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module 1
Introduction to
eCommerce and its
infrastructure

module 2
Technical aspects of

eCommerce
copyright, security,
legal, ethical, copyright
and tax issues

module 3

Internet Marketing
strategies for marketing,
selling, promoting and
building sites,

virtual communities

and portals

module 4
Developing Client
Relationships in an
eCommerce World

EANKING & EINANCE

To attract customers,
financial institutions are
racing to build
increasingly
sophisticated on-line
banks and multi-
functional websites.

However, no amount of
technological
infrastructure would be
adequate if customers’
needs are ignored.
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Acquire skills to tailor
cyberspace offerings to
customers’ needs in
order to cement long-
term relationships at
our eCommerce in
Financial Services
workshops



financial

Acquiring Core Skills

eCommercein

CIVICE

module 1
Introduction to
eCommerce and its

Infrastructure

2 & 3 Apr 2001
2 & 3 Jul 2001

$800 + GST members
$1100 + GST non-members

= Defining electronic and traditional commerce
and other key terms

= Understanding the infrastructure and
architecture for electronic commerce - its
protocol and languages

= |dentifying electronic commerce solutions and
software for large organisations with an
existing infrastructure and legacy software
in place

= Understanding how businesses use value or
supply chains to identify electronic commerce
opportunities

= Exploring the types of traditional and
electronic store models existing on the local
markets

for whom

New hires as well as those seeking to
understand the increasing importance of
eCommerce in financial services

contents

Definitions : traditional commerce vs eCommerce

B2B, B2C, C2C models and other eCommerce
framework

Benefits and disadvantages of eCommerce

Introducing packet switched networks, markup
languages, web clients and servers, and
internet, intranets and extranets

Overview of emerging internet technologies,
architecture and eCommerce development
tools

eCommerce service providers

EDI - electronic data interchange

Supply chain management - purchase, logistics
and support activities

Emerging tech trends on the internet

module 2
Technical Aspects of

eCommerce
copyright, security, legal, ethical,
copyright and tax issues

5 & 6 Apr 2001 $800 + GST members
5 & 6 Jul 2001 $1100 + GST non-members

= Understanding the roles of copyright and
intellectual property and their importance

= Introducing the roles of security, encryption
and certificates that act as assurance and
secrecy agents on the Net

= Understanding the laws that govern
eCommerce and its activities; and identifying
the ethics issues that may arise

= |dentifying the types of taxes levied

= |dentifying the various ways of collecting
payments from customers; the credit and debit
card processing and the electronic payments
systems used in handling eCommerce
transactions

for whom

New hires as well as those seeking to understand
the increasing importance of eCommerce in
financial services

contents

Types of eCommerce threats : client,
communication, server

Protecting eCommerce assets, intellectual property,
client’s computers and servers, preserving
eCommerce channels

eCommerce and the financial services industry

Certification authority and SET protocols

Encryption : public and private keys

Electronic payment systems : electronic cash,
wallets, smart cards, credit and charge cards
and others

The international nature of eCommerce : the legal
environment on the Internet

Ethics, morality and taxes

Copyright and intellectual property

Domain names




module 3

Internet Marketing
strategies for marketing, selling, promoting and
building sites, virtual communities and portals

9 & 10 Apr 2001 $800 + GST members
9 & 10 Jul 2001 $1100 + GST non-members

Identifying successful business models
Establishing an effective business presence
on the web and identifying its promotion
techniques

= Identifying ways to reach customers on the
web and marketing approaches that work
on the web

= Understanding the elements of branding
and advertising on the internet

= Identifying strategies of implementing a
web portal

for whom

New hires as well as those seeking to
understand the increasing importance of
eCommerce in financial services

contents

Internet marketing

On-line user behaviour

Market research and Net demographics

Internet marketing strategies

Website advertisement and promotion

Branding and customer loyalty : more on
domain names

Customer relationship management

Creating an effective web presence :
identifying and reaching out to customers

Types of hosting services and packages

Basics of auction sites and virtual communities

Marketing strategies and mix

module 1 is led by David Teo
David is a lecturer in Temasek Polytechnic. He has been teaching
IT-related courses for over 4 years.

modules 2 & 3 are led by Peh Wee Leng

Wee Leng is a lecturer in Temasek Polytechnic. He has been
teaching several courses relating to eCommerce and Internet
Marketing.

offered in TEMASEK
partnership with POLYTECHNIC

Working with the Continuing Education Centre and IT & Applied
Science School of Temasek, IBF is offering this customised
eBusiness Programme for executives and professionals in the
financial services industry.

module 4 is led by Ross Dawson

Ross is recognised as one of the world’s leading authorities on
financial services strategies and skills in an e-commerce world.
He is the CEO of Advanced Human Technologies, an international
consulting firm that specialises in knowledge and relationship
development in major investment banks and professional service
firms. He is author of the internationally acclaimed book
Developing Knowledge-Based Client Relationships: The Future
of Professional Services, and has published over 50 articles in
major publications; he speaks frequently at international
conferences. Prior to establishing AHT Ross was Global Director
- Capital Markets at Thomson Financial Services in London and
Asian Director - Capital Markets at TFS Tokyo. He has also been
in international stockbroking

module 4
Developing Client
Relationships in an

eCommerce World

4 May 2001 $600 + GST members
17 Jul 2001 $780 + GST non-members

= Understand how eCommerce is changing the
delivery of services

= Acquire practical skills in managing client
relationships & communication channels in
conjunction with digital platforms

= Design individual strategies for client
relationships

= Develop long-term strategies for relationship
development

for whom

Senior managers in business development,
corporate advisory, corporate banking, financial
planning, fund management, investment banking,
private banking, relationship management and
strategic planning

contents

How client relationships are changing with
eCommerce
- leading examples & key success factors
Adding value with information and knowledge
- combining digital & human customisation
of information
- frontline skills for using technology in client
relationships
Managing client relationships and communication
- applying & complementing digital delivery in
sales
designing individual client strategies
nancial services: key skills and strategies
nds and drivers in high-value financial
ces
ng financial industry structure in an
merce world
of execution, research and client
ionships
ping skills & implementing eCommerce
egies

rst 10 persons to register and pay for this
ar will receive a complimentary copy of Ross
on’s Developing Knowledge-Based Client
onships: The Future of Professional Services.



