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Securities Lending remains one 
of CACEIS’s core services, and we 
are working with an increasing 
number of clients to optimise the 
performance of their investments 
in today’s highly competitive 
environment. Our group is also 
demonstrating its commitment to 
alternatives by investing heavily 
into market-leading software 
solutions and experienced staff 
within our global private equity, 
real estate and securitisation 
division, in order to provide 
reliable service to members of the 
AIF community wherever they 
operate worldwide. 
In other news, we are delighted 
to announce that CACEIS’s 
Switzerland-based branch has 
recently received regulatory 
approval to provide depositary 
services. This major development 
enables us to provide a full 
range of depositary and custody 
services to all types of investment 
vehicles in Switzerland. As a 
group, we have a long history of 
servicing Swiss clients, and with 
this approval, will be supporting 
them in their home market. I 
would also like to mention the 
UK, where regulatory approval 
for providing depositary services 
to alternative investments is in its 
final stage. Finally, in our group’s 
latest research paper, published 
jointly with PwC Luxembourg, 
we seek to understand the forces 
acting on the fund distribution 
industry, from the younger 
investors and their expectations 
in terms of digital solutions, to 
state-led regulatory measures 
and personal pension funding 
requirements. Providing a 
clearer understanding of the 
forces, our report then looks at 
how best to adapt to the new 
disrupted  environment, using 
a combination of strategies and 
tactics to increase participants’ 
likelihood of finding themselves 
among the fund distribution 
industry’s winners.
Our extensive research is 
presented at Fund Forum, with 
the aim of promoting discussion 
among all parties with a stake in 
the fund distribution industry, and 
I look forward to the opportunity 
to discuss the report’s findings 
with you in the near future  
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In a new research report pub-
lished jointly by CACEIS and 
PwC Luxembourg, we look at 

how retail fund distribution is in the 
midst of the most profound struc-
tural change of the past 50 years. 
The prospects for funds in this in-
credibly dynamic business environ-
ment are positive. Opportunities are 
numerous and assets are growing 
with sustained growth projected for 

the industry (e.g. pensions, non-
bank financing). Yet, the balance of 
power between the legacy industry 
players, such as asset managers, in-
stitutional investors and distributors 
is uneven, and the arrival of new 
players, including east-Asia asset 
managers and tech firms, is modify-
ing the status quo.
This business disruption is exacer-
bated by three main factors: regu-

lations, such as RDR and MiFID 
II; the arrival in the investment 
phase of the so called “Millenni-
als”, who bring new investment 
behaviour; and finally, technol-
ogy. Consequently, new strategic 
responses and value propositions 
are needed both for asset managers 
and distributors.

As retail clients take centre stage in 
the new regulatory agenda, which 
puts “clients first”, fees transpar-
ency and a focus on arm’s length 
advice models will put retail and 
affluent clients in a much stronger 
position to obtain cheaper products 
such as passive funds, inducement-
free share classes, as well as tai-
lored solutions (e.g. mandates). 
However, this comes at a price. 
Trailer fees disappear, then advice 
must become self-sustaining, with 
the possibility of ‘advice gaps’ or 
the rise of tied-agents in client seg-
ments that are not ready to pay the 
cost of fully-independent advice.

continued on page 2

 CACEIS and PwC Luxembourg release a new report entitled 
“Reshaping retail fund distribution - Winning strategies and tactics  
in a disrupted environment”
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In Europe, three main 
regulatory models are 
emerging with regards 
to the retail distribution 
landscape: RDR, in the 
UK and the Netherlands, 
and MiFID II at the EU 
level. What impact will 
these models have on 
distribution practices?
National regimes in the 

EU (RDR in the UK and the Netherlands) and MiFID II 
are reshaping the contours of the playing field. These 
regulations are focused on avoiding conflicts of interest 
by banning or restricting inducement-based schemes 
between asset managers and fund distributors, as well 
as increasing transparency. The ban on inducements for 
advice in the UK and the general ban in the Netherlands 
have changed the relationship between asset managers 
and distributors in these markets. The latter may no 
longer rely on their asset managers to provide them 
with product-related income. Similar rules are in the 
process of being adopted in other EU jurisdictions, 
but not homogeneously, and non-EU countries are 
developing their own new domestic frameworks. The 

restriction or ban of inducements is leading distributors 
to reconsider their view of products as “cost factors” and 
is motivating fund managers to re-evaluate their pricing 
and distribution strategies

Over the next decade, Millennials will represent the 
world’s new investor base. What main changes is this 
new cohort of investors bringing into the industry? 
Millennials have grown up with broadband, 
smartphones, tablets, laptops and social media, and 
they are now looking at smartwatches with the aim 
of gaining instant access to information. This new big 
wave of investors is bringing radical transformations 
to client demographics, behaviours and investment 
expectations. Millennials’ definition of trust and loyalty 
and their expectations of financial service providers 
are very different from those of Generation X and 
certainly of Baby Boomers. These changes are forcing 
traditional financial industry players to re-think the way 
they interact with the new generations of investors 
– specifically, how they will earn investors’ loyalty 
and trust, how asset managers can increase brand 
awareness, and how they can establish new products 
and channels for appealing distribution models. The 
main challenge for the fund industry is the adoption 

of new technologies within a multi-channel marketing 
and distribution strategy.

Technological innovation has become fundamental 
in the asset management industry. How are recent 
technological improvements changing the face of the 
industry? 
Technological developments are radically altering the 
way people communicate and interact with each other, 
and, as a consequence, the way people do business 
today. In the case of the fund industry, the distribution 
of funds is turning into a mere function of technology, 
as interactions with advisors are becoming increasingly 
virtualised and computers are starting to provide the 
services traditionally performed by financial advisors. In 
this respect, a new breed of technology-driven actors is 
disrupting the market with new business models that 
provide affluent retail investors with an alternative in the 
financial advisory domain—they are called robo-advisors. 
D2C and D2B fund platforms are also proliferating as they 
offer a greater range of funds than conventional products 
offered to retail investors. In many cases, these disruptive 
trends are causing the roles of the distributor and the 
portfolio manager to overlap with one another and to 
compete with technology-driven actors 

THE NEED TO REVIEW 
PRODUCT AND 
DISTRIBUTION STRATEGY
Asset managers face a dilemma: the 
traditional commission-based distri-
bution model is no longer sustainable
over the medium term so the type 
of products manufactured and dis-
tributed across the EU is shifting. 
Actively-managed funds (products 
which relied heavily on trailer fees) 
and passive products such as index 
funds and ETFs, are now on a level 
playing field and compete for the 
same distributors and client segments 
without the influence of inducements. 
Accordingly, active managers will 
need to review pricing models, better 
tailor cost-effective passive products 
or even link their management fees 
to the product’s performance. They 
may also look to other solutions such 
as asset allocation funds, Smart Beta 
and non-fund mandates to better fit 
distributors’ and financial advisors’ 
models.

However, gaining access to investors 
without an ‘incentivised’ distribution 
network will become more challeng-
ing and asset managers are already 
using a number of strategies in order 
to secure access. These strategies 
include share class re-engineering 
(“cleaning” share classes of trailer 
commission-paying elements); in-
vesting into software-based ‘robo-
advisors’; launching direct distribu-
tion platforms; raising their branding, 
both traditionally and online.

NEW ENGAGEMENT MODELS 
FOR DISTRIBUTORS
Distributors, on the other hand, need 
to demonstrate the added-value in 
their advice fee, bringing discretion-
ary management and advisory ser-
vices together with a broad range of 
products. Although distributors will 
compete on cost, a low-cost strategy 
will offer insufficient differentiation 
for retail clients. They will also need 
to improve asset allocation capabili-
ties and display some specialisation, 
such as long-term saving solutions, 
to justify advice fees. Reporting, 
comprehensive product information, 
and availability of advice will all be 
key differentiating factors.

The way the new generation of in-
vestors interacts with the outside 
world in general and the financial 

industry in particular, coupled with 
the rising influence of social media, 
will have a heavy impact on their 
investment behaviour and hence 
the industry’s balance of power. 
Millennials are supplanting Baby 
Boomers as the primary investor-
ship and in this new environment, 
technology is a catalyst for the cre-
ation of disruptive business models 
like ‘robo-advisors’.

The increasing adoption of SMAC 
(social, mobile, analytics and 
cloud) technologies by informed 
retail clients to create a constant 
flow of dialogue to promote prod-
ucts and services will be crucial. To 
enhance brand recognition, ongo-
ing multi-channel dialogues with 
clients are likely to become a major 
differentiating factor in the indus-

try. Furthermore, to deliver proac-
tive responses in a dynamic envi-
ronment and to appease demanding 
clients, distributors will have to 
build robust data architecture in the 
“cloud”, enhance their IT security 
standards to avoid reputational is-
sues associated with hacking, and 
strengthen their analytics capabili-
ties to capture clients’ feedback and 
influence their value proposition, 
among other things. Retail clients 
of the new generation will become 
‘instividuals’ who demand the same 
techniques, products and services 
as their institutional counterparts 
delivered through the latest tech-
nologies.

Investments in technology are fun-
damental for asset managers and 
distributors alike hoping to succeed 
in the new investorship environ-
ment where cost pressure is mount-
ing and the level of services sophis-
tication is increasing.

These disrupting factors have intro-
duced a new arena to the asset man-
agement industry, in which the role 
of the distributor and the portfolio 
manager are commingled within 
web-based social networks and the 
financial skills of a community of 
investors.

With so many diverse forces acting 
on the fund distribution environ-
ment, our report, “Reshaping retail 
fund distribution - Winning strate-

gies and tactics in a disrupted envi-
ronment” puts forward the way in-
dustry players should look at them, 
act upon them and most of all adopt 
them in order to emerge as the new 
winners in a shaken-up market. The 
right combination of strategies and 
tactics, combined with a clear un-
derstanding of the factors driving 
change are key to surviving in the 
increasingly competitive fund in-
dustry.

For a hard copy of the report, 
please send your address details to 
info@caceis.com or download it in 
pdf from CACEIS’s website under 
‘publications’  

ARIANNA ARZENI,  Head of Group Business  
Development Support, CACEIS
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New pricing and 

distribution models
Product Mix /Specialisation
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(Active/Passive/ Pension Products / ELTIFs)

Focus on institutional-type reporting 
for retail investors

Enhancement of Mandate Management 
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Interview with Olivier CARRÉ, Partner, Regulatory & Compliance Advisory Leader, PwC Luxembourg

Multi-channel branding and leveraging new technology Looking further ahead

REBATE BANS 
MOVE AT THE 

GLOBAL LEVEL  

· 
 discretionary portfolios and independent advice

· Restricts which products can be sold through execution only, 
 restrictions on bundling products and services

· Links to KIID and PRIPs

The Dutch Government has banned commissions on retail 
investment products from 2013 to force advisors to be more 
transparent with clients about costs

· Ban of inducements for independent or non-independent
 advisors to “non-professional clients” that are not in the best
 interest of clients

· Prohibition for independent advisors to advise on related
 party products

 

· 
 from July 2013

· Ban on commission on risk insurance products

· Addressing cost of advice

· · Complexity in the planning process

· Appropriateness of complex/simple advice solutions

· Retrocession ruling

· A position paper has been published covering similar
 requirements as MiFID and Swiss Government is preparing 

· RDR : post 2012

· Commission ends: Advisor charges introduced

· Client Clarity : Independent / restricted / no advice choice

· 

The balance of power shifts
 towards retail clients
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Let's briefly look at how the idea 
of setting up a depositary bank in 
Switzerland came about and how 
it benefits clients?
CACEIS clients have long placed 
their trust in our real estate fund 
management and administration 
services in Switzerland. We have 
managed real estate funds controls 
in French-speaking Switzerland 

from Nyon since 2006 and in 2011 
opened an office in Zurich to ex-
pand our activities. It was there-
fore really only a question of time 
before we became a depositary 
bank here too. The process was 
certainly given impetus by the 
frequently expressed wishes of 
clients. The Group is strengthen-
ing its presence in this market by 
offering clients pan-European ex-
pertise in depositary and custodian 
banking services. The launch of 
this business in Switzerland fol-
lows a number of extensions of 
the CACEIS depositary banking 
network on all the major European 
asset management markets: France, 
Luxembourg, Germany, Ireland, 
Belgium, the Netherlands, Italy and 
Switzerland. CACEIS has strength-
ened its European dimension in the 
space of just two years, The banks' 
established pan-European expertise 
in depositary services enables it to 
offer clients and their final investors 
a high level of security in protecting 
their assets.

What is the legislative envi-
ronment for depositary banks 
today? What changes have re-
sulted from the enactment of the 
Swiss Federal Act on Collective 
Investment Schemes?
The rules governing the activi-
ties of depositary banks today are 
more detailed than ever before. 
This increases the regulatory bur-
den. I believe personally, however, 

that FINMA circulars 21 and 40 
have a greater impact on the way 
depositary banks are organised 
than the new provisions of the 
Swiss Federal Act on Collective 
Investment Schemes. 

A depositary bank must not only be 
a bank within the meaning of the 
Banking Act. It must also have the 
requisite organisational structure 
for handling collective investment 
funds. An appropriate corporate 
structure was therefore explicitly 
put in place - this is something that 
is checked during the authorisa-
tion procedure. For example, we 
hired approximately 20 staff, and 
moved into new premises in Nyon. 
Becoming a depositary bank also 
meant putting in place "Chinese 
walls” between fund administra-
tion and bank structures.

The roles and responsibilities 
of depositary banks have also 
changed. In Switzerland, as in the 
EU, depositary banks are taking on 
more and more responsibility for 
their clients' assets, including ad-
ditional supervisory duties.

What are the differences be-
tween the provisions of the 
Swiss Federal Act on Collective 
Investment Schemes (CISA) and 
the AIFMD and the UCITS V 
directive regarding depositary 
bank liability?
Under UCITS V the depositary 
bank is liable for any loss of as-
sets in its custody unless it can 
demonstrate that the loss was the 
result of events over which it had 
no control. It is my view that liabil-
ity under the CISA is equivalent to 
UCITS V and AIFMD, which im-
pose strict liability. These height-
ened liability risks mean among 
other things a need for tighter pro-
cesses, better adherence to those 
processes, and personnel with the 
right skills and training. Today this 
can be achieved only with profes-
sional structures, detailed process 
manuals, and appropriate IT solu-
tions.

What are the main services that 
a Swiss depositary bank provides 
today?
The first service is that of protect-
ing the assets placed in its custody 
- it remains the case today. Acting 
as depositary bank includes check-
ing ownership of assets. The CISA 
now also requires the depositary 
bank to be responsible for safe-
keeping account management, 
although these duties may be del-
egated. Where funds categories are 
restricted to certain types of inves-
tor there also needs to have an effi-
cient process of investor eligibility 
assessment. And of course we have 
also to check the compliance with 
the investment guidelines of the 
collective investment schemes.

How does CACEIS differ 
from most depositary banks in 
Switzerland?
CACEIS is certainly one of the 
very globally oriented asset servic-
er who can provide a one-stop shop 
offering a broad range of services 
across a wide spectrum of coun-
tries. These include depositary 
bank services, of course, but also 
the global and local custody busi-
ness and the paying agent function. 
We are also active on the capital 
markets and can therefore offer 
execution services at a good price. 
We have moved further up the val-
ue chain. Outsourcing middle and 
back office functions is now a key 
part of the service and contributes 
to reducing operational risks and 
achieving efficiency goals. We also 
support our clients in the report-
ing and risk management functions 
and in performance measurement.

Are there client groups that you 
particularly target?
We particularly target investment 
companies, pension funds, portfo-
lio managers, and banks. But we 
have no particular preference, as 
we provide, in conjunction with 
the CACEIS group, a broad range 
of services for all customer seg-
ments.

There appears to be a trend 
among active asset managers 
to develop increasingly com-
plex strategies and also to give 
greater weight to alternative in-
vestments. Is CACEIS well posi-
tioned in this regard?
I believe that we are well equipped 
for this. Both clients with "plain 
vanilla" offerings as well as those 
providing complex structures can 
feel at home with us - I am think-
ing here for example of infrastruc-
ture funds, real estate funds with 
foreign holdings, or private equity 
vehicles. The CACEIS group has a 
wide range of options available to 
such players and these can be used 
flexibly. Hedge funds, for example, 
prefer providers with expertise in 
multiple fields who can provide ac-
cess to particular asset classes even 
in remote markets. They look for 
partners who are at the same level 
as themselves and who have practi-
cal experience on the ground.

Let us finally look for a moment 
into the future. Where do you see 
your depositary bank in say three 
years?
We see ourselves as a recognised 
partner with a track record and 
with satisfied clients in several seg-
ments - both small, domestically-
oriented players as well as clients 
with a wide range of securities on 
international markets. We want to 
be a strong partner that by virtue of 
its global network and local pres-
ence will come into the reckoning 
for many pitches 

CACEIS has recently been awarded a depositary bank license by the Swiss financial regulator (FINMA) giving clients 
access to the full range of services of a leading Asset Servicing group.  

ABOUT CACEIS IN SWITZERLAND

By bringing the Group’s expertise in depositary and 
custodian banking services to Switzerland, clients 
benefit from effective information systems and a 
comprehensive range of services which meet the 
specific needs of UCITS funds, hedge funds, private 
equity funds and real estate funds.

CACEIS has developed a “one-stop shop” offering for 
fund management companies covering analysis of 
proposed real estate funds, launching funds, day-to-
day administration, performance measurement and 
reporting to investors and regulatory authorities for 
all types of structure domiciled in the main European 
financial marketplaces.

CACEIS has also implemented its “Execution to Custody” 
platform, offering execution in equities and futures 
markets from a single entry point, with integration 
into clearing, settlement-delivery, custodian, fund 
administration and custodian bank systems. This 
consolidation of transactions is accompanied by a 
service covering the entire middle and back office 
chain. Clients benefit from services that allow for 
better control of risks and regulatory changes (EMIR, 
MiFID-MiFIR) and lower fixed costs. The Group therefore 
provides a simplified model for processing listed and 
OTC derivatives, making operational chains less complex 
and optimising their collateral management.

Thanks to this enhanced local presence, CACEIS 
enjoys a close relationship with its clients bringing 
them  the expertise of a key player in asset servicing. 
CACEIS’s multi-jurisdiction fund offering constitutes a 
competitive advantage, with its sales teams providing 
fund management companies with solutions to help 
them to grow locally and internationally.

CACEIS receives depositary bank 
authorisation in Switzerland

  The Group 
is strengthening 
its presence in 
this market by 
offering pan-
European expertise 
in depositary 
and custodian 
banking services. 
The launch of 
this business 
in Switzerland 
follows a number 
of extensions 
of the CACEIS 
depositary banking 
network on all the 
major European 
asset management 
markets.
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CACEIS IN SWITZERLAND 
KEY FACTS AND FIGURES

 

CACEIS HAS ALREADY 

WON ITS FIRST THREE 

DEPOSITARY BANK 

MANDATES:

Banque Bonhôte & Cie 
S.A.

Edmond de Rothschild 
AM Suisse S.A.

Rieter Fisher Partners

CACEIS IS MARKET LEADER 

FOR THIRD-PARTY FUND 

SERVICES 

46 
funds 

 

CACEIS PROVIDES SWISS 

REPRESENTATIVE AND 

PAYING AGENT SERVICES 

FOR

187 
foreign funds

PHILIPPE BENS, Senior Country Officer,  
CACEIS in Switzerland 
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Consolidation in the 
German depositary 
services market 
continues at a rapid 
pace. 

CACEIS is playing an active 
role in this consolidation 
trend, for example when 

it took on the real asset deposi-
tary services of Sal. Oppenheim, 
the group’s closest active player 
in the open-end real estate fund 
and closed-end funds depositary 
services market. In the wake of 
its strategic initiative to focus 
resources on its core business 
strengths such as asset manage-
ment for private and institutional 
clients, Sal. Oppenheim  decided 
to select a solid partner, entrust-
ing the depositary activities to 
CACEIS was a logical step.

The decision to select CACEIS as 
the new depositary services pro-
vider was subject to the approval of 

all Sal.Oppenheim clients and their 
respective institutional investors. 
CACEIS worked with a number of 
clients to assist them with their due 
diligence processes and took part 
in several informative workshops 
to present the group and its servic-
es, in order to help clients under-
stand the benefits of working with 
an international asset servicing 
provider like CACEIS. The busi-
ness migration amounted to some 
€12 billion in physical assets and 
was completed in a timely manner 
with uninterrupted services to cli-
ents throughout the duration.

In addition, CACEIS also ensured 
that client service levels would 
remain high by transferring the 
contracts of relationship man-
agement and administrative staff 
to CACEIS. With their in-depth 
knowledge of the client accounts 
and servicing requirements, the 
former Sal. Oppenheim employ-
ees have proved to be key to the 
success of CACEIS’s growing 
real asset depositary business in 
Germany. 

The activity transfer also strength-
ens CACEIS’s leading position 
and enhances its reputation as the 
German market’s premier inde-
pendent physical asset depositary. 
Today, CACEIS services 18 open-
end real estate investment compa-
nies in Germany, accounting for 
some €23 billion in assets, as well 
as over 30 initiators of closed-end 
funds investing in real estate, pri-
vate equity, renewables, aviation 
and shipping containers.

A company’s ability to arrange a 
smooth and timely migration has 
become a key factor in the deci-
sion process for many clients. 
Enacting a successful migration, 
such as that for Sal. Oppenheim, 
involving large asset volumes and 
institutional investors, requires a 
rigorous and highly-professional 
approach. CACEIS’s extensive 
experience in funds migration, en-
abled a significant number of cli-
ents to be on-boarded at the same 
time. Since 2012, CACEIS has 
executed roughly 35 migrations of 
new clients in Germany. Each one 

has relied on experienced project 
management teams guided by a 
steering committee of senior man-
agement from both companies. 

This project structure allows 
CACEIS to on-board complex 
funds and huge asset volumes in 
very short timeframes, for instance 
from 6 to 12 weeks, and is essential 
to ensuring a successfully complet-
ed migration project 

HOLGER SEPP, 
Board Member of CACEIS in Germany

CACEIS is increasing the business of its 
real asset funds in Germany

Hong Kong’s key position as cross-border 
fund center

Under the mutual 
recognition and cross-
border fund initiatives 
happening in Asia, 
CACEIS is assisting 
asset managers in 
distributing their 
funds regionally.

The mutual fund recogni-
tion initiative announced 
by the Securities and 

Futures Commission and the China 
Securities Regulatory Commission 
will allow funds domiciled in Hong 
Kong and China to be sold in each 
other's market from 1st July 2015. 
It signals a turning point in Hong 
Kong’s status as a cross-border 

fund center. Hong Kong acting as 
the entry point for asset managers 
to access the Chinese market (via 
Chinese RQFII structures) is a ma-
jor development. The scheme will 
allow eligible mainland and Hong 
Kong funds to be distributed in each 
other’s market. The cross-border 
initiatives underway in Asia, includ-
ing the Association of Southeast 
Asian Nations collective investment 
schemes, the Asian Regions Funds 
Passport, StockConnect and ren-
minbi qualified foreign institutional 
investor (RQFII) represent opportu-
nities for growth to asset manage-
ment companies.

FUND DISTRIBUTION 
SERVICES
CACEIS in Hong Kong supports cli-
ents in their Asian sales efforts and 
also local fund houses, whether they 

are seeking to ex-
pand internation-
ally by setting up 
a UCITS range, or 
nationally, offer-
ing locally-based 
client relation-
ship structures. 
CACEIS's full 
service offer  in 
Hong Kong in-
cludes fund dis-
tribution support, 
which enables 
pan-Asian distrib-
utors to connect 
to Western and 
offshore target 
transfer agents. 

This gives distributors a single 
point of access to a broader range of 
funds and related services, such as 
account opening and maintenance, 
order capture and online reporting 
solutions. CACEIS Hong Kong's 
pan-Asian distribution hub currently 
serves more than 80 funds domiciled 
and distributed in 9 markets: China, 
Hong Kong, Korea, Japan, Macao, 
Malaysia, Singapore, Taiwan and 
Thailand. Clients benefit from a 
local call centre managing queries 
related to fund information, transac-
tions, holdings, payments, report-
ing from distributors and investors. 
CACEIS teams are multilingual 
and speak several Asian languages 
(Chinese, Japanese, Korean, etc). 
They use CACEIS’s information 
platform with strong international 
capabilities available 24/7 that fa-
cilitates KYC and AML controls 

managed by our compliance de-
partments in Europe. Furthermore, 
through its recent trustee ability, 
CACEIS Hong Kong Trust Co. Ltd 
is now able to perform fund admin-
istration and transfer agent services 
for Hong Kong-domiciled funds.

REPRESENTATIVE 
AGENT AND FUND 
ADMINISTRATION SERVICES
Since its inception, CACEIS Hong 
Kong Trust Co Ltd has provided 
administrative support for distri-
bution to clients operating in Asia, 
and has acted as an Asian hub for 
the preparation of European funds' 
NAVs.

CACEIS in Hong Kong can also 
fulfil the role of representative 
agent for the Hong Kong distribu-
tion of international funds which 

encompasses the following duties: 
mandatory notifications, ongoing 
communication, monitoring of lo-
cal regulations, filing of required 
statistics and ad-hoc reports, pub-
lication of NAVs in the local press, 
as well as the dissemination of fund 
documentation to local investors.

Finally, CACEIS in Hong Kong 
also acts as the Asian hub for the 
entire CACEIS group, collecting 
securities prices, carrying out con-
trols and preparing NAV calcula-
tions to ensure early NAV produc-
tion for European funds.

As Hong Kong is emerging as a 
cross-border fund center, asset 
managers can rely on CACEIS to 
bring its fund distribution services 
experience and expertise gained in 
Europe 

DAVID LI, Managing Director, 
CACEIS Hong Kong Trust Company Ltd

ETIENNE CARMON, Group Product Manager -  
Fund Distribution Services

  REAL ESTATE FUNDS WITH 
CACEIS IN GERMANY

18 
Real Estate Investment 

Companies

€23bn 
 Assets under Depotbank

Figures as of June 2015

China

Hong Kong

Korea

Macau

Singapore

Taiwan

Thailand

Japan

49%

5%1%

14%

20%

2%
8% 1%

Countries of distribution for CACEIS's Hong Kong office



The securities lending market 
brings to institutional inves-
tors (insurance companies, 

pension funds) additional returns 
on assets that would otherwise be 
dormant and improves the financial 
markets liquidity. In the current low 
interest rate environment, CACEIS’s 
bespoke program designed for spe-
cific risk-adjusted return client re-
quirements helps them to meet their 
performance targets. CACEIS en-
joys close relationships with many 
institutional investors who continue 
to view securities lending as a vi-
able approach to offsetting custody 
costs while also generating incre-
mental alpha. One other key ele-
ment for insurance companies is the 
cancellation of the 10% ratio of the 
dispersion base in representation of 
their regulated commitments under 
the Solvency II Directive allowing 
them to increase the amount of the 

securities lent and so their portfolio 
performance.

RESPONSES TO 
REGULATORY CONSTRAINTS
CACEIS supports clients in establish-
ing their securities lending transac-
tions to ensure that they comply with 
the rules applicable to each category 
of institutional investor, notably with 
the Solvency II Directive. Clients get 
a precise view of their regulatory, ac-
counting and tax framework, in doing 
so, they know the impacts that the 
securities lending transactions may 
have for them. A standard agreement 
(GMSLA) clearly sets out the rights 
and obligations of the counterpar-
ties and an Operating Memorandum 
the operational procedures during 
the transactions lifecycle. The bank  
acting as principal borrower car-
ries all the market risks. As “Agent”, 
CACEIS is the intermediary and the 

arranger of the deal between client 
and the eligible counterparties, de-
pending on the needs and requests, 
a dedicated program can be set-up in 
order to mix both principal & agency 
programs. Regarding the assets, the 
securities lending desk has demand 
for every type of security (govern-
ment and corporate debt, equity, ETF, 
etc). Counterparties are rigorously se-
lected and their solidity continuously 
monitored, whilst the quality of col-
lateral is clearly defined by clients to 
reflect their needs. 

A FLEXIBLE APPROACH 
CACEIS’s securities lending desk de-
fines with the client the optimal strat-
egy for achieving the returns both in 
absolute and risk-adjusted terms. He 
will analyse portfolios and cross-ref-
erence these with market conditions 
to identify the most suitable oppor-
tunities for lending. The program is 
flexible and can be adjusted on re-
quest at any moment. The securities 
lending team ensures high-quality ex-
ecution and is available to clients for 
any questions they may have about 
transactions.

Securities may be lent on a case-by-
case basis, requiring authorisation 
from the lender for each transaction, 
or lending may be fully automated. 
In accordance with the contract, 
CACEIS acts within parameters es-
tablished with the lender, who retains 
complete daily control over the lend-
ing activity throughout online report-
ing. It has no impact on client’s daily 
business as securities can be sold at 
any time.

Institutional investors find with 
CACEIS a proven player with spe-
cialised market knowledge and ef-
ficient infrastructure. Its securities 
lending desk traders are focused on 
achieving optimal risk adjusted re-
turns and are flexible enough to set 
up a program which meets clients 
unique and evolving requirements 

 
At CACEIS, we strive for the highest level of risk-adjusted return 

and work hard to provide you with new opportunities in a smooth manner

FINANCIAL 
INSTITUTIONS

LENDERS

CACEIS
FIRST-RATE

COUNTERPARTS

BORROWERS

1. Securities Lent

4.   Enhanced Returns

2.   Securities Lending                                   

3.   Diversified Collateral     

FULLY-INTEGRATED & SECURE FRONT-TO-END PROCESSING

Dan was Head of Securities 
Lending at NATIXIS SA. 
He has gained valuable 
experience over 10 years 
in every facet of the Equity 
Finance industry. Adding 
this expertise strengthens 
the securities lending 
capabilities offered by 
CACEIS. Dan has a very 
strong understanding of 
the products, technology 
and client side of lending. 
He is looking for value 
in all aspects of client 
relationships, including fair 
spreads. 

Dan COPIN, Head of Equity Finance, CACEIS

Highlight

From operational processing  
to SCR calculation 

CACEIS handles transactions from trading onwards and takes care 
of all operational processes.  Its securities lending programmes 
are backed by a full range of middle office services including 
processing instructions for securities settlement, the management 
of cash or securities collateral, daily monitoring of margin calls, 
management of securities transactions and calculation of 
commissions. 

For insurance companies subject to the Solvency II Directive, 
CACEIS advises them on the SCR calculation regarding the assets 
lent and the guarantees received.  The group offers ancillary 
security accounting in the framework of local and IFRS rules 
for institutional investors direct investments or assets under 
discretionary management. With CACEIS’s client web site OLIS, 
institutional investors benefit from a dedicated internet site for 
monitoring accounting statements and regulatory ratios and for 
tracing all transactions. Clients can also opt for complementary 
reports (regulatory, Solvency II, performance and risk 
measurements, VaR calculations and stress tests).

Operational efficiency is based on 4sight, a leading software suite 
in the securities lending market, working in conjunction with the 
Group’s custody and fund management systems to ensure fully- 
integrated operations. Thus clients have access to a multi-award 
winning service and full information on the securities lent and the 
commissions received, thanks to detailed reporting available at any 
time via the CACEIS client website. 

Institutional investors therefore have access to the securities 
lending market without the need for any investment in human 
resources or IT systems, with simplified administrative, accounting 
and financial management  

THIBAULT GUÉNÉE, Head of Product offering - Institutional clients, CACEIS

Securities lending 
enhances institutional 
investors’ portfolio 
performance 

Relationship with 
brokers, access  to a large

pool of borrowers  

 

 

E�ciency  
of 

systems

Lending 
business 

scale  

Detailed reporting
available online

 
  
   

 

  Access to 
the securities 

lending 
market

  
 

Specialised
market 

knowledge
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CACEIS offers bespoke securities lending solutions to institutional 
investors generating value in a risk-controlled environment 



European regulators – includ-
ing the Commission, ECB, 
EIOPA, EBA and ESMA 

– are stepping up initiatives to en-
courage a relaunch of securitisa-
tion as a means of helping the long-
term financing of the economy. The 
European Commission plans to make 
legislation more flexible for “high 
quality” securitisation, as part of 
Lord Hill’s flagship Capital Markets 
Union project. On 12 May, The Joint 
Committee, which brings together 
the European supervisory bodies for 
banks (EBA), insurers (EIOPA) and 
markets (ESMA), issued nine recom-
mendations to help harmonise the 
regulatory framework. The delegated 
acts of Solvency II will help realign 
the regime governing “high qual-
ity” securitisation with that for direct 
lending, with a maximum shock of 
3%, compared to 7% for all securiti-
sation previously. The decrees of 2 
August 2013 and 17 December 2014 
relative to the French insurance code 
authorised insurance companies to 
invest, either directly or indirectly 
through specialised funds (“Fonds 
de Prêts à l’Economie”, FPE), up 
to 5% of regulated funds in unlisted 
companies. These provisions are in-
tended to boost the supply of credit to 
the real economy and reduce the sys-
temic risk created when banks alone 
finance the economy.

SECURITISATION PLAYERS 
GEARING UP
Banks are seeking to reduce bal-
ance sheet exposures to meet the 
requirements of Basel III and are 
moving from an “originate to hold” 
approach (where loans are held on 
the balance sheet until maturity) 
towards an “originate to distribute” 
strategy (loans are a source of im-
mediate liquidity for the originat-
ing establishment). These alterna-
tive approaches to bank lending 
take the form of numerous partner-
ships between banks and institu-
tional investors.
In concrete terms, banks sell part 
of their loan portfolios to securiti-
sation vehicles managed by a man-
agement company, with units then 
sold on to institutional investors. 
Securitisation funds can also play 
a part in financing SMEs and mid-
sized companies by subscribing to 
bond issues.
These debt funds must apppoint 
a depositary who ensures that 
the decisions taken by manage-
ment companies are compliant. 
Securitisation produces assets that 
generate yields greater than those 
on traditional investments in a low 
interest rate environment, and of-
fers a source of risk diversification 
and regular cash flow generation 
for institutional investors.

TRANSPARENT 
INFORMATION FOR 
INVESTORS
CACEIS meets institutional in-
vestors’ need for transparency on 
their investments in all types of 
securitisation fund across all as-
set categories (Corporate Loans 
-FPE), consumer lending (ABS) 
and real estate loans (RMBS-
CMBS). Clients have online access 
to the features and loan positions 
of funds, with modular services 
such as modelling of a pool of 
loans with parameters (default and 
recovery rates, etc.) that can be 
defined by the user to reflect their 
analysis criteria. These functions 
generate stress-tested projections 
of cash flows and gross market 
SCR calculations.

A single contact provides support 
and advice on the methodology 
best suited to the client’s invest-
ments and needs.

This offering, developed in cooper-
ation with EuroTitrisation, allows 
clients to benefit from the com-
plementary expertise of an AIFM-
approved management company, 
which is a pioneer in securitisa-
tion, and a leading European de-
positary bank within a secure and 
regulatory compliant framework 
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Numerous initiatives from the European 
regulators favour the use of securitisation in 
financing the economy. To help institutional 
investors develop their allocations to this 
asset class, CACEIS provides transparent 
information on the underlying assets of 
securitisation funds, risk analysis and the 
information needed for SCR calculations.

Securitisation 2.0 with CACEIS and 
EuroTitrisation

LAURENT DURDILLY,  Group Head of Private Equity Real Estate Securitisation, CACEIS

Why have you developed, in partnership 
with CACEIS, a website enabling institutional 
investors and the investment companies to 
monitor their securitisation fund assets?
In order to diversify their investments and increase 
returns in today’s low interest rate environment, 
institutional investors are expressing increasing 
interest in securitisation funds provided that the 
underlying assets are of high quality and risk is 
controllable. By making available a website with 
calculators and dashboards displaying trends in 
asset portfolios, we give investors access to a full 
range of information that allows detailed analysis 
of risk exposure and enables them to meet the 
regulatory requirements of the  
Solvency II directive.

What functionalities are available to help 
institutional investors ensure that investments 
meet prudential requirements? 
The website allows users to access calculators and 

adjust parameters to reflect their own analysis 
criteria. Take, for example, a securitisation fund 
consisting of consumer loans with standardised 
repayment tables. Investors can transfer credit 
data, construct repayment tables and correct for 
the reality of cash flows.
Thus they can adjust forecasts to calculate a “mark 
to model” valuation and meet the requirements 
of Solvency II thanks to modules allowing gross 
market SCR calculations.

What systems are in place to help clients make 
use of this and ensure fully-secure connections? 
Clients receive support and training that answer 
to user needs. The modular functionalities and 
evolutive technology deployed on the website 
allows personalisation of the data available. The 
presence of double servers on separate sites 
and a back-up plan ensure the continuity of 
service in the event of a technical incident. Client 
connections have maximum security 

Interview with Jean-Marc LÉGER, CEO, EUROTITRISATION

Karine brings substantial experience in all aspects of 
Private Equity from her time with Ardian, formerly 
Axa Private Equity, to serve clients at CACEIS’ Private 
Equity Real Estate Securitisation (PERES) division.
Karine was Head of the Middle Office and then 
Chief Financial Officer at Ardian. As PERES Group 
Project Director at CACEIS, Karine will coordinate the 
development of new services and the operational 
management of new clients.
Her experience will contribute to further fine-tuning 
the support services offered to asset management 
companies throughout the investment cycle. She 
will also help in the process of better meeting the 
expectations of investor clients and regulators in 
the area of transparency of information. Karine’s 
presence within PERES will strengthen its structure 
which brings together all the skills needed 
(marketing, support, fund administration, liabilities 
management, depositary banking) to meet the 
specific needs of private equity, real estate and 
securitisation funds.

Karine LITOU , Group Project Director, 
Private Equity Real Estate 
Securitisation, CACEIS



NEW CACEIS GLOBAL MARKETING 
PRODUCT FACT SHEET KIT 
AVAILABLE
Our clients worldwide can quickly get an over-
view of CACEIS's asset servicing solutions 
through new marketing product factsheets.

CACEIS product factsheets have been created 
by the Product and Communication depart-
ments as well as by experts from all CACEIS 
locations.

This new documentation material consists of 
twelve factsheets covering CACEIS business 
lines and focusing on the benefits for clients, 
with a clear and concise description of the ser-
vice offering.

The factsheets are available both in English 
and French and in electronic format (through 
www.caceis.com website) or in hard copy 

The new Corporate Brochure 
gives an overview of 

CACEIS’s product offering 
and its organisation. Key 

figures highlight that CACEIS 
is one of the world's leading 

asset servicing providers. 
The publication includes new 
marketing product factsheets.
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CACEIS’s 
Corporate Brochure 
and Financial Report

 

 In the press - Q2 2015

 Conferences - Q3/Q4 2015

April 2015 April 2015
FSR
“Risk & Compliance” 
Jean-Marc Eyssautier, 
CACEIS's Chief Risk and Compliance Officer

April 2015

Funds Global Asia
“Evolution of Custody  Business in Asia"

 David Li,  
Managing Director, CACEIS Hong Kong

Agefi Hebdo 
“Client assets safety ”
Carine Echelard,
Responsible for the 
banking and fund 
administration entities 
of CACEIS in France

April 2015
Agefi Switzerland
“Alternative investment” 
Philippe Bens, Senior Country Officer, 
CACEIS in Switzerland

                    MONACO

5-7 October 
Expo Real

17-18 September
Italian  

Private Equity
Conference

13 October
Agefi AMTech

12-15 October 
SIBOS

15-16 September
ALFI Global 
Distribution 
Conference 

PARIS MUNICH SINGAPORELUXEMBOURGMILAN

29 June - 2 July
Fund Forum International

Clara Dunne, CEO, CACEIS Bank Luxembourg, 
London Branch 
 “New Products Workshops panels”

Joe Saliba, Deputy CEO, CACEIS “Big Data and 
the future of Asset Management”

Pierre Cimino, Responsible for CACEIS entities 
in Luxembourg, Belgium, the Netherlands, Italy 
and Hong Kong “Comparative View of Fund Costs 
Across Jurisdictions”
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Worldwide
 Source: EFAMA - April 2015

Europe

The combined assets of the investment fund 
market in Europe, i.e. the market for UCITS 
and non-UCITS increased 2.6% during the 
fourth quarter to stand at €11.34 trillion at 
end December 2014. Overall in 2014, net 
assets of total investment fund industry 
increased 15.7%.

Source: EFAMA - February 2015

Country Focus -  Switzerland
Germany focus in the next CACEIS news

Worldwide Investment  
Fund Assets Q4 2014 (€ trillion)

Net asset of the European 
Fund industry Q4 2014

Worldwide investment 
fund assets reach all-
time high at €28 trillion 
in Q4 2014 reflecting 
growth of 3.9% during 
the fourth quarter and 
18.9% since end 2013.

2013 2014

€28tr

+4.4 %

+2.5 %

+6.0 %

+3.1 %

€11.34tr
+2.6%/Q3 2014

Luxembourg
€3.0tr 

Ireland
€1.7tr 

France
€1.6tr 

Germany
€1.6tr 

UK
€1.3tr 

€

Switzerland
€415bn

Sweden
€252bn

Italy
€248bn

Denmark
€230bn 

Spain
€229bn

Net sales of Investment Funds
Q4 2014 (€ billion)

Overall, worldwide investment funds attracted 
net sales of €1,17 trillion in 2014. Worldwide net 
sales to all funds was €335 billion in the fourth 
quarter, compared to €290 billion of net inflows 
in the third quarter of 2014 (+15.5%).

182 182

2013 2014

109

229

292
252

290
335

€335bn
+15.5%/Q3 2014

UCITS posted net inflows of €59 billion during 
the quarter, down from €130 billion in the third 
quarter.

Net sales of UCITS 
Q4 2014 (€ billion)

2013 2014

132

12
34

51

126 130

59

148

€59bn

Trends by investment type 
Q4 2014 (€ trillion) 

-45%/Q3 2014

Top Ten

€11.4tr

€6.1tr

€3.7tr

€3.3tr

Equity

Money  
Market

Bonds

Balanced

Equity fund assets worldwide increased 4.4% 
during the fourth quarter to €11.4 trillion. Net 
assets of balanced/mixed funds increased by 
3.1% to stand at €3.3 trillion, whilst net assets  
of bond funds rose 2.5% to stand at  
€6.0 trillion. Money market funds enjoyed 
growth in net assets of 6.0% during the quarter  
to stand at €3.7 trillion.
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Number of Swiss open-ended collective investment schemes
and assets under management (CHF billion)

Number and growth trend in Swiss-based asset managers
of collective investment schemes (CHF billion)

Source: FINMA- SNB

Assets under management in 
Switzerland came to a new all-time 
high of CHF 649 billion in December 
2014 (CHF 577 billion in December 
2013 + 12.4% ).

CHF649bn

CHF151bn

+12.4%/Q4 2013

+26.8%/Q4 2013

The number of licensed CIS asset managers had risen to 151 by the end of 2014 (2013: 119)

Source: FINMA
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Top 10 providers on the Swiss fund market (in CHF bn / %)

UBS
25.8%

CHF226bn CHF132bn CHF51bn CHF42bn CHF41bn

CHF40bn CHF27bn CHF20bn CHF14bn CHF13bn

Credit Suisse
15.1%

Pictet
5.8%

Zürcher
Kantonalbank

4.5%
Swiss & 

Global AM
3%

Lombard 
Odier

2.3%

Swisscanto
4.8%

Vontobel
1.5%

BlackRock
4.7%

JPMorgan
1.4%
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