neufvftytools to. For example, as a result
of its merger with the Franco-Benelux cash
‘and derivatives exchange Euronext, Liffe
is currently assessing the 17 ISVs offering
connectivity to its API with the view to es-
tablishing a three-tier hierarchy based on
their respective functionalities.

This rating system is being developed
ostensibly for the benefit of Liffe members,
who in future will be able to select an ISV

 based on functionality. It is likely howev-
that first-tier ISVs will see an increase

guarantee your survival unnl the
‘nextround of funding. The future demand
~ forISV services is unlikely to depend sole-

Iy on basic connectivity, but more on
‘value-added services’, which are fast be-
coming the new industry buzzwords.
~ Morgan's Wood explains: “In our experi-

—

on' to systems providing the func-
to formulate and execute ‘trade
leas’. We feel that the ISV needs to be
headin g in that direction — not just bridg-
the gap between the client and the

et, but also bridging the gap between
origination of an idea and the trade.

truggle to compete.”
Inan industry that is so technologically
keeping ahead of the competition,

e. The cost of developing new
. upgrading existing applications
ing the necessary support team
after the clients’ interests is a huge
dnin of financial resources. “I's quite
e to develop these gateways so that
ers can access markets and execute
orders,” says Malcolm Donaldson,
ging director for London and north-
n Europe of French-based ISV, GL
“What is difficult is to maintain that
because you constantly have to
your software and support a
: team.”
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termlnal consolidation

are shifting to electronic platforms are seeing their trading volu
und bounty of revenues is not trickling down to the exchange
among whom a shake-out is imminent. By Victor Anderson

“Technology in this space is not cheap.”
says Woods. “ISVs without the ability to
keep up with the pace of development will
suffer as their financial success is reflected
by whether or not they are meeting the
brokerage community’s demands in terms
of the functions they offer and the ex-
changes they have connectivity 10.”

Indeed, in the wake of the dot.com
bust, clients are beginning to scrutinise ISV
bottom lines more closely in order to mit-
igate the potential risk of being left strand-
ed by a company heading for Chapter 11
territory. “Part of our ‘white label agree-
ment with JP Morgan Chase to re-distrib-

ute our products and services to their
clients was decided by the fact that we're
likely to be around in a few years time sup
plying that technology,” explains Donald-
son. But as a number of service providers
will testify,
clout to ensure one’s long-term presence
in the industry is only half the challenge

“ISVs will need financial security to
carry them forward to profitability
Chris Stone, managing director of London-
based ISV, FFastFill
need the product range to diversify their

enjoying sufficient financial

says
“To get there they will
revenue streams and not just the initial

idea that the business model was based

on = multiple screen selling
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Alison Wood, JP
Morgan Chase:
Clients want to
execute ‘trade ideas’
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