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BUILDING A BETTER 
R E LAT I O N S H I P
FOR PETER MATZA OF RWE, CLOSER CONTACT BETWEEN BANKS’ RELATIONSHIP MANAGERS
AND CORPORATE TREASURERS IS KEY TO OBTAINING THE BEST SERVICE.

A
lthough The Tre a s u re r has asked me to
respond to Jo h n ny C a m e ro n’s paper1, my
remarks will be based on my own
o b s e r vations of corp o rate re l a t i o n s h i p
banking rather than a direct point- by - p o i n t
a n a ly s i s . I will, h o w e ve r, p i ck up on some of
the themes he raises in my comments. W h a t
I think is clear to all invo l ved is the cri t i c a l

n a t u re of the interaction between banks and corp o rates – of
wh a t e ver size . What is not clear, in my opinion, is the manner in
wh i ch diffe rent banks manage their relationships and seek to
justify themselves to their clients.

In broad terms, I would suggest that the tre a s u re r’s view of a
banking relationship is one in wh i ch he or she expects their bank
to be consistent, t ra n s p a rent in its expectations of re t u r n , to be
a l e rt to ch a n ges in the re l e vant economic env i ronments that
a ffect the business and to have the ability to focus on the
services in wh i ch value is added to its financial and business
a c t i v i t i e s . In re t u r n , the tre a s u rer should expect to be open about
their re q u i re m e n t s , to appreciate the constraints of capital cost
on banks and their need for re a sonable re t u r n s , and to ensure
banks understand wh e re they stand re l a t i ve to the other service
p ro v i d e rs to the company.

ROLE PLAY I N G . For me, the most important element in these
relationships is the role played by the relationship manager (RM).
RMs should define the relationship for the bank and the
c o m p a ny. Jo h n ny makes the point that in the “ u n i ve rs a l ” b a n k, i t
is not possible for the RM to know all the products and services
on offe r. My view is that this does not matter – at least part ly
because tre a s u ries have developed their own skills and expert i s e
– so that the RM’s role today is to understand their orga n i s a t i o n
and its capability in the service offe r. In my opinion, the RM
should work more for the company and less for the bank. For me,
this means they have , f i rs t, to understand their client and then be
the client’s re p re s e n t a t i ve in sifting through the bank’s services,
attempting to identify those that seem most suitable.

My experience suggests that because specialist pro d u c t
b a n k e rs ra re ly appreciate the ove rall position in a re l a t i o n s h i p,

the RM must be invo l ved in contacts at all leve l s , and in all
d i s c i p l i n e s , to ensure promised quality in the initial pre s e n t a t i o n
and subsequent execution of business. This is tru e , h o w e ve r, fo r
all the types of banks Jo h n ny descri b e s . The key conclusion
t h e re fo re is for the tre a s u rer to view the RM as an ally, not an
a d ve rs a r y, in bri n ging together the bank and the company.

The recent skirmishing between investment and commerc i a l
banks has taken place against the back g round of all banks
re c ognising the need, and the re q u i rements of Basel II, t o
m e a s u re and value their capital. Jo h n ny suggests that the
i nvestment banks somehow distort the proper pricing of cre d i t
and there fo re fe e-based services. H o w e ve r, I am not conv i n c e d
that there would be ‘ fa i r ly - p ri c e d ’ p ro d u c t s , nor that any fe e s
would reduce if we lived in a tra n s p a re n t ly - p riced wo r l d , gi ve n
the va riety of measures employ e d , the dive rsity of re s u lts and the
f requent misreading of risk and return by banks. I would also
s u ggest that some commercial banks would be very happy to see
the present system maintained, if only to disguise their own
deficiencies in pricing and capital manage m e n t. Tre a s u re rs may
well play these tensions off between their diffe rent banks, b u t
some caution and appreciation of both sides’ p e rs p e c t i ves is
re q u i re d .

MEETING HALF WAY. Jo h n ny goes on to suggest that, p e r h a p s ,
t h e re is a ‘ m i d d l e- way ’ between the mu s c l e-bound giants and the
s h a rp suits of investment banking. We l l, m aybe there is, but I am
wa r y. Fi rs t, in his opening re m a r k s , Jo h n ny tells the story of how
the bank provided its first ove rd raft based on the long-s t a n d i n g
relationship with the merch a n t. In the modern wo r l d , that has
become an assessment by a credit committee of risk and
a cceptable re t u r n . I leave it to re a d e rs to judge whether the
m e rchant in 1728 would still get his money today, but I fe a r
t h a t, a lthough likely, he would pro b a b ly have to secure it, i n s u re
it and provide a five-year cashflow fo re c a s t. The diffe rence is
whether the bank seeks the security and the information after a
p o s i t i ve lending decision, not as the justification for it.

S e c o n d , I am not wh o l ly convinced that the synergies between
c o rp o rate banking and financial markets are as compre h e n s i ve as
s u gge s t e d . To my mind, t h e re is a considerable – unbri d ge a b l e
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perhaps – distance between the emerging markets bond tra d e r,
the trade financier and the cash transmission manager and
m a n a ge m e n t s ’ u n d e rstanding of the potential value each has to
ge n e rate for both bank and customer.

BANKS COME IN ALL SHAPES AND SIZES. Tre a s u re rs will need
to do their homework to ensure they have sufficient breadth fo r
all the services they re q u i re . For me, the most intri g u i n g
comments in the paper concerned the cro s s - b o rd e r
d e velopments in relationship banking. I think Jo h n ny is spot-on in
identifying the reassessment by companies of their bank
relationships beyond a domestic context, with particular re ga rd
to the loosening of traditional cro s s -s h a reholdings between
continental European banks and their customers . A lthough not
u n i ve rs a l ly ack n o w l e d ge d , I would argue that at least part of this
has come about through the effo rts of investment banks ‘ p i ck i n g
off’ weak domestic competition in financial markets, p a rt i c u l a r ly
following the introduction of the euro five years ago. H o w e ve r,
for me, it is not the capability of the international bank in the
capital markets that will go vern its new re l a t i o n s h i p s , rather the
ability of its RM to cross any cult u ral or technical bord e rs in
d e l i ve ring the bank and its services to the new market – cre d i t
alone will not produce the returns so u g h t. This re i n fo rces the
need for close contact between the RM and the tre a s u re r.

This is not an argument for a standard appro a ch – far from it –
and it is cert a i n ly true that today ’s banks are pre p a red to enga ge
with customers and respond to their views. H o w e ve r, I find that,
in conve rsations with my fellow tre a s u re rs , the jury is still out on
whether banks are learning the lessons of consistent re l a t i o n s h i p
m a n a ge m e n t.
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1 Jo h n ny C a m e ro n’s article ‘A good way to do business’ was published in the

December 2003 issue of The Tre a s u re r, p 1 5 , and was based on his ACT Au t u m n
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