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EQ spoke to SWIFT CEO
Lazaro Campos, about
what makes Sibos the
world’s premier financial
services event. Facilitated
and organised by SWIFT,
Sibos is the forum for the
industry to define future
strategies and take col-
lective action to shape its
future. Campos: “One of
the key components of
Sibos today is advancing
critical dialogue.”
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“Sibos is basically two events in one. Itis a
conference, like many others in the industry,
butitis also an exhibition where we have
around 170 exhibitors showcasing their
products and services.” There is a strong link
between the conference and the exhibition,
so the exhibitors (financial institutions and
vendors) help shape the programme and
participate in the debate. “It is this combina-
tion which makes it unique.”

Advancing critical dialogue

Sibos first began in Brussels in 1978 with
300 participants and now reqgularly attracts
up to 8,000 delegates. “Initially it was a
get-together of the community: the SWIFT
customers at the time. Often, it was actu-
ally working sessions, because we were still
defining standards for the different trans-
actions and so on. It was really a working
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environment with a few people getting
together, almost around the table. Over time
it became more of a platform where issues
can be debated, discussed and advanced,”
Ldzaro Campos explains. “The programme is
defined in close collaboration with the world-
wide SWIFT community; the motto of Sibos
today is advancing critical dialogue. And this
actually goes a long way towards explaining
why itis so successful.”

Professional partners

Sibos is planned in a three-year cycle,
rotating between EMEA, the Americas and
Asia mainly in global financial centres. A
core team starts work on the next Sibos
long before the current one has ended.
“As the organiser of Sibos, we set out the
framewaork, if you like. However, we equip
ourselves with professional organisations
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that are highly experienced and know how
to run events of this size and complexity,”
says Campos. “We create the opportunity for
exhibitors to be there. But once we are there,
itis Sibos that takes over —itis not SWIFT
anymore, but Sibos.”

Quality

Last year, Sibos was in Hong Kong, this year
in Amsterdam, and planning has already
begun for Toronto 2011 and Osaka 2012.
“We secure locations five years in advance;
we have to pinpoint the right dates - just
getting the dates right is a nightmare. You
have to take into account all the different
religious, national holidays and other signifi-
cant events. You have to set the right dates
for the event to be successful and attract
as many people as possible,” he explains.
“I believe there is a quality component too.
I think Sibos is well attended because it is
very well organised compared with other
industry events —itis on a different level in
terms of attracting people,” says Spanish-
born Lazaro Campos.

Topical themes

The themes for the conference are very
much dictated by what is going on in the
industry. “That is the biggest challenge we
face —how to decide in February/March what
will be hot in September/October. And we
do sometimes add or change slightly the
scope of the sessions because we know
from experience that the more specific a
session is - the more relevant it is - the more
interesting it becomes,” he explains. If it

is too generic then it is not very engaging.
“Everybody agrees at 30,000 feet, but it is
when you really get down to the detail that
people start diverging in their views, and that
is what makes the debate more interesting.”
The three key themes this year will be requ-
lation, rebuilding trust and recovery.

How flexible does the programme need to
be to ensure it is relevant to the industry
when Sibos opens? Ldzaro Campos: “Very
flexible. To give an example of how difficult

it can be: it was on Monday, the first day

of Sibos 2008 that Lehman Brothers went
bankrupt. We were at Sibos in the plenary
sessions, and we found that in the few hours
that followed we lost 20% of our speakers.
We reviewed topics, we reviewed sessions,
we found replacement speakers and people
hardly noticed that anything had happened.”

By invitation

Invitations are sent to the SWIFT national
member groups and major customers ask-
ing them to comment on the programme
and propose speakers for the sessions.
“Managing the influx of requests is also a dif-
ficult task. We have to do that in a way which

bigger constituencies of financial services -
global banks, broker dealers, fund managers,
central bankers, correspondent bankers and
investment bankers. People with all sorts of
different profiles, from business to opera-
tions and technology.”

Sibos and SWIFT

In a nutshell, the success of Sibos can be put
down to the fact that it is an industry forum,
by the community for the community with
SWIFT behind it. “We operate two brands here:
SWIFT and Sibos. Sibos is and continues to be

a reflection of the industry. The people who
come feel that they are discussing the right
topics, with the right people at the right time.”

EVERYBODY AGREES AT 30,000 FEET,
BUTIT IS WHEN YOU REALLY GET DOWN
TO THE DETAIL THAT THE DEBATE
BECOMES INTERESTING

isimpartial and objective and helps to create
the best possible event. It is not about the
commercial relationship with SWIFT - it really
is about the success of Sibos as an industry
event,” he says.

Global event

When Sibos first began, it was mainly a
European event with a few delegates from
the US, but now it is very much a global
event. “We have seen a shift in the geo-
graphic representation over the years. For
example, of the more than 6,000 people
who attended last year 1,500 were from
Asia, and the seniority of the attendees
has also gone up significantly, especially in
the last five years,” says Lazaro Campos.
The people who come to Sibos are industry
practitioners, from both the business and the
technology domains. “They represent the
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Sibos is more than a conference and exhibition,
it is the financial services industry’s premier
event. Networking and doing business are at
the top of the agenda.

Major theme Regulation Major theme Rebuilding trust Major theme Recovery

Sibos is the only event that covers all sectors
of the financial community, and therefore
attracts the industry’s leading figures and
companies. The presence of so many senior
representatives from leading institutions
worldwide means that dialogue about the
future of the industry is lively and thought-

Twelve streams

provoking. Therefore the conference
sessions are designed to highlight and

explore the current challenges and initiatives

arising in the industry. Leading expertsin
their field come to debate and share their
knowledge about new technologies,
processes, requirements, alliances, and
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Why Amsterdam?

of course, efficiency and security.

Sibos draws audiences in excess of 8,000
participants from the financial industry rang-
ing from the established financial institutions
to application and middleware vendors,
system integrators, central clearing systems
and consultants. They come to Sibos to do
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Sibos goes green

business, learn about new products and
services, and simply to network. Bankers,
investment managers, broker-dealers,
treasury specialists, operations professionals,
corporates, and representatives from emer-
ging markets, all see the Sibos conference
and exhibition as an excellent investment.
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