
“APX gives us the flexibility to add new
products and custom data that managers
want, and the scalability to add a significant
number of accounts and grow the business.”
Lee Damji, Chief Information Officer, Connor, Clark & Lunn Financial Group
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Moxy and APX Deliver Flexibility 
and Scalability for CC&L
Canada’s Connor, Clark & Lunn Financial
Group (CC&L) is a “multi-boutique” asset
manager. A centralized operations platform
supports ten affiliate firms collectively
managing C$39 billion. Such an environ-
ment requires a technology platform that is
robust, flexible, and able to integrate many
moving parts—which is why Advent Port-
folio Exchange® and Advent’s Moxy® OMS
are the firm’s core investment management
systems.

The firm upgraded to APX from Advent’s
Axys® and Qube® systems. “APX was very
appealing to us because it was an integrated
platform with the SQL database for both
portfolio accounting and CRM. It’s much
more flexible for handling a variety of
investment products than Axys and Qube
combined. So it very much matches what we
needed for our multi-boutique concept,”
notes Lee Damji, CC&L’s Chief Information
Officer.

Integration with Custom Systems
CC&L has developed a number of propri-
etary systems for its unique needs. “The
other compelling reason for APX is that,
with a complete SQL database, it integrates
much better with our custom systems,” Mr.
Damji says. “For example, we have a system
for managing the infrastructure and real
estate investments for high net worth
clients. We have a custom prospect tracking
system. We have custom modeling for our
high net worth business. Those are all tightly
integrated into APX.”

The firm also leverages Moxy’s SQL data-
base for custom integration. “We have an
investment analytical system that integrates
with Moxy. We have very tight integration in
terms of trade lifecycle monitoring and
transaction cost analysis.”

The integration capability not only stream-
lines operations, but also enables the firm’s
professionals to make more effective use of
the data available. “From a business per-
spective, the results of integrating custom
in-house systems with APX and Moxy have
been very impressive,” says Mr. Damji. “It
gives the portfolio managers additional
information and insights that they would not
have otherwise.”

A True Platform for Growth
“All asset managers are looking for flexibil-
ity and scalability,” Mr. Damji observes, “and
that’s what APX gives us. It gives us the flex-
ibility to add new products and custom data
that managers want, and the scalability to
grow the business.”

The firm sees similar advantages in Moxy,
including:
� Handling increasing trade volume. “The

big advantage for us with Moxy is scala-
bility. On a busy day we could be trading
1,500 different securities and getting
130,000 executions.”

� EMS integration via FIX. “We’ve inte-
grated Moxy with third-party EMS sys-
tems using the FIX connectivity. We can
send a trade to multiple sources of liquid-
ity, and they basically trade it like a pro-
gram trade and send all the executions
that accumulate back into Moxy.”
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� Streamlined post-trade. “We have the
Omgeo connectivity, which does broker
matching and customer notification for
equities to optimize our position for
straight-through processing. That has
been a big plus for us.”

Another Technology Partnership
Another reason for choosing Advent is not
just the quality of its products, but also the
way the company does business, Mr. Damji
believes. “We like the fact that Advent
invests a significant percentage of annual
revenue in R&D. We like the philosophy of

continuous improvement and coming out
with new versions every year or 18 months.
And we like the fact that Advent is global
and servicing global clients. We want to
increase our global presence, so that’s
important for us.”

It’s a mutually beneficial relationship, he
concludes. “We view Advent as a partner,
not a service provider. The Advent attitude
toward treating the client as a partner, 
complementing our strengths and learning
from us, is simply excellent as a corporate
culture.”
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Benefits
� Highly scalable, flexible platforms

to accommodate rapid growth
and increasing volume

� Built on SQL database, which 
simplifies integration with third-
party and proprietary systems

� Backed by Advent’s philosophy 
of client-focused product
development and continuous
improvement

“The big advantage for us 
with Moxy is scalability. 
On a busy day we could be
trading 1,500 different 
securities and getting
130,000 executions.”
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“We view Advent as a partner,
not a service provider.”


