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Over two-thirds of the respondents to Energy Risk’s 2010 Software Survey say they will be
investing in new systems this year, despite the economic downturn. The survey also reveals
which systems are preferred by industry participants. Lianna Brinded reports on the findings

SYSTEM UPGRADE

espite the nancial

crisis, or perhaps

because of it, over

half the respondents
to Energy Risk’s 2010 Software
Survey reported upgrading their
ETRM software systems in
2009 with some 67.3% saying
they will be investing in new
systems this year.

The biggest driver behind
investment, voted for by 48.6%
of respondents, was dissatisfac-
tion with the speed and usability
of existing software systems.
This was followed by regula-
tory changes, with 36.1% of
responses, and moving into new
markets (35.4%) (see gure 1).

The dissatisfaction of existing
systems is often because
companies now cant cope with
much of the changing regulation
and compliance requirements
coming out post- nancial
crisis, say analysts.

Uncertainty around the
regulatory environment has been
asigni cant factor in uencing
how clients think about deploying
ETRM systems for long-term
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: success, says Baris Ertan,

: Principal of ETRM Consulting
© Services at consultancy The

: Structure Group. Inability to

¢ be crippling to clients who have

: rigid platforms or are in limbo on
: amajor system overhaul, he says.
:In the last year, we have seen

¢ several clients base their upgrade

: or new system selection decisions

¢ heavily on their perception of

: vendors abilities to respond to the
¢ dynamic regulatory environment

: across a variety of dimensions,

¢ including market design,

: derivatives legislation, nancial

: reporting, and environmental

* regulations, Ertan adds.

: When asked what they

: would like to see ETRM

: software tackle next, credit risk

¢ and environmental markets were
: listed as top priorities.

© Inthe poll, which received

: 190 valid responses, most

: participants (54.7%) described

: their software as mostly off-

¢ the-shelf with some in-house

: add-ons, which makes the issue

: 10.6% saying their software was
¢ in-house company-developed
: software only.

: satis ed with their existing

¢ software systems, when asked

: if it provides the functionality

¢ required, some 71.6% of

: respondents said they feel

¢ there is room for improvement.
: Only 17.2% said all their needs
: were met with 11.2% saying

¢ their system didnt provide the
: necessary functionality.

: Spending out the crunch
: ETRM specialists believe the
: management, derivatives hedging :

¢ of integration key. 17.6% reported :
¢ having mostly in-house built

: systems with some off-the-shelf,
¢ with 17.1% reporting off-the-

: respond to regulatory changes can :

shelf software only and only

Despite being reasonably

expected increase in software

¢ spending this year will be
: mainly due to the economy
: picking up.

While investment in new

: systems and upgrades seems

. set for 2010, experts believe more
¢ training will be needed

: for users to fully bene t from

: the new software.

: Rankings

: The second part of the survey
asked software users to vote

. for their preferred software

¢ vendors and systems in a variety
. of categories. This year market

¢ risk was divided into oil, gas and
: power sections, which each had
: separate winners.

OpenLink claimed the top
spot for best oil market risk

ZE PowerGroup had a
clean sweep of number
ones in the three

categories
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system, while Allegro grabbed
nearly a quarter of all votes to
gain rst place for gas market
risk. SunGard came top in
market risk for power.

Temenos ranked number one
for credit risk system vendor,
thanks to its acquisition of
the UK-based seller of Basel
I1-compliant credit and opera-
tional risk software, TLC Risk
Solutions, in 2006. Triple Point
Technology came in at second
place.

Under best product coverage,
OpenLink emerged as the clear
winner, while Murex and Triple
Point Technology tied in second
place. Murex made the top spot
in the modelling category.

With clients looking for
more add-ons to existing
systems, integration is said
to be the key for users in
2010 onwards. OpenLink
won the number-one spot for
best vendor for integration of
different data sets with over
20% of the votes, while Murex
and Allegro received 14% and
8.3% respectively. However,
Allegro claimed poll position
for best vendor for physical and

nancial integration.

Over a fth of respondents
placed Murex as the best vendor
for customer and support
services, while OpenLink and

Com n ranked second and third. :

OpenLink still reigned
at number one for two main
categories the best vendor for
the degree of straight-through
processing and overall ease of
using the system. The company
also remained rmly at the top
for having the best knowledge
of the market in which the
software operates, best trade
capture and best overall ETRM
platform.

For the data provider
categories, Bloomberg took
both top slots, and for data
management, ZEMA by ZE
PowerGroup had a clean sweep
of number ones in the three
categories there. O
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Preferred system

2010
1
2

22 vendors cited
Vendors %
ZEMA/ZE Power 158
Ascend Analytics n2
LIM 10.3
GEN eBase 93
Oracle 93

Ease of integrating with other systems

2010

Best customer service

2010
1

2
3
4

19 vendors cited
Vendors %
ZEMA/ZE Power 18.6
Ascend Analytics 121
Aspect 13
Pioneer Solutions 95
Excelergy 95
20 vendors cited
Vendors %
ZEMA/ZE Power 18.6
Ascend Analytics 14.2
PDB 15
Pioneer Solutions 81

Methodology
The survey received 190 valid votes from
respondents in the following categories:
20.6% — oil and/or gas companies;
19.4% — energy trading companies;
119.4% — risk management consultancies;
117.5% — utilities;
9.4% — banks;
15.5% — other energy producers;
13.1% — multi-asset trading companies;
11.9% — hedge funds;
11.9% — industrials; and
11.3% — brokerages
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Its not fair for clients to
have to adapt to your
business model, you

need to adapt to theirs.
Flexibility and scalability
are key components of a
well designed system

Waleed El-Ramly, COO, Product Development,

ZE PowerGroup Inc.

F1. Drivers behind software purchases or upgrades

Dissatisfaction with speed
and usability of existing
software system

Regulation/corporate governance
or changes in the
markets in which you operate

Decision to move
into new markets

with competitors

s —16-0%

Keeping up

subsidiary companies

36.1%

22.2%
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