
Building on belief

TCS Reconciliations 4.0
Making your last line of defense 
robust for better controls and 
reduced risks



A solution that helps in 
• Improving controls
• Reducing risk 
• TCO Reduction
• Better time to market 
• Ensuring optimum 

utilisation of human capital 
leveraging global talent 
pool 

• Driving efficiency and 
effectiveness through 
technology modernisation, 
cloud adoption

• Cognitive operations 
leveraging our Global Delivery 
Network Model (GNDMTM)

• Accelerated automation 
enabled by Agile and 
DevOps and coupled with our 
Machine First Delivery Model 
(MFDMTM)

• SaaS/BPaaS solutions on TCS 
BaNCS, our IP recon product

Helping organisations achieve 
next level of transformation.With ever changing 

regulatory requirements, 
compliance oversight, new 

products, complex data and cost 
pressures, reconciliations 

transformation is gaining significant 
focus. Given the challenges institutions 

are facing while establishing a fully 
consolidated, scalable, automated, 

auditable, and transparent 
reconciliation model, BFSI firms 

need a holistic 
reconciliation solution. 

Tata 
Consultancy 

Services’ (TCS), 
Reconciliations 4.0 

services and products cut 
across all business domains 

and product lines. We 
offer one-stop-shop 

solution for 



Current and 
Future Trends
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Industry challenges & trends…

Recs are manual and are risk 
prone processes

Increase in data reconciliations 
due to changing regulatory 
requirements

Recs performed in fragmented 
manner across departments/ 
locations

On-Prem solutions with high 
turnaround time and lack of 
digital capabilities

TCO per annum

Increase in product adoption 
across business domains 

Data lakes / Data hubs, Cloud, AI-ML

• Internal utilities/shared services 
being setup

• IT & Ops under one leadership to 
drive digital adoption

• Platform evaluation with digital and 
cloud capabilities 

• Agile, DevOps and Self Service  
adoption

Global talent pool, AI-ML, Cloud, 
Process re-imagination

40%

Data
quality

Shared 
Services

SaaS / 
BPaaS

Digital
adoption

40%

30%-40%

40%-50%

5+

10-15M



TCS has been proactive in adapting to the latest trends and is providing the below solutions to its clients., 
helping them reduce overall TCO, achieve efficiency, productivity and improved service levels.

Proven Global Network Delivery Model GNDMTM
SBWSTM successful implementation

AI/ML based automation
Cross domain teams

TCS BaNCS recon on TCS/Third party cloud
Global locations for hosting/deployment

Agile/distributed agile delivery model
DevOps frameworks

Ready solution accelerators
Self service capabilities in TCS BaNCS

Multi cloud – Azure, AWS, TCS, Third party
TCS BaNCS recon on third party and TCS cloud

TCS Cloud/ECP and third party clouds
Global locations for TCS Cloud 

Copyrighted AI/ML solution
Unstructured data processing solutions

Chatbots for support

PoV on over 9 industry leading platforms
Implementation experience

Strategy and frameworks for platform consolidation
Platform consolidation 

Digital adoption

Cloud adoption

Accelerated Automation

Cognitive operations

SaaS / BPaaS

Contextual masters Industry expertise Centre of Excellence Global footprint Alliances



TCS Offerings 
and Solutions 



TCS Reconciliation 4.0 Offering

Design, enable and execute 
business operations to 

generate business value

Cognitive Operations

Optimum utilization of human 
capital through extreme 

automation | Improvement in 
time to market

Machine First Model & 
Accelerated Automation

Target intervention/ 
Industry benchmarking - 

beyond BAU

Advisory Services

Strong
Workforce

Global 
Centres

Clients Years of 
Experiece

Productivty 
delivered

Platform expertise
including our own

Future proof solution

TCS BaNCS - 
Product Solution

End-to-end reconciliation 
services on cloud using TCS 
BaNCS for Reconciliations 

BPaaS Offering

Market Analyst View– “TCS is up in the value chain, having delivered shared services and utilities (integrated IT and BPO) with the capabilities of 
executing both change-the-bank and run-the-bank initiatives to support multiple business lines”.

2000+ 10 50+ 18+ $15M+9+

TCS 
Reconciliation 

4.0



… with many sub offerings…

Value
Offerings

Recon Toolkit
for acceleration

STP Rate
improvement

Consolidation,
standardization

Benchmarking

BPaaS
solution

Backlog
Clearance

AI/ML

Automation

• End-to-end support - variety of market/in house 
solutions

• Agile/DevOps enabled
• Enabling self service model
• Dedicated team – Tech, SMEs, Contextual Masters™

• Variety of tools and accelerators to help 
improve time to market

• To support simplification, regulatory demands, 
Recs models, cost reduction

• Short term support for any backlogs because 
of COVID-19

• Well established/tried and tested approach

• Measuring and comparing key business and 
process KPIs

• Identification of improvement opportunities
• Transformation roadmap

• Short, medium and long term approach
• Machine first model 

• To reduce human intervention
• Reduce “noise” in reconciliations
• Improve STP

• End-to-end platform solution 
using TCS BaNCS

• Data sourcing, integration, 
matching, dashboard and widgets, 
workflow, AI/ML reporting and 
archiving capabilities together

• Consolidation by recon type
• Removing redundancy
• Elimination where possible
• Standardisation of SoPs, Rec tools, controls
• Functionalisation to enable cross training

Faster

Smarter

Better



Our “Recon as a Service” BPaaS offering development journey
Operations

Cross domain capabilities – Capital Markets, 
Commercial Banking, Retail, Insurance 
& Finance; Significant transformation 

benefits delivered through domain and 
technology expertise. 

IT Support
Over 5000 man years of experience, over 9 
market leading products supported under 
CTB/RTB services. Dedicated Recon CoE.

Agile deliveries leveraging DevOps 
framework. Custom AI/ML Solution.

Product Development and roll out
TCS BaNCS for Reconciliation roll out. Multiple 
implementations; 5 on cloud; next generation 

capabilities – Cloud, advanced matching 
through AI/ML, in memory matching etc.

BPaaS Offering
Combining our domain, technology and 
product expertise to deliver future proof 

Recon BPaaS services. Tier 1 Clients actively 
evaluating this solution

Operations

IT Support

Product Roll out

BPaaS offering

Operations IT Support Product Roll out BPaaS offering

Transition
Delivery & SLA
Domain expertise
35-40% FTE reduction
Risk management

1500 FTEs |10 locations

Best Practices - CoE
Over 9 products
Acceleration -Agile
AI/ML solutions

25 global engagements

Multi tenant solution
Combining 3-4 solutions
AI/ML patented solution

Cloud ready
Advanced features

End to end solution

First of its kind solution
Significant TCO reduction
One stop shop

1
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1. Business Value Delivered
 State the Business Value delivered to the customer through this engagement
 Beyond delivering tangible benefits we also delivered business and process value by leveraging 

our domain and process expertise

2. TCS role in shaping the problem and building it further
 Illustrate on how TCS shaped the problem, demonstrated 

the value and networked with customer leadership team 
to get buy-in for executing the engagement

 Client was having numerous challenges with its 
reconciliations process the primary ones being

 • Unresolved and untracked exceptions
 • Piling up backlog with Ageing
 • System gaps/limitations
 • Write offs
 • Lack of domain capabilities
 We demonstrated our capabilities in the reconciliations 

space and our larger presence and capabilities of having 
done similar work in other large banks in the region. 
Client then invited us to setup a backlog clearance 
process. We leveraged our backlog clearance framework 
and showcased our expertise to execute the project, 
which was approved by client. 

. 

3. Salient Features
 Illustrate the salient aspects of solution design, 

implementation priorities and positioning of TCS IP 
assets (Product/Platform/Solution)

 We leveraged our PIBSTM and Backlog clearance 
frameworks to design and execute the project. We 
implemented the following as part of our solution

 • Classification and scoping of accounts to clear   
  backlog

 • Backlog framework – Reconcile, Investigate, Rectify,   
  Certify

 • Structured escalation and follow up process
 • Re-validation of system rules
 • Fix system issues, enhance auto-match
 • 5 tactical automations implemented
 • Domain expertise to resolve complex cases
 Provided recommendations to automate/migrate all the 

legacy/manual recs to Intellimatch.

 • Approx. 15% reduction in TCO
 • Approx. $10 MN write off averted
 • Approx. 70% reduction in ageing
 • Auto-match increased by 20%

6. Knowledge Management 
 List the set of knowledge assets created/enhanced for reuse
 We have published contextual masters stories. Enhanced our PIBSTM and 

TRANSFORMTM frameworks. All ops process knowledge is documented

7. Customer Testimonial
 State the availability of the customer testimonial acknowledging the ‘valued 

delivered’ by the TCS team (Available/Need to be prepared)

8. Additional Information
 Mention other key aspects (if any) towards the success of this engagement
 Domain expertise and operations delivery capabilities

 Given the value delivered in this implementation, client awarded us the BAU (day 
to day) recon operations. 

 We have been delivering committed YoY saves to client over the past many years 
now and have matured in delivery and services 

4. Adoption of Machine First delivery
 Illustrate the adoption of machine first (automation, tools and knowledge 

artifacts) delivery
 We implemented 5 tactical automation solutions to automate the matching 

process i.e. the 1st level match-offs for backlog recs and manual recs. Also 
suggested 36 rules for implementation in Intellimatch reconciliation product , 
which enhanced the auto-match rate by 20%. Recommendations to 
automate/migrate all the legacy/manual recs to Intellimatch

5. Contextual knowledge leveraged
 Illustrate on how the team leveraged contextual knowledge during the value 

cycle
 We have been engaged with the client for many years now and our team has 

developed contextual knowledge from a domain standpoint on reconciliations. 
Client has further shown confidence in us by assigning recon work in other 
areas/LoBs within the bank. Based on our contextual knowledge client and best 
practices shared by our CoE, client has evinced interest in reconciliations control 
assessment and a shift towards a strategic reconciliations platform



BPaaS Model for Reconciliations
1. Business Value Delivered
 State the Business Value delivered to the customer through this engagement
 Beyond delivering tangible benefits we also delivered business and process value by leveraging 

our domain and process expertise

2. TCS role in shaping the problem and building it further
 Illustrate on how TCS shaped the problem, demonstrated 

the value and networked with customer leadership team 
to get buy-in for executing the engagement

 Client was having numerous challenges with its 
reconciliations process the primary ones being

 • Unresolved and untracked exceptions
 • Piling up backlog with Ageing
 • System gaps/limitations
 • Write offs
 • Lack of domain capabilities
 We demonstrated our capabilities in the reconciliations 

space and our larger presence and capabilities of having 
done similar work in other large banks in the region. 
Client then invited us to setup a backlog clearance 
process. We leveraged our backlog clearance framework 
and showcased our expertise to execute the project, 
which was approved by client. 

. 

3. Salient Features
 Illustrate the salient aspects of solution design, 

implementation priorities and positioning of TCS IP 
assets (Product/Platform/Solution)

 We leveraged our PIBSTM and Backlog clearance 
frameworks to design and execute the project. We 
implemented the following as part of our solution

 • Classification and scoping of accounts to clear   
  backlog

 • Backlog framework – Reconcile, Investigate, Rectify,   
  Certify

 • Structured escalation and follow up process
 • Re-validation of system rules
 • Fix system issues, enhance auto-match
 • 5 tactical automations implemented
 • Domain expertise to resolve complex cases
 Provided recommendations to automate/migrate all the 

legacy/manual recs to Intellimatch.

 • Approx. 15% reduction in TCO
 • Approx. $10 MN write off averted
 • Approx. 70% reduction in ageing
 • Auto-match increased by 20%

6. Knowledge Management 
 List the set of knowledge assets created/enhanced for reuse
 We have published contextual masters stories. Enhanced our PIBSTM and 

TRANSFORMTM frameworks. All ops process knowledge is documented

7. Customer Testimonial
 State the availability of the customer testimonial acknowledging the ‘valued 

delivered’ by the TCS team (Available/Need to be prepared)

8. Additional Information
 Mention other key aspects (if any) towards the success of this engagement
 Domain expertise and operations delivery capabilities

 Given the value delivered in this implementation, client awarded us the BAU (day 
to day) recon operations. 

 We have been delivering committed YoY saves to client over the past many years 
now and have matured in delivery and services 

4. Adoption of Machine First delivery
 Illustrate the adoption of machine first (automation, tools and knowledge 

artifacts) delivery
 We implemented 5 tactical automation solutions to automate the matching 

process i.e. the 1st level match-offs for backlog recs and manual recs. Also 
suggested 36 rules for implementation in Intellimatch reconciliation product , 
which enhanced the auto-match rate by 20%. Recommendations to 
automate/migrate all the legacy/manual recs to Intellimatch

5. Contextual knowledge leveraged
 Illustrate on how the team leveraged contextual knowledge during the value 

cycle
 We have been engaged with the client for many years now and our team has 

developed contextual knowledge from a domain standpoint on reconciliations. 
Client has further shown confidence in us by assigning recon work in other 
areas/LoBs within the bank. Based on our contextual knowledge client and best 
practices shared by our CoE, client has evinced interest in reconciliations control 
assessment and a shift towards a strategic reconciliations platform
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HARDWARE

TCS BaNCS 
for Reconciliations

Hosted Service

Operations

Migration

Value Added Services

• A market-leading reconciliations solution
• Enterprise-wide usage with applicability across 

business lines 

• Multiple Cloud partners on board
• Global Delivery ModelTM 

• Client and TCS-Investigations, Liaisons and 
networks with external parties, Escalations, KPIs

• Identification of re-engineering opportunities
• Swift migration of new recs to applications

• Product upgrades
• Transition Management



1. Business Value Delivered
 State the Business Value delivered to the customer through this engagement
 Beyond delivering tangible benefits we also delivered business and process value by leveraging 

our domain and process expertise

2. TCS role in shaping the problem and building it further
 Illustrate on how TCS shaped the problem, demonstrated 

the value and networked with customer leadership team 
to get buy-in for executing the engagement

 Client was having numerous challenges with its 
reconciliations process the primary ones being

 • Unresolved and untracked exceptions
 • Piling up backlog with Ageing
 • System gaps/limitations
 • Write offs
 • Lack of domain capabilities
 We demonstrated our capabilities in the reconciliations 

space and our larger presence and capabilities of having 
done similar work in other large banks in the region. 
Client then invited us to setup a backlog clearance 
process. We leveraged our backlog clearance framework 
and showcased our expertise to execute the project, 
which was approved by client. 

. 

3. Salient Features
 Illustrate the salient aspects of solution design, 

implementation priorities and positioning of TCS IP 
assets (Product/Platform/Solution)

 We leveraged our PIBSTM and Backlog clearance 
frameworks to design and execute the project. We 
implemented the following as part of our solution

 • Classification and scoping of accounts to clear   
  backlog

 • Backlog framework – Reconcile, Investigate, Rectify,   
  Certify

 • Structured escalation and follow up process
 • Re-validation of system rules
 • Fix system issues, enhance auto-match
 • 5 tactical automations implemented
 • Domain expertise to resolve complex cases
 Provided recommendations to automate/migrate all the 

legacy/manual recs to Intellimatch.

 • Approx. 15% reduction in TCO
 • Approx. $10 MN write off averted
 • Approx. 70% reduction in ageing
 • Auto-match increased by 20%

6. Knowledge Management 
 List the set of knowledge assets created/enhanced for reuse
 We have published contextual masters stories. Enhanced our PIBSTM and 

TRANSFORMTM frameworks. All ops process knowledge is documented

7. Customer Testimonial
 State the availability of the customer testimonial acknowledging the ‘valued 

delivered’ by the TCS team (Available/Need to be prepared)

8. Additional Information
 Mention other key aspects (if any) towards the success of this engagement
 Domain expertise and operations delivery capabilities

 Given the value delivered in this implementation, client awarded us the BAU (day 
to day) recon operations. 

 We have been delivering committed YoY saves to client over the past many years 
now and have matured in delivery and services 

4. Adoption of Machine First delivery
 Illustrate the adoption of machine first (automation, tools and knowledge 

artifacts) delivery
 We implemented 5 tactical automation solutions to automate the matching 

process i.e. the 1st level match-offs for backlog recs and manual recs. Also 
suggested 36 rules for implementation in Intellimatch reconciliation product , 
which enhanced the auto-match rate by 20%. Recommendations to 
automate/migrate all the legacy/manual recs to Intellimatch

5. Contextual knowledge leveraged
 Illustrate on how the team leveraged contextual knowledge during the value 

cycle
 We have been engaged with the client for many years now and our team has 

developed contextual knowledge from a domain standpoint on reconciliations. 
Client has further shown confidence in us by assigning recon work in other 
areas/LoBs within the bank. Based on our contextual knowledge client and best 
practices shared by our CoE, client has evinced interest in reconciliations control 
assessment and a shift towards a strategic reconciliations platform

Success 
Stories 



1. Business Value Delivered
 State the Business Value delivered to the customer through this engagement
 Beyond delivering tangible benefits we also delivered business and process value, including 

regulatory reporting reconciliations

2. TCS role in shaping the problem and building it further
 Illustrate on how TCS shaped the problem, demonstrated 

the value and networked with customer leadership team 
to get buy-in for executing the engagement

 As we transitioned from incumbent in a quick span of 3 
months and stabilized production over the next few 
months, we identified issues with the existing processes 
(incident process, release processes) and streamlined 
them by proposing better solutions.  We understood 
client goals viz. TCO reduction, TOM definition, 
implementation of new products, Agile, DevOps adoption 
and regulatory reporting recs. We defined a Managed 
services/Fixed capacity model with a Flexi pool factory 
model for enhancements and continuous improvements. 
Problems with Cash and Liquidity management solutions, 
need for intra-day recs, SWIFT gateway issues, regulatory 
reporting, huge manual effort in L1 activities were well 

understood by our team and best fit solutions were 
designed, approved and implemented. 

3. Salient Features
 Illustrate the salient aspects of solution design, 

implementation priorities and positioning of TCS IP 
assets (Product/Platform/Solution)

 Cash and Liquidity management (CLM) – We 
successfully implemented this 3rd party solution

 Intellimatch ETD – We implemented, built, and migrated 
ETD recs on this module

 Intra-day recs – For real time portfolio positions we 
implemented intra day recs on Intellimatch

 Regulatory reporting – Recs for DFA, EMIR, FATCA were 
implemented as per timelines

 Direct Data Ingestion – Developed this product for real 

5. Contextual knowledge leveraged
 Illustrate on how the team leveraged contextual knowledge during the value 

cycle
 We have been engaged with the client for many years now and our team 

has developed contextual knowledge (some are Contextual masters also) 
from a domain and technology perspective on reconciliations. One of our 
contextual masters has built a couple of custom solutions – Direct data 
ingestion(DDI) for direct data load into CLM database and AI/ML solution for 
dept code allocation use case. Our contextual masters within the account 
complement each other on domain and technology capabilities

6. Knowledge Management 
 List the set of knowledge assets created/enhanced for reuse
 We have published contextual masters stories. Enhanced our PIBSTM and 

TRANSFORMTM frameworks. All IT process knowledge is documented

7. Customer Testimonial
 State the availability of the customer testimonial acknowledging the ‘valued 

delivered’ by the TCS team (Available/Need to be prepared)

8. Additional Information
 Mention other key aspects (if any) towards the success of this engagement
 Intellimatch, Xceptor, Gresham expertise and IT delivery capabilities

 Change the bank – 
 • 15% productivity      

  improvements YoY
 • Increase in velocity of recs   

  delivery by 50%

  Run the bank – 
 • 13% productivity      

  improvements YoY

 • Reduction in production incidents by 60% per    
  month

 • Ticket resolution time reduced by 50% 
 • Batch monitoring time reduced by 50%
 • Performance incidents reduced by 60% per month

 Committed saves (Run and Change) – 700K CAD over 3 
years

time data ingestion into the CLM system. This system reduces data load time in 
CLM by 80%  and reduced prod incidents by over 90%

 AI/ML – First independent AI/ML solution for dept code allocation was 
implemented. It reduces the manual effort by over 50%. We have also built our 
own Copyrighted solution.

 Agile – Successfully adopted and implemented agile methodology for 
reconciliations

 DevOps – Implemented and matured for deployment at the click of a button
 We have been delivering committed YoY saves to client over the past many years 

now and have matured in delivery and services 

4. Adoption of Machine First delivery
 Illustrate the adoption of machine first (automation, tools and knowledge 

artifacts) delivery

 MFDMTM  is adopted in all the work that we do. We used our expertise on third 
party reconciliation products like IntelliMatch, Xceptor and Gresham. Migrated all 
legacy recs, manual recs onto these platforms. End to end automation i.e. 
development and support, including ETL(Datastage) & reporting on these 
products is done by us. AI/ML solution for dept code allocation use case was 
designed, developed and implemented by us . Direct Data Ingestion (DDI) 
solution was designed, developed and implemented by us and also named after 
our associate

Case study – Large US based global investment bank

Customer overview
Large US global investment bank aiming at

• Creating a centralized reconciliation utility

• Reducing cost of operations 

• Seamless upgrade from legacy Intellimatch to 
latest version of Intellimatch

• Migrating all manual recs to strategic 
Intellimatch platform and creating a global 
reconciliation utility(GRU)

• Improving overall processes and metrics to 
delivery efficiency

Business Challenges
• Disparate, fragmented,  nonstandard 

processes with high risk

• Unable to scale to enterprise-wide recon 
utility

• Cost and risk reduction

• High ageing of breaks, STP improvements

• Legacy infrastructure and performance

TCS solution
• Transition  & consolidation of 4 location 

(Asia, UK, Europe, NA)  into 1(India) location

• Standardization & consolidation – Processes, 
tools and technologies. 54 projects were rolled 
out (lean, six sigma etc.)

• Automation – Tactical and strategic 
automation. iMatch upgrade. Migration of 
manual recs to single iMatch platform

• IT/BPS synergy - Co-location, joint review and 
governance for efficiency and productivity 

• Continuous improvements - Business process 
modelling, value stream mapping, STP rate

• Benchmarking - PIBSTM and TRAN$FORMTM for 
improved processes & metrics

Business Impact

68 % reduction 
in Operating 

Costs 

> $10 MN 
savings

$4 MN savings 
from 

Escheatment 
write-offs

Auto-match 
from 

85% to 99%

Efficiency 
improvements 

15%

Zero breaks 
beyond 
15 days 

Risk incident 
reduction by 

29%



1. Business Value Delivered
 State the Business Value delivered to the customer through this engagement
 Beyond delivering tangible benefits we also delivered business and process value, including 

regulatory reporting reconciliations

2. TCS role in shaping the problem and building it further
 Illustrate on how TCS shaped the problem, demonstrated 

the value and networked with customer leadership team 
to get buy-in for executing the engagement

 As we transitioned from incumbent in a quick span of 3 
months and stabilized production over the next few 
months, we identified issues with the existing processes 
(incident process, release processes) and streamlined 
them by proposing better solutions.  We understood 
client goals viz. TCO reduction, TOM definition, 
implementation of new products, Agile, DevOps adoption 
and regulatory reporting recs. We defined a Managed 
services/Fixed capacity model with a Flexi pool factory 
model for enhancements and continuous improvements. 
Problems with Cash and Liquidity management solutions, 
need for intra-day recs, SWIFT gateway issues, regulatory 
reporting, huge manual effort in L1 activities were well 

understood by our team and best fit solutions were 
designed, approved and implemented. 

3. Salient Features
 Illustrate the salient aspects of solution design, 

implementation priorities and positioning of TCS IP 
assets (Product/Platform/Solution)

 Cash and Liquidity management (CLM) – We 
successfully implemented this 3rd party solution

 Intellimatch ETD – We implemented, built, and migrated 
ETD recs on this module

 Intra-day recs – For real time portfolio positions we 
implemented intra day recs on Intellimatch

 Regulatory reporting – Recs for DFA, EMIR, FATCA were 
implemented as per timelines

 Direct Data Ingestion – Developed this product for real 

5. Contextual knowledge leveraged
 Illustrate on how the team leveraged contextual knowledge during the value 

cycle
 We have been engaged with the client for many years now and our team 

has developed contextual knowledge (some are Contextual masters also) 
from a domain and technology perspective on reconciliations. One of our 
contextual masters has built a couple of custom solutions – Direct data 
ingestion(DDI) for direct data load into CLM database and AI/ML solution for 
dept code allocation use case. Our contextual masters within the account 
complement each other on domain and technology capabilities

6. Knowledge Management 
 List the set of knowledge assets created/enhanced for reuse
 We have published contextual masters stories. Enhanced our PIBSTM and 

TRANSFORMTM frameworks. All IT process knowledge is documented

7. Customer Testimonial
 State the availability of the customer testimonial acknowledging the ‘valued 

delivered’ by the TCS team (Available/Need to be prepared)

8. Additional Information
 Mention other key aspects (if any) towards the success of this engagement
 Intellimatch, Xceptor, Gresham expertise and IT delivery capabilities

 Change the bank – 
 • 15% productivity      

  improvements YoY
 • Increase in velocity of recs   

  delivery by 50%

  Run the bank – 
 • 13% productivity      

  improvements YoY

 • Reduction in production incidents by 60% per    
  month

 • Ticket resolution time reduced by 50% 
 • Batch monitoring time reduced by 50%
 • Performance incidents reduced by 60% per month

 Committed saves (Run and Change) – 700K CAD over 3 
years

time data ingestion into the CLM system. This system reduces data load time in 
CLM by 80%  and reduced prod incidents by over 90%

 AI/ML – First independent AI/ML solution for dept code allocation was 
implemented. It reduces the manual effort by over 50%. We have also built our 
own Copyrighted solution.

 Agile – Successfully adopted and implemented agile methodology for 
reconciliations

 DevOps – Implemented and matured for deployment at the click of a button
 We have been delivering committed YoY saves to client over the past many years 

now and have matured in delivery and services 

4. Adoption of Machine First delivery
 Illustrate the adoption of machine first (automation, tools and knowledge 

artifacts) delivery

 MFDMTM  is adopted in all the work that we do. We used our expertise on third 
party reconciliation products like IntelliMatch, Xceptor and Gresham. Migrated all 
legacy recs, manual recs onto these platforms. End to end automation i.e. 
development and support, including ETL(Datastage) & reporting on these 
products is done by us. AI/ML solution for dept code allocation use case was 
designed, developed and implemented by us . Direct Data Ingestion (DDI) 
solution was designed, developed and implemented by us and also named after 
our associate

Case study – Large Canadian global bank

Customer overview
Large Canadian global bank aiming at

• Consolidation of RTB and CTB processes

• Process improvements, TOM  and Y-o-Y cost 
reduction

• Implementation of Cash & Liquidity 
management solution(CLM), ETD module, 
Reduce cycle time for CLM, Intra-day recs, 
Regulatory reporting 

• Agile and DevOps implementations for faster 
time to market

• AI/ML for further process efficiency

Business Challenges
• Unstable production, nonstandard processes

• Ad-hoc change management/ release process

• High time to market the recs

• High Data pre-processing and delivery time to 
target application

• Stringent timelines for delivery of Regulatory 
reporting recs ( FATCA, DFA, EMIR)

TCS solution
Change the bank
• Quick transition and stabilization
• Implementation of new recs on iMatch
• Standard design and change process
• Best in class operating model- Flexi team
• mplementation of CLM, ETD, DDI, intraday 

recs, regulatory reporting recs
• Agile, DevOps and AI/ML implemented
Run the bank
• Quick transition and stabilization
• Change process and TOM(L1,L2,L3,L4) 

implemented. L4 for enhancements
• RCAs and permanent fixes
• ITRS and CMRG portal implemented
• Synergy between Ops and support

Business Impact Change the bank Run the bank

15% 
productivity 

YoY 

Recs delivery 
up by 50%

13% 
productivity 

YoY

Prod. Tickets 
reduced by 

60%

Resolution time 
reduced by 

50%

Batch 
monitoring 

time reduced 
by 50%

Performance 
tickets reduced 

by 60%



1. Business Value Delivered
 State the Business Value delivered to the customer through this engagement
 Beyond delivering tangible benefits we also delivered business and process value, including 

regulatory reporting reconciliations

2. TCS role in shaping the problem and building it further
 Illustrate on how TCS shaped the problem, demonstrated 

the value and networked with customer leadership team 
to get buy-in for executing the engagement

 As we transitioned from incumbent in a quick span of 3 
months and stabilized production over the next few 
months, we identified issues with the existing processes 
(incident process, release processes) and streamlined 
them by proposing better solutions.  We understood 
client goals viz. TCO reduction, TOM definition, 
implementation of new products, Agile, DevOps adoption 
and regulatory reporting recs. We defined a Managed 
services/Fixed capacity model with a Flexi pool factory 
model for enhancements and continuous improvements. 
Problems with Cash and Liquidity management solutions, 
need for intra-day recs, SWIFT gateway issues, regulatory 
reporting, huge manual effort in L1 activities were well 

understood by our team and best fit solutions were 
designed, approved and implemented. 

3. Salient Features
 Illustrate the salient aspects of solution design, 

implementation priorities and positioning of TCS IP 
assets (Product/Platform/Solution)

 Cash and Liquidity management (CLM) – We 
successfully implemented this 3rd party solution

 Intellimatch ETD – We implemented, built, and migrated 
ETD recs on this module

 Intra-day recs – For real time portfolio positions we 
implemented intra day recs on Intellimatch

 Regulatory reporting – Recs for DFA, EMIR, FATCA were 
implemented as per timelines

 Direct Data Ingestion – Developed this product for real 

5. Contextual knowledge leveraged
 Illustrate on how the team leveraged contextual knowledge during the value 

cycle
 We have been engaged with the client for many years now and our team 

has developed contextual knowledge (some are Contextual masters also) 
from a domain and technology perspective on reconciliations. One of our 
contextual masters has built a couple of custom solutions – Direct data 
ingestion(DDI) for direct data load into CLM database and AI/ML solution for 
dept code allocation use case. Our contextual masters within the account 
complement each other on domain and technology capabilities

6. Knowledge Management 
 List the set of knowledge assets created/enhanced for reuse
 We have published contextual masters stories. Enhanced our PIBSTM and 

TRANSFORMTM frameworks. All IT process knowledge is documented

7. Customer Testimonial
 State the availability of the customer testimonial acknowledging the ‘valued 

delivered’ by the TCS team (Available/Need to be prepared)

8. Additional Information
 Mention other key aspects (if any) towards the success of this engagement
 Intellimatch, Xceptor, Gresham expertise and IT delivery capabilities

 Change the bank – 
 • 15% productivity      

  improvements YoY
 • Increase in velocity of recs   

  delivery by 50%

  Run the bank – 
 • 13% productivity      

  improvements YoY

 • Reduction in production incidents by 60% per    
  month

 • Ticket resolution time reduced by 50% 
 • Batch monitoring time reduced by 50%
 • Performance incidents reduced by 60% per month

 Committed saves (Run and Change) – 700K CAD over 3 
years

Case study – Large bank in Middle East

time data ingestion into the CLM system. This system reduces data load time in 
CLM by 80%  and reduced prod incidents by over 90%

 AI/ML – First independent AI/ML solution for dept code allocation was 
implemented. It reduces the manual effort by over 50%. We have also built our 
own Copyrighted solution.

 Agile – Successfully adopted and implemented agile methodology for 
reconciliations

 DevOps – Implemented and matured for deployment at the click of a button
 We have been delivering committed YoY saves to client over the past many years 

now and have matured in delivery and services 

4. Adoption of Machine First delivery
 Illustrate the adoption of machine first (automation, tools and knowledge 

artifacts) delivery

 MFDMTM  is adopted in all the work that we do. We used our expertise on third 
party reconciliation products like IntelliMatch, Xceptor and Gresham. Migrated all 
legacy recs, manual recs onto these platforms. End to end automation i.e. 
development and support, including ETL(Datastage) & reporting on these 
products is done by us. AI/ML solution for dept code allocation use case was 
designed, developed and implemented by us . Direct Data Ingestion (DDI) 
solution was designed, developed and implemented by us and also named after 
our associate

Customer overview
Large Middle East bank aiming at

• Streamlining its recon operations – Process 
setup, execution, standardization, efficiency

• Clean up of reconciliations – Backlog, 
write-off, exceptions etc.

• Leveraging potential of Intellimatch 
application

Business Challenges
• Unresolved and untracked exceptions

• Piling up backlog with Ageing

• System gaps/limitations

• Write offs

• Lack of domain capabilities

TCS solution
• Classification and scoping of accounts to 

clear backlog

• Backlog framework – Reconcile, Investigate, 
Rectify, Certify

• Structured escalation and follow up process

• Re-validation of system rules

• Fix system issues, enhance auto-match

• 5 tactical automations implemented

• Domain expertise to resolve complex cases

Business Impact

Approx. 15% 
reduction in TCO 

Approx. $10 MN 
write off averted

Approx. 70% 
reduction in 

ageing

Auto-match 
increase by 

20%



Future 
Focus



Clients today are looking for end to end capabilities in Reconciliations ranging from product on cloud, technology and operation support. Given this, we 
believe that Intra firm utility model for reconciliations is the future. In this model operations and technology services will be enabled by single platform on 
cloud with advanced cognitive features. Businesses will be able to leverage such end-to-end services for all lines of businesses and benefit from location 

consolidation, technology solution consolidation, advanced cognitive solution to reduce risk, improve controls and significantly lower total cost of ownership.

Controls  & 
Governance Control and govern the services for 

product lines and geographies

Op�mum u�liza�on of human capital - SME, 
Review, authorize and support Level 1 

Simplify: People      Process centric
Automa�on: Machine First TM

Challenge Status quo - Target Interven�on; 
IT/Ops Synergies; �me zone advantage & 
global talent

5%
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10%

Level -1 
85%

In-house

Archiving

Repor�ng

Back Office

Middle Office

Front Office

Core Banking

ERPCon�nuous 
Transforma�on

Data 
Sourcing

Tes�ng

BAU Enhancements

Design & Configura�on

Change Management 

Stakeholder
management

Regulatory
Changes

Reviewer
 Func�on

Opera�ons liaising
 & SME support

Audit &
Compliance

Risk &
control

Root Cause
Analysis

Resolu�on
support

Service Level
monitoring

The model func�onalises the processes to drive best prac�ces & automa�on coupled with strong control and Opera�ons IT synergy. 

Reconcilia�on Service – Independent Controls Unit

Func�onalized BAU – Run the Bank

GL

Depot & Nostro

Intesystem

Bank

Produc�on Support (L1/L2/L3)

Infrastructure/hos�ng

Inves�ga�on Alloca�on

AI / ML AI / ML

Manual 
Matching

CTB - Change 

Product Support Infra Support

Product workflow for Audit Trail

Client TCS

TCS IT Support



All content / informa�on present here is the exclusive property of Tata Consultancy Services Limited (TCS). The content / informa�on contained here is correct at the 
�me of publishing. No material from here may be copied, modified, reproduced, republished, uploaded, transmi�ed, posted or distributed in any form without prior 
wri�en permission from TCS. Unauthorized use of the content / informa�on appearing here may violate copyright, trademark and other applicable laws, and could 
result in criminal or civil penal�es.

Copyright © 2022 Tata Consultancy Services Limited

About Tata Consultancy Services Ltd (TCS)
Tata Consultancy Services is an IT services, consul�ng and business solu�ons organiza�on that has been partnering with many of 
the world’s largest businesses in their transforma�on journeys for over 50 years. TCS offers a consul�ng-led, cogni�ve powered, 
integrated por�olio of business, technology and engineering services and solu�ons. This is delivered through its unique Loca�on 
Independent Agile™ delivery model, recognized as a benchmark of excellence in so�ware development. 

A part of the Tata group, India's largest mul�na�onal business group, TCS has 592,000 of the world’s best-trained consultants in 
46 countries. The company generated consolidated revenues of US $25.7 billion in the fiscal year ended March 31, 2022 and is 
listed on the BSE (formerly Bombay Stock Exchange) and the NSE (Na�onal Stock Exchange) in India. TCS' proac�ve stance on 
climate change and award-winning work with communi�es across the world have earned it a place in leading sustainability indices 
such as the MSCI Global Sustainability Index and the FTSE4Good Emerging Index. 

For more informa�on, visit www.tcs.com and follow TCS news @TCS.

To Know more
Visit the Insurance page on tcs.com: tcs.com: https://tcs.com/insurance

Email: bfsi.marketing@tcs.com
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