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INSIGHTS
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Get expert insights from industry analysts and survey reports.



FRONT OFFICE  
SYSTEMS AND  
THE DRIVERS  
FOR CHANGE

Historically, asset managers have adopt-

ed a best-of-breed approach to their 

front office platforms, whereby specific 

systems are deployed for specific asset 

classes, geographies, or markets. Where-

as this may have been an effective strate-

gy in the past when there were a limited 

number of specialist systems able to 

meet these very individual demands, the 

limitations of the best-of-breed approach 

in a complex world are becoming 

increasingly clear.
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Changes in investment strategy, the pursuit of growth and 
expansion into new markets, the need for data consistency, 
and a growing regulatory scrutiny are leading asset managers 
to re-evaluate their use of front office systems. This article  
describes these drivers and the benefits change can bring.

JOURNAL ARTICLE

AUGUST 24, 2017
Clare Vincent-Silk, Head of Advisory at Pentagon Consulting



THE MOVE TOWARDS SIMPLIFICATION 

AND CONSOLIDATION

Market developments in recent years 

have shown up the limitations of the 

best-of-breed approach and emphasized 

the need for a different strategy.

•  Firstly, there is a continual focus on 

cost efficiency and firms are no 

longer able to simply buy a new 

system on the whim of a portfolio 

manager that decides he wants to 

invest in a new instrument.

•  Secondly, years of buying separate 

systems have left firms with a sprawl 

of systems that are expensive to 

maintain, difficult to integrate, and 

nigh on impossible to adapt without 

adding further to the sprawl.

•  Thirdly, there are more integrated 

systems available now to firms 

enabling them to bridge any gaps  

in functionality.

Consequently, a growing number of 

asset managers are looking to adopt a 

new approach – one that rationalizes the 

number of systems they use, simplifies 

their operating platforms, and reduces 

their total cost of ownership. At the same 

time, though, the low interest rate envi- 

ronment and intense competition have 

pushed portfolio managers to adopt 

more complex strategies and they sub- 

sequently need systems with enough 

flexibility and functionality to match  

their ambitions.

DRIVERS FOR CHANGE

Growth

The most important driver for front 

office system change is growth. The 

ability to capitalize on new investment 

opportunities is paramount and the front 

office cannot be a hindrance to this 

objective. The difficulty of generating 

returns in the current market conditions  

is driving more firms to engage in more 

complex investment strategies involving 

more alternatives and illiquid assets.

To do this, firms need front office systems 

that support these strategic changes. 

Vendors are continually expanding the 

coverage of their front office platforms 

and introducing more complex and 

advanced analytics, but it has historically 

been a challenge to use the same system 

that has serviced mainstream traditional 

classes for new alternative funds. 

Increasingly, vendors are meeting this 

challenge and developing single systems 

for all asset types able to track positions, 

monitor risk, and analyze performance 

more holistically - and therefore make 

more accurate and informed investment 

decisions.

In addition to exploring new asset classes, 

managers are growing in size – either 

through expansion into new markets and 

regions or through merger and acquisi-

tion. Front office systems therefore need 

to provide scale to cope with increased 

volumes and new clients, and quickly 

adapt to the structural change that 

comes from this expansion.

BETTER EXECUTION

Technology advances have created a 

much more dynamic and sophisticated 

trading environment. More tools are 

available to dealers, enabling them to 

analyze trading patterns and predict the 

market impact of a given order, and to 

determine the best venues in which to 

transact.

It is therefore crucial that any order or 

execution management system is able to 

embed these analytics. Not only will it 

help firms to meet their ‘best execution’ 

requirements, they will also be able to 

improve transparency, lower internal 

trading costs and, should it be tightly 

integrated to a portfolio management 

system, demonstrate their transaction 

cost analytics to their portfolio manager 

colleagues.

With tighter integration of technology 

between the dealing desk and the port- 

folio management team, there is also 

potential to bring trade cost analytics 

upstream to the portfolio manager to 

inform their decision before entering into  

a trade.

Trading capability can be further en-

hanced by outsourcing the dealing 

function to a third party and one of the 

growing number of independent dealing 

desks. Such an option not only improves 

execution capability but also simplifies 

front office architecture, increases 

efficiency, and reduces cost. This option 

is particularly appealing to those looking 

to have a physical dealing presence in 

other geographical regions.
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WANT TO KNOW WHAT 
THE OTHER DRIVERS 
FOR CHANGE ARE?

Read the rest of the article.

CLICK HERE TO READ  
THE FULL ARTICLE

http://bit.ly/2zZn5dt
http://bit.ly/2zZn5dt


LEARN HOW YOUR FRONT OFFICE CAN:

• Get real-time intraday positions when required

• Automate processes and make more informed investment decisions

• Support more asset classes without increased costs

UNLEASH YOUR 
FRONT OFFICE
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REPORT

Improve data quality, boost automation, and support 
specialty asset classes



CHALLENGE 1

ARE YOU MANAGING 
DATA INSTEAD OF 
MANAGING INVEST-
MENTS?

Data management is a key determinant 

of success. Regulation, risk tolerance, 

expansion into new markets and/or 

asset classes – not to mention the  

exploding amount of trading data 

– make it imperative that your front 

office functions have up-to-date data 

readily available.

If your front office is spending too 

much time reconciling and integrating 

data from disparate sources, or trying 

to prepare start-of-day data, you are 

already at a disadvantage. If your data 

foundation cannot provide a single 

source of truth at all times or your in-

ternal data management processes are 

not efficient, any decisions you make 

will be subject to the same shortcom-

ings, with predictable consequences.

A report from forward look and Citi1 

showed that operational efficiencies 

generated by integrated solutions and 

effective data management raised 

profitability by as much as 51-250 basis 

points. Firms should be spending less 

time on consolidating data, and more 

time focusing on their core investment 

business.

CHALLENGE 2

DO YOU KNOW THE IMPACT OF YOUR  
INVESTMENT DECISIONS RIGHT AWAY?

Having the data required to deploy your asset class strategies is important, but it is also 

essential that you instantly know the risk ramifications of your investment decisions. 

Waiting for data from your middle office or relying on manual spreadsheet analysis is 

time-consuming and fraught with errors. In 2014, Goldman Sachs understated the value 

of a software company they were advising in an M&A by USD 100 million.2 The discrep-

ancy was directly attributed to a spreadsheet error; other such examples of spreadsheet 

mishaps and their adverse outcomes are plentiful.3

Automated workflows can take your processes to the next level and add value by showing 

you the risk and performance implications of your investment simulations and strategies 

almost instantaneously, determining the value at risk (VaR), and stress test results of your 

investment strategies and simulations directly within the front office. These results can 

be dynamically updated whenever you rebalance or make other changes to investment 

strategies. The same applies to back office metrics, imagine if you could get dynamic 

profit and loss (P&L), accounting and collateral analytics in your front office without hav-

ing to involve the back office.

Having a set of disparate “best of breed” systems handling different functions and/or 

asset classes presents a danger to your business. While each application may function as 

intended in isolation, the risk manifests itself when these  applications have to commu-

nicate with each other and the lack of integration often provokes manual processes or 

workarounds to compensate. In addition to being time-consuming and inefficient, it also 

increases the risk of making adverse investment decisions. For example, pushing through 

trades without having clarity on the risk, performance or profit ramifications of the decision.

CHALLENGE 3

ARE YOU READY TO 
LET SPECIALTY AS-
SET CLASSES DRIVE 
YOUR GROWTH?

As the search for alpha intensifies, your 

competition is seeking opportunities 

in new markets and new asset classes. 

A 2014 survey of 100+ Asset Manage-

ment CEOs by PwC4 showed that new 

products/services were a top growth 

strategy for firms, while another PwC 

report predicts that alternatives/pas-

sives and related specialty asset classes 

will comprise 35% of global AUM by 

2020 versus 20-25% today.5

According to Boston Consulting Group’s 

assessment of the global asset man-

agement industry, specialty asset class-

es are also likely to generate more fees. 

Their assessment shows that through

Executive summary: overcoming your front office challenges
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CLICK HERE TO READ  
THE FULL REPORT

HOW CAN YOU OVER-
COME THESE THREE 
KEY CHALLENGES? 

Read the rest of the report.

http://bit.ly/2yfl5QT


BREAKING  
DOWN BUY-SIDE 
BARRIERS:  
ACHIEVING ALPHA  
THROUGH AGILITY
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TABB SURVEY



The choices an investment firm makes 

about its trading technology strategy 

can influence alpha generation. Having 

the most efficient, seamless solution can 

separate best-in-class asset managers 

and generate performance by allowing 

the frownt office to focus on its job, 

without the distraction of having to wait 

for data issues to be resolved. In today’s 

environment, firms that are struggling 

to make do with legacy technology that 

is poorly integrated will pay the price in 

terms of trade errors, opportunity costs, 

and compliance breaches. 

Asset managers should not accept these 

losses — or the time spent by their senior 

staff on fixing them — as a cost of doing 

business, nor should they settle for any 

solution that diverts them from their 

objective of achieving portfolio returns. 

Investment managers place a high value 

on having access to accurate trading 

positions and cash balances when evalu-

ating their technology infrastructure, and 

should not accept anything less.

INTRODUCTION 

Technology’s role in the development 

of the institutional investment manage-

ment business into the current estimated 

$64 billion-dollar industry cannot be 

underestimated. Evolving from the days 

of mainframe processing and dumb 

terminals (not to mention pencils and 

notecards), the technology suite has 

migrated to the C-suite in terms of focus 

and investment. The financial technology 

industry itself has become as large as the 

business it services. Decisions investment 

firms make about underlying technolo-

gy contribute to the ability to scale and 

grow the firms’ business. Support for all 

asset classes and security types, multiple 

currency transactions, geographical lo-

cations, and asset allocation strategies — 

whether current or planned — is directly 

dependent on the structural design of 

the platforms chosen. It all boils down to 

the speed in which a portfolio manager 

can develop an investment strategy, how 

quickly a trading desk can execute the 

orders, and the accuracy of the underly-

ing data that supports that order regard-

less of the type of asset or location. 

Exposure calculations rely upon up-to-

date, reconciled holdings and prices 

that oftentimes reside in multiple inde-

pendent systems operating at varying 

speeds doing completely differing tasks. 

Exposure calculations in turn determine 

compliance with client guidelines, adher-

ence to portfolio strategy, performance 

and risk calculations, and client reporting 

— all with significant regulatory, financial, 

and reputational consequences for any 

deviation that result from inaccuracies. 

At the same time, all of this needs to 

happen seamlessly across multiple client 

structures and across the pre- to post-

trade spectrum. Traditionally this has 

been a challenge to investment managers 

for a multitude of reasons. As investment 

managers seek out new sources of reve-

nue and adapt to changing demograph-

ics by adding new strategies, instrument 

types and geographies, their supporting 

technology characteristically will follow. 

Distributing support for multiple instru-

ment types on the buy side across multi-

ple platforms makes integration difficult, 

slow and error prone. As fund managers 

add products, they also add solutions 

for handling them. The requirement 

for a consolidated view of a complex 

portfolio rolled up into a single trading 

system or portfolio management sys-

tem (both for presentation to front-of-

fice personnel and the client) is driving 

investment in many integration projects 

across the industry. 

Another cause of fragmented technol-

ogy architecture is the globalization of 

the investment management industry 

into new geographical jurisdictions and 

offices, as well as into cross-border in-

strument types. Investment management 

firms with trading desks and support 

in multiple locations often maintain 

a corresponding number of trading 

platforms that must be synchronized, 

frequently via a batch process, so that all 

are trading from the same positions and 

balances for the same client. Consolida-

tion across the investment management 

industry has also resulted in the need to 

maintain multiple platforms of merged 

firms, many of which remain in place even 

after the provider no longer supports 

them.

CLICK HERE TO READ  
THE FULL SURVEY

WANT TO GATHER 
MORE INSIGHTS?

Read the rest of the survey.
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http://bit.ly/2A09KSf


CHAPTER TWO 

CLIENT 
INSIGHTS
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Hear direct from some of our front office clients about some 
of their key challenges and how they’ve dealt with them. 
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INTEGRATING  
PORTFOLIO  
MANAGEMENT  
WITH A SINGLE  
INVESTMENT  
PLATFORM

CLIENT STORY

KLP first implemented SimCorp Dimension in 1998 in their 
middle and back offices, while their front office was supported 
by an in-house built, spreadsheet-based system. The decision to 
upgrade their front office to a modern and integrated solution 
was a natural step to automate the front office processes. 
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As Norway’s largest life insurer, the 

challenges that led to KLP adopting a 

new front office solution were manifold. 

Top amongst their needs was to ensure 

better regulatory compliance, improve 

integration with various electronic 

trading platforms, move away from their 

increasingly fragile in-house built front 

office solution and finally, integrate their 

view of data across the organization.

As KLP’s Chief Information Officer, Tore 

Hjorth explains, “we had an inferior sys-

tem developed in-house not satisfying 

the increasing needs for flexibility, so 

our motivation was huge for going all 

the way with an order execution system 

in the front office and combining the 

regulatory requirements of booking all 

orders, with full audit trail.” 

SATISFYING REGULATORY COMPLIANCE

As we have seen broadly across the 

investment management industry in the 

past decade, regulatory requirements 

on firms continue to grow, and KLP is no 

exception. As an asset manager and life 

insurer, KLP faces a host of regulatory 

requirements at the local, regional and 

global level.

As the requirements continued piling 

up, it became clear that improvements 

had to be made if KLP was to satisfy 

audit trail and risk and liquidity require-

ments going forward. In particular, KLP 

wanted more control over its pre-trade 

compliance flow to prevent compliance 

breaches. 

KLP also faced demands that all orders 

should be electronically searchable. 

Tore Hjorth explains that, “we were in 

a state where there were missing links 

between our existing SimCorp Dimension 

installation and our execution platforms. 

Data was exported from the trading 

platforms and imported to SimCorp 

Dimension. We really wanted to tie it all 

together in a more integrated manner, 

and using one system with predefined 

connections really simplified the inte- 

gration.”

INTEGRATING ELECTRONIC TRADING 

PLATFORMS

As a passive provider focused on index 

funds, KLP integrates with a host of dif-

ferent electronic trading platforms. With 

the days of needing to call brokers long 

gone, better integration and automation 

to these platforms was a necessity. 

To reduce manual processes, ensure a 

complete track record of orders and 

transactions, as well as capturing all 

trade parameters as required in MiFID 

II, KLP integrated Bloomberg EMSX, 

Bloomberg TSOX and VCON, TradeWeb, 

MarketAxess and FXAll as platforms for 

order routing and execution. 

For the equity passive team, SimCorp  

Dimension is now their main tool, mean-

ing that the portfolio management pro-

cess has been moved out of Excel and 

into SimCorp Dimension - a key success 

criteria for KLP when they set out to 

upgrade their front office.

FIND OUT WHAT  
HARALD AND TORE  

HAVE TO SAY ABOUT  
THEIR KEY TAKEAWAYS 

FROM THE PROJECT. 

Finish reading the client story here. 

CLICK HERE TO READ  
THE FULL STORY

Harald Harlem, Chief Operating Officer 
and Tore Hjorth, Chief Information  
Officer of KLP
  

http://bit.ly/2yfO6vK
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The ability to effectively deal with market complexity –  
including new regulation, increasing data requirements, 
and the emergence of new instruments – is a requirement 
if you want to stay competitive. At Unigestion, we decided 
to have all these capabilities in one system.

OVERCOMING  
MARKET  
COMPLEXITY  
WITH A SINGLE  
INTEGRATED  
SOLUTION

JOURNAL ARTICLE

NOVEMBER 3, 2016

Régis Martin, Deputy Chief Executive Officer and Chief Financial Officer, Unigestion
Alanh Husson, Director, Chief Project Officer, Unigestion



Unigestion is a medium-sized, dynamic, 

innovative firm. Our single focus is to offer 

robust, tailor-made investment solutions 

to a limited number of sophisticated 

institutions and families. The stability  

of this client base allows for a long-term 

vision, and to be able to meet our growth 

targets, we focus on the following four 

main drivers:  

• Innovation

• Scalability 

• Flexibility 

• Operational risk management

THE DECISION TO MOVE TO A SINGLE 

SYSTEM

In 2012, we could see that it was becoming 

increasingly difficult to meet our targets 

as these growth drivers were heavily 

impeded by a scattered systems land-

scape entailing multiple process flows, 

data sources, and investment books of 

records (IBORs). As a result, we were 

spending considerable resources on 

reconciliation, worrying about the trust-

worthiness of our data, and lacking the 

sufficient scalability and flexibility to offer 

a competitive time-to-market when faced 

with new client demands.

In that way, you could say that we had 

no choice in terms of changing our op-

erational setup. We needed to become 

more robust and to be able to focus on 

our core business. After a thorough due 

diligence process, we decided to put 

everything into one system to get better 

quality of data, increase operational risk 

management capabilities, align our pro-

cesses, and reduce our costs.

The successful implementation of a 

single integrated investment manage-

ment solution, SimCorp Dimension, with 

a unique IBOR at its core, has enabled 

Unigestion to consolidate its system 

landscape by decommissioning more 

than ten legacy tools and systems. 

THE BENEFITS OF A UNIQUE IBOR

We now have a unique IBOR, which gives  

us a big consistency in our investment  

data across the company, which is really 

important to us. Secondly, it improves 

our ability to onboard new data sources 

– market data, counterparty data, etc. – 

as there is only one unique recipient, the 

IBOR.

A central IBOR allows everybody using 

the system to benefit from one central 

data repository, which is key, especially in 

the front office. Furthermore, there is no 

longer the need for reconciliation that we 

had before due to several IBORs. Now, 

we have only one version of the truth.

THE BENEFITS OF ONE SINGLE  

SYSTEM

Improved data management.  

Unigestion was faced with having to 

manage an increasing amount of data 

due to a rising diversity of markets and 

a growing number of systems and data 

sources applied. When we in August 

2015 successfully completed the imple-

mentation of one single front-to-back 

asset management platform, it allowed 

the company to merge, centralize, and 

standardize data:

•  from 4 legacy in-house IBORs into a 

single IBOR through the new system’s 

IBOR Manager component

•  from 10+ stand-alone market data-

bases into one Market Data Manager 

component

•  from 6 stand-alone in-house recon-

ciliation tools into one Reconciliation 

Manager component
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FIND OUT WHY  
UNIGESTION CHOSE  

AN INTEGRATED  
APPROACH. 

FROM THE PROJECT. 

Finish reading the article here. 

CLICK HERE TO READ  
THE FULL ARTICLE

http://bit.ly/2A1rKf2


Learn how Edmond de Rothschild 

Asset Management has achieved faster 

time-to-market for new products and 

instruments, quicker response to the 

implementation of new regulations, and 

more rapid, clear, and transparent client 

reporting.
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IBOR-BASED FRONT OFFICE  
DRIVES ALPHA FOR  
EDMOND DE ROTHSCHILD

CLIENT STORY

CLICK HERE TO SEE THE VIDEO

http://bit.ly/2yfOOsU


In listening to the impressive list of speak-

ers give their views on how to achieve 

front office operational excellence, what 

came to mind was that the most basic 

foundational building block is what, in the 

end, allows for the highest level of sophis-

tication. This is the case whether we’re 

talking about taste buds or front office 

software. 

Organizational leaders, in their quest for 

improved efficiency across the operation, 

are (indirectly) able to solve the challeng-

es specific to the needs of their front 

office along the way. They do this by 

eliminating the operational road blocks 

their front office leaders currently face 

when trying to execute their proprietary 

“secret” investment strategy. 
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THE SECRET SAUCE 
STARTS WITH A  
STANDARD RECIPE

SIMCORP BLOG

Reflections on AXA Investment Managers’ front office 
operational excellence webinar

Marlena Fitts, Global Front Office Product Marketing



In 2014, AXA Investment Managers per-

formed an in-depth review of their front 

office operations. They identified the 

following key objectives:

•  Simplification – more than 120 appli-

cations were being utilized world wide 

•  Cost Efficiency – reduced man hours 

spent on tasks, thus lower operational 

costs 

•  Globalization – 24/7 around the globe 

starting in Tokyo and ending on the 

West Coast of CA 

•  Better User Experience – making the 

day to day requirements easier to fulfill 

•  Agility – creating new instrument 

types and responding to current reg-

ulatory demands

THE SECRET SAUCE 

Upon reading this list of objectives, a 

portfolio manager might ask, “what 

does this have to do with my investment 

strategy?” At face value, perhaps not 

much. When taking a closer look at what 

throws vinegar into the flawless execu-

tion of their strategy, however: cash and 

position issues, reconciliation problems, 

lack of trade details, etc., suddenly, the 

relevance is quite high. AXA Investment 

Managers laid out a plan that would re-

sult in a streamlined end-to-end internal 

process, utilizing SimCorp Dimension’s 

Investment Book of Record (IBOR), thus 

removing the sour taste of their daily 

front office execution challenges. 

Fast forward, they started simple and are 

now live with their first Equity Portfolio 

Managers. They have ambitions to have 

complete coverage of all their instru-

ments, including the most complex 

Alternatives, OTC derivatives and Loans. 

Most importantly, Gautier Ripert, AXA 

Investment Managers’ Global Head of 

Technology for Front Office, Risk & Oper-

ations asked his first portfolio managers 

for feedback once live on their first wave 

of funds and reports that they liked the 

screens in Asset Manager. 

“In fact, they are now chasing us to 

onboard all of their funds so they can 

realize the full benefits of the tool.”  

Ultimately AXA Investment Manager’s 

vision is a single platform, shared across 

front office, trading, compliance, risk 

and operations. Yasmine Reggai, AXA 

Investment Managers’ Governance and 

Transformation Officer also commented, 

“We can now completely benefit from 

what an IBOR means.” 

Mind you, this is no easy task for an 

investment manager of this magnitude. 

They had 2000 issues that needed to 

be set up in SimCorp Dimension over 

a multi-phased strategy that included 

rolling out an IBOR, Compliance Man-

ager, Asset Manager, then finally Order 

Manager. 

They still have more work to do on their 

pre-compliance checks, they are still 

in a state where they have temporary 

set-ups/temporary interfaces, and not 

all funds have been transferred over, so 

portfolio managers are still using two 

systems in some cases. Despite this, they 

are excited about the level of flexibility 

they now have available and the power 

that an IBOR brings to their front office. 

Achieving this level of sophistication for 

their core competency was of ultimate 

importance to them. They describe 

themselves as a “different animal” for 

SimCorp Dimension, given they continue 

to outsource their middle and back office 

functions to State Street. Most SimCorp 

clients using the front office tool are 

using the SimCorp Dimension product 

front-to-back. One may instead surmise 

they are more an “innovator in their space” 

rather than a different animal. They have 

outsourced what they believe is not core 

to their business, and yet, using SimCorp 

Dimension’s front office and IBOR, they 

are still able to maintain full control and 

independence over all the middle and 

back office details required to truly opti-

mize what is core.

THE STANDARD RECIPE

Next up was David Laird, EY Director, UK 

Wealth & Asset Management technology 

practice. He gave participants an over- 

 

view of the surmounting market trends 

that ultimately created the requirement 

for an IBOR, including: 

•  Pressure on fees – squeezing margins, 

requiring more efficiency 

•  Structured product increases – in the 

quest for higher returns 

•  Geographical expansion – pointing 

toward  

standardized, simplified global infra-

structure 

•  Increased mergers and acquisitions – 

further  

contributing to the need for a simpli-

fied model 

•  Increasing regulation – adding to bot-

tom line costs 
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SEE THE SURVEY  
RESULTS TAKEN  

DURING THE WEBINAR 

Read the rest of Marlena’s 
blog post.

CLICK HERE TO READ  
THE REST OF THE BLOG POST

http://bit.ly/2xzTiqg


Learn how AXA Investment Managers 

are leveraging SimCorp’s IBOR to 

underpin their operating model and to 

unleash their front office, enabling better 

investment decision-making, faster 

time-to-market, and more efficient 

scaling of business operations in this 

webinar recording. 

AXA INVESTMENT MANAGERS’  
POINT OF VIEW ON UTILIZING AN IBOR 
TO BENEFIT THE FRONT OFFICE

ON DEMAND WEBINAR

CLICK HERE TO WATCH THE PRESENTATION

E-book  |  Front Office Compilation   17

http://bit.ly/2yfhyC8


CHAPTER THREE 

SIMCORP 
INSIGHTS

E-book  |  Front Office Compilation   18

Find out why we should be your trusted front office business 
solutions partner. 



In listening to the impressive list of speak-

ers give their views on how to achieve 

front office operational excellence, what 

came to mind was that the most basic 

foundational building block is what, in 

the end, allows for the highest level of 

sophistication. This is the case whether 

we’re talking about taste buds or front 

office software. a During the first years 

the major focus from our customers 

was to get a solid solution for the back 

office and accounting needs. This meant 

that we built a strong reputation in the 

market as a back office and accounting 

provider, and while we are of course 

proud of this heritage and expertise, 

that perception continues in some of our 

markets.

But we are no longer only about back 

and middle office functionality.
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WHY SIMCORP 
IS WINNING THE 
FRONT OFFICE

SIMCORP BLOG

Klaus Holse, CEO, SimCorp

We (SimCorp) have been in this business for over  
40 years and always with a focus on providing a full 
solution from front to back. 



Yes, we have an extremely strong back 

and middle office offering, but we have 

worked hard to expand our footprint to 

include the front office – to such an extent 

that we now regularly replace front office- 

only providers (a.k.a. best of breed) at 

many customers. On a functionality basis, 

we are now on par, or better. 

With a strong back office, a strong middle 

office, and now a strong front office, we 

can confidently differentiate ourselves 

with our front-to-back offering.

Some big names such as AXA Investment 

Managers, Generali, Swiss Life, Nordea, 

and most recently, UBS, have all selected 

SimCorp and our front office solution. 

The list is growing, and we are therefore 

accommodating multiple tiers of institu-

tional asset managers on our platform. 

We have made it easier for smaller clients 

to implement and operate our front office 

solution, with-out the need for a robust 

in-house IT infrastructure.

Key to our success has been a front 

office technology that offers:

•  Real-time position/transaction 

information, inclusive of investment 

level attributes, across all asset classes

•  A 24/7 global operation, allowing data 

capture across multiple geographies

•  Simplification of the operational 

infrastructure, lowering cost,  

mitigating risk and enabling growth

•  A single source of scrubbed invest-

ment data with real-time analytics to 

the entire trade lifecycle, across front, 

middle and back office

The last bullet merits a bit more explana-

tion, as it is not an easy task. Without a 

true IBOR (Investment Book of Records), 

this cannot be accomplished. 

All front office components, and in fact, 

all SimCorp Dimension components 

across the investment value chain, utilize 

the same data source and have immedi-

ate access to it. It is this design feature 

that supports the rest of the above bene- 

fits, and is core to our effectiveness.

Historically, point solutions were chosen 

for their feature focus and simplicity, but 

in the current environment, those are the 

very things now presenting limitations.

Increasing complexities of data volumes, 

regulation, reporting and transparency, 

to name a few, all require flexible tech-

nology to meet new and ever changing 

requirements. Without flexible technolo-

gy, manual workarounds and other 

inefficiencies manifest.

Multiple systems to address various 

feature needs within the front office have 

also contributed to the current opera-

tional issues such as numerous internal 

points of reconciliation, data latency in 

getting information transferred from one 

place to another, different data sources, 

and frequent data accuracy issues.

The game has changed and a new era of 

investment management has emerged. 

To compete effectively, firms need to be 

more efficient than ever. This has become 

quite a challenge, particularly as asset 

volumes and complexities continue to 

grow. The front office is no different in 

this regard and the more that a technolo-

gy can be leveraged across the business, 

the higher the potential margin. This has 

been the premise behind our front-to-

back offering and remains our strategy 

for serving the interests of our clients.
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ONE DRILL  
FOR MANY JOBS

In some ways investment management IT 

projects are similar to large scale con-

struction projects. Both require careful 

planning and proper tools to get the  

job done. In this paper we drill into the 

operational challenges of front office 

technology and offer practical advice for 

developing a technology buying strategy 

that gives your business a solid founda-

tion for growth.

It wouldn’t be very logical or efficient to 

go out and get a separate drill for each 

size hole you want to make or to fit the 

head of the screw you want use. Ideally, 

one drill comes with multiple bits and 

drivers to accommodate each situation 

and leverages the same base product. 

It’s all in the quality of the design. 

Why then, does investment management 

software need to be viewed so differently?

In their 2017 “Follow the Money” study, 

Adox Research Director, Gert Raeves 

“drilled” into more than 100 technology 

buyers’ ideas around budgets, priorities 

and value and risk spending. After the 

report was published, SimCorp co-pro-

duced a Follow the Money webinar with 

Adox Research that focused specifically 

on the front office. This paper summarizes 

those results and offers some practical 

advice for operational leaders of firms 

and their front office as they move forward 

with a technology buying strategy. 
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To offer additional perspective on how 

the industry can solve for operational 

challenges, we interviewed Senior 

Product Manager, Jo De Mil of Belfius 

Bank. His candid thoughts shed light on 

what front office managers expect from 

their technology infrastructure.

KEY SURVEY HIGHLIGHTS

The results of the survey suggested that 

automation is still the best way to deliver 

flexible, cost effective, customer centric, 

rules compliant business. Yet, in looking 

at the responses to the questions about 

Order Management and Performance 

and Risk, overall front office market 

automation levels are still on the low end.

FRONT OFFICE OPERATIONAL  

CHALLENGES

• Automation

 -  Portfolio Management & Risk: 

63% of respondents stated 

automation was under 60%

 -   Trade Execution: 47% of respon-

dents stated automation was 

under 60%

•  Data Quality

 -   79% report at least 10% of their 

data requires repair

•  Operational and IT Fragmentation 

across Data Sets, Functions, and 

Asset Classes

 -   Close to 40% of all core invest-

ment data is spread across 10+ 

databases

 

•  Investment in technology is overdue

 -   46% said their systems are at 

least 10 years old

 -  64% will invest in the next 3 years

BUYING LANDSCAPE

• Budgets are going up

 -  54% will increase spending on 

Order Management Systems (OMS)

 -  67% will increase spending on 

Portfolio Management and Risk 

Systems (PM&R)

• Reasons for investing

 -  48% will look to OMS investment 

to grow share of wallet and win 

new business

 -  68% report the OMS has high 

value to their firm

 -   The highest value drivers for 

investing in Performance Mea-

surement and Risk Systems are 

risk reduction  

and process improvement

 -  72% report PM&R has high value 

to their firm 

• Deployment

 -   0% of respondents preferred to 

self manage their OMS install in 

the future

AN ANALYSIS OF THE RESULTS 

If we return to the drill analogy, firms 

have purchased and instituted multiple 

drills to do the various front office jobs 

required, but the drills inevitably are now 

getting older and are perhaps not the 

best functioning tools available when 

new builds are required. Furthermore, 

over time, multiple extension cords, 

additional sockets, strip cords and 

battery chargers have been installed to 

continue to keep them functioning the 

way they need to. 

While they are monitored regularly so a 

complete power outage is likely rare, 

there is a fair amount of trouble shooting 

that needs to be done when one of the 

drills isn’t working properly. Imagine a 

maze of wiring and sockets to sift through 

to identify the true source of the problem. 

This takes a significant number of people 

and time. During the SimCorp “Follow the 

Money” webinar, we asked the audience 

how many systems they were using and 

the majority (55%) were using 3 or more 

front office systems to get the job done.

Organizational leaders are painfully 

aware of these growing challenges. 

In fact, there are newly created front of-

fice operational leadership titles emerging 

in the market, such as the Chief Invest-

ment Operations Officer, that have been 

specifically chartered with working to 

advance the process, systems and effi-

ciency of portfolio managers, research-

ers, and traders. While these front office 

operations leaders agree that a new 

technology and way of doing things is in 

order (buying a new and better designed 

drill), they sometimes struggle when it 

comes to developing the business case 

for moving forward. 

CHALLENGES TO CHOOSING A  

SYSTEM

This becomes very important when  

there are multiple business areas, each 

with their own ideas and opinions and 

requirements on the best drill to buy. 

Often there’s a scepticism whether there 

could possibly be a single system that 

can accommodate the needs of all. 

The other dilemma is if they do find one 

that potentially fits the bill, is it going to 

present too much risk and strain on the 

operation to institute this level of trans- 

formation all at once by unplugging and 

replacing what’s currently there. A final 

and critical aspect of the decision pro- 

cess is determining if can rely on the 

vendor to help them through implemen-

tation and post transformation. 
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Operational leaders are currently pres-

sured with the constant technology 

monitoring responsibility and would 

much rather the vendor take care of the 

system so they can focus on their special-

ized areas of business. Not surprisingly, 

the Adox survey turned up the following 

results as most important when it came 

to differentiators in a solution:

•  Vendor support for maintenance, 

training, and client service

• Vendor reputation

• Ease of user adoption

TAKING THE NEXT STEP

It’s interesting that none of the above top 

vendor differentiators were functionality 

focused, even though that was offered as 

a choice within the survey. It gets to the 

heart of what is important to the market, 

yet instinctually, many organizations 

place a great amount of focus on this 

component of the decision. Before jumping 

right into this mode, there are a few best 

practices that can be applied ahead of 

time to assist firms with the path for-

ward, in the following suggested order:

1.  Inventory Front Office operational 

processes 

2.  Document critical infrastructure 

requirements 

3.   Scope and prioritize business  

transformation needs

4.  Determine business case requirements

Having the complete picture of organiza-

tional needs and priorities mapped out in 

advance allows decision makers to stay 

focused on what’s important, and when, 

during the buying process. Most firms 

would agree that acquiring the right 

front office technology is high priority, 

but it needs to fit into the overall strate-

gy and direction of the firm, and to do 

so as efficiently as possible.

SimCorp’s client base has shared what 

they felt were the critical components in 

a technology platform, both within a 

front office survey conducted earlier this 

year and within case studies they’ve 

participated in. 

Among other points, their narrowed list 

of “must haves” included:

•  Single platform, with fully integrated 

components

•  Reduced operational costs: vendors, 

reconciliations, man hours

•  Scalability (on a global level)

•  No added infrastructure (ASP offering)

•  Faster onboarding of new asset 

classes, models and client accounts

•  More accurate positions and cash

•  Superior decision making tools

 -  Trade/Strategy impact analysis, 

utilizing investment level attributes

 -  Events and election tracking for 

accurate positions

The business case, with supporting 

analysis, for a front-to-back vs. a point 

offering can be finalized during the 

functional due diligence process. This 

process should both ensure the solution 

will meet the needs of the user base and 

identify the business outcomes that can 

be achieved via transformation.
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CLICK HERE TO DOWNLOAD 
THE FULL WHITE PAPER

WANT TO HEAR WHAT  
JO DE MIL FROM BELFIUS 
BANK HAD TO SAY ABOUT 

WHAT FRONT OFFICE  
MANAGERS EXPECT FROM 

THEIR TECHNOLOGY  
INFRASTRUCTURE? 

Read the full white paper.

http://bit.ly/2xy8TGt


Arnold Wachs, Managing Director at 

Cutter Associates and Brent Rossum, 

Domain Manager for the Front Office at 

SimCorp, discuss how an IBOR can drive 

your front office.

ENSURE INFORMED INVESTMENT  
DECISIONS IN YOUR FRONT OFFICE

ON DEMAND WEBINAR
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CLICK HERE TO DOWNLOAD 
THE WEBINAR RECORDING

http://bit.ly/2yfPRZS


PRODUCT BROCHURE

ASSET MANAGER

To help you grow your business, our 

Asset Manager enables you to man-

age investments strategies efficiently 

and confidently across diverse port-

folios, funds and mandates. 

PRODUCT BROCHURE

COMPLIANCE MANAGER

Are you striving to reconcile compli-

ance demands from regulators and 

clients with your growth ambitions?  

With an intuitive user interface and 

the ability to provide real-time com-

pliance monitoring, Compliance  

Manager is the only solution you need.  

PRODUCT BROCHURE

ORDER MANAGER

In an increasingly complex and  

competitive environment, Order 

Manager provides you with all the 

tools you need to carry out your 

trading strategies quickly and  

efficiently.
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CLICK HERE TO DOWNLOAD  
THE ORDER MANAGER BROCHURE

CLICK HERE TO DOWNLOAD THE 
COMPLIANCE MANAGER BROCHURE

CLICK HERE TO DOWNLOAD  
THE ASSET MANAGER BROCHURE

https://www.simcorp.com/en/insights/insights-resources/product-brochures/order-manager-simcorp-product-brochure
http://www.simcorp.com/en/insights/insights-resources/product-brochures/compliance-manager-simcorp-product-brochure
http://www.simcorp.com/en/insights/insights-resources/product-brochures/asset-manager-simcorp-product-brochure


ABOUT SIMCORP 

SimCorp provides integrated, best-in-class investment management solutions to the world’s 
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