
It’s difficult to tell from the 
discreet office on Rue du Mont
Blanc what exactly distinguishes
Finansbank Suisse SA from the
multitude of similar boutique 
private banks that encircle
Geneva’s scenic lakefront. Yet the
14-year-old bank has at least two
advantages that help set it apart: it
caters exclusively to a client base
of Turkish private and corporate
investors, and it does so using a
relatively new solution for the
Swiss private banking market—
Advent Office. 

A subsidiary of Fiba Group, 
one of Turkey’s largest and 
most international financial insti-
tutions, Finansbank Suisse SA
opened its doors in 1990 follow-
ing the acquisition of its predeces-
sor—Banco di Lugano—by its
parent company from UBS. Since
then, Finansbank Suisse SA has
grown its assets under manage-
ment from 30 million CHF to
over 500,000 million CHF. With
the help of Advent Office for
portfolio management, order
management, portfolio reporting
and client relationship manage-
ment (CRM), the bank has seen
its AUM increase by 30 percent in
just the past two years. Even more
impressive, it achieved this
growth with no increase in staff or
overhead.

Central Data Management
“Advent Office is the ideal 
solution for any investment
organisation,” says Anthony
Gause, Assistant Vice President of
Information Technology at
Finansbank Suisse SA. “We need-
ed our data to be centralised so we
could retrieve it and get what we
needed quickly. With Advent

Office, the ability to centrally
manage our data is excellent. The
system’s ease of use, reporting
speed, accuracy, as well as the
quality of our portfolio data—all
of these things are outstanding.” 

This assessment represents some-
thing of a turnaround for Mr.
Gause, who initially was sceptical
about whether a globally used sys-
tem like Advent Office would
meet the specialised complexities
of a Swiss bank. In fact, when the
bank decided it needed a separate
investment management system

to supplement its Temenos
Globus back-office banking sys-
tem, it focused its search on
European systems with a history
of serving Swiss firms.

Lightweight Architecture for
Easier Maintenance
After evaluating nearly 10 ven-
dors, Mr. Gause came across
Advent Office, and two things
caught his eye: the software’s base
of 6,000 clients and its light-
weight architecture, which prom-
ised easy installation and mainte-
nance. “We needed something 

that could--apart from the inte-
gration of data--go in smoothly,”
says Mr. Gause. “The software
was easy to install and light on the
IT maintenance side.”

Most of the other systems, con-
versely, required significant servic-
es from the provider and consult-
ing firms to implement. Many
also called for protracted analysis
phases lasting up to six months
even before installing the soft-
ware. With an IT staff of just
three, Gause knew they couldn’t
afford a complex, labour-intensive
implementation.

“We needed someone to work
with right away because we need-
ed it now,” he says. 

Easy to Work With
Despite the Advent software’s
obvious implementation advan-
tages, Mr. Gause wondered how
well the system could meet the
specialised needs of Finansbank’s
750 clients. It didn’t take long to
get his answer.

“We worked it out with Advent
Europe’s consultants,” Mr. Gause
explains. “They were very open
and willing to come in at any time
and explain whatever we needed
to be explained. We asked ques-
tions—could this be done, could
that be done?—and they said, yes,
no problem, we can do it. It was easy
to work with them, and the lead 
consultant worked attentively and
ardently with me here during the
installation."

Advent Office Helps Finansbank Stand Out in
Swiss Private Banking Market
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“Advent Office is the ideal 

solution for any investment

organisation.”

Anthony Gause, Assistant Vice President of Information
Technology, Finansbank Suisse SA

“With Advent Office, the ability to centrally manage our data is excellent.

The system’s ease of use, reporting speed, accuracy, as well as the quality

of our portfolio data—all of these things are outstanding.”

Anthony Gause, Assistant Vice President of Information Technology, Finansbank Suisse SA

“I run a reconciliation report each

day across all portfolios, and it

takes about one minute. That’s a

lot of data. The reporting speed is

quite impressive.”

Anthony Gause, Assistant Vice President of Information
Technology, Finansbank Suisse SA
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Meeting Specialised Needs
One of Finansbank’s key 
questions centered on the system’s
handling of Turkish lira transac-
tions. The bank needed a system
that could accommodate lira 
conversions and trades involving
figures of up to 1 digits to the 
left of the decimal. Advent’s con-
sultants demonstrated that these
unusually large numbers would
not be an issue for Advent Office.
These initial demonstrations went
a long way toward convincing Mr.
Gause that Advent Office could
meet Finansbank’s specific
requirements. “When the director
finally asked me what I thought
about the Advent system, I told
him that for our position, for
what we need, it’s perfect,” Mr.
Gause recalls.

Transforming a 
Time-Consuming Process
Since going live in June 2001,
Advent Office has brought key
advantages to most areas of
Finansbank’s private banking 
operations. Consider data manage-
ment, for example. Previously,
Finansbank financial advisors 
generated reports using a patch-
work of Excel spreadsheet and
Access database applications resid-
ing on their own PCs. Entering the
data manually from Globus into
these applications and verifying
the accuracy was not only time-
consuming, it made proper data 
management impossible for
Finansbank’s IT staff.

“This patchwork of applications
was unmanageable,” says Gause.
“From the IT point of view here
in the bank, we couldn’t take
responsibility for something we
didn’t create and that was not offi-
cially known to the bank. So this
was a significant liability.”

Integrating Advent Office with
the Globus banking system 
completely transformed this situa-
tion. This integrated solution,
with data managed centrally, has
had a considerable impact on the
quality and efficiency of both
trading and reporting.

Increasing Efficiency by 100
Percent
“We can definitely say that effi-
ciency has improved on the
reporting side,” notes Gause. “For
our private banking operations, I
would say reporting efficiency has
increased 100 percent.”

Gause also welcomes the wide
selection of reports, which, for the
most part, meet Finansbank’s
needs. But Advent Office also
gives him the flexibility to easily
create custom reports. At the
request of the bank director,
Gause recently completed a data-
intensive custom report spanning
two and half years of transactions.

Impressive Reporting Speed
“I created this report in a couple
of hours and ran it in less than 
a minute,” says Gause. “You’re
talking about quite a bit of data,
considering we have 500 to 700
transactions each day. I run a rec-
onciliation report each day across
all portfolios, and it takes about
one minute. That’s a lot of data.
The reporting speed is quite
impressive.”

The fast and detailed reporting
enables Finansbank to meet the
needs of a very proactive and
attentive client base. As a result 
of Turkey’s 1999-2000 banking
crisis, Turkish investors generally
watch their investments like
hawks. With Advent Office,
Finansbank private bankers can
quickly provide inquisitive clients
with intricate details about their
investments on a daily basis.

Responding to Client Needs
“Within seconds, a private banker
can give an answer to the client,
whereas before she had to do this
in an Excel spreadsheet, calculate
it, tell the client ‘hold on,’ or ‘I’ll
send it to you,’ which made them
anxious,” Gause explains. “Now
clients are confident that we’re
giving them accurate data every
day. So that’s made for better
client service. And I’ve been told
our clients are quite impressed
with our up-to-date information
and reports. They went from
night to day.”

Clients will also have 24/7
Internet access to the Advent
reports via Finansbank’s secure
Web site beginning in April 2004.

Improving Relationships
through CRM
Advent Office’ CRM capabilities
have helped Finansbank further
improve its relationship with
clients by tracking and instantly
displaying portfolio mandates and
restrictions. Equally valuable, the
CRM module tracks valuable per-
sonal information about the
clients. This information helps
Finansbank advisors keep pace
with their clients individual
needs—no easy feat when the
client base has grown as quickly as
Finansbank’s. 

Keeping Pace with a Growing
Client Base
“As our base grows, you have a
certain number of clients that you
of course know well, but you have
others whose details you need to
pop up on your screen to jog your
memory,” Mr. Gause observes.
“That’s what’s nice about CRM.
You have alerts with notes to
remind you.”

For Mr. Gause, the benefits
Finansbank has seen with Advent
Office are clear and compelling:
“Advent Office allows us to be
more responsive to our clients’
questions and needs. We now
have happier clients. Happy
clients spread the word, so you get
more clients and more assets to
manage.” 
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“For our private banking opera-

tions, I would say reporting effi-

ciency has increased 100 percent.”

Anthony Gause, Assistant Vice President of Information
Technology, Finansbank Suisse SA

“Advent Office allows us to be

more responsive to our clients’

questions and needs. We now

have happier clients. Happy

clients spread the word, so you

get more clients and more assets

to manage.”

Anthony Gause, Assistant Vice President of Information
Technology, Finansbank Suisse SA
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it, tell the client ‘hold on,’ or ‘I’ll

send it to you,’ which made them

anxious.”

Anthony Gause, Assistant Vice President of Information
Technology, Finansbank Suisse SA

“Now clients are confident that

we’re giving them accurate data

every day. I’ve been told our clients

are quite impressed with our up-to-

date information and reports. They
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