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THREE	  APPROACHES	  TO	  CORPORATE	  COVERAGE	  

MODEL	   EXAMPLE	   CLIENT	  FOCUS	   DESCRIPTION	  	  

Integrated	  coverage	  of	  key	  clients	   Goldman	  Sachs,	  
Morgan	  Stanley	  

Core	  list	  of	  the	  most	  
profitable	  clients	  

Coverage	  team	  for	  all	  products	  working	  closely	  
with	  product	  specialists	  

Integrated	  Debt	  Capital	  Markets	  and	  Treasury	  
Services	  coverage	  

Deutsche	  Bank,	  
RBS	  

Broad	  base	  of	  
mulInaIonals	  

Coverage	  team	  working	  with	  M&A,	  ECM	  and	  
Leveraged	  Finance.	  	  High	  grade	  financing	  and	  
treasury	  product	  is	  sold	  by	  separate	  team	  

Dual	  investment	  /	  corporate	  banking	  coverage	   CiIgroup,	  	  
J.P.Morgan	  

MulInaIonals	  and	  	  
Mid-‐cap	  clients	  

Coverage	  through	  investment	  bankers	  and	  
corporate	  bankers	  coordinaIng	  product	  groups	  
jointly	  

The	  model	  used	  by	  corporate	  and	  investment	  banks	  to	  cover	  their	  corporate	  clients	  varies	  from	  banks	  to	  bank.	  	  In	  this	  Approaches	  series,	  we	  summarise	  
some	  of	  the	  factors	  driving	  the	  choice	  of	  model	  by	  any	  bank.	  

Driving	  the	  selecIon	  of	  any	  business	  model	  is	  the	  bank’s	  approach	  to	  a	  number	  of	  quesIons:	  

1.  What	  type	  of	  clients	  to	  cover	  –	  domesIc	  corporates,	  mulInaIonals…?	  

2.  How	  many	  clients	  to	  cover?	  

3.  Which	  products	  should	  be	  offered?	  

4.  Where	  are	  the	  buying	  points	  for	  each	  products	  located?	  
	  

The	  table	  below	  summarises	  three	  generic	  approaches:	  
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MODEL	  1	  
INTEGRATED	  DCM	  &	  TREASURY	  SERVICES	  

In	  this	  model,	  the	  bank	  has	  decided	  to	  focus	  on	  a	  smaller	  client	  list,	  and	  with	  a	  product	  set	  targeted	  predominantly	  at	  CEO	  and	  CFO	  buying	  points.	  	  
Client	  coverage	  is	  led	  by	  a	  single	  team,	  supported	  by	  specialist	  product	  groups	  all	  working	  closely	  together.	  	  
The	  model	  requires	  lower	  staffing	  levels,	  which	  typically	  ensures	  people	  are	  able	  to	  work	  across	  product	  siloes.	  	  The	  overall	  aim	  is	  to	  target	  the	  most	  
profitable	  clients	  with	  an	  integrated	  service,	  therefore	  delivering	  high	  margins.	  
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Client	  base	  covered	  

CEO	  
	  
	  
	  
CFO	  
	  
	  
	  
Treasurer	  
	  
	  
Deputy	  Treasurer	  

IB
	  C
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Bank	  Org	  Structure	  

M&A	  

ECM	  

DCM	  

Corp	  Deriv.	  

Products	  

Advisory	  

Equity	  finance	  

AcquisiIon	  /	  
Leveraged	  finance	  

Strategic	  derivaIves	  
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Client	  base	  covered	  

MODEL	  2	  
INTEGRATED	  COVERAGE	  OF	  FOCUS	  CLIENTS	  
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Advisory	  

Equity	  finance	  

AcquisiIon	  /	  
Leveraged	  finance	  

FX	  &	  DerivaIves	  

Treasury	  Services	  

HG	  DCM	  

Treasury	  Services	  

Bank	  Org	  Structure	   Products	  

In	  this	  model,	  the	  bank’	  approach	  is	  two-‐pronged.	  M&A,	  ECM	  and	  Leveraged	  Finance	  products	  are	  offered	  via	  an	  IB	  coverage	  team	  which	  mainly	  focuses	  
on	  the	  CEO	  and	  CFO	  level	  at	  clients.	  	  High	  Grade	  DCM/corporate	  derivaIves	  and	  treasury	  services	  are	  marketed	  via	  a	  second	  coverage	  team,	  which	  builds	  
relaIonships	  at	  the	  Treasurer	  and	  Deputy	  Treasurer	  level.	  	  
This	  model	  offers	  coverage	  of	  a	  much	  broader	  client	  base,	  but	  regular	  coordinaIon	  meeIngs	  are	  required	  between	  the	  coverage	  groups	  to	  decide	  focus	  
and	  prioriIes,	  as	  well	  as	  operaIonal	  issues,	  such	  as	  credit	  line	  usage.	  	  The	  IB	  Coverage	  team	  tends	  to	  take	  the	  lead	  in	  this	  coordinaIon	  effort.	  
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Products	   Client	  base	  covered	  Bank	  Org	  Structure	  

MODEL	  3	  
DUAL	  INVESTMENT	  /	  CORPORATE	  BANKING	  
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Lev	  Fin	  
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Advisory	  

Equity	  finance	  

AcquisiIon	  /	  
Leveraged	  finance	  

RelaIonship	  Lending	  

Treasury	  Services	  

HG	  DCM	  /	  
DerivaIves	  /	  FX	  

Treasury	  Services	  

Large	  Cap	  	   Mid	  Cap	  Mul:na:onals	  Coverage	  Execu:on	  

The	  final	  model	  allows	  for	  the	  broadest	  range	  of	  clients	  to	  be	  covered	  with	  the	  full	  range	  of	  services,	  from	  advisory	  to	  relaIonship	  lending	  to	  treasury	  
services,	  such	  as	  cash	  management.	  	  Coverage	  of	  each	  client	  is	  provided	  by	  both	  an	  investment	  banker	  and	  a	  corporate	  banker.	  	  The	  former	  takes	  the	  lead	  
on	  the	  CEO	  and	  CFO	  relaIonship	  and	  products	  such	  as	  M&A	  and	  ECM;	  the	  lafer	  takes	  the	  lead	  on	  the	  Treasurer	  and	  Deputy	  Treasurer	  relaIonship	  as	  well	  
as	  products	  such	  as	  loans	  and	  treasury	  services.	  	  
Staffing	  levels	  are	  typically	  high,	  so	  good	  coordinaIon	  is	  required	  via	  regular	  meeIngs,	  as	  well	  as	  sophisIcated	  relaIonship	  management	  and	  client	  MIS	  
technology	  systems.	  	  This	  model	  typically	  offers	  larger	  revenue	  opportuniIes,	  but	  at	  lower	  margins	  than	  Model	  1.	  

Loan	  Cap.	  Mkts	  
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NOTES	  &	  CAVEATS	  
Tricumen	  Limited	  has	  used	  all	  reasonable	  care	  in	  wriIng,	  ediIng	  and	  presenIng	  the	  informaIon	  found	  in	  this	  report.	  All	  reasonable	  effort	  has	  been	  
made	  to	  ensure	  the	  informaIon	  supplied	  is	  accurate	  and	  not	  misleading.	  For	  the	  purposes	  of	  cross-‐	  market	  comparison,	  all	  numerical	  data	  is	  
normalised	  in	  accordance	  to	  Tricumen’s	  proprietary	  product	  classificaIon	  and	  may	  contain	  +/-‐10%	  margin	  of	  error.	  

The	  informaIon	  and	  commentary	  provided	  in	  this	  report	  has	  been	  compiled	  for	  informaIonal	  purposes	  only.	  We	  recommend	  that	  independent	  advice	  
and	  enquiries	  should	  be	  sought	  before	  acIng	  upon	  it.	  Readers	  should	  not	  rely	  on	  this	  informaIon	  for	  legal,	  accounIng,	  investment,	  or	  similar	  
purposes.	  No	  part	  of	  this	  report	  consItutes	  investment	  advice,	  any	  form	  of	  recommendaIon,	  or	  a	  solicitaIon	  to	  buy	  or	  sell	  any	  instrument	  or	  to	  
engage	  in	  any	  trading	  or	  investment	  acIvity	  or	  strategy.	  Tricumen	  does	  not	  provide	  investment	  advice	  or	  personal	  recommendaIon,	  nor	  will	  it	  be	  
deemed	  to	  have	  done	  so.	  

Tricumen	  Limited	  makes	  no	  representaIon,	  guarantee	  or	  warranty	  as	  to	  the	  suitability,	  accuracy	  or	  completeness	  of	  the	  report	  or	  the	  informaIon	  
therein.	  Tricumen	  Limited	  assumes	  no	  responsibility	  for	  informaIon	  contained	  in	  this	  report	  and	  disclaims	  all	  liability	  arising	  from	  negligence	  or	  
otherwise	  in	  respect	  of	  such	  informaIon.	  

Tricumen	  Limited	  is	  not	  liable	  for	  any	  damages	  arising	  in	  contract,	  tort	  or	  otherwise	  from	  the	  use	  of	  or	  inability	  to	  use	  this	  report	  or	  any	  material	  
contained	  in	  it,	  or	  from	  any	  acIon	  or	  decision	  taken	  as	  a	  result	  of	  using	  the	  report.	  
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