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ix years ago, Alex Liu

returned to China after 2

rich experience working

wich foreign investment

banks in MNew York. He
joined the Bank of China International
(BOCI) in March 2008 as executive
director of information technology (1T
and finds the IT envirenment in a China-
based company “very different” from thar
of one in the United States.

Asian banks such as BOCI are "very
reactive to the market, and it depends on
how well vou do in the marker for che
moment,” he says,

“They'll decide what they want to do in
the next ewo 1o three months, rather than
in a glebal investment bank where you've

already set up your Ergets no marer what
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the marker conditions are, because that’s
what they have forecast and planned to do.”
The Bank of China International
(BOCI), a wholly-owned Bank of China
(BOC) subsidiary, provides investment
banking services including securities
products and wealth management.

Implementation work
Lin iz responsible for managing all
application development and IT support
at the bank, and serves as deputy to Robin
Leung, the head of global IT. Leung is the
mastermind behind BOCT's 95-strong 1T
team, which manages 1,400 computers in
Hong Kong and China,

“Far a global or foreign company in
Asi, it's pretty much more implemenrartion
and co-ordination type ol work for IT, as

most af the development work is done in
Europe and the US,” says Liv. “In Asia,
we Pl‘f‘fr}' lTlLll'.h T'Jl'cf fhﬂf i'lp]'!!ira‘l—llﬂn a'nd
implement it.”

Comingover from foreign banks ro work
with BOCI, Liu finds the investment bank
“a very Chinese local-based company”,

“Since the business scope, budper and
forecast are very different, we definicly lag
behind in adopting new technologies when
compared with global investment banks.”

On the upside, Lin appreciates the
Aexibilicy of working with a local bank,
where the 1T department reacts more
quickly to marker changes and is more
flexible with changes in requirements than
its global counterpars.

“Iesdifferentin terms of the cechnelogical
envionment here. [Arthe BOCI], ir's prewy
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much | and my bos, Robin [Leung]. We
are the decision-makers on how we want
see the wechnology progress. We define che
IT dirccrion and work very closely with the
businesses,” says Liu,

Automating processes
BOCT starced its wealth management
business in Movember 2007, In June
2008, the private wealth management
department launched a pladorm tw
Aulomalc as5ch managemdent Processes far
its frontline securities brokers,

Offered
WealthCrafr, a developer of wchnology

by Hong Kong-hased

platforms for wealth management services
for financial institutions, the suite comprises
WealthCraft Advisor Workbench 4.0 (ANB)
and ATOMS Order Management 4.0, The
Web-based solutions will initally be used
by 100 frontline client managemenr users
at the BOCI,

Deployment of the platform is currently
localised in Hong Kong, says Liw. And as
BOCI expands its wealth management
business in mainland China, and establishes
a I'Elﬂ.'[i.l:lrl.;htp !T:ﬂ'l'lﬂk:ﬂ:l“er]r SFS[EJR, [I'IC
IT division may consider extending the
deployment to the mainland.

AWB is 2 “customisable’ client-focused
P]al:l"clrm comprising 2 set of interchangeable
modules for marker dara research,
financial planning, risk analysis, portfolio
management and customer relationship
management. The system enables financial
institurions 1 manage their clients’ asscrs
and compliance requirements and reporring
Tl'lmugh i Sj.l'.IEl{‘ P]IE"}J[’[‘H.

Trading system

The ATOMS Order Management 4.0 is a
rading systemn that automates transaction
procedures including order processing and
management of clients’ investments. Tt
enables straight-through processing with
other parties by generation and processing
of SWIFTMet Funds messaging orders.
These include subscription, redemprion
and swirching of orders, dividend
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reinvestments and payments, and
fee deductions and adjusumencs,
The solution enables BOCI to
differentiare its wealth managerment
services for capital growth and
preservation in the increasingly
LI.JJ]'IPCLi[II'\-'C' Ur't;ql]fl'l |'|.'|E|.'.|ﬂ.gc‘1'.‘.']ll
market. It enables BOCIs wealth
Mmanagement feam o maximise
clients' investment, by delivering
informarion,
analysis and risk assessment, advisory

marker financial

service on personal portfolio and

investment straregy, while simplifring

and spu:dinz, up funds and orher
:

transactions via seraight-through

processing and automarion,

User-friendliness
WealthCraft's solution was chosen
because of its user-friendliness, says Liv.
“When che user looks at it, they prohably
look at the presentation: user friendliness
and the funcrionality. These are the
two major things they look ar because
the whole product was started from the
business side and [T didn’t ger involved
till che later stagu."

Liu sees obvious benefits from the
WealthCrak solutions. He recalls thar “when
BOCI started [the wealth management
business|, they started with a picce of blank
Pc:ti'.*:r—nat]'ling. Mo systern, nr:-rhing else,
Everything was on paper.*

After deploying the wealth management
platform, “all the RMs [relationship
managers] could serve their clients better
because they lnak at their portfolio summary
and they ean undersrand daeir requiteniens
and are able to answer clients’ queries on
their accounts. It gives them much berrer
conrrol of client information and for follow-
up as well,” says Lin.

Liu considers BOCIs IT division a
partner of the business, In practice, chis calls
for the IT division to demonstrate its added
value to the business, by giving advice, and
occasionally, by challenging the business 1o
ensure the best operation flow,

UPSTREAM

“To build a partnership, you need w
be able o show your value. To show your
value, give advice. One way or ather, people
will take your advice, Not every time, but
they do and they listen. You can bring in the
value," he says. “Robin and T are very good
at thar and that’s why we're far away from
the technical end now.”

Business meetings
Liu says: "That's why when I sit in the
business meeting, I really need o understand
whar the business direction and scrategie
are. So upfronc 1 know this is their plan,
this is what chey want to do and what we
need to do to meer their needs, rather than
wair until they say ‘puys we have a new
husiness proposal, this is ready, go do ivand
iwsplement it for us." ™

He adds: “Other people may think
I'm an alien and don’t belong in the IT
business. I always tell my staft ‘you need
to step up, bring value to the business and
make sure that when you meet the business
users, you don't go in with your head down
and just listen to whart they want,

“You go in with your head up and
tell them what you think they should
be doing’.”m



	 

