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Yes Bank in India gained millions of new 
potential customers in one fell swoop when 
it partnered with a fintech upstart called 
MatchMove to offer people without a credit 
card, credit history or even a bank account, 
a way to store and spend money.

The Sept 30th deal is just one example of 
how banks are beginning to collaborate with 
start-ups to seize new market opportunities 
and cope with the deluge of changes facing 
the financial services industry. Spain’s BBVA 
bought U.S. digital bank Simple last year, 
made an investment in January in bitcoin 
exchange and wallet provider Coinbase and 
has launched an instant funds transfer service 
through Dwolla, an all-digital payments 
start-up. And for the past year Spain’s Banco 
Santander has been referring small UK busi-
nesses to peer-to-peer lending service Fund-
ing Circle as part of a partnership between the 
bank and the fintech company.

To realize the opportunity of “fintech 2.0” a 
white paper prepared by Santander InnoVen-
tures, Oliver Wyman and Anthemis Group 
says “banks and fintech [start-ups] will need 
to collaborate, each providing the other with 
what it now lacks be that data, brand, distri-
bution or technical and regulatory expertise.”

“There has to be collaboration,” says Na-
deem Shaikh, founder and CEO of Anthemis 
Group, a digital financial services investment 
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and advisory firm, which helped prepare the 
white paper. “Incumbents will be playing a 
big role. I don’t see this happening as it has in 
other industries with some unicorn coming 
in and obliterating everyone. That said, the 
industry as it exists today has to rethink how 
they are approaching their customers. There 
is a really huge opportunity for reinventing 
financial services as we know them today.”

That means the days of vertical integration 
will likely be numbered. Banks are taking 
an “if you can’t beat ‘em, join’em” attitude 
because technology is revolutionizing 
conventional financial services, and disrup-
tion is occurring at an exponential rate. U.S. 
investment bank Goldman Sachs projects an 

estimated $4.7 trillion in revenue and $470 
billion in profits from the traditional banking 
marketplace is at risk of being displaced by 
fintech companies.

A Sept 30th report by McKinsey predicts that 
over the next decade competition from start-
ups will reduce profits from non-mortgage 
retail lending, such as credit cards and car 
loans, by 60% and revenues by 40%.

Attacks are coming from all fronts. Banks 
don’t just have to worry about Google and 
Apple. Three Chinese Internet giants have 
obtained banking licenses this year (see the 
story on page 8). 

Over $11 billion in personal loans have been 
issued through just one start-up: Lending 
Club. And Uber’s integrated payment service 
is an early indicator that many financial func-

tions that are key revenue sources for banks 
will soon be free or disappear, notes a recent 
report prepared by Claro and Anthemis 
Group.

Most of these start-ups don’t want to 
become banks themselves. They just want 
to skim the cream off by having a direct 
relationship with customers.. McKinsey says 
that leaves banks with two choices “Either 
banks fight for the customer relationship or 
they learn to live without it and become a 
lean provider of white-labeled balance sheet 
capacity.” 

To fight back banks are trying to become 
platforms and open their application pro-
gramming interfaces — i.e., exposing their 
proprietary software to outside developers 
so they can develop their own applications. 
France’s Crédit Agricole, Citigroup and Bank 
of America are among those doing this. By 
sharing APIs with nimbler, unregulated tech 
start-ups, the argument goes, banks can inno-
vate much faster.

New approaches are needed to attract and 
keep digital natives as clients and to tackle 
new opportunities such as adding millions of 
unbanked and underbanked people, includ-
ing refugees. as customers (see the refugee 
story on pages 16 and 17). 

Many banks are now reaching out to 
developers and start-ups for help — opening 
incubators, accelerators and blockchain 
labs — but pundits say none has yet really 
perfected the best way to bring innovation in 
from the outside.

The challenges don’t stop there. Some 
traditional bank jobs are being replaced by 
machines. Loan approvals are being automat-
ed. Personal finance management services, 
such as estate planning, life insurance and 
basic tax planning, may be next. Robo-advisor 
offerings could be extended to include serving 
high-net-worth individuals who are current-
ly supported face-to-face, according to the 
Fintech 2.0 white paper. Cognitive comput-
ing — computers that can ‘think’ — is already 
being used in banks. (see the story on page 

9). These developments will require major 
organizational changes as well as a complete 
overhaul of the type of people banks hire and 
the services they offer (see the guest essay on 
page 22).

Meanwhile, the very rails that are used to 
transfer trillions of dollars globally are being 
called into question by new, more efficient 
technologies such as blockchain, a digital ledg-
er technology that can serve as a distributed 
financial exchange mechanism (see the story 
on pages 14 and 15). 

“The blockchain protocol threatens to dis-
intermediate almost every process in financial 
services,” says a World Economic Forum June 
white paper that will be discussed at Sibos 
2015, an annual industry conference that 
attracts more than 8,000 banks from around 
the world.

It is little wonder then that at this year’s 
Sibos, Innotribe, the innovation arm of 
SWIFT, has organized a session entitled, “The 
Future of Money: A Burning Platform.”

To be sure fintech — and all the changes it 
brings — is a threat. But it is also an oppor-
tunity. “Banks are really bad at innovation 

— they are awful at it — but the good news is 
that it doesn’t matter,” says Dan Marovitz, a 
former Deutsche Bank executive who now 
heads European operations for Earthport, 
a London-based company that has built an 
alternative to correspondent banking.

“This is the greatest time to be a banker 
because there is so much choice and so many 
options,” says Marovitz, a scheduled speaker 
at Sibos 2015. 

“For the first time ever we have entre-
preneurs trying to fix the financial sector’s 
problems. There are thousands of really smart 
people thinking about the entire ecosystem, 
everything from sending, lending, borrowing, 
managing wealth and evaluating risk — that 
has never happened before in this industry.”

Among those people is Hank Uberoi, a 
former head of Goldman Sachs’s global tech-
nology systems, and now CEO of Earthport. 
He and other fintech start-ups see revamping 
the antiquated infrastructure used by the fi-
nancial services industry as one of the biggest 
opportunities.

Today, some $21 trillion a year moves 
around the world through a network of 

thousands of correspondent banks. A single 
cross-border payment can be handed off to 
two, three or even four different institutions. 
Each one takes a “landing” fee and, if rele-
vant, currency exchange charges. Each also 
decides how and when to transmit the money 
along the way, making the system inefficient, 
error prone and expensive.

Instead of this “many-to-many” approach 
Earthport is using a hub-and-spoke model 
to build a new set of rails. It acts as a central 
clearing agency to which all the payments 
go — so that any bank or big corporate with a 
single connection to Earthport can send pay-
ments around the world. It is already working 
with institutions such as Bank of America, 
Standard Chartered and American Express. 

“They are not always using us as their 
core platform but they are using us,” says 
Marovitz.

Earthport is hoping to lure more customers 
to a newly-announced service. It recently 
teamed with Silicon Valley start-up Ripple to 
enable real-time cross-border payments via 
distributed ledger protocol, helping banks 
make the leap from blockchain labs to the 

“Banks are really bad 
at innovation — they 
are awful at it — but 
the good news is that  
it doesn’t matter.”

Nearly three out of four young people would rather visit their 
dentist than their bank and half think banks are essential-
ly like toothpaste — indistinguishable from each other, 
according to a recent three-year survey. One-third think they 
won’t need a bank at all.

If the future of money will be very different it will be due 
in part to these digital natives. The Millennial Disruption 
Index, a study of industry disruption at the hands of “mil-
lennials,” the generation born between 1981 and 2000 
and more than 84 million strong in the U.S. alone, paints a 
challenging picture for the banking industry. (The Millennial 
Disruption Index was created by researchers Scratch, which 
surveyed more than 10,000 millennials in the U.S. about 
their attitudes to 73 companies spanning 15 industries over 
a period of three years.)

Most of those who responded believe the way they will 
access money and pay for goods and services will be totally 
different in five years’ time, with over two-thirds more excit-
ed about new financial services from a tech company such 
as Google or Apple than those from their bank.

Millennials reject their parents’ banks because they 
trust technology even more than face-to-face relationships, 
according to a white paper about millennials prepared by 
Innotribe, the innovation arm of SWIFT, in collaboration with 
Wharton FinTech, a student-led initiative co-founded by MBA 
candidates and scheduled Sibos 2015 speakers Daniel 
McAuley and Steve Weiner.

“Millennials don’t see lack of human relationship as a 
drawback, they see it as a feature,” says McAuley. “That 
is part of the reason they want to use digital products, be-
cause they are faster, cheaper, cooler and more functional 
and enable other types of interactions.”

Companies that are providing digital products and 
services to other age groups are also gaining traction. For 
example, Abaris, an online marketplace for annuities aimed 
at people looking to retire, is attracting clients because it 
provides a platform that allows clients to see annuity quotes 
from different providers in one place.

“Being shaped by a digital world in constant and 
rapid change is not a phase people grow out of, but is the 
essence of the new customer,” says a September report 
from Claro Partners and Athemis Group that focuses on 
rethinking banking. “The behaviors, needs and expectations 
of this customer will go viral across older age groups, as we 
have seen through other digital behaviors,” the report says. 
“The next generation of customers — no matter what their 
age —will be shaped by an ‘always in beta’ world.”

Customer choices will also be changed by personal val-
ues. Some 89% of millennials polled in the Innotribe white 
paper demonstrated a stronger likelihood to buy a product 
from a company with a social or environmental mission and 
91% trust those companies more. Services with a social 
bent, such as Venmo, a digital wallet that lets you share 
payments with friends, are also resonating with digital na-
tives. Understanding this emerging, dynamic customer seg-
ment, says the white paper “will separate the leaders from 
the laggards in financial services over the next decade.” 

Millennial Shift: A 
Different Kind Of Trust

Millennials 
have a very 
different 
attitudes 
towards 
banks than 
previous 
generations
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real world. The service is scheduled to start 
transacting in the first quarter.

Earthport is far from being the only upstart 
focused on helping financial services com-
panies make use of the blockchain. Chain, 
a San Francisco-based start-up, is working 
with banks and other institutions to develop 
ways to trade and transfer financial assets 
using blockchain technology. NASDAQ has 
announced it will use Chain’s technology to 
facilitate the trading of stakes in unlisted com-
panies on its private market. And the compa-
ny has raised $30 million from investors that 
include NASDAQ as well as Visa, Citi Ventures, 
Capital One Financial and Fiserv.

Blythe Masters, a former JP Morgan Chase 
executive best known for helping pioneer the 
credit-derivatives markets in the 1990s, is also 
gunning for the space. She became one of the 
most high-profile Wall Street bankers to join 
the crypto-currency sector when she took on 
the job earlier this year as CEO of Digital Asset 
Holdings, a New York start-up that is design-
ing software that will enable banks, investors, 
and other market players to use blockchain 
technology to change the way they trade 
loans, bonds, and other assets. 

Masters, who is scheduled to speak at Sibos 
2015, is one of the industry’s most vocal block-
chain proponents.

“I believe that [blockchain] technology 
has the potential to truly change the way the 

we use when we talk about fintech is usually 
linked with fear — the words are violent — but 
the fact is that banks ain’t going away,” says 
Earthport’s Marovitz.

Sure, fintech companies are raising huge 
amounts of capital. (The total invested in 
fintech globally between 2010 and 2015 was 
just under $50 billion according to IC Dowson 
and William Geraty Associates; see the info-
graphic on pages 10 and 11) But that number 
is dwarfed by the banks’ assets. According to 
Oliver Wyman’s analysis the top 300 banks 
control a revenue pool worth $3.8 trillion.

SWIFT CEO Gottfried Leibbrandt agrees 
that there is a “huge opportunity” to bring 
some of the recent technological innovations 
into the financial services area. “It’s early 
days, but it is obviously worth exploring 
what role blockchain technology can play in 
the securities area,” says Leibbrandt. “I am 
not surprised that NASDAQ is working with 
Chain and I wouldn’t be surprised if we see 
European players do something similar as the 
technology could potentially allow traditional 
settlement processes to work better.”

Leibbrandt says he sees a big role going for-
ward for traditional infrastructure providers 
like SWIFT but acknowledges that his own 
organization will need to embrace change in 
order to remain relevant.

“We are looking at these technologies and 
what they can do for us, and how they can 
help us improve our own service to our cus-
tomers,” he says. “We might, for example, 
consider seeing how some of the nascent 
technologies could be applied to improve cor-
respondent banking or, for instance, whether 
we should use blockchain to improve our 
own processing and network.”

“Nobody can take the future for grant-
ed,” says SWIFT’s CEO. “Incumbents in the 
financial services industry need to do some 
serious adaptation to meet changing custom-
er demands and reap advantage of the new 
technologies.” 

For many that will mean working more 
closely with start-ups. “There is a lot to be 
learned from both sides,” says Anthemis’ 
Shaikh. For the financial services industry, 
“the question is how do you bring innovation 
closer to you without killing it? We are still in 
the early stages of figuring out the framework 
of engagement.”

Replacing traditional tests for a person’s credit-
worthiness with digital signals — including mobile 
phone behavior — can speed up the loan process 
and slash costs, making it possible for both start-
ups and banks to extend credit to millions more 
people at lower cost.

Take the case of MODE, a London-based fintech 
company that is using mobile phone behavioral 
data to make decisions on nano loans in over 
24 countries. MODE offers payday loans through 
employers. The amounts loaned range from $5 to 
$50. Some 280 million people have applied and 
MODE has approved 130 million requests. It claims 
a default rate of less than 1%.

“We are starting to work with banks and we are 
showing them that by not giving credits of $50 or 
less they are losing out on billions of dollars,” says 
MODE CEO Julian Kyula, a scheduled speaker at 
Sibos, the global banking conference taking place 
October 12-15 in Singapore. 

Then there is Kreditech, a German start-up that is 
using big data, algorithms and automated work-
flows to identify and underwrite underbanked or 
unbanked customers within 35 seconds. Since its 
founding, Kreditech has scored more than two mil-
lion individual loan applications, using up to 20,000 
data points per application.

Kreditech’s global subsidiaries offer products 
from individually-tailored installment loans and 
microloans to payment and other financial services, 
including a digital wallet and a personal finance 
manager designed to help customers manage their 
credit scores and plan their spending. The com-
pany, which has raised $360 million in equity and 
debt, from backers that include PayPal co-founder 
Peter Thiel, operates in Poland, Spain, Russia, the 
Czech Republic, Mexico, Australia, Peru, Dominican 
Republic and Kazakhstan and has plans to enter 
Romania and Brazil. 

Like MODE, Cignifi, a Cambridge, Massachu-
setts-based start-up funded by eBay founder Pierre 
Omidyar’s investment firm and American Express 
Ventures, calculates a person’s credit-worthiness 
from their mobile phone calling history. But the 
company does not grant loans directly to con-
sumers. It offers its technology platform to banks 
and telcos so they can make highly-predictive risk 
assessment decisions about people who have never 
had a bank account or credit card.

“Our pitch is monetize the people you have 
traditionally denied,” says Cignifi CEO Jonathan 
Hakim, another scheduled speaker at Sibos. “Banks 
decline a large percentage of applications. Our 
scores make it possible to quantify tens of millions 
of people who are currently off the radar screen 
because of a lack of information. This is a huge new 
addressable market.”

The Automation  
Of Credit

Bankers have traditionally been more interested in 
the bottom line than in helping people at the bottom 
of the pyramid. But it is a mistake to think of financial 
inclusion of the poorest of the poor as merely a 
corporate social responsibility project, says Kosta 
Peric, a co-founder and former leader of Innotribe, the 
innovation arm of SWIFT.

“There is a business case — there is a huge oppor-
tunity — and part of my work is to talk to the financial 
sector and explain that to them,” he says.

Peric, who is credited with being the chief architect of 
SWIFTNet, the global backbone network that currently 
connects some 8,000 banks and 1,000 corporations, 
is now deputy director, Financial Services for the Poor, 
at the Bill & Melinda Gates Foundation.

It has been well publicized that roughly two billion 
people in the world don’t have access to a traditional 
bank account — 77% of whom live on less than $2 
a day. But until recently banks didn’t see a business 
case for stepping in.

Now “there are a number of initiatives — such as 
M-Pesa in Kenya — that prove that it is possible to 
provide in a commercially viable way payment services 
for poor people based on mobile phone technology,” 
says Peric. “Tech can drastically reduce the cost of 

serving poor people. The margins are smaller but the 
volume of these transactions means profits can be 
quite large as demonstrated by pioneers of the system, 
such as Bangladesh’s bKash, a grantee of the Gates 
Foundation.”  bKash is a joint project of BRAC Bank 
and Money in Motion, a U.S.-based company formed 
by Iqbal and Kamal Quadir, brothers who specialize 
in mobile technology driven innovation; Nick Hughes, 
who launched M-Pesa in Kenya; and Arun Gore of Gray 
Ghost, a venture capital fund. bKash attracted 11 
million customers in its first 30 months of operation.

The Level One Project (http://leveloneproject.org), 
a Gates Foundation initiative directed by Peric, seeks 
to make existing and future digital payment systems 
for the poor interoperable so that they can work both 
nationally and globally. To work, governments, banks, 
regulators and telcos must all be on board.

For some players — such as banks — it is difficult 
to justify pouring resources into projects that might not 
pay off for two or three years. The Gates Foundation 
can offer “philanthropy capital to make it easier for 
the private sector to step in and provide these services 
until they scale,” says Peric, a scheduled speaker at 
Sibos, which this year is taking place in Singapore the 
12th to the 15th of October.

Banking The Unbanked
financial world operates, to reduce costs, im-
prove efficiency, reduce risks and ultimately 
provide better customer service, which ulti-
mately is what financial services needs to be 
all about,” Masters said an opening keynote 
at American Banker’s July Digital Currencies + 
the Blockchain conference.

In June Digital Asset Holdings bought a 
start-up called Hyperledger, a distributed 
ledger platform designed to help financial 
institutions mitigate settlement risk, prevent 
trade breaks and cut reconciliation costs. 
(The company is a finalist in the 2015 SWIFT 
Innotribe Start-Up Challenge.)

The acquisition puts Digital Asset Holdings 
in a position to build solutions for its custom-
ers using both permissionless networks such 
as the Bitcoin blockchain but also  off-the shelf 
private networks like Hyperledger.

“We are trying to bridge the gap between 
existing financial institutions and the new 
technology of distributed ledgers,” says Sibos 
2015 speaker Dan O’Prey, the founder and 
former CEO of Hyperledger, now Digital Asset 
Holdings’ Chief Marketing Officer. “We are 
looking to work with market incumbents to 
improve, rather than replace, their existing 
infrastructure using this new technology. We 
strongly try to avoid the word ‘disruptive’ and 
would not characterize ourselves as that.”

Not disruptive? That’s a far cry from the way 
most fintech companies talk. “The language 
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“The important thing is not to go beyond 
what you are good at,” says Better Ven-
tures’ Jennings. 

As reported in business school cases and 
business magazines Lego starting faltering 
when it diversified into clothing and theme 
parks. It reversed its fortunes when it refo-
cused on its core product. 

“Lego understands that it needs to listen 
to its customers,” says Jennings. “Custom-
ers want bricks that ignite the imagination 
of the entire family. That is what make the 

brand great.”
It is very easy for banks and finan-

cial services industries to 
get distracted by non-core 
opportunities that dilute the 
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Banks can learn a lot from companies in other 
sectors, including Lego, writes Jennifer L. Schenker

a business relationship at a later date if it 
makes sense.

Banks should do the same. If they insist on 
clinging to an end-to-end control model they 
risk ending up like the telcos.

“The telcos have tried to add value up the 
stack, expanding into new verticals such 
as healthcare and banking — all failures,” 
says Sibos 2015 speaker Chris Wasden, an 
American business school professor and 
author of a new book entitled, Tension: The 
Energy of Innovation. The telcos “funda-
mentally don’t understand customers. They 
are more interested in creating value for 
themselves rather than customers. Con-
sumers see right through them and don’t 
trust them.”

brand and confuse the consumer, he says. 
“Banks need to be asking the right people the 
right questions and align them to be active 
participants in creating solutions that keep 
the brand on strategy.”

The emergence of fintech competitors 
and the buzz around blockchain mean that 
banks must also work more closely with 
developers and start-ups. “Suddenly they 
are having to collaborate with a new breed 
of financial entrepreneurs and hackers. The 
first reaction of bankers is, ‘who are these 
people? They are not one of us.’ Well I have 
news for banks: these people are going to be 
part of their future,” says Jennings.

“Part of this comes down to culture and 
not being afraid of the people behind the 
disruption. To be successful you have to be 
part of this world.”

Another key building block for success is 
democratizing participation, says Kuipers. 
“Everyone’s voice counts. You have to not 
only engage those that are the consumers of 
the product but give those that are delivering 
the solution the opportunity to be partici-
pants in shaping and bringing those solutions 
to market.”

“That means you can’t hide behind your 
role or position at the bank,” says Kuipers. 
“When these discussions are opened to 
everyone unknown leaders are being identi-
fied as change agents.”

That is a good thing, she says, because 
if you want change you shouldn’t ask the 
people in charge now to pick the people who 
will lead in future.

Middle managers need to be encouraged to 
innovate. In surveys the top management at 
banks acknowledge that change is needed as 
do young executives who are just starting out 
in their careers. 

To succeed banks need to embrace behav-
ioral change, says Kuipers. “It is about the 
culture of the organization.” 

More and more customers care about a 
company’s values. “The banks have to be 
really sincere about what their intentions are 
and their intentions need to be about serving 
customers,” says Kuipers. “Services need to 
be priced in a way that is fair and flexible and 
meet the needs of a rapidly changing society. 
There are big opportunities to create new 
models, new ways of thinking. Banks should 
be asking, ‘what role should cognitive intelli-
gence play, how do we augment what we do 
with a deeper level of intelligence and how 
should we draw behavioral insights from the 
data we are capturing?’

“In sum, banks need to be asking them-
selves, ‘what is my 21st century narrative?’” 
says Kuipers. “The fundamental conversa-
tion needs to pivot and that comes from look-
ing outside the financial services industry.” 
Banks are under threat, she says, so they 
should not be afraid of learning from others, 
including a Danish toy company that has 
taught generations of people how to success-
fully build things.

 

How did Lego manage to survive the digital 
revolution and keep captivating digital 
natives with its basic product, little toy 
plastic bricks?

In the 1990s it launched Mindstorms, a 
programmable robotics construction kit. 
Within 48 hours the system was hacked. The 
company’s well publicized immediate reac-
tion was, “What legal action can we take? 
People can not do this to our products.”

It was a pivotal moment in the Danish toy 
bricks manufacturer’s history. It had two 
options: get the lawyers involved or set up a 
framework for consumer participation. Lego 
opted to allow consumers to further develop 
its products. The best products were adopted 
by the company and the outside inventors 
rewarded with a percentage of the revenues 
during the shelf life of the product.  The 
move ended up helping Lego boost its brand 
and its bottom line.

The benefit of opening your platform to 
outsiders is just one of the things that global 
financial institutions can learn from Lego, 
which a decade ago was losing market share 
but today is the largest toy company in the 
world by revenue and in 2015 — for the first 
time — became the world’s leading brand 
ahead of Red Bull, Unilever, Rolex and Nike.

Many of the challenges and opportunities 
facing banks are similar to those faced by 
Lego and other companies: incredibly dis-
ruptive technology, lots of uncertainty and 
new competitor threats, says Steve Jennings, 
a futurist at Better Ventures and a scheduled 
speaker at Sibos 2015.

The secret is to embrace the emerging 
chaos and try to create a framework for busi-
ness advantage, says Shelley Kuipers, CEO of 
Better Ventures.

Vertical integration is not a necessary com-
ponent. Banks have to forget about end-to-

end control and instead focus on what they 
do best and outsource the rest, says former 
Deutsche Bank executive Daniel Marovitz, 
who is currently Europe CEO at Earthport 
and a scheduled speaker at Sibos 2015. “Look 
at Apple; it doesn’t make a single one of the 
iPhone components. It doesn’t even screw 
the iPhone together, yet nobody doubts that 
it is the world’s greatest phone company,” 
he says.

There are also parallels between pharma-
ceutical companies and banks, says Marovitz.

“Pharmaceutical companies are also re-
sponsible for a public good in some respects; 
they are very expensive to manage and run 
and heavily regulated. If you squint, Pfizer 
and JP Morgan don’t look that different,” 
says Marovitz. “What we have seen is a total 
transformation of their business models. 
All of the pharma used to do their own R&D 
and now none of the majors do their own 
research. Instead they act as pharma VCs, in-
vesting in pharma funds that fund early-stage 
entrepreneurs doing med tech and molecule 
discovery.” The set-up helps the drug compa-
nies experiment and gives entrepreneurs 
street cred if they are able to say they had a 
pilot with a big drug company. They are free 
to go their separate ways and only enter into 

“Opening your platform 
is just one of the things 
that global financial 
institutions can learn 
from Lego.”



The China Syndrome

The disruption of financial services is a given 
but where will the definitive changes come 
from? Will it be distributed ledger technology, 
real-time settlement, the highly competitive 
payments space, the rise of crowd-funding, 
P2P lending or new secondary markets for 
crowd equity projects?

“What if it were none of these, and yet all of 
them, under the umbrella of companies totally 
new to finance: China’s tech giants?” That’s not 
only a question but the conclusion of a new white 
paper commissioned by Innotribe, the innova-
tion arm of SWIFT, and co-authored by industry 
advisors Zennon Kapron and Haydn Shaugh-
nessy, scheduled Sibos 2015 speakers. 

Chinese Internet giants Alibaba, Baidu and 
Tencent — along with Xiaomi, a Chinese maker 
of mobile handsets — have all recently obtained 
banking licenses. China’s new fintech entrants 
could potentially have a bigger impact than 
Google, Apple and Western fintech unicorns, say 
the authors.

Since they have very scaleable Internet and 
mobile platforms with an IT architecture that 
coincidentally is primed for digital banking, 
the BATs (Baidu, Alibaba and Tencent) can be 
considered the world’s first true digital banks, 
the paper says.

From day one they have more customers than 
the world’s biggest bricks and mortar banks 
(see chart). Alipay from Alibaba is ubiquitous 
in China, handling nearly 80% of all mobile 
payments. Assets under management at 
Alibaba’s Yu’E Bao reached Rmb599bn 
($96 billion) by the end of 2014, making it 
China’s largest money-market fund, according 
to the Financial Times. Tencent, which operates 
online bank Webank, has a chat application used 
by over 500 million people for communication 
and for payments and wealth management. Con-
sumers use Baidu to not only search for wealth 
management products, but potentially also 
purchase one of Baidu’s own, including a RMB 
3 billion big-data-based mutual fund that sold 
out within three days of launch in 2014, notes 
the white paper. Xiaomi has announced a new 
money market fund that triples the yield offered 
by the country’s big four state-owned banks.

“How the BATs expand globally remains to 
be seen, but it is clear with their initial forays 
overseas like Alipay in India, they have global de-
signs,” Kapron said in an interview with Informilo. 

The financial platforms of China’s big tech 
companies are “powered by Big Data, informed 
by automated feedback loops from customer 
activity, driven by business experimentation 

rather than IT and 
function at an unprece-
dented scale and operate at a new degree 
of service integration,” the paper notes. 
And they are protected from global 
competition through China’s use of the 
omnipresent Great Firewall, selling to 
consumers who are captive to the China 
Internet environment.

“It is not so much innovation on new 
product and services — peer-to-peer on-
line finance, for example, is done in other 
markets — it is the way they are leveraging 
Big Data and the tailored solutions they 
are developing that correspond to what 
the millennials want from their banks,” 
Kapron says. Research for the white pa-
per included surveying 5,000 millennials 
in China in September.

The Chinese Internet giants have 
shown an extraordinary appetite, over 
the last three years, for using their tech-
nical dominance in Internet services to 
move into adjacent businesses.

They have secured their position as 
a utility provider of infrastructure in 
transport, logistics, taxi booking, home 
deliveries, ticket purchases and many 
other services all integrated into a one-
stop platform enabled by payments and 
an increasing array of banking services.

It is part of a trend. Businesses are 
moving towards platform-based services 
that integrate information, billing and 
payment into the transaction itself. This 
is expected to force banks to pivot to a 
more integrated service model either as 
partners of platforms or as platforms in 
their own right, the report concludes.

* Estimate based 
on most recent 
funding round.

** QQ, Tencent’s 
instant messaging 
service, had 843 
million monthly 
active users at the 
end of the second 
quarter of 2015. 
The Qzone social 
network had 659 
million monthly 
active mobile 
users.

*** Handset sales 
in 2014

CHINA

Chinese tech giants could be more of a threat to banks 
than Apple or Google, writes Jennifer L. Schenker

Perhaps when future historians look back 
to our time, they will point to the 2011 
television show of the popular U.S. TV quiz 
Jeopardy! as the turning point in the domi-
nance of the human species. 

After a well-publicized three-night mara-
thon, IBM’s Watson supercomputer defeated 
two champion, but human, players. It was a 
spectacular display of what IBM calls “cogni-
tive computing.”

Now that same technology is coming to a 
bank near you. In fact, it is already here.

Watson is being used to manage risk and 
provide personalized guidance and invest-
ment options at financial institutions. ANZ 
Global Wealth in Australia is using Watson to 
observe the types of questions coming from 
both customers and financial advisors. DBS 
Bank in Singapore is applying Watson to its 
wealth management business to improve 
the advice and experience delivered to its 
customers. The Inland Revenue Authority 
of Singapore is using Watson to help answer 
users’ questions about taxation. And Spain’s 
CaixaBank is working with IBM to help teach 
Watson Spanish. 

Finance is one of the areas that lends itself 
to cognitive computing, says Sridhar Iyengar, 
Distinguished Engineer at IBM Research and 
part of the Watson team, and a guest speaker 
at Sibos 2015. 

“The real area for Watson and cognitive 
computing is to help accelerate and scale hu-
man expertise by including unstructured data 
into decision-making.” It is estimated that 
unstructured data — the contents of a report, 
a video clip, perhaps a tweet — accounts for 
more than 80% of the world’s data.

Watson analyzes high volumes of data and 

processes information more like a human 
than a computer — it understands natural 
language and can generate hypotheses. Those 
strengths can be put to work in banks; but 
where will that leave employees?

Sensitive to the worries, Iyengar is keen to 
stress that Watson takes very much a support-
ing, not a leading, role. “We see Watson more 
as a cognitive assistant, working with the 
human, to make the human more effective.” 

“Imagine an expert financial advisor. If you 
take a look at a typical financial services firm 
they may have literally thousands. A very 
small percentage of them are really, really 
good — perhaps maybe the top five or 10%. 

“They are there because of the years of ex-
perience, the knowledge they have accumu-
lated, and the insights they have gained into 
decision making.

“Our goal with Watson is really to bring that 
capability to the other 80%-90% of the people 
who may not have had the benefit of the years 
of experience. We will find a way to scale their 
knowledge with this augmented intelligence 
so that they can serve the customers better.”

It is a view echoed by Pedro Gaspar, Head of 
Live Banking for Novabase, a Portuguese soft-
ware development house. Its Wizzio financial 
advisor support tool (see right) is powered by 
Watson. Given the impact that the financial 
crisis has had on employment, is Wizzio just 
another way for banks to lay off staff?

Gaspar denies that is the motivation. “We 
were very concerned to make an inclusive 
solution. The aim is to enhance the work of 
a financial advisor — it is not about replacing 
him or her, it’s about bringing more value. We 
are helping people become more productive, 
and so more valuable to the bank.”

COGNITIVE COMPUTING
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When Portuguese software develop-
ment house Novabase was looking 
for a new tool, named Wizzio, to help 
financial advisors support their clients 
they knew they needed some kind of 
intelligent agent — but which one?

“It wasn’t just a question-and-answer 
interface,” says Pedro Gaspar, head of 
Live Banking for Novabase, “We wanted 
something that would evolve and would 
learn from experience. That took out of 
the equation solutions like Microsoft’s 
Cortana and Apple’s Siri. They are very 
smart, they understand natural lan-
guage, but they are just assistants.”

“You can tell Watson that a fund is 
an investment which is true — but it’s 
not a full truth. After a while Watson 
will understand that it is not just an 
investment, it is more than that.”

What Watson lets advisors do, 
says Gaspar, is to explore options. It 
digests and assesses information, and 
produces weighted recommendations. 
“Watson places out the options and 
then the advisor, based on his knowl-
edge chooses the best option.”

Gaspar was quick to refute any 
suggestion that Wizzio is a way for 
banks to slash headcount. “Wizzio does 
two things. It brings more quality to the 
advice itself. That adds a lot of value. 

“[And] Advisors are expensive. That 
means the bank can only use them for 
very wealthy clients. If you can lower 
the advising costs, that mean you can 
reach more people.”

Financial Wizzard

Cognitive computing — computers 
that can ‘think’ — is being put to 
work in banks, says Ben Rooney

Watson won at 
Jeopardy! in 2011 

Smarter  
Future

COMPANY HEADQUARTERS
MARKET CAP  
($ BILLIONS)

NUMBER OF USERS/ 
BANK ACCOUNTS*

Apple Cupertino, CA, U.S. 654.16 800 million (iOS users)

Google Mountain View, CA, U.S. 428.36 1.4 billion (Android users)

Alibaba Hangzhou Zhejiang, China 148.84 350 million

Tencent Shenzhen, China 153.04 1.5 billion**

Baidu Beijing, China 46.77 630 million

Xiaomi Beijing, China 45.8* 56.5 million ***

Industrial and Commercial 
Bank of China (ICBI)

Beijing, China 201.67 260 million

Wells Fargo San Francisco, CA, U.S. 264.27 94.7 million

HSBC London, UK 149.51 54 million

informilo.com

HSBC London, UK 149.51 54 million

Sources: Apple, Google, STL Partners, Brett King’s Breaking Banks, Baidu
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FINTECH INVESTMENT

Fintech Investment by Region 2010-2015 ($m)

Innotribe Global Fintech Hub Rankings

Global Fintech Investment Activity (2010-2015)

Financing Activity (2010-2015)

Source: Z/Yen Group, venturebeat.com, CITIE Report 2015

The Heat 
Is On

To say that fintech is a hot sector right 
now is a bit like saying the Kardashians 
are a family of sisters: it is true but it 
rather misses the point.

According to data from analysts CB 
Insights, 2015 is on track to be a record 
year, more so than  2014, which itself was 
a record year for investment.

Over the previous five years, investors’ 
money has flooded into the sector: some 
$50 billion, with the lion’s share, $31.6 bil-
lion, going to companies based in the U.S. 
However, with London’s role as a global 
financial hub, the UK is establishing itself 
as a second — albeit by some considerable 
margin — player, with more investment in 
the UK than the rest of Europe combined 
— $5.4 billion against $4.4 billion, accord-
ing to a report by UK advisors IC Dowson 
and William Geraty Associates. 

According to a report by Accenture, in 
2014, the most popular sectors included 
payments, lending, trading technologies 
and wealth management. 

Payments accounted for the largest 
number of fintech deals in the United 
States in 2014, at 29%. 

Lending was the second-biggest 
investment area for U.S. fintech invest-
ments in 2014, accounting for 16% of such 
investments. 

CB Insights data suggests increasing 
activity by traditional banks in the sector. 
The UK’s Barclays Bank, through its 
accelerator program, was the fifth-largest 
investor (by number of deals) last year. 
Silicon Valley Bank and Goldman Sachs 
also featured strongly. 

However, while money has flooded 
into the sector, exits, whether through 
M&A or other routes, have grown at a 
far slower rate, perhaps indicating the 
immaturity of the sector. In a quiet IPO 
market, some 12 fintech companies went 
public in 2014, according to CB Insights 
data. Lending Club’s December 2014 IPO 
valued the company at $5.4 billion.

 Fintech is attracting a 
record breaking amount of 
investment, writes Ben Rooney
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The Innotribe Global Fintech Hub Rankings are an attempt 
to rank the hubs around the world using three different 
systems and combining them. The Global Financial 
Centers Index is a ranking of the competitiveness 
of financial centers based on over 29,000 financial 

center assessments. The aim of the GFCI is to 
examine the major financial centers globally in terms of 
competitiveness. It is compiled and published twice a 
year by Z/Yen Group. The SparkLabs Global Ventures 
score is compiled by the venture fund of the same name. 

Finally, the CITIE City Report is the product of a 
partnership between the UK body Nesta, Accenture 
and the Future Cities Catapult. It examines cities 
across the world under nine different categories and 
scores them.
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ADYEN
WWW.ADYEN.COM

AMSTERDAM, NETHERLANDS
What it does: Omni-channel payment services.
Why it’s hot: Adyen provides advanced payment services 
to over 3,500 customers including Facebook, Uber, and 
Airbnb. The company is on track to process transactions 
worth $45 billion and generate revenues of €330 million 
in 2015, up from €150 million last year. Just raised a 
round that values the company at $2.3 billion, less than a 
year after a $250 million round at a $1.5 billion valuation.

AVANTCREDIT
WWW.AVANT.COM

CHICAGO, IL, U.S.
What it does: Online consumer loans.
Why it’s hot: AvantCredit uses advanced algorithms 
and machine learning to offer a customized approach 
to personal loans. Since it issued its first loan in January 
2013 it has served more than 3,000 customers. In May 
it reached $1 billion in loan originations. In December 
AvantCredit raised $225 million in equity financing and 
put in place a $300 million credit facility to fuel growth.

BETTERMENT
WWW.BETTERMENT.COM

NEW YORK, NY, U.S.
What it does: Automated investing service.
Why it’s hot: Founded in 2008, Betterment simplifies 
the process of investing. The company has more than 
100,000 customers and over $2.6 billion in assets 
under management. Betterment recently raised $60 
million , bringing total funding to over $100 million, and 
announced plans to offer companies an online-only 
401(k) retirement service.

COMMONBOND
WWW.COMMONBOND.CO

NEW YORK, NY, U.S.
What it does: Student loan marketplace.
Why it’s hot: Peer-to-peer lender CommonBond focuses 
on graduate students. It aims to fund $500 million in 
loans by the end of 2015. In September it raised $35 
million in Series B funding; the company has raised 
close to $200 million in five rounds. The new funding will 
support development of CommonBond’s data-intensive 
algorithm for determining client risk.

ETORO
WWW.ETORO.COM

LONDON, UK
What it does: Social investment network.
Why it’s hot: eToro’s social trading platform enables 
users to engage with global markets by allowing them 
to see what others are investing in and then copy them. 
The service is used by 4.5 million users in more than 170 
countries. In April the company raised $12 million from 
CommerzVentures, following a $27 million round in late 
2014. This brings total funding to over $72 million.

JIMUBOX
WWW.JIMUBOX.COM

BEIJING, CHINA
What it does: Peer-to-peer lending.
Why it’s hot: Jimubox is a marketplace providing loans to 
individuals and SMEs in China. The company expects to 
triple its lending business to $1.6 billion in 2015. In April it 
raised $84 million in Series C funding, just seven months 
after a $37 million round. Investors include Xiaomi, 
Shunwei Capital, Matrix Partners China, Investec Bank, 
Ventech China, and Vertex Fund Management.

KABBAGE
WWW.KABBAGE.COM

ATLANTA, GA, U.S.
What it does: Automated small business lending.
Why it’s hot: Kabbage uses data generated through 
business activity to understand performance and deliver 
funding in real time. The company has tripled its loan 
volume year on year, with a three-year growth rate of more 
than 6,700%, and has extended $1 billion in capital to 
small businesses since making its first loan four years 
ago. It has raised more than $450 million in 10 rounds.

KLARNA
WWW.KLARNA.COM

STOCKHOLM, SWEDEN
What it does: Online payment service.
Why it’s hot: Klarna’s payment services are used by 55,000 
merchants in Europe and 52 million users in 18 countries. In 
September it announced a mobile payment partnership with 
Overstock.com, its first deal in the U.S. market. Revenues in 
2014 reached $300 million. The company has raised more 
than $280 million from Atomico, Digital Sky Technologies, 
and Sequoia; its valuation recently doubled to $2.25 billion.

MOZIDO
WWW.MOZIDO.COM

NEW YORK, NY, U.S.
What it does: Mobile payments platform.
Why it’s hot: Mozido provides payment services to more 
than two billion people who carry mobile phones but 
have no bank accounts. The company has been on the 
acquisition trail, buying Zimbabwe mobile wallet company 
NettCash, Chinese payment gateway provider PayEase 
and Corfire, a digital commerce company. Mozido has 
raised more than $350 million in four rounds.

SOFI
WWW.SOFI.COM

NEW YORK, NY, U.S.
What it does: Student loan refinancing.
Why it’s hot: SoFi helps professionals accelerate their 
success with student loan refinancing and other debt. 
It has issued more than $4 billion in loans since launch. 
In late September SoFi announced $1 billion in Series 
E funding led by SoftBank – the largest single financing 
round in the fintech space to date. The round brings total 
equity investment in SoFi to $1.42 billion.

STRIPE
WWW.STRIPE.COM

SAN FRANCISCO, CA, U.S.
What it does: Online payments platform.
Why it’s hot: Stripe processes billions of dollars for 
thousands of businesses including Twitter, Kickstarter, 
Salesforce, and Lyft. It also facilitates transactions 
through Facebook, Twitter and Pinterest and has 
partnered with Apple Pay and Alipay. A July funding round 
of “less than $100 million” valued the company at $5 
billion. Total funding is close to $300 million.

TRANSFERWISE
WWW.TRANSFERWISE.COM

LONDON, UK
What it does: Foreign currency transfer services.
Why it’s hot: TransferWise keeps currency transfer costs 
down by using the real exchange rate and charging a 
low service fee. Co-founder Taavet Hinrikus calls it “the 
Skype of money transfers.” Customers have made foreign 
exchange transfers totaling more than £3 billion so far. In 
January it raised a Series C round of $58 million, valuing 
the company at more than $1 billion. 

ZUORA
WWW.ZUORA.COM

FOSTER CITY, CA, U.S.
What it does: Subscription management platform.
Why it’s hot: Zuora enables “the subscription economy,” 
supporting companies shifting to recurring revenue 
models; its relationship business management platform 
manages the subscriber lifecycle. In 2014 contracted 
invoice volume reached $42 billion. Customers include 
Box, Dell, and Zendesk. In March the company raised a 
$115 million round, bringing investment to $250 million. 

ALGOMI
WWW.ALGOMI.COM

LONDON, UK
What it does: Bond information market.
Why it’s hot: Algomi connects fixed income professionals, 
helping them form better trading relationships in a 
landscape of changing capital, leverage and liquidity 
requirements. As of July it had signed up 100 buy-side 
firms to its network, just two months after launch. 
Algomi currently works with 11 major banks. It raised an 
undisclosed amount from Lakestar in a 2013 round. 

CALASTONE
WWW.CALASTONE.COM

LONDON, UK
What it does: Global funds transaction network.
Why it’s hot: Calastone claims its automated transaction 
service has enabled the fund industry to reduce the cost 
of transactions by over 60%. It has more than 810 clients 
in 27 countries and 7,900 active trading connections. 
In July its network carried its 100 millionth message. 
In 2013 the company raised $18 million from Accel 
Partners and shareholder Octopus Investments.

DIANRONG
WWW.DIANRONG.COM

SHANGHAI, CHINA
What it does: Peer-to-peer lending.
Why it’s hot: Dianrong calls itself the Lending Club of 
China; its founder was Lending Club’s VP of engineering 
until 2010. In August the company raised $207 million in 
a Series C round co-led by Standard Chartered’s private 
equity arm and China Fintech Fund; the round is one of 
the largest in China’s P2P sector. A previous $100 million 
round allegedly valued the company at $1 billion.

EPIPHYTE*
WWW.EPIPHYTE.COM

LONDON, UK
What it does: Integration with cryptofinancial networks.
Why it’s hot: Epiphyte’s mission is to be the bridge 
between established finance and cryptofinance. Its 
middleware suite, CBridge, offers one-stop integration 
with the various emerging cryptofinancial protocols, 
enabling financial institutions to use crypto networks 
in a secure and controlled way. It uses state-of-the art 
cryptography to secure funds, transactions and trades. 

KENSHO
WWW.KENSHO.COM

CAMBRIDGE, MA, U.S.
What it does: Global analytics.
Why it’s hot: Kensho harnesses massively-parallel 
statistical computing, user-friendly visual interfaces and 
unstructured data engineering to create an analytics 
platform for investment professionals. In November it 
raised $15 million in a round led by Goldman Sachs; 
Goldman will use Kensho’s software across the bank. The 
company previously raised a $10 million seed round.

KNCMINER
WWW.KNCMINER.COM

STOCKHOLM, SWEDEN
What it does: Bitcoin mining.
Why it’s hot: KnCMiner delivers secure and green 
blockchain power. It has expertise in ASIC design and 
in building and running industrial computing centers on 
renewable green hydropower. Customers pay for a fixed 
amount of time and processing power in its large data 
center in the Arctic Circle. In February it raised $15 million 
from Accel Partners and previous investors.

NUMBER26
WWW.NUMBER26.DE

BERLIN, GERMANY
What it does: Modern banking services.
Why it’s hot: Number26 styles itself as a bank of the 
future. It offers free, flexible services based on traditional 
bank Wirecard’s infrastructure. Number26 has launched 
in Germany and Austria and has close to 10,000 
customers and a waiting list. In April the company raised 
$10.6 million from Valar Ventures and existing investors 
Earlybird and Redalpine.

PRODIGY FINANCE
WWW.PRODIGYFINANCE.COM

LONDON, UK
What it does:  Loans for business school students.
Why it’s hot: Prodigy Finance’s platform offers loans to 
international postgraduate students attending leading 
business schools. Since 2007, it has processed over 
$130 million to fund more than 2,000 students from 92 
nationalities, with a repayment rate in excess of 99%. 
In August it raised more than $100 million from Credit 
Suisse, Balderton Capital and other investors.

WEALTHFRONT
WWW.WEALTHFRONT.COM

PALO ALTO, CA, U.S.
What it does: Online money management.
Why it’s hot: Wealthfront is the world’s largest and 
fastest-growing automated investment service, with over 
$2.6 billion in client assets (growing from $100 million 
a year after launch in 2013). Last year the company 
raised $100 million in two rounds, bringing total funds 
raised to $129 million; its valuation after the last round is 
approximately $700 million.

FRACTAL LABS
WWW.FRACTAL-LABS.COM

ZURICH, SWITZERLAND
What it does: Analysis and loan selection for SMEs.
Why it’s hot: When it launches in October it will serve as 
an automated CFO, generating cash flow analysis and 
should there be a cash requirement, suggesting banks 
and alternative lending platforms. Nick Heller, co-founder 
and CEO, was Google Europe’s head of new business 
development. Investors include Seedcamp and Michael 
van Swaaij, previously eBay’s chief strategy officer.

HOLVI
WWW.HOLVI.COM

HELSINKI, FINLAND
What it does: Current accounts for businesses.
Why it’s hot: Holvi is a payment institution authorized 
by Finland’s Financial Supervisory Authority. It has 
independently built an end-to-end online banking 
platform from the ground up. The company is now taking 
its services to 29 European markets. Holvi has received 
close to $3 million in investment from Seedcamp and 
Speedinvest.

REVOLUT*
WWW.REVOLUT.COM

LONDON, UK
What it does: International money transfer app.
Why it’s hot: The Revolut app allows users to exchange 
currencies with no fees and at interbank rates, and to 
send money through social networks. It also provides 
a multi-currency card that can be used everywhere 
MasterCard is accepted, and in ATMs abroad. Its goal is to 
remove all hidden banking costs. In July Balderton Capital 
invested in a £1.5 million funding round.

To identify the most 
promising financial services 
companies across the globe
Informilo asked some of 
the most active investors 
in the sector to nominate 
and evaluate companies 
outside their own portfolios. 
Nominations are vetted by 
the group and only those 
companies that get votes 
from non-investors make it 
on to the list. 

Top

25
Fintech Start-Ups 
To Watch In 2015
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GROWTH
PROMISING
BELOW THE RADAR
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*Epiphyte was a SWIFT Innotribe 
  StartUp Challenge finalist in 
  2014. Revolut is a 2015 finalist.



informilo.com

l @informilomediaf /informilod Informilo.com

15

BLOCKCHAIN

14 October 2015

A number of barriers must be overcome before commercial 
digital ledger services are launched, writes Jennifer L. Schenker

What a difference a year makes.
When over 8,000 banks from around 

the world gathered for Sibos 2014 in Bos-
ton last autumn most bankers had never 
heard of blockchain, the distributed ledger 
technology underpinning Bitcoin that 
could be as revolutionary as the Internet.

Now the technology is taking center 
stage — not just at Sibos 2015 in Singapore 
but around the globe. A growing number 
of banks are convinced it’s the Next Big 
Thing, rushing to open blockchain labs 
and embracing blockchain start-ups.

Barclays has even created a position 
called vice-president of blockchain 
research and development; Simon Taylor, 
a scheduled speaker at Sibos 2015, holds 
that title.

However, some in the tech community 
have questioned this new-found love af-
fair, suggesting that it is fear of missing out, 
rather than solid business cases, driving 
the agenda. They cite a number of barriers 
that will need to be overcome before 
blockchain becomes a commercial reality.

In September some 22 top banks, in-
cluding Citi, BBVA, Deutsche Bank, Credit 
Suisse, J.P. Morgan, Goldman Sachs and 
Bank of America, joined a consortium led 
by financial tech firm R3 that is working 
on a framework for using blockchain 
technology in markets. The group’s stated 
goals are to: develop a platform that can 
efficiently transfer the billions of dollars 
worth of transactions handled by the 
financial industry; build a sandbox for 
experimenting with these new tools; and 
learn from these experiments what works 
and where the technology can best be 
used in financial services.

Banks interviewed by Informilo say 
commercial distributed ledger services are 
still two to three years off and are likely to 

first be applied to trade finance, a sector 
that has long cried out for digitization and 
transparency. “The ability to encrypt and 
verify the addition of records into a data-
base is a far more auditable, transparent 
way of doing data entry and brings huge 
efficiencies,” says Barclays’ Taylor.

Eventually blockchain’s open source 
distributed financial exchange mechanism 
could be used to trade everything of value, 
including payment processing, deposits, 
withdrawals/overdrafts, foreign exchange, 
float, transfer/wire services, title insurance 
collections and notary services.

“We clearly see the focus shifting away 
from bitcoin currency to the distributed 
ledger and that is opening up constructive 
disruption,” says Sibos 2015 speaker Mark 
Buitenhek, global head of transaction 
services at ING in Amsterdam. “The jury is 
still out, of course, but the potential seems 
to be huge and if it really can be applied as 
we hope, it will become huge.”

A June Fintech 2.0 report backed by 
Santander InnoVentures, the Spanish 
bank’s fintech investment fund, Oliver 
Wyman and Anthemis Group, estimates 
blockchain could save up to $20 billion 
annually in settlement, regulatory, and 
cross-border payment costs.

“Blockchain is a lot more than a technol-
ogy; it’s a strategy,” says Adam Ludwin, 
CEO of Chain, a San Francisco-based 
start-up working with banks and other 
institutions to develop ways to trade and 
transfer financial assets using blockchain 
technology. “Market structures don’t 
change that often and blockchain is that 
once in a very long time market-struc-
ture-shifting opportunity.”

Maybe so, but some in the financial 
services sector remain skeptical. “A lot of 
bankers still don’t understand blockchain; 

they are jumping on the bandwagon out of 
fear of missing out,” says Nektarios Liolios, 
co-founder and CEO of the Startupboot-
camp FinTech and Insurance accelerator 
in London.

“Usually bankers try to understand first 
and then get involved but there is so much 
buzz that banks are joining groups like the 
one in New York just to be part of it and 
they are not really sure why.”

“There are naïve assumptions that this 
will solve problems overnight and if [the 
banks] put their names out there start-ups 
will flock to them,” says Liolios, who previ-
ously worked as an innovation leader at In-
notribe, the innovation arm of SWIFT. “A 
lot of expectations are being built on the 
bank side but there are not enough quality 
developers globally to develop these things 
and I have little faith in the ability of banks 
to develop the capability on their own.”

Since January some 200 out of 700 start-
ups that have applied to the Startupboot-
camp Fintech and Insurance accelerator 
are building products around the block-
chain, says Liolos. “That is way more than 
we would ever have imagined. But not all 
solutions to existing problems need to be 
on the blockchain. And when we go into 
the next stage — evaluating the applica-
tions — the quality is not very high. The 
banks are coming to them and saying, ‘we 
have this problem; come and solve it with 
blockchain,’ but the people building on the 
blockchain have no business background 
and no understanding of financial services. 
There is an element of translation needed 
between the two worlds. maybe the R3 
consortium can actually build that bridge, 
but it is still to be seen.

“My big bugbear is the big gap between 
banks’ appetite and their capacity to deal 
with start-ups,” says Liolios. “Very few 

banks have grassroots hands-on experi-
ence with the entrepreneurs. It is great 
that a bank can say, ‘we have a blockchain 
officer,’ but do they actually have the infra-
structure to experiment with an entrepre-
neur that has a great technology or a great 
idea? A lot of the banks don’t.”

The fault doesn’t necessarily lie with the 
banks. Technologies do not always live up 
to their promise, says Neal Cross, Chief In-
novation Officer at Singapore’s DBS bank.

“I have been in tech for a while now,” 
says Cross, a scheduled Sibos 2015 speak-
er. “As an observation I have noticed that 
every time a new technology comes along 
an instant set of gurus rides in ready to tell 
you that this tech will fix everything and 
try to retrofit it into existing problems. 
My role is to cut through the hype and to 
ascertain what this technology can enable 
that was unachievable before and how it 
could potentially change the cost model 
of our technology or operations. One way 
to do this is by organizing hackathons 
and getting start-ups to innovate on this 
platform. But in fairness the results for 
blockchain have been less than spectacu-
lar to date.” 

There are other reasons to be skeptical 
about blockchain’s impact on the industry 
as a whole.

Things move slowly in the banking 
world, notes Cross. “Even though we are 
very excited about the future possibilities 
of blockchain, the reality is that the Next 
Big Thing for us in Singapore is cloud com-
puting as historically the regulators have 
been behind in this regard. Thankfully this 
is changing now.”

Banks are expecting to have difficulty 
reconciling their compliance requirements 
with digital ledger technology as well. 
“Everyone is excited in the industry about 

[distributed ledger] technology but institu-
tions have had a hard time actually going 
live because regulators have been largely 
silent,” says scheduled Sibos 2015 speaker 
Dan Markovitz, CEO of Earthport Europe, 
a London-based company that has built an 
alternative to correspondent banking.

Earthport and San Francisco start-up 
Ripple are teaming on a service that allows 
banks to maintain their current technology 
and compliance regimes while also bene-
fitting from blockchain technology. “Our 
approach is pragmatic. Let’s just assume 
that all current screening, monitoring 
regimes have to stay as they are — and we 
need to find a way to make this technology 
work with today’s compliance require-
ments — not some future state which will 
arrive — who knows when,” he says. “We 
have cracked the code.”

But the issue of interoperability still 
needs to be cracked and standards agreed. 
“We need organizing bodies, we need 
coalitions, we need everyone talking to 
each other,” says Chain’s Ludwin, another 
scheduled Sibos 2015 speaker. “We also 
need leadership — we need certain insti-
tutions to say, ‘we are going to invest in 
building something and you are going to 
come along with us.’ From my perspective 
it is better to work in coalitions than to 
invest deeply one at a time. But we have 
to do both. It is going to be lumpy and 
zig-zaggy because there is no way a stand-
ards body is going to be driving revolution-
ary things.” 

“Once these networks take off it is going 
to feel like in one day the world changed 
overnight but in practice before that 
happens a lot of people will have to be 
working on this diligently building partner-
ships,” says Ludwin. “A lot of ground work 
will be necessary.”

Beyond the 
Blockchain Hype

Blockchain Offerings
Earthport
www.earthport.com
London, UK
Earthport acts as a central clearing agency to which all payments 
go — so that any bank or big corporate with a single connection to 
Earthport can send payments around the world. It is teaming with 
San Francisco-based Ripple Labs to allow banks to maintain their 
current technology and compliance regimes while also benefitting 
from blockchain technology. 

Digital Asset Holdings
www.digitalasset.com
New York, NY, U.S.
Digital Asset Holdings is able to build both Bitcoin blockchain 
networks, which are permission-less, as well as off-the-shelf private 
networks like Hyperledger. Hyperledger enables financial institutions 
to create private blockchain networks for different asset classes and 
record the data and positions of the participating banks. 

Chain
www.chain.com
San Francisco, CA, U.S.
Chain claims it enables institutions to build and operate blockchain 
networks that can power any type of asset in any market. Investors 
include Visa, NASDAQ, Citi Ventures, Capital One Financial and Fiserv. 
NASDAQ has announced it will use Chain’s technology to facilitate the 
trading of stakes in unlisted companies on its private market. 



It is an exodus of Biblical proportion. 
According to the United Nations, nearly 
one in every two people in Syria has 
been forced from their home by the 
internecine war. Of them, some four 
million people, a fifth of the popula-
tion, have fled the country.

Many in Europe have reacted negative-
ly to the crowds of refugees crossing the 
Continent. But refugees aren’t just a bur-
den. They can be a benefit and by serving 
them banks could do well by doing good.

According to several studies immigrants 
are more likely to start businesses than the 
native-born and are less likely to commit 
serious crimes. In the U.S., for example, 
nearly one in five small-business owners 
(18%) were born abroad, though immi-
grants make up just 13% of the population.

But as the refugees seeking help and 
support are finding, life as a stateless 
person is anything but simple. Cut off 
from home, often with no official ID, they 
are being excluded from society and from 
access to banks.

“Refugees, as soon as they leave the 
country, lose their financial access,” says 
Sibos 2015 speaker Christine Duhaime, ex-
ecutive director of the Vancouver-based 
Digital Finance Institute, which is trying to 
tackle the financial exclusion of refu-
gees. “Whatever they have in their bank 
accounts, they are never going to be able 
to access again. Especially in situations 
like Syria, money may still be banks — but 
those banks are controlled by terrorists.”

Part of the problem, says Duhaime, 
is the stringent identity and anti-money 
laundering regulations in place. Without 
official ID, many refugees can not access 
the banking system.

“Even if they have ID, they can’t get jobs. 
And anyway, they don’t have money, so 
why would anyone want to bank them?”

The problem of financial exclusion 
is vast, says Duhaime. “When we talk 
about two billion people being unbanked, 
no one ever thought to include in that 
number what that means for the refugee 
population. We need to go back to the 
drawing board and say what is the prob-
lem, how do we solve this?

“We have to move beyond this onerous 
banking regulation just to move money 
to refugees. The problem is too acute. 
We are being dragged down by all these 
banking regulations.”

There are two timescales to the problems, 
says Paul Makin, head of financial inclusion 
at UK-based Consult Hyperion, a firm of 
financial consultants: the acute problem of 
getting immediate support to refugees; and 
a longer-term problem of helping refugees 
either return to their home country, or 
integrate into their host nation.

While zealous application of regula-
tions such as the identity requirements 
of Know Your Customer (KYC) and an-
ti-money laundering provisions may have 

contributed to the financial exclusion 
problems faced by many refugees, some 
financial companies are coming up with 
solutions.

Currently refugees based in official 
camps are given vouchers to exchange 
with merchants for supplies. It is ex-
pensive and open to abuse. “Sometimes 
there are as many as 20 agencies getting 
involved,” says Duhaime. “By the time 
you have donated one dollar something 
like only 10¢ ends up in the hands of a 
refugee.” 

Instead, says Makin, use contactless 
charge cards and issue cheap Android 
phones (which support NFC) to mer-
chants. Such a scheme, called TeMS and 
developed by Hyperion, was used in 
Nigeria in regions with little or no mobile 
coverage for distributing money to farm-
ers, he said. 

Empty contactless cards are issued 
and securely charged with cash by camp 
officials. “The refugee can then take that 
card and use it as a normal contactless 
payment card at local retailers to buy 
whatever. You are no longer restricted 
to the face value of vouchers — you never 
get change.” 

“The retailer goes home at night. He 
can upload the transactions from the 
smartphone. We get the information on 
our servers and we can do the reconcilia-
tion. We can directly transfer the money 
to the retailers to reimburse them.”

But, admits Makin, while its system 
might help reduce the byzantine com-
plexity of distributing aid in camps, refu-
gees outside of camps are harder to reach. 

The relatively small number of refugees 
in camps is a major difference with the 
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Banking regulations are hindering 
the flow of cash to refugees, but 
technology can help, says Ben Rooney Few Syrian 

refugees 
are living  
in camps

Only a small 
percentage 
of refugees 
have made 
it to Europe

Nearly 40% 
of refugees 
are under 
11 years old

4,086,760
Registered Syrian  
refugees

7,600,000
Number of displaced 
people in Syria

22,850,000
Population of Syria (2013)

51.1
% of Syrian refugees  
under 18

428,735
Number of Syrian  
refugees in Europe

$4.5 billion
Registered Syrian 
Refugees

Sources: UNHCR, syrianrefugees.eu, World Bank, 
US State Department

Syrian crisis. For example, according to 
UN figures, of the estimated 1,587,000 
refugees living in Turkey, just 217,000 are 
in camps.

Reaching those living outside the 
camps requires a completely different 
approach, says Sibos 2015 speaker Akhtar 
Badshah, founder of Catalytic Innovators 
Group, a consulting practice focused on 
accelerating social impact, and previously 
the manager of Microsoft’s global philan-
thropy portfolio.

One existing scheme he highlighted 
was a collaboration between card issuer 
MasterCard and aid agency Mercy Corps. 
In 2013, Mercy Corps, with MasterCard 
support, piloted two mobile voucher 
systems to deliver aid more quickly and 
securely in times of emergency — one in 
Nepal and one in the eastern Democratic 
Republic of Congo, where thousands of 

families have been uprooted by conflict 
and violence. 

This approach still requires agencies 
getting to refugees. It would be better to 
have structures that refugees can tap into 
themselves, says Badshah. “The other is 
to figure out different ways in which so-
cial entrepreneurs and social innovators 
may get support from the financial and 
the banking industry to see how these 
efforts could be scaled. 

“Kopa Kopa is an interesting approach 
in Kenya where a bunch of social entre-
preneurs with investments from social 
investment funds have kind of created 
a service which is piggybacking on top 
of M-Pesa, the mobile financial service 
in Kenya.

“It is creating a mobile payment system 
with shops that can accept the M-Pesa 
credit. These guys process at the back 
end, keep a bit of money, and now a 
small ‘mom and pop’ shop can take this 
money. As these people come part of the 
system, they also have access to credit 
that is being offered by Kopa Kopa. The 
credit is paid off by the transactions that 
are being done by the merchant.”

This, he suggests, offers a way for ref-
ugees, most of whom flee with a mobile 
phone, to easily access non-traditional 
financial services. “If you landed up in 
Jordan and in Jordan they were using mo-
bile payment systems such as Kopa Kopa 
then I could tap into that as a refugee.”

Perhaps it is worth remembering one 
previous Syrian immigrant from the city 
of Homs. A man called Abdul Fattah 
Jandali who first left in 1952 for the U.S.. 
Jandali had a son that he had to put up for 
adoption. His name? Steve Jobs.

“We have to move 
beyond onerous 
bankings regulation 
to move money  
to refugees.”
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Facing The 
Fintech Foes
Anju Patwardhan is Standard Chartered’s first 
Chief Innovation Officer. How will she manage 
the start-up threat, asks Ben Rooney

2003
Moved to a new 
role as Asia-Pacific 
Credit Risk Head for 
Consumer Finance at 
Citigroup.

1989
Earned her 
post-graduate degree 
in management 
(MBA) in Finance 
and Marketing from 
the Indian Institute 
of Management, 
Bangalore. Joined 
Citigroup as a Man-
agement Associate 
and commenced 
her career in India 
moving through roles 
including credit op-
erations and policy, 
collections, internal 
audit and re-engi-
neering for consumer 
portfolios in India.

Financial Lifeline

2013
Made Distinguished 
Fellow by the Insti-
tute of Banking and 
Finance Singapore. 
Appointed as Non-Ex-
ecutive Director on 
the Board of Stand-
ard Chartered Bank, 
Thailand.

2007
Approached by 
Standard Chartered 
to join the bank’s 
risk function, where 
she held several 
senior leadership 
roles.

1966
Born in New Delhi, 
India. 1983

Completed high 
school at the N C 
Jindal Public School.1987

Graduated with a 
Bachelor of Technol-
ogy (B Tech) at the 
Indian Institute of 
Technology, Delhi.

1997
Moved to Singa-
pore to take up her 
appointment in the 
internal audit and 
risk review team 
for Asia-Pacific at 
Citibank.

2000
Became the first 
Asia-Pacific Digital 
Banking Director at 
Citigroup, Singapore. 
Managed Internet 
and mobile banking 
programs across 
Asia-Pacific.

2015
Announced as 
Standard Chartered’s 
first Group Chief 
Innovation Officer. 
Appointed as a Fellow 
of Singapore Manage-
ment University’s Sim 
Kee Boon Institute for 
Financial Economics 
while being named 
as a Power Woman in 
Fintech by Innotribe.

2014
Appointed as Group 
Head of Risk Innova-
tion and becomes a 
member of the bank’s 
global risk function 
management team. 
This role focused on 
the identification and 
implementation of 
emerging technologies 
and use of big data 
for risk management.

It was a dead frog that scuppered Anju 
Patwardhan’s career as a doctor. Medicine’s 
loss is banking’s gain.

“I grew up in a professional, middle-class 
family in India,” she says. “In those days, if 
you were good at academics you became a 
doctor or an engineer. The first time we had to 
dissect a frog I fainted. I figured that medicine 
was not for me.”

Patwardhan, who is now Standard Char-
tered’s first-ever Group Chief Innovation 

Officer and one of the bank’s highest-ranking 
female employees, was recently ranked as one 
of 400 global Power Women in Fintech by In-
notribe, the innovation arm of SWIFT. While 
applauding the accomplishments of these 
women the report notes that there is still a 
serious lack of gender diversity in financial 
services. That is nothing new for Patwardhan. 

With the frog ruling out medicine, the only 
suitable career left for the young Patwardhan, 
graduating 23rd in all India in her final year of 
high school, appeared to be engineering.

The Indian Institute of Technology, Delhi, 
is one of the country’s leading universities. In 
the face of fierce competition she won a place, 
only to discover that she was one of seven 
women in a class of 250. Not only that, but as 
a woman, her career options appeared to be 
severely curtailed. 

“I did my internship in an oil refinery,” she 
says. “There were no women on the shop 
floor. That gave me a flavor of what it would 
be like to be a female engineer in India. Pretty 
much if you were a female engineer you end-
ed up doing R&D.”

A lifetime in research had little appeal. She 
opted for an MBA at the Indian Institute of 
Management Bangalore, a school proud to 
proclaim it has “the most competitive test 
used for admissions to B-schools anywhere 
in the world.” Its sister school in Ahmedabad 
accepted just 0.25% of applicants. Even there, 
the gender imbalance was still marked. “I was 
one of 12 women in the class of 120.”

Patwardhan was snapped up by Citibank 
and was exposed early on to the Internet. In 
2000 banks were taking their first steps with 
online banking. “We had nothing in Asia in 
digital banking when I took the job,” she says. 
But Citi had been an early adopter in the U.S. 
and Patwardhan was able to use the experi-
ence and lessons from America. 

Even then, she says, banks were not blind to 
the opportunity, nor to the threat. “All banks 
realize that technology is a key enabler for 
digitization and innovation. ” 

Jumping ship to Standard at the end of 
2007 to become the bank’s global head of risk 
appetite may look like a risky roll of the career 
dice. The first rumblings of what was to be 
the worst financial crisis since the Wall Street 
Crash were being heard — and as was to be 
discovered, a large proportion of the blame 
was put on banks’ attitude to risk. So was it a 
great time to take a job in risk?

“What you have to remember is that Asia 
didn’t have the same experience as the West,” 
she says. “The difference between the West-
ern world and Asia was that the clients in Asia 
were not as leveraged as the ones in the U.S. 
Most countries in Asia did not allow things like 
mortgage-backed securitization.”

Patwardhan credits regulators in Singapore, 
not only for helping to mitigate the worst of 
the financial crisis.

“Most of the regulators in Asia, after the 
Asian financial crisis, had all introduced some 
forms of macro-prudential regulation and 
credit bureaus that made sure that consum-
ers did not get over-leveraged. That helped 
ensure debt was at an acceptable level.”

Patwardhan progressed through the upper 
ranks of the bank to her current role today, 
one that was carved out specially for her earli-
er this year. She is charged with navigating the 
bank through the fintech storm threatening 
traditional banking.

But at a time of great threat, Patwardhan is 
critical of how some banks have responded. 
“Most banks — facing increasing pressures 
on returns, while challenged by regulators to 
simplify their business models, and hampered 
by legacy systems — are relative bystanders in 
this arena,” she wrote in a recent article. What 
is she doing differently?

“Being innovative does not mean being 
aggressive or crazy,” she says. “I think of inno-
vation as doing something that is different and 
has a big impact.” But Patwardhan shies away 
from innovation for the sake of it, suggesting 
that while it may be eye-catching, it isn’t what 
customers necessarily want.

“Disruptive innovation, in most organiza-
tions, forms less than 10% of what they do. If it 
works then it can have great rewards, but 90% 
of the innovation work happens essentially in 
providing a better customer experience, solv-
ing business problems, risk mitigation, higher 
productivity — those are the areas that we are 
currently focused on.”

She cites examples such as a centralized 

KYC [Know Your Customer] registry for retail 
clients in Singapore. “Today what happens is 
if you have curent or savings accounts with 
five different banks, you have to keep submit-
ting the same information to five banks.” Now 
they will only have to do it once. It’s not going 
to change the world, she admits, but it makes 
life easier for customers.

As for the threat from fintech start-ups, Pat-
wardhan says that while that may be an issue 
in some countries, in Asia few have the clout 
to take on the big banks. 

“I think the markets like the U.S., China, 
and maybe a couple of other countries offer 
scale for them [start-ups] to compete with the 
banks, but in most of the emerging markets 
there is a greater understanding and recogni-
tion that they lack scale, they are fragmented, 
they have varying quality of infrastructures in 
terms of having credit bureaus or not. 

“What I am seeing is more of a symbiotic 
relationship between banks and technolo-
gy companies. Each benefits the other and 
together they benefit the consumer. I do not 
think it is going to be a winner takes all where 
either banking wins, or technology wins.”

She is certainly aware of the risks, not just 
to the high-value services that banks offer, but 
even to fundamental operations like loans. 
“There are pieces of banking that are being 
picked up by technology companies such as 
peer-to-peer lending. That is certainly hap-
pening, [but] we are not seeing much of that 
in the emerging markets yet.”

Looking to the future, she is optimistic. “We 
are seeing very progressive mindsets from 
many of our regulators in different countries,” 

she says.“If you look at the regulators in the 
UK, the government published a paper a few 
months ago which was about how to make 
the UK into the global fintech hub by 2025.”

And in Singapore 225 million Singa-
porean dollars is available from the 
regulator to financial institutions to set 
up innovation labs.

“Who would have thought a few 
years ago that a regulator would 
announce a funding scheme for 

banks to do innovation? 
There is a tremendous 
shift in the space. This is 
very positive.”

Patwardhan: 
Local fintech 
start-ups lack 
scale
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INNOTRIBE

Turning Threat 
Into Opportunity
SWIFT’s Innotribe unit is helping the  
banking industry connect to start-ups, 
writes Jennifer L. Schenker

The Indian e-commerce market is 
worth more than $150 billion but when 
Indian shoppers order products online 
from Flipcart and Snapdeal — the 
local Amazon equivalents — they pay 
by handing money to messengers on 
motor bikes.

That is because in the Asia-Pacific 
region — which today has an e-commerce 
market worth more than half a billion dol-
lars — 77% of payments are made in cash; 
only about 3% of people have credit cards 
and 20% use bank transfers.

“In Asia the cash economy is not 

keeping up with the Internet economy,” 
says Shailesh Naik, CEO of Singapore 
start-up MatchMove, a winner in the 2014 
Innotribe Start-up Challenge in Boston, a 
competition organized by SWIFT.

With MatchMove, “anyone with a 
mobile phone can get a virtual card 
straight away — you don’t have to have a 
credit history or bank account — we give 
you an authorized working prepaid card 
from MasterCard or Amex or Visa in your 
mobile wallet guaranteed — all you need 
is a mobile phone, email and a mobile 
number,” says Naik.

It is part of the company’s strategy 
to help a massive portion of the popu-
lation that has largely been ignored by 
banks to spend, send and lend digitally. 
(MatchMove is present in seven Asian 
countries with plans to expand to three 
more in Asia and to the Middle East and 
Latin America by early 2016.)

Thanks to deals with Yes Bank and 
major online enterprises to distribute 
the virtual cards, MatchMove says it is 
on track in 2015 to provide e-wallet and 
payment services to more than 60 million 
mobile users in India alone. Users can 
top up their pre-paid MasterCard-driven 
wallet from more than 170,000 physical 
locations/kiosks around the country. 
(MatchMove has issuing rights with 
American Express, Visa and UnionCard 
in other markets.) Once the money is 
inside the mobile wallet, users in India 
can spend at any MasterCard merchant, 
either online or in-store. MatchMove’s 
m-wallet also supports inbound remit-
tance from overseas (India is the world’s 
largest destination of remittances from 
overseas citizens).

MatchMove analyzes customer data 
and uses the information to tailor 
loyalty offers that are integrated into the 
MatchMove platform. It soon plans to 

allow users to micro-lend to their social 
circles or borrow from approved lenders.

“New solutions for banks or enterprises 
are deployed in eight weeks, which is sub-
stantially faster than the 12 to 18 months 
typically taken by banks and telcos to 
deploy their own solutions,” says Naik.

In a deal announced September 
30th Yes bank will utilize MatchMove’s 
platform to deliver e-wallet features to its 
existing and new retail banking custom-
ers. It is also partnering with MatchMove 
to jointly deliver white-label and API solu-
tions to Yes Bank enterprise customers. 

Banks have a choice: they can either 
stand by and let Google Wallet, ApplePay, 
PayPal and Samsung Pay grab customers 
looking to find a virtual way of paying or 
they can claim them as their own, says 
Naik. The playing field is more level in 
Asia because the American Internet giants 
don’t have the same foothold. Global 
telcos, which have created their own 
mobile wallets, have also found it difficult 
to launch pan-Asian services.

MatchMove illustrates that fintech com-
panies don’t have to be the banks’ foes. 
By teaming with start-ups banks can turn 
threats from new types of competitors or 
technologies into opportunities.  

The 2015 Innotribe Startup Challenge 

Finale will take place on 14th October dur-
ing Sibos in Singapore. This year over 370 
companies applied, with 60 selected to 
enter the program. During four regional 
showcases, in London, Cape Town, Singa-
pore and New York, the start-ups present-
ed their business ideas to an audience of 
more than 800 industry experts, VCs, 
representatives from leading financial 
institutions and bank decision-makers. 
Twenty finalists — 12 early-stage and eight 
growth-stage companies — were invited to 
advance to Sibos. 

As in previous years, the 12 early-stage 
finalists will pitch their business ideas to 
Sibos delegates, who will select this year’s 
winner. A prize of $50,000 will be award-
ed to the winning early-stage finalist.

The remaining eight growth-stage final-
ists will host individual exhibition booths 
on the Innotribe stand at Sibos and have 
the opportunity to give product demos 
to Sibos delegates throughout the week. 
They will be joined by some Startup Chal-
lenge alumni, including MatchMove.

EARLY STAGE

PARITI
www.pariti.co.uk
London, UK

Offers tools, guidance and access to low-cost 
loans to help people avoid high-interest debt.

REVOLUT
www.revolut.com
London, UK

Allows customers to exchange currencies at 
interbank rates, send them through social 
networks and spend money with a multi-currency 
card accepted anywhere.

SEDICII
www.sedicii.com
Waterford, Ireland

Proposes technology designed to eliminate the 
transmission, storage and exposure of private 
data during authentication or identity verification.

IWIAFRICA
www.intelworld.co.ug
Kampala, Uganda

Delivers mobile apps for existing mobile wallets 
to help banks and merchants increase mobile 
e-commerce.

NOTAFY
www.noafy.net
Johannesburg, South Africa

Provides secure messaging infrastructure to help 
companies communicate with their customers via 
mobile instant messages instead of costly SMS.

YUEDILIGENCE
www.yuediligence.com
Capetown, South Africa

Offers a due diligence tool for entrepreneurs, 
investors and service providers to assess deal 
readiness.

BITSPARK
www.bitspark.io
Hong Kong

A cash-in, cash-out, remittance platform 
leveraging Bitcoin and Blockchain technology for 
money transfer operators to send and receive 
remittance payments to emerging markets.

JEWEL PAYMENTECH
www.jewelpaymentech.com
Singapore

Provides an automated risk management 
platform for banks and payment facilitators to 
manage e-commerce merchant risk through 
predictive analytics.

TRUSTINGSOCIAL
www.trustingsocial.com
New York, NY, U.S.

Applies Big Data and Deep Learning technologies 
to social, mobile and Web data to devise 
consumer credit ratings for people in emerging 
markets.

2015 Innotribe 
Start-up Challenge 
Finalists

HYPERLEDGER
www.hyperledger.com
New York, NY, U.S.

A distributed ledger platform tailored for financial 
institutions to help mitigate settlement risk, 
prevent trade breaks and cut reconciliation costs.

SIZEUP
www.sizeup.com
San Francisco, CA, U.S.

Allows banks to offer their small business clients 
customized business intelligence services.

TOKEN
www.token.io
Redwood City, CA, U.S.

Next-generation payment rail that helps banks 
facilitate faster and secure payments using 
digital signatures.

GROWTH STAGE

ELLIPTIC
www.elliptic.co
London, UK

Uses blockchain technology to transfer and 
manage a range of financial assets securely and 
transparently.

XWARE42
www.xWare42.com
Munich, Germany 

Adds details about retailers to financial 
transaction info, allowing banks and partner 
retailers to offer personalized discounts, reduce 
customer inbound calls and encourage further 
transactions.

2QUINS
www.2quins.co.za
Johannesburg, South Africa

Aims to slash the time and expense of meeting 
banks’ operational and regulatory reporting 
requirements.

PICSA
www.picsa.com
Stellenbosch, South Africa

Provides debt reduction, savings and low-cost 
credit products to help low-income Africans 
become more financially secure.

CODAPAY
www.codapay.com
Singapore

An online payment gateway that allows 
merchants to accept payments from the 97% of 

adults in southeast Asia who do not have a credit 
card by giving customers a range of alternative 
payment options.

GOSWIFF
www.goswiff.com
Singapore

An end-to-end white label platform that allows 
banks to offer mobile payments and loyalty card 
processing to merchants in emerging markets.

PAYFIRMA
www.payfirma.com
Vancouver, BC, Canada

Helps small businesses simplify payment 
acceptance, increase sales and have better 
visibility with real-time data.

PENDO SYSTEMS
www.pendosystems.com
Charlotte, NC, U.S.

Offers technology that finds and links together 
disparate legacy IT systems, creating a single and 
searchable view to help banks deal with legal, risk 
and compliance issues.
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Is the Internet spelling the end for traditional 
wealth advisors? Maybe not the end, but their 
influence and importance are under threat 
from new sources of information, according to 
a poll by eToro.

The London-based social investment network 
allows people to trade currencies, commodities, 
indices and stocks online. Some 4.5 million 
users in more than 140 countries worldwide 
use eToro to manage their funds through its 
innovative online investment platforms and 
active trading community, with thousands of new 
accounts created every day.

In an exclusive poll of its users conducted over 

two weeks in September, eToro asked its users 
about their use of wealth advisors.

More than two out of three eToro users did not 
use a traditional wealth advisor, instead relying 
on the advice and expertise of Internet-based 
social trading platforms.

Research conducted by the Massachusetts 
Institute of Technology in 2013 showed so-
called “copy trading,” where traders watch the 
trading activity of other investors on a network 
and make their investments according to those 
they follow, performs significantly better than 
manual trading.

This is the philosophical underpinning of the 
eToro platform, where successful traders are 
highlighted and other users can follow their 
trades.

One glimmer of hope for advisors: almost 
three out of ten users believe they will consult 
them more in the future. Maybe all is not lost.
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GUEST ESSAY

I was first asked to speak at Sibos 
about how machines are going to 
kill bank jobs. I said I couldn’t do 
it. Not because I don’t think it can 
happen, but I prefer talking about 
the opportunities, which are huge, 
if we choose to create them. I sug-
gest that the banks hold the keys to 
a future prospering economy.

First we have to let go of the old 
narrative of what a bank is. Smart-
phones, artificial intelligence and 
the cloud spell the end of that. Banks 
were supposed to represent the inter-
est of the savers, make them feel safe. 
Then came 2009 and hoards of peo-
ple who had been lent more money 
than they reasonably could pay back 
had to move out from their homes, 
feeling let down by their banks.

The question is: can banks do 
something new that can bring back 
customers’ trust and loyalty? Let me 
test an idea on you.

Like the bank employees, many 
customers risk losing their jobs to au-
tomation. When that happens, banks 
will lose too. Customers become risk-
ier to manage, while becoming less 
willing to manage risk themselves.

Macroeconomists and governments 
worry about these things because 
they know that people need to earn 
in order to spend. Microeconomists 
and firms are professionally oblivi-
ous, because to them, the worker and 
the customer are different people. 
Most companies don’t have a lot of 

opinions about how customers earn 
their money; they just care about how 
they spend it.

Here is where banks are unique. Be-
cause they help people manage their 
capital, banks have a direct interest in 
their customers having a good, stable 
income. They serve ‘earners.’

Therefore, the microeconomic in-
centives of banks are aligned with the 
macroeconomic incentives of coun-
tries and the whole world economy. 
Banks — and governments — have a 
direct interest in ensuring that people 
get jobs with a nice, stable income. 
For banks, earners are savers and 
borrowers. For governments, every 
earner is a taxpayer keeping other 
earners going.

If banks can help people earn, 
governments have every reason to 
encourage them. It would put banks 
at the center of creating a ‘peo-
ple-centered’ economy, maximizing 
the value of people. Such an economy 
is more competitive than a task-cen-
tered automation economy which fo-
cuses on minimizing the cost of tasks. 
This is because innovation that helps 
people earn more and that grows the 
economy is more powerful than inno-
vation that merely lowers costs and 
potentially shrinks the economy.

So what would this bank-enabled, 
people-centered economy look like 
from a banker’s point of view? Look 
at the American healthcare compa-
ny Kaiser-Permanente. Kaiser is a 

healthcare provider but it also offers 
healthcare insurance. This means 
that, unlike competing healthcare 
providers, it earns most when its 
customers don’t need treatment. 
Therefore, Kaiser’s best strategy is to 
invest in innovative services that keep 
Kaiser customers happy and healthy.

Banks might follow the example. 
They can invest in services that help 
their customers get good jobs. This 
opportunity is happening now. 

A few years ago, I started i4j 
(Innovation for Jobs) together with 
Vint Cerf, a “father of the Internet.” 
We started the discussion on how 
innovation can ‘disrupt unemploy-
ment’ while others were discussing 
what governments should do about 
‘technological unemployment.’

In Silicon Valley, January 28-29, we 
will, for the first time, be gathering 
the ‘innovation for jobs’ ecosystem 
of entrepreneurs, venture capitalists 
and others who want to earn their 
profits by creating new, innovative, 
services helping ‘earners’ to earn 
better in more meaningful ways.

As for government, they will be 
there, too, because ‘innovation for 
jobs’ offers to break down the wall 
between labor and technology policy. 
Every year, the U.S. spends over $30 
billion to keep unemployed people 
off the streets. If the U.S. government 
took only 1% of the unemployment 
cash spent in one year, and used it 
to match private money to create 

seed funds for start-ups ‘disrupting 
unemployment,’ the size of the funds 
would equal all the seed investments 
made in the U.S. in one year. 

Banks would be ideal co-investors. 
They have an incentive to create a 
market of start-ups creating ‘earner’ 
services that they could acquire to 
serve their customers. As potential 
first large customers or buyers, banks 
would leverage their own invest-
ments in the ‘innovation for jobs’ 
funds. Governments would have an 
incentive, too. Since governments 
would have joint interests in helping 
earners earn better, they might look 
favorably on banks as co-investors in 
‘innovation for jobs’ seed funds man-
aged by venture capital companies. 

As for the future of branches, job 
coaching is done best face-to-face. 
There is a lot of discussion to be had 
around family situations, hopes for 
the future and so on. 

It’s actually the same discussions 
the bank offers today, regarding how 
to save for a pension, and so on. But 
on a much higher level, and closer to 
the customer. 

Perhaps this is a business where 
a local branch network does makes 
sense: where the bank offers real 
coaching to its customers, where the 
bank staff bond with their clients on 
a first-name basis and the customers 
can feel safe, knowing their private 
information is safe, just like their 
money in the bank.

New Market For 
Innovative Banks

David Nordfors is co-founder of  
Innovation for Jobs (i4j.info) 

Informilo covers global tech sector 
developments focusing on entrepreneurship 
and innovation in every part of the pipeline 
— from the smallest start-up with the best 
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creative disruption. 

With the explosion of activity in fintech, we 
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investment profiles and sector analysis.
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SPECIAL INVESTMENT FEATURE

Do Wealth Managers 
Have A Future?
With the rise of social 
trading platforms, is there a 
role for the professional?

Q1. Do you use the services 
       of a traditional professional 
       wealth manager?

Q2. What is your main source 
       for investment advice  
       (pick one)?

Q3. How do you think your use of 
       professional wealth managers 
       will change over the next 5 years?

Increase - 29.1%

Decrease - 3.4%

Stay the same - 22.3%

I don’t anticipate using a professional 
wealth manager - 43.4%

Other (please specify) - 1.7%

Professional wealth manager - 8.6%

Mainstream media - 13.7%

Internet-based financial services or  
social trading platforms (like eToro) - 68.0%

Other (please specify) - 9.7%

Yes - 13.7%

No - 69.7%

Not Sure - 16.6%
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