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CubeMatch

This paper is one of a series of case studies written as part of work undertaken by
CubeMatch. This particular case study looks at work performed by CubeMatch at a
global finance house on a review of their Collateral Management programme.

The Contact

In summer 2005, CubeMatch were selected as the preferred consultancy to assist
in an in-depth business review of the strategic direction of the collateral manage-
ment programme. The bank in question is rated among the top 20 financial institu-
tions in the world and has a successful collateral management function in place with
over 600 signed agreements.

The Collateral Programme

The collateral programme was already a large and successful initiative, collateralis-
ing OTC, FX Margining and Repo Business within the Bank. The function had been
centralised from a resourcing and location perspective.

Key drivers for change, such as an increased appetite for trading further down the
rating curve, increased demand for improved client service and reduction of opera-
tional and credit risk, had already been identified by the bank. The bank’s existing
in-house built collateral system capability had also been deemed as unsuitable for
the foreseen growth and business changes. CubeMatch’s remit was to gather and
analyse requirements from all areas of the business, such as Credit, Legal, Front
Office, Operations and Technology, and consolidate them down into justified busi-
ness drivers. Further input was analysed from CubeMatch’s own expertise, market
trends obtained from research papers, published surveys, legislative direction and
peers, to identify any potential gaps between the current business drivers and the
market.

The culmination of the CubeMatch work within this phase of the collateral pro-
gramme was an informed and business aligned recommendation for change and a
roadmap to the decision making and business case process.

Benefits

The bank received an independent and unbiased report of business aligned drivers,
defining organisation wide requirements for the collateral programme currently, and
in the foreseen future. The market research quantified the direction and reason
behind current market trends, enabling the bank to identify new opportunities and
potential new drivers, based on their alignment with the market perspective.

What happened next?

The business case for change by the bank was made and applications for pro-
gramme budget submitted. CubeMatch were asked to extend their assistance to
the bank to follow the roadmap and make a Build versus Buy decision for the sys-
tems element of the collateral programme. Equally important to the systems direc-
tion, CubeMatch have also been asked to facilitate the development of new policy
and processes to address the business drivers identified in the first phase.

Why CubeMatch?

CubeMatch is in the unique position of having a specialised Collateral Practice that
is independent from any software vendor. Our blend of experienced collateral prac-
titioners, banking specialists and IT professionals means we can develop informed
and impartial choices to help you maximise the benefit of your collateral pro-
gramme.

BANKING SOLUTIONS

support solutions for all your business needs .....
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