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Enhanced Bankers – The Impact of AI 
 
Introduction 

AI is here and will change how the markets think about the 

markets and how the markets will function with greater 

insight and eventually automation.  AI is nothing less than 

the lynchpin of the FinTech strategies of many firms within 

capital markets.    

 

Capital markets and investment banking are driven by data 

and the data is growing at a massive pace.  Adding to the 

historical growth of price data is data that is now available 

via advancements in technology such as Natural Language 

Processing that provides the ability to mine and understand 

human readable, unstructured data, such as e-

communications, Customer Relationship Management 

(CRM) system information, news, strategy documents and 

so on.  These are data types where the limiting factor in 

consumption and understanding is humans. When aligned 

with machines however, human workflow has gained 

tremendous efficiencies and insight. We now see humans 

being augmented through the harvesting of this 

unstructured data, when the data is applied to Machine 

Learning (ML) to identify patterns, gain insight and drive 

action.  The application of ML to mine the data, and then 

identify actions and opportunities through Artificial 

Intelligence (AI) creates enhanced human understanding 

which should lead to more opportunities and profits. ML and 

AI techniques are extremely applicable for the analysis of 

both structured and unstructured customer data. Most Tier-

1 banks attempt to systematically capture customer 

interactions in specialized CRM systems.  

 

This document explores the present state and potential 

capabilities of ML/AI systems as applied to large customer 

facing bank trading and structuring desks.  TABB Group 

conducted extensive interviews with senior executives 

within tier one banks, who are deeply involved in projects to 

leverage ML and AI to obtain greater insight, and TABB 

conducted a survey of the market to understand broader 

trends. 

 

AI Disruption 

TABB Group 2018 FinTech trends shows that the market 

views AI as the biggest disrupter on the horizon (see Exhibit 

1). 

While financial markets participants see disruption coming 

from a number of different technologies there is a 

consensus view (48%) that AI/Predictive analytics will have 

the greatest impact on how the markets operate.   

Exhibit 1:  TABB Group 2018 FinTech Disrupters 

 

 
Source: TABB Group  

When one includes Robo Advisors, 62% of the buy side 

respondents have identified AI as the key space to innovate 

and disrupt.  AI is here and will change how the markets  

Key Points 

• AI is here and will only grow in its use 
 

• AI will affect most roles within investment 
organizations 

 

• There is tremendous untapped data within firms 
that will yield insight when married to machine 
learning and AI 

 

• External data correlation yields greater insight 
 

• All AI input should be within existing workflows – no 
separate dashboards 
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think about the markets and how the markets will function 

with greater insight and eventually automation.  AI is nothing 

less than the lynchpin of the FinTech strategies of many 

firms within capital markets.   We should note that there is 

no AI without ML. 

 

Machine Learning 

Machine learning is a computer science discipline that was 

developed in the late 50s; it’s the name for a collection of 

methods using computation to perform two broad types of 

tasks: 

 

Supervised learning 

Given a corpus of data, can we train a computer to draw 

conclusions about new data if the outputs from our old data 

are known? Often this takes the form of classifications or 

predictions. 

 

Example: given key words in a client chat, calculate the 

likelihood of a trade occurring in the next hour. 

 

Unsupervised learning 

Extracting structure from data where relationships between 

individual pieces of data is complex, unclear, or intractable 

by standard statistical methods. 

 

Example: using all CRM notes from salespersons and trade 

data, group clients in “clusters” to allow further manual study 

of client similarities. Use this information to optimize 

salesperson coverage by assigning similar clients to the 

same salesperson. 

 

In business, especially as applied to bank customer data, 

both types of ML methods can be used to enhance the client 

experience. We use supervised learning when we want to 

make predictions or inferences about what clients might 

want to do. We use unsupervised learning to classify the 

features of client information to guide further exploration. 

 

Examples 

• An equity salesperson has five years of emails to 
and from a customer. This includes market 
discussions, trade confirmations, invitations to firm 
social events, and other related conversations. He 
wants to be alerted when a customer emails asking 
about a certain family of bond CUSIPs and if the 
trading desk is asked to trade those bonds out of its 
inventory. 

 

• An important government report about inflation just 
hit the tape. A rates sales-trader wants to search for 
every customer who has traded inflation products 
over the past few months or who is known to trade 
known inflation-sensitive bonds and options when 
large inflation surprises hit the market. 

• A compliance officer wants to see if market volatility 
in an equity instrument name is correlated with an 
employee entering the building more often on 
weekends. This can signal insider or rogue trading 
related to trading desk activity in the name. 

 

Unstructured Data 

What is unstructured data and where is it found? 

Unstructured data is generally understood to be any 

electronic data that hasn’t been “cleaned”, structured into a 

schema, and placed into a database. Examples: 

• Email or e-communications 

• Market commentary and trade descriptions 

• News articles 

• Premium data from sources such as Thomson 

Reuters or Bloomberg 

• Call notes inside a Client Relationship Management 

(CRM) tool. 

 

All of this is information that’s typically archived in bank IT 

infrastructure and is usually searchable only by date or 

keyword; it’s considered “unstructured” because it hasn’t 

been dissected so that typical statistical analysis tools can 

consume it. In fact, manually cleaning and classifying 

keywords from millions of email messages, for example, 

might be simply impossible. 

 

Machine learning algorithms help with this task by 

consuming existing data, in bulk, without a separate 

preprocessing step. Instead, structure and schema are 

inferred from the raw data using advanced techniques 

without a person having to do manual analysis.  This moves 

analytics from being hypothesis driven to data driven.  Data 

has structure and relationships to other data from which AI 

may derive meaning.  Those structures and relationships 

can provide insight if the data can be examined holistically 

and over time to identify patters of opportunity or risk. 

 

How can the combination of machine learning, applied to 

data provide actionable insights to investment 

professionals? 

 

Implementing ML Capabilities 

Here we describe the steps necessary to obtain data driven 

ML capabilities. 

 

First, an institution needs to make raw data available to the 

analysis team implementing the ML algorithms. This can be 

particularly difficult inside banks for several reasons: 

• Compliance concerns over exposing confidential 

data to third party providers 
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• Technology problems: insufficient data storage and 

processing capabilities or difficulty dealing with 

legacy or proprietary data stores 

 

For AI/ML use case exploration banks can make “data 

dumps” available to the implementing team but updating the 

system with new information can sometimes prove 

challenging without effective enterprise data management  
 

Exhibit 2: State of ML Adoption/Knowledge 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

capabilities.  The good news is that there are service 

providers available who have a wide range of predefined 

connectors to enable data sourcing on the fly from the 

various databases a client may have in operation. 

 

Next, a system must be designed for client relationship 

personnel to consume the information from the ML system. 

A decision must be made to: 

• Display information using existing internal systems 

• Integrate an external dashboard or CRM tool 

• Push information to email or mobile alert systems 

 

Finally, the ML system must return effectiveness metrics so 

that management can understand the return on investment 

and specific sales capabilities being enhanced. For 

example, systems that allow salespeople to track 

incremental revenues generated by ML sales leads should 

be implemented. Periodic reports to management about ML 

sales “wins” should be designed and implemented. 

 

Benefits 

Example benefits to using AI/ML techniques: 

• The ability to extract brand new insights from 

existing unstructured data. 

• A system that distills very large amounts of data to 

drive actionable recommendations tasks in real 

time 

o Examples: Select a product offering for a 

client, identify the correct counterparty for a 

deal, etc. 

 

• The capability to fearlessly add data sources 

without worrying that humans will overlook or be 

overwhelmed by new data. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Throughout our research on this subject sought to 

determine: 

• Is AI/ML a business priority? 

• What specific data might be analyzed? What are 

the potential impacts? 

• How should deep insights be presented to 

consumers? Are there any important limitations, 

especially specific to banking businesses? 

 

Respondents 

All respondents were from Tier-1 investment banks. 

Respondents were from two basic types of businesses: 

1. Investment banking / structuring / “large deal” type 

businesses. We’ll call these “deal” businesses 

2. Sales and trading desks with constant, high traffic 

trading volume. We’ll call these “flow” businesses. 

 

“Deal” businesses typically focus on negotiated deals 

worked on over a relatively long period, often culminating in 

a single, very large transaction with a client, such as a 

securities placement or complex structured note. The 

notional size of a deal can be large or small but the value of 

each transaction to the dealer is relatively large. 

 

“Flow” businesses focus on higher volume, lower fee-value 

transactions with clients, often in more fungible, less highly 

structured products. Each transaction has a lower profit for  

the dealer; sales people often focus on increasing customer  

 

Source: TABB Group 
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ticket activity or trading volume to increase revenues. These 

businesses include equity trading desks, interest rates 

products, and mortgages. 

 

Awareness of ML / Current Status 

“Are you familiar with Machine Learning and/or Artificial 

Intelligence?” Specifically: a. From a Data Science 

perspective b. From a Financial Institution / Business 

perspective c. Not familiar with these concepts. 

 

Knowledge of ML 

All respondents were familiar with the basics of machine 

learning from a pure data-science perspective but only a 

few were experts on applying it to unstructured business 

data and how to apply ML to business challenges. 

 

“Can you calculate or estimate how much time is currently 

spent, in terms of man-hours, on finding and reading 

through [existing] data sources?”. 

 

Manual Resources 

About half the respondents had one or fewer full time 

resources devoted to analyzing electronic customer data.  

Half had between 5 and 10 resources. Anecdotally, most 

respondents seemed interested in increasing staff to handle  

data analysis, especially if intelligent systems like AI/ML 

were being applied in a systematic way. 

Exhibit 3:  Existing Manual Resources  

 
Source: TABB Group 

 

Data Integration 

“Do you see benefits to combining your internal data with 

external data to obtain insights?”. 

 

 

 

Exhibit 4:  Is External Data Necessary?  

 

Source: TABB Group  

 

As expected, most respondents were interested in 

integrating external data, particularly for flow businesses. 

 

“What are relevant events for your business that you would 

like to find in your data?  

 

Clients had different expectations of AI/ML systems 

depending on their core business type. 

 

Flow trading and sales businesses: 

• Economic events / government reports 

• Trade ideas marketed to the customer 

• Customer profitability 

• Real-time transactions 

• Estimating impact of marketing 

 

Transactional and banking businesses: 

• Deal discovery 

• Opportunity valuation 

• Customer classification by product characteristic, 

product interest 

• Corporate actions / market events 

• Events affecting macro asset classes 

• Investor conferences 

• Personnel changes 

• Customer trading history 

• CRM history 

 

Presentation 

The next series of questions was intended to determine how  

clients might desire to consume AI/ML data. 
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We asked, “How would you prefer to consume AI driven 

recommendations?”. 

Exhibit 5: How would you prefer to consume AI driven 

recommendations?

 

Source: TABB Group  

 

The primary message is that AI recommendations must be 

driven into the existing workflow to be most effective. 

 

360 Degree View 

 

Exhibit 6: Is a real-time 360° Client View, combining internal and 

external data important? 

 
Source: TABB Group  

 

The 360-degree client view makes it clear that integration of 

internal data with external data is extremely important for 

most we engaged.  This is particularly true for flow market 

participants. 

 

Deal Closing 

“If an AI engine would spot an event that would lead to 

engaging with a client and closing a deal, what would the 

impact be?” 

Exhibit 7: How important can AI recommendations be? 

 
Source: TABB Group 

 

Let’s think about this for a moment.  Fully 83% of those 

we’ve engaged see AI having a significant and positive 

impact on their business.  What we are seeing is the 

realization that machine driven insights that augments the 

understanding of opportunity and then automates the 

execution of that opportunity changes everything.  It will 

literally change how we think about the market, how the 

markets are managed and the client experience 

significantly. 

 

"Grouping the size of your deals into the following three 

categories, how do you see AI impacting deals within each 

category?".  

 

Transaction sizes 
 

Interestingly, there was a large consensus that small 

transactions would be impacted by AI/ML systems the most 

through greater identification of opportunity (see Exhibit 8, 

next page).  
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Exhibit 8:  How do you see AI impacting deals within each category? 

 

 
Source: TABB Group  

 

Business Impact 

Finally, we asked respondents to convey which business 

roles would be aided the most using AI/ML systems. 

Exhibit 9:  Roles Potentially Affected 

 
Source: TABB Group 

 

The most initial focus was for improving compliance; a third 

of respondents chose that role even though it’s not usually 

considered a core business feature.  We also had a positive 

view on how deal sourcing and the recommendation for 

transactions counterparties would be affected.  Once again, 

when more data is analyzed the expectation is that there will 

be more opportunities identified. 

 

Conclusions 

From the survey results we observed several very strong 

patterns. First, knowledge of and interest in ML / AI solutions 

is pervasive among Tier-1 banks. 

 

There is a growing commitment to increasing head count for 

data analytics. No standalone dashboards! Integrate with 

existing CRM or core banking systems.  The ability to 

integrate AI insight to existing workflow will be one of the 

keys to extracting maximum value.  Over time workflow may 

well change, but that change is expected to be gradual. 

AI/ML can help with all sized transactions and the 

expectation is that there will be greater identification of small 

and medium previously overlooked transactions. 

 

One can also take into consideration the opportunities 

presented with greater identification of lead sourcing on 

these smaller deals, which should lead to greater 

profitability through efficiently executing more of the 

opportunity universe. 

 

CRM integration is a must.  Many product types can be 

enhanced by AI/ML despite widely differing transaction 

sizes and frequencies. 

 

Real-time alerts and events are only sometimes needed. 

Analysis of existing internal data sometimes seen as more 

important than adding new, external data. 

 

A 360-degree view of all data within the investment cycle 

and capital markets is clearly the direction the market is 

taking.  There is little doubt that much of these efforts will 

help to enhance the efficacy of the banker or investment 

professional.  There is also little doubt that all roles will be 

affected with some level of automation introduced to the 

work flow.  

 

Greater insight for investment, greater client transparency 

greater regulatory compliance and greater overall 

awareness will be the benchmarks of these efforts as 

humans and machines are married to deliver enhanced 

services. 

 

About TABB Group 

TABB Group is a financial markets research and strategic 

advisory firm focused exclusively on capital markets. Founded in 

2003 and based on the methodology of first-person knowledge, 

TABB Group analyzes and quantifies the investing value chain, 

from the fiduciary, investment manager and broker, to the 

exchange and custodian. Our goal is to help senior business 

leaders gain a truer understanding of financial market issues and 

trends, so they can grow their businesses. The press regularly 

cites TABB Group members, and analysts routinely speak at 

industry conferences and gatherings. For more information about 

TABB Group, visit www.tabbgroup.com  
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