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1. Executive summary

Financial institutions (FIs) have long sought a 
‘single view’ of their customers that enables 
analysts to access all the relevant information 
about an individual in one place. For many, a 
universal single view across all operations remains 
beyond reach, but a more integrated customer 
view – one that unifies pertinent information 
into a single-access system and interface – is 
now achievable.

Know Your Customer (KYC) is an entity-centric 
process that requires and produces large volumes 
of information on each customer. As such, it can 
form a useful foundation on which to develop an 
integrated view, serving not only financial crime 
compliance but other areas of the business 
too, in areas such as credit risk and customer 
relationship management. 

But achieving the single view will require careful 
thought and planning. To set its scope and design, 
FIs must consider the different KYC requirements 
of each business line, and develop a realistic scope 
and a straightforward data storage architecture. 
The roles of components – and services – in this 
will also be key.

For vendors hoping to sell into this evolving 
market, integration should be a top priority, as 
should deepening their services capabilities 
and – where feasible – augmenting their 
solutions through partnerships with 
complementary vendors. 

To explain the structure of the market this report 
uses Chartis’ RiskTech Quadrant®. The RiskTech 
Quadrant® uses a comprehensive methodology of 
in-depth independent research and a clear scoring 
system to explain which technology solutions meet 
an organization’s needs. The RiskTech Quadrant® 
does not simply describe one technology solution 
as the best risk-management solution; it has a 
sophisticated ranking methodology to explain 
which solutions would be best for buyers, 
depending on their implementation strategies.

In this report we feature the following vendors of 
KYC solutions: Accuity, AML Partners, Appway, 
Arachnys, BAE Systems, Bureau van Dijk (a 
Moody’s Analytics company), Equiniti, Fenergo, 
Fiserv, GBG, IBM, IHS Markit, iMeta, InfrasoftTech, 
Know Your Customer, KYC Global Technologies, 
LexisNexis Risk Solutions, Manipal Group, NICE 

1  Note that references to specific vendors within the text of this report do not constitute endorsements of their products by Chartis.

Actimize, Onfido, Oracle, Pegasystems Inc., Pitney 
Bowes, Quantexa, RDC, Refinitiv, SAS1

We aim to provide as comprehensive a view of the 
vendor landscape as possible within the context of 
our research. Note, however, that not all vendors 
we approached responded to our requests for 
briefings, and some declined to participate in this 
research.
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2. Market update

Toward the ideal: the integrated 
customer view

For some time, FIs have pursued a more 
integrated customer view – sometimes termed 
the ‘single view’ – for KYC. Such a view would 
maintain all information on a given entity in a single 
repository and expose it through a single interface. 
In the back end, a single database or structured 
federation of databases holds all relevant data, 
while at the front end KYC investigators access 
this information from a single interface.

For many institutions, an integrated view is 
something of a ‘holy grail’, reducing the time KYC 
analysts take to manually piece together required 
information – such as corporate structures or 
negative news items – from third-party sources. 
In addition, by storing necessary information in co-
located database tables or databases, an integrated 
view can make an FI’s KYC system more scalable. 
By integrating data storage and access, FIs can do 
more with less in their KYC operations.

What’s more, implemented sensibly, an 
integrated customer view can benefit FIs in parts 
of the business beyond KYC, in financial crime 
compliance and other operational areas. A single 
reference entity for KYC could help FIs identify 
transactions that represent potential money 
laundering or sanctions breaches, for example. By 
maintaining and updating a single source of truth 
around a customer’s identity and attributes, FIs can 
reduce false positives in their screening processes. 
And an extensible KYC customer infrastructure 
can also allow FIs to reuse data in non-compliance 
areas, notably product marketing and credit risk.

A long and winding road…

But developing the functionality required for a 
more integrated customer view has not proved 
easy, and the road to the ‘holy grail’ has been a 
long and difficult one.

• Five years ago FIs believed they could achieve 
a broad, integrated view spanning separate 
business lines, if they could overcome technical 
hurdles such as complex legacy infrastructure 
and data-ingestion difficulties. On the whole they 
were optimistic that new database structures 
such as Hadoop could provide centralized KYC 
and financial crime data lakes. 

• Two to three years ago, however, the technical 
obstacles were revealed to be far more 
challenging than firms had initially thought. A 
particular issue was the sheer volume and scale 
of the data amassed as information was collated 
from diverse business lines into a usable 
format. A disconnect often arose – between 
data systems’ ability to store large amounts of 
data, and the challenges firms faced in trying to 
extract that information from these systems at 
speed. These problems were compounded by 
FIs’ ‘compliance at all costs’ budgeting approach, 
and the requirement for KYC systems to remain 
online at all times, which forced FIs to scale back 
their most ambitious integration plans. 

• Today, with the advent of graph-based analytical 
techniques, and as FIs continue to digitalize 
their front and middle offices, they are more 
able to construct a usable and useful integrated 
customer view for KYC, with a more realistic 
scale and focus. 

KYC at the core of integration

At its heart, KYC is an entity-centric process 
that requires – and produces – large volumes 
of information about each customer. As such, it 
forms a foundation upon which FIs can develop an 
integrated view to serve business divisions outside 
KYC and more general financial crime compliance. 
A well-structured implementation of an integrated 
view will allow FIs to reuse KYC data in multiple 
areas. By deploying a single data store with a 
defined-access application programming interface 
(API), FIs can enable other risk and business 
functions within the firm to access KYC data for 
their own use. Figure 1 highlights the areas where 
KYC data is either required or can prove useful to 
other business processes, while Table 1 further 
delineates the benefits offered by KYC data in 
other areas of financial services operations.

Achieving the integrated view

On this basis then, how can FIs successfully 
implement an integrated customer view? First, 
they should ensure that they clearly define what 
they need before implementing it. They should:

• Adopt a simple architecture for KYC data 
storage. KYC infrastructures should employ 
clean systems with well-defined APIs that 
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enable access by KYC operations staff and any 
functions outside compliance that may benefit 
from ingesting KYC data. 

• Define a realistic scope. An overly ambitious 
KYC system that links together retail and 
corporate KYC may seem useful, but it risks 
sending analysts into warrens of information 
that can prove irrelevant to the task they want 
to achieve. Corporate registries, for example, 
are not likely to be relevant when onboarding 
a retail customer. Forcing analysts to inspect 
every individual’s possible connections to 
corporations will make the process less efficient 
and increase onboarding times. To improve 
analysts’ throughput and accuracy, FIs must 
ask the right questions – where can they unify 
workflow components? How will they integrate 
the necessary data repositories? What degree 
of efficiency gains do they project, and how 
will they gauge the project’s ultimate return on 
investment? If the obstacles to implementing a 
single view outweigh its projected gains, firms 
will be better off focusing on efficiencies within 
individual business lines, rather than attempting 
to provide a technological implementation which 
is more trouble than it’s worth.

But beware the business lines…

If they take a realistic approach, FIs can establish 
an integrated view that can save them time and 
money. But they must expend the necessary 
time and resources ahead of the project in order 
to guarantee its success. Importantly, data 
infrastructures for each business line should 
remain separate, with a common API governing 
data access by the front end. Separate analyst 
interfaces that make up the integrated view 
using the relevant data by business line (such as 
address history and risk score for retail customers, 
or ownership structure and negative news for 
corporate clients) will boost scalability and reduce 
unnecessary data flow.

With a standard interface format, FIs with complex 
KYC requirements can then implement custom 
views that integrate information across business 
lines for specific customer types or risk scores. 
This modular approach allows FIs to implement 
the integrated view in stages. It will also improve 
analyst workflow by displaying only relevant 
information on a customer rather than leading 
them down rabbit holes of unrelated data. 

To set the scope and design of any integrated 
view, FIs must consider the different KYC 
requirements of each business line (see Table 

2). Each business line’s respective integrated 
view must then account for these needs. At the 
back end, for example, a high-throughput data 
store is a necessary foundation for a retail KYC 
integrated view. At the front end, only corporate 
KYC and wealth management KYC interfaces need 
to display information about ultimate beneficial 
owners (UBOs).

Figure 1: Toward an integrated view (1): how KYC can prove useful to 
other parts of the business  

Front office

Customer relationship 
management

Marketing

Risk management/middle office

Credit risk

Fraud

AML

Back office

Contact history

Customer relationship
management

Customer information

Collections

Loan servicing

Collateral management

KYC

Payments

Source: Chartis Research

Table 1: Toward an integrated view (2): the benefits of KYC data to 
business processes 

Business process Benefits of KYC data 

Managing customer 
relationships; 
marketing

Cross-selling. By gaining insights into 
changes in a customer’s circumstances 
(change of address, for example), FIs may 
be able to cross-sell relevant products.

Anti-money 
laundering (AML); 
sanctions screening

Productivity. ‘Golden-source’ identities 
that provide a single enterprise-wide 
reference for each entity will reduce false 
positives and speed up investigations.

Credit risk Credit risk. Established corporate 
structures used by KYC may help FIs 
determine the default risk of interrelated 
entities.

Source: Chartis Research
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Table 2: Ensure the integrated view addresses the requirements of each business line

Business line KYC operations KYC requirements

Retail Front-office involvement is moderate, as sales 
staff have minimal contact with KYC operations. 
Increasingly, with digitalization, retail IT has both 
improved in quality and become more central to 
the running of retail banking operations.

Architecturally, retail IT has improved, and more 
state-of-the-art infrastructure has emerged in the 
past four to five years. Most purchasing decisions 
for retail components now involve significant tests 
of technology with FIs insisting on examining 
system performance and testing vendor’ claims. 
Historically, retail has had a moderate record of 
outsourcing, even though many retail processes 
have been industrialized and separated out (call-
centers, for example, and complaint management 
systems). 

Scalability – need to handle large 
numbers of customers.

High throughput – need to onboard, 
monitor, and offboard many accounts 
concurrently. 

Individual identification – must 
authenticate individuals using 
documents and/or physical 
characteristics and/or digital behavior 
(e.g., typing cadence, IP address, mouse 
motion, etc.).

Corporate No front-office involvement. Highly fragmented 
IT environment; can become extremely complex, 
with each stage requiring a separate, independent 
system. 

A strong history of outsourcing – the back office 
is not seen as central to revenue generation, and 
corporate and investment banking units are highly 
revenue-focused. 

Entity mapping – need to map corporate 
structures to identify sanctioned entities.

UBO registries – need to identify 
politically exposed persons (PEPs) and 
sanctioned individuals with controlling 
corporate interests.

KYX – Know Your Customer’s Customer, 
Know Your Customer’s Supplier, Know 
Your Customer’s Funder – to identify 
sanctioned entities engaged in business 
with the customer.

Wealth 
management

A high level of front-office involvement due to 
close client interactions. Wealth managers often act 
as chaperones of their clients’ wealth and need to 
manage the lifecycle of the entire process. These 
organizations tend to be small and relatively fluid, 
so their IT focus remains modest. Outsourcing has 
also remained modest as the relatively ad-hoc and 
fluid nature of the business prevents more formal 
outsourcing arrangements. 

Flexibility – need to serve wealthy 
individuals accustomed to rapid service. 

UBO registries – as above.

Know Your Customer’s Holdings – need 
to ensure that the customer does 
not hold an interest in a sanctioned 
corporation. 

Source: Chartis Research
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The ‘KYX’ family

The concept of KYC is rapidly gathering extensions, grouped under the collective term 
‘KYX’. This development reflects the growing importance that FIs place on identifying and 
understanding not only their direct customers, but also those customers’ related parties. Table 3 
delineates the different KYX categories, although it’s worth noting that adoption of these terms 
varies throughout the finance industry. KYCC, for example, is well-established, having been 
mandated by regulations in North America and Europe. Chartis also proposes the term ‘KYCH’ 
to delineate the distinct element of customer holdings in wealth management KYC.

Table 3: The KYX family of terms

KYX term Definition 

Know Your Customer’s Customer 
(KYCC)

Understanding the parties to which your client 
supplies goods and/or services. Relevant for 
corporate KYC.

Know Your Customer’s Supplier 
(KYCS)

Understanding the parties that supply your client 
with goods and/or services. Relevant for corporate 
KYC.

Know Your Customer’s Funder 
(KYCF)

Understanding the parties that supply your client 
with operating funds, or which hold ownership 
stakes in your client. Relevant for corporate and 
wealth management KYC.

Know Your Customer’s Holdings 
(KYCH)

Understanding the assets and corporate interests 
held by your client. Relevant for wealth management 
KYC.

Source: Chartis Research
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3. Vendor landscape

As we explored in the previous iteration of this 
update report2, the market for KYC solutions 
continues to move toward a component-centric 
model. Against this background vendors have 
proliferated, each offering a specific piece of the 
KYC stack or specializing in a specific area, and the 
market has fragmented along functional as well 
as business lines. Three broad groups of suppliers 
account for the bulk of KYC offerings:

• Component-focused vendors that specialize in 
providing one functional element of the KYC 
process, such as entity resolution or corporate 
registries.

• Business-line vendors that specialize in providing 
end-to-end KYC suites for niche operations, 
such as wealth management or retail KYC in 
developing economies.

• Enterprise financial crime vendors that provide 
KYC capabilities as part of a financial crime suite 
that may also encompass AML and anti-fraud 
capabilities. 

Table 4 illustrates changes in the vendor landscape 
in the past 12 months by vendor types – those 
selling KYC stack components or focused on 
business lines or enterprise systems. 

2  ‘Financial Crime Risk Management Systems: Know Your Customer; Market Update 2018’
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Table 4: How the KYC vendor landscape has changed since August 2018

Vendor type Market changes

Data The vendor landscape for data provision is broadly stable, although there have been some 
changes in the technology that vendors employ. Unstructured data is becoming more usable, 
albeit in relatively limited ways. So far this comes mainly in the form of processing and 
structuring scanned documents into standardized formats. FIs can then use these more easily for 
regulatory reporting and risk scoring, by assigning results to preconfigured fields and risk metrics. 

As for data provision, institutions are expanding the amount of data sources they are ingesting, 
and vendors have grown to accommodate this, often meeting specific requirements for different 
business lines. PEPs and negative news media are increasingly standardized parts of the KYC 
process, which used to focus mainly on sanctions and watchlist data. Many institutions now 
employ more bespoke data sets such as vessel identification (for trade finance/AML), device ID 
(for retail banking), and more exotic data sets such as marijuana-related businesses in the US 
(federal law prohibits federally chartered banks from conducting business with these firms, in 
conflict with state laws that permit the sale and distribution of marijuana). 

Data hubs/
consortia

Vendor-run data hubs/consortia have faced challenges, mainly around normalizing and 
universalizing data types – finding consensus on the optimal format has proven elusive. This 
has meant that institutions present in the consortia have tended to rely on their existing KYC 
management processes and have lessened their involvement in vendor-operated consortia. 
Service bureaus remain common data repositories, especially in the US market, but the idea of 
centralized vendor-driven data consortia lacks purchase.

Entity 
resolution

Specialized vendors continue to encroach on those that offer entity resolution packaged as part 
of a larger system. Specific graph analytics for managing entity resolution at scale continue to 
win market share in the high-volume, low complexity retail section of the market. Rich rules 
libraries for defining complex entities are effective in wholesale and corporate KYC areas. 

Workflow 
specialists

Progress in workflow and robotic process automation (RPA) has been relatively slow. The 
particular ‘holy grail’ in this area has been attempting to move RPA up the ‘complexity scale’, 
allowing the workflow to manage more and more complex tasks. However, employing systems 
such as machine learning (ML) to manage this process (training a workflow system on a user’s 
typical responses to automate their actions, for example) has proved more challenging than 
expected. Fundamentally, it is difficult to get replicable and explicable responses from these use 
cases. Instead, ML has been confined to a smaller number of use cases, including:  

• Data sifting (e.g., prioritizing negative news with sentiment analysis, or removing irrelevant 
results).

• Clustering before risk scoring (e.g., grouping entities with similar entities and applying varying 
risk thresholds, depending on the group).

• These capabilities are not necessarily exclusive to workflow vendors, however, and can be 
provided by specific analytics vendors or packaged providers. 

Business-line 
vendors

Specialized vendors are growing in areas such as wealth management. Vendors of retail KYC 
solutions have challenged incumbents by offering lightweight high-volume/low-cost systems to 
institutions with less complex requirements. 

Packaged KYC 
and enterprise 
financial 
crime solution 
providers

Generic packaged KYC vendors are proving insufficiently nimble, and can face challenges 
incorporating technological advances (such as graph analytics) into complex software suites. In 
addition, the inadaptability of these systems can hamper data reuse in non-KYC/non-financial 
crime compliance functions.

Source: Chartis Research
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The growing influence of 
services

The complexity and diversity of this market 
has greatly increased the influence of service 
capabilities on vendors’ success. Service 
functions – whether provided by vendors or 
professional services firms – are the glue that 
binds together the necessary components of a 
KYC implementation. They play critical roles in the 
following three ways:

• Distribution partnerships. KYC components 
are often delivered ‘white-boxed’ inside a third-
party solution. Maintaining strong distribution 
channels is thus vital for component vendors, 
particularly those producing core elements such 
as entity resolution engines.

• Implementation arms/partnerships. Given the 
heterogeneity of FIs’ technical infrastructures, 
weaving components together into a full KYC 
stack requires deployment knowledge that some 
vendors may lack. Similarly, though to a lesser 
degree, packaged KYC solutions require some 
degree of customization to fit their environment. 
Larger vendors have built their in-house 
implementation capacities, while others have 
sought partnerships with professional services 
firms.

• Outsourcing (which itself comes in two types):

 o Business process outsourcing. BPO remains 
widespread among those FIs without in-house 
KYC staff.

 o Manual review. Manual review underpins 
much of the advanced analytics used for 
functions like identity verification. In cases of 
document verification where the automated 
result is not conclusive, a human worker 
may manually inspect document images and 
photographs. FI compliance departments 
do not want a percentage likelihood that a 
document and individual match – they want a 
conclusive yes/no decision that allows them 
to continue onboarding or close the process. 
For this reason, some vendors of solutions 
that use advanced analytics may involve a 
degree of outsourcing, employing services 
arms containing staff that manually check the 
documents that analytics cannot process. 
Good technology needs adequate explanation 
and well-planned implementation. And even 
the best technology today still relies on 
humans for the more difficult decisions.

New authentication techniques

In addition to onboarding and monitoring customers, FIs must 
authenticate them if, say, they request to send funds via online 
banking. This requires a form of entity resolution, but one tied 
to authenticating a given individual’s identity rather than one 
seeking to deduplicate multiple similar identities. 

Vendors are employing two new techniques for authentication:

• Digital identities hinge on the question of whether a person 
is acting as expected based on their past behavior with the 
account. They employ correlations between properties of 
a customer’s historical behavior and their digital behavior 
immediately prior to or during a request. Properties considered 
include IP address, web browser and request timing.

• Biometrics seek to answer the question ‘does this person look 
like the recognized identity tied to the account?’ They assess a 
user’s physical attributes against a stored reference generated 
and saved during onboarding to determine their ‘natural’ 
identity. Attributes analyzed may include facial characteristics, 
iris/retinal characteristics, and fingerprints. 

Combining digital identification with peer analysis can provide a 
further layer of authentication by detecting discrepancies between 
a user’s behavior and that deemed realistic for their demographic. 
For instance, is a user typing at a speed that can reasonably be 
expected of someone their age? If an 80 year-old’s account is 
accessed by someone typing at the speed of a 20 year-old, the 
user may not be who they claim.

However, analyzing the large amounts of data required for this 
process may prove challenging for those vendors without strong 
data analytics capabilities. Even if handled adequately, additional 
data may decrease the overall predictive capability because of 
overfitting, so FIs and vendors should investigate any spurious 
correlations that arise after incorporating new data sets. In 
addition, holding the necessary data – which can be personally 
identifiable information – may prove too legally risky.

The Chartis view: advice for 
vendors

Based on our analysis of the integrated customer 
view, and the vendor landscape, we offer the 
following advice to vendors negotiating the KYC 
space:

• Make integration a top priority. Vendors 
should ensure that their solutions integrate 
effectively with other KYC components. 
Similarly, vendors that offer packaged KYC/
enterprise financial crime suites should design 
clean, well-documented APIs that can integrate 
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easily with FIs’ core infrastructures. These 
connectors should be written using an ‘API for 
APIs’ – a single approach across the solution that 
gives all APIs a common structure and allows 
rapid extensibility to meet new requirements 
and exploit technical developments.

• Build internal services arms. Larger vendors 
should consider bolstering their in-house 
implementation teams. This investment is likely 
to make most sense if the vendor also sells 
other solutions for financial services and can 
benefit from a strong internal implementation 
team across its product portfolio.

• Develop and deepen services capabilities. 
Building strong relationships with professional 
services firms will help entrench a vendor’s 
solution in its partner’s ‘set-menu’ KYC 
implementation.

• Partner with other vendors. Specialists in one 
component should partner with complementary 
vendors to augment their solutions. A packaged 
KYC provider, for example, could partner with a 
vendor that specializes in data analytics to lower 
processing times and boost scalability. In the 
fragmented KYC market, competition requires 
cooperation.

Chartis RiskTech Quadrant® and 
vendor capabilities for KYC 
solutions, 2019

Figure 2 illustrates Chartis’ view of the vendor 
landscape for KYC solutions. Table 5 lists the 
completeness of offering and market potential 
criteria we used to assess the vendors. Table 6 
lists the vendor capabilities in this area. 
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Figure 2: Chartis RiskTech Quadrant® for KYC solutions, 2019
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Table 5: Assessment criteria for vendors of KYC solutions, 2019 

Completeness of offering Market potential

• Entity resolution

• Reporting and dashboarding

• KYC risk scores

• Customer profile enrichment with additional data

• Customer onboarding

• Workflow engine

• Customer satisfaction

• Market penetration

• Growth strategy

• Financials

• Business model

Source: Chartis Research
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Table 6: Vendor capabilities for KYC solutions, 2019
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Accuity * ** *** **** * **

AML Partners * *** *** ** ** ***

Appway * **** ** ** **** **

Arachnys *** ** **** *** * ****

BAE Systems * *** ** ** *** ***

Bureau van Dijk† * ** ** * ** **

Equiniti * **** **** **** * *

Fenergo **** *** ** ** **** **

Fiserv ** **** * **** * *

GBG ** ** ** *** **** **

IBM * ** * *** **** ****

IHS Markit * ** ** **** * *

iMeta **** **** **** ** **** **

InfrasoftTech ** *** *** * *** ***

Know Your Customer * * * **** * *

KYC Global Technologies * ** ** ** * **

LexisNexis Risk Solutions ** **** ** **** * *

Manipal Group * ** ** * ** **

NICE Actimize ** ** *** ** ** ****

Onfido ** * * ** ** *

Oracle ** * * **** *** **

Pegasystems Inc. ** * **** ** **** ****
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Pitney Bowes **** ** * **** * *

Quantexa **** ** * * * *

RDC * * ** **** *** **

Refinitiv * ** ** **** **** *

SAS *** ** ** ** ** **

† A Moody’s Analytics company 
Key: **** = Best in class capabilities; *** = Advanced capabilities; ** = Meets industry requirements; * = Partial coverage/component capability 
Source: Chartis Research 
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Chartis’ research clients include leading financial 
services firms and Fortune 500 companies, leading 
consulting firms, and risk technology vendors. The 
risk technology vendors that are evaluated in the 
RiskTech Quadrant® reports can be Chartis clients 
or firms with whom Chartis has no relationship. 
Chartis evaluates all risk technology vendors using 
consistent and objective criteria, regardless of 
whether or not they are a Chartis client.

Where possible, risk technology vendors are given 
the opportunity to correct factual errors prior to 
publication, but cannot influence Chartis’ opinion. 
Risk technology vendors cannot purchase or 
influence positive exposure. Chartis adheres to the 
highest standards of governance, independence, 
and ethics.

Inclusion in the RiskTech 
Quadrant®

Chartis seeks to include risk technology vendors 
that have a significant presence in a given target 
market. The significance may be due to market 
penetration (e.g. large client-base) or innovative 
solutions. Chartis does not give preference to its 
own clients and does not request compensation 
for inclusion in a RiskTech Quadrant® report. 
Chartis utilizes detailed and domain-specific 
‘vendor evaluation forms’ and briefing sessions 
to collect information about each vendor. If a 
vendor chooses not to respond to a Chartis vendor 
evaluation form, Chartis may still include the 
vendor in the report. Should this happen, Chartis 
will base its opinion on direct data collated from 
risk technology buyers and users, and from publicly 
available sources.

Research process

The findings and analyses in the RiskTech 
Quadrant® reports reflect our analysts’ considered 
opinions, along with research into market trends, 
participants, expenditure patterns, and best 

practices. The research lifecycle usually takes 
several months, and the analysis is validated 
through several phases of independent verification. 
Figure 3 below describes the research process.

Figure 3: RiskTech Quadrant® research process 

Identify research topics

• Market surveys
• Client feedback
• Regulatory studies
• Academic studies
• Conferences
• Third-party information sources

Select research topics

• Interviews with industry experts
• Interviews with risk technology buyers
• Interviews with risk technology vendors
• Decision by Chartis Research Advisory Board

Data gathering

• Develop detailed evaluation criteria
• Vendor evaluation form
• Vendor briefings and demonstrations
• Risk technology buyer surveys and interviews

Evaluation of vendors and 
formulation of opinion

• Demand and supply side analysis
• Apply evaluation criteria
• Survey data analysis
• Check references and validate vendor claims 
• Follow-up interviews with industry experts

Publication and updates

• Publication of report
• Ongoing scan of the marketplace
• Continued updating of the report

Source: Chartis Research

4. Appendix A: RiskTech Quadrant® methodology

Chartis is a research and advisory firm that provides technology and business advice to the global 
risk management industry. Chartis provides independent market intelligence regarding market 
dynamics, regulatory trends, technology trends, best practices, competitive landscapes, market 
sizes, expenditure priorities, and mergers and acquisitions. Chartis’ RiskTech Quadrant® reports 
are written by experienced analysts with hands-on experience of selecting, developing, and 
implementing risk management systems for a variety of international companies in a range of 
industries including banking, insurance, capital markets, energy, and the public sector. 



© Copyright Infopro Digital Services Limited 2019. All Rights Reserved18 | Know Your Customer: Market Update and Vendor Landscape, 2019

Chartis typically uses a combination of sources to 
gather market intelligence. These include (but are 
not limited to):

•  Chartis vendor evaluation forms. A detailed 
set of questions covering functional and non-
functional aspects of vendor solutions, as 
well as organizational and market factors. 
Chartis’ vendor evaluation forms are based on 
practitioner level expertise and input from real-
life risk technology projects, implementations, 
and requirements analysis.

•  Risk technology user surveys. As part of its 
ongoing research cycle, Chartis systematically 
surveys risk technology users and buyers, 
eliciting feedback on various risk technology 
vendors, satisfaction levels, and preferences.

•  Interviews with subject matter experts. Once 
a research domain has been selected, Chartis 
undertakes comprehensive interviews and 
briefing sessions with leading industry experts, 
academics, and consultants on the specific 
domain to provide deep insight into market 
trends, vendor solutions, and evaluation criteria.

•  Customer reference checks. These are 
telephone and/or email checks with named 
customers of selected vendors to validate 
strengths and weaknesses, and to assess post-
sales satisfaction levels.

•  Vendor briefing sessions. These are face-to-
face and/or web-based briefings and product 
demonstrations by risk technology vendors. 
During these sessions, Chartis experts ask in-
depth, challenging questions to establish the real 
strengths and weaknesses of each vendor.

•  Other third-party sources. In addition to the 
above, Chartis uses other third-party sources of 
information such as conferences, academic and 
regulatory studies, and collaboration with leading 
consulting firms and industry associations.

Evaluation criteria

The RiskTech Quadrant® (see Figure 4) evaluates 
vendors on two key dimensions:

1. Completeness of offering

2. Market potential

Figure 4: RiskTech Quadrant® 
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Best of breed Category leaders

Point solutions Enterprise solutions

Source: Chartis Research

We develop specific evaluation criteria for 
each piece of quadrant research from a broad 
range of overarching criteria, outlined below. By 
using domain-specific criteria relevant to each 
individual risk, we can ensure transparency in our 
methodology, and allow readers to fully appreciate 
the rationale for our analysis. 

Completeness of offering

•  Depth of functionality. The level of 
sophistication and amount of detailed features in 
the software product (e.g. advanced risk models, 
detailed and flexible workflow, domain-specific 
content). Aspects assessed include: innovative 
functionality, practical relevance of features, 
user-friendliness, flexibility, and embedded 
intellectual property. High scores are given to 
those firms that achieve an appropriate balance 
between sophistication and user-friendliness. In 
addition, functionality linking risk to performance 
is given a positive score.

•  Breadth of functionality. The spectrum of 
requirements covered as part of an enterprise 
risk management system. This will vary for 
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each subject area, but special attention will 
be given to functionality covering regulatory 
requirements, multiple risk classes, multiple 
asset classes, multiple business lines, and 
multiple user types (e.g. risk analyst, business 
manager, CRO, CFO, Compliance Officer). 
Functionality within risk management systems 
and integration between front-office (customer-
facing) and middle/back office (compliance, 
supervisory, and governance) risk management 
systems are also considered.

•  Data management and technology 
infrastructure. The ability of risk management 
systems to interact with other systems and 
handle large volumes of data is considered to 
be very important. Data quality is often cited 
as a critical success factor and ease of data 
access, data integration, data storage, and 
data movement capabilities are all important 
factors. Particular attention is given to the use 
of modern data management technologies, 
architectures, and delivery methods relevant to 
risk management (e.g. in-memory databases, 
complex event processing, component-based 
architectures, cloud technology, software-as-a-
service). Performance, scalability, security, and 
data governance are also important factors.

•  Risk analytics. The computational power of the 
core system, the ability to analyze large amounts 
of complex data in a timely manner (where 
relevant in real time), and the ability to improve 
analytical performance are all important factors. 
Particular attention is given to the difference 
between ‘risk’ analytics and standard ‘business’ 
analytics. Risk analysis requires such capabilities 
as non-linear calculations, predictive modeling, 
simulations, scenario analysis, etc.

•  Reporting and presentation layer. The ability 
to present information in a timely manner, the 
quality and flexibility of reporting tools, and ease 
of use are important for all risk management 
systems. Particular attention is given to the 
ability to do ad-hoc ‘on-the-fly’ queries (e.g. 
what-if-analysis), as well as the range of ‘out-of-
the-box’ risk reports and dashboards.

Market potential

•  Business model. Includes implementation 
and support and innovation (product, business 
model and organizational). Important factors 
include size and quality of implementation team, 
approach to software implementation, and post-
sales support and training. Particular attention is 
given to ‘rapid’ implementation methodologies 
and ‘packaged’ services offerings. Also evaluated 
are new ideas, functionality and technologies 
to solve specific risk management problems. 
Speed to market, positioning, and translation 
into incremental revenues are also important 
success factors in launching new products.

• Market penetration. Volume (i.e. number of 
customers) and value (i.e. average deal size) are 
considered important. Rates of growth relative 
to sector growth rates are also evaluated. Also 
covers brand awareness, reputation, and the 
ability to leverage current market position to 
expand horizontally (with new offerings) or 
vertically (into new sectors).

• Financials. Revenue growth, profitability, 
sustainability, and financial backing (e.g. the ratio 
of license to consulting revenues) are considered 
key to scalability of the business model for risk 
technology vendors.

• Customer satisfaction. Feedback from 
customers is evaluated, regarding after-sales 
support and service (e.g. training and ease of 
implementation), value for money (e.g. price 
to functionality ratio) and product updates (e.g. 
speed and process for keeping up to date with 
regulatory changes).

•  Growth strategy. Recent performance is 
evaluated, including financial performance, 
new product releases, quantity and quality of 
contract wins, and market expansion moves. 
Also considered are the size and quality of 
the sales force, sales distribution channels, 
global presence, focus on risk management, 
messaging, and positioning. Finally, business 
insight and understanding, new thinking, 
formulation and execution of best practices, and 
intellectual rigor are considered important.
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Quadrant descriptions

Point solutions 

• Point solutions providers focus on a small 
number of component technology capabilities, 
meeting a critical need in the risk technology 
market by solving specific risk management 
problems with domain-specific software 
applications and technologies.

• They are often strong engines for innovation, 
as their deep focus on a relatively narrow 
area generates thought leadership and 
intellectual capital.

• By growing their enterprise functionality and 
utilizing integrated data management, analytics 
and BI capabilities, vendors in the point solutions 
category can expand their completeness of 
offering, market potential and market share.

Best-of-breed

• Best-of-breed providers have best-in-class point 
solutions and the ability to capture significant 
market share in their chosen markets. 

• They are often distinguished by a growing 
client base, superior sales and marketing 
execution, and a clear strategy for sustainable, 
profitable growth. High performers also have a 
demonstrable track record of R&D investment, 
together with specific product or ‘go-to-market’ 
capabilities needed to deliver a competitive 
advantage.

• Focused functionality will often see best-of-
breed providers packaged together as part of 
a comprehensive enterprise risk technology 
architecture, co-existing with other solutions.

Enterprise solutions

• Enterprise solutions providers typically offer 
risk management technology platforms, 
combining functionally-rich risk applications with 
comprehensive data management, analytics 
and BI.

• A key differentiator in this category is the 
openness and flexibility of the technology 
architecture and a ‘toolkit’ approach to 
risk analytics and reporting, which attracts 
larger clients.

• Enterprise solutions are typically supported 
with comprehensive infrastructure and service 

capabilities, and best-in-class technology 
delivery. They also combine risk management 
content, data and software to provide an 
integrated ‘one-stop-shop’ for buyers. 

Category leaders

• Category leaders combine depth and breadth of 
functionality, technology and content with the 
required organizational characteristics to capture 
significant share in their market. 

• Category leaders demonstrate a clear strategy 
for sustainable, profitable growth, matched 
with best-in-class solutions and the range and 
diversity of offerings, sector coverage and 
financial strength to absorb demand volatility in 
specific industry sectors or geographic regions.

• Category leaders will typically benefit from 
strong brand awareness, global reach and strong 
alliance strategies with leading consulting firms 
and systems integrators.
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For risk technology buyers 

If you are purchasing risk management software, 
Chartis’s vendor selection service is designed to 
help you find the most appropriate risk technology 
solution for your needs. 

We monitor the market to identify the strengths 
and weaknesses of the different risk technology 
solutions, and track the post-sales performance 
of companies selling and implementing these 
systems. Our market intelligence includes 
key decision criteria such as TCO (total cost of 
ownership) comparisons and customer satisfaction 
ratings.

Our research and advisory services cover a range 
of risk and compliance management topics such 
as credit risk, market risk, operational risk, GRC, 
financial crime, liquidity risk, asset and liability 
management, collateral management, regulatory 
compliance, risk data aggregation, risk analytics 
and risk BI.

Our vendor selection services include:

• Buy vs. build decision support.

• Business and functional requirements gathering.

• Identification of suitable risk and compliance 
implementation partners.

• Review of vendor proposals.

• Assessment of vendor presentations and 
demonstrations.

• Definition and execution of Proof-of-Concept 
(PoC) projects.

• Due diligence activities.

For risk technology vendors

Strategy

Chartis can provide specific strategy advice for risk 
technology vendors and innovators, with a special 
focus on growth strategy, product direction, go-
to-market plans, and more. Some of our specific 
offerings include:

• Market analysis, including market segmentation, 
market demands, buyer needs, and competitive 
forces.

• Strategy sessions focused on aligning product 
and company direction based upon analyst data, 
research, and market intelligence.

• Advice on go-to-market positioning, messaging, 
and lead generation.

• Advice on pricing strategy, alliance strategy, and 
licensing/pricing models.

Thought leadership

Risk technology vendors can also engage Chartis 
to provide thought leadership on industry trends in 
the form of in-person speeches and webinars, as 
well as custom research and thought-leadership 
reports. Target audiences and objectives range 
from internal teams to customer and user 
conferences. Some recent examples include:

• Participation on a ‘Panel of Experts’ at a global 
user conference for a leading Global ERM 
(Enterprise Risk Management) software vendor.

• Custom research and thought-leadership paper 
on Basel 3 and implications for risk technology.

• Webinar on Financial Crime Risk Management.

• Internal education of sales team on key 
regulatory and business trends and engaging 
C-level decision makers.

5. How to use research and services from Chartis

In addition to our flagship industry reports, Chartis offers customized information and consulting 
services. Our in-depth knowledge of the risk technology market and best practice allows us to 
provide high-quality and cost-effective advice to our clients. If you found this report informative 
and useful, you may be interested in the following services from Chartis. 
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Financial Crime Risk 
Management Systems: 
Know Your Customer; 
Market Update 2018

Financial Crime Risk 
Management Systems: 
Enterprise Fraud; Market 
Update and Vendor 
Landscape, 2019

Financial Crime Risk 
Management Systems: 
AML and Watchlist 
Monitoring; Overview and 
Vendor Landscape, 2019

Cyber Risk Quantification 
Solutions, 2019: Market 
and Vendor Landscape

Artificial Intelligence in 
Financial Services, 2019: 
Demand-Side Analysis

Model Validation Solutions, 
2019: Overview and 
Market Landscape

For all these reports, see www.chartis-research.com

6. Further reading

http://www.chartis-research.com

