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FINTECH NEWS AND UPDATES

New fund supporting female 
entrepreneurs

AllBright is a new platform that focuses 
exclusively on supporting female founders. 
AllBright was set up by tech entrepreneurs 
Debbie Wosskow, founder of home rental 
startup Love Home Swap, and Anna Jones, 
CEO of Hearst Magazines UK. The fund has 
also received backing from the likes of Sherry 
Coutu CBE, serial tech investor and Founder of 
the Scale-Up Institute.

The AllBright Angel network is a community 
of experienced individuals who have invested 
their personal capital into the AllBright 
investment fund. They are drawn from a wide 
range of sectors but all share one common goal 
— to unlock the potential of female-founded 
businesses. It aims to raise a fund of £10m by 
Christmas, which will be used to invest in the 
UK’s best female-led enterprises to accelerate 
the growth of these top emerging businesses.

The launch of AllBright represents a step 
towards redressing the gender imbalance that 
currently exists in the startup and early-stage 
investment space, where it is believed that female 
entrepreneurs receive only 10% of venture capital 
investment globally and have disproportionately 
lower loan approval rates than male. 
Source: UK Business Angels Association

PayPal, Facebook partnership 
makes further progress

PayPal partnership with Facebook has 
gone forward, becoming another payment 
option within Messenger.

PayPal will make it easier to link a PayPal 
account to Facebook and Messenger, 
and it will roll out support for receiving 
notifications about PayPal transactions to 
Messenger users in the US, techcrunch.
com reports.Facebook had been beta 
testing payments in Messenger with select 
developers, it would roll out this capability 
more broadly by the end of 2016.

PayPal will roll out as a payment option in 
Messenger only to US users. In spring 2015, 
Facebook debuted a way for Messenger users 
to add their own Visa or MasterCard payment 
information into its chat app in order to send 
peer-to-peer payments to friends. 
Source: thepaypers.com

A Pension Solution 
for small companies

Pension Solution has been set up specifically 
to help small employers through automatic 
enrolment. It was launched by the Pensions 
and Lifetime Savings Association (PLSA) 
one year ago, an independent not for profit 
organisation uniquely positioned to offer 
impartial services. Membership offers a step-
by-step guide for busy small business owners 
on automatic enrolment – from what needs to 
be done by when, to how much it will cost and 
which employees must be enrolled.
Pension Solution helps in three easy steps:
1. A step-by-step guide to automatic enrolment
2. An impartial guide to pension providers
3. Useful resources including templates

For those who prefer the human touch, 
members can also access a half-day training 
course providing an insight into the main 
principles and processes of automatic 
enrolment. The next course is taking place on 
Monday 21st November from 10:00 to 13:00 
at PLSA's offices in London. Fint News readers 
can SAVE 100% (normal price is £49+vat for one 
year) on joining using code FNT2016 until 20th 
November.

To find out more visit: 
www.pensionsolution.co.uk

IBM & 
UnionPay test 
blockchain-
based loyalty 
program   

The test shows 
blockchain from 
IBM & UnionPay 
being used to 
exchange loyalty 
points between 
banks. The program 
can be applied to 
a range of loyalty 
tokens from flight 
mileage to mobile 
phone bills...

Zopa partners 
with AirBnb    

P2P lender Zopa 
has entered a 
partnership with 
AirBnb which will 
provide discounts 
on loans to AirBnb 
hosts.

Atom bank opens 
to the public

UK challenger bank 
Atom has opened 
to all UK customers 
after successfully 
running a 6-month 
invitation only trial.

Congratulations!

Glisser raises $1m 
seed funding to 
take on the US 
market. 
Go Glisser Go.

Big steps for UBER 
as they make their 
first two hires. 
Awesome work 
UBER, only 38,998 
to go. Actually 
they'll be rolling out 
a fleet of robot cars 
before long so two 
redundancies in the 
pipeline right there. 
Anyway...
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COVER STORY

"What are 
THE MOST INVESTABLE FINTECH SECTORS

FOR 2017...? AND WHY?"
We asked our contributor pool. Here’s a selection of responses.

NADEEM SIAM, 
Founder and CEO, Welendus

Since Brexit fintech innovation in the UK has become even more 
high profile, with a new Government backed conference unveiled  to 
“cement our position as the global Fintech capital”. But what then 
should global investors be on the lookout for, which are the most 
innovative sectors in the UK’s fintech scene? 

Certainly, the UK has a significant advantage over its nearest fintech 
global rivals, California and New York, in the form of a single regulator, 
the FCA with a focus on promoting innovation. The FCA sees lending, 
and P2P lending in particular as a key sector, driven by the current 
high margin, low interest rate landscape and tech developments like 
real time data sharing to the API Open Banking Standard. Nadeem 
Siam, founder of P2P short-term lender Welendus says innovation is 
vital to success: 

“Fintech is a big thing here in the UK with 
innovation in different sectors from peer-
to-peer lending to block chain and credit 
assessment. But this is not enough, we need 
more innovation to stay ahead of the game. 
At Welendus, we are building one of the most 
technologically sophisticated peer-to-peer 
lending platforms to bring short-term loans 
to the peer-to-peer lending market for the 
first time. I am personally looking forward 
to the UK banks opening up their APIs for 
businesses. This will further revolutionise the 
Fintech sector in the UK.” 

Alternative credit assessment is another exciting sector, where the 
UK is facing strong competition from the US. At the recent Money20/20 
conference in Las Vegas, fintech startups heard about the opportunity 
presented by, “20% of the 63M people in the US with no credit score 
when checked with alternative methods turned out prime”. Helping 
people with a ‘thin’ credit history such as young adults, or the self-
employed, is UK fintech startup Aire co-founded by Aneesh Varma. 

“Many of us will end up being mobile or 
self-employed which the current credit risk-
scoring system will have to recognise. As 
things stand, genuine hard-working people 
are being penalised by the way credit scores 
are created, that's not good for growth, 
innovation or wellbeing.”

Oliver Bussmann, the ex-CIO of UBS, who while at UBS highlighted to 
the potential for blockchain technology to disrupt the banking industry, 
believes the next big thing is...
Artificial intelligence (AI) not blockchain: “It’s all about processing 
big data so that you understand the investment signals.” Banks are 
particularly interested in start-ups that can build artificial intelligence 
algorithms: “They’re teaming up with start-ups and hiring engineers 
and scientists and building joint teams of business and IT people to 
work on this challenge.” For proof of the power of AI look no further 
than UK tech startup Comply Advantage, which uses AI to ensure 
compliance rules are followed by financial firms. It’s just raised $8.2m 
(£6.7m) and opened an office in New York. Certainly London, blessed 
with an abundance of fintech startups and academic excellence, 
looks to be pole position to advance the innovative use of AI in the 
fintech sector in the years to come.

HARRIET ALLNER, 
Starling Bank

1. Fintech with Banking Licences
Full stack solutions deliver transformative 
customer service at an economic cost. 
Compared to fintech as a bolt on to a 
separate entity with a banking licence, 
which is both inefficient and creates friction 
for the customer, full-stack banking is 
preferable and highly investable. 

2. Banking as a Platform
Much has been made of so-called 'BaaP' 
startups and there's a good reason for 
it. New banking platforms disrupt the 
traditional banking system. New entrants 
(like Starling) will use new banking 
technology to become the centre of a 
financial ecosystem for our customers, 
creating a 'platform' so customers get the 
best experience and a boost to their money 
wellbeing. 

3. Artificial Intelligence
AI has been a long time in the pipeline and in 
the next couple of years we will finally be in a 
position to harness the opportunity as we find 
real applications for the technology. This is an 
area of fintech that's really about to boom. 

TAKE OFF FROM RUNWAY EAST
10 FINSBURY SQUARE



4 The Fintech Times November 2016

RALPH HAZELL,
Founder, Gaggel

1. Insurtech. I think we are only just getting started in the re-invetion of 
the insurance sector. There are so many technical innovations coming 
through that will change insurance, from IOT/connected devices 
so you know where everything is and if its working to healthcare 
advancements meaning we will all be living to 100 and finally to how 
blockchain/distributed ledger could make self-insurance platforms 
like Gaggel the digital equivalent of the mutual. Phew.

2. Crypto-currencies. This sounds a bit retro for 2017, but I happen 
to believe that we might be heading for some sort of a financial crisis 
in 2017/18 which will bring us to question the validity of central bank 
monopoly on currency creation. My extreme Black-swan scenario is a 
break-up of the Euro - if this were to happen then access to "money" will 
be a problem and I envisage a network of barter currencies emerging 
or asset-backed currencies such as Goldbloc, but the difference this 
time around is that we have the distributed ledger technology that will 
make their chances of success far greater.

3.Aggregators. One stop shop platforms that enable you the customer 
to access a wider variety of the emerging fintech products from one 
dashboard. A good example of this is LendingWell that aggregates P2P 
lenders and also enables you to do this within an ISA wrapper.

BYRON LEVIN, 
CEO, Future Start Technology

1. WealthTech 2.0. The development of robo-advisers will see vastly 
increased integrations with more data providers to provide a more 
holistic and accurate view of a user’s life. For example: a system that 
takes into account a person’s spending habits, their health, family 
and hobbies. Until now robo-advisers have been surviving on the 
hype and recently a few have differentiated in a few different ways, 
but, the test of time will be the development of systems that can 
constantly analyse vast data sets to provide greater insights into 
people’s lives. It is crucial that these services are provided by existing 
financial services firms, i.e. wealth managers rather than tech-only 
advice companies, i.e. robo-advisers. When this is done correctly, the 
investment will rapidly flow as this is where the hidden value is.
 
2. AI/Machine Learning/BigData. It’s been around for ages, but, 
it has re-emerged at the forefront of public consciousness and  for 
good reason. Computing power has grown to a stage where theory 
can become reality. Machines do not sleep, eat or have an ego. As 
people begin to realise the power of such a machine they will see 
the benefit to be had when applied to financial services. Imagine 
scanning global big data 24/7 to provide deep and valuable insights 
that can provide investment opportunities, mitigate risk or provide 
opportunities to personalise a solution for an individual. This will be 
the big investment sector as the creators can demonstrate a tangible 
benefit to the users and as such create the demand needed to attract 
the big bucks investors.

COVER STORY. THE MOST INVESTABLE FINTECH SECTORS

3. Blockchain. More recently people have realised what Blockchain, 
or distributed ledger technology, actually is and what we have seen 
is an explosion of interest and capital into this area. This will be a 
massively investable sector in 2017 as people find specific uses for 
this technology that add value to specific business areas, be it in 
financial services or elsewhere. For example in biometrics, the ability 
to give people a digital identity can be huge (ID2020 might be worth 
a read). This can then be linked with building up financial services 
and helping people from underbanked or underserved worlds to get 
bank accounts and utilise financial services that they were previously 
unable to. It also might help with security and decentralisation, but 
that's another discussion...

RASMUS GROTH, 
Founder and CEO of Veridu

1. VR
2. Artificial Intelligence
And here's why.

We live in fast changing time. People give up old habits in favour of 
new ones that they wouldn’t have imagined just a few years back. 
Mobility, shareability, flexibility, and productivity seem to be one 
or more cornerstones of many new business ideas that are forever 
changing any market you can think of.

So does our perception of identity; how we identify ourselves online, 
and how we can quickly and easily create trust in any interaction 
online with another person or in any transaction with any business. 
Think about it for a minute: Whenever you register online for a 
service, the service provider will want some sort of information 
about you to authenticate your use of the service. Whenever you 
pay with your credit card, your identity is known. And whenever you 
browse the Internet, merchants have a pretty good idea of what 
you’re interested in and what your needs are right now. However, 
sometimes we want to fly under the radar and not give out all the 
details about ourselves, and at other times we don’t really see 
the purpose of why we need to identify ourselves with our social 
security number or the driver’s license that we may have forgotten 
at home. All of this causes friction and that is one thing consumers 
absolutely don’t like. Neither do merchants, because it scares 
customers off and make them spend less. Now, add The Internet of 
Things to the equation and it ’s clear that we need new technologies 
to help us. As devices are connected to the Internet and become 
more advanced, we’ll soon experience that our fridge orders — and 
pays for – our food. The difference is that we no longer participate 
in the transaction per se. So, what we need are much more flexible 
identity and currency solutions that will fit our not so distant needs 
for anonymity and flexibility. Companies that work in these areas 
are companies that help shape the future.

The same goes for companies working with 
VR — virtual reality. Now that we don’t have 
to do grocery shopping, we can spend our 
leisure time on other things. VR is finally 
here and it works, although the technology is 
still in its infancy, the revolutionary potential 
is clear. What VR will enable us to is to go to 
experience the Pyramids of Egypt right from 
the comfort of our home and together with 
friends from Facebook that we would possibly 
never else have travelled with. Everything 
done in an afternoon. And by offering VR-
enabled online shopping, merchants will 
allow us to browse through products in whole 
new ways and even let us try on those new 
jeans and shoes before we actually make the 
purchase and have the items delivered. 

JASON JONES, 
Co-Founder LendIt

1. The least investable sector – blockchain. 
Blockchain is protocol, much like Linux was 
protocol – there’s one Linux company out 
there at the moment, Red Hat, which is a 
consulting company which helps people build 
Linux. But then Linex is used by everybody – 
Microsoft, Google, it’s a free software that is 
everywhere. But the actual number of Linux 
companies – not that many. So I think the 
same thing is happening with Blockchain  
- Microsoft, IBM and all the banks are 
adopting Blockchain, but from an investable 
perspective, there isn’t much there.

2. I’ve spent a lot of time recently in 
Insurtech, I would say that is in the middle. 
I think it’s the exciting next area that a lot of 
people are focusing on right now, but I think 
the investment market is a little bit ahead of 
the startups. 

3. I think the digital wealth management 
space is incredibly interesting. They take 
a while to build but there is such a huge 
need and I think the way people invest is 
changing paradigmatically. Digital wealth 
management and digital banking together 
are two areas that could really change 
consumer behaviour, and they own the front 
end, and if you own the front end then you 
can offer a lot of stuff behind that. So I think 
they strengthened their consumer bond 
over time, they don’t weaken the bond, so I 
like that area a lot. 

4. Lending, I continue to see new lending 
companies, though I’d probably put digital 
wealth above lending but I continue to see 
great lending companies.

5. Cyber security – that 
category I would call 
technology applied to fintech. 
So biometrics applied to 
fintech, artificial intelligence 
applied to fintech – 
technology applied to fintech 
may be the hottest area. 

6. If you look at the top 4 largest fintech 
companies in the world, number one is 
Alibaba financial, which is basically AliPay. 
Number 2 is PayPal, number 3 is Lufax, 
number 4 is Zhongan insurance, which 
is a startup insurtech company.  3 of the 
top 4 fintechs are Chinese. Alibaba is 
$68bn valuation, Paypal is approximately 
$30bn, Lufax is 18bn, and Zhongan is $8bn. 
Alibaba, Lufax and Zhongan are all going 
public in the next 18 months. So when 
they go public, they will hit the scene and 
people will wake up to it. 

VR isn’t the only two-letter abbreviation that I find investable. 
So is AI — artificial intelligence. If I were to invest outside Veridu, 
I would go for a split between companies using narrow AI for clearly 
defined niche challenges and companies doing ground-breaking 
research in general AI along with the tools and interfaces (e.g. AI) to 
interface with those machine minds.
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TOMS NIPARTS,
Head of Operations,

Viventor

If I had to pick 3 things that will be big 
for FinTech in 2017, I would go with 
1. Alternative finance in South-East 
Asia, 2. Collaborations to boost 
cross-border investing in Europe, 
3. Insurtech. 

Yes, non-bank lending in South-East Asia 
is not new, but there is still plenty of 
market potential that is uncovered. This 
is also proven by several major lending 
groups "testing the waters" there. Also, 
real estate crowdfunding in the region 
could turn out very interesting, but 
this is heavily subject to regulation.  
Cross-border investing was proven to 
be an opportunity in Europe in 2016, 
but I believe we will see many more 
events unfolding in 2017 and beyond. 
Keeping an eye out for more and 
more partnerships, as well as products 
unifying various separate services 
is definitely on my to-do list. Lastly, 
insurance is a trillion dollar industry 
that is still comparatively "boring and 
outdated" for the end-user. There have 
been quite a few challengers out there, 
and I'd guess 2017 is when some of 
them will start to build serious noise.

ANN WONG, Director of 
Corporate Communications & 

Investor Relations, Opportunity 
Network

1. Cloud Computing. 
It is going to become an industry 
standard going forward and broad 
based adoption will make it one of the 
most investable Fintech sector in 2017. 

2. Open Banking. 
This year, many banks started 
incubator programs to learn from 
and to cultivate relationships with 
symbiotic Fintech companies. In 2017, 
we are expecting to see many of the 
integrations happening through API 
adoptions on a shared and secured 
banking platform.

3. Artificial Intelligence. 
Self-servicing among the under-
served client segments will be a key 
investment theme for 2017. Incumbent 
players are looking for new revenue 
frontier as market environment 
continued to be challenging for 
traditional revenue streams, AI will 
enable them to grow the pie through 
providing fast-speed data-driven 
financial advice and services.

JAMES MACKONOCHIE,
COO, OFF3R

I believe that Robo-Advisors will 
be a very investable FinTech sector 
in 2017. The typical investor on the 
street is looking at alternative ways to 
seek better returns with the erosion 
of interest rates and the potential 
instability of the equities and property 
markets. Businesses that can offer 
a solution to this stressful and time 
consuming process should do well in 
this climate.

JAMIE W JOHNSTON,
Business Development Manager, 

Validis

1. Data management 
2. Analysis for credit risk assessment
 
2016 has seen the establishment of 
alternative finance providers (AFP's) 
as credible alternatives alongside 
traditional banks. The options and 
market for investing in such providers 
has slowed as what were once 
plucky start-ups are fast becoming 
household names. The middle 
ground is saturated with challenger 
banks and with the introduction of 
the referral scheme by the British 
Business Bank, opportunities for 
financial backing are now clearly 
signposted for SMEs. The speed of 
growth in this area has presented 
challenges to all parties: traditional 
banks, challengers and the AFP's. 
2017 will likely see these issues 
exasperated with the traditional 
banks needing to reduce cost and 
the AFP's looking for opportunities 
to bolster their credit assessments 
without lengthening their processes. 

Traditional banks with solid 
credit processes are looking for 
opportunities to automate in order 
to reduce headcount and assessment 
time. Challenger banks are looking for 
agility in order to attract customers 
from traditional banks and the focus 
on client experience as a differentiator 
is clear to all.
 
Firms are already looking to offer 
solutions to these issues and fintechs 
able to capitalise on this appetite will 
be greatly in demand. Moreover, 
the opportunities here are not 
limited to commercial lending as the 
same issues ring true for retail and 
personal lending too.

BE A PART OF 
THE NEXT 

COVER STORY

FINTNEWS.COM
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Having asked the question, 
listened to the responses, drunk 
a coffee, and eaten a biscuit, I 
come to the following conclusion:
Logically, AI is going to be a major growth 
sector, major major major. Here’s why, 
the convergence of circumstance.

1. Supply: AI is emerging from its ‘development 
stage’ into the ‘application stage’. Multiple 
players are emerging into the scene at the 
same time. The applications for intelligence 
are limited to only our own imaginations. 
Every business has a potential application for 
AI. Do you think a human wrote these words? 

2. Demand: What can AI do? Correct question, 
what can AI do for this specific business? 
Something, that’s for sure. With the horribly 
vast amount of data now drowning many 
organisations, the ability to bring intelligence 
out of the soup is money in the bank.

3. Esoteric Economics. Feel it. Our human 
minds tend to create in our own strange 
image. Look at the internet. It probably 
looks a lot like a central nervous system. 

Look at the Internet of Things, it probably 
looks a lot like an interconnected biological 
ecosystem, everything ultimately connected 
to everything else. We create in our own 
image. Now consider Artificial Intelligence. 
Of course we are going to create intelligence. 
It’s what we are. We can fully imagine it. We 
just haven’t quite mastered the tech yet. But 
we will. Our plans to develop it are as old as 
science fiction. We’ve been working on it for 
decades. Since the first computer really. And 
now we are getting close ish. If intelligence is 
magic, current AI is the illusion, the trick that 
looks like magic. We may be unconscious 
of it as a species, but we are relentlessly 
pursuing the goal of creating replicas of 
ourselves and of ‘Life’. True AI and indeed 
AEI (Artificial Emotional Intelligence) may be 
dependent on Quantum Computing, which is 
also in the pipeline somewhere, although the 
implications of true QC are a bit shocking, if 
it’s already been successfully developed we 
probably wouldn’t know. One digresses. AI 
platforms, terminals that provide intelligence 
on demand. Networked together. The 
internet of AI. The Core Intelligence Network, 
the Matrix, the UberMind, Skynet itself. You 
know we’ll never stop trying to create it. Oh 
yes. One last thought. VR as the logical user 
interface of AI. Welcome to the other World. 
Worlds.

by BIRD LOVEGOD, 
Editor of 
The Fintech Times

MATT BYRNE, 
UK Director, FastPay

1. Payments. The technology around payments 
will continue to evolve and grow, both in 
terms of increased take up of digital payment 
solutions by consumers and increased use of 
payment technology in business.

2. Alternative Finance. FastPay is a specialist 
lender to digital industries and as banks 
continue to lend cautiously in these economic 
uncertain times, plus equity investors retreat 
from perceived riskier sectors like ad tech, 
there will be increasing opportunity for fintech 
lending solutions to grow market share.

3. Brexit tech... Across a range of sectors, 
I expect to see growth for companies who 
take advantage of the changes caused by 
Brexit – whether these be in 'regtech', FX, or 
other fintech solutions than help businesses 
access international markets.

BREXTECH.
LET'S VOTE 

ON THAT.

55+25+10+4+4+2+A
AI 55%

Robo-Advisors 25%

Insurtech 10%

Lending/P2P lending 5%

Crypto-currencies 4%

Blockchain 1%
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FINANCIAL LITERACY — 
WHY FOUNDERS NEED TO CARE
Investors at all levels encounter 
companies that have a great business 
concept, brand, strategy, team and 
even sales traction. The frequently 
missing card in the hand, the one 
that might or might not be a deal 
breaker, is the boring one. Financial 
literacy. Even basic financial literacy. 
The nature of high growth companies 
is often a strong tech background 
coupled with creative ability, neither 
of which are necessarily totally 
compatible to having a strong head 
for finances and a feet on the ground 
approach to commercial endeavour 
and enterprise. Entrepreneurs 
are often bad at, or just bored by, 
accounting. And yet to successfully 
raise funds, and crucially, to 
successfully manage finances once 
raised, a moderate comprehension 
of cash flow, balance sheets, profit 
and loss, and accountancy practices 
is something every CEO/COO should 
discipline themselves in. 
 
Expanding on this, there's Pre Funding 
advantages to understanding accounts, and Post 
Funded requirements to understanding them. 

and what they need to buy-in help for.  They 
need to see accounting, and other advisors, 
as valuable parts of their team.  It is therefore 
important to work with advisors who 
understand their sector and who buy-into 
their idea.  This is also important because the 
network and contacts of the advisors can often 
be as valuable in obtaining the right investor 
as the accounting services that they provide.
 
In the early stages of growth, a good 
accountant should match the level of advice 
with the limited resources available to the 
business.  They should also be looking to 
build a long term relationship with their 
client.  They should be prepared to invest 
time and effort at this early stage in the 
knowledge that if the business succeeds 
and grows, there will be more advice and 
services  that will be needed in the future.
 
Entrepreneurs also need to become good 
at explaining their idea both verbally and 
in written form.  Serious investors will be 
presented with many business ideas.  It is 
therefore important for an entrepreneur’s 
business plan to be both succinct and 
coherent in order to maximise the chances 
of them finding an investor who can provide 
that all-important seed finance.  Often less is 
more.  A business plan needs to be only a few 
pages long and should be able to explain:

� The business idea
� The management team
� The strategy
� What is needed to achieve success
� The challenges and how they will be 
addressed
� The likely exit route

All of the detailed information and financial 
models need to be available but can be 
provided later. It is also important to 
structure the business in a manner that will 
attract investors and also incentivise the 
management team who are going to help to 
grow it.  Tools such as staff incentives schemes 
(e.g. EMI options or growth shares) are a good 
way to incentivise staff to help achieve growth 
in the business when cash is tight. 
 
Seeking advice on whether the business 
is eligible for the government’s Seed 
Enterprise Incentive Scheme (SEIS) and 
Enterprise Incentive Scheme (EIS) is a good 
way to ensure that the company is attractive 
to private investors.  SEIS and EIS reward 
private investors with tax incentives to 
invest in eligible business.

Post Funding: (Post Series A) 
What CEO's/CFO's should know:
Explained by Simon Wax of Buzzacott
 
Entrepreneurs that obtain initial finance 
should congratulate themselves – it is not 
easy.  However it is dangerous to spend 
too much time doing this, now is when the 
real work starts.  Series A funding can run 
out extremely quickly and it is important 
that companies spend the initial money 
wisely.  Again it is important to strike a 
balance between keeping the business on 
the straight and narrow with good financial 
management, and investing in product 
development and testing to prove that the 
business model works.  This will enable the 
business to obtain the next round of funding 
at, hopefully, a higher valuation.
 
A business should obtain a financial 
management system that fits the size 
and complexity of their company.  There 
are many available systems but the key 
factors in choosing a system are:

1. Accessibility: it should be accessible to 
management and advisors – so ideally a 
cloud-based product;
2. Integration: so that the financial systems 
talks to the sales or operating system; and
3. Scalability: so that the company does not 
have to change systems as soon as it grows

A good accountant should be able to 
support an entrepreneur by: 

1. Advising on the most appropriate type of 
accounting software;
2. Offering training so that the entrepreneur 
can perform some of the financial function 
themselves if they choose to, to minimise 
unnecessary costs; and
3. Being flexible and adapting the scope of their 
services and support as the business grows.

An entrepreneur would be wise to stay 
in regular contact with their investors 
throughout this post Series A funding phase.  
Demonstrating that the business is being run 
well and that the goals and targets are being 
met will maximise the chances of obtaining 
further funding from the initial investors, 
who should be emotionally and financially 
invested in the success by now.
 
Now that the business has hopefully begun to 
demonstrate that it is financially viable, there 
are more types of funding options available 
to an entrepreneur.  This often takes the form 
of bank debt – an entrepreneur should build a 
relationship with their bank manager so that 
they also understand the growth potential. 
 
There are also many other types of 
alternative funding.  A good accountant or 
advisor should be able to explain these to an 
entrepreneur and be able to advise on which 
is most appropriate.  They should also have 
access through their network to sources of 
institutional finance (e.g. private equity and 
venture capital) as well as other types of 
alternative finance (e.g. crowdfunding). 

 

Pre Funding: (Pre Series A)
What the CEO/Founders should know: 
Explained by Simon Wax of Buzzacott
 
There are many great business ideas that 
never become a reality because of lack of 
funding and lack of know-how.  Investors are 
not simply buying into an idea.  They are also 
putting their faith in a management team’s 
ability to deliver a product to market and 
to run a successful business.  This includes, 
being able to deliver: a sensible and coherent 
business plan, accurate management 
information, financial forecasts and 
statutory compliance.
 
In the early stages of a business, the 
entrepreneur will naturally be focusing the 
majority of their time on developing their 
product.  It is hard however to juggle this with 
the equally pressing need to maintain sound 
financial management of their business.
 
Moreover, in the fast-moving tech sector, 
another dilemma for the pre-funded 
entrepreneur is marrying the need to get their 
idea to fruition as quickly as possible with the 
lack of funds to buy in expertise in order to help.  
 
Entrepreneurs need to understand what 
capabilities and skills they have themselves 

In terms of supporting cash flow in this 
early phase, the research and development 
(R&D) tax credit may be available to a 
company.  This allows the company to obtain 
tax credits, and in some circumstances, 
cash back from HMRC in relation to the 
spend that they incur on R&D activity (e.g. 
developer costs or salaries) to develop their 
new idea.  A knowledgeable accountant will 
be able to advise on whether the activity of 
the company is eligible to claim the R&D tax 
credit and to use their sector knowledge and 
their tax skills to write a claim in order to 
maximise the chances of success.
 

An entrepreneur would 
be wise to stay in regular 
contact with their 
investors throughout this 
post Series A funding 
phase.  Demonstrating 
that the business is being 
run well and that the 
goals and targets are 
being met will maximise 
the chances of obtaining 
further funding from 
the initial investors, who 
should be emotionally 
and financially invested 
in the success by now.

SIMON WAX, 
Partner, Buzzacott  
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Looking into 
the future of fintech 
or merely following 
the fintech illusion?

Fintech has become an umbrella term 
in next to no time, engulfing payments, 
P2P lending, big data, AI and robo-advice. 
After constantly evaluating the emergent 
technology that is continually reinventing 
the financial world, one can truly state that 
finally the fusion of technology and finance 
has started to bear fruit, but this is only the 
tip of the iceberg…

The primary interest of this article lies 
in the premise behind what people are 
calling robo-advice. Robo-advice can be 
described as a direct to consumer process 

that enables people who are looking to 
invest their money or get financial advice 
or planning services, to navigate an online 
process that assesses their risk appetite 
or investment goal(s), then creating a 
portfolio for them (usually using baskets 
of ETF’s). A user can open a brokerage 
account (online) and then continually 

monitor their accounts via an online 
dashboard. The technology as such 

can be fairly ‘straightforward’ and 
the technology does not change 
the type of advice given but 
rather the delivery or vehicle 
through which the advice (or 
services) is provided. With that 
in mind, keep reading...

Fintech. It's a word that’s casually 
been thrown around in recent times, 
everyone wants to be associated 
with  it, but does the word hold any 
gravitas anymore?

FinTech is not necessarily a new 
idea as such but rather one that has 
reinvented itself. Large traditional 
institutions did not get their 
methods and ideas of FinTech right, 
with complex and cumbersome 
technology that focused on back 
office efficiency rather than changing 
consumer trends. This allowed new 
slick startups to come in, innovate 
and challenge the conventional 
methods, but is this enough?

to provide a more holistic and personalised 
service. The technology is infused with 
the advisers thinking and can use this 
to determine what exactly a client seeks 
(advice, guidance, execution, direction) 
thereafter acting appropriately by 
providing the relevant service. Secondly, the 
opportunity for quantitative risk profiling 
over qualitative may become preferential 
as well as direct access to asset classes 
instead of through intermediaries. Finance 
and technology are fast learning from social 
media giants and this is enhancing the design 
and intuitive nature of new propositions as 
well as becoming increasingly inclusive of 
educational material that is embedded into 
client journeys in a seamless fashion.

A future of Cognition – Ease of 
use. Automation. Security.

With a world of abundantly growing data 
and information, it is crucial to be able to 
decipher or process what it all means as it ’s 
fuelling decisions we make every day. This 
means new technology will make use of 
artificial intelligence and machine learning 
techniques that enable processing of data 
that is too big for ‘normal’ computers. 
Developers of new propositions should 
take into account how much of a system 
they can automate without losing the 
genuinely crucial human touch in what has 
become known as a ‘relationship business’. 
They will be created around the thought of, 
“Can anybody, regardless of knowledge of 
finance, use this technology?” And finally, 
when dealing with anything online security 
is paramount.

Decentralisation

Emergent themes appearing to be industry 
mainstays are transparency for clients, speed 
of service and empowerment. The ways in 
which finance companies currently operate 
will be changing with the advent of distributed 
ledger technology and what it stands for. The 
Blockchain Revolution (book) highlights 8 key 
areas where financial services will see tectonic 
shifts and within these 8, the 3 primary points 
above are covered. Empowerment may mean 
monetisation of data, thus transforming 
the way people manage their information.
So, how does one not only state that their 
business follow the forward thinking path but 
believes in it to.

The premise…
While many believe that D2C ‘robo-advisers’ 
may find it hard to survive, what they stand 
for will live on. Democratisation of financial 
advice, planning and education. Solutions 
such as this are opening up these essential 
services to the masses and providing these 
services in the way that the consumers 
want them.

Many people say it can only be ‘robo-
services’ or human services, but as their 
blinders slowly start widening, they are 
fast realising that in actual fact, the most 
powerful solution is a combination of 
the two. It is not necessarily the changing 
technology (albeit playing a part) that is 
recreating this world, rather changing 
consumer attitudes and behaviour that 
are now able to manifest themselves as we 
move further into the digital age.

What it means…
Today, robos do investing, but 
tomorrow who knows?

The concept of having an all-data inclusive 
system to help manage our lives may 
sound quite tasty to some. We can make 
better financial decisions and better health 
decisions as our unique avatar of, ourselves, 
is continually processing our growing bank 
of data. People will feel better and more 
in control of their personal finances and 
lives. These all-data inclusive systems will 
be provided to the masses by the forward 
thinking group of financial services ‘humans.’

In what may be described as an ‘old school’ 
industry, fintech adopters who are able 
to see ahead for not only the good of 
themselves or firms, but, for their clients 
too, will be able to reap the rewards as they 
ride the wave of positive digital disruption.

So the question remains…. Have 
we foreseen what is yet to come?

Although fintech was initially born in the US, 
it is and will continue to develop differently 
in the UK and Europe. Spawned from vast 
financial crises that left the everyday man 
and many professionals disillusioned with 
the incumbents, it was time for ‘techies’ to 
step in and make a stand. Gordon Moore 
spoke, and so it was true, the power of 
computing has doubled year on year, 
enabling theory around artificial intelligence, 
machine learning and big data analytics to 
be put into practice and used in real life.
Some key developments to come...

by BYRON LEVIN, 
CEO, Future Start Technology

Robo-Tech 3.0

The upcoming B2B robo propositions will 
be focused on utilising more available data 

Doctors, they are here to serve the people… 
you can go see one whenever you are ill or in 
dire need of a day off work, but, you do not 
necessarily need to be a millionaire to get in 
the door. In a similar way, financial services 
firms should engage in client centric business 
thinking and using the work of Porter and 
Kramer, engage in the creation of shared 
value for their clients and themselves.
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Not to mention that financial wellbeing  
directly correlates with physical health and 
wellbeing so why don’t we help people lead 
better financial lives and by doing so lead 
healthier happier lives in general. Financial 
advisers should ask themselves, what their 
clients want. Then they can ask the clients 
the same question.

Adoption of, and collaboration with, 
technology. Technology is not a tool to be 
bought but rather a strategic investment 
that is central to a business achieving its 
objectives in the 21st century. Problems 
have been identified in financial services, 
and solutions must be found. It has become 
clear that the use of technology can ease 
many of the industry’s pains (lack of young 
advisers, UK advice gap, operational 
inefficiency and lack of transparency) yet 
the adoption and collaboration of new 
technology is slow. Finance must realise 
the sooner they embrace the ‘robots’, if you 
will, then the sooner they can satisfy more 
clients and solve problems. (UK advice 
gap can be solved, unbanked can become 

banked, mis selling can be mitigated, speed 
of operations can be increased).

A merge into the future

People tell me that, people are working on 
it, and company X is doing this with Dr. so 
and so. But, I am yet to hear anyone tell me 
that the industry as a whole has found a 
solution, that there is a majority in favour 
of one panacea. This means (to me anyway) 
that more needs to be done.

The ability to speak to a life like ‘bot’ online 
who can ‘understand’ and evaluate clients 
current lives and risk through a system which 
monitors their data proves that the future 
holds vast potential and the basics of machine 
learning, artificial intelligence and big data 
have just started peaking the surface and the 
real transformation is yet to come.

In a dynamic and rapidly growing world of 
people, information, ideas and technology, 
to hear the phrase, ‘The disruptors are 
being disrupted…’ illustrates the seismic 

shifts occurring in this industry and re-
confirms that we have arrived at a new age 
of attitudes into financial services.

Any questions or queries? Email me at: 
byron@futurestarttechnology.com

Finance must realise 
the sooner they embrace 
the ‘robots’ if you will, 
then the sooner they can 
satisfy more clients and 
solve problems.
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On 11-12th October Level 39 hosted 
this year’s API Days London event. 
The room was encouragingly full even 
more encouraging was the equal 
mix of technical wizards and us non 
technical muggles on the business 
side. Why is this so positive? Because 
the tech/nontech language barrier is 
something that I believe is a bottleneck 
for innovation in financial services 
and both sides could be seen making 
progress understanding one another 
for these two days, the wizards 
understanding the business needs 
and the muggles on the opportunities 
and constraints on the tech side.

Importance Rising
This matters even more as we get nearer the 
deadline for the Open Banking regulation 
when the 9 largest UK banks will be obliged 
to open up access to 3rd party providers 
at the order of the CMA. It is an aggressive 
deadline of 2018 given the changes these 
banks will need to need to make (and 
the fact that the order is yet to be specific 
precisely or appoint an enquiry lead) and 
the pace of organisational change for these 
gigantic beasts even when they want to act, 
let alone when they don’t but are pushed by 
unwelcome regulation.

Faster, Better, Cheaper?
At this point let’s consider the Design Triangle. 
This simple framework suggests that from 
the 3 aims fast/good/cheap improving any of 
these comes at the expense of the other/s. 
In the case of changes in the face of Open 
Banking the timeline is fixed though watch it 
shift as the banks’ screams get louder. In fact 

delays would be problematic if the 
UK’s schedule slipped behind other 
regions which would benefit from 

acclimatising to the new 
open paradigm first. 
On the quality point 
the standard will be 
set universally so 
there is little room 
for differences on 
the quality on the 

design but room 
for error on the 
implementation 
side. With the 

Few people would claim to love debt. 
But smart business owners know 
that borrowing is often necessary 
for their enterprises to reach their 
full potential. Thanks to fintech 
and alternative finance, today’s 
entrepreneurs have more choice, 
flexibility, and faster provision of 
funds than ever before.

What’s behind this phobia of owing 
money? Some business owners never borrow, 
others only when they actively plan to grow, 
while some prefer to use personal funds or 
trade credit when they need liquidity. 

There’s some good news — of those 
entrepreneurs who are confident enough to 
take on debt, many are increasingly seeking 
innovative sources of funding, namely 
alternative finance. The ‘altfi’ industry was 
valued at £3.2 billion last year by innovation 
charity Nesta, now representing 12 per cent 
of all small business lending. 

The technology boom has created a 
host of potential funding sources for smaller 
companies. These range from peer-to-peer 
loans and crowdfunding, to revamped invoice 
finance and fast-track, unsecured online 
loans. Companies that use these new funding 
providers discover not only revolutionary 
products, but also easier ways of repaying debt.

The new generation of lenders often 
allow customers to automate payments via 
Direct Debit, using the services of fintech 
pioneers such as GoCardless. In the past, 
banks typically only offered Direct Debit 
to SMEs on condition of a bond, plus they 
charged thousands of pounds for slow, 
complex processes. 

Funding Circle was an early adopter 
of the GoCardless service. Funding Circle 
CEO Samir Desai said a major advantage 
was the simplicity of one person collecting 
money owed, rather than needing an entire 
department. Others from the new generation 
of fast-track business lenders, including 
Capital on Tap, Fleximize, and Boost Capital, 
also use GoCardless’s repayment services, 
which offers flexible payment plans on a 
daily, monthly, or ad hoc basis.

Alex Littner, managing director of short-
term lender Boost Capital, anticipates such 
innovations in repayment practices will both 
enhance the appeal of altfi, and could impact 
upon attitudes towards debt more broadly. 

"Our customers can now make loan 

minimal room for change in terms of speed 
and quality it is likely to represent more 
movement on the cost side of the triangle 
and this is presumably the view of the API 
Days sponsors and partners who provide 
support for strategy and implementation for 
helping to steer banks through the path to 
Open Banking. E.g. Open Bank Project, Re 
Hat, Apigee, Mulesoft, APIversity, Akana.

More Talk Than Action?
As well as the consulting, design and tech 
services to offer help there are examples from 
companies both financial and otherwise who 
are further along the path to being an open 
platform. On the outside Ryanair (upselling 
other people’s services), Amazon (40% 
income from 3rd party vendors), Walgreen 
(photo printing/pharmacy). On the traditional 
banking side BBVA lead the way, Ceska 
Sporitelna show that even dinosaurs can 
make progress. Among challenger banks the 
platform model is more common and Starling 
is one of the most open to 3rd parties.

Half Bloods Rule
What I feel is clear is that no matter what side 
you are on it is imperative to understand the 
theory and practice of open APIs and the 
impact matters for all. So, if you’re on the 
business side get a grip on more technical 
issues through consultancies if you can 
pay, through meetups and conferences 
if you have more time than money and 
get your hands dirty at hackathons if you 
want to talk from experience as well as 
theory. For technical wizards it is good to 
keep a portfolio of case studies up your 
sleeve as presenting cases will really help 
the business muggles to understand the 
complexities of the opportunities and 
constraints of different options. Being 
either muggle or wizards is a blocker to 
the changes required while half-bloods 
would lubricate the machine of change and 
can also expect to come through in better 
shape that purists.

repayments using Direct Debit, which is easier, 
quicker, and more convenient for them and 
us. People need to borrow even at difficult 
times in the economic cycle. When bosses 
realise how fintech is developing to make their 
experience of debt and repayment as painless 
as possible, more should see that properly 
delivered and managed borrowing can be the 
making of a business’s success," says Littner.

Clive Lewis, head of enterprise at the 
Institute of Chartered Accountants in 
England and Wales (ICAEW), sees other 
potential benefits for small firms. He 
comments: “What GoCardless is offering 
should mean SMEs’ accounting is under 
more control, plus the aged debtor analysis 
- how much customers owe the business 
analysed by the length of time outstanding 
– is easier to keep up-to-date.”

The ability to receive and repay funds 
quickly was why Joe Moroney turned to Boost 
Capital to fund his children’s publishing and 
animation business, Fourth Wall. The banks 
were unable to provide fast capital to buy 
extra stock to fulfil orders at the company’s 
busiest time of the year. A commercial 
finance broker introduced Moroney to 
Boost Capital, and his firm, which is based 
in Bromborough, Cheshire, was soon able to 
meet customer demand. 

Joe says: “It was a swift process, and there 
was great customer service along the way. 
We’re growing at a fast pace, so working with 
Boost Capital meant we could immediately 
fund projects that would otherwise not have 
gone ahead. Repaying the loan quickly and 
easily via Direct Debit was also a bonus.” 

Clive Lewis understands some 
businesses are uncertain about borrowing 
in the current climate, but points out the 
enormous potential for those that invest 
now using the range of borrowing on offer, 
thanks to historically low interest rates and 
the depreciation of the pound. 

APIs in Financial Services: 
WIZARDS, MUGGLES & 
THE QUEST FOR COMMON 
UNDERSTANDING

Small firms should learn 

DEBT IS NOT 
A DIRTY WORD

by SAMANTHA NORTH, 
GoCardless

Debt may not be something to love, 
but, if handled properly it should 
not be a source of fear. It can 
bring a business great rewards. 
In the altfi age, borrowing looks 
different to anything most SMEs 
have experienced before – flexible, 
easy to access, and simple to repay.

by MAX KALIS, 
Independent Innovation & 

Fintech Consultant

Next…
API Days will be back with 9 more events 
globally next year and I recommend it for 
getting a stronger grip on these issues as 
they evolve and pick up momentum.

THEFINTECHTIMES.COM
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FINTELLIGENCE OPINION

Why are we more interested in HOW MANY STEPS 
WE TAKE rather than OUR CREDIT SCORE?

by RICHARD CARTER, 
Chief Executive, 
Nostrum Group

We live in a world where an ever 
growing amount of us have Fitbits, 
Jawbones and other tracking 
devices that are increasingly 
measuring and comparing our 
physical performance. We know 
how many steps we take, how 
many calories we’ve consumed 
(and expended), what our sleep 
patterns have been and, of course, 
how much we weigh. This rise of 
the quantified self has been driven 
by technology getting cheaper, 
smaller and ultimately ubiquitous.

But why don’t we take so much care 
of our financial health?  In the US, 
people know their FICO score as a 
matter of course with over 80% of 
consumers knowing the basic facts. 
Indeed, nearly 40% of Americans 
claim to want to know a potential 
partner’s credit score before they 
even date them!

Compared to the US, the UK is lagging 
behind dramatically with less than 
10% being aware of their score and 
its importance. Services such as Credit 
Expert and Noddle provided by the 
UK credit reference agencies and 
independents such as Clearscore are 
gaining traction, but there is still some 
way to go before this aspect of UK 
consumers’ financial literacy improves.

According to the recent OFCOM 
report 30% of people have accessed 
their online banking just once per 
month and credit cards accounts 
even less frequently.  This, despite 
online banking being the 4th most 
popular activity people undertake on 
their phones.

Although UK banks have text alerts 
that help customers understand 
when they are coming close to an 
overdraft limit or spending has 
increased beyond a threshold, 
this is very granular; there is little 
mass market adoption of better 

financial health monitoring tools.  
The introduction of PSD2 (see our 
blog here) will inevitably bring more 
customer awareness, though this is 
unlikely to be in place before 2018; in 
the meantime, is there an easier way?
In the lending context, customers 
tend to take new unsecured loans 
to fund an activity, such as debt 
consolidation or a purchase, perhaps 
a car or some home improvement 
works.  This form of borrowing is 
generally a considered process and 
the customer will research a number 
of different rates, normally through 
a comparison site, before selecting 
the lowest they think they qualify 
for.  Loyalty to their existing lenders?  
Zero.  Hardly surprising if the only 
interaction the lender had was to 
be the lowest rate the last time the 
customer wanted a loan.   Surely this 
loyalty needs to be earned?

How about a scenario 
where the lender knows 
that a customer’s financial 
circumstances have 
improved and targets 
them with a lower rate 
offer.  The customer may 
not be in the market for 
additional borrowing at 
that time, but the mere 
fact that the lender has 
acknowledged and reacted 
to the improvement will 
start to build the currently 
elusive brand loyalty.

site each month and with the correct 
targeted offer, could be converted.  
At the very least, the lender will gain 
a much larger marketing universe to 
target with appropriate products or 
even have the opportunity to trial new 
ones for a different demographic.

Clearly, technology underpins the 
whole of the process from holding and 
presenting the credit score, through 
to delivery of a seamless customer 

journey, allowing customers to take 
new or top-up existing loans.  Earlier 
this year at Finovate we presented 
how we envisaged this working here.
Financial education and literacy in the 
UK has some way to go and, whilst 
we’re not advocating that people 
select their partners or spouses 
based on their credit profile just yet, 
we think that one of the first steps on 
the financial literacy journey is the 
democratisation of the credit score.

One way the lender can achieve this is 
to regularly provide the customer with 
their credit score.  Apart from drawing 
the customer back to the lender’s site 
each month, this changes the dynamic 
between the customer and the lender.  
How about extending it beyond 
customers to anyone who registers?  
The same benefits will flow; new, non-
customers will be drawn to the lender’s 
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Penetration testing of Internet-
facing fintech applications is an 
essential necessity in the age of 
online competitors and cybercrime. 
Penetration testing gives you the 
independent assurance that all the 
hard work you have invested in 
designing and implementing secure 
infrastructure or applications has 
paid off and your product won't fall 
apart when subjected to malicious 
activity — as eventually it will 
be. Deciding on the specific type 
and scope of penetration testing 
however is not straightforward. 
Here is a basic introduction to assist 
with informed decision-making.

Web application 
penetration testing
Penetration testing of  Web applications 
involves identification of security 
weaknesses and vulnerabilities 
caused by insecure coding practices, 
misconfiguration and bugs. It is 
usually performed on a test instance 
of the application but can also be 
performed on live instances. The 
penetration testing process involves 
intercepting, analysing, modifying and 
generating specially crafted malicious 
and/or invalid HTTP requests to 
identify and exploit vulnerabilities 
that may exist in the application and 
usually covers at least the Top 10 
areas of risk as identified by the Open 
Web Applications Security Project 
(OWASP) with additional testing based 
on specific business requirements or 
technologies used.

Penetration Testing 101 for fintechs

vulnerabilities and misconfigurations 
that can be exploited to obtain 
unauthorised access to data, systems 
or hosted applications. Specific testing 
activities and methodologies may 
differ depending on the scope and 
objectives of the infrastructure testing 
engagement but most engagements 
involve the following stages:

1. Identification and enumeration of 
targets of testing
2. Reconnaissance and information 
gathering
3. Identification of vulnerabilities, 
weaknesses or misconfiguration
4. Testing and exploitation of 
identified vulnerabilities
5. Post-exploitation activities
6. Reporting and recommendations 
to address the identified issues

Understanding your options: 
black, grey or white?
When it comes to commissioning 
a penetration test you will need to 
decide whether you require a black, 
grey or white box penetration test. The 
type of testing chosen will decide the 
amount of time and effort required as 
well as the level of security assurance 
obtained - not to mention the cost.

� Black box testing is the most 
widely performed (“standard”) type of 
testing – it gives basic assurance that 
is usually sufficient in most cases, and 
includes automated testing, manual 
review, and manual testing to identify 
any weaknesses or vulnerabilities 
in your application that may be 
exploited to compromise the security 
of your data or customers.

� Grey box testing includes 
software design and architecture 
review in addition to all activities 
included in black box testing.

� White box testing provides 
the maximum possible assurance 
– in addition to including all of the 
above it also includes review of 

source code to identify weaknesses 
or vulnerabilities hidden deep within 
the application code.

The type of testing chosen determines 
how much time and effort is required 
and the extent of your own team’s 
involvement in the testing process. 
Whereas with black box testing 
your team’s involvement is limited 
to provision of a test instance of 
your application or specification of 
infrastructure to be tested, with grey 
or white box testing documentation, 
meetings and access to source 
code would have to be arranged as 
appropriate. 

The time required to test a particular 
application or infrastructure depends 
on its size and complexity, as well as 
the type of testing: a black box test of 
a simple application may only require 
a day or two, while a white box test of 
a large and complex application may 
require weeks or more. Most testing 
engagements however are black box 
tests and usually take about a week to 
complete. Once testing is concluded 
a report is issued detailing identified 
findings and their criticality, as well as 
making recommendations on how to 
address them and the engagements 
are usually concluded by holding a 
closing meeting where the next steps 
and discussed and agreed.

by EDGAR TER DANIELYAN, 
Security Architect & 

Penetration Tester

Infrastructure 
penetration testing
Infrastructure penetration testing 
is a generic term covering testing 
of operating systems, network 
services, network devices and other 
targets. Its objective is to identify 

The penetration 
testing process 
involves intercepting, 
analysing, modifying 
and generating 
specially crafted 
malicious and/
or invalid HTTP 
requests to identify 
and exploit 
vulnerabilities that 
may exist in the 
application.

EDGAR TER DANIELYAN 
is principal consultant at 
Danielyan Consulting, security 
engineering and penetration testing 
consultancy specialising in fintech. 
www.danielyan.com



13The Fintech TimesNovember 2016

IT: 10 steps to cyber security 
for fintech startups

Congratulations! You have the idea 
for the next great fintech, you have 
the developers, you have the funding 
and you are good to go. But how do 
you avoid the mistakes of others and 
release an app that won't break apart 
at the first attack — possibly taking 
down your business ambitions and 
customers' trust with it? Here are top 
10 steps followed by industry leaders 
that would help.

1. Appoint a security evangelist.
To release secure code or to provide a 
secure online service everyone in your 
organisation needs to buy into the idea 
that ‘security is a process’ (Bruce Schneier) 
and that for the process to work everyone 
needs to play their part. Lip service 
won’t be enough — you really need 
to care about delivering a trustworthy 
app or service that won’t let down your 
users and ultimately your business. A 
named qualified individual needs to 
take a leadership role and communicate 
the importance of security practices 
throughout the organisation.

2. Identify specific personal data 
protection obligations.
There are many different laws and 
regulations that businesses need to 
comply with, however few areas of 
non-compliance have greater potential 
for damaging the reputation of your 
business and offending your existing 
and potential customers than misusing, 
abusing or failing to protect their personal 
information. You need to have a very clear 
understanding of and policy on personal 
information and have to take effective 
steps to implement it. 

3. Have role-specific security 
training.
You have to go well beyond the customary 
and usually inadequate generic security 
awareness courses. To stay ahead of the 
game, your staff need to have the knowledge 
and skillsets required for the role and a 
one-size-fits-all solution doesn’t work. You 
need to ensure that your developers and 
technical staff have the right skills and that 
they are kept up to date.

business knowledge and professional advice 
from security professionals to identify a 
list of Top 10 possible attacks against your 
app or service to inform the design and 
implementation of your defences.

5. Embed security in your product.
What does this mean? It means stop thinking 
about security as something you add and 
start thinking about it as the way you create 
and provide your product or service. Of 
course it’s not easy and it doesn’t come free, 
but it is the only way to get it right.

6. Adopt secure coding standards.
Engineering secure systems is a complex 
challenge, however the 80/20 rule 
applies. Use industry sources such as 
OWASP Top 10, CWE, and others to avoid 
textbook mistakes. Ensure your tailored 
training links up with these standards and 
requirements. Print them out and stick 
them on the wall.

7. Check your security features.
There is no replacement for security-
specific expertise. What may look like an 
acceptable security solution to someone 
not familiar with current security threats 
may turn out to be flawed or inadequate. 
Get your designs and architecture 
reviewed by someone qualified and 
incorporate the lessons learned to 
improve your future designs.

8. Know which bugs matter to you.
Code review may be an expensive and 
challenging activity - even with the best 
tools available you are not guaranteed to 
identify all the bugs in your code. What you 
can do however is to identify which bugs 
could cause the most damage to your code 
and your business and focus specifically 
on identifying and addressing them. 

9. Embed security testing.
Quality assurance testing must include 
functional security feature testing. 
Often security features can be tested 
in a similar fashion to other software 
features. Security mechanisms based on 
requirements such as account lockout, 
transaction limitations, entitlements, etc. 
should be tested.

10. Penetration test after every 
major change.
Penetration testing is one of the most 
important security assurance activities but 
it is often misused. Penetration testing does 
not replace any of the other steps nor does 
a ‘clean’ penetration test report indicate a 
perfectly secure system or application - but 
it does provide independent assurance 
that your code doesn't fall apart when 
subjected to attack.

THEFINTECHTIMES.COM

Why AEI is 
the key to 
UNLOCKING 
THE FUTURE
There’s weakness of data, any data, all data. It’s generated by what has 
happened. It is historical. And trying to predict the future from the past 
is tricky, to say the least. Data based predictive decisions work best 
when the time window they operate in is at its smallest. Nano seconds 
in trading, to get the edge over the next firm only able to respond in 
micro seconds.
 
But this ever tightening loop of more data less time is on a road to 
strangling itself, and beyond flash trading, has modest applications. 
One thing is certain in the real World, including market behaviour. 
Change. Another thing is certain. Unexpected change. Another thing 
is certain. Human beings respond in the real world not on data, but 
on feelings. Evolution has favoured those who can feel what might 
be happening without requiring data sets on the probability of grizzly 
bears being hungry at this time of year.
 
So, if the ultimate AIM (Artificial Intelligence Motivation) is to predict 
futures, we need to look at what information, NOT data, such a 
computer might like to eat. Actually, it’s information plus data that will 
complete the picture.
 
Understanding what a sector is thinking, about itself and its future, is 
a considerable improvement on data alone, which only tells us what it 
has done.
 
Feelings are the precursor to action. Markets collapse not because of 
data reaching a certain level, but because the feeling of confidence flips 
to one of fear. On a macro level, everything happens because of how 
people are feeling. How they feel affects how they think, and how they 
think effects how they act.
 
So why on earth is so much emphasis placed on trying to predict the 
future behaviour based on the actions of previous behaviour? It misses 
the aim entirely.
 
Facebook will already have a particularly unique understanding of 
humanity. It can read our feelings, or at least the feelings of our digital 
personas, which are a (distorted) reflection of our real World selves.
Artificial Emotional Intelligence. The missing piece. Understanding 
what we feel. By understanding what we feel, the machine will 
understand our most probable futures. It may also, in its own way, 
come to understand humanity.
Artificial humanity at least.

by BIRD LOVEGOD, 
Editor of  The Fintech Times

4. What are the top 10 ways to 
attack you?
There are many ways to attack but some 
attacks are much more likely or have 
much higher impact than others. Use your 
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by NEIL ANTHONY, 
Director at ArcSai, a 

firm trading quant/algo 
exchange traded derivative 

strategies alongside 
proprietary artificial intelligence/

machine learning & predictive pricing. 
Industry experts in Artificial intelligence 

within investment management 
alongside & “robo-advisor sector”.

Traditional Banks: 
From Too Big to Fail 
to Too Slow to Move?
In the wake of digital banking licenses being issued, the rise of challenger banks 
is in full-swing. The start of 2015 saw a new breed of banking (unsurprisingly 
in digital format) enter the market. These challenger banks have relished in 
the cost savings unavailable to traditional banks: no legacy system costs, no 
need for structural buildings on the high street and no pre-conceived lack-luster 
following a financial crisis. However, they arose with questions: How can they 
attract customers away from traditional banks? Are they safe? What will happen 
to ATMs?

Customer inertia, inevitably, is believed to have become a topic of great 
discussion with regard to a digital shift in the banking sector. How can 
consumers become engaged, gain a sense of trust, and be reassured their 
money is safe without face-to-face engagement? This appears to be a situation 
resolved merely through this technology being seamless in its customer 
service integration, something simple on paper, but perhaps overambitious in 
reality. Atom, one such challenger bank has already stated their vision doesn’t 
include the opening of a physical branch, and undoubtedly the other industry 
players Monzo, Starling and Tandem hold a similar standpoint. With the large 
overheads incurred in physical structures, the power of dealing operationally 
through technology is far more appealing for these ‘banks’. However, this 
offering of convenience, flexibility and transparency bears an overwhelming 
prudence of insecurity for customers.

Whilst this sense of skepticism may surround consumers, is there any 
alternative and can we fight the role digital banks will play in the future? At 
OFF3R we have seen the success of Monzo and Tandem in their crowdfunding 
campaigns, reiterating the support for this disruption from society. Traditional 
banks were once in a recognition field of being ‘too big to fail’, but are they 
losing this accolade and instead shifting to a field of ‘too slow to move’? I 
believe so. Digital banks fall in line with the loss of love society has for cash. 
The convenience and simplicity of contactless payments has become an eased 
facility in our everyday lives, with over 74% of the UK claiming to regularly 
use smartphone to make payments in 2016. However, whilst the buzz of 
technology and challenger banks exudes the marketplace, government bodies 
remain cautious and protective, and it seems it’s going to be a while before 
these ‘power houses’ lose their ‘too big to fail’ stigma.

Ultimately, technology is by no means slowing down, and I think it’s going to 
fall to high street banks to pull the wool from their eyes, recognise this, and act 
fast. In doing so now they may still be in with a chance of survival, but leave it 
too much longer and the opportune moment for any form of partnership with 
these ‘challengers’ could be missed, and the 21st century high street may look 
a little bit different sooner than we’d imagine.

by LILY BRIDGWOOD, 
Partnerships Associate at OFF3R

“The buzz of technology and challenger 
banks exudes the marketplace, 
government bodies remain cautious and 
protective, and it seems it’s going to be 
a while before these ‘power houses’ lose 
their ‘too big to fail’ stigma.”

THE FALL 
OF CARTHAGE
The battle and subsequent fall of 
Carthage in around 146BC was a drawn 
out affair that had had seen the city 
under siege. Over about two years the 
Carthaginians had plenty of time to 
reinforce the city, to forge arms and 
prepare for the final push they knew 
would come from the encamped Roman 
garrison outside the city walls. When 
that eventual final push came by the 
Romans it was a slow, gritty insurgency 
to take the city – building by building 
and street by street. The invaders with 
great skill, numbers and determination 
overcame the local populous and laid 
a scorched earth policy which left the 
once proud city in ruins – its inhabitants 
sold into slavery or killed.

The rise and fall of empires is inevitable 
whether slow and protracted or 
in a large flash of light. The end 
of convention, the adaptation of 
tradition, the testing of the status quo, 
is all open to the test of time. There 
are certain forces, whether in nature 
or those made by man, that are set on 
a trajectory to forever change things, 
and without being too philosophical 
about it all one does have to wonder 
whether you will be part of the empire 
that is falling or the triumphant one 
about to plant your flag in its corpse.

FinTech – The gritty Roman army? 
The investment world as is – The great city 
about to be burnt to the ground? Perhaps 
not, I don’t see FinTech as a destructive force 
necessarily, but it will weed out the weak, 
and it will reshape the industry it’s in. The 
Status quo within investment management, 
the philosophy, the way investment 
management is done, the structure that 
has been created is stacked like a house of 
cards awaiting the forces that be to push the 
pressure points to induce collapse.

Technology has until now been 
subservient to those who wish to 
reinforce their current practices e.g. 
big banks, hedge funds and the like. 
However fortunately, FinTech is being 
used in many areas to democratise 
information and break down the 
dogma of investment thinking 
through it assisting “the people” to 
gain better financial independence in 
their thoughts and actions. A simple 
example might be the invention of 
platforms we now take for granted 
- those who provide online stock 
broking or heck, even spread-betting 

apps. Even they have taken power 
away from stockbrokers who used 
to control how people got in and 
out of markets whilst taking a huge 
commission for doing so. 

Robo-advice takes the investment 
management world a little way further 
by using tech to put the power into the 
hands of the tech savvy individual – it’s 
online digital on-boarding of clients is 
going to be the norm over the coming 
years within the industry. Alas robo-
advice doesn’t solve the problems of 
the instruments it sells but it is a little 
baby-step in the right direction for 
FinTech in investment management. 

Slowly but surely over the last few 
years and into the future, we’re seeing 
more and more tech becoming part of 
the blood of the investment practice, 
the more transparency out there 
for investors the better, the more 
education about risk/reward out there 
the better. The mentality of the younger 
generation’s means they want results 
quicker, they want to know what they’re 
putting their money into and they want 
to know why an investment manager 
can do a better job than they can – is the 
cost justified. The amount of analytics 
and information out there even through 
mediums such as social media is all 
there to give them more information, 
whether it’s good or not so good is 
open to interpretation. So what does 
the landscape even look like going into 
the future? What does the crystal ball 
say? I don’t have one – unsurprisingly 
– but it’s pretty obvious that the world 
of investment management is soon to 
be transformed on all sides. The world 
of funds of funds of funds, the world of 
modern portfolio theory, the world of 
illiquidity, opaqueness and the world 
of convention is going to have its walls 
punched through by agile companies 
with great tech solutions as well as 
real game changers such as - Artificial 
Intelligence, Machine Learning and 
even neural networks, they are the 3 
horsemen of the apocalypse for the 
status quo. 
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practices and technology have segmented 
the industry in three ways: 

� first, a segmentation in model, with 
an increased separation between product 
ownership and product consumption. With 
the adoption of shared economy practices, 
you no longer use a car that is yours, but 
one you have borrowed – which begs the 
question: who pays for the insurance?

� second, a segmentation in 
application: insurtech is going beyond 
traditional transportation or housing 
insurance products, to include new 
wearables or peer-to-peer practices or 
even prevention rather than protection 
services;

� third, a segmentation in technology, 
with insurtech start-ups choosing specific 
verticals such as data analytics, claim 
acceleration tools or customer engagement 
to support more traditional insurance 
activities. 

These segmentations mean traditional 
insurance actors are faced with new 
challenges to respond to new consumptions 
habits, as well as applications. But this also 
means new business opportunities.

in their packages. Failure to do so would 
result in losing clients, but traditional actors 
have in fact been very good at embracing 
insurance curation: they are making the 
most of new health tracking devices to 
provide premiums to fit customers, or 
offering discounted auto insurance for 
customers using telematics devices to 
track safe driving. All-in-one policies are 
also starting to emerge, thanks to highly 
personalised digital risk assessment.

For corporate insurers, 
insurtech is a way to climb the 
food chain
Corporate insurers’ interest in insurtech 
is easily justified: from data analytics 
and lifestyle apps allowing client service 
personalisation, to hardware supporting 
preventive action rather than corrective 
ones (to detect fire for instance), the added-
value of insurtech is immense. Beyond these 
evolutions, insurtech is also revolutionizing 
customer service, with information security 
systems or digital processing making 
insurance/client relations more seamless. 

acquisition is more likely than not going 
through corporate insurers. 

As such, increased collaboration between 
insurtech and corporate insurers are likely 
to be beneficial to both parties. There are 
two existing challenges however: first, the 
traditional regulation and barrier to entry; 
second, and more importantly, the issue of 
privacy. If personalized insurance services 
can lower the financial cost, it remains 
to be seen how consumers will react to 
the collection of sensitive information. 
Insurance and insurtech companies 
will therefore have to work together to 
guarantee that their customers’ data is 
collected and managed in a secure and safe 
way. And for that, cybersecurity startups 
may have some answers.

Early Metrics, the rating agency 

for startups, presents TeskaLabs. 
TeskaLabs has developed a scalable enterprise security solution 
for mobile and IoT applications that protects businesses from 
getting hacked through their own mobile applications and IoT 
devices. TeskaLabs has a lead over its rivals with its scalability, 
cloud service compatibility, easy integration and its ability to 
handle large scale apps with high volume of users. 

The service is a key differentiator to existing products solutions. The 
founder brings expertise in enterprise security, mobile applications 
and has a thorough understanding of the factors influencing the 
cybersecurity market. Since participating in Techstars London 2015, 
TeskaLabs has been able to build a healthy commercial pipeline with 
customers in Czech Republic, UK and Germany. Earlier this year, the 
company had to redefine their go-to market strategy, individual roles 
and specific responsibilities of the managing  partners. Despite the 
long business cycles, the firm’s speed to market has been impressive 
and TeskaLabs has been able to develop a strategic partnership with a 
leading mobile carrier. Proposed milestones for the next 6-12 months 
are to develop the IoT security product, optimise the customer service 
and monitoring capabilities and an increased focus on sales.

by ANTOINE BASCHIERA, 
CEO at Early Metrics

by SARAH NÖCKEL, 
Venture Capital Analyst at Early Metrics

INSURTECH:
you will never 
insure — or be 
insured — the 
same way as 
before

Insurtech is currently one of the 
most dynamic and exciting sectors: 
more than $2,6bn were invested in 
the industry last year, three times 
the amount invested the year prior. 
Corporate insurers such as Axa, 
Allianz, AIG or Aviva are creating in-
house funds to identify the most 
promising innovations in the field. The 
landscape is fast evolving: unicorns like 
Blablacar or Airbnb push traditional 
actors to develop new insurance 
models that go beyond transportation 
and housing, and draw from IoT, big 
data, or gamification to transform the 
insurance industry overall. 

Three trends are transforming insurance 
and traditional insurers.

Don’t speak about insurtech, 
speak about insurtechS!
While traditional insurance was focused on 
a few sectors and bundle products, new 

Mastering personalised 
insurance 
Consumers are less and less willing to 
pay bundles, and increasingly asking for 
personalized services. This means that 
insurers can no longer solely rely on market 
trends to develop new insurance products. 
They now need to be more lean and creative 

Insurtech gives incumbents the opportunity 
to get directly exposed to their client 
rather than go through brokers. Bypassing 
intermediaries ultimately makes coverage 
more affordable for consumers and more 
profitable for the providers. As such, 
corporate actors and insurtech startups 
should not see each other as competitors, 
but rather as complementary actors. For 
insurtech companies, the path to customer 

Traditional 
insurance actors 
are faced with 
new challenges to 
respond to new 
consumptions 
habits. But this also 
means new business 
opportunities.
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IBM: In 2017, Blockchain Will be 
Used by 15% of Big Banks

While a major financial institution is being 
sued for imposing unlawfully high fees, the 
Bitcoin network has a consistent US$0.07 
transaction fee, which is still substantially 
lower than the transaction fees of any other 

payment networks on the market today.

IMF's Christine Lagarde Says 
Banks Will Adopt Digital 
Currencies in 5 Years Time

The Wall Street Journal held a twenty-minute 
Q&A with one of the world’s most powerful 
financial executives, Christine Lagarde, 
Managing Director of the IMF, to discuss 
many topics that affects the economic world 
we live in. Among the questions posed at 
the request of people who sent in questions 
to WSJ’s economics editor Sudeep Reddy, 
included how digital currencies like Bitcoin 
would affect the future of economic growth. 
Lagarde gave a positive response: 
“Ultimately, I think it will be in the interest 
of financial institutions to adopt those 
technologies (digital currencies) because, like 
any economic player in that field, they want 
to reach out to new markets. They want to 
not just keep their market base but expand 
it. And the way to expand it is to reach out to 
new territories”. 

Then Lagarde added: 

In coordination with the development of 
its Blockchain services, IBM has published 
two new studies entitled “Leading the Pack 
in Blockchain Banking: Trailblazers Set the 
Pace” and “Blockchain Rewires Financial 
Markets: Trailblazers Take the Lead,” based 
on a survey the firm has conducted on 200 
global financial establishments.

Upon the completion of the IBM survey, 
the IBM institute for Business Value 
(IBV) discovered that early adopters of 
the Blockchain technology are currently 
prioritizing the development and deployment 
of Blockchain networks due to their promising 
potential in the financial sector.

"There are many advantages to being an 
early adopter of the Blockchain technology," 
said Likhit Wagle, Global Industry General 
Manager, IBM Banking and Financial Markets. 
"To start, first movers are setting business 
standards and creating new models that will 
be used by future adopters of Blockchain 
technology. We also discover that these 
early adopters are better at anticipation 
of disruption, fighting off new competitors 
along the way."

Brits Sue MasterCard over High 
Fees, Bitcoin Fees Still Lowest in 
the Market

News Compilation
Image source:
cointelegraph.com

100 Zimbabwean Women Farmers 
Will Learn Power of Bitcoin

Zimbabwean women farmers will be 
given Bitcoins which they can redeem for 
goods at selected suppliers. Put together 
by BitMari, the first black owned Bitcoin 
startup, this first ever Bitcoin accelerator 
programme for women farmers in Africa 
is aimed at making the farmers successful 
and to return the initial investment at the 
end of the second harvest.

It will also teach them on the usefulness 
and power of Bitcoin, and train the female 
farmers to be able to make Bitcoin transfers. 
According to BitMari’s CEO, Sinclair Skinner, 
it is important to make women understand 
how to transfer Bitcoin because: 

“None of the 
current methods 
of financial 
transactions 
that many of 
the unbanked 
farmers use have 
the power of 
Bitcoin.”
The crowdfunding project is unique in a 
way as it eliminates the need for large NGO 
bureaucracies to facilitate aid to the final 
users. Bitcoin/altcoins were chosen for the 
fundraising because they are the fastest 
and most efficient way to move funds across 
borders. A key highlight of the fundraising 
is the featuring of the infamous one billion 
Zimbabwe dollar notes as a reward for 
crowdfunders.

“I would be very surprised that if, 
in 5 years time, many of the existing 
financial institutions have not 
adopted those tools.”

MasterCard, one of the largest credit card 
payment operators and financial institutions 
worldwide, is being sued for US$19 billion for 
overcharging 46 million British customers 
for 16 years, from 1992 to 2008.

The suit was filed by prestigious multi-
billion dollar law firm Quinn Emanuel, which 
accused the credit card network operator of 
charging substantially higher interchange 
fees that affected millions of businesses and 
individuals for over a decade.

What is important to understand is the 
change in the narrative from year to 
year, and the thoughts of the most elite 
of economic executives. Two or three 
years ago, her answer might have been 

very different. This underscores how far 
Bitcoin and the related technologies have 
come, and the growing belief that their 
eventual future mainstream acceptance 
is assured. 

Greece Seizes 500,000 Bank 
Accounts worth Euro 1.6 Bln, 
Escape With Bitcoin

Tax authorities in Greece have seized half 
a million bank accounts, containing 1.6 
billion Euros, in the first half of 2016. The 
astronomical rise of bank seizures in Greece 
may be indicative of greater financial issues 
permeating throughout the European Union. 
As long as governments are willing to claim 
large portions of income, people are willing 
to go to great lengths to avoid paying. The 
Panama Papers scandal revealed how the 
world’s rich and famous have been hiding their 
funds in offshore accounts in order to avoid 
taxes, and now governments are cracking 
down on “dirty money” in response. As such, 
demand is increasing for tax havens.
Bitcoin solves a great deal of the restrictions 
of tax havens while providing some similar 
benefits, including a store of wealth not subject 
to government seizure, and not necessarily 
tied to any real-world identity.

While Bitcoin’s Blockchain is completely public 
and therefore subject to a certain degree of 
traceability (albeit with difficulty), competing 
currencies, which may offer more robust 
privacy features, are mainly available through 
first acquiring Bitcoin. If these trends continue, 
and cryptocurrency gains much wider public 
adoption, it could very well end taxation.
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On the 24th November over 100 active 
European FinTech investors and 100  
innovative FinTech companies are  
meeting in London to assess where 
the most attractive FinTech investment  
opportunities will lie over the next year.

The Fintech Investor Forum, which is 
hosted by AltAssets, is designed to  
maximise the value of interactions  
between participants. According to  
Richard Sachar, a director at  
AltAssets, “By keeping the event relatively  
exclusive and creating an environment 
that feels more like a private club than a 
conference, we are able to attract the most 
influential investors and the most dynamic 
Fintech companies”.

and deals are likely to get funded over the next 
year.  If you’re a senior executive at a financial 
institution, you’ll get essential intelligence on 
what your competitors are doing and on which 
companies and technologies you should be 
partnering with or acquiring.  If you’re a new or 
established FinTech company, you’ll be able to 
connect with people and organisations that can 
help you take your company to the next level.”

The formula is clearly working as the  
roster of speakers looks like a Who’s Who of 
Europe’s most influential FinTech investment 
firms: Balderton, NorthZone, Anthemis, BlackFin, 
Partech Ventures, FinLeap, Eden Ventures, 
Dawn Capital, Talis Capital, AXA Strategic 
Ventures and CommerzVentures, to name 
but a few. When you get support from senior  
partners from so many firms of this  
calibre it’s no surprise that the CEOs 
of many of Europe’s most successful  
FinTech startups are also participating.  
Investors and financial institutions at the  

forum are keen to know which  
companies are growing the fastest and 
likely to be the most disruptive, but they 
are also eager to connect with early 
stage startups that are working on new  
innovations.  For the founders of these 
newer FinTech companies, the event 
provides the opportunity to meet more 
of the industry’s leading investors in 
one room in one day than they could  
anywhere else.

“It’s a very different environment to the 
standard pitching events or exhibitions 
available in the marketplace, but we’ve 
seen it work to great effect” say Sachar.  
“Over the last 15 years AltAssets has 
hosted dozens of exclusive forums for 
in the private equity and venture capital 
industry and we’ve helped participants 
raise literally hundreds of millions of  
dollars in investment from the  
connections they’ve made in this way”.  

“That doesn’t mean it’ll 
be easy for startups to 
raise money: “it’s never 
easy” says Sachar, “but 
you know you’ll be in 
the right place to engage 
with the inner circle of 
the European FinTech 
industry”.

Places are still available for startups  
and financial institutions to register  
for the forum.  The FinTech Times is 
pleased to be a media partner and 
our readers are eligible for a 20%  
discount on the delegate rate. Use code  
‘TFT20’ when you register at  
www.FintechInvestorForum.com

This approach creates a much more 
valuable experience for attendees. “If  
you’re an investor or deal-maker you’ll get 
valuable insights on which sectors, companies 
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Ahead of the FinTech Investor Forum next month, we caught up with investors 
speaking at the event to find out where they plan to commit capital. 

ROB MOFFAT
Partner, Balderton

JEPPE ZINK
General Partner, Northzone

PAUL MIZRAHI
Managing Director, BlackFin

RADBOUD VLAAR
CEO, Orange Growth Capital
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FinTech Investors outline where 
THE MOST ATTRACTIVE OPPORTUNITIES

will lie over the next year

FinTech remains hugely attractive to  
investors across the UK and Europe 
as it evolves beyond simple apps 
carrying out single transactions into 
services based on customer relation-
ships and trust.

Insurance and insurtech startups are now 
firmly on investors’ radars as areas where 
newcomers can offer a better service and 
stronger relationships with customers than 
existing, more traditional, businesses. Lon-
don VC Balderton Capital partner Rob Mof-
fat highlights it as a key area of opportunity, 
describing it as “an enormous space - and 
only a handful of startups have made an im-
pact so far”. That sentiment is echoed by Par-
is-based private equity firm BlackFin, which  
recently launched its first venture fund.Man-
aging director Paul Mizrahi said, “if you look 
at the market now, there are still relativ-
ity few insurtech companies in the mar-
ket. I think that will change dramatically 
in the next few years.”

Capital is beginning to follow the excitement 
in the space too, with FinanceFox last month 
raising the largest round for a European in-
surtech startup to date with its $28m Series 

A. With so many investors eyeing up start-
ups in the sector, the best  opportuni-
ties are becoming a source of competi-
tion among would-be backers. Nordic VC 
Northzone’s general partner Jeppe Zink 
suggests, “the insurance tech space is  
particularly attractive right now, and 
therefore becoming more competitive 
from an investment perspective.”

Orange Growth Capital CEO and founder 
Radboud Vlaar also highlighted regtech that 
can improve fraud detection, Know Your 
Customer (KYC) and compliance as an area 
of opportunity. 

He believes, “Regulators are increas-
ing scrutiny and requirements, but 
it is an area that is fragmented, re-
quires a lot of cost for banks and puts 
pressure on the customer experi-
ence. As such it is a great place to at-
tack with tech: there’s a big pool full of  
inefficiencies, it’s a big headache for  
clients and as such big gains can be made.”

Overheating 
FinTech remains a magnet for hype - par-
ticularly in London - and with spaces such 
as payments and lending becoming espe-
cially crowded there are areas some inves-
tors believe are becoming overfunded.Zink 
points out, “there have been a lot of com-
panies founded and funded within robo 
advisory and mobile-first banks, and I am 
conscious that these are both areas that 
could overheat.” 

Moffat concurs that new UK ‘neo banks’ 
could be becoming overfunded. Faced with 
the difficult task of convincing users to 
swap their bank account to a startup will 
make growth challenging for these so-called  
‘challenger banks’, despite them attract-
ing sizable funding rounds. Atom Bank, 
for example, is currently planning a fresh 
$130m-plus haul from Spanish bank BBVA, 
to follow the $128m it raised from the lender 
last year.

Now the attitude has changed to one of 
cooperation for mutual benefit and Zink 
recalls, “For a long time, fintech compa-
nies were perceived to be, or considered 
themselves to be, competing against the 
banks. We are now starting to move to-
wards a position where banks and start-
ups are working together."

“I think this is a positive development, 
and I would like to see more startups 
taking this approach. Ultimately this will 
make our existing financial institutions 
more efficient.”

Partnerships of today 
could become the 
acquisitions of tomorrow, 
but incumbent players 
in the space are also 
making their presence 
felt through corporate 
investing. 

Vlaar sees this as a positive and comes as a, 
“confirmation of the opportunity and the 
threat to established banks.” 

Not all see this as a good thing and  
corporate VC has a reputation of putting 
founders’ interests second to the firm’s bot-
tom line. Mizrahi emphasis that, “if you are 
very strong fintech company, and you’re  
disrupting the market, you don’t want 
to team up with one of the incumbents,  
especially not at the early stage.”

Scaling challenges 
Proving to investors that a compa-
ny’s product can generate a profit is  
difficult in any market, but can be more  
challenging when competing with long-es-
tablished banks for consumers.Vlaar high-
lights ‘B2C scaling’ and ‘partnerships’ as 
the greatest challenge for companies in the 
space. Mizrahi suggests that this becomes  
particularly difficult when taking a product 
outside of its native region and that, “geo-
graphic scalability in the financial servic-
es space is generally difficult to achieve.”

While attracting customers is a challenge 
across all consumer tech verticals, Moffat 
identifies the regulatory complexities of fi-
nances as key problem that startups need 
to confront. He claims challenges occur as, 
“there is little black and white in financial 
regulation these days and many startups 
operate at the edge of regulations, so 
there is always some uncertainty.”

The role of incumbents
As fintech evolves the rhetoric has changed. 
Previously startups such as TransferWise 
marketed themselves as disruptors set out 
to wash destroy the banking systems of old. 

Rob Moffat, Jeppe Zink, Paul Mizrahi 
and Radboud Vlaar will be speaking  
at the FinTech Investor Forum, which 
takes place in London on 24 November 
2016. The event brings together active 
FinTech investors, deal-makers, startups 
and financial institutions. Readers of 
The FinTech Times are eligible for a 20% 
discount. Type TFT20 when you register at  
www.FinTechInvestorForum.com.  


