SWIFT DATA

SWIFT traffic highlights

FIN traffic records double-digit growth year to date

Last Friday, 16 September, FIN traffic
reached 16.6 million messages. The day
before was the best day so far in Septem-
ber with 17.9 million messages (See figure
1). This brings daily average volumes for
September to 17.2 million messages, rep-
resenting growth of +14.1% compared
to September 2010. Volume increases in

Figure 1
SWIFT FIN daily fraffic evolution

Millions of messages

September were driven mainly by securi-
ties (+18.4%) and treasury (+32.7%), al-
though the payments market also record-
ed solid growth of +8.7%.

Average daily volume year to date
stands at 17.4 million messages, rep-
resenting an increase of +10.7% over
the same period in 2010 (See figure 2).
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Bring in the professionals

SWIFT Business Consulting Services offers advice that
can clearly be implemented, say clients

They might have had diverse rea-
sons for calling in SWIFT Business
Consulting Services, but its clients
agreed in an auditorium session yesterday
that the teams had delivered industry-sav-
vy, relevant advice and speedy results.

The team’s projects — more than 450 for
350 clients in 75 countries since 2008 — are
typically short and focussed on quickly im-
plementable results. “They gave us con-
crete advice, not something from dream-
land,” said Newedge Group’s senior
director and group head of treasury opera-
tions Dennis Sweeney.

Newedge’s experience was complicated
by the fact that, as a brokerage, it isn’t a
typical SWIFT client. “It’s a bit unusual
for SWIFT to be talking to us — a broker-
age, first of all, and one specialising in list-
ed derivatives,” said Sweeney. “We had a
high level of automation — you have to in
our business — but we were sure we could
improve it. We needed people who under-
stood how the brokerage model works — it
doesn’t work like the banking model.”

The brokerage, which is jointly owned
by Société Générale and Crédit Agricole,
approached SWIFT encumbered by lega-
cy systems and with insufficient scalability
for a fast-growing business. “For us, the
driver was the sheer way the business ex-
ploded,” said Sweeney. “We were going
north and it was obvious to us we needed
someone to look at it.”

In contrast, Belgian bank KBC called in
a SWIFT Consulting team to help it re-
duce costs. It had already invested “dou-
ble-digits” in infrastructure in 2007,
predicated on a forecast pick-up in the se-
curities business, according to Kristine de
Lepeleire, general manager of internation-

al cash management and cash clearing. “I
don’t need to tell you what happened in
2008,” she commented.

The result for KBC is an expected 20%
cost reduction by Q4 2013. “It was good
advice, at the right level of detail, and the
timings were met,” she said. “I can tell
you that when you’re under pressure to re-
duce your costs, your management isn’t
inclined to wait.”

Benchmarking

For both firms, industry benchmarking was
a key requirement. “We wanted to know
how well we were doing,” said Sweeney.
“We didn’t want to think we were doing well
and then get a big shock.”

KBC had already conducted an initial
survey among its peers, but wanted an in-
dustry-wide comparison to see whether re-
sources were up to market best practice
and how as an institution it might reduce
complexity and improve performance.
SWIFT was the obvious choice because it
had access both to KBC and industry data.
“Luckily for us, we came out pretty well, but
there were some areas for improvement,”
said Lepeleire. “We never had to say to our
management: we’ve bought a Jaguar and
we have to downsize to a Fiat.”

Asked by an audience member wheth-
er SWIFT Business Consulting Services
would make sense for a small bank, Sweeney
responded: “You have to make a gut reac-
tion about your own business. Once they’ve
analysed your business, they might say you
don’t need them — but don’t be afraid to
call them in.”

He added: “They’re a professional team.
Make no mistake about it: these guys know
what they’re talking about.”
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Figure 3: FIN traffic ytd (EMEA)
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Double-digit growth has been observed
in all three SWIFT regions (See figures
3,4 and 5).

The last peak day — the sixth so far this
year — occurred on Wednesday 10 August,
when FIN traffic reached 19,919,041
messages. This represents an increase of
678,094 messages or 3.5% over the previ-

Figure 4: FIN traffic ytd (Americas)
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Figure 5: FIN traffic ytd (Asia Pacific)
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ous peak, which occurred on 30 June 2011.

‘While August is typically characterised
by lower volumes owing to seasonality, re-
cent turmoil in the financial markets led
to record volumes last month, making it
SWIFT’s fourth best month ever. It is also
the first time ever that a peak day was re-
corded in August.
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