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What emerges is the need to develop a new
type of operational model to achieve this
goal. The survey estimated the potential
value creation for private banks implerment-
ing an operating model based on a complete
or partial outsourcing of back office opera-
tions: for securities and cash, as well as for
the regulatory reporting process. For most
organisations, the gain is significant. The
survey also outlined that gains could be op-
timized by using white label support services
with high added value (including, for exam-
ple, customer reporting for multiple taxation,
and financial engineering services).
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The challenge of aligning
the operating model

with the new strategy

The challenge of the definition of an ef-
ficient operating model is therefare the
key for the execution of the strategy. For
a number of players, this is a condition of
the survival of the existing business model.
The New Operating Model must meet the
challenges of:

» Increasing the flexibility to follow
evolving private client demands and
markets without the constraint of a
banking platform which is "tech-
nologically old” and thus more and
more difficult to manage,;

« A strong focus on business devel-
opment and client focus, meaning
a shift from the "booking center
concept” to schemes based on
"high value added services”;
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« Investment in client facing activities
and in support of client relationshup
and portfolic management - keys to
acquiring competitive advantage;

+» Cost reduction in non client facing
activities, to maintain or increase
profitability.

How the outsourcing model
can create value: the "Multi
private banking hub” model

The value added by Opexia, the BPO ser-
vices platform, derives from a service model
that helps industry players to achieve their
objectives. This service delivery model spe-
clalizes in providing outsourcing services
for the Private Banking/Wealth Manage-
ment segment.

The "Multl private banking hub” model
provides an efficient standardization of
standard processes for private banks,
while leaving the opportunity to focus
their investments on segments or processes
which provide a clear competitive advan-
tage and differentiation from competitors.
This allows the organisation to concentrate

on key success factors required as part of
its particular strategic direction.

Opexia provides BPO services (in partner-
ship with Oddo Bank) and asset structuring
for actors involved in the Private Banking
industry. They also provide comprehen-
sive coverage, customized and unique to
their clients allowing these to focus on
their own core business. Thanks to this,
the individual Private Banks can focus on
investment segments and activities which
create differentiation factors for their ser-
vices, can pool the resources and logistical
support activities of the businass of Private
Banking Wealth Management, and use the
toals for front office (CRM, PMS) and control
activities within BPO services.

More than just a BPO player, the muiti
private banking service model allows the
implementation of the defined strategic
orientations with the imperative of reducing
operating costs.

By Nordine Garrouche
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