


In today’s environment, private banks are forced into the careful balancing act of improving the customer 
experience while managing increasing costs and regulatory requirements. Today, technology can help to 
improve staff productivity by putting the right information at the relationship manager’s (RM) fi ngertips, 
while embedding compliance tasks, tracking the interaction with clients and initiating transaction 
execution.

Traditionally frontline systems came as part of a massive front-to-back wealth management solution. Today 
however private banks are looking for point solutions that cater to their specifi c requirements and integrate 
seamlessly with the existing IT architecture, while offering fl exibility, scalability and quick deployment. 
This demands a new genre of front  offi ce solutions that connects  the RM’s frontline desktop to the core 
systems and data warehouse. 

While the implementation of the technology itself usually is not a big challenge, its success depends largely 
on a bank’s ability to modify, streamline and standardise its process architecture to enable straight through 
processing (STP). 

AG Delta’s wealth management solution is an 
easy-to-implement online e-commerce solution 
for private banks to empower their frontline staff. 
The solution has a wide range of functionalities but 
offers clients the fl exibility to cherry pick according 
to their needs as well as the scalability to add 
additional functions later on.  

Functionalities include a 360 degree client portfolio 
view, alerts, quotes and transaction history across 
all products. Furthermore it offers a single, robust, 
multiproduct distribution solution to price and 
transact a broad spectrum of investment products 
including treasury products, FX, equities, mutual 
funds, structured investments and more. It embeds 
compliance and governance controls as well as 
management dashboards to monitor business 
performance in real-time. It integrates seamlessly 
with the trading desk driving effi ciency in product 
pricing and position management. 

In short, a modern front offi ce solution helps 
banks to reduce costs through improved workfl ow automation and controls, while increasing revenue and 
profi tability by enhancing client services and optimising product pricing and execution management.
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“Private banks today have 
moved away from the traditional 
‘mothership’ solution approach 
of having a massive system that 
comes with a lot of baggage. A 
frontline system today needs to be 
light, real time, fi t for purpose and 
optimally something you can put 
online so that RMs and clients can 
reach it  directly”

Tom Askew, 
Head Technology Solution Delivery 
Wealth Management, SCB
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Standard Chartered Private Bank is the private banking division of Standard Chartered. Headquartered 
in Singapore, the Private Bank provides exciting career opportunities to over 1,200 employees including 
about 450 relationship managers globally. It has 18 offi ces including two trust offi ces in 15 cities across Asia, 
Africa, Middle East and Europe.

The Private Bank leverages the natural strengths of Standard Chartered: A heritage of over 150 years in 
international banking, an international network across more than 70 countries, and strong local presence in 
growth markets. This puts the Private Bank in an advantaged position to build and deepen relationship with 
its clients.

For more information, please visit: www.privatebank.standardchartered.com

In 2010 the bank embarked on a strategy to 
establish itself as a ‘trusted advisor’. This is the new 
core of its customer promise. A key component of 
this strategy was to provide its customers and sales 
force with better solutions and tools. 

The bank identifi ed four key areas for improvement:

1. Process effi ciency: 
Various manual processes and hand-offs between the 
front and back offi ce when transacting a deal for a 
customer created bottlenecks. 

2. Staff productivity: 
The interaction between the RM and the dealers in 
the treasury operations was dependent on ineffi cient 
phone calls to communicate pricing and product information. 

3. Lack of standardisation: 
The rollout of new products to other countries took much longer due to lack of standards beyond regulation. 
Therefore scalability and reusability were challenges.

4. Insuffi cient Business Intelligence: 
The management information system (MIS) did not work in real time and often on an ad hoc basis 
making it very diffi cult to pinpoint profi t margins of a trade and monitor RM’s profi tability.

On top of these the bank defi ned additional requirements, such as the implementation of a single platform 
across the private banking and affl uent segments, both operating on different systems, as well as the 
seamless workfl ow integration to other departments such as compliance and legal. 

Furthermore the bank was looking for a solution that could be extended to other channels such as online 
banking and mobile devices. 

Lastly the system required the ability to interface into exchanges or direct to external counterparties to get 
the best price from the market.

About Standard Chartered Private Bank

The need for a new front-end solution
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“We were looking at a number of 
diff erent projects in the wealth 
area. We recognized that we needed 
to do some work to focus on 
enabling our RMs” 

Craig Armstrong,
Global CIO for Wealth 
Management, SCB
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After an extensive evaluation process, Standard Chartered selected AG Delta’s solution for a number of 
reasons, such as the fl exibility to select only the required functionalities, its quick deployment, and above all 
the bank and the vendor shared a common vision. 

Craig Armstrong, Global CIO for Wealth Management at Standard Chartered: “AG Delta had a very clear 
vision of what they wanted to be from a solution system point of view. Looking at the vendor landscape, 
we realised that there were only two to three players that were appropriate for this region and for Standard 
Chartered. We were able to partner with them carving out the solution that we wanted, as part of a solution 
that they could then take to market internationally.”

The rollout started with foreign exchange (FX) 
and was subsequently expanded to fi xed income 
products and structured products. Moving forward 
the bank may add on dual currency deposits (DCD) 
and equity derivatives.

The frontend solution comes with a built-in 
analytics capability, provides specifi c product 
information on product rating, maturity dates, 
and pricing. It weaves in compliance, operational 
risk, legal and regulatory requirements by making 
pre-trade and posttrade documentation readily 
available to the RM. The solution also includes a 
MIS functionality providing the bank with a much 
clearer picture of RM and client profi tability.

Implementation and milestones

Although the objective was to build a RM desktop, 
Standard Chartered conceptualised it as a holistic 
ecosystem that could be the foundation for all 
channels. 

Tom Askew, head Technology Solution Delivery 
Wealth Management at Standard Chartered 
says: “We didn’t want a customer to walk into a 
branch and see a board of rates, different from 
rates provided by the RM and again different from 
those available on the internet or mobile. It would 
have been shortsighted if we did not resolve the 
integration issue up-front.” 

Moreover the bank wanted to standardize the 
process across multiple segments and across 
countries.

Challenges in the implementation process

“The RM has all the information he 
needs right in front of him. So when 
the client asks a question, he can 
instantly answer it, without saying 
‘can I check and call you back’. This is 
very powerful to the sales process.” 

Mario Choo, 
Group Head, Capital Market Sales, 
Wealth Management, SCB

“The technical challenge was not 
the platform itself, but to make 
sure we could drop it into a live 
environment across all of the bank’s 
channels. We had to develop and 
evolve our environments to dovetail 
with what we want to be able to 
deliver in the future.”

Craig Armstrong
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Pricing effi ciency: 
An average FX transaction, gives the bank about 5bps of revenue. With 
the new system this doubled to almost 10bps. The main reason for this 
improvement is that RMs decide on the spread they make for the bank 
and how much of it is passed on to the client. The new system provides 
RMs with a suggested spread, based on the size of the transaction and 
the relationship with the client. The decision is still up to the RM to deviate 
from the suggestion, but the supervisor will know and be able to react if 
RMs give away too much to their clients.

Turnaround times: 
Transactions between RM and FX dealer were transformed into pure 
execution. While it took 5 minutes to get an indicative quote in the past, 
the entire turnaround time of a trade has come down from1 minute to 30 
seconds. 

For fi xed income products, turnaround times improved from 15 minutes 
to 5 minutes, because RMs no longer have to wait for the next available 
dealer. Today the dealer works through the queue of transactions on his 
desktop providing feedback on prices and amounts to the RM. OTC 
transactions pose a special challenge, as market data is not readily 
available, but dealers have to send out requests to third party dealers and 
wait for their responses. 

Staff effi ciency: 
Additional information on fi xed income products is readily available on 
the desktop, eliminating the RMs’ need to use other terminals such as 
Bloomberg or Reuters. It also houses additional data relating to a specifi c 
product, such as ratings, coupon dates, maturity dates, etc. Obtaining this 
data used to take a phone call that would take up 3 minutes of the RM and 
dealer’s time. Today this is just a few clicks away and takes less than 10 seconds. 

Compliance: 
Time spent on compliance has also decreased considerably. Collecting the necessary pre-trade documentation, 
post-trade documentation, fact sheets and forms from different sources took several minutes, but today they are 
available on the spot. The system even takes monitoring their fulfi lment off the RM’s mind.

Impact on the business

Productivity and 
Profi tability

+60%

Fixed income turnaround
times improved by:

+80%

FX turnaround times
improved by:

+100%
FX spreads improved by:
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About AG Delta
AG|Delta delivers breakthrough performance to the Private and Mass Affl uent banking segments by 
delivering a unifi ed online channel for wealth advisory and electronic dealing services across all investment 
products, segments and markets. Our fl agship solution, AG|Capital, revolutionises the way investment 
products are marketed and distributed across multiple channels, regulatory domains and client segments, to 
greatly improve the effi ciency and client servicing capabilities for wealth management.

Headquartered in Singapore, with client installations across Asia Pacifi c and Europe, our reputation as an 
innovator in the fi nancial services industry is recognised globally.  Our achievements include being voted in 
the top three “Client Interface and E-Commerce Solution Provider” in the Structured Products Technology 
Global Survey from 2009 to 2012, as well as winning the “Best Wealth Management Technology Offering” at 
the Wealth Briefi ng Asia 2013 awards.

Further Contact

For more information about AG Delta’s products or to arrange a product demonstration, please visit
http://www.agdelta.com/contact-us or email sales@agdelta.com

For information on the recent whitepapers and case studies, please visit
www.agdelta.com/digital-download.

For general information about AG Delta and our solution, please visit our website
www.agdelta.com
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