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Season of Possibilities
FinServ’s tagline is “Insight, Vision, Experience” for a
reason. In our 14+ years in business, we have provided
clients with the industry insights to make more informed
business and operational decisions, the vision to drive
strategies to meet key company goals, and the hands-on
expertise to build, design, and implement technology and
business solutions.
2018 has already seen a lot of momentum – we have completed several projects on time and on budget for new
clients, substantially augmented our expertise and staff
levels in Workday and Salesforce, and proudly extended
relationships with our existing clients.
Most importantly, we remain committed to excellence,
which has resulted in incredible value to both our clients
and the broader financial services community. Summer
is always an exciting time to experience new perspectives
through traveling, hobbies, or interests. At FinServ, we are
applying those same concepts by (1) exploring new ways
to provide value to our clients, and (2) discovering new
areas of technology and operational excellence to share
with our clients.

Projects at a Glance
Over the past few months FinServ has been involved in
many projects. Here are some highlights from a few that we
are especially proud of.

I nformation Technology I nitiatives
FinServ was tasked with managing several key initiatives
for the Information Technology (IT) group at a prominent
event-driven hedge fund. The portfolio of projects included
the IT separation of the family office, documenting the
department’s policies and procedures, implementing
process improvements related to the help desk, designing
data governance for Office 365 (regarding sensitive data
regulations), and managing the design and implementation
of an enhanced vendor management process.
To meet the client’s goals, we leveraged our best-in-class
project management methodologies. Most importantly,
FinServ quickly delivered tangible results and established
itself as a trusted advisor for this new client.
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C redit L imit and P ost-Trade I nvestment
G uideline C ompliance
FinServ was brought in to provide onsite project management and business analysis support for a credit limit and
investment management compliance system implementation. Our client is an international financial institution
focused on the promotion of foreign investment, international trade, and global capital investment, seeking
to replace an in-house monitoring system with a vendor
product, Black Mountain. Our business and technology specialization and history of successfully implementing Black
Mountain Systems products were key factors in the client’s
decision to select FinServ to manage the implementation.
FinServ is currently working with the client to lead
requirements gathering efforts and develop functional
system design to build a full-spectrum limit and guideline
monitoring solution covering entity, rating, credit limit,
guideline rule, and exception management. Additionally,
FinServ will be supporting the critical documentation and
QA aspects of the project to satisfy the client’s stringent
regulatory, audit, and IT security requirements.

S alesforce L ightning U pgrade
FinServ worked with a large system-driven hedge fund
to upgrade its Salesforce system from Classic to the new
Lightning UI. As part of this project, FinServ evaluated
the Investor Relations and Marketing teams’ business
processes around Salesforce to identify a portfolio of
projects that would enhance the effectiveness of the
fund’s usage of the platform. Within six weeks, the
Lightning conversion was completed and included a
complete redesign of all page layouts and configuration
of new features and functionality offered with the
Lightning UI.
To drive user adoption and engagement, the project
also included training the Sales and Marketing teams to
leverage as many of the new features available through
the Lightning Experience as possible. At closing, the client
remarked that the upgrade managed by FinServ was the
smoothest and best run project in the fund’s history.
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What FinServ Provides that a Workday
Implementation Requires

W

hen an organization makes the decision to
implement Workday HCM and/or Financials,
management is making a large investment for
the future of its company. With this significant investment
comes the critical need to select the right implementation
partner—one that has the best combination of Workday
expertise and specific industry knowledge to ensure Workday is optimally configured to align with the firm’s unique
requirements.
FinServ has been engaged by many clients whose implementation partner was underperforming in key areas.
Many Workday implementation partners lack a deep
understanding of the investment industry and its specific
business requirements. It is, therefore, extremely important to augment the project from the start with a project
manager and/or business analyst who understands the
client’s business to ensure informed decisions are made
from the onset.
For instance, when implementing Workday Financials at a
private equity firm, integration partners may not understand that “customers” in Workday can often mean funds.
They are also likely not aware of how the General Partner
(“GP”) structure fits into the overall Consolidated Group,
or how to properly account for capital calls and distributions. This lack of understanding can lead to an improper
setup that creates cascading issues in Workday.
On a Workday HCM implementation, integration partners
may not be aware of the unique compensation models
used by different sectors (Private Equity, Hedge Funds,
Investment Banks, etc.) within the financial services
industry. In addition, they may also not have knowledge
about the nuances of capturing deal-related expenses that
ultimately need to be paid by the management company
and reimbursed by the funds.
Finally, implementation partners often do not anticipate
the lean organizations at most investment firms. Workday
partners often assume there is a large, dedicated client
team, which is generally not available at most investment
firms. As a result, the implementation team will need to
take on responsibilities that it would expect the client to
perform, such as data reconciliations, user acceptance
testing, and hands-on transition support.
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B ridging

the

G ap

The most successful Workday implementations have a
resident expert – a resource that can speak the Workday
language and really understands the business. FinServ
fills this void and ensures each Workday implementation
meets the goals of the business. With more than 14 years
of experience working in the alternative asset management industry, FinServ possesses a deep understanding
of our clients’ businesses. Because of this, FinServ has
been widely successful in the roles of internal project
manager and business analyst, applying industry-specific
concepts to help configure a tailored Workday solution
that takes into consideration the nuances of each client.

Financials E x ample : L everaging Worktags
One of Workday’s core strengths is providing a highly
dynamic platform; however, this flexibility can be a double-edged sword. A successful implementation can reap
huge benefits by streamlining business processes and
automating manual accounting functions, but the caveat,
of course, is understanding how certain functionalities
can be leveraged.
A prime example involves mapping general ledger
accounts. Workday is extremely flexible and is designed
to limit the extent of IT support required to maintain the
system. Certain fields known as “worktags” are used to
determine which general ledger accounts are posted to
for a particular transaction. However, the same worktags
will map to different accounts depending on whether the
transaction is flagged as prepaid, part of a capitalizable
project, fixed asset, or expense entry. There are significant
risks if these mappings are not done properly, as this can
lead to incorrect financial statements. FinServ understands the different types of postings made at alternative
investment companies to provide the proper guidance so
that the correct decisions are made.
With all the intricacies within Workday, it can be overwhelming to envision what your production environment
will look like. Ensuring your existing accounting, security
roles, and internal controls are compliant with regulatory
standards can be daunting. Additionally, since Workday Financials is still a relatively new player in the market, we’ve
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seen clients challenged to configure their tenant with the
confidence to meet their requirements. Because we’ve implemented Financials at several clients, FinServ provides a
clear vision of your fully configured Workday tenant.

HCM E x ample : M anaging
Structure

the

C ompensation

With all that said for Financials, Workday HCM also
presents its own set of complexities. Workday Compensation is used to craft unique packages across all areas of
the organization, with the key benefits of having Payroll,
Talent, and more all on the same technology platform.
FinServ understands that the compensation structure at
financial services firms is complicated, and each firm has a
unique model. For example, there can be challenges with
how a firm runs waterfall distributions, defers payments,
calculates discretionary bonuses, and more. Due to these
nuances, there is a higher level of customization required
by many of our clients compared to other industries. As
such, Workday may be required to handle these compensation models with a highly-customized solution in
Workday Studio.
FinServ has also experienced the introduction of a
third-party vendor to develop a customizable compensation platform that runs in parallel with Workday. This
solution may offer a higher degree of flexibility to handle
specific requests, such as complex bonus planning with
various components and financial roll-ups. This is especially useful as many firms have multiple exceptions or
inconsistent compensation rules that are hard to account
for with a traditional software provider. These calculations
can be fed back into Workday Compensation so the num-

bers are tracked to each employee, thus enabling all data
to flow through a single platform. In our experience, this
is often the best approach for alternative asset management firms, allowing the integration to be more efficient
from a time and materials basis.
Choosing the right structure for compensation is a big
decision since employees’ pay and talent retention are
top priorities. Whether you decide to fully develop your
compensation through Workday or utilize a third-party
integration in parallel, FinServ has experience with both
solutions to develop the best structure for your firm. Additionally, FinServ has more than a decade of integration
experience with specific knowledge and relationships
with vendors in the industry.

C onclusion
Workday is an expensive system that offers a huge
amount of flexibility, and has quickly become the de facto
choice of progressive firms looking to implement a HCM
and Financial systems solution. There are huge, tangible
benefits that a firm can achieve from implementing Workday, but the key to success is selecting the right specialist
firm to ensure that the system is configured to meet
business goals. With FinServ, you have a trusted advisor
with experience in both Workday and the industry to help
you make informed decisions about what functionality to
leverage, ensuring that you make the most of your Workday investment. We help those in financial services and
alternative asset management to create an infrastructure
For more information on Workday or general HR and
Finance platform inquiries, please contact us at
info@finservconsulting.com or (646) 603-3799.

C onsultant S potlight
M ei M an , C onsultant
Mei Man, CPA, is the newest hire to FinServ Consulting. Prior to joining, she spent three years at Ernst
& Young in the Assurance practice working with
real estate and retail clients. With a background in
audit analytics, she also provided subject matter
expertise and led the quality assurance initiatives
for the development of a proprietary global audit
analytics platform. Mei also possesses skills in
financial planning & analysis (FP&A).
Mei is currently managing a Workday Financials
implementation, which involves strategically advising a global investment manager on industry
best practices, to ensure a comprehensive enterprise solution is successfully delivered to support
its business processes and organization structure.
In her previous role with a leading hedge fund, Mei
was the project manager overseeing the conver-
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sion of a CRM system, where the firm’s Salesforce
Classic instance was upgraded to the Lightning
Experience. In addition to providing core project
management, Mei also delivered detailed business processes documentation, led user training,
and User Acceptance Testing (UAT) for the various
business groups and stakeholders.
What attracted you to FinServ? I would definitely say the people, culture, and growth opportunities. Coming from a large firm, I was excited
to join a lean organization where each individual
has such an enormous impact on contributing
to the success of the overall company. More than
anything, I feel blessed to be able to work with an
amazing group of people, including our clients,
who make every day an exciting one.
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FinServ was a Gold Sponsor at the 6th
Annual AITEC Gives Back Golf Classic
on June 14, 2018

A FinServ Summer Means Staying Active and
Giving Back to the Community
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AITEC G ives B ack C harit y G olf C l assic

C hase C orporate C hallenge

FinServ was proud to be a Gold Sponsor at the 6th Annual
AITEC Gives Back Golf Classic. The event raises funds
for veterans and youth development charities, bringing
together AITEC’s community of senior professionals in the
financial services industry. Despite our limited golf abilities,
we thoroughly enjoyed the event, strengthening our
existing network and meeting other leaders in the industry.
Our tagline this year was “Transforming Our Clients’ Goals
into Reality,” and keeping with this theme we raffled off
a virtual reality system. Perella Weinberg was the lucky
winner. Although the true winner were the charities, the
outing raised over $365,000.

Our team participated in this year’s Chase Corporate
Challenge on May 30th. The Challenge makes a difference
through a donation to the Central Park Conservancy and
operates using the best environmental practices. The
team always enjoys the charity event, and while we can’t
boast the fastest times we are proud that the entire team
takes part in the event. Our fastest runner defended her
title for the third year in a row, as did our slowest runner.
As is FinServ tradition, we ended the night at Atlantic Grill
nearby, rehydrating and fueling up on sushi and cocktails.
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Salesforce Lightning: Compelling Reasons
to Upgrade or Purchase Salesforce for
Your Firm

T

he time is now to move to the Salesforce Lightning
User Interface (“UI”). It is hard to believe that the
Lightning UI was introduced back in October of
2014, because there are still so many Salesforce customers who have not begun the move to Lightning from
Classic. The Lightning UI represents a complete overhaul
of the look and feel of Salesforce, and more importantly,
enhances the efficiency and effectiveness of how users
interact with their data in the system. In addition, the development environment has been completely changed
and enhanced for Lightning.

A

system built for the mobile workforce

Since Salesforce focused on delivering a seamless experience across all the devices that you use to access the
application, the introduction of the Lightning Experience
significantly impacts how you work in Salesforce today.
Since most Salesforce users travel, it was critical to
offer mobile functionality, whether you are working on
a desktop, tablet, or smartphone. It was also important
to empower users to easily build custom interfaces for
each of these devices. With the use of compact layouts,
mobile cards and actions, you can really optimize your
user’s mobile experience.

Getting

to and

Acting

on your

Data Q uicker

The Lightning UI introduced several key user interface features that completely change the way you work in Salesforce.
Lightning Record Pages – These pages provide user-friendly and powerful design screens to customize the
layout of your Salesforce records. The custom configuration components offer tabs, related lists, and side panels
as a new way for users to navigate and access the most
important data in a single, consolidated screen. You
can greatly reduce the number of clicks needed to pull
information, or perform recurring actions.
Kanban View & Path Component – The Kanban view
fundamentally transforms your interaction with Salesforce records with the ability to bring your data to life,
which is especially powerful for managing any process
that has a life cycle like Sales. Visualizing your data—
based on the stage of an Opportunity, for example—and
being able to drag and drop items between stages is
intuitive and not only makes your team more efficient,
but also allows users to be more effective. Aligning the
Kanban view with the path further offers the ability to
highlight key fields and provide helpful notes to your
team at different stages. This allows you to embed your
best practices directly into the key steps your team is
working on.
Search Functionality – Your Salesforce org may contain
high volumes of information, so it’s important to quickly
cut through to the data you need. Lightning’s global

search functionality introduces machine learning that
offers predictive searching, which tracks your most
frequently accessed objects (data) and returns those
popular results across your entire Salesforce org based
on your search history. By conducting a thorough search
with results tailored to each user, you are able to more
efficiently find the information you need.
Dashboards and Reporting – The Lightning UI has
refreshed Reports and Dashboards for you to create an
intuitive and modern-looking interface. Lightning has
introduced a Dashboard Editor, meaning that you can
build a custom experience by designing dashboards that
are relevant to different users. Compared to Classic, they
are more interactive, easier to build, and more seamless
to navigate.

The

dev environment is the real game
changer in S alesforce L ightning

The user interface changes are just the tip of the iceberg
in Lightning. The most significant updates to Salesforce
Lightning are actually below the surface. This last piece
speaks directly to our CTO’s who understand the value
of the Salesforce development components, namely the
fact that Salesforce is not solely an application, but a
true development platform capable of supporting and
automating any business process.
Since the release of Lightning, Salesforce has stopped
creating new innovations for Classic. Therefore, it is
highly recommended to upgrade since its current roadmap of new features and functionalities is completely
focused on developing the Lightning UI and its related
components. Some of the key features of the brandnew development platform that Salesforce has built for
Lightning include:
Lightning Design System – This is a constantly updated
system that is tailored to building Salesforce apps. It
automatically applies the Salesforce Lightning look and
feel and requires no CSS (Cascading Style Sheets) work.
Lightning App Builder – The Lightning App Builder is a
point-and-click tool that makes it easy to create custom
pages for the Salesforce mobile app and Lightning Experience. You can update the app’s branding, navigation,
options, and the Lightning pages assigned to a respective app all within the Lightning App Builder, making it
quick and easy to make key changes all in a single console.
Lightning Components – The real power of the App
Builder is the ability to leverage standard components
native to Salesforce, existing third-party components
(available on the AppExchange), or build your own
custom components. This truly makes the Lightning UI a
totally bespoke system ready to support anything your
firm requires.
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When it comes
U pgrade, what

What’s Next
If you are now compelled to upgrade to Lightning, that is
great! However, to quote a famous movie line “with great
power comes great responsibility,” it would be foolish to
rush into a conversion. You want to have an experienced
guide and a carefully thought-out plan before your move
to Lightning. The switch to Lightning must be executed
thoughtfully, or users may lose faith in the application.
The good news is even with this well thought-out
approach, FinServ’s average Lightning upgrade averages
about 6 weeks from start to finish!
Because the Lightning UI brings users a totally new
interface and development environment, there are key
aspects of Classic that are incompatible with Lightning
which must be addressed prior to upgrading. If you have
not customized your Salesforce instance, it may be a
relatively simple conversion. However, there are still
many out-of-the-box components of Classic that are
not supported in Lightning, so it’s important to take a
very focused, rigorous approach toward outlining your
migration path. Some of the key items to be aware of
include:
1. JavaScript buttons are no longer supported with
Lightning. If custom functionalities have been built
into these buttons, those will need to be reconfigured
to ensure core user functions are not lost.
2. Performance of page loads is also a factor with the
new UI. You should assess the amount of data embedded in each page, notably Visualforce pages, to
mitigate any impact or degradation in load times.
3. Notes and Attachments are disabled in Lightning,
and have been converted to the new Files and Notes
objects. You may want to consider an application to
convert all your existing data files into the new format.
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to your S alesforce L ightning
are the most critical steps?

First and foremost, you must run the readiness
reports. The good news is that these reports
are as easy as flipping a switch. Simply log
in to Salesforce (this is done by your system
administrator) and run two readiness reports:
a. Lightning Experience Readiness Report
b. Lightning Experience Visualforce Report
Once you have reviewed the readiness report, it
will highlight some key items that you’ll need to
address, such as:
a. Use of Notes and Attachments instead of
Salesforce Files
b. Use of JavaScript buttons for functionalities
that may need to be reconfigured
c. Remediate certain customized reports to be
compatible with Lightning
As noted previously, since the Lightning UI is
such a radical change in the way you interact
with Salesforce, one of the most valuable
exercises in an upgrade is to rethink how each
Record Page displays your data in conjunction
with the users who should have access.
a. Lightning Record Pages
b. Page Layouts and Assignments
c. Mobile design

C onclusions
It is no longer a question of if you should upgrade to the
Lightning Experience, but rather when and how you should
upgrade. FinServ Consulting is an experienced Salesforce
Partner with significant Lightning upgrade experience. FinServ
can lead you through your upgrade path, helping you design
the optimal configuration of your Lightning environment so
that you take full advantage of this new version of Salesforce.
Our methodologies and structured approach guarantees an
on-time, and on-budget delivery of your new system, while
greatly enhancing the value of your investment in Salesforce.
We can ensure you maximize the new development tools to
create a bespoke version of Salesforce that meets the exact
requirements of your business.
For more information on Salesforce or getting help on
upgrading to Lightning, please contact us at info@
finservconsulting.com or (646) 603-3799.
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