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White Paper Summary

Global Transaction Banking:
Evolution Through Collaboration
• While partnership between financial sector services providers is not a new concept, this White
Paper sets out to establish if a more collaborative, value-based partnership model, called the
“manufacturer-distributor” model, has the potential to generate greater value for participating
institutions, while remaining directly linked to the evolving needs of end-user clients worldwide.
• This model is predicated on the concept of local financial institutions, “distributors”, who
have a sound knowledge and understanding of their domestic market, and their local corporate
clients, leveraging the global transaction processing capabilities and extensive geographical
reach of specialist global “manufacturer” institutions.
• Online survey results, coupled with follow-up interviews with bankers and senior finance
professionals in Europe, Middle East and Africa (EMEA), Asia Pacific (APAC) and North
America (NORAM): including Germany, Turkey, the United Arab Emirates, China, India, Japan,
the United States, Canada and Mexico, indicate that increased value, a combination of local
market knowledge and global reach and proximity to end-user clients are crucial.
• When assessing partnership options with global institutions, expertise and processing ability
were the most important factors for over 43% of total survey respondents. At a regional level,
these factors were the priority for 47% of respondents in APAC, 40% in EMEA and 55% in
North America.
• Going forward, these are seen as attainable by very few without the benefit of strategic
partnerships, particularly with a global provider.
• Ratings of the effectiveness of local transaction banking services providers indicate that 81% of
respondents see local providers as being most effective in providing payments solutions, and
least effective in providing working capital management solutions (only 49% of respondents
responded positively).
• In all surveyed countries and regions, there is a strong receptiveness to, or acceptance
of, financial institution partnership between local and global providers, as a means of
delivering value.
• Such collaboration could provide the best of both worlds in the sense that smaller institutions
could make use of a global provider’s capabilities, in a way that is tailored to the evolving needs
of end-user clients. This joint approach also goes a step further to combine local and global best
practice solutions to overcome the ongoing consequences of the global economic crisis.

Introduction
This is a brief summary of BNY Mellon’s White Paper entitled Global Transaction Banking: Evolution Through
Collaboration, co-authored with OPUS Advisory Services, and is based on online survey results and followup interviews undertaken with bankers and senior finance professionals in Europe, Middle East and Africa
(EMEA), Asia Pacific (APAC) and North America: including Germany, Turkey, the United Arab Emirates,
China, India, Japan, the United States, Canada and Mexico.
Drawing on this research, the paper aims to determine if a more collaborative, value-based partnership
model, called the “manufacturer-distributor” model, has the potential to generate greater value for
participating institutions, while remaining directly linked to the evolving needs of end-user clients
worldwide. This new model is predicated on the concept of local financial institutions, “distributors”
— who have a sound knowledge and understanding of their domestic market and local corporates —
leveraging the transaction processing capabilities and extensive geographical reach of specialist global
“manufacturer” institutions, to address market-specific concerns.

The global crisis: ongoing consequences
The global economic crisis has resulted in widespread financial instability, an increased burden of
regulatory initiatives and intensified commercial and corporate client demands. The financial sector
continues to seek ways to respond to these unrelenting changes and challenges.
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Corporate treasuries currently face a combination of unprecedented pressures. Restricted access to banksupplied credit lines, an expansion of duties and the increased pressure to function as a profit-centre,
mean that access to global-standard transaction banking solutions for international reach and enhanced
transparency and processing efficiency, is now imperative.
By extension, it is vital for regional banks who wish to maintain and develop their corporate relationships,
to be able to provide such capabilities. Their challenge is, therefore, how to reconcile diminishing revenue
streams and increasing compliance costs, with how to address the needs of corporate clients; all without
incurring too much expense. Research indicates that, going forward, this is seen as attainable by very few,
without the benefit of strategic partnerships; particularly with a global provider.

Local-global partnerships
In order to validate the manufacturer-distributor model hypothesis, the respondents were asked a
variety of questions relating to local-global partnerships. These ranged from factors shaping treasury
management today, including those considered to be most important in the context of financial
sector partnership, to ratings of the effectiveness of providers of transaction banking solutions in the
respondents’ local markets.
The research findings indicate that there is significant room for improvement in all areas of transaction
banking, especially for those seeking to excel. They showed that 81% of respondents see local providers
as being effective in providing payments solutions, but only 49% of respondents see them as being
effective in providing working capital management solutions. Across all surveyed regions, over 35% of
respondents indicated that global institutions are increasing levels of competition in local markets.

As a result, there is an appetite across all surveyed markets for local-global partnerships that can add
value for end-user clients. With regards to partnership options with global institutions, expertise and
processing ability were identified as the most important factors for over 43% of total survey respondents.
At the regional level, these factors were the priority for 47% of respondents in APAC, 40% in EMEA and
55% in North America. This reflects the findings that the availability of credit, and more specifically the
efficiency of credit management and access to enhanced technology, were key individual factors shaping
treasury management today.
However, the enthusiasm for partnership is not without some reservations, most notably competitor
concerns, as 86% of banks rated competition from global providers in local markets between “moderate”
and “great”. Therefore any local-global partnership, in addition to offering global-standard processing
capabilities and international reach to add demonstrable value for end-user clients, will require high levels
of trust, or a non-compete dynamic, between the partners.

Manufacturer-distributor collaboration
The research conducted provides compelling evidence of the global interest in, and value of, advanced
alliance and partnership models in financial services.
Certainly, the traditional approaches, such as process outsourcing, are no longer in vogue, as they fail to
reflect the fact that local banks have a key role to play in the modern working capital cycle. Aside from the
inherent competitor risk within the classic outsourcing model, the lack of flexibility of most outsourcing
offerings is cause for concern. Many such offerings are frequently based on little more than poorly
disguised “one-size-fits-all” systems, that are designed for the global marketplace, and therefore fail to
cater for the specific needs of individual markets. As a result, smaller banks that implement these systems
are able to keep pace with, but not compete with, global providers operating in their domestic markets.
This has sparked both a global demand and capacity for more collaborative financial sector alliance
models, such as the manufacturer-distributor model, to generate value and address end-user client
concerns in a continually-evolving financial environment.
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About BNY Mellon
BNY Mellon is a global financial services company focused on
helping clients manage and service their financial assets, operating
in 36 countries and serving more than 100 markets. BNY Mellon is a
leading provider of financial services for institutions, corporations and
high-net-worth individuals, providing superior asset management
and wealth management, asset servicing, issuer services, clearing
services and treasury services through a worldwide client-focused
team. It has $21.8 trillion in assets under custody and administration
and $1.0 trillion in assets under management, services $11.6 trillion
in outstanding debt and processes global payments averaging $1.5
trillion per day. BNY Mellon is the corporate brand of The Bank of
New York Mellon Corporation.
Additional information is available at www.bnymellon.com.
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OPUS Advisory Services International Inc. provides executivelevel consulting, advisory and research, as well as training, in a
variety of areas linked to international business and trade, as well
as financial services, among other sectors. OPUS Advisory is a
Canadian consultancy, recognised internationally as expert in all
aspects of trade banking and trade finance, having advised top-tier
government, corporate and financial sector clients, international

financial institutions, small and medium enterprises and others,in
markets across the globe. We invite you to visit www.opus-advisory.
com or www.opus-seminars.com for additional information.
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About Moorgate
Moorgate Communications is a specialist banking and private equity
public relations agency. We seek to exploit the gap in the market for
intelligent communications executed by people that understand the
products and services they are profiling. A key message many clients
need to communicate is one of expertise. This is Moorgate’s key skill,
especially in corporate and institutional banking and related areas.
These are specialist areas that require a strong technical knowledge
of sophisticated financial instruments and markets.

For further information about our knowledge-led communications
campaigns, please visit our website at www.moorgategroup.com
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