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Introduction
Sell-side firms have spent recent years grappling with slow
economic growth and responding to regulatory
developments that have squeezed their margins and
challenged long-standing business models. But while many
challenges remain, there are some signs that the regulatory
burden may begin to ease and that economic growth may
be returning.

Automation

Against this backdrop, banks and broker-dealers that can
reshape their operating models in the right way can
improve the profitability of existing services and capture
new growth opportunities.

Customer experience

Sell-side firms have begun a journey of overhauling their
technology and operating models over the last few years to
respond to regulatory impact on the market as much as to
support growth ambitions. This process of integrating
fragmented systems, achieving a holistic view of risk and
performance across asset classes, and automating to
improve margins is not over yet. But as this journey
continues, institutions are recognizing that they must now
take their operating models to another level - operations
and technology will be the engine of growth in the future
environment.

Data management
Emerging technology
Digital innovation

Talent
These six pillars are measured in the FIS Readiness Index to
determine the relative strengths and weaknesses of industry
participants as they seek to achieve the operational
excellence that can support their growth. Its conclusion is
clear: the banks and broker–dealers closest to achieving
operational excellence are reaping the rewards, growing
more rapidly than their rivals.

New research from FIS shows, however, that only a minority
of sell-side firms are confident their existing technology and
operations functions are in the right shape to fully support
their growth ambitions. Our research, which comprises a
survey of 1,042 senior-level decision makers in financial
services (see About the research below), including 420
commercial banks, investment banks and broker-dealers,
uncovers fresh insights about how well positioned industry
participants are for growth. It assesses their capabilities
across six key operational enablers of growth, as well as
factoring in their outsourcing strategy1 :

What are the Readiness Leaders doing
differently, and how can others follow their lead?
1

O UTSOURCING WAS NOT INCLUDED AS A METRIC IN THE FIS READINESS INDEX BECAUSE IT IS NOT POSSIBLE TO ASSIGN OBJECTIVE SCORING TO THIS TYPE OF STRATEGY
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Headline findings
1.Sell-side firms are optimistic about the market outlook
but fear their technology and operations function cannot
support their growth plans.

2. Sell-side institutions will prioritize new customer
acquisition for growth; margin improvement is also a clear
priority.

The sell side is in upbeat mood: 49 percent believe the
economic growth outlook will create new opportunities over
the next three years, 40 percent think shifts in central bank
interest rates will help to drive growth, and 35 percent say
this about the political outlook.

Some 52 percent of sell-side firms say acquiring new
customers will be one of their top three growth objectives for
the next 12 months, but 48 percent say improving operating
margins is a top growth objective too.

At the same time, however, sell-side firms are not confident
their technology and operations are fully equipped to help
them capture those growth opportunities. Less than a third
(30 percent) of banks and only a fifth (21 percent) of brokerdealers say their existing technology infrastructure is fully
optimized for growth. Only 30 percent of banks and 28
percent of broker-dealers say their operations function is
strong enough today.
Our research suggests that sell-side firms will turn to deeper
middle- and back-office automation as part of the solution.
For example, while 35 percent say they’ve achieved higher
levels of automation for collateral management, 48 percent
aim to do so over the next three to five years. Some 37
percent of sell-side firms stress that middle-office
technology infrastructure is the area that needs the greatest
strengthening to drive growth.

3. Sell-side firms will need greater agility to drive growth amid
continued political and regulatory uncertainties.
Almost two-thirds (63 percent) of sell-side firms warn the
regulatory burden remains a significant hindrance to their
organization’s growth plans over the next 12 months, while a
third (30 percent) see regulatory risk as the biggest barrier to
accelerating innovation. Political uncertainties abound too,
with 30 percent of sell-side firms pointing to Brexit as a
significant threat to growth, as they worry about the potential
loss of euro clearing from London and the need to relocate
operations to continental Europe. One-third (32 percent)
also cite the broader political outlook in their key markets as
a concern.
So while they focus on improving their service offering to
attract new customers and streamlining the middle and back
office to improve margins, sell-side firms must also position
themselves to respond rapidly to further shifts in regulation
and any restructuring requirements.

Figure 1.1Supporting growth ambitions
FIGURE
Our current technology capability is not strong enough to
fully support my organization’s growth plans

1%
4%

23%

36%
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15%

1%
Our current operations function is not strong enough to
fully support my organization’s growth plans
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Agree

14%

Strongly agree

4.Sell-side businesses furthest along the track to operational
excellence are growing faster than the rest of the industry.
The top sell-side performers in our Readiness Index (see
below), who are furthest advanced – on aggregate – across
the six operational pillars we measured, outperformed their
peers on revenue growth last year. For instance, 44 percent
of these leaders achieved global revenue growth of 5
percent or more last year, versus just 23 percent of others
that achieved this. Our detailed results suggest these
leading institutions are better equipped to out-compete
their rivals in the hunt for growth.

FIGURE
2 for growth (next 12 months)
Figure 2. Priorities
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The FIS Readiness Index
The FIS Readiness Index scores industry respondents against six
key operational enablers of growth – indicating where you should
focus for a better chance of achieving your growth objectives.

Talent

Customer Experience

Automation

2

4

6

Digital Innovation

8

10

Data Management

Emerging Technology
Sell-side
Readiness Leaders

6

Banks
(excluding Leaders)
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Broker-dealers
(excluding Leaders)

We view these six operational principles
as critical for growth in the years ahead:
Automation:

The level of process automation across the transaction lifecycle;
artificial intelligence (AI) in combination with exception-based
workflow is the highest parameter

Data management:

Data management capability, including integration of data across
the organization, predictive analytics and visualizationn

Emerging technology:

Maturity of emerging technology adoption across mobile, AI and
distributed ledger solutions

Digital innovation:

Level of activity directed at strengthening digital innovation and
propensity of organizational culture for innovation

Customer experience:

Performance across customer service metrics, including
customization of products and services, mobile delivery,
responsiveness and transparency

Talent:

Level of digital competencies in data analytics, software
development, digital distribution and digital transformation
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The Readiness Leaderboard
We studied the top 20 percent of institutions across financial
services – defined as having the strongest overall
performance across our six operational enablers of growth
based on the highest aggregated scores on our Readiness
Index – to assess the link between implementing this model
and achieving growth. We then isolated the sell-side firms
within this group to analyze the Sell-side Readiness Leaders.

Summary
There are capability gaps across each operational pillar
measured in our index, with sell-side firms’ progress toward
operational excellence ranging from 57 percent to 75 percent
across the different metrics. However, it is digital innovation
(5.7/10), automation (5.8/10) and adoption of emerging
technology (6/10) where they can make the biggest gains.
Priorities for growth
In a marketplace where regulation and the shifting demands of
customers have created an imperative for a more holistic view
of risk and performance, sell-side firms have prioritized the
integration of systems and unification of data over the last few
years. It is unsurprising therefore that firms’ data management,
at 6.7/10, is viewed as one of their strongest capabilities, after

2

customer experience (7.5/10). But their work on data
management still has some way to go; for example, the Basel
Committee on Banking Supervision remains dissatisfied with
banks’ risk data aggregation and risk reporting practices . Sellside businesses will also need to prioritize deeper automation
as they focus on margin pressures, as well as digital innovation
and adoption of emerging technologies such as AI as they seek
to make further efficiencies and expand their service offering.
2

Banks versus broker-dealers
Broker-dealers are slightly outperforming banks on both
their automation levels and data management capability,
but the banks are relatively stronger in their strategic
approach to digital innovation, with a better plan for
expediting their capabilities here. Overall, these sell-side
firms are ahead of their buy-side peers on operational
readiness – possibly because the sell side has faced greater
margin pressure and competition in recent times.

Sell-side
Readiness Leaders

Banks

Broker-dealers

OVERALL SCORE

8.0

6.4

6.4

Automation

7.7

5.7

5.9

Data management

8.3

6.6

6.8

Emerging technology

7.8

6.0

6.0

Digital innovation

7.0

5.9

5.5

Customer experience

8.6

7.4

7.5

Talent

8.3

6.6

6.4

PROGRESS IN ADOPTING THE “PRINCIPLES FOR EFFECTIVE RISK DATA AGGREGATION AND RISK REPORTING,” BANK FOR INTERNATIONAL SETTLEMENTS, MARCH 2017
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44% of Sell-side Readiness Leaders have
grown global revenue by at least 5% versus
only 23% of other sell-side firms.

Readiness Leaders
The sell-side respondents within the top 20 percent of institutions in our Readiness Index (Sell-side Readiness
Leaders), with the highest aggregate scores across all of the six operational pillars for growth, are performing
better than other sell-side institutions on measures of growth. Of the leaders, 44 percent have grown global
revenue by 5 percent or more over the last 12 months, compared to only 23 percent of other institutions.

Figure 3. Average percentage change in revenue (last 12 months)

4%

Sell-side Readiness Leaders

2%

Industry (excluding Leaders)
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Accelerating growth readiness:
Toward operational excellence
This section of the report examines each of the key operational pillars of our
Readiness Index in turn, outlining the areas that sell-side institutions need to
prioritize to help drive future growth and highlighting how leading institutions
are adapting their strategies.

10

The FIS™ Readiness Report: The Hunt for Growth | Accelerating Growth Readiness

Strengthening automation
Many sell-side firms already report relatively high levels of
automation, particularly for back-office operations and posttrade processing, where 54 percent and 52 percent, respectively,
report they have moved at least as far as integrating IT systems
and introducing exception-based workflows. A small minority of
firms have even progressed to the next stage, adding a layer of
robotics in combination with exception-based workflow.
Still, over the next three to five years, sell-side firms intend to
deepen automation. Trading will be one key target area for this,
with 43 percent at high levels of automation today, rising to 53
percent over this period. As regulations such as MiFID II push
more trading of assets such as fixed income and OTC derivatives
onto exchanges, the direction of travel is clearly toward higher
trading volumes and greater electronification. To compete in this
lower margin environment, sell-side firms must become
increasingly automated.

“The MiFID II rules require firms to be able to
provide compliant reporting on anything that is
traded over the counter,” points out Rob Mackay,
chief operating officer, Front Arena and Energy
at FIS. “If you don’t have some sort of electronic
process to capture orders and to report on fills
or trades completed, you’re not going to be
compliant.”

While firms intend to increase automation of back-office
operations and post-trade processing, the biggest leaps they will
make are related to middle-office activities. While only 35
percent say they have achieved high levels of automation in
collateral management today, 48 percent hope to reach this level
in three to five years’ time, as automation in collateral margin
calls, combined with optimization, continues to transform
collateral management over the few years. Risk management
and compliance is another key area of focus, with just 34 percent
claiming high levels of automation today, rising to 48 percent in
three to five years’ time.

The biggest leaps in
automation will come
in the middle office.

Figure 4. Current automation versus future automation

FIGURE 4
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48%

43%
35%

Trading

Collateral management

48%
34%

57%

52%

57%

13%

Risk management and
compliance

Current

54%

Back-office operations

Post-trade processing

Next 3 – 5 years
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Driving insight from data
The ability to unify data across the organization to meet
regulators’ transparency requirements and to get accurate
real-time information about performance and risk is a
significant challenge across the industry. Yet excelling in
these areas offers compelling opportunities – notably, more
than a quarter (26 percent) of Sell-side Readiness Leaders
see improved data analysis capabilities as one of the top
three benefits their technology investment must deliver over
the next 12 months.
The pre- and post-trade transparency requirements
enforced by regulations such as the MiFID II regime in
Europe will demand more granular data, which is effectively
leading to a convergence between different functions.
“Take something like a CVA calculation, which the front
office, risk and finance all now need to look at for slightly
different reasons,” says Craig Costigan, president, risk,
compliance and securities finance at FIS. “From an
organizational point of view, it makes sense that those
numbers are at least coherent and preferably coming from
the same source system because then you’ve got the wider
data regulations that dictate how data should be audited
and controlled and governed around an organization.”
As these transparency requirements are fulfilled, sell-side
firms may find it difficult to differentiate their offering to
large, longstanding customers in areas, such as execution
prices. As they look to differentiate in other areas such as
transaction cost analysis and customized research
capabilities, better mastery of data will also be key.

regulatory reporting standards,” he says. “But whereas
15 years ago that could have meant a two-year project
with very high costs, the technologies now available
within the cloud can enable you to access your data,
classify it and start to draw out valuable conclusions at
a much faster rate than may have been possible even
two years ago.”
There is more work to be done, however. While around
two-thirds of sell-side firms see themselves as highly
effective or effective in each of the key areas of data
management we surveyed, 38 percent don’t feel
confident enough to say this about their ability to
extract insights from external and internal data, and 34
percent feel the same in relation to their predictive
analytics capability.

34% aren’t
confident in
their predictive
analytics
capability.

Technologies such as cloud and AI can help firms achieve
that mastery, says Peter Giordano, managing director and
head of trading room operations at Oppenheimer & Co.
“We all know that there’s a heavy lift to bring various data
sets together to meet the challenges associated with new

12
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“The technologies now available
within the cloud can enable you to
... draw out valuable conclusions
at a much faster rate.”
Peter Giordano, Oppenheimer & Co.

Figure 5. Data management capability

FIGURE 6 (1) pg12
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Exploiting emerging
technology
The ability to exploit emerging technologies will become increasingly important as sell-side firms use robotics
and AI to take automation to the next level. But it will also determine how they differentiate themselves in areas
such as risk management and how they innovate their customer offerings.
“We have strong aspirations to embrace robotics and artificial intelligence in order to faster and better serve
our customers,” says Ulrich Hoffmann, head of group operations at UBS. “We’re constantly seeking to upgrade
the caliber of automation from robotics to AI to ensure fast delivery of services to our customers. Now, it’s
coming to the areas where you need smarter ways of making efficiency improvements.”
Across the sell side, only 13 percent of firms say they have undertaken live implementation of AI solutions
within their business; however, 51 percent of firms are actively research and developing AI solutions. And
although there is much talk about potential applications of distributed ledger technology such as blockchain,
only 13 percent of sell-side firms have any live implementations up and running, though 53 percent are
developing such solutions.
Considering how much importance sell-side firms attach to greater automation in their businesses (see page
11), it’s notable that automation of operations (41 percent) is the second most common area where sell-side
firms are exploring applications for AI within their businesses, after risk management (46 percent). To achieve
this, they will first need to lay the foundations by embedding automated workflow and exceptionmanagement processes.
The Sell-side Readiness Leaders are much further advanced than other respondents in their implementation
of AI solutions and blockchain, with 88 percent and 91 percent, respectively, either researching and
developing, testing or implementing initiatives in these areas, against 56 percent and 57 percent of the nonleader group.
The potential of these technologies is wide-ranging.

Leaders that are developing AI applications are focusing on:

46%

Risk management

41%
Automation

37%

Performance analytics

The Sell-side Readiness Leaders are applying blockchain to:

45%

Collateral management

14

38%

Regulatory reporting

34%

Clearing and settlement
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Figure 6. Banks’ adoption of emerging technologies

FIGURE 6 (Bank’s adoption)
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Figure 7. Broker-dealers’ adoption of emerging technologies

FIGURE 7 (Broker-dealer’s adoption)
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Accelerating digital innovation
Sell-side firms largely regard themselves as innovative and
open to change. Almost two-thirds (65 percent) say they
have a forward-thinking culture and capability when it
comes to disruptive technologies and business models,
while the same number rate themselves highly on their
speed to react to new opportunities in the marketplace.
Despite this, digital innovation strategy is one of the areas
that sell-side firms will need to pay more attention to as
they pursue growth ambitions: they score just 5.7/10 on this
metric in our index.
More than one-third (36 percent) of sell-side businesses
have recruited digital expertise over the last 12 months in
an attempt to expedite their digital innovation, while 33
percent have pursued collaborations with innovative third
parties. Just 17 percent have acquired an innovative firm
and 23 percent have set up their own incubator or
accelerator program. Such strategies will be increasingly
important as banks try to remain at the forefront of digital
innovation. A number of banks have also created units
over the last few years to make investments in innovative
fintech startups that can help them to drive new
technologies forward.
It is noticeable that the Sell-side Readiness Leaders tend
to be relatively more focused on technology investment
benefits that speak to driving more innovation. More than
a quarter of leaders cite improved data analysis
capabilities (26 percent) and improving business
innovation (27 percent) as key outcomes, while 21 percent
say technology spending must enable them to compete
with non-traditional market entrants.

16

Sometimes, the inspiration may come from other
marketplaces. “Think about how Amazon recommends
products based on what you bought last week,” says FIS’
Rob Mackay. “We can do a similar thing with equity
derivatives using artificial intelligence or rules-based
analysis that learns from customers’ previous trading
history.”
As for tackling issues such as regulatory risk, the key is to
build flexibility into technology solutions, says FIS’ Costigan.

“Regulation and
compliance will
continue to change.
So, as we implement
these solutions, we
need a framework that
allows us to update the
parameters and the
tools when we need to.”
Craig Costigan, FIS
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Figure 8. Strategies to expedite digital innovation
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Figure 9. Technology investment priorities (next 12 months)
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Redefining the customer
experience
Customer experience is the competency for which sell-side
firms score the highest on the Readiness Index, and many
institutions believe they are performing well. More than 70
percent of banks and broker-dealers think they are effective
or very effective in areas such as personalized service, fee
transparency, speed of response, product customization and
digital access.
However, as industry competition intensifies and regulation
continues to drive market restructuring, sell-side businesses
will need to work increasingly hard to differentiate their
offering to customers.
The sell-side firms in our survey identify specific areas where
they will need to move quickly to satisfy evolving customer
demands. For example, 54 percent of banks cite the
importance of responding to growing investor demand for
multi-asset investment strategies. Broker-dealers report
soaring demand for support services, with retail-focused firms
pointing to customized trading algorithms and institutional
businesses especially focused on delivering improved
transaction cost analysis.

One example of where differentiation will become more
challenging is in research, where MiFID II is impacting the
way sell-side businesses can charge customers for this
service. MiFID II requires them to strip out the cost of
providing this service from other customer services. “It’s a
customer differentiation thing,” explains a senior
compliance manager at a large U.S. investment bank, who
wished to remain anonymous. “Firms are moving to
providing basic research access and then offering
something more sophisticated – the better analyst, say – to
customers who pay a bit more; that’s a whole change in the
way in which research has to be sold.”
Then there is the response to more existential threats such
as disruptive new entrants and shifting business models.
This will see more radical shifts take place – 61 percent of
sell-side firms expect a shift toward an advisory model, for
example, while 56 percent are looking at robo-advisory
technology.

“Our customers are looking for us to provide market data in a
more efficient way – it’s one of the challenges we’re facing,”
says UOB’s Matthew Png, managing director of UOB’s Group
Commodities, Brokerage and Clearing Group.

56 percent are looking
at robo-advisory
technology.

18
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“Firms are moving to providing
basic research access and
then offering something more
sophisticated ... to customers
who pay a bit more.”
Senior compliance manager, large U.S. investment bank

Figure 10. Broker-dealers’ strategies for growth over the next three to five years

FIGURE 9
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Reshaping the
talent pipeline
The new operating model will need to be backed by a new
digital skill set if it is to work effectively.
Expertise in big data analytics is the most urgent priority for
improvement, as it is perceived to be highly important for
growth yet it has a relatively weak performance today. Though
they are currently lower priorities, expertise on AI and
blockchain are also areas of weaker capability.
As institutions rethink their approach to technology and
innovation, while they balance the need for expertise in areas
such as compliance, they will also need to combine a focused,
pragmatic recruitment strategy with strategies for accessing new
skills that are less of a priority to bring in-house.
Oppenheimer & Co.’s Giordano says his firm looks to engage
external talent on a project basis.

Expertise in big
data analytics
is the most
urgent priority
for improvement.

“We’ve been working with experts in the data space, and as we
encounter challenges that we may have handled in a particular
way in the past, we consider what new technologies are out there
and how they can help us to efficiently deliver solutions,”
explains Giordano. “Consolidated Audit Trail (CAT), for
instance, we might have launched a large, high cost data
warehouse project in the past, whereas now we’re exploring
how cloud and artificial intelligence technologies, and data
services, may provide a better answer.”

20
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FIGURE 10 BANK’)

Figure 11. Digital talent gaps: Banks
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Figure 12.
talent gaps:
Broker-dealers
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Outsourcing for growth
Alongside automation, many sell-side firms see the
outsourcing of non-core activities to third-party specialists
as crucial to reducing cost, improving efficiency and
marshalling resources for value-adding tasks. “Outsourcing
is a key part of almost every firm’s strategy to reduce costs,”
says Rob Mackay of FIS. “Anything that doesn’t differentiate
a firm from its competitors will be considered for
outsourcing.”
Outsourcing is currently most prevalent in back-office
operations and post-trade processing, particularly among
broker-dealer firms, where 63 percent and 53 percent,
respectively, have undertaken significant outsourcing of
work.
Sell-side firms predict they will do more outsourcing across
the board over the next three to five years, driven by cost
effectiveness (52 percent), speed of processes (52 percent)
and the need to keep pace with the competition (41
percent).
Two-fifths (43 percent) of banks expect to outsource more
trading work. More than half (53 percent) of broker-dealers
predict even more back-office outsourcing. “There will be
some areas of the sell side that firms keep in-house
because that’s where they add the value,” adds Mackay.
“But for anything which is just standardized or a marginal

part of your business, why wouldn’t you outsource that to a
provider with scale and specialist expertise? Automation of
reconciliation is one example: most institutions still have
large teams performing reconciliation of internal data sets,
and there’s really no business justification for those teams
to be located internally - managed service and enhanced
support models are likely to be more efficient.”
UOB’s Png says outsourcing is a key enabler of the business’s
growth from a local to a regional player. “To position
ourselves as an international player, we need to have a
system that is able to manage risks, to provide regulatory
reporting for global exchanges and to support the multiasset class strategies we are increasingly offering,” explains
Png. “We need a partner that can support these multifunctional capabilities.”
Sell-side firms should note that the Sell-side Readiness
Leaders in our index have embraced outsourcing to a
greater extent across several functions, as compared to
their peers in the rest of the industry.

Figure 13. Percentage that have undertaken a high level of outsourcing
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“Outsourcing is a key enabler of the
business’ growth from a local to a
regional player.”
Matthew Png, UOB

There will also be talent issues to contend with in other
areas of the business. Risk management is one such area.
Some 42 percent of sell-side firms worry that their cyber
risk management capability is only average or worse,
while 33 percent say the same about liquidity risk
management. Capabilities are stronger in areas such as
operational risk, regulatory risk, market risk and credit risk
management – reflecting the investments required in
recent years – though here too some firms are still playing
catch-up.

Sell-side firms will need to undertake a range of strategies
to bridge the talent gap. Partnering with third parties that
can bring specialist digital expertise to the table will be an
important component. At Oppenheimer & Co., for
example, Peter Giordano says: “In today’s environment,
you can work with people who are experts in a particular
space to solve mutual problems, and that can be achieved
on a project-by-project basis.”

Figure 14. Risk management capabilities
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Recommendations –
becoming growth ready
Sell-side firms are excited by the significant growth opportunities they see emerging in the years
ahead but anxious that they are not operationally-equipped to fully exploit these openings, especially
in a fiercely competitive and fluid marketplace.
Our research shows that to become growth ready, financial institutions need to take action across key
areas of their operating model, many of which are clearly related.
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1. STRENGTHEN AUTOMATION

Institutions must increase and deepen automation throughout the middle office and beyond, using workflow and
exception-based management and then AI solutions, to drive efficiencies to the next level.

2. DRIVE INSIGHT FROM DATA

Improving data management is an imperative as regulations such as MiFID II bite. But this is just part of the
challenge: more sophisticated analytics tools will be required to enhance risk management and better respond to
shifting customer demands for customization.

3. EXPLOIT EMERGING TECHNOLOGIES

New technologies such as AI and blockchain can underpin a compelling new value proposition for customers.
Accelerating the adoption of appropriate use cases, through piloting to implementation, is therefore crucial.

4. ACCELERATE INNOVATION

Sell-side institutions need to break down cultural barriers and find ways around obstacles such as cybersecurity
risk and legacy systems to expedite innovation; greater collaboration with innovative third parties will be a key
part of this strategy.

5. REDEFINE THE CUSTOMER EXPERIENCE

Sell-side firms’ ability to meet their customers’ expectations will stand or fall on their ability to analyze customer
needs, underlining the need for better use of data and analytics. Meanwhile, sell-side firms must prioritize
investment in new support services while considering whether shifting to a new business model is the best way to
serve customers.

6. RESHAPE TALENT

The new operating model for growth will be ineffective unless the sell-side workforce is re-thought. Sell-side firms
require an influx of digital talent throughout their businesses.

WHAT’S YOUR GROWTH READINESS?
ARE YOU READY TO RISE?

Benchmark your growth readiness
FISReadinessReport.com
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Appendix
About the research
Survey
Between March and May 2017, in collaboration with Longitude
Research, we conducted a survey of 420 senior-level
respondents across the sell side of the financial services market
as part of a larger survey of 1,042 executives.
Interviews
We also conducted more than 20 in-depth qualitative
interviews with industry leaders (see Acknowledgments
below for full details).

SECTORS
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CHARTS MAY NOT ADD UP TO 100 PERCENT DUE TO ROUNDING.
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Methodology –
The FIS Readiness Index
About
The Readiness Index is based on a survey of 1,042 financial
services executives around the world and across different
business areas (see About the research).
It collates and measures companies’ self-assessed
performance in six operational areas that FIS has identified
as being representative of how firms achieve growth:

Talent

Automation
17%

Customer
experience

ds

17%

17%

17%

17%

Digital
innovation

Data
management

Emerging
technology

Questions
For each category, executives were asked to respond to a
series of self-assessment questions about their company’s
performance within each area (for example, how well their
company performs in unifying data sources across the
organization, or the extent to which it offers customers a
tailored service). The questions were tailored to different
types of business across the buy and sell side.

Several questions, such as those related to innovation,
asked respondents to choose from a range of activities or
strategies that their companies may be involved in, such as
M&A, third-party collaborations or incubator programs).
For these questions, companies undertaking at least five
activities were awarded a top score, with the remaining
responses scaled accordingly.

Building the FIS Readiness Index
The question scores were aggregated for each individual
respondent, first to a category score and then overall. To
allow for more refined insights, both category and overall
scores were placed on a scale of 1 to 10, where 10 is best. As
shown above, as we believe each area accords equal merit,
the categories each receive an equal weighting in the Index.
Sell-side Readiness Leaders
Banks provided 25 percent of respondents in the overall
survey yet constituted 29 percent of the Readiness Leader
group, showing they are over-represented in the leader
group relative to their frequency in the main sample.
Conversely, broker-dealers provided 15 percent of
respondents but constituted 12 percent, showing they are
under-represented.

6%
12%

rs

rs

17%

Scoring
The majority of questions included in the index asked
executives to rank their businesses on a scale of 1 to 5,
where 5 = highly effective/active, etc., and 1 = highly
ineffective (respondents that ticked “don’t know” were given
a neutral score of 3).
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