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Objectives of the Programme

� Create a scalable model for growth of Temenos

� Create communities to deliver COMPLETE solutions – not just T24 

implementations

� Widen scope for others to make money and therefore promote T24

� Have Temenos introduced to prospects before RFPs are produced
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� Have Temenos introduced to prospects before RFPs are produced

� Influence the agenda



Why Has This Not Worked Before

� It was not a key driver for Temenos 

� Temenos was too small to interest the largest SIs

� Globus and T24 were tool boxes with too greater flexibility

� Package Core Banking s/w was not on the radar of the larger 
Management Consultancies

� Temenos saw itself as the implementer of T24

� Previous Partners were no more than staff augmenters on projects

� Little value add
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What Has Changed

� Temenos has critical mass and the services is now very significant

� It is now easier to train on T24 as:
• T24 is now delivered as a packaged “Model Bank” with the capability to 

expand
• Temenos have defined a process led approach to specifying and 

implementing T24
• There is now a defined delivery methodology – TIM

� Temenos recognises it does not want to keep building services� Temenos recognises it does not want to keep building services
• Working capital intensive
• Low margin
• Difficult to scale

� Large Management Consultancies now see T24 as a product offering 
they need to have in their portfolio
• McKinsey Estimate for Core Banking Replacement costs – 15B Euro in ’08

� Temenos recognises it cannot do everything on a project
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Level & Experience Requirements

� Global Services Partner
� Minimum 1,000 business consultants in Banking & Financial services 
� 150+ T24 certified consultants
� Minimum 5 implementations on 3 continents

� Regional Services Partner
� 75+  T24 certified consultants
�� Minimum 5 implementations in at least 3 countries

� Services Partner
� 20+ certified consultants



Compulsory TIC  Requirement - Raising The Bar 

Aim 
� Raise the bar and expectations of consulting skills on Temenos 

projects

Reason
� Improve the quality & speed of implementations
� Improve margins for those in the scheme
� De-risk projects for customers� De-risk projects for customers
� Drive out of business those that do not invest or are not under the 

influence of Temenos

Method
� Push for TIC consultant usage in sales process
� Link certification to EE and the Partner
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TIC Barrier

Bodyshops

Freelance
Contractors

Customer
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Partners



Key Measures of Success

� Management Consultancies form dedicated Temenos practices

� Temenos is introduced into projects before RFPs are drawn up

� Temenos increases its penetration into T1 and T2 accounts

� Partners become able to position and sell Temenos products

� Temenos delivers more successful and referenceable projects without 

increasing its own services headcount increasing its own services headcount 

� Financial  benefits (higher margins, better DSOs, faster licence growth)

� Temenos consolidates its leading position in core banking software
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First success - Cognizant

� Cognizant is a member of the NASDAQ-100 and S&P 500 and is 

ranked 12th, and rapidly rising, in the FinTech ratings for technology 

companies serving the banking and financial services industry

� The Banking and Financial Services (BFS) and Insurance practice is 

the largest industry vertical for Cognizant, contributing 33% of the 

company’s revenue. 

�
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� Has16,000 associates serving over 85 leading core banking institutions 

globally

� It does not have a product of its own and is therefore not a competitor 



Cognizant – What They Will Do 

� Recruit, train and have certified resources in T24 Model Bank 
implementations
� Aim to have 500 T24 associated resources globally after 3 years
� Will have 9 dedicated Business Development Managers from day 1
� Are already bringing leads

� Partner with TEMENOS to undertake 
� Joint sales & marketing activities� Joint sales & marketing activities
� SI activities on T24 solution delivery

� Create a CoE in Chennai

� Work with TEMENOS Complementary Solution Partners 

� Already working at Credit Suisse and Deutsche Bank
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SEMEA Region 
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Southern Europe, Middle East & Africa Region (SEMEA)

Beirut Beirut 

Madrid Madrid 

Paris Paris 

Dubai Dubai 
Riyadh Riyadh 

Geneva  Geneva  
Southern EuropeSouthern Europe

Middle EastMiddle East

Cairo Cairo 

Casablanca Casablanca 

Rep: Rep: 
Karachi   Karachi   

233 Staff 233 Staff in Regionin Region
10 Offices10 Offices

3 representative offices 3 representative offices 

Nairobi Nairobi 

Johannesburg Johannesburg 

Africa Africa 

Rep: Rep: 
Lagos  Lagos  

Rep: Rep: 
Accra   Accra   



Africa , 
75

Middle 
East , 57

CEU , 28

Total : 160 Clients 

SEMEA Clients 

Some good clients references:

One of the World’s biggest Islamic Banks

� 9 months to go-live 
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Leading International Universal Bank in Saudi Arabia

� Replaced Misys, consolidated 107 systems to 7

Investment Bank, Private banking

� 9 months to go-live 

Over 100 branches retail network , most famous bank in Oman

� Full rollout in 2 years 

Biggest Bank in Kenya, over 170 branches network

� 16 months to go-live 



MEA Region

600

800

1000

1200

Africa • We have 
roughly 10% of 
banks in the 
region running 
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0

200

400

1 2Temenos 
client base

Total no of 
banks

Middle East

region running 
our software

• Plenty of room 
to grow



Credibility  With Top Islamic Clients

Islamic Banks Islamic Window 
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The MEA Region 

MEA  2008 Licence per sub-region Temenos 2008 Total Licence per Region 
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• MEA has enjoyed a revenue CAGR of 46% over the last 3 years...

����



Middle East and Africa Market Trends

� Most Universal and Retail banks still use old legacy systems
� Need to modernise to retain customers and improve service
� Need to modernise in order to be able to execute cross-border M&A

� Islamic banking has become a major global industry
� Growth of 10% to 15% per year in assets over the last decade
� Much less impacted than conventional banks by the current financial and banking crisis, with 

most reporting profit growth in 2008*.

04/05/2009Slide 17

** ** CelentCelent, November 2008, November 2008



Middle East and Africa Market Trends

� In the Microfinance industry there is a pressing need for sustainable financial 
services. 

� In the Middle East alone, there are over 60 million unbanked, of which 4.5m are in urgent 
need of banking services.* 

� Both in ME and Africa, microfinance industry is at a nascent stage. 

� New and growing emerging markets (Sudan, Jordan, Qatar, Egypt, Nigeria, 
Malawi)
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Malawi)
� Restructured economies, opening up internationally 

� New banks creation (oil and gas, non-banked, beyond border expansion) and 
M&A

*World Bank’s microfinance survey *World Bank’s microfinance survey 



Growth Strategies

� Fully packaged Islamic Banking and Islamic brokerage
� Competitors: Path, ITS

� Replacement of Misys Installed base (>10 clients replaced already)
� Cross-sell into Lydian customer base
� Competitors: i-flex, Infosys
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� Specialised, model bank for Microfinance 
� Available on Microsoft stack
� Neptune, i-flex



US Strategy/Metavante

Alex Groenendyk, Director
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US Strategy – the top end of the market

• The high end of the market offers few growth prospects for packaged 
product at present

Large banks have suffered much more than smaller ones 
[from] the Banking Crisis in the US – Celent

Stuck between the need to upgrade core systems in order 
to cope with a hyper regulated, risk adverse environment 
and the reality of a severe recession, with few exceptions 
banks are looking to extend the capabilities of their legacy 
core systems – Bank Systems & Technology

“

”

“
”
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• Package solutions opportunities will be limited in the medium term 
so there is time to consider alternatives

• Other Partnerships 
• Leveraging the TCB components for core modernization 

core systems – Bank Systems & Technology ”



US Strategy – small and mid cap banks

• The small to mid market is much more promising  in medium term
• Aite -55% of saw new deposits accounts increase, 51%  saw  customer deposits increase  

• Small to mid size market defined as USD750m-USD15bn in assets
• Aite - 6 out of 10 are increasing marketing budgets compared to only 25% of the large bank 

segment and 41% are increasing IT spend year on year

• These banks are profitable and less affected by toxic assets
• Celent: “we learn that the best performing banks….the banks between USD1bn and 

USD10bn are the ROA champions in most years”
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USD10bn are the ROA champions in most years”

• This is a growing market
• Celent: “banks from USD1bn to USD10bn are growing from 341 to 424”

• Consolidation in the US software market creates opportunities

• Vendors are consolidating core banking products without offering new functionality or improved 
technology

• This will cause their existing clients to assess the alternatives



US Strategy – small and mid cap banks

• Consolidation may open the market for an overseas disruptor – Gonzo 
Banker

• Their requirements and tendencies fit the Temenos model 

� Flexible (Parameter)

� Adaptable (not Customized)

� Time to market (Product Catalogue/Factory)
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• For ancillary applications, we will partner or acquire when strategic

� Lower cost  ownership (Platform choices) 



Update on US Strategy / TCB

• Internationally, there is no change to our TCB stra tegy

• We continue to develop the product and support existing customers

• We continue to seek country-type outsourcing deals

• We continue to focus on selected large retail deals, especially in Asia

• In the US, we are assessing our options
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• In the US, we are assessing our options

• The key people involved in developing TCB for the US have been retained

• Temenos keeps the IP rights over the developed software

• We are considering the best approach to market in the US, including the 
possibility of forming another partnership and the use of our asset in core 
renovation and transformation projects



Appendices
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Islamic Banking 

Islamic banking aims to comply with Shariah principles; the major difference from 
conventional banking is the prohibition of interest rate payments (Riba). Main  rules as 
follows:

• Making money from money is prohibited.
• Any predetermined interest on financial transactions is prohibited.
• Risk, uncertainty, and speculation (Gharar) are prohibited.
• The lender must share in the profits or losses arising out of the enterprise for which • The lender must share in the profits or losses arising out of the enterprise for which 

the money was lent
• Investments should only support practices or products that are halal (permissible), 

not haram (forbidden) investments such as alcohol or gambling.
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Unique Features of T24 Islamic Banking 

� Shar’ia Rules Compliance : No Finance before Asset Purchase/ Acquisition, 
Charity Processing for Delayed Payment

� Products are deployed using the T24 Process Workflow Module, which automate 
operations to the maximum and achieve straight thru  processing.

� Combined with T24 ARC, with its integrated CRM capabilities, makes T24 Islamic 
Banking an extremely effective tool in enhancing customer relations , driving 
marketing campaigns, and above all in increasing cross selling of new products to 
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marketing campaigns, and above all in increasing cross selling of new products to 
existing customers.

� Combined with T24 T-Risk it provides excellent Risk Management capabilities 
whether by quantifying the risk appetite of the different instruments, or by 
addressing the Enterprise Risk level to ensure compliance to Basel II

� T24 Islamic Banking is AAIOFFI standards compliant, and approved by the 
religious boards of all the banks using it in diffe rent part of the Islamic 
world.



Our Clients statement 

“

“We chose TEMENOS because of its excellent track record in the Middle East region, 
having completed implementations for several Islamic banks . We were also impressed 
and reassured by TEMENOS’ significant investment in R&D, which ensures TEMENOS 
T24 remains the most advanced system available.”    

“ One of the strengths of TEMENOS offering is that it has a complete Model Bank ready for 
operations “
Mohamed Berro, CEO, Bank Al Hilal, IBS, May 2008
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Yousif Taqi, CEO, Al Salam Bank 

“We needed to update our core banking system to support our planned future growth and to 
maintain our position as Pakistan’s leading Islamic bank. We have already achieved 
successful results with T24’s treasury module and t he level of local support available 
for the product was one of the factors that tilted our final decision to implement the 
complete T24 solution.” 

Ariful Islam, chief operating officer, Meezan Bank 


