
The Single Dealer Platform 
(SDP) has come a long way 
since the early Nineties and if 
the past 20 years are anything 
to go by, they will continue to 
develop, perhaps at a faster 
rate as the technology available 
improves and lowers the barrier 
to entry, and client demands 
and the regulatory environment 
continue to shape the offerings.

What is central to the concept, 
and continued survival, of SDPs 
is the bank/client relationship 
for while MiFID, Dodd-Frank, 
the introduction of swap 
execution facilities (SEFs) and 
other new regulatory programs 
have impacted the grey 
areas of price discovery and 
execution, negating the price 
differentiation an institution can 
offer through its SDP, this has 
simply increased the focus on 
servicing that relationship, and 
adding value. With the growing 
demand for a single point of 

entry across the different assets 
and products, banks are now 
unifying and simplifying their 
e-trading delivery, and in most 
cases using browser-based 
technology to do this.

Wells Fargo Bank offers a 
multi-channel e-Commerce 
offering made up of SDPs, 
multi-dealer platforms and 
direct system connections 
between Wells Fargo and its 
wide range of customers. Its 
SDP is still a very important part 
of its e-Commerce offering and 
the bank continues to invest in 
providing services to clients via 
the interface of the Wells Fargo 
application, Foreign Exchange 
Online, which is part of the 
Wells Fargo corporate banking 
portal, Commercial Electronic 
Office. 

Stephen Godfrey, Head of FX 
e-Commerce at Wells Fargo 
Bank, says that while its client 

base has differing needs, 
depending on the market 
segment, there is a lot of 
commonality in the services the 
bank provides, so they can share 
some infrastructure, while still 
delivering unique services to 
specific customer segments.

MORE THAN PRICE 
DISCOVERY
While fair pricing is important, 
both the customer and the 
provider need to feel the pricing 
is fair and comfortable with 
how the pricing was developed 
and applied, whether it is 
the provision of transaction 
history with time-stamps or 
accommodating a market data 
request, Godfrey believes it is 
just one piece of the overall 
offering. He says: “Much of 
what customers need is not 
just price discovery but the 
processing benefits they can 
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Multi-channel, multi-asset and multi-dealer: The Single 
Dealer Platform  continues to evolve. To discover 
more, Frances Faulds talks to two leading FX providers 
to see how they are adapting their e-commerce 
offerings to the changing landscape in FX.
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get from doing transactions 
online – this could be reporting, 
security, or variable workflows 
with user entitlements to 
manage how many people 
must touch a transaction 
before it is executed or money 
is sent. We also have quite a 
number of clients that use our 
platform to make payments, 
so there is functionality around 
payment management, stored 
beneficiary information and 
the ability to upload files 
of payments to efficiently 
enter multiple transactions 
at the same time.”

All these features can be 
managed in whatever 
workflow or model 
clients want to use, 
says Godfrey  “After the 
transaction is completed 
they need to report on it, 
and they may have some 
of their own compliance 
requirements, for which we 
can provide them with data. 
Our view is that the real value 
proposition of our platform 
extends much beyond its role as 
a price discovery tool,” he says.

For Godfrey, the main goal 
is to help customers become 
more effective. A lot of time 
that means achieving greater 
efficiency, and processing 
transactions more efficiently. 
“The vast majority of our 
customers need an online 
application for some of their 
transactions. Anything that is 
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routine can probably be done 
more efficiently using an online 
tool, because we have designed 
some workflows to make it 
efficient, plus we save all of 
their information making the 
next repetitive transaction that 
much easier,” he adds.

Wells Fargo’s e-Commerce 
offering is multi-channel. 
Alongside the user interface 
applications are system 
integration tools since it 
can be more efficient for a 
customer to send Wells Fargo 
their transaction requests 
electronically rather than having 
to re-key anything.

However, Godfrey says that 
not all transactions lend 
themselves to being processed 
just through the e-channel 
and the Wells Fargo e-offering 
is complementary to the 
voice offering and acts as an 
integrated service. “Some 
customers need to talk with a 
salesperson when they want 
to discuss strategy or need 
guidance on best practices 
when executing a large deal, 
or to understand the risk of 

new markets and managing 
cash in regulated currencies. 
This service is best delivered 
by a sales person, even if the 
transaction is actually done 
online. Any transaction that is 
done over the phone is visible 
to the client online and any 
post-transaction processing or 
reporting can be done online,” 
he says.

INTEGRATION TOOLS
According to Godfrey a 
number of customers do some 
transactions online and a 
portion through voice; there 
are some who execute on the 
desk but then use the online 
application for some part of 
lifecycle management, which 
is possible because the bank 
presents all transactions, from 
all channels, back to the client 
through the online portal. 
Using the system integration 
tools, most of the transactions 
can be managed through the 

online portal and Wells Fargo 
ensures that all three delivery 
mechanisms – voice, the SDP 
and any systems connections 
to Wells Fargo – are seamlessly 
integrated, co-ordinated and 
allow clients to choose which 
transaction to send to which 
channel depending on what 
their goals are.

A large number of financial 
institutions integrate with 
Wells Fargo to support their 

Single Dealer Platforms

Stephen Godfrey

 “Much of what customers need is not just price 
discovery but the processing benefits they can get from 
doing transactions online – this could be reporting, 
security, or variable workflows with user entitlements...”

Both the customer and the provider need to feel the pricing is fair
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clients using their own in-
house systems.  When they 
need a currency transaction 
to support that service, rates 
and other foreign currency 
and global cash management 
services are provided by Wells 
Fargo using a combination of 
online tools or direct systems 
integration. Another integration 
mechanism is via SWIFT since 
Wells Fargo supports a range 
cash management and foreign 
exchange services over this 
network.

Godfrey says: “We need to be 
providing value to customers; 
we need to understand what 
our customers are trying to 

accomplish and how we can 
help them do that. As long as 
this is the value proposition I 
think that SDPs will play a very 
important role, and it should be 
seen as a lot more than price 
discovery. Multi-dealer platforms 
also need to consider their 
value proposition beyond price 
discovery because if that is the 
only service that is provided it is 
hard to differentiate and remain 
relevant in this market.”

TRANSACTION 
PROCESSING
For Godfrey, it is about 
understanding the entire 
lifecycle of the trade and 
understanding why customers 

Single Dealer Platforms

are doing the transaction in 
the first place, so that Wells 
Fargo can assist them in 
that initial phase of setting 
strategy. He says: “We have a 
team in the risk management 
group to help customers 
understand their currency 
and interest rate exposure 
and then what hedges might 
be appropriate, given their 
underlying exposure. Similarly, 
we have customers who are 
looking for best practices 
around transaction processing 
and we consider assisting 
them with these questions as 
value-added services that are 
a very important part of the 
relationship. There is still a 
need for this, even in the digital 
world. It extends beyond just 
the electronic foreign exchange 
team and it drives what we do 
and ensures we are investing 
in assisting clients as part as an 
overall banking relationship.”

With the focus of banks on the 
client’s differing needs, the size 
and sophistication of the target 
market will always determine 
the form of the offering 
developed. DBS Bank’s state-of-
the-art FX platform, DealOnline, 
offers companies competitive 
pricing, transparency and 
efficient execution across more 
than 20 currencies, and provides 
access to FX and forward rates 
up to a year in advance. 

Peter Soh, Managing Director, 
Foreign Exchange & International 
Locations at DBS Bank in 
Singapore says that the bank 

Some customers still need 
to talk with a salesperson
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has taken several initiatives 
to sharpen its e-FX offering 
including internally improving on 
post trade and real-time trading 
activity, MIS data mining as well 
as providing trade cost analysis 
to provide more accurate pricing 
and higher fill ratios. Additionally,  
he says, the bank as been 
embedding post trade affirmation 
and trade reporting workflows, 
continuing ongoing efforts to 
reduce latency by upgrading 
systems and co-locating closer to 
execution venues, and moving 
towards greater use of cloud-
based applications to increase 
scalability. 

One of the biggest challenges 
in the highly competitive SDP 
space is the need to keep up 
with the global ‘flow monsters’ 

but there is an upside to this, in 
that the larger banks are in fact 
creating a influx of e-trading 
talent into the FX market. 
Says Soh: “There is definitely 
a large pool of talent out 
there. However there are still 
challenges in finding the most 
suitable candidate, at the right 
cost. More often than not, these 
talents from the global players 
tend to be very specialised and 
costly. On the other hand, banks 
in the region are just starting 
out and require an ‘all-rounder’ 
(talents with hybrid skills) 
instead.”

SERVING THE SMEs
As competition, and levels 
of sophistication amongst 
users, grows, many banks are 
stepping up their game with the 

provision of TCA tools, some 
using live mid-rates or disclosing 
the spread of prices from the 
independent mid-rate, in order 
to give their clients greater 
confidence to trade on the 
bank’s SDP. 

For Soh, the need to offer 
such tools depends on the 
sophistication of the clients. He 
says: “Our current strategy is to 
target the small and medium-
sized enterprises, which are less 
contested by the big players. 
With that in mind, we are 
consistently offering feature 
upgrades, like charting, price 
alerts, research etc, that are 
features normally offered to the 
larger clients. Further additional 
features, such as trade analytics, 
are in the pipeline.”

What is central to the concept of SDPs  
is the bank/client relationship
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In terms of offering fully 
integrated transaction capability 
along side FX, Soh says that 
DealOnline is currently available 
either as a standalone platform 
or part of the bank’s transaction 
banking platform, IDEAL. 
“This is to ensure we provide 
a complete customer journey 
from start to end. As part of 
our digitisation efforts, we have 
also recently launched a mobile 
version, IDEAL Mobile, as part of 
DBS IDEAL 3.0, a new banking 
platform, with a user-friendly 
interface, designed to meet all 
the corporate online banking 
needs,” Soh adds.

Soh also believes that there 
could be opportunities for 
banks to rework and strengthen 
relationships with asset 
managers, following the recent 
‘unbundling’ of research from 
execution, by providing more 
differentiation and quality of 

research in specific areas of 
strength. He says: “Different 
strategies could be adopted 
in research funding (crowd-
funding), and with greater 
transparency with our research 
pricing structures. Asset 
managers may increase their 
scrutiny in their buying process 
to ensure good value of their 
purchases.”

IMPROVING THE USER 
EXPERIENCE
Furthermore, with the 
continuation of e-enablement 
by top tier institutions, and 
with the second tier banks and 
regional players joining the 
bandwagon, Soh says that as 
trading desks continue to shrink 
and the ever increasing flow of 
trading talent permeating the 
buy-side markets, it is increasing 
the demand for ‘sales trader 
functionality’ and MIS-rich 
content in SDPs. 

This value proposition is further 
strengthened by the easily 
available pricing market data on 
public channels, which increases 
transparency and enables new 
market players to leverage the 
latest technologies, not just in 
pricing but in improving the 
customer’s user experience.

The FX market is seeing 
increasing platform 

consolidation, more specialised 
liquidity provision, an increasing 
burden of compliance and a 
new focus on benchmarks as 
ways to minimise reputational 
and regulatory risk. Despite this, 
Soh, believes SDPs will continue 
to grow increasingly important 
to a bank’s strategic penetration 
and retention of customers by 
focusing on personalisation of 
the customer needs, specialised 
workflows, targeted news 
and research, integration and 
straight-through-processing,  
as well as offering multi-asset 
class execution, increasing 
transparency, via MIS, and cross-
asset single portfolio views, with 
improved compliance controls. 
He says: “The SDP may soon 
evolve into the SCP (Single 
Customer Portal) and become 
representative of the single 
channel in which a customer 
accesses the entire bank’s 
offering.”

CLEARING
SDPs grew out of the OTC 
market, namely the FX and fixed 
income markets, and with the 
approach of MiFID II, which will 
change how most OTC products 
are priced, traded, cleared and 
reported from January 2017, 
many believe that clearing for 
OTC products will in fact create 
a new business environment 
that will increasingly elevate 
the need for the direct 
e-delivery channel, offering 
essential customer services and 
aggregation in a multilateral 
marketplace that could become 
even more fragmented.

Peter Soh

“The SDP may soon evolve into the Single Customer Portal 
and become representative of the single channel in which 
a customer accesses the entire bank’s offering.”
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The primary objective of many 
banks in deploying a Single 
Bank Platform (SDP) was to 
get an electronic presence out 
to their end-customers in the 
hope of encouraging self-
service trading. According to 
John Ashworth, CEO of Caplin 
Systems, “There was always 
the hope that certain segments 
of their customers would 
trade directly, but for regional 
and super-regional banks it 
was also about a real-estate 
grab as a defence mechanism 
against disintermediation from 
the larger banks. What has 
changed markedly in the last 
12 months is the emphasis 
banks are placing on making 

John Ashworth, CEO of Caplin Systems talks 
to Frances Faulds about the evolution, and the 
changing face of Single Dealer Platforms.

the SDP a tool to improve 
internal sales efficiency.”

Recent investment in platforms 
has been driven by regulation, 
and making all the workflows 
handled by and through 
SDPs compliant with the new 
directives. However, Ashworth 
adds that the general need for 
cost control within banks is 
also causing them to think very 
hard about which customers 
they want (i.e. are suitably 
profitable), and of those they 
choose to retain, whom they 
want to offer a high-touch 
human sales interaction and 
whom they would prefer to 
service through a call centre.

He says: “The objective of the 
SDP to enable the customer to 
self-serve is as great as ever. 
But now SDPs are becoming 
very much more focused on 
internal ‘customers’ (the bank’s 
sales staff) and providing 
workflow and product support 
internally, to make the sales 
person’s job more efficient.”

AVAILABLE TECHNOLOGY
The availability of technology 

is narrowing the gap between 
what the larger banks and 
the tier two banks can offer. 
Furthermore, Ashworth says 
that by componentising the 
building blocks of the SDP, the 
technology has become more 
available to lower tier banks. 
He says: “We have spent a lot 
of time making out-of-the-box 
reference implementations 
which are then very easily 
customised. Ten years ago, 
SDPs were either phenomenally 
expensive, or looked very similar. 
We have put a huge amount 
of software architecture into 
making the components so 
that the front end can be easily 
tailored to each bank”. This 
component approach, using 
HTML5 technology, lowers 
time to market and Ashworth 
adds that with regulation and 
compliance taking up more time 
and focus, banks have less time 
to build to from scratch.

Greater regulation around best 
execution is having an impact 
on the use of SDPs. Bank 
providers need to be transparent 
about price construction and 
negotiation, and end-customers 
need to be very transparent 
about demonstrating that 
they have achieved the best 
price. Ashworth believes there 
always has been, and always 
will be, a place for multi-dealer 
platforms, to serve certain types 
of customers, who only really 
need a comparison capability, 
in certain markets, whereas in 
other markets, best execution 

John Ashworth

 “The objective of the SDP to enable the customer to 
self-serve is as great as ever”
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will be accomplished from an 
SDP. “Banks are at pains, as 
part of the sales process, to 
demonstrate why the narrowest 
spread or best rate is not 
necessarily the best value because 
the probability of getting filled 
comes into play”, he adds.

As a result, transaction cost 
analysis and 
best execution 
analysis tools are 
increasingly being 
included in SDPs, 
as well as broader 
product coverage, 
in order to include 
block trading, 
flexi-forwards, time-
options and regular 
options increasingly 
being offered by 
the banks, along 
with algorithmic 
capabilities.

With the increased 
news and research 
available from numerous 
different sources, and the 
aggregation tools being widely 
available, the regulations to 
separate news and research 
from SDPs are having less 
of an impact than expected. 
Says Ashworth: “The days of 
only looking at one bank’s 
view, published by a bank’s 
economist, are long gone. On 
the flipside, the more intelligent 
SDPs will increasingly include 
predictive and behavioural 
analysis. This lends itself to 
dynamic personalisation of the 

individual user’s experience. 
We are investing in this 
technology.”

Today, SDPs are built using 
Caplin’s suite of FX Motif 
solutions, which are a set of 
pre-built starter points for 
delivering highly differentiated 
and fully customisable single-

dealer platforms, and include FX 
Professional, FX Corporate, FX 
Sales and FX Mobile. 

FUTURE DEVELOPMENT
Going forward, Ashworth 
believes the most immediate 
focus is on further sales 
automation and presenting 
screens that assist the internal 
sales user in doing a better 
job in communicating with 
the trader or communicating 
with the customer, using 
links to customer relationship 
management systems, much 

better access to prior trading 
activity of the customer, and 
also in the area of product 
education. “Here technology 
can help them reduce the 
bottlenecks of having to go to 
the structuring desk or the head 
office of the bank to get that 
sales support advice. This frees 
up a log-jam and helps sales 

people to be more 
productive,” adds 
Ashworth.

SDPs will continue 
to evolve, in both 
functionality and use, 
whether they are being 
used to self-service, as 
a back-up for phone 
trading, or even not 
used directly by the 
end-customer at all 
but simply used by the 
sales person. The value 
proposition of SDPs 
continues to strengthen 
through this greater 
enhanced sales trader 

functionality and the MIS data 
mining available to support high 
value clients, which benefits both 
the banks and their customers.

With increasing platform 
consolidation in the FX market, 
more specialised liquidity 
provision, the burden of 
compliance increasing and a new 
focus on benchmarks and ways 
to minimise reputational and 
regulatory risk, it is becoming 
increasingly clear that SDPs, and 
the underlying technology, have 
still a key role to play.

A component approach, using HTML5 
technology lowers time to market
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