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The slides presented here are extracts from larger presentations, consequently some will appear out of context. They
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Add: Advanced decision data ™ i .;7?5’

+ Client Insight + Competitor Intelligence + Customer Satisfaction + Company Value

KEY USER REQUIREMENTS AND COMPETITOR RATINGS
EQUITIES
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Advanced —
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illustrates, for
your sales ) ) o
teams, the » Bloomberg and Reuters dominate the Equities space by satisfying the most requirements and
areas of offering local language interfaces, but vendors in Japan, Korea and Australia earn the client

immediate due to lower price or deeper local instrument coverage
\ advantage. / » The inability to deliver in a local language (non-English) user interface constricts growth

opportunities, particularly in China where needs are not being met by the current players
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