
1 

A newsletter for treasury professionals.

Treasury Services Update
 Europe, Middle East & Africa Edition

Second Quarter 2012

IN THIS ISSUE

New Head of BNY Mellon Market 
Management for Treasury Services, 
Europe, Middle East and Africa 3

BNY Mellon Named Best 
Trade Outsourcing Bank 5

Making Corporate Cash 
Work Harder 7

Navigating the Evolving 
Trade Industry 9

Insurers Under Pressure  13

Spotlight on Services   17

Payment Solutions for 
Indian Multinationals  25

As predicted, 2012 is proving to be another challenging year for the finance industry. 

After such a severe market disruption as the global financial crisis of 2008, it would 

have taken an optimist of the highest order to assume normal service would be 

resumed by now. Yet this phase of the recovery is developing the air of a paradigm 

shift, aided by regulatory changes that are likely to compound and accelerate the  

deleveraging that continues apace. Therefore, we must assume that tight credit  

market conditions will remain in place, resulting in a drying-up of the liquidity  

pool, a position that continues to pose threats to commercial sustainability  

across our markets.  

How best to respond to these challenges? A key concern for our firm and financial 

institutional partners is the acquisition of new revenue streams. Yet, at the same 

time, banks and financial institutions in all regions are working to reduce their costs 

and better manage their risks. Solving this conundrum is not easy, although close  

collaboration between local or regional firms and their providers offers strong 

potential for resolving all three needs. Such collaboration can occur right across the 

treasury services spectrum, encompassing connectivity, trade, payments, liquidity 

and client services. Together, these form what BNY Mellon terms the “transactional 

ecosystem” – a global financial ecosystem that banks and financial institutions must 

be integrated into if they are to prosper. Indeed, they must adapt to survive; hence 

the need for mutually beneficial partnerships.

The five key concepts inherent to the transactional ecosystem are:

Connectivity — The movement of data is at the core of transaction banking. It supports 

global business flows, which means it requires speed, efficiency, accuracy and reliability. 

Transparency is also vital, which makes data reporting and sharing crucial, although this 

is a high investment hurdle for many financial institutions to overcome. For local and 

regional players, partnering with a global provider is an obvious alternative solution. 

The Future is All About 
Partnership
Adapting to Prosper in the Evolving 
Marketplace
By Dominic Broom, BNY Mellon Treasury Services head of Sales and 

Relationship Management for Europe, Middle East and Africa

Continued on next page.
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Trade Finance — As my colleague Daniel  

Verbruggen, BNY Mellon Treasury Services’ 

Managing Director and head of Relationship 

Management, Developed Markets for EMEA, 

explains on page 10, risk mitigation is increasingly  

important as trading patterns become ever 

more complex. Yet this is an area where banks 

are under pressure to reduce costs, while  

adapting to ever more stringent regulations.  

That said, corporate customers demand a global  

capability – one that may be beyond the horizons 

of regionally focused institutions, again making 

partnering a sensible solution. 

Liquidity — As I discuss with Gerry Barber,  

BNY Mellon Treasury Services’ Managing 

Director for EMEA’s Strategic Development and 

Investment Management Group, on page 7, 

providing liquidity solutions is a tall order for 

many banks given current pressures. Yet it is 

vital that corporations look to improve their 

working capital and cash flow management if 

they are to maintain their commercial cycles. 

Partnership can enhance local banks’ capabilities  

in this respect, helping to strengthen business 

relationships at a local level. 

Global Payments — Moving money, especially 

across borders, is an increasingly complicated 

and costly business. As explored further in 

the article on page 18 titled, “Managing the 

Changing World of International Payments,” 

the process relies on the efficiency, accuracy 

and security of payments, as well as the ability 

to cope with stringent financial regulations and 

intense competition from nonbank providers. 

Overcoming these difficulties relies on local 

banks having strong relationships with global 

operators. Certainly, by bringing financial  

institutions together in a collaborative  

ecosystem, it is possible to leverage the 

strengths of each player to create a stable  

and efficient global payments network to  

the benefit of all involved.

Client Service — As Karen Braithwaite,  

BNY Mellon Treasury Services’ Managing  

Director and head of Client Support for Asia-

Pacific, Latin America and EMEA, writes on page 

20, successful client partnerships derive from 

developing long-term relationships across the 

transaction banking ecosystem, ensuring that 

the strands connect and thatclients receive the 

services they need when they need them.  

Client service is at the heart of BNY Mellon’s 

partnership proposition. It forms our key  

differential – personalised, bespoke, consistent 

and reliable service provision – in an increasingly 

commoditised sector.

Client service underpins BNY Mellon’s core 

values of partnership, innovation and the use 

of technology to leverage the local expertise of 

our clients. However, the most effective leverage 

comes from a full understanding of the needs 

of local banks and financial institutions, and 

tailoring a solution that fits those needs, rather 

than simply persuading our clients to adopt a 

pre-developed proprietary system that’s globally 

applied. Hence the focus on partnership: a two-

way exchange of knowledge and expertise that 

moves us together towards optimisation. 

Our partnership model will help regional  

institutions not simply weather the storms,  

but prosper from them. Indeed, the present 

climate is throwing up as many opportunities  

as threats – not least the internationalisation  

of the Chinese currency. As Fred DiCocco,  

BNY Mellon Treasury Services Market Manager 

for Asia-Pacific, explains on page 23, the settling 

of trade in the renminbi (RMB) is clearly going 

to grow, which means that all transaction banks 

will need a capability in RMB, something strong 

partnering can provide. 

That said, the U.S. dollar remains the dominant 

currency for international trade, particularly 

as south-south trade grows in importance. 

This makes flexible and user-friendly foreign 

exchange (FX) solutions a crucial requirement 

for banks and financial institutions, especially 

in emerging markets where companies may be 

exporting to other emerging markets for the first 

time. As we detail on page 22, BNY Mellon  

Treasury Services’ recently launched iDeal 

Forex,® our Web-based application for cross-

border FX payments that fits the bill in this 

respect, proving that BNY Mellon continues to 

be as innovative as it is reliable.

With all of these challenges and opportunities 

in mind, I hope that you enjoy reading our latest 

newsletter, and we look forward, as always, to 

hearing your feedback. Thank you for being  

our partners.

Dominic Broom
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Peter Hazou Appointed Head of BNY Mellon Market Management for 
Treasury Services, Europe, Middle East and Africa
Industry Veteran Brings More Than 30 Years of Experience to Regional Position

BNY Mellon has appointed Peter Hazou as  

head of Market Management, Business Strategy 

& Market Solutions for Treasury Services,  

Europe, Middle East and Africa (EMEA). In  

this role, Hazou will partner with the Sales  

and Relationship team to bring solutions to  

and drive innovation with clients in the region. 

Reporting to Susan Skerritt, BNY Mellon  

Treasury Services’ global head of Business  

Strategy & Market Solutions, he will work 

closely with the experienced team already in 

place in the region, including Dominic Broom, 

BNY Mellon Treasury Services’ head of Sales 

and Relationship Management for EMEA.

Hazou joins BNY Mellon from Unicredit,  

where he was head of Strategy and Business 

Development, Global Transaction Banking,  

responsible for payments and cash  

management; trade finance and supply  

chain management; global custody; and  

merchant card acquiring. He was also the  

bank’s delegate to the European Payments 

Council. Hazou began his career in 1978 and  

has since held senior positions overseeing  

strategic planning and business development  

at a number of global institutions. 

“Peter brings with him a wealth of experience 

in treasury services, and will play a pivotal role 

in EMEA’s strategic development,” said Skerritt. 

“As BNY Mellon looks to further develop our 

regional offering and integrate innovations in 

treasury services into client solutions, Peter and 

his team will work to deepen our understanding 

of client needs and the competitive landscape 

with the aim of elevating our programme to new 

levels of commitment, client focus and success.”

Peter Hazou
BNY Mellon Treasury Services, head of 

EMEA Market Management, Business 

Strategy & Market Solutions 
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As part of our effort to continually focus on client needs throughout the Europe, Middle East & Africa 

(EMEA) regions, BNY Mellon Treasury Services has added several new members to its client  

relationship team. Please join us in welcoming the following new colleagues:

Jonathan Roy joins us with almost 30 years of 

experience in the financial industry, including 

roles with Bankers Trust, Citibank, Deutsche 

Bank and Fidelity Bank. Following positions 

in fund management and corporate trust and 

agency, Jonathan focused on transaction  

services at Citibank, offering innovative  

white-labeled solutions to banks throughout 

EMEA. These solutions included international 

payments, trade services, outsourced processing 

and internet banking. He holds an honours 

degree in Computational Science from the 

University of St. Andrews. Based in our London 

office, working within Colin Robertson’s 

Treasury Services EMEA Sales team, Jonathan 

will be responsible for exploring and maintaining

client relationships in BNY Mellon’s Fund and 

Asset Management segment.

Paul Rogers was previously responsible for 

credit underwriting in the developed markets  

for BNY Mellon EMEA. Paul started his career  

in banking in 1989 and has worked for such 

well-known organisations as HSBC, Banker’s 

Trust and Deutsche Bank, where he acquired  

extensive knowledge in transaction banking, 

trade finance, cash management, trust/securities 

services and credit risk management. As part of 

our Treasury Services Relationship Management 

Developed Markets team for EMEA, Paul will 

work in London under Daniel Verbruggen,  

head of Relationship Management for  

Developed Markets EMEA. He will handle  

client relationships throughout the UK (part), 

Nordics and Southern Africa with Eliot  

Heilpern, BNY Mellon Treasury Services’  

Relationship Officer for the UK and Ireland. 

Birgit Rug brings twelve years of industry  

experience from various German savings  

banks as well as with BNY Mellon’s Depositary 

Receipts business, including serving as Assistant  

Treasurer and Relationship Manager for Germany  

and Switzerland. She holds a Master’s degree 

from the University of Heidelberg in translation 

(French, Spanish and English). Birgit will team 

with the existing Relationship Management 

department in Frankfurt, which includes Simone 

Satan and José-Luis Ruano-Knapp, to assume 

responsibility for BNY Mellon Treasury Services’ 

German/Swiss/CEE-based client relationships.

BNY Mellon Treasury Services EMEA Expands Client 
Relationship Team with Industry Veterans
Three New Team Members Specialise in Building Client Relationships 

Jonathan Roy
BNY Mellon Treasury Services  

Financial Institutions Sales

Paul Rogers
BNY Mellon Treasury Services 

Relationship Officer (UK, Nordics 

and Southern Africa)

Birgit Rug
BNY Mellon Treasury Services  

Relationship Officer (Germany 

and Switzerland)
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Industry Accolades

BNY Mellon Named Best Trade Outsourcing Bank 
Third Straight Year for Receiving Global Trade Review Award 

For the third year in a row, Global Trade  

Review has named BNY Mellon Treasury  

Services Europe, Middle East & Africa (EMEA) 

Best Trade Outsourcing Bank as part of the  

publication’s Leaders in Trade 2011 awards. In 

citing our commitment to developing innovative  

solutions, the publication also listed BNY Mellon’s 

numerous accomplishments and outstanding 

achievements over the past year that have 

received industry-wide attention, including  

the following:

•	 	The launch of BNY Mellon’s LC Relay 

 service, which gives local banks the ability 

 to extend their global trade processing 

 capabilities to regions in which they do  

 not maintain branches. Under the relay 

 partnership model, smaller institutions 

 leverage BNY Mellon’s advanced trade 

 technology and extensive and well- 

 established correspondent bank network. 

 BNY Mellon’s partners can thus provide 

 expert trade processing as part of their  

 own client services offering, with minimum 

 up-front cost and reduced time to market.

•	 	Our unique thought leadership e-mercial 

 campaign on the “Transactional Ecosystem,” 

 which Global Trade Review noted for 

 breaking new ground from a media and 

 presentation standpoint. The campaign, 

 launched in 2011, includes a series of  

 online videos that recap how the  

 increasingly sophisticated needs of  

 commercial clients in areas like trade  

 finance, liquidity, global payments and  

 client service are creating a global  

 transactional ecosystem with increasingly 

 high levels of interconnection between 

 local and global banks. 

•	 	Numerous industry awards won over the 

 past year indicate that BNY Mellon’s  

 approach to trade finance has been very 

 well received in the market. Awards  

 include recognition as:

• “Best White Label System Provider” for 

the fifth year in a row in Global Finance 

magazine’s 2011 World’s Best Treasury 

and Cash Management Providers rankings 

(Global Finance, 2009-2012);

• Best Transactional Bank for Financial 

Institutions in EMEA (EMEA Finance, 

2010-2011); and

• Gold medal winner for Best Trade  

Services Provider and Best Trade Bank 

in the Middle East (2012 Trade Finance 

Survey, Trade & Forfaiting Review).

“Our approach to local-global bank  

partnerships is based on collaboration and a 

two-way transfer of knowledge and expertise,” 

explains Dominic Broom, Managing Director of 

BNY Mellon’s Treasury Services group in EMEA. 

“This method provides real insight into our  

clients’ businesses and their evolving needs, 

which provides us with the information  

Continued on next page.
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Annual Survey Reveals Outstanding Client Satisfaction 
Relationship Quality and Service Delivery Cited in Meeting Client Expectations

Results of BNY Mellon Treasury Services’  

2011 Europe, Middle East & Africa (EMEA)  

Client Satisfaction Survey once again reveal  

that our commitment to quality has helped  

us become the marketplace leader in  

client satisfaction.

The survey, which asked nearly 400  

BNY Mellon Treasury Services EMEA clients 

to rate their overall satisfaction with our client 

service efforts, revealed that 98 percent of 

respondents are very satisfied or satisfied  

with the quality of their overall relationship  

with us, and 96 percent are satisfied with our 

quality of client service delivery. Our willingness 

to listen to clients and our ability to understand 

their needs were deemed the key drivers of 

these high rates of satisfaction.

As one of the primary methods we use to gather 

client input on a formal basis, the BNY Mellon 

Treasury Services EMEA Client Satisfaction 

Survey is conducted primarily online, and  

offers well-rounded, candid feedback on  

our performance from the client perspective. 

We use responses to identify areas where 

we are excelling, highlight areas of potential 

improvement, and keep pace with our clients’ 

rapidly evolving treasury needs.

The survey also measured our customers’ 

perceptions of our performance compared to 

the more traditional criteria commonly used 

to assess effectiveness of business practices. 

Responses indicated that 95 percent of survey 

participants are satisfied or very satisfied that 

their BNY Mellon Treasury Services Relationship 

Manager has detailed cash management  

product knowledge, with 93 percent of  

respondents reporting satisfaction in our  

overall operating quality.

For more information on our industry surveys, 

please contact your local BNY Mellon Treasury 

Services Relationship officer. 

BNY Mellon Named Best International Transaction 
Bank in Asia-Pacific  
Award Recognises Regional Strengths

BNY Mellon’s Treasury Services group has  

been named Best International Transaction  

Bank by The Asian Banker magazine. The  

honor, part of the magazine’s International 

Achievement Awards for Transaction Banking 

2012, is based on nominees’ strengths in cash 

management and payment and trade finance 

services, and is corroborated by a survey of 

correspondent banks in the region. The survey 

measures the extent and depth of correspondent 

banking relationships and overall satisfaction.

“We’ve repeatedly emphasized the indispensable 

role of local and regional banks as part of the 

global transaction banking ecosystem,” said  

A. Richard Brown, managing director for  

BNY Mellon’s Treasury Service group in  

Asia-Pacific. “Strengthening the ability of  

client banks to succeed in today’s demanding 

global environment has been a strategic focus 

for the past several years. The Asian Banker 

award is an important validation of our efforts  

in that regard, and will motivate our product, 

sales and relationship management teams to  

continue building on our success   – and  

that of our clients – going forward.”

Full coverage of this year’s awards appears in the 

May issue of the publication.

necessary to develop solutions in keeping  

with our client-centric ethos.

”Rather than expecting clients to fit the bank’s 

pre-set structure, BNY Mellon uses its shared 

knowledge to create bespoke solutions that fit 

the requirements of our partner banks’ clients,” 

said Broom. “Such a focus allows us to continue to 

address the chief concerns of our clients, namely 

how to efficiently manage costs, mitigate risks and 

secure new revenue streams,” says Broom.
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Thought Leadership 

Making Corporate Cash Work Harder  
Improving Cash Management to Help Address Economic Challenges
by Dominic Broom, BNY Mellon Treasury Services head of Sales and Relationship Management for Europe, Middle East and Africa and
Gerry Barber, BNY Mellon Treasury Services’ Managing Director for EMEA’s Strategic Development and Investment Management Group

High yields are no longer a valid justification  

for cash and liquidity management inefficiencies. 

Instead, corporate cash concerns must be  

effectively addressed through expert solutions 

that stem from a mixture of local and global 

bank provisions. 

Corporate attitudes towards cash and liquidity 

management are undergoing a significant shift. 

The change is prompted by liquidity constraints 

and market turbulence caused by the financial 

crisis, which revealed a low-risk exercise to  

be – in reality – fraught with hazards.

Pre-crisis, corporate cash management  

was plagued with weaknesses, not least of 

which were the lack of end-to-end transaction 

visibility and the excess of (costly) operational 

inefficiencies. Of course, these could be justified 

by the ease with which corporates could access 

affordable liquidity, as well as the strong rates of 

return offered on cash deposits.

Universally, however, corporates are now  

finding bank-supplied credit lines both severely 

restricted and, where offered, prohibitively 

expensive, exposing these inefficiencies as  

an indulgence. In such a world, business  

sustainability depends upon enhanced  

working capital efficiencies and improved  

cash and liquidity management – not least 

through greater visibility of the entire cash  

and supply chain cycle. And this means  

reassessing long-standing cash and liquidity 

management practices in order to remove  

roadblocks and maximise company cash  

control. Certainly cash, when adequately  

managed, can act as a tool to help corporates 

overcome the challenges of the continuing  

economic turmoil – driving them towards  

their individual current and long-term  

liquidity goals.

Doubts over Banks
Before the economic downturn, yield was  

the priority for many corporates, but doubts 

over the stability of many banks have shifted 

concern towards risk. Meanwhile, organisations 

have grown nervous of investing – leading to an 

excess of liquidity as they stockpile cash. And 

this has upset the balance between liquidity, 

capital preservation and returns. Yet balancing 

these competing needs remains the crux of the 

corporate treasurer’s role, meaning that the 

mobilisation and maximisation of surplus cash 

is important, no matter what the uncertainty or 

how the business cycle turns. 

When evaluating cash and liquidity management 

 solutions, success is measured in terms of 

understanding individual client concerns – with 

regard to balancing cash assets and investments 

– as well as having access to, and a strong grip 

on, global financial markets. And this remains 

the case despite the economic turbulence of the 

past several years. Indeed, the current economic 

climate has fostered a wide range of responses 

Continued on next page.
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for bank providers, reflecting an equally wide 

range of requirements and risk appetites.

In this environment, expecting standardised  

solutions is a mistake. Instead, corporates 

should insist upon bespoke cash management 

services that are offered hand-in-hand with 

broader treasury solutions – designed to support 

the holistic objectives of the commercial cycle. 

Yet such a dual approach is a difficult act for 

many local banks. Despite being in prime  

position to offer domestic clients solutions 

to best suit their individual needs, most are 

prevented from doing so by their lack of IT 

resources, their limited global reach and  

ever-increasing regulatory pressures.

Certainly, local banks often have an unrivalled 

grasp of their local clients’ needs. Yet many 

also have insufficient knowledge of both the 

international markets and liquidity management 

practices at the global level, which is information 

that only global banks are able to provide. Given 

this, cooperation between local and global  

banking partners presents a strong potential 

solution to addressing corporates’ evolving 

liquidity management concerns.

A Partnership Approach
Corporates that collaborate with global and 

local banks – especially when the banks are 

partnered (meaning they offer products and  

services in a coherent manner) – enjoy the 

benefits of a cash management provision that 

is focused around client-specific investment 

objectives, as well as being able to adapt as 

business and market forces evolve globally.

As a global provider of a range of sophisticated 

cash and liquidity management solutions,  

BNY Mellon advocates a fully collaborative 

approach to local-global bank partnerships – 

leveraging the individual strengths of both to 

produce effective and innovative solutions.  

This gives local banks the flexibility and  

autonomy to provide liquidity management  

services and products consistent with  

corporates’ stated guidelines, as well as in  

dealing with the pressures of a fluctuating 

investment and risk background. Through  

such collaboration, corporates can address  

their liquidity concerns at varying stages of  

the transaction cycle, with no need to jettison 

the strength of their local bank relationships. 

This article was originally published in the 

January/February issue of Treasury Management 

International magazine.
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Navigating the Evolving Trade Industry  
Harnessing New Tools for Future Success
By Peter J. Hazou, BNY Mellon Treasury Services Managing Director and head of EMEA Market Management, Business Strategy & Market Solutions 

That trade finance continues to be central to 

the world’s political and financial agenda is no 

surprise, as commerce with foreign customers 

has long been recognized as a main driver of 

economic growth and wealth creation. What is 

new is how rapidly the world at large – and the 

world of trade finance, specifically – continues 

to shrink, along with the realization that technology 

is changing the nature of supply chains. Buyers 

and suppliers increasingly interact in mutually 

beneficial and interdependent ways. Recent 

developments in enterprise-wide procurement 

procedures, for example, allow many stock 

items to be reordered automatically. Even the 

physical supply chain seems instantaneous, 

with parcel-tracking technologies creating an 

expectation of delivery in real time. 

Yes, the world really does appear to have  

shrunk – until, of course, disruptions introduce 

unexpected risks in what is otherwise an  

efficient global supply chain that operates  

just outside the gaze of our everyday lives.  

Recent cases on how natural disasters can 

disrupt this “just-in-time” movement of goods 

are legendary – be they tsunami or bad weather. 

But a true lesson from these affairs is that the 

unexpected is to be expected. These “black 

swan” events as Nassim Taleb* would say, are 

by definition difficult to calculate and manage in 

an effective way. Yet such hazards are not new 

and have been a central feature of trade finance 

since before Ibn Battuta first set off down the 

Silk Road to China. Indeed, trade risks today are 

much better understood and managed, by virtue  

of hindsight, than they have been historically. 

Companies now stand a better chance of  

mitigating these risks through collaboration  

with partners, such as BNY Mellon, which have  

well-developed and honed expertise in trade 

finance and risk management.   

And, for those willing and able, the rewards for 

actively engaging in cross-border commerce – 

an industry that is slated, by many estimates, 

to more than double in value by 2040 – can 

be handsome. For one thing, rapid economic 

growth in developing markets, as well as  

shifting geographic trade corridors, mean  

that opportunities to profit from trade are  

expanding and diversifying all the time. As to 

the Silk Road example mentioned earlier, we  

can now safely say that “all roads no longer  

lead to Como,” the north Italian city which  

dominated the silk industry – and thereby all 

trade routes – since the Renaissance. Rather, 

trade now flourishes across an increasingly 

diverse and multipolar world.

An Evolving Financing Toolkit
The diversity that these new opportunities  

offer is triggering a recalibration of the  

mechanisms and finance tools that  

underpin this tangible “real economy” trade.  

For one thing, as the need for infrastructure 

grows globally, so too will the sourcing of the 

capital equipment necessary to build it.  

Globally traded goods require in their purchase 

and export a long-term structured approach to 

trade financing. This contrasts with the normal 

tradition of short-term, self-liquidating trade 

finance, whereby end consumption produced 

the payment that liquified the trade debt.  

In the longer term, trade, as an asset class,  

will attract new investors to provide long-term 

liquidity, while quasi-governmental export  

credit agencies (ECAs) seek to support  

long-dated credits with risk-mitigation  

tools and guarantees.

In the short term, the development of  

supply chain finance (often referred to as  

“reverse factoring”) is also bringing much 

needed liquidity to suppliers, based on their 

commercial relationship with strong buyers  

who are purchasing their goods. Most commonly, 

these programmes permit suppliers to access 

new funding by discounting invoices for goods 

they have shipped. Even here, however, the  

convergence of physical and financial supply 

chains is permitting new tools, which can bring 

liquidity to other parts of the value chain not 

traditionally structured as part of trade finance. 

For example, the new Bank Payment Obligation 

(BPO), which is being co-developed by the In-

ternational Chamber of Commerce and SWIFT, 

may enable commerce to be financed 

Continued on next page.
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much earlier in the cycle – potentially prior to 

shipment – or based on a purchase order and 

intent to pay. Such developments are poised to  

be enormously useful for trading partners who 

have not traditionally had such tools in the 

“open account” trading space. 

While the longer-term trend that is converging 

the physical and financial supply chains predates

the 2008 economic downturn, today’s challenging 

environment in the financial markets has certainly 

acted as a fillip in the development of new  

solutions to support trade finance in the larger 

economy. Exploring these new trade tools  

may be the key to engaging in – and reaping  

the rewards of – successful cross-border  

commerce as it is poised to manifest in the 

coming decades.

With over 2,000 correspondents worldwide, BNY 

Mellon has long been at the forefront of global 

commerce and trade. Through collaboration with 

a wide network of foreign banks, BNY Mellon is 

able to support world trade for our clients in foreign 

markets with both classic and innovative trade 

services. For more information on how our bespoke 

solutions can meet your global trade needs, 

contact your local BNY Mellon Treasury Services 

Relationship officer. 

*The Black Swan: The Impact of the Highly 

Improbable, Nassim Nicholas Taleb; Random 

House Trade Paperbacks, ©2010.

Risky Business: Credit  
Minimising the Danger of Credit Risk
By Daniel Verbruggen, BNY Mellon Treasury Services’ head of Relationship Management, Developed Markets for Europe, Middle East and Africa

In times of financial turmoil, no trade entity  

is impervious to the threat of credit risk.  

Credit risk can disable a supply chain by  

highlighting the poor financial health of its 

weakest link – thus exposing even financially 

sound corporates to disruption. In addition to 

maintaining creditworthiness, corporates  

must therefore exercise caution when 

choosing counterparties and bank partners  

and when deciding on trade practices.

Doing the Groundwork
The knowledge of whether or not a supplier is 

financially secure and has access to funding is 

pivotal to a corporate’s business sustainability. 

Companies must do their groundwork and  

thoroughly evaluate their counterparties – both 

initially and at regular intervals throughout the 

duration of their commercial relationships.

During the primary evaluation, a corporate can 

judge whether it should execute – or terminate – 

the proposed business transaction. Certainly, it 

must confirm the creditworthiness of its counter-

parties prior to engaging in the business of buying 

and selling. Seeking ancillary judgment is a key 

way to enrich this assessment. Put simply, the 

more external sources used to verify the reliability 

(or lack thereof) of the trade partner in question, 

the less credit risk taken by the corporate.

Additionally, companies ought to examine not 

only their counterparties’ financial stability, but 

also their ability to cope with any unexpected 

circumstances that may have adverse effects  

on their business capability and continuity.  

This is essential as key supplier failure has 

the power to break supply chains and create 

disabling credit risk situations for even the 

strongest of corporates.

External Market Challenges
From both a financial and practical standpoint, 

counterparty capability is a crucial issue. After 

all, an over-ambitious transaction heightens 

credit risk – regardless of the counterparty’s  

fundamental creditworthiness. Corporates  

must therefore stay conscious of the credit 

intensity, related capital and underlying liquidity 

of the transaction(s) at hand. In order to further 

mitigate counterparty risk, companies would be 

wise to have a broad range of trading partners 

so as to spread the risk across several parties, 

rather than concentrate it on a single supplier.

This also has more practical purposes. Supplier 

diversity means that companies can ensure  

that they have sources within reach of the 

markets they serve and minimise the threat  

of commercial disruption. Such disturbance 

may be caused by any number of changes and 
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Continued on next page.

challenges arising in the financial environment, 

making it vital that companies continually  

monitor external market developments and  

assess the threat they may pose to both  

themselves and their trade partners.

What may once have been a safe economic 

environment could quickly become a perilous 

purchasing market, and a corporate’s counter-

parties must have adequate liquidity and a solid 

capital base if they are to avoid becoming too 

great a trade risk. Corporates should also remain 

conscious of the impact that noneconomic  

external factors (such as natural disasters) 

could have on the supply chain, and take  

precautions to prepare for the knock-on  

effect this could have on credit risk.

Yet conducting such evaluations and keeping 

a constant eye on market developments (and, 

more specifically, counterparty responses to 

these developments) can be obstructed by 

low levels of transparency, which are at risk of 

becoming lower still as commercial networks 

become increasingly complex.

One way for corporates to remedy this  

situation is through the increased sharing  

and centralisation of data. By extracting and 

collecting data from the various transactional 

systems in the supply chain, corporates can 

have a single seamless view of all the  

necessary information. And this may flag-up 

potential problems that could otherwise have 

gone unnoticed. In addition to increasing how 

regularly this information is checked, corporates 

should also seek to increase the number of 

people checking. In doing so, the corporate can 

improve transparency, and subsequently the 

quality of its counterparty analysis.

A Daring Move Versus Safety  
and Security
In today’s global economic climate, the decision 

of whether to trade via open account or by using 

letters of credit (L/C) should be an easy one. 

Trading on open account has become the norm, 

although it usually involves credit insurance and  

is most usually handled between long-standing 

trade counterparties. Yet as the risks in the 

economy increase, so does the attraction of 

many companies towards the security of L/Cs. 

Of course, open account is both cheaper and 

simpler than L/Cs. Yet staking business security 

and survival in exchange for convenience, or 

even higher yields, can seem reckless, and 

leaves the corporate defenseless against  

credit risk.

L/Cs, on the other hand, offer advantages to 

all parties in the supply chain – guaranteeing 

payment and helping to reduce production risk. 

Furthermore they offer stability amid a turbulent 

economy, keeping the exchange rates between 

currencies the same as those specified in the 

L/C at the time of its creation. Given this, their 

use is vital in mitigating credit risk. Similarly, a 

corporate should consider requesting some form 

of collateral in every transaction, regardless of the 

strength of its relationship with the counterparty. 

Even the best intentions can be forgotten in the 

face of adversity, and the risk is, again, too high to 

leave to trust and hope.

Joining Forces
Many companies wishing to trade through  

L/Cs would prefer to work with local banks, 

rather than global banks – at least to ensure 

the consigned L/C is valid. Local banks offer 

physical proximity to their domestic corporate 

clients and a historic presence in their home 

market. However, one area in which many fall 

short is risk assessment. This comes as a result 

of the rise in trade by open account, as well as 

the subsequent centralisation of bank lending 

decisions, which has adversely affected the  

capabilities of local branches to perform this 

task. In light of this (not inconsiderable)  

disadvantage, many corporates that would 

rather partner with a local bank are now  

using the services of a bank that operates  

collaboratively with its global counterparts 

within the industry. In working with a local  

bank that has teamed up with a global bank, 

companies have access to the benefits both 

scales can offer. At the same time, they also 

overcome the hurdles a local bank may  

struggle with alone.

In short, corporates can mitigate credit risk 

through improved counterparty communication 

and evaluation, increased transparency and 

better risk management, which includes the use 

of L/Cs. Certainly, this can be achieved through 

the gathering of banks into what may be termed 

a “transactional ecosystem” that can adapt and 

grow as the economic environment changes. 

Furthermore, the use of an ecosystem  
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encourages data sharing and thus increases 

transparency. Through joining forces, local 

banks are better able to ramp up corporate 

defenses to the threat of credit risk. As a result, 

partnering with a local bank that, through 

collaboration with a global player, is able to 

combine local expertise with global reach 

and capability, is perhaps the best decision a 

corporate can make towards safeguarding its 

business, despite the uncertainty of the  

current economic climate.

This article initially appeared in the February 2012 

issue of gtnews.com.
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Industry Regulatory Issues 

Insurers Under Pressure 
Impending Regulation to Impact Industry
By Paul Traynor, BNY Mellon head of Insurance for Europe, Middle East & Africa

Banks have recently faced a number of  

challenges in adapting to new regulations,  

such as the Basel Accords. But the insurance 

sector is facing its own upheavals in the form of 

Solvency II – or “the insurers’ Basel III.” As with 

any legislation, anticipation and preparation  

are vital for a smooth transition to the new 

regulatory environment.

But the impact of the European Union’s  

upcoming insurance directive – designed to 

increase the capital requirements of insurance 

firms in order to mitigate risk and bolster  

protection for policyholders – will be felt far 

beyond its obligatory operational changes 

(although these will be substantial). It will likely 

have a large effect on cash management, as 

insurers seek to balance seamless compliance 

with successful cash optimisation in a tough 

environment of continuing low interest rates 

and high volatility. 

Certainly, whatever strategies insurers  

wish to employ, an in-depth and complete  

understanding of the coming changes, and 

greater transparency and control over assets, 

are all-important as the sector prepares for  

the challenges ahead.

The Insurance Industry’s Basel III
Scheduled to come into force throughout the 

European Union on January 1, 2014, the new 

solvency regime for insurers, reinsurers and 

the insurance arm of “bancassurers” (banks 

issuing insurance) will provide incentives, most 

likely via reduced capital requirements, for firms 

to install both appropriate risk management 

systems and robust internal controls. Alongside 

enhanced disclosure requirements and a new 

risk-based capital regime, the directive aims to 

deliver a supervisory system that is consistent 

across all member states of the EU, harmonising 

the risk-mitigation efforts of the European  

marketplace as a whole.   

Based around quantitative capital requirements 

(including the Solvency Capital Requirement or 

“SCR”), a qualitative supervisory review and 

increased market discipline – together known 

as the “three pillars” – the regulation has been 

structured so as to simplify the route to compliance. 

But no matter what the framework, it is clear 

that the insurance sector is facing its greatest 

regulatory change in 30 years, with a myriad of 

implications – concerning operations, assets, 

liabilities and capital – to consider and address. 

The challenge faced by insurance firms in 

achieving the obligatory operational  

improvements is considerable. The direct 

changes alone will encompass new capital  

requirements, capital tiering, risk weighting, 

capital charging of assets, asset derisking,  

faster data analysis, improved information  

Continued on next page.
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transparency and greater reporting efficiency. 

It should therefore come as no surprise that 

achieving the necessary robust improvements 

will require significant investment. For example, 

and most immediately, there will be the need 

to provide faster data analysis across all asset 

valuations – a requirement that, alone, will  

substantially increase the burden on internal 

data storage capacities.

As insurers attempt to achieve a seamless 

transition to the new regulatory environment 

without compromising efficiency or profitability, 

they will be in greater need of innovative solutions  

that cater to the full spectrum of reporting, 

transparency and measurement requirements.

Keeping Control of Cash
Yet, the impact of Solvency II will extend much 

further than the initial effort of compliance: 

the less obvious but significant effect of the 

regulatory changes on cash management merits 

equal attention. Subsequent to the regulation’s 

implementation, cash will no longer be regarded 

as the relatively risk-free asset it has previously 

been. Indeed, the directive will require insurers 

to develop a capital assessment of cash as an 

asset class in its own right. 

In fact all investment choices will need to be 

reevaluated. For example, firms holding short-

dated paper must bear in mind that, under  

Solvency II, any paper dated up to 12 months 

will be treated as one-year paper. In addition, 

 the legislation will most likely lead to an 

increase in the proportion of cash investments 

held by firms, whether they be in the form of 

deposits, money market funds (“MMFs”) or 

separate accounts. 

That said, as great as the impact of the new 

regulation will be, it is not the only factor  

necessitating increased transparency and  

control over the cash side of the balance  

sheet. Low interest rates have also played a  

considerable role in affecting market behaviour. 

For example, both liquidity swaps and repurchase 

(“repo”) trades have become a more significant 

feature of the marketplace. Not only do they 

enable insurers to further exploit their low-risk 

assets, they also allow banks to raise long-term 

funds at a reasonable cost. And as the low-yield 

environment appears set to continue, perhaps 

until 2015, insurers will be looking for new ways  

to generate greater investment performance 

from their existing portfolios of assets. 

Also affecting the cash investments market  

is the ongoing European debt crisis and  

accompanying volatility. The turmoil around 

sovereign debt has exacerbated the decline of 

yield at the front end of the curve and induced 

many insurers to lower their sights away from 

long-term profit goals and to focus on the more 

immediate need for capital preservation. 

This spotlight on capital preservation has, in 

turn, increased the amount of attention being 

paid to counterparty risk. Not only are we  

seeing increased due diligence on both sides 

for even relatively small transactions but, in 

an effort to avoid the penalties associated 

with having too much concentration risk with 

counterparties, insurers of all sizes are looking 

to achieve greater diversification in their cash 

investment strategies.

But how best to diversify? One solution is to 

spread cash not just over deposits, money  

market funds and separate accounts, but also 

across the interest-rate curve as well. Certainly, 

in a long-term, low–interest-rate environment, 

there is little benefit to be had from concentrating 

cash investments at the front end of the curve. 

But by “tiering” cash into three separate pools 

staggered along the curve (with the first for 

money market funds, the second for enhanced 

cash or ultra-short paper, and the third for  

one-to-three or one-to-five year paper or 

matched funding), additional yield can be found.

But regardless of the approach taken toward 

portfolio diversification, it is clear that greater 

transparency is the key to success. Not only will 

investment clients require a readily available 

“look through” into money market funds, but  

insurers themselves will need improved  

transparency if they are to achieve greater control 

over their cash portfolios and successfully adapt 

to the market’s dramatic upheavals.

A Lot to Ask
Market factors such as high volatility, shrinking 

liquidity, low yields and increasing regulatory 

pressures have made it apparent that investors 

of all kinds should take a much more active 

role in their cash holdings. The question for the 

insurance sector in particular, however, is how 
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to achieve better cash management alongside 

preparations for Solvency II. In light of both  

current market complexities and upcoming  

regulations, insurance firms may find it a 

struggle to combine successful compliance 

with investment optimisation. In preparation for 

Solvency II alone, insurers will need to anticipate 

the cost, both financial and in terms of time, of 

achieving compliance without detracting from 

both short- and long-term investment goals. 

Combine this with a tough investment market  

in general, and insurers could be forgiven for  

feeling overwhelmed.

 

A Helping Hand
One solution is to join forces with an investment 

servicing company. Such companies provide tools 

to assist insurers in, for example, achieving  

compliance. By making use of these tools – thereby 

alleviating the burden – insurance companies can 

gain the freedom to concentrate on their core 

business. The fact that such administrative  

activities constitute the core activities of  

investment servicing firms means that such 

tasks can be successfully executed with a much 

greater level of dedication – leveraging high levels 

of specialist expertise and experience to produce 

seamless service and expeditious results.

Furthermore, a leading investment servicing 

firm will be able to offer a full range of services, 

from asset and risk management to advisory 

and asset servicing solutions, with the aim of 

anticipating and addressing the entire spectrum 

of challenges affecting the insurance market.  

So for insurers looking to maintain their  

competitive edge – despite tough and fast-

changing conditions – such a partnership  

can be beneficial in more ways than one.

But what to look for in a partner? The ability 

to provide technological solutions that bring 

transparency to insurers’ treasury flows is of 

course key, as is the use of highly rated entities 

to reduce the cost of capital. But insurance firms 

should also demand a reliable and well-respected 

asset servicing company that can offer a full 

range of solutions – from deposits, separately 

managed accounts, MMFs, MMF portals and 

access to the repo market – and tools, including 

those that optimise cash management on a 

more day-to-day basis (for example by reducing 

mismatches between intraday inflows and  

outflows in order to minimise overdraft charges).  

In the wait for Solvency II, and as low interest 

rates and high volatility levels continue, it is 

likely that insurers will face a tricky market for 

some time to come. But as firms look to balance 

regulatory compliance with the need for greater 

transparency, they should take heart from the 

fact there are a wide range of instruments and 

solutions available – more than they may have 

previously considered – to help ensure they  

are in the best possible position to ride the 

upheavals in the financial landscape.

BNY Mellon is a corporate brand of The Bank of 

New York Mellon Corporation and may also be 

used as a generic term to reference the corporation 

as a whole or its various subsidiaries. Products and 

services may be provided by various subsidiaries 

and joint ventures of The Bank of New York Mellon 

Corporation, which may include The Bank of New 

York Mellon, a banking corporation organised 

and existing pursuant to the laws of the State of 

New York and operating through its branch at 

One Canada Square, London E14 5AL, England.  

Registered in England and Wales with FC005522 

and BR000818 and authorised and regulated in the 

UK by the Financial Services Authority. The Bank of 

New York Mellon assumes no liability whatsoever 

for direct or indirect damages or losses resulting 

from the use of this article, its content or services.

Material contained within this article is intended 

for information purposes only. It is not intended to 

provide professional counsel or investment advice 

on any matter, and is not to be used as such.  The 

views expressed within this article are those of the 

contributors only and not those of The Bank of New 

York Mellon or any of its subsidiaries or affiliates, 

and no representation is made as to the accuracy, 

completeness, timeliness, merchantability or fitness 

for a specific purpose of the information provided in 

this presentation.

This article, which may be considered advertising, 

is the property of The Bank of New York Mellon 

(“BNYM”) and is provided solely for informational 

and educational purposes. The contents of this 

article may not be reproduced or disseminated in 

whole or in part in any form without the express 

written permission of BNYM. BNYM does not 

guarantee the accuracy of any information 

contained herein and cannot be held liable for 

any errors or omissions in or reliance upon such 

information.  All information herein is subject to 

change without notice. The information contained 
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herein does not constitute the rendering of legal, 

tax or accounting advice or other professional 

advice by BNYM or any of its subsidiaries or 

affiliates. Any discussion of tax matters contained 

in this publication is not intended or written to 

be used, and cannot be used, for the purpose of 

avoiding penalties under the Internal Revenue 

Code or promoting, marketing or recommending to 

another party any transaction or matter. This is not 

an offer or solicitation of an offer to buy or sell any 

financial product or service or to participate in any 

particular strategy. Prior results do not guarantee 

a similar outcome. Any price or other data used for 

illustrative purposes may not reflect actual market 

conditions.

A version of this article first appeared in the June 

2012 issue of Trade & Forfaiting Review.
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Spotlight on Services

While globalisation has theoretically made the 

world smaller and more easily accessible,  

cross-border payments processing remains 

a complex task. The ever-growing need for 

increased efficiency, security and transparency 

of payment flows – not to mention compliance 

with regulations that differ from country to 

country – has led to notable changes in global 

payments solutions. 

The most significant developments are in  

the various ways in which cross-border wire 

payments may be converted into the local  

currency of the beneficiary, prior to delivery.  

As a leading clearing bank, BNY Mellon is at  

the forefront of international payments services, 

with a range of solutions designed to help our 

clients navigate the challenges posed by ever-

changing market dynamics. One such offering is 

our Preferred Correspondent Payment Routing 

(PCPR) process. This is a key element of our 

broader Payment Decision Services (PDS) – all 

of which are geared towards increasing the 

efficiency and cost-effectiveness of foreign 

exchange conversion practices. (Please see the 

article titled, “Managing the Changing World of 

International Payments” on page 18 for more  

information on recent developments to our PDS 

service.)

PCPR is a local currency conversion solution 

that efficiently handles international payment 

conversions by redirecting the (eligible)  

payment through a specific local intermediary – 

or “preferred correspondent.” In order to ensure 

that only suitable payments are redirected to 

the service, PCPR is designed to work strictly 

within the parameters of the market in  

question, as well as according to beneficiary 

bank guidelines. Payment eligibility filters are 

consistently updated to prevent sensitive  

payments from being rerouted and to  

minimise market errors.

The Reciprocity Standard
Now live in France, Belgium, the Netherlands, 

the UK, Australia and Malaysia, the PCPR  

process is a partnership or reciprocity  

opportunity that leverages the value of  

the USD payments that we send and receive  

on behalf of our client base in a particular 

country. The eligible payments are rerouted 

through a trusted domestic intermediary bank 

and converted into the local currency prior to 

beneficiary bank delivery. 

This has two major benefits. Firstly, the  

process can generate considerable efficiency 

gains by streamlining the conventional  

payments operating model. This reduces cost 

and complexity by decreasing the number of 

Continued on next page.

Cross-border Payments: Making the Connection
Leveraging Local Market Knowledge with Preferred Correspondent  
Payment Routing
By Michiel Radder, BNY Mellon Treasury Services Relationship Officer, Benelux & France
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links, contacts and back-office practices needed 

to convert the payment; has the additional 

advantage of optimising reconciliation and 

reporting practices; and, in some cases, can 

create revenue streams. Secondly, it allows us to 

deepen our relationships with local operators.

Indeed, BNY Mellon has long been a proponent 

of strong relationships between local banks  

and global providers, and understands that 

combining the best of what both have to  

offer is key to addressing evolving end-client  

needs in turbulent economic times. Sustainable  

success, for all institutions, lies in collaboration 

and partnership.

As a global organisation with a well-established 

correspondent banking network, cross-border 

payment conversion is something that,  

technically, we could undertake without a  

preferred partner. However, solutions are  

based as much on local market understanding 

as geographic reach or technological strength.  

Our preferred correspondents can thus prove 

vital to the success of the PCPR system.

Leveraging local knowledge can benefit all  

involved parties. Local banks can ensure that 

their needs are met by making them heard at 

the global level, and global institutions stand  

to gain from the type of local market insight  

that usually comes as a result of having a  

historical local presence. This two-way  

exchange of knowledge and value has been 

missing from local-global bank partnerships 

for some time now, and must be rectified if 

the challenges facing cross-border payments 

processing are to be overcome.

Reciprocity is a crucial element of the PCPR  

offering and is a reflection of our overall  

approach to partnering with indigenous banks 

in markets across the world. All stakeholders 

stand to gain – not not just from the PCPR 

process itself, but from the fact that it can act as 

a gateway to future opportunities. As the world 

of international payments continues to develop, 

services like PCPR can lead to optimum  

transaction efficiency for both client banks  

and the countless beneficiaries of  

conversion-eligible payments.

For more information on the PCPR process, 

contact your local BNY Mellon Treasury Services 

Relationship officer. 

A version of this article initially appeared in the 

October/November 2011 issue of emeafinance 

magazine, www.emeafinance.com.

Managing the Changing World of International 
Payments
FX Payment Decision Services
By Jennifer Stanley, BNY Mellon Treasury Services Vice President of Marketing and Payment Redirection Product Manager

While globalisation has made the world a 

smaller place, many organizations – even those 

with a well-established domestic footprint – still 

require an extended geographic reach and  

enhanced payments infrastructure to support 

their global business activities. At BNY Mellon, 

we began to notice a growing trend among our 

correspondent bank clients to use their  

domestic currencies to effect international  

payments. In order to support this development, 

BNY Mellon launched its FX Payment Decision 

Service – Nostro Deposit (FX PDS-ND).

This was back in 2007 and, initially, FX PDS-ND 

was offered to our bank clients who wished to 

use their local currency to pay U.S.-based  

beneficiaries in USD. As foreign currencies can-

not be cleared in the U.S., and only USD  

can be paid over the U.S. clearing and  

settlement systems, it was only natural that 

BNY Mellon – one of the world’s major USD 

clearing banks – should implement a solution. 

A simple procedure to initiate, FX PDS-ND 

eliminates the need for any additional system or 

procedural development on the remitting bank’s 

behalf. Using our payment decision engine, we 

are able to convert eligible payments to USD at 

the daily fixed exchange rate, process them, and 

deliver the payment to the U.S.-based beneficiary 

by Fedwire, CHIPS or book transfer. Given the 

scale of BNY Mellon’s USD book transfer and 

clearing business, this was a natural choice. No 

charges are made to the remitting bank; rather, 

a charge is deducted from the total payment 

amount, an agreed portion of which we propose 

to rebate to our clients. This charge is an agreed 
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Continued on next page.

percentage of both the deduction made from  

the payment and of the FX revenue derived  

from the spread.

Changing Dynamics
Yet times change. Since the initial service  

introduction, market dynamics have shifted 

significantly, making even more flexible and 

comprehensive payments solutions necessary. 

To help our clients navigate these changes, 

BNY Mellon decided to expand the existing FX 

PDS-ND solution to offer the same currency 

conversion service regardless of the originating 

currency or the destination country. The result: 

FX Payment Decision Service (FX PDS).

The development of the FX PDS payment- 

decisioning technologies, and subsequent  

introduction of the service, follows a period  

of extensive research and strategic decision 

making. The roll-out follows a carefully  

phased agenda, and takes a strategic view  

of working with our partner banks as  

collaborative correspondents.

The first phase of the service launch – FX PDS-USD 

– is for the conversion of USD payments into the 

native currency of the beneficiary country.  

The second step is intended to support the 

conversion of any currency.

FX PDS-USD
Whatever the originating currency or  

beneficiary location may be, FX PDS converts 

the payment to the local currency preemptively. 

FX PDS technology determines whether or 

not a payment routed to a beneficiary will be 

eligible to be converted to the local currency 

of the beneficiary’s residence. As in the case of 

the original FX PDS-ND, BNY Mellon captures 

the FX spread that would otherwise be earned 

by the beneficiary’s bank, and shares this new 

revenue with our partner banks. Considering the 

scale of BNY Mellon’s global reach, potential 

transaction volumes are significant.

Although FX PDS-USD will use a comprehensive 

set of decision criteria, BNY Mellon is  

systematically building its comprehensive  

database of bank-specific data to determine 

when to convert to a local currency to strive to 

lessen the risk of returned payments.  

Accordingly, it is taking an “opt-in” approach 

where conversions are made only when  

BNY Mellon is certain of a positive result. 

Such a tactic is an alternative to converting all 

payments and gradually “opting out” the ones 

known to be problematic. We understand that 

this same “opt-out” approach has caused issues 

for some institutions, to the extent that some of 

their partners have abandoned the service.

Not wishing to make the same potential errors, 

our plan – in line with our goal to run this  

process to minimise any disruptions – is to 

take a carefully planned opt-in approach with 

payment conversion. This is where experience 

gleaned from our Preferred Correspondent  

Payment Routing (PCPR) service will come  

into play. PCPR is a revenue and reciprocity 

opportunity that leverages the value of the USD 

payments sent by BNY Mellon, as well as the 

deposits it receives, for its client base in a  

particular country. The payments are then  

rerouted through a specified intermediary bank 

in the country in question, and the payments  

are converted to the local currency prior to 

beneficiary bank delivery.

The correspondent bank arrangements forged 

for PCPR will be utilized for FX PDS to apply 

insights into specific countries’ local currency 

conversion practices. In addition, we intend  

to further expand our working knowledge of 

local currency conversion by establishing a 

supplementary process – a review queue – that 

will verify payments before releasing them for 

conversion. (Please see the article titled, “Cross-

border Payments: Making the Connection” on page 

17 for more on BNY Mellon’s PCPR service.)

This same review will be employed to gauge 

future eligibility, should there be a problem with 

returns or a need to exempt payments intended 

for conversion to local, nonconvertible  

currencies. BNY Mellon will also be utilizing 

data from consultants that supply indicative 

beneficiary bank account structures for specific 

banks, to help determine eligible payments as 

conversion into new countries commences.

The Future of International 
Payments
FX PDS combines our high quality of client  

service with our strengths as both a leading 

clearing bank and one of the “world’s safest 

banks” (Global Finance, 2012). For our bank  

customers, the benefits of this service are  
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numerous. For sending banks, FX PDS  

provides a single bank to convert all of their 

eligible payments.

Potential transaction volumes are also  

significant, and although such volumes will  

be built up over time, as the programme  

follows a carefully phased ramp-up schedule 

incorporating eligible currencies, countries 

and beneficiary accounts over an agreed time 

period, customer benefits start to accrue from 

day one, with no up-front cost.

As the world of international payments  

continues to develop rapidly, FX Payment 

Decision Services can be the key to optimum 

transaction efficiency for both our client banks 

and the countless beneficiaries of conversion-

eligible payments.

For more information on BNY Mellon’s FX PDS 

solution, please contact your local Treasury Services 

Relationship officer.

BNY Mellon Client Service:  Setting the Standard
Developing Collaborative, Local-global Partnerships is Key
By Karen Braithwaite, BNY Mellon Treasury Services head of Client Service – Asia-Pacific, Latin America and Europe, Middle East & Africa 

Transaction banking is commoditized, meaning 

that – to stay relevant and competitive – banks 

need to focus on delivering a differentiated 

client service experience. This makes the bank-

centric “product push” irrelevant; the focus  

has moved instead towards a collaborative  

and personalised model that aligns with the  

transaction cycle.  

Strong client service results from pre-empting 

client needs and showing rapid reactivity when 

the unexpected happens. To succeed, such 

a proactive approach requires both detailed 

knowledge of the client and the necessary  

technology capabilities to address even the 

most complex of client concerns. 

This is a lot to ask of any one service provider, 

especially in light of the many pressures banks 

face – pressures exacerbated by external influ-

ences such as widespread financial instability, 

the universal drying-up of credit lines, and 

increasing regulatory requirements. Yet  

ensuring that clients reach their commercial 

goals regardless of any upheavals in the  

economic or regulatory landscape is at the  

core of client service. This means that client 

service must form the focal point of a bank’s 

proposition: it must act as both the first point 

of contact and as the access channel to the 

payments, liquidity and network management 

solutions corporate clients need to keep  

commercial cycles turning and to sustain  

business expansion. 

Fulfilling such a remit requires four components. 

First is knowledge. The ability to guide and  

support clients through turbulent times depends 

not only on a sound understanding of clients’ 

businesses, but also local financial market 

expertise and a solid grounding in transaction 

processing practices at a global level, which is 

where help may be required. 

Second is an on-the-ground presence in the 

markets in which clients operate. Yet very  

few – if any – organisations today have the  

capacity to construct a global proprietary  

network, making this a challenge for local  

banks, albeit a challenge they must address if 

they are to nurture their client relationships and 

become local providers of global experience. 

Again, help is required.

Third is a collaborative approach to the  

development and implementation of solutions. 

Standardised bank products are giving way 

to innovative and flexible solutions tailored to 

suit both individual client needs and differing 

local markets. Such a “high-touch” approach is 

dependent upon open and ongoing client  

communication and feedback.

Finally – and unavoidably – there is the issue of 

technology. The ever-widening technology gap 

between specialist global providers and local 

banks means that many smaller providers will 

be unable to offer the sophisticated solutions 

that corporate clients now require and expect.  

Any successful client service offering must 

combine a personalised and local service with 

a global capability. And while local banks are in 

prime position to offer their domestic clients a 

personalised service, many will be hampered by 

the increasing burden of regulation, which limits 
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their ability to offer global standard solutions. 

This is not solely in terms of technology, but 

rather within the entire client service experience. 

The BNY Mellon Standard
It is here where a collaborative partnership 

with a global bank can play a key role. Working 

closely with a trusted and experienced provider 

of global transaction banking solutions – such as 

BNY Mellon – is an effective and efficient way 

for local banks to offer superior client service. 

Not only can such institutions provide access to 

sophisticated and innovative technology  

solutions, they can also offer consultative  

services that allow local banks to benefit  

from their experience. 

With a deep understanding of the power of 

local market expertise, BNY Mellon realizes 

the importance of strong, local bank-corporate 

relationships. While innovative technology and 

sector expertise are crucial components of our 

core service offering, we also pride ourselves on 

our understanding of the vital role local banks 

play in the global financial ecosystem. Leveraging 

off this expertise lies at the heart of our flexible 

partnership offerings, and all of our solutions are 

geared towards helping local banks overcome 

market challenges to become consistent, reliable 

and agile providers of personalised, client-centric 

solutions and services. 

For more information on the importance of 

client service in developing local-global bank 

partnerships, and how moving towards a 

collaborative and personalised approach can be 

a key area of differentiation between providers, 

view Karen’s video on the subject at http://www.

bnymellon.com/helpingyou/treasuryresearch/

index.html. 

Increased consumer demand for mobile banking 

and payment solutions is converging with  

organisations’ desire to accelerate receivables 

and increase access to cash, resulting in solutions 

designed to address both. As part of BNY Mellon 

Treasury Services’ comprehensive suite of 

consumer receivables services, our ClearTran 

Mobile EBPP solutions feature advanced client 

notification and payment capabilities via mobile 

devices that merge market need with an  

organisation’s individual technology requirements.

Depending on the setup that fits an organisation’s 

needs, ClearTran Mobile solutions can be  

configured to include the following capabilities:

•	 	B2B Mobile Web Payments – Facilitate 

 payment acceptance for field personnel or 

 other types of mobile workforces to  

 receive payments for new policy holders 

 and existing customers.

•	 	B2C EBPP Mobile Web – Deliver bills and 

 invoices optimized for access via a mobile 

 Web browser to a customer’s consumers.

•	 	B2C EBPP Embedded Mobile – Allow  

 consumers to access and pay bills and 

 invoices via a downloadable native app.

•	 	B2C SMS/Text Notifications – Send “your 

 bill is ready to view” notifications to a 

 consumer’s mobile device with message- 

 device arrival confirmations.

•	 	Mobile API – Allow clients with existing 

 mobile Web payment capabilities and 

 embedded app interfaces to integrate with 

 ClearTran’s distributed software library to 

 enable BNY Mellon to accept payments and 

 deliver accounts receivable posting files.

Completely customisable, ClearTran’s mobile 

payment solutions offer a range of flexible 

installation and configuration options to fit 

virtually any payment processing environment. 

Adding a mobile capability into ClearTran’s suite 

of electronic payment processing solutions is 

a logical extension for answering your clients’ 

evolving payment needs.

For more information on how ClearTran can help 

your organisation get on the mobile payment  

track, contact your local Treasury Services 

Relationship officer.

The ClearTran Blueprint for Meeting Your Mobile 
Payment Solution Needs
Speed Cash Flow, Strengthen Collections and Improve Client Satisfaction
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BNY Mellon’s iDeal Forex® Expands to Support 
Clients Globally
FX Solution Aids Cross-border Payment Process

BNY Mellon Treasury Services has expanded its 

iDeal Forex service for cross-border payments 

involving foreign exchange (FX) transactions. 

Previously focused on payments originating in 

the Americas, the Web-based, user-friendly 

application is now also available to clients in 

Europe, the Middle East, Africa and Asia-Pacific.  

The service, which combines the electronic 

payment processing capabilities of BNY Mellon 

Treasury Services with the FX trading capabilities 

of BNY Mellon Global Markets, delivers a fully 

integrated solution for clients making cross-

border payments. Service features include:

•	 	the ability to manage the FX-related  

 aspects of commercial payments and 

 receipt processing online; 

•	 	Web-based initiation and authorization of 

 cross-border payments; 

•	 	currency conversion based on real-time FX 

 rates supporting more than 70 currencies; 

 and 

•	 	maintenance of payment instructions used 

 for ad hoc or repetitive payments. 

BNY Mellon clients can make payments via 

wire transfer or drafts, initiated via either iDeal 

Forex’s intuitive Web interface or file upload. 

The service also provides a wide array of 

informational and reporting services, including 

beneficiary e-mail notification.

“The expanded availability of iDeal Forex for our 

clients worldwide is another example of how 

we’re collaborating across BNY Mellon’s  

businesses to enhance the delivery of Treasury 

Services to our clients on a global basis,” said 

Susan Skerritt, executive vice president and 

global head of Business Strategy & Market  

Solutions for BNY Mellon Treasury Services.  

“FX conversions are key to global payment 

processing, and this expansion in the availability 

of iDeal Forex is part of a larger, strategic effort 

to leverage BNY Mellon’s strengths in payments 

and global markets to the benefit of our clients.” 

“Partnership and collaboration have always  

been hallmarks of our delivery of FX trading 

services to our Treasury Services clients,”  

said Frank Pusateri, head of Corporate Foreign 

Exchange Sales for BNY Mellon Global Markets. 

“This expansion of iDeal Forex extends the  

service’s geographic reach and demonstrates 

BNY Mellon’s commitment to delivering  

seamless FX service enhancements.”  

BNY Mellon Global Markets includes the 

Foreign Exchange and Derivatives business of 

The Bank of New York Mellon together with 

the securities business of BNY Mellon Capital 

Markets, LLC, an SEC registered broker dealer.* 

These three businesses provide products for 

corporate, institutional and high-net-worth 

investors to access liquidity, execute investment 

 and hedging requirements and manage risk.   

With foreign exchange sales and trading desks 

in New York, Boston, Pittsburgh, London,  

Brussels, Hong Kong, Tokyo, Taipei, Seoul  

and Shanghai, BNY Mellon Global Markets  

has access to more than 100 countries. It is 

recognized by industry publications as a  

global leader in FX research and FX technology.  

BNY Mellon’s derivatives business offers  

hedging products based in the interest rate, 

currency and equity markets, and BNY Mellon 

Capital Markets underwrites and transacts on 

Exchange and over-the-counter markets in a 

broad range of debt and equity securities.

For more information on our expanded iDeal Forex 

solution, please contact your local BNY Mellon 

Treasury Services Relationship officer.

*BNY Mellon Capital Markets, LLC is an indirect, 

wholly-owned subsidiary of The Bank of New York 

Mellon Corporation and a member of FINRA and SIPC.
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Treasury Around the World

Prior to the June 2009 pilot scheme by  

Chinese officials to establish the renminbi 

(Rmb) as an international reserve currency, 

transactions between Chinese companies and 

their foreign counterparties were denominated 

almost solely in U.S. dollars (USD). As a result, 

the international trade markets had had very 

little exposure to the Chinese currency. But  

this is beginning to change as plans to  

internationalise the Rmb progress. 

The scheme has, certainly, come a long  

way since the roll-out of the preliminary  

proposal, which allowed cross-border trade  

to be settled in Rmb between a select number 

of Chinese enterprises and their overseas trade 

counterparts in just five mainland cities. The 

initiative has since been expanded to include 

all Chinese provinces and all countries across 

the globe, heralding a development that has the 

potential to revolutionise cross-border trade 

with China. 

While corporates seeking to work with  

Chinese entities or expand into China  

have every reason to be positive about this 

development, it is not without its challenges. 

Rmb trade settlement can improve supply chain 

visibility (by increasing pricing transparency), 

reduce foreign exchange costs and shorten 

settlement cycles. But the path to full  

internationalisation and convertibility is unlikely 

to run smoothly. 

Barriers to Rmb Internationalisation
Although the primary intention of the  

internationalisation and convertibility of the 

Rmb is for export settlement, data from the 

People’s Bank of China (PBOC) indicates that  

almost 90 percent of cross-border trade settled 

in Rmb in the first quarter of 2011 involved 

China’s imports. This may be partly  

explained by the fact that the Rmb remained  

undervalued, leading some companies to  

continue to hold Rmb or delay payments to 

benefit from anticipated currency appreciation. 

While this is expected to gradually rectify itself 

as the advantages of Rmb trade settlement 

become more widely understood and  

appreciated, the snags and setbacks that  

stem from China’s macroeconomic situation  

are not quite so readily resolved. 

China’s economy is challenged by an asset 

bubble (real estate, in particular) that is leading 

to price fluctuations, rising onshore inflation, 

and higher funding costs for domestic banks 

that come as a result of trying to keep inflation 

in check. As inflation drove up manufacturing 

costs – and therefore impacted competitiveness 

– it became a key area of focus for the Chinese 

government, temporarily taking precedence 

over Rmb internationalisation. Now that infla-

tion is somewhat under control, however, the 

Chinese government is making a renewed effort 

to ramp up the Rmb initiative. This is despite the 

short-term economic hurdles and the  

 

The Internationalisation of the Rmb
Benefits, Challenges and Future Developments 
By Fred Dicocco, BNY Mellon Treasury Services Market Manager, Asia-Pacific

Continued on next page.
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possible impact of a potential policy change  

resulting from scheduled changes to the  

Chinese leadership. 

Measures are now in place to enhance two-way 

investment, increase cross-border trade activity 

and build incentives for the use of Rmb over USD 

for financing purposes. With such benefits in 

mind, trade entities – and their cash management 

providers – should make efforts to size up the 

Rmb market, particularly as regulatory  

complexity renders this a significant and  

labour-intensive challenge. 

Striking a Difficult Balance 
Having said this, the intellectual and technical 

challenges associated with this burgeoning  

sector may mean that true expertise and  

capability will be the domain of specialist  

global providers of cross-border payments  

solutions. This is because smaller cash  

management providers are unlikely to be  

able to dedicate the time and resources  

required to keep abreast of developments and 

the resulting technology requirements. 

The timeline for Rmb convertibility adds  

weight to this argument. While 2015 is the 

proposed target for full convertibility, the 

Chinese government is taking steps to develop 

the offshore market while simultaneously tightly 

controlling the onshore market. This is no mean 

feat and may indicate that 2020-25 is a more 

realistic time frame. Should this prove to be the 

case, many smaller cash management providers 

may find that they have more immediate  

concerns to address and they and their corporate 

clients may fail to reap the full rewards that the 

internationalisation of the Rmb can bring. 

One way to resolve this issue would be for 

smaller providers to partner with global  

cross-border payments specialists. Doing  

so would allow them to capitalise on  

opportunities the internationalisation  

presents without proprietary technology  

development costs, but with the knowledge and 

expertise needed to be a successful operator 

and innovator in this burgeoning area. 

As the market opens up, the benefits for 

corporates of the Rmb internationalisation will 

go beyond trade settlement cost and efficiency 

gains, eventually extending to investment  

opportunities and products designed to hedge 

risk and provide returns. Though still in the  

nascent stages, one such opportunity is the 

development of the Rmb as an asset class in 

the form of so-called “Dim Sum” bonds. Named 

after the bite-size delicacy, these bonds are 

denominated in Rmb and issued in Hong Kong. 

They appeal to foreign investors who desire 

exposure to Rmb-dominated assets but are 

restricted from investing in domestic debt 

because of China’s rigorous capital controls. 

At such an early phase of development, most 

potential investors would benefit from expert 

guidance and consultation before entering the 

emerging space. 

The Future of the Rmb
The internationalisation of the Rmb is a bold 

move, and may bring benefits to all seeking to 

operate in China and trade with local entities. 

Benefits for suppliers include faster payment 

cycles and lower costs with regards to currency 

hedging, while buyers can benefit from a 

reduced administrative cost and burden when 

making Rmb payments. Exporters also stand to 

gain, since transactions can be carried out more 

efficiently as fewer government organisations 

will need to be consulted prior to completion. 

While internationalisation plans have suffered 

some difficulties and delays, there have been 

some key developments, notably the bilateral 

country arrangements negotiated to ensure 

adequate Rmb liquidity in international markets. 

Japan is the most recent party to such an  

arrangement, with direct Yen-Rmb exchange 

now displacing USD as the intermediary  

settlement currency. Looking from Asia to  

Europe, London is currently lobbying to be the 

next ”official” offshore location behind Hong 

Kong, with bankers’ associations prompting  

the Bank of England to negotiate currency  

swap arrangements with the PBOC. 

As promising as these developments are, it  

is important to keep sight of the potential  

challenges ahead. The Rmb depreciated in  

value at the tail end of 2011 and potential 

changes in fiscal policy – as a result of a change 

in leadership or ongoing economic challenges in 

China – may alter the timing of planned  

internationalisation. But given the positive 

impact the internationalisation of the Rmb can 

have on trade with China, it is in the interest 

of the banking community to work together to 

ensure that trade entities worldwide can fully 
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Continued on next page.

benefit from the initiative regardless of any 

future hurdles. 

Material contained in this article is intended for 

the purposes of general information only. It is not 

intended to be a comprehensive study of the subject 

matter, nor provide any treasury services advice, or 

any other business or legal advice, and it should not 

be used or relied upon as such. The views expressed 

herein are those of the authors only and may not 

reflect the views of BNY Mellon.

This article initially appeared in the April 2012 issue 

of gtnews.com.

Faced with the dilemma of investing in new 

technology at a time of pinched profits, limited 

capital expenditure budgets and increased client 

demand, many Indian banks are considering 

outsourced solutions from large global banks 

that have the networks and the capability to 

process multicurrency and multilocation  

payments with ease and efficiency. 

 

When India’s economy began to globalise in the 

1990s, there was a fear that Indian corporates 

would be taken over by foreign multinationals. 

Even today, there is a perception of India as a 

nation whose workforce is largely in-country 

and in service globally to foreign multinationals. 

This perception is inaccurate. Indian outward 

investment has exceeded foreign investment 

within India since 2007.

Indian companies have helped save thousands 

of jobs in the U.S. through acquisitions of local 

firms there during the past five years, according 

to a survey by industry body The Chartered 

Institute of Insurance (CII). The study revealed 

that, since 2005, nearly two-thirds of Indian 

companies have added jobs to their U.S.  

operations and more than 80 percent of  

workers at these companies were hired locally.

Relatively recent merger and acquisition (M&A) 

activity among Indian firms includes:* 

•	 	Tata Chemicals acquiring a 25.1 percent 

 stake in the ammonia-urea fertilizer  

 complex at Gabon in Africa for US$290m.

•	 	Fortis Malar Hospitals taking over  

 operations and management of a cardiac 

 centre at 170 bed Oasis Hospitals in  

 Sri Lanka.

•	 	Manipal Group’s home fragrance company 

 Primacy Industries acquiring U.S.-based 

 Midwest-CBK.

•	 	Infosys Technologies developing IT  

 services in the African continent.

•	 	Wind turbine maker Suzlon Energy acquiring 

 a residual stake in German company  

 REpower, giving it 100 percent control.

•	 	Dr. Reddy’s Laboratories opening its newly 

 expanded Chirotech Technology Centre at 

 the Cambridge Science Park, UK.

•	 	Flexible packaging firm Uflex investing 

 some US$180m to develop a green-field 

 plant in Kentucky.

There are many aspects of this global trend 

within India that are worthy of discussion. This 

piece will focus rather narrowly on a particular 

aspect, which is the orderly and economical 

management of intra-company payments and 

money transfers.

Recurrent Payment Demands for 
Indian Multinationals
When a corporation globalises, it creates for 

itself a complex set of logistical cross-border 

problems in meeting the demands of payroll, 

pension, benefits, and other periodic and  

recurring payments to employees who are  

working abroad, sometimes for extended  

periods of time, sometimes permanently.  

The manual processing of payments through  

the banking system creates high levels of 

labor-intensive activity and associated costs, 

processes both expensive and cumbersome.

Payment Solutions for Indian Multinationals
The Role of Indian Banks
By Aneish Kumar, BNY Mellon Head of Treasury Services, Indian Subcontinent
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Of particular seriousness is a lack of transparency 

and consistency. It can be exceedingly difficult to 

ensure that staff in foreign countries – even staff 

within the same foreign country – will receive 

equal compensation. Compensation amounts 

can vary unpredictably according to rates applied 

by local foreign banks. Fees for payments may 

differ also according to the instrument used 

(wire or check), variables of which the payer 

may be unaware, or have little or no control over. 

Funds availability is another troublesome issue. 

A beneficiary may wait weeks to receive funds, 

resulting in frustration and complaints to the 

payer, necessitating the payer to spend a  

disproportionate amount of time, resources,  

and effort in trying to make the process  

more efficient.

These problems are only exacerbated when 

global expansion comes through M&A, since it 

is often necessary, at least in the short term, to 

keep existing payment platforms and procedures 

in place, (e.g., different branches of the same 

company working from systems that are not 

entirely compatible). Ideally, global corporations 

would move funds internationally using a single 

file to disburse different types of transactions 

across multiple locations. They are looking to 

banks to meet these needs – to allow them to 

make recurring payments of lesser value into 

international markets using the currencies and 

payment methods they prefer.

While some Indian banks have considered 

restructuring their payment systems toward a 

single integrated solution that could process  

all payment types, including multicurrency, the 

expense involved is considerable, and some 

banks have doubts about the feasibility of a 

single solution when payments are cross-border 

and to multiple locations. Also, Indian banks 

have traditionally been conservative and loath 

to tamper with systems that have functioned 

reliably for decades and that are critical to their 

existence. Finally, many simply lack the  

necessary global reach, and Indian corporates 

are wary of relying on banks that are not well 

known globally or that lack actual experience 

with, and knowledge of, the operational,  

compliance, and pricing issues involved.

The envisioned solution for banks in India would 

be a Web-based, multicurrency, cross-border 

fund transfer mechanism that would allow these 

banks to provide real-time, foreign currency 

money transfer and settlement services to their 

clients and their clients’ employees working 

abroad. Indian banks believe, correctly, that this 

would increase the efficiency of cross-border 

multi-currency payments and reduce  

settlement risks.

Key benefits may include:

•	 	Reduced cost: banks that are strong on 

 exotic and other currencies can reduce the 

 fee and offer an aggressive exchange rate, 

 typically saving the corporate a half-percent 

 or more. 

•	 	Less time: banks with large correspondent 

 networks can compress the actual  

 payment cycle, allowing beneficiaries to  

 receive settlement proceeds, generally 

 within three to four days.

•	 	Fewer relationships: by dealing with one 

 strong bank, the process is simplified, and 

 the complexity and cost of multiple vendor 

 relationships are eliminated. Additionally, 

 higher volumes with one provider can result 

 in more competitive transaction fees.

•	 	Fewer instructions: instead of creating  

 multiple instructions for each transfer, 

 banks would provide a single file upload. 

•	 	Minimum reconciliation issues: detailed 

 status reports allow for less time spent 

 tracking payments.

The Opportunity for Banks
Banks, then, have a strong business opportunity 

in providing their corporate clients with such 

a solution, but banks themselves need to be in 

position to respond. In India, currently, this is 

often not the case. Indian banks need a single, 

transparent solution that eliminates the difficulty 

and inconsistency endemic to the process, one 

that minimises the cost, risk and complexity for 

corporates requiring an expanded number of 

currencies and relationships. These benefits can 

be delivered only with an investment of time and 

money for research and development prohibitive 

for many banks, and at a time when banks are 

finding it increasingly difficult to turn profits in 

the payments business.

The corporate clients that banks would serve 

with a payments solution are also increasing 
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market pressure on banks. They want a solution, 

but they also want:

•	 	Lower prices: corporates want banks to 

 automate as much as possible so that costs 

 are driven out of the system and excess  

 capacity is created, compelling banks and 

 their international partner banks to  

 lower prices.

•	 	A shifting payments mix: corporates want 

 to move from high-cost payment methods,  

 like checks, to low-cost electronic payment 

 methods like ACH.

•	 	Assistance with regulations and  

 compliance: compliance with new  

 regulations on financial controls and  

 money laundering has created new  

 expenses for banks without creating  

 new revenue opportunities, but corporates 

 do not want to bear any additional burden 

 of cost.

•	 	New products and channels: corporates, 

 especially multinationals with a global 

 span of payments, are looking to banks  

 to deliver new payments products, such  

 as stored multicurrency value cards,  

 account-to-account transfers, and  

 cross-border remittances.

These represent important growth areas for  

Indian banks, but an inflexible payments  

infrastructure makes it more costly and  

slow to add support for these products.  

As a result, many banks are simply missing  

out on these opportunities.

Can India Seize the Opportunity?
In response, many Indian banks are currently 

considering outsourced solutions from large 

global banks that have the capability to  

effectively process multicurrency and  

multilocation payments. But outsourcing  

is not an entirely satisfactory solution. Large-

scale outsourced solutions are often not  

customisable and don’t allow the local bank  

to provide the personalized service their  

clientele has come to expect. Outsourced  

solutions, unless white-labeled, also do not  

allow for local branding, something many  

Indian banks believe increases the trust factor  

for local corporates and enhances their loyalty.

Many Indian banks worry over questions of 

security and privacy when a large global provider 

competes for the same business, as is often 

the case. As an alternative to such outsourced 

solutions, banks might look for an offering from a 

non-competing provider.

But whatever a bank’s resources, providing  

such payment solutions is a great opportunity, a 

growing and potentially profitable business for 

Indian banks to pursue.

BNY Mellon’s Global Mass 
Payments
Global Mass Payments (GMP) is a payments  

solution that is designed to meet the requirements 

and address the issues for a bank seeking to  

provide recurring payment services to Indian  

multinationals. It is fully scalable and customisable, 

and is designed to enable Indian financial institutions 

to initiate payments for their corporate clients 

electronically on a worldwide basis. GMP can 

originate recurring cross-border payments using 

lower-cost, batch-oriented payment systems and 

it is specifically designed for in-house corporate 

payments including dividend, interest, salary, 

consultant fees, and other payment types.

GMP was specifically designed for consistent 

and transparent delivery of recurring same-value 

payments for banks that cannot afford to develop 

systems in house to provide such payment  

services to the fast-growing client base of  

Indian multinationals.

This article initially appeared in the September 2011 

issue of gtnews.com. 

*India at a Glance, May, 2011.
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