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4.1 Dollars & Data Sources (Exchanges): Revenue by Infinite Elasticity  
 
Sitting at my desk I can access the latest price of BP or any other instrument in 
real time or delayed, as long as I pay for it of course, no matter which vendor I 
select it should, theoretically, be the same.  
 

 
 
At the same time, millions of others can see exactly what I am seeing, and that 
price can be ingested into multiple applications fulfilling countless individual 
missions at exactly the same time for a myriad of institutions and individuals 
anywhere on the face of the planet.  
 
Contrast that to other commodities. Sadly, once a Mars Bar has been eaten it 
is gone and I need to buy a new one. An Uber driver can only do one trip at a 
time, where time is itself the finite resource, therefore there is a requirement to 
have many drivers available to fulfil the needs of many people who wish to 
travel at the same time. 
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Michael Caine said (paraphrased) “I know I was wealthy the morning I woke up 
knowing I was richer than the night before I had gone to bed”. In other words, 
he was making money without having to work for it. 
 
This is exactly how market data sources make their money, the price is 
produced only once, albeit on a continuous basis, and that one single item, with 
a licence to use an electronic price, can be sold, re-sold and re-used for 
countless missions to any number of subscribers. 
 
It revolutionises the dynamics of elasticity between supply and demand.   
 
What this means is that exchanges, data sources, and the creators of original 
works, such as Indices can create high value, high margin businesses. For 
exchanges and inter-dealer brokers this is even a fortunate by-product of their 
underlying business which is trading. They must invest in the infrastructure to 
deliver prices no matter what, and being able to licence the output is more than 
just icing on the cake, it provides additional profit and becomes a ‘sticky’ source 
of income which can be re-invested in developing better services. 
 
Over-Thought Price Menus 
 
Many exchanges seem to be far to easily tempted into over-complicating their 
products and fee structure by attempting to maximise incremental revenue at 
the expense of total returns. One of the best examples of this practice was the 
LSE, but fortunately the LSE has over the last few years worked hard to simplify 
their product line up.    
 
Lack of Global Reach 
 
On the downside, exchanges rarely resource their information services 
business effectively. Few have the global reach of CME, Deutsche Bourse, ICE, 
London Stock Exchange or NASDAQ OMX, so for many exchanges their focus 
is inevitably on domestic markets.  
 
What this means, is that these exchanges become overly reliant upon third 
parties for global access, i.e. the market data vendors. While the overall 
relationship between vendors and exchanges is usually good, their agendas, 
goals, relationships with third parties are not the same, creating the potential 
for contractual disputes. As the market place becomes more multi-dimensional 
this is already beginning to create new frictions. 
 
Smaller exchanges run into issues where they do not communicate their 
policies and fee structures properly to their vendors, which in turn means the 
subscribers may not be paying what they should be.   
 
Worse in many local markets, protectionism keeps out the global institutions 
and investors, the largest spenders on market data. Subsequent lack of liquidity 
and an over-reliance on local retail markets combine to stifle the development 
of a strong stand alone exchange market data business.  
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Should exchanges charge for their data services? 
 
This is one of the most contentious issues when discussing the exchanges’ 
market data business. It produces strong feelings, but it must be remembered 
removing 15% of any business’ revenue will have a detrimental effect on the 
ability to support themselves and their rather demanding clientele. 
 
Here I must refer to a Business Insider Article published on 3 November 2016 
which takes a deep dive look at the issue, though it is decidedly US-centric, but 
well worth a read. www.businessinsider.com/stock-exchanges-market-data-
cost-becoming-big-issue-2016-10  
 
The very first paragraph in the article encapsulates the debate succinctly. 
 
"Information wants to be free," the technology activist Stewart Brand 
once said. "Information also wants to be expensive." 
 
There needs to be a balance between fair charges for mission critical market 
data and the recognition that exchanges are business that must pay costs to 
provide that service. There is a certain irony that the financial institutions that 
most loudly complain about exchange costs are at the same time shareholders 
in the exchanges demanding ever higher returns. 
 
On the other side of the coin, certain exchanges do themselves no favours by 
poorly presenting their business cases, occasional naked money grabbing 
through monopolistic behaviour, and conducting compliance audits that might 
make even a hardened Mafia Protection Racketeer blush.  
 
Fortunately, the majority of exchanges do try hard to balance the needs of the 
market within the framework of running a revenue generating business.   
 
In 2000, I wrote a report for 2Cube Securities in Hong Kong arguing strongly 
against exchanges charging fees for their market data. 
 
I was wrong! Though with a caveat, greedy exchanges do exist seeking to 
maximise revenue through either over pricing their monopoly or abusing 
compliance, but the reality is it is a business and there is a cost to service. 
 
The current system maximises revenue generation through spreading the costs 
over a wider range of institutions. 
 
If there were to be an elimination of exchange fees it would place pressure on 
the exchanges to raise the fees of the main sources of income, transaction 
commissions and IPOs which would affect the primary market players the most. 
 
 

http://www.businessinsider.com/stock-exchanges-market-data-cost-becoming-big-issue-2016-10
http://www.businessinsider.com/stock-exchanges-market-data-cost-becoming-big-issue-2016-10
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What are the key arguments for and against exchanges charging for market 
data?  

 
 
We must also consider the financial institutions themselves, they are in the 
game to make money, try asking them to provide services for free and see what 
the answer is. 
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4.2 How Exchanges Make Money from Market Data  
 
The core of the information services of exchanges is the provision of traded and 
tradable data direct from their own venues.  
 

• In 2007 market data revenues for 9 leading exchanges totalled 
US$1,144 Billion. 

• By 2014 this had increased to US$2,203 Million, i.e. 93%. 

• By 2015 the exchange with the largest information services revenue is 
the London Stock Exchange with revenues of US$586 Million (£373 
Million) on overall turnover of US$2,170 Million (£1,381 Million), 
representing 27% of the total business. 

• As a percentage of overall revenue, information services is growing more 
important to exchanges. 

• The percentage of turnover, other than the LSE varied from a low of 
7.8% for Hong Kong Exchange & Clearing to 26.2% for TMX Group 
which is known for its aggressive compliance audit.  

• In comparison Year Ending 2006 saw a range in percentage of turnover 
from 4.7% for the Singapore Exchange to 24.6% for TMX. 

• For the 8 exchanges, other than LSE the percentage of revenue 
generated grew from an average of 10.8% in 2006 to 12.7% in 2015. 

 

Importantly the growth not only came from data sales, it also comes from the 
provision of value added services such as analytics, and technical infrastructure 
services such as co-location. 
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Indices are also a major revenue generator either through licensing, or their 
own in-house index creators, notably LSE’s FTSE Russell and Deutsche 
Bourse’s STOXX. 
 
An additional factor is that unlike commission and IPO fees, information 
services provides a far more stable revenue stream. This means many 
exchanges’ management place an increasing emphasis on generating revenue 
from information services and associated technology services. 
 

 
 
What is often forgotten is that the infrastructure required to create the market 
data business for exchanges are mostly sunk costs. The exchanges must 
provide the information services to the market and have in place the technology 
to do so, therefore by  
 
Inter-Dealer Brokers 
 
In contrast to the exchanges, for Inter-Dealer Brokers, in 2013 had estimated 
revenues for all activities of US$7.4 Billion, and broker data revenues including 
post trade, risk, and analytics contributed US$550 Million, i.e. 7%. The key 
difference with exchanges is that the IDBs were until the TP/ICAP merger and 
BGC takeover of GFI competing strongly in OTC markets data. 
 
There is now a lot less competition as the two large remaining entities strengths 
are not necessarily going head to head while Tradition is insignificant in the 
market outside Energy and Meitan in Japan. 
 

• ICAP’s information services generated US$363 Million in all areas, 
including US$120 Million purely for data and Tullett Prebon Information, 
US$80 Million were the clear leaders in the provision of broker data. 

• This lead is built upon a strong foundation of ‘all you can eat’ multi-year 
contracts with Bloomberg and Thomson Reuters. 

• Core revenue streams flow from market data vendors who re-distribute 
to their own clients. 

2006 2007 2008 2009 2010 2011 2012 2013 2014

All Revenue AU$ 450 553 615 538 588 618 610 617 658

Market Data AU$ 45 61 68 71 69 71 67 62 69

MDS as % 9.95% 11.11% 11.06% 13.19% 11.69% 11.48% 10.96% 9.98% 10.45%

All Revenue US$ 1,090 1,756 2,561 2,613 3,004 3,281 2,915 2,936 3,113

Market Data US$ 91 145 280 331 395 428 387 315 356

MDS as % 8.33% 8.26% 10.91% 12.67% 13.15% 13.04% 13.28% 10.74% 11.45%

All Revenue €URO 1,854 2,185 2,455 2,062 2,106 2,121 1,932 1,912 2,043

Market Data €URO 148 168 181 189 225 220 215 366 381

MDS as % 7.96% 7.70% 7.36% 9.14% 10.66% 10.35% 11.15% 19.14% 18.62%

All Revenue HK$ 4,147 8,390 8,390 7,035 7,566 7,855 7,211 8,723 9,849

Market Data HK$ 373 671 755 704 681 707 577 737 769

MDS as % 8.99% 8.00% 9.00% 10.01% 9.00% 9.00% 8.00% 8.45% 7.81%

All Revenue ZAR 640 877 1,072 1,156 1,255 1,370 1,385 1,162 1,334

Market Data ZAR 62 80 97 109 116 126 147 177 204

MDS as % 9.67% 9.06% 9.01% 9.41% 9.27% 9.16% 10.60% 15.20% 15.28%

All Revenue GB£ 350 564 671 628 675 815 1,096 1,381

Market Data GB£ 144 183 208 217 172 219 340 373

MDS as % 41.08% 32.43% 30.92% 34.47% 25.46% 26.87% 30.96% 27.01%

All Revenue US$ 1,658 2,436 3,650 3,411 3,191 3,438 3,119 3,211 3,500

Market Data US$ 199 240 330 325 313 333 344 442 473

MDS as % 11.97% 9.83% 9.04% 9.53% 9.81% 9.69% 11.03% 13.77% 13.51%

All Revenue SG$ 408 576 769 595 640 661 648 715 687

Market Data SG$ 19 23 29 33 31 32 36 73 77

MDS as % 4.69% 4.00% 3.77% 5.55% 4.84% 4.84% 5.56% 10.25% 11.15%

All Revenue CA$ 353 425 533 556 626 674 295 701 717

Market Data CA$ 87 110 135 146 154 165 77 182 188

MDS as % 24.64% 25.96% 25.42% 26.24% 24.68% 24.51% 26.28% 25.91% 26.18%

Singapore Exchange

TMX

NASDAQ OMX

MARKET DATA SERVICE EARNINGS/LOCAL CCY

Australian Securities Exchange

CME Group

Deutsche Bourse

Johannesburg Stock Exchange

London Stock Exchange

Hong Kong Exchange & Clearing
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• A key growth area is enterprise style agreements which allow financial 
institutions to use data firm wide, especially for application usage. 

• Value added services like analytics, risk, and trade data, and providing 
stronger revenue streams. 

• Once broker data has been established in applications such as risk 
management it becomes very hard to displace owing to the effort 
required. Therefore, becomes a stable revenue stream. 

• Broker data sales reinforces the brokerage business, as clients like to 
source data from the brokers they deal with. 

• BGC sold its eSpeed business to NASDAQ in 2013 resulting in the 
revenue drop. Since then BGC has focused on new deals with vendors 
and enterprise licences with financial institutions. 

• Sources 2013 Accounts. Tradition is an estimate as TFS did not 
separate data revenues out during this period. 

 
 

 
Sources: Annual Reports & DataContent Estimate 

 
The figures provided here are from 4 years ago, there has been a number of 
merger and acquisition changes, which impacts trend analysis. 
 
Despite the undoubted success of the leading IDB's information business, 
smaller brokers, especially in the Commodities and Energy markets have yet 
to embrace opportunities to monetise their price and data assets. 
 
Summary 
 
Market Data is a high margin, profitable business for sources such as 
Exchanges and IDBs, however with market saturation at the basic price level 
the challenges lie in growing that business into new areas such as analytics, 
regulatory information, and leveraging so far under-utilised internal price data. 
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4.3 Business Strategies for Data Sources (Exchanges) 
 
Stock Exchange’s business strategy has progressed in 2 clear stages up till 
now, firstly through charging fees for access to data, then by developing fees 
for how that data is being used. These trends will continue, as exchanges will 
strengthen their contracts and therefore revenue as they search to increase 
income from both access and usage. 
 
The first two stages in building a market data business strategy have generally 
held true for most exchanges, although some like Deutsche Bourse, London 
Stock Exchange, and NASDAQ OMX have also become vendors, in their own 
right, with varying degrees of success. 
 

 
 
 
Evolution 
 
What has and is happening is movement up the value chain from the provision 
of basic price data, partly driven by market saturation, to the second generation 
of value added data such as analytics, and enterprise usage. 
 
The leading exchanges are now focusing on the third generation based upon a 
new client base accessing data in new ways, and importantly the growth of 
regulatory mandated market data, for which exchanges are ideally placed to 
take advantage of. 
 
This is likely to be marked by less overall reliance by the exchanges upon 
market data vendor, as the symbiotic relationship which has existed between 
the two partners is becoming less close and adapts to what is happening in the 
market place.  
 
New relationships are already being forged, for instance London Stock 
Exchange in 2012 agreeing to provide prices to Google, and the LSEG’s 
messaging layer tie up with Solace. 
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A Failing Strategy? 
 
Data needs a home, and data centres are designed to provide it. These are 
vital cogs in the modern connectivity chain.  
 
In the last 10 years, exchanges have invested heavily in data centres to provide 
paid for infrastructure services, co-location for high frequency trading, and offer 
other services. For instance, in 2013 HKEx invested US$200 Million in a new 
centre, following on from large developments by NYSE and others.  
 
While it is easy to understand the practical logic of exchanges entering the 
infrastructure facilities space, it is increasingly hard to apply an equivalent 
business logic. These facilities are expensive to build, expensive to maintain, 
expensive to keep up to date, and arguably not even core to an exchanges’ 
main business, and it is widely rumoured none have yet to meet expectations. 
 
The infrastructure facilities business is definitely profitable, and dominated by 
successful players such as Switch, Savvis, and Equinix, the last of which 
themselves in 2016 admitted are under pressure from smaller competitors, 
resulting in a one day share drop of 4%.  
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In addition, the advent of the Cloud has brought a raft of highly capitalised 
companies into the market space with more money, larger client base, and 
better technology than any exchange can bring to bear.    
 
Like Banks who think they are really IT companies, perhaps Exchanges should 
focus on what they do really well, and leave infrastructure to the specialists, or 
at the very least develop partnerships. The data centre strategies of exchanges 
could prove a costly long-term distraction. 
 
Snap Shots in Time: Contracts & Licences 
 
The exchange’s ability to maintain control over their prices will continue to 
underpin basic revenue flows and protect profitability, but their overall market 
data businesses need to adapt.  
 
For instance, contracts governing market data usage as part of licences only 
reflect a snap shot in time, i.e. the date they were written. As these contracts 
are rarely updated they quickly cease to reflect market realities, as the 
consumers always find new ways of utilising market data which are not covered 
by these agreements.  
 
To be fair, predicting future usage in today’s environment really does need 
someone who can accurately predict the future. 
 
Future Strategies 
 
Future strategies will have to be more fluid as the exchanges seek to create 
higher margins through opening up new and innovative channels to reach their 
clients directly, in addition to, but not supplant traditional market data vendors, 
for instance using Cloud based solutions.  
 
Equally regulation will in the aid development of new market data products, 
firstly through providing information around the legal and compliance status of 
companies listed on their boards. Secondly by regulators further driving the 
reporting of OTC market trades to established reporting venues, i.e. exchanges.  
 
Many exchanges have yet to realise their unlocked potential in the pricing data 
they hold. 
 
 
 
 
 
 
 
 
 
 
 
 



The World of Market Data Report 2017  ©Keiren Harris 

   
01 April 2017  13 

4.4 Dollar Value of Proprietary & Unique Data 
 
There is a certain inevitability that as in other fields of business, certain types if 
market data command a greater return than others. Often the value placed is a 
function of its uniqueness or accessibility, even brand. 
 
Subjectively, but based on premiums paid by financial institutions, I have 
divided services into 3 base groups. Others will naturally have different and 
equally valid opinions. 
 

 
 
Naturally within a specific segment there are going to be higher and lower value 
services. For instance, MSCI commands a significant premium over say 
NASDAQ Indices. As one Funds Service Manager, half-joked to me ‘negotiating 
with MSCI over subscriptions is just a matter of working out how large the price 
increase will be’.  
 
Also, different types of asset class data have greater value than others, but that 
has not been reviewed here, but as an example FX data can now be sourced 
cheaply and comprehensively from a wide range of suppliers, however, access 
to high quality US Treasury data comes at a significant price. 
 
Equally different businesses will place different values on different data sets, 
for instance a Treasury House will regard Foreign Exchange data as a must 
have, whereas for an equity house, it may be important, for instance when 
pricing overseas, or if FX rates have an economic impact, but then news of rate 
changes could well have a greater value.  
 
What the business does drives the relative value of specific types of information 
and market data to that business, and this varies significantly depending on 
market participation, and available choice. 
 
What is required is more than superficial knowledge of the business by both 
vendors and internal procurement to avoid delivering sub-optimal solutions to 
the end users of market data.  
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High Value Data Features:  
 

• Original works provides high value added unique market data. 

• The business decision to subscribe is not discretionary, but the 
information is considered to be a ‘must have’ without which the business 
either cannot function, or cannot compete. 

• The specific data is difficult to replace owing to links to commercial 
contracts, for instance, how a fund manager benchmarks to a specific 
index for performance. 

• Often the provider is perceived as ‘arrogant’ and difficult to deal with, 
and unsurprisingly, too expensive. Markit and MSCI seem to generate 
the most comments in my experience. 
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Medium Value Data Features:  
 

• There are a limited number or even single sources of original data. 

• However, there are multiple channels from source to end user. This is 
where market data vendors play a crucial role in cost control through 
their competition. 

• While sources like exchanges rarely compete directly with each other 
they must not raise prices too high and deter financial institutions from 
subscribing. 

• This is particularly true of exchanges reliant upon a high direct retail 
investor base, as those mass affluent punters are highly price sensitive. 
So many exchanges adopt a strategy of discriminating between 
professional investors and retail investors. An example is NASDAQ’s 
US$1 per month for a non-professional subscription to OpenView and 
US$6 per month for a professional subscriber. 

• A relatively new but interesting source for data is social and sentiment, 
for example Thomson Reuters development of an analytics service to 
track Twitter updates. 
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Lower Value Data Features:  
 

• Source data usually comes without an associated and costly data 
licence, for instance historical price data (Though importantly not tick 
histories). 

• Other data such as capital changes, corporate actions, director’s 
dealings are public knowledge, therefore there may not be any sourcing 
fees. 

• Services such as reference data can be operated and managed from 
centres with low labour costs, i.e. India, as there is a surprising level of 
manual work required. 

• It means there are lower barriers to entry in terms of cost, and the market 
is highly competitive at the bottom end. 

 

 
 
 
Why might News be considered low value when so important to the 
markets? 
 

• All a question of cost, Bloomberg, Thomson Reuters, (plus Nikkei/Quick 
in Japan) bundle the news service into their terminal offering which 
between the big 2 accounts for around 60% of the market.  

• Combined with Bloomberg and Thomson Reuters global coverage and 
(for the most part-they have their off days) undoubted quality, it is hard 
to justify adding say an individual Dow Jones Newswire on top at say 
US$100 PM, even if DJN offers a better service. 

• This creates a high hurdle for other newswires to enter the market. 

• In addition, it puts other terminal providers without their own in-house 
news wire at an immediate, significant content and cost disadvantage.  
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Limited Growth Potential:  
 

• As already discussed the decline in terminal numbers institutionally is 
having a detrimental effect on Bloomberg and Thomson Reuters. 

• The exchanges will also lose out to an extent in that these are 
professional users paying the highest terminal fees, but this revenue 
stream is being supplemented and exceeded by other forms of revenue 
flow, such as non-display, derived data, and original works licences. 

 
Return on Data Investment (RODI) 
 
RODI is a term first coined by Rafah Hanna to measure the investment value 
of the market data services to the consumer.  
 
Theoretically, consumers and vendors should have a functional policy of 
constantly validating their market data sources throughout the contract life cycle 
to measure the true business benefits of market data as a resource which 
provides direct benefit to the bottom line. The motivations ought to be:  
 

• Best practice data governance. 

• Cost control. 

• Quality assurance. 

• Assessment of future requirements and alternatives. 
 
In reality, and for reasons which are at the same time both understandable and 
inexplicable, few organisations have in place truly comprehensive strategies for 
managing market data through the contract life cycle.   
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4.5 Dollars & Data Sources (Exchanges): Balance & Profitability 
 
Exchanges do need to find balance in the fiduciary duty to be profitable (for 
those which are listed) and providing a fee based service which provides the 
data to promote trading. 
 
If exchanges price the market too high it reduces the overall pool of willing 
investors. This reduces the number of trades, which reduces the market data 
output, and the attractiveness of the exchange in the market place. 
 

• As at 7 April 2017 the Market Capitalisation of the 9 exchanges covered 
in this section, plus ICE totals US$166,974 Million. 

• CME with a market capitalisation of US$40,110 Million is the largest, 
followed by ICE at US$36,090 Million and HKEx at US$30,772 Million. 

• CME, ICE, and HKEx combined account for 64% of the total market 
capitalisation of these 10 exchanges. 

 

 
Source: Bloomberg 

 
Exchanges have not yet maximised their revenue potential for market data. 
There are new opportunities arising especially via ‘The Cloud’ which offers the 
opportunity to reach new markets via alternative distribution channels. There is 
also the development of new market data opportunities in terms of usage, 
especially in terms of leveraging the trading data they are sitting on.  
 
On the negative side of the ledger like the vendors, income from terminal fees 
are coming under pressure, however, unlike the vendors the exchanges are in 
a better place to take advantage of replacement income flows as we discussed 
in Section 4.3 Business Strategies for Data Sources (Exchanges).  
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While larger exchanges have moved on to the second generation business 
(enterprise wide usage), and even third generation business (new technologies 
and regtech), many exchanges remained fixated upon their terminal revenue 
flows. These are the exchanges not as exposed to global investment flows that 
drive the markets in the US, UK, Europe, Japan, Hong Kong, and Australia.  
 
The reasons are not hard to find, global investment flows bring sophistication, 
greater levels of market oversight, more demanding investors who require a 
wider range of market data used in more ways across their business than the 
domestic financial institutions in the rest of the world. 
 
For the larger exchanges any decline in terminal fees, while never welcome, 
are more than offset by the expansion in enterprise wide usage where data is 
flowing into trading applications, risk management systems, reporting services, 
and the plethora of other electronic applications. 
 
Inevitably, there is a correlation between the size of the exchange, the size of 
the market it services, the openness of that market to global financial institutions 
in both investment access, and technology access (think DMA), and the growth 
levels in market data usage.  
 
Market data flows drive business to the centre, i.e. the exchange, which then 
creates a virtuous circle of usage, because the greater the number of trades 
occurring on an exchange, the greater the amount of data created, which then 
is needed by the financial institutions to create the next trade, measure 
exposure, value a position and be reported.   
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Financial institutions in markets such as New York, London, Frankfurt, Hong 
Kong are high volume, high value, with multiple ways of accessing, ingesting, 
and re-distributing market data. All this information then becomes chargeable 
services defined by how it is used. 
 
The result is that as in classic economics demand drives the ability to command 
fees. For exchanges, the greater the level of institutional market share 
compared to retail, means the greater the ability for that exchange to charge 
fees as the institutions are forced to subscribe to the data in order to participate 
in the market and cater for a multiplicity of clients. They need Level 2 or Full 
Order Book data, and their systems hunger for market data feed.  
 
In comparison, most retail investors at most want or need Level 1 data, and 
even then, on a delayed basis. Even though these are very price sensitive 
clients that does not negate their value or impact. Locking out retail clients 
through charging too high fees is not only a cost deterrent to participation, it can 
be politically sensitive as well. 
 
The institutional/retail market balance is one exchanges are actually quite 
sensitive to, especially in markets such as Hong Kong, Malaysia, Romania, and 
Africa.  
 
Crystal Ball 
 

• Leading exchanges are more than just venues for transactions, they are 
becoming more involved in the decision making process through offering 
value added information services, as well as technology solutions. 

• This is moving them in the direction of becoming venue/vendor hybrids, 
which is not new, in OTC markets Bloomberg and Thomson Reuters 
have been these for many years. What is different is that many 
exchanges are the sole source of information, and while Bloomberg and 
Thomson Reuters compete to trade GB£, access to the source of say 
the Microsoft share price is far more limited. 

• Exchanges and data sources will seek more direct routes to clients, 
bypassing traditional market data vendors. This will be aimed at growing 
the market and margins but does introduce an element of competition 
that is more overt than before. 

• However, the symbiotic relationship between vendors and exchanges 
while coming under strain will not be broken because they both need 
each other, the exchanges for reach, the vendors for content. 

• Market data vendors will continue to have one advantage, that their 
aggregation of data means for many institutions access to exchange 
data is usually cheaper delivered by a vendor than going to the expense 
of buying direct and then having the necessary infrastructure in place. 

• For exchanges whose fees and policies are regulated, changing their 
business models in the age of the Cloud (and Uber) will prove a 
challenge. The process of change will raise issues of vested interest. 

• This could hold the development of some exchanges back, but 
paradoxically offer different set of opportunities by looking at the retail 
market in different ways. 


