
Founded by three taxi drivers and three 
Internet entrepreneurs, London-based 
Hailo is a poster child for the collabora-
tive economy. The app, which has half 
a million registered passengers, helps 
consumers connect to the closest li-
censed taxi, putting more power and 
convenience in the hands of consumers 
and making the business of driving cabs 
more efficient.

The company first launched in London 
— where it has registered some 12,000 
out of 24,000-black cabs — and expanded 
from there. The service is now also live in 
Dublin, Toronto, New York City, Chicago, 
Boston and Madrid and is coming soon to 
Barcelona, Washington, D.C. and Tokyo.

If Jeremiah Owyang, a partner at San 
Francisco-based analyst firm Altimeter 

Group, is right, businesses in all sectors 
will soon be following Hailo’s example. He 
predicts that traditional players like taxi 
companies as well as hotels and companies 
in just about every vertical will end up 
embracing new collaborative consumption 
and creation models. Many will end up 
partnering with or acquiring some of the 
more than 200 start-ups that have recently 
launched in this space with the help of 
some $2 billion in venture capital.

“All companies must radically alter their 
business models to adapt,” says Owyang, a 
scheduled speaker at Le Web London. “I am 
suggesting that they don’t have a choice.”

Uber, a U.S. start-up that pioneered 
GPS-based location and in-app pay-
ments with its black car service, poses 
direct competition to taxis, while ride-

sharing apps that compete with bus, rail 
and plane services like BlaBlaCar, SideCar, 
and Lyft (which in May announced that 
it had raised $60 million in funding) are 
expanding from their home bases to enter 
new markets. Flat-sharing sites are taking 
a big bite out of the hotel industry (see the 
story on pages 8 and 9), crowdsourced 
funding is encroaching on the traditional 
business of banks (see the story on page 
4), and P2P food sharing could disrupt 
traditional restaurants (see the story on 
page 19). That’s just for starters.

Welcome to the collaborative economy, 
where usage trumps possession, owners 
make money from unused assets and 
wasteful forms of consumption are re-
placed by collective ways of doing things. 
Rachel Botsman, a scheduled speaker at 

Le Web London 2013 and co-author of the 
book “What’s Mine Is Yours: The Rise of 
Collaborative Consumption,” calls it no 
less than “a revolution,” a seismic shift 
away from the industrial age where power, 
wealth and the means of distribution was 
concentrated in the hands of a few.

“This is not a fad, it’s a huge movement,” 
argues Loic Le Meur, who along with wife 
Geraldine, runs the Le Web conferences, 
which are held in Paris and London and 
gather the global digerati. It is no accident 
that the sharing economy is the topic of Le 
Web London 2013, which takes place June 
5th and 6th. It is already having huge com-
mercial and cultural implications.

Retail and product-based companies 
are being forced to acquire start-ups in 
this space or offer products in their own 
stores for lease or barter to stay relevant, 
points out Owyang, the author of a just-
released report entitled “The Collaborative 
Economy.” The collaborative economy is 
displacing government since tax revenues 
are diminished as people share products 
with no money exchanged and people are 
employed without social charges being 
withheld. The trading of untraditional 
currencies not backed by any federal re-
serve notes or precious metals also poses 
a challenge to government control and the 
future of money as we know it. (See the 
guest essay on Bitcoin on page 14).

See inSide:  
europe’S Top 25 HoTTeST 
CollaboraTive eConomy 
STarT-upS

 By jennifer l. SCHenker
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PeerIng Into the Future:  
a rebooT of all buSineSSeS?

Hailing The future:  hailo Founders Caspar Woolley, 
Coo, ron Zeghibe, Chairman and Jay Bregman, 
Ceo (left to right) in front of a London black cab. 
the service — which has raised $50 million in VC 
funding — allows consumers in cities around the 
globe to connect to the closest available licensed taxi 
via their smartphones. A hailo hail is, in fact, now 
accepted around the world every four seconds. the 
company, founded by three Internet entrepreneurs 
and three taxi drivers, is an example of how 
traditional businesses are being transformed by the 
collaborative economy.

continued on page 22
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By jennifer l. SCHenker 

When Fon launched in 2006 nobody 
was talking about the collaborative 
economy. The Madrid-based start-
up, which offers a global Wifi sharing 
service created by serial entrepreneur 
Martin Varsavsky, was viewed as a radi-
cal start-up that was out to overturn the 
telecom industry.

Varsavsky, had, in fact, spent half of 
his career doing just that. He pioneered 
call-back services when he launched Via-
tel in 1991, exploiting loopholes in EU 
regulations to challenge the continent’s 
dominant phone companies. He later built 
Spanish Internet company, Ya.com, and 
famously lured away 25 of incumbent 
Telefonica’s executives in a single day. 
(The company was later sold to T-Online 
International, Deutsche Telekom’s Inter-
net subsidiary, for €550 million). He also 
founded Jazztel, one of Spain’s largest 
public telecom companies and a continu-
ous thorn in Telefonica’s side. (The com-
pany’s current valuation is $1.4 billion.)

So, when Fon got backing from Atom-
ico, Google, and venture capital firms 
Sequoia and Index Ventures to start 
spreading ubiquitous wireless broadband 
access, telecom industry executives were 
understandably worried. At the time Wifi 
was seen as a service that would replace 
traditional cellular technology by besting 
it in both performance and price.

Varsavsky’s idea that everyone would 
benefit if only we could share Wifi 
connections and seamlessly get online 
anywhere on the globe by sharing our 
network access was originally shunned 
by the telcos. Their rules didn’t allow it.

But times have changed. Wifi came to 
be seen as a complement, rather than an 
alternative, to traditional mobile carriers’ 
networks. Operators opted to partner 
with Fon, which now has eight million 
hotspots worldwide. And Varsavsky has 
once again proved himself prescient.

Mobile operators are desperate to of-
fload the 50-fold increase in data traffic 
that consumers are expected to generate 
by 2015 because their current networks 
can’t handle it. Fon has proved that the 
service doesn’t just help consumers; 
when operators add Fon into the mix, it 
improves the quality of service, saves on 
capex and reduces churn.

BT was the first to modify its sharing 
rules to accommodate the service. Since 
then 10 other telcos have signed up as 
partners (see the chart). The latest, an-
nounced in March, is Deutsche Telekom. 
As a result of this partnership, Deutsche 
Telekom predicts there will be 2.5 million 
new Fon spots in Germany by 2016.

So what is next for Fon? It still hasn’t 
managed to crack the U.S. market but it 
recently opened an office in New York 

and Varsavsky says he is optimistic that 
a deal can be announced “soon.”

While the company is now growing at 
a nice clip Varsavsky paid a price — both 
figuratively and literally — for being a 
sharing economy pioneer. After the BT 
deal was signed the pace of partnerships 
stalled and it took a while to get the hard-
ware right. The company started to run 
out of money and the original backers 
balked at putting in any more funds. 
Varsavsky believed so strongly in Fon 
that he put some of his own money into 
the venture without diluting the shares of 
financial backers. 

Then the iPhone and iPad came along 
and business started picking up. Consum-
ers started sharing video clips, photos, 
and whatever they happened to be do-
ing, seeing, or eating. With the serious 
strain being put on operators’ networks 
by mobile data traffic, Varsavsky’s hunch 
turned out to be spot on. He taught opera-
tors that they needed to start caring about 
sharing before they could envision how 
much everybody — including themselves 
–would need to embrace it.

martin Varsavsky  
on The Sharing economy
Starting half a dozen companies before 
the age of 40 has taught Martin Varsavs-
ky, one of Spain’s highest-profile entre-
preneurs, some valuable lessons. Among 
them: it’s fun and profitable to challenge 
monopolies. So it is no surprise that Var-
savsky, who made a name for himself by 
disrupting the telecoms industry, would 
end up helping to pioneer the sharing 
economy, a new approach to ownership 
which is challenging traditional players 
in a variety of sectors. 

A political refugee from Argentina, 
Varsavsky moved to the U.S. when he 
was 16. After earning graduate degrees at 
Columbia University, he tried his hand at 
real estate, bought a hotel and started a 
medical products firm. Then he switched 
to telecommunications, founding Viatel, 
a pioneer in call-back services, and began 
exploiting loopholes in EU regulations 
to challenge the continent’s dominant 
phone companies.

Varsavsky left Viatel to start Jazztel, a 
telecommunications and Internet com-
pany aimed at the Spanish and Portuguese 
markets which today has a valuation of 
$1.4 billion. After his early attempt to 
found a cloud computing company called 
Einstein.net failed (he lost about $50 mil-
lion of his own money), Varsavsky turned 
his attention to launching a Madrid-based 
service called Fon that would allow peo-
ple around the globe to share their Wifi 
connections. The company attracted 
investment from Google, Atomico and 
Sequoia and has grown to eight million 
hotspots worldwide.

These days Varsavsky, who taught at 
Columbia University in NYC during the 

Fall and Spring semesters, is helping to 
spearhead Fon’s efforts to enter the U.S. 
market. He is also an active angel inves-
tor: he met David Karp when the Tumblr 
founder was just 19 and was one of the 
first to back the start-up, which was just 
sold to Yahoo for $1.1 billion.

Varsavsky recently spoke with Informi-
lo Editor-in-Chief Jennifer L. Schenker 
about his views on the sharing economy.

There is a strong desire among people 
to share and collaborate in order to 

make the most out of resources but sharing 
economy start-ups like Uber and Airbnb 
are starting to run into the same type of 
backlash from traditional players that 
Napster experienced when it took on the 
music industry. What does this say about 
the future of collaborative consumption?

The sharing economy sounds great 
but it gets you into trouble. Sharing 

is beautiful but when you start sharing 
things you think you own you find out 
you don’t. The lease on your apartment 
might not allow you to host paying guests. 
When you buy music the contract might 
say the music is just for you or that you 
can’t share it with friends on a peer-to-
peer basis. But then with a lot of other 
things, like a printed book, you can loan 
to as many friends as you want. These are 
the fundamental questions about the shar-
ing economy: What do you own? Can you 
share what you own? When can you share? 

The uncertainty surrounding the 
answers to these questions is why 

many predicted that Fon, the Wifi shar-

ing service you launched eight years ago, 
would fail — but the company managed 
to win over the telcos and is thriving (see 
the story on page 7). How did you do it? 

It was wrongly perceived that we 
were going to run into legal trouble, 

well, not so wrongly. In those days when 
you were sold Internet connection you 
were told you could not share it. I went 
on a global tour to see telco heads. I told 
them, “yes, we are about sharing Wifi 
but this can be beneficial for the telcos 
because we can give you revenue and 
lower your churn because if you offer 
your customers the ability to share and 
roam the world for free they will be less 
likely to leave.” BT was the first to end 
up modifying its terms and conditions to 
allow Fon. We thought we would be more 
liked by the fixed operators and disliked 
by mobile operators because at that point 
some people saw Wifi as competition to 
the mobile operators but then it turned 
out with the introduction of the iPhone 
that mobile operators ran into capacity 
constraints, so we keep teaming up with 
mobile operators to allow their custom-
ers to use Wifi for high bandwidth-con-
suming services like video and rely on 
all the mobile technologies when they 
move around. So many carriers want to 
work with us.

Are there some lessons there?

I know most of the sharing economy 
players — like Uber, Airbnb and 

some others — run into legal problems 
all the time. If you think about YouTube 
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martin Varsavsky, a scheduled  
speaker at Le Web London 2013

in the early days it was about finding con-
tent that you liked or thought was funny 
or newsworthy and posting it and sharing 
it with other people. Then Viacom, Fox 
and News Corp. came along and said this 
is not a fair use of our content. Google 
responded that it was not posting all of 
the content, just a little bit, and that was 
making people excited and driving traffic 
to the sites of the content owners. So the 
debate is really when is sharing value en-
hancing and when is it value destroying? 

What advice do you have for sharing 
economy companies?

I think the key for all these compa-
nies is to understand who their allies 

are. In the case of Airbnb hotel owners 
are against it but the service will have 
everyone else on their side. I rent out the 
apartment that I own in Paris on Airbnb 
because we almost never go there. It is 
rented all the time and it has been great. 
It gives us a new use for the apartment 
and when I rent for just four or five days 
I get more money than I used to get. This 
sets up a situation of apartment owners 
versus hotel owners. When you launch a 
new business you need to know whether 
your allies are powerful and whether they 
are ready to stand by you. If you create 
more value than you destroy than you can 
rally the political power to come with you.

Have you invested in any sharing 
economy companies?

I invested in the first round of 
23andme, a company that allow 

people to discover and share genetic in-
formation, I invested in the first round of 
Tumblr, which is about sharing content, 
in busuu, a peer-to-peer service for learn-
ing languages which was started by one 
of my former students, and Menéame, 
which is the Reddit of Spain.

You started companies in the U.S., 
then moved to Europe and launched 

start-ups here. Are you more bullish about 
the U.S. or Europe?

I lived in New York City for 18 years. 
Since I left in 1995 it has moved from 

being a financial, advertising and fashion 
center to also being a technology center.

In the future I’ll be going to New York 
City more but we keep hiring in Spain. It 
is not one or the other. Europe is good for 
engineering and America for financing 
and business development. You have to 
work smartly in both and leverage both 
sides of the Atlantic.
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Sfr (France) April 2006
bT (united kingdom) october 2007
mTC (russia) may 2008
zon (Portugal) July 2008
Softbank (Japan) march 2011
belgacom (Belgium) June 2011
oi (Brazil) october 2011
netia (Poland) February 2012
kpn (the netherlands) 
January 2013
Hrvatski Telekom (Croatia) 
February 2013
deutsche Telekom (germany) 
march 2013

fon’S dealS 
wiTH TeleCom 
operaTorS  
To daTe
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and to businesses, Funding Circle, a UK-
based P2P lending platform, only handles 
loans to businesses.

“The way it works with Funding Circle 
is you lend as little as £20 to each business 
and we generally advise that people build a 
portfolio of at least 100 loans so with about 
£2,000 you can build a portfolio of these 
loans,” explains Desai, another scheduled 
speaker at Le Web London. The typical net 
return is about 6.5% after fees and losses.” 
The idea is the same as with venture capital 
and angel investing: although some of these 
businesses will go bad, as long you spread 
your money across lots of different busi-
nesses you should still come out ahead.

Funding Circle launched in August 2010 
and has so far lent over £103 million to 
businesses. “About £10 million of that has 
come in the last 30 days so that gives you 
an idea of the kind of acceleration and how 
fast the business is growing,” Desai said 
during a recent interview with Informilo.

 Funding Circle’s backers include Index 
Ventures, Union Square Ventures and a se-
ries of prominent angel investors including 
Alan Morgan, former head of McKinsey & 
Co.’s Financial Services in the UK, Europe 
and the Middle East; Charles Dunstone, 
co-founder of The Carphone Warehouse; 
Ed Wray, co-founder of Betfair; and Sam 
Lababidi, co-founder of Playfish.

In December the UK government an-
nounced it would lend £20 million to 
small businesses through Funding Circle. 
“It’s actually the first time the government 
has ever lent money over the Internet 
directly to businesses,” says Desai. “It’s 
very forward thinking of them.”

Gaining not just the buy-in but the par-
ticipation of the government is just one 
more sign of how crowdsourced loans are 
rebooting lending.

Billions of euros in loans are now being made through peer-to-peer lending platforms rather than banks.

Former Israeli military officers Moty 
Avisar and Alon Geri have teamed with 
neurosurgeon Dr. Warren Selman, MD, 
to co-found Surgical Theater, a company 
that has developed a program that helps 
surgeons virtually simulate intricate 
surgery, just like a flight simulator helps 
the Air Force practice a critical mission.

The technology can be used to perfect 
the delicate process of removing brain tu-
mors and treating aneurysms before doing 
the actual procedure. It is already being 
tested at several U.S. hospitals, including 
the prestigious Mayo Clinic, and appears 
to have plenty of potential.

Luckily for Surgical Theater the com-
pany’s first fund-raising round was a 
smooth operation.

Unlike most entrepreneurs, who 
spend many months searching for fund-
ing to the detriment of their businesses, 
Surgical Theater’s founders were able to 
quickly raise half a million dollars from 
accredited investors. The whole process 
— from the first phone call to the pitch, 
due diligence and money in the bank — 
took just five weeks.

Surgical Theater is one of 16 start-
ups that have raised some $12 million 
in capital since the February 5th launch 
of OurCrowd, a Jerusalem-based hybrid 
venture capital and crowd-funding plat-
form that has its own $5.6 million fund. 
Some have used the platform to close 
rounds in a matter of days. “The next 
time we raise money we are definitely 

going through OurCrowd,” Avisar said 
in an interview with Informilo. “The 
process is so quick and we are getting 
so much more than money.”

Equity crowd-funding platforms like 
OurCrowd, FundersClub (which has at-
tracted the likes of Y Combinator, 500 
Startups, Andreessen Horowitz and 
Charles River Ventures as co-investors), 
Angel List, Seedrs, Crowdcube and 
Crowdfunder offer investors an actual 
stake in the company rather than rewards 
for donations as sites like Kickstarter and 
IndieGoGo do.

A wide group of investors in the UK 
have the opportunity to invest in start-
ups online in exchange for equity via 
sites like Seedrs and Crowdcube. And 
China’s SeedAsia, which launched in 
May and is being billed as the first equity 
crowdfunding platform in that region, 
aims to make angel investing in start-ups 
possible for a broader segment of the 
population, according to press reports. 

But U.S. regulators have not yet given 
equity crowdfunding a clear green light. 
The U.S. Securities and Exchange Com-
mission (SEC) is expected to make a 
ruling but had not done so by the time 
Informilo went to press.

 The lack of legal clarity is holding back 
the market, keeping the percentage of 
equity crowdsharing deals low compared 
with those on other types of crowdfund-
ing platforms.

Still, equity crowdsourcing platforms 
are starting to have a potentially impor-
tant impact on the tech industry by help-
ing to solve the seed and Series A funding 
crunch and transforming the way angels 
and VCs syndicate deals.

Take the case of Israel’s OurCrowd. 
The OurCrowd core team chooses the 
most promising start-ups from a pool of 
applicants and then puts money from 
its own fund behind the best of the 
bunch. OurCrowd’s average investment 
is $50,000 or 5% of the total amount of 
funding sought, depending on which is 
lower. The opportunity to join the deal 
is then shopped around to members of 
the OurCrowd club. An investor must 
be accredited in his home country and is 
required to invest a minimum of $10,000 
per deal. Entrepreneurs pitch and answer 
questions from interested investors during 
invitation-only webinars.

Once the deal is done, OurCrowd takes 
a 2% annual management fee for three 
years in exchange for mentoring the start-
up; monitoring its progress; and help-
ing decide when to exit, says OurCrowd 
Founder and CEO Jonathan Medved, who 
is best known for his role as a founder and 
General Partner at Israel Seed, a $260 mil-
lion fund, and for co-founding Vringo, a 
provider of software platforms for mobile 
social and mobile video services that went 
public in 2010. Ten other tech industry 
veterans make up the OurCrowd team.

The attraction for angels is that a pro-
fessional diligence team has sourced and 
negotiated deals and published them on-
line only after OurCrowd has already in-
vested its own money, says Medved. VCs 
such as Accel Partners, Index Ventures, 
Khosla Ventures, Jerusalem Venture 
Partners and Carmel Ventures have also 
co-invested with OurCrowd on deals over 
the last few months.

And serial entrepreneurs are flocking to 
the site. Start-ups recently funded through 
OurCrowd include:

• Zula, which plans to offer a mobile-
focused team messaging service for 
business use, including real-time text, 
voice, document sharing, and multiple 
other team productivity-oriented fea-
tures. The company was co-founded 
by American VoIP pioneer Jeff Pul-
ver, the founder of Vonage, Vox and 
FWD, and Israeli Jacob Ner-David, 
founder of Nomadiq and Delta Three, 
which raised $1.8 billion on NASDAQ. 

will equity Crowdfunding  
be The next big Thing?

Social lending 
gains interest

VCs, Angels and 
Entrepreneurs 
Are Starting To 
Embrace The Model

Google is doing it (or, at least, buying into it).  The UK 
government is getting in on the act. And you can too.

surgical theater is one of 16 
startups that have raised some 
$12 million in capital since 
the February 5th launch of 
ourCrowd, a Jerusalem-based 
hybrid venture capital and 
crowd-funding platform that has 
its own $5.6 million fund. some 
have used the platform to close 
rounds in a matter of days.
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dr. Warren r. selman, md, surgical theater’s medical director (left), Co-founder Alon geri, VP engineering (center). and Co-founder and 
President moty Avisar, fine-tune the company’s technology, which allows brain surgeons to practice virtually prior to an operation

Jonathan medved, the seasoned entrepreneur  
and investor behind Israel’s ourCrowd continued on page 21

Strapped businesses are increasingly 
turning to peer-to-peer lending plat-
forms such as Lending Club in the U.S. 
and Funding Circle in the UK rather 
than banks or traditional investors for 
loans. They are having no trouble find-
ing money: with interest rates languish-
ing at historic lows people have little 
financial incentive to park their money 
inside savings accounts, so the promise 
of healthy returns on P2P platforms is 
proving appealing.

And how. Lending Club is predicting 
that it will originate close to $2 billion in 
loans this year. “We’re starting to be at the 
size of some of the U.S. banks but we’re 
growing a lot faster. We’re tripling each 
year,” says Renaud Laplanche, founder and 
CEO of San Francisco-based Lending Club, 
a scheduled speaker at Le Web London, a 
conference to be held on June 5th and 6th 
that attracts the global digerati. 

In early May, Google and Foundation 
Capital had taken a $125 million stake 
in the company, giving Lending Club a 
valuation of $1.55 billion, triple that of 
2012. “We’re really establishing a bet-
ter way to borrow money for consumers 
and a credible alternative to the banking 
system,” says Laplanche.

Although the sector still pales in com-
parison with bank lending to small and 
medium-sized firms, worldwide crowd-
funding volumes reached $2.66 billion in 
2012, up from $1.47 billion the previous 
year, according to a survey by Massolu-
tion, a research and advisory firm special-
izing in the sector. That followed growth 
of 64% in 2011.

Massolution is predicting $5.1 billion 
will be raised via crowdfunding platforms 
in 2013, with a greater shift towards fund-
ing new businesses and small firms rather 
than social projects, which are currently 
the most popular category.

Many websites now offer small inves-
tors the opportunity to earn interest from 
lending money to either individuals or 
small businesses, while others allow peo-
ple to invest in companies in return for 
an equity stake.

Laplanche says Google’s involvement 
with Lending Club serves as a validation of 
its accomplishments so far and sets the stage 
for further innovation. “Both Google and 
Lending Club have a history of using tech-
nology and innovation to bring more trans-
parency and lower cost into the industries 
that we disintermediate,” says Laplanche. 
“We have plans to work with Google on 
new products that we can’t talk about yet, 
but that we’re hoping will be very impact-
ful in terms of continuing to transform the 
consumer credit industry in the U.S.”

Both Laplanche and Samir Desai, co-
founder of the UK-based platform Fund-
ing Circle, eschew the term ‘crowdfund-
ing,’ explaining that their services are 
better understood as credit marketplaces 
where businesses seeking capital can find 
investment from people willing to loan 
money for the promise of a return.

While sites like Zopa and Ratesetter 
have thrived by loaning to individuals and 
Lending Club lends both to individuals 

Lending Club is predicting that it 
will originate close to $2 billion 
in loans this year. “We’re starting 
to be at the size of some of the 
u.s. banks but we’re growing 
a lot faster. We’re tripling each 
year,” says renaud Laplanche, 
co-founder and Ceo of san 
Francisco-based Lending Club, 
and a scheduled speaker at Le 
Web London, a conference to be 
held on June 5th and 6th that 
attracts the global digerati.

rewards-based crowdfunding 
models such as kickstarter and 
Indiegogo work with a set financial 
target. typically the money only 
gets transferred to the company if 
an Internet campaign aimed at the 
general public reaches its target, 
though Indiegogo offers the option to 
keep the money, paying out 9% of the 
funds raised rather than the usual 4%. 
Contributors receive rewards, such as 
the product the campaign set out to 
produce or a memento to prove they 
had a helping hand.

equity-based models allow start-ups 
to raise money online in exchange for 
stakes in the company. some sites, 
such as the uk’s seedrs, allow anyone 
to invest and to chip in as little as £10. 
others only accept accredited investors 
and have much higher minimum 
investments ($10,000 in the case of 
Israel’s ourCrowd).

Credit marketplaces: While sites like 
Zopa and ratesetter have thrived by 
loaning to individuals, others such as the 
u.k.’s Funding Circle only handle loans 
to businesses.

new wayS of 
raiSing money 
in THe SHaring 
eConomy

samir desai, a scheduled speaker at Le Web London 2013



Where Business  
Meets innovation the CollaBorative eConoMy

0706 5-6 June | 2013informilo.com | le Web london 2013
5-6 June | 2013 informilo.com | le Web london 2013

Start-up Crusader  
Meet The Googler Who Runs Campus London

 
By jennifer l. SCHenker 

It’s easy to see why Google picked 
Ezequiel Vidra, the man that everyone 
on Campus knows as Eze, to head up the 
co-working space on Bonhill Street that 
has become the focal point of Tech City.

Vidra, a scheduled speaker at Le Web 
London 2013, has the global perspective 
needed to run a Campus that houses 22 
nationalities: he was born in Argentina, 
moved to Israel when he was eight, lived 
in both New York City and Silicon Valley 
as an adult and then migrated to London.

He understands tech: having honed his 
coding skills in summer camps as a child, 
Vidra worked for Shopping.com (then 
known as Dealtime.com) in Israel, where 
he helped develop a new sophisticated 
search engine for the site; at Ask.com in 
the U.S. as a senior product manager; and 
at AOL Europe, as a principal product 
manager, EU Search and later as head 
of search products; before being hired 
by Google in August 2010 as a strategic 
partnerships development manager.

Vidra caught entrepreneur fever at a 
young age and understands what it is like 
to launch a high tech start-up: as a student 
he pushed to be admitted to an elite pro-
gram for entrepreneurs, the Zell Program 
of IDC Herzilya, where he co-founded 
the first entrepreneur club in Israel. He 
then helped launch a start-up in Israel in 
2003 called SlideIT, which developed a 
text input solution for hand-held devices 
that provided an improved user experi-
ence and later worked for another start-
up called the Gerson Lehrman Group, a 
primary research network for connecting 
experts with hedge funds.

He is a long-time booster of the start-
up community: Vidra founded VC Café 
(www.vccafe.com), an English-language 
Israeli tech start-up blog in 2005, covering 
Web 2.0 and innovative tech, venture capi-
tal deal flow and M & A with a spotlight on 
Israel. Once others in Israel began to cover 
the sector he widened his blog to cover 
advice and topics of interests to start-ups.

And, Vidra was already plugged into 
the London start-up community when 
the job opened up: not long after moving 
to London after his wife was accepted to 
the London School of Economics, Vidra 
went to work for AOL Europe and met 
Index Ventures’  Neil Rimer. Rimer in-
troduced him to Saul Klein, who asked 
Vidra to become a mentor at Seedcamp, 
a London-based microseed investment 
fund and mentoring program which has 
been operating in Europe for just over five 
years. Vidra  advised early-stage start-ups 
on their products, UI, marketing and go-
to-market strategy at Seedcamp Week in 

London in 2008, 2009 and 2010. He later 
helped bring Seedcamp into Campus as 
one of its partners.

Vidra is ambitious: he honed leadership 
skills and developed discipline and his work 
ethic in the Israeli Army, where he served 
as a tank platoon commander and chief 
instructor, earning the rank of lieutenant.

He is the kind of guy who when he 
goes after something goes in with the at-
titude that failure is not an option. When 
he heard about the opening for Campus 
London manager Vidra developed a de-
tailed written plan for exactly how he 
would execute as Campus manager and 
handed it to the recruiter.

Along with the Army, Vidra says los-
ing his father at a young age and being 
the child of immigrants shaped the man 
he is today. “I learned perseverance and 
that I have to rely on myself,” he says. Not 
one to rest on his laurels, he says, “there 
is always the next goal.”

Friends and supporters often describe 
him as “wicked smart” and say that his 
enthusiasm and charm make him a natural 
community builder.

“I think the over-arching thing about 
Eze is his ability to make things hap-
pen,” says Benjamin Southworth, deputy 
CEO of the Tech City Investment Or-
ganization. “He uses contacts, charm 
and intelligence to ensure the results 
are as he planned, is universally well 
regarded, never says a bad word about 
anyone and pushes himself to the limits 
daily. He is an inspiration to many and 
a force for good.”

One of the things Vidra says he is most 
proud of accomplishing since taking on the 
job as Campus Manager is co-organizing — 
along with Southworth and  Cyclr founder 
Gerry Newton, an event called Tech Bikers, 
a collaboration of the London tech start-up 
community to help children in need by 
supporting a charity called Room to Read.

Campus London manager eze Vidra’s challenging job requires a constant juggling of time and space.

Between September 21st and 23rd last 
year, Vidra, Southworth and 38 other tech 
professionals — including start-ups, ven-
ture capitalists and executives — cycled 
200 miles from Paris to London to earn 
money for the charity, raising $50,000 to 
build two schools in Nepal. That was in 
his spare time.

On any given day Vidra can be found 
bounding up and down the stairs on 
Campus, greeting business and gov-
ernment leaders, interviewing famous 
authors and entrepreneurs on stage, or 
mentoring start-ups during Google Office 
Hours. It’s a job that requires Vidra to 
constantly promote start-ups — some-
thing he is passionate about — and be 
“always-on” and, he says, he wouldn’t 
want it any other way. 

facebook’s julien Codorniou on How  
To make your game an app Store Star

 
By jennifer l. SCHenker 

Julien Codorniou, a scheduled speak-
er at Le Web London 2013, is head 
of EMEA partnerships at Facebook, 
overseeing partner relations for gam-
ing companies building on the Face-
book Platform and managing platform 
marketing activities in EMEA. Julien 
formerly headed up Facebook partner-
ships with media, commerce and mobile 
partners in France and Benelux.

Prior to joining Facebook, he was di-
rector of business development at Mi-
crosoft, where he led the global launch 
of the Microsoft BizSpark Program and 
then managed the team responsible for 
creating and managing strategic partner-
ships in France. He started his career in 
the venture capital industry.

Codorniou, who currently serves on 
the boards of Le Monde and Avanquest 
Software, is the author of the book, “The 
Kelkoo.com Success Story,” published 
by Pearson in 2005. He recently spoke 
with Informilo Editor-in-Chief Jennifer 
L. Schenker about how Europe’s gaming 
companies have ended up playing starring 
roles not just on Facebook’s Web platform 
but on mobiles and tablets.

These days a lot of the focus in the 
gaming sector is on how to become 

a star on the iOS and Android app stores. 
What does it take to get to the top?

Some 80% of the top ten grossing 
apps on iOS and Android — such 

as King.com’s Candy Crush Saga and 
Supercell’s Clash of Clans and Hay Day 
— are connected with Facebook. There 
is clearly a pattern happening now with 
social and gaming. If you want to be big 
on mobile you have to be big on Facebook 
first. Look at Candy Crush Saga, which 
has 66 million daily users. It became big 
on Facebook and when it launched on 
mobile within three days it was a top-
grossing app, both on iOS and Android.

What other companies have top 
ten grossing worldwide games on 

Facebook, IOS and Android?

From Europe, in addition to King’s 
Candy Crush Saga there is Norde-

us’s Top Eleven, Playtika’s Slotomania, 
Social Point’s Dragon City.

What role is Facebook’s mobile app 
install ads playing in all of this?

Everybody wants to be big on mobile 
and our mobile app install provides 

high-quality installations to help gaming 
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companies to reach the right and quali-
fied audience. Facebook represents 23% 
of the time spent on mobile; it’s a very 
natural place to discover great apps and 
we just happen to have a new ad for that, 
used by companies like Deezer, Expedia, 
King.com and Spotify. In the last quarter 
3,800 developers used these ads to drive 
over 25 million installs. Forty percent of 
the top 100 iOS and Android app devel-
opers bought these ads in the last week 
of Q1 alone.

Hasn’t it also proved to be a big rev-
enue earner for Facebook?

In less than a year, mobile has gone 
from being zero percent of our rev-

enues to almost 30% in the last quarter so 
this is a very important play for us and for 
our ecosystem.

Dozens of European start-ups such 
as Rovio, Wooga, and King.com are 

thriving by putting their IP on Facebook. 
They seem to be better at monetizing on 
Facebook than the once mighty Zynga and 
other U.S. digital start-ups. Why is that?

It is due to the talent of local devel-
opers and the fact that unlike Zynga, 

European and Israeli gaming companies 
like King, Wooga, Nordeus, Playtika, So-
cial Point and Plarium embraced Face-
book and mobile at the same time. This is 
key in the gaming industry. People want 
to be able to play games all the time: when 
they are home on their PC and when 
they are on the bus using their iPads or 
Android devices. Being cross-platform 
drives engagement, re-engagement and 
ultimately, monetization. To succeed you 
need the ability to propagate the experi-

ence everywhere and Facebook offers the 
cross-platform platform that can make 
that happen.

What, in your opinion, is Supercell’s 
secret sauce and are you seeing 

some other interesting tablet-first gam-
ing companies?

Mid-core and hardcore tablet gam-
ing is the hottest space in gaming 

right now. Supercell helped lead the way. 
The latest figures we are hearing is that 
Supercell — which has just 80 employees 
— is making $2.4 million dollars a day on 
iOS and they launched on that platform 
less than a year ago. We have never seen 
that in the history of entrepreneurship 
in Europe. Now that all the frictions in 
the global distribution of software have 
been removed a couple of guys in Finland 
with a very good piece of IP can become 
a global success overnight. They know 
how to build and monetize good games. 
The same is true of Social Point in Bar-
celona, which was started by two very 
young guys. They started a totally new 
genre — social hard-core games — raised 
VC funding, and became big on Facebook 
and then a big success on iOS overnight 
with their hit Dragon City.

The French company Pretty Simple 
seems to have come out of nowhere 

to become one of the top ten players on 
the Facebook platform. What’s the key 
to their success?

Great IP, again, and hard work. 
Pretty Simple, which offers games 

focused on finding hidden objects, is 
one of the — if not the — fastest-growing 
French start-ups, ever. It grew from zero 

to 25 million monthly active users (and 7 
million DAUs) in less than six months. 
Its mobile app is coming soon, of course, 
because you have to be on Facebook and 
mobile at the same time and they perfectly 
understood that.

Beyond ZeptoLab what sorts of ex-
citing gaming companies are you 

seeing coming out of Russia? 

Social Quantum in Moscow, the 
gaming company behind Megapolis. 

It was on VKontakte, the Russian version 
of Facebook. It was only big in Russia but 
we met those guys and told them if you 
want to be really big and go global you 
have to be on Facebook and on mobile. 
They are now one of the top-grossing 
games on Facebook and iOS. Most of the 
traffic they get is from Facebook, on the 
web and on mobile, with our mobile app 
install ads. All of the other Russian com-
panies saw that and are now moving over 
to Facebook. Gaming InSight is coming, 
Crazy Panda is coming. I expect there will 
be 20 to 30 new and high-quality games 
created by Russian start-ups on Facebook 
in the next three months.

What about Israel?

Half of our top ten partners in Eu-
rope are coming from Tel Aviv. 

Slotomania developer Playtika, which 
is partially owned by Harrah’s (a casino 
brand in the Caesars Entertainment Cor-
poration), is big on Facebook and big on 
mobile. So are Plarium, Diwip, Pacific 
Interactive and 888. It seems easy to mon-
etize games and to build highly-profitable 
companies but cross-platform develop-
ment and building massively multiplayer 
games involves solving very complicated 
problems so the sector attracts a lot of 
talent there, just like in Russia.

Do you think any of the European 
gaming companies will exit soon?

Europe has a lot of strong cross-
platform gaming companies so I 

would not be surprised to see some IPOs 
or significant exits in the coming months. 
Interestingly, VCs do not really like gam-
ing as a sector because they see it as a 
hit-driven business, but thankfully when 
you make that much money, so easily, 
you don’t need significant VC funding. 
I just met a company in London that is 
building one game on iOS, well integrated 
with Facebook, already making $20,000 
a day, mostly from South Korean users. 
How great a business is that?
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Facebook’s Julien Codorniou, a scheduled speaker at Le Web London 2013.
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When Marion and her husband first 
rented out their City of London apart-
ment through upscale vacation rental 
service onefinestay, her husband, in par-
ticular, was sceptical. “The first time was 
very difficult,” she says. “I had to really 
persuade him to do it. He was worried 
that something would go wrong.”

Fast forward three years, and not only 
has all gone smoothly, but the service has 
generated a handy second income stream 
for the couple — and all without their 
having to lift a finger. “They send in this 
wonderful cleaning crew, who sort the 
place out and set it all up,” says Marion, 
who asked that her last name be withheld. 
“By the time it’s ready there are all these 
fluffy white towels everywhere. All we 
have to do is literally just leave.”

onefinestay occupies the exclusive top 
tier of the travel accommodation rentals 
marketplace (properties on the website 
range from $250 per night for a small 
one-bed to $2,000 per night for a “luxury 
townhouse”), while San Francisco-based 
Airbnb, the best-known peer-to-peer 
(P2P) lodgings marketplace, rents out 
properties for as little as $30 or less a 
night. Helping a growing constituency 
of flat owners like Marion augment their 
incomes has allowed these companies to 
thrive. Airbnb has raised over $100 mil-
lion in venture capital and has a valuation 
of $2.5 billion.

Indeed, businesses like Airbnb, which 
currently offers accommodation in 34,000 
cities in 192 countries — and the over 
333,000 listings it boasts worldwide — 
are starting to have a serious impact on 
local economies. The service “has become 
an economic leviathan in New York City,” 
according to Crain’s New York Business. 
About 30,000 New Yorkers are signed 
up as hosts, and last year hundreds of 
thousands of visitors paid a fraction of 
the cost of a hotel to stay in the city an 
average of six nights. That kind of de-
mand is expected to generate around $1 
billion in local economic activity in 2013, 
reports Crain’s.

The fast-growing P2P lodging market-
place is clearly eating into the business of 
hotels and, according to some arguments, 
is even starting to impact property values. 
It should come as no surprise then that a 
backlash is stirring. On May 20th, New 
York officials determined that a man who 
rented out part of his NYC apartment on 
Airbnb for three days should pay $2,400 for 
violating the city’s illegal hotel law, despite 
Airbnb stepping in on the host’s behalf.

The city argued that the apartment 
“may only be used as private residences 
and may not be rented for transient, hotel, 
or motel purposes,” according to press 
reports. Airbnb provided legal defence 
to the host in question — Nigel Warren 
— in the hope of clarifying the legality of 

its listings in New York. Losing the case 
could set a worrying legal precedent as 
lobby groups both in the U.S. and abroad 
press either to make vacation flat-shar-
ing illegal or ask that those that rent out 
rooms apply for licenses.

The P2P holiday rentals marketplace 
is also hitting roadblocks in Europe. Lob-
bied by the hotel industry, the authorities 
in several major destinations including 
Amsterdam and Berlin (home to Airbnb 
rivals 9Flats and Wimdu) are said to be 
mulling laws designed to clamp down 
on so-called ‘illegal’ accommodation for 
tourists. These include publicly-owned 
properties sublet illegally or landlords 
who rent out residential buildings as 
unlicensed hotels or B&Bs. The impact 
could have a chilling effect on the online 
marketplace.

“Strangely enough the places where 
we’re coming up against [regulatory] 
problems are the ones where the hotel 
lobby is quite strong,” quips Arnaud Ber-
trand, CEO of London-headquartered 
HouseTrip, a holiday rental booking 
website aimed at families. “There is an 
issue in Berlin at the moment, where 
they want to pass a new law. What the 
hotel lobby is trying to argue is that the 
increase in prices in Berlin real estate is 
because of short-term rentals — but that’s 
absolutely not true. The website with 
the most properties in Berlin [Wimdu] 
has about 2,800 of them — but there are 
about three million homes in Berlin, so 
[our industry] can’t possibly be moving 

the price. We need to make the Berlin 
authorities understand that — and that 
we’re good for the local economy.”

The clip-board army of regulators is 
not the only enemy the P2P accommo-
dation services market faces. The bigger 
long-term threat is likely to come from 
what might loosely be characterized as 
incumbent industry fight-back. According 
to onefinestay co-founder and CEO Greg 
Marsh, what he terms “the broad and 
shallow end of the market” — the waters 
in which Airbnb, in particular, fishes — 
needs to start bracing for more competi-
tion. “I think the greatest competitive 
dynamic in the broad and shallow end is 
going to emerge around well-established 
travel brands entering that market — 
because they will not find it difficult to 
acquire supply very cheaply,” he says. 
“Whether that’s Expedia and Priceline 

cities we’ll be in,” says CEO Marsh. “Suf-
fice to say they are the kinds of world 
cities — spanning Europe and the U.S. — 
which you’d expect a business like ours to 
prioritize.” (Marsh may not be revealing 
his hand, but it’s worth noting that the 
company’s website is currently solicit-
ing interest from potential hosts in Paris, 
Berlin, Rome, Chicago, Miami and LA.)

Other key players in the space are 
rapidly expanding internationally, too 
— particularly in Europe. In January 
2012, Airbnb opened seven offices across 
Europe, including in London, Paris, Bar-
celona, Copenhagen, Hamburg, Berlin 
and Milan — with plans to increase its 
European footprint still further. “We’ve 
been opening across Europe primarily 
to be closer to our existing community,” 
explains Airbnb’s co-founder and Chief 
Product Officer Joe Gebbia, a scheduled 
speaker at Le Web London 2013. “What 
we’re trying to do is foster a community 
and with over half our hosts in Europe, the 
only way to do that is to be close to them.”

Airbnb faces home-grown competi-
tion from HouseTrip and Berlin-based 
Wimdu, the Rocket Internet-backed P2P 
booking service frequently described as 
an “Airbnb clone.” Bertrand says that 
while the European market is highly 
competitive, he believes there is more 
than enough room for further expansion.

“Our formula is all about opening new 
destinations and adding supply,” he says. 
“There are an estimated three million po-
tential rental properties out there in Eu-
rope alone. We only have 205,000 proper-
ties — which is why we believe there’s still 
huge opportunity for growth in Europe.” 
For example, adds Bertrand, HouseTrip is 
hugely under-represented in UK holiday 
destinations such as Cornwall, Devon and 
the Lake District. “Somewhere like Corn-
wall is extremely popular. [But] we only 
have something like 200 properties there, 
when there are thousands out there — and 
huge demand from UK guests,” he says.

Despite the set-backs and expected tur-
bulence ahead, burgeoning demand in the 
holiday rentals marketplace is testament to 
a broader picture — providing further evi-
dence, if any were needed, of the resilience 
of the P2P economy model that is booming 
across verticals from financial services to 
auction sites and car-sharing to vacations.

Asked to explain its success, Airbnb’s 
Joe Gebbia puts it down to recognition 
that “access is greater than ownership.” 
He says: “We have finally recognized 
that ownership is a false promise made 
by brands of yesterday. Take the example 
made famous by [social innovator] Rachel 
Botsman: the power drill. Now think about 
the ownership of a power drill. Accord-
ing to Rachel, the average power drill in 
America is only used for 12 minutes for 
its entire lifetime, which, when you think 
about it, isn’t surprising — because what 
we really need is not the drill, but a hole 
in the wall.”

and others, all of these guys are going to 
end up in a competitive bun-fight [with 
the online players]. In the long term it 
will play out over marketing prowess and 
brand profile — and if Airbnb has done 
enough to build its brand incumbency 
before those major brands enter aggres-
sively, they may well have a very exciting 
sustainable proposition.”

onefinestay’s market (“the deep and 
narrow end”) is a little less crowded, he 
says, primarily because of the far higher 
per-night prices it charges — due to the 
full service it provides, ranging from a 
loaned iPhone to a staff member wel-

coming guests with front door keys. He 
says: “Really our main competitors today 
are the large, upscale hotel chains — the 
Sheratons, Hiltons, Four Seasons and 
Hyatts — because those are our guests’ 
alternatives when they arrive in a city, as 
there aren’t really other vacation rentals 
at our price-point.” He adds with a touch 
of trepidation. “At least not today.”

onefinestay, which expanded into New 
York in May 2012, will shortly announce 
that its service will roll out into two more 
cities in the second half of the year. “We’re 
fairly advanced in our development, but 
we’re not talking publicly about which 

“the sharing economy is built 
on the principle that access is 
greater than ownership,” says 
Airbnb co-founder Joe gebbia, 
a scheduled speaker at Le Web 
London 2013. “We have finally 
recognized that ownership is a 
false promise made by brands 
of yesterday.”

 
By jameS Silver 

A new york City apartment for rent on P2P platform onefinestay

 Airbnb 

founded: 2008
HQ: san Francisco
key people: nathan Blecharczyk  
(Cto and co-founder), Brian Chesky 
(Ceo and co-founder) and Joe gebbia 
(CPo and co-founder) 
aCTive loCaTionS: 192 countries
model: 6-12% service fee on bookings 
(plus a host service fee to cover 
payment processing)
inveSTorS inClude:  
y Combinator, greylock Partners, 
sequoia Capital, Andreessen horowitz, 
dst global and youniversity Ventures 
number of properTieS liSTed: 
333,000 listings in 34,000  
cities globally

 HouseTrip 

founded: 2009
HQ: London
key people: Arnaud Bertrand (Ceo 
and co-founder), Junjun Chen (CFo 
and co-founder) and stephen Wiesener 
(Cto and co-founder) 
aCTive loCaTionS: 170 countries
model: hosts are charged a 10-20% 
commission on bookings
inveSTorS inClude: Index Ventures, 
Balderton Capital and Accel Partners
number of properTieS liSTed: 
205,000 in 15,000 destinations

 onefinesTAy 

founded: 2009 
HQ: London
key people: greg marsh (Ceo and 
co-founder), demetrios Zoppos (Coo 
and co-founder), tim davey (head of 
product and co-founder) and evan Frank 
(co-founder and gm, new york) 
aCTive loCaTionS:  
London and new york City
model: “We agree a fixed nightly rate 
with our hosts. We then charge a variable 
amount to guests on top of that, according 
to seasonality and length of stay.”
inveSTorS inClude: Index Ventures, 
Profounders and Canaan Partners. 
number of properties listed: “over 1,000.”

 Wimdu 

founded: 2011
HQ: Berlin
key people: Arne Bleckwenn (co-
founder), hinrich dreiling (co-founder) 
aCTive loCaTionS: 100 countries
model: 6-12% commission 
(although there are special offers and 
arrangements with certain hosts)
inveSTorS inClude:  
rocket Internet and kinnevik
number of properTieS liSTed: 
150,000 properties

as p2p lodging  
Start-ups Surge,  
a Backlash stirs

key p2p  
lodging playerS

housetrip’s management team

Airbnb founders nathan Blecharczyk (left), Brian Chesky (center) and  
Joe gebbia (right), a scheduled speaker at Le Web London 2013
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big players move into  
The Car-Sharing Space

p2p ride-Sharing 
Services are booming

Start-ups may rule in the sharing econ-
omy but car sharing offers a ray of hope 
for established companies looking to 
profit from this new way of thinking 
about ownership.

Though still a relatively new phenom-
enon, as demand for car sharing increases 
traditional companies like car rental firm 
Avis, which purchased Zipcar in March 
for $500 million, French industrial con-
glomerate Bolloré, and car maker Daimler 
Chrysler, are all getting into the business.

The attraction? Some 2.3 million peo-
ple, including 940,000 in Europe, used 
car-sharing services in 2012, according 
to a recent study by consultancy Frost & 
Sullivan. The consultancy is forecasting 
that 15 million Europeans will use car-
sharing services by 2020.

“To reach that 15 million number con-
sumers need to be educated and they must 
change their behavioral patterns,” says 
Martyn Briggs, Frost & Sullivan’s program 
manager, mobility.

Many people still have not heard of 
car sharing and don’t realize what the 
benefits of the service are, according to 
a Frost & Sullivan survey of more than 
2,300 people in the U.K., Germany and 
France, which was released in May. The 
study found that more than half of early 
adopters are under 35 and a large percent-
age don’t own cars.

Zipcar has been working since 2000 
on educating consumers and convincing 
them that cars can be part of the sharing 
economy. Along the way the company 
has attracted 750,000 customers in 20 
major metropolitan areas and more than 
300 college campuses in the U.S., Canada, 
U.K., Spain and Austria.

 “We are looking at new markets in 
Europe and there are some where a 
Zipcar offering in the near future makes 
sense,” says Zipcar Europe President 
Frerk-Malte Feller, a scheduled speaker 
at Le Web London 2013. He declined to 
specify which cities or countries he might 
be targeting.

Key to Zipcar’s success so far — the 
company had $279 million in revenue last 
year, 15% more than 2011 and more than 
double what it had three years ago, and its 
gross profit margin rose by a third last year 
to 6.2% — is that the service has managed 
to be many things to many people, says 
Feller. Some come for the money they can 
save by not owning a car while others are 
won over by the convenience of always 
having a car parked around the corner.

While the details will differ from ser-
vice to service, the basic format of most 
car-sharing services is the same. You 
pay a membership fee (perhaps yearly) 
and then pay either by the hour or day – 
and sometimes even by the minute – to 

When Julia F., a 28-old PhD student 
studying in Hamburg, recently set out 
to visit her grandfather in southern 
Germany, she opted not to take a train. 
Instead, she decided to drive her own 
car and offset the price of gas by giv-
ing a ride to a stranger she connected 
with via BlaBlaCar, a pan-European 
ride-sharing service. It wasn’t the first 
time she used the service and it won’t 
be the last.

Her reasoning? “It is cheaper, it allows 
me to take more luggage and be more 
spontaneous about when I leave and it 
makes absolute sense to share the costs, 
it is silly not to,” says Julia, who asked that 
her last name not be used. “I’ve discovered 
that many people want to take the same 
route on the same day and offering the 
free space you have is very easy. Besides,” 
she adds, “it is fun meeting new people.”

Julia filters queries from prospective 
travelers by checking out their Facebook 
profiles and by talking to them on the 
telephone. And, to ensure her safety, she 
only give rides to other women. She is one 
of millions of Europeans who are taking 
advantage of P2P ride-sharing services 
that connect drivers with empty seats to 
paying passengers.

Ride sharing, which has created a new, 
affordable and social way to travel, under-
scores the growing trend in consumers’ 
willingness to share goods and services 
for a fee. Such services are made possible 
via the modern-day equivalent of credit 
scores: on-line reputation ratings given 
via various social networks that encour-
age people to trust and do business with 
those they don’t know.

In Europe, the services are proving 
especially popular with people in their 
20s — not just students but first-time 
earners on tight budgets. BlaBlaCar’s 
service, which has more than three mil-
lion registered users, is among the fastest 
expanding in Europe. The web and mo-
bile platforms are engineered to create 
a trust-based community using ratings. 
The site even allows you to decide how 
chatty you want your driver or passenger 
to be. Members specify how talkative they 
are on the scale of “bla,” “blabla,” and 
“blablabla,” hence the name BlaBlaCar.

BlaBlaCar was born in France when 
Frédéric Mazzella, a student at Stanford, 
wanted to get home to his family in La 
Rochelle for Christmas. He had no car 
and the trains were full. Meanwhile, the 
roads were full of people driving in his 
direction, many alone in their cars. He 
wanted to try to find one of the drivers 
going his way and offer to share the cost 

of gas in exchange for use of an empty 
seat, but there was no way to reach out. 
Mazzella created a site to do just that and 
the community began to grow organically. 
He then met co-founder and engineer 
Francis Nappez. After completing his 
MBA, Mazzella worked on a plan with 
fellow student Nicolas Brusson, the third 
co-founder, to finance and scale the busi-
ness in Europe.

The three raised €600,000 in angel 
funding to prove the model in France, 
followed by €1.25 million from France’s 
seed investor ISAI; they then closed a 
$10 million round from Accel Partners 
and France’s ISAI in January 2012 for 
European expansion. BlaBlaCar now op-
erates in 11 European countries, including 
France, Germany, UK, Spain, Italy, Poland 
and Benelux.

“The vision is to build an alternative pan-
European transport network,” Brusson, 
a scheduled speaker at Le Web London 
2013, said in an interview with Informilo.

BlaBlaCar doesn’t have the market to 
itself. Munich-based carpooling.com, 
which has raised funding from EarlyBird 
Venture Capital, connects drivers and 
paying passengers in over 40 countries. 
The company says its services have re-
sulted in thousands of friendships and 
16 weddings. Since its launch 10 years 
ago as a student project 40 million rides 
have been shared. Two million users are 
served every month and each day the site 
offers access to 750,000 rides. In 2012 the 
company raised a Series C round from 
Daimler to expand into the U.S.

To date, ride-sharing services are 
proving more popular in Europe than 

in America, for economic, geographical 
and cultural reasons, says BlaBlaCar’s 
Brusson. Gas prices are not as high in 
the U.S., giving drivers less incentive to 
take on strangers as passengers. It is also 
easier to do the first and last mile with 
public transport in Europe, making it 
practical to tell someone that they will 
pick them up and drop them off at train 
stations in different cities, for example. 
“It is one thing to connect cities but for 
this to work efficiently we need the cities 
to have strong public transport,” he says. 
Safety is another issue. Americans tend 
to be more nervous about sharing rides 
than Europeans.

That said, U.S. ride-sharing services are 
starting to attract serious venture capital. 
In May, U.S. ride-sharing service Lyst 
(formerly known as Zimride), which 
allows customers to book rides from a 
network of screened drivers and pay via 
a smartphone app, raised $60 million in 
venture capital from Andreessen Horow-
itz. A similar P2P ride-sharing service, 
called Sidecar, is backed by investors that 
include Lightspeed Venture Partners and 
Google Ventures. Uber, a Benchmark 
Capital-backed competitor which makes 
efficient use of idle town cars in direct 

competition with taxis, operates in cities 
across the U.S. as well as overseas. The 
service has met with legal challenges in 
New York City and elsewhere.

In the case of BlaBlaCar, drivers don’t 
make a profit; they just offset their costs, 
so they are not considered traditional 
taxi drivers, avoiding insurance and legal 
problems, says Brusson.

U.S. competitors who try to come to 
Europe will find it hard to replicate the 
kind of pan-European services that BlaB-
laCar has already built. “By the time most 
European companies go international it 
is too late,” says Brusson. “We decided 
to go very early into different European 
countries — adding a local team each time 
— before proving the business model, 
something very few players do.”

The strategy appears to be paying off. 
“A year ago we had a community of 1.5 
million people,” says Brusson. “Now we 
are over three million and our growth 
is accelerating. We are transporting 
600,000 people per month. Eurostar 
transports 900,000 monthly. If we keep 
growing at this rate we will be transport-
ing more people than Eurostar by 2014.”

use a car. Pick-up and drop-off spots 
are scattered around the city and can be 
reserved, sometimes as little as 15 min-
utes before use, either by smartphone or 
through a computer.

“We’re not assuming the next market 
we enter will be one that does not already 
have a competing car-sharing service,” 
says Feller. “We look to see if we can of-
fer a better car-sharing service than what 
already exists.”

There is no clear, winning strategy, 
says Frost & Sullivan’s Briggs. “A lot of 
the car-sharing companies want to go 
where there is no service yet, but it’s hard 
to come in as a start-up and the challenges 

are big,” he says. “If you go to a city where 
people are already using car sharing the 
psychological barrier is removed, but 
once people are familiar with a brand it 
is hard to win customers so the best way 
to compete is to offer locations that are 
more convenient for customers of the 
existing service.”

When it comes to attracting users, car-
sharing services can try to compete on 
price, but technology, ease of use, location 
and number of pick-up/drop points are 
key. Just ask Stephane Beder, a Parisian 
consultant who started using Autolib’ — a 
subscription-based car-sharing service 
operating in the city of Paris — after losing 
access to a company car when he changed 
jobs a year ago. 

“ I was pleasantly surprised how quickly 
they were able to offer a very extensive net-
work and they keep adding more spots and 
more cars,” he says. “That is critical because 
the fewer places you have to pick up and drop 
off a car the lower the value of the service.”

“When I no longer had the company 
car I thought I’d give car sharing a chance 
and it has been terrific,” says Beder, who 
uses Autolib’ as part of an integrated pack-
age of transportation options that includes 
bike sharing, buses and the metro.

“From a cost standpoint it is great. 
Parking in Paris is already so expensive 
even before you add insurance, petrol and 
the car itself.”

As might be expected with a car that 
gets used by many people a day, there 
can be bumps in the quality of the ser-
vice, including the occasional bug in the 
computer system and the lack of clean-
liness of the cars. “The cars are getting 
increasingly dirty,” says Beder. “I don’t 
know what people do in the cars, I don’t 
want to know.”

Bolloré — which received €75 mil-
lion in financing from the European In-
vestment Bank to speed up expansion 

some 2.3 million people, 
including 940,000 in europe, 
used car-sharing services in 
2012, according to a recent 
study by consultancy Frost 
& sullivan. the consultancy 
is forecasting that 15 million 
europeans will use car-sharing 
services by 2020.

“A year ago we had a 
community of 1.5 million 
people,” says BlaBlaCar 
co-founder nicolas Brusson, 
a scheduled speaker at Le 
Web London 2013. “now we 
are over three million and our 
growth is accelerating. We are 
transporting 600,000 people 
per month. eurostar transports 
900,000 monthly. If we keep 
growing at this rate we will be 
transporting more people than 
eurostar by 2014.”

 
By eriC SylverS 

Zipcar europe President Frerk-malte Feller, a 
scheduled speaker at Le Web London 2013

Caption: Francis nappez (at left), nicolas Brusson and Frédéric mazzella (at right) are the founders of BlaBlaCar, 
a fast-growing pan-european ride-sharing service that underscores the growing appeal of services that tap into 
consumers’ willingness to share goods and services for a fee.

continued on page 21

daimler Chrysler, which first launched its Car2go service in germany in 2008, now has more than 350,000 customers using its smart vehicles in cities across europe and the u.s.  
By jennifer l. SCHenker 
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to identify the most promising collaborative consumption start-ups in 
europe Informilo asked some of the most active investors to nominate 
and evaluate companies outside their own portfolios. some are  
well-known, others are below the radar but unlikely to stay that way 
for long. Below find our picks for the top 25.

funding circle 

(www.fundingCirCle.Com)
london, uk
what it does: An online marketplace to help 
businesses find fast finance, and investors get 
better returns. 
why it’s hot: Backed by Index Ventures, Union 
Square Ventures, and a number of prominent 
angel investors to the tune of £13.2 million so far. 
More than 1,000 businesses have been funded, 
with a total loan value to date of £78.5 million. 
Now lending more than £1 million a month, 
usually in tranches of £5,000 to £100,000. 
Tapping into the trend for peer-to-peer lending.

ourcroWd 

www.ourCrowd.Com
jeruSalem, iSrael
what it does: VC/crowd-funding platform.
why it’s hot: So far 16 start-ups have raised some 
$12 million in capital since the February 5th 
launch of OurCrowd, a hybrid venture capital 
and crowd-funding platform that has its own 
$5.6 million fund. Some have used the platform 
to close rounds in a matter of days. OurCrowd 
is currently focused on Israeli start-ups, and its 
membership is restricted to investors meeting 
stringent accreditation requirements.

croWdcube 

www.CrowdCube.Com
exeTer, england
what it does: Equity crowdfunding platform.
why it’s hot: Crowdcube is the UK’s leading 
crowdfunding player, with 49 businesses 
raising more than £10 million so far. The 
company has 35,000 member investors. 
Launched in February 2011, in early May 2013 
Crowdcube used its own platform to raise £1.5 
million in just three days from 259 investors. 
Existing investors met the initial funding 
target of £250,000 within the first five hours of 
the pitch going live, making it the fastest equity 
funding on a crowdfunding website anywhere 
in the world. 

seedrs

www.SeedrS.Com
london, uk
what it does: Equity crowdsourcing platform.
why it’s hot: Seedrs was  the world’s first equity 
crowdfunding platform to be approved by 
a major financial regulator (the FSA in the 
UK), in May 2012. It opened for business in 
July of last year and allows any UK resident to 
invest from £10 up to a maximum of £150,000 
in seed-stage start-up companies. So far, 25 
start-ups have collectively raised a total of £1.3 
million in investment through the platform. 

zopA

www.zopa.Com
london, uk
what it does: The UK’s largest peer-to-peer 
lending site.
why it’s hot: Launched in March 2005, Zopa 

was the world’s first online peer-to-peer 
lending marketplace. The company has 
around half a million members who have now 
lent more than £309 million between each 
other. Voted ‘Moneywise’s Most Trusted 
Personal Loans Provider’ for 2012, 2011 and 
2010, in December Zopa raised an undisclosed 
sum from Augmentum Capital. This follows 
£22.2 million raised in three rounds in 2005, 
2006 and 2007. The funds will support further 
growth in the UK.

eToro

(www.eToro.Com)
TorTola, briTiSH virgin iSlandS
what it does: Social investment network.
why it’s hot: Almost three million traders have 
placed more than 56 million trades through 
this Israeli company’s award-winning 
OpenBook and WebTrader platforms since 
January 2012. Traders can learn from each 
other, share live trading information and use 
their collective trading power. Received Best 
of Show at FinovateFall for its Social Trading 
Index, which enables traders to create their 
own indices and make them available to the 
eToro social investment network.

fiverr 

www.fiverr.Com
binyamina, iSrael
what it does: Global online marketplace 
offering tasks and services, usually for $5.
why it’s hot: The site lists more than 1.5 million 
services available for $5 to $150. Provides a 
“living marketplace” for micro-entrepreneurs 
in more than 200 countries. In 2012 Accel 
Partners and Bessemer Venture Partners 
invested $15 million in Fiverr, bringing total 
funding to $20 million.

   
 HAilo

(www.HailoCab.Com)
london, uk
what it does: Links licensed cab drivers with 
would-be passengers via smartphone apps.
why it’s hot: An app that links licensed cab 
drivers – starting in London, but now also 
offering the service in New York, Dublin, 
Boston, Toronto and Chicago – with 
passengers via the two main smartphone 
platforms, iOS and Android, is set to become 
a must-have for denizens of those cities. In 
late December Hailo raised an additional $30 
million in funding, on top of earlier investment 
of $17 million; the latest round values the 
company at $140 million. The business is 
solidly backed for further development as it 
moves to take on Uber in the U.S.

blAblAcAr 

(www. blablaCar.Com)
pariS, franCe
what it does: A trusted community marketplace 
that connects drivers with empty seats to 
passengers looking for a ride.
why it’s hot: BlaBlaCar has 2.4 million members 
across nine countries and transports more 
than 600,000 people every month, creating 
an entirely new, people-powered transport 
network. The company claims over 10 million 
seats have been offered since January 2009, 
and over one billion miles shared.

cArpooling.com 

(www.Carpooling.Com)
muniCH, germany
what it does: Calls itself the world’s largest ride-
sharing service.
why it’s hot: Carpooling.com connects people 
in over 40 countries so they can share their 
rides. Since its launch 10 years ago as a student 
project 40 million rides have been shared. 
Two million users are served every month; 
each day the site offers access to 750,000 rides. 
Investors include Earlybird Venture Capital 
(Series A & B) and Daimler AG (Series C).

HouseTrip 

(www. HouSeTrip.Com)
lauSanne, SwiTzerland
what it does: Online holiday rentals.
why it’s hot: More than 130,000 properties are 
available in over 15,000 destinations around the 
world. By the end of 2012, travelers had booked 
more than 3 million nights’ sleep via HouseTrip 
since its launch in 2010. In October HouseTrip.
com announced a $40 million Series C funding 
round led by Accel Partners, with existing 
investors Balderton Capital and Index Ventures 
also participating. In its first year, HouseTrip.
com was awarded the CTI startup label of the 
year and VentureKick awards. The company is 
focused on Europe, the largest segment of the 
$100 billion+ global holiday rental market.

onefinesTAy

(www.onefineSTay.Com)
london, uk
what it does: Luxury version of Airbnb.
why it’s hot: onefinestay offers stays in 
“unhotels” — high-end properties that 
onefinestay prepares for guests with toiletries, 
linens and local recommendations. The 
company manages more than 1,000 properties 
in London and New York City. In June 2012 
it raised $12 million in Series B financing led 
by Canaan Partners; existing investors Index 
Ventures and PROfounders participated in this 
round, bringing total capital raised to date to 
$16 million. Revenues increased tenfold in 2011.

loveHomesWAp

(www.loveHomeSwap.Com)
london, uk
what it does: Vacation home exchange.
why it’s hot: Launched in 2011, Love Home 
Swap offers members (who pay a subscription 
fee) the opportunity to swap their homes for 
stylish residences across 100 countries for 
free. The company grew tenfold after an initial 
£850,000 investment; in November 2012 it 
raised another £800,000 from its investor 
MMC Ventures plus several angels. It’s 
currently on track to hit 50,000 homes listed 
by mid-2013, through growth and possibly 
acquisitions. Also working on a new form of 
insurance product tailored to swaps.

under THe radar/ 
early STage

drivy

www.drivy.Com
pariS, franCe
what it does: Peer-to-peer car rental portal.
why it’s hot: Previously known as VoitureLib, 
Drivy enables car owners to rent out their 
vehicles when they’re not in use. Alven 
Capital and Index Ventures invested €2 
million in Drivy last year. The service is 
currently focused on France, where it has 
more than 5,000 cars available to rent and 
more than 50,000 registered users. The 
investment will undoubtedly be used to grow 
outside Drivy’s home country.

cookening

(www.Cookening.Com)
pariS, franCe
what it does: Modern-day version of a supper 
club.
why it’s hot: Cookening’s initial goal is to 
be a platform for tourists in Paris to find 
an authentic home-cooked meal. But the 
service is open to users around the world. The 
company is self-funded so far and is currently 
looking for funding to start doing “some 
pragmatic and tactical user acquisition.”

movellAs

(www.movellaS.Com)
ØSTerbro, denmark
what it does: Story-sharing community.
why it’s hot: A site where (mainly young) users 

can publish their own stories — or movellas 
as the founders call them — and interact 
with a community to talk about writing and 
stories. The Movellas platform currently 
sees more than 75,000 monthly visits and 
500,000 monthly eBook downloads. Received 
€500,000 in angel funding in 2011.

urTurn

(www.urTurn.Com)
london, uk
what it does: Social “expressions” platform.
why it’s hot: Urturn provides templates and 
virtual stickers to allow users to customize 
photos, add music or video clips, and then 
share them on Urturn or on other social 
platforms. Until January the company 
was know as Webdoc. In mid-May Urturn 
launched an iOS app, and announced it had 
received $13.4 million in Series A funding 
from Balderton Capital ($10.7 million) and 
the private equity arm of Debiopharm Group 
($2.7 million).

sHAreyourmeAl.neT

(www.SHareyourmeal.neT)
amSTerdam, neTHerlandS
what it does: Shared meals.
why it’s hot: A non-profit foundation, 
Shareyourmeal.net’s model is similar to 
Cookening’s, except meals are taken away 
rather than eaten in the cook’s home, and the 
service focuses on encouraging neighbors to 
share meals with one another to meet new 
people and reduce food waste. More than 
73,000 meals have already been shared through 
the service, which is now expanding globally.

 
 

big daTa revoluTion

dATAsifT

(www.daTaSifT.Com)
reading, uk (& San franCiSCo, u.S.)

what it does: Filtering and data mining software 
that targets social media.
why it’s hot: Datasift enables companies to 
track and filter trending topics, sentiment and 
geolocation data from Twitter, for a variety of 
business uses. Last year it raised €4.7 million 
funding from IA Ventures and GRP Partners, 
bringing the total raised to $15 million. It also 
has data partnerships with Lexalytics and Klout. 

sociAl poinT

(www.SoCialpoinT.eS)
barCelona, Spain
what it does: Social gaming.
why it’s hot: Founded in 2008, Social Point is one 
of the leading social and casual game providers 
on the major social networks. Its games are 
played worldwide by nearly 38 million people 
every month and are translated into many 
different languages. Its titles are among the 
most popular on-line and include Dragon City, 
Social Empires, and Social Wars. The company 
has raised more than $10 million from Nauta 
Capital, Idinvest Partners, and BBVA.

supercell

(www.SuperCell.neT)
HelSinki, finland
what it does: Real-time social gaming 
developer.
why it’s hot: Since pivoting to become a 
“tablet-first” publisher the company has 
released two games: Hay Market and Clash 
of Clans; one is a global hit; the other a 
blockbuster. The company is now generating 
revenues of $2.4 million a day (up from 
$500,000 a day last year).

plArium

(www.plarium.Com)
Herzliya, iSrael
what it does: Social gaming.
why it’s hot: Since its launch in 2009, Plarium’s 
games and applications have seen more than 
70 million players worldwide, with more 
than 3 million daily players. Revenues have 
doubled each year. Plarium is Facebook’s 
number three hardcore games developer, and 
is currently planning an expansion into the 
mobile arena. Plarium games are currently 
available on all major social networks, 
including Facebook, Google+, Vkontakte, 
Odnoklassniki and Mail.ru.

new enTranTS in gaming

preTTy simple gAmes

(www.preTTySimplegameS.Com)
pariS, franCe
what it does: Social gaming.
why it’s hot: In the past few months, Pretty 
Simple’s social investigation game Criminal 
Case has gained more than four million daily 
active users, putting the company among the 
top 10 game developers on Facebook. Its first 
title, My Shops, had 300,000 daily users six 
months after launch in 2010 and still has more 
than one million monthly active users. Idinvest 
Partners invested $2.5 million in the company 
in 2011. Pretty Simple expect 2013 revenues to 
be in the “8 figures range.”

sociAl quAnTum

(www.SoCialQuanTum.Com)
moSCow, ruSSia
what it does: Social game development 
environment.
why it’s hot: Since its launch 18 months ago, 
Social Quantum has created studios in the 
CIS and Eastern Europe; grown its registered 
user base to over 50 million, with five million 
unique visitors a day; and gained a place as 
the leading game applications on the social 
network “Odnoklassniki.ru.” Its Megapolis 
game was the success story of the month on 
Facebook in December with more than three 
million monthly active users, many of whom 
were playing on the go on iOS and Android.

brAinboW gAmes

(www.brainbowgameS.Com)
london, uk
what it does: Social “edu-gaming.”
why it’s hot: Founded by entrepreneurs from 
Google, Amazon, Playfish, EA and academia, 
Brainbow claims to “turn knowledge into 
games.”  The founders believe games can have 
a positive impact on society by combining 
games, health and education into fun and 
social experiences that will challenge the 
user’s brain. Seed investors (for a £1 million+ 
round) include Initial Capital, DN Capital, 
LVP, Lifeline Ventures, Jaina Capital and 
prominent angel investors such as Anil 
Hansjee (ex-Google), Frank Sagnier (ex-EA) 
and Limvirak Chea (Inmobi). The company 
has released ‘Brainbow Numbers’ and ’6 
Numbers’ as iOS apps so far.
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Bitcoin, an open source peer-to-peer 
(P2P) digital currency based on a 
protocol and software that allows in-
stant peer-to-peer transactions and 
worldwide payments with minimal 
associated costs, has recently had un-
precedented media coverage, thanks 
to the digital currency’s rollercoaster 
market rides of epic spikes followed 
by equally epic plunges.

This monetary instrument — the topic 
of a session at Le Web London 2013 —
merits our attention: one Bitcoin cost 
merely $20 in the beginning of this year 
but the currency has quickly risen from 
relative obscurity among a group of cryp-
tographers to enjoying nearly $45 million 
of activity everyday.

The philosophy of Bitcoin is one of 
complete mistrust in any form of author-
ity or control, of a perfectly stateless, 
decentralized currency where issuing 
and control has altogether devolved to 
the “market” in its purest sense, with no 
central bank intervention possible. It has 
laid bare and tried to rectify the failings 
of traditional flat currencies, including 
gold and silver.

Bitcoins are generated through a pro-
cess known as “mining.” Mining involves 
adding transaction records to Bitcoin’s 
public ledger of past transactions. This 
ledger of past transactions is called the 
block chain, and as the name indicates, 
it is a chain of blocks. The block chain 
serves to confirm transactions to the rest 
of the network as having taken place. Bit-
coin nodes use the block chain to dis-
tinguish legitimate Bitcoin transactions 
from attempts to respend coins that have 
already been spent elsewhere. Mining is 
intentionally designed to be resource-in-
tensive and difficult so that the number of 
blocks found each day by miners remains 
steady. It is not dependent on hardware 
improvement. Litecoin, a next-generation 
Bitcoin, has already solved this problem 
by using scrypt in its mining process to 
compensate for improving hardware by 
slowing down the process. In any case, 
individual blocks must contain a proof of 
work to be considered valid. This proof 
of work is verified by other Bitcoin nodes 
each time they receive a block.

Basically, in order to “mine” a Bitcoin, 
you have to solve a complex mathematical 
problem using significant computational 
power. There’s a twofold reason for this: it 
controls supply of Bitcoins and also incen-
tivizes people to maintain the underlying 
infrastructure that keeps Bitcoins in place.

A unique feature of Bitcoin design is 
that the number of new Bitcoins created 
is halved every four years, until the year 
2140 when this number will wind down 
to zero. At that time no more Bitcoins will 
be added into circulation and the total 
number of Bitcoins will have reached a 
maximum of 21 million. This finite sup-
ply of Bitcoins is, in my opinion, one of 
its biggest shortcomings. It significantly 
impacts the value of Bitcoins, as money 
supply needs to always be expanding in 
order to prevent a currency from having 
a deflationary bias, which encourages 
hoarding and as economist John Quiggin 
argues, in Bitcoin’s case, has resulted in 
“the finest example of a pure bubble.” The 
fact that Bitcoins do not have any intrinsic 
value (unlike gold, silver or other instru-
ments) means their value depends on the 
classic demand and supply economics, 
leading many to exasperatedly liken them 
to a Ponzi scheme.

Another interesting feature is that 
Bitcoins are a unique code, which once 
stolen cannot ever be brought back, and 
there is no central agency to chase after 
thieves — the owners are solely respon-
sible for their Bitcoins. But one would 
expect an entirely digital currency to be 
secure, right? Not so — Bitcoin’s secu-
rity, like physical currency, depends on 
how safely it is stored. There have been 
numerous instances of Bitcoin wallets 
and exchanges being hacked including 
Mt. Gox, Bitomat, MyBitcoin, Bitcoinica, 
Bitfloor and Instawallet. In fact, it has 
been reported that the Winklevoss twins 
(of Facebook fame) have stored their Bit-
coins (apparently worth in excess of $15 
milion at the time) on pen drives in real 
physical vaults, which prevents hackers 
from gaining online access to them.

I don’t buy some of the commentary 
from people who say Bitcoin is unethical 
because it is used to buy drugs, run guns 
and fund other such illegal activities. Yes, 
by its very nature it is anonymous and 
therefore transactions are untraceable, 
but then every single “mainstream” cur-
rency has been used for illegal purposes. 
Once the initial excitement has abated, 
these things tend to find favor in the 
mainstream — a typical case of the tail 
wagging the dog.

In a world burdened by the huge 
cost of moving money around, Bitcoin 
has successfully demonstrated a way to 
create a simple measure of value that 
allows extremely efficient, frictionless 
and anonymous transactions. One of the 

key impediments in the developing world 
is the inefficiency of money movement, 
which results in the lack of availability 
of capital to spur growth. Creating effi-
ciency here is the holy grail of long-term 
economic growth and Bitcoin has given 
us a great roadmap for this.

So in my mind, Bitcoin isn’t just a suc-
cess, it is the beginning of a revolution. I 
say revolution because historically revolu-
tions have destabilized traditional institu-
tions such as government and brought 
in new and better ways to do things (or 
indeed sometimes worse, but they herald 
a change, at the very least).

I’m sure the shortcomings of Bitcoin 
will be fixed in its next iteration. The issue 
of monetary supply needs to be reactive 
to prevent speculation and bubbles. And 
while Bitcoin itself is highly secure and 
difficult if not impossible to counterfeit, 
security needs to be improved around the 
storage of such currencies.

The issue of intrinsic value is probably 
the most difficult to solve. One idea I have 
seen is some form of Bitcoin Bearer Bonds 
which essentially store another source of 
value (gold, USD, etc.) as underlying for 
a Bitcoin-like instrument — this is not 
the gold standard as much as a highly-
flexible universal exchange mechanism 
that would allow easy interoperability of 
value. Indeed, if we could get a crypto-
currency to work, I would tend to agree 
with the Winklevoss twins, who said, “We 
have elected to put our money and faith 
in a mathematical framework that is free 
of politics and human error.”

In effect we could be looking at the 
ultimate democratization of monetary 
policy, in much the same way the Internet 
has democratized information. And we 
all like freedom without interference, 
don’t we?

uday goyal, who has completed over 200 deals in the fintech space, is founder of Anthemis group, a company 
focused on reinventing financial services for the 21st century. he was formerly the managing director and global 
head of financial technology advisory at deutsche Bank in the London-based global Financial Institutions group. 
Prior to that, he had specific responsibility for developing the pan-european specialty finance practice of Credit 
suisse, with a focus on financial technology.

hacking Finance:  
bitcoin and the future of money

How Social networks Could  
impact The future of Stock Trading

 
By jennifer l. SCHenker 

 
By udayan goyal, founder, anTHemiS group

Classic investment theory sug-
gests the best returns occur 
when people trade on infor-
mation that is not freely avail-
able. But two academics from 
the MIT Media Lab think they 
have mathematical proof that 
sharing info with the right peo-
ple in social networking com-
munities can significantly boost 
stock trading returns.

If they are right, wealth could 
be spread more evenly in the col-
laborative economy.

The academics — Dr. Yaniv 
Altshuler and Professor Alex 
“Sandy” Pentland — have spent 
the last three years crunching 
data on eToro, a global social 
trading platform that uses real-
time features to allow users to 
follow and copy other people’s 
trades. During that time eToro 
has chalked up 50 million trades. 
The site claims to be the world’s 
largest online investment net-
work, with almost three million 
users across 190 countries.

eToro, which has raised $33.9 
million in venture capital, encour-
ages novices to try their luck by 
allowing them to see how the 
“social gurus” in the space trade 
and then copy them. eToro pays 
the traders who get followed on 
a quota basis up to $10,000 per 
month to encourage them to share 
information. Like other investing 
sites it takes a commission on the 
trades made but does not charge 
any other fees for its service.

The premise — and the 
network set-up — intrigued 
Altshuler, an Israeli serial en-
trepreneur who is currently 
a post-doc associate at MIT’s 
Media Lab and Pentland, who 
directs MIT’s Human Dynamics 
Laboratory and the MIT Media 
Lab Entrepreneurship Program 
and co-leads the World Eco-
nomic Forum Big Data and Per-
sonal Data initiatives. (In 2012 
Forbes named Pentland one of 
the “seven most powerful data 
scientists in the world,” along 
with Google’s founders and the 
CTO of the United States; he is 
considered a pioneer in compu-
tational social science, organi-
zational engineering, wearable 

computing like Google Glass, 
image understanding, and mod-
ern biometrics.)

As people engage more with 
social networking sites, there 
is always the danger that they 
become “echo chambers,” i.e., 
reflect a “group think” mental-
ity that leads people to follow 
a group consensus rather than 
critically evaluate information. 
Other potential pitfalls include 
making decisions without any 
guidance from the social network 
or following “gurus” who pro-
vide them with bad information. 
The challenge on eToro’s and 
other networks is how to avoid 
these errors and maximize the 
“wisdom of the crowd.”

Altshuler has developed a 
mathematical model for social 
financial trading that helps guide 
users to make better decisions by 
improving the information flow 
within the networks. This is ac-
complished by diverting the trad-
ers’ attention away from certain 
links, and drawing their attention 
to others, changing the dynamics 
of the network.

Working with the eToro social 
investment network, Altshuler 
and Pentland distributed $20 
trading coupons to 500 active 
financial traders on the platform. 
Matches between traders and 
recommendations were based 
on an innovative algorithm de-
signed to optimize information 
flow within the network. The 
relatively small number of cou-
pons was enough to move the 
network away from dangerously 
high levels of “group think,” and 
as a consequence, the entire trad-
ing community —not just the 500 
coupon users — saw a significant 
increase to their rate of return, 
says Altshuler.

The increase in return was 
more than 10% compared with 
those who traded without guid-
ance from the social network, 
and 4% higher than those who 
only followed the highest-per-
forming social gurus.

The study demonstrated how 
an efficient collaborative trad-
ing community can be formed 
by carefully balancing the com-

plex mixture of ‘trend setters’ 
and ‘bellwethers’ who govern 
the behavior of the crowd, says 
Altshuler, who has a PhD in 
Computer Science from Israel’s 
Technion and is considered an 
expert on collective intelligence 
and swarm algorithms. “Net-
works work as a filter that can 
filter out the noise and amplify 
the high-quality information,” 
he says. “It comes down to the to-
pology of the network; the way it 
is structured influences the way 
it assimilates information.”

The academics are working 
with eToro to use the tool they 
developed to deploy a service 
that will do “online tuning of the 
community” to optimize results. 

“In the past it was a zero sum 
game controlled by players like 
big banks, but now, by combin-
ing their knowledge, people at 
the bottom of the food chain can 
improve their position, provided 
that the information network 
they create is an efficient one. 
This is what is so great about 
eToro,” says Altshuler.

He said he and Pentland — 
who are not being paid by eToro 
and do not own stakes in the com-
pany — plan to soon publish a pa-
per to highlight the mathematical 
model they are developing to pre-
dict how, if people communicate 
in a certain ways, they will make 
better or worse decisions.

The tuning tool from MIT 
should help more people do bet-
ter on the stock market, which 
has been the aim of eToro’s net-
work from the beginning.

“Financial markets should 
be transparent and open to eve-
ryone,” says eToro CEO Yoni 
Assia. “The financial world of 
today cannot overlook the social 
revolution, as it stands for the 
people’s most basic right to get 
involved in creating their own 
choices and shaping their own 
future. Today, with almost three 
million users and growing fast, 
we at eToro are confident that 
social investing is here to stay.”
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U.S. venture funds and angels are in-
creasingly opting to team with Euro-
pean investors to fund London-based 
start-ups, providing yet more evidence 
of the UK tech sector’s rising impor-
tance on the global stage.

The latest example? Peter Thiel’s Valar 
Ventures is the lead investor in London-
based online currency exchange Trans-
ferWise’s $6 million Series A round. The 
investment — which was announced May 
13th — was a first in Europe by the PayPal 
co-founder’s international fund (although 
TransferWise earlier attracted funding from 
Max Levchin, another PayPal co-founder).

TransferWise’s A round (which brings 
the total raised since its launch two years 
ago to $7.35 million) also included Ron 
Conway’s SV Angels and existing local 
firms Index Ventures, Seedcamp and TAG.

“There was a time when no good U.S. 
funds would look at EU start-ups, par-
ticularly at the seed/series A stage, but 
that has changed in the last two to three 
years,” says Will Prendergast, a London-
based partner at Frontline Partners, a new 
fund focused on the U.K. and Ireland. 
“There are many U.S. funds that are now 
willing to invest in EU-based companies 
even at seed stage.”

Other high-profile deals involving U.S. 
venture investing into London start-ups 
include Oak Investment Partners’ partici-
pation in Duedil’s April $5 million round, 
alongside local investors Notion Capital 
and Passion Capital; Tim Draper’s invest-
ment in Nutmeg’s £3.4 million A round 
led by the U.K.’s Pentech Ventures; the 
2012 investment into Songkick by Sequoia 
(its first in Europe); a 2011 $32 million 
round led by Kleiner Perkins Caufield 
& Byers and IVP into Shazam; Union 
Square’s decision to lead Hailo’s latest 
round; Greylock Partners’ investments 
in Just-eat, Artfinder, and believe.in and 
NEA’s investments in Fantasy Shopper 
and Recce.

At the same time, high-profile U.S. an-
gels are making connections into London 
and using these to participate remotely in 
rounds in UK companies. Take the case 
of London-based Betable. Participants 
in its 2012 round included venture firms 
Greylock, True Ventures, Founders Fund 
and CrunchFund as well as U.S.-based an-
gels Dave Morin, Auren Hoffman, Joshua 
Schachter and Yuri Milner, among others. 
Other examples include SV Angels’ and Y 
Combinator’s investment in GoCardless 
and Dave McClure’s 2011 investment in 

Moonfruit, which was purchased by Yell 
(now Hibu) for $29 million in 2012.

Pundits predict U.S. angel investments 
into UK companies will continue to in-
crease as U.S. programs like TechStars 
integrate into London’s thriving accelera-
tor scene. “No U.S. investor can afford to 
be blinkered to the EU,” says Prendergast. 
“They have to follow the talent.”

The good news for the London tech 
scene is that exodus from Europe used to 
regularly follow successful fund-raising 
in the U.S. (Many of the early Y Combina-
tor alums from the U.K. like Rapportive 
moved to California post investment). But 
that is no longer the case. With companies 
like Shazam, King.com and Mind Candy 
proving that it is possible to build global 
businesses from London, U.S. investors 
are willing to put money into companies 
that stay in Europe.

One of the reasons U.S. VCs started 
to look at the EU was increasing pre-
money valuations at seed stage in the 
U.S. in 2011/12. The valuation arbitrage 
is no longer significant but investors were 
happy with the quality they saw and con-
tinue to come back.

However, all is not rosy. U.S. compa-
nies are more frequently seeking inno-

vation in London via corporate ventur-
ing: there has been a marked increase 
in activity in the last few years. Think 
Yahoo’s acquisition of Summly, Condé 
Nast’s investment in Farfetch, and UPS’s 
investment into Shutl.

But, “we still don’t have a boom in the 
sub-$50 million corporate acquisition 
of start-ups as seen in the U.S. due to the 
continued gulf between EU corporates 
and the start-up ecosystem,” says Anil 
Hansjee, an active London-based angel 
investor who formerly headed corporate 
development EMEA for Google.

“It is getting better: Facebook, Google, 
Cisco, Bertlesmann, etc., all have pro-
grams in place to help open innovation, 
but there is still a gap: start-ups don’t 
know how to engage corporates and 
corporates don’t see or know how to 
systematically engage start-ups at early 
stages. U.S. corporates without people 
on the ground here in key relevant roles 
don’t have a clue what is going on unless 
the start-ups break through in the U.S.” 
says Hansjee. “These aspects surely have 
to be the next iteration of our industry 
focus” in helping the London tech sector 
evolve further, he says.

 
by JennIFer L. sChenker 
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dealS done in THe paST 24 monTHS in SeleCTed CiTieS in THe  
uS and europe (noT inCluding angel/unaTTribuTed dealS)

london Tech Start-ups are 
attracting more u.S. Capital

infograpHiCS SponSored by level 39, europe’S largeST aCCeleraTor 
for finanCial ServiCeS, reTail and fuTure CiTieS TeCHnologieS.
compiled with the help of JAgshaw baker, index ventures, passion capital,  
dfJ esprit, Anil Hansjee and press reports.

dealS repreSenT

of inveSTed  
CapiTal  
in THe uk

THey break down aS followS:

  7%

25%

61%

  7%

There have been approximately 390 deals in london worth £1 billion  
(or about 43% of invested capital in the uk). They break down as follows:

london-baSed dealS in THe paST 24 monTHS

SeleCTed inveSTmenTS in london-baSed buSineSSeS over THe paST 24 monTHS

Company daTe STage of  
inveSTmenT

lead inveSTor inveSTorS'  
loCaTion

main Co-inveSTorS Co-inveSTorS' 
loCaTion

1.28 loveHomeSwap nov-12 mmC venTureS uk unnamed angelS uk

2.1 THe buSineSS of faSHion feb-13 Seed index europe lvmH franCe

3 Hailo apr-11 Seed wellingTon europe aTomiCo uk

3.1 CurrenCy Cloud jul-12 noTion CapiTal uk aTlaS venTure and anTHemiS group uS & europe

3.2 SHuTl nov-12 SerieS b upS uS Hummingbird uS

3.3 goCardleSS apr-13 Seed/a aCCel europe Sv angel/yCombinaTor uS

3.56 fanTaSy SHopper jan-12 Seed aCCel europe nea and angelS uS & uk

5 duedil apr-13 SerieS a oak uS paSSion uk

5 nuTmeg jun-12 SerieS a penTeCH europe Tim draper uS

6 TranSferwiSe may-13 SerieS a valar (peTer THiel) uS index uk

10 SongkiCk mar-12 SerieS b SeQuoia uS index uk

10 mySupermarkeT apr-12 wpp uk greyloCk and piTango uS

12 onefineSTay jun-12 SerieS b Canaan uS index uk

16 funding CirCle apr-12 SerieS b union SQuare uS index uk

17 Hailo mar-12 SerieS a aCCel europe aTomiCo, wellingTon uk/europe

20 farfeTCH mar-13 growTH Conde naST uS index uk

20 openx may-11 SerieS d Sap venTureS germany aol venTureS, miTSui & Co. global inveSTmenT, inC., 
and preSidio venTureS

uS/japan

24 Huddle may-12 SerieS C jafCo uS eden uk

26 borro nov-12 SerieS C Canaan uS augmenTum uk

30.6 Hailo deC-12 SerieS b union SQuare uS aTomiCo uk

32 SHazam jun-11 SerieS b kpCb uS dn CapiTal uk

48 juST-eaT mar-11 SerieS b greyloCk uS index & redpoinT europe/uS

64 juST-eaT apr-12 SerieS C viTruvian uk index, redpoinT, greyloCk europe/uS

117 wonga feb-11 SerieS C oak uS meriTeCH CapiTal parTnerS, wellCome TruST uS/uk

310 ubiQuiSyS apr-13 exiT CiSCo uS previouS inveSTorS: advenT venTure parTnerS,  
aCCel, aTlaS venTure parTnerS and yaSuda  
enTerpriSe developmenT

uS, europe, 
japan

43%
of ToTal 
growTH  
dealS

of ToTal 
venTure 
dealS

of ToTal  
Seed 
dealS

of ToTal  
dealS 
unaCCounTed 
for

$ raiSed  
(millionS)
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The growing appetite for p2p food Sharing

The boom in collaborative consumption 
has shown that with the right website, 
a bit of buzz and some initial financing, 
sharing just about anything — including 
a home-cooked meal — can be poten-
tially turned into a business.

Taking inspiration from the wildly suc-
cessful Airbnb — the lodging website that 
has become the benchmark for success in 
the sharing economy — France’s Cooken-
ing is working to grab its slice of the new 
sharing phenomenon by matching up 
amateur cooks with hungry strangers to 
create a modern-day version of a supper 
club, where paying guests meet at a pri-
vate home, eat from a set menu and are 
expected to fraternize with guests and a 
host they do not know.

While not the first company to try to 
convert people’s desire for a home-cooked 
meal into a viable business, Paris-based 
Cookening is distinguishing itself by tar-
geting France, one of the citadels of fine 
cooking, to connect people and culture 
through food.

Cookening, founded last year by three 
Frenchmen, has been running in beta 
since March and was scheduled to open 
up to potential hosts and paying guests just 
ahead of Le Web London 2013, a June 5th 
and 6th conference that gathers the global 
digerati. While Cookening is open to users 
around the world, so far most of the meals 
offered up, for a fee, during the beta trial, 
are in France with the bulk in Paris.

Cookening’s initial goal is to be a plat-
form for tourists in Paris to find an au-
thentic home-cooked meal. “When you’re 
a tourist you don’t meet locals, but we can 
change that with the sharing economy,” 

says Cedric Giorgi, co-founder and chief 
executive of Cookening and a scheduled 
speaker at Le Web London June 5th and 
6th. “The real social web is starting now 
because we’re finally using the web to be 
social like we are off-line. As a start-up or 
website developer you can really have 
an impact on how people live by helping 
them have an off-line experience.”

Cookening hosts set the fee they want 
to charge people who come to their house 
and then the company adds on 20% to 
what the diners pay. Most full dinners cur-
rently offered on the website cost about 
€30. “For guests the price of a meal is in-
teresting if you compare it with the other 
possibilities of eating in Paris with locals 
such as through a travel agency, which 
will cost you say €70 or €80 a meal,” say 
Giorgi. “If you’re comparing the price 
with a restaurant it’s not that cheap, but 
the experience is very different. The eco-
nomic incentive is more on the host side.”

A mobile app will be considered once 
there are more users of the website. For 
now there is no app, Giorgi says, because 
you cannot just show up last minute at 
somebody’s house; they need to be able 
to prepare for the meal. When there are 
more dinners available on a regular basis 
an app could help fill a table last minute 
when, for example, there is a meal already 
planned that can have four guests and 
only three are signed up.

“We’re self-funded so far and are cur-
rently looking for funding to start doing 
some pragmatic and tactical user acqui-
sition,” says Giorgi, 29, who is from the 
south of France and moved to Paris five 
years ago. “We’re looking for around 

300,000 euros. We have had contact 
with investors, but we’re still only at the 
conversation stage. We really want to find 
an investor that understands what we are 
doing and perhaps has experience in the 
food or travel industry.”

A number of start-ups are out to prove 
that there is a valuable market for busi-
nesses based around people who want to 
open their homes to cook for strangers.

Feastly, which has a stated aim of 
“democratizing dining,” was developed 
during a start-up week-end competition 
in Washington, D.C. 18 months ago. It 
has since expanded into eight other U.S. 
cities, including San Francisco, New York 
and Boston.

Some other existing ventures are 
focused more on sharing food than on 
making money. Shareyourmeal.net, a non-
profit foundation headquartered in Am-
sterdam, has a model similar to Cookening 
though meals are taken away rather than 
eaten in the house of the cook. The idea 
is not to cater to tourists but rather to en-

courage neighbors to share meals with one 
another in order to meet new people and 
reduce food waste. The cook sets the price 
but Shareyourmeal.net does not take a fee. 
More than 73,000 meals have already been 
shared through the service, which is now 
expanding globally. Marieke Hart, Shar-
eyourmeal.net ’s founder, is a scheduled 
speaker at Le Web London 2013.

Other sites that allow people to share 
meals include Casserole, which connects 
neighbors who share meals in the Rei-
gate and Banstead area south of London. 
Mamabake brings small groups of moth-
ers together locally to cook one big batch 
meal each. The meals are then divided 
among the group so that the women go 
home with a variety of already-cooked 
dinners that can be used during the week. 
Ampleharvest.org in the U.S. connects 
people who grow more food in their gar-
dens than they can eat with food banks.

Mixing digital technology with food and 
sharing is giving rise to a variety of P2P 
models. What is not yet clear is whether 
any of them have the recipe for sustainable 
and scalable money-making businesses.

 
By eriC SylverS 

Cookening Ceo Cedric giorgi, a scheduled  
speaker at Le Web London 2013

An example of a meal on offer on Cookening’s site

mixing digital technology with 
food and sharing is giving rise 
to a variety of P2P models. 
What is not yet clear is whether 
any of them have the recipe 
for sustainable and scalable 
money-making businesses.

Meet IDA Ireland's 
Niamh Breslin (niamh.breslin@ida.ie) 
and Patrick Gaule (patrick.gaule@ida.ie) 
at Le Web London 2013
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A couple taking advantage of Autolib’ — a  subscription-based car-sharing service operating in the city of Paris.

Jody orsborn, co-founder of the Backscratchers

continued from page 10

of the Autolib’ service throughout 
Paris — has sold 79,000 subscriptions 
since launching its electric car service 
in the French capital in December 2011. 
So far the service has racked up almost 
two million rentals from its more than 
700 stations.

Daimler Chrysler,  which first 
launched its Car2go service in Germany 
in 2008, now has more than 350,000 
customers using its Smart vehicles in 
about 20 cities, including Amsterdam, 
Vienna, Lyon, London and Birmingham 
in Europe and San Diego, Seattle and 
Toronto in North America.

While the U.S. and Europe are the main 
markets at the moment for car sharing, 
there is strong growth potential in Asia 
Pacific where there are about 300,000 
users, says Briggs.

“The mindset in Asia Pacific is that 
people own vehicles, but governments 
in the region are starting to realize the 
benefits of car sharing including the role it 
can play as a partial solution to congestion 
and pollution,” says Briggs. “A lot of the 
car-sharing companies want to go there, 
but the challenges are big.”

While only companies with deep 
pockets can afford to roll out fleets of 
vehicles across the globe that does not 
mean that there is no room for start-

$13 million in venture capital funding from 
Google Ventures, Shasta Ventures and 
others. Last month it acquired Wheelz, a 
peer-to-peer car sharing platform founded 
in 2011 that lets people quickly reserve, 
find, and unlock a car from a smartphone 
without ever having to meet the owner.

Frost & Sullivan say this type of car 
sharing is likely to co-exist alongside car 

ups in the car sharing space. Some are 
actively building less capital-intensive 
peer-to-peer car-sharing businesses 
that allow people with private cars to 
make their vehicles available through 
an online platform.

For example, RelayRides, which has 
thousands of private cars signed up in more 
than 1,500 U.S. cities, has raised more than 

sharing offered by the likes of Zipcar and 
Daimler Chrysler.

Watch this space because just as hotels 
and taxis aren’t ready to cede their busi-
nesses to the likes of Airbnb and Uber, it 
seems start-ups and venture capitalists 
aren’t ready to hand over the keys to the 
car-sharing market to rental car companies, 
conglomerates and car makers.

• AE Squared, which provides enter-
prises with the means to achieve cen-
tralized control and security of corpo-
rate data used on smart devices. The 
company was co-founded by Israeli 
entrepreneurs Eitan Bauch and Avi 
Yehuda who previously sold start-ups 
to Intel, F5 and Salesforce.com. 

• Curiyo, a social media start-up that aims 
to make it easy for users to instantly get 
in-context information on topics they 
want, all in one place and without having 
to go after feeds across the web. Curiyo 
was founded by American entrepre-
neur Bob Rosenschein, who previously 
founded Answers.com, which was sold 
to Summit Partner’s AFCV Holdings 
for $127 million, and Accent Software, 
which raised $400 million on NASDAQ.

• Abe’s Market, an online marketplace 
for natural and organic products. The 
company was co-founded by Jon Polin 
and serial entrepreneur Richard Demb, 
who previously founded e-commerce 
payment solutions provider Global Com-
merce Zone and a popcorn gift tin busi-
ness called Dale and Thomas Popcorn.

Abe’s Market, which has offices in the 
U.S. and Israel, had already secured some 
funding from traditional venture capital 
firms when the start-up was introduced to 
OurCrowd. The Israel-based equity fund-
raising platform helped it raise the rest of 
a $5 million funding round earlier this 
year. “The efficiency and speed of work-
ing with OurCrowd was very impressive,” 
says Polin. “In our case the whole process 
only took a couple of days. This is amazing 
for an entrepreneur.” 

Polin says he has recommended Our-
Crowd to entrepreneur friends for three 
reasons: “Number one is speed and ef-
ficiency, number two is the advocacy you 

get from the community of investors — you 
have feet on the street who are excited and 
are willing to be your advocates‚ and num-
ber three for the broader support: there is 
an appropriate balance between hands off 
and hands on. If we need something — an 
intro or just someone with whom to dis-
cuss a particular issue — we know we can 
call Jon and the team.”

So far most of the deals have been in 
Israel but OurCrowd has global ambi-
tions, says Medved.

Regulators are scrambling to catch up. 
The UK’s Financial Conduct Authority 
advises that “most crowdfunding should 
be targeted at sophisticated investors,” 
but its stance is still more permissive than 
that of the U.S., where regulators have 
expressed concern about fraud.

“The UK has an innovation lead in this 
area,” says Chance Barnett, CEO of Los 
Angeles-based crowdfunding platform 
Crowdfunder, an active lobbyist for legisla-
tion that would allow members of the pub-
lic to participate in equity crowdfunding in 
the U.S. “Often times the [U.S. Securities 
and Exchange Commission], when we’re 
in talks with them, says, ‘you’re giving me 
a bunch of anecdotes about why (equity 
crowdfunding) would be fine, where’s the 
data?’ And we can literally point to the 
UK and say, ‘There’s data. It’s in the wild.’ 
Let’s talk about how much fraud is going 
on there and to my knowledge, and the 
data and stats I’ve looked at, there hasn’t 
been any. That’s probably been the most 
significant and helpful thing.”

Examples of equity crowdsourcing 
platforms in the UK include Seedrs, an 
FSA-regulated and authorized platform 
that allows direct, online investment in the 
equity of seed-stage start-ups. It opened 
for business in July of last year and allows 
any UK resident to invest from £10 up to a 
maximum of £150,000 in seed-stage start-
up companies. So far, 25 start-ups have 
collectively raised a total of £1.3 million in 
investment through the platform.

“For £100,000 it is not uncommon to 
give up 20% or more, explains Carlos Sil-
va, Seedrs’ chief operating officer. “With 
a VC you usually give up much less for a 
large chunk of money but you’re also in a 
different stage in your company,” he says.

Risk for UK investors is minimized be-
cause it coincides with the launch of the 
UK’s Seed Enterprise Investment Scheme 
(SEIS), which gives investors in eligible 
seed-stage companies up to 100.5% of their 
investment back in income and tax reliefs. 
Most of the start-ups listed on Seedrs are 
eligible for the scheme, so investors can 
easily take advantage of the reliefs.

The UK is also home to Exeter-based 
Crowdcube, which claims to be the first 
equity crowdfunding platform in the 
world, having launched in February 2011. 
It funded its first business, Bubble and 
Balm, in July of the same year. Crowd-
cube CEO Darren Westlake says the plat-
form has so far invested in 45 start-ups. 
None have gone bust so far.

Westlake helped to found the UK 
Crowdfunding Association (UKFCA) to 
encourage platforms to adhere to a code 
of practice. “We know, having spoken to 
the FCA, that they’re likely to consult on 
crowdfunding legislation later this year 
and we need to be involved in that with 
one voice,” says Westlake. A spokesman for 
the FCA confirmed to Informilo that the 
financial watchdog is planning to consult 
on amendments to its handbook relating 
to investment-based crowdfunding activi-
ties and says it’s “keeping an open mind.”

In the U.S. equity crowdfunding is still 
viewed as “prelegal,” says Crowdfunder’s 
Barnett. For many years, only accredited 
investors have been allowed to make eq-
uity investments in private companies. To 
receive accreditation in the U.S. individu-
als must meet certain criteria such as hav-
ing a net worth in excess of $1 million. The 
JOBS Act signed into law in 2012 contains 
passages that remove that restriction, al-
lowing virtually anyone to invest in private 
companies. The crowdfunding portion of 
the JOBS Act has not taken effect. How-
ever, in March the U.S’s SEC issued no 
action letters to the fundraising platforms 
AngelList and FundersClub, meaning that 
it will take no action to block them from 
operating, potentially paving the way for 
equity crowdsourcing platforms to be-
come the Next Big Thing.

“The biggest challenge for entrepre-
neurs is to raise money and to do it as fast 
as possible,” says Shai Magzimof, CEO of 
Nextpeer, a two-year old Israeli company 
which makes tools that allow independent 
game developers to create multi-player 
mobile games. Nextpeer closed a $1.8 mil-
lion round on OurCrowd earlier this year 
from business angels and family offices. 
“On OurCrowd we finished the whole 
round in a week,” says Magzimof. “You 
can’t beat that.”

the team behind seedrs, a uk P2P platform that allows direct, online investment in the equity of seed-stage start-ups.

Chance Barnett, co-founder and Ceo of Crowdfunder, 
a business crowdfunding platform.

“the biggest challenge for 
entrepreneurs is to raise money 
and to do it as fast as possible,” 
says shai magzimof, Ceo 
of nextpeer, a two-year-old 
Israeli company which makes 
tools that allow independent 
game developers to create 
multi-player mobile games. 
nextpeer closed a $1.8 million 
round on ourCrowd earlier this 
year from business angels and 
family offices. “on ourCrowd 
we finished the whole round in 
a week,” says magzimof. “you 
can’t beat that.”
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starting marketplaces of their own. Many 
people have still not tried renting from 
strangers online. Big brands can leverage 
their name and consumer trust to get into 
the game. “Why allow this to happen — why 
not create your own Airbnb?” he says. “The 
most trusted thing right now is a brand logo 
and they have the missing key that solves 
that.” Owyang sees chains certifying pri-
vate homes or apartments as “hotel chain 
approved,” sending in their own cleaning 
crews and taking a cut of the action.

 collAborATive creATion 

The third thing that companies will 
have to do in the future is to provide a 
platform that will allow customers to 
work with them to fine-tune their prod-
ucts and services. In short, big business 
will have to embrace collaborative 
creation. “They have to allow custom-
ers to become part of the company — to 
co-create and to revenue share,” says 
Owyang. This will mean that the line 
between customers and employees will 
continue to blur. What is the benefit? “A 
company’s capital expenditures go down 
because the crowd is helping improve 
the product,” he says. The company can 
then extend its brand to the products it 
approves and take a commission.

Owyang says he sees a company like 
clothing maker Patagonia moving in that 
direction. To enforce its brand identifi-

cation with sustainability and recycling 
Patagonia has partnered with eBay to 
reach a used market community — even 
if it doesn’t directly provide immediate 
new sales back to Patagonia.

 In the next phase it is likely to encour-
age customers to create Patagonia-de-
signed products and have Patagonia cer-
tify their sustainability at the local level. 
The third stage will be for local artisans 
to design and create their own products 
and become Patagonia certified.

“What is left if you outsource every-
thing is a diffused brand, a logo, a web-
site,” says Owyang. “The big company’s 
costs decrease dramatically and it takes 
a 25% cut for the use of its brand — it is 
very efficient.”

If that sounds radical, it is. The danger, 
argues Le Meur in his slideshare, is that 
the growth of the sharing economy will 
be slowed down by large companies and 
governments with unaligned interests. 
“Legalize sharing,” he pleads.

That will require some doing. At the 
moment, it is not clear what people own 
and what they are allowed to share, points 
out serial entrepreneur Martin Varsavsky, 
the founder of Fon, the global Wifi sharing 
service (see the story on page 3). Whether 
start-ups and individuals can get away 
with sharing things they may not own out-
right will depend in part on whether they 
create more value than they destroy and 
whether the services’ allies are powerful 
and willing to back them, Varsavsky said 
in an interview with Informilo.

Challenges to new services in cities 
like New York, Berlin and Amsterdam 
are likely to continue as start-ups push 
the envelope and traditional businesses 
resist. Owyang concedes it may take ten 
years for businesses in all verticals to ac-
cept the notion of a collaborative economy 
and adapt accordingly. Those that don’t 
do so at their own peril. The parallels that 
first spring to mind include the resist-
ance by bricks and mortar stores when 
e-commerce was first introduced and 
attempts by the music industry to block 
P2P file sharing.

But another, far older, historical ex-
ample is also apt. Denmark’s Frederick 
VII, who reigned from 1848 to 1863, was 
the last king of Denmark to rule as an 
absolute monarch. All over Europe roy-
alty were literally losing their heads. So 
during his reign Frederick established a 
Danish parliament and made the country 
a constitutional monarchy. “What he did 
when he saw the revolution coming was 
to let go,” says Owyang. “And guess what? 
It was a good strategy because today the 
family still lives in the palace. Like Fred-
erick VII companies today have to let 
go if they want to stay in the palace and 
continue their lineage.”

 THe gig economy 

The impact on jobs is unknown. Peo-
ple are increasingly using P2P platforms 
to find work on the Internet. The U.S.’s 
TaskRabbit started out as a way for people 
in communities to find someone local to 
do odd jobs like weeding. But over time 
businesses looking for temporary help 
have started flocking to the site. Some 
30% of the ads on the site are now of this 
nature. Hiring managers are frustrated 
by the enormous amounts of time it takes 
to sift through online classifieds and job 
boards and complete the endless paper-
work associated with employment, the 
company said.

So, on May 23rd TaskRabbit an-
nounced a new offer that it says will 
give business customers “access to our 
10,000+ background-checked and fully 
vetted TaskRabbits for temporary jobs 
that take multiple days, weeks, or even 
months to complete,” according to a 
posting on TaskRabbit’s site. (Founder 
Leah Busque is a scheduled speaker at 
Le Web London 2013.) By moving from 
errands to real work, TaskRabbit is gun-
ning for the business of temp agencies 
like Manpower and betting on a future 
where employment will be series of 
temporary agreements between busi-
nesses and people rather than jobs in 
the traditional sense.

While jobs advertised on TaskRabbit 
are usually hyperlocal and physical jobs 
on Fiverr, another “gig economy” P2P 
platform, are “super global and mostly 
digital,” says CEO and co-founder Micha 
Kaufman. The premise of Fiverr, which 
was launched in Israel and has since set 
up headquarters in the U.S., is: “everyone 
has some skill of value for somebody else.” 
All that is needed is a platform to link 
demand with supply.

Initial jobs — like copyediting a short 
paper — are done for $5 but after the site’s 
users have completed ten jobs with good 
ratings they are permitted to go to other 
“levels” and charge more. Some workers 
have taken on single assignments that 
have earned them $1,000 or more and a 
few have made enough money through 
jobs they obtained on the site to buy 
houses or cars, says Kauffman.

Some of the skills on offer seem down-
right silly. On a recent day the top entry, 
posted by a Mr. Marcus, advertised: “I 
will juggle a live chainsaw and knives, 
chainsaw cost EXTRA, while yelling ur 
(sic) script for $5.”

But don’t be fooled into thinking this 
is a frivolous business. Fiverr has raised 
$20 million from angels, Bessemer Ven-
ture Partners, and Accel Partners and 

the site now reaches over 200 countries 
with 1.5 million services in 120 different 
categories. The goal is to “build the next 
eBay for services,” says Kauffman.

“Fiverr was built on the premise that 
the future of work is driven by creative 
and passionate people following their 
own unique skills and talents,” says 
Michiel Kotting, a Principal at Accel 
Partners. “They have created a friction-
less product for creative people to provide 
their services to buyers around the world. 
By making the world flat, Fiverr lowers 
barriers and allows global sharing and 
collaborating, wherever you are.”

An estimated 40% of America’s work-
force will be made up of freelancers by 
2020 so, in theory, this is an ideal way 
for them to find work. No one knows, 
however, if the number of jobs created 
by sharing economy start-ups will make 
up for the number of jobs destroyed by 
disintermediating traditional businesses. 
Will, for example, the army of people that 
London-based onefinestay employs to 
clean individuals’ apartments and supply 
them with fluffy white towels surpass the 
number of maids that are laid off by hotel 

chains suffering a decline in business? 
Will people earn enough via the sharing 
economy to pay for their own medical 
insurance and squirrel away money for 
retirement? And could the socialization 
of stock trading, which has the potential 
to help more people make more money 
from the markets, help spread wealth that 
today is in the hands of a very few? (See 
the story on page 15.)

 WHy sHop WHen you cAn sHAre? 

The answers to those questions remain 
unclear but proponents of the collabora-
tive economy say there is a societal shift 
and there is no going back. The combina-
tion of a recession, environmental con-
cerns and the ability of technology and 
social networks to enable both frictionless 

trading and trust between strangers is 
leading consumers to embrace communi-
ties and reject hyper-consumption. In a 
survey cited by Le Meur in a pre-confer-
ence slideshare, 52% of Americans said 
that during the last two years they have 
rented or borrowed the kind of items they 
used to buy and 83% said they were inter-
ested in doing so in the future if it could 
be done easily. “Why shop when you can 
share?” asks yerdle, a U.S-based platform 
for giving away things to people you know 
or getting things you need from them.

Traditional players risk being sidelined 
unless they are willing to share their mar-
ket with “new economy” players attuned 
to the new values, says Owyang.

But it is not just about sharing the mar-
ket with new players — it is learning to 
adapt to consumers who have embraced 
the sharing economy. As more and more 
consumers endorse the concept of renting 
rather than owning, traditional businesses 
will have to get used to offering services 
rather than selling products, Owyang says. 
For example, studies show that owning 
a car costs — on average — about $8,000 
a year. Yet, cars sit idle most of the time, 

according to Botsman. Once people have 
an alternative — like Zipcar — that allows 
them to use a car as needed, ownership 
becomes less desirable. In a TED talk Bots-
man cites a trial involving 250 car enthu-
siasts undertaken by Zipcar. Participants 
had to hand in their car keys and only take 
public transportation or use Zipcar as an 
alternative when absolutely necessary. At 
the end of the trial period 100 of the 250 
said they no longer wanted to own a car.

As fewer people opt to buy cars or use 
traditional rental services established 
players have had to adapt. Daimler 
Chrysler, for example, now offers cus-
tomers the choice of paying for access 
on an as-needed basis rather than buying. 
And car rental firm Avis purchased Zipcar 
earlier this year to ensure it didn’t  miss 
out on this form of car rental.

It is only a matter of time before hotel 
chains will also have to adapt their offerings 
to include private dwellings. Rather than 
try to block new flat-sharing services like 
Airbnb Owyang says chains like Hilton, 
Sofitel or Holiday Inn would be better off 
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(From left to right)  First came the Internet.  Few could publish, and those who did had power over those that read. next came the social media revolution.  everyone could publish, transferring power to all who used the tools.  
the current phase, the collaborative economy, allows people to trade goods and services with each other, bypassing traditional institutions like companies and governments and avoiding taxes.

traditional car companies, like daimler Chrysler, 
are having to adapt their business models to 
accommodate the move away from ownership. 
daimler, which launched its Car2go service in 
germany in 2008, has more than 350,000 customers 
using its smart vehicles on an as-needed basis in 
about 20 cities.  

di
ag

ra
m

: A
lti

m
et

er
 g

ro
up

Fiverr Ceo micha kaufmann is playing a leading role in the so-called gig economy.

Apartments like this one, which is available on P2P rental platform onefinestay, 
are proving to be popular alternatives to hotels.




