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Unlock the full picture of your 
investment banking franchise

www.euromoney.com | research@euromoney.com | 4 Bouverie Street, 
London, EC4Y 8AX

Building on Euromoney’s market-leading footprint in 
transaction banking, this new initiative brings unparalleled 
insight into investment banking performance - combining 
hard capability data with the voice of the client.

Client voice matters: Understand how your clients perceive 
your execution, advisory, and relationship management. 

Capabilities under scrutiny: Benchmark your product 
offering, innovation, and coverage against peers and best-in-
class. 

Strategic clarity: Align internal investment priorities with 
market expectations and client needs.

This dual-lens approach of provider self-assessment 
combined with comprehensive client sentiment offers a 360° 
view of your competitive position.



Intelligence that drives action
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How do your clients rate 
you? 

Client voice
Uncover your strengths, spot 
vulnerabilities and learn what 
your clients won’t always tell 
you directly

How do your capabilities 
compare to best-in-class?

Product capabilities
Benchmark your investment 
banking product capabilities, 
identify blind spots and inform 
your strategy and roadmap 
planning

What is your market 
position?

Performance rankings
Measure your financial 
performance against global and 
domestic investment banks

How do you demonstrate 
that you are the best? 

Certification
Get certified using a rigorous 
methodology, profiled among 
winners and with opportunities 
to amplify your success

Euromoney’s benchmarking products for investment banking



Benefits of participation
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What are your gaps? Where to invest? How to stand out? 

• Identify gaps vs peers and best-in-class
• Link capabilities with client satisfaction
• Inform roadmap and investment decisions

• Prioritise areas for improvement
• Benchmark client service models and 

technology
• Reassess and refine through repeat 

benchmarking

• Gain third-party validation
• Enhance client trust and internal buy-in
• Amplify success through rankings and 

certification

Strategic insight Operational focus Market recognition



Survey Structure
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Investment Banking 
Performance & 

Perception Survey

Part 1: Product capabilities & 
strategic positioning 

(bank completion) 

Part 2: Client voice & 
relationship benchmarking 

(client completion) 



Part 1: Investment Bank Capabilities & Strategic Positioning
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Methodology
• Structured survey completed 

by participating banks
• Results scored using 

proprietary Euromoney 
assessment models

• Inputs validated through 
optional workshops with 
Euromoney analysts

• Feature-level data remains 
confidential unless explicit 
permission is granted

Assessment areas
1. Franchise scale & 

resources
2. Product capabilities & 

volumes
3. Client service & coverage
4. Technology & innovation

Why participate?
Fill critical gaps in your 
performance toolkit from 
product depth to client service 
metrics
Pinpoint where investment is 
needed whether in talent, 
technology, or regional 
coverage 
Ensure you’re competing 
effectively by benchmarking 
against peers and best-in-class 
institutions
Validate your strategic 
roadmap with independent, 
data-driven insights

Actionable outcomes
Sharpen your competitive 
edge – understand where you 
lead and where you lag
Win more mandates by 
aligning capabilities with client 
expectations
Demonstrate leadership 
through globally recognised 
benchmarking and certification 
Drive internal alignment 
across product, coverage, and 
strategy teams using third-
party validation

Completed by participating banks to assess and articulate their own franchise strengths. 



Part 2: Client Voice & Relationship Benchmarking 
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Methodology
• Anonymous survey distributed 

by banks to their clients
• Respondents include CFOs, 

Treasurers, Heads of IR, 
Corporate Finance, and 
Portfolio Managers

• Data is aggregated and 
anonymised to ensure 
confidentiality and 
compliance

Assessment areas
Client priorities:
• pricing, distribution, 

expertise, innovation, ESG

Provider usage & roles:
• Number of banks used, role of 

primary bank

Performance ratings:
• Product, execution & service, 

relationships, technology, 
reputation & trust

Market outlook: 
• Capital raising trends, 

anticipated changes, growth 
expectations

Why participate?
Learn how your clients truly 
perceive you across execution, 
advisory, innovation, and 
relationship management
Benchmark your performance 
against other banks your clients 
work with to see where you 
stand in their eyes
Identify strengths to amplify 
and weaknesses to address
Enhance client retention and 
win new mandates

Actionable outcomes
Strengthen client 
relationships by showing 
responsiveness to feedback
Position yourself as the 
preferred partner by 
demonstrating excellence in 
areas clients value most
Gain globally respected 
accreditation in your areas of 
strength, backed by client 
validation
Inform your client strategy 
with granular insights into what 
drives loyalty, satisfaction, and 
mandate allocation

Distributed by participating banks to their clients. Anonymous, GDPR-compliant, and designed to uncover the truth behind 
client loyalty and decision-making.



The four pillars of investment banking insight
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Product capabilities & market performance
• Benchmark deal volumes and product leadership across ECM, 

DCM, M&A, LevFin, ESG, and more
• Understand client usage patterns and preferences across your 

product suite
• Rate execution reliability, pricing accuracy, and distribution 

strength
• Gain insight into how clients rank you versus 

competitors…and why

Client service & relationship quality
• Measure how effectively your bankers engage and support 

clients across regions and sectors
• Track service metrics such as responsiveness, senior access, 

and proactive idea generation
• Capture client sentiment on relationship depth, trust, and 

satisfaction
• Identify opportunities to strengthen loyalty and differentiate 

your coverage model

Business model & franchise scope
• Understand the scale, structure, and geographic reach of your 

investment banking operations
• Evaluate sector and product coverage to identify strategic 

strengths and gaps
• Benchmark your franchise positioning against global and 

regional peers
• Align your business footprint with evolving client needs and 

market dynamics

Operational excellence & innovation
• Review the platforms, tools, and technologies used to deliver 

investment banking services
• Assess your innovation maturity: from digital roadshows to 

ESG modelling and AI tools
• Compare operational agility and integration with best-in-class 

standards
• Prioritise investment in areas that enhance execution, 

transparency, and client experience



Investment banking 360°: Research timeline
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1. Register your interest by 20-Dec Schedule a call with the Euromoney team to walk you through the research process, methodology 
and questionnaire. 

2. Provide feedback on survey by 10-Jan Share your input on the draft survey design to ensure it reflects your priorities and emerging 
functionalities. Your feedback helps shape a more relevant and impactful research program.

3. Research program launch 20-Jan The program officially opens with the release of the finalised survey and supporting materials. 
Participants are invited to engage fully across all stages of the research journey.

4. Complete survey Feb-Mar Fill in the survey (Part 1). Send survey to your clients and encourage to complete (Part 2). 

5. Pitch / workshops with product managers March
Participate in workshops to ensure that the Euromoney team understands the capabilities and 
bank’s unique value proposition. The workshops help connect data provided with real-world 
applications and is also used as evidence collection. 

6. Final submission by 17-Mar Submit your complete responses and supporting information for assessment. Check in with your 
clients to ensure participation and completion. 

7. Euromoney research and follow up questions by 17-Apr Our team analyses all submissions and may reach out for clarifications or deeper insights. This 
ensures accuracy and robustness in the research conclusions.

8. Notifiers 20-Apr Participants will be notified on the preliminary findings. 

9. Results publication TBD Public release of the research results and publication on Euromoney.com. 

Tentative timeline. Subject to change. 



Expected output
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Core content Bespoke benchmarking Marketing toolkit

All assets are complimentary for participants. 
Ⓔ assets will be published on Euromoney.com for Investment 
Banking/Markets subscribers.

Available to purchase. Available to purchase. 

• Benchmark Report: Comparison at category level with 
peers in your geography and product set

• Online Rankings: Published on Euromoney.com for 
visibility among global and regional players

• Strategic Insights: Highlights strengths, gaps, and 
positioning across key investment banking capabilities

• Bespoke feature-level benchmarking report
• Peer group comparison of your choice
• Option to re-run benchmarking within 12 months to test 

new capabilities
• Analyst-led deep-dive sessions (face-to-face or virtual)

• Rosettes for promotion of ranking positions
• Spotlight report convertible into a public-facing article 

(no paywall)
• Assets to support internal and external communications

* Illustrative design of the rosettes. Subject to change.



Next steps & engagement
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Take the next step toward strategic insight and 
competitive advantage.

Engage with Euromoney’s research team to explore 
how the Performance & Perception Survey can support 
your investment banking objectives.

Shape the survey design by providing feedback on the 
capabilities and metrics that matter most to your 
institution.

Confirm your participation by completing the provider 
survey and distributing the client sentiment survey to 
your clients.

Leverage the outcomes to benchmark your franchise, 
enhance client relationships, and validate your 
leadership in the market.
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Contact us

www.euromoney.com | research@euromoney.com | 4 Bouverie Street, 
London, EC4Y 8AX

Americas/Europe
LAURIE MCAUGHTRY
Head of Capital Markets
Laurie.McAughtry@euromoney.com

Middle East/Africa
PATRICK COOKE
Head of Middle East & Africa
Patrick.Cooke@euromoney.com

APAC
DAVID BYRNE
Head of Asia
David.Byrne@euromoney.com
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