EXPERT INSIGHTS

Using software to cut through
red tape requirements
Local and regional private banks are likely to seek out new software processing
solutions, as they seek to retain clients and cut compliance costs. Nicholas Hacking
and Adrian Williamson of ERI believe their OLYMPIC Banking System has the answer.
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Pacific. “Outside of Singapore almost
every country has its own leading banks,
which obviously want to retain the
funds that they have rather than lose
them to the international private banks.
They don’t want to have had a client
from the cradle, only to lose them to
Credit Suisse or JPMorgan as soon as
they make it big.
“So there is a huge opportunity there
to put in systems to cater to the new
requirements of the HNW individuals
in their country.”
Ultimately, there are a few common
Adrian Williamson

factors that drive a private bank’s po-
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tential uptake of a new software system.
One of the most important over the
past few years have been the need for
these institutions to meet the costs of
increasing regulatory and compliance
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Convincing clients
Replacing or adding technology is a
big, costly and potentially painful
process for any institution. So why
should they choose ERI’s Olympic
Banking System?
For Nicholas Hacking, director of sales
at ERI, he says it comes down to a few
simple factors.
“I think a lot of people choose us
because they look at our track record,
and particularly our project implementation,” he says. “One of the key
drivers for changing systems is the
question of cost and efficiency. By
changing a system you need to depreciate an enormous cost. There is also
[an IT company’s ability to offer]
ongoing support and activity. This also
costs money over time.
“So it comes to the total cost of ownership over a five, seven or 10 year
period. When banks do those difficult
sums, they often tend to choose us.”
Adrian Williamson, managing director
for Asia at ERI, adds that the pricing
competitiveness of ERI’s Olympic
Banking System is important at a time
when margins are being squeezed. It
is flexible and easy to integrate into
in-house and third-party software.
“As an institution you want to get the
most value for your buck, and that
will be us,” he says.
Hacking likens the fully digitalenabled solution from ERI to a highly
reliable Audi, versus the Ferraris
offered by other software suppliers.
“Ferraris look very good and they run
well a few days of the year, but they
cost a huge amount to keep going.
Audis also look good, but they are
reliable and drive well and cost less.
It always comes down to reliability.”

