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Lets split into discussion rooms
 In regards to on-line teaching:
Choose a FinTech company
Tell us what it does
Tell us why you like it

 Find a slide with your team number
https://docs.google.com/presentation/d/1MxBBDgG4N0BD3

Xh0LPVf7vIww9pEdflx3obckIwyqd0/edit?usp=sharing
 Share screen with team members
Discuss and fill in your slide

You have 5 min
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Do you use any Kodak products today?

Do you know that Kodak was the first company to invent a 
digital camera?

Nokia
 2000: market cap of $300 billion and revenues of $28 billion 
 2005: market cap of $26 billion and revenues of $2 billion
 From 38% of the mobile phone market at the peak to <1% today



 At the height of the Apollo program an average launch would cost $1.2 billion
 Falcon Heavy Platform: $6,000 to get 1 kilo (2.2 lb) into space

 Next 50-60 years
 A lot of improvement over the original Apollo rocket design and…
 About 1/3 reduction in costs…
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Microsoft
Apple
Amazon
Alphabet
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Microsoft
Apple
Amazon
Alphabet
Berkshire Hathaway

Facebook
Alibaba
Tencent
Visa
JPMorgan Chase
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Marginal cost of an additional digital transaction tends to zero

Capital requirements to build a digital business are lower

Opex & Capex to manage a digital business are lower

Economies of scale

Attention is the name of the game

Value creation and value chains get upended

Enabled by: cloud computing, mobile computing, edge computing, AI/ML, APIs, 
open banking regulation/legislation, faster payment rails, blockchain/crypto
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Create a 
Product: 

Mortgage, 
Credit card, etc.

Marketing and 
Sales

Risk 
Assessment and 

Pricing

Post Origination 
Monitoring 

Turnarounds 
and Workouts
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To apply for P2P loan
• Provide: SSN, drivers 

license, bank account, 
credit score.

• Provide additional data 
requested by platform.

• Agree to interest rate 
assigned by platform.

• Validate: borrowers’ SSN, 
drivers license, bank 
account info, credit score.

• Collect additional 
borrowers information.

• Provide/compute credit 
rating for each borrower

• Assign interest rate to 
each rating

• Administer loan payments

• Obtain borrowers’ 
information both 
validated and not.

• Obtain interest rate.
• Make lending decision
• Transfer funds

P2P M PL
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Investor(s)
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 Institutional investor participation
 Hedge funds
 Private equity funds
 2016: Estimated to be at least 80% of the funded loans

 Technology development
 “Robo-advisors” in P2P space
 From small portfolio firms (>$20,000) to large institutional lenders (>$5,000,000)
 Lending Club and Prosper have their own robo-advisory platforms

 Securitization
 In 2013 NYC based Eaglewood Capital closed $53 million deal
 2016, more than 60 P2P loan securitization deals were registered. 
 In Q2 of 2017, the deal volume reached $3 billion or 80% year-to-year growth.

 Weak regulatory oversight
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 If you already have excessive debt, P2P is great for you:
 Refinance expensive credit cards with cheaper P2P loans
Credit Score improves

 If you do not have access to credit
 P2P is the solution to the under-banked

Great for economy
Cheaper and abundant credit
No regulatory burden: lower costs
 P2P lenders use private capital
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~80% of Lending Club loans based on 
borrower reports
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Do consumers really refinance their (credit card) debt 
using P2P loans?

 San Bernardino shooter Syed Farook received a $28,500 loan through 
online lender Prosper Marketplace Inc. just two weeks before he and 
his wife opened fire at a holiday party, killing 14 people and 
wounding 21 others.
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 APR by Prosper Rating Range from 5.99% (AA) to 36.0% (HR) for first-time 
borrowers…. Loan origination fees vary from 1%-5% of loan amount…. Between 
April1, 2016 and March 31, 207 the average three-year loan rate presented to other 
preapproved applicants was 15.2% (18.7% APR).
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 Late 2016: Moody's put bonds backed by Prosper originated loans on watch for a 
downgrade. The reviews for downgrade were prompted by a faster buildup of 
delinquencies and charge-offs.

 Early 2017: Citigroup, that repackage roughly $1.5bn of Prosper's loans into 
securities, severed their partnership.



48



49



50

Elena Loutskina


Elena Loutskina


Elena Loutskina




51

Elena Loutskina


Elena Loutskina


Elena Loutskina




52



53



54



55



56



$88.4 BILLION 
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Marginal cost of an additional digital transaction tends to zero

Capital requirements to build a digital business are lower

Opex & Capex to manage a digital business are lower

Economies of scale

Attention is the name of the game

Value creation and value chains get upended

Enabled by: cloud computing, mobile computing, edge computing, AI/ML, APIs, 
open banking regulation/legislation, faster payment rails, blockchain/crypto



 Service not product (products become services, SaaS)

 Share the value chain, instead of controlling it

 Orchestrate value among n+1 participants instead of exclude partners

 Networked businesses instead of siloed businesses

 Interoperability

 Using data (securing data, sharing data, monetizing data)

 Technology (cloud computing, APIs, ML, AI…) is the business model, instead of supports the 
business model



Bank as a Service (BaaS)

Platform banking

Marketplace banking

Niche Banking

Unbundled mono line

Digital first (& only?)

Defi (decentralized finance)

Trojan Horse (big tech play)
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 DBS

 ING

 Capital One

 Goldman Sachs

 BBVA



and identity management
(onboarding, AML/KYC)

and risk management, 
fraud detection



There is no such thing as a new idea. It is impossible. We simply take a lot of old 
ideas and put them into a sort of mental kaleidoscope. We give them a turn and they 

make new and curious combinations. We keep on turning and making new 
combinations indefinitely; but they are the same old pieces of colored glass that 

have been in use through all the ages. 

Mark Twain
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