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CONNECTED DATA:  
A DEEP DIVE INTO THE 
IMPACT OF DATA CULTURE 
CHALLENGES ON MARKET 
DATA STRATEGIES



FOREWORD
Financial firms struggle to connect their data across their organisation, from the front office  
through the middle and back office, according to the Connected Data survey from Refinitiv. 

The survey shows that there are clear cultural reasons why this is the case. Front offices  
are seen as the part of the business that generates revenue and are the most innovative,  
while the middle and back offices focus on efficiency, and are viewed as cost centres. Middle  
and back offices are considered to be less innovative and to return a lower ROI for data and data 
management investment. 

These attitudes and beliefs are culturally damaging for financial services firms – data is now the oil that 
fuels the motor of their business models, and so the front, middle and back offices need to learn to see 
each other as equal stakeholders, and to be more collaborative around data and data management.  
From symbology to data lineage and data quality, firms need to come together to embrace data 
governance and cloud computing through changes to both their technology and culture.

The shift to a more collaborative approach will be aided by the recent trend towards hiring a Chief Data 
Officer, helping to create a more central approach to market and reference data strategies. It will also 
be strengthened by the embedding of data governance and cloud computing, both of which intrinsically 
support increased collaboration across the front, middle and back office.

We are interested in discussing the results of this survey, and how Refinitiv can help your organisation 
connect data across the front, middle and back office as we meet up in the months ahead.

Join the conversation #ConnectedData
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This report is based on research commissioned by Refinitiv 
that was conducted online by an independent consulting 
company in March and April 2020. Almost 1,600 employees of 
financial institutions around the globe who are knowledgeable 
of, involved in, or are decision makers in the operations of the 
front, middle and back office and/or infrastructure/IT/support 
completed this survey.

The research was conducted across 16 countries. For buy-
side firms, mean assets under management was USD$68.8 
billion, and the total assets under management represented 
in the survey is close to USD$53.9 trillion. For sell-side firms, 
mean revenue was USD$6.8 billion, and the sum of all the 
turnover for these firms in this survey is USD$5.5 trillion. 

Of the survey respondents, 39% identified themselves as 
decision makers in the front office, 27% were decision makers 
in the middle or back office, and 32% were decision makers in 
infrastructure, IT and/or support. 

Respondents included hedge funds, insurance companies, 
mutual funds, pension funds, sovereign wealth organisations, 
brokers, commercial or retail banks, interdealer brokers and 
investment banks. 

In reporting the results, weighting has been applied to each 
country to ensure equal representation. Please note that the 
standard convention for rounding has been applied, and so 
as a result some totals do not add up to 100%.

ABOUT THE eBOOK

USA Canada Brazil Mexico United 
Kingdom

176 171 99 100 89

Ireland Germany France Switzerland Singapore

49 88 88 59 83

Spain Hong 
Kong

Italy China Australia Japan

90 90 89 123 86 118

Countries

Firm type

Total Buy-side Sell-side

1,598 784 814

Front office 
total

Front office 
decision maker

Mid/back office Mid/back office  
decision maker

Infrastructure/ 
IT/support

Infrastructure/ 
IT/support  
decision maker

1,246 615 1,100 436 1,000 505

Area of involvement
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This deep dive into the data culture challenges that came to light through the Refinitiv Connected 
Data survey shows many challenges across the front, middle and back office. It also opens up many 
opportunities for financial services firms to use market and reference data in new ways to help create a 
more holistic approach to data. Below are some highlight data points that can be found in this ebook.

of all respondents say improved data governance is an investment priority over the 
next 12 months.

of middle and back office decision makers agree that integrating new market and 
reference data strategies will require a completely different mindset and attitude 
from employees.

37%
87%

Looking to the future

of front office decision makers say ROI on market and reference data investment for 
the front office was ‘excellent’.

of all respondents say investment in the front office will be increasing over the next 
12 months, compared with 47% who said the same for the middle and back office.

The front office

51%
53%

of middle and back office decision makers say data consistency through different 
channels and suppliers is a challenge for their firm. 

of middle and back office decision makers say their organisation will be spending 
more on managing market and reference data over the next 12 months.

The middle and back office

30%
71%
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HIGHER FRONT OFFICE  
POTENTIAL GAP DRIVEN BY  
CULTURAL CHALLENGES

POTENTIAL

The challenge of creating a connected data culture across the front, middle 
and back office shows up in a variety of ways in the survey. One sign of the 
difficulties that firms face is that they say they are falling short of their potential 
by more than one-third because they don’t have access to the data and tools 
that they need.  

Even more alarming is the fact that decision makers say they are falling further 
behind than respondents overall. For example, front office decision makers say 
the front office is falling short of its potential by 38%, compared with 35% of 
overall respondents. In the middle and back office, decision makers say they are 
falling 34% below their potential, compared with 31% for respondents overall. 

The survey shows that both overall respondents and front office decision makers 
believe that the front office potential gap is the largest. This potential is the first 
sign in the Connected Data survey of significant underlying cultural challenges. 
The potential gap within the front office may be more keenly felt because 
the front office is often viewed as the area of the business that generates 
revenue, while the other two organisational areas are seen as ‘cost centres’. 
“To have connected data, these parts of the organisation need to engage more 
collaboratively around shared goals,” says Janelle Veasey, Head of Real-Time at 
Refinitiv. “Data is equally important to all parts of the organisation.”

By what percentage do you think these teams are falling short of their potential because 
 they don’t have access to the data and tools necessary to perform their jobs?By what percentage do you think these teams are falling short of their potential because 

they don't have access to the data and tools necessary to perform their jobs?  

More than 50% 40% 30% 20% 10%

0% - Reaching full potential Average (%)

Front o�ce decision makers

All respondents

34% 25% 21% 11% 6%

25% 25% 28% 14% 6%

37.9%Average (%)

35.4%Average (%)

23% 23% 27% 18% 6%

21%15% 30% 22% 8%

Middle/back o�ce decision makers

All respondents

31.0%Average (%)

34.0%Average (%)

Infrastructure/IT/support decision makers

All respondents

29%

21% 20% 25% 19% 11%

22% 21% 16% 8%

31.8%Average (%)

35.3%Average (%)

Mid/
back o�ce

Infrastructure/
IT/support

Front o�ce
3%

3%

3%

3%

4%

4%
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RETURN ON INVESTMENT
ROI DIFFERENCE POINTS TO POTENTIAL  
CAUSE OF DATA DISCONNECTION
All three organisational areas have broadly similar views as to how much additional revenue 
and efficiency could be generated if the entire organisation had access to the market and 
reference data it needs to reach its full potential. Yet, ROI for investment in market and 
reference data is regarded differently for each of the three areas. 

Executives responding to the survey said that revenue could increase between 36% (for overall 
respondents) to 39% (for front office decision makers). Similarly, efficiency could increase from 
between 34% (for all respondents) to 38% (for front office decision makers). 

ROI BELIEFS A CONCERN
However, ROI for the middle and back office was substantially lower than for the other two 
organisational areas. For example, 36% of all respondents said ROI on market and reference 
data investment for the front office was “excellent”, and 51% of front office decision makers said 
the same.

However, just 30% of all respondents said ROI on market and reference data investment was 
“excellent” for the middle and back office, and only 43% of middle and back office decision makers 
said the same. “The middle and back office of many financial firms have suffered from significant 
data and technology underinvestment over the past few decades,” says Kristin Hochstein, Head 
of Entity Data & Symbology at Refinitiv. “There still are some back office processes that rely on 
manual workflow, including faxes. This data and technology deficit can often make projects in 
these areas more complex and mean they take more time. However, the ROI for getting data 
management right in these areas is potentially enormous. Connected data flowing across the 
organisation will enable firms to drive more profit from the revenue they generate.”

Front o�ce decision makers

Infrastructure/IT/support decision makers

Middle/back o�ce decision makers

All respondents

All respondents

All respondents

51% 38% 9% 1%

43% 44% 12% 1%

54% 33% 11% 3%

39% 38% 19% 4%

30% 46% 20% 3%

36% 48% 14% 2%

Excellent Good Average Poor

Mid/back o	ce

Infrastructure
/IT/support

Front o	ce

If your entire organisation had access to market and reference 
data to reach its full potential, how much more revenue do 
you think you could unlock compared to what it is now?  

How would you rate the return on investment for market and reference data in the following three areas? 

39%

38%

37%

36%

38%

37%

36%

34%

% increase in revenue

% increase in e�ciency

Front o	ce decision makers

Middle and back o	ce decision makers

Infrastructure/IT/support decision makers

All respondents

Front o	ce decision makers

Middle and back o	ce decision makers

Infrastructure/IT/support decision makers

All respondents

How would you rate the return on investment for market and reference data 
in the following areas?
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STRATEGIC OBJECTIVES
MIDDLE AND BACK OFFICE SEEN AS  
LESS INTEGRAL AND INNOVATIVE
The middle and back office teams are viewed by the executives who responded to the survey 
as the least important in helping their organisation reach their strategic goals. The middle and 
back offices are also seen the most negatively when it comes to attitudes towards innovation. 

While 51% of respondents viewed the front office as ‘integral’ to achieving the organisation’s 
strategic objectives, just 42% said the same about the middle and back office. Also, 87% of 
respondents said the front office’s attitude towards technology and innovation was either 
‘excellent’ or ‘good’, while only 78% said the same of the middle and back office – almost a  
ten-percentage point difference. 

“This is the result of fragmentation between the front, middle and back office,” says Veasey. 
“There are significant cultural challenges here which shouldn’t be dismissed or underestimated. 
This translates into a real impact on how teams are invested in, and ultimately how well data 
flows across the organisation.”
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How important do you think the following teams are in helping your organisation  
reach its strategic objectives? (Please select one column response for each row) 

How would you describe each of the following groups’ attitude towards  
innovation and technology adoption? 

How important do you think the following teams are in helping
your organisation reach its strategic objectives? 
(Please select one column response for each row) 

How would you describe each of the following groups' attitude
towards innovation and technology adoption? 

MID/BACK OFFICE

INFRASTRUCTURE
/IT/SUPPORT

FRONT OFFICE
51%

45%

4%

42%

52%

7%

48%

42%

9%

41% 46% 12% 1%

34% 44% 19% 3%

41% 38% 18% 3%

Excellent Good Average Poor

INFRASTRUCTURE/IT/SUPPORT

MID/BACK OFFICE

FRONT OFFICE

Integral Important Not particularly important

How important do you think the following teams are in helping
your organisation reach its strategic objectives? 
(Please select one column response for each row) 

How would you describe each of the following groups' attitude
towards innovation and technology adoption? 

MID/BACK OFFICE

INFRASTRUCTURE
/IT/SUPPORT

FRONT OFFICE
51%

45%

4%

42%

52%

7%

48%

42%

9%

41% 46% 12% 1%

34% 44% 19% 3%

41% 38% 18% 3%

Excellent Good Average Poor

INFRASTRUCTURE/IT/SUPPORT

MID/BACK OFFICE

FRONT OFFICE

Integral Important Not particularly important

How important do you think the following teams are in helping your organisation  
reach its strategic objectives? (Please select one column response for each row) 

How would you describe each of the following groups’ attitude towards  
innovation and technology adoption? 
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INVESTMENT
ATTITUDES TOWARDS MIDDLE AND  
BACK OFFICE CREATES ONGOING 
INVESTMENT GAP
The Connected Data survey highlights a difference in attitudes towards the front  
office, versus the middle and back office – and infrastructure/IT/support teams –  
that is harmful to firms. It results in a shift in how firms invest in data and data 
management tools, with the middle and back office – already chronically under-
invested in – receiving less budget. 

For example, while 53% of all respondents said that investment in the front office will 
be increasing over the next 12 months, only 47% said the same for the middle and 
back office. For the middle and back office, 46% said there would be no change in 
investment, and 8% said there would be a decrease. 

Respondents also believe that the middle and back offices are currently less well 
invested in market and reference data, with just 42% saying that they are fully invested, 
compared with 53% for the front office. 

“The middle and back office is driven by cost effectiveness, because they are not 
perceived as a revenue-generating part of the business. They are thought of as a cost 
to the business,” says Matt Eddy, Head of Real-Time Delivery & Integration at Refinitiv. 
“Whereas the front office is seen as a potential differentiator, and if they can get better, 
faster, different data, then that is something they are going to go after, sometimes  
with possibly no concern for the cost. The result is a lack of connected data and  
data management.”
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Will your organisation be increasing or decreasing investment in the 
following teams in the next 12 months? (Please select one column response for each row) 

MID/BACK OFFICE

INFRASTRUCTURE
/IT/SUPPORT

FRONT OFFICE
53%

43%

4%

47%

46%

8%

58%

33%

9%

Increased investment No change Decreased investment

How well-invested in market and reference data do you believe the following 
teams are to help your organisation reach its strategic objectives? 
(Please select one column response for each row) 

MID/BACK OFFICE

INFRASTRUCTURE
/IT/SUPPORT

FRONT OFFICE
53%

44%

3%

42%

51%

7%

51%

41%

7%

Fully Partly Not at all

Will your organisation be incresing or decresing investment in the following teams 
in the next 12 months? (please select one column response for each row)

How well-invested in market and reference data do you believe the following 
teams are to help your organisation reach its strategic objectives? 
(Please select one column response for each row)

Will your organisation be increasing or decreasing investment in the 
following teams in the next 12 months? (Please select one column response for each row) 

MID/BACK OFFICE

INFRASTRUCTURE
/IT/SUPPORT

FRONT OFFICE
53%

43%

4%

47%

46%

8%

58%

33%

9%

Increased investment No change Decreased investment

How well-invested in market and reference data do you believe the following 
teams are to help your organisation reach its strategic objectives? 
(Please select one column response for each row) 

MID/BACK OFFICE

INFRASTRUCTURE
/IT/SUPPORT

FRONT OFFICE
53%

44%

3%

42%

51%

7%

51%

41%

7%

Fully Partly Not at all

Will your organisation be incresing or decresing investment in the following teams 
in the next 12 months? (please select one column response for each row)

How well-invested in market and reference data do you believe the following 
teams are to help your organisation reach its strategic objectives? 
(Please select one column response for each row)

Will your organisation be incresing or decresing investment in the following teams 
in the next 12 months? (please select one column response for each row)

How well-invested in market and reference data do you believe the following 
teams are to help your organisation reach its strategic objectives? 
(Please select one column response for each row)
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ARE THE MIDDLE AND BACK  
OFFICE MORE INNOVATIVE?
The lack of collaboration among teams is resulting in interesting misperceptions,  
too. For example, the front office is usually viewed as the most innovative area  
of the organisation, and this attitude has been supported by this survey’s findings. 

However, the middle and back office consistently ranked higher than the front office 
on many innovation questions. For example, 37% of middle and back office decision-
maker respondents said driving “innovation and experimentation” was a key business 
benefit sought from market and reference data over the next 12 months, compared 
with 35% of front office decision makers, and 32% of overall respondents. 

Some 44% of middle and back office decision makers said enhancing data for AI and 
machine learning use cases was an investment priority for market and reference data 
over the next 12 months, compared with 39% of front office decision makers and 36% 
of overall respondents. 

Also, when asked what the most significant challenges around using market and 
reference data for AI and machine learning were, middle and back office respondents 
acknowledged the challenges that they are facing more robustly than the front office. 
For example, 37% said having the right data for use cases was a challenge, compared 
with 32% of their front office peers.

BUSINESS CHALLENGES
SILOS AND MISPERCEPTIONS HAMPER 
CONNECTED DATA IN FIRMS
This view of the front office versus the middle and back office results in differing 
allocations of investment and other resources. Eventually, within firms this translates 
into a lack of collaboration between these areas and disconnected data. The 
biggest challenge for firms, according to all survey respondents, is “data consistency 
through different channels from different suppliers,” with 26% selecting this issue. 
Some 30% of middle and back office decision makers cited this challenge. At 24%, 
connecting data across the front, middle and back office was tied for third place for 
all respondents, and 27% of middle and back office decision makers selected  
this challenge.

“A siloed organisational structure exists in a lot of firms,” says Eddy. “The front office 
might have its own business application teams, and the middle or back office teams 
might not even be in the same country. Each area of the firm may have its own 
budget, vendor preferences, vendor relationships, and technology stacks. Everyone 
goes it alone, and the result is poor data architectre and data governance.”
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What are the key business benefits sought from market and reference data over the next 
12 months?

What are your organisation’s investment priorities for market and reference data 
over the next 12 months?

Create greater e�ciency 38%

Improve data for decision making 35%

Increase capacity 34%

Drive more e	ective results 33%

Automate processes 33%

Drive innovation and experimentation 32%

Enhance transparency around transactions 31%

Ensure regulatory compliance 29%

29%Reduce total cost of ownership

Other 2%

None – no business benefit sought 2%

All respondents

Improved data governance 37%

Improve user interface/ease of use 37%

Enhance data for AI and machine learning use cases 36%

Expand coverage/geography 34%

Create a single golden source of data across the firm 34%

Move data storage to the cloud 31%

Move data use (e.g., analytics) to the cloud 31%

Other 3%

None – we don’t have any investment priorities 3%

All respondents

Create greater e�ciency 38%

Improve data for decision making 35%

Increase capacity 34%

Drive more e	ective results 33%

Automate processes 33%

Drive innovation and experimentation 32%

Enhance transparency around transactions 31%

Ensure regulatory compliance 29%

29%Reduce total cost of ownership

Other 2%

None – no business benefit sought 2%

All respondents

Improved data governance 37%

Improve user interface/ease of use 37%

Enhance data for AI and machine learning use cases 36%

Expand coverage/geography 34%

Create a single golden source of data across the firm 34%

Move data storage to the cloud 31%

Move data use (e.g., analytics) to the cloud 31%

Other 3%

None – we don’t have any investment priorities 3%
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What are the most significant challenges around using market and reference data for AI 
and machine learning for your organisation?

Which of the following are challenges when managing market and reference data 
in your organisation?

Data security 38%

Hiring the right talent 33%

Having good enough data quality 
for the use cases 

32%

Having the right data for use cases 31%

Having the correct permissions to use the data 29%

Obtaining budget to purchase new data 29%

Applying data governance across use cases 27%

Normalising data sets 27%

27%

21%

Identifying where to find new data

Data silos

None – there are no challenges 2%

Other 1%

All respondents
Data consistency through di�erent

channels or from di�erent suppliers 26%

Remote working and mobile usage 26%

Incomplete data 25%

Storing data 24%

Connecting data across the front, middle
and back o ces

24%

Slow delivery of new data sets 24%

Limited channels of delivery 22%

Lack of automated entitlemant system 22%

21%Discovery of insight

21%Linking and tagging data

Lack of Value add from vendors 20%

Unclear or insu ciant meta data 20%

Poor data governance 19%

3%There are no challenges

2%Other

All respondents

Data security 38%

Hiring the right talent 33%

Having good enough data quality 
for the use cases 

32%

Having the right data for use cases 31%

Having the correct permissions to use the data 29%

Obtaining budget to purchase new data 29%

Applying data governance across use cases 27%

Normalising data sets 27%

27%

21%

Identifying where to find new data

Data silos

None – there are no challenges 2%

Other 1%

All respondents
Data consistency through di�erent

channels or from di�erent suppliers 26%

Remote working and mobile usage 26%

Incomplete data 25%

Storing data 24%

Connecting data across the front, middle
and back o ces

24%

Slow delivery of new data sets 24%

Limited channels of delivery 22%

Lack of automated entitlemant system 22%
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Lack of Value add from vendors 20%
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Poor data governance 19%

3%There are no challenges
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DATA REVOLUTIONISING  
BUSINESS MODELS
“In the past, banks have typically seen themselves as making money out of processes. They 
monetise payment processes or trading operations, and they see the data as being there to 
support the process,” says John Mason, Group Head of Pricing Reference Services at LSEG, 
the parent company of Refinitiv. “Chief Data Officers have come along and are inverting that 
thinking, and saying that data is a strategic asset. The challenge they have is to create data 
uniformity and elevate data quality across the organisation through data governance, when  
in the past the data was sourced in a siloed way to support each individual process.” 

“The opportunity for firms is to stop being transaction-based organisations that monetise 
processes and to start to become organisations that have the potential to monetise data,” 
Mason continues. “Firms that make this transition will have greater agility to go into new 
markets, and to leverage analytic tools such as AI and machine learning, because they have 
the data as a whole, not in silos. Firms that are not able to make this transition will not be 
able to react as quickly, and they will have a higher cost base. Ultimately, this will impact their 
business model as they become less competitive.”

The next few pages will explore three important elements for firms that want to connect their 
data across the front, middle and back office.

THE NEXT 12 MONTHS
DATA CHANGES RECOGNISED BY  
MORE MIDDLE AND BACK OFFICE 
DECISION MAKERS
Front, middle and back office decision makers are in broad agreement about the 
increased importance of market and reference data for financial services firms going 
forward, but middle and back office decision makers seem to sense the coming 
changes more intensely. 

For example, there is a large gap between the 71% of middle and back office  
decision makers who say their organisation will be spending more on managing  
market and reference data, and the 63% of the front office decision makers who  
say the same. Also, almost three-quarters say the amount of money their  
organisation will spend on purchasing market and reference data  
will increase, compared with 71% of front office decision makers.
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How do you expect the following to change over the next 12 months as compared to now? 

Your organisation's use of market and reference data

46% 36% 13% 4% 1%

45% 39% 11% 3% 2%

Increase sigificantly Increase slightly No change

Decrease slightly Decrease significantly

46% 39% 12%
2
% 1%

Infrastructure/
IT/support

decision makers

32% 42% 20% 4% 2%
All respondents

Mid/back o�ce
decision makers

Front o�ce
decision makers

The amount of money your organisation spends on managing market 
and reference data  

28% 35% 24% 10% 3%

31% 40% 21% 7% 1%

Increase sigificantly Increase slightly No change

Decrease slightly Decrease significantly

32% 35% 22% 8% 3%
Infrastructure/

IT/support
decision makers

21% 36% 27% 12% 4%
All respondents

Mid/back o�ce
decision makers

Front o�ce
decision makers

The amount of money your organisation spends on purchasing market 
and reference data  

31% 40% 19% 7% 4%

32% 42% 16% 7% 3%

Increase sigificantly Increase slightly No change

Decrease slightly Decrease significantly

33% 40% 16% 8% 3%
Infrastructure/

IT/support
decision makers

21% 37% 26% 11% 5%
All respondents

Mid/back o�ce
decision makers

Front o�ce
decision makers

How do you expect the following to change over the next 12 months as compared to now? 

Your organisation's use of market and reference data
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DATA GOVERNANCE
DATA GOVERNANCE GAINING NEW STRATEGIC 
IMPORTANCE
These cultural issues translate directly into practical problems where the survey looks at data 
governance. Decision makers across all three organisational areas, as well as respondents overall, 
agree that one of the top shortcomings of their firms’ data governance programmes for market 
and reference data is the inconsistency of data used by the front, middle and back office. Another 
significant shortcoming is the inconsistency of data sources/vendors between the front, middle and 
back office. One of these two shortcomings was the top issue for all four respondent categories. 

“Data governance is really about applying consistency and standards,” says Mason. “For example,  
I’ve seen organisations have 17 different entity codes across their businesses. Today best practice  
is to use one or more of the industry standard identifiers to manage and tag data sets.”

SYMBOLOGY TAKES CENTRE STAGE
With market and reference data, “firms need to use identifiers to be able to connect data across their 
front, middle and back office, as well as with external data sources,” says Hochstein. “The Connected 
Data survey shows growing use of these identifiers among firms, including the Refinitiv Instruments 
Code – 26% of respondent firms use this code – and Refinitiv PermID, which 20% of firms have 
adopted.” The Refinitiv Instrument Code (RIC) has been an industry leading code for several decades. 
Refinitiv PermID, designed to enable interoperability, provides comprehensive identification across a 
wide variety of object types including organisations, instruments, funds, classifications, and people. 

Given the importance of symbology and other elements of data governance, such as data lineage,  
it’s perhaps not a surprise that improved data governance is an investment priority over the next  
12 months for 37% of respondents’ firms. “I wouldn’t be surprised if that increased even more by  
the end of the year, based on where we are today,” says Veasey. “Firms need effective data 
governance programmes.”
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Which of the following identifiers does your company use to manage and tag data sets? Which of the following are shortcomings of your organisation’s data governance programme 
for market and reference data used by the front, middle and back office of trading teams?

Inconsistency of data used by front, middle
and back o�ce 34%

Inconsistency of data sources/vendors between
front, middle and back o�ce 32%

No view of data license conditions 25%

No view of use of data 24%

No view of source of data 24%

No view of ownership of data 24%

No view of history of data/data lineage 24%

Poor entitlements 23%

None of the above 5%

Other 2%

All respondents

International Securities Identification Number (ISIN) 34%

Stock Exchange Daily O�cial List (SEDOL) code 28%

Legal Entity Idenitfier (LEI) 28%

Refinitiv Instruments code (RIC) – previously known as 
Reuters Instrument Code 26%

Bloomberg FIGI 26%

CUSIP number 23%

D-U-N-S Number (Dun & Bradstreet) 21%

Refinitiv PermID 20%

FactSetID 19%

AVID 19%

Other (please specify) 5%

None 0%

All respondents
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SEEING THE BIGGER PICTURE
“The role that governance plays is that it drives standards, which create consistency, 
so that when the front, middle and back office look to communicate, they’re using the 
same language,” says Mason. As a result, data governance is fundamental to achieving 
connected data, and so is being seen as strategically important by senior management 
and boards. 

“Firms have instituted a Chief Data Officer specifically to ensure that the organisation 
adopts approaches that then span across the front, middle and back office,” says Eddy. 

“ Data is now key, and the Chief Data Officer  
has to ensure that the data is administered 
properly, costs are controlled, that the  
best data is selected for the firm, and  
that the data is fit for purpose across  
business lines. Having a Chief Data  
Officer is now a sign of maturity.”

Matt Eddy
Head of Real-Time Delivery & Integration 
Refinitiv
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LESS USE OF CLOUD FOR MIDDLE AND 
BACK OFFICE
However, middle and back office cloud use cases have less traction than those  
for the front office. For example, 41% of respondents say they are powering trading  
and risk systems with data and analytics in the cloud at the moment, while only  
30% of respondents say they are performing clearing, confirmation and settlement  
in the cloud. 

“It’s important for the front office to realise that their trading activities are not happening 
in isolation,” says Eddy. “The data needs to be passed across to other functions to be 
able to book trades, manage risk and so on. There is a lot of connectivity that needs to 
happen, and the cloud makes this easier to do. The front, middle and back office need 
to be able to get easy, seamless access to rich data sets, diverse data sets, without silo 
blockers in place, so that innovation can happen quicker.”

THE CLOUD
CLOUD ENABLES DATA ACCESS ACROSS 
THE ORGANISATION
Moving both data storage and data use (such as analytics) to the cloud is an 
investment priority for 31% of respondents’ firms over the next 12 months. Creating 
a single golden source of data across the firm – which is often located in the cloud 
– is an investment priority for 34%. “The need to improve data governance is one of 
the motivating factors behind moving data to the cloud,” says Veasey. “Once firms 
have their data in the cloud, they have far greater visibility of where their data is. For 
example, firms are adopting our Refinitiv Real-Time – Optimized data service for better 
data governance, a more structured approach to working with data, and to be able to 
create flexibility and scalability around their data.”

“The front office, middle office, and back office all need the data manipulated slightly 
differently,” says Mason. “If the firm has just one data set in the cloud, a front office 
process can access the data, and obtain the data it needs with the right attributes, and 
then a regulatory compliance process can access the same data set and obtain what 
it needs. This is a much more connected system because the front, middle and back 
office are all accessing the same data set.”
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How do you typically use market and reference data across your different use cases? What are your organisation’s investment priorities for market and reference data over the next  
12 months?

Create a single golden source of data across the firm 34%

Move data storage to the cloud 31%

Expand coverage/geography 34%

Enhance data for AI and machine learning use cases 36%

Improve user interface/ease of use 37%

Move data use (e.g., analytics) to the cloud 31%

Improved data governance 37%

Other 3%

None – we don't have any investment priorities 3%

Powering trading and risk systems with data and analytics 41%

Storing historical data  39%

Executing trades and performing execution analysis 
such as transaction cost analysis (TCA) 36%

Using machine learning to detect trading patterns 33%

Complying with regulations such as trade 
surveillance and reporting 33%

Working through post-trade processes 32%

Managing market and credit risk 31%

Portfolio management 31%

Performing clearing, confirmation and settlement  30%

Conducting accounting and auditing 30%

All respondents All respondents
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CULTURAL CHALLENGES
DATA AND TECHNOLOGY CHANGE 
REQUIRES CULTURAL CHANGE, TOO
Some of the existing cultural challenges between the front, middle and back office 
– and the impact they have on investment decisions around investment in data and 
data management technology – have already been highlighted in this eBook. Digital 
transformation isn’t just about data and technology – it’s about culture, too. Enabling 
data to flow across the organisation will require significant change, according to the 
Connected Data survey respondents.

For example, 87% of middle and back office decision-maker respondents agree 
that integrating new market and reference data strategies will require a completely 
different mindset and attitude from employees, and 82% of front office teams agree 
with this statement, too. 

Both organisational areas agree that investment in market and reference data will 
help their firms to achieve efficiencies in the middle and back office (86% for the front 
office, 87% for the middle and back office). Also, they agree that improving how their 
firm manages market and reference data will require drastic changes in organisation, 
technology or strategy (81%, 85%). 

“Creating the right level of education and awareness is essential to cultural change,” 
says Veasey. “For example, today anybody in an organisation that touches external 
data has a responsibility for how they work with and protect that data – not to use or 
redistribute it in an unauthorised manner. Knowing who can use data and how it can 
be used are fundamental elements of data governance programmes. Having that 
information easily accessible across the front, middle and back office can empower 
teams to take responsibility, and free them to work with the data with confidence.”
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Improving how we manage market and reference data will require 
drastic changes in our organisation, technology or strategy 

37% 44% 15% 3%

42% 43% 13% 2%

Strongly agree Slightly agree

Slightly disagree Strongly disagree

43% 42% 13% 2%
Infrastructure/

IT/support
decision makers

32% 44% 19% 4%
All respondents

Mid/back o�ce
decision makers

Front o�ce
decision makers

There is a lack of understanding in my organisation as to how firms 
can most e�ectively leverage their spend on data 

36% 38% 18% 8%

37% 35% 21% 6%

Strongly agree Slightly agree

Slightly disagree Strongly disagree

36% 37% 21% 6%
Infrastructure/

IT/support
decision makers

28% 39% 24% 9%
All respondents

Mid/back o�ce
decision makers

Front o�ce
decision makers

Market data management strategies have not changed in the past 10 years 
and are due an overhaul to extract proper value from the investment 

42% 37% 15% 6%

44% 36% 15% 5%

Strongly agree Slightly agree

Slightly disagree Strongly disagree

45% 37% 13% 4%
Infrastructure/

IT/support
decision makers

33% 41% 19% 7%
All respondents

Mid/back o�ce
decision makers

Front o�ce
decision makers

How strongly do you agree or disagree with the following statements? (Please select one column response for each row) 
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Investment in market and reference data will help us to achieve 
e
ciencies in the middle and back o
ce 

42% 43% 11% 3%

44% 43% 10% 3%
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Infrastructure/

IT/support
decision makers
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of the disruption it may cause 
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CONCLUSION
Financial services firms need to look at their market and reference data strategies 
with a fresh pair of eyes if they want to achieve a more connected approach to 
market and reference data across their front, middle and back offices.

This survey shows that long ingrained attitudes towards data and data management 
in both the front office and middle and back office are potentially harming the 
ability of firms to achieve connected data. Assumptions about ROI and innovation 
are potentially skewing investment toward the front office, because it is seen to 
be generating revenue. However, to improve efficiencies and truly innovate, more 
funding is needed for middle and back office data and data management projects. 
Also, all of these organisational areas need to be more collaborative, working 
together to help data flow smoothly across the firm. 

To achieve connected data, firms are investing in data governance and cloud 
computing, and are recognising the need for fundamental cultural change. In many 
ways these are the three legs of the tripod of digital transformation. Data governance 
and storing and using data in the cloud, creates natural opportunities for more 
collaboration and communication across teams within firms. 

Connected data is the future for financial services firms, and the survey respondents 
show that they recognise the need for change over the next 12 months and beyond.  
The survey also shows that this change is about people, as well as data and technology.

Join the conversation #ConnectedData
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Refinitiv pricing, market and 
reference data
Find ways to connect your organisation 
through your data:
– Trade, confirm and settle efficiently
– Generate more ROI
– Meet compliance requirements
– Boost agility
– Innovate through AI and machine learning
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