
1. SELLSIDE DRIVERS FOR CHANGE
Simplifying Architecture: Legacy systems, maintained by multiple 
vendors, often lead to an overcomplicated OMS/EMS architecture.

Reducing Costs: Sellside firms are still under pressure to reduce their 
cost base so as to more efficiently utilise their budgets.

Convergence of OMS and EMS 
Functionality: Either as one 
integrated product or by integrating 
discrete, but highly-streamlined, OMS 
and EMS products. Reduced Onsite 

Infrastructure: SaaS 
and hosted solutions are 
widely available. 

New Markets Sought: Sellside 
OMS/EMS products being adapted to 
cater to the needs of buyside clients. 

Asset Classes: Expanding produce coverage 
to include additional asset classes.

2. VENDOR OBJECTIVE
Increase Client Stickiness: Vendors are employing tactics to 
enhance the appeal of their products to their existing client base.

Expand into New Markets: With little churn in the market, new 
horizons must be sought to increase the client base and develop new 
revenue streams.

3. INDUSTRY TRENDS
Functionality no Longer the Battlefield: Leading systems 
vendors offer solid coverage of basic requirements.

Increasing Choice: Traditional OMS/EMS vendor offerings may 
face competition as infrastructure service providers develop 
competitive offerings. 

OTC Equities Derivatives Coverage: Coverage of algorithmic 
trading functionality for OTC equities derivatives is growing slowly.

Trends in the evolution of OMS/EMS products, in 2017, indicate that vendors are looking to find strategies to 
increase the appeal of their products not only to their own clients but to a new client base. Vendors are eying 
opportunities to sell their products to the buyside, as the sellside market increasingly lacks fresh sales leads 
for vendors. However, those who retain a sellside client focus are realising that by increasing their asset class 
coverage, they can offer cost-cutting synergies to their existing clients and so retain them.
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BUYER'S GUIDE: SELLSIDE CASH EQUITIES OMS AND EMS
BROADENING THE CUSTOMER PIPELINE

In 2017, the equities brokerage business has consolidated in a handful of Tier-1 banks, with entrenched OMS/EMS technology solutions. As a 
result, OMS and EMS vendors are struggling to find ways to increase their sales pipeline, although clear strategies to counter this challenge 
are emerging. This report presents key information about the capabilities of eight OMS and EMS vendor systems that cover cash equities for 
the sellside: Bloomberg, Eze Software, FIS, FlexTrade, Horizon Software, Itiviti, QUIK and Ullink. This report highlights the ways in which market 
forces are influencing the development of OMS and EMS products. 


