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Agenda

 8:30am Registration & Breakfast

 8:45am Welcome & Introductions

 9:15am Industry Overview

 9:30am “Delivering the Customer Experience”

 10:45am Break

 11:15am  “Differentiation Through Sales and Relationship 
Management

 12:15pm Lunch

 1:15pm “Finding Growth in a Crowded Market”

 2:15pm Break

 2:45pm  “Optimizing Profit and Value in the New 
Regulatory Environment”

 3:45pm Wrap Up

 4:00pm Adjourn
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Anthony J. Carfang 
Partner and Director
(312) 443-0840
tony_carfang@TreasuryStrategies.com 

As a Partner and Director of Treasury Strategies, 
Inc., Tony sets the strategic direction of the firm 
and works with our consulting practice areas to 

help our clients achieve their business objectives.
 
Tony has helped guide many of the world’s largest banks and securities 
firms to position their services effectively in the marketplace, and has 
worked with corporations to optimize their treasury management strategies. 
He is a vocal advocate of clients’ interests surrounding regulatory issues 
and liquidity management. He has appeared on several shows including 
MSNBC’s Kudlow Report and Bloomberg News to debate proposed money 
market fund regulations and valuation of auction-rate securities. 

Tony received his MBA from Northwestern University and BS from 
Duquesne University. He founded the Alpha Phi Delta Foundation, which 
oversees a scholarship fund and other philanthropic activities, and is a 
member of the board at Duquesne University. He’s also a specialist in 
Italian genealogy and an avid chess player and coach.
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Greg Cicero
Principal
(412) 999-4549
greg_cicero@TreasuryStrategies.com

Greg Cicero is a Principal at Treasury Strategies, Inc. 
in the Financial Services Consulting Practice. Greg 
brings to the Treasury Strategies team more than  

30 years of project management, banking operations, consulting and 
leadership experience. As a previous treasury management business owner, 
his strengths are in understanding a broad functional view of the TM 
business, crafting solutions that encompass the entire customer 
experience, and developing strategies to improve profitability.

Greg’s work with both bank and non-bank financial institutions assists 
them to develop effective business strategies, establish successful product 
positioning, streamline operations, and improve client management. The 
results of his efforts help clients achieve their market and revenue goals.

Before joining Treasury Strategies, Greg spent more than 25 years with 
Mellon Bank and BNY Mellon. Most recently, Greg was Department Head 
for BNY Mellon’s Working Capital Solutions (TM) business, one of the 
world’s leading cash management organizations. He held several leadership 
roles prior to that in product management and operations. Greg started his 
career at Andersen Consulting, providing design and installation expertise 
on large manufacturing systems engagements.

Greg holds BS degrees in both Economics and Psychology and an MBA in 
Finance from the University of Pittsburgh and is a Certified Cash Manager. 
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Cathryn R. Gregg, CCM 
Partner and Director
(312) 443-0840
cathy_gregg@TreasuryStrategies.com 

Cathy Gregg is a Partner and Director of Treasury 
Strategies, Inc. In addition to setting the firm’s 
strategy and direction, she works with our 

consulting practice areas to maintain relationships and achieve our clients’ 
business objectives.
 
Cathy has led the firm’s advances in several areas including the not-for-
profit sector as well as services for treasury technology and sales process 
improvement. She has a deep-seated enthusiasm for payment systems and 
banking industry evolution, which has led to her pioneering approaches for 
payments business advancement in both the corporate treasury and 
banking sectors, as well as authoring a chapter in the book “Surfing 
Payments Channels.”
 
Cathy received her MBA from the University of Chicago following a BA in 
Economics and Psychology from Kenyon College, where she has served on 
the Board of Trustees. She currently teaches women’s studies at Orchard 
Church, and is an avid gardener and cook.
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David C. Robertson 
Partner and Director
(312) 628-6950
dave_robertson@TresuryStrategies.com 

As a Partner and Director of Treasury Strategies, 
Inc., Dave Robertson leads the Financial Services 
Practice Area working with global and regional 

banks, payment and liquidity providers, regulators and associations. 

His work enables clients to refine their solution offerings, position their 
capabilities and price to optimize value. Dave also developed the firm’s 
proprietary methodologies in deposit engineering, pricing strategies and 
new product development.

He is the co-author of “Treasury 3.0” and “The Street View,” two white 
papers on the direction of the treasury services industry and the value of 
the payments business, respectively. 

Dave holds an MA in English Literature from Northwestern University, and 
a BS in Finance from Indiana University. He also serves as Editor for the 
Journal of Corporate Treasury Management, a peer-reviewed journal 
advancing the Treasury industry knowledgebase, and is Vice President of 
the Board for the Carole Robertson Center for Learning. His interests 
include education, literary theory, and music. 
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Chrystal Pozin, CTP
Principal
(312) 628-6964
chrystal_pozin@TreasuryStrategies.com 

As a Principal at Treasury Strategies, Inc., Chrystal 
Pozin is a member of the Financial Services Practice. 
Her work helps clients maximize the value of their 

Treasury Management organizations. 

Chrystal works with clients to minimize revenue leakage and support the 
full scope of new product development, including market research, product 
design, positioning, pricing and marketing. She also works with clients to 
develop competitive web solutions including online cash positioning tools, 
core electronic banking/information reporting platforms, and liquidity 
management portals.

Chrystal has written articles that have appeared in Worth magazine, 
Treasury Management International and gtnews.com. She also co-authored 
the chapter on sweep accounts in Pratt’s Corporate Treasury Management 
Manual.

She holds a BA in International Relations from Emory University and is a 
Certified Treasury Professional.
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Dale R. Sorenson
Principal
(312) 628-6908
dale_sorenson@TreasuryStrategies.com 

As a Principal in the Financial Services practice of 
Treasury Strategies, Inc., Dale Sorenson works with 
clients to develop and position products, optimize 

process and improve organizational design. 

Dale works with both global and regional commercial banks as well as 
non-bank providers. Clients benefit from his guidance through maximized 
revenues and improved competitive positioning. 

He holds a PhD in History and an MBA in Finance from Indiana University 
and a BA from Cornell College. He is frequently published in industry 
periodicals including the AFP Exchange, Journal of Payments Strategies  
and Systems, and International Treasurer.
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David Wexler
Principal
(646) 998-9504
dave_wexler@TreasuryStrategies.com

Mr. Wexler is a Principal at Treasury Strategies, Inc. 
in the Financial Services consulting practice. He has 
an extensive background spanning nearly 20 years 

in back office operations, including deep expertise in payments and  
foreign exchange. 

He works with clients to develop their global pricing and product strategies 
as well as operational frameworks for delivering payments, FX, and 
liquidity management solutions. Dave’s clients also benefit from his strong 
sales experience, which enables him to deliver thoughtful and actionable 
solutions that help maximize profits and meet client needs.

Prior to joining Treasury Strategies, Dave held several senior sales roles and 
was Head of Payments and Cash Management at HSBC Bank USA. He also 
held senior roles with ABN AMRO where he ran FX/MM payment 
operations in both the US and Europe and later became Head of Sales for 
Western Europe.
 
Dave earned his BS degree in Accounting from Trenton State College. He is 
a frequent presenter at industry conferences, and previously held NASD 
Series 3, Series 7, and Series 27 certifications. 
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Join Us On Linkedin
Treasury Strategies has created several LinkedIn networking communities 
in order to facilitate communication and innovation within the treasury 
and finance industry. Listed below are descriptions for all our groups. To 
join a group, visit www.TreasuryStrategies.com.

Bank Treasury and Financial Risk Management
This network brings together professionals involved in the oversight and 
management of the bank’s treasury, ALM and financial risk management in 
order to discuss risk issues including interest rate risk, portfolio risk and 
commodity price risk, among others.

Banking Careers
Career networking for commercial and investment bankers, financial 
officers, treasurers, cash and investment managers to share job 
opportunities and career advancement ideas.

Card Services
This network brings together individuals who are responsible for managing 
and improving the processes, services and/or tools associated with card 
payments and/or collection processes within their organization.

Global Financial Markets
This network brings together treasurers, CFOs, bankers, brokers, traders, 
asset managers and other professionals interested in the financial markets. 
The focus of discussion is on global money markets, capital markets and 
investments.

Financial Risk Management
This network brings together professionals involved in the oversight and 
management of their company’s financial risks and exposures as well as 
solution vendors, in order to discuss risk issues including interest rate risk, 
foreign exchange risk and commodity price risk, among others.
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Financial Services Regulation
This network is for financial professionals interested in staying up  
to date on financial services regulation. CFOs, bankers, fund managers, 
treasurers welcome. 

FX Risk Management
This network brings together those who are involved in FX risk 
management activities from either a corporate or bank perspective to 
share ideas for both strategic and tactical success.

Global Trade
This network brings together professionals involved in the management or 
financing of their company’s global trading as well as executives of 
financial institutions that provide trade services.

Health Care Treasury
This network brings together professionals involved in the management of 
treasury and finance within health care organizations as well as executives 
of financial institutions that provide treasury services.

Higher Education Treasury and Finance
This network brings together higher education finance and treasury 
professionals. 

Liquidity Management
This network brings together professionals involved in the management of 
their company’s liquidity as well as executives of financial institutions that 
provide liquidity management services.

Operational Risk Management Network
This network brings together those managing operational risk for financial 
institutions, hedge funds, securities dealers, insurance companies and 
other transaction-intensive firms.
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Payment Factories
This network brings together those involved in financial management, 
treasury, shared service centers and payment factories.

Payment Systems
This network brings together professionals involved in both global and 
regional payment systems. These systems involve both the electronic- and 
paper-based movement of funds as well as card based and mobile 
transactions.

Public Sector Treasury and Finance
This network brings together professionals involved in the management of 
treasury and finance within the government, municipal and public sectors.

SWIFT Connectivity
This network brings together professionals involved in the funds transfer 
activities of their organizations, particularly those who move funds over 
SWIFT’s global network. Members include executives from corporations, 
banks and software companies.

Treasury Accounting
This network brings together professionals involved in both global and 
regional treasury-related accounting issues. These issues include FAS 133, 
IAS 39 and others.

Treasury Careers
This group is for career networking in the treasury and finance profession. 
CFOs, Treasurers, and financial officers discuss and share jobs opportunities.
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Treasury Management
This network brings together treasury and financial professionals who 
manage treasury functions. Members share a common interest in treasury, 
cash management, banking, risk management and investments.

Treasury Services
This network brings together professionals involved in providing treasury, 
payment and liquidity management services to corporations worldwide. 
Members are executives from banks, securities dealers, mutual fund 
companies, insurance companies and technology firms.

Treasury Technology
This network brings together treasury and financial professionals, along 
with technology executives, who share a common interest in the 
technology that supports the corporate treasury function.

Trust & Custody
This network brings together professionals involved in the management of 
the trustee and custodial services used by their organization as well as 
executives of financial institutions that provide those services.

Working Capital Management
This network brings together professionals involved in the management or 
financing of their company’s supply chain as well as executives of financial 
institutions that provide working capital management services.
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About Treasury Strategies, Inc.
Treasury Strategies is the leading treasury consulting firm working with 
corporations and financial services providers. Our experience and thought 
leadership in treasury management, working capital management, 
liquidity and payments, combined with our comprehensive view of the 
market, rewards you with a unique perspective, unparalleled insights and 
actionable solutions.

Corporations
We help corporations maximize worldwide treasury performance and 
navigate regulatory and payment system changes through a focus on best 
practices, technology, liquidity and controls.

Treasury Technology
We provide guidance through every step of the technology process.  
Our approach will uncover opportunities to optimize your treasury  
through fully integrated technology solutions. We are a certified 
SWIFTReady Consultant.

Financial Services
We offer guidance to financial services providers to help shape strategy 
and implement solutions that position them to maximize profits, increase 
revenue, reduce risk and drive out costs.

Treasury Strategies maintains offices in Chicago, London & New York. 
Visit www.TreasuryStrategies.com for more information.
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