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Reval – Treasury and Risk Management 

• Founded in 1999 to bring an all-in-one 

solution to the market to transform the way 

companies manage treasury and risk. 

 

• 575 clients+ in over 20 countries including all 

4 of the Big 4. 

 

• Reval provides sophisticated financial risk 

management functionality with cash and 

liquidity processes  to support complex risk 

requirements. 

 

• Our all-in-one SaaS solution can easily 

interface with any 3rd party system including 

ERP systems and trading platforms. 

 

• With Reval, treasurers and their teams can 

increase efficiency, decrease manual errors 

and achieve complete visibility into their cash 

positions and risk exposures globally. 



Automotive 
Beverage 

Cans 

High-End 

Specialties 

Novelis - Our Markets and 

Customers 



We buy 

these... 

To make 

this... 

Which 

becomes 

these... 

What we do 
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Countries 

25 

Operations Employees 

2,786 Kt 

Shipments 

$9.8b 

Revenues 

11,000 

Revenues 

Employees 

FRP Shipments 

North 
America 

$3.4 Billion 

3,100 

 988 kt 

Europe 

$3.2 Billion 

4,300 

847 kt 

Asia 

$1.8 Billion 

1,800 

556 kt 

South 
America 

$1.4 Billion 

1,800 

395 kt 

Our Global Footprint 

Shipments and Sales Based on FY 2013 Results; Employees  as of March 31, 2013 



Counterparties 

Programs 

Annual trading 

Aluminum 

19 

24 

 $20B 

Interest 
Rates 

4 

1 

$80M 

Energy 

2 

2 

$17Mt 

Foreign 
Exchange 

20 

49 

$11B 

Risk Management By the 

Numbers 



Originally:  

Alcan 

Rolled Products  

Division  

2005: 

Spun from Alcan as 

Novelis Inc.   

(NYSE: NVL) 

2007: 

Acquired by  

Hindalco Industries 

Ltd,  

 part of the Aditya Birla 

Group 

A Little History 



Reval/Novelis Relationship 

• 2005 – IR and FX valuation 

• 2006 – IR and FX hedge accounting 

• 2008 – FAS 157 Valuation of entire 

portfolio 

• 2012 – Commodity hedge      

accounting 

 



Aluminum 

Conversion 

Aluminum 

Conversion 

Profit 

Cost Revenue 

Two-part selling price: 

• Base metal value of 

aluminum 

• Conversion premium 

covering 

• Our conversion costs 

• Our profit 

 

Pass-through model: 

• Fluctuations in 

uncontrollable costs are 

included in our selling 

prices. 

Pass-through Model 



Two Companies 

Aluminum 

Conversion 

Aluminum 

Conversion 

Profit 

Cost Revenue 

Rolling business 

Focus on operations: 

•Safety, quality, customer service, 

manufacturing, logistics, profitability 

 

Aluminum trading 

Focus on hedging: 

•Inventory 

•Customer pricing commitments 

•Pricing terms 

•Local premiums 

Goal: Zero P&L 

 



Commodity Market Data 
• Reval daily published market 

data 

• Custom client curves and data for 

exposures 



Hedged 
Revenue 

Hedged Cost 

Hedged 
Revenue 

Hedged Cost 

We expected.. 
• Hedges to eliminate aluminum 

earnings volatility 

But we found.. 
• Continued earnings volatility, 

despite hedges 

Why? 
• Hedges did not consider inventory 

accounting rules 

The lesson 
• You must look back to see how 

your strategies actually perform 

• Even things like accounting rules 

can impact your risk strategy 

Expected 

Actual 

Aluminum Pass-through 



With hedge accounting 

Pre-tax earnings 

Hedge Accounting 



Hedge Documentation 
• 36 different hedging programs. Each requiring documentation. 



Hedge Accounting 
• Definition of regression statistics 

• Calculation of statistics 



Hedge Accounting 
• Earnings/OCI summary reporting 



Looking at the  

Exposure Surface 

Costs 

Finance 

Revenues 

Sales contracts – our largest exposure surface 

• Large, geographically diverse team 

• Intense pressure to achieve performance targets 

• Numerous, complex sales agreements  

Strategy 

• Commercial Risk Playbook 

• Risk involved in setting negotiation strategy 

• RFA process for playbook exceptions 

• Online Contract Repository (Pramata) 

• Commercial Risk Dashboard 

Lesson 

• Effective risk management requires a risk-aware organization. 

• Treasury must take a leadership role and engage the organization 



10Q Sensitivities 

• Stress testing – user defined stresses to FX, IR and CM curves 



Fair Value Disclosures 
• Level 1,2 and 3 reporting of fair values 



•  Counterparty scorecard 

 

•  Global trading book 

 

•  Credit line management 

 

•  Policy re-write 
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What’s in the Works? 



Questions? 

Louis Edwards 

louis.edwards@novelis.com 

 

Peter Seward 

peter.seward@reval.com  

Booth #525  
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