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TRADE & SUPPLY CHAIN FINANCE IN 2013

CGl stays well
ahead of the
curve with its
frade capabilities

At u fime when bunks ure looking more
closely ut costs thun ever before, one of
the bigy debutes is whether to keep invest-
ing in expensive proprietary frade plat-
forms and software or to buy d system from
specidlist tfechnology providers. Certdinly
u rationdlisution process is taking pluce in
the tfrade bunking sector. This, coupled
with the ever demandiny requirements of
corporute clients und their wider yglobul
supply chains, is driving many bunks to opt
for more efficient and flexible systems from
specidlist firms.

Independent information technology
und business process services firm CGl has
u consistently high reputation for delivering
efficiency and inhovation in trade finahce
fransaction processing. The firm’s trade
portal CGI Trade360 enubles banks to pro-

vide the full runye of truditional trade,

puyubles, receivubles und cush munuye-
ment services to their customers any-
where, unytime oh asingle, integrated aund
globul platform. It dlso drives significunt
savings by reducinyg internul operuting
costs und ullows banks to focus on yrow-
ing their business.

Kitt Carswell, senior offering manager
und executive consultunt, frade und sup-
ply chain solutions ut CGI, comments:
"Bunks cun operute their entire ylobudl
frade business through Trude360 becuuse
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it is a truly global platform. Many of our
clients struggle with certain uspects of tru-
ditionul trade, und the push to open uc-
count has been constant.

*Since 2007 we have been building on
the open account functiondlities of our
system — und we have looked ut it from the
puyubles und receivubles perspectives.
Plus the payment capubilities we have dare
pretty robust in our cash munagement
ared, Then within that we continue to drill
down further.”

Supplier portal
In a fust Moving frade sector, CGl is deter-
mined to stay aheud of the gume and en-
sure that its suite of frude-reluted products
match the requirements of the clients und
their ever chunging operdtions. In recent
developments, CGl hus infroduced the
new offerings of the supplier portul und
whut it terms its mid-murket integration.
"On the puydbles side, we have com-
pleted the circuit und now have the ubility
to approve puyubles finuhce. We have
now extended thut to on demund through
the supplier portal, says Carswell. “In that

supplier portul, we display dll the invoices,

und we provide u lot of different function-
dlities. This gives the client consideruble re-
porfing cupubility.

“Unlike other plutforms, this intfeyrates

Jonathan Bell at TXF
talks to Kitt Carswell
and Frank Tezzi at
CGl about the
robustness and
leveraging
capabilities of the
CGI Trade360
platform for trade
finance banks.
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Frank Tezzi at CGI
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the whole payments cycle together with
the finuncing. This bundles everything to-
gether in u very heut way aund handles dll
of the lidbilities. Most of our comjpetitors in
this spuce are just handling communicu-
tions between the buyers und sellers, with-
out inteyrating with the banks in u
streamlined way.”

In addition, with dll the open uccount
products, bunk customers huve now been
enhubled to uploud their purchuse orders
and invoices to the portul. Before, there
had been u focus on biy corporutes, but
the so-culled mid-market inteyration
opens it up und mukes it mMuch more uc-
cessible for that market segment us well.

Notes Carswell: *Our banks are just ap-
plying that now for their customers, so it is
u relutively hew function — but we have
been doiny that u lot lonyer in our cush
munuygement cupubilities. That hus been
very populur there, und we cun ulreudy
see it is ulso beiny well received within
open uccount.”

Frank Tezzi, vice president, trade und
supply chain solutions ut CGI, remarks:
*One of the things with our model which
makes it so unigue in terms of dll the func-
fionulities, is that dll the customers have
access to it. To have this system at their
beck und cull, without having to puy for
additional functions or licences, ullows
them fo leveruge the usset in different
ways. And it mukes it very eusy for them to
cross-sell und grow their business.”

Client collaboration

Key to the CGlI success story und to the
products’ further developments is provid-
ing relevant functiondlity on < regular basis
through three releuses per year us part of
the buse fee. Listening to the requirements
of the bunks is dlso a Major part of this
fprocess.

*Our customers work very closely with
us, so that what we are delivering fits intfo
their roadmap and is relevunt to their
strategies and gouls,” reveadls Carswell.

Part of the success of the development of
the trade finunce offering from CGl is that
the compuny is in regular communication
with their customers in u highly construc-
five way.

Cuarswell further explains “We have a
set of collubordation ygroups or advisory
groups, und these ygroups yo from very
senior executives to product executives
that work with us to define strateyic initiu-
tives. And we actudlly work dll of this input
ucross dll of the bunks — which is uguin
guite unigyue. All the bunks roll up their
sleeves und yet together to work through
these initiatives so that the resultant input
is what they need in tferms of enhunce-
ment to the plutform at any yiven fime.
The product is always aligned to the busi-
ness struteyies of our client banks.”

Tezzi usserts: “And thut is the key differ-
entiator to the model. We work us u part-
nership. We ure the true tfechnoloyy
partner uarm of the bunks. We dre ut u
much deeper level of cohversution
around how they ure driving their business,
what their strategy is, how they are grow-
iny their business und | think that’s instru-
mental fo what we are delivering to the
market place for our clients. We muke sure
what we deliver is redlly relevant.”

Carswell dlso points out: "We dlso huve
u lot of requests directly from individual
bunks. We do three releases u year,und in
addition we dare constuntly putting hew
cupubilities into the plutform. So the cupu-
bility of the plutform grows quite quickly
with responses to the murket pluce.

"Becuuse we have this flexible service
—uhlike u licehsed product where you muy
yget u hew releuse once every 18 months,
with us and the three reledses per year
everybody hus it ucross their entire ylobul
network almost instantly. So wherever they
dre doiny business on the plutform they
have the dbility to use whutever new cu-
pubilities have been included in that re-
leuse instantly.”

Tezzi udds: "The model is u mix. All the
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clients get the functionaility, without an in-
creuse in cost. Some of the smdaller bunks
may not need it,but it is there in cuse they
do move into thut part of the platform.”

Integrated payables product

With ever increusing humbers of suppliers
und buyers in the corporute supply chauin,
fransactiondl frade humbers dre increus-
ingly rapidly. Automation und bundling is
becominy essentidl to muintuin and fur-
ther develop puyment efficiencies.

To help bunks in this ureu, CGl hus de-
veloped o hew product. Carswell ex-
punds: “We dre dlso working on our
infeyruted puyubles product. Whut that
will do is tuke puyubles und work them on
u portfolio busis. And on uny givenh day the
system is determining whut puyment is
necessury. All of this becomes struight-
through processing, muking it very efficient
indeed. We cun handle several thousund
beneficiaries in one puyment. It is dedling
with everything on a portfolio busis und
gives clients major benefits.

*The cupubility of using SSI from SWIFT
und other externdl bank rules thut we
have implemented to muke dll the puy-
ments straight-through will dll be utilised -
which it dlreudy is for payments systems in
cush munugement - for the new inte-
yruted puydbles to muke it extremely effi-
cient.

“Becuuse it is dedling on u portfolio
busis, and maukiny everything automated
und more efficient, there is very little oper-
ationdl loud on the bunk — so we cun offer
u fremendous service to the customer.
They cun turn everything over to us und
we cun hundle it for them on un extremely
efficient busis. We can bundle together dif-
ferent kinds of solutions und thut is one of
the powers of un intfegrated platform.”

And Tezzi points out that a humber of
existing baunk clients are now looking
across the breudth of what CGl is provid-
ing on the frade side from d product func-
fiondlity perspective, und tulking tfo
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different units within their bunk about how
they cun use some of those functions.

The convergence of cash and trade

In an interesting theme which further
shows the merging of cush und frade
under the CGl portdl, Curswell expluins: “A
lot of the uctivity on the receivubles side is
viewed by mauny buanks us being on their
cush maunugement or freusury maunuye-
ment side, us opposed to the puyubles
side which is viewed us reluted to the
frade areu.

"So we have clients that we are servic-
ing on the sume inteyruted platform that
are totdlly different vertical groups within
the sume bunk, und we provide these of-
ferings that they tuke out to the market
place. But it is dll infeyrated — dll on the
saume portal. So the same client is doiny
fraditional trade, puydbles, receivables
and cash management in a seamless and
consistent user experience.”

He adds: "In Asiu, in purtficular, clients
expect us to huve cush und tfrude to-
gether on the front end. Bringiny the cus-
tomer experience toyether for cush und
trade is something we ure working with our
clients to do.”

Never d firm to stund sfill, CGl recently
concluded u purthership ugreement with
Kyribu —u compuny with a robust platform
with fredasury munugement cupubility for
corporutes. Kyribu clients were seeking u
link o trade so the compuny looked for a
purtner, and rather than build it themselves
they teamed with CGl. The CGl trade por-
tdl is likely to prove the perfect comple-
ment to the Kyriba cush munuyement
portal. Once uguin, CGl moves uheud of
the curve.

CaGi
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Does your bank have the technology to
compete in a changing marketplace?

GGet ahead of the
trade finance curve
with CGl Trade360




