

The Archipc]ago ECN will remain in-

business but only for over-the-counter

. bulletin board (OTCBB) trading once -
- the electronic communications network .

‘completes its transformation into the
AreaEx exchange by the
-end of March.

“Arcalx will start mll:ng
.out its Nasdag stocks by
the end of January. The mllout shouid be
completed no later than by the end of

the quarter,” an Arcalx spokeswoman

sald. “The Archipelago ECN will continue

to trade OTCBB issues.”
Archipelago last year acquired

GloheNet,, the first EC\I to tu.m phone-

lntsrnatlunal Bank of Taipai
Connects to SmartStream

SmartStream Technologies has been
tapped by the International Bank of Taipei
to automate the bank’s Nostro reconcilia-
tion process through its Corona software.

IBT is SmartStream’s first client in Tai-
wan and as that country’s largest com-
mercial bank, has a market capitalization
of about NT$18
billion ($.52 bil-
lion) and close
to 90 domestic
branches. It was
the first Taiwanese financial institution to
operate overseas branches in both Hong
Kong and Macau and will be using Smart-
Stream to reconcile its cash positions with
those of its foreign correspondent banks.

Corona, which SmartStream acquired
through the purchase of rival Vienna-based
Management Data Corp., runs on mainframe
technology and has about 120 installations
in the Asia/Pacific region, including Thai
Farmers Bank in Thailand, Citigroup in Sin-
gapore and the Bank of Communications in
China. Corona is one of two reconciliation
product suites offered by SmartStream; the
other runs under SmartStream’s own name
and operating with client/server technolo-
gy is geared toward larger investment man-
agers and custodian banks.

ADP Links BPS to ATS
Risk Management System

ADP Brokerage Services, a division of Au-
tomatic Data Processing, has signed an al-
liance with Advanced Trading Solutions to
offer ATS' risk manage-
ment work flow and re-
porting tool, RiskMon,

. to ADP's back-office out-
sourcing clients on an application service
provider (ASP) basis.

RiskMon, which tracks and alerts risk
management and operations staff to po-
tential risk margin exposure, will be con-
nected with ADP's Brokerage Processing
Services (BPS) back-office platiorm, which

e
SmartStream
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wheuJL ohtalne,gi in May 2002 the:
‘Tities and Fxchange Com-
ission’s approva.l to

- that had. prevmusiy been
the sole domain of market-makers.

_ Bulletr)(_allow@(_l_ broker-dealers to
post their limit orders anonymously
and use other ECN features—such as
reserves, 5peed and auto execution—
while enhancing price lmprovement

and best executlon. This attracted the

will provide position and balance informa-
tion. More than 100 BPS brokerage clients
will ba able to access RiskMon through an
intranet Interface that will provide real-time
alerts and “what-i{” functionality.

ADP officials declined to disclose the fi-
nancial terms of the deal with ATS, other
than to say it was a “revenue split.”

Helmdel, N.J.based ATS, which offers risk
monitoring, Internet, wireless trading, quali-
ty of execution monitoring and a host of other
back-office products, had previously been of-
fering RiskMon on a client/server basis.

Reuters Linking BridgeStation
Xtra and Reuters Plus for IM

Reuters Messaging, the vendor’s new in-
stant messaging service, has been inte-
grated with Reuters’ 3000 Xtra and Reuters
BridgeStation desktop services, and is
being integrated with Reuters Plus.

More than 225,000 financial profession-
als in 116 companies have been registered to
use the free service, which was launched in

October. Com-
'REUTERS

panies signed

up to RM in-
clude Bank One, Creditex, Deutsche Asset
Management, Dresdner Kleinwort Wasser-
stein, LoanX and Putnam Investments.

RM allows Reuters to rival Bloomberg's
mail system, a service that helps make the
Bloomberg such a sticky product, notes Jean-
Paul Carbonnier, an analyst with TowerGroup,
in a report on retail broker workstations from
market data vendors. Bloomberg's mail sys-
tem currently handles about 10 million mes-
sages a day, he said. Two things are in
Reuters' favor in taking an Bloomberg in this
arena: “Reuters is pushing for an interoper-
able standard for instant messaging and is
offering the technology free of charge to all in-
stitutional securities professionals,” he said.

Netik Wins Croatian Clients
With Swift impiementation

Netik has entered the Croatian market, im-
plementing TurboSwift at Zagorska banka,
Banka Brod and Splitsko-dalmatinska.

LLC for Netik (2007)

enter the OTCBB arena

technology division to continue to up-
grade its services, :

ArcaEx s now : readymg 10 1 llout
Nasdaq—hsted ‘stocks to achieve its
strategic goal of being a ene-stopshap ;
ping marketplace by this spring. The
exchange has already registered to-
begin quoting and trading Nasdag -

_stocks as early as Jan. 21, under the Un-

listed Trading Privileges (UTP) plan.
ArcaEx, which is the second-largest.

liquidity prfmder on SuperMontage, -

will continue to dispatch to the high-

5 per[mmance platform its Nasdaq or-

ders that it cannot Immediately fill. w
—By Isabelle Clary

The latest release of TurboSwift—which
was sold to the three Croatian banks by
Netik's distributor in that market—pro-
vides full compliance with SO 15022 stan-
dards and allows for message entry and
repair, inquiries, routing and queuing
through a standard Web Browser,

The existing 200 customers of Tur-
boSwift—Netik's Swift gateway geared to-
ward small to midsize users, will be mi-
grating from the X25 network
to SwiftNet during 2003 and
2004 using the same proven
software. Netik is also working
witha number of customers to provide ac-
cess to other SwiftNet services as they be-
come available using the gateway func-
tionality of TurboSwift, which has been sup-
porting Swift's X25 network for 12 years.

TurboSwift is certified for SwiftNet FIN on
Windows and Unix platforms and allows cus-
tomers on platiorms not supported by Swit's
SwiftNet Link software—such as HP-UX and
NCR Unix—to remain on those platforms.

Netik—which has close to 100 clients in
central and Eastern Europe, and Russia, for
a host of enterprise application software
and data warchousing products—was the
first third-party vendor to have its Swift IP
gateway successfully complete the Swift cer-
tification process. The 7,000-plus Swift cus-
tomers will be required to migrate to the
firm's IP network by 2004 when the older
forward and store x25 network is retired.

Final Batch...

Order management systems provider Mac-
gregor announced last week that Ariel Capital
Management has selected the Macgregor Fi-
nancial Trading Platform (MFTP) to automate
its equity trading. Chicago-based Ariel chose
the portiolio management, compliance and
Macgregor FIX Net-
work (MFN) com-
ponents of MFTP for
deployment to 10 use: Consultancy Cut-
ter Associates has hired Dr. Stephen Hale to
build a London-based research capability fo-
cusing on European investment systems, Hale
joins as a managing director of research and

13

brings knowledge of investment systems and
experience as a technology manager in the
United Kingdom, Europe, the Middle East and
Alrica. In this role
he will extend the
role of Cutter's
London office, which provides implementa-
tion and management consultancy to Euro-
pean locations, in addition to account man-
aging the research clients. Hale was most re-
cently with Foreign & Colonial Manage-
ment, where he was responsible for overall
technology architecture and management of
package selection, implementation and inte-
gration....The African Development Bank
(ADB} has gone

e
live with Summit, a { & "‘“"\
frontto-back-office,
over-the-counter 3

mw-" -

derivatives  and
fixed-income platform, at the Treasury and
accounting groups in its Abidjan, Ivory Coast
headquarters. ADB also licensed Summit's
credit risk-analysis module... SunGard In-
vestor Accounting Systems has gone live
with a link between its InvestarOne mutual
fund recordkeeping system and Advisor-
Central, an Internet portal for financial ad-
visers. The new link to AdvisorCentral allows
access to client account information for more
than 200 mutual fund families supported by
the InvestarOne system....Indata, a provider
of enterprise soft-
m ware solutions for
investment man-
agement firms, announced last week that
New York City-basec Pzena Investment Man-
agement Lc has gone live with Indata’s FIX-
compliant trading functionality, provided by
Precision Trading, Indata’s trade order man-
agement solution....IBSN announced last
week that it has integrated the trading sys-
tems of online broker-
age firm Scottrade and
connected them to
major points of liquid-
ity in the U.S. equities
market....New York City-based Renals-
sance Trading Technologies Llc, a firm
founded in 2002 by former partners and
senior technology professionals from
Robertson Stephens, has been granted ser-
vice-bureau approval by Nasdaq. This al-
lows Renaissance to connect to Nasdaq on
behalf of other market participants, en-
abling the Renaissance Trader Worksta-
tion to go live with ifs first client....Out-
sourcing solutions
provider Bisys is
adding functionality
to Hemisphere, its enhanced hedge fund
technology platform, which is also the
largest hedge fund administrator in Europe
and the third largest globally. Bisys' h-Edge
servicing platform will integrate Hemi-
sphere's proprietary technelogy with new
technology irom Eagle Investment Sys-
tems to create a flexible outsourcing solu-
tion for hedge fund sponsors. w
—Compiled by Shane Kite,
Mary Schroeder, John Sandman,
Laura Saiter and Chris Kentouris

—_—
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STP Forum: Netlk ventures Into Eastem Europe

Netik ventures into Eastern Europe with three

January 16th 2002 - STP software vendor, Netik has achieved three Eastern European
sales and implementations for its Swift gateway, TurboSwift, to go live on the SwiftNet
Fin service. The sales, which were made in co-operation with FL Systems, a Netik
reseller in Croatia, represent early adopters of the new IP-based network that all Swift
members will migrate to during 2003 and 2004.

Zagorska Banka, Banka Brod and Splitsko-dalmatinska Banka will have complete
compliance with both ISO 15022 and ISO 7775 messaging types and functionality
including message entry and repair, inquiries, routing and queuing through a standard
Web browser. The solution is Swift certified for both Windows and UNIX platforms.

Owen Wild

Netik signs Croatian banks to TurboSwift
15 January 2003 - UK-based STP software vendor Netik has signed up three Croatian
banks to its TurboSwift gateway for connectivity to the SwiftNet FIN messaging service.

Netik says it worked closely with Croatian distributor FL Sistems to secure the contracts
with new Swift members Zagorska banka, Banka Brod and Splitsko-dalmatinska banka.

The system provides access to functions such as message entry and repair, inquiries,
routing and queuing and is certified for SwiftNet FIN on both Windows and Unix
platforms.

The latest release of TurboSwift also offers full compliance with the new ISO15022
securities messaging standards.

Netik says the 200+ TurboSwift customers still using the X.25 network for FIN
messaging will be migrated to the new [P-based SwiftNet service during 2003 and 2004.
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Glohal Investment Technology: wise returns ad Netik to core strengths

Vil 12, Nuwdor 7

*T hez emphasis [on
Cil)] wok us into a
mew market, which
wis good and badd.
We created a new
procluct, but the bad
was the mis-iming.”

*Chr core compsebe-
cy ix the ability to lis
te=n to the wopeend
probk=ms and cus-
tomize prodoct soili-
tions o fit precisehy
with customer
reduirements.”

Global Investment

Strategic Infellipence for fhe Secarifies oF Investment Indusiry

Metik Returns to Previous Cowrse, Core Strengths

MEW YORK — Ina strafegic move to refoous on s core ca pabilities, financial
information autcmation soktions provider Netd: Pk has reappointad s origi-
ml Chief Fxmmxive Officer, John Wise, mmickt a new ound of venture funding.
Thie comipany’s focis returns o its main value propasicion of integration and
aubcmatian products targeted to lurge seoarkies and invesment instingions.
When Wise stepped doen as CEO ey in 22, refainig his position as 2
board member, like O'Leary sicosedel bim and shifted the focus oo the com-
paryy ta GG, 2 sealad down, packaged version of it aralytic and data ware-
hause taal, Intervies. “That smphasis took us infa a new market, which was
o] and bad,” sayvs Wise, *We created a new product., which was good. but
the bad was esertially the mis-timing of fcusing on Tier 2 and Tier 3 o
tomers i the current climate.”

Wetik's board decided @ October bo refomus on s core prodect Enes, integ ration
application. Intercharge and analytic and data warehouse toal Interview, and
asked Wise to resime the rake af CEO o pish the company bads o it founda-
tions. Interchang: and Interview have traditiooally represeanted about 70 to 80
percent of the compary's revenue, While Metik will contioue to market G690, its
strabegy will be a ditribution approach rather than direct sales bo the Ter 2 and
Tier 3 markets, *Cur infomation-centric approach o straght-through prooess-
g (511" appeals to cutsotiree providers to the lower investssent = anages et
earket,” mays Calin Closs, Chief Infarsation Officer of Metdz. “The presure on
margEs s causing 5 11 inititives ancd, mare mparcactly, 2. k€ of oogoing inter-
ext in putsourcing. Cil) erables thes: arganmations o pick and choose the
proceses, the timving, ewen the service provider for outscardng.

“The [sines| drvers still have to do with efficiency and nsk reduction, clas-
sic STP-type mawes still relevant in amarketphce suffering [declining] asset wal
nes and mamis,” adds Close “Thoas same pressures are causing the out-
souircing praposition to gather pace. We lend significant advantages in ant-
sourcing because we provide enabling technology for Dvestment mamgers, At
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the moment, everybody nods wich inkellectual sgremsent abont cuEsourcing
but no ore can actmlly bring, themseves to face the risk of doing it.”

BUSNINESS

STRATEGIES Wise says Tier | instinatiors ane siill very imeresiad in solutions for iramaction
processing, siremmlining operations, and redicing operational cosis aed opera-
tioral risk. “Metds was founded on integration and processing a transaction for s
omplete lifecycle wich minEvm himan intervention,” he says. With i reposi-
tioning, Metik estimates the bullc of its busines, dese to 80 percent, stems from
[nkerview, Inberchange ard other adapier tools, and the remarder from G,

“The new round of funding from Advent Werture Parmers serergiboams Meiik's
sianding in the market, says Woe, Akhough the amount of funding is undis-
cleard, b says & is several million dellare *When 1 was asked to refurn the oom-
pany to iis roois, [ smid we nesdsd an above aversge halance sheet, underpinned
with smme restructuricg,” he recalls, *COur care competency includes the ability
ta listen 1o the topeend probless aod customice procuct solutions chat ame off
the plaiforms of ageneric procuct,, bt shapel o fit pracisely with customer
requiremsenis. That's what we're good o and what we've [made] money on o
far, and what we intend b continue to do.” |
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STP Forum Magazine: wise returns with Funding

News analysis

Fundin

—.~The pressures on financial technology

vendors in the current market are clear to
all. News of companies cutting back staffis
commonplace as vendors try to weather
the storm, and firms that had once been

looking to expand have been forced to pare
back plans. The recent events at STP soft-
ware vendor Netik illustrate this betrer
than most.

Recently, news broke of a 30% staff
cutback and the replacement of the firm’s
chief executive officer (CEO) with his
predecessor after only cight months. Mike
O’Leary, the now ex-CEQO, was appointed
in March when co-founder John Wise,
who had been at the helm of the company
for five vears, chose to step down to spend
more time with his family. O’Leary’s
appointment was trumpeted as the begin-
ning of an expansion plan for a secure com-
pany with a cash surplus of $10 million.
But cight months later the company had
reduced staff in sales and middle manage-
ment and its recently completed third
round of funding with Advent Venture
Partners was conditional on Wise assuming
his former role.

Though Wise says O’Leary’s departure
was “mutual”, he adds that O’Leary was
“more of a general manager” and not
suited to a niche company where the
CEO is required ro “live, sleep and
breathe STP”. Netik should, however,
have been aware of this as O’Leary joined
the firm from the board of global software
provider Misys, where he had been a
director responsible for the operations of
its healthcare and insurance divisions.

O’Leary, who was appointed chief exec-
utive of UK Premiership football club West
Bromwich Albion in July 2002, says that
he would not have been able to maintain

both roles due to time constraints but
would not comment further on Netik.
The firm is now keen to return the mar-
keting focus to its core products, the top-
tier investment management and reporting
platform InterView and the InterChange
Enterprise Application Integration tool:
each account for over 40% of Netik’s rev-
enue. This is a retreat from the product
focus on CiQ, a “mini” version of the

STP Q4 2002
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pressure causes
Netik founderto return

Wise: formerly at the helm for five years

InterView solution, which O’Leary saw as
a way of increasing the company’s client
base to include middle-tier asset man-
agers. Wise has already reduced the
emphasis on CiQ, which accounts for only
15% of Netik revenues, as he believes
Netik’s ability to customise its core prod-
ucts for top-end users should be the firm’s
“bread and butter”.

Despite relinquishing the CEO role in
the spring, Wise says he never left Netik
and remained on the board as a non-execu-

support sales teams”
® John Wise, CEO, Netik

tive. Comments at the time that wished
him luck in a new venture, he now
describes as tongue-in-cheek. Wise says
that in March, having travelled extensively
for five years, he wished to spend more
time at home but insists that his return is
“absolutely not™ an interim role.

Netik is keen to state that its third
round of funding in three years, completed
on November 19 when Wise returned to
work, is not a sign of financial troubles but
to reassure clients using its mission-critical
software that the firm is secure. Wise
explains that much of the last $15 million
funding round from Advent and Warburg
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“The market isn't moving fast enough to

Pincus was invested in both the CiQ prod-
uct and staffhires under O’Leary. The com-
pany has also lost several million dollars of
investment across its product line in prepar-
ing for the launch of the recently-defunct
Global Straight Through Processing
(GSTP) virtual matching utility. In addition
to lost investment in developing its products
for GSTP, Netik has also lost out on up to
three contracts to connect financial institu-
tions, including Citigroup, to the GSTP
Transaction Flow Manager product.
Following the management and staff
restructuring at Netk, the firm intends to

concentrate its efforts on achieving prof-
itability with only single-digit growth. Asa
result of the reductions in staff, Wise plans
to maximise the use of its 11 existing
reseller agreements and increase the focus
of the remaining sales staff on customer
service, as “the market isn’t moving quick
enough to support sales teams”.

Wise adds that despite the events of the
last eight months and the resulrant
changes, “we bear no grudges against Mike
— we tried something different, and [now]
we’re all happy to be moving on.”

As the first stage of the company’s
return to basics, new functions for per-

formance measurement on InterView is
now 80% complete, and will form part of a
major product release in the first quarter
of 2003. Anti-money laundering capabili-
ties will also be added to the firm’s Inter-
Link messaging product.

Wise has completed further manage-
ment changes, appointing Keith Hale and
Mike Dionne as managing directors for
EMEA and North America respectively, in
place of one chief operating officer. Chief
information officer Colin Close, who orig-
inally joined Netik as chief operating offi-
cer, continues in his current role direc!

product development and marketing. @

A
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Bohsgulde: netik receives series-C funding

Netik Receives Series-C Funding.
Co-founder Wise Returns as Chief Executive.

LONDON and NEW YORK, December 2 - Netik, the information automation company that
specializes in providing specific information-centric STP software solutions for the securities and
other financial markets announced today that it has raised a multi-million (third round) of funding
with Advent Venture Partners to provide support for the reorganization and re-focus of the business.
Netik also announced today co-founder and former CEO John Wise returns to active duty as CEO
after a brief break.

John Wise resumed his position at Netik on November 19 at the request of the Netik Board when
Mr. Mike O’Leary, Chairman and CEO from March 7, 2002 resigned from the Board and left the
company to explore other ventures.

John Wise, who was the CEO prior to March 7, 2002 and from Netik's inception, first plans to
refocus the company’s direction back to its roots and consolidate around core competencies in
Securities Data Warehousing and premium information delivery solutions for Tier 1and Tier 2
institutions using Netik's leading products InterView and InterChange. Netik has a proven track
record of success in solving the perennial problem of how to handle financial data from increasing
numbers of sources, rationalise, transform and reconcile it, and accurately warehouse it so that it
can be leveraged by the company's value-added information applications and web-portal reporting
tools for primary, front-line business impact. Netik's customers include Credit Suisse, Citibank,
Deutsche Bank, Provident Investment Council, PNC, Fiduciary Trust, Norges Bank, CGI.

John Wise also plans on revamping the management team starting with the appointments of Keith
Hale as Managing Director Netik PLC, responsible for all the company's activities in EMEA and Mike
Dionne as Managing Director Netik Inc., responsible for North America. Colin Close continues as
Chief Information Officer directing product development and marketing.

Peter Baines, Partner, Advent Venture Partners in London said, "Although there are no doubts that
the financial markets are in trouble, Advent Venture Partners' further investment in Netik
demonstrates our on-going commitment to Netik's unique information-centric angle on the STP
proposition. In these hard times, financial institutions find it to be an absolute necessity to reduce
costs and the risks of their operations - but in a way that can also provide competitive advantage
through the effective management and delivery of information; this is Netik's core strength. Celent
have estimated that over 50% of US firms will start STP initiatives in 2003. We believe that Netik is
well positioned to support this activity. The return of John Wise in an operational capacity will focus
the company on core strengths and along with the new funding, will allow the company to continue
with its' original STP-oriented mission."

Netik's financial information automation proposition is essentially aimed at dominating the asset
management, brokerage, and custodian markets within the Securities industry. The company will
also continue to sell its' leading EAI and STP solutions into the wholesale banking and insurance
sectors.

John Wise, CEO comments "Netik started in 1997 and achieved over 100% annual growth for the
first four consecutive years from both organic growth and acquisitions. Post 9/11 Netik has
experienced a number of setbacks; however, our core products[1] remain essential for financial
institutions committed to either information or transactional aspects of STP. With over 200+
customers live worldwide, Netik will focus on cross-selling our solutions to those with information
and operational cost and risk issues to solve."
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Wise continues, "Netik's restructure reflects our focus on core products and a return to profit. Netik
is now in a strong position to continue with our original mission to highly automate the financial
markets using our niche solutions."

Colin Close, CIO, explains, "Netik's InterChange product deployed at one tier 1 customer has over
400+ applications integrated for mission-critical global transaction processing and data warehouse
loading. It is believed to be the largest such EAI and ETL installation. With over five years of
experience in supporting such mission-critical applications in Tier 1 financial institutions,
InterChange has continually been challenged to achieve ever-higher benchmarks for performance,
scalability and operational control. This has allowed the product to aggressively evolve into its'
current form where the technology is arguably the leading, high-performance enterprise application
integration tool-set in the financial markets today".

Close continues, "Netik's InterView and InterChange product-combination provides the highest
levels of performance, scalability and flexibility when compared with alternative offerings from
vendors such as Mellon-Eagle. InterView is a high-end information hub product intended for
enterprise-wide deployment in Tier 1 and Tier 2 institutions where branding and customization is
important along side stringent technical requirements for system performance, security, scalability
and computer operations control."”

Wise returns to Netik as Advent stumps up funding

04 December 2002 - Financial markets software house Netik has raised a multi-million pound third round of
Sfunding with London venture capitalist Advent 1 enture Partners, and re-instated co-founder John Wise as chief
executive officer.

Wise returns to Netik after stepping aside in March this year to make way for former Misys man
Mike O'Leary. His return to the helm follows O'Leary's sudden departure "to explore other
ventures".

Netik has not released any financial details about the new funding round. Wise says the cash will be
used to re-focus the business on its core markets in securities data warehousing and information
delivery solutions for Tier 1 and Tier 2 institutions using Netik’s InterView and InterChange
products.

Wise has already begun to restructure the management team starting with the appointments of
Keith Hale and Mike Dionne as managing directors for the Emea and North America respectively.
Colin Close continues as chief information officer directing product development and marketing.

Speaking about his return to the business, Wise comments: "Post 9/11 Netik has experienced a
number of setbacks; however, our core products remain essential for financial institutions
committed to either information or transactional aspects of STP. With over 200+ customers live
worldwide, Netik will focus on cross-selling our solutions to those with information and operational
cost and risk issues to solve."
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NetikCo-founder Returns to CEO Post Amid Reorganization
By Emily Westhafer

www.VentureWire.com

LONDON December 2nd-- Netik, which provides software that enables financial services firms to
process securities trades, laid off 30% of its staff earlier this month, co-founder and CEO John Wise
told VentureWire. Mr. Wise, who served as CEO for five years before stepping down in March, has
also retaken the reins at Netik, replacing former CEO Mike O'Leary, who has left the company.

Netikhas also raised an undisclosed amount of funding in its Series C round. Existing investor
Advent Venture Partners was the sole investor. The proceeds from the round will be used to boost
the company's balance sheet and for customer acquisitions.The company, which is profitable, will
appoint Mike Horn, an adviser to Warburg Pincus, to its board.

Mr. Wise said his return as CEO was based on a need to "go back to what made the company
successful." Mr. O'Leary had devoted much of his time to the CiQ product, which did not achieve
predicted revenues. As a result, the company reduced its staff by 30% earlier this month and is
switching its focus to the InterView and InterChange product lines, targeting tier one and tier two
banking and securities institutions. The company has just under 100 employees remaining.

Mr. Wise said revenues for the CiQ product line for 2003 will range between 15% and 20% of total
revenues, while the other two products will total 80%. The company has 200 customers including
Citibank, Fiduciary Trust, and Norges Bank. CiQ, which is a packaged mini version of Netikls
InterView product offering, provides a Web portal for investment managers in the small and mid-tier
insurance and financial services market.

NetikInterView is a Web portal and information hub for investment management and reporting.
InterView is intended for enterprise-wide deployment in tier one and tier two institutions.
InterView's functions include Web-enabled portfolio management; analysis and inquiry; client
reporting and electronic delivery; trade modeling with pre/post trade compliance monitoring; and
global performance measurement and attribution.

InterChangeis an enterprise application integration product that provides a metadata finite-state
engine that is rules driven. InterChange is tool-based with plug-and-play components for multiple
message standards including SWIFT and FIX.

In December 2001, the company raised $15 million in its Series B round from Advent Venture
Partners and Warburg Pincus. The company has raised approximately $40 million to date.
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STP Magazine: wise returns to steer re-financed Netik

Wise Returns to steer re-financed Netik

Dec 2002 /January - 2003 John Wise, who stepped down as CEO of Netik early this year, has
returned to the role having secured enough additional funding from venture capitalist backer Advent
Venture Partners to make the company a sustainable business for the next 12 months. Whether
Netik makes any new sales in the near future or not, the multi-million cash infusion ensures it will
be cashflow positive rather than cashflow negative month on month well into the summer, Wise
says.

The company has made significant redundancies in recent weeks. According to Wise, going forward Netik will be about 70 people
strong, split around 50/50 between London and New York. The bulk of the headcount reduction has taken place in the area of middle
management, which was built up while Netik was expanding, and was more appropriate when the company was 100 plus strong. "We
have kept the core businesses appropriately populated," Wise adds.

The return of Wise and the departure of former Misys man Mike O'Leary who had replaced him as
Netik CEO also mark a change in strategy for the vendor. O'Leary attempted to introduce a process
selling mentality, and pull in a large number of licences for the low end asset management system
CIQ. "Given the economic climate this was mistimed," says Wise who remained on the Netik board
during the period of O'Leary's leadership. He intends to steer Netik back towards consultative
selling, and institute a "stick to the knitting" mentality. This involves re-focusing on Netiks EAI
product InterChange and its data warehousing and reporting solution InterView.

Wise accepts that the market isn't "particularly brilliant" at the moment, but says there are three
major deals currently on the table, all of which he believes Netik can close. In todays environment
competition for what integration deals there are is especially tough, and not all of Netiks
competitors have had to suffer their financial difficulties to be so publicly played out. Wise says a
great deal of effort has been made during the difficult period Netik has experienced to look after its
existing clients. He believes any reputational damage among them has been minimised, and points
out that a large part of Netiks ongoing revenues come from maintenance.

The key to Netiks continuing stability will be setting realistic targets, Wise adds. "When your
expectation is 100 per cent growth, which it was year on year, that becomes a bit ridiculous, and
post 9/11 it was barking mad," he says. I have worked with venture capitalists for a long time now,
and today they are typically only investing in companies with revenue lines with very conservative
growth expectations. Growth of 15-20 per cent is much more realistic.
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Glohal Investment Technology: netk integrates Montclair acquisition to
form Netik InterView and Fiducilary Trust Customer Case Study

ENTERPRISE

DATA
MANAGEMENT

Netik underwent a
significant shift in its
strategy to concen-
trate on data and its
management across
the financial enter-

prise.

Fiduciary Trust
Company implement-
ed laterView after
realizing the nced for
new technology in-
house for a data
warehouse and a

Web presence.

Netik Adds Data Capabilities to Its Product Suite

NEW YORK — In the five years
Netik Plc has offered its wide array of
solutions to the financial services mar-
ketplace, the company has honed a
business strategy enabling firms to
achieve seamless automation of their
businesses. Netik has developed a
range of products and services that
address the needs of securiries and
investment 'firms with their traditional
focus on business processing, and
more recently, on information man-
agement and the significant role it
plays in end-to-end automation.

After building up capabilities in data
integration, financial messaging, trade
matching and reconciliation, Netik
underwent a significant shift in its
strategy to concentrate on data and its
management across the financial
enterprise. “Everything had been trans-
action, transaction, transaction —
straight-through processing and how
to get transactions through our clients’
businesses as efficiently as possible,
and be able to enrich and transform
[processes] based on business rules,”
says Colin Close, Chief Information
Officer at Netik. “We took a huge
strategic leap when we [said] the end-
point for these transactions is really the
safe assembly of data and leveraging
that data into information for the pur-
pose of reporting back to the cus-
tomers of our clients.”

In February, Netik acquired Montclair
Financial Technology, Inc., a financial
information solutions and data ware-
house provider. Close says the acquisi-
tion allowed Netik to begin to formu-
late information-centric solutions for
the various hot buttons and problems
in the industry. “You can come up
with an extremely valuable proposi-
tion for fixing a number of things
associated with straight-through pro-
cessing [STP], and with value-added

reporting and performance measure-
ment reporting, through one solu-
tion,” he says. “It’s effectively an
informarion-centric approach to the

STP play.”

Netik’s product, InterView, is devel-
oped from incorporating Montclair’s
data model and data warchouse capa-
bility with Netik’s own integration
tool. The product links together dis-
parate systems in the organization,
addressing a common problem for
many global buy-side firms. Close
says InterView is an enabling solution
that provides information and deploys
it to customers to enhance core com-
petencies, and also allows informarion
to be assembled faster for reporting
purposes. “In [also| enhancing
straight-through processing of the
transactions, there is an efficiency
angle in the proposition.”

Boston-based investment management
firm Fiduciary Trust Company, with
over $10 billion in assets under man-
agement, implemented InterView after
realizing the need for new technology
in-house to better run certain func-
tions. “There was an understanding
that we had a need for a data ware-
house; we did not want to depend on
[our asset management| system to be a
data repository,” says Arthur Andon,
Chief Technology Officer of Fiduciary
Trust Company. We knew we needed
a Web presence to allow our clients to
view their portfolio information
online, 24/7, and we did not have that
at that point in time.

“We also needed something that
would allow us to access the data
warehouse with various tools and
provide a platform for future
growth,” adds Andon. “With a limit-
ed IT budget, we didn’t want to get
into a best-of-breed issue; we wanted
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