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CHAIRMAN'S STATEMENT
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All our operating divisions were profitable in 1992 following a disappointing

1991. Total revenues were 20.5 million, showing a 7.0 per cent increase on

1991 and delivering profits of million. equivalent to a 7.2 per cent

margin. These results are a tribute to the dedication of our management team

in driving forward effective measures to improve our performance and our

ability to deliver to our customers’ needs.

Our achievements in 1992. In Banking Systems we signed over 45

new Midas ABS sites, many of them in Eastern Iiurope where we nowhave 25

customers. Meanwhile Brann Direct Marketing won several exciting new

clients including a leading French motor insurance company which we helped

enter the UK direct insurance market. At Information Systems we signed 21

facilities management agreement worth over £8 million with John Laing plc,

the international construetion company And we achieved a lllll per cent

renewal rate with our local authority facilities management customers. Our

marketing consultancy divis’ion, Strategic Decisions, worked with all top 31)

global electronics companies during the year.

1992 also saw the continued strengthening of our senior management

team. liurfyl ap Gwilym joined to become Chief Executive of our Banking

Systems division. Eurfyl is using his in-depth experience of value added

networks to strengthen our network consultingr and international software

distribution capabilities. His addition to the team is very timely as it means we

are excellently positioned to respond to increasing customer demand for high,

value applications software packages in 1992, we Signed a joint venture

agreement with another N\'.\F.X subsidiary, DISC, to distribute their cash

management system “ACCESS” in Europe

Increased direction and coordination from our central management team

has brought benefits and savings across the Group. \Vihile increasing

effectiveness, we have simultaneously saved over a million pounds in our

human resources, finance and marketing functions. Improving the

understanding of commercial and legal risks — both for our customers and for

us 7 has been another key priority in 1992, with our legal team providing

specialist training to our senior managers.

Customer Satisfaction continues to be our prime focus, with all four of

our operating divisions regularly seeking feedback from their customers on how  

OUR VISION

Our visian is to be the preferred

partner for our customars, our

staff, and our business partners.

OUR STRA TEGY

Our strategy focuses on growing

our margins and revenues by

building on our vertical market

strengths, particularly in our key

market sectors of finance,

government and utilities, and on

our horizontal market strengths

in customer contact andpayment

systems, marketing and

information technology. Across

these sectors we provide

Consulting, Solutions and

Operations products and

services, delivering the benefits

of technology to our customers.

OUR VALUES

Our values arebuilt on providing

customer and stuff satisfaction

through working in an ethical

and profitable growth

environment.



they can better meet their future needs. The results have been particularly

encouraging with over 80per cent ofour Banking Systems customers saying

they would recommend BIS to other banks. And at Strategic Decisions, our

renewal rates for syndicated market services increased by 14 per cent to 79 per

cent in 1992.

Closely linked to customer satisfaction is the satisfaction of the people

who work for BIS, In 1992 we conducted our second “Quality for People"

survey, askingY all 2000 people in our 35 locations in 21! countries for their

feedback on what it is like to work for BIS. The results were encouraging,

giving positive feedback on the achievements made since the last survey in

1991), particularly in the area of performance appraisals, and giving fresh

direction for our human resource initiativ

 

Our customers’ satisfaction in our people is regularly publicised across the

Group. In 1992, our internal newsletter, River/21111, helped promote our

customer care culture, publishing some 3|) congratulatory stories (only 211 per

Cent 01' the total submitted).

The Preferred Partner. Looking for“ ard, we are focusing; our efforts on

being positioned as the Preferred Partner for our customers, our staff and our

business partners. We are building on our basic beliefs in customer and staff

satisfaction, and in the fact that profitable growth (rather than just volume

growth) \Vlll shape our future. Over the past 18 months, our management team

has conducted a fundamental review of our business. We have agreed that

everyone working for BIS should be (Jo/rm. Irma}; and managing. In this way we

will increase our flexibility and effectiveness in working,Y with our customers -

helping us achieve our Vision to be the Pry/177171 Parr/m:

In this year’s Review. This year’s Review shares with you how our

Consulting, Solutions and Operations services underpin all the work we do

with our customers. We have looked ahead to the maior drivers affectingy all

our businesses through the 1990s, sharing with you some exciting research

from our marketing consultancy division, StrategicDecisions. And we have

chosen a selection of short case studies to demonstrate how we help our

customers meet three of today's key business challenges: Managing a Changing

lliivironment, Holding on to Your Customers iintl Lateral ’l‘hiiiking to (irrnv

Your Business.

I would like to thank our customers for working with us in 1992 and our

BIS people for their commitment and achievements during the year. I look

forward to working with you in 1993 and beyond.

galm7
Roger Graham, 08E

Chairman and ChiefErerumr
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FINANCIAL SUMMARY

BIS Group revenue

In recent economic conditions, BIS has focused on improving profit margins,

Changing the mix ofour husines

 

and building long-term relationships with our

customers, Revenues from facilities management have increased substantially,

offsetting the decline from refocusing and eliminating less profitable activity.

BIS Group operating profit

 

Our 1992 performance shows the benefits from the decisions taken in 1991 when

significant improvements in efficiency and productivity were planned and targeted.

Through the disposal of nonicore activities in 1991, B15 returned to its more

traditional levels of profitability which are higher than the majority of our industry

benchmark competitors.

BIS Banking Systems revenue and revenue per person

 

Installation ofour new Midas Release ill and very successful entry into liastern

Europe, has allowed modest growth in 1992. \‘i'hile not achieving the volumes of

1989/9H which followed the introduction of IBM)

growth nonetheless created new oppot‘ttlnit _. Significant improvements in

 

'\S/4HH range‘ this modest

  

customer satisfaction and efficiency have helped imprme margins.

BIS Information Systems revenue and revenue per person

CD 

.'\t Information Systems we have focused on high addedwalue Consultancy and the

combination of IT skills with clientisector knowledge to maintain and build our

revenues. Large, longitcrm contracts have helped achieve productivity gains and

has focused on its core services,

 

our training busine

BIS Systems Operations revenue and revenue per person

Starting with the successful acquisition of Perthcrest l,trl in 1990, we have

concentrated on targeting profitablc facilities management and outsourcing

opportunities in the UK. This strategy has resulted in carefully manang profitable

growth, with the focus on customer and staffsatisfaction r as evidenced by the 100

per cent renewal rates for our local authority contracts in 1992.

BIS Strategic Decisions revenue and revenue per person

 

Focusing on its core product of providing continuous market information and

advice to the world’s leading electronics companies, Strategic Decisions‘ drive to

improve service levels resulted in a 14 per cent increase in client retention, thereby

cnhancmg profits and building closer Customer relationship;

Brann Direct Marketing revenue and revenue per person

 

The restriction on customer marketing spend in 1991/92 adversely impacted

Volumes in our direct marketing operation. ()ur Creative Services, Marketing

Systems and Telephone hittrketing businesses helped to mitigate this reduction,

allowing us to protect our margins and maintain productivity without reducing

quality, as evidenced by industry awards for winning campaigns.  
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For the year ended Dec 31

Results for the Year 5'0005

,— ,

Turnover 112,608 120,504

Operulinghw‘il (1,000) 8,733

For the year ended Dec 31

Summary Balance Sheet 5’0003

I'th Assets 15,4430 15,190

Net Liquid Funds 3,1 72 7,250

Other/£33915 ‘

 

and Liabilities (5,778) (2,604)

Net Assets 13,819 1.9, 746
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CONSULTING, SOLUTIONS, AND OPERATIONS

 

{i}

 

/'(77/

Information technology is fast becoming an integral part oftnodern business.

fl)? mrr//f? Iliéf//{{(7 6/3/3216» K‘

Gone are the barriers which once separated it from the main organisation.

And the benefits are clear: reduced costs through more effective resource

management, and increased revenue through targeting customers with tailored

products and services.

Meanwhile, explosive growth in personal computer usage, accompanied by

the rapid spread of shrinkavrapped software applications, has transferred

purchasing decision power away from the centre to local business centre

managers. And as networks grow ever more powerful, so the pressure rises to

control, secure and share information stored across dispersed environments,

Against this background, effective IT management is one of the key business

challenges facing managers todav Across the board, companies are critically

 

evaluating and asse

 

'ing their lT options: whether to outsource; whether to

reorganise in line with the PC Age; how to ensure value for money, to increase

sales, to improve operational performance and to motivate staff to adapt.

How we help you. At BIS, we work with our customers helping them

through this changing environment, providing them with a range of

information technology and marketing products and services which we group

under the generic headings: Consulting, Solutions and Operations.

Consulting, Solutions and Operations to meet your needs. To illustrate

how these three strands work together to our customers' benefit, we have

devised a threeedimensional model, our key design them: for this year's

Annual Review.

Consulting

Solutions

 

The green cube represents our

solutions business. We provide

bespoke software and tailored,

packaged highwalue software

applications, as well as creative,

award-winning marketing

solutions. In our solutions

business we help our customers

transform and implement their

plans to make IT and marketing

deliver to their business.

Solutions in practice

20,000 users across the world log

on to our banking application

software, Midas ABS, every day.

 

Consulting is pivotal to our wide

range ofinformation technology

and marketing services in the

model, we have represented it as

the glowing, red core at the heart

of our business. It depicts the

work we do in partnership with

our customers, guiding and

advising them with ideas and

expertise on how to plan and

utilise information technology and

marketing to the benefit of their

business.

BIS Consulting at work

\X'e work with over 5110 banks and

treasury operations managing the

challenge of global information

management systems and

communications networks. We

advise leading UK businesses and

government departments, helping

them harness the power of IT and

marketing products and services.

Arid we work with all top 30 global

electronics manufacturers

identifying the markets for their

future products and services.  
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BIS - BRINGING THE BENEFITS OF INFORMATION

TECHNOLOGY AND MARKETING TO YOUR BUSINESS
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\I/HII‘III In .sIIIIIInI'I .s/Iw‘zulzsi MIIIIIIIVIIII

mnIImI IIIIII'AI'I IIIxII'IquII/s,  

I'K I‘It'I II'H IIII I III/IIIIIIIII. I‘ou‘erI-‘en.

III’I'III’KI In Nil/II III/II Il’-III'IIIUIIV’ II»

II/INIIII‘AA \l/HII‘III\ In III/)(’ II IIII IIII‘

IIIIIIIIIM II’KIIiI/IIII IIIIIII IIII'I II’I‘II'II’III/

IIIIIII\II'// III II IIII'sIIIIIIII HIM/(Inn u I'III

BI.>'/II_IIII‘III<IIIIIII A‘IIsrnIIn, ["IHI'(’I(1I'II

IIIIA ,IIII III ,IIIIII IIII III/I IIIIIIII LnI‘III

.II‘IIII NI‘IIIIIII. II.\I'\.‘I III/I(I.\II'IIIII/Il‘

I. \Ns III (III I‘IIII I‘Hr'wn IIII IIIIIIIIs III/nu

I/NI‘IS III I IIan‘ III’M. If I. III IIIfI IIIIa/

m'I‘I II m /IIIIII n \IIII/IU III ' II III'II.\IIIIIIIII

«III I.«\.\» I/II‘ I I‘IIIIIIII/I IIIIIIIIIIII'II III!

IIIIIlI/IIIIIII II’iIIIIII/IIII. I‘III II/II‘II I,.\'\

III/IIIsII III/Illé IIIUIH’K II (TLSU I III

pIIII III III II IIIIIIIII IIIIIIIIs In Im II

IIIIIIIIIIIIII iIIIx/IH’)\ III mix

"BIS demonstrated both

professionalism and a clear

understanding of our strategy.

We were impressed by their

responsiveness to our business

needs and look forward to a

long-term relationship and

strong support in a period of

change. " David Jones, Group IT

Director, John Laing.
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Enter the Universal

Ne t w 0 r k Personal Digital i ' Ian! will

grow 'tmallaneoa [y with I’(' and
Hot rm the heels Uf mfflwh‘m NW mobile cmnmunications usage

estimated one million man years

every year in Eu rope.

The cost of maintai nino [irad

office spact’fo'r a population changing

to turnip-based operatiqu will become

increasingly ztntmuible. Vl‘t’fttlll

Organisativa will develop with whole

companies on i.sting only on networks

ofhom t-based individuals with access

to powerful t'om municutions and

(amp tiling resort rces.

 

Bay'inning with the sm‘t‘it‘e i rul ttstry

sector, the trend to the Virtual

Organisation will extend into

ma n ufat'turiny as technology allottw

remote. rontrol ofprozlurtion r‘entres.

Evan distribution will eventually

become .so automated that only "titty

ittlttttt staff [)t‘t‘s‘e’tlt't’ it ill he needt’d.

()fl'it'c parks will develop a'illt

state—(ditheairt ('omnizmications and

computingjacilities not available at

home. lese will be easily acct ible

 

and provide mnlti-xkilletl persmutl

networkinofor mobile information

 

trot-lie:

 

PLATFORMS FOR CHANGE

Three enabling plat/“onus will help

 

peoplz’ respirde to the tiri, int/forces:

* Telecammimictttions

t Infonruztian Tet'lnwlogy

7k Flam-alum.

Telecommunications

Infrastructure

’I‘mrwrrow's sovier will SE‘P virtually

avert; lunnc I i nlma’ to Sophisticatctt

broadband vomm u nications servivos.

Initially installer! to bring premium,

Pnlertainrrwnt into the homx', bromi-

hand will also carry state-of-the-urt

busineszy semiirm' presaging a whole-

sale move to It'lcworlcing r [instfor

knowledge workers and ultimately

jor poople monitoring and t'ontrolliuy

remotc nun tunerth

Voice ttlU‘tll’, with its relatii‘aly

lou‘ bandwidth, u ill increasinny b0

squeezed offfia‘t’d netu orlns which

will, instead, pt‘ttt‘illl’ a full t'Itttf/t’ of

t/lltlllrtttt‘tiltt wow it o» ltlt llltllltt/ I him,

data and image Qt'f‘u e parks will

deliver afull nmltiqnctlia capability

to ct‘ery (task.

As the dcpendcuce on telecomiuw

nirations in_fra,s-tr1wtm‘c grows, data

privacy and integrity (ttlti gua t‘t171l(’t’ti

Instant art’t’ss will lw hat] denomina-

lorsfln' Silt‘t‘é’hh'.

  

Broadhand Roll-out up in 2000
(as access limit)

 

Harml office equipment
market growth

 

EDI subscriber grown. In urn-var
European countries (France, Germany, Italy,
Netherlands, Spain, Sweden and UK)

 

(ll’ttf‘lltfl‘ltlf’fll will tie a wealth ofnew

lT]tt'lt(ltt(‘lS‘ and services. Many ofthz’

servives will he provided through a

rust and ubiquitous thwork. The

"Universal Network" (trill, itljltl'l, lie

SP] ernl itlltft‘t'lltl‘nl’t‘lé’tl networks

offering data interrhangc,

processing, storage and translation.

From home orfrom tho o[fit'e,

people will have art'ess to the

])t‘l)(.'t?.\'.s'ltt_l] power of scientific

superr'omputers and t inual realitt 7

lutsod intcrarli ve entertainment. just

bl/ opening a window on their

Pt'. Like any other utility (gas, it titer,

 

elertr it) the availability of the

Utttt‘r’t'h'ttl Notu‘orl‘ will replace most

people's need to purchase an t/llli ng

more, Complicated than a means to

alt-(M it. Endus'ers' with anything

marv than a P(,' will be rare.

Around the world, a .singll' smart

[(177] will identify its' user,

authorising (u'r‘l’s‘s’ and effecting

instant payment. The long predicted

demise oj paper lt'illjltulllt/ take

[tlttl'(‘. Terhnology will prot'idc thc

alternatives o] (lovnmmit image

.storayc and display, (’ItttlJIittt/ a

highly "lit/)ilI‘ u orlxjorre to arrow

dorummitsfrom any location

Manajat luring processestoo will

be controllod throth the network.

Growth in VideoConferencingfacilities

(European studios, pubtlc and private)

'0
to
0‘ 

Customisation will lie automatir with

vast international customer informa-

tion 5' S'l!’tliS_fi’(’t/ltt_l] each consumer's

individual last!) and prefln‘eni'e into

the design

JIulli-JIedia Education

Information will tcat'h people now

skills and attitudme lite in the he rt

Information At/e as ltltpt'ttt't’tl

automation and higher productivity

[cad to i nrreasoil leisure timc. In the

advanced blocs, computer literary

will be more ('onmwn than reading

and writing are IiulttI/.

Etlm'tttitttttil institutions will be

among the pioneer Virtual

Organisations, Both leathers and

pupils will be potentially homo

ltttét’ll, lla’tt'tu/ r‘r'lettsim/ llltttlh

otherwise required for classroom

accomnwdatitm and transport to

a mi from school.

Employers will no Iota/er lake

fill! responsibilit

 

, 'rr thei r mnphruees.

People will network with one or more

employer, selectiny their tasks and

cmnmitmentsfrom a cit/Merit .stylc

menu. building a work and leisure

pro/tic whirh meets their needs,

The misting growth ofknowledge

workch will arcelcratc and employ

20110   
 

ln 5 years mirmpmmsnr shipments have

experienced a Hold increase and

memory hits a 10-fold increase

In I991, 7,000 bytes ofmemory

1mxhippedfitt' manna,

woman and child in the world

ment will polarise into expertise

and generalist positions. Experts

will clcvclop stato-o/ltlw-art

knowleng of [hot r' own fit'lti,

offering it to several employers at

once. Generalists will r'onlrol and

integrate the experts. Tlu) chal~

lenye to education will be to

delirer the right mix uj'skill.s to

fulfil these very different roles.



Technology Provides

the Foundation

Bank ofNew Zealand (BNZ)

determined its vision was [a be a pre»

em inert! (reasn I'_t/ SPH‘

 

9 group.

earning sustainable profits through

mttsta r111 ing ('uslumer service, risk

management and prqfessimzalism

Seeing lerhnalngy asthe means to

arhiei‘ing its vision, BNZ looked In

BIS Banking Systems to prm irle

Ieehnii'al e.r;1)e)1i.s'e and replace the

bank‘s m i.in 71g wholesale banking

system, BIS is working with BNZ over a

three uearpen'rul to implement a

solution where Midth ABS witl link

their head (ZIfiI'P Ia si.i' overseas

treasury rent'res and provide them

with afast and rast-eflenive risk

management i aliirvmtirni SJ/SIP‘IIL

A Solution Easily Found

Bank Austria wanted to take

advantage oflhe opening up of

Eastern: Europa and by appointing 

BIS Banking Systems, it soon fimnd

lhesolutian it needed. We hare

installed Mirlas ABS systean' width

are tailored to local requirmrwmsfm'

Bank Austria in Mast-0a: i ll Budapest

and i n Prague. Within four months of

lhe ('mllrai'l being agreed, the system

went tire. BIS nmr supports Bank

Austria‘sforeign arc/tango. trade

finam'e and lending nperatimis

th rang/tout E‘astem Ea rape.

Expanding into Japan

Citizens National Bank, Korea is

largest domestic hank, decided to

open itsfirsl overseas branch in

Tokyo. For this the bank required

treasury, tradefinance, and retail

banking systems. Working in part—

nership with The Citizens National

Bank, BIS Banking Systerns' lar‘al

stafltra'nslatea part ofBIS’s Midas

ABS international banking saflu'are  

into Japanese so that the bank could

meet its mart rustamm‘s' language

requirements, The bank nin has an

internalianalli/ compatible system ml

which it (an rer.

HOLD ()A' TO YOUR

CUSTOIIIERS (THEY‘RE

FIVE TIMES IMORE

PROFITABLE THAN A

NEW CUSTOMER)

Keeping the customer warm

Caradon Everest the UK's best

known home improltements L‘mnpany,

gives rustomer ra re Ihe very highest

priority and is rmmnitterl to pr'uiviiL

ing the best standards ofseri'ice

araila ble. Remgnising the sa me

serrir‘e philosophy in BIS, the two

companies jorged a powerful

strategir‘ partnership to prnivirte the

information systmms‘ vital to suppm‘t

Caradan Everest ’s rustomer (are

programme. Like BIS, their rammil-

nzent to customer serl'it'e is total, and

the partnership will give impressive,

tangible. business results

More than 60 bank sites world-

wide havecommitted to Midas

ABS Release 10 since its launch

in 1991.

BIS Banking Systems works

with over 25 customers in

Eastern Europe and has an office

in Moscow. We installed

Russia’s first ever operational

international banking systemi

BIS has offices in Hong Kong,

Manila, Melbourne, Singapore,

Sydney and Tokyo with over 240

staff working in the Asia Pacific

region.



Managing customer

information

UCB Home Loans Corporation

(ranted to (lem’lop a Marti/age Ir'ark-

ing systmn that would allow iI to

i7I117I'III’I’ (‘uslmnm‘ sen ires, meet

im'rerwml volume (lmnands and

[(UUH‘IL new produrts u itlz optimum

(ftfirrima'y. No ig[fltltPasha/"package

(Iris/Pd lo meal sm'h a ('omplvr spewi-

_l‘i('ation and so UCB turned to BIS

Infirnnalion Systems/or IT consultancy

input into the analysis, mnstmu'tion

and implenmualiml afa new mortgage

applii‘atiuu om] administration

system. The luv) (‘runpauivs poo/MI

7‘6’SIII/I‘l'6's to prorlur‘e a waste": that

has bw‘u an unqualified SUCCESS and

tl‘IH underpin UCB's stratoin objec-

tives/or years to ('mm’.

Delivering 21] million

mailings

For one ofBIS's major rustmners

Royal Mail. Bram: Dinar! Ma rkyling

t'E’FE‘tllllt/ urtziereil the UKs biggest

m'm' mailing ~ 2.100 miles oflaser

letters! W'orki g lUlIh Royal Mail,

Brann pmrlm‘ezi (l iffm‘eni regional

variations ofu 10 page lam] serrii'es

guide giving usqfuljar'ts' and [oral

informal ion.

Tapping into the

right market

Major L’Kbrewenm Bass, u'anied to

[(5st the post Ifffm'lirrancss ofmarke‘tim)

its Carling Black Label lager through

a targeted (lirer't ma ll r'ampaign, as

opposed to more traditional route 0/

TV advertising, So Bass appointed

Brann to devise an in t1017(llil'é’ direet

marketing solution u hirh would

retain the humour afthe popular TV

connnm'rials. Brann 11m isell an

(ftflu'lire, r‘realil l’ and fun solution:

Irli/ulflllds.’ W'm'king on the basis ofa

“Ilia! and repeat plu'r‘hase’"('a’mpaign,

3,000

 

Bran n (‘a re/‘ulli/ to rgeiea ‘

indil'iduals u'ha ragularty drank

 

layer and i.

 

'uml lhx’m with a r‘hallcngl‘

and o blindfold to see u him [agar

they liked best. The rampaian was a

resounding sarrvss. with alert? pm'

rent 0] those targeted going on Io

arre’pt afunher series ofi'halImu/es.

LATERAL THINKING TO

PLAN AND GROH’ YOI'R

BUSIN SSS

 

Creativity doubles income

 

Farm] with im‘n‘asiug llmna "as. for

people to (lama? In the growing

number nfa‘ortlu/ ('auses around the

aloha The Salvation Army detemuned

Io review its lradirionalfund raisin”

methods. Working in .s'ui'r'essfnl

panm’rslt ip with Brann aver the (as!

your. The Salvation Army has operand

up {1 am and highly éflfi’Clil e u'aj/ of

staying in tour'h with and inn-easing

tho number prf‘ltjlli’ u'ho Wgularll/

(lona/r’ money The 19.92 Christmas

Appeal raised uz‘erél , 7m. The pm‘k

(villain/ed a Christmas rant/or

supporters to write and smut in, with

their donation so that the Salvation

Anni] r‘ould deliver them to the

hmnaless an t"h ristmas Ema. People

responded in llu'ir' thousands, with

schools smut i ng hark poems and

messages.

Brann Direct Marketing raised

over £9.5m for charities in 1992,  

Brann won 14 of the direct

marketing industry’s top

creative awards in 1992,

 

Thinking about new

markets

In (lm'elopiug a strategyfor its new

(0771271 an iraiians‘ ('onz'aph the Applfl

Newton. Apple Computer Inc nemlerl

to understand more atmul the ('omplm‘

mobile business market Apple asle

BIS Slmleair Devisinns to help, lu’i'ause

tgl'mo‘myyrimu‘e in analysing

mnetying Ierhnotng], markets. Through

sophistiratml (malt 5 lé’r‘lmiqum.

 

BIS identified rluslm‘s Igfsimilar

iutIiI illuals. linkiny people on the

basis ()j'suz'h asper'ts as their current

mulfuturr‘ ill/ltl'lfllllifltl needs [mm] of

16



  

  

  
  
  
  
  
  
  

  

mnlnlllu, mu! {lu' ('mnpulm' llm/ 7I.s(’.

'I‘lu’ “null/st .117]le r’wrwirwl Hiram/h

RISK ('zmlimmm Infin‘mulitm Sun in)

H (u w usv/ul l/Illl lluw/ [NUT/MAsz

DISK mw‘ Mum/4' I" n/i'ssmlml

Mulli-v’limm \IIIIII/.

Launching inlernalional

coulure by mail

III/M'mzl/mml r’w/lm INK.

Eleymwe boulimw, us/yr'v/ [lulu/z

[Mal Thu/~141Mer [WIN/H

(Mm/t llllltl lbw/7' mum um/ Il/H/l «HI/m

Wm H 1' m llu l'lx'. “WIN/l v/w r/u/IH/ u

Ill/1411\i.lllll/[l’l/i/"UH\/)ll/l’l/l/.

mmmnu/Wm. (why/[mm umlvlnr‘r/

mm/ m mum \(‘lm (m Hun/w/s

 

BIS Strategic Decisions works

with all the top 30 global

electronics companies.

Information IuiIarcd to

(‘uslamers' needs.

H'i/lz no 0177(7le murAm sm/ixllrs nu [1w

lmmv Imprm mmmls mar/w! m Ilu‘

Almim/um l’l'llllllllllj. llaylmluxln/11ml

1m I'Ul/‘sl‘S/i‘lll ur ur'mlmlr’ (Ill/II upon

u'lu'v it In lmw mjulm'v mz (331mm)!

(lvrzswm BISS'I/rrflgqu I); 'Imm

 

NIF’HII/II’I/ umlfillw/ the gap bu using

1N (‘Ipm'r w’mmmu llllltlé’lilllfj

rupwrltlsr' In H uluulz‘ llw Haw/[A xyl'u

nun-1w! wxwurvli slmlz/ 117ml; 1711/17/4’7'

30.000Arlslmlmn lmu.\*r}1ulzl.s Tlu'

H‘sll/lx luu v [mu ml 1m (ll/(UMP In H10

Illlillsl/‘ll, 1: Jill mmw myunwmmm

FIN/1mlAhlIr/llllt/ BIS m 4 urm nu/

f/lnlw: spew mlll/ [(lll/II'I‘ri HEW/(U11!

(In/I mum/Hum [mywrls

Brann’s specialist telephone

unit, Brann Contact 24, can

handle up to 22,000 calls a day

on behalf of its customers.

BIS Strategic Decisions in

Australia undertook some 200

multi-client and private client

assignments in 1992.
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A "VIII-:(‘nmpany V

The BIS Group works with

customers through four

operating divisions:

BIS Banking System is (me ofthe

world's leudi’ngsuppliers 0f

informaliml technology services to the

intemalionalfinanrial tmnrmmily.

BIS Infomtilm Systems delivers

infor‘rmllilrn technology consultancy,

solulians, operations (nut training to

customers moss all anew; alminess

and government

BIS Strategic Minions provides

marketinng business

ctrnmAUWy an a worldwide basis to

the inflmnuliml lephmlogy and

cammu’niratitms hlduslriea

Bram Dim!Marketing is one ofthe

UK‘s largest and moss swwcessfid

suppliers ofd’irecl marketing

rmullancy, Neath/P and systems

solumms, and telephtme anxl prim

"permions:
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