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More Than
Portfolio Management and

Investment Accounting Systems
Traditional “Software” Companies Offfer

Market Data, Too
By: Lanra Castle and Steven M. Kendus

If you’ve already decided that managing your
firm’s portfolios and accounting for your or-
ganization’s investments are best done with a
comprehensive, specialized software pack-
age, why not use a comprehensive, special-
ized source for obtaining all of your organi-
zation’s referential data?

In many cases, financial organizations need
to look no further than to their portfolio man-
agement and investment accounting software
providers for their referential data. Offering
value-added services, many of
these software providers also of-
fer complete spectrums of refer-

“Your organization

Furthermore, after the initial data contracts
and feeds are established, additional time
may need to be allocated for periodic con-
tract review, maintenance of system inter-
faces, and validation of data.

Rather than wasting needed resources on the
logistical tasks surrounding procurement of
market data, allow your employees to focus
on tasks that can directly affect your bottom
line. Entrust your portfolio management soft-
ware provider with finding and supplying
your organization with the right
market data that fits your business
needs and meets your budget.
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Public treasuries, investment
managers, pension funds, family

offices, and most other financial organiza-
tions typically need referential data that is
served by disparate data providers. Often, a
single vendor cannot provide all of the data
an organization needs to maintain its portfo-
lios, and consequently an organization’s staff
members must spend countless hours re-
searching data providers, possibly writing
RFPs to find the best vendors, choosing and
negotiating contracts with multiple vendors,
and finally translating the referential data into
useful formats that can be loaded into the
resident portfolio management and account-
ing system (or systems, in some cases).
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mats into usable feeds. After all,
your software provider is already
familiar with the types of data
your organization needs, and they
are intimately familiar with the
interfaces and corresponding data formats
that are needed to directly import data into
their systems. What’s more, the software pro-
vider usually has the leverage to negotiate
more competitive contracts because of the
overall volume of data they purchase.

Your organization will ultimately benefit and
save money by allowing a single point of
contact (who you already trust and have a
contract with) to negotiate with multiple ven-
dors at once so that it can act as a large-scale
reseller of referential data to your organiza-
tion.
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With the industry’s movement toward con-
solidation and streamlining of business op-
erations, it only makes sense to first consider
businesses with whom your organization has
existing relationships before entering into
purchasing agreements for products and ser-
vices related to portfolio management and
investment accounting.

As software vendors continue to move away
from traditional, product-focused environ-
ments and toward solution-driven environ-
ments, they will look to add more services
that are attractive to their clients. Market data
feeds, as well as outsourced financial report-
ing, accounting, reconciliation, and perform-
ance measurement, are all services that many
software companies now provide.
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