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elcome to the Financial Technologist. In this packed 
issue we bring you the inaugural FT Founders’ 50 
listing, market commentary from throughout the FT 
sector, numerous features from some of the leading 
names in Financial Technology, the latest  
@womenoffintech feature, we introduce HS RAE, 
look at how to retain staff and bring you our annual 
salary survey!

At the last meeting of the Fintech Influencers, 
an invitation only group we host alongside the 
Realization Group to help drive growth and 
innovation in UK Fintech, it was suggested to me 
that there could be a great opportunity to showcase 
some of the founders who have grown exceptional 
businesses in the space. To learn their lessons 
and share the experience of what it takes to be the 
founder of a successful fintech. We agreed and the 
FT Founders’ 50 was launched. Hundreds of names 

Harrington Starr’s financial technology  
news, commentary, insight and features. 

The DNA of world  
class FT Founders

W
to appreciate how a product needs to be sold, how 
to lead and inspire a team, and how to commercially 
build a business to last rather than just accelerate. 

The 50 are united by a strong commercial acumen 
allowing them to create exceptional technology 
solutions but also to attract investment, lay out 
the benefits to customers and to create a long-
term business plan with a clear goal and benefit. 
Whilst this may seem common sense, it is 
spectacularly less common in practice. The Fintech 
graveyards are littered with great ideas created 
by great technologists with an astonishing lack of 
commerciality and forward planning.

The founders listed in this magazine have been 
hugely successful in ensuring the patience needed 
for long procurement processes has been factored 
in. They have thought about the ease and simplicity 
needed for a strong investment deck, they have 
chosen wise partners to invest in and got the right 
deal for them. They have thought about how their 
solution adds real value to the market place and 
created a value proposition that can be clearly 
articulated. These founders have done the simple 
things well, so often an un-glamourous skill of the 
best entrepreneurs in the world. They have thought 
about design and usability and made it easy for 
people to work with them.

As the owner of a recruitment business I am naturally 
biased on this point, but one of the most common 
themes that we see in the story of a successful 
founder is their ability to attract, engage and retain 
the right team around them. One of Marc Benioff’s 
first hires when he started Salesforce.com was an 

HR person to focus on recruitment. Many of the 
great tech founders have also gone on record stating 
the importance of hiring well at the start of their 
journey. The Fintech businesses that have raced to 
true success in recent years have been experts at 
building great teams quickly. This includes hiring the 
right people for the right stage of their growth. 

Central to this are often the sales and marketing 
teams. The ability to understand that you may not be 
the best person to sell your product is critical. Whilst 
we may find some strongly commercial founders, 
often there is a breakdown in how to sell the true 
value of their product. Many of these founders have 
been great early salespeople, but many have also 
realised the need to bring in the right people to 
help drive their tech to the wider market. Picking 
the right leaders, the right evangelist technologists, 
the creative thinkers and the best salespeople is a 
critical skill and one which many of these founders 
have been world class at succeeding in.

A huge work ethic, clear, strategic vision, and the 
ability to create and sell a vision for the brand 
combine to create a perfect storm for the best of 
these companies. We look forward to sharing their 
stories on Fintech Focus TV in the weeks ahead  
and hope you enjoy many of their stories in the 
following pages. 

Salary Survey
Later in this magazine we also include our 2019 
salary survey. Despite continued economic storm 
clouds gathering we continue to see an advancing 
trend of salaries increasing throughout the sector 
and across all technologies and vertical markets. 

T O B Y  B A B B ,  C E O ,  
T H E  H A R R I N G T O N  S T A R R  G R O U P

were nominated through social media and the 
Harrington Starr website and our co-judges from EY, 
Baringa, TRG and Simmons & Simmons homed in 
on the 50 listed later in this magazine. We will hear 
from many of them in the pages that follow and we’ll 
share their stories on our Fintech Focus TV show on 
YouTube. Tune in throughout the summer to hear 
their stories.

So, what are some of the common features of a 
great leader in Financial Technology? Having met 
and worked with many over 20 years in the space 
and seen the work and applications of the nominees, 
some clear patterns emerge. No matter what the 
industry, there are clear necessities for a successful 
founder. Passion, entrepreneurial flair, belief, 
innovation and work ethic are common platitudes 
laid at the most successful founders in history. But in 
Financial Technology there are certain themes that 
become essential. 

Alongside the classic traits of successful 
entrepreneurs and founders, the 50 listed 
understand what it takes to succeed in a world 
where so many start-ups have failed. Tech founders 
have regularly fallen by failing to appreciate the 
importance of selling their product and solving 
issues that really exist for their customers. For many 
years, we have seen entrepreneurs fail owing to the 
fact that they are exceptional technologists who fail 
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From vendors to start ups and banks to funds, there 
has been a growth in salaries being paid as demand 
for talent continues to outstrip talented supply. This 
looks set to show no signs of abating as continued 
stress on immigration, poor academic strategy to 
equip the workforce for today’s changing landscape 
and a rapidly developing tech world combine to 
make a perfect storm to drive salaries up in the 
market. Bidding wars are becoming more and more 
common with large counter offers the norm. Both 
of these are driving up expectations and salaries 
throughout the sector. 

Diversity
Another trend that continues to be of significant 
importance to the Fintech space remains that of 
diversity. Harrington Starr’s @WomenofFintech 
social media campaigns have helped to shine 
the light on the issues but it remains an area of 
significant improvement for the industry as a whole. 
HS RAE, spearheaded by our MD Nadia Edwards-
Dashti, seeks to help companies attract, engage and 
retain a diverse workplace and her work, along with 
that of Gemma Young is set to create real benefit for 
companies across 2019. Watch this space for more 
announcements. 

Harrington Starr news
At Harrington Starr, growth continues apace both 
in the UK and the US. With teams now set to be 
launched focussing on Europe and the opening 
in August of our San Francisco office, this is a 
tremendously exciting time for the business. 

Awards have come thick and fast over recent years 
and this May we were shortlisted three times at 

"The team continues to expand with 100% 
headcount growth from 2 years ago. This has 
only been possible owing to the exceptional 
candidates and clients who have supported 
us on the journey so far and our dedicated 
and highly talented team."

the prestigious Recruiter Awards. We were proud 
to be shortlisted for the best banking and financial 
services firm, highly commended in the best 
marketing team and I was truly honoured to have 
picked up the Recruitment Entrepreneur of the Year 
Award. This is testament to the exceptional team 
we have developed and the outstanding growth of 
our new brand the North Starr and our international 
expansion in New York. On June 20th we’ll also look 
forward to seeing how we have fared at the Global 
Recruiter Awards ceremony at the Café de Paris. 
Nominated again for an historic 7 shortlists for the 
second year running, we are excited to find out how 
we have done.

The team continues to expand with 100% headcount 
growth from 2 years ago. This has only been possible 
owing to the exceptional candidates and clients 
who have supported us on the journey so far and 
our dedicated and highly talented team. With a clear 
strategy to see the business continue to grow both 
domestically and across the globe, we are always 
interested in talented individuals keen to accelerate 
their careers.

We hope that you enjoy the pages that follow and 
thanks for reading. A huge congratulations to all of 
those shortlisted in the FT Founders’ 50 and please 
do get in touch should you wish to feature your brand 
in the next magazine.

Toby

At Adaptive we combine business insight, impactful 
design and technical excellence, delivering 
next-generation trading platforms to the world's 
leading �nancial institutions.

We do this by providing design, build and 
operate services as well as an 
accelerated time to market through 
Hydra, our high performance, 
fault-tolerant, real-time trading 
platform.

WeAreAdaptive.com
Contact us at:
sales@weareadaptive.com

The Real-time trading experts
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 50We asked the industry for 
their most influential leaders 
and you delivered! We were 
inundated with nominations 
and our esteemed panel of 
judges whittled down the list 
to 50 of the most inspirational 
stories we heard. You can 
read them yourselves later 
in this edition but for now, 
please enjoy our listing of the 
50 most influential founders 
and leaders from the financial 
technology space.
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MATT BARRETT
ADAPTIVE FINANCIAL CONSULTING

SONAL RATTAN
EXATE TECHNOLOGY

GERALDINE GIBSON
AQMETRICS

ADRIAN PATTEN  
AND ANDREW COYNE

COBALT

MARK BRADBURY
APPLY FINANCIAL

PANOS SAVVAS
AKONI

GRAHAM RODFORD
ARCHAX

AMRISH GANATRA
COMMCISE SOFTWARE LTD

MICHAEL KENT
AZIMO

PAUL BREWER
CURRENCY ONLINE GROUP

KEVIN MACDONALD
BLACK MOUNTAIN

SHEENA SHAH
ELEVATHER

DR HUGH CHRISTENSEN
BMLL TECHNOLOGIES

TOM HIGGINS
GOLD-I

DIANA PAREDES
SUADE LABS

CLARE FLYNN LEVY
ESSENTIA ANALYTICS

BENEDETTA ARESE LUCINI
OVAL MONEY

DAN SCHNURR
GEOSPATIAL INSIGHT

THOMAS EYRE
LOQBOX

BRIGITTE BAUMANN
GO BEYOND EARLY STAGE 

INVESTING
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JEFF HANCOCK
GETFIFO.IO

CAROLINE HUGHES
LIFETISE

SYLVIA CARRASCO
GOLDEX

ANIL STOCKER
MARKETINVOICE

TONY HARROP AND  
HIRANDER MISRA

GMEX GROUP

ERIK NYGARD
LIMEJUMP

MR. KAI PEETERS
HIP INTERACTIVE PROPERTY

STEPHANE TYÇ AND BOB MEADE
MCKAY BROTHERS

STEPHEN ONG
HUBX

JARROD S. YUSTER
PICO

AXEL COUSTERE
HUBX

JONATHAN WIGGIN
PIONR

CHRISTINA CAMACHO
IVY LENDER

PAUL CHRISTENSEN, DAVID 
BROWN, GIULIO ROSSI, ANDRE 

DE CAVAIGNAC & PHILIPP 
SCHOENBUCHER

PREVISE

CHRISTOPH RIECHE
IWOCA

NIK STORONSKY
REVOLUT

LINDA WANG
LENDING BLOCK

KRIK GUNNING
SAFENED

DARIO CRISPINI
KAIZEN REPORTING LTD

STEVE ROUND
SAASCADA
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for collaboration

Join us at finastra.com/platform

It’s time for innovators in financial technology to  

co-create like never before. At Finastra we’re helping 

you do just that, by giving Fintechs around the world 

a cloud platform for collaboration. Now, developers 

can build financial apps on top of proven,  

core financial solutions.

 As we say, it’s collaboration with unlimited potential.

O P E N 

SHIRAN WEITZMAN  
AND OFIR SHABTAI

SHIELD FC

MATT SMITH
STEELEYE

RICHARD PRIME
SONOVATE

SOPHIA GRAMI
SYNSWAP

ALISON HUTCHINSON CBE
THE PENNIES FOUNDATION, KNOWN 
AS PENNIES THE DIGITAL CHARITY 

BOX

HELEN DISNEY
UNBLOCKED EVENTS

FLOYD WOODROW
VOLOPA

MICHELLE PEARCE-BURKE
WEALTHIFY

MICHAEL ROLPH
YOYO WALLET

DAN REID
XCEPTOR

 THE FT  
FOUNDERS’ 

 50
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operational experience which set 
Valkyrie apart.”

Looking ahead
Through the recent addition 
of both a media arm (with 
the ability to project all group 
communications externally to a 
global audience) and investments 
in software that powers many 
of the features for Volopa and 
other major financial solutions 
providers, Quantum has been 
able to build a streamlined group 
founded on a strong set of core 
values.

“Quantum is a values-led 
business of excellence, 
transparency, respect, teamwork 
and innovation,” says Floyd. “We 
constantly reinforce our core 
values through regular workshops 
with all the employees involved 
so that we are, as an organisation, 
constantly aligned and, as a team, 
embrace these key principals.”

“I am extremely proud of the 
businesses we have built together 
and of those employees and 
stakeholders who have assisted 
its development to this point. 
The Quantum journey has been 
exciting and at times difficult, 
but very rewarding. When we 
have had to make challenging 
decisions along the way, we have 
referred to our core values to 
guide us, while also finding new 
and innovative solutions driven by 
our truly dynamic, and I believe 
world-class, team. I am excited by 
the future and what it holds for the 
Group.”

Giving back
When it comes to leadership, 
Floyd draws on his experience 
in the military and business to 
empower his teams and guide 
them to reach their fullest 
potential. Taking these skills 
outside of the office, Floyd heads 

a charitable foundation called 
Compass for Life, which is a 
development of the work he has 
been doing with top executives 
across various industries. The 
foundation, which was officially 
launched at the House of 
Commons in June 2019, delivers 
educational programmes in 
schools and colleges across the 
UK. These programmes assist 
disadvantaged children, helping 
them to focus on their educational 
and aspirational needs, and 
empowering these children to 
learn key skills needed for their 
life journey.

“I believe all good businesses 
should put back into society and 
leave an enduring legacy,” says 
Floyd. “The Compass for Life 
Foundation was formed to assist 
disadvantaged children focus 
on the skillsets they will need to 
achieve their own successes in 
life. It is designed to encourage 
them to think beyond the 
immediate social, economic or 
educational challenges facing 
them. I found that encouraging 
elite performance and bringing 
the best out of everyone is the 
same across all walks of life, but 
the difference it has made in 
schools and colleges across the 
country has been dramatic.”

“I believe it is the responsibility 
of all leaders in business to give 
something back to the next 
generation so that we can leave 
our communities and indeed the 
World in a better much place,” 
says Floyd. “If we do not do it, 
nobody else will.”

A few years ago, I was faced 
with a dilemma: continue with 
a reasonably tranquil career or 
jump into the stormy waters of 
setting up a FinTech start up.  I 
chose the second and became 
the co-founder and CEO of 
Goldex.  Fast-forward and Goldex 
is now the first marketplace that 
powers ethical price discovery for 
both retail and institutional gold 
investors by aggregating the best 
prices from multiple gold dealers. 
We have developed the smartest 
trading technology in gold to 
make sure our customers always 
get the best deals, whether they 
buy or sell.  My main ambition is 
to democratise the world of gold 
investments and give everybody 
the chance to protect their wealth, 
irrespective of how much or little 
they can afford. This is the final 
frontier when it comes to FinTech 
disruption. 

My primary focus these days is 
to develop the overall business 
strategy and roadmap, raise the 
Goldex profile, fund the business 
with investors that share our vision 
and grow the team with top class 
professionals. We are looking to 
expand into other countries and 
whilst we are bringing innovative 

geolocation technology can be 
accessed through any internet-
enabled device. It’s driven by new 
technology, in the form of an FCA-
regulated product that delivers a 
market-leading and proprietary 
platform-based software solution 
that enables any card to be 
tracked and all purchases linked 
to a specific merchant point of 
sale machine.

Military-grade security
Volopa benefits from the 
expertise and cutting-edge 
security solutions driven by 
Valkyrie, the security arm of the 
Quantum Group. Valkyrie is a 
well-established leader in its 
field and has, for over 10 years, 
provided high-level security 
consultancy, cyber security and 
physical security solutions as well 
as Countermeasure and physical 
and electronic penetration 
testing. Relying on Valkyrie’s 
experience, Volopa has been able 
to design unique security features 
which will make Volopa one of the 
safest and most secure cards in 
the world. 

“Valkyrie punches well above its 
weight with an international reach 
and access to the best trained 
professionals from all key services 
within the military and intelligence 
community,” says Floyd. “As 
well as servicing the needs of 
our own clients, many other top 
security organisations white label 
our products and services due 
to the quality of the service we 
deliver in specialist areas such as 
electronic countermeasures. We 
maintain the highest standards 
in everything we do and combine 
new and highly technical IT based 
security capabilities with practical 

Quantum Financial Holdings 
Limited is a leading UK fintech 
investment incubator, led by 
Floyd Woodrow MBE DCM 
LLB. Floyd had a distinguished 
military career serving for 24 
years with 22 Special Air Service, 
during which time he headed 
The Counter Terrorism Wing. He 
moved into business in 2008 
and has since built an impressive 
portfolio of businesses alongside 
his business partner Peter 
Malmstrom.

“Quantum is focused on 
identifying practical yet innovative 
fintech solutions and matching 
them to real world requirements,” 
says Floyd. “We harness the 
collective skill sets of our 
exceptional team to deliver world-
class solutions, based on ethical 
principles and solid core values.”

Disrupting the pre-paid card 
space
Under Floyd’s leadership, 

Quantum has built a streamlined 
group with a balanced portfolio 
of capabilities. The jewel in the 
Quantum crown is Volopa – 
named one of the top twenty 
fintech companies to watch in 
2018 and 2019 by The Financial 
Technologist. Volopa is the FCA-
regulated arm of the business  
and holds multiple FCA 
permissions in settlements, FX, 
futures, options and derivatives.

Volopa’s primary focus is the 
delivery of a multi-currency 
prepaid Mastercard product 
that can hold 14 currencies 
simultaneously – where users 
can switch between currencies 
through Volopa’s proprietary apps 
(on Apple and Android devices) 
at a fraction of the cost of banks 
and other card providers. The 
card is accepted in over 35 
million locations around the world 
and clears in 122 currencies 
worldwide. It’s also packed with 
innovative features, all of which 
are easy to use and proven in the 
field. 

Primarily developed as a travel 
product, the Volopa card can be 
white labelled in its clients’ own 
branding and used as a travel 
and client entertainment card 
for executives and a flexible and 
cost-effective card for the high 
net worth international user.

Introducing lifestyle benefits
Volopa has its own lifestyle 
division, Volopa Lifestyle, which 
delivers significant savings 
on restaurants, hotels and 
health spas, together with 
other discounted opportunities, 
to all Volopa card users. The 
programme’s offers and 

ROAD TO 
SUCCESS

HOW I BUILT 
GOLDEX

"THE CARD IS ACCEPTED IN OVER 35 MILLION LOCATIONS AROUND 
THE WORLD AND CLEARS IN 122 CURRENCIES WORLDWIDE"

Floyd Woodrow MBE 
DCM LLB, Chairman, 
Quantum Financial 
Holdings Limited, 
on growing one of 
the UK’s leading 
fintech investment 
incubators

Sylvia Carrasco 
Founder & CEO, 
Goldex
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After getting my master's degree 
in computer science at Auckland 
University, and moving to London 
in 2005, it was some years before 
I felt professionally satisfied by 
the work that I was doing.
 
I spend a number of years in 
environments where I felt a sense 
of unease. Unease because 
it wasn't clear to me how, as a 
software engineer, my work was 
creating value for the companies 
I worked for. Unease because 
it felt like the work I was doing 
didn't really matter - that the 
engineering didn't need to be of 
the highest standard because the 
project didn't demand it. Unease 
because there didn't seem to be 
a culture of learning and constant 
improvement - that people had 
the view that if they didn't know it, 
it wasn't worth knowing.
 
I found other companies and 
projects where the importance 
of building reliable, efficient and 
user-friendly systems meant 
there was a focus on high quality 
engineering by high quality teams. 
This gave me a direction of travel 

fee for sending a payment to a 
developing country was 10%. 
Imagine working three jobs in 
a foreign country for minimum 
wage, only to hand 10% of your 
family’s share to a bank or high 
street money transfer shop.
 
There is no good reason for 
charges that are so high - it’s 
straightforward greed. But it’s not 
surprising, given remittances to 
low and middle-income countries 
totalled $528 billion in 2018. 
Banks saw a captive market to 
exploit at their leisure. As an 
entrepreneur, I saw an opportunity 
to build a business and improve 
people’s lives.
 
In 2012 I co-founded Azimo, a 
global money transfer service 
with the mission of democratising 
financial services, making them 
affordable and available to all. We 
provide customers with a service 
that is safe, fast and easy to use, 
all while charging less than 2%.
 
It hasn’t been an easy journey. 
Remittances are an extremely 
complex business. The 
technological and financial 
barriers to entering the market 
used to be cost prohibitive for 
a startup to contemplate. But 
smartphones and automated 
technology changed that. Where 
once a customer had to go to a 
bank, queue and fill in endless 
forms to send money to their 
loved ones, now they need only 
our app and a debit card.
 
Thanks to partnerships with local 
businesses in countries around 
the world, we now send money 
to more than 200 countries 
and territories worldwide, in 60 

different currencies. Many of our 
recipients do not have access to 
a bank account, so we’re proud 
to offer a cash pick-up service 
at more than 300,000 locations 
around the world. Providing 
banking for the bankless is a key 
part of our mission.
 
How did we make it this far? With 
a relentless focus on people 
and on our product. We only 
hire people who believe in our 
mission. We could easily have 
filled our product and engineering 
teams with ex-Googlers, and we 
do have some, but unicorns on 
your CV aren’t important to us. We 
want to know why you care, and 
we want to make your work fun. 
If it isn’t fun, what’s the point of 
getting out of bed each morning?
 
Our customers are from very 
diverse backgrounds: Nigerians, 
Poles, Philippinos, Colombians, 
the list goes on. Each one has 
subtly different needs and 
expectations. We encourage 
all our teams to meet and 
interview our customers to 
see Azimo through their eyes. 
We’re not building a product 
for 20-something millennials in 
San Francisco, and our design 
decisions need to reflect that.
 
After seven years, it gives me 
enormous pride to look back at 
what we’ve achieved together. 
Ultimately, everything stems from 
our mission. The greatest piece 
of advice I can give an aspiring 
founder is to choose their mission 
carefully. If it’s just about the 
money, you might as well play 
the lottery. Do something that 
matters. That’s what keeps me 
motivated in challenging times 
and brings me joy in our success.

In 30 years time, when we look 
back with our grandchildren at 
the impact of FinTech, it isn’t 
neon metal debit cards that we 
will remember. It’s the billions of 
lives changed by access to basic 
financial services. Credit, savings, 
payments and insurance at fair 
prices, no matter where in the 
world you were born.
 
That’s at the heart of my journey 
as an entrepreneur. I saw a world 
in which financial services CEOs 
were earning telephone number 
salaries, yet their customers were 
often unhappy and unheard. 
Worse, the products they launched 
were inaccessible or prohibitively 
expensive to the customers who 
needed them most.
 
Remittances have been a cash 
cow for banks and offline money 
transfer providers for years. As 
recently as 2011, the average 

features to the retail market, we 
are developing a very advanced 
trading API that will, for the 
first time, offer Best Execution 
(a required policy in regulated 
investments) to gold investors. 

I moved to the UK from Spain 26 
years ago as I was considering 
entering the Spanish Diplomatic 
Service.  Part of my university 
studies involved taking part in 
work study and that is when I 
started working as a clerk in 
an investment bank in the City.  
From there, I started my career 
trading convertible bonds until 
in 1999 Credit Suisse invited 
me to join an innovative group 
that successfully launched what 
is now known as “electronic 
trading”. Ten years ago, and due 
to a change in European trading 
regulation (MiFid I), I saw a gap in 
the market and decided to set up 
my own company, Alion Partners, 
which became the first FCA 
regulated company advising large 
institutions on their brokerage 
and electronic trading needs. It 
became a success whilst at the 
same time it never took me out of 
my comfort zone. Four years ago, I 
started looking at investing some 
of my personal money in gold 
and soon realised that the market 
was still very old fashioned and 
opaque.  I wondered if I could use 
all my professional experience to 
disrupt this market and make it 
better.  I wondered if it was worth 
embarking into it…and yes, I did. 

These days I am often asked for 
tips from people who want to set 
up their own start-ups and I always 
tell them how hard it is.  Not just 
hard, painfully hard. People forget 
that a start-up is a rollercoaster 

of emotions. Let’s forget about 
long working hours…the mental 
strength required is paramount.  
However, I also encourage them to 
“get on with it” and not waste time 
if they feel they have it in them.  
Nobody should look back in 20 
years’ time and think “what if I had 
done this…”

However, having an idea is not 
enough and doing it alone will be 
close to impossible. Finding a co-
founder will increase the chances 
of being successful.  Personally, 
I was very fortunate as I co-
founded Goldex with Fernando 
Ripolles whom I have known for 
nearly 20 years. I am always in 
awe of single founders…as far as 
I am concerned life in start-up is 
hard and lonely enough to even 
considering doing it alone!

There are many things that I learn 
as we go along (nobody is born a 
CEO) and there are many things 
that I would have done differently, 
however I don’t beat myself up 
any more about the mistakes I 
have done as I have learned to 
embrace them as part of not just 
the company’s journey but also 
my personal’s one.  Being humble 
to recognise a mistake and 
change direction is crucial.  Time 
is money and being able to run 
fast makes all the difference. 

What is the quality that has 
made my career successful? 
Determination. I have never 
allowed anybody to put me down 
and when they have tried, I have 
always got up again. 

"THERE ARE MANY THINGS THAT I LEARN AS WE GO ALONG AND  
THERE ARE MANY THINGS THAT I WOULD HAVE DONE DIFFERENTLY"

"WE PROVIDE 
CUSTOMERS WITH A 
SERVICE THAT IS SAFE, 
FAST AND EASY TO USE, 
ALL WHILE CHARGING 
LESS THAN 2%"

CHANGE 
PEOPLE’S 
LIVES, NOT 
THE COLOUR 
OF THE 
CREDIT CARD

THE STORY 
BEHIND THE 
COMPANY

Michael Kent
CEO, Azimo

Matt Barrett 
CEO and co-founder,
Adaptive
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or e-commerce purchase, took 
the form of a fully itemised digital 
receipt, the collection of retailer 
loyalty (in the form of stamps or 
points), redeeming personalised 
rewards, receiving surprise and 
delight moments, or instantly 
being entered into and finding out 
if you’d won a prize draw.
 
This was soon taken further to 
include reward sharing, the ability 
to order ahead, and Uber-style 
customer feedback functionality, 
both in-store and online.
 
Through Yoyo’s AI-led technology, 
purchase behaviour trends 
can then be dynamically 
segmented according to any 
or multiple behaviours of a 
retailer’s choice in order to create 
hyper-personalised marketing 
campaigns that measurably 
generate more footfall, increase 
customer retention and boost 
long-term sales.
 
Looking forward
With the mobile wallet market 
set to hit $250bn by 2024, 
the demand for this digital 
infrastructure - which bridges 
the gap between retailers and 
the consumers they want to 
build meaningful long-term 
relationships with, truly cultivating 
customer lifetime value - is only 
going to increase.
 
Fundamentally, when you 
look at the payment and tech 
giants out there - whether it’s 
Visa, Mastercard, Apple, First 
Data - they’re all looking to 
build partnerships with the right 
fintechs to enable scalability of 
this infrastructure - and Yoyo is at 
the centre of this.

Yoyo increases retail footfall, 
retention and long-term sales, 
whilst delighting customers with 
hyper-personalised experiences, 
whether they shop in-store or 
online. We deliver this through 
the world’s only combined 
payment, loyalty and marketing 
platform that can identify who 
your customers are and what 
they’re putting in their baskets.

The idea of Yoyo came about as 
mobile wallets were beginning to 
emerge back in 2012. Founders 
Michael Rolph, Alain Falys and 
Dave Nicholson believed that 
mobile wallets were going to play 
a crucial role in how merchants 
and retailers would engage with 
their customers. 
 
Where’s the problem?
By this time, cards and mobile 
were already providing a 
seamless payment experience. 
However, despite these 
payment innovations, customers 
continued to remain anonymous 
to bricks and mortar retailers 
and the personalised shopping 
experience, which was exploding 

online, remained elusive.
 
A genuine mobile wallet 
experience needed to go beyond 
just payment, adding value to 
both the consumer and the 
retailer, whether in the physical 
or online world - to achieve this 
required the right data and digital 
infrastructure.
 
Democratizing customer 
identity
Before Yoyo, the ability to match 
individual basket data from a 
point-of-sale to a customer’s 
identity had only been in the 
domain of online giants like 
Amazon or big high street brands 
like Tesco. Yoyo democratised 
this!
 
With this new found ability, any 
retailer, whether online or in-store, 
could not only deliver genuinely 
personalised experiences, but 
also harness this purchase insight 
to identify customer behaviour 
trends.
 
Personalised experiences, 
delivered through either an app 

fit for new product types that 
become electronically traded, 
but that won't stop people 
trying to make do. We believe 
that for a company for whom 
an electronic trading platform 
is a core competency of their 
business, using a vendor product 
limits their ability to differentiate 
and compete in the market. We 
think bespoke development, 
where our client retains the IP 
they use to compete, creates 
a truly differentiating business. 
Building these platforms is at 
the most advanced edge of 
financial technology delivery, and 
requires deep understanding of 
financial businesses and financial 
technology. 
 
To deliver this vision, Adaptive will 
continue to invest in our culture, 
our people and our approach to 
technology delivery. Partnering 
with clients who understand that 
to truly build a differentiating 
platform requires doing something 
that, by definition, has not been 
done before, and that this requires 
a great team of individuals 
working together, in a challenging 
collaborative environment. 
Adaptive collaborates globally to 
deliver for our clients, bringing 
expertise found in London, New 
York, Barcelona and Montreal 
whenever required. We think 
the opportunities for growth are 
global. In emerging regions, 
markets may skip what have been 
seen as necessary evolutionary 
steps in more mature regions.  
For this reason, we intend to 
continue our growth in North 
America, and continually assess 
when to enter Asia.

in my career that I wanted to 
pursue.
 
In my first engineering role in 
financial services, I was fortunate 
enough to work with the best 
team of software engineers I had 
ever met. We were working on a 
high-profile, challenging project 
with extremely high engineering 
requirements. Success or failure 
would have massive impact on 
the company we were working for. 
Considerable effort was put into 
the highest quality engineering. 
The team was focused on 
constant improvement - both in 
our own skills, as well as the quality 
of the engineering we were doing.

 

That project was at the time the 
best professional experience of 
my life, and of Adaptive's other 
founders. Olivier Deheurles, John 
Marks, Loic Roze and I founded 
Adaptive Financial Consulting 
because we wanted to create a 
workplace where projects were 
delivered in an environment that 
valued high quality engineering. 
We wanted to focus on projects 
that had the highest value to  
our clients. 
 
Adaptive was founded to deliver 
financial technology for our 

clients. Our focus is on electronic 
trading platforms across financial 
services, capital and commodity 
markets. Here, we have found 
that the platforms we build must 
be reliable. They are what drives 
profit for the companies that 
run them, and when they are 
unavailable then the companies 
that run them are not in business. 
They must be efficient, because 
electronic trading demands 
predictable, fast responses 
because the transactions that 
occur on them are very high value. 
And they must be user-friendly, 
because the market is crowded, 
and users demand platforms that 
are intuitive and highly functional.
 
Our view is that to deliver the 
platforms that our clients demand 
requires our teams to understand 
the business of our clients, as well 
as be experts in the technology 
of electronic trading. The best 
way to do this is to create an 
environment of psychological 
safety where constant learning 
is encouraged, and people ask 
questions, learn and increase 
their capability.
 
Through co-founding Adaptive, 
and building an engineering-
focused firm that delivers 
financial technology to some of 
the highest profile firms in the 
world, I have been able to draw 
together the different seams of 
professional satisfaction I was 
looking for: creating value through 
engineering, and a relentless 
focus on doing the best quality 
engineering that can be done.
 
We believe that a huge change 
is sweeping existing financial 
services, capital and commodity 
trading markets. More and more 
products will be traded purely 
electronically, and will do so in 
a real-time fashion. Existing 
vendor products are a poor 

"OUR VIEW IS THAT TO 
DELIVER THE PLATFORMS 
THAT OUR CLIENTS 
DEMAND REQUIRES OUR 
TEAMS TO UNDERSTAND 
THE BUSINESS OF OUR 
CLIENTS, AS WELL 
AS BE EXPERTS IN 
THE TECHNOLOGY OF 
ELECTRONIC TRADING"

YOYO: BRIDGING THE GAP BETWEEN 
PERSONALISED EXPERIENCE AND 
HYPER-TARGETED MARKETING TO 
INCREASE CUSTOMER LIFETIME VALUE
Michael Rolph, CEO and Co-Founder, Yoyo Wallet
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knowledge.
 
We’ve managed to have a 
successful company in the 
FinTech space because we 
created a product that focuses on 
flexibility and drives efficiencies. 
Our customers value that our 
product delivers on this and with 
ever changing regulation it was 
important to develop technology 
that can adapt to these changes 
with ease. Suade continues to 
keep ahead of the competition 
by being an agile product 
that complements the legacy 
environment and we’re always 
looking to new technologies that 
can move the business further.
 
I have found that the biggest 
assets to our company’s success 
have been:

Execution We have been laser 
sharp in our execution, not really 
pivoting from original idea

Revenue If people are not ready 
to pay for it, they do not really 
want it

Timing Everyone started to talk 
about Regtech when we started 
as Regtech, timing could not have 
been better

Team We really believed in 
culture and having a good team 
spirit. We always wanted our team 
to “Learn, Lead, Laugh” as part of 
this journey. We have a lot of fun 
whilst doing a good job, nobody 
takes themselves too seriously at 
Suade!

Technology We focused on  
being a tech company and 
offering in a space crowded by 
professional services.
 
As a CEO, I’m always asked “What 
Characteristics do you need to be 
a successful CEO /Cofounder” I 

come a very long way! Having said 
that, even then we did our best 
to offer a top-notch software and 
to act just like a large enterprise. 
The way a business presents 
itself is often as important as the 
products or services it provides.
I have been lucky to have had 
some great advice and mentoring 
over the years, often for specific 
issues or needs that have arisen. 
I am constantly looking for fresh 
advice from people who have 
already travelled this journey, you 
never stop learning and growing 
from these experiences. 

As a business, Shield has made 
some significant achievements, 
but we still have our focus firmly 
on the future. Our technology 
platform already encompasses 
a wide selection of financial 
regulations, but ultimately, 
we want to ensure it covers 
regulations globally, offering 
customers worldwide the ultimate 
RegTech solution for all their 
potential needs.

I am very excited about the future 
of Shield. Although not currently 
in a funding round, we are 
constantly meeting with potential 
investors for future partnership 
discussions or investment (when 
the time comes) to power further 
growth.  We have our sights set 
firmly on the EU market in 2019-
2010 and the US market next 
year (2020), with APAC to follow in 
due course. Running a business 
is a vocation rather than just a 
job, but it is incredibly rewarding, 
and I will always be grateful to the 
Shield team, our customers and 
supporters who have made this 
dream a reality. 

When the financial crisis hit, I 
was working at Merrill Lynch. It 
had a profound impact on my 
life and my belief system about 
the trading floor. I decided then I 
wanted to help prevent the next 
financial crash and I also wanted 
to push for more transparency 
within the banking sector. So, 
with my in-depth knowledge 
and experienced. I took the 
opportunity to start Suade.
 
In the initial years I changed roles 
a few times, it allowed me to 
learn about different areas from 
the banking sector. I think it is 
important to remember that most 
“bosses” are bosses because 
they know about different areas 
and do not specialise in just one 
field. So, if you want to learn do 
not be afraid to change roles 
every so often, but at the same 
time do not butterfly around too 
much and gain only superficial 

business needs and their 
technology suppliers. Even when 
you know your business has taken 
the right approach and you are 
supplying the best products; you 
still need to persuade the market 
of this. 

Persistence is a virtue at the 
heart of any successful business 
and one which I have come to 
appreciate even more since we 
launched Shield. Perception is an 
intrinsic part of human nature and 
it is always more of a challenge for 
smaller firms to gain recognition 
and build a solid reputation over 
bigger players - it takes great 
persistence to achieve this.  

All industries have their maverick 
players, the new company that 
tears up the rule book and finds 
a better way of doing things. 
Change is good and even the 
often-conservative financial 
industry would do well to take 
notice of innovative start-ups 
that have a huge incentive and 
ability to offer more than many 
established suppliers.

Naturally there are always ‘bumps 
in the road’ for any new business 
and I quickly learnt that any good 
business leader needs to identify 
issues and fix them very quickly! 
A start-up company is highly 
dependent on the people that 
run it, there is little room for error, 
and it doesn’t take a great deal 
of issues to cause considerable 
problems. 

Considering we started Shield 
with just a team of four people 
in a small rented room, we have 

My journey to entrepreneurship 
started, as it does for many, with 
a seemingly unsolvable customer 
challenge. It is quite a revelation 
when you find that there isn’t 
an obvious or readily available 
solution. In the grand tradition 
of entrepreneurs, I seized the 
opportunity to ‘fill the gap’ and 
take the journey that eventually 
led to myself and my colleagues 
setting up Shield.

This further widened my view 
of the RegTech sphere with the 
realisation that it needs to look 
towards future needs, closely 
study the regulations and the 
challenges these are posing, 
anticipating what the market 
will require and ensuring the 
right solution is in place just 
when it is needed. This seems 
like a common sense approach 
but when we established the 
business in 2017 it still seemed to 
be a surprisingly different strategy 
to the bigger, more established 
vendors who kept addressing the 
challenges with the same linear 
approach. We were the ’outsiders’ 
trying to do things differently 
- a tough challenge in a very 
traditional RegTech industry.

Launching your own venture 
brings a broad set of challenges, 
not least funding operations, 
but also building the right team 
of professionals who not only 
have the technical and business 
expertise, but also share the 
same aspirations/goals and 
outlook as you. There are many 
outside pressures on a fledgling 
business, so it’s essential that the 
team is closely unified and works 
to overcome any challenges that 
arise. This is an on-going drive to 
onboard the best individuals and 
build a winning team.

Another important lesson was 
realising that whilst having 
ambitious goals is a highly 
commendable (and I would say 
essential) ingredient to success, 
you also must appreciate that 
you probably have neither the 
staff nor the money/resources 
to do everything when you first 
start. Whilst it’s frustrating, it’s 
very important not to spread 
yourselves too thinly and 
potentially risk your core projects.
It was also a hard lesson 
understanding that customers 
can sometimes have a highly 
conservative view of their 

AN ENTREPRENEURIAL 
JOURNEY INTO REGTECH

HOW TO 
ACHIEVE 
SUCCESS AS 
A FOUNDER IN 
THE FINTECH 
SPACE

Shiran Weitzman  
Co-founder  
& CEO, Shield  
www.shieldfc.com

Diana Paredes, CEO 
& co-founder, Suade

"ALL INDUSTRIES HAVE THEIR MAVERICK PLAYERS, THE NEW 
COMPANY THAT TEARS UP THE RULE BOOK AND FINDS A BETTER 
WAY OF DOING THINGS."
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Taylor, and handful of world class 
professionals: Jeff Bandman, 
Abdul Basit, Teana-Baker Taylor, 
Benedicte Nolens, and Ian Taylor, 
we created a forum to “convene” 
the global voice of digital assets. It 
is the more than 200 Community 
professionals, Patron and 
Founding members who give their 
time and resources to GDF that 
are the real founders – they are 
the voice of global digital finance. 

for capital formation – Simon and I 
had been talking about this for the 
past few years, it was our turn to 
do something about it.

I learned much about convening 
global communities at InnFin. 
One of the most important areas 
is getting industry, regulators and 
policy makers together early in 
the development of new fintech 
technologies, business models 
and products. The process of 
“front-end loading” the discovery 
process of sharing knowledge and 
experience of how these “new 
products” are going to work and 
behave in the global ecosystem 
can help to reduce downstream 
risks to consumers and the 
financial system. 

The response from the community 
has been overwhelming. Whilst 
there was a growing number of 
strong regional industry bodies for 
the nascent digital asset industry, 
until GDF, there was no global 
body who could interface with 
the global regulatory and policy 
making bodies like the OECD, 
FSD, FATF, IMF and the G20, and 
work with national bodies to help 
share the global voice of industry.

We’ve leveraged our networks 
to convene professionals from 
around the world in crypto, 
digital assets, technology, law, 
compliance and regulation. We 
“crowdsource” standards through 
working groups comprised of 
professionals contributing their 
personal time for free, “pro 
bono”. The work is developed 
to the highest global standard 
and reviewed in a global summit 
plenary before being put to an 
open global public consultation for 
feedback. 

Today, GDF is an industry 
membership body that 
promotes the adoption of best 

practices for cryptoassets and 
digital finance technologies, 
through the development of 
conduct standards, in a shared 
engagement forum with market 
participants, policymakers and 
regulators. GDF has over 200 
Community members supported 
by 8 Patron members (Circle, 
Consensys, Diginex, DLA Piper, 
Hogan Lovells, Huobi and R3) 
helping to set the strategic 
board agenda, and 12 Founding 
members of our Advisory 
Council running the “code of 
conduct” development and global 
consultation process.

The GDF community has 
ratified five codes of conduct 
following the open global public 
consultation process in 2018 
and we endeavour to ratify five 
more codes by the end of 2019.  
Companies can attest their 
compliance to “the Codes” within 
the first-ever global registration 
programme for crypto and digital 
assets. 

GDF continues to conduct policy 
outreach with a countless number 
of regulators and global policy 
bodies to better engage industry 
with regulators to proactively 
support the development of policy 
and regulation.

All of this has been achieved 
in just over one year – this is 
the power of convening global 
professionals – the power of 
the people. We have tapped 
into life times of knowledge and 
experience and curated it into a 
product that says to regulators 
and policy makers – “industry can 
work to a high level of professional 
standards on its own but let’s work 
together with you in developing 
nascent areas of technology and 
financial services.”
I am often asked if I founded 
GDF. I like to say that with Simon 

investment, investment in 
talent and diversity, regulatory 
transformation with a community 
that was changing the financial 
services landscape with better 
and more inclusive financial 
services products for consumers. 

We created the blueprint for the 
best fintech ecosystem in the 
world. Today, everyone is trying to 
copy that blueprint. The UK now 
boasts seven of the world’s 29 
fintech unicorns.

I promised my wife I would only 
do InnFin, a not-for-profit job, for 
three years and then return to my 
private advisory and investment 
management boutique. But, on my 
first day back, my community pal 
Simon Taylor from 11:FS sent me 
an email.  The Initial Coin Offering 
(ICO) market was hot and the price 
of bitcoin was going to $20,000.  
Simon suggested we setup a not-
for-profit to develop best practices 
and codes of conduct to promote 
better professional standards 
for the crypto and digital assets 
industry.

In February 2018, we started 
the Global Digital Finance (GDF) 
journey. We set about convening 
the global community and doing 
the heavy lifting of developing a 
taxonomy for cryptoassets and 
a code of conduct for industry 
participants. Being part of a world 
class not-for-profit team is like a 
great exit or a runner’s high – it  
is addictive.

Simon is a great partner – we are 
both digital geeks with a common 
vision that the capital markets 
infrastructure, from exchange to 
settlement, will be transformed 
through the use of new digital 
technologies in the next decade. 
New digital assets will drive better 
consumer products and greater 
access to capital and new markets 

would say “Resilience” there are 
always things that will make an 
impact on the company and you 
need to be able to adapt to all the 
moving parts.

So, if you want to start a business 
in the Fintech sphere I would say 
“just do it and don’t look back” 
And the best secret I can share 
is “Never worry about anything, it 
will all be absolutely fine!”

My job as the CEO of Innovate 
Finance was a great privilege. I 
had spent half of my career in top 
tier management consultancy 
and the other half running small 
investment funds and technology 
companies. Most of my 

It was at a very early age that I 
learned some hugely valuable 
truths that have shaped my 
approach to my work and career. 
I started young, working in my 
family’s local businesses and 
learned the facts and basics 
– always put customers first, 
attract and look after your team 
and make more money than you 
spend! I also learned what would 
become my personal mantra 
and modus operandi ever since: 
whatever you do, give back to the 
community you are servicing. 

experience was at the intersection 
of financial services, technology, 
investment and people. I relished 
this new challenge and my first 
foray into running a not-for-profit.  

InnFin was right out of No.10’s 
playbook architected by Policy 
Advisor Daniel Korski, and with a 
groundswell of participation and 
support from fintechs. Greater 
competition through fintech was 
the antidote to the 2009 banking 
crisis. It was the halcyon era of  
UK fintech.

George Osbourne launched 
InnFin at Level39 in Canary Wharf. 
There were no fintech unicorns in 
the UK and fintech CEOs would 
get regular invites to No. 10 and 
were treated like rockstars. I was 
introduced to Jack Ma by David 
Cameron at one of these events, 
“Cool Britannia” was back but  
this time it was the geeks in 
financial services technology  
that were cool.

Chris Woolard and his team at the 
Financial Conduct Authority (FCA) 
led the way and set the trends for 
rockstar regulators around the 
world with the Innovation Hub 
and Sandbox. Anna Wallace from 
the FCA did a US road trip with 
the InnFin team running policy 
roundtables in New York. We 
brought a bit of the “FCA magic” 
to America and our US members 
were hoping it would “rub off” with 
the SEC and the CFTC. Months 
later, we were guests of the White 
House talking about how UK 
fintech was leading the world. 

The InnFin team planted the 
flag that helped to build the 
number one fintech hub on the 
planet through open community 
collaboration with startups, 
institutions, the regulator, capital 
providers and policy makers. 
We lobbied for greater capital 

BEHIND 
THE VOICE 
OF GLOBAL 
DIGITAL 
FINANCE

LOOKING 
AFTER THE 
PENNIES

Lawrence 
Wintermeyer  
Co-Chair, Global 
Digital Finance

Alison Hutchinson 
CBE, CEO, Pennies
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multiplied complexity and divided 
attention. And this fragmentation 
shows no signs of slowing. In fact, 
it’s accelerating.  

For a savvy customer, making 
the most of this new financial 
landscape means micro-
managing a disconnected 
portfolio of banks, cards, providers, 
accounts and apps. And in a world 
where their lives and businesses 
are run on a smartphone, this 
makes no sense at all.  They’re 
used to products and services 
that are mobile, seamless and 
frictionless. From contacts, 
communications and workflow, 
to entertainment, travel and 
retail therapy. All of them are 
easily discoverable, immediately 
accessible, deeply integrated and 
stored in one place. We believe 
our finances should work in exactly 
the same way. And right now, they 
don’t. Right now, they’re a mess. 
That’s why we’re building Curve.

We like to think of it as mission 
control for your money. Your 
personal CFO.  Banking in the 
cloud.  An OS for Money.  We 
help you control your financial 
life so you can go out and live 
your ultimate life. Finding new 
inspirations, exploring new paths, 
indulging your passions. Spending 
more time experiencing the 
extraordinary life you want to live.

To create a completely different 
experience in banking, we had to 
re-think banking as a whole, and 
reimagine how it may look like 
10-15 years from now. We learnt 
that from a customer perspective, 
the ‘bank’ is a myth.  An advisor 
who keeps your money safe, 
and helps you understand how 
best to utilise your money for 
your needs.  It’s a myth, because 
aside from keeping your money 
safe (the reason why banks exist 
in the first place), banks are not 

so we are continually developing 
to keep pace with these changes.  
Our focus remains on ensuring 
consumers can donate across 
any retailer channel using any 
payment they choose. We’re also 
looking to bring Pennies to self-
service checkouts and kiosks; it’s 
exciting times!
 
The charity sector is going 
through tremendous change, 
and as a charity ourselves we just 
want to make a bigger difference 
for all the great work they do. 
It is the retailer that nominates 
which charity benefits, so we 
work closely to help bring their 
retail and hospitality partners into 
the micro-donations movement. 
We’ve already supported over 400 
charities having raised £18 million 
pounds from over 70 million 
consumer donations; but we are 
only just starting. 
 
Technology really is accelerating 
and is transforming customer 
journeys, product and services 
at an increasing pace. Through 
my wider portfolio I am lucky to 
be working with fintech, paytech, 
insuretech and even retailtech 
organisations but nothing is more 
humbling than experiencing the 
power of “tech for good” and the 
difference digital pennies are 
making to so many lives.
 
I am a great believer that every 
minute of every day counts, and 
my team know that our secret 
is quite simple – we just need to 
“inspire and deliver”.  I have the 
best job in the UK right now, so I’m 
in it for the long haul. And to think I 
was told it would never work!

The world of finance has 
fragmented. There are more 
choices for consumers, 
freelancers and businesses 
than ever before. Big banks 
are modernising to crush the 
competition. Tech giants are 
entering the payment arena with 
a mission to own customers’ 
wallets. Emerging tech start-ups 
are launching products to replace 
or complement the incumbents.  
All of them are trying to make 
things easier, faster, cheaper 
or more digital. All of them are 
talking about empowering their 
customers, revolutionising 
money or changing the world. 
All of them are innovating, 
disrupting, augmenting or 
virtualizing something, somehow, 
somewhere.  It’s not all cheap 
talk though. Real and rapid 
progress has occurred. But in a 
massive sector with masses of 
customers, that has also created 
a mass of problems. Every new 
development, technology, product 
or service may have added 
benefits, but they have also 

for UK charities every year!  So 
even if the physical penny was to 
disappear, we don’t see any end to 
digital change adding up to make 
a powerful difference to the UK 
charity sector. 
 
So why is Pennies a success?  
It’s all about making it easy!  
Firstly, we made it easy and 
anonymous for the consumer 
to donate. So, whether you’re 
shopping in store, online or 
through an app, all you have to 
do is make a simple “one click” 
decision and it’s a choice every 
time. We really have put the  
power at the fingertips of UK 
consumers.
 
Secondly, working closely with 
the paytech industry, Pennies is 
increasingly becoming an industry 
standard which means it should 
be an easy technology change 
for retailers which they often slip-
stream into a bigger project or 
sometimes find Pennies is already 
in their systems waiting to be 
switched on!
 
Importantly while we are offering a 
“feel good factor” for consumers 
to give a little as part of their 
everyday lives we have also 
focused on making it “feel good” 
for all the partners and people 
supporting the ecosystems. 
Whilst Pennies is the catalyst at 
the centre, it is only possible with 
the collaboration of many paytech, 
retail and hospitality merchants 
working together to support the 
UK charity sector.  I am continually 
bowled over by the number of 
people and organisations joining 
in this “fintech for good’  
 
I’m looking forward there is so 
much more to do! The payments 
industry is bursting with new 
players and payment options and 
retailers are continually serving 
their customers in different ways, 

 Throughout my career I have 
worked with technology to drive 
better businesses outcomes 
so when faced with the idea 
of using technology to make a 
real difference in communities I 
couldn’t resist trying to give it a go!   
 
The conception of Pennies really 
was one of those round-the-
kitchen-table moments. Back in 
2008, during the financial crisis 
when personal spending was 
tighter, a few people had the idea 
of creating a way to give back 
more easily. Having the idea was 
one thing – making it happen 
was another!  I initially thought I 
would give it three months, but 
I caught the best bug ever and 
have been on a mission ever since 
as it chimed with everything I had 
learnt and believe in!! 
 
The whole concept works on the 
premise that a lot of small acts 
of goodwill add up, so I knew we 
had to think big. We spent a long 
time researching what consumers 
loved about dropping coins in a 
box as it was really important to us 
that we preserved that magic. We 
then began a consultative process 
to engage retailers with the 
idea and only then turned to the 
technology and what it would take 
to make it happen. One thing was 
for sure – we had to keep it simple 
for everyone, and so we had to set 

about attracting talented people 
and companies to help us solve 
the complexities. 
 
We were absolutely thrilled when 
Domino’s Pizza agreed to do 
a trial. They have always been 
leaders in technology innovation 
and so we couldn’t have hoped 
for a better partner …nothing like 
starting big and bold! The initial 
trial was meant to be just three 
months, but their consumers 
loved it so much that they never 
looked back, and they immediately 
gave us national reach. Zizzi 
restaurants and Travelodge came 
on board soon after, and we were 
off. The Entertainer was the first 
in-store retailer – they used to 
raise £2k in a year from cash 
donation boxes - but with Pennies, 
they achieved that in their first 
week (and in the six days trading 
ahead of Christmas Day 2018 they 
raised over £74,000!).
 
I write this in early May as the UK 
Chancellor is again considering 
the fate of physical pennies 
and tuppences as their value is 
being questioned. Of course, The 
Entertainers’ customer generosity 
is just one example that proves 
digital pennies are definitely 
valuable and will be here to stay! 
Indeed, if every UK consumer 
donation just a digital penny a day 
over £190Million could be raised 

"THE CONCEPTION OF PENNIES REALLY WAS ONE 
OF THOSE ROUND-THE-KITCHEN-TABLE MOMENTS. 
BACK IN 2008, DURING THE FINANCIAL CRISIS 
WHEN PERSONAL SPENDING WAS TIGHTER, A FEW 
PEOPLE HAD THE IDEA OF CREATING A WAY TO GIVE 
BACK MORE EASILY."

BUILDING 
AN OVER-
THE-TOP 
EXPERIENCE
Shachar Bialick
Founder & CEO,
Curve
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important core values at the 
heart of our business. The 
first is a sense of urgency and 
attention to detail which results 
in expeditious, accurate and 
deterministic delivery for our 
clients. This ability to deliver 
successfully and far faster than 
others in the market comes from 
remaining nimble and agile as an 
organisation, as well as delivering 
exactly what the client required. 
Some of the other firms that are 
in the marketplace are purely 
vendors, but we operate as a 
technology partner. 

The second is our dedication to 
client service and support. We 
invest a lot of time, effort and 
pride into each and every project 
and ensure that there is a really 
clear, easy to execute project 
management plan in place. 

The third is that my entire 
leadership team and myself 
are all incredibly engaged in 
the whole process, from the 
identification of an opportunity 
through to implementation and 
ongoing client support

Last but by no means least, 
we strive to embrace new 
technologies and move forward 
as the capital markets evolve 
and requirements change, 
from regulation through to 
understanding innovations.  We 
provide technology solutions 
to enable capital markets 
participants to be at the forefront 
of that evolution. Our ability to be 
agile as a business and to grow as 
our clients grow in an important 
part of our success.

With so much already 
achieved, what does the future 
hold for you and the continued 
growth of Pico?
There's a tremendous wind 
behind our sails from a market 

as a product engineer with Intel 
Corporation progressing to 
Global Head of Electronic Trading 
at Merrill Lynch and founding 
Pico in 2009. Because my main 
experience was in electronic 
trading, our first year was focused 
on replicating the broker-dealer 
model and serving a narrow client 
segment, providing low latency 
trading market access in equities 
for the US market. That's a tough 
business model, where your 
commissions are very much at 
the mercy of market volatility. 

I learned the need to be resilient 
and to develop the mentality that 
for every problem there really is 
a solution. Whenever there's a 
tremendous obstacle or a punch 
to the stomach, there is a silver 
lining in there, it is just a matter 
of finding it. That mindset took a 
few years to develop but it is now 
the belief that I, and my business, 
live by. 

Now every quarter and every year 
we reflect on key events, such 
as bringing onboard a client or 
market structure changes and ask 
ourselves what we can learn and 
what we can capitalise on. 

How did Pico then evolve from 
being a small broker dealer to 
the global business you have 
today? 
There have been several 
inflection points that have shaped 
our unique business model.  The 
first realisation was that as a 
broker-dealer, we had built out 
infrastructure, connectivity and 
data but we were giving it away 
for free.  Some of the clients we 
onboarded were too small for our 
clearing firm but liked the network 
we had built, so they used our 
infrastructure and data but 
cleared elsewhere. 

Little did we know then this would 

turn out to be the start of our 
infrastructure and connectivity 
business. That realisation 
came along in 2012, when the 
devastation caused by Hurricane 
Sandy meant we weren’t able to 
access buildings in downtown 
Manhattan. Instead, we were able 
to provide our clients solutions 
from Equinix, from their data 
centres that were still functioning 
and worked there for several 
days. As a result, we were up and 
running and enabling our clients 
to return to trading before most 
of the major banks. This proved 
to be a big turning point. In the 
next six months we had closed 
seven figure deals with three 
of major banks to provide data, 
connectivity and to build out 
private cloud services for them. 

Even so, we were still only serving 
the US at that time. Our next 
inflection point came a couple of 
years later when we started our 
European business and hired 
Roland Hamann, a tremendous 
entrepreneur. Being able to hire 
the right local talent was key for 
the business, and, as a client 
service-oriented firm, it is in our 
core DNA. 

The next couple of years were 
all about building scale, growing 
from working with small clients 
to large institutional banks, 
professionalising, proving 
our technology, redundancy, 
scalability, and growing the team. 
And we've had rapid growth 
over the last eighteen months, 
expanding our team from 105 
people to 228 and adding a 
significant Asian presence in that 
short space of time. 

That is quite the success 
story. What do you believe are 
the key factors behind Pico’s 
continued growth?
We have established four 

In the space of just ten years, Pico 
has dramatically evolved from 
its early days as a small broker 
dealer to a leading global trading 
infrastructure and connectivity 
provider. Jarrod Yuster, founder 
and CEO, explains the factors 
behind the rapid development of 
his firm.

It is now a decade since 
you launched the business. 
How did you start out and 
what did you learn from that 
experience?
The first couple of years were 
actually extremely challenging 
but exciting as well.  It takes 
time and hard work to figure 
out the right business model 
and to shape your offering in 
line with what clients actually 
need. Having graduated from 
Yale in engineering, I worked 

doing such a great job as your 
financial advisor, as their interest 
are not necessarily aligned 
with that of the customer.  That 
and the fact that our money is 
fragmented across numerous 
financial products and services, 
we came to the conclusion that 
the solution is not a better bank, 
but rather something completely 
different.  We needed to find a 
way to connect all your money in 
one place, seamlessly.  Kind of 
a ‘theory for everything’ in Retail 
and SME banking.  

There are several examples of 
products that have manged to 
solve such a challenge.  These 
companies disrupted entire 
industries by building an over-the-
top experience layer, connecting 
users with the content they 
wished for.  Amazon, Netflix, and 
Spotify are merely examples of 
the best of breeds.  They have 
accessed 3rd party content, 
and streamlined the experience 
by leveraging the data, and 
automating workflows. 

Like Spotify, Curve built an 
Over-The-Top Banking Platform, 
connecting all your money in 
the cloud, and allowing you to 
discover new financial products 
and services.  

Easier said than done.  Now that 
we have a good hypothesis for 
the product positioning, we had 
to partner with several service 
providers to build it.  Alas, 
although envisioned by payment 
service regulations in Europe, 
such a product did not exist, and 
we couldn’t get a license for it.  
We literally created a new market 
for ourselves, and we wouldn’t 
have reached the heights we have 
without several key traits that we 
identified early on in our team – 
grit, and psychological safety to 
challenge one another and the 

status quo. 

These key traits are a 
commonplace in almost every 
Israeli.  As a country with scarce 
resources, we learn throughout 
our lives to innovate and 
challenge. My experience in 
building companies in Israel and 
seeing how much a small and 
motivated team can achieve, 
is what informed my approach 
in the development of Curve.  I 
was determined to bring this 
daring mindset to the nascent 
UK start-up scene and Curve, as 
I found several cultural traits in 
the UK which are detractors to 
the success of every start-up.  For 
example, the British culture does 
not encourage failure; if you are 
British and you fail, you risk your 
family and friends seeing you as 
a failure.  Whereas in Israel, if you 
don’t fail we think you ‘played it 
safe’, and once you fail – if you 
spend too much time feeling 
depressed about it, you will get 
what we call a “Chapha” (a friendly 
slap at the back of your neck), and 
will tell you to carry on.  However, 
when it comes to talent, the UK, 
and especially London is home 
to some of the most talented 
people one can find.  From long-
time successful operators, to 
experts in finance, London (and 
the UK!) was and still is the best 
location to cultivate a financial 
services start-up.  Our team now 
comprises of 25 nationalities, and 
it is by pooling the best of each 
culture and work experience, 
Curve has managed to build an 
extraordinary multicultural team 
and work culture, while growing 
at a pace that makes many 
companies jealous.

SEEK OUT 
THE SILVER 
LININGS: 
THE STORY 
BEHIND 
PICO’S 
SUCCESS
Jarrod Yuster  
CEO & Founder, Pico
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Talking about myself is not 
something I really enjoy.  That 
said there are benefits to sharing 
experiences and I have certainly 
learnt from others.  

By way of background, after 
studying Philosophy of Science 
at University I trained as an 
auditor, then worked in regulatory 
consulting before joining the then 
FSA.  After some time in the UK 
Listing Authority I moved to lead 
the Transaction Monitoring Unit 
as it worked to implement MiFID I 
reporting in the UK.  This meant, 
building the team, the technology 
and industry relationships.  
Although I had the opportunity to 
work with a great team including 
David Nowell, Ana Fernandes 
and others, dealing with complex 
technology requirements within 
a regulator is not something I 
would recommend to anyone.  
So, after five years of working on 
the reporting and surveillance 
approach for the FSA I shifted 

Head of Operations at HSBC 
Alternative. This path enabled 
me to travel the world and be 
exposed to some of the best 
portfolio managers and brains in 
global financial markets, whilst 
picking up an understanding of 
best practices in infrastructure 
along the way.

Following a conversation with 
an ex-colleague in late 2017, I 
realised that my life had been 
following a predictable trajectory – 
school, university, job, mortgage, 
married, children and so on. 
Obviously, I am very happy with 
everything that I had, but it always 
felt like I had the energy to do 
something outside of that. In 
every job that I have ever done, I 
have acted as if I was a founder, 
rather than an employee. Working 
hard, putting in the hours and 
trying to create value-add in 
everything that I or my company 
produced. After a while, you do 
ask the question “I wonder what 
would happen if I put this energy 
into my own venture?”. With that 
in mind I felt it was time to take 
the plunge and jump into a new 
dynamic environment. I had an 
interest in Crypto, Bitcoin and the 
Blockchain world too and saw 

this as a possible next innovative 
frontier in Fintech. It felt as though 
this new emerging fintech area 
could benefit from the experience 
that I had built years in financial 
services.

So, with a couple of colleagues 
from the hedge fund we were 
working at, I Ieft mainstream 
employment and founded 
Archax a year ago – with a plan 
to leverage the institutional 
demand we could see building 
for secondary market trading in 
the emerging digital security and 
tokenization space. 

Leveraging the deep expertise 
and understanding of regulated 
financial markets I had built 
in my career so far, the dream 
started to become a reality. 
One year on, and we are now a 
team of 8, have raised $2.5m of 
seed investment for our venture 
and are on schedule to launch 
the first regulated, institutional, 
digital securities trading venue in 
London later this year. It’s been a 
crazy 12 months!  

The secret of my success? Always 
having a founder’s mindset. 
I’ve always been an ideas 
person, with a passion to create 
something from scratch of real 
value leveraging off of real-world 
experience. I’ve also always 
believed in putting the same 
level of energy and creativity into 
all my work in fact pretty much 
everything that I do, as if I were 
a founder - and now I’m doing it 
for real.

perspective, globally. We have 
engineering excellence and 
great technology, but we know 
that support must be stellar 
and is critical to our success. I 
believe we will become a multi-
billion-dollar global financial 
services cloud and infrastructure 
technology and to achieve this 
we must continue to find, and 
retain the right people and 
talent. We know this starts with 
our leadership and expands 
to our entire organization so 
that we have a common vision 
and ability to think about global 
business, while promoting deep 
collaboration and providing 
outstanding levels of client 
support. These are the factors 
that will be key to taking our 
company to the next level.

What is best advice you 
received and what is the 
business ethos you have 
passed on to your team? 
Early in my career, my mentor 
said: "If you want to build a great 
business, go out and speak to 
clients. Listen to what they want, 
listen to what they need." And I 
have carried that with me ever 
since. In those early years of Pico, 
spending time in front of clients 
and listening to their pain points 
prompted the best business 
ideas and moved us forward 
exponentially. 

And of course, relationships 
are critical. Our business is 
built on not just having the best 
technologists and engineers, but 
by having a team of entrepreneurs 
who understand how technology 
works within the context of the 
client’s business. 

It is important to know that things 
won't be perfect when you're 
dealing with technology. There 
will be challenges, unexpected 
issues, and things will go wrong. 

I believe how you solve problems 
and respond to challenges 
speaks volumes to clients about 
the strength of your business.   
You have to have tremendous 
resilience and persistence but 
know that for every challenge and 
obstacle, there's always a solution 
to be delivered.

Graham Rodford, CEO of Archax 
– a forthcoming regulated digital 
securities exchange based in 
London – looks back at his journey 
to become the CEO and founder 
of a start-up, which he attributes 
to a number of different factors, 
both professional and personal. 

I always had a love of numbers 
during my early years, and 
found I had a natural ability in 
mathematics. I think this really 
paved the way to more of a 
logical, problem solving mindset. 
As I developed, that interest 
evolved into one concentrating 

MY JOURNEY 
TO BECOME 
ARCHAX CEO
Graham   CEO, 
Archax

on finance and business process. 
Even outside of secondary school, 
I registered for Accounting 
courses to develop my finance 
knowledge and became more 
interested in the workings of a 
business. I decided to continue 
down that path by studying 
Accounting at University, and 
after graduating with honours, 
I pursued a career in Financial 
Services. 

The first role after leaving 
University that made an 
impression on me was at Leo 
Fund Managers Ltd, a London-
based hedge fund which primarily 
invested in European public 
equity markets. Operating 
within a 9-man team, I was 
given the opportunity under an 
excellent mentor to work across 
a wide range of disciplines such 
as compliance, operations, 
accounting and wealth 
management. This exposure 
to all departments created an 
understanding of the how they 
all interacted with each other 
to create a final value chain or 
product. I realised quickly that few 
people were fortunate enough 
to have knowledge outside of 
their specific area, which could 
sometimes limit their ability to 
think strategically about decisions 
and how they may impact the 
overall business. As a result, I 
grew towards a COO role – never 
specifically on the trading side, 
but always trying to create the 
best overall environment in which 
they could operate.

Fast forward 20 years, and I 
look back on a career spanning 
numerous different commercial 
roles, including Chief Operating 
Officer, Chief Compliance Officer 
and Partner of Omni Partners (a 
$1.4 Billion hedge fund based in 
London), Chief Operating Officer 
at Caliburn Capital Partners and 

"THE SECRET OF MY 
SUCCESS? ALWAYS 
HAVING A FOUNDER’S 
MINDSET. I’VE ALWAYS 
BEEN AN IDEAS PERSON, 
WITH A PASSION TO 
CREATE SOMETHING 
FROM SCRATCH OF REAL 
VALUE LEVERAGING 
OFF OF REAL-WORLD 
EXPERIENCE."

STICKING TO 
PRINCIPLES 
PROVIDES  
“GOOD 
CHANGE”
Dario Crispini, CEO, 
Kaizen Reporting
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This was a breakthrough for 
our young business: providing 
cashflow with IT development 
fees, but also the backing of the 
LSEG as institutional investor, 
about a year and a half after 
launching the company. For a 
nascent fintech platform, that was 
an important endorsement. 

Thanks to Axel’s previous 
experience in building tech 
platforms, we had a development 
team in Belgrade, which we were 
able to scale as we grew our 
business. Closely integrating 
the development team to our 
business and culture was an 
important step in ensuring we 
could deliver on our clients’ 
needs. 

Challenging the status quo 
Away from the ELITE project, 
one of the main challenges 
we faced was identifying the 
business model for our ‘network 
of networks’. Disintermediation 
through technology was all the 
rage, but we knew it could not 
apply to the professional segment 
of the private capital markets. 
Relationships and trust between 
issuers, advisors and investors 
are central to any successful 
private deal. 

A simple marketplace would not 
do. In fact, we aimed to create 
the opposite. Stephen and I 
went against from the trend in 
the market for crowdfunding 
platforms and to focus on 
empowering advisors with our 
technology. 

Our vision was ambitious: 
digitising the private capital 
markets, an industry which had 
seen limited disruption beyond 
CRM systems and data rooms. 
But in achieving this aim, we 
would also set a new standard in a 
fragmented market: streamlined 

Stephen and I founded HUBX 
after having both worked in 
investment banking in our 
early careers. He was a trader, I 
worked in capital markets. Apart 
from being friends, we both left 
banking in the mid- noughties 
to embark upon a new journey 
in technology. These shared 
experiences have helped 
define our vision for HUBX by 
confronting us head-on with the 
pain of running private deals. 

Our investment banking 
experience was very helpful in 
instilling high standards and 
delivering on expectations. It 
provided the cornerstone of our 
professional network, which would 
turn out to be essential when 
building HUBX. 

Spotting the opportunity: 
conceiving of hubx 
Our respective experiences also 
highlighted the fact that even 

world-class financial institutions 
were struggling to deploy 
technology and see its impact on 
the bottom line. 

Stephen and I had front seats 
to witnessing the extreme 
technological disruption occurring 
in the public markets. Throughout 
my career in Debt and Equity 
Linked Capital Markets, I saw 
several innovations, which helped 
achieve better connectivity in the 
market. This wasn’t happening in 
the private markets. 

We were drawn to the Private 
Capital Markets, which struck 
us as having extensive room 
for improvement. Fluctuating 
standards, from the effectiveness 
and security of collaborative 
tools (such as email), to the 
quality of KYC processes, were 
impacting trust between players 
and therefore hampering deals. 
Siloed networks operated with 
opaque information, whether the 
deal is private equity or debt, for a 
fund or in real estate. This is true 
regardless of the size and by and 
large, the same everywhere. 

For clarity, HUBX is a fintech 
business changing the way 
private market deals are done. 
We build private, white-label 
platforms for professional 
Advisors to streamline their 
private deals, leveraging data 
science. We call it ‘Capital Raising 
as a Service’. 

Timing helped... But 
technology sealed the deal 
We initially built customisable 
enterprise solutions for financial 
institutions, most of which were 
eager to seek out appropriate 
technological platforms. In 2016, 
ELITE – the private markets arm 
of the London Stock Exchange 
Group – elected to use HUBX to 
digitise its existing business. W 

our first large client.  That was 
tough, but the challenges just get 
harder as the company grows.  
We are now facing our biggest 
challenge which is to really scale 
the business.  As you grow in 
terms of people, new problems 
emerge, and it requires that the 
firm matures as it grows.  This 
maturity tends to happen in step 
changes.  Scaling from 10 to 
40 staff in an 18-month period 
has been a large step.  All whilst 
the ship continues sailing.  We 
continue to grow the business 
at 80% each year by looking to 
enhance the services provided to 
clients.   So far, we have achieved 
this growth without even having 
a demo.  That’s finally about to 
change!

Kaizen’s growth is fuelled by 
an idea, by energy, but most 
importantly by a crack team.  
Recruiting and retaining the right 
people is essential to the success 
of any fintech company.  That isn’t 
easy particularly in the data space 
where everyone seems to want to 
set up an AI project.

Life as an entrepreneur can be 
very lonely and isolating as you 
sit there facing all the risk.  I have 
been lucky in having a co-founder 
Ian Rennie with whom to share 
the ups and downs.  Kaizen 
means “good change”.  I named 
the firm Kaizen to reflect that we 
build solutions that are designed 
to be constantly improved 
upon over time.  This idea and 
the principle that we remain 
resolutely focused on being the 
leading reporting specialists in 
Europe.  A common phrase you 
might hear at Kaizen is taken 
from a Japanese proverb: “the 
man who chases two hares goes 
hungry”.  Stick to your principles 
and you can’t go far wrong as 
it will permeate the culture you 
create as your company builds.

the Kaizen methodology across 
EMIR and DFA reporting.  This 
incubator client was the break 
that was needed to give Kaizen 
that initial start to transform it 
from a one-man consultancy into 
a repeatable service that has the 
potential to transform this corner 
of the industry.  

To sell technology services to 
financial firms in an area where 
they face significant corporate 
and personal risk is not an easy 
task.  Particularly, when the use 
of Fintech companies was not a 
common approach used by firms 
to deal with their more risk laden 
activities.  Any such solution 
needs to be at least ten times 
as good as the alternatives.  To 
achieve a sale, the case has to 
be overwhelmingly compelling.  
That means you need sales skills 
as well as a great product.  If you 
have a great product but can’t  
sell you don’t have a business.  
If you have a poor product but 
can really sell you don’t have a 
sustainable business. 

When you create a start-up, you 
are literally starting from nothing.  
But I believe just being there open 
to opportunities and having a 
presence in your target industry 
means that opportunities will 
come to you if you provide the 
right product.  Providence will 
provide.  That’s what happened 
to me and continues to happen 
when you are doing good things 
with good intentions.  

In building Kaizen, I thought the 
hardest part would be securing 

gears and moved into the 
industry.   

Whilst at the FSA I had some 
exposure to the reporting 
challenges faced by the industry.  
Once on the other side, I saw 
just how difficult it was for 
complex firms to comply with a 
relatively benign set of reporting 
requirements.  With the credit 
crunch just a few years earlier, 
the need for a financial tsunami 
early warning system and better-
quality data was clear.  So, I set 
about using my experience to 
design a new data verification 
methodology.  It was this 
methodology that enabled data 
quality transparency to finally 
allow the regulator and senior 
managers to gain confidence in 
their reporting.  This methodology 
has evolved into our flagship 
product Kaizen’s ReportShield 
service.  

After a couple of enjoyable 
compliance roles, I moved into 
contracting and was working 
in a large bank as a solutions 
architect (I still don’t know what 
that is) when, out of the blue, I 
was asked to head a reporting 
review project two floors up in the 
bank.  As this was my specialism 
(MiFID) I felt I couldn’t turn the 
opportunity down.  The review 
allowed me an opportunity to 
trial the new methodology I 
had designed.  Three months 
later, after completing the most 
comprehensive review ever 
conducted in the industry (at 
that time), I secured a contract 
with the same bank to roll out 

"KAIZEN’S GROWTH IS FUELLED BY AN IDEA, BY ENERGY,  
BUT MOST IMPORTANTLY BY A CRACK TEAM.  RECRUITING  
AND RETAINING THE RIGHT PEOPLE IS ESSENTIAL TO THE  
SUCCESS OF ANY FINTECH COMPANY."

BANKING AND 
TECHNOLOGY: 
BUILDING 
BLOCKS FOR 
THE FUTURE
Axel Coustere 
& Stephen Ong, 
Founders, HUBX
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Becoming a successful 
entrepreneur in the FinTech 
sector requires a broad range 
of aptitudes, competencies 
and skills, and a great deal of 
wherewithal! 

It essentially rests on a number of 
key factors: spotting the market 
opportunity, having a clearly 
defined vision and brand, building 
the right team, understanding 
the market, providing strong 
leadership and having the 
relentless drive to continually 
deliver for clients.

Seize the opportunity
The idea of forming Steel Eye 
first occurred to us just over two 
years ago, as globally the volume 
of new regulations targeting the 
financial sector was increasing 
significantly and beginning to 
appear overwhelming. I could 
see that many financial firms, 
particularly medium-sized and 
smaller players, did not have the 
resources, systems or manpower 
to deal with the myriad number 
of complex international financial 
regulations. 

person they consult with is usually 
their bank. Banks are typically 
there to take client deposits early 
on in their venture however, it is 
highly unlikely they will assist in 
deploying a startup loan. That is, 
unless the entrepreneur has a 
substantial amount of money or 
assets available to collateralize 
the loan request. 

In 2016, I decided I wanted to 
work with banks to help them 
address this problem. I sought out 
to create technology that would 
help businesses today and give 
them a path for tomorrow. My 
goal was to partner with banks of 
all sizes to bridge the gap in their 
product offering. 

I started by launching an ISO 
when I was 29 years old. Once 
I had the payment processing 
partners in place, I launched 
my online lending platform to 
meet the needs of underserved 
small- and medium-sized 
enterprises. My platform fully 
adjudicates client applications. 
We use Artificial Intelligence 
(AI) to aggregate bank and 
payment data to identify lending 
opportunities for our clients. We 
partner with financial institutions 
across North America to build 
out payment processing and 
alternative lending solutions. 

Ivy Lender evolved into a socially 
responsible platform. When I first 
tested the market, I had to find 
out which partners were good 
and bad. Unfortunately, this was 
at business applicants’ expense. 
I pulled back on my marketing 
efforts and focused on finding  

the best partners out there. 
I quickly realized that most 
platforms had a 60-90% decline 
rate. I needed to address those 
numbers and to close the gap. 
We are currently launching Ivy 
Lender Credit Booster in an effort 
to give that 60-90% a path to 
Financial Inclusion. 

I now realize that corporate 
success does not equate to 
entrepreneurial success. As a 
self- funded founder who survived 
three long and hard years without 
taking in Venture Capital, my 
fight for my clients is personal. I 
understand what it is like to worry 
about covering payroll and I want 
to help alleviate that for as many 
North Americans as possible. 

Small businesses employ over 
70% of the North American 
workforce and the financial 
industry is failing them. It 
takes resilience, strength, 
determination, and the willingness 
to literally lose everything to be a 
founder. Any business owner who 
is brave enough to follow their 
dreams, has my support and I 
will do anything within my power 
to help their dreams become 
a reality through my lending 
platform. 

interest to move them over with 
the current provider. So, I gave a 
presentation to my CEO showing 
him what our competition was 
offering and how we were falling 
short with our technology. 

He tasked me to meet with all 
of the major processors and 
to negotiate a new contract on 
behalf of the bank. I was 26 
years old at the time. I brought a 
unique skill set to this task. I not 
only knew what our sales team 
was looking for but, I also knew 
first-hand what my customers 
were looking for. I also was briefed 
from the executive team on what 
a successful build-out meant 
to them. I ultimately brought my 
first employer on to take over our 
credit card processing division. 

After completing this project, I 
went back to Fifth Third Bank for 
a few months when JP Morgan 
came knocking, offering me a 
Treasury Management position 
in the Miami-Dade Business 
Banking division. This position 
covered thousands of clients. It 
allowed me to widen my skill set 
and understand the technology 
that the ‘big four’ were offering to 
their clients. This was an exciting 
opportunity for me because the 
Miami-Dade market was second 
to the New York City market at 
the time, with just over a billion in 
assets under management. 

As I went through and met with all 
of our clients, I started to see gaps 
in our product offering. I attended 
FinTech conferences on my free 
time and educated myself on what 
unique products were launching. 
I wondered how I could help bring 
emerging technology to banks. 
I also realized there was a large 
group of underserved businesses 
being ignored when it came to 
accessibility of working capital. 
You see, an entrepreneurs first 

While a senior in college, I was 
recruited to Fifth Third Bank. 
I started my career in Middle 
Market Merchant Services. I had 
no idea what Merchant Services 
meant or who Fifth Third Bank 
was when I accepted the position. 
The first client that I closed 
was an upscale steakhouse 
with 25 locations. My manager 
was thrilled, and this set the 
tone for my career of fast-track 
advancement. 

I banked Middle Market and 
Large Corporate clients for a 
few years before following my 
manager to another financial 
institution. I moved over to 
Treasury Management, where I 
learned about technology outside 
of payments. While I was there, 
my CEO asked me to solicit 
my old clients and bring them 
over. I knew that our credit card 
processor was small and did not 
feel it was in the client’s best 

execution, secure interactions, 
increased connectivity. 

And to add to the challenge, we 
wanted this technology to be 
‘plug-and-play’ for advisors of 
all sizes and means to use. We 
knew that data – and specifically 
the way in which private data is 
protected and handled – would 
play a significant role here. 

Scaling innovation: client-led 
roadmaps 
Being good listeners was key 
to the creation of a successful 
solution. For example, our clients 
needed technology independent 
from investors logging in at their 
end. After all, some investors are 
averse to technology and advisors 
must contend with this fact when 
rolling out new solutions. 

We therefore had to make HUBX 
a solution which worked both 
through ‘real life’ interactions, and 
digital interactions, depending on 
investors’ appetite for technology. 
We came to define simple, flexible 
economics that rely on both 
licensing and shared success 
fees, reflecting our purpose to 
remain neutral and help connect 
all counterparties through 
technology. 

We are proud of our success 
to date, managing to deliver 
a constantly evolving solution 
which is impacting the way 
private capital is raised and 
allocated. Our clients have been 
instrumental in helping us deliver 
HUBX in its current form. Our job 
is to ensure we are attentive to 
their needs in order to constantly 
innovate through HUBX. 

IVYLENDER – 
BEHIND THE 
SOCIALLY 
RESPONSIBLE 
PLATFORM
Christina Camacho
Founder & CEO,
Ivylender

"IT TAKES RESILIENCE, STRENGTH, DETERMINATION, 
AND THE WILLINGNESS TO LITERALLY LOSE 
EVERYTHING TO BE A FOUNDER."

SUCCEEDING 
IN THE 
FINTECH 
SECTOR
Matt Smith  
CEO, Steel Eye
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team size and revenue before their 
first year of trading is completed. 

Most exchanges that are 
household names in the Crypto 
space all began life around the 
boardroom tables with millions 
of dollars of spending available. 
getFIFO is a self-funded UK 
business where all of the founders 
and directors have “skin in the 
game”. Through this example 
of risking their own capital first 
allowed getFIFO to establish 
trust with their networks and 
communities to establish trust 
and value and to ensure that 
even through a bear market, 
getFIFO would still be around to 
offer the same value and support 
regardless of market conditions. 

The real secret to this early 
success came from sharing value. 
Value in the belief that what we 
built for our UK clients would 
reduce the headache, cost and 
complexity in gaining exposure 
to cryptocurrencies. Through this 
education without selling, our 
clients can invest with confidence 
and have value added at every 
step of their crypto investing 
journey. 

Many of our clients are UK based 
investors from various walks of 
life or businesses interested 
in offering crypto-payments or 
deposits to their business. Being 
such a new space, getFIFO’s 
simple and hands on professional 
services has allow both B2C 
and B2B clients to onboard with 
getFIFO’s proprietary trading 
and investing platform in under 
a day and get FIAT in & FIAT out 
of the crypto markets in minutes, 
instead of days. 

getFIFO is a UK Based 
Cryptocurrency to GBP Sterling 
Fiat Currency Exchange. With 
major players in the GBP Sterling 
to Crypto space focusing on 
either institution or large volume 
traders, regular investors and 
businesses in the UK are left 
with very few options to take 
payments, buy, sell or exchange 
crypto into UK GBP Sterling. 

After investing in the crypto 
markets in early 2017 our Co-
Founder & CEO, Jeff Hancock 
found himself explaining to other 
investors how to invest and gain 
exposure to cryptocurrencies to 
other investors and businesses 
owners that were interested. One 
of these investors asked a very 
simple & defining question… 
“Why can’t I buy £100 of Bitcoin 
with GBP?”

The answer was to build a 
platform where any investor, large 

or small, could invest, buy, sell, 
trade cryptocurrencies in GBP 
Sterling, without outrages fees, or 
sending their money offshore. 

We were going to be fighting 
bigger fish in an ocean of 
competition from day one. 
getFIFO launched in the middle 
of the 2018 cryptocurrency bear 
market. In order to seed ourselves 
a solid competitor in the market 
in preparation for the next market 
cycle we would need to provide 
value to our clients that we 
apprehensive in investing into 
Digital Assets at the time. We did 
this through networking, content, 
social media and many face-to-
face events. Through looking at 
the market over a longer-term 
period and record recent lows 
the market slowly recovered, and 
people began to invest in Bitcoin 
and other crypto again. During 
this period many competitors 
came and went without testing 
the market properly and properly 
preparing their services and costs 
to suit. 

A more educated and prepared 
investor came to the market in 
2019 that was looking for good 
service and support, as well as 
good pricing and fees to suit their 
investing & trading strategy. 

getFIFO’s success to date has 
been creating value through 
pricing, partnerships, networking, 
content, education, transparency 
& simplicity through its fee 
structures. 

During 2019 getFIFO has started 
to gain more exposure to clients 
and business through various 
networking events, speaking 
opportunities and live streams 
through Crypto TV stations from 
Malta, the capital of blockchain. 
Midway through 2019 getFIFO is 
on track to double their existing 

ultimately decide whether their 
business is a success. Investors, 
the board, the management team 
and all employees need to have 
faith in a founder’s strategy and 
ambitions and ability to deliver 
on this. 

As well as providing the 
inspiration and motivation for the 
business, founders also typically 
need to stay involved in all areas 
of the business to make sure it 
stays on track and is primed to 
deliver the growth expected by all 
stakeholders.

Essentially, founders need to be 
resilient, trust themselves and 
their judgement and surround 
themselves with smart, capable 
people who can deliver on the 
vision, give wise counsel as well 
as practical advice.

Stay focused on clients
Probably the key to the longevity 
of any business is to maintain a 
relentless focus on delivering for 
its clients. It is particularly true 
in fast moving sectors, such as 
tech and FinTech, where client 
needs can change quickly, and 
service providers need to be very 
adept in responding to continually 
changing client requirements.

Founders face many challenges in 
building their business, they need 
to overcome many obstacles and 
show a steely-eyed determination 
and resilience. Ultimately building 
a business can be a very fulfilling 
and rewarding experience, 
however, be prepared as the 
entrepreneurial journey is the 
Everest of the professional world.

What we thought they 
needed was a cost effective 
straightforward third-party 
solution, which is what we 
provide. SteelEye was founded 
on three core principles: to 
simplify regulation, help firms 
to consolidate data & systems 
and reduce costs. We offer an 
innovative platform designed to 
help firms navigate complicated 
regulatory obligations, such as 
MIFID II, EMIR and Dodd Frank 
in a straightforward, consistent 
and intuitive way which allows 
our customers to feel secure, 
particularly when handing over 
sensitive data. We also believe  
we can enable our clients to  
use regulatory data to give  
them the insights to optimise  
their business.

Reflect your vision
Key to ensuring the success of 
any company is that the brand 
reflects the business’ unique 
proposition, what the firm is trying 
to achieve and will resonate 
with the clients the company is 
seeking to acquire. The name 
SteelEye mirrors the qualities 
of our business and brand. The 
‘Steel’ represents the secure 
SteelEye Locker™ in which 
we store our clients’ data, the 
‘Eye’ represents the invaluable 
insights we are able to provide 
into this data. Essentially, this is 
the strength and capability of our 
technology, with state-of-the-
art encryption, and the detailed 
holistic ‘birds-eye’ view of their 
data which we provide our clients.

Invest in your team
Spotting the market opportunity 
and fashioning the right brand 

are of course is critical. But also 
vital is assembling the right 
team to deliver on the business 
vision and strategy. In the 
tech sector one of the biggest 
challenges is achieving the right 
balance between ‘innovators’ 
and ‘engineers’. A business 
needs innovators to provide 
the creativity and imagination 
to help continually evolve its 
products and services to stay one 
foot ahead of the latest market 
developments. Engineers are 
crucial in the realisation of such 
ideas and for ensuring their 
practical implementation.  
Finding the right balance  
between these two cohorts, 
innovation and engineering, is the 
vital ingredient in the success of 
any technology business. 

Understand the market
It’s also important for founders 
and entrepreneurs to truly 
understand the market in which 
they operate, in order to ensure 
their products and services 
remain relevant. Contrary to 
say Silicon Valley, which is the 
base for a broader group of 
modern tech companies, in UK 
FinTech and RegTech, a deep 
understanding of the financial 
services is what allows us to 
thrive. At SteelEye, we have many 
seasoned financial experts in the 
company and in our investor base 
which helps to provide this type of 
financial industry knowledge and 
insight.

Display leadership
Internally and extrinsically, 
all founders need to display 
leadership. It is their vision, 
passion and drive which will likely 

"KEY TO ENSURING THE SUCCESS OF ANY  
COMPANY IS THAT THE BRAND REFLECTS  
THE BUSINESS’ UNIQUE PROPOSITION."

OPENING  
THE CRYPTO-
CURRENCY 
MARKET TO 
EVERYONE
Jeff Hancock
Co-Founder &  
CEO, getFIFO
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Currently, trying to decipher a 
problem in a large bank’s capital 
markets infrastructure is like an 
archaeological dig. Over time, 
what happens with banks in their 
technology stacks is a terrible 
drive to complexity on three 
axes—time, geography and  
asset class. 

As you cut through the crust 
of technological layers you 
might find that in the early 
2000s whoever was head of IT 
thought C++ was the solution 
to everything. Then they were 
replaced by a Java devotee and 
the most recent layers were 
built by a true believer in Python 
and their team. Multiply this 
across different regions—Europe, 
AsiaPac and the Americas—and 
again by asset class, with some 
solutions developed in-house, 
others by vendors, it becomes 
unmanageable. Fixing it seems 
impossible. How are you going 
to take all these mission-critical 
systems off-line and rebuild from 
scratch? 

The cloud natives don’t have 
this problem. Their foundational 
technology is built to scale.  
At their essence, they are very 
simple. Take Google, which is 
fundamentally a distributed, 
de facto operating system. 
Ten Google apps may do ten 
very different things, but the 
underlying technology is  
highly unified. 

This efficiency and unification 
have enabled the rapid ascent 
of these companies. When you 
look at the price to sales ratio 
(PSR) of the top public companies 
by capitalization, a very clear 
picture emerges. Using the data 
for fiscal year of 2017 (the most 
recent complete set), the first 
four—Apple, Alphabet, Microsoft 
and Amazon—had an average 

customers. It can also place a 
huge strain on existing processes 
and not be relevant for certain 
customers. We don’t shy away 
from the tension this creates, as a 
business we focus on improving. 
Without change we cannot grow.

This agile approach has enabled 
us to become the number 
one provider of finance to the 
recruitment industry. We’re 
approaching £1bn invoices 
funded to businesses of all sizes, 
from scale-ups to mid-market 
and enterprise - a number we 
continue to exceed year-on-year.

Sonovate in numbers”

Founded in 2012 by Damon 
Chapple and Richard Prime 

Recognised as the fastest 
growing fintech in Britain* 

Funded over £825m invoices 

2,200 businesses on Sonovate 

Received £20m in  
VC investment

*100 Fastest Growing Companies in 
Britain annual report 2018. Beauhurst and 
crowdfunding platform SyndicateRoom, 
which profiled the 100 fastest-growing 
companies based on how their valuations 
have grown over the past three years. 
Beauhurst based its ranking on the 
valuation of companies that raised at least 
one round of equity funding before June 
30, 2015 and at least one round of equity 
funding after July 1, 2015. If a company’s 
valuation could not be confidently 
calculated it was excluded.

No incumbent in any industry 
is truly safe these days. From 
Uber threatening taxis to Casper 
waking up the mattress business 
and Amazon replacing all kinds 
of brick and mortar retailers, 
technologically savvy newcomers 
up-ending the status quo is now 
commonplace. The logical next 
question should be: Why should 
the capital markets be  
any different? 

Cloud technology is not just  
about moving applications to a 
central provider’s data center; 
rather, it is a collection of  
systems and development 
approaches that provide a 
singular and universal computing 
environment. All technology 
frameworks and applications are 
destined for this environment as 
it usually represents the most 
efficient and often final stage  
for both. 

retention and revenue.

“Seize the moment to act on 
your goals”
Like many other fintechs who 
started within 2-3 years of the 
financial crisis, the confluence 
of banking distrust and rapid 
digitalisation provided the 
opportune moment to act on our 
goal - which is to enable people to 
get paid when they need it.  

“Know exactly how far you 
have left to go”
This can be interpreted as “what 
is our exit strategy” or how far 
do we have left to go to achieve 
target x. A key part of my role 
is focused on driving Sonovate 
commercial objectives. For 
the last 12 months we’ve been 
engaged in pursuing debt and 
equity finance. In the next month, 
we’ll be able to release details 
on what will be game-changing 
funding for SMEs.

“Be a realistic optimist”
The UK recruitment market has 
grown consistently year on year 
in both numbers of businesses 
entering the space and turnover. 
This presents an incredible 
opportunity for jobseekers, 
clients, recruitment agencies 
and every provider in the wider 
ecosystem. We’ve embedded a 
culture of growth and we aspire 
to take Sonovate internationally. 
Being a ‘realistic optimist’ means 
that we need to ensure we have 
enough motion to facilitate 
successful expansion.

“Focus on what you will do, not 
what you won’t do”
Sonovate’s rocket ship growth 
creates tension in everything we 
do. When you’re growing rapidly 
the push and pull factors are 
magnified. A new product release 
will attract new customers and 
help to engage and retain existing 

Before launching Sonovate, I was 
a board member at one of the 
largest recruitment companies in 
the world. With over two decades 
in recruitment I experienced 
first-hand the frustration with the 
traditional finance products that 
stifled growth. 

Damon Chapple (co-founder 
and co-CEO) and I examined 
the financial landscape for 
recruitment and consultancy 
SMEs and found a familiar 
pattern repeated from financier 
to financier; an array of fees, 
charges, restrictions and 
regulations, generic tech 
platforms, inconsistent service 
and no appetite to innovate. 
This led to the development and 
launch of Sonovate. 

As co-founder and co-CEO,  
I’ve been involved in every  
stage of the company’s 
development. Growing rapidly 
to just over 100 heads in no 
time has enabled me to focus 
on overseeing commercial 
growth and leading Sonovate’s 
investment strategy.

Growing Sonovate has 
been incredibly fulfilling and 
challenging. I’ve been able to 
hone my skills in a new industry 
selling to one I know inside-out. 

In 2011, Heidi Grant wrote one of 
the Harvard Business Reviews’ 
most successful articles. 

Titled “Nine Things Successful 
People Do Differently”, the article 
presented a list of strategies, 
based on decades of scientific 
research, proven effective  
for setting and reaching 
challenging goals.

I found this article particularly 
relevant as the success we’re 
achieving at Sonovate shares 
many parallels with the ‘nine 
things:’

“Get Specific”
It’s crucial to ensure you resist the 
temptation to bloat your product 
feature set and overextend 
service. This is a common theme 
for many scaleups who are eager 
to win clients and build market 
share. To ensure Sonovate stays 
on track to reach our objective, 
we set a number of very specific 
goals on client acquisition, 

CHANGING THE FACE OF THE 
RECRUITMENT LANDSCAPE
Richard Prime, Co-CEO, Sonovate

"SONOVATE’S ROCKET 
SHIP GROWTH CREATES 
TENSION IN EVERYTHING 
WE DO."

WILL CLOUD 
SERVICES 
PROVIDERS 
STORM THE 
CAPITAL 
MARKETS?
Anthony D. Amicangioli
CEO, HPR
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from 30 to 120 days, with smaller 
suppliers often paid later than 
their larger peers. To cover the 
cash-flow shortfall this causes, 
suppliers are forced to take out 
expensive finance and spend 
hours and hours chasing invoices. 
Many are forced into bankruptcy 
waiting for payment.

Enter Previse
Previse was founded just over 
two years ago by a small group 
of people - myself, David Brown, 
Philipp Schoenbucher, Giulio 
Rossi and Andre de Cavaignac 
- who saw an opportunity to use 
new technology to finally put an 
end to the global slow payments 
challenge.

We realised the answer to the 
problem lay in the huge amounts 
of data sitting in large buyers’ ERP 
systems. By applying machine 
learning to mine this data, we 
knew we were able to detect 
which invoices are unlikely to 
get paid, so the rest can be paid 
instantly. After around six months 
of testing on billions of dollars 
of spend from leading global 
companies, our algorithms were 
ready. 

We came up with the name 
‘Previse’ as it means the ability 
to predict the future. We are 
predicting that a company will 
ultimately approve and pay its 
supplier and, based on that 
prediction, a funder, such as a 
bank, will pay that supplier the 
instant an invoice is received, 
recouping the money from the 
buyer when it is ready to pay.

International impact
Since then, Previse has made 
major strides in getting suppliers 
paid instantly all over the world. 
We have signed up eight large 
multinational organisations 
including UK public sector 

key driver of success, we will see 
these two camps transform into 
winners and losers. 

It’s tempting to see the devolution 
of large financial services 
institutions as inevitable. Right 
now, they appear to be vulnerable, 
in danger of following the tracks 
of companies like Toys”R”Us, 
Blockbuster and Eastman Kodak. 
But really, it’s not too late—yet. 
It’s a question of altering their 
mindset. Deciding now is the time 
to take action is key. The bank 
that locks on to this reality, finding 
efficiencies through technology, is 
going to do very well. 

The path to simplification is 
already clearly mapped out: 
adopting cloud technologies and 
adapting operations to scalable 
architectures. While for many 
years’ security issues were seen 
as a barrier to implementation, 
that’s no longer a justification. A 
new generation of silicon-based 
hardware is marrying networking 
and cloud and allowing the kind 
of capital markets infrastructure 
performance that incumbents 
need to effectively compete with 
this new breed of market entrants. 

And there’s a huge incentive to 
get there quickly. If the success 
of the Cloud providers has made 
one thing clear, it’s that getting 
the approach right early reaps 
giant rewards. The first bank to 
solve its legacy issues will without 
question grab market share and a 
leadership position. 

We are witnessing a period 
of profound transformation. 
Investment banks must 
fearlessly address whether 
or not cloud-scale, service-
oriented technology has become 
an inherent component of a 
sustainable business. If the 
question is answered in the 

affirmative, they must pivot to 
meet the coming challenge 
head-on and convert adversity 
to opportunity. Their future just 
might depend on it.

Anthony Amicangioli is CEO 
of HPR, a provider of high-
performance enterprise solutions 
that power the industry’s leading 
capital markets firms. Prior to 
founding HPR he was CEO of 
one of the industry’s first cloud-
computing firms, and over the 
course of his career he has also 
held senior technology leadership 
positions at Tower Research’s 
Lime Brokerage subsidiary, 
Juniper Networks and BBN 
Systems & Technologies.

Slow B2B payments
SMEs are the backbone of the 
global and national economies. 
They generate the majority of 
employment and are an engine 
of growth and innovation across 
the world. However, one of the 
biggest challenges that they face 
is getting paid promptly by their 
large corporate clients. 

Typical payment terms range 

provider of financial services it 
could attract Wall Street talent the 
way it and Netflix have vacuumed 
up Hollywood. 

Being a highly regulated industry 
is no protection. Oscar, the 
health insurance startup, which 
recently attracted investment 
from Alphabet, has proven it’s 
possible to enter a complex 
market and gain competitive 
advantages by building their 
technology stack from the ground 
up. New technologies such as 
blockchain are also chipping away 
at the foundations of institutional 
finance. Several crypto firms 
are working to build custodial 
businesses as well as enter the 
prime brokerage and agency 
trading markets.  

But the cloud can drift over Wall 
Street without smothering it. 
AWS and other Infrastructure 
as a Service (IaaS) providers are 
already partnering with numerous 
financial firms to develop 
technology solutions. Given that 
IaaS is such a driving force of 
growth and profitability for Silicon 
Valley, would they really want to 
cannibalize their own business by 
up-ending their clients? 

Wall Street has not been oblivious 
to the threat from Silicon Valley, 
either. Jamie Dimon, for one, has 
been scrutinizing the technology 
landscape for years and reacting 
accordingly, spending around 
$10B per year on remaining 
competitive. Increasingly, 
financial services is dividing 
into two camps when it comes 
to technology; the haves and 
the have-nots. With the stakes 
so high, CTOs’ fear of making 
mistakes can induce a form of 
paralysis and sadly this has  
meant many companies have 
fallen into the have-not category. 
As cloud adoption becomes the 

of a computer, the CPU, can 
only take several actions—add, 
multiply or move data from one 
place to another. As is evidenced 
by the market capitalization of 
the aforementioned technology 
leaders and their earnings, 
efficiency is already driving the 
long-term trend to simplicity.

Time and again they’ve proven 
they understand how to enter 
new markets. With their payment 
systems in place and troves 
of customer data now at their 
disposal, it’s not hard to see how 
Amazon and Apple can expand in 
the retail financial space. What’s 
not sufficiently appreciated is 
the vulnerability of institutional 
finance, too. 

Amazon Web Services (AWS), 
Amazon’s cloud services division 
launched in 2006, provides the 
bulk of the behemoth’s operating 
profit despite only constituting 
around one eighth of its sales. 
AWS has seen its revenue 
grow at breakneck speed: 
255% in the past three years. 
(The other major players in the 
cloud space, Microsoft Azure 
and Google Cloud and are also 
seeing astronomic growth.) It’s 
impossible to read the mind of 
Jeff Bezos, but could an online 
bookseller who has acquired the 
Washington Post on the way to 
becoming the world’s richest 
person—along with investments 
in food, pharmaceuticals, 
entertainment, aerospace and 
just about everything else—be 
interested in banking? Should 
Amazon decide to become a 

PSR of 4.5. In comparison, the 
entire cohort of the top 19 global 
financial companies—which 
includes the likes of Citigroup, 
Morgan Stanley, HSBC, Nomura 
and UBS—runs at 20.9.  Put 
simply, tech giants use capital 
more efficiently. 

As a financial technology provider 
with experience in network 
technology, cloud computing 
and advanced trading systems 
who’s created a risk management 
device that checks on average 
10% of the US equities flow 
every day, I recognize risk. But 
the risk I’m seeing these days 
isn’t at the trade or portfolio 
level, it’s even beyond enterprise 
risk—it’s that the entire trading 
ecosystem is heading toward a 
singularity. I’ve been in business 
long enough to watch the likes 
of Sun Microsystems and Digital 
Equipment, once giants in the 
technology industry, vanish. At 
times, I get the same uneasy 
feeling when looking at some of 
today’s biggest banks. There will 
be winners and losers. 

Today’s complexity is 
unsustainable. Computer 
languages are like the tower 
of Babel. There are over 700 
listed on Wikipedia. If you 
include mark-up languages 
that are readable by humans 
as well as machines, like XML 
and HTML, that number swells 
to over 1000. By comparison, 
there are only 420 significant 
spoken languages used today. 
All those computer languages 
are relatively similar. The core 

PREVISE – GETTING 
SUPPLIERS PAID 
INSTANTLY
Paul Christensen, co-founder 
and CEO, Previse

"WE ARE WITNESSING A PERIOD OF PROFOUND TRANSFORMATION. 
INVESTMENT BANKS MUST FEARLESSLY ADDRESS WHETHER OR 
NOT CLOUD-SCALE, SERVICE-ORIENTED TECHNOLOGY HAS BECOME 
AN INHERENT COMPONENT OF A SUSTAINABLE BUSINESS."
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and data localisation laws. Over 
the last four years, the eXate 
family has grown from just my 
co-founder, Peter Lancos, and I 
to sixteen people. We are by no 
means finished. We are merely at 
the beginning. Big dreams take 
time, it’s an incredibly difficult but 
rewarding journey, filled with its 
highs and lows. But how did I get 
here and what were the motives 
to this success so far?

Firstly, working in IT for any 
organisation means the business 
side of the same organisation 
are essentially your clients, as 
you are often building solutions 
to the challenges they have. As 
a woman working in technology, 
within a male dominated industry, 
there were additional obstacles 
that needed to be overcome. To 
do this, I had to focus on being 
the best I could be, by believing 
in my own abilities and accepting 
no nonsense – a lot harder than 
most might think. Thankfully, I 
was successful in doing this and 
began receiving more advanced 
roles and responsibilities as I 
progressed through my career. 
Eventually, I began running my 
own team of 70 people, and 
alongside Peter, we worked 
together on large global projects 
aimed at solving complex 
challenges the bank had. Working 
on these projects together 
provided us both with industry 
insights into the challenges global 
banks have today, particularly 
around regulation and data. It 
was through these experiences 
that we identified various 
inefficiencies and pain points  
for global organisations, from 
which the idea of eXate was 
formed and the journey I am on 
today, FinTech.

To be successful in FinTech it is 
crucial to understand the market 
demands and market needs. 

 Outside of work, Michelle 
dabbles in an array of sports such 
as running, rollerblading and 
netball, loves walking her dog, 
and also finds time as a qualified 
yoga instructor. Michelle’s also 
a vegetarian and humanitarian 
and has been involved in various 
charities and third-world projects. 
She cares deeply about giving 
back to society, and is a Trustee 
of the Wales Millennium Centre, 
the leading performance arts 
centre in Wales, which strives to 
nurture the talents of those held 
back by poverty, vulnerability and 
disadvantage through a range of 
Creative Learning and outreach 
programmes.
 
Multi-talented, amazing 
personality and great fun, 
Michelle is, quite simply, an 
absolute gem in the sometimes-
murky world of FS and Fintech 
and has the amazing gift to 
light up any room. Passionate 
and determined in her business 
aims, and with an unbelievable 
work ethic, Michelle is always 
wanting to learn, to debate, and 
to share. Everything Michelle 
does is underpinned by absolute 
integrity and strong personal 
values, and happily spends time 
reinvesting her many talents to 
mentor and support those around 
her. Never compromising on her 
high standards, Michelle is an 
inspiration, and has an amazing 
ability to sprinkle a little bit of 
magic on everything she does.

My journey started at Manchester 
Metropolitan University. Originally, 
I was like most youngsters, I had 
no idea what I wanted to study, 
never mind what I wanted to be. 
Running out of time, I decided 
to enrol for BSc in Computer 
Science, a decision I have  
never regretted. 

Previously, I held notable roles, 
including the Head of Digital 
Assets and the Head of EMEA 
RegTech at HSBC. I have 18 years 
of development and IT leadership 
roles across a wide range of 
industries. I am published as 
part of the RegTech Book, was 
a finalist for the 2017 StartHer 
Awards, for Top Women Start-Up 
Founders, and have two patents 
filed regarding Data Privacy 
technology solutions. 

As the woman I am Today, I 
am the Co-Founder and Chief 
Technology Officer of eXate, 
a multiple award-winning 
data privacy firm. I am a huge 
advocate of the Women in Tech 
movement and a strong believer 
in diversity. In my role at eXate, 
I am pioneering innovative 
solutions with various firms to 
apply automated controls around 
information sharing, in light of 
strict data privacy regulations 

to everyone, with low minimum 
investments and straightforward, 
low-cost fees, that anyone  
can afford.
 
Wealthify launched to the public 
in April 2016. Three years on, the 
business has surpassed 10,000 
investors, delivered benchmark-
beating investment returns and 
received a number of accolades 
for its simplicity and customer 
first experience. Most recently the 
business was proud to announce 
its Defaqto 5-star rating, the first 
digital Wealth Manager to be 
awarded this.
 
As further evidence of the 
success and potential of the 
company, in October 2017  
leading pensions and insurance 
provider, Aviva announced it 
would take a majority stake 
in Wealthify in a strategic 
partnership that gives Wealthify 
access to Aviva’s 15 million UK 
customers as well as a significant 
capital injection in the firm.
 
Michelle has been instrumental in 
the success of the company. She 
is actively involved in overseeing 
both the investment strategy 
and operations team, which 
encompasses the customer 
service function. She is actively 
involved in development of 
Wealthify’s strategy and takes 
responsibility for delivery of key 
components of the company’s 
roadmap. As co-founder of a 
leading UK robo-investing service 
and a young, female entrepreneur 
and investment manager, 
Michelle also has a growing 
media profile, contributing to 
several UK nationals, including 
the Daily Mail, Mail on Sunday 
and The Financial Times, 
appearing on CNBC’s Squawk 
Box programme, on Share Radio 
and featuring on the front cover of 
Citywire Wealth Manager.

Guernsey-born Michelle 
Pearce, 29, is Co-founder, Chief 
Investment Officer and Chief 
Operating Officer of UK digital 
wealth management service, 
Wealthify.
 
Michelle left medical school 
in Edinburgh to pursue a long-
standing passion for investing, 
which had begun as a teenager. 
She trained as a stockbroker and 
Wealth Manager in the Channel 
Islands. However, she soon 
became frustrated with the layers 
of unnecessary complexity in 
traditional wealth management 
services and the lack of access 
for people with average sums to 
invest, particularly young people 
like her. She co-founded Wealthify 
in 2014 with the aim of offering a 
completely digital discretionary 
wealth management service 

organisations and NHS Trusts 
and have a pipeline of hundreds 
of large companies looking to 
implement instant payments. 
Widespread adoption of the 
Previse solution could unlock 
$650 billion every year globally.

As the inventors of instant  
invoice payment, Previse’s 
strategy has been to partner with 
leading firms involved in B2B 
commerce in order to ensure it 
can scale rapidly and deliver a 
premium service.

Previse has, in the past year, 
secured partnerships with 
leading SCF providers Orbian and 
NatWest to provide funding for 
the instant payment programmes. 
It also works closely with expert 
advisers at PwC as its preferred 
implementer to help clients 
understand the benefits of  
instant payment. In order to 
provide a seamless onboarding  
of the technology, Previse has 
also joined Oracle’s Global 
Startup Ecosystem.

Previse’s mission is to ensure that 
every supplier in the world can be 
paid instantly and at the fairest 
rate. With the five co-founders 
at the helm and the enthusiastic 
participation of some of the 
world’s largest buyers, we are well 
on the way to achieving it.

THE STORY 
BEHIND 
WEALTHIFY’S 
CHARISMATIC 
LEADER
Michelle Pearce-Burke 
Co-founder, Chief 
Investment Officer 
and Chief Operating 
Officer, Wealthify

MY JOURNEY
Sonal Rattan 
Co-founder & CEO, 
Exate
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amount! It’s a bit like the stock 
market was when a small handful 
of traders met in Jonathan’s 
Coffee House in the 17th century. 
And while institutional investors 
regularly allocate about 10% 
of their portfolios to real estate 
(because it’s a seriously important 
asset class with excellent results 
historically), most of us can’t. 
But now Pionr is changing that 
by creating a global marketplace 
for real estate fundraising and 
investment, where project 
sponsors can rapidly and 
efficiently raise equity and debt 
for projects in any property sector 
and any location internationally, 
and individual investors like you 
and me can create their own 
diversified portfolio of fractional 
real estate assets that reflects 
their financial objectives and risk 
appetite, just like their stocks and 
shares portfolio does, by investing 
small amounts in pre-vetted, 
institutional grade property 
projects that can be either 
yielding assets offering regular 
income, or development projects 
that offer potentially significant 
capital gains.

But going back to the idea of 
pioneering, my first business in 
fact, was named New Realms 
for precisely that reason. At just 
24 years old, and with nothing 
more substantial under my belt 
professionally than a couple of 
years as a fringe theatre actor, I 

In my journey so far as a founder I 
have felt that there are three  
main characteristics that 
have kept me going; Passion, 
preparation and grit. 

Passion for me came easily 
because I know how hard it is to 
build meaningful relationships 
with peers, sponsors and mentors. 
The inspiration behind ElevatHer 
is to help tackle some of the key 
constraint’s women face in the 
finance industry, by creating a 
community where members 
can regroup and reinvest in 
themselves at all stages of their 
career. The app is designed to 
make it easy to share knowledge, 
skills and experience because 
none of us move forward, if half of 
us are still held back.

Preparation is key to success. 
It is easier done when there is 
a meeting or a pitch to prepare 
towards, but the most daunting 
feeling I had sometimes was 
when I would walk into a room not 
knowing anyone. Another issue 
I came across was not knowing 
what events were happening 
around me, so how do you prepare 
for something you are unaware of? 
The great thing about ElevatHer is 
it does the research for you by 
keeping on top of sought-after 
industry events and exciting 
opportunities for networking 
through a live central page.  
There is also an attendee list you 
can register to making sure you 
don’t have to walk into a room  
or an event not knowing who will 
be there.  

Grit is difficult, to see the bigger 
picture when you come across 
bumps in the road and trust me, 
there have been many! It’s about 
training your mind to understand 
that that every failure is a lesson 
learnt and every ‘no’ comes with a 
piece of advice. 

My current venture is called 
Pionr, not because of a particular 
fondness for the Soviet youth 
organisation with their little red 
scarves and motto of “Always 
ready!”, although I’d like to 
think that I too am always ready 
for something, but because 
my career, although it looks 
like a disparate collection of 
unconnected professional 
outbursts, has been founded on a 
passion for pushing boundaries, 
exploring new territories and 
trying to change the way that 
things are done. Now I’m not 
saying that it’s always worked, 
but my attitude has always been 
that of the pioneer pushing to get 
beyond the visible horizon. And 
this is exactly what we’re doing 
with Pionr, changing the way that 
the extraordinarily conservative 
world of property investment 
works and helping individuals 
achieve greater financial 
wellbeing. At the moment about 
$1.4 trillion is invested in real 
estate annually, but amazingly, 
fewer than 500 investors account 
for more than 84% of that 

Sheena Shah is the Founder 
of ElevatHer; a networking app  
for women in finance, fintech  
and technology. 

I started my career at Goldman 
Sachs on the graduate 
programme and moved over to 
Morgan Stanley in the Sydney 
office. Looking back, I can see 
how fortunate I was because 
at both companies I had both 
male and female managers and 
mentors. However, as I climbed 
the corporate ladder, I became 
increasingly aware of the drop 
in female peer-to-peer or senior 
mentors I had access to. 

When I left to go to the buy side, 
the company size decreased 
dramatically, so naturally the pool 
of females decreased. It became 
more and more difficult for me to 
connect with women outside of 
my immediate business and for 
a while I was the only woman on 
the trading floor out of 30 men. 
We just weren’t receiving CVs 
from women applying for roles. 
When we started to have more 
junior females come in, I realised 
how important it was for them to 
have a female mentor but also, I 
realised how much I depended 
on my female network which had 
regressed over the years.  

downs. FinTech is a wonderful 
journey, filled with loads of 
diversity, daily learnings and 
no two days are the same. Do 
something you truly believe in, 
just make sure you are clear in 
the pain point you are looking to 
solve, who you are solving it for 
(specific target audience), as well 
as the value you are providing to 
the market by removing the pain 
point. Second, if you are going 
to co-found a business, make 
sure you do it with someone 
who’s skills differ from your own, 
that you’re able to communicate 
clearly, and in that clear 
communication, find someone 
who is going to challenge you 
because that’s when you produce 
the best results, through the 
creation of something new and 
innovative. 

To my fellow founders, 
congratulations on your 
successes so far. May your 
companies continue to grow and 
make a difference. Let’s continue 
to work together and support 
each other’s dreams, through this, 
we change the world.

Where are the inefficiencies and 
what are the pain points? This 
comes through experience of 
having to work through these 
inefficiencies and challenges. My 
experience has always been the 
development of a technological 
solution to those challenges, 
but it was Peter’s experience 
of knowing what the desired 
outcome should look like to 
achieve customer satisfaction. 
It is the combination of the two, 
knowing the pain point and having 
the ability to remove it, that 
provides value. However, that in 
itself is not enough. The solution 
needs to be designed in a manner 
that is cost effective, simple to 
implement and easy to use for 
the client. This is where a good 
business partner relationship  
is required. 

For Peter and me, we often 
conflicted over what was possible 
when it came to the design of the 
solution. However, it was through 
these conflicts our best ideas and 
offerings have spawn, enhancing 
the overall solution. This was 
only possible through clear and 
open communication, as well as 
faith in the other based on their 
knowledge and expertise.
To anyone looking to move 
into FinTech or start their own 
company, I would say do it – the 
rewards are endless but be 
prepared for a journey of ups and 

"TO ANYONE LOOKING TO MOVE INTO FINTECH OR 
START THEIR OWN COMPANY, I WOULD SAY DO IT 
– THE REWARDS ARE ENDLESS BUT BE PREPARED 
FOR A JOURNEY OF UPS AND DOWNS. FINTECH IS 
A WONDERFUL JOURNEY, FILLED WITH LOADS OF 
DIVERSITY, DAILY LEARNINGS AND NO TWO DAYS 
ARE THE SAME. "

MY BUSINESS 
AND ME
Sheena Shah 
Founder, ElevatHer

A PIONEER 
FOR THE 
SOVIET 
STATES
Jonathan Wiggin 
Founder, Pionr

"IT’S A BIT LIKE THE 
STOCK MARKET WAS 
WHEN A SMALL HANDFUL 
OF TRADERS MET IN 
JONATHAN’S COFFEE 
HOUSE IN THE 17TH 
CENTURY."
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budgets supporting legacy back 
office infrastructure, plus USD 
billions more on cost reduction 
initiatives.

The Cobalt post-trade solution
Cobalt was founded back in 
May 2015 by Andy Coyne, who 
was previously Global Head of 
FX Prime Brokerage at Citi, DB 
and later on CEO of Traiana and 
myself, having traded FX for 
years and ran an institutional FX 
brokerage, Mako FX. We both 
recognised the problems with FX 
post-trade infrastructure and set 
out to reengineer it.

We found the answer to 
this problem lay in shared 
infrastructure. We carried out due 
diligence across the blockchain 
/ DLT landscape and found that 
while it had potential, it did not 
meet Cobalt’s requirements. 
Instead, we decided to build 
our own high-performance 
technology. 

The company has created 
a shared post-trade FX 
infrastructure based on a unique 
combination of low latency 

the capital they needed and 
marvelling that there was no easy 
way for them to reach motivated 
individual potential investors in 
other parts of the world. Thus the 
idea for Pionr was born and has 
since developed to create a global 
online marketplace for property 
investment and fundraising, with 
the ultimate goal of breaking 
open the astonishingly old-
fashioned property investment 
market, in which over 84% of 
the approximately $1.4 trillion  
invested annually is accounted for 
by fewer than 500 investors, and 
creating a truly liquid exchange 
for fractional real estate assets 
that will allow individuals the 
opportunity to achieve greater 
financial wellbeing while taking a 
more active role in the physical 
built environment that we all live, 
love, work and die in.

So, while my contemporaries 
from Oxford have mainly all gone 
on to comfortable, successful 
careers in banking, law and 
other professions, and I am 
often envious of their settled 
lives and regular pay packets, I 
wouldn’t want to give up being a 
pioneer, because there’s always 
something new over the next hill.

www.pionr.com
j.wiggin@pionr.com
Twitter: @pionrinvest; 
@jonathanwiggin
Facebook: @PIONRINVEST
https://www.linkedin.com/in/
wiggin/

Post-trade infrastructure 
challenge
Post-trade FX today relies on 
cumbersome, manual processes 
and aged technology which 
pose significant operational and 
systemic risk to the FX market. 

A single FX trade today creates 
multiple records for all parties, 
introducing inconsistencies 
throughout lifecycle events. 
We predict one trade can be 
replicated over 30 times within 
post trade operations today. There 
can be 20+ vendors involved in 
processing trade for lifecycle 
events, this fragments operations 
adding unnecessary complexity, 
cost and mistakes.

The largest investment banks 
each incur a total operational 
FX cost base of up to $1bn a 
year, whilst their revenues and 
ROE have reached historic lows. 
There are now far more costs in 
post trade FX than in execution. 
Investment banks are spending 
approximately two-thirds of IT 

past the reindeer-drawn sleds 
of the local Yenets Inuit people 
across the vast empty northern 
wilderness, with the Polar Ural 
mountains a bump on the horizon.

Having run large companies 
within even larger groups of 
companies I was keen for a 
change, and moved into advisory 
for small Russian software 
start-ups, helping them with 
their business development and 
investment strategy, and while 
I was doing this I was invited to 
become the co-founder of Nwave, 
a Russian technology company 
that had developed a ground-
breaking new communications 
technology for the internet of 
things that allowed devices to 
communicate with each other 
over huge distances using 
incredibly low amounts of energy. 
I loved the idea and jumped at the 
challenge of bringing this to the 
West. Within two years we had 
contracts with British Telecom, 
were active in the US, UK and 
Denmark, and had won the Cisco 
British Innovation Gateway award 
for best UK start-up, which was 
a huge honour, and since then 
Nwave has gone on to relocate 
to Silicon Valley and is now 
one of the leading suppliers 
of communication technology 
for smart city internet of things 
applications.

To be honest I felt like I’d earned 
a break by now, but not on the 
beach of course. So, I went to 
Montenegro, where I bought a 
400-year old ruined farmhouse, 
taught myself Montenegrin, 
and oversaw its reconstruction 
into a luxury holiday villa. And 
while I was there I was riding my 
motorbike around looking at the 
semi-booming local property 
market and noticing how difficult 
it was for some developers 
with fantastic projects to find 

thin air and enthusiasm. Sadly, I 
was wrong. The shirts were too 
good, and lasted too long, and 
my business partner married, had 
a baby and left London for the 
countryside. It was time to change 
tack again, and this time my 
sights were set on Russia. 

I spent half a year teaching 
myself financial modelling and 
analysis in a very haphazard and 
inefficient fashion from a pile of 
CFA textbooks borrowed from a 
banker friend and then secured 
an interview with a private 
equity management company 
in Moscow. I went out thinking 
that I’d make my fortune and be 
back in London in three years. 
I was slightly off, and spent the 
next eight years in Moscow, 
Karelia, Siberia and the Russian 
Arctic. The first four years were 
spent helping to put together 
and IPO Russia’s first publicly 
listed forestry company, which 
we cobbled together from nearly 
twenty businesses, building huge 
sawmills in Siberia, and looking 
after an area of forest the size 
of Denmark. I then moved into 
gold-mining, and spent four 
years developing the first ever 
commercially viable gold deposit 
to be found in the Russian Arctic 
circle, where my daily drive to 
work across the tundra took me 

decided that I wanted to change 
the way that the contemporary art 
market worked. I was disgusted 
that talented young artists 
from countries in the former 
Soviet Union, who lacked the 
network of agents and large 
commercial galleries that was 
more readily available to their 
Western contemporaries, had 
little opportunity to show and sell 
their art. Equally, I felt that it was 
ridiculous that what I felt was real 
art, was the preserve of a select 
group of collector-cognoscenti, 
while the rest of us felt too poorly-
informed and nervous to venture 
far beyond what we knew; which 
wasn’t much. So I brought Baltic 
video art, Tadjik oil paintings and 
Russian installations to London, 
culminating in an exhibition 
that proved to be New Realms’ 
swansong, where we brought a 
real Lithuanian phone-box and 
six tons of boulders on a flat-bed 
truck from Vilnius and installed 
them in a gallery on the Pimlico 
Road. 

Now, while New Realms may have 
been a critical success but a 
massive commercial failure, some 
of our artists went on to great 
things, one of them representing 
Russia at the Venice Biennale, 
and I wasn’t put off, and before 
the curtain had even closed on 
New Realms I had already set up 
my next venture, trying to change 
the way that people dressed. This 
was Off Jermyn Street, a company 
that used the same tailors in 
China as Valentino to make 
tailor-made shirts for the London  
market, with the world’s first fully 
interactive shirt design web app, 
where you or I could design their 
own shirt form 650 fabrics, 16 cuff 
styles and so on. It was a great 
idea, and people loved it, but I was 
still so naïve that I turned down 
external investment, thinking 
that I could grow the business on 

"HAVING RUN LARGE COMPANIES 
WITHIN EVEN LARGER GROUPS OF 
COMPANIES I WAS KEEN FOR A 
CHANGE, AND MOVED INTO ADVISORY 
FOR SMALL RUSSIAN SOFTWARE 
START-UPS, HELPING THEM WITH 
THEIR BUSINESS DEVELOPMENT AND 
INVESTMENT STRATEGY."

COBALT – FX 
POST-TRADE 
PROCESSING 
REENGINEERED
Adrian Patten 
co-founder and 
chairman, Cobalt

"TO DATE, THE COMPANY 
HAS SECURED 
INVESTMENT FROM CITI, 
FIRST DERIVATIVES, 
DIGITAL CURRENCY 
GROUP, SGX AND IHS 
MARKIT AND IS ARE 
CURRENTLY GOING LIVE 
WITH A TIER 1 BANK, A 
PRIME OF PRIME AND 
A NON-BANK LIQUIDITY 
PROVIDER."
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Commcise client community 
consists of thousands of users 
across hundreds of firms 
dynamically linked to their 
business counterparts through 
the Commcise network of 
contracted vendors.

Amrish, as the public face 
of Commcise, has been the 
spearhead of Commcise gaining 
the reputation of thought-leaders 
and market specialists.  This has 
been achieved despite Commcise 
starting as a self-funded, single-
digit number of employees UK 
company competing against 
established, global, bank-funded 
organisations.  The phrase 
“punching well above its weight” 
aptly describes how Commcise 
broke into the market space in 
2013 and continued to build on 
the initial client partnerships 
over the next five years.  Amrish 
focused the drive required to 
launch an attention-grabbing, 
disruptive strategy and follow it 
up with the delivery of a high-
quality, scalable set of technology 
platforms.

Clearly, designing, developing, 
deploying and supporting 
products and services to many 
of the world’s largest financial 
services organisations requires 
a multi-faceted team and Amrish 
has a great talent in attracting, 
assembling and motivating 
high-quality individuals into a 
cohesive team – in the UK, the US 
and at the support services and 
implementation facility in India.  
The team is united in hard work, 
a steely resolution to meet goals 
and to hitting high levels of client 
satisfaction. Equally important 
to Amrish is creating a mutually-
supportive environment, which 
has positive reinforcement and 
ethical practice at its heart, is flat 
in structure, where there is no 
such thing as a stupid question, 

this pool of people immediately 
to hand was difficult. That said, I 
have learnt so much over the last 
couple of years with Synswap and 
believe that having to learn fast 
has made us appreciate the roles 
(and the people best suited to fill 
them) that are all needed to make 
Synswap a success.

When setting a new company, it is 
important to understand that the 
basic set up always takes longer 
than expected or hoped – shared 
systems, website, accounting, 
marketing material etc….  Having 
to do some of everything has 
also highlighted to me what I am 
good at and what I don't want 
to do going forward – hiring an 
accountant was high up there!

Building a team of highly 
proficient professionals with the 
business and technical expertise 
is key, but, with a small team and 
limited funds available when we 
started it is important to bring 
together a group of people who 
have the same drive to succeed 
and aspirations for the company.

As a FinTech start-up, engineers 
and developers are key in our 
team. We made a conscious 
decision to bootstrap as long as 
possible – to keep the business 
under our own control but with 
hindsight, we should have 
investigated the potential for an 
early family and friends funding 
round to enable us to hire in-
house engineers sooner instead 
of working with contractors but 
that is hindsight. I don’t code 
so it would mean me still doing 
other tasks but what’s best for the 
company!

Amrish has spent the last 20 
years within the financial services 
technology sector, most recently 
as a co-founder and CEO of 
Commcise.  Commcise was 
majority acquired by Euronext 
NV in December 2018, the 
culmination of a period of rapid 
global growth and success 
driven over five years by Amrish 
and the other founders.  Prior to 
Commcise, Amrish was co-
founder of Cerebra Investment 
Technology, a financial services 
technology consultancy of  
20-30 consultants which 
specialised in delivering project, 
vendor solution implementations 
and business workflow 
consultancy to the buy-side.

Commcise deploys cloud-
based SaaS solutions to 
asset managers, brokers and 
independent research providers 
to help buy-sides and their 
providers manage research 
services transparently.  The 

specialist outside help. 

We set up Synswap with the 
intention of becoming that 
specialist.

We both had the understanding 
of the business problem and what 
needed to be done and quickly 
brought a CTO into the team to 
provide the technical solution.

I was very enthusiastic to leave 
the big corporate environment, 
with everything it entails including 
a highly hierarchical structure, 
internal and external politics, 
slow decision making process, 
repetitive tasks, and a lack of 
flexibility in the working hours / 
working remote, was not difficult 
for me, as I had always expected 
to run my own company (just not 
sure in which sector!).  I graduated 
from EM Lyon Business School 
in France, which has a strong 
emphasis on entrepreneurship, 
their motto being “Entrepreneurs 
for the world”. Part of the course 
was to build a virtual company 
and I have been able to transfer 
much of what I learnt in the 
academic, theoretical space to 
real world situations. 

Building my own company is really 
the best decision I’ve ever made 
and I’m much happier than in an 
investment bank.  However, what 
I found, and still find, difficult in 
a start-up vs. a big corporate, is 
the lack of human resources. As 
a Founder you start the company 
expecting to do one, two or five 
different roles but very soon 
discover that you have to learn 
a little bit about everything very 
quickly.  In a bank, if you have an 
IT problem, the IT team will fix 
it; if you have a legal question, 
you can go and ask the legal 
team; if you need a marketing 
presentation, your marketing 
team will do it for you. Not having 

and shared ledger technology. 
Cobalt’s automated technology 
matches all versions of a trade 
into a single ‘trusted copy’, with 
standardized nomenclature all 
accessible via a shared platform. 

By doing this, Cobalt dramatically 
frees up back and middle office 
resources from multiple layers 
of reconciliation; generating 
one immutable data set of 
FX transactions from which 
to provide multiple services 
delivered by Cobalt including a 
dynamic credit engine, netting, 
aggregation, finality, capital 
optimisation and data analysis. 

Cobalt’s unique trade data, with 
permission can also be shared 
with third parties to offer wider 
services to clients e.g. TCA or 
multilateral compression. Cobalt 
recently analysed real trading 
data from market participants and 
found it generates cost savings 
of around 50-70% across the 
post-trade FX lifecycle whilst also 
dramatically reducing credit risk. 

To date, the company has 
secured investment from Citi, 
First Derivatives, Digital Currency 
Group, SGX and IHS Markit and 
is are currently going live with a 
tier 1 bank, a prime of prime and a 
non-bank liquidity provider. 

Cobalt, with the support of some 
of the biggest FX institutions, is 
leading the charge to ensure a 
more efficient, orderly future for 
all FX participants. 

Like many new business 
founders before me, I started 
Synswap with a former colleague. 
Having both worked for a Tier 1 
Investment Bank, Mohammed 
Cherif and I recognised that 
reducing operational costs 
and streamlining the post-
trade workflow has become 
a key challenge for financial 
counterparties.  Structured and 
derivatives trading and sales 
teams spend significant amounts 
of time with their operation teams 
solving issues happening during 
the lifecycle of their trades: 
anything from a mismatched 
trade, to a dispute on collateral or 
a cash flow that doesn’t settle. But 
working for a large organisation 
the opportunities to make real 
change to this process, quickly, 
efficiently and cost effectively 
was more than a challenge – it 
was impossible without getting 

1. Accenture 
- “Banking on 
Blockchain” - 
https://www.
accenture.com/us-
en/insight-banking-
on-blockchain

2. EY – “Capital 
Markets: building 
the investment 
bank of the future” - 
http://www.ey.com/
gl/en/industries/
financial-services/
banking---capital-
markets/ey-capital-
markets-building-
the-investment-
bank-of-the-future

FROM 
INVESTMENT 
BANKING TO 
BECOMING 
MY OWN 
BOSS
Sophia Grami  
CEO & Co-founder, 
Synswap

A SAAS 
SOLUTION  
TO THE  
BUY-SIDE
Amrish Ganatra
Co-founder and CEO, 
Commcise Software 
Limited
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to clients in the UK, Switzerland, 
and Canada. 

The platform has evolved from 
an idea into a scalable and 
configurable core-banking 
platform, which gives SaaScada’s 
clients the opportunity to launch 
bespoke financial products in a  
few clicks. 

SaaScada offers a unique 
approach the “Banking as a 
Service” – with its agile Restful 
APIs and micro services 
approach enabling clients to 
choose “Best of Breed” partners 
to integrate with .Its innovative 
ledger system creates control, 
flexibility, innovation on product 
development and detailed 
management information  
including complex lending  
and credit products from 
origination through to  
repayment and of course a  
single customer view 

As a multi tenanted system 
SaaScada is constantly enabling 
clients to be at the forefront of 
technology advances ensuring  
that SaaScada clients can continue 
to deliver a first-class product to 
their customers 

SaaScada is also providing its 
banking platform to FinComEco, 
a unique eco-system which has 
agreements with five African 
countries to provide a financial 
platform to enable farmers to 
access finance, warehousing 
and exchanges – delivering real 
financial inclusivity 

SaaScada is building the next 
generation of digital banks 
around the world to drastically 
reduce the cost of running a 
bank. Steve’s mission to provide 
financial services to the under 
and unbanked population is now 
achievable on a global scale. 

built a successful career as both 
a disrupter and advisor to major 
corporates as well as the third 
sector. 

Steve also chaired The Big Issue 
Foundation for ten years and 
London Rebuilding Society for six 
both of which were addressing 
social and financial imbalance 
supporting his drive for financial 
inclusivity

Steve brings a searing sense 
of social justice coupled 
with a practical vision that is 
democratizing the financial 
services sector.  His aim was not 
just to create a socially inclusive 
bank account but to develop a 
cloud-based banking platform 
that enables clients to deliver a 
first-class product available to their 
customer’s globally – which deliver 
real change 

What drove him to found SaaScada 
was a fundamental conviction that 
the ability to transact financially 
in a safe and secure environment 
should be a basic human-right and 
that technology can create  
the ability to do this in a cost-
effective way.

This conviction began to take 
shape in the aftermath of the 
2008/9 banking crisis when 
fundamental questions were being 
asked about the kind of value the 
financial services was delivering.  
In particular how could the sector 
be more inclusive while delivering 
a better, more cost-effective 
service to its customers? 

Steve founded UK challenger bank 
The Change Account 
Steve was passionate about 
delivering a banking platform 
that was first class, but he knew 
that technology was the key into 
making it available to as many 
people as possible 

The launch of The Change Account 
was not without struggle. Finding 
a bank willing to be a partner was 
a huge obstacle. Banks couldn’t 
see how they could profit from the 
provision of banking services to the 
under-banked. 

Unable to wet the Banks appetites, 
Steve decided to go it alone.  
He was able to form partnerships 
with a number of charities,  
secure funding and formed an 
agreement with Nelson Wootton, 
the technology brains that 
built Steve’s vision and is now 
SaaScada’s co-founder. In 2015,  
he launched the values-based 
digital bank with features that  
rival today’s mainstream 
challenger banks. Including  
secure budgeting, wallets, 
notifications and spend controls.

Once launched, Steve and 
Nelson decided the core issue 
behind banking exclusion could 
be resolved by re-designing and 
rebuilding the expensive and slow 
core banking platforms available 
to banks and new entrants. Steve 
knew that if organizations could 
easily deploy banking products at 
a low cost, this could significantly 
increase the speed at which he 
could achieve his vision. 

Steve and Nelson founded 
SaaScada (www.saascada.com), 
an agile, scalable cloud based 
banking platform to enable the 
low cost delivery of core banking 
services Internationally -enabling 
organisations real ability to deliver 
innovative products and services 
to their customers speedily, 
efficiently and securely.

Fast forward to 2019, following 
three years of challenges; 
building a team; juggling multiple 
jobs; raising capital; bringing on 
clients, SaaScada is successfully 
launching banking SaaS platforms 

Steve Round is co-founder of 
SaaScada, a cloud-native, API 
driven banking platform that 
enables organisations to rapidly 
launch and scale new financial 
services. 

How did a man who’s never 
written a line of code in his life 
found a SaaS company capable of 
delivering core banking systems in 
less 12 weeks? 

SaaScada is built on a simple 
premise.  Every person on the 
planet deserves access to a 
bank account, regardless of 
background, geography or 
circumstance.  

Tech with a social conscience you 
could say.

Steve has worked both in the UK 
and Internationally in financial 
services creating solutions that 
the traditional financial services 
industry has ignored 

As a serial entrepreneur and 
non-executive, Steve currently 
Chairs the leading ecological 
building society in the UK, having 

already lengthy job description: 
introducing the Commcise agility, 
technical innovation and energetic 
client-centricity into Euronext.

Underpinning this professional 
and personal networking, Amrish 
has a CRM system memory that 
ensures he knows the exact 
status of every prospect and 
client, all the contacts at each of 
the companies, not to mention 
the names of their spouses 
and offspring and any relevant 
hobbies, holiday destinations  
and birthdays!

Team outings are always a lot 
of fun and have a common 
characteristic: Amrish is one of 
the last to leave and the least 
intoxicated, the paternal spirit in 
ensuring everybody is included 
and enjoying themselves being 
his principal concern, whilst all 
around are partying hard.

Inevitably, this professional level 
of focus and dedication creates 
some collateral damage.  In the 
case of Amrish, this translates to 
evenings burning the midnight 
oil in the office, family evening 
meals with one seat left unfilled 
and trans-Atlantic and Far East 
demonstrations, trips and calls 
making sleep a luxury and 
holidays never laptop-free.

Ironically, and as the best 
manifestation of his team-centric 
approach, I suspect Amrish 
would not recognise this glowing 
description of capabilities as 
belonging to him. His drive and 
relentlessness are only matched 
by his self-effacement, evidenced 
by the pride in the 30+ team now 
assembled: “I’m the thickest 
person in the company” is his 
favourite refrain.

where egos are left at the door 
and political machinations are 
anathema.

One of the key challenges for 
a founder CEO is the need to 
wear several hats to ensure 
the enterprise can move 
forward on multiple fronts in 
parallel, managing the various 
commercial, legal, technology 
and market reputation risks that 
are inherent in a fast-growth 
company.  This is especially acute 
where the founders are the source 
of funding and the company’s 
future existence depends on 
building a recurring revenue and 
cash flow to fund the planned 
expansion.  Amrish shouldered 
the responsibility of many of these 
building blocks at Commcise, 
for example – designing and 
relentlessly negotiating a network 
of contracts across the brokers, 
asset managers and independent 
research providers; creating 
a commercial framework that 
encouraged new clients to 
come on-board, but with self-
sustaining profitability as a core 
principle; appearing and speaking 
at industry events and forging 
relationships at senior levels to 
ensure the Commcise name was 
known as widely as possible.  Add 
the responsibilities of being chief 
demonstrator, internal IT support 
and telephone engineer and 
you have a dauntingly-broad job 
description.

The balancing act described 
above also requires the 
individual to create and evolve 
the macro-plan whilst ensuring 
micro-level fulfilment.  It is a rare 
skillset and rarer still to keep 
the appetite fresh to maintain 
this positive pressure as each 
new goal is achieved. Following 
the acquisition at the end of 
last year, Amrish has added 
another responsibility to his 

HOW SAASCADA 
IS CHANGING THE 
WORLD ONE BANK 
ACCOUNT AT A TIME
Steve Round, Founder, SaaScada
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Keeping your head in the cloud
Quantitative techniques are now 
part of investment reality.

Cloud storage, advances in data 
retrieval and analysis via advance 
algorithms mean that professional 
investment teams can now 
quickly, and cost effectively read 
millions of financial data points 
and understand the influences  
of macro factors on their assets 
and portfolios. Having an edge  
is critical.

Quant insight don’t like leaving 
financial analysis to chance, 
instead they combine extensive 
investment experience with 
scientific analysis and user-
friendly output, to report on the 
actual impact of macro data on 
price movements.

“We are in the business of 
anticipating regime changes, and 
giving clients actionable insights”, 
says Mahmood Noorani; Quant 
Insight founder.

“Our team is a unique blend of 
experienced investors and world 
class academics. This includes 
Chief Scientist Prof M Hobson of 
Cambridge University (Cavendish 
Group), who are harnessing 
information, so professional 
investors, and someday the retail 
audience are able to understand 
more about what macro factors 
are driving their asset prices. 
Even traditional bottom up and 
fundamental research funds are 
progressively including quant 
techniques into their investment 
mosaic to add value and clarity.”, 
says Mahmood.

Working as a portfolio manager 
at major hedge funds and 
investment institutions, 
Mahmood wanted to tackle the 
increasing issue of financial 
market complexity, the explosion 

Momentum investing.

The clearest uptrends tend to 
be long in terms of time horizon 
and high in terms of magnitude, 
so the name turnover associated 
with the clearest uptrends is 
quite low.  By aligning a portfolio 
in synch with the clearest of 
uptrends, the third drawback of 
high turnover is also alleviated.

The beauty of trend capture is 
that it fits seamlessly with all 
investment styles with a minimum 
of disruption.  It can be used as 
an overlay for idea generation 
& validation, risk control by 
managing performance risk, and 
for improving the return profile 
of other factors such as value, 
growth, and even other measures 
of momentum.  Investment 
managers can materially 
improve the performance of 
their investment portfolios and 
improve client satisfaction and 
retention.

Trendrating offers an array 
of tools to help incorporate 
trend capture into a range of 
investment styles.  A cloud-
based software offers easy to 
use graphical interfaces and 
integration toolkit to easily 
embed trend capture into the 
investor workflow.  Trendrating 
also offers data feed solutions 
whereby investment managers 
can incorporate its trend 
capture model into their existing 
platforms, be they proprietary 
or third-party software.  Both 
delivery channels offer an easy 
integration of the Trendrating 
trend capture model into the 
user workflow, with material 
differences observable within a 
short period.

Mahmood is an experienced 
macro investor with a 
background as a rates 
derivatives trader, macro 
proprietary trader and macro 
hedge fund Portfolio Manager. 
He started researching 
quantitative investment 
processes several years ago and 
founded QI in 2014. His research 
into quantitative methods was 
motivated by a conviction that 
traditional macro investment 
processes no longer worked  
as they had previously, that 
market structure was changing 
and that a new approach was 
needed to understand financial 
market dynamics. 

The QI platform was officially 
launched in 2017. 

Mahmood started his career at 
Morgan Stanley and has since 
worked for firms including UBS, 
Credit Suisse, BlueCrest Capital 
and Citi Capital Advisors Global 
Macro Fund. 

Mahmood holds a B.SC and M.Sc 
in Economics from the LSE 

stock selection processes.  Trend 
analysis provides stock-pickers 
with information set on the set 
of securities whose information 
is being recognised by the 
market, and prudence dictates 
that it is better for managers to 
incorporate into the portfolio a 
stock whose fundamentals are 
in synch with its underlying price 
trend.  After all, the market can 
stay irrational longer than most 
investors can stay liquid.

Trend analysis captures the 
momentum risk premia robustly 
by mitigating the negative 
associated with momentum 
investing.  There is ample 
evidence that over any medium 
to long-term investment horizon, 
momentum offers the best 
risk-return profile.  Its drawbacks 
are greater volatility, higher 
drawdowns, and high turnover; 
Trend Capture helps overcome all 
three shortcomings.

The Trendrating approach of a 
dynamic window at the stock 
level to uniquely capture each 
stock’s trend commencement, 
allows it to overcome the high 
drawdowns drawback, as each 
security’s trend is measured over 
its unique time window.

By capturing the trend’s direction 
through its proprietary algorithm 
and then measuring the trend 
magnitude over each stock’s 
unique trend window, facilitates 
the clear separation of winners 
and losers with a material level 
of accuracy.  Price development 
in the clearest uptrends, occurs 
with volatility significantly lower 
than that of the overall market, 
which implies that portfolios 
formed by positioning them in 
line with the clearest uptrends 
result in outperformance at lower 
volatility, thus alleviating the 
second drawback associated with 

Equity markets exhibit significant 
return dispersion in all phases 
and Trendrating’s assertion is that 
this cross-sectional dispersion in 
returns makes a compelling case 
in support of active management, 
as the opportunity to outperform 
underlying benchmarks is real.

The growing disconnects 
between security fundamentals 
and the ensuing price 
development is creating 
significant challenges for 
stock selection strategies.  
The ever-increasing amounts 
of money being invested into 
passive instruments and 
smart beta strategies are 
further exacerbating these 
disconnect.  This is because 
the price of securities that have 
large weightings in passive 
instruments continues to move 
upwards as inflows increase the 
demand for these securities.  The 
price trend moves independently 
from the underlying fundamentals 
and becomes a function of 
money flow amongst other 
factors.  The increasing level 
of underperformance relative 
to benchmarks of fundamental 
investment managers is a 
sign that ignoring price trends 

will only increase this level of 
underperformance

The proportion of active funds 
underperforming their respective 
benchmarks increases sharply 
when the time horizon is 
expanded to just three years; the 
figures are even bleaker over a 
five-year and ten-year horizon.  
Investment strategies that are 
cognisant of price trends, and 
who endeavour to be in synch 
with them, are the ones who 
will increase the probability of 
delivering outperformance to 
their clients.

Whilst an active manager may 
be correct in his or her assertion 
regarding a stock’s intrinsic 
value, the gap between the 
stock price and intrinsic value 
may remain large over months 
or even years; this can cause 
considerable damage to a 
portfolio’s performance.  It is 
vital for investment managers 
to be aware of price trends of 
securities in their investment 
universe, and position in their 
portfolios to be in synch with 
price trends and not be pushing 
against strong trends; be they 
uptrends or downtrends.

The good news is that tools 
are available for fundamental 
managers to improve the 
accuracy and timing of their 

ACTIVE MANAGERS CAN 
BEAT THEIR BENCHMARKS
Arun Soni, Global 
Head of Strategy, 
Trendrating

KEEPING  
YOUR HEAD  
IN THE CLOUD
Mahmood Noorani 
Founder, Quant 
Insights
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millionaires abound in the press - 
and many in the media think that’s 
the ‘human interest’ story - but I 
believe the bigger story is about 
how blockchain will change our 
society in far greater ways and  
I’m always so happy to get out of 
bed every morning to help  
tell that story. Five years ago, I 
would have laughed my head  
off if you ever said I’d be described 
as a ‘woman in fintech’. Yet  
today I have been described by  
Barclays as a ‘Blockchain guru’, 
been featured in Innovate 
Finance’s Women in Fintech 
Powerlist and by The Spectator 
magazine as one of the ‘Queens 
of Crypto’ and given evidence  
to the All Party Parliamentary 
Group on Blockchain.

I have seen cryptocurrency prices 
rise and fall many times but what 
remains constant is my desire 
to see the implementation of 
blockchain and distributed ledger 
technology in areas that impact 
the most positively on business 
and on society. Many of the 
challenges and problems I used 
to discuss back in public policy 
seminars are being tackled daily 
by entrepreneurs and innovators 
working with blockchain. 

While technology cannot solve it 
all, there are many aspects of the 
way we organise society that can 
be vastly improved by the ability to 
have a secure and yet transparent 
peer-to-peer exchange of digital 
assets which can be accessed 
by anyone around the globe. If 
we want to tackle some of our 
society’s most difficult problems 
– be it trust in the media, climate 
change, poverty, healthcare 
reform, or humanitarian aid - a 
distributed world is surely an idea 
whose time has come.

started reading about bitcoin and 
learning all I could about bitcoin 
mining, cryptocurrency wallets 
and exchanges, the history of 
money and other seemingly 
esoteric topics. I talked to some of 
the early adopters, entrepreneurs 
and thinkers in the field. I was 
so intrigued, so fascinated and 
drawn to the type of people who 
were involved in building this 
technology that I began to think 
about pretty much nothing else 
except learning more about it and 
seeing how I could build a career 
in the nascent world of blockchain.

Not being a coder nor a financial 
whizz kid, I wondered what 
contribution I could make to what 
seemed to be such an exciting, 
fast-paced and innovative 
community. How could I, as an 
individual, make a difference 
and provide some value? 
What I realised from endless 
conversations with friends, family 
and former business colleagues 
who really couldn’t understand 
what I was doing was that actually 
no one understood what was 
happening in this vibrant world of 
cryptocurrency and blockchain 
innovation. The story was being 
poorly told, if it was being told at 
all, and it was largely a discussion 
being conducted between the 
technologists themselves with 
their own jargon that made no 
sense to us mere mortals who had 
never heard of – or ever thought 
we wanted to hear about - a 
‘Merkle Tree’ or a ‘permissionless 
distributed ledger’.

In 2016, I set up my company, 
Unblocked, as a means of 
unlocking some accessible 
answers to the questions so many 
people had. I began telling that 
story and linking it to different 
industry sectors outside of finance 
where blockchain was beginning 
to have an impact. For example, 

how would blockchain change 
how we organise healthcare 
provision and help empower 
patients, how would it impact on 
the environment and our energy 
markets, how could blockchain 
and cryptocurrency change the 
way we give money to charity or 
conduct humanitarian campaigns, 
and could blockchain help us 
save the ailing media, and revive 
funding for arts, film, TV and the 
music business?

I am now five years into my 
“blockchain odyssey” and am 
running 2 businesses after 
launching a new joint venture at 
the end of 2018. I don’t regret for a 
second deciding to try something 
new. Since we launched three 
years ago, we have worked with 
some of the leading business 
and thinkers in blockchain. We 
have acquired a following of 
over 5500 people, hosted over 
300 speakers and showcased 
nearly 100 blockchain start-ups 
via Unblocked events as well as 
founder interviews on our blog, 
Chain Reaction.

Today, I feel more passionate than 
ever about blockchain’s potential 
to solve many of the social, policy 
and business problems we face. 
And I also see more clearly how 
this technology is aligned with 
things that really matter to me 
– flexible working which favours 
families and working mothers, 
wider access to capital for both 
individuals and entrepreneurs, 
and especially opportunities for 
women around the world to accrue 
assets and escape poverty even if 
they will never live anywhere near 
a bank or access the traditional 
financial system. 

I never get tired of finding new 
ways to explain how blockchain 
connects with you as a person or 
as a business. Stories of bitcoin 

At the end of 2013, I was an 
entrepreneur with a fast-growing 
company, travelling abroad 
once every two weeks, yet highly 
dissatisfied with my lot. So, I did 
something that most people 
thought was crazy and closed 
down my perfectly successful 
business with no idea of what 
to do next. It turns out that what 
happens when you leave a 
vacuum is that something soon 
comes along to fill it. In my case, 
that something was bitcoin. A 
colleague approached me in 
early 2014 to work with her on 
a big conference about bitcoin. 
I knew nothing whatsoever 
about cryptography or financial 
technology and had never even 
heard the word blockchain. 

What started out as a simple 
project to help run an event turned 
into a life-changing moment. I 

Quant teams across investment 
firms have an appetite for high 
quality, robust data that can be 
shoehorned into their internal 
process, to create watertight 
investment strategies and 
highlight the potential risks ahead. 
An ability to empower these teams 
to explore and look for their own 
insights is the focus of global data 
providers in an ever-changing 
financial landscape. 

Technology is fast forwarding the 
change, nature and delivery of 
financial data in some significant 
ways, much as it has transformed 
other industries such taxi 
booking, and accommodations, 
to mention just a few. These 
came from the ability to connect 
science to solving concrete 
problems. 

Individual retail financial investors 
want to take control and be 
educated to make their own 
decisions, away from traditional 
advice, and ultimately the industry 
will see a transformation of 
complex financial macro data 
percolate down to the consumer 
audience in simple to use formats.

Mahmood says; “Quant Insight 
wants to be the heart of scientific 
macro analysis, and whatever the 
advances in technology, I would 
like to see every institutional 
financial risk and investment 
decision to connect with our 
technology in some way”

of available data, geographical 
interconnectedness which affect 
price movements. Mahmood 
has spent six years defining and 
delivering a software tool that 
is used across the professional 
investment spectrum including 
the world’s largest hedge funds. 
He continues “Investment and 
asset managers are not dealing 
with simplistic marketplaces 
anymore, and our aim is to 
continue to harness data, and 
deliver real business value”

Inside the Quant Insight 
algorithms, data is fed from 
across rates, equity, commodity, 
credit and FX asset classes to 
create macro snapshots and a 
measure of the major influencers 
of the price variation. Patterns 
are recognised and quantitively 
reproduced in charts and data 
tables to give wealth managers, 
investment committees, 
hedge funds, asset managers 
and risk teams an insight into 
vulnerabilities and opportunities. 
Their output and concept are 
not here to replace investment 
professionals-but to empower 
and add value as a discretionary 
overlay to their process.

“Our AWS Cloud storage and 
high-speed data retrieval 
has accelerated our research 
and development to enhance 
deployment of customised 
solutions and new products”,  
says Mahmood.

"TECHNOLOGY IS FAST FORWARDING THE  
CHANGE, NATURE AND DELIVERY OF FINANCIAL 
DATA IN SOME SIGNIFICANT WAYS, MUCH AS  
IT HAS TRANSFORMED OTHER INDUSTRIES SUCH  
TAXI BOOKING, AND ACCOMMODATIONS, TO 
MENTION JUST A FEW."

HOW A 
CHANCE 
ENCOUNTER 
WITH BITCOIN 
CHANGED MY 
CAREER
Helen Disney
Co-Founder, 
Unblocked Events
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together to ensure all member of staff feel valued, 
feel a part of the team and feel they are contributing 
positively then surely engagement increases and, in 
turn, so does productivity.
Every hire into a business is a significant 
investment, not only in time and money but also 
in knowledge input, including knowledge of your 
firm, knowledge of your systems and knowledge 
of your purpose – things that can only be gathered 
over time. This investment means that the retention 
of staff has always been incredibly important for 
companies and something they are always looking 
to improve. 

The cost of losing staff
When an employee leaves a company, the effects 
can be far-reaching, with the impact hitting all parts 
of the business in both the short and long term. 
• Panic at loss of knowledge
• Skills loss
• Over-stretch to fill the void
• Deadlines pushed back
• Pressure on other teams
• Recruiting the replacement  
   (time, cost, investment in skills)
• Time lost on desk
• Time and cost of training and onboarding
• Ripple effect of cultural loss
• Destabilising 

Replacing a valued lost employee can cost well  
over the value of their current basic salary.  The 
business impact is far more extensive than just a 
simple replacement.  So, what can we do to  
prevent these losses?

Technologists are addicted to moving forward  
in some way
Technologists by nature want to learn. Technology 
is constantly changing and, with such rapid 
innovation in the sector, not making progress is 
like sliding backwards. This makes any potential to 
learn and improve as a key need. Learning isn’t only 
new technologies it’s the feeling of momentum, 
this is often seen in business facing skills, project 
ownership and managerial responsibilities. 

It isn’t a coincidence that some companies have 
fantastic retention rates and others have a high 
turnover of staff. There are always patterns and 
trends that we have identified to try to paint a 
complete picture of the reasons people make 
that decision to find a new job. Every individual is 
different and often their true motivations, desires 

and loyalties are complex and driven by a huge 
number of factors. 

Here are the main reasons people within the 
technology sector have been leaving their roles:
1. They were the wrong hire in the first place.  The 
biggest issue we see is that companies hire 
selfishly, they hire to fill a specific need right now 
in the business and expect a CV/person to “hit the 
ground running”. Someone who isn’t stepping up 
into a role has little to learn or be challenged by and 
ultimately won’t stay for long. 

2. No career development. Attracting someone to 
a company is not the end of the game, the firms 
that put in place long-term plans to engage and 
motivate to ultimately retain them. Failure to do 
this will lead often leads to poor retention rates and 
surprise departures. 

3. Technology not moving fast enough. This is a 
typical issue as companies simply can’t keep up 
with the changes that happen within technology. 
The issue here isn’t just the technology it is really 
that there is nothing else representing progression 
within the role either.

4. Roadmap closed or on diversion: Projects 
coming to an end and no next phase – moving to 
maintenance is moving backwards, BAU is not 
exciting especially when the role was pitched as a 
greenfield project. Without foresight after a project 
end, its easy for a person to see it’s as a good time 
to make a clean break away from the company.

5. Mindsets and Visions misaligned – bad 
communication, clashing, culture not values, 
contradicts open discussion, lack of trust. People 
want to be part of something meaningful, not 
opening up the vision to staff paves the way for 
short-term hires.

6. No training / investment/ no learning – boredom 
and no challenge.

7. Financial uncertainty, more money, not getting 
paid, uncertainty of investment, bonus unattainable, 
company been purchased

8. Political uncertainty, redundancies, promotions, 
desire for autonomy – reached a glass ceiling

9. The little things become the big things – travel, 
lunch hours, clashes, structure, targets

ompanies are nothing without 
the good people to run them. 
Staff churn is a huge threat to 
the success of a company and 
within the technology sector 
in particular staff retention 
is crucial to the successful 

completion of business-critical projects. Moreover, 
staff who keep moving jobs often end up holding 
themselves back in their personal progression as 
they don’t get the crucial exposure, they need from 
seeing a project through its change transformation 
or implementation.
HR director Magazine wrote that “98% of UK 
employees have changed job since 2013” so it’s a 
problem we all need to solve.

In this paper, I hope to tackle the main reasons why 
technologists leave their companies and what we 
can all do about it. Prevention is definitely better 
than cure when it comes to retaining talent and as 
we all know, counter-offers won’t offer a solution 
anyone will be happy with. They are often too little 
too late. 

I want to identify the main drivers behind why 
people leave their firms and outline what can be 
done to prevent you losing your top people.

Economia Magazine wrote that “75% of UK 
employees are not engaged”, if we can work 

The main reasons 
people leave  

(and what you can do about it)

C
Nadia Edwards-Dashti
The Harrington Starr Group
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10. Un-special, when individuals feel they are 
overlooked, or taken for granted it’s not too long 
before they start looking. People want collaboration 
and sharing of ideas not dictatorships. Innovation 
comes from talk not conflict

Our research in the market shows us that if some 
of the following were focused on then that person 
wouldn’t have started the search in the first 
place. Every person is different, and everyone’s 
motivations vary however these are the top things 
that when embraced have encouraged staff 
retention and commitment to the firm.

1. Have a vision
Have your people be part of the vision, your 
purpose, your business and what you stand for 
can be a cocreation of your team, furthermore new 
starters need to be inducted into this big picture 
vision

2. Review the Career Path all the time.
Regular conversation around career progression 
and a strong review system help to reduce 
misunderstanding and increase engagement. 

3. Learning and development is crucial
Not just putting people of courses but having strong 
mentoring programmes and management time to 
help continuous development. 

4. Selection is Key
Ensure a thorough interview based around team fit 
as well as technology skills. When people hire for 
value fit rather than cultural fit, they tend to build a 
more stable team with less conflict.

5. Constant communication
It is fundamental to ensure consistent 
communication putting context about
why things are being done – a failure to 
communicate is a huge factor in why people leave. 
You have to understand the individual and keep a 
candid and open level of communication. 

6. Team spirit – feel part of a team
An attachment to the brand, the feeling that 
personal goals can best be reached by the goals 
of the business is an essential part of keeping staff 
engaged. 

7. Keep Promises
Broken promises are one of the single most 
significant reasons for good staff leaving good 

Coming Soon

Something new  
is happening  
with diversity  
in FinTech...  

Want to know more?

email us to find out how you can be involved
 info@diversifyme.co.uk

companies. Training for your supervisors and 
managers to ensure false promises aren’t made is 
necessary.

8. Champion diversity of opinion and 
methodology
Encourage open discussion and positive challenge 
of one another – different opinions should be 
welcomed and people who feel safe in their 
environment are able to excel in their ideas.

9. People Management
People often can leave their manager rather than 
their company. The main reason for this is a lack 
of empathy, contact and time. Proper people 
management is a unique skillset that needs to be 
invested in to ensure your people come first.

10. Involve, Engage and Collaborate
Involving staff in decision making on a corporate 
level and giving them a voice breeds the 
engagement necessary to keep the best staff on 
your team. 

11. Challenge the way you are thinking
The same actions will produce the same results, 
change and be agile to what your staff ask for 

12. Autonomy
Google’s 20% time gives developers the 
opportunity to create and studies have proven that 
a degree of autonomy goes a long way to creating a 
happy workplace. 

13. New Technology
Exposure to new technologies and the chance to 
explore bleeding edge technology is the Everest for 
many in the space. Keep them engaged by evolving 
technology and the ways in which you use it.

The businesses that really think 
about how they can keep, grow  
and develop their talent by creating 
a culture of excellence will almost 
universally be the most successful 
brands in their industry. The thirteen 
points above, with real structure 
around their implementation will 
help your business go from good  
to great. 
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Why did you start Apply Financial? 
Back in 2010, I knew that financial 
institutions were building payment 
solutions, but they needed to check that 
the information contained in the payment 
instruction itself was correct.  The most 
serious and potentially costly problems are 
often caused by human error and being able 
to avoid post-event changes to any form of 
data input is something that every institution 
aspires to. That's why automating and 
streamlining the whole process was (and 
still is) the way forward.

I wanted to build something in the cloud, 
and I wanted to deliver a solution via API, 
an easy to deploy, self-service solution with 
no data downloads and no complex rule 
management required. Who would not want 
that?  

Is there anyone/group who particularly 
supported you?  How were they 
instrumental in either getting you 
started or keeping you going? 
For the first four years we were swimming 
against the perceived idea of cloud as 
something banks and NBFI’s could not rely 
on, but since 2014 attitudes have changed 
- even big institutions now routinely accept 
that, with solutions such as ours where we 
work in an environment with the same levels 
of security as their in-house data storage, 
the cloud is safe.

However, we did have some key contacts, 
at banks and foreign exchange companies 
in our network, we knew should be 
interested. And it turns out that they were. 
They liked and bought into the idea with 
a combination of reasons including not 
having the expertise in-house and not 
wanting to attempt a long and drawn out 
corporate procurement sign off process to 

build themselves.  Our first clients did not 
know how to solve their problem but had 
the confidence we could. I am delighted 
to say that we were able to deliver to their 
requirements and they are still some of our 
most loyal clients.  

In 2012, we received some seed capital 
from VC company True Ventures who are 
based in San Francisco. They back and 
fund founders and their ideas without trying 
to impose their corporate style and their 
support enabled us to grow to where we 
are today without any additional external 
funding.

Did you always want to run your own 
firm?
Yes, I would describe myself as a serial 
entrepreneur and even as a co-founder 
of other companies or a board member 
of a larger companies I have never really 
enjoyed taking instruction from above. 
Prior to creating Apply Financial, I ran 
an independent consultancy company 
specialising in mentoring and advising 
technology companies of all sizes and 
across many sectors and am a mentor at 
Level 39 the world’s largest FinTech hub. 

Assuming that when you founded the 
company, you did a bit of everything (and 
are still doing more of some things than 
you would choose to). With hindsight, is 
there a role you would recruit sooner if 
you were to do it again? 
Not really.  Early on we brought in Martin 
Eves as CTO. His extensive knowledge and 
experience of banking and payments has 
enabled us to deliver creative solutions that 
have been strategically vital for a number 
of companies' profitability and customer 
growth. His expertise and network enabled 
us to bring in some excellent technologists 

Why did you set up Geospatial Insight?
My co-founder Dave Fox and I were 
working at another firm he was CEO and 
I was Innovation Director.  I spotted a 
completely new market opportunity in 
the finance sector with the opportunity 
to create meaningful high value data and 
research for clients who would benefit 
greatly from a new source of insight, 
derived from satellite and aerial data.  But 
it was clear that it would not be a typical 
‘race to the bottom’.  Dave added the 
greater depth, realising that coupled with 
the opportunity of new markets several 
critical factors were having an impact in 
the space.

The huge increase in lower cost, high-
resolution high-frequency satellite data 
and the beginnings of drone technology.  
These two factors would give us two new 
and growing imagery data sources.  Dave 
and I also recognised that automated 
AI and machine learning based imagery 
processing was emerging in parallel, 
providing a compelling opportunity; new 
high frequency time-series data sources, 
new automated processing and new 
markets hungry for highly valuable data 
driven insights.  

We presented the opportunity to our peers 
and when they didn’t want to develop a 
new business stream and were in-fact 
shrinking the traditional business, it was 
obvious that we had the opportunity to 
start Geospatial Insight.  After 15 or so 
years at major firms I was ready to leave 
and go small again!  

Where did your initial support come 
from?
When we started the company, Midven, 
a venture capital firm with experience 

in the first few years, taking a huge 
weight off the founding team.  Unless 
you are a technologist yourself, this 
is something I would absolutely 
recommend and do again.

With 8 years behind us now, with a 
growing global client base, we have @27 
staff still mostly technical. I am now at a 
point where I still enjoy talking to clients 
and prospects looking for solutions to 
their problems but am looking to expand 
our senior team to run the company on 
a daily basis. I can then concentrate on 
planning the more strategic direction of 
the company – something I also enjoy.  

How did you attract/retain quality 
staff to a start up?
Apply Financial benefits from a start-up 
culture that values creative problem 
solving, open communication, a flat 
hierarchy and flexible work environment. 
Work life balance is very important for 
us which is why all our staff work from 
home removing the daily commute 
and providing more flexibility with 
family needs. We are all self-directed 
and able to solve problems and 
execute independently, we maintain 
our close team working through video 
conferencing, chat applications and 
other remote working tools.  
We invest a significant amount of our 
revenue in product improvement, 
constantly investigating how new 
technologies can improve speed and 
functionality. We are looking at leading 
edge technologies including open 
API, Artificial Intelligence and Machine 
Learning – all areas which keep our staff 
interested and enthusiastic about the 
technology and invested in the future of 
the company. 

1 2

MARK BRADBURY
Founder, Apply 
Financial

DAN SCHNURR
Co-founder, 
Geospatial Insight
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helping entrepreneurs to build strong 
and successful companies, provided 
our initial funding and a couple of 
key individuals in firms who became 
our anchor clients provided us with 
invaluable support.  Their belief 
in what we were doing and their 
encouragement kept us going as we 
scaled the business and developed 
our products, syndicated data and 
research offerings.  In addition, 
as a Chartered Surveyor, many of 
my profession run small or private 
practices and the RICS provides a 
great deal of support in this regard.  
 
Do you have any words of wisdom 
for others thinking of starting their 
own business?
Collaborate wisely.  Key collaborations 
with others who understand the market 
opportunities are critical.  For us, it was 
an interesting situation where we knew 
everything about our data sources and 
what could be derived and generated 
from them, but we knew very little what 
insights and research was needed 
or valuable.  Just because we could 
provide clarity and insight where in the 
past there had been opacity, it did not 
mean we had a valuable proposition for 
our prospective clients.  

Also, new businesses should be wary 
of initial over excitement the new 
company may cause!  We had several 
very excited potential partners and 
collaborators but once we probed 
a little deeper it was clear they 
weren’t necessarily the right team to 
collaborate with at that time to grow 
our business. 
  
How do you attract talented staff? 

We convinced a really good CTO/
COO to join us as a founding director 
right at the outset, Paul Fearn.  He 
has been absolutely incredible in 
not only attracting the right talent; a 
brilliant technical and diverse team 
but he has also developed innovative 
technology and techniques to keep 
them engaged and committed to the 
firm.  Dave and I have also maintained 
and developed our links with industry 
partners, universities and places like 
the Satellite Applications Catapult and 
Innovate-UK to find and recruit key 
staff and partners. 
 
With hindsight, is there a role you 
would recruit sooner if you were to 
do it again? 
Great question.  A really good sales 
team leader with experience of what 
sells to the new (for us) markets we 
were addressing would be the first hire 
if I was doing this again.
 
Biography

Dan Schnurr is co-founder and CIO of 
Geospatial Insight Limited.  Formed 
in 2012, Geospatial Insight provides 
alternative data and independent 
research the finance, insurance and 
corporate markets.  Dan is a Fellow 
of the Royal Institution of Chartered 
Surveyors (FRICS) with over 24 years’ 
experience of using aerial and satellite 
imagery for survey, mapping and 
surveillance applications.  He is one 
of first survey professionals in the 
world to use time-series imagery 
intelligence (IMINT) and measurement 
& signature intelligence (MASINT) as 
a source of alternative data for these 
new markets.

F I N T E C H    F O C U S

What can you tell us about your 
business?
Geospatial Insight provides data and 
insights derived from the analysis of 
satellite, aerial and drone imagery. We 
apply machine learning to capture key 
features and events, which enables us to 
produce evidence-based intelligence. We 
service multiple markets, but for readers 
of North Starr, the two most relevant 
are insurance/insurtech and financial 
services/fintech. In insurance, we provide 
catastrophe response information and 
building and environmental information 
which services risk-based pricing and 
brokerage models. In financial services/
fintech, we’re increasingly finding those 
same datasets relevant to mortgage 
valuation and risk assessment, but like 
many in the alternative data industry we’ve 
tended to focus more on buy-side alpha-
oriented datasets, including physical 
commodities and consumer footfall. 

What has been your journey to current 
position?
I worked for 20 years at MathWorks. 
For those with quant, engineering or 
mathematics backgrounds, that’s the 
company behind MATLAB. For about half 
of that time, I was Industry Manager of the 
Financial Services team. As a geographer 
among mostly engineers, I could feel 
out-of-place, but I was also quite good at 
being able to see the wood or forest while 
others came to terms with individual trees 
and so I was able to help the company 
understand how the many different types 
of people in finance, economics and 
insurance were using these engineering 
toolsets. While there, I was immensely 
privileged to participate in the evolution 
of the financial services industry, what I 
call the Seven Ages of Quant. I’ve also 

been lucky to have had a holistic bird’s eye 
view of the industry crossing buy-side and 
sell-side, niche hedge fund and bulge-
bracket bank, navigating front, back and 
middle offices, into insurance and then 
into the very different cultures of central 
banks, NGOs, think tanks and regulators. 
Towards the end of that time, economists 
and insurers aside, serious modelling was 
increasingly a standardized function of 
the middle office for tasks like risk-based 
accounting, while the fast-and-furious 
types of the front offices and hedge funds 
were taking up open source. My fun quota 
was diminishing while fewer doors opened 
to us. More by luck than judgement, 
18 months ago I attended a satellite in 
financial services event courtesy of a 
freebie from a training services company 
I had an affiliation with. At the time, 
I struggled to reconcile the content 
presented to the finance applications, that 
I had encountered at least. However, after 
sleeping on things, attending a couple of 
thought-provoking alternative data events 
soon after (most sentiment-based, but 
usually incorporating satellite chat on 
their panel discussions), it all began to 
make sense. I realised how I could both 
open my mind and get back to the leading 
edge of finance, while working with the 
satellite specialists to help translate these 
great data sources into something useful 
for the financial services industry and I 
somehow found myself a job with one of 
the speakers from the event I had crashed.

What interested you in this space?
Two things: first, getting back to being at 
the leading/bleeding edge of the industry 
– it’s lovely to have hedge funds and front 
office traders interested in what we’re up 
to. Second, I’m now working for a company 
where geography intersects with – and is 
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STEVE 
WILCOCKSON
Product Manager, 
Geospatial Insight

"Their belief in what 
we were doing and 
their encouragement 
kept us going as we 
scaled the business 
and developed our 
products, syndicated 
data and research 
offerings."

>
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integral to - finance, rather than among 
applications where it’s abstracted out.

How have you settled into the 
business?
It’s exciting, challenging, scary, vibrant 
and hand-to-mouth in equal measure. 
It’s been a roller coaster, but good for 
me. I’ve learnt to have sleepless nights, 
but also challenge myself and be 
challenged.  

What lessons did you learn in your 
previous role?
Finance is a unique industry. Most other 
industries have established processes 
and model standards. They manage 
model development cycles well, which 
is why planes fly safely in the skies and 
cars (mostly) are increasingly reliable. 
Finance thinks it does development 
best, and in some cases it does, e.g. 
applying agility across development 
cycles. However, it’s also a technology 
basket-case, incorporating fad after 
fad into last decade’s increasingly 
aging, inefficient and risky legacy 
stack. On the other hand, the business 

environment is fast-paced and vibrant, 
run by people with creativity to see 
new things and willing to take a risk 
(perhaps with an inflated bonus in 
mind) to make good and not-so-good 
things happen. There are reasons 
things happen first in finance. At both 
my last engineering company and my 
new (according to LinkedIn) “defense 
and space” company, I’ve conveyed 
that financial services is a world on its 
own. You must embrace it on its terms, 
and not try to impose norms of other 
industries onto it, and I love it for that. 

Where do you see the opportunity 
for you in the UK and European 
market?
Alternative data has been led from 
America and sometimes that means 
the rest of the world doesn’t always 
get as much dataset focus as they’d 
like. That can be useful to those of 
us building datasets and insights in 
Europe and the UK. 

What are some of the major 
challenges facing the industry that 

your company overcomes?
First, a realization that place is 
important. Geographically contingent 
information, whether for identifying 
mis-priced trades, capturing leading 
edge information on an asset or helping 
with due diligence, risk assessment 
and in advanced stress testing is now 
deemed important. Second, what I call 
Geofinance and others call “spatial 
finance”, the blending of geography 
with financial analytics, modelling and 
insights, is a real and socially useful 
thing. It contributes to sustainable 
finance, in practical terms helping to 
construct ESG models or incorporate 
climate scenarios into risk and stress 
testing models. It’s helping make 
finance more purposeful than it has 
been years, more attractive to those 
considering entering the industry, and 
we’re part of that trend, particularly in 
terms of the provision of real data. 

How does your company 
differentiate itself from its 
competitors?
Imagery, satellite and aerial in 

particular, when compared with other 
alternative data sources is globally 
applicable and non-intrusive. You can 
count cars in a car park or at a factory, 
but you can’t identify individuals, unlike 
payroll information or transaction data. 
Second, in relation to other geospatial 
vendors, our experience in insurance 
is unique. While financial services 
were perhaps first off the block to use 
geospatial information, for example 
counting cars in Walmart parking lots a 
decade ago, insurance has adopted it 
much more since. It’s had to as policies 
are postcode and environment-
dependent. Now that finance is picking 
up geospatial technology again, we’ve 
gained invaluable experience. 
 
Where do you see the future of the 
market heading?
In five years’ time, you will be able to 
look up images, identify features and 
draw out structured time-series data 
on your favourite terminal platform. We 
want to be part of that mega-trend.

What do you feel are the biggest 
obstacles facing your organization 
in the industry?
The alternative data trend or fad 
represents both an opportunity and 
a hindrance. The industry is talking 
about it, learning to use it, but also 
there are too many vendors offering 
too many data-sets. As of now, satellite 
and imagery data-sets have not been 
top of the list of “altdata” shopping 
lists, in part because imagery has 
been perceived as largely static, low-
frequency, overly irregular given issues 
like cloud and too often delivered as 
an image rather than a time-stamped 
data-set. 

How do you plan to overcome those 
obstacles?
Some of this is the luck of timing. 
Technology is changing rapidly. 
Imagery is increasingly dynamic. 
Machine learning facilitates automated 
ongoing analysis. We’re getting better 
at understanding and structuring data 
in a way that the industry can ingest, 
and spatial information feeds are near-
at-hand. As noted earlier, our insurance 
experiences have helped considerably. 
Also, financial organizations across 
the spectrum – from regulators to 
investment managers - are now 
building use cases, becoming more 
familiar with the technologies and 
willing to engage with them. These 
are truly exciting times to be at the 
intersection of imagery and financial 
analysis.

What makes your company an 
employer of choice?
The diversity of our client base helps. 
We’re committed to finance, but not 
dependent on the fads. Some aspects 
of our company too are fabulously ultra-
modern, an ability to work remotely 
for example. We work hard and late 
into the night and over weekends, but 
flexibly.

What are your plans for 2019 and 
beyond?
My plan is to ride the waves, catch 
a good one, and in doing so make a 
difference to the industry, my company 
and my job satisfaction.

What areas do you see as most ripe 
for disruption by technology?
Quant and financial modelling. The 
financial model is and will remain a 

staple, but in an age of big data, data 
science and massive computational 
power, assumptions and levels 
of abstraction need not be so 
constraining. Imagine a world where 
baskets of assets are priced according 
to spatial time-series parameters, or 
portfolio theory incorporates point-in-
time information reflecting the global 
components of constituent assets. No 
longer will portfolio analysts depend 
on the rational efficient market blanket 
assumption that price captures all of 
that and more. Practically, there was 
no point in challenging the staple 
theories a decade ago because 
of computational limitations. Now, 
aging theory is gatekeeper, but that’s 
changing. 
 

Biography

At Geospatial Insight, Steve 
Wilcockson is Product Manager for 
RetailWatch, a consumer sentiment 
analysis dataset and drives client-
facing activities in the financial 
services segment for all Geospatial 
Insight products. Steve was formerly 
Global Industry Manager for Financial 
Services at the engineering software 
company MathWorks, developers of 
MATLAB™, where Steve worked in the 
field for over 20 years among model 
builders and implementers such as 
quants, quant developers, economists, 
actuaries, algo traders, portfolio 
managers and risk managers. Steve 
has a masters degree in Geography 
from the University of Cambridge and 
the University of British Columbia.

F I N T E C H    F O C U S

"Some of this is the luck of timing. Technology is changing rapidly. 
Imagery is increasingly dynamic. Machine learning facilitates 

automated ongoing analysis. We’re getting better at  
understanding and structuring data in a way that the industry  
can ingest, and spatial information feeds are near-at-hand."
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Why did you start GMEX Group? Was 
there any particular problem that you 
saw around you?
When we created GMEX Group (GMEX), 
seven years ago, we saw a big demand for 
technology and services provision aligned 
with business knowledge. At the time, 
most vendors were providing systems very 
much as a customer/supplier relationship.

We saw an opportunity for technology to 
act as enabler and, leveraging our many 
years of business and tech experience. 
We work very closely with clients and 
partners to align our solutions with their 
business objectives in a true partnership. 

Did any individual or group support you 
at the start?
GMEX spun out of a small stock exchange, 
Plus Markets stock exchange (now NEX 
Exchange), where Tony was CTO. When 
Plus Markets broke up, we bought the 
technology and business services division.

ICAP, run by Michael Spencer at the time, 
bought the exchange and became our 
first client. It was fantastic that we had a 

FTSE100 company running our technology 
in a fully regulated UK exchange.  
Following that Deutsche Börse Group and 
Societe Generale became shareholders. 
In October 2016 we bought them out and 
became independent again.

What advice would you give someone 
interested in starting their own 
business?
Having done it a few times now it really 
does become a good obsession. It is 
fantastic to see something you created 
from the start grow. But it does come with 
challenges particularly no longer having the 
corporate salary pay cheque every month. 
Anyone starting their own business must 
be prepared for the ups and downs. A 
Mentor once told me, “Running your 
own business is like constantly heading 
towards the cliff, you might slow, you might 
accelerate but you need to turn just in time 
and not fall off the edge after which you 
will never need to look back.”

My advice is to have a good business plan 
and strategy, be prepared to put in the 
hard work and long hours to make it work 
but at the same expect to need some 
luck to succeed. I recommend if this is 
something you feel you want to do, give it a 
go. I would not do anything else.

Assuming that when you started, you 
took on a bit of everything – If you were 
given a chance is there any role that you 
would hire sooner?
Interesting question. When you create a 
company, at the start there is usually a 
small number of you who become jack-of-
all-trades and master of some. Success 
is then built on hiring the right people who 
are dynamic but can to the things you 
can’t do.

We now have a very, very good 
business strategy and corporate 
development team who are good 
at business planning and creating 
bankable projects that align with our 
wider corporate strategy, vision and 
technology capabilities.

We brought them in a year ago but 
would love to have done that earlier.

GMEX has gone from start up to  
growth phase in the last seven years, 
where do you envision the next three 
years taking you?
As you say we are now in growth phase 
where we have existing clients and 
have some high-profile partnerships 
and client wins, with further 
announcements to come this year. 

Two years ago, we started to 
investigate the Blockchain space, 
seeing how it can not only be applied 
to the provenance of supply chain for 
commodities but also to the trading, 
clearing and settling of digital assets.

We see digitalisation of a wide variety 
of assets as huge in coming years 
including equity, debt and fund 
products but also margin funded 
derivatives products.

We are adapting our technology and 
positioning ourselves between the 
traditional and new, more digital, 
markets. We expect that both old and 
new worlds will exist in parallel for some 
time and that we can take the best 
facets from both to create something 
that will bridge the gap and drive 
forward the next generation of  
financial markets.

TONY HARROP
Did you always see yourself running 
your own business?
Yes, I’ve been involved in both large 
and small companies but believe that 
the challenges of running any company 
that you have founded are far more 
interesting and exciting. Obviously, 
nothing is perfect, but you learn from 
your own mistakes and address the 
circumstances that you have created 
for yourself.

How did you attract such a talented 

group of staff?
We were lucky that the initial group 
of staff came from our management 
buy-out of the Plus Markets stock 
exchange. We knew each other, had 
been through a successful project 
there and knew what was needed to 
meet challenging deadlines and all pull 
together for success.

That set the initial standard when 
recruiting. Our staff are multi-skilled, all 
self-starting and happy to think outside 
the box. They are always willing to look 
for challenges they can help address 
and prepared to be an active part of the 
company (coming up with ideas and 
solutions).

Why do you think your company 
stands out?
GMEX is unique in that we are an 
agile organisation with our own IP 
and are able to structure deals with 
clients and partners as we wish. We 
understand the business and have 
used the technology ourselves which 
enables us to come up with partnership 
arrangements to suit the strategy, 
budget and circumstances of our 
clients with a high degree of flexibility.
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HIRANDER MISRA
Chairman & CEO, 
GMEX

"My advice is to have a 
good business plan and 
strategy, be prepared 
to put in the hard work 
and long hours to make 
it work but at the same 
expect to need some 
luck to succeed."

"We understand the business and have used 
the technology ourselves which enables us to 
come up with partnership arrangements to suit 
the strategy, budget and circumstances of our 
clients with a high degree of flexibility."
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Tom Higgins, a former Chief Technology 
Officer for a retail FX broker in The City, 
set up Gold-i in 2018, having spotted a 
gap in the market for technology to help 
retail brokers worldwide to operate more 
professionally, make more money and 
reduce their risk. The company is now 
widely considered to be a global market 
leader in trading technology software, 
having helped hundreds of multi-asset 
brokers across 33 countries to transform 
their trading operations. 

From the outset, Tom’s focus has been 
on industry innovation and, under his 
leadership, Gold-i has created a range of 
products and features to enable brokers 
to thrive. Products include multi-asset 
liquidity management tools, advanced 
risk management tools and business 
intelligence software.

When Tom founded Gold-i, there were 
no specialist technology providers in this 
space. Gold-i was the first company to 
enter this market 

As the inspiration and driving force behind 
Gold-i, Tom has grown the company from 
Surrey start-up to global market leader, 
with offices in the UK, China and Australia. 
He offered consultancy work to fund the 
development of the first product and 
Gold-i has been profitable since its first 
year of trading. 

Financial Technologist talked to him about 
his entrepreneurial journey.

What were the biggest challenges you 
faced when you set up the business?
It is a daunting prospect going from 
corporate employee at a senior level to 
running your own business, especially as I 

needed to get heavily involved in areas of 
the business in which I previously had little 
or no experience such as marketing, HR 
and financial planning. However, anyone 
who has ever made the transition from 
employee to entrepreneur knows, once 
you’ve made this leap you never want to 
go back!

How ‘hands on’ are you now in the day-
to-day running of the business and how 
has your role changed over the years 
as Gold-i has grown from a start-up 
business to a global market leader?
When I set up Gold-i, I was the only 
employee. Now we have a team of 35 
people and have grown into a multinational 
company with a formal structure and 
a strong management team. This has 
drastically changed my role. I began the 
company as a developer and, having 
evolved the business, I have grown into 
a strategic leader. These changes have 
been necessary to enable the company 
to grow at a fast rate and still operate 
effectively. My focus is now on driving 
continuous innovation and developing our 
international growth strategy.

Have you changed your management 
style as the business has evolved?
My management style has always been 
one of my strengths and something 
that I’ve never wanted to change. I’m a 
firm believer in empowering employees 
to make decisions and this is key to 
my ethos of how I drive the business 
forward. I believe in delegating and 
being completely fair and honest with all 
members of staff.  

What are you most proud of about in 
terms of your business achievements?
Being awarded a Queen’s Award for 
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TOM HIGGINS
CEO, Gold-i

Enterprise: Innovation in 2014 is 
certainly a highlight. Being invited to 
Buckingham Palace to meet the Queen 
in recognition of Gold-i’s success 
was a huge honour and a significant 
endorsement of our business 
achievements.

Celebrating Gold-i’s 10th Anniversary 
last year was another major milestone 
for the business and a great 
opportunity to reflect on our successes 
over the last decade and focus on our 
ambitious plans moving forward.

What do you consider to be the secret 
of your success?
Building the right team and having a 
continuously innovative approach to 
developing products are undoubtedly 
key factors which have contributed to 
our success to date. We have a strong 
focus on our recruitment strategy to 
ensure we have the best staff and we 
take our responsibility as an employer 
very seriously. In addition, we have 

always spent a large proportion of our 
income on R&D so that we can develop 
products ahead of client needs.

In terms of my personal business 
development, I am on a permanent 
quest to continue to learn and to 
develop skills required for driving a 
multi-national business forward. I 
joined a peer mentoring group, Vistage, 
a few years ago, and have benefited 
significantly from learning lessons and 
discussing opportunities with peers 
from other fast growth industries.

How have you personally influenced 
and shaped the Gold-i brand?
I am motivated by driving the market 
forward and I am also known for 
‘wearing the loud shirt.’ This has 
become the inspiration for one of Gold-
i’s key values, helping us to stand out.  
We’re not afraid to be different - it helps 
us to maintain our focus on innovation.

Our values are embedded in the 
company and give us a strong sense 
of identity. They drive what we do, 
how we operate and are attributes 
which I strongly advocate. In addition 
to ‘Innovate - Wear The Loud Shirt’, 
they are ‘Get It Done – Determined 
To Make It Work’ and ‘Have Fun – We 
Are the Gold-i Team.’ A fun, positive 
atmosphere in the office results in 
employees being far more motivated to 
succeed.

We have invested a lot of time and 
effort in initiatives to create an 
engaging work environment – these 
initiatives are very important to me. I 
was thrilled that Gold-i was awarded 
‘The Ultimate Fintech Workplace 2018’ 

by Harrington Starr in recognition of 
our innovative and engaging work 
environment. 

What is the biggest lesson you have 
learned over the last 10 years?
You need to look a year ahead of where 
the market currently is to be able to 
develop a product that is ready to sell 
in time. This means you’ll take a few 
wrong roads but if you don’t go down 
these roads, you’ll be behind the times 
and can’t truly innovate. Innovative 
entrepreneurial companies have to 
take risks.

What is your long-term goal for the 
business?
I’d like to extend our Matrix liquidity 
management products to Prime 
Brokers, hedge funds and banks 
worldwide.  Each of these sectors 
requires new technology and tighter 
regulatory compliance. There’s a huge 
market opportunity for Gold-i and 
I believe we have a strong product 
roadmap which will enable us to 
expand worldwide, taking us into new 
markets and new territories.

Gold-i specialises in multi-asset 
liquidity management, advanced risk 
management tools and business 
intelligence software, helping brokers 
to make more money, reduce risk and 
differentiate from competitors. For 
further information, please visit www.
gold-i.com

"Our values are 
embedded in the 
company and give 
us a strong sense of 
identity. They drive 
what we do, how 
we operate and are 
attributes which I 
strongly advocate."
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Stéphane Tyč and Bob Meade were both 
doctoral students in physics at Harvard 
when they met in 1985. A fast friendship 
was formed and the two began spending 
so much time at the campus’s Gordon 
McKay Lab that they started calling 
themselves the McKay Brothers. More 
than a quarter-century later, after each 
had had a successful career in financial 
markets, they decided to form their 
own company based on an innovative 
technique for using microwaves for 
market data transmission. Developing 
the world’s fastest market network 
may have been difficult, but choosing 
the name was easy. McKay Brothers 
revolutionised the business of data 
communication for markets, offering 
much faster communication than fibre-
optic technology and ushering in a new 
business model for a marketplace driven 
by latency concerns. 

Q: How did McKay Brothers start?
Bob: It was actually Stéphane's idea in 
2008 to do some kind of microwave 
network from Chicago to New Jersey, and 
that idea looked like it had lots of promise. 
But both of us were engaged with our 
other activities. I was a high-speed trader 
at Ronin Capital. 

In 2010 a company called Spread 
Networks had the fastest network between 
the two locations and could charge 
whatever it liked, so there was an impetus 
to think about a technology that would 
be even better. One of the first things we 
did was to start calling tower companies, 
with very cryptic questions about how to 
rent dishes on towers and how to build 
a long-distance network. Eventually we 
stumbled onto a database of microwave 
frequencies in the United States. We 

saw just one microwave network from 
Chicago to New Jersey, and it was poorly 
designed. But over the next few weeks and 
months, we saw more and more of these 
microwave networks were being designed. 
So, we shifted our thinking from one where 
confidentiality was the primary importance, 
to one where execution of the best network 
was really the thing that was critical.

Given that you were already in the 
market, why did you decide to market 
the fastest available network as a 
service, rather than keep it for yourself 
to profit from it?
Bob: In the end we really believed in the 
level playing field philosophy. And I think 
it's very good for the industry, and also it 
was a nice way to monetise it.

As you’ve grown, has your technological 
approach changed?
Bob: We started out with Chicago to New 
Jersey, which was an entirely microwave 
path. We replicated that from London to 
Frankfurt. We also expanded into doing 
more hybrid networks. For instance, Tokyo 
to Singapore is microwave to the landing 
station, then submarine cable underwater. 
The latest thing that we've added was a 
high bandwidth network for the New Jersey 
local triangle. It was a case where we had 
to commission and design our own radios 
to use a very different frequency band. 

Q: What about the culture within the 
organisation? You’ve now grown to 
more than 80 people. What keeps those 
people there?
Bob: It is really a culture where we value 
good ideas. The whole thing was based on 
a very creative idea, and to sustain the firm 
we have to keep those ideas coming. It’s 
super team-orientated, and it's very flat. 
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AND BOB MEADE
McKay Brothers

In some of the teams there's no leader, 
and the teams manage themselves. 
And in other teams there's maybe one 
level between us and the lowest rung 
of the organisational chart. Keeping 
it flat, keeping it nimble, keeping 
creative ideas, keeping the innovation. 
Obviously, we've done some excellent 
work on execution, and the company 
doesn't succeed without outstanding 
execution. But it's really a culture of 
creativity and teamwork.

Have you had any growing pains?
Stéphane: We cover three continents. 
I think one of the challenges is being 
stretched, sometimes to the extreme, 
while having to coordinate big 
deliveries. We've been that way almost 
since inception, and it hasn't really 
changed because we're adding more 
people but we're adding more projects, 
too. We haven't yet reached the stage 
where we are, I would say, humming. 
We're definitely panting.

How do you see the firm evolving 
from here? 
Stéphane: One of the really good 
things about McKay is that there are 
two people who eventually decide.  
And those two people have to  
convince each other, because we 
only do something when both of us 
agree it's a good thing to do. My view 
of the future is that we will automate 
everything and sell cheap to many. 
Bob's view of the future is that we will 
hone the product and make it even 
more perfect for the few. And really,  
the two strategies are both good.

Stéphane, you've always been a  
great believer in the whole level 
playing field idea. Is that one of the 
concepts where one of you had to 
convince the other?
Stéphane: That's not an area of 
disagreement. We completely agree 
on that.

Bob: If anything, that's kind of the 
foundational principle of McKay.

Finally, are there any fundamental 
factors that you would attribute your 
success to?
Bob: The success we've had, and the 
culture of the place is about creativity 
and teamwork. I guess everybody  
says stuff like that. But I think the 
history of McKay demonstrates that 
that's how we are, and that's how we'll 
be going forward.

Stéphane: One thing which is crucial is 
that we have to have a non-adversarial 
and almost symbiotic relationship with 
our clients. That is why we chose to have 
clients invest in us, and not financial 
companies. We think we will survive and 
win and prevail long term if the clients 
believe in what we do. And we need their 
help and guidance. We don't want ever 
to be in a position to be feared by the 
clients, we want to be serving them. 

"In some of the teams there's no leader, and the 
teams manage themselves. And in other teams 

there's maybe one level between us and the 
lowest rung of the organisational chart. Keeping 
it flat, keeping it nimble, keeping creative ideas, 

keeping the innovation."
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If you want to build an inclusive team, 
a diverse team, we believe you need 
to forget quotas and start afresh with 
our nine-point plan covering the three 
pillars of Retention, Attraction and 
Engagement. Here at the Harrington 
Starr Group we partner with our clients to 
build and retain the best teams possible. 
By following our three pillars you will not 

only support and improve your current staff base but 
build a sustainable, inclusive, motivated, happy and 
ultimately successful team for the future. We don’t 
want to paper over the cracks of the diversity problem 
in today’s technology markets instead we want to 
affect the root cause and in turn partner with our 
clients to build the most successful teams possible.

Retention: Getting your people ready for change 
is a key part of moving towards a stronger team. 
Investing properly in them will enable you to develop 
them into the best versions of themselves, providing 
a strong foundation for you to continue growing 
your team. We have to be aware that change for 
any person and for any team is hard and must be 
handled properly, with care and sensitivity.

1. Mission
What does building the best team look like to your 
business? How do you define who the best person 
for the job is and make that clear as part of your 
mission? It may not be the traditional skill set of 
years of experience. It may be that now you value 
a difference in opinion, a way of communicating, a 
conflicting mind-set, a different background and 
way of thinking as highly as five years’ worth of 
Java experience. It may be that you need a positive 
challenge in your team with discussion and debate 
to get the best out of the them. If this is the mission 
and there is a widespread belief these skill sets will 
improve the team as a whole, then be vocal and 
clear about that. It will allow for better on-boarding 
and less resistance to the change. We are always 
looking for the best person for the job – we need to 
make sure we have defined what that is to make the 
team stronger.

2. Team
Every person is different and will have a different 
perspective on what you are trying to do. There are 
many different personality types and in turn reaction 
to the changes you will be proposing. Looking at 
personality models such as Jung or Meyers Briggs 
its clear people need to be supported differently 
through change.

The support of your current team will be paramount in 
securing the success of the changes you will make.

What does your team look like right now and what 

It’s not about quotas. 
Diversity and inclusion is 

about building better teams

would you like it to look like? How important to your 
team is diversity, inclusion, career progression, 
internal mobility, people management, direction, 
pressure, stretch and mindfulness? What sort of 
changes need to happen to improve the team and 
how will this affect the individual in it? Will it make 
them better? Will it make them more successful? 
Will it make the whole team more successful – if so 
how? Will it make US better? ME better? YOU better?

3. Education
When hiring to build a better team you need to 
ensure you have won the hearts and minds of 
your people. Ensure they are clear that you are 
not necessarily going to be hiring a carbon copy 
of what has been hired before. Instead you are 
looking to build on what you have and bring in 
skills that will compliment and stretch the team. 
These skills may not be your traditional seven years 
project management experience and in fact may 
be focussed on how someone learns. Deciding to 
build a team by teaching people to become the hire 
you want will breed loyalty and encourage the right 
attitude you need for a strong inclusive team. Using 
the Talent Triangle of constant improvement across 
all your staff will allow for this growth to happen.

Attraction: Know what your team needs from your 
next hires and understand what you are going to 
have to do to bring those skills into your team.

4. Great Place
What makes you an environment people will want to 
join and know they are going to improve by joining? 
Are your projects interesting? Is the best work 
shared by everyone? Do you empower and trust your 
people? As a manager are you clear, communicative, 
approachable and supportive? Is this mirrored in 
the overall culture of the leadership and company? 
Do you have a clear career progression or internal 
mobility scheme or any plan in place for personal 
improvement? What does your benefits package 
look like and how many aspects of this improve 
the life quality of your employees? Do you offer 
flexible working and flexi-time? What team bonding 
exercises do you encourage and what mindfulness 

"Do you empower and trust 

your people? As a manager 

are you clear, communicative, 

approachable and supportive?"

>

N A D I A  E D W A R D S - D A S H T I
F O U N D E R  &  M A N A G I N G  D I R E C T O R , 

T H E  H A R R I N G T O N  S T A R R  G R O U P
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and stretch performance do you encourage? How 
much are you invested in the overall well-being of 
your team – practically, emotionally, mentally? What 
do you offer and how do you manage it?

5. Process
This doesn’t just mean a skills shortage can be 
solved by partnering with a specialist recruitment 
business. As specialists in technology, change, and 
sales recruitment, Harrington Starr is well positioned 
to meet any challenge when it comes to identifying 
the best talent, however, without the necessary 
time investment from you the process of filling 
open roles is hindered. The basics of getting your 
job description right is often over looked. Knowing 
what it is you want and what you need right now 
is important, as is communicating that in detail to 
your recruitment partner. In this highly competitive, 
candidate driven market, you cannot expect to 
hire the perfect mould every time so you need to 
consider how you are going appeal to those with 
outstanding potential that you can invest in and 
develop. A process that inevitably offers a higher 
level of engagement and loyalty for a longer period.

6. Marketing
In order to attract a diverse range of candidates to 
your organisation you need to take advantage of 
the diverse methods of promoting yourself in the 
market place. Company branding needs to position 
you as an equal opportunity, diverse and inclusive 
place to work. Career fairs, career videos, your social 
media presence, publications, events, CSR policy 
and partnerships with third parties are all thing that 
will elevate your position in the market place and 
in turn allow you to become better known for your 
commitment to inclusive teams.

Long term Engagement: Once you have looked 
inwardly and have put plans in place to retain and 
develop your people as well as making the business 
attractive for existing and new staff, it is time to look 
outside and engage with new talent.

7. Trust
A strong recruitment partner can take care of 
much of the heavy lifting for you when it comes to 
engaging with top talent. In what is now a saturated 
market filled with mediocrity finding a recruitment 
partner you can trust can be a challenging and 
lengthy process. Fortunately, you are already aware 
of North Starr! North Starr specialise in building 
solid relationships with our clients taking a deep 
dive approach in order to develop a forensic 
understanding of their businesses. Further to this 
we qualify each role we work and candidate we work 
with in detail and take great care in the candidate 
management process in order to give the greatest 
chance of success.

8. Honesty
Engagement is a two-way process and being open 
to receiving honest feedback from both candidates 
and recruitment partners will allow you to tune 
you approach, interview technique, ‘sell’ of your 
company and team and even management style. 
At North Starr we stay close to our candidates 
through the whole interview, offer, resignation 
and on-boarding processes and into their time of 
employment, offering support to our clients at the 
30/60/90- day review stages and beyond.

9. Investment
We have already established that engaging and 
developing your staff is an absolutely vital part of 
successful growth for a team, however there should 
be no end to this, and you should work to embed the 
attitude of continuous improvement in your team. 
Team members that go on learning stay engaged for 
longer, add more value to the business, are happier 
in their work and are more likely to stay with the 
business for a greater period of time.

Fundamentally there is no quick fix to building 
diverse and inclusive teams. You can’t unwind over 
70 years of recruitment culture simply by setting 
quotas and asking your recruitment partners 
for more diverse CVs when hiring. Culturally 
businesses need to change, and at more than just 
senior management level. A reformed culture of 
hiring needs to be adopted across the board at 
organisations, encouraging hiring managers to 
break the mould and any bad hiring habits they have 
developed. The process involves looking inwardly 
before looking outwardly and continuing with a 
culture of retention, attractions and engagement 
on a continuous loop to ensure the best possible 
teams for the future are built. The process is slow 
and iterative however if done correctly it will be 
revolutionary. We believe in people, their careers and 
supporting them in their success. HSRAE can be the 
basis of a new way of hiring.

Puritii protects you from air and water pollutants that directly impact your 
health every day. You can rely on Puritii to remove toxins and pathogens in the 
air you breathe and the water you drink, keeping your home and family safe.

You may not see it. But it's there. You spend about 90% of your 
time indoors, but did you know air pollution can be up to five 
times worse inside your home or office?

You and yours deserve clean air. Indoor air pollutants such 
as carbon monoxide, pollen, mould, dust mites, excessive 
carbon dioxide, radon, volatile organic compounds and other 
chemicals contribute to many health concerns. The ARIIX high 
capacity, 11-stage Puritii Air Purification System removes an 
incredible 99.99% of particulates, microbes and dangerous 
gases from your home and office. 

To order yours, go to:  
www.puritii.com/puritiistellify  

IN THE EU, 100,000 SICK DAYS CAN BE ATTRIBUTED TO AIR POLLUTION ALONE

"AIR POLLUTION IS MAKING OFFICE WORKERS LESS PRODUCTIVE"
(HBR 2017)
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(MAYOR OF LONDON, SADIQ KHAN, 2017)
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AWARD WINNING FOR A REASON



7 77 6

G L O B A L  L E A D E R S  I N  F I N A N C I A L  S E R V I C E S  A N D  C O M M O D I T I E S  T E C H N O L O G Y  R E C R U I T M E N T

Sajindra Jayasena is CTO of 
Amphora inc. He is responsible 
for driving the technology 
vision, strategy and execution of 
its product suite. Before joining 
Amphora he played several 
CTO positions in Deutsche 
Bank in London, including head 
of disruptive technologies for 
DB’s global transaction banking 
business, CTO for their flagship 
Trade Finance business, CTO 
for securities and equities 
business as well as CTO for 
margin, clearing and collateral 
platforms. He has extensive 
experience in enterprise 
software engineering, both 
from product and enterprise 
perspective. We sat down to 
chat about his business, his 
views on FinTech and diversity 
issues in the industry. Here is 
what he had to say... >

What can you tell us about your business?
Amphora is a software product company. We develop 
“one stop shop” software products for Commodity traders 
and commodity processing establishments, to carry out 
their “CTRM (Commodity Trades and Risk Management)” 
processes, covering; capturing and managing trades, 
logistics and scheduling management including freights, 
commercial accounting and invoicing, risk management, 
contract management and reporting. Its flagship product, 
Symphony, is a multi-commodity platform, covering crude 
& refined coal and ore, metals and concentrates as well as 
power and gas.

What has been your journey to current position?
Amphora was the first company to offer CTRM products 
around two and half decades ago. Since then the market 
dynamics, energy sourcing, workforce dynamics, regulation 
and geopolitical situation has changed dramatically.

Similarly, the technology landscape has changed, from 
having been monolith, application centric, bespoke client 
server-based architectures to becoming a more service 
based, data oriented, re-usable, intuitive and mobile centric 
software eco system.

Humans  
of FinTech

Humans of FinTech is a Movement  
set up to celebrate the richness and  

diversity found in FinTech. 

Here we speak to people in the industry  
to find out what it means to them...

You can follow the campaign  
on twitter or Instagram at  
@humansoffintech

To support the campaign or nominate  
someone to be featured please email  
gemma.young@harringtonstarr.com
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"While commodity trading goes back to early civilizations and 
still resembles traditional processes, the industry dynamics 
are definitely changing. Pervasiveness of information, tighter 
regulations, unstable geopolitical situations, advances in 
technologies (e.g. shale gas), renewable energy sourcing are 
eroding once healthy margins in trading."

Both these dimensions call for software companies, like us, 
to think differently. To challenge the competition, as well as to 
help our clients to succeed in an ever-changing environment.

Now rather than calling us a CTRM product company, we 
would like to be called a CTRDM – Commodities Trading, 
Risk and Data Management software company!

What interested you in this space?
I joined Amphora 6 months ago. Before that I played CTO 
roles in tier 1 investment and wholesale bank here in London. 
While commodity trading goes back to early civilizations and 
still resembles traditional processes, the industry dynamics 
are definitely changing. Pervasiveness of information, tighter 
regulations, unstable geopolitical situations, advances in 
technologies (e.g. shale gas), renewable energy sourcing are 
eroding once healthy margins in trading. Hence, to be in the 
competition, the traders need to improve their operational 
efficiencies and cost base. This spans efficient logistics 
and scheduling, optimised pricing strategies, strong risk 
and controls and efficient hedging strategies, as well as 
alternative ways of finding niche arbitrage opportunities 
using non-economic and alternate data. All this just can’t 
be done by humans. There is a need for strong technology 
platforms to provide all of the above services in a controlled, 
efficient and reliable manner. This creates a significant 
opportunity to re-think and build better product suites and 
this is what actually made me interested.

What are some of the major challenges facing the 
industry?
Traditionally, commodity trading has been relyiant on 
location/space arbitrage, time arbitrage and blending/

transformation-based arbitrage to make sustainable profits. 
But this set up has been challenged in many dimensions.

 Regulatory pressure and the need to comply with 
regulatory reporting, has put more strain in systems and 
operational processes. Regulations such as MiFiD2, EMIR, 
ReMIT in Europe, Dodd Frank in US, Trade Facilitation and 
Trade enforcement Act of 2015 (TFTEA) have impacted 
commodity companies as well. These regulations span 
multiple dimensions like fair and competitive trading, 
financial fair play, sustainability (green and renewable 
energy), transparent risk management, trades reporting and 
sustainable credit risk management.

 Various geopolitical risks have impacted the volatility of 
commodity prices, distribution dynamics, trading patterns. 
Various political uncertainties, like Brexit as well as trading 
wars, has also impacted the commodity trading dynamics.

 Alternate and renewable energy (solar, wind, bio fuel, 
etc) has challenged traditional operational and business 
processes. This not only reduces the margins from traditional 
commodities, but also the need to support new commodity 
types that would bring in diverse business processes. Our 
clients need to adapt quickly to trade, process and manage 
these new commodities in an efficient manner, without an 
explosion in operational costs and risks.

 To make it more difficult, real time availability and 
transparency in information has reduced the opportunity 
to arbitrage, while dramatically increasing the competition. 
Inability to process this information, for making efficient 
trading decisions and effectively and with a timely 

management of risk, will put commodity trades and service 
companies at higher risk point.

 Availability of alternate (non-economic and non-
traditional) data, like weather, satellite imagery, shipping 
and logistics movements, customer demands/usage, etc, 
has created additional a dimension of useful information 
for our client. The proliferation of advanced data science 
tooling and infrastructure has created further challenges, 
as well as an eco-system that can be leveraged to process 
that information. Not considering these alternate data for 
decision making will be a disadvantage for our clients.

As a technology company how are you planning to 
address these challenges?
We are extending and re-engineering our software product 
suite to meet these various demands and challenges. We are 
moving away from having been a traditional CTRM system 
to focus on key dimensions as mentioned below so that our 
clients can address these complexities and demand;

Intuitive and user-friendly user experience:
Explosion of information, volatile markets and stronger 
competition requires quick and informed decision making. 
This requires a more intuitive, user friendly user experience, 
that is capable of providing relevant, decisive data points, 
for various user personas quickly, while not overloading the 
user with garbage. Leveraging state of the art UI and UX 
technologies, to give seamless front to back visualization, at 
the fingertips of traders, middle office, operations and risk 
offices, is a key dimension we are focusing on in our product 
engineering.

Data and analytics: 
In order to keep pace with the influx of information and 
decipher various useful data point requires real time and up-
to-date pricing, risk, PnL , positions, inventory and valuations 
while giving 360-degree insights to make the right trading 
and risk decisions quickly. This requires different software 
architectures, as well as artificial intelligence and machine 
learning capabilities.

Service based cross product functionality:
Monolith platforms are disadvantageous in many ways. They 
are inflexible in providing extensibility, adaptability and lacks 
quicker time to market. A volatile, diverse and information 
rich eco system warrants a more component and service-
based architecture, that provides the ability to extend 

You can follow the campaign  
on twitter or Instagram at  
@humansoffintech
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of FinTech

Humans  
of FinTech

into multi-asset/product support and the ability to extend 
component by component. This helps us avoid the need to 
build different and parallel product suites to support diverse 
products, but rather support multiple products through single 
extensible architecture.

Open APIs and easy access: 
In complex commodity trading processes there can be 
many systems and the need for accessing data efficiently. 
Historically, processes have been built towards end of day 
processing with traditional ETL (Extract transfer load) jobs 
and database extracts which made data access constrained 
and time boxed. In current dynamic market environment, not 
having the ability easily access data, on demand and user-
friendly way (through more standard open API mechanisms) 
will risk business operations. Hence it being essential to 
have an open API, not only for accessing data from CTRM 
platform, but also to provide simple integration to and from 
other systems.

Efficient IT eco system: 
Time to market, flexibility and adaptability is key to success in 
such volatile and ever-changing market place. If technology 
can’t adapt to increased demand, while also been nimble and 
cost efficient, then it will pose a serious threat for our clients 
to sustain their operations. Adopting secure cloud-based 
infrastructure and services will enable financial services and 
commodity traders to efficiently manage their IT costs, while 
being flexible on growth. Extending beyond from managing 
cloud infrastructure to moving towards using managed 
service offering, better known as “Software as a Service – 
SaaS”, will give more flexibility for our clients to use CTRM 
software.

What makes your company an employer of choice?
I think for technologists there is ample future proof growth in 
our company. As an established FinTech, we are investing in 
new architectures, technologies and engineering processes 
to address the changes in client and market dynamics. 
Therefore, I believe for technologists there is definite 
opportunity with us.

Sajindra recently spoke at one of our FinTech Influencer 
events for advanced technologies. These invite-only events 
give you the chance to meet with experts in the field and 
discuss technology in depth in small groups. Our next event 
is on the 1st May, to find out more please email gemma.
young@harringtonstarr.com

To support the campaign or nominate  
someone to be featured please email  
gemma.young@harringtonstarr.com
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@womenoffintech speak to Kristina Bruhahn, the COO of 
the AI-powered app, CoinGenius by Genius XV. Kristina is 
a passionate technology enthusiast and believes in the 
power of blockchain to disrupt toxic industrial practices, 
so we were very excited to ask her all about blockchain, 
the future of the markets and the obstacles they face...

What can you tell us about your business?
CoinGenius is the first application of the Genius XV Collective 
Intelligence Engine. We are AI for Crypto. CoinGenius 
is building an API Marketplace, Research Platform and 
Community for all Traders. We wanted traditional equities 
traders to have the same level of tools and data in the 
Crypto space. We started with bridging the technology gap 
for High Frequency Trading (HFT) and algorithmic trading 
strategies by providing clean, normalized data for thousands 
of quantified trading signals. Order Book Data, plus quantified 
CoinGenius CoinScores like Sentiment, Volatility, Community, 
Maintenance, Fraud, Regulation, Longevity Indicators and 
Event Triggers allow us to provide better data to all levels of 
traders. We want the retail and day traders to have the same 
advantages of the industrial and quant shops. 
 
What has been your journey to current position?
I have a long background in Chaos Management. Originally a 
Technical Project Manager, then Program Manager for Digital, 
Enterprise Infrastructure & Big Data Solutions for Fortune 
500 companies. I’ve seen first-hand what you can do with 
quantified sentiment, with clean granular data & AI. A little 
over a year ago, our founder, Jeremy Born, came to me and 
said, “Let’s do the same thing for all of Crypto.” At first, I had 
some not so nice words of protest, but 24 hours later I said, 
“Let’s do it, I’m on board.” It’s been quite the journey. 
 
What interested you in this space?
When I first learned about Crypto, it was explained to me that 
the real power behind this entire $100-800B market (bear-
bull) was this new technology called blockchain. Blockchain 

allowed for a decentralized, or a collective, network. So rather 
than one database that you have to trust that the company 
is telling the truth, instead you have many databases, or 
nodes, all verifying the info is correct. Because of this 
technology, it’s almost impossible to corrupt the data. The 
data has to be correct based on the nature of the system. 
This is revolutionary in the technology world. You can’t lie to 
this system, fudge your numbers, lose inventory, hack it. If 
it wasn’t for the performance issue (it’s notoriously slow) it 
would be almost perfect. Well, give us nerds enough time and 
we’ll optimize a good system so it’s fast enough for everyone. 
A lot of intelligent people have already made tremendous 
headway on solving for speed with parallel networks. The 
quickest answer is smart contracts. Lock in what you want to 
do, in 10 min the blockchain will nod back and say yep, now 
it’s recorded forever. This technology has the power to disrupt 
everything, FinTech, personal privacy, consumer data, remove 
corporate espionage and allow for trust-less collaboration. 
How cool is that? I was hooked, I wanted to know everything 
about it. 
 
Where do you see the opportunity for you in the UK and 
European market?
I speak to folks who are much smarter than me and they 
tell me to keep an eye on volatility in the European markets. 
Volatility is basically free money to HFT traders, they love 
to see wild spikes between supply and demand zones. 
Europeans are tighter about personal data security, which 
is a big advantage with blockchain & AI technologies. For 
CoinGenius and myself, we are focused on global market 
interactions, so it’s just another piece of the puzzle within 
a very large ecosystem. I’m very interested to see how 
regulation plays out within each region. 
 
What are some of the major challenges facing the 
industry that your company overcomes?
Unreliable information, information overload, fraudulent info 
that affects the market, sentiment swings that affect the 
market, event triggers that indicate the onset of black swan 
events, predictive coin price corridors that tell you where an 
asset will be trading in 24 hours (We’re over 80% accurate, 
even in a bear market). CoinGenius CoinScores are pretty 
impressive. We will tell you if a project is committing code 
to repositories and actually building something, if they have 
a community, what people are saying about them on social 
media, if it is volatile or stable in the market, just hundreds 
and hundreds of data points you can use for research to 
formulate & automate your trading strategy. This allows for 
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more people to understand and enter the space and perform 
more successfully. This kind of technology already exists for 
traditional equities, we are just leveling the playing field and 
making the same tools available for crypto.
 
Where do you see the future of the market heading?
I’m squarely in the camp of tokenization. I believe that 
everything will move towards tokenization. I also feel that if 
people understood this technology, they would demand it. 
They would only work with banks, institutions and services 
that are backed by blockchain. That would change not just the 
trading markets but the entire concept of global connectivity 
and trust.
 
What do you feel are the biggest obstacles facing  
the industry?
In the US, it’s SEC regulation and adoption. Creating a 24/7 
global exchange network and solidified regulation would be 
revolutionary. I think there would be a mad rush towards mass 
adoption if people felt safer. That and there’s an anti-crypto 
propaganda campaign from all these institutions that see the 
writing on the wall. The status quo is about to get flipped on 
its head.

How do you plan to overcome those obstacles?
Our advisors are inviting us to sit down with government 
and regulatory bodies, so we are now becoming part of the 
conversation. For a long time, all we could do was monitor if 
the needle was moving forward or not. That’s indicative too, 
but I prefer to help create the change. 

What makes your company an employer of choice?
Besides the fact that I’m surrounded by a bunch of geniuses? 
Well, I’d have to say the level of energy that happens when 
the team is collaborating is pretty incredible. We are tackling 
some very big problems. The company itself is gaining 
recognition in the AI & FinTech communities and we are 
active in local events and meetups and encourage our team 
to participate. The conferences and networking opportunities 
are a lot of fun.
 
What are your plans for 2019 beyond?
CoinGenius plans to release the CoinGenius Web Research 
tool later this year. That will be a robust platform where you 
can see your candlestick trading data in 3-D, compare & 
contrast, plot trajectories, backtest and simulate scenarios, a 
big step towards executing and eventually automating on the 
CoinGenius research data points. Our CoinGenius Mobile App 

is also coming in Q4 of 2019, encompassing the CoinGenius 
research platform and real-time alerts in the palm of your 
hand. For myself, Data and Analytics for alternative assets will 
keep me pretty busy. I’m excited to see the entire crypto & 
blockchain landscape unfold. 

What areas of financial services do you see as most ripe 
for disruption by technology?
I love the idea of bringing the benefits of an algo HFT based 
fund to the masses, to allow everyone to piggyback on the 
advantages that have benefited wall street for so long. I love 
the phrase “From Wall Street to All Streets”. I also believe the 
fee-based banking mentality is ripe for disruption. I believe 
people will demand financial institutions no longer trade with 
their money, that instead they get the benefits of trading 
with their money. I hope to see government support better 
investment and retirement plans, a 4% return on a 401k isn’t 
a very good investment when an entire industry is reaping the 
benefits of your hard-earned money. 

What do you think the financial services sector will look 
like in five years’ time? 
I believe we are moving towards a future of tokenization. 
If all assets: gold, carbon, oil, produce, textiles, satellites, 
services, everything, if everything is tokenized then there is 
a plethora of FinTech opportunity. Trading on assets is kind 
of a big deal, it kind of helps the economy a little bit. Theres 
indexes, ETF’s, options, derivatives, algorithmic trading, 
high-frequency trading and within five years, likely a slew of 
new asset management principles that coincide within 24/7 
global regulation. I think there will be a huge push towards 
banking the unbankable and bringing marginalized people 
into the fold. I want to see the Financial adoption of crypto and 
blockchain pave the way for more services and more adoption 
and result in a more equitable future for everyone. 

Kristina Bruhahn's background with Fortune 500 companies 
allows for a landscape vision of how organizations must 
innovate, and be both responsive and responsible.

Kristina likes to describe the CoinGenius by Genius XV 
intelligence platform as a very large ear, connected to a 
very large brain and a mouth that can deliver qualified and 
quantifiable granular data. With this clean, normalized  
data, you can train AI models for just about anything. The  
past year with CoinGenius has been quite the FinTech 
education, as the CoinGenius application is AI applied to 
cryptocurrency trading.

What can you tell us about your business? 
Synswap is a blockchain-driven platform designed to 
streamline and automate the post-trade workflow of OTC 
derivatives. Financial institutions simply need to contribute 
nodes, deploy Synswap software and smart contracts will 
automatically self-execute all post-trade processing steps  
of their trades. 

What has been your journey to current position?
My career spans in derivatives and structured products. 
Following a first experience at BNP Paribas in Paris, I joined 
the cross-asset solution sales team at Societe Generale in 
London. As I was spending a lot of time dealing with the 
operational issues of trades such as mismatches, disputes 
on collateral or problems with settlement, I decided to 
create Synswap to solve the operational issues I was facing 
and improve the post-trade infrastructure of OTC derivatives. 
 
Where do you see the opportunity for you in the UK and 
European market?
We target any financial entity that is trading OTC derivatives, 
with a first focus on Tier I dealers and top buy-side. As 
London and NYC are the two top global financial hubs, we are 

headquartered in London with a subsidiary in NYC. 

What are some of the major challenges facing the 
industry that your company overcomes?
As Scott O’Malia, ISDA’s Chief Executive, stated: “The current 
derivatives infrastructure is hugely inefficient and costly.” 
Duplication of data and processes combined with a lack of 
standardization require constant reconciliation between 
each participant in the derivatives ecosystem. By leveraging 
Distributed Ledger Technology, Synswap aims at replacing 
a fragmented, costly and inefficient post-trade workflow 
with a simplified and streamlined process. Every single step 
of the post-trade is embedded into smart contracts and 
counterparties simply need to contribute nodes, deploy 
Synswap software and smart contracts will automatically self-
execute all post-trade processing steps of their trades. Key 
features include automatic matching, electronic confirmation, 
netting, portfolio compression and margin confirmation. 
 
What are the hurdles to adoption for blockchain 
technology in capital markets?
First of all, capital markets is a highly regulated industry and 
contrary to most of other industries, innovators cannot adopt 
an “act first, seek forgiveness later” approach. It is crucial 
to work hand in hand with regulators and in some cases, the 
adoption of blockchain technology in capital markets also 
requires some changes in the legislation which can take  
some time. 

Also, blockchain is more powerful when it relies on some 
standardisation of format and data but right now, each bank is 
using its own representation for data, events and processes. 

How do you plan to overcome those obstacles?
We are in constant discussion with regulators all over the 
world to make sure that our solution helps banks and buy-
side to comply with regulatory requirements. Regarding the 
standardization of events and processes for derivatives, 
we are very supportive of ISDA’s Common Domain Model 
(CDM) which creates a common blueprint for events that 
occur throughout the derivatives lifecycle. This allows us to 
code smart contracts using an industry’s standard instead of 
creating our own “standard”.
 
What makes your company an employer of choice?
We are a leading startup building a next-generation platform 
providing post-trade services for OTC derivatives. We are at 
the forefront of Distributed Ledger Technology using our 
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expertise in Capital Markets to innovate and provide a better 
and safer infrastructure for the Derivatives markets. As a small 
company, we encourage our employees to take ownership 
over projects to work in a collaborative and innovative 
environment.

What are your plans for 2019 beyond?
Having successfully completed a POC in 2018, 2019 is key 
for us as we are going from POC to live. We’re working with 
several financial institutions to fine tune our product and are 
looking to go live with a small group of first users in 2019, to 
expand then to the broader industry.

What areas of financial services do you see as most ripe 
for disruption by technology?
Any step involving heavy reconciliation work is subject 
to disruption by DLT. By essence, DLT allows different 
participants to have the same view on data, which makes 
reconciliation redundant. Having a distributed database 
of trade details, instead of relying on a myriad of different 
systems can drastically reduce operational costs and risks in 
the industry.  

1) to Fintech’ise consultancy by providing a unique offering 
to the market which combines our team of experienced 
professional advisors (former Managing Director’s/Executive 
Directors from banks, vendors, FinTechs) with our Digital 
Solutions lab (codePINK). 

2) to create opportunities for young talented individuals 
to work with JJC while studying at university through our 
undergraduate programmes.

Both our codePINK and Leaders of the Future Team (LoFT) 
programmes provide undergraduates with the opportunity to 
participate in our client engagements and to innovate/develop 
in-house solutions ready for market.   JJC recently partnered 
with the Business & Finance and Young Entrepreneurs 
societies at Exeter University to run a careers event where we 
are now specifically interviewing candidates for internships 
and part-time jobs while studying. We have some promising 
candidates including young females who we would love to join 
our family. The unique thing is that they can continue to work 
with us whilst at university during their studies to help them 
develop their careers and earn a graduate wage which helps 
them to fund their degrees. We have people who have been 
doing that since their A-levels and are now in their last years of 
university. 
 
We offer part-time roles, summer internships and year-long 
industrial placements. This provides our undergraduate 
community with an impressive resume of 3-4 years’ 
experience working with JJC for some of the largest banks in 
the world and some of the most innovative Fintechs. 

wWhat culture is your company growing?
As COO of JJCFinTech, I am very focused on building an 
organisation which creates opportunities for people where 

they do not currently exist in the 
marketplace. In addition to our 
LoFT and codePINK programmes, 
we also provide flexible working 
to parents who are looking for a 
better work-life balance but keen 
to stay in the financial services / 
tech sector. 
To support our teams, we offer 
mentorship, training and coaching 
throughout our programmes with 
the aim to prepare individuals 
for the FinTech world post-

What can you tell us about your business and its views on 
diversity?
At PeopleNotTech we are a tech startup with two women co-
founders. Hardly gets more diverse than us :)     

What has been your journey to current position?
I have been lucky to be in leadership roles straight out of 
school but as an entrepreneur, you constantly start from 
zero and work your way up, it's the definition of the journey. In 
addition to that I've gone back to the corporate world and been 
part of extremely large organizations and that is a sobering 
thought, so the road has been sinuous, but every turn has 
taught me to up my game further. 

What interested you in this space?

What attracted you to the industry?
In 2006, both the financial services and technology industries 
were largely male-dominated. In some ways, this appealed to 
me. With a background in product development, I was inspired 
to not only develop a career in the FinTech space, but I also 
aspired to become one of few women to hold a senior role and 
to set a benchmark for others. 

Why financial services? The opportunity to innovate in this 
sector is tremendous. Change is constant; firms undergo 
mergers and acquisitions, they experience organic growth, 
they are increasingly faced with new regulations and political 
factors impacting their business, the list is endless. For most 
firms, this turbulent environment often results in a minefield of 
legacy systems, inefficient and extremely manual processes, 
complex operating models and technology solutions built to 
solve an immediate problem rather than achieving a strategic 
goal. 

I wanted to build a firm which could change the story. At JJC, 
we bring something different in our no-nonsense practical 
approach and we have strategic partners, in-house solutions 
and accelerators to help clients achieve their target business 
outcomes in the Client Lifecycle Management (CLM) and 
Know Your Customer (KYC) ecosystem in a much faster and 
more effective way. 
 
Do you offer any internships or training to young girls?
JJCFinTech was set up in 2017 and it was our mission to 
achieve two core goals: 
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graduation. We partner our students with senior figure heads 
in the industry who offer their time to help develop and grow 
our team. Our mentors are invaluable to us; 50% are influential 
women holding senior roles at banks and have excelled in the 
industry; they are keen to empower young females and offer 
them guidance on their respective journeys.  

Yasmeen Jaffer, Chief Operating Officer, Jjcfintech
• Co-founder of JJCFinTech
• Previously Managing Director and Global Head of Business   
   Development for Reg & Compliance Managed Services  
  at IHS Markit
• Listed as one of the 'Rising Stars of 2013' - Financial  
 News' 40under40 for Trading and Technology

To support the campaign or nominate  
someone to be featured please email  
gemma.young@harringtonstarr.com
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I love love love technology. Almost as much as I love people. 
I think both topics are fascinating, and the former can enable 
and empower the latter.   

How have you settled into the business?
We're a young start-up, we've only incorporated last year so 
we're on a steep learning curve as to what works for a very  
fast-growing tech start-up which is doing something 
transformative from a few different geographies, so we're 
nowhere near "settled"  

How have you seen the landscape change in FinTech in 
terms of diversity?
When I entered the FinTech arena some 10 years ago now 
we were a handful of women in the industry in any leadership 
position and both the top of banks and technology houses 
were all but devoid of females. Even less were involved in the 
online conversation. This has dramatically changed over the 
past 3-5 years and the trend is in my opinion a lot more rapid 
than other industries.   
 
What do you think are the reasons for this change?
The reasoning is largely hingeing on the societal pressure at 
large when it comes to women inclusion but as I said, I think 
our speed of reaction as an industry has been admirably fast.       

How does your company differentiate itself from its 
competitors from an equality perspective?
See above - we are, if anything, far too women-focused  
and we do have to be mindful of never losing the male 
perspective, but we aren't because we don't think in terms of 
gender AT ALL. We exclusively focus on Knowledge, Courage 
and Passion (which my co-founder calls "non-gender-specific-
balls" in fact!) as ultimately, they give you a true measure of  
an individual.      

Where do you see the future of the market heading?
I'd LOVE to see the discourse move from being focused on 
feminism to being focused on meritocracy. It's only if we 
manage that shift that feminism has succeeded. 

What do you feel are the biggest obstacles facing 
minorities in the industry?
The biggest one is the perception of finance being an 
exclusive members' club for middle-aged white men. Which 
is a soundbite not reality and it's negative and inaccurate. We 
have to collectively shake the victim mentality and focus on 
building together.       

She is intensely passionate about getting banks to think  
of the concept of “Emotional Banking™” or how to stop 
thinking feature set and start thinking customer’s feelings,  
and is working with various organisations on deep cultural 
change programs that enable them to become truly Human 
Design led organizations that leverage Agile and put 
Experience at the heart of the proposition to build strong 
brands that deliver Money Moments not financial products  
by focusing on their people.

What can you tell us about your business?
Starling Bank is a mobile-only bank. We offer personal, joint 
and business accounts that are managed from the Starling 
app. We also have a Marketplace where customers can 
connect to financial products such as online investment 
platforms or insurance. Another element of Starling’s business 
is Banking Services, offering other FinTechs or companies 
access to the backend technology Starling has built. 

What has been your journey to current position?

What would you like to see change in FinTech as an 
industry?
If I had a magic wand, I'd imbue the three values we are 
obsessed with on each and every participant in the industry. 
Making them smarter, braver and have more heart would 
unleash the potential of technology that is held back by 
systemic ailments. 

Why do you think finance/banking/FinTech have been 
male dominated industries in the past?
Yes, as I mentioned previosuly, that used to be the case, but it 
has changed whereas the public's perception hasn't.

What is the most exciting thing about FinTech for you 
personally?
To me, any tech is tremendously exciting, but I realize as I am 
widening my scope and working more and more with other 
industries than banking that FinTech has the most immediate 
transformative potential to the consumer's life. If Retail does 
better, the consumer gets purchasing enjoyment, if Banking 
does better, the consumer get a better relationship to their 
money and de facto a better life.    

To date, in your view, what disruptors have caused the 
most innovation in the industry?
In my opinion there has been no disruption in the market at all 
to date.       

What do you look forward to for the industry in 2019?
Significant change of business models. A data driven 
approach that makes people's lives better though the use of 
technology.
       
Duena Blomstom is the author of “Emotional Banking: Fixing 
Culture, Leveraging FinTech and Transforming Retail Banks 
into Brands”. She is an entrepreneur and Angel Investor, a 
mentor for Startupbootcamp and Techstars, the founder of 
FinWinners – a Finovate coaching company, a blogger with 
cutting edge opinion style, an international keynote speaker 
at industry events and the inventor of the Emotional Banking 
and EX concepts and runs the Emotional Banking and 
PeopleNotTech boutique consultancies.

Over the past few years, Duena has worked with multiple Tier 
1 banks be it to assist them in their digital strategy or to help 
them transform. With a background in Psychology as well as 
Business, Duena is on a crusade to see lasting change in the 
industry.
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When I finished secondary school, I knew I didn’t want to go to 
university - there are so many other ways of learning and you 
learn so much from getting into the workplace. I worked as an 
Office Administrator and got experience in recruiting. 

Last year, my dad got ill and was admitted to a hospital in 
Broomfield. I wanted to find work closer to where he was 
and ended up getting a job at the same hospital doing 
recruitment. When he got better, I felt I could start looking 
for roles in London and saw the Office Administrator position 
at Starling. I applied and got the job and then 3 weeks later 
I moved into my new role as Technology and Acquisitions 
Assistant to John Mountain who is our Chief Information 
Officer. He saw potential in me and I’m so grateful that he’s 
given me this opportunity. I’ve been in the role for 2 months 
and have already learned so much about SEO and the 
technology behind Starling. 
 
What interested you in this space?
The name FinTech sums up the two industries it combines 
- Finance and Technology. I always knew I wanted to go 
into Finance - I’ve seen from personal experience of family 
members and friends getting into debt that knowing about 
money is so important. It can be so black and white with 
people thinking their ‘good with money’ or ‘bad with money.’ 
By going into Finance, I want to help the people I care about 
have a better mindset about money. One of the best ways of 
doing this is through technology. Computing was my favourite 
subject at school and I got the highest mark in my year at 
GCSE level. Until Starling, nothing fitted with my interests so 
perfectly. 

How have you settled into the business?
Starling is literally like a second home. I’ve never felt so calm 
and settled in a new job. I know how much support there is 
around me and that I’m never alone - it’s so important to not 
feel alone in the workplace.

What lessons did you learn in your previous role?
Patience and perseverance. It wasn’t easy when my dad 
wasn’t well, but you’ve got to remember that life can’t stop 
because of that. You have to work around it and make the best 
of things. I always try and look on the positive side of things. 

What are some of the major challenges facing the 
industry that your company overcomes?
A major challenge has been attracting more women to enter 
the finance and technology industries. It’s so important to 
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build up the pipeline of future leaders and that’s what Starling 
are doing. 

How does your company differentiate itself from its 
competitors?
Starling’s competitors are the big banks that have been so 
slow at responding to the developments in technology and 
actually putting customers first. That’s what Starling do - we 
use technology to help our customers with their money. The 
features such as real-time notifications, monthly breakdown 
of spend and the ability to round up your spending into a 
separate savings space are all features of the app that make 
Starling stand out. The Starling Marketplace is also unique 
among UK banks. 

What makes your company an employer of choice?
I’m blessed to have such a supportive boss and receive so 
much support from everyone in the company. If someone 
sees potential in you, they won’t be shy to tell you. Everyone 
builds up your confidence but also pushes you so that you’re 
always working towards the next thing. 

What are your plans for 2019 and beyond?
I’ve just enrolled in the Professional Bankers Certificate 
with the Chartered Bankers Institute. I want to get a deeper 
understanding of the industry so that I can take on more 
responsibility in the bank. I want to learn more about SEO and 
analytics as well. I don’t ever see myself leaving this industry - 
it never gets boring.

Stephanie Deeble, Technology and Acquisitions Assistant to 
John Mountain, Chief Information Officer, Starling Bank
Stephanie is the Technology and Acquisitions Assistant to 
John Mountain, Chief Information Officer of Starling Bank, the 
UK’s leading mobile-only bank. At 21, this is her first role in 
FinTech, an industry that she feels is full of opportunity both in 
terms of her career and the way customers can benefit from 
the products and services FinTechs deliver. 

consulting market. I worked in 2018 as payments and financial 
services consultant for ADN’co company and I created a 
white paper about instant payment. After that, I had some 
opportunities in other companies and I joined in January 2019 
Partelya Consulting. 

What interested you in this space?
My interest in payments and financial services market is 
linked to geopolitic issues. In fact, I studied foreign languages, 
political sciences and geopolitics in Sorbonne and Assas 
French Universities so I was interested to work in a market 
which brings me an European or international point of view 
and many different issues. 

Where do you see the opportunity for you in the UK and 
European market?
Regarding the evolution of payments market, I think there 
are many opportunities in European market, not only in 
Northern countries such as UK, France or Germany, but 
also in Southern countries such as Italy, Spain and Portugal, 
where fintech and PSD2 represent huge evolutions. These 
opportunities are not only linked to business but also to 
information and networking. I think it is important for these 
European countries to work together. 

What are some of the major challenges facing the 
industry that your company overcomes?
The major challenges are linked to the serious strategic 
questions linked to banking and new commerce positions in 
the market. We don’t know what will be the market tomorrow 
so many issues remain in place. 
 
Where do you see the future of the market heading?
The future of the market will be linked to globalization. In 
fact, not only European actors but also American and Asian 
actors are entering payments market so the sector will be 
challenged more and more by geopolitical issues 

What do you feel are the biggest obstacles facing the 
industry?
In France, it is difficult to observe a common position of 
banking actors. I think it is a difficulty above all for the creation 
of new offers or services, such as instant payment. In addition, 
we observe a certain difficulty to invest in communication for 
consumers, to explain them new solutions and uses. I think this 
type of communication would be important to foster innovation.

How do you plan to overcome those obstacles?

To support the campaign or nominate  
someone to be featured please email  
gemma.young@harringtonstarr.com

To support the campaign or nominate  
someone to be featured please email  
gemma.young@harringtonstarr.com

My work is linked to studies, analysis, information and 
communication. So, I try to create some information support, 
by analysis, or events, and to create links and networking 
between payments and financial services professionals, not 
only at a national level but also at an European level. 

What makes your company an employer of choice?
The specificity of Partelya Consulting is linked to its position 
in the market. This company is a famous payments consulting 
company. It works with many actors of French payments 
market. But it is also turned to international and modernity. For 
instance, through French Payments Association (Association 
du Paiement), Partelya Consulting supports Cartes Asia event 
(APIDE). It is also represented in many European events.

What are your plans for 2019 beyond?
My plans for 2019 are the development of my information 
work not only at an national level but also at an European 
level with countries like Spain, Portugal and Italy. I also want 
to develop my European network and am creating links 
with Belgium and Holland. Last but not least, I am studying 
international opportunities, with regions like Africa where 
payments market issues are also very interesting. 

What areas of financial services do you see as most ripe 
for disruption by technology?
I think payments market is living a very important trend. We 
see that not only regulation – PSD2 – but also technologies 
and new actors are reinforcing strategic and geostrategic 
issues in this field. But we cannot forget the evolutions of 
regulation sectors with “regtech” and “suptech” which will 
bring new models for supervision. 

What do you think the financial services sector will look 
like in five years’ time?
 I think we will observe a really globalized market composed 
of many different actors – banks of course, but also fintech, 
Internet giants… Banks will remain one of the most important 
actors of this market but their role will change : they will act as 
opened players. 

Today we interviewed Payments and financial services 
expert, Andréa Toucinho worked during 10 years as 
Journalist - Editor in Chief of Point Banque magazineand 
Head of "PayForum" and "Banque et Innovation" events. 
She works since 2018 in consulting area with activities 
in Paris as Head of Studies, Prospective and Training 
of Partelya Consulting, and Country Ambassador for 
France of European Women Payments Network (EWPN). 
She also developed activities with Portugal and Spain 
as France Representative of Aefi and Afip Fintech 
Associations. She realized in 2018 a white paper about 
instant payment which has been published in November 
in French payments market.

What can you tell us about your business?
I work as payments and financial services expert in Paris 
as Head of Studies, Prospective and Training for Partelya 
Consulting and Country Ambassador for France of European 
Women Payments Network (EWPN), with links with Lisbon and 
Madrid as France Representative of fintech associations Afip 
Portugal and Aefi Spain. 

What has been your journey to current position?
I worked during ten years as journalist – editor in chief of Point 
Banque magazine and head of “PayForum” and “Banque 
et Innovation” events. I wrote many articles and organized 
many conferences in French banking and payments market. 
After this experience, I wanted to develop my network at 
a European level and to reinforce my knowledge about 
payments and financial services. That’s why I entered 
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I
t’s hard to fathom that we’re already coming 
up on the half way mark of 2019 when it 
feels like we’re just getting started.  2019 
represents the third full year of Harrington 
Starr’s American adventure and the fun is 
only really just beginning.

Despite fears of recession towards the end 
of last year the American economy is in 
strong health, and April saw 263,000 jobs 
created while the unemployment rate fell 
to 3.6 percent, its lowest figure in 50 years.  
Proposed increases on tariffs of Chinese 
goods have resulted in the inevitable stock 
market jitters but many businesses continue 

to be optimistic of the economy’s medium-term, if 
not long-term, prospects.

Additionally, whilst the number the number of VC-
backed fintech deals fell by around 17% in Q1 2019 
compared to Q1 2018 (189 versus 228 – CBInsights) 
North America was still by far the largest market for 
fintech investment.

For many of our clients, the challenges for growth 
are the same – finding good people.  It’s no secret 
that the fintech industry faces stiff competition from 

the wider technology community in the war for talent 
and even from their nearest competitors who are 
after the exact same skill set.  Good candidates are 
often in the enviable position of fielding multiple 
job offers and having the luxury of choosing which 
company best aligns with their own goals and 
ambitions.

A cursory glance on LinkedIn can offer a multitude 
of appealing sound-bites from the rich and famous 
as to how to solve your human capital dilemma; 
“Hire good people and get out of their way” or “hire 
on attitude and develop the skills”.  By no means 
terrible advice but perhaps it’s fair to say it doesn’t 
necessarily get to the heart of the matter.

So, what is the solution?  Well the flippant response 
would be Harrington Starr!  However, a more 
considered answer is by aligning with a recruitment 
partner that can effectively act as an extension of 
your own brand, offer genuine market intelligence, 
and find you the best candidates and not simply 
the most visible.  This is only really possible when 
the relationship is a true partnership and includes 
candid dialogue and proper management of 
expectations.  New York is expensive and particularly 
for companies coming over to this side of the pond 
the salary expectations often don’t equate to a 
European counterpart which can be a cause of 
frustration.  However, invariably it’s not the agencies 
driving up prices but merely reflecting the dictates 
of the market.  An agency with a full appreciation of 
the market will be able to advise on these topics and 
help clients successfully navigate.  

Furthermore, it’s vital that the agency is a specialist 
in their chosen field and can comment intelligently 
on the idiosyncrasies and challenges a particular 
role requirement might encounter.    Wherever 
possible we have tried to align our offering to 
replicate that of our clients and we now cover; 
change and transformation, marketing and also 
contract workers in addition to our more established 
verticals such as sales and support.

The future of the industry looks incredibly promising 
and North America remains one of the key hubs of 
innovation, investment and opportunity but as ever 
the key challenge remains finding the right people.

A HARRINGTON 
STARR INC 
UPDATE FROM 
NEW YORK

DESPITE FEARS OF RECESSION TOWARDS THE END OF LAST 
YEAR THE AMERICAN ECONOMY IS IN STRONG HEALTH

By Rob Grant 
General Manager
Harrington Starr Inc
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Harrington Starr’s consultants have 
scoured the market for the latest news, 
trends, and insights straight from the 
front line of the most tumultuous and 
explosive industry in the world

Market 
 news & 
commentary

Thomson Reuters and IBM are merging their AI 
and data expertise to help financial organisations 
meet regulatory compliance requirements. This 
new RegTech offering will be supplied from the IBM 
Cloud and it will feature real-time financial services 
data from thousands of content sources. At the 
moment, it is a manual and time-consuming process 
for compliance and risk professionals to read 
through information and prioritise alerts. As a result, 
this is coercing banks to use disparate data and AI 
systems to meet requirements. This new venture 
enables banks to digitalise manual governance, risk 
and compliance processes. This allows clients to 
integrate all their risk data using global coverage.

As more and more software start-ups surface within 
the FinTech space, large investment banks are 
losing ground on their current electronic offerings. 
The smaller nimble organisations who consolidate 
their business plan to a specific service rather than 
multiple offerings of a bank are quicker to develop 
and implement such solutions.  By the time large 
investment banks have replicated, they are already 
two stages behind forcing them to buy/subscribe 
to solutions rather than their original approach 
of building in-house. This has seen a massive 
demand in the market space of software providers 
specifically selling directly to NFBI’s (non-banking 
financial institutions) and more providers are making 
the most of filling this gap within the market space. 

We have seen several Investment Banks move away 
from their Commodities trading business. This is not 
a reflection of the commodities trading space which 
remains huge, but a reflection of how big banks 
are positioned within it. The major players in the 

space remain the specialised commodities trading 
companies whose market share has grown over the 
last few years. This is likely to continue as we see 
the continued trend of big banks moving away from 
Commodities trading.  

With the new changes to IR35 looming, which come 
into effect from April 2020, UK companies will be 
looking to the Investment Banking industry for how 
they tackle the change. The new rules shift the 
ownership of determination from the contractor to 
the end client.

HSBC’s solution has been to cease engaging limited 
company contractors from this September, which will 
save them from having to assess contractors under 
the new regulations. They will be offering existing 
contractors’ permanent opportunities or be told to 
leave. It will be interesting to see how this evolves, as 
other companies may use this opportunity to attract 
contractors from HSBC. The market watches closely.

From a further contract perspective, due to the 
continuing problems surrounding Brexit, the 
investment banking space is having issues with 
committing to funding large projects. This has 
resulted in hiring into this space slowing noticeably. 
However, we are expecting this to return to normal 
come mid/end of summer 2019, having seen hints 
all over this area of big hiring needs, especially in the 
Java space.

Investment banks are particularly keen on looking to 
hire specialists, such as, eFX Java Developers 

With that in mind, many Investment Banks are 
investing heavily in AWS solutions. They are doing 
this as it automates and strengthens security, drives 
efficiencies, all while lowering costs.

We have seen an example of a Global Investment 
Bank contracting with AWS for mass migration of 
its IT architecture. The move to AWS will take place 
across all business units. This will include personal 
banking, wealth, corporate investment banking, 
and insurance. They will also take up services like 
Amazon SageMake, to advance fraud detection and 
launch new business initiatives.

Meanwhile, a French multinational investment bank 
is currently going through a big restructure and will 
be dismissing up to 700 positions in Paris, with more 
cuts expected in its offices in London and New York. 
Due to a rough first quarter they are reorganizing 

business units intending to shift its focus to equity 
derivatives. They will be scaling back its fixed-
income, currencies and commodities business.

Speaking with Business Analysts everyday has 
allowed me to learn more about what they do on 
a daily basis and how they play a key role on how 
projects get executed and ensure deliverables are 
met on time. They are essentially there to help solve 
business problems and design solutions. A lot of 
the day-to-day tasks of a BA is interacting with the 
technical development teams and the business. 
What I have noticed quite a lot is the need for 
business analysts to develop more of an Agile way of 
working to become more collaborative. 
Although the majority of their job is focused on 
documentation, moving into an Agile frame work 
has allowed both the business and technical teams 
to work together and bounce ideas off each other. 
This allows everyone in the group to become more 
collaborative. A lot of BA’s I have spoken have 
been siloed and when they start working in Agile, 
it allows them to improve business processes, the 
software development process, and to have an 
input in adding value to solving business problems. 
By working in this fashion, it allows BAs in different 
departments to make the best decision for the entire 
company rather than just one business area. The 
use of Agile has allowed BAs to start using other 
tools recently such a Jira and Confluence software 
and give them the opportunity to work in a shared 
work environment and manage the specifics within a 
project without losing sight of the larger opportunity.

Whist talking to both candidates and clients within 
the financial services there are two main things that 
seem to be trending:
 Automation
 Cloud Technology

This has had a massive impact on the market 
currently as candidates are keen to move onto 
organisations who are actively progressing with 
technology. This has also had an effect on business 
with clients now on the search for candidates that 
have had exposure to new automation tools such 
as “Ansible” along with scripting experience and >

I N V E ST M E N T  B A N K I N G

B R O K E R AG E S ,  E XC H A N G E S , 
T R A D I N G  H O U S E S ,  M T F S , 

A LT E R N AT I V E  T R A D I N G  V E N U E S

We have seen several Investment 
Banks move away from their 
Commodities trading business. 
This is not a reflection of the 
commodities trading space which 
remains huge, but a reflection of how 
big banks are positioned within it.
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exposure to Cloud Technology.

The most common tool being used is “AWS”. With 
so much information to store with so little time it 
seems as if the future of technology is The Cloud 
and automation.

We’re starting to see the next phase of maturity in 
the crypto currency markets as exchanges start to 
buy each other out, for example Crypto Facilities 
sold earlier this year to Kraken.

With a relative lull in regulatory change compared 
to recent years, Change and Transformation 
projects have been able to take priority in the 
Brokerages, Exchanges, Trading Houses, MTFs and 
Alternative Trading Venues once more. As opposed 
to putting out fires of MiFID 2, Dodd-Frank and 
SA-CCR. Notable developments in this area are the 
adoption of more Robotic Process Automisation 
(RPA) and Machine Learning (ML). With a focus on 
how to become more streamline and use current 
technology to spearhead a Front, Middle and Back 
Office efficiency drive that improves both speed 
and reliability. The big question comes in the shape 
of what they will do with the technology once it 
is up and running. Some think that the smaller 
offering and boutique outfits will embrace it from a 
third-party, while the larger and more progressive 
companies will build an in-house solution that not 
only saves money but will keep the regulators happy 
in the next wave of regulatory changes.

Online trading platform are using AI to ingest 
and analyse thousands of news stories, company 
announcement and social media posts every 
minute. The purpose of this is to give investors a 
real-time snapshot of market sentiment.

The requirement for AWS has been growing year 
on year for a while now which is why developers 
with this knowledge are able to ask for way over the 
market average.

The brokerage and trading space continue to 
evolve with more firms continuing to build out their 
hybrid (voice and electronic) or fully electronic 
desks along with new support teams for these 
businesses. Most support organizations are 
set up with Level 1, 2, and 3 teams however the 
composition of these teams varies from one firm 
to another. Typically, each level is increasingly 

technical. However, some firms are now taking 
away some of the technical requirements for Level 
1 and these teams are more like business support 
or client services roles meaning that customer 
service skills take precedence. One hiring manager 
describes it as relationship management between 
the support organization and the business. In this 
case the Level 1 team manages the entire process 
through to resolution, while the Level 2 and Level 
3 teams are increasingly technical with extremely 
strict technical requirements but limited exposure 
to the client or business they support. 

In another firm, all levels of the support 
organization are client-facing and even Level 3 
team members must have excellent customer 
services skills, in addition to functional business 
knowledge such as in-depth trade flow processes, 
on top of the advanced technical background 
expected from Level 3 support. This can make 
sourcing for these types of roles very interesting 
as many candidates we encounter are extremely 
senior professionals who have very strong business 
and functional knowledge but are not as up to 
speed on the most advanced technologies 
, or they may be very strong technically, but not 
have the depth of knowledge on business subjects 
like derivatives trade flows. Candidates who have 
the best of both backgrounds are often already very 
happily employed and extremely well paid, working 
at top vendors or investment banks, making it a 
challenge for even the best recruiters and hiring 
teams to get them to move.

Sales hiring update
In stark contrast to the Brexit cliff edge being 
portrayed by the media, software vendors have been 
hiring en masse so far this year to the extent that 
salaries have been pushed up as firms clamber to 
secure the best salespeople. Given vendor hiring 
correlates directly to demand from the buy and 
sell-side, it suggests that the business doesn’t share 
the same level of concern as what is being written 
in the press. Even areas that have been relatively 
quiet in the wake of MiFID II, such as front office 
systems, have been booming as firms refocus on 
the competitive advantages they can gain from 
technology and less so on the burden of their 
regulatory obligations. The sentiments from this 
years’ TradeTech event in Paris were of an optimistic 
outlook and in many of the panel discussions, the 

buy-side were vocal in expressing the need to 
partner with vendors more so than ever, to ensure 
they kept up with the pace in a market where money 
managers are having to work harder to generate 
returns. We expect the demand for salespeople to 
continue throughout 2019 from both established 
players and start-ups alike with M&A activity 
following at similar pace.  

The software vendor market continues a rapid 
growth trend and a shift towards specialist software. 

The greatest impact has been the roll out of several 
financial regulations inclusive of MIFID II and 
SOLVENCY 2.

Clients on both the buy and sell-side are realising 
that to comply with legislation can take a significant 
amount of time if completed via a manual process. 

As a result, companies such as AQmetrics and 
Steeleye are identifying gaps in the market 
illustrated by their recent recruitment drive for new 
logo salespeople. 

Ion have been in the buying mood again looking 
likely to complete a move for Allegro Dev. Adding to 
an already strong suit of products Ion already have 
for the ETRM space including OpenLink, Triple Point, 
and the Aspect Enterprise solutions. This really 
will change the landscape of the ETRM industry 
with all four of the bigger names from the industry 
effectively all under one roof.

It will be interesting to see which product has most 
success under this roof and the pro’s and con’s that 
will appear as they go to market.

Software vendors providers have been looking at 
ways they can expand their offering. A few have been 
looking to cloud-based technologies to build new 
solutions to regulatory reporting for large clients, 
with the implementation of the SFTR (Securities 
Finance Trade reporting regulation) causing all repo 
trading firms to now report all trades to a central 
European banking authority, companies are building 
out large reporting systems (basically data lakes) to 
hold and process these trades. The technologies 
used in this are built in serverless environments to 
deal with the mixed volume of trades per day making 
the systems run smoothly for all parties involved, but 
also helping to alleviate cost of running and shutting 
down large servers in times of high and low volume 
of trades. 

Insurtech seems to be the buzzword of 2019. 
Within the financial industry, Insurtech has one 
of the highest number of start-ups entering the 
market than any other vertical. With many of the 
larger insurance firms anchored with out of date 
legacy systems, there is real opportunity for small 
specialised disrupters, with cutting edge technology 
to start to gain market share.

This situation has also created many opportunities 
for software firms that offer solutions such as Cyber 
security and risk or process automation software. 
These providers are going to be key to helping the 
larger firms get up to speed and start competing 
with these smaller more agile companies.

Although the market is very slow (and sometimes 
reluctant) on the uptake of new technology, with 
this new wave of software providers, cutting edge 
disruptors and with the Lloyds market being dragged 
into the 21st century by John Neal, and Thomson 
Reuters, Bloomberg and NASDAQ all looking 
carefully at providing and InsurTech offering, the 
future is looking very exciting.

Harrington Starr is in a fortunate position to be 
representing a number of these providers and 
disruptors and we would love the opportunity to 
speak to people within the market and share  
some ideas.

Only a decade ago social media was in its infancy, 
smartphones were a rarity and internet access was 
sporadic. The world we live in has changed and so 
too has the way that we pay for things. It is clear 
that the way consumers make payments is going to 
change considerably over the next decade.
For example, in the next few years debit cards will 
likely overtake cash as the payment method most 
frequently used by consumers. This will be aided by 
the continued rollout and adoption of contactless 
payments. Looking further ahead, we can expect to 
see more radical change. Innovation on the back of 
the API developed for the Open Banking Standard 
and PSD2 has the potential to bring more choice  
and convenience than ever before to consumers  
and businesses.

Refinitiv is the spin off from Thomson Reuters 
after Blackstone acquired the trading side of the 
business. Blackstone have invested ten times the 
investment in the last year than Reuters had in the 
previous five to try and take on their peers within the 
market space and make their product offering >

S O F T WA R E  V E N D O R S
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more competitive. They are looking at spending a 
lot of money on their core offering (Eikon) to try and 
regain some of the market share that was lost with 
new additional advancements and features not 
currently available as one solution from any provider. 

The general monopolisation seems to be rippling 
across most vendors as they all try to acquire 
smaller and up-and-coming software providers to 
incorporate their unique offerings into their whole 
product suite to bridge the gaps giving their clients 
a one-desktop offering covering all the solutions 
within the market – increasing market share. 

There have been numerous headlines in the space 
of talks of Refinitiv selling their FX arm to European 
exchanges. However, rumours to the contrary 
suggest that Blackstone are building up their market 
presence to take out the likes of Bloomberg and 
to IPO in five-ten years maximising the ROI, so it 
remains to be seen what side of the rumour-mill has 
the answer. 

Dynamo Solutions has expanded their private 
equity monitoring and valuation capabilities with 
the acquisition of Preqin Solutions previously 
known as Baxon Solutions. Dynamo Software are a 
leading provider of cloud and data solutions for the 
alternative investment industry. Preqin Solutions’ 
software enables a broad range of functionality that 
speeds the collection, transfer, and analysis of data 
across a private equity portfolio.

This acquisition continues the trend of the last 
couple of years of software vendors merging with 
competitors in their marketplace. There will be more 
to look out for in 2019 and beyond. 

Imagine software wins Best Analytics Product in 
WaterTech Sell-Side Awards.  
Data had become a bigger and bigger topic  
over the last two decades and the sell side is no 
exception when it comes to producing vast amounts 
of this precious material.  The struggle we are all 
facing, is how to turn that data into stories and 
use those stories to help maximise opportunity 
in our future.  For the sell side and the buy side, 
this is critical to success.  Thanks to companies 
like Imagine, who dedicate their entire being into 
aggregating and utilise this precious data to  
produce answers, the financial services industry  
has transformed.  

We hear form our clients in the fintech space that 
one of their biggest competitors are their clients!  
This continues to amaze.  Yes, the banks (and the 
buy sides) are data producing machines!  But, 
can they turn that, otherwise useless data, into 
significant opportunity?  It takes more than knowing 
the ‘how’.  The analytics space as a whole is bringing 
expertise mixed with science to ask all the other 
questions that make up the answers.

London has overtaken San Francisco for tech VC 
investment so this sector is buzzing at present, 
we see many start-ups with solid funding and very 
strong business ideas coming through. We have 
built teams at companies which have grown from 
two people to 25 or so and sold for ‘nine figures’ 
within three years.

Disruption is very much here in the ETRM world, 
while Ion have been busy buying well-known names, 
some newer names have started to make fantastic 
inroads. Igloo are a business to be watching with 
fantastic tech and great people working hard to 
create a great business that I think will prove to be 
disruptive in the tech space.

We also need to mention Amphora Inc, an old 
business under new ownership and a new team 
working hard behind the scenes to build a platform 
that will cause disruption. The next 18 – 24 months 
will be a very interesting time for the evolving ETRM/
CTRM sector who will come out on top, or is the era of 
a single-company monopoly over? Only time will tell.

Open banking continues to push the disruptive 
side of technology with a large number of FinTech 
companies coming up with sophisticated ideas on 
how to change the traditional banking model. Recent 
trends towards digital verification and cross-border 
online banking have been noticeable as some start-
ups are trying to emulate the early work that the likes 
of Monzo and Revolut achieved. 

Nikhil Rathi, CEO of the London Stock Exchange, 
hinted that the blockchain — which records data 
across a distributed network of computers rather 
than a centralized server — could find some use in 
the UK’s stock market.
“You can certainly see distributed ledger technology 
having an application in the issuance process,” he 

told CNBC in an interview last week. “I can see that 
technology being used in settlement too.”

Every day new “age old institutions” are seeing the 
advantages of Blockchain technology and new start-
ups are appearing just as quickly, ready to capitalise 
on this. I’m really looking forward to seeing where it 
will go in the next five years.

With all the negative press surrounding the UK 
market with closures, companies going into 
administration it’s easy to forget the positives. 

The reality for some industries including FinTech is 
that the UK is very much open for business. This has 
seen the UK top global ranking for top investment 
destinations. With tech giants such as Facebook and 
Amazon opening new hubs in the UK and Start-
ups gaining strength of the back of heavy financial 
investments. 

Now this is no coincidence that London, and the UK 
on the whole, has been named a top destination. 
London has been and will remain a financial hub with 
Fintech and AI being London’s fastest growing areas. 
Technology is a driving force in the world of finance 
with new innovative ideas that continue to drive the 
modernisation of the financial world.  

To add to this, we’ve recently seen London named 
as Europe’s top destination for international tech 
talent. This is no doubt due to the opportunity to 
personally grow and branch out within the world of 
FinTech. From start-ups to SME’s the opportunity to 
grow from junior to lead is more evident as we see 
these companies mature and expand. The access 
to modern tech stacks has become the norm and 
better salaries based on experience over salary 
tiering traditionally seen with global giants. All these 
points are why we continue to see the market grow 
against the doom and gloom. 

Hedge Funds struggled in H2 of 2018, however we 
are still seeing many of them hiring as they continue 
to invest in technology to find an edge.

There has been a huge investment into data 
driven projects over the past few months, building 
out teams of Data developers/ Data warehouse 
Developers (Power BI, ETL, SSIS) with a focus of 

using this data within the Algo trading teams for 
faster more accurate predictions or for regulatory 
reporting. This drive in investment into data lakes 
has been driven by Brexit, with no one knowing what 
is going to be happening in the following months, 
investment firms have been preparing to move all 
their data to the continent, this has also lead to a 
shift into cloud technology (AWS, Azure, Google 
cloud) to make the data lakes scalable and easily 
transferable to where it needs to be used because of 
the uncertainty because of Brexit. 

Market Data providers are investing in their data 
stores and advanced analytics to try to find new 
value in their data and new products to market. We 
are building teams to build data lakes and advanced 
analytics teams on top of that.

Market data is a small market as far as candidates 
are concerned, and pretty much someone knows 
someone. They need the ability to analyse and 
articulate problems and provide input into solutions. 
Also, they need to be able to defend proposed 
solutions and take on constructive feedback and 
provide third level support to operational roles. It’s 
very much TREP focused and some companies may 
still look for someone with experience with wombat, 
for example, even though this is a dying technology 
with many companies no longer using it. Thomson 
Reuters have their own version know known as TREP 
but previously known as RMDS (Reuters Market Data 
System)

The alternative data market is becoming an 
increasingly competitive marketplace. The market 
for many years has been occupied by a number of 
small providers all competing for space, however 
there has been a dramatic shift in the last 18 months, 
with NASDQ’s acquisition of Quantify, this seems to 
have opened up the market to the big data providers 
such as Bloomberg and Thomson Reuters who 
are all eyeing up acquisitions. Speaking to many 
of the smaller firms there seems to be a universal 
agreement, that you are either going to be acquired 
or within a few years you will be out of business. 
This is a market that’s going through a major 
transformation and it will be interesting to see who 
will still be standing when the dust settles.

Nasdaq has recently acquired 37% of outstanding 
shares of the Norwegian Stock Market as it >

F I N T E C H  /  D I S R U P T I V E 
T E C H N O LO GY

A S S E T  /  W E A LT H  /  I N V E ST M E N T 
M A N AG E M E N T  &  H E D G E  F U N D S

M A R K E T  DATA  P R OV I D E R S
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continues to bid for acquisition in direct competition 
with Euronext.   

The activity of market data providers has been borne 
by the fact that there is an ever-greater need for 
their services. 

We are seeing a shift from ‘traditional’ to ‘alternative’ 
data as means for clients to obtain an even greater 
advantage in identifying predictive trends in the 
markets.

Clients want more detail then what market prices or 
annual reports are telling the regarding the financial 
health of a company.  

As a result, we are seeing a growing market for 
SMART software that can analyse and produce data 
reports on Credit Card transaction, e-mail receipts, 
point of sale transactions and website usage. 

One of the benefits alternative data holds over more 
traditional data is its frequency. Oftentimes it is not 
measured once every few years, but monthly, daily or 
sometimes even every minute. Collecting this data 
allows for more dense and precise analysis, giving 
a competitive advantage to businesses, institutions 
and other decision makers. 

Now Thomson Reuters has rebranded to Refinitiv 
after the purchase by Blackstone, I anticipate a 
massive investment into their platforms to compete 
with Bloomberg. How might they do this?
Do Refinitiv have the ability to streamline their 
tech and build a state-of-the-art mobile/desktop 
application that will be easily deployed rather than 
the more cumbersome terminal that Bloomberg 
provide?

I’m interested to see the competition hotting up in 
the market data space.

Automation is going wild in the Financial Industry. 
Banks, Exchanges and FinTech’s are all looking into 
deploying the latest automation technologies in 
order to help deliver the next wave of productivity, 
cost savings, and improvement in customer 
experiences.

One of the big things now is Robotic Process 

Automation (RPA). RPA is a division of analytics that 
allows robotic agents to handle customer exchanges 
automatically. This generally comes in the form 
of intelligent software systems that can analyse 
processes. These include customer enquiries 
and can happen automatically. For example, the 
automated agents will handle customer questions 
before a human advisor needs to be involved such 
as chat bots.

The Financial MSP and infrastructure/cloud provider 
space is still very active however businesses are 
evolving with many of them expanding to offer 
public cloud (Amazon’s AWS and Microsoft’s Azure), 
hybrid cloud (mixture of privately hosted and public), 
cybersecurity, and infrastructure automation in 
addition to traditional areas of focus (Windows 
desktop support, email, mobile devices, system 
administration and private cloud/virtualization). 

As a result, in addition to traditional roles such 
as desktop support, Windows sysadmins, and 
network engineers, MSPs and infrastructure 
providers are looking for profiles including 
engineers with a background in projects such as 
migrating companies’ infrastructure to public cloud 
environments.

Even though many of these technologies have 
been around for years, a lot of the MSPs’ clients are 
small firms which are very cost conscious, slower 
to adopt new technology, and extremely concerned 
about privacy and security. It’s difficult for MSPs to 
compete with the big providers on cost due to the 
scale available in public cloud, however private cloud 
solutions are naturally appealing to these clients 
because of the inherent privacy and security they 
offer so clients must balance this with cost. Also, 
many of the large providers are gaining an edge in 
terms of the sophistication of the technology they 
have use particularly for security and automation.

MSPs are distinguishing themselves by offering 
high levels of customer service to their clients, 
developing more sophisticated cybersecurity 
systems, and by offering hybrid cloud solutions 
which are a mixture of public and private and, 
providing a lot of flexibility to clients by combining 
some of the benefits of both.

It will be interesting to see how this space develops, 
whether MSPs and private cloud providers continue 

to grow and scale, if some of them consolidate, or 
if they find other ways to maintain profitability and 
better serve their customers.

There is an increased focus on the Wealth 
Management Sector at present with all the big four 
now investing heavily into building out their Wealth 
Management Practises.

There main focus is platform delivery with Avaloq, 
Temenos, JHC, Objectway and FNZ at the forefront 
of the projects in hand.

Watch this space for news and development.

Murex is one of the most renowned front-to-back 
technologies within the Financial industry, being a 
software of choice in banks the world over. 

This titan of the industry has deep roots within the 
North American financial services and is utilized 
heavily, the only notable thing stalling progress is the 
lack of resources available in the country.

Much like any vendor, the software is only as good 
as the people working on it and implementing it. I’ve 
done a large amount of work within the area recently, 
and it seems the lack of resources boils down to 
recent changes in H1-B visas (US).

Historically, when new integrations and upgrades 
for Murex’s software were required, it was relatively 
straightforward to bring over outside resources from 
mainland Europe and Asia to manage the technical 
aspects. 

Now with H1-B visa’s being in a slightly dubious phase, 
there is a scramble for Murex specialists who have 
ownership of a Green Card or American passport. 
With many people on both the client-side and in the 
consultancies having to pay a premium following a 
relatively recent and significant gap in the market.

Due to this, alliance partnered (Highest official 
partnership level) Murex consultancies such as 
Accenture, Capco, and Excelian (Luxoft FS) are in 
prime position for further North American expansion.

The benefits behind these consultancies are multi-

faceted, not only are they a flexible option and can 
have malleable timelines depending on the client’s 
need, they are also legitimate partner of Murex 
so will have consistent and relevant information 
regarding upcoming changes/ upgrades. 

At the heart of it, with Murex continuously creating 
and improving their, already, comprehensive, 
software package and these skilled consultancies 
streamlining the integrations, this looks to be a 
very interesting time to be a member of the Murex 
community. 

Having the experience to work with so many 
consultancies recently, I have started to notice a 
trend of the type of candidates these organizations 
are looking for. They are no longer looking at just 
the candidate’s education background but more on 
their overall experience and what they can bring to 
the table. They want to hire individuals who can take 
what they have learned and help transform and scale 
the organization. 

Experience with Data analytics is a strong 
prerequisite as consultancies are now working  
on projects which require someone whom can 
be client facing and also perform complex tasks 
with SQL, Scripting, Data Mining or work in a 
development / programming capacity. Having  
this type of experience has definitely helped 
candidates stand out and some of whom are very 
tech savvy secure the job that they have applied for. 

Obtaining particular certifications has also shown 
to be a big advantage recently; AWS, CISM, SIX 
SIGMA, and PMP to name a few.

Morgan Stanley has selected ten technology start-
ups to participate in their technology programme 
for organisations who have multicultural or female 
leaders. The Multicultural Lab will make investments 
in all ten of the firms. The start-ups will be based in 
Morgan Stanley’s global headquarters and they will 
be supported by a dedicated team for six months. 
After the six months, each company will take part 
in a demo day to hopefully secure investment. 
Morgan Stanley has designed this programme in 
order to create “positive economic outcomes for 
entrepreneurs of colour and women by providing 
content, visibility, technical support and connectivity 
with important stakeholders” (Finextra).

C O N S U LTA N C I E S

STA R T  U P S

N E T W O R K  /  I N F R A ST R U CT U R E  / 
S E RV I C E  P R OV I D E R S
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Development contract (by day rate)
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JOB TITLE

Microsoft Developers

C#.NET

Fullstack Developers

Java

C++

Python

FRONTEND/MEAN STACK

Javascript

React

Angular

Testing

Automation

Manual

Support and Infrastructure

1st - 3rd Line Support

App Support

Infrastructure

Networks

Buy side

4-7 years

£550-£600

£550-£650

£450-£500

£400-£500

£500-£600

£550-£600

£550-£600

£550-£600

£350-£450

£350-£450

£180-£350

£225-£375

£400-£500

£350-£400

Buy side

7 years +

£700+

£750+

£650+

£550+

£700+

£650+

£650+

£650+

£500+

£500+

£400+

£400+

£550+

£500+

Sell side

4-7 years

£500-£600

£550-£600

£500-£600

£500-£600

£500-£600

£500-£600

£500-£600

£500-£600

£350-£450

£350-£450

£250-£350

£250-£400

£450-£550

£400-£500

Sell side

7 years +

£650+

£700+

£650+

£650+

£650+

£650+

£650+

£650+

£550+

£550+

£350+

£450+

£600+

£550+

Vendors  

and Startups

4-7 years

£400-£500

£450-£550

£400-£500

£400-£500

£500-£600

£450-£500

£450-£500

£450-£500

£300-£400

£300-£400

£150-£250

£200-£350

£400-£500

£350-£500

Vendors  

and Startups

7 years +

£550+

£600+

£550+

£550+

£650+

£550+

£550+

£550+

£500+

£500+

£350+

£350+

£550+

£500+

Exchanges,  

Trading and  

Energy Trading

4-7 years

£500-£600

£550-£650

£450-£550

£450-£550

£500-£650

£450-£500

£450-£500

£450-£500

£400-£500

£400-£500

£250-£350

£300-£450

£450-£550

£450-£500

Exchanges,  

Trading and  

Energy Trading

7 years +

£650+

£700+

£600+

£600+

£700+

£550+

£550+

£600+

£550+

£550+

£350+

£550+

£600+

£550+
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JOB FUNCTION

Java

Junior

Mid

Senior/Lead

Architect

Snr with exp. outside of finance

C++

Junior

Mid

Senior/Lead

Architect

Snr with exp. outside of finance

Front office

£45k-£60k

£50k-£80k

£80k-£120k

£100k+

N/A

£40k-£60k

£50k-£100k

£100k-£140k

£100k+

£70k-£90k

Risk/Middle  

Office

£40k-£50k

£45k-£75k

£75k-£110k

£90k+

£60k-£80k

£45k-£75k

£50k-£100k

£75k-£110k

£90k+

£60k-£80k

Back Office/ 

Settlements

£30k-£50k

£45k-£75k

£70k-£100k

£90k+

£60k-£80k

£40k-£60k

£45k-£75k

£70k-£100k

£90k+

£60k-£80k

Vendor

£30k-£50k

£50k-£80k

£70k-£120k

£80k+

£60k-£75k

£35k-£55k

£50k-£70k

£70k-£120k

£90k+

£60k-£80k

Exchange/

Brokerage

£30k-£50k

£50k-£80k

£80k-£110k

£80k+

£60k-£80k

£35k-£55k

£50k-£80k

£80k-£110k

£100k+

£60k-£80k

Disrupter/

Startup

£30k-£45k

£45k-£75k

£75k-£100k

£90k+

£60k-£80k

£35k-£55k

£45k-£75k

£75k-£100k

£90k+

£60k-£80k

Java and C++ PERMANENT

Sales PERMANENT
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JOB TITLE

Sales

Account Management

Marketing

Pre-Sales

Salary

£40k-£70k

£40k-£60k

£35k-£50k

£40k-£70k

OTE

£60k-£120k

£60k-£90k

£40k-£60k

£50k-£90k

Salary

£80k-£120k

£70k-£90k

£60k-£90k

£80k-£110k

OTE

£150k-£250k

£100k-£130k

£90k-£130k

£100k-£130k

Salary

£100k-£150k

£100k-£120k

£90k-£120k

£120k-£140k

OTE

£150k-£300k

£125k-£150k

£120k-£150k

£140k-£160k

M I D S E N I O R M A N A G E M E N T
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JOB TITLE

C#.NET

Junior

Mid

Senior/Lead

Architect

Python

Junior

Mid

Senior/Lead

Architect

SQL

Junior

Mid

Senior/Lead

Architect

Javascript/Front end

Junior

Mid

Senior/Lead

Architect

JOB TITLE

Application Support

Test Analyst

Automation Test Analyst

Front  

Office

£45k-£60k

£50k-£80k

£80k-£130k

£100k-£140k

£45k-£60k

£450k-£80k

£80k-£130k

£100k-£140k

£30k-£55k

£45k-£65k

£60k-£110k

£90k-£120k

£30k-£60k

£50k-£100k

£100k-£140k

£100k+

Experienced

<£60k-£80k

<£55k-£65k

£60k-£80k

Management

<£100k+

<£75k+

£90k+

Risk/ 

Middle Office

£30k-£50k

£45k-£75k

£75k-£120k

£90k-£130k

£30k-£50k

£45k-£75k

£75k-£120k

£90k-£130k

£30k-£55k

£45k-£65k

£60k-£110k

£90k-£100k

£30k-£60k

£50k-£100k

£100k-£140k

£100k+

Starting

<£40k

<£30k

£50k

Back Office/Set-

tlements

£30k-£50k

£45k-£75k

£70k-£100k

£80k-£120k

£30k-£50k

£45k-£75k

£70k-£100k

£80k-£120k

£30k-£55k

£45k-£65k

£60k-£105k

£90k-£100k

£30k-£60k

£50k-£100k

£100k-£140k

£100k+

Disrupter/Start-up/

Hiring from non 

finance background

£30k-£45k

£45k-£75k

£75k-£100k

£90k+

£30k-£45k

£45k-£75k

£75k-£100k

£90k+

£25k-£45k

£40k-£75k

£65k-£90k

£70k-£110k

£35k-£55k

£45k-£75k

£75k-£130k

£75k-£140k

JOB TITLE

Service Desk Analyst

Desktop Support Engineer

Senior Desktop Support Engineer

Service Desk Manager

Desktop Support Manager

Junior Infra Engineer

Infra Engineer

Infra Architect

Infrastructure Manager

IT Manager

Head of IT

Network Engineer

Senior Network Engineer

Network Manager

Junior DevOps Engineer

Linux Systems Administrator

DevOps Engineer

Senior DevOps

Bonus

5-10%

5-10%

10-15%

15%

15%

10%

10-20%

15-20%

20%+

20%+

20%+

10-15%

15%

15%

5-10%

10-15%

10-15%

15-20%

Salary

£30k-£35k

£40k-£45k

£50k-£65k

£50k-£60k

£55k-£65k

£50k

£55k-£75k

£80k-£100k

£80k-£100k

£80k-£100k

£100k-£150k

£40k-£55k

£65k-£80k

£80k-£90k

£40k-£50k

£60k-£70k

£65k-£75k

£75k-£100k

Development PERMANENT Infrastructure and testing PERMANENT
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What is headless testing?
Headless testing is a way of running browser tests without 
the head, or in other words, without the GUI or Frontend.    
Why should we be doing this?  The biggest reason is to save 
time.  If there is no UI to draw or wait on then you have the 
ability to get through a lot of testing.   An example of this is 
we once worked on a site redesign which had many different 
user types in many different locales.  To ensure the code was 
working we had webdriver tests to log each different user 
type into every locale (5 user types in total in 80 different 
countries).   Webdriver was able to do this by bringing up the 
page, entering the username and password and reaching the 
welcome screen, but if you consider on average about 20 
seconds for each test to complete,  the 400 permutations 
would take 26 minutes.    While we weren’t testing how the 
front end looked this was an important test to run due to the 
intricacies of the user types and what they had a view on.   
Going headless meant we didn’t care about the front end at 
this stage, we could run the tests in under 3 minutes.   We 
picked up issues that weren’t caught at unit test level, as this 
was an integration test.   And the developers could fix very 
quickly.    
Other benefits of headless include
 Being able to prepare test data quickly
 Acceptance testing

Continuous what….?
There’s a lot of confusion around the various continuous 
elements of the pipeline.
Here we demystify them.

Continuous Integration is where 
 Everyone commits to main branch every day
 Automated tests ensure everything is working
 If there's a failure, no body has a more important job than 
fixing it 
 Continuous Delivery is where you are delivering 
environments and code at each stage 
 Continuous Deployment is where you are deploying all the 
time into production 

Therefore integration is what we should all be doing, 
committing out code and running tests. 
The delivery stage can be seen as delivering a package of 
environment to each stage in your pipeline. 

And the deployment is the ability to deploy to production when 
you want. 

While continuous deployment may not be right for every 
company, continuous delivery is an absolute requirement of 
DevOps practices.  For example a fast paced dot com retailer 
would want to the ability to deploy to production frequently 
(multiple times a minute in some cases).  Whereas a financial 
organisation may wish to limit the number of production 
releases and therefore also limiting risk.  Thus there will be a 
difference in their Continuous Deployment frequency. 

But both organisations should be doing continuous delivery 
so they have the confidence in knowing they can promote 
code when they wish and where they wish. 
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Change and Compliance PERMANENT

Director of Product

Head of Product

Snr Product Manager

Product Manager

Product Owner

Global Head of Compliance

Head of Compliance

Snr Compliance Manager

Compliance Manager

Compliance Associate/Monitoring

Head of Performance

Performance Manager

Snr Performance Analyst

Performance Analyst

FIX On-boarding Manager

FIX Integration Specialist

FIX Support

Consultancy Director

Managing Director

Manager

Snr Consultant

Consultant

Associate

£120k+

£90k+

£70k-£90k

£55k-£80k

£40k-£60k

£120k+

£90k-£120k

£70k-£90k

£50k-£70k

£40k-£60k

£90k+

£85k-£100k

£65k-£85k

£45k-£65k

£80k-£100k

£55k-£75k

£45k-£65k

£110k+

£80k-£110k

£70k

£55k

£45k

£35k

Have you ever wanted to ask a technical 
consultant a question? 

Ask a Consultant allows you to do just that. 

Send your questions to  
askaconsultant@harringtonstarrtech.com

and follow us on  
 @askaconsultant    
 @_Askaconsultant

Ask a  
consultant

By Gav Patel and  
Ehab Roufail

Hi,  
I'm Gav

Ehab's  
the name
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Imagine if you had a Recruitment partner  
whose purpose was to help you grow.

Imagine if you had a Recruitment partner that 
believed better people made by better clients, 
better candidates and better people.

Imagine if you had a Recruitment partner that 
cared as much about putting the right people  
into the right businesses, as they did about 
investing back into the community they 
belonged.

You can! 

Harrington Starr.  
Your Success, Our Business.

In 2010 we launched Harrington Starr and 
over the past seven years we have become 
the Global Leaders in Financial Services and 
Commodities Technology recruitment, insight, 
events & consultancy. Delivering high quality 
opportunities for professionals on a permanent, 
retained, contract, and interim basis, to over 800  

About  
Harrington 
Starr

Agile 
transformation 

We craft a  
uniquely enterprise 
Agile solution that 

delivers quantifiable 
value for your 
stakeholders

Health check 

We'll join you  
onsite for a few  

days to observe,  
and then present  

a report of the  
key findings

Training 

Providing high  
quality training 

courses in 
development, 

testing and agile 
implementation

Project delivery 

Delivering 
successful  

projects to your 
satisfaction, on  

or offsite

Harrington Starr Technology Consulting is Europes fastest growing 
technical consultancy, providing an unrivalled level of service. We 

are experts in transforming organisations, providing innovative 
solutions, enabling faster changes, safer software delivery and a 

better solution.  

Talk to us about any of the following

www.harringtonstarrtech.com
UK: +44 203 587 7007       E: info@harringtonstarrtech.com        

Twitter: @hstarrtech        Linkedin: search Harrington Starr Tech
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JOIN THE COMMUNITY

Over 800 of the world’s leading companies in  
financial services and commodities technology  

trust Harrington Starr to deliver world class talent

R E C R U I T M E N T  C O N S U L T A N C Y

W W W . H A R R I N G T O N S T A R R . C O M

Harrington Starr
Join the exclusive community for financial services  
and  commodities trading technology professionals

BUY & SELL 
SIDE TRADING 
SYSTEMS

SALES,  
PRODUCT & 
MARKETING

SENIOR & 
EXECUTIVE 
HIRES

TRADE, OPERATIONS 
& SYSTEM SUPPORT

CHANGE, BA, PM

LOW 
LATENCY, FIX, 
CONNECTIVITY & 
MARKET DATA

DEVELOPMENT
 
CRYPTO CURRENCY, 
DIGITAL CURRENCY  
& BLOCKCHAIN

TESTING AND 
QUALITY 
ASSURANCE

CYBER  
SECURITY

BIG DATA, 
DATA SCIENCE, 
DATABASE 
& BUSINESS 
INTELLIGENCE

QUANT DEV AND 
ALGO TRADING
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